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Operating Highlights





Operating highlights

• Managed pub division has continued to deliver, 
with turnover up by 6.0% and profits by 4.4%

• Tenanted division saw an increase in turnover despite 
losing two high turnover pubs to management

• Total beer production up 18.8% at 85,173 barrels

• Young’s cask ale sales increased by 5.8% in the period 
compared with a market decline

• Free trade has achieved growth in every business channel 
delivering total sales growth of 8.5%



Financial Review
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Enhancing shareholder value

• Turnover £60.9M     up  5.5%

• Profit before tax and exceptionals £5.1M     up  5.3%

• Adjusted earnings per share 29.48p    up  11.8%

• Reported earnings per share 26.92p    down  3.3%

• Dividend per share 11.40p    up       5.1%

• Net assets per share £12.56    up       4.1%
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Solid cash flow
 Sept

2004
£M

Sept
2003

£M

Mar
2004

£M

EBITDA 11.0 10.4 20.2

Site review costs (0.4) - -

Working capital movements (1.5) (1.5) -

Interest, tax and dividends (4.9) (4.2) (8.7)

Free cash flow 4.2 4.7 11.5

Capital expenditure (6.6) (5.9) (12.5)

Asset disposals 1.8 1.0 1.1

Share repurchases - - (5.7)

Movement in net debt (0.6) (0.2) (5.6)
 

 



Dividend per share (pence per share)
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Asset backed dividend growth

 Sept 
2004 

 

Sept
2003

Mar
2004

Equity  £143.8M £146.7M £142.1M

Net debt  £56.8M £50.7M £56.2M

Gearing 39.5% 34.6% 39.5%

Interest cover* 3.6 times 3.7 times 3.5 times

Percentage fixed rate 70% 79% 71%

Net assets per share 
 
*Based on adjusted profits 

£12.56 £12.06 £12.39

 



Young’s Retail





Operations review

• Delighting our customers with stylish pubs, unique beers 
and great service

• Retail division profits up by 2.5%

• Managed pub division’s turnover and profits up by 6.0% 
and 4.4%

• Acquisitions and sales but estate remains at 207

• Robust performance against strong trading comparatives 

• Further increases in employee and regulatory costs





Estate profile

 March
2004

+ - Transfers 
(net)

Sept
2004

Managed 99 2 (4) 1 98
Inns 13 - - (1) 12
Tenanted 95 2 - - 97

Total 207 4 (4) - 207

Freehold 160 4 (1) - 163
 
 





Managed estate development

• Invested £3.8M on acquisition and development

• Acquired 2 new pubs White Hart and Lord Nelson

• Large developments at Grove and County Arms 

• Duke’s Head in Putney transferred from tenancy  

• King’s Head in Merton sold

• Three leasehold City wine bars sold 

• The Penny Black and Bell have been acquired 
since period end





Managed house operating highlights

• Turnover up 6.0% and profits up 4.4%.

• Like for like turnover and profits up 1.5% and 4.6%

• Inns profits up 20.9% following investment at City Gate 
and Crown Chertsey but competition intense

• Property repair expenditure £1.1M up £0.3M

• Minimum wage up 7.8% 

• Licensing, Disability Act and smoking

• Seeing the benefits of our investment in training





Inns

 2004 2003 Change 

Inn rooms 326 322 +4 

Total rooms * 372 368 +4 

Room rates £58.79 £60.39 - £1.60 

Occupancy 64.9% 64.4% +0.5% 

RevPar £38.15 £38.89 - £0.74 

 
 
* Includes rooms within the managed pubs





Tenancies

• Turnover ahead despite the transfer of two high turnover pubs

• Like for like sales increased 0.2% and profits were 3.3% ahead

• Major developments at the Railway Telegraph and the Old 
House at Home 

• Unicorn and Bell acquired for £1.4M

• Two Doves at Bromley acquired post period end



Brewing and brands





Brewing and brands

• Production for the first half was 
85,173 barrels up 18.8%

• “This is a Ram's World” drives 
Young’s Bitter up 8.5%

• Young’s cask ale sales 
increased by 5.8%, compared 
with a market decline

• Contract brewing accounted 
for 37.1% of the total

• Silver award for Special 
London Ale in CAMRA’s 
Beer Festival 





Free trade and exports

• Free trade sales growth of 8.5%

• Exports up 8.2%, big growth in Scandinavia

• Silver medals for Pilsner Lager and Double Chocolate Stout 
in the Stockholm Beer and Whisky Festival.

• Sales outside of the tie represent 65.5% of own brand





Total beer volumes

 Volume % Total % 

   
Tied -2.2 48.6 

Free +8.5 46.8 

Exports +8.2 4.6 

Total  +3.0 100.0 

Own beer +2.4 59.6 

 





Free trade volumes

 Volume % Total % 

Independent +9.1 32.2 

Wholesale +31.1 16.4 

Take home +4.1 20.0 

Multiple pub groups +1.5 31.4 

Total +8.5 100.0 

Own beer +5.2 73.6 

   





Cockburn & Campbell

• Turnover up by 5.6% despite 
lower sales to our tied estate

• Free trade sales up 26.1%

• Free trade sales comprise 
30.4% of total sales

• Overall profits down 5.2% due to 
margin pressure, largely internal



Outlook





Outlook

• Acquired three freeholds the Penny Black in Leatherhead, 
the Bell in Fetcham and the Two Doves in Bromley

• Satisfied with our underlying performance in the first half

• Christmas as always the most important trading period

• Confident of delivering long term value



Ram Brewery review

• Fees and costs of £0.4M relating to drawing 
up reports and development plans

• Review's objective to obtain necessary facts 
needed to assess future of Ram Brewery

• No certainty of outcome

• Any decision subject to shareholder approval



Strategy





Enhance shareholder value by delivering sustainable, 
asset-backed earnings and dividend growth

• Focus on maximising returns & minimising costs

• Active management of property assets

• Developing Young’s Bitter as a national brand

• Exploit trade channels to drive volume growth

• Opportunistic acquisitions


