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Wilmington is a collaborative group of 
companies with a creative culture and 
entrepreneurial spirit
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Wilmington enables professional 
businesses to perform better by 
providing high quality, accessible 
information, education and knowledge
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Strategy
Wilmington’s strategy is to build

• long term

• structurally profitable

• sustainable

businesses, providing

• information

• compliance

• education

for professional markets.
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Strategy
Wilmington provides

• must have information, education and knowledge

• generally to regulated markets

• to large professional markets, frequently international 

• subscription and recurring revenues

• unique content

• delivered digitally

• embedded in the workflow of our clients

• technology is key to the creation and delivery of our products.
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Wilmington’s Ambition
To provide excellent returns and sustainable value for our 
shareholders.

To build high value, high margin businesses with strong barriers to 
entry and resilience in long term markets.

To build strong lasting relationships with our markets, with insight to 
anticipate and adapt to our clients’ needs.

To have the best team by becoming an employer of choice and 
aspiration.
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Revenue mix – 2011/12

Revenue Mix to 

30 June 2012
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Revenue by Market



9

Contribution by Market (before central overhead costs, unaudited)

Pensions & 
Insurance 

30%

Business 
Data             
15% Banking & 

Compliance 
16%

Legal       
15%

Healthcare 
13%

Accountancy 
11%

June 2012: £19.2m

Pensions & 
Insurance    

9%

Business 
Data             
13% 

Banking & 
Compliance 

9%

Legal                      
42%

Healthcare 
10%

Accountancy 
2%

Disposal / 
Discontinued 

15%

June 2006: £16.4m

A Balanced Business
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Revenue by Region



Tony Foye

Group Finance Director
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Tony Foye CV

• 1987- 2007 CFO Taylor & Francis and Informa Group plc
• -Turnover grew from £2m to £1.3bn

• -EV grew from less than £50m to £3.5bn

• -50+ acquisitions 

• 2008 - 2009 Private equity and consultancy 

• 2009 - 2011 Critical Information Group plc

• 2012- Wilmington Group plc
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Financial Investment Characteristics

• Low advertising exposure and high levels of repeatable revenues 

• Low capex requirements

• Strong cash flow 

• Secure and progressive dividend 

• Balance sheet capacity

• Opportunities for bolt-on accretive acquisitions

• Ambition
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3 Year Financial Targets
“Good progress towards our 3 year targets” 

• Grow profits by 50% over next 3 years

- PBT* from £13.4m to £20m

• Increase margins by 5 percentage points by 2015

- EBITA* from 17.8% to 22.8%

- * normalised



Neil Smith

Chief Operating Officer



Pensions & Insurance -
Pendragon
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• Wilmington acquired a majority stake in 
Pendragon in 2002 

• We have built the business into a world class 
subscription information business

Pendragon
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Pendragon– What We Do

• high yield

• 100% subscription

• legal, regulatory and compliance driven

• digital information service 

• for the pensions industry

• A must have tool for our customers to do their jobs

• Nearly 100% renewal rate 

• Minimal impact from recession.

• Fantastic profits, margins and cashflow



Pensions & Insurance -
Axco



Tim Yeates & Dave Sandeman
Axco Directors
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Deciphering Axco

1

5

3 3

10

97+80

196 500+ 1000

42

170+

1 – Axco is unique
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Brokers
International insurance Intermediaries 
and consultants

Insurers
International Non-Life and  Life 
companies

Reinsurers
Major  international reinsurance 
companies

Who are our clients?
The entire international insurance industry!
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Global insurance 
information gathered 

locally

Dedicated internal 
team of experts 
based in London

What do we do?
Research Delivery Users

Axco Portal
1 point of access 

Axco Products
Currently 11

50,000 +
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Building on firm foundations
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Foundations 

Specialist areas

Content Management 
System

Client Management 
System

Delivery 
Technology

E
B
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Long term sustainable growth

Grow The People Grow The Relationships Grow The Business

A mutualised outsourcing model  

Long term relationships with clients and markets

Account teams understand and manage the differing needs of complex clients

Technology and information working in synergy
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Clients in over 40 countries

Users in over 150 countries

Expansion focus BRICs & CIVETS

Geographical Expansion

Global business opportunities

Increasing Global Regulation

Leading supplier of international compliance information

Fundamental need for the insurance industry

Combining new research and technology to meet this need
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Life $ 2 350 000 000 000

Property & Casualty $ 1 200 000 000 000

PA & Health $    900 000 000 000

TOTAL 2010 $ 4 450 000 000 000
($4.45 TRILLION annual premium)

(Axco Global Statistics – 2010 Global Market Ranking)

So how big is the insurance market?
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Deep Industry insights – Linking the Narrative to the Data to the Specialist Knowledge

Data by Company, Data By Line Of Business – 180 countries

Minimum 20 Year Look-Back – some back to 1976

Sourced from Insurance Regulatory bodies, Insurance Associations, Private Companies, Our Clients

Intelligent Tools and Data Analytics (GWP, RI, NWP, Claims, Costs, Comm, Capital, Ratios, Profits etc.) 

Axco statistics & analytics: current
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Global Statistics
Company data by line of business

Axco statistics & analytics: expansion

20 Million Cells of Market Statistical Data – just became 12 Billion Cells of data

20 months of work to back-capture 10 years Line of Business By Company data

Countries available now: BRICs, CIVETS, EU, North America, Central America, South 
America, Asia Pacific, And more – 87 countries to date

Platforms and Intelligent tools being developed to allow Deep Dive Data Analytics

No single entity hold this data in one place……..Except Axco 
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Summary

A truly unique global business
Every international company is our client
We visit every market
We embrace new technology to manage and deliver
Investing in international people and skills 
Huge growth potential
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• Since acquisition we have added investment in 
technology, content and sales resources

• Excellent revenue and profit growth

• Exciting potential for future profit growth 

Axco



Legal Division
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• A major transformation has taken place in our Legal division;

• Resized cost base

• Diversified away from legal CPD

• Integrated training and information 

Legal



Rob Farquharson
MD, Legal
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We operate throughout the legal services industry which is 
one that is highly regulated but also in flux 

• Private practice law 
firms

• Chambers 

• Public Sector 

• Corporates  

• New entrants  

• Barristers 

• Solicitors 

• Partners

• Assistants 

• Trainees

• General Counsel 

• Legal Executives 

• Paralegals 

• Students 

• Practice of Law 

• Business of 
Law 
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We have a diverse set of offerings delivered through a 
number of strong industry recognized brands 

Legal 
services 
industry  

Events 

Information 

Specialist 
education 

CPD – F2F 
and Digital 

Qualifications 

Reports 
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• Remains challenging but gaining market share

• Focus on both efficiencies and opportunities

• Integrated information and education a trend across the 
Group

Legal



Accountancy: Mercia



Jane Everingham
MD, Mercia
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Accountancy Division
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Accountancy Division
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Accountancy Division

• Market leader

• Integrated support services

• Customer relationship focus

• Recurring income streams

• Successful acquisitions



43

Accountancy Division - train

• Whole team

• Extensive range of titles

• Core compliance and specialist

• F2F or digital

• Subscription models and PAYG 
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Accountancy division - promote

• Content – developed in house

• Design team – personalisation

• Repurposed content – website 
build, content and Apps

• Subscription products
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Accountancy Division - support

• Compliance products and 
services

• Digital product and delivery

• Renewal rates > 90%

• Regulator referrals

• Subscription based
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Accountancy Division - Our customers

• Nationwide

• > 6,000 firms

• > 80% of top 100

• Brand loyalty 

• Recommendations

• Personal service

• Realise their potential
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Accountancy Division – Growth potential

• Regulation and Deregulation

• Global harmonisation

• Innovation

• Market share

• Realise our full potential



Healthcare: Binley’s



Aimee Brinzer
MD, Healthcare
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Healthcare Data
• Binley’s is a Healthcare 

Information company

• Large and diverse market 

• Market leaders in the profitable 
Pharma sector

• Highly regulated and fast changing 
market

• High levels of both technical and 
environmental expertise

• Services that are integrated into 
the clients’ business processes

Horizon 
Scan

Plan

Reference

Research

Categorise

Capture

Quality 
Control

Publish
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• UKs largest and most complete database 
of healthcare professionals

• Over 500,000 key professionals and 
decision makers in healthcare

• Comprehensive coverage of doctors, 
nurses, managers and NHS contractors

• Rich structured data

• clients can access very specific groups 
of professionals

• clinical specialties prescribers, and 
payors

Healthcare Data
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• Accurate  and up-to-date  

• NHS structures and organisations

• Environmental data and links to publicly available datasets

• Geocoded to link to clients own sales territories and activity data

• Searchable NHS strategic and policy documents

Healthcare Data
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Healthcare Data - Clients

• NHS and Government 
organisations

• Charities, Universities and Royal 
Colleges

• Specialist Medical Products

• Building products and services

• Management and technical 
services

• Subscription products for different 
markets
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Healthcare Data - Clients
• Pharmaceutical Market

Highly regulated and sensitive to quality

Market leader – 4 out of top 5

More than 95% renewal rate

Integrated into CRM

Long term contracts 

(3 to 5 years)

Strategic partner

Strong pipeline

Growing BI services
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Market Access and Analytics
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Market Access and Analytics
• Linking Binley’s data to publicly available data sources

• A growing part of the business

• Support Pharma market access

Market size

Patient pathways

Territory design

Competitor analysis

• Bespoke research 

• Potential feed back through CRM feeds

• High margins for the right product and quality
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Multichannel Marketing
• Specialist Mailing business 

Focus on Pharma market

Service integrated to CRM

Strategic partner

• Emailing services

Increasing part of the mix

NHS email architecture is complex

Bounce and opt-out management 

• Pharma ABPI regulation – frequency and opt-in



58

Growth and Development
• Traditional data sales to 

NHS suppliers

• Well developed pipeline of 
CRM opportunities at 
varying stages

• Strong growth in BI 
services:

• Market research

• Analytics

• Improving margins due to 
benefits of scale



Banking & Finance -
International Compliance Training



Bill Howarth
MD, CLTI
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Compliance and Regulation

Wilmington Plc

CLT International (1998)

International 
Compliance 
Association 

(2002)

International 
Compliance 

Training  
(2002)

International 
Compliance 

Training 
(Middle East) 

(2007)

International 
Compliance 

Training 
Academy 

(Singapore) 
(2006)
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Top Business Risks: Ernst & Young Survey

1. Regulation and Compliance

2. Cost cutting

3. Managing Talent

4. Pricing Pressure

5. Emerging Technology

- Cost

- Untested

- Creating an  
innovation culture

6. Market Risk

7. Expansion of Government’s

role

8. Slow recovery - economic

recession

9. Social Acceptance Risk/CSR

10. Access to credit
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Compliance Business - Features

• Major global certificated Education and Training provider in

Compliance, Anti Money Laundering, Governance, Risk and 

Regulation – accreditations

• Certificates, Diplomas, Degrees and Professional Certifications

• Partnerships with global regulators and professional organisations

• Training providers in over 35 countries: Regional offices in Dubai, 

Singapore and UK

• 20,000 certifications issued in last 10 years

• Co-awarding partner is University of Manchester Business School
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Global Regulatory/Professional Partners 

UK/Europe

- British Bankers’ Association

- University of Manchester Business School

Asia

- Monetary Authority of Singapore

- IBBM Malaysia

Middle East

- Dubai Financial Services Authority

- Emirates Capital Markets Authority

- Capital Markets Authority, Kingdom of Saudi Arabia
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Global Regulatory/Professional Partners 

Australia
- Australian Financial Markets Authority
- AUSTRAC, regulator
Caribbean
- Central Bank of Bahamas
- Bahamas Institute of Financial Services
- The Jamaica Institute of Financial Services 
- British Virginia Islands, Financial Services Authority
Russia
- Russian Institute of Accountancy
USA
- Florida Institute of Bankers
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Major Clients – Top Ten (500+ in total)

• Deutsche Bank

• Royal Bank of Scotland

• Standard Chartered Bank

• BP

• Nordea

• Societe Generale

• BNP Paribas

• Gazprom

• Vodacom

• HSBC
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Growth Potential

1. Young, vibrant, multi-billion pound industry

2. Role of Compliance in organisations – empowered and 
growing

3. Major respected global accreditation and training body

4. Major regulatory partnerships

5. Preferred partner of most top banks

6. Business growing both geographically and numerically

7. Gaining a foothold in new territories (China, India, US and 
Latin America)



68

Growth Potential

8. Integrated product delivery (mix of e-learning: face-to-face)

9. Developing into new sectors:

- Oil and gas

- Gambling and Casinos

- CyberCrime

- Telecommunications

10. Localise, customise and translate courses (Mandarin, 
Russian,  Arabic, French, German, Portuguese and 
Spanish)



Polly Avgherinos – MD, Business Intelligence
Simon Freeman – MD, Axco & Pendragon
Kasia Rafalat – MD, ICP
Linda Wake – Deputy Group Finance Director



Charles Brady
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Wilmington in 5 years
Expansion of existing 
markets

• Add to product mix in existing 
industry verticals

• Integrated information, compliance, 
education products and services

• Growing margins from portfolio of 
new growth initiatives

• Expansion into adjacent markets

• High synergy potential
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Wilmington in 5 years
Focus on Product type

Geography

• More digital delivery and technology focus

• Compliance will underpin many activities

• Subscriptions/recurring revenues

• Structured/accredited education

• Minimal ads, but more complex marketing 
services and support

• Frequently integrated into clients’ workflow

• Increasingly international
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Wilmington’s Acquisition Strategy
Continued discipline, focus on ROI, cashflow and 
earnings enhancement

Great track record

Targeting existing and adjacent markets

Opportunity for synergies from existing businesses

Opportunistic bolt-ons

Must be businesses we can add value to and develop



Questions and Answers


