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Disclaimer  

This presentation, prepared by IG Group Holdings plc (the “Company”), contains forward-looking statements about the IG Group. By their very nature, 
forward-looking statements involve uncertainties because they relate to events, and depend on circumstances, that will or may occur in the future. If the 
assumptions on which the Company bases its forward looking statements change, actual results may differ from those expressed in such statements. The 
forward-looking statements contained herein reflect knowledge and information available at the date of this presentation and the Company undertakes no 
obligation to update these forward-looking statements. Nothing in this presentation should be construed as a profit forecast.
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Overview

� Revenue £257m, up 40%

� Like for like(1) growth 25%

� PBT(2) £126m, up 30%

� EPS(2) 24.7p, up 22% 

� Proposed final dividend of 11.0p per share

� Total dividend of 15.0p up 25%

Record results History of growth

(1) Like for like excludes FXOnline
(2) Excludes amortisation of intangibles on consolidation of FXOnline
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Financial Results 
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Income statement

� Financial revenue growth 
continues despite challenging 
macro economic conditions

� Reduced H2 betting duty 
reflects Q4 equity market 
upturn

� Exceptional volatility impacted 
provision for doubtful debts

� Resilient business and client 
base

Strong revenue and profit growth continues

Year on year comparison

(1)  Excludes amortisation of intangibles on consolidation of FXOnline

FY08
Total H1 H2 Total

£'m £'m £'m £'m 

Turnover 184.0 126.5 130.6 257.1
Betting duty -10.8 -6.2 -1.0 -7.2

173.2 120.3 129.6 249.9
Interest on client money 10.2 5.6 2.0 7.6
Doubtful debt charge -4.1 -14.7 -3.5 -18.2
Other operating costs -80.8 -50.9 -57.3 -108.2

EBITDA 98.5 60.3 70.8 131.1
Margin 53.5% 47.7% 54.2% 51.0%
Depreciation and amortisation -4.9 -3.1 -3.3 -6.4

EBIT 93.6 57.2 67.5 124.7
Interest received 3.4 1.0 0.2 1.2

PBT (adjusted) (1) 97.0 58.2 67.7 125.9
Margin 52.7% 46.0% 51.8% 49.0%

- -3.6 -11.0 -14.6

PBT (statutory) 97.0 54.6 56.7 111.3

Diluted EPS (adjusted) (1) 20.28p 24.74p
Dividend per share 12.00p 15.00p

FY09

Amortisation of intangibles on 
consolidation of FXOnline
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Revenue by business line

Financial business continues growth trend

Year on year comparison by product

� Like for like growth
� 28% Financials
� 25% Group

� Continued Financial SB 
growth

� CFD growth reflects 
increased international 
reach

� FXOnline £28m (8 months)

� Sports business 
relaunched in April

(1) Excludes FXOnline

yr on yr
H1  H2  Total  H1  H2 Total growth

£'000  £'000  £'000  £'000  £'000 £'000 %

Financial                      
  Spread betting 43,386 51,471 94,857 58,138 51,258 109,396 15%

  CFD  31,286 36,620 67,906 48,367 52,691 101,058 49%

  FXOnline          -          -          - 10,175 17,751 27,926 n/a

  Binaries  4,775 4,937 9,712 5,630 4,336 9,966 3%

  Total Financial 79,447 93,028 172,475 122,310 126,036 248,346 44%

Sports 6,331 5,202 11,533 4,150 4,593 8,743 -24%

Total 85,778 98,230 184,008 126,460 130,629 257,089 40%

Like for like(1) 85,778 98,230 184,008 116,285 112,878 229,163 25%

FY08 FY09
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Financial revenue by geography and office

Reconciling revenue by client location to revenue by office location

� Clients may transact through an office outside their country of residence

� UK office revenue includes clients from Ireland, Greece and other European 
countries

� FY10 reporting will move to revenue by office, reflecting IFRS disclosure 
requirements

FY09FY08

UK Europe
Asia 

Pacific
USA Total UK Europe

Asia 
Pacific

USA Total

Location of client
UK 122,592 538 10 40 123,180 138,659 34 35 0 138,728
Europe 13,606 6,739 51 0 20,396 9,475 30,039 14 2 39,530
Asia Pacific 225 1 27,145 0 27,371 172 8 65,178 142 65,500
Rest of World 1,350 22 148 8 1,528 2,255 90 97 2,146 4,588
Total 137,773 7,300 27,354 48 172,475 150,561 30,171 65,324 2,290 248,346

Location of office Location of office
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H209 stabilised following impact of October volatility

Revenue per client trend - financial business

(1) Clients trading in each half year (excludes FXOnline)

(2) Clients trading in each month (excludes FXOnline)

� Monthly revenue per client reflects volatility and seasonality factors

� Oct 08 volatility followed by short period of reduced client activity 

� H2 monthly run rate stabilised / improving

Revenue per client FY06 to FY09(1) FY09 monthly revenue by client(2)
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Operating costs overview
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� £13m FXOnline costs

� Excluding exceptional bad debt
� Like for like cost growth 18%

� £18m volume growth
� Marketing drives client 

acquisition
� IT costs including premises
� Expansion of geographic 

footprint

� Reduction in bonus reflects lower 
than expected profit

Operating costs impacted by exceptional doubtful debt provision

FY08 to FY09 operating costs bridge
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Cost base
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� H2 reflects full 6 
months of FXOnline
(H1: 2 months)

� H2 doubtful debt 
charge represents 
2.7% of revenue 
(H1: 11.6%)

Costs tightly managed and controlled

Year on year comparison

Total H1 H2 Total

£'000 £'000 £'000 £'000

Salaries 27,768 18,518 21,651 40,169

Advertising and marketing 11,922 9,414 14,268 23,682

IT, Market Data and Communications 6,290 4,841 6,018 10,859

Premises related costs 3,642 3,059 3,124 6,183

Legal, Professional & Regulatory Fees 3,014 1,907 2,542 4,449

Staff related and recruitment costs 2,934 1,709 1,483 3,192

Other overheads 4,580 2,911 2,854 5,765

Sub total 60,150 42,359 51,940 94,299

Doubtful debts charge 4,057 14,681 3,487 18,168

Bonus 15,971 6,514 4,147 10,661

LTIP/SIP 4,716 2,077 1,175 3,252

Total operating costs 84,894 65,631 60,749 126,380

Excluding FXOnline 84,894 62,447 50,888 113,335

FY08 FY09
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Free cash, capital and dividend policy

� Highly cash generative business

� Fall in amounts due to clients (£118m 
excluding FXOnline impact) 

� Shift away from large equity position 
clients

� Average balances little changed

� Regulatory capital 

� Increases with retained earnings and 
share placing

� Reduced by dividends and 
acquisition of intangible assets

� Proposed final dividend (£39.6m) payable 
October 09 will reduce surplus capital

� Regulatory requirement increases as 
business grows

Year on year comparison

May 08 May 09

£m £m

Working capital

Amounts due from brokers & clients 263.3 183.1

Cash 471.7 520.4

Amounts due to clients -582.7 -511.7

Other current net liabilities -37.5 -59.0

'Net' cash 114.8 132.8

Regulatory capital

Share capital & reserves 244.7 395.9

Intangible assets -112.1 -260.6

Regulatory adjustments -5.1 12.0

Net capital (1) 127.5 147.3

Regulatory requirements

Total (2) 60.9 66.0

Surplus regulatory capital (1-2) 66.6 81.3

less proposed dividend -29.5 -39.6

Total 37.1 41.7
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Financial business

Quarterly account opening

Account opening remains a key lead indicator

TradeSense

UK launch Jan 07

PureDeal

UK launch July 07

Webinar
programme 

UK launch Mar 08

� Over 74k new accounts 
opened in FY09: 
� 74% growth
� 44% growth like for like

� Q2 spike reflects market 
volatility

� Q4/Q4 growth is 18% like 
for like

� UK SB returned to 
longer-term run rate 
levels

� 64% of new Q4 clients 
from outside the UK

FXOnline

acquired Oct 08



Business review
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Overseas CFD expansion

Number of clients dealing (monthly)

Organic rollout continues to drive strong growth

� Newer offices mainly 
continue to outperform early 
experience in Australia

� 6 newest offices delivered 
over 300% revenue growth 
year on year
� Singapore FY09 revenue 

four times higher than FY08
� By the end of the year 

Europe contributing 13% of 
Group revenue

� 49% of H2 financial revenue 
from outside the UK
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Product diversification

FY08 - FY09 Financial revenue

Client shift away from shares

FY08 - FY09 Financial revenue mix

� Change of mix reflects 
� Equity bear market
� Improvements to FX offering

� Market rally has seen the return of shares traders
� 23% of revenue in May 09 (low point: 11%  in 

Feb 09)
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FXOnline

� A handful of firms are competing aggressively

� Narrow spreads – 1 pip or less on $/Y

� High leverage – up to 400 times

� Mass market advertising
� TV
� Cash backs

� Large number of accounts being opened 

� Around 80,000 new accounts per month 
across industry

� But quality of account is generally poor

� Within this “mass market” segment acquisition 
cost per account is rising and quality of 
account falling

� Nobody is currently specifically targeting the 
experienced or larger client

Competitive landscape - forex
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The competitive landscape has shifted significantly for forex in Japan
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FXOnline

FXO competitive positioning - forex

� Progressively reduce emphasis on cash back

� Seek experienced clients through better 
quality marketing channels

� Online advertising on sites aimed at 
existing forex traders

� Investment magazines

� PR activity

� Emphasise quality of execution

� 99% of orders accepted / no re-quotes

� Price Improvement

� Emphasise breadth of product range

� 65 FX pairs

� CFDs

� Binary options 

FXO pricing - forex

� Introduced variable spreads “from 0.9 pip”
on 1 June

� Initially saw significant increase in 
volume

� Impact short lived – clients frustrated 
at rapidly changing spreads

� Currently testing how much of time 
we need to be at narrow spreads for 
optimal client experience

� Offered 0.9 pip fixed to small number of 
lapsed high value users from 7 July

� After one week accounting for over 
30% of volume and still growing

IG’s technology and product offering enable FXO to re-position itself as a premium provider



IG is well positioned for both direct and white label business

- 18 -

FXOnline - CFDs

Direct offer

� Progressive launch between March and 
May

� Interest from existing FXO forex clients has 
been mainly in indices and binary options

� Take up growing steadily

� Adding educational resources

� Long term opportunity is significant, but 
product awareness will take time

� Primary providers currently all Western firms

� Most online securities firms are considering 
white label arrangements

� FXO currently implementing two white 
label arrangements

� Negotiations with other firms ongoing

� Gives immediate access to large pool of 
clients who are focused on equity markets

White labels

� Reputation for quality execution

� Broadest product offering

� Only binary option provider in Japan

IG is well positioned to become the leading provider of CFDs and binary options in Japan

� 35 year heritage

� Quoted company

� Market leading positions internationally



US

IG is well positioned to begin more active US marketing in September

Product set

� Acquired December 2007
� Hedgestreet re-branded as Nadex in June 

2009
� Last 18 months spent on redevelopment

� Enhanced product set
� New front end

� Regulatory permission to accept clients via 
intermediaries expected in next few weeks

� IG Markets Inc will then offer Nadex
product

� Seeking to add other intermediaries
� IG Markets Inc has proven ability to recruit 

trading clients
� £2.3m revenue in first year of 

operation on limited marketing spend

� Proposition is “derivatives, simplified”
� Simple
� Small contract size
� Limited risk
� Attractive to a much wider audience 

than conventional futures
� Binary options and spreads on 

� Equity indices
� Forex
� Gold, silver and copper
� Oil and gas
� Soft commodities

� Binary options on economic indicators
� Product development ongoing

- 19 -



� Enables accelerated client recruitment in overseas markets

� Complements direct retail approach

� Recent white label wins

� 2 of the top 4 online brokers in France

� Top 4 online broker in Spain

� FXOnline implementing two arrangements with additional partner 

negotiations ongoing

� Lead time from contract negotiation to launch can be long

- 20 -

White label

Potential to access major client bases for zero acquisition cost
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Future developments

Near term focus on growing revenue from existing geographies

� Build on positions in existing geographies

� Continue to improve recruitment, conversion and retention of clients

� Expand introducer and white label partner network

� Continue technological enhancements

� Continue to evaluate opportunities in new geographic markets
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Summary

� Trading strong despite global recession

� Continued growth in UK and Australia

� Acceleration of newer international businesses

� Japan 

� Repositioning business in an increasingly competitive FX market

� White label opportunities

� Improved risk management processes

� Cash generative business

� Strong competitive position

Strong growth continues



Appendices
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International diversification

FY06 - FY09 overseas Financial revenue

Business increasingly diversified

H209 Financial revenue by geography

� 49% of revenue now from outside UK
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Revenue per client - financial business

Half-year analysis FY06 – FY09(1)

(1) Clients trading in a six month period (excludes FXOnline)

Turnover (£m) H106 H206 H107 H207 H108 H208 H109 H209
UK 3.5 4.8 5.8 10.1 9.6 9.0 10.3 10.0
Europe 2.0 3.2 4.6 7.2 8.9 11.5 18.4 20.8
Asia Pac  3.7 5.5 5.4 7.3 12.1 15.3 17.6 19.5
Rest of World 0.5 0.7 0.3 0.4 0.7 0.8 2.1 2.4
CFD Total 9.7 14.2 16.0 25.0 31.3 36.6 48.4 52.7

UK Financial Spread Betting 21.8 29.4 30.6 31.6 43.4 51.5 58.1 51.3

Number of Clients H106 H206 H107 H207 H108 H208 H109 H209
UK 1,073 1,342 1,689 2,437 3,313 3,379 4,648 5,697
Europe 451 1,106 1,475 2,258 3,557 4,798 7,361 8,852
Asiapac 1,997 2,542 4,091 5,515 8,090 8,350 11,817 13,673
ROW 61 140 182 297 474 732 1,108 1,481
CFD Total 3,582 5,130 7,437 10,507 15,434 17,259 24,934 29,703
UK Financial Spread Betting 11,908 14,322 13,767 15,273 20,487 24,082 32,593 34,251

Income per Client (£) H106 H206 H107 H207 H108 H208 H109 H209
UK CFD 3,283 3,601 3,405 4,158 2,907 2,658 2,220 1,754
Europe CFD 4,452 2,895 3,106 3,185 2,502 2,396 2,500 2,346
Asia Pacific CFD 1,858 2,160 1,316 1,328 1,492 1,833 1,489 1,426
ROW CFD 7,884 5,066 1,677 1,239 1,451 1,148 1,853 1,642
CFD Total 2,714 2,774 2,154 2,381 2,027 2,122 1,940 1,774
UK Financial Spread Betting 1,831 2,051 2,221 2,072 2,118 2,137 1,784 1,497
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Risk management and quality of earnings

Income volatility remains low

Daily revenue volatility FY01 – FY09 

� Volatility of revenue 
remains in a tight 
range

� No loss making days 
in FY09

� Group’s maximum 
exposure to global 
equity markets is 
£15m
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Exchange rate sensitivity

� Non-UK revenue represented 44% of 
FY09 Financial revenue

� Main impact is Euro

� Cost base predominantly UK based
� 30% of headcount outside UK

� 3% of year on year revenue growth 
relates to currency movement

Growing impact of exchange rates 

3% revenue currency benefit

IG revenue FY 08 FY 09 Growth
£'m £'m %

UK (including Sport) 134.7 147.5 9%
Europe 23.8 39.5 66%
Asia Pacific 28.6 37.6 31%
ROW 1.6 4.6 196%
Constant currency 188.7 229.2 22%
Translation adjustment -4.7 -            -
Like for like 184.0 229.2 25%
FXOnline 27.9 15%
Reported 184.0 257.1 40%



Intangibles arising on FXOnline acquisition

� Acquisition of 87.5% for Y22.2bn(1)

� IFRS 3 requirement to allocate purchase price

� Goodwill subject to annual impairment review

� Intangible assets subject to amortisation

� Amortisation charge(3)

(1) Including Y0.3bn for surplus regulatory capital above threshold
(2) Including costs
(3) FY10 based on Y154/£

Non-cash item but material amortisation charge
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Continued growth through market turmoil and economic downturn

Client behaviour stable through extraordinary conditions

� Recent market conditions have 
not impacted client balances 
� Strong position post 

October 08
� 50% of established clients have 

balance above £500 (£462 at 
Nov 08)

� 50% of new clients have balance 
above £496 (£474 at Nov 08)

(1) Population - UK Financial SB clients. New clients are those who have dealt for the first time in the previous three months

Median client (£) balances(1)
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Client churn

� Churn decelerates

� Longer term, retention stabilises at approx 20% 
after 5 years

Client retention(1)

After initial fall, churn rate tails off and revenue stream stabilises

(1) Population: UK Financial SB clients

FY02 clients(1)

� Clients generate increasing revenue over time

� After two years aggregate revenue stabilises

� Demonstrates annuity value of clients
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Client risk management

Revenue %(1)

Clients trade across asset classes and actively manage risk

� 72% of revenue generated from clients 
trading multiple asset classes

� Clients manage risk in volatile markets

� Close out monitor provides new “stop” functionality 

% of bets with a stop(2)

(1) UK Financial SB clients trading in May 09

(2) UK Financial SB opening bets in month
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Delivery of our strategy

Maximising shareholder value through four main business objectives

FY09
delivery

Future 
focus

(1) Source:  “CFD report” by Investment Trends, July 2009 with regard to active CFD users in Australia




