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DISCLAIMER
• This Presentation has been produced by Inmeta ASA (the “Company” or “Inmeta”) and speaks as of February 2010. Neither the 

delivery of this Presentation nor any further discussions of the Company with any of the recipients shall, under any circumstances, 
create any implication that there has been no change in the affairs of the Company since such date. This Presentation may not be
reproduced or redistributed, in whole or in part, to any other person. 

• To the best of the knowledge of the Company, the information contained in this Presentation is in all material respect in accordance 
with the facts as of the date hereof, and contains no material omissions likely to affect its import. However, no representation or 
warranty (express or implied) is made as to, and no reliance should be placed on, any information, including projections, estimates, 
targets and opinions, contained herein, and no liability whatsoever is accepted as to any errors, omissions or misstatements 
contained herein, and, accordingly, none of Inmeta or any of its subsidiary undertakings or any such person’s directors, officers or 
employees accepts any liability whatsoever arising directly or indirectly from the use of this Presentation.

• This document contains certain forward-looking statements relating to the business, financial performance and results of the 
Company and/or the industry in which it operates. Forward-looking statements concern future circumstances and results and other 
statements that are not historical facts, sometimes identified by the words “believes”, expects”, “predicts”, “intends”, “projects”, 
“plans”, “estimates”, “aims”, “foresees”, “anticipates”, “targets”, and similar expressions. The forward-looking statements contained 
in this Presentation, including assumptions, opinions and views of the Company or cited from third party sources are solely opinions 
and forecasts which are subject to risks, uncertainties and other factors that may cause actual events to differ materially from any 
anticipated development. None of the Company or any of its subsidiary undertakings or any such person’s directors, officers or 
employees provides any assurance that the assumptions underlying such forward-looking statements are free from errors nor does 
any of them accept any responsibility for the future accuracy of the opinions expressed in this Presentation or the actual occurrence 
of the forecasted developments. The Company assumes no obligation to update any forward-looking statements or to conform 
these forward-looking statements to our actual results.

• AN INVESTMENT IN THE COMPANY INVOLVES RISK, AND SEVERAL FACTORS COULD CAUSE THE ACTUAL RESULTS, 
PERFORMANCE OR ACHIEVEMENTS OF THE COMPANY TO BE MATERIALLY DIFFERENT FROM ANY FUTURE RESULTS, 
PERFORMANCE OR ACHIEVEMENTS THAT MAY BE EXPRESSED OR IMPLIED BY STATEMENTS AND INFORMATION IN 
THIS PRESENTATION, INCLUDING, AMONG OTHERS, RISKS OR UNCERTAINTIES ASSOCIATED WITH THE COMPANY’S 
BUSINESS, SEGMENTS, DEVELOPMENT, GROWTH MANAGEMENT, FINANCING, MARKET ACCEPTANCE AND 
RELATIONS WITH CUSTOMERS, AND, MORE GENERALLY, GENERAL ECONOMIC AND BUSINESS CONDITIONS, 
CHANGES IN DOMESTIC AND FOREIGN LAWS AND REGULATIONS, TAXES, CHANGES IN COMPETITION AND PRICING 
ENVIRONMENTS, FLUCTUATIONS IN CURRENCY EXCHANGE RATES AND INTEREST RATES AND OTHER FACTORS. 
SHOULD ONE OR MORE OF THESE RISKS OR UNCERTAINTIES MATERIALISE, OR SHOULD UNDERLYING 
ASSUMPTIONS PROVE INCORRECT, ACTUAL RESULTS MAY VARY MATERIALLY FROM THOSE DESCRIBED IN THIS 
PRESENTATION. THE COMPANY DOES NOT INTEND, AND DOES NOT ASSUME ANY OBLIGATION, TO UPDATE OR 
CORRECT THE INFORMATION INCLUDED IN THIS PRESENTATION.

• By receiving this Presentation you acknowledge that you will be solely responsible for your own assessment of the market and the
market position of the Company and that you will conduct your own analysis and be solely responsible for forming your own view of 
the potential future performance of the Company’s business.

• THIS PRESENTATION DOES NOT CONSTITUTE, ANY OFFER TO SELL, OR AN INVITATION TO PURCHASE, ANY 
SECURITIES. 
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ROLLING 12 MONTHS



Q4 - 2009 YTD Q4 – 2009  

MNOK

REVENUE 160,1
• 3,9 % growth from Q4 2008

EBITDA  19,5 
• 111,6% growth from Q4 2008

MNOK

REVENUE 444,3
• 10,6% growth from YTD Q4 2008

EBITDA  40,7
• 79,7% growth from YTD Q4 2008

HIGHLIGHTS – Q4 and preliminary 2009 

• Licensing and Consulting both contribute to profit growth

• Net cash flow from operating activities MNOK 30,0

• Bank deposits at the end of the period MNOK 45,6

• Recurring revenue

• Customer base

• Focus on mainstream software

• Strong customer positions

• Added value to critical business

processes

• Senior consultants

LICENSING CONSULTING



Inmeta has focused on organic development in combination of
acquisitions and integrations to deliver profitable growth. The strategy
has succeeded in a challenging market. Customer base, competency 
and market position within both licensing and consulting, give a strong 
platform for continuous growth and profit. Inmeta is financially well 
prepared and positioned for growth. Inmeta expects profit growth in 
2010 compared to 2009. 

OUTLOOK
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BUSINESS AREAS



INMETA  LICENSING INMETA  CONSULTING

INMETA   ASA

Certified high volume license partner 

Advisory

Assist negotiations and optimize license

agreements

Software Asset Management

 Mainstream software – one stop shop 

FUNDAMENT

Industry focus

Large customers

Customer track

record

Senior consultants

SOLUTIONS

 System development

 Business Intelligence

 Project management

 Collaboration 

 Portal

 Infrastructure

 Security 



INMETA LICENSING

• Q4: Licensing revenue MNOK 127,9 (124,1) => growth 3,1%

• Q4 Comments
• Investments starting to become normalized

• Sales from a broad range of customers – public and private

• Strong development due to ”gross profit” focus and strong cost control

• Licensing - fundament
• Recurring revenue represent a strong fundament 

 3 years agreements.

• Strong market position and large customer base

• Focus on mainstream software

• 2010
• Fundament for growth in Sweden – Large Account segment 

• Inmeta expects continous increased investments in software to 

support business improvements and transformation

• Key launches





ORGANIC GROWTH OPPORTUNITIES-LICENSING



INMETA CONSULTING

• Q4: Consulting revenue MNOK 32,1 (30,0) => growth 7% 

• Q4 Comments
• Customers still cautious, but signs of increased business opportunities

• Price level flat

• Consulting - fundament 
• Strong and long term customer positions

• Senior consultants

• Inmeta fills critical roles in customers’ business projects/processes

• Yearly agreements

• Strong operational focus

• 2010
• Visibility in 1H 2010 is acceptable

• Enhanced options for new recruitments of senior employees

• Focus on organic growth and selected strategic acquisitions



INMETA CONSULTING

• 100 consultants

• Strong senior profile

• Defined industry verticals in combination of

horizontal solution areas

• Services

 Advisory

 Project management

 Business Intelligence

 Development

 Implementation and migration

 Infrastructure

 Security

• Development and technology groups

 Microsoft

 Java

 Oracle

http://www.storebrand.no/
http://www.statoilhydro.com/
http://www.telenor.com/
C:/Documents and Settings/HaraldO/Local Settings/OlaS/Local Settings/helges/Local Settings/roara/Desktop/Documents and Settings/roara/My Documents/DOC/Documents and Settings/NOBB/FrontPage.aspx
http://www.vitus.no/cross/no/no/home-no/index.html
http://www.rikstoto.no/Default.asp
http://klp.no/web/klpno.nsf
https://www.if.no/web/no/privat/Pages/default.aspx
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Financials



ROLLING 12 MONTHS



PROFIT AND LOSS STATEMENT

MNOK Q4 2009 %  sale Q4 2008 % sale Growth %

Operating 

revenues

160,1 154,1 3,9%

EBITDA 19,5 12,2% 9,2 6,0% 111,6%

EBIT 19,0 11,9% 8,4 5,5% 125,5%

MNOK YTD 2009 %  sale YTD 2008 % sale Growth %

Operating 

revenues

444,3 401,6 10,6%

EBITDA 40,7 9,2% 22,6 5,6% 79,7%

EBIT 38,2 8,6% 17,4 4,3% 119,6%



EBITDA PER QUARTER

MNOK



FINANCIALS PER SEGMENT



EBITDA PER SEGMENT



BALANCE SHEET

ASSETS (MNOK) 31.12.2009 31.12.2008

Total fixed assets 164,8 154,8

Inventories 0,4 0,4

Receivables 129,3 124,0

Cash and cash equivalents 45,6 43,6

Total current assets 175,3 167,9

TOTAL ASSETS 340,1 322,7

EQUITY AND LIABILITIES (MNOK) 31.12.2009 31.12.2008

Total equity 178,6 163,2

Long term liabilities 10,1 13,9

Account payables 69,1 77,5

Other current liabilities 82,4 68,1

Total current liabilities 151,5 145,6

TOT. EQUITY AND LIABILITIES 340,1 322,7



CASH FLOW
01.01-31.12. 2009 01.01-31.12. 2008 Change

Profit before tax 38 301 17 663 116,3%

Taxes paid -7 977 -5 300

Depreciation and amortisation 2 482 5 241

Changes in working capital -27 668 -1 476

Changes in other current balance assets 14 836 11 706

NET CASH FLOW FROM OPERATING ACTIVITIES 29 974 27 834 7,7%

Purchase/sale of tangible assets -851 -916

Cash payment acquisitions -11 491 -104 478

Net purchase of own shares -8 203 -661

NET CASH FLOW FROM INVESTING ACTIVITIES -20 545 -106 055

Dividend payment -6 324 -8 502

Changes in short term debt 649 -2 672

New equity 0 92 430

Changes in subsidiaries 0 1 766

Cash, companies in/out of Group 2 144 16 197

Changes in long term debt -3 866 4 253

NET CASH FLOW FROM FINANCING ACTIVITIES -7 397 103 472

Net change in bank deposits and cash 2 032 25 251

BANK DEPOSITS AT THE END OF THE PERIOD 45 595 43 563 4,7%
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EQUITY RATIO



EARNINGS PER SHARE - EPS



INMETA’S FINANCIAL POSITION

• Growth 2009 – revenue and EBITDA profit

• Cash position

• Equity ratio

• Cash flow from operations 30,0 MNOK

• Satisfactory state of the company’s balance sheet

• The board suggest NOK 0,15 in dividend for 2009

• Debt funding can be considered to finance suitable acquisitions

• Undrawn overdraft (credit facility) available at a level of MNOK 30. 

+10,6% and +79,7%

45,6 MNOK

0,53



GROWTH DRIVERS

INCREASED 

SOFTWARE USAGE
CONSULTING

ACQUISITIONS – CONSULTING FOCUS

• Business productivity

• New launches

• One stop shopping

• Software Asset

Management

• Complexity increases

– partner need

• Economic environment

• IT deliver business 

productivity

• Increased complexity

• Specialized resources

needed

• Shorter time to market

• New regions

• Expand existing areas

• New areas

• Strenghten customer

and partner fundament

• New competencies

• Expanding customer

base



SUMMARY – KEY TAKE AWAYS

• Growth and profitability

• Acquisitions and integration

• Customers

• Partners

• Culture

• Operational excellence

• Recurring revenue

• Customer base

• Focus on mainstream software

• Strong customer positions

• Added value to critical business

processes

• Senior consultants

LICENSING CONSULTING

FOCUS



INFORMATION:

• Next presentation

– Thursday May 6th, 2010, 08.30 - Hotel Continental

• investor@inmeta.com

Jarl Øverby 

CEO

Mobile: +47 98 21 70 09

Jarl.overby@inmeta.com

mailto:investor@inmeta.com
mailto:Jarl.overby@inmeta.com

