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COMPANY DESCRIPTION 

RBG is a unique professional services group, 
with a diversified revenue base and 
commercially driven management team. 

www.rbgholdings.co.uk 
PERLPARA 

Diversified revenue stream … and high margin 
RBG is a unique provider and consolidator of high-margin professional 
services businesses.  Strong growth in FY21 and solid trading performance 
reported in July provides clear evidence that RBG’s strategy and commercial 
approach are delivering. The acquisition of Memery Crystal has added 
significant scale and breadth to RBG Legal Services (RBGLS), and we expect 
further selective M&A. Given RBG’s better business mix and high returns 
from contentious work, we see good support for margins. In our view, the 
current discount to peers is unjust given forecast growth, both organic and 
through bolt-ons. In addition, we believe the significant upside potential 
from contingent work and litigation finance, both in-house and third party 
(LionFish), is not reflected in the share price. 

▪ RBG operates a successful 'hybrid model’, including: RBGLS (Rosenblatt, 
a contentious litigation-focused law firm, and Memery Crystal, a specialist 
in non-contentious, corporate and real estate); Convex Capital, a high-
margin, cash-generative sell-side corporate finance boutique; and 
LionFish, a third-party litigation finance arm. This diversified group has 
improved revenue and profitability, producing industry-leading EBITDA 
margins with a medium-term target of 35-40% (FY21: 29% adjusted). 

▪ Strong entrepreneurial management instils a commercial focus to 
professional services businesses that have scope to improve profitability. 
Remuneration, with the recently announced incentive scheme, aligns 
management with shareholder interests. Equity participation is used to 
attract and retain talent as part of senor employees’ compensation 
structures, so share sales by staff should not be considered unusual. 

▪ RGBLS enjoys high margins and strong cash generation with superior 
returns from contentious work, (dispute resolution and litigation). The 
diversification into non-contentious, fixed-fee work with the acquisition 
of MC has caused a headwind to margin and KPIs. However, progress has 
been made in the first seven months with a legal services EBITDA margin 
of 27% in FY21, and we see good scope to return to the 35% achieved in 
FY20 (Rosenblatt only) compared with 18% for legal services peers. 

▪ Selective further M&A expected at the right value and deal structure, 
with a focus on high-margin specialist businesses that have cross-referral 
potential. The market remains highly fragmented with scope to buy and 
improve businesses, while also diversifying the revenue base.  

▪ Valuation. RBG sits at a discount of c.35% to its closest peers, with 
potential positive catalysts in the form of M&A and upside from 
contingent fees and litigation finance (in-house/ LionFish). The 5.6% 
(FY21) dividend yield exceeds peers, with potential for special dividends. 
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FYE DEC (£M) 2019 2020 2021 2022E 2023E 

Revenue 23.7 25.3 47.2 55.0 59.6 

Adj EBITDA 9.4 7.2 13.8 16.9 20.0 

Fully Adj PBT 7.6 4.8 10.1 12.3 15.7 

Fully Adj Dil EPS (p) 7.5 4.2 8.5 9.8 12.7 

EV/Sales (x) 4.1x 3.8x 2.1x 1.8x 1.6x 

EV/EBITDA (x) 10.3x 13.5x 7.0x 5.9x 5.0x 

PER (x) 11.6x 20.7x 10.2x 9.0x 7.0x 

Source: Company Information and Progressive Equity Research estimates. 

RBG HOLDINGS IS A RESEARCH CLIENT OF 
PROGRESSIVE 

ANALYSTS 
 

Tessa Starmer 

  
+44 (0) 20 7781 5303 

tstarmer@progressive-research.com 

 
  

 

 

http://www.progressive-research.com/
http://www.rbgholdings.co.uk/


 

19 July 2022 

 

 
2 

EXECUTIVE SUMMARY .......................................................... 3 

INVESTMENT CASE ............................................................... 4 

BACKGROUND AND HISTORY ................................................. 5 

RBG LEGAL SERVICES (69% REVENUE, FY21) ..................... 6 

Rosenblatt – the existing core brand ................................................. 6 

Memery Crystal – a transformative deal ............................................ 8 

CONVEX CAPITAL (20% REVENUE, FY21) ............................. 9 

LIONFISH LITIGATION FINANCE (11% REVENUE, FY21) ........ 10 

LEGAL SERVICES MARKET BACKDROP ................................. 11 

REMUNERATION – EARLY RESPONDER ................................. 11 

RBG HAS CHALLENGED THE TRADITIONAL PARTNERSHIP 

MODEL.............................................................................. 12 

EIP ALIGNS MANAGEMENT AND SHAREHOLDERS ................... 13 

SELLING OF STAFF SHARES TO SATISFY INSTITUTIONAL 

DEMAND ........................................................................... 13 

FINANCIALS ...................................................................... 14 

Key Performance Indicators (KPIs) ................................................. 14 

Profit & loss account ....................................................................... 15 

Cash flow and balance sheet .......................................................... 17 

FORECASTS ...................................................................... 18 

VALUATION AND CONCLUSION ............................................. 20 

RISKS............................................................................... 21 

MANAGEMENT ................................................................... 24 

 

 

 

 

 

 

 



 

19 July 2022 

 

 
3 

Executive Summary 

Commercially run legal services business 

RBG is a unique professional services group, with a diversified revenue base and commercially 
driven management team. The RBG Legal Services business (RBGLS) includes strong mid-tier 
brands Rosenblatt, one of the UK’s leading litigation practices, and Memery Crystal (MC), a 
specialist international law firm acquired in 2021. This latter deal has been transformational in 
terms of scale and has also shifted the revenue split between contentious (Rosenblatt) and 
non-contentious (MC) work. 

The MC acquisition led to an initial headwind to margins and other KPIs as non-contentious law 
tends to be less profitable due to the fixed fee structures, but the first year of integration has 
already improved a number of key metrics.  Despite the acquisition-related shift, RBGLS’ KPIs 
remain attractive when compared with the broader sector, and are yet to fully benefit from the 
integration and post-acquisition improvement process.  
 
The adjusted EBITDA margin for the RBGLS legal services division, including the dilutive impact 
of MC, was 27% in FY21 versus its peer group on c.20%. Historically Rosenblatt margins were 
35% and we see good scope for the combined entity to trend towards this level over time, with 
30% achieved as at June 2022. The overall group adjusted EBITDA margin is currently 29.2%, 
(FY20: 28.6%), reflecting the contribution from the higher-margin divisions.  

Growth investment in professional services 

Convex Capital, a specialist sell-side corporate finance boutique, was acquired in 2019. This 
business has benefitted from a post-Covid recovery, with robust activity levels from private 
transactions continuing into FY22E. It completed 14 transactions in the year, generating 
revenue of £9.4m against just £1.6m in FY20. The business is highly profitable and cash 
generative, with an EBITDA margin of 50%. It accounts for 20% of group revenue and EBITDA. 
 

We believe RBG has good growth opportunities from both its current portfolio and further 
selective M&A, coupled with expected margin improvement.  The in-house contingent work 
offers upside potential to estimates, with a total contingent WIP of £11.3m in 13 litigation 
investments as at the year-end.  
 
LionFish, the third-party litigation finance arm launched in 2020, remains in its infancy with just 
one settlement so far, albeit one that generated the anticipated 2x initial investment. LionFish 
could also provide significant upside to estimates, with a commitment of £10.5m if funded 
through to trial in 2-3 years 

Financials  

RBG reported strong FY21 results, with revenue (including litigation asset gains) up 86.7% to 
£47.2m and adjusted EBITDA up 91% to £13.8m, (29.2% margin). Growth was driven by the 
acquisition of MC and organic revenue growth of 19.6% reflecting the exceptional year for 
Convex Capital. LionFish also had a good year and the well-negotiated £20m finance 
arrangement provides access to capital to drive medium-term profit growth.   
 
RBG has entered FY22 with excellent momentum (despite economic uncertainty) and is well on 
track to deliver on its ‘buy and improve’ strategy. The recent pre-close update in July confirmed 
that the solid trading performance has continued, with the group on track to meet full-year 
expectations.  We forecast mid-single-digit organic growth, with a full year of MC driving sales 
growth of 16.4% to c.£55m. We expect incremental margin progression as cost benefits are 
realised towards management’s 35%-40% medium-term target.  

RBG is an established legal 
services provider, particularly 
in contentious law 
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Valuation attractive as growth investment pays off 

Management has pursued a clear strategy since the 2018 flotation to build a professional 
services group of complementary, specialist, high-margin businesses that are experts in their 
respective fields.  
 
RBG has an efficient management structure under which businesses remain autonomous with 
motivated, quality people. The new incentive schemes, introduced in June 2022, increase 
alignment between management and shareholders.  
 
RGB‘s valuation sits at a discount of around 35% against our peer comparator group. We view 
a FY22E P/E of c.8.4 as attractive for a diverse, high-margin professional services business. 
 

Investment case 

High-margin professional services group – diversified business model 

▪ Two-pronged approach to growth. First, to build a high margin professional services group 
and diversify revenue. Second, to increase the scale and offering within legal services, 
looking for complementary, high-margin specialists, with scope for improvement. 

▪ Clear plan to deploy IPO proceeds successfully executed. Management has invested to 
grow the wider commercial opportunity for the legal services business. This has included 
selective M&A, including the transformational acquisition of Memery Crystal and investing 
in its own litigation cases, leading to higher returns. 

▪ Business model positioned for growth. The group has been built around commercialising 
professional and legal services, with a focus on high-margin specialist businesses with cross-
referral scope. The strategy is delivering long-term sustainable growth and value, with 
strong cash generation. The group is paying 5.6% dividend yield (FY21) and has a target of 
up to 60% retained earnings, as part of its internal shareholder income. 

▪ Diverse revenue should support earnings resilience. The Board’s commercial experience 
has been leveraged to build, improve and diversify the group, creating a platform for further 
growth. While corporate transaction volumes may moderate, the diversity of the revenue 
base should support earnings resilience. 

▪ M&A. Selective further M&A is expected to increase the scale of the group and broaden 
activities. Professional services remains a highly fragmented market. With over 10,000 law 
firms in the UK, we expect further consolidation with opportunities to ‘buy and improve’. 

▪ Proven track record and reputation. Rosenblatt was established in 1989 and has grown to 
be one of the UK’s leading litigation practices. Likewise, Memery Crystal, founded in 1978, 
and Convex Capital, founded in 2010, have strong track records and brands. 

▪ Early responder to the changing dynamics of the legal profession. Management has 
challenged the traditional structure of law firms in the UK. The rigid, high fixed cost structure 
of many law firms limits margins, whereas RBGLS operates a scalable business model with 
a flexible cost base. Staff are highly motivated, with a further incentive structure for staff 
announced in June 2022 that is aligned with the success of the business. 

▪ Experienced and entrepreneurial management team. RBG Holdings is run by a 
professional, experienced and specialist management team, which sets the group apart 
from many of its competitors. Many law firms continue to be managed by partners who 
often have little or no commercial experience. 

▪ High success rates from alternative billing arrangements (ABAs). This generates 
incremental margins on a successful case outcome, with an historic 86% success rate in 
Rosenblatt over the past 10 years.  
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Background and history 

London-based RBG Holdings plc, formerly known as Rosenblatt Group Plc, was incorporated as 
a new holding company in February 2018 to acquire Rosenblatt, one of the UK’s leading 
litigation practices focused on contentious law and dispute resolution. Entrepreneur Nicky 
Foulston became CEO of Rosenblatt in 2016, pursuing the opportunity to create a unique 
commercially run professional services group which then listed on AIM in May 2018. The group 
changed its name to RBG Holdings Plc in 2019 to reflect its increasingly diverse nature. The 
group has embarked on a selective M&A strategy focusing on high-margin professional services 
companies to reduce reliance on any single income driver. 

The group comprises three separate businesses:  

• RBG Legal Services (RBGLS), accounts for 69% of group revenue, which we forecast to 
increase to 79% in FY22 and 66% of EBITDA. It includes strong mid-tier brands 
Rosenblatt (owned since inception) and Memery Crystal, acquired in 2021.  

• Convex Capital Ltd, a specialist sell-side corporate finance boutique, acquired in 2019, 
20% of revenue and 20% of EBITDA in FY21.   

• LionFish Litigation Finance (90% holding), launched in 2020, 11% of revenue FY21.  

The acquisition of Memery Crystal (MC), a UK-based specialist international law firm, was 
transformational for the group, almost doubling revenues in FY21 vs FY20, with a full year 
contribution in FY22. MC is focused on transaction services and non-contentious law, which 
was an excellent fit with Rosenblatt, now under the RGBLS umbrella.  

 
Overview of RBG – as of April 2022  

   

Source: RBG 
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RBG Legal Services (69% revenue, FY21) 

Rosenblatt – the existing core brand            

Litigation specialists – contentious cases  

Rosenblatt (RBL) is one of the UK’s leading dispute resolution practices, with a high success rate 
for contingent cases of 86% over the past 10 years. It has an increasing reputation for dealing 
with large, complex commercial cases. Its client base is broad, including a number of 
longstanding relationships with high-net-worth individuals, owner managed and 
entrepreneurial clients that generate recurring work. It has one of the highest EBITDA margins 
in the industry at 35% in FY20 (when the division was Rosenblatt only), versus the sector 
average of 20%.  This figure has been diluted deliberately by MC, which has diversified the legal 
services division, and was 27% overall for RBGLS in FY21 and 30% as at the end of June 2022. 
Given the firm's focus on high-value litigation and commercial management, it continues to 
have high revenue per fee earner of £426k in FY20 (Rosenblatt only), well in excess of the 
industry average of c.£250k, and now stands at £347k for the combined RBGLS in FY21. 
 
Both Rosenblatt and Memery Crystal have retained their brand identities but have been 
transferred into one legal entity, RBGLS, effective from 1 September 2021. Staff have been 
divided between the two with a clear split between contentious work (now all within 
Rosenblatt, 35% of RBGLS revenue) and non-contentious (now all within MC, 65% of RBGLS 
revenue).  The integration is almost complete, with the migration onto a single support 
platform due to complete in Q4 22. Management sees good opportunities to bolt on other 
complementary, specialist legal brands at the right value and deal structure. 
 
Rosenblatt operates a highly flexible ‘hourglass structure’ that incentivises employees through 
equity participation and career progression versus the traditional rigid equity partner route. 
This offers good flexibility with legal expertise contracted in on a temporary basis as resourcing, 
caseload and specialisms require. 
 

Flexible hourglass structure 

 

Source: RBG 
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Contingent fee arrangements – and high margins 

RBL has a high percentage of fee-paying work that funds its contingent work, where revenue is 
recognised when the result of the case is known. This is through alternative billing 
arrangements (ABAs) and direct billing arrangements (DBAs), which generate incremental 
margins on a successful case outcome. This offers profitable upside to revenue projections, 
with 13 such cases currently ‘live’ and contingent WIP of £11.3m as at the year-end. Litigation 
finance continues to be managed to control exposure for its own client matters  
 
However, with the launch of Lionfish, it funds other solicitors’ matters through this business 
(discussed below). 
 
For now, it is worth noting that RBG’s exposure to these high-margin contentious cases (and 
the contingent fee arrangements that often accompany them) is through TWO mechanisms: 
the ‘own client matter’ work through RB within RBGLS and, separately, through the funding 
of other solicitors’ cases via LionFish, as described below.  
 
 

In-house and third-party litigation finance 

 

Source: RBG 
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Memery Crystal – a transformative deal                               

Corporate and real estate transactions - non-contentious work 

Memery Crystal (MC), a London-based mid-market specialist law firm with an international 
presence, was acquired for £30m in April 2021. It services a broad range of clients from 
multinational companies and financial institutions to individual entrepreneurs. MC’s focus on 
transaction services with a strong non-contentious offering is a complementary fit with RB’s 
already strong contentious and dispute resolution expertise. This complementarity also 
supports a high level of cross-selling.  
 
The combined business (RB and MC) has a good revenue balance with 35% Corporate, 29% Real 
Estate and 36% Dispute Resolution overall.  The Dispute Resolution business was 70% of 
revenue prior to the MC acquisition.  
 
 

Legal Services Divisional Split of Business 

 

Source: RBG 

 
The MC deal has transformed RBGLS in terms of scale, taking revenue from £22m in FY20 to 
£32.6m in FY21 (seven months of MC). RBGLS now accounts for 69% of group revenue, with an 
adjusted EBITDA margin of 27.0%; we expect this to be 79% and 30.1% in FY22 with a full year 
of MC ownership and integration.  
 
Historically, due to its focus on higher-volume, lower-value work, MC has delivered a lower 
revenue per fee earner (£242k vs £426k for RB in FY20) and lower EBITDA margins (15% vs 35% 
for RBL).  While dilutive short term to KPIs, improvement is already evident in FY21 and the 
combined entity remains attractive versus the sector. 
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Convex Capital (20% revenue, FY21) 

In September 2019, RBG acquired Convex Capital Limited (Convex), a specialist sell-side M&A 
corporate finance boutique based in Manchester, for £22m (however, due to Covid it failed to 
achieve its £6.6m earn-out, so £15.4m was actually paid). This business proactively targets firms 
across Europe that it believes represent attractive acquisition opportunities, mainly for large 
corporates. It has an excellent track record with over £2bn of M&A transactions completed 
since inception in 2012, consistently delivering good valuations and multiples.  

Given its strong margins, despite representing only 20% of group revenue, Convex accounts for 
20% of EBITDA and is highly cash-generative. 

Convex has benefitted from strong corporate M&A activity in FY21, completing 14 deals. It has 
a current pipeline of 20 deals ranging from £10m to £500m, with the deal size slowly trending 
upwards. Good momentum has continued into FY22E, with five deals completed at the time of 
the trading update in July, generating revenue of £4.2m.  
 
 

Pipeline by deal size 

 

Source: RBG 

Convex differs from competitors in that it is active rather than reactive and is heavily invested 
in data analytics. The business originates off-market deals by using stock and debtor 
information, specifically engaging with target vendors before they have decided to sell. 
Competitors are the Big Four accountancy firms and boutique corporate finance houses. Fees 
tend to be higher than the industry average as Convex is not reliant on referrals, with an 
average fee value of £750k (3.3% of deal value) versus the industry average of £300-£350k. 
Fees are 100% contingent on success, so objectives are completely aligned with the client. 

In terms of fit with the rest of the group, Convex provides a high level of cross-referrals for 
RBGLS. The cash-generative business model also complements the rest of the group, supporting 
the M&A strategy and litigation investment. 

  



 

19 July 2022 

 

 
10 

LionFish Litigation Finance (11% revenue, FY21) 

RBG also provides litigation finance in selected third-party cases for a significant return on the 
outcome of those cases through a 90%-owned business, LionFish Litigation Finance Ltd, 
launched in 2020.  

Since its inception, LionFish has invested in 11 litigation case assets, with £10.5m committed. 
Risk management is key and LionFish is highly selective, with a rejection rate of 87%. It is 
focused on smaller (£3m to £50m) claims, which are uneconomical for larger players. LionFish 
charges on total deployment, therefore if a case settles halfway through it will be paid as if it 
has drawn down the full commitment. The average investment duration is two years. 

 

Lionfish opportunity                                                                          Risk return profile over time 

  

Source: RBG; Progressive Equity Research  

 

Pricing is on committed capital and time, not the claim value. This is better aligned with the risk 
profile of litigation. LionFish has recorded its first successful investment, generating the 
expected 2x return. LionFish also successfully realised litigation asset sales in five cases, with 
proceeds totalling £3.1m (FY20: £2.6m) by selling-on a proportion of its participation rights. 

Off-balance sheet investment arrangement 

In February 2022, LionFish announced a new off-balance sheet investment arrangement with a 
large alternative investment firm. This gives access to an additional £20m. The investment 
company will invest up to 75% in each investment, across the portfolio over a two-year period. 
LionFish will be entitled to receive a significant share of the returns after a high-single-digit 
return hurdle has been met, therefore providing significant additional potential upside beyond 
its own investment. 

RBG will now look to generate income from LionFish’s settlements and new investments, and 
will not look to sell participation rights unless the case is above £2m. This division remains a 
‘proof of concept’. However, the upside potential is great. If Lionfish successfully achieves at 
least a 2x return on current committed capital of £10.5m, this would be a return of £21m over 
the next couple of years, given the average investment duration is expected to be two years. In 
reality, not all deals are likely to succeed, but its historical 86% success rate from in house 
contingent work within Roseblatt provides a good guide. We expect significantly increased 
committed capital over the medium term, given the financing deal. In short, there appears to 
be huge value potential from this business. 
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Legal Services market backdrop 

The UK legal services market was estimated to be worth £41bn in 2021, following a rebound 
from depressed levels in 2020, according to the UK Legal Survey 2022. This was driven by 
growth in corporate law, which is estimated to account for c.50% of the market. Growth in UK 
legal services of 7%-8% is expected in FY22, driven by corporate work.  

Quoted law firm Knights Plc issued a profit warning in March 2022. Knights said staff illness had 
resulted in the business not benefitting from a quick return to the office, and that a softening 
in business confidence has caused a slowdown in corporate work. However, it should also be 
noted that Knights still expects organic growth of around 5% for the current year (to the end of 
April 2023), with margins rebuilding to historical levels ‘over time’. 

We understand that corporate activity is moving to more normalised levels from an extremely 
active period caused by pent-up demand during Covid lockdowns. Absences due to Covid 
peaked around Christmas but have returned to more manageable levels. However, expected 
wage inflation has impacted costs across the sector. 

RBG shares have also been hit by these concerns. However, we believe that these sector-wide 
fears have been overdone, with limited read-across to RBG. RBG management has alluded to 
low-single-digit organic growth, and its cost structure and incentive model also offers some 
protection from wage inflation.  

Legal Services peer group 

  Market cap EV/EBITDA (x) EV/Sales (x) PER (x) Sales growth 

  £m CY1E CY2E CY1E CY2E CY1E CY2E CY1E CY2E 

RBG Holdings PLC 84 6.7 6.0 2.0 1.9 8.4 7.8 21.3% 7.0% 

DWF Group PLC 322 6.9 6.2 1.3 1.2 9.0 8.2 6.1% 6.4% 

INCE Group PLC 13 2.2 1.8 0.4 0.3 1.9 1.3 10.2% 9.6% 

Gateley Holdings PLC 244 9.2 8.3 1.7 1.6 12.7 12.0 16.0% 10.3% 

Keystone Law Group PLC 170 17.5 16.0 2.2 2.0 24.9 23.8 6.4% 9.7% 

Knights Group Holdings PLC 98 5.6 4.9 1.2 1.1 6.1 5.5 18.4% 9.8% 
 

Priced as at 15 July 2022. Source: Eikon, Progressive Equity Research  

 

 
Remuneration – early responder  

Management has an approach to equity participation that closely aligns senior staff 
remuneration with equity participation as part of their overall compensation package. Fee 
earners are rewarded through a combination of basic salary, annual bonus opportunity and 
dividends on their shares, with capital appreciation acting as a share of capital growth akin to 
a profit share in a law firm. This creates a culture of collaborative working and a commitment 
to cost control. The rigid, high-fixed-cost structure of many traditional law firms limits margins, 
whereas RBGLS operates a scalable business model with a flexible cost base and highly 
motivated staff. In traditional law firms, bonuses are often awarded on how much a fee-earner 
bills, which tends to direct focus on revenue growth, rather than a more commercially minded 
approach ensuring work is profitable. We believe that this is a key differentiator for RBG, and 
the group’s industry-leading KPIs provide clear evidence that this strategy is delivering.   
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RBG has challenged the traditional partnership model 

New entrants are increasingly rejecting the traditional partner track, which sees very few reach 
the top of the profession.  Fee earners are also recognising the potential to earn at least the 
same, if not more, through holding equity long term, rather than a pure profit share in less 
commercial firms where lower margins mean lower profit to share. Equity participation also 
means that senior partners can retire, making way for new talent, with dividends providing a 
future income, and junior team members can rise up through the business. We view the 
proactive liquidation of partner equity that has replaced profit share as a key part of making 
professional services work in a listed entity, providing it is closely managed and addressed. 
 

Flexible hourglass structure – allows equity participation 

 

Source: RBG 

Since RBG floated in 2018, management has used equity participation to part finance 
acquisitions with long-term lock-ins. Rosenblatt was acquired by the holding company in 2018, 
with many existing employees granted equity in the business, so the financial benefits of this 
structure have been successfully demonstrated. The same approach has been deployed with 
Convex Capital, the launch of LionFish and more recently with the acquisition of Memery 
Crystal, with potential for employees to significantly increase earnings through a combination 
of basic salary, dividends and, at the right exit point, hopefully capital appreciation.  

Employees will naturally, from time to time, sell shares.  Investors should therefore be 
prepared to occasionally see these share disposals, which do not represent a lack of 
confidence by employees nor a material overhang – simply the proper functioning of an 
efficient and employee-attractive compensation mechanism. Given that share sales form 
part of compensation, this is very different to normal PLC management share disposals. 

We understand that the recent 2.5% sales of staff shares to satisfy institutional demand (see 
below) was a challenge to facilitate, given that fee earners tend to hold equity long term. The 
Board has a strict management plan in place that involves engaging with fee earners to discuss 
and understand exit requirements on a rolling basis. 

 

 

 



 

19 July 2022 

 

 
13 

EIP aligns management and shareholders 

At the time of the 2021 results, management announced the introduction of a new Executive 
Incentive Plan (EIP), granting an award of EIP options that will convert into new ordinary shares, 
along with Growth Share Schemes (Nil Paid options) for RBGLS and Convex. 
 
The EIP will replace the group’s existing senior executive bonus scheme. The Growth Share 
Schemes will replace the existing Convex Capital flexible commission scheme introduced in 
2021, and create a growth share scheme for RBGLS. These are designed to offer additional 
incentive to key employees to benefit in the ongoing success of the business as the value of the 
business grows. 
 
The EIP participants are CEO Nicky Foulston (50%), CFO Robert Parker (45%) and others, with 
the scheme covering a five-year period from January 2022 to the end of 2026. The CFO also 
received one million of nil-cost options, which vest subject to his continued employment with 
the group.  
 

EIP options can only be exercised provided a hurdle rate has been achieved. This is calculated 
as a 10% annualised growth in share price, based on the price at the start of the period (1 
January 2022) of 123p. The hurdle share price is therefore 198p by the end of the period, which 
is attractive for shareholders, in our view. 
 
Providing this hurdle has been achieved by the end of the performance period, participants will 
be entitled to receive in aggregate 8% of the value created above the threshold hurdle. The 
maximum aggregate award is capped 9.53m shares, with the CEO Nicky Foulston and CFO 
Robert Parker agreeing to forego an annual bonus or further incentives throughout the five-
year period.  
 

Selling of staff shares to satisfy institutional demand 

The group announced in early June that certain employees had sold two million ordinary shares 
at a price of 100p per share, representing 2.5% of total shares in issue. The sale was made in 
order to satisfy ‘new institutional demand’, expanding RBG’s institutional shareholder base and 
improving liquidity. 

Staff had been subject to lock-in agreements, preventing shares being sold before a specified 
date, following acquisitions of other businesses in recent years. Convex Capital employees had 
been locked in until September this year, and a lock-in for their remaining shares will stay in 
place for an extra four months, until January 2023. Memery Crystal partners (who are now 
employees of RBGLS) were subject to lock-in agreements that were due to expire in May 2023. 
The remaining stake held by these employees will be subject to a further 12-month lock-in 
agreement. 
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Financials 

Key Performance Indicators (KPIs) 

Key performance indicators (KPIs) are a set of quantifiable measurements used to gauge a 
company's overall long-term performance. The chart below shows strong revenue growth 
including gains from litigation assets up 87% in FY21 to £47.2m.  Although predominantly driven 
by the acquisition of MC, revenue also increased organically by 19.6% in the period to £26.8m 
(FY20 restated: £22.4m). 

This growth has flowed through to bottom line, with adjusted EBITDA up 90% to £13.8m in the 
period, representing a 29.2% EBITDA margin, similar to the previous period (2020 restated: 
£7.2m, 28.6%). This acts as a sense check to revenue growth, which if not managed well can 
adversely affect profitability.  

 

Revenue (£m) and adj EBITDA margin (%)                                       Adj PBT and adj EBITDA (£m) 

   

Source: RBG; Progressive Equity Research  

 

Commercial management is at the very heart of RBG. Looking at its performance against its 
peers in its core legal services division demonstrates that it outperforms on all metrics.  

Revenue per fee earner (RPFE) was £347k in FY21, down from £426k in FY20, due to acquisition. 
Income is now generated equally across all disciplines but still generate RPFE in the top-20 of 
all UK law firms. MC but still in the top-20 of all UK law firms. For the legal services business, 
lock-up days is a measure of the length of time it takes to convert work done into cash. It is 
calculated as the combined debtor and WIP days. Total lockup was 109 days (FY20: 99), 
compared to an industry average of 150 days. RBGLS utilisation was 84% (2020: 89%) versus 
the sector at 70%. The EBITDA margin was 27% in FY21 (35% in FY20 for Rosenblatt only), 
compared with 18% for its legal services peers. 
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Legal Services KPIs: Lock up, Utilisation, EBITDA margin           Revenue per fee earner versus Sector 

   

Source: RBG; Progressive Equity Research, The Lawyer UK 200, MHA Legal Benchmarking Report 2020  

 

Profit & loss account 

The group’s last reported full year performance was for 2021, so the analysis focuses on this 
reported year.  We will update our commentary with an additional note at the time of the H1 
results, likely to be reported in September. 

Revenue 

Group revenue grew 86% to £47.2m in FY21, up from £25.3m in FY20, and including seven 
months of MC. Organic revenue growth was 19.6% to £26.8m (FY20 restated: £22.4m), as 
Convex Capital and LionFish delivered ahead of FY20. Revenues are generated from three key 
areas, historically weighted to legal services: 

• Legal services – trading under the umbrella of RBGLS (with the two brands, Rosenblatt 
and Memery Crystal). Revenue for RBGLS, within professional services, is up 56.1% to 
£32.6m from £20.9m in FY20. 

• Litigation finance – sale of litigation assets by Rosenblatt and LionFish. Gains on 
litigation assets were £5.2m in FY21 vs £2.8m in FY20 (restated). LionFish delivered 
£4.1m of these gains versus £2.8m in FY20 (restated). 

• Other professional services – provision of sell-side M&A corporate finance services by 
Convex Capital. Convex performed strongly in FY21 with revenue of £9.4m and 14 
completed deals, against revenue of £1.6m and just two deals in FY20. 
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Revenues by division FY21 (£m)                                                           Revenue mix by geography FY21 (£m) 

   

Source: RBG 

 

Gross margins 

The gross margin in FY21 was 42.0% (FY20 restated: 41.5%). The legal services business has 
maintained consistently high margins. In FY21, the largely integrated RBGLS delivered a gross 
margin of 46.1% (FY20: 52.1%). 

As a professional services company, RBG’s largest cost is staff. Total staff numbers increased to 
223 from c.90 in FY21, increasing costs to £27.4m from £14.8m (including contractors at 
£3.0m), split £19.6m RBGLS, £4.8m Convex and £0.6m LionFish. 

Operating costs 

Total overheads for FY21 were £34.3m (before D&A) (FY20: £15.4m), including the staff costs 
above. Other operating costs were £6.9m (FY20: £0.6m, which includes a deduction of £2.6m 
for the deferred consideration release as Convex missed its earn-out due to Covid), including 
£0.9m of acquisition costs. Other costs include insurance of £1.5m (2020: £0.7m), which has 
doubled due to increasing PI, rates £0.7m (FY20: £0.3m) and training costs £0.6m (2020: 
£0.3m). The group is focused on IT to help improve its offering and margins, investing in Adnitor 
Limited, an IT consultancy, in FY21 to deliver cost-effective IT solutions 

EBITDA 

Growth flowed through to the bottom line, with headline EBITDA up 91%. Excluding £0.9m of 
acquisition costs, this gives an adjusted EBITDA of £13.8m (29.2%). The FY20 adjusted EBITDA 
was £7.2m, with a similar percentage at 28.6%, this excludes the one off write-back of £2.6m 
relating to the release of the Convex deferred earn-out.  

The acquisition of Memery Crystal has initially diluted the Group EBITDA margin but we see 
scope for it to eventually increase as the integration benefits fully flow through in FY22. Convex 
and Lionfish are significant contributors to EBITDA. 

Adjustments 

One of the key adjustments has been accounting for litigation sales under IFRS 9 in LionFish due 
to the difference between the ‘naked deal’ and the ‘insurance wrapped deal’, which pays back 
the seed investment and therefore doesn’t qualify as a sale 
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On the P&L, this decreased gains on litigation assets by £300k. The adjustments increased 
litigation assets by £274k, increased trade and other payables by £575k, reduced current tax 
liabilities by £57k and reduced equity by £244k. On the balance sheet FV treatment is close to 
cash with litigation fair value gains of £5.2m versus £4.2m of cash sales in FY21 

Dividend policy  

The group announced a 5p dividend for FY21 in January 2022, which was paid in February 2022 
(FY20: 3p). The Board has a progressive dividend policy, with a target of up to 60% of retained 
earnings, as part of its internal shareholder income. Depending on opportunities in litigation 
finance, if successful, the Board may also pay special dividends. Due to the unpredictable nature 
of this work, it is not possible to forecast when cash from a successful case will be received. 

 

Cash flow and balance sheet 

Balance sheet remains robust.  
 

RBG has a robust balance sheet. It raised £43m at the AIM listing in 2018 and has since used 
these funds to make the two large acquisition of Convex (£22m, with £15.4m actually paid due 
to the missed earn-out) and MC (£30m). The group ended FY21 with pre-IFRS 16 net debt of 
£14.2m, versus net cash of £3.5m in FY20. The change reflects the investment in Memery 
Crystal and the associated £10.0m term loan, which will be paid down over three years (£2m 
already repaid). The group has negotiated a £15.0m revolving credit facility, of which £10.0m 
has been drawn.  
 

We believe that the group has sufficient headroom to support long-term growth and continue 
funding dividends, litigation investments and bolt-on acquisitions, particularly given the £20m 
off-balance sheet litigation arrangement.  
 

Included within tangible assets is £15.9m (FY20: £5.8m) that relates to IFRS 16 right of use 
assets for the group’s leases. Within total intangible assets of £55.9m (FY20: £35.4m), £21.1m 
relates to current year acquisitions and have been attributed between goodwill, contracts and 
brand, of which Rosenblatt is £17.3m, Convex £15.8m and MC £18.8m. The litigation assets 
under IFRS 9 show FV close to cash, with £11.6m and cash of £11.4m. 
 

Working Capital 
 
Working capital management is strong, and lock-up has continued to be a key focus. Lock-up 
days at 31 December 2021 were 109 (FY20: 99), with debtor days being 59 (FY20: 47). This has 
increased as the business has become more balanced and driven by non-contentious 
transactions, which have longer payment terms. In Convex and LionFish, invoices are raised and 
cash is received at the point of deal completion.  

Trade debtors, less provision for impairment for FY21 were £9.6m (FY20: £3.4m) and contract 
assets were £6.0m, (FY20: £3.0m) reflecting the scale up of the business after the MC 
acquisition and the doubling in the size of RBGLS. 

Cashflow 

Cash conversion measures the group’s conversion of underlying PAT into FCF. For FY21 this was 
88% (FY20 restated: 125%), impacted by the MC acquisition and associated working capital. 
Movements in working capital have been adjusted for deferred consideration payments made 
to Memery Crystal in the current year and Convex in the prior year. Net cash generated from 

A strong balance sheet 
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operations includes £0.3m (2020: net cash outflow £3.7m) of net litigation investments. It 
generated £6.4m of FCF, which included a £0.3m increase in litigation assets. The net decrease 
in cash and cash equivalents of £8.8m is shown in the CF bridge below. 
 

Cashflow bridge  

 

Source: RBG 

 

Forecasts  

Looking to FY22E, we forecast mid-single-digit organic growth, with a full year of MC driving 
sales growth of 16.4% to c.£55m. We expect incremental margin progression as cost benefits 
are realised, and see scope for EBITDA margins to trend to management’s 35% target in the 
medium term.  We forecast £16.9m adjusted EBITDA and 9.8p adjusted EPS. Contingent case 
wins, litigation funding returns and further strong pipeline conversion at Convex provide upside 
risk to our estimates.  

Our figures for FY23E conservatively assume the group delivers c.8.4% revenue growth and 
incremental EBITDA margin progression through operating leverage and improved internal 
efficiency. Our forecast margin improvement is predicated on a shift to higher-margin 
professional services work (Convex margins are 50%) and benefits from the MC acquisition. The 
existing Rosenblatt business has one of the highest EBITDA margins in the industry at 35% in 
FY20 (Rosenblatt only), versus the sector average of circa 20%. This has been diluted by MC and 
was 27.0% for RBGLS in FY21. However, this is improving, with 30% achieved as at June 2022, 
and we forecast 30.1% in FY22 with a steady return to 35% over the medium term.  

Convex has achieved the necessary scale to build revenue and profitability while also providing 
good access to new clients. We believe that growth is likely to come in the form of steadily 
increasing deal size rather than a larger throughput of transactions. Given the strong margins 
and cash generation from Convex, we are comfortable with management’s desire to focus its 
overall growth strategy on the more capital intensive but greater return areas of litigation 
finance, dispute resolution and bolt-on complementary legal services brands that have scope 
for margin improvement. 

Within litigation finance, as historically returns have been through participation rights sales 
rather than settlements, forecasting the business is difficult. We have assumed LionFish 
generates £3m of sales in FY22, leaving upside risk should the group have a material return 
from funding a successful litigation case. We see scope for this to occur in FY23, or potentially 
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even the current year, with successful outcomes potentially funding special returns to 
shareholders. This would be a strong driver for the share price as we believe that the upside 
potential from this business is not priced in.  

With improved profitability and cash generation over the period, we are forecasting net debt 
of £16m, which provides headroom for further investment, with total facilities of £25m. 
Notwithstanding further acquisitions, net debt should continue to fall as acquisitions bed in, 
revenues build and margins move towards management’s medium-term objectives. 

 

Forecast revenue by division FY22E                                           Forecast EBITDA by division FY22E                

  

Source: RBG, Progressive Equity Research estimates 

 

Summary of key forecast measures, FY20-FY23E 

(YE 31 December) 2020 2021 2022E 2023E 

Revenue (£m) 25.3  47.2  55.0  59.6 

Growth (%) 6.4% 86.7% 16.4% 8.4% 

Adj EBITDA (£m) 7.2  13.8  16.9  20.0  

Adj EBITDA margin (%) 28.6% 29.2% 30.8% 33.5% 

Fully Adj PBT (£m) 4.8  10.1  12.3  15.7  

Growth (%) (37.7%) 111.7% 21.5% 28.1% 

Fully Adj Dil EPS (p) 4.2  8.5  9.8  12.7  

Growth (%) (44.0%) 102.3% 15.9% 29.0% 

Dividend per share (p) 5.0  5.0  6.0  6.5  

Net (Debt)/Cash (£m) 3.5  (14.4) (16.0) (12.8) 
 

Source: RBG, Progressive Equity Research estimates 
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Valuation and conclusion 

RBG has no direct quoted peers – there is no truly diversified legal and professional services 
listed company comparator.  We have therefore drawn together a basket of quoted legal 
services peers and also professional services players, with overlapping characteristics, against 
which to compare RBG’s valuation metrics.  

From the table of comparators below, RBG’s headline valuation metrics are 9.0x on a P/E basis 
and 5.9x in terms of EV/EBITDA multiple.  These represent discounts of 35% and 28%, 
respectively, relative to the peer group as shown, which we would suggest is an unduly high 
discount given the high-quality nature of the underlying business and the overall positioning as 
a diverse, high-margin professional services group.  It also seems that the market is clearly 
according very little or no valuation upside to LionFish. 

Valuation 

 

  Market cap EV/EBITDA (x) EV/Sales (x) PER (x) Sales growth 

  £m CY1E CY2E CY1E CY2E CY1E CY2E CY1E CY2E 

RBG Holdings PLC 84 5.9 5.0 1.8 1.7 9.0 7.0 21.3% 7.0% 

DWF Group PLC 322 6.9 6.2 1.3 1.2 9.0 8.2 6.1% 6.4% 

INCE Group PLC 13 2.2 1.8 0.4 0.3 1.9 1.3 10.2% 9.6% 

Gateley Holdings PLC 244 9.2 8.3 1.7 1.6 12.7 12.0 16.0% 10.3% 

Keystone Law Group PLC 170 17.5 16.0 2.2 2.0 24.9 23.8 6.4% 9.7% 

Knights Group Holdings PLC 98 5.6 4.9 1.2 1.1 6.1 5.5 18.4% 9.8% 

                

Begbies Traynor Group PLC 220 9.5 8.9 2.0 1.9 15.4 14.8 12.4% 5.1% 

Frp Advisory Group PLC 400 15.1 14.2 4.1 3.9 20.3 20.0 9.5% 4.9% 

K3 Capital Group PLC 186 8.5 7.3 2.6 2.2 12.2 11.3 24.8% 17.9% 

Marlowe PLC 758 12.2 10.6 2.2 2.0 17.1 15.8 43.2% 12.5% 

                

Unweighted average*   9.3 8.4 2.0 1.8 12.8 12.0 16.8% 9.3% 

Discount/ premium   -36.6% -40.5% -10% -5.6% -29.7% -41.7%     

Median*    8.9 7.8 2.0 1.9 12.4 11.7 16.0% 9.7% 

Discount/ premium   -33.7% -28.6% -10% -10.5% -27.4% -40.2%     
 

Priced as at 15 July 2022.  Source: Eikon, Progressive Equity Research  

 

Conclusion 

We believe that RBG is clearly an interesting investment opportunity, combining a number 
of attractive features for potential investors under the stewardship of a strong commercial 
management team with a proven track record. RBG is evolving into a diversified professional 
services group, with further scope for bolt-on deals in higher-margin areas and with ‘buy and 
improve’ potential. On top of this is a valuation that is at a significant discount to its peers, 
while we believe that the strong cash generation and diversified portfolio arguably would 
warrant a premium.  We await further news in terms of strategic development and 
operational delivery across the remainder of 2022 and beyond.    

Valuation upside as management 
and strategy deliver on growth 
and margins 

A unique business, with few 
similar listed peers 
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Risks 

Personnel  

The market for experienced employees remains competitive and the loss of or failure to recruit 
and retain such employees could impact on its ability to deliver professional services and 
financial performance. A failure to implement effective succession planning throughout the 
business could also adversely affect financial performance. Recruitment is led by its 
professional HR team and the talent management team, which includes senior members of the 
business. Remuneration arrangements include a range of benefits and are highly competitive. 
While it has a proven track record of attracting and retaining high-quality lawyers, the 
recruitment market for high-quality lawyers in particular is competitive.  

Professional liability and uninsured risks  

RBG provides professional services, predominantly legal and corporate finance advice, which is 
susceptible to potential liability from negligence, breach of client contract and other claims. As 
well as the risk of financial damage, such claims also carry reputational risk. The professional 
indemnity insurance held may not cover all potential claims, which could have a material 
adverse effect on financial performance. RBG is advised by market-leading insurance brokers 
and management believes that it holds comprehensive professional liability insurance. Any 
claims are defended strongly, with senior members of the business involved at all stages, and 
external advice is sought where appropriate.  

Market demand  

RBG operates in a number of sectors and geographies with demand for its services potentially 
affected by global, regional or national macroeconomic conditions, for example the ongoing 
situation in Ukraine and continued inflationary pressures. It operates in a competitive 
environment where other professional services Firms seek to deliver similar services to its 
clients. Changes in demand for its services and products can significantly impact revenues and 
profits. Management has continued to develop its offering and reduce any reliance on any one 
fee earner or business. The focus remains on profitable revenue and the management of 
resource (people). The acquisition strategy has delivered a more diversified business, and 
grown its fee-earning base. 

Development and retention of key client relationships. 

A large portion of work is case or project based over varying lengths of time. Some of these 
relationships can develop into delivering a range of services to returning and new clients. 
However, there is considerable choice within its sectors and clients can change based on price 
or choice of preferred supplier. Failure to develop and retain clients could result in a significant 
reduction in revenue and profit. RBG delivers high quality and valued services that promote 
and enhance client relationships, in demanding cases and projects. RBG operates flexible 
contracting models that are focused on commercial success for clients, and ultimately for RBG. 
Profitability could be jeopardised should key relationships deteriorate or cease, hence 
remuneration is in place to align staff with shareholders, such as the recent EIP scheme.  

 

 

 

Reputation  
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The success of the business depends on the maintenance of good client relationships and its 
reputation for providing high-quality, highly valued professional services. If a client’s 
expectations are not met, or if the group is involved in litigation or claims relating to its 
performance in a matter, its reputation could be significantly damaged. The group’s reputation 
could also be damaged through Rosenblatt’s involvement (as an adviser or a litigant) in high-
profile or unpopular legal proceedings. Its businesses have been developed with a strong 
emphasis on branding. Should the brand name of Rosenblatt, Convex, LionFish or Memery 
Crystal be damaged or lose market appeal, there could be an adverse impact on RBG.  

Information systems  

RBG places significant reliance on its IT systems, any loss of these would have a serious impact 
on operations, with no assurance that all such risks will be adequately covered by its existing 
systems or its insurance policies. RBG is in the process of transitioning to a new practice 
management system (PMS), with a risk to data retention and integrity as well as business 
continuity. It monitors the resilience of IT information systems and other facilities on an 
ongoing basis, with risk assessment procedures and safeguards in place to minimise the risk of 
loss or disruption to the business. 

Cyber risk 

Cyber risk continues to increase within legal and other professional services sectors. This relates 
primarily to the malicious hacking of client data or ransom attacks. There is an ongoing 
programme to implement controls and procedures to mitigate this risk. External advice is 
sought, and RBG monitors the resilience of its information systems, introducing updates and 
upgrades as appropriate. RBG works with external partners to support the delivery of its 
internal and client-facing IT provision, regularly reviewing its security arrangements in order to 
identify and subsequently address weaknesses within the current systems. It has a cyber 
insurance policy in place to help to mitigate this risk  

Operational risk  

Profitability is subject to a variety of operational risks including strategic and business decisions 
(including acquisitions and litigation funding cases), client choice in relation to the ability to 
appoint alternative advisers at any time, technology risk (including business systems failure), 
reputation risk, fraud, compliance with legal and regulatory obligations, business continuity 
planning, legal risk, data integrity risk, client default risk, key person risk and external events. 
RBG has operational risk management practices in place to assess and manage these risks, 
which include regular reports to the Board.  

Regulatory and compliance risks  

RBG is subject to a range of regulations. Failure to comply with these could have significant 
implications for the business, ranging from reputational damage to prosecution. In many cases, 
the introduction of new regulations also provides an opportunity to support clients in their 
adoption. It operates in regulated markets which impose additional regulation. Under the Legal 
Services Act 2007, there are restrictions on the holding of ‘restricted interests’. This is an 
interest of 10% or more and includes an interest in the ultimate parent company of the Licensed 
Body. RBGLS and RBL Law Limited are currently Licensed Bodies. The effect of the restrictions 
is that the consent of the Solicitors Regulation Authority (SRA) is required should any person 
who is not a deemed approved lawyer seek to acquire a shareholding of 10% or more in RBG 
Holdings plc.  

Acquisition risk  
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RBG as part of its overall growth strategy is looking to pursue complementary and earnings-
enhancing acquisitions. Acquisitions may not always realise the benefits expected at the time 
of completion. A failure to successfully integrate acquisitions may impact on profitability. Due 
diligence appropriate to the size and nature of targets is undertaken and appropriate 
warranties and indemnities are sought from sellers, wherever possible. Integration plans are 
formulated as part of the acquisition process and executed in anticipation of and following. 

Litigation investments  

The business invests in litigation assets and the funding of litigation cases for third parties. By 
their nature these are high-risk investments; the cases are complex and challenging. RBG has 
employed experienced professionals and put in process a series of reviews from both legal and 
commercial areas of the group. All cases are fully vetted and taken through stages of 
investment committees to ensure there is a full due diligence process with each investment.  

Covid-19  

Whilst the risk to the group is reduced as the business model is adaptable to homeworking and 
hybrid-working, there are still risks posed by the continuing Covid-19 pandemic including: 1) 
loss of efficiency due to further disruption impacting clients, causing delays in projects due to 
ongoing changes in working practices; 2) loss of projected capacity due to team members being 
incapacitated or having to care for other family members; 3) loss of productivity due to hybrid 
working creating complexities between remote working and office-based working; and 4) fewer 
promotional events and a lack of face-to-face meetings with clients may cause a decrease in 
instructions, although this is mitigated by strong personal relationships and the increased use 
of web-based communication channels. 

Competition  

RBGLS competes with other legal firms that also offer commercial legal services on several 
aspects, including price, reputation, innovation and the quality of the advice and service that it 
provides. Additionally, aggressive pricing policies may be implemented by competitors to 
secure the business of new clients. In such circumstances, RBGLS could suffer revenue 
reductions, reduced margins and/or loss of market share, any of which could have a material, 
adverse effect on its financial position, operating results and general business.  

Employee misconduct 

There is a risk that any of RBG’s employees may engage in misconduct, which, non-exhaustively, 
may include the unlawful or unauthorised use of confidential client information or the 
misappropriation of client funds. Any such misconduct is likely to result in damage to the 
group’s reputation and could result in the courts or regulators imposing fines or sanctions.  

Contingent / Conditional Fee Risk  

RBG acts for a number of clients under conditional fee arrangements (as well as occasional 
damages-based agreements) whereby part, or all, of fees on those cases will be conditional on 
that case being won, sharing the risk of loss with the client. If the case is won, however, it will 
be able either to charge a success fee (under a CFA) on top of its normal hourly rates or to 
recover a percentage of the client’s damages (under a DBA) to compensate for the risk being 
taken of not being paid, allowing it to achieve higher levels of success fees and therefore 
profitability. It has a strong record in achieving success in such cases, with an 86% win-rate.    
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Management 

Keith Hamill – Non-Executive Chairman  

Keith Hamill OBE is currently a non-executive director of Samsonite International SA and 
Chairman of Horsforth Holdings Limited, a privately held holding company for a number of 
leisure businesses. He is an experienced Chairman and Non-Executive and his previous roles 
include Chairman of Tullett Prebon plc, Moss Bros Group plc, Travelodge, Collins Stewart plc, 
Premier Foods plc and Heath Lambert and non-executive director of EasyJet plc, 
Electrocomponents plc and Max Property Group PLC. He has also been appointed to act as 
Chairman leading a number of businesses through financial and operational reconstruction. He 
was Pro Chancellor and President of Council of the University of Nottingham. Earlier in his 
career, he was a partner in PWC and CFO of Forte plc and WH Smith Group plc. 

Nicola (Nicky) Foulston - Chief Executive Officer  

Nicky took over the commercial management of Rosenblatt in September 2016, having been a 
client of the firm for nearly 30 years. Nicky’s background was the acquisition, in 1992, of the 
Brands Hatch Circuit Group and the subsequent listing in 1996. Brands Hatch was acquired 
three years later by Interpublic, returning IPO investors a 6-7x return on their money. 

Nicky was subsequently named Veuve Cliquot ‘Business Woman of the Year’ in 1996 and she 
remains the award’s youngest ever recipient at the age of 29. In 2014, she was appointed as a 
Board Member of the Government’s Industrial Development Advisory Board (IDAB), an 
advisory non-departmental public body, sponsored by the Department for Business, Energy & 
Industrial Strategy, to help government boost growth in business. She has a deep 
understanding of operational restructuring, improving business performance, and balance 
sheet de-leveraging, with a reputation for reliability, trustworthiness and delivering on time. 

Robert Parker – CFO 

Robert has over 20 years’ experience with international businesses and has worked extensively 
with public funds, private equity and venture capital investors. His recent roles include interim 
CFO CLA Limited and Finance Director at Junjheinrick UK Ltd, as well as permanent roles at 
Ubisense PLC and Immedia Broadcasting plc.  

David Wilkinson – Non-Executive Director 

David has a history of advising fast-growth, entrepreneurial businesses and professional 
practices. He is Senior Independent Director and Audit Committee Chair at Saietta Group plc, 
an electric motor business which floated on AIM in 2021 and is Audit Committee Chair at Marks 
Electrical Group plc, an online domestic appliance retailer, which also floated on AIM last year. 
He chairs two private companies, CH Bailey, a formally AIM-listed business in overseas 
commercial and hospitality property, and Goal Group, a UK market leader in technology-based 
reclamation of withholding tax and legal class action proceeds. He is a Non- Exec Director of 
Verso Biosense, a medical technology spinout from Southampton University. 
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Patsy Baker – Non-Executive Director 

Patsy is the Chair of Citigate Dewe Rogerson, a leading global strategic financial 
communications consultancy, part of Huntsworth Communications, which specialises in 
healthcare and public relations. Patsy was a Non-Executive Director of The Westminster Group 
plc, a security company listed on AIM, where she chaired the Nominations and Disclosure 
committees. From 1994 to 2017, Patsy was responsible for Group Client Relationships and 
Business Development at Bell Pottinger. There, Patsy used her extensive networks to advise 
boards on leadership and corporate reputation within the UK financial and business 
communities. 

Marianne Ismail – Non-Executive Director  
 

Marianne has worked in financial services for over 30 years. She was a Managing Director at 
Morgan Stanley for 10 years, working in New York and internationally, and has held senior 
positions in Citigroup and Standard Chartered Bank. She has a strong understanding of the 
management of growing companies and of corporate risk, and is committed to ensuring 
compliance with appropriate regulations as well as the implementation of suitable 
organisational and management structures to meet these regulations. Marianne has held FCA 
significant influence functions throughout her career. Until July 2020, she was Pro Chancellor 
and Chair of the governing body of the University of Greenwich and is currently CEO of 
Microbira Ltd and a NED of Qatar Islamic Bank-UK, Town and Country Housing Group and 
Quilter Financial Planning 
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Financial Summary: RBG Holdings 

Year end: December (£m unless shown)      
      
PROFIT & LOSS 2019 2020 2021 2022E 2023E 
Revenue 23.7  25.3  47.2  55.0  59.6  
Adj EBITDA 9.4  7.2  13.8  16.9  20.0  
Adj EBIT 7.9  5.1  10.8  13.4  16.8  
Reported PBT 7.6  7.4  9.2  12.3  15.7  
Fully Adj PBT 7.6  4.8  10.1  12.3  15.7  
NOPAT 6.3  6.8  7.9  10.6  13.3  
Reported EPS (p) 7.5  7.3  7.6  9.8  12.7  
Fully Adj Dil EPS (p) 7.5  4.2  8.5  9.8  12.7  
Dividend per share (p) 2.0  5.0  5.0  6.0  6.5  

      
CASH FLOW & BALANCE SHEET 2019 2020 2021 2022E 2023E 
Operating cash flow 1.5  9.6  7.2  8.5  14.7  
Free Cash flow (0.7) 6.6  5.7  4.8  10.3  
FCF per share (p) (0.8) 7.7  6.2  5.0  10.8  
Acquisitions (6.0) (3.0) (16.6) 0.0  0.0  
Disposals 0.0  0.0  0.0  0.0  0.0  
Shares issued 0.0  0.0  0.0  0.0  0.0  
Net cash flow (11.4) 11.6  (8.8) (1.6) 3.2  
Overdrafts / borrowings 0.0  10.0  19.1  0.0  0.0  
Cash & equivalents 1.9  13.5  4.8  0.0  0.0  
Net (Debt)/Cash 1.9  3.5  (14.4) (16.0) (12.8) 

      
NAV AND RETURNS 2019 2020 2021 2022E 2023E 
Net asset value 42.4  47.0  60.8  65.3  71.7  
NAV/share (p) 51.5  54.9  66.5  68.5  75.2  
Net Tangible Asset Value 7.4  6.3  18.5  16.0  13.9  
NTAV/share (p) 9.0  7.4  20.2  16.8  14.6  
Average equity 38.7  44.7  53.9  63.0  68.5  
Post-tax ROE (%) 16.0% 8.0% 14.4% 14.9% 17.7% 

      
METRICS 2019 2020 2021 2022E 2023E 
Revenue growth 90.0% 6.4% 86.7% 16.4% 8.4% 
Adj EBITDA growth 119.0% (23.5%) 91.0% 22.8% 18.0% 
Adj EBIT growth 195.6% (34.7%) 111.2% 23.9% 25.4% 
Adj PBT growth 191.6% (37.7%) 111.7% 21.5% 28.1% 
Adj EPS growth 182.9% (44.0%) 102.3% 15.9% 29.0% 
Dividend growth N/A _- 150.0%_- _-–_- _- 20.0%_- _- 8.3%_- 
Adj EBIT margins 32.1% 20.3% 23.0% 24.5% 28.3% 

      
VALUATION 2019 2020 2021 2022E 2023E 
EV/Sales (x) 4.1 3.8 2.1 1.8 1.6 
EV/EBITDA (x) 10.3 13.5 7.0 5.9 5.0 
EV/NOPAT (x) 15.3 14.4 12.4 9.3 7.4 
PER (x) 11.6 20.7 10.2 9.0 7.0 
Dividend yield 2.3% 5.7% 5.7% 6.9% 7.5% 
FCF yield (0.9%) 8.9% 7.2% 5.6% 12.2% 

 

Source: Company information and Progressive Equity Research estimates 
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To arrange a meeting with the management team, or for further information about Progressive, please contact: 
Keith Hodgskiss 
+44 (0) 20 7781 5300 
khodgskiss@progressive-research.com 

Disclaimers and Disclosures 

Copyright 2022 Progressive Equity Research Limited (“PERL”).  All rights reserved.  Progressive’s research is 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 pay a fee in order for this research to be made available.  This report has been 
commissioned by the subject company and 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. 

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. 

 

 

 

 


