Introduction – Peter Williams
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Good Morning ladies and gentlemen, and welcome to the Leicester office of Northcliffe Media.  We hope you survived the journey north of Watford.  We’re very proud of what’s been achieved in Northcliffe over the last 2 years.  I hope you’ll also be impressed by the building – it too has changed remarkably over the last 2 years.
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This is what it looked like then.  It’s been occupied throughout its “face lift” and the result is what you are seeing today.
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First, the customary self-protection slide!  We certainly trust that, as regards revenue, the last 2 years are not a guide to the future!
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Our agenda for the day.  I will briefly set the scene – where does Northcliffe fit within DMGT.  Then the principal acts: Michael Pelosi, MD of Northcliffe, will outline what has been achieved and where the business is going; Martyn Hindley, FD of Northcliffe, will focus on the numbers.  After questions and, I hope, some answers, we’ll move outside for lunch when you’ll have the chance to talk to us and to a number of other Northcliffe executives who are with us today.  Michael will introduce them later.  After lunch, we hope you’ll stay for a tour round the building overseen by Alex Leys, MD of Northcliffe’s Midlands region.
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So, how does Northcliffe fit in with DMGT’s overall strategy?  Long term, we expect to remain invested in both consumer and B2B media,.  B2B is the current flavour of the day, but ‘twas not always so.  We believe it makes us less volatile.

Over the next few years, we will seek to maximise the cashflows from our consumer divisions, which includes investing in them where appropriate to strengthen our market positions.  In particular, we will be investing to develop their digital businesses and our growing East European business.
We do not currently expect to make significant additions to our consumer businesses.  Rather, we generally expect that we will find better acquisition opportunities in the B2B space.  So we will use most of the substantial surplus cash flow from the consumer businesses to invest in the B2B space.  

If we can’t find suitable value-enhancing opportunities, we’ll return the surplus funds to our shareholders.
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Northcliffe is an important part of DMGT.  It produced 28% of our operating profit in 2006, a number that won’t move significantly this year.
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It’s also been a remarkably stable contributor to DMGT’s profits over many years – very reassuring to the FD!  The only reason for the fall in 2006 and 2007 is the sale of Aberdeen.
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So Northcliffe, is an integral part of DMGT.  Let me repeat that!

While DMGT looks at its various divisions individually, we are taking increasing advantages of synergies particularly between Associated and Northcliffe, about which you’ll hear more later.  You’ll also hear about how Northcliffe has managed to increase the return on investment, with some beneficial trading of assets.  I’ll say [since they can’t possibly say it themselves] that we have an excellent management team across Northcliffe, who are consistently outperforming their peers in the regional media industry [more of that later as well].
In summary, we hope to demonstrate to you that Northcliffe is a vibrant, thriving multi-media business, well positioned to generate profitable revenue growth and to convert all that and more, into prodigious cash flow.

Now let me hand over to Michael Pelosi.

