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Disclaimer
These presentation slides and the accompanying verbal presentation (the “Presentation Materials”) do not constitute or form part of any invitation, offer for sale or subscription or any solicitation for any offer to buy or subscribe for any securities in the PROACTIS Holdings PLC (the "Company") (“Company
Securities”) nor shall they or any part of them form the basis of or be relied upon in connection with, or act as any inducement to enter into, any contract or commitment with respect to Company Securities. These Presentation Materials do not constitute a recommendation regarding any decision to sell
or purchase Company Securities.

These Presentation Materials are for information purposes only and must not be used or relied upon for the purpose of making any investment decision or engaging in any investment activity. Whilst the information contained herein has been prepared in good faith, neither the Company, its subsidiaries
(together with the Company, the “Group”) nor any of the Group’s directors, officers, employees, agents or advisers makes any representation or warranty in respect of the accuracy or completeness of the contents of the Presentation Materials or otherwise in relation to the Group or its businesses, and
responsibility and liability therefor (whether direct or indirect, express or implied, contractual, tortious, statutory or otherwise) is expressly disclaimed, provided that nothing herein is intended to limit the liability of any such person for fraud. No duty of care or advisory obligation is owed by any member
of the Group or any of its directors, officers, employees, agents or advisers to any recipient of the Presentation Materials. No reliance may be placed for any purpose whatsoever on the information contained in these Presentation Materials or the completeness or accuracy of such information. In
particular, no representation or warranty, express or implied, is made as to the fairness, accuracy or completeness of the information or opinions contained herein, which have not been independently verified and may be in draft form. The figures and projections included in these Presentation Materials
are based on internal assumptions made by the directors and employees of the Company and have not been reviewed or verified as to their accuracy by any third party. The information contained in these Presentation Materials are provided as at the date of this presentation and is subject to updating,
completion, revision, verification and further amendment without notice. However, the Company does not undertake or agree to any obligation to provide the recipient with access to any additional information or to update these Presentation Materials or to correct any inaccuracies in, or omissions from
these Presentation Materials which may become apparent.

The content of these Presentation Materials has not been approved by an authorised person within the meaning of the Financial Services and Markets Act 2000 (“FSMA”). Reliance on the Presentation Materials for the purpose of engaging in any investment activity may expose an individual to a significant
risk of losing all of the property or other assets invested. Any person who is in any doubt about the subject matter to which this presentation relates should consult a person duly authorised for the purposes of FSMA who specialises in the acquisition of shares and other securities.

These Presentation Materials do not constitute an offer of transferable securities to the public for the purposes of section 85 FSMA. These Presentation Materials are exempt from the general restriction set out in section 21 FSMA on the communication of financial promotions on the grounds that they
are directed only at: (i) persons whose ordinary activities involve them in acquiring, holding, managing and disposing of investments (as principal or agent) for the purposes of their business and who have professional experience in matters relating to investments or otherwise are “investment
professionals” for the purposes of Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “Order”); (ii) are persons who fall within Article 49(2)(a) to (d) of the Order; or (iii) otherwise fall within an applicable exemption within the Order (all such persons together
being referred to as “Relevant Persons”). Persons of any other description, including those that do not have professional experience in matters relating to investment, should not rely or act upon the Presentation Materials. Any investment, investment activity or controlled activity to which the
Presentation Materials may ultimately relate is available only to Relevant Persons and will be engaged in only with such Relevant Persons.

These Presentation Materials do not constitute an offer of securities for sale in the United States, Canada, Australia, Japan or the Republic of South Africa or in any other country outside the United Kingdom where such distribution may lead to a breach of any legal or regulatory requirement, nor must they
be distributed to persons with addresses in the United States, Canada, Australia, Japan or the Republic of South Africa, or to any national or resident of the United States, Canada, Australia, Japan or the Republic of South Africa, or to any corporation, partnership, or other entity created or authorised under
the laws thereof. Any such distribution could result in a violation of American, Canadian, Australian, Japanese or South African law. It is the responsibility of each recipient outside the United Kingdom to ensure compliance with the laws of and regulations of any relevant jurisdiction. These Presentation
Materials are not for publication, release or distribution in, and may not be taken or transmitted into, the United States, Canada, Australia, Japan or the Republic of South Africa and may not be copied, forwarded, distributed or transmitted in or into the United States, Canada, Australia, Japan or the
Republic of South Africa or any other jurisdiction where to do so would be unlawful. These Presentation Materials may not be provided to any person in Canada or to any person who may be subject to Canadian securities laws. The Company Securities have not been and will not be registered under the
United States Securities Act of 1933, as amended (the "Securities Act"), or the securities laws of any state or other jurisdiction of the United States and may not be offered and sold in the United States except pursuant to an exemption from, or in a transaction not subject to, the registration requirements
of the Securities Act. There will be no public offering of Company Securities in the United States.

The Presentation Materials includes statements that are, or may be deemed to be, forward-looking statements. These forward-looking statements can be identified by the use of forward-looking terminology, including the terms "believes", "estimates", "plans", "projects", "anticipates", "expects",
"intends", "may", "will", or "should" or, in each case, their negative or other variations or comparable terminology. These forward-looking statements include matters that are not historical facts and include statements regarding the Company's intentions, beliefs or current expectations concerning, among
other things, the anticipated future performance of the Company. Any such forward-looking statements in the Presentation Materials reflect the Company’s current expectations and projections about future events but, by their nature, forward-looking statements involve a number of risks, uncertainties
and assumptions that could cause actual results or events to differ materially from those expressed or implied by the forward-looking statements. These risks, uncertainties and assumptions could adversely affect the outcome and financial effects of the plans and events described herein. Save as required
by law or regulation or the rules of any securities exchange, the Company undertakes no obligation to release the results of any revisions to any forward-looking statements in this Presentation that may occur due to any change in its expectations or to reflect events or circumstances after the date of the
Presentation Materials. In particular, no representation or warranty is given by the Company or Brandon Hill as to the achievement of, and no reliance should be placed on, any projections, targets, estimates or forecasts and nothing in the Presentation Materials is or should be relied on as a promise or
representation as to any future event.

The Presentation Materials are confidential and being supplied to you solely for your own information and may not be reproduced, further distributed, or the contents otherwise divulged, directly or indirectly, to any other person or published, in whole or in part, for any purpose whatsoever.

finnCap Ltd (“finnCap”) is authorised and regulated in the United Kingdom by the Financial Conduct Authority, are advising the Company and no one else in relation to the Company and will not be responsible to anyone other than the Company for providing the protections afforded to their respective
clients. Any other person should seek their own independent legal, investment and tax advice as they see fit. Apart from the responsibilities and liabilities, if any, which may be imposed on finnCap by FSMA or the regulatory regime established thereunder, finnCap accept no responsibility whatsoever for
the contents of the Presentation Materials, including their accuracy or completeness or for any other statement made or purported to be made by them, or on their or the Company’s behalf, in connection with the Company or the proposed transaction. finnCap accordingly disclaim all and any liability
whether arising in tort, contract or otherwise (save as referred to above) which they might otherwise have in respect of these Slides or the accompanying verbal presentation.

WARNING: You are advised to exercise caution in relation to these Presentation Materials. If you are in any doubt about any of the contents of these Presentation Materials, you should obtain independent professional advice.
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Key messages and highlights 

Tim Sykes, CEO

Richard Hughes, CFO

Half year period ended 31 January 2021



Click to edit Master title 
style

Click to edit Master subtitle style

Key messages 

Core financial value proposition

Revenue 
Growth

Forward 
Visibility

Profitability 
Cash 

Generation 

1

PERFORMANCE IN LINE WITH BOARD EXPECTATIONS FOR THE PERIOD

RESILIENT NEW BUSINESS PERFORMANCE:
Deal intake remained strong despite ongoing COVID-19 headwinds – TCV 
expected to progress in H2

VALIDATION OF NEW INTERNATIONAL GO-TO-MARKET STRATEGY: 
Early commercial traction in FR, DE and US with growing pipelines in each and 
first bePayd contracts signed

ROBUST RESULTS AGAINST CHALLENGING BACKDROP
Improved operating margins led to material increase in adjusted EBITDA despite 
slightly lower revenues

ACHIEVEMENT OF STRATEGIC MILESTONES SUPPORTS OUTLOOK 
Maintaining earnings expectations for the full year and confidence in the Group’s 
prospects
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Highlights

Financial
Revenue of £23.8m was £0.7m lower than H1 FY20

- Impact of lower volume related ARR in H2 FY20

Adj. EBITDA of £6.2m was £0.6m higher than H1 FY20
- Focus on Opex across the Group

Net bank debt of £39.7m (July 2020: £37.1m)

Post period end
First customer in US and additional contract in DE under 
international business spend management strategy
First Proactis funded bePayd customer announced

2

Strategic
Strategic new business wins in each of DE and FR
Pipeline build is encouraging in all territories
bePayd signed first customer under the buyer funded 
model
Appointment of Nick Brown as Senior Independent Non-
Executive Director

Commercial
Strong half of new business TCV despite COVID headwinds

- £6.7m versus H1 FY20 of £7.5m and H2 FY20 of £7.1m

Modest progression in ARR (excl. HRA) with 1% net 
growth
50% reduction in HRA ARR

- Broadly split 50/50 between churn and conversion to multi-year deals

Total churn in line with expectations
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Business Spend Management

The Proactis Source-to-Pay process wheel outlines the key elements that form the end-to-end Source-to-Pay (S2P) process, which is made up of Purchase-to-

Pay and Source-to-Contract processes. Proactis offers a range of solutions that can support your organisation on its S2P journey, regardless of where your

challenges lie or which process you need help with. 

3
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Financial update 

Tim Sykes, CEO

Richard Hughes, CFO

Half year period ended 31 January 2021
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EBITDA vs EBITDA margin

4

Absolute EBITDA and 
margin recovering 
following impact of 
substantial customer 
churn on the business in 
FY18 and FY19

Plans in place to deliver 
margin above 30% in 
the medium term
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Opex vs Opex as % of sales

5

Absolute adjusted 
Opex shrinking 
following actions 
plans now in place 
across the Group

Opex as a % of sales 
increase both due to 
reduction in 
revenue and 
increase in Opex
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Financial highlights

£’m H1 FY2021 H1 FY2020 FY 2020 H1 on H1 

movement

Revenue 23.8 24.5 49.6 (3%)

Adjusted EBITDA 6.2 5.6 11.8 (11%)

Adjusted Operating profit 1.5 1.7 4.0 (12%)

Adjusted EPS (pence) 0.9p 1.1p 2.9p (18%)

Adjusted net free cash flow (0.8) 1.9 0.9 (151%)

Value of new customer wins and upsell deals (TCV) 6.7 7.5 14.6 11%

Number of new customer wins (number) 29 29 61 -

Value of new customer wins 3.6 5.4 9.0 (33%)

Number of upsell deal (number) 66 70 127 (6%)

Value of upsell deals 3.1 2.1 5.6 48%

ARR (excl. HRAs) 40.1 40.7 39.8 1%*

ARR (incl. HRAs) 40.8 43.4 41.2 (1%)*

3-year total revenue CAGR (%) (3.5%) 28% 25%

Net debt 39.7 35.6 37.1

6

*movement from previous year end
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“Reported” to “Adjusted” analysis

£’m H1 FY2021 H1 FY2020 FY 2020 Comment

Reported operating (loss) / profit (2.3) (1.4) (18.4)

Non-core net expenditure 2.1 0.7 2.8 Principally restructuring and integration costs

Intangible impairment and 

amortisation

1.7 2.2 19.3 IFRS accounting, non-cash

Share-based payment charges - 0.1 0.3 IFRS accounting, non-cash

Adjusted operating profit 1.5 1.7 4.0

Reported Net free cash flow (2.6) 0.9 (1.0) Operating cash flows less capital expenditure

Non-core net expenditure from 

FY2019

- 0.3 0.3

Non-core net expenditure from 

FY2020

0.1 0.7 1.6

Non-core net expenditure from 

FY2021

1.6 - -

Adjusted Net free cash flow (0.8) 1.9 0.9

7



Click to edit Master title 
style

Click to edit Master subtitle style

Commercial update 

Tim Sykes, CEO

Richard Hughes, CFO

Half year period ended 31 January 2021
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Growth strategy – Encouraging progress

8

Objective:
Maximise 

existing customer 
and technology 

opportunity

Target:
Gross churn 

ARR equalised 
by up-sell ARR

Status:
Normalised 

churn levels in 
core business

On track

Objective:
Accelerate new 
Business Spend 

Management 
momentum

Target:
£10m ARR from 
new business by 
replicating in FR, 

DE and US

Status:
US, FR and DE 

contracts 
announced

COVID-19 
headwinds 
impacting 

acceleration

Objective:
Roll-out bePayd

Target:
50 buyers 
committed, 

>£10bn of spend

Status: 
First contracts 
announced on 
both funding 

models

Pipeline building

Objective:
Drive adoption of 
existing supplier 

paid products

Target: 
Volume effect of 

shifting 15-
networked 

buyers to 1,000

Status:
FY21+ key 

theme

On track

Objective: 
Extend supplier 

paid product 
portfolio

Target: 
One new 

supplier paid 
product a year

Status: 
Development 
opportunities 

being identified

FY22+ key 
theme
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New business vs churn

9

Recent new business is at 
highest level since the group 
doubled in size in 2017
- Despite COVID-19 headwinds

Related ARR at normalised 
levels compared to TCV

Churn now under control

HRA churn falling off
- Stop talking about HRA after 

FY21
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TCV performance

10

High level of TCV wins achieved
- COVID-19 impact on pipeline conversion

UK delivered H1 performance in line 
with expectations
NL business slightly below expected

- More to come in H2

FR, DE and US seeing impact of 
transition to smaller mid-market deals

Target
FR, DE and US at different stages but all 
with scope to match UK run rate in a c.2 
year period

- Same go-to-market strategy
- Same product
- Same business processes

First sales in all 3 territories with good 
pipeline build behind

H1 FY21 
Total 
TCV

H1 
FY21 
No. 

Deals

H1 FY20
Total 
TCV

H1 
FY20
No. 

Deals

FY20
Total 
TCV

FY20
No. 
Deal

s

Business Spend Management

United Kingdom £3.2m 65 £2.1m 65 £6.6m 117

France £0.4m 4 £0.9m 5 £1.6m 19

Germany £0.1m 1 £0.3m 1 £0.3m 1

United States £1.7m 4 £2.2m 8 £2.8m 12

Netherlands £1.3m 18 £2.0m 20 £3.2m 29

Supplier

Tenders Direct* - - £0.1m 10

Global Transactions - - - -

Total £6.7m 95 £7.5m 99 £14.6m 188

* “Net” wins reported for Tenders Direct business
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ARR performance – Group

£’m 31 July 
2020

Growth/
(Loss)

31 January 
2021

Non-volume related contracts 28.3 1.1% 28.6

Volume-related contracts* 11.5 -% 11.5

Underlying ARR 39.8 0.8% 40.1

HRA contracts 1.4 (50.0%) 0.7

Total ARR 41.2 (1.0%) 40.8

11

Encouraging performance in core business where non-
volume related ARR grew by 1.1%

Volume-related contracts impacted by COVID-19 has 
different mix to year end position

- Outsourced tail spend (US)
- Reverse auctions events (US)
- Invoice processing (UK)

Process underway with non-core service identified for 
closure/sale 

HRA progress discussed on slide 13

* Volume-related contracts include contracts relating to both Business Spend Management and 
Supplier-paid products



Click to edit Master title 
style

Click to edit Master subtitle style

ARR performance

12

Growth of £0.6m in UK
- Solid new business in H1

Decrease of £0.2m in FR
- TCV wins in the period predominantly relate to one-off billing (no ARR 

impact)

Doubling in DE
- Impact of HRA conversion to multi-year deals (£0.4m) and ARR wins larger 

than underlying churn

Decrease of £0.7m US
- COVID-19 impact on volume-related contracts and customer churn

Growth of £0.2m in NL
- Business as usual

£’m

31 
July 

2020

Growth / 
(loss)

31 
January 

2021

United Kingdom 13.9 4.3% 14.5

France 4.6 (4.3%) 4.4

Germany 0.6 100.0% 1.2

United States 7.6 (9.2%) 6.9

Netherlands 5.2 3.8% 5.4

Business Spend Management (core) 31.9 1.6% 32.4

HRAs (£’m) 1.4 (50.0%) 0.7

Business Spend Management 33.3 (0.6%) 33.1

Tenders Direct 3.7 - 3.7

Global Transactions 4.2 (4.8%) 4.0

Supplier 7.9 (2.5%) 7.7

Total 41.2 (1.0%) 40.8
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HRA analysis

Converted £0.4m into multi-year “new” deals
- All in Germany

Churn of £0.3m
- All in Germany

Remaining HRA value of £0.7m
- £0.5m renewed in FY21 on short-term deals (1 year or less)
- £0.2m left to renew in H2 (planned churn)

13

£’m ARR

HRA value at start of the period 1.4

Contracts converted to multi-year deals upon renewal (0.4)

Customer churn in the period (0.3)

Remaining HRA risk 0.7

Heightened Risk Accounts defined at 31 July 
2019 following a full risk assessment of Group’s 
customer/product base: £5.0m ARR
One-off exercise, no new additions
Risk restricted predominantly to non-authored 
product, not whole product portfolio

£’m HRA

France 0.4

Germany 0.3

Total 0.7
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Churn analysis

UK
- Slightly above normalised levels for the half (no items >£0.1m)

FR
- Nil churn

DE
- Underlying churn normal
- HRA relates to 2 customers, 1 downgrade and 1 churned customer (all 

budgeted)

US
- £0.4m COVID-19 related in Managed Service business

NL
- Normal churn

14

£’m
H1 FY21 

underlying
H1 FY21 

HRAs
H1 FY21 

Total

United Kingdom 0.5 - 0.5

France - - -

Germany 0.1 0.3 0.4

United States 0.5 - 0.5

Netherlands 0.1 - 0.1

Business Spend Management 1.2 0.3 1.5

£’m
FY20 

underlying
FY20 
HRAs

FY20 Total

United Kingdom 1.2 - 1.2
France 0.2 0.2 0.4

Germany 0.1 0.2 0.3

United States 0.9 1.4 2.3

Netherlands 0.2 - 0.2

Business Spend Management 2.6 1.8 4.4
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bePayd

Progress
First contracts signed under both the buyer-funded and Proactis-funded 
models

- Buyer-funded contract with Experbuy, a new customer to the Group based in France
- Proactis-funded contract with Denbighshire County Council, an existing customer of the 

Group

The knowledge from the implementation and roll out programmes for 
these two customers will be invaluable for future implementations
Looking ahead, will be focused on optimising supplier take-up of the 
solution and grow pipeline further

bePayd and COVID-19 environment
Offering is highly relevant to businesses in current environment
Innovative products with multi-layered decision processes in 
conservative customer base is slowing progress

15

What is bePayd?

Platform to help suppliers 
get paid more quickly than 
existing terms
bePayd settles the 
approved invoice early in 
exchange for a discount
Target supplier profile: 
SMEs in the tail of a 
buyer’s supply chain
Limited risk: buyer 
solvency or late payment
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Summary and outlook

Tim Sykes, CEO

Richard Hughes, CFO
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Summary

Strong levels of new business deal intake despite headwinds
Validation of new international go-to-market strategy with early commercial 
traction in FR, DE and US
First bePayd customers signed
Churn under control and in line with expectations
Operating margins improved

16

Major strategic milestones met and a robust financial performance in a challenging 
trading environment 
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Outlook

Cognisant of ongoing impact of COVID-19 across the business
Continued commercial traction expected in overseas markets and bePayd
TCV expected to progress in H2 as pipeline conversion accelerates
Achievement of strategic milestones and growing pipeline give the Board confidence of sustainable 
momentum through the second half and beyond
Trading in line with board expectations for the full year
HRA references immaterial from FY22

17

A profitable, cash generative, SaaS based software company with growing ARR in an 
exciting growth market
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Appendix 
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Consolidated income statement (extracts)

£’m H1 FY2021 H1 FY2020 FY 2020

Revenue 23.8 24.5 49.6

Direct cost of sale (2.6) (2.9) (5.4)

Staff and operating expenses (17.1) (16.8) (35.5)

Depreciation and amortization (6.4) (6.2) (12.3)

Impairment of goodwill - - (14.8)

Operating profit (2.3) (1.4) (18.4)

Net finance expenses (0.7) (0.8) (1.0)

Profit before tax (3.0) (2.2) (19.4)

Tax 0.2 0.3 -

Profit after tax (2.8) (1.9) (19.4)

Memo: Minority interest (0.2) - (0.3)
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Consolidated cash flow statement (extracts)

£’m H1 FY2021 H1 FY2020 FY 2020

(Loss) / Profit after tax (2.8) (1.9) (19.4)

Depreciation, impairment and amortization 6.4 6.2 27.1

Other non-cash items (forward contract movement and share based 

payment charges)

- 0.1 0.3

Net finance expenses and income tax credit / charge 0.5 0.5 1.0

Operating cash flow before working capital 4.1 4.9 9.0

Net working capital movement (1.1) 0.6 0.5

Net finance expenses (0.7) (0.6) (1.4)

Income taxes paid (0.5) 0.2 (0.1)

Net cash flow from operating activities 1.8 5.1 8.0

Capital expenditure (4.3) (4.2) (9.1)

Dividends - - -

Financing and acquisition flows (0.6) (1.3) (2.0)

Net cash flow (3.1) (0.4) (3.1)
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Consolidated balance sheet (extracts)

£’m H1 FY2021 H1 FY2020 FY 2020 

Non-current assets 122.6 140.5 124.9

Cash 2.9 7.6 5.5

Net working capital 2.5 0.5 1.8

Income taxes - (0.3) 0.1

Short-term finance obligations (2.8) (3.2) (1.4)

Net current assets 2.6 4.6 6.0

Deferred revenue (non-cash obligations) (17.9) (17.1) (18.4)

Long-term finance obligations (46.5) (46.5) (48.2)

Net deferred tax liabilities (8.3) (8.4) (8.8)

Other provisions and long term lease liabilities (3.3) (4.2) (3.7)

Lon-term liabilities (including short-term, non-cash deferred revenue) (76.0) (76.2) (79.1)

Net assets 49.2 68.9 51.8
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Consolidated net debt

£’m H1 FY2021 FY2020

Non-current Current Total Non-current Current Total

Secured bank loans 40.1 2.5 42.6 41.7 0.9 42.6

Convertible loans 6.0 - 6.0 6.1 - 6.1

US Government loan 0.3 0.4 0.7 0.4 0.4 0.8

Total borrowings 46.4 2.9 49.3 48.2 1.3 49.5

Less:

Cash and cash equivalents (2.9) (5.5)

Net debt 46.4 44.0

Net bank debt 39.7 37.1
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Consolidated goodwill and intangible assets

Business Spend Management Supplier

£m

United 

Kingdom

United 

States France Germany

Nether-

lands

Global 

Transac-

tions

Proactis 

Tenders bePayd Total

H1 FY2021

Goodwill 31.5 8.2 1.3 2.4 11.1 6.5 13.0 - 74.0

Other intangible assets 11.7 13.6 4.5 1.2 4.6 3.7 3.2 0.8 43.3

Total 43.2 21.8 5.8 3.6 15.7 10.2 16.2 0.8 117.3

Business Spend Management Supplier

£m

United 

Kingdom

United 

States France Germany

Nether-

lands

Global 

Transac-

tions

Proactis 

Tenders bePayd Total

FY2020

Goodwill 31.5 8.2 1.3 2.4 11.1 6.5 13.0 - 74.0

Other intangible assets 11.3 14.3 4.9 1.3 4.7 3.9 3.4 1.0 44.8

Total 42.8 22.5 6.2 3.7 15.8 10.4 16.4 1.0 118.8
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Share register

Holding

Lombard Odier Investment Managers 29%

DBAY Advisors 17%

Rodney Potts 9%

Gresham House 6%

GAM Holding AG 5%
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Go-to-market

Proactis is an international business spend management solution provider operating with market-facing presence in the UK, US, FR, DE and NL.  Its solutions 
have a wider geographical reach but direct marketing is limited to these territories.  Inbound enquiries from other countries are considered on a case by 
case basis.

The Group will sell a single instance, multi-tenancy, commercial-off-the-shelf, end-to-end, business spend management solution delivered from the cloud 
under a SaaS business model.  The solution is modular and enables customers to control 100% of their spend.

The Group’s target verticals are service-led businesses with a high proportion or absolute volume of indirect spend with certain metrics and parameters and 
an operating style which, when combined, are often those of mid-sized organisations with an operating budget of £50m to £2.5bn (but size is only a proxy).  
The ultimate decision-maker within a customer is often the CFO with support from a CPO and/or CIO.

• Compliance, corporate governance and control;

• Reduced cost of goods and services;

• Automation efficiencies; and

• Income generation.

The Group markets and sells directly to 
the customer in each country with a 

value proposition of

• Best value capability to price;

• Fastest access to benefits;

• Customer service throughout the customer lifecycle (>10 years); and

• Innovative technologies

And sells competitively with USPs of

31
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Mid-sized organisation positioning

Strategic need

• Strategic corporate activity

• Commitment to digitisation

• ERP system deficiency

• Corporate governance failure

• Performance improvement

• Personnel change

Go-to-market 
process

• Direct engagement

• Mid-tier consultancies

• Specialist consultancies

• Value added resellers (VARs)

• Complimentary partners

Typical operating 
verticals

• Financial services

• Healthcare

• Professional services

• Higher education

• Distribution

• Local public sector
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Organisational structure and style

Market Directors and Service partner Directors are budget holders and are responsible for budget achievement and accepting of the associated consequences.  Efficiency 
and effectiveness (including environmental cost) form an integral part of the Group’s business model.

These teams are necessarily small with a flat structure (max. 3 layers from CEO to customer) with individuals that are highly engaged and at the stage of building their 
careers and that are motivated by the creation of this market leading company along with the appropriate short and long-term financial incentive.

This inter-dependent structure requires an entrepreneurial approach balanced with an open and collaborative style and an appetite for fast decision-making and risk 
with pre-decision counselling for significant commitments. It also requires excellent communication skills from all Directors, strong management information and an 

outputs led performance management framework. All Directors will be responsible for creating sustainability through succession programmes.

Market Directors are supported in country by an Operations Director and by shared Service Partner Directors delivering expert brand support, product, technical 
infrastructure and accounting, finance and corporate services.

Proactis services its markets on a country by country basis and the Group is led by each of its Market Directors who are responsible for the entire customer journey from 
discovery, through sales, through implementation and into support and post implementation customer success and are responsible for all commercial decisions.  This 

also requires the influencing of product roadmap but does not include responsibility for that roadmap.
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Tim Sykes – CEO

Proactis@almapr.com

Richard Hughes – CFO

+44 (0)1937 545 070

AlmaPR

Hilary Buchanan, Sam Modlin, 
David Ison

+44 (0)20 3405 0205


