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Summary

*Enterprise client profiles are c. $1Bn+ in size and often multinational businesses. This includes government backed Public Sector
*Backlog is the value of signed and committed contracts not yet delivered; or future net revenue secured as a client win.  
*Pipeline is the value of the qualified sales funnel
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Near-term revenue 
impacted by velocity of 
pipeline and slowing new 
business 

● New business shortfall

● Enterprise* caution 
(reduced spend)

● Client churn, primarily 
from non-enterprise 
clients

● H1 performance and 
changed H2 assumptions 
drove revised outlook

The business reacts and 
responds

● Margins protected

● £3m Opex restructure 
(annualised)

● Acceleration of 
high-margin nearshore 
delivery (9% to 34% of 
delivery headcount 
year-on-year)

● Key wins in Public Sector 
(£14m) and Automotive 
($9m) to ramp in H2

Foundations for scale 
strengthened

● Track record of 
double-digit CAGR

● Record £124m backlog* 
and strong £166m 
pipeline*

● 90% of revenue from 
blue-chip Enterprise 
client portfolio

● Long-term demand for 
DX services to remain 
strong
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Fortune 500 digital 
bank and payments 
company

Fortune 200 
foodservice 
distributor

World's largest 
coffeehouse chain

Fortune 1000 pipeline 
transportation 
company

American aerospace 
manufacturer

Fortune 50 food, 
snack, and beverage 
corporation 

One of the largest 
home retailers in 
the world

Global apparel and 
footwear company

Fortune 100 global 
investment bank

Fortune 50 
American automobile 
manufacturer 

Kin + Carta has a world class, 
Enterprise grade client list

Multinational 
information 
technology company

Chart represents Top-20 clients. Where usage of brand logos is forbidden by legal agreement, representative icons and descriptions are featured. 
Southwire is a Registered Trademark of Southwire Company. 

90% of total net revenue is derived from 
Enterprise clients.

Fortune 500 
agriculture chemical 
and seed company
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The consistent high quality of 
Kin + Carta’s delivery teams in the 
UK and Southeast Europe make 
them a valuable strategic partner.

Ruth Wooderson
Head of Fraud and Financial Support

Santander UK

Kin + Carta has been an important 
long-term digital partner for Lexus 
and Toyota working on business 
critical products and services. We 
continue to rely on their expertise 
and data-led mindset as we evolve 
to meet the complex changing 
needs of our business and our 
industry.

Emma Johnson
Digital Experience Director

Toyota Motor Europe

Kin + Carta's speed to value and 
high-quality delivery makes them 
an important strategic partner for 
Syngenta. Kin + Carta quickly 
ramped up teams and brought us 
from product conception to 
production features deployed in a 
few months. We have leveraged 
their nearshore technical teams 
across design, development, and 
quality assurance as Kin + Carta 
played a critical role in our 
success this year.

Prateek Bakshi
Global Head of IT

Syngenta 
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Operational 
Results
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Client Caution

● Elongated sales cycles and 
slower revenue ramp-ups

● Cautionary spend, including 
clients signing smaller 
incremental deals

● Tech scale-ups faced lost 
investment and reduced 
buying power

Market Shifts

● Enterprise businesses seize 
the opportunity to 
fast-track reorganisation 
and restructuring

● Global cloud technology 
partners navigate layoffs 
and increase Data & AI 
investment

Europe 

● Challenging UK economy 
abruptly impacted business

● Wins in the resilient UK Public 
Sector increase

● Data-led Intelligent Experiences 
proposition in partnership with 
Google drives Retail pipeline

● Europe net revenue grew 2% to 
£27.6m; like-for-like* declined 
16%

● Nearshore execution improves 
margin but reduces organic 
revenue by c. 3%

Americas

● Americas growth tempered by a 
slowing global economy

● New business wins slowed, 
existing clients spent more

● Anchor financial services client 
increased spend

● Americas net revenue grew 22% 
to £71.1m; like-for-like* declined 
1%

● Nearshore execution improves 
margin but reduces organic 
revenue by c. 3%

Pipeline and Backlog velocity slowed, widespread client caution limited new business and 
some clients stopped spend.

Meanwhile, spend levels of Enterprise Top-20 clients increased during the 
period as they put their ongoing trust in Kin + Carta

*Like-for-like: The impact of retranslating H1 FY22 results at the H1 FY23 average exchange rates and excluding the impact of prior period acquisitions.

Understanding H1 |
Market headwinds changed 
client behaviours 
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Understanding H1 | The growth environment changed quickly

Revised outlook considered H1 and 
H2 assumptions around new 

business and pipeline velocity 

H1 Net Revenue Reduction

Changes in buyer behaviour 
can be attributed to three 
impacts, each representing 
approximately a third of H1 
revenue shortfall:

● New business shortfall

● Enterprise caution (reduced 
spend)

● Client churn, primarily from 
non-Enterprise clients 
(stopped spend)

Net Revenue by Quarter FY21 to FY23

(£10m)
Vs. Q1

what when why

Pace of Change

H1 changed rapidly:

● Q1 was in-line with our 
expectations

● Q2 declined quickly as 
client behaviours evolved 
with elongated sales 
cycles and slower new 
business velocity
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Understanding H1 | The business adapts and responds 

Improved Cost Structure

● Opex reduction saved £3m 
annualised 

● Acceleration of high-margin 
nearshore delivery resource 
from 9% to 34% YoY in LatAm 
and Southeast Europe

● Nearshore prioritises margin 
enhancing delivery and long 
term client engagement, but at 
a lower price point which 
reduced organic growth rates 
by c. 3% in H1

● Restructuring of domestic 
US/UK resources to further 
drive nearshore adoption

Pricing Power

● Continued pricing power with 
rate increases negotiated with 
50% of the client portfolio, 
averaging c. 5%

● Focus on high-demand 
capabilities like Data & AI 
increase pricing leverage

Focus on Growth

● Going-to-market and 
organising around industry 
sectors 

● Enabling notable momentum in 
UK Public Sector, Retail with 
Google, and data services in 
automotive

● Strengthened portfolio mix: 
90% of H1 net revenue came 
from a client portfolio of $1Bn+ 
Enterprise profiles

High Value Data & AI 

● Data & AI is one of the fastest 
growing and highest demand 
market segments

● The market has a shortage of 
high-quality end-to-end Data 
& AI capabilities

● Kin + Carta high-value, 
high-demand Data & AI 
capabilities are scaling

● Increasing data-focused 
go-to-market 



HALF YEAR RESULTS FY23

11

H2 | New business wins and long-term demand 

H2 Growth vs. H1 H2 Dynamics Market

● H2 typically performs stronger 
than H1 

● We expect sequential net 
revenue growth in H2 driven 
primarily by organic growth

● Macro headwinds remain - smaller 
deal sizes and elongated sales 
cycles

● Record backlog and strong pipeline

● 20+ new Enterprise logos:

○ Client caution has driven smaller 
initial deals

○ Slower ramp-up times reduce 
revenue velocity

● Larger multi-year Enterprise 
contracts starting in H2, including:

○ £14M UK Public Sector contract, a 
record Europe deal

○ $9M US Automotive Data Centre 
of Excellence

● Technology investment remains 
core to client strategies

● Long-term demand for digital is 
set to remain strong

● Investment ahead of the curve in 
high-growth capabilities like Data 
& AI set to serve increasing 
market demand

● Proven track record of scaling 
new wins into valuable long-term 
programmes
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Financial 
Results
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Backlog profile and predictability to future 
revenue (£M)

H2 Backlog provides more than 70% coverage of H2 net 
revenue forecast - more than at the same time LY. 

Backlog + Pipeline form the basis for the forecast. 

13

Pipeline and Backlog visibility 
to H2 and longer term 

Record backlog of orders and strong 
Pipeline of demand higher than LY

H2 Visibility - Backlog coverage of net revenue 
forecast is stronger than LY

Long term deals increase revenue 
visibility; reflected in backlog timing

65%

C. 70%

Backlog coverage of H2 net revenue forecast
Excludes Melon

£124m backlog timing

Excludes Melon

Excludes Melon

Backlog is durable, with rare cancellations and H1 
continued this trend with reversals of c. £3m (2%)
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NET REVENUE BY 
REGION

Net Revenue 
Highlights

● Net revenue from Continuing Operations 
£98.7m; +15% vs. LY, -6% like-for-like*

○ Americas +22% to £71.1m (-1% 
like-for-like*). Higher margin 
nearshore execution drags organic 
revenue down by c.3%

○ Europe +2% to £27.6m (-16% 
like-for-like*). Higher margin 
nearshore execution drags organic 
revenue down by c.3%

● Strong demand heading into H2, with a 
sales pipeline of £166m, up 45% 
year-on-year and record order backlog of 
£124m, up 17% vs. LY 

● Over 5% average price increase; new client 
rates are well above legacy average 

14

NET REVENUE 
BY HALF

Employees across 
3 continents

LY (68%)

LY (32%)

*Like-for-like: The impact of retranslating H1 FY22 results at the H1 FY23 average 
exchange rates and excluding the impact of prior period acquisitions

NET REVENUE BY 
SECTOR

2,000

11%

12%

4%

24%

34%

7%

6%
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78%

16% 6%

NUMBER OF 
CLIENTS GENERATING > £1M REVENUE

CLIENT LONGEVITY
41 of top 50 clients have been with us for 2+ years

H1 NET REVENUE PREDICTABILITY (%)
Most revenue comes from existing clients

Net Revenue predictability and resilience 

Top 50 clients represent 90% of total revenue.
Almost all of this revenue is derived from Enterprise 
clients.

Net revenue derived from various client tenures. 
Excludes net revenue from acquisitions
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Net revenue from continuing operations1 of 
£98.7m; +15% for the year, -6% on a like-for-like 
basis2

Adjusted operating profit from continuing 
operations1 of £7.5m (£7.3m: HY22)

Adjusted operating margin of 7.6% (8.5%: HY22)

Adjusted profit before tax up 3% on HY22

Adjusted basic EPS down 1.6% to 3.06p

16

Income
Statement

Income Statement £M HY23 HY22 % Change
Like-for- 

like 
decline

Net revenue 98.7 85.6 15% (6%)

Adjusted operating profit 7.5 7.3 3% (41%)

Adjusted operating profit % 7.6% 8.5%

Adjusted profit before tax 6.5 6.3 3%

Adjusting items - acquisition related (12.2) (7.4)

Adjusting items - other (10.0) (2.4)

Statutory operating loss (14.7) (2.6)

Adjusted basic earning per share 3.06p 3.11p (1.6%)

Adjusting items include:

● Acquisition costs of £12.0m

● Share-based payments of £2.5m

● Restructuring costs of £1.8m

● Client disputes and settlement costs of £4.9m

● Defined Benefit Pension Scheme costs of £1.0m

● Approx £7-8m credit for a lease modification is pending and will be included FY adjusted items

1 All Consolidated Income Statement measures reflect the results 
from continuing operations. Discontinued operations in six months 
to January 2022 include the results of three businesses, Incite, Edit 
and Relish, which were divested in the period. Refer to note 4 of the 
Interim Financial Statements for details of the discontinued 
operations

2 The impact of retranslating H1 FY22 results at the H1 FY23 average 
exchange rates and excluding the impact of prior period 
acquisitions.
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Balance
Sheet

Net assets decreased by £40.7m versus FY22, 
driven by:
● An actuarial loss, net of tax, on the Pension 

Scheme surplus of £20.0m 
● The net loss after tax of £12.5m
● £8.4m of share repurchases by the Employee 

Benefit Trust to satisfy future vesting of 
share-based compensation

Net debt-bank covenant basis -                     
£11.8m (FY22: £0.2m)

Leverage ratio on a bank covenant basis -              
0.48X (FY22: 0.01X)  

Deferred Consideration - See full schedule in 
Appendix. Expecting cash payments of c. £12m related 
to Cascade/Spire/Loop/Melon acquisitions in H2

Pension surplus
● Accounting surplus decreased to £13.9m
● Fully hedged against interest and inflation rate risk

1   IFRS 16 right-of-use asset related to the lease liability is included in fixed assets. 
2  Before bank covenant adjustments
3  Working capital includes £3.7m (FY22: £5.2m) of deferred income

Balance sheet £M HY23 FY22

Assets

Fixed assets 14.2 14.7

Goodwill and intangibles 93.4 97.4

Pension 13.9 38.7

Trade and other receivables 33.2 45.4

Other assets 10.5 7.7

Liabilities

Lease liabilities¹ 11.7 12.9

Contingent consideration 14.1 9.1

Net debt² 11.9 0.5

Trade and other payables 24.5 33.0

Other liabilities 18.7 23.5

Net assets 84.3 125.0

Working capital³ 5.1 7.3
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Cash Flow
£9.7m adjusted EBITDA:
Operating profit of £7.5m, add back £2.2m depreciation

1 Purchase of own shares by the Employee Benefit Trust (£8.4m) to satisfy employee share awards, net of £0.1m proceeds from the issue of shares to satisfy shares options exercised 
under the SAYE scheme.



HALF YEAR RESULTS FY23

Solid long-term 
growth foundation

Enterprise client base 
growing

19

Financial
Summary

Strong balance 
sheet

Net debt < 0.5x adjusted 
EBITDA

Improved cost 
structure

Higher margin nearshore 
delivery and reduced 
Opex baseline provide an 
efficient base for 
profitable growth
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Foundation for
Scale
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Long-Term 
Drivers for 
Success

Double-Digit
Net Revenue CAGR 

R I G H T   G R O W T H   H I S T O R Y

Enterprise
Client Profiles

R I G H T  C L I E N T S

High demand
Data & AI

R I G H T   C A P A B I L I T Y

Margin Enhancing 
Nearshore Acceleration

R I G H T   D E L I V E R Y

Attracting, Training, 
and Retaining Talent

R I G H T   C U L T U R E

Kin + Carta has grown organically at 21% 
CAGR from 2017 through to end of FY22, 
and is expected to show a 17% CAGR 
inclusive of the reduced FY23 outlook.

Both figures exclude the impact of exiting non-digital 
transformation business in Europe between FY17-19.

90% of Kin + Carta total net revenue 
stems from blue-chip Enterprise clients.

48% Increase in Data & AI net revenue 
from Top-20 clients year-on-year. 
£25 million Data & AI pipeline.

High quality nearshore delivery resource in 
Latin America and South Eastern Europe 
increases from 9% to 34% of total delivery 
headcount year-on-year, in-line with 
demand.

Awarded ‘Great place to work’ in US, UK 
and Greece, including ‘Best for wellbeing’. 
Chicago Tribune ‘Best place to work’, 
BuiltIn ‘Best places to work’, and B Lab 
‘Best for the world’ in governance all 
awarded during the period.
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Outlook

Organic growth and 
profitability are expected to 
improve in H2, but we are 
mindful of the macroeconomic 
challenges that continue to 
evolve 
 

22

● Net revenue growth 8-12%

● Adjusted operating profit margin from 
continuing operations in line with the prior 
year of 11-12%

● 12-13% adjusted EBITDA margin 

● Organic growth and profitability expected to 
improve in H2 vs. H1

● 15%+ net revenue CAGR remains 

● Operating margin expected to improve with 
net revenue growth

● Adjusted EBITDA margins expected to reach 
the mid to high teens

● We continue to pursue additional M&A 
opportunities 

Adj OP/EBITDA Margin % FY22

OP 9.9%

Share based pmts 1.8%

OP excl SBP 11.7%

Dep'n /Amort'n 2.2%

EBITDA excl. SBP 13.9%

FY23 Medium term guidance 
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Summary

23

What has changed?

● H1 disappointing

● Recent macroeconomic 
headwinds impacting 
client behaviors

● Improved cost structure 
and reduced Opex base

● Accelerated margin 
enhancing nearshore 
delivery capacity 

● 20+ new client wins

What has not changed?

● Our ambitions

● Long history of double-digit 
CAGR… our growth 
trajectory remains

● Blue-chip client base with 
long trusted relationships

● High quality technical 
engineering with a strong 
culture

● Long-term demand for 
software and digital 
transformation services

Where are we going?

● We’re building a 
long-term profitable 
consultancy, operating at 
a higher standard as a B 
Corp

● Scaling as global 
consultancy built on 
Enterprise clients 
delivered with the right 
capabilities from the 
right locations

● Execution of CEO agenda



PROPRIETARY AND CONFIDENTIAL

HALF YEAR RESULTS FY23

Q&A



Thanks

Chris Kutsor
Chief Financial Officer
Chief Operating Officer

Contact: investors@kinandcarta.com

Kelly Manthey 
Chief Executive Officer
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Appendix
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Why we exist What we do How we grow

Kin + Carta is a pure-play digital transformation consultancy 

We exist to 
build a world 
that works 
better for 
everyone

Services Sectors Partners Territories

Business-critical 
technology and 
data solutions 
for Enterprise 
clients

Services

Data & AI
Experience & Product
Cloud & Platforms
Strategy & Innovation 
Managed Services

Sectors

Financial Services
Public Sector
Retail & Distribution
Agriculture
Manufacturing

Partners

Google
Microsoft
Amazon
Contentful
CommerceTools

Double-digit net revenue 
CAGR since 2017 
(Organic, constant currency.) 

Medium term guidance of 
15%+ CAGR remains
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Global Systems 
Integrators

Boutique 
Specialists

Digital Native 
Consultancies

Agility

The legacy IT Services incumbents can be 
slow-moving, hard for clients to navigate, and 
carry the weight of broad, legacy service 
offerings. 

Why Kin + Carta?

● Easier to navigate and incentivised to 
connect, not to isolate.

● Not restricted by internal structures and 
competing P&Ls.

Scale

The breadth and depth of our connected 
capabilities and scale of our global resource 
allow us to make sustainable change over 
isolated impact.

Why Kin + Carta?

● Small enough to pivot quickly to changing 
market needs.

● Large enough to take-on our clients biggest 
challenges.

Purpose + Proximity

While many of our clients fastrack from sales to 
low-cost offshore delivery, our global workforce 
make-up puts our purpose-led specialists closer 
to our clients.

Why Kin + Carta?

● Social responsibility as a talent differentiator.

● High-end domestic engineers and 
transformation consultants couple coaching 
with delivery.

● Cost-effective nearshore delivery for BAU 
workstreams.

Why we win



Record UK Contract
UK Gov. Planning Inspectorate

Problem

Delivering accessible key features 
and outcomes that will reduce the 
time it takes to process appeals 
and applications by streamlining 
the process and eliminating 
errors, improving client 
engagement and satisfaction.

Solution 

Public Sector - UK 
Government Planning 
Inspectorate (PINS).

Industry

Build and optimise core 
services for citizen appeals 
and large infrastructure 
applications in England and 
Wales. 

£14 million contract over 2 years

(Microsoft)
PARTNER

SERVICE LINE
(Data & AI)

(Cloud & Platforms)
(Strategy & Innovation)

(Products & 
Experiences)

SECTOR
(Public Sector)

Multidisciplinary
Team



(Microsoft)
PARTNER

SECTOR
(Transportation)

Centre of 
Excellence

New win 
Automotive Data Centre of Excellence

Problem

Data Centre of Excellence (CoE) 
focused on data foundations, 
governance, a centralised data 
store, and Kin + Carta’s 
differentiating approach to Data 
as a Product.

Solution 

Largest multinational 
automotive manufacturer in 
the United States.

Industry

Transition from a 
manufacturing mindset to 
one that’s more aligned with 
Digital Product Innovation.

$9 million contract over 3 years

SERVICE LINE
(Data & AI)
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Double-Digit
Net Revenue CAGR 

R I G H T   G R O W T H   H I S T O R Y

Note: Page presentes continuing operations and excludes all divested business’ net revenue.

2017

Growth 
Double-digit 

CAGR 

2023

Growth 
Double-digit 

CAGR 

Track Record Current Industry

Kin + Carta has grown organic 
net revenue at a double-digit 
CAGR since 2017, following the 
acquisition of the businesses 
that now comprise Kin + Carta.

Since 2017, Kin + Carta has 
grown organically at 21% CAGR 
through to end of FY22, and is 
expected to show a 17% CAGR 
inclusive of the reduced FY23 
outlook.

Both figures exclude the impact of 
exiting non-digital-transformation 
business in Europe between 
FY17-19.

The business has delivered, 
and is structured to scale at 
double-digit CAGR in line with 
the digital transformation 
industry.
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Enterprise
Client Profiles

R I G H T   C L I E N T S

% of Enterprise Net Revenue in All, Top 50 and Top 20 Client Portfolios

Strengthened Revenue Target Profile

Focus on key verticals and 
high-demand capabilities 
delivered nearshore is building 
strategic account growth and is 
the basis for new enterprise 
wins and is driving a more 
resilient client portfolio

93% of net revenue from the 
Company’s top 50 clients is 
earned from strategic 
enterprise client profiles.

$1 billion+ revenue global 
enterprise clients or 
government backed public 
sector.

Focusing on financial services, 
public sector, retail and 
distribution, agriculture and 
manufacturing.

90% of total net revenue comes from Enterprise clients. Top 20 and Top 50 client revenue is almost entirely driven by 
Enterprise clients
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High demand
Data & AI

D
at

a 
C

oE
 &

 E
na

b
le

m
en

t  AI & Machine Learning

 Data Products

 Analytics & Insights

 Data Foundations & Governance

2020

Acquire 
Cascade Data 

Labs

2021

Launch 
Kin + Carta 
Data Labs

2022

Acquire 
Octain Responsible 

AI Platform

2023

Win 
US Automotive 

Data CoE

R I G H T   C A P A B I L I T Y

Market Proposition

A shortage of high quality 
end-to-end data capabilities is 
driving high demand.

Kin + Carta offers enterprise 
clients full-service data 
capabilities from critical data 
foundations through to 
differentiating intelligent 
experiences.

Partnering with Microsoft and 
Google, we build repeatable, 
high-value data solutions and 
enable our clients to establish 
high-performance data 
organisations within their 
businesses.

Leadership

Clients are looking for direction, 
execution and speed-to-value 
in their data transformations.

Pipeline

£25m Pipeline (£14m prior year). 
48% Increase in Data & AI net 
revenue from Top-20 clients 
year-on-year. 
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Margin Enhancing 
Nearshore Acceleration

We have been leveraging Kin + Carta’s 
Latin America-based consulting teams 
since 2018.  We have been continually 
impressed by the outcomes they have 
delivered while maintaining high quality 
for our mission critical online ordering 
platform. Kin + Carta’s nearshore 
offering has strengthened our 
partnership over the years and we are 
looking forward to a continued long 
term partnership.

Adam Niemur
Director of Digital Experience

Gordon Food Services

2014

Open 
Solstice 

Buenos Aires

2022

Acquire 
Melon Group 

Bulgaria

Open 
Colombia

2023

Grow 
Nearshore Delivery 

Resource from 
9-34% YoY

Open 
Shared Service 
Centre Bulgaria

R I G H T   D E L I V E R Y

Nearshore delivery 
enhances long term 
client retention and 
improves gross 
margins, but at a 
lower price point. 

H2 growth will have 
a drag of 3-5% due 
to nearshore 
execution.

Market Southeast Europe

High quality, efficiently priced 
nearshore delivery is in 
increasing demand.

Following the May 2022 
acquisition of Melon Group, 
which is now fully integrated 
into the European region, 
delivering UK projects and 
winning standalone work. 350 
staff.

Margin Efficient

Lower cost resources created 
high gross margin efficiency for 
delivery and shared-services 
resource.

Blended Teams

High-touch onshore leadership 
closest to clients with high 
quality nearshore delivery.

Latin America

Buenos Aires and Colombia 
continue to be built 
organically in LatAm, serving 
Americas delivery and 
shared-service needs. 300 
staff.



HALF YEAR RESULTS FY23

Colombia

Argentina

Chicago

Greece
Bulgaria
North Macedonia
Kosovo

New York

Denver

Portland

London
Manchester
Liverpool
Edinburgh

Netherlands

Onshore
High-touch sales, 
consultancy & 
domestic delivery

Nearshore
Scalable, margin-efficient, 
high-quality delivery

Nearshore 

Onshore 

Europe
650 FTE Onshore

350 FTE Nearshore

60%+ Engineers

Americas
700 FTE Onshore

300 FTE Nearshore

70%+ Engineers

Kelly

2,000 Kin across three continents, distributed 
delivery models and efficient pricing
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Recruiting, Developing 
and Retaining
Talent

R I G H T   C U L T U R E

US UK GREECE

Attraction

Employee 
Value 

Proposition

Onboarding

The
 Kin + Carta Way

Development

Personal and 
professional 

Progression

Enhanced 
career paths

De-Risking Supply Best Place to Work

Our approach to purpose-led, 
IDEA enriched talent 
development is a proven winner 
in the talent market and an 
enabler of rapid scaling

We have reimagined employee 
experience for hybrid working, 
rolling out a comprehensive 
employee value proposition and 
achieving Best Place to Work 
recognition across our regions 
and territories

Career Progression

We are investors in our talent. 
Our operating model ensures 
continuous learning and 
development for enhanced 
career paths
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Inorganic
Growth

R I G H T   M & A
2019

Acquire 
Spire Digital

2020

Acquire 
Cascade Data Labs

2022

Acquire 
Melon Group

Acquire 
Loop Integration

Acquire 
Octain AI

Track record of M&A Effectiveness: 

Spire Digital
Provide leadership in US West 
territory, and new Americas Region 
CEO, Adam Hasemeyer

Cascade Data Labs
Leading high value data capability 
and global data strategy

Loop Integration
Driving growing commerce service 
line and proposition

Melon Group
Double-digit growth, key Europe 
margin-enhancing nearshore 
delivery and shared services

Near term focus will target bolt-on size targets 
with nearshore delivery and data capability

Territory Expansion Capability Tuck-In/Bolt-On

Midsize nearshore and offshore 
regional acquisitions focused in 
technology, data, experience or 
near/offshore delivery.

Target size of £15m-£50m net revenue 
with accretive EBITDA valuations.

Smaller acquisitions focused 
on a capability, partnership or 
sector.

Target size of £10m-£20m net 
revenue that can accelerate growth 
through cross-sell.

Transformative Scale

Larger strategic acquisitions 
that introduce new large scale 
capabilities or geographic 
reach.

Target size of £100m+ net revenue 
offering step-change in profit and 
multiple. 
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Americas’ organic net revenue at constant currency declined by 
1%, reflecting macroeconomic weakness that caused client 
spending caution and elongated sales cycles noted across the 
industry. Adjusted operating margin declined from 14.5% to 13.0% 
with a slightly lower gross margin associated with lower utilisation 
of delivery staff due to project delays and non-strategic client 
attrition. This gross margin headwind was partially offset by 
organic growth of high margin nearshore delivery teams in Latin 
America. At the adjusted operating margin level, there was also the 
effect of higher planned investment into information technology. 

Europe Like for like net revenue declined 16% as a result of 
macroeconomic weakness in the UK which accounts for 81% of 
Europe net revenue. Gross margin pressures were largely offset by 
the significant increase in the Company’s margin enhancing 
nearshore delivery associated with the recent Melon Group 
acquisition in Southeast Europe. At the adjusted operating margin 
level, higher planned investment into information technology also 
impacted Europe. 

America £M HY23 HY22 % Change

NR 71.1 58.5 22%

OP 9.3 8.5

OP% 13% 15%

Europe £M HY23 HY22 % Change

NR 27.6 27.1 2%

OP 0.6 1.4

OP% 2% 5%
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Pension
Scheme

100% interest rate & inflation rate hedging. 
Schroders act as fiduciary managers 

LDI strategy uses interest rate / total return swaps 
to hedge, as well as gilts - some leverage effect

De-risking has reduced the need for leverage  
through hedges

● 3,095 members at 31/1/23, 53% pensioners

● Estimated 15 year duration of liabilities 

Resilient hedging and liquidity strategy
● Scheme could weather an increase in 10 year gilt yields up to 7%  before exhausting its 

gilt collateral

● Good level of reserve liquidity held by the  Scheme to cope with collateral calls

Improved buy out funding position 

● Buy out deficit 

○ on trustees’ measure, estimated  at  £35-50m 

○ full buyout estimated 7-10 years away

● £1.2m total of further contributions pledged FY 23 H2 -FY25 plus £0.4m  per annum 
trustee expense support

● Capital backed ‘superfund’ full risk transfers under consideration:

○ Initial quotes for sponsor contribution of £10m-16m 

○ Subject to diligence , trustee and tPR approval 

○ Very new area - no reference transactions yet
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All figures reflect the maximum deferred 
amounts payable in USD/EUR translated 
at 31.1.23 FX rates 

H1 cash payments £3.8m for CDL and 
Melon (not in table)

H2 cash payments expected of up to 
£11.9m, share vesting (previously allotted 
in FY21) of £3.2m 

Total payments shown - vesting 
schedule means only £20.6m of the 
total has been accrued to date

Period of acquisition FY20 FY21 FY22 FY22 FY22

Acquired entity
Spire Cascade Octain Loop

Melon 
Group

Total

Period of payment/vesting £'000 £'000 £'000 £'000 £'000 £'000

H2 FY23 deferred payments 6,733 5,642 - 1,220 1,559 15,154

FY24 deferred payments - 2,821 - 1,103 2,603 6,527

FY25 deferred payments - 2,821 700 717 1,045 5,283

FY26 deferred payments - - - 200 - 200

Total estimated maximum 
deferred consideration 
payable after 31 January 
2023

6,733 11,284 700 3,240 5,207 27,164

To be settled in cash 3,501 7,052 - 2,640 3,954 17,147

To be settled in shares 3,232 4,232 700 600 1,253 10,017

Total 6,733 11,284 700 3,240 5,207 27,164



End




