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FY2007 Annual Results 
Presentation

Gary Martin – Chief Executive Officer
Peter Adams – Chief Financial Officer
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FY2007 Full Year Results
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FY2007 Full Year Sales
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• Completed FY2007 
year at 204

• Sale of Business 
systems in Q2

• Some of the recent 
Q4 head count to be 
replaced
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Foreign Currency Exposures
Estimated future revenue currency mix
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45%
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23.6EBITDA
37.1Gross margin
54.6Sales Revenue
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FY2007: Strong Balance Sheet

(12.0)(9.6)Other net liabilities
41.832.9Net Assets

17.417.1Intangibles including R&D

Note: dividend payments in FY2007 = 24.4

(0.5)-Debt

4.12.8Property, plant and equipment
6.86.9Net trade receivables

26.015.7Cash
20062007$M:

FY2007 Dividends

Final dividend 2.1 cents
Interim dividend 1.9 cents
Total 4.0 cents

Payout ratio 85%
Payment date 27 September 2007
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Delivering into the Strategy

• Return to the core
• Increase Passenger Vehicle OEM’s
• Continued expansion of Superservice Menus
• Introduce products into new segments
• Strategic cooperation
• Expand data creation opportunities
• Develop further products & service into the footprint
• Maintain watching brief on related segments
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• FY07 
–Data License Renewals
– New global customer KIA

• FY08 
– General Motors decline
– Continued organic growth

•FY09 
– Continue positive growth
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• FY06 ~ Solid Performance
• FY07 ~ Momentum Builds
• FY08 ~ Global Recognition
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Marketplace challenges

• Collision parts = 40% of US parts sales
• Genuine part sales declining since 2000
• Downward trend expected to continue

The manufacturer challenge:
How to increase genuine parts sales

Genuine 
part 

sales
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How APB meets the challenges
Dealer Bodyshop

• Identify opportunities 
and capture sales
• Direct link between 
body shops and dealers
• Lowers operational 
costs

• Increases visibility of 
parts required
• Accurate parts data and 
estimates
• Increased supply chain 
efficiencies

Typical Estimating System
26  parts

15  parts

Parts Accuracy & 
Completeness
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Export estimate from estimating system

Estimating systems import
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Body shop - List estimate content

Body shop - Validate OEM parts
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Body shop - Go to validated part

Body shop - Add parts
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Body shop - Order/request quote

Dealership - View order
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Dealership - Change price/view profit

Dealership - Go to/replace part
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Dealership - Add parts

Dealership - Send to body shop/DMS
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Body shop - Accepts quote

Summary – process flow of APB

Body shop -
Import

Estimate

Dealer -
Export
Order

DMS

•Match Invoices to Orders
•Generate Reports
•Show Missed Opportunities

Import 
Invoices

APB
Systems



19

MN

WI

IL IN

WASHINGTON

MONTANA

OREGON

IDAHO

NEVADA

UTAH

WYOMING

COLORADOCOLORADO

ARIZONA
NEW 

MEXICO

NORTH 
DAKOTA

SOUTH 
DAKOTA

NEBRASKA

KANSAS

IOWA

MISSOURI

TEXAS

AS
OKLAHOMA

LA

MS

NORCAL

NEW YORK

NJ

CT

VT

MAINE

MA

RI

PA

VA

MD DE

DCWV

MI

OHIO

KENTUCKY

TENNESSEE NORTH 
CAROLINA

SC

AL GA

FL

SOCAL


