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The information contained in this presentation or subsequently provided to any recipient of this presentation whether orally or in writing by or on behalf of AF Legal 

Group Limited ACN 063 366 487 (“AF Legal” or the Company”) or its respective employees, agents or consultants (Information) is provided to the recipients on the terms 

and conditions set out in this notice. The purpose of this presentation is to provide recipients with information relating to the Company and each recipient must make 

his/her own independent assessment and investigation of AF Legal and its business and assets and should not rely on any statement or the adequacy and accuracy of 

any information.

AF Legal does not make any representation or warranty (either expressed or implied) as to the accuracy, reliability or completeness of the Information. AF Legal and/or 

its directors, employees, agents and consultants shall have no liability (including liability to any person by reason of negligence or negligent misstatement) for any 

statements, opinions, information or matters (express or implied) arising out of, contained in or derived from, or for any omissions from the presentation, except liability 

under statute that can not be excluded.

This presentation contains references to certain intentions, expectations and plans for the Company. These intentions, expectations and plans may or may not be 

achieved. They are based on certain assumptions which may not be met or on which views may differ. The performance and operation of AF Legal may be influenced by 

a number of factors, many of which are outside the control of AF Legal. No representation or warranty, express or implied, is made by AF Legal or its respective directors, 

employees, officers, agents, consultants or advisers that intentions, expectations or plans will be achieved either totally or partially or that any particular rate of return 

will be achieved.

Any recipient of this presentation specifically agrees, understands and acknowledges that some information contained herein has been provided by third parties and AF 

Legal, its officers, agents, contractors and employees accept no responsibility for any inaccuracy misstatement or omission in relation to that information.

This presentation is for information purposes only and is not financial product or investment advice or a recommendation to acquire any shares and has been prepared 

without taking into account the objectives, financial situation or needs of individuals. Before making an investment decision prospective investors should consider the 

appropriateness of the information having regard to their own objectives, financial situation and needs and seek legal and taxation advice appropriate to their 

jurisdiction. AF Legal is not licensed to provide financial product advice in respect of its shares. This presentation is not a prospectus or disclosure document under 

Corporations Act 2001 (Cth) or any other law.

This presentation does not constitute in any way an offer or invitation to subscribe for securities in AF Legal pursuant to the Corporations Act 2001 (Cth).
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Disclaimer



Our Story So Far 

Divorce

Property Settlement

Spousal Maintenance

Children’s Matters

Family Violence

Binding Financial Agreements

Our “Family Law” Offering
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• From kitchen table to the first family law firm listed on 

the ASX

• AFL has achieved in 4 years scale that takes most 

family law firms decades

• Family law in Australia is a $1.1bn industry 

• Highly fragmented - there is no national specialist 

family law firm in Australia – big opportunity! 

• AFL currently has market share of ~1%

Sydney

Melbourne

Brisbane

Canberra



One Page Strategic Plan
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• Think Different; Fanatical customer focus; Under promise, over deliver; Act like an owner; Have fun, 

always
Core Values

• To become Australia’s first and largest National Family Law FirmCore Purpose

• ~10% market share across more than 10 locations in Australia3 Year Target

• First and largest global family law firm BHAG 

• Related family law services 

• Middle class Australians; capital cities and key regional towns

• No deferred / contingent matters; no single file more than 5% of revenue

Sandbox 
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• Strong growth in Underlying FY20 H1 Profit & Loss metrics compared to prior year 

• Growth primarily driven by continued growth in Sydney and new office contributions from Mornington and Brisbane 

• EBITDA (excl. HO) removes head office costs / costs associated with being listed on the ASX to more accurately reflect the underlying operating performance 

• File openings continue to track strongly - February YTD total file openings up ~30% versus last year
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FY20 H1 Performance Highlights 

Underlying1 Revenue $3.31m Up 32% on prior year2

Underlying1 EBITDA (excl. HO)3 $1.12m Up 41% on prior year2

Underlying1 EBITDA (excl. HO)3 Margin 34% Up 2% on prior year2

Underlying1 EBITDA $0.63m Up 15% on prior year2

Reported NPATA4 $0.25m vs ($0.20m) in prior year impacted by non-recurring and one off costs

Notes:

1. Underlying adjusts the reviewed accounts for the six months period ending 31 December 2019 to include the removal of non recurring or unusual costs 

2. Change on prior year is prepared on the same basis as the six months ending 31 December 2019 and is calculated by adjusting the audited accounts for the six-month period ending 31 December 2018 to include the removal of non-recurring or unusual costs

3. EBITDA (excl. HO) adjusts the reviewed accounts for the six months period ending 31 December 2019 to include the removal of non recurring or unusual historic costs, removal of head office costs and costs associated with being listed on the ASX

4. NPATA means net profit after tax before amortisation

5. Contributions from the acquisitions of Walls Bridges Lawyers and Nita Stratton Funk & Associates are included from the time of acquisition



FY20 H1 Operating Highlights
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Growth Initiatives Investment in People Marketing & Technology Process & Policy Reviews  

• Acquisition integration of NSF 

and WB completed 

• First lateral hires secured in 

Brisbane and Canberra (new 

markets)

• Lateral hire expansion plans 

will aim to replicate the model 

used for Sydney and 

Melbourne which achieved 

~$1.5m and ~$2.5m 

respectively in the first 18 

months of trading 

• Strong pipelines for both 

acquisition of new firms and 

recruitment of lateral hires 

continue to exist  

• Recruited COO - deemed 

necessary post listing due to 

expansion into Brisbane via 

acquisition and planned 

lateral hire expansion into 

Canberra 

• Completed One Page Strategic 

Plan and platform to roll out 

Gazelles “Rockefeller Habits”

• Engaged staff with “My Plans” 

to drive individual goal 

development and rolled out 

incentive plans

• Recruited online marketing 

expert to the board, Kevin 

Lynch and global leading 

technology and digital 

marketing talent to the team

• Launched AFL 2.0 after an 

internal review highlighted 

further untapped potential in 

the existing platform and 

competitive position

• Brought all marketing in house 

at cost neutral (no use of 

external marketing agencies)

• Rolled out salesforce.com as 

our operating platform 

• Employed stricter debtor policy 

and management including 

offshoring collections and 

billing process 

• Developed “preferred referral” 

framework for counterparties
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• Strong growth in Underlying FY20 H1 Profit & Loss metrics compared to prior year 

• Growth primarily driven by continued growth in Sydney and new office contributions from Mornington and Brisbane 

• EBITDA (excl. HO) removes head office costs / costs associated with being listed on the ASX to more accurately reflect the underlying operating performance

• Reported NPATA comparative impacted by non-recurring items associated with the listing
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FY20 H1 Underlying Income Statement 

$m (consolidated) Reported1 Adjustments2 Underlying3 Change on Prior Year4

Revenue 3.31 - 3.31 +32%

EBITDA (excl. HO)5 1.06 0.06 1.12 +41%

EBITDA (excl. HO)5 margin (%) 32% n/a 34% +2%

EBITDA 0.55 0.08 0.63 +15%

NPATA6 0.25 0.05 0.30 vs ($0.20m)

Notes:

1. Reported figures are the reviewed accounts for the six months ending 31 December 2019

2. Adjustments relate to the removal of non-recurring or unusual costs

3. Underlying adjusts the reviewed accounts for the six months ending 31 December 2019 to include the removal of non-recurring or unusual costs

4. Change on prior year is prepared on the same basis as the six months ending 31 December 2019 and is calculated by adjusting the audited accounts for the six-month period ending 31 December 2018 to include the removal of non-recurring or 

unusual costs 

5. EBITDA (excl. HO) adjusts the reviewed accounts for the six months period ending 31 December 2019 to include the removal of non-recurring or unusual costs, removal of head office costs and costs associated with being listed on the ASX

6. NPATA means net profit after tax before amortisation

7. Contributions from the acquisitions of Walls Bridges Lawyers and Nita Stratton Funk & Associates are included from the time of acquisition



• Strong balance sheet and cash position with no debt 

• Payment for intangible assets refers to the investment in AFL 2.0

• Repayment of borrowings refers to the extinguishment of debt in relation to the listing (not related to underlying cash flows) 

• Debtors and cash flow position continues to improve due to recent working capital optimisation initiatives
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FY20 H1 Statutory Balance Sheet and Cash Flow 

$m (consolidated)

Reported

31 Dec 2019

Cash and cash equivalents 0.49 

Trade and other receivables 2.17 

Fixed & Intangible Assets 6.69

Other assets 1.51 

Total Assets 10.86

Trade and other payables 1.22

Deferred Consideration 0.60

Bank debt 0.01

Other Liabilities 1.75

Total Liabilities 3.58

Net Assets 7.28 

Balance Sheet

$m (consolidated)

Reported

31 Dec 2019

Receipts from customers 3.47

Payments to suppliers and employees (3.45)

Operating Cash Flow 0.02

Purchase of fixed assets (0.04)

Payment for intangible assets (0.17)

Investing Cash Flow (0.21)

Repayment of lease liabilities (0.10)

Repayment of borrowings (0.27)

Financing Cash Flow (0.37)                      

Net Cash Flow (0.56)

Cash at Year End 0.49 

Cash Flow
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FY20 Annual Priorities 
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Priority Status Commentary

Launch AFL 2.0 - #1 Priority Completed

• New website launched in February 2020

• Already experiencing strong growth in leads and a reduction in cost per conversion 

since the launch of AFL 2.0

Expand into (1) new geographic region Completed
• Canberra expansion plan will replicate the model used for Sydney and Melbourne 

which achieved ~$1.5m and ~$2.5m respectively in the first 18 months of trading 

Recruit (2) lateral hires Completed
• Recruited 2 x lateral hires (Brisbane and Canberra)

• Strong pipeline of inbound lateral hires continues to exist

Complete acquisition integrations Completed • Strong pipeline of inbound opportunities exist and are under review

Implement salesforce CRM and recruit 

team
Completed 

• Implementation and hiring completed in January 2020

• Infrastructure now in place to scale internal sales team as required to manage strong 

YTD lead growth due to AFL 2.0

Establish additional services lines Underway • Now offering Binding Financial Agreements due to lateral hire expertise 



In executing the AFL Growth Hierarchy we highlight the following activities and outcomes since listing: 
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Our Growth Hierarchy

Hierarchy Outcomes

Organic Growth

• Successful launch of AFL 2.0: New website, Salesforce CRM rollout, internal media buying and call centre, new sales scripts, full lead 

attribution and granular ROI etc

• Developed “preferred referral” framework for counterparties – aiming for 50% of all work to be referred 

• File openings continue to track strongly - February YTD total file openings up ~30% versus last year

Lateral Hires

• Lateral Hires are a cost effective way to accelerate growth in existing and new markets 

• Expansion via lateral hires will aim to replicate the model used for Sydney and Melbourne which achieved ~$1.5m and ~$2.5m 

respectively in the first 18 months of trading 

• Canberra (greenfield) expansion lateral hire has started strongly; Brisbane lateral hire adds value to the existing acquisition platform in 

Queensland 

• Strong pipeline of lateral hires nationwide are under consideration 

Acquisitions

• Walls Bridges – new Mornington office – low cost expansion into a new satellite region in Victoria. Integration completed

• NSF – new Brisbane office – fast expansion into a new capital city platform and large market opportunity (QLD has highest divorce 

rates). Integration completed

• Strong inbound enquires for acquisition of new firms continue to exist  

We are effecting all three of these growth priorities with a long-term mindset of sustainable growth



AFL 2.0: Progress Update

Mobile first

An optimised experience for small screens

Performance

An architecture built for fast page loads and 

content delivery

Technology

Introducing an ecosystem of world class 

integrated technology for scalability and 

business insights

Insights

End to end behavioural and sales reporting for 

ongoing optimisation

2019 2020

In December 2019 we launched our updated and improved digital marketing and technology platform - AFL 2.0

The new platform has been a complete ground up 

rebuild focusing on business requirements for 

scalability and efficient production.

The new CMS environment is equipped for:

● Independance from designers and 

developers 

● Self sufficient content management

● Lead form generation

● Landing page creation

● SEO management

● Intuitive media management

● Integration and support with major CRM’s

● REST API support

● Global community support

● Security and stability

We are already experiencing strong growth in leads and a reduction in cost per conversion since the launch of 

AFL 2.0



AFL 2.0: Technology Overview

Device type

Referrer

Engagement

Business metrics

Medium

New vs Returning

Revenue

In order to understand our customers and 

optimise for maximum return on marketing 

spend, we have built a semantic framework that 

tracks the end to end journey of our users helping 

provide the best experience.

Wordpress is the most used CMS framework 

making up over 30% of all websites

Heap is a behavioural data analytics 

platform allowing us to segment insights for 

optimisation

WPEngine is the perfect environment for 

hosting a WordPress stack providing lightning 

fast delivery and security

Cloudflare gives us an added layer of security and 

centralized DNS management

Delacon is a Global leader in inbound call tracking 

through dynamic number generation

Google Analytics provides audience insights for 

paid and organic traffic channels

Google Optimize allows us to run A/B tests to 

safely optimise our digital experiences

Google Tag Manager is an environment for us to 

manage tags that are deployed on our site, like 

those listed here

Salesforce is the world leading CRM system to 

manage leads through to sale and provide 

business reporting

Our new stack



AFL 2.0: Salesforce Overview

Unify our business 
data 

Visibility into real 
time business 
performance

Marketing
Optimisations

New & Existing Client 
Operations

Full End to End 
Tracking

Offline & Online

• Single source of truth for all data

• Build a single view of prospects & clients, integrate data from any 

source, and make it actionable

• Full visibility into business KPIs

• Real time, with a click of a button

• Ability to track leads all the way through to new clients and every interaction

• This coupled with full integration of offline and online digital tracking 

enables us to optimise every $ we spend in marketing to get the best ROI

Full end-to-end tracking

Analytics & Performance Tracking

Unify Data – Leads & Clients

Infrastructure now in place to scale internal sales team as required to manage strong YTD lead growth due to the launch of AFL 2.0



3 Year Goals 
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Launch AFL 2.0

• Launch AFL 2.0 - #1 Priority 

• Expand into (1) new geographic region

• Recruit (2) lateral hires 

• Complete acquisition integrations 

• Implement salesforce CRM and recruit 

dedicated sales team 

• Establish additional services lines 

Drive top-line

• Consolidate outcomes from AFL 2.0 to 

turbo charge organic growth

• Expand into (3) new geographic regions

• Recruit (3) lateral hires 

• Offshore non legal back of house 

functions 

• Roll out new product offerings (e.g. online 

support)

BD

Build out platform

• Move into new “add-on” services (eg. 

funding)

• Expand into adjacent sectors (e.g. wills 

and estates)

• Assess larger scale acquisitions

• Assess new jurisdictions 

FY20 FY21 FY22

Tracking ahead of schedule



Thank you 


