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Disclaimer 

The material in this presentation is intended to be general background information on IRESS Limited and its activities, current at the date of the 

presentation. The information is provided in summary form and does not purport to be complete.  It is not intended to be relied upon as advice to 

investors or potential investors and does not consider the individual circumstances of any particular investor. Prior to making a decision in relation to 

IRESS’ securities, products or services, investors or potential investors should consider their own investment objectives, financial situation and needs 

and obtain professional advice.  

  

The material contained in this presentation may include information derived from publicly available sources that have not been independently verified. 

No representation or warranty is made as to the accuracy, completeness or reliability of the information.  

  

This presentation contains forward-looking statements, which may be identified by words such as ‘anticipate’, ‘believe’, ‘estimate’, ‘expect’, intend’, 

‘will’, ‘plan’, ‘may’, ‘could’ and similar expressions. Such forward-looking statements are based on IRESS’ current views and assumptions and involve 

known and unknown risks and uncertainties, many of which are beyond IRESS’ control, and which may cause actual results to differ materially from 

those projected in the forward-looking statements contained in this presentation. These risks and uncertainties could cause actual results, 

performance or events to differ materially from those expressed or implied. Forward-looking statements contained in this presentation are not 

guarantees or representations of future performance and should not be relied upon as such. Readers should not place undue reliance on these 

forward-looking statements, which speak only as of the date of this presentation. IRESS undertakes no obligation to publicly release the result of any 

revisions to these forward-looking statements to reflect events or circumstances after the date of this presentation, subject to applicable disclosure 

requirements. 

  

For further information visit www.iress.com  
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Who is IRESS? 

IRESS is a leading provider of managed solutions and services in capital 

markets, wealth management and lending, for global and institutional 

brands through to retail firms and independent intermediaries. 

 

 
• Publically listed on ASX 

• Fiercely independent service provider 

• Financial services technology focus 

• Strongly profitable with focus on 

recurring revenue 

• Service culture & committed to clients 

• Strong balance sheet 

 

Global scale,  
local relevance 

14 locations 

We employ 

1,350 people 

End users 
12K+ financial markets 
60K+ retail wealth 
1 in 4 UK loans 
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Australian origins. 

International reach. 

United Kingdom 
95% of Top100 wealth mgrs 

65% of advised mortgages & 

25% of all mortgages 

processed 

 

Revenue: 39% of Group 

People: 600 

Singapore 
Leading provider of CFD 

trading platforms 

 

Revenue: 1% of Group 

People: 32 

Canada 
72% of retail and 39% of 

institutional sell-side order 

flow. 

 

Revenue: 5% of Group 

People: 51 

South Africa 
70% sell-side brokers 

80% securities lending 

80% wealth managers 
 

Revenue: 7% of Group 

People: 172 

Australasia 
95% sell-side brokers 

90% of buy-side 

65% of Top100 wealth mgrs 

 

Revenue: 48% of Group 

People: 448 

Strategy based upon 

building leading software 

with quality delivery and 

local support. The 

success of this strategy 

over time has 

underpinned resilient, 

recurring revenue, and 

positions of scale. 

Revenue represents proportion of Information Revenue (AUD) in H1 2014. People numbers reflect actual FTE as at June 2014.  
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Organic and inorganic growth 

FY01 FY02 FY03 FY04 FY05 FY06 FY07 FY08 FY09 FY10 FY11 FY12 FY13 H1 14

Group Operating Revenue  

(AUD m) 

FY02 FY03 FY04 FY05 FY06 FY07 FY08 FY09 FY10 FY11 FY12 FY13 

Acquired 

Reuters  

Beacon 

equity 

software 

solution 
(effective 12/01) 

 

Acquired 

XPLAN 

Technology   

IRESS KTG 

50:50 JV with 

ITG Canada  

Integrate 

Reuters 

network with 

IRESS Order 

Routing 

Network 

 

100% owner 

of IRESS 

Canada 

Holdings 

 

Acquired 

Plantech 

Holdings  

 

 

Acquired 

VisiPlan 

 

 

 

Acquired 

Spotlight 

Interactive in 

South Africa  

Acquired 

TransActive 

Systems 

 

 

Acquired 

Dealer 

Management 

Systems 

Acquired  

FundData 

Acquired 

SENTRYi 

 

Acquired 

Peresys in 

South Africa   

 

 

Commence 

operations in 

UIK 

Acquired 

Avelo FS 

Holdings in 

UK 

Corporate activity 

40.6 49.0 53.7 
62.6 

74.2 
93.7 

134.5 

163.8 169.5 
179.8 

204.5 206.7 

250.6 

170.2 
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2005 2007 2009 2011 2013

H1 H2

39.2 

28.6 

34.0 

45.3 

63.4 

70.8 
75.6 

54.7 

61.5 61.2 

Financial performance 

Total Info Revenue represents Subscription Revenue and Other Info Revenue, and excludes revenues on recoveries for services such as news, market data costs, and provision of client communication networks. 

2005 2007 2009 2011 2013

H1 H2

16.0 
17.6 

20.5 

25.4 

30.2 
33.2 

40.5 

37.1 37.1 38.0 

Strong Regular Cashflow 
(AUD m) 

Dividend History 
(CPU adj) 

55.2 

71.4 

106.9 

131.4 
136.4 144.9 

166.9 170.1 

216.0 

152.9 

2005 2006 2007 2008 2009 2010 2011 2012 2013 H1
2014

AU FM AU WM CAN RSA UK WM UK ENT OTHER

Total Information Revenue 
(AUD m) 

Total Segment Profit 
(AUD m) 

36.3 

44.4 

61.1 

76.5 
82.6 

86.1 
89.1 83.4 88.3 

59.3 

2005 2006 2007 2008 2009 2010 2011 2012 2013 H1
2014

AU FM AU WM CAN RSA UK WM UK ENT OTHER
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2014 H1 financial results 

Full period contribution 

of UK acquisition 

• Group Revenue up 17.2% on H2 

13, up 61.5% PCP 

• Group Segment Profit up 25.6% 

on H2 13, up 44.9% PCP 

 

Resilient result for 

ex-UK business 

• Excluding contribution from UK , 

Group Revenue up 1.0% and 

Segment Profit up 1.9% on H2 13 

• Australasian Revenue up 1.7% on 

H2 13, up 6.3% PCP 

• Australasian Segment Profit up 

2.0% on H2 13, up 8.0% PCP 

 

 

Interim dividend increase 

of 18.5%, reflecting 

earnings increase 

• Underlying Group profit $38.2m 

(H2 13: $30.0m) 

• Reported Group profit $30.1m (H2 

13: $6.42m) 

• Interim dividend of 16c, 40% 

franked (2013 Final dividend: 

24.5c 80% franked) 

• Non-recurring tax credits during 

2014 impact available franking in 

2014-15. Current geographic 

business mix indicates normalised 

franking of around 60%. 
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Segment profit margins 

• Scaled Australasian position continuing to present opportunities for integrated product suite 

• Wealth Management demonstrating leveraged growth 

• AUD cost allocations impacting comparable margins in Canada and South Africa 

 

% Operating Revenue 
2012 

H2 

2013 

H1 

2013 

H2 

2014 

H1 

AU FM (AUD) 50.0% 47.5% 48.8% 46.9% 

AU WM (AUD) 42.3% 44.2% 43.9% 47.4% 

AU (AUD) 47.4% 46.3% 46.9% 47.1% 

CAN (CAD) 27.8% 25.0% 28.5% 30.1% 

RSA (ZAR) 29.1% 31.7% 27.3% 25.6% 

UK WM (GBP)     12.6% 21.4% 

UK ENT (GBP)     4.5% 28.5% 
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Transformed IRESS group 

Diversify 
Strategy to diversify earnings 

with scale positions 

Geographic reach 

Australian origins with continued 

strength, supports broadening 

geographic reach 

Balance 
Business and geographic mix 

now provide material 

contribution from outside 

Australia 

UK  integration 

Continued progress with UK 

strategy following successful 

integration 

Opportunities 
Integrated IRESS product suite has proven 

highly competitive. In the UK, combination of 

product strength, regulatory trends and 

technology demand, with delivery scale, offers 

attractive growth opportunities in medium term 

.  

Growth 

Significant regional UK/EU 

platform for broader growth 

opportunities 
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United Kingdom 

Differentiating competitive characteristics for IRESS wealth tech in UK and region 

Regulatory change (RDR) creating dislocation and stimulating structural 

response : 

• Post-RDR impact - bank-based advice withdrawn, total advisers down  

but well below expectations 

• Advice re-entry expected in time, and already evident with restricted  

models  

• Consolidation a major theme for boutiques and long IFA tail 

• Cessation of trail commissions still to occur 2016 

2014 budget impact net positive for advice and technology opportunities: 

• Short-term impact sees annuity sales in June -43.8% PCP, at same time as 

advised accumulated rollovers at highest level in two years and increased 

annuity rates (‘IRESS At Retirement Report 2014’) 

• Deferred discretionary spend by annuity providers while focus shifts to  

product and proposition response 

• Long term demographics continue to support need for guaranteed income, 

consistent globally 

• Regulated At Retirement advice obligations will need technological enablement 

• Technology, independence, and 

scale are differentiating competitive 

characteristics 

• Positive response from UK client 

base, with proactive demand. 

Competitive response focussed on 

short-term pricing. 

• Opportunity to address retail 

investment management and 

advice efficiencies through systems 

consolidation, integration, and 

adoption, enabled via integrated 

IRESS product suite (PWM).  

• Low software saturation in UK 

compared with AUS - adding to 

opportunity from low base.  
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United Kingdom 

IRESS plays leading role in UK lending market 

• Mortgage Sales & Originations (MSO) is an 

end-to-end, multi-channel mortgage platform 

for lenders - 25% of all UK mortgages are 

transacted through MSO.  

• IRESS Trigold mortgage sourcing used by 

15,000+ intermediaries - 65% of all 

intermediated mortgages are sourced through 

Trigold. 

• Interaction of regulatory change and 

mortgage volume growth compound need for 

technology to maintain service levels and 

cost to income.  

• MMR effective April 2014. EU Mortgage 

Credit Directive effective 3/2016 - potentially 

overlapping and conflicting.  

Key findings of ‘IRESS Mortgage Efficiency Survey 2014’ show 

significant changes and opportunity : 

• On average 44% of offers in 2014 are issued in less than 14 days, 

much lower than 2013 average of 56% 

• 56% of all mortgage sales are intermediated (51% for banks, 63% 

for building societies); with branch sales representing below 25%, 

telephony channel just under 15%, and online direct just under 5% 

• Offers progressing to completion highest for intermediaries and 

telephony sales at over 80% 

• Branch sales per employee +17%, but telephony sales per 

employee -57% from 2013 and -43% from 2012  
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Multiple sources of 

dislocation tension 
• Increasing regulation 

led by established 

markets, emerging 

markets expected 

to follow 

• Increasing margin 

pressure  

• Established low growth 

markets exploring 

opportunities in 

emerging markets 

• Continued search for 

workable, profitable, 

scalable advice 

and distribution model  

• Product sales and 

independent advice 

under pressure 

• Increasing 

sophistication of the 

buy-side  

• Increasing cross border 

collaboration  

• Increasing information 

security requirements 

Client  

demand  
 

Competitive 

tension & new 

entrants 

Industry & 

regulatory 

Digital 

disruption 

Global 
wealth 

• Growth in AUM 

estimated to be US$101 

trillion by 2020* 

• Increased investment 

choice from defined 

contribution 

• Established wealth 

markets moving 

into decumulation  

• Demand for value and 

fee transparency 

• Institutional clients 

becoming increasingly 

international  

• Increasing 

technological 

sophistication and 

appetite, varies from 

region to region  

• HNWI investors 

interested in more asset 

classes and international  

• Increased demand for 

transparency and real-

time access 

* Reference: PWC Asset Management 2020: A brave new world (2014) 
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Unique opportunity 

for IRESS suite  

CAPITAL MARKETS 

• Institutional brokers 
• Asset managers   • Retail brokers 

 

 

WEALTH MANAGEMENT 

• Private wealth managers 
• Discretionary managers   • Financial planners 

 

 

Increased regulation & transparency  

Reduced margins and increasing pressure 

Industry consolidation 

Sophistication of buy side    

 

 

Increasing need for advice  

Consumer protection focus 

Polarisation of advice providers: 
owned vs. truly independent  

Increasing  focus on scalable advice  

Traditional transactional revenue under pressure 

Institutional client needs changing 

Retail brokers particularly exposed due to scale 
and seeking higher value revenue 

Increased need for efficient advice and service,  
and end-client engagement capabilities 

Imperative need for integrated compliance solutions  

Increased demand for portfolio tools and direct execution 

INCREASING REGULATORY SCRUTINY GLOBALLY  

The global wealth market continues to grow 

Global AUM predicted to reach US$101 trillion by 2020* 

INDUSTRY 

IMPACT  

CLIENT  

IMPACT 

CLIENT 

SEGMENTS 

* Reference: PWC Asset Management 2020: A brave new world (2014) 
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IRESS product suite - overview 

Financial Markets Wealth Management Enterprise (Lending) 

Market data and trading software including 

order and execution management services, 

smart order routing, FIX services, portfolio 

management, securities lending, analytics 

tools and connectivity.  

Integrated wealth management platform 

offering client management, business 

automation, portfolio management, 

research  and financial planning tools.  

Multi-channel mortgage sales and 

origination platform including intermediary 

workflow and client interface lending 

automation and processing. 

 

Sell-side and buy-side institutions, retail 

advisory and online brokers, platforms 

Institutional and independent advisory, 

wealth managers, mortgage intermediaries 

Mortgage providers, intermediaries  

95+% recurring subscription revenue 

 

Segment Profit*: 48% of Group 

95+% recurring subscription revenue 

 

Segment Profit*: 41% of Group 

 

 

Maintenance and customisation services 

revenue, and enterprise license fees.  

Segment Profit*: 11% of Group 

Products 

Client segments 

Financials 

PWM 

Integrated software platform offering market data, order management, portfolio 

management, compliance, CRM, broad wealth management capabilities. 

Client segments 

Offering 

Private bank/office, retail stockbroking/advisory,  

discretionary retail fund managers, integrated wealth managers 

Numerous areas of 

cross-over and many 

clients who subscribe 

to services across 

IRESS’ segments 

* Segment Profit represents proportion of Segment Profit (AUD) in H1 2014. 
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IRESS group outlook 

• Trading into early H2 2014 for the group has commenced with positive activity 

• Software implementation projects in retail segments continuing across all regions 

• Key contributions to 2014 financial result: 

• Strong growth in Australian Wealth Management 

• Annualised impact of cost increases against resilient yet flat revenue 

• Full year contribution of UK acquisition 

• IRESS’ Enterprise business is a source of high growth potential but is also more difficult to predict 

with contribution between halves expected to be noisy. At this stage, contribution in the second half 

is not expected to be significant. 

• Assuming foreign exchange at constant levels, Segment Profit in 2014 is expected to exceed 2013 by 

between 20 and 25%. 

• Successful business integration in the UK has established a set of strategic and operational activities 

as well as a significant regional platform for new and broader growth opportunities over time. 
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AUSTRALIA NEW ZEALAND ASIA 

Melbourne | +61 3 9018 5800  Auckland | +64 9 300 5571 Hong Kong | +852 3965 3341 

Sydney | +61 2 8273 7000 Wellington | +64 4 462 6850 Singapore | +65 6672 6288 

Perth | +61 8 6211 5900 

Brisbane | +61 7 3011 4700 

Adelaide | +61 3 9018 5800 

CANADA SOUTH AFRICA UNITED KINGDOM 

Toronto | +41 6 907 9200 Johannesburg | +27 11 492 1111 Warwick | +44 845 068 1000 

Durban | +27 31 492 0400 Cheltenham | +44 330 440 4500 

Cape Town | +27 21 657 8800 Cirencester | +44 128 585 2200 

London | +44 203 397 4580 

T: +61 3 9018 5800 

awalsh@iress.com 

Andrew Walsh 


