
I would like to thank you for attending our Capital 
Markets event and we hope you enjoyed the 
opportunity to immerse yourselves in the amazing world 
of Intertek.

I will now give you an update on our portfolio strategy.
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Three Tier Portfolio Strategy – March 16 Strategy Update

Grow Scale 
Businesses

Improve Performance
Invest in Fast Growing 

Businesses

• Softlines

• Hardlines

• Electrical & Wireless

• Cargo & Analytical 
Assessment 

• Government & Trade 
Services

• Industry Services

• Minerals

• Business Assurance

• Agriculture

• Building Products

• Transportation 
Technologies

• Food

• North America

• Greater China

• Australia

• Europe 

• South Asia

• South East Asia

• South America

• Middle East and Africa
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When we announced our 5x5 strategy in 2016, we 
articulated our portfolio strategy based on 3 types of 
opportunities for our business lines and countries.

Our first priority was to strengthen our core by growing 
our scale businesses.

Our second priority was to invest in growth targeting the 
fast-growing segments.

Our 3rd priority was to improve the performance of 
under-performing businesses.
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We are pleased with the progress we have made in our 
business lines portfolio, based on the 12% CAGR in our 
fast-growing segment and the 2.5% CAGR in our scale 
growth segment.

There is no question that the reduction in oil & gas 
exploration and production capex impacted the revenue 
performance of our Industry Services negatively. This 
will not be the case moving forward.
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Our country portfolio got stronger. Our scale growth 
segment made up of North America and Greater China 
grew by 4.6% on a CAGR basis. 

Our fast-growing segment, including South Asia, South 
East Asia, Middle East and Africa, grew by 9.3% on a 
CAGR basis. 

Our improve segment, comprising Europe and 
Australia, grew by 4% on CAGR.
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Importantly, the centre of gravity of the group has 
moved toward high margin sectors, given the strong 
growth we delivered in Products and our higher 
exposure to Assurance.
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Our portfolio strategy had a strong impact at the Group 
level in the last 8 years.

We have added 1.1B of revenue and 200M of OP while 
growing our dividend double-digit on CAGR basis.
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Our unique TQA value proposition has made a huge 
contribution to the strengthening of our portfolio and our 
ATIC cross-selling advantage demonstrates the power 
of our ATIC portfolio.

Our ATIC advantage will play a major role to accelerate 
growth, given that our clients are increasing their 
investments in risk-based quality assurance.
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In summary, we are entering our next phase of growth 
with a high-quality growth portfolio.

Our portfolio provides our customers with leading ATIC 
solutions in each of our global business lines globally.

Our portfolio has the track record of consistent growth 
and value delivery, based on the compounding effect of 
margin accretive LfL revenue growth, strong cash 
generation, and disciplined investments in growth.

Moreover, our portfolio has strong intrinsic defensive 
characteristics.
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The ATIC solutions we offer are mission critical for our 
clients. 

We operate a highly diversified set of revenue streams.

We enjoy strong and lasting relationships with our 
clients.
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Just a quick word on short-term guidance.

Current trading is in line and we will update the market 
with our Jan-April trading statement in a few weeks.

Our guidance for 2023 remains unchanged.
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Margin Accretive investments to take our portfolio 
forward is one of our 3 strategic enablers.

We just concluded an in depth strategic review of our 
portfolio and I will now discuss the power of our laser 
portfolio focus approach at the global level.

Our global portfolio is stronger than ever.

Each Global Business Line will benefit from both 
revenue growth and margin accretion opportunities.
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Assurance is central to our ATIC offering and Calin has 
shared with you the depth and breadth of Assurance 
solutions that are industry agnostic during his 
presentation.

Assurance will remain one of the most exciting sectors 
within Intertek, given the increased focus on operational 
risk management within the value chain of every 
company.

Making the value chains more resilient and more 
sustainable is the number 1 priority of any risk 
committee, and we have the Assurance solutions that 
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our clients need now.
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Our Softlines business is the industry leader in terms 
of scale, technical expertise, customer service and 
TQA offering. 

We will increase our ATIC share of wallet with existing 
customers, leveraging our risk-based Quality 
Assurance solutions, our corporate Sustainability 
offering and our SaaS platforms. 

We will also benefit from the go to market assurance 
needs of new brands entering the market.
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Our Electrical business was created by Thomas Edison 
and leads the industry around the world. The 
electrification of society means that our Electrical 
business is central to all changes in the world’s energy. 
Also, we will benefit from the exciting growth of smart 
products, medical devices, AI and robotics.

13



Our food business is strong locally and mid-size 
globally. The food industry is an attractive industry for 
us as it is highly regulated, but the local authorities do 
not have the funds to secure regulatory enforcements. 

That’s why there are so many public high profile quality 
scandals which create tremendous reputational issues 
for brands and governments.  Food will continue to be a 
fast-growing business for Intertek.
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Our Industry Services business will also be a fast-
growing business for Intertek.

The lack of Capex investments in Oil and Gas 
Exploration and Production and the slow investments in 
renewables have created an issue of energy supply.

Renewables represent less than 10% of the world 
energy supply and given the expected growth in 
demand, the energy companies will have to increase 
both the investments in traditional oil and gas 
production assets as well as in renewables. 
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We scaled-up our B&C business in North America with 
the acquisition of PSI in 2015.

We have seen good growth in the last few years and 
moving forward, what we call “Greener US” will be a 
major opportunity for us. 

The various bills passed recently in Washington are 
triggering a level of manufacturing and infrastructure 
investments, which will be a game changer for the US.
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Our Global HL business is a global leader with a scale, 
expertise and ATIC offering advantage.

We will benefit from significant growth opportunities in 
the toy segment and the furniture segment.

Smart toys are growing fast and importantly, the 
number of tests per toy is higher, impacting favourably 
our margin.

We have excellent customer relationships within the 
furniture segment and we will continue to benefit from 
the investments households are making to improve the 
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quality of life at home.
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Global mobility will continue to increase, with greener 
mobility gaining share.

We will benefit from the R&D investments that all OEMs 
are planning to make in Full Electrical or Hybrid cars.

We will also benefit from the improvement in traditional 
combustion engines to deliver high performance with 
greener fuels and greener lubricants.

These are excellent prospects for our TT business.
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We just talked about the importance of greener engines 
but without greener fuels, it will not happen.

Greener fuels is one of the main growth opportunities 
for Caleb Brett and we have the ATIC capability to 
support our clients with biofuels, sustainable aviation 
fuels, synthetic fuels, and hydrogen. Greener fuels 
require a more complex testing protocol and is higher 
margin for us.

We will also benefit from the overall growth in demand 
for crude and refined products as we expect the 
developing countries to expand their oil and gas 
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production/refining infrastructure.

19



Our Mineral business is leading the industry in several 
regions where we have established a strong position in 
terms of scale, technical expertise and offering which, 
combined with our advanced levels of automation and 
operational excellence, provide us with strong returns.

Our Mineral business will benefit from the growth in 
global infrastructure and from the growing demand for 
greener minerals supporting the global energy 
transition.
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Global Market Access for businesses remains a major 
concern, as most companies have centralised their 
quality assurance expertise in their global Headquarters 
and have sub-contracted the manufacturing of their 
products.

In a world where consumers can be very vocal on 
social media about any quality, safety, sustainability 
issues of the product they buy, our clients need more 
than ever the independent inspection services of our 
GTS business to operate safely. 
We have the global network, the technical expertise, 
and solutions companies need to go to market.
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The growth of our Agri-World business has been 
impressive and there are much more growth 
opportunities given our mid-size scale globally.

We have a strong end-to-end ATIC offering which, 
combined with our Superior Customer service, has 
enabled us to win major contracts over the years.

Eating safe food starts with getting the right ingredients 
in the factory or kitchen preparing our meals.

The lack of enforcement of food safety standards by the 
local authorities is a significant structural growth driver 
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for our Agri and Food businesses.

Our AgriWorld business will continue to grow rapidly.
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I am sure you enjoyed John’s presentation, which gave 
you a sense of the high quality of our China business. 
Importantly, we have the capability to seize the growth 
opportunities in both the export and domestic markets.

The re-opening of China earlier this year has been 
welcomed by our clients and we have seen, as 
expected, a rebound of our business after Chinese New 
Year.

Our Greater China business will benefit from exciting 
revenue and margin opportunities moving forward.
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Let’s now discuss our portfolio at the local level.
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During our strategic review we looked at the 
performance and the growth opportunity of our 450 
country business lines.

At the local level, we have a high-quality portfolio which 
is poised for faster growth.
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The outcome of our strategic review has resulted in the 
following insights:

-55% of our revenue is in the fast-growing segment 
where we expect LFL revenue growth to be between 
HSD and DD.

-35% of our revenue is in the scale growth segment 
where we expect LFL revenue growth to be between 
LSD and MSD.

-10% of our revenue is in the improve performance 
segment where we expect the LFL revenue growth to 
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be between Flat and LSD.

We have streamlined our organisation at the country 
level to make the management of our local portfolio 
more agile by leveraging our scale and capitalising on 
our business line expertise at the regional level.

Our portfolio will play a major role to deliver the 
significant growth value opportunity ahead.

All global business lines are targeting margin accretive 
revenue growth and our new operating structure will 
make us more agile.
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Having discussed the opportunity at the global and local 
levels within our portfolio, I would like to share the other 
aspect of our portfolio strategy.

There is a significant premium to scale in our business 
model.

Achieving the number 1 or number 2 position in the 
local market and/or on global basis remains a 
significant opportunity.

We have achieved this position in many parts of our 
business and when this is the case, our growth 
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opportunity is to strengthen our leadership positions.

We have a significant number of areas in our portfolio 
where we have not achieved this goal either at the local 
or global level.

In both cases, we have developed compelling growth 
plans to achieve these goals.
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Our M&A strategy will complement our Organic 
performance to either gain access to a new IP that we 
can scale up or expand our geographic footprint.
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We are very proud of the best-in-class operating 
platform which we have built with our 5x5 strategy.

Our strong operating platform is underpinned by our 
global network, highly skilled colleagues, systemic 
operational and corporate processes, state of the art 
equipment in our operations and a leading IT 
infrastructure.

The growth we expect will require continuous 
investments in our network, people, processes, 
equipment, and IT.
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We will therefore continue to invest in capability to make 
sure that we continue to operate with the best operating 
platform in the industry.
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We will stay very focussed on our disciplined capital 
allocation approach to invest in growth and deliver 
strong returns.
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I would like now to share how we will improve our 
segmental disclosures.
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To better reflect the growth drivers moving forward, and 
taking your feedback on board, we will report our 
Revenue, operating profit and Margin in 5 divisions.

Our Consumer Products division will focus on the ATIC 
solutions we offer to our clients to develop and sell 
better, safer, and more sustainable products. 

This division was 31% of our revenue in ‘22 and 
includes: Softlines, Hardlines, Electrical/Connected 
World, and GTS.

Our Corporate Assurance division will focus on the 
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industry agnostic Assurance solutions we offer to our 
clients to make their value chains more sustainable and 
more resilient. 

This division was 13% of our revenue in ‘22 and includes 
Business Assurance and Assuris.

Our Industry and Infrastructure division will focus on the 
ATIC solutions our clients need to develop and build 
better, safer and greener infrastructure. This division was 
26% of our revenue in ‘22 and includes Industry 
Services, Minerals and B&C.

Our Health and Safety division will focus on the ATIC 
solutions we offer to our clients to make sure we all 
enjoy a healthier and safer life. This division was 9% of 
our revenue in ‘22 and includes AgriWorld, Food, and 
Chemical/Pharma.

Our World of Energy division will focus on the ATIC 
solutions we offer to our clients to develop better and 
greener fuels as well as renewables. This division was 
21% of our revenue in ‘22 and includes Caleb Brett, TT 
and CEA.

We will start reporting based on our new 5 divisions 
when we announce our H1 results.

To make sure you have time to adjust your model, we 
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will publish in June the 2019 and 2022 data for the 5 
new divisions.

To make the analysis of ’23 easier, we will also report 
our ’23 results using PTR.
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From a regional standpoint, we will disclose revenue 
twice a year for the Americas, Europe, Middle East and 
Africa, as well as APAC, which represented respectively 
38%, 26% and 36% of our revenue in ‘22.
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We will continue our ATIC segmentation and give you 
the revenue split every year moving forward.
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In the last 2 days, we have given you a lot of 
information and insights on all parts of our business. 

While it might appear complex, this is a very simple 
business and here is how we think about it.

35



Note (1): On an adjusted basis, (2) 2014 metrics are on an IAS17 basis

We have made strong progress between 14 and 22 
delivering value for all our stakeholders and our good to 
great journey continues, capitalising on our Science-
based customer excellence TQA advantage.
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Our clients understand the mission-critical nature of 
risk-based quality assurance to make their businesses 
stronger and that’s why we expect faster growth for our 
ATIC solutions.
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Our AAA growth strategy is about being the best for 
every stakeholder all the time.

We want to be the most trusted TQA partner with our 
customers.

We want to be the employers of choice with our 
employees.

We want to deliver sustainability excellence everywhere 
in our community.

We want to deliver sustainable growth and value for our 
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shareholders.

38



We will be laser focused on 3 priorities and 3 enablers 
to take Intertek to new heights. We will get better where 
we are already strong and address the areas where we 
can improve.
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Our high-quality portfolio is poised for faster growth.

The depth and breadth of our ATIC solutions positions 
us well to seize the increased corporate needs for risk-
based quality assurance.
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All of our global business lines will benefit from exciting 
growth opportunities.
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At the local level, our country-business mix is strong, 
with 55% of our revenues exposed to the fast-growing 
segment.
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Geographically we have the right exposure to the 
growth opportunities in the global economy.
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We are targeting MSD LfL revenue growth at CCY with 
the following expectations by division:
Low to Mid-Single digit in Consumer Products
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High single digit to double digit in Corporate Assurance
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Mid to high single digit in Health and Safety.
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Mid to high single digit in Industry and Infrastructure
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Low to mid-single digit in the World of Energy
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We have the plans in place to return to our 17.5% peak 

margin over time and go beyond from there



To continue to deliver sustainable growth and value for 
our shareholders, we will stay focused on our AAA 
Intertek Virtuous economics.
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Importantly, we believe in the value of accretive 
disciplined capital allocation.
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In conclusion… the value growth opportunity ahead is 
significant.

We expect higher demand for our ATIC solutions. 

We have made a lot of progress on our portfolio which 
is poised for faster growth, both at the global and at the 
local levels.

We have the plans in place to take our margin back to 
our peak of 17.5% and beyond.

We have made great progress on cash generation and 
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we expect higher cash generation to support our 
investments in growth and deliver strong returns.

Our people are truly amazing and we now have a more 
agile operating structure  to unlock significant value.
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