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Company Profile
A group on the offensive after two years of major change

Sales and earnings for 2009/10 
Business recovery in the second half and return to profitability

Innovation strategy: technological convergence, SaaS and Online
Launch of new products and recurring-revenue services

Prospects
New growth dynamic and sustainable rise in earnings



Creation of a world leader

THE GROUP’S EARLY DAYS
€100K - €3M

1984
Creation of BVRP Software

1995
Launch of WinPhone

in France 

1995
Launch of PhoneTools

worldwide

The foundations
of an international 

company

RAPID GROWTH
€3M - €55M

1996
Stock-market listing

2002
Launch of 

Mobile PhoneTools

1998-2005
Geographic expansion 

and growth of the catalog

Presence on 3 continents 
A line of 300 products 

in 27 languages

CREATION OF A WORLD LEADER
€ 55M - € 88M

January 2007
Acquisition of Nova 

Development in the USA

April 2007
Acquisition of the 

Emme Group in Europe

June 2008
Creation of Avanquest Canada

R&D Centre and SoftCity headquarters

Avanquest in the top 10 
in consumer software publishing 

(excluding games)

1984 - 1995 1996 - 2005 2006 - 2010

Company profile: A group on the offensive after two years of major change

From 1984 to 2010: 
23 years of profitable growth in 26 years of existence



A worldwide presence

Avanquest Software USA
(Denver)

Avanquest 
North America
(Los Angeles 
& San Francisco)

Avanquest Software Canada
(Montreal)

Avanquest Software China
(Shanghai)

Avanquest Software 
(France, Germany, Italy Spain

Avanquest UK
(Avanquest Solutions, 
Avanquest Publishing)

R&D R&D R&D
R&D

R&D

Innovation as growth engine
• 150 engineers in France, USA, Canada and Chine
• Investments in R&D exceeding € 10M
• 300 products, some in 27 languages
• Partnerships with the biggest names:

Microsoft, Sony Ericsson, Motorola, Asus, Intel…
A strategy of online convergence at the cutting 

edge of new modes of consumption
Shift from a unit sales model towards 

a recurring-revenue model

A worldwide presence
• 500 employees distributed over three continents
• 12 subsidiaries: North America, Europe & Asia
• Presence in all distribution channels:

OEM, corporate, Web, Retail 

Build-up strategy 
• From 1996 to 2009: company size increased 

30 times
An ambition to be a world leader

48%
USA

47%

5%

2009-10 SALES

Europe

France

Company profile: A grioup on the offensive after two years of major change



Avanquest Software is an essential independent player
now ranking …

Avanquest Software: Leading Publisher In Retail (excl. games)

7th in sales

(Data US – NPD Techworld)

8th in volume

Company profile: A group on the offensive after two years of major change



Many partnerships with major players 

Technological partnerships: Business partnerships:

Sony Ericsson, Motorola… 
and most recently Puma Phone 
by Sagem Wireless
 Two world leaders have chosen Avanquest
 200 million Mobile PhoneTools  software suites

Agfa Photo
 Avanquest SendPhotos

Asus, PCD/Cricket…
 3G Connection Manager 

Darty, Earthlink, F-Secure, Synacor…
 PC Optimization, Network Diagnostics

Netgear, US Robotics…
 LAN Wizard, Classic PhoneTools

Lexmark, HP, Epson…
 FaxTools, Print Artist

BMW
 Bluetooth Synchronization Application

Company profile: A group on the offensive after two years of major change

Since 2000!



2008-2010: 2 years of change and investment

Reduction in cost 
structure

Reduction in cost 
structure

Overhaul of the 
Product catalogue
Overhaul of the 

Product catalogue

Lowering of the 
monthly profitabiity 

threshold 
by more than 20%

Lowering of the 
monthly profitabiity 

threshold 
by more than 20%

Tightening 
of the product line
around software

with stronger margins

Tightening 
of the product line
around software

with stronger margins

Continuation
of the innovation 

strategy

Continuation
of the innovation 

strategy

New Products 
and services.
Revitalization
of best-sellers

New Products 
and services.
Revitalization
of best-sellers

Reinforcement
of the financial 

structure

Reinforcement
of the financial 

structure

Capital increase 
with DPS of € 8M in 

February 2010

Capital increase 
with DPS of € 8M in 

February 2010

ORGANIZATIONORGANIZATION MARKETING & 
SALES

MARKETING & 
SALES R & DR & D FINANCESFINANCES

Drop in sales to the benefit of profitability
Reinforced positions in the most buoyant market sectors 

A PROACTIVE GROUP FACING A CRISIS

Company profile: A group on the offensive after two years of major change



2010: a group on the offensive after two years of change

2 strategic objectives:
1- Return to a dynamic of steady growth in sales and revenues

2- Participate in industry consolidation

Expansion of distribution 
channels


Launch of 

community e-commerce 
sites 

(Partner Online & SoftCity)

New generation
of products and services


Launch of 

products and services in 
SaaS mode

(recurring revenues)

FSI joins Avanquest 
Software’s capital


Speedup in the build-up 
strategy blending internal 

and external growth

SALES & 
MKG

SALES & 
MKG R&DR&D FINANCESFINANCES

Strengthening the economic model and financial structure

A mid-term ambition:
“Become one of the Top 5 software publishers”

Company profile: A group on the offensive after two years of major change



2009/10 sales and annual earnings
Business recovery in the second half and return to profitability



A pivoltal year: confirmation of the return to profit

Consolidated sales figures Earnings before interest and taxes

FY
2009-10

FY
2008-09

FY
2009-10

FY
2008-09

(0.9% 
of 

sales)

(5.1% 
of 

sales)

-15.3%

€88.1 M

€104.1 M

-24% vs 
08/09

-5% vs
08/09

1st Half
2009-10

2nd Half
2009-10

58.9%
61.6%

Gross margin rate

€38.6 M

€49.5 M

€1.0 M

€4.5 M

x 4.5

Business recovery in the second half and return to profit

The drop in sales and the rise in gross margin are the result of measures aimed at favoring profitability 
over over growth, in an uncertain worldwide context



Distribution of annual sales

Distribution of sales by channel

OEM
9%

Web
21%

Retail
52%

Corporate 
Licensing

3%

Corporate 
Solutions

11%

Special 
Sales
4%

France
5%

USA
48%

UK
33%

Germany
4%

Other 
European 
countries

7%

Others
3%

Distribution of sales by geographic area

Business recovery in the second half and return to profit

The Web continues its growth +14%

Excellent performance by the U.K.

Market share maintained in USA



In millions of €uros 2009/10 2008-09 Variation

Consolidated sales 88.2 104.1 -15.3%

Gross margin 54.4 61.3 -11.2%

% of sales 61.7% 58.9%

EBIT before cost of stock-options 5.3 1.9 X2.9

% of sales 6.0% 1.8%

EBIT 4.5 1.0 X4.5

% of sales 5.1% 0.9%

Non-recurring items - (7,1) --

Financial result (1.5) (3.4) --

Net taxes 2.8 2.1 --

Net earnings 0.3 (11.8) --

Summary income statement

Quadrupling of the EBIT

Quadrupling of the current operating result 
and return to profit of the net result

Business recovery in the second half and return to profit



In millions of Euros 2009-10 2008-09

Self-financing capacity 7.6 2.6
Variation in WCR and other factors excluding current 
operations (5.7)(1) (0.6)

Net interest and taxes paid out (3.3) (2.3)
Net cash flow from operation (1.5) (0.3)

Net cash flow associated with investment (4.3) (10.7)

Net cash flow associated with financing (2) 11.7 13.9

Variation in cash position +5.8 +2.9

Cash position at opening 14.0 11.1
Cash position at closing 20.0 14.0
(1) Primarily payment of restructuring costs provisioned during previous year
(2) Of which capital increase, respectively €7.7 M and €6.7 M

Tableau des flux de tr�sorerie

A healthy financial situation
Business recovery in the second half and return to profit



Strengthened financial structure

New mid-term bank credit line obtained
 Amount: €7M

 Term: 5 years

 OSEO partial guarantee

Successful €8M capital increase
 2.2 million new shares issued (16% of current capital) at a price of €3.60 per new share

 Operation 110% subscribed

Successful issue of convertible bonds for €4.0 M
 Issue of 867,747 convertible bonds with face value of €4.60

 Term: 5 years

 Coupon: 6.50% - IRR (if not converted): 7.78%

 Early conversion or reimbursement possible as of 02/15/2012

 Operation 108% subscribed

Entry of a new key shareholder to support Avanquest Software’s growth

FSI takes 9% of capital

Maximum amount of FSI’s investment: €20M

Maximum equity financing: 20%



Avanquest and the Stock Market

Capital distribution at 05/31/10
 After the capital increase completed in February 

2010

 Number of shares: 16,105,398  

 Capitalization: €53 M Group 
employees 

and 
executives 

15.3%

Oddo Asset 
Management: 

13.3%

FSI: 9,.1%

CDC 
Entreprises 
VM: 4.6%Turenne 

Capital 
Partenaires: 

3.6%

AFER Flore: 
4.1%*

Others: 
50.0%*

Avanquest Software eligible for long-
only DSS since May 26 2010 
 Extension of  the Deferred Settlement 

Service (DSS) to Buying

 Involves the securities listed on Euronext 
Paris with a minimum daily transaction 
volume of €100,000 

 Enables shareholders to benefit from the 
effect of the deferred-payment lever

Entry of a new key shareholder to support Avanquest Software’s growth

* Estimate



Innovation strategy: convergence of technologies 
and platforms, Online and SaaS 
Launch of new products and services producing recurring revenues



• Catalog overhaul
• Innovative software

New generation of 
high-margin 

software

• Online stores
• Hybrid solutions

Development of 
SaaS solutions

• of users,
• of developers

Creation of 
communities,

Social Commerce

• For iPhone, iPad, 
Android and soon 
Windows Phone

Positioning in 
the App-

Stores segment

Development focuses 2010/11 Projects

New advances to support and even anticipate changes in marketing 
technologies and methods

Fix-It,
Double Anti Spy,
Photo Explosion,

Print Artist, HGTV…

Asus
SendPhotos

WebEasy Live
MyMobileCompagnion

SoftCity
Avanquest Partner 

Online

Football Sudoku 2010
Brain Workout

Berlitz

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

Objectives

Best-selling software,
Lever effect on 
profitability

Increase in recurring 
revenues

Consolidation of 
client portfolio and 
growth of sales

Convergence of 
technologies and 
contenus on various 
platforms

Convergence of technologies, Expansion of sales channels, 
Recurring revenues



Agreements with the 
biggest names in the 

computer and 
telecom industry, 
operators totaling 

more than 

200 M
licenses

Avanquest Software 

No 2
in the 

Imaging & Graphics
Category behind 

Adobe 
According to NPD 

Techworld

Proprietary content for the 
new platforms

In the UK,
3 games published by 

Avanquest  in the 
Nintendo DS and Wii 

top 10

Avanquest Software 

No 1
In the USA

in the 
Disk Utility category 

according to NPD 
Techworld

Multimedia &
Graphics

Multimedia &
Graphics

Mobility &
Networks
Mobility &
Networks

Utilities
& Security

Utilities
& Security Digital gamesDigital games

The fundamentals: 
A line of best-selling software constantly updated
Innovation strategy: convergence of technologies and platforms, Online and SaaS 



Value Added Services

The Home
Mobile Devices

NAS Router/Box

TV

Frame

PC/Mac
Connect, Sync, Back-up, Update, 
Communicate, Transfer, Convert ..
Connect, Sync, Back-up, Update, 
Communicate, Transfer, Convert ..

Photo prints, PhotoBooks
AppStore, Create Website
Sync  documents, and more...

Photo prints, PhotoBooks
AppStore, Create Website
Sync  documents, and more...

The Cloud

Social Networks

User Services

User account 
Management

View , Share, PromoteView , Share, Promote

The 
power 

is in the
Convergence

Make all components 
work together seamlessly 
and in a user-friendly way

The 
power 

is in the
Convergence

Make all components 
work together seamlessly 
and in a user-friendly way

Create, Edit, Share, 
Print, Organize, 
Back-up, Configure, 
Optimize, Repair…

Create, Edit, Share, 
Print, Organize, 
Back-up, Configure, 
Optimize, Repair…

Share, Host, Back-Up, 
View, Edit, Sync, Aggregate.
Share, Host, Back-Up, 
View, Edit, Sync, Aggregate.

The Connected Home

Share, Sync, Back-up, 
Edit, Transfer...
Share, Sync, Back-up, 
Edit, Transfer...

Innovation strategy: Ultimate convergence of technologies, 
platforms, Online and Software as a Service
Innovation strategy: convergence of technologies and platforms, Online and SaaS 



MobileCompanion:  the new generation of MobilePhoneTools

Sync, play, watch, share your data 
wherever, whenever, on any device !”

Online portal and services

Desktop applications

Mobile apps and services

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

Development supported by OSEO Innovation
First demos at Mobile World Congress in Barcelone, February 2010

myMobileCompanion is the next generation of MobilePhoneTools, offering the best of 
online, mobile and local apps & services!

myMobileCompanion is a global 
framework based on a 3-component 
functional model:



View & Share

Online access
from any smartphone

Online access
from any computer 

browser

Online access
from Social Networks

Store securely

Any computer, phones, cameras…

SendPhotos.com Print & Share
Professional Printing

Photos, Photo books, Calendars…

Social Networks

Online

Photos, Photoflow, Photo books,…

SendPhotos: The Ultimate convergence
between cell phone, PC and Web
Innovation strategy: convergence of technologies and platforms, Online and SaaS 

SendPhotos, The whole world of photos just a few clicks away: 
1) Print: Professional online printing of Photo Books, Calendars, Objects, Greeting Cards, Printings… 
2) Share: Private sharing of Photos and Albums, Photo Books with Friends and Family and over Social 

Photos and Albums Networks, photo…
3) Store: All images and projects are saved and secure



SendPhotos is already successful in OEM
First customer: Agfa Photo, launched in March 2010 - MyAgfaPhoto.com

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

Modular Architecture 
100% customizable 
Branding,
Account management,
Sharing,
Publishing,
Printing,
Secure storage,
Shopping cart/payment,
Back office, ...

SendPhotos for the OEM channel: full personalization



WebEasy Live is a 100% online application for creating Web sites easily and quickly from 
templates, with the same level of functionality as the best classic applications

WebEasy Live: WebEasy takes over as SaaS

First commercial 
implementation of a fully 
SaaS solution under the 
Avanquest name

It will be actively marketed 
both generically as an OEM  
solution, and as an Avanquest 
service.

Launch in Q4 2010

Innovation strategy: convergence of technologies and platforms, Online and SaaS 



Allows easy visualization of possible changes using real photos

Rotation of elements possible to better visualize the results

Includes “How-To tips” videos

Available for Windows & Mac

Beginning March 2010

Convergence of technologies: photos, videos, photo retouching

Huge international successes

Innovation strategy: convergence of technologies and platforms, Online and SaaS 



Proprietary content for SmartPhones & Tablets:
iPhone, iPad, Android, Windows Mobile 7

Launch of first paid application: +3,000 downloads in one week

A whole series of applications scheduled for the second half: range effect

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

Soccer Sudoku 2010

eBooks on iPad

To complement 
the Retail offer

OEM partners have big demand for 
applications for their platforms

Applications for children, to learn to 
read or for fun



A new initiative: Avanquest Goes Green
Innovation strategy: convergence of technologies and platforms, Online and SaaS 

The first line of Green IT software
to be marketed in all channels: Retail, Web, Corporate

Simple positioning: 

Creation of a European label to support the line in all countries



Development of the Corporate channel through Online

A single portal for downloading a complete range of software in single- or multi-station versions 
for companies (up to 10,000 user licenses)

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

Avanquest Partner Online: the unique European portal selling software 
online for resellers



SoftCity, the Unique Software Social Marketplace

A major innovation
The merging of merchant e-commerce on one hand
and the communication-based social network on the 
other  form  what  is called Social Commerce. 
Avanquest is participating with SoftCity in 
what is the basic trend for the next 5 years. 

Innovation strategy: convergence of technologies and platforms, Online and SaaS 

SoftCity enjoys Microsoft’s trust:
“We are thrilled that SoftCity, which brings many independent developers into its community, 
has joined our network of partners for the BizSpark™ program,” declared Cliff Reeves, General 
Manager, Emerging Business Team at Microsoft. “SoftCity, one of the first communities built 
around software, bringing together users, experts and developers, features a completely innovative 
social-commerce concept for BizSpark members to engage with each other, and to try and buy 
software.” 



Outlook
A new growth dynamic and sustainable rise in earnings



2010-11 Outlook
A new  growth dynamic in revenues and  earnings

Purposeful participation in industry consolidation

A market with limited growth over the last two 
years but rapidly consolidating

 Market opportunities to be seized

Well-defined acquisition criteria

 Technological building blocks

 Geographic complementarity

Innovation remains the growth driver
A catalog of best-sellers as strong foundation
 Lever effect of SaaS solutions

A capacity for innovation providing new bases 
for organic growth 
 Expansion of distribution channels  access to new 

customers

A value-creation pool for the future
 Multiplatform technologies and content

New growth dynamic

Economic recovery in the USA

Pursuit of the Web strategy

New growth drivers

 Avanquest Partner Online, SoftCity

Continuation of the strategy targeting profitability 
increase

Focus on high-margin products

Volume effect

Lever effect of download solutions



Conclusion

Despite the crisis, Avanquest has maintained its R&D investment  in strategic areas 

like convergence of technologies among mobiles, PC and Internet

Conditions are right for a new spurt and a steady increase in revenues, 

and Avanquest as the cash and equity necessary to grow

The additional funds contributed by FSI will allow a more aggressive 

build-up strategy, in a rapidly consolidating market

The additional funds contributed by FSI will allow a more aggressive 

build-up strategy, in a rapidly consolidating market

Considering the technological advances over the last two years, the trends seen 
in recent months and the rise of the dollar which favors the Group’s revenues 
(48% of sales made in dollars), Avanquest is confident of its prospects.
For 2010-11 the group expects growth in sales associated with a new rise
in profitability in the second half.

A new  growth dynamic in revenues and  earnings



Thank you for your attention 


