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OOn 5 September last, DCC co-
opted two new non-executive

directors to the Board.  

Róisín Brennan, is
an executive director
of IBI Corporate
Finance, where she
has had extensive
experience advising
public companies in
Ireland, principally 
in relation to strategy
and mergers and
acquisitions. Róisín
holds a first class
honours Law degree
from University College

Dublin, is a chartered accountant and is a member of
the Securities Institute.  She has also served as a non-
executive director of the Irish Takeover Panel during
2000/2001. Róisín is a member of DCC’s Audit &
Remuneration Committees

TWO NEW 
NON-EXECUTIVE
DIRECTORS

A note from Jim Flavin 

DCC has achieved its excellent growth record
through a continuing drive to maximise
organic growth, supplemented by a

constant search for complementary bolt-on
acquisitions. Included in this issue of DCC Today is
the background on some recent acquisitions made
by the Group.  

DCC has a structured acquisition search process
that generates a continuous flow of acquisition
opportunities across all divisions. Within DCC, we
have a wealth of experience in the assessment,
structuring and negotiation of acquisitions. We
place great emphasis on acquisition execution and
integration to ensure they deliver maximum
shareholder value.

In the following pages you will read about
acquisitions in the Energy, IT & Entertainment
Products, Healthcare and Food & Beverage divisions.
All of these acquisitions have been successfully
integrated into the Group and their capable
management teams continue to bring
complementary experience and skills to our existing
businesses.  

I hope you find it interesting.

Jim Flavin
Founder & Chief Executive, 
DCC plc

March 2006
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Michael Buckley is
the former Group
Chief Executive of
AIB, Ireland’s largest
public company. Having
served as Managing
Director of AIB’s
Capital Markets and
Poland divisions and of
the NCB Stockbroking
Group, Michael has
extensive capital
markets knowledge
and experience. Prior
to his involvement in the financial services area,
Michael was a senior public servant in Ireland and the
EU, Chairman of the Review Body on Higher
Remuneration in the Public Sector and a member of
the Custom House Docks Development Authority.  He
is currently a non-executive director of M&T Bank
Corporation in the USA, is an adviser to a number of
private companies and is a member of McKinsey and
Company’s European Financial Services Advisory
Board.  Michael is DCC’s Senior Independent Director
and is a member of the Remuneration & Nomination
Committees. 

Michael Buckley
MA, LPh, MSI

Róisín Brennan
BCL, FCA, MSI

If you would like further information on any
of the topics covered in DCC Today email the

editor, Alison Graham: agraham@dcc.ie.
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DEVELOPMENTS IN DCC HEALTHCARE’S
REHABILITATION BUSINESS

In 2005, DCC acquired Physio-Med
Services, a catalogue-based marketer
and distributor of a broad range 

of rehabilitation equipment and
consumables including electrotherapy
devices, treatment couches, exercise
equipment, orthopaedic supports, foot
care products, creams and gels. The
product portfolio includes own and leading
third party brands, with own-brand
consumable products increasingly
sourced in the Far East. 

DCC has acquired an initial stake of 76%
from the founders, John and Beverly
Gregory with the remaining shares still
held by John and Beverley subject to put
and call options over the next four years.
The acquisition represents a significant
expansion of DCC Healthcare’s presence in
the rehabilitation and assistive-living
product market in Britain and in export
markets.  

The company’s broad customer base
includes physiotherapists and
occupational therapists in hospitals, as
well as chiropractors and podiatrists in
private practice. It also sells to private
individuals through its dedicated
“Homecare” mail order catalogue.
“Physio-Med is the market leader in
physiotherapy supplies in Britain with a

market share of about 25%.
In addition to our core
rehabilitation market, we
market catalogues that
address the foot care &
orthotics sector as well as
the scientific & physical
education sector” says John.

Headquartered in Glossop,
Derbyshire, the company
has 65 employees with over
20 sales and marketing
personnel servicing its customer base in
Britain. Members of the senior
management team who have helped
John drive the growth of Physio-Med
include Kevin Lee, Sales Director and
Paula Gunning, Financial Controller.
The company has sales offices in Abu
Dhabi, supporting growing sales in the
Middle East region and in the
Netherlands. Other export markets are
addressed through a network of
exclusive distributors.

Physio-Med has had an excellent growth
record and has significant growth
opportunities available to it in its market
sectors. Days Healthcare, a DCC
subsidiary with facilities in Wales and
Germany that develops and markets
mobility and rehab products, is working

closely with Physio-Med as the two
companies have complementary product
portfolios and channels to market.

Days and Physio-Med have jointly
developed and introduced a new catalogue
to the market for occupational therapists.
Many of the products for the catalogue are
sourced through Days Healthcare Asia,
DCC’s procurement operation based in
Shenzen, China, just across the Hong
Kong border. “DCC Healthcare has just
appointed a finance director and a supply
chain director who will have functional
responsibility for both companies to
capitalise on the combined opportunities
that exist for Days and Physio-Med” says
John, who is very positive about
developments and the future.
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Physio-Med premises in Glossop Derbyshire 

DCC expands into the UK wine market 

DCC’s Food & Beverage division
expanded into the UK wine
market in July 2004 through the

acquisition of Bottle Green Limited, a
leading wine importer and brand owner
to the UK market. 

Bottle Green was established in 1990 by
Jerry Lockspeiser and has grown from
small beginnings to a business that sells
over 40 million bottles of wine a year.  In
its early days, the main focus of the
business was on supplying supermarket
own label and private label products.
More recently Bottle Green has been
keen to develop its own brands and has
established an in-house marketing team
in support of this strategy.  The business
currently employs 31 staff with a mix of
both wine and commercial expertise.
Two directors, Fiona Barlow and David
Gill, are both Masters of Wine, the top
academic qualification within the wine
world. Following a strategy to further
develop the commercial, branded and

corporate edge of the business, the 
very strong wine expertise in the 
team has been supplemented with
experienced, senior-level personnel from
organisations such as Bass Brewers,
Southcorp Europe and Boots - ensuring
continuing excellence in customer
satisfaction and business standards.

“Many consumers find it difficult to
understand and differentiate old world
wines that use complex terms, obscure
labelling and foreign language,” says
Jerry, who has continued on in his role as
Managing Director. “Bottle Green has
developed a solution for these consumers
in the shape of French Connection, a
unique collection of French wines, which
brings together classic grape varieties
made in a contemporary style from the
traditional wine heartlands of France, with
accessible labels that are fresh, clear and
simple” he adds. “French Connection
wines promise uncompromising quality
and consistency throughout the range”.

In recognition of its work in this area, the
company was recently awarded the 2004
International Wine Challenge Brand
Creation of the Year Award for French
Connection. Other Bottle Green brands
include PKNT from Chile, Route 88 from
California, Inti from Argentina and the
award winning Masterpeace from
Australia.  

The company has earned a reputation for
having a creative and energetic team that
can provide the retailer with a total
service solution across the wine category
(brands, own label, promotions,
logistics and consumer insights).
The Bottle Green acquisition is an
interesting first step in the
expansion of DCC’s wine business
in Britain. DCC hopes to build on
the team’s unique combination
of wine marketing and brand
expertise, as well as their
excellent procurement and
sourcing skills.
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The DCC Group has a strong
balance sheet with modest levels
of net debt and a track record of

consistently strong cash flow generation.
DCC has attractively priced, long-term,
unsecured debt funding equivalent to
over €300 million, which was raised in
the US private placement market and
swapped to a mix of sterling and euro
floating rate debt with the Group’s
relationship banks.  

Treasury activities are governed by the
Group’s Treasury Policy, which is
reviewed and approved by the DCC
Board on an annual basis. Key treasury
areas that are managed centrally
include:

• funding, liquidity and related interest
rate risk;

• currency and commodity price risk;
• banking relationships including

counter-party credit risk; and
• the allocation of treasury limits to

subsidiaries.

Monitoring and managing foreign
exchange exposures is important as, in
addition to varying foreign exchange
requirements in relation to sales and
purchases across individual DCC
companies, over half of the Group's
activity is in the UK while its reporting
currency is the euro. “FX positions are
reported by our subsidiaries and are
monitored for natural hedge
opportunities” says Cara Moran,
Treasury & Accounts Assistant, adding
that “individual transactions are

recorded in the treasury system,
marked to market and independently
confirmed with the relevant banks at
each month end.”  

DCC places great emphasis on strong
treasury controls in terms of
transactions undertaken and in areas
such as standardised bank facility
arrangements, bank mandates,
independent confirmation procedures
and segregation of duties in electronic
banking systems. These control
procedures are reinforced by regular
internal audit inspections.  “Managing
key treasury areas at head office,
together with a focus on information
systems and controls ensures that we
add value in these areas”, says Daphne
Tease, Deputy Group Treasurer. “It also

enables us to share experiences and
provide our subsidiaries with support to
efficiently manage activities such as
volume payments /collections and day-
to-day FX transactions at local level”.

According to Niall Kelly, Head of Group
Treasury, converting treasury best
practice into reality is an ongoing
iterative process involving significant
interaction across DCC and with
relationship banks, debt investors 
and other service providers. “Our
experience” he says “is that time
invested in best practice initiatives
delivers a substantial payback in terms
of leveraging treasury resources to
support Group initiatives, organic
growth and acquisition integration”.

GROUP TREASURY

Group Treasury l-r Cara Moran, Niall Kelly, Daphne Tease 

NEW INVESTOR RELATIONS MANAGER

In line with DCC’s policy of rotating
the position of Investor Relations
Manager every couple of years,

Conor Murphy has recently been
appointed to the position. Murphy has
been with DCC for over seven years and
has gained broad knowledge of the
Group through his different roles - as
Finance Manager of DCC Healthcare,
Finance Manager of SerCom Distribution
and most recently as a Director of DCC
Corporate Finance. In this article, he
shares his vision and expectations for
his new role:

“Investors have a multiplicity of
investment opportunities today”, says
Murphy. “The global village in which
we live means that there are many
more investment opportunities
available, it is no longer just a
question of in which share is it best to
invest. Investors have a wide range of
products from which to choose, from
shares to properties and from hedge
funds to bonds. They must also decide
whether to invest in Euro, Sterling,
US$ or Yen.“  

Conor Murphy 
Investor Relations Manager



INTERNATIONAL FINANCIAL
REPORTING STANDARDS
- AN ARTICLE BY GAVIN O’HARA

Accountancy hits the headlines! This
year's best-selling book is not likely
to be by any author in the latest

top-ten chart, but by a group of 
academics who comprise the International
Accounting Standards Board. The 3,000-
plus page tome they have authored will
have landed on the desks of an estimated
7,000 listed companies and will have to be
read by hundreds, if not thousands, of
staff.  But this is no bedtime thriller - this
year's top prize goes instead to a collection
of detailed accounting rules that have sent
finance and information technology people
reaching for the headache tablets.
Welcome to the new world of accounting!

All companies with securities listed on a
Stock Exchange in any EU country are
legally required to produce their
consolidated accounts in accordance
with International Financial Reporting
Standards (“IFRS”) for accounting
periods beginning on or after 1 January
2005.  For DCC, this means that the
first Annual Report under IFRS will be
for the year ending 31 March 2006.

IFRS is a single set of global accounting
standards that aims to deliver transparent
and comparable information in financial
statements. In making the change to
IFRS the DCC Group are adopting a
financial reporting language that will
enable the Group to be understood in a
global marketplace and, in the longer
term it is hoped this will allow the Group
increased access to world capital markets,
to reduce costs and to benchmark against
other international groups.  

DCC issued an IFRS transition
statement on 30 September 2005 to
explain the main areas of change
arising on the introduction of IFRS and
detailing Group results to 30 September
2004 and 31 March 2005 under IFRS.
These figures represent the
comparative information for our most
recent interim and our upcoming final
results and were compiled with the
significant involvement of many
functions across the Group.  

You can’t expect to read an article on
IFRS without some financial jargon so
I’ve summarised the main areas of
change below:

• Goodwill/intangible assets:
Goodwill is no longer amortised but is
subject to annual review. Other
intangible assets (mainly comprising
customer relationships) are identified
on acquisitions and are capitalised and
subsequently amortised over their
economic lives;

• Defined benefit pension schemes:
Under IFRS, the Group recognises the
assets and liabilities of defined benefit
pension schemes on the balance sheet
with a number of new entries to the
income statement. Previously the
assets and liabilities of the Group’s
defined benefit schemes were not
reflected in the Group’s balance sheet;

• Foreign currencies:
Certain inter-Company loans do not
now qualify as part of the net

investment in foreign operations and
consequently gains and losses on
these loans are recognised in the
income statement;

• Expensing of share options:
Under IFRS, a charge is recognised in
the income statement representing the
fair value of the share option granted.
No charge was recognised under
previous accounting standards.

Overall, the underlying economics of
the Group are unchanged and the
implementation of IFRS has had a
minimal impact on the Group’s results
for the restated periods.   

Looking forward however, significant work
will need to be undertaken to determine
the ongoing data required for IFRS and to
adapt DCC’s financial systems, including
the internal control systems, to produce
this data. The key underlying aspect of
the entire process is that the data being
used to prepare the financial statements
are accurate, reliable and appropriate.
The continued involvement of many levels
across the Group is required to complete
a smooth transition to IFRS. 
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Gavin O’Hara
Head of Group Accounting

Despite all of these choices, there are a
number of key criteria that investors
still seek:
• Consistent growth record

• Strong cash flow

• Better than average returns on
capital 

• Strong, committed management 

• Consistent strategy

“Looking back on the growth in DCC’s
shareholder base over the past five
years, it is clear that investors recognise
these attributes in DCC,” he surmises.
“In 2001 DCC’s shareholder base was
broadly split as to 50% Irish and 40%
UK, with the remaining 10% based in
Continental Europe and America.  Today

this is approximately 35% Irish based
and 35% UK based, with 20% based in
America and 10% in Continental Europe.” 

“Since its flotation in 1994, DCC has
had a dedicated investor relations
function, which was quite innovative for
a public company of DCC’s size at that
time. The growth in the shareholder
base since then shows the success of
the function and the excellent work
that has gone into the role”, says
Murphy. “The key to the continuing
success of the Investor Relations
programme will most certainly not be
found sitting behind a desk,” he adds.
“Existing shareholders have to be met
on a regular basis to ensure that they
remain supporters. They have to

understand the DCC story and be kept
abreast of any changes.  New investors
are crucial to the growth of the
business. Targeting fund managers in
the UK, Europe and the US is a ‘slow
burn’ that requires numerous meetings
and conference calls before they will
decide to come onboard. 

Looking to the future, Murphy concludes
that “to ensure that the excellent
achievements of management
throughout the whole Group are
reflected in the shareholder base and in
the share price will require a significant
amount of time on the road”. 
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As acquisitions are a way of life
within DCC, the IT challenges
posed by the integration and

absorption of different business are well
understood. That level of experience
helps assure the success of each
integration, but every project throws up
its own unique challenges. 

DCC Energy is the leading independent
marketer or LPG and Oil products in
Britain and Ireland. In the year to 31st
March 2005, DCC Energy’s turnover was
€1,024 million with an operating profit
of  €51.3 million. The acquisition of the
Shell Direct UK business in November
2004 significantly extended DCC’s reach
throughout Britain in the sales,
marketing and distribution of oil
products. Shell Direct supplied heating

oils and transport fuels to domestic,
agricultural and small commercial and
industrial customers across 36 depots in
Britain, with sales volumes of approx.
600 million litres and delivered another
150 million litres on behalf of Shell.

The business challenge was to continue
to service the customer base without
any disruption, and to then integrate as
quickly as possible into what would be 
a greatly expanded GB Oils (UK)
business. The IT challenge was to match
those objectives with a migration of the
IT systems at a pace that would mirror
the business targets for full integration
of both operations.

The GB Oils (UK) business uses an
enterprise-wide application called

Peter Quinn 
Head of Group IT

SUCCESSFUL INTEGRATION OF SHELL DIRECT UK 
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DCC HEALTHCARE DEVELOPS CONTRACT
SERVICES TO HEALTH & BEAUTY SECTOR

DCC acquired Laleham Healthcare,
based in Alton Hampshire in late
2004. Laleham is a contract

manufacturer and packer of liquids and
creams for leading British, European
and global health & beauty companies.
Among the range of well-known brands
manufactured and/or packed by
Laleham for its clients are The Body
Shop, John Frieda, Estee Lauder,
Champneys Spas and Resorts, Equazen
and Combe Pharmaceuticals.  Laleham’s
output principally comprises hair and
skin care products, nutraceuticals and
OTC pharmaceuticals in a variety of
packaging formats. 

Founded in 1970, Laleham operates
from a new purpose-built, 65,000 ft2,
facility that, in common with DCC
Nutraceuticals’ existing facilities, 
is licensed by the Medicine and
Healthcare Products Regulatory Agency.
Laleham’s strong growth record is
driven by its technical expertise,
flexibility and customer service.
Operations Director, Ron Young
comments that  “Our philosophy has
always been to focus on products that
are more difficult to manufacture or
pack and which require a greater level
of proficiency. We have significant
experience and technical knowledge in
the development and production of

creams, in particular “hot fill” creams,
liquids and ointments”.

DCC owns 80.5% of the equity with the
remainder of the shares held by the
senior management team - subject to
put and call options over the next three
years. DCC is delighted that Vic Hilliard,
Managing Director and Ron, who were
instrumental in the growth of Laleham,
are continuing to lead the development
of the business. 

Vic and Ron work closely with their
colleagues in DCC Nutraceuticals in
particular Stephen O’Connor, Managing
Director and Rachell Hipkiss, Sales &
Business Development Director.
According to Vic, the combined team are
capitalising on the new business
development opportunities which arise
from the expanded range of contract
services that DCC Nutraceuticals offers to
the Health & Beauty sector - product
development and formulation, contract
manufacture (tablets, hard and soft gel
capsules, liquids and creams) and
packing.  “To give additional impetus to
our efforts in this area we have appointed
a new business development director
who will be starting in early April, as well
as a number of formulation scientists. We
are also adding to the business and
product development teams “he adds.

Vic Hilliard - Managing Director

Ron Young - Operations Director



THE FUEL CARD GROUP
- DCC Energy further expands its 

customer offering
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Codas, which is specifically designed for
the fuel distribution industry. The ultimate
objective was to bring the Shell business
fully onto this platform and facilitate
common processes, controls and
management across the entire business
through the use of a single IT system. 

As the tight timeframe available
precluded an initial total migration of
the entire business onto Codas, the
approach was to de-couple the Shell IT
systems from their parent company and
have them up and running as stand-
alone DCC systems. This allowed the
business to operate without any
disruption and also minimised the
impact of sudden change across such a
large organisation.

The next major phase aimed at migrating
the Shell business onto Codas then
began. The challenges faced included:

• The addition of close to 200 new
users across a large number of
depots

• The need to expand the existing
infrastructure to cater for a 75%
increase in both transaction volume
and user base

• The addition of extra functionality to
support new services provided by the
enlarged business

• Ensuring our new users in 36 depots
throughout Britain were properly
trained

• Ensuring that these new users were
properly supported following the go-
live date to make sure that any
teething problems didn’t impact
business operations

As part of the project, the data network
technology was upgraded and the IT
strategy focused towards a more
centralised architecture. This provided a
more future-proofed network with lower
operating costs, and a more
manageable infrastructure. 

Codas went live on the weekend of the
31 August 2005. Peter Quinn, DCC’s
Head of Group IT, commented, “The
technical challenges were quite
considerable but at least it could all be
fully tested before going live. The real
risk lay with the introduction of this
scale of new technology and processes
to such a geographically dispersed user
community. Failure here would have had
a direct impact on our customers and
our business. It is testament to the
thoroughness and focus of the entire
team that this project went live with no
negative operational impact”.
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In January 2005, DCC Energy
acquired The Fuel Card Group, one
of the largest independent suppliers

of branded fuel cards in the UK. Ben
Jordan, who had been involved in the
fuel card business for a number of
years, was appointed as Chief
Operations Officer at the time of the
acquisition.

The Fuel Card Group supplies fuel cards
to companies across the UK with small
to medium sized fleets. Customers can
choose from a network of stations such
as BP, Total, Esso, Shell or Texaco, and
the Fuel Card Group will supply branded
cards to all of the customer’s fleet to
use in the selected station network.
Benefits to the customer include single
monthly billing, independent of the
fleet size, a flexible pricing structure
and access to the Fuel Card Group’s
online account management tools.
Advantages to the major oil companies
include no longer having to manage
thousands of individual customer
accounts, which can be a major credit
control headache. Instead, each oil
major has one debtor - the Fuel Card

Group – and can feel safe in the
knowledge that its credit is good
as it is part of the DCC Group.  

“Customer Service is key for the Fuel
Card Group,” says Ben. “ As the Group
is not tied to any particular brand or
network, it is seen as offering genuinely
independent advice to customers and
has dedicated professional account
managers and administrators on hand to
answer any customer queries”. The
Group has also invested heavily in its IT
systems to provide additional direct
account handling services to customers,
allowing them to:

• View current and previous invoices 

• Amend Direct Debit instructions 

• View un-invoiced transactions and
monitor usage 

• Analyse fuel bills and download 

information into other Microsoft
packages 

• Update company information 

• Stop, cancel and order cards in a 

secure manner 

To ensure the continuity and security of
these services there has been a
significant investment in off site back-
up services as well.  

The business has continued to grow
and as we move to a “cash less” society
Ben sees a bright future for the Fuel
Card Group, with customers
increasingly preferring the security of
fuel cards over cash.   
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PILTON STRENGTHENS DCC’S POSITION
IN THE HOME ENTERTAINMENT MARKET 

Last June DCC announced the
acquisition of Pilton, the leading
distributor of DVDs and computer

games to the home entertainment
market in Ireland.

Pilton is the holding company for a
number of trading subsidiaries, which
include:

• NCV Distribution Limited, the largest
distributor of retail and rental DVDs
and videos in the Republic of Ireland

• VHS Distribution Limited, the
leading distributor of DVDs and
videos in Northern Ireland with a
growing business in Britain.

• CGS Distribution Limited, a leading
distributor of computer games in
Ireland.

• Sherlane Agencies Limited, a
distributor of a range of audio visual
accessories to the retail sector in
Ireland

• Sendit.com, a Northern Ireland
based online retailer of DVDs, video,
computer games and consumer
electronics principally into the UK
market

The origins of the Pilton Group date back
to 1980 when NCV Distribution Limited
entered the video distribution business

in Ireland. Nick Furlong, Managing
Director of Pilton, has successfully led
the development of the business since
its inception. “The business has
excellent longstanding relationships 
with some of the world’s leading film
studios including 20th Century Fox,
Entertainment in Video, Universal and
Disney to name but a few. It has deep
distribution reach in the Irish retail
market, which includes supermarkets,
retail chains, rental chains and
independent retailers” says Furlong.  

Consumer expenditure on video (VHS
and DVD) has experienced explosive
growth over the last six years, with the
market doubling in size between 1998
and 2004, driven by the introduction of
the DVD format. “Whilst these days of
stellar growth have passed,” Furlong
adds “Screen Digest, the industry
research firm, has projected that total
consumer spending on videos in the
Irish market will grow from €144 million
in 2004 to €160 million in 2008”. This
growth will be driven by:

• increased penetration of DVD
players in the market,

• expansion of the retail market and
the decline in the rental sector,

• increased buy rates in the
average DVD per household
per annum, and

• unit price reductions.

Pilton has a growing
business in Britain,
Europe’s largest video
market. The UK market is
projected to grow from Stg£3.1
billion in 2004 to Stg£3.6 billion by
2009. While all the major film
studios have offices in the UK, direct
supply from the studios accounts for
only 47% of the market with the
remaining 53% going through the
distribution channel.  

Through its UK based subsidiary, Gem
Distribution, DCC is already a leading
distributor of entertainment and
consumer digital products to 
the retail sector in Britain. Donal
Murphy, who heads up DCC’s
SerCom division adds that
“leveraging Gem’s existing

customer base and infrastructure will
accelerate the growth of Pilton’s UK DVD
business.  Broadening Gem’s product
categories positions Gem to provide a
range of entertainment and consumer
digital products including DVD, computer
games and consumer electronics to the
growing supermarket sector”. Similarly, in
Ireland DCC is leveraging Pilton’s
distribution reach to supply a range of IT
and consumer electronics products
sourced through its Irish based
subsidiary, Sharptext, as well as through
Gem. Although modest in size,
Sendit.com provides DCC with an entrée
into the online retail market.
Sendit.com’s product set has been
expanded to include a range of consumer
electronics and IT products sourced
through DCC’s IT distribution businesses. 

In summary the acquisition of Pilton has
expanded DCC’s product range and
retail market reach within the growing
market for entertainment and consumer
digital products, a sector that
contributed 42% of the IT distribution
division’s profits in the year ending 31st
March 2005.  

Nick Furlong – 
Managing Director of Pilton

DVDs distributed by Pilton


