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Agenda

 Introduction Peter Chadlington

 2009 Results Sally Withey

 Our 4 Brands Brand CEOs

 Conclusion Sally Withey



2

Introducing Our Executive Team

Neil 
Matheson

New holding 
company CEO 

in 2010

Mike   
Morgan

Sally Withey                
(COO)

Peter Chadlington 
(CEO)

Michael 
Murphy

Tymon Broadhead 
(FD)
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2009 Summary – In Line With Consensus

2009 2008

Revenue £156.3m £159.1m

Margin pre central costs 20.3% 21.0%

Profit before tax £23.4m £24.0m

Basic EPS 8.2p 8.5p

Proposed total dividend 2.90p 2.70p

Cash conversion 123%  110%

Net debt £49.0m £33.5m

_________________

NB The above results are before highlighted items
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Repositioning business in a tough market

 Strategic branding initiative completed
...On budget and on time

 Key public affairs acquisition with Dutko

 Developing international reach – UK now 38% of                                                       
proforma group revenues vs 44% in 2008

 Strengthened board and divisional management
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2009 Business Overview

Client Base Retained

 All previous year top 25 clients 
retained

 Only 1% of clients with 
committed revenue in January 
2009 were lost

Some Early Signs of Growth

 Financial PR was first into decline and 
looks to be first out

 flat in H2 and 6% up in Q4

 Digital continues to grow and is an 
increasing part of all of our business
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It’s all about growth

 Committed revenues for 2010 at 72%

 New business Q4 2009 up 27% and Jan 
2010 up 108% vs prior year

Investment in 
Rebranding 
Starting to Show

Positioned to win 
further multi office 
and global client

Busy pipeline, good 
visibility

 Multi-office business up 21%

 Grayling starting to pitch for and win 
bigger mandates which it could not have 
won prior to rebranding






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2009 Results
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The numbers in detail
£m 2009 Margin 2008 Margin

Revenue 156.3 159.1

Operating profit pre-central costs 31.8 20.3% 33.5 21.0%

Central costs (8.6) (7.2)

Operating profit post-central costs 23.2 14.8% 26.3 16.5%

Associates 2.1 2.4

Net finance costs (1.9) (4.7)

Profit before tax 23.4 24.0

Tax and tax rate (6.0) 25.5% (6.3) 26.1%

Minority interests (0.3) (0.3)

Attributable profits 17.1 17.4

Basic EPS (pence) 8.2 8.5

Diluted EPS (pence) 8.0 8.3
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Highlighted Items

£m 2009 2008

Brand rationalisation 8.8 -

Impairment of brands 9.1 -

Loss/(profit) on disposal of subsidiaries 7.5 (4.1)

Acquisition payments deemed remuneration 0.8 0.6

Impairment of investment in associates 2.1 2.4

Amortisation of intangibles 4.8 5.0

Total Highlighted Expenses 33.2 3.9

Sub Total cash items 11.3

PBT After Highlighted Items (9.8) 20.1
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Cash Flow

£m 2009 2008

Operating profit before highlighted items 23.2 26.3

Depreciation, share options & working capital 5.3 2.5

Cash generated from operations 28.5 28.8

Conversion 123% 110%

Strategic branding initiative (7.9) -

Exceptional cash flow (2.6) (4.4)

Interest, tax, capex and associates (2.4) (7.8)

Free cash flow 15.6 16.6

Acquisitions, disposals & deferred consideration (20.0) 4.9

Group dividends (4.6) (4.7)

Share Purchases   (£3.2m share buy back) (4.7)

FX movement on debt & other (1.8) 3.8

Net movement (15.5) 20.6

Closing net debt (49.0) (33.5)
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Debt and Deferred Consideration

Deferred Consideration 2010 2011 2012 2013 Total

£m 6.9 15.4 2.1 7.8 32.2

 Strong balance sheet with debt comfortably inside our facility and 
covenants...
 £49.0m debt vs £82.5m loan facility available to Sept 2012
 Net debt vs continuing EBITDA 1.3x  (Covenant < 3.0)
 Interest cover of 21x (Covenant > 4.0) 

 Group net debt will be in single digits and earn-out free by the end of 2013
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Dividend Growth

 Total 2009 dividend up 
7.4% to 2.9p

9 year EPS and Dividend Growth  (pence)

 14.3% CAGR since 2005

 Together with £3.2m share 
buy back, £7.8m returned to 
shareholders in 2009
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 Equivalent to 5% of our 
market capitalisation 
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New Business Wins

 In particular, at client level, 
budgets reduced in early 
2009

Year on Year Monthly Movement in Net New  

Business Wins £m
 Chart shows monthly net 

new business movement 
compared to previous year 
……

 ….ie momentum of client 
revenues coming into 
group

 Recession created volatility 
in 2008 and downward 
trend

 2009 new business 67% 
from projects vs 57% in 
2008
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Improving Trend
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 Typically revenue growth 
lags net new business 
curve by two quarters

 Clients now switching back 
to committed retainers and 
increasing budgets again

 Consistent improvement 
after Q109

 Q409 up 27%, Jan 2010 up 
108% continuing into Feb

 Expecting to return to 
revenue growth during 
2010

Year on Year Monthly Movement in Net New  

Business Wins £m
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Developing Our Client Base

 Now winning and pitching for clients which we could not have won prior to 
rebranding

Client group as % of revenue 2009   2008   

Clients over £3m 5% 6%

Multi office network clients <£3m 33% 27% Up 21%

Top 50 clients 37% 33% Up 9%

 21% growth in multi office network business 

 Total multi office and global clients now 38% of revenue

 Early progress against key milestones
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Improve organic growth

Add digital revenue

Build multi-office revenues

Win global clients
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Brands Public Relations

Global Public Relations                               
& Public Affairs

Global 
Healthcare Communications

Global Financial                                           
& Corporate Communications
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Global Public Relations                                
& Public Affairs

Brands Public RelationsGlobal Healthcare Communications

Global Financial                                             
& Corporate Communications



19

27% of group revenues on a proforma basis

Strategically located close to our clients – San Francisco,
New York, Philadelphia, London

Employs 420 people including 150+ with a Masters, PhD,
PharmD, or MD degree

Huntsworth Health provides a full spectrum of                                                             
consulting and communications services to                                                                                     
the health and well-being industry

 Through all stages of the product life cycle

 Long-term client relationships lasting many years

°°°

Background
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Sales training rebuilt revenue base and ended the year                                                          
with strong momentum - H2 revenues +16% - margin 19%

Material increase in new business momentum in H209 with

new contracts totalling more than $4.4m

6.5% organic growth in 2009 but 60% growing at a                                                    
double digit rate

Digital grew by 107% in 2009 with interactive gaining 3 new                                                  
AOR accounts

Highlights of 2009

Advertising recovery underway in US with major wins at

MedImmune, Ipsen, and BiogenIDEC totalling more than $3m
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Role of Digital

Consumers
 Caregivers influence many healthcare 

decisions

Rise of e-Patient: Percentage of US adults 

looking online for health-related information

Source: Pew Research Center, 2009

Patients
 Want to be informed so they can be 

involved in their own healthcare decisions

Healthcare professionals
 Time pressure forces them online
 Increase in non-personal selling online

Payers
 Demanding real value

Healthcare companies
 Realise they have to drive the interactions 

between consumers, patients, providers, 

and payers
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Growth in 2010

Global structure to enable global and 
pan-European accounts

 Big enough to take on global 

assignments but small enough to be 

flexible and agile – a real competitive 

advantage

 Won 3 million dollar                                        

plus accounts in last                                               

4 months

Recognition as a provider of a full 
range of services

 Huntsworth Health (and its affiliates) 

is the contracted company 

 Working with 40 of the top 50 

pharmaceutical companies

 Preferred provider status at 5 of the 

top 10 big pharmaceutical companies

 10 new Master Service Agreements 

signed in Q409

Advertising recovery                                        
will drive new growth

Explosive Digital growth                                   
will continue

Sales training back in                               
growth mode
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Global Public Relations                                    
& Public Affairs

Brands Public RelationsGlobal Healthcare Communications

Global Financial                                            
& Corporate Communications
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Red is one of the UK’s leading multi-specialist PR 
agencies, growing from deep consumer roots 

Organic growth of 14% 
in 2009

7% of group revenues

Won 70+ campaign and 
agency awards since it was 

founded 15 years ago Employs 140 people 

Background
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Highlights of 2009 

Wins... Organic... Agency 
recognition...
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Growing demand for digital – average 10% of client budgets

Role of Digital 
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8 weeks in...

Why we will grow in 2010 
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Global Public Relations                                
& Public Affairs

Brands Public RelationsGlobal 
Healthcare Communications

Global Financial                                           
& Corporate Communications
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Leading financial PR, corporate and public affairs advisor,                                                            
employs over 200 people in ten countries

£27m fees - 15% of Group Revenues

Strong global presence -

Citigate brands in France, Holland, Belgium, Beijing,                                         
Shanghai, Hong Kong, Singapore, Germany, Spain                                                        
and Sweden

Background
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Asia Pacific and Middle East up 10% 
in 2009 due to IPOs in H2

Citigate France up 23% in 2009

Highlights of 2009

Citigate Holland won best PR Adviser 
in Transactions

Citigate division returned to growth 
in Q4 2009 – up 7%

Award Winning digital campaigns for 
Lloyds Pharmacy and 
MoneyExpert.com

Citigate London sees return of 
transactions in Q4
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Recent wins include: 

IPOs and M&A returning globally Strong new business pipeline in 

emerging markets                                                                

inc Russia and Middle East

Growth in new skills – Litigation 
support, Shareholder analysis & 
surveys

Growth in 2010

Digital growing across all sectors
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Brands Public Relations

Global Public Relations                                
& Public Affairs

Global 
Healthcare Communications

Global Financial                                          
& Corporate Communications
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Global Reach

New company, announced August 2009

Merger to create second largest independent 
in the world

890 staff in 45 
principal offices 
around the world

Merger of businesses completed on time 
with no unplanned fall-out of clients or staff



51% of group revenues on a proforma basis
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Highlights of 2009

Acquisition in Middle East performing well and already                                                
expanded into Abu Dhabi and Saudi Arabia 

Strong management structure in place and industry heads                                                      
appointed

Won 15 industry awards

Dutko acquisition in public affairs
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Acquisition of Dutko

Mainstream 

Clients

Dutko contribution

 Dutko is a leading Washington-
based Public Affairs/consulting 
company

 Divisions include Dutko Global 
Advisers, Global Risk Management 
and Research & Polling

 Public affairs now 33% of Grayling 
on a pro forma basis

 Dutko client list includes: Abbott 
Labs; GlaxoSmithkline; and, Google 
(1 of two retained lobbyists)

 Strong business flow between Dutko 
and other Huntsworth companies

US Lobbying market

 Total US lobbying spend of $3.2bn 

in 2009
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Growing our Digital Revenues

http://images.google.co.uk/imgres?imgurl=http://www.seeklogo.com/images/L/Lyle_and_Scott-logo-D4DCB249B9-seeklogo.com.gif&imgrefurl=http://www.seeklogo.com/category.html%3Fq%3DL%26Page%3D218%26Sort%3DName-Asc&usg=__7MJTfKVjD02faKoM1BpzgdeGjxg=&h=200&w=200&sz=10&hl=en&start=1&um=1&itbs=1&tbnid=dqRlCmlqmXLitM:&tbnh=104&tbnw=104&prev=/images%3Fq%3Dlyle%2Band%2Bscott%2Blogo%26hl%3Den%26um%3D1
http://images.google.co.uk/imgres?imgurl=http://www.worcesteririshmusicfestival.com/vendors/Guinness_logo.jpg&imgrefurl=http://www.worcesteririshmusicfestival.com/vendors/vendors.html&usg=__Y9a3QjlkoL9sWTm6X8pxzu8ccEA=&h=260&w=260&sz=7&hl=en&start=3&um=1&itbs=1&tbnid=XzzF_i00d_zBCM:&tbnh=112&tbnw=112&prev=/images%3Fq%3Dguinness%2Blogo%26hl%3Den%26sa%3DN%26um%3D1
http://images.google.co.uk/imgres?imgurl=http://www.indstate.edu/athtrn/images/skype_logo_.png&imgrefurl=http://www.indstate.edu/athtrn/&usg=__cwkOy8ansLU7ydRTZ2g0gCsp1CE=&h=341&w=772&sz=103&hl=en&start=3&um=1&itbs=1&tbnid=cQ5ONsAsi7F1pM:&tbnh=63&tbnw=142&prev=/images%3Fq%3Dskype%2Blogo%26hl%3Den%26sa%3DG%26um%3D1
http://images.google.co.uk/imgres?imgurl=http://www.isical.ac.in/~fire/2008/images/google_logo.jpg&imgrefurl=http://www.isical.ac.in/~fire/2008/index.html&usg=__41o8-wnCGNfB3KZ76JFsFgeNRxo=&h=1500&w=3600&sz=277&hl=en&start=1&um=1&itbs=1&tbnid=o78WRIXSFwEmKM:&tbnh=63&tbnw=150&prev=/images%3Fq%3Dgoogle%2Blogo%26hl%3Den%26sa%3DG%26um%3D1
http://images.google.co.uk/imgres?imgurl=http://www.tvover.net/content/binary/NBC_Universal_logo.jpg&imgrefurl=http://www.tvover.net/2009/05/06/NBC%2BExpands%2BChannel%2BOfferings%2BIn%2BGreece.aspx&usg=__x6mxu1MlPXjZk906r1kOLqL2bEo=&h=110&w=200&sz=9&hl=en&start=1&um=1&itbs=1&tbnid=aR4pDh9JHjtAYM:&tbnh=57&tbnw=104&prev=/images%3Fq%3DNBC%2Buniversal%2Blogo%26hl%3Den%26um%3D1
http://images.google.co.uk/imgres?imgurl=http://tvtropes.org/pmwiki/pub/images/fox-color-logo.jpg&imgrefurl=http://tvtropes.org/pmwiki/pmwiki.php/Main/TwentiethCenturyFox&usg=__joIHnDlG2uK8hfOnMwLM-iHCH8M=&h=347&w=400&sz=25&hl=en&start=1&um=1&itbs=1&tbnid=H5QD7q9U_ZNPvM:&tbnh=108&tbnw=124&prev=/images%3Fq%3D20th%2Bcentury%2Bfox%2Blogo%26hl%3Den%26um%3D1
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Growth in 2010

Won six market assignment for major organisation which will become Grayling’s 
largest client

Appointed on a global basis by Lloyds International                                                          
Private Banking and 
International Federation of Animal Health

Significant other regional wins and pitches in progress

Five further global or multinational accounts under                                                     
discussion or being pitched

… All as a direct result of the strategic branding initiative

http://www.otms.ch/images_pwc/clients/lloyds.jpg
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Conclusion
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Outlook 

Good start to the year

72% revenues committed for 2010

Net new wins gaining momentum


Winning more multi country revenues


Q4 2009 and Jan 2010 trend gives confidence


Expecting to return to growth in 2010

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Appendix
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New Group Structure – Proforma Revenue

Grayling 
50.7%

Red 7.4%

CDR 15.4%

Huntsworth Health 
26.5%
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Revenue By Region

UK  
38.3%

US  
35.2%

Europe  
22.3%

Rest of World

4.2
%

Proforma Geographic Split

 US now 35% of group vs 26% in 2008

 US organic growth 4.6%

 Rest of world organic growth 5.9%

 UK declined by (9.0)%

 Europe declined by (8.4)%
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Our geographical reach

UNITED
KINGDOM
BIRMINGHAM
BRISTOL
CARDIFF
EDINBURGH
GLASGOW
HARPENDEN
LEEDS
LONDON
MANCHESTER
MARLOW
SOUTHAMPTON

CHINA
BEIJING
HONG KONG
SHANGHAI

INDIA
MUMBAI
NEW DELHI

INDONESIA
JAKARTA

JAPAN
TOKYO

KOREA
SEOUL

MALAYSIA
KUALA LUMPUR

PHILIPPINES
MANILA

SINGAPORE

TAIWAN
TAIPEI

THAILAND
BANGKOK

VIETNAM
HO CHI MINH CITY

AUSTRIA
VIENNA

BELGIUM
BRUSSELS

CYPRUS
LEFKOSIA

DENMARK
COPENHAGEN

FINLAND
HELSINKI

FRANCE
PARIS

GERMANY
BERLIN
DÜSSELDORF
FRANKFURT
HAMBURG

GREECE
ATHENS

IRELAND
BELFAST
DUBLIN

ITALY
MILAN
ROME

THE
NETHERLANDS
AMSTERDAM
HAARLEM

NORWAY
OSLO

PORTUGAL
LISBON

SPAIN
BARCELONA
MADRID
SEVILLE

SWEDEN
GOTHENBURG
MALMÖ
STOCKHOLM

SWITZERLAND
GENEVA
ZURICH

ROMANIA
BUCHAREST

RUSSIA
MOSCOW

SERBIA
BELGRADE

SLOVAKIA
BRATISLAVA

SLOVENIA
LJUBLJANA

TURKEY
ISTANBUL

UKRAINE
KIEV

ESTONIA
TALLINN

HUNGARY
BUDAPEST

KAZAKHSTAN
ASTANA

LATVIA
RIGA

LITHUANIA
VILNIUS

POLAND
WARSAW

AZERBAIJAN
BAKU

BELARUS
MINSK

BOSNIA &
HERZEGOVINA
SARAJEVO

BULGARIA
SOFIA

CROATIA
ZAGREB

CZECH
REPUBLIC
PRAGUE

EGYPT
CAIRO

KENYA
NAIROBI

MAURITIUS
CAP MALHEUREUX 

MOROCCO
CASABLANCA

NIGERIA
LAGOS

SOUTH AFRICA
JOHANNESBURG

TUNISIA
TUNIS

BAHRAIN
MANAMA

ISRAEL
TEL AVIV

JORDAN
AMMAN

KUWAIT
KUWAIT CITY

LEBANON
BEIRUT

OMAN
MUSCAT

QATAR
DOHA

SAUDI ARABIA
JEDDAH

SYRIA
DAMASCUS

UNITED ARAB
EMIRATES
ABU DHABI
DUBAI

ARGENTINA
BUENOS AIRES

BRAZIL
RIO DE JANEIRO

CENTRAL AMERICA

CHILE
SANTIAGO DE CHILE

COLOMBIA
BOGOTA

ECUADOR
QUITO

PANAMA
PANAMA CITY

PARAGUAY
ASUNCION

PERU
LIMA

VENEZUELA
CARACAS

AUSTRALIA
MELBOURNE
SYDNEY

NEW
ZEALAND
AUCKLAND
WELLINGTON

 HUNTSWORTH AFFILIATE

As at 11.02.2010

CANADA
MONTREAL
TORONTO

MEXICO
CUAJIMALPA

USA
ATLANTA
BOSTON
DENVER
GULFPORT
IRVINE
JACKSONVILLE
LAS VEGAS
LOS ANGELES
MIAMI
NEW YORK
PHILADELPHIA
SACRAMENTO
SAN FRANCISCO
TALLAHASSEE
WASHINGTON D.C.
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Group Revenue broadly spread across Industry Sectors
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30%

0% 5% 10% 15% 20% 25% 30% 35%

Personal Care, Beauty & Home

Charities & NGOs

Property & Real Estate

Media & Entertainment

Oil, Gas, Electricity & Other Utilities

Telecommunications

Transport

Professional & Support Services

Other

Healthcare

Industrial

Food & Drink

Retail & Leisure

Government & Public Sector

Technology

Financial Services

Pharmaceuticals
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Nine Year Revenue History (£m)
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Balance Sheet

£m 2009 2008

Intangible assets 287.2 258.9

Fixed assets & investments 5.1 9.4

Current assets – excluding cash 48.7 48.7

Other liabilities (60.1) (57.9)

Deferred consideration (32.2) (18.5)

Provisions (6.7) (6.8)

Net deferred tax 1.1 -

Net debt (49.0) (33.5)

Total net assets 194.1 200.3

Gearing 20.2% 14.3%
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Taxation

 Underlying tax rate of 25.5%

 Tax paid in the year was £2.5m vs an underlying 
tax charge of £6.0m.  The difference reflects the 
impact of deferred tax and the timing of cash 
payments

 2010 forecast underlying tax rate of c.24% and 
expected to hold at a similar level in 2011

 The Group continues to review tax planning initiatives

 Tax credit of £7.2m on highlighted items includes £4.9m of non cash items 
relating to impairment of brands and amortisation of intangibles
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Foreign Exchange Impact

 We gained in 2009 vs 2008 from the strong USD 
and Euro 

 Foreign exchange gain on revenue of £11.0m and 
£1.8m on operating profit

 Approximately 43% of 2010 Group profits are 
denominated in USD with 18% in Euros

 In 2010 we have options to hedge c.50% of our USD and Euro profits
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New Independent Non Executive Directors

 Michael Birkin was appointed as an Independent Non-Executive 
Director to the Board of Huntsworth on 1 September 2009

 He has over 20 years’ experience in communications and 
marketing services, including eight years as Group Chief 
Executive of Interbrand Group plc

 More recently he was Worldwide President of Omnicom’s 
marketing services division (1999 to 2005), Vice Chairman of 
Omnicom Group Inc (2005 to 2009) and Chairman and CEO of 
Omnicom Asia Pacific (2005 to 2009)

 John Farrell was appointed to the Huntsworth Board as 
Independent Non-Executive Director on 1 August 2009

 He was most recently responsible for all of Publicis Groupe
Worldwide Specialised Agencies and Marketing Services (SAMS)

 Previously, he was President and CEO of D'Arcy Worldwide, one 
of the top global advertising and communication networks; 
President of the IMP (now 'Arc') European Network of Direct                
and Promotional Marketing Businesses; and he also has client-
side experience with Atlas Copco, Butlins UK and LRC 
International

Michael Birkin

John Farrell


