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AGENDA

Å Highlights and outlook

Å Business areas and future directions

ï Licensing

ïConsulting

ï Growth opportunities

Å Q3 and YTD Financials

Å Summary



ROLLING 12 MONTHS
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Q3 - 2009 YTD Q3 ï2009  

MNOK

REVENUE 76,6
Å-7,7% growth from Q3 2008

EBITDA  4,8 
Å75,8% growth from Q3 2008

MNOK

REVENUE 284,2
Å14,8% growth from YTD Q3 2008

EBITDA  21,2

Å52,3% growth from YTD Q3 2008

HIGHLIGHTS ïQ3 2009 

ÅLicensing and Consulting both contribute to profitability

ÅCash flow YTD from operating activities MNOK 29

ÅBank deposits at the end of the period MNOK 52

ÅRecurring revenue

ÅFocus on mainstream software

ÅCustomer base

ÅStrong customer positions

ÅSenior consultants 

ÅAdded value to critical business

processes

LICENSING CONSULTING



The strategy has given once again a quarter with profit growth. 
Customer base, competency and market position within both 
licensing and consulting, give a strong platform for continuous 
growth and profit. Inmeta is financially well prepared and positioned 
to take advantage of the coming economic up-turn. Inmeta expects 
solid profit growth in 2009 compared to 2008. 

OUTLOOK



3rd quarter 2009

BUSINESS AREAS



INMETA  LICENSING INMETA  CONSULTING

INMETA   ASA

VCertified high volume license partner 

VAdvisory

VAssist negotiations and optimize license

agreements

VSoftware Asset Management

VMainstream software ïone stop shop 

FUNDAMENT

VIndustry focus

VLarge customers

VCustomer track

record

VSenior consultants

SOLUTIONS

VSystem development

VBusiness Intelligence

VProject management

VCollaboration 

VPortal

VInfrastructure

VSecurity 
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INMETA LICENSING

ÅQ3: Licensing revenue MNOK 52,7 (67,0) => growth -21%

ÅGrowth in gross profit MNOK and %.

ÅYTD Q3: Licensing revenue MNOK 205,6 (210,2) => growth -2,2% - all organic

ÅChanges in product mix and license agreements

ÅCustomers have delayed additional software investments

}Signs of positive changes

ÅStable profit due to ògross profitò focus and strong cost control

ÅRecurring revenue represent a strong fundament 

}3-5 years agreements.

ÅStrong market position and large customer base

ÅFocus on mainstream software

ÅExtended sales to existing customers ïone stop shopping

ÅIncreased focus on Software Asset Management 

ÅInmeta expects increased investments in software to support business 

improvements and transformation. Key launches enhance this picture. 




