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The Seals Sector 
businesses supply a 
range of seals, gaskets, 
cylinders, components 
and kits used in heavy 
mobile machinery and 

power products with 
Aftermarket, OEM 
and MRO applications.

International Seals: 47%
Our Seals businesses in Europe 
and Australia supply seals, 
gaskets, pumps and related 
accessories, custom-moulded 
and machined parts, hydraulic 
cylinder components, and a 

products to Aftermarket, OEM 
and MRO customers.

North American 
Aftermarket: 23%
Supplies a variety of seals, 
generally on a next-day basis, 
for a broad range of mobile 
machinery used in heavy 
Construction, Mining and 
Agriculture. Products are used 
in repair and maintenance after 
equipment has completed its 
initial warranty period or been 
sold on the pre-used market. 
Customers are mainly repair 
shops, engine and transmission 
rebuilders and other heavy 
equipment parts distributors.

US Industrial OEM: 18%
Supplies seals, gaskets, O-rings 
and custom-moulded and 
machined parts. The business 
works closely with customers to 
specify the most appropriate 
seal design, material and 
manufacturer for the 
application; provides technical 
support during product 
development; and delivers the 
logistics capabilities to support 
small to medium-sized 
production runs.

US Maintenance, Repair & 
Overhaul (MRO): 12%
Our MRO business, VSP 
Technologies (VSP), supplies 

sealing products to critical 
services in high-cost-of-failure 
applications. The business works 
directly with customers to 
improve sealing performance, 
providing expertise, product 
recommendations and training. 
VSP sells primarily to 
transportation, chemical 
processing, power and marine 
customers. 

1 Pro forma revenues adjusted for acquisitions 
and disposals completed during the year.

47% International Seals
23% NA Aftermarket
18% US Industrial OEM
12% US MRO

50% North America
37% UK & Europe
13% International
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SECTOR REVIEW
SEALS  CONTINUED

Reported revenues increased 26% to 

organic growth, a 6% contribution from 

exchange translation. 

revenue growth, increasing 35% to £62.6m 

a step up in the North American margin 

Louisville, as well as gains in MRO. The 

positive operating leverage on higher 
volumes and the disposal of the lower 

by the acquisition of R&G. 

North American Seals (53% of Sector 
revenue1) delivered organic growth of 

our MRO and Aftermarket businesses. 
North American Aftermarket had a highly 
successful year, with Louisville’s better location, 
extended service hours and expanded next 
day delivery footprint enabling accelerated 
market share gains in previously untapped 
Midwestern and Western states. This has 

1 Pro forma revenues adjusted for acquisitions and 
disposals completed during the year.

been coupled with commercial initiatives, 
including investment in sales and marketing, 
to build brand recognition in newer locations. 
Organic growth in the US was over 26%; 
growth in some Western states was higher 
still. The International Aftermarket businesses 
also had a good year, with double-digit 
organic growth, as they continue to diversify 
into new markets, especially industrial and 
non-hydraulic repair. 

Organic growth was very strong for MRO, 

and positive end market demand. 
Investment in broadening the business’s 
value-add capabilities and new proprietary 
products is translating into new customer 
wins and market share capture. The end 
market backdrop was positive, with 
sustained momentum in industrial markets 
and a tailwind from strong growth in the 
later cycle transportation market. 

US Industrial OEM had a solid year, 
and remains focused on driving organic 
growth through customer and market 

softening of demand in housing and 
consumer-related end markets towards 
the end of the year, but most industrial 
end segments remain robust. The business 

to diversify its opportunity pipeline; 
investments in technology and talent in 
supply chain and operations have enhanced 

FY 2022 Change in the year
Revenue £263.7m +26%
Organic revenue 
growth +7%
Adjusted operating £46.5m +35%
Adjusted operating 
margin 17.6%
 –

access to previously untapped Western 
and Midwestern states, driving 
accelerated market share gains in North 
American Aftermarket

 –
International Seals organic growth 11% 
with broad-based growth against a 
strong comparator

 –
R&G in April to build scale in the UK and 

broaden the Seals product portfolio into 
pneumatics, expanding addressable 
markets

 –
a supplier of innovative anti-corrosion 
products and solutions, adds further scale 
to the high quality platform for growth 
we have built in Australia over the last 
three years 

 “The team has been the 

Ted Messmer

Alessandro Lala
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value-added services and improved supply 
chain capabilities. This leaves the business 
well-positioned for the year ahead.

International Seals (47% of Sector 
revenue) had another strong year, with 
organic growth of 11%, building on a track 
record of resilience and consistency that 

In the UK, FPE delivered double-digit organic 
growth against a strong comparator; 
excellent service and better stock availability 
has enabled the business to capitalise on 
demand in construction and the recovering 
oil & gas segment. The acquisition of R&G in 
April has been transformational, materially 
increasing scale in the UK. Following a 
successful onboarding, R&G’s organic growth 
performance has been strong. This is a 
result of excellent customer service, a strong 
product portfolio and exploiting cross-selling 
opportunities within the business to drive 
value from bolt-on M&A. Its roll-up M&A 
programme has continued, with a further 
four bolt-on acquisitions since April, with 
two completing post year end. 

Elsewhere, Kubo had another solid year, 
with high single-digit organic growth 
against a strong comparator. Having 
successfully captured the growth in medical 

pivoted to industrial; better product 
availability versus competitors also 
underpinned market share gains. Double-

end markets as well as geographic 
penetration gains in Germany. 

Similarly, high single-digit organic growth 
at M Seals

Chinese demand. Growth in Sweden was 
driven by sales activity to develop key 
accounts as well as the resumption of 
projects put on hold during the pandemic. 
The business is investing in organic growth 
in Germany, while the newly combined UK 

of co-ordinated commercial activity to drive 
growth. M Seals has recently invested in 
ecommerce and new machining capabilities 
to drive growth in Scandinavian markets.

Following a slower start to the year due 
to extended Covid lockdowns and supply 
chain bottlenecks, our Australian Seals 
businesses had a strong second half, 
converting backlogs and capitalising on 
buoyant mining, water treatment and 
infrastructure end markets. 

Strategic progress 

 –
Sector’s consistency. For most businesses, 

on growth segments, geographic 
penetration and product extension. 

 – Additionally, our facility in Louisville has 
delivered a step change for North 
American Aftermarket with the team 
successfully converting the opportunity 
into accelerated share gains. The facility is 

improvements; we plan to invest in 
expanding the autostore to increase 
capacity in the year ahead.

 –
 –

a key milestone not just for the UK, but 
the Seals Sector as a whole. A value-
added aftermarket distributor, R&G has 

broadened the Seals product portfolio, 
expanding addressable markets. 

 – Bolt-on acquisition of ACT in July for 
£7m, a specialist provider of sustainable 
materials engineering and corrosion 
control solutions. It is highly 
complementary to our existing 
Australian Seals business with potential 
revenue and cost synergies.

 – Completion of the integration of DMR 
into M Seals and rebranding; the 
combined business is now leveraging 
a single go-to-market strategy and 
co-ordinated commercial activity to drive 
growth. 

 – Integration of TotalSeal and facility 
expansion in Australia. Over the last three 
years, we have transformed Australian 
Seals through acquisitions to add scale 
and structuring the business into two 
strong pillars in the East and West, creating 
a high-quality platform for growth. 

 – Across the Sector, all businesses continue 
on their journey to scale with incremental 
investment in talent, automation 
solutions and capabilities, including new 
machining capability to support product 
innovation. 

 – We have made really good strategic 
progress in Seals in the year. The Sector is 
more resilient now than ever, supported 
by end segment exposures such as 
medical, food and beverage and 
renewable energy, as well as the impetus 
from greater infrastructure investment 
through the cycle in the US. We are 
optimistic about the Sector’s prospects. 

CASE STUDY

Product range 
extension delivering 
organic growth

New proprietary products helped to drive 

business’s Service Equipment Rebuild Kits 
(SERK™) provide customers with technical 
expertise and a kitting solution that saves 
time and money, and reduces the total cost 
of ownership. Sales of the kits tripled in 
FY22, attracting new customers and driving 
market share gains.

Read more 
diplomaplc.com/about-us/our-sectors/seals/
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