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Editorial

Dr. Thomas Vettiger

Managing Partner

We are delighted to present the latest edition of 
our IFBC Sector Report – Industrials

In this report, we provide insights into trends and 
analyze the stock performance, valuation level and 
operating performance of European companies 
within two selected subsectors: industrial 
equipment manufacturing and construction –
examining each in more detail by shedding a 
spotlight on the specific segments machining 
solutions and construction supplies, 
respectively.

We will furthermore share our latest analysis on 
recent M&A activities, focusing on European 
companies within the defined scope.

The industrial sector is currently shaken up by an 
amassment of challenges. Despite positive current 
economic indicators evidencing a transition out of 
the global pandemic, uncertainty is rising and 
dimming at least near-term outlooks at year end 
2022. Causing factors are first and foremost 
geopolitical developments, ongoing supply chain 
disruptions, rising operating costs, new emission 
regulations and a rarely seen volatility on 
commodity markets. While these challenges shape 
the current reality across sectors and need to be 
addressed with priority, we deem it also important 

not to lose sight of requirements and trends 
defining the sector-specific reality of tomorrow.

Industrial equipment manufacturers are at the 
forefront of supply chain constraints and sourcing 
issues. It is all the more essential to keep processes 
lean and efficient, introducing and leveraging 
technological advances. As for the construction 
sector, the expectation of a decline in construction 
activities is intersecting capital investment needs 
on the part of construction companies. Rethinking 
business models and developing the work force to 
provide cost-effective and demand-tailored 
services will thus be key to prevail.

We wish you an exciting lecture and look forward 
to supporting you as a partner in your challenges in 
the areas of Corporate Finance and M&A, 
Performance and Financial Risk Management as 
well as IFRS Advisory. We seek and appreciate 
continuous dialogue.
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ConstructionIndustrial Equipment Manufacturing

Executive Summary

Our analyses are based on European companies with 
publicly available information and M&A transactions with 
targets in Europe. This report focuses on the two 
subsectors industrial equipment manufacturing and 
construction, examining each in more detail by shedding 
a spotlight on the specific segments machining solutions 
and construction supplies, respectively.

Data source: Refinitiv Eikon.

Other industrial subsectors not covered in this edition are:

Automotive

Chemicals & Materials

Packaging

 Industrial equipment manufacturers face severe supply chain 
constraints that must be addressed on short notice. At the same time 
stability, timing and ESG considerations emerge as crucial factors which 
is why today’s sourcing strategies must be rethought.

 With the start of the recovery from the COVID-19 pandemic, the total 
shareholder returns of industrial equipment manufacturers started 
to visibly outperform the overall market on average. 

 Recent market corrections combined with solid operating performance 
induced a drop in current EBITDA multiples below the average of 
the previous three years.

 After realizing a substantial rebound in sales volume during 2021 from 
previous COVID-19-induced downturns, average sales growth rates 
are expected to persist on a low double-digit level for 2022 –
also driven by broadly increased inflation.

 Number of M&A deals has normalized and targets in industrial 
equipment manufacturing are mainly acquired by European strategic 
buyers. Transactions are motivated by current industry trends, 
namely supply chain management and technological advancement.

Spotlight on Machining Solutions

 Dealing with volatile commodity prices requires measures like the 
introduction or redesign of price escalation clauses to protect margins.

 Operating performance is lower compared to industrial equipment 
manufacturer in general. Additionally, smaller firms are less profitable 
compared to their larger peers while obtaining lower valuations.

 M&A activity was characterized by transactions intended to expand 
existing product offerings.

 The virtualization of construction sites and increasing capital 
requirements to keep up with working methods, construction times 
and quality expectations as well as a limited labor force are key trends. 

 Large firms within the construction industry consistently 
outperformed both the market as well as smaller competitors in terms 
of total shareholder return until early 2021, when the small and mid 
cap firms started to catch up. 

 Median EBITDA multiples of smaller construction firms remained 
fairly stable in previous years. However, recent market corrections 
also lead to a decline in EBITDA multiples in the construction industry.

 Current mid-term profitability outlooks suggest an increasing 
likelihood of margin erosion. Although, median operating margins at 
or above pre-pandemic levels are expected to be achieved.

 Recent geopolitical challenges and turbulent markets slowed down 
M&A activity in this industry. During the period considered, the 
transaction rationale of many acquisitions has been the consolidation 
of the building technology and envelope businesses.

Spotlight on Construction Supplies

 Rising interest rates causing uncertainties and increasing investment 
needs must be addressed in parallel. Planning and incorporating different 
scenarios in decision-making therefore gain in value.

 Construction suppliers are expected to face headwinds, among others, 
due to increasing material prices putting margins under pressure.

 Acquisitions of construction suppliers reflect the trend in boosting 
innovative and eco-friendly materials.
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Subsector dashboard

Spotlight

TSR p. a.
(01/2019–09/2022)

Large
caps

Small /
mid caps

EBITDA multiples
(09/2022 vs. Ø 2019–2021)

Large 
caps

Small /
mid caps

Revenue growth
(2019–2023)

Large
caps

Small /
mid caps

EBITDA margin
(2023 E vs. Ø 2019–2021)

Large
caps

Small /
mid caps

Number of deals
(09/2022 LTM vs. 2021)

Industrial 
Equipment
Manufacturing

15.5% 10.2% 5.2% 4.5%9.6x
-4.3x

7.2x
-2.6x

16.4%
1.4%

10.4%
2.2%

587 deals

4.8%

Machining 
Solutions 11.7% 6.9% 3.7% 1.3%7.9x

-3.5x

6.7x
-3.2x

12.3%
0.5%

8.4%
1.5%

Spotlight

Construction 10.6% 10.8% 4.8% 5.0%6.2x
-4.4x

4.7x
-3.1x

14.8%
1.2%

8.3%
0.5%

876 deals

0.7%

Construction 
Supplies 12.5% 15.3% 6.6% 6.9%6.2x

-5.5x

4.9x
-2.9x

16.1%
0.1%

8.4%
0.4%
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1.1 Industrial Equipment Manufacturing – Trends and challenges

The industrial equipment manufacturing landscape is driven by an increasing 
need to adapt to a new market reality

Overcoming supply chain constraints

In the past years, global supply chains have been dramatically disrupted, which 
led to supply shortages all over the world. Therefore, industrial equipment 
manufacturers had to adapt and take measures to ensure timely order 
fulfillment. This can mean finding new partners and components, building or 
acquiring further capacities, improving stock-keeping and order management or 
relocating business processes and suppliers closer to the finished product. 
Overall, there is a trend to better track, predict and mitigate costly waiting 
periods and ensure that all findings are reflected in contracts.

Striving for operational excellence

Operational excellence is the key to stay competitive as an industrial equipment 
manufacturer facing rising operating costs, obstacles to production and resulting 
delays. While some external factors cannot be fully mitigated, incurring further 
evitable internal inefficiencies can severely impair liquidity, funding costs and 
ultimately P&L statements. Hence, the sector seeks constant improvement of 
operation processes by reducing costs and waste while increasing efficiency. By 
leveraging modern technology, manufacturers are trying to build smart factories 
and thereby achieve the highest state of operational excellence.

Rethinking sourcing strategies

Fragile supply chains, geopolitical instabilities as well as new CO2 emission 
regulations force industrial equipment manufacturers to question and rethink 
their sourcing strategies. Lingering effects of the pandemic reinforce the 
exigency. While transportation routes and supplier diversification played a 
subordinate role to cost considerations in the recent past, modern strategies 
impose a broader spectrum of factors. Stability, timing and environmental 
considerations emerge as crucial factors in today’s sourcing strategies. This may 
result in strategic M&A activities. Forerunner companies account for ESG 
ratings as well as international tariff developments. They optimize themselves 
not only in view of costs they currently incur but also regarding future risks and 
cost drivers.

Leveraging technology

In order to tie all efforts together and ensure incremental efficiencies within 
the full value chain, vast amounts of data need to be collected, transferred and 
interpreted. Therefore, choosing and aligning the technical infrastructure is a 
crucial step to setting the basis for future competitive advantages. Leveraging 
the potentials of optimized networks, digital tools and production automation 
means in a first step that industrial equipment manufacturers are dedicating 
themselves to developing end-to-end technology strategies including the 
selection of compatible partners.
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Large European industrial equipment manufacturers outperformed 
their smaller competitors in terms of total shareholder return

1.2 Industrial Equipment Manufacturing – Stock performance

TSR of industrial equipment manufacturing indices
(indexed to 100, per 1 January 2019)

Stock exchange or marketplace countries

Average TSR p. a. of top performers within IFBC indices
(1 January 2019–30 September 2022)

 Over the period considered, and especially with the recovery from the 
global COVID-19 pandemic, stocks of large European industrial 
equipment manufacturers outperformed both the general market and 
their smaller competitors.

 Until the end of 2021, the large cap firms realized TSR p. a. of 33.9% on 
average. In comparison, smaller firms achieved 23.2%, resulting in a gap 
in TSR p. a. of roughly 10 percentage points.

 However, with the emerging military conflict in the Ukraine and energy 
prices starting to skyrocket among others, stock market sentiment 
turned bearish. Visibly, index levels started to converge, consequently 
reducing the gap in TSR p. a. between largely and less capitalized firms 
by roughly 50.0% as per 30 September 2022.

 Five out of six of the highlighted top performers in terms of TSR have 
a business model directly linked to the fast-growing sustainable energy 
infrastructure industry and circular economy.

 Among the European industrial equipment manufacturers in our 
sample, roughly 40.0% are listed on an exchange or marketplace in 
Germany or Switzerland reflecting the status as leading markets.

TSR small / mid cap
(January 2019–September 2022)

10.2% p. a.

The comparison of stock performance is based on the
total shareholder return (TSR).

The TSR is a measure indicating an investor’s realized 
total return from an equity investment, considering both 
stock price changes as well as dividends and stock 
repurchases of the companies under review. The stock 
price developments were indexed to 100 points as of 
1 January 2019. The TSR indices are based on the 
averages of the returns (equally weighted).

In the stock sample, companies with a market 
capitalization above a threshold of USD 500 million (as 
per 30 September 2022) are classified as large cap 
companies. While the IFBC Industrial Equipment 
Manufacturing Index Large Cap contains 62 companies, 
the IFBC Industrial Equipment Manufacturing Index 
Small / Mid Cap includes 43 companies.

TSR large cap
(January 2019–September 2022)

15.5% p. a.
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58%

27%
Ø 2019–2021

as per 09/2022

Share of companies 
(with FGV-share > 50%)

11.3x

14.6x
15.8x

9.6x 9.7x 8.7x8.9x
10.6x 10.1x

7.2x 7.0x 6.0x
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12/2022 E 12/2023 E

Median EBITDA multiple (large cap) Median EBITDA multiple (small / mid cap)

1) See the glossary on page 38 for explanations regarding NOPAT and the cost of capital.

Current valuation levels of industrial equipment manufacturers are 
driven by current operating performance

1.3 Industrial Equipment Manufacturing – Valuation levels

55%
37% 45%

68%

45%
63% 55%

32%

0%

100%

12/2019 12/2020 12/2021 09/2022 LTM

COV in % of EV FGV in % of EV

For the EBITDA multiples, the enterprise value (EV), 
calculated as the sum of the market capitalization and net debt 
as of the reporting date, is divided by the EBITDA of the 
corresponding twelve month period. For net debt as per 
09/2022, the latest available historical values are used. LTM 
EBITDA as per 09/2022 is derived by combining the relevant 
share of EBITDA 2021 and the relevant share of expected 
EBITDA 2022. The 2022 and 2023 expected multiples are 
based on the EV as of 09/2022 and the EBITDA according to 
analyst estimates for 2022 and 2023, respectively.

EBITDA as well as net debt as relevant reference figures in 
this report were adjusted for the accounting treatment of 
operating leases (e. g. IFRS 16). Any associated effects 
were eliminated where applicable to allow for a like-for-
like comparison.

The current operations value (COV) reflects the value of 
current business activity and corresponds to the net operating 
profit after tax (NOPAT) capitalized with the cost of capital.1)

The future growth value (FGV) describes the additional 
value that investors are willing to pay in anticipation of future 
improvements in operating performance.

Note: Even within the individual subsectors, companies with 
different business models and outlooks are combined. In 
addition, EBITDA multiples are dependent on the maturity and 
condition of the respective company’s business model and the 
markets they are active in.

EBITDA multiples of industrial equipment manufacturers Median COV/FGV-shares of industrial equipment manufacturers

Generally, for large caps, higher EBITDA 
multiples are observable in recent years 
compared to smaller competitors. While sales 
in 2020 were drastically affected by COVID-19 
pandemic containment measures, on average, 
companies were able to keep underlying 
operating margins relatively stable. Although 
the sales volume significantly rebounded 
thereafter combined with slightly improved 
average margins, median multiples further 
climbed to an extraordinary high level until the 
end of 2021. Only with the recent market 
corrections multiple levels started to drop.

Among industrial equipment manufacturers, 
the COV in percent of the EV substantially 
decreased during the pandemic. While stock 
market valuations rapidly rebounded and even 
reached new highs in 2021, median sales 
declined by about 10.0% in 2020. Hence, on 
average, the company valuations were 
persistently dominated, for various reasons, by 
the market’s anticipation of future 
performance improvements until the end of 
2021. As per 30 September 2022, the number 
of companies with an FGV-share above 50.0% 
dropped from 58.0% on average to 27.0%, due 
to recent declines in stock market valuations.

Large cap

Small / mid cap

Ø EBITDA 
multiple
(2019–2021)

13.9x

EBITDA 
multiple
(09/2022)

9.6x

Ø EBITDA 
multiple
(2019–2021)

9.8x

EBITDA 
multiple
(09/2022)

7.2x
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1.4 Industrial Equipment Manufacturing – Operating performance

The most profitable firms tend to be large and are active in the 
manufacturing of vacuum and pumping solutions

Ø Revenue CAGR (2019–2023 E)

EBITDA margin

Revenue development is used to analyze the value 
driver growth of the companies.

The EBITDA margin analyzes the value driver cost 
efficiency. It is calculated as the EBITDA divided by the 
revenue of each fiscal year.

The figures for the fiscal years 2022 and 2023 
correspond to the latest available analyst estimates for 
the companies analyzed.

Median revenue growth  Among the industrial equipment manufacturers included in 
the sample, both, large as well as small and mid caps are 
estimated to achieve a similar CAGR of 5.2% and 4.5%.

 Comparatively, small and mid cap firms’ revenues were 
relatively more negatively affected by the COVID-19 
pandemic and experienced an increase in dispersion.

 However, the on average resulting rebound seems to be 
widely independent of firm size. Moreover, particularly 
suppliers of the sustainable energy industry were able to 
achieve significant sales growth even during the pandemic.

 Analysts expect growth to persist in the coming years. 
Over the entire period considered (2019–2023 E), firms 
following the trend towards a more sustainable economy 
are expected to achieve the highest CAGR. However, the 
impact of inflation driven price increases must not be 
underestimated.

 In terms of median operating profitability, large companies 
show significantly higher EBITDA margins which, among 
others, can be associated with economies of scale. A 
strikingly high number of firms included in the sample 
achieving high average profitability are active in the 
manufacturing of vacuum and pumping solutions.

 Increasing commodity and energy prices as well as supply 
chain disruptions are not expected to harm margin levels.

La
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Median EBITDA margin

Large cap

5.2%
Small / mid cap

4.5%

Large cap
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15.0%
2023 E

16.4%
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Ø (2019–2021)

8.2%
2023 E

10.4%
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M&A market of industrial equipment manufacturers shows a slow 
rebound in transactions during the last twelve months

1.5 Industrial Equipment Manufacturing – M&A environment

Spin-off

Transactions

The analysis is based on the number of published 
completed transactions in the industrial equipment 
manufacturing subsector with targets across Europe 
between January 2019 and September 2022. 

Spin-off Accelleron

Published completed transactions with European targets among industrial equipment manufacturers

 With the first lockdowns induced by the COVID-19 
pandemic in spring 2020, M&A activity among industrial 
equipment manufacturers slowed throughout 2020.

 2021 started with a spike in completed deals visible for the 
first quarter, the effect was unsustainable, however.

 In early 2022, the number of transactions began to increase 
slightly to pre-pandemic levels.

 Even though the general economic environment is recently 
facing certain headwinds, M&A activity kept fairly stable until 
Q3 2022 in the industrial equipment manufacturing 
subsector.

 Recent European IPO activity within the industrial equipment manufacturing 
subsector is rather limited.

 However, a spin-off taking place in early October 2022 outshines all other IPOs –
the spin-off of Accelleron from ABB.

 Accelleron, the turbocharger division previously belonging to ABB, achieved an 
IPO valuation of USD 1.7 billion.

 The stock market newcomer is the market leader within the niche of turbocharger 
manufacturing for large internal combustion engines which are particularly installed 
in ships, trains and emergency power generators.

Number of published completed transactions
Date Target Buyer Deal value

08.2022 Geveke BV Atlas Copco AB 759

04.2022 Saurer Netherlands Machinery Co BV Rieter Holding AG 354

01.2022 Exotec SAS Investor group 335

07.2022 Gemme Italian Producers Srl Breville Group 123

01.2022 Ancosys GmbH Nova Ltd 110

Selected transactions with European targets in 2022 (in USDm)

Initial public offerings

2021

560 deals

09/2022 LTM

587 deals+4.8%

IPO valuation
USD 1.7 billion

Stock market
SIX Swiss Exchange

First trading day
3 October 2022
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84.6%

9.8%

Other Europe Americas

1.6 Industrial Equipment Manufacturing – M&A geographics

Most of the deals involving a European industrial equipment 
manufacturer as a target are taking place within Europe

Buyer region Share of completed cross-border deals 
during the last twelve months

The analysis is based on the number of transactions in 
the industrial equipment manufacturing subsector with 
targets across Europe completed during the last twelve 
month period ending 30 September 2022.

 Industrial equipment manufacturing deals are mainly non-overseas transactions, though a bit less than half are indeed cross-border.
 Strong industrial players located in Germany, the UK or Italy are responsible for almost half of all transactions during the last twelve month period ending 30 

September 2022.
 Both in Italy and the UK, consolidation within the industry can be witnessed to a certain extent – most transactions were within the country; over 85% for 

Italy and just under 80% in the UK. Russia stands out with 100% of deals being within-country transactions. 
 Although Swiss companies are facing strong headwinds, they posed 2% of total European M&A targets within industrial equipment manufacturing – two 

thirds of which had been cross-border.

Target region

5%

5%

17%

%

2%2%

9%

6%

3%

3%

2%

5%

2%

2%

16%

15%

43%
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Type of acquiror

The analysis is based on the number of transactions in 
the industrial equipment manufacturing subsector with 
targets across Europe completed during the last twelve 
month period ending 30 September 2022.

1.7 Industrial Equipment Manufacturing – M&A parties

Industrial equipment manufacturing companies mainly acquired by 
strategic buyers

Buyers of European companies in the industrial equipment manufacturing subsector within the last twelve months

Financial buyers played a less important role in company transactions 
within the industrial equipment manufacturing subsector than what 
can be observed for other sectors. If so, the buyer is most frequently 
an investor group.

Strategic industrial buyers
Strategic buyers from the industrial equipment manufacturing 
sector were involved in almost half of the transactions. 

Selected financial buyers in the industrial equipment 
manufacturing sector:

Financial buyers

Selected strategic buyers in the industrial 
equipment manufacturing sector:

Financial buyers Other strategic buyersStrategic industrial buyers

Industrial
buyers

44%

Financial
buyers

34%
44% 34% 22%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Strategic industrial buyers Financial buyers Other strategic buyers
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Diverging motives behind recent acquisitions among industrial 
equipment manufacturing companies

Target

Valmet, a specialist for process 
technology, automation and services for 
the pulp, paper and energy industry 
expands own offering with a valve 
business

Thermal energy management and niche 
pump specialized Spirax-Sarco 
Engineering PLC acquires software 
developer

Atlas Copco completed a total of 11 
single acquisitions mainly in the fields of 
pumping systems and compressors 
during the last twelve months

Swedish Systemair, a global ventilation company, acquired the entire share capital of Tecnair Lv SpA, a 
specialist supplier of indoor close control air conditioning used for data centres and hospitals, amongst 
others. The acquisition fits Systemair’s product offering, but apart from synergies, by acquiring Tecnair, 
Systemair was able to enter into a long-term supply agreement with LU-VE – Tecnair’s ultimate parent –
for the supply of heat exchanger coils.

Securing long-term supplier agreement 
with LU-VE SpA through the acquisition 
of one of the group’s subsidiaries

The UK based Spirax-Sarco Engineering PLC, with their subsidiaries specialized in the manufacturing of 
steam systems, advanced electric thermal solutions, pumps and fluid path equipment, acquired Cotopaxi 
Ltd., a group of energy consultants, engineers and IT specialists, developing process and optimization 
software ‘Strata’. Cotopaxi’s experience with steam installations will help to connect Spirax-Sarco’s
industrial steam customer’s systems to analyze their data in order to identify and implement solutions 
to increase efficiency.

…and others

Swedish Atlas Copco AB, specialist in air compressors, vacuum solutions, industrial power tools and 
mobile construction and power equipment, recently completed a series of transactions within the pump 
and pumping equipment industry (e.g. Geveke BV, LEWA GmbH, Pumpenfabrik Wangen GmbH), the 
compressor industry (e.g. Fitec SAS, Glaston Compressor Services Ltd) and in other related segments. 

After the merger, completed 1 April 2022, Neles’ operations will continue as a newly created flow control 
business line within Valmet. The merger is said to help Valmet advance in strengthening their position as 
leading company for process industries. Neles is specialized in valves and valve automation for various 
industries such as chemical, energy, refining and water, among others. Valmet is specialized, apart from the 
new flow control business, in technologies for pulp, paper, tissue and energy. The company further offers 
automation solutions.

Buyer Summary
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IFBC Sector Report – Industrials
Industrial Equipment Manufacturing
− Spotlight on Machining Solutions

Spotlight

Within this report, the industrial equipment 
manufacturing subsector is further examined by 
conducting additional analyses for a selected 
specific segment.

In this year’s 2022 edition, a specific spotlight is 
shed on machining solution manufacturers.

Correspondingly, a subsample has been 
determined reducing the original sample to a 
sole coverage of European machining solution 
manufacturers.

In total, the formed subsample contains 
39 European companies.
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2.1 Spotlight Machining Solutions – Trends and challenges

Machining solution manufacturers are not only subject to the industry trends but 
should also help customers to overcome them

Tackling logistics disruption

Manufacturers of machining solutions are particularly exposed to distortions in 
logistical processes. Production from order to final product is characterized by 
a significant lead time and numerous temporal dependencies. The current 
market environment is relentlessly evidencing these relationships. Adapting 
inventory management, increasing planning reliability and horizon as well as 
designing alternative supply chain flows becomes indispensable. This will be 
even more true in an environment where working capital will become more 
significant based on increased cost of capital. As a short-term reaction to rising 
economic uncertainty a tendency towards higher stock-keeping can be 
observed, leading to higher inventory levels and thus also increased 
requirements for financing.

Creating customer value via customer integration

Including customers in the innovation and design processes is certainly not a 
new concept but gaining importance again to ensure the ability to learn and 
change in the context of the fourth and fifth industrial revolution. In much the 
same way as described for the industrial sector itself, customers of the 
machining solution segment are trying to upgrade their production lines, 
decrease their downtime and adapt their factories to modern market 
requirements – particularly regarding machine-to-machine integration and 
human-machine-collaboration. Trying to anticipate these customer needs 
without integrating the actual customer is likely to fail or lead to time-
consuming product changes. Operational excellence is an end-to-end endeavor 
after all and should include the customer.

Dealing with volatile commodity prices

Scarcity of resources and resulting price surges can be fatal in manufacturing. 
The already narrow margins erode quickly with soaring prices of input factors 
such as energy, gas, base & precious metals or petroleum-based products. 
Manufacturers recently felt the effects of overreliance on certain materials or 
suppliers, and they are trying to gain more independence. Measures range from 
diversifying sourcing partners to investigating material alternatives – particularly 
within production, conversion to bivalent energy sources is increasingly 
considered. Moreover, the introduction or redesign of price escalation clauses 
in formerly fixed price contracts can be observed. In any case mitigations to the 
risk of shipping at a loss after several months of manufacturing are needed.

Optimizing maintenance of equipment

It represents a worst-case scenario to shut down a machine for maintenance 
reasons, when all other factors would allow to run on full capacity. Therefore, 
ensuring optimal availability of machines is a vital part of keeping internal 
inefficiencies as low as possible. Predictive maintenance algorithms and digital 
twins allow to monitor and plan maintenance and optimize downtimes. Taking 
these technological advances into account when designing machine parks 
becomes an inevitable requirement. These optimized machine parks are in turn 
a prerequisite for the industry to expand into new pricing and service models 
(XaaS), such as monitoring-as-a-service, production-as-a-service or value-based 
pricing. Thus, manufacturers need to consider it not only for own purposes but 
also from a customer needs perspective.
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Less ability to outperform the overall market particularly among 
smaller machining solution manufacturers

2.2 Spotlight Machining Solutions – Stock performance

TSR machining solutions indices
(indexed to 100, per 1 January 2019)

The comparison of stock performance is based on the 
total shareholder return (TSR).

The TSR is a measure indicating an investor’s realized 
total return from an equity investment, considering both 
stock price changes as well as dividends and stock 
repurchases of the companies under review. The stock 
price developments were indexed to 100 points as of 
1 January 2019. The TSR indices are based on the 
averages of the returns (equally weighted).

In the stock sample, companies with a market 
capitalization above a threshold of USD 500 million (as 
per 30 September 2022) are classified as large cap 
companies. While the IFBC Machining Solutions Index 
Large Cap contains 21 companies, the IFBC Machining 
Solutions Index Small / Mid Cap includes 18 companies.

Stock exchange or marketplace countries

Average TSR p. a. of top performers within IFBC indices
(1 January 2019–30 September 2022)

TSR small / mid cap
(January 2019–September 2022)

6.9% p. a.

TSR large cap
(January 2019–September 2022)

11.7% p. a.

 Compared to all industrial equipment manufacturers, companies 
involved in the development of machining solutions recently showed 
less ability to outperform the general market in terms of total 
shareholder return.

 During the period before and after the outbreak of the global
COVID-19 pandemic, particularly small and mid-sized firms on average 
had difficulties keeping up with the overall market.

 However, due to a visible race to catch up starting in late 2020, a
TSR p. a. of still 6.9% was achieved over the entire period considered.

 Even though larger machining solution manufacturers realized a higher 
TSR on average, the leader among the illustrated top performers 
achieving an annualized shareholder return above 20.0% are both 
smaller sized firms. While MPAC Group develops solutions for 
assembly automation as well as cartooning and case packaging, SLM 
Solutions Group is specialized in laser melting technology.

 More than 50.0% of the considered machining solution manufacturers, 
are either listed on a stock exchange or marketplace in Germany or
Switzerland.
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Recently observed decline in EBITDA multiples due to drop in 
market valuations

For the EBITDA multiples, the enterprise value (EV), 
calculated as the sum of the market capitalization and net debt 
as of the reporting date, is divided by the EBITDA of the 
corresponding twelve month period. For net debt as per 
09/2022, the latest available historical values are used. LTM 
EBITDA as per 09/2022 is derived by combining the relevant 
share of EBITDA 2021 and the relevant share of expected 
EBITDA 2022. The 2022 and 2023 expected multiples are 
based on the EV as of 09/2022 and the EBITDA according to 
analyst estimates for 2022 and 2023, respectively.

EBITDA as well as net debt as relevant reference figures in 
this report were adjusted for the accounting treatment of 
operating leases (e. g. IFRS 16). Any associated effects 
were eliminated where applicable to allow for a like-for-
like comparison.

The current operations value (COV) reflects the value of 
current business activity and corresponds to the net operating 
profit after tax (NOPAT) capitalized with the cost of capital.1)

The future growth value (FGV) describes the additional 
value that investors are willing to pay in anticipation of future 
improvements in operating performance.

Note: Even within the individual subsectors, companies with 
different business models and outlooks are combined. In 
addition, EBITDA multiples are dependent on the maturity and 
condition of the respective company’s business model and the 
markets they are active in.

EBITDA multiples of machining solution manufacturers Median COV/FGV-shares of machining solution manufacturers

Large Cap

Small / Mid Cap

Ø EBITDA 
multiple
(2019–2021)

11.4x

EBITDA 
multiple
(09/2022)

7.9x

Ø EBITDA 
multiple
(2019 - 2021)

9.9x

EBITDA 
multiple
(09/2022)

6.7x

Similarly, to the entire industrial equipment 
manufacturer subsector, median EBITDA 
multiples of large caps were generally higher 
compared to those of small and mid-sized 
providers of machining solutions. However, the 
relative valuation gap is smaller compared to all 
industrial equipment manufacturers. The 
analysts’ outlook on short-term future 
development of sales and profitability is positive. 
This, in combination with the currently 
persisting bearish market environment led to a 
significant drop in the implied median EBITDA 
multiples below pre-COVID-19 pandemic levels.

Independent of firm size, absolute profitability 
levels sharply dropped due to double-digit 
negative sales growth in 2020 induced by
the COVID-19 pandemic. In combination 
with quickly rebounding stock markets,
the share in market valuations explained by 
the companies’ current operating 
performance declined to 27.0% on average. 
With the recovery in earnings the median 
COV-share moved towards pre-pandemic 
levels as per end of 2021. Recently, due to 
declined market valuations and increasing 
company performances, the FGV-share 
decreased.

1) See the glossary on page 38 for explanations regarding NOPAT and the cost of capital.
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2.4 Spotlight Machining Solutions – Operating performance

Strong recovery in sales among machining solution manufacturers 
with expected growth rates above pre-pandemic levels
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Ø Revenue CAGR (2019–2023 E)

EBITDA margin

Revenue development is used to analyze the value 
driver growth of the companies.

The EBITDA margin analyzes the value driver cost 
efficiency. It is calculated as the EBITDA divided by the 
revenue of each fiscal year.

The figures for the fiscal years 2022 and 2023 
correspond to the latest available analyst estimates for 
the companies analyzed.

Median revenue growth  Providers of machining solutions were more heavily 
affected by the COVID-19 pandemic compared to 
industrial equipment manufacturers in general. In addition, 
already pre-COVID-19 median sales growth rate was 
negative for small and mid caps.

 While large caps’ sales volume declined by 12.5% on 
average in 2020, similar small and mid-sized firms 
generated almost a fifth less in revenue.

 In terms of operating margins, large caps showed a higher 
resilience to the COVID-19 pandemic. Among the small 
and mid cap firms roughly one third realized a negative 
EBITDA margin in 2020 and was hit more heavily.

 Although the median sales volume 2021 nearly rebounded 
to pre-pandemic levels and outlooks are positive, currently 
high inflation may favor margin erosions.

 In particular, the expected drop in large caps’ EBITDA 
margins 2022 indicates risen cost pressure among 
machining solution manufacturers due to increased energy 
and commodity prices to name just a few.

 Bottom line however, analysts expect EBITDA margins to 
be increased by large as well as small and mid caps until 
the end of fiscal year 2023 compared to the historical 
average 2019–2021.
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Median EBITDA margin

Large cap

3.7%
Small / mid cap

1.3%

Large cap
Ø (2019–2021)

11.8%
2023 E

12.3%

Small / mid cap
Ø (2019–2021)

6.9%
2023 E

8.4%
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Numerous machining solution manufacturers recently made 
selective acquisitions to expand their existing product offering

Rieter completes a series of three 
transactions by acquiring the automatic 
winding machine business of Saurer
Netherlands 

Correa invests in NC Service, a specialist 
for retrofitting milling machines

Biesse SpA increases its offering in glass 
machining products through the 
acquisition of Forvet SpA

Tecnovac expands their product offering 
by the acquisition of Chrimax

Nicholás Correa SA, Spanish specialist for milling machines, acquired a majority stake in NC Service SA, 
which is specialized in the retrofitting and sale of second-hand milling machines. With their expertise, NC 
Service is able to upgrade milling machines to the newest technology and quality levels. NC Service is 
specialized in upgrading machines of the brands Correa, Anayak, Zyer and Soraluce.

Biesse SpA, a specialist within the machining solutions industry for woodworking and advanced materials 
processing acquired Italy based Forvet SpA. Forfet manufactures high-technology machines and special 
solutions for flat glass processing. The acquisition aligns the strategic initiative of Biesse to increase the 
product portfolio for glass machining centers, a sector the company has already been serving with other 
brands.

Rieter, the Switzerland based supplier of systems for manufacturing yarn from staple fibers in spinning 
mills acquired a majority stake in the automatic winding machine business of Saurer Netherlands 
Machinery Co BV. Before, Rieter already completed acquisitions of the components business Accotex
(elastomer technology for spinning machines) and Temco (technology components for filament machines) 
from Saurer, an international group focusing on machinery and components as well as software for the 
processing of fiber and yarn.

Italy based Tecnova, manufacturer of packaging machines such as traysealers, thermoforming machines, 
chamber machines and fill-seal machines, acquired the entire share capital of Chrimax Srl, a specialist for 
flow-pack packaging systems for food, non-food, pharmaceutical and cosmetic products, also based in Italy. 
Chrimax designs and manufactures loading, tray-filling, handling and accumulation system for processing 
and packaging lines. 

Target Buyer Summary
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The construction sector experiences an upheaval in applied methods 
and instruments

3.1 Construction – Trends and challenges

Virtualizing construction sites

New visualization technologies are used to get detailed insights into a building 
object, before ever setting foot on the actual construction site. Construction 
companies are now able to create a digital representation of a construction 
object over its whole life-cycle. Through sensors and 3D modelling a high 
precision standard can be achieved. Thus, it is possible to control construction 
sites and identify possible short-falls or risks in the plans from a distance. 
Furthermore, the gained insights are scalable and transferable to future 
projects. However, this requires significant investments from traditional 
construction companies in order to evolve into technology proficient 
knowledge hubs.

Scaling business and resources

While in the civil engineering sector consolidation has been observed already 
over the past decade, in other segments of construction the dispersion of 
companies is still more ample. The trend is however catching up over the 
whole industry. Capital requirements to keep up with working methods, 
construction times and quality expectations are increasing, and labor force 
remains limited. As a general takeaway from this market development, it can be 
noted that adequate financing concepts become indispensable. Looking into 
more detail it can be observed that more companies are either entering 
partnerships or inorganically scaling their businesses. The goal is to combine 
resources, accessing more efficient equipment, extend expertise and protect 
margins.

Ensuring sustainable resource view

The issue of resource shortage has rarely been more present than in today’s 
world of geopolitical conflict and fragile supply chains. Combined with the 
global need for more sustainability and a smaller carbon footprint, there is a 
strong trend towards green building. Thus, the construction industry must 
rethink the use and re-use of materials and leverage the potential of buildings as 
platforms for alternative energy generation. Integrating a sustainable approach 
early may prevent challenges from future regulations and allow for a better 
positioning in the market.

Promoting workplace attractiveness

The rate of young people joining the construction sector has been declining for 
several years. While wages in this sector remain competitive relative to other 
industries, the attractiveness is lowered by the perception of long hours with 
physically demanding, repetitive work. In order to counteract this trend, 
construction companies need to invest in labor-saving equipment, specific 
education and promote the new career perspectives that are evolving. 
Workplace attractiveness as well as potential job enrichment need to come 
to the fore.



IFBC Sector Report – Industrials | December 2022 edition | 24

0

50

100

150

200

250

01/19 07/19 01/20 07/20 01/21 07/21 01/22 07/22

IFBC Construction Index
Large Cap

IFBC Construction Index
Small / Mid Cap

MSCI Europe Index

76%

56%51%47%
37%31%

Sciuker Frames
SpA

Masterplast
Nyrt

Torpol SANibe Industrier
AB

Instalco ABAcciona SA

IFBC Construction Index
Small / Mid Cap

IFBC Construction Index
Large Cap

22%

15%

11%10%
6%

5%

31%

United Kingdom
Sweden
Switzerland
France
Germany
Spain
Other

Small and mid caps caught up with larger competitors within the 
construction industry

3.2 Construction – Stock performance

TSR small / mid cap
(January 2019 - September 2022)

10.8% p. a.

TSR large cap
(January 2019 - September 2022)

10.6% p. a.

The comparison of stock performance is based on the 
total shareholder return (TSR).

The TSR is a measure indicating an investor’s realized 
total return from an equity investment, considering both 
stock price changes as well as dividends and stock 
repurchases of the companies under review. The stock 
price developments were indexed to 100 points as of 
1 January 2019. The TSR indices are based on the 
averages of the returns (equally weighted).

In the stock sample, companies with a market 
capitalization above a threshold of USD 500 million (as 
per 30 September 2022) are classified as large cap 
companies. While the IFBC Construction Index Large Cap 
contains 61 companies, the IFBC Construction Index 
Small / Mid Cap includes 32 companies.

 Large firms active in the construction industry achieved a notable 
growth before the pandemic with a total shareholder return of 
48.1% p. a. between January 2019 and mid-February 2020.

 In comparison, during the same period, smaller construction firms 
as well as the overall market achieved a TSR p. a. of 30.1% and 
27.8%, respectively.

 Large caps were both heading for the COVID-19 pandemic with a 
certain cushion in terms of excess returns and showed a higher 
relative ability for an immediate rebound. However, smaller firms in 
the construction industry started to catch up in late 2020.

 Over the entire period considered, small and mid caps slightly 
outperformed their larger competitors.

 The most significant outperformers on company level are firms 
serving the construction industry with corresponding supplies.

 In terms of stock market listings on a stock exchange or marketplace, 
the United Kingdom and Sweden in sum cover more than a third 
within the sample considered. Switzerland hosts more than 10%.

Average TSR p. a. of top performers within IFBC indices
(1 January 2019–30 September 2022)

Stock exchange or marketplace countries

TSR of construction indices
(indexed to 100, per 1 January 2019)
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3.3 Construction – Valuation levels

Independent of firm size, median EBITDA multiples considerably 
decreased in 2022

For the EBITDA multiples, the enterprise value (EV), 
calculated as the sum of the market capitalization and net debt 
as of the reporting date, is divided by the EBITDA of the 
corresponding twelve month period. For net debt as per 
09/2022, the latest available historical values are used. LTM 
EBITDA as per 09/2022 is derived by combining the relevant 
share of EBITDA 2021 and the relevant share of expected 
EBITDA 2022. The 2022 and 2023 expected multiples are 
based on the EV as of 09/2022 and the EBITDA according to 
analyst estimates for 2022 and 2023, respectively.

EBITDA as well as net debt as relevant reference figures in 
this report were adjusted for the accounting treatment of 
operating leases (e. g. IFRS 16). Any associated effects 
were eliminated where applicable to allow for a like-for-
like comparison.

The current operations value (COV) reflects the value of 
current business activity and corresponds to the net operating 
profit after tax (NOPAT) capitalized with the cost of capital.1)

The future growth value (FGV) describes the additional 
value that investors are willing to pay in anticipation of future 
improvements in operating performance.

Note: Even within the individual subsectors, companies with 
different business models and outlooks are combined. In 
addition, EBITDA multiples are dependent on the maturity and 
condition of the respective company’s business model and the 
markets they are active in.

EBITDA multiples in the construction industry Median COV/FGV-shares in the construction industry

Due to a less fast rebound of small and mid caps 
share prices, median EBITDA multiples 
developed fairly stable during the pandemic. 
Generally, on average, construction industry 
companies have proven far more resilient during 
the pandemic in terms of sales volume and 
absolute profitability conservation. Hence, in 
combination with not sustainably persisting 
stock price increases, the EBITDA multiples 
tended back towards pre-pandemic level as per 
end of 2021. Due to recent stock market 
corrections, current multiples are now visibly 
lower in the construction industry.

Generally, valuation levels within the 
construction industry are less driven by 
investor’s anticipation of future operating 
performance improvements relative to 
industrial equipment manufacturers. 
Nevertheless, rapidly rebounding market 
valuations combined with meanwhile 
negatively affected topline performance led to 
a sharp FGV-increase in 2020. As per 
September 2022, median FGV-share turned 
negative due to improved current operating 
performance combined with decreasing 
observable market values.

Large cap

Small / mid cap

Ø EBITDA 
multiple
(2019–2021)

10.6x

EBITDA 
multiple
(09/2022)

6.2x

Ø EBITDA 
multiple
(2019–2021)

7.8x

EBITDA 
multiple
(09/2022)

4.7x

1) See the glossary on page 38 for explanations regarding NOPAT and the cost of capital.
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3.4 Construction – Operating Performance

Construction industry companies are expected to have difficulties in 
conserving current operating profitability level in the mid-term

Ø Revenue CAGR (2019–2023 E)

EBITDA margin

Revenue development is used to analyze the value 
driver growth of the companies.

The EBITDA margin analyzes the value driver cost 
efficiency. It is calculated as the EBITDA divided by the 
revenue of each fiscal year.

The figures for the fiscal years 2022 and 2023 
correspond to the latest available analyst estimates for 
the companies analyzed.

Large cap

Median revenue growth
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 Among the companies active in the construction industry 
included in the sample, both, large as well as small and mid 
caps are estimated to achieve a similar CAGR of 4.8% p. a. 
and 5.0% p. a. between 2019 and 2023, respectively.

 However, the scattering of the sales growth rates is visibly 
higher for smaller firms. Further, these companies, on 
average, showed slightly higher ability to take advantage 
from the recovering economic environment during 2021.

 For fiscal year 2022, average sales growth rates are 
expected to remain on a double-digit level with recently 
increased inflation as one of the potential key drivers.

 Most topline growth rates are the highest for firms with a 
business model associated with sustainable infrastructure 
and housing development as well as the development of 
smart materials.

 In terms of median operating profitability, large companies 
show significantly higher EBITDA margins, as similarly 
observable in other industries. A strikingly high number of 
firms within the construction industry achieving 
comparably high average profitability are not directly 
involved in on-sight construction work.

 Current mid-term outlooks suggest increasing likelihood of 
margin erosion. However, median EBITDA margin at or 
above pre-pandemic level are expected to be achieved.
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Transactions

The analysis is based on the number of published 
completed transactions in the construction subsector with 
targets across Europe between January 2019 and 
September 2022. 

2021

870 Deals

09/2022 LTM

876 Deals+0.7%

3.5 Construction – M&A environment

Solid M&A activity in the construction industry over recent quarters

Date Target Buyer Deal value

05.2022 Autostrade Per l’Italia SpS Investor Group 9’939

12.2021 Cobra Gestion de 
Infraestructuras SLU Vinci SA 6’453

04.2022 Marley Group Ltd Marshalls PLC 699

02.2022 Ferrovial SA Portobello CapitalSL 255

04.2022 NYAB Svergie AB Skarta Group Qyj 229

Published completed transactions with European targets within the construction industry

 Number of European deals within the construction sector 
are rather stable over the last few years.

 While there were around 200 deals per quarter in 2019, 
COVID-19 significantly slowed deal activity in Q2/Q3 2020.

 However, quarterly deal count was nearly back on pre-
pandemic levels in late 2020 already. Thereafter, deal 
activity even grew to nearly 250 in Q1 2022.

 Q3 2022 again showed some reluctance for deals – a 
looming recession and increasing fear of inflation may be 
reasons for hesitation.

Date Issuer Stock exchange IPO size Market cap closing

12.2021 Norva24 Group AB OMX Stockholm 256 666

12.2021 Nivika Fastigheter AB OMX Stockholm 109 593

07.2022 Dimand SA Athens Stock Exchange 102 274

Selected transactions with European targets in 2022 (in USDm)

Selected recent European IPOs (in USDm)

 Following over 10 IPOs within the construction subsector in Q4 2021, the pace 
significantly declined in 2022.

 Turbulent markets left candidates reserved. In the first three quarters 2022 only 
10 IPOs were facilitated in Europe in total.

Number of published completed transactions
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3.6 Construction – M&A geographics

During the last twelve months, over 90% of companies acquiring a 
European construction firm are themselves headquartered in 
Europe

Buyer region Target region

13%

7%

21%

%

3%

3%

11%

5%

6%

4%

4%

2%

2%
9%

5%

 Cross-border deals are of limited importance in the construction industry. Only in smaller countries, such as Austria, Ireland, Belgium or 
Switzerland, cross-border deals account for more than half of total deals recorded. 

 While in Switzerland less than half of the transactions were taking place within own national territory, almost 90% of the deals in the UK (accounting 
for over one fifth of total European deals during the last twelve month period) and almost 100% of the Russian deals were within the country.

 Intercontinental deals are of negligible importance within the construction industry.

Share of cross-border deals during the 
last twelve months

The analysis is based on the number of transactions in 
the construction subsector with targets across Europe 
completed during the last twelve month period ending 
30 September 2022.

30%
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Construction companies are predominantly acquired by strategic 
investors

3.7 Construction – M&A parties

Buyers of European companies in the construction subsector within the last twelve months

Various financial investors acquired companies in the construction 
subsector within the last twelve month period ending 30 September 
2022. Furthermore, various investor groups acquired targets in this 
subsector.

Strategic construction buyers
Strategic buyers, in particular construction -, materials- and 
installation firms were involved in roughly half of the 
transactions.

Selected financial buyers in the
construction industry:

Financial buyers

Selected strategic buyers in the
construction industry:

Type of acquiror

The analysis is based on the number of transactions in 
the construction subsector with targets across Europe 
completed during the last twelve month period ending 
30 September 2022.

Construction 
buyers

47%

Financial
buyers

27%
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Merger of Burkhalter
Group and Poenina
Holding AG

Growth strategies within the building technology and envelope 
businesses result in active buyout transactions across Europe

Burkhalter Holding Ltd and Poenina Holding Ltd 
announced their intention for a joint merger with 
completion by the end of June 2022. Based on the 
evaluation, which began in January 2022 in light of the 
Swiss Energy Strategy 2050 and the associated 
building refurbishment measures, the merger was 
successfully completed later this year. The core 
competencies of both companies are complementary. 
Poenina is active in the main business areas of 
sanitary, heating, cooling, ventilation and air 
conditioning technology as well as roofing and 
plumbing, while Burkhalter covers the full range of 
electrical engineering services. With the merger, these 
services are to be offered from a single source. Both 
themselves pursued an active buyout strategy in the 
past.

Instalco is a group providing heating and 
plumbing, electrical, ventilation and cooling 
as well as industrial solutions. Instalco serves 
customers across Sweden, Norway and 
Finland.

…and others…and others …and others

Company’s 
business model

Background on 
recent 

acquisition 
strategy

Instalco aims to serve as a united group with 
strong units having local proximity, which 
continue to operate in a decentralized 
manner under their original name upon 
acquisition. Targets shall have a strong local 
market position, financial soundness, 
entrepreneurial leadership and values that 
match with Instalco. Recent acquisitions 
included electrical contractors and HVAC 
contractors, among others.

VDK Groep is a group of over 55 
independent firms across the Netherlands 
within the fields of technical installations 
(electrical and mechanical) and building 
intelligence (security, telecom and IT). 
VDK is owned by EMK Capital.

VDK aims at providing customers installation 
services, servicing, maintenance and 
monitoring from one hand. 
Recent acquisitions targeted companies 
providing computer programming services 
and security systems, producers of 
electronic components, manufacturers of air-
conditioning components as well as electrical 
and HVAC contractors.

Fasadgruppen serves as a full-service 
provider for the building envelope with 
expertise in masonry, plastering, roofs, 
facades and windows. Fasadgruppen owns 
companies across Sweden, Norway and 
Denmark.

With their acquisitions, Fasadgruppen
leverages synergies through cross-selling of 
projects with contractors of complementary 
services. The companies remain with their 
original name encouraging their local 
anchoring. Recent acquisitions included 
roofing contractors, balcony railing and 
other metal work manufacturers, a specialist 
in insulation contracting as well as masonry 
contractors.



Spotlight Construction Supplies
Construction4

IFBC Sector Report – Industrials
Construction
− Spotlight on Construction Supplies

Spotlight

Within this report, the construction subsector is 
further examined by conducting analyses for a 
selected specific segment.

In this year’s 2022 edition, a specific spotlight is 
shed on construction suppliers.

Correspondingly, a subsample has been 
determined reducing the original sample to a sole 
coverage of European construction suppliers.

In total, the formed subsample contains 
47 companies.



IFBC Sector Report – Industrials | December 2022 edition | 32

1

2

3

4

4.1 Spotlight Construction Supplies – Trends and challenges

Increasing expertise in digital planning

Construction suppliers are not necessarily present on the construction site, 
nevertheless there is a lot of relevant information that arises on site. 
Transferring this information is prone to errors and misunderstandings, which 
are quite often cause for inefficiencies. Building Information Models (BIM) are 
digital representations of a building allowing to visualize problems even before 
they physically appear. They are thus facilitating planning, communication, 
decision-making and documentation on the construction site. Fostering the 
necessary digital expertise is a key for construction suppliers to remain 
competitive in an evolving sector where distances between planning and 
construction sites are increasing.

Embracing smart materials

Smart materials are increasingly used in the construction sector. They have the 
capability to respond to changes in the environment to which they are exposed. 
Thus, they find a wide array of applications on a construction site, from 
enhanced structural strength of smart concrete to electrochromic glass which 
allows for flexible tint of windows. Not only are the smart materials more 
powerful, often they are cheaper as well. Thus, construction suppliers must 
keep track of material innovations and foster research and development 
alliances to remain able to respond to market demands.

Keeping modular construction in view

In modular construction, buildings are manufactured off-site in individual 
segments and later assembled on-site. This promises cost and time efficiency. 
The manufacturing under factory conditions minimizes waste, saves resources 
and increases reliability. However, the planning is significantly more complex, 
demanding knowledge regarding statics and material properties for components 
that are not yet manufactured. Combined with BIMs and optimized planning the 
potential is immense. Despite the trend originating in the Anglo-American 
region, starting from Britain it is gaining momentum in Europe as 
well. Construction suppliers capable of responding to the specifics of this 
methodology of construction, will be at an advantage in medium-term future.

Addressing investment needs in an uncertain market

The market environment for construction suppliers is changing in two 
important dimensions. Rising interest rates lead to a deteriorating outlook for 
construction activities – in other words higher uncertainty regarding order 
volumes. In the meantime, new construction methods, industry trends and 
increasing recruiting challenges significantly raise the investment intensity across 
the industry. Sunk cost risks from investing in the wrong place are rising in 
parallel. The capability of planning ahead and incorporating different scenarios in 
decision-making therefore gains in value.

Construction suppliers have to prepare for the building methods
of the future
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4.2 Spotlight Construction Supplies – Stock performance

Small and mid cap construction suppliers achieved a TSR of 
15.3% p. a. on average – driven by a sharp catch up in 2021

TSR small / mid cap
(January 2019–September 2022)

15.3% p. a.

TSR large cap
(January 2019–September 2022)

12.5% p. a.

The comparison of stock performance is based on the
total shareholder return (TSR).

The TSR is a measure indicating an investor’s realized 
total return from an equity investment, considering both 
stock price changes as well as dividends and stock 
repurchases of the companies under review. The stock 
price developments were indexed to 100 points as of 
1 January 2019. The TSR indices are based on the 
averages of the returns (equally weighted).

In the stock sample, companies with a market 
capitalization above a threshold of USD 500 million (as 
per 30 September 2022) are classified as large cap 
companies. While the IFBC Construction Supplies Index 
Large Cap contains 33 companies, the IFBC Construction 
Supplies Index Small / Mid Cap includes 14 companies.

Average TSR p. a. of top performers within IFBC indices
(1 January 2019–30 September 2022)

Stock exchange or marketplace countries

TSR of construction supplies indices
(indexed to 100, per 1 January 2019)

 Compared to the entire construction industry, the on average 
achieved total shareholder return of construction suppliers is 
notably higher for the period considered.

 Large companies outperformed the market and its smaller 
competitors by far during the pre-COVID-19 period illustrated.

 However, and despite of the visibly persisting positive gap in average 
market valuations after global markets have been shaken up due to 
the outbreak of the pandemic, smaller firms started to catch up.

 Between April 2022 and September 2022, small and mid caps 
achieved an average TSR of 38.9% p. a., roughly twice as high as the 
larger construction suppliers included in the sample.

 Sciuker Frames SpA, an Italy-based manufacturer of windows and 
window fixtures, with a TSR of 76.0% p. a. puts the other top 
performers in the shadows.

 The SIX Swiss Exchange as one of the major stock markets in 
Europe plays a key role in terms of construction suppliers stock 
listings on an exchange or marketplace.
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4.3 Spotlight Construction Supplies – Valuation levels

1) See the glossary on page 38 for explanations regarding NOPAT and the cost of capital.

During the pandemic, the valuation levels between larger and 
smaller firms diverged heavily with small / mid caps having a 
considerable discount

For the EBITDA multiples, the enterprise value (EV), 
calculated as the sum of the market capitalization and net debt 
as of the reporting date, is divided by the EBITDA of the 
corresponding twelve month period. For net debt as per 
09/2022, the latest available historical values are used. LTM 
EBITDA as per 09/2022 is derived by combining the relevant 
share of EBITDA 2021 and the relevant share of expected 
EBITDA 2022. The 2022 and 2023 expected multiples are 
based on the EV as of 09/2022 and the EBITDA according to 
analyst estimates for 2022 and 2023, respectively.

EBITDA as well as net debt as relevant reference figures in 
this report were adjusted for the accounting treatment of 
operating leases (e. g. IFRS 16). Any associated effects 
were eliminated where applicable to allow for a like-for-
like comparison.

The current operations value (COV) reflects the value of 
current business activity and corresponds to the net operating 
profit after tax (NOPAT) capitalized with the cost of capital.1)

The future growth value (FGV) describes the additional 
value that investors are willing to pay in anticipation of future 
improvements in operating performance.

Note: Even within the individual subsectors, companies with 
different business models and outlooks are combined. In 
addition, EBITDA multiples are dependent on the maturity and 
condition of the respective company’s business model and the 
markets they are active in.

EBITDA multiples of construction suppliers Median COV/FGV-shares of construction suppliers

Similarly, to the entire construction subsector, 
median EBITDA multiples of large caps are 
generally higher during the period considered 
compared to those of small and mid-sized 
construction suppliers. Recently, multiple 
valuation levels visibly converged. Based on the 
historically resulting average median multiple of 
7.8x, one unit of EBITDA for a small and mid 
cap was implicitly valued at a 50.0% discount 
compared to larger companies. This implied 
discount recently declined to 26.5%. Generally, 
expected multiples are notably lower compared 
to those of industrial equipment manufacturers.

Large cap

Small / mid cap

Ø EBITDA 
multiple
(2019–2021)

11.7x

EBITDA 
multiple
(09/2022)

6.2x

Ø EBITDA 
multiple
(2019–2021)

7.8x

EBITDA 
multiple
(09/2022)

4.9x

As previously outlined, valuation levels of 
companies associable with the construction 
industry are comparably less driven by 
investors’ expectations regarding future 
operating performance improvements. When 
specifically focusing on construction suppliers, 
on average, only a third of the companies’ 
market valuation was driven by future growth 
value between 2019 and 2021. Recently, the 
median valuation level fell below the on 
average resulting COV. This may indicate that 
investors expect a future deterioration in 
profitability among construction suppliers.
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Construction suppliers face a challenging environment to maintain 
recently improved operating margin levels 

Ø Revenue CAGR (2019–2023 E)

EBITDA margin

Revenue development is used to analyze the value 
driver growth of the companies.

The EBITDA margin analyzes the value driver cost 
efficiency. It is calculated as the EBITDA divided by the 
revenue of each fiscal year.

The figures for the fiscal years 2022 and 2023 
correspond to the latest available analyst estimates for 
the companies analyzed.

Large cap
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 Both, small and mid cap as well as large cap construction 
suppliers achieved significant topline sales growth in 2021 
after only to a minor degree negatively impacted fiscal year 
2020. While inflation was a driver, higher margins indicate 
that growth is also a catch up from the pandemic.

 Although expected median sales growth rates for 2022 are 
slightly lower compared to the previous year, construction 
suppliers are anticipated to further improve their sales 
volume 2022 in a double-digit percentage range on average 
– also driven by the broadly increased inflation.

 As a result, large caps as well as small and mid caps are 
estimated to reach a compounded annual growth for the 
period considered of 6.6% p. a. and 6.9% p. a., respectively.

 Also, among construction suppliers, larger firms tend to 
continuously achieve higher operating margins. With a 
median long-term historical average EBITDA margin of 
16.0%, large construction suppliers are significantly more 
profitable than smaller sized competitors.

 Especially, smaller firms showed ability to significantly 
increase their operating profitability during the last recent 
years. However, independent of firm size, analysts expect 
the mid-term preservation of the current margin level to 
be a major challenge for construction suppliers.
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Targeted acquisitions boosting specialization towards smart and 
less energy consuming building materials 

Vertical integration through acquisition 
of insulation material supplier by 
modular wall constructor

Cementos Molins acquires Calucem to 
increase their offering of innovative 
solutions for construction

Kingspan, Irish manufacturer of building 
materials, invests in French roofing 
contractor

Broader range of modular construction 
façade system through the acquisition of 
Generix

Cementos Molins of Spain, manufacturer, distributer and seller of cement, concrete, mortar, aggregates 
and concrete prefabricates acquired the entire share capital of German Calucem, a leading global producer 
of speciality cement (Calcium Aluminate Cement). Calcium Aluminate Cement is a highly specialized 
material, used in construction where rapid strength development is required, in refractory or for sewer 
networks because of the resistance to corrosion.

Kingspan, based in Ireland, operates in the high-performance building envelope industry through five main 
segments: advanced insulation, through-wall facades, natural daylight, ventilation and smoke management, 
water and wastewater management and raised access floors. Ondura is a French contractor for 
waterproofing and daylight solutions for pitched and flat roofs.

Entex, a Belgium based group for construction materials focusing on modular systems for cladding, façade, 
roofing and terrace construction acquired URSA Insulation SA, a Madrid-based supplier for high 
performance mineral wool insulation materials used for energy efficiency in building construction.

Ibstock, a UK based, leading manufacturer for clay and concrete building products, acquired Generix, a UK 
specialist provider for facades. Their portfolio includes natural stone panels, ceramic panels and 
mechanically fixed brick tiles. They also provide extruded porcelain rainscreen facades which can replicate 
any natural or synthetic appearance (stone, wood, metallic effects etc.). Generix will extend Ibstocks
portfolio of modular construction technology offering lower carbon, non-combustible forms of cladding.

Target Buyer Summary
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Glossary and disclaimer
Appendix

Compound annual growth rate (CAGR): the annualized average rate of 
return growth between two given years, assuming growth takes place at an 
exponentially compounded rate.

Current operations value (COV): value of current business activity. 
Approximated with the NOPAT, capitalized with the WACC in perpetuity.

Earnings before interest payments, taxes depreciation and 
amortization (EBITDA): operating performance measure of a company.

EBITDA margin: operating margin of a company. Calculated as the EBITDA 
divided by the company’s revenue.

EBITDA multiple: operating enterprise value (EV) as of the reporting date, 
divided by the EBITDA of the respective fiscal year.

Enterprise value (EV): corresponds to the sum of the market 
capitalization as of the reporting date (based on the company share price as 
of the reporting date) and the company’s net debt of the respective fiscal 
year.

Future growth value (FGV): additional value that investors are willing to 
pay in anticipation of future improvements in operating performance. It is 
calculated as the difference between the EV and the COV.

Net operating profit after tax (NOPAT): EBIT less imputed taxes.

Total shareholder return (TSR): calculated as the change in share price 
during the current period under review (share price at end of current period 
divided by share price at end of previous period) plus dividend yield and 
return on capital repayments.

Weighted average cost of capital (WACC): calculated as the average of 
the cost of equity and cost of debt, weighted with the target capital structure 
of a company. An industry WACC is applied taking into account country-, 
size-, and currency-specific aspects.

Disclaimer

This report is of a purely informative nature and is thus 
not intended to serve as a basis for investment decisions 
of any kind. IFBC AG assumes no responsibility for the 
results obtained or the conclusions drawn therefrom. 
Although the information in this document has been 
obtained from carefully selected sources, we assume no 
responsibility as to the accuracy, correctness or 
completeness of these sources.

This report and its components, regardless of the 
intended use, may not be reproduced, distributed or 
published without the prior written consent of IFBC AG.
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We have proven expertise in the following areas:

We support entrepreneurs, management and boards of directors of large and 
medium-sized companies as well as financial investors in financial topics. 

Expertise

Clients

IFBC was founded in 1997 by Dr. Thomas Vettiger and Prof. em. Dr. Rudolf Volkart 
as a spin-off of the University of Zurich. IFBC is a company managed by partners. We 
know from our own experience what corporate responsibility means. 

Corporate Finance 
and M&A Advisory

Performance 
Management

Financial Risk 
Management

IFRS Advisory

IFBC meets the requirements of the Swiss Takeover Board for the preparation of 
fairness opinions in the context of public takeovers.

Reputation

Network

Team

IFBC at a glance

We are a national and international active advisory company with extensive experience in 
cross-border projects and are internationally networked as a member of Globalscope.

Our team consists of 18 highly qualified employees with over 150 years of combined 
professional experience in corporate finance and financial management.

Page 39 ©IFBC

As a partner for corporate finance 
topics, we have been maintaining a 
successful and inspiring dialogue with 
our clients for 25 years. 

We celebrate with you and say thank 
you! Accompany us through our 
anniversary year 2022 with further 
interesting publications, selected 
activities and exciting personal 
conversations.

Stay in dialogue with us – we look 
forward to it!
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Our services
Appendix

Transaction execution
 Valuation
 Negotiation
 Process management

Intention for 
company sale

Ongoing corporate 
finance services

Decision for 
purchase of a 
company

Financial due 
diligence

Purchase price 
allocation

Process 
management

Closing of 
transaction

Transaction readiness
 Financials & Valuation
 Business model & IM
 Transaction structuring

M&A strategy

Buyer identification

ECM
 IPO advisory
 Fairness opinions
 Direct and indirect benefits

 Performance 
measurement

 Target setting
 Compensation model
 FX

 Litigation services
 Expert opinions

Value based 
management

Financial 
expert opinions

 Companies
 Intangible assets
 Impairment tests
 Financial 

instruments

Valuation

 Debt advisory
 Growth financing
 Restructuring

Financing & 
Restructuring

Negotiation

We address the specific issues arising for our 
clients individually in order to develop 
professional made-to-measure solutions.

As a leading independent Financial Advisor 
in Switzerland, IFBC supports entrepreneurs, 
management and boards of directors of large 
and medium-sized companies as well as financial 
investors with comprehensive corporate finance 
services.
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Preparation of the Fairness 
Opinion related to the public 
takeover offer made by CSL 
Behring AG for all publicly held 
registered shares of Vifor
Pharma Ltd.

Exclusive financial advisor to 
Netcetera AG in its search for 
an anchor shareholder to 
finance its global expansion

Preparation of the Financial 
Opinion relating to the offer 
made by Süss MicroTec SE for 
the inkjet printing business 
(PiXDRO)

Selected IFBC projects
Appendix

Financial Advisor on the 
acquisition of Helion, a 
business unit from Bouygues 
Switzerland, specializing in 
photovoltaic systems and
e-mobility

Fairness Opinion to financially 
assess the tender offer of 
FEMSA to the shareholders of 
Valora Holding AG

Fairness Opinion in accordance 
with the Merger Act related to 
the planned merger between 
Burkhalter and Poenina

Exclusive financial- and M&A 
advisor in the evaluation of 
possible strategic alternatives 
and the subsequent sale to the 
Swiss Post.

Execution of the financial due 
diligence in the context of the 
successful acquisition of the 
solar company Alectron AG

Financial Advisor for the 
growth financing and the 
acquisition of smart grid 
solutions AG from ewz

Exclusive Buy-side Advisor for 
the purchase of a minority 
stake in Repower AG
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Financial advisor to OFFIX 
Holding AG on the sale of five 
subsidiaries to the new Swiss 
OFFICE World Group AG

Financial Advisor to WWZ AG 
on the successful issuance of a 
debut bond

Exclusive sell-side advisor on 
the partial sale of Global Sana 
AG

Exclusive financial advisor on 
the successful issuance of a 
debut bond and implement-
tation of a credit facility

Review and further 
development of value-based 
management

Development and preparation 
of planning tools as well as 
structuring and implementation 
of various reportings

Fairness Opinion to determine 
the fair value of a hybrid 
loan in the context of the 
capital increase of Montana 
Aerospace AG

Valuation of a Chinese 
participation for Schindler

Development of a new finance 
policy

Assessment and redesign 
of the FX hedging strategy 
and the development of a FX 
policy

More selected IFBC 
projects

Appendix

http://www.schindler.com/group_index
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IFBC Transaction Check

Our extensive experience in corporate transactions shows that timely and professional preparation has a huge positive impact on the success of a 
corporate transaction.

The IFBC Transaction Check enables decision-makers, company owners and investors to evaluate their readiness for a specific corporate transaction 
based on an individual gap analysis with the help of a team of experts and with little effort on their part.

Your path to specific, feasible recommendations for action

Benefits

Transaction readiness increases 
transaction security

Transaction readiness 
minimizes the risk of 

negative surprises

Transaction readiness 
strengthens the position in 

the transaction process

Target audience

All decision-makers, 
company owners and 

investors planning a corporate 
transaction

Covers, among other things, 
purchase and sale 

transactions, succession 
planning, growth financing

and divestments

Results

Analysis of individual
transaction readiness based on 

a gap analysis

Individualized action list 
providing specific guidance

Identification of feasible 
results with little effort on 

your part

IFBC as partner

Extensive experience in 
corporate finance and M&A

Leading Financial Advisor in 
Switzerland with strong sector 

expertise

High senior involvement 
with high value added for your 

transaction readiness

Appendix

Start the IFBC
Transaction Check
here today:
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Our effort for
more expertise

Appendix

We regularly make expert contributions 
to current financial topics by communi-
cating openly and commenting on current 
events covered in the daily as well as in 
the specialized press.

Our publications can be found online on our 
website or received directly by subscribing to 
our IFBC newsletter.

Once a year we publish our «IFBC 
Performance Report» with an analysis of 
the financial performance of listed Swiss 
companies and a discussion of current 
finance topics. 

Once a year, we 
provide a review 
of our highlights, 
challenges and 
transactions.

In the «IFBC Sector Report - Swiss 
Banking», we shed light on the financial 
development of Swiss retail and private 
banks as well as the challenges facing the 
banking industry.

Twice a year, we are pleased to send you 
the latest issue of our «IFBC Market 
Report». It summarizes current interest 
rate, currency and economic forecasts 
and discusses possible causes and effects. 

«IFBC Sector Report – Energy» contains 
the latest developments and assessments 
of the energy sector and the financial 
situation of Swiss energy utilities.

The «IFBC Sector Report – Life Sciences & 
Healthcare» is covering three selected 
subsectors in an eventful 2021: 
pharmaceuticals, biotechnology, and 
medical equipment.
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Our effort for
more know-how

Appendix

You are welcome to receive our current 
publications, blog posts and event 
information electronically.

Subscribe to our newsletter and benefit from 
articles on financial topics you are interested 
in. 

On 31 March 2022, Burkhalter Holding Ltd (Burkhalter) and 
poenina holding ltd (Poenina) announced their intention for a 
joint merger with completion by the end of June 2022. The 
evaluation of the merger, which began in January 2022 in light of
the Swiss Energy Strategy 2050 and the associated building 
refurbishment measures, was thus successfully completed.

The fairness opinion
April 2022

Within the scope of our blog series on «Company value and 
offer price in the context of public takeovers», we discuss what 
to look out for in the special topics «non-cash mutual ancillary 
services» and «different share categories» in the context of the 
minimum price rules and the best price rule.

Discussion of special topics
December 2021

Interview with Markus Naef, CEO of SwissSign Group AG
February 2022

On 4 October 2021, Swiss Post announced the takeover of 
SwissSign Group AG. SwissSign Group was previously 
established as a joint venture between various well-known Swiss 
companies. Markus Naef, CEO of SwissSign Group AG until 
December 2021, describes his experiences in connection with 
the successful transaction.

IFBC M&A Update – Review 2021 & Outlook 2022
January 2022

We look back on an active M&A year 2021 in Switzerland and 
dare an outlook on the expected M&A activities in 2022.
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Contact
Appendix

We appreciate dialogue with our customers, 
business partners and interested parties in the 
industrial sector – we are happy to assist you 
personally.

IFBC AG
Riedtlistrasse 19, 8006 Zurich
+41 43 255 14 55
www.ifbc.ch

Dr. Thomas Vettiger
Managing Partner 

thomas.vettiger@ifbc.ch

Christian Hirzel
Partner

christian.hirzel@ifbc.ch

Markus Varga
Partner

markus.varga@ifbc.ch

Fabian Forrer, CFA
Partner

fabian.forrer@ifbc.ch

Jan Hunziker
Manager 

jan.hunziker@ifbc.ch

Claudio Meyer
Manager 

claudio.meyer@ifbc.ch

Tanja Lanz
Advisor 

tanja.lanz@ifbc.ch
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Corporate transactions are an important strategic option for entrepreneurs and executives. This includes both 
a partly or entire sale of the company as well as targeted acquisitions.

The seminar sheds light on how entrepreneurs and executives can optimize the purchase price or proceeds 
from a future sale through active preparations. The optimal structuring of the process is presented in a practical 
manner – from the initial meeting to the signing of a letter of intent to the purchase agreement.

In this one-day seminar, you will receive conceptual know-how for the structuring of your company purchase 
or sale and thus the tools for the discussions with interested buyers, co-owners or potential target companies. 
In addition, the most important steps for executing a successful acquisition strategy will be discussed.

«In addition to a welcome refresher on the technical 
basics, the seminar also provides very valuable insights 
into the procedural process and the many psychological 
factors that play a significant role in the buying and 
selling of companies.» 

Andreas Meister
Group CFO, Notz Metall AG

«I was able to clearly expand my corporate finance 
know-how and discovered some new critical factors to 
consider in a transaction. The team of IFBC are top 
experts on the subject – absolutely recommended.»

Werner Sturm 
CEO, BKW Infra Services AG

«The seminar was able to clearly show me how to 
optimize the sales proceeds or the purchase price 
through active preparation.»

Marvin Werthmüller
Business Development Manager 

Chromos Group AG

Registration
Thursday, 23 March 2023 or
Thursday, 26 October 2023
The seminar will be held in German.
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