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Performance at a glance

Dear  shareholders,

This report shows the strengths and flaws of nine students from the
University of Malta Junior College, coming together from different
secondary schools, backgrounds and walks of life. The original intention
of all these achievers was that of experiencing the unique opportunity of
managing and running a company. Through this experience the achievers
built a strong team, developed interpersonal skills, tested enterprising skills
and above all grew through learning.

With a share capital of ¤352, SPIRAL developed the Malti9 a dictionary
for mobile phones using the Maltese language.   Not to over-capitalise the
company we decided to import a supporting product, the second simple
tents, to add liquidity to our company and be in a position to sell whilst
our main product is being developed.

We did fall short from the projections prepared in our business plan with
regards to the turnover of both our products.  This was however a conscious
decision taken to protect the value of the asset in hand particularly in the
wake of a significant business opportunity which came our way during the
year.  Our absolute commitment to our shareholder investment dictated that
profits should be sacrificed in the short term in view of the greater opportunities
ahead.   Notwithstanding this decision, we are still proud to announce a
dividend of ¤0.147 per share, and are confident that with the negotiations
currently being undertaken by the Company with a number of stakeholders
in the mobile telephony market, a very healthy future stands ahead.

Emma Beck
Managing Director

Whilst striving to provide a maximum return to our
shareholders, in recognition for the trust shown towards
the company, by adopting proper standards of business
practice and operating with integrity, we seek to improve
the quality of life of our customers through the application
of innovative and technological tools in their everyday
needs so as to be able to make better use of their time.
We aim to learn by doing, using this experience to mature

in our knowledge about managing a company and
develop life skills to face everyday challenges.



PA
G

E 
2 

- S
PI

RA
L 

 C
om

pa
ny

 R
ep

or
t &

 F
in

an
ci

al
 S

ta
te

m
en

t 2
00

8

Operating Environment and Strategy

The Market Defined

Year on year, Malta has witnessed major
developments in the Communications sector.
 The Malta Communications’ Authority Final
Report for the year 2007 clearly reports that
the Mobile market continued to grow reaching
a penetration rate of 92%, which amounts
to approximately 371,000 mobile subscribers,
with SMS traffic reaching a staggering 500
million SMS in 2007 alone.

Malta, with a population of approximately
400,000 people, has its own National
Language, which since 2004 has also become
an official EU Language.   Maltese, is a
Semitic language, with substantial borrowing
from  Sicilian and  Italian. Maltese alphabet
of 29 letters is based on the Latin alphabet,
with six unique letters. In the last available
Census (1995), it was reported that as a
first language, 87% of the population
preferred to use Maltese.

As young entrepreneurs SPIRAL sought to
identify a product of technological relevance
which may facilitate communication in
people’s everyday lives.  SPIRAL aimed
at identifying people’s needs in this
sector, and by thinking out of the box,
came up with relevant solutions.  A
market research conducted by

members of SPIRAL in the busiest
town centres around Malta,

clearly showed mobile users
frustration in communicating

in their native language via
text messages, since all

imported mobiles do not provide for an
integrated Maltese Dictionary.  50% of those
interviewed expressed that they
preferred writing messages in Maltese.
 68% of those interviewed refused to use
the text messaging software due to the
lack of the dictionary provided in their
native language.   The majority complained
on the length of time involved in writing text
messages in Maltese. Several also complained
about the incorrectness of spelling often found
in received messages, sometimes it being
rather eventful to decipher the intended words
transmitted. The National Council of the
Maltese Language has repeatedly warned
of the ever growing difficulties faced by the
Maltese Language in the wake of information
technology as one needs to adapt English
based interfaces, which meant that various
punctuations, letters etc were omitted.

Malti9, is a mobile compatible software
which utilises the letters found on the
keys of mobile phones to access a
dictionary of words in the Maltese
language.  SPIRAL understood the potential
underlying such a product idea, but could
not underestimate the challenges ahead,
relative not only to the development of the
very software, but also on the best manner
of distributing the product.
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Operating Environment and Strategy

Producing the Malti9

SPIRAL eventually engaged the services of
a professional programmer trained in JAVA,
for the development of the Malti9 software.
 SPIRAL’s IT Deputy Director was involved in
every stage of development.  To minimise
costs, SPIRAL assumed the responsibility
for the inputting of words in the software
created, which was a rather time-consuming
process; as well as for the testing of the
product.  SPIRAL soon realized that in terms
of development it was not enough to create
the software, but it was also important to
ensure that the software was compatible with
the different mobile operating systems and
downloadable on the various mobile sets.

Hitting the market

SPIRAL’s initial plan, as shown in its Business
Plan, was to sell the software itself directly
to customers, at an affordable price.  SPIRAL
planned over the year under review to
sell 150 units at ¤5 thus making a
turnover of  ¤750.   Sales would peak
in subsequent years following the intended
launch of an e-commerce website which
would provide the possibility for
customers to acquire the software
directly from the internet together

with other mobile accessories such
as ringtones and screen-savers.

Analysing and preserving the asset

However, following the interest shown by all
of the three licensed mobile operators in
Malta; Vodafone Malta plc, GO plc and
Melita Cable plc, SPIRAL took the decision
to stop the direct sales of Malti9
notwithstanding having sold only 10 units.
The Board of Directors unanimously agreed
that it was in the best interest of shareholders
not to prejudice the potential of selling or
licensing the product to the mobile operators
by flooding it in the market through direct
sales and diminishing its potential market
value.  In this way, by conserving its
uniqueness, it was felt that SPIRAL would be
in a stronger position when negotiating with
the said operators.  These developments have
undoubtedly surpassed SPIRAL’s initial
expectations, and it was thus necessary to
consult and valuate the asset at hand to
ensure no opportunities were missed.   One
needed to keep in mind that the value of the
product for such operators, was not only the
value of the product as such, but also the
value added which operators will be providing
their customers.

Various distribution models were identified,
including the licensing of the programme
under profit sharing arrangements with the
possibility of minimum capping, the benefits
of which are represented in projections on
the following page. Such a model would
provide SPIRAL with the opportunity of
receiving throughout the period of the
agreement, a constant revenue derived from
royalties, retaining ownership of the asset.Actual Sales         Targeted Sales

Tents              Malti9

3000

2250

1500

750

0 11       50           10      150

Sales Targets vs Actual Sales
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Operating Environment and Strategy

Time and resources may thus be invested in
the development of alternative applications
of the software such as use of the software
in various professional fields as is business
and medicine, and/or the adaptation of the
software in other languages.  In the meantime
the operator will be responsible for the
marketing of the Malti9, thus capitalizing on
the investment made by the licensee in
creating public awareness for the said
product.  The outright sale of the source code
may also be an option.

Negotiations are currently underway
with all three operators. Vodafone Malta
plc have proposed a 30% commission on
every Malti9 sold committing however to no
minimum capping.  A meeting with GO plc
has also been held and they have proposed
a 50% commision on all Malti9’s downloaded
from their website. After evaluating all the
proposals in hand a decision shall be taken
by the Board of Directors in due course.

Supporting the Primary Product
In order to utilize its human resources
throughout the period of development
of the Malti9, and to ensure liquidity
during such period, SPIRAL decided
to work on a supporting product.
 In keeping with its objectives of

being innovative and technological
in its choice of products, SPIRAL

conducted through research and
brainstorming sessions in order

to arrive to a product idea
which had the potential of

providing an added

value to its customers’ lifestyle.  Negotiations
began over the internet for the importation
of the new line of seconds tents from Quechua.
 Voted as one of the coolest gadgets on the
net, these tents are literally, simply un-
zipped from the bag and tossed in the
air, making them the fastest tents to be
pitched.  They are hassle-free, easy, light
and compact to transport, resistant to all
types of weather.  The concept is so fun that
it would appeal even to those who do not
camp so often. Eleven units were imported
from an Authorised Agent in Europe and
were sold immediately.  SPRIAL immediately
began to contact the manufacturers of such
tents in China in order to make arrangements
for the delivery of these products in Malta
at wholesale prices. The Chinese company
was forthcoming offering SPIRAL an exclusive
agency agreement, however binding this to
the bulk importation of 1000 units.  Since the
Company Programme was approaching its
end, and since resources involved in the
importation of such tents would have
constituted a significant strain on SPIRAL’s
resources, after evaluating the risks involved
and following the developments taking place
in the Malti9 (which have been described
earlier on), SPIRAL decided not to proceed
with this product, with the consequence that
SPIRAL fell short of its projected turnover
from this supporting product.

Potential Income generated by SPIRAL resulting from proposed
revenue sharing agreements with Vodafone (Malta) plc and GO plc

“ ““ “
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Projected Sales Scenarios as a Percentage of Market Share
*Premise that Vodafone plc and GO plc divide the Mobile Market Share equally






