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ISABELLE ADJAHI, VICE PRESIDENT, INVESTOR RELATIONS & CORPORATE 
COMMUNICATIONS 

Good morning. Good morning, everyone. My name is Isabelle Adjahi and I’m WSP’s Senior VP of 

Investor Relations. Welcome to the Analyst and Investor Day. And, as you can see, we have the whole 

team with us here today and we look forward to discussing our performance, our strategy in a constantly 

changing economic environment.  

This is the first time we are holding the investor day here in Toronto and today you will have the 

opportunity to hear and interact with the key members of the global leadership team, including the heads 

of the many regions, and I think the regions being here today combined they represent approximately 83 

percent of our net revenue. 

Before I pass this on to Alex, a few housekeeping items. All the presentations will be made in this room 

and each will last approximately 30 minutes followed by a Q&A session. We slightly changed the first part 

of the meeting, so instead of having the CEO, CFO, COO, each of them followed by a Q&A, they will all 

give a presentation and you will have all of them on stage for a longer Q&A at the end. Coffee is available 

on the other side, as that’s where we’re going to have lunch, in the foyer, so really take time (inaudible) to 

interact with all the members of the team.  

One point I want to make is that this event is being webcast life and it will be available on our website, so 

if you can, during the Q&A session, make sure that you raise your hand so that we can bring you a 

microphone. This would be really appreciated. You’re going to have two people going around in the room 

with the mic. 

You have access to Wi-Fi, so I think the code is Vantage Guest, and there is no password. And the really 

last thing, don’t forget to put your mobile devices on mute so that we don’t have any ringing during the 

meeting.  

This being said, I will now turn it to Alex. Thank you. 

 

 

ALEXANDRE L’HEUREUX, PRESIDENT & CHIEF EXECUTIVE OFFICER 

Thank you, Isabelle. Good morning. Thanks for being here today. This is an important day. We have all of 

our—I intend not to spend too much time on this stage. We get speak a lot and really today what I want 

you to get out of this day is really to hear from our leaders. The last time, if I’m not mistaken, that we held 

an investor conference like this one where we had all of our leaders was, Isabelle, in 2014, and prior to 

that we did one in Montreal in 2012 on the back of the WSP acquisition, so I think it’s been a while since 

you had the chance to see our leaders and hear from our leaders. And what’s interesting is you’re going 

to hear from our leaders and actually our main hubs, the main geographies where we operate. Of course, 

we couldn’t bring everybody today on this stage, we operate in more than 40 countries, but today you’ll 

hear from our leaders, from Hugo in Canada, from Greg in the US, from Magnus in the Nordics, Guy in 

Australia, and Mark in the UK, and this will be complemented by a presentation from Paul and Bruno and 

also on M&A from Steeve, our new General Counsel and head of M&A. So I think it’s a full day. Take 
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advantage of it. I think you’re going to learn how we compete and why I believe we win. I believe that 

WSP is uniquely positioned to take advantage of the trends, and I’ll cover that in a second, take 

advantage of the trends that are taking place not only in our industry but also in the world. So that’s 

something that I intend to cover today. 

Since we launched our 2015-2018 strategy or strategic plan we carefully executed on it and we’re 

actually, ah, the trajectory of it is pretty good. I’m confident, and I’ll touch base on this as well, I’m 

confident that by the end of next year we’ll be reaching our objectives. I’m putting pressure on the team 

but obviously I feel good. We’re certainly doing well. And we’re operating in great geographies, and I just 

touched base on this. I like the market where we operate, I like the countries where we operate, and in 

the people business, if you want to have success you need to have great leaders. If you want to have 

great leaders, you need to provide an environment where you can win, and over the last 12 months, 

actually since the beginning of the strategic plan, we really renewed the management team. So we have, 

I would argue, the youngest management team in the industry. Very dynamic. This team is there for the 

long run. We’re all aligned on the plan that we wish to execute, we all share the same vision and, above 

all, we all, we share a similar skill set. We all come from a diverse background but there’s something that 

we have in common. We have deep expertise in a people business environment. No matter who you look 

at in this room today on the management team, depending if, you know, it doesn’t really matter if you 

come from the engineering industry or you come from the consulting industry, Bruno is coming from 

Mackenzie, or Steeve here who’s coming from Stikeman Elliott, all of those leaders have operated in a 

people business environment for many, many years, and that’s something I was looking for to require 

when we renewed our management team.  

If you want to have success as a company and as a management team, you also need to be supported 

by a strong board. I don’t have the pictures behind me but, again, over the last two, three years we’ve 

made many changes at the board level. What was good for Genivar was no longer good for WSP and 

what was good for WSP in 2012 may not be good for where we want to go but, again, the common theme 

here is that we have a board that is very much aligned with our management team. Deep expertise and 

deep knowledge of the industry on the board, but also very much aligned with management. I’ve seen it 

time and time again with publicly-listed companies, when the board is not aligned with management, 

that’s when you start having issues. Our culture is very much entrepreneurial and so is our board and 

when I look at the composition of our board or recruiting a new board member, I always make sure that 

we keep this entrepreneurial spirit at the board level.  

So, clearly over the last 12 months a lot has happened and one thing that is really close to my heart and 

is something that we did early this year was really to renew our ambitions of the company. Over the last 

five, six years we’ve gone from 4,000 people at time and—you know, if you look back in 2012, June of 

2012, the headcount of the company was about 4,000 people. When you look today, we’re close to 

40,000 people. So, in five years the company has experienced tremendous growth. And I felt late last 

year that it was time to pause and say, okay, engage internally with our employees but also engage with 

our clients and take the time to renew our ambitions both internally and externally and also explain what 

the company was about. I felt that we had reached an inflection point and it was time to clearly express 

our ambitions. Really, the ambition is very simple: we want to become the best and the gold standard in 

our industry. We’re not going to stop until we get there. I believe there’s a window of opportunity in our 

industry to raise the bar and get ahead of the pack. I think that we are on our way of doing that but as part 

of this we need to certainly professionalize the firm, and that’s something, at the global leadership team 
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level, when we meet, it’s something that comes back time and time again, to take the firm where it is now 

and bring it there. And, again, this is tied to the people we brought in the company. They’re coming from 

diverse backgrounds—Capital, Mackenzie, Accenture, our engineering people within the industry—and 

we’re trying to import and learn from the best of the best, not only in our industry but outside of the 

industry. Really import best practices in the company such that we can raise the bar and become the 

best. 

Also as part of our ambitions, you know, clearly we—we express to our people and to our employees that 

we exist to future-proof our cities and environment and we want our work in our local communities to 

stand the test of time. What we do is absolutely amazing and the effort that we are going through right 

now with our employees is really to explain to them that they’re changing peoples’ lives. And it’s rare. 

When you look at a mission of a company, not many companies can aspire to have a mission like ours. 

What we do, our signatures will last for a century. How many buildings have you seen in Toronto being 

torn down? I mean very rarely we do that. So our work needs to stand the test of time. I mean we need 

to—when we put our signatures and our print on something, we want to make sure it’s the best work and 

the best possible work that we can do. So our employees, I believe, understood that, and I believe that 

the rebranding this year was really, really, really powerful, especially internally. I think obviously our 

clients really appreciate that we’re coming under one umbrella and that no matter where you go around 

the world we stand as one company with one brand and one name, but internally this was extremely 

powerful. I feel that the employees are really excited about being part of this name and being part of the 

company and that’s why I believe it bodes very well for the future.  

Paul will be talking about our guiding principles later on but I just want to spend a few seconds on this, 

our guiding principles, which in my mind I consider to be the equity pillars of our company. That’s really 

what we live by, the company, and when we have an opportunity to meet with employees and when we 

have an opportunity to meet with a broader group of individuals I constantly remind our people what we 

stand for and these are the principals that we stand for. First, our people and our reputation are our 

greatest assets. There’s no secret. There’s always an internal debate what comes first, your people or 

your clients? What are your biggest assets in a people business? And for me it’s quite clear. If you attract, 

retain, engage, and reward the best of the best in the industry, clients will come. There’s no doubt about 

it. So, people is clearly our greatest asset and professionalism is inherent in everything we do. We trust 

each other, we have very much a collaborative approach, and we try to foster an environment where 

people feel good (inaudible). Obviously, it’s not always easy and we are going through a rough patch 

sometimes, but most of the time I think the tone is that we value our people and our people are our 

greatest asset. 

The second is we are locally dedicated with international scale. And it’s important that I point out it’s not 

the other way around. Many firms like to market themselves or talk about their model and talk about being 

a global company. In our mind we service the local market but we’re supported by an amazing network, 

global network of expertise scattered around the world. In our industry the clients are very much local. 

Clearly we have many global clients but for the most part you need to have a footprint locally in order to 

service your clients in our industry. So, if you take transportation as a primary end market, for instance, if 

we didn’t have a strong presence in the US it would be extremely difficult to win from Canada. You need 

to have a strong footprint locally in order to win locally. But we are supported by a strong network of 

individuals. 
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The third one, we are future focused and challenge the status quo. I talked about being an entrepreneur 

earlier on. I mean our job is actually to create innovative ideas every day. Every time we undertake a 

project we need to be creative. We just cannot do what we’ve done in the past. We need to rethink every 

time we start or launch or execute a new job, we need to think outside the box to better service our 

clients, and that’s something we consistently do internally. We challenge the status quo. And actually this 

is true not only at the project level but also at the organization level. When we make an acquisition, for 

instance, we don’t take for granted that what we do is the best of the best, we actually learn from the 

acquired and try to import the best practices from the people we work with. 

The fourth one, we foster collaboration in everything we do. I’m not going to spend too much time on this 

because Paul, I’m pretty sure, will do a great job of explaining what we mean by that. I’ll talk about our 

network and our global network. This is something that we strongly believe as a management team. We 

always put the interests of the firm and the interests of the team ahead of our personal interests. That’s 

what makes us successful. These guys consistently are on the phone helping each other, working with 

each other, and putting the firm’s interests and the team’s interests first before their own interests, and 

that’s why I believe this collaboration works within the company. 

And the last one, we have an empowering culture and hold ourselves accountable. If you were to ask me 

what is the single factor that would differentiate us from others in our industry, I would say that’s the last 

one. We have a truly empowered culture. These gentlemen here are in charge of their respective 

business and operation and we entrust them to deliver. Clearly we hold ourselves accountable but if you 

ask me why we were able to scale up so quickly over the last few years it’s that Pierre, my predecessor, 

and even myself, we spend more time making sure that we have the right leaders, the right chair, making 

sure we have the right team in place, it goes back to people are our biggest asset, than telling our people 

what to do. That shouldn’t be our role. Our role is to make sure that we have the right team in place to 

execute on our strategy. And I would say that that’s our single biggest differentiator in the industry.  

So then we ended up in April at the AGM and we announced our new brand, WSP. I wanted something 

and we wanted something collectively that was reflective of what we believe. We’re open to possibilities. 

We wanted something young, vibrant, we wanted something dynamic, and I feel that this is truly reflective 

of who we are as a company. I mean we’re looking ahead, we’re looking forward. We don’t try to replicate 

what others are doing. We’re trying to stand on our own and be ourselves and try to be different and be a 

leader in the industry. And these are all pictures that were taken by our employees and, if I’m not 

mistaken, Isabelle, we received, what, 3,000, 4,000 pictures? The day of the launch we had an app 

internally. We asked all of our employees to download the app and take pictures with the WSP logo. And I 

remember the night before, and typically I sleep very well, but I remember the night before thinking, wow, 

is it going to be well received? Because only a very small group of individuals had worked on the 

branding, the logo, principles, and you want to make sure that this is truly reflective of what our 

employees are thinking. And I remember the night before saying I’m not sure it’s going to be good, but 

when I woke up and I looked at the app on my phone and I looked at the excitement from our employees, 

downloading pictures from around the world, from China to Stockholm to Australia to the US, was pretty 

amazing. I got early by the way and I was looking at the pictures being downloaded and it was pretty 

exciting. So I think this, on balance, may not sound like a big thing for the financial community, and that’s 

what we’re talking about here today, but internally, in a people business, this is truly powerful. This is truly 

powerful. To bring excitement within the company, that’s how you grow. (Inaudible) about organic growth 
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but you want to have employees that are very engaged to grow a business. And I think this, this, I think 

we’ve achieved a lot of this by rebranding. 

So, today we—you know a lot of this already. I have many opportunities over the years to talk about this 

but today we are a company of approximately 40,000 employees in north of 40 countries. 85 percent of 

our net revenues are generated in developed countries, and what I mean by developed countries, I mean 

mature industries with a strong engineering industry with a proper procurement process, strong 

economies. That’s, again, a major differentiator from our competitors. We’ve always made the chose to 

compete in developed countries. You want to have exposure to the emerging market, and that’s why 

we’re in China and that’s why this year we made an acquisition in Latin America, you want to have 

exposure to those emerging markets, but internally the team, we’ve made the calculation that the 

risk/return trade-off of investing in developed countries was clearly exceeding the risk and the return you 

could get in the emerging countries, and that’s why we like to compete in the developed countries. If you 

exclude local markets from our main competitors, including ourselves, so, for instance, WSP if you 

exclude Canada from our top line and our profitability and you do the same for all our competitors around 

the world, we are the top international firm in transportation, in building, program management, and that’s 

actually a statement of our diversification. I’m trying to think of another pure play like ours that is as 

diversified as our company. I cannot think of one. Clearly there are many other integrated firms, like 

Aecon for instance, that is also diversified, but when I’m talking about a pure consulting professional 

services firm like ours I cannot think of another diversified firm like ours. (Inaudible) market and the 

geographies and I also like where clearly we compete. I talked about our geographies, I talked about end 

market, and I’ll touch base on our end markets in a second when I come to the plan for the future.  

We have a strong competitive position for sustainable growth. I believe we are in markets that are 

growing. There is a common thesis around the world right now around infrastructure spending. It’s a 

common them, I should say, not thesis. A common theme. Whether you talk about Sweden for instance 

and the government in Sweden, they’re all talking about reinvesting in the country. If you talk about 

Australia, both Sydney and Melbourne will be doubling in size over the next, I don’t know, 30 years, 40 

years, so they have to reinvest in the country. I don’t have to talk about Canada. You’re very familiar 

about what is happening with the infrastructure bank and, again, the discussion around reinvesting in the 

country. US is the same, whether we like it or not, and if we take and put aside $1 trillion in infrastructure 

program, just locally and at the state and municipal level there’s massive amounts of funding going into 

infrastructure, and Greg will be touching on this. Today the top five firms represent, they generate 

approximately $32 billion of revenue, but it’s an industry of probably $500 billion to $700 billion of net 

revenue. So the top five represent only 4, 5, 6, 7 percent of the overall industry around the world, and I 

include in there publicly listed and private companies, so it’s still very much a fragmented market. So 

that’s why when I come to what should we expect for the future, obviously you’ll hear me talking about, 

you know, there’s a lot of runway, lots of runway in our industry.  

Another clear differentiator, and every time I have an opportunity to meet with you and greet with you I’m 

being asked the question, ah, you’re a pure play and you’re taking pride and you’re proud of saying that 

you’re pure play consultants, are you scared or how do you see the integrated model playing in your 

industry? This is not a perfect slide but I just wanted to highlight our views of the pure play model versus 

the integrated model. Not suggesting the integrated model is not good, I believe there is room for both 

models in our industry but, again, we believe that the marriage of construction and design is a very tough 

value proposition. It’s two completely different worlds. It’s not the same thing, it’s not the same culture, it’s 
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not the same value. People don’t think alike. And the risk, the risk of undertaking a massive job in 

construction with a lot of unknown is a big risk and that’s why we stand by our philosophy of remaining a 

pure play. We don’t want to change. I’m not suggesting that we’re not, every now and then, taking a bit of 

risk here and there, we’ve done it in the past in South Africa with clients that we had worked with for 30 

years, but I would say we’re 100 percent a pure play consulting business and we don’t want to venture 

into construction. And, again, our strategy is quite clear: we want to play and compete in things we 

understand. And I’m not going to stand here telling you that construction is something that we understand 

well at WSP, so we’d rather do what we know best and really foster and improve and professionalize the 

firm that we have and be the best of the best in what we understand. 

Our strategic plan, our 2015-2018 strategic plan, I talked about the fact that we are clearly trading 

favourably right now. I think we’ve executed on our strategy. We’ve been quite disciplined. We’re not 

afraid to say no or walk out from a deal if we think it’s not going to work and that’s what took place last 

year when we made a bid for a publicly-listed company in the UK and very quickly we felt that this was 

not the right transaction, actually the right price for the transaction, and we talked away. We feel that 

there’s enough runway in the industry, we feel that there are enough opportunities for us to be disciplined. 

We don’t feel we have a gun on our head where we absolutely need to do all the acquisitions that we 

contemplate. So, since the beginning of 2015 we completed approximately, if I’m not mistaken, Steeve, 

$1.2 billion in acquisitions. The main acquisition we completed over the last two years have been MMM, 

Mouchel in the UK, Opus. That is not completed yet but we’re doing very well and are very confident that 

we’re going to get to the finish line by mid-November or about. But we are not only making good headway 

from a financial point of view but also internally we have set very, very ambitious goals from a people 

point of view, from a client point of view, from an operational expertise point of view, and I will let Paul talk 

about this today, but I’d say that our plan is on plan and on target and I’m quite pleased about our 

performance. 

So, what should we be expecting post 2018? Well, first we need to reach the milestone we had set for the 

company next year, but right now within our industry and also around the world we are experiencing 

megatrends. Clearly there are real things that are happening that in my mind is half if not more impactful 

than what we’ve seen at the beginning of the century with the industrialization movement that we saw the 

early 1900s. If you look at the urbanization movement, but the end of 2050 we’ll be 9.5 billion people on 

this plant, an increase of 2 billion people. We’re going to have to build five cities of the size of Beijing 

every year for the next 30, 35 years to cope with this urbanization movement. Governments, I talked 

about common themes around the world, everywhere where you go we meet with public officials, talk with 

our clients, and hear it from the team, everywhere governments are talking about reinvesting in their 

respective country. And this is not rocket science; I just talk about what’s happening from an urbanization 

movement point of view.  

And you look also at what’s happening with the workforce right now. The millennials, in ten years, will 

represent 75 percent of the workforce in the US. Well, those millennials, they want to live in urban areas. 

That’s what they want. We call them, internally here at WSP we call them the vertical society. They want 

to live in tall buildings. They don’t want a house in suburbs. That’s not what they’re looking for. They want 

their social life, work life, everything happening at the same place at the same time, and that’s why you’re 

seeing this movement from rural area to urban area and that’s why I believe WSP is uniquely positioned. 

That’s why I believe that if we do this right, if we play in the right end markets, if we play in the right 
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geographies and we are where the megacities will be, the prospects for our company are good. The 

outlook for the company is tremendous.  

Climate change, you know all of that, technology, but all of that is allowing us to use our expertise to 

service both the public sector and the private sector.  

So, where could we grow? Clearly there are places historically where we’ve grown organically. So, if I 

take Asia for instance, we haven’t completed any acquisitions in Asia, for a number of different reasons. 

First, we didn’t understand the market very well. We wanted to learn what the market had to offer. And 

when I say we grew organically clearly through the WSP acquisition and the PB acquisition and directly 

we acquired a position in Asia, but beyond 2018 I think this is something we want to understand a bit 

bitter. We want to explore what can we do in Asia and how can we compete in Asia. You have the local 

design institutes that are massive and playing a big role in Asia but I like to think WSP right now, we’re 

one of the largest western firms in Asia as a consultant, but I like to think we’re a big player in the spot 

next to the big, big, big (inaudible). So I think we want, I think over the coming years we want to 

understand Asia, what Asia has to offer. 

Clearly there are places where there’s tremendous opportunities for us to grow. If I take the US, for 

instance, today, and you may have seen the ENR listing, which is the bible in our industry, there are 500 

firms that have revenues of over $20 million, at least. There are many, many firms in the US but you can 

count at least 500 firms with over $20 million of net revenue. These are smaller-sized firms but if you look 

at the top 200, top 300, then these are decent-sized firms. So I think the market is still very much 

fragmented. So if you want to grow or do we want to grow, I mean should we grow, of course. In the US 

we should be doubling in size. That should be the goal in the next few years is really to increase our size 

in the US. If you want to be the best consulting firm you have to have a strong position in the biggest 

markets.  

Central Europe, we have a very small presence right now. We have a few hundred people in France. We 

have a few hundred people in Germany. We have no presence or very little presence in Spain. We have 

no presence in Belgium, we have no presence in many of the central European countries, and the 

economy is doing much better, so I think in the next strategic cycle to develop a strategy around central 

Europe will be very important. 

In Canada we have a great position right now. Hugo will be talking about our position in Canada. I cannot 

say never but I think for the time being, in the next cycle, what I would be envisioning, unless you make 

an acquisition and acquire a Canadian presence, indirectly I feel we have a very strong foothold in 

Canada and I would expect that for the next few years in Canada we’d be developing an organic growth 

strategy. 

Australia, we just completed, ah, Asia, Asia Pac, we just completed a good acquisition in New Zealand. 

Steeve will be talking about the Opus acquisition. A strong firm but I think there is still some room for us to 

grow through acquisition in Asia Pacific. And then the UK is a strong, strong hub for us. We’ve tripled in 

size over the last five years. In 2012 we had approximately 2,000 people in the UK in 2012 and now we 

have north of 7,500 people. So, over the course of the last five years we’ve grown our position and I think, 

as time goes by we’ll see, but there will be more opportunity for us potentially to grow in the UK market. 

Nordics, you’ll hear from Magnus today we have, ah, we love this geography. It’s been a very, very 

resilient geography since the last recession. It’s booming, it’s growing, and I believe Stockholm is the 
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fastest-growing city on a relative scale basis in Europe, so there’s a lot of momentum for us there. So 

we’re going to remain quite opportunistic to see if we can grow there. 

So, it’s just—I’ll get back to you in a year’s time to highlight exactly what we’ll do, but there are many 

markets, end markets but also geographies, where we can grow. It’s very fragmented still in our industry 

and I believe that WSP will be a story of continuity. I know it’s not exciting and sexy but we’ve been 

successful doing what we do and I believe that in the next strategic cycle we’ll clearly look at many end 

markets where we’re not right now. We’d like to grow our project management, our PM offering, service 

offering. In the US, I didn’t talk about this, in the US we do very little in the federal space. We’re more at 

the state and local level. Well, perhaps we wish to venture into the federal space. I don’t know today but 

it’s something that we’ll be looking at. So, there are many, many opportunities for us to grow the 

company, both organically and through acquisition.  

And finally, and that’s probably the most important slide of today’s deck, we have a great platform and we 

now need to extract the full potential of this platform. We’ve been busy growing the platform but there’s so 

much potential to optimize the platform. And I keep saying that you want to make changes and you want 

to make a hard decision and you want to work hard at optimizing your platform when things are going 

well, and things are actually going very well for us. So it’s not when things are going bad that you’re 

starting to make the hard decision, and actually not just the hard decision but the good decision for the 

platform. So I believe that over the coming years we’ll be working extremely hard at optimizing the 

platform. I mean it’s some that, as part of our strategic plan, you’ll hear more about. We will and we are 

right now developing an operational plan for the upcoming, the next one, two, three years. We’ll make 

sure that Paul comes back with me on the road and we’re in a position to explain to you exactly what we 

want to do to professionalize the firm, to raise the bar, to extract the full value of the platform, and at the 

same time, in parallel, continue our M&A growth.  

So today you’ll hear from our leaders and I’ll finish with that. The key takeaway for today, what I’d like you 

to keep in mind, we have a very young, dynamic team that is there for the long term. We’re quite engaged 

and we want to make this a success. We’re truly a global consulting firm. We’ve been outside Canada 

and we’ve been operating outside Canada now for the last five years. Many of our competitors are just 

starting to grow abroad. We’ve been out there for five years. We know what it is and we know how to run 

an international company, and that’s something that you should keep in mind. We have an experienced 

management team that knows how to run an international firm and that’s important. We have an 

empowered model. That’s our biggest market differentiator. We’re on track to deliver our plan and there 

are many, many opportunities for us out there to grow organically, to work on mission critical jobs, but 

also I’m confident there will be more opportunities as well to have complementary firms joining our 

platform in the next few years. 

Thank you. 
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BRUNO ROY, CHIEF FINANCIAL OFFICER 

Good morning, everyone. I’m delighted to be here with you today.  

Over the course of the next few minutes I’ll do a few things. First, I’ll walk you through the progress on the 

more financial aspects of our 2015-2018 ambitions and what that has meant for our shareholders. I’ll also 

provide you an update on how we are tracking against our 2017 outlook in terms of revenue margins and 

other key metrics. And finally, I’ll give you a sense of what you can expect beyond 2018. Alex already 

alluded to some of it. We believe the combination of organic growth in our current core markets, of the 

continuation of our M&A strategy, and of the increasing operational leverage opportunities that our teams 

are capturing will continue to drive shareholder value beyond 2018.  

Let me start with a recap of the progress against our strategic plan, our focus on the two more financially 

heavy pillars that is growth in operational excellence. And the story here is pretty simple. It’s a story of say 

what you’ll do and then do what you’ve said you’d do. I’ll start with growth. So, back in 2014 on the back 

of the Parsons Brinckerhoff acquisition the firm had about $4.3 billion in revenue and the aspiration was 

to get to about $6 billion by the end of 2018. We’re tracking well to achieve this ambition. Indeed, our 

trailing 12-month net revenues as of the second quarter were at $5.1 billion. If you add to that the 

revenues from our acquisition of Opus, which we hope to close by the end of November, you get to about 

C$5.5 billion with one year to go before we hit (inaudible).  

What’s even more satisfying is that over the years we’ve managed to increase revenue per employee 

very significantly, and that’s what you have here on the right-hand side of the chart. To go back five 

years, we were generating about $115,000 per employee. On the back of the Parsons Brinckerhoff 

acquisition, on the back of MMM and other firms where revenue per employee were higher, we’re now at 

about $140,000 per employee, which is a very significant improvement over the years. While some of the 

acquisitions we’ll make over the years to come will likely bring this number down, like revenue per 

employee in Latin America isn’t what it is in the US, we still believe that this number will continue to track 

well on the back of (inaudible) improvements that our professionals are making.  

M&A. As those of you know us well, you know that a large part of our strategy was to consolidate our 

industry. Back in 2014 when we outlined our ambitions we had assumed about $1.5 billion in net 

revenues would come from acquisitions. We’re tracking well against this one as well having acquired 

about $1.2 billion in net revenue so far, assuming the Opus transaction indeed closes at the end of 

November. We have about $270 million to go next year. Again, tracking well on this one. As Alex 

mentioned earlier during his presentation, we have plenty of runway left in our industry if it’s to assemble 

an accountancy where you’ve got four firms that have 200,000 to 250,000 employees per firm. The 

largest firm in our industry is about 90,000 right now. We’ve got plenty of consolidation to go.  

The question is what does scale provide you? It provides you with quite a few things. First, it allows you to 

be able to bid on very large projects. If we weren’t this size, we could bid on a project like high-speed rail 

between Singapore and Kuala Lumpur. We wouldn’t be able to do the Ram (sp.) in Montreal either. We 

wouldn’t be able to do California high-speed rail in the US. Size provides you the ability to go and tackle 

these things. When you can tackle these projects, what happens? Talent comes to you. Engineers are 

driven by the ability to go out and have an impact on the world around them, to work on big projects with 

great equipment and the latest technological tools, and the large firms can actually offer that. So there’s a 

real reinforcing cycle here where being able to be large allows you to work on large projects, you attract 
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better talent, and then of course you’ll go out and win more work and then are more productive. It also, 

from a CFO standpoint, makes you more resilient. With the firm we have now in terms of size and 

diversification of portfolio, we can go through bad years and we’ll sustain ourselves. If you’re a smaller 

firm it becomes much harder.  

In terms of organic growth, this is a fun slide. We’ve been known for our M&A strategy but if you go back 

to our IPO, if you go back ten years ago, we’ve never had a single year of negative organic growth. And I 

can’t think of many firms in our industry that could actually boast (inaudible). If you look on the 2015-2018 

strategic plan, the same held true, despite the oil and gas crash which impacted Canada and many of our 

peers. Our mission for the period was actually, as many of you know, was to hold a 5 percent organic 

growth rate, something we had achieved in our non-Canada business. If you remove Canada from 2015 

and 2016 we would have had 7.8 percent, 3.5 percent, and then 6.6 percent organic growth for 2017. 

We’ve beaten that number two years out of three. Our trailing 12-month figure is at 4.5 percent. We’ve 

repeated this throughout our earnings calls, so I’ll repeat it one more time just to make sure we’re all on 

the same page: this has benefitted from one extra week during the first quarter of the year. We will have 

one less week in the fourth quarter of this year, so this number will come to normalize a little bit. This 

being said, the outlook we communicated to the community was that we’d range between 1 percent and 4 

percent organic growth for the year and we’re very comfortable that we’ll achieve that.  

This leaves us today with a platform that, as Alex mentioned, is 100 percent focused on consulting, but is 

diversified across many dimensions. Indeed, we’re diversified across geographies with about 80 percent 

of our net revenues generated outside Canada, making us a truly global company. About 85 percent of 

our revenues come from OECD markets like the US, Canada, the UK, Nordics, and Australia. The 

remaining 15-ish percent comes from growth markets such as China, Latin America, the Middle East, and 

South Africa.  

We’re also diversified in terms of sectors. Nearly half of our work is concentrated in transportation 

infrastructure, a sector in which governments from across the globe are expected to continue to invest 

heavily over the years to come. About 30 percent of our work is in the property and building sector where 

we serve real estate developers, commercial, residential, retail real estate, where we serve governments 

as well on schools and hospitals, and where we serve corporates on datacentres, industrial real estate, et 

cetera. About 10 percent of our work is in the industrial sector, of which less than 2 percent of our net 

revenue comes from oil and gas, and then finally 10 percent of our work, more or less, is in the 

environmental sector, where we help clients tackle challenges such as land remediation, climate change 

adaptation, master planning, environmental compliance and environmental impact assessments.  

We’re also diversified across type of clients with now 57 percent of our revenues coming from the public 

sector. And, finally, we’re diversified across the type of fees we charge with 54 percent of our net 

revenues come from fixed-fee arrangements and 46 percent coming from time and material 

arrangements. So, a very diversified platform making us very resilient against market fluctuations.  

Our margins. Again, when we had outlined our strategic plan back in 2014 we were hoping to be at 

around 11 percent EBITDA margins, adjusted EBITDA margins by the end of 2018 and we’re tracking, 

once again, quite nicely against that. As of Q2 our trailing 12-month EBITDA margin was 10.5, a 30 basis 

point increase versus 2016. Our TTM EBITDA margin was $537 million in Q2, excluding the acquisition of 

Poch and Opus. This puts us well within the range we had provided in our 2017 outlook. As you’ll 

remember, we had provided a range of $510 million to $560 million.  
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On the free cash flow front, three things to keep in mind, the first one is that we have generated a very 

healthy progression over the years, moving from $79 million trailing 12-month free cash flow back in 2013 

to over $200 million in the second quarter of this year. The second thing to keep in mind when you think 

of cash flow in an industry like ours is that it is very seasonal, generally peaking in the fourth quarter when 

clients, particularly in the public sector, pay their invoices before year end, before dropping in the first, 

second, and third quarter, and then coming back up in the fourth. The third thing to keep in mind as well is 

just to be mindful with single quarter variations. One more pay period makes a big difference for us. One 

more pay period is $60 million in the firm. And that happened in the second quarter of this year. So we 

always have to think trailing 12-month and look at the longer trends and that’s, again, a trend we’re very 

happy with. In terms of guidance, we’d provided conversion of cash flow of over 100 percent and we’ve 

been hitting this number consistently over the years, 116 in 2013, 155 in 2014, 104 in 2015, and 123 in 

2016. So we’re truly converting these earnings into cash. This is not funny money; this is real cash 

coming out. 

One of the drivers that has allowed us to deliver on the free cash flow trajectory is the fact that we’ve 

become very disciplined in terms of days sales outstanding management, DSO. From over 90 days back 

in 2013 we stood at 77 days at the end of 2016, and that was eight days better than what we were 

shooting for. Our target was about 85 days. To give you a sense for us, one day of DSO is about $20 

million, so it does make a difference. This improvement has come through a lot of hard work from our 

operating teams across the globe in terms of improving billing and improving collections and also it was 

an increasing awareness with our engineers that actually going out and invoicing, at the very least, is part 

of their job. It wasn’t just to serve the clients; it was actually to make sure we got paid as well. Our target 

for this year, again, a range of 80 to 85 days and we’re comfortable that we’ll achieve that as well.  

In terms of CapEx, of the improvements over the years here, one thing to keep in mind is that we’ve 

never been afraid to go out and invest in our technology and in our people. Over the years, if you look at 

our CapEx in terms of net revenues, we’ve ranged between 1.7 percent and 2.9 percent of net revenues, 

which puts us at the very high end of our industry. So we’ve tended to invest more than our peers. We 

have now pushed quite hard in 2017 to make sure we fully optimize the CapEx and, again, we’re not 

afraid of spending CapEx, we just want to make sure that the ROI on that CapEx is actually what it should 

be. And the other control of that CapEx, we expect it to be around $120 million to $130 million this year, 

again, and we’re happy with our ability to hit that range over the year in the next few months. 

Balance sheet. As Alex mentioned, we tend to be prudent yet flexible on the balance sheet front. Our 

range for the strategic plan had always been around 1.5 to 2.0 turns of EBITDA and we’ve hit that range 

consistently over the years. This being said, we are not and we won’t be afraid to steer outside that range 

if the right acquisition comes around. We’ve done so back in the days of PB, if you go to the first quarter I 

think right after PB we were at 2.25x and then came back slowly but surely within our range. Could we go 

up to 2.5x, could we go up to 3x for the right acquisitions? Absolutely. With a clear plan to come back 

within that range of 1.5x to 2x.  

This wouldn’t have been possible without the support of a very solid and very loyal shareholder base. 86 

percent of our shareholders are based in Canada. Within Canada we have a terrific following in Quebec 

and Western Canada. We’d love to have an even stronger following here in Toronto and that’s why we’re 

all here today. One Toronto-based investor that has been very loyal to us has been the CPPIB. CPPIB 

and Caisse de dépôt have been with us since 2011 and they’ve helped us through private placements to 
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support our acquisitions of WSP, of Parsons Brinckerhoff, and MMM, among others. This, along with the 

support of our other institutional investors, has provided us a significant advantage when it comes around 

for us to negotiate transactions. Counterparties know that we will close and very few companies in our 

industry can actually boast of that. If we come to the table, they know we’ll close, we’ll close because we 

have Caisse and CPP and our other shareholders with us, because we’ve got the bought deal market in 

Canada, which is something that’s quite specific and very helpful to us as well. And also because we 

have a, frankly, very solid balance sheet.  

One thing that I would be remiss to, ah, I want to make sure we highlight the importance of our retail 

share-holders. 25 percent of our shareholder base comes from retail. These people have been very loyal 

to us over the years and we need to let them know we don’t the support for granted. We’ve done very well 

for them and for our investors over the years, as this chart here shows. If you go back to our IPO day from 

today, we’ve got a total shareholder return of 19 percent per year. And in there it’s not only capital 

appreciation but in there you’ve got $17 in dividends that were paid over the years per share. So this has 

been real money paid to our shareholders over the years. The TSX over that period has performed at 

about 8 percent, so a very significant gap over the market and we’re quite pleased with that, obviously. 

In summary, the performance has been driven by a combination of three elements. It’s been driven by 

global revenue growth, coming both from organic and M&A; it’s been driven by sustainable margin 

expansion coming from our focus on operating margins and corporate and group cost containment; and 

it’s been coming from strong cash flow management and disciplined capital allocation. Going forward, as 

Alex said, you can expect more of the same. We already are working on opportunities that will pay their 

fruits beyond 2017 and 2018. Paul will talk to some of these things when he comes on stage. And we 

expect to continue this expansion of our EBITDA pool in a context of tight working capital and capital 

expenditure management.  

Briefly, 2017 continuing momentum, you’ve got our first half numbers here. In terms of net revenue, first 

half we’re 9 percent, adjusted EBITDA up 18 percent, adjusted EBITDA margin up 7.7 percentage, and 

basically EPS up 35 percent. Keep in mind again these numbers benefit from one extra week. These will 

be normalized as we go along in the latter part of this year. So, on the back of this, we’re very comfortable 

in reiterating our outlook for the year, and that outlook includes net revenues ranging between $5 billion 

and $5.3 billion, adjusted EBITDA between $510 million and $560 million, DSOs of 80 to 85 days, CapEx 

between $120 million to $130 million, and net debt to EBITDA ranging 1.5x to 2.0x excluding acquisitions.  

In terms of our regions, and our regional leaders have all come and share with you their plans and their 

views for the year, we are reiterating our outlook in terms of top line growth, on which we have given a bit 

of guidance. So Canada we expect to be slightly negative to flat, Americas, EMEIA, and APAC in mid-

single digits, and for our firm as a whole we expect to be ranging between 1 percent to 4 percent.  

All in, three things to keep in mind. First, sustaining momentum and reiterating our 2071 outlook; second, 

we’re tracking to deliver against our 2015-2018 financial ambitions; and third, there’s plenty of fuel left in 

the engine beyond 2018. Our strong shareholder value creation engine is in place and it’s looking to keep 

firing going forward.  

Thank you. Paul, over to you. 
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PAUL DOLLIN, CHIEF OPERATING OFFICER 

Thank you. Thank you, Bruno. Good morning, everyone. My name is Paul Dollin, I’m the Chief Operating 

Officer of the group, and my job this morning is to try to bring to life some of the numbers that Bruno 

talked about and some of the plans that Alex talked about with specific actions and initiatives that we’ve 

got in place to drive our approach to our 2018 targets underneath our strategic plan. I’m not going to talk 

about everything that we’re doing but I am going to talk about what’s currently live, what’s currently on the 

blocks, and actually it’ll give you a forerunner of what to expect as we enter into the next strategic cycle, 

because a lot of these initiatives aren’t things that are just going to return in 2018 there for the long run. 

So I will talk about each of our four key pillars, about where we are, what we’re doing, and where we can 

expect to end up. 

I’m going to start with growth and I am going to only talk about organic growth. We’ll leave M&A to Steeve 

later on in the day. And Bruno brought to life some of the last couple of years' organic growth against the 

backdrop of what’s happened in the market, but I would like to look at it from a slightly different 

perspective. For me, organic revenue growth is really driven by a need for two things, first one being 

given the opportunity to expand our business so that we can create opportunities for our employees to 

progress in their careers. Really important and I’ll come back to it in the next slide. Secondly, it’s about 

driving profit. So when I look at organic growth, we’re not just going for any growth, we’re going for growth 

that can drive, obviously, profits and cash. And that does mean if you look around our world actually there 

are places where we’re not striving for growth today. The Middle East has a traditionally boom/bust type 

cycle and if you drive the growth as it is there at the moment, you can end up in trouble. We know in Asia 

at the moment there’s quite long cash, therefore actually we’re not looking to drive the organic growth in 

that position until we can get the cash to a level that we want it to be at. And finally, and most importantly, 

we are not afraid of stopping business lines that will not meet our high aspirations in terms of 

performance, and that’s a really key point. As we’ve been extremely acquisitive, not all of the businesses 

that we’ve bought have 100 percent perfect areas. We will turn around lots of these businesses, improve 

the margin, but equally we’re not afraid to stop doing something that we don’t believe is going to give us 

the desired outcome.  

But overall, organic growth, for me it’s far more complicated than just a target, and we’ll come back to 

that, but we are working on a number of things. I touch on culture there. Culture is quite interesting. Our 

people largely think about profit, cash, then revenue growth. It’s the way they’re chipped. That’s a good 

thing, because it’s driving what we want, but getting that balance to shift a little bit more towards organic 

growth whilst keeping the profit and cash in mind is an important step. Skills, again, those that have a 

natural affinity to selling aren’t necessarily as many perhaps we have, there’s not as many of those in the 

business as perhaps we would like, and it’s not about bringing in lots of new people but it is about making 

sure that those that can are freed up and focused on the right areas. Perhaps slightly counter-intuitively, I 

also think that growth is driven by bidding less but winning more. It feels counterintuitive but we need to 

increase the conversion rates of how many we win and we don’t do that by just scatter-gunning where we 

go, we do it by focus, and our focus is our strategy. You’ll see much more of this in our coming cycle but 

it’s not as simple as saying that we do transportation. We’re focusing heavily on rail. We’re focusing 

heavily on aviation. It’s not as simple as saying that we’re going to focus on property. We’re focusing very 

heavily on healthcare. This is driven not just by the market dynamics but it’s driven by our position in the 

marketplace, things that you’ll see more of coming forward. We have a fantastic reputation in power yet 
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we haven’t driven the growth as hard as we’ve could. And lastly, you’ll start seeing much more advisor in 

digital services coming through where we have a wealth of talent but don’t internally think that way around 

about that business. 

The next one is equally important: Turning wins into revenue. In the coming presentations you are going 

to see some truly fantastic projects. These projects tend to be at the larger scale, because they’re the 

ones that look best, but staying true to our objective of making sure that we’re first choice for all clients 

big and small means that when we win these large opportunities that often people clamour to work on, we 

don’t forget the smaller clients so that we maintain the revenue (inaudible). And finally, clearly thinking 

hard as we have done around acquisitions that actually support our organic growth in more a level of 

detail than just the geography or end market. And for those reasons, although the headline number, we 

haven’t quite hit that 5 percent target, that’s one for me that we’re going to maintain. And actually I think 

some of these actions will start coming through and you’ll see an increased momentum around organic 

growth. 

Going on to our people, and we should have really started with our people. We have 40,000 employees 

around the world and one thing that is absolutely instrumental to our success to date is the deep rooted 

expertise that exists in all of those individuals. It is truly fantastic the capability that we have in this 

organization and we’re not yet fully capturing the value that we can get out of all of that, and this is a key 

pillar that certainly, as Alex’s incoming CEO last year has really driven, and you’ll see a lot more going 

forwards. And of course with 40,000 people the first and primary priority, because we respect our 

employees, is making sure that they all go home safe at the end of the day. Safety has been a big push 

for us. We’re not a high-risk industry. We don’t do construction. But we touch every year somewhere in 

the order of $100 billion worth of construction projects. It is really important that our employees and our 

people and the people that they interface with in the public understand the need for absolute rigor around 

our safety. On top of that there’s an increasing push towards focusing on the word health. As an employer 

of 40,000 people, we need our people to be in top form. The world is a faster place today than it was 

yesterday and making sure that we drive, actually something that comes through many of our countries 

like Sweden and Australia, the focus on health is a key element. 

Interesting this year we started, and some of you’ve heard of this, we started a CEO fund. This was a 

fund that we would hold centrally to focus on initiatives that perhaps each of the individual regions 

couldn’t do on their own or something that where we looked at things globally actually would make a 

difference to our growth. And some of the areas I touched on in the last slide, healthcare, digital advisory, 

maritime, et cetera, are sectors that were beneficiaries of some of this money. But interestingly, the most 

important thing that we’ve done this year was launch a program management academy. Project 

management sounds like it should be just about delivering margin, and of course it is about delivering 

margin, but it’s also about delivering growth. We are constrained, particularly in alternative delivery in 

North America by our ability to tackle or to tap in real key project management expertise. So it drives 

growth and performance. It also drives engagement. This year we’ve put 100 people through an 

accredited course that we’ve tailored towards being a WSP way, including a capstone event held in Miami 

where the feedback that we got from our employees was this is fantastic and a true, true differentiator. 

We will run another one of these in the Nordics in the coming years and in time I will see this to be a real 

differentiator compared to our peer group about why people want to come and work with WSP. We give 

them that little bit extra. 
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We also need to move on in terms of the career development of our employees. Obviously with the rapid 

growth that we’ve had we have some fantastic programs within the regions, but as a global company 

we’ve under-invested to date in terms of how we develop our employees. We’ve launched a very 

important program for our top 1,000 leaders across the world where they have direct access, frequent 

direct access to everybody from the CEO down and tailored programs to improve the quality of their 

leadership that has a knock-on benefit through all of our 40,000 employees. 

And finally, improving mobility. We’ll touch on, in the coming slides, how where we can move to 

collaborate work across the regions tapping into that expertise, we need obviously need people to be able 

to move around. But actually the real reason for me about driving mobility is twofold: Firstly, our 

employees expect it, and that’s why they’ve joined our organization as a global entity. Secondly, it’s what 

will make us global. Global doesn’t mean we’re in every country, every time zone, every culture; global is 

a mindset. The mindset of our people comes with the experience of working across multiple countries.  

So these actions, and we’ll see a lot more in the next cycle, really do aim to attract and retain the very 

best people and, most importantly, engage our people to go that extra mile. Our business model is 

predicated on the willingness of our employees that are half past five on a Friday night to actually make 

sure they don’t switch the computer off and answer that client’s query. It is about making sure that rather 

than just answering the question that client asks you straight off the top your head, you go that extra mile 

to find the best expertise that we have in the world and give an extra special answer. Our engagement of 

our employees drives our performance.  

Alex touched earlier on the brand, and just something that I do want to bring to life without duplicating 

what Alex said, we employ a large number of scientists and engineers, and being one myself I can 

confidently say we’re generally a cynical bunch of people. So I can assure you when Alex said that he 

didn’t sleep that well that night, that was nothing compared to me being a scientist and an engineer. And 

when I woke up and what we’ve seen since has been fantastic. Take a typically cynical bunch of 

individuals on things like brand, they have really embraced it. Isabelle will lead us through some of the 

external facing stuff, but our employees will bring our brand to life, which is incredibly important, because 

we’re a B2B business. It’s our employees and the engagement with one and other, engagement with their 

peers, our partners, and our clients that makes the difference. 

Operational excellence. We start with cash. I’m not going to talk about the working capital management 

side of things. Bruno has covered that. We are investigating and utilizing the new people that have joined 

the management team to provide that insight to how other organizations manage their working capital and 

what we can do to improve, and we will make progress. But cash isn’t just about working capital 

management; it’s also about the mix of work that we do. It’s the way that we set the contracts up in the 

first place. And this is a key area of emphasis across the world actually to help improve the performance 

on cash. 

In terms of costs, Alex mentioned at the front, you know, we have grown incredibly well and very 

successfully by having an (inaudible) and empowered model where the people that are going to speak 

have full accountability for delivering their businesses. The downside of that is that we haven’t therefore 

always leveraged our scale in areas such as IT, which is an enormous spend for our business. So there 

are huge opportunities and with the introduction of the new senior management that Alex introduced we 

can go a long way from where we are to improve the structure of how we pull together everything and 
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actually give cost savings but also free up our time for our people on the ground to work with the clients 

and projects. 

But actually, the bit that I’m more interested in is our operating margin. We don’t talk as much about that. 

Our operating margin is an area that we have to have a continued focus on to see if we can drive 

performance. Now some of that will come through in my following slide around clients, but a big area for 

us that is actually something that’s been done a long time now out of the European countries is using 

complementary resource centres. These are centres around the world where there is a differential in cost 

base relative to the home market where we can pull together volumes of people, such as we have in India 

where we have over 600 people, working on front-of-house clients’ work at a reduced cost than we can 

do in our home country. Now I know that this is an area that can be sensitive for people, but I can show 

you countless examples of where our clients can’t tell any difference between the work that we may do in 

India or we may do in eastern Europe or we may do in Manila versus back in the home country. We can 

tell the difference. We can tell the difference through our margin. On top of this, we’ll see an increasing 

emphasis towards some of the systems and tools that we use, not only to improve work sharing and 

collaboration across the group but also to just make more efficient how we deliver work. You’ve seen and 

you will see in the coming slides about the balance between where we’re doing fee-for-service versus 

fixed price. Huge margins to be gained in the fixed price area by slicking up our processes of how we 

deliver design. It’s not the easiest thing in the world to do but we own that process and we are going to 

invest in that going forward to help improve our operating margin. So we do expect some reduction in the 

corporate costs, which will contribute to achieving the year end or the end of strategic plan margin, but 

also going forward we expect to see improvements in the operating margin that will keep driving that 

margin as we run out of headroom in corporate cost reduction. 

Just going on to clients, clearly, without clients we’re nowhere. Every first of January we start with a blank 

sheet of paper pretty much and have to generate $5.5 billion to $6 billion of revenue, and that’s why it’s 

front and foremost in our minds. We set out and said that we would have 10 percent of revenues from 

global clients. We’re doing 5 percent. And we will probably be doing 5 percent by the end of our plan. I 

don’t see this as a miss. I see it actually as a mix of business. We touched on our local operations versus 

global operations. Our strength in the markets, particularly around transportation, is a very local market. 

They’re not global clients. A road operator, a road asset owner is based in the country they’re in. They’re 

not operating globally. That doesn’t mean that we don’t treat that client globally. And that’s something that 

we’re more focused on than just working for global clients.  

We have strong key account management and key client management plans in each of our regions, but 

lifting this up just by identifying our top five clients by country and end market identifies north of 100 

clients that we as a group can focus our energies on. And focusing our energies on means that we don’t 

just put the availability of people that we have to work on that client; we can pull multi-disciplined teams 

from across the world with a diverse experience and background to help drive solutions for those clients. 

Investing in our client-facing people. All of our employees are client-facing people. My PA is a client-

facing people. Investing the energy and time to train and develop those individuals to make sure that we 

really and truly have that relationship-based culture spreading through our organization is really important 

and something that we’ll work on going forward.  

Clearly, repeat clients is the name of our game. We repeat clients not because actually the cost of sale is 

lower, it’s because the more we work for a single client the more we understand their business. The more 
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we understand their business, the more value-added services we can offer them. So, taking our currently 

regional approach to client satisfaction and again raising that to a global level to make sure that that 

becomes a key metric that we follow is very much in our plan going forward. And importantly, and I just 

mentioned it, making sure that we’re tapping our existing clients for everything that we can. With 40,000 

people around the world in very diverse backgrounds and experiences and skills, there isn’t a single client 

that we don’t really have the opportunity to add a value-added service with the capability and knowledge 

that we have around the globe. We need to do more. I’m not saying that we haven’t done it, and there will 

be many examples that you’ll see in the coming presentations of WHERE WE PULLED OUR CAPABILITY 
together to win an impressive project to wow a particular client to take it to the next level, but the point I’m 

making is we can do much more.  

So we expect not so much increased revenues from global clients, although there are opportunities, but 

we expect increased revenues from our key clients. We expect to see positive trends and be able to 

share with you our positive trends in client satisfaction across the world. I expect to see decreased 

bidding costs but actually improved win rates. And we expect to see improved margins and cash flow by 

focusing on our clients. We expect our brand to come to life through the work that we do for our clients.  

So, just to close and summarize, against the five guiding principles that Alex highlighted I just wanted to 

pick against each line a specific area that we’re currently at and where we need to move to.  

So, we value people and our reputation. Currently, the majority of our people are engaged through the 

fantastic projects that we do. Time and time again people will say the opportunity to work on the most 

iconic and fantastic projects is why we are with WSP. Time and time again our employees value the 

empowerment within the guiding parameters that they’re given to do the best that they can. They’re the 

two main reasons why people stay with WSP. They’re the two main reasons why people join WSP. We 

must retain that at the heart of our DNA. But we must also move to make sure that we’re doing everything 

we can as a global company to provide those opportunities for career development and will be a key 

element of our people pillar to actually take that to the next level. 

We’re locally dedicated with international scale. Again, you’ll hear stories about how this has played out in 

projects in the coming presentations, but our local businesses are very, very strong and they’re well-

coordinated. We do work across countries to secure jobs for our clients, but it’s coordinated, not yet fully 

collaborative. Our next strategic cycle will very much focus around collaboration and leveraging our scale 

for the benefits of our clients. This is about identifying specific end markets, specific opportunities, and 

proactively planning how we put our best foot forward to secure and deliver that work.  

We are future-focused and challenge the status quo. (Inaudible), I’m very proud of this organization about 

how we continually challenge the status quo. We talk a lot about our great businesses, but what makes a 

real differentiator for WSP is that actually our bad businesses are either nonexistent or all under control. I 

know that sounds like a strange thing to say, but it’s not the good businesses that make or die for our 

overall performance, it’s the bad businesses. We challenge, we challenge, we take action. Where 

something isn’t up to scratch, we change it. We stop it. We refocus it. We’ve been ruthless over the years 

on that. And it’s not just judging by the quality of what you’ll hear this afternoon, it’s also by recognizing 

that we have not (inaudible). But we can do more. We can continue to learn. Again, leveraging the scale 

and complexity that we have there’s some fantastic best practice around the world. We need to not rest 

on our laurels and take some of that best practice and can strive for continuous improvement. We are not 

complacent. A fantastic side effect of growing so rapidly by acquisition is that we are actually very, very 
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comfortable with change. Our people won’t always tell you that but they are naturally, by the amount of 

change that we’ve been through, a bit comfortable. This is really important in our marketplace. Our peer 

group suffer where they can’t make change. We know how to make change. 

We foster collaboration in everything that we do. Our empowering model that is absolute sacrosanct to 

the way that we’ve got to where we are today is very important and it has created that future sort of focus 

that allows us to think of innovative solutions. But it doesn’t necessarily naturally lend itself to 

collaboration because the business is managed through our region. So we need to bring these to life. 

And finally, an area that we just mustn’t change, our operating model, our model of accountability and 

empowerment is what made us a success today.  Alex talked about this. We all believe this. That’s not to 

change. We will still run the business in the next strategic cycle the same way as we run it today. That 

doesn’t mean that we don’t look harder for the cross working, it doesn’t mean that we don’t start looking 

harder at the horizontal slices of end markets across the world, but our fundamental model of what made 

us a success today is what’s going to make us a success in the future. 

Thank you very much. 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Instead of having a Q&A after each presentation I thought to pause here to see if any of you had any 

questions for Paul, Bruno, or myself.  

 

 

Mike Tupholme, TD Securities  

Thanks. Mike Tupholme from TD Securities. There was a slide on net revenue per employee, how it’s 

increased over time, and some of that was the function of the acquisitions you’ve made but can you talk 

about whether there have been some improvements in some of the areas outside of acquisitions in terms 

of raising that level of revenue per employee and what are some of the things you’ve been doing to drive 

that.  

 

 

Paul Dollin, Chief Operating Officer 

We have seen improvements. I mean the first thing to say is that we mustn’t give it away. It’s something 

that’s a continual challenge. You pay a plumber or an electrician sometimes more at home than we pay 

for our highly professional people. So it’s about driving that and making sure that we know what we’re 

worth and driving that through. Secondly, we do a lot of fixed-price work. Revenue per employee comes 

with the efficiencies that we put in, and I touched on that in terms of some of the use or better use of 

technology to allow efficiencies to do more with less. And finally, and probably an area that we can do 

more about, is shifting the mix of where we work, doing more higher end, value-added advisory type 

services typically the margin there, repositioning what is seen as an engineer into someone that advises 

the clients, something that we’re very comfortable to do and then can demand a higher rate of return. 
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Benoit Poirier, Desjardins Securities  

Benoit Poirier from Desjardins. Looking at M&A, you (inaudible)...but...(inaudible)...cost structure. So, oil 

and gas has been a benefit over the years for you. So I’m just wondering (inaudible)...the business... 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Thank you. Actually, before talking about the new market, we want to reaffirm our statement to the main 

market we’re in, (inaudible) the heart of our strategy. So I do believe that even though we have strong, 

very strong transportation (inaudible), Paul mentioned today, I mean within transportation there are many 

sub end markets where we want to compete at a higher level. So I think in transportation we’ll continue 

(inaudible) building, Paul talked about healthcare. There are many sub end markets in the property and 

building sector where we don’t compete at the level we want to compete.  

So, putting this aside, we’ll continue to invest in those large end markets for us. Power, power and energy 

is one that (inaudible). Clearly when I talk about power and energy I’m not talking about oil and gas. 

(Inaudible) oil and gas, is oil and gas top of list for us right now or next year? The answer is no. And it’s 

never been for WSP. Actually, the fact of the matter, we’re not investing in oil and gas, it’s not because 

there has been a dip in the oil and gas sector but because it hasn’t been—what we said we would do, and 

we’ve always been consistent on this, is we will be investing in oil and gas and commodity-based 

(inaudible). If you want to be a dominant player in Canada you just cannot ignore the energy sector in 

Canada. If you want to be a dominating player in Australia you just cannot ignore the mining.  

So, in commodity-based countries, clearly we’ll continue to invest in those markets. That’s the strategy. 

But at the global level, we talk about our reputation in power, we have a very strong brand in power. What 

we’d like to do in the future years is really to expand on that. Environment is another one. Environment, 

we have a strong presence in a number of countries in our group, but can I say that consistently we’re a 

top player in environment around the world? The answer is no. So we would like obviously (inaudible). 

So, again, there are many end markets. We’re not going to stop investing in transportation, we’re not 

going to stop investing in property and building, but there are other markets. And actually also I would say 

client based, I talked about federal business in the US by use, you know, we invest very little and deploy 

capital, very little capital has been deployed in the federal space. Do we want to? It’s something we need 

to address.  

 

 

Jacob Bout, CIBC World Markets  

Jacob Bout, CIBC. Alex, you made the comment that M&A in the US was a pretty big focus. Can you talk 

a bit about, you know, as Trump’s presidency unfolds how your strategy in the US has changed?  
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Alexandre L’Heureux, President & Chief Executive Officer  

Politics typically is not impacting our strategy. I talked early on that this management takes a long-term 

view. So when we think of a market, when we think about a geography, when we think about a service, 

we don’t think of it for the next year or two years or three years. We think of it for the longer term. So, 

Trump is saying a lot of different things. We don’t know exactly how it’s all going to play out but I think, as 

I said before, one of the statements I made is if you want to be the best of the best in your industry you 

have to lead in the major markets around the world. So, in the US we have a strong presence, we have a 

strong foothold, but I’d like to do more. But it’s true for the US but there are many other geographies I 

talked about where I feel we can (inaudible). 

 

 

Jacob Bout, CIBC World Markets  

But you did make the comment that in the past you’d been focused more on the state and municipal side 

of things and now more on a federal. 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

No, I didn’t say we will now focus more on the federal level, I said in the next strategic cycle we need to 

explore whether we want to (inaudible)... Because it’s a different dynamic at the federal level. 

 

 

Bruno Roy, Chief Financial Officer 

And Greg Kelly, who will be on the stage afterwards, is going to touch upon that later.  

 

 

Mark Neville, Scotiabank 

Hi. It’s Mark Neville, Scotiabank. You talk about professionalizing the business, optimizing the platform, 

you comp yourself versus other professional services or consultancies within your markets or in your 

industries and maybe some outside your industry, but when you think long term sort of about margin 

targets or objectives, five, ten years, what do you think is a reasonable expectation for this business? 

 

 

Paul Dollin, Chief Operating Officer 

Again, it’s about the mix of the business rather than professionalizing the firm. The more that we do in 

high-margin countries, the overall margin goes up, and that’s been very much part of our strategy. We will 

hopefully expect to close on Opus in New Zealand (inaudible) percent margins. That’s going to have a 

great contribution to our overall performance in margin than just the professionalizing, improving the cost 

base, which I can let Bruno talk about. 
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Bruno Roy, Chief Financial Officer 

Yeah. I think in terms of margins, again, so our ambition was to be at 11 by the end of 2018 and we’re 

tracking nicely against that. Post that, in terms of how high that number can be, we’ll come back to you in 

the next strategic plan. But we’re working very heavily, as Paul said, in terms of the footprint and the right 

geographies where margin is conducive, but also on the cost base. And on the cost base we’re touching 

things from the top to the bottom of the P&L, whether it is around pricing, around operational margins, a 

number of things, overheads, we’re working very hard on real estate, working very hard on IT, working 

very hard on things in my own backyard with finance function productivity.  We’re working very hard as 

well on elements of working capital. So, across the board and across the P&L we’re working on that but in 

terms of committing to numbers, we’re not ready to do that yet.  

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Today you heard about operating margin. Paul talked about operating margin. I haven’t discussed with 

Hugo but I’m pretty certain he’ll talk about client selection, critical work, project complexity. If you want to 

increase your margin profile you want to, in a very disciplined way, select the projects you want to work 

on. You want certainly to use the expertise we have in house to work on the most complex jobs. That’s 

what we’re looking for. We’re not looking to do (inaudible) work. We want to work on mission critical work. 

So, client selection, project selection are hugely important to increase your margin profile. It’s not just the 

cost cutting; it’s about being disciplined on selecting the right clients.  

 

 

Sami Hazboun, Investors Group 

Thanks for taking my question. It’s Sami Hazboun from Investors Group. Alex, I remember the days 

where we would have deep discussions about the DSOs and it looks like you’re winning the battle. More 

work to do, I suppose.  

My question centres on the project management theme, both internally and externally. Paul, you 

mentioned that it’s becoming a differentiator versus your peers. Is it just the nature of giving the training in 

terms of the depth that you give it or is it something in the training that makes it a differentiator? 

And then secondly, externally, to what extent does consultancy and design spill on to project 

management more broadly as we know it? Alex, you said you don’t want to do construction per se; are 

you willing to do construction management services as part of the consultancy? And is this one and the 

same or the embryonic stage of developing? 

 

 

Paul Dollin, Chief Operating Officer 

So, on the first part, the reason it’s differentiated is the way that we (inaudible). Although it gets an 

accredited qualification at the end, it’s brought to life with real life examples, brought to life with some of 

our best project managers, programs managers in the world pitching up and telling their life stories, 

what’s worked, what hasn’t worked, and that’s what really differentiated it. Greg (inaudible) behind you 
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can give his many years of experience of what’s worked, what hasn’t worked, and bringing live examples 

to life. That’s the real difference. 

When it comes to construction management, yes, absolutely. So we won’t take construction risk but we 

manage and can manage construction on behalf of others. I’m not saying it’s two in the same thing but we 

have to recognize that it is a different skill from a design (inaudible). Again, we’ve got highly qualified 

individuals in the business that are experienced in doing this and where we do it, it’s not a high-risk area 

for us. (Inaudible). 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

So, Sami, to be totally clear on your question, EPCM we do. EPC we don’t do. 

 

 

Chris Murray, AltaCorp Capital  

Chris Murray, AltaCorp Capital. Just going back to some of your comments about centralizing services 

versus operational focuses, where’s the balance that we should think about in terms of sort of a top-down 

approach versus the de-centralized approach that you’ve looked at and what are your thoughts around 

kind of the key risks about culture and culture change and imposing certain aspects of how folks are 

going to operate geographically? 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

I’m sure we can all answer this question. I’m just going to say a sentence and then I’ll ask my colleagues 

to finish it. I mean we all think alike on this one. If you clip the wings of your professionals, you’re going to 

lose (inaudible). In other words, we strongly believe that in order for those gentlemen here in the room to 

feel accountable for the work that they do deliver on the strategy, deliver growth, we need to empower 

them to lead. So there’s a very, very fine nuance, centralized model, empowered model. Clearly, if you 

want to have one solid big brand globally, clearly you need to have initiatives that will come from the top, 

and it’s widely recognized that we need to do that, (inaudible) academy (inaudible)... ...engagement on 

training with our employees. The mobility, for instance, is something we want to manage globally. But, at 

the end of the day, they are in charge. We’re quite allergic to centralization. 

Having said all that, that doesn’t mean, you know, we don’t have good visibility of what’s happening on 

the (inaudible). Clearly, we know exactly what’s happening. That’s Paul’s job, that’s Bruno’s job. We have 

controls in place, processes in place, what’s happening. But really, it’s our biggest differentiator. We 

strongly believe in not a decentralized model but an empowered model. It’s very different. 
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Paul Dollin, Chief Operating Officer 

It’s a great question actually, (inaudible), and the way that we’re working with this is the first question we 

ask is by doing this (inaudible), this X, this process differently from the way that we’ve done, how does it 

make it easier for our people on the ground to work on, work for their clients and on their project? And if 

you can’t answer that, then you don’t do it. So, (inaudible), but if you can’t actually see value in freeing up 

time of our people (inaudible) more for their clients (inaudible) projects.  

 

 

Bruno Roy, Chief Financial Officer 

And just to give you a sense, we’re running a group of 40,000 employees with a head office of 125. So it’s 

very lean, the regions are very empowered, and we’re only keeping at the centre what (inaudible), like 

M&A, capital allocation, but in the regions are running like (inaudible). 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

And my philosophy is not lean but impactful head office. So we want to add value, we want to support the 

region by adding value. We hope we do. And if we don’t, they will tell us. But that’s how we manage the 

business. We want to be impactful, we want to support the team (inaudible) the region, but at the same 

time we need to give them the responsibility, otherwise they won’t feel like (inaudible). It’s important that 

they feel that they are in charge.  

I know this is all soft stuff but, you know what? That’s what makes us (inaudible). That’s how you 

(inaudible) businesses and how you make it. It may sound philosophical. It’s something that we spend a 

lot of time making sure does that add value in the region? Is it going to help us win more jobs? Is it going 

to make our clients more satisfied? Are people going to be more pleased with the (inaudible)? If we 

cannot answer those questions (inaudible). 

 

 

Chris Murray, AltaCorp Capital  

Thank you. 

 

 

Mona Nazir, Laurentian Bank 

Mona Nazir, Laurentian Bank.  

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Hello, Mona. 
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Mona Nazir, Laurentian Bank 

Hi. So you touched on the use of complementary resource centres in India and Manila. I’m just wondering 

do you have a target for how many people you want to bring in via this model and, just to quantify, how 

many people are you using via this model now? 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

I think between Manila, India, Poland we must have 1,000 people. So, 750 in India and 300, or actually a 

bit more than that, in the other locations. I clearly, you know, I like—just so we’re crystal clear, we don’t 

call this a (inaudible) centre. We call this a CRC. And there are reasons for that. I mean very strong 

expertise in those locations. Not only they can help and assist their location but maybe they’ll be able to 

service the indigenous market. So, these are very strong locations for us. I could, you know, we haven’t 

talked about this but one day Colombia could not only service the local market but also act as a center of 

excellence for other locations. So, the answer is to grow it. We wish to grow it. Because in some locations 

without the CRC it’s difficult (inaudible). Like the Middle East, for instance, (inaudible). But in the Middle 

East, without the CRC it would make it very hard to justify being in the Middle East for the risk that we’re 

taking.  

 

 

Paul Dollin, Chief Operating Officer 

It’s worth pointing out that we can’t give you a target. One of the reasons that we can’t give you a target is 

we cannot (inaudible). There are some areas where it simply does not work and we are not trying to 

create this as a blanket approach. There are other areas where it’s extremely successful and actually is of 

higher quality than here in the home country. Talking about property design, we can create centres of 

excellence that become the experts, because they do things time and time again, but if you leave it to the 

home countries it’s often around lots of obstacles. This isn’t just a cost basis. It’s a quality play. And 

actually, it’s also a resource play. Magnus is going to talk later on about how much he’s grown in terms of 

headcount. Without stealing his thunder, he can’t do that locally. So it’s way more than, I’ll use the off-

shoring word. It’s about quality, it’s about resources, and we’ve been doing this now for five, six years. 

(Inaudible) very strong in the Middle East, very strong, Australia is using it, and we can expand 

successfully now with the experience that we’ve got, because the Nordics were picked up two years ago 

and have grown at a faster rate using complementary resource centres (inaudible) by leveraging off the 

experience (inaudible). I just, I don’t want anyone to take away that this is a commodity. This is not a 

commodity, which is why it’s complementary. 

 

 

Bruno Roy, Chief Financial Officer 

And it’s a great way for us to capture the demand without overstepping in country. 

 

 



 

wsp.com page 27 

 

Jacob Bout, CIBC World Markets  

Hi. I just wanted to shift back to the soft stuff for one second. When you talked about the lean head office 

and the fact that you’ve got a lot of your horsepower coming out of the regions, how do you achieve that 

consistency of your end product in that WSP way across a broad geography? That would seem to be 

something that (inaudible) at some level. Or maybe not. I’m just curious. 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

It’s a good question. Yes, it’s a mindset. We talked about having (inaudible). It’s mindset. It’s also making 

sure that what we acquire, either organically by recruiting the people but also through acquisition, we’re 

acquiring the best expertise. Not everybody is equal in the firm. What I mean is everybody, not every 

country is equal. So, some countries are more mature than others and it’s our job at the group level to 

support the less mature countries to bring them up to (inaudible) by fostering collaboration with a more 

mature country (inaudible). So, our role is really to support the group as a whole. But there are some 

countries that have a lot of maturity, lots of expertise, and our job is to make sure that those countries are 

helping the less mature, less developed organizations within our business. So I think actually the head 

office is playing a big role. When I say the head office I should (inaudible). It’s playing a big role in making 

sure that we bring everybody (inaudible)... 

 

 

Paul Dollin, Chief Operating Officer 

I think also the quality of our end product is governed by the standards that we’re all signed up to, which 

(inaudible) around the world, so I’m not too worried about the quality of our end product being 

standardized or the quality the same. It’s how we get there. And that’s an area that we’re putting more 

effort into. We talked about the top 1,000 leaders, we talked about the project management academy, 

which is a global initiative, how we deliver. We talked about investing in training of how to sell. That’s the 

way that we come across to clients. And it’s those things that we’re now putting in place really to answer 

exactly your question. We’ve been consistent in the way that we run the business. We do the budgeting 

cycle, we do the business planning, we do the month end, the quarter end reviews. That’s all consistent 

and has been for many years. Product is an area that is consistent quality, but the way we get there 

varies and we want to sprinkle some magic dust on that, which is the WSP way. 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Just, again, to give a bit more visibility and granularity around how we run the business, because I sense 

it’s something you’re interested in, we run an empowered model but the three of us travel together every 

month, every quarter in a different location conducting business with (inaudible). When we talk about 

business (inaudible), just about (inaudible), not just about DSO, and that’s why we tend to call it business 

review as opposed to operational review. It’s not just about the operation. I want to hear about HR, I want 

to hear about IT, I want to hear about finance, I want to hear about clients, I want to hear about financial 

performance, I want to hear about employees. What’s the pulse within this region? Are we doing well? Is 
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the turnover too high? What can we do differently? So we let the business (inaudible) on their own but on 

a monthly basis, on a quarterly basis we’re meeting face to face, and the three of us are consistently in 

the region interacting with them, getting a feel for what’s really happening in the business. Then, if they 

need support, we do support. That’s Paul’s job, making sure that there’s collaboration between various 

countries, between the various end markets. If there’s an important bid here in Canada and we need help, 

perhaps Greg will be of great help in the US, and vice versa. So that’s Paul’s job, to make sure that we 

fuel this collaboration within the company. It’s our job to meet face to face on a regular basis and that’s 

why we spend our lives on planes, to make sure that we have a good feel for what’s happening in the 

regions. 

 

 

Frederic Bastien, Raymond James 

Frederic Bastien from Raymond James. How are you guys thinking about the dividend policy right now 

and should we expect a dividend increase at some point as a part of the next strategic plan? 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

We want to cut it. I’m just kidding. I’ll let Bruno... 

 

 

Bruno Roy, Chief Financial Officer 

No, no change in the short term. Where, again, we come from an income trust background where we 

slowly but surely grew out of our yield, so no change in the short run. We’ve got plenty of opportunities to 

go and deploy capital through M&A and elsewhere. In the next strategic cycle, we’ll see, but in the short 

run don’t expect any change.  

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

So, clearly, Fred, I think we all can agree within the industry we have a good (inaudible) to our peers, we 

have a good yield. Historically we had an unofficial dividend policy saying when we get 50 percent, 

(inaudible) percent payout, you know, we’ll see what we want or wish to do. We need to be mindful of the 

security effect as well, right? We pay the dividend in Canadian dollars but we get cash flow from around 

the world. So, obviously, that 50 percent payout, we need to be mindful of the currency impact that this 

may have. Because overnight, you know, you have a huge appreciation of the Canadian dollar, all of a 

sudden your payout goes up very quickly. So you need to be mindful of this but, as Bruno stated, we like 

the dividend. The reason, and I’ve been saying that over the last few years, we like the dividend because 

it keeps our business disciplined. At the end of the quarter we need to collect because we have a big 

dividend to pay to our shareholders and that’s why we believe in the dividend. But if you ask us whether 

we would contemplate an increase in the dividend right now, I think it’s a pretty good yield (inaudible). 
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Unknown Speaker 

Can you talk a little bit about your M&A integration process and kind of, you know, when you buy a 

company how you protect yourself against losing key employees? And then also the financial back end 

integration process, you know, who’s involved in, I guess, everything from sourcing through integrating? 

How much of the flows are proprietary versus brokered? And then kind of what diligence looks like. 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

There are a couple questions in your question. The first one, I’ll answer it very simply, and we...don’t do 

anything to protect ourselves (inaudible)... The (inaudible) of our model is we’re going to try to de-risk the 

integration process way before we close the transaction. I’ll give you an example. With Opus, I mean we 

obviously engage with the leadership team (inaudible). Had I known that this would have not been a good 

transaction because the culture is not there, the vision, we don’t share the same vision, we don’t share 

the same values, even though financially it may make sense for our shareholders, I’m not going to do it. 

Because I know that down the road will (inaudible). That’s not going to work.  

So the integration process in my mind is more a reflection of how hard we’ve worked before we 

completed the transaction. And, you know, yesterday, for instance, the CEO of Opus was here in Toronto 

and spent the day with Mark, because they have a UK operation. They spent a recent day with Guy 

because they have an Australia, an Aussie operation. Same thing with Hugo in Canada and had dinner 

with Paul last night looking at, you know, even though we haven’t closed the transaction, what are the 

actions and the steps that we’ll be making to have a seamless integration. I’ll tell you he left this morning 

for New Zealand. I’m pretty certain he (inaudible) that’s he’s pretty excited. I don’t think (inaudible), but 

he’s actually very excited by the prospect of working with (inaudible) to integrate Opus with (inaudible). 

So, again, these are soft answers— 

 

 

Paul Dollin, Chief Operating Officer 

Our integration process (inaudible). Until we’ve got that, we don’t then...  And, you know, we’ve got some 

great track records... ...fantastic (inaudible). 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

When I think about turnover, and I was mentioning that at dinner last night (inaudible) I had the pleasure 

(inaudible), turnover is healthy. We don’t want a zero turnover. You always want to reenergize your 

workforce. What I care about, that’s turnover in our top talent. We want zero staff turnover of top talent 

but I do not mind turnover in the wider base, employee base. But, again, yes, we talk about hearts and 

minds, but you take Mark, who integrated Mouchel, the acquisition of Mouchel last year, perhaps you can 

ask him a question after his presentation and ask him about the process around the Mouchel acquisition, 

the integration, and you’ll have all the answers. Today Mouchel is fully integrated after six months in our 
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system, HR, policies, talent that we wanted to keep. You can ask all the questions. We’ve been, 

historically, pretty good at integrating businesses but, as Paul said, it needs to start with the right mindset. 

 

 

Benoit Poirier, Desjardins Securities  

Alex, back at your investor day in 2015 you talked about the alternative (inaudible) model... ...delivery 

model, focused on (inaudible)... Obviously you have strong financial partners on board, I still foresee 

(inaudible)... Any update on (inaudible) the opportunities...? 

 

 

Alexandre L’Heureux, President & Chief Executive Officer  

Today, I mean (inaudible) or thinking of ignoring this market is just not possible, the delivery model. It’s no 

longer alternative actually; it’s part of the model. We should stop talking about alternative delivery model, 

because at the end of the day it’s just a delivery model. It’s part of the industry. It’s not going to go away 

and it’s there to stay. I think, again, you look at our UK expertise, our Canadian expertise. MMM is 

certainly the leading firm in Canada, well, MMM, a part of WSP, is clearly the leading firm in Canada in 

terms of P3 expertise. Same thing in the US, Parsons Brinckerhoff, ex-Parsons Brinckerhoff have 

developed amazing expertise. And what’s interesting is that we work with different partners in different 

parts of the world. I mean in the US, for instance, historically we’ve worked a lot with Skanska. In Canada 

we do work with, ah, in the province of Quebec for instance with Kiewit. In Toronto we work with different 

players. And right now our name is, you know, contractors are calling us. They say we would like to team 

up with you on this job and that job. And it’s something a couple of years ago we were not getting. We 

had to knock at doors. But now the contractors around the world are contacting us and saying can we 

team up with you? Can we work with you on this job? And that’s, we take great pride in this. 

So, is it a market that we’ll be growing? The answer is yes. But we shouldn’t discount the traditional 

procurement process. The traditional procurement process is really important to our company because it 

provides a lot of resiliency in our top lines. Because P3, it’s binary, right? It’s zero or one. It’s either you’re 

going to win or you’re going to get nothing. The traditional process, you may not win the job but there’s a 

very high likelihood that you may work on other projects around, other assignments around this big 

project. So it’s an art, not a science, but you want to really balance. It’s a balancing act between the 

alternative delivery model and traditional model. But you want both in your portfolio. You don’t want to be 

100 percent P3. That would be tough. 

 

 

Mike Tupholme, TD Securities  

It’s clear that you want to remain focused on the core areas you’ve been focused on historically, so 

transportation, infrastructure, property buildings. You do have a presence in the water sector. I’m just 

wondering if you can talk about that in terms of to what extent that’s an area you’d like to further expand 

and if you see it as a good growth area. 
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Alexandre L’Heureux, President & Chief Executive Officer  

Yeah. Right now, depending which country we’re talking about, but, generally speaking, water and 

environment, we tend to think of them together. In some other countries we’ll fall into infrastructure. In the 

US, water and environment are together and in Canada environment and infrastructure are separated 

out. In some other countries they will consider infrastructure part of transportation. But, generally 

speaking, you are right that water is high on our list, depending where we play. But, for instance, in the 

US, if we could grow water we would. If we can grow water in Canada we would and actually, with the 

acquisition of Opus, we just acquired a lot of expertise in Canada in water. So, of course, depending 

where you look we would want to grow the water sector. 

Anything else you would like to add, Paul? 

 

 

Paul Dollin, Chief Operating Officer 

No. Water is a broad market as well, there’s lots of elements to it, and we do a lot of advisory services 

currently that we want to do more. Things like flood risk assessment. So, yes, it’s definitely a target 

sector. We’re doing quite well growing organically actually in water and we’ll see more of that in the next 

strategic cycle. 

 

 

Isabelle Adjahi, Vice President, Investor Relations & Corporate Communications 

Thank you. We will take a small break, so let’s reconvene at 10:45. Thank you. 

 

 

Isabelle Adjahi, Vice President, Investor Relations & Corporate Communications 

So, if you can take a seat, we will continue with the next presentation. We have two more speakers 

before lunch. We will now turn to the main regions in terms of operations. First we will hear from Greg 

Kelly, representing and managing the United States, and then before lunch Hugo Blasutta, the President 

and CEO of Canadian operations. Greg? 

 

 

GREG KELLY, PRESIDENT & CHIEF EXECUTIVE OFFICER, U.S. & LATIN 
AMERICA 

Good morning.  

When we think about the US, I’m going to leave you with three thoughts about the business in the US 

today and going forward. The first is around execution, the second is about growth, and the third is 

around potential. The execution piece is around how we’re delivering projects for clients but, importantly, 

as Paul was alluding to earlier this morning, how we’re winning work for clients. How we execute well the 
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position to have clients trust us with their assignments and then delivering very well as we execute 

around project management. The second piece is about growth. You’re going to see today that we’ve had 

consistent, predictable growth in terms of revenues and margins and we expect that to continue in our 

business through the balance of 2017 as we look towards the future. And lastly, it’s about potential. Alex 

had a great graphic up there earlier about where the growth potential was. We see adjacent end markets 

where there’s room to grow in the US business. But, importantly, our business is doing well. We’ve got a 

pipeline of opportunities, identified opportunities for us to pursue work that has grown significantly over 

past years, so we feel very good. So it’s about execution, it’s about growth, and it’s about the potential of 

the business.  

This is where we are today. Primarily a transportation and infrastructure business but we have a first class 

buildings business, an emerging and growing water and environment business, and an energy business. 

We represent—we have great coverage. Part of our strength in the US is our local model. I’ll talk a bit 

about that in a little while but that local model positions us well for those opportunities in each of those 

locations throughout the US. Our mix is very similar to what Bruno showed in is earlier presentation in 

terms of fixed fee and fee-for-service. What I’d like to say though is in that fixed fee component is the 

opportunity to drive margins up a bit. Paul spoke about some of those opportunities and using perhaps 

our CRC to help with margins, put a little upward pressure on those margins. And the mix, when we show 

the private sector here, that includes that, we call it alternate delivery work that Alex was talking about just 

a few minutes ago. That’s embedded in there. While the ultimate client may be a public client, we’re 

working directly for a private sector client who’s delivering on design build or P3.  

Our net revenue growth, if you adjust this over the past few years, past three years or so, we’re showing 

in the mid- to high-mid-single-digit range growth in terms of net revenues. And in terms of the margins, 

absent the adjustment that you see there in 2015 where there’s some one-off adjustments that occurred 

after PB had come into the group, we’ve had consistently 14 percent. And we see that range continuing 

going as we look ahead for the balance of 2017. Backlog is also a good story. From 2014 through where 

we are today our backlog has increased by 16 percent. Again, this offers a good story for the US 

business. And, as Bruno was talking about earlier on, the days sales outstanding, we had a very good 

year last year and we worked the business very hard in terms of the cash component. When you have 

these large projects, if there is a delay in a payment that can skew that number at a moment in time, but 

overall we work this very hard on a quarterly basis and certainly for year end.  

Alex was speaking earlier about some of the significant projects that WSP has been able to secure and 

how we’re sought out after by some of these large contractors as a good design build partner. This is a 

recent example that was just announced within the past month or so, the C70 project in Colorado. This is 

just east of Denver. It’s ten miles of elevated roadway that’s going to come down and be depressed. This 

is right in the wheelhouse for WSP. This is the type of work we do very well. It’s a highway project, it’s P3, 

working with an entity like Kiewit who we’ve got a great working relationship with, and has all the 

elements for us to execute now and succeed. These are very competitive. These are very long cycle 

procurements. And there was a question earlier about how much of your business is going to be in this 

alternate delivery and Alex, Alex’s response was spot-on that, you know, you don’t want to be too heavily 

leveraged in here, because it’s binary. You win or you don’t. But when you put the right team together 

here, and I was speaking just with our partner Kiewit yesterday on this, focus was on the relationship at 

the executive level and the management level in pursuing this, and when you can get these teams 

aligned with contractor partners your outcomes are more predictable. And that’s one of our success 
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strategies that we’ve implemented in the US so far is that we’re, as Paul said earlier, we’ll be more 

selective in what we’re going to chase, we’ll develop the right relationships with the partners, we’ll 

understand how each other work, and we help each other execute better. We plan and design, they build, 

we bring them together to help come up with a winning combination, and C70 in Colorado is one that 

we’re very pleased with and it’s a good case study for when that works well. 

Part of our diversification strategy in the energy sector is to move away from what we used to do around 

EPC, as Alex alluded to earlier, and to pure play professional services. And he talked about our ranking in 

program management. Here’s an example with Avangrid where we were hired to be their program 

manager, help them upgrade their facilities in the northeastern part of the US. This has been a journey 

over about the past two years as we’ve migrated away from what was an EPC strategy in a previous life 

to more of a professional services, and this is an example of working that. We also have a similar 

program management assignment with Pepco in the Mid-Atlantic area of the US, and we’ll talk about 

future opportunities that could be out there for us downstream.  

The NAVFAC is what we call a framework contract. It’s an on-call contract. We’re teamed with HKS, 

somebody we’ve partnered with a lot, and this is around healthcare. This is a significant sized contract for 

us and, again, what I like about this is the diversification and moving into this new market, working with 

the Naval Facilities group. 

And the last project I’ll talk about is a mine project. You might recall about a year and a half ago we 

brought in some of the assets of Schlumberger and this is the capability here where we won this mine 

project here where they’ve got some directional drilling capabilities and that differentiated us for this 

program management assignment out of our water-environment group. 

But the pipeline of opportunities continues. What I like about this slide is the diversification. We have 

water, we have transport, we’ve got energy in there, across all size projects, and we’ve got the stratified 

less than 50 and more than 50. As Paul was talking about earlier, these larger projects give this base load 

of work and, you know, these projects here on the bottom end represent these long running projects that 

provide lots of opportunities for us.  

One I’ll call out in particular is the LA County one second from the bottom. You’ll recall when we were in 

to talk several months ago after the election we talked about the ballot measures in the US marketplace. 

And these are state and local governments taking investment and infrastructure into their own hands and 

saying, they’ll go out to the ballots or they’ll go out to the voters rather and say if you approve this 

measure these are the projects we will build. And this is different than, say, the federal government 

coming in and giving money to the states. These are state and local entities saying we’re going to fund 

transportation because these are the projects you’d get and if you approve this we will advance these 

projects. And this happened in places like Seattle; San Francisco; Los Angles; Austin; Wake County, 

North Carolina; and Miami. And in this case here, LA, we’re beginning to see these projects come out 

through the pipeline. I was asked a question in one of our earlier briefings several months ago, you know, 

when we’d begin to see this. We’re beginning to see it now. 

So, when I talk about the potential, this is the potential that’s out there. The state and local governments 

have taken funding into their own hands and are advancing projects. We’re well positioned because, it 

goes back to what I spoke about a few minutes ago, that local model. We have 150 offices, many project 



 

wsp.com page 34 

 

offices that take about half that number across major and medium-sized cities across the US. We’re in 

that local community and we’re well positioned to pursue the win and then execute on these projects.  

In transportation, the needs continue. Alex spoke about this in his comments. There’s no shortage of 

need out there. But I think the shift that’s occurring is less dependency on the federal government. Not 

zero. The Federal government still plays a role in the US, they’ll need a federal bill that provides a base 

load of funding to advance projects; however, state and local governments are looking saying they now 

realize they’ve got to take responsibility or be accountable to deliver for their constituents either upgrade 

or improvement of different assets that they may have.  

And clients are becoming more comfortable with alternate delivery. I think Alex is right, it’s a delivery 

method, we probably shouldn’t call it alternate anymore, but that’s the vernacular so we use it for the 

moment, but the reality is clients are now looking at new ways of delivering projects. In the public sector, 

as there’s kind of a demographic shift as their staffs get smaller, they need to rely more on the private 

sector. So they don’t have the in-house staff they had historically to manage those projects and the 

interfaces between planning, design, construction, now they’re looking for a single point of accountability. 

Those clients are more comfortable with that. And there’s more standardization coming. Not complete 

standardization, not quite like we have here in Canada, but you’re seeing more standardization out there 

as Department of Transportation agencies look at delivery via design build. As I said, within the transport 

sector the pipeline and backlog has grown over the past year.  

In buildings, our diversification into healthcare about three, almost three years ago when we brought 

CCRD into WSP, has just been terrific. This is a group that has brought great skills and, as Paul talked 

about, we scaled that up and we’ve taken its healthcare capabilities across the globe. So there’s great 

potential there. And that project I spoke about with NAVFAC is a result of that. We would not have been 

positioned there unless we had brought the healthcare capabilities in. 

On the high rise capabilities, if it’s tall and thin and if it’s in New York City or any other major city, WSP is 

going to be in the mix. But in New York City, where we have a fair amount of work in that space, we think 

that high rise residential has probably hit a bit of a crest. You’ve probably read that. But the good news is 

this is a high-performing business. It’s going to be sought after in other cities and we’re seeing 

opportunities elsewhere, particularly places like New England and the Mid-Atlantic states. So our 

business in buildings we still feel very good about going forward. 

Environment. Alex mentioned that in the US we’ve combined water and environment together. That’s 

given us scale. We’re in the neighbourhood of about 600 employees in that group right now. We recently 

brought in LBG, within the past month or so, and that’s given us great capabilities in hydrology and in the 

water space. We feel very good about that and we believe that’s going to position us well going forward. 

Just a word about some of the natural disasters that have occurred in the US and in Puerto Rico. Initially 

let me just report that between Texas, where we have about 450 employees, and Florida, where we’ve 

got more than that, our first area of concern was making sure all our employees were safe and accounted 

for. And they are. Many had been displaced and particularly in the case of Florida, as that hurricane came 

in and enveloped the whole state, people from the southeast moved to the western part of the state, then 

they got chased from there and up into the Carolinas and the Mid-Atlantic. And because we had roughly 

seven million people without power, it took us a few days to account for all of our people. But we’re very 

pleased to report that everybody is accounted for. We have protocols in place to check for people but 
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when you don’t have the basics like power it was difficult to catch up with everyone. But they’re all safe 

and accounted for.  

Right on the back of that we have a contract for the Federal Emergency Management Agency, FEMA as 

it’s known. It’s a contract we’ve had, WSP has had for about 20 years, to do individual home inspections 

after a natural disaster like this. And that work, it’s beginning to ramp up and we have roughly 1,000 

inspectors active right now in Texas and about half that amount in Florida. And that activity will continue 

over the coming weeks and months. But longer term, when we’ve seen these types of natural disasters 

before, those local communities will look and say, what are we going to do to prevent or mitigate the type 

of impact that we have felt as a result of this event? So, things like resiliency and restoration. We saw this 

after Sandy, northeast and in New York in particular, and that work today continues. So we see as 

communities come back to life, WSP is going to be there, because part of our local model is we’re there, 

we’re woven into the fabric of that community, and they look to us because of the skill sets and the 

diverse backgrounds we bring to help them rebuild and rethink strategically about what happens in those 

communities.  

And in the energy market our business is really, it’s two primary areas: it is underground storage caverns, 

where we have a unique positions, and it’s around the generation space. In the underground storage 

piece, some projects have been delayed from 2017, will probably trickle into 2018, but we’ve got a good 

pipeline of opportunities that our clients are thinking about doing in terms of those caverns in the 

underground space. And then the second piece is around the generation where we move it from EPC and 

staying with design and program management and we see opportunities out there in the energy space 

going into the balance of 2017 and into 2018. 

What are the drivers? Paul talked about it earlier. There’s a program management piece out there that is 

consistent with the strategy that you’ve heard before, particularly our strategy coming through 2018, and 

that’s to move higher up in the value chain closer to the clients and program management allows us to do 

that and we’re very pleased with where we’re at today and the progress we’ve made. We’ve had a 

dominant position in transportation program management like with projects like California high-speed rail, 

but we’ve also now diversified in the end markets and we’ve picked up assignments on buildings in New 

York City around the restoration of the Farley post office, New York City in a storage structure where the 

program manager worked for the owner there, some of the energy space that we’re talking about. We’re 

beginning to take that program management away from our core services in transportation across the 

different end markets and we think that presents lots of opportunities for us.  

In buildings, we want to continue that diversification. I spoke about healthcare. We think buildings, there’s 

more places where we can operate, there’s more types of buildings that we can serve our clients with. 

And in the environmental, I spoke about where we are today and bringing LBG in and Alex showed it in 

his earlier graphic. We believe in that market we’re subscale in the US given the size of the US market 

and so there’s some more work to be done. 

And, regarding power of one, and this is really a wrap around the branding, and I know we all kind of, we 

(inaudible) a little bit earlier when we were talking about the soft stuff, but power of one is in that category 

perhaps of soft stuff in your mind, but let me tell you what it’s about. In the US we brought some cross-

disciplined teams together earlier this year, late April timeframe, and we challenged them all. We gave 

them six cities across the US and we gave them proper name pursuits in those cities that involve all the 

disciplines that WSP brings and we said come in with a capture plan. And we competed against each 



 

wsp.com page 36 

 

other. We love competition. That’s core to WSP. We recognize every day we have to get up and 

compete, so why not internally get those juices flowing? So we competed, we brought them together, and 

whoever had the best capture plan, they won a meal.  

What we’re doing now, the real target is who can generate the most revenue as a result of that power of 

one, working as a cross-functional team, between now and the midpoint in 2018. We’ve got two cities that 

are out in front right now and we’ve got four cities that are chasing behind, but we’re keeping that healthy 

tension going within the organization to have them focus on, as Alex was saying, what more can we do 

for our client. We have clients out there in one of these situations where they’ve got a facility by a rail yard 

and they’ve got air rights on top. Well, that’s the intersection of what we do, isn’t it? Transportation and 

the built environment above. And when we can bring ourselves together, thinking and acting as one and 

wrapped ourselves in that WSP rebrand that Alex talked about, that’s the power of one. And we’ve got the 

organization thinking and acting as one right now. We’re not done. We have work to do, it will never end 

but, as we were talking about earlier, as we bring new people in the organization they understand this is 

what we’re about, this is how we operate, and that’s part of the integration we were talking about in the 

earlier session. 

And, lastly, in terms of margin improvement initiatives, we want to continually, maniacally drive project 

management execution. We always have room to improve there. It’s not just about driving the margin, but 

also how you serve the client, and if you build that relationship with the client in terms of they know they 

go to you to deliver that complex project, that’s enhancing our brand, and we’ll continue to do that. And in 

the US we have some component of our work that is done with the complementary resource centre, but 

we think there’s more room to grow, different types of projects in the US, and we’re going to be exploring 

that as we look to our next plan going forward. 

Okay. As we look ahead, our growth net revenue, we feel confident in the mid-single digit range and we 

think this presents steady, consistent growth of the US business. Questions? 

 

 

Mike Tupholme, TD Securities  

Sure. So, just a question about the organic revenue growth in the US business, the backlog. I know you 

said there’s good growth prospects there but it’s been somewhat flat for the last few years yet you’ve had 

this decent revenue growth, so what’s been happening there? Are the projects getting a longer duration 

or what is sort of the intersection there? 

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

I guess there are a couple components there. The backlog numbers are very temporal. Often times we’re 

designated for a project but we haven’t yet been awarded so we don’t put it into our hard backlog, and so 

you could see wide swings in that from one week to the next. That’s perhaps what’s represented in that 

number there. I can’t tell you exactly what’s in there right now. But I can tell you confidently that our 

backlog, I’ll take our core business of transportation, is up significantly over where it was earlier this year. 

There are new wins that have come in. The C70 project, Southern Gateway project in Texas, and one 

we’re doing around high-speed rail in Texas right now, and all three of those have added significant 
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tailwinds to our backlog. So we feel good about the backlog right now in (inaudible) and transportation 

and it’s picking up in the water space too. We won three or four major projects for the size of our business 

in water-environment in the past month. So that’s something we track pretty closely and I don’t get 

alarmed for a moment. I look at the trends on the backlog and if I see it going down period to period we 

have to go back and look and say is something not getting put in or is the client slow walking it? And 

that’s really what’s happened if you go back three or four years. The decisions were getting pushed out to 

the right by clients. And we’re seeing a little bit less than that now. So I think we’re beginning to see that 

backlog come back to a normal (inaudible) growth. 

 

 

Jacob Bout, CIBC World Markets  

Talk a little bit about your outlook for the next three years for the state ballot and municipal and also the 

federal spend in the US.  

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

There was roughly $200 billion in ballot initiatives in the US last period or last year but a 70 percent pass 

rate. What we’re hearing from clients in those different communities is they’re looking to other 

communities that have had successful ballot initiatives. And there’s an art to how you get a ballot initiative 

through and the timing on it, the messaging on it. But one of the key things that we have observed when 

we’ve worked with clients around ballot initiatives is you have to be specific. You have to tell your 

constituency what they’re going to get if they vote yes. When that occurs, that’s when you see the pass 

rate go up. So what I think is—what we believe is that more and more state and local areas in the US will 

be looking to that model so they can control the outcome of either improving their core capacity, 

improving their mobility, or rebuilding what they’ve got, and that’s the key in some of those ballot 

initiatives. It’s rebuilding an existing system. Some of these systems that people think of as new are 

actually 40 years old. They’re well past their midlife. So the need is there. And then these local 

governments are saying we have to (inaudible). So I think it’s a trend that’s going to continue and I think 

we’re well positioned because of our local model.  

But then you asked about the federal piece. It was a presidential year, so the turnout’s high. That’s part of 

the strategy too. You don’t want to do ballot initiatives when you’re going to have low turnout. But I think 

the big swing was a place like LA. That’s what really drove it. But there were other major cities like San 

Francisco and Seattle that also had significant ballot initiatives there. And I think it’s the slowdown in the 

federal bill I think has that knock-on effect where they states are saying well, wait a minute, I still have this 

asset, I still have to have improved mobility for growth and economic development, what are my options? 

I can’t wait in perpetuity for something that we don’t know what it’s going be. The last federal bill we got 

gave some predictability. That’s helpful. And I think that gave some confident to the states that we can 

begin to plan again. It’s hard to point exactly where that happened but we can say we can begin to plan 

again because we have some predictability on the federal share. The federal share hasn’t gone up 

dramatically but where you are seeing it is on that local piece, and that’s why I really like our model, 

because we have that local presence to support those clients. 
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So I think we’ll see more of it going forward. It’s a model that I think is going to be adopted more broadly, 

because in the US, the states tend to be the test bed for innovation. It’s not typically the federal 

government. So the state and the cities and the counties in the US are where you’re going to see people 

begin to innovate. And when you’ve got leadership that says we have to take this on, we own this, and we 

talked about accountability in our business, so I think when local governments look at it that way they’re 

more prone to take action. 

 

 

Mona Nazir, Laurentian Bank 

Alex had said earlier that to be a true leader the focus is to grow the US and have a very strong presence 

there. You guys are targeting a doubling of size. I’m just wondering do you find that critical mass is 

lacking or a hindrance at all when you’re bidding for jobs in maybe certain sectors. And when you were 

able to double the size, maybe speak to the opportunities that could come with this. Is this the biggest 

challenge? Or, if it’s not, what is? Thank you. 

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

Sure. I’ll try and break that down, different responses to the different questions. In markets where we’ve 

got a leading position, transportation or buildings, we don’t have a problem competing. We welcome that. 

We have the scale, we have the capabilities, we have the reputation to go out and compete. In other 

markets where we don’t have that scale, that’s where it becomes more of a challenge. In water and 

environment, I like where we’re moving. I like the additional capabilities we brought in this year. And 

where we’re at now size-wise, I think we’re in a better position to compete in the larger projects. But I 

would add another component to that, and it goes back to that power of one. Let’s say there’s a large 

program management opportunity out there in something other than transportation and buildings where 

we’ve got the reputation and the skill sets and we can pull in our global expertise from someplace else, 

and Paul spoke about that earlier, I think we can compete with anybody. But we still, I still think there’s 

room to grow given the size of the US market. We’re 7,000 people, roughly the size, approximating the 

size that Hugo has here in Canada, yet it’s ten times the population. So, if you just kind of step back and 

look and say this is a very broad market in the US, there’s more end markets we can be operating in. But 

we’re already of scale in property and buildings transportation without a doubt. And I think we, ah, in 

those other end markets I think we’re beginning to punch above our weight. 

 

 

Sami Hazboun, Investors Group 

Greg, I wanted to go back to the power market, specifically within energy. Some of your peers that deliver 

more EPC-type projects have stubbed their toes if not scraped their knees and chins on a few projects 

more recently. Are you seeing a trend towards project sponsors looking for more program management 

as opposed to getting turnkey solutions from the integrated peers? 
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Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

We are. We’ve got some experience in EPC from a few years ago and that’s why we like our space in 

terms of being on the owner side as a program manager or on the design side working for the owner. So, 

you know, nobody benefits if somebody stubs their toe. Owners and delivery partners, they’re partners. 

They’re in it together. When a project fails to hit a deadline and you can’t bring it on line soon enough, 

everybody is in a tough spot. So, owners are smart and they’re going to look and say what do we need to 

do in our delivery method to improve that? So, yes, I think we’re going to see more on the program 

management opportunity in delivering either new assets or upgrading existing assets. 

 

 

Sami Hazboun, Investors Group 

And, Greg, your expertise is across the generation spectrum or more specific to either gas or— 

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

Primarily gas fired generation, but we’re also doing some T&D work right now in both the Mid-Atlantic and 

in the northeast. 

 

 

Mark Neville, Scotiabank 

Your margins in the US are several hundred basis points above the consolidated average so I’m just 

curious how much do you think is region or mix specific versus maybe what best practices you think you 

could share across the organization?  

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

Well, I’ll say this, and I think Alex will recognize this, we want to be best in class as it relates to the 

margins and so we work very hard at it in the US to say, all right, where do we need to be, what’s 

possible, at the same balancing that against serving our client and recognizing we’re a people business. 

But, to answer your question, how much of that is end market mix and regional mix, I think it’s a good 

piece of it. It does have an influence. But, as an organization, we’re very focused on getting that number 

up and it’s part of our strategy.  

Okay, great. Thank you. 
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HUGO BLASUTTA, PRESIDENT & CHIEF EXECUTIVE OFFICER, CANADA 

Good morning. Good to see some familiar and some friendly faces, with the emphasis on friendly. I think 

the last time I had a chance to have a conversation with this group was in Montreal exactly a year ago, 

correct? And we started a conversation about—obviously I was new to the job, wondering whether I’d be 

here a year later. The fact I’m here is probably a very good thing. But we had a conversation about where 

Canada was as a region, what we needed to do.  

I think I acknowledged at the time that Canada’s performance in 2016 was what I would call suboptimal, 

and I think everybody acknowledges that, but we did talk a lot about what was happening in the 

marketplace that, despite the federal government and provincial government’s commitments to funding on 

infrastructure transportation, that was sort of slow coming out of the gate. There was a commitment to 

water, waste-water. That was a bit slow but we felt it would come. We certainly felt and I made a 

commitment that we would right-size the business, that we had some overhead we had to take out of the 

business, that we needed to invest in business improvement processes in the business in Canada, be 

much more focused on clients and really move to what, you know, and stabilize our oil and gas business, 

which was suffering. I think that at the end of it, if I wanted to summarize what we talked about a year 

ago, was in Canada building what I call this high-performing culture. And it’s a common theme that you 

hear from Alex, you hear it from Bruno, you hear it from Paul, from Greg, you know, a high-performing 

culture for us starts with talent. It’s about attracting the best people into the business. So you’ve got that 

at the top of this circle of success, if you will, and that’s what we’ve been doing in Canada.  

And then what you do is you have that talent and you invest in market intelligence, better client 

relationships, improved business development, again, things that we’ve invested in in Canada. And what 

you do is you focus on key clients, their most complex work, and what I call mission critical work. And why 

do we do that? It’s because that’s the work that gets our technical people juiced up, to use the vernacular. 

They love working on complex projects. Typically, clients will actually pay premium fees, because these 

projects are so mission critical. So we’ve taken this approach of being highly focused on key clients, 

complex work. Once you get the work, then what do we do? We drive them through improved project 

management, better quality management, better risk management processes. And you essentially have 

four outcomes. One is a better financial performance of the company. The second is you have increased 

staff engagement. The people are pumped in terms of the work we’re doing, the quality of work we’re 

doing. You get better client engagement. So, if I look back three years ago when WSP did an NPS study 

for Canada, I think we were at 18 an NPS score in Canada. Now we’re running at 45. We run an NPS 

score every month through the organization. So we moved from 18 to 40. That’s significant. For an NPS 

score of 50, that is considered superb in any industry. So, that’s where we’re creeping to. The fourth thing 

you get is brand recognition, brand engagement, brand reinforcement.  

So, talent, key clients, complex projects, great outcomes, what does that do? That drives shareholder 

value, which is what we’re doing. It allows us to reinvest in innovation, acquire better talent, and you 

create this circle of success. So what I wanted to do today was just walk you through. I think I talked a 

year ago about saying 2017 would probably be flat. First part of the year would be a significant amount of 

bidding as we started to see the infrastructure programs rollout, so a lot of bidding which is done at lower 

margin. We said we would reduce our overhead, so there’d be some staff rationalization. We said we 

would start consolidating some of our office space. We had 180 offices a year ago. So I’ll just walk you 

through where we are. 
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So, we’re at 8,300 employees. A year ago we were at 79. Someone asked a question earlier about, you 

know, how are you driving margins? This is not about working harder; this is about having the right people 

in the organization. And I’ll let the cat out of the bag here: we’re actually flat on top line revenue but we’re 

doing it with 400 less people. That’s a recognition of the investment we’ve made in our processes, in our 

systems, in our client selection. Offices, we’re down to 153 from 180. So we’re starting to get critical mass 

in big areas, in big urban areas.  

If I look at our split of our business, 42 percent in infrastructure-transportation. Infrastructure for us 

includes water-wastewater. I’ll talk a little bit more about that later. And buildings is a big part at 24 

percent. Environment at 19 percent. The important thing here is I know that this graphic shows them as 

individual pieces of an annular pie, if you want to call it, but essentially there is so much cross selling 

going on now within the organization, not only within Canada but I would say throughout WSP, that what 

we may call a transportation project, like the auto LRT, which for us is probably $100 million in fees. 

We’re coming to the end of that. There’s probably about $20 million in fees for our buildings group, 

although we call it a transportation project. So, a lot of cross selling. So, we’ve seen great benefit through 

the innovative nature of the firm as a pure-play engineering to cross sell environment into our 

transportation business, cross sell environment into our infrastructure business. I can tell you two years 

ago, for example, and I’ll go back to an old brand, at MMM we used to sub out $10 million of geo-

technical work to sub-consultants outside the firm because we didn’t have geotechnical engineers. Today 

we do have great geotechnical engineers. Now we’re capturing $7 million of that internally. We’re keeping 

that internal. So that’s the beauty of the cross sell. 

In terms of project mix, the 60 percent fee-for-service, sorry, on the fixed fee, and 40 percent on more 

what we would say per diems. We love the fixed-fee work. Define scope, define fee, right? The 

investment we’re making in being more efficient comes all back to us. Split between public and private is 

fairly balanced, which is what we like. Again, that’s about diversity. Just realize that in those private 

numbers is our P3 design build client base. So, we’re essentially contracted to a private entity like a 

contractor but it may be for the Ministry of Health. Those numbers are captured in the private side here, 

but a very good balance. And this has been traditional. Our balance going forward, we anticipate it will 

continue like this. 

Net revenues, as I promised. You can shoot me now. I told you we would be flat in 2017 and we will be 

flat in 2017, because our focus was on bottom line improvement. This will change in 2018 but for 2017 

that’s where we are. But if we look at our adjusted EBITDA, we went from 9.6 percent. Year to date we’re 

at 11.2 percent. The trailing 12 months at 10.7 percent. So this is kind of the realization of our strategy in 

Canada to improve our margin profile. And as we go forward we’ll start overlaying some good organic 

growth on top of an entity that can drive better margins. So we’re staying true to our strategy. 

Backlog, fairly flat. To Greg’s point, this can be very, very deceiving, because you take the snapshot on a 

Friday it’s $945 million, you take that snapshot on a Monday when a big project has come in and it’s, you 

know, potentially 5 percent to 10 percent larger. This doesn’t really reflect work that we have won or 

we’ve been identified as a preferred proponent but we haven’t signed the contract yet; these are all 

contracted projects. So, fairly flat. If I want to quote another number that sort of identifies our revenue 

stream, our book-to-burn is running at around 1.09. Okay? So we’re winning more work than we’re 

burning, which is a sign of growth.  
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Days sales outstanding, this is where we’re not stellar in Canada. It’s an area that we need to work on. 

The 93 days is very similar to where we were last year at the end of Q2 and it’s an area, it’s an all-hands-

on-deck to get that number down. There’s some seasonality in that number but we recognize that we’ve 

got work to do on that. There’s probably about four or five days in that DSO that is really tied up in two 

projects that we’re doing with Metrolinx where we are sub to a contractor where it’s a paid when paid 

situation, so that one is hurting us to the tune of four days. 

I just want to highlight a few projects. Not necessarily our biggest projects, but here’s an example: Ron 

Joyce, the Children’s Health Centre. We talk a lot about healthcare. This is an expertise the firm has not 

only in Canada, not only in North America, but worldwide. This is formally known as the Hamilton Health 

Sciences Project. A complex project delivered through a P3, but look at the list of services. You know, it’s 

building services, it’s water management, it’s paving, drainage. Our transport planning group was 

involved. This is the beauty of cross selling in an integrated firm. 

The next example, an area that we’re highly focused on, is brownfield sites. This is an example of a 

project, an existing project that needed to be reclad. And, as I said last year at this time, sustainability, we 

are a leader in sustainability design in Canada. This is an amalgamation of our building science group, 

which brings together sustainability, energy modelling, base engineering services, and it’s an award-

winning project and we see tremendous opportunity in the market space around existing brownfield sites 

where people need to improve their energy footprint.  

Cogswell expansion. This is an interesting project. For anybody who’s been to Halifax along the 

waterfront, there’s a bit of an interesting roadway there at the interchange. We were retained to do the 

transportation planning but also the digitalization and the implementation of some geospatial work around 

identifying not only parcels of land but potential layouts and alignments for the redesigned interchange, 

and we’re progressing on that project. Again, that is part of our strategy in our geomatics business, which 

was 100 percent in oil and gas, is to move that business, keep the oil and gas portion but move a lot of 

that work and capability into value-add services in the geospatial sector. So there’s an example of that.  

Some recent wins for transit: RER is an acronym for the Regional Express Rail, $98 million. That’s over 

about eight years. So here’s an example of how strategy and disciplined execution on strategy work. We 

were nowhere in rail four years ago, signalling our—we had a strategy that we saw this as a growing 

market. We invested in it, we brought in—we didn’t make an acquisition, we brought in some key people. 

Our first win was the re-signalling of union station. It’s a $40 million project. Probably the most complex 

signalling project in North America at 28 different—I want you guys to feel safe but there are 28 different 

signalling systems down at union station on the trains that all have to talk to each other that we’re trying 

to convert all to one system. That’s a $40 million project right out of the gate. We do a lot of work for 

Metrolinx in rail. We’re working on their control centre, working on their electrification projects. The two 

Toronto projects, that’s an example of our water-wastewater area. These are significant projects in water-

wastewater, $15 million in fees over the next three to four years in both of those. Edmonton LRT MTO 

work on the highways and bridges. 

So, we are seeing the deal flow coming on the P3s and I’ll get into that on this slide. So, Ottawa LRT. 

Now we’re starting to see the federal government money starting to flow. Ottawa LRT, there’s another 

Trillium line in Ottawa, which is an extension of the LRT. I want to highlight the Portage La Prairie water-

wastewater. So here’s an area where we’ve traditionally been very, very strong in what I call linear water-

wastewater pipes in the ground. Our strategy was to enter into more of the end plant work, and that’s 
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what we’ve done. We’ve brought on some key hires. Now we’re pursuing some P3 work in this area. So 

this marries up well both with our base engineering capability in water-wastewater along with our P3 

delivery expertise that we have. So we’re capitalizing on that. The others are, you know, typical LRT with 

EllisDon, very large projects. GTAA, we were involved since terminal three was built, probably Canada’s 

first design build project, 1985, and we’ve been involved in the airport there ever since. This is a 

continuation of a project management, program management effort for us. Of course the big project out 

there right now is REM in Montreal. That has been pushed out, ah, our fees go in in a month, two three 

weeks I should say, and we’ll know by mid-November on whether we’re successful. We’re pursuing two 

aspects of that project. There’s the civil infrastructure side, if you will, and then the signalling control side, 

which is the Alstom Transport project. So we’re starting to see more and more deal flow in the areas 

where we have expertise. 

So, just some sector highlights. In buildings, certainly healthcare continues to be a growing sector for us. 

The residential market in Toronto on high rise but mostly around mixed use where we get retail and 

residential. Our building sciences group, which is also linked into our telecom group, great opportunities 

for margin growth as we’re starting to see these brownfield redevelopments and a move to lower energy 

use.  

Transportation, again, strong market infrastructure, strong market based on federal/provincial funding. We 

see increased spending on that. We feel we’ll hold our market share. We are making and have made in 

the past, we’ve made investments in our transit group and rail group, which are bearing fruit. We’ve also 

invested in growing our ports, planning ports and marine planning group. We see opportunities in Halifax, 

Montreal, and Vancouver in those areas. And of course the increased opportunities in water-wastewater, 

both in P3s and in the indigenous communities, we are picking up a lot of work there, again through the 

federal government funding. 

Environment. A forecast there because we do a lot of work with our resource teams, moderate growth 

because oil and gas is not going through the roof, but certainly more opportunities with the other business 

lines in the cross selling aspect. So we will see some growth there. 

Industrial and Energy. Oil and gas, for us at least, has stabilized. We’re focused more now on 

midstream/down-stream. We have an industrial group that has some very good downstream and 

processing capabilities, so we’re tapping into that. Making investments in the power side, mostly in 

renewables, and this is really more linked into a global power initiative, if you will. 

So, our key growth drivers, we will continue to invest in our business improvement projects. We’ve seen 

the benefits of those in the first half of the year. Obviously want to lock in the gain on the profitability and 

the efficiency. We do not want to slide backwards on that. And we will start pushing more top line growth. 

Our strategy continues to be consistent around key clients, complex work, mission critical work, and 

continuing to invest in innovation, because that’s what keeps us ahead of the field.  

In terms of margin improvements, I’ve mentioned the complex work. Enhanced project performance 

through project management. You’ve heard a lot about that this morning. It is very key. It’s not only the 

bottom line performance on projects but it’s the client relationship, maintaining that engagement that gets 

you through some of these long-term projects. So, obviously, leverage our delivery systems, constantly 

looking at improvement there, digitizing processes as much as we can. We’ll always continue to 
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rationalize our overhead cost. We always have an eye on that. And we will continue our real estate 

consolidation in Canada, certainly for the next two to three years.  

Slightly negative to flat is what I said we would do and that’s kind of where we are. Questions? 

 

 

Mike Tupholme, TD Securities  

Hugo, when you talk about continued business improvement, it sounds like you’ve done a lot already. 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

Oh, yeah. For sure. 

 

 

Mike Tupholme, TD Securities  

And we’ve seen that in the margin improvement. What’s next in terms of those continuous improvements 

that you think there are areas to target to drive further margin gains? And then kind of higher level, if you 

look at your slide with the margins we saw that in 2014 they were, I think, north of 14 percent. Is that 

something you think you can get back to and what’s needed to do that? 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

Am I allowed to answer that last question? 

 

 

Mike Tupholme, TD Securities  

Aspirationally. Like structurally is that impossible or...? 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

No, it’s not impossible. It’s not impossible. We can’t give up on the project management improvement. 

That’s just a constant, constant improvement. A lot of it is around client focus and key clients. That takes 

time. Because it’s easy for us—the major levers for us is obviously utilization, you know, how billable are 

people. The next major lever is DLM. Right? What are we selling our services for? The DLM aspect, 

which is a real driver of margin, that’s a longer-term change effort, because you’re basically—it’s a BD 

effort, it’s a brand positioning effort, it’s really the client focus where you’re actually saying I can sell 

higher-value work and I can actually deliver higher-value work. That takes longer to do. So that’s not a 

six-month exercise, which is really what we’ve been on. This is like a year to two years to three year 
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process to get the DLMs up. Plus we’ve got some bad projects that we have to get through the system, 

which are currently lowering margins. 

The other aspect of it is there is a depression of margins the more P3 work you do. So we have to be very 

balanced around how much P3 work we pursue. So, from a strategic point of view, sometimes we’ll 

actually chase the owners and engineer side, which tends to be, ah, you’re not making the investment on 

the pursuit. So we try to balance that out so we’re not putting all our eggs in one basket. 

 

 

Benoit Poirier, Desjardins Securities  

You touch a little bit about the sub-consultant work in Canada but if we look at the percentage of gross to 

net revenue Canada last year was around 120 percent on the consolidated basis, 130, while this was 

highly skewed toward the US. So I’m just wondering what is the potential to lower the sub-consultant 

work, improve the net revenue? And also, Greg, I don’t know if you can step in about the potential to 

lower the sub-consultant work over time. 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

I’ll answer first and Greg, I’m sure, will weigh in. I think, you know, it’s on the, certainly on the 

geotechnical side, where traditionally a big part of the firm never had geotechnical capabilities. So that’s 

clearly there. The environmental side also has opportunity for growth on the internal side. And this is also 

because the growth in Canada has been mainly through acquisition. And Alex can tell me how many 

acquisitions we’ve had in Canada. I don’t know if it’s 40, but it’s a lot. And you’re trying to weave these 

people together in a different mindset and that’s part of the culture. The rebrand has gone a long way to 

address the fact that it is now a single company, a single culture, cross selling being a very, very 

important part. The consolidation helps, because now we’re putting people from different business lines 

together. They start talking about clients over a coffee. So we’re starting already to see the uptick on that. 

So I actually, in Canada, see great opportunities for that. Transportation sells our buildings group, our 

buildings group sells our infrastructure group, and they both sell our environmental group. Not so much 

on the oil and gas side except for a linkage between oil and gas and environment. 

 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

Very similar response in the US in terms of the cross-selling capabilities. The only thing I would add to 

that, when we’re doing the public sector work in the US there are often, more often than not 

subcontracting levels that are required for disadvantages to both businesses. But after we account for 

those, that collaboration that Hugo’s talking about is very prevalent in the US too and that power of one 

story I told, people realize now what we can do. And it’s around transportation hubs. You bring your 

building capabilities in. In Boston we had an example where we had a buildings client that was struggling 

on how to maximize to make a site work that happened to be over (inaudible) reach down across, literally 

across the aisle (inaudible) the transportation folks, looked for a transportation solution and then build that 
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building. So that’s beginning to happen more and more frequently and we’ll be subbing less out. But the 

other area I would say is just in the environmental area. (Inaudible) more (inaudible), more ability to self-

perform that work. 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

I think the other point I would want to add is that that cross selling and the selling part of it is not, it’s not 

automatic from a client’s point of view, and this is to Paul’s point and Greg’s point is we’re highly focused 

around being the best in every discipline we put out there. Because you actually do get measured in this 

business by your weakest discipline. So we will never put a weak discipline on a multi-disciplined team in 

front of a client. If we don’t feel we have the capability for that project in house, we actually will go out. 

Because the relationship with the client is paramount here. So that’s why the drive, continuously be the 

best, continuously invest, and if there are certain areas of the business that we’re not the best or we don’t 

have a plan to be the best in a credible amount of time, then we get out of that business.  

 

 

Chris Murray, AltaCorp Capital  

Chris Murray at AltaCorp Capital. Just thinking about growth over the next couple of years, you use the 

example of building a rail signalling business. How should we be thinking about how you are actually 

going to drive, call it growth in different areas, or are you happy with the portfolio as it is today? Any 

thoughts around that and any thoughts around sector, and one of the areas that we haven’t asked a little 

bit about but historically was mining, just do you want to talk about that a little bit? 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

I’ll work backwards. On the mining side, that part of the business has improved but, quite frankly, we’re 

not making major investments to grow. We have a good client base there and we’ll continue what I would 

call to “farm” that existing client base, but it’s not a high focus for growth. We own 15 percent, 16 percent 

of the transportation market in Canada. A lot of that is, quite frankly, based in eastern Canada. We see 

tremendous opportunities in the west for us. Pattullo Bridge is coming up in BC. We’ll see what the 

government does in British Columbia but there’s the Pattullo Bridge, there’s the Surrey LRT, there’s the 

Broadway LRT. These are all projects that we’re positioned on. We see tremendous opportunity for 

growth in transportation, especially around speciality issues. There’s still a lot of growth potential in 

signalling. Electrification is key. Water-wastewater is a real upside for us, specifically around the plant 

side. Sorry, have I answered the question? That’s really where we’re going. And I think on the building 

side, as we move to more and more future-ready, net-carbon-zero type projects, we’re starting to see 

much more interest in that area, people willing to invest in that. And, again, the brownfield site has 

tremendous upside. Look at all this building stock out here. 90 percent of those buildings that were built in 

the 60s underperform from an energy point of view, sustainability point of view. 
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Unknown Speaker 

Thanks, Bruno. Concerning the—you said you had some projects that are underperforming and so on; 

how far into the completion of those programs are you? And then, more broadly, I thought it would have 

been because of all the regions you may have higher fixed-fee work than not, and then I just flipped 

through the presentation and to my education I see that Australia/New Zealand is 98 percent fixed fee 

and Nordics is, I think, 75 percent or more fee-for-service. If you can, what accounts for these vast 

regional differences? Is it structural? Is it a question of current competitive capacity? Or are there more 

historic reasons? 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

Yeah, that’s a very good question. I’ll let Guy speak to the Australia/New Zealand experience, but in 

Canada you get certain client base like MTO where the front end design work will be on a lump sum. 

When you’re doing the contract administration work, which is really the site supervision work, that tends to 

be done on a per diem. So we do do a lot of that kind of work, so that drives that hourly rate type of work 

as opposed to the fixed fee. But certainly all our P3 work is fixed fee. Most of the work in our buildings 

group is fixed fee. So it depends on the market breakdown and sector type. 

Yeah, we’re coming to the close. You know... We’re doing a project for the City of Toronto that was won, I 

think, five years ago, a fairly large project, very low DLM, so we’re just getting that out of our system. We 

probably have another three months to go on that. That’s really the biggest one that’s impacted. That was 

a significant project for us. We cleared out most of it in the end of 2016, beginning of 2017.  

 

 

Benoit Poirier, Desjardins Securities  

Hugo, you’ve talked previously about higher bidding costs for a portion of 2017, so I’m just wondering if...  

...how long will you expect to have higher (inaudible)...what would be— 

 

 

Hugo Blasutta, President & Chief Executive Officer, Canada 

Yeah, I think the trick there is, you know, obviously we’re starting to win. We are a leader in P3 delivery. 

So we are winning our fair share of P3 projects. Those projects are usually delivered at higher margin, 

right, that actually we also get success fees, so it starts to cover off the bid side of it. So, there’s always 

this investment on the bid—that bidding process will continue, certainly over the next two to three years. 

The trick is as long as we win or work, when we win work we get a success fee that covers off the delta 

on the bidding cost, so it keeps us whole, so it’s really on the winning, obviously. Traditionally, P3 work for 

us has been more profitable. 
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Isabelle Adjahi, Vice President, Investor Relations & Corporate Communications 

This concludes the first part of the day. We will now go for lunch. It will be served next door. What I would 

suggest is that we reconvene here for 1:15 to take time to meet with the different members of the team 

who will be seated with you, so it’s a good moment to have one-to-one interaction with us. Thank you and 

see you at 1:15. 

 

 

STEEVE ROBITAILLE, CHIEF LEGAL OFFICER, EXECUTIVE VICE PRESIDENT, 
MERGER & ACQUISITIONS 

Good afternoon. I’m Steeve Robitaille, CLO and EVP M&A. I just joined WSP four months ago but I’m not 

really new to the organization. I’ve been working with Alex and Pierre in the past, since 2006, right after 

the IPO. I was at the time with Stikeman Elliott and I left Stikeman Elliott four months ago to join WSP. So 

I participated to most of the transactions that WSP has done and before that Genivar since their IPO. So, 

quite a bit of experience with them, but going inside is very different than being a consultant. Very active. 

It’s a very active organization and very proud to be part of it. So that’s me. 

About my message today, there are four things I would like you to take back. First, you know that the 

industry is very active on the M&A side. This is central to our strategy. You heard this morning questions 

about M&A and Alex’s interest in the matter is still alive and he’s involved from day one until closing on 

any M&A deal I can tell you. We’re very active, but we’ll stay disciplined. We’re looking at a lot of things. I 

can tell you in the last four months we’ve looked at so many deals. You know, for a private practitioner 

working on ten deals a year is quite a lot. Now I move in and in four months I think we’ve done five deals, 

so it’s quite active. 

The second thing I would like you to keep in mind is our focus, our focus to the US, the focus to Latin 

America, and the focus to New Zealand and Australia. In addition to that, this is the deal that I think we’re 

trying to generate from the head office, but also in each of the regions there is deals that are 

complementary to our existing operation that are identified by each of the leaders. We’re working with 

Magnus on a number of opportunities, very active there, we’re working with Guy on two, three 

opportunities, with Mark on two opportunities, and so it’s very important to our M&A strategy, to our 

leaders, identifying deals, bringing them up to the head office, and then we can execute that. So we have 

really two strategies, one coming from the region and one coming from the head office. But deployment of 

capital is really central to the head office management and Alex is really involved in that.  

The third thing I would like to talk about is how do we operate the transaction. So, as I was saying, there 

is a lot of involvement of the CEO, but also you have an involvement of the board from day one when we 

send an unbinding indication of interest until the end. And I’ll explain how the regions get involved in 

those transactions. 

Finally, about our strategic plan 2015-2018. I just want to confirm that we’re very confident to deliver 

between $300 million or $400 million of acquisition until the end to achieve our strategic plan.  

So now, in the presentation, the first slide is really a testament to the fact that the industry is very active. It 

used to be a fragmented business. When Genivar was built, you know, we were doing almost two deals a 
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month building Canada. Since then there’s really a change. The transactions are larger and usually when 

we move in a country we’re trying to move in looking at the first three top players. As you can see, the 

level of activity has been quite the same. I think there was a slowdown in Q1. Alex said earlier that he 

took a pause on M&A in Q1, so maybe that’s the reason. I was just checking if you were listening.  

So the next phase I really believe is underway and I think that’s the reason why I joined. I see a lot of 

activity in the industry. We’ve seen since the beginning of the year bigger deals with (inaudible) multiples 

and the way they calculate them. Like people talking about—when you see players talking about the level 

of synergies, calculating the multiple including the synergies above the EBITDA, you know that you’re in a 

sector where there’s major consolidation going on, and I’ll come back to this later. Obviously the 

underlying trends are pushing for acquisition. Earlier Alex spoke about our strategy in emerging countries. 

I think this is a place where you can get organic growth by making acquisitions in places where we’re 

going to see increased urbanization. 

Strategic investors continue to lead the M&A field. We see private equity. Even in four months in the 

different targets we’ve looked at we’ve seen private equity like adding position, minority positions in 

certain players, and I think they’re getting there to take advantage of evaluation arbitrage between a 

private firm and a firm that is getting ready to sell to a more strategic player. Finally, we expect that the 

consolidation will continue in 2018. What I think is particular in our industry contrary to other industries, in 

the service business with margins that are not that big, you know, there’s a sell side that, notwithstanding 

the interest of the buyers, will see companies coming to the market. I’ll come back to Poch later but Poch 

came to the market for different reasons but one of the reasons is one of the owners died suddenly two 

years ago. Then you need to buy back the interest and the target comes to the market. And that’s why 

WSP needs to be agile and be ready to take advantage of those situations. 

So, when you’re an owner of an engineering firm, you know you’re an ESOP or a private NPT with a few 

owners, when you look at the valuation of publicly-traded entities obviously this is one of the main 

reasons why you would think about selling. If you cannot create the value using even a very aggressive 

internal growth strategy, you’ll be looking at M&A. That’s clear. In addition to that in our industry, what’s 

special is that there are a lot of firms that are owned by the employee, either through an ESOP—the 

ESOP forces the company to have a new valuation made every year and very often there is a redemption 

formula that is provided for in order for engineers who want to retire or who want to change companies to 

get their shares bought back by the corporation. And what we’ve seen when you have a number of 

people retiring at the same time, like the baby boomers for example, you will see a suction in the liquidity 

of the company, and that’s when sometimes these firms will look at strategic paths such as selling or also 

getting a private equity on board. We see that more and more and I think it’s very important we take 

advantage of those opportunities.  

In addition, it’s nice to have these type of structures where you can sell your shares and you get to 

retirement and you sell your shares to the new partners according to an agreed formula, but it’s fine when 

you’re doing a deal at six times EBITDA, for example, and you’re selling to the new partner and you’re 

financing the new partner. When it starts to be difficult is when you see at the same time transactions 

being announced at 11 times EBITDA. I guess you start thinking about the succession strategy within the 

firm. And that’s where we believe companies are looking sometimes for a strategic path. Finally, risk. 

We’ve seen companies going into construction risk or taking much more risk on a specific project that 
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they were not ready to, they were not large enough, could not suffer big losses. They suffered those 

losses. You know, there’s a liquidity and then they realize they need to join a bigger organization like us.  

Our strategy. I’m sure you’ve seen that before. This management has done so many acquisitions. I don’t 

think we’ve seen that very often in Canada. WSP and PB were two transformative transactions where, I 

think Bruno referred to that this morning, we were able not only to make significant acquisitions that 

changed the whole corporation but also we were able to agile by deploying capital, using the advantage 

we have with the Canadian equity capital market, the bought deal that Bruno referred to this morning, and 

at the right time in 2010 we got our two anchor investors who came in to help us. I think this has been key 

to the success and now I think that we’re much bigger, much easier to do a transaction like Mouchel or 

MMM or recently the Opus one that we’re financing only with our balance sheet without even using 

equity.  

A well-defined and targeted approach. Alex spoke about this morning. US, clearly a place where we want 

to go. Latin America, we just announced Poch. I think we’re interested in Latin America but not really in 

Brazil or Argentina. I think there are still issues there I think that we want to avoid. But we’re fine with 

Peru, Argentina, and Colombia. We just announced a deal in New Zealand. We told the market before we 

had an interest there. I think we will continue to have an interest there. Central Europe is something that, 

as Alex said earlier, we will be looking at in the near future. In addition to that, you know, these are really 

the strategic deals we’re looking at, like Opus.  

We established a presence, an add-on, you know, a network in a country, buying a number-one, number-

two player, but still in each of the regions, you saw this morning, in the sectors where we’re targeting, 

thinking about Greg a few weeks ago, we announced the LBG acquisition in the water segment. So this is 

really deals that, like the LBG one, are generated by the leaders where they’re using their network, 

they’re getting back to us, it makes sense, it fits within the strategy. We assist them, because we’re really 

good at completing these transactions. We’ve done so many over the years. Alex gets involved from day 

one. we go back to the board, we explain the strategy, and then we go back and execute the transaction 

with the region completing the due diligence, which in fact very often is part of the integration. So, 

whatever the size is, we’re looking at a number of acquisitions right now at the same time. 

Our process. Deal initiation. So, there are deals that are coming from the global team. There are also 

deals that are coming from the regional leadership. For example, Poch came from the head office. We 

told the market we were looking at Latin America, we exposed the strategy to our board, and we went 

there a year ago, before my arrival Alex went there, met with a number of players, spent, I don’t know 

how many days he spent there meeting all the owners, and made up their mind about with whom it would 

be the best fit. We came back and then we started starting discussion with different players and then 

ended up announcing a transaction in Latin America with a fantastic company.  

Regional leadership will generate these type of leads, such as the LBG one I was referring to. The global 

team will get involved in the negotiation and then we’ll exchange with the region, depending on where the 

target is, and then we’ll follow on with the due diligence. If we take, for example, the Opus transaction, 

Opus had operations in the UK, also in Australia and Canada. So we got, very early on, involved our team 

in Canada, our team in the UK, and our team in Australia involved in the due diligence to make sure that 

once we announce a transaction we’re almost ready to go to the next phase, which is integration. But you 

can see some check and balances here that you have your CEO, who knows his strategy, he knows how 

much he’s ready to pay for a different size of a company, and you have the region, who are pushing to 
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get talent or get an exposure in a certain region within their territory, and then at the same time you have 

a board that is very experienced. If you look at who’s on our board, you’re talking about serious people 

about M&A. You have the founder of WSP, the founder of Genivar. We’ve done together, I don’t know, 

100, 150 acquisitions. And then the other members who are coming from different industries, the guy 

from Saputo. We’re talking about people who, when you send a file for an acquisition, they challenge you 

and they keep you honest. So I think we have the right checks and balances here and the right 

commitment. And finally, when we do the integration we get the region involved. 

Our screening criteria for a successful combination, you heard about this a lot this morning. We’re looking 

at the strategic fit. We’re looking at the culture. We want businesses that are immediately accretive. But, 

at the end of the day, what I hear all the time since I joined the last four months is, is there a fit? Is there a 

fit between the two organizations? And every time we do a due diligence and we walk in the offices, you 

can feel what’s the difference between a consulting business and another type of engineering business 

that is closer to, I don’t know, construction for example. You see more collaboration. You see spaces 

provided for collaboration, open spaces. It’s quite telling when you see that. For example, when we visited 

Poch, you speak to the owner, he’s talking about the employees all the time. We spent more time talking 

about the employees than the valuation. At the end of the day, we know where we’re going to end up in 

valuation. That’s why people is so important, that even if we talk about, like in other industries in my 

previous life, let’s say in the manufacturing business, you start a process, you’re selling a company with a 

few plants, you know, it’s quite easy to maximize value. You hire a broker and then you do a process. 

When you have a people business there is a cost to do a sale process. And every owner knows that. And 

that’s where WSP must be present in all the regions, must make contacts and be agile. When it’s time to 

move, we need to move fast, we need to be efficient. And, as Bruno said this morning, we have a 

reputation to deliver. So every time there’s someone who’s thinking about the strategic path, we want to 

make sure that we’re there and we’re listening and we have an opportunity to move. At the same time the 

owner knows that there is a risk in the process. So, contrary to an owner of another type of business, they 

will be listening to us and maybe sometimes we’re able to do a transaction at a lower price. 

Again, I spoke about this earlier, we’ll be leveraging the region, and whatever the size, you know, we’re 

looking at a lot of potential targets. In the last four months we’ve completed five transactions and, I don’t 

know, we’ve looked at maybe 50 cases and seriously at 20 cases. It’s a very, very active process at the 

head office. I spend a lot of time with Alexandre looking at different transactions. What is very important, 

here we’re talking about financial price multiple but, at the end of the day, and someone asked a question 

about it earlier, retention. We need our proposal to be attractive. In the case of Poch, it was the illiquidity 

issue I was referring to. They needed to find a replacement for the owner who had died suddenly. But the 

main manager, the managing partner, Miguel Sanchez, was telling us that he was trying to grow, but he 

had a limit. He had grown the business from nothing to 750 engineers, but he could not have access to 

major projects, could not talk to the major international mining companies. Like a big part of his market 

was closed because he has no association. He wanted to expand in other countries like Peru and 

Colombia but not do it. So he looked around and he felt that with us he could do it more efficiently, and he 

was right. And I think our proposal to his employees now like is working on mega-projects, working across 

the globe. I think Paul spoke about this this morning. This is extremely attractive for a people business. 

I’m sure you’ve seen that before. We’ve been supported by the equity capital market in Canada 

throughout our growth. We have two anchor investors. When there is a major strategic transaction that 

people are looking at, they come to our door. Sometimes a transaction of size is that because of our 
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experience in WSP and PB they know that if we say we’re going to be at the table, we can be at the table. 

When you have two anchor investors like that, you know, it’s a great advantage when you’re talking to a 

target of any size.  

The two transactions, I referred to Poch earlier, 730 employees, a leader in Chile, a good entry in the 

other market in South America. A fantastic fit. They were in our office last week. You see already that 

they feel like family. This is a transaction that we’ve completed, after the initial LOI, within a month and a 

half, two months. So it’s quite fast for an M&A process but that’s key when you’re talking to a people 

business. You need to execute rapidly not to hurt the business during the process. 

Opus, a bigger transaction. Opus was publicly traded on the New Zealand stock exchange. They were 

owned by the Malaysian private equity fund basically, Khazanah. Khazanah controlled 62 percent of the 

shares outstanding. This had been identified, New Zealand, as a region where we wanted to go. If you 

look back, if I look back before getting into this transaction, before my arrival, a year before, Guy was 

involved, scoping the market about which entity would make sense that we acquire, which would be a 

best fit for us. A presentation was made to the board.  

Then you had Alex and Pierre going in New Zealand a few days, meeting with all of the players, making a 

good determination about which would make sense. There was a meeting with David, the CEO of Opus, 

who was with us yesterday. Yesterday he was part of the team as if he’s been with us for a few years. It 

was quite impressive. But we realized that this is an entity that was publicly controlled. There was no way 

we would start engaging with the board. The board’s first reflex would be to call an investment banker and 

they would try to maximize value. It’s normal. We’ve looked at this and we saw an opportunity in getting 

directly to the shareholders. We went to the shareholders through our own internal contact, Bruno had a 

contact there, and we engaged with them. They were very interested, clearly, to do a transaction, but it 

was very difficult to structure because Khazanah did not hold directly the 62 percent into the public entity. 

There was another public entity in the middle.  

So you had two strategic processes at the same time, because the 62 percent interest was a major part 

of the assets of the parent company. So that’s the WSP way that this is complex, you have a seller, he 

wants to sell, but you need to simplify things. The second meeting we had with Khazanah, they came to 

the meeting thinking that we were going to be talking about valuation. We were at the next phase. We 

were—Alex and I were with them. We had already the timetable. We had planned the whole transaction I 

think day by day and finally hour by hour before we got into the plan, and we executed that very smoothly. 

The Malaysians were looking at us and they were saying like we were expecting to be a few months into 

discussion. But that’s the WSP way,that you have made a decision, you execute, but you execute 

professionally. 

In conclusion, we’re well positioned. Obviously M&A is central to our strategy. We have cash available, 

we have our anchor investors, so we’re well positioned to take opportunity of any target that would 

become available, and we will continue to expand our geographic reach, including the tuck-ins in the 

different regions. 

Any questions at this stage? 
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Sami Hazboun, Investors Group 

I know you haven’t been there long enough, but your entire experience, how often does WSP walk away 

from a transaction for whatever reasons you want to identify? 

 

 

Steeve Robitaille, Chief Legal Officer, Executive Vice President, Merger & Acquisitions 

In fact very often, but early stage. What we do—what I’ve seen the last four months and when I look at 

what we’ve done in the past, rarely they would come to us as external advisors until they made a real 

good case. And the process with the board helps. You know, we look at the target. We’re trying not to get 

into processes and, you know, have access to only a CIM and then make an offer. What we’re telling the 

target is, look, you want a deal? Sit down with us, give us the information, we’ll do a detailed 

management meeting, we’ll talk to the people in the regions where they’re active, we’re going to talk 

internally. You’re talking about a team that has been doing deals for 20 years, so they know when they 

want to do a deal and when they don’t want to do a deal. Do we say no very often? Yes, very often. In the 

last four months we’ve said no. I made a list of the number of no we’ve made and people are calling in 

and they’re insisting. And I’m doing this job for four months, you know? So I’m saying, I’m sorry, we’ve 

made our determination, we’ve looked at the different criteria. Yeah, but you’re so active, why not this 

one? And then we explain. We’re trying to be as polite as possible. But the no comes very often. But not a 

no—we’re not playing games. That’s very important for WSP is that when we engage and we say we’re 

serious and we’ve done our analysis, then we’ll engage and we won’t withdraw.  

 

 

Sami Hazboun, Investors Group 

And the top four reasons of walking away, I imagine probably culture first, price second? 

 

 

Steeve Robitaille, Chief Legal Officer, Executive Vice President, Merger & Acquisitions 

Culture first. Risk that we don’t want to take on, construction risk, I think that’s often a very no. And then 

price. Obviously the price expectation sometimes can be high. 

 

 

Sami Hazboun, Investors Group 

Thank you. 

 

 

Unknown Speaker 

What do you think your mix is between broker transactions and the things that you source proprietarily? 
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Steeve Robitaille, Chief Legal Officer, Executive Vice President, Merger & Acquisitions 

My impression, and maybe Alex can comment on this, my impression is that the vast majority are 

generated by our own network. In most transactions you’ll end up having a broker involved but in terms of 

being generated by a broker, most that we execute are generated by our network. Sometimes they will go 

at the very end and they’ll feel that they need to hire a broker just for the negotiation or to test the market, 

but very often we were there before, and we have a great advantage in the process because of that. 

 

 

Unknown Speaker 

And presumably you have a team that works out of corporate that does a lot of the diligence process and 

kind of travels around the world and has a pretty standardized set of diligence procedures and practices 

they go through. 

 

 

Steeve Robitaille, Chief Legal Officer, Executive Vice President, Merger & Acquisitions 

Yeah, we have a team internally in the head office that has like kind of a—every time we look at a 

transaction we have formalized the information in order to look at it from our perspective. What we do as 

soon as we go into the real due diligence, and I would call this the financial analysis, but then when you 

go to the next phase, and before you go to the next phase—don’t forget, this company has been around 

and looking at multiple targets for so long that they know what to watch for, what to ask for before going 

to the next phase, and when you go into the due diligence, that’s when you get the people in the region 

involved.  

 

 

Mark Neville, Scotiabank 

For the Opus, I believe you guys recently bumped your offer price; just curious for the rationale behind 

that or the reason that drove that and maybe how often that happens. 

 

 

Steeve Robitaille, Chief Legal Officer, Executive Vice President, Merger & Acquisitions 

When we negotiated with the Malaysians what was very important was deal certainty. I just want to be 

clear, when you’re the owner of a people business, deal certainty (inaudible) so high, almost like price. A 

lot of owners would leave money on the table in order to get deal certainty. With the Malaysians, once 

they announced the transaction they could not afford to go back. The public company in the middle could 

not afford to go back. So what we told them is we’re going to put a price on the table, and you know the 

price is at a very reasonable multiple, and we told them if need be, and we want to do a friendly 

transaction, we will keep in our pocket enough money so that we can convince your board to increase 

their price. So when came the time for the negotiation, although our first price was reasonable, we were 

ready to go higher. Why is that? Because then we were increasing the certainty of getting to 90 percent. 

In New Zealand you need 90 percent to privatize. It’s not like in North America when you get above 662/3 
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you can privatize. There you absolutely need 90 percent. In my past life I did a deal with Saputo for a 

company in Australia where they were not able to get to 90 percent. It’s quite disturbing in terms of your 

operation when you’re not owning it at 100 percent. So there was value there. Very happy.  

We’re not surprised by the request and we avoided—you know, in Australia and New Zealand it’s not like 

in Canada or the US. When you have a deal—technically speaking, the deal we had was not a friendly 

deal initially, because we came in New Zealand telling the board we have a lockup, a hard lockup with 

your main shareholders. And in Australia and New Zealand, when a board doesn’t support a transaction 

they become very hostile. There’s not a middle-of-the-road approach. So when this happens in a people 

business, that’s not great. You don’t want to see your future owner fighting with the board and making 

arguments about the quality of the business. So, for a few cents we avoided that and with a multiple that 

makes perfect sense. 

Okay. Thank you. 

 

 

MARK NAYSMITH, CHIEF EXECUTIVE OFFICER, UK 

Good afternoon, everybody. I’m Mark Naysmith. I’m the CEO for the UK business. I’m very pleased to be 

here. I’m always very proud to present the UK business, which is a world-class business. We’re top tier in 

all of our core sectors, which I’ll take you through in a minute. And being top tier in our core sectors of 

course comes with the benefit of being more resilient to market fluctuations and changes. As you are all 

aware, at the moment we are going through Brexit in the UK and being in that top-tier position means that 

we are more resilient than a lot of our competition because of the diversity of the business and the 

diversity of the client base that we have in the UK. 

So, 12 months on the Mouchel group joined the UK. I’m pleased to say that integration is now complete 

and has been very successful. I’ve got some projects to show you where the success has come from, 

again, moving into that top-tier position in the highways market, but also the important thing for us over 

the last five years in the UK with the integration of Parsons Brinckerhoff and then, again, Mouchel, all 

similar size of companies, taking us from just over 2,000 employees up to just over 7,000 today. It’s been 

about speed but it’s been about focusing on people and clients and projects, and that certainly is the 

success (inaudible) to making these integrations and these acquisitions happen successfully. So, I’m 

happy to come back to questions at the end on the integration process, but to date everything has gone 

to plan, which I’m pleased to report. 

So, just moving on, currently we have 7,150 employees in the UK. We also have about 280 colleagues in 

CRC, based predominately in India. The UK is a big user of CRC, for a couple of reasons. One, to 

maintain our competitive edge in the UK markets, but also from a skill shortage point of view, and we 

have a large pool of talent in India. We’ve also got a handful of colleagues in Romania supporting us with 

rail systems. And, again, it’s to do with the talent and skill shortage that we do that. We have about 67 

offices. We’re looking to consolidate this and I’ll cover that later on. 48 permanent offices and the rest are 

either site, project, or client establishments. 

With regards to our revenue, predominantly transportation and infrastructure, which is a good place to be 

given the spend, the capital spend in the economy, and then followed by property and buildings, 28 
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percent of our revenue; industry and energy 12 percent; environmental 11 percent. It’s a very good, 

balanced split and I would say from a market sector point of view a better balance and split and 

diversification than our main competition.  

Just following on from that, so from a fee point of view, we’re predominately fixed fee. 76 percent of our 

work comes through a fixed fee, 24 percent time charge. The time charge element has reduced over the 

years. That was driven really by the global crisis. That percentage would have been greater five years 

ago. And the other good thing for us in the business at the moment is that public/private split, 55 percent 

public, and, again, when we go through the projects and the economy in the UK, again, a good place to 

be. At the end of this year I anticipate that 55 percent will be closer to 60 percent for a 60/40 split between 

public and private sector. 

With regards to revenue growth, this slide doesn’t actually do much justice in a way, because there are 

ForEx swings here between the pound and the Canadian dollar, but we have continued to grow. Single-

digit growth in the UK over the last four years. And certainly in the last year, going from 2016 to 2017, the 

step up there is to do with the Mouchel acquisition but it’s also due to the fact that our transport and 

infrastructure markets are continuing to grow at a good rate. 

EBITDA. Again, actually very pleased with this result from a UK point of view. I would say we are ahead 

of all of our main competition in the UK. Double digit EBITDA in the UK in our market is a real success 

story for us. We had a slight dip there from 2015 to 2016. That was on the back of the Mouchel 

acquisition. The Mouchel business was a lower EBITDA business. But through a lot of integration and 

efficiencies we’ve managed very quickly over the course of the last 12 months to bring our EBITDA back 

up to the figures shown here. We do have a good track record of integration and, again, it comes back to 

the efficiencies of bringing the businesses together, focusing on the revenue synergies first and foremost 

but then the cost synergies that come out of an efficient integration process.  

Again, this slide, unfortunately with the ForEx shows that our backlog is actually going backwards. It’s not. 

It’s actually been maintained. The backlog in the private sector property will have slightly reduced, not 

much but slightly reduced, but it’s been more than made up for by the growth that we’re seeing in 

transport and infrastructure and the environmental sectors. 

Days sales outstanding, again, very pleased with the results here, holding a 59-day DSO this year. You 

may question so why has it gone down and gone back up. This is because we had a number of large 

major projects in the UK where there was (inaudible) into cash and these projects have now unwound. So 

59 days, certainly that’s well within control and I don’t see that actually deteriorating any further. 

So, on to some projects, and this is the exciting part, because this first one I’d just like to show you, the 

client here is Highways England. They have reached an investment program. They awarded 30 new 

schemes that will take place or be designed and delivered over the next five years. And WSP/Mouchel, 

you’ll see there in the bottom table we secured 23 percent of the projects that were awarded. This is a 

fantastic example of a two-plus-two-equals-five scenario of bringing two businesses together. WSP on its 

own would have been a tier two, maybe even a tier three in public sector highways. Mouchel is similar. 

You bring the two together and you move straight into tier-one position. So, within four months of WSP 

and Mouchel coming together we moved into that category and, you’ll see there, quite a few percentage 

points ahead of our main rivals in the public sector highways market. It’s a fantastic example of, as I said, 

the two plus two equals five. 
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The next project is High Speed 2 and, again, this is a fantastic project. We’ve been working hard over the 

last number of years to position ourselves for this. High-speed rail in the UK, and there’s some statistics 

there, Phase 1, 192 kilometres of new railway from London up into Birmingham. It’ll be complete by 2026. 

And then Phase 2, another 348 kilometres due to be complete by 2032. This is the biggest infrastructure 

project in the UK going forward; in fact, it might be one of the largest if not the largest in Europe. We’re 

very well positioned. This isn’t just about rail, although rail is in the title. This requires a number of skill 

sets. In fact, from a UK point of view everything from environmental to civil engineering to rail systems to 

land referencing to transport planning. This will involve the majority of the business. The other great thing 

about this is this will redefine the greenbelts around towns and cities right up the middle of the UK. That 

will then lead on to private sector development, et cetera, et cetera. So, very well positioned and up until 

the end of August we’d already secured $216 million of work. And if you can make out at the bottom there 

where we’ve won that work, the dark blue being phase one, so that’s everything from enabling works, civil 

engineering works, environmental works, Euston station, which is a concept design for the main terminal 

in London, rail systems, and then moving into Phase 2 and Phase 2B, civil engineering, environment and, 

again, rail systems. So, a great job to be involved in and a fantastic job for colleagues to be working on. 

The next one, Buckingham Palace. We’ve just recently been commissioned by the royal household for 

the $600 million refurbishment project of Buckingham Palace. This will take place over 10 years and the 

skills that we are providing are multidisciplinary mechanical and electrical and project and cost 

management. And this is to replace all the heating and all the electrical facilities within Buckingham 

Palace. I’m looking forward to client feedback on that one. 

For the soccer fans, Chelsea Football Stadium. So, this is a Premier League club in England and we’re 

involved with a number of skill sets, you’ll see there at the bottom, from civil and structural through to 

traffic engineering, flood risk, BREEAM and sustainability And this is to create or to enhance the capacity 

from 41,000 spectators to 60,000. This is actually a very complex project. To actually achieve this means 

building over live railway lines. So, the engineering that comes with this for a football stadium is fairly 

intense but, again, a fantastic project for us to be involved in. 

Finally, on the back of our aviation growth sector, Heathrow Airport. You may or may not be aware that 

Heathrow have applied to put in a third runway. So, to your left of that photo, that is where the new 

runway will be. We secured $30 million of mission with Heathrow this year, split between business as 

usual, improvements to the existing terminal and landside and airside facilities, but also the framework to 

support the expansion plan. We’ve been appointed for all the land referencing to do with the new runway, 

so that’s all the land ownership and all the planning issues associated with that new runway. So, again, a 

fantastic project for us to be working on. 

Major pursuits. A very good pipeline, again. If I just pick out a couple here, a couple projects with fees 

less than $50 million, the Lower Thames Crossing. That’s a bridge that we’re partnering up with 

contractors. That will be a design build project. We’ve got High Speed 2 Birmingham Interchange. That’s 

a new station on the High Speed 2 line, which is out to tender. We’ve tendered for that the moment. And 

also the City of London Concert Hall. And then if we look at fees over $50 million, Highways England. 

Again, this is our new framework for roots to market, so that’s on top of the projects that we won earlier 

this year, and also a framework for professional services, consultancies and buildings, and that’s a 

framework that will be used by local authorities up and down the country in the UK for property and 

building services. And then the two at the bottom there, again, High Speed 2, Euston Station and Old Oak 
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Common. We pre-qualified for four of the High Speed 2 stations. Unfortunately, we can only win two, but 

we’ve tendered for all four and we hope to hear about that before the end of the year. And, again, large 

projects, not necessarily rail related, and that’s where we combine the skills of rail experience and 

property and buildings. 

So, from a macro point of view, if I just go through the high level first and then come back to more detail in 

the subsectors, so yes, the UK continues to trade through the Brexit uncertainty. This uncertainty is really 

to do with lack of confidence, predominately in the private sector. Having said all that, the government 

public sector continues to spend. We do have a national infrastructure plan, which I’ll show you in a 

minute, and there is commitment to continue to spend on national infrastructure projects, and these are 

going to be driven by High Speed 2, Heathrow expansion, Crossrail 2, which is another rail underground 

system in London, and national and local highways. And I think the fantastic thing there is the spend is 

where we are very, very focused and we’re already winning projects, so we’re very well positioned to take 

advantage of the public sector spend going forward. 

If I just look at it in a bit more detail then by way of sector, so, first of all, property and buildings, where 

we’re seeing the lack of confidence here is predominately in the London commercial markets, and this is 

on the back of Brexit. It’s commercial and it’s retail where we’re seeing it most. I put on the slide there 

high-end residential. The high-end residential market, I suppose it’s a bit like Toronto, the bubble was 

going to burst at some point; Brexit really just brought it forward. So we’ve seen a slowdown in tall 

building residential, high-end residential. As I said, it’s mainly in the commercial markets that we’re seeing 

it. That’s being offset slightly by lots of opportunities in the public sector. The public sector for property 

and buildings for us is a smaller part of what we do, so there’s opportunity for us there to gain market 

share, and mainly in higher education and the local authority markets. 

Transportation and infrastructure, on the other hand, continues to grow. A very strong market. Highways 

England’s capital spend, they’re looking to increase that and grow 7 percent to 10 percent year on year 

over the next five years. Rail, as you already will have picked up, is dominated by High Speed 2, and that 

capital spend is going to continue to grow by about 11 percent per annum. And in the rail metro projects, 

Crossrail 1 coming to an end in London, Crossrail 2 is starting to rev up and, again, that’s a 15 percent 

capital growth year on year going forward. Fortunately, with High Speed 2 and Crossrail coming to the 

fore, that is making up for Network Rail, which is the national rail system in the UK, slowing down, and 

that’s to do with capital expenditure. So, fortunately, High Speed 2 and Crossrail are going to compensate 

for that. 

The environmental market in the UK, very strong again, really on the back of the infrastructure markets. A 

big infrastructure project requires a lot of environmental input. But we’re also seeing opportunities for 

market share and growth in water, water quality, and also on the back of the climate change agenda to do 

with flooding, so lot of growth there for us in the business. 

Finally, on industrial and energy, in the UK we’re slightly different, we’ve got our water business sat within 

industry, because this is water regulated, the water regulated industry. We’re in the middle of what we call 

the AMP cycle for AMP6, which is a five-year cycle, so very busy at the moment. We’ve also got lots of 

opportunities to diversify out of the AMP cycle into other markets where we currently are not present, for 

instance the environment agency, and we’re now positioning ourselves for the next AMP cycle, which 

starts in 2021. So we’re positioning ourselves to gain market share for AMP7. Energy also plays a large 

part in the National Infrastructure Plan, which I’ll touch on in a minute, mainly driven by the new nuclear 
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program in the UK, which is slowly getting off the ground. But this is very much about positioning. There’s 

also great demand in distribution and transmission markets in the UK, which, again, we’re very well 

positioned to take advantage of. 

I mentioned a couple of times about the National Infrastructure Plan. We’re fortunate in the UK that we do 

have a five-year plan, and this brings together the government’s plans for economic infrastructure 

investment over the next five years. And there’s $165 billion of spend in housing and social infrastructure 

already committed to. That’s underpinned by public and private investment and it’s a joint spend that goes 

up to about $480 billion over the next five years. The interesting thing there is that the energy spend will 

be 90 percent funded by the private sector whereas on the highway side it’ll be 85 percent funded by the 

public sector. So it is a bit of swings and roundabouts but at least this gives us the clarity as to where the 

spent is going to be and, again, it fits very well with our growth strategy. Just to give you a better 

breakdown of that, these two pie charts, the one on the left shows where the spend is in these four key 

sectors, energy and transportation taking the lion’s share. Again, the fact that we are top tier in these two 

sectors is a good place to be. And if you look at the pie chart on the right, the breakdown of the other 

sectors, education, flood, health, housing and regeneration, all core sectors in which we operate so, 

again, a case of monitoring and chasing and following these opportunities to make the most of our growth 

opportunity. 

Finally, with regards to the strategic priorities for us, first and foremost is to maintain and grow our market 

share in our core sectors. That’s highways, rail, property and buildings, environmental and energy, but 

also to focus on the growth markets, and we’ve been chasing and following these for a number of years. 

Aviation, which I’ve already shown Heathrow as an example of, High Speed 2, local authority and local 

government markets, not just in transportation but also in property. One other thing that came with the 

Mouchel acquisition was a large local authority market that we didn’t really have in the UK in the past, so 

a new market entry there for us. We’re also looking to grow our front end advisory services, town 

planning, economics, land referencing, stakeholder engagement, but also surveying, cost management, 

and project management. So there are a lot of areas in the front office, the PMO side of our business, 

where we do still see opportunity for growth beyond what we already offer. 

We’re also looking to grow our international workload. Currently we’re about 10 percent of our UK 

revenue is international, so we’re very focused in the UK, so there’s opportunity there to grow 

internationally, and that’s really supporting other colleagues within WSP globally but also following clients, 

both from the UK and global clients. And there’s a number of sectors there that our skill sets travel well 

outside the UK: aviation, rail, stadia design, integrated transport systems, ports and maritime, ports and 

maritime being a new sector to us two years ago so, again, starting from a relatively low base there is 

good growth potential there.  

Margin improvement initiatives. Again, CRC being very important to the UK. We are looking to grow CRC 

support to our back office during the course of next year with up to 50 colleagues being based in India to 

support. We’re also looking at our estates consolidation. So that’s on the back, predominately on the back 

of the Mouchel acquisition. We’re looking to get our 50 permanent offices down to 35 by the end of 2019. 

Greater use of CRC for technical design. We’re looking to grow that by 48 percent next year, which would 

take us from 280 colleagues to 420. And first time project delivery. That’s always, the challenge we 

always have is to make sure that we become more efficient by doing it right the first time. 
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Organic growth. Currently the UK is at low single digit growth in our sectors but we are looking for mid 

signal digit growth over the next couple of years.   

Questions? 

 

 

Mona Nazir, Laurentian Bank 

I just had a question surrounding the client mix a little bit, and you touched on the property and build 

spend declining and you’ve done a good job of reducing your private client exposure in the last few years 

and your current mix of public of 55 percent and private being 45 percent, where do you see that 

trending? And is that a good range or mix to use? 

 

 

Mark Naysmith, Chief Executive Officer, UK 

I wouldn’t want to go much further one way or the other. I said by the end of this year we’ll probably be 60 

percent public. To me, that is an ideal place to be, because the private sector markets haven’t completely 

crashed by any means, they’ve just slowed down in a couple of markets. These markets will come back. 

As I said, the commercial market is the main one that’s been affected by the Brexit negotiations. London 

is always going to be a financial capital of the world. That will come back.  

The thing is, as well, it’s so important that we don’t step away from our private sector clients just because 

the markets have gone soft. We need to keep close to these clients to be there when the work starts up 

again. So I wouldn’t want to move much away from the 60/40. But there are opportunities in the buildings 

business to move more into public sector property projects. At the moment it’s about 70 percent 

private/30 percent public in our property and buildings so, again, there’s scope there to move that 

pendulum slightly to the right. 

 

 

Mona Nazir, Laurentian Bank 

And just a follow-up: Post Brexit, any drastic change in the competitive landscape? Or any changes? 

Have you seen any shifts or are you seeing...? 

 

 

Mark Naysmith, Chief Executive Officer, UK 

More competitive, because of that... Some of our competition that have got more eggs in the private 

sector basket and they’ve got even more eggs in the commercial basket are becoming very competitive 

and aggressive to move into other markets, so that has created a pressure on fee rates. Again, it goes 

back to my point about why CRC is so important in the UK. We want to maintain the market share we’ve 

got but also to grow that market share where we can, and that comes down to the competitive nature of 

the market. 
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Mona Nazir, Laurentian Bank 

Thank you. 

 

 

Mark Naysmith, Chief Executive Officer, UK 

Any others? 

 

 

Mark Neville, Scotiabank 

Sorry, just wanted to clarify, so you’re saying for the next few years this is still a growth market? 

 

 

Mark Naysmith, Chief Executive Officer, UK 

Sorry, I didn’t hear that. 

 

 

Mark Neville, Scotiabank 

I just wanted to clarify. I think at the end you said it was still a growth market for the next few years. Is that 

correct?  

 

 

Mark Naysmith, Chief Executive Officer, UK 

Absolutely. Yes. And that’s the balance between the different sectors. And, again, it goes back to the 

diversity. 

 

 

Mark Neville, Scotiabank 

And on the margin expansion initiatives, I mean just looking at it, it seems like it could be fairly 

meaningful, and you did mention some pricing or fee pressures, so I’m just trying to get a gauge of how 

significant the opportunity is, if this is hundreds of basis points or something less. 

 

 

Mark Naysmith, Chief Executive Officer, UK 

Difficult to put absolute figures on that. I mean I mentioned at the start, we’re already the top of the tree 

when it comes to EBITDA performance out of our peers, but we just know that there’s more that we can 

do, the estates consolidation being a good example, because our second largest cost is our offices. So, 
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depending on how the markets go and how competitive the markets remain, it’s difficult to put a figure on 

it, but we do see room for improvement. 

Any others? No. Okay. Thank you. 

 

 

MAGNUS MEYER, MANAGING DIRECTOR, NORDICS 

Okay, good afternoon. Magnus Meyer. I have the privilege of being the MD for Nordics since 2014. My 

background is primarily real estate and finance, having worked for GE Capital and GE Capital Real Estate 

for many years being responsible for the operations in the Nordics region.  

There are so many different aspects to the Nordics region. Over lunch we had a couple of discussions on 

the Nordics and, for those who have followed WSP for a number of years, you see that the Nordics has 

been extremely resilient, and there’s a couple of reasons to that and I will come back to that during the 

presentation in a couple of different ways, because it’s key to how we want to evolve our business in the 

Nordics as well.  

First, to start off with, our business is now a 5,000 people business. It’s spread around the Nordics, 

primarily in Sweden but with a growing presence in the other Nordic countries. If you look at this pie chart 

it looks like it’s very, very heavily skewed towards property and buildings, but I must say that even though 

this is technically correct in this pie chart, it’s also kind of a mix in the sense when we try to divide a very 

diverse business into four categories. If you look at environmental, for instance, that’s actually a very, 

very big business for us. We have 600 people doing environmental consulting in the Nordics. But since 

environmental is a sector, but it’s also a discipline, so if we have an environmental consultant doing work 

for the property sector it ends up in property and buildings. So I would say that, you know, the business is 

a bit of a better balance than you can see in this chart, even though obviously property and buildings and 

transportation are by far the biggest parts of our business.  

We’re definitely a time and material business. A few years back it was not 86 percent, it was rather 95 

percent time and materials. This has a big effect on the market, obviously, because both clients and 

consultants are used to delivering projects in a time and materials market environment. And by shifting 

this towards more fixed fee, which is happening and is pushed a lot by some of the major clients, it’s a 

learning experience for the entire market. And I see a huge opportunity for WSP being a global firm 

learning from all our colleagues in other markets that have a background working in fixed-fee projects, so 

I see an opportunity for us in the Nordics to actually leverage that competence in running a fixed-fee 

project.  

Also, we have a fairly good mix of private and public. It used to be at least two-thirds public and now 

we’re pushing towards 50/50. In my mind, I want to swing between 50/50 and two-thirds depending on 

markets. The last couple of years the market has been very, very strong in the Nordics, so we pushed 

towards more private sector work, simply because we can get better margins in the private sector. If the 

market turns down a little bit I want to be able to swing it towards more public. But somewhere between 

50/50 and two-thirds is sort of where I think we should be. 



 

wsp.com page 63 

 

We’ve been able to grow the business pretty dramatically over the last couple of years. We’ve almost 

doubled the Nordics business since 2013. So we’re on a good trajectory on that front. But looking at 

margins, it looks like it’s going the wrong way, so I need to comment on this a little bit. First of all, the 

number for 2014 is a bit skewed since back then we had a big investment into Norwegian firms, 

Multiconsult and LINK. We had a minority interest in these firms, which, especially for Multiconsult, gave 

us a lot of income, but obviously not a lot of net revenue. So that skewed the margins a lot in 2014. Like 

for like, the underlying business maybe had a 13 percent margin in 2014 and it’s down to 11 percent 

margins in, ah, and that’s pretty much where I think the business is. And I don’t see the business 

changing a lot in terms of margins.  

And then you might ask yourself, okay, you have the very hot market in the Nordics, how come margins 

are not picking up? It’s a very simple explanation. The Nordic markets are very transparent, very open, 

and very inviting for competition, so there is a huge pressure on fees, even though there is council work. 

And it’s also driven by, especially the Swedish, the major clients in Sweden. Our biggest client base is the 

Swedish Transport Administration and they go on tours across Europe inviting European firms to come to 

Sweden to bid for projects to put pressure on fees. In many segments of our business fees have come 

down 30 percent in this time period. In transportation for instance, fees are down 30 percent during this 

time. And at the same time, the part of the reason that there’s some pressure on margins is we’re a very 

open and transparent market. Long term, that is good for us, because if we can compete in such an open 

and transparent market we’re in good shape whatever happens. 

Another thing that has affected our margins is obviously that we have almost unheard of organic growth. 

I’ll come back to that but so far, up until August we’ve hired 1,000 people in the Nordics business. That’s 

organically. And obviously that’s had some effect on the margins, because you’re not super efficient your 

first day at work. It takes some time for your fully efficiency. But that is a couple of reasons that margins 

have gone down. Before 2014 the Nordics business wasn’t growing at all essentially. Very slow growth. 

So, it’s a strong market and that’s really what you can see here. Our backlog is increasing a lot. This is on 

the back of a number of very big projects being signed in 2016, 2017, mainly in big multidisciplinary 

infrastructure and transportation projects. So we have a strong pipeline, a strong backlog, and a lot of 

focus on making sure that we can actually deliver on all these projects that we’ve already landed. 

Days sales are stable, actually going down a little bit this year after going the wrong way for a couple of 

years, pushed a lot by global clients pushing, ah, we’re getting more and more global clients in the 

Nordics and they are pushing us towards longer payment terms and that’s really hurting us, but we seem 

to have stopped the bleeding in that sense and I hope to be able to keep it at this level. 

So I said the Nordics is a very strong (inaudible) market. This map is actually from EFCA. That’s the 

European Federation for Consulting Engineers. It just shows a heat map looking back. So it’s looking in 

the mirror. This is looking back at the European market, how hot or cold are the markets. For a number of 

years Sweden has been by far the hottest consulting market in Europe. There’s a number of countries in 

Europe not part of EFCA, so that’s why they’re not on this map. We see southern Europe and Spain in 

particular coming up a lot. So it used to be red, now I would say it’s probably yellow, going forward it 

might be green, so this is looking in the mirror. We also see central Europe and Eastern Europe picking 

up, so hopefully that might take a bit of the competition in the Nordics down, but you never know. On this 

slide there’s also some information on the national infrastructure plans in the Nordic countries. There’s 

tons of long-term investment in infrastructure, Norway and Sweden in particular. There are also some 
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very transformative projects in the planning. One is the Fehrman strait bridge/tunnel connection from 

Germany to Denmark. That is in planning. If that happens, and it probably will, not only will that be a lot of 

work for us but it will make a big difference in the way Europe can transport goods to and from Russia 

rather than just going through mainland Europe. So it would go through Denmark, Sweden, over to 

Finland and on to Russia. There are a lot of transformative projects like that happening as well. 

So, just a few words on the different economies. What’s so strong about the Nordics? It’s actually that it’s 

a region but it’s also four different countries with very different economies. Three out of four countries are 

part of the European Union but only one of those are part of the euro. The others have their own 

currencies. The energy system is very connected, so there’s even (inaudible) for selling and buying 

energy in the Nordics that’s called (inaudible), but the energy systems are very, very different. Power 

generation in Norway is 100 percent hydro. Sweden is 50 percent hydro, 50 percent nuclear. Denmark is 

30 percent wind, probably the country in the world with the highest portion of renewable energy in the 

energy mix. So the energy systems are completely different but totally integrated. And this makes up a 

huge opportunity for the region.  

And vice versa in looking at the industry. Sweden is very diverse with heavy industry, mining up north, 

tech companies, big finance sector. Norway is very heavy on oil and gas. Finland is heavy on resource. 

Denmark is much on trading and services. So the markets are very, very different and complement each 

other and we see this as a big opportunity for us to balance between the Nordic countries. They’re not in 

total sync, they’re actually a bit off but, all in all, all countries have strong growth, especially Sweden, but 

the others are picking up, unemployment rates going down, growth rates are good across the board. 

Stockholm and Oslo and the two fastest growing cities in Europe, percentage wise, not in real terms, but 

all the other major cities are also growing a lot. Finland, after a number of tough years is really kicking 

back, 3 percent GDP growth, unheard of a few years back. So it’s on, you know, high level, it looks good 

across the board in the Nordics.  

So, back to organic growth. We sold our interest in Multiconsult and LINK in 2014. It was very good 

timing. We got a good paycheque for that. We have reinvested part of that money in buying seven firms 

since then, smaller firms in the Nordic market, but essentially over this time period we’ve been net sellers 

in the Nordic market. On the other hand, we’ve been super strong in organic growth. So, you know, to me 

it’s unheard of to have a 14 percent organic growth on any (inaudible) level, in number of people, not in 

net revenue. Eventually that will translate into the same kind of net revenue growth but this kind of—and 

we had similar figures last year. And I will get back to how is this possible, but first a few words on the 

competition. 

In the Nordics WSP is quite unique. The market is dominated by four local firms, two Swedish and two 

firms headquartered in Denmark. The Swedish firms are listed firms and especially Sweco is very 

aggressive growing the business. They bought Grontmij. They’re very aggressive on growing and they’re 

branding themselves as the leading consultancy in Europe, and they probably are. And I don’t like that, so 

we’re going to change that. But all the others ahead of us are also very strong. But, you know, we’re 

number five in the Nordic market but we’re way ahead of any other international player. Way ahead. So 

we have a unique position in the Nordic market being the only international player of any size in that 

market and we really try to leverage this in servicing global clients with, you know, even though the 

Scandinavian or Nordic players are big, they’re not global. But this is where we see a big opportunity for 

us.  
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A couple of interesting projects that we’re working on. This is the Easterly Connection in Stockholm. It’s a 

huge project. It’s essentially finishing the Ring Road around Stockholm. It’s the last part of this. And it’s 

super complicated because it’s built in sensitive environments and under water and under national 

heritage. So it’s going to be a highway and train tunnel more or less six kilometres under the city. This is a 

huge project. So we’re now commissioned to do the early design. Whether it will continue is another 

political decision but it’s a huge project for us the next couple of years.  

Another very interesting project is something that we landed a few months back. We were retained by the 

government of Denmark, helping them to essentially, ah, a program to exchange the entire fleet of trains 

and cars. This is a 15-year program, which essentially starts off as management consulting work moving 

into program management and then delivery on this. In the home stretch we beat the consortium of 

Randall and (inaudible), and we did it on our own. And the way we did it was the WSP way, utilizing 

resources from Sweden, Denmark, UK and the US to come up with a unique team of experts. Only WSP. 

No one else needed to be on this team. So we’re trying to leverage this. We have a super strong global 

rail advisory team in Sweden that’s the main team that’s doing this and they’re offering similar services in 

other parts of the world as well.  

Just a few words on other projects that we have won. Another rail project is refurbishing rail lines through 

Stockholm. Very, very technically complex because the trains are running while we’re exchange—we’re 

essentially going to exchange the tracks and the bridges while the trains are running every 30 seconds. 

And I don’t understand how that’s going to happen but that’s essentially what we need to find a way to 

deliver. Luckily, there is a couple of tracks, so we can close one (inaudible).  

Main pursuits. Tons of opportunities. A lot links to the growing Stockholm region with metro extensions. 

We already have big projects in metro extensions, so we have additional projects linked to the ones that 

we’re already running in metro and commuter trains, but there are also brand new ones being planned for 

yet another metro expansion. There’s also very interesting opportunities in the decommissioning of 

Swedish nuclear. There have been political decisions made to close down Swedish nuclear. It’s going to 

happen over a long time. There are 12 reactors in Sweden. A couple of them have already been closed 

waiting for decommissioning, others are going to run for another 20 years, but for the next couple of 

decades it’s going to be a big business working on decommissioning nuclear.  

So, a few words on the different sectors. Buildings, very, very strong, driven by a booming residential 

sector, but very shortly after that all the public facilities follow. We are super strong in healthcare. I think 

we’re running at least 12 hospital projects in the Nordics right now. And since the Nordic markets are not 

really in sync, Finland is lagging behind, so they’re really kick-starting their healthcare investments or 

reinvestment in healthcare right now. So I see big opportunities in Finland in the next couple of years. 

Again, schools and public facilities are picking up fast in the wake of big residential developments. I don’t 

see this slowing down, even though there might be overheating in the residential sector. 

Transportation the same with the strong urbanization and the regions really growing so fast. There is not 

only a lot of deferred maintenance in the old systems but also a lot of (inaudible) investment. We really 

are starting to sell environmental services outside of Sweden, so we have a big opportunity to drive this in 

the other Nordic countries. We also have a big opportunity to service the industrial market much more, 

which we’re not really doing, and also the mining sector. And, as I said, industrial and energy, a lot of 

focus on nuclear decommissioning but also the conversion of the Nordic energy system. It’s moving 
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towards decentralized systems rather than big power plants and that also creates a lot of opportunities for 

smart grids and digitalization of the energy system, so we see big opportunities in that.  

On the key regional growth drivers, we’re going to continue to grow the business. We’re going to have a 

strong focus on organic growth. And then, being the employer of choice is key. So I’m going to spend a 

couple of minutes trying to explain how we can grow the business so quickly organically.  

You might wonder why do I show a picture of sick leave, but (inaudible) this is money, because in the 

Nordics the employer pays the employee the first couple of days when you’re sick. If I have people, you 

know, if sick leave goes down 1 percent or 0.5 percent, that’s cash on the table for me, because I need to 

pay the people anyway. So we work very, very hard on the health perspective in the Nordics, not only 

because it’s money on the table but also because it’s something that makes us a very attractive 

employer. And it’s something that—it’s a very good message to our employees. We focus a lot on this 

and I think we get rewarded for it. 

This is the employee satisfaction survey that we do every year in Sweden. Essentially, the vast majority of 

our employees are super satisfied working for WSP. It’s also interesting looking at the competition. This is 

an external company doing surveys within the industry. They’re looking at, you know, there’s the 

question: If you were not working for your current employer, who’s your dream employer? Where would 

you rather work? WSP is number one. So we are the employer of choice in Sweden. And, consequently, 

that’s the way we can hire 1,000 people in a year in Sweden. And unless we keep this position as the 

employer of choice, we cannot hire 1,000 people, even if the market is strong. So this is key to us. It’s 

really translated into cash in the sense that we can grow the business, it’s translated into cash that we 

take care of our employees, make sure that they are healthy and really energized at work and sick leave 

is going down. We have a really strong focus on the employer of choice perspective and I think we have a 

unique position in (inaudible). 

So, finally, on growth, as I said, you know, just looking at the number of people, we’re double digit growth. 

Where we will end up in net revenue growth, we’ve said mid to high single digit, probably very high single 

digit. So we have very strong growth.  

So, all in all, I’m very pleased with our development in the Nordics market and it’s looking good for the 

future. Thank you.  

 

 

Unknown Speaker 

Given the pressure on fees, is it not possible to use your other resource centres? 

 

 

Magnus Meyer, Managing Director, Nordics 

Yeah. That’s a good question and we are. I didn’t mention that but we have roughly 220 people in CRC 

on top of the 5,000 people that we have. And like the UK, we’re pushing very hard. I think the target is to 

add another 100 people next year in CRC. And without CRC part of our business would be impossible to 

run, because part of what we’re doing is—there’s such a pressure on fees that we wouldn’t make any 

money at all if we were doing it only with local resources. So, it differs a lot from segment to segment and 
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what part it is but in certain parts of the market we would not be able to compete at all unless we had 

CRC. 

 

 

Sami Hazboun, Investors Group 

Where would you place Skanska in the landscape of either competitors, clients, what have you? Are they 

integrated on the design side? 

 

 

Magnus Meyer, Managing Director, Nordics 

Skanska is one of our main clients in the Nordics and has been forever, I would say. Skanska, they have 

a small technical design team. It’s not like it’s a competition really, it’s more a complement. So typically 

we work very closely with Skanska and the other major contractors. So they are very, very close allies, I 

would say, in working, especially on the big alternative delivery or design build projects. Because, like in 

the rest of the world, it’s moving very quickly towards more design build. And we are probably—we are a 

top-five player in the Nordics but I would say we’re number one or number two on everything in Sweden, 

meaning that we’re the first one they call or potentially the second one they call. So, we’re in a very strong 

position toward Skanska, especially in the Swedish market. 

 

 

Sami Hazboun, Investors Group 

And does that relationship extend to what Skanska may be doing in the States or other places of the 

world? 

 

 

Magnus Meyer, Managing Director, Nordics 

I would say that Skanska has a very, very strong regional model in the same way that we do at WSP, so 

obviously I keep a close contact with Greg talking about our (inaudible) operations and whether we can 

leverage something that we do in Sweden or the Nordics or the US to be better positioned to work with 

Skanska. But, all in all, it’s dominantly a regional business for Skanska as well. 

 

 

Sami Hazboun, Investors Group 

Thank you. 

 

 

 

 



 

wsp.com page 68 

 

Greg Kelly, President & Chief Executive Officer, U.S. & Latin America 

No, it’s a very strong relationship in the US. We do 30 percent of our design build revenue with Skanska 

but, exactly as Magnus described it, it’s very much a regional model. Much like the WSP model. So it’s 

very complementary that way. But Magnus and I talk all the time. 

 

 

Magnus Meyer, Managing Director, Nordics 

Okay. Thank you. 

 

 

GUY TEMPLETON, PRESIDENT & CHIEF EXECUTIVE OFFICER, AUSTRALIA & 
NEW ZEALAND 

So, Australia and New Zealand. Many of you would have been investors or would have been tracking the 

company at the time of the acquisition of Parsons Brinckerhoff and I think probably the generalist view of 

Australia and New Zealand then is it would have represented an opportunity for value creation. This is a 

business that wasn’t in good shape at the time. So what I’m going to talk about is how we’ve gone since 

then, what we’ve been doing, what the current position is, and what the outlook is in the market.  

So, firstly, there’s been talk about the sector mix, and I think what we see here is a fairly typical mix 

compared to the other parts of the world.  We have roughly half of our business is in transportation, about 

a quarter of it is in the buildings market and the property market, and then we’ve got about 10 percent in 

environment and about 10 percent in industrial and energy. And industrial and energy for us really means 

two things; one’s mining and the other is power or electricity. So we’re just nudging out to about 2,500 

people across Australia and New Zealand and after the Opus transaction completes it’ll go up by a little 

under another 2,000.  

 (Inaudible) talk earlier too about how much fixed-fee work there is. While Magnus is we’re a time-and-

materials market, we say we’re a fixed-price market. And I think the thing is with the fixed price is you get 

pretty good at working out cost to complete and saying if you bid $100,000 how do you get that project 

delivered for $100,000 or less. And these projects, many of them, it’ll be $80,000, it will be a fixed scope 

for a fixed fee, and it’s very much the way the world works. So we see this as just the way the market 

operates despite that being the highest number you’ll see in any of these charts around fixed fee. And on 

private and public, we have the 68 percent. It’s gone up a little recently in public. But one thing to note in 

there is all the work we do in design build, or alternate delivery in the US language, we put that into the 

public side, because if the big public infrastructure projects aren’t happening, then the contractors aren’t 

going to have those projects. So, even though technically we’re contracted to a private sector participant, 

we’re looking through to the end market and we’ll put it in there, and that’s what’s driving that number up. 

The buildings business is largely in this segment here in the private side and we do have a lot of growth 

opportunity in that area. 

For net revenues, the left hand bar there, the $99.4 million in 2014, what that represents is what was a 

relatively small WSP buildings business in Australia and New Zealand plus two months of Parsons 
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Brinckerhoff revenue. The big jump you see through to 2015 is the full year of Parsons Brinckerhoff and 

WSP combined. And then what we’re seeing is really low double digit organic growth. So, going from 

2015 to 2016 there’s a 10 percent lift and there’s a little more than that if you compare 2016 to our trailing 

12-months 2017.  

And on margins, on the left-hand side you’ll see 3 percent. This is a business that was in trouble back in 

2014. 2015 was largely a year of integration across the region, and you’ll see margins were coming up, 

2016 getting up to, approaching reasonable margins of 8.5 percent, and now we’re running up at around 

about 10 percent. So you’ll see that we’ve really had two things going on, fairly rapid organic growth with 

fairly rapid improvement in the margins as we’ve reshaped and restructured the business. 

On backlog, relatively flat, but I would say that since the midyear we’ve had some really good wins that 

have been coming up and we have had some very large projects in the transportation business, which 

we’ve just been gradually eating into that backlog and now we’re really propped it up again. So I’d say 

backlog is in a healthy position across the business. 

And on DSO we’ve been, as part of growing the business, getting profitability up, we’ve been working 

very hard around the business discipline, so we’ve got DSO down now to about 46 days. That is assisted 

by a couple of projects where we have quite good advance billings. So maybe there’s 10 and 15 days 

through advance billings, which helps that number, but I think we’re now in a position where we’ve got 

quite good discipline, project managers owning collection, and we’ve got a good client base, a material 

client base that I think we’ve conditioned into the payment terms that we expect. 

So, some of the projects. Melbourne Metro. Very exciting. Biggest transportation project ever in the state 

of Victoria. We’ve just won the design project for that. This is a design build. So it’s a PPP, design build 

under that, and we’re designers and joint venture. So this is really, if you think about our brand about 

creating livable places and sustainable cities, this absolutely just is our brand in one spot. So, very 

exciting project. A couple of other things that are interesting about this because we saw this project 

coming some years out we took a number of our junior and mid-level engineers and we tapped Mark on 

the shoulder and said, can we get them on to Crossrail in London? And then Paul helped with that as 

well. So we had this group of engineers move across, work on Crossrail for six to twelve months. When 

bidding Melbourne Metro you know the question is going to be who have you got with recent international 

experience in highly complex underground railway stations and mass transit systems. You just know the 

question is coming. So what we were able to do is we were able to bolster our CV by having those people 

move across. Fortunately, they’ve all moved back again. They’re all now working on that project and that 

was a step in helping us win. 

The other thing that’s interesting about the project is this is a combination of transportation and rail 

expertise and very complex buildings expertise. So, if you look back in the older days, you didn’t see that 

joining up in the same way. Now you’re seeing clients going, if we’re going to get railway stations to work 

right in underneath the central business district in Melbourne, you’ve got to work out how you’re going to 

get the rail system to operate as well as very complex buildings sitting on top of that, the vertical 

transportation, et cetera. What we’re seeing now is those teams come together very naturally. It’s the 

same on Caulfield to Dandenong, which is another rail project in Victoria. And these are integrated teams. 

So, if we break this down, we’ve got a bunch of people doing environment work, we’ve got the rail people, 

we’ve got the structural engineering people, we’ve got building services people, it really is very 

multidisciplinary, and to win these big projects you need that sort of scale. Then we’re putting some 
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design work back again to the UK, because they clearly know how to design underground railway 

stations, just from a capacity point of view, we’re doing that. And on the subject of CRCs, we’re using 

both Manila and India on this project. Really, in that one project, it brings together a lot about who we are 

as a global firm.  

Independent reviewer of Westgate Tunnel is another big project in Victoria. It’s going to cut down the 

travel times by about half into the port, so it helps trade, it helps commuter traffic. We have the 

independent verifier role on that project. 

In Sydney, in the west of Sydney, that’s where most of the growth is. Sydney is somewhat landlocked. 

And this is a premier project in Parramatta, which is really the heart of western Sydney. It’ll have Sydney’s 

tallest residential tower, or tallest tower, so that’s within the scope of our work. And this is an integrated 

mixed-use development, so it’s taking in our skills in urban planning, in structural engineering, 

mechanical, electrical, specialist services, facades, acoustics, you name it, it’s in that project, and it really 

is a signature project for Sydney and one which we’re very proud to be associated with. 

And then 220 George Street, you’ll see the mock-up here. If I showed you a picture of 220 George Street 

as it currently is, you’d know we’re doing the world a favour by replacing this building with something 

clean and modern. And, again, in the way that we won that project, two things were critical. Firstly, the 

architect is Grimshaw, a UK architect. We know Grimshaw really well out of Mark’s business. Tom Smith, 

our global head of buildings, knows Grimshaw really well. However, the end client, the developer, is Poly 

out of China. We work with them in China. They asked for us to be on this project because of the 

relationships in Asia. So we’re seeing this joining up around the world and what that does is it gives us a 

real clear competitive edge over all of the local firms, all the global firms that don’t connect up as well as 

we do. 

Other recent wins, I’ll just mention Olympic Dam, BHP, not really because of the size, but if you look at 

Australia, as I think Alex said earlier, you’ve got to be in the resource markets if you’re in the big resource 

countries. What we’re not seeing is the new capital build coming out in mining, we’ve seen a stabilized 

market, but what we have been doing is moving towards sustaining capital work, and this is great work for 

blue chip clients in helping them improve efficiency of operations. Also I’ll mention the second one, 

Department of Defence. Defence is interesting in its own right but PFAS contamination—so, chemical 

foams have been used on all sorts of sites around the world. Turns out that these are highly toxic and 

there’s now all sorts of work on clearing up PFAS contaminated sites. Magnus’s team is way ahead 

because in Sweden they’ve had to tidy PFAS contamination a decade ahead of other places. So we’ve 

just had one of Magnus’s people out in Australia touring around and giving seminars, because he was out 

helping out on a project in Western Australia around PFAS. Again, great example of global collaboration. 

I’ve mentioned a couple of the others on that list already.  

Main pursuits. We’ve got Brisbane, Auckland again with very complex rail projects coming up. I think 

we’re well positioned for both. I mentioned Cataby Mineral Sands as a mining project. We’ve already 

been doing all the feasibility work but what’s interesting there is it’s mineral sands. So it’s got nothing to 

do with iron ore or in coal, which are the two big commodities out of Australia. Mineral sands are used in 

the production of paint. So, what we have done is very carefully segmented the resources market into 

where that’s still buoyant and there is still investment, where there isn’t investment, and then where 

there’s work in sustaining capital. This is an example of an area which is unaffected by the general 

downturn we saw in commodities in Australia in 2012 and 2013. So you’ll see a pretty good list here. 
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Parramatta again, a light rail system, we’ve been working on the early stages of that. And the larger 

projects here, one that’s very exciting is Sydney Metro on the Parramatta (inaudible). We’ve been working 

on Sydney Metro for some years. This is the next stage taking that out to the west and we’ve just won 

that project. It was in the last 36 hours we got the contract on that, which is fantastic. So, again, that’s 

going to really help our backlog. It really plays to our heartland of dense urban rail around city 

development. So we’re comfortable with the pipeline going forward. 

A few sector highlights. In the property business, the property markets are strong, with the exception of 

high-rise residential, which really has crested. Greg was talking the New York market, parts of that market 

have crested, high rise already has. Other commercial property is very strong. And what we’ve been 

doing is really repositioning our property business in Australia. We’re really moving. If we say we’re the 

largest designer of buildings worldwide, we believe, and we want to be in that same position in Australia 

and New Zealand, and to do that we’re focusing much more in on healthcare, which we have global 

expertise in. Magnus was saying, what, 12 hospitals that you’re working on in the Nordics? If you look at 

our global capability in hospitals and healthcare, it is phenomenal. We’re really trying to make that mean 

something more in our local market. Likewise universities, the development of precincts, urban 

regeneration, defence. And what I haven’t put on there but I have already mentioned is the property work 

in and around transportation infrastructure projects, the rail stations. 

In transportation, these numbers here, I think, are the most important in getting a read on the Australian 

market as it stands. If you say just over half of our revenues are in transport, what’s happening in the 

transport market is critically important. So we have the New South Wales government with C$73 billion 

metered over the four-year period. That number is roughly C$40 billion in Victoria. The federal 

government is putting in C$7 billion or so per annum and in New Zealand it’s C$31 billion over four years. 

Just over those four governments, if you even that out, it’s about C$45 billion a year of expenditure. So 

we’ve seen that come up and it’s quite stable. There’s bipartisan support for infrastructure, so even if 

there are any changes in government at the federal levels or state levels, we’ve got a high degree of 

confidence that the work will continue. And we’re really seeing big investments in infrastructure. So, these 

are quite big numbers based on really anywhere in the world and really a lot of it’s going to go into roads, 

a lot of it’s going to go into rail where we have T1 positioning in the market.  

And the water market we put in under transportation and infrastructure. Water is going really well. It’s 

normally been kind of a below-the-radar type industry sector but with the population growth that we’re 

getting we’re seeing incremental expansion, water-wastewater treatment. We’re seeing a lot of work 

around condition monitoring, old assets that need replacing, and water has been surprisingly strong. I 

shouldn’t say surprisingly strong; it’s been, I think, stronger for us over the last 12 months than we 

possibly would have expected. 

In environment, the big transport infrastructure projects are driving environmental impact statements, 

they’re driving all sorts of work around stakeholder management. If you take the project we’re working on, 

155 kilometres of dual carriage expressway in the northern part of New South Wales, where I was a few 

weeks ago, we’ve got, I think, 20 environmental people working on that project. So that’s just come about 

through having a major piece of civil infrastructure going through some fairly difficult areas where you’ve 

got ecology issues, you’ve got water runoff issues, you’ve got aboriginal heritage issues, suddenly you 

end up with 20 environment people being kept busy on that project. And, as I’ve said before, this PFAS 

contamination is a very busy area. 
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In industrial and energy, the power market has been very difficult for us. About 18 months ago the 

legislation became clearer around renewables, so we’re seeing quite high levels of investment in wind 

and solar. And there’s also been issues around grid stability, there’s issues around gas shortages, and 

what we have is a power team that are very deeply specialist in power and suddenly they are very much 

the flavour of the month and in very high demand and we’re seeing investment flowing. So, power is 

going well, and, as I said, the mining market is at least stable. We find in the mining business we have 

very short backlog and very high utilization. We’re seeing the miners just dole out fairly small packages of 

work and keep doling them out whereas back in 2011/2012 big projects, big capital works, a lot of EPCM. 

That market has completely changed. 

For strategic priorities, completion of the Opus acquisition, we’re very excited about that. And I think, just 

to dwell on that a little for what it means for this region, firstly, in New Zealand we had, in WSP, 100 

people in New Zealand. Quite a profitable operation over the last little while but with 100 people we were 

number 14 by size in New Zealand. Every time you’re seeing a client you’re having to convince them 

about how a number 14 player is going to have the resource on a project. In that market there’s two really 

big players, Daylight grew to number three, and with the acquisition of Opus as one of those leading two 

players it puts us right up in the top, gives us a network of offices, gives us decades of heritage, it gives 

us a big client base, gives fantastic expertise. Couple that with the global expertise of WSP and the 

people we already have, we think that’s a knock-out combination. Secondly, in Australia we’ll pick up 

about 250 people in Opus at a time that we’re hiring very rapidly. We can do with the capacity. And I think 

lastly, Opus is very strong around asset management and that’s an area that we’ve been trying in 

Australia and New Zealand to get into. We’ve hired some people. It’s very incremental. Here we have a 

firm that are absolute leaders in asset management. I think we’re going to be able to use that expertise 

elsewhere and use a lot of the skills in New Zealand and other parts of the world. We’re very much 

looking forward to the completion of the deal.  

Secondly, leverage of the hot markets. New South Wales, Victoria, federal government spend, a new 

airport in western Sydney, inland rail, these are big commitments, and in New Zealand and the ongoing 

strong property markets. And continue to respond to increasing population growth and urbanization. 

Sydney and Melbourne at the moment, both are around 4.5 million. By 2050 both are expected to be 8 

million. So, we’re seeing a massive amount of investment and this is all around our theme of how you 

manage to get population growth while keeping visibility levels high, keeping sustainability high. So this is 

the sort of thing that we, you know, we find our people love working on these projects. What we’ve seen 

is, interestingly, in our hottest markets our staff turnover rate has been going down, because people are 

working on good projects and they see real meaning and real social purpose in what they’re doing.  

On margin improvement, three things there: Firstly, because we’re growing quite rapidly we can keep our 

corporate overheads, our local corporate overheads quite flat. We’ve moved to agile working. We have no 

offices, we have no set desks. I don’t have a set desk. I have a locker about this big, that’s it. So we can 

scale up a lot without pushing up real estate costs and just on other sort of corporate support staff. We 

think we’ve got some operating leverage still to come through to margin. And we’re tightening our focus 

on key clients. We’ve recently gone through our client selection where we focused partly around the 

contractors on design build and we’ve gone through screening criteria and we’re tightening up the client 

focus as the next stage of our evolution. And lastly, the CRCs, and Manila in particular is the one that 

serves us best, we’re ramping that up. We’re growing there fairly rapidly and as we’re looking out, 

budgeting for next year, we’re looking at just how much more we can do in Manila. 
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Outlook: Mid to high single digits. If you take (inaudible), obviously we’ve been growing a little more than 

that recently, but we think the market outlook is quite strong.  

Questions? 

 

 

Unknown Speaker 

Just wondering, where do you think you can get the margins to on a sustainable basis? 

 

 

Guy Templeton, President & Chief Executive Officer, Australia & New Zealand 

Yeah, look, I won’t give anything which might resemble a forward-looking statement but I suppose if you, 

if you look around the rest of the world there are operations with margins a little higher than where we are 

now, so I think there’s a little bit of opportunity there. But I won’t put an actual percent on it. 

 

 

Chris Murray, AltaCorp Capital  

Can you talk a little bit about how you think Opus is going to change your operating profile and maybe 

even, back maybe to the margin question, opportunities that you see with someone who’s essentially your 

same size, if not a little bit bigger? 

 

 

Guy Templeton, President & Chief Executive Officer, Australia & New Zealand 

When you say operating profile, can you just elaborate on what you mean by that? 

 

 

Chris Murray, AltaCorp Capital  

Well, I’m just trying to think about leverage, leveraging overheads, all that kind of stuff. 

 

 

Guy Templeton, President & Chief Executive Officer, Australia & New Zealand 

Okay. I think two comments on that. Firstly, New Zealand is generally a more profitable market than 

Australia. The margins there are a little higher for some reason. And if you cut into Opus’s results in their 

published results you’ll be able to get a guide on their New Zealand margin, so I think that’s favourable. 

And I think within any M&A then you need to get the economies of scale out that you can and I think we 

could see some opportunities there to be able to do that. But overwhelmingly we see it more as a revenue 

synergy play. The usual sorts of costs will fall out. In New Zealand itself we’ve only got 100 people, so 

there’s only going to be so much upside on the costs. And if we have 250 Opus people in Australia versus 

2,500, again, there’ll be some incremental benefits, but it’s not a big driver of (inaudible). 
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Unknown Speaker 

It’s the end of the day, so you’ve got to give me some leeway; what is that on page 168? The building on 

page 168. 

 

 

Guy Templeton, President & Chief Executive Officer, Australia & New Zealand 

Oh, let me see, page 168... 

 

 

Unknown Speaker 

Is it an engineer’s ode to Jimi Hendrix or...? 

 

 

Guy Templeton, President & Chief Executive Officer, Australia & New Zealand 

Let’s see. 168. Oh, this! I’m so pleased you asked that question. So, this is Queens Wharf and this is in 

Brisbane. This is a major entertainment-gaming-hotel-residential complex. Capital value about $3 billion. 

We put it there because this is a project we’ve won all of the structural engineering, all of the 

mechanical/electrical, and all of the specialist services across all of that. If this was, if I was standing here 

a year ago and we wanted to talk about the projects we’re proud about, that one would have been there, 

but at least we have the photo.  

And, because it is late in the day, I’ll give you a quick story. My 93-year-old aunt lives in Brisbane and we 

managed to get her out for lunch and as I was driving her home I explained to her about Queens Wharf 

and I was showing here where it was going to be and which buildings were going and how it was 

developed, and I thought she was going to say, “That’s very nice, dear.” Instead she said, “Oh, it’s going 

to ruin Brisbane. It’s not like when I was a girl.” So you can’t please all of the people all of the time. But it 

will actually look like that. 

Okay. Thanks.  

 

 

Isabelle Adjahi, Vice President, Investor Relations & Corporate Communications 

This concludes our event. I first want to thank you for taking the time to attend. We will be sending you a 

short survey probably today or tomorrow, so if you could take time to fill it so that we can improve our 

event, this would be really appreciated. 

 

Before we leave I will just ask Alex to say a few words. Thank you. 
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Alexandre L’Heureux, President & Chief Executive Officer  

I know it’s been a long day, so thank you for your patience and active listening. I really appreciate that 

you took the time to come meet with us. I also would like to thank our team. They’ve done a good job at 

trying to highlight our market positioning, where we win, how we win. I thought this was quite informative.  

As I said this morning, they key takeaway and the thing I wanted you to keep in mind is the bench 

strength that we have. It’s not just me, it’s not just Bruno, it’s not just Paul; it’s a big team of very strong 

leaders that are very much in charge of their operations and are leading the way and leading the strategy. 

And hopefully you got a feel for the team that we have. And also, hopefully you got a feel that we’re 

having fun working together. And that’s really important. I mean we are a great—we’re a corporation but I 

like to think we’re partners, and that’s how we think of it and that’s good. So we’re working very well 

together and hopefully you got a sense of that. 

Paul this morning talked about collaboration, I talked about being an international company and, you 

know, international collaboration in my mind is if you want to, if you really want to extract value from a 

global platform you need to eliminate the silos and you need to be in a position to collaborate with each 

other and, again, hopefully through a number of projects you saw that we are able to work cross border 

and we are able to import and export the expertise wherever it’s needed, and I think it’s the secret recipe. 

And we’ll continue to do that but I mentioned this morning that we’re, you know, we’ve learned to manage 

and run an international company and, again, I believe this morning and this afternoon was a testimony of 

that. 

The last one, I talked this morning about the geographies and the end markets where we operate. 

Hopefully you got a feel for what I meant. I like the geographies where we operate, I like the end markets. 

It’s not the end of the journey. Obviously, there are many places where I feel we’re still subscale and we 

are subscale and we need to address that. We talked this morning about power, energy, environment, 

and continue to build on our strong expertise in property building, transportation, infrastructure. And also, 

hopefully you got a taste for the potential of the company. The team is there to stay. We’re here for the 

long run. We don’t make decisions for the next quarter or the third quarter or the next year; we’re here 

because we want to make a difference in the long run and we want to leave a great legacy with this 

company. So we think longer term and we want to take action and make the decisions for the long-term 

benefit of the company. That’s what we’re thinking about. And hopefully you got a taste of the potential, 

both organically and through MMA, and actually also within the platform, the long-term potential of this 

platform. 

So that was the last few comments I wanted to make to make today and, again, thank you. And hopefully 

those who are flying will be able to fly, because it doesn’t look too good, but wish you a great day and 

hopefully we’ll be in touch soon. Thank you. 


