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Oveview of Silver Care Group 



Silver Care Group: a leading nursing home provider in Germany 

Network: 5,963 beds / 61 nursing homes 
for dependent elderly 

2014 revenue target: €200m 

Quality leader in Germany: N°1 nursing 
home group in 2012, 2013 and 2014, in 
MKD rating, the reference national rating 
system 

Attractive and modern facilities: recent 
facilities in attractive locations with 80% of 
single rooms 

Proven track record of development and 
growth: CAGR 2009 -2013 +20%/year 

High quality and experienced 
management in acquisition and integration 
of small groups and creation of new facilities 

 

Silver Care, the highest quality platform in Germany ideally positioned to 
accelerate value created developments 
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Excellent historic development 

Foundation in 2006 

Rapid growth based on the acquisition of 
single homes and larger portfolios 

Creation of the buy-and-build platform 

Acquisition by Chequers Capital in 2010 

New top management team 

Initiation of the next growth 
phase 

 

2006–2010 2011–2014 

4 



A network with strong local clusters 

An optimised organisation by local clusters 

Organisation by strong compact local clusters 

Local brands with a strong reputation 

Ideal consolidation platforms 

 

A network of 61 facilities / 5,963 beds 

Facilities currently in operation: 58 facilities (5,673 beds) 

2014 opening: 3 facilities (290 beds) 

Located in attractive Federal States 

Target high and growing demand states: Lower Saxony, Baden 
Württemberg , North Rhine-Westphalia, etc 

Selected locations in each city (close to city centre / doctors, ...) 

Holding Office 
Munich 

Uniform network with an organization adapted to Germany 
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Quality leader in Germany 

One of the highest single room ratio 

80% of single rooms 

Key success factor for the long term profitability by: 

− Answering a growing demand from customers 

− Keeping the business ahead of regulatory changes 

 

Quality care leader in Germany 

N°1 large nursing home group in 2012, 2013 and 2014 on 
quality, according to the MDK national ranking system  

MDK: statutory health insurance authority, supervised by the 
Ministry of Social Affaires in each federal state 

The reference rating system in Germany 

 

Modern facilities 

Recent facilities with ongoing renovation 

Average size of the facility: approx. 100 beds 

Network adapted to potential new regulatory 
standards applicable from 2019  

 

Continuous 
improvement of MDK 

ranking to an 
outstanding average 

of 1.04 

Very good 

Very poor 
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Good, qualified and motivated employees 

3,000 full time employees  

Internal promotion, motivation and 
training programs 

Low turnover 
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Modern and adapted facilities with friendly environment 
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German nursing home sector 



Germany: a highly attractive market that suits to ORPEA strategy 

Strong needs of consolidation and creation of new 
facilities for highly dependent old people by 

experimented and specialised players 

= 

A complex but favorable 

regionally fragmented 

regulatory environment 

Strong growing elderly 

population with an 

insufficient, inadequate 

and fragmented offer  

A secure funding system 

of Dependency 

 

A stable tax and social 

environment 

1 2 3 
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Regulatory requirements 

There is no administrative authorization process with quotas as in France, Belgium, Italy, 
Switzerland, that limit nursing home operators 

However, granting of nursing care contracts depends primarily on compliance with statutory 
regulations 

The following general conditions must be fulfilled: 

− The nursing home must be an economically independent operating facility 
(wirtschaftlich selbständig wirtschaftende Einrichtung) 

− The nursing home must have permanent supervision of nursing care services by specially qualified personnel 

− The nursing home must justify a quality management system 

In order to obtain reimbursement from the long-term care insurance, a number of contracts have to 
be negotiated between the state associations of the nursing care insurance funds (Landesverbände 
der Pflegekassen) and / or the social security provider (Sozialhilfeträger) and the nursing home 
operator 

There is also a regional indirect regulation of the number of nursing homes by agreements to 
negotiate with local cities to finance the “investment cost” 
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Sustainable long term market growth 

Ageing population 

Strongly growing elderly population: people over 80 will increase by 36% between 2011 and 2020 (+1.6m) 

A strong long term trend: dependent people will double by 2050 (from 2.5m today to 5.0m) 

Residents are more and more dependent 

Strong need of 
creation of new beds 

876,000 beds of nursing home in 2011 (CAGR: +3.1% between 1999 and 2011) 

According to the Federal Office of German statistics: need to create approx. 100,000 beds by 2020 

Strong regional imbalance with bigger shortage in North Rhine-Westphalia, Bavaria, Lower Saxony 
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6,4 

10,3 

2011 2020 2030 2050 

+134% 
CAGR: +3.4% 

743 
789 

840 

906 

1,002 

2011 2015 2020 2025 2030 

Gap 2011 to 2020 = 
97,000 beds 

Gap 2011 to 2030 = 
258,000 beds 

Change in nbr of people aged 80+ (in million) Need of creation of new beds (in ‘000) 
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Highly fragmented market 

Market share by type of operator 
Top 10 private operators 

Nbr. of beds1 (‘000) and % of total market 

The German nursing home market is highly fragmented – dominated by charity and publicly owned/operated players 

Non-profit and public operators have a limited ability to compete (budget constraints) 

Many acquisition opportunities amongst the “other private” representing 275,000 beds for 4,000 facilities 

Public 
5% 

Private (Top 
10 providers) 

9% 
Other private 
(individuals and 

small groups) 
32% 

Non profit  
54% 

Source: Pflegestatistik 2011, Federal Bureau of Statistics, January 2013 

1 Excl. apartments (assisted living) 
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Curanum + Phoenix 

ProSeniore 

CasaReha 

Kursana 

Vitanas 

Marseille 

Cura/Maternus 

Silver Care Holding 

Alloheim/Policare 

Azurit 

1.5% 

0.6% 

0.8% 

0.8% 

1.0% 

1.1% 

1.4% 

0.6% 

0.6% 

0.5% 

= 4,000 facilities 
275,000 beds  
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A long term secure funding situation 

Average price per day: €100 

Average daily price setting Secure funding situation 

Long-term care insurance fund surplus (€bn) 

Consistent positive funding balance over past 16 years 

Track record of contribution increases by German government: 

− Jan-05: Increase of 0.25% in contribution rate of childless persons 

− Jul-08: General increase of 0.25% to 1.95% and 2.2% respectively 

− Jan-13: Increase to 2.05% and 2.3% for childless persons  

− Dec-13: Planning of 0.5% increase until 2017, thereof 0.3% until Jan-15 

Strong interest of government to sustain sufficient funding as relevant age-
group is growing  

Political willingness to secure solid funding of the long-term care 
insurance through increasing contributions if required 
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Care 
50% Acc./Food / 

Service 
35% 

Paid by Long-term 
care insurance 
(National Health 
Insurance) 

Paid by resident 
or state welfare 

Investment 
cost (rent) 

15% 

Paid by local city 
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ORPEA strategy in Germany 



A strategy dedicated to development, growth and profitability 

Multiple opportunities to further expand and again double size of the group over next years 

ENSURE CONTINUED TOP 
QUALITY 

CLEAR STRATEGY FOR 
FUTURE 

DEVELOPMENT OF 
THE GROUP 

FURTHER 
PROFESSIONALIZATION OF 
FUNCTIONAL SKILLS AND 

CUSTOMER SERVICE  

ORGANIC GROWTH THROUGH 
EXPANSION OF EXISTING HOMES 

AND NEW BUILDS 

KEEP THE CURRENT EFFICIENT 
STRUCTURES WHILE FURTHER 

IMPROVING PROFITABILITY 

UPSIDE POTENTIAL FROM OWN 
PROJECT DEVELOPMENT 

FUEL GROWTH THROUGH 
FURTHER ACQUISITIONS OF 
GROUPS AND SINGLE CARE 

HOMES 
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ORPEA after Silver Care acquisition 



A European network of 51,259 beds on 521 facilities 

Belgium 
58 facilities 
6,765 beds 

France 
345 facilities 
31,871 beds 

Spain 
19 facilities 
2,649 beds 

Germany 
61 facilities 
5,963 beds 

Switzerland 
23 facilities 
2,458 beds 

Italy 
15 facilities 
1,553 beds 
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A strong acceleration of international growth 

38% 

62% 

France 
31,871 beds 

International 
19,388 beds 

Belgium 
35% 

Germany 
31% 

Switerland 
13% 

Spain 
14% 

Italy 
8% 

2014 revenue target upgraded again to 

€1,930m 

+20% (+€322m) 

Geographical breakdown of the beds 
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