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Disclaimer
The information contained in this document ("Presentation") has been prepared by ldox plc (the "Company"). It has not been fully verified and is subject
to material updating, revision and further amendment. This Presentation has not been approved by an authorised person in accordance with Section 21
of the Financial Services and Markets Act 2000 ("FSMA").
This Presentation may contain forward-looking statements that involve substantial risks and uncertainties, and actual results and developments may
differ materially from those expressed or implied by these statements. These forward-looking statements are statements regarding the Company's
intentions, beliefs or current expectations concerning, among other things, the Company's results of operations, financial condition, prospects, growth,
strategies and the industry in which the Company operates. By their nature, forward-looking statements involve risks and uncertainties because they
relate to events and depend on circumstances that may or may not occur in the future. These forward-looking statements speak only as of the date of
this Presentation and the Company does not undertake any obligation to publicly release any revisions to these forward-looking statements to reflect
events or circumstances after the date of this Presentation.
This Presentation should not be considered as the giving of investment advice by the Company or any of its shareholders, directors, officers, agents,
employees or advisers. In particular, this Presentation does not constitute an offer or invitation to subscribe for or purchase any securities and neither
this Presentation nor anything contained herein shall form the basis of any contract or commitment whatsoever.
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Agenda
• Board Changes
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3

Board Changes
Resignations
Andrew Riley
Richard Kellet-Clarke

Appointments
CEO
Interim CEO

March 2018
May 2018

David Meaden

CEO

July 2018

CFO

August 2018

Rob Grubb

CFO

November 2018

Non-Exec
Chairman

November
2018

Chris Stone

Non-Exec
Chairman

November 2018

Peter Lilley

NED

April 2018

Oliver Scott

NED

November 2018

Barbara Moorhouse

NED

Upcoming
AGM

TBC

NED

TBC

Jane Mackie
Laurence Vaughan

Jeremy Millard and Richard Kellet-Clarke have also performed Non-Executive director duties throughout this period.
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FY2018 Key Highlights
• Revenue and EBITDA down following a year of change throughout the business
• Appointment of new leadership team
• Ongoing review and transition to fully integrate prior year acquisitions and refocus operations
• Review of revenue recognition policies with improving levels of recurring revenues and visibility of
revenues.
• Strategic focus on Public Sector Software with contributions from our Engineering Information
Management and Content businesses. Disposal of Digital business, cementing focus on software
and related services for the Group.
• Contracted order book for software and services more than doubled to £9.4m at 31 October 2018
(2017: approximately £4.0m), reflecting revenue recognition in line with our performance obligations.
• Post year end, banking arrangements extended to February 2020
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FY2018 Revenues (excluding Digital)
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•

Public Sector Software (PSS)
decreases following revision to
revenue recognition policies.
Underlying activity remains constant,
and as a result closing WIP orders
increased from £1m end of FY17 to
£5.4m end of FY18 (all pre-IFRS15)

•

Engineering Information Management
(EIM) down year on year due to onpremise to SaaS transition and the
impact on services won and delivered

•

Content growing across its various
sub-divisions

FY2018 Revenues (excluding Digital)
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FY2018 EBITDA (excluding Digital)
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•

EBITDA decreases for PSS & EIM,
and increase for Content following
revenue movements

•

Corporate down YoY due to lower
costs (IT and professional fees) and
£0.7m R&D credit for historical claims

•

Further cost reduction of £2m pa in
FY19 Q1. Ongoing cost review
programmes as part of transformation

FY2018 Income Statement
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•

Prior period restatements reduce FY17
revenue by £3.0m and EBITDA £2.9m

•

Revenue decrease largely due to revisions
to revenue recognition policies to match to
performance obligations

•

Write off of acquired intangible assets
£39.5m (£33.25m in respect of Continuing
operations; £6.28m in respect of
Discontinued operations)

•

Discontinued operations in respect of
Digital business disposed of on 2
November 2018

FY2018 Balance Sheet
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•

Intangible assets significantly down
following impairments

•

Trade and other receivables down due to
reduction business in the Digital division
and revenue recognition revisions
reducing amounts being accrued

•

Net Debt down slightly to £31.7m (FY17
£32.8m). Refinancing completed Jan 19

•

Deferred Income £17.0m (FY17 £19.8m)
down primarily due to reductions in Digital
division

FY2018 Cashflows
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•

Operational cashflow down primarily due
to losses on Digital division

•

Capital cashflow significant reduced as no
M&A activity in the year

•

Financing cashflow net outflow compared
to the prior year which had equity
fundraise

•

Dividend suspended

Strategy Strong Core
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Strategy Business Update
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•

Management team strengthened with changes and new hires

•

Revision of revenue recognition policies to ensure performance obligations are
understood and revenue is recognised appropriately

•

Disposal of loss-making Digital business November 2018

•

Banking facilities renewed through to February 2020

•

Introduction of sales approval processes providing governance and support to sales and
commercial teams

•

Finance team strengthened, with improving partnering and support throughout the
business

Strategy Business Update
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•

Review of operating models throughout the Group with cost reduction programme
achieving £2m pa of savings in FY19 Q4

•

Increased attention to cash conversion with improvements to invoicing and cash
collection

•

Introduction of employee engagement and communication strategy

•

Property portfolio rationalised, with review of capital expenditure plans across the Group

•

6PM balances integrated, with Health operations largely transitioned from Malta to UK

•

Introduction of “Four Pillars” initiative to drive value throughout the business

Strategy Creating value: Four Pillars
Revenue Expansion
Idox has great products, very loyal and supportive customers and great market positions. We all know we have enormous potential to sell
more to new and existing clients

Gross Margin Improvement
Many business lose margin through inattention – not seeking to price to value when we can, not accurately assessing deal margin before
contract, not delivering to planned effort and delivering beyond agreement without charge. We will give margin our full attention

Removing Organisational Complexity
Our acquisitive growth has brought great new products, customers and colleagues to our company but we have not focused on creating a
simple and effective operational structure – allowing ambiguity in responsibility, duplication of activity and limited sharing of skills and
knowledge. Addressing this is key to making the boat go faster

Improving Information and Communications
Clear, powerful and accurate information is key to good decision making. It also forms the backbone of good communication. However,
communication is so much more as we live in an increasingly distributed working environment. Effective collaboration is vital and that
depends on effective communication (including tools)
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Strategy Ongoing Transformation
12 months ago

Current

12 months from now

• 20 acquisitions in a 10 year
period with minimal
operational integration

• Integrated and effective operating
models for Software and Content
businesses

• Sales governance poor,
leading to aggressive
revenue recognition
practices

• Improved revenue quality and
visibility with higher levels of
recurring revenue following more
conservative approach to revenue
recognition policies

• Difficult 6PM acquisition
• Absence of KPI’s and
analysis of data
• Poor cash conversion
• Underinvested in both
product and internal
systems
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• Revised management information,
including KPI’s being monitored
across the business
• Strong cash conversion, particularly
with unwind of brought-forward
balances
• Clear Group strategy and roadmap
for product
• Strong employee engagement
throughout the organisation

Outlook
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•

Clear strategy focused around PSS with contributions from EIM and Content businesses

•

Market remains resilient, with good opportunities to support and provide value for our
customers and partners

•

Improved leadership across the business with increasing staff engagement

•

Secure capital structure with improving levels of cash generation

•

Improving future revenue quality and visibility due to changes in revenue recognition

•

Good progress with ongoing transformation to build shareholder value

