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Not all steel is stainless ðbut it is 

growing the fastest of all metals
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Outokumpu is one of the leaders in 

stainless

ÅOutokumpuôs melting capacity totals 
2.55 million tons and the finished 
productôs capacity 1.9 million tons

ÅOutokumpu market shares

ÅStainless steel coil

Å18% in Europe

Å6% worldwide

ÅQuarto plate over 20% globally

ÅDuplex grades over 50% globally

ÅOutokumpuôs main markets are
ÅEurope 78%

ÅNorth and South America 11% 

ÅAsia 8%

Thyssen-
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Stainless steel ðend -use segments 

19 %

12 %

20 %

34 %

12 %

3 %

Construction

Transport
Process & Resources

Catering & Household
Chemical, Petrochemical and Energy

Other

Source: SMR, consumption of all stainless finished products 2008
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SMR analysis ðforecasted end -use 

consumption based on stainless steel 

applications
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Current stainless steel markets

ÅIncreasing buying activity mainly from distributors

ÅNo major improvement in underlying demand

ÅDistributorôsinventory levels in Europe below normal

ÅBase prices increasing further
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Prices of alloying metals have increased 

from the low levels in Q1/2009
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European cold rolled stainless steel 

price development

Cold rolled price development (304 2B German market)
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Source: CRU, incl. August 2009. 

Please note: Between July - October 2007 and February 2009, European prices for some stainless grades were quoted on a 

transaction price basis, therefore base prices are the calculated value of transaction price minus alloy surcharge for this time

period (CRU)

Q2 2009 EUR/t:

Transaction price   1 750  

Base price              1 117

Alloy surcharge         634
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Outokumpuõs key strengths

ÅFully integrated and globally 

cost competitive production 

site in Tornio

ÅLeading position in specialty 

products

ÅStrong customer orientation

ÅHighly recognized product 

and process development

ÅFocus on continuous 

improvement and excellence
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Maintain cost leadership of standard grades

Balance product mix

ÅNon-nickel grades

ÅSpecial grades

Outokumpuõs strategy ðbuild a more 

stable business model

Eurocentric

STARTING POINT RESPONSE

High share of sales to 

distributors

Large dependence on 

nickel-containing standard 

grades

Grow outside Europe

Increase end user 

and project sales

Build stable 

relations with key 

distributors
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Targets for customer and product mix

Current customer volume 

mix (2007)

Future target 

customer volume mix (2014)

Transactional 

customers

End users 

and projects

Transactional 

customers

End users and 

projects

Current product mix (2007)

Higher value-

added products 

and ferritics

Standard 

austenitics

Higher value-

added products 

and ferritics

Standard 

austenitics

Future product mix driven by higher 

value-added products (2014)

Å

Å
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Actions to implement the strategy

Maintain cost leadership 

of standard grades

Grow outside Europe

Balance product mix

Increase end user and

project sales

ÅDuplex market development

ÅFerritics market entry

ÅOptimizing existing capacity utilization

ÅSegment approach

ÅSoGePar integration

ÅImproving delivery performance (Supply chain management)

ÅDuplex market development

ÅUS plate investment

ÅChina service center

ÅTubular business in the Middle East 

ÅManaging in the challenging market

ÅFixed cost reduction and control

ÅFocus on cash flow, postponement of investments

ÅExcellence programs
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Expected growth in special grades 

significantly higher than in standard grades
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Duplex

Special

Mo-Containing

300 series

Other 300 series

Real demand growth rate 2008 - 2014

Growth rate in % p.a.

Data source: SMR. Data is for consumption of all stainless steel finished products. Special includes Heat resistant 

(309,310) & molybdenum grades, Welding grades etc
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ÅDemand from end-users and projects has 

been more stable:

Ådistributors                 -44% H1 Y/Y

Åend-users                   -32% H1 Y/Y

ÅDemand of non-standard grades has 

been less volatile:

Åaustenitic CrNi (304)    -42% H1 Y/Y

Åspecials, moly, ferritics -32% H1 Y/Y 

ÅBetter profitability in targeted customer 

and product mix

2008 2009

Distributors & Processors End-users & Projects

Delivery volumes

Recent development in customer and 

product mix validates Outokumpuõsstrategy

2008 2009

Austenitic CrNi (304) Special grades, moly grades, ferritics etc

Delivery volumes
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Financial crisis shifted focus to cost 

leadership in the short term

ÅTight fixed and variable cost control

Åproduction cuts at all sites

Åactions to reduce personnel costs at all operations

ÅGroup-wide cost cutting programs

ÅEfforts to lower working capital

Åtight supply chain management

ÅCapital expenditure limited

Åinvestment program postponed and annual capex minimized
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Top strategic priorities 2010

ÅImproving safety

ÅRestoring profitability

Åprice and mix management

Åoptimal loading at mills

Åcost efficiency

ÅImplementing strategy

Åincrease sales to end-users and projects

Åincrease sales to stable distributors

Åmore sales of specials and ferritics

ÅFocus on Excellence
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Key figures Q2/2009

ÅSmaller operating loss Q/Q due to
Åno major raw material-related inventory gains or losses

Å improved delivery volumes and base prices

Å impact from cost saving programmes

ÅProduction cuts continued, capacity utilization app. 60%

EUR million II/09 I/09 II/08

Sales 617 679 1 549

Operating profit -94 -249 174

EPS, ú -0.48 -1.04 0.31

ROCE, % -11.1 -27.5 17.2

Stainless steel deliveries,

1 000 tons

268 247 391
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Capital structure

ÅCash flow slightly positive due to lower inventory levels

ÅGearing still at a good level

EUR million II/09 I/09 II/08

Net cash generated from operating 

activities

23 301 103

Net interest-bearing debt 926 825 939

Equity-to-assets ratio, % 52.2 51.3 54.8

Debt-to-equity ratio (gearing), % 37.1 32.3 29.1
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Cash flow still slightly positive in Q2

0

50

100

150

200

250

300

350

I/07 II/07 III/07 IV/07 I/08 II/08 III/08 IV/08 I/09 II/09

Net cash from operationsEUR million

22 | September 24, 2009 | Karri Kaitue



New credit facility improved long -term 

debt maturity profile 
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Å Renewal of revolving credit facility in June ïEUR 900 million for three years

Å Short-term debt from financial institutions and outstanding amount of 

Commercial Paper programme EUR 379 million

Å Cash and cash equivalents EUR 218 million at end of June 2009
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Short -term outlook I/II

ÅDelivery volumes in Q3 are estimated to be somewhat 

below the level in Q1 (247 000 tons)

Ådue to temporary production constraints, maintenance breaks and 

seasonality of demand

ÅOutokumpuôs average base prices for Q3 expected to 
increase by 100-150 EUR/t compared to the average in Q2

ÅIntention to continue to increase base prices in Q4
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Short -term outlook II/II

ÅOutokumpuôs underlying operational result in Q3 estimated 
to be at the same level or somewhat better than in Q2

Åraw material-related inventory gains are expected to have a slightly 

positive impact on Q3 operating result (with current prices)

ÅGradually improving underlying profitability towards the end of 

the year due to 

Åbetter prices and mix as well as slowly recovering delivery volumes

ÅManagement has the ambition to reach a break-even operating 

profit towards the end of the year
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