
 

 

Exhibit 6 and 7: Management accounts 

Use in exam: primarily requirement 1 / context requirement 2 and 3 

Please note that calculations have been prepared in a spreadsheet and rounded to 1dp.  

REVENUE 2023  
(£k) 

2022  
(£k) 

Change 
(£k)  

% Reasons Trends/Significance/ 
Further Analysis  

EMEA 34,525 34,300 225 0.7% Competitors expanding  
Pressure on pricing 
Prospective partner in France 

2022: 37.8% 

Americas 63,600 52,975 10,625 20.1% New corridors in 2022 2022: 117.3% 

Asia Pacific 15,825 12,575 3,250 25.8%  2022: 23.0% 

Total 113,950 99,850 14,100 14.1% Economic conditions difficult  
No new partners  
Price promotion (no fixed fees in 
March) 

2024 forecast: 
£173,883k 
2022: 67.8% 

Mix:       

EMEA 30.3% 34.4%    2021: 41.8% 

Americas 55.8% 53.1%    2021: 41.0% 

Asia Pacific 13.9% 12.6%    2021: 17.2% 

       

Volume of 
transactions (000) 

15,313 13,577 1,736 12.8%  2024 forecast: 17,671 
2021: 7,038 

Revenue per 
transaction (£) 
(Revenue /    
 Volume of transactions) 

7.44 7.35 0.09 1.2% Linked to average value of 
transactions because majority of 
fees are variable 
 
Higher average transaction value 
 
Initiatives to increase average value 
of transactions 
  
Despite price promotion (lower take 
rate) 

2024 forecast: £9.84 
2021: 8.45 

       

Value of 
transactions (£m) 

13,729 11,747 1,982 16.9%  2021: 7,346 

Average transaction 
value (£) 
(Value of transactions /    
 Volume of transactions) 

897 865 31 3.6% Value of transactions increase >  
Volume of transactions increase 
 
Corridors have different average 
transaction values   
 
Initiatives to increase average value 
of transactions 

2021: 1,044 

Take rate 
(Revenue /    
 Value of transactions) 

0.83% 0.85%   Main measure of pricing 
Price promotion (no fixed fees in 
March) 

2021: 0.81% 

       

No. of active 
customers (000) 

3,245 2,799 446 15.9%  2021: 1,632 

ARPU (£) 
(Revenue /  
 No. of customers) 

35.12 35.67 (0.56) (1.6%) Fewer transactions per customer  
Price promotion 
Despite higher average transaction 
value 

2021: 36.46 

No. of transactions 
per customer  
(Volume of transactions /  
 No. of customers) 

4.72 4.85 (0.13) (2.7%)  2021: 4.31 

 

  



 

 

Exhibit 12: Offshoring      

Use in exam: requirement 2/3 proposal / ethics 

Key Narrative Points Key Numerical Points 

6 October 2023 
o Board meeting in September 2023 discussed 

proposals for structural cost-cutting to close gap 
between current performance and target. 

o Offshoring parts of support functions to India: 
compliance, operations, customer service.  

o Anticipated date: 1 October 2024.  
o Measure impact to 30 September 2026 (business 

plan forecast is to 30 September 2027). 
o Impact on stakeholders:  

▪ Directors: demands from overseas operation. 
▪ Shareholders: valuation impact limited. 
▪ Staff: redundancies; development 

opportunities. 
▪ Customers: service quality could be 

impacted; marketing has emphasised that 
customer support team is in UK.  

▪ Partners: service quality could be impacted. 
 

 
 

Upfront costs 

Year ended 30 Sept 2024 

▪ Premises and equipment: £3m 
▪ Redundancy and recruitment: £1.5m 
  

Ongoing capital investment 

Starting 1 October 2024 

▪ Premises and equipment maintenance and 
enhancement: £0.5m pa (expect to capitalise) 

 

Staff costs 

Year ended 30 Sept 2025 

▪ Current staff budget: £4.5m 
▪ India staff cost: £1.5m 
▪ Saving: £3m 
 
Year ended 30 Sept 2026 

▪ Staff increase: 20%  
▪ Salary increase: 10%  
▪ Saving: £3m x 1.2 x 1.1 = £3.96m 

 
Transition costs 

Year ended 30 Sept 2025 

▪ Training, knowledge transfer, parallel run: £3m 
 
EBITDA impact 
▪ Meeting request to focus on impact on 

company’s valuation until 2026  
▪ Valuations mostly driven by EBITDA 
▪ 2024: (£1,500k) 
▪ 2025: £0 
▪ 2026: £3,960k 
▪ Total: £2,460k 
 
Valuation 
▪ Current average FinTech multiple: 16 
▪ Impact on 2026 valuation: 

   16 x £3,960k = £63.36m 
 
CFO (Aisha Khan) 
▪ Not comfortable with this approach. 
▪ Should take capital investment into account.  
▪ Net cash flows from project are negative. 
▪ Do not proceed due to financial projections, 

stakeholder considerations, operational risks. 
▪ Need bolder, bigger and more radical ideas to 

reduce costs and achieve goals. 

 

  



 

 

Review of Financial Performance for Year Ended 30 September 2024 
 
REVENUE (per requirement) 
Overall revenue increased (decreased) impressively (disappointingly) by £k (x%) to £2024k which is above (below) 

the forecast of £173,883k. Despite predicted C2C transaction growth of 80% by 2030, difficult economic conditions 

may have had a negative impact so the fact that the rate of growth is increasing (decreasing) (23: 14.1%) is good 

(expected). Volume of transactions increased (decreased) by x% to x (above/below forecast of 17,671k) with 

revenue per transaction increasing (decreasing) to £x from £7.44 (above/below forecast of £9.84). Average 

transaction value increased (decreased) to £x (23: £897) as the value of transactions increased faster (slower) than 

volume (x% v x%) due to reason (e.g. more transactions in corridors with higher/lower transaction values / initiative 

to increase average transaction value). This contributed to the above increase (decrease) in revenue per transaction 

and an increase (decrease) in ARPU which is now £x (23: £35.12), with both also affected by pricing changes and the 

latter affected by the number of transactions per customer which was x (23: 4.72). There was a x% increase 

(decrease) in the number of active customers to x. Take rate increased (decreased) to x% from 0.83% due to reason 

(e.g. pricing changes). Revenue from all territories has increased/decreased.   

 

EMEA increased (decreased) impressively (disappointingly) by £k (x%) due to reason (reason from exam scenario e.g. 

new partners/corridors, higher/lower volumes). Trend/significance/further analysis (e.g. is now the fastest/slowing 

growing region). Competitors expanding has led to pressure on pricing.     

 

Americas increased (decreased) impressively (disappointingly) by £k (x%) due to reason (reason from exam scenario 

e.g. new partners/corridors, higher/lower volumes). Trend/significance/further analysis (e.g. is now the 

fastest/slowing growing region).     

 

Asia Pacific increased (decreased) impressively (disappointingly) by £k (x%) due to reason (reason from exam 

scenario e.g. new partners/corridors, higher/lower volumes). Trend/significance/further analysis (e.g. is now the 

fastest/slowing growing region).     

 

EMEA accounts for x% (23: 30.3%) of revenue, Americas x% (23: 55.8%) and Asia Pacific x% (23: 13.9%) which shows 

e.g. the increasing importance of Americas/decreasing importance of EMEA.  

 
COR AND GROSS PROFIT (per requirement) 
COR increased (decreased) by £k (x%) due to an increase (decrease) in all costs. 
 
Bank and partner fees increased (decreased) by £k (x%) due to reason (reason from exam scenario) and are now x% 

(23: 27.7%) of revenue. Costs are calculated per transaction so are driven by volume in the short term whereas 

revenue is linked to value because most fees are variable. 

 
FX and other product costs increased (decreased) by £k (x%) due to reason (reason from exam scenario) and is now 
x% (23: 7.8%) of revenue. Increasing scale narrows currency spreads. 
 
Net credit losses increased (decreased) by £k (x%) due to reason (reason from exam scenario) and is now x% (23: 
1.1%) of revenue so is still/no longer a relatively small cost.  
 
Cost of revenue per transaction increased (decreased) to £x from £2.72 due to reason (e.g. scale increasing 
negotiating power with partners, initiatives to reduce costs). This is better (worse) than the forecast of £2.51. 
 
GP increased (decreased) impressively (disappointingly) by £k (x%) to £2024 which is faster/slower growth than last 
year (17.2%). GPM increased (decreased) to x% from 63.4% due to reason (XXXXXXXXXXXXXXXXXXXXXXXXXXXXXX 
XXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXX XXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXX 
XXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXXX 

 


