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A long-term strategy ïa robust business ï

Torben B. Munch, Executive Vice President



10 years revenue development
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Past performance ï

doubling the business 

every 5th year



A bridge between past performance and future scenarios

Long term years model

ÅConsistent use of relations between licence and implementation

ÅProduct profitability

ÅMaintenance and service
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LT-MODEL vs. ACTUAL REVENUE 

03-07

LT-MODEL vs. ACTUAL EBIT 
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Base scenario 2008-2013 revenue 
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Base scenario 2008-2013 revenue ïextra sales 
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Development in licence base
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Existing clients ïexisting markets

Account Management : 

ÅAlign SimCorp with our most profitable and largest clients to forge a 

strategic partnership

ÅMake our top clients an asset for strategic development of both our 

product, our markets and our company
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Tiers of clients

Key Accounts

Premium 
Accounts

Serviced 
Accounts
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32m EUR 18%

84m EUR 51%

58m EUR 31%

Revenue 2008



Account management

9

Empowerment of Account Managers

Account planning

Global is local 

Strategic cooperation & Offers

Global Marketing campaigns



Historical development of extra-sales (de) 
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High percentage of Extra Sale is correlated with high fraction of non organic deals



Base scenario 2008-2013 revenue 
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Base scenario 2008-2013 revenue ïprofessional services
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Professional services spearheads extra sales
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Professional services 2006 - 2008
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Professionalizing competencies
Academy Basic Advanced Total

555 896 164 1,615

CONSULTANCY RATES 

INDEXED

Profes-

sional
Specialist Expert

Project 

Manager

Consultant
100 NA NA

150
Senior Consultant

125
150 175

Chief Consultant
150

Service categories

Service desk services

System transition services

System Operation services

Commercializing competencies

Linking to clients IT Operations
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Decomposing professional services 2008
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34%

44%

22%

56m EUR 
Professional 

services

Transition Services

Service desk

Operation services 

Operations related ï

scales beyond Licence 

base growth

Licence base related ï

scales with licence 

base

Impl. initial sales

Impl. extra sales



Base scenario 2008-2013 revenue ïgeographical distribution
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Base scenario 2008-2013 revenue ïgeographical distribution
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New French market unit

27/05/200917

SimCorp USA Inc.
SimCorp Ltd.

SimCorp Norge AS
SimCorp Sverige AB

SimCorp A/S

SimCorp GmbH

SimCorp Benelux SA/NV

SimCorp Schweiz AG

SimCorp Asia Pty. Ltd.

SimCorp Asia Pty. Ltd

Hong Kong

SimCorp Asia Pty. Ltd

Singapore

SimCorp Österreich 

GmbH

SimCorp 

Ukraine LLC
SimCorp 

USA Inc.

SimCorp France  SAS

SimCorp France SAS

Opening date 1 January 2009

Manager: Thierry Teisseire

Expected number of staff 10-12 EOY



Customers 2009
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New customers 2009

Q1 KEPLER-FONDS Kapitalanlagegesellschaft

Edmond de Rothschild Asset Management

Q2 Nomura Bank (Luxembourg) S.A.

Provinzial Rheinland Insurance

25 May 2009




