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History

1973
� Hemtex is 

established by 
owners of 17 
independent home 
textiles stores.

1982
� The first joint store 

concept emerges.

1990
� All stores adopt the 

Hemtex name. A new, 
joint store concept is 
deployed. The number of 
stores reaches 60.

1999
� Presence established in 

Denmark through acquisitions.

2000
� Introduction of franchise system. 

The number of stores totals 88

2001
� Hemtex opens four stores in 

Finland.

2004
� New store concept is launched. 

The number of stores totals 120. 

2005
� Hemtex is listed on the Stockholm 

Stock Exchange´s O-List on 
October 6, 2005

2006
� Hemtex opens stores in Norway. 

The number of stores totals 183

2007

� Hemtex opens stores in Estonia 
and Poland and introduces 
Hemtex & More

1973 1980 1990 2000 2009

2008
� New communication and 

pricing strategy and the 
launch of E-commerce

2009
� New President, Göran

Ydstrand
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1) September, 2009

2) August 2008-July 2009

� Specialized home textile product range that

� offer value for money 

� appeal broad spectrum of people

� Strong and well recognized brand name

� Market leader with 2171) stores in Sweden, Finland, 
Denmark, Norway, Estonia and Poland

� Control over the entire value chain

� Mix of own stores and franchise stores

� Net sales of SEK 1,355 M (consumer sales, including 
franchise stores, of SEK 1,392 M) and operating 
margin of -6.2%2)

Leading home textile retail 
chain in the Nordic region 
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� Operating profit amounted to SEK -39.4 M (11.4) 

� Operating margin amounted to – 12.4% (3.2)

� The Group's total net sales decreased by 10.1%
during the period, May 2009 - July 2009

� Gross profit margin increased by 5.3 percentage
points to 46.8%

� Cash flow after investments amounted to SEK -13.9 
M (41.1)

� Three stores were closed, of which two within the 
Group

The first quarter 2009/10



The Market
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Nordic Home textile market 2)

Sweden, SEK 
5.7 bn
(31%)

Denmark, SEK 
4.2 bn
(23%)

Finland, SEK 
2.5 bn
(14%) 

Norway, SEK 
5.9 bn
(32%) 

Home textile

Household 
goods- and 
services, value 
190 billion 1)

1) Source: Euromonitor 2005

2) Source: Estimation of Hemtex 2007

Nordic market value of SEK 18.3 billion
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� Hemtex market share amounted to 23.7 (27.4) during the period July 
2008 – June 2009.

� The total home-textile market in Sweden decreased 3% during the 
period January-June 2009.

Market shares in Sweden

Source: GfK
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Company
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Four product areas

� Bedroom    � Dining and Entertaining   � Bathroom   � Windows
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Sales per 
product area, %

Dining and 
Entertaining 

32.9
(33.3)%

Bathroom 
21.7 

(21.5)%

Bedroom 
31.0

(30.8)%

Window
14.4

(14.4)%

Rolling 12 months
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Geographical presence

� 148 stores in Sweden, 39 in Finland, 13 in Denmark, 12 in Norway, two 
in Estonia and three in Poland in September 2009

� Geographic coherent expansion

� Potential for approximately 300 Hemtex stores in the Nordic region and 
the Baltics

� The Group’s Net Sales SEK 1,354.9 M

Sweden, 
74.7 

(75.4)%

Denmark ,
5.0

(5.0)%Finland, 
15.6 

(15.1)%

Norway, 
4.1

(3.9)%

The Group’s Net Sales 
(May 2008–April 2009) per geographic market

Estonia ,
0.6

(0.6)%
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Developed sourcing enables 
strengthen gross profit margin 

� Office in Bangladesh -06 and in China -07

� Range of purchase in the Asia 76 > 80%

� Lead time

� Quality control

� Increased direct trading, now 84%

� Working conditions and environment 

� Increased control by a general agreement

Objective: Increased gross profit



Financial 
information



�	����	��
	�������	��

-80

-60

-40

-20

0

20

40

60

80

100

120

140

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

2004/05 2005/06

SEK 
Million

Operating result per quarter 

2006/07 2007/08 2008/09 2008/09



�	����	��
	�������	��

Result May 2009 – July 2009

SEK millions 3 months 3 months
2008/2009 2009/2010 Change.

Net Sales 352.7 317,0 - 10.1%

Gross profit 183.7 52.1% 148.5 46.8% - 19.2%

Other expenses - 84.6 - 23.9% - 99.7 - 31.4% 17.8%

Personal expences - 79.0 - 22.4% - 78.3 - 24.7% - 0.1%

Depreciation - 11.1 -3.1% - 12.1 - 3.8% 10.5%

Operating profit 11.4 3.2% - 39.4 - 2.3% - 445.6%

Financial items - 2.4 - 0.6% - 1.3  - 12.4%

Pre-tax profit 9.0 2.6% - 40.8 - 12.9% - 553,3%

Net profit 6.5 1.8% - 35.1 - 11.1% - 640.0%
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Rolling 12 months August 2008 –
July 2009

� Net sales decrease by 14.0% 

� The gross profit margin amounts to 52.3% compared 
to 52.7 the preceding quarter 

� Operating margin amounts to -6.2% (6.5) 

� Return on equity amounts to -18.2% (12.5) 

� Earnings per share amounted to SEK -2.69 (2.20) 

� Net investments amounts to SEK 37.3 M (70.3)

� Operative cash flow after investment amounts to SEK 
-83.9 M (12.0) 
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Balance Sheet – July 31

SEK millions 2008 2009

Intangible fixed assets¹ 337.5 332.5
Tangible fixed assets 120.2 115.4

Financial assets 18.9 21.4

Inventories 280.4 266.4

Current assets 45.3 59.7

Cash and bank balances 59.8 54.5
Total assets 862.3 850.1

Shareholders equity 479.0 477.0

Long-term liabilities² 87.6 114.1

Short-term liabilities² 295.7 258.9
Total equity and liabilities 862.3 850.1

Of which goodwill¹ 285.8 282.9

Of which, interest-bearing liabilities² 192.6 190.3
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Multi-year review

The Hemtex Group 2003/04 2004/05 2005/06 2006/07 2007/0 8 2008/09

Net Sales, SEK million 590.1 804.6 1,159.7 1,470.5 1,608.3 1,390.6

Net Sales growth, % 19.3 36.4 44.1 26.8 9.4 - 13.5

Gross profit margin, % 32.4 39.1 47.2 52.2 52.7 53.5
Operating profit, SEK million 54.1 93.0 180.9 221.5 141.1 - 32.5

Operating margin, % 9.2 11.6 15.6 15.1 8.8 - 2.3

Net profit, SEK million 36.5 69.2 130.5 159.5 96.5 - 42.9

Cash flow after investments, SEK million 9.4 79.3 13.2 - 43.3 -42.2 - 28.9

Return on equity, % 42.2 40.9 42.6 35.9 20.0 - 10.4

Return on capital employed, % 35.2 45.9 55.7 45.5 22.8 - 4.8

Return on operating capital, % 37.3 55.0 75.2 54.7 24.5 - 5.1

Return on total capital, % 25.3 31.0 38.6 32.6 16.9 - 3.7
Equity/Asset ratio, % 49.6 60.3 68.0 61.6 53.4 40.1

Net debt/EBITDA, times 0.5 - 0.3 - 0.5 0.1 1.0 15.8

Capital turnover ratio, times 4.1 4.8 4.8 3.6 2.8 2.2

No. of full-year employees 162 284 433 602 757 773
No. of own stores, end of period 32 62 101 163 180 193

Total no. of stores, end of period 107 129 153 186 205 223

R12

2009/10

1,354.9

- 14.0

52.3

- 83.4     
- 6.2

- 84.5  

- 83.9

- 18.2
- 12.4

- 13.6 

- 9.7

56.1

- 4.2
2.2

770

191

220
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Cost-savings

� A cost-saving and efficiency-enhancement program is 
in progress in both retail operation and offices.

� Reduced costs in comparable stores by at least SEK 
40 M at year level, but the work has to continue.

� Review of store structure – closing of a number of 
unprofitable stores

� Lower establishment rate for 2009/2010
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Ownership structure

Updated information concerning owners, ownership structure and distribution of 
owners  is available at Investor Relations, www.hemtex.com

Registered owners of July 31, 2009

100.0%41,072,360100.0%3,192Total

78.1%37,213,1020.3%9100.001 -

12.3%2,123,2441.9%6010.001 -100.000

5.1%997,40212.2%3891.001 - 10.000

3.3%608,57942.4%1,353201 -1.000

1.2%130,03343.2%1,3811 -200

% 
of capital

Number of
shares

% of
All owners

Numbers
of ownersNumbers of shares
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Owners

0.3%135,905Löfman, Michael

0.5%200,350AB Pernini with others

1.0%420,675SIX SIS AG

1.0%426,512EFG Private Bank S.A., W8IMY6.7%Persons

100.0%41,072,360TotaltRegistered owners of July 31, 2009

8.9%3,640,634Other owners

0.3%135,905Pernvik & Pernvik AB with others

0.5%224,784SEB Private Bank S.A., NQI

1.5%608,945Trollhassel Ab m.fl.93.3%Legal persons

5.0%2,073,455DNB Nor Bank ASAof which:

12.4%5,081,146AB Industrivärden91.2%Swedish owners

68.5%28,124,654Hakon Invest AB8.8%Foreign owners

Share of votes
and capital

Total number
of sharesOwners

Share
of votes

and captial



�	����	��
	�������	��

Financial goals

� Sales growth over 

� Operating margin over

� Market share in the Nordic 
countries over

� Equity/Assets ratio 30-40%

� Net debt/EBITDA must not exceed 3

� Dividend policy: a distribution of 30-50% of the year’s earnings 
after taxes

15%



Priorities and 
plans
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In the short-term perspective

� Reduced standard prices is now implemented on the 
whole product range

� Marketing 

� “Less clearance sales – Lower prices”

� ”Easy changes”

� Surprisingly, idea operated and innovative

� 30% fewer article variants. Distinct autumn collection

� More distinct and commercial stores.

� Sales steering and intensified activation in stores

� Increased importance of Co-workers. Service and 
sales training.
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Long-term strategy for Hemtex

In the near time, focus will be on establishing a s ustainable strategy. 

� Positioning

� Customer offer

� Store implementation

� Communication strategy

� Supply chain strategy



��	��	�	�� �
�����

Position – Value offering

Merchandise authority

Convenience

Service 
Price

Experience 

Ikea
Jysk
Åhlens
ICA Maxi 
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Hemtex future customer value offering
Ikea
Jysk
Åhlens
ICA Maxi 

Merchandise authority

Convenience

Service Price

Experience 
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Easy to shopEasy to shop

ServiceService

Merchandise authorityMerchandise authority
Stores close to the customers in 

both small and large cites 
(comprehensive network)

Indentify the customers biggest 
problem/need and offer solutions

Individual help when the customer needs help 
and skilled store staff (personal service) 

Easy to understand quality, function and 
care (mechanical communication)

Hemtex customer value offering tomorrow

We help the customer to improve 
everyday life with functional and 
innovative products

Customers can find what they require in 
home textiles (specialty trade)
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Reduced range provides positive impact 
throughout the value chain

- 40-50 %

Drastically reduced 
range

� Clearer customer offering

� More thorough item selection 
(more time per item)

� Better purchase (more time, 
consolidated volumes)

� Reduced working capital 
(stocks, etc.)

� Easier management of store

� Fewer stock-outs

� Simple administration
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Hemtex target customer

SOURCE: Hemtex; team analysis

Core customer 
groups

Women 30-65 years

New customers
� Companies

� Men
� Singles

� Etc.
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Hemtex Merchandise authority

Source: Hemtex; team analysis

Related products
� Accessories

Home textile
� Bed linen
� Covers and 

pillows
� Cloth
� Etc.
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Merchandise authority

Convenience

Service
Price

Experience 

Ikea
Jysk
Åhlen

sICA Maxi 

24

31

2008/09 2011/12

+29%

Sales effectiveness throughout the Group

SEK thousand /m2
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Purchase come to  ~75% from Asia
Purchase value per geography; per cent

1295

Turkey

2007
Maj08-Oct08
Nov08-Maj09

91010

The Baltics

Other Europe

51316

China/Shanghai

303031

Bangladesh/Dhaka

262518

Other Asia

181320

Source: Hemtex purchase & logistics
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Hemtex purchases  ~8 000 different variants for SEK  ~500 M annually 

Source: Hemtex purchase & logistics

430

629

530

2008/092007/082006/07

Articles 1

Purchased variants

6,9511 8,6811 7,7121

Supplier

Number of active

1801 2041 1132

Purchase volume; SEK millions

1 For calendar year 2006, 2007 and 2008
2 Since November 2008



Summary
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Summary 

� Leading home textile retail chain in the 
Nordic region 

� Focus on restoring profitability

� Focus on existing markets

� Inventory levels in balance

� Continued efficiency of the flow of goods

� Development of our trademark and higher 
focus on our customers

� More efficient, more distinct range

� Better purchase prices

www.hemtex.com




