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27 May 2020

Disclaimer

Forward-Looking Statement
This presentation contains forward-looking statements (made pursuant to the safe harbour provisions of the Private
Securities Litigation Reform Act of 1995), which, by their nature, involve a degree of risk and uncertainty. Forwardlooking statements represent the Company’s judgment regarding future events, and are based on currently available

information. Consequently the Company cannot guarantee their accuracy and their completeness. Actual results may
differ materially from those the Company anticipated due to a number of uncertainties, many of which the Company is
not aware of.
For additional factors that may cause the Company’s actual results to differ materially from expectations and underlying
assumptions, please refer to the reports filed by the Company with the Autorité des Marchés Financiers (French
Financial Markets Authority – “AMF”).
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Q1 2020
Executive
Summary

Geoffrey GODET
CEO

Q1 2020 executive summary
Sales performance

 Total sales of €239m in Q1 2020, down 10.2% as reported vs. Q1 2019, and down 10.9% organically, reflecting the full impact
of one month and a half of containment measures in response to the COVID-19 pandemic

 Good resilience of recurring revenue (-4.6% organically), demonstrating the robustness of the Group’s business model
 Organic sales decline of 8.9% year-on-year for Major Operations in Q1 2020, facing tough market conditions in April
 Solid organic performance of growth engines (+7.2%), driven by more than 25% sales increase in Parcel Locker Solutions
Key initiatives

 Focus on employee safety, business continuity, and helping customers and communities
 Parcel Lockers Japan and CXM businesses outside of Main Geographies now included in Major Operations under the new
“International” segment, in line with the Group’s “Grow, Improve or Exit” strategy for Additional Operations

 Divestment of ProShip completed at end February 2020; Shutdown of Temando substantially completed
 Active cost and cash management to preserve profitability and cash generation
2020 outlook

 Proposal to submit a dividend payment of €0.35 per share in respect of financial year 2019 for approval at the Annual General
Meeting of 6 July 2020

 Strong liquidity position, with €517m of available cash and €400m of undrawn credit facility as at 30 April 2020
 Very early signs of improvement in May vs. April 2020, but at a much lower level of activity than in May 2019
 No 2020 guidance at this stage due to limited visibility in a very difficult context of gradual lockdown lifting
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COVID-19
Update

Geoffrey GODET
CEO

Our top priorities in the unprecedented COVID-19 context

#1
Protect the
health and safety of
our employees

#2
Ensure the continuity
of business and service
to customers and help
communities

#3
Adapt the cost
structure and preserve
cash generation and
liquidity

#4
Keep strong
momentum
in growth initiatives
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Strong corporate commitment in response to COVID-19
Quadient management team
focused on keeping employees
informed and engaged during Q1

Dedicated communications task force
focused on ensuring our customers and
partners are always informed and
available to help

 Local and global townhall meetings
 Interviews with management
 Tips and tricks for working from home
 Engagement surveys
 “Ask the CEO anything” sessions

One of our core values is community.
Quadient employees participated in
initiatives to help local communities
 3D printing of 8,000 masks
 Employees volunteer in food bank
 Donation to “Dress for Success”
 R&D builds mobile app to help nurses
and hospital
 Walk to raise money for NHS Charities
 Learning how to sew masks
 Distribution of masks to fire department
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COVID-19 update: Two distinct periods in Q1 2020
From mid-March to late April

From early February to mid-March

Lockdowns impacting customer demand and events,
with different trends by geography and solution

Sales performance in-line with 2019 business trends

Customer Experience Management
 Continued work to acquire customers in existing and new
verticals (new qualified leads)
 Projects and opportunities continued as scheduled

 Lead generation impacted by event cancellations
 Some on-site professional services postponed or switched to
digital (through virtual meetings)
 Still new customer gains

Business Process Automation
 Specialized
acquisition
campaigns
for verticals
 Specialized
acquisition
campaigns
for verticals
 New
leads
 New
leads

 Drop in volume-based activities, notably in France
 Some traction for digital solutions, notably in the United States

Parcel Locker Solutions
 Continued good growth in the United States, driven by Parcel
Pending, and in Japan

 Some postponement in new locker installations
 Continued good business overall

Mail-Related Solutions
 Better resilience in the United States than in Europe






Decrease in bookings
Postponement/cancellation of equipment deliveries
Drop in supplies
So far, lease portfolio default rate remained around 1.5%
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Quadient’s business purpose of “simplifying the connection between
people & what matters” is now more relevant than ever
Further increase in e-commerce
U.S e-commerce penetration (% of retail sales)
40,0%

COVID-19 crisis will force
companies across all industries
to significantly accelerate the
implementation and
optimization of digital
processes as consumers adopt
new channels1

27,0%

30,0%
16,0%

20,0%

10,0%

10,7% 11,8%
8,8% 9,7%
8,0%
7,2%
5,6% 6,4%

0,0%
2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 Apr.
2020
Source: Bank of America, U.S. Department of Commerce, ShawSpring Research

Banks must improve their efficiency
and customer experience as a result
of damage to the economy from
COVID-19. Much of this will be
achieved by enhancing digital selfservice for customers.”5

42% of retailers in the US,
UK, and EU believe BOPIS3
will drive 11% to 40% of
their revenue in the next
three years4

36%

36% of those working from
home, said they would like
to continue to work from
home after the pandemic
is over2

13,2% 14,4%

2021-2024

In this difficult time,
Mail helps people connect
and communicate.
It is even considered an
essential service in several
countries

1

https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/adapting-customer-experience-in-the-time-of-coronavirus and https://www.mckinsey.com/business-functions/risk/our-insights/covid-19-implications-for-business
https://www.forbes.com/sites/forbesinsights/2020/04/08/how-consumers-are-dealing-with-covid-19-economy/#3fc404b31226
3 Buy Online, Pick Up in Store
4 https://chainstoreage.com/survey-retailers-see-bopis-gaining-importance
5 https://www.fintechmagazine.com/fintech/mckinsey-banking-and-customer-experience-during-covid-19
2
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Our recurring business model has proven resilient across the four
solutions in Q1 2020
TOTAL SALES: €239m (% organic change)
-10.9%
NON-RECURRING REVENUE: €57m (24% of sales)
-26.4%

RECURRING REVENUE: €182m (76% of sales)

Containment measures led to difficulties in every service
requiring customer availability
 Mail-Related Solutions: placement of new hardware
equipment
 Parcel Locker Solutions: placement of new hardware
equipment

Business model: From on premise license to SaaS
 Expanding SaaS offers

Sales
impact

Recurring revenue related to previous quarters expanded
hardware and license installed base
↘↘

→

Digitalization is at the heart of customer needs
 New SaaS/Cloud solutions available
 Parcel Locker Solutions: contactless last-mile delivery
 Customer Experience Management: new customers

-4.6%

Sales
impact

↗

 Rental and leasing: Renewal negotiated long before the end
of the lease contract

→

Subscription fees
 Maintenance

↗



Containment measures impacted a portion of recurring
revenue linked to consumption
 Volume-based contracts
 Supplies (ink cartridges)
 Professional services that cannot be done remotely

↘

↘

RECURRING REVENUE HAVE PROVEN THEIR RELATIVE ROBUSTNESS
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Q1 2020
Sales Review

Christelle VILLADARY
CFO

Q1 2020 sales figures
(in €m, % of organic change vs 2019, unaudited sales figures)
Major Operations
North
America

Main European
countries

International1

€30m
+1.0%

Business Process Automation

€15m
+4.9%

Mail Related Solutions

€155m
(13.9)%

Parcel Locker Solutions

€15m
+27.2%
€85m
(17.0)%

€12m
+16.1%

Total Group

€24m
(25.1)%

€239m
(10.9)%

Total

Customer Experience Management

€118m
(4.2)%

Additional
Operations

€215m
(8.9)%

(1)

The International segment includes the activities of Parcel Lockers Solutions in Japan and of Customer Experience Management outside of North America and the Main European countries.
The breakdown of Q1 2019 revenue by segment and activity has been restated accordingly.
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Q1 2020 sales bridge
(in €m, % of organic change vs 2019, unaudited sales figures)

Reported change
(10.2)%

266

(2)

+0

+1

(0.6)%

+1.0%

+4.9%

(25)
+3
(13.9)%

+27.2%

Major Operations
(8.9)%

(8)

239
+3

(25.1)%

+1.2%

Additional
Operations

Currency
effects

Organic change
(10.9)%
Q1 2019

Scope
effect*

* Scope effect: divestments of ProShip (-€1.7m)

Customer Experience
Management

Business Process
Automation

Mail Related
Solutions

Parcel Locker
Solutions

Q1 2020
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Customer Experience Management
Major Operations

Q1 2020 performance




Q1 2020 sales
€30m
Organic change (vs Q1 2019)
+1.0%

Strong revenue growth from license sales fueled by new
customers in each region in our core verticals



Recurring revenue impacted by the strong drop in
professional services due to containment measures, despite:



Sales per revenue type (year-to-date)
License sales
+11.4%



25%

•

Continuous significant increase in SaaS subscription

•

Increase in maintenance revenue

Contrasting performance across regions

•

Double-digit growth in North America reflecting strong business
momentum

•

Main European countries experienced a strong decrease in
professional services partly offset by the good performance in
license sales

•

Revenue from International slightly down due to high
comparison basis

75% Recurring revenue
(2.0)%

Customer Experience Management driven by new customer acquisitions and continuing shift to SaaS solutions subscription
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Business Process Automation
Major Operations

Q1 2020 performance



Q1 2020 sales
€15m



Organic change (vs Q1 2019)
+4.9%



Good level of activity during the first half of the quarter
with further shift from license sales to SaaS subscription



Impact from containment measures as from mid-March:

•

•
Sales per revenue type (year-to-date)



Growth in SaaS revenue thanks to increase in customer
base in prior quarters



Acceleration in SaaS customer activations thanks to good
traction of our campaign in April, especially in the US

License sales

(36.7)%

13%

87%

Decrease in consumption and in activity, particularly in the
property management sector in France
Accelerated drop in license sales through bundled offer with
Mail-Related Solutions due to customer delaying projects

Recurring revenue
+16.0%

Continuous growth in Business Process Automation thanks to solid base of recurring revenue
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Mail-Related Solutions
Major Operations

Q1 2020 performance



Q1 2020 sales
€155m



Organic change (vs Q1 2019)
(13.9)%



Overall healthy start but disruption intensifying throughout
March, with full negative impact in April



Containment measures leading to:

•

•
Sales per revenue type (year-to-date)
Hardware sales
(29.9)%



Better resilience in North America thanks to:

•

22%
Recurring revenue

78%

(8.2)%



Strong negative impact on hardware sales, despite increase in
telesales and contract extension
Recurring revenue barely affected as most of revenue are
supported by multi-year contracts except for supplies which are
strongly impacted

Embarked recurring revenue from last year good performance
in hardware placement

Severe deterioration in Europe

Mail equipment sales and supplies strongly impacted by containment measures
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Parcel Locker Solutions
Major Operations

Q1 2020 performance




 In the United States

Q1 2020 sales
€15m

•

Residential sector




Organic change (vs Q1 2019)
+27.2%
•

Double-digit growth in the quarter
Strong increase in recurring revenue
Booking slowdown in April and installation delays in accessing
new properties

University sector


Sales per revenue type (year-to-date)

Deals on hold or delayed due to institution focus on other
priorities (student safety, remote learning)

 Japan


Hardware sales 31%
+1.1%

69%

Recurring revenue
+44.5%




Rental-based model proves its strength with strong double-digit
growth in Q1 2020
Installation slowdown in April
New contract secured for 3,000 parcel lockers “Lite” to be
progressively installed within 36 months, starting this summer

Limited impact from the crisis on the level of activity in the US and in Japan
with continuous growth of the installed base each month
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Major Operations




Q1 2020 sales
€215m
90% of Group total sales

Q1 2020 performance

Organic change (vs Q1 2019)
(8.9)%



Limited impact on recurring revenue supported by the
performance of Parcel Locker Solutions and Business
Process Automation



Relative resilience in North America (-4.2%)

•

Sales per revenue type (year-to-date)
Hardware and licenses sales
(23.5)%
22%


78%

Recurring revenue
(3.7)%



Sales per geography (year-to-date)
Main European Countries
(17.0)%
North America
55%
(4.2)%

Double-digit increase in the three growth engines’ revenue
partially offsetting the decline in Mail-Related Solutions

Decline in main European countries (-17.0%) reinforced
by containment measures impacting particularly:

•

Mail-Related Solutions hardware and supplies

•

Customer Experience Management professional services

Increase in International (+16.1%) driven by strong growth
in Parcel Locker Solutions’ revenue in Japan

40%
6%
International

+16.1%
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Additional Operations




Q1 2020 sales
€24m
10% of Group total sales

Q1 2020 performance



Sharp decline in graphic business

Organic change (vs Q1 2019)
(25.1)%



Impact from containment measures on Mail-Related
Solutions activities stronger than in Major Operations in
the Nordics and in Australia

Scope evolution








Parcel Locker Solutions in Japan and Customer
Experience Management outside of Main
Geographies now included in Major Operations in
line with the Group’s “Grow, Improve or Exit”
strategy for Additional Operations

Export activity (OEM contracts) impacted by containment
measures and high comparison basis in Q1 2019



Sales of two automated packing systems (CVP),
vs. one unit sold in Q1 2019

Divestment of ProShip completed in February 2020

Shutdown of Temando substantially completed

Grow, improve or exit
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Focus on cost and cash management
CASH MANAGEMENT

COST MANAGEMENT
COST OF SALES
(c.26.1% of total

sales1)

OPERATING EXPENSES
(c.57.5% of total

Supply chain
 Relatively flexible cost base due to the
outsourcing of HW manufacturing
- c.90% of mailroom equipment volume
- 100% of automated parcel lockers
 Subcontracted equipment orders in
Asia already adapted taking account
of the level of inventory on hand

Employee costs
 Partial unemployment / time-reduction
- c.30% of employees worldwide
 Overtime reduction / use of holidays
 Full-time & temporary hiring freeze
 Internal mobility & training programs
 Reduction of CEO & top management
annual compensation

Manufacturing & distribution
 Temporary closure of production
facilities
 Minimum level of services from
logistics centers

Other operating costs
 Tight management of other operating
costs, particularly marketing & travel

Software
 Almost 100% of variable costs

Stable gross margin in Q1 2020
vs Q1 2019

CAPITAL EXPENDITURE

sales1)

Review of FY capex roadmap, prioritizing investment supporting future growth
Development
(c.32% of total capex2)
Fully or almost-fully
maintained
Continued R&D efforts to
support the rollout of new
products / solutions

Maintenance
(c.16% of total capex2)
Slight decrease

Rented equipment
(c.52% of total capex2)
Decline
as a result of lower level of
activity impacting rentals
(supply of new equipment)

OTHER CASH USES
Working capital
 Tight management of the working capital requirement (inventories, receivables, etc.)

R&D
 Maintained R&D & innovation efforts to
accelerate new product introductions
for future sustainable growth thanks to
reallocation between solutions

Dividend payment
 Proposal to submit a dividend payment of €0.35 per share in respect of financial year
2019 for approval at the Annual General Meeting of 6 July 2020;

Ability to offset some of the decrease in
revenue through cost management
In Q1 2020, €8m cost savings achieved

(1)

FY 2019 data

(2)

FY 2019 data, excluding IFRS 16
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Cash situation and debt maturities as at 30 April 2020
2020 events

Debt maturities (excl. IFRS 16) as at 30 April 2020

 February 2020: Buyback of additional €15m on
2021 2.5%-bond

400
350

 February 2020: Success of the Schuldschein
extension (c.€42 million) with a new 4 and
5 year-long maturity

Strong Liquidity Position

300

374
To be paid in September
To be paid in June

265

250

195

200

129

150

 Low level of short-term repayment in 2020
 Secured access to any financial need with
undrawn credit facility of €400m
(maturing 2024)
 Cash available as at 30 April 2020: €517m

194

100
50
0

77
32
2020
Odirnane
Bond 2,50%

23
2021

2022

Bond 2,25%
USPP USD 30 million

2023

2024

2025

2026

USPP USD 90 million
Schuldschein (2017, 2019, 2020)

€28 million improvement in net debt at €640 million (incl. IFRS 16) as at 30 April 2020
(vs. €668m as at 31 January 2020)
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2020
Outlook

Geoffrey GODET
CEO

Leveraging our assets to accelerate our digital ambition postCOVID-19
INCREASE COMMERCIAL LEVERAGE USING
NEW GO-TO-MARKET STRATEGIES

Aligned go-to-market strategies

Develop further synergies between our
“four” solutions

Foster partnerships and new cooperation
models

ACCELERATED AND REFOCUSED
R&D PROGRAMS

DEVELOP NEW DIGITAL OFFERINGS
AND VERTICALS TO ADDRESS
“NEW” MARKET NEEDS

Accelerated roadmaps to benefit from
positive market traction for digital
solutions NOW

Promotion of digital offerings for all
solutions

Develop further synergies in R&D,
focusing on resources/platforms and
Partner integration

Parcel volume and demand for
contactless growing in all verticals

Offer our customers adapted models

R&D and business development efforts largely maintained to prepare
for growth as we emerge from the crisis
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2020 priorities and outlook
2020 priorities
Given the context of the COVID-19 pandemic, Quadient has set the following priorities for 2020:
 Mitigate the impact of lower level of activity on the profitability
 Implementation of cost management actions: €8 million cost reduction achieved in Q1 2020

 Preserve the cash generation and liquidity
 Complete review of full-year capex roadmap, with a priority given to investment supporting future growth

2020 outlook
 Proposal to submit a dividend payment of €0.35 per share in respect of financial year 2019 for approval at the Annual General
Meeting of 6 July 2020;

 Increase in order backlog at end-April due to delays in bookings and deliveries in Q1 2020
 Very early signs of improvement in May vs. April 2020, but at a much lower level of activity than in May 2019
 The Group is not in a position to give any indication for the 2020 financial year at this stage due to limited visibility in a very
difficult context of gradual lockdown lifting
Quadient remains deeply committed to protecting employees, supporting customers,
preserving its assets and driving future potential opportunities
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Appendix

2019 reported quarterly figures according to the new segmentation
SALES

(in €m, unaudited figures)

Q1 2019

Q2 2019

H1 2019

Q3 2019

Q4 2019

FY 2019

231

252

483

242

269

994

Customer Experience Management

29

36

65

33

42

140

Business Process Automation

14

16

30

15

18

63

Mail Related Solutions

177

183

360

176

192

728

Parcel Locker Solutions

11

17

28

18

17

63

Additional Operations

35

39

74

36

39

149

TOTAL GROUP

266

291

557

278

308

1143

Major Operations

SALES
(in €m, unaudited figures)

CURRENT EBIT

Q1 2019

Q2 2019

H1 2019

Q3 2019

Q4 2019

FY 2019

H1 2019

FY 2019

Major Operations

231

252

483

242

269

994

96

188

North America

119

131

250

132

141

523

-

-

Main European Countries

102

108

210

97

114

421

-

-

International

10

13

23

13

14

50

-

-

Additional Operations

35

39

74

36

39

149

(3)

(3)

TOTAL GROUP

266

291

557

278

308

1143

93

185
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INVESTOR RELATIONS TEAM
financial-communication@quadient.com

https://invest.quadient.com/

