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Reliable revenue, please step forward… 
For many years, companies have bragged about their recurring revenue, PR 
specialists have highlighted its virtues, and analysts have afforded it 
relatively high multiples within valuation frameworks. This is because 
recurring revenues should be more reliable, and therefore more likely to 
persist, than others. If there were ever a year when recurring revenues 
should come to the fore, it is surely 2020.  In this note, we examine the 
theory and practice around recurring – and simply “resilient” – revenue, and 
highlight a number of companies where we believe revenues could be 
robust, even in the face of the current economic challenges.  

▪ “Recurring” revenue should, in theory, be robust – it is a contracted level 
of sales, often initially on an annual (or longer) contract, and then rolling 
forward, recognised to the P&L account normally monthly, and 
sometimes even based on usage or volume.   

▪ The COVID-19 pandemic is causing major economic disruption – consumer 
activity has collapsed across much non-essential activity, and the knock-
on in terms of corporate procurement is clear.  In every sector, large 
companies are looking to conserve cash, reduce discretionary spending 
and adapt to the current pressured environment. 

▪ This note highlights, with a worked example, the difference in 
performance between businesses with and without a recurring revenue 
base; we demonstrate the scale of the divergence in outcomes.  We also 
discuss the different “types” of revenue – with a focus on recurring, and 
what we term as “resilient”. 

▪ We present in total some 16 companies across five market sectors, each 
with a particular degree of recurring or resilient revenue – we briefly 
describe the businesses, explain which areas we feel are likely to perform 
in a robust way, and give some detail as to why.   

While we make no comment around valuation or investment advice for the 
various companies, if potential investors would like to see management 
discuss their reactions to COVID-19, and/or simply see a presentation of the 
business and its investment case, please contact us to request a management 
presentation, and we will look to arrange these in due course. 
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Introduction 

Sector performance 

As shown on the charts on the front page, markets have had an extraordinary ride during 2020, 
with many stocks, and the indices themselves, reaching lows on or around 23 March, just as 
the UK’s lockdown was taking hold, and arguably the “darkest hour” in terms of sentiment so 
far.   

The chart below shows sector performances over the periods from 1 January to 23 March 2020 
and from 23 March 2020 to date with the intention of capturing the fall and subsequent 
recovery of share prices following the nadir of recent prices around the middle of March. The 
FTSE All Share Index has rebounded by more than 20% over that latter period and one can see 
the relative performances of the sectors outlined below. Clearly, some sectors fell more sharply 
than others initially, and the recoveries have also been varied; there hasn’t been a 
straightforward ‘return to form’ for those hardest hit, for instance.  

We believe that, with COVID-19 lockdowns still to varying degrees in force around much of the 
world, there may well be additional negative pressure over coming months – initial consumer 
slowdowns can take time to “ripple” through the economy – some sectors are impacted 
immediately, but the knock-on challenges for their suppliers take longer to manifest 
themselves.  Despite this, sectors with more genuinely-resilient characteristics should remain 
of interest, and this is what guided our selection of companies for this document.  

 
Performance by the FTSE All Share sectors during 2020 

 

Source: Thomson Reuters 
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Sector commentary  

This note is primarily focussed on individual companies and their potential for a “resilient” 
performance during 2020 and 2021, based on their individual revenue models or market 
exposures. Nevertheless, it may be worth making some general points regarding sector 
performance, based on the charts on the page opposite, since a number of sectors are worthy 
of particular comment: 

TMT (down 36%, up 48%) 

The technology space (in which we include some media and telecoms names) was moderately 
badly hit, but has recovered better than most segments – partly because the sector exhibits 
resilient features, as described in some of the company sections in this note, and partly because 
the structural growth markets which underpin valuations are unlikely to be permanently 
“broken” by the pandemic.  Some areas of Technology are already showing significant strength 
in revenue as all sectors of the economy invest in IT to “digitalise” or at least improve their 
business and operating models in the wake of COVID-19. 

Healthcare (down 18%, up 18%) 

Healthcare overall has been relatively strong, with “only” a c.18% decline into COVID-19, and 
recovering much of that since – clearly the sector is split into a small number of stocks expecting 
to directly and significantly benefit from COVID-related products or revenues, and others which 
have performed less well as surgical procedures or other activities have slowed. 

Aerospace & Defence (down 37%, up 5%) 

This sector suffered as the demand for commercial aviation and related areas is clearly in 
question for the medium term, given the parlous state of the world’s airlines and likely lack of 
new capital in the sector to refresh aircraft stock.  Equally, government budgets may be 
directed away from defence activities and towards more direct “pump-priming” investments in 
housebuilding and other infrastructure projects, where society benefits from both the spending 
of the money and direct (visible and vote-winning) improvements to consumers’ lives.  

Leisure Goods (down 33%, up 95%) 

This sector was initially impacted, but recovered very strongly due to a small number of highly-
performing online retailers, unaffected by the consumer footfall collapse in High Street 
locations, but benefiting from significant additional online sales.  

Oil & Gas (down 50%, down 2%), Travel & Leisure (down 56%, up 47%) 

These two verticals were hit hardest in the Q1 period as COVID-19 emerged around the globe, 
but travel & leisure has rebounded more strongly.  Both sectors are impacted clearly (and 
heavily) by reductions in travel activities, some of which may take several years to recover on 
the basis of recent commentary; the leisure sector is broader and has partly recovered.  

Mining (down 39%, up 58%), Basic Materials (down 38%, up 55%) 

We were surprised by the strong rebound in the Mining and Basic Materials sectors – both 
suffered heavily as COVID-19 unfolded, but the recovery has been standout….perhaps this was 
as investors realised that long-term economic growth (and investment) might not be as badly 
impacted, and the mainly-overseas earnings will also benefit from ongoing Sterling weakness.  

Banks (down 33%, down 22%) 

This largely UK-focussed sector performed poorly as COVID-19 spread, and has 
underperformed since…investors are understandably worried that loans across multiple 
sectors (retail, property and leisure) could become non-performing, interest rate expectations 
are remaining low for an increasingly long horizon, and other activity that generates bank profit 
(lending on credit cards and for house-buying) has reduced.   
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The importance of recurring revenue 

The series of charts below show the theoretical progress of two companies with varying 
proportions of recurring revenue within their total revenues. We have seen that COVID-19 has 
introduced a significant level of uncertainty to the outlook for many companies. However, some 
have found that their business models, or the types of revenue which they earn, have held up 
well enough despite the huge changes to the operating environment. 

In this example, we assume that recurring revenues make up 20% of Company A’s total 
revenues but for Company B, they account for 80% of overall sales. For ease of illustration, we 
have assumed that both companies start with £100m of revenue per month at that point. We 
have assumed that from that point, recurring revenue grows by a monthly rate equivalent to 
10% per annum until the end of January 2020, when it runs flat until a similar level of growth 
resumes in September 2020. Non-recurring revenue assumes no growth from month to month 
and then takes a severe hit from March 2020 to reflect the sudden cessation of what might be 
discretionary spend, for instance. We have allowed recovery in non-recurring revenue for 
Company A to start earlier than for Company B given its greater reliance (and perhaps 
theoretical focus) on that revenue stream. 

This is, of course, a simplistic view with subjective assumptions but it shows the varying effects 
on total revenues that a sudden slowdown might have for companies with markedly different 
levels of recurring revenues. The top two charts show the two companies’ revenue experiences 
while the bottom two highlight the differences in revenues that result over the period. The 
cumulative difference is over £500m, or more than five times monthly revenue. 

 
Resilient revenue 

 

Source: Progressive Equity Research 
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Contractual Services (within Support Services) 

Composition of the sector  

The wider Support Services sector is extremely broad, with activities ranging from, for instance, 
logistics to office space provision. However, the Contractual Services sub-sector has in many 
instances seen little adverse impact on revenues since much of this has been derived from long-
term contracts and, in the case of our three examples, largely dependent on non-discretionary 
services, such as health & safety monitoring or major committed infrastructure programmes.    

Performance of sub-sector during COVID-19 

Because of the disparate nature of the sector it is difficult to give a definitive performance 
measure.  Sureserve was actually at a three month low of 31p in March and has since risen 66% 
to 52p. Similarly, Marlowe was at a 12-month low of 319p and has since risen 64% to 523p. 
Renew, which is to a degree viewed as more of a construction company, has risen by a more 
modest 34%, from 350p to 470p.  

Resilient attributes of the sector 

The sector has generally seen only moderate disruption in access to sites. Contracts include a 
major exposure to well-funded clients ranging from utilities providers to housing associations 
and comprise non-discretionary or politically sensitive services like gas safety, energy 
efficiency, transport and environmental work. Contracts are generally 3 - 5 years in duration 
and frequently extended. Performance and technical ability are barriers to entry. 

 

 

MAIN REVENUE SOURCES
• Health & Safety 7%
• Air Quality & Testing 20%
• Fire Safety & Testing 40%
• Water Treatment & Hygiene 33%

DRIVERS OF RESILIENCE
• Long contracts, with 10 year ave relationship
• Compliance contracts are a legal requirement
• Cross-selling opportunities between divisions

EXAMPLE CLIENTS
Very broad range of customers, over 15,000, with no
customer taking more than 2% of group revenue.
Servicing c. 15% of UK commercial offices

Marlowe
Provider of safety and regulatory compliance of commercial
properties, whilst managing risk for businesses across the
UK, including auditing and software

KEY DATA
Ticker MRL.L
Market Cap £285m
Index/market AIM
Price move since 23/03/2020 64% 
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MAIN REVENUE SOURCES*
• Engineering Services 93%
• Specialist Building 7%

* Visibility of c. 70% current year revenues

DRIVERS OF RESILIENCE
• Renew’s work is non-discretionary in nature;

the assets are frequently CNI (Critical National
Infrastructure) and the clients are almost
entirely public sector

• Major committed spending programmes
• High technical barriers to entry
• Direct employment of construction staff limits

reliance on supply chain
• Proven track record with clients

EXAMPLE CLIENTS

Renew Holdings
Engineering Services: provision of multi-disciplinary
engineering to the rail, roads, power, nuclear and
environmental sectors. Specialist Building: major structural
engineering on residential and science projects.

KEY DATA
Ticker RNWH.L
Market Cap £364m
Index/market AIM
Price move since 23/03/2020 34% 

MAIN REVENUE SOURCES
• Compliance (recurring revenue) 62%
• Energy Services (recurring revenue) 38%

DRIVERS OF RESILIENCE
• Revenues in both divisions comprise long-term

contracts, typically of 3 - 5 years
• Compliance contracts are a legal requirement
• Tackling fuel poverty a political commitment
• Smart meter roll-out is gathering pace
• Financially secure, government-backed clients

EXAMPLE CLIENTS

Sureserve Group
Compliance monitors and tests the safety of gas, fire and
electrical, water and air hygiene for social housing
association owners. Energy Services installs insulation in
social housing and smart meters for home owners.

KEY DATA
Ticker SUR.L
Market Cap £86m
Index/market AIM
Price move since 23/03/2020 66% 
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Health Care 

Composition of the sector 

The sector is largely composed of pharmaceutical and biotech, and healthcare equipment and 
services companies, across a diversified range of applications, markets and therapeutic areas. 
Companies are defined largely by the highly innovative nature of their technology, including 
drug development platforms, medical devices and diagnostics, and tend to be characterised by 
specialised, differentiated product or service offering. 

Performance of sector during COVID-19 

The sector suffered a dip alongside the market during March but remained fairly defensive with 
a less marked downturn than the overall market. Companies that remained more resilient 
included those developing diagnostic or therapeutic solutions to COVID-19 with very marked 
outperformance in some cases. Others that fared less well are affected by the de-prioritisation 
of certain healthcare segments, or delays in conducting clinical trials in light of the pandemic. 

Resilient attributes of the sector 

Clearly the long term overriding themes include catering for needs of an ageing global 
population, combined with great steps forward in innovation and capacity to treat or prevent 
disease, which are likely to be readjusted once the pandemic has abated. The extraordinarily 
agile responses of certain companies highlight the inherent value of the sector, the need for 
greater future preparedness and investment in the sector as a whole.  

 

 

MAIN REVENUE SOURCES
• Royalty and licence fee income
• Product revenue and R&D income
• Core products in FY19, (£9.3m revenue):

Vitamin-D £4.3m, NT-proBNP (heart failure
marker) £1.3m, testosterone, £0.8m and
thyroid £0.6m reagents

DRIVERS OF RESILIENCE
• Large market and steady growth of IVD testing

drives demand, while clients are relatively
slow to adopt new technology, creating
stickiness

• The antibody development and validation
timescale is lengthy and creates high barriers
to entry

• High quality and superior performance of
product versus comparators

EXAMPLE CLIENTS

Bioventix
Bioventix develops and manufactures high performance
sheep monoclonal antibodies (SMAs), sold to major
multinational diagnostic companies as reagents for a wide
variety of different types of diagnostic health tests.

KEY DATA
Ticker BVXP.L
Market Cap £219m
Index/market AIM
Price move since 23/03/2020 58% 
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MAIN REVENUE SOURCES
Last reported FY20
• High Usage Programme licenses, disposables,

service contracts (recurring revenue)* 75%
• Capital equipment (includes monitors) 24%

* Of which SaaS licenses 30%

DRIVERS OF RESILIENCE
• Large and growing global market
• Differentiated SaaS model drives down cost

and improves client retention
• Steady growth in global installed base with

286 monitors at Jan 2020, since launch of SaaS
model in July 2017

• 156 HUP use monitors installed across 15 US
hospital accounts

• FY20 HUP revenues up 101% to £1.9m (FY19:
£0.9m)

CLIENTS
Over 50% of revenues generated outside UK in
FY20; hospitals form primary client base

LiDCO

LiDCO's hemodynamic monitoring is used during high risk
surgery and to guide treatment for critically ill patients. In
2017 LiDCO began transitioning to a SaaS business model

called HUP.

KEY DATA
Ticker LID.L
Market Cap £18m
Index/market AIM
Price move since 23/03/2020 4% 

MAIN REVENUE SOURCES
• Medical device decontamination sales c. 80%

of sales to Feb 20
• Non UK sales 60% / UK 40%

DRIVERS OF RESILIENCE
• Surface disinfection products effective against

coronaviruses. Demand materially boosted
during COVID-19

• Medical device disinfection demand reduced
along with non-COVID procedures; however,
Tristel is well positioned for recovery as it is the
sole supplier of manually applied Chlorine
Dioxide high level disinfectant (HLD)

EXAMPLE CLIENTS
• Chiefly in healthcare settings including UK and

international hospital markets
• Via direct operations in New Zealand, Australia,

Hong Kong, China, Russia and Europe
• Through distributors in Europe, Middle and Far

East

Tristel
Tristel Plc develops and manufactures essential infection
prevention and contamination control products based on
its proprietary technologies, primarily for use in
healthcare settings.

KEY DATA
Ticker TSTL.L
Market Cap £210m
Index/market AIM
Price move since 23/03/2020 1% 
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Support Services 

Composition of the sector 

The sector is an eclectic mix of business services providers, ranging from financial services and 
recruitment companies to cleaning and security providers. The investment characteristics may 
be grouped according to the economic cycle, so the sector incorporates early cycle recruitment 
companies, like Hays, as well as defensive, non-cyclical food packaging and consumables 
distributers, like Bunzl.  

Performance of sector during COVID-19 

From its 2020 pre-COVID-19 peak in February, the sector fell by c.40% to its low on 23 March, 
before rallying by over 50% to the current levels, which remain somewhat below the high for 
the year (achieved pre-COVID).  The more defensive shares in the sector have led the rally as 
investors have accepted the genuinely-resilient nature of some revenue streams. 

Resilient attributes of the sector 

Much of the sector relies on outsourced central and local government contracts, and even after 
the lockdown measures end, government spending is expected to rise. Some companies 
operate in the defensive, non-cyclical activities and these are unlikely to be adversely affected. 
A few companies, at the smaller end of the market, are supplying essential services and even 
personal protective equipment.    

 

 

MAIN REVENUE SOURCES
• Environmental remediation 67%
• Graphene-based textiles 32%
• Other graphene products 1%

DRIVERS OF RESILIENCE
• Environmental remediation is a strict legal

requirement of operating oil production
facilities. The Setcar acquisition underpins
future cash flows.

• The company continues to develop a diverse
range new applications for graphene, including
road surfacing and golf balls.

• PPE applications of graphene are beginning to
come to market.

EXAMPLE CLIENTS

Directa Plus
Directa Plus is a leading European manufacturer and
supplier of graphene and related products. It recently
acquired 51% of a Romanian environmental remediation
business using its proprietary water purification technology.

KEY DATA
Ticker DCTA.L
Market Cap £46m
Index/market AIM
Price move since 23/03/2020 57% 
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MAIN REVENUE SOURCES
• Records management (storage) 49%                                   
• Other record management services 26%
• Relocation 17%
• IT and Technology 8%

DRIVERS OF RESILIENCE
• Diverse public & private sector blue chip

customer base. High exposure to health
organisations such as the NHS

• Records management, the largest division, has
significant recurring revenue streams

• Records storage is an essential requirement for
many professions

• Strong cash generation, very low exceptional
costs and consistent net debt reduction; 50%
of revenue unaffected by COVID-19

EXAMPLE CLIENTS

Restore
Restore provides a range of document management
services including storage, scanning and shredding. In
addition it has an IT, commercial and workplace relocation
division.

KEY DATA
Ticker RST.L
Market Cap £459m
Index/market AIM
Price move since 23/03/2020 - 3% 

• >85% FTSE 100 companies
• >85% UK top 50 accountancy companies
• >95% UK top 100 legal practises
• >80% of UK National Health Trusts
• >65% of local authorities in England, Scotland 

and Wales

MAIN REVENUE SOURCES
• d2w additives (oxo-biodegradable): 88%
• d2p additives (protection against viruses, micro-

organisms and other nuisances): 12%                                                 

DRIVERS OF RESILIENCE
• d2w additives are a legal requirement in many

types of plastic packaging in the Middle East
and Asia.

• The d2w brand has been adopted on the
packaging of the world’s largest bakery
company.

• d2p products will receive a large COVID-19
boost through sales of PPE

EXAMPLE CLIENTS

Symphony Environmental
Technologies  

Manufactures and supplies a range of additives that make
plastic degradable in the open environment and provides
protection against viruses and micro-organisms

KEY DATA
Ticker SYM.L
Market Cap £46m
Index/market AIM etc
Price move since 23/03/2020 112% 
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Technology 

Composition of the sector 

The sector is split into hardware, software and IT services; with many businesses’ revenue 
models including an element of at least two of these three.  Technology businesses tend to 
have high margins, based on good levels of intellectual property and relatively low cost of sales.  
Many Technology markets remain in their infancy, so technology businesses are valued around 
growth expectations and investors’ views of long-term performance.   

Performance of sector during COVID-19 

Much of the initial downturn in the tech sector was simply a reaction to the obvious demand 
concerns.  The sector’s strong recovery has been driven by a number of stocks not only resilient 
(see below) but positively benefiting from the shift in working patterns and the “work from 
home” dynamic, which drives demand for tech-enabled telephony, security and remote 
meeting solutions, all of which have performed very strongly since the March lows.   

Resilient attributes of the sector 

Software-as-a-Service (SaaS) is often billed monthly, on a “per-user” basis (like a Netflix or Sky 
subscription); this type of revenue is generally highly reliable and, although slow to grow (as it 
replaces a larger one-off licence) should help the sector’s constituents demonstrate strong 
levels of resilience where SaaS is in use.  In other areas, resilient end-market demand (or 
structural growth dynamics) should also provide a degree of defensiveness to the sector.  

 

 

MAIN REVENUE SOURCES
• Subscription fees 77%
• Licence fees 18%
• Data fees 5%

DRIVERS OF RESILIENCE
• Subscription pricing model is predictable for

Aquis and attractive for the customer or
counterpart who enjoys fixed fees within
volume bands and a monthly maximum

• COVID-19 arguably increases the need for
companies to raise capital

• Strong track record of exchange reliability,
innovation and improving liquidity

SECURITIES TRADED ON AQSE

Aquis Exchange
Aquis runs a number of stock/ETF trading platforms across
14 European markets, including the recently acquired Aquis
Stock Exchange (previously NEX/Plus Markets). Revenue is
listing fees, technology sales and market data.

KEY DATA
Ticker AQX.L
Market Cap £99m
Index/market AIM
Price move since 23/03/2020 4% 
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MAIN REVENUE SOURCES

• Existing customers (90+) >70%
• New business <30%

Software 48% / Services 42%* / Other 10%
*Includes implementation, maintenance and managed services

DRIVERS OF RESILIENCE
• Billing and CRM is core for telcos, whose

services are clearly critical for supporting
remote interaction for businesses,
communities and public services.

• Cerillion benefits from over 70% of sales
coming from existing customers (90+ clients)
spread across all major global geographies.
New clients tend to be larger, with increased
demand for managed services.

• Back order book up 57% to a record £24.2m.

EXAMPLE CLIENTS

Cerillion
Cerillion provides mission-critical software for telecoms
billing, charging and customer relationship management,
with a 20-year track record in providing comprehensive
revenue and customer management solutions.

KEY DATA
Ticker CER.L
Market Cap £87m
Index/market AIM
Price move since 23/03/2020 71% 

MAIN REVENUE SOURCES
• Recurring revenues 72%
• Implementation fees 28%

(AIR omni-channel platform 96% of sales - with just
0.3% customer churn)

DRIVERS OF RESILIENCE
• AIR revenues are recurring licence or

transaction-driven (albeit banded) so should
track consumer retail activity over time;
implementation work more likely at risk

• Main customers sell staple goods and/or have
a material online presence – active in the race
to digital progression. Eagle Eye is mainly
exposed to “resilient” segments of retail

• COVID-19 has driven a major push for better
omni-channel engagement with consumers

EXAMPLE CLIENTS

Eagle Eye
Eagle Eye has a world-leading platform for digital
promotion and reward management (AIR), allowing retailer
groups to engage effectively with consumers. UK/Canada
success has extended to USA and Australasia

KEY DATA
Ticker EYE.L
Market Cap £66m
Index/market AIM
Price move since 23/03/2020 100% 
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MAIN REVENUE SOURCES

• Recurring Revenue 85%
• Other* 15%

* Largely Cristie Data, still mainly repeat business

DRIVERS OF RESILIENCE
• Mission-critical nature of IT platforms being

hosted and managed on behalf of enterprise
customer base

• No major revenue concentration by sector or
client

• Long-term opportunities within growth
markets around digital transformation

• Opportunities for further M&A potentially
around managed security or data assets

EXAMPLE CLIENTS

iomart
iomart provides managed hosting and Cloud Computing
resources to enterprise customers across all sectors, with
nine locations in the UK and Points of Presence in 25
countries globally.

KEY DATA
Ticker IOM.L
Market Cap £371m
Index/market AIM
Price move since 23/03/2020 29% 

MAIN REVENUE SOURCES

DRIVERS OF RESILIENCE
• IMImobile has blue chip clients across a wide

range of sectors, each client normally using
the products within multiple use cases
(customer service/logistics/marketing etc).

• Revenue depends on volume of
communication. Although this can vary,
IMImobile has a very high degree of repeat &
recurring business (c.90% of revenue in FY20)
due to their clients’ need to communicate with
their customers on a day to day basis.

EXAMPLE CLIENTS

IMImobile
IMImobile is a communications software provider whose
solutions enable enterprises to automate digital customer
communications and interactions (in both directions), to
improve user experience and reduce operating costs.

KEY DATA
Ticker IMO.L
Market Cap £334m
Index/market AIM
Price move since 23/03/2020 43% 

Telco 39% Public Sector 5%

Fin Services 14% Utilities 3%

Tech/Aggregator 7% Logistics 2%

Media/Agency 7% Gaming & Gambling 2%

Retail 6% Travel & Leisure 1%

SME 5% Other 9%
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MAIN REVENUE SOURCES

• Vicon 75% (largely repeat)
• Yotta 25% (largely recurring)

DRIVERS OF RESILIENCE
• Yotta has “less-obviously-exciting” customers

(mainly Public Sector infrastructure managers)
but sells essential services, largely on a SaaS
basis

• Vicon revenues c. 80% repeat business, and
exposed to some high growth markets across a
range of new verticals – video content,
computer games and Location Based Virtual
Reality (LBVR)

EXAMPLE CLIENTS

Oxford Metrics Group
OMG sells remote monitoring & sensing technology.
Vicon offers motion measurement devices/solutions to
customers of many types. Yotta sells infrastructure
management software (largely SaaS) to asset owners.

KEY DATA
Ticker OMG.L
Market Cap £111m
Index/market AIM
Price move since 23/03/2020 2% 

MAIN REVENUE SOURCES
• IoT Products 87%
• IoT Services (Cloud / Connectivity) 13%*

* IoT Services > 85% recurring revenue

DRIVERS OF RESILIENCE
• Telit’s customer base comprises an ecosystem

of several thousand product designers
spanning all geographies and hundreds of end-
market use cases

• The OneEdge product offers a bundled
hardware module, software platform and
mobile connectivity – a combination of
recurring revenue with low customer attrition

Telit
Telit provides customers with end-to-end IoT solutions. IoT
Products sells hardware connectivity modules; IoT Services
offers IoT Connectivity data, voice & SMS plans. The IoT
Platform allows device and connectivity management.

KEY DATA
Ticker TCM.L
Market Cap £186m
Revenue $383m (2019)
Index/market AIM
Price move since 23/03/2020 57% 
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To arrange a meeting with the management team, or for further information about Progressive, please contact: 
Emily Ritchie 
+44 (0) 20 7781 5311 
eritchie@progressive-research.com 

Disclaimers and Disclosures 

Copyright 2020 Progressive Equity Research Limited (“PERL”).  All rights reserved.  Progressive’s research may be commissioned by the 
subject company under contract and is freely available to the public and all institutional investors.  Progressive does not offer investors the 
ability to trade securities.  Our publications should not, therefore, be considered an inducement under MiFID II regulations.  PERL provides 
professional equity research services, and the companies researched may pay a fee in order for this research to be made available.  This 
report has been prepared and issued by PERL for publication in the United Kingdom only.  All information used in the publication of this 
report has been compiled from publicly available sources that are believed to be reliable; however, PERL does not guarantee the accuracy or 
completeness of this report.  Opinions contained in this report represent those of the research department of PERL at the time of publication, 
and any estimates are those of PERL and not of the companies concerned unless specifically sourced otherwise.  PERL is authorised and 
regulated by the Financial Conduct Authority (FCA) of the United Kingdom (registration number 697355). 

This document is provided for information purposes only, and is not a solicitation or inducement to buy, sell, subscribe, or underwrite 
securities or units.  Investors should seek advice from an Independent Financial Adviser or regulated stockbroker before making any 
investment decisions.  PERL does not make investment recommendations.  Any valuation given in a research note is the theoretical result of 
a study of a range of possible outcomes, and not a forecast of a likely share price.  PERL does not undertake to provide updates to any 
opinions or views expressed in this document. 

This document has not been approved for the purposes of Section 21(2) of the Financial Services & Markets Act 2000 of the United Kingdom.  
It has not been prepared in accordance with the legal requirements designed to promote the independence of investment research.  It is not 
subject to any prohibition on dealing ahead of the dissemination of investment research. 

PERL does not hold any positions in the securities mentioned in this report.  However, PERL’s directors, officers, employees and contractors 
may have a position in any or related securities mentioned in this report.  PERL or its affiliates may perform services or solicit business from 
any of the companies mentioned in this report either at the time of publication or in the future. 

The value of securities mentioned in this report can fall as well as rise and may be subject to large and sudden swings.  In addition, the level 
of marketability of the shares mentioned in this report may result in significant trading spreads and sometimes may lead to difficulties in 
opening and/or closing positions.  It may be difficult to obtain accurate information about the value of securities mentioned in this report.  
Past performance is not necessarily a guide to future performance. 

 

 

 

 


