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Tata Steel in South Yorkshire

Rotherham
Steelmaking & casting
Bar rolling
Bar processing

Stocksbridge
Rolling and 
finishing
Testing facilities

Bolton
Aerospace 
Service Centre

Suzhou, China
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Tata Steel in South Yorkshire

• Steel making based on recycling steel scrap and 
melting in Electric Arc Furnaces



Product sectors



Actual activity levels experienced during the recession
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Activity

Pre-storm business

• Almost 3,500 employed

• c.1mtpa of sales 

• Underperforming

Surviving the downturn



Changing the structure of the business – fixed costs

• Principles
• Dismantle ‘big steel’

• Professional and closer functional 
cooperation

• Flexible operational manning models

• Manning to match future output 
requirements

• Implementation
• Engagement of all stakeholders 
(especially unions)

• No part of business left unchallenged

• Having the right people in key 
positions has been crucial

• Risk-based approach taken with 
planned maintenance

Engagement with major specialist contractors led to 
£10million savings

Employment costs

Maintenance costs

Hire costs

Head office costs

Depreciation

~£200m

~£100m

Balanced reduction



Engagement

• Open, consistent and regular 
communications

• Clear demonstration of viability of the plan

• Business and local ‘bridges’

• Everyone has a part to play

• Regular update and feedback

• Weekly implementation meetings

• Weekly joint updates – management and 
unions



Changing our position in the market

Oil & Gas

Ind Bearings
Power Generation
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Sector development teams to 
drive sector strategy

Country and region plans to 
drive tactics and execution

Mech Eng & Stockholding

Forging Off Highway
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ther

Strategic review of markets
Based on:

• Sector strategy plans

• Country plans for key regions

• Product mix management

• Customer account plans

• Improved customer service and quality

Clear Commercial Focus

• Capability to serve
• technical expertise 

• international sales network

• Cost to serve 

• Growth potential

• Potential returns
• identifying high value sectors



Survival chapter closed, business repositioned and 
ready for growth

Speciality Sales Vol vs EBITDA
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Value before volume in the Tata Steel Speciality mix



Industrial bearingsAerospace
Large commercial jet deliveries
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Examples of growth markets – plus need for competitive 
supply chains



Business growth

• 2010/11 deliveries c. 60% of pre-storm levels

• Forecast deliveries in 2011/12: increase of 30% on 
current volumes

• Forecast deliveries in 2013/15: increase of 50% on 
current volumes

• Current employee numbers = 60% of pre-storm levels (c. 
2,200)

• Recruited c. 400 people in 2010

• Further recruitment forecast



Summary
Internal issues

• Business restructured, now looking to grow
• Need to reduce energy consumption
• Need to further develop our global markets
• Need to further improve operational efficiencies
• Match internal capability to market demand
• Need to improve customer service
• Develop competitive supply chains



Summary
External issues

• General uncertainty
• Raw material prices driven by global activity
• Sector growth in global market places
• Skills shortages / training fit for our needs
• Energy security of supply
• Climate change driven legislation / tax


