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Fund Details  

Daily dealing UCITS and Irish Central Bank regulated open-ended investment company with Financial Conduct Authority 

recognition and registered in Ireland, Germany, Italy, Spain, Sweden and Austria. The Fund size was GBP 245m as at 30th 

September 2025. Total assets under management by Ennismore Fund Management were GBP 433m. The Fund continues 

to limit capacity by capping the maximum number of units in issue. There is currently a small amount of capacity available 

due to the natural rate of investor turnover. If you would like to invest, please contact Margot Webb on +44 (0) 20 7368 

4250 or email clients@ennismorefunds.com. The Fund is managed as an absolute return fund with the objective of 

generating positive returns irrespective of market conditions rather than performing relative to any benchmark index. 

 

Performance as at 30th September 2025 

Comments below on performance attribution refer to GBP NAV per share unless otherwise stated, exclude cash returns and are prior to expenses.  
1Source: Administrator, Net Asset Value, net income reinvested. 2Source: Administrator, Net Asset Value. 3Since inception of GBP A share class on 27/01/99 to date, GBP B share class on 
19/01/11 to date, EUR A and EUR B share classes on 31/01/11 to date. 

 
The Fund was up 0.3% in September, with the short book contributing 150bps and the long book detracting 100bps. In a 

month where no single position made a significant impact on performance, the top contributor was a short position the 

Fund holds in a Swiss industrial company (+43bps) where the shares lost ground following half year results that failed to 

meet the market’s high expectations. 

 

Top Five Contributors and Detractors for September 2025 

 

Top Five Long Holdings as 30th September 2025 

 

  Share Class1  
  GBP A £ GBP A € GBP B EUR A EUR B 

NAV per Share2  170.73 195.62 28.86 28.06 28.22 
 % Change 

September 25 0.3 -0.4 0.4 -0.3 -0.2 

2025 to Date 10.1 4.3 10.2 4.4 4.5 

Annualised return3  11.3 10.4 7.5 7.3 7.3 

Since launch3  1639.5 1289.1 188.6 180.6 182.2 
Note: All performance figures net of fees. Past performance is not a guide to future returns. 

Contributors bps 

Swiss industrial company 43 

Frequentis AG 27 

Academedia AB 19 

US food producer 18 

Poland based logistics company 14 

Detractors bps 

Amadeus Fire AG -33 

System1 Group Plc -24 

Davide Campari Milano NV -23 

Moltiply Group SpA -22 

Gesco SE -14 

Company Country Sector % of NAV 

Academedia AB Sweden Consumer Discretionary 3.2 

EVS Broadcast Equipment SA Belgium Information Technology 3.1 

STO SE & Co KGaA Germany Materials 2.4 

Trigano SA France Consumer Discretionary 2.3 

Just Group Plc United Kingdom Financials 2.3 

   13.3 
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Exposures as at 30th September 2025 

Figures in brackets refer to previous month end. All exposures are calculated on a delta adjusted basis. All calculations are subject to the impact of rounding. 

 

Exposures by Country, Market Cap & Sector as % NAV and Positions as at 30th September 2025 

Geographic analysis relates to country of incorporation or listing. This may not represent the underlying economic exposure of the operating business. 

 

Howden Joinery – UK kitchen supplier (0.6% of NAV) 

Since we wrote about Howden Joinery (“Howden”) in 2011, its market share of UK kitchen volumes has risen from a fifth 

to a third - and we don't think it will stop there. Howden's model is robust and self-reinforcing: its dominant scale in the 

production of kitchens drives cost advantages which are passed on to kitchen installers and end customers through lower 

prices, which itself drives volumes. This advantage is especially powerful in downturns, where Howden consistently takes 

share from weak competitors. Howden has taken so much share over the last few years that one can hardly tell that end 

markets are weak: over the last five years, the volume of kitchens installed in the UK has fallen more than twenty percent, 

while Howden has increased sales by close to fifty percent. At today’s market capitalisation of GBP 4.5bn and enterprise 

value of GBP 4.1bn, investors can buy a high-quality business that perpetually takes market share, trading in line with 

historical valuation at seventeen times enterprise value to run-rate operating profit after tax of circa GBP 240m, despite 

significant optionality on volume and margin recovery.  

Howden's competitive edge originates from its cost advantage. At two-and-a-half times the size of its closest competitor, 

Howden wields significant bargaining power over its suppliers, exchanging guarantees of volumes for lower prices per 

item. Additionally, Howden has selectively brought around a third of manufacturing in-house, capturing scale-related 

manufacturing efficiencies and procurement advantages that would otherwise be fragmented if sourcing from several 

suppliers (e.g. chipboard purchasing). Furthermore, while competitors such as Wren and Magnet operate under a 

consumer-facing model requiring large showrooms, Howden's offering is geared towards the kitchen installer - stores are 

small, unimpressive, and often hidden away on industrial estates, keeping overheads low. On top of this, Howden 

operates a world-class logistics network, capitalising on its greater density of stores to deliver stock faster, with fewer 

faults, and at a lower cost than competitors.  

The feather in Howden's cap is not the cost advantage itself, but how it is shared with each part of the value chain to 

incentivise the sale of Howden kitchens. Howden's store managers are given local P&L ownership and generous profit 

sharing, and the superior store economics compared to peers results in store managers making more money at Howden 

than elsewhere - meaning they naturally amass the best talent in the industry. Kitchen installers make more money selling 

Longs% Shorts% Gross Exposure% Net Exposure% 

83.0 (80.5) 33.2 (32.6) 116.2 (113.1) 49.7 (47.9) 

Country Gross% Net% 
 

Market Cap Gross% Net% 
 

Sector Gross% Net% 
United Kingdom 26.5 22.4 

 
>£5bn 18.9 5.5 

 
Communication Services 10.0 5.9 

Germany 21.9 16.7 
 

£1bn-£5bn 33.1 8.7 
 

Consumer Discretionary 22.6 5.4 
France 13.3 10.0 

 
£250m-£1bn 45.7 19.2 

 
Consumer Staples 7.6 1.4 

Sweden 8.8 3.3 
 

<£250m 18.4 16.3 
 

Financials 11.2 9.6 

United States 8.0 -6.1 
     

Health Care 6.5 5.2 

Italy 6.0 2.3 
 

Positions Sep Aug 
 

Industrials 26.6 9.0 
Switzerland 4.5 -3.0 

 
Long 108 105 

 
Information Technology 18.6 3.3 

Belgium 4.5 4.3 
 

Short 89 81 
 

Materials 8.7 6.5 
Austria 3.5 1.4 

 
Longs Opened 7 11 

 
Real Estate 4.3 3.5 

Netherlands 2.8 0.0 
 

Longs Closed 4 2 
 

Utilities 0.1 -0.1 

Denmark 2.1 -2.1 
 

Shorts Opened 11 6 
 

   
Finland 2.0 -0.9  Shorts Closed 3 5     

Luxembourg 1.8 0.3 
 

   
 

   
Spain 1.5 -0.4         
Hong Kong 1.2 -0.6         
Japan 1.1 1.1         
Portugal 1.0 0.9         
Canada 0.9 0.3         
Other 4.7 -0.1         

https://ennismorefunds.com/media/171/NL-OEIC-Mar-11.pdf
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Howden than any other brand: Howden kitchens are priced cheaper than peers for an equivalent product and operate 

under a confidential pricing model, meaning installers can mark up the sale and capture most of that pricing differential 

for themselves. Additionally, the in-stock model means that the majority of stock is available immediately or the next day 

and, combined with market-leading store proximity (nearly ninety percent of UK customers live within five miles of a 

Howden store), installers are able to turn over projects faster. Finally, the price to the end customer is typically lower than 

an equivalent kitchen from a competitor, as it is in the installers' interests to pass on enough of the economics to 

incentivise the end customers to choose Howden.  

The competition continues to weaken. Competitors such as Magnet and Wren are ceding share to Howden as the trade 

channel slowly suffocates the consumer-oriented channel. Benchmarx, Travis Perkins' homebrewed answer to Howden, 

has been closing stores having never achieved sufficient scale to compete effectively. Homebase and B&Q have both 

closed their trade businesses, and Ikea, though taking share, remains small and competes only within flat-pack. Thirty to 

forty percent of the market is still made up of specialist independents, and Howden is coming for them too. This industry 

is a cage fight between a gorilla and a chihuahua - and we know who we're betting on.  

UK kitchen volumes remain below the trough of the financial crisis in 2010-11, and more than twenty percent below what 

we consider normalised levels. Consumer confidence is low, pandemic-driven renovation has cooled, and higher interest 

rates have slowed down housing transactions – the main driver of replacement demand. The sell side models around one 

percent volume growth in the medium-term. We would be surprised if Howden did not outperform this even in a flat 

market, given incessant market share gains and maturation of the store base. In a modest recovery scenario, we believe 

Howden could see three to five percent volume growth annually over the next four years, driving high-single-digit sales 

growth after accounting for circa two percent price increases and two to three percent store count growth. Any 

outperformance of volumes will drop through at very attractive margins. Today, Howden's operating margin is around 

thirteen percent (adjusted for IFRS interest expense) compared to an average of around seventeen percent over 2015-19, 

and we think in the medium term margins will likely recover to, if not exceed, prior levels.  

CEO Andrew Livingston’s incentives are well-aligned with shareholders given that he is one, with GBP 4.5m of stock to his 

name. Our downside is protected by the position in the cycle, the robustness of the business model with sustainable 

return on capital of around thirty percent (will be higher on normalised volumes), and a healthy net cash position of a 

little over GBP 300m.  

There are two main risks to the investment. Firstly, from their current UK store base of around 870 stores, Howden is 

expected to reach their stated limit of 1000 stores within the next five years. We don’t necessarily believe that this is the 

ceiling: when we invested in 2011 we were told by management that the upper limit of Howden’s presence in the UK was 

650 stores! In the face of competitors closing stores, the latest target could again turn out to be arbitrary. Regardless, our 

thesis does not rely on this. Stores take seven years or more to reach full maturity, as the store manager and staff build 

relationships with local installers, and mature stores can reach contribution margins exceeding twenty percent. As a result, 

when Howden stops opening new stores, it will still continue taking share and growing same-store sales at three to five 

percent, with expanding margins - we believe terminal operating margins of Howden with a mature estate will be closer 

to twenty percent than current thirteen percent. On top of this, there are other avenues of growth. The one we are most 

optimistic for is Howden’s expansion upmarket, representing a significant opportunity to gain share from independents. 

We see no reason why Howden’s value-for-money advantage would not translate into the higher price ranges. 

Additionally, Howden is experimenting with fitted bedroom joinery, a category often served by the same installer as 

kitchen cabinets, representing a straight-forward opportunity to expand wallet share among their existing customers.  

Secondly, Howden's haphazard international expansion has been relatively unsuccessful and widely viewed as a waste of 

capital. Fortunately, roll-out has now slowed to a standstill and management are aiming to improve profitability and 

expand more gradually. Though the economics will never rival those of the UK, we see no reason that the France and 

Ireland businesses cannot be reasonably attractive enterprises, especially given the ability to utilise the UK manufacturing 

infrastructure. With the majority of free cash flow being returned to shareholders through a dividend yield of around 3% 

with buybacks on top, we are comfortable with the capital allocation, though we intend to monitor the GBP 5m per year 

being spent on international capital expenditure closely and with a high level of scrutiny.  



 

 

Ennismore Fund Management Limited, Kensington Cloisters, 5 Kensington Church Street, London, W8 4LD 
Registered in England and Wales No. 3598371. Authorised and regulated by the Financial Conduct Authority 

 

With the benefit of hindsight, we closed our initial position in Howden early – had we held it from 2011 until today we 

would have achieved an enviable annualised return in the high-teens. On a more positive note, we believe our latest 

purchase has the potential to meet or even exceed this in the medium to long term. In the meantime, should the market 

show early signs of volume recovery, we expect Howden to be swiftly reappraised given how low we perceive medium-

term market expectations to be today. 

 

Historical Monthly Percentage Return for the GBP A Shares 

Year Jan (%) Feb (%) Mar (%) Apr (%) May (%) Jun (%) Jul (%) Aug (%) Sep (%) Oct (%) Nov (%) Dec (%) Annual

2025 -1.7 2.5 4.6 1.9 -0.6 1.2 2.1 -0.6 0.3 10.1

2024 1.9 -2.4 1.2 2.1 -0.7 0.9 0.2 0.7 -3.6 -1.5 -3.8 -1.4 -6.5 

2023 -2.8 -0.1 -0.4 2.9 -3.0 -2.6 -1.6 3.1 3.0 1.1 1.1 1.7 2.1

2022 1.1 -2.6 0.2 1.4 -0.9 0.7 -3.1 1.9 -1.2 2.2 3.0 1.0 3.7

2021 -5.2 1.7 4.5 4.7 3.4 1.0 2.8 0.7 -0.1 -1.8 1.8 1.5 15.8

2020 -2.4 -2.8 -5.7 -0.8 -1.6 4.0 -3.8 -2.5 0.8 -3.1 9.6 4.5 -4.8 

2019 1.4 -0.2 1.5 0.7 2.2 -0.7 0.6 0.6 0.6 0.2 -1.4 1.2 6.9

2018 -2.0 -0.8 0.0 0.7 0.9 2.0 0.3 1.1 0.3 -1.0 2.3 0.2 4.0

2017 1.2 -0.2 0.9 1.0 2.2 -0.6 2.7 1.5 -1.2 -1.2 0.4 2.6 9.6

2016 2.2 2.8 0.9 0.4 -1.2 2.3 1.3 2.3 1.6 1.9 -2.7 1.9 14.5

2015 -0.7 -3.1 0.0 2.2 2.2 0.8 1.9 0.8 0.5 0.5 0.7 3.8 9.7

2014 1.1 0.5 2.9 1.5 -1.4 -2.0 0.2 1.1 -0.2 0.8 2.0 -0.2 6.4

2013 6.5 2.7 1.5 -0.9 1.8 -0.9 2.8 1.2 1.6 4.2 1.2 2.3 26.6

2012 0.5 2.8 0.0 -1.4 -1.9 1.6 -2.0 2.5 -0.1 2.9 2.6 0.7 8.4

2011 2.9 0.5 5.3 0.5 -0.2 4.4 -0.7 -0.2 -0.2 2.9 -4.0 -1.4 9.8

2010 0.9 3.0 2.0 1.0 -1.6 -0.3 2.4 -1.5 3.4 2.3 -0.4 6.0 18.4

2009 -3.7 -1.6 -2.1 -6.5 4.0 -2.5 0.3 4.5 7.0 -1.1 2.0 -0.9 -1.6 

2008 -1.4 3.4 0.1 1.8 -0.5 -2.9 -0.2 1.5 -8.5 -7.6 2.1 7.5 -5.7 

2007 -2.2 1.3 2.4 2.9 0.5 1.5 0.5 -1.5 1.4 -0.3 -0.9 3.4 9.1

2006 4.0 2.3 4.8 4.2 -3.9 -4.0 -0.7 -1.4 -0.8 1.4 1.0 1.7 8.4

2005 3.2 4.2 0.4 -2.4 2.1 4.7 6.6 3.2 3.3 -5.2 2.5 4.9 30.4

2004 2.8 2.7 -0.5 2.1 -1.5 4.6 -0.9 1.5 1.7 1.9 2.8 4.4 23.5

2003 -1.5 2.8 1.4 4.9 4.7 0.0 3.3 1.5 2.2 0.9 2.1 3.8 29.3

2002 1.3 2.2 3.2 1.5 2.7 -1.0 -5.3 0.6 -4.1 3.3 2.5 -0.5 6.2

2001 2.4 0.7 -7.8 2.2 1.4 -0.7 0.4 1.8 -4.6 0.9 2.7 2.8 1.5

2000 11.8 20.7 -0.3 -4.6 2.5 1.8 1.0 0.1 -2.5 -3.0 2.6 3.2 35.7

1999 -0.3 1.0 0.8 6.6 1.4 3.3 4.6 1.4 -1.8 2.6 8.6 13.4 49.0



 For further information please contact: Margot Webb, Ennismore Fund Management  +44 (0) 20 7368 4250 clients@ennismorefunds.com  

 For dealing please contact: Northern Trust International Fund Administration 

Services (Ireland) Ltd 

+353 (0) 1 434 5103 Ennismore_TA_Queries@ntrs.com  

 

Warning: This newsletter is issued by Ennismore Fund Management Limited, authorised and regulated by the Financial Conduct Authority. Past performance is not necessarily a guide to future performance. The 

value of shares can go down as well as up and is not guaranteed. Changes in rates of exchange may also cause the value of shares to fluctuate. Any reference to individual investments within this newsletter should 

not be taken as a recommendation to buy or sell. This newsletter should be read in conjunction with the full text and definitions section of the Prospectus dated 25 February 2022 and Supplement thereto. The 

Prospectus, Supplement and Key Investor Information documents are available in English at www.ennismorefunds.com 
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Disclosures and Risk Warning 

This document is issued by Ennismore Fund Management Limited (“Ennismore”) which is authorised and regulated by the Financial  Conduct Authority. This 

document is confidential and is intended solely for the information of the recipient. This information should not be reproduced or disseminated in any form 

without the prior written permission of Ennismore Fund Management Limited. Please refer to the relevant prospectus, supplement and to the KIID before 

making any final investment decisions. 

 

A copy of the English version of the Prospectus of the Fund and the Key Investor Information Document (KIID) relating to the Fund may be obtained online 
from www.ennismorefunds.com or received via email upon request by contacting clients@ennismorefunds.com. Where required under national rules, the 
KIID will also be available in the local language of the relevant EEA Member State. A summary of investor rights associated with an investment in the Fund is 
available upon request via email by contacting clients@ennismorefunds.com. Further information on shareholder rights can be found at 
https://bridgefundservices.com/disclosures/[bridgefundservices.com] 
 

Under normal circumstances, as defined within the Prospectus, the Fund may charge up to 3% of the net asset value of any redemption to cover the costs 

associated with managing the redemption process, including the sale of assets within the Fund to generate the required cash. Currently this redemption 

charge is set at 2%, with proceeds retained by the fund. Ongoing costs (Management fees and other administrative or operating costs) 2.17% pa. as at 

22/08/2024.  

 

This document is for information purposes only and is not an offer to sell or an invitation to buy shares in Ennismore European Smaller Companies Fund (the 

“Fund”). In particular, it does not constitute an offer or solicitation in any jurisdiction where it is unlawful or where the recipient may not lawfully receive any 

such offer or solicitation. It is the responsibility of any person in possession of this document to inform themselves of, and to observe, all applicable laws and 

regulations of relevant jurisdictions. 

 

Content in this document is provided for information only and is not intended for trading purposes. Any information and opinion in this document is subject 

to change by the Company without prior written notice. Nor does it provide any form of advice amounting to investment advice or make any 

recommendations regarding financial instruments or investment products. Use of this document is no substitute for obtaining proper investment advice from 

an authorised investment professional. 

 

Although the Company considers the content of this document to be accurate at the time it was written, we do not guarantee the accuracy of the information 

presented or of our opinions. The information contained in this document may become inaccurate as a result of the passage of time and should therefore be 

read for historical information only. All forecasts are subject to risks and uncertainties that may cause actual results to differ materially from those which 

were expected. 

 

This document is not intended to provide a complete description of the investment, research and due diligence process utilized by Ennismore. Ennismore 

may modify its investment process and method for evaluating portfolio investments in any manner that it deems appropriate without notice to investors. 

The information contained herein may be approximate and is used to show the overall investment management process that Ennismore engages in. The 

UCITS is authorised overseas but not in the United Kingdom. The UK Financial Ombudsman Service is unlikely to be able to consider complaints relating to 

the UCITS, its management company, or its depositary. Any claims for losses relating to the management company or the depositary are unlikely to be covered 

under the UK Financial Services Compensation Scheme. Prospective investors should consider obtaining financial advice before deciding to invest and should 

consult the prospectus of the UCITS for more information. 

 

The Fund’s portfolio contains a much larger number of positions than the examples set forth herein and, accordingly, the examples are not intended to 

indicate the overall composition of the Fund’s portfolio. It should not be assumed that investments in the companies identified will be profitable, that 

recommendations made in the future will be profitable or will equal the investment performance of those discussed herein or are representative of 

investments that will be made in the future. There is also no guarantee that any of the positions are currently or will remain in the Fund. The information 

included in this document should not be considered a recommendation to purchase or sell any particular security or other financial instrument. The 

management company reserves the right to terminate the arrangements made for marketing the fund. All statements and expressions are the sole opinion 

of Ennismore and are subject to change without notice. Past performance is not indicative of future results and returns may increase or decrease as a result 

of currency fluctuations. 

 

Additional Information for Recipients in Switzerland 

The Fund has not been approved for distribution in or from Switzerland by the Swiss Financial Market Supervisory Authority. As a result, the Fund’s shares 

may only be offered or distributed to qualified investors within the meaning of Swiss law. The Representative of the Fund in Switzerland is Auris Wealth 

Management SA with registered office at Boulevard des Philosophes 15, 1205 Geneva, Switzerland. The Paying Agent in Switzerland is Banque Heritage, with 

registered office at Route de Chêne 61, 1208 Geneva, Switzerland. The place of performance and jurisdiction for Shares of the Fund distributed in or from 

Switzerland are at the registered office of the Representative. 
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