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Highlights in the First Half of 2004

Orders +12%
- good growth momentum in both divisions

Sales +5%
- sales increase at Automotive Systems
- lower volume at Textile Systems in 1st semester

EBIT +3%
- improvements at Automotive Systems
- very good EBIT margin at Textile Systems

Net profit +27%
- improved financial result

 Cash flow +17%
- strong Free Cash flow

EPS +29%
- share buy-back completed
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Rieter Group: Know-how

Manufacturing and Processing of Fibers and Plastics

Textile Systems Automotive Systems
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fibers and plastics

combined with
acoustic know-how

Non-
wovens
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components 
and services for 
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and nonwovens

Customers 
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(yarn and 
nonwoven 
production)
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(automotive 
industry)
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Raw
materials
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materials
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textile technology 

know-how
Nonwoven
Fabrics and
Carpets
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5% Sales Growth Driven by Automotive Systems

First half year Sales 

Textile
Systems
582

Automotive
Systems

1033

36%

64%

-5%

Other Business
Activities

11

HY1 2004: 1626 CHF million +5% HY1 2003: 1555 CHF million

Textile
Systems
611

Automotive
Systems

939

39%

61%

Other Business
Activities

5

+10%
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Sales Europe: 47%
Sales EU: 42% 
Sales Nafta: 22%

(in CHF million) 2003 HY1 (Ranking HY1)

90% of sales are reached 
in 20 countries, thereof

13 industrial countries
7 newly industrialized

countries

Countries with highest Sales in 2003 / HY1 2004

* CHF 260 Mio Automotive, 10 Mio Textile

1. USA 578 252 (1)

2. Turkey 300 126 (5)

3. France 270* 164 (2)

4. China 253 154 (3)

5. Germany 247 127 (4)

6. Italy 238 117 (6)

7. UK 164 102 (7)

8. Spain 126 52 (11)

9. Canada 118 83 (8)

10. Sweden 91 61 (9)

Total 2385 1626
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Global Light Vehicle Production (2004-2008)

NAFTA

W. Europe

E. Europe Japan

Rest of Asia
S. Korea

S. America

Rest of World

World Production
2004: 60.5 Mio
2005: 62.6 Mio.

Source: DRI-WEFA Forecast Report, June 2004
(%-Change between 2004 and 2008 based on absolut DRI-WEFA values)
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Fibers Market – World growth 2003 - 2011 >3.2% p.a.

Source: PCI
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Expansion of the automotive business with the following 
priorities:

Organic growth through innovative products

Good cost position through permanent 
productivity enhancement and exploitation 
of low-cost locations

External growth only in order to close strategic 
gaps (regional, product, know-how)

Automotive Systems: Strategic Intent
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Textile Systems: Strategic Intent

Highly profitable, highly flexible textile machinery
business with the following priorities:

Expansion of the component business

Reinforcement of the nonwovens business

Improvement in the man-made fiber business
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Outlook 2004

2004 sales above 2003 levels
- maintained sales momentum at Automotive Systems
- Textile Systems with strong order intake but some delays in

deliveries

Further EBIT increase
- operational improvement at Automotive Systems
- continued good margins at Textile Systems despite higher raw

material prices and delayed deliveries

Higher Net profit and strong Cash flows 
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General Outlook

Further profitable growth

- dual strategy

- innovative products and services

- global presence with good customer relations

- motivated workforce and management teams
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Values and Guidelines

Delight
your

Customers

Enjoy
your
Work

Fight
for

Profits

Comfort
thanks to Rieter

Rieter is a publicly-listed Swiss industrial group providing inno-
vative solutions to the global textile and automotive industries.
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Disclaimer

Rieter is making great efforts to include accurate and up-to-date information in this document, 

however we make no representations or warranties, expressed or implied, as to the accuracy or 

completeness of the information provided in this document and we disclaim any liability 

whatsoever for the use of it.

The information provided in this document is not intended nor may be construed as an offer or 

solicitation for the purchase or disposal, trading or any transaction in any Rieter securities. 

Investors must not rely on this information for investment decisions.

All statements in this document which do not reflect to historical facts are forecasts for the future 

which offer no guarantee whatsoever with respects to future perfomance, they embody risks and

uncertainties which include - but not confined - to future global economic conditions, exchange 

rates, legal provisions, market contitions, activities by competitors and other factors which are 

outside the company's control.

Copyright 2004, Rieter Holding Ltd., All rights reserved.


