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IMPORTANT NOTICE

• This presentation is directed at persons having professional experience in matters relating to investments. Any investment or investment activity 
to which this presentation relates should be engaged in only by such persons. 

• This copy of the presentation is solely for the use of the investment professional organisation to which it has been given. Any reproduction or 
distribution of this presentation in whole or in part without the consent of Brady plc is hereby prohibited.

• No representation or warranty is given or is to be implied by or on behalf of Brady plc or its directors as to the accuracy or completeness of the 
information or opinions contained herein and no liability is accepted for any such information or opinions.

• This presentation contains certain forward looking statements that are subject to certain risks and uncertainties, in particular statements 
regarding Brady plc’s plans, goals and prospects. These statements and the assumptions that underlie them are based on the current 
expectations of management and are subject to a number of factors, many of which are beyond its control. As a result, there can be no 
assurance that the actual results, performance and achievement of Brady plc will not differ materially from any future results, performance or 
achievements that may be expressed or implied by any such forward looking statement. The information in these slides and any presentation 
made verbally is subject to updating, completion, revision and amendment without notice. No member of Brady plc assumes any obligation to 
update or correct the information contained in this presentation.

• This presentation does not constitute or form part of any offer to purchase, sell, issue or subscribe for shares in Brady plc or any other company, 
nor the solicitation of any such offer, nor shall it or any part of it or the fact of its distribution form the basis of or be relied on in connection with 

any contract therefore.



Brady Plc

History

Ç1985: Founded by Dr Robert Brady

Ç2004: Listed on  AIM (BRY)

Ç2004: Acquisition of Colplan Systems Limited

Ç2007: New Management and Board of Directors

Ç2009: Acquisition of Commodities Software Limited

Ç2010: Acquisition of Viveo Switzerland SA

Organisation

ÇHeadquartered in Cambridge, UK

ÇOperations: London, New York, Paris, Geneva & Singapore

Ç100 employees worldwide

ÇCovering 110 customers and 1,200+ users worldwide

.
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Biographies

Gavin Lavelle –Chief Executive Officer

Gavin joined Brady in September 2007, with over 25 years experience in the international financial

software and banking industry. Having worked in investment banking for 10 years with Banque Paribas as

Head of Equity Derivative Trading and latterly Director of Deutsche Bank where his responsibility was

Global Head of Equity Derivative Trading, Gavin founded RioFin, a Cambridge based software

development company focused on capital markets trading. Following RioFin’sacquisition in 2000

by SunGard he continued as Chief Executive Officer of Panorama, a leading risk management solution,

before heading the take-over of Sherwood Systems, a leading insurance company, where he also had the

role of Chief Executive Officer. Gavin holds a BSc in Maths and Computer Science from Southampton

University.

Tony Ratcliffe –Finance Director & Company Secretary

Tony joined Brady and the Board in 2007. He brings a wealth of experience gained in high growth

technology companies including Gemini Genomics plc where he led the successful $450m Nasdaq IPO

and subsequent merger with Sequenom, i2 which enjoyed considerable growth leading to a merger with

Choicepoint, realising some $100m in cash for shareholders. More recently, Tony established his own

company, Consilium Financial Ltd, undertaking numerous projects including the financial management of

venture capital backed companies and project management of UK and EC acquisitions for technology

clients. Tony holds a BSc from the University of East Anglia and an MBA from Heriot Watt University,

Edinburgh and is a Chartered Accountant.
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Biographies - Board

Paul Fullagar Non - Executive Chairman

ÅConsiderable experience and a successful track record of overseeing substantial growth in publicly quoted software 
businesses
ÅChairman of Financial Objects plc, until successfully sold to Temenos in 2008
ÅWas Chairman of Staffware plc for 12 years, during which time he led the company through a period of substantial growth 
and to its subsequent successful flotation. 

Dr Robert Brady Non - Executive Director
ÅFounded Brady plc in 1985 to create sophisticated software solutions for banks and large mining operations to manage 
their transactions and risks.
ÅTreasurer of Cambridge Angels investment group and active mentor and advisor for growth companies. 
ÅPreviously a Fellow at Trinity College, Cambridge University.

Pat Brazel Non - Executive Director
ÅOver 25 years working in the international financial software. 

ÅPat is also currently Chairman of GoldTier Technologies. Was CEO of Eontec, the market leader in multi -channel retail 
banking solutions prior to acquisition by Siebel.

ÅWas founder and chairman of Sentry Financial Systems, the pre -eminent provider of collateral management software, prior 
to its acquisition in 2002 by Algorithmics.

ÅAs president of SunGard Capital Markets, Pat led the company to become the dominant player in the derivatives trading 
and risk management systems market.

Brian Collins Executive Director

Å20 years experience designing, developing, implementing & consulting on derivatives pricing and risk management 
software in a wide range of Commodity asset classes, but especially the base metals market.

Peter Harverson Non - Executive Director

ÅNumber of senior international sales and marketing roles in the IT industry including Regional Director, Intel Corporation 
and Vice President Europe, Cadence Design Systems. 
ÅAt Sun Microsystems he was responsible for the development of the company ’s European Corporate Accounts programme, 
then Director of Services Sales - EMEA to develop new areas of business, including professional services. 
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Vision

•Will act ethically and as responsible and responsive 

corporate citizens at every level of the organization

• Deliver quality services to our clients and measurably 

improve customer satisfaction

•To generate sustainable growth both organically and 

through acquisition 

• Run a profitable business delivering shareholder value

• Develop, motivate, empower and expand our workforce

6



Mission

•To be the definitive global provider and partner 

of choice for: 

üphysical and derivative trading, risk 

management, finance and logistics 

üsolutions to the metals and commodities 

industries, through the delivery of customer 

focused software and services
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Target Markets

•Brokers to LME & other commodity exchanges

•Banks for base & precious metals

•Producers including miners / smelters / refiners

•Fabricators and other industrial consumers

•Trading companies

•Hedge funds
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Addressable Market

Producers 669

Fabricators 1,149

Traders 969

Banks & Brokers * 44

Total 2,831

A large number of target clients (for example, metals and mining):

*  Data from Metal Bulletin

** Potentially more than one client per bank / broker

• The addressable software and services market is suggested to be between 

$80 - $124m p.a. including consulting, enhancements and support & 

maintenance for soft commodities (* CommodityPoint)

• CommodityPoint forecast demand growing at a rate of around 10 -15% p.a.

9



Drivers of Growth

•Trading volumes returning to record 2009 levels

• Record inflows of capital into commodity markets in 2009

•Derivative instruments more widely available and number 

of instruments growing

•‘Speculators’ have entered the market

•Prices have become more volatile creating a need for 

comprehensive hedging strategies

• Automation of commodity trading

•More emphasis on optimising the commodity value chain 

to maximise profit

• Risk management is a key priority –regulatory and 

accounting compliance

All of which drive increased demand for Bradyôs solutions
10



Commodity markets have rebounded 
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Source: Professor Philippe Chalmin,  University  Paris-Daupine 
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Market Driver Bradyôs Solutions

(1) Regulatory and accounting compliance 

• Enterprise wide risk management

• Risk –Market, credit, liquidity, Operational

• Compliance FAS133, IAS39

•Hedge Linkage

•Financing/ Liquidity Risk Management

•VAR

•Limits

(2)     Automation of commodity trading

• Operational efficiency

–Integrated solutions

–Reducing number of systems / suppliers

• Lower total cost of ownership

–Open modern architecture

•SMART –new LME matching engine

•SWORD2 –new LME warrant system

•Automated Workflow –allocations, give-up, give-in, splits

•Automated reconciliation

•FIX messaging

•Real Time Position P&L Update

(3) Profitable Business Growth

• Strategic supplier

• Greater range of  solutions:

–More asset classes

–More functionality

•Strengthened asset and functional coverage with Fintrade

•Greater geographic coverage

•Ability to service client needs locally

•Strengthened  client support

Strategy focused on market drivers
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Clients by Location
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Revenue Analysis (2009 proforma)

2009 proforma revenue by sector

Bank / Broker

29%

Producer

25%Fabricator

3%

Trading Companies

43%

2009 proforma revenue by asset class

Base

44%

Precious

25%

Concentrates

9%

Softs

11%

Oil & Pow er

6%

Other

5%

2009 proforma revenue by geography

EMEA

57%
Americas

24%

Asia

19%
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Core Strengths

•Global referenceable client base

•Metals & commodity coverage

•Physical / listed and structured derivatives

•Integrated, end-to-end for STP

•25+ years & domain expertise

•Public company with a strong balance sheet
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Asset / Functional Coverage

Base

Metals
Raw Precious Softs

Coal / 

Freight
Oil / Gas

Power / 

Carbon 
FX / IR

Trading

Operations

Exchange 

Connectivity

Invoicing/ 

Settlement

Inventory

Logistics

Enterprise Risk

Collateral 

Management

Treasury

Trade Finance

Live Supported Development Required Not Applicable
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Services

•Services to enable our customers to exploit IP

•IP Expertise

•Project Management

•Business Process Integration

•Platform Integration

•Data Migration

•Development

•Testing
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H1 2010 - Business Highlights

•Markets have strongly re-bounded

•Viveo Switzerland acquisition

•New contract wins

•Client acceptances lead to revenue growth

•Strengthened product IP & advanced technology

•Continuing growth in sales opportunity pipeline
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2010 to date - Contract Wins

• ING, Geneva - major outsource services contract

• Louis Dreyfus, Geneva - cotton trading

• Xstrata - global risk project

• InVivo –France

• Paul Reinhart

• Gerald - upgrade

• Global aluminium based products - hosted basis

• Selco –base oil trading

• Plus successful deliveries - in Americas, Europe, Asia
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Viveo Switzerland Acquisition

•Acquisition in March 2010

•Leading provider of commodities software

• Founded in 1988, Geneva based, 28 staff

•Paid £2.0m EV plus £0.4m for cash

•2009 revenues £2.2m and breakeven 

• 53 clients 

– 50% soft commodities

– 25% energy / oil

– 25% metals

•Diversified revenue base - no client >7%

• Integration and financial performance ahead of plan

• Significant new client wins under Brady ownership
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2010 - Product Enhancements 

• Asset Coverage

– Interfacing to London Gold 

Clearing System (AURUM)

–Comprehensive precious 

metals ‘bar’ management 

system

– Agricultural Exotic Derivatives

• Risk

– Enhanced VaR Methodologies

– Adaption for Agricultural 

Derivatives 

– Commodity Credit/Cashflow 

Optimisation module 

• Trading / Operations

– Automated electronic-trade feeds 

(in & out)

–‘Real-time’ Dashboard for system 

status, trade flow/status reporting

– Interfacing to/from SWIFT for 

payments and metal transfers

• Technology

–Centralised Product Agnostic 

Data Repository Services 

– REST-based Web Services

– Silverlight 4 platform for Accounts 

Receivable function
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H1 2010 - Financial Highlights

2010

Ãô000

2009

Ãô000 % increase

Sales Revenue (growth in base & acquisition) 4,630 3,691 +25%

Gross margin 2,461 2,063 +19%

Gross margin % 53% 56%

Operating result 354 274 +29%

Operating result % 8% 7%

Profit before tax 364 309 +18%

Profit before tax 8% 8%

Earnings per share, basic 1.14p 0.80p +43%

Earnings per share, diluted 1.08p 0.70p +54%

Dividend paid per share 1.3p 1.2p +8%

ü Excluding exceptional acquisition transaction costs expensed

ü Progressive increases in EPS , dividend and dividend cover

ü Overall, positive trends
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H1 2010 - Revenues Summary

2010

Ãô000

2009

Ãô000 Increase %

Licence Revenue 735

(16%)

988 

(27%)

-26%

Recurring maintenance revenues 1,782

(38%)

1,372

(37%)

+30%

Services 2,113

(46%)

1,331

(36%)

+59%

4,630 3,691 +25%

ü As expected, skew to services in 

H1 2010 in relation to high value deals 

secured in 2009 and H1 2010 

ü Focus on building recurring 

revenue - installed base increasing >> 

greater recurring revenues –see 

graph to left
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H1 2010 - Balance Sheet Highlights

2010

Ãô000

2009

Ãô000

Goodwill 2,919 1,502

Intangible assets 2,532 1,286

Receivables incl. accrued income 2,105 2,240

Cash resources 3,287 5,814

Payables incl. deferred income 3,853 4,047

Retained earnings 2,227 1,886

ü Strong balance sheet, remains dominated by cash

ü Traditional licence model –operating cashflow ahead of operating profits

• Licences all / part paid in advance, conservative revenue recognition 

• Maintenance billed quarterly in advance

ü Group is debt free

ü £2.3m of investing activities (primarily £2.0m re Brady Switzerland acquisition)

ü £0.5m re financing activities (dividend paid and share buyback)

ü Modest capitalised R&D re certain key strategic costs
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Annual Revenue Growth

• Positive annual growth trends

• Organic (all years) and acquisition growth (2009 and 2010)

• Traditional H2 phasing

• Exceeded external forecasts in 2008 and 2009 25



Annual Operating Profit Growth

• Positive annual growth trend –increasing faster than revenues

• Traditional H2 phasing

• Exceeded external forecasts in 2008 and 2009

• Note - excludes exceptional acquisition transaction costs26



Shareholders

Management (Chairman 3.5%, CEO 2.4%, 

founder  25.4%, others 4.0%)

35.3%

Two ex-directors 24.3%

Fidelity 6.4%

Gartmore 5.0%

Herald 5.0%

Hargreave Hale, AXA Framlington, others 24.0%

Total 100.0%

• Fidelity, AXA Framlington –new shareholders in 2010 at 69p

• Gartmore, Herald, Hargreave Hale, AXA –all have continued to
increase initial holdings
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2010 Priorities

•Further Integration of Brady Switzerland

•Continue to deliver licence & service deals

•Continue new business momentum 

–Further client wins

–Cross selling into existing clients

•Further strengthen routes to market - Asia, partners

•Continue to consider other potential M&A opportunities
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Summary

•Attractive market opportunity

•Large target market, increasing opportunities pipeline

•Strong momentum of securing and delivering new 

client wins

•Delivering strong financial performance

•Two successful acquisitions, both exceeding plan

•Opportunity to consolidate, looking for more

•Strong balance sheet

•Progressive dividend
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