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SGS BUSINESS 
PRINCIPLES

Guiding our decisions to 
success inside and outside
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SGS BUSINESS PRINCIPLES SUCCESS 
IS…



SGS BUSINESS 
PRINCIPLES

SUSTAINABILITY

Our Sustainability efforts 
deliver results
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2020 SUSTAINABILITY AMBITIONS

* As of 2016, NTO is calculated based on permanent (fix-term and open-ended) contracts               ** Against 2014 baseline  ** TRIR: Total Recordable Incident Rate      “”LTIR: Lost Time Incident Rate

Leader in other customer/investor ratings

Dow Jones
Sustainability 
Indexes

Sustainability 
Engagement Index

Carbon Disclosure 
Project

GRI – G4 
Comprehensive

FTSE4GOOD 
Index

Industry leader 
since 2014

80% of 
engagement 
among employees

Industry leader in 
since 2013

Highest level of 
sustainability 
reporting

Industry member 
since 2017



Our Leadership provides 
direction and support

SGS BUSINESS 
PRINCIPLES

LEADERSHIP

Our Leadership provides 
direction and support
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OPERATIONS COUNCIL
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23 members 
15 nationalities

OPERATIONS COUNCIL CHANGES

3 members of the Operations Council left the Group

Francois Marti
COO North America

Felipe Elias
COO South America

Tobias Reeks
SVP Investor Relations

Wim van Loon
EVP Industrial

Charles Ly Wa Hoi
EVP Consumer & Retail

THE MANAGEMENT TEAM
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Our Leadership provides 
direction and support

STRATEGIC 
FOCUS

NEW GUIDANCE

Anticipating and acting
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NEW
GUIDANCE

NEW GUIDANCE 2020

Mid single-digit organic growth on average with 
improvement over the period

Targeting accelerating M&A and remain disciplined on 
returns

Adjusted Operating Income Margin of above 17% by end 
of period

Best in class on Return on Invested Capital

Strong cash conversion 

Dividend distributions in line with the improvement in net 
earnings
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SHORT-TERM MARKET TENSION BUT 
SOLID MARKET DRIVERS IN LONG TERM

Short-term market characteristicsShort-term market characteristics Long-term fundamentalsLong-term fundamentals

• Opening of the China domestic market 
despite tariffs dispute

• Expanding regulations and stronger 
enforcement

• Digital evolution continues with data and 
cyber security as key themes

• Nutrition, health and mobility are key 
social trends

• Greater consumer expectations on social 
impact, transparency and sustainability

• USA and China trade dispute 
uncertainty

• Stable trading conditions in oil markets 
but risk remains

• Agricultural commodity trade less 
predictable due to seasonal climatic 
conditions

• Slow upturn of CAPEX investment 
projects in the Oil & Gas sector
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Agriculture, Food and LifeMinerals

Governments
and Institutions

Consumer and Retail

Environment, Health
and Safety

Oil, Gas and Chemicals

Industrial

Transportation

Certification and Business 
Enhancement

EXCEEDING TARGET ON TARGET BELOW TARGET

2018 BUSINESS SNAPSHOT 
AGAINST ORIGINAL PLAN
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ON TARGETBELOW TARGET BELOW TARGET

TRADE UPSTREAM OTHERS

Current issues
• Unpredictable and unstable market conditions since 2015
• Lack of volatility in commodity trade and competitive pressure affecting margins
• Legacy upstream contracts impacting segment progress
• Current business mix creating margin dilution year-on-year

Mid-term drivers
• Stability in commodity trade with positive outlook on volume 
• Upstream market continues to improve particularly with National Oil Companies
• Capacity optimization over past 3 years should support margin improvement 
• Portfolio diversification into upstream production and retail

OIL, GAS AND CHEMICALS
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INDUSTRIAL

BELOW TARGET BELOW TARGET

OIL & GAS
INFRASTRUCTURE 
& CONSTRUCTION

BELOW TARGET

OTHERS

Current issues
• Weak market presence in the US due to lack of portfolio diversification
• Pressure on margin related to Oil & Gas OPEX work in South America
• Slow upturn of CAPEX investment projects in the Oil & Gas sector

Mid-term drivers
• Energy Market recovery expected to continue with improvement across regions
• Infrastructure & Construction market growth supported by important 

development projects in Asia
• Better portfolio mix with focus on testing and regional development programs
• Turnaround in the Americas with acceleration of testing activities
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TRANSPORTATION

ON TARGET BELOW TARGET

AUTOMOTIVE AEROSPACE

ON TARGET

OTHERS

Current issues
• Diversification strategy not generating expected outcome
• Unsuccessful in acquiring targeted assets at acceptable returns
• Greenfield strategy will take longer to generate returns
• Liberalization of regulated market creating margin pressure in some geographies

Mid-term drivers
• Positive market dynamics in automotive, aerospace and rail sectors
• Acquisitive approach is still key to accelerate market entry
• Increasing testing requirements for combustion and growth in electrical vehicles
• Higher demand for complex material and onboard electronics testing
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CONSUMER AND RETAIL

ON TARGET ON TARGET

SOFTLINES HARDLINES

ON TARGET

ELECTRICAL & 
ELECTRONICS

Achievements
• Successful portfolio diversification both organically and by acquisition
• Expansion of Softline to new geographies and to GB standard testing in China
• Drive of automation across the network helped to sustain margin
• Testing and certification solutions to support client’s product development

Mid-term drivers
• New regulatory and conformity requirements driven by new technologies
• Client partnerships to deliver services along the entire supply chain
• Increased performance testing from Brands as a differentiator
• Many acquisitive opportunities to complement portfolio and geographies
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GOVERNMENTS AND INSTITUTIONS

ON TARGET EXCEED

PRODUCT CONFORMITY
ASSESSMENT BORDER

EXCEED

OTHERS

Achievements
• Successful deployment of new scanner programs including D-Tect
• Significant market share gain for TransitNet
• Digitalization of activity combined with increased market share offsetting fee 

reduction and increased royalty

Mid-term drivers
• More opportunities as Governments become digital
• Trading within and between regional trade blocks to increase demand for 

Border solutions
• Increasing environmental awareness to drive growth for e-waste solutions
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Asia
Americas

2018 REGIONAL SNAPSHOT
AGAINST ORIGINAL PLAN

Europe, Africa
and Middle 
East

ON TARGET BELOW TARGETON TARGET



Our Leadership provides 
direction and support

STRATEGIC 
FOCUS

DASHBOARD

Anticipating and acting
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DASHBOARD: 
CRITERIA FOR BUSINESS PERFORMANCE

Positive cash flow and strategic 
significance are prerequisites to stay in 
the portfolio

Maximum 18 months before executing 
full/partial disposals or shutdowns in the 
Stable Growth category

Maximum 3-year incubation in the New 
Growth category before entering the Fast 
Profitable Growth category or executing 
full/partial disposals
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Small Scale

Large Scale

• Improved several business activities to comply with dashboard thresholds
• Several underperforming and non-core business activities have been 

identified for disposal within next 12 months – combined revenue of around 
CHF 350 million

EVALUATION OF OUR ASSET PORTFOLIO

• Over 100 projects undertaken in the past 2.5 years leading to fixing, 
disposing or closing of small business activities and countries

FIX DISPOSE CLOSE
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Aligned with our 2020 objectives, SGS leverages the digital ecosystem with 3 main objectives:

Robotics
Analytics
Machine Learning
Remote Inspection 
Sensors, Drones 
Crowd Sourcing 
Workplace Optimization

Standardization
Centralization & Back-office 
Communication, IT tools & 
processes 

Analytics
Online Platform
E-Commerce
Cyber Security, GDPR
IoT

CLEAR FOCUS ON PRIORITIES
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DIGITAL AND EFFICIENCY MEASURES

 Remote inspection deployed in 
GIS and other businesses

 Internal crowdsourcing launched 
to address specific projects

 Partnered with KOMGO to 
simplify commodity supply chain

 Automation (robot, RPA) being 
deployed 

 Digital activities continue to 
accelerate with new project 
deployments

 Cyber Security services as a 
core focus

 E-Commerce still linked to 
traditional services but evolving 
(e-Calibration)

 Time to market longer than 
expected in most products

 Migration of servers to cloud well 
under way

 Investment in new LIM systems 
to accelerate transformation

 Enhancement of data and 
infrastructure security 

LIM: Laboratory Information Management System
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SHORT-TERM MARKET TENSION BUT 
SOLID MARKET DRIVERS IN LONG TERM

Solid fundamentalsSolid fundamentals Getting stronger throughGetting stronger through

• Balanced strategy between short- and 
long-term shareholder value creation

• Dashboard as a standard management 
tool

• Sustainability and employee engagement 
a core focus 

• Large and diversified customer base
• Deliver best in class on Return on 

Invested Capital

• Strong TIC industry fundamentals benefiting 
from structural growth drivers

• World Class Manufacturing as core 
efficiency concept

• Investment in digital transformation 

• Active management of portfolio

• Strategic partnerships to provide innovative 
services
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WHAT HAS SGS ACHIEVED IN 2018?

Strong organic 
growth across 
majority of our 
businesses

Continued 
transformation of 
finance function 
and business 
back-office in line 
with plan

Generated a 
market leading 
ROIC

Generated a 
market leading 
ROIC

Generated robust 
cash flow

Considered by the 
market as the 
NWC leader in the 
TIC industry

Issued a 7-year 
CHF 225 million 
bond at 0.75% and 
a 10-year CHF 175 
million bond at 
1.25%

Named Industry 
Leader in DJSI for 
fifth consecutive 
year and part of 
the FTSE4Good 
indexes

First time margin 
progression since 
2013

Continued the 
Dashboard review 
to prepare for 
more active 
portfolio 
management

Realized 
procurement 
savings in line with 
plan 
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FINANCIAL 
FRAMEWORK 

Monitor Group performance and 
align interests with shareholders



31© SGS SA 2018 All Rights Reserved

FINANCIAL FRAMEWORK 
RECONFIRMED

Solid organic 
revenue 
growth

Solid organic 
revenue 
growth

Resilient 
profitability
Resilient 
profitability

Robust cash 
flow 
generation

Robust cash 
flow 
generation

Sustainable 
and attractive 
shareholder 
value

Sustainable 
and attractive 
shareholder 
value
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FINANCIAL FRAMEWORK
REVENUE AND ADJUSTED OPERATING INCOME

RESILIENT
PROFITABILITY

5,830 5,883 5,712 5,985 6,349 6,598

4.4%

20142013

4.0%

2016

2.0%

2015

2.5%

2017

4.2% 5.2%

LTM 06/18

H2
2017 
4.9%

H1
2018
5.6%

REVENUE (CHF MIO; % ORGANIC GROWTH)

ADJ. OPERATING INCOME (CHF MIO; % MARGIN)

977
947

917 919

969

1,022

201720152013 2014 2016 LTM 06/18

16.8%

16.1% 16.1%

15.3%
15.4%

15.5%

+40bps in H1 2018 vs. H1 2017

SOLID ORGANIC
REVENUE GROWTH
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FINANCIAL FRAMEWORK
CASH CONVERSION AND FREE CASH FLOW

FCF2 (CHF MIO)

1. Operating Cash Flow / Adjusted EBITDA           2. Cash flow from operating activities net of capital expenditure 3. 2015 & 2016 adjusted to reflect normalized NWC

591
607

658 738 706 672

20172013 LTM 06/1820162014 2015

5-year average

ROBUST CASH FLOW 
GENERATION

ADJ. CASH CONVERSION RATIO1 (%)

2015 20162013 20172014 LTM 06/18

74.4%75.8%

80.5%

84.6%

79.1%

74.8%

75.7
78.3 3

3
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SUSTAINABLE AND
ATTRACTIVE SHAREHOLDER 
VALUE

FINANCIAL FRAMEWORK
NET WORKING CAPITAL AND ROIC

2013

2,945

20162014 LTM 06/182015 2017

3,265
2,960 3,045 3,123 3,206

INVESTED CAPITAL IN CHF MIO

ROIC1 (%)

20.4%

20152013 2014 LTM 06/182016 2017

21.7%

19.3%19.7%

21.3%
20.8%

1. Net Profit After Tax / (Non-Current Assets + Net Working Capital)
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FINANCIAL FRAMEWORK
RETURN ON INVESTED CAPITAL (ROIC)

8.5

NET WORKING CAPITAL % REVENUE 

< 2%

WACC Asset Turnover

277
340

173
124 123

5.2%

6.1%

3.0%

2.0% 1.9%

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

6.0%

7.0%

0

50

100

150

200

250

300

350

400

2013 2014 2015 2016 2017 2018
(Fcst)

OPERATING NET WORKING CAPITAL IN CHF MIO

IN % OF ANNUALISED REVENUE

ROIC

ROIC: Net Profit After Tax / (Non-Current Assets + Net Working Capital) Asset turnover: Revenue / Invested Capital

19.7%

6.6%

21.7%

7.4%

2013

20.4%

8.3%

2014 2015

19.3%

7.8%

2016

21.3%

7.1%

2017

20.8%

7.7%

LTM 06/18

1.98x 2.03x
1.80x

1.93x
2.06x1.97x
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ADJUSTED 
OPERATING 
INCOME

2020 Projected AOI Growth
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ADJUSTED OPERATING INCOME
AOI EVOLUTION UNTIL 2020

ProductivityOrganic Growth

15.4%

2016
Actual

Dashboard,
Restructuring &

Efficiencies

Digital Growth 2020 Plan

CHF 170
and up

(in CHF million)

CHF 301

and up

CHF 15 
and up

CHF 40 
and up

17.0%
and up

CHF 220-250 CHF 80-100 CHF 30-35 CHF 75-802017 
PRESENTATION

Targeting CHF 405-465 Mio of 
increased profitability

Targeting CHF 255 Mio and up of 
increased profitability

Revised Profitability 
ambitions & Significant 
Dashboard measures 

affecting revenue levels

1 2 3 4

1. Includes the planned closures/divestments
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SHORT-TERM MARKET TENSION BUT 
SOLID MARKET DRIVERS IN LONG TERM

Organic GrowthOrganic Growth Dashboard, Restructuring
and Efficiencies
Dashboard, Restructuring
and Efficiencies

• Positive mix effect of revenue growth

• Market Challenges in OGC and IND 
mainly in the Americas

• Market and execution challenges in 
TRP, mainly in South America and 
Africa

• Procurement savings expected to 
deliver in line with the plan

• Many small closure / divestment 
opportunities already realized and 
continue

• Additional medium-sized closure / 
divestment opportunities are planned

• Optimization of finance and back-
office functions in line with the plan

• Pricing initiatives expected to gain 
momentum in last two years of the 
plan

CHF 170 and up CHF 30 and up

1 2
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SHORT-TERM MARKET TENSION BUT 
SOLID MARKET DRIVERS IN LONG TERM

ProductivityProductivity Digital GrowthDigital Growth

• Savings in line with the initial plan

• Incremental investments in laboratory 
efficiencies now planned to further 
increase productivity beyond 2020

• Good progress in digital activities 
achieved. Opportunities exist, but 
uncertain time to market and customer 
education is resulting in more time 
required to deliver the expected 
revenue and margin

CHF 15 and up CHF 40 and up

3 4
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PROCUREMENT & 
SUPPLY CHAIN

Procurement savings in line 
with the plan
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PROCUREMENT & SUPPLY CHAIN 
STRATEGY

Passionate High Performing Teams

Supplier Partnership Management 

SGS STAKEHOLDERS

S
U

P
P

O
R

T 
FU

N
C

TI
O

N
S

SUPPLIER  ECOSYSTEM

Business Partnering

Cost Effective Source To Pay and SCM Operating Model

Cost & Cash 
Flow Leadership

Global Sourcing 
Solutions

Contribution to 
Lab of the Future

Sustainable 
Procurement

S
U

P
P

O
R

T FU
N

C
TIO

N
S
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PROCUREMENT & SUPPLY CHAIN 
MANAGEMENT PRIORITIES

PILLARS

Cost & Cash Flow Leadership

PRIORITIES
Deliver 3-year savings plan of minimum CHF 180m by 2020 with underlying 
pipeline of sourcing initiatives enabling SGS to achieve its 2020 profitability 
target

Develop and rollout global category strategies across the network by applying 
professional change management with necessary rigor

Leverage the global procurement and supply chain management capabilities 
to improve efficiency of our laboratories and to make them fit for the digital 
future 

Reduce supply chain risk while boosting social responsibility. Deploy code of 
conduct and establish auditing and certification processes for suppliers

Global Sourcing Solutions

Lab of the Future

Sustainable Procurement



43© SGS SA 2018 All Rights Reserved

PROCUREMENT & SUPPLY CHAIN
SAVINGS PLAN 2016-2018

PROCUREMENT SAVINGS BY NATURE

18 15 14 15

19 21 21 20

20
28 30 30

,0

,10

,20

,30

,40

,50

,60

,70

2016
Actuals

2017
Actuals

2018
Actuals

2018 Plan

C
H

F 
M

io

PROCUREMENT SAVINGS BY REGION

EAME

ASIA PACIFIC

AMERICAS
0

10

20

30

40

50

60

70

57
64 65 65

2018 
Forecast

15

20

30

Lab

Travel

IT

Real Estate

Logistics

Facility Mgt.
Equipment

Subcontracting

Others

CAPEX

Cost 
avoidance

60% 
Realized 

OPEX

30%
CAPEX

10%
Cost Avoidance

FY18 Forecast:
CHF 65 Mio
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“Understand Procurement” trainings provided to over 300 
business professionals to improve their customer support

Advanced technology collaboration teams established with 
strategic partner to co-develop solutions for increased 
laboratory efficiency

eSourcing tool and professional support by procurement 
COE targets benefiting from 30% online negotiated spend in 
2018

PROCUREMENT & SUPPLY CHAIN 
SUCCESS STORIES

Global car lease strategy with preferred providers. First 
countries in Europe to deliver 30% savings. Partnerships 
enable development of sustainable mobility concepts

Code of Conduct and Self-Assessment questionnaire done 
with 925 suppliers in 12 high-risk countries, plus supply 
chain initiatives contributed to DJSI Leadership for 5th year
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REAL ESTATE STRATEGY
EFFICIENCY - VALUE - SATISFACTION

WORK SATISFACTION
Deliver workspace for 
employees to ensure 
productivity

 Lease expiry and break-up 
opportunities

 Space Management optimization

 Lease Cost Renegotiation 

 Enhance Portfolio Management and 
identify savings opportunities

 Real Estate underlying principle to 
enhance productivity, satisfaction 
and to retain talent

 Project with HR to evolve 
traditional space metrics to know 
employee’s use of workspace

 Release surplus or underutilized 
space

 Buy versus Lease policy and 
criteria

 Valuation of SGS-owned portfolio 

 Divestment of non-strategic 
assets 

 Leverage Corporate Real Estate 
key supplier capabilities

VALUE CREATION
Unlock Real Estate value for 
better use of Shareholder 
capital

EFFICIENCY
Become the lowest cost per 
revenue in the industry
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GLOBAL BUSINESS 
SERVICES (GBS)

Transformation of the support 
and back-office functions in line 
with the plan
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GLOBAL BUSINESS SERVICES
EFFICIENCY AND EFFECTIVENESS

Organizational 
Alignment

Refine Governance 
and Organizational 
Model to set the 
foundation for 
support functions 

End-to-End 
responsibilities 
established with 
clear accountability

Leveraged 
Delivery

Standard services 
through Global Business 
Services Centers in 
Katowice, Manila and 
Changzhou

By end of year GBS 
organization will 
have grown by 22% 
and expects to grow 
by >25% in 2019

Simplify and 
Standardize 

Reduce complexity 
and implement Best 
Practices across the 
SGS network 

Global standard 
Finance processes 
defined - applicable 
for >50% of revenue 
by end of 2018

Simplify and 
Standardize 

Reduce complexity 
and implement Best 
Practices across the 
SGS network 

Global standard 
Finance processes 
defined - applicable 
for >50% of revenue 
by end of 2018

Digitize & 
Automate

Introduce high quality 
standard systems and 
tools at lowest service 
delivery cost

Global Oracle 
solution implemented 
in 34 countries with 
state-of-the art tools 
by end of 2019

Digitize & 
Automate

Introduce high quality 
standard systems and 
tools at lowest service 
delivery cost

Global Oracle 
solution implemented 
in 34 countries with 
state-of-the art tools 
by end of 2019
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GLOBAL BUSINESS SERVICES
LEVERAGING SKILLS AND SCALE

700 FTEs providing services to:
 Full SGS network
 4 Business Lines
 4 Functions

300 FTEs providing services to:
 Over 20 countries
 3 Business Lines
 2 Functions

200 FTEs providing services to:
 2 countries
 2 Business Lines
 1 Function

1200 FTEs support the entire SGS network

GBS in Manila, Katowice & Changzhou have reached a significant size 
to provide effective support 

Manila Katowice Changzhou
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GLOBAL BUSINESS SERVICES
SAVINGS TARGET 2020 

Annual net savings confirmed of 
CHF 20 MIO – 25 MIO
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OPTIMIZE PRICING

Monetize pricing potential
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OPTIMIZE PRICING
OPPORTUNITIES

Strategy

FOCUS AREAS

2020 ProjectsEducation
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 Global Pricing Rules redesigned and improved to align to new market conditions
 Enhancement of tailor-made pricing strategy by activity
 Strengthen governance model driven by KPIs, with systematic review to ensure 

guidelines are embedded in SGS DNA

OPTIMIZE PRICING 
PROGRESS

FOCUS AREAS

Strategy /
Golden Rules

Education
 Standardized pricing engines, with roll-out of advanced training material to 

upgrade negotiation skills and awareness campaign
 Holistic pricing review framework, leveraging interactive platforms to share tools 

and best practices

Margin Improvement Projects  Implementation of selected margin improvement projects (revenue quality, value 
pricing, processes) to drive margin uplifts
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CAPITAL 
ALLOCATION

Priorities reconfirmed
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CAPITAL ALLOCATION
PRIORITIES RECONFIRMED

Invest in organic 
growth projects
and technology-
driven 
partnerships

Invest in organic 
growth projects
and technology-
driven 
partnerships

Deliver bolt-on 
acquisitions with 
attractive 
business 
synergies

Deliver bolt-on 
acquisitions with 
attractive 
business 
synergies

Maintain an
attractive
shareholder
return policy

Maintain an
attractive
shareholder
return policy

Maintain a solid 
investment grade 
credit rating

Maintain a solid 
investment grade 
credit rating
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CAPITAL ALLOCATION 
ORGANIC GROWTH AND TECHNOLOGY

CAPEX (CHF MIO, % OF SALES)

357
312 307 288 302 311

6.1%

2013

5.3%

2015

5.4%
4.8%

2014

4.8%

2016 2017

4.7%

LTM 06/18

INVEST IN ORGANIC GROWTH 
PROJECTS AND TECHNOLOGY-
DRIVEN PARTNERSHIPS
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CAPITAL ALLOCATION
STRATEGICALLY FOCUSED

CAPITAL INTENSITY 
STRATEGICALLY FOCUSED
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CAPITAL ALLOCATION 
GROWTH AND TECHNOLOGY

ACQUISITION CASH CONSIDERATION
(CHF MIO; # OF TRANSACTIONS)

103 108 103

172

35
12 10 10

19

12 15
0

50

100

150

200

20152014

64

20162013 LTM 06/182017

INVEST IN ORGANIC GROWTH 
PROJECTS AND TECHNOLOGY-
DRIVEN PARTNERSHIPS
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CAPITAL ALLOCATION 
ATTRACTIVE SHAREHOLDER RETURN

1. Dividend per share including ordinary and special dividends
2. Payout ratio: Dividend per share / Basic earnings per share

65 68 68 70 75

97.8%

2013 2014

82.9%82.9%
94.5%

2015 2016

91.0%

2017

DIVIDEND PER SHARE1 (CHF) AND PAYOUT RATIO2 (%)

2015-2016
Program

2017-2018
Program

98

360

92 27

Employee equity participation plans and/or 
utilizable as underlying securities for debt-
like issuance
Shares cancellation

MAINTAIN A SOLID INVESTMENT 
GRADE CREDIT RATING

MAINTAIN AN ATTRACTIVE 
SHAREHOLDER RETURN 
POLICY
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CAPITAL ALLOCATION
CASH EQUATION

OPERATING CF

SHAREHOLDERS 
RETURNS

CHF 3.1 Bn

CHF 0.7 Bn
CHF 0.3 Bn

GROWTH OPPORTUNITIES
CHF 2.1 Bn

Net Debt
31 Dec. 2017

Operating cash 
flows

Buyback 
program

DividendsOrganic
growth

M&A

CHF
4.8 Bn

Net Debt 
01 Jan. 2013

STRONG TRACK RECORD
IN 2013-2017
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CONCLUSION
KEY MESSAGES

• Strong top-line growth
• First margin progression since 2013
• Savings from Procurement & Supply Chain and Global Business Services in line 

with the initial plan
• Pricing Excellence initiative will contribute to increase revenue and profitability 

growth
• Plan to divest medium-size businesses and accelerate acquisitions while 

remaining disciplined on returns
• Targeting 2020 Adjusted Operating Income Margin of above 17% 
• Best in class Return on Invested Capital
• Dividend distributions in line with improvement in net earnings
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