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Business Highlights 
 

Regenersis plc (“Regenersis” or the “Group”) (LSE: “RGS”), a leading provider of product 
lifecycle management services to the consumer and commercial technology markets, is 
pleased to announce interim results for the six month period ended 31st December 2007. 
 
Operational Highlights 
 

• Restructuring Plan yielding positive results 
o Unprofitable areas of the business divested 
o Syndication of banking facilities now completed 
o Smaller, compact Group now well positioned for long term growth 
 

• Core strategic shift towards end-to-end product lifecycle management 
o Combining technical and environmental excellence 
o Contract wins exceed £25.0m; £6.0m incremental 

 
• Rebrand from Fonebak to Regenersis marks next phase in our plan 

o Focus now is profitable growth, delivered through investment in and 
marketing of our new capabilities  

o Sales pipeline is building 
 
Financial Highlights 
 

• Group revenue increased by 42% to £55.0m (2006: £38.7m) 
• Headline profit increased to £2.8m (2006: Headline Loss £0.3m) 
• Profit before tax increased to £1.6m (2006: Loss before tax £0.5m) 
• Significant increase in cash generated from operations at £7.9m (2006: £3.9m) 
• Net debt markedly improved to £3.9m (June 2007: £10.9m) from a peak in February 

2007 of £16.5m 
 
Commenting on the results Regenersis Chief Executive Officer, Gary Stokes, commented: 
 
“I am pleased to be able to report that the Group has responded well and quickly to the 
restructuring and reinvigoration of our business.  The Group as a whole has made a good 
start to the second half and, allied to the strong performance in the first half, the Board is 
positive about the outlook for the year as a whole. 
 
“With an improving sales pipeline and profitable operations in all our key target markets and 
territories, the Group is well placed to take the next step.  We will now focus on driving growth 
through more aggressive and targeted marketing capability.” 
 
For further information please contact: 
 
Fonebak plc       01865 471900 
Gary Stokes  Chief Executive     
David Kelham  Chief Financial Officer    
   
KBC Peel Hunt Ltd (Nominated Advisor and Broker)  020 7418 8900 
Jonathan Marren / Oliver Stratton       
 
Financial Dynamics      020 7831 3113 
Ed Bridges / Matt Dixon 
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Operating Review 

 
A period of solid progress 
 
In the last twelve months emphasis has been on the necessary restructuring of the Group’s 
activities as a result of the trading difficulties in Fonebak. The management team, appointed 
following the acquisition of CRC in January 2007, subsequently conducted a full operational 
review of the business.  
 
The review highlighted four fundamental challenges to address: the decline in Fonebak 
margins caused by a shift away from revenue share contracts; the excessive dependency for 
outbound sales on a single customer; the losses being incurred by the Fonebak repair 
facilities; and the significant reduction of working capital necessary to address excessive 
levels of debt. The retention of our key clients was identified as a priority, particularly through 
this period of transition. 
 
The subsequent recovery programme included the closure of sites in Barnet and Stoke, the 
downsizing and retraining of a low-cost refurbishment facility in Romania, the termination of 
non-profitable contracts and the cessation of the mobile phone trading activities. In addition 
the outbound sales network has been developed and new sales channels opened. 
 
As a result of these actions, there has been a significant improvement in financial position of 
the Group.  For the first half of this year, the Group recorded a headline profit of £2.8m (2006: 
loss of £0.3m) on sales of £55m (2006: £38.7m). Cash generation has been strong and net 
debt has now reduced to £3.9m, from its peak in February 2007 of £16.5m.  
 
It has been particularly pleasing that our efforts to improve our customer service and build 
stronger relationships with our clients have led to a number of recent successes. Since we 
last reported results in September, contracts worth in excess of £25m a year have been won. 
Of these, £6.0m is incremental revenue with the balance relating to renewals. 
 
The progress over recent months has been considerable. The Group is now a smaller, more 
compact business, but with a good position in each of its retained businesses. Profits and 
cash flow are much improved and the Group recently completed the syndication of its banking 
facilities. The business is now in a much better position from which to move forward. 
 
Our change of name to Regenersis, following shareholder approval, is significant in that it 
marks a transition to the next stage of our recovery programme: namely the integration and 
proactive marketing of our capabilities under a common brand, message and purpose. 
 

Ongoing strategy 

 
Having repositioned the business, Regenersis is now a leading provider of managed services 
to many of the premier brands in the consumer and commercial technology markets. In the 
twelve months to 31st December 2007 the Group managed over 7 million service events on 
behalf of our clients. We regularly interface with end-users through our contact centres, web 
enabled services, walk in centres and service points. A positive experience of our business is 
essential to the preservation of our client’s brand reputation and investment. 
 
The services we provide support the full product life cycle; from original design input, pre-sale 
testing, local customisation and configuration through to field support activities that include 
technical assistance as well as product repair, replacement and refurbishment programmes. 
The timely and cost effective execution of these services is imperative to our clients. If a 
mobile phone or set top box is not functioning, this leads to lost revenue for our clients and 
the risk of long term, negative consequences of churn and brand switching. 
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At the end of the product’s life we will take that product back and where appropriate match it 
to a need in a secondary market, thereby extending the useable life of the product and 
creating value for our clients. If that product is beyond use we ensure it is recycled; recover its 
components and materials and put them back into productive use. We do this in a way that 
ensures we comply with the most demanding of standards and provide the necessary 
evidence notes. Our environmental WEEE licenses and end-to-end auditable systems 
differentiate us from our competitors and provide assurance to our clients.  
 
By protecting our clients’ brand we create value and interdependence. As a business our 
strategy is to market this capability proactively and develop our position as a strategic partner 
within our core clients. There is scope for us to do much more with our skill and knowledge 
base. This is a market that is still young, fragmented and underdeveloped. It offers 
opportunity for a creative and well-run business. Our strategy is to exploit that opportunity. 
 
 
Regenersis: progress by segment 
 
Regenersis today is a new, refocused business.  Our aim is to offer a complete, end-to-end 
suite of product lifecycle management services structured around key markets across Europe.   
 
Today’s company comprises the former CRC businesses, acquired by Fonebak Group in 
2007, which provide a range of services focused on product warranty programmes including 
technical repairs and associated activities. It also comprises the old “Core” Fonebak services 
including product take back and recycling as well as insurance related product replacement 
schemes.    
 
Product repair services 

UK 
 
The UK as a whole has traded well despite the impact of the previously announced lower 
volumes in Nottingham. Glenrothes has recently received confirmation of the award of new 
business with UPC, a Netherlands based cable operator. The contract is significant in that it 
marks our first with a major European operator. The site has also been awarded sole supplier 
status with Virgin Media to support their set top box programme for the UK. Both these 
contracts are significant and include accreditations to support new technologies and OEM’s. 
 
The closures of Barnet and Stoke were completed with the minimum of disruption. The 
principal motivations for closure were the termination of unprofitable contracts and the 
elimination of excess capacity. Business with DSGi and Orange has been retained and 
relocated to other UK sites and will provide further development opportunities for the future.  

Germany 
 
In Germany activity has been considerable.  Compared to 2006 the number of service events 
has more than doubled. The combination of a highly skilled workforce and good technical 
facilities has led to further success in the high security financial services sector where we 
have won new business with the market leaders. 
 
The new facilities in Eastern Germany are now in full operation and making an important 
contribution. Negotiations are currently under way to contract additional space as we start to 
introduce new clients. 
 
At the main Paderborn site, union negotiations have made good progress and a new tariff 
agreement has recently been concluded which will improve the cost base; the benefits of 
which will become evident in the 2008/9 financial year. 
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The Epson hub established for the German and Austrian markets is now up and running and 
trading well. The development of the customer base also includes recent contract wins with 
Tyco and Daimler as we enter the industrial market and Uniwill, a Chinese OEM 
manufacturing notebooks for Fujitsu Siemens. 

Eastern Europe 
 
In Eastern Europe the facility in Warsaw continues to break all previous records for output 
with volumes increasing by 25%. Short-term actions have been taken to increase capacity, 
however, given demand a longer-term solution is still required and a number of options are 
under consideration. 
 
The Romanian facility, previously under threat of closure, has been retained following actions 
taken in the summer to reduce the cost base. Sony Ericsson has now accredited the facility 
for repair work and a programme to ramp up capacity is underway.  

Environmental services 
 
In line with our recovery programme, the shift in emphasis saw the outbound sales of mobile 
phones on revenue share contracts increase 16% over the period to 1.3m units. Despite a 
market expectation that sales prices would fall, our experience has been that, year-on-year, 
they have held up well and margins have increased. 
 
There has also been a concerted focus on the clearance of surplus phone stocks written 
down in the first half of 2006. Since this exercise started in 2007, over 600,000 phones have 
been cleared from stock. 
 
With our forward emphasis now shifting to business development, more resource is being 
recruited into the client facing activities. The benefit of this is already coming through with 
contract wins covering such iconic products as iPhone and Blackberry as well as leading 
network operators such as O2. 
 
We have previously referred to our desire is to have a more direct route to our key markets. 
To this end we recently established a sales presence in Hong Kong; the results so far are 
positive and we will now look to assess the merits of other markets. 
 
Continental Europe has been a consistent challenge for us and whilst the market is well 
established it is significantly different to the UK. Generally mobile markets in these countries 
are not subsidised so heavily by the Operators and, as a consequence, the product we 
receive is typically older and of a lower specification. On average, phones collected in the UK 
sell for twice the value of those from Europe.  

Recognising these structural differences, we are currently in negotiation to establish a 
vertically integrated ‘in-country’ solution that combines the inbound, processing and outbound 
sales activities. We expect to have our first facility in France up and running by the end of the 
current financial year. 
 
Finally, the market for insurance related services provides another opportunity for the Group 
to develop. This part of our business, previously branded as Intec Distribution, has recently 
concluded an agreement with T-mobile in the UK that will support significant growth into the 
next financial year. There is also a small project starting in support of an existing client that 
will be our first foray into the International market. 
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Encouraging financial performance 
 
Sales for the six months ended 31st December 2007 were £55.0m, including a contribution 
from the acquired CRC Group of £31.1m. Sales for the prior year period, which excluded 
CRC, were £38.7m, including sales of £5.3m from businesses subsequently closed. On a like-
for-like basis therefore, Fonebak sales declined by a net £9.5m, but almost entirely as a result 
of the Board’s decision to terminate the loss making mobile phone trading activities. 
 
The actions taken over the past six months have delivered an immediate improvement in 
profitability. Headline profits were £2.8m for the six months to 31st December 2007, compared 
to a loss of £0.3m for the equivalent prior year period. 
 
This year-on-year improvement reflects the benefits from the completion of our restructuring 
efforts. The operations in Stoke and Barnet were closed early in 2007 and losses in Romania 
have been much reduced. The mobile phone remarketing and recycling activities have been 
trading at lower volumes but focused on more profitable revenue share contracts. The 
combination of these actions has resulted in an improvement in the profitability of the original 
Fonebak businesses by £1.8m. 
 
The former CRC businesses, which are not included in the prior year numbers, have 
contributed an additional £2.8m in the period. Each territory has traded at a profit, which 
means that all the principal activities of the Group are making a positive contribution. 
 
After deducting corporate and other shared costs the net improvement year-on-year is £3.1m. 
For the purposes of comparison the headline Group profit for the six months to 31st December 
2006, had the results of CRC been included, would have been £0.8m. On this basis the 
underlying profit improvement year-on-year would have been £2m. 
 
 
Significant balance sheet improvements 
 
Significant progress continues to be made in the management of the Group’s finances. In the 
six months to 31st December 2007 the Group generated net cash inflows of £7.9m (2006: 
£3.4m) from operating activities, more than the total for the whole of the previous year. 
 
The improved trading position allied to a continued focus on the management of working 
capital has led to a reduction in the Group’s net debt from £10.9m at 30th June 2007 to £3.9m 
as at 31st December 2007 (2006: £3.9m).   Virtually all the cash generated has therefore been 
applied to the reduction of the Group’s borrowings.  
 
The Group has also recently completed the successful syndication of its banking facilities, 
despite the challenging debt market, and now has a more appropriate financing structure in 
place to support the ongoing business. Exceptional costs of £0.4m in respect of loan fees 
connected with the acquisition of CRC in January 2007 have now been written off. 
 
Despite the much improved trading and financial position of the Group the Directors are 
unable to consider a dividend at this time given past losses. However, with significant 
reserves in the share premium account the Board is currently considering whether the surplus 
can be converted to distributable reserves. 
 
 
Outlook 
 
The Group as a whole has made a good start to the second half and, allied to the strong 
performance in the first half, the Board is positive about the outlook for the year as a whole. 
 
As noted already the main site in Glenrothes has made significant progress in a short space 
of time. The recent contract wins with first UPC and Virgin Media are demonstration of our 
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capability and will provide the volume the site needs to continue its development. As such a 
number of uncertainties anticipated in our Trading Update of 21 December 2007 are being 
resolved positively. 
 
With an improving sales pipeline and profitable operations in all our key markets and 
territories, the Group is well placed to take the next step. The rebranding of the Group marks 
the turning point as the recovery phase shifts to one with greater emphasis on growth and 
more aggressive marketing of our capabilities. 
Cautionary statement 
 
This announcement contains certain forward-looking statements with respect to the financial 
condition, results, operations and businesses of Regenersis Plc. These statements and 
forecasts involve risk and uncertainty because they relate to events and depend upon 
circumstances that will occur in the future. There are a number of factors that could cause the 
actual results or developments to differ materially from those expressed or implied by these 
forward looking statements and forecasts. Nothing in this announcement should be construed 
as a profit forecast. 
 

G M Stokes 

Chief Executive Officer 
 
D W Kelham 
 
Chief Financial Officer 
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