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This presentation and related comments contain forward-looking
statements. Such statements are subject to many uncertainties and

risks, as various factors of which several are beyond Columbus A/S’

control, may cause that the actual development and results differ
materially from the expectations.
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Oplægsholder
Præsentationsnoter
We will start the presentation by looking at the highlights of the first 6 months followed by the income statement. 

Then we will present our Financial Value Drivers and the geographical and business segments. 

Afterwards, we will cover our expectations for 2019 and our long-term guidance. 

And finally we open the Q&A session. 

Let’s go to slide 5 to begin the presentation.



Highlights H1 2019

Revenue

2% organic growth

amounting to DKK 977m

Integration of

IStone

according to plan

Columbus

EBITDA

7% growth

amounting to DKK 102m

Columbus Care Contracts

16% growth

amounting to DKK 69m

Columbus Cloud

44% growth

amounting to DKK 10m


Oplægsholder
Præsentationsnoter
Columbus closed the first half of 2019 in line with last year. 

Revenue amounted to 977 million Danish kroner which is at the same level as last year. If we isolate for the SAP ERP Business and Columbus Latvia which was divested in 2018, Columbus delivered an organic growth of 2%. 

EBITDA amounted to 102 million kroner, which is a growth of 7%. EBITDA is impacted by a decline in EBITDA in the US business and continued integration cost of iStone. However, positively effected by the M3 and Commerce businesses and the IFRS16 impact.   

Columbus Care Contracts continues to show good progress growing by 16% in the first 6 months.

The integration of iStone is progressing as planned and we experience a very positive development across the business.

In general we see good progress across Columbus, where especially our M3, Commerce and Columbus Care businesses showed progress. However, we were challenged by a slow Q2 which we will come back to in the geographical and business segments later in the presentation. 

I will now hand over the conference to Hans Henrik who will cover the income statement.

NEXT SLIDE PLEASE



Income Statement H1 2019

Income statement (mDKK) H1 2019 H1 2018 A%
Columbus Software 49.1 56.0 -12%
External Software 155.5 155.0 0%
Service 752.9 751.2 0%
Other 19.8 16.1 23%
Net Sales 977.2 978.2 0%
External project costs -209.0 -208.9 0%
Gross profit 768.2 769.2 0%
Staff expenses and remuneration -576.2 -559.9 3%
Other external costs -88.4 -109.7 -19%
EBITDA before share-based payment 103.5 99.6 4%
Share-based payment -2.0 -4.9 -60%
EBITDA 101.5 94.7 7%
Depreciation/amortization -44.0 -39.9 10%
Net Financial Income -7.2 9.5 -176%
Net result before tax 50.4 64.2 -22%
Tax -11.8 -13.0 -9%
Net result after tax 38.6 51.2 -25%

Columbus


Oplægsholder
Præsentationsnoter
Thank you Thomas. 

As Thomas said, we reached a revenue of 977 Million Danish kroner which is at the same level as last year. Organically we delivered a growth of 2% as Thomas just mentioned. 

The services revenue was also at the same level as last year. 

Columbus Software declined 12% due to a lower sale of perpetual licenses than expected.  

Total External software was at the same level as last year. However we see a increase in external cloud sales, and a decline in external perpetual licenses and attached subscriptions. The development is as previously announced. 

EBITDA increased by 7% to 102 million Danish kroner. The development in EBITDA is positively effected the adoption of IFRS 16 compared to 2018. EBITDA is negatively impacted by the development in the US, slow Columbus Software sales, the project challenges, and slow UK business due to the Brexit. 

Depreciation and amortization increased by 10% primarily due to the adoption of IFRS 16, but also due to increased investment in our software development. 

Financial income is dropping as we in 2018 had an extraordinary currency gain on our contingency payment related to iStone. In 2019 we are amortizing the IFRS 16 Lease assets resulting in a technical financial expense. Further, we have financial expense related to bank interest and currency exchange losses related to the iStone acquisition.

The net result before tax declined by 22% to 50 million Danish kroner. The reasons for the decline are the ones I just mentioned. 

Let’s go to slide 7, where Thomas will take us through our financial value drivers.




Financial Value Drivers

Columbus


Oplægsholder
Præsentationsnoter
Thank you Hans Henrik. I will now present the financial value drivers and how we performed in the first six months of 2019.

Please go to slide 8



Services Business in line with last year

® Service revenue amounted to DKK Development in the service revenue Customer Work
753m 800.000
- Growth in Columbus Care Services 700.000
- Good progress in Denmark, Norway, £00.000 -
Sweden, Commerce and M3 - H1 2018
. 500.000
® Decrease in chargeable hours -
(57% to 56%) 400.000 751.150 - 752.860
- Lower efficiency in RU, UK, US 300.000 -
- Progress within ERP, Cloud and 200.000
offerings such as Analytics & Bl and 100,000 - H1 2019
Customer Experience ' -
0

H1 2018 H1 2019

M Service Revenue

I Chargeable

[ Non-Chargeable

B Other
Columbus 7


Oplægsholder
Præsentationsnoter
Service revenue amounted to 753 million Danish Kroner, which is in line with last year. The result is mainly driven by the increase in Columbus Care services and progress in especially Denmark, Norway and Sweden as well as the business areas M3 and Commerce. 

Within Customer Work, chargeable hours showed a small decrease of 1 percentage point, from 57% to 56%. The development is primarily caused by lower efficiency in Russia, UK and US. However, we see high activity in both our traditional ERP business as well as increased demand for our offerings within Cloud, Analytics and BI and Customer Experience. 

In general, we experience good progress in the services business. However, due to the challenges we mentioned we are not satisfied with the development. 

NEXT SLIDE PLEASE. 



Accelerated Cloud Conversion for Columbus Software

* Total revenue from sale of Columbus Software revenue
Columbus Software decreased by 60.000

12%, amounting to DKK 49m m
- Subscriptions declined by 4% o
- License sales declined by 51% 1
40.000 17.533

® Columbus Cloud sales increased by 8.627
44%, from DKK 7m to DKK 10m 30.000

20.000

10.000

H12018 H1 2019

B Columbus Subscriptions

Columbus Licenses

[ |
Columbus Columbus Cloud 8


Oplægsholder
Præsentationsnoter
Columbus Software sales decreased by 12% to 49 million Danish Kroner due to three key reasons: 

One: We had an extraordinary transaction in first half of 2018
Two: We do see an accelerated decrease in perpetual license sales due to the cloud conversion
Three: Cloud sales are growing, however slower than expected, which is due to the fact that customers initially subscribe to fewer license seats than anticipated. 

Columbus Cloud increased by 44%, which is a strong progress, however still lower than expected. 

We are convinced that the our software sales will come back to positive growth. 

Please let’s move to slide 10 Recurring revenue. 




Growth in Recurring Revenue

® Recurring revenue increased by 6% Recurring revenue
] ) 250.000
® Recurring revenue constitutes 23% of
total revenue 26.121
200.000 —— 17.776
® Columbus Care contracts grew by 16%
* Total Cloud revenue grew by 47%
150.000
100.000
N uz
0
Cloud H1 2018 H1 2019
B Columbus Care contracts
Columbus Columbus Software subscriptions ,

B External subscriptions


Oplægsholder
Præsentationsnoter
The recurring revenue consists of Columbus Software subscriptions, External subscriptions, Columbus Care and Cloud revenue.

In the first half of 2019, recurring revenue increased by 6%, constituting 23% of Columbus’ overall total revenue. �
The progress is mainly driven by a growth in Columbus Care contracts which grew by 16% as well as an increase in total cloud revenue of 47%. 

We consider the results satisfactory.  

NEXT SLIDE PLEASE



Geographical & Business

Segments

Columbus


Oplægsholder
Præsentationsnoter
This was our reporting on our financial value drivers. 

I will now hand over the presentation to Hans Henrik who will present  the geographical and business segments.

Please go to slide 12



Western Europe

Net
Revenue

+6% (DKK 710m)

Columbus
Software Revenue

-19% (DKkk 15m)

Columbus

Service
Revenue

+6% (DKK 608m)

EBITDA
+31% (DKkK 82m)

Western Europe

mDKK H12019 H1 2018 A 0%
Columbus Software 14.5 17.9 -3.4 -19%
External software 69.0 66.6 2.4 4%
Service revenue 608.2 573.1 35.2 6%
Other 18.4 12.5 59 47%
Total net revenue 710.2 670.0 40.1 6%
EBITDA 81.8 62.7 19.2 31%
Recurring revenue of total revenue 17% 16% 1% 6%
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Oplægsholder
Præsentationsnoter
Thank you Thomas.

I will start by taking you through Western Europe. 

Revenue grew by 6%. In local currency revenue grew by 8%. Western Europe is positively impacted by a strong growth in Columbus Sweden, Norway and Denmark. Our UK business normally shows strong growth rates, but due to the Brexit uncertainty we have seen a slight decline in the UK during Q2. 

EBITDA increased by 31% to 82 million Danish kroner. EBITDA is positively impacted by the revenue growth and the IFRS16 impact. However, EBITDA is  negatively impacted by the investments in growth initiatives, the declining revenue in the UK, and a slow progress on a major fixed price project we have in Norway. 

In light of the challenges just mentioned, a very strong performance in western Europe. 

Thanks to our teams in Western Europe.

NEXT SLIDE PLEASE





Eastern Europe

Net
Revenue

+6% (DKK 71m)

Columbus
Software Revenue

+60% (DKK 3m)

Columbus

Service
Revenue

+4% (DKK 51m)

EBITDA
-5% (DKK 7m)

Eastern Europe

mDKK H1 2019 H1 2018 A A%
Columbus Software 3.4 2.1 1.3 60%
External software 16.0 15.0 1.0 7%
Service revenue 50.7 48.6 2.1 4%
Other 0.5 1.1 -0.6 -54%
Total net revenue 70.5 66.7 3.9 6%
EBITDA 6.7 7.1 -0.4 -5%
Recurring revenue of total revenue 21% 22% 0% -1%
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Oplægsholder
Præsentationsnoter
Now to Eastern Europe on slide 13

In Eastern Europe revenue increased by 6%. In local currency the revenue increased by 7%. The progress is mainly driven by Columbus Russia, where we sell a wider set of offerings to our customers which also impact our services business positively. 

Columbus Russia grew its Services business with 4%.

Columbus Lithuania grew Services revenue with 15%

Columbus Estonia grew the Services business with 4%.

Despite the positive development in revenue, Eastern Europe ended up with a decline in EBITDA of -5% (DKK 0.4m). The key reason for the decline in EBITDA is increase in staff costs in Columbus Russia as Columbus Russia has staffed-up as increased activity is expected going forward. The decrease is therefore partly due to timing. 

Software deals are moved from Q2 2019 to Q3 2019 in Columbus Russia. It is expected to catch up on EBITDA during Q319.

Thanks to the teams in the Baltics and Russia. 

NEXT SLIDE PLEASE



Northern America

Net
Revenue

-14% (Dkk 158m)

Columbus
Software Revenue

+10% (DKK 4m)

Columbus

Service
Revenue

-19% (Dkk 87m)

EBITDA
-93% (DKK 1m)

North America

mDKK H1 2019 H1 2018 A A%
Columbus Software 3.6 3.3 0.3 10%
External software 65.6 69.3 -3.7 -5%
Service revenue 87.1 108.0 -20.9 -19%
Other 1.7 2.4 -0.7 -30%
Total net revenue 158.0 182.9 -25.0 -14%
EBITDA 1.0 15.0 -14.0 -93%
Recurring revenue of total revenue 39% 35% 5% 13%
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Oplægsholder
Præsentationsnoter
Now to North America.

In North America revenue declined by 14%. In local currency the decline was 20%. EBITDA declined by 14 million DKK. The decline is in line with previously announced expectations to the first half of 2019. 

At the end or May, we onboarded the new CEO for Columbus US, Chris Alagna. Chris has already demonstrated a promising ability to create the team spirit to drive the turnaround. We are executing a business plan to address the declining sales, which is the key reason for the declining US business. As part of this execution, we are readjusting our expectations to the performance in the US, and we expect to see declining revenue during the second half of the year.  

It is needless to say that US is currently a challenge to our overall financial performance. But with the team we have in the US, we are determined, that US will be back on track again, however it will take longer time than first estimated. 

Thanks to our team in the US. 

NEXT SLIDE PLEASE



Columbus Software

Columbus Software
Subscriptions

-11% (DKK 25m)

Columbus
Cloud Revenue

+34% (DKK 9m)

Columbus

Columbus Software
License

-57% (Dkk 6m)

EBITDA
-10% (DKK 33m)

Columbus Software

mDKK H1 2019 H1 2018 A A%
Columbus Software licenses 5.8 134 -7.6 -57%
Columbus Software subscriptions 24.5 27.6 -3.0 -11%
Columbus Cloud 9.1 6.8 2.3 34%
External software 8.5 7.3 1.2 16%
Service revenue 27.7 291 -1.3 -5%
Other 0.8 0.3 0.5 148%
Total net revenue 76.4 84.4 -8.0 -9%
EBITDA 32.7 36.1 -3.4 -10%
Recurring revenue of total revenue 58% 51% 7% 13%
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Oplægsholder
Præsentationsnoter
Columbus Software Business on slide 16.

Our Software business is behind last year due to a lower sale of perpetual licenses than expected.

Columbus Software License declined by 57% which is mainly due to the cloud conversion. This year we see limited perpetual sales, but most sales are now converted to cloud sales, therefore we see good progress in cloud revenue growing with 34% growth. Despite a fine growth, cloud is growing slower than expected because customers initially subscribe to fewer licenses than we estimated. 

HiGH Software is fully integrated to our Software company To-Increase and we have a strong sales pipeline for our Dynarent solutions which enables us to sell into big customers.

On the product side, we see strong performance on our AX-products for BIS, RapidValue, Dynamics Anywhere and Invoice Workflow which grow with 30%. However, the remaining product suite is behind last years growth numbers. 
 
We are satisfied with the development in our Software business.

Thanks to our software team.  





Short & Long Term

Gulidance

Columbus


Oplægsholder
Præsentationsnoter
Now I will hand back the conference to Thomas, who will take you through the guidance for 2019 as well as our long-term guidance.

Please go to slide 17


Financial Guidance for 2019

Revenue, in the range of EBITDA, in the range of

DKK 2bn DKK 240m
Software revenue, in the range of Dividend
DKK 110m 10% dividend

on nominal share capital

Columbus


Oplægsholder
Præsentationsnoter
Thank you Hans Henrik.

I will now cover the financial guidance for 2019.

We expect revenue in the range of 2 billion Danish Kroner corresponding to a growth of 6%. 

We expect EBITDA to be in the range of 240 million Danish kroner. 

Software revenue guidance is expected to be in the range of 110 million Danish kroner corresponding to growth of 8%.

Dividend is expected to be unchanged with 10% on nominal share capital.

Now let’s go to slide 19 for our long term guidance.



Long Term Guidance for 2021

Revenue

3-5% growth

Compounded average growth
each year organically

Recurring revenue

25%

of total revenue in 2021

Columbus

EBITDA

13%

EBITDA margin

Dividend

10% pay-out

of nominal value each year



Oplægsholder
Præsentationsnoter
We maintain our long-term guidance for the next three years. 

Columbus will continue to grow organically through the execution of the 9 Doors to Digital Leadership. Our ambition is to grow the business at a compounded average growth rate of 3-5% each year.

We maintain the long-term ambition to reach 25% recurring revenue in 2021. 

Further we expect to continue our 10% dividend policy. 

These were our long term financial guidance.  

NEXT SLIDE PLEASE.




Questions?



Oplægsholder
Præsentationsnoter
I will now hand over the conference call to the operator for questions. 

Thank you.



Upcoming events

Small & Mid Cap Seminar at ABG Sundal Collier
25 September 2019
Sign up at invitations@abgsc.dk

Interim Management Statement Q3
6 November 2019

19


Oplægsholder
Præsentationsnoter
That concludes today’s call. ��Thank you for participating


mailto:invitations@abgsc.dk
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