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HKScan Group
• Performance was below expectations, except in Poland. 
• EBIT still weak, but cash flow improved
• The business was hit by higher feed prices after Q2; higher costs were gradually 

passed on to sales prices.
• Revised strategy, new operating model and organisation were launched.

– Away from Home (AfH) Business and Technology & Operations Development 
(T&OD) Group Function were established. 

– Strengthening Group organisation to catch synergies
• Development programme to achieve profit improvement and improve cash flow was 

started; implementation continues in 2013.
– Several restructuring projects especially in Sweden and Finland
– Streamlining group legal structure

• Long-term refinancing agreement was signed in March.
• HKScan and LSO Osuuskunta are celebrating the 100th anniversary in 2013.
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Group EBIT 
Q1-Q4 /2011 vs. Q1-Q4/2012
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Group EBIT 
Q4 /2011 vs. Q4 /2012
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Group EBIT 
Q1-Q4/2008-2012
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Group Cash Flow before Debt Service
Q1-Q4 /2011 vs. Q1-Q4/2012
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Group Cash Flow before Debt Service
Q1-Q4/2011 vs. Q1-Q4/2012

815.2.2013 Hannu Kottonen, HKScan 



HKScan Meat Value Chain
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Feed Basket – Pork

Source: HKScan
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Feed Basket – Poultry

Source: HKScan
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Market Area Finland 
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• Profitability at modest level, but slightly up
• Rising raw material prices and other cost increases
• Public Health Award 2012
• Rypsiporsas® (“Rapeseed Pork”) success
• Legal structure streamlined, several changes in organisation 
• Plans to restructure functions and operations announced in Jan. 2013

– Target to develop productivity and efficiency, EUR 5 million annual profit 
improvement

– Labour negotiations initiated in January 2013
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National Institute for Health and Welfare 
(THL)

Public Health Award 2012

to HK Ruokatalo
for promotion of cardiac health
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Market Area Baltics

• Stable sales development and strong local brand sales
• Improved performance in Estonia and Latvia, declined profitability in 

Lithuania. Challenges in exports.
• Several projects to improve efficiency;

• Organisational streamlining towards “one company”
• Reorganisation of sales, logistics and call-centre functions
• Renovation for meat processing, and centralisation of logistics & 

warehousing 
• Energy-saving projects in both pig primary production and meat 

production
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Market Area Sweden
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• Initial stabilisation of business after a very bad H1
• Higher sales prices improved the profitability during H2
• High raw material prices and lower availability of domestic beef and pork 
• Rapsgris (“Rapeseed Pork”) launched to AfH and retail
• Strong sales of Pärsons-branded cold cuts
• Plans concerning restructuring of the business announced in Q3 and Q4

• Target to improve annual profit by EUR 10 million

• Strategic review continues
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Market Area Denmark

• Good development of business in H1 hit by the fire in Vinderup in June
• Recovery programme managed with success. Positive momentum in fresh 

poultry business to be gained back.
• Launches of new poultry products
• Non-recurring items related to the fire;

– property insurance compensation income (EUR 19.3 million)
– write-off of destroyed assets (EUR 5.5 million)
– insurance case will continue in 2013

• Increased raw material prices and other costs passed on to sales prices 
with some delay during H2
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Market Area Poland
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• Good sales development throughout the year
– Strong sales of processed products, successful new product 

launches and high brand recognition 
• Strong export sales, strengthened Polish currency reduced margins
• Difficult year for meat industry. Primary production weakens and  

consolidates.
• Fierce price competition in retail. Private label product share 

strengthening.
• Sokolów operations improvements by technology investments and 

offering extensions.
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Key figures
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Group EBIT Development 2008-2012 
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Group Cash Flow before Debt Service
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15.2.2013

Cash Flow before Financing Activities
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Investments
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15.2.2013

Profit before Taxes
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Profit for the Period
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Earnings per Share (EPS)
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Return on Capital Employed (ROCE)
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Net Gearing

Hannu Kottonen, HKScan 28



15.2.2013

Equity Ratio
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Key Figures 
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Outlook



Outlook
• Business environment continues to remain tough as both animal supply 

and consumer purchasing power are estimated to tighten further.
• Demand for meat in general is expected to develop steadily.
• The Group focuses on managing future business dynamics by

– tight control on costs and capital spending
– balancing demand and supply and
– being more proactive in sales pricing.

• Revised strategy, new operating model and organisation will contribute 
to profit improvement.

• Financial benefits of the development programmes are estimated to 
accelerate the profit aggregation towards the latter part of the year 
2013 and onwards.

• Group EBIT for the entire year is estimated to improve from 2012.
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HKScan strategy 2012–2015

Delivering Profitable Performance
We improve our performance by more efficient and transparent Group-wide business processes, 
competences, leadership and communication. We increase our profitability by developing brands, 
offerings and cutting nonperforming activities. Every action we do is sustainable and brings value to 
our business, stakeholders and consumers. We focus especially on our home markets and create 
competitive edge by firm strategy implementation.

Strategy

Must-Win Battles

2. Uppgrading Group Operational Efficiency 4. Improving Capital Structure and 
Group Reporting

3. Managing Actively Future Business Dynamics1. Building Brand Value and Demand

Vision Meat Industry Shaper

Meat and More     Success, Teamwork, Trust, Responsibility, RespectMission and Values
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St Petersburg

Outokumpu

Vantaa

Tallinna
RakvereStockholm

Riga

Vilnius

Örebro

LinköpingSkara

Halmstad
Kristianstad

Swinoujscie

Poznan
Warsaw

Czyzew

Sokolów
Kolo

JaroslawTarnow
Debica

Luleå

London

Viiratsi

Sales office

Production facility

Forssa
Mellilä

Vinderup

Padborg

Skovsgaard

Mikkeli

Eckernförde

Jelgava

Group structure

Denmark
Net sales 2012:
EUR 212 million

HKScan Group
Net sales  2012: EUR 2 547 million

50 %

Finland
Net sales 2012:
EUR 843million

Baltics
Net sales 2012:
EUR 177 million

Sweden
Net sales 2012:

EUR 1 041 million

Poland
Net sales 2012:
EUR 344 million
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HKScan Operating Model

Treasury
Irma Kiilunen

Strategy & Strategic projects
Samuli Eskola

Communications
Marja-Leena Dahlskog

Legal and Administration 
Markku Suvanto* 

HR
Sari Suono* (as of 2 April 2013)

Finance
Tuomo Valkonen*

Technology & Operations Development
Aki Laiho*

AfH

Jukka 
Nikkinen*

Consumer 

Finland and 
the Baltics

Anne Mere*

Consumer 

Scandinavia

Göran Holm*

CEO Hannu Kottonen*

HKScan Board of Directors 
Juha Kylämäki, Chair; Niels Borup, Vice Chair; 

Teija Andersen, Gunilla Aschan, Tero Hemmilä, Henrik Treschow 

Sokolów
+ 

other
joint

ventures
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HKScan 100 years


