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Financial targets 2016 (assumes exchange rates as of November 1, 2013 (DKK/USD   ̴ 550) until end of 2016)

GN ReSound

GN Netcom

GN Store Nord 1 - 2 times EBITDA26 - 27%

Net interest-bearing debt

More than 3%-points above 

market growth

In line with top-tier 

competitors

More than 10% 18 - 19%

Organic revenue growth 

(2014 - 2016 average )
EBITA margin

More than 55%

Increase more than 4%-

points from 14 - 15% in 2013

ROIC Effective tax rate

 
    

 
 



 

GN Store Nord A/S Strategy 2014 - 2016 Page 2 of 11 Investor contact: Michael Bjergby, Tel.: +45 45 75 02 92 

 

2016 
target*

0%

5%

10%

15%

20%

25%

2010 2011 2012 2013 2014 2015 2016

EBITA 
margin

Top-tier competitors*

GN ReSound**

1-4%

1-4%

1-4%

0%

5%

10%

15%

20%

25%

2014 2015 2016

Accumulated 
organic growth

GN ReSound organic growth in excess of market growth
Expected market growth

                                                                 



 

GN Store Nord A/S Strategy 2014 - 2016 Page 3 of 11 Investor contact: Michael Bjergby, Tel.: +45 45 75 02 92 

 

Around DKK 
25 billion

DKK 26 - 29 
billion

3-5% p.a. (1)-(2)% p.a.

2012 2013E 2014-16
unit growth

2014-16 ASP
development

2016

Around DKK 
2 billion

DKK 2.2 -
2.4 billion

2012 2016
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future of hearing
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ReSound 
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of directors
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• Increase marketing and sales efforts

• Gain preferred supplier status

• Grow GN Otometrics into new channels and offerings
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• Structural growth and supporting megatrends

• High margin industries and high barriers to entry in the core businesses
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product portfolio
Productivity 

increase
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Survival and change of 

business model

Preparing for growth -

lifting EBITA margin

Aspiring to be preferred 

choice in hands free audio

EBITA
Attractive

market

growth

Cutting edge

product
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• Increase marketing and sales efforts

• Key markets initiatives (North America and China)

• Deeper and broader customer focus

• Stronger online presence, including digital marketing

• Broaden music product portfolioS
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• Structural growth and supporting megatrends

• High margin industry and high barriers to entry in the core business
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Enhancing

organizational

capabilities

Maintaining leading edge 

product portfolio
Productivity 

increase
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Enhancing

organizational

capabilities

Maintaining leading edge 

product portfolio
Productivity 

increase
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2014 - 2016

Growth initiatives in GN ReSound and GN Netcom

• Structural growth and supporting megatrends

• High margin industries and high barriers to entry in the core businesses
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Sustainable and profitable growth
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Financial targets 2016 (assumes exchange rates as of November 1, 2013 (DKK/USD   ̴ 550) until end of 2016)

GN ReSound

GN Netcom

GN Store Nord 1 - 2 times EBITDA26 - 27%

Net interest-bearing debt

More than 3%-points above 

market growth

In line with top-tier 

competitors

More than 10% 18 - 19%

Organic revenue growth 

(2014 - 2016 average )
EBITA margin

More than 55%

Increase more than 4%-

points from 14 - 15% in 2013

ROIC Effective tax rate


