
ipernica limited 
2012 Annual General Meeting 

  
Presentation by:   

Simon Crowther, CEO & Managing Director 
 

20 November 2012 



2 

“The 2012 financial 
year was a 
transformational 
one for the 
business” 



Growth foundations in place 

 

Invigorated team 
with excellent 

pedigree 

• Cliff Rosenberg appointed NED – MD Linkedin Australia, NZ and SEA 
• VP of Engineering, VP of Product, and VP of Sales appointments 

made... all have substantial global technology expertise 

Expanding nearmap 
customer base 

• New subscription customers – government and commercial  
• Very high renewal rates 
• Focus on increasing penetration into specific markets 

Re-aligned growth 
strategy 

• nearmap.com  firmly the growth engine 
• No further investment in new IP Licensing/Assertion programmes 
• Planned name change to nearmap limited 

nearmap.com 
• Launched first e-commerce site – for education sector 
• Signed reseller agreement with Digital Mapping Solutions 
• Launched new overall e-commerce site – for all sectors, with ability 

to monetise all customer segments 
• Building mobile capabilities 
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FY12 results reflect year of transition 

$m FY12 FY11 

Revenue 6.1 17.1 

Profit/(loss) before 
tax 

(10.4) 1.7 

Net profit/(loss) after 
tax 

(10.4) 1.6 

Earnings/(loss) per 
share (cents) 

(3.2)c 0.5c 

Net tangible assets 
per share (cents) 

1.0c 
 

3.7c 
 

Net equity 11.7 22.1 

Cash at bank 5.4 11.1 
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• FY12 statutory results reflect 
Company’s transition on 
executing realigned growth 
strategy 
- no IP outcomes in second half 

FY12 (FY11: $12.7m revenue from 
IP outcomes) 

- one-off non-cash write downs of 
$1.2m as Company moves from 
reliance on uncertain lumpy IP 
licensing revenues to nearmap’s 
more stable growing revenues 

- one-off expense of $0.9m for 
clearing up of SAR Germany IP 
Assertion liabilities 

• Building nearmap.com revenue 
base 



nearmap.com – the growth engine 

• Enterprise customers across both 
Government and Commercial 
sectors have grown strongly  

• Retention rates from existing 
customers remain very high 

• Multiple income streams and diverse 
customer base 

• Creating a scalable structure 
- strengthening sector reach across govt 

and commercial sectors 

- established contracts 

- geographic coverage 
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$m FY12 FY11 change 

Revenue 5.6 3.7 51% 

% of total Group 
revenue 99% 22% 

Building a recurring and growing revenue stream 

• Revenue  up 50% largely driven by annual 
subscription revenues 

• Exceeded $14.5m in cumulative sales since 
launch 



Strong balance sheet 

The company continues to maintain a strong balance 
sheet with no debt and $5.2m cash balance (30 Sep) 
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$m FY12 FY11 

Cash 5.4 11.1 

Property, plant & equipment 1.8 2.5 

Goodwill & intangibles 6.8 8.6 

Licensing program costs 1.6 1.7 

Total assets 20.1 33.7 

Borrowings - 0.1 

Total equity 11.7 22.1 



Cash flows reflect transition 
• Operating cash outflow of $3.1m 

- bulk relates to lumpy nature of IP licensing 
business  

- improved cash flows in Q4 FY12 reflecting 
increased cash receipts and lower expenditure 

• Restructuring costs within operating cash 
outflows 
- IP Licensing business 
- relocating business to Sydney 

• Investing outflows of $2.6m 
- $1.7m payment to administrator of QPSX 

Europe to finalise SAR liabilities 
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$m FY12 FY11 

Operating 
cashflows 

(3.1) 2.1 

Investing 
cashflows 

(2. 6) (1.2) 

Financing 
cashflows 

(0.1) (0.2) 

Net increase 
(decrease) in cash 

(5.8) 0.7 

Cash at end of 
period 

5.4 11.1 
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“We have realigned 
the company’s 
strategic focus towards 
nearmap, to build a 
scalable business with 
a growing recurring 
revenue stream.”  



Business has been re-aligned  
Building blocks in place to support future sustainable growth  

• Revenues are growing and recurring with a lot more visibility 

• Subscription model key to creating sustainable revenues 

Right systems and processes to build scale 

• Fully transitioned to Amazon Web Services to embrace cost-
effectiveness, scalability, and transparency of operating in the cloud 

• Reviewing R&D needs   

Extending physical presence to Sydney 

• Enables us to be closer to our customers and build our presence on the 
East Coast, and recruit from a larger talent pool  

Reduced costs associated with IP assertion 

• Remain able to participate in any future revenue from successful 
assertion cases currently underway, while operating costs have been 
significantly reduced via restructure  
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The new nearmap.com 
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• [nearmap.com v2.0 demo] 









12x 







across 



12x 











Compelling customer proposition 
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• Over past 12 months we have changed nature and focus of nearmap 

 FROM 
- open website with a large number of free users 
 TO 
- focussed digital business delivering paid subscription services  

• Business to business (B2B) approach enables quick response to customers’ specialist 
needs... also aids product development   



Monetising content 
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• Direct sales – internal sales team driving government and 
corporate business growth 

• Reseller agreements – Omnilink & DMS 

• Online e-shop functionality 

• Fully integrated e-commerce platform just launched 

• Upgraded website has complete UX overhaul designed to drive 
transactions 

• Managing content more effectively – local, regional and national 
purchase options 

• Development of mobile applications 



Multi-platform strategy  
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Building our digital presence was key 

• Invested substantial resources to update nearmap.com to improve 
customer experience 

• Revamped nearmap.com website with e-commerce capability just 
launched 

- ability to capitalise on demand from SMEs by offering 
subscriptions on a per-user basis 

 

Mobile represents a significant opportunity 

• Revamped nearmap.com has been optimised for mobile and tablet 
browsing 

• Further mobile based applications and services are in pipeline 



Cashflow outlook 
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• Given substantial growth opportunity and ability to capture Australian market, the 
Board supported a more aggressive roll-out of nearmap.com 

• This saw increased investment – mainly people – that brought forward costs into 
CY2012 (ahead of expected revenues) 

• As a result of increased investment, nearmap will not be cashflow positive in 
CY2012 

• Substantial sales activity is occurring with several large potential contracts in 
pipeline, as well as new revenue channels from new e-commerce site 

• Based on current business plan and sales strategy – reflecting opportunities in 
Australian market – the Board expects nearmap to become cashflow positive 
before end of CY2013, and is focused on making this happen 

• The company is well funded, with no debt and $5.18m cash (at 30 Sep 12), to 
progress its current business plan 



Looking forward 
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Realigned strategic direction 

• Transitioned away from IP licensing business 

• nearmap.com now growth engine 

- growing subscription based revenue stream 

- content monetisation 

- government and commercial sector focus 

Market positioning 

• Opportunity to capture market given better transparency of business 

• Differentiated from Google and other mapping services / consultancies 

• Potential international expansion 



Thank You! 
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Disclaimer 
Some of the information contained in this presentation contains “forward-looking 
statements” which may not directly or exclusively relate to historical facts.  These 
forward-looking statements reflect ipernica limited’s current intentions, plans, 
expectations, assumptions and beliefs about future events and are subject to risks, 
uncertainties and other factors, many of which are outside the control of ipernica 
limited. 
 
Important factors that could cause actual results to differ materially from the 
expectations expressed or implied in the forward-looking statements include known 
and unknown risks.  Because actual results could differ materially from ipernica 
limited’s current intentions, plans, expectations, assumptions and beliefs about the 
future, you are urged to view all forward-looking statements contained herein with 
caution. 

29 


	ipernica limited�2012 Annual General Meeting� �Presentation by:  �Simon Crowther, CEO & Managing Director��20 November 2012
	Slide Number 2
	Growth foundations in place
	FY12 results reflect year of transition
	nearmap.com – the growth engine
	Strong balance sheet
	Cash flows reflect transition
	Slide Number 8
	Business has been re-aligned 
	The new nearmap.com
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Compelling customer proposition
	Monetising content
	Multi-platform strategy 
	Cashflow outlook
	Looking forward
	Slide Number 28
	Disclaimer

