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Ideagen 
 
Question 1: What is your (personal) exit strategy?  

Answer: None: there is a 3 year plan for adding value to and expansion of the company. There have 

been informal approaches to the company. 

Question 2: Acquisition risks are a real factor. What is the biggest acquisition you would go for?  

Answer: Biggest to date has been Pentana which was ca £2.5m. Could go to £4-5m in revenues as the 

current maximum. Acquisitions must be solid, ideally with 80%+ costs covered by recurring revenues. 

Question 3: What is the record and policy on acquisitions for paper?  

Answer: Some paper was issued at 10p and there was a second acquisition which was partly paper. 

However, conscious of dilution through issuing too many shares. 

Question 4: What is your route to market?  

Answer: CEO is a salesman and we has implemented a primarily ‘direct’ sales model, all sales in UK and 

USA are currently direct with approximately 20% of new revenues are generated through the channel 

(predominantly APAC and Europe) There are 23 people in sales: a tight number. Leads are generated by 

emails and social media. Leads are followed up by the salesmen. Many salesmen are shareholders. 

Question 5: Do NHS give the company hard copy of patient records?  

Answer: Ideagen does not manage or store the legacy paper records, rather the software is the 

platform to digitise, store and index the records. Ideagen can recommend scanning companies to work 

with our customer base or NHS trusts can scan in-house. Ideagen work primarily with acute trusts rather 

than GP’s. 

Question 6: What and how does the Pentana business sell?  

Answer: It sells to internal auditors and risk management departments within the financial department 

of large corporates. Algorithms identify risks and plan audits to help mitigate risk. The Ideagen 

compliance product can then be sold improve policies and procedures which may have been identified 

as risky. 

Question 7: How many competitors are there?  

Answer: Kainos has been a visible competitor for four years and they are stronger around clinician 

interface, Ideagen are stronger in data capture and workflow and have development plans to enhance 

the interfaces and mobile. EMC (in the USA) is also a competitor but has lost momentum within the 

NHS.         
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Max Davey Keith Hiscock Felicity Reid 

+44 (0)207 148 0540 +44 (0)207 148 0544 +44 (0)207 148 0546 

md@hardmanandco.com kh@hardmanandco.com fr@hardmanandco.com 

 

 

Analysts - +44 (0)207 929 3399 

 
Agriculture Bonds 
 Doug Hawkins dh@hardmanandco.com Brian Moretta bm@hardmanandco.com 
 Yingheng Chen yc@hardmanandco.com Mike Foster mf@hardmanandco.com 
 Meghan Sapp ms@hardmanandco.com   
    

 Building & Construction  Consumer & Leisure  
 Tony Williams tw@hardmanandco.com Nigel Parson  np@hardmanandco.com 
 Mike Foster mf@hardmanandco.com Mike Foster  mf@hardmanandco.com 
    

Financials  Media 
Brian Moretta bm@hardmanandco.com Derek Terrington dt@hardmanandco.com 
  Adrian Kearsey   ak@hardmanandco.com 
    
 Meditech & Healthcare Mining 
 Mark Brewer mb@hardmanandco.com Ian Falconer if@hardmanandco.com 
 Martin Hall mh@hardmanandco.com Stephen Thomas st@hardmanandco.com 
    

 Oil & Gas Property 
 Stephen Thomas st@hardmanandco.com Mike Foster mf@hardmanandco.com 
 Mark Parfitt mp@hardmanandco.com   
    

 Services Social Impact  
 Mike Foster mf@hardmanandco.com Mike Foster mf@hardmanandco.com 
    

Special Situations Technology             

 Steve Clapham sc@hardmanandco.com Paul Morland pm@hardmanandco.com 
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