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Chief Executive’s review

Improvements in information
systems and technology provide
scope for future margin
improvement and even better
client service going forward.

Organic revenue growth of 17.0% generated an
additional £1.67m of income. Operating profit
increased by 15.1% to £3.81m (2008: £3.31m).

Cash generated from operations increased to £4.31m
(2008: £3.08m) as a result of revenue growth and
improved credit control. The conversion of EBITDA
to cash also improved to 100.3% (2008: 83.8%).

The EBITDA margin of 32.3% (2008: 33.9%) was
impacted by a change in sales mix and increased
share-based payment costs of £0.20m (2008: £0.10m)
following the introduction of the Mattioli VWWoods plc
Share Incentive Plan (“the SIP”) in June 2008.
Fee-based revenues increased to 48.8% of total revenue
(2008: 44.3%), investment planning related revenues
were 42.8% (2008: 40.4%) and property syndicate
revenues fell to 8.4% (2008: 15.3%), due to the
completion of fewer new syndicates during the period.

Improvements in information systems and technology
provide scope for future margin improvement and
even better client service going forward.

Acquisitions

Clients acquired as part of the PCL and B Group
acquisitions completed in the previous financial year
have continued to integrate well, benefitting from our
more proactive approach. Deferred and contingent
consideration of up to £0.65m (2008: £1.23m) is
payable on these acquisitions over the next two years.

Prior to acquisition, neither PCL nor the JB Group
provided the broad range of services that benefits
Mattioli Woods' clients. This has allowed us to offer
the acquired client bases additional services, such as
our syndicated property initiatives and guaranteed
investment products.

We are particularly pleased with the strong retention of
clients within each portfolio. The average annualised
“core” revenues on retained ex-PCL and IB Group
schemes (calculated as fee-based revenue plus
investment commissions excluding banking, property
syndicates and guaranteed investment products)
increased during the period, reflecting an increased
demand for advice during the “credit crunch”.

Growth in the SSAS and SIPP market means organic
growth is likely to maintain our overall momentum.
However, | believe increased regulation will lead to
new acquisition opportunities and our strong balance
sheet will enable us, if appropriate, to take advantage
of such opportunities as they arise. Growing our
presence by acquisition will continue to be an
important element of our future growth strategy.

Resources, risks and relationships

Resources

The Group aims to safeguard the assets that give it
competitive advantage, including its reputation for
quality, proactive advice, its technical competency and
its people.

Our core values provide a framework for responsible
and ethical business practices. Structures for
accountability from our administration teams through
to the operational management team and the Group
board are clearly defined. The proper operation of
the supporting processes and controls are regularly
reviewed by the Audit Committee and take into
account ethical considerations, including procedures
for “whistle-blowing”.

Capacity

Our people continue to demonstrate an enormous
amount of enthusiasm and commitment in
responding to the challenges created by the recent
turmoil in financial markets. Maintaining capacity is
crucial in an environment of growing demand and our
graduate recruitment programme remains on target.

A total of ten new graduates joined the Group
(2008: 12), increasing our total headcount at the end
of the period to 164 (2008: 147). The Group now
employs a total of 21 pension consultants (2008: 20).
Our increased business profile as a public company
continues to enhance our ability to recruit new and
experienced staff.

The development of a scalable technology platform
remains a key objective for the Group. We are
continuing to invest in developing our bespoke
“MWeb” system. This will facilitate enhanced pension
administration services, including access to real-time
valuation information.

Staff

| have highlighted previously the strong team spirit
and commitment we enjoy from all our staff. It
remains our aim to build on that culture by continuing
to facilitate wider equity participation within the
organisation. The introduction of the SIP in June 2008
was an important step towards this objective and has
received a very positive reaction from our staff.

The SIP enables our employees to buy shares in the
Company out of pre-tax income by having an amount
deducted from their salary each month. In addition,
participating employees are granted matching shares
on a one-for-one basis. | believe employees with a
vested interest in the success of the Group are more
motivated and share incentive plans have proven to
be an effective tool for staff retention.

Principal risks and uncertainties

We believe the most significant risk we face is
potential damage to our reputation as a result of
poor client service. We address this through ongoing
quality control testing and the provision of regular
training for all our staff.

Pension regulations will continue to be reviewed.
Future changes may not produce an environment that
is advantageous to the Group and any changes in
regulation may be retrospective. To address this risk,
we are committed to ensuring that our views are
expressed during consultation exercises and that we
respond positively and rapidly to new regulations.

We also recognise that a significant skills shortage
would represent a risk to growth. We are mitigating
this risk through investment in our graduate
recruitment programme and by providing incentives
to motivate and retain our existing employees.

Relationships

The Group's performance and value to our
shareholders are influenced by other stakeholders,
principally our clients, suppliers and employees;
Government; and our strategic partners. Our
approach to all these parties is founded on the
principle of open and honest dialogue based on a
mutual understanding of needs and objectives.

Relationships with our clients are managed on an
individual basis through our account managers and
consultants. Employees have performance
development reviews and employee forums provide
a communication route between employees and
management. Mattioli WWoods also participates in
trade associations and industry groups, which give us
access to client and supplier groups and decision-
makers in Government and other regulatory bodies.
Mattioli Woods is a member of the Association of
Member-directed Pension Schemes and the Quoted
Companies Alliance.

08 MattioliWoods plc Annual Report 2009



The 30.0% increase in the total dividend for the year of

3.90p per share (2008: 3.00p) represents a significant increase
in the payout ratio. This demonstrates our desire to deliver
value to shareholders and our confidence in the future outlook
for the business.

Ramage Transport Limited

Ramage Transport Limited was founded in 1976
and is one of the North East’s leading road
haulage companies, operating out of Newcastle
upon Tyne.

Mattioli Woods conducted a detailed review of
the existing SSAS and identified that the
commercial property could be purchased utilising
a combination of the SSAS and a SIPP.

Mattioli Woods was subsequently appointed

professional trustee and scheme adviser in place
of the existing insurance company.

The directors were concerned about the impact
of new pension legislation on their strategy.
Giving careful consideration to the existing
position and the proposed changes, Mattioli \WWoods
was able to demonstrate that, given the client’s
particular circumstances, the proposed strategy
could take advantage of the pre-April 2006
borrowing rules without adversely affecting the
client’s benefits under the post-April 2006 rules.

With the transfer completed, a suitable lender
was sourced to provide a loan facility to the SIPP,
which then enabled the SIPP to purchase the
property. From Mattioli Woods' initial
involvement to the purchase of the property, the
whole transaction was completed within seven
weeks. Through our ability to think ‘outside

the box’ and undertake proactive management
of the purchase, our client was able to secure
the property.

09 MattioliWoods plc Annual Report 2009



Chief Executive’s review

We continue to review our
own business model, forging
ahead with the changes
required to ensure we can
continue growing the business.

Financial position

Net financing income

Net financing income was £0.09m (2008: £0.20m).
The Group has maintained a positive net cash
position throughout the financial year, but net
financing income was adversely impacted by falls in
the Bank of England base rate to a low of 0.5% at
the year-end.

Taxation

The effective rate of taxation on profit on ordinary
activities is 30.1% (2008: 29.7%). The net deferred
taxation liability carried forward at 31 May 2009 was
£0.13m (2008: £0.11m).

Earnings per share and dividend

The basic and diluted earnings per share for the year as
per Note 12 were 15.76p (2008: 14.29p). The 30.0%
increase in the total dividend for the year of 3.90p per
share (2008: 3.00p) represents a significant increase

in the payout ratio. This demonstrates our desire to
deliver value to shareholders and our confidence in
the future outlook for the business. The Board
remains committed to growing the dividend
progressively, whilst maintaining an appropriate level
of dividend cover.

Cash flow

Net cash generated from operations was £4.31m
(2008: £3.08m) with EBITDA of £4.29m (2008: £3.67m).
The Group converted 100.3% (2008: 83.8%) of
EBITDA into operating cash flow, with the increase
being due to improved credit control. As at 31 May
2009, the Group was owed £0.12m (2008: £0.53m)
by property syndicates.

The cash inflow from working capital was £0.21m
(2008: £0.78m). Headline trade debtor days were 70
days (2008: 83 days) and trade creditor days were 28
days (2008: 18 days).

The decrease in trade debtor days is primarily due to
improved credit control, with the increase in trade
creditor days due to an increase in amounts owed to
suppliers at the year-end, primarily in respect of
professional services procured on behalf of clients.

Capital expenditure for the year was £0.47m
(2008:; £0.53m), with significant expenditure on
software and computer equipment associated with
the continued development of MWeb. Further
investment in the Group's information systems and
technology is planned over the next year.

Bank facilities

The Group has renegotiated its borrowing facilities
with Lloyds TSB Bank plc (“Lloyds TSB”), replacing its
previous facilities with Lloyds TSB and the Royal Bank
of Scotland plc (“RBS”). The RBS facilities consisted of
an overdraft facility of £5.00m with interest payable at
the bank’s base rate (currently 0.5%) plus 1.0% on
the first £1.5m, plus 1.25% on the next £1.5m and
plus 1.375% on borrowings in excess of £3.00m.

The Lloyds TSB facilities consisted of an overdraft
facility of £0.25m with interest payable at 1.0% over
the bank’s base rate (currently 0.5%).

These arrangements have been replaced by a £3.00m
overdraft facility with Lloyds TSB, with interest payable
at the bank’s base rate plus 1.0% on the first £0.25m
and plus 1.375% on borrowings in excess of £0.25m.
The Lloyds TSB facility is repayable upon demand and
renewable on 31 January 2010.

At 31 May 2009 the Group had unused borrowing
facilities of £3.00m (2008; £5.25m).

Capital structure
The Group’s capital structure is as follows:

2009 2008
£ =

(4801359) (2,528,985)
16458508 14,027,062

Net funds
Shareholders’ equity

Gearing has fallen from 4.9% to (11.5)%, with the Group
becoming negatively geared as a result of strong cash
generation during the period (see Note 33).

Conclusion

The banking crisis and subsequent volatility in global
markets led many people to become increasingly
concerned about their retirement wealth.

We continued to deliver proactive advice throughout
a period of great uncertainty, taking into account
changes in economic conditions and the underlying
needs of our clients.

\We continue to review our own business model,
forging ahead with the changes required to ensure
we can continue growing the business appropriately.
Our focus on putting in place a platform that will
deliver our personalised, advice-led services to a
much larger client-base is embodied in the “Small
to Big” project we are currently undertaking.

Trading in the period since the end of the financial
year has continued in line with our expectations.
These are exciting times and we are passionate
about engaging all our clients and staff to secure
our future success.

lan Mattioli
Chief Executive
7 September 2009
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These are exciting times and we are passionate about engaging

all our clients and staff to secure our future success.
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The key difference between Mattioli Woods and many of
our larger competitors is our holistic approach to the use
of SSAS and SIPP. Providers who only offer an
administration platform without appropriate guidance can
leave clients exposed. Our aim is to build long-term
relationships by supporting clients fully in an advisory
context with a hands-on and bespoke approach.

What are our principal services?
Trusteeship and administration

Our focus is strong integrity and compliance,
ensuring our clients’ pension arrangements are
administered with an attention to detail
appropriate to what is often a burdensome
regulatory environment.

Pension consultancy

We strive to maintain our technical edge by
continually updating our in-depth understanding of
UK pension legislation. This translates into the
provision of meaningful, strategic guidance to our
clients. With an ever-changing legislative framework
it is imperative to regularly review strategy.

In addition to SSAS and SIPP services,

Mattioli Woods offers consultancy services to
companies with group and staff pension
arrangements. The last few years have seen
significant changes within the final-salary sector.
Our specialist consultants can assist employers to
control running costs and reduce their liabilities.

Retirement wealth management

Our investment and economic research team
ensures the maintenance of robust client
investment strategies, which refuse to be driven
by newspaper or marketing sentiment. By
offering focused pension investment services,
our management of clients’ retirement wealth
can often widen to include strategic planning in
relation to personal assets and ancillary
advisory services.

Mattioli Woods plc Annual Report 2009

Our clients

Clients often come to Mattioli WWoods when they
have accumulated a number of different pension
funds they want to amalgamate to achieve a
particular objective. Alternatively, a client may be
looking for greater flexibility and control within
their pension scheme, which cannot be achieved
using an insurance-based scheme or low cost SIPP

Many prospective clients have identified a specific
cause for concern or want to review their pension
position. They often discuss these issues with their
accountant or solicitor, who in turn refer the client
to Mattioli Woods.

Our people

The strength of our business is testament to our
staff, who are integral to the delivery of the client
service we strive to maintain. Mattioli WWoods
employs 165 staff at Grove Park in Leicester.

One of the principal objectives behind our flotation
on AIM was to create wider staff ownership in the
business. With a focus on developing our people
internally, Mattioli VWoods enjoys great staff
retention and a highly motivated team with a true
sense of commitment. Underpinning this is the
fact that our management and key personnel are
substantially ‘home grown’.

Strategic objectives

Pensions legislation remains highly complex
despite the changes introduced in 2006 known as
‘Pension Simplification’. In addition, the pensions
industry is often perceived negatively following a
series of scandals, underfunding and the failure of
some high profile insurance companies to provide
reliable pension arrangements. This environment
has led to a significant increase in the uptake of
SSAS and SIPP, primarily due to the greater
degree of control these schemes offer clients.

In addition, we have seen an increase in demand
for the broader retirement wealth management
services Mattioli Woods provides in conjunction
to our core pension consultancy.

\We are focused on ensuring that we are able to
take full advantage of these opportunities by
developing our staff, enhancing client service
levels and increasing brand awareness.




Board of Directors

The Board remains
committed to growing the
dividend sensibly, whilst
maintaining an appropriate
level of dividend cover.

Bob Woods, Chairman, age 55

Bob has worked in the pensions industry since
graduating from Reading University in 1975. After
initially working for Sun Alliance Insurance Group, in
1980 he joined independent pension consultant
Pointon York, an early market leader in SSAS, where
he was appointed to the Board with responsibility for
the promotion of pension-related services to
professional advisers. In 1986 he was appointed as
Marketing Director, and as a Director of Pointon
York's corporate pensioneer trustee. Bob's last major
project with Pointon York was the development of
the second SIPP to be launched in the UK. In 1991
Bob founded Mattioli Woods in partnership with

lan Mattioli. Bob is responsible for developing Group
strategy and identifying new growth areas and
opportunities.

lan Mattioli, Chief Executive, age 46

lan has worked in the pensions industry since the age
of 18. His early experience was gained as a specialist
pensions administrator with Phoenix Assurance. In
1983, he moved to Pointon York specialising in small
self-administered pension schemes. From 1983 to
1991 lan progressed from senior administrator to
consultant and then Director, advising on all aspects of
establishing and running pension schemes for owner-
managed businesses and small to medium-sized public
companies. lan is responsible for the operational
management of the Group.

Nathan Imlach, Finance Director and
Company Secretary, age 40

Nathan qualified as a Chartered Accountant in 1993
with Ernst & Young, moving into corporate finance
and advising on a broad range of transactions for
quoted and unquoted corporate clients. He joined
Johnston Carmichael Corporate Finance in lanuary
2003, becoming a Director and subsequently an
Associate of the firm, specialising in providing mergers
and acquisitions advice. He is a member of the
Institute of Chartered Accountants in Scotland, a
fellow of the Securities and Investment Institute and
holds the Corporate Finance qualification from the
Institute of Chartered Accountants in England and
Wales. Nathan is responsible for all financial aspects
of Mattioli Woods' strategy and operations and
together with Murray Smith led the Group’s recent
acquisitions of Pension Consulting Limited and the
B Group.
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Murray Smith, Marketing and

Sales Director, age 40

Murray joined Mattioli Woods in 1995 and has
worked in the financial services industry since
graduating with an MA in Accountancy from the
University of Aberdeen. Progressing from account
manager to consultant and ultimately to his
appointment to the Board, Murray has specialised in
advising on all aspects of pension planning with a
particular focus on SSAS and SIPP related consultancy.
He has responsibility for managing the Group's
consultancy team and marketing activities.

Mark Smith, Operations Director, age 39

Mark joined Mattioli VWoods in January 2000 after
working in the financial services industry for 12 years.
He has previously gained experience with a large
insurance company, small IFA firm and most recently
with specialist SSAS and SIPP consultancies. As the
Group's Compliance Officer, he has been responsible
for direct liaison with the FSA on all regulatory issues.
Mark was appointed to the Board in June 2008 and
has responsibility for the day to day operations of the
business including systems, compliance, recruitment
and the delivery of services to our clients.

John Redpath,

Non-Executive Director, age 64

lohn’s early career was as a management trainee with
the North Eastern Electricity Board, which became
Northern Electric. He moved to the Northern
Regional Health Authority where he carried out large
scale efficiency studies. He then joined Northumbrian
Water Authority, where he was promoted to Human
Resources Director and was heavily involved in the
flotation of Northumbrian Water. In 1992 he led the
buyout of its subsidiary CPCR Limited, a human
resources consultancy specialising in leadership and
partnership development, where he was Managing
Director until his retirement in 2003. John has held a
number of voluntary positions and is a trustee of the
Percy Hedley Foundation for cerebral palsy. John is

a member of the Chartered Institute of Personnel
and Development.

Michael Kershaw,

Non-Executive Director, age 52

Michael qualified as a Chartered Accountant in 1981,
following a degree in Engineering taken at Queens’
College, Cambridge. His subsequent career was
spent in investment banking, including many years as a
Managing Director of UBS Warburg and latterly with
Dresdner Kleinwort Wasserstein. He has provided
corporate finance advice to a wide variety of clients,
including many in the financial services and private
equity industries, and has extensive experience in
mergers and acquisitions and in the equity and debt
capital markets. Since his retirement in 2003 Michael
has studied at Imperial College, London, where he is
currently undertaking research for a PhD in the
History of Science and Technology.
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Mattioli Woods plc
MW House

1 Penman Way
Grove Park

Enderby

Leicester

LE19 1SY

Tel: 0116 240 8700

Fax: 0116 240 8701
pensions@mattioli-woods.com
www.mattioli-woods.com





