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ICSA Software: Products & Markets
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ICSA Software: Financial Headlines
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ICSA Software: Financial Headlines
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ICSA Software: Recent Filings
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ICSA Software:

Competitive Position
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Market Position
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ICSA Software: Market Map

The company is plotted
against the leaders in
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— no hype - just facts.

ased parent — able to mix it with the biggest and the best in the wider technology market.

rowth in recent years suggests this is currently a niche market leader with a secure position. ICSA Software are — unusually for a not-for-profit
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ICSA Software: Summary
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growth in their preferred global market is assured.

Contact: ICSA Software International Ltd, Waterman House, 41 Kingsway, London WC2B 6TP; 0207 497 5511; www.icsasoftware.com
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ICSA Software: News

5th November 2010 Secretaries Shouldn’t Look This Good

Mad men? Just what are they doing - don't they know there's a recession on? A
sound indicator of levels of business should be those firms which reflect core
commercial activity levels, and company secretarial services is one. ICSA Software are
bucking the trend, however, and results for 09 showed growth - just when everyone
else was seeing growth drop from +2% in Q3 to -2% or worse. The small amount of
growth did come from US services more than the UK, but there is much more going
on with the ICSA than this.

IRIS and others have piled into UK company secretarial services in recent years - and
it appears to have not made an iota of difference to their Blueprint brand. ICSA
Software have in fact been busy expanding their range of services significantly - and
it's paying off. Indeed they are now probably closer to the registry services and
burgeoning outsourcing markets for plan management and shareholder
communication services; and they are increasingly less dependent on their Institute
parent. As an indication of how robust a niche position in case and matter
management can be, they demonstrate it well. Institutes are typically poor parents to
commercial enterprises and ICSA Software is almost the exception that proves the
rule. This year they should also become more reliant on overseas revenues than the
UK for the first time - a sea change - but a welcome one for a team happy to be
exceptional.

All the facts — all the competitors —
all the issues in one place.

The long term perspective
— the current position
— and our projections.
See yourself as others see you.

No group think — no hype
— just facts, real numbers and reality
checks.
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