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2007: Key Acquisitions

� Nova Development, in the U.S., on January 24, 2007
� An extraordinary Management Team
� #1 Graphics Software Publisher
� Famous brand names like Hallmark, Berlitz
� Our own software like Photo Explosion and Print Artist
� Results well above expectations
� Now Avanquest North America within the Group

Emme, in Europe, on April 25, 2007
� One of the main European publishers of cultural,

edutainment and general interest software
� A very high market share in France and the United Kingdom
� Results impacted by the fall of the market in France and Germany
� A nugget with GSP UK, now Avanquest Software Publishing 

achieving an EBIT over 18% every year

Software Paradise in the UK on May 24, 2007
� Online sales leader for corporate licenses
� Spearhead for the Avanquest Corporate Online strategy

in Europe

Value creation delayed but expected



A Year of consolidation
after two major acquisitions

Unfavorable trends in the economic environment

� European Retail software market in sharp decline

� Sharp drop in the dollar and the pound

A year of consolidation for Avanquest

� Acquisition of Nova Development in the U.S., a huge success

� Acquisition of the Emme group in Europe, more difficult to integrate

in a chaotic market context

� A year dedicated to merging teams and streamlining the organization

� Rationalization of product catalogues and activities

� A reorganization effort with significant impact on team availability and 

consequently on turnover and earnings for 2007/08

A slow ignition, but a rocket ready to blast off!



Merger of teams and management

� Team amalgamation with site closings or streamlining of organizations in 

Germany, France, the U.K. and the U.S. 

� Significant manpower reduction (10%) 

� Merger of accounting and management systems

Rationalization of product catalogues and activities

� Mergers of lines with elimination of duplication

� Rationalization of sales channels in each territory

� Halt to unprofitable products and those with no future

Implementing Synergies
Costlier than initially anticipated

A non-recurring overall cost of €5.3M in 2007/08 
for a 2008/09 devoted to the business!



While implementing synergies, preparing for the fut ure:
Launch of major new titles developed in-house or in  partnership
� Avanquest: Perfect Image, PowerDesk,  SendPhotos,  System Suite Essential, WebEasy

� Nova: Print Artist Platinum, Greeting Card Factory Deluxe, Hallmark Card Studio 2008, etc.

� Emme:  All in One Driving Test 2007, Brain Workout,  Dora the Explorer

Signing of new OEM agreements with key players 
� Ramping-up of the contract with Sony Ericsson

� AsusTek, world’s leading motherboard manufacturer – Mobile PhoneTools 
now equips AsusTek high-speed Data cards

� Lenovo, #3 leading PC manufacturer worldwide – Mobil e PhoneTools are 
off-the-shelf equipment on Lenovo’s Bluetooth high- end laptops

� Telefunken adds Digital Frame Manager, Avanquest’s new software, 
to its digital frames, a booming new media

� Sonim, the US manufacturer of  tough mobile phones,  puts Mobile PhoneTools 
in its Xtreme Performance TM line

Formulating the development strategy for software t hat will ensure
tomorrow’s growth

� Globalization of intellectual property (enhancement  of Emme’s multimedia content
internationally)

� Concentration on high-potential categories (mobilit y, multimedia, utilities, security))

2007-08 Significant Operational Events



2007-08 Annual Earnings

Positive EBIT 
before stock options and non-recurring items



Turnover of €116.4M

Turnover impacted by

� The fall of the dollar and the pound (€2M impact in  just the last quarter)

� The sharp decline in the European Retail market in the main categories addressed 

by the Group. The French and German subsidiaries we re especially impacted.

� The decline in sales for the principal OEM customer  (-€5M)

Excellent dynamic outside the European Retail marke t

� Especially dynamic and profitable activity in the U .S. and the U.K.

� Double-digit growth in Corporate (+14%) and Web (+2 0%) activity

Retail 55%

OEM 6%

Corporate 22%

Special deals 4%

Web 13% USA  44%

France 15%

UK 25%

Germany 7%

Others 9%
Turnover distribution



Positive EBIT 
before stock options and non-recurring items

In thousands of euros
2007/08

15 months
2007/08

12 months
2006

12 months

Turnover 140.375 116.402 74.335

EBIT before stock options and 
non-recurring items

-121 +344 5.646

Stock options -1.132 -919 -395

Non-recurring items -5.599 -5.321 -1.332

Depreciation of goodwill -5.000 -5.000

EBIT -11.852 -10.896 3.919

Net income (group share) -13.954 -12.911 2.764



2007/2008 Annual Earnings
Analysis

Positive EBIT: +€344K 

(before stock-option costs and non-recurring items)

Operating income lower than the initial objective because of:

� Sharp drop in activity for the leading OEM customer  (-€5M)

� Loss-making retail business in France and Germany

The other divisions are in line with or above their objectives.

Net earnings impacted by reorganization costs of €5.3M, including €4.2M 

in severance packages.

Depreciation of goodwill for €5M in order to take into account the real value 

of the European assets following the Emme acquisition

Self-financing also positive: +€2,342K

Avanquest is not losing money despite a difficult year



A Healthy Cash position

Cash flow table

In thousands of Euros
2007/08 Fin. Yr.

(15 months)
2006 Fin. Yr.

Self-financing 2.867 6.963

Cash flow from operations 1.958 3.183

Cash flow linked to investment -18.345 -9.635

Cash flow linked to financing 15.675 -3.705

Variation in cash position +729 -10.157

Impact of exchange on cash position -2.152 -62

Cash position at closing 11.131 12.554



Consolidated financial statements

In thousands of Euros 31/03/2008 31/12/06

Depreciation of goodwill 94.047 34.248

Other fixed assets 13.018 9.500

Other non-current 
assets

2.701 1.292

Non-current assets 109.766 45.040

Inventory 9.505 4.475

Trade accounts 
receivable

15.025 20.139

Other receivables 12.575 7.502

Cash 11.626 12.554

Current assets 48.731 44.670

Total Assets 158.497 89.710

In thousands of Euros 31/03/2008 31/12/06

Owners’ Equity 93.697 58.005

Provisions for contingencies 3.450 25

Financial debts falling due 
beyond one year

17.736 1.948

Other non-current liabilities 1.584 1.947

Non-current liabilities 22.770 3.920

Financial debts falling due in 
less than one year

1.138 80

Trade accounts payable 22.147 11.775

Other current liabilities 18.745 15.930

Current liabilities 42.030 27.785

Total liabilities 158.497 89.710

A financial situation still healthy as it was



2008-11 Strategy

A new strategy for quickly getting back 

to a profitable growth dynamic



2008/2009: Avanquest reinvents itself

The Group has demonstrated its ability to reinvent itself
» 1996 : opening of the American subsidiary (today 45 % of turnover)

» 2002 : software refocusing with sale of non-strateg ic assets (33% of TO)

» 2008: Avanquest 3.0

The Internet, as an engine for profitable growth and synergy among all the Group’s 
businesses, is at the heart of this new Strategy

A strategy made 
credible

by the current 
performance of our 

e-Commerce 
business:

+ 20%



Web 3.0, synergy engine between all activities

Avanquest 3.0

Examples:

� Marketing Viral and e-PR promote 
sales in all channels

� The Avanquest community will 
influence software design

� Internet Corporate portals will 
support the international 
development of the Corporate 
Software business

� The Avanquest community project 
will encourage
sales of our software
in all channels 



‘08
Why is Avanquest putting the Internet 

at the heart of its Strategy?

This focus is based on two essential facts:

The Internet is revolutionizing technology, habits and behaviors; 
today it is the main engine driving growth in software publishing, 
in terms of both product design and market access;

Avanquest Software was able to appreciate the full potential of this channel 
because of its successful positioning in e-Commerce for the last four years 
in terms of organic growth (from €3M to €15M in turnover); 

The market’s current trend is favorable to e-Commerce
� According to FEVAD (Federation of Distance-Selling Enterprises), 

online business in 2008 should surpass the 20 billi on €uros mark, 

and reach 32 billion €uros in 2010. 

R&D, sales, marketing: in each segment of the value chain, 
the Internet has a place in the Group’s new strategy



Objectives
� Strengthen sales of software developed in-house in each channel

� Shorten development cycles: reducing costs and time  to market 
by modulating applications, offshore, subcontractin g

� Complete the pool of existing bestsellers 
(Mobile PhoneTools, Fix-It, WebEasy, Print Artist)

Strategy
� Concentrate on the most dynamic categories

» Security, mobile convergence, multimedia, diagnosti cs/optimization

� Focus development efforts on a streamlined line

» With strong potential in each of the categories ide ntified

» Adapted to all channels: Web, Corporate, OEM and Re tail

� Invest in new products that will push future growth

» Software combining off- and on-line (zero install, S AS), mobility applications, 
multimedia and DLNA utilities (interoperability of all peripherals in the PC ecosystem)

» Rely on next-gen technologies, like WPF (Windows Pr esentation Foundation) 
for classic applications, Flex and Silver Light for  online

Avanquest Product Design:
Preparing the future of the software industry

‘08



Priority for Innovation
Internet, PC, Mobility Convergence  

Illustration with the SendPhotos Mobile software
� SendPhotos Mobile – a proprietary technology – offers a solution for managing and sharing photos 

over the Internet, taken using a 3G cell phone;
� A complete convergence solution with the addition of mobility to the Internet and to the customer’s PC
� A social networking software that automatically sends photos to Flickr,

FaceBook or MySpace, or sharing photos with friends/family, all securely

This software will be launched with a big boost from Viral Marketing 

‘08

TheThe SocialSocial NetworkingNetworking
PhotoPhoto SoftwareSoftware



A strategy benefiting all distribution channels

OEM: Internet, PC, Mobility convergence par excelle nce
� Launch of the new software solutions (Digital Frame Manager, Fix-It, System Suite 

Essentials…), of new applications with Internet operators and access providers, 
and marketing methods like live update and “Software as a Service” successfully 
tested in the United States.

Corporate Sales: globalization with the Internet
� Development of an international offer and an Internet direct Corporate sales catalogue

(based on Software Paradise expertise)

� Deployment of a Corporate portal for resellers to support indirect sales locally

From Retail to e-Retail: consolidating our Retail m arket shares
and expanding distribution channels
� Implementing a selective strategy (strategy based on the Avanquest North America model) 

to promote a limited line focusing on potential bestsellers 

� Development of agreements with e-resellers and portals providing “on-demand” access to 
software 

� Development in Europe of a “casual games” and edutainment software strategy in Europe 
on growing platforms (PC and Nintendo DS consoles)

‘08



Target Attract Win loyalty

Making Avanquest 
the online shop of 

choice

15 million customers 
already and a monthly 
potential of 1 million more

From €3M to 15M 
in TO in 4 years

Potential access to 75 
million customers

�����
�����	
��

80% of sales as 
downloads!

Creating a dedicated 
Viral Mkg Team

Trial versions
Free downloading
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Design of specific 
products

Development of 
affiliation programmes

Implementation of 
specialized portals
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Speeding up e-Commerce
with a Next Gen e-Marketing strategy

Investing in three main directions to speed up growth of the Internet channel

‘08



A Web 2.0 community
where software users can interact, share their 
know-how and offer their assistance 
through their expertise

An image vector: 
the “FaceBook of the software world”

� Each Web user will have his own profile, 
and will be able to bring together his friends, 
say what kind of software they use, 
give their opinions on our products, and
subscribe to many interactive services

A growth vector with loyal, participating users

Launch of the Software Café, with invitations to the Avanquest 
software user base: more than 11 million registered users

Extend Avanquest’s reach 
with the birth of a Community

“The Software Café”

Objectives
� Create a place for exchanges that will reinforce Av anquest’s relationship 

with its customers

� Establish a community sharing enthusiasm, ideas  an d product support: 
“A Breakthrough in Living with Technology”



2008-11 Outlook

Growth and profitability for the next 3 years



The Avanquest Group has experienced 21 years of pro fitable growth 

out of a total of 24 years

Its fundamentals are solid, and its outlook is conf ident

� After 2 years of investments that put Avanquest Software 

in the top 10 of the world’s software publishers, 

the Group will focus on organic growth and profitability 

A diversified business model supporting an ambitiou s strategy

� Being both a software developer and a third-party software publisher 

was an advantage in Avanquest’s development, 

� Introducing new, innovative bestsellers developed in-house will be

the key to ensuring the Group’s profitable long-term growth.  

A winning strategy

� By exploiting new trends in the world of the Internet, this new strategy 

will allow profitable growth in our sales in every channel and every territory

2008-09: Priority for Profitable Growth



Avanquest Software’s 3-Year Objectives

For 2008/09, a forecast turnover between €115 and € 120M and EBIT between 4 and 6%

� These figures include a negative impact from the evolution of the dollar and the pound, which account for 

about €9M out of turnover (the average rate budgeted for the dollar is €1 = $1.60).

� At a constant exchange rate, organic growth will be between 7% and 12%.

� An EBIT up sharply will reflect the reduction in costs and evolution of the business model.

Provisions 2009/10:  Turnover between €125 and €135 M and

EBIT between 6 and 8% 

Provisions 2010/11: Turnover between €135 and €150M  and

EBIT between 8 and 10%

‘08

Cautious forecasts given the economic context



Why invest in Avanquest Software
today?

A key independent player: a position as world leade r (Top 10)

in consumer software publishing

An Internet strategy that is a dynamic evolution of  the current business model 

to benefit from the new ideas and new distribution modes of Web 3.0

A company still as solid as it was 

A transitional year leading up to a new growth cycl e 

An especially undervalued company in the world of s oftware publishers with 

capitalization representing less than 50% of its eq uity.



Thank you for your attention.

We welcome all your questions.


