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Introduction

Challenging year in our market

Luminar has performed well in such circumstances

Well positioned:

Best venues

Best operating skills

Cash generative with debt headroom



Financial Review
Robert McDonald
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Financial Highlights

Sales and profits impacted by difficult market conditions

For the continuing business pre exceptional items:

Sales turnover £193m down 4%

PBT £20.3m down 36%

Strong cash generation – cash inflow from operating activities £42m

Net borrowings at year end of £142m comfortably within agreed banking 

facilities totalling £180m

Simplified presentation – no segmentation
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Profit Summary

Continuing 

Business Pre 

Exceptional Items

2009

£m

2008

£m

Growth

%

Sales 193.2 201.3 (4%)

Unit profits 60.8 69.1 (12%)

Central costs (9.5) (11.4) 17%

EBITDA 51.3 57.7 (11%)

Depreciation (22.7) (21.6) (5%)

Interest (8.3) (4.6) (80%)

PBT 20.3 31.5 (36%)

Tax (4.5) (3.4) (32%)

Basic EPS 25.9p 45.8p (43%)

Statutory results include 
discontinued and exceptional 
items

Continuing business includes 
all 89 trading units

Cost savings delivered 

Large increase in interest cost 
due to shareholder return 
programme in 2008

Tax charge 22% from 11% in 
2008 

Continuing business is robust 
and profitable
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Sales

Fewer admissions in year, but 
higher quality venues driving 
higher entry price

Drink prices and margins 
under pressure

Food and other sales lines 
continue to be an opportunity

Same outlet decline 3.6%
Best performance in branded units

Continuing Business 2009 2008 Growth 

Units (average) 89 87 2.3%

Admissions (heads) 15.7m 16.4m (4.3)%

£m £m

Admissions 52.2 51.3 1.8%

Drinks 130.4 139.9 (6.8)%

Food 2.4 2.0 20.0%

Other 8.2 8.1 1.2%

Total Sales 193.2 201.3 (4.0)%

Admission sales per head £3.32 £3.12 6.4%

Drink sales per head £8.30 £8.51 (2.5%)

Total sales per head £12.29 £12.24 0.4%

Drink gross margin 75.1% 77.6% (2.5)

Total gross margin 82.3% 83.7% (1.4)

Sales Growth Measurement

Total business -4.0% Currently 89 units

Same outlets -3.6% Constant 86 units

Branded outlets +0.8% Currently 57 units

Previous Definitions:

Dancing segment -1.9% 85 units

Dancing Like for Like -4.7% 75 units
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Unit Profitability

Gross profit £9.3m lower 

due to reduced drink income

Strong control of 

expenditure
Overall cost saving of 1%

Operational profit 

conversion (pre rent and 

rates) of 42.8% from 45.0%

Average EBITDA per unit of 

£683k

2009

£m

2008

£m

Growth 

%

Gross Profit:

Admissions 52.2 51.3 1.8%

Drinks 97.9 108.6 (9.9%)

Food 1.2 1.2 -

Other 7.8 7.3 6.9%

total gross profit 159.1 168.4 (5.5%)

Unit costs:

Remuneration (52.9) (55.1) 4.0%

Entertainment, marketing (6.7) (7.4) 9.5%

Energy/utilities (4.6) (4.0) (15.0%)

Rent, Insurance (16.8) (16.1) (4.3%)

Rates (5.1) (5.3) 3.8%

Other (12.2) (11.4) (7.0%)

total unit costs (98.3) (99.3) 1.0%

Unit EBITDA 60.8 69.1 (12.0%)
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Cash Generation

Continuing business is very 

cash generative 

Cash conservation will reduce 

outstanding debt:

Removal of discontinued

Lower investment required

No final dividend proposed

Ongoing cost reduction 

programmes

Continuing Business 2009

£m

2008

£m

EBITDA 51.3 57.7

Finance costs (net) (10.0) (6.3)

Tax paid - -

Exceptional costs (1.2) (3.2)

Working capital 3.0 (6.2)

Cash generation 43.1 42.0

Capital investments (38.0) (48.4)

Sale of assets 10.0 1.3

Cash inflow before financing activities 15.1 (5.1)

Figures exclude cash outflow on discontinued operations of £7.5m (2008: £0.5m) and share of loss from associate of 

£2.6m in 2008
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Strong Balance Sheet

26 Feb

2009

£m

28 Feb 

2008

£m

Property, plant, equipment, other 312.8 318.7

Goodwill and other intangibles 175.0 174.9

3D Entertainment investment 26.3 48.8

Net current liabilities (exc cash, 3DE) (56.5) (53.0)

Borrowings (169.7) (144.5)

Cash 27.9 7.0

net borrowings (141.8) (137.5)

Other non current liabilities (48.5) (44.0)

Net assets 267.3 307.9

Strong asset backing with 24 
freeholds and 12 long 
leasehold properties

Investment in 3D 
Entertainment impaired by 
£24.1m during year 

Net borrowings covered 2.2x 
by fixed asset value

Borrowings reduced by £20m in 
March 2009

Book value of net assets 
equivalent to £4.39 per 
ordinary share
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Debt and Interest Costs

Year to 

26 Feb 09

Covenant

EBITDA to net borrowings

(covenant definition)

2.7 x <3.0 x

Fixed charge cover

(covenant definition)

2.4 x >1.5 x

Current net borrowings of £142m 
well within facilities of £180m 
agreed until August 2012.

Headroom within key covenants
Positive cash flow and cash 
conservation to manage debt 
levels

Average debt in year increased by 
49%

£59.7m returned to shareholders 
in 2008

Hedging instruments cover debts 
up to £140m

Weighted average interest cost 
was 6.3% in year (2008 6.5%)
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Finance Summary

Lower drinks margin and increased interest costs are key 

drivers of profit shortfall

Cash generation is considerable.  Cash conservation 

measures will enable debt to be reduced

Continuing business is robust and focused



Business Review
Stephen Thomas
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The Best Late Night Entertainment Venues

Our estate represents the best assets in the UK:

Well invested - £134m over last 3 years 

Recognised & trusted - Strong branded retail footprint

Strategically placed - 77 of UK’s leading towns & cities

Multiple room experiences - Customer choice and segmentation

Great facilities - State of art sight, sound, smell

High profitability - 0.7m EBITDA per venue
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What We Are Seeing

Average drink price has fallen 
by 10% across year

Admission trends are holding 
up

Trend has flattened

Customers are coming out later
61% of sales now after midnight

Friday/Saturday still key but 
midweek is growing

Tuesday – Thursday admissions up 
4.5%

Admission price grown over the 
year 

Based on constant sample of 86 units
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The Market is Tough
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2004 2005 2006 2007 2008

Openings

Closures

Tough Environment Increasing Legislation

Source:  CGA Strategy Ltd 2009

Average Weekly On Trade Closures vs Openings

Licensed Premises are forecast to 

decline 6% by 2013 and by 17% in 

Late Night Entertainment

Market contracts as weaker 

operators go out of business

In the short term there are small 

independent opportunist openings 

as landlords look to recoup rents

Structural Shifts:
Licensing Reform Act 2003

The Smoke Free Regulations 2006 / 2007

Continual pressure from Licensing Authorities 

regards Licensing Reviews & Pricing

Continual Legislation
Control of Noise at Work Regulations 2005

Regulatory Reform (Fire Safety Order) 2005

Private Security Industry Act 2001

Health & Safety at Work Act 1974

SIA Legislative Reform

Best Practice
100% Polycarbonate drinking vessels

Drugs dogs schedule

Challenge 21

Counter Terrorism training & measures
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Key Initiatives and Opportunities

Customer Experience Operational Excellence Venue Development

Relentless focus on managing best in class venues

Product Development

Entertainment Tours

Digital Developments

Targeted 

Communications

Asset Utilisation

Secondary Sales

Customer Experience

Investing in our People

Well maintained 

invested brands

Development property 

opportunities

Acquisition possibilities

Parallel markets
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Encouraging Customers through our Doors

Visiting a Club
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High
Energy

Everyday

Relaxed

Customers are being more selective
18–24 On Trade monthly frequency of 

visiting is down 3.8%  

Customers look for a high energy 

‘event’ to justify going out 

More savvy and fast paced in how 

they consume media

Delivered Through

Investment in entertainment & 

content

Offering multiple experiences:
Music

Peer group matching

Live events

Digital media and targeted 

communications

Share of Volume by Occasion

Source:  TNS Alcovision
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Giving Our Customers Reasons to Return

Memorable Experiences

Customers are demanding more 

when they choose to spend

Within club environment the content, 

experience and atmosphere are king

Pricing remains key and needs to 

support the value for money 

relationship

Delivered Through
Beyond Hello customer experience 

programme & listening hard

Employing the best:
Management & crew

DJ’s & entertainment 

Security personnel

Central expertise

State of the art lighting and sound 
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Current Trading and Outlook

Current trading 

Overall sales down 3.8% (same outlet)

Admissions increasing as utilisation improves

Sales per head lower due to drink prices

Balance of admission charge to drink price is crucial

Outlook

Few signs yet of market recovery, but stabilising

Challenging year, unprecedented market conditions

Patterns of trade are evolving

Cash generative and conserving cash to manage debt

Best venues, best teams

Well placed to weather recession and build for the future



Appendices
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Sales By Brand

Sales units 2009

Sales £m

2008

Sales

£m

Growth

%

Oceana 13 51.8 48.5 6.8

Liquid 36 72.9 73.1 (0.3)

Lava & Ignite 8 18.8 20.7 (9.2)

Total Branded 57 143.5 142.3 0.8

Unbranded 32 47.6 53.6 (11.2)

Unit sub-total 89 191.1 195.9 (2.5)

Other - 2.1 5.4 (61.1)

Total 89 193.2 201.3 (4.0)
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Exceptional Items

Continuing Operations

2009

£m

2008

£m

Impairment of PP&E (7.4) (2.9)

Write back of depreciation on units 

no longer held for sale

(0.5) -

Reorganisation costs (0.6) (2.4)

Goodwill impairment (0.7) -

Onerous lease provisions (net) (0.3) (0.7)

Legal settlement (0.3) -

Finance costs - (0.5)

Tax 1.4 0.8

Total (8.4) (5.7)

Discontinued Operations

2009

£m

2008

£m

Impairment of PP&E (1.5) (1.1)

Impairment of investment in 3DEG (24.1) -

Reorganisation costs (0.7) (0.2)

Onerous lease provisions (net) (0.5) (0.8)

Lease surrender - (0.2)

Realised profit/(loss) on disposals 0.3 (0.6)

Costs associated with disposal of 

companies

(2.8) (14.6)

Tax 0.6 (0.1)

Total (28.7) (17.6)
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Understanding our Customer

14

14

15

16

24

31

31

34

39

42

TV Subscriptions

Gym Membership

Going to Gaming Venues

Hiring DVDs / Music

Going to Clubs

Going to Cinema

Going to Coffee Shops

Going to Pubs & Bars

Buying Music or Movies

Going to Eat Out

Our Primary Audience

80% are aged 18 – 24

Secondary customer groups:

Students (midweek opportunity)

13-17 year olds for UKCC Events

18 – 24 Customers in the Recession

Unemployment amongst 18-24 has 
increased 130,000 year on year in absolute 
terms (*)

But recent increases are greater in older 
age groups (*)

Attitude to Spending

Do not wish to cut back on ‘lifestyle’ choices

Do not wish to cut spend on experiences 
that cannot be replicated at home –
specifically Gaming Venues and Clubs

Source: YouGov

Worst

Performing

Sectors

Best

Performing

Sectors

“What would you look to cut back spend on if forced?”

11% 11%
9%

30% 31% 30%

20% 19%
20%

24%
25% 25%

14%
15%

16%

16 - 17 18 - 24 25 - 34 35 - 49 50+

Dec-Feb 2007 Dec-Feb 2008 Dec-Feb 2009

Source: ONS (seasonally adjusted)

Percentage of Unemployed Population by Age

Source:  (*) Office for National Statistics


