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2019 Full Year Financial Results – March 2020
This presentation (the “Presentation”) has been prepared by and is the sole responsibility of Gresham Technologies plc (the “Company”). 

The information in this Presentation does not comprise an admission document, listing particulars or a prospectus relating to the Company or any subsidiary of the 
Company (together the “Group”), does not constitute an offer or invitation to purchase or subscribe for any securities of the Company, does not constitute or form 
part of a prospectus or admission document and should not be relied on in connection with a decision to purchase or subscribe for any such securities. The 
Presentation and the accompanying verbal presentation do not constitute a recommendation regarding any decision to sell or purchase securities in the Company.

The Presentation and the accompanying verbal presentation are confidential and the Presentation is being supplied to you solely for your information and may not 
be reproduced, distributed or otherwise disclosed to any other person or published, in whole or in part, for any purpose without the Company’s consent. No reliance 
may be placed for any purpose whatsoever on the information contained in the Presentation and the accompanying verbal presentation or the completeness or 
accuracy of such information. No representation or warranty, express or implied, is given by or on behalf of the Group its shareholders, directors, officers or 
employees or any other person as to the accuracy or completeness of the information or opinions contained in the Presentation and the accompanying verbal 
presentation, and no liability is accepted for any such information or opinions (including in the case of negligence, but excluding any liability for fraud). Recipients of 
this Presentation who are considering the subscription of securities are reminded that any subscription should be made solely on the basis of the information 
contained in public announcements released by the Company via a Regulatory Information Service. The information set out herein and given at the verbal 
presentation is subject to updating, completion, revision, verification and amendment, and such information may change materially. 

The Presentation contain forward-looking statements, which relate, inter alia, to the Group’s proposed strategy, plans and objectives. Forward-looking statements 
are sometimes identified by the use of terminology such as “believes”, “expects”, “may”, “will”, “could”, “should” “shall”, “risk”, “intends”, “estimates”, “aims”, “plans”, 
“predicts”, “continues”, “assumes”, “positions” or “anticipates” or the negatives thereof, other variations thereon or comparable terminology. By its very nature, such 
forward looking information requires the Group to make assumptions that may or may not materialise. Such forward-looking statements may be price sensitive and 
involve known and unknown risks, uncertainties and other important factors beyond the control of the Group that could cause the actual performance or 
achievements of the Group to be materially different from such forward-looking statements. Past performance of the Group cannot be relied upon as a guide to 
future performance. Accordingly, you should not rely on any forward-looking statements and the Group accepts no obligation to disseminate any updates or 
revisions to such forward-looking statements. No statement in this Presentation or accompanying verbal presentation is intended as a profit forecast or a profit 
estimate and no statement in this Presentation or accompanying verbal presentation should be interpreted as to mean that earnings per share for the current or 
future financial periods would necessarily match or exceed historical published earnings per share. As a result, you are cautioned not to place any undue reliance 
on such forward-looking statements. 
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• Progress vs Group Strategic Plan

• Operational Highlights

• Group Financial Headlines

• Business Analysis
• Group Revenues (including Legacy)
• Clareti Revenues
• Clareti Annualised Recurring Revenues
• Group Operating Costs & Investments
• Margins, Earnings & Cash Generation

• Key Accounts

• Future Opportunity

• 2020 Priorities

Topics for discussion
“Clareti Forward 

looking ARR up 

30%”
“Clareti Revenues up 31%”

“15 new client wins”
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Progress vs Group Strategic Plan
Continued Clareti-led transformation

• Clareti Software CAGR of 59% over 5 years

• Clareti is now 62% of Group revenues*

• Clareti on track to be standalone cash 
profitable

• Successful transition to subscription software

• Non-Clareti YOY growth largely attributable to 
periodic movements in sub-contracting 
business

Revenues (£m) 
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*Note: Non-Clareti revenue in FY19 does not include any discontinued 
operations. The FY18 and prior Non-Clareti revenues include the 
discontinued VME business (FY18: £0.7m, FY17: £0.9m) which was 
completed 31 Jan FY19
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2019

Operational Highlights

• Record year for new business contracts
• Successful transition to subscription model
• 15 new Clareti clients & multiple new wins with existing customers

• 3 strategic “legacy vendor replacement” deals
• Two Tier 1 banks & a global investment manager

• £1m+ deal with London based clearing house
• Regulatory data quality deals in US and Europe

• Growth in Key Accounts
• Strong growth in US market
• Multiple new customer go lives & high levels of customer satisfaction
• Continue to strengthen sales and marketing organisation
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Group Financial Headlines
FY19 vs FY18

* Adjusted EBITDA refers to earnings before interest, tax, depreciation, impairment and amortisation, adjusted for one-off 
exceptional charges and share-based payments. Both years are stated after the application of IFRS 16 (leases) which 
reclassified rental expenses as amortisation and interest. Discontinued operations are not included in either year.

* All figures above reflect continuing operations only. Discontinued operations are solely related to the Group's VME business.

• Clareti recurring software 

revenues recognised up 55%

• Clareti cash EBITDA up £2.1m 

from £(5.2m) to £(3.1m)

• Strong earnings growth

• High cash generation

+3.5p+351%
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Clareti Non-Clareti

Margin ~50% Margin ~95% Margin ~13%

* FY18 and prior Includes discontinued operations

Clareti 
• Software: Gresham developed & owned IP licensed on-

premise or in the cloud, predominantly on a 
subscription basis.

• Services: Software related implementation services or 
chargeable product development services.

Non-Clareti Portfolio
• Software Partners: Resale of Virtual Banking & 

Treasury Management software. Expected to decline 
over medium term. 

• Software Own Solutions: Gresham legacy IPR: VME, 
EDT & Other. VME business sold effective 31 Jan 
FY19. Residual portfolio expected to continue to 
steadily decline.

• Services (Contracting): IT contracting services for 
Clareti banking partner in Australia. Expected to be 
stable at current levels over near term.

Group Revenues
View across portfolio (£m)
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Solutions
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Clareti Revenues
by Type (£m)

CAGR over 5 years:
• Total Clareti Software Revenue 59%
• Clareti Recurring Software of 60%

Software

• Strong recurring revenue growth, reduced focus on 
‘lumpy’ non-recurring software revenue

• £9.5m forward looking ARR underpins quality of 
future earnings

• 55% growth in recurring software revenue

• 30% growth in forward-looking Clareti ARR 
(Annualised Recurring Revenue). 

Services

• 13% growth in Clareti services

• Strong performance in all regions

• Positive order book into second half of 2020
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Clareti Operating Costs & Investments
Cash Spend (£m) by Function • Costs generally held steady 

throughout the year

• Sales and marketing investment 
will increase into 2020

• Cost increases in Customer 
Success and Delivery supported 
by services revenues

• Includes reallocations between categories from previous periods, including £0.4m internal IT costs previously reported within
Customer Success & Delivery now shown in Corporate 

• Includes capitalised development spend and rental charges recorded as depreciation and interest in income statement
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Group Earnings & Profitability

• Clareti on track to be cash 
profitable on a forward-
looking basis during 2020

• Decline in Non-Clareti 
margins in FY19 largely 
due to sale of VME 
business and increased 
levels of Contracting 
(services)

Cash EBITDA by business unit (£m)

Cash EBITDA margin by business unit (%)

*Cash EBITDA refers to earnings before 
interest, tax, depreciation, impairment and 
amortisation, less capitalised development 
spend and IFRS 16 property charges 
recorded as interest and amortisation 
adjusted to add back share-based payment 
charges and exceptional items. 

These charts include discontinued 
operations for FY18 and prior. 
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Quality of earnings

3%
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% Non Recurring Software % Recurring Software

An increasing percentage of Clareti revenues 
is from recurring software licences
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Coverage from Clareti recurring software revenues

Cost base is increasingly covered by 
recurring Clareti software revenue

• Clareti on track to be an attractive 
successful stand-alone business

• Increased portion of Clareti 
revenue generated through 
recurring software revenues

• Continual increased coverage 
of Clareti cash cost base 
generated by recurring 
revenues
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• Record closing cash balances with normal operating 
inflows being aided by:

• Net tax receipts of £1.3m (2018: nil)

• Sale of VME business of £2.0m

• FY19 Q1 Clareti customer paying for £1.0m pa 
subscription license three years upfront

• And offset by outflows of:

• £1.0m multi-year funding of employee benefit trust in 
order  to purchase shares for employee share scheme

• £0.3m dividend payment in respect of FY18

• Dividend of 0.75 pence per share recommended for FY19 
(FY18: 0.5 pps)

Cash & Dividends
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Winning & Growing Key Accounts
Clareti ARR (£m) for sample set of 3 key accounts

Key Accounts:

• Typically global or regional banks, global 
investment managers, large corporates

• Any account that has the potential to deliver 
>£500k Clareti ARR within 3 years

• Potential for additional consulting services, 
managed services, hosting and one-time fees

• Likely to be influencers of markets trends and 
product strategy

Licence growth comes from:

• Initial projects
• Framework Agreement
• Expansion of use cases
• Additional software instances
• Geographic / subsidiary growth
• Product x-sell
• Inflation
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The Future

~60% CAGR in recurring software sales over 
last 5 years despite limitations in sales 

capacity and capability

Established brand reputation in industry for 
recs, expanded addressable market into 

regulatory and cash management

Built enterprise-grade Clareti platform and 
established clear leadership in complex non-

standard recs

Enhanced platform offering with innovative 
applications in cash/stock, cash management

Sales & 
Marketing 

Technology

M & A Proven success of buy-and-build strategy on 
Clareti platform through technology and 

business integration of B2 & C24

Delivery 

What has been achieved?

Achieve No 1 position (>25%) in global $500M 
‘recs’ market

25% of top 100 banks using Clareti technology in 
regulatory reporting control

OEM platform of choice for market infrastructure 
providers of regulatory solutions 

Leader in bank to corporate cloud connectivity

Achieve global No 1 position in packaged 
software for client monies solutions

Data Integrity & Control

Regulatory Solutions

Cash Management & Payments

2020 Plan +

Clareti

Where could we be in the 
medium term?

Delivered key references in core recs, regulatory 
and cash management. Built global support, 
hosting and consulting and service delivery org. 
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2020

• Sales & Marketing
• New sales & marketing leadership in place
• Hiring in US, Europe & Singapore
• Further Key Account wins & growth
• Win additional legacy replacements 
• Win additional regulatory sales
• Take ANZ developed assets to market alongside 

existing cash management portfolio
• Recruit additional partners & OEM’s

• Customer Success & Delivery 
• Go-lives expected with four large legacy cash and 

stock system replacements
• Go-live with major US CAT regulatory project
• Cloud service enhancements across offerings
• ANZ Innovation Service

• Technology 
• Clareti Cash Control and Clareti Securities 

Control now generally available to market 
alongside Clareti Transaction Control

• New web UI & service architecture roll-out
• New end-user self-service functionality
• Clareti Multi Bank & payments control 

platform increasingly based on services
• Clareti Cash Management to go-live with 

early adopter (ANZ)

• Corporate
• On-going work on ISO & Cyber
• Leadership & culture development
• Continue to explore strategic opportunities

2020 Focus



FY19 Income Statement
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FY19 Financial Position
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FY19 Cashflow
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