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Disclaimer

Any remarks that we may make about future expectations, plans and prospects

for the company constitute forward-looking statements. Actual results may differ

materially from those indicated by these forward-looking statements as a result

of various factors. In particular, the forward-looking financial information provided

by the company in this presentation represents the company’s estimates as of 7

September 2010. We anticipate that subsequent events and developments will

cause the company’s estimates to change. However, while the company may

elect to update this forward-looking financial information at some point in the

future, the company specifically disclaims any obligation to do so. This forward-

looking information should not be relied upon as representing the company’s

estimates of its future financial performance as of any date subsequent to 7

September 2010.



Temenos: Who We Are 
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Founded in 1993

Listed since 2001

3,500+ Employees

Global, HQ in Geneva

2009 Revenue Split

By Geography By Revenue Line

Europe
42%

MEA
26%

APAC
23%

Americas

9% Service
34%

Maint. 
32%

License
34%
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Our Revenue Model

LEVERAGE LICENSE REVENUES THROUGH PARTNERSHIP AGREEMENTS

GROW BASE OF MAINTENANCE REVENUE

MAINTAIN AND LEVERAGE SERVICE EXPERTISE



Our Track Record
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We have grown to become the 7th largest listed software company in Europe 

and a global leader in core banking software. 

2003          2004          2005          2006         2007          2008         2009
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Why is there a replacement cycle for core banking?

“Legacy banking systems lead to deteriorating customer service, lost flexibility, 
outdated products and stalled innovation.”

Source: BCG, “Perspectives on Core Banking Modernisation”, November 2009
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Why is there a replacement cycle for core banking?

Modern core banking provides a single view across the bank



IT Spending  as a % of costs

Source: Boston Consulting Group

Banks’ IT spending is unsustainable

Banks spend twice as much on IT as other industries
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Average IT Spending



Slide 9

Market Size

Addressable market*

One the most attractive software markets in the World

- Software penetration levels are low and growth is high

Market size today

USD23.5bnUSD

3.8bn

*Source: Celent, Gartner, IDC, Temenos estimates; represents total bank spending  on core banking systems 

(internal and external)
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Our Products

Temenos Current
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INVESTMENT SERVICES

B
U

S
IN

E
S

S
 I

N
T

E
L

L
IG

E
N

C
E

INSURANCE

DISTRIBUTION CHANNELS

CRM

GENERAL SUPPORT

PAYMENTS

BANKING

Retail/Universal

Wholesale

Private

Life

General

A
s

s
e

t 
m

a
n

a
g

e
m

e
n

t

T
re

a
s

u
ry

 &
 C

a
p

it
a

l 

M
a

rk
e
ts

R
IS

K
 &

 C
O

M
P

L
IA

N
C

E

T24

ARC

In
s
ig

h
t

A
M

L

STeP



Market Leadership

# Core Banking Customers

# Deals

# Reported License revenue

Because we are market leaders by:

Source: Capgemini Core Banking Systems Survey 2008
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“Oracle and Temenos 

remain the Global Power 

Sellers. They defended 

their 2009 territories 

against the smallest 

group of Global 

Challengers everò

According to Gartner**:

“Vendor viability, a 

decision point mostly 

overlooked in prior core 

banking renewal efforts, is 

now one of the more 

significant weightings in 

a decision matrix.”

According to Forrester Research, we are one of only two global power sellers

Source: “Global Banking Platform Deals 2009: 2009 Was Not The Best of All Timesò, Forrester Research

**òMagic Quadrant for International Retail Bankingò, Gartner, July 2009

Scale and viability are more important than ever
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High R&D

We spend >2x more than our biggest competitors...

...to maintain our technological advantage 

* Cash R&D, adjusted for the difference between capitalisation and amortisation

** End of fiscal years: SAP, i-flex (ex-services), Misys (ex-Sesame); TCS (BaNCS). For i-flex in 2008 and 2009, no data is available so we have assumed the same percentage as in 

2007

Slide 13



Slide 14

Competitive Landscape

Source: IBS Market Report; Company announcements, Temenos estimates
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Focus brings value
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Temenos concentration on 1 vertical and completely packaged software increases value to customer



Choice
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Process led implementations

Ensure packaged software remains packaged

Few customisations...

...faster implementations

...greater ease of upgrade

To implement Fortis Bank Singapore (a hub location 

supporting 5 countries) required only 70 man days of local 

development

The average project length has been reduced by 40% since 2006

Less local development, fewer customisations translate into faster 

upgrades. Length of time taken to upgrade has fallen by 58% over 

the last 3 years.
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Risk

Integrated solution gives single customer view over the whole bank

Improved Risk Management

Able to see entire counterparty risk in less 

than 30 mins

NPLs of 0.61% vs. 71% asset growth CAGR

Source: Schroders case study, FCB annual reports
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Customer Service

Integrated solution gives single customer view over the whole bank

Improved customer service and innovation

Source: Techcombank annual reports
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Scale

...resulting in much lower relative costs

IT Cost to Income

IT Cost to  Op. Cost

IT Cost to  Total Assets

IT Cost to  FTE

Bank of Shanghai Banking Industry

2% 9%

5% 14%

5bps 23bps

EUR 2,650 EUR 20,000

Source: BCG, Bank of Shanghai
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The Most Profitable Banks
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Financial statement highlights

Licences

Maintenance

Services

Total revenue

Total operating costs

Adj. EBIT

Margin

Adj. EBITDA

Margin

Adj. Op. Cashflow

% of Adj. EBITDA

Q2 10

34.3

34.9

31.0

100.2

(89.3)

18.1

18%

24.1

24%

(8.6)

N/A

Q2 09

27.3

28.5

26.1

81.9

(71.5)

12.4

15%

18.2

22%

21.3

117%

Ċ

26%

22%

19%

22%

25%

46%

292bps

32%

183bps 

N/A

LTM 10

132.3

130.7

138.2

401.3

(327.6)

98.5

25%

122.6

31%

108.7

89%

LTM 09

140.3

110.1

135.4

385.8

(319.3)

77.1

20%

97.1

25%

85.8

88%

Ċ

(6%)

19%

2%

4%

3%

28%

452bps

26%

538bps

27%

in USDm
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2010 Outlook 

• Revenue range of USD435-445m* (maintaining like-for-like growth of 6% at 

the midpoint) 

• Licence revenue of approximately USD150m (representing like-for-like 

growth of 12%)

• Adjusted EBIT** range of USD110-115m unchanged (implying mid-point 

margin of 25.6% and growth of 24%)

• EBITDA into cash from operations conversion of 100%

• Tax rate of 0%

**Adds back restructuring and amortisation of acquired intangibles. Amortisation of acquired intangibles 

expected to be USD14m in 2010

*Revenue adjusted for disposals and  USD 2m crystallized FX impact, see appendix for reconciliation



Market Conditions
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• Market conditions continue to improve across all regions, in developed 

as well as emerging markets 

• Post financial crisis banks are catching up in terms of strategic 

investments including core banking renewal as drivers such as 

government interest and new market entrants force banks to address 

their legacy IT problems

• Deal size still on a rising trend as larger banks continue to return to 

the market and commit more capital to projects

• The result is a strong pipeline that is now also rounded out by the 

efforts of our partners

• This gives us confidence in our full year revenue guidance  



Growth trend clearly resumed

Organic Revenue Growth LTM Revenue and Adj EBIT
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Last 6 quarters – like-for-like revenue growth
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Appendices



Sensitivity to Foreign Exchange
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Euro Rate 1.25 1.30 1.35

FX Effect in USDm

Revenue -4.0 -1.5 1.0

Cost -4.0 -1.5 1.0

EBIT 0 0 0



T24 Overview – Functional Architecture

Security Management System       

Open Financial Service (Web Services, API, Messaging)

Persistence

Tech. Admin InternetCall Centre Mobile IVR

T24 Browser

BranchSystem Admin

Bank Middleware (optional)

3rd systems BPEL

Retail

Corporate 
and

Wholesale
Banking

Customer and CRM

General Support

Brokerage,
Wealth Management,

Private Banking Treasury
&

Capital
Markets
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T24 Overview – Functional Architecture

Security Management System       
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One annual release

V Upgrade is annual and simple

• Client gets annual enhancements

• No services input for client or Temenos

• Temenos maintains all clients on latest versions

High maintenance and high margin on 

maintenance



Our products are open and scalable
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ü Built using industry standards, such as SOA/SOAP

ü Have the framework to be run on any platform, any database

ü More servers can be added to cope with increasing volume

X
M

L



Leading the IBS League Table

Position Product Company Deals

1 T24 TEMENOS 40

2 Flexcube Oracle FSS 33

3 TCS Bancs TCS Financial 

Solutions

17

First place in 

the 2009 IBS 

Sales League 

Table

• Top two positions in the IBS Sales League 

Table for 11 out of the last 12 years

Corebanking Positions
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Thank you


