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FY09 Interim ResultsFY09 Interim Results

Income StatementIncome Statement 30 September30 September 31 March31 March
FY07FY07 FY08FY08 HY08HY08 HY09HY09

Revenue (Revenue (£’£’000)000) 1,5411,541 2,0052,005 1,1221,122 743743

Gross margin (%)Gross margin (%) 46%46% 45%45% 46%46% 45%45%

Overheads (Overheads (£’£’000) 000) 1,5221,522 1,3601,360 691691 700700

Profit/(loss) (Profit/(loss) (£’£’000) 000) (761)(761) (331)(331) (136)(136) (355)(355)

EPS (pence)EPS (pence) (1.9)(1.9) (0.6)(0.6) (0.24)(0.24) (0.63)(0.63)

Presenter
Presentation Notes
33% decline in H1 revenue relates to fall in industrial sales, historically primarily in the automotive sector.  H1 2008 sales mix was fairly even, whereas in 2009 70% related to security.

Margin down slightly due to change in sales mix.

Overheads of £700k include £50k of redundancy costs associated with a 3 person reduction in headcount.   Annualised cost saving of £160k effective in H2 will be mitigated by increase in sales executives to drive forward the routes to market.

Reduced industrial activity resulted in loss of £355k.
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Interim ResultsInterim Results

Balance SheetBalance Sheet 30 September30 September 31 March31 March
FY07FY07 FY08FY08 HY08HY08 HY09 HY09 

((£’£’000)000) ((£’£’000)000) ((£’£’000)000) ((£’£’000)             000)             

Total assetsTotal assets 2,3922,392 2,0282,028 2,3552,355 1,7081,708

Net cashNet cash 1,5311,531 1,5341,534 1,3371,337 929929

Total liabilitiesTotal liabilities (515)(515) (417)(417) (552)(552) (450)(450)

Total net assets/(liabilities) Total net assets/(liabilities) 1,8771,877 1,6111,611 1,8031,803 1,2581,258

Accumulated lossesAccumulated losses (5,925)(5,925) (6,251)(6,251) (6,059)(6,059) (6,604)(6,604)

Presenter
Presentation Notes
Cash balance of £929k down from £1,534k at the end of September reflects losses of £355k in the period and significant working capital requirements of delivering current contracts into India and China, and build up of FlatScan-TPXi stock.



The overall cash flow position has not changed significantly since the period end and the current 3 month forecast to the end of August supports this position as some of the current working capital requirements unfold. 
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Interim ResultsInterim Results

Revenue down 33% at Revenue down 33% at ££743k, reflecting fall in 743k, reflecting fall in 
industrial sales industrial sales 

Gross margin at 44% (FY08: 46%) due to change in Gross margin at 44% (FY08: 46%) due to change in 
sales mixsales mix

Overheads of Overheads of ££700k include 700k include ££50k redundancy costs50k redundancy costs

Annualised saving of Annualised saving of ££160k effective in H2 to be 160k effective in H2 to be 
mitigated by increase in sales executivesmitigated by increase in sales executives

Loss after tax of Loss after tax of ££355k (HY08: 355k (HY08: ££136k)136k)

Period end net cash at Period end net cash at ££929k reflecting losses and 929k reflecting losses and 
working capital requirements of current contractsworking capital requirements of current contracts

Presenter
Presentation Notes
33% decline in H1 revenue relates to fall in industrial sales, historically primarily in the automotive sector.

Margin stable.

Overheads of £700k include £50k of redundancy costs associated with a 3 person reduction in headcount.  Annualised cost saving of £160k effective in H2 will be mitigated by increase in sales executives to drive forward the routes to market.

Reduced industrial activity resulted in loss of £355k.



Cash balance of £929k down from £1,534k at the end of September reflects losses of £355k in the period and significant working capital requirements of delivering current contracts into India and China, and build up of FlatScan-TPXi stock.

The overall cash flow position has not changed significantly since the period end and the current 3 month forecast to the end of August supports this position as some of the current working capital requirements unfold. 
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HY09 Sales OverviewHY09 Sales Overview

SecuritySecurity
Orders secured for 16 baggage screening systemsOrders secured for 16 baggage screening systems

-- 14 relate to Chinese follow14 relate to Chinese follow--on contracton contract

-- Others for delivery in UK and IndiaOthers for delivery in UK and India

22 22 FlatScanFlatScan--TPXiTPXi sales through distributors into Canada, Egypt, sales through distributors into Canada, Egypt, 
India and ThailandIndia and Thailand

IndustrialIndustrial
Sale of Sale of MDXiMDXi--NT into Johnson Matthey for their plant in JapanNT into Johnson Matthey for their plant in Japan

Other sales relate to spares & supportOther sales relate to spares & support

Presenter
Presentation Notes
Secured orders for 16 baggage screening units in year to date.

14 relate to the follow-on Chinese, revenue for which falls into both half years.

Other 2 are scheduled for delivery in H2 to India and the UK.



22 FlatScan-TPXi have been sold through a number of distributors into Canada, Egypt, India and Thailand.



Despite of downturn in the automotive sector, JM ordered an MDXi-NT for their plant in Japan.  All other industrial sales relate to sales of spares and support to the installed industrial base.
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H2 OutlookH2 Outlook

2D conventional baggage screening system introduced2D conventional baggage screening system introduced

-- secured first sale in UKsecured first sale in UK

Good sales leads for Good sales leads for FlatScanFlatScan--TPXiTPXi expected to convert expected to convert 
in H2 in H2 

Delayed sales into JM are now back under discussion Delayed sales into JM are now back under discussion 
but likely to fall into FY10but likely to fall into FY10

FollowFollow--on order for the inspection of laptop batteries is on order for the inspection of laptop batteries is 
still anticipated, but also moved back into FY10still anticipated, but also moved back into FY10

Sales and confirmed orders for delivery in Sales and confirmed orders for delivery in H2H2 at at ££564k564k

Presenter
Presentation Notes


The introduction of a conventional 2D baggage screening system has resulted in a sale to a corporate head office for mailroom screening.  This is scheduled for delivery in August.



Both the company and its distributors have good sales leads for FlatScan-TPXi that are expected to crystallise in H2.  ICM have already placed orders for 10 systems in H2.



JM had delayed the build of two new plants in Pittsburg and Macedonia.  However, they have recently recommenced negotiations so it is hoped that equipment sales for these plants will still go ahead, but is expected to fall into FY10.



Similarly, the follow-on sale in Boston Power for the inspection of laptop batteries has been subject to delays, but it is still expected that this will go ahead.



Current confirmed orders for delivery in H2 total £564k. 
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Sales and Marketing InitiativesSales and Marketing Initiatives

Entry levelEntry level 2D baggage screening system introduced baggage screening system introduced 
with field upgradeable path to unique 3D systemwith field upgradeable path to unique 3D system

Developing market entry strategy for IndiaDeveloping market entry strategy for India

-- in process of selecting trading partnerin process of selecting trading partner

-- expecting to build on recent success in Indiaexpecting to build on recent success in India

Appointed new Sales Manager with extensive experience Appointed new Sales Manager with extensive experience 
of selling security equipment in the Middle Eastof selling security equipment in the Middle East

Commenced Commenced UKTiUKTi funded market research into funded market research into 
opportunities in Chinaopportunities in China

Presenter
Presentation Notes
Having carried out a cost cutting exercise on the AXIS-3D baggage screening system, the Company was able to launch a 2D version that was reasonably price competitive with a field upgradeable path to the unique 3D system.

The Company has been working with an Indian business adviser who has a track record of introducing European companies to the Indian market. He has carried out the necessary due diligence on the number of potential partners and the Company is close to making its final selection.  This exercise would have been very difficult and time-consuming without this ‘hand-holding’.

The Company recently recruited a new Sales Manager, Andrew Byrom, who has extensive experience of security sales in the Middle East having lived out there for a number of years. Andrew has been tasked with carrying out market research for our products in that region and identifying potential trading partners.

The Company has initiated UKTi funded market research into how we build on our recent sales success in China.
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Board ChangesBoard Changes

Jerry Horwood stood down due to other business and Jerry Horwood stood down due to other business and 
charitable commitmentscharitable commitments

Brian Emslie appointed to take the lead on sales and Brian Emslie appointed to take the lead on sales and 
marketing strategymarketing strategy

Brian brings extensive experience and a proven track Brian brings extensive experience and a proven track 
record in strategic planning, analysis of customer and record in strategic planning, analysis of customer and 
markets needs, contract negotiations and markets needs, contract negotiations and 
communicationscommunications

Presenter
Presentation Notes
Jerry Horwood who has served on the Board for the past 18 months has stood down from the Board due to his increasing other business and charitable commitments.

The Board has appointed Brain Emslie to take over the lead on the sales and marketing strategy from Jerry thereby ensuring a smooth transition for the Company.

Brian spent 30 years working for BOC Group plc, his last role being Business Development Director of BOC Edwards.  More recently he has acted in an advisory or non executive director capacity for a number of high tech companies, providing input on strategic review and business development.  Brian’s key strengths lie in strategic planning, analysis of customer and markets needs, contract negotiations, and communications. 

He is already working closely with the executives to develop further the sales and marketing strategy.
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Strategic ReviewStrategic Review
Underway and to be presented in AutumnUnderway and to be presented in Autumn

Base line current position and thinkingBase line current position and thinking
-- Who are we?Who are we?
-- What are the key risks today?What are the key risks today?

What type of business do we want to designWhat type of business do we want to design
-- Existing markets / emerging marketsExisting markets / emerging markets
-- Financial goalsFinancial goals

Gap analysisGap analysis
-- What resources do we need?What resources do we need?

Strategic action planStrategic action plan
-- Agreement and communicationAgreement and communication
-- Prioritisation and monitoringPrioritisation and monitoring

Presenter
Presentation Notes
Jerry Horwood who has served on the Board for the past 18 months has stood down from the Board due to his increasing other business and charitable commitments.

The Board has appointed Brain Emslie to take over the lead on the sales and marketing strategy from Jerry thereby ensuring a smooth transition for the Company.

Brian spent 30 years working for BOC Group plc, his last role being Business Development Director of BOC Edwards.  More recently he has acted in an advisory or non executive director capacity for a number of high tech companies, providing input on strategic review and business development.  Brian’s key strengths lie in strategic planning, analysis of customer and markets needs, contract negotiations, and communications. 

He is already working closely with the executives to develop further the sales and marketing strategy.
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Important Notice

•This document is issued and approved for distribution within the United Kingdom by Image Scan Holdings 
plc (the “Company”) only to eligible counterparties and professional clients as defined in the FSA rules. It is 
not directed at, may not be suitable for and should not be relied upon by any other person.   The information 
in this document is compiled from a number of sources and is believed to be correct, but cannot be 
guaranteed and should not be relied upon.  This document does not constitute or form any part of, and is not 
to be construed as an offer, invitation or solicitation to buy or sell any securities issued by any of the 
companies referred to in it.  Any opinions expressed are subject to change without notice.

•Seymour Pierce Limited and/or its associated companies and ultimate holding company may from time-to- 
time provide investment or other services to, or solicit such business from, any of the companies referred to in 
this document. In addition, they and/or their directors and employees and/or any connected persons may 
have an interest in the securities of any of the companies referred to and may from time-to-time add to or 
dispose of such interests.

•Seymour Pierce Limited is authorised and regulated by the Financial Services Authority and is a member of 
the London Stock Exchange. Registered in England No. 2104188. Registered office:   20 Old Bailey, London 
EC4M 7EN.
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