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DISCLAIMER

This presentation is prepared by Advanced Braking Technology Limited (ABN 66 099 107 623) (ABT, the Company or the Issuer) to provide summary information about ABT. ABT is an Australian public company listed on the Australian Securities Exchange (ASX). Statements in this
presentation are made only as at the date of this presentation and the information in this presentation remains subject to change without notice. The information in this presentation is of a general nature and does not purport to be complete.

If an offer of securities in ABT is made, it will be made in a rights issue offer document issued under section 708AA of the Corporations Act 2001 (Cth) (as modified by ASIC Corporations (Non-Traditional Rights Issues) Instrument 2016/84) (Rights Issue Offer Document). Any
decision to purchase or subscribe for securities in ABT must be made solely on information disclosed in the Rights Issue Offer Document to be issued in connection with such an offer. No representation or warranty, express or implied, is made as to the fairness, accuracy,
completeness or correctness of the information, opinions, and conclusions contained in this presentation. This presentation does not purport to contain or summarise all the information that an investor should considerwhen making an investment decision.

No liability: Information in any Rights Issue Offer Document may differ materially in both content and presentation from the information in this presentation. The Issuer reserves the right to include different information in any Rights Issue Offer Document. To the maximum
extent permitted by law, neither the Issuer nor Baker Young Stockbrokers Limited ABN 92 006 690 320 (the Lead Manager) (holding Australian Financial Service Licence number 246735) nor any of their respective affiliates or related bodies corporate or any of their respective
officers, directors, employees and agents (Related Parties), nor any other person, accepts any responsibility or liability for the content of this presentation including, without limitation, any liability arising from fault or negligence, for any loss arising from the use of or reliance on
any of the information contained in this presentation or in connection with it. The Issuer has prepared this presentation based on information available to them at the time of preparation. The Lead Manager, nor any of its Related Parties, accept any responsibility or liability for
the contents of this presentation, and make no recommendation or warranty concerning this presentation, ABT or ABT’s securities (including any offer for such securities). The Lead Manager and its Related Parties have not been responsible for the preparation of, and have not
authorised, permitted or caused the issue, dispatch or provision of this presentation and do not make or purport to make any statements in the presentation and these is no statement in this presentation which is based on any statement made by any of them. You represent,
warrant and agree that you have not relied on any statements made by the Lead Manager or its Related Parties in relation to ABT or ABT’s securities (including any offer for such securities) and you also expressly disclaim that you are in a fiduciary relationship with any of them.

This presentation is not, and does not constitute, or form any part of, an offer to sell or the solicitation, invitation or recommendation to purchase any securities in the United States and neither this presentation nor anything contained herein shall form the basis of any contract
or commitment. This presentation may not be distributed or released in the United States. Securities may not be offered or sold in the United States unless such securities are registered under the U.S. Securities Act 1933, as amended (U.S. Securities Act) or in a transaction
exempt from, or not subject to, the registration requirements of the U.S Securities Act and any other applicable laws. Any public offering of securities in the United States would be made by means of a prospectus that would be obtained from the Issuer or selling security holder
and that would contain detailed information regarding the company and management, as well as financial statements. Each institution or person that reviews this presentation will be deemed to represent that each such institution or person is not in the United States.

The distribution of this presentation outside Australia may be restricted by law. Persons who come into possession of this presentation who are not in Australia should seek advice and observe any such restrictions. Any failure to comply with such restrictions may constitute a
violation of applicable securities laws.

Not financial product advice: To the extent that this presentation contains any advice, this is limited to general advice only. The advice has been prepared without taking into account your objectives, financial situation or needs and because of this you should therefore consider
the appropriateness, in light of your own objectives, financial situation or needs, before following the advice. ABT recommends that you do not act on this advice without first consulting your investment adviser to determine whether the advice is appropriate for your
investment objectives, financial situation and particular needs. If any advice in this presentation relates to the acquisition or possible acquisition of a particular financial product, you should obtain a copy of and consider the product disclosure statement, prospectus or other
document for that financial product before making any decision.

You should make your own assessment of an investment in ABT based on the Rights Issue Offer Document and should not rely on this presentation. In all cases, you should conduct you own research of ABT and analysis of the financial condition, assets and liabilities, financial
position and performance, profits and losses, prospects and business affairs of ABT and its businesses, and the contents of this presentation. You should seek legal, financial, tax and other advice appropriate for your jurisdiction.

Past performance: Past performance information given in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an indication of future performance.

Future performance: This presentation contains certain forward-looking statements with respect to financial condition, operations and business of ABT and certain plans and objectives of the management of ABT. Forward-looking statements can be identified by the use of
forward-looking terminology, including, without limitation, the terms “believes”, “estimates”, “anticipates”, “expects”, “predicts”, “intends”, “plans”, “goals”, “:targets”, “aims”, “outlook”, “guidance”, “forecasts”, “may”, “will”, “would”, “could” or “should” or, in each case, their
negative or other variations of comparable terminology. These forward-looking statements include all matters that are not historical facts.

Such forward-looking statements involve known and unknown risks, uncertainties and other factors which because of their nature may cause the actual results or performance of ABT to be materially different from the results or performance expressed or implied by such
forward looking statements. Such forward looking statements are based on numerous assumptions regarding ABT’s present and future business strategies and the political and economic environment in which ABT will operate in the future, which may or may not be reasonable,
and are not guarantees or predictions of future performance. No representation is made that any of these statements or forecasts will come to pass or that any forecast result will be achieved.

Forward-looking statements speak only as at the date of this presentation and to the full extent permitted by law, ABT, the Lead Manager and its affiliates and related bodies corporate and each of their respective directors, officers, employees, advisers, agents and
intermediaries disclaim any obligation or undertaking to release any updates or revisions to information to reflect any change in any of the information contained in this presentation (including, but not limited to, any assumptions or expectations set out in this presentation).

Financial data: All figures in the presentation are Australian dollars unless stated otherwise and all market shares are estimates only.

Financial information: The pro forma and forecast financial information provided in this presentation is for illustrative purposes only and does not represent a forecast or expectation by the Issuer as to ABT’s future financial condition and / or performance.
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PRODUCT
STRATEGY 

FAILSAFE

• Core business: Proven Failsafe brakes      

continue to enjoy strong market reception.

• Long-term patent coverage in key global 

markets.

• Both domestic and global inquiries about 

additional applications.

• A new driveline product  is in early stage 

development.  A universal design targeting     

high volume global on-road markets.
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PRODUCT
STRATEGY 

TERRA DURA©

• Several domestic and global Terra Dura© trials

successfully concluded.

• In trials under extreme mining conditions, however, 

difficulties with the polymer housing design were 

experienced.

• Currently available technology not able to produce 

parts meeting ABT’s strict quality expectations.

• A product re-design focusing on alternative housing 

material has been initiated.  

• Launch date to be confirmed with finalisation of 

project scope.

• Market demand for Terra Dura© remains    

unchanged and substantial.

• International patentability confirmed.  
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FINANCIALS
START FY19

.

➔ Solid start to FY19. 

➔ October sales of just over $800k the              

2nd largest monthly revenue in CY19.

➔ October year-to-date Total Revenue up      

9% over PY.

➔ Continued strong demand for trusted and 

proven Failsafe brakes.

➔ Broad range of mining customers.               

New users for both Failsafe and Failsafe 

Emergency variants.



FINANCIALS 
OUTLOOK AND MEASURES
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➔ Overhead cost reductions for the balance of FY19.

➔ Consolidation of application projects portfolio is likely to result 

in savings.

➔ Near-term focus on the proven Failsafe range. 

➔ Measures to further expand Failsafe customer base aimed at 

delivering strong sales through the end of FY19.

➔ Monthly Total Revenue required to achieve break-even, prior to 

current cost reduction measures, approximately $1.1m.

➔ Achievement of break-even targeted during 2H FY20.
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OUR JOURNEY 
THE NEXT

18 MONTHS
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Where do 
we want to 

be?

Where are 
we?

What are the  
key 

enablers?

What do we 
need to do to 

get there?

Our Transformation 
and Vison

Lessons Learned

Strategic Pillars

Key Initiatives
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From … To …

A single product line Multiple product lines

Niche market  (underground mining) Mass market  (harsh environments)

An order taker Innovative solution provider

A domestic focus A global leader 

Focus on direct selling
Highly scalable, international distribution 
partners

Concentrated customer and market portfolio
A balanced portfolio of products, customers, 
geographies, and applications

Engineering driven product development
New product introductions providing solutions 
for customers and an attractive RoI

Supply side constraints Scalable and robust supply chain

Loss generating Profit generating 

OUR TRANSFORMATION AND VISION
IP-BACKED PRODUCTS FOR GLOBAL APPLICATIONS
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REAR VIEW MIRROR
PROGESS AND ACHIEVEMENTS

SUPPLY CHAIN

TERRA DURA©

ORGANISATIONAL CAPABILITIES 

SALES & MARKETING 

BUSINESS MODEL & STRATEGY

TECHNOLOGY 
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Sales and marketing structures strengthened. 
New processes and tools deployed (CRM, 
strategic selling, channel engagement).
Branding refreshed, product renaming.

International patentability of Terra Dura©

confirmed with report (IPRP) received from
Australian Patent Office. Terra Dura© passes 
cold climate and dust ingress tests.

Focus growth markets identified and 
corresponding go-to-market strategy defined,
Five-year plan established. Implementation
framework (BSC) deployed.

New Product Introduction process 
introduced.  Role for COO identified.
Perth headquarters strengthened with 
move of finance function. 

Release of overseas low-cost source for 
casting parts and machining operations. 
Supply chain function established.
Cost reduction activities for Failsafe brakes.

Value concept and price point verified. 
Advanced discussions with substantial 
new overseas customers. Significant
interest across domestic blue-ship miners.



REAR VIEW MIRROR 
LESSONS LEARNED
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Delayed Product
Launches

Terra Dura©

Deficiencies in 

- Project management
- Scope definition                      
- Supply chain    
- Separating R&D and

application work

Strong organisational 
structures and 

capabilities for core 
competencies

Failed 
Applications

Garbage Truck, Trailer, 
Retail

Limited recognition of

- Customer needs 
- Value proposition of

offering
- Organisational impact

Market and 
customer driven 

product development

Lack of Clear
Strategy

Shifts in product,
sector, geography

Strategy requires

- Purpose & Vision
- Values
- Focus
- Execution measures
- Execution tracking

Formal strategy
development 

and implementation 
framework

General
Observation

Examples

Our Lessons
Learned

Our Future
Best Practice



17

CONTENT

November 2018     All Rights Reserved ©         www.advancedbraking.com     |     www.terradurabrakes.com

.

➔ Product Strategy

➔ Financial Outlook

➔ Our Journey – The Next 18 Months

➔ Our Transformation and Vision

➔ Rear View Mirror & Lessons Learned

➔ Strategic Pillars and Key Initiatives



STRATEGIC PILLARS
OUR PATH TO PROFITABILITY
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Profitability

Purpose            Vision             Values

Create

Sustainable

Growth

Drive

Innovation

Build

Organisational

Capability



KEY INITIATIVES
CREATE SUSTAINABLE GROWTH
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Extend the core

Develop new
opportunities

Create options for
genuinely new business Related 

Diversification:
M&A

JV
Licensing

Terra Dura Re-design
On-road Driveline
‘Bolt-on’ products
Adjacent marketsFailsafe 

Brakes

• Target markets 
identified

• Go-to-market 
defined

• Product scope 
definition

• Steering Committee 
established

• Framework and 
partnering criteria 
defined

• Immediate 
promotion and 
push

• Service kits

• Add markets, 
customers

Organic sectoral and 
geographical growth

Inorganic sectoral and 
geographical growth



STRATEGIC PILLAR 
CREATE SUSTAINABLE GROWTH
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$20m $200m+ 

New markets and extended 
product lines increase ABT’s 

addressable market* 

Australia

Failsafe Brakes

Mining 

Australia, Europe, Canada, Chile

Failsafe, Terra Dura©, On-road driveline brake 

Mining, adjacent markets, transport
* Addressable market of $200m+ refers to mining. Large 
opportunity for on-road driveline brake in addition.



KEY INITIATIVES
DRIVE INNOVATION
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Product 
Leadership

through use and 
development of

IP and 
technology

Initiative
Effective and

Efficient Engineering 

Initiative
Customer Value

Drives
Product Development

• Integrated New Product 
Introduction process*

• Value concept drives business       
opportunity identification*

• Ideation process with customer 
involvement**

• Precise project scope definition*

• Stringent project management**

• Regular failure mode reviews*

• Decoupling of R&D and 
application work**

Electrification 
of vehicles Safety 

and OH&S

Zero 
EmissionsTransport 

Accidents* In progress. Completion QI CY19.  
** Kick-off January.  Completion QII CY19.



KEY INITIATIVES
BUILD ORGANISATIONAL CAPABILITY
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Strengthen
Engineering 

Competencies 

Build 
Strategy

Framework

Engage 
Supply
Chain

• Structured approach to strategy management 
via Strategy Map*

• Strategy performance management via 
Balanced Scorecard*

• Board leading an ongoing interactive process*

•

• New engineering manager****

• Build project management 
capabilities***

• Define and deploy best practice 
engineering principles for 
product design and application**

• Skills and competencies matrix to 
drive staff selection and 
development**  

• Deploy audit and quality 
control framework**

• Integrate supplier 
competencies in product 
development**

• Formalise partnerships**

* Implemented and ongoing.         ** QI CY19.         *** QII CY19.            **** December 2018



LONG-TERM STRATEGY AND 
PURPOSE FORMULATED

STRONG IP

KEY INITIATIVES
FOR FUTURE 
SUCCESS
DEPLOYED

FOCUSED MID-TERM 
GROWTH STRATEGY 
AND GO-TO-MARKET

UNDIMINISHED
GROWTH PROSPECTS

ADVANCED BRAKING TECHNOLOGY 
SUMMARY
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THANK YOU 

QUESTIONS & ANSWERS
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