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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

Columbus®
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Oplægsholder
Præsentationsnoter
I will start the presentation with looking at the highlights of 2014, followed by an income statement. 

Afterwards I will walk you through our strategy Columbus15 and the results of 2014. 

Then I will take us through the geographical segments. 

I will end the presentation by looking at expectations for 2015. And finally we go to the Q&A session. 

So as you can see, we have a lot of slides to present today. We will try to do it relatively fast in order to get to the Q&A session. 

But now let’s go to slide 5 and begin the presentation.




LIDT OM COLUMBUS Columbus:

Columbus er en international Columbus hjeelper vores kunder med
konsulentvirksomhed, der leverer at optimere deres forretning gennem
forretningslgsninger til virksomheder

iIndenfor produktion, fadevare og * Dyb brancheviden og "best

detailhandel. practice
* Branchespecifik forretningssoftware
o Global support 24/7
Columbus Manufacturing: Vi er 1.100 medarbejdere, har 25 ars
. erfaring og mere end 6.000
Columbus /00! succesfulde implementeringer af
Columbus Retail forretningslgsninger til kunder i mere

end 42 lande.




COLUMBUS' TRANSFORMATION

G COLUMBUS

e [nternational Microsoft
forhandler med
teknologifokus

» Begraenset branchefokus

« Stor geografisk spredning

« Begreenset fokus pa at
seelge egen software

Columbus-*

 International
konsulentvirksomhed med
branchespecifikke
forretningslasninger

e 100% branchefokus

Columbus /oo
Columbus Retail

Columbus Manufacturing:

» Geografisk fokusering

 Staerk fokus pa at seelge
egen software

Columbus®
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UDVIKLING | NOGLETAL 2011 - 2014

Columbus®
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The next part of the presentation will take us through our strategy Columbus15 and the results of 2014. 

Please move to slide 9.


REKORDINDTJENING, IGEN ! Columbus:*

Finansielle nggletal

e 13% veeksti EBITDA: DKK 81,6 mio.
e 142% veekst | nettoresultat: DKK 52,7 mio.

e Omseetning pa DKK 878,3 mio., samme niveau
som 2013

» 5% omseetningsvaekst i konsulentforretningen

« Stigning i salg af branchelgsninger, som nu udggr
77% af den samlede omsaetning

o 3% veekst i salg af Columbus Software

o 26% indtjeningsvaekst i Columbus’
softwareforretning

Once you know how...

Hajdepunkter

» Succesfuldt opkab og integration af Omnica

« Succesfuldt opkab og integration af Dynamics
Anywhere

» (@get kapacitet i vores globale leverancecenter,
41,6% veekst i kundesupport og -implementeringer

« @get produktivitet i konsulentforretningen

* Resultatnedgang i datterselskabet i USA, grundet lav
konvertering af salgspipeline

* Resultatnedgang i datterselskabet i Norge, grundet
headhunting af medarbejdere fra en konkurrent
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FINANCIAL UPDATE
In 2014 was overall characterized by progress.

Columbus delivered 13% increase in earnings, amounting to 81.6m. Net result after taxes increased by 142%, amounting to 52.7m. Revenue is at the same level af 2013.

Looking deeper into our business, Columbus consulting business increased sales by 5% while improving productivity. This means a remarkable progress in earnings.

Columbus Software sale improved by 3%, and Columbus software business improved earnings by 26%.

In 2014, we acquired 2 companies: Omnica a e-commerce consultancy and Dynamics Anywhere, a mobility software company. The integration of the 2 companies are progressing as planned.

While most of Columbus companies had a positive year, our companies in the US and Norway had a negative development in 2014. We are currently executing recovery plans in both subsidiaries. 




Columbus-

Once you know how...

AGENDA

« Om Columbus
 Hgjdepunkter fra 2014

» Columbusl5 strategien
e Forventninger til 2015

e Spgrgsmal
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The next part of the presentation will take us through our strategy Columbus15 and the results of 2014. 

Please move to slide 9.


COLUMBUS15 UPDATE Columbus:

Columbus /5°

Vaekst | branchelgsninger

@Jget salg af Columbus Software
Global leverancemodel

@get indtjening | konsulentforretningen

Geografisk fokusering
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We introduced the Columbus15 strategy in 2011 which set a new direction for Columbus. Columbus15 was formed with the goal of creating a profitable global consultancy with own industry software. 

Columbus15 comprises 5 elements, which I will address in the following slides.


VAKST | BRANCHELOSNINGER Columbus*

Once you know how...

Salg af branCheIﬂsr“nger Udgﬂr 77% af W Fodevarer M Detail ™ Produktion ™ Andet
omseaetningen

o 77% af den samlede omsaetning kommer fra vores
branchelgsninger til detail-, produktion- og
fedevarevirksomheder

« Veeksti alle branchelgsninger

* Produktionsbranchen er stadig vores ledende
branche med 32% af den totale omsaetning

» Veaeksti salg af lgsninger til detailbranchen,
grundet opkgb af e-handelsvirksomheden, Omnica

2013 2014
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Columbus aims to be the leading expert of industry solutions to retail, food and manufacturing companies. In order to reach this goal, we focus all our investments on developing our own software, industry solutions and expertise to serve our key customer segments. 

This focus increase our win rate, it reduces cost of sales and reduce implementation risk. Customers want to engage with industry experts, and by being 100% industry focused, Columbus is capable of demonstrating the value to our customers. 

In 2014, we experienced significant progress in sale of Industry Solutions, which now constitutes 77% of our total revenues. 
�All three industries have grown. The acquisition of Omnica has strengthened Columbus position in the retail market. However, manufacturing is still our leading industry with 32% of the total revenue. 

NEXT SLIDE PLEASE


COLUMBUS SOFTWARE Columbus:

Fremgang | Columbus’ softwareforretning

« Salg af Columbus Software steg med 3%

L . . m Columbus abonnementer m Columbus licenser
* Indtjeningen i Columbus’ softwareforretning steg med 26%

* Mest solgte softwareprodukter:
e Columbus RapidValue
* Columbus Advanced Discrete Manufacturing

e Columbus Business Integration Solutions

* Nye lgsninger indenfor e-handel: ColumbusMCR og
ColumbusWebstore, med opkgbet af Omnica

* Nye lgsninger indenfor mobile forretningsapplikationer, med

opkgbet af Dynamics Anywhere 5013 5014
Udvikling i salg af Columbus Software (DKK‘000)
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Columbus Software is a strategic focus area for us. Columbus develops and sells industry-specific business applications, which complement standard software in the market. 

Columbus Software makes Columbus capable of delivering value to our customers, it strengthen our competitive advantage and improve our earnings because software generates recurring revenue. 

In 2014, revenues from Columbus Software increased by 3%. Earnings in Columbus software business improved by 26%, as a result of the increased sale. Columbus software business now constitutes 44% of EBITDA.

The overall development in sale of Columbus Software is below our expectations, but is significantly impacted by the lack of sales execution in Columbus US.

Looking into the software business, we saw good progress within our best selling products, which are 
RapidValue 
Advanced Discrete Manufacturing and 
Business Integration Solutions.

Our business process management tool, RapidValue, continues to show a strong growth and is still the cornerstone in our software business. 
�In general 2014 was characterized by great investments in the software business. We constantly develops and improves our software portfolio in order to meet the demand from our customers. 

We continue to see the market trends and demand for cloud based applications that are mobile and social. 

With our new product RapidValue INTERACT, we have fulfilled this demand for our customers. RapidValue Interact is a Social Business process management application. This application helps deliver the value of RapidValue not only to AX users but users in the entire enterprise.  

In November we acquired Dynamics Anywhere and now offers a range of mobile business applications

Another market demand is within e-commerce. The acquisition of Omnica means that we have a stronger offering within e-Commerce, especially to the retail industry. In July we launched two new solutions – ColumbusMCR and ColumbusWebstore. We have great expectations to the potential within the retail market going forward.

So in total a year with great innovation in our software business, however sales must improve.


NEXT SLIDE PLEASE


COLUMBUS' GLOBALE LEVERANCECENTER Columbus*

Once you know how...

Columbus’ globale leverancecenter _
udvider fortsat kapaciteten W Antal dage leveret til kunderelateret

e 12014 bed vi 28 nye medarbejdere arbejde fra GDC
velkommen i det globale leverancecenter

e Columbus har nu 97 konsulenter i det globale
leverancecenter, der servicerer og
supporterer kunder globalt

o 41,6% veekst i kundeimplementeringer og
support.

« | 2014 solgte vi 68 nye ColumbusCare
support kontrakter

2013 2014
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As a global consultancy Columbus must be able to service our customers globally as well a locally. Our Global Delivery Center makes us able to delivery global service and support and makes us able of scaling our deliveries very fast. 

We are content with the progress we have made. In 2014 our global delivery center delivered 41.6% more inviolable work compared to 2013. This is 6,370 days of customer work and implementations. 

We now have 97 highly skilled consultants supporting our customers worldwide 24 hours a day, 7 days a week. 

In 2013, we introduced our global support offering called ColumbusCare. We experienced great progress within this area. In 2014, we gained 68 new ColumbusCare customers.  

NEXT SLIDE PLEASE


JGET INDTJENING |

KONSULENTFORRETNINGEN

Steerk forbedring | konsulentforretningen

* 5,2% omseaetningsvaekst i konsulentforretningen
« Fakturerbart arbejde steg fra 53% til 54%

» |kke-fakturerbart arbejde reduceret med naesten
7.000 timer

» Forbedret risiko & projektstyring, effektivitet og
ressourceallokering

« Den gennemsnitlige timepris faldt med 6%

* Det gennemsnitlige antal konsulenter steg med
6%

2014

2013

Columbus®

Once you know how...

[ 1kke-fakturerbart arbejde
W Fakturerbart arbejde
@ Andet
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Our largest business area is our consulting business and therefore this part of our business is very important for our earnings. 

We continuously focuses on increases earnings in the consulting business by improving risk management, project management and resource allocation. 

In 2014, we gained strong improvement in the services business.  

The consulting revenue grew by 5.2% which means that we delivered 63,000 more hours to our customers

One important factor is the amount of chargeable hours, which are the hours where we deliver value to our customers. 
In 2014, the chargeable work increased from 53% to 54%. This means that customer free work/non charageable was reduced by almost 7.000 hours. 

Overall our consulting business has become more productive and earnings has increased.

This is a very satisfying development and we will continue on that path. 

NEXT SLIDE PLEASE





Oplægsholder
Præsentationsnoter
Now lets have a look at our expectations of 2014 on slide 20



FORVENTNINGER TIL 2015

Group

2013

Nettoomsaetning (mDKK)

EBITDA (mDKK)
Omsaetningindenfor branchefokus
Columbus software (mDKK)

Global Delivery Center konsulenter

Forbedret Service Profit - fakturerbart arbejde

880
72
64%
60
69
53%

2015

1.000
90
75%
80
125
55%

Columbus®

Once you know how...
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Our expectations for 2015 are in general positive. 

We expect to see a revenue in the level of 1 billion Danish kroner with a EBITDA in the level of 90 million kroner. This is an increase in revenue of 14% and an increase in EBITDA of 10%.

We also expect to execute Columbus15 and reach goals on Extending industry leadership, Columbus software, Global Delivery Center and Improve Service Profit. 

So despite the challenges in the US and Norway, we we expect good progress in 2015.


Columbus*
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SPORGSMAL
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This concludes the presentation. 

Now let’s go to the question session.
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Thank you for listening. This concludes the webcast presentation for today. 

Thank you. 


	Dias nummer 1
	Dias nummer 2
	Dias nummer 3
	Lidt om columbus
	Columbus’ transformation
	Udvikling i nøgletal 2011 - 2014
	agenda
	Rekordindtjening, igen !
	agenda
	Columbus15 update
	Vækst I brancheløsninger
	Columbus software
	Columbus’ Globale leverancecenter
	Øget indtjening I konsulentforretningen
	agenda
	Forventninger til 2015
	Spørgsmål
	Dias nummer 18

