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TechnologyOne Overview

TechnologyOne develops, markets, sells, implements 

and supports a new generation enterprise solution 

specifically targeted at seven vertical markets:

Å Local Government

Å Government  (State, Central & Federal)

Å Education

Å Financial Services

Å Health, Community Services and Not for Profit

Å Utilities

Å Managed Services
ï Media/Entertainment

ï Property and Construction

ï Mining and Exploration   
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TechnologyOne Overview

Our enterprise solution consists of the following 
products:

Á TechnologyOne Financials

Á TechnologyOne Works & Assets

Á TechnologyOne Supply Chain

Á TechnologyOne Human Resource & Payroll

Á TechnologyOne Corporate Performance Management
Å TechnologyOne Business Intelligence

Å TechnologyOne Budgeting & Forecasting

Å TechnologyOne Performance Planning

Á TechnologyOne Enterprise Content Management (ECM)

Á TechnologyOne Customer Relationship Management (CRM)

Á TechnologyOne Student Management

Á TechnologyOne Property & Rating 
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TechnologyOne Overview

ÁOne of Australiaôs largest software 
houses, specialising in the research, 
development and commercialisation of 
software

ÁOffices in Australia, New Zealand, 
Asia and, more recently, the United 
Kingdom

ÁGrowing business in the United 
Kingdom

ÁMajor supplier of enterprise 
applications in ANZ ï800+ major 
corporations, government departments 
and statutory authorities
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TechnologyOne Overview

ÁSell óbest practiceô preconfigured 
solutions for our seven vertical 
markets to reduce time, cost & risk for 
our customers

Á About to commence development of 
the next generation of our enterprise 
suite 
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Agenda

Á 2010 Results

Á Strategic Initiatives

Á Sales & Marketing

Á Significant Achievements

ÁOutlook for Full Year

Á Long Term Outlook
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2010 Full Year Results

V Net Profit Before Tax $23.3m, up 15% (up $3.0m) 

V Net Profit After Tax $17.8m, up 14% (up $2.1m)

V Revenue $135.8m, up 11% (up $13.4m)

V Total Expenses $112.6m, up 10% (up $10.3m) 

V Expenses excluding R&D $85.4m, up 11% (up $8.1m)

V R&D expenses $27.2m, up 9% (up $2.3m)

Á R&D expenses  as a % of revenue is 20.0% (vs. 20.3% last year)
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2010 Full Year Results

Results Highlights
Á Continuing demand for our products :  10% increase in licence fees

ü Cost Growth Control initiatives continuing to work well:  expenses up 10% vs up 17% last year
Á Did not impact our business ïall staff retained and all R&D projects continued

Á Continued significant investments were made in excess of $10m, as follows:

Á To build our United Kingdom business 

Á To build our Hr/Payroll product

Á To build our new CRM product 

Á To build our new ECM Ci product 

Á To build our new Performance Planning Ci product 

Á New solutions group

Á These investments did not contribute this year but will drive growth in the next few years ï
discussed later
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2010 Full Year Results

Results Highlights (continued)

Á R&D  was 20% of revenue vs historical average of 18% - $2.8m additional expense

Á PNG Consulting Project (USD contract) impacted by strongly depreciating US dollar. Directly 

reduced our Profit by $750k*. Without this Profit Before Tax would have been up 18+%.

Á New R&D Centre was an additional $2.5m net expense in 2010

*assumes a consistent currency to prior year
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Guidance

VGuidance Profit : Profit up 10% to 15%

V Actual Profit Before Tax : up 15%

Guidance
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2010 Full Year Results

V Balance sheet strong

Á Cash and equivalents*: $36.6m  (vs $30.5m pcp) 

Á Bank overdraft facility of $7m (which is not drawn)

Á Debt/Equity: 4.6% (vs  4.8%  pcp)

Á Net Assets are $63.4m (vs  $57.1m pcp)

V Operating Cash Flow positive $31.5m (vs Profit After Tax of $17.8m)

V Interest Cover is 43 times

V Transparency of results ïall R&D fully expensed

*Includes short term investments of $3.9m
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2010 Full Year Results

Dividends for this year

Á Half 1        1.33 cps up 51% (paid)

Á Half 2 2.87 cps line ball  (declared)

Á Sub Total 4.2  cps up 12%       

Á Special Dividend1.5  cps up 100% (declared)

Á Total Dividend 5.7  cps up 52%

Á Yield of 6%** fully franked

** based on share price of 95 cents 

The Board will continue to consider paying a Special Dividend in future years if 

cash reserves remain high, growth continues as is expected and there is no 

compelling alternative use for the cash reserves.
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2010 Full Year Results

Full Year 2010 v Full Year 2009
2010
$'000

2009
$'000

Variance
$'000

%

Revenue excl interest 134,840 121,684 13,156 11%

Expenses (excl R&D, Depn, Forex & 
Amortisation) 81,153 73,642 7,511 10%

EBITDAR 53,687 48,042 5,645 12%

R&D Expenditure 27,212 24,908 2,304 9%

EBITDA 26,475 23,134 3,341 14%

Depreciation 3,607 3,187 420 13%

Amortisation of Intangibles 281 263 18 7%

Forex Expense 177 32 145 460%

EBIT 22,410 19,653 2,757 14%

Net Interest Income 872 623 249 40%

Profit Before Tax 23,282 20,276 3,006 15%

Profit After Tax 17,813 15,684 2,129 14%
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2010 Full Year Results

Full Year 2010 v Full Year 2009 2010 2009 Variance %

EPS cents Reported 5.93 5.24 0.69 13%

DPS cents - standard 4.20 3.75 0.45 12%

DPS cents ςspecial 1.50 - 1.50 100%

Dividend Payout Ratio 96% 72%

EBITDAR Margin 40% 39%

EBITDA Margin 20% 19%

Net Profit Before Tax Margin 17% 17%

Net Profit After Tax Margin 13% 13%

R&D as Percentage of Total Revenue 20% 20%

Net Assets 63,415 57,143 6,272 11%

Cash & Cash Equivalents 36,573 30,538 6,035 20%

Net operating cash flows 31,575 18,561 13,014 70%

Debt/Equity 5% 5%
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14 Year History ïFull Years

TechnologyOne has been doubling in size, on average 

every 5 years over the last 14 years

Average compound growth over the last 14 years
Á Revenue 14% per annum

Á R&D expense 17% per annum

Á Licence Fees    14% per annum

Á Consulting 7% per annum 

Á Annual support 17% per annum

Á NPAT 16% per annum

Á NPBT 15% per annum
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Revenue Stream

Revenue $135.8m, up 11% (up $13.4m)

V Initial licence fees $26.8m, up 10% (up $2.4m)

V Annual licence fees $48.5m, up 12% (up $5.3m)

V Plus $13.5m, up $30% (up $3.1m)

V Other revenue $5.8m, up 57% (up $2.1m)

Á This includes product modifications  of $3.4m (up 218% , $2.4m)

Á Consulting services fees $41.3m, up 1% (up $425k)
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Revenue Stream

Consulting Services impacted by a number of once off factors not 

expected to continue going forward

Á UK  Consulting Services down $700k

Á PNG Mobilisation of  $250k in the 2009 year, which was an anomaly

Á PNG Consulting Project (USD contract) impacted by strongly depreciating US dollar. 

Revenue reduced by $750k. 

Growth in Consulting Services expected to resume in the 2011 financial 

year 
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Product - Licence Fee Analysis

Initial licence fees $26.8m, up 10% (up $2.4m)
V CPM $8.7m, up 26% (up $1.8m)

V Financials & Supply Chain $8m, up 5% (up $393k)

V Student Management $3.9m, up 76% (up $1.7m)

V Works & Asset Management $2.2m, up 12% (up $240k)

V HR/Payroll $1.3m, up 23% up $233k)

Á Enterprise Content Management $1.5m, down 45% (down $1.3m)

Á Property $854k, down 27% (down $310k)

Discussed later in  more detail
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Geographical Analysis

Initial licence fees $26.8m, up 10% (up $2.4m) 

V Australia $24.4m, up 15% (up $3.2m)

Á Asia Pacific $2.4m, down 6% (down $162k)

Á International $128k,  down 78% (down $456k)

Discussed later in  more detail
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International

United Kingdom licence fees down 75% ($395k) to $128k
Á UK loss of $2m (increase loss of  $530k)

Á Significant impact caused by the GFC 
Á Substantially less business

Á Highly competitive

Á Risk averse to a new entrant such as TechnologyOne

Á Beach-head now established in UK
Á University of Hertfordshire

Á Scarborough Borough Council

Á Strathclyde Partnership for Transport

Á Royal Liverpool Children's NHS Trust

Á Bravura Solutions (UK) Limited

Á Hereford & Worcester Fire and Rescue Service

Á Institute of Education

ü Carnegie College Scotland (new this year)
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International

United Kingdom  Changes

Á Significant action taken in the last 3 months:
Å Have now divided UK into 2 regions, to create a 

greater focus

Å Appointed a new regional manager in the South 
(Maidenhead Office)

Å Appointed a new regional manager in the North West 
(most likely in Cheshire)

Å Both managers have extensive experience in ERP 
systems in the UK market

ÁOperating Officer assigned to spend 
significant time in the UK 

Á New strategyïfocus on Business Intelligence 
& potentially Student Management

Á Aim is to substantially reduce loss next year

Cheshire

Berkshire

(Maidenhead)
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Asia Pacific Region

Asia Pacific Region

Á Impacted by the performance of our business in Malaysia

ÁMalaysia licence fee revenue down $443k (down 100%)

Á Partner appointed 

ÁWill review the performance in the next 12 months 
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Agenda

V 2010 Results

ü Strategic Initiatives

Á Sales & Marketing

Á Significant Achievements

ÁOutlook for Full Year

Á Long Term Outlook
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Agenda

Strategic Initiatives

ü House of Solutions 

Á Compelling Customer Experience

Á NextGen
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House of Solutions

House of Solutions

ÁBuild, demonstrate, sell and implement a óbest practice, pre-configured out 

of the boxô solution for our key vertical markets

ÁChange our approach from ótell us what you want and we will build itô  to 

óthis is best practice and how do you want to change it?ô

Á Reduce time, effort, cost and risk

Early trial in ACT ôOneFMAõ ðdelivered $3+m in licences & services 
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House of Solutions

Significant Benefits

V See, touch & feel the solution from the very start 

of the engagement

V Support consultative selling approach

V Better & more focused collateral for the sales 

team

V Reduce time, cost, effort & risk for the customer

V Improve our efficiencies from marketing, sales, 

implementation & support

VWe now understand a market
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$2m investment this year

ÁOperating Officer Solutions & Products ïMartin 

Harwood

Á New Solution Group established ï15 people

Å Consultants, Solution Architects, Solution Managers 

etc..

Á Solution Branding finalized  ïOneAirport, 

OneCouncil etc..

Á First solutions shipped 

Å OneAirport solution live at Newcastle Airport

Å OneCouncil solution being implemented at Hurstville

ÁOneSolutions  are be released progressively 

House of Solutions
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OneSolutions

In Progress  - 9 Solutions 

Á Government  Aus (OneGovernment  Aus)Done (High Court)

Á Government NZ (OneGovernment  NZ) Done (Reserve Bank NZ)

Á Local Government (OneCouncil) Done (Hurstville)

Á Utilities ïAirports (OneAirport) Done (Newcastle Airports)

Á Grants Management(OUT) (OneGrant  - Out) Done (City of Melbourne)

Á H&CS ïCommunity Housing (OneHousing) Nov 2010 (St George Housing)

Á Community Engagement (OneCommunity) Dec 2010 (Disability Trust)

Á Utilities ïPower Generators (OneEnergy) Q1 2011 (MainPower)

Á H&CS ïHealth Boards & Hospitals (OneHealth) Q2 2011 (Epworth Hospital)
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OneSolutions

Not Yet Started ðneed a candidate

Á Grants Management(IN) (OneGrant ïIn ) TBA (City of Melbourne)

Á H&CS ïNot for Profit (OneNFP) TBA (need a candidate)

Á H&CS ïResearch Institutes (OneResearch) TBA (Uni of SA)

Á Utilities ïPorts (OnePort) TBA (Townsville Ports)

Á Utilities ïWater (OneWater) TBA (need a candidate)

Á Higher Education (OneUniversity) TBA (need a candidate)

Á Banking (OneBank) TBA (need a candidate)

Á Services (OneServices) TBA (need a candidate)
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Agenda

Strategic Initiatives

V House of Solutions 

ü Compelling Customer Experience

Á NextGen
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Compelling Customer Experience

Customer retention is critical to our future 

success

Á Complexity of our business has increased 

substantially over last 10 years

ÁOur focus is to give our customers a compelling 

customer experience

Á Built our own training program for our staff

Å Compelling Customer Experience program

Á Compelling Customer Experience program, roll 

out has now started...

**



____ __ ____  _____ ____ ______

_____ _____

____ _____

_____ _____

____ _____ 

1. Click to edit Master text styles

Second level

Third level3232

Fourth level

Fifth level 

Compelling Customer Experience

Compelling Customer Experience Program, roll out 

has now started...

Á The customer is King & their perception is reality!

Á New Attitude & Behaviours... 

ÅóI care and I can always do somethingô

ÅEvery time I interact with a customer itôs an opportunity to 

deliver a Compelling Customer Exp.

Á Committed to Re-engineer our systems & processes ï

take time

Á Customers are now the compass for our decisions

Á Staff empowered to make decisions for customers
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Compelling Customer Experience

We are no longer a Software Company, we are a ôCompelling Customer 

Serviceõ company

üóEvery time we interact with a customer is an opportunity to provide a 

compelling customer experienceô

Compelling Customer Service - you will never hear Sap, Oracle & 

Microsoft talk about this
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Agenda

Strategic Initiatives

V House of Solutions 

V Compelling Customer Experience

ü NextGen
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Significant Achievements

NextGen ðour next generation suite of products

Á Seven years since we delivered our current 

generation product Ci to the market

Å Ci has been critical to our success

Á Utilize new & emerging technologies to increase 

our  competitive advantage

Á Research over last 3 years on our Next 

Generation product (NextGen)

Á Significant progress has been made

ÁWill position us as a leader in future years

Á Capitalise on emerging trends in IT industry
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NextGen

Emerging Trends..

Á Mobile computing ïwireless laptops, smart phones

Á Social Networking / Collaboration eg Facebook

Á iExperience ïiPad, iPhone é

Á Touch

ü Next big thing ...
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NextGen

òCloud Computingó
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NextGen

There is no more NextGen..... 

TechnologyOne Cloud Computing Suite

There is only ......

TechnologyOne C2 
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TechnologyOne C2 Suite

These devices become the ôappliancesõ that plug into the TechnologyOne 

Cloud Computing Suite
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TechnologyOne C2 Suite

TechnologyOne C2 suite 

Á Built on the Cloud for the Cloud

Á Tightly architectured & strictly layered so all our 

design goals are met

Á Simple & easy migration for our customers to C2
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TechnologyOne C2 Suite

Simple & easy migration for our customers 

to C2

ü Evolutionary not Revolutionary path for our 

customers from Ci to C2

Á C2 UI will also be evolutionary to Ci UI

üC2 will run on an óinternal private cloudô or an 

óexternal cloudô so customers do not need to 

embrace the óexternal cloud' until they are 

comfortable

Á Customers can choose to give their users 

new C2  functions or existing Ci functions or 

mix and match them
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TechnologyOne C2 Suite

Simple & easy migration for our customers 

to C2

Á C2 is free to existing customers

Á Existing customers will get C2 

progressively over time

Á Use our extensive experience in migrating 

our customers to CI over the last 5 years

ÁWe are not ócloud washing*ô like our 

competitors

*Taking old technology and superficially enabling on the cloud
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TechnologyOne C2 Suite

Timeline ..

Á Architecture, Proof Of Concepts & Project 

Plans being finalised over next 3 months

ÁWill be progressively released from late 

2011

Á Target - R&D as a percentage of revenue to 

remain approx 20%
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Agenda

Strategic Initiatives

V House of Solutions 

V Compelling Customer Experience

V NextGen ðTechnologyOne C2 Suite
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Agenda

V 2010 Results

V Strategic Initiatives

ü Sales & Marketing

Á Significant Achievements

ÁOutlook for Full Year

Á Long Term Outlook
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Sales & Marketing

Focus on Driving Sales

Á Sales team is approx 40 people today

Á Expected to double in size in the next 4 years

Á Need to  support our sales team better:

Å CDM Sales Plans ïin place

Å Solutions, Programs & Promotions ïannounced last year

Å Marketing Campaigns under pin our Solutions, Programs & 

Promotions
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Sales & Marketing

Focus  is on building a much deeper pipeline for future years

Á Alignment between Telemarketing, Marketing & Sales Team around 

solutions, programs & promotions  is critical to achieve this

Á Partnership model for each solution/market:  Telemarketing Partner, 

Marketing Partner & Solution Manager working with the relevant sales team

ÁMore sophisticated in our use of telemarketing

Å New Telemarketing manager to bring in the experience we need 

ÁMore sophisticated in our use of CRM

Á New Sales Management team to bring the focus & experience we need to 

run a large sales team
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Agenda

V 2010 Results

V Strategic Initiatives

V Sales & Marketing

ü Significant Achievements

ÁOutlook for Full Year

Á Long Term Outlook
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Significant Achievements

New R&D centre in Brisbane

ü Impact was an additional  $2.5m net 

expense in 2010 year

Å Critical to our next stage of growth

Å Cast a long shadow to better position 

against Oracle & Sap

Å Improve innovation, coloration & creativity

ÅAppeal to óGenYô  and óGenZô (internet 

generation) 

Å Attract the best & brightest young people

New Project Office in place

Å Centre of excellence for project 

management

Å Improved project management disciplines & 

processes across the company
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Significant Achievements

V Financials & Supply Chain - continues to be strong

Á Good pipeline of opportunities continue in the new year

V Corporate Performance Management (CPM) - continues to be strong

Á Amalgamation of our Business Intelligence, Enterprise Budgeting and new Performance 

Planning product

Á New Performance Planning CI product now available

Á New BETL (Business Extract, Transform & Load) capability opens the opportunity to 

provide our CPM solution across our competitorsô products ïsignificant potential

Á The new Publisher module - Embed our results into Microsoft office products 

Á Opportunity to sell Budgeting & Forecasting to non TechOne site

Á Good pipeline of opportunities continue in the new year
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Significant Achievements

V Student Management ïstrong performance now and going forward

Á New management team working well

Á Ci stabilisation now finished

Á Good reference sites

Á Recent major win is Victorian TAFEs ïproject proceeding well

Á Good pipeline going forward including in New Zealand

V Customer Relationship Management ïexciting new product gaining traction

Á Investing significantly in our new CRM solution - $1+m loss last year

Á Strategic functionality for a number of our markets -the óglue for our productsô  

Á 20 customers now

Á Focus is on Grants Management, Fundraising, Contact & Stakeholder Management, 

Community Housing, Community Engagement

ü Appointed a new General Manager this year to drive this product

ü Significant growth potential in future years
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Significant Achievements

VWorks & Assets ïsignificant opportunities, but at a pivotal point 

Å New General Manager appointed with substantial experience and track record in this 

area to drive this product forward

Å Re-pricing & re-packaging Works & Assets

Å R11.08 ïwater shed ïsolid functional release

Å Consultants added to the team with substantial Asset Management experience

Å Good pipeline of opportunities - Significant growth potential

V Property & Rating ïgood opportunities, but at a pivotal point 

Å New R&D Manager appointed - experience in large scale R&D from Oracle

Å Rolling out of Property Ci ï39 sites now live

Å Existing R&D team focus on Ci software stability for next 12 months

üWater Management growth area

Å Good pipeline of opportunities
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Significant Achievements

V Enterprise Content Management ïsignificant potential in the future

Å New General Manager appointed with substantial experience and track record in ECM

Å Moving across to the Ci platform - R&D increased substantially for Ci migration

Å Stage 1 (4.01) - ECM Ci  now available - Improved useability

ü Stage 2 (4.02 ) - Enterprise Suite Integration - Mar 2011 

Å Another 12 to 18 months of investment needed

Å Significant growth potential in future years

V HR & Payroll ïimproving slowly, but at a crucial point

Å New R&D Manager with considerable experience from competitor appointed

Å Final push on product usability, stability and functionality next 18 months

Å Restructure R&D ïgreater focus and accountability on both HR and Payroll

ü Fast track development of sophisticated HR functionality to create product 

differentiation against competitors

Å Significant growth potential in future years
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Agenda

V 2010 Results

V Strategic Initiatives

V Sales & Marketing

V Significant Achievements

üOutlook for Full Year

Á Long Term Outlook
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Outlook for Full Year

Operating Environment has stabilised but remains uncertain & 

challenging

Á Aggressive tactics by our competitors

Á Contract negotiations taking longer

Á Due diligence processes still taking longer

Not losing business to our competitors

Á Increasing market share as a result of this challenging environment
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Outlook for Full Year

ÁGood pipeline of opportunities continue into 2011

Á Expect continuing growth in Licence Fees in 2011
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Outlook for Full Year

Expenses growth to stabilize in 

2011

Á Cost control initiatives implemented in 

2009 & 2010 will have a continuing positive 

impact in 2011 financial year

Á Rebalancing of resources across R&D 

teams to reduce our R&D expenditure as a 

percentage of revenue, without 

significantly impacting our R&D program

ü Expense growth to be approx 10% in 2011
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Expense Growth 
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Cumulative Expense Growth
Expense Growth in Half 1 is 

our biggest challenge

Á Expense growth to be 

disproportionally high in Half 1 

at 16%

Á By end of Half 2 expense 

growth will be 10% approx 
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Outlook for Full Year

Full Year - Profit growth expected to continue in the 2011 financial year

ÁWe expect to see continuing growth in revenue in the 2010/2011 year

ÅWe will need to carefully manage and monitor the sale cycle for contract delays

Á Expense growth to be only 10% over the full year
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Outlook for Half Year

Half Year will be challenging

ÁWe expect to see continuing growth in revenue in Half 1 of 2010/2011 year

Á Expense growth in Half1 will be approx 16% (compared to 10% for the full 

year)
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Outlook for Full Year

Challenges

Á First Half will be challenging as expense growth is 16% vs 10% for full year

ÁMaintain expense growth to 10% in 2011 year

Å Salary increases

Å New initiatives - TechnologyOne Cloud Computing suite (CC2), Solutions Group, 

Compelling Customer experience

Å Increase in Sales & Marketing  costs

Á United Kingdom ïmarket remains challenging, and further exacerbated 

because TechnologyOne is a new entrant 

Á Round off existing products ïECM, Hr/Payroll, Works & Assets, CRM 
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Long Term Outlook

Improved Profit Margin

Á Profit margin has contracted over 

the last 10 years as we have 

expanded our product range, 

invested in Ci, extended our 

management structure (e.g. 

House of Products) and invested 

in the UK

Á Profit margin now stabilised

Á Focus is to substantially improve 

margins over next 5 years
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Long Term Outlook

Improved Product 

Contribution

Á We have invested heavily in our 

new products over the last 10 

years

Á Opportunity to substantially grow 

the contribution to profit by other 

products over the next 5 years:

Å ECM

Å Property & Rating

ÅWorks & Assets

Å Hr & Payroll

Å CRM

70% Profit Contribution from Financials/CPM

62% L/Fee Contribution from Financials/CPM
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Improved Regional 

Contribution

ÁOpportunity to substantially 

grow licence fees over next 

5 years as follows:

Å UK ïwe have invested 

heavily over the last few years

Å NSW

Å New Zealand

Long Term Outlook


