
COMPANY DESCRIPTION ___________________________________________
Piteco Group is an important player in the financial software industry
with an ambitious internationalisation and diversification project
driven by 2 business lines:
 Piteco, with over 30 years of market history, is the leading Italian

Software House for proprietary solution to Corporate Cash
Management and Financial Planning.
 Juniper Payments is a Software House leader in the US with

proprietary solutions for digital payment services and clearing
house.

The Group has about 650 corporate clients in 40 different countries,
3,500 financial institutions clients in the US market and 105 employees
distributed in Italy and US. The Group’s Business Model distinguishes
itself for the high level of visibility of revenues (recurring fees
approximately 60% of total), high profitability (2016 EBITDA margin of
40%) and high cash flow generation (2016 FCF of 4.3 Eu m).

MARKET AND STRATEGY ____________________________________________
Italian “Software and ICT solutions” trend (Assinform):
 6.3 Eu b in 2016 (+4.8% CAGR 2014-16)
 1.5 Eu b in 1Q17 (+5.8% vs 1Q16)
 +6.5% CAGR for 2017-2019E
Global Treasury Management System (TMS) trend (Bloomberg):
 prosperous potential market
 in North America only 40% of companies use TMS
 growing trend to use a TMS via Cloud platform

Piteco will continue to grow through:
 Consolidation of market position in Italy and abroad and focus on

new segment of mid-market clients (50 – 100 Eu m turnover) with
new cloud solution
 Continue to invest in R&D to offer new modules on top of the

existing to boost turnover
 M&A: given the good cash position, Management will consider

opportunities with right strategic features
 Moving to MTA in 2018

AIM POSITIONING _________________________________________________
Compared to average value of AIM “Technology” Sector, Piteco
shows:
 lower Revenue growth rates
 higher EBITDA margin and cash position
 higher capitalisation and liquidity
Performance from IPO is positive and above average.

2017-2019 ESTIMATES ______________________________________________
2017-2019 Revenues CAGR of +13% based on:
 Piteco CAGR of +8% in line with historical trend
 Juniper Payments CAGR of +35% thanks to advantageous market
position
EBITDA CAGR +15% based on increase in volumes. Net Profit CAGR of
+15%.
NFP as of December 31st , 2019 is expected at 1.0 Eu m.

VALUATION _______________________________________________________
We set a 5.79 Eu p.s. target price, derived from a relative valuation
using the EV/EBITDA discounted by 24.75% to a peer group consisting
of Large Cap Technology companies, as of AIM Positioning (5.12 Eu
p.s.) and a DCF model (6.45 Eu p.s., wacc 8.2%, g 1.5%).

Piteco
Consolidation after international expansion  

Key Figures (Eu m) 15A 16A 17E 18E 19E
Revenues 13.4 14.1 17.8 21.1 22.9
YoY growth +9% +6% +26% +19% +9%
EBITDA 5.7 5.6 7.0 8.5 9.4
EBITDA% 42.7% 39.7% 39.5% 40.4% 41.0%
EBIT 5.5 5.3 5.9 6.9 7.7
EBIT% 40.8% 37.6% 33.3% 32.8% 33.7%
Net Profit 3.4 4.5 4.1 4.9 5.4
NFP (Cash) 0.3 (2.0) 6.0 3.7 1.0
EPS 0.19 0.25 0.22 0.27 0.30

AIM Positioning

FY 2016 (Eu m) Company AIM Sector* AIM Italia
Revenues 14 18 39
Revenues YoY +6% +31% +18%
EBITDA Margin 40% 17% 15%
NFP (Cash) (2.0) 3.1 10.1
NFP/EBITDA -0.3 0.2 3.2
Market Data (Eu m) Company AIM Sector* AIM Italia
Capitalisation 93 45 60
Perf. from IPO +55% -9% +7%
Free Float 27% 33% 35%
ADTT YTD (Eu) 87,405 69,907 121,945

Peers Comparison

Please, read important disclaimer on the last page of this report.

Source: Factset Data and Osservatorio AIM Italia  – *Technology

Results & Estimates

SHARE DATA
Market AIM Italia
Reuters/Bloomberg PITE.MI/PITE IM
ISIN IT0004997984
N. of Shares 18,132,500
Free Float 27%
Main Shareholder (Dedagroup S.p.A. 55.44%)
Chairman Marco Podini

Source: Company Data for 2015-16 (IAS-IFRS) and IR Top Estimates for 2017-19 consolidated results 

1M 3M 1Y
Absolute -2.7% -2.5% +18.9%
Relative (FTSE AIM Italia) -4.1% -5.7% -8.1%
52-week High/Low (Eu) 5.50/3.25
Source: Factset data

Target Price (Eu) 5.79
Market Price (Eu) 5.10
Capitalisation (Eu m) 93
Enterprise Value (Eu m) 99
(as of November 3rd, 2017)

Performance

IR TOP RESEARCH
Luisa Primi - l.primi@irtop.com
T +39 02 89056957 - Via C. Cantù, 1 - 20123 Milan

Technology

FIRST COVERAGE
November 6th, 2017 6:00 p.m.

EV/EBITDA (x) 17E 18E 19E
Piteco 14.1 11.6 10.5
Technology Peers 18.4 15.8 13.7
Discount/Premium to Peers -24% -26% -23%

P/E (x) 17E 18E 19E
Piteco 22.6 18.8 17.1
Technology Peers 33.1 28.4 24.6
Discount/Premium to Peers -32% -34% -31%
Source: IR Top Estimates for Piteco and Factset data for comparables
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AIM Italia, the equity capital market for small growing companies, has grown significantly since 2013:
as of November 3th, 2017 the listed companies are 88 for a total capitalisation of 5.3 Eu b.

AIM Italia: 2009-2017 market dimension trend

Since 2013 the number of IPO’s and the amount raised increased considerably: in 2015 a peak was
registered thanks to the listing of 22 new companies (278 Eu m of capital raised) but in 2017 capital
raised is 903 Eu m.

AIM Italia is more dynamic than the main market (MTA): in 2015-2017, 50 companies listed on AIM
Italia, 18 on MTA.

Since 2009, the total equity amount raised in IPO is 1.9 Eu b; including capital increases, warrant
exercise and bond subscription, the capital raised is 2.3 Eu b.

AIM Italia: 2009-2017 market growth trend

Thanks to the introduction of PIR (Piani Individuali di Risparmio, the italian equivalent of UK lndividual
Savings Accounts), all the indices highlight positive trends: FTSE AIM Italia has grown by +26% so far in
2017.

FTSE Indices:  2016 vs. 2017 trend (post PIR)

Improving market liquidity: Average Daily Traded Turnover (ADTT) constantly increased in 2017, with
an average value of 122 Eu k (5.2x 24 Eu k in 2016). Total Traded Turnover (TTT) in 2017 amounted to
1.8 Eu b, 6.0x 295 Eu m in 2016.
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88 companies
5.3 Eu b of capitalisation
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Performance YTD

FTSE AIM Italia +26% YTD

Improved liquidity after the 
introduction of PIR
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The most important sectors in terms of number of companies are: Finance (22%), Media &
Entertainment (18%), and Energy & Renewables (15%); main sectors in terms of capitalisation are
Finance (27% of total capitalisation), Manufacturing (15%) and Media & Entertainment (10%).

AIM Italia: breakdown by Sector

N. of companies Capitalisation

Services is the sector with the best YTD performance (+169%), followed by Chemistry (+82%) and
Manufacturing (+69%).

AIM Italia:  average YTD share price performance

Food & Beverage had the highest level of Revenues (238 Eu m), followed by Manufacturing (97 Eu
m). The best growth yoy was realized by Healthcare goods & services (+32%). Energy & Renewables
was the sector that registered the highest level of Indebtedness (27.6 Eu m).

AIM Italia: average 2016 Financial data

Excluding Chemistry (represented by 1 company), the first sector in terms of average capitalisation is
Food & Beverage (106 Eu m), followed by Manufacturing (87 Eu m). In terms of EV/EBITDA multiples
Services shows the highest value (26.6x) followed by Technology (16.6x).

AIM Italia: average market data

AIM ITALIA BY SECTOR

Finance is the main sector in 
terms of n. of companies 
(22%) and capitalisation
(27%).

Best YTD performance: 
Services (+169%)

Best yoy 2016 Revenues
growth: Healthcare goods & 
services (+32%)

Average AIM Italia 
EV/EBITDA multiple: 13.9x

Sector N. of companies Capitalisation
(Eu m) Free Float ADTT YTD (Eu) EV/EBITDA 2016

Chemistry 1 507 37% 1,184,030 n.m.
Energy & Renewables 13 35 24% 53,382 16.1
Fashion & Luxury 4 33 23% 38,253 8.7
Finance 19 76 62% 137,967 n.m.
Food & Beverage 4 106 46% 208,834 9.0
Healthcare goods & services 5 71 28% 110,537 10.4
Manufacturing 9 87 25% 142,872 12.7
Media & Entertainment 16 34 28% 82,963 10.7
Services 5 30 21% 231,349 26.6
Technology 11 46 33% 69,907 16.6
Telco 1 17 39% 94,343 7.8
AIM Italia 88 60 35% 121,945 13.9

Sector Revenues (Eu m) yoy EBITDA % NFP (Cash) (Eu m)
Chemistry 5 -40% 16% -3.3
Energy & Renewables 38 26% 17% 27.6
Fashion & Luxury 37 -4% 2% 3.7
Food & Beverage 238 4% 10% 18.6
Healthcare goods & services 65 32% 19% 5.8
Manufacturing 97 4% 10% 15.7
Media & Entertainment 23 20% 18% 6.5
Services 11 30% 13% 0.3
Technology 18 31% 17% 3.1
Telco 6 21% 39% 2.4
AIM Italia 39 18% 15% 10.2

EV as of November 3rd, 2017
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Piteco Group is an important player in the financial software industry with an internationalisation and
diversification project driven by 2 business lines: Piteco SpA and Juniper Payments LLC.

Compared to average values of AIM Italia “Technology” Sector, Piteco shows:
 lower Revenues growth rates but higher EBITDA margin
 cash position

Piteco is trading in line in terms of EV/EBITDA compared to average AIM Italia “Technology” Sector.

Compared to average AIM Italia “Technology” Sector, Piteco shows:
 higher capitalisation
 lower free float
 higher average daily traded turnover (ADTT)
Performance from IPO is positive and broadly above average.

Main activities of AIM Italia “Technology” Sector companies: DHH (Web Hosting services), Expert System (Cognitive computing and text
analytics), Finlogic (Codification and Automatic identification), MailUp (Cloud Computing), Neurosoft (Software), Piteco (Financial
Software), Prismi (Digital Marketing), Softec (Digital Platform), Tech-Value (IT services and PLM solutions), Vetrya (Digital services,
application and broadband solutions), Wiit (Cloud Computing).

DHH

Expert System

Finlogic

MailUp

Neurosoft

Piteco

Prismi
Softec

Tech-Value

Vetrya

Wiit

-40%

-20%

0%

20%

40%

60%

80%

100%

120%

140%

-15% -5% 5% 15% 25% 35% 45%

AIM POSITIONING 
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Company Capitalisation (Eu m) Free Float Perf. from IPO ADTT YTD (Eu)
DHH 11 30% -20% 10,423
Expert System 43 70% -15% 118,904
Finlogic 34 27% 38% 88,751
MailUp 37 34% 36% 81,233
Neurosoft 53 12% -73% 48,960
Piteco 93 27% 55% 87,405
Prismi 11 78% -93% 32,530
Softec 7 7% -80% 22,048
Tech-Value 13 22% -1% 15,766
Vetrya 47 18% 18% 86,938
Wiit 153 37% 32% 176,013
Technology 46 33% -9% 69,907
AIM Italia 60 35% 7% 121,945

Source: Osservatorio AIM Italia, EV as of November 3rd,2017

2016 Data (Eu m) Revenues yoy EBITDA% NFP (Cash) EV/EBITDA NFP/EBITDA
DHH 4 7% 9% (3.2) 23.0 -9.0
Expert System 30 28% -8% 11.1 n.m. n.m.
Finlogic 19 16% 16% (0.5) 11.1 -0.2
MailUp 22 129% 11% (1.0) 15.0 -0.4
Neurosoft 9 -30% 40% (2.3) 14.7 -0.6
Piteco 14 6% 40% (2.0) 16.1 -0.3
Prismi 13 44% 8% 12.7 24.6 13.1
Softec 11 40% 16% 3.1 5.8 1.8
Tech-Value 11 18% 16% (2.3) 5.9 -1.3
Vetrya 57 61% 10% 9.4 10.1 1.7
Wiit 15 20% 27% 8.9 39.2 2.2
Technology 18 31% 17% 3.1 16.6 0.2
AIM Italia 39 18% 15% 10.2 13.9 3.2

AIM Italia “Technology” Sector
Size of the bubble: 2016 Revenues

Source: Osservatorio AIM Italia, market data as of November 3rd , 2017
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ITALIAN DIGITAL MARKET TREND

The estimated value of the Italian Digital Market in 2016 was 66.1 Eu b (CAGR 2014-16 +1.4%),
registering a yoy growth above the Italian GDP in the last 2 years:

 +1.0% IDM vs +0.8% GDP in 2015
 +1.8% IDM vs +0.9% GDP in 2016

According to the Report “Il Digitale in Italia 2017” elaborated by Assinform, the Italian Digital Market
will continue to grow in the next two years at a CAGR of +2.8%, with a 2019 target of 71.5 Eu b.

The total value of the sub-sector Software and ICT solutions was 6.3 Eu b in 2016 registering a yoy
growth of +4.8%, in line with the performance in recent years : CAGR 2014-16 +4.8%. The Market
analysis made by Assinform estimate a 2017-19 CAGR of +6.5%.

The Software Market is composed by:

- SYSTEM SOFTWARE: software which guarantees basic functions (OS, e.g. MAC OS or Windows)
- INFRASTRACTURE SOFTWARE: set of programs that act as intermediaries between different

applications and software components.
- APPLICATION SOFTWARE: programs used for office automation (e.g. Word, Excel), particular

professional needs and assets (ie. the treasury, warehouse management), creation of software,
and optimisation of computer processes.

Piteco operates in the Application Software sector, in particular in the Management Application
Software sub sector composed by 5 product categories: Accounting Software, Storage Software,
Production Software, Budgeting Software, Management & Financial Analysis Software. In the last
category is located the niche market of Treasury Software.

GLOBAL TREND IN TREASURY MANAGEMENT SYSTEM – TMS

TMS are usually automated systems or software packages that allow companies and their treasury
departments to communicate and/or interface with banking partners, vendors and customers in real
time. TMS are available in a variety of forms. It could be an installed TMS, a system delivered as
“software-as-a-service” - SaaS/ASP - purchased from a bank or another vendor, or a module within
an enterprise resource planning (ERP) system.

The majority of TMS are installed systems. Still, slightly over a quarter are delivered as (SaaS)/ASP;
Companies that have resisted adopting a TMS use spreadsheets (usually Excel) for various key
processes, primarily cash forecasting, cash positioning and bank account management.

According to 2016 AFP TMS Survey by Bloomberg 3/4 of organizations that utilize a TMS have had their
systems for at least 3 years and 54% of organizations with a TMS currently use the most recent version.

Only 51% of the surveyed companies already uses a Software to manage their Treasury (TMS).

Prosperous potential market: only 18% of companies with annual revenues of less than 250 $ m use a
TMS and only 44% of companies with annual revenues between 300 $ m and 1 $ b use a TMS.

A certain maturity of the European market (63% uses TMS) in comparison to the north American one
(only 40% uses TMS).

The trend to use a TMS via Cloud platform is growing over time (but only 27% of the companies are
actually using it). However, there is a higher penetration in the US market, where already 39% of the
implementations is in cloud mode.

SOFTWARE MARKET

Software and ICT Solutions 
sector CAGR 2017-19 +6.5%

Italian Digital Market Growth 
trend by sector

Piteco operates in niche 
market of Treasury Software

US market is not ripe

23.2 22.6 22.4 22.2 22.3 22.4

16.9 17.0 17.2 17.5 17.8 18.0

10.2 10.4 10.6 11.0 11.4 11.8

8.3 9.0 9.6 10.3 11.0 11.7
5.7 6.0 6.3 6.6 7.0 7.564.2 64.9 66.1 67.7 69.4 71.5

2014 2015 2016 2017E 2018E 2019E

Software and ICT solutions

Digital Content and Advertising

ICT Services

Devices and systems

Telco network services

43%

8%

49%

Yes Yes, we built our own system No

Source: Il Digitale in Italia, Assinform July 2017

Source: 2016 AFP Treasury Management 
System Survey, Bloomberg and AFP, April 2016
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Piteco GROUP is an important player in the financial software industry with an ambitious
internationalization and diversification project driven by 2 business lines.

PITECO

Piteco SpA is the leading Italian Software House for proprietary solutions to Corporate Cash
Management and Financial Planning in terms of size, number of resources, range of services offered
and managed customers.

The company has over 30 years of market history and covers the whole value chain of software: R&D,
design, implementation, sales and service.

The software is entirely proprietary, integrable with leading corporate information systems (Oracle,
SAP, Microsoft, etc.) and customizable to customer needs.

The Company presents 4 product families (20 modules):
 Piteco EVO, presents an integrated solution for the management of corporate finance and consists

of 17 different modules;
 CBC, meets the requirements of efficient management of the workflows of companies towards

national and international banks;
 MATCH.IT, dedicated to analysis and matching of complex data flows;
 AT.PRO, designed for middle and back office management of securities portfolio.

Piteco has a large customer base: about 650 corporate clients in 40 different countries, active in a
highly diversified number of business sectors (Banks and P.A. excluded), mainly medium to large
companies (98% records more than 100 Eu m revenues).

The customer base is characterised by very high retention rate and a constant growth:
approximately 30 new clients per year on average.

The potential market includes all industrial companies that consider treasury management important
to oversee and enhance the treasury function in case they increase their revenues and need to
track their cash flows.

The typical client lifecycle consists mainly of 3 phases:
 acquisition: sale of Piteco software and customization to client’s needs,
 maintenance: recurring annual maintenance fee (inflation linked) and invoiced in advance,
 upgrading: additional cross-selling of the current 20 software modules which are part of total Piteco

offer. The upgrading leads to a constant increase in the average annual maintenance fee.

Software sales (1.4 Em in 2016, 11% of total) allows Piteco to generate significant recurring revenues
from maintenance fees (7.1 Eu m in 2016, 52%, steadily increasing yoy) and services with high added
value (5.0 Eu m in 2016, 37%).

The large client portfolio and the business model based on recurring fees allow Piteco to have:
 visibility on expected turnover
 high profitability
 high cash flow generation.

In 2015 Piteco acquired the Business Assets from Centro Data Srl (with effect from 1 July 2015)
providing solutions for financial transactions reconciliation and complex data matching (MATCH.IT
software). This acquisition has allowed the Company to add new software modules to its offer, in
areas corresponding the current core business and about 50 new clients mainly in areas not
completely covered as insurance and consumer credit.

GROUP PROFILE 

Leading italian Software 
House

Client breakdown by 
Revenues

Significant recurring 
revenues (52% of total)

Business model strenghts

M&A track record

Eu m 2016 FY 2015 FY 2014 FY 2013 FY
Recurring fees 7.1 6.5 5.8 5.5
Services 5.0 4.7 4.3 3.6
Software 1.4 1.7 1.5 1.6
Revenues 13.5 12.8 11.5 10.8
Source: Company Data

> 500 Eu m 
55%> 100 Eu m 

43%

< 100 Eu m 
2%
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JUNIPER PAYMENTS

Juniper Payments LLC (that is a Special Purpose Vehicle) was established in April 2017 to acquire the
business assets from LendingTools.com Inc.

Juniper Payments is a Software House leader in US (more than 15 years of successful operation) with
proprietary solutions for digital payment services and clearing house to approximately 3,500
American Banks, managing the settlement of Interbank financial flows (bank transfers and checks
collection) for over 3 $ b per day.

Juniper can be considered one of the largest US interbank networks; no other third-party service
provider connects more financial institutions with the exception of the Federal Reserve. Juniper is
currently the third player in the US market behind Fedline Advantage, owned by Federal Reserve,
and another player owned by other banks. The two market leaders are both much bigger in size
than Juniper, that presents itself with a high quality low price offer. This puts Juniper Payments in an
advantageous position to gain market share.

The Company operates through SaaS Model: all products and support are provided as service
utilizing Internet as delivery system. Products and sub-products can be enabled as modules to any
customer based on what it has been purchased.

2016 FY Data:
 5 $ m Turnover
 2 $ m EBITDA
 1.75 $ m EBT
 20 Employees

The business model is based on recurring fees thanks to long-term contracts signed with US Banks and
fully predictable costs, thus generating a minimum guaranteed marginality.
90% of annual revenues are based on contracts in a SaaS environment. Juniper Payments provides
the 'right to use' by end-users via principal customer contracts. The remaining 10% is due to
customization fees and technical advisory and support. An average contract generally lasts 5 years
or more and is characterized by very high retention rate.

In April 2017 Piteco North America Corp. (owned 100% by Piteco SpA) acquired 55% of Juniper
Payments LLC for 13 $ m (3 $ m equity and 10 $ m 10 years intercompany loan): the transaction
involves not only the acquisition of all strategic business assets, but also net working capital of 2.25 $
m (mainly cash liquidity) and the temporary setting aside of a part of the total outlay (0.95 $ m) in a
deposit account to guarantee successive checks.
Piteco financed the transaction through a bank loan of 7 Eu m and partial use of current cash.

A shareholders’ agreement foresees, inter alia, for Piteco North America Corp. the obligation to
acquire 2.5% of shares from 2 managing shareholders (currently owning 22.5% each), at the end of
the first 2 fiscal years. The operation will have a total value ranging from 1 $ to 1.5 $ m according to
the achievements of certain economic results set for 2017 FY and 2018 FY.

Entry into US digital 
payment services and 
clearing house 
growing market

Advantageous 
positioning

Interesting acquisition 
considering JP’s 
recurring revenues, 
high profit margins 
and growth 
perspectives

Further details
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RESULTS AND ESTIMATES

1H 2017 Revenues  by 
Product

2.7 Eu m distributed as 
dividends (60% payout) 

Record net profit in 2016 
thanks to Patent Box regime 
effect

1H 2017 RESULTS

Results as of June 30th , 2017 are the first consolidated financial statements of Piteco Group and are
reported with 2 months of Juniper Payments contributions (May and June).

1H 2017 Revenues rose by +13% to 7.6 Eu m, including a 1% organic growth and 0.8 Eu m from Juniper
which contributed for 2 months.

EBITDA of 2.5 Eu m was in line with last 1H 2016 results. Margins were however affected by several non
recurring elements:
 about 0.3 $ m of Revenues related to the first month activity of Juniper Payments were not

calculated due to accounting issues and were instead booked as lower acquisition price
(considering this adjustment EBITDA would have recorded a +14% growth compared to 1H 2016);
 extraordinary expenses of 0.24 $ m for the LendingTools Business Unit acquisition;
 0.64 $ m of exchange rate losses (unrealized) related to the weakness of the USD at June 30th , 2017

compared to the 10 Eu m Intercompany loan.

NFP equal to 6.6 Eu m (-1.9 Eu m in FY 2016) due to:
 10.3 Eu m paid for the acquisition of LendingTools assets.
 2.7 Eu m distributed as dividends, corresponding to a payout of 60% (0.15 Eu p.s.)

Operating Cash Flow amounts to 3.8 Eu m (51% of net revenues) confirming the high cash conversion
capability of the Company.

FY 2016 RESULTS

Revenues grew by 5.5% to 14.1 Eu m, primarily related to the increase of recurrent maintenance fees
(+9%) and services (+7%). EBITDA came to 5.6 Eu m (40% EBITDA margin), aligned with 2015 despite
the investments carried out to address commercial activities in US and Mexico, launch of the “cloud”
solution and the reinforcements of the internal structure.

Net Profit amounted to 4.5 Eu m, +31% compared to FY 2015 thanks to Patent Box regime effect.

NFP amounted to -2.0 Eu m, improving thanks to the extremely positive dynamic of the operating
cash flow.

Eu m – IAS/IFRS 1H 2017 1H 2016 1H 2015 1H 2014
Revenues 7.6 6.7 6.1 5.6
YoY growth 13.2% 10.0% 8.8% n.a.
EBITDA 2.5 2.5 2.6 2.3
EBITDA% 33.4% 36.9% 42.6% 40.8%
EBIT 1.9 2.3 2.5 2.0
EBIT% 25.3% 34.9% 41.6% 35.0%
Net Profit 1.0 1.8 1.3 0.9
NFP (Cash) 6.6 (1.9) 8.7 n.a.

50%

30%

9%

11%

Recurring fees

Services

Software

Digital payment and clearing house

Source: Company Data

Eu m – IAS/IFRS FY 2016 FY 2015 FY 2014 FY 2013
Revenues 14.1 13.4 12.3 11.1
YoY growth +6% +9% +11% n.a.
EBITDA 5.6 5.7 5.2 4.3
EBITDA% 39.7% 42.7% 42.1% 38.4%
EBIT 5.3 5.5 4.5 3.6
EBIT% 37.6% 40.8% 36.4% 32.3%
Net Profit 4.5 3.4 2.4 1.6
NFP (Cash) (2.0) 0.3 10.0 n.a.
Source: Company Data

STRATEGY

Moving to MTA in 2018

Consolidating market position
Piteco SpA will consolidate its market position in Italy and continue its internationalisation process
through its current sales channels. Target new segment of mid-market clients (50 – 100 Eu m turnover)
with new cloud solution. Juniper Payments will focus on gaining market share in the US market.

R&D
Continuous investment in R&D to offer other modules on top of the existing to boost revenues.

M&A
Given the good cash position, Management will consider opportunities with right strategic features:
 high marginality and profitability on stand alone basis
 business model similar to Piteco
 good commercial network

Piteco plans to move from AIM Italia to MTA in 2018
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ESTIMATES

For 2017-2019 we believe that the Piteco Group will:
1) grow Revenues at a CAGR of 13% through:

 Piteco CAGR of +8% in line with historical trend as the Company develops its international
strategies

 Juniper Payments CAGR of +35% thanks to advantageous market position.

The 2017 contribution of Juniper Payments is 8 months (from May to December).

2) Piteco can maintain a high EBITDA margin thanks to high market share and fully developed
products. EBITDA can grow with at a CAGR of +15%, thanks to increasing volumes.

3) Piteco can generate high level of Cash Flow, carrying on the historical trend, given low level of
investments. In 2016, Piteco invested 0.5 Eu m (of which 0.3 Eu m subscribed to the Balance
Sheet as assets).

4) We have prudentially carried forward the 1H 2017 exchange rate losses to year end 2017,
although unrealized. We estimate a tax rate of 15% for 2017 thereafter rising to 18% in 2019 and
to 20% in 2020. Our estimates do not include M&A transactions.

MAIN FINANCIAL INDICATORS

Eu m 15A 16A 17E 18E 19E
Net Working Capital (NWC) 1.0 1.4 2.6 3.4 3.8
Fixed net assets 30.0 30.1 38.6 37.3 35.9
Funds (1.3) (1.4) (1.4) (1.5) (1.5)
Net Capital Employed 29.7 30.1 39.8 39.3 38.2

Net Financial Position (Cash) 0.3 (1.9) 6.0 3.7 1.0
NFP/EBITDA 0.1 (0.4) 0.9 0.4 0.1
Group’s Equity 29.4 32.0 33.8 35.6 37.2
Minority Interest 1.3 1.8 2.3
Sources 29.7 30.1 39.8 39.3 38.2

Change in NWC (0.6) (0.4) (1.2) (0.9) (0.4)
Capex (1.3) (0.3) (9.5) (0.3) (0.3)

Eu m 15A 16A 17E 18E 19E
Revenues 13.4 14.1 17.8 21.1 22.9

yoy +9% +6% +26% +19% +9%
EBITDA 5.7 5.6 7.0 8.5 9.4

margin 42.7% 39.7% 39.5% 40.4% 41.0%
D&A (0.2) (0.3) (1.1) (1.6) (1.7)
EBIT 5.5 5.3 5.9 6.9 7.7

margin 40.8% 37.6% 33.3% 32.8% 33.7%
Net financial charges (0.9) (0.2) (0.4) (0.3) (0.3)
Pre tax profit 4.6 5.1 4.9 6.6 7.4
Tax (1.1) (0.5) (0.7) (1.2) (1.5)
Minority Interest (0.1) (0.5) (0.5)
Group’s Net Profit 3.4 4.5 4.1 4.9 5.4

yoy +44% +31% -9% +20% +10%
EPS 0.19 0.25 0.22 0.27 0.30

2017-2019E: Piteco can 
grow Revenues at a CAGR 
of +13%  and maintain high 
levels of EBITDA margin

Source: Company Data for 2015-16 (IAS-IFRS) and IR Top Estimates for 2017-19 consolidated results 
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OWNERSHIP 

Piteco is owned by the 
Podini Family (64% overall)

Piteco is owned by the Podini Family which holds overall 64% of outstanding shares.

The share capital subscribed and paid up is 18,154,900 Eu, made up by n. 18,132,500 ordinary shares.

Free float is 27.45%

On October 2nd, 2017 Dedagroup SpA, Fago60 Srl (both companies linked to Marco and Maria Luisa
Podini), Paolo Virenti, Andrea Guido Guillermaz and Riccardo Veneziani - all in possession of n.
12,080,502 shares, equal to 66.62% of the share capital - entered a new shareholders' agreement in
lieu of the one subscribed on May 14th, 2015.

*Companies referring to the same beneficial owner: Marco Podini and Maria Luisa Podini
** Shareholder tied to shareholders' agreement with Dedagroup SpA

Shareholder n. of shares %
Dedagroup SpA* 10,053,500 55.44%
Fago60 Srl* 472,000 2.60%
Marco Podini 537,749 2.97%
Maria Luisa Podini 537,749 2.97%
Andrea Guido Guillermaz** 518,334 2.86%
Riccardo Veneziani** 518,334 2.86%
Paolo Virenti** 518,334 2.86%
Ennismore Fund Management 1,263,500 6.97%
Other Shareholders (<5%) 3,713,000 20.48%
Total 18,132,500 100.00%

MAIN RISKS

Fluctuation of Eu/USD 
exchange rate

Macroeconomic situation and evolution of Software and ICT solution market: the performance of the
sector in which company operates is related to the general economic outlook and therefore any
periods of recession can lead to a resulting in reduced demand for the products and services
offered. The economic, patrimonial and financial situation of the Group is affected by
macroeconomic framework.

Competitiveness risk: the sector in which Piteco operates is subject to strong competition, which is
generally manifested in a tension on the selling prices of the products and services offered.
Particularly there is a risk that major enterprise software vendors might take interest in the TMS sector.

Technological evolution: Software and ICT solutions market is characterized by rapid technological
development and is affected by the competitive pressure resulting from the development of
technology.

New markets: moving into new countries increase opportunities but it also increases liabilities and
adds currency exposure.

Exchange rate fluctuation risk: especially related to Euro/Dollar exchange rate, after the enter in US
market through Juniper Payments acquisition.

OPPORTUNITIES

50% of revenues derives 
from recurring fees

High marginality and cash 
flow generation

Very specialized marketplace: Piteco has for years assumed a particularly important position in the
domestic market which makes it less subject to competitive price tensions.

Piteco has been able to maintain a growing trend without experiencing particular slowdowns even in
earnings performance, in spite of the unfavorable economic situation which had significant
repercussions on the ICT market.

High marginality and cash flow generation: Piteco has had historically high level of EBITDA margin,
thanks to low operating costs, high cash flow generation and low level of investments.

Strong pipeline: Piteco adds 30 new clients average per year (over 650 total clients) and
approximately 60% of revenue derives from recurring fees and it’s continuously growing. The
Company’s software is used in more than 40 countries in 5 different continents.

M&A on Italian market: the fragmentation of the national IT market offers numerous small business
acquisition options.
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We value Piteco through 2 different approaches, equally weighted:
- Market multiples comparison
- Discounted Cash Flow (DCF) model.

AIM POSITIONING DISCOUNT/PREMIUM

When using market multiples to determine the fair value of an AIM Italia listed company, we apply a
discount on the average peer multiple based on an algorithm that measures the positioning of the
company compared to the AIM Italia market as a whole, and to the relevant AIM Sector .

In partnership with “Osservatorio AIM” (IR Top proprietary database) all companies listed on AIM Italia
have been analysed over 4 dimensions:
1. Market Data (capitalisation, liquidity, free float)
2. Financials (growth and profitability)
3. Sustainability (ESG)
4. Transparency (strategic plan)

The Market Data establishes a base that runs from 20% to 30%. According to a scoring system the
other 3 dimensions (Financials, Sustainability and Transparency) determine an additional
discount/premium in a range of +/- 5%.

Applying the algorithm on Piteco we consider fair a discount of 24.75% to Technology Peers based
on:
 Market Data discount of 25%
 A premium of 0.25% as a sum of the scoring for Financials, Sustainability and Transparency.

The below figure summarizes Piteco’s relative positioning for the items considered.

Piteco AIM Positioning AIM Sector AIM Italia YES NO
Market Data <AVG >AVG <AVG >AVG
Capitalisation X X
Liquidity (ADTT YTD) X X
Free Float X X

Financials <AVG >AVG
YoY Revenues Growth X
EBITDA Margin X
Dividend Policy X

Sustainability (ESG)
Independent Directors X
List vote X
Relevant Environmental Data X
Relevant Social Data X

Transparency
Strategic Plan X

VALUATION 

Our valuation yields a Target 
Price of 5.79 Eu per share

Discount of 24.75% to 
Technology Peers 

GOVERNANCE

7 board members, 1 
Independent

List vote: 10%

The Board of Directors has 7 members, 1 of them is Independent.

Marco Podini – Chairman: Chairman of Dedagroup and of the following ICT companies: Dexit
(outsourcing), Derga Consulting (SAP consulting), Cast (technology), Sinergis (geo-referencing),
Piteco (corporate treasury). He is also CEO of Sequence, active in logistical outsourcing and
renewable energy production, director in Elma S.p.A. and reference partner of Lillo S.p.a., a large
distribution company active with the commercial formula of hard discount in Italy. He was from 1995
to 2001 Chief Financial Officer of Elma S.p.A. and of Pasubio S.p.A., financial and investment
companies, through which they have gained extensive financial experience. Born in Bolzano in 1966,
after graduating in German, he graduated with full marks and praise in Business Administration at
Bocconi University. He speaks Italian, German and English. He is married and father of 3 children.
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MULTIPLES

We used a peer group consisting of technology Large Cap companies with business models
comparable to Piteco. We considered EV/EBITDA as the most important tool to evaluate Piteco
Group.

EV/EBITDA (x) 17E 18E 19E
Piteco 14.1 11.6 10.5

Datalogic 18.9 16.6 14.9
Intuit 19.9 17.6 15.6
Oracle 10.5 9.5 8.8
Reply 13.3 11.5 10.2
Sage 19.0 16.4 14.7
salesforce.com 30.9 23.9 18.5
SAP 16.5 14.8 13.3
Technology Peers 18.4 15.8 13.7
Discount/Premium to Technology Peers -24% -26% -23%
Source: IR Top estimates for Piteco and Factset Data for comparables.

Applying a 24.75% discount (as determined above) on average 2017 and 2018 EV/EBITDA multiples
gives a fair value of 5.12 Eu per share.

DCF

Main assumptions are:
- Perpetual growth: 1.5%
- Risk Free interest rate: 2.00%
- WACC: 8.2%

Our DCF valuation yields a target price of 6.45 Eu per share.

Source: Company Data and IR Top Estimates

Sum of PV 2017-2023 FCF – Eu m 32.81
Terminal Value – Eu m 90.76
Total Enterprise Value – Eu m 123.57
Net Financial Position (Cash) – Eu m 6.54
Total Equity Value – Eu m 117.03
Number of outstanding shares – m 18.13
Fair Value per share – Eu 6.45

Eu m Country Capitalisation Revenues
2016 yoy EBITDA %

2016A
EBITDA %

2017E

Piteco Italy 92 14 +6% 40% 40%

Datalogic Italy 1,975 576 +8% 15% 17%
Intuit USA 33,720 4,229 +19% 32% 38%
Oracle USA 180,267 34,611 +4% 42% 47%
Reply Italy 1,725 781 +11% 11% 14%
Sage UK 9,255 2,005 +4% 30% 28%
salesforce.com USA 63,540 7,600 +26% 8% 22%
SAP Germany 121,438 22,062 +6% 29% 32%
Technology Peers 58,846 10,266 +11% 24% 28%
Source: Company Data and IR Top Estimates for Piteco and Factset Data for comparables.

VALUATION SUMMARY

Weighting the 2 approaches equally we set a target price of 5.79 Eu, implying an upside of 14% and
an implicit EV/EBITDA 2017 and 2018 multiple of 15.8 x and 13.1 x respectively.

Method Price (Eu)
DCF 6.45
Multiple analysis 5.12
Target Price 5.79



13

Piteco FIRST COVERAGE – November 6th, 2017   6:00 p.m.

IPO

Date: 31 July 2015
Capital raised: 11.5 Eu m (included greenshoe option)
Price: 3.30 Eu
Capitalisation: 59.8 Eu m
NomAd: Advance SIM
Specialist: Corporate Family Office SIM

Piteco Convertible 4.50% 2015-2020

Code: PITE20
ISIN: IT0005119083
N. issued bonds: 1,189
Nominal value or Issue Price of each bond: 4,200 Eu
Issued Value: 5.0 Eu m
Interest Rate: 4.50%
Conversion Ratio: 1.000:1 (underlying shares: bonds)
Conversion Price: 4.20 Eu
Conversion Period: 31 July 2015 - 24 July 2020
Maturity Date: 24 July 2020

As of November 3rd, 2017 outstanding n. 1,182 Convertible Bonds for a nominal value of 4,964,400 Eu.

SHARES (as of November 3rd, 2017)

Code: PITE
Bloomberg: PITE IM
Reuters: PITE.MI
ISIN: IT0004997984
Share capital: 18,154,900 Eu
Shares: 18,132,500
Price: 5.10 Eu
Performance from IPO: +55%
Capitalisation: 92.5 Eu m

Piteco on AIM

+55% from IPO
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DISCLAIMER

UPDATES
This Research is the first coverage made by IR Top Consulting S.r.l. (IR Top) on Piteco (the “Company”). Update frequency might depend on circumstances considered to be
important (corporate events and changes of recommendation, etc.) or on further advisory commitment.
Opinions and estimates of this Research are as the date of this material and are subject to change. Information and opinions have been obtained from sources public and
believed to be reliable, but no warranty is made as to their accuracy or correctness. Past performances of the Company are not guarantee of future results.

VALUATION METHODOLOGY (HORIZON: 12M)
IR Top obtained a fair value using different valuation methodologies including Discounted Cash Flow method and Multiple-based models.
Moreover, IR Top used a proprietary model, “AIM Positioning rating”, which incorporates a number of variables selected by IR Top based on research of “Osservatorio AIM Italia”,
managed by IR Top and focused on research about performance of Companies listed on AIM Italia.
Detailed information about the valuation or methodology and the underlying assumptions and information about the proprietary model used is accessible at IR Top premises.

RESEARCH TEAM
Luisa Primi, (Senior Analyst, AIAF Associated)
Gianluca Mozzali, (Analyst)
Claudia Zolin, (Analyst)
Chiara Cardelli, (Researcher)
No other people or companies participated or anyhow contributed to the Research. Neither the members of the research team, nor any person closely associated with them have
any relationships or are involved in circumstances that may reasonably be expected to impair the objectivity of the Research, including interests or conflicts of interest, on their
part or on the part of any natural or legal person working for them, who was involved in producing the Research.

INTERESTS INVOLVED AND CONFLICTS
This document has been prepared by IR Top, Partner Equity Markets of Italian Stock Exchange, part of LSE Group, on behalf of the Company according to a contract, under which
IR Top undertook to prepare this report expressing only independent, fair and balanced views on the Company. The fees agreed for this Research do not depend on the results of
the Research.
This Research has been disclosed to the issuer to which the Research, directly or indirectly, relates before its release. It is incumbent on the Company to provide timely and
constructive feedback on draft Research prior to publication. It is IR Top’s sole discretion as to whether comment and feedback from the Company is incorporated into the
Research prior to publication and where it is, a further iteration to the draft will be sent to the Company for comment.
IR Top is also engaged in investor relations services in the interest of the Company and might occasionally be involved in other consulting activities intended to increase the value
of the Company. In any case, Chinese Walls and other information barriers are in place to avoid the exchange of confidential information between the Equity Research
Department and other services areas; employees and advisors involved in such services have restrictions preventing them from the access to confidential information that can not
be published.
IR Top restricts research analysts from performing roles, which could prejudice the independence of their research. In particular:
- they are permitted to attend and speak at widely attended conferences or other widely attended events at which IR Top colleagues and clients, among others, may also be
present, provided that their independence may not be affected. These widely-attended conferences/events may include some investor presentations by clients of investor
relations services.
- Analysts are also permitted to attend and speak at conference calls or meetings between analysts and bankers, investors or customers in which are discussed Research reports
already published or general view on specific sectors. In such cases, at the start of that meeting, bankers, investors or customers need to be clarified that the discussion cannot
involve the communication of privileged information to the analyst as the analyst would be prohibited from producing new research report on the companies whose privileged
information has been disclosed.
Members of the Research Team do not receive salaries, commissions, bonuses or any other form of compensation based upon specific investment banking transactions or
securities’ performances.
IR Top and the members of the Research Team do not have any further interest or conflict of interest directly or indirectly related with the Research, the Company or the securities,
that may reasonably be expected to impair the objectivity of the Research.
There are no other interests or conflicts of interest of any person belonging to the same group of IR Top that are: (a) known, or reasonably expected to be known, to the persons
involved in the production of the recommendation; or (b) known to persons who, although not involved in the production of the recommendation, have or could reasonably be
expected to have, access to the reccomendation prior to its completion.
In any case, as a general Policy, nobody of the Research Team nor IR Top is allowed to have a financial interest in the securities of the client company or serve as an officer,
director or advisory board member of the client company.
Analysts must not undertake personal transactions on financial instruments that are object of the investment research or that relate to the same industry. Exceptions may be made
with the prior approval of IR Top’s CEO in special circumstances such as for disposal of (a) positions already held before the employment or before the implementation of the
company policy, or when initiating coverage and (b) positions obtained as a result of the issuer extraordinary activities. By the way, when analysts hold instruments to which Equity
Research relates, they are required to disclose their interests in Research reports. Any trades that analysts make must be in line with their recommendation(s), contained in the last
published Research. An analyst is prohibited from producing a Research on an issuer if the analyst carries out activities for which he receives compensation from the issuer. If an
analyst's household member / relative / relative in-law (within the second degree) serves in such a high capacity for the issuer (i.e. manager or director), the analyst has to inform IR
Top’s CEO and the analyst will cease covering the issuer.

POLICY
IR Top has in place a “Joint conflict management policy” in order to effectively manage any conflicts of interest, and an “Equity Research Policy”, in order to rule research services
in compliance with Parliament Regulation (EU) no.596/2014 and Commission Delegated Regulation (EU) no. 958/2016 on Market Abuse.
IR Top has adopted the “Joint conflict management policy” in accordance with best practice regarding “information barriers” to restrict the flow of information to prevent the
misuse of information and/or prevent any conflicts of interest arising from other activities of IR Top. A copy of these policies is available to the recipient of this Research upon
making a request to IR Top by e-mail.

DISCLAIMER
This report has been prepared solely for information purpose and is not intended as an offer or solicitation with respect to the purchase or sale of any financial products. It should
not be regarded as a substitute for the exercise of the recipient’s own judgment. IR Top does not accept any liability for any direct, consequential or indirect loss arising from any
use of material contained in this report. This document may only be reproduced or published together with the name of IR Top.
Opinions and estimates in this Research are as at the date of release and are subject to change without notice to the recipient. Information and opinions have been obtained
from sources believed to be reliable, but no representation or warranty is made as to their accuracy or correctness. Past performance is not a guarantee of future results. The
investments and strategies discussed in this Research may not be suitable for all investors. In any case, you should consult your investment advisor.
This document is intended for distribution only to E.U. “qualified investors” and to “qualified counterparties” resident in Italy, within the meaning of article 2(1)(e) of the prospectus
directive (directive 2003/71/EC) and Consob Reg. 16190, as subsequently amended and supplemented; its distribution in USA, Canada, Australia, Japan is not allowed.
In Italy, this document is being distributed only to, and is directed at qualified investors within the meaning of article 100 of legislative decree no. 58 of 24 February 1998, as
amended, and article 34-ter, paragraph 1, letter b), of Consob regulation on issuers no. 11971 of May 14, 1999, provided that such qualified investors will act in their capacity and
not as depositaries or nominees for other shareholders, such as persons authorized and regulated to operate in financial markets, both Italian and foreign.

DISTRIBUTION
In the United Kingdom, this document is not for distribution to persons that would be defined as private customers under rules of the FSA; it is for distribution only to persons who: (i)
have professional experience in matters relating to investments falling within article 19(5) of the financial services and markets act 2000 (financial promotion) order 2005 (as
amended, the “financial promotion order”), (ii) are persons falling within article 49(2)(a) to (d) (“high net worth companies, unincorporated associations etc.”) of the financial
promotion order, (iii) are outside the United Kingdom, or (iv) are persons to whom an invitation or inducement to engage in investment activity (within the meaning of section 21 of
the FINANCIAL SERVICES AND MARKETS ACT 2000) in connection with the issue or sale of any securities may otherwise lawfully be communicated or caused to be communicated
(all such persons together being referred to as “relevant persons”).
This document is not addressed to any member of the general public and under no circumstances should this document circulate among, or be distributed to (i) a member of the
general public, (ii) individuals or entities falling outside the definition of “qualified investors” as specified above or (iii) distribution channels through which information is or is likely to
become available to a large number of persons.

IR TOP CONSULTING SPECIFIC DISCLOSURES
We disclose that IR Top acts as Investor Relations and Financial Communication advisor for the Company.

IR Top S.r.l.
Via C. Cantù, 1 – 20123 Milan
Telephone +39 02 45473884/3
info@irtop.com
www.irtop.com
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