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Paul Mainwaring, Chief Financial Officer 

Good morning everyone. Thank you for joining the call. You've seen the announcement this 
morning about our first quarter revenue. Slightly higher than in the first quarter of last year, 
which we think is a good performance given that Q1 FY19 still had two months of trading that 
was prior to the implementation of the ESMA measures on CFDs. So we've also shown a 
comparison of the revenue in the quarter, compared with the average of the three quarters 
last year when the ESMA measures had been in place, and you can see there the good growth 
in revenue.  

We're particularly pleased that we have benefited from an increase in the number of active 
clients, which as you'll know is the medium-term driver of revenue, rather than the short-term 
revenue per client which tends to fluctuate with market volatility. So we think this is a good 
start to our financial year, a good start to our period post the announcement of the revised 
strategy, and I'm happy to turn the call to Q&A. 

QUESTION & ANSWER SESSION 

Question 1 

Anthony Da Costa, Peel Hunt 

My first question is, given what we've now seen this quarter, what is the new poor CFD quarter, 
average CFD revenue quarter, and a good revenue quarter? If we can have some detail on 
that, if anything's changed there. 

Paul Mainwaring 

I don't think it's changed yet, Anthony, because it will shift I think when we've got more revenue 
from the significant opportunities. We're obviously expecting to continue to grow in the core. 
But at the moment I think we're sticking with the £35/40/45m revenue for this quarter, and next 
quarter's probably the way to go, so it's therefore been a reasonable quarter. We hope that 
over the next quarter and at the half year we'll be able to talk about the run rate on some of 
the significant opportunities and see whether I adjust my rule of thumb accordingly. But I 
wouldn't change it just yet. 



Anthony Da Costa 

Just remind me what the rule of thumb is at the moment? 

Paul Mainwaring 

The rule of thumb is that a good month is £45m, a standard, to the extent there is a standard 
month would be £40m, and a poor month would be £35m. So you've got a quarterly revenue 
range of £105m-£135m. We are towards the high end of that range. As I say, an element of 
that is driven by the average revenue per client because of the level of volatility later in the 
period. But encouragingly, it's the growth in number of active clients which we hope we'll be 
able to continue to develop, and that will be the thing that will shift that metric. 

Question 2 

Ian White, Autonomous Research 

Two questions from my side please. Just first of all on the ESMA region revenues, it looks like 
you're up sort of 7% or so sequentially quarter over quarter. I just wondered if there was 
anything you would call out in terms of more structural changes in client behaviour that have 
driven that. Are you seeing things like clients depositing more on their account, for example, 
to facilitate that? Or should I think of it as kind of structural growth in the uptick in clients, which 
is about 3.5% period over period, and the rest is more sort of cyclical growth in terms of the 
impact of market conditions, which you've called out? Is that a sort of fair summary of what's 
going on in the ESMA region, would be question one please. 

Paul Mainwaring 

The answer to that would be yes, I think your reading of it is correct. We have not identified 
any structural change in how clients are behaving. But we have seen an increase in the 
number of active clients in the ESMA region. As you'll remember, in Q2 or at the end of Q1 
and then into Q2 last year, we saw a significant drop particularly on the Continent, in the 
number of active retail clients. So we're pleased that that continues to rebuild. But your reading 
of it is correct, we expect to continue to grow. 

What's interesting is that there is still demand out there for the service that we offer, which is 
reflected in the number of active clients, and as you say, the revenue per client is more 
reflective of trading conditions.  

Ian White 

Perfect, thanks for your help. Can you just give me a bit of help please on the significant 
opportunities in terms of the revenue breakdown in the quarter? Am I right to think that the 
period over period increase there is related to things like the US, continued growth in Asia 
Pacific, and at the moment we're still looking at a pretty modest contribution from Spectrum, 
for example, given that you only went live with that very recently? 

Paul Mainwaring 

Spectrum, we have not done the marketing launch yet. We talked about doing that after the 
summer, so that is imminent. So there isn't a revenue contribution from the MTF in the Q1 
numbers. The US does continue to establish its presence, but it is not yet making a material 
impact on the numbers. So the growth that we're seeing in sig opps is Japan, which has 



continued to perform well and continued its strong rate of growth that we saw in the second 
half of last year. 

As you say, in Asia Pacific we continue to see demand from clients who are finding us in 
countries where we don’t have an office, and we are building our institutional business but that 
is going to be a slower burn. On-boarding institutional clients is a more difficult process than 
a retail client application. So we’ve still got to really see the benefit from the MTF and really 
from the US, they are really still to come.  

Question 3 

Vivek Raja, Shore Capital 

Just a few questions please, simple ones hopefully. The first one is just about the competitive 
landscape, particularly in ESMA, how you’ve seen that, how you’ve seen competitors respond 
recently, whether there’s been any changes in behaviour from them.  

The next thing I wanted to ask was about the platform outage, which I guess comes into your 
Q2, at the beginning of this month. I just wondered whether you could give us any colour on 
that, whether you could suggest what the reason for that was and what the cost of putting 
customers right might be? 

And then I just wondered, in August, you obviously reference August saying strong trading 
conditions in August. I just wondered if you could say what the revenue in that month was 
please? Thank you. 

Paul Mainwaring 

Okay. Well I’m not going to give you the monthly revenue, we think that a quarter’s a short 
enough period and I think it would be inappropriate to start looking at the monthly revenues. 
All kinds of things can happen in a month that can result in them being higher or lower than 
we might otherwise expect and we wouldn’t want to extrapolate from so we’ll continue to just 
give quarters. But August, as you will no doubt be aware had a number of significant market 
events, and particularly on equity indices which is our biggest product, we saw a lot of good 
movement which gave clients good opportunities to trade.  

In terms of the competitive situation I don’t think we have picked up any significant change. 
Obviously it continues to be competitive out there, but we have seen a good consistent rate of 
new client first trades in ESMA, so we haven’t seen any deterioration in that or in any other 
sense. We haven’t seen competitors withdrawing from their activities in the market so I don’t 
think I can make any substantive comment on a change in the competitive situation.  

On the outage, we obviously monitor the performance of the platform and that’s the key part 
of what our IT resource there does, and when required people intervene to ensure that the 
platform continues to run as we would wish for clients. And somebody made an error in running 
a routine, unfortunately that resulted in an increase in the load on the order server module of 
the system, which is the thing that receives all the client orders, and in order to rectify that they 
shut that order server system down and restarted it. We were back up within two hours. There 
was an increase in the number of calls and emails from clients, but all of those were cleared 
within 24 hours. It hasn’t had any significant financial impact on the business. 

And obviously we’ve been discussing this, as you might imagine, and in reality, whilst we have 
taken action to further improve the control environment in that space we are never going to be 



able to fully eliminate human intervention. And look, unfortunately on occasions errors get 
made and this was one. We’re very sorry for the disruption to the service but we believe that 
we have dealt with all the client queries and issues appropriately and the noise around that 
incident has died down. It’s not had any significant financial impact on us.  

Vivek Raja 

Great, thanks. Just to push you on your first answer, I appreciate you may not obviously want 
to call out the monthly revenue, but following on from Anthony’s first question about your views 
of a good, poor and standard month, I’m just wondering whether August was significantly out 
of those tramlines or within? 

Paul Mainwaring 

Within. 

Question 4 

Justin Bates, Liberum 

Morning, Paul. I missed the beginning of the call so apologies if you’ve covered this, but the 
geographic breakdown, can you provide a bit more colour on the core markets, UK and 
Europe? 

Paul Mainwaring 

Well, we decided not to. This is the first time we’ve reported on revenue updates since we did 
the strategy piece and we ran through a number of different levels of disclosure and we 
reached the conclusion that as it’s a quarterly update we should remain really at the highest 
level that gives people information but doesn’t overload us and ends up explaining sort of 
everything every quarter. So the split within ESMA we’re not going to give until we get to the 
half year, but there’s no significant shift in the pattern, so don’t read it as something’s 
happened that we’re not saying, because it hasn’t, we just don’t want to disclose everything 
all the time.  

And the other core markets, as you know again at the half year we will set out the individual 
geographies in that, but I think just for the purposes of the quarterly update, we’re pleased, 
particularly when we’re comparing it to the average of the three quarters last year when the 
measures were fully in place in ESMA that this revenue improvement has been driven by an 
increase in the number of active clients across the board.  

Concluding comments, Paul Mainwaring 

Thank you, and thank you everyone for joining the call. As ever, if you’ve got any follow up 
questions Liz and Fergus will be happy to field your calls. So thank you, and have a great day.  

  

 


