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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 
meeting represent ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŜǎǘƛƳŀǘŜǎ ŀǎ ƻŦ March 2013. We anticipate that 
ǎǳōǎŜǉǳŜƴǘ ŜǾŜƴǘǎ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘǎ ǿƛƭƭ ŎŀǳǎŜ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŜǎǘƛƳŀǘŜǎ ǘƻ ŎƘŀƴƎŜΦ  

 

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 
ŎƻƳǇŀƴȅΩǎ ŜǎǘƛƳŀǘŜǎ ƻŦ ƛǘǎ ŦǳǘǳǊŜ ŦƛƴŀƴŎƛŀƭ ǇŜǊŦƻǊƳŀƴŎŜ ŀǎ ƻŦ ŀƴȅ ŘŀǘŜ ǎǳōǎŜǉǳŜƴǘ ǘƻ 
March 2013. 

Disclaimer 
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In H2 2012 we laid the foundations for sustained growth 

 

Addressing a USD26bn market opportunity, underpinned by structural growth drivers 

 

Strategy builds on sound fundamentals and  capitalises on strong product assets and 
installed base opportunity 

 

We are a true multi-product company with compelling value proposition and roadmap 

 

We are clear on services role in product business, the route to even better customer success 

 

Partner programme maturing, partners becoming significant complementary sales channel 

 

Revenue growth and operational leverage drive strong earnings and cash over medium term 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

Investor highlights 

Strong fundamentals & clear strategy to deliver significant returns 
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Overview of Temenos 
 

The market opportunity 
 

Our credentials 
 

Our strategic plan 
 

Financials 
 

Agenda 
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Temenos ς a global market leader 

No.1 World class delivery 
Å43 new customers went 

live in 2012 

ÅStrength and depth: 
900+ consultants,  
100 concurrent projects 

ÅCommunity of 1500+ 
certified partner 
consultants 

Product led 
ÅHighest level of research 

and development in the 
industry 

ÅRegular software 
upgrade strategy 

ÅPassion for standards 
and openness 

WorldΩǎ ƭŜŀŘƛƴƎ ōŀƴƪƛƴƎ 
software company 
Å1,200+ installations  

in 140+ countries 

ÅUSD 450M revenues  
in 2012 

Å3,700+ employees in  
57 international offices 
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Global reach 

Asia Pacific 
Australia 
Bangladesh 
China 
Hong-Kong 
India 
Indonesia 
Japan 
Malaysia 
Pakistan 
Singapore 
Taiwan 
Thailand 
Vietnam 

Americas 
Canada 
Costa Rica 
Ecuador 
Mexico 
USA 

Middle East  
& Africa 
Egypt 
Kenya 
Lebanon 
Morocco 
Saudi Arabia 
South Africa 
UAE 

Europe 
Belgium 
France 
Germany 
Greece 
Kazakhstan 
Luxembourg 
Netherlands 
Romania 
Russia 
Spain 
Switzerland 
Turkey 
UK 

Our global network enables us to be close to our clients, understand  
their requirements and deliver solutions quickly and accurately 

3,700  
employees 

57  
offices 

38  
countries 
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Our revenue model: a product led company  

Maintenance 

Services 

Licence 

Å Rich product suite 
Å Regularly upgraded 
Å New and existing clients 
Å Geographic spread 
Å Referencability  

Å High level consultancy 
Å Direct client feedback for 

benefit of wider business 

Å Revenue stream grows  
with Licence sales 

Å 5 year contracts, then 
renewable annually 

Å Paid annually in advance 
Å CPI indexed 

Maintenance 

 
45% 
 

 

28% 
 

 

27% 
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37% 

63% 

1 and 2

3, 4 and 5

A diverse revenue base 

27% 

37% 

14% 

22% 

APAC

Europe

Americas

MEA

44% 

56% 

 New

 Existing

FY 2012 licence 
breakdown by 
geography 

FY 2012 licence by customer tier FY 2012 licence by new / existing 

Greater stability of revenue streams 
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Financial services landscape 

Payments 

Distribution channels 

CRM 

Payments 

General support 

Banking Investment services Insurance 
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Financial services landscape 

Payments 

Distribution channels 
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General support 
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Rich product suite  
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Management and governance 

David Arnott 
CEO 

Mark Gunning 
Pre-Sales Director 

Mark Winterburn 
Product Director 

Mike Davis 
Services Director 

Mike Head 
Strategic Alliance Director 

Ben Robinson 
Strategy and Marketing Director 

Regional Directors 

C
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Max Chuard 
CFO 

Andreas Andreades 
Executive Chairman 

Ian Cookson 
INED 

Chris Pavlou 
INED, Vice-Chairman 

Thibault de Tersant 
INED 

George Koukis 
Non-Executive 

Sergio Giacoletto-Roggio 

INED 

Board of Directors 
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Overview of Temenos 
 

The market opportunity 
 

Our credentials 
 

Our strategic plan 
 

Financials 
 

Agenda 
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Market opportunity 

Bank spend on third-party software today: a USD 5.5bn market* 

USD 1.8bn 

USD 1.0bn 
USD 1.3bn 

USD 1.4bn 

Core banking Wealth BI Channels

Organisation aligned around market that is 3x bigger than in 2009 

*Licence and maintenance spend 

Source: Gartner, IDC, Celent, Temenos estimates 
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Market drivers 

Financial Services industry undergoing generational shift 

A newly empowered customer 

More intense competition 

Regulation and cost Economic growth 

Demographics 

Innovation 

Bank challenges Bank opportunities 
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The profitability gap 

[                   ] 15 
 

Profitability pressures are structural and cannot be ignored 
 

16% 

4% 
7% 

10% 10% 9% 

6% 

1980-2007 average 2008 2009 2010 2011 2012

Pre-crisis Global financial crisis New normal 

Banks RoE levels globally 

Source: BCG, Thomson Reuters 

Profitability gap 
6% pts 
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Overview of Temenos 
 

The market opportunity 
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Our strategic plan 
 

Financials 
 

Agenda 



17 

The only Global Power Seller 

òTemenos has been the one of two 

firms in our Global Power Sellers 

category since Forrester 

introduced the global vendor 

pyramid for the 2006 global 

banking platform deals surveyó 

 

ò(and this year) has the  

enviable position of the  

single Global Power Seller  

in the 2011 survey.ó 

Leading the competition 

>5 new named deals; 
more than 3 regions* 

>35 new named deals; more than 4 regions* 

>15 named deals; more than 3 regions* 

>5 new named deals; 
2 to 3 regions 

җ р new named deals for 
fewer than 2 regions 

 

 
Temenos 

 
Infosys / Tata 
Consultancy 

Services 

 
Nucleus Software Exports 

Polaris / SAP 

 

Callatay & Wouters 
Delta Informatique /  DL&A   

FIS / JHA /  Open Solutions /  SunGard 

 

Accenture /  BML Istisharat /  Cobiscorp /  CSC  
Eri Bancaire /  FORS-BS /  Intrasoft International  

Misys / Path Solutions / SAB / Top Systems 

{ƻǳǊŎŜΥ CƻǊǊŜǎǘŜǊ άDƭƻōŀƭ  .ŀƴƪƛƴƎ tƭŀǘŦƻǊƳ ŘŜŀƭǎ нлммέΣ ǇǳōƭƛǎƘŜŘ !ǇǊƛƭ нлмн 
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The largest installed base 

Largest customer base in all regions and across all segments 
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Source: IBS Intelligence, Capgemini, Temenos estimates  
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Growth in top tier customers 

¢ŜƳŜƴƻǎΩ ŎǳǎǘƻƳŜǊǎ ƛƴŎƭǳŘŜ сл҈ ƻŦ ǘƘŜ ǿƻǊƭŘΩǎ ǘƛŜǊ м banks 

37% 

63% 

2012 

22% 

78% 

2007 

4% 

96% 
Tiers 1 and 2

Tiers 3, 4 and 5

1999 

% of Temenos licence revenue 

Tier 1 and Tier 2 banks 
account for 60%+ of 
application spending in 
Financial Services 
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1993 2012 

A proud history of innovation 

Temenos Enterprise Payments Platform 

Trade finance (forfeiting & factoring) 

Loan collections & leasing 

Relationship-based pricing 

App store 

Treasury Trader 

Retail banking, Corporate banking, Treasury, Lending, tŀȅƳŜƴǘǎΧ 

Trade finance 

Front office ς CRM 

Internet banking 

Insight  Business Intelligence 

Arrangement Architecture 

Mobile banking 

Anti money laundering 

Enhanced wealth 

Connect  

Insight  

Compelling and unrivalled roadmap  

Data 
Framework 

Interaction 
framework 

Design 
Framework 

Componentisation 
framework 

Smart order entry and pre-trade compliance 

Supply chain finance 

Cloud & Mobile BI 

FATCA, Basel III 

Tablet apps for Relationship Managers            


