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T600 Group Plc – Business structure

60% of revenue 20% of revenue 20% of revenue
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Machine tools & precision engineered components 



Product ranges – metal turning machines

• Recognised worldwide brands - over 100 years heritage 

• >100,000 lathes in operation worldwide -  most 
recognised training and toolroom brands 
•
•Direct sales in North America, Europe and  Australia  with 
distribution in >50 countries

• Over 100 years of trading 
in North America 
•
• Large machine tool range  

• >400 distributors 
throughout North America
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• Over 150 years heritage for Manual and 
Power chucks – set industry standard 
•
• Special work-holding solutions expertise  
•
• Used by leading OEM’s worldwide

• Number one supplier for turning and 
grinding machine bearings 
•
• Over 50 years of bearing manufacture 
•
• Used by leading OEM’s worldwide

Product ranges – Precision components
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NULC Workshop - UK

Colchester – manual control lathes for education
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Harrison Alpha 2800XS – Chemineer Derby
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Workholding Solutions – Design Service

Large Power Chucks

Product ranges – Precision components
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Super Precision Tapered Roller Bearings 

Product ranges – Precision components
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Machine Tools – key brand values

• Unrivalled heritage, pedigree & experience 

• World-wide name recognition 

• Industry standard conventional platform 

• Quality, reliability and performance of equipment 

• Strong technical capability & back-up 

• Aftermarket support & spares availability

600 Group machine tools - Core brand values
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Sector coverage – World class end-users

Electrical Engineering
25%

Basic Metals
14%

Special Purpose Machinery
9% General Purpose Machinery

8%

Precision Inst.
3%

Metal Products
12%

Other Transport
6%

Automotive
23%
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Machine tools – industry dynamics

Produc<on
Consump<on

Source – Gardner Research, World machine Tool Output & Consumption Survey 2013
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55%

15%

15%

15%

UK Con<nental Europe RoW North America

Global reach – Group sales by destination

FY 13 audited, % of total
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Period end trading update – FY14

• H2 revenues up on H1 

• Electrox Laser – new products launched, strong H2 growth 

• Gains in market share: 2013 industry output reduced* 

• Anticipate results in line with board expectations 

• Order book strengthening in Q4 

• 2014 industry forecast more favourable* 

• Positive outlook for FY15
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*Source – World Machine-Tool Output & Consumption Survey, Gardner Research, February 2014 



Machine tools – industry dynamics

16

*Source – World Machine-Tool Output & Consumption Survey, Gardner Research, February 2014 



Machine tools – industry dynamics
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*Source – World Machine-Tool Output & Consumption Survey, Gardner Research, February 2014 



Machine tools – industry dynamics
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*Source – World Machine-Tool Output & Consumption Survey, Gardner Research, February 2014 



Machine tools – industry dynamics
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*Source – World Machine-Tool Output & Consumption Survey, Gardner Research, February 2014 
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Introduction to Electrox Laser 

▪ Company Overview 

▪ History 

▪ Market Dynamics 

▪ Electrox Markets 

▪ Product Range 

▪ Routes to Market 

▪ Opportunities for Growth

22



Company Overview 

▪ Global market leader in Laser marking solutions 

▪ Manufacturing (UK) and applications facilities (UK & US) 

▪ Sales and distribution partners in 22 countries 

▪ Forty five employees 

▪ Head quarters in Letchworth Garden City, UK 
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History 

1986 ▪ Acquired by 600 Group

1990 ▪ Acquired the laser marker business of Cincinnati Milacron

1994 ▪ Development of analogue galvanometer scanning technology

1996 ▪ Continuing expansion led to a move to the current facility in Letchworth Garden City  

1997 ▪ Awarded the prestigious Queens Award for Export Achievement 

2002 ▪ Development of digital scanning technology which doubled marking speed

2005 ▪ Divested our high power CO2 systems business

2006 ▪ Developed Raptor EF Technology laser

2007 ▪ Launch of Razor CO2 laser

2009 ▪ Development of G2 electronics and launch of Scorpion Rapide Fibre laser

2013 ▪ EMS range of workstations launched

2014 ▪ Launch of Scriba EVO software and electronics
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Market Dynamics 

Market Drivers 
▪ Industry regulations for identification and traceability 
▪ Move away from chemical based printing methods 
▪ Growing use of laser for permanence, durability, cosmetics and cost 

Market Size and Growth  

▪ Industrial laser revenues were $2.31Bn in 2012, and over $2.4Bn in 2013  
▪ Laser marking market grew >7% compound to >$342m in 2012 – 2013 
▪ Laser micro machining grew >2% compound to >$576m in 2012 – 2013 
▪ World market fragmented: Electrox Laser share c. 3% (= top 5) 
▪ No single competitor controls > 5% or has wider distribution 

Use of technology 

▪ Fibre technology is dominant in the Marking and Engraving market and continuing to 
replace solid-state and CO2 technology 

▪ Used across a broad and growing range of industry sectors 
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Electrox Markets 
Electrox laser marking solutions are used in a diverse range of 
industries worldwide including: 

▪ Automotive 

▪ Medical 

▪ Computer Peripherals 

▪ Telecommunications 

▪ Cutting Tools 

▪ Agriculture 

▪ Giftware 

▪ Electronics 

▪ Packaging 
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Electrox Markets 
Customers 
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Product Range 
Three different laser technologies addressing the widest 
range of manufacturing situations 
Raptor EF Technology 

▪ Cost-effective solution for high resolution marking on metals, 
plastics and other materials. 

Scorpion Rapide Yb:Fibre 

▪ The high performance marking solution for marking, 
engraving, etching and pulsed micro-machining. 

Razor CO2 

▪ Low to high volume marking of organic materials. 
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Product Range 
All lasers are designed to be: 

▪ Easy to use 

▪ Easily integrated into production lines 

▪ Extremely low operational cost and virtually maintenance-free 

▪ User-friendly software 

▪ Ideal for system integrators and OEMs 
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Product Range 
Electrox workstations for every eventuality 
EMS100 

▪ Cost-effective industrial desktop workstation. 

▪ Ideal for low volume applications or cell manufacturing 
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Product Range 
Electrox workstations for every eventuality 
EMS200 

▪ Ergonomic workstation with integrated laser. 

▪ Ideal for medium volume applications. 
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Product Range 
Electrox workstations for every eventuality 

EMS300 

▪ Ideal workstation for medium volume large 
component marking 
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Product Range 
Electrox workstations for every eventuality 
Custom specific workstations 

▪ High volume manufacturing 

▪ Often integrated into existing production lines or 
manufacturing cells 
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Software 
All Electrox laser marking systems share the same software application 

▪ Generates text 

▪ Imports graphics, logos and pictures 

▪ Creates barcodes, 2D codes & QR codes 
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Routes to market 

▪ UK served by direct sales force 

▪ North America served by direct sales and distributors 

▪ Continental Europe & ROW are served by local distributors
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Opportunities for growth 

Technical & applications developments 

▪ Development projects have been identified that will let us satisfy a broader 
variety of applications 

▪ Hired new technical leaders to deliver our vision of a unified product family 
offering improved performance, functionality and flexibility 

Improve competitiveness 

▪ Identified opportunities to simplify and value engineer our range 
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Opportunities for growth 

Build on key strategic partnerships 

▪ We have excellent relationships with technology leaders and a wide 
geographical spread of distribution and end-users 

Increase market awareness 

▪ New marketing, web and trade show activities to enhance our companies 
profile  
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Site tour & demonstration
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600 UK – Off shore / Re-shore Overview

1980’s • Commenced sourcing in India, Russia and Eastern Europe

1996 • First conventional machines built in Taiwan

1999 • First power chucks sourced offshore (Korea & Turkey)

2002-4 • All conventional lathe production moved to China

2004-8 •  Conventional & some Alpha lathe production in China

2008 • Chinese lathe production halted – some production returned to Taiwan

2009-10 • All power chuck production returned to Heckmondwike

2010 • Production commenced in 600 Group owned facility in Tarnow, Poland  
(conventional & then Alpha lathes)

2012 • Polish production ceased and production located in Taiwan & UK for 
conventional & Alpha lathe machines
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  Machine Tools Business Model - 2005

Raw Material  
Suppliers: 
China 
Other far east 
Europe 
UK

China 
•Conventional/Alpha Production 
•Spares & Accessories Production 
•Machine logistics 

Korea & Turkey 
•Power chucks

600 Group Sales Organisation 

•UK/Europe 

•North America 

•Australia 

•South Africa 

•Independent Distributors 
 

MANUFACTURING FOOTPRINT 
SUPPLY CHAIN

Heckmondwike 
•Tornado Production 
•Machining  of components 
•Manual Chuck production 
•Spares & accessories logistics 

Colchester 
•Bearing Production 

External Vendors 
•Machines 
•Spares & accessories

Heckmondwike  
•Marketing 
•Quality Assurance 
•Product Development & maintenance 
•Production Engineering

Product Strategy
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  Machine Tools Business Model - 2011

Raw Material  
Suppliers: 
Poland 
Far east (not 
China) 
Europe 
UK

Poland & Taiwan 
•Conventional/Alpha Production 
•Production Engineering (50%) 
•Spares & Accessories Production 
•Quality Assurance (40%) 
•Machine logistics

600 Group Sales Organisation 

•UK/Europe 

•North America 

•Australia 

•South Africa 

•Independent Distributors 
 

MANUFACTURING FOOTPRINT 
SUPPLY CHAIN

Heckmondwike 
•Tornado Production 
•Machining  of components 
•Manual Chuck production 
•Power Chuck production 
•Spares & accessories logistics 

Colchester 
•Bearing Production 

External Vendors 
•Machines 
•Spares & accessories

Heckmondwike  
•Marketing 
•Quality Assurance (60%) 
•Product Development & maintenance 
•Production Engineering (50%) Product Strategy
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  Machine Tools Business Model - 2014

Raw Material  
Suppliers: 
UK 
Far east (not 
China) 
Europe 

Taiwan 
•Conventional/Alpha Base     
Production 
•Spares & Accessories Production 
Quality Assurance (30%)

600 Group Sales Organisation 

•UK/Europe 

•North America 

•Australia 

•Independent Distributors 
 

MANUFACTURING FOOTPRINT 
SUPPLY CHAIN

Heckmondwike 
•Tornado Production 
•Alpha & Conventional Production 
•Machining  of components 
•Manual Chuck production 
•Power Chuck production 
•Spares & accessories production 
•Spares & accessories logistics 
•Machine Logistics 
Colchester 
•Bearing Production 

External Vendors 
•Machines 
•Spares & accessories

Heckmondwike  
•Marketing 
•Quality Assurance (70%) 
•Product Development & maintenance 
•Production Engineering (100%) Product Strategy
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Material Sourcing 2005 – Present Day
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Machining Location 2005 – Present Day
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Assembly Location 2005 – Present Day
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Combined - 2005 
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Combined 2005 – 2011
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Combined 2005 – 2011 - Present Day
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600 UK Key functions & changes from 2005

• Design & Production Engineering – always 100% UK based 

• Material Supply -  UK sourcing increased from 18% - 52% 

• Machining – UK (mainly in house) increase from  27% - 55% 

• Assembly – UK increase from 35% - 69% 

• Quality Assurance – UK controlled team deployed as locations 
determined  - currently 30% Far East; 70% UK 

• Marketing, Sales, Customer Support -  always 100% UK based  

• Administration -  always 100% UK based 
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600 UK – UK supply initiatives 
MATERIAL / SUPPLY PREVIOUS SUPPLY CURRENT SUPPLY

Castings CEE, Far East, Germany West Yorkshire

Steel Billets & Forgings Far East & CEE S. Yorks & Midlands

Fabrications CEE W. Yorkshire & Midlands

Bar Feeders Essex & Italy South Yorkshire

Hydraulic Units Germany South Yorkshire

Hydraulic Cylinders Germany West Yorkshire

Electrical Components CEE West & South Yorkshire 

Swarf Conveyors West Yorkshire West & South Yorkshire

Parts Conveyors N/A Hampshire

Bearings, belts, pulleys etc CEE West Yorkshire

Fasteners CEE West Yorkshire

Heat treatment N/A South Yorkshire

Machine Transport CEE West Yorkshire
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600 UK – Re-shoring advantages

• Flexibility of production  
• Ability to respond to and meet customers exact needs 
• Changes in demand can be more easily addressed 
• Product changes can easily be accommodated 
• Close control of all aspects of production 

• Delivery time reduction 
• Lead times reduced to days/ weeks from months 
• Logistics to main UK, EU & US markets improved 
• Customer support response improved dramatically 
  

• Quality control and consistency 
• Can be directly monitored and managed 
• Issues get immediate action -  no delay or stock problems 
• Customer involvement possible 
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600 UK – Re-shoring advantages

• Design flexibility  
• Ability to meet customer specific requirements 
• Product improvements can be rapidly introduced 
• Greater range of standard products possible (same raw material) 

• Working capital reduction 
• Significant reduction in stock levels required of finished product 
• Logistics/transport cost reduced 
• Warehouse space reduced 

• Customer confidence in UK manufacturing 
• UK manufacture still strong USP 
• Gives customers confidence and peace of mind 
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600 UK re–shoring – associated activities 

• Training – increase in product specific training  

• Apprentices –  doubled apprentice numbers 

• Regional Growth Funding – UK based manufacture has allowed 
RGF funding to be tapped into 

• Social responsibilities – all have responsibilities both locally and 
nationally  

• Environment – significant reduction in our carbon footprint for re-
shored products in conjunction with major investment in plant utilities 
including lighting and heating 
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600 Group Plc – strategic plan

FY13 H1 
Turnaround

FY13 H2 
Stability

FY14 H1 
Growth

FY14 H2 
Acquisition

Four steps to success defined by new management in April 2012
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Strategy - implementation
600 Group Plc - share price – March 2012 - date

0
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24

03/2016 05/2016 07/2016 10/2016 12/2016 03/2017 05/2017 07/2017 10/2017 12/2017 02/2018

Close
90 day MA

FY13 H1 
Turnaround

FY13 H2 
Stability

FY14 H1 
Growth

FY14 H2 
Bid approach
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600 Group Plc – development of strategic plan

Low High

Market share

Low

High

Market 
Growth

Machine 
Tools

Laser 
Marking
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Acquisition criteria

• Optimistic view towards manufacturing in developed markets 

• Increased focus on engineering & “re-shoring” in UK & US 

• Consolidation of fragmented laser marking space 

• Niche opportunities in other technologies 

• Added value features – e.g. design, IP, MRO revenues 

• Not ruling out consolidation in AIM/quoted sector if suitable 

opportunities arise 
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Financing considerations

£m Sept 13

FIXED ASSETS 5.83

NET PENSION SURPLUS 
Net of deferred taxation

12.09

WORKING CAPITAL 
Inventory 
Receivables 
Payables

9.19 
5.79 

(6.14) 
   8.84 

NET DEBT 
Cash & cash equivalents 
Bank and financial leases 
Shareholder loans

1.25 
(4.63) 
(2.22) 

 (5.60)

OTHER ASSETS/(LIABILITIES) (NET)   0.69

NET ASSETS 

NAV per share 
NAV per share (excl. pensions)

21.85 

25.9p 
11.6p

STATEMENT OF FINANCIAL POSITION

Net debt = 2x FY14 EBITDA*

PER at 17.25p = 9.6x FY14 EPS*

EV at 17.25p = 7.2x FY14 EBITDA*

*source: FinnCap forecast 13/02/14 60



Disclaimer

The information contained in this presentation (“Presentation”) has been prepared by 600 Group plc (the “Company”) and is being 
communicated for general background informational purposes only. The Presentation has not been independently verified and 
the information contained within is subject to updating, completion, revision, verification and further amendment. While the 
information contained herein has been prepared in good faith, neither the Company, nor its shareholders, directors, officers, 
agents, employees, or advisors give, has given or has authority to give, any representations or warranties (express or implied) as 
to, or in relation to, the accuracy, reliability or completeness of the information in this Presentation, or any revision thereof, or of 
any other written or oral information made or to be made available to any interested party or its advisers (all such information 
being referred to as “Information”) and liability therefore is expressly disclaimed. Accordingly, neither the Company nor any of its 
shareholders, directors, officers, agents, employees or advisers take any responsibility for, or will accept any liability whether 
direct or indirect, express or implied, contractual, tortuous, statutory or otherwise, in respect of the accuracy or completeness of 
the Information or for any of the opinions contained herein or for any errors, omissions or misstatements or for any loss, 
howsoever arising from this Presentation. In communicating this Presentation, the Company does not undertake or agree to any 
obligation to provide the recipient with access to any additional information or to update this Presentation or to correct any 
inaccuracies in, or omissions from, this Presentation which may become apparent. Information contained in this Presentation is 
the property of the Company. It is made available strictly for the purposes referred to above. The Presentation and any further 
information made available to any recipient may not be reproduced, used or disclosed without the prior written consent of the 
Company. This Presentation is confidential and shall not be copied, published, reproduced, or distributed in whole or in part at any 
time without the prior written consent of the Company. 
  
This Presentation should not be considered as the giving of investment advice by the Company or any of its shareholders, 
directors, officers, agents, employees or advisers. Each party to whom this Presentation is made available must make its own 
independent assessment of the Company after making such investigations and taking such advice as may be deemed necessary. In 
particular, any estimates or projections or opinions contained herein necessarily involve significant elements of subjective 
judgment, analysis and assumption and each recipient should satisfy itself in relation to such matters. Neither the communication 
of this Presentation nor any part of its contents is to be taken as any form of commitment on the part of the Company to proceed 
with any transaction. In no circumstances will the Company be responsible for any costs, losses or expenses incurred in 
connection with any appraisal or investigation of the Company. This Presentation does not constitute, or form part of, any offer or 
invitation to sell or issue, or any solicitation of any offer to subscribe for or purchase any securities in the Company, nor shall it, or 
the fact of its communication, form the basis of, or be relied upon in connection with, or act as any inducement to enter into, any 
contract or commitment whatsoever with respect to such securities.



Disclaimer
The communication of this Presentation in or to persons in certain jurisdictions may be restricted by law and persons who 
may receive communication of this Presentation should inform themselves about, and observe any such restrictions in 
advance of communication to them of this Presentation. Any failure to comply with these restrictions may constitute a 
violation of the laws of the relevant jurisdiction. In particular, this Presentation has not been approved by an authorised 
person pursuant to Section 21 of the Financial Services and Markets Act 2000 (“FSMA”) and accordingly it is being 
delivered in the United Kingdom only to persons to whom this Presentation may be delivered without contravening the 
financial promotion prohibition in Section 21 of the FSMA. Those persons are described in the Financial Services and 
Markets Act 2000 (Financial Promotion) Order 2005 (“Order”) and include persons who have professional experience in 
matters relating to investments and who fall within the category of person set out in Article 19 (investment professionals) 
of the Order and high net worth entities as defined in Article 49(2) of the Order. 
  
Any activity to which this Presentation relates in the United Kingdom is available to, and will only be engaged with such 
persons and this Presentation should not be acted or relied upon in the United Kingdom by persons of any other 
description. This Presentation has not been approved as a prospectus by the United Kingdom Listing Authority (“UKLA”) 
under Section 87A of FSMA and has not been filed with the UKLA pursuant to the United Kingdom Prospectus Rules. This 
Presentation nor any copy of it may be taken or transmitted into the United States of America or its territories or its 
possessions (the “US”) or distributed directly or indirectly into the US or to any US person as defined in Regulation S under 
the Securities Act 1933 as amended, including US resident corporations or other entities organised under the laws of the 
US or any state thereof or non-US branches or agencies of such corporations or entities. Nor shall this Presentation be 
taken, transmitted or distributed into Australia, Canada, Japan, Singapore, South Africa, or any other jurisdiction which 
prohibits the same except in compliance with applicable securities laws. The Presentation is not an offer of securities for 
sale in the US. Securities may not be offered or sold in the U S absent registration under the US Securities Act or an 
exemption there from. The Company has not registered and does not intend to register any shares or securities under the 
US Securities Act. By accepting communication of this Presentation, the recipient represents and warrants that it is a 
person to whom this Presentation may be communicated without a violation of the laws of any relevant jurisdiction. This 
Presentation is not to be communicated to any other person or used for any other purpose and any other person who 
receives communication of this Presentation should not rely or act upon it. 
  
finnCap Limited, which is authorised and regulated in the United Kingdom by the Financial Conduct Authority, are acting 
exclusively for the Company and no-one else in connection with the matters described in this Presentation and will not be 
responsible to anyone other than the Company for providing the protections afforded to clients of finnCap Limited. 


