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G R O U P  P R O F I L E  

Legris Industries,
creating the impetus for industrial success

LEGRIS (Industrial Fluids)
Instant fittings and connectors for industrial applications

and the automotive industry. Legris leads the world 

in low and medium-pressure instant fittings.

COMAP (Domestic Fluids)
Connectors and regulation equipment for gas and water

in housing. Comap is no.3 in Europe for fittings used 

in heating and sanitation systems.

SAVOYE (Logistics)
Design and production of flexible, efficient logistics

solutions for distribution centers. Savoye is no.1 

in France and a major European player in automated

warehouse equipment.

Legris Industries is a diversified industrial

group that designs, produces and markets

products with a growing service component.

Our three divisions are:

Sales:

€ 440.5
million

2004 KEY FIGURES

70 %
of sales 
outside France

3,260
employees

47
sales units 
worldwide

26
production
and logistics sites

45 %
Industrial Fluids

14 %
Logistics

41 %
 Domestic Fluids

2004 sales

by division
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he resounding success of delisting in the first

quarter of 2004 marked an historic turning 

point for the Legris Industries Group and won

praise from many experts as a model for this type 

of procedure. This move to greater shareholder

independence opens up promising new horizons, with

our business now freed from the demands of market

image that could have stood in the way of its progress.

Our new-won independence rewards a united

commitment rooted in our values. Now more than ever,

we draw our inspiration from a belief in demanding

standards, imagination, proximity and transparency–

as the events of 2004 so clearly show.

This was certainly the case at Savoye, where the

combination of demanding standards and the best in

technical imagination has won our Logistics Division

a place as a top performer in its segment. Similarly,

Legris has continued its ambitious drive for new

international reach, at the same time renewing and

consolidating market strategy, while Comap has moved

ahead to score rapid gains for its new products in

Europe, backing this up with a new generation of

production and logistic tools.

“Our earnings naturally

benefited, with a vigorous 

rise from the previous year

rewarding demanding

standards for performance

and enabling us to meet our

commitments to the full.” 

T

F R O M  T H E  C H A I R M A N  A N D  C E O
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Vigorous



Our earnings naturally benefited, with a vigorous 

rise from the previous year, rewarding demanding

standards for performance and enabling us to meet

our commitments to the full, and by the same token,

continue to reinforce our positions with the resources

provided by our lenders and investors.

Values were also at work in other ways. A marked

increase in cross-functional and cross-company

contacts and initiatives, in keeping with our principles

of transparency and proximity, has made for greater

awareness of resources and more effective use of their

potential. Initiatives for progress were many and varied,

including moves to realize the value of non-operating

assets–for example, through the sale of real estate and

certain equity interests. There was also the Cap éco

training program, designed to familiarize all staff

members with the basics of business economics. Cap éco

has proved a big success with participants and won

significant media attention, taking the Trophée de la Réussite

Professionnelle award. It is a reminder that achieving our

aim of becoming the benchmark for diversified, medium-

size industrial groups in Europe demands attention to

every one of the many different facets of business life.

Yet however satisfied we may rightly feel with

performances in 2004, our priority must now be to do

even better in 2005. While our united efforts enabled us

to beat targets for operational cash flow, with benefits

particularly apparent in the closing months of the year,

we are still short of our objectives for operating income.

And it is operating income that holds the key to our

future. As we move ahead, we need to constantly

enhance and enrich our range of operating tools and

methods, harnessing all  our imagination and

maintaining our unswerving dedication to the highest

standards of performance to successfully overcome

the obstacles in our path–whether they be rises in 

raw-material prices, undervaluation of the US dollar

and Chinese yuan, or initiatives from our competitors,

who are certainly not resting idle.

As we insisted last year, we must be realistic. But we

must also be ambitious and determined, with each 

and every one of us doing all we can to develop the

resources to uphold and preserve the values we are

proud of.

Pierre-Yves Legris
Chairman of the
Management Board
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Hugues Robert
CEO

“ ”
Legris Industries pursues its 

objectives with determination and an
uncompromising commitment to our values.

Bénédicte Peronnin, 
Executive VP, Human Resources

acceleration



In 2004, Groupe Legris Industries scored new gains with sales of € 440.5 million, 

up 7%, and improved performance at all Divisions. Trends reflect the momentum 

driving Group growth and the effectiveness of initiatives implemented by management

and employees.

9%

30%

3%

3 %

55 %

N&S America Asia-Pacific

Europe
outside
France

France

Other

2002 2003 2004

411 413 441

2002 2003 2004

22

35

26

€ 440.5million

2002 2003 2004

8 %

5 %

6 %

€ 35.1million 8% sales

Operating margin(1)

Operating income (1)

Consolidated sales Geographic breakdown 
of consolidated sales
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2002 2003 2004

15 15
18

€14.7million € 45.9million

2002 2003 2004

17

4645

2002 2003 2004

3,220 3,197 3,260

3,260 staff

(1) Pro forma excluding items related to financing of share acquisitions during
delisting of Legris Industries in March 2004.

(*) Before investment.

(*) Full-time equivalent.

* A new plant was built in Abbeville (France) in 2003.

*

6 %

61%

4%

28%

N&S America
Asia

1% Other

Europe
outside
France

France

Operating(*) cashflow (1)Operating investment

Number of employees, annual trend Geographical breakdown of staff (*)
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staff 3,260
Average number of employees

€35.1million

Operating income (1)

€440.5million

Sales
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C O R P O R AT E  G O V E R N A N C E

The expertise of the Management Board is backed by:

The Executive Committee
Legris Industries' Executive Committee includes the members 

of the Management Board, the Chief Finance Officer, the 

General Counsel and the heads of the three divisions. 

The Executive Committee initiates and coordinates discussion

of strategic and operational issues. It meets once a quarter 

on average.

Functional management 
The Management Board delegates implementation of decisions

within the Group to teams at the holding company, which 

cover four functional departments–Human Resources &

Communications; Finance; Tax and Legal Affairs; and Strategy

and Business Development. This gives the holding company a key

role in the day-to-day management of a diversified group the

size of Legris Industries, with responsibility for three types 

of activity: supervising Group business, promoting cross-

company/cross-functional initiatives to disseminate core skills,

and developing and sharing expertise among the divisions 

to cut costs efficiently and in general contribute to continued

growth.

The Management Board 

is made up of 

Pierre-Yves Legris, Chairman, 

Hugues Robert, 

Chief Executive Officer, 

and Bénédicte Peronnin,

Executive VP, 

Human Resources.

The Executive
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Since 1989, Legris Industries has been governed by a

Management Board and a Supervisory Board. This

structure is designed to ensure separation between

management functions and supervisory duties.

The Supervisory Board meets four times a year to

review Management Board reports on business

development, and whenever necessary to approve

major investments or strategically important

transactions.

Supervisory Board 
at March 31, 2005

Pierre Legris, Honorary Chairman - Yvon Jacob,

Chairman - Olivier Legris, Vice-Chairman - Hervé David
de Beublain - Vincent Denby Wilkes - Emmanuel
Faber - Jean-François Gautier - François-Xavier
Lesot - Pierre-André Martel.

Legris Industries shareholders 
Since delisting in March 2004, Legris Industries has

been wholly owned by Frégate, which brings together

historical shareholders and employees (through Legris

Avenir and Score Invest funds) as well as two minority

financial investors, Chequers Capital of France and

Arnhold & S. Bleichroeder of the United States.

The Management Board of Frégate is made up of

Pierre-Yves Legris and Yvon Jacob (Compagnie du

Bocage). It is backed by a Strategy Committee

comprising representatives of Frégate shareholders,

which reviews and approves proposed decisions. 

Prior agreement of the Strategy Committee is required

in some cases, more specifically where transactions

concerning Group capital and restructuring are

concerned.

27%

5%

3%

4%

61%

Chequers 
Capital

FCPE 
Legris Avenir

Score Invest

Arnhold &
S. Bleichroeder

Historical
and family

shareholders

* Diluted by shares and bonds convertible into Frégate shares;
indicative data only.

Frégate share ownership *

Pierre-Yves LEGRIS
Chairman

Hugues ROBERT
CEO

Bénédicte PERONNIN
Executive VP, 
Human Resources 

François BRAULT
Chairman, Legris

Guillaume BARIL
CFO

David NOGRÉ
General Counsel

Bernard BOUILLÉ
Chairman, Comap

Charles-Antoine de BARBUAT
Chairman, Savoye

Committee
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B U S I N E S S  P R O J E C T

“
”

hinges on the expertise and know-how of our teams and

on our ability to constantly upgrade these skills and put

them to work effectively. That commitment is rooted in

our history and the values that play a defining role in

daily practice.

The business of Legris Industries is to invest in industrial

activities where we can put our know-how to good 

use and achieve the objectives we pursue with 

determination and an uncompromising commitment 

to our values. That approach has proven its worth in 

the past, and is also a promise of future growth.

Building on the foundations laid by 

the original Legris company, since 1987

our Group has developed a diversified

industrial base to serve a broad range 

of business-to-business customers.

The know-how and organization of Legris Industries set

us apart from most businesses our size, reflecting a

continuing commitment to an original strategy that has

enabled us to strike out in new directions and win a place

on varied markets. 

A proven capacity to accelerate growth remains a special

source of strength, combining international expansion

and a steady flow of innovation. In this, we consistently 

go one step further than others, drawing on the resources

of imaginative engineering teams backed up by 

effective technology watch to forge ever closer ties 

to customers.

Strategic mobility and regular structural adjustment
to keep step with changing markets are another aspect 

of the know-how that has made the success of our

business. Successful diversification into automobile

components with Legris Autoline, a pioneer in plug-in

fittings, is one example, also illustrated by Comap's lead

in adapting its offering to new technologies in sanitary

equipment. Acquisitions and divestments have also

played a strategic role, most notably with the sale of

Potain in May 2001. 

The commitment to human value and progress shared

by management and all staff members is no less

important. Clearly, the success of Legris Industries

We need to clearly identify, and, most
importantly, constantly consolidate our strengths
to deal with new situations and move into new
areas. That is what enables us to set targets that
are both ambitious and realistic.

Hugues ROBERT, Chief Executive Officer 

A business model 
founded on diversity
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Targeting global value
creation for the long term

To better meet the changes ahead, 

Legris Industries has deployed a business

project under the name “On Course for

Value”, building on the principles rooted 

in its history to favor a combination 

of continuity and flexibility.

The Legris Industries Group remains firmly committed 

to its goal of becoming a European standard-setter for

medium-size, diversified industrial businesses, pursuing 

its mission of creating long-term value for all its

stakeholders–customers, employees, shareholders,

suppliers and the society we operate in. For our Group,

economic value, societal value and shareholder values

are indissociable.

Yet while there are generally accepted indicators 

to measure economic value and shareholder value,

societal value is harder to assess, not least because 

of its diversity. Our continuing commitment to human

and social progress, which also entails a commitment

to the highest environmental standards, is thus reflected

in initiatives that address a wide variety of issues

including the personal development of employees,

training, equal opportunity, labor relations, staff 

health and safety, preservation of nature and social

integration.

Against this backdrop, we are now working to develop

new indicators to measure our creation of societal value

as reliably and effectively as possible.

MILESTONES

1985: Listing on the Paris stock exchange.

1987: Acquisition of Comap, specialized in fittings
and valves for heating.

1989: Acquisition of Potain (tower cranes) 
and PPM (mobile cranes).

1992: Automated logistics business brought
together through Savoye.

1995: Sale of mobile crane business (PPM).

2000: Sale of instrumentation business 
(Bourdon Sédème).
Acquisition of Liftlux (scissor lifts).

2001: Sale of Tower Cranes Division (Potain).
Acquisition of Bell Hermetic high pressure
fittings.

2004: Delisting from Euronext Paris, 
the Paris stock exchange. Reorganization 
of Legris Industries ownership.
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H I G H L I G H T S

New Legris Transair offering 
for cooling circuits
D ra w i n g  o n  i t s  k n o w - h o w  i n  f i t t i n g s  fo r

compressed-air circuits in industrial plants, 

Legris Transair has launched a new range for

cooling-water applications. Applying innovative

technology with reusable

m e c h a n i ca l  co n n e c t i o n

technology, these pipe-work

systems carry on the Transair

tradition, combining quick

installation with easy extension

and modification, quality and

reliability.

Jivaro® Savoye 
cuts orders down to size
Savoye's latest offering in order preparation, 

Jivaro®, is an automatic packaging system for box

making and finishing that adapts case size to 

the fill height and ships the minimum volume 

to customers, thus reducing transport costs.

Technology includes a sensor device to measure

orders for the best fit.

OUTSTANDING INNOVATION

Building ambition 
into daily practice
In 2004, Legris Industries once again demonstrated its capacity

to use core competencies to the best advantage and put values

to work effectively.

Clix System,

plumbing without soldering and tools 
On sale at leading home hardware and building supply outlets, Clix System

instant fittings require no soldering or tools, making them the ideal

solution for non-professionals doing their own plumbing. The products

draw on Legris' know-how in instant fittings and Comap's capacity to put

this to good use in its own area of expertise, domestic plumbing.

New Legris Transair offering for cooling circuits
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Employee shareholders
Following delisting in March 2004, the Group's management

moved to allow employee shareholders to maintain their

interest in the business, held through Legris Avenir, a company

investment fund. The response was favorable, with employee

representatives voting unanimously to adapt the status of the

fund to requirements for an unlisted company and invest its

assets in Frégate, the Group's new shareholder.

Savoye, official integrator for Beumer 
high-speed sorters in France 
In October 2004, Savoye became the official French integrator for Germany's

Beumer, a leader in sortation and distribution technology. This partnership,

which concerns two ranges of high-speed sorters, allows Savoye to offer the

most advanced sorters on the market, rounding out its offering of logistic

solutions for distribution centers.

New presence in Hungary
Legris is backing up its expansion in eastern

and central Europe with a new sales subsidiary

based in Budapest. Joining a network of 

23 companies worldwide, Legris Hungary 

will help to ensure essential proximity to

customers.

COMMITMENT TO 
CONTINUING PROGRESS “ ”

Whatever the constraints and whatever
the ups and downs in the business cycle, 
there are some businesses that train employees
better than others.

Laurent Hénart,
Secretary of State for Youth Employment, speaking 

at the Trophées de la Réussite Professionnelle awards ceremony, 
where Legris Industries took the Grand Prix for its Cap éco program.

BUILDING CLOSE TIES

Legris optimizes organization in Asia
In response to robust growth in the Chinese market, the

industrial operations previously based in Singapore relocated

to the Wuxi site near Shanghai, with all Asian production now

being brought together in China. The Group's workforce 

in China was reinforced with the recruitment of 39 new

employees in 2004.

Reflecting the Group's commitment to good corporate

citizenship in all parts of the world, Legris found alternative

employment for all 25 staff members at Legris Singapore,

mostly with local businesses.

Cap éco takes Grand Prix des Trophées
de la Réussite Professionnelle 
Cap éco is a program launched in 2004 to provide

all 3,260 employees of the Legris Industries Group

with training in business economics and finance,

enabling them to better understand financial

information circulated in-house and identify their

own contributions to performance.

Designed for staff members at all levels and 

in all parts of the world, the program brought

Legris Industries the Grand Prix des Trophées 

de la Réussite Professionnelle, with a jury of

professionals citing its originality, scope and

quality.

Legris Industries signs up for UN
Global Compact
In June 2004, Legris Industries joined the UN's

G lo b a l  C o m p a c t  fo r  t h e  p ro m o t i o n  o f

sustainable development and responsible

corporate citizenship, undertaking to support

the Compact's fundamental principles and favor

their extension within its area of influence.

Savoye - High-speed sorters

The Legris Wuxi team in China
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H U M A N  P R O G R E S S

Individual contributions
drive progress

The process of continuing progress entered a new

phase in 2004, when Legris Industries began laying the

foundations of a comprehensive, unified structure

enabling each individual to move ahead and make an

active contribution to overall performance. 

This involved the simultaneous implementation of

complementary projects:

Launch of Cap tendances 
A monthly newsletter for all employees, circulated in

five languages via intranet and

on-site displays.

Every month Cap tendances
provides an update of key

performance indicators,

along with reminders of

targets for each division

and the Group as a whole,

giving all readers regular

a cce ss  to  e ss e n t i a l

business and f inancial  

data.

Development and launch of the Cap éco
Training program for all employees, with deployment

getting under way in the second half.

Combining individual and 
collective progress has always been 
a fundamental commitment within 

the Legris Industries Group. 
Shaping our values and practice, 

that commitment is an integral part of 
our business project.

A key aim of the program is to enable employees 

to better understand the f inancial  indicators 

appearing each month in Cap tendances. More

generally, it provides all employees, whatever 

their area of operation, with an opportunity to learn

about the logic of business performance and share 

a common knowledge of economic and financial 

basics.  Making employees more aware of  the

challenges and goals of our business project, 

Cap éco also enables them to gauge their own

contributions and thus understand the meaning 

not only of information but also of action.

Adoption of a Group bonus plan 
Reinforcing a business culture focused on results and

teamwork, as expressed in our commitment to values

that include demanding standards and proximity.

The plan harmonizes practices for individual bonuses

and integrates the Group's key performance indicators

into targets for beneficiaries, who are also more

numerous than in the past. Collective profit-sharing

systems are also beginning to take these indicators

into account.

Development of a project 
for follow-up communications to back 
the Cap éco program
Summaries reviewing key points in the program 

have been drawn up for monthly circulation starting 

in early 2005, enabling those who have already

participated to consolidate their knowledge and others 

to get a first idea.

“
”

Enabling all employees to make
common goals their own is a key factor 
in the success of the business and its
development.

Pierre-Yves Legris, Chairman
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A training program to familiarize the
Group's 3,260 employees with the basics 
of business economics.

• Full-day sessions for groups of 15,

• 400 participants in 2004, with sessions in two

languages,

• 600 additional participants in 2005, in five languages,

plus training for in-house trainers.

This interactive learning draws a parallel between

family and business budgets and is structured around

games such as the Game of Excellence, Financial

Puzzle and Saving Mr. Smith.

The project is headed by a cross-functional team in

partnership with training specialists CEGOS, with

strong support from Group Management.

Winner of the Grand Prix des Trophées de la
Réussite Professionnelle for its quality, scope 
and originality.

GLOBAL TRAINING POLICY  
Encouraging individual professional development is a

priority for Legris Industries, and employees responding

to the social values survey at the end of 2003 also

stressed the importance of scope for personal

advancement.

With this in mind, in 2004 Legris Industries began

developing its first comprehensive training-policy

framework. The aim was and is to harmonize group

practices and improve access to training for employees

in subsidiaries, business units or positions where 

this key area had not yet been given the full attention 

it deserves.

The policy framework defines minimum requirements 

of two kinds:  

• Each year, at least 35% of employees at each 

Group entity are to benefit from training to maintain

employability, adapt and/or progress.

• All individual employees, whatever their position in the

company and location in the world, are to receive at

least three days’ training in every three-year period. 

Allowance has also been made for this in financial

planning, with each entity required to budget for a least

one day's training per employee each year.

The benefits are already beginning to show, with the

percentage of employees receiving training up from 30%

in 2003 to 40% in 2004.

Cap éco is the first component of what is to become

the Legris Industries University, which will provide a

common platform for the development of individual

and collective expertise in keeping with the Group's

business project, priorities and values. New modules

will be added by stages from 2005 on–the aim being 

to develop a full set of tools to enhance knowledge,

know-how and awareness, thus enabling all employees

to make a full contribution to continued progress.



No.1 worldwide  
in low and medium-pressure

instant fittings

Ready-to-install solutions 

- BIOFLOOR: under-floor heating and cooling

- FLORYS: centralized distribution for plumbing and heating.

Fitings and equipment

- SUDO: multicrimp and push-fit fittings

- SAR: manual and thermostatic radiator valves and regulators

- CLESSE et NOVACOMET: regulators and fittings for butane 

propane and natural gas

- DOMSOURCE et ROC: water control and quality.

No.3 in Europe 
for fittings and heating valves

SAVOYE



Automated warehouse equipment

- Logistic Execution Software (a-SIS)

- Automated order preparation (SAVOYE)

- High-speed tilt-tray sorters in partnership with BEUMER

- Automated pallet storage (SAVOYE)

- Manual handling equipment (PRODEX and SAVOYE SCHULZ)

- Services.

No.1 in France

A major

contender

Europe-wide
for automated warehouse

equipment
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D O M E S T I C  F L U I D S

L O G I S T I C S

Leading market positions

Legris Connectic 
Instant fittings, tubes, couplers, valves and accessories 

for compressed-air and hydraulic applications.

Legris Transair 
Quick connections for compressed-air systems in all types

of industrial facility.

Legris Autoline
Rapid push-to-connect fittings for automobile fuel lines.

I N D U S T R I A L  F L U I D S

G R O U P  B U S I N E S S E S



An innovative offering with value-added

solutions for the distribution of industrial

fluids.

An international network serving 

customers through over 3,500 outlets 

around the world.

Brands that professionals recognize 

as benchmarks for quality and innovation, 

with products integrating the latest

technology: crimp joints, ready-to-install

solutions reversible security valves 

and more.

A quality service offering that includes 

help lines and on-site assistance. 

A partner for one-stop solutions 

to optimize product flow at storage and

fullfilment centers.

Outstanding expertise in the design,

production and integration of logistic

solutions developed to meet the needs 

of individual users.

Business-to-business ranges
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2004 sales

€200.3million

Average staff

1,595 employees

23 sales units

10 production and logistic sites 
(Europe, Mexico, China)

2004 sales

€179.6million

Average staff

1,126 employees

17 sales units

9 production and logistic sites 
(Europe, Brazil)

2004 sales

€ 60.6 million

Average staff

504 employees

7 sales units

7 production sites
(Europe)



I N D U S T R I A L  F L U I D S  D I V I S I O N  

KEY FIGURES IN 2004

INNOVATIVE CONNECTORS AND FITTINGS 
FOR INDUSTRIAL FLUIDS

N&S America  17.1 %

France          21.6 %

Other               2.1 %

  6.8 %     Asia-Pacific

52.4 %        Europe
outside France

Geographical
breakdown of sales
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LEGRIS

1,595 staff

23 sales units

10 production and logistic sites

Europe, America, Asia

Sales

€ 200.3 million
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Legris designs, manufactures and markets value-added solutions 

for the distribution of industrial fluids. 

Building on core know-how in instant fittings, where Legris is the world leader, we have

developed strong positions in three areas.

Industrial fittings - LEGRIS CONNECTIC

A full range of high and low-pressure fittings, couplers, tubes, valves and accessories meets

varied needs in many different industries. Main applications are compressed air for packaging,

assembly and other machinery, as well as in hydraulics, where uses include injection presses,

machining benches and building-site equipment.

Compressed air systems - LEGRIS TRANSAIR

The Transair range of quick connections for compressed-air systems in all types of industrial

facility offers unrivalled flexibility in setting up, dismantling and reconfiguring networks.

Automotive fittings - LEGRIS AUTOLINE

A pioneer in push-to-connect fittings for fuel lines, Legris Autoline designs original equipment

for fluids in cars, with applications that span fuel lines, braking systems, cooling, compressed

air (brake servo) and air-conditioning.

SERVING CUSTOMERS AROUND 
THE GLOBE

Legris is  present in 76 countries,  with 23 sales

subsidiaries, 10 production and logistics sites, and an

extensive network of agents and distributors at the service

of customers in all parts of the world.

This international presence, ensuring familiarity with 

local markets everywhere, underpins a strategy focused 

on customer satisfaction and operational excellence in

delivering quality products and solutions at every stage

in customer relationships. Which demands innovation 

to match changing needs and adaptation of ranges to

different markets, backed up by training, technical

assistance and flawless logistics.

Legris Transair - Compressed-air range

Legris Connectic - Hydraulic fitting

Legris Autoline - Push-to-connect fitting
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Fulfilling the promise 

of growth

“We have set our sights high for 2005, aiming to
make the most of potential built on the strength 

of our worldwide presence, an innovative offering
and imagination–imagination we put to work for 

our customers, contributing to their success with
solutions that match their changing needs.”

François Brault

Growth showed continued momentum in 2004, with sales

rising 10% to top € 200 million. All areas of business

contributed to progress, benefiting from international

expansion and an extended range of products and 

services.

Impetus from internationalization

Against a backdrop of unfavorable exchange rates and

rising raw-material prices, we continued to consolidate

our international presence in 2004. Growth was vigorous 

in North America, driven by steep rises in sales of low-

pressure fittings, in particular to large US distributors,

and the continuing successes for our Autoline offering

with automobile manufacturers.

We also posted excellent results in Asia–not only in 

China, a natural focus for growth, but also in India and

Taiwan.

DiNova coupling rings–

a perfect fit for secure

hydraulic systems, and a

first illustration of Legris

innovative flair 

in high-pressure fittings.



21G R O U P E  L E G R I S  I N D U S T R I E S 2004 ANNUAL REPORT

offerings, as illustrated by the recent launch of customized

on-line catalogs tailored to the specific requirements of

individual customers and facilitating the automation 

of their sourcing processes.

The legris.com website offers

customers quick access to 

the information they need to identify,

analyze and select products–in 

British and American English, French,

German and Spanish.

Finally, the development of our high and low-pressure

fittings business and our Transair range on markets in

eastern and central Europe made fresh progress with a

new subsidiary in Hungary and deployment of sales teams

in Slovakia, Slovenia and Poland.

An expanded offering of innovative solutions

Commitment to innovation was rewarded in 2004 with the

successful launch of DiNova, a new range of coupling rings

for perfect sealing to ensure the security and reliability

of hydraulic equipment.

Innovation also benefited our Transair range, now adapted

to water as well as compressed air where it offers 

the same advantages in terms of flexibility and rapid

installation.

In addition to quality products, our dedication to customers

is reflected in regular enhancement of our service

Automated assembly at a Legris production site

Automobile engines – just one of a host of applications
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France                 29.3 %

Other 4.5 %

 2.5 %     N&S America

63.7 %         Europe
outside France

COMAP

Geographical
breakdown of sales
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€179.6 million

KEY FIGURES IN 2004

1,126 staff

17 sales units

9 production and logistic sites

Europe, Brazil

Sales

A FULL RANGE OF CONNECTORS AND REGULATION 
DEVICES FOR GAS AND WATER IN INDIVIDUAL HOMES AND
COLLECTIVE HOUSING



Specializing in heating and sanitation, Comap offers a broad range

of technical products and solutions for water and gas distribution,

backed up by extensive services for customers and partners.

Comap's offering centers on brands that are industry standards.

Ready-to-install solutions

- BIOFLOOR: floor heating and cooling systems.

- FLORYS: for centralized distribution in heating and sanitation.

Fittings and equipment

- SUDO: a comprehensive range of fittings that meet all installation requirements for metal,

plastic and multiplayer tubes.

- SAR heating systems: manual and thermostatic radiator valves and regulators.

- CLESSE and NOVACOMET: regulators and fittings for butane, propane and natural gas, 

plus tank fittings.

- DOMSOURCE and ROC: water control and quality systems.

Thermostatic valve

Gas regulator

Water quality - The ROC range

PARTNERSHIP WITH DISTRIBUTORS 
TO SUPPORT PROFESSIONALS
Plumbing and heating professionals have seen a complete

change in their jobs over recent years, with entirely new

technologies applied to installation and assembly. Comap

has successfully kept step with the needs, taking its place

as a driver for innovation in the industry.

In close contact with markets through 

17 sales and representative offices, Comap

offers distributors and professionals in the

building trades the support they need with

services that include training, technical

backup, help lines and on-site assistance.
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Fresh progress 

in 2004

“Comap is well placed for continued gains in
2005, drawing on a winning combination of
proven strengths. Our priorities are right, as

our results show. And the first of these 
is rapid implementation of strategy. 

In this, success hinges on initiative and 
the commitment of individuals and teams 

to the highest standards at all times.”

Bernard Bouillé

Comap made good headway in 2004, with sales rising 6%

to €179.6 million to reinforce positions on main European

markets, while financial performances improved. These

results, rewarding the continued development of quality

products and a focus on close customer relationships,

also illustrate the progress made in our organization and

effective contributions from all our teams.

Bolstering positions in Europe

Against a backdrop of modest market growth, we

increased sales in segments that include ready-to-fit

solutions such as Biofloor and Florys, new-generation

technical products such as SudoPress solderless crimp

fittings, and traditional ranges including SAR heating

systems and Clesse gas regulators. New products posted

double-digit growth for the fourth year running to account

for no less than 21% of sales.
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D O M E S T I C  F L U I D S  D I V I S I O N  

EUROPEAN 
TRAINING CENTER

In 2004, Comap's new European

training center at its production

site in Abbeville, northern

France, welcomed over 500

building industry professionals,

distributors and specifiers from

eight countries to learn more

about new technologies.



Comap thus reinforced its place on major markets

including France, the Benelux countries and the UK, 

at the same time recording healthy rises in sales on

developing markets that include Eastern Europe, Brazil

and South Africa.

Focus on customer relationships

Comap's growth strategy centers on close relationships

with customers, underpinned by innovation and extension

of our product offering combined with communications

initiatives to keep customers fully informed. In 2004,

programs at our new European training center in Abbeville,

in northern France, and other locations benefited nearly

10,000 professionals, consolidating ties and contributing 

to high standards of quality in our sector.
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SUDOPRESS NAMED 

PRODUCT OF THE YEAR

At the beginning of 2004,

EDT, the professional

association for heating

and sanitary products, 

gave its European Product

Award to Comap in recognition of the

quality and reliability of its SudoPress

range. These innovative crimp fittings

do away with the need for soldering to

yield significant time savings.

Winning a new edge in production

In 2004, Comap moved to back up the extension of its

offering with an ambitious plan to enhance production

efficiency. The project calls for specialization of sites 

by segment, and optimization of organization with the

commitment of added resources to win new competitive

edge and added flexibility. This will enable us to better

meet customer requirements and, by the same token, 

our market objectives.

Multiskin, copper and PEX fittings

Comap equipped the House of the Future in Amsterdam
with its Florys solution for plumbing and heating 
and Biofloor for floor heating and cooling.
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Germany/  
Benelux           14.7%

France         61.3 %

23.7 %    
Europe

outside France

0.3 %             Other

SAVOYE

Geographical
breakdown of sales
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€ 60.6 million

KEY FIGURES IN 2004

504 staff

7 sales units

7 industrial sites 

Europe

Sales

MANAGEMENT SYSTEMS AND AUTOMATED EQUIPMENT
FOR DISTRIBUTION CENTERS



Savoye designs, develops and installs flexible, efficient systems 
and equipment for computerized fulfillment, order preparation 
and storage.

Leveraging specialized expertise, Savoye integrates its own software and products with best-of-

breed market solutions to optimize product flow at storage and fulfillment centers handling

products ranging from books, CDs and DVDs to office supplies, cosmetics, pharmaceuticals,

textiles, clothing, spare parts, frozen food, groceries and more. The division's offering is structured

around the following segments:

Design and integration of Logistic Execution Software 
through a-SIS, the result of the merger of Logarithme and 3i.

Automated order preparation 
through Savoye with solutions to optimize package volumes and ensure full traceability 

of products at every stage in handling.

High-speed tilt-tray sorters
in partnership with Beumer.

Automated pallet storage   
with exclusive Magmatic® technology developed and patented by Savoye.

Manual handling equipment 
with Prodex and Savoye Schulz.

Services
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A PARTNER FOR ONE-STOP SOLUTIONS
We deliver comprehensive turnkey solutions designed 

to meet the current needs of individual customers and

keep step with their business in the future. Savoye's

offering covers every stage from data analysis, project

management and system integration to startup and

maintenance services on and off site.

Combining leading-edge expertise in design and the

development of exclusive technology with first-hand

knowledge of applications, Savoye provides effective

responses that reflect full attention to each customer and

a commitment to genuine partnership.

Logistic Execution Software

High-speed sortation systems
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Reinforcing soundly

based positions

“Savoye was well on course in 2004,
consolidating its place on European
markets where competition is fiercer

than ever but now back on a healthier
basis. The new year has got off to 

a good start, and Savoye should be able
to post significant growth over 2005.”

Charles-Antoine de Barbuat

Against a still very unsettled economic backdrop, the 

world market for logistics equipment underwent 

far-reaching structural changes, leaving fewer but 

stronger contenders that have won added reach though

new alliances and partnerships. Savoye itself is more 

than ever a leader in the field, and in 2004 consolidated 

its place as a top supplier of logistics solutions with 

a  combinat ion of  act ive  innovat ion and fru i t ful  

partnerships backed by a sales strategy entirely 

dedicated to customer satisfaction.

Pace from innovation

In 2004, Savoye further extended its offering in all core

areas–integrated and compact order preparation,

automated pallet storage and information systems. 

In order preparation, Savoye and its IT subsidiary a-SIS

brought out the most advanced system on the market,

combining voice commands and RFID (radio frequency

identification).

Resulting from the merger of software

houses Logarithme and 3i, 

a-SIS provides innovative solutions 

for material flows and warehouse

management, applying its proprietary

software offerings Logys® and LM7®.
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Additions to our range of packaging solutions included

the PAC 600 and Jivaro®, the latter equipped to adapt

packaging sizes for a precise fit with individual orders.

In storage, Savoye moved to meet demand more effectively

with a new full-service version of its Magmatic line,

offering manufacturers, distributors and logistic service

providers access to this unique pallet storage technology

on an operational leasing basis.

Alliance with Beumer 
in high-speed sortation
In 2004, Savoye teamed up with Germany's Beumer,

specialized in the design and production of high-speed

sortation and distribution systems. The move broadened

its offering on European markets with solutions that are

recognized standard-setters in their field. Applications

cover a wide range of areas including garments, mail

order, books and music, parcel delivery and volume

retailing.

Customer satisfaction the top priority

In 2004, Savoye moved to reinforce organization, drawing

on its decades of experience to further enhance customer

service through close daily ties for rapid, effective

responses to needs as they arise. Customers expressed

high levels of satisfaction and continued faith in our

services. Looking ahead, we will be doing all we can to

deserve and consolidate their trust through constant

attention to their needs and the flawless quality of our

products and services.

The Winprep order-preparation 

robot took the award for innovation

logistics at the SITL transport 

and logistics trade fair in Paris, 

in March 2004.

Automated order preparation

Magmatic® vehicule 


