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Kaba is synonymous with  
security technology. The com-
pany offers innovative solutions 
for access control and enter-
prise data recording, as well as 
key systems, providing its cus-
tomers all over the world with 
the optimum benefits in terms 
of security, organizational  
efficiency and convenience.5.2

O R GA N I C  G R O W T H  I N  %

1,003.5



KEY FIGURES

in CHF million
Financial year  

ended 30. 06. 2014 %

Financial year  
ended 30. 06. 2013 

(restated) %

Net sales  1,003.5  100.0  964.3  100.0 

Operating profit before depreciation (EBITDA)  155.3  15.5  152.9  15.9 

Operating profit (EBIT)  123.6  12.3  121.5  12.6 

Profit from continuing operations before taxes  117.3  11.7  114.8  11.9 

Profit from continuing operations  84.6  8.4  83.8  8.7 

Discontinued operations  0.0        1.5    

Net profit  84.6  8.4  85.3  8.8 

Free cash flow (net) before dividend  36.0  80.5 

Equity ratio  62.8  60.5 

Basic earnings per share (in CHF)  22.3  22.4 

Diluted earnings per share (in CHF)  22.2  22.4 

Market capitalization  1,665.5  1,346.6 

Net debt / EBITDA (Gearing)  — 0.2  — 0.4 

EBITDA CONTRIBUTION 
BY DIVISIONS
in %

ADS  
EMEA/AP

43.4

Other

0.8 

Key Systems

17.3 

ADS  
Americas

38.5



Net profit in CHF million

THIRD-PARTY SALES  
BY DIVISIONS
in %

ADS EMEA/AP

ADS Americas

Key Systems

Other

57
22
19

2

58
22
19

1

58
22
19

1
2012/2013 2013/20142011/2012 Dividend per share in CHF

>  Past the billion-Swiss-franc mark: despite negative currency  
effects sales up 4.1 % to CHF 1,003.5 million 

>  Growth target well exceeded: organic growth of 5.2 % at  
Group level

> Margins reduced by announced increase in investment activity, 
but EBITDA margin of 15.5 % still within target range 

>  Distinct growth in all three divisions — ADS Americas  
and Key Systems increase profitability again on an already  
high level

>  Very strong balance sheet structure with net cash position  
of CHF 35.4 million and equity ratio of 62.8 %

2013/2014 IN BRIEF

11.00
84.6
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Dear Shareholders

Kaba Group can look back on a pleasing financial 
year. We passed the billion-Swiss-franc mark, with 
sales rising 4.1 % to CHF 1,003.5 million. In local  
currency, the increase in sales was even higher at 
5.2 %. This means that Kaba well exceeded its tar-
get of 1.5 % to 2.5 % organic growth for the year 
under review. 

All three divisions contributed to the result: the 
ADS EMEA/AP and Americas divisions posted sub-
stantial rises of 4.9 % and 5.2 % respectively in 
local currency, while Key Systems saw sales go up 
by strong 6.8 %.

Strengthening our market position
Overall, markets recovered slightly despite volatile 
geopolitical conditions around the world. Within this 
environment our Group gained market share. 

The performance of the ADS EMEA/AP division 
varied from region to region. In Europe it grew faster 
than the economy in general, while in Asia Pacific 
the division again failed to benefit from economic 
growth in the region.

The ADS Americas division also reported growth 
well above the average and won further market 
share, particularly in the hotel locking systems 
business.

The Key Systems division was able to maintain 
its strong position in Europe and North America.  
It also increased its market share in the growth 
markets of South America and Asia.

Investments in innovation, market development  
and infrastructure 
During the year under review, we continued as 
planned to invest more in market development, 
product innovation and infrastructure. 

For example in the area of product innovation: 
in Switzerland, we launched a modular mechanical 
cylinder system that can be adapted more efficiently 
to customer specifications, while its higher degree 
of automation speeds up delivery times. An impor-
tant milestone was reached in the Trusted Services 
project when we presented the first access solu-
tions which will use Near Field Communication 
(NFC) and Bluetooth Low Energy (BLE) technology.

GROWTH TARGET 
WELL EXCEEDED

Letter to the shareholders
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Riet Cadonau, CEO, and Ulrich Graf, Chairman  
of the Board of Directors (right)

IT IS OUR CORPORATE RESPONSIBILITY  
TO LAY THE FOUNDATIONS FOR PROFIT-
ABLE GROWTH THROUGH SMART  
INVESTMENT.

We also opened new sales offices in various 
growth markets as part of our organic growth ini-
tiatives.

As anticipated, the increased investment activ-
ity in the year under review had a negative impact 
on the income statement; positive effects are 
expected to become apparent in the medium term.

Market expansion through acquisition in  
growth regions
During the year under review Kaba acquired two 
companies in the ADS area and announced one  

further acquisition. In fall 2013 we bought Shenzhen 
Probuck Technologies Co. Ltd. in China, followed  
in spring 2014 by Task Sistemas de Computação 
S.A. in Brazil. These purchases have strengthened 
our market presence in the strategically important 
growth markets of China and Brazil, not least 
because the two companies already have a well-
established distribution network in the target mar-
kets. Their integration is going according to plan in. 

We also announced an increase in our stake  
in the Dorsët Kaba joint venture from 49 % to  
75 % during the year under review. As part of  
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this transaction we additionally took over three 
production sites and four regional offices that  
supply the large Indian market with builders’  
hardware and security system products. This major-
ity holding also opens up access to a local dis-
tribution network of more than 1,800 partners. 
The trans action was successfully completed on  
31 July 2014.

Changes in the Executive Committee
At the beginning of October 2013, Michael Kincaid 
(52) took over as COO of the ADS Americas divi-
sion. He succeeded Carl Sideranko (60), who 
stepped down from the Executive Committee at  
the end of September 2013. Frank Belflower (61), 
responsible for Group Business Development, left 
the Executive Committee at the end of February 
2014. Both remain available in an advisory capacity 
for selected projects for the time being.

The Board of Directors and Executive Commit-
tee would like to thank Carl Sideranko and Frank 
Belflower for their many years of valuable work.

Annual General Meeting, 28 October 2014:  
elections and implementation of the Minder Initiative
In order to implement the Minder Initiative, the 
Board of Directors is proposing to the Annual Gen-
eral Meeting (AGM) of 28 October 2014 that it 
approve a series of amendments to the articles of 
incorporation. These are set out in detail at www.
kaba.com/agm. 

We are also proposing to you, our esteemed 
shareholders, that you re-elect eight members of 
the Board of Directors and elect Ulrich Graf as 
Chairman of the Board of Directors for one year. 
Heribert Allemann will leave the Board of Directors 
on 28 October 2014 having reached the age limit; 
we would also like to take this opportunity to thank 
him for his appreciated, valuable contribution. For 
the time being, the Board has not nominated a suc-
cessor for election by the AGM 2014.

In addition, the Board of Directors is also pro-
posing to the AGM that it elect Hans Hess to the 
Compensation Committee in place of Ulrich Graf.

Dividend
The Board of Directors is proposing to the Annual 
General Meeting that a dividend of CHF 11.00 be 
paid on each share, which is equivalent to a payout 
rate of 49.6 % of the consolidated net profit. 

Subsequent events
On 2 July 2014, Kaba announced that the ADS 
EMEA/AP division will be split into two new divi-
sions: ADS EMEA and ADS AP. This change should 
be completed by the end of the 2014 calendar year. 
ADS EMEA will remain under the proven leadership 
of Roberto Gaspari. Jim-Heng Lee, a recognized 
industry expert, has been appointed COO of the 
new ADS AP Division. With the creation of the new 
division, we are strengthening our focus on Asian 
growth markets.

On 2 July 2014, we also announced that Patrick 
Grawehr (50), Chief of Staff and member of the 
Executive Committee, will be leaving Kaba at his 
own request on 31 October 2014.

We would like to thank you, our valued sharehold-
ers, for the trust and loyalty you have shown in our 
company. We thank our customers and business 
partners for their confidence in us and for all the 
purposeful work we have done together during  
the past financial year. We would particularly like  
to thank our employees. By bringing passion and 
expertise to the work they do for Kaba — in many 
cases for a good number of years or even decades — 
they are vital to our success. 

Sincerely yours 

Ulrich Graf, Chairman Riet Cadonau, CEO
of the Board of Directors
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A CLEAR STRATEGY  
TO ACHIEVE GOALS

Strategy

GROWTH

ORGANIC GROWTH
Investment in markets,  
innovations and products 

ACQUISITIONS

OPERATIONAL EFFICIENCY

PROCESS OPTIMIZATION / 
COST STRUCTURE

PROFITABLE GROWTH

ADS: INNOVATION LEADERSHIP
KS: COST LEADERSHIP (OPERATIONAL EXCELLENCE)

Kaba Group aims to keep building on its strong position and secure profitable growth. It is following  
a clear strategy to achieve this. For Access + Data Systems, it strives for innovation leadership;  
for Key Systems it aims to maintain cost leadership, i.e. operational excellence. The company is 
growing through acquisitions on one hand and on the other through organic growth driven by 
investments in markets, innovation and products. The more efficient Kaba builds its processes and 
cost structure, the more effectively it can exploit the potential created by investing in growth. 

➔ Company Profile; www.kaba.com/investors
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THE FIRST SUSTAINABILITY 
REPORT HAS GREATLY 
INCREASED TRANSPARENCY 
AND ENCOURAGED KABA TO 
SET MEASURABLE GOALS  
FOR ENERGY CONSUMPTION. 

For Kaba, sustainability means acting responsibly — 
on an economic, ecological and social level — for 
the sake of future generations. This commitment  
is borne out by more than 150 years of business 
success. 

Exploiting potential
Kaba is pleased to be presenting its second Sus-
tainability Report according to the Global Report-
ing Initiative (GRI) standard. The systematic record-
ing of environmental and social data initiated in 
2013 has kick-started a learning process and high-
lighted potential for improvements. During the last 
financial year Kaba was able to draw some initial 
conclusions and instead of relying exclusively on 
numerous local initiatives, as in the past, it pro-
vides more impetus and defines goals also on 
Group level. The first measures will be applied 

where the greatest potential lies. Kaba has taken 
important steps this direction during 2013/2014 by 
defining energy saving measures in production 
areas and by compiling a Code of Conduct for Sup-
pliers. In addition, scores in the Carbon Disclosure 
Project (CDP) were improved significantly. Kaba 
also continues to support the ten principles of the 
United Nations Global Compact (UNGC).

Taking sustainability outwards
Kaba’s products are largely made from raw materi-
als and components bought in from other provid-
ers; the company wants to ensure that all of these 
inputs are made or extracted in line with its own 
ethical and environmental standards. Consequently 
in 2013/2014 Kaba formulated a Supplier Code of 
Conduct. This is to propagate its standards and  
values along the supply chain.

We believe that sustainability also includes a 
social dimension. As an example of what this 
means in practice, a team of 13 people with intel-
lectual and physical disabilities is employed at 
Kaba’s production facility in Montreal. They work 
on the assembly and packaging of products and are 
integrated into everyday working life. Kaba has 
been supporting this initiative for many years 
because it believes in it and because it benefits 
from a team of motivated and reliable employees.

➔  www.kaba.com/sustainability

IMPETUS FOR 
SUSTAINABILITY

Sustainability
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Ulrich Graf, Chairman
Chair Nomination Committee, 
Member Compensation  
Committee

Rolf Dörig, Vice-Chairman
Chair Compensation  
Committee, Member Audit and 
Nomination Committees

Heribert Allemann 
Member Audit Committee

Daniel Daeniker
Chair Audit Committee

Elton SK Chiu

BOARD OF DIRECTORS

John Heppner Hans Hess
Member Nomination  
Committee

Thomas Pleines
Member Compensation  
Committee

Karina Dubs-Kuenzle
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Riet Cadonau 
Chief Executive Officer

Beat Malacarne 
Chief Financial Officer

Stefano Zocca
COO Key Systems 

Andreas Häberli
Chief Technology Officer

Roberto Gaspari
COO Access + Data Systems
EMEA/AP

Michael Kincaid
COO Access + Data Systems 
Americas

Patrick Grawehr
Chief of Staff

EXECUTIVE 
COMMITTEE
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Riet Cadonau, how would you rate Kaba Group’s 
2013/2014 financial year?
It was a pleasing financial year. We set ourselves 
three main targets for 2013/2014: generate organic 
growth of 1.5 % to 2.5 %, achieve an EBITDA margin 
of at least 15.5 %, and build up our presence in 
growth markets. We have fulfilled all three goals 
and in fact well exceeded our sales target.

What were the highlights for you?
Kaba secured organic growth of more than 5 % and 
generated sales of more than one billion Swiss 
francs. 

We also hit our profitability target with an 
EBITDA margin of 15.5 % even though we invested 
heavily in market development, infrastructure and 
innovation. For example, we are investing signifi-
cantly more in R + D — above 5 % of sales — than in 
previous years. This is currently having a negative 
impact on margins at ADS EMEA/AP. In contrast, 
the fact that both ADS Americas and Key Systems 
once again increased their already high level of 
profitability is very pleasing.

The third highlight I would like to mention is 
our acquisitions. We wanted to build up our market 
presence in strategic growth markets by targeted 
acquisitions, and we have done this.

Kaba completed or announced three acquisitions in 
2013/2014. How do these fit into your strategy?
Our clearly defined acquisition strategy states 
amongst other things that acquisitions have to 
enhance the existing portfolio in terms of products, 
technology, geography and/or position in the value 
chain. The three acquisitions we have made fit very 
well with our strategy since they strengthen our 
position in promising growth markets. The purchase 
of Probuck allowed us to expand our distribution 
network in the Chinese market. By acquiring Task, 
we have reinforced our activities in the Brazilian 
market. And the acquisition of the majority stake  
in Dorsët Kaba — which includes taking over Mars 
Industries, Dorset India and ModTech Industries — 
gives us three additional production sites and four 
regional offices with a sales network of more than 
1,800 partners in the Indian market. 

How would you assess the results at the biggest  
division, ADS EMEA/AP?
The results were mixed. In EMEA, we did really well, 
with increases in profitability and, in particular, sales. 
But in AP, our expectations have not yet been fulfilled. 
We believe there is great market potential for Kaba 
in Asia, but we need to increase growth and profit-
ability and this is where we face some challenges.

TARGETS  
ACHIEVED

On the financial year
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PLEASING ORGANIC  
GROWTH – ONE BILLION  
SWISS FRANCS IN SALES

STRATEGICALLY  
IMPORTANT ACQUISITIONS  
STRENGTHEN POSITION  
IN GROWTH MARKETS

What are you doing to improve profitability  
at ADS EMEA/AP?
The greater investment activity is one of the main 
reasons why profitability has not risen during the 
year under review despite the higher sales. If we 
did not invest in market development, products  
and infrastructure, we could make quick profits. But  
not investing would be very shortsighted. We want  
to continue to develop our market positions and 
strengthen our long-term competitiveness. That  
is why we intend to maintain an above-average 
level of investment in the 2014/2015 financial  
year. We strongly believe that this will give us a 
good platform for sustainable profitable growth. In 
addition, we have to improve in Asia.

You have announced that ADS EMEA/AP will be  
split into two separate divisions by the end  
of the calendar year. What do you hope to achieve  
by this?
The creation of the ADS AP division will strengthen 
our focus on Asian growth markets. During the year 
under review, we made acquisitions in China and 
India and recruited a very experienced local man-
ager, Jim-Heng Lee, as designated COO of the new 
division. Our aim is to increase the share in total 
Group sales accounted for by Asia from the current 
12 %, and above all to improve profitability. Follow-
ing a short induction period, Jim-Heng Lee will take 
over responsibility for ADS AP on 1 November 2014 
and concentrate on rigorous implementation of our 
existing plans.

Much has changed at the company over the last  
three years — what has Kaba achieved so far?
Growth, profitability and acquisitions are always 
the main focus, but we have also achieved a lot 

that might not be readily apparent at first glance.  
We have, for example, strengthened the divisions, 
made local units more focused, established Group-
level functions such as Innovation Management, 
Procurement and Human Resources, as well as 
launching several Group-wide programs. Manage-
ment processes have been adjusted, and a compre-
hensive handover of Senior Management responsi-
bilities to a new generation has been accomplished 
very smoothly. We have also implemented an effi-
ciency program throughout Europe and successfully 
promoted the global marketing of product groups 
such as Physical Access Systems. The direction we 
are going in is very clear: we are evolving from a 
decentralized set of individual companies into an 
industrial Group managed through divisions.

How are employees coping with the changes  
in their company?
We have not just changed structures and processes, 
but are also steadily developing our corporate and 
management culture. We aim to encourage cooper-
ation between different parts of the Group and pro-
mote a shared understanding of our overarching 
goals at all levels. Both of these things will allow us 
to serve our customers better. We are involving our 
employees more through various communication 
channels, and we are very proud of their commit-
ment, great loyalty and expertise. Using the Kaba 
Principles — our core values — as a foundation,  
managers at all levels are called upon to take this 
change forward by setting an example. 

➔  www.kaba.com/webcast
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AMERICAS
 > Market expansion ADS in South America: 

acquisition of Task Sistemas (Brazil)

 > KS gains market share in South American 
growth markets

 > ADS: buoyant construction activities boost 
Hospitality business

EMEA
 > ADS gains market share in core markets  

such as DACH region and Northern Europe

 > KS: product innovations strengthen  
market position in mature markets

 > Products win various industry awards 

ASIA PACIFIC
 > ADS market expansion in India: majority  

stake in Dorsët Kaba 

 > Announcement of separate division  
ADS AP by the end of calendar year 2014

 > KS: market position developed further

Kaba respresented by subsidiaries

2013/2014: Kaba products sold by local sales offices,  
external partners or international sales units

KABA WORLDWIDE

AMERICAS
Workforce (Ø)

1,561

Sales in CHF million

298.0

EMEA
Workforce (Ø)

2,967

Sales in CHF million

 586.8

ASIA PACIFIC
Workforce (Ø

3,210

Sales in CHF million

118.7
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Kaba has launched new products in 2013/2014 that 
live up to its “Beyond Security” brand promise and 
offer customers added value. We present only a few 
examples here.

In the field of locking systems, the new Kaba 
smart key uses an electronic RFID chip to allow  
an easy upgrade from a normal key into a modern 
mechatronic solution, thus providing combined 
mechanical and electronic access control options 
and time recording function.

a camera could be concealed in an external lighting 
system to record the combination number.

With Futura, Key Systems has launched an 
attractive product on to the market. Customers 
appreciate this affordable electronic key cutting 
machine due to its ease of use. The user-friendly 
software integrated into the tablet touch screen 
leads the user through the machining process, 
while an LED light indicates the status of the 
machine. The customer benefits are reflected in 
the demand for the product: following its market 
launch in Europe and North America, the volume 
sold has been considerable higher than expected. 

Smartphones or tablets are increasingly being 
used as access media. Kaba presented various solu-
tions throughout 2014. For the Kaba evolo smart 
access solution, the smartphone uses an app to pro-
gram and manage electronic access components. 
The simple solution can be quickly implemented and 
is particularly suitable for smaller companies. For the 
Kaba mobile access solution, the smartphone uses 
Near Field Communication (NFC) and Bluetooth Low 
Energy (BLE) technologies to become an ID card 
itself. A trusted service manager (TSM) at system 
level and a secure chip (secure element) in the smart-
phone or the reader enable users to assign, update 
and withdraw digital access rights on mobile devices, 
ensuring secure access to buildings and rooms.

➔  Customer magazine Security Update

The X-10 high-security lock was designed as  
the first combination lock to meet the strict 
requirements of US General Services Administra-
tion (GSA) specification FF-L-2740B, which is used 
by US defense and governmental bodies to protect 
sensitive documents. The newly integrated back-
lighting improves both user comfort and security — 

INNOVATION CREATES 
CUSTOMER BENEFITS

Products

WE INVEST IN INNOVATION 
TO PROVIDE OUR PARTNERS 
AND CUSTOMERS WITH 
CUTTING-EDGE PRODUCTS 
AND SOLUTIONS.
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Operational performance
ADS EMEA/AP closed the year under review with 
mixed results and with very varied performances 
from the different regions. Sales and profitability 
increased in EMEA while Asia Pacific was not able 
to meet expectations.

The division increased its overall consolidated 
sales considerably to CHF 590.4 million (prior  
year: CHF 566.9 million). Currency effects had a 
negative 2.0 % influence on the result (CHF — 11.2 
million, converted). In local currency, sales went  
up by a pleasing 4.9 % (CHF 27.5 million, con-
verted).

The investments in markets and innovation 
announced for the year under review, as well as 
additional costs from infrastructure investments 
(ERP Europe), had an impact on profitability. 
EBITDA stood at CHF 79.5 million (prior year: CHF 
80.4 million), giving an EBITDA margin of 13.5 % 
(prior year: 14.2 %). 

 
Market developments 

EMEA
The division gained market share in the EMEA 
region during the year under review. 

Sales markets in Northern Europe and the 
DACH region did particularly well. There were excel-
lent results again in Germany and Switzerland, with 
Germany registering an increase in project business 
in particular. Southern Europe remained stable at  
a low level. 

 PLEASING ORGANIC 
GROWTH

Division Access + Data Systems (ADS) EMEA/AP

ORGANIC AND  
TOTAL GROWTH

THIRD-PARTY SALES  
BY DIVISIONS

 Organic
 Total

in %

in %

5822191
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KEY FIGURES

in CHF million

Financial year  
ended 

30. 06. 2014 in %

Financial year  
ended 

30. 06. 2013 
(restated) in %

Change on 
previous year  

in %

Total division sales  590.4  566.9  4.1 

Operating profit before depreciation (EBITDA)  79.5  80.4  — 1.1 

in % division sales  13.5  14.2 

Operating profit (EBIT)  60.3  61.6  — 2.1 

in % division sales  10.2  10.9 

Change in division sales 23.5  4.1 10.5  1.9 

Of which translation exchange differences — 11.2  — 2.0 12.1  2.2 

Of which acquisition (disposal) impact 7.2  1.3 0.0 0.0   

Currency-adjusted internal growth division sales 27.5  4.9 — 1.6  — 0.3 

Average number of full-time equivalent employees  5,173  5,001  3.4 

INVESTMENTS AFFECT  
MARGINS AS EXPECTED

The physical access sector (Physical Access 
Systems) reported very good business, and also 
the lock cylinders business (Cylinders + Locks) per-
formed well.

ASIA PACIFIC
Due to its limited presence in the Asian-Pacific 
markets with high growth rate, the division was 
unable to profit from the positive market environ-
ment. 

Kaba took a step to expand its position with  
the acquisition of Shenzhen Probuck Technologies 
Co. Ltd. with its established distribution network  
in China. And the acquisition of the majority stake 
in Dorsët Kaba as well as of three companies of 

Dorsët (completed 31 July 2014) will strengthen its 
presence on the Indian subcontinent. There was 
also further investment in developing the sales 
organization as part of the Asia Growth Plan which 
was approved in summer 2013. 

Outlook
Also in the 2014/2015 financial year, major invest-
ments in market development, product innovation 
and infrastructure are planned for the ADS EMEA/
AP division. Kaba does expect the effects of this 
investment to improve operational performance in 
the following years. 

➔  Company Profile

13.5 %
EBITDA margin
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Operational performance
ADS Americas achieved a very pleasing result  
for the year under review. Overall, the division 
achieved consolidated sales of CHF 237.9 million 
(prior year: CHF 230.4 million). Currency effects had 
a negative 4.1 % influence on the result (CHF — 9.5 
million, converted). In local currency, sales went up 
by a healthy 5.2 % (CHF 11.4 million, converted). 

Profitability also increased. EBITDA came to 
CHF 70.5 million (prior year: CHF 66.8 million),  
giving a strong EBITDA margin of 29.6 % (prior 
year: 29.0 %). The measures initiated at the start of 
2013 to improve the cost structure and operating 
margins had the desired effect.

Market developments
The market recovery continued during the year 
under review. 

The business with hotel locking systems (Hos-
pitality Products) performed particularly well. There 
was a considerable sales increase overall, but 
especially in the big box and luxury segment in 
North America. Exports to European markets also 
went up.

Business with pushbutton locks and high-secu-
rity locks, where the US government agencies are 
important customers, recovered and posted satis-
factory results. However, it has not yet returned to 
the level seen before the budget cuts around the 
start of 2013.

Solid business results were also posted for  
the high-security locks (Safe Locks) segment. With 

INCREASED 
PROFITABILITY

Division Access + Data Systems (ADS) Americas

ORGANIC AND  
TOTAL GROWTH

THIRD-PARTY SALES  
BY DIVISIONS

 Organic
 Total

in %

in %

5822191
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HEALTHY ORGANIC GROWTH 
IN LOCAL CURRENCY 

regards to ATM locks, there was growth in the 
emerging markets of South America and Asia. 

Self-boarding gates and other Physical Access 
Systems continued to find new markets. New con-
tracts were secured during the year under review 
for the fitting-out of airports and sports arenas. 

The division’s expansion into growth markets 
was also advanced by the acquisition of Task Siste-
mas de Computaçâo S.A. in Brazil. The integration 
of this company is on track.

Outlook
In financial 2014/2015, the division expects further 
growth, driven in particular by the business with 
hotel locking systems. It will keep investing more in 
markets and products with the aim of generating 
profitable growth also in the medium-term. The 
division will also continue to open up new markets 
for its products in growth regions.

➔  Company Profile

KEY FIGURES

in CHF million

Financial year  
ended 

30. 06. 2014 in %

Financial year  
ended 

30. 06. 2013 
(restated) in %

Change on 
previous year  

in %

Total division sales  237.9  230.4  3.3 

Operating profit before depreciation (EBITDA)  70.5  66.8  5.5 

in % division sales  29.6  29.0 

Division operating profit (EBIT)  66.0  62.1  6.3 

in % division sales  27.7  27.0 

Change in division sales 7.5  3.3 1.8  0.8 

Of which translation exchange differences — 9.5  — 4.1 10.4  4.5 

Of which acquisition (disposal) impact 5.6  2.5 0.0  0.0   

Currency-adjusted internal growth division sales 11.4  5.2 — 8.6  — 3.6 

Average number of full-time equivalent employees  1,016  926  9.7 

29.6 %
EBITDA margin
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Operational performance
Key Systems achieved a very good result for the 
year under review and was able to further expand 
its strong market position. 

The division increased its overall consolidated 
sales considerably to CHF 195.8 million (prior year: 
CHF 186.2 million). Currency effects had a negative 
2.6 % influence on the result (CHF — 4.9 million, con-
verted). In local currency, sales went up by a very 
good 6.8 % (CHF 12.3 million, converted).

The division’s profitability, being on a high 
level for a volume business even before, improved 
yet again. EBITDA came to CHF 31.8 million (prior 
year: CHF 29.7 million), which gives an impressive 
EBITDA margin of 16.3 % (prior year: 16.0 %). Since 
items affecting comparability are no longer shown 
separately in the income statement, the respective 
prior-year’s sum of CHF 1.8 million is included in 
EBITDA. After adjusting for this effect, EBITDA in 
the prior year was CHF 27.9 million and the EBITDA 
margin 15.0 %. 

Market developments
Markets in Europe and North America performed as 
expected. Overall, growth was good in Europe with 
varying developments in the different countries. 
Business was also good for the division in North 
America.

OEM (original equipment manufacturer) busi-
ness was very good, especially for the automotive 
supplier sector.

STRONG MARKET 
POSITION EXPANDED

Division Key Systems

ORGANIC AND  
TOTAL GROWTH

THIRD-PARTY SALES  
BY DIVISIONS
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PROFITABILITY  
AGAIN IMPROVED 

The division was able to improve its market 
share again in the growth markets of South America 
and Asia. The Minda Silca joint venture in India and 
FlexonSilca, the company acquired in Colombia in 
February 2013, both performed pleasantly. 

Outlook
During the 2014/2015 financial year, Key Systems 
will continue to focus on affirming its market posi-
tion and cost leadership as well as on expanding its 
market presence in growth regions. 

➔  Company Profile

KEY FIGURES

in CHF million

Financial year  
ended 

30. 06. 2014 in %

Financial year  
ended 

30. 06. 2013 
(restated) in %

Change on 
previous year  

in %

Total division sales  195.8  186.2  5.2 

Operating profit before depreciation (EBITDA)  31.8  29.7  7.2 

in % division sales  16.3  16.0 

Division operating profit (EBIT)  27.1  25.0  8.6 

in % division sales  13.9  13.4 

Change in division sales 9.6  5.2 5.2  2.9 

Of which translation exchange differences — 4.9  — 2.6 4.8  2.7 

Of which acquisition (disposal) impact 2.2  1.2 0.9  0.5 

Currency-adjusted internal growth division sales 12.3  6.8 — 0.5  — 0.3 

Average number of full-time equivalent employees  1,440  1,366  5.4 

16.3 %
EBITDA margin
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Sales: one billion Swiss francs
In the year under review Kaba achieved the mile-
stone of one billion Swiss francs in sales. Year-to-
year, sales increased by 4.1 % to CHF 1,003.5 million 
(prior year: CHF 964.3 million). In local currency, 
the increase in sales was remarkable at 5.2 %. 

Profitability: target range for EBITDA margin 
achieved
Kaba achieved EBITDA of CHF 155.3 million (prior 
year: CHF 152.9 million) and an EBITDA margin  
of 15.5 % (prior year: 15.9 %), which is within the  
target range defined for the year under review.  
The decline in the EBITDA margin is largely due to 
the announced implementation of growth initiatives 
and investments in market development, innovation 
and infrastructure.

EBIT came to CHF 123.6 million (prior year: CHF 
121.5 million), giving an EBIT margin of 12.3 % (prior 
year: 12.6 %).

Financial expenses and taxes
The financial result improved slightly from CHF 
— 7.0 million in the prior year to CHF — 6.7 million. 

Profit from continuing activities was better 
than in the previous year, especially in countries 
with higher taxes, leading to a rise in tax expense  
to CHF 32.7 million (prior year: CHF 31.0 million). 
The tax rate increased accordingly to 27.9 %, com-
pared with 27.0 % in the prior year.

SALES UP 
SIGNIFICANTLY

Financial commentary

Net profit
Kaba posted a net profit of CHF 84.6 million (prior 
year: CHF 85.3 million), giving earnings per share  
of CHF 22.3 (prior year: CHF 22.4). When compar-
ing with the previous year, it should be noted that 
in the 2012/2013 financial year profit from dis-
continued operations contributed CHF 1.5 million  
to net profit. 

Balance sheet: solid net cash position and  
high equity ratio
Kaba has a strong balance sheet structure. Total 
assets at 30 June 2014 amounted to CHF 946.7 
million (30 June 2013: CHF 964.2 million). Cash  
and cash equivalents fell to CHF 80.5 million (prior 
year: CHF 142.3 million) owing to the dividend pay-
out of CHF — 41.9 million, the reduction in financial 
liabilities and the acquisition of Shenzhen Probuck 
Technologies Co. Ltd. (China) and Task Sistemas de 
Computação S.A. (Brazil).

Overall liabilities came to CHF 351.8 million 
(prior year: CHF 380.4 million). Short-term loans 
declined to CHF 40.0 million (prior year: CHF 82.4 
million) thanks to the improved use of surplus 
liquidity that followed from the introduction of 
cash pooling.

On 30 June 2014 Kaba had a net cash position 
of CHF 35.4 million (30 June 2013: CHF 56.1 mil- 
lion), and an equity ratio of 62.8 % (30 June 2013: 
60.5 %). 
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Stable cash flow
Net cash from operating activities was at CHF 
105.0 million (prior year: CHF 110.2 million). The 
decline since the previous year was caused by the 
payment of deferred tax liabilities. 

Cash flow from investment activities increased 
to CHF — 69.0 million (prior year: CHF — 29.7 million) 
mainly because of normal investments in prop-
erty, plant and equipment of CHF 21.7 million, and 
because of liquidity outflows of CHF 35.9 million 
connected with acquisitions. Free cash flow stood 
at CHF 36.0 million (prior year: CHF 80.5 million).

Cash flow from financing activities came to 
CHF — 93.4 million (prior year: CHF — 63.5 million) 
and includes the increased dividend payment of 
CHF — 41.9 million and the reduction in financial 
liabilities. 

Currency influences
The average Swiss franc exchange rate against the 
euro remained more or less stable at CHF 1.23, but 
the average value of the US dollar weakened by 
— 4.2 % from CHF 0.94 to CHF 0.90. Negative cur-
rency effects reduced sales by CHF — 24.6 million, 
EBITDA by CHF — 2.2 million and EBIT by CHF — 1.4 
million. 

Notes on accounting practices
The preparation of the income statement was 
switched from “nature of costs” to the “cost of 
sales” method. Also, items affecting comparability 
are no longer shown separately in the income 
statement. The recognition of pension funds was 
altered in accordance with IAS 19. Figures for the 
prior year have been restated accordingly.

From the 2014/2015 financial year onwards, 
starting on 1 July 2014, Kaba is changing to the 
Swiss GAAP FER accounting standard. As a result  
of this change, goodwill and other intangible 
assets from acquisitions will be recognized directly 
through equity, leading to a reduction in total 
assets and the equity ratio which, based on the 
last audited balance sheet of 30 June 2014, will 
come to around 50 %.

SALES
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CONSOLIDATED INCOME STATEMENT

in CHF million  
except per share amounts

Financial year  
ended 30. 06. 2014 in %

Financial year  
ended 30. 06. 2013  

(restated) in %

Net sales 1,003.5 100.0 964.3 100.0

Cost of goods sold — 556.7 — 55.5 — 538.9 — 55.9

Gross margin 446.8 44.5 425.4 44.1

Other operating income, net 7.9 0.7 11.0 1.1

Sales and marketing — 178.0 — 17.7 — 170.2 — 17.6

General administration — 100.5 — 10.0 — 96.0 — 10.0

Research and development — 52.6 — 5.2 — 48.7 — 5.0

Operating profit (EBIT) 123.6 12.3 121.5 12.6

Result from associates 0.4 0.0 0.3 0.0

Financial expenses — 7.3 — 0.7 — 7.6 — 0.8

Financial income 0.6 0.1 0.6 0.1

Profit from continuing operations before taxes 117.3 11.7 114.8 11.9

Income taxes — 32.7 — 3.3 — 31.0 — 3.2

Profit from continuing operations 84.6 8.4 83.8 8.7

Discontinued operations 0.0 1.5 

Net profit 84.6 85.3 

Operating profit before depreciation (EBITDA) 155.3 15.5 152.9 15.9

Net profit attributable to non-controlling interests 0.1  0.1  

Net profit attributable to the owners of the parent  84.5  85.2  

Basic earnings per share from continuing operations (in CHF) 22.3 22.0 

Basic earnings per share from discontinued operations (in CHF) 0.0 0.4 

Total basic earnings per share (in CHF)  22.3 22.4 

Diluted earnings per share from continuing operations (in CHF) 22.2 22.0 

Diluted earnings per share from discontinued operations (in CHF) 0.0 0.4 

Total diluted earnings per share (in CHF)  22.2 22.4
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STATEMENT OF COMPREHENSIVE INCOME

in CHF million
Financial year  

ended 30. 06. 2014

Financial year  
ended 30. 06. 2013  

(restated)

Net profit 84.6 85.3

Other comprehensive income

Items that are or may be reclassified subsequently to profit or loss

Translation exchange differences — 24.6 — 5.8 

Total items that are or may be reclassified subsequently to profit or loss — 24.6 — 5.8 

Items that are not reclassified subsequently to profit or loss

Actuarial gains (losses) on pension liabilities, net of tax — 6.1 12.3 

Total items that are not reclassified subsequently to profit or loss — 6.1 12.3 

Other comprehensive income, net of tax — 30.7 6.5 

Total comprehensive income 53.9 91.8 

Comprehensive income attributable to non-controlling interests 0.1 0.0 

Comprehensive income attributable to the owners of the parent 53.8 91.8 

CONSOLIDATED BALANCE SHEET ASSETS

in CHF million
Financial year  

ended 30. 06. 2014 in %

Financial year  
ended 30. 06. 2013 

(restated) in %
As at 01. 07. 2012 

(restated) in %

Current assets

Cash and cash equivalents 80.5 8.5 142.3 14.8 125.6 13.2

Trade receivables 178.2 18.8 175.9 18.2 165.2 17.3

Inventories 165.2 17.5 156.7 16.3 160.7 16.9

Current income tax assets 4.0 0.4 4.7 0.5 6.1 0.6

Other current assets 17.4 1.8 16.2 1.7 17.6 1.9

Total current assets 445.3 47.0 495.8 51.5 475.2 49.9

Non-current assets

Property, plant and equipment 156.8 16.6 158.6 16.4 159.4 16.7

Goodwill and other intangible assets 314.5 33.2 280.7 29.1 285.6 30.0

Investments in associates 3.2 0.3 3.0 0.3 3.0 0.3

Non-current financial assets 17.7 1.9 16.8 1.7 15.9 1.7

Deferred income tax assets 9.2 1.0 9.3 1.0 13.5 1.4

Total non-current assets  501.4 53.0 468.4 48.5 477.4 50.1

Total assets 946.7 100.0 964.2 100.0 952.6 100.0
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CONSOLIDATED BALANCE SHEET  
LIABILITIES AND EQUITY

in CHF million
Financial year  

ended 30. 06. 2014 in %

Financial year  
ended 30. 06. 2013 

(restated) in %
As at 01. 07. 2012 

(restated) in %

Current liabilities

Current borrowings 40.0 4.2 82.4 8.5 109.9 11.5

Trade payables 54.6 5.8 49.8 5.2 51.5 5.4

Current income tax liabilities 11.8 1.2 19.5 2.0 14.1 1.5

Accrued and other current liabilities 138.4 14.6 126.8 13.2 122.7 12.9

Provisions 15.0 1.6 18.3 1.9 24.8 2.6

Total current liabilities 259.8 27.4 296.8 30.8 323.0 33.9

Non-current liabilities

Non-current borrowings 5.1 0.5 3.8 0.4 4.0 0.4

Accrued pension costs and benefits 57.6 6.1 49.6 5.2 64.5 6.8

Deferred income tax liabilities 29.0 3.1 29.9 3.1 31.1 3.3

Provisions (non-current) 0.0 0.0 0.0 0.0 3.4 0.4

Other non-interest-bearing liabilities 0.3 0.0 0.3 0.0 0.5 0.1

Total non-current liabilities 92.0 9.7 83.6 8.7 103.5 10.9

Total liabilities 351.8 37.2 380.4 39.5 426.5 44.8

Equity

Share capital 0.4 0.0 0.4 0.0 0.4 0.0

Additional paid-in capital 631.0 66.7 631.0 65.4 631.0 66.2

Retained earnings 79.0 8.3 41.7 4.3 - 21.9 - 2.3

Treasury stock — 6.4 — 0.7 — 4.7 — 0.5 — 4.4 — 0.5

Translation exchange differences — 110.1 — 11.6 — 85.5 — 8.8 — 79.8 - 8.3

Total equity owners of the parent 593.9 62.7 582.9 60.4 525.3 55.1

Non-controlling interests 1.0 0.1 0.9 0.1 0.8 0.1

Total equity  594.9 62.8 583.8 60.5 526.1 55.2

Total liabilities and equity 946.7 100.0 964.2 100.0 952.6 100.0



CONSOLIDATED CASH FLOW STATEMENT

in CHF million
Financial year  

ended 30. 06. 2014

Financial year  
ended 30. 06. 2013 

(restated)

Net profit 84.6 85.3

Depreciation and amortization 31.7 31.4

Income tax expenses 32.7 31.0

Interest expenses 4.5 5.8

Interest income — 0.4 — 0.4

(Gain) Loss on disposal of fixed assets, net 0.1 — 1.3

Adjustment for non-cash items 2.4 — 0.2

Gain recognized on disposal of discontinued operations 0.0 — 1.5

Change in trade receivables — 4.4 — 11.1

Change in inventories — 10.5 4.2

Change in other current assets — 0.1 1.5

Change in trade payables 3.5 — 1.8

Change in accrued pension cost 0.7 2.2

Change in accrued and other current liabilities 4.5 — 4.9

Cash generated from operations 149.3 140.2

Income taxes paid — 40.3 — 24.7

Interest paid — 4.4 — 5.7

Interest received 0.4 0.4

Net cash from operating activities 105.0 110.2

Cash flows from investing activities

Purchase of property, plant and equipment — 21.7 — 22.2

Proceeds from sale of property, plant and equipment 0.0 3.0

Acquisition of subsidiaries, net of cash acquired — 35.9 — 0.9

Purchases of other intangible assets — 10.5 — 6.3

Decrease in other non-current financial assets 0.3 0.8

Increase in other non-current financial assets — 1.2 — 4.1

Net cash used in investing activities — 69.0 — 29.7

Cash flows from financing activities

Repayment of syndicated bank loan 2009 0.0 — 83.0

Initial drawdown syndicated bank loan 2012 0.0 80.0

Other proceeds from (repayment of) current borrowings, net — 46.7 — 24.9

Proceeds from non-current borrowings 0.1 1.0

Repayment of non-current borrowings — 1.4 — 0.3

Decrease in other non-current liabilities — 0.1 — 0.1

(Purchase) Sale of treasury stock — 3.4 — 2.0

Dividends paid to company’s shareholders — 41.9 — 34.2

Net cash flows from financing activities — 93.4 — 63.5

Translation exchange differences — 4.4 — 0.3

Net increase (decrease) in cash and cash equivalents — 61.8 16.7

Cash and cash equivalents at beginning of period 142.3 125.6

Cash and cash equivalents at end of period 80.5 142.3

Net increase (decrease) in cash and cash equivalents — 61.8 16.7
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INFORMATION FOR INVESTORS AS AT 30 JUNE

in CHF million, except where indicated 2013 / 2014
2012 / 2013 
(restated)

2012 / 2013 
(as published)

Net sales 1,003.5 964.3 964.3

Organic growth 5.2 % — 1.0 % — 1.0 %

Earnings before depreciation (EBITDA) 155.3 152.9 149.9

EBITDA in % of net sales 15.5 % 15.9 % 15.6 %

Earnings before interest and tax (EBIT) 123.6 121.5 118.5

EBIT in % of net sales 12.3 % 12.6 % 12.3 %

Net profit 84.6 85.3 85.5

Net profit in % of net sales 8.4 % 8.8 % 8.9 %

Net cash from operating activities 105.0 110.2 110.2

Net cash from operating activities in % of net sales 10.5 % 11.4 % 11.4 %

Net cash used in investing activities — 69.0 — 29.7 — 29.7

Free cash flow (net) before dividend 36.0 80.5 80.5

Net cash flows from financing activities — 93.4 — 63.5 — 63.5

Of which dividends paid — 41.9 — 34.2 — 34.2

Personnel expenses 388.7 376.9 378.1

Average number of full-time equivalent employees 7,738 7,398 7,398

Personnel expenses per employee (in CHF) 50,233 50,946 51,108

Basic earnings per share (in CHF) 22.3 22.4 22.5

Diluted earnings per share (in CHF) 22.2 22.4 22.5

Dividend per share (in CHF)1) 11.0 11.0 11.0

Payout ratio in % of consolidated earnings 50 % 49 % 49 %

Total assets 946.7 964.2 972.3

Net operating assets 579.1 556.2 575.7

Growth in % vs. previous year 4.1 % — 2.2 % 1.2 %

Return on net operating assets (RONOA) 21.3 % 21.8 % 20.6 %

Asset structure

Total assets in % of net sales 94.3 % 100.0 % 100.8 %

Property, plant and equipment in % of net sales 15.6 % 16.4 % 16.4 %

Inventories in % of net sales 16.5 % 16.3 % 16.3 %

Receivables in % of net sales 17.8 % 18.2 % 18.2 %

Net working capital 152.8 153.9 153.9

Net working capital in % of net sales 15.2 % 16.0 % 16.0 %

Net debt — 35.4 — 56.1 — 56.1

Net debt / EBITDA — 0.2 — 0.4 — 0.4

Net debt in % equity — 6.0 % — 9.6 % — 9.4 %

Interest coverage  37.9  28.3  37.5 

Shareholders’ equity 594.9 583.8 598.6

Shareholders’ equity in % of total assets 62.8 % 60.5 % 61.5 %

Return on equity (ROE) 14.2 % 14.6 % 14.3 %

Shareholders’ equity per share (in CHF) 156.4 153.4 157.5

1)  2013 / 2014 proposal to the Annual General Meeting. In the form of a distribution of tax privileged capital reserves.
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This information contains certain forward-looking state-
ments including, but not limited to, those using the words 
“believes”, “assumes”, “expects” or formulations of a simi-
lar kind. Such forward-looking statements are made on the 
basis of assumptions and expectations that the Company 
believes to be reasonable at this time, but may prove to be 
erroneous. Undue reliance should not be placed on such 
statements because, by their nature, they are subject to 
known and unknown risks, uncertainties and other factors 
which could lead to substantial differences between the 
actual future results, the financial situation, the develop-
ment or performance of the Company or the Group and 
those either expressed or implied by such statements. 
Such factors include, but are not limited to:

 > general economic conditions,
 > competition from other companies,
 > the effects and risks of new technologies,
 > the Company’s continuing capital requirements,
 > financing costs,
 > delays in the integration of acquisitions,
 > changes in the operating expenses,
 > currency and raw material price fluctuations,
 > the Company’s ability to recruit and retain qualified 

employees,
 > political risks in countries where the Company operates,
 > changes in applicable law,
 > and other factors identified in this publication.

Should one or more of these risks, uncertainties or other 
factors materialize, or should any underlying assumption 
or expectation prove incorrect, actual outcomes may vary 
substantially from those indicated. In view of these risks, 
uncertainties or other factors, readers are cautioned not 
to place undue reliance on such forward-looking state-
ments. Except as required by applicable law or regulation, 
the Company accepts no obligation to continue to report 
or update such forward-looking statements or adjust them 
to future events or developments. It should be noted that 
past performance is not a guide to future performance. 
Please also note that interim results are not necessarily 
indicative of the full-year results. Persons requiring advice 
should consult an independent adviser. This communica-
tion does not constitute an offer or an invitation for the 
sale or purchase of securities in any jurisdiction.

Kaba®, Com-ID®, Ilco®, La Gard®, LEGIC®, SAFLOK®, Silca®, 
etc. are registered trademarks of the Kaba Group.

Due to country-specific constraints or marketing consider-
ations, some of the Kaba Group products and systems may 
not be available in every market.
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