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Præsentationsnoter
Operator: Ladies and gentlemen. Welcome to the Columbus full year result 2014. Today I am pleased to present Thomas Honoré, CEO and Hans Henrik Thrane, CFO in Columbus. The first part of this call will be listen only mode and afterwards there will be a question and answer session. 
Please be aware of moving forward in the presentation as we go on. 
Mr. Honoré please begin.



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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INTRODUCING TODAY'S PRESENTERS Columbus

Once you /now how...

Thomas Honoré, CEO Hans Henrik Thrane, CFO
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Thank you.

My name is Thomas Honoré and I am the CEO and president of Columbus. 

I am accompanied by Hans Henrik Thrane, who is the CFO of Columbus.

I will start by going through the agenda for todays call. Let’s move to the agenda for todays call on slide 4. 





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

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

Then Hans Henrik Thane 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.




RECORD HIGH EARNINGS, AGAIN Columbus*

Financial update

* 13% improvement in EBITDA: DKK 81.6m.

o 142% increase in net result, amounting to DKK
52.7m

» Revenue amounted to DKK 878.3m, same level as
2013

* 5% increase in consultancy revenue

* Industry Solutions increased, now constitutes 77%
of revenue

» Columbus Software revenue increased by 3%

e Earnings in Columbus software business improved
by 26%

Once you /now how...

Highlights

» Successful acquisition and integration of Omnica,

» Successful acquisition and integration of Dynamics
Anywhere

* Increased capacity in Global Delivery Center, with a
41.6% increase in customer work.

» Increased productivity in the services business

* Decline in US business unit due to low sales pipeline
conversion.

» Decline in Norwegian business unit due to
headhunting activities from a competitor.



Oplægsholder
Præsentationsnoter
FINANCIAL UPDATE
2014 was overall characterized by progress.

Columbus delivered 13% increase in earnings, amounting to 81.6m danish kroner. Net result after taxes increased by 142%, amounting to 52.7m Danish kroner. 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 sales improved by 3%, and Columbus software business improved earnings by 26%.

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. 
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Now we will move to slide 7 where we have an overview of our income statement.


INCOME STATEMENT 2014 Columbus*

Once you /know how...

Income statement (mDKK) 2014 2013 A%
Consultancy 618 591 5%
Columbus Software 62 60 3%
External Software 198 229 -13%
Netsales 878 880 0%
External project cost -204 -216 -5%
Gross Profit 674 664 2%
Staff Cost (ex. warrants) -477 -476 0%
Other External Costs -116 -115 0%
EBITDA (before warrants) 82 72 13%
Warrants -3 -2 47%
EBITDA 79 70 12%
Depreciation and amortization -26 -25 2%
Results in associated companies 0 -4 -100%
Net Financial expense 6 -4 -248%
Net result before tax from continued operations 59 37 60%
Tax on resultfor the year from continued operations -6 -9 -36%
Result for the year from continued operations 53 27 92%
Resultfor the year from discontinued operations 0 -6 -100%

Result for the year 53 22 142%
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We reached revenues of 878 Million Danish kroner, which is at the same level as 2013. In local currency revenue increased by 2%

We continue the shift in revenue mix towards a more profitable and more stable revenue.

Our largest revenue category, Consultancy, increased by 5% and is in line with our expectations. 

Columbus Software increasd by 3%. However Columbus subscription, which is the recurring part of the revenue, grew by 14%. 

External software revenue declined by 13%. This is due to discontinued sales of low margin software and slow pipeline conversion in some geographies.  

Staff cost is at the same level as last year, while consulting revenue grew by 5%. We consider this a satisfactory development. 

Other extenal costs are at the same level as last year. 

EBITDA increased by 13% amounting to DKK 82 million Danish kroner.

We had a financial income of 6 million Danish kroner, primarily due to an increase in USD.

We are satisfied with the result of the year. And especially with the development in the net result after tax which increased by 142%. 

NEXT SLIDE PLEASE
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AGENDA

e Highlights 2014
e |ncome statement
» Columbusl15 strategy

 (Geographical & business
segments

o 2015 expectations
e Questions
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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.


Columbus 75°

Extend Industry Leadership

Sell More Own Software
Global Delivery Model

Improve Service Profit
Geographic Focus
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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 based on own industry software. 

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


EXTEND INDUSTRY LEADERSHIP Columbus

W Food M Retail = Manufacturing = Other

77% of revenue from Industry Solutions

e 77% of total revenue from the focus industries
retail, manufacturing and food.

e Growth in all industries.

* Manufacturing still our leading industry with 32% of
the total revenue.

e Growth in retail due to acquisition of the
eCommerce and multichannel company Omnica in
January

2014
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Extend Industry Leadership.

Columbus aims to be the leading expert of industry solutions to our customer segments: 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 increases our win rate, it reduces cost of sales and reduces 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 the sale of Industry Solutions, which now constitutes 77% of our total revenue. 
�All three industries grew. The acquisition of Omnica 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*

Once you /now how...

Acceleration of Columbus Software portfolio

- Total revenues from Columbus Software increased # Columbuis subscriptions & Columbus licenses

by 3%.
« Earnings in Columbus software business improved by 26%
« Best Selling Solutions:
* RapidVvalue
« Advanced Discrete Manufacturing
* Business Integration Solutions.

» Launch of RapidValue INTERACT, a social business
process management application

* New solutions within e-Commerce: ColumbusMCR 013 €014
and ColumbusWebstore, due to acquisition of Omnica Development in sale of Columbus Software (DKK ‘000)

* New solutions within mobile business applications,
due to acquisition of Dynamics Anywhere
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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% which is below our expectations.

EBITDA in Columbus software business improved by 26%, as a result of the increased sale. Columbus software business now constitutes 44% of total EBITDA.

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

In general 2014 was characterized by significant investments in the software business. We constantly develops and improves our software portfolio in order to meet the demand of our customers. 

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

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

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


GLOBAL DELIVERY CENTER Columbus

® Global Delivery Days
Global Delivery Center continues to
expand capacity
* |n 2014, we welcomed 28 new team

members, adding up to 97 consultants
supporting customers worldwide 24/7.

e 41.6% increase in customer work and
implementations.

* In 2014, ColumbusCare grew with 68 new
customers.

2013 2014
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Global Delivery Center

As a global consultancy, Columbus must be able to service our customers globally as well a locally. 
Our Global Delivery Center makes us able of delivering global service and support and enable us to scale our deliveries very fast. 

We are content with the progress we have made. 

In 2014 our global delivery center delivered 42% more invoicable work compared to 2013. This is 6,400 days of customer work and implementations. 

Our global support offering called ColumbusCare, experienced great progress. In 2014, we gained 68 new ColumbusCare customers and we now have .  

Overall the development in our Global Delivery Center is in line with expectations.

NEXT SLIDE PLEASE


IMPROVE SERVICES PROFIT

Strong improvement in the services
business

5.2% revenue growth in consultancy business.
Chargeable work increased from 53% to 54%.

Customer free work reduced by almost 7,000
hours.

Improved risk & project management, efficiency
and resource allocation.

The average hourly rate has decreased by 6%.

The average number of consultants has increased
by 6%.

2014

2013

Columbus®

Once you /now how...

W Non-chargeble work
W Chargeble work
W Other
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Improve service profit

We continuously focuses on increases quality, customer satisfaction and profitability in our consulting business by improving risk management, project management and resource allocation. 

The consulting revenue grew by 5% which means that we delivered 63,000 more hours to our customers.

The key driver for this increase is the transformation from non-chargeable hours to chargeable hours, which are the hours where we deliver value to our customers. 

In 2014, chargeable hours increased from 53% to 54% of total hours. This means that customer free work, or non-charageable hours, was reduced by almost 7.000 hours. 

Overall our consulting business has become more productive and profitability has increased. Although slightly below our expectations. 
Overall this is  satisfying development and we will continue on that path. 

NEXT SLIDE PLEASE
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I will now hand our the conference to HHT who will take you through the geographical and business segments on slide 15.



WESTERN EUROPE Columbns*

Subscriptions (mDKK) Licenses (mDKK)

mDKK A%
Net Sales 8%
EBITDA 2%
2013 2014 2013 2014
Consultancy 3rd party software
Service Revenue (mMDKK) Subscriptions (mDKK) Licenses (mDKK)
2013 2014 2013 2014 2013 2014
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Thank you Thomas. 

I will start by taking you through western europe. 

The operations in western Europe have delivered progress in both revenues and EBITDA. In western Europe revenue grew by 8% and 
EBITDA increased by 2%. 

Our Consultancy grew by 9%. The increase in revenue is a result of a strong improvement in the number of chargeable hours but also due to hiring of more consultants who generates revenue. The number of consultants primarily increased with our acquisition of Omnica in the UK.  

Western Europe delivered a small decrease in Columbus SW. Subscription grew by 14% and licenses declined by 20%. 

In Norway, we had a large number of consultants leaving due to headhunting from a competitor. This has lead to extra cost in terms of legal fees, recruiting cost and free work when introducing new consultants and completing existing projects. 

So overall a strong performance in Western Europe. So thanks to the teams in western Europe.  

NEXT SLIDE PLEASE
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EASTERN EUROPE

Columbus Software

Subscriptions (mDKK) Licenses (mDKK)

Overview

mDKK A%
Net Sales -12%
EBITDA 5%

2013 2014 2013 2014
Consultancy 3rd party software
Subscriptions (mDKK) Licenses (mDKK)

Service Revenue (mDKK)

2013 2014 2013 2014

2013 2014
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Now to Eastern Europe.

In Eastern Europe revenue declined by 12%. In local currency the decline was significant lower with only 1%. The currency effect is primarily caused by the decline in RUB. 

EBITDA grew by 5% and adjusted for Currency, EBITDA grew by 17%. 

Revenue from our Consultancy grew by 13%. The increase in revenue is a result of more chargeable hours, that increase from 62% - 69%. Which is very satisfactory development. 

(Hourly rates increase in local currency but stayed flat in DKK due to the decline in RUB) 

Overall we saw a slight decline in Columbus SW revenue. However the actual numbers in Eastern Europe is still small.

3rd party product revenue declined significantly. Partly due to the declining RUB but also due to a discontinuation of selling non – strategic SW with very low margins in Russia. This development is in line with our expectations.

So overall good progress in optimizing the consultancy business in Eastern Europe. 

Thanks to the teams in Baltics and Russia . 

NEXT SLIDE PLEASE



NORTH AMERICA Columbns*

Overview

Columbus Software

Subscriptions (mDKK) Licenses (mDKK)
mDKK 2%
Net Sales -18%
EBITDA -92%
2013 2014 2013 2014
Consultancy 3rd party software

i Subscriptions (mDKK) Licenses (mDKK)
Service Revenue (mDKK)

> - u

2013 2014 2013 2014 2013 2014
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Now to North America.

US is normally one of our strong markets. But we did not manage to convert pipeline into revenue in 2014.

The consequence is a drop in Software Sales and chargeable hours.   

We are currently execution a recovery plan in the US that includes a much stronger focus on sales execution and chargeable hours. 

We are confident that the US management team will manage this situation and that the US will gradually improve during 2015 and 2016.

NEXT SLIDE PLEASE


COLUMBUS SOFTWARE (ISV) Columbus-

Increased earnings in Columbus’ software
business

Overview

e 3% increased sale of Columbus Software.

A%
16%
26%

. ) ) . mDKK
* 14% increase in subscriptions. NetSales

« EBITDA increased 26%.

EBITDA

Columbus Software

Subscriptions (mDKK) Licenses (mDKK)

u . -

2013 2014 2013 2014
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Columbus Software.

Total Revenue in our Software business increased by 3% compared to last year.

Subscription which is our recurring revenue increased by 14%. 

EBITDA increased by 26% compared to 2013 and Columbus’ software business now constitutes 44% of group EBITDA. 

Thanks to our software team.  

NEXT SLIDE PLEASE
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So now I will hand back the conference to Thomas Honoré, who will take us through our expectations of 2014 on slide 20



EXPECTATIONS FOR 2015

2015

Group 2013
Revenue (mDKK) 880
EBITDA (mDKK) 72
Extend Industry Leadership 64%
Columbus software (mDKK) 60
Global Delivery Center consultants 69
Improve Service Profits - invoicable work 53%

1.000
90
75%
80
125
55%

Columbus®
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Our expectations for 2015 are in general positive. 

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

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

So despite the challenges in some of our geographies we expect a positive development in 2015.




Columbus-
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QUESTIONS
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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. 
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