
May 27, 2010 Investor & Analyst Day



Agenda

10:00 AM - Introduction and overview of BGC by Chairman/CEO Howard W. 
Lutnick 

10:15 AM – Financial Overview by Graham Sadler Chief Financial Officer 10:15 AM – Financial Overview by Graham Sadler, Chief Financial Officer 

10:45 AM - Update on BGC growth drivers by President Shaun D. Lynn

11:15 AM - Jean-Pierre Aubin, Executive Managing Director and Global Head, Listed 
Products 

11:40 AM - Mark Webster, Executive Managing Director and General Manager, The 
Americas

12:00 PM - Buffet lunch available at this time (30 minute pause for webcast.)

12:30 PM - Philip Norton, Executive Managing Director, e-Commerce

1:15 PM General Q&A for any of the above

1:45 PM - Bus departs for short trip to optional tour of the BGC’s 199 Water Street 
broking floor and expanded BGC Trader demonstration
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2:30 PM - Expected finish



OverviewOverview
Chairman/CEO Howard W. Lutnick 



Discussion of Forward-Looking Statements 

The information in this document contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of 
the Securities Exchange Act of 1934, as amended (the “Exchange Act”). Such statements are based upon current expectations that involve risks and uncertainties. Any 
statements contained herein that are not statements of historical fact may be deemed to be forward-looking statements. For example, words such as “may,” “will,” “should,” 
“estimates,” “predicts,” “potential,” “continue,” “strategy,” “believes,” “anticipates,” “plans,” “expects,” “intends” and similar expressions are intended to identify forward-

 looking statements.

Our actual results and the outcome and timing of certain events may differ significantly from the expectations discussed in the forward-looking statements. Factors that 
might cause or contribute to such a discrepancy include, but are not limited to: our relationship with Cantor Fitzgerald, L.P. and its affiliates (“Cantor”) and any related 
conflicts of interest, competition for and retention of brokers and other managers and key employees, reliance on Cantor for liquidity and capital and other relationships; 
pricing and commissions and market position with respect to any of our products and services and those of our competitors; the effect of industry concentration and 
reorganization, reduction of customers and consolidation; liquidity, clearing capital requirements and the impact of recent credit market events and regulations requiring 
central clearing or exchange-based execution for certain of our products; market conditions  including trading volume and volatility  and further deterioration of the equity central clearing or exchange-based execution for certain of our products; market conditions, including trading volume and volatility, and further deterioration of the equity 
and debt capital markets; economic or geopolitical conditions or uncertainties; the extensive regulation of the Company’s businesses, changes in regulations relating to the 
financial services industry, and risks relating to compliance matters; factors related to specific transactions or series of transactions, including credit, performance and 
unmatched principal risk, as well as counterparty failure; the costs and expenses of developing, maintaining and protecting intellectual property, including judgments or 
settlements paid or received in connection with intellectual property, or employment or other litigation and their related costs; certain financial risks, including the 
possibility of future losses and negative cash flow from operations, potential liquidity and other risks relating to the ability to obtain financing or refinancing of existing 
debt, and risks of the resulting leverage, as well as interest and currency rate fluctuations; the ability to enter new markets or develop new products, trading 
d k  k t l   i  d t  i d  t  t   th  d t  t di  d k  k t l   i  d t  d i t i  k t h  th  bilit  desks, marketplaces or services and to induce customers to use these products, trading desks, marketplaces or services and to secure and maintain market share; the ability 
to enter into marketing and strategic alliances and other transactions, including acquisitions, dispositions, reorganizations, partnering opportunities and joint ventures, and 
the integration of any completed transactions; the ability to hire new personnel; the ability to expand the use of technology for our hybrid platform, including screen-
assisted, voice-assisted and fully electronic trading; effectively managing any growth that may be achieved; financial reporting, accounting and internal control 
factors, including identification of any material weaknesses in our internal controls and our ability to prepare historical and pro forma financial statements and reports in a 
timely manner; the effectiveness of risk management policies and procedures, including the ability to detect and deter unauthorized trading or fraud, unexpected market 
moves and similar events; the ability to meet expectations with respect to payment of dividends, distributions and repurchases of our common stock or purchases of BGC 
Holdings, L.P. (“BGC Holdings”) limited partnership interests or other equity interests in our subsidiaries, including from Cantor, our executive officers, and our employees; 
and the risks and other factors described herein under the heading “Item 1A—Risk Factors” in our most recent Form 10-K filed with the SEC on March 16, 2010, and as 
updated in subsequent filings on Form 10-Q.

The foregoing risks and uncertainties, as well as those risks discussed under the heading “Item 7A—Quantitative and Qualitative Disclosures About Market Risk” and 
elsewhere in our most recent 10-K and subsequent filings on Form 10-Q, may cause actual results to differ materially from the forward-looking statements. The information 
included herein is given as of the filing date of our most recent Form 10-K with the SEC, as updated from time to time in subsequent filings on Form 10-Q, and future events 
or circumstances could differ significantly from these forward looking statements  The Company does not undertake to publicly update or revise any forward looking 
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or circumstances could differ significantly from these forward-looking statements. The Company does not undertake to publicly update or revise any forward-looking 
statements, whether as a result of new information, future events or otherwise.

Our discussions in financial releases often summarize the significant factors affecting our results of operations and financial condition during the years ended December 
31, 2009, 2008 and 2007, respectively. This discussion is provided to increase the understanding of, and should be read in conjunction with, our Consolidated Financial 
Statements and the accompanying Notes thereto included elsewhere in our most recent Form 10-K



Distributable Earnings

Unless otherwise stated, throughout this presentation we refer to our results 
only on a distributable earnings basis  y g

For a complete description of this term and how, when and why management 
uses it, see the final page of this presentation 

For both this description and a reconciliation to GAAP, see the sections of BGC’s 
1Q2010 financial results release titled “Distributable Earnings” and 
“Reconciliation Of GAAP Income To Distributable Earnings”,  which are 
i t d b  f  d il bl  i  th  “I t  R l ti ” ti  f  incorporated by reference, and available in the “Investor Relations” section of our 
website at www.bgcpartners.com
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BGC Partners – A Leading Inter-Dealer Broker
CorporationsCorporations InvestorsInvestorsGovernmentsGovernments
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BanksBanks Trading FirmsTrading FirmsI-BanksI-Banks
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Business Overview

Voice / Hybrid BrokingVoice / Hybrid Broking Electronic BrokingElectronic Broking Market Data/
Software Solutions

Market Data/
Software Solutions

Key products include:
• Rates
• Credit
• Foreign Exchange

E  D
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• Foreign Exchange
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time proprietary pricing data 

Provider of customized 
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time proprietary pricing data 

Provider of customized 

Key products include:
• Treasuries
• Credit Default Swaps
• FX Derivatives
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1,551 brokers and salespeople
Over 160 desks
In 20 cities

• Equity Derivatives
• Other

1,551 brokers and salespeople
Over 160 desks
In 20 cities

Provider of customized 
screen-based solutions which 
enable clients to develop 
electronic marketplaces 

Provider of customized 
screen-based solutions which 
enable clients to develop 
electronic marketplaces 

• European Government 
Bonds

• Spot FX
• Canadian Sovereigns

Proprietary network 

• European Government 
Bonds
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• Canadian Sovereigns

Proprietary network In 20 citiesIn 20 cities Proprietary network 
connected to the global 
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connected to the global 
financial community
Substantial investments in 
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Increasingly Diverse Global Revenues
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Americas Revenue up 47% y-o-y
Asia Pacific Revenue up 27% y-o-y
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Note:  Based on Distributable Earnings. For the purposes of this chart, $1.7 million related to the non-cash impact of BGC Partners’ pro rata share of losses from 
its equity investments, such as in Aqua Securities, L.P. (“Aqua”) and ELX Electronic Liquidity Exchange (“ELX”) for the first quarter was added back to 
“Americas” GAAP revenues.  In the year earlier period, the amount added back was $2.1 million.

Europe, Middle East & Africa Revenue up10% y-o-y



1Q2010 Revenue Breakdown by Product

Equities and 
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9.0% of total DE 
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Up 57.9% y-o-y
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Note:  For this and all prior periods herein these brokerage revenue figures have been adjusted to reflect the current classifications of certain brokerage desks.  
These adjustments had no impact on the Company’s total brokerage revenues, revenues related to fully electronic trading, overall revenues, or income for either 
GAAP or distributable earnings purposes.

* This includes fees captured in both the “total brokerage revenues” and “ fees from  related party” line items related to fully electronic trading.



BGC May Benefit from Proposed OTC Changes

We profitably broker OTC and exchange traded, centrally cleared products

We strongly favor open and non-discriminatory central clearingWe strongly favor open and non discriminatory central clearing

Traditionally, we have been paid significantly faster by central clearing 
organizationsg

Central clearing may lead to higher OTC volumes in certain markets

BGC has competitive advantage versus IDB peers if hybrid or electronic trading is 
encouraged and/or required

BGC h ld lif    "  ti  f ilit ” d th  i il  tBGC should qualify as an "swap execution facility” and other similar terms
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Technology + New Products = Expanded Markets
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Base Metals Options
Precious Metals Options



ELX Update
Launched July 10, 2009 with US Treasury futures contracts

Partners include nearly all the largest FCMs* and most active futures trading 
firms

• Bank of America Merrill Lynch, Barclays Capital, Breakwater, Citi, Credit 
Suisse, Deutsche Bank Securities, GETCO, Goldman Sachs, JPMorgan, Morgan Suisse, Deutsche Bank Securities, GETCO, Goldman Sachs, JPMorgan, Morgan 
Stanley, PEAK6 and The Royal Bank of Scotland

Customers include top FCMs like MF & Newedge

OCC provides clearing services

CFTC is reviewing EFFs

Will launch Eurodollar Futures June 18, 2010

• Options on Futures, other products in development

12

* Ranked by FCM assets per  March, 2010 “Financial Data for Futures Commission Merchants” at www.CFTC.gov 



Executive Management of BGC Partners 
150  Y  f E i150+ Years of Experience

Howard W. Lutnick
Chairman, CEO 
(26 years)

Howard W. Lutnick
Chairman, CEO 
(26 years)

Lee M. Amaitis
Non-executive
Vice Chairman

Lee M. Amaitis
Non-executive
Vice Chairman

Shaun Lynn
President
(29 years)

Shaun Lynn
President
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(32 years )(32 years )

Stephen MerkelStephen Merkel
Sean Windeatt,
Chief Operating
Officer
(14 years)

Sean Windeatt,
Chief Operating
Officer
(14 years)

Graham Sadler
Chief Financial
Officer
(25 years)

Graham Sadler
Chief Financial
Officer
(25 years)

Stephen Merkel
EVP, 
General Counsel, 
Secretary
(24 years)

Stephen Merkel
EVP, 
General Counsel, 
Secretary
(24 years)
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Graham Sadler, Chief Financial Officer



Revenue Growth Across Most Businesses & Geographies
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BGC Revenue Trend (millions)
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Distributable Earnings Growth
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First Quarter Pre-tax & Post-tax distributable earnings per fully diluted share were up 33.3% 
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Q g p y p
and 54.5% y-o-y respectively



Dividend Growth and Attractive Yield
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Strong Balance Sheet
March 31,

2010
Assets:
Cash and cash equivalents 389,268$                                  
Cash segregated under regulatory requirements 2,651                                       
Reverse repurchase agreements with related parties -                                              
Securities Borrowed 35,035                                     
Loan receivables from related parties 980                                          
Securities owned 2,124                                       
Marketable securities 1,534                                       
Receivables from brokers, dealers, clearing organizations, customers and related broker-d 894,692                                   
Accrued commissions receivable, net 145,819                                   

BGC does not make money using its 
balance sheet so our results should not 

Accrued commissions receivable, net 145,819                                   
Forgivable and other loan receivables from employees and partners 135,459                                   
Fixed assets, net 136,859                                   
Investments 22,134                                     
Goodwill 76,802                                     
Other intangible assets, net 13,083                                     
Receivables from related parties 14,161                                     
Other assets 50,987                                     
Total assets 1,921,588$                               

vary based on equity and cash levels. BGC 
currently has more than adequate cash for 
regulatory and clearing purposes. 

Debt:  $166.2 MM 
Liabilities, Redeemable Partnership Interest and Total Equity:
Accrued compensation 180,083$                                  
Securities sold, not yet purchased 39                                           
Payables to brokers, dealers, clearing organizations, customers and related broker-dealer 870,765                                   
Payables to related parties 23,604                                     
Accounts payable, accrued and other liabilities 278,427                                   
Deferred revenue 9,162                                       
Notes payable and collateralized borrowings 166,144                                   

Total capital: $393.4 MM *

p y g ,
Total liabilities 1,528,224                                 
Redeemable partnership interest 101,558                                   
Equity
Stockholders' equity:
Class A common stock, par value $0.01 per share; 500,000 shares authorized; 72,408 and 70,661
shares issued at March 31, 2010 and December 31, 2009, respectively; and 55,551 and 56,124 shares
outstanding at March 31, 2010 and December 31, 2009, respectively 724                                          
Class B common stock, par value $0.01 per share; 100,000 shares authorized; 26,448 and 26,448 shares
issued and outstanding at March 31  2010 and December 31  2009  respectively  convertible into Class Aissued and outstanding at March 31, 2010 and December 31, 2009, respectively, convertible into Class A
common stock 264                                          
Additional paid-in capital 295,996                                   
Treasury stock, at cost: 16,857 and 14,537 shares of Class A common stock at March 31, (103,127)                                  
December 31, 2009, respectively
Retained deficit (11,390)                                    
Accumulated other comprehensive income (loss) (1,350)                                      
Total stockholders' equity 181,117                                   
Noncontrolling interest in subsidiaries 110,689                                   

19

Note:  In thousands, except share and per share data.  
*Total Capital for BGC Partners, Inc.  = redeemable partnership interest + total equity.

Total equity 291,806                                   
Total liabilities, redeemable partnership interest, and equity 1,921,588$                               



Strong Balance Sheet (continued)

Simple balance sheet

Low leverageLow leverage

Safe securities position – no “mark to model” assets

BGC brokers trades either on a name-give-up basis (≈70%) or on a matched 
principal basis (≈30%)

• Generally do not have inventory

BGC does not generally engage in proprietary trading, have margin accounts with 
customers, or otherwise use its balance sheet for trading purposes 

Book value per share $2.21 
• Consistent  near this level since eSpeed merger in 2Q2008

20



Platform to take Growth to Next Level

Margin Improvement

• Organic through new hires and broker productivity gains

• Operating LeverageOperating Leverage

• Lower Comp Rate

• Partnership Enhancement Program

• Effective Tax Rate

• Acquisitions

21



BGC: Scalable Business Poised for Margin Expansion
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As new brokers/salespeople improve productivity, BGC expects positive impact on compensation ratio 
& margins 



Operating Leverage / Fixed Expense Base
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Pre-tax distributable earnings as % of Total Revenue Non-comp Expenses as a % of Total Revenue

Non-comp expenses were 25.6% of distributable earnings revenues in 1Q2010 versus 28.6% in 1Q2009
Pre-tax distributable earnings margin was 12.8% in 1Q2010 vs. 10.5% in 1Q2009
Post-tax distributable earnings margin was 10.9% in 1Q2010 vs. 7.9% in 1Q2009

23

Note:  FY 2006 based on GAAP pre-tax margin.



BGC Partners Compensation Ratio
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take several quarters to achieve expected productivity levels



Partnership Enhancement Program

What did it involve?

• Extending employment contractsExtending employment contracts

• Increasing restricted partnership units as part of compensation

• Redemption or exchangeability for unitsRedemption or exchangeability for units

Impact

• Interest aligned with investors’• Interest aligned with investors

• Improve employee retention

• Lower compensation rate leading to higher Distributable Earnings• Lower compensation rate leading to higher Distributable Earnings

• Lower effective tax rate – 15% down from 27% in 2009

25



Our Structure Leads to Lower Effective Tax Rate 

Partnership Units and common stock treated equivalently for accounting purposes

All shares, partnership units & RSUs included in fully diluted share count

Redemption of partnership units similar to share repurchasesRedemption of partnership units similar to share repurchases

Exchanges of partnership units into common stock have no effect on fully diluted 
share count

Redemptions and Exchanges do not impact pre-tax distributable earnings

L d   l    f  b f  f h  C  d  bl  h h ldLeads to lower tax rate for benefit of the Company and its public shareholders
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Lower Tax Rate Primarily Benefits Common Stockholders

Pre- and Post-Partnership Enhancement:  28% and 15% Effective Tax Rates for Distributable EarningsPre- and Post-Partnership Enhancement:  28% and 15% Effective Tax Rates for Distributable Earnings

28% Tax Rate 15% Tax Rate

Total Public Partners Total Public Partners

Share of Pretax Income 38% 62% 38% 62%

Allocated to Allocated to

Pretax Income $100.0 $38.0 $62.0 $100.0 $38.0 $62.0

E   ($28 0) ($10 6) ($17 4) ($15 0) ($5 7) ($9 3)Entity tax ($28.0) ($10.6) ($17.4) ($15.0) ($5.7) ($9.3)

Partner Tax ($31.0) ($31.0)

Partner Tax Credit $17.4 $9.3

After Tax Income $72.0 $27.4 $31.0 $85.0 $32.3 $31.0

27

At a 50% marginal personal income tax rate, a typical U.S. partner owes the same in either 
scenario:  an additional 22% on their distributions with a 28% effective DE tax rate;  or an 
additional 35% at a 15% effective DE tax rate.



Hypothetical Example of 15% Tax Rate
At $100 million in Pretax Income, $46 Million Charge for Exchange ≈ 15% Tax Rate At $100 million in Pretax Income, $46 Million Charge for Exchange ≈ 15% Tax Rate 

GDE GAAP

Distributable Earnings Pretax Income $100.0 $100.0g

Less Non-cash, Non-dilutive Charge for Exchange $0.0 ($46.0)

Pretax Income $100.0 $54.0

Under GAAP, the difference between amortized compensation expense and 

Tax ($15.1) ($15.1)

Tax Rate 15% 28%

28

p p
exchange/redemption price = “compensation” = tax deduction for public company.  This 
exchange has no economic impact on the company and does not lower the amount of 
cash available for distributions, dividends, share repurchases, or unit redemptions. 



Shelf Registration  Enables Orderly Redemptions

BGC recently filed a $100 million Shelf Registration Statement on 
Form S-3 with the SEC:

1) General corporate purposes including stock and unit repurchases and acquisitions
2) BGC’s share buy-back/unit redemption authorization + S-3 = way to facilitate 

aforementioned redemption process

In the future, we may: 
1) Redeem units for cash and reduce fully diluted share count or; 
2) Redeem units for cash & separately sell Class A shares*

Because these units or shares would already be in fully diluted 
share count, neither scenario should be dilutive 

1) Second scenario would increase Class A free float

29

* Sale of shares can be before or after redemptions.



BGC’s Growth DriversBGC’s Growth Drivers
President Shaun D. Lynn 



BGC Growth Drivers:  Positive Momentum

1) Benefiting from solid growth in overall industry issuance

• Strong fundamentals for secondary market volumes

2) Increasing market share

• Growing front office headcount• Growing front office headcount

3) Increasing percentage of revenue from fully electronic trading) g p g y g

• Improves long-term profitability

31



BGC Growth Drivers:  Positive Momentum
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Brokerage Overview: Rates
% of 1Q2010  Total Distributable Earnings % of 1Q2010  Total Distributable Earnings 

• Interest rate derivatives
• US Treasuries
• Global Government Bonds

% of 1Q2010  Total Distributable Earnings 
Revenue

% of 1Q2010  Total Distributable Earnings 
RevenueExample of ProductsExample of Products

Global Government Bonds
• Agencies
• Futures
• Dollar derivatives
• Repurchase agreements

Rates

42%

p g
• Non-deliverable swaps
• Interest rate swaps & options

Rates Revenue Growth Rates Revenue Growth DriversDrivers
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Treasury Quarterly Net Borrowing

Record US Treasury Issuance = Tailwind
y Q y g
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BGC trades primarily in 2-year or longer dated USTs
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Sources:  US Department of the Treasury, SIFMA.  Data for Q2 and Q3 2010 are the projected estimates for net borrowing.   Treasury Fiscal Year ends 
September 30th.

p y y g
UST issuance for 2-year or longer dated USTs up 65% y-o-y in calendar 1Q2010



…As are EU Deficits and Gross Debt 
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Estimates
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Source:  European Commission

As national deficits rise, trading in both bonds and their related interest rate and credit derivatives increases



2,500,000

Pending Fed Balance Sheet Unwind = Future Tailwind
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swaps,  and IR futures as quantitative 
easing ends
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Lending to Financial Institutions Liquidity to Key Credit Markets
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Source:  Federal Reserve Bank of Cleveland. Data from 1/1/07 to 5/12/10.



Interest Rate Volatility is Up

Currently = 41.44 versus 
the historical mean of 

12.52

Period of major 
tit ti  i  b  th  quantitative easing by the 

Fed
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Source: Bloomberg.  Based on 30 day volatility of 3 Month Libor for January 1, 2000 through May 18, 2010.



Brokerage Overview: Equities & Other Asset Classes

% of 1Q2010 Total Distributable Earnings 
Revenue

% of 1Q2010 Total Distributable Earnings 
RevenueExample of ProductsExample of Products

Equities & 

Oth
• Equity derivatives

Other

13%
• Cash Equities

• Index futures

• Commodities

Equities & Other Asset Classes Revenue GrowthEquities & Other Asset Classes Revenue Growth

• Energy derivatives

• Other derivatives and futures

DriversDrivers qq

$116.2 $122.5
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• Primarily strong growth globally from 
the Company’s equity derivatives 
products 
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Brokerage Overview: Foreign Exchange
% f 1Q2010 T t l Di t ib t bl  E i  % f 1Q2010 T t l Di t ib t bl  E i  

FX

• Foreign exchange options
• G-10
• Emer in  markets

% of 1Q2010 Total Distributable Earnings 
Revenue

% of 1Q2010 Total Distributable Earnings 
RevenueExample of ProductsExample of Products

FX

13%

• Emerging markets
• Cross currencies
• Exotic options
• Spot FX

E i  k  FX i• Emerging market FX options
• Exotic FX options
• Non-deliverable forwards

Foreign Exchange Revenue GrowthForeign Exchange Revenue GrowthDriversDrivers g gg g

• Primarily due to a sharp rebound in 
global volumes and as credit issues 
eased for customers of BGC’s 

Credit Crisis:  Headwind Credit Easing = Tailwind

$187.3
$136.5

$44.7
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Emerging Markets desks

• Also driven by significantly higher 
fully electronic revenues for BGC 
Sovereign debt issues in Europe 
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volumes



Overall Industry Spot/Forward FX Growth Returns
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FX Average Daily Values 

4,000,000

s

3,000,000

3,500,000

$ 
B

ill
io

ns

2,500,000

2,000,000
FY 2008 FY 2009 2Q 2009 2QTD 2010

BGC’s spot and derivatives FX volumes have been outpacing overall industry 
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Source:  CLS Bank. Data includes FX spot, swap and outright forward products. Values are the total value of settlement instructions submitted to CLS on 
trade date.  The values should be divided by two for spot and forward values and by four for swap values to equate to the values reported in the BIS tri-annual 
surveys.  2QTD2010 data is through April 30, 2010.

p p g y
growth so far in 2010



Brokerage Overview: Credit

• Credit derivatives

% of 1Q2010 Total Distributable Earnings 
Revenue

% of 1Q2010 Total Distributable Earnings 
RevenueExample of ProductsExample of Products

• Asset-backed securities

• Convertibles

• Corporate bonds

Hi h i ld b d

Credit

26%

• High yield bonds

• Emerging market bonds

Credit Revenue GrowthCredit Revenue GrowthDriversDrivers

$307.5 $331.4$350

• Primarily lower industry-wide cash 
bond revenues & CDS activity 

• Partially offset by strong y-o-y growth 
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• Partially offset by strong y-o-y growth 
for BGC in fully electronic CDS trading 
in the US, Asia & Europe

• Sovereign CDS business has grown due 
to various sovereign debt concerns
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European Sovereign & Related CDS Activity is Strong

5 Year sovereign CDS spreads 
widening during 2Q2010widening during 2Q2010

5 Year Sovereign CDS Spreads5 Year Sovereign CDS Spreads

CDS activity also increasing 
for Euro-zone banks

42

Source:  Barclays Capital, Bloomberg.



BGC Growth Drivers:  Positive Momentum

1) Benefiting from solid growth in overall industry issuance

• Strong fundamentals for secondary market volumes

2) Increasing market share

• Growing front office headcount• Growing front office headcount

3) Increasing percentage of revenue from fully electronic trading) g p g y g

• Improves long-term profitability
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Ability to Attract and Retain Key Talent

Partnership structure tax efficient for both partners and public shareholders

Partnership is a key tool in attracting and retaining key producersPartnership is a key tool in attracting and retaining key producers

Unlike peers, large number of key employees have sizable and mostly 
restricted equity or unit stakes (≈39% of fully diluted shares)

F d l l  f l ’  h h h ld ’Fundamental alignment of employees’ interests with shareholders’

Structure combines best aspects of private partnership with public ownership
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Track Record of Successful Acquisitions

Offices:  New York  London 

Maxcor / Eurobrokers
(May 2005)

Office:  Paris

Aurel Leven
(November 2006)

Offices:  London  

Marex Financial (a)

(August 2007)
Offices:  Sao Paulo and Rio de 

Liquidez 
(June 2009)

Offices:  New York, London 
and Tokyo
~325 brokers
Leader in fixed income, 
money market & derivatives

Office:  Paris
~75 brokers
Expertise in equity 
derivatives

Offices:  London, 
Johannesburg
Expand equity derivatives 
business in emerging 
markets

Offices:  Sao Paulo and Rio de 
Janeiro 
70 brokers
Leader in FX derivatives, 
commodities, credit, equities, 
and interest rate products 

2005 2006 2007 2008 2009

ETC Pollack AS Menkul
(  2006)

Radix Energy
(M h 2008)

Offices:  Paris
~70 brokers
Presence in OTC & 
exchange traded products

(September 2005)

Office:  Istanbul
Gain access to Turkish 
equities and electronic bond 
market

(December 2006)

Office:  Singapore
OTC Energy broker 
specializing in crude oil / fuel 
oil/ naptha distillates

(March 2008)

45

(a)  BGC acquired Marex Financial’s emerging markets business.



BGC Front Office Employee Growth

Front Office Productivity (in thousands)Front Office Productivity (in thousands)Front Office HeadcountFront Office Headcount

Historically, the Company’s average revenue per broker has declined for the periods following significant headcount 
increases.  BGC Partners’ new brokers generally achieve higher productivity levels in their second year with the 
Company

46

Company.

Note:  Front office productivity is calculated  as “total brokerage revenue,” “market data and software sales revenue,” and the portion of “ fees from related 
party” line items related to fully electronic trading divided by average front office headcount for the relevant period.  



Business Management Team 
Another 350 + Years

Jean-Pierre 
Aubin

GlobalGlobal

Bernard 
Weinstein

Philip 
Norton

Yevette 
Ti

Danny 
LaVecchiaAubin

Executive Managing 
Director and Global 
Head Listed Products

(23 years) (29 years) (18 years) (24 years)

Weinstein
Executive 
Managing 
Director for 
BGCantor 
Market Data

Norton
Executive Managing 
Director and for BGC 
e-Commerce

Tierney
Chief 
Information 
Officer for BGC

Executive Managing 
Director and Global 
Head of FX 
Products

(19 years)

Asia-PacificAsia-Pacific UK & EuropeUK & Europe

Mark Spring
Executive Managing 
Director

Len Harvey
Executive Managing 
Director and General 

Rob Kitchin
Senior Managing Director 
and Head of Credit and 

Tony Verrier
Executive Managing Director

(35 years)

Manager, Asia-Pacific

(22 years)

and Head of Credit and 
Commodities

(16 years)

g g
Director and General 
Manager, London and 
Europe

FranceFrance North AmericaNorth America

(23 years)

(27 years)

Jérôme Frank
Senior Managing Director
France

Keith Reihl
Chief Operating 
Officer for BGC 
North America

Sal Trani
Executive Managing 
Director for BGC 
North America

Mark Webster
Executive Managing 
Director and General 
Manager, Americas
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(27 years)
(29 years) (44 years) (28 years)



BGC Growth Drivers:  Positive Momentum

1) Benefiting from solid growth in overall industry issuance

• Strong fundamentals for secondary market volumes

2) Increasing market share

• Growing front office headcount• Growing front office headcount

3) Increasing percentage of revenue from fully electronic trading) g p g y g

• Improves long-term profitability
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Significant Leverage Through Scale and Technology

Pre-Tax Distributable Earnings Contribution 

30% 

Incremental 

35-50% 

or more 

Incremental 

45-75%  

Incremental 
Margin

Incremental 

Margin

Incremental 

Margin

Hybrid Brokerage:  

Hire and Acquire

Market Data & Software:  

Distribute

Fully Electronic:  

Convert
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Note:  Incremental margin estimates based on BGC’s historical financial performance.



BGC Fully Electronic Growth
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Year on year fully electronic revenue growth was 8.7% in 3Q2009, 38.2% in 4Q2009, and 57.9% in 1Q2010
Over time, higher fully electronic revenues should = improved margins
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* This includes fees captured in both the “total brokerage revenues” and “ fees from related party” line items related to fully electronic trading.



Result:  BGC has Outperformed Peers



Leading Global Inter-dealer Broker
Operational comparison

25% 22%

p p
Y-O-Y Revenue Growth (MRP Available)Y-O-Y Revenue Growth (MRP Available) 5 Year Revenue Growth (2004-2009)5 Year Revenue Growth (2004-2009)

125%

150% 139%

113%

-15%

-5%

5%

15%

-16%
-12%

-3%

4%

75%

100%

54%
62%

102%

-25%

Tradition Tullet ICAP GFI

Y-O-Y Net Income growth (MRP Available)Y-O-Y Net Income growth (MRP Available)

50%
Tradition Tullet ICAP GFI

TTM Revenue ( in USD)TTM Revenue ( in USD)

1,500

2,000

2,500

1,234
1,565

2,562

0%

25%

50%

75%

100% 69%

3%

11%

500

1,000

1,500

GFI Tradition Tullett ICAP

,

823

1,216

-100%

-75%

-50%

-25%

Tradition Tullet ICAP GFI

-73%

-16%

-3%
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Note: Revenue and net income growth calculated in local currency. MRP available for Revenue and Net Income Growth is for BGC 1Q10, Tradition 1Q10 for 
revenue growth and 2H09 for net income growth, GFI 1Q10,  Tullet is for 4 months ended April 30 2010 for revenue and 2H09 for net income, ICAP  2H FY10 
ended 3/31/2010. TTM Revenue is 3/31/10 for BGC, GFI, ICAP and Tradition, and April 30, 4 months ended April 30 for revenue and 2H09 2010 for Tullet. ICAP’s 
CY2009=FY2010 ending 3/31/2010.  Source: Company filings, Bloomberg



Leading Global Inter-dealer Broker
Operational comparison (Contin ed)

2,284
65.5% 65.2%

69.1%

68%
70%2,500

Brokers and broker compensation/revenue Brokers and broker compensation/revenue Number of cities presentNumber of cities present

50 50

Operational comparison (Continued)
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Tradition GFI Tullett ICAP

Note: ICAP’s CY2009=FY2010 ending 3/31/2010. Compensation ratios, brokers and number of cities as of latest period available.  Market cap as of May 19, 2010 
close. Source: Company filings, Bloomberg. Dividend yield as of May 20, 2010, based on Bloomberg estimates.

GFI ICAP Tullett Tradition



BGC:  Strongest Market Share Gain
TTM  2009 Market Share TTM  2010 Market Share

Tradition, 17.5%

BGC, 14.8%

BGC gained ≈ 190 BP of market 

BGC, 16.6%

ICAP, 33.8%

GFI, 11.7%

g
share in $US terms y-o-y = strongest 

relative performance amongst 
public IDBs

ICAP, 34.6%

GFI, 11.1%

Tradition, 16.4%

200

250

Share Gained (Lost) in Basis Points

Tullet, 20.3%

Tullet, 19.6%
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200

-100

-50

0

BGC ICAP GFI Tullet Tradition

-150
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Note:  The above analysis uses revenue figures as reported by the above companies and converts them to US dollars at the relevant 
historical average exchange rates. 100% = total revenues for five abovementioned companies at the relevant historical average
exchange rates.  TTM period for BGC, ICAP, GFI and Tradition is ended 3/31/10, Tullet is for TTM ended 4/30/10. For both periods, 
the difference between the total and 100% = Creditex revenues.



125%

1-Year Total Return Versus Comps & Peers 

100%

75%

TTM Stock Price Change TTM Total Return w/ Dividend Reinvestment

50%

25%

0%

-25%

55

Source:  Bloomberg, intra-day quotes as of May 21, 2010.  After this date, NITE’s symbol became “KCG.”



Jean-Pierre Aubin, Executive Managing Director and 
Global Head, Listed Products



Jean Pierre Aubin

Executive Managing Director, Global Head of Listed Products g g ,
Began broking career with Viel-Tradition Group in 1990
Promoted to Tradition’s President, Continental Europe
Joined BGC in 2005 as President of Continental Europe and Head of 
Listed Products, Europe
I l  BGC’  d   C l Instrumental in BGC’s rapid expansion in Continental 
Europe, including the acquisitions of ETC Pollak in 2005 and Aurel in 
2006
Moved to BGC's New York office in 2008 as Global Head of Listed 
Products
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250+ Brokers for Listed Cash, Futures, and Options

BGC’s headcount for listed product 
brokers up ≈ 50% since 12/31/200813% p

C h i i  (i  “E i i  d O h ”)

46%
APAC Cash equities (in “Equities and Other”)

41%
APAC

EMEA

Americas

22%

78%

Mainly equity options, equity-related futures 
(in “Equities and Other”); also some financial 
futures (in “Rates”)

78% Cash
Derivatives
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Cash Equities

Global cash equities team with access to virtually all market centers 
and liquidity pools

Local execution in New York, London, Paris, Istanbul, Hong 
Kong, Singapore, Tokyo and São Paulo

“Execution Plus” agency brokerage model

Execution  flow matchingExecution, flow matching

Intra-day technical analysis

Backed by equity research across targeted sectors

59



Cash Equities & Equity Derivatives   –
Targeted, Actionable Research

Loic Morvan, Aurel BGC, has been ranked #1 in Europe by Starmine (FT, Thomson Reuters) in the 
luxury goods sector, followed by JP Morgan

Other coverage includes Internet, Derivatives Strategies, Technical Analysis, French stocks, and Turkish g g y
stocks
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Growing Global Equity Derivatives Franchise 

Highly experienced team

Access to the major derivatives exchangesAccess to the major derivatives exchanges

Value-added process and methodology

Execution – through extensive network of liquidity providers

Monitoring – ongoing position managementg g g p g

Local research – global distribution
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BGC: World Class Listed Products Franchise

Product/Market: Ranking: Source:

Single Stock Futures 
and Options: #4 of 167: 7% market share

Equity Index Futures 
#7 f 174 E St ti

qu ty de utu es
and Options: #7 of 174: EuroStoxx options

Financial Futures and 
Options:

#2: Financial Options Overall
#2: Euribor Euro Bobl

Brazil: #2: Average market share 13% +

Options: #2: Euribor, Euro-Bobl

Hong Kong: #1: HSI options          
#1: H-shares index options

62

Note: Eurex and Euronext  rankings based on YTD April 30, 2010.  BGC Partners does business under the Aurel BGC and BGC Brokers
entities as separate entities on Eurex and Euronext. BM&F and HKE ranking is for Q12010.  



Strong Growth Driven by BGC’s Equity-Related Products

BGC’s Equities & Other Asset Classes Revenue GrowthBGC’s Equities & Other Asset Classes Revenue Growth
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Equities and Other Asset Classes Represents a 
Growing Percentage of BGC Revenues

13 0%6 8%

1Q 20101Q 2007
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Solid Market Fundamentals In Equity Derivatives

CAGR  2005-2009CAGR  2005-2009 Y-O-Y 2Q2010 To-Date GrowthY-O-Y 2Q2010 To-Date Growth
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Source:  Eurex, OCC, Euronext. Note: Based on equity option average daily volume from OCC and Eurex , Euronext average 
daily volume based on “total equity products” which includes futures on equities.  Data is through May 24, 2010 for OCC and 
April 30, 2010 for Eurex and Euronext. 



Global Cash Equities Market Improving

2Q10 QTD Y-O-Y Growth2Q10 QTD Y-O-Y Growth May MTD Y-O-Y GrowthMay MTD Y-O-Y Growth
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Growth percentages based on average daily shares traded for US exchanges, and total value traded for all other European 
exchanges. All data is as of May 21, 2010. Source: LSE, Borsa Italiana, Deutsche Boerse, BME, Euronext, Bloomberg, BATS Trading,
and erdesk.com.



Strategy

Replicate successful ‘plug and play’ business model: Paris; Istanbul 
Leverage existing relationships to grow equity-related business
Continue to develop local content e.g. Japan, Paris, Istanbul
Replicate in new geographies 
Further grow UK, US, Brazil 
Leverage local expertise via BGC’s global reach  - ‘execution plus’ 

d l  model. 
Expand customer base
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Mark Webster, Executive Managing Director and 
General Manager, The Americas



Mark Webster – 24+ years Experience

Formerly CEO for ICAP - Asia Pacific and Middle East

Joined BGC in late 2004 

While running BGC’s APAC region  the business greatly increased the While running BGC s APAC region, the business greatly increased the 
number of brokers in Tokyo, Hong Kong, Singapore and Sydney.

29 years of capital markets experience in broking and management  29 years of capital markets experience in broking and management. 
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Past Success with BGC APAC

400 $200

APAC RevenueAPAC RevenueAPAC Front-Office HeadcountAPAC Front-Office Headcount

Up over 900%
from 2004 2008
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Americas History

Americas voice IDB business essentially shut down post-9/11

In 2004 BGC Americas ≈ eSpeed + Market Data

May 2005: Re launched BGC’s voice IDB in Americas with Maxcor / May 2005: Re-launched BGC s voice IDB in Americas with Maxcor / 
Eurobrokers acquisition

•≈150 brokers in the Americas
• Leader in fixed income  money market & derivativesLeader in fixed income, money market & derivatives
• ≈ 120 million per year in revenues in US in 2004

H  BGC A i   ill l i l  ll  IDB  However, BGC Americas was still relatively small versus IDB peers 
through 2008
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BGC Americas Revenue In Early 2009…

Americas
27%1Q2009

Revenue in the Americas (% of total): Most Recent Period Minus 1 YearRevenue in the Americas (% of total): Most Recent Period Minus 1 Year
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10%
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Note: Competitors based on most recent period available. BGC, Tradition, GFI are 3 Mos 3/31/09, Tullet is 6 Mos 
12/31/08, ICAP is 6 Mos 9/30/08.  



2009 Americas Accomplishments

Added top Equity Derivatives team

Grew cash equities business

Added Credit and Rates staffAdded Credit and Rates staff

Completed Acquisition of Brazilian Broker Liquidez
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Liquidez: Strengthening an Already Leading Broker
L di  B ili  i d l  b k  Li id  Leading Brazilian inter-dealer broker Liquidez 

Founded in 1985

Offices in Sao Paulo and Rio de Janeiro

Accounted for ≈ 11% of contracts traded on BM&F in 2008; ranked Accounted for ≈ 11% of contracts traded on BM&F in 2008; ranked 
second in market share

Brokers Rates  FX and Equities productsBrokers Rates, FX, and Equities products

BGC’s goal:  create platform for future LatAm expansion, replicate 
successful examples in France  APAC  and Turkeysuccessful examples in France, APAC, and Turkey

• Import/Export Model
• Improve Technology
Improve capital position
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• Improve capital position



Liquidez:  Strong Success After BGC Acquisition

Brokerage Revenue (in BRL millions)Brokerage Revenue (in BRL millions) BM&FBOVESPA Market Share by VolumeBM&FBOVESPA Market Share by Volume
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Source: BM&F Bovespa.  Note:  Volume data relates only to trades cleared through the exchange.



BGC Americas – Strong Growth in 1Q2010

HeadcountHeadcount RevenueRevenue
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BGC Partners’ new brokers generally achieve higher productivity levels in their second year with the 
Company
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BGC Americas - Expanding Footprint
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BGC’s Americas Revenue Grew Faster Than Peers’

Americas Revenue Growth – Most Recent PeriodAmericas Revenue Growth – Most Recent Period
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Note: Competitors based on most recent period available. BGC, Tradition, GFI are 3 Mos 3/31/10, Tullet is 6 Mos 12/31/09, ICAP is 6 
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p p , , , ,
months 3/31/10. ICAP now only breaks out its "Core Voice" revenue geographically.  To get to total Americas geographic 
revenue10% is added to the Americas as the majority of new business is in the UK with the remainder in Brazil. Information and 
Post Trade services were added to the geographic breakout based on previously implied geographic revenue percentages stated by 
the company. Electronic Revenue is classified as Americas.



BGC Americas Revenue Continues to Grow

Americas
32%

1Q2010

Revenue in the Americas (% of total) – Most Recent PeriodRevenue in the Americas (% of total) – Most Recent Period

40%

50%

32%
31%

36%

47%

20%

30%
29%

31%

0%

10%

Tradition Tullett GFI ICAP
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Note: Competitors based on most recent period available. BGC, Tradition, GFI are 3 Mos 3/31/10, Tullet is 6 Mos 12/31/09, ICAP is 
6 Mos 9/30/09.  



BGC Americas: Future Growth 

Continued Roll-out of Fully Electronic Trading for Americas Desks

• Recent additions include:  Asian & Latin American NDFs,  Emerging Market CDS & 
FXOs, Precious Metals,  Liquidez Direct Market Access, ELX/CME basis

• Future Roll outs may include:  IRS & TIPS

Profitably Hire and Acquire in Rates  Credit  FX  and EquitiesProfitably Hire and Acquire in Rates, Credit, FX, and Equities

• Filling in niches

• Expanding in both existing and new geographies

Profitably Hire and Acquire in Newer Areas
E  C di i  Shi i   • Energy, Commodities, Shipping,  etc.
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Philip Norton, Executive Managing Director, e-
C  Commerce 



BGC:  Voice and Electronic Brokerage

BGC  Technology enabling hybrid markets  

Leading the way in technology development

Continued Investment in Technology

Future  proofing BGC’s existing business

Driving BGC’s growth
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BGC Trader 

Single hybrid 
liquidity poolliquidity pool

Supports multiple 
BGC Businesses

Cross asset class 
functionality

Seamless Straight 
Through 
Processing (STP)
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BGC Trader – Desk Rollout 

Red indicates a product rolled out 
since our year-ago analyst day
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e Revenue Growth Since Launch of BGC Trader – New Business

Desk rollout: 
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Awards

“Technology plays a big part in the firm’s success. .. BGC continually adds functionality 
to its BGC Trader front end. Due to strong customer demand 2010 looks to be 
another big year for BGC Trader with the addition of a number of new products…”
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BGC  Pro 

Ability to trade more complex 
User Defined Strategies

E i  S di  C bili iExtensive Spreading Capabilities

Excellent Controls for Managing 
Legging RiskLegging Risk

Ability to Trade 30 or more legs
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BGC  Preferred Vendor Program 

Benefits to Trader:
• Ability to leverage latest technology offerings 

from vendor community  

• Consolidation of screen real estate

Benefits to BGC:
• Increased reach to new users via vendor clients

• Reduces cost of maintaining in-house GUI

• Leverages new technologies without 
d l  development cost

• Easily expandable to add additional electronic 
BGC products
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BGC  Preferred  Vendor Program (continued) 

Value to Date:
• 12 new firms traded over $80B in US 

Treasury volume in April

Future Value:
• Extension of Vendor sales initiatives into 

Europe / Asia 

• Development costs realized by Vendors • Evaluate other fully electronic BGC 
products to be offered via Vendors

Commission Revenue via Preferred Vendors Volume:

R
ev

en
ue
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eSpeed Distinct Users Increasing

Dec 2008 Mar 2009 Jun 2009 Sep 2009 Dec 2009 Mar 2010 Apr 2010Dec 2008 Mar 2009 Jun 2009 Sep 2009 Dec 2009 Mar 2010 Apr 2010
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Issuance + Initiatives = Fully Electronic UST Growth
Up 66% YOY & 22% Sequentially

eSpeed Average Daily US Treasury Notional Volumes

1Q-09 2Q-09 1Q-10 2Q-10 (TD)1Q 09 2Q 09 1Q 10 2Q 10 (TD)
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Note:  Data is through May 19, 2010



BGC  Trader Direct Market Access (DMA)

Connectivity to international futures exchanges and 
BGC global products

Fully customizable to optimize traders workspace

Integrated Risk Watch for P&L management

STP  available in FIX and  eSpeed formats

Launch  April 2010 
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BGC DMA Strategy

DMA Strategy tailored to Local and International Client needs

Leverage and Adapt BGCTrader and PRO Technology for Local Leverage and Adapt BGCTrader and PRO Technology for Local 
Markets

Local eCommerce Team to Manage and Expand DMA Footprint
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BGC Liquidez DMA Growth 

DMA 2010 Volumes Increased 
Over 300%

Currently Ranked 8th Overall and 
2nd Amongst Independent IDB’s 
for DMA

200+ Traders Deployed p y

Access to BM&F for International 
Customers Offered over BGC 
Global Network
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Price Discovery:  BGC Front Office Development (FOD)  

IRS & FX Forward IRS & FX Forward 
Analytics

Web delivered with 
fast server based 
calculationscalculations

Quick addition of new 
Currencies

Advanced forward 
 hi  curve smoothing 

algorithms

Multiple cross 
product outputs (e.g. 
Cross Currency Basis Cross Currency Basis 
Swaps)
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Price Discovery: BGC FOD (continued) 

Interest Rate 
O i  A l iOptions Analytics

Multi Currency in 
one .NET application

Agile codebase for Agile codebase for 
quick addition of new 
Currencies

Quick broker 
calibration inputscalibration inputs

Publishing to data 
vendors of Strike,  
Volatility, Price, Skew 
and specific order 
screens
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Price Discovery: BGC FOD Rollout

Quant Analytics, Pricing Models, Order Management systems and Price Q y , g , g y
Publishing

FOD - Desk rollout: 
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BGC Trader - Volume Match and Auction  video
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Key Functionality:  BGC Trader -Volume Match
Key drivers for development:

• Increase Electronic trading volumes• Increase Electronic trading volumes

• Increase trader/broker efficiency

• Demand for trade anonymity

Volume Match - Desk rollout: 

Launched in 
2009 for European 
CDSCDS
• A feature within BGC 
Trader
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Impact of Volume Match on New Business Electronic Revenue

VM 
Launched

Volume Match - Desk rollout: 
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Further Recent  Awards

TECHNOLOGY DEVELOPMENT OF 
THE YEAR

“Volume Match comes as part of BGC 
Trader, the interdealer broker’s multi-asset 

anonymous hybrid trading platform, and was 
hailed by one client as “one of the most 

significant technological developments of 
the past two years” for its contribution to 

liquidity in an otherwise cash-strapped liquidity in an otherwise cash strapped 
environment.”
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Key Functionality: BGC Trader  - Auction 

Key drivers for development:
Price Discovery
Matching Orders electronically
Transparencyp y

Launched in 2010 for North American CDS.
Mid price established directly by participants

Auction - Desk rollout: 

p y y p p
Efficiency/transparency for brokers in less liquid markets
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Key Functionality: BGC Trader  - Label Only Trading System (LOTS) 

1. Broker creates new business and Instrument to be 
traded

Fast deployment  in to New Markets 2. Broker Publishes to individual clients and BGC 

Key drivers for development:

Creation of specific or bespoke instruments to 
be traded right away

Provides liquidity on non standardised strategies

Full electronic and Volume Match capabilities
BGC
BNP

BGC

EU EM CASH 
Specifics

Trader

Full electronic and Volume Match capabilities

Launch April 2010

BNP
CIBC WORLD 

MARKETS
JPM

3. Clients can now trade electronically through BGC 
Trader

LOTS - Desk rollout: 
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Additional Recent Achievements 

International Swaps and Derivatives Association (ISDA) approval for 
BGC Interest Rate Swap (IRS) screens to be recognized as official price 
references in China  Czech Republic  Hong Kong  India  Indonesia  references in China, Czech Republic, Hong Kong, India, Indonesia, 
Philippines, Romania, Russia, Taiwan, Thailand, Turkey and Vietnam. Similar 
approval for Australia and New Zealand is expected shortly

IRS screen awareness program with Sovereigns  Supra-nationals  IRS screen awareness program with Sovereigns, Supra nationals, 
Frequent Borrowers, Corporate Issuers and Origination/Syndication teams 
of lead manager banks to price new issues on the BGC mid-market in 
order to capture related IRS volumes

Designated European Government Bond platform status: Austria, 
Belgium, Finland, Greece, Holland and Ireland, and awarded similar status in 
Portugal on 4 May 

50 new client entities in voice matched principle products in Central & 
Eastern Europe, Scandinavia and the Middle East with another 100 in the 
pipeline for 2010
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Conclusion



Solid Business with Significant Opportunities

Well positioned to take advantage of current market dynamics

Looking to accretively hire and acquireg y q

Investing for broker productivity & fully electronic trading

Highly leverageable business modelg y g

Excited about ELX and other new ventures

Deep and experienced management team with ability to attract and p p g y
retain key talent

Intermediary-oriented, low-risk business model 

Attractive dividend yield 
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Our Customers’ Customers Bounce Back

Aggregate Fixed-Income Flows 

Hedge Fund AUMHedge Fund AUM Bond Fund FlowsBond Fund Flows
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Source: Hedge Fund Research, Inc., Citi Investment Research & Analysis, ICI and KBW Research. 



69 198 

BGC Capital Expenditures ≈ D&A ($000) 
2007 2008 2009

63,530 
69,198 

57,995 D&A

12 067 

CapEx

2,403 
12,067 

5,021 

CapEx 
less D&A

(52,974)

(61,127) (57,131)
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CapEx = purchases of fixed assets, decrease in restricted cash. purchase of investment, capitalization of software development costs, capitalization of patent defense and registration 
costs, payments for acquisitions, net of cash acquired, insurance recovery from related parties, investment in unconsolidated entities, & proceeds of sales of equities brokerage business; D&A 
excludes forgivable loan amortization



BGC Economic Ownership as of 3/31/2010

Employees,

Public
24%

Employees, 
Executives, 
& Directors

39%

Cantor
37%
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Employee ownership figure attributes all PSIs, PSUs, RSUs, REUs, BGC units and distribution rights to founding partners & employees and includes all A shares 
owned by executives and directors.  Cantor ownership includes all Cantor A and B shares as well as all Cantor exchangeable units and distribution rights to 
Cantor partners.  Public ownership includes all A shares not owned by insiders.



Structure Creates Employee Retention and Lower 
Effective Tax Rate 

Public shareholders Cantor Fitzgerald, L.P.

Class A common stock

BGC Partners, Inc.
• Exchangeable Limited 

Partnership Interests

Class  A & B common stock 

General Partner Interests (controlling 
interest) 

Special Voting Limited Partnership 
Interest 

Limited Partnership 
Interests

Limited Partnership 
Interests

BGC Holdings, L.P.

Founding/ 
Working 
Partners

Limited Partnership 

General Partner Interest (controlling interest)
Special Voting Limited Partnership Interest

Limited Partnership Interests 

General Partner Interest (controlling 
interest)

Special Voting Limited Partnership Interest
Limited Partnership Interests 

Limited Partnership 
Interests

Exchangeable Limited 
Partnership Interests
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U.S Opco

Global Opco



Recent Share Repurchases /Unit Redemptions 

Period
Number of shares 

purchased 
Effective Average Price per 

Share 
JJanuary — $—

February — $—
March 2,319,731 $5.76
April 607,902 $6.58

Total Repurchases 2,927,633 $5.93

Period
Number of units 

redeemed Average price per unit 
March 4,604,026 $6.174,604,026 $6.17

Total Repurchases 
and Redemptions 7 531 659 $6 08
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7,531,659 $6.08



Fully Diluted Share Count for DE Purposes 

Fully Diluted Weighted Average Share Count
For the quarter ended March 31, 2010

Common stock outstanding 82.9
Limited Partnership Interests in BGC Holdings 137.2p g
RSUs (Treasury stock method) 2.5
Total 222.6
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Presenter Biographies
Howard W. Lutnick

Chairman and Chief Executive Officer

Howard W. Lutnick is Chairman and Chief Executive Officer of BGC Partners, Inc., a leading 
provider of voice and electronic brokerage services in the global marketplace. He is also Chairman 
and Chief Executive Officer of Cantor Fitzgerald, L.P., one of the world’s leading financial services 
firmsfirms.

Under Mr. Lutnick’s leadership, BGC Partners separated from Cantor Fitzgerald in 2004.  Since that time, BGC has 
become one of the largest and fastest growing inter-dealer brokers of financial instruments for the global capital 
markets.  BGC serves the world’s largest banks and investment banks in trading credit, rates, foreign exchange, and 
an array of other financial products.

Several innovative businesses and technologies have been developed under Mr. Lutnick’s stewardship, including 
eSpeed, a leading electronic marketplace and trading technology platform for the world's capital markets. Mr. 
Lutnick served as Chairman, President and CEO of eSpeed, Inc., which spun off from Cantor in an initial public 
offering in 1999 and merged with BGC in 2008 to form BGC Partners, Inc.

Mr Lutnick guided the rebuilding of Cantor following the devastating September 11  2001 World Trade Center Mr. Lutnick guided the rebuilding of Cantor following the devastating September 11, 2001 World Trade Center 
terrorist attacks that claimed the lives of 658 of the company’s 960 New York-based employees.  Since then, Cantor 
has provided over $180 million to help the families of the firm’s lost colleagues.  Each September 11th, 100% of 
BGC’s and Cantor’s global revenues have been donated to worthy causes, commemorating their employees who 
perished that day by helping others.

Mr Lutnick graduated from Haverford College in 1983 with a degree in economics and joined Cantor Fitzgerald the Mr. Lutnick graduated from Haverford College in 1983 with a degree in economics and joined Cantor Fitzgerald the 
same year. He was named President and CEO of Cantor Fitzgerald in 1991 and Chairman in 1996.

He is a member of the boards of Haverford College, the Zachary and Elizabeth M. Fisher Center for Alzheimer’s 
Disease Research at Rockefeller University, Intrepid Museum Foundation, National September 11 Memorial & 
Museum, and the Solomon Guggenheim Museum Foundation. Mr. Lutnick received the Department of the Navy’s 
Di ti i h d P bli  S i  A d  th  hi h t h  t d b  th  N  t  ilit  l
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Distinguished Public Service Award, the highest honor granted by the Navy to non-military personnel.



Presenter Biographies
Shaun D. Lynn

President

As President of BGC Partners, Shaun D. Lynn provides leadership to position BGC at the 
forefront of the global inter-dealer brokerage sector. He is responsible with his management 
team for the Company’s operations globally and for the direction and development of BGC’s 

i t  t h l  proprietary technology. 

Mr. Lynn, who sparked the idea of creating BGC as a separate business from Cantor Fitzgerald and became 
one of BGC’s co-founders in October 2004, has spearheaded the broking operations of the Company globally 
and has played an integral role in the Company’s significant growth since then, including its 2008 merger with 
S d  I  I  dditi  t  hi  ti  ibilit  f  i  th t th  C  id  i  f th  eSpeed, Inc. In addition to his executive responsibility for ensuring that the Company provides services of the 

highest quality to its customers, Mr. Lynn oversees the Company’s corporate functions including finance, risk 
management, technology, legal & compliance, human resources, and communications. An experienced and 
authoritative financial professional, Mr. Lynn promotes BGC's thought leadership as a preeminent global inter-
dealer broker to wholesale market participants worldwide.  Reflecting BGC's commitment to help people in 
communities around the world  Mr Lynn plays a leading role in the Company's annual Charity Day in which its communities around the world, Mr. Lynn plays a leading role in the Company s annual Charity Day, in which its 
revenues are donated to dozens of worthy causes worldwide.

Prior to his position with BGC, Mr. Lynn previously served as Executive Managing Director of Cantor 
Fitzgerald International, where he held management positions of increasing responsibility including leading its 
Eurobond desk after joining that firm in 1989 as a Bund broker.  Earlier roles in the capital markets included 

i    UK it  d l  ith P l E S h d  Mill  & C  d  A i t  Di t  i  h  f b ki  serving as a UK equity dealer with Paul E Schweder Miller & Co. and as Associate Director in charge of broking 
at Purcell Graham Incorporated.
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Presenter Biographies

Graham Sadler

Chief Financial Officer

As Chief Financial Officer, Mr. Sadler is responsible for BGC’s global accounting, , p g g,
controlling and treasury functions, including all financial reporting and budgeting. 

Since December 2008, he has served as CFO for Europe and Asia for both BGC and Cantor Fitzgerald.  In his 
new role, he will also continue to serve as CFO for Europe and Asia for Cantor Fitzgerald.

Prior to BGC, Mr. Sadler spent 11 years with Bear Stearns, where he served most recently as Chief Operating 
Officer and Chief Financial Officer of Bear Stearns-Europe in addition to other management roles.  He also 
was a member of that firm’s European Executive Committee.  Earlier, he served in a number of finance 
positions over a 14-year span with Barclays Capital (and its predecessor DeZoete & Bevan), including Director 
of Global Finance and Divisional Director, Markets Division.  He began his career with KPMG (previously Peat 
Marwick Mitchell).  Mr. Sadler is a Chartered Accountant in the UK, and holds a degree in Engineering from 
C b id  U i iCambridge University.
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Presenter Biographies

M k W b tMark Webster

Executive Managing Director and General Manager,  The Americas

Mark Webster is responsible for BGC's brokerage businesses in the Americas.  Previously Mr. 
Webster held a similar role in Asia Pacific, as Executive Managing Director and President for the 
region. 

Under Mr. Webster's leadership, the business significantly increased the number of brokers among its existing 
operations in Tokyo, Hong Kong, Singapore and Sydney.

Mr. Webster has 29 years of capital markets experience in broking and management. He joined BGC in late y p p g g j
2004 from ICAP, where he was CEO for Asia Pacific and Middle East.
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Presenter Biographies

Philip NortonPhilip Norton

Executive Managing Director, e-Commerce

Philip Norton is responsible for making BGC's services accessible to customers all over the 
ld  hil  d l i  h  C     h  d  f  i  b iworld, whilst developing the e-Commerce team to meet the needs of our growing business.

Mr. Norton joined BGC in May 2004. His key role is to ensure BGC's clients and brokers have access to the best 
technical expertise and support within the global financial marketplace.

He began his career in financial markets in 1984, trading Eurobonds for Smith Barney, Harris Upham, followed g , g y, p ,
by 11 years at Cantor Fitzgerald, managing businesses that broker European Government Bonds. His next 
move was to Head of Sales for eSpeed International in London, where he oversaw the introduction of eSpeed 
to the European financial markets.

In 1999 he became Global Head of Sales at eSpeed, where he drove the sales effort for eSpeed's Software 
Solutions and eSpeed's online initiatives and added new products to the eSpeed electronic trading platformSolutions and eSpeed s online initiatives and added new products to the eSpeed electronic trading platform.
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Presenter Biographies

J Pi  A biJean-Pierre Aubin

Executive Managing Director and Global Head Listed Products

In his role as Executive Managing Director, Jean-Pierre Aubin is responsible for listed products g g p p
and primary structured products globally.

Mr. Aubin began his broking career with Viel-Tradition Group in 1990. After trading futures and options for ten 
years between London and Paris, he was promoted to run the company's continental European operations, 
including Finacor Group and listed products worldwide before he joined BGC in 2005. Mr Aubin was 
i t t l i  BGC’  id i  i  C ti t l E  i l di  th  i iti  f ETC P ll k i  2005 instrumental in BGC’s rapid expansion in Continental Europe, including the acquisitions of ETC Pollak in 2005 
and Aurel in 2006.

In 2008 Mr. Aubin moved to BGC's New York office as Global Head of Listed Products, with a responsibility to 
further develop BGC's voice and electronic broking services in listed products including equity derivatives, cash 
equity, futures and options on futures, and primary structured products.
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Distributable Earnings 

BGC Partners uses non-GAAP financial measures including “Revenues for distributable earnings”, “pre-tax distributable earnings “and “post-tax distributable earnings” as 
supplemental measures of operating performance and which are used by management to evaluate the financial performance of the Company and its subsidiaries. BGC Partners 
believe that distributable earnings best reflects the operating earnings generated by the Company on a consolidated basis and are the earnings which management considers 
available for distribution to BGC Partners, Inc. and its common stockholders as well as to holders of BGC Holdings partnership units during any period. As compared with 
“income (loss) from continuing operations before income taxes”, “net income (loss) for fully diluted shares,” and “fully diluted earnings (loss) per share,” all prepared in co e ( oss) o  co t u g ope at o s be o e co e ta es , et co e ( oss) o  u y ute  s a es,  a  u y ute ea gs ( oss) pe  s a e,  a  p epa e   
accordance with GAAP, distributable earnings calculations exclude certain non-cash compensation and other expenses which generally do not involve the receipt or outlay of 
cash by BGC Partners, and which do not dilute existing stockholders, and which do not have economic consequences, as described below.  

Revenues for distributable earnings are defined as GAAP revenues excluding the impact of BGC Partners’ pro rata share of earnings or losses from its equity investments, such as 
in Aqua Securities, L.P. (“Aqua”) and ELX Electronic Liquidity Exchange (“ELX”). Pre-tax distributable earnings are defined as GAAP income (loss) from continuing operations 
before income taxes excluding non-cash, non-dilutive, and non-economic items, including, for example:  Non-cash stock based equity compensation charges, for REUs granted or 
issued prior to the merger of BGC Partners with and into eSpeed, as well as post-merger non-cash, non-dilutive equity-based compensation related to partnership unit exchange 

 i   All i  f  i   f di / ki   i  REU  RPU  PSU  d PSI  d N h  i i  h  if  Ch  l d  or conversion;  Allocation of net income to founding/working partner units, REUs, RPUs, PSUs and PSIs; and Non-cash asset impairment charges, if any. Charges related to 
repurchases, cancellations or redemptions of partnership interests. Distributable earnings calculations also exclude certain one-time or non-recurring items, if any. Since 
distributable earnings are calculated on a pre-tax basis, management intends to also report “post-tax distributable earnings” and “post-tax distributable earnings per fully diluted 
share”:  Post-tax distributable earnings are defined as pre-tax distributable earnings adjusted to assume that all pre-tax distributable earnings were taxed at the same effective 
rate. Post-tax distributable earnings per fully diluted share are defined as post-tax distributable earnings divided by the weighted average number of fully diluted shares for the 
period.  In the event that there is a GAAP loss but positive distributable earnings, the distributable earnings per share calculation will include all fully diluted shares that would be 
excluded under GAAP to avoid anti-dilution. In addition to the pro rata distribution of net income to BGC Holdings founding/working partner units, PSUs, PSI, RPUs, REUs, and 
to Cantor for its non controlling interest  BGC Partners  Inc  also expects to pay a quarterly dividend to its common stockholders   The amount of all of these payments is to Cantor for its non-controlling interest, BGC Partners, Inc. also expects to pay a quarterly dividend to its common stockholders.  The amount of all of these payments is 
expected to be determined using the same definition of distributable earnings.  The dividend to stockholders is expected to be calculated based on post-tax distributable earnings 
allocated to BGC Partners, Inc. and generated over the fiscal quarter ending prior to the record date for the dividend.  No assurance can be made, however, that a dividend will 
be paid each quarter. Employees who are holders of unvested restricted stock units (“RSUs”) are granted pro-rata payments equivalent to the amount of dividend paid to 
common stockholders.  Under GAAP, dividend equivalents on unvested RSUs are required to be taken as a compensation charge in the period paid.  However, to the extent that 
they represent cash payments made from the prior period’s distributable earnings, they do not dilute existing stockholders and are therefore excluded from the calculation of 
distributable earnings. Distributable earnings is not meant to be an exact measure of cash generated by operations and available for distribution, nor should it be considered in 
isolation or as an alternative to cash flow from operations or income (loss) for fully diluted shares   isolation or as an alternative to cash flow from operations or income (loss) for fully diluted shares.  

The Company views distributable earnings as a metric that is not necessarily indicative of liquidity or the cash available to fund its operations.  Pre- and post-tax distributable 
earnings are not intended to replace the presentation of BGC Partners, Inc.’s GAAP financial results.  However, management does believe that they will help provide investors 
with a clearer understanding of the Company's financial performance and offer useful information to both management and investors regarding certain financial and business 
trends related to our financial condition and results from operations.  Management believes that distributable earnings and the GAAP measures of the Company’s financial 
performance should be considered together. Management does not anticipate providing an outlook for GAAP revenues, “income (loss) from continuing operations before income 
taxes”, “net income (loss) for fully diluted shares,” and “fully diluted earnings (loss) per share”, because the items previously identified as excluded from pre-tax distributable 
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earnings and post-tax distributable earnings are difficult to forecast.  Management will instead provide its outlook only as it relates to revenues for distributable earnings, pre-tax 
distributable earnings and post-tax distributable earnings. For more information on this topic, please see the table in this release entitled “Reconciliation of GAAP Income to 
Non-GAAP Distributable Earnings”, which provides a summary reconciliation between pre- and post-tax distributable earnings and GAAP “net income (loss) for fully diluted 
shares” and GAAP “income (loss) from continuing operations before income taxes” for the Company in the periods discussed in this document.


