First-Quarter 2022 Sales
7 June 2022

Disclaimer

FORWARD-LOOKING STATEMENT
This presentation contains forward-looking statements (made pursuant to (i) the safe harbour provisions of the Private Securities
Litigation Reform Act of 1995 and (ii) the principles of the French Autorité des Marchés Financiers' guide to periodical disclosures
of listed companies (DOC-2016-05) of 2020 ), which, by their nature, involve a degree of risk and uncertainty. Forward-looking
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 2022
HIGHLIGHTS &
CLIMATE CHANGE
AMBITIONS

Geoffrey GODET
CEO
4
© 2022 Quadient. All rights reserved.

Q1 reported revenue up 2.5%, positive outlook for the rest of the year
Limited -0.6%organic decline set against a high comparison basis, in line with our expectations.
Organic growth expected to accelerate throughout the rest of the year.
INTELLIGENT COMMUNICATION AUTOMATION
Annual Recurring Revenue at €158m
+15.7% organic growth(1) in subscription-related revenue driven by customers acquisitions and
further growth in platform usage

MAIL-RELATED SOLUTIONS
-1.7% organic change(1), solid performance underpinning the resilience of our business model
Future hardware sales supported by a high level of backlog

PARCEL LOCKER SOLUTIONS
c.550 new lockers installed
+11.1% organic growth(1) in subscription-related revenue driven by increased installed base
(1)

Within Major Operations
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Quadient has raised its climate ambitions to align to a 1.5°C trajectory
Building upon the reduced GHG level to date and the new ways of working but also anticipating growth in the business and a likely
post-COVID resurgence in emissions Quadient has decided to increase its scope 1 & 2 targets in line with a 1.5°C trajectory.
For scope 1 & 2
Initial GHG
reduction targets
set out in 2021

GHG reduction targets
updated
in May 2022

-28%(1)

-50.4%

by 2030 compared to 2018
baseline

by 2030 compared to 2018
baseline

These targets have been set
according to the SBTi
methodology based on the
“Well below 2°C trajectory”

These targets have been set
according to the SBTi
methodology based on the
“1.5°C trajectory” for scope
1 &2.

Achievement
FY2021

- 45.9%
compared to 2018
baseline

For scope 3 The objective remains unchanged at a -40%(2) reduction per €m revenue by 2030, compared to 2018 baseline and set
according to the SBTi methodology based on the “Well below 2°C trajectory”. In FY 2021, Quadient was at -2.3% per €m revenue.
(1)
(2)

Reduction target for scope 1 & 2 (energy consumption and company vehicles)
Reduction target for scope 3 targeted categories (purchase of goods and services, use of sold product, employee commuting, business trips)
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Q1 2022
SOLUTIONS
REVIEW

Geoffrey GODET
CEO
Laurent du PASSAGE
CFO
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New industry recognition fully validates our Cloud strategy and technology
Customer Communications Management
Vendor Assessment – 2020

Source: IDC, 2020

Cloud Customer Communications
Management Vendor Assessment - 2022

Source: IDC, 2022

Quadient named a leader in the latest(1) IDC MarketScape vendor assessment model focusing on cloud providers of CCM solutions
(1)

Published in June 2022

8
© 2022 Quadient. All rights reserved.

Intelligent Communication Automation
Q1 2022 business highlights

c.450

73%

net customers
addition

Share of subscription-related
revenue

12,000+ customers(1)

78% share of SaaS customers

Strong growth in Annual Recurring
Revenue

€m
160

158(2)
158
145(1)

140
2/3+ customer base
coming from
cross-selling opportunities

New Account Payable platform
Beanworks successfully
launched in France and the UK

(1)
(2)

123
+24% in cloud platform usage
(in Q1 2022 vs Q1 2021)

20%+ organic growth
in Annual Recurring Revenue
on an annualised basis

FY2021 ARR and customer number were corrected from a c.€2m / c.280 customers double counting
Q1 2022 ARR benefited from a €5m positive forex impact vs Q4 2021

120

109

100
2019

2020

2021 Q1

2022
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Intelligent Communication Automation
Q1 2022 revenue

Double digit growth in revenue

Organic growth
vs Q1 2021

+10.7%

(1)

Continued momentum in subscription-related revenue growth (+15.7% after +9.2%
in Q4 2021) thanks to:

Subscription-related
revenue

 SMBs: >20% in subscription-related revenue, including a ~50% growth in financial
automation solutions (AR/AP)

(1)

+15.7%
License sales
+6.4%(1)

 Large accounts: >10% in subscription-related revenue increase with a strong growth
coming from North America and the International segment
73%

8%

€52m
Professional
services
-3.7%(1)

Slight increase in license sales due to low comparison basis; further progress in
transition to SaaS model

19%

Decline in professional services revenue due to a product mix evolution and fewer large
implementations in Europe vs Q1 last year

(1)

% of organic change vs. the same period in 2021
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Mail-Related Solutions
Q1 2022 business highlights

Winning strategy of focused investment and
customer retention

Share of upgraded installed base(1)

On-going success of the new products launched last year
in both hardware (iX series) and software (S.M.A.R.T)

13.8%
13.8%

15%

11.7%

10%
Solid performance across our product ranges
(both mailing and document systems)

Good level of backlog,
underpinning the resilience of the business model

(1)

Share of new generation smart devices among total number of devices in the installed base

4.9%
5%

1.1%

0%
2019

2020

2021 Q1
2022
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Mail-Related Solutions
Q1 2022 revenue

Resilient performance against a high comparison basis (+6.3% organic growth in Q1 2021)

Organic change
vs Q1 2021

-1.7%

(1)

 Strong performance in North America …
 … partially off-setting a weaker performance in the main European countries,
especially in France (presidential election)

Subscription-related
revenue
-1.7%(1)

License and hardware
sales
-1.6%(1)

Contained revenue decline for hardware sales

 Good performance in hardware sales thanks to further penetration of newly launched
products and despite a tough comparison basis (+31.9% organic growth in Q1 2021
helped by a post-COVID rebound) resulting in a solid level for the leasing portfolio

27%

€165m

Good resilience of subscription-related revenue

73%

 Year-on-year growth in supplies in all geographies
 Good management of the installed base
Continued outperformance in our main markets

(1)

% of organic change vs. the same period in 2021
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Parcel Locker Solutions
Q1 2022 business highlights

Uniquely positioned in a buoyant market

Expansion of the lockers installed base
(in ‘000 units)

Roll out of existing and recently signed contracts in the Carriers and Retail
segments mostly in Europe (Relais Colis, Pickup, DHL, Decathlon, B&Q…)

20
15.8 16.3
16

13.0

12
Further penetration of main markets for the Property managers and
Education & Corporate segments; mostly in the US, the UK and France

8

10.0
7.0

4
2018

2019

2020

2021 Q1

2022
Significant pipeline of projects at different stage of maturity
Several projects in phase 1 of development

(1)

Swedish and Australian lockers recorded in Additional Operations
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Parcel Locker Solutions
Q1 2022 revenue

Organic change
vs Q1 2021

-17.9%

(1)

High comparison basis in hardware and professional services sales due to the end of
deployment of a large contract with a US retailer in Q1 2021 (started in Q3 2020)
Subscription-related
revenue

License and hardware
sales
-47.7%(1)

+11.1%(1)

30%

4%

(1)

% of organic change vs. the same period in 2021

 c.17% 2-year CAGR organic revenue growth (€19m in Q1 2022 vs €15m in Q1 2020)
Further progress in subscription-related revenue from all markets with fast rising
contribution from France and the UK thanks to recent contract wins
Continued growth in backlog thanks to good bookings as well as customer installation
scheduling delays in the residential sector in North America

€19m
Professional
services
-41.8%(1)

Q1 2022 organic decline is set against a 67.9% organic growth in Q1 2021

67%
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Major Operations
Q1 2022 revenue
Continuous growth in subscription related revenue mainly driven by:

Organic change
vs Q1 2021

-0.8%

(1)

 Double digit growth for both Parcel Locker Solutions and Intelligent Communication Automation
 Solid performance at Mail Related Solutions
License and hardware sales decline due to:

 High comparison basis for Parcel Locker Solutions in North America and for Mail Related Solutions
Stronger growth dynamics in North America vs Europe despite demanding comparison basis

Q1 2022 revenue by geography

Q1 2022 revenue by type
Subscription-related
revenue

License and hardware
sales
-9.2%(1)

(1)

+2.6%

International
+10.1%(1)

North America
+0.0%(1)

5%

23%
Professional
services
-7.8%(1)

5%

38%

€236m

57%
73%

(1)

% of organic change vs. the same period in 2021

Main European
Countries
-3.4%(1)
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Q1 2022
SALES REVIEW

Laurent du PASSAGE
CFO
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Major Operations
Quarterly revenue evolution

+10.7%

+5.8%

+17.3%

+6.2%

+0.6%

52

51

51 54

-32.1%

52

ICA

-17.9%

42 44

44

46

PLS

+67.9%
22
15

Q1
2020

2021

Q2

Q3

Q4

2022

+17.5%

19

Q1
2020

17 19

Q2

-4.1%
30
22 21

21

Q3

Q4

2022

2021

-0.8%

-1.7%

+10.3%

-1.1%
+6.3%
158 159 165

+4.0%
161 161

-1.8%
161 160

173 178

Q1
2020

236

-0.4%

222 232

229 236

Q2

Q3

-4.4%
254 253

Major
Ops.

MRS

(1)

215

226

+7.7%

2021

2022

% of organic change vs. the same period in 2021

Q2

Q3

Q4

Q1
2020

2021

2022

Q4
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Q1 2022 revenue summary
Major Operations representing 94% of Group sales

Major
Operations

SALES
% of organic growth
vs. Q1 2021

North America

Intelligent
Communication
Automation

Mail
Related
Solutions

Parcel
Locker
Solutions

€89m
-3.4%

International

€13m
+10.1%

€165m
-1.7%

€19m
-17.9%

Total Group

€16m
+2.3%

€253m

€135m
0.0%

Main European
countries

€52m
+10.7%

Additional
Operations

€236m
-0.8%

-0.6%
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Reported growth of 2.5% boosted by forex, positive underlying trends
Q1 2022 sales bridge
(in €m, % of organic change vs. Q1 2021)

Group
-0.6%
organic change

+4.6%

253

Major Operations
-0.8%
organic change

+10.7%

246

11

-3
-4

+5
-1.7%
-4

-1.5%

Q1’2021

Scope
effect(1)

Intelligent
Communication
Automation

(1) Scope effects: divestment Packaging Solution Business (€-4.4m); acquisition of Beanworks (€0.7m)
* Scope
effect: -€3.3m
(2) Average
rate: EUR/USD Q1 2022 = 1.11 ; EUR/GBP = 0.84

Mail-Related
Solutions

-17.9%

0
+2.3%

Parcel Locker
Solutions

Additional
Operations

Currency
effect(2)

Q1’2022
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FY 2022
OUTLOOK
CONFIRMED

Geoffrey GODET
CEO
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Current trading conditions
MACRO ENVIRONMENT
Trading conditions remain attractive in our three main markets
 Positive developments for cloud platform x-selling and up-selling; growth opportunities in new markets
 Further penetration of recently-launched products expected in Mail-Related Solutions main markets
 Global e-commerce and logistic market dynamics driving a promising pipeline of parcel locker projects
 Innovative products contributing to clients’ automation and cost savings

INFLATION
Careful monitoring of cost inflation, further planned action on prices where appropriate
 Subscription-related revenue benefiting from a largely-indexed scaled installed base
 Some pricing power against inflation for new product placement
 Increase in salaries to retain and attract the best workforce

SUPPLY CHAIN
No further deterioration of the supply chain
 Stabilized shipping delays and freight & raw material costs at high levels
 Impact mitigated by remanufacturing benefits
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FY 2022 outlook confirmed

INTELLIGENT
COMMUNICATION AUTOMATION

MAIL-RELATED
SOLUTIONS

PARCEL LOCKER
SOLUTIONS

Double digit organic

Contained organic

Double digit organic

sales growth

sales decline

sales growth

Focus on customer growth

Resilient customer base

Existing contracts rollout

Further cloud platform use

Modernization of the installed base

Ambitious pipeline of projects

FY 2022 Guidance:
Organic sales growth above 2%(1)
Low to mid-single digit organic current EBIT(2) growth

(1)
(2)

Compared to fiscal year 2021 excluding CVP activities divested in H1 2021 and accounting for €13.8m
Current operating income before acquisition-related expenses
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Q&A
CONTACTS

NEXT EVENTS

financial-communication@quadient.com

16 June 2022: Quadient AGM

https://invest.quadient.com/

26 September 2022: First half 2022 results

APPENDICES
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2021-2023 outlook

1

Sales growth

Minimum 3% organic sales growth CAGR over 2021-23

Current EBIT(1)
growth

Minimum mid-single digit organic(2) current EBIT growth CAGR over 2021-23

2

(1)
(2)

Current operating income before acquisition-related expenses
Based on 2020 current operating income before acquisition-related expenses excluding Parcel Pending’s earn-out reversal, i.e. €145 million, with a scope effect resulting in a €140 million proforma.
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Main achievements in FY2021 on the 5 pillars of our CSR program
Objectives 2021-2023

People

• >80% of employees benefiting remote working 2 days or more per week

Empower our people to achieve
our company strategy

• >30% of women among managers
and senior leaders
• Being recognized “Best Places to Work” with score greater than 70

FY2021

79%

> 90%

29.1%
16.9%

27.6%
21.8%

64,9 /75

71,4 /90

Ethics & Compliance

• All employees endorsed the Code of Ethics and completed the training

61.8%

66%

Enable a culture of excellence
and integrity

• All employees completed one or more compliance training programs

64.2%

76%

NC

65% (2)

- 32% vs. 2018 baseline
-5.2%/€m vs. 2018 baseline

-45.9% vs. 2018 baseline
-2.3%/€m vs. 2018 baseline

• Placement of MRS products from remanufacturing to account for over 50%

40%

64.4%

Solutions

• Achieve overall customer satisfaction above 95%

97%

95%

Offer innovative, secure and
sustainable solutions

• Pursue investments in R&D and Innovation above 4.5% of our revenues

5,3%

5,05%

Philanthropy

• 5,000 annual hours + contributed by Quadient’s employees supporting
communities

150 hours

356,5 hours

NC

20.7%(3)

Environment
Protect the planet by reducing
our environmental footprint

Engage and support the
communities in which we live
(1)
(2)
(3)

FY2020

• All our strategic business partners have endorsed the Business partners
Code of Conduct (1)
• Reduce our carbon emissions by:
(i) 50.4%, for scope 1 & 2 by 2030
(ii) 40% / €m revenue for targeted categories, for scope 3 by 2030

• 25% of employees involved in volunteering & sponsorship projects

The code of conduct initially intended for production suppliers has been extended to all strategic business partners (suppliers, vendors, JV partners, commercial dealers)
This score is tied to the deployment of the new Business partners code of conduct in France. The deployment will continue across the other regions in 2022
Contribution rate of employees engaged and involved in volunteering & sponsorship projects on the platform
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A comprehensive and well recognized CSR program
PEOPLE

ETHICS AND COMPLIANCE

ENVIRONMENT

PHILANTHROPY

SOLUTIONS

Focus on inclusion

Focus on ethical behavior

Focus on reduction of waste
and carbon footprint

Launch of Quadient’s first
philanthropy program

Focus on customers

“Platinum” level in
2021 after 3
consecutive years at
“Gold” level

Ranked 2nd out
of 230 in 2021
(+4 places vs 2020)

“AA” score
obtained for
2021

B grade for
last 4
consecutive
years

Part of the 2022
Global 100 (most
sustainable
companies in the
World)

“Prime” Status
maintained in 2020

ESG risk exposure is
low and ESG
material risk
management is
strong

Since March 8, 2021,
Quadient is a signatory
member to the UN
Global Compact

“Robust ESG level”
53% overall score
(-1pt vs 2020)
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