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Investment Summary
• SGI provides direct exposure to the growing industrial consumables market,

driven by favourable conditions across key industries, expanding
industrialisation and improving workplace safety regulations. Around 95% of
revenue is attributable to non-discretionary items.

• Over the near term, SGI will benefit from increasing contributions from
several recent acquisitions, including C&L Tool Centre (Dec 2020), Skipper
Transport Parts (Aug 2021), and United Tools (Mar 2022), which in
aggregate add $40m annual revenue.

• The company also expects to progressively extract significant synergies from
these acquisitions, including $34m+ incremental revenue and at least $0.5m
in costs. We expect the resulting material increase in the scale of the
business will enable it to deliver significant additional benefits in time through
greater purchasing power and other economies of scale.

• SGI has guided to annual revenue of >$100m pa post the acquisitions (but
pre synergies), plus EBITDA margins of c.8% by FY2025. These targets
appear reasonable, noting that US peers in the MRO industry typically
generate EBITDA margins closer to the mid-teens.

• Based on our current forecasts, we derive a DCF equity value for SGI of
$0.33 per share, with potential upside if full synergies can be extracted. We
note SGI is currently trading on very undemanding forward multiples.

Earnings Estimates (A$)

FY20 FY21 FY22e FY23e FY24e
Sales $m 68.1 69.7 96.1 121.4 141.3

growth % 2.5% 37.8% 26.4% 16.3%

EBITDA $m 3.2 3.1 4.6 6.0 7.5

EBIT $m 1.8 1.4 2.3 3.5 4.9

margin % 2.1% 2.3% 2.9% 3.5%

PBT $m 1.3 1.0 1.5 2.6 3.8

Adj NPAT $m 1.2 0.6 1.1 1.8 2.7

growth % -47.6% 68.8% 70.8% 47.6%

Rep NPAT $m 0.1 0.6 1.2 1.8 2.7

Adj EPS cps 1.3 0.6 1.1 1.8 2.7

EPS growth % -50.2% 68.8% 70.8% 47.6%

PE x 7.9 15.8 9.4 5.5 3.7

DPS cps 0.0 0.0 0.0 0.0 1.0

Payout % 0.0% 0.0% 0.0% 0.0% 37.2%

Div yield % 0.0% 0.0% 0.0% 0.0% 10.0%
Source: Company data and CCR estimates

Joh Snyman
+61 400 897 559
johsnyman@corporateconnect.com.au
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Investment Summary

Investment Thesis
Stealth Global Holdings (SGI) is a leading distributor of industrial MRO, safety, and workplace consumable products, with a strong
market position in Australia, and a differentiating capability in certain offshore markets. The key elements of the investment thesis
for SGI are as follows:
• Industrial consumables exposure – SGI provides direct exposure to the growing industrial consumables market, driven by

favourable conditions across key industries, expanding industrialisation and improving workplace safety regulations. Around 95%
of revenue is attributable to non-discretionary items.

• Diverse operating platform – The company has a geographically diverse operating platform with extensive operational capability
across Australia.

• Full service offering – SGI tenders a complete service offering with traditional and digital sales channels ensuring all customers
are appropriately serviced based on their purchasing preferences.

• Acquisitions accelerating growth – Over the near term, SGI will benefit from increasing contributions from several recent
acquisitions, including C&L Tool Centre (Dec 2020), Skipper Transport Parts (Aug 2021), and United Tools (Mar 2022), which in
aggregate add $40m annual revenue.

• Acquisition synergies upside – The company also expects to progressively extract significant synergies from these acquisitions,
including $34m+ incremental revenue and at least $0.5m in costs. We expect the resulting material increase in the scale of the
business will enable it to deliver significant additional benefits in time through greater purchasing power and other economies of
scale.

• New contract wins – At the AGM in November, SGI announced the award of several new customer contracts. The combined
annual value of these contracts is >$18m once ramped up, estimated in 6-12 months.

• Near-term targets – SGI has guided to annual revenue of >$100m pa post the acquisitions (but pre any synergies), plus EBITDA
margins of c.8% by FY2025. These targets appear reasonable, noting that US peers in the Maintenance, Repairs and
Operations (MRO) industry typically generate EBITDA margins closer to the mid-teens.

• Large diversified customer base – SGI has approximately 5,500 active business customers across resources, engineering,
construction and transportation industries, as well as trade/retail customers. Currently the largest customer accounts for <5% of
group revenue.

• Strong relationships – SGI has long standing relationships with key suppliers, brand and channel partners across the supply
chain and product segments, sourcing from >2,500 suppliers across 17 countries. The company holds various distribution rights
for a number of high quality, recognised brands that are highly desirable to customers (e.g. Bisley Workwear). Overall SGI
supplies >1.0m consumable products.

• Experienced management team – The company has a management team with extensive industry experience and track record of
delivering profitable business growth. Management also hold significant shareholdings, ensuring alignment with investors.

• Pipeline for growth – SGI has a strong pipeline of domestic and international opportunities, with a number of brand partnership,
channel partnership and/or complementary business acquisition opportunities available to pursue.

Milestones
Key events and data points to track the company’s progress over coming periods include the following;
• Upcoming FY22 result due in August.
• Demonstrated progress with integration of previous acquisitions C&L Tool Centre (Dec 2020), Skipper Transport Parts (Aug

2021), and United Tools (Mar 2022).
• Progressive delivery of expected acquisition synergies, including $34m+ annual revenue synergies and at least $0.5m in costs.
• Successful ramp up of new contracts, boosting revenue by >$18m.
• Meeting $100m+ annualised revenue target (including full year acquisition contributions, but excluding synergies) in FY22/FY23.
• Progressive margin improvement driven by scale benefits and reaching medium term 8% EBITDA margin target in FY25.
• Declaration of maiden dividend.
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Company Profile
Stealth Global Holdings (SGI) is a leading diversified industrial supply and services group primarily engaged in the wide-range
distribution of industrial maintenance, repairs, operations (MRO) supplies, safety & PPE products, truck & automotive parts &
accessories, workplace supplies and other related products, services and solutions. SGI was founded in 2014 and is headquartered
in Perth, WA.

Business Model
SGI operates a supply and distribution platform predominantly in Australia, through a well-established, omni-channel sales and
distribution network including a mix of showrooms, warehouses, offices and on-line.
The company provides supplies and solutions for every industry through its portfolio of distribution businesses that extends across
the end-to-end supply chain covering business, trade, and retail customers. It’s core operating brands are Heatleys Safety &
Industrial, Industrial Supply Group, C&L Tool Centre, Skipper Transport Parts, and United Tools.
SGI’s business model is strategically designed to sell to customers through both traditional and digital channels, which in
combination ensure that SGI can successfully capture and grow its targeted customers.
Traditional sales channels, including sales representatives, branches and contact centres, enable SGI to build strong customer
relationships, drive repeat sales, cross sell and grow its product and service offering. Digital channels further assist SGI to attract
and retain customers. Developing leading digital channels and migrating customers online is a key focus for SGI in its pursuit to
provide customers and the business with a more efficient service model.
Over the last 18 months SGI has completed several acquisitions of complementary businesses in Australia, which are discussed in
more detail later in this report. This investment has significantly expanded the company’s distribution network to 74 locations
currently. This network is comprised of company owned branches, stores, customer on-sites and independent retailers. Branches
and stores also operate as micro fulfilment hubs, supported by 2 main distribution centres in Perth and Brisbane.
SGI utilises the support of distribution partners across international markets which gives improved market access, enhanced scale,
penetration, and market reach. This approach provides an effective platform for SGI to leverage the growth of its products and
services on a broader scale.

Fig. 1 – Stealth’s Business model

Source:  SGI
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The business is volume driven and as such increased volume delivers improved purchasing power and enhanced operational
efficiency. Economies of scale enable SGI to supply customers with even more competitively priced products and deliver higher
overall margins and strong business performance. This virtuous circle drives future growth, further scale benefits and ongoing
positive financial and business performance.
SGI has a centralised management and corporate services team. The company employs an ERP management information system
that integrates planning, purchasing, inventory, sales, marketing, finance and human resources. SGI also uses a sales based
Electronic Data Interchange platform and runs online stores.

Services and Solutions
SGI also generates earnings through the provision of related value-add services and solutions that complement and enhance its
supply and distribution activities. This is an important value adding feature of the business model.
Related services and supply solutions include hire centres and repair centres, on-site stores, mobile stores, vending machines,
inventory management, technology integration and other specialised services.
These integrated services provide an end-to end solution for medium and large customers, enabling them to outsource some or all
of their supply chain through one primary supplier to achieve operationally efficient and cost-effective outcomes. SGI has a broad
capability to service this important and growing customer requirement, helping to attract new business and retain existing
customers.

��$�%��� �&%� �$

On-site value-added solutions are a growing innovation in the industrial and resources supply and distribution industry that SGI
provides to customers to assist with their inventory management as well as storage and dispensing operations. These solutions
include on-site inventory supply and management, mobile equipment sheds on remote locations and large projects stocked with
product supplies and giving around the clock access, and vending machines with smart card technology and real time reporting,
reducing usage of consumables and eliminating waste.
These innovative solutions deliver greater customer integration, enhance customer convenience and generate repeat sales. They
also create a barrier to entry against competition and importantly, an improvement in operational efficiencies between SGI and its
customers.

Products
SGI provides a broad range of industrial MRO, safety, and workplace consumable products. In total, it supplies more than 1.0m
products, with categories including Industrial, Tools, Safety, PPE, Workwear & Safetywear, Hardware, Building & Construction,
Truck & Trailer, Automotive, Materials Handling, Electrical & Lighting, Lubrication & Greases, Fire Protection, Cleaning & Janitorial,
Glazing, Packaging & Tapes, and Workplace Consumables.
SGI’s range of products are complementary to the diverse needs of its customer base, its industry sectors and geographical
markets, enabling it to provide a total purchasing solution for customers.
Key supplier brands include:
• Industrial – Weldmaster, Selleys, Sidchrome, Makita, Irwin Tools, Bailey Ladders, Cyclone, Milwaukee, Metabo, 3M.
• Safety – Bisley, FlameStop, Pro Safety Gear, Bolle Safety, Steel Blue.
• Workplace Supplies – 3M, Stanley, Hitachi, Energizer.
• Automotive – Castrol, Hella, Exide, Bosch.

The Industrial product range is the largest and most well-established segment, with the greatest number of products, high sales
volumes and medium margins. The safety product range is a brand focused, higher margin segment and a growth segment for SGI
in a globally growing market. The workplace supplies segment is considered a growth segment with opportunity for attractive
margins.
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An overview of SGI’s key product segments is shown below.

Fig. 2 – Stealth product segment overview

Source:  SGI

Customers
SGI has a customer base of around 5,500 active business customers and around 34,000 in trade/retail. Following the recent
acquisition of United Tools, SGI now services the consumer market directly through a network of company owned stores.
Business customers are drawn from a wide range of industries, including resources, transport, infrastructure, engineering,
construction, manufacturing, general trade and industrial sectors. These customers range from SMEs through to international
corporations, with particular emphasis on medium to large companies.
SGI benefits from high levels of repeat business, as its consumable products need to be frequently replenished and/or replaced.
The company works proactively with customers to provide bespoke product ranges and a reliable service.
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Based on varying customer characteristics, SGI tailors how it services large, medium and small business customers.
• Large customers (>$250k pa spend) – These customers have more sophisticated purchasing requirements and are typically

underpinned by formal arrangements and relationships. Large customers have centralised and de-centralised purchasing
decision-making and have an increasing preference for digital ordering and integrated e-procurement technology platforms.
Large customers often seek supplier consolidation and have demand for contract backed supply solutions. Large customers
typically provide the strongest business earnings contribution given their greater sales volume over a fixed cost base. Large
customer arrangements typically account for ~55% of business revenue, and expanding this area is a key growth focus for SGI.

• Medium customers ($25-250k pa spend) – These customers operate both under contractual and/or non-contract arrangements.
Medium customers have more sophisticated needs that includes a shift towards digital online ordering and integrated e-
procurement technology platforms with suppliers. They can have single, few or multiple locations and require a mix of sales
channels to meet their changing needs. Medium customers typically account for ~30% of business revenue.

• Small customers (<$25k pa spend) – These customers’ purchasing decisions tend to be transaction driven and based on cost,
convenience and choice. Small customers prefer quote request by email, branch access and online purchasing. Small
customers typically account for ~15% of business revenue.
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The top 30 customers currently represent approximately 46% of SGI’s revenue, and no single customer accounts for >5%. As the
company expands its activities and service offering through recent acquisitions, the customer base should continue to grow and
diversify. A selection of SGI’s customers are presented below:

Fig. 3 – Stealth Customer Sample

Source:  SGI

Sales & Distribution

Australian Distribution network
SGI has an established branch and store network in Australia, focused on key WA metropolitan and regional centres, with an
interstate presence in most other states. The network includes a mix of branches, stores, showrooms, warehouses, office facilities
and on-site stores.
This network was significantly expanded through the recent acquisitions of C&L Tool Centre, Skipper Transport Parts and
particularly United Tools, which doubled the network to 66 facilities currently (plus 8 customer on-sites). These acquisitions brought
facilities in VIC and QLD into the network. SGI now has one of Australia’s largest distribution networks of company owned and
independent retailer assets.
The Canning Vale branch in the Perth Metro area provides the main distribution centre to support the network.
Branch and store networks are important to support general trade and customers within proximity of the branch/store. They also act
as an extension to the business distribution capabilities and support medium to larger customers in the vicinity.
The expansion of the network has increased the value proposition of SGI by enabling it to service major new or existing customers,
who operate interstate, where traditionally the company may not have had the operational presence to support such customer
requirements.
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Fig. 4 – Stealth Australian branch and store network

Source:  SGI

Distributors and strategic network partners
SGI strategically operates across an Australia-wide distribution platform to supply products and services to customers across
geographical markets.
The distribution platform utilises a combination of branches, stores, offices, showrooms, warehouses, as well as channel partners
and distributors to service customers.
Partners are typically well-established, region-specific businesses with deep relationships and existing distribution channels. These
partnerships provide value to SGI through immediate market knowledge and access and the benefit of low set up and investment
costs.
SGI is often able to penetrate geographic markets through preferred product relationships with suppliers. These arrangements are
established following an internal due diligence process or through long-established business relationships. Such arrangements are
not simple to establish in the first instance or easy to replicate and provide SGI with a competitive advantage in those markets.

Sales Strategy
Following several acquisitions over the last 18 months, SGI has structured its business into 3 operating divisions based on
customer group and the nature of the supply relationship. These divisions are:
• Distribution – Providing a wide range of products and related services & solutions as a one-stop-shop to Business, Industry,

Government and Corporates.
• Retailing – Providing physical branches, stores, service centres and online shopping to Retail and Trade customers.
• Specialist Wholesale – Sourcing, buying, marketing and merchandising Tier 1 Supplier products across specialist product

categories to Members, Independent Retailers and Company Owned Businesses.
Across these operating divisions, SGI sells to customers via combinations of traditional and digital sales channels which can be
integrated to satisfy customer requirements. This strategy enables customers to select the sales channels and purchasing methods
that best suit their business needs and ensures maximisation of customer engagement, satisfaction and efficiencies. Business
performance for SGI is also maximised.
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Traditional channels enable SGI to build strong relationships with customers, drive repeat sales, cross-sell and grow its product and
service offerings through frequent customer interaction. These traditional channels include:
• Sales representatives – knowledgeable product experts focused on building relationships with medium and large customers to

drive repeat sales and grow product and service offerings through deep customer understanding and regular interaction.
• Major Contracts – a dedicated team of key people focused on large scale or integrated supply arrangements, tenders, strategic

market or customer development, and supply solution offerings to medium and large customers.
• Branches and Stores – provide a tangible buying experience for all customers within a branch or store’s proximity via a walk-in

experience.
• Customer Contact centres – provide a central point of inbound and outbound contact for medium and large customers to receive

sales, service, technical and distribution support.
• Telephone sales – provide a direct and efficient channel to engage smaller customers to promote products and services to

secure sales.
• Catalogues – offer tangible connection to products and services via printed and mailed catalogues, with this channel mainly used

by small and medium sized customers.
• Trade resellers – sell product to general trade customers through their own established customer base and branch networks.
• Wholesalers – directly sell products to end users via their warehouse and distribution facilities.
• Distributors – are used to sell products in markets where they have an entrenched presence, well-established relationships,

deep distribution channels, and wide range of customers across numerous industries.

����%�������$��������$

SGI’s traditional sales strategy and channels are supported and leveraged by its digital sales channel offering. These digital sales
channels are:
• Online shopping – facilitates a standard web-based purchasing environment for customers via an online platform which is

typically suited to small customers delivering them with improved efficiency and accuracy of orders.
• Online ordering – enables medium and large customers to quickly and conveniently view and purchase products via establishing

a pre-determined and pre-priced basket of products tailored to the customer’s requirements.
• e-procurement – an Electronic Data Interchange (EDI) connection between SGI, the customer and the suppliers’ operations

which enables instant order placing and fulfilment. E-procurement services large customers and is being increasingly sought by
larger customers seeking greater purchasing efficiency. SGI is in the process of enhancing its e-procurement platform.

Digital sales channels currently represent only a small portion of revenues, but SGI believes that there is significant opportunity in
growing and diversifying its digital sales via these channels.

Suppliers
SGI sources its current range of around 1.0m products from a cross-section of approximately 2,500 suppliers across at least 17
countries.
Supplier relationships and product inventory are managed by centralised and regional teams, who also advance new products
including private label and distribution rights.
A key feature of SGI’s business model is to strategically secure preferred and exclusive distribution arrangements with leading
brands and products. Preferred arrangements give SGI competitive advantages including improved commercial terms, factory
direct buying, collaborative marketing opportunities, product innovation and product or brand exclusivity within select regions. This
provides SGI a key point of difference, ability to enhance customer attraction and retention to increase market share and the
opportunity to enhance sales and earnings through cross-selling additional products and services.
SGI is able to secure preferred arrangements based on the strength of its broad supply and distribution capabilities, particularly
where brands have limited exposure or operating presence in certain markets.
SGI currently has contractual agreements with its key suppliers, a sample of which are provided in the chart below. The company
has particularly deep partnering relationships with 50+ Tier 1 preferred suppliers.
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Fig. 5 – Current Supplier Brands Sample

Source:  SGI

Private Label Products
SGI’s business model also includes forming strategic supply partnerships with leading manufacturers to enable the development of
high quality private label products.
Private label products are sold solely through SGI’s sales channels, and normally generate higher margins than branded products.
Additional advantages are gained through buying factory direct, setting pricing strategies, creating a unique brand with proprietary
rights and through developing innovative product features. This is leading to enhanced market positioning and greater market
share.

Business Analysis

The Market for Industrial MRO, Safety and Workplace Consumable Products
SGI is a B2B and B2C supplier and distributor of industrial MRO, safety, and workplace consumable products and the provider of
associated services. SGI’s customers operate across various industries, including resources, transport, infrastructure, engineering,
construction, manufacturing, general trade and industrial sectors.

Supply and Distribution Industry
Traditional supply and distribution companies focus on procuring products from manufacturers or wholesalers and then on-selling to
customers. Through consolidated purchasing power and established supplier networks, supply and distribution companies can
provide more efficient and cost effective product solutions for customers.
Supply and distribution companies generate earnings from the gross margin from the sales of products. There is typically a wide
range of margins that can be achieved within the consumable product range SGI supplies, depending on product price positioning,
product demand, supplier arrangements, purchasing terms and whether the product is a manufacturer brand or private label.
Supply and distribution companies can often secure volume rebates from suppliers, which may typically range from 3% - 5% of
goods purchased depending on the product, supplier and structure of the supplier organisation.
Customers will transact with supply and distribution companies via either traditional or digital sales channels. Traditional sales
channels include sales representatives, wholesale resellers, trade branches, contact centres, tele-sales, email ordering and
catalogues. Digital sales channels include standard online purchasing and e-procurement/e-commerce platforms.
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Fig. 6 – Industry supply chain and sales channels

Source:  SGI

SGI considers itself to have a competitive advantage through its offering compared to the common industry model. This includes
capacity to operate across a broader operating platform, preferred product distribution rights, private label products, and multiple
sales channels.

Growth Drivers
The maintenance, repair, and operations (MRO) industry is being fundamentally driven by the rising demand for increased
efficiency in businesses. In addition, the market is expected to be led by the increased development of smart facilities. Due to the
growth of predictive maintenance, like sensors and IoT, which allows prompt replacement of equipment components before any
defects arise, the market is expected to grow strongly in the medium term.
The industrial MRO, safety and workplace consumables supply industry in Australia is currently experiencing a positive trading
environment driven in particular by favourable conditions in the mining industry on the back of strong demand for commodities.
The global COVID-19 pandemic has significantly hampered market growth over the last two years. In particular, the global supply
chain has been adversely affected by the temporary closures of factory units, resulting in difficulty by vendors in procuring parts,
and thus constraining the growth of the MRO industry. With many parts of the world now emerging from the pandemic, market
growth is expected to recover swiftly.
Factors underpinning future growth in the industry and SGI’s business in particular include:
• Growing demand for consumable products regularly used and frequently replaced across key customers.
• Improving industry conditions in the resources, infrastructure and construction sectors.
• Increasing government regulation and improving workplace safety standards requiring use of higher quality consumable

products.
• The sourcing by customers of procurement and inventory management operations due to increased complexity and need for

complete supply solutions.
• Further domestic and/or international market expansion of key customers requiring more consumable products across

expanding business operations.
• Expanding and differentiated product and service offering via new brand partnerships or private label product expansion, that

can continue to increase market share in key target markets.
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Market Opportunity
The demand for the consumable products that SGI supplies tends to be robust and recurring. This is because these products tend
to be regularly used and frequently replaced and product usage typically increases with economic activity and growth. In addition,
the underlying demand for SGI’s products and services is supported by an increase in workplace standards and government
regulations, especially in relation to health and safety and the need for such consumable products and materials to meet these
statutory requirements.
The size and value of the market for each of SGI’s industrial MRO, safety, and workplace consumable products segments is
significant. Although it is difficult to quantify the total value of SGI’s addressable market, given the diverse sectors it engages in,
independent market research indicates that the Australian Industrial MRO market is valued at approximately $40bn1. This includes
both wholesale and retail components.
The large and fragmented global MRO market attained a value of US$685.5bn in 2020. The market is expected to further grow at a
CAGR of 2.3% over the next 5 years (2022-2027) to reach US$787.2bn2.

Goals and Strategy
SGI is well positioned to execute identified growth and expansion initiatives in support of increased market share and uplift in
revenue and earnings. Key strategies are discussed below.
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SGI has completed a number of recent acquisitions that will transform the company into one of the leading industrial MRO, safety
and workplace consumables suppliers and distributors in Australia, operating in both wholesale and retail segments. These
acquisitions include C&L Tool Centre, Skipper Transport Parts, and United Tools, and are discussed in detail in the section on
acquisitions below.
The combined operations of these businesses with SGI’s prior existing business will deliver a number of significant benefits to the
company. These include;
• Rationalising duplicated costs in certain areas such as administration, finance and operations.
• Consolidating the respective buying teams to leverage the combined group volumes for improved purchasing power, better

sourcing, improved commercial trading terms, and greater supplier rebates that collectively will increase market competitiveness,
improve the go-to-market offer and deliver increased gross margins.

• Expanding key supply arrangements with valued suppliers.
• Integrating inventory, systems and warehousing facilities to deliver more centralised distribution and logistics capability,

improved operational performance, and lower capital expenditure requirements.
• Cross selling the expanded product range and sales capabilities to the broader customer base, creating opportunity for

accelerated sales growth.
• Gain inclusion on preferred supplier and tenders lists, where previously SGI may have been excluded due to lesser scale or

operational footprint.
�%#���%������ �&$% ��#�����%� �$��!$

SGI will continue to seek, build and preserve strong relationships with its existing customer base and potential new customers. Key
plans include gaining more share of wallet by offering customers an expanding range of products and services through a number of
sales channels across a growing geographical and online footprint.
The objective of accelerating sales growth across the whole customer base (particularly medium and large customers), is supported
by the merged SGI group’s broader and scalable capability and differentiated broad network.

1 IBISWorld.
2 Expert Market Research, Global Maintenance, Repair, and Operations (MRO) Market Outlook, 2021.
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To attract new customers, SGI will maintain competitive pricing programs, offer a wide range of products from its evolving preferred
distribution rights and private label product ranges, and place stock holdings in geographical areas to support local market sales
activity designed to fast-track new business gains and support repeat sales.
	)!������ !�#�%�������%� #�

SGI plans to continue to strategically expand the depth and reach of its sales and distribution network, proactively working with
customers to provide bespoke product ranges and services that they can rely on.
In offshore markets, expansion through strategic distribution partners with a long history and deep distribution channels will extend
distribution capabilities. Business partners provide SGI with a lower capital cost of investment, more immediate customer and
market access, and supports growth in product and service offerings in new markets.
���#��$��� �#������#%��#$��!$�����	)��&$�'����$%#��&%� ������%$ � ��������!�#%��#$��!$

SGI’s ongoing growth strategy also seeks to gain more brand partnerships and secure additional exclusive brand distribution rights
with leading industrial brands across the product spectrum, including categories such as lighting, footwear, PPE, and healthcare.
	)!������ �#�'�%�������������

There is significant opportunity for SGI to develop its range of private label products. A competitive advantage is gained through
buying factory direct, setting pricing strategies, creating unique brands that are owned, controlled and promoted and developing
innovative product features. Typically, SGI will derive a much higher gross profit from private label product sales.

# (��� ����%���#��#������������$

SGI continues to invest in digital channels to improve access and penetration of marketplaces and increase its overall market
share. Ongoing investment in building an omni-channel model has enabled SGI to adapt to changing consumer buying habits.
Investment in digital channels strengthens the core offering to existing customers and supports new customer growth via SGI’s
online ordering platform. It also improves customer purchasing convenience, provides greater efficiency through digital automation,
and simplifies customer engagement.
SGI continues to advance its e-commerce digital platforms, including its online e-store websites for business and retail customers in
Australia. This has supported the recent win of new large contracts generating sales of $18m over coming periods.
SGI has also sought to broaden its global market access through strategic third-party digital sales channels offering product ranges
selected from its own private label portfolio and exclusive distribution rights brands.
��"&�#��� � �!�����%�#*��&$���$$�$

SGI continues to consider other complementary acquisition opportunities to achieve value adding growth. The types of acquisitions
targeted include business opportunities that:
• enhance the strategic position of the distribution network
• expand the product offering
• provide access to more customers and industry types
• strengthen competitive position
• add leverage, depth, scale, diversity and capability

Strategic roadmap to 2025
SGI’s strategic priorities remain consistent with the company’s 2025 strategy UP25. The key elements of this include building scale,
developing omni-channel, enhancing organic growth, driving profitable market share gains, ongoing transformation, operational
efficiencies, margin expansion, cash generation and robust capital allocation.
Significant step change progress on the execution of this strategy driving share and revenue growth in key markets was made in
1H22, setting foundations for the company’s longer-term outperformance. Increased scale has been achieved through the recent
strategic acquisitions, and through organic growth including the $18m new customer contracts outlined at the AGM in November.
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Fig. 7 – Growth strategy summary

Source:  SGI

Recent acquisitions transform SGI
SGI has completed several material acquisitions in recent periods that will deliver transformational change to the company’s
business, significantly increasing its scale and relevance in the industrial MRO and related products industry.
SGI has now created one of the largest networks of industrial MRO distributors combining company owed branches and
independent retailer stores in Australia, and will continue to invest to grow market position and capacity to generate significant profit
growth in future years.
���%����  �$

The United Tools (UTL) acquisition is effective from 1 Mar 2022, therefore contributing 4 months trading to the FY22 result. UTL is
headquartered in Melbourne and ranks as one of Australia’s leading buying & distribution co-operatives of independent retailers
that sell tools, industrial and trade related products to business and retail customers.
Its store network consists of 35 locations across Australia operating under multiple banners, including the United Tools brand and
various independently owned brands. All stores are locally owned and operated and focused on the sale and service of an
extensive range of big-name brand industrial and trade related products.
UTL is a strategic and highly synergistic transaction that significantly enhances SGI’s scale, buying power and market position.
SGI’s branch and store network will double in size from 33 to 66, creating one of the largest distribution networks of combined
company owned and independent retailer operations in Australia.
The transaction cost for 100% of UTL shares is $24,000 plus a deferred $1.25m marketing subsidy to be paid over two years.
Assets to transfer to SGI include $1.22m net cash.
UTL generates sales of approximately $8m pa and EBITDA of $0.3m. SGI expects there is opportunity to capture $24m+ annual
revenue synergies over 3 years (at a target EBITDA +10%).
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The Skipper Transport Parts (STP) acquisition is effective from mid-Aug 2021, therefore contributing around 10.5 months trading to
FY22. STP was formerly an operating division within AMCAP, which is a subsidiary of Eagers Automotive (ASX: APE), Australia’s
largest automotive retail group. STP is a market leading Australian distributor of Industrial MRO, Automotive, Truck & Trailer,
Mining, Bus and Agriculture products.
STP has branch stores in 5 locations in WA and on-site store operations at 12 customer locations in WA and QLD. The business
brings ~1250 customers and ~300 suppliers to SGI. Key customers include Linfox, Centurion Transport and Qube Logistics.
STP is a strategic fit and highly complementary to SGI’s existing operations, allowing SGI’s subsidiary businesses and STP to
merge and cross-sell to some 75% of all customers with a wide-range product offering across the collective sales network.
SGI acquired the STP business assets for $4.2m funded through debt facilities. Assets transferred include branches and on-site
stores, stock management systems, websites, $0.5m PPE and $3.7m of inventory.
STP generates sales of approximately $18m and EBITDA of $1.1m. Approximately 85% of sales are to business account
customers and 15% to retail cash paying customers. SGI has identified $10m of revenue synergies driven by the broader product
offering, cross-selling, and geographic expansion from the combined group.
��� �  �����%#�

The C&L Tool Centre (C&L) acquisition is effective from 1 Dec 2020, hence contributing a full year’s trading in FY22 compared to
only 7 months in FY21. C&L is a market leading Australian distributor of industrial & tooling supplies, safety/PPE, hardware,
building, construction and workplace consumables based in Brisbane.
The C&L business operates a mega-store, showroom, and distribution centre encompassing 2,700sqm. Almost 25% of sales orders
are received and processed online through its e-commerce digital channels.
C&L is very complementary to the prior existing SGI business with a similar customer base, suppliers and services that allow for
ease of integration, synergies, and expansion.
The total purchase consideration was $3.83m, funded through existing cash and debt facilities and supplemented by the issue to
the vendors of $0.48m in SGI shares at 10cps plus deferred consideration of $0.9m. Assets transferred include C&L’s retail point of
sale technology, providing new capability to the wider SGI group previously focused predominantly on business customers.
C&L generates sales of approximately $14m and EBITDA of $1.3m. Approximately 80% of sales are to business customers and
20% to retail customers.
Identified opportunities for revenue synergies include cross selling, online e-commerce, new distribution channels, geographic
expansion and the introduction of new services and solutions. Identified annual cost synergies are approximately $0.5m for the
combined business.

Divestment of BSA Brands (UK)
In February, SGI announced the sale of its interest in BSA Brands (UK), a 50/50 joint venture with Bisley Workwear, to its JV
partner for around $2.0m. These operations are now disclosed as discontinued operations from the 1H FY22 reporting period
onwards. The sale agreement follows the sale of Bisley Workwear in Dec 2021 to New York-based Protective Industrial Product
(PIP), a global PPE supplier backed by the private equity group Odyssey Investment Partners. PIP’s focus is on expanding the
Bisley brand globally.
SGI will realise significant value from the transaction, strengthening the company’s capital position while retaining its valuable
partnership with Bisley and the wider PIP group as a major supplier partner in Australia.
The divestment will deliver no material adverse effect on SGI’s revenue and profit, given the BSA FY21 contribution was revenue of
only A$2.0m and breakeven NPAT.
SGI’s future focus in the medium term will be on investment and growth in building market share in its core Australian market,
building on the stronger market position achieved after the recent C&L, STP and UTL acquisitions.
Given that SGI’s UK operations were previously rolled into the JV, the sale of its 50% interest effectively means that the UK
divisional contribution to revenue and earnings will come to an end.
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Competition
SGI competes with a range of companies providing supply and distribution services to business customers in its target markets, but
most tend to have either a more narrow market orientation or be product segment focused. Few companies operate across the full
broader market and provide the integrated solutions that SGI offers. In particular, SGI’s broad, vertically integrated distribution
platform provides it with a key competitive advantage, especially when servicing large clients who have significant and varied
purchasing requirements.
The principal competitors in the Australian market are listed below. On a national basis, SGI is estimated to be the #2 or #3 supplier
of industrial MRO, safety and workplace consumables. Given the material expansion of its footprint after the recent acquisitions of
C&L Tool Centre, Skipper Transport Parts and United Tools, all of which offer significant cross-sell opportunities, SGI likely has
significant capacity to grow market share.

Fig. 8 – SGI key competitors in Australia

• Wesfarmers Industrial & Safety (Blackwoods & Totally Workwear) • MSA

• ATOM Supply • Honeywell

• Bunzl • St John

• RSEA • Trafalgar

Source:  SGI

There are significant barriers to entry for competitors to overcome if they are to compete with SGI in its key target markets. These
barriers include:
• Sourcing and establishing an extensive high quality and competitively priced product range.
• Significant time and capital required to establish a leading sales and distribution network.
• Need for strong industry knowledge and operational track record.
• Requirement to have a wide ranging and diverse customer base.
• Access to a team of well qualified, knowledgeable and experienced personnel.

Competitive advantages
Suppliers and distributors generally compete on product, location, price and convenience. While price is an important consideration,
SGI considers that service delivery and after sales support are key drivers for its target business customers.
Specific competitive advantages for SGI include:
• Experienced Management Team – SGI’s management has vast experience in product distribution, logistics and procurement.

The team has a proven track record of successfully operating and growing supply and distribution businesses, domestically and
internationally.

• Vertically Integrated Distribution Platform – SGI’s strategic presence and operational network capability across various segments
of the industrial supply and services market in Australia, enables it to efficiently service different customer groups and
differentiates it from competitors. SGI’s extensive platform also provides it with the ability to source from 2,500 suppliers across
at least 17 countries and efficiently deliver to its customers.

• Broad Offering – SGI’s ability to provide a one-stop-shop with broad product range and integrated supply solution provides
medium and large customers with a single or primary source for supply and delivery creating efficiency, and financial and
operational benefits for customers.

• Preferred Product Distribution Agreements with Suppliers – SGI’s leading product partnerships and exclusive distribution
agreements provide the ability to offer customers access to leading, high-quality brands and products at the best prices. In
addition, these supply partnerships enable SGI to win increased market share, to extend its global customer base and enhances
its ability to cross-sell (especially when taking new products into market).
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• Multiple Sales Channels – SGI’s ability to service customers through traditional and digital channels ensures all customers are
appropriately serviced, based on their purchasing preferences, supports the attraction and retention of customers and raises the
level of customer service and satisfaction. It also provides SGI operational leverage and the ability to efficiently service its
customers, thereby improving sales and earnings.

• Strong Customer Relationships – SGI has successfully developed and maintained strong relationships with all of its customers,
ensuring greater ability to generate and increase customer sales. This is reflected in SGI’s growing customer base and its ability
to grow with customers as they increase their operations. Strong relationships also extend to product manufacturers and
distribution channel partners.

Key Risks

Integration risk
SGI’s long-term growth strategy is to a significant extent based on the acquisition and successful integration of other similar
businesses in a very fragmented industry.
The long-term success of the group (and the ability to realise the expected synergies) will depend, in part, on the success of the
integration of SGI’s existing operations with those of the target businesses acquired. The integration process will involve, among
other things, coordinating geographically separated organisations, integrating complex information technology systems, integrating
personnel with diverse backgrounds and combining different corporate and workplace cultures.
The process of integrating operations can be challenging, and often the expected synergies are not fully realised or within the
timeframe predicted. There is also the risk that the process could divert management’s attention, interrupt the momentum in the
activities of either SGI or an acquired business, or the loss of key personnel.

Loss of major client
Historically SGI has relied on a small number of clients for a significant portion of its revenue. However, the company’s client base
has been significantly diversified through several acquisitions since listing. Currently the largest customer accounts for <5% of
group revenue.

Dependence on third parties
SGI’s business strategy includes forming strategic business relationships with other organisations for the manufacture and
distribution of products and services. These business relationships are critical to the overall success of the group.
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Financial Analysis

Business Economics
SGI has been a profitable business since listing in 2018. In FY21 the company reported underlying EBITDA 0f $4.5m and
normalised NPAT of $1.6m, up 41% and 33% on pcp respectively. This was delivered on revenue of $69.7m, which was only up
slightly on the prior year as the company prioritised more profitable sales.
In 1H FY22 SGI continued to deliver strong growth, with revenue up 53% to $46.5m, underlying EBITDA up 246% to $1.7m and
normalised NPAT up 63% to $1.3m (including BSA Brands which has been divested effective 1 Jan 2022).
Underlying EBITDA excludes significant items related to acquisition transaction costs and investment in e-commerce technology
platforms. In 1H FY22 significant items totalled $0.7m after tax.
Gross Profit Margins have risen from 18.5% to 29.0% over the three years to FY21, driven by increased scale, operating leverage
with better buying terms and concerted focus on higher margin business. In 1H FY22 GPM again improved to 29.8%, up from
27.7% in the pcp.
The strong 1H FY22 result was achieved despite ongoing impacts from COVID, cost inflation and supply chain shortages/
disruption. However, SGI is very confident that it is well positioned to maintain continuity in its supply lines. The company has
carried strong momentum into 2H FY22, and is set to benefit from full period and first time inclusions of contributions from the
recent acquisitions of C&L Tool Centre, and Skipper Transport Parts and United Tools respectively.
Despite the solid trading achieved in 1H FY22, there were some minor delays in the arrival of product from certain suppliers,
resulting in $3.4m of backorders at period end. This has caused approximately $0.9m of profit to be deferred into 2H FY22, further
highlighting the underlying strength of the first half.
The company maintained the guidance provided in its ASX release on January 22, 2022 for an annual revenue run-rate in excess
of $100 million after the inclusion of the STP and UTL acquisitions. This is supported by the recent strategic investments, new
customer contracts and a generally positive demand outlook for SGI’s core customer industries in Australia.
SGI also confirmed it continues to see a clear path to grow revenue and improve profitability to the company’s medium-term target
of 8%+ EBITDA margin by 2025.
The ongoing strong performance in FY22 was reiterated with the company’s 3Q update, where YTD sales were up 49% to $70m
(continuing operations). The YTD results continue to support an annual sales run rate of >$100m pa (continuing operations).
Drivers remain positive market conditions and contributions from strategic acquisitions.

Capital Management
SGI listed on the ASX in Sep 2018, raising A$12.5m in new equity through the issue of 62.5m new shares at A$0.20 per share. The
proceeds of the IPO was primarily used to complete the acquisition of Heatleys, and to provide working capital and fund growth.
SGI’s balance sheet continues to provide stability and growth funding capacity for the group. Cash reserves were $5.2 million as at
the end of 1H FY22 (including discontinued operations).
This resulted in Net Debt of $9.7m, up $5.45m over the half. The increase is a result of strategic investments made in the period
including $3.9m consideration on acquisition of STP in Aug 2021, and capital investment on warehousing and IT, e-commerce and
working capital. SGI’s sale of its investment in BSA Brands (UK) will realise $1.7m in cash as of Mar 2022, further strengthening
SGI’s working capital position and reducing net debt.

Valuation
We have modelled SGI’s business based on its reported results to date, guidance issued by the company, and our understanding
of the company’s operations and strategy. Our forecasts are summarised in the appendix to this report. We have also completed a
DCF valuation for SGI, based on our current forecasts. The valuation is presented in the chart below, and arrives at an equity value
of $0.33 per SGI share.
It is important to note that our forecasts and valuation are based on a number of assumptions, which could vary
significantly in nature, timing and magnitude from the estimates we have adopted. Some of the key assumptions are
discussed below. Given the significant recent transformation of the company, there is naturally a high level of uncertainty
surrounding any forecast assumptions, and accordingly our forecasts and valuation should be treated with due caution.
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Fig. 9 – DCF Valuation

Source: CCR and company data

The following key assumptions underpin our forecasts and valuation, together with the assumed valuation inputs shown above:
• Inclusion of recent acquisitions C&L Tool Centre, Skipper Transport Parts and United Tools from Dec 2020, Aug 2021 and Mar

2022 respectively, contributing full year revenue of $14m, $18 and $8m and EBITDA of $1.3m, $1.1m and $0.3m in each case.
• Inclusion of synergy benefits as identified by SGI in respect of each acquisition. This comprises $0.5m cost synergies for C&L,

$10m revenue synergies for Skipper, and $12m revenue synergies for United Tools. In the latter case, we have only included
half the identified synergies at this point in the interest of being conservative and waiting for further confirmation of the
company’s ability to realise targeted synergies.

• We also incorporate the $18m of new contracts recently won by SGI, as detailed at the AGM in November, assuming $8m
incremental revenue in FY23 and $10m in FY24 to account for ramp up. We assume these contracts earn EBITDA margins
similar to the average for SGI’s existing operations prior to recent acquisitions and related synergies.

• We have adjusted down the FY21 underlying EBITDA as previously reported by ~$1.4m to reflect the removal of Jobkeeper
payments, which we treat as a non-recurring item. This reduces the base from which we forecast future earnings.

• We assume no revenue and earnings contribution from the UK segment following the sale of SGI’s 50% JV interest in BSA
Brands (UK). Results from 1H FY22 have been included below the line as discontinued operations.

• All known transactions costs and growth investment costs previously identified by SGI are treated as non-recurring items.
• We assume SGI starts to pay dividends in FY24.
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Appendix 1: Board of Directors

Michael Arnold (MAICD) – Managing Director
Managing Director
Mr Arnold has extensive experience in the areas of international supply, product sales, logistics and supply chain. His
previous positions include Executive Director/Chief Operating Officer of ADG Global Supply (previous ASX listed entity) until
June 2013, where he was responsible for developing business strategy, global infrastructure, business development,
operational capabilities and leading growth.
Previous to this he was the Chief Executive Officer of Lakewood Logistics for nine years (a joint venture company held
between Australia Post and Mr Arnold) and at the same time held the role of Group General Manager of SWADS (2004-
2006), one of Australia’s then largest privately-owned logistics companies that was later sold to Australia Post.

Christopher Wharton AM (FAIM & FAICD)
Independent Non-Executive Chairman
Mr Wharton is Chairman of Thriver Finance, a WA-based investment company and is a director of Perth Racing and the
West Coast Eagles Football Club.
Chris is the former Chief Executive Officer of Seven West Media WA and led the acquisition of the Seven Media Group,
which ultimately became Seven West Media.
Prior to the formation of SWM he was CEO of publicly-listed West Australian Newspaper Holdings and before that, CEO of
Channel Seven Perth for nine years. He was responsible for all SWM’s print, online and television and radio broadcasting
assets in WA.
He began his career as a journalist and worked in all areas of newspaper management in Sydney before being appointed
Chief Executive Officer of Perth’s Community Newspaper Group in 1995. In 2013, he became Chairman of Community
Newspaper Group. His community and business involvement includes board memberships of the Telethon Trust from 2000-
2017 and Gold Corporation from 2002-2019. Chris was a member of the WA Olympic Team Appeal Committee from 2000-
2017.
He is a member of the Australian Institute of Company Directors, the Australian Institute of Management and is a former
Councillor and Vice President of the WA Chamber of Commerce and Industry. He is also a former member of the Committee
for Perth. He was awarded an Order of Australia Medal in the 2016 Queen’s Birthday honours for services to the print and
broadcast industries and for services to the community.

Giovanni Groppoli (B. Juris; LLB; FAICD)
Non-Executive Director
Mr Groppoli is the Principal of GlenForest Corporate (a boutique legal strategy, governance and board advisory firm based
in Perth). He is a Fellow of the AICD.
Mr Groppoli is the Chairman of Hunt Architects and non-executive director of Senses Foundation (NFP) and Quipmo (digital
start-up for a peer to peer marketplace for the domestic and commercial hire and rent of sporting equipment).
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He is a former director and acting Non-Executive Chairman of Automotive Holdings Group (ASX: AHG). He was a partner of
national law firm Deacons (now Norton Rose Fulbright) from 1987 to 2004 (including being managing partner of the Perth
office from 1998 to 2002) where he specialised in franchising, mergers and acquisitions, and corporate governance.
Mr Groppoli left private practice in 2004 and until 2018 was the managing director of Milner’s Brand Marketing (a leading
Australian brand marketing group specialising in premium homeware products), and Aviva Mann Optical Group (Australia’s
largest importer and national distributor of optical products and accessories).

Simon Poidevin AM OAM
Non-Executive Director
Mr Poidevin worked in Global Financial Markets for over 37 years, spending 14 years with Citigroup, culminating in heading
the firm’s Corporate Equity Broking division in Australia. Simon was previously Managing Director, Corporate Broking at Bell
Potter Securities Limited, a leading Australian full- service broking and financial advisory firm from 2013 to 2020.
He is currently President of Total Brain Limited, Australia and New Zealand and was appointed in March 2020. Simon is also
an Advisory Board Member of leading Safe Harbour insolvency firm Wexted Advisors.
Mr Poidevin represented Australia in Rugby Union from 1980 to 1991, captaining the Wallabies in 1986 and 1987 and
becoming the first Wallaby to play 50 test matches. He was awarded an OAM in 1988, The Australian Sports Medal in 2000,
The Centenary Medal in 2003 and was awarded the Member (AM) in the General Division of the Order of Australia on
Australia Day 2018. He was inducted into the Sport Australia Hall of Fame in 1991 and into the Australian Rugby Hall of
Fame in 2014.
He is Chairman of The Sports Advisory Council at UNSW and co-founded the establishment of the “Lexcen Scholarships” in
1988. The “Ben Lexcen Sports Scholarships Program” has supported over 220 UNSW Elite Athletes since its creation,
enabling 33 Olympians who have collectively won 15 Olympic Medals.
He holds a Blue in Rugby Union from UNSW and is a member of both the UNSW Sporting Hall of Fame and the UNSW
Faculty of Science Hall of Fame. He received the prestigious UNSW Alumni Award in 1990. Mr Poidevin has been a Board
Member of The University of NSW Foundation since 1999.

Abbey Phillipps
This report (“report” or “Research”) has been commissioned by the Company the subject of this report (“Company”) and prepared and issued by Joh Snyman (AR number 1283725) The recommendations and opinions expressed in this research report accurately reflect the research analyst's personal, independent, and objective views about any and all of the companies and securities that are the subject of this report discussed herein.
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Stealth Global  (SGI: A$0.100)
Valuation data Segments ($m)
Year ending Jun 2020 2021 2022f 2023f 2024f 2020 2021 2022f 2023f 2024f
EPS (c) 1.3 0.6 1.1 1.8 2.7 Aust 64.2 66.4 95.7 121.0 140.8
P/E ratio (x) 7.9 15.8 9.4 5.5 3.7 UK 3.8 2.9 0.0 0.0 0.0
P/E relative ROW 0.0 0.0 0.0 0.0 0.0
EPS growth (%) -50.2% 68.8% 70.8% 48% Corporate 0.0 0.4 0.4 0.5 0.5

Sales revenue 68.1 69.7 96.1 121.4 141.3
EV / EBIT (x) 0.0 17.1 11.0 7.0 5.1 Aust 5.0 4.4 6.7 8.6 10.2
EV / EBITDA (x) 0.0 7.9 5.4 4.1 3.3 UK  (1.0) 0.2 0.0 0.0 0.0

ROW  (0.0)  (0.0) 0.0 0.0 0.0
CFPS (c) 0.3 2.0 5.9 5.5 6.3 Corporate  (0.9)  (1.5)  (2.0)  (2.6)  (2.7)
Price / CF (x) 0.0 4.9 1.7 1.8 1.6 EBITDA 3.2 3.1 4.6 6.0 7.5

DPS (c) 0.0 0.0 0.0 0.0 1.0
Yield (%) 0.0% 0.0% 0.0% 0.0% 10.0% Cashflow ($m)
Franking (%) 0% 0% 0% 0% 100% Year ending Jun 2020 2021 2022f 2023f 2024f

EBIT 1.8 1.4 2.3 3.5 4.9
NTA per share $0.21 $0.29 $0.36 $0.44 $0.50 Net interest paid  (0.4)  (0.5)  (0.7)  (0.9)  (1.1)
Pr / NTA 0.5 0.3 0.3 0.2 0.2 Dep’n and amort’n 1.4 1.7 2.4 2.5 2.6

Tax paid  (0.5)  (0.4)  (0.5)  (0.8)  (1.1)
Dividends from assoc 0.0 0.0 0.0 0.0 0.0

Profit and loss ($m) Gross cash from op’n 2.2 2.3 3.4 4.3 5.3
Year ending Jun 2020 2021 2022f 2023f 2024f (Inc) / dec in w k’g cap  (7.6)  (1.7)  (2.9)  (3.0)  (2.0)
Sales revenue 68.1 69.7 96.1 121.4 141.3 Other 5.7 1.4 2.4 1.2 0.9
     growth over pcp 0.0% 2% 38% 26% 16.3% Operating cashflow 0.3 2.0 3.0 2.5 4.3
EBITDA 3.2 3.1 4.6 6.0 7.5 Investing cashflows
Dep’n and amort’n  (1.4)  (1.7)  (2.4)  (2.5)  (2.6) Capital expenditure  (0.8)  (2.6)  (1.1)  (0.8)  (0.9)
EBITAg 1.8 1.4 2.3 3.5 4.9 Asset sales 0.0 0.0 0.0 0.0 0.0
Goodw ill amortisation 0.0 0.0 0.0 0.0 0.0 Investments / Divestments 0.0 0.0 0.0 0.0 0.0
EBIT 1.8 1.4 2.3 3.5 4.9 Other 7.9 2.8  (5.0)  (2.4)  (2.1)
     growth over pcp #DIV/0! -18.1% 56% 57% 38% Financing cashflows
Net interest expense  (0.4)  (0.5)  (0.7)  (0.9)  (1.1) Equity raised 0.0 0.0 0.0 0.0 0.0
Pre-tax profit 1.3 1.0 1.5 2.6 3.8 Dividends paid 0.0 0.0 0.0 0.0  (1.0)
Tax  (0.5)  (0.4)  (0.5)  (0.8)  (1.1) Chg in loans  (0.4) 3.5 4.7 2.0 0.6
     Effective tax rate 40.9% 36.5% 30.0% 30.0% 30.0% Other non-op  f low s  (7.9)  (2.8)  (0.0) 0.0 0.0
Preference dividends 0.0 0.0 0.0 0.0 0.0 Net chg in cash  (0.9) 3.0 1.6 1.2 1.0
Minorities 0.4  (0.0)  (0.0)  (0.0)  (0.0)
Share of assoc 0.0 0.0 0.0 0.0 0.0
CCR adjustments 0.0 0.0 0.0 0.0 0.0 Balance sheet ($m)
CCR adj profit 1.2 0.6 1.1 1.8 2.7 Year ending Jun 2020 2021 2022f 2023f 2024f

Cash 1.1 3.1 4.7 5.9 6.9
Reported profit (pre abn) 1.2 0.6 1.1 1.8 2.7 Receivables 7.9 11.4 12.3 15.4 17.7
Abn / extra’s (after tax)  (1.1)  (0.1) 0.2 0.0 0.0 Inventories 7.9 10.7 13.6 17.1 19.6
Reported net profit 0.1 0.6 1.2 1.8 2.7 Other 0.0 0.0 0.0 0.0 0.0

Current assets 16.9 25.3 30.5 38.4 44.1
Net PPE 0.7 1.2 1.7 1.8 1.9

Profitability ratios Investments 0.0 0.0 0.0 0.0 0.0
Year ending Jun 2020 2021 2022f 2023f 2024f Goodw ill 0.0 0.0 0.0 0.0 0.0
EBITDA / sales (%) 5% 4.5% 4.8% 5.0% 5.3% Other intangibles 10.6 14.7 17.2 17.5 17.9
EBITAg / sales (%) 3% 2.1% 2.3% 2.9% 3.5% Other 2.2 2.6 3.3 3.7 3.5
EBIT / sales (%) 3% 2.1% 2.3% 2.9% 3.5% Non-current assets 13.5 18.5 22.2 23.0 23.3
Return on assets (%) 3.4% 2.1% 3.0% 4.1% 5.2% Total assets 30.4 43.8 52.8 61.4 67.4
Return on equity (%) 9% 4% 6.8% 10% 14.1%
Dividend cover (x) 0.0 0.0 0.0 0.0 2.7 Debt 7.6 14.8 19.5 21.5 22.1

Payables 8.2 12.8 13.6 17.2 20.1
Other 1.9 2.3 4.6 5.8 6.7

Liquidity and leverage ratios Total liabilities 17.7 29.9 37.7 44.5 48.9
Year ending Jun 2020 2021 2022f 2023f 2024f Equity / reserves 34.1 34.6 34.6 34.6 33.6
Net debt / (cash) ($m) 6.5 11.7 14.8 15.6 15.2 Retained profits  (20.8)  (20.2)  (19.0)  (17.2)  (14.5)
Debt / equity (%) 0.6% 1.0% 1.2% 1.2% 1.2% Total s/h funds 13.3 14.4 15.6 17.4 19.1
Net debt / equity (%) 0.5% 0.8% 1.0% 0.9% 0.8% Minorities  (0.6)  (0.6)  (0.6)  (0.6)  (0.6)
Interest cover (x) 4.0 3.2 3.1 3.7 4.6 Total funds emp. 30.4 43.8 52.8 61.4 67.4

Model summary as at 6/7/22
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Stealth Global Holdings (SGI)
Acquisitions underpin strong near term growth opportunities not reflected in share price.
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