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FY21 ended on a firm note, modestly exceeding expectations. Price 

inflation will come through in a strong revenue performance but also some 

temporary margin dilution. As a result, the benefits of having repositioned 

and strengthened the group in recent years may not be visible to investors 

at first. We believe Epwin is well placed to regain and exceed historic 

levels of profitability as industry pricing issues work through. This 

scenario is not fully reflected in estimates, or the company’s valuation, but 

the foundations are in place for this to happen.  

Year end 
Revenue 

(£m) 
PBT* 
(£m) 

EPS* 
(p) 

DPS 
(p) 

P/E 
(x) 

Yield 
(%) 

12/19 282.1 15.0 8.5 1.8 11.8 1.8 

12/20 241.0 5.0 4.0 1.0 25.1 1.0 

12/21e 329.8 12.3 6.9 2.5 14.5 2.5 

12/22e 330.4 13.8 7.8 3.4 12.9 3.4 

Note: *PBT and EPS (fully diluted) are normalised, excluding intangible amortisation and 
exceptionals, on an IFRS 16 basis from FY19. Dividends: FY19 represents an H1 payment 
only; FY20 represents a final payment only. 

Firm end to FY21, modest increase in guidance 

Revenue growth for Epwin accelerated as FY21 progressed against the pre-

COVID-19 FY19 trading year, ending up 17% ahead versus this comparator. Ahead 

of the results, we cannot determine the volume and price drivers behind this 

performance but believe the pass through of rising input prices will have been a 

material contributor. As seen in the H1 results, this can have a dilutive effect on 

margins (visible in the group gross margin and Extrusion & Moulding’s (E&M’s) 

divisional EBIT margin). That said, with a modest increase in profit guidance for the 

year, further input cost inflation appears to have been well managed during the 

second half. Period-end core net debt of c £9m was around half of the level seen a 

year earlier – even after c £5m acquisition spend – and c 0.4x our expected FY21 

EBITDA, so supply-chain challenges do not appear to have required significant 

working capital absorption in H2. We have raised our FY21 PBT expectation in line 

with year-end guidance.  

Potential from enhanced business platform 

Over the last five years or so, against a backdrop of some market turbulence, 

economic uncertainties from Brexit and business disruption from COVID-19, Epwin 

has quietly gone about enhancing its manufacturing/logistics platform and 

increased its distribution presence over recent years. As mentioned above, near-

term input cost inflation means the benefits of these actions are not visible yet. In 

our view, the potential is there for a stronger group margin than the understandably 

conservative current assumptions and Epwin has the financial flexibility to 

supplement this prospect with investment as opportunities arise.  

Valuation: Undifferentiated prospects? 

Epwin’s valuation metrics have moved to a small premium versus most of its UK 

building materials peers outside the most favoured stocks. Historically they have 

been in a close cluster, which suggests little differentiation was being made for 

individual exposures and prospects. The dividend yield is expected to remain 

attractive and we believe delivering the margin potential referenced above would 

translate to superior earnings growth. 
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Investment summary 

Company description 

Epwin is an established and leading UK player in the supply of branded, low-maintenance building 

products. It operates manufacturing, fabrication and distribution facilities in a two-division structure 

with some interdivisional product supply. Having developed its footprint through organic and 

acquisitive investment, the company has a robust operational platform to rebuild and grow earnings 

from the pandemic-affected FY20 levels. 

Financials 

Epwin’s FY21 update flagged an expected adjusted PBT outturn ‘modestly above’ expectations 

(consensus £12.8m, Edison £12.7m). Consequently, FY21 will show a good rebound from COVID-

19-affected FY20, although not fully back to FY19 levels, owing to input cost pressures. We expect 

this to continue into H122 at least and have taken a cautious view on progress at this stage. Our 

estimates suggest Epwin will regain pre-COVID FY19 PBT and EPS levels by FY23. We contend 

that, based on historic reported margins and actions taken to enhance the business’s operational 

platform subsequently, Epwin could become capable of delivering an 8% group EBIT margin, which 

would translate to record profitability (EBIT of £26.5m, versus £25.6m in FY16 and our £20.8m in 

FY23e) at current revenue levels.  

Based on our latest estimates, Epwin moves from a modestly geared end FY21 balance sheet (c 

£9m core net debt, c 0.4x our FY21e EBITDA on a pre IFRS 16 basis) to a funds neutral position at 

the end of FY22 and positive net cash the next year, driven by rising EBITDA levels and free cash 

flow generation of £15–20m per year. Epwin has plenty of headroom to invest in business 

development and this would enhance dividend prospects. 

Valuation 

Epwin is trading on FY22 valuation multiples of P/E 12.9x and EV/EBITDA (pre IFRS 16) of 5.6x, 

followed by 11.0x and 4.8x respectively in FY23. We expect the recovery in earnings to be 

accompanied by a faster pick up in dividends to generate prospective yields of FY22 3.4%, FY23 

4.2%.  

The earnings ratings suggest significant growth is not being anticipated by the share price after 

prospectively restoring and slightly enhancing profit levels immediately before the pandemic. While 

it might be premature to fully factor in an 8% group EBIT margin (and we have not done so in our 

5.6% FY23 estimate assumption), investors should consider the likelihood of such an outturn and 

the impact on valuation, even if the timescale is indeterminate. We believe a recognition of this 

potential would elevate Epwin’s rating above a fairly narrow range among peers, which appears to 

show little differentiation across the constituent companies. 

Sensitivities 

Epwin is a UK-oriented business predominantly focused on the repair, maintain and improvement 

(RMI) sector of residential building and construction. The primary long-term business driver is an 

ageing housing stock underpinned by a rising population and increasing environmental standards. 

Sub-sectors have different funding and policy drivers and may not move in step within building 

industry cycles, which are influenced by overall economic growth and household-level drivers such 

as employment, consumer confidence and interest rates. On a short-term basis, and as seen in 

FY20 and FY21, rising input costs can temporarily constrain margins (and vice versa) as price pass 

through mechanisms are implemented. 
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Company description 

Epwin is a leading UK manufacturer and distributor of low maintenance and predominantly exterior 

branded building products. Since its AIM IPO in July 2014, a stable executive management team 

has deepened and broadened the company’s exposure to its core focus areas through investment 

in new products, footprint consolidation and rationalisation and acquisitions.  

Operating a two divisional structure, manufacturing-led E&M activities and installer/distributor-led 

Fabrication & Distribution (F&D). E&M accounts for almost two thirds of group revenue and has 

historically generated a higher EBIT margin.  

Exhibit 1: Epwin Group revenue and EBIT split* 

  

Source: Company. Note *Data shown are for FY19 (COVID-19-affected FY20 trading: revenue c £241m EBIT 
£11.5m before central costs. The revenue split was similar, but F&D accounted for a higher proportion of EBIT 
due to more significant unrecovered overhead in the initial lockdown phase in E&M. EBIT shown is before 
central costs of £2.1m in both years. 

Epwin has a stable of product and distribution brands. Both divisions service B2B customer 

channels and, with a degree of vertical integration between them, we estimate around one-fifth of 

E&M gross product sales go to F&D. E&M mainly sells to window and door fabricator customers 

nationally and to independent distributors typically specialising in roofing products. F&D also 

operates its own network of c 90 distribution branches in regional clusters filling gaps in E&M’s 

customer footprint, and undertakes some fabrication work at three sites, using E&M profiles. Market 

channel management is a key discipline to avoid own and third-party branches conflicting.  

Epwin predominantly serves the residential repair, maintain, improve (RMI) market and this 

represents c 70% of turnover. We estimate the remaining 30% is split broadly evenly between 

residential newbuild and social housing/commercial. Sales activity is directed at B2B customers and 

installers to pull business through its various market channels.  

Stable management, consistent strategy 

Epwin’s executive management team members (CEO Jon Bednall, CFO Chris Empson and Shaun 

Hanrahan) were all in post before and at the time of the 2014 IPO. A consistent strategy has been 

followed with a clear focus on low-maintenance building products. Leading positions in window 

systems and roofline products have been enhanced through consolidation and investment in the 

E&M operational footprint and the launch of new products. The F&D division has been re-shaped 

with increased exposure to distribution activities. Both divisions have benefitted from post IPO 

acquisitions aligned with the core business focus, product-led in the case of E&M and branch 

expansion in F&D. The NED team currently comprises Andrew Eastgate who became chairman in 

December 2014 and Shaun Smith joined the board in January. A third NED search is underway to 

replace Michael O’Leary (NED since 2015) who has recently retired. 

In the divisional commentary below, we outline some of the development activity the group has 

undertaken.

E&M
63%

F&D
37%

E&M
80%

F&D
20%
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Exhibit 2: Epwin Group – divisional operations, products and market structure 

 

Source: Company, Edison Investment Research 
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Exhibit 3: Epwin Group – schematic diagram of in-situ product use 

 

Source: Company  
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Positive end to FY21 leads to modest upgrade 

With trading remaining strong to the year end, Epwin’s FY21 update noted an expected adjusted 

PBT outturn ‘modestly above’ expectations (consensus £12.8m, Edison £12.7m).  

At the interim stage, against the undisturbed (pre COVID-19) FY19 year, headline revenue progress 

was +13%; c 10% was stated as organic plus a maiden contribution from SBS (an eight-branch 

distributor acquired in January). The full-year FY21 figure rose to +17% on the same comparative 

basis, implying that the rate of progress accelerated to c 21% in the second half. While a further, 

smaller acquisition (PBS) was made at the end of H1 this is unlikely to have affected this uplift 

materially. Input price pressures (especially but not only polymer grades) became a feature of the 

building materials supply chain generally during H220 after a stronger than anticipated post-

lockdown demand and this continued throughout most of FY21. Consequently, cost-driven price 

inflation is likely to have been the primary driver of accelerated progress in H2 in our view. As a 

result, Epwin expects to report full-year FY21 revenue of c £330m, which is c £20m higher than we 

had anticipated before the update. Underlying volume trends will be closely watched across the 

industry in the forthcoming reporting cycle.  

No further divisional detail was provided with the pre-close statement. F&D led the way at the 

interim stage with revenue up c 17% vs H119 (including the SBS effect) while E&M was ahead by 

c 11% in clearly firm end markets. It is interesting to note the F&D EBIT margin was c 300bp higher 

in H121 compared to H119, while the E&M margin reduced by a similar amount (both 6.6% for the 

period). This is perhaps indicative of the polymer supply strains in the primary manufacturing 

operations but also the high demand levels (and perhaps wider industry supply constraints) across 

the merchanting network. Each division faced the input cost pressures referenced above and we 

would expect that price increases in the second half provided some benefit to of them, perhaps with 

a slightly larger ‘catch up’ element in E&M, contributing to the inferred acceleration in the group top-

line overall.  

Despite supply-chain pressures, Epwin appears to have had a strong cash flow performance in H2, 

ending the year with core net debt (pre IFRS 16) of c £9m. This compares to c £18m at the 

beginning of the year, c £15m at the end of H121 and our c £17m expectation for the year end.  

All in all, this was a good year-end update from Epwin, which has come through FY21 on the 

favourable side of expectations for the headline financial metrics. Moreover, at the start of the new 

financial year, trading in the first two weeks of January ‘remained strong’ which, although a short 

period, is encouraging, pending the FY21 results announcement on 6 April. Ahead of this, we have 

brought our FY21 estimates in line with year-end guidance including a modest earnings upgrade. 

We have also made smaller increases to our revenue expectations beyond FY21 based on current 

run rates, though have left profit expectations unchanged at this stage pending greater clarity on 

the pass through and recovery of input cost inflation. 

Exhibit 4: Epwin Group revised estimates 

 EPS, fully diluted, normalised (p)* PBT, normalised (£m)* EBITDA (£m)** 

Old New % chg. Old New % chg. Old New % chg. 

FY21e 6.8 6.9 +2.5% 12.0 12.3 +2.5% 24.6 24.9 +1.2% 

FY22e 7.8 7.8 --- 13.8 13.8 --- 26.5 26.5 --- 

FY23e 9.2 9.2 --- 16.2 16.2 --- 29.0 29.0 --- 

Source: Edison Investment Research. Note: *IFRS 16; **pre IFRS 16. 
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Enhanced platform, well placed to deliver 

In this section we outline the changes and challenges Epwin has faced and overcome as a listed 

entity and explain why the company has never been better placed to deliver value for shareholders. 

Since its pre-IPO year in 2013 to our estimated FY21, Epwin’s headline revenue CAGR is c 3% 

with a reduction in EBIT margin of c 90bp (to c 5.2%) in the latest period compared to the first. The 

latest period contains distortions from sharply increased polymer input costs (inflating revenue but 

also depressing margins temporarily) but this comparison also conceals significant change within 

the group over the last nine years, as follows: 

◼ A consolidated manufacturing and logistics footprint. 

◼ Exit from ancillary operations representing £40m+ revenue.  

◼ Foregone £30m+ of revenue from events at two leading customers (one in administration, one 

acquired by a competitor). 

◼ Selective strategic acquisitions to add complementary building product lines and expand 

branch distribution presence adding c £70m revenue (aggregate consideration c £42m).  

Epwin has invested in line with depreciation overall while significantly upgrading capability during 

this period and generated annual free cash flow approaching £20m on average (including c £30m in 

two of the last three years) before annual IFRS 16 lease repayments running at £13m per year. 

Having ended FY21 with £9m core net debt (less than 0.4x our FY21e EBITDA), Epwin has created 

an enhanced business platform with significant financial headroom and, we would argue, less 

distraction from structural change. Consequently, we believe management has the flexibility to 

invest further in the business (organically or through acquisitions) and, subject to activity levels 

here, grow dividend distributions to shareholders. In the very near term, the pass through of higher 

input prices may continue to constrain margin development in H122 but this should not detract from 

the strategically strong positioning that management has created. 

As shown in Exhibit 3, Epwin reports under two operating divisions, which are effectively defined by 

their functional processes, E&M and F&D. Both divisions have undertaken business improvements 

since Epwin listed in 2014 and we now focus on the business models and how they have 

developed in each case in a group context. 

E&M 

As the name suggests, the primary activity of E&M is the design, manufacture and support of 

branded building materials produced via the following processes:  

Extrusion of profiles: window systems (frames and related), fascia/soffit/cladding boards, 

guttering, decking boards. PVCu is the dominant polymer material used along with wood plastic 

composite (for decking boards only). Aluminium product profiles (both window systems and decking 

ranges) are designed in-house and produced by third parties. 

Moulding of components and finished products: a number of different manufacturing processes 

are employed by Epwin, chiefly injection moulding (rainwater components as part of guttering 

systems, dry verge roofing systems, cavity closers, drainage chambers) and GRP moulding1 

(chimneys, window/door canopies, dormer window enclosures). 

 

1 Stormking  
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Order visibility is typically four to eight weeks, although this lengthened significantly at the end of 

FY20/beginning of FY21 reflecting industry-wide supply chain strains. The division usually operates 

with relatively short inventory positions in polymers (usually days rather than weeks or months) and 

carries finished profile inventory to support customer service. Manufacturing operations then are 

tasked with maintaining product availability. Foiling (adding colour laminate where required) and the 

sourcing of ancillary functional items such as seals and hardware, which generally have longer lead 

times, add a degree of complexity to this balancing process.  

As a leading producer, we would expect Epwin to be a competitive buyer of the polymer resins it 

uses. Hence, profitability is driven by throughput efficiency in manufacturing and distribution to 

achieve high service levels and support brand positioning. We now consider the footprint actions 

that have been taken to enhance operational performance in these areas. 

Manufacturing efficiency: consolidation of PVCu window profile production on a single site in 

Telford (having absorbed some lines from an exited Macclesfield site in FY17) and into two primary 

brand families, Optima and Spectus. The purchase of a new Telford site (at the end of FY19, see 

below) facilitated the relocation of foiling operations into an existing building there, which enabled 

the main window profile extrusion site in Telford to add capacity and improve efficiency. Investment 

in two new more flexible foiling lines also increased capacity at the new location and the aluminium 

window profile operation (Stellar, first launched in H1 2019) is also located there. Other profile 

production sites (at Scunthorpe, Kestrel brand, and Tamworth, Swish and Kayflow brands) have 

benefitted from investment but have not undergone structural reorganisation in the same way. 

Supply chain management or service levels: further development of the new Telford site 

included the construction of a new purpose-built warehouse facility to effectively house window 

systems inventory on a single site for the first time (this process will be complete in 2022 when the 

remaining profile lines are moved in). The benefits of doing so. having consolidated from four other 

smaller locations, are expected to come in enhanced service levels to fabricator customers and 

implicitly increased potential volumes. There are parallels with the already established Tamworth 

distribution facility for the other higher volume building products produced by this division and which 

services both in-house and third-party distributor networks.  

We see a much more streamlined manufacturing and aligned warehousing structure around three 

focused locations for the principal, higher-volume lines. The simplified and segmented brand 

structure should also bring marketing benefits, supported by enhanced service levels and a broader 

product range. In this regard, we would highlight these developments since listing: 

◼ Acquisitions of Ecodek and Stormking (in October and December 2015 respectively) added 

complementary new products (decking, offsite prefabricated components) and materials/ 

processes (wood plastic composite extrusion and glass reinforced plastic moulding) to the 

Epwin portfolio and increased exposure to the residential newbuild segment. These businesses 

are run as specialist standalone operations with separate manufacturing and inventory 

arrangements. 

◼ New product development is clearly visible in window systems with the important launches of 

the Optima PVCu profile in 2016/17 and the Stellar aluminium range in 2019, sandwiching new 

patio door offers. With improved foiling capability, the colour options for the PVCu range are 

also broader now. Having had no decking product offer at IPO, Epwin has since introduced 

PVC and aluminium options to the acquired Ecodek range thus extending market sub-sector 

choice. 

We should acknowledge the loss of business caused by two customer events in 2017 (ie Entu’s 

administration and the sale of SIG Roofing to a competitor), which also affected progress the next 

year. However, we would expect the above actions have strengthened market relationships with 

Epwin’s core fabricators and specialist roofing distributors and the introduction of new digital 
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resource for window installers to drive volumes through partner fabricators is one example of this in 

action.  

With market confidence dented by Brexit uncertainties in 2017/18 followed by COVID-19-related 

industry disruption (both lockdown phases and the unprecedented rate of recovery collectively 

covering much of FY20 and FY21), we sense the full benefits of these actions in this division are 

substantially still to be seen. In previous years, this division has delivered EBIT margins in excess 

of 10% and we believe a medium-term sustainable target of 10–12% is feasible on the enhanced 

business platform once the dilutive input price effects have been passed through. 

F&D 

This division is part of the supply chain for low-maintenance exterior building products, sitting 

downstream from E&M as a trade-focused B2B supplier to installers, contractors and general 

builders. As a buyer of profiles and products from the E&M division approximately two thirds of the 

F&D supply chain is internalised within the Epwin Group. Other third-party products are also 

sourced and sold, and complement the primary branch offer (eg sealed glass units, roofing 

consumables).  

Fabrication of window systems and range of doors  

This uses profiles sourced from the E&M division. Window fabrication is built to order (using 

measurements provided by window company customer surveyors/installers) and the door range will 

be a combination of bespoke and stock items. Wrekin Windows is primarily focused on the social 

housing/contract sub sector, while Sierra Windows has a greater orientation towards the residential 

RMI market. Permadoor supports both proprietary window companies and operates as an 

independent supplier of its range of door types.  

Distribution activities 

The c 90 strong branch network operates in England, Wales and Scotland extending from the south 

coast of the UK up to Perthshire. They carry a range of low maintenance building plastics, from 

roofing down to below-ground drainage and some internal panels, aligned with group manufacturing 

capability and supplemented with complementary third-party products. The branches are operated 

under a number of different brand names, substantially in clusters on a regional basis. They serve 

local building markets with a proposition built on comprehensive range availability supported by 

local or central stock availability.  

Decking installation 

East Anglia-based supplier and installer of decking and other products to the primarily to the leisure 

and commercial sub-sectors. As with the distribution branches above, PVS carries a range of E&M 

and third-party sourced products.  

When Epwin listed in 2014, it had seven fabrication facilities and a c 30 branch distribution network 

and we estimate that revenue generated from fabrication activity was more than double that in 

distribution at that time. In the intervening years, the F&D division has undergone some structural 

changes and also been rebalanced more towards distribution – which account for just over half of 

revenues now - as a result.  

On the fabrication side, Epwin had consolidated two separate glass-sealed unit operations onto a 

single site before exiting this activity via a disposal in 2019. The group window fabrication 

operations now source these units externally which removes earnings volatility from swings in 

utilisation levels that the in-house glass operations periodically experienced. This had been 

exacerbated by the administration of a significant customer (AIM listed Entu), which led to the 

disposal of the primary window fabrication operation that supported it and was followed by the 
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subsequent closure of a smaller one. The remaining three fabrication sites (at Paignton, Telford and 

Upton-on-Severn) are right-sized for the market segments they address. 

With regard to distribution presence, Epwin has more than doubled the number of branch locations 

in the F&D division, largely through acquisitions: 

◼ 2016 National Plastics (c 30 branches, England national, south Wales) 

◼ 2018 Amicus (c 15 branches, northern England, Scotland) 

◼ 2021 SBS (8 branches, northern England, Scotland), PBS (four branches, East Anglia) on + 

Accrington Plastics (1 branch, northern England) 

The spread of acquisitions appears considered permitting each to be absorbed in a measured way. 

Strategically, these additions should be seen as infill deals not only for the F&D division but also in 

a group context, where overlap with E&M customers is to be minimised to avoid perceived conflicts 

of interest. Geographic fit is clearly one aspect and securing market position is another; in some 

cases, the acquired branches were previously Epwin customers, so the operations are already well 

known to the group, but this action also prevents competing suppliers acquiring and substituting 

their own products. Indeed, this is what happened when GAP Plastics acquired SIG’s roofing 

branch network in 2017, affecting F&D sales at that time. 

Having trade customer access facilitates a pull through of the wider portfolio of group products, 

representing incremental sales opportunities and the capture of both manufacturing and distribution 

margin at group level. This was also the thinking behind the acquisition of Norfolk-based installer 

PVS in 2019 to improve market access for decking products. While the branch outlets have 

retained their separate brand identities, we have seen indications of a more common platform 

across the operations and a greater alignment of inventory line items over time. As one would 

expect, this has been done carefully and should permit the benefits of scale economies, particularly 

with regard to network logistics.  

The strategy for the F&D division is clear; we expect to see a continuation of selective branch 

network expansion where it does not conflict materially with E&M’s independent distributor network. 

A target number of branches has not been set, nor a pace at which additional ones are likely to be 

added. As before, existing group customers may become vendors and we would expect Epwin to 

naturally explore these options as they arise.  

We believe the manufacturing and warehousing optimisation undertaken by the E&M division 

should have knock-on service benefits for F&D operations as well as third-party customers and the 

pull through of proprietary manufactured products should potentially be enhanced as a result.  

Historically, the F&D division has reported annual EBIT margins2 ranging from 2.1% (in FY17) to 

5.1% (in FY13). We believe this hybrid division should consistently generate margins of 4–6% or 

possibly higher depending on mix. Specifically, a stronger social housing sector should be 

beneficial with an improved contribution from fabrication activities. It should be noted that 

fluctuations in polymer input prices and the resulting timing of pass-through effects to customers 

can periodically lead to temporary margin distortions (downward pressure until rising input prices 

are recovered and vice versa). Note that this applied to trading in the second half of 2021 and, we 

expect, the first half of 2022, with higher demand levels driving progressively higher feedstock and 

polymer grade prices among other input costs contributing to supply chain pressure across the 

building materials industry generally not just in low-maintenance products.  

 

2 The two periods noted were reported on a pre IFRS 16 basis 
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Sensitivities 

Epwin substantially generates revenue and profit in the UK where its operations and primary B2B 

trade-customer base reside. The company manufactures, fabricates and supplies low-maintenance 

building products. Residential end markets account for 90%+ of sales, although this is spread 

across a number of sub-segments, with modest commercial exposure accounting for the rest.  

Long term 

According to a 2015 Eurofound briefing paper3 the UK housing stock of c 28m dwellings comprised 

almost 40%, which were built before 1946 (and a similar percentage constructed between 1946 and 

1980), giving it the oldest profile among EU member states at that time. Renovation of ageing 

residential dwellings (over 60% of which are owner occupied, with the remainder split broadly 

equally between the private and social rented sectors) is a key structural driver for Epwin. Energy 

saving and other environmental measures (including thermally efficient glazing and low 

maintenance considerations) are relevant to Epwin’s product portfolio.  

Medium term 

The housing industry exhibits cyclicality driven by employment levels, consumer confidence and 

interest rate prospects to the extent that they influence residential end market behaviours. RMI 

spending typically follows secondary housing market transactions with a lag. Population growth can 

influence both RMI activity and the demand for new housing. The funding and policy drivers for 

private, private rented and social housing differ and so each sub-segment may not move in step 

with the others. 

Short term 

Major short-term market gyrations are not that common, although uncertainty in the run up to Brexit 

and initial Covid19 lockdown phases had above normal dampening effects on building sector 

activity followed by notable rebounds particularly in the later case to date. One consequence of this 

has been widespread sector shortages – with low inventory positions exacerbated by logistics 

challenges following higher than expected demand – and materials price inflation. In Epwin’s supply 

chain this generally affect others in in similar ways; input price increases are typically passed 

through with a lag for full recovery. In Epwin’s case inventory recognised as an expense in FY20 

accounted for c 80% of COGS and approaching 60% of revenue so is clearly significant; in FY21 

the initial input price pass through phase will both inflate revenues and constrain margins, before 

the latter effect recedes as recovery improves into H222. 

Competition 

The window/door and low maintenance building products sector are well established and Epwin is a 

leading player in its areas of operation. There are a relatively small number of window systems 

houses, with varied geographic exposures in Europe and levels of independence, which have been 

largely stable, although ownership changes can occasionally lead to market share changes. 

Fabrication, window brands and distribution competition tend to be more regional/local in nature 

and as a consequence they are considered to be fragmented. Purchasing power, good service 

reputation and ability to introduce innovative new products are all sources of competitive advantage 

in this space.  

 

3 https://www.bre.co.uk/filelibrary/Briefing%20papers/92993_BRE_Poor-Housing_in_-Europe.pdf 



 

 

 

Epwin Group | 11 March 2022 12 

Environment 

As noted above, energy saving and low-maintenance building products are positive in-use 

attributes for Epwin’s product portfolio. The materials used (including PVCu, polypropylene, 

aluminium and glass) are substantially recyclable and some of the products themselves are 

capable of manufacture using a proportion of recycled material, which Epwin acquires from third 

parties. PVC products account for over 70% of Epwin’s sales; formed into profiles, it is typically 

used as a substitute for external timber applications, which are less thermally efficient and require 

greater in situ maintenance. In addition, some recycled PVC is used, although virgin polymer usage 

dominates. In addition, GRP (c 10% revenue) is an alternative to other natural materials (such as 

bricks, tiles and lead), while decking (either PVC or WPC-based, c 5% revenue) also has a high 

recycled material content. Epwin’s wood composite decking is made from single-use plastics and 

wood particles and has been attributed a carbon negative production profile4. These products are 

typically lighter than traditional building materials, suggesting a favourable distribution footprint also.  

Site consolidation and increased distribution efficiencies will have served to improve Epwin’s own 

operational emissions footprint and the building industry generally is now in a phase in which scope 

three (supply chain) emissions are more closely observed. Industry participants must be able to 

measure, report and set emissions targets for improvement to be successful. 

 

4 BioComposites Centre of Bangor University  

https://ecodek.co.uk/ecodek-champions-of-sustainability/


 

 

 

Epwin Group | 11 March 2022 13 

Valuation 

Prior to general equity market volatility in the last three weeks, Epwin was rated at similar levels to 

many of its UK-oriented building materials peers and offered a prospective dividend yield towards 

the upper end of this group. With a few notable exceptions, this suggested to us that the market 

was not differentiating between these business models or indeed the underlying sub-sector 

exposures that these companies have. Epwin’s share price has been relatively stable and after 

recent moves elsewhere, Epwin has opened up small rating premia to the building materials 

manufacturer/distributor pack though has not attained the levels of some larger players. 

Epwin is a leading player in its sectors and, having gone through a period of consolidation and 

repositioning is arguably in the best position to develop since first listing in 2014. While it perhaps 

has a slower post-COVID-19 earnings recovery profile than some on our estimates, we believe the 

EBIT margin potential prospectively offers more growth upside. In financial terms, the company is 

modestly geared and set to move towards a funds neutral balance sheet in FY22. This, together 

with existing banking facilities (and no pension scheme deficit requiring cash injections), provides 

flexibility to invest to grow earnings and dividends.  

On our estimates, Epwin’s FY23 PBT nudges above the FY19 pre-pandemic levels for the first time, 

so while we clearly anticipate a good recovery from the FY20 low, we would not term this earnings 

growth in the conventional sense. On this basis, the company’s earnings multiples are: 

◼ P/E: FY22 12.9x, FY23 11.0x 

◼ EV/EBITDA (pre IFRS 16) FY22 5.6x, FY23 4.8x 

Having restored and slightly enhanced profitability immediately before the pandemic, the FY23 

rating suggests that significant growth is not being anticipated by the share price thereafter. We 

look at group EBIT margin potential and what that could mean for earnings upside in the Financials 

section below. While it might be premature to fully factor in an 8% group EBIT margin (compared to 

the 5.6% included in our FY23 estimate) there are good reasons why investors should consider the 

likelihood of such an outturn and the impact on valuation, acknowledging that the timescales are 

indeterminate at this stage. 

We expect the recovery in earnings to be accompanied by a faster pick up in dividends to generate 

◼ Prospective dividend yield: FY22 3.4%, FY23 4.2% 

Should our illustrative margin potential be realised, dividend prospects would be enhanced.  

Sector context: Narrow valuation range widens recently 

Exhibit 5: UK building materials peer valuation 

     Year end Share price Market cap P/E (x) DPS yield (%) 

Company Ticker (p) (£m) FY1e FY2e FY1e FY2e 

Epwin Group EPWN.L Dec 100  145  14.5  12.9  2.5 3.4 

Manufacturing                 

Alumasc Group  ALUG.L Jun 194 71 8.1 7.6 5.2 5.6 

Eurocell  ECEL.L Dec 209 236 10.5 9.5 4.5 5.0 

Genuit Group GENG.L Dec 480 1200 16.9 14.5 2.3 2.7 

Marshalls  MSLH.L Dec 602 1213 20.8 18.7 2.3 2.6 

Safestyle SFE.L Dec 41 58 9.0 15.9 1.2 1.8 

Distribution             
  

Brickability BRCK.L Mar 91 272 10.9 9.5 2.3 2.5 

Headlam Group HEAD.L Dec 376 323 10.1 9.1 6.4 5.3 

Lords Group LORD.L Dec 83 132 15.4 11.4 1.9 2.3 

Source: Refinitiv. Note: Priced at 10 March 2022. 
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In the UK building materials space, business dislocation caused by the initial COVID-19 lockdown 

in the first half of 2020 followed by an extended rebound phase in the next 18 months has been a 

common trading pattern. Within this, the financial impact at individual company level has varied; for 

comparative valuation purposes we are taking FY22 as the more representative year, 

acknowledging that earnings may not have recovered to pre-COVID-19 levels in some cases. 

Building materials manufacturing 

Exhibit 5 shows Marshalls and Genuit are trading on a clear P/E premium to sub-sector peers, 

which we believe reflects strong historic trading records coupled with strong relative earnings 

rebounds. Epwin has opened up a rating premium to its nearest listed competitor Eurocell (following 

the latter’s recent share price decline) and also to brick manufacturers Ibstock and Forterra (not 

shown above); these three companies have greater exposure to the residential newbuild sector, but 

this does not appear to be a differentiator in rating terms. Alumasc is at the low end of the valuation 

range for this group.  

Building materials distribution 

Most of the distribution comparators5 for Epwin have already announced FY21 results, so we have 

not included them in Exhibit 5 (to avoid inconsistencies with manufacturer peers). They are largely 

UK oriented, although SIG, Grafton and Headlam have a more significant presence in mainland 

Europe than the other companies, including Epwin. Excluding SIG, which has been through a 

number of corporate turnaround iterations, Howden is the highest rated in this peer group, for 

similar reasons to Marshalls and Genuit above we believe. It is also worth mentioning that it has a 

more hybrid manufacturing/distribution model than the others. The remaining companies listed are 

in a fairly narrow P/E rating band of c 10–12x FY22 earnings (allowing for Brickability having a 

different year end) and Epwin’s P/E multiple is slightly above this range. We would observe that 

many of these selected distributor peers have greater exposure to non-residential sub-sectors, 

although at face value this does not appear to translate into a material rating differential. 

 

5 Brickability, Grafton*, Headlam Group*, Howdens*, Lords Group, SIG*, Travis Perkins*. NB *= have announced 
(as have Forterra* and Ibstock* in the manufacturing peers) 
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Financials 

We have covered financial progress since Epwin came to the market in 2014 above. FY20 was 

affected by COVID-19 lockdown disruption in H1 but, on a recovering trajectory, the H2 outturn was 

similar to the prior year. As a result, net debt rose only modestly over the year and a final dividend 

was declared. Post COVID-19 revenue expansion accelerated during FY21, including price inflation 

effects and these will have had a dampening effect on margins. Nevertheless, having invested in 

core manufacturing and logistics capability and increased the divisional emphasis on distribution in 

recent year, the company has a robust operational platform for future development. We consider 

that organic margin expansion, self-funded investment and faster prospective dividend growth will 

characterise Epwin’s future financial performance. 

Targeting margin expansion 

FY21 earnings will show a good rebound from COVID-19-affected FY20 although they will not have 

regained FY19 levels owing to input cost pressures. We expect this to continue into H122 at least 

and take a cautious view on later progress at this stage (reaching an EBIT margin of 5.6% in FY23).  

Based on our earlier comments, sustaining revenue at FY21 levels, delivery of the mid-points of our 

indicative divisional target margin ranges (ie E&M 10–12%, F&D 4–6%) and allowing for central 

costs at 1% of revenue, would generate a blended group EBIT margin of 8%. In value terms, this 

equates to £26.5m EBIT, which is above the 2016 £25.6m peak to date and our £15m FY21e, or, on 

an ungeared basis, EPS of 13p, almost 90% above our FY21e level. Moreover, for the group as it is 

constituted, an outturn ahead of this is feasible in our opinion. 

In the near term, a more stable input price environment allowing full recovery of recent inflation 

would be a welcome starting point and we believe such a scenario would bring margin upside more 

to the fore with investors. 

Financial flexibility for investment and dividend growth 

Management has flagged core (pre IFRS 16) net debt of c £9m at the end of FY21, around half the 

level a year earlier and sub 0.4x EBITDA on the same basis for the latest trading year. In the next 

two years, we project EBITDA (pre-IFRS 16) rising in each year and being the key driver generating 

free cash flow of £10–20m per year on the same basis. As a result, despite some in-year variation 

ahead of seasonally busier periods, we expect Epwin to have minimal gearing at the end of FY22 

and be in a c £6m net cash position at the end of FY23 (excluding leases). Note that this is after 

paying c £4m and c £5m cash dividends in these years, respectively and absent any acquisitions.  

Based on these cash flows alone, we consider there is scope to increase the level of dividend 

payout. That said, dividend cover reduces to just below 2.2x by FY23 on our estimates, which 

suggests the upside is more limited from an earnings perspective. If some of the margin evolution 

described above transpires, we would argue that a higher dividend payment is achievable from both 

earnings and cash perspectives.  

With low gearing and a £65m revolving credit facility in place until June 2024, Epwin clearly has 

plenty of headroom to make further complementary acquisitions as it has already demonstrated as 

a listed company. Epwin also has a £10m overdraft facility in place which could be used for smaller 

deals. Taking a medium- to longer-term view, earnings enhancing deals boost dividend prospects.  

Epwin had c £76m IFRS 16 leases on the balance sheet at the end of H121. We assume the 

annual c £11m right-of-use asset depreciation and c £13m capital repayments remain stable across 

our estimate horizon. 
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Exhibit 6: Financial summary 
  

£m 2015 2016 2017 2017 2018 2019 2020 2021e 2022e 2023e 

December 
  

IFRS IFRS IFRS IFRS IFRS IFRS* IFRS* IFRS* IFRS* IFRS* 

PROFIT & LOSS            Restated             

Revenue     256.0 293.2 298.3 292.8 281.1 282.1 241.0 329.8 330.4 335.5 

Cost of Sales     (178.6) (200.6) (207.5) (201.5) (196.4) (193.3) (168.8) (235.8) (231.3) (232.6) 

Gross Profit     77.4 92.6 90.8 91.3 84.8 88.8 72.2 94.0 99.1 102.8 

EBITDA (pre IFRS 16)     25.6 33.3 30.3 32.1 26.7 26.4 16.9 24.9 26.5 29.0 

EBITDA (IFRS 16 norm)               38.2 28.6 38.0 39.6 42.1 

Operating Profit (pre IFRS 16 norm)  20.1 25.6 22.3 24.2 18.7 19.1 7.3 15.0 16.4 18.7 

Operating Profit (IFRS 16 norm)              21.2 9.4 17.1 18.5 20.8 

SBP     (0.4) (0.3) (0.6) (0.6) (0.7) (1.4) 0.0 (0.7) (0.7) (0.7) 

Net Interest     (0.5) (1.0) (1.2) (1.2) (1.5) (4.8) (4.4) (4.2) (4.0) (3.9) 

Intangible Amortisation     (0.0) (1.1) (1.1) (1.1) (1.2) (0.3) (0.3) (0.3) (0.3) (0.3) 

Exceptionals     (0.6) (0.2) (7.4) (7.4) (2.0) (2.3) (2.8) (0.1) 0.0 0.0 

Profit Before Tax (IFRS 16 norm)    19.2 24.3 20.5 22.4 16.5 15.0 5.0 12.3 13.8 16.2 

Profit Before Tax (statutory)    18.6 23.0 12.0 13.9 13.3 12.4 1.9 11.9 13.5 15.9 

Tax     (3.3) (3.4) (1.9) (2.3) (2.5) (2.8) 0.7 (2.2) (2.5) (2.9) 

Profit After Tax (norm)     15.9 20.9 17.6 19.1 14.0 12.1 5.7 10.0 11.3 13.3 

Profit After Tax (statutory)     15.3 19.6 10.1 11.6 10.8 9.5 2.6 9.6 11.0 13.0 

                          

Average Number of Shares 
Outstanding (m) 

  135.2 141.5 142.6 142.6 142.9 142.9 143.0 144.7 144.9 144.9 

EPS - normalised (p) – IFRS 16 
from 2019 

  11.8 14.8 12.4 13.4 9.8 8.5 4.0 6.9 7.8 9.2 

EPS - normalised (p) FD – IFRS 
16 from 2019 

  11.7 14.7 12.4 13.4 9.8 8.5 4.0 6.9 7.8 9.1 

EPS - statutory (p)     11.3 13.8 7.1 7.1 4.1 6.7 1.8 6.7 7.6 8.9 

Dividend per share (p)     6.4 6.6 6.7 6.7 4.9 1.8 1.0 2.5 3.4 4.2 

                          

Gross Margin (%)     30.2 31.6 30.4 31.2 30.2 31.5 30.0 28.5 30.0 30.7 

EBITDA pre IFRS 16 
Margin (%) 

    10.0 11.3 10.2 11.0 9.5 9.3 7.0 7.5 8.0 8.7 

Operating Margin pre IFRS 16 
norm (%) 

  7.9 8.7 7.5 8.3 6.7 6.8 3.0 4.5 5.0 5.6 

                          

BALANCE SHEET                         

Fixed Assets     93.5 108.5 106.2   111.7 125.6 108.2 103.4 102.0 100.4 

Intangible Assets     59.7 70.2 69.6   73.7 75.7 75.0 77.5 77.2 76.9 

Tangible Assets     33.1 37.9 36.0   37.3 46.1 29.5 22.1 21.0 19.7 

Other     0.7 0.4 0.6   0.7 3.8 3.8 3.8 3.8 3.8 

Current Assets     87.2 82.6 82.2   75.7 91.5 76.8 102.4 110.7 121.4 

Stocks     23.6 28.2 29.6   29.2 30.3 29.6 37.3 39.6 39.9 

Debtors     41.5 41.4 45.3   40.4 44.0 45.0 53.2 53.6 54.7 

Cash     22.1 13.0 7.3   6.1 17.2 2.2 11.9 17.4 26.9 

Current Liabilities     (68.8) (79.2) (79.2)   (69.3) (77.4) (62.2) (77.7) (77.7) (79.0) 

Creditors     (53.2) (62.9) (58.2)   (63.7) (76.1) (58.8) (74.3) (74.3) (75.6) 

Short term borrowings     (15.6) (16.3) (21.0)   (5.6) (1.3) (3.4) (3.4) (3.4) (3.4) 

Long Term Liabilities     (31.8) (21.0) (15.5)   (28.1) (36.7) (21.4) (21.4) (21.4) (21.4) 

Long term borrowings     (20.9) (17.3) (11.4)   (25.3) (32.3) (17.3) (17.3) (17.3) (17.3) 

Other long term liabilities     (10.9) (3.7) (4.1)   (2.8) (4.4) (4.1) (4.1) (4.1) (4.1) 

Net Assets     80.1 90.9 93.7   90.0 103.0 101.5 106.8 113.7 121.5 

                          

CASH FLOW                         

Operating Cash Flow     23.8 30.8 19.9 18.1 25.8 34.8 23.7 35.9 35.9 41.2 

Net Interest      (0.5) (1.0) (1.0) (1.0) (1.3) (1.6) (1.4) (1.3) (1.1) (1.0) 

Tax     (2.3) (3.8) (2.7) (2.7) (2.6) (3.3) (0.8) (1.5) (2.5) (2.9) 

Capex***     (9.0) (12.7) (7.1) (5.3) (12.5) 1.5 (8.0) (4.3) (9.2) (9.2) 

Acquisitions/disposals     (20.9) (10.2) (3.9) (3.9) 0.0 (2.2) 0.0 (4.6) 0.0 0.0 

Financing     0.0 0.0 0.0 0.0 (0.0) (12.3) (13.4) (13.3) (13.4) (13.4) 

Dividends     (6.7) (9.1) (9.5) (9.5) (8.8) (7.1) 0.0 (4.0) (4.1) (5.2) 

Net Cash Flow     (15.6) (6.1) (4.3) (4.3) 0.6 9.7 0.1 7.0 5.6 9.4 

Opening net debt/(cash)     (1.1) 14.4 20.6 20.6 25.1 24.8 16.4 18.5 8.8 3.3 

Finance leases     0.4 1.9 (1.4) (1.4) (1.1) 0.0 0.0 0.0 0.0 0.0 

Other     (0.3) (2.1) 1.2 1.2 0.8 (1.4) (2.2) 0.0 0.0 0.0 

Closing net debt/(cash)**     14.4 20.6 25.1 25.1 24.8 16.4 18.5 11.5 3.3 (6.2) 

IFRS 16 Leases               71.0 80.8 79.3 79.3 79.3 

Source: Company accounts, Edison Investment Research. Note: *IFRS 16 from 2019. **Consistent with company defined pre-IFRS 16 
net debt, which includes some other (non IFRS 16) finance leases (H120: £4m). We have assumed this category of leases to be 
constant in our estimate years (and shown as short-term borrowings). ***FY21 net capex comprises £9.2m gross less £5.2m receipt of 
Telford II final proceeds. 
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Contact details Revenue by geography  

1b Stratford Court  
Solihull 
Birmingham. B90 4QT 
United Kingdom 
(+44) 121 746 3700 
www.epwin.co.uk 

 
 
 

Management team  

CEO: Jon Bednall CFO: Chris Empson 

Jon Bednall joined Epwin as group FD in 2008, becoming CEO in 2013. He was 
previously at BI Group (an international engineering group) initially as FD and 
then as COO. He is a qualified ACA. 

Chris Empson became group FD in 2013 having joined in 2012 to assist the 
Latium integration. Prior to this, he spent three years with Rentokil Initial as 
divisional finance director having previously succeeded Jon Bednall as FD at BI 
Group. He is a qualified ACA. 

Chairman: Andrew Eastgate  

Andrew Eastgate joined as a NED on the company’s AIM listing in 2014 and 
became chairman in December of that year. He was formerly a partner at 
Pinsents and head of the company’s corporate practice in Birmingham. He is 
currently NED at Castings. 

 

 

Principal shareholders (%) 

Ruffer LLP 16.0 

AJ Rawson 14.0 

Kennedy Capital Investments 14.0 

Unicorn Asset Management 7.7 

Otus Capital Management 7.4 

Janus Henderson Investors 5.1 

Chelverton Asset Management 4.3 

AXA Investment Management 4.1 
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General disclaimer and copyright  

This report has been commissioned by Epwin Group and prepared and issued by Edison, in consideration of a fee payable by Epwin Group. Edison Investment Research standard fees are £60,000 pa for the production 

and broad dissemination of a detailed note (Outlook) following by regular (typically quarterly) update notes. Fees are paid upfront in cash without recourse. Edison may seek addit ional fees for the provision of roadshows 

and related IR services for the client but does not get remunerated for any investment banking services. We never take payment in stock, options or warrants for any of our services. 

Accuracy of content: All information used in the publication of this report has been compiled from publicly available sources that are believed to be reliable, however we do not guarantee the accuracy or completeness of 

this report and have not sought for this information to be independently verified. Opinions contained in this report represent those of the research department of Edison at the time of publication. Forward-looking information 

or statements in this report contain information that is based on assumptions, forecasts of future results, estimates of amounts not yet determinable, and therefore involve known and unknown risks, uncertainties and other 

factors which may cause the actual results, performance or achievements of their subject matter to be materially different from current expectations.  

Exclusion of Liability: To the fullest extent allowed by law, Edison shall not be liable for any direct, indirect or consequential losses, loss of profits, damages, costs or expenses incurred or suffered by you arising out or in 

connection with the access to, use of or reliance on any information contained on this note. 

No personalised advice: The information that we provide should not be construed in any manner whatsoever as, personalised advice. Also, the information provided by us should not be construed by any subscriber or 

prospective subscriber as Edison’s solicitation to effect, or attempt to effect, any transaction in a security. The securities described in the report may not be eligible for sale in all jurisdictions or to certain categories of 

investors. 

Investment in securities mentioned: Edison has a restrictive policy relating to personal dealing and conflicts of interest. Edison Group does not conduct any investment business and, accordingly, does not itself hold any 

positions in the securities mentioned in this report. However, the respective directors, officers, employees and contractors of Edison may have a position in any or related securities mentioned in this report, subject to 

Edison's policies on personal dealing and conflicts of interest. 

Copyright: Copyright 2022 Edison Investment Research Limited (Edison).  

 

Australia 

Edison Investment Research Pty Ltd (Edison AU) is the Australian subsidiary of Edison. Edison AU is a Corporate Authorised Representative (1252501) of Crown Wealth Group Pty Ltd who holds an Australian Financial 

Services Licence (Number: 494274). This research is issued in Australia by Edison AU and any access to it, is intended only for "wholesale clients" within the meaning of the Corporations Act 2001 of Australia. Any advice 

given by Edison AU is general advice only and does not take into account your personal circumstances, needs or objectives. You should, before acting on this advice, consider the appropriateness of the advice, having 

regard to your objectives, financial situation and needs. If our advice relates to the acquisition, or possible acquisition, of a particular financial product you should read any relevant Product Disclosure Statement or like 

instrument.  

 

New Zealand  

The research in this document is intended for New Zealand resident professional financial advisers or brokers (for use in their roles as financial advisers or brokers) and habitual investors who are “wholesale clients” for the 

purpose of the Financial Advisers Act 2008 (FAA) (as described in sections 5(c) (1)(a), (b) and (c) of the FAA). This is not a solicitation or inducement to buy, sell, subscribe, or underwrite any securities mentioned or in the 

topic of this document. For the purpose of the FAA, the content of this report is of a general nature, is intended as a source of general information only and is not intended to constitute a recommendation or opinion in 

relation to acquiring or disposing (including refraining from acquiring or disposing) of securities. The distribution of this document is not a “personalised service” and, to the extent that it contains any financia l advice, is 

intended only as a “class service” provided by Edison within the meaning of the FAA (i.e. without taking into account the par ticular financial situation or goals of any person). As such, it should not be relied upon in making 

an investment decision. 

 

United Kingdom 

This document is prepared and provided by Edison for information purposes only and should not be construed as an offer or sol icitation for investment in any securities mentioned or in the topic of this document. A 

marketing communication under FCA Rules, this document has not been prepared in accordance with the legal requirements designed to promote the independence of investment research and is not subject to any 

prohibition on dealing ahead of the dissemination of investment research.  

This Communication is being distributed in the United Kingdom and is directed only at (i) persons having professional experience in matters relating to investments, i.e. investment professionals within the meaning of Article 

19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the "FPO") (ii) high net-worth companies, unincorporated associations or other bodies within the meaning of Article 49 

of the FPO and (iii) persons to whom it is otherwise lawful to distribute it. The investment or investment activity to which this document relates is available only to such persons. It is not intended that this document be 

distributed or passed on, directly or indirectly, to any other class of persons and in any event and under no circumstances should persons of any other description rely on or act upon the contents of this document.  

This Communication is being supplied to you solely for your information and may not be reproduced by, further distributed to or published in whole or in part by, any other person. 

 

United States  

Edison relies upon the "publishers' exclusion" from the definition of investment adviser under Section 202(a)(11) of the Investment Advisers Act of 1940 and corresponding state securities laws. This report is a bona fide 

publication of general and regular circulation offering impersonal investment-related advice, not tailored to a specific investment portfolio or the needs of current and/or prospective subscribers. As such, Edison does not 

offer or provide personal advice and the research provided is for informational purposes only. No mention of a particular security in this report constitutes a recommendation to buy, sell or hold that or any security, or that 

any particular security, portfolio of securities, transaction or investment strategy is suitable for any specific person. 
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