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COMPANY DESCRIPTION 

SRT Marine Systems PLC is a provider of 
Automatic Identification System (AIS) 
transponders and Maritime Domain 
Awareness (MDA) systems.   
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Visibility and outlook improve 

SRT Marine Systems PLC’s (SRT) management has used the dominant 
position that the company has built in Automatic Identification System (AIS) 
transceivers to move into the growing global market for Maritime Domain 
Awareness (MDA) systems.  Although the Transceivers division continued 
to grow sales, in the Systems division Covid caused delays to winning and, 
to an extent, delivering contracts.  However, as we move into 2022 SRT is 
well placed, with its recent £40m contract win suggesting that contracts are 
once again being signed, and with £85m of MDA business looking to be 
signed in the next 12-18 months.  

▪ SRT is a leader in maritime surveillance, security, management and 
safety products and systems. The foundation of the business has been its 
long-established leading position in the provision of Automatic 
Identification System (AIS) transceivers to commercial, government and 
leisure vessels worldwide for safety, security and environmental 
monitoring. This position has allowed management to identify and exploit 
at an early stage the growing global demand for Maritime Domain 
Awareness (MDA) systems. 

▪ MDA systems bring together data from radar, AIS, satellites, drones and 
other sources to enable countries to understand and manage their 
maritime domains and address issues such as smuggling, terrorism, illegal 
immigration, over and illegal fishing, and environmental abuses. SRT earns 
revenues not only from the multiple contracts that build upon each other 
to provide the systems that customers ultimately want, but also has 
recurring revenues from the provision of ongoing updates, upgrades, 
maintenance and consultancy, as well as data services. 

▪ We expect that the Transceivers business division will continue to grow, 
driven primarily by wider adoption across the smaller vessels market, as 
well as by further mandating of AIS adoption for specific vessel types in 
some countries. We believe that SRT will retain its dominant position in 
AIS and may be able to leverage it to build a position in the marine radio 
and nascent digital marine personal connectivity markets. 

▪ More significantly in terms of the SRT share price, we expect the MDA 
market to grow strongly as more countries worldwide move to apply 
MDA systems to help address their fisheries, commercial, security and 
environmental requirements.  

▪ SRT’s recent announcement of a £40m contract award with a national 
coastguard, expected to be delivered over two years in three phases, 
suggests that Covid’s impact has merely been one of delay. It also gives us 
increased confidence that the MDA Systems division’s validated sales 
pipeline of £510m can be realised. Management believes SRT can win the 
lion’s share of this pipeline; but with a market capitalisation of £78m, even 
a far lower win rate could help create a stable long-term revenue base and 
make a substantial impact upon revenues and earnings.
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Executive Summary 

SRT Marine Systems PLC (SRT) is a leader in maritime surveillance, security, management and 
safety products and systems. The foundation of the business has been its leading position in 
the provision of Automatic Identification System (AIS) transceivers to commercial, government 
and leisure vessels worldwide. This position has allowed management to identify and exploit 
the growing global demand for Maritime Domain Awareness (MDA) systems that bring 
together data from radar, AIS, satellites, drones and other sources with a range of 
management, analysis and visualisation functionality to enable countries to understand and 
manage their maritime domains. 

We expect that the AIS market will continue to grow over the coming years, driven primarily by 
wider adoption across the smaller vessels market, as well as by further mandating of AIS 
adoption for specific vessel types in some countries. Management refers to expected annual 
percentage revenue growth rates for its Transceivers division’s core business of between 10% 
and 20% per annum in the short to medium term, consistent with the 11% year-on-year growth 
in the Transceivers business reported for the six months to end-September 2021. 

The North American and Western European nations already have organically developed MDA 
systems in place, but most countries in Africa, South America, the Middle East and Asia have 
no modern structured MDA systems. These countries typically rely on several web-based 
systems in addition to radar, but not in a structured, coordinated way that brings all the data 
together in one view, let alone in a way that allows for analysis or predictions of activities. It is 
in these less developed markets that SRT started its MDA journey, and where management 
sees its greatest opportunity in the short to medium term. 

National priorities for MDA systems vary greatly, but SRT has already delivered turn-key 
solutions built around its networking, visualisation and analysis software focused on 
navigation/waterways management, fisheries and drug smuggling, delivering on contracts that 
have ranged from a few ‘00k to tens of millions of dollars in value. Furthermore, these systems 
have been provided across Europe, South-East Asia, Latin America, Africa and the Middle East.  

This growth in MDA systems is not just in providing the systems, building them up in a series of 
contracts over time, but also includes the recurring revenues from the provision of ongoing 
updates, upgrades, maintenance and consultancy, as well as data services. 

The recent announcement of a £40m contract award with a national coastguard, expected to 
be delivered over two years in three phases, suggests that Covid’s impact has merely been one 
of delay.  It also gives us increased confidence that the Systems division’s validated sales 
pipeline of £510m, for delivery typically over a period of 3-4 years from the start of the 
contracts, can be realised. As a company with a market capitalisation of £78m, SRT does not 

have to win − as management believes it can − the lion’s share of this business for it to create 
a long-term stable revenue base and make a substantial impact on revenues and earnings.  

 

 

 

 

 

Leader in Automatic Identification 
System devices  

Positioned to exploit the 
anticipated global growth in 
maritime domain awareness

 

[Insert side comment] 

£510m validated sales 
pipeline in MDA 
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Introduction 

SRT Marine Systems PLC (SRT) is a leader in maritime surveillance, security, management and 
safety products and systems. The foundation of the business has been its leading position in 
the provision of Automatic Identification System (AIS) devices to commercial, government and 
leisure vessels worldwide. This position has allowed management to identify and exploit the 
growing global demand for Maritime Domain Awareness (MDA) systems that bring together 
data from radar, AIS, satellites, drones and other sources to enable countries to understand 
and manage their maritime domains. 

 
SRT’s Transceivers (left) and Systems (right) divisions’ products 

  

Source: SRT Marine Systems PLC 

We expect that the AIS market will continue to grow over the coming years, driven primarily by 
wider adoption across the smaller vessels market, as well as by further mandating of AIS 
adoption for specific vessel types in some countries. As more owners and operators of these 
millions of vessels instal AIS, management refers to expected annual percentage revenue 
growth rates for its core Transceivers business of between 10% and 20% per annum in the short 
to medium term, consistent with the 11% year-on-year growth the Transceivers division 
reported for the six months to end-September 2021.  

Importantly, management expects SRT to retain its leading position in the market and to 
continue to generate the 40+% operating margins that is has historically generated. 

More significantly, in financial terms, we also expect the MDA market, and SRT’s Systems 
division, to grow strongly as more countries worldwide move to apply MDA systems to help 
address their fisheries, commercial, security and environmental requirements.  

 

AIS market should deliver solid 
growth and attractive margins 
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SRT Marine Systems − Divisional revenue mix development (£m) 

  

Source: SRT Marine Systems PLC, Progressive Equity Research 
 

It is clear from the chart above just how volatile revenues have been to date for the Systems 
division.  The early-stage nature of the business has meant that the timing of a relatively small 
number of individual contracts has had a significant impact on reported revenues.  
Furthermore, on MDA contracts there can be significant gaps between invoicing, of six to nine 
months, based upon milestones, which adds to this short-term volatility. Evidently, increasing 
the number of contracts won across a wider customer base should significantly improve this 
revenue and earnings recognition profile, particularly as every systems contract can attract 
recurring data feed revenues. 

Maritime Domain Awareness is defined as the effective understanding of anything associated 
with the maritime domain that could impact a country’s safety, security, economy or 
environment.  This can cover anything from fishing to leisure craft safety, to drug running, 
through to dumping of waste. The relevant bodies involved typically include fisheries 
regulators, coastguard, border security and environment agencies, but importantly not navies. 
In geographic terms, a nation’s maritime domain can, depending on context, range from rivers 
and inland waterways to coast lines and territorial waters, through to EEZs (Exclusive Economic 
Zones) and international waters. (See Glossary for definitions of terms and acronyms.) 

National priorities vary greatly, but SRT has already delivered solutions focused upon 
navigation/waterways management, fisheries and drug smuggling. Furthermore, these systems 
have been delivered in Europe, South East Asia, Latin America, Africa and the Middle East. 

SRT’s largest segment-specific contract to date, prior to the recent £40m contract win, has been 
the c.£32m initial fisheries contract in the Philippines. While fisheries might not be that 
economically significant to European nations, in Asian oceanic nations fishing can account for 
up to 10% of GDP and it is widely estimated that around 20% of total fishing output can be 
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Early stages in MDA has meant 
lumpy revenues 

More contracts should mean 
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unlawful. With such figures at stake, it is easy to see why such nations might view spending 
hundreds of millions of dollars on MDA as money well spent. 

This growth in MDA systems is not just in providing the systems but also includes the recurring 
revenues from the provision of ongoing updates, upgrades, maintenance and consultancy as 
well as data services. Following the recent £40m contract win, management refers to the 
company’s £510m validated opportunities pipeline, which includes over £30m in three new 
contracts potentially starting in 2021/22 and £50+m more in three further contracts starting 
soon after.  All seven of these contracts are located in South East Asia or the Middle East.   

Management expects operating margins in the region of 20% to be achievable in the Systems 
division, so with a market capitalisation of £78m SRT does not need to win the majority of this 
business for it to have a material impact on the scale or quality of SRT’s revenues and earnings. 

 
SRT drivers to demand for MDA 

Security – maritime security market $19bn 
$12bn annual cost of marine piracy 
Anti-terror measures to protect tourism income  

Fisheries – sustainability is vital 
Up to 10% of GDP in some countries 
Est. 20% global seafood catch is illegal 

Search & rescue – minimize loss of life 
Growing number of marine participants 

Efficiency – global shipping over 11bn tonnes 
Increase efficiency and reduce cost 

Leisure – 18m leisure boats globally 
Global spend £41bn annually 
 

Safety – approx. 100 vessels over 100 tonnes lost per annum 
Priority for the IMO and governments globally 
 

Source: SRT Marine Systems PLC, Reportlinker, Zurich, Researchandmarkets.com, Allianz, Progressive Equity Research 

 

Development of AIS and MDA 

AIS adds to radar 

In its most basic electronic form, MDA (Maritime Domain Awareness) has been provided by 
radar for over seven decades.  Radar gives its users the information that there is a vessel in a 
particular location, but it does not provide much information regarding the nature of the vessel 
and what it is doing.  It also requires some training before users can consistently correctly 
identify when the radar is showing a vessel, a storm or land. 

An AIS (Automatic Identification System) broadcasts key information about a vessel to other 
maritime users with AIS transceivers over the VHF spectrum. The information carried in an AIS 
signal is relatively sparse, but it is enough for another user/vessel to instantly identify the 
nature of the vessel, its direction of travel, its speed, and to understand if there is a risk of 
collision. 

AIS has enabled a step change in the type and quality of information available to maritime 
authorities, but also created the challenge of using radar and AIS data together – hence the 
need for an MDA system.  

£510m validated sales pipeline plus 
potential of recurring revenues 

AIS enables MDA – and creates 
demand for it 
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AIS Class A mandated – collision avoidance 

In 2002, the International Maritime Organisation (IMO) introduced a requirement for all vessels 
over 300 gross tonnes (c.100,000 vessels worldwide) to fit and use an AIS Class A transceiver 
with the primary purpose of avoiding collisions. The high price point for the devices, initially 
around $20,000 per instal, together to an extent with their bulk (about the size of a couple of 
encyclopaedias), meant that adoption beyond the initial mandated vessels was limited, but it 
provided a clear indication of where maritime vessel identification, monitoring and 
management was heading. 

AIS Class B launched – mass application, mass data 

In 2006, the Class B set of AIS standards was established for smaller vessels. SRT managed to 
get Class B transceivers onto the market that same year. With devices priced at around $500-
1,000 and at about the size of a paperback novel, sales grew rapidly.   

The growth in the lower-cost AIS solutions, both Class A (now low-single figure thousands of 
dollars per instal) and Class B (now mid-single figure hundreds of dollars per instal), has driven 
the growth in AIS data and allowed countries to realistically mandate its use beyond the initial 
remits. Perhaps the most notable example of this has been in the US, where in 2015 AIS was 
mandated for a wide range of commercial vessels that included tugs, fishing boats and ferries.   

The path towards a useful MDA system starts with ensuring that the vessels of interest actually 
have AIS on board. In most of the key problem activities that authorities are trying to address 
with MDA systems, it is the smaller, and far more numerous, vessels that are the most likely 
participants.  

Of course, malfeasants could simply turn off their AIS devices, but this does not stop them being 
identified by radar, and the MDA system can add value by highlighting where craft are behaving 
in a way that suggests wrongdoing.  

MDA journey beyond AIS 

The aggregation of data in an MDA system does not have to stop at radar and AIS.  Other 
information sources that can be fed into SRT’s MDA systems include reports from patrol vessels 
and coastal stations, drone-derived footage and data, fishing catch information, and data from 
satellites detecting vessels’ AIS, RF and other data. All of this information can add to the 
accuracy and range of vessel identification and help provide more insight into what they might 
be doing.  
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SRT MDA systems – built on radar, AIS and other data sources 

 

Source: SRT Marine Systems PLC 

 

To give an illustration of the scale of the tasks, the Philippines has more than 200,000 fishing 
vessels and its MDA system is already generating 24 million new data points per day, on top of 
the over 7 billion data points recorded and analysed to date, with that the 24 million expected 
to have doubled by the time the initial phase is completed.  It is crucial to the success of an 
MDA system that these extra data points don’t simply translate into many more alarms or false 
positives. 

The potential of these additional data sources was identified relatively early in evolution of 
MDA/AIS by SRT. SRT is now able to take in and resell to its MDA customers relevant and 
useable data from third parties, in its S-MDA, satellite maritime domain awareness, which can 
include satellite, radar, RF, optical and other sources in a technology agnostic way, at an 
attractive margin on an ongoing recurring basis as part of its overall MDA service. Management 
anticipates that these resold data services could provide 10% of a total contract’s value on a 
repeating basis. 

SRT and AIS – leader in a growth market 

SRT’s roots lie in the security and radio markets, at first as an in-house resource within Securicor 
(now part of G4S), and then as a consultancy.  It was bought by a group of private investors in 
2002 and subsequently floated in 2005.   

The company’s expertise in high-performance radio systems led to its involvement in marine 
radio, and subsequently into AIS transceivers in the late 1990s and early 2000s as the 
technology moved towards becoming the standard for maritime vessel identification.  

SRT developed AIS Class A technology for Saab and, because of the way that it then worked as 
a consulting business, it retained intellectual property rights over this technology.  So, when 
AIS was mandated in 2002, SRT’s exposure was through revenues gained from Saab’s sales of 
its Class A transceivers.  Realising just how significant AIS could be, SRT developed its Class B 
transceiver for launch in 2006, alongside the launch of the AIS Class B standards.  SRT’s entry 
into Class A on its own account took place in 2010. 

Millions of vessels worldwide need to be 
monitored and managed 
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SRT now sells components to OEMs and complete devices to end users, along with safety and 
navigation focused AIS products such as AtoNs (aids to navigation, typically devices placed on 
navigation buoys) and SARTs (search and rescue transponders). 

SRT has, as a result, become the leading provider of AIS devices and components worldwide in 
both the commercial and leisure markets. SRT’s management believes that the 350,000 units 
the company has supplied to date (Sept 2021) represents the vast majority of total AIS sales 
worldwide. 

We do not expect SRT’s position in this market to change. The Class A market (and to a lesser 
extent Class B) is driven by new mandated applications, so sales can be lumpy. However, the 
majority of sales are non-regulatory driven sales of Class B devices.  Management targets 
revenues growth of between 10% and 20% in the short to medium term.  Despite Covid, SRT’s 
Transceiver division’s revenues have grown FY19 to FY21, and the company has continued to 
invest in new product development, most notable the Nexus integrated AIS/VHF radio. 

We note that the strong growth in MDA is good news for the Transceiver division because, even 
if SRT does not win the MDA contract, the contract itself is likely to be a stimulus to increased 

AIS demand locally − from which SRT, as the dominant provider of AIS technology, is likely to 
see some benefit. 

On top of this growth in the basic transceivers, there is potential for further growth from the 
newly developed Nexus integrated AIS/DSC radio that SRT is expected to launch in early 2023 
with a number of leading marine electronics brands. The vast majority of the millions of vessels 
worldwide that venture offshore have DSC radios onboard, and the attraction for these vessels 
to be seen as well as see, for what we would expect to be a relatively small increment (i.e. 
significantly less than the price of a discrete Class-B AIS transceiver) in the price of a VHF radio 
that they dare not go offshore without, is clear.  

Management believes that the Transceivers division has historically generated operating 
margins in excess of 40%, and should return to this level of profitability in future. Although this 
represents an attractive business in itself, based on what has been achieved to date and the 
company’s own validated pipeline we believe that the area of primary interest to investors, and 
the driver to SRT’s share price, is MDA rather than AIS. 

SRT building an MDA business / market 

SRT’s position in the MDA market has not come simply as the result of its involvement in AIS. It 
also required management to have the vision to see what was happening and to take the 
correct strategic steps to position the business appropriately. 

Having had longstanding coastguards and fisheries protection/regulations electronic systems 
in place, and having the necessary financial and technical resources, western developed nations 
have typically developed MDA systems as new information sources such as AIS have appeared.  
While this means that they are not SRT’s target market, the success that the EU has had with 
its systems in implementing and enforcing fisheries policies has given the world an indication 
of what MDA systems can achieve. 

Most countries in Africa, South America and Asia have no structured MDA systems in place. 
They typically rely on several web-based systems in addition to radar, but not as they want in 
a structured, coordinated way that brings all the data together in one view, let alone in a way 
that allows for analysis or predictions of activities, alerts and alert management. Furthermore, 
these customers want the solutions locally installed in autonomous and secure systems that 
they operate for themselves.  It is in these markets that SRT started its MDA journey, and where 
management sees its greatest opportunity in the short to medium term. 

Innovative Nexus product could 
provide a significant kicker to SRT’s 
AIS growth 

SRT’s management saw the 
opportunity and worked hard to 
enable the market 
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To an extent, SRT’s involvement in MDA is a story of the evolution of SRT’s own global 
addressable MDA market. Every time that SRT has delivered a solution, and most importantly 
a cost-effective solution, be it in Asia, Latin America or Africa, and shown what MDA can do, it 
has enabled new potential customers to understand, believe and start their MDA journeys.   

Strategic progress 

The landmark point in SRT’s move to MDA was the purchase in October 2013 of GeoVS for 
c.£900k in shares. GeoVS’s technology takes in and processes maritime domain awareness data 
and presents it in an interactive 2D/3D on-screen form. Although SRT offers MDA solutions 
under a variety of acronyms, VTS, MDM, NAIS et cetera (see Glossary), all are based around the 
core GeoVS software.  

SRT has invested in GeoVS’s original visualisation technology, building a sophisticated backbone 
architecture that links all system nodes, sensors and operators together, in the form of GeoVS-
HUB; then combining it with analytics, management, display etc to handle billions of data points 
in real time with 200 operators, which is GeoVS-CONSOLE; and then adding the support of field 
applications for patrols etc. in the form of GeoVS-CONNECT. 

MDA systems – GeoVS display combining multiple data sources 

 

Source: SRT Marine Systems PLC 

Also in 2013, SRT formed a JV with Canada-based AIS satellite operator exactEarth, called 
ABSEA, to gather and commercialise the AIS satellite date that exactEarth gathered.  While this 
has not been as significant for SRT as had been hoped because of the growing number of other 
satellite data operators, we believe it demonstrates that SRT’s management has been a 
proactive participant in the market and aware of the value of recurring revenues. 

In addressing international MDA opportunities, SRT has always worked with a partner locally. 
MDA systems require the installation and maintenance of a substantial element of physical 

Purchase of GeoVS the foundation of 
SRT’s unique, scalable MDA solutions 
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infrastructure. Particularly in emerging countries, this necessitates an understanding of the 
local business environment and working practices. 

Commercial progress 

SRT’s first sales of GeoVS based systems came in 2014 with systems sold into an oil company 
for infrastructure monitoring and to a major port in Malaysia.  Although not material financially, 
these contracts clearly demonstrated what both MDA and SRT could do. 

The real breakthrough year was 2015, with a deal signed for the delivery of an MDA system in 
Bahrain. 

In 2016, SRT began to supply AIS coast stations and other equipment to Trinity House in the UK 
and won a contract for the provision of an MDA system for the Panama Canal, plus an 
anticipated $100m revenue contract (over three years) for an integrated national MDA system 
for a large Asian country, although this was later postponed and restructured. 

By 2017, approximately half of SRT’s group revenues were derived from the systems business, 
with a contract order book at the financial year-end March 2017 of £77m. In the calendar year 
SRT won a national MDA contract with a country in the Middle East along with an order for AIS 
Class B devices to be installed on fishing boats in Somalia. 

In 2020, Covid had a dramatic and immediate effect on SRT’s Systems division. The curtailment 
of in-person delivery and sales activities was added to by the distraction caused at most levels 
of government. However, the contracted nature of the systems business means that the delays 
are exactly that, delays. The existing contracts remained in place and the underlying 
fundamentals driving demand for MDA did not change, with the validated sales pipeline as at 
end September 2021 being the same £550m it was at the end of March 2020; in fact, from an 
environmental protection perspective, demand may even have increased. 

Despite Covid, SRT continued to invest in product development, most notably in integrating 
lessons learned from earlier work to make the MDA solutions more modular and easier to 
implement.  SRT spent £2.8m on development work in FY21 and £2.9m in the prior year.  The 
focus of the spend changes from year to year, but from our discussions with management we 
believe that in broader terms the split is 70:30 between Systems and Transceivers (mainly 
Nexus). 

Structure and timing of an MDA contract 

In order to best understand how revenues and profits are likely to flow from the MDA market 
and how SRT’s approach and experience provide it with significant competitive advantages 
within its serviceable available market, it is worth examining the structure and timings of an 
MDA contract. 

The specific nature of SRT’s end MDA markets should entail high net margins for the products 
and services provided and relatively good visibility on medium-term revenues. Management 
aims to achieve high gross margins, c.70%, that should, in turn, feed through to 20% net 
operating margins.  

Covid – delays and deferrals, not 
cancellations 
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MDA systems – Multitude of elements 

  

  

Clockwise: Monitoring centre, data centre, vessel transceiver and surveillance towers 
Source: SRT Marine Systems PLC 

There is growing understanding of the potential of technology in the form of maritime domain 
awareness systems to address the challenges that nations face in their respective domains.  
Few countries have the resources, or the self-assurance, to tackle the challenge of building a 
complete national MDA system in one go. 

It typically takes several years between a government or authority announcing its desire to 
have an MDA system and the signing of initial contracts. Those individuals or teams tasked by 
governments or authorities to find MDA solutions are almost always starting with limited 
knowledge of what is on offer and what is relevant.   

Most countries view the building of an MDA system as a long-term national project that will 
take 10 to 20 years to complete.  The initial contracts build the foundations of multiple 
contracts to address the areas of greatest concern or sensitivity. For example, while a country’s 
authorities may want ultimately to have 200 base stations, they are quite likely to have to start 
with a fraction of that in the initial contract(s). 

It can take several months of calls and emails before the client has an understanding of its own 
requirements and how the multitude of touted solutions could fit.  Once the clients know what 
they want and have an idea of budgets, the process enters a procurement planning phase that 
typically takes around a year.  



 

7 February 2022 

 

 
13  

With the specification written, the process moves to a tendering phase (closed or open). SRT 
management’s view on the tendering process is that unless SRT has had significant involvement 
in helping define the specification, then it is not the front runner for the contract. The complex 
nature of the projects and the number of potential pitfalls means that tendering for something 
that you have not been involved in at a relatively early stage can prove hazardous.  

It is clear from the SRT’s experience to date that it is difficult to predict the short-term timings 
of contract awards and contract deliveries. However, we note again that although there have 
been ‘shifts to the right’ with contracts, the underlying demand remains clear and the problems 
that need to be solved are certainly not diminishing.  

MDA – where next? 

Looking at the contracts won to date, it could be said that the best customers have already 
been won in SRT’s serviceable available market – by SRT. While this may well be the case, SRT 
is still in the process of delivering on these contracts and as noted above, these are the initial 
foundation contracts.  As noted above, it will generally require multiple contracts over time to 
fully address most customers’ requirements. Glass half full or half empty, this still places SRT in 
a leadership position, with established and proven products in a market that has only just 
started to emerge. 

Although it is easy to get lost in the excitement of the application of new technologies to serious 
problems on a global scale, the reality is that, beyond the major economies, the MDA market 
is likely to be made up of a multitude of contracts mainly ranging in value from a few millions 
to several tens of millions of dollars.  When combined, these will be an opportunity measured 
in the hundreds of millions of dollars, if not billions, across the next decade. 

South East Asia 

SRT has clearly established itself as the leader in MDA in the region. Although the biggest prizes 
may have been won, there remain a number of countries with significant marine domains and 
significant fisheries and coastal security issues that have yet to commit. Perhaps more 
importantly, countries in this region typically have the funds and the government infrastructure 
and processes in place to support the implementations. 

Middle East 

SRT has already proven itself able to deliver MDA systems to Middle Eastern customers, and 
management believes that there are significant further contracts to be won in the region with 
nations that have both the funds and the imperatives to act. 

China 

China has an enormous coastline and an evident desire for MDA systems, but it is not seen as 
an addressable market by SRT’s management. China’s solution will, most probably, be 
internally generated, and SRT’s experience of trying to sell Tetra private mobile radio in China 
in the ‘00s has no doubt made it especially conscious of the risks of doing business in China.  

India 

India has made a lot of noise about MDA, but the somewhat chaotic business and political 
environment means that this is not a market that SRT regards as attractive or likely to achieve 
an MDA system sale in the near future.  That said, management expects that, as a political and 
economic consensus builds, India could become a major MDA market opportunity towards the 
end of the decade. 

Potential market opportunity in the 
$ billions 
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Africa 

Africa’s vast coastline is notorious for ‘blue crime’, as maritime crime is now called.  However, 
while there is a need to address the issue, there is generally not a budget. The exception is 
where international donors, such as the UN or beneficent larger nations with ulterior motives 
(good or bad), may step in to provide funding. In the absence of outside funding, SRT’s 
management do not regard Africa as a significant source of new business in the short to 
medium term, but, as with India, it has significant potential in the longer term. 

Australasia 

With the third largest fisheries in the world, Australia has a number of marine domain 
awareness challenges, but along with its neighbour New Zealand it is following the same high-
cost traditional approach to MDA seen in Europe, and so neither nation is regarded as a target 
market for SRT’s MDA solutions. 

USA 

Having been at the forefront in the push for the adoption of AIS, the US has been one of the 
leaders in utilising AIS data alongside information from other sources.  While there are gaps in 
the US systems, management believes the US opportunity for SRT is limited for the foreseeable 
future for a new, non-US entrant to the market.  

South America 

Management views the South American market as somewhat like India in that while much 
excitement is generated, there is generally limited clear and tangible commitment from 
purchasers. This is not to say that opportunities will not arise, but SRT is not expending 
significant marketing efforts in this region.  

Europe 

MDA systems of one form or another are present in most European countries with coastlines.  
What has been put together over the years is far from perfect but does function, so 
management does not expect to see major MDA contracts being awarded in the short to 
medium term. However, as and when they are, we believe that SRT will have a more than 
reasonable chance of success in most countries. 

Competitive environment 

A number of companies participate, or at least present themselves as participating, in the MDA 
market. These include Airbus (EU, AIR, €86bn mkt. cap.), L3Harris (US, LHX, $42bn mkt. cap.), 
Leonardo (ITA, LDO, €3.6bn mkt. cap.), SAAB (SWE, SAAB-B, SEK29.8bn mkt. cap.), Northrop 
Grumman (US, NOC, $58.3bn mkt. cap.), Hensoldt (DE, HAG, €1.3bn mkt. cap.) and Kongsberg 
(NOR, KOG.OL, NOK48.0bn mkt. cap.).  

The first six of the above companies have significant defence and aerospace businesses, and 
SRT’s management believes that the nature of their products, typically with defence origins, 
will struggle with the requirement to deal with many base stations, let alone the thousands of 
‘target’ vessels. SRT’s modular MDA systems built upon SRT’s networking software technology, 

SRT has a unique and scaling MDA 
solution 
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by contrast, are capable of supporting more than 200 coastal stations, taking in data from 20 
satellite sources and coping with 500,000 vessels. 

Management believes that SRT’s analytical and integrated alert technologies set SRT’s offering 
even further apart from the competition. SRT’s software is able to create a unique profile for 
each identified vessel with such data as radar signature, construction, speed, role etc.  For some 
customers this could mean hundreds of thousands of vessels.  When combined with data on 
the environment – weather, location vs shipping lanes etc., this allows SRT’s systems to identify 
dubious, unusual or dangerous situations, to raise the appropriate alarms, and even track and 
manage what actions are taken. 

It is difficult to say to what extent being a leader in AIS transceivers helps SRT in the MDA 
systems market. It has clearly been of significant benefit, given that it has allowed SRT’s 
management to identify the opportunity and to build a business upon it, but it cannot be said 
that a position in AIS, or any other of the data generating systems, is required to build an MDA 
system/business. That said, the opportunity to sell AIS equipment profitably into a market 
transformed by an MDA contract is not the same for the larger players that do not benefit from 
such transceiver sales but that may have wider more political or strategic reasons for seeking 
MDA business in a particular country or region. 

Overall, we believe SRT has found a significant available market that is not especially attractive 
to the larger industrial concerns which have the technology but may lack the appropriate 
skillset or mindset.  At the same time, the logistical challenges of putting together and executing 
on a long-term contract with physical delivery are going to make entry into MDA systems 
difficult for those potential competitors coming from the MDA data sourcing and aggregation 
markets. 

Within the AIS arena, SRT has a dominant position in the provision of modules and devices for 
OEMs, but competition does exist in the form of Weatherdock AG (Germany, Private) and 
AMEC, part of Alltek (Taiwan, 3209, TWD 5.7bn mkt. cap.).  However, although they have been 
present for a number of years, SRT management believes that these companies have not made 
significant inroads into its market share. Management estimates that SRT has 80% of the AIS 
market globally, with an even greater share in the US and EU markets. 

  

Dominant AIS position looks set to 
remain intact 
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Management 

Executive directors and senior management 

Simon Tucker – Chief Executive Officer 

Simon helped arrange the acquisition of SRT in 2002 and joined the Board as an advisor. In 2004 
Simon took on the role of Commercial Director and in 2008 became CEO, and he is the strategic 
architect for the business to enter the marine market specifically targeting surveillance and 
safety & navigation transponders. He has 30 years’ experience of creating, building and running 
international businesses. 

Neil Peniket – Chief Operating Officer 

Neil joined SRT in 2005. As COO, Neil has responsibility for the delivery of all technology and 
product development, and manufacturing of all SRT products. A Chartered Electrical Engineer, 
Neil has worked in the electronics industry for 26 years in the defence and mobile 
telecommunications sectors with companies including GEC-Marconi, UbiNetics and Aeroflex. 

Richard Hurd – Chief Financial Officer 

Richard joined SRT in January 2009 as Financial Controller and was appointed to the Board in 
November 2009. An ACA qualified accountant, Richard has many years of combined 
commercial and professional practice experience, which is an asset now of benefit to SRT. 

Jean-Francois Bonnin – Product Management Director 

Jean-Francois is in charge of the SRT product development roadmap, defining all functionality. 
A professional meteo-scientist, after a successful career in the French Navy and at an EU 
fisheries monitoring organisation, Jean-Francois joined SRT in 2019. 

Non-executive directors 

Kevin Finn – Chairman 

Kevin’s experience in the automotive industry brings significant expertise and knowledge in 
respect of strategies for managing complex product supply chains, the operation of large dealer 
networks, big data systems, completion of acquisitions and negotiation of complex 
international contracts, all of which are highly relevant to SRT’s business. 

Simon Rogers 

Simon had a career in Marketing and Business Management in FMCG, IT and service industries 
before establishing and selling two highly successful technology media businesses. He has 
served on the boards of a number of small and medium sized companies and was a founder 
investor in SRT, being one of the main backers of the initial buyout. 
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Simon Barrell 

Simon joined SRT in July 2019 and is a qualified, experienced Finance Director, latterly 
specialising in acquisitions, closures, mergers and the management of AIM flotations. He is an 
experienced Non-Executive Director of numerous plc’s dealing with strategy and commercial 
issues, preparation of business plans and assisting with all aspects of finance, accountancy and 
statutory requirements. 
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Risks 

Delays on adoption and existing contracts:  We regard this as the key risk to SRT in the short 
to medium term.   

Delays in delivery and take up:  Once again, the nature of the customer base means that 
unforeseen delays may occur in customers being able to begin contracts, and that SRT and its 
partners may encounter problems in delivering to plan. 

Technology risk: It is possible that AIS could be replaced by another technology.  While AIS may 
have some limitations and not be as feature rich as a standard established in 2021 might be, it 
has been widely adopted and has significant momentum, particularly in Class B.  It is 
noteworthy that the key criticism/limitation, its limited range, is a function of basic physics 
rather than the standard itself.   

Competitive risks:  Given the number and scale of the participants in the MDA market, it is 
evident that should one of the competitors begin to target SRT’s realm within MDA as a must-
have strategic market, then this could be a significant problem for SRT.  However, we see little 
evidence that SRT’s particular focus is seen in such a way and note that the simplest way for 
these players to address this strategic goal might through the purchase of SRT. 

Political risks: SRT operates in geographies where, historically, public contracts have been far 
from equitably treated.  However, in recent years the larger countries have become 
increasingly aware of the need to put in place professional and clear procurement and project 
management programmes. 

Supply chain: The global chip shortage of 2021 highlighted the fragility of the general 
electronics supply chain. SRT has seen limited impact and, given the specific nature of its chip 
requirements and extensive supplier relationships, we do not anticipate SRT being subject to 
major input price changes or significant constraints in product supplies.  That said, because of 
the nature of some of the components and its outsourced manufacturing model, SRT does have 
a relatively long sourcing and production cycle.  

Inventory:  As at 31 March 2021, SRT had £2.4m in inventory, of which £1.7m related to the 
transceivers business.  SRT’s management regard this level of inventory as consistent with the 
long delivery cycle on many of its key components/products and the general predictability of 
the AIS market. 

Finance:  SRT’s principal foreign exchange exposure is through its debtors, with this being 
through US dollar, euro and Philippines peso.  As at 31 March 2021, SRT had £5.3m of cash and 
equivalents, £8.5m of debt and £1.1m of leasehold liabilities. 

Conclusion 

We believe it is clear that SRT’s management has built an interesting and exciting business on 
the foundations of the AIS market.  It is also evident that the rapidly developing market for 
MDA systems globally offers considerable potential, and that SRT has established itself in a 
leadership position relatively early in this development process. Management has stated that, 
following the recent £40m contract win, the validated sales pipeline is £510m for delivery 
typically over a period of 3-4 years from the start of the contracts. Management believes SRT 
can win the lion’s share of this pipeline; but with a market capitalisation of £78m, we believe 
that even a far lower win rate will have a substantial impact on revenues and earnings. 

£510m validated sales pipeline – SRT 
doesn’t have to win everything to make 
a major difference to revenues and 
earnings 
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Glossary 

AIS Class A is the primary form of AIS (Automatic Identification System) designed for 
commercial shipping. Class A devices always have an integrated display and transmit their 12w 
signals every few seconds with the broadcast protocols giving priority to Class A signals over 
Class B signals. In line with their complexity and critical nature, these devices cost from 
thousands to tens of thousands of dollars to buy and install. 

AIS Class B devices transmit their data normally every 30 seconds at only 2.5w power and do 
not necessarily need to have integrated displays, although they typically output to some form 
of integrated multi-function display onboard. Class B is aimed at smaller vessels with price 
points in the hundreds of pounds and relatively simple installations. 

AIS Class B+ devices transmit data on the same priority way as Class A and transmit at 5w, with 
the frequency of transmission being dependent upon the speed of the vessel. 

AtoNs (Aids to Navigation) are an increasingly important part of the AIS network. AtoNs are AIS 
devices that are in fixed locations such as buoys. AtoNs send signals to show their identity and 
location to vessels and can relay signals and even send signals as proxies, for example a single 
buoy may send signals for itself but also for a set of nearby buoys. AtoNs can also include a 
range of sensors to measure metrological and hydrological data. 

Base stations are land-based devices that are able to gather and relay AIS data from vessels.  
The fact that base stations are land based allows them to use significantly taller antennae than 
AIS devices based on vessels, enabling the reception of AIS signals from vessels 40-60 nautical 
miles of more away. 

BFAR is the Philippines Bureau for Aquatic Resources, which is responsible for fisheries and 
other maritime resources and environmental matters. 

Blue Crime is any crime committed at sea, including drugs smuggling, people trafficking, 
dumping waste and unauthorised fishing. 

Closed tender is a process in which the tenderers are pre-selected and limited. 

Contiguous zones are the areas beyond the territorial sea in which a country may exercise some 
control for the purpose of its own economic or environmental protection.  

Digital AtoN System (DAS) is SRT’s buoy monitoring kits that allow authorities to monitor the 
status and position of buoys as well as to obtain environmental and other data from sensors on 
buoys. 

Digital Selective Calling (DSC) is a technology used on VHF marine radios that allows for more 
efficient and safer use of the marine radio channels. The MMSI acts within DSC almost as a 
phone number or IP address, allowing devices to directly contact each other and even to create 
group calls – as well as enabling a number of features to enhance safety and distress calls. As 
described above, SRT has developed a DSC radio with Class B AIS integrated named Nexus. SRT’s 
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management anticipate that this could significantly increase sales in the transceivers business 
following its launch in 2023. 

Exclusive Economic Zone is an area of sea in which a country has special rights with regard to 
its exploration and the exploitation of its marine resources. Unless abutting that of another 
country it extends 200 nautical miles from the coast. 

GeoVS is the core software within SRT’s MDA systems.  It is able to draw together the data from 
various sources to provide a 2D/3D representation and analysis of a maritime domain. 

Maritime domain awareness (MDA) is defined as the effective understanding of anything 
associated with the maritime domain that could impact a country’s safety, security, economy 
or environment.  This can cover anything from fishing to leisure craft safety, to drug running, 
through to dumping of waste.   

Maritime domain awareness system is a set of software, hardware and other physical 
equipment, such as aerial towers, that combined together provide governments or relevant 
authorities with awareness of their maritime domains. Typically built upon the foundations of 
radar, AIS and data visualisation and analysis technologies, it can be augmented by other data 
sources such as drone data, patrol vessel reports or satellite captured information. 

Maritime Domain Management (MDM) is the term SRT uses to describe its coastguard-focused 
offering, where the user is concerned with a wide variety of vessels and potential activities.  

MMSI or maritime mobile service identity is a unique nine-digit number that is assigned to a 
specific vessel. It is stored in AIS devices and DSC radios which include the number as the key 
identifier in their transmissions. 

NAIS is SRT’s national vessel identification and tracking system 

Open tender is a process in which there is no prior selection of potential tenderers 

Receivers, as their names suggest, simply receive the data from nearby vessels and output it to 
a multi-function display onboard the vessel. Much of the value to a smaller boat owner is in 
being seen, so most small vessels will pay the minimal extra price to be seen. 

SARTS (search and rescue transponders) are AIS emergency devices for attachment to life rafts 
etc, able to provide data in their emergency signals that help emergency services better track 
and locate the life raft. 

Territorial sea (or waters) is the area of coastal waters extending at most 12 nautical miles from 
the coast. 

Trinity House is the body responsible for lighthouses and buoys in the UK. 

Vessel monitoring system (VMS) is SRT’s fisheries-focused MDA offering. 

Vessel Traffic Management Systems (VTMS) are MDA type solutions focused on ports and 
navigation.  Their primary purpose is to prevent collisions and improve the efficiency of vessels 
moving in and out of ports.  They are often linked to wider port management software and 
services relating to the actual management of the port itself. 

Vessel Tracking System (VTS) is the term SRT uses to describe its MDA system focused on ports 
and navigable waterways – focused upon avoiding collisions and ensuring that vessels move 
through, in or out of a maritime space effectively.  
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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 
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