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Redeem is Europe’s leading provider of innovative 
mobile device trade-in services to Mobile Network 
Operators, retailers, Original Equipment Manufacturers, 
businesses and consumers. We use our expertise to 
drive customer satisfaction and add value to our clients’ 
existing services. Together with our clients, we believe 
that we can help to transform the market, changing how 
customers purchase new and pre-owned devices.



At a glance.

Redeem’s approach is marketing-led and provides a wide range 
of services through a rigorously tested system. Our offering 
includes consultancy, technology solutions and marketing services. 
These enable our clients to offer mobile device trade-in to their 
customers, while we manage the full end-to-end process from 
campaign concept, technology design and infrastructure build to 
point-of-sale interaction.
 
Founded in 2011, the business has since grown revenues to 
over £80 million, while in the same period we have significantly 
expanded our international footprint, tripled our headcount and 
completed five acquisitions. 

We operate in seven countries across Europe, the Middle East and 
Asia, with offices in the UK, Spain, Sweden, Estonia, Austria, Dubai 
and Hong Kong, sourcing products from over 20 countries across 
three continents.

The Group employs 347 people across the world. We are well 
positioned to service all of our targeted markets.

Highlights.

• Redeem operates Europe’s leading mobile phone trade-in 
programme, for O2 UK, which since its inception in 2009 has 
recycled 1.9 million devices and returned over £130 million to 
O2 customers. 

• The Group now works with many prestigious global clients 
including Three, Tele2, Telenor, TeliaSonera, Bell Canada, 
Vodafone, Telefónica and Cell C, handles over 1.8 million 
devices per annum and pays out in excess of £62 million to 
customers every year. 

• Annual revenues of £80.2 million, 69% of sales now coming 
from outside the UK as the company extends its global reach.

Our history.

RHL, owned by Trevor and 
Angela Bayley, acquires 
Redeem Ltd in January 2011

emc acquired in June 2011 to 
complement the Group’s existing 
C2B expertise

Claes Svensson joins as 
CEO to drive Redeem’s 
international expansion

Acquisition of Redeem Nordics, 
completed in May 2013, the 
first step in the Group’s ongoing 
international growth strategy
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Acquisition of Envirofone, 
completed in January 2014, 
completes the Group’s omni-
channel capabilities

Middle East operations established

Acquisition of our Spanish operation 
in March 2014 provides a platform 
for entry into key European territory

Paul Adams joins as CEO 
to drive the next level of 
growth for the business
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£15m institutional fundraise to 
support continued expansion

Redeem strengthens sourcing 
partner relationships with 
multiple contract successes

Central European business 
operations established

2014 2015 2016

The Group employs 

347 people 
across the world

69% of Group sales 
now come from outside the UK as 
the company extends its global reach

We provide expertise across 32 countries in three 
continents, with regional offices in the UK, Spain, 
Sweden, Estonia, Austria, Hong Kong and Dubai

Over 1.8 million 
mobile devices handled every year,

over £62 million 
returned to customers during the period

Serving the world from regional offices



Our core business is the trade-in 
and resale of pre-owned mobile 
devices. This is enabled through 
a suite of consultative, marketing 
and technology-led services. 

Our key activities are: 

1. Sourcing mobile devices across multiple channels including 
online, retail and business-to-business (B2B)

2. Processing through an accredited in-house testing function 
that manages data-wiping, grading and light repair 

3. Resale through our experienced European sales team to an 
international network connected across the world

Innovation is at the heart of what we do. 

Leveraging the Group’s sourcing, processing and sales expertise, 
we use technology and online services to connect seamlessly the 
sellers and buyers of pre-owned mobile phones. We believe this 
will drive the creation of a marketplace network effect similar to 
those created by other disruptive digital platforms such as Uber 
and Airbnb. These platforms are successfully leading the shift 
towards connecting demanding consumers with those able to 
provide desired services. 

We have a unique business model that provides a distinct value 
proposition to the different players operating in our market, as 
well as society as a whole. 

Our business explained. 

We operate a simple, but innovative, Sourcing–Processing–Resale 
model, which connects the seller of a pre-owned handset with 
its new owner and supports the development of the market. 
Redeem’s in-house processing of the device ensures maximum 
value is achieved on the device as it moves through our business 
and verifies that it is suitable for distribution across multiple sales 
markets. 

Sourcing.
In sourcing services, our offer is differentiated by its unique 
combination of consultative, technology and marketing services 
with deep multi-channel expertise. 

We provide:

• Design and implementation of bespoke trade-in programmes 
for Mobile Network Operators (MNOs) and corporates

• Deep multi-channel experience across in-store, online, call 
centre and mobile

• Retail process design and implementation including our 
proprietary TITUS (Trade In, Trade Up in Store) programme

• Online expertise: infrastructure build, with design focused on 
optimising the user experience and maximising engagement 
and interaction

• Creative marketing services that develop and implement 
campaigns to drive attachment rates

Business overview.
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Sourcing Sellers

Resale Buyers

Processing Tech-enabled
Platform

Marketplace

Network Effect



Customer.
• Competitive returns 

for used handsets
• Reduced cost for 

upgrades to new 
devices

• Recycle old devices   
and reduce waste

How Redeem adds value.

Innovation.
We continually innovate to provide 
enhanced services and solutions 
for our clients, in line with their 
developing requirements. In-house 
technology, data, and digital marketing 
expertise allow us to do this in an 
insightful and responsive manner.

MNO, retailer, 
manufacturer.

• Enhanced customer engagement
• Service-led
• Multi-channel
• Reduces customer churn
• New customer acquisition
• Income stream
• Market-leading attachment rates

Corporate.
• Provides data security
• Supports in-house CSR 

agenda
• Upgrade incentives for 

customers

End user.
• Lower-cost route for 

quality devices
• Sustainable supply
• Trusted brands
• Consistent quality
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Society.
• Extended technology lifecycle
• Avoiding landfill
• Low-cost access to technology
• Supports grassroots socio-

economic development



Processing.
Our in-house expertise has been built up and refined over many 
years of specialist operations focused on mobile handsets. 

The assessment of pre-owned handsets requires a high degree of 
objectivity. Ensuring consistency in operations to grade products 
accurately with our end customers’ needs in mind is key to building 
trust, meeting customer expectations and maintaining a depth 
and breadth of outbound sales channels. Our know-how and IP, 
developed over many years, support our best-in-class processing 
operations. 

Resale.
Our resale process is differentiated by our sales channels (including 
retail, direct-to-consumer, wholesale, distributor and auction, 
among others); our ability to reach closer to the end customer; 
and our tech-enabled online capability to connect more seamlessly 
sellers and buyers of pre-owned handsets. 

Our access to a critical mass of supply means we are able 
to provide, in reliable volumes, retail partners and direct-to-
consumer (D2C) sales with a range of offers both on and offline.

Innovation.
Redeem strives continuously to innovate to ensure our services 
and solutions evolve in line with our (sourcing and resale) 
customers’ needs. Our innovation agenda is addressed in more 
detail in our CEO’s message.

FY 2017 focus.
Trade-in is becoming an increasingly important part of the mobile 
device value chain. Our ambition is to leverage the Group’s existing 
sourcing, processing and resale capabilities, while developing 
and enhancing our core service offerings. This will maintain our 
position as the European market-leading provider of innovative, 
service-based solutions to MNOs, retailers and Original Equipment 
Manufacturers (OEMs).

As the pre-owned mobile handset industry matures and trade-in 
of devices becomes an intrinsic part of new product sales* we 
believe the MNO, OEM and retailer sourcing channel will become 
increasingly important. We are focused on growing the number of 
our sourcing relationships in this key channel.

We have a strong position in our core markets, particularly the 
UK and Nordics. We intend to strengthen our presence in other 
major Western European markets and will continue to invest, both 
organically and inorganically, in new markets where there is an 
opportunity to establish and develop relationships with our core 
MNO, retailer and OEM sourcing channel. 

Reflecting the Group’s innovation agenda and our ambition 
continually to strengthen our value proposition, through the 
coming year we are prioritising our online direct-to-consumer 
sales channel (Envirofone Shop) and developing relevant added-
value services. We aim to bring to market a number of innovative 
offerings and we are particularly focused on propositions that 
support future residual value. 
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*Deloitte’s Mobile Consumer 2015 & TMT Predictions 2016 reports both note trade-in 
increasingly being offered at the point of sale
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The Board of Redeem Holdings Limited is pleased to report its 
results for the year ended 31 March 2016. FY 2016 has seen 
Redeem continue to build our leadership of the European market 
in innovative mobile trade-in services. While some of our closest 
competitors have struggled to maintain market share, Redeem has 
grown by adding a number of significant new contracts such as 
Three in the UK, Vodafone in Spain, and Tele2 in Sweden.

Four years ago Redeem was a UK-focused recycling business; 
today it is a recommerce powerhouse providing a wide range 
of services and digital marketing capabilities to high-profile 
clients across Europe and beyond. This year we realigned our 
business by shifting exposure from the lower margin and more 
volatile segments of the market towards mobile network 
operators (MNOs) and retailers, where we continue to see strong 
international growth opportunities. We continued our policy of 
senior management hires to support this growth strategy.

Foremost among the new joiners was Paul Adams, who joined 
as our new CEO shortly after the year end. I am delighted to 
welcome Paul, who is a gifted leader with strong experience 
of positive business change and transformation. He has a track 
record of helping companies develop into robust multinational 
organisations and delivering strong shareholder value. I’d like to 
thank Claes Svensson, who now moves into a non-executive 
director position on the Board. In the three years of Claes’ 
stewardship, his vision has helped the Group evolve rapidly, 
with significant expansion in our international business and 
management teams.

Our close relationships with European MNOs and retailers continue 
to underpin our business and, the Board believes, represent 
the future of our industry. In the UK, we now work with both 
Telefónica UK (supporting O2 Recycle) and Three. We expect to 
launch another major programme in the autumn. To streamline 
our services and drive efficiencies we have now consolidated our 
MNO and retail processing operations onto one site.

Our Nordic business went from strength to strength during 
FY 2016 and now works with all major MNOs and a number of 
retailers across the entire region. Our Spanish business works 
closely with Vodafone’s channels as well as supplying additional 
warranty services. However, progress has been slower than 
expected in Spain and we are currently restructuring the business.

Central Europe and Dubai both made positive starts and delivered 
combined revenues of £2.3 million in what was the first full year 
of operations.

Chairman’s statement.
Trevor Bayley. 

“Four years ago Redeem 
was a UK-focused recycling 
business; today it is a 
recommerce powerhouse 
providing a wide range of 
services and digital marketing 
capabilities to high-profile clients 
across Europe and beyond.” 
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Envirofone had a difficult year as the UK C2B channel lost share 
to MNOs and retailers. However, with the new online shop, 
Envirofone customers are now able to acquire the latest mobile 
phones second-hand, either by trading in their existing phone or 
by paying cash. 

Looking ahead, we expect FY 2017 to be an important year 
in Redeem’s story. We are working on an expansion into other 
services, such as device diagnostics and value-add refurbishment 
activities to extract more value from every product, as well 
as a range of residual value leasing propositions for MNOs and 
manufacturers. We will also see substantial growth through 
the addition of new contracts – some of which are already at a 
developed stage in contract negotiation – and with our increased 
capacity in Estonia we are more than equipped to handle the 
additional workload.

Existing MNO business has contributed significantly towards 
the revenue line performing well throughout the year. We have 
continued to grow internationally, with 69% of our sales in the 
year coming from countries outside of the UK, as a result of our 
ongoing drive to expand our sales base.

The realignment of our business meant that while revenue growth 
was marginal in the year, gross profit has increased by £1.3m – 
8% – to £17.4m. The increase in the gross margin percentage 
from 20.1% to 21.7% vindicates our strategy of focusing on MNO 
activity and continued international growth.

Administrative expenses (prior to one-off costs) increased by 
£1.2m in the year, largely as a result of a strategic decision to 
invest in our people ahead of the curve. 

Earnings before interest, tax, depreciation, amortisation and one- 
off costs (EBITDA) increased to £2.3m in the year from £2.2m in 
the prior year, an increase of 5%.

We incurred a number of one-off costs during the year as we 
restructured the UK operations to form one fully integrated 
business segment, having previously operated as three 
autonomous businesses. We expect to gain substantial synergies 
from this change in the coming years and beyond, and we have 
already started to see benefits coming through. Other one-off 
costs relate to re-financing £7m of mezzanine debt with £6m 
of senior debt at much more favourable interest rates.

Operating cash flow of £1.1m remained strong. The closing cash 
balance of £2.7m was achieved despite utilising £1.6m of cash to 
reduce the debt position and £1.3m of financing costs.

We are funded through a mixture of variable interest rate bank 
debt of £5.4m and fixed interest rate shareholder loans of £5.9m. 

Our unique omni-channel sourcing strategy – based on sourcing 
via MNOs, from corporates and from consumers, as set out in 
last year’s annual report – remains unchanged. In addition, we are 
increasing our emphasis on the other two key elements of the 
value chain, i.e. processing/value-add and outbound sales.

As predicted in last year’s annual report, the recommerce 
market for mobile phones is now beginning to consolidate as our 
unprofitable competitors start to scale back activities and/or exit 
the industry. We spent a considerable amount of time in FY 2016 
investigating a number of potential acquisitions but none met our 
financial requirements. We remain open to attractive opportunities.

With a new CEO in place the Board will be refining its strategy 
over the coming months and may consider raising further funds in 
late 2016.

The UK electorate has just voted to withdraw from the European 
Union. At the time of writing it is too early to forecast exactly what 
the impact on Redeem’s business will be, but we are not expecting 
any major adverse consequences.

Trevor Bayley
Chairman



I began as CEO in April 2016 and, in the short time that I have 
been in the role, I have learnt a great deal about the company, the 
people that make it great, the challenges that we’ve faced and the 
opportunities that will drive us forward. It gives me great pride to 
share some of these reflections with you. 

FY 2016 has been a year of transition for the Redeem Group. 
It has been a year of consolidation, winning new business (such 
as Three in the UK, Vodafone in Spain and Samsung in Poland) 
and commencing the company’s expansion into new territories. 
Our strong performance in the Nordics continues as we penetrate 
further into the region and develop new opportunities. The local 
team continued to win new business including Tele2 in Sweden, 
increased market share by developing further across all channels and 
also strengthened relationships with key clients in both Norway and 
Finland. We have also increased our operating capacity in Estonia, 
moving to a new modern and scalable handset processing centre. 
This prepares us for a future of ongoing growth in the region. 

Our planned growth in Spain, however, has been less successful in 
one of the two channels serviced from our Madrid-based facility. 
Our branded trade-in channel has underperformed due to the low 
value and volume of devices available in what is largely an immature 
second-hand device market. As a result, action was rightly taken 
to reduce overhead costs by renegotiating with key suppliers and 
refocusing our processing resource. Our ambition is to continue to 
build a strong sustainable business in Spain and position ourselves 
to take advantage of increasing handset values as smartphone 
penetration continues. Our Insitu business offers repair services to 
the country’s leading mobile network operators and is, nonetheless, 
performing well. 

In other international markets, namely Central Europe and the 
Middle East, our focus has been on increasing our resources to aid 
new business opportunities. In addition to Samsung, we signed 
partnerships with three significant electronics retailers in the United 
Arab Emirates: Virgin Megastore, iStyle (an Apple Premium Reseller) 
and Plug Ins. We have consequently seen the Middle East business 
grow revenues to £1.6m. In October, we also officially opened our 
Middle East base of operations in the Dubai Airport Freezone. Growth 
is expected in the year ahead across both regions as they continue 
to do well. In South Africa we won new business from Cell C.

Our focus on driving more profitable business, across all markets in 
the Group, has been successful with overall gross profit increasing 
by £1.3 million over the year, a growth of 8%. Despite large 
investment into our management teams and infrastructure, we 
can report earnings before interest, tax, depreciation, amortisation 
and one-off costs (EBITDA) increasing to £2.3m in the year from 
£2.2m in the prior year, an increase of 5%.

A message from our CEO.
Paul Adams. 
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“Our focus on driving more 
profitable business, across all 
markets in the Group, has been 
successful with overall gross 
profit increasing by £1.3 million 
over the year, a growth of 8%.”



Consolidation to maximise our operational 
efficiencies.

The UK remains our largest market and our focus has been on 
winning new business while also consolidating our operations and 
maximising our efficiency. In June 2015, we moved from three 
handset processing centres to two based in Macclesfield and 
Burton-on-Trent (BOT), closing our centre in Falkirk. The process 
also involved centralising certain back-office functions, such as 
Finance, into BOT. Optimisation of our operations means we can 
manage our stock profile more effectively while also servicing our 
clients in a more robust way with stronger centralised reporting 
and consistent processes.

An evolving market landscape.

With the continuous evolution of new handset technology, high-
end devices are regularly being released into the market. Despite 
this, the quantity of new devices sold in many markets around the 
world is starting to show signs of a slowdown while numbers of 
pre-owned handsets are increasing and becoming more widely 
available to consumers. We have to work harder to ensure that the 
product offers and options presented to customers both online 
and in the high street are able to meet the changing needs of 
customers and consumers.

Our technical teams are now using a greater number of checks 
to test devices while adding significant value back at every touch 
point. We have introduced new technology to manage data more 
securely and diagnose more quickly and accurately. We want to 
ensure that only the best-quality devices are returned into the 
market and believe that our system enables just that.

We are also witnessing a convergence of outsourced services as 
more mobile network operators and retailers look for a broader 
range of services from their providers. This includes trade-in, 
guaranteed value, diagnostics, warranty and much more. Our 
clients are viewing mobile phone trade-in services in a more 
holistic way and are seeking the ability to standardise across 
their global footprint. For Redeem, this means that we continue 
to be well placed within the market, the success of our ongoing 
relationships demonstrating the value that we are able to provide 
across multiple geographies.

Our talent.
 
One of the things that excites me most about our potential is that 
Redeem has a collective talent pool with the capability to grow 
our business way beyond its current size and scope. The culture of 
the company is focused on service and receives strongly positive 
feedback with regard to our customer service performance. A 
highlight for the team was winning, in a joint submission with 
Telefónica UK, the European Supply Chain Excellence award for 
Customer Service and Support for O2 Recycle – its mobile phone 
trade-in and recycling programme. Being recognised as a part of 
The Sunday Times Fast Track companies again in 2016 was also 
positive recognition for colleagues and what has been achieved in 
the last year.

It’s a testimony to our staff and managers that as many as 95% of 
employees in the Group would recommend working at Redeem in 
our last Employee Opinion Survey. The senior leadership team and 
I are focused on continuing to make this a great place to work. 

Opportunities for the coming year.

During the coming year, I expect a number of new client contracts 
to commence following promising business development activities 
instigated in 2016. In addition, we will continue to build on our 
strengths in corporate and industry sourcing to support our 
growth and also to provide stocks for further expansion of our 
online direct-to-customer business. Our Envirofone shop, which 
provides online retailing of pre-owned handsets, is proving to be 
a success. Following a 12-month trial period, the shop has been 
identified as a strong area of growth and profitability for us and will 
receive future investment. Through the shop website, customers 
are offered greater access to “as good as new” products and 
we are seeing increased levels of customer satisfaction as we 
continue to invest in our operations and processes. The Envirofone 
team has also been strengthened to support expected growth and 
to bring a new range of skills to the business. We will also look to 
increase market awareness of this new offering.
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The future.

Looking ahead, we will continue to diversify and expand our 
range of services. We are particularly excited about a competitive 
residual value proposition that we are developing. This will provide 
customers with a guaranteed value for their mobile device over 
the lifecycle of the product – helping them to move onto new 
devices more frequently as new models are released. This service 
will allow our clients to develop disruptive marketing propositions 
while also increasing the volume of devices we receive into our 
business. With new handset subsidies no longer normal practice in 
the telecoms market, residual value propositions provide a viable 
alternative to network operators in reducing the cost of new 
devices to their customers.

I believe that by growing exciting initiatives such as the Envirofone 
Shop and residual value propositions, we can continue to extend 
the life of pre-owned products and thus deliver sustainability and 
environmental benefits for our clients, their customers and society 
as a whole. We will also take the exciting step of partnering with 
a new Group charity partner over the next year. Grow Movement 
unlocks the potential of entrepreneurs in Uganda, Rwanda and 
Malawi by matching them with volunteer business consultants 
from around the world. The partnership will allow us to provide 
pre-owned handsets to these businesses, giving them access to 
technology-enabled opportunities while closely aligning with our 
own entrepreneurial spirit. It’s the perfect relationship and a very 
exciting development for us. 

This year looks to be an exciting one for Redeem as we build 
on a period of transition. Through more streamlined operations, 
strengthened senior and local management and improved 
technology, we are well equipped to build on the successful 
contract wins of FY 2016. We are more efficient, more agile 
and more strategically able. I welcome working with clients and 
colleagues alike as we enter this new phase for the business. 

Paul Adams
CEO
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“I believe that by growing 
exciting initiatives such as the 
Envirofone Shop and residual 
value propositions, we can 
continue to extend the life 
of pre-owned products and 
thus deliver sustainability 
and environmental benefits 
for our clients, their customers 
and society as a whole.”



Building the right organisation for the future.

As the company develops and grows, we are putting an increased 
emphasis on building the right organisational structure to support 
our overall strategic direction. This year saw the consolidation of 
various functions in the UK into centres of excellence – allowing 
us to provide improved services internally and service clients 
more effectively, while also bringing efficiency savings. These 
included moving our Finance function to Burton-on-Trent, 
Customer Service to Bathgate and consolidating our Falkirk 
processing site into Macclesfield. On 1 April 2016 we streamlined 
our UK structure by transferring all UK employees into our new 
legal entity, Redeem UK Ltd. Where there have been reductions 
in team sizes as a result of restructuring, we have sought to 
involve impacted employees fully – taking their suggestions for 
improvements to the company, offering trial periods for new roles 
with relocation assistance support, as well as providing retraining 
and outplacement support.

To bolster the strength of our senior management team, we made 
a number of key appointments during the year. During FY 2016 
Julian Bell (Director of Group HR) and Tiziana Roberts (Director 
of Group Finance) joined the business. More latterly, in Q1 of 
FY 2017 Paul Adams (Group Chief Executive Officer) and Nick 
Boyer (Director of Group IT) joined. Several appointments at local 
management team levels were made in the last year. We see the 
make-up of our senior team as crucial to the successful definition 
and delivery of our mission and goals, as well as being a prime 
factor in enabling our employees to perform effectively.

Our people.

This year saw the development of Redeem’s first People 
Strategy – created to support the strategic direction of the 
business by ensuring we have the right mechanisms in place to 
support retention and recruitment. Built around our four key 
work streams, the People Strategy aims to deliver both Group-
wide initiatives and local, tactical solutions.
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If our award-winning services are our business, our people are at the 
heart of everything we do. Whether that be ensuring the best service 
for our clients and customers, efficiency in processing over 1.8m mobile 
devices a year, or delivering excellent support functions – we survive 
and thrive by ensuring we have the best talent.

Our values.

Flexible.

Oneness.

Focus.

Best.

Respect.



Developing and rewarding colleagues.

Ensuring employees understand what is expected of them and 
how their contributions support the goals of the business is central 
to developing and maintaining our customer-focused mentality. 
In the last year, we launched the first Global Performance 
Development Review process: setting clear objectives (aligned 
to the business’s goals) at the beginning of the year; conducting 
a mid-year “check in”; and finishing with a year-end review. All 
employees took part in this process and fed back positively, with 
over 75% saying that they had a positive experience at their PDR.

This year we refreshed our recruitment process and trained our 
managers to ensure we hire the best talent into the business. We 
also updated our on-boarding process, which is designed to help 
new colleagues get off to a flying start. This involves a “first class” 
welcome to the team, a local departmental induction followed by 
a corporate induction, a training plan, buddy system and probation 
sign-off. Many departments have published career progression 
ladders so employees can see how they can develop within their 
departments and have a clear career trajectory within the business.

We continue to invest in our people. Five of our Group Directors 
attended an externally facilitated Executive Leadership 
Development programme with modules focused on Strategy, 
Change Management, Leadership, Culture and Innovation, and all 
participants were supported by one-to-one coaching sessions. 
In addition, we have seen local development programmes 
implemented across the business, from operator training to 
intensive external courses for our IT, HR and Finance professionals.

Developing the right culture for our people.

At the start of FY 2016 we conducted our first global Employee 
Opinion Survey, offering employees the opportunity to provide 
feedback and give their suggestions on how we can improve our 
culture. As a result, we implemented several initiatives both at 
local and Group level including recognition awards for Employee 
of the Quarter and Long Service Awards. We have also improved 
our internal communication across our markets with quarterly 
company-wide business performance updates, supported by more 
frequent local communication sessions.

We concluded the year with a follow-up Employee Opinion Survey 
where over half our employees said that they felt more engaged 
than they had last year. In some countries, as many as 95% said 
they would recommend working for Redeem to a friend. We feel 
that we have laid the groundwork in the last year to support and 
engage with our colleagues further, helping them be the best they 
can be at Redeem. Bringing these initiatives to life will be a priority 
in the coming year. 

Having a common value system driving us forward is important 
to us and so this year we engaged colleagues to help define our 
Employer Values. Focus groups and open workshops were held 
where employees discussed what values they felt reflected the 
business, what they aspired to and how they would measure 
our culture. Following an alignment process, we established the 
Redeem Group values as: Focus, Be the Best, Oneness, Respect 
and Flexibility. We are in the process of rolling these out across the 
Group so that they can be brought to life in various initiatives and 
form the basis of our corporate culture.

FY 2017 will also see the introduction of the first Redeem Group 
charity partnership, which all employees, co-funded by Redeem, 
will be able to support through local fundraising initiatives. We 
see this as a great opportunity to engage colleagues further 
in the culture of the business and look forward to the positive 
contribution that we can make. 
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Our clients.

Redeem provides innovative trade-in services across the mobile 
device sector. We work closely with some of the biggest Mobile 
Network Operators, for instance running their trade-in schemes 
and supporting their marketing campaigns. We also work with 
sizeable corporates and smaller companies, while also providing 
trade-in and second-hand device sales directly to consumers, 
through our Envirofone brand and via wholesale partners.

Mobile Network Operators.

Over our combined 20-year history, we have always put the 
customer experience at the heart of our business. While others 
operate in our sector, our key differentiator is our proactive 
support, engagement and capability that enable our clients to 
deliver the right services for their customers. We have shown we 
move fast, take advantage of changes in the market and integrate 
conveniently into every touch point in the customer lifecycle. We 
are known for adding value and supporting our clients by driving 
strong customer acquisition and retention campaigns through 
trade-in propositions tailored to their target customer base. 

We integrate closely with our clients, making sure we understand 
their business needs and requirements. In some of our partnerships, 
our employees are immersed into our clients’ culture, working in 
their offices or retail locations. This allows them to absorb key 
campaign messaging and ensure that we represent their values fully. 
A seamless service is then provided directly to customers. 

Our services are multi-channel, enabling us to work with any 
business and support them in driving success and growth in 
ways that are appropriate to them. We work to identify areas 
of opportunity and reinforce their business with the resource, 
technology and analysis to ensure that they are driving market-
leading trade-in propositions. By operating this way, we provide 
strong incentives for customers to remain with our clients. For 
instance, in FY 2016, we helped one of our clients achieve 
market-leading customer retention results. Through our trade-in 
programme, nearly 50% of the total traded-in value was re-spent 
in retail stores against their own products and services. 

We provide further integration by being actively involved in 
supporting key kick-off meetings for major events such as 
product launches. This enables our clients to push out strong 
marketing initiatives with the confidence that, together with 
Redeem, they will be able to manage increased volumes. Our use 
of technology means that we are able to provide useful analysis to 
drive client performance. We provide key pricing analysis around 
residual values over these campaigns, and provide reporting 
and detailed data to monitor success. Such initiatives bolster 
our clients’ relationships with their customers and deepen the 
retention rates that they experience.

Redeem has established itself as a global leader 
in innovative mobile device trade-in services 
for a range of hand-held technologies across 
the operator, retail, consumer and business 
wireless landscape.

16



17

Examples of partner promotions with MNOs and retailers, 
and campaigns for Envirofone, our own brand.

Treat yourself to the 
amazing iPhone 6s 
and save up to £160 
when you trade-in today.

Terms & conditions: Lorem ipsum dolor sit amet, consectetur adipiscing elit. Quisque vel felis ipsum. 
Fusce arcu felis, malesuada eu vestibulum eget, hendrerit eu elit. Quisque faucibus gravida imperdiet. 
Nulla suscipit fringilla mi et tincidunt. 

Hallelu-yeah!

Trade in your phone today 
and save on a new 
Samsung Galaxy S6.*
*Christmas pud not included. 

Terms & conditions: Lorem ipsum dolor sit amet, consectetur adipiscing elit. Quisque vel felis ipsum. Fusce arcu felis, malesuada eu vestibulum eget, 
hendrerit eu elit. Quisque faucibus gravida imperdiet. Nulla suscipit fringilla mi et tincidunt. Fusce libero ante, eget convallis at, convallis ut dolor.

From

£33
a month. 

 £29 upfront

We have 50 of 
Apple’s iPhone 6 
for the introductory 
price of £250

LOOK SHARP 
WITH A CUT 
PRICE PHONE

“Through 
our trade-in 
programme, 
nearly 50% 
of the total 
traded-in value 
was re-spent 
in retail stores 
against their 
own products 
and services.” 



Through consultation and support, we offer our clients the ability 
to understand their customers in a meaningful way. With our 
strong marketing tools, they are able to prospect new customers 
while retaining customer loyalty in their existing base. Some of 
our leading programmes have experienced a 90%+ customer 
satisfaction rating. We are also data-centric. All of our services 
are underpinned by a multi-layered technical infrastructure that 
enables crucial mining of data; this benefits our clients as we can 
track, trace and analyse any device moving through our network. 
One of our unique selling propositions is the commercial overlay 
we place across our system. At all times throughout a product’s 
lifecycle, we can accurately measure value, profitability and return 
on investment (ROI) down to a single product view. This proves of 
fundamental importance to our clients when reviewing marketing 
campaign effectiveness and success.

As mobile device sales slow down and customers are more likely 
to churn to cheaper and more affordable monthly contracts, it 
is more important than ever for our clients to offer a range of 
services that promote loyalty and retention. Removing barriers 
to device trade-in such as diagnostics, data-wiping, ensuring no 
data leakage, instant payment in-store and the ability to offset the 
price of their new purchase with the value of their old one are all 
services that customers now seek. We remain adaptive and offer 
a diverse range of services to all our clients as we understand that 
each of their requirements is specific.

Case study: Telefónica O2 UK.
Our commitment to customer satisfaction and service 
can be demonstrated through our partnership with 
Telefónica O2 UK – a relationship that has spanned over 
seven years. 

The challenge.
Telefónica UK required a trusted partner to bring recycling 
and recommerce solutions that would provide its 
customers with competitive prices for their old devices 
while allowing them to trade up to a new device when a 
new product was released.

Our solution.
Through Redeem’s customer engagement plan, TITUS, 
our passionate and knowledgeable staff connected with 
Telefónica stores across the country, educating and 
inspiring advisors to maximise recycle penetration and 
use the service as an acquisition and retention tool.

The engagement plan included delivering store team 
training sessions, customer advice, outbound calling to 
over 470 stores and training sessions with over 40 team 
managers in re-contract centres.

In O2 Recycle, Redeem has harnessed an environmental 
solution through a creative and engaging campaign that 
converts Telefónica’s “partnership approach” into tangible 
business growth and a genuine point of differentiation.

The results.
During FY 2016, Redeem paid £26.8m to Telefónica O2 
customers. Of this, 48% was re-invested into Telefónica 
O2 products through bill credit or paying off the up-
front cost of their new device. Redeem is helping its 
customers to recognise the value in their old technology 
and providing a trusted and integrated service that gives 
them peace of mind, helps them to upgrade to the latest 
technology with minimum fuss, and thereby generates 
brand loyalty.
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“At all times throughout a product’s 
lifecycle, we can accurately 
measure value, profitability and ROI 
down to a single product view.”



Corporates.

In the B2B sector we’ve been providing sustainable end-to-end 
recycling solutions for many years. We have built up a network 
of over 20,000 partners across the world, supporting them with 
an international account management team. Our B2B services 
are fully comprehensive innovative recycling and stock disposal 
solutions specialising in mobile phone and laptop reuse. We 
help eliminate any potential risk in WEEE recycling, protecting 
organisations’ data and the environment while complying 
with government legislation that can be complex and difficult 
to manage in-house. We make sustainability easy for these 
businesses by managing the full process, removing the burden of 
disposal while also providing financial incentives, thereby creating 
a win-win proposition. 

Underpinning our process is a team of qualified technicians 
who carry out a certified evaluation, including a comprehensive 
inspection and full data erasure for each device. Where value can 
be added, we attempt to do so. Once devices have gone through 
our fully certified reuse process, they are then re-distributed 
through our multi-market sales network across the globe. A simple 
solution is provided to our corporate clients that allows them to 
update technology for their business needs and manage their 
e-waste in a responsible way without the fear of losing data.

Case study: AccorHotels.
Accor S.A. is a French hotel group, part of the CAC 
40 index, which operates in 92 countries. The group 
owns, operates and franchises nearly 3,800 hotels 
over 5 continents, representing several diverse brands, 
from budget and economy lodgings to luxurious 
accommodations in exotic locales.

Deeply involved in sustainable development, AccorHotels 
intends to set the standard and act as the industry leader 
with its PLANET 21 programme. PLANET 21 structures 
the group’s sustainable development strategy and 
organises it into 21 objectives primarily relating to: local 
sourcing; the effective management of water, energy 
and waste; health and nutrition; diversity; and responsible 
procurement.

The challenge.
As part of AccorHotels’ PLANET 21 programme, it wanted 
a recycling solution that helped encourage a sustainable 
world and achieve one of its strategic targets, which 
is to preserve nature and reduce waste, particularly by 
diverting waste from landfill. 

Our solution.
We designed and built a collection targeting 
campaign, providing the hotels with all materials and 
communications tools to help encourage a reduction in 
waste. By servicing pre-owned handsets we were able 
to not only allocate funds for the old devices, but also 
facilitate their resale and prevent waste to landfill. 

The results.
The campaign gave AccorHotels a practical way of bringing 
its sustainable development strategy alive, making it 
meaningful across its businesses and engaging employees 
and guests alike. Our robust data erasure systems meant 
that the business was able to comply with international 
WEEE Directive standards without having the stress of 
delivering this on its own, knowing that its reputation 
was in good hands. This campaign has not only been a 
successful way for the business to provide a useful service, 
but has also redirected funds raised to the corporate 
Endowment Foundation that seeks to make a positive 
impact in societies around the world. 
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“We make sustainability easy for 
these businesses by managing the 
full process, removing the burden 
of disposal while also providing 
financial incentives, thereby 
creating a win-win proposition.” 



Trends in mobile phone usage are changing rapidly. People want 
access to the latest handsets at an affordable price together 
with the flexibility of SIM-only network tariffs. The volume of 
pre-owned handsets in the market is growing and customer 
awareness, through effective MNO campaigns, is raising the 
profile of trade-in and cost effective access. The value-add 
both financially and with regard to the environment is not lost on 
customers. Fear of sharing and losing data remains, however, and 
we work hard with our clients to reassure customers so that they 
understand the data erasure guarantees we provide. 

In order to raise the profile of trade-in opportunities, we have 
joined forces creatively with our clients to develop engaging 
marketing campaigns online while also reinforcing face-to-face 
messaging in-store and in our call centres. Our deep understanding 
of customer needs has resulted in £62 million being paid back 
directly to them over the last year, and 1.8 million handsets being 
given new life instead of lingering in desk drawers or, worse, 
ending up in landfill. 

Our solutions and services meet customers at every touch point 
in their journey. Whether they are searching for a price online 
via their mobile devices, or walking into a retail store on the high 
street, we enable them to get an accurate and competitive price 
wherever it is most convenient for them. If customers are seeking 
to buy their own pre-owned devices, our Envirofone Shop enables 
them to do so easily online.

Our websites and mobile apps are designed to the highest 
standards and provide an optimum customer experience. Our 
innovative price engine and grading criteria make it easy for 
customers to evaluate their device and feel confident that they 
are receiving the best service in the market. We deliver a unique 
market offering that includes same-day payment to customers 
when they send us their device, full data-wiping and security of 
their information, price-promise matching any key competitor and 
free-of-charge return in the event that they change their mind. 

We have also made it as easy as possible for customers to 
send us their device by placing an order online, in a store or 
over the phone. When a customer places an order in store, our 
comprehensive Electronic Retail Platform (ERP) system allows 
advisors to process devices in under three minutes and the 
customer is paid there and then. Multiple touch points mean that 
we are readily available to deal with customer queries, respond in 
the most appropriate way for them and provide a seamless service 
across the channels that they like to use. Customer satisfaction 
ultimately results in retention and brand loyalty for our clients – 
we believe our processes for engagement strongly support this. 

In-market examples include Three UK’s instant reward card. The 
card allows customers to retain their device value on a Three 
branded card that also offers them benefits and promotions on 
accessories and other products. 

Three in-store instant reward card campaign creative

Restoring handsets to “good as new” capacity means that, through 
their resale, we help people around the world to access the 
latest technology at an affordable price. The potential knock-on 
benefits to communities and enterprises newly able to access 
telecommunications is immense. Recently we launched a new 
partnership with Grow Movement – a charity that works with 
entrepreneurs in Uganda, Rwanda and Malawi. Working with Grow 
Movement, we will be providing pre-owned mobile devices to 
entrepreneurs in these countries, where we hope this initiative will 
provide a boost to businesses.

Trade-in with Three.
Instant reward card.

Our customers.
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Online.

Multichannel solutions.

Stores.

Call centre.

Business.

Our solutions and services meet customers at every touch point in their 
journey. Whether they are searching for a price online via their mobile 
devices, or walking into a retail store on the high street, we enable the 
customer to get an accurate and competitive price wherever it is most 
convenient to them.

21

Our solutions and services meet customers at every touch point in their
journey. Whether they are searching for a price online via their mobile
devices, or walking into a retail store on the high street, we enable the
customer to get an accurate and competitive price wherever it is most
convenient for them.

Multi-channel solutions.



Operational & 
market review.

FY 2016 was a year of preparation. In advance of our expected 
volume increase, we have begun to look more closely at the way 
we treat and handle devices across the Group. 

Over the last year we have been committed to improving 
efficiencies through the consolidation of our operations, 
particularly in the UK, and to expanding our business reach 
across our markets. We remain committed to expanding our 
sourcing channels through new business achievements and also 
by growing our exit channels through international development. 
Our international sales network has grown 28% year-on-year, 
and we now sell to 32 countries across three continents. In our 
local businesses, we have been preparing for growth in volumes 
and look forward to announcing some exciting partnerships early 
in FY 2017.

In our largest market, the UK, we have experienced year-on-year 
growth across our flagship accounts and announced a significant 
new contract win with Three (Hutchison 3G Ltd) in FY 2016.  

Innovation.

Redeem is flexible and adaptive when it comes to changing 
market conditions. In order to fulfil our client requirements for 
a changing device landscape, our service offering has increased 
as we diversify our technology to focus on testing devices more 
rigorously and providing a much more accurate valuation. Our 
tools are developed in-house to bring this process to our clients’ 
point of sale; and with our customer-focused approach and 
supporting engagement strategies, the barriers to trading in an 
old device have been significantly removed. 

In FY 2016, the Group launched the Envirofone Shop, our online 
direct-to-consumer sales offering, to provide customers with a 
more cost effective route to acquiring high-quality pre-owned 
mobile handsets. This operation taps into the trend towards 
SIM-only offers and the unbundling of handsets from data and 
airtime packages across the mobile industry.

As referenced in Deloitte’s TMT predictions 2016, MNOs are 
moving away from traditional two-year contracts and the device 
subsidies that came with those plans. As a result, the cost to 
consumers of acquiring a new handset is increasing. Trading in 
a used phone as collateral to reduce the cost of a new phone 
purchase is becoming an increasingly ubiquitous transaction 
(much like in the car industry). 

There is also an accelerating trend towards acquiring a new 
mobile handset using a finance or leasing product with a built-in 
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assumption of future “residual value”. These propositions usually 
provide the end-user with the option to return and upgrade 
the device, or to buy out and own it. Such offerings reflect 
the growing trade-in value of smartphones and increase the 
importance of both accurate price forecasting and the ability 
to realise future trade-in value of handsets. Leveraging historic 
data and our existing trade-in expertise, we have developed a 
number of propositions to support “residual value” offerings, 
which we will bring to market in FY 2017.
 
We continue to use technological advances, such as robotics, 
remote diagnostics and data transfer, to further enhance 
handset lifecycle solutions. These are used to develop the suite 
of services that we can offer to both clients and customers to 
enrich our core trade-in and resale offering. 

Nordics and beyond.

We continue to see stellar growth in the Nordics as the team’s 
innovative approach to meeting client needs exceeds our 
expectations. Volume in the region grew 75% as the team 
developed stronger relationships with key clients in all territories 
while adding new business in Sweden, through Tele2. We invested 
in our operations by increasing our facility space from 480m2 
to 1,500m2 and increasing our testing capacity from 40,000 to 
100,000 units per month. We’ve also seen increased innovation 
through our ERP system, which is now deployed across 1,400 
stores in the Nordics and offers all clients our full range of 
services from online web tools to corporate asset recovery and 
logistics solutions. 

We have also seen continued growth in our other international 
markets. The Middle East remains an interesting market for us, 
particularly as a sales region and a gateway to North Africa and 
Asia. Sales revenue grew quickly to £1.6m and we announced new 
partnerships with a number of the key retailers in the territory and 
opened a hub of operations that has increased our volume capacity. 
We have also grown our management team, strengthened our sales 
channels and underpinned our growth strategy with an industry-
experienced team of account and business development managers. 
In South Africa we have added new business from Cell C.

In Central Europe, we continue to build a pipeline of new 
opportunities. We invested in our senior management and 
account teams to further engage with businesses in the region 
and we expect significant volume growth in the forthcoming 
year. In Spain, progress has been slower than expected in 
what is an immature second-hand device market, and we are 
restructuring the business.



Our approach to managing risk.

The Group’s risk management programme works to minimise 
potentially adverse effects on the performance of the business. It 
focuses on the mitigation of difficult-to-predict financial matters as 
they affect the Group. We have a number of Group-wide policies 
and procedures in place to understand, manage and mitigate 
our exposure to risks. These are managed by the Chief Financial 
Officer under mechanisms approved by the Board.

Financial risk management.

Interest rate risk.
Interest rate risk relates to the fair value or future cash flows 
that will fluctuate because of changes in market interest rates. 
Our exposure to such risk relates primarily to the Group’s bank 
borrowings with floating interest rates. The Group manages this 
by having a balanced portfolio of fixed and variable rate loans and 
borrowings.

Foreign currency risk.
The Group is exposed to exchange rate fluctuations when we 
undertake transactions in foreign currency and through our 
investment in overseas subsidiaries. Our policy is not to hedge 
against foreign currency transactions. We manage foreign 
exchange exposures by creating a natural hedge by matching 
income and expenses in local currency as far as possible.

Credit risk.
The Group manages credit risk on cash and deposits by only 
entering into financial instruments with highly credit-rated, 
authorised suppliers and third parties that are reviewed and 
approved regularly by the senior management team. Customer 
credit risk is managed by each business subject to our Group 
policy, procedures and controls. Our policy is not to extend credit 
to customers, and goods are generally paid for in advance.

Liquidity risk.
The Group maintains an appropriate liquidity risk management 
position by having sufficient cash and availability of funding 
through adequate amounts of committed credit facilities.

Non-financial risk management.
There are a number of non-financial risks that the business has 
a duty to understand, monitor and manage. Key uncertainties 
include the volatility of pricing for recycled electronic goods, and 
the concentration levels within mobile phone sourcing and selling.
In order to manage such risks, we maintain control over stock 
levels and we are actively involved in securing existing and new 
sourcing and selling opportunities.

We recognise that we have a responsibility to manage the impact 
of our business on the environment. We maintain a target that 
less than 5% of sourced product goes to landfill and our focus 
continues to be that of reuse rather than recycle. We remain 
committed to reducing our carbon footprint by reducing energy 
consumption throughout our operations by minimising and 
recycling waste. 

The Board and Remuneration Committee identify senior personnel, 
review remuneration annually and formulate packages to retain and 
motivate these employees through bonus and equity schemes.

Our risk and compliance function continues to review legislative 
changes in the market and ensures that measures are in place to 
adapt to these changes as necessary.

Corporate governance.
The Group is committed to effective corporate governance and 
sees this as essential to the long-term success of the business.

Our Chairman is responsible for managing the Board to ensure it 
operates effectively and contains the right balance of skills and 
experience to support the execution of our business strategy. Our 
CEO is supported by a senior management team that also reflects 
the markets where we operate. 

The Group sets the “tone from the top” where corporate 
governance is concerned and is looking to further strengthen its 
commitment to risk and compliance by recruiting a senior member 
to the team to focus on this.

Risk management & 
corporate governance. 
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Financial 
review & 
consolidated 
statements. 
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The Group’s results over the last year reflect overall positive 
developments. While revenue growth has been marginal in the 
year, operating improvements lifted gross margins from 20% to 
22%, an improvement of £1.3m (8%) to £17.4m.

During the year we maintained our revenues of £80.2m (0.2% 
increase on prior year) whilst shifting our sourcing focus away from 
the more volatile segments of the industry towards the growing, 
more predictable MNO and retailer channels. We secured a number 
of significant MNO contracts which position us well for strong 
future growth. We continued to grow internationally with 69% of 
our sales coming from countries outside of the UK (2015: 54%).

Administrative expenses (prior to one-off costs) increased by 
£1.0m as we invested in people and infrastructure to support 
future growth.

A number of one-off costs were incurred as we restructured the 
UK operations to create a single fully integrated business, having 
previously operated as three autonomous entities. This has already 
started to deliver benefits, with centres of excellence created for 
MNO account management, customer services and finance, and 
we expect further synergies in the coming years. Other one-
off costs include those incurred on the re-financing of £7m of 
mezzanine debt with £6m of senior debt at much more favourable 
interest rates.

Earnings before interest, tax, depreciation, amortisation and one-
off costs (EBITDA) increased by 5% to £2.3m. Operating cash 
flow of £1.1m was strong, a trend we expect to continue into the 
future. We ended the year with a cash balance of £2.7m for the 
year, despite utilising £1.6m of cash to reduce the debt position 
and incurring £1.3m of financing costs.

Our net total liabilities increased by £1.4m, due mainly to the 
exceptional costs incurred in the year, which resulted in an overall 
post tax loss. We continue to remain funded through a mixture of 
variable interest rate bank debt of £5.4m and fixed interest rate 
shareholder loans of £5.9m.
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Consolidated 
income statement
for the year ended 31 March 2016.

2016
£000

(before one- 
off costs)

2016
£000

(one-off 
costs)

2016
£000

(total)

2015
£000

(before-one 
off costs)

2015
£000

(one-off 
costs)

2015
£000

(total)
Continuing operations

Revenue 80,161 – 80,161 80,016 – 80,016

Cost of sales (62,776) – (62,776) (63,911) – (63,911)

Gross profit 17,385 – 17,385 16,105 – 16,105

Other income 5 – 5 120 1,989 2,109

Administrative expenses (15,471) (2,450) (17,921) (14,313) (4,850) (19,163)

Operating (loss)/profit 1,919 (2,450) (531) 1,912 (2,861) (949)

Finance income 65 – 65 230 – 230

Finance costs (1,300) – (1,300) (1,017) – (1,017)

(Loss)/profit before taxation 684 (2,450) (1,766) 1,125 (2,861) (1,736)

Income tax (332) 318 (14) (302) 259 (43)

(Loss)/profit for the year 352 (2,132) (1,780) 823 (2,602) (1,779)

Consolidated statement 
of other comprehensive income
for the year ended 31 March 2016.

2016
£000

2015
£000

Loss for the year (1,780) (1,779)

Other comprehensive income – items that can be reclassified 
to profit or loss in subsequent years:

Exchange difference on retranslation of net assets of subsidiary undertaking 713 (1,253)

Total comprehensive expense for the year (1,067) (3,032)
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Consolidated 
balance sheet
at 31 March 2016.

2016
£000

2015
£000

At 1 April
2014
£000

Assets

Non-current assets

Property, plant and equipment 313 436 396

Intangible fixed assets 9,434 9,452 12,764

9,747 9,888 13,160

Current assets

Inventories 2,777 2,439 1,617

Trade and other receivables 2,250 1,326 1,902

Income tax receivable 118 100 –

Cash at bank and in hand 2,936 3,470 2,514

8,081 7,335 6,033

Total assets 17,828 17,223 19,193

Equity and liabilities

Equity

Issued capital 8 8 6

Share premium 1,016 926 781

Treasury shares (69) (69) (75)

Capital redemption reserve 2 2 2

Share option reserve 62 62 49

Foreign currency translation reserve (540) (1,253) –

Profit and loss account (5,055) (3,275) (1,496)

Total equity (4,576) (3,599) (733)

Non-current liabilities

Interest-bearing loans and borrowings 8,426 12,394 2,586

Deferred tax liabilities – 22 24

8,426 12,416 2,610

Current liabilities

Trade and other payables 10,962 7,386 15,462

Interest-bearing loans and borrowings 2,639 – 1,000

Income tax payable 377 415 854

Provisions – 605 –

13,978 8,406 17,316

Total liabilities 22,404 20,822 19,926

Total equity and liabilities 17,828 17,223 19,193
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Consolidated statement
of changes in equity
at 31 March 2016.

Share 
capital 

account
£000

Share 
premium 
account

£000

Treasury 
shares
£000

Capital 
redemption 

reserve
£000

Share 
option 

reserve
£000

Foreign 
currency 

translation 
reserve

£000

Profit 
and loss 
account

£000
Total

£000

At 1 April 2014 6 781 (75) 2 49 – (1,496) (733)

Loss for the year – – – – – – (1,779) (1,779)

Other comprehensive income – – – – – (1,253) – (1,253)

Total comprehensive income – – – – – (1,253) (1,779) (3,032)

Share-based payment charge – – – – 13 – – 13

New share issue 2 145 – – – – – 147

Share cancellation – – 6 – – – – 6

At 1 April 2015 8 926 (69) 2 62 (1,253) (3,275) (3,599)

Loss for the year – – – – – – (1,780) (1,780)

Other comprehensive income – – – – – 713 – 713

Total comprehensive income – – – – – 713 (1,780) (1,067)

Share-based payment charge – – – – – – – –

New share issue – 90 – – – – – 90

At 31 March 2016 8 1,016 (69) 2 62 (540) (5,055) (4,576)
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Consolidated statement 
of cash flows
for the year ended 31 March 2016.

2016
£000

2015
£000

Operating activities

Loss for the year (1,780) (1,779)

Adjustments for:

– Finance income (65) (230)

– Finance costs 1,300 1,017

– Tax expense 14 43

Operating profit (531) (949)

Adjustments for:

– Depreciation of property, plant and equipment 215 208

– Amortisation of intangible assets 164 38

– Impairment of intangible assets 500 2,492

– Re-measurement of contingent consideration – (1,989)

– Share-based payment expense – 13

Working capital adjustments:

– Increase in inventories (276) (873)

– (Increase)/decrease in trade and other receivables (1,000) 567

– Increase/(decrease) in trade and other payables 3,341 (1,714)

– (Decrease)/increase in provisions (605) 605

1,808 (1,602)

Interest received 65 17

Interest paid (704) (1,489)

Income tax (90) (521)

Net cash flows from/(used in) operating activities 1,079 (3,595)

Investing activities

Purchase of property, plant and equipment (87) (256)

Purchase of other intangible assets (249) (132)

Settlement of contingent consideration for the purchase of a subsidiary – (3,838)

Net cash flows used in investing activities (336) (4,226)

Financing activities

Proceeds from borrowings 6,000 16,575

Issue costs for borrowings (75) (540)

Repayment of borrowings (7,600) (7,120)

Reduction in treasury shares – 6

Share capital issued 90 147

Net cash flows (used in)/from financing activities (1,585) 9,068

Net increase in cash and cash equivalents (842) 1,247

Net foreign exchange differences 95 (124)

Cash and cash equivalents at 1 April 3,470 2,347

Cash and cash equivalents at 31 March 2,723 3,470
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Redeem Group
The Derby Turn Building, Derby Road
Burton-on-Trent, DE14 1RS

Phone: +44 (0)1283 516 259
Email: burton@redeemgroup.com
www.redeemgroup.com
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