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Simplifying the way small organisations
do their business by delivering 

software, services and knowledge



MamutôsValue Proposition

Scalable business model

Defined ñgolden nuggetò ïpresentable to investors/partners

Build long term values over time

Business plan with a potential in several markets

International ambitions 

Keenness to make Mamut an international company

Conquer home market, then international expansion

Natives as Country Managers for each market

Internationalisation of the company 

Choose the right partners

Aggregating best practice from all markets

Perceived as a local player

As defined at the time of incorporation



Company Overview
Mamut ASA

The Company

Established 1994 in Oslo, Norway, IPO May 04

Over 400,000 customers in 16 countries

480 employees, whereof 360 at HQ in Oslo

The Mamut Business Model

Provide complete business solutions, web 
based solutions and hosting services for SMEs 

Feature-rich, user-friendly solutions, low TCO 

Direct, all-inclusive Customer Care

Centralisedorganisation, internal R&D

Recent acquisitions

Klubben Online (NO) 2Q08

MYOB UK Business Division (UK/IE) 2Q08

Stellar Business (DK) in 2Q07

Active24 ASA (Europe) in 3Q06

Sales
160

Product/
R&D
120

Customer 
Care
150

Operations
50

ORGANISATION

By region: 25% Western Europe, 
60% Nordic, 15% Central Europe



Market Initiatives 2008

Scandinavia: Good growth in all markets 

Norway/Sweden/Denmark: Positioning Mamut One 

for the 200k customers and offer new premium 

hosting services

Western Europe : Focus on UK, NL and DE

UK: Focus on integration of MYOB Business Unit 

and introduction of Mamut One

Germany: Focus on Lexware Joint Venture

The Netherlands: Positioning Mamut One and 

premium hosting services

Central Europe: Strong growth continues

CZ: Growth in customers and revenues, 

introduction first premium hosting services in 2Q08

PL: Strong revenues growth, introduction first 

premium hosting services in 2Q08

Introduction of Mamut One and premium hosting services

Regions

Nordic (NO, SE, DK, FI)

Western Europe 
(NL, UK/IE, DE, AU, CH, BE, FR, ES)

Central Europe (CZ, PL, SR)



P&L 2000 - 2007

MNOK 2000 2001 2002 2003 2004 2005 2006 2007

Operating revenues 57,2       76,5       99,1       115,8     144,2     180,1     312,4      445,1      

- Growth 26 % 34 % 30 % 17 % 25 % 25 % 73 % 42 %

Total operating exp. 90,7       102,0     99,9       107,6     130,1     162,4     284,8      381,6      

EBITDA (33,5)      (25,5)      (0,8)        8,2         14,1       17,7       27,5        63,5        

EBIT (38,1)      (32,5)      (6,1)        3,4         6,3         6,5         (6,3)         15,1        

Employees 114        134        132        138        169        199        393         440         

Customers 19 000   23 500   29 000   32 100   41 300   53 100   300 000  350 000  

Markets NO NO +SE +NL +UK +DK/IE 16 16

Scalability 2000 - 2007

MNOK 2000 2001 2002 2003 2004 2005 2006 2007

Cost of Goods Sold 6,7         6,6         6,5         7,6         9,6         10,5       35,0        57,9        

% (Revenues) 12 % 9 % 7 % 7 % 7 % 6 % 11 % 13 %

Marketing 15,1       15,6       16,0       17,1       26,7       32,4       39,0        48,1        

% (Revenues) 26 % 20 % 16 % 15 % 19 % 18 % 12 % 11 %

R&D 23,5       24,9       25,5       29,6       32,1       36,7       47,7        59,4        

% (Revenues) 41 % 33 % 26 % 26 % 22 % 20 % 15 % 13 %

Growth and Scalability

54 consecutive quarters with double digit revenue growth

Consistent growth in revenues, the customer base and ARPC

Business model based on recurring revenue and organic growth

Continuing focus on cost effective infrastructure improvements
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Application Software Market Segmentation Mamut Understands Its Target Market

Mamut Is 100% Focused on SMEs

Mamut succeeds in its market because 

it is the only pan -European ERP 

company that caters exclusively to 

SMEs

Mamutôs pricing strategy and cost base 

are geared towards an SME-only 

strategy

Mamutôs culture is based on serving 

SMEs:

The companyôs reward structure is 

tailored to optimize sales to SMEs

Product development is driven by 

feedback from SMEs

The companyôs customer support 

cherishes the SME relationship



UK acquisition in May 2008

The Business Unit 

Turnover of £1.8M in 2007

Offices in London, regional presence, 20 employees 

500+ Current Professional Partners

Products and services 

MYOB brand amongst the top five best known providers of business software 

solutions to the UK and Irish small business segment

50,000 customers including 20,000 active customers using MYOB accounting 

software, retail software and payroll software and the DOSH products

The MYOB acquisition strengthened Mamutôsposition in the UK and Ireland

Transaction

Acquired from MYOB Limited (ASX: MYO) for a cash payment of £1.7 million

MYOB Business Unit



Background: Launch of Mamut in the UK

Mamut launched in the UK in 2004

No customers 

No partners 

No brand name in the UK 

Understanding the UK market

Mamut carried out market research for 3 -4 years prior to the launch

UK was European country No. 4 for Mamut

Mamut has followed similar launch plans in all its core markets, with national 

tweaks and humbleness for any differences in culture

UK Approach



UK operations

Positive visibility 

Award-winning: The Accountancy Age Award for Best Small Business Solution 

in 2004, 2005 and 2006 

Award-winning: Software Satisfaction Winner in AccountingWeb

Take an active part in the public debate 

Take an active role in the public debates concerning our primary target 

group; SMEs 

European Software Association, Vice-Chairman

BASDA (the Business Application Software Developers Association), Member 

of the General Council

Focus on organic and strategic growth




