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Kewill progress in 2007/8

� Strong revenue growth – organic & from acquisitions
� Strategic increase in “Software as a Service”

� 27% of total revenue 
� Visibility over 79% of all revenue

� “One Kewill” is delivering 
� Increased cross selling
� Launch of new products 
� Organisational integration   

� Margin improvement – up to 13.7%
� Strong cash generation – almost doubled year on year
� Full year dividend payment increased to 0.75p 
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2007/8 Financial Review

Guy Millward, Finance Director

Connecting Dynamic Supply Networks, 
Accelerating Global Trade and Logistics
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2007/8 Financial Highlights

� Group revenues up 22% to £50.9m (2006/7: £41.6m) 
� Including pro-forma organic growth of 7% (constant currency)
� H2 revenues grew 9% over H1
� European revenues up 32% to £29.9m (2006/7: £22.6m)
� North American revenues flat at £18.8m, up 6% in constant currency
� Asia first full year revenues of £2.2m (2006/7: £0.2m)

� Underlying profits up 49% to £7.0m (2006/7: £4.7m)

� Operating margins increased to 13.7% (2006/7: 11.3%) 

� Cash generation from operations of £9.9m (2006/7: £5.3m)

� Adjusted EPS up 40% to 9.5p (2006/7: 6.8p)
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Group Profit & Loss Account
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Geographic Trading Performance
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Product Revenue Analysis
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Software as a Service
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Group Balance Sheet
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Group Cash Flow
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Operational Highlights & Outlook 

Paul Nichols, Chief Executive

Connecting Dynamic Supply Networks, 
Accelerating Global Trade and Logistics
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Kewill Europe

� Sales increased by 32% to £29.9m 
� Underlying profits up by 58% to £6.9m 
� Solid growth in Trade & Logistics in Europe

� New wins with Flextronics, Metro, Panalpina & Shimano

� Strong contributions from acquisitions
� Kewill Service Logistics (was InnovateIT)
� Kewill Germany (was CSF)

� Strong new business in Insurance
� New wins in Allianz, Sabre, MMA, Southern Rock, Tradewise, 

Transactor and RAC Autowindscreens

� UK Retail revenues declined
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Kewill Americas

� Sales increased by 6% in constant currency
� Underlying profits down 15% as a result of product investment

� Launch of new Kewill Customs and Kewill Forwarding
� New wins with JJ Boyle, TriNet, RIM, Hellman & Unipac

� Three new releases of Kewill Flagship and Kewill Clippership
� New wins with Ingersoll Rand, Altrec, Elmers & Netshops

� Easier integration with Oracle, SAP and Microsoft

� Successful delivery of major Purolator project  

� Appointment of new channel partners
� Clear Orbit, Advanced Solutions, Priority Systems & Northern Micro

� Enabling new business wins with Canadian Mint and Circuit City

� Regional carrier resellers, Eastern Connections, Lone Star & OnTrac
� Strengthened business partnerships with BlueOcean and HighJump
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Kewill Asia

� Sales of £2.2m in first full year
� 800 customers upgraded for mandated Singapore customs update
� New client wins in Region 

� Thailand – DHL Exel and Senator International

� Singapore – NTUC, TriNet and Alliance Global Logistics

� Selected ALS as global Kewill Forwarding solution
� Investment in Singapore & Shanghai development centres

� Additional 20 personnel for global product development

� Infotouch appointed as partner in Middle East
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One Kewill – Think Globally/Act Locally

� Improved Cross Selling
� Launch of global products

� Kewill Customs, Kewill Forwarding & Kewill Vision

� Products being enabled for global roll-out
� Kewill Transport, Kewill CustomsXchange & Kewill Service Logistics

� Consistent Marketing & Brand
� New partners in all Regions
� Use of modern technology based around SoA

� Continued Margin Improvement 
� Software as a Service
� Onshore/Offshore development
� Organisational Alignment

� back office consolidation
� “Best in class” processes 
� Strengthened management
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Cross Selling & Global Success
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Software as a Service improves visibility 

� Transition to a SaaS model

� Other recurring and repeatable revenues provide visibility 
over 79% of Kewill’s revenue

2005/06

2006/07
2007/08

11% 19% 27%
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Main Growth Drivers for 2008/9

� Growth in Global Trade Management
� 12.7% CAGR from 2006 until 2011* 
� Driven by Internet and web enabled commerce….
� …and need for compliance 
� Requires visibility across global supply chain 

� Growth in Transportation Management
� 7.3% CAGR from 2006 until 2011*
� Driven by high fuel costs and surcharges
� Need for global enterprise wide solutions
� Integration with ERP solutions for control 

* ARC Advisory – TMS Worldwide Outlook through 2011
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Growth and Outlook

� Revenue growth in all businesses
� Brand recognition and growth in UK insurance
� Strong growth in Global Trade Management in all regions
� Early introduction of Transportation Management into Asia and Americas
� New Service Logistics projects and first introduction through Kewill channel 
� New partners in all Regions 

� Improved profitability through ‘One Kewill’
� Go-global product management
� Integrated technology and agile development 
� Onshore/ Offshore development in India, Singapore & China
� Business integration by geography 

� All of our business areas are now performing strongly and as such we have taken the 
opportunity to accelerate One Kewill with the creation of single business entities in the 
Americas, Europe and Asia.  This will further accelerate the cross selling of products and 
the margin improvements from amalgamating back office functions. When combined with 
our continued strong performance and healthy sales pipelines, I have confidence that we 
will continue to grow both revenue and profits during this year and beyond.”


