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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.

Data on slides 15 to 17 provided by Investment Trends Pty Limited.  Contact Mark Johnston;  mark@investmenttrends.com.au phone: +61 400 841 995  

website: www.investtmenttrends.co.uk

This presentation contains extracts from the 2009 Financial Spread Betting & Contracts for Difference Report from Investment Trends Pty Limited (the 
“Report”).  It contains proprietary information including copyright material and trademarks, the rights to which must be respected.  Investment Trends owns 
the copyright in the design, selection, arrangement, production, and presentation of the Report, as well as in the material originally developed by or for 
Investment Trends. Except as permitted by law, no copying, publication, modification or commercial exploitation of the Report is permitted without the prior 
written permission of the owner.

Except for any rights under any legislation in Australia or any other relevant jurisdiction which cannot be excluded or limited, Investment Trends does not 
provide a warranty with the Report or give an assurance as to its accuracy or reliability.  Investment Trends shall not be liable for any damages you suffer, or 
which are claimed against you by a third party, arising out of use of the Report. You should particularly note that most of the issues covered in our Report(s) 
are in a continuous state of change and are likely to be appropriate only for the timeframe indicated.  As such you must make your own enquiries regarding 
any aspect of the Report or research that you may seek to rely on and not rely solely on the Report for any purpose.  You should also note that we rely on 
information provided to us through various research and data collection methods and whilst we have made our best endeavours to ensure reasonableness 
and accuracy, we have not audited the information and do not audit claims.

© Copyright 2009 Investment Trends Pty Limited.  All rights reserved.
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Overview

Continuing to deliver on our strategy

� Market leading breadth of 
product offering proven to cater 
for all market conditions

� Benign competitive landscape 
in established markets

� Strong growth from Australia 
and Europe

� UK business recovered from 
impact of October 2008

� Strong growth in revenue and 
profits

H1 10 performance Ongoing strategy

� Continuing to develop all existing 
markets

� Maintaining technology lead

� Continuing to develop new markets

� Acquiring business of South African 
white label

� Established Chinese representative 
office

� US business awaiting CFTC designation 
change

� Partner business becoming increasingly 
significant

� Repositioning of Japanese business
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H110 Summary

� Trading revenue £143.8m, up 14%

� Adjusted PBT
1
£78.0m, up 34%

� Adjusted EPS
1
15.28p, up 30%

� Interim dividend of 5.0p per share, up 
25%

� Well capitalised balance sheet

� Strong cash generation

Record results History of  growth

(1) Excludes amortisation of intangibles on consolidation of FXOnline
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Business performance
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Income statement

� Trading revenue growth 14% 
despite tough comparatives

� £5m impact of low interest 
environment

� Margin improvement driven 
by

� Lower betting duty

� Major reduction in doubtful 
debt charge

Strong revenue and profit growth continues

Year on year comparison

(1) Excludes amortisation of intangibles on consolidation of FXOnline
(2) Margin based on trading revenue

Trading revenue 143.8 126.5 14% 257.1

Interest income on client money 1.8 10.2 12.9

Total revenue 145.6 136.7 270.0

Interest expense on client money (0.3) (4.6) (5.3)

Betting duty (1.9) (6.2) (7.2)

Net operating income 143.4 125.9 257.5

Doubtful debt charge (0.1) (14.7) (18.2)

Other operating costs (62.3) (50.9) (108.2)

EBITDA 81.0 60.3 34% 131.1

Margin 2 56.3% 47.7% 51.0%

Depreciation and amortisation (3.4) (3.1) (6.4)

EBIT 77.6 57.2 124.7

Interest received 0.4 1.0 1.2

PBT (adjusted) 1 78.0 58.2 34% 125.9

Margin 2 54.2% 46.0% 49.0%

(9.0) (3.6) (14.6)

PBT (statutory) 69.0 54.6 111.3

Diluted EPS (adjusted) 1 15.28p 11.73p 30% 24.74p

Amortisation of intangibles on 

consolidation of FXOnline
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Financial trading revenue by office region

Financial business continues growth trend

Year on year comparison  with H110 vs H109 growth rates

� Spread betting impacted by

� October 08

� UK CFD uptake

� Strong CFD growth across 
newer and more established 
businesses

� FXOnline impacted by

� October 08 volatility

� Challenging competitive 
environment

-12%

42% 64%

19%

n/a 1

65%

(1) FXOnline owned for 2 months in H109

H109 H209 H110
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Margins remain strong; investment for growth has an impact

Year on year comparison  with H110 vs H109 pp change

� Centralised operating model

� UK disproportionately hit by 
H109 doubtful debt charge

� Newer markets reach 
operating profitability (after 
direct costs only) quickly

� Fully allocated costs basis 
illustrates operational leverage 
in more established markets

� Newer markets’ overall 
EBITDA margins depressed 
by higher levels of investment 
in earlier years

(1) After full allocation of costs 

14% 5%

10% -27%

12%

9%



Cost base
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� Cautious investment approach 
entering H110

� Additional investment planned 
in H210, particularly headcount 
and marketing

� £4m exceptional non-cash 
property costs expected H210 

� Reflects 6 months of FXO cost 
(£7m): H109 2 months (£3m)

� Bonus provision and charge 
reflects H110 performance

� Negligible doubtful debts charge

Tight cost management

Year on year comparison

FY10

H1 H2 Total H1 

£'000 £'000 £'000 £'000 

Salaries 18,518 21,651 40,169 21,737

Advertising and marketing 9,414 14,268 23,682 12,812

IT, Market Data and Communications 4,841 6,018 10,859 6,140

Premises related costs 3,059 3,124 6,183 3,815

Legal, Professional & Regulatory Fees 1,907 2,542 4,449 2,796

Staff related and recruitment costs 1,709 1,483 3,192 1,233

Other overheads 2,911 2,854 5,765 2,277

Sub total 42,359 51,940 94,299 50,810

Doubtful debts charge 14,681 3,487 18,168 63

Bonus 6,514 4,147 10,661 9,942

LTIP/SIP 2,077 1,175 3,252 1,577

Total operating costs 65,631 60,749 126,380 62,392

FY09
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Cash and Regulatory capital

� Strong cash generation

� Client balances increase 
reflects higher proportion of 
equities trading (higher margin 
requirement)

� Well capitalised

� Regulatory capital 

� increases with retained 
earnings

� reduced by dividends and 
acquisition of intangible 
assets

� Surplus regulatory capital will 
be reduced by FSA individual 
capital guidance (pending)

Comparison to FY09 year end

Strong capital and cash position maintained

May 09 Nov 09

£m £m

Working capital

Amounts due from brokers & clients 183.1 221.8

Cash 520.4 566.5

Amounts due to clients (511.7) (577.8)

Other current liabilities (59.0) (56.7)

Net cash 132.8 153.8

Regulatory capital resources

Share capital & reserves 395.9 422.1

Intangible assets (260.6) (262.9)

Regulatory adjustments 17.1 14.5

Net capital (1) 152.4 173.7

Regulatory capital requirements

Pillar 1 capital requirement (2) 56.2 53.5

Surplus regulatory capital (1-2) 96.2 120.2

less proposed dividend (39.6) (18.0)

Total 56.6 102.2
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Risk management and quality of earnings

Income volatility remains low

Daily trading revenue volatility Distribution of daily trading revenue since November 08
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� Volatility of revenue remains in a tight range

� No loss making days in last 18 months

� £16.5m maximum exposure to global equity markets
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Recovery after October 08 market turmoil

Trading 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

� Increased market volatility in October 09

� Monthly run rate stabilising / improving after October 08 impact on client base

Half yearly revenue by client FY06 to H110
1

FY09-FY10 to date monthly revenue by client
2

£0

£100

£200

£300

£400

£500

£600

£700

£800

£900

£1,000

M
o

n
th

ly
 R

e
v
e

n
u

e
 P

e
r 

C
li

e
n

t 

FY09 and FY10 monthly revenue by client UK Spreadbetting

UK CFD

Australia

Europe

£0

£500

£1,000

£1,500

£2,000

£2,500

£3,000

£3,500

£4,000

£4,500

£5,000

6
 m

o
n

th
s 

R
e

v
e

n
u

e
 P

e
r 

C
li

e
n

t

Revenue by client FY06 to FY10 UK Spreadbetting

UK CFD

Australia

Europe

UK Spreadbetting

UK CFD

Australia

Europe

FY09 and FY10 monthly revenue by client



Shares

£22.5m

18%

Equity indices

£51.0m

42%

Currencies

£35.0m

28%

Commodities 

£8.2m

7%

Financial binaries

£5.6m

5%

H1 FY09 Financial Revenue £122.3m 
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Product diversification

H109 – H110 Financial revenue

Client return to shares during equity rally

H108 – H110 Financial revenue mix

� Market leading breadth of product offering
� Caters for all market conditions

� Market rally has seen the return of shares 
traders
� 26% of revenue in H110
� February 09 low point 11% 
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Client recruitment

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 41k new financial 
accounts opened in 
H110

� 11% growth on H2 
09

� More established 
markets continue to 
show growth

� UK accounts 
average 3,000 / 
month in H110

� 51% of new Q2 clients 
from outside the UK

FXOnline acquired  and 
exceptional volatility Oct 08

FXOnline cash back 
campaign Aug 09



The UK Market:
Independent research from 

Investment Trends Pty 
Limited

Research conducted between July and September 2009 
www.investmenttrends.co.uk
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UK SB: Market sizing

Context of UK performance

“Active traders” in this report are defined as those who traded within 12 months to July 2009 unless 
otherwise specified.

Total number of traders (traded within last year)

“Investment Trends 2009 UK Spread Betting and CFD report”

© Copyright 2009 Investment Trends Pty Limited.  All rights reserved.

Total number of traders (traded within one month)
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UK SB: Market share

Almost half of spread betters had an  IG Index account  three out of ten used IG Index as their main provider

Traded in last 12 months / one month:  by brand Traded in last 12 months:  by underlying provider 

“Investment Trends 2009 UK Spread Betting and CFD report”

© Copyright 2009 Investment Trends Pty Limited.  All rights reserved.

Which FSB providers do you have accounts with? 
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Top 3 providers on each brand element among ‘Active FSB Traders’ [n=3010]

UK : Brand attributes

IG Index
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IG Index features among top three brands for all measured brand attributes 

“Investment Trends 2009 UK Spread Betting and CFD report”

© Copyright 2009 Investment Trends Pty Limited.  All rights reserved.

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index

IG Index



International expansion 
strategy
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Organic CFD expansion

� Outperformance compared to early 
experience in Australia

� Europe offices 

� 64% growth H110 on H109
� 15% of Group revenue

Organic rollout continues to drive strong growth

Number of clients dealing (monthly since launch) Number of clients dealing (monthly since June 06)

* Month 44 was Feb 06 for Australia: 8,000  clients trading at Nov 09
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� UK experience illustrates potential of 
newer markets
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Case study of overseas expansion: France

� Launched November 07

� achieved operational breakeven within 6 months

� Monthly revenue averaged £1.4m in Q210

� Direct operating costs average £0.5m per 
month

� Over 1,500 clients dealt during November 09 

� Market share estimated at least 50%

� Main competitors Saxo and WH Selfinvest

� Competing products include SRD, warrants, 
turbos, forex

� Over 1m people trade shares on line and 
300,000 active users of SRD

Tried and tested rollout strategy

Introduced and direct accounts opened

H109 H110

Direct

Intro

France trading since formation

Existing France client profile
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South Africa acquisition

Emerging market with significant potential

� Established April 06

� IG partner for 3 years

� Steady growth despite 

� limited marketing 

� Impact of exchange 

controls

� Over 450 clients trading per 

month

� H110 £1.6m revenue, split 55:45 

between IG and Ideal

� £0.3m annual cost base

� Johannesburg and Durban 

offices with 11 employees

� £2.0m cash acquisition of business and 
clients of Ideal CFD Financial Services (Pty) 
Ltd

� IG South Africa formed: 85% ownership with 
call / put option exercisable in Jan 2013

� Senior management retained

� IG ownership removes exchange control 
restraints on business

� Favourable regulatory environment



� Challenging competitive environment of reduced spreads and aggressive marketing

� IG response has been to

� Introduce new low spread model

� Focus on clients with experience of forex trading

� Promote binary options and CFD business where competition less intense

� Promote quality of execution

� Significant market opportunity remains in Japan despite leverage regulation
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FXOnline update

Early signs of Japan stabilising
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� Year on year growth reflects 

resilience post October 2008 events:
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Revenue through partners

Growing share of revenue from partners despite impact of October 08

Revenue composition Key  features

� New deals will take time to 

generate significant revenue 

streams

� Key benefits:

� Zero acquisition cost

� Benefit of partner brand

� Facilitates new market 

expansion

Period Revenue % of total Ave/month

£m % £m

H1 10 22.2 15.8% 3.7

H1 09 17.3 14.1% 2.9

H2 09 15.1 12.0% 2.5
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Summary

� IG has delivered growth through all stages of market and economic cycles

� Strong financial growth, margins and cash generation

� IG is clear market leader in the UK and many of its developing markets

� We believe there is considerable growth in the UK still to come

� Many of the newer markets may have long term potential similar to that of the UK

� Continued focus on growing existing businesses

� New markets targeted as and when regulation permits

Long term growth story
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Competitive landscape

AUSTRALIA: IG overtaken CMC to 

achieve market leadership of active 

primary CFD users (Investment Trends 

survey July 09). IG have attracted 36% 

of those clients who have moved 

providers. Marketing into New Zealand 

from Australia

IBERIA: IG is seen as  market  leader in 

Spain and making inroads into  the 

established  CFD market in Portugal 

through white labels. In excess of 1,100 

active clients per month. CMC and 

SAXO both have offices in Madrid and 

foreign FX players are starting to target 

the market

ITALY:  IG is the first company to offer  

CFD’s from an Italian base and is  

regarded as  the market leader, though  

Saxo have recently opened an office and 

CMC are soon to follow.  Regulators are 

restricting aggressive FX players 

advertising methods

SINGAPORE: No dominant market 

leader  - IG recognise this as an 

opportunity and will invest in FY10 

through marketing including a TV 

campaign.  Currently maintain 2900 

regular traders of 8000 accounts

OTHER COUNTRIES: In addition to 

IG offices there are revenue streams 

through the London office from Latin 

America, Africa and Asia. White label 

partner acquisition in South Africa 

awaiting approval.

USA: FCM faces a highly competitive 

landscape with the big forex houses 

investing significant marketing spend.  

IG aims to compete with a diverse 

product range approach with NADEX 

on-exchange (awaiting regulatory 

approval).  

SWEDEN: Good market 

awareness of the product 

offering among a financially 

astute population.  Office 

established in Sept 09.

GERMANY: IG made significant gains in FY09 

with average number of dealing clients in the 

month up 150%.  Number 2 in the market and 

closing the gap on CMC, the established market 

leader.  Market becoming more competitive with 

RBS and X-Trade advertising heavily.

FRANCE: Office opened in 2007 and, with 

c1500 active clients, IG is the market 

leader. White label deals are helping to 

drive growth. A number of aggressive FX 

traders are entering the market.

UK: Investment trends report Oct 09 

indicates that IG is clear market leader: 

40% of active SB clients (CMC 8% and 

Capital Spreads 6%). IG benefits from 

clients churning from other providers. No 

1 in CFD too: 29% active clients 

compared to CMC 16%. 

JAPAN: Fiercely competitive market 

with over 140 competitors offering 

retail forex. New entrants have taken 

market share  driven by large 

marketing spend. New spread model 

adopted : current focus is on high 

value clients with fixed $:Yen 0.9pip 

spread and high quality execution. 

Flagship pair of $:Yen gets most focus 

but launch of CFD’s is our big 

opportunity.

Background to key markets
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Exchange rate sensitivity

� Trading revenue from outside the UK 

represented 42% of H110 Financial 

revenue (32% H109)

� Cost base predominantly UK based
� 31% of headcount outside UK

� 4% revenue growth relates to currency 

movement (£4.8m)

Growing impact of exchange rates 

Currency tailwind

(1) Restated at constant currency

(2) FXOnline owned for two months in H109

Trading revenue H1 10     Yr on yr growth
 reported restated 

1
reported restated

 1

£m £m £m % %

UK 84.5 84.5 82.9 (2%) (2%)

Australia 13.4 15.8 22.2 65% 41%

Europe 13.3 14.6 21.7 64% 48%

Japan 10.2 10.8 10.9 n/a 
2

n/a 
2

ROW 5.1 5.4 6.0 19% 12%

Total 126.5 131.2 143.8 14% 10%

H1 09
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Trading revenue by office region

Financial business continues growth trend

Year on year comparison1

(1) Binaries have been incorporated into office revenues

(2) FXOnline owned for 2 months in H109

FY10 yr on yr

H1  H2  Total  H1  growth

£000  £000  £000  £000  %

UK

Spreadbetting 63.4 54.6 118.0 55.8 (12%)

CFD 16.9 15.6 32.5 24.1 42%

Financial sub-total 80.4 70.2 150.6 79.9 (1%)

Sport 4.2 4.6 8.7 3.0 (29%)

UK Total 84.5 74.8 159.3 82.9 (2%)

Australia 13.4 14.5 27.9 22.2 65%

Europe 13.3 16.9 30.2 21.7 64%

Japan 10.2 17.8 27.9 10.9 n/a 2

Singapore 4.1 5.4 9.5 5.0 23%

USA 1.0 1.3 2.3 1.0 2%

Total 126.5 130.6 257.1 143.8 14%

FY09
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Trading revenue per client - financial business

Half-year analysis FY06 – FY10 H1
1

(1) Clients trading in a six month period (excludes FXOnline) and now stated on an office basis

Turnover (£m) H106 H206 H107 H207 H108 H208 H109 H209 H110

UK SB 24.0 31.6 33.6 36.6 48.0 56.2 63.4 54.6 55.8

UK CFD 6.6 8.7 10.7 15.2 17.6 16.0 16.9 15.6 24.1

UK Total 30.7 40.3 44.3 51.9 65.6 72.2 80.4 70.2 79.9

Australia 3.5 5.4 4.8 6.5 11.1 13.9 13.4 14.5 22.2

Europe 0.1 0.3 0.3 1.2 1.9 5.4 13.3 16.9 21.7

Japan 0.0 0.0 0.0 0.0 0.0 0.0 10.2 17.8 10.9

ROW 0.0 0.0 0.2 0.6 0.9 1.5 5.1 6.7 6.0

Financial Total 34.3 46.0 49.7 60.1 79.4 93.0 122.3 126.0 140.8

Number of Clients H106 H206 H107 H207 H108 H208 H109 H209 H110

UK SB 11,908 14,322 13,767 15,273 20,487 24,082 32,593 34,251 36,554

UK CFD 1,456 2,348 3,033 4,238 5,996 5,713 7,310 8,252 9,877

Australia 1,977 2,475 3,673 4,960 6,808 7,118 9,054 9,960 12,474

Europe 148 278 427 764 1,607 3,035 5,436 7,249 8,792

Japan 15,064 16,253 12,441

ROW 1 29 304 545 1,023 1,393 3,124 4,242 5,668

Income per Client (£) H106 H206 H107 H207 H108 H208 H109 H209 H110

UK SB 2,019 2,206 2,443 2,398 2,344 2,335 1,947 1,594 1,528

UK CFD 4,564 3,695 3,519 3,595 2,929 2,796 2,317 1,889 2,436

Australia 1,781 2,178 1,313 1,310 1,636 1,952 1,484 1,457 1,780

Europe 783 1,176 760 1,530 1,162 1,790 2,438 2,334 2,472

Japan 675 1,092 879

ROW 0 392 772 1,051 842 1,084 1,621 1,574 1,063



Geographical margin analysis H110
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Breakdown of segment EBITDA

(1) Margin based on trading revenue

UK Australia Europe Japan

Rest of 

World Central Total

£000 £000 £000 £000 £000 £000 £000

Segment trading revenue 82,862 22,204 21,733 10,937 6,022 - 143,758

Net client interest - - - - - 1,575 1,575

Revenue from external customers 82,862 22,204 21,733 10,937 6,022 1,575 145,333

Betting duty -1,895 - - - - - -1,895

Gross profit 80,967 22,204 21,733 10,937 6,022 1,575 143,438

Direct costs -16,037 -4,716 -7,424 -6,662 -3,853 -23,699 -62,391

Segment contribution 64,930 17,488 14,309 4,275 2,169 -22,124 81,047

Central cost allocation -12,752 -3,417 -3,345 -1,683 -927 22,124 -

Segment EBITDA 52,178 14,071 10,964 2,592 1,242 - 92,011

Segment EBITDA %
1

63.0% 63.4% 50.4% 23.7% 20.6% 64.0%


