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Reminder: what we discussed at H1

Ç The need to build on a strong H1 performance and deliver a positive FY 2009 set of results
ü Implementation and delivery of revenue across existing and new projects
ü Maximize revenue from existing customers through cross-selling and up-selling campaigns
ü Win and deliver identified pipeline opportunities in H2, impacting both our 2009 and 2010 performance
ü Continue to develop and strengthen our global pipeline

Ç Focus our resources and our investments in those areas where we see growth potential

Ç Manage our costs appropriately and identify ways to optimise our operational performance

Ç Continued efforts to increase our customer relevancy and market competitiveness
ü Targeted investments to improve our product attractiveness and functionality
ü Develop and strengthen the Intec team, with a focus on excellence and where we see growth opportunity
ü Develop a deeper understanding of the market, our customers and our strategic options for the future

Ç /ǊŜŀǘƛƻƴ ƻŦ ŀ άhƴŜ LƴǘŜŎέ ŎƻǊǇƻǊŀǘŜ ŎǳƭǘǳǊŜ ǿƛǘƘ ŀ ŎƭŜŀǊ Ǿƛǎƛƻƴ ŀƴŘ ǎŜƴǎŜ ƻŦ ŘƛǊŜŎǘƛƻƴ
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FY 2009 Performance Highlights
Ç Excellent financial performance in challenging market and economic conditions

ü Building on H1 momentum, very good sales and delivery execution across existing and new customers

ü Compared to last year, our 2010 contracted revenue backlog has increased by more than 20% 

ü Global pipeline is in good shape, with positive levels of coverage and forecast predictability

Ç Very good sales success across both mature and emerging markets
ü Improved targeting and qualification of opportunities has led to a high level of new contract wins

ü Cross-selling, up-selling and multi-product sales have been an important feature of our performance

ü Partnering is and will continue to be an essential ingredient to our success

Ç Quality & flexibility of our products and our people was a key feature of our performance
ü Our people, products and global service delivery capability continue to be a key differentiator in the market

ü Continued investment to strengthen our team and improve our ability to deliver profitable revenue growth 

Ç Intec is a stronger, more mature business with a clearer vision, strategy and sense of purpose
ü Re-structured business and strengthened team, delivering consistently good results

ü άhƴŜ LƴǘŜŎέ ƛƴƛǘƛŀǘƛǾŜǎ ƛƳǇŀŎǘƛƴƎ Ƙƻǿ ǿŜ ǘƘƛƴƪ ŀƴŘ ƻǇŜǊŀǘŜ ŀǎ ŀ ōǳǎƛƴŜǎǎ ōƻǘƘ ƛƴǘŜǊƴŀƭƭȅ ŀƴŘ ŜȄǘŜǊƴŀƭƭȅ

ü Strategic analysis of the market and growth options for Intec, providing a clear direction for the future
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Regional Review
Ç Americas ςgood performance: +2% growth in constant currency

ü Very strong North American performance across all products and across new and existing customer groups
ü Management restructuring and a focus on core business delivering good sales execution and pipeline development

Ç EMEA ςbuilding on a strong H1 performance: +6.8% growth in constant currency
ü Very good performance in a mature region from both existing and new customers
ü Continued pipeline development, with a focus on emerging growth territories across the region 

Ç APAC ςexcellent performance, realising potential: +13.5% growth in constant currency
ü Significantly improved performance and business momentum after management and team changes
ü Strong market fundamentals and a focus on growth territories is creating opportunities across the region

Ç Partnering ςan important feature of our sales and delivery performance in 2009
ü An increasing number of our new customer wins and pipeline prospects were  achieved in collaboration with partners
ü We have an established partnership team, a well defined strategy for 2010 and a number of sales campaigns underway

Ç Managed Services ςan essential part of our value proposition and an enabler for growth 
ü Competition and price pressure at contract renewals continues to put pressure on margins
ü However, this is balanced by managing costs and winning new customers 
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V New greenfield wireless solution for a new entrant in the Canadian mobile market

V Significant expansion project for a major East European convergent operator

V Strategic wholesale billing platform for the leading operator in the UAE

V Replacement of real-time rating, billing, mediation and interconnection for an Indonesian wireless operator

V Turnkey MVNO managed service solution for a top-tier North American retailer

V Replacement retail billing solution for an Australian carrier

V New multi-product turnkey solution for a greenfield 3G wireless operator in India

V bŜǿ /ƻƴǾŜǊƎŜƴǘ ōƛƭƭƛƴƎ ŜƴŀōƭŜƳŜƴǘ ŦƻǊ ǘƘŜ ǿƻǊƭŘΩǎ ƭŀǊƎŜǎǘ ƳƻōƛƭŜ ƘŀƴŘǎŜǘ ƳŀƴǳŦŀŎǘǳǊŜǊ

V Wholesale (Interconnection) Managed Service solution for a major North American satellite provider

V Real-time wholesale partner content management solution for a major North American operator

V Extended multi-product relationship with a major carrier in India

Our Performance ςsnap shot of some major wins

LƴǘŜŎΩǎ ōǊƻŀŘ ƎŜƻƎǊŀǇƘƛŎŀƭ ǊŜŀŎƘΣ ŎƻƴǘƛƴǳŜŘ ǇǊƻŘǳŎǘ ƭŜŀŘŜǊǎƘƛǇ ŀƴŘ Ǝƭƻōŀƭ ŘŜƭƛǾŜǊȅ ŎŀǇŀōƛƭƛǘȅΣ Ƙŀǎ ŜƴǎǳǊŜŘ ƳŀƧƻǊ ǿƛƴǎ 
across a diverse set of customers with broad and innovative requirements
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Operational Update
Ç άhƴŜ LƴǘŜŎέ ŎƻǊǇƻǊŀǘŜ ŎǳƭǘǳǊŜ ǿƛǘƘ ŀ ŎƭŜŀǊ Ǿƛǎƛƻƴ ŀƴŘ ǎŜƴǎŜ ƻŦ ŘƛǊŜŎǘƛƻƴ 

üάhƴŜ LƴǘŜŎέ ŎƻǊǇƻǊŀǘŜ ǊŜ-launch - internal and external roll-out during H2 2009 proven to be a success

üάhƴŜ LƴǘŜŎέ ŜƳǇƭƻȅŜŜ ǎǳǊǾŜȅ ǊƻƭƭŜŘ-out during August 2009 and 2010 improvement plans now in place

Ç Optimisation of our Service Delivery Model
ü Low/high cost centre resource mix, training & development, focus on delivering an improved blended delivery capability

ü Automation of our project services (resource management) business on schedule

Ç Product investments to improve our competitiveness & overall customer relevancy
ü Customer orientated activities to deliver enhanced functionality and features across our three product families

ü Delivering real-time capabilities, increased scalability, reduced total cost of ownership  and integrated web based usability 

Ç Partnership team in place, strategy validated and roll-out progressing well
ü Two important Partnership Agreements were signed during H2 2009

ü In 2009, five out of eight retail billing contracts were won and being delivered in collaboration with a partner

Ç Strengthened organisation with a clear sense of purpose, delivering positive results
ü Global Sales Model ensuring a higher level of forecast integrity, revenue predictability and sales execution

ü Strengthened management in Americas, APAC and across our Global Services business 

ü Focused investments to deliver sustainable and profitable future revenue growth 



FINANCIAL REVIEW
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Financial Summary
£m's FY09  FY08 Growth  FY08 Growth

Reported Reported Reported Constant Constant

Revenues 167.9 135.8 24% 158.7 6%

Profit before tax 24.7 13.7 80% 20.9 18%

Adjusted profit before tax* 27.1 14.2 91% 21.5 26%

Basic earnings per share (p) 12.5p 3.4p 268% 5.7p 119%

Adjusted diluted  earnings per share (p)* 7.5p 3.5p 114% 5.7p 32%

Cash 74.8 28.9 159% 32.5 130%

*before exceptionals and amortisation of acquired intangibles
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Income statement
£m's  FY09 FY08 FY08

Reported Reported Constant

Revenue 167.9 135.8 158.7

Gross profit 94.5 71.8 84.7

% of revenue 56.3% 52.9% 53.4%

Operating Expenses (54.8) (47.7) (52.9)
% of revenue 32.6% 35.1% 33.3%

Forex (0.4) 0.8 0.9

Incentive plan (6.0) (4.1) (4.3)

Share Based Payments (2.0) (1.5) (1.5)

Adjusted EBITDA 31.3 19.3 26.9

% of revenue 18.6% 14.2% 17.0%
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Income statement continued
£m's  FY09 FY08 FY08

Reported Reported Constant

Adjusted EBITDA 31.3 19.3 26.9

% of revenue 18.6% 14.2% 17.0%

Depreciation (3.0) (3.1) (3.5)

Amortisation (1.7) (2.4) (2.4)

Interest 0.6 0.4 0.5

Adjusted profit before tax 27.1 14.2 21.5

Amort. of acquired  intangibles (0.8) (0.8) (0.8)

Exceptionals (1.6) 0.3 0.2

Profit before tax 24.7 13.7 20.9
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Revenue by region
FY09 FY08 Growth FY08 Growth

£m's reported reported reported constant constant

EMEA 64.4 52.7 22% 60.3 7%

Americas 73.3 58.7 25% 71.8 2%

Asia Pacific 30.2 24.4 24% 26.6 14%

Group Revenue 167.9 135.8 24% 158.7 6%
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Revenue by type
FY09 FY08 Growth FY08 Growth

£m's reported reported reported constant constant

Licence 32.0        30.4        5% 34.7       -8%

Professional services 76.5        52.9        45% 62.3       23%

Managed Services 16.0        12.3        30% 15.7       2%

Support & Maintenance 39.9        34.6        15% 39.1       2%

Hardware 3.5          5.6          -38% 6.9          -49%

Group Revenue 167.9 135.8 24% 158.7 6%



15

Operating expenses
FY09 FY08 FY08

£m's Reported Reported Constant

Development (15.1) (14.0) (15.2)

Distribution (22.7) (17.8) (20.4)

Administrative (17.0) (15.9) (17.3)

Adjusted operating expenses (54.8) (47.7) (52.9)

Bonus and share-based charges (4.6) (3.4) (3.4)

Total operating expenses (59.4) (51.1) (56.3)

Adjusted ratios % of revenue

Development 9.0% 10.3% 9.6%

Distribution 13.5% 13.1% 12.9%

Administration 10.1% 11.7% 10.9%
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Intec Facilities

ü10 
üLocations with <10 staff

Åspecific customer projects 

ÅBusiness development

Locations Headcount Premises cost

Locations with > 60 staff 10 92.9% 88.4%

Locations with 10 - 59 staff 4 3.9% 3.7%

Locations with < 10 staff 17 3.0% 2.8%

Denmark 1 0.2% 5.0%

32 100.0% 100.0%
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Exceptionals
£m's FY09 FY08

Re-structuring costs 2.2 1.1 

offset by:

DCP disposal (0.3) (1.2)

Other gains (0.3) (0.2)

Exceptional items 1.6 (0.3)

Deferred tax asset (16.7)  -

Exceptional taxation (16.7)  -
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Taxation
£m's  FY09  FY08

UK Corporation tax  -  -

Withholding tax (2.6) (0.8)

Overseas tax (2.2) (1.0)

Prior year adjustments  - (0.1)

Deferred tax 18.5 (1.4)

Total income tax 13.7 (3.3)
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Key Changes in the Balance sheet
£m's 2009 2008 2008 v 2008

Reported Constant Reported constant

Non-Current assets

Other intangible assets 5.7 8.1 7.4 -30%
Deferred tax asset 21.8 2.1 1.8 938%

Trade & Other receivables - current

Trade  receivables 36.0 47.5 42.2 -24%

Accrued income 19.0 17.4 15.1 9%

Other 6.2 7.9 7.0 -22%

Total 61.2 72.8 64.2 -16%

Trade & Other payables - current

Trade payables 4.2 4.9 4.4 -14%

Other payables 4.1 2.5 2.2 64%

Accruals 19.0 15.3 14.0 24%

Deferred income 25.8 24.2 21.5 7%

Other -0.1 0.1 0.0

Total 53.0 47.0 42.1 13%
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Cash Flow
£m's FY09 FY08

Operating cash flows before movements in working capital32.1 20.0 

Decrease/ (increase) in receivables 10.0 (11.1)

Increase in payables 4.4 3.5 

Income taxes paid (2.9) (2.5)

Net cash generated by operating activities 43.6 9.9 

Investing activities (2.7) (3.5)

Financing activities (0.3) (0.5)

Net increase in cash 40.6 5.9 

Cash at beginning of period 28.9 22.6

Effect of foreign exchange rates 5.3 0.4 

Closing cash 74.8 28.9 
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Proposed Dividend
üInaugural 

üInaugural final dividend of 1p per share

üDividend cover   > 6X

üFreecash flow cover > 10X
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Appendix
üInaugural 

üReconciliation of gross profit

üForexsensitivities
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Adjusted Gross Profit
FY09 FY08 FY08

£m's Reported Reported Constant

Gross margin per income statement 90.1 68.5 80.8

Exceptionals in cost of sales 0.9 1.1 1.5

Bonus and Share payments included in COS 3.5 2.2 2.4

Adjusted Gross margin 94.4 71.8 84.7

% of sales 56.3% 52.9% 53.4%
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Forex Sensitivity
Rates Revenue PBT EPS

EUR USD £m £m pence

10% weakening of GBP against USD and EUR 1.03     1.40   178.3      29.1        13.97      

5% weakening of GBP against USD and EUR 1.08     1.48   172.8      26.8        13.21      

As reported (average) 1.14     1.56   167.9      24.7        12.50      

5% strengthening of GBP against USD and EUR1.20     1.64   163.4      22.8        11.91      

10% strengthening of GBP against USD and EUR1.25     1.72   159.4      21.1        11.35      



2010 MARKET AND BUSINESS OUTLOOK
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Market Trends ςsnap shot

Ç Global BSS (Telecoms software market) is predicted to grow during 2010 and beyond
ü Growth drivers across both mature and emerging markets continue to be highly relevant and predictable. e.g. Mobile and 

fixed/wireless Broadband subscriber growth, explosion of next generation content, legacy system harmonisation

ü Driving the need for operator investment in next generation networks and next generation systems and support services

Ç New emerging growth areas are beginning to gain traction
üάwŜŀƭ ǘƛƳŜέ ŀǇǇƭƛŎŀǘƛƻƴǎ ǘƻ ƳŀƴŀƎŜ ŀƴŘ ƳƻƴŜǘƛǎŜ ƴŜȄǘ ƎŜƴŜǊŀǘƛƻƴ ōǊƻŀŘōŀƴŘ ŎƻƴǘŜƴǘΦ ŜΦƎΦ ƳǳǎƛŎΣ ǾƛŘŜƻΣ ƳƻōƛƭŜ ¢±

Ç Global recession and economic uncertainty continue to impact operator budget prioritization
ü Budgets are focused on next generation IP networks and the operational and business systems that support these

ü Operators are focused on improving competitiveness, retention, revenue growth and OPEX reduction

Ç Managed Service and the outsourcing of BSS applications is becoming more relevant
ü As operator business models evolve from a technology to a customer focus, time to cash is a priority issue

ü Next generation networks and systems act as key transformation enablers

Ç Customer consolidation across both emerging and mature markets is predicted to continue
ü Creating opportunity and risk as operators look to drive cost and growth synergies across their business 
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Market Forecasts

2008 2009 2010 2011 2012 2013

Prior 11.4 12.0 12.7 13.3 14.0

Current 11.4 11.5 11.7 12.0 12.4 12.8

0.0
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6.0

8.0

10.0

12.0

14.0

16.0

US$ bn External BSS Spend: Gartner Forecast

üRevised Gartner forecast Sept 2009 shows slower 
growth for BSS
ï Prior CAGR 2008-12: 5.3%

ï Current CAGR: 2009-13: 2.7%
Region 2009 2013 CAGR

North America 3.9           4.2           2.3%

Latin America 0.5           0.6           6.0%

Western Europe 3.1           3.1           0.3%

Eastern Europe 0.6           0.7           3.5%

Middle East-Africa 0.9           1.2           6.9%

Asia/Pacific 2.0           2.3           3.5%

Japan 0.5           0.6           4.1%

Grand Total 11.5          12.8          2.7%

Access Type 2009 2013 CAGR

Wireline 4.2           3.9           -1.7%

Wireless 6.3           7.7           5.4%

Cable/Satellite 1.1           1.2           1.9%

Grand Total 11.5          12.8          2.7%

üGrowth remains strongest across the 
emerging markets (MEA, APAC, CALA)

üGrowth fuelled by wireless spend

üWireline spend now forecast to decline 



Growth Rates
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2009 2010 2011 2012 2013

Mediation 0.97 1.00 1.04 1.09 1.13

Wholesale 0.52 0.54 0.56 0.61 0.66

Retail 10.05 10.17 10.40 10.71 11.03

0.00

2.00

4.00

6.00

8.00

10.00

12.00

14.00

2009-13 CAGR

Retail 2.4%

Wholesale 6.3%

Mediation 3.9%

Total 2.7%

US $bn

Market Forecasts ςby product category

Source: Gartner and AnalysysMason, 2009



ü In developed markets, mobile revenue growth is fuelled by next-generation content services ...

ü ... driving demand for real-time charging
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Mobile Content ςdriving demand for real-time charging 
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2010 Outlook ςreasons to be cautiously optimistic

Ç Continued demand and growth is predicted across both mature and emerging markets
ü Our pipeline demonstrates continued opportunity and growth prospects in 2010

üWe continue to be optimistic but cautious about the global market and economic outlook

ü However, we do anticipate an increased and more targeted competitive landscape in 2010

Ç Highly relevant portfolio with a global sales and service delivery capability 
ü Intec has a broad geographical footprint and has well established positions in identified growth areas across the world

ü Targeted investment in both product and geographical growth areas

Ç A stronger more mature business, with a higher degree of rigour in executing our 2010 plan
ü Additional investments are designed to improve our competitiveness, enhance delivery capability and strengthen the team

Ç Our focus during 2010 will be to:
ü Target both organic and acquisitive investmentsto optimise our operational performance and improve our customer relevancy

ü Strengthen our Global Delivery Model, thus improving our execution credentials and levels of customer satisfaction

ü Improve our competitiveness and create the environment to deliver long-term sustainable revenue growth
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2010 ςPriorities for our business

Ç Strive to improve our financial performance and deliver sustainable growth

Ç Invest in products and skills to ensure our products remain world class

Ç Customer Centricity ςdrive improvements in service and customer engagement levels

Ç Partner in order to increase our market reach and augment our delivery capability

Ç Deliver excellence through our people - create a great place to work and a great company to work for

Ç Optimize our business and operational performance through automation 

Ç Create an environment to deliver long-term sustainable growth

With a high degree of relevance and resilience, we are well placed to deliver our 2010 plan


