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2The leading media services provider to the global resource industries

Aspermont is the leading media services provider to the global 

resource industries

Aspermont has invested 20 years in building a commercial model 

for B2B media that is founded on providing high value content to a 

global subscriber base

Aspermont is scaling this B2B model to serve new sectors and 

new countries and in new languages to maintain global leadership

Aspermont is ASX listed with offices in UK, Australia, Brazil, North 

America and the Philippines



3Solid foundations delivering 15 quarters of high performance growth

Rapid growth of all 
metrics driving high 

performance   
ACV & LTV

Aspermont market capitalization is less than half the current LTV of subscriptions alone

Key SaaS Metrics 
As at 

June’16

As at

Mar’20
CAGR

Number of Subscriptions* 7,158 7,650 2%

Average Revenue Per Unit (ARPU) $623 $1,041 15%

Annual Contract Value (ACV) $4.5m $8.0m 17%

Web Traffic (Sessions) 3.8m 5.7m 12%

Web Traffic (Users) 1.1m 3.1m 32%

Loyalty Index 41% 58% 10%

Renewal Rate 73% 83% 3%

Lifetime Years 3.7 6.0 14%

Lifetime Value $16.5m $48.0m 33%

-Refer to glossary  in appendix for full definitions of all SaaS metrics

*Aspermont does not present the number of Paid Member per subscription for competitive reason but whilst ‘number of subscription’ orders are showing low 

growth, the actual number of Paid Members is in strong double-digit growth owing to our successful ABM strategies
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ARPU moves above $1k at 13% CAGR
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Key indicators continue to perform strongly

ARPU passes $1k; ACV crosses $8m; Audience size trebles; LTV trebles

ACV moves to $8m at 17% CAGR

Audience size trebles LTV has trebles



5Substantial proportion of all revenue is now recurring

76%

24%

Total Group

Recuring % Non Recurring %

83%

17%

Media

Recuring % Non Recurring %

83%

17%

Subscriptions

Recuring % Non Recurring %

38%

62%

Events

Recuring % Non Recurring %



6Blue chip client base, with large spend capacity and rising ARPC

STEEL

ENERGY

MINING

MANAGEMENT CONSULTANT

LEGAL

ACCOUNTING

EQUIPMENT

ENGINEERING

MACHINERY

INSURANCE

INVESTMENT SERVICES

BANKING

COMPANIES SUPPLY CHAIN FINANCIAL SERVICE SERVICES TECHNOLOGY

Note: 

Aspermont is continually developing new products and solutions for its clients. Average Revenue Per Client (ARPC) has grown significantly over the last few years and has the potential to go 

much higher in the future.  See slide 9 Q1-20 Investor Presentation for more info on APRC growth

https://www.asx.com.au/asxpdf/20200123/pdf/44dgg6jrl14nhf.pdf
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ACTUAL 

RESULT

COVID 

ADJUSTED

RESULT

Operating Revenue Down 4%
-0.3m

to
From

$8.1 m

$8.4m

Up 11%
+1.1m

to
From

$9.3m
$8.4m

Gross Margin Down 4%
-400bps

to
From

53%
57%

Up 1%
+100bps

to
From

58%
57%

EBITDA

Normalised

Down 167%
-0.2m

to
From

($0.1m)
$0.12m

Up 233%
+0.28m

to
From

$0.4m
$0.12m

EBITDA 

Reported

Up 24%
+0.2m

to
From

($0.6m)
($0.8m)

Up 88%
+0.7m

to
From

($0.1m)
($0.8m)

Operational Cashflow

Normalised

Down 16%
-0.1m

to
From

$0.7m
$0.8m

Up 25%
+0.2m

to
From

$1.0m
$0.8m

EPS Up 76%
+0.22 c

to
From

(0.07c)
(0.29 c)

Up 83%
+0.24 c

to
From

(0.05c)
(0.29 c)

▪ As announced to the market, on 18th March, the Company postponed its Q2 live Events due to COVID

▪ The financial result of those events was clear given the closeness in timeframe between their due date and the announcement

▪ Revenues and direct costs for the postponed events have bee deferred into FY21 and as such have created an anomalous results for this HY reporting period

▪ Table above shows both the “Actual Results” (on LHS) and the COVID “Adjusted Results” if the two Q2 events had run (on  RHS)

▪ Whilst COVID has impacted other revenue streams, only its impact on the Events division has been rectified in the COVID “Adjusted Results”

▪ H1 underlying performance was strong for ASP across all metrics and had we not had the interruption, in Q2 events from COVID, our results would have shown that

Underlying (COVID adjusted) H1 performance delivers solid growth

+100%-100% 0%

Underlying Performance = High Revenue Growth; Margin Scaling; Bottom Line Improvements

https://www.asx.com.au/asxpdf/20200318/pdf/44g4z78dny4mst.pdf
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Note to accounts:

Revenues are on a continuing operations basis

All earnings and operating cashflow figures are normalized and as per audited statutory accounts

For full reconciliation of result refer to Appendix 1 in the Half Year results

H1-20 Actuals with COVID-adjusted Events figures (blue cap)

Consistent growth in revenue, cashflow and profitability
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Strong revenue momentum

Cash generative Earnings emerging



9Agility and adaptability in mitigating COVID impacts

IMPACT

Supply chain 

disruptions in print 

distribution

Positive audience feedback

Minimized campaign cancellations

E-reader format delivery 

Large circulation increases

Contraction in client 

marketing spend

Operational cost savings

New ‘tactical’ product launches

Physical office 

shutdown & forced 

remote working

Immediate cost savings

Long-term remote working capabilities

Suspension of office lease

Accelerated cloud migration

Illegal to hold large 

gatherings in public 

places

$2.5m revenue shift to FY21

Contribution loss in Events mostly offset

NEW revenue

RESPONSE RESULT

Q2 & Q3 Event dates postponed

Event costs (Direct + Staff) zeroed

New virtual Event solutions

Contribution loss minimized

NEW revenue



10Outlook for FY20

COVID-19 will affect FY20 reporting results

$2.5m of revenue from Events division likely to shift into Q1-21

Lower than anticipated growth rates expected for Media revenues

Subscriptions revenue growth to stay robust but unlikely to achieve 
double digits

Significant cost saving initiatives will defend bottom line performance

All these distortions combined will result in an anomalous result for FY20

Positive strategies emerging from the crisis

Accelerated cloud migration for all systems and servers meaning all staff 
have high productivity in remote working environments

Launched e-reader solution driving sustainable increases in circulation 
and lower distribution costs

Launch of new, disruptive, virtual events product expected in H2

Free to air, COVID-19 related, news provision resulting in high traffic 
spikes



11The fundamentals haven’t changed

Income engines are robust and long term

Subscriptions revenues and SaaS metrics have grown consistently for 
15 quarters - expected to continue

Media revenues have reversed a decade long industry-wide decline, in 
net advertising, to growth – expected to continue

Events remain a highly scalable opportunity that ASP will benefit from
when the market conditions reallow 

New Content Works and Lead Generation engines have launched and 
are ramping up

Improving economics with scalable model

Attractive unit economies and high growth LTV

Several years of consistent high topline growth with expanding 
margins

Profitability established and operationally cash generative 

No debt

Management team is resilient and innovative

Business has recently emerged from a full operational, technological 
and financial turnaround scenario

Recruitment of high caliber people continues to evolve thinking, 
capabilities and IP 

Development of skills drives productivities

Technology and organizationally enabled

V5 technology platform allows new product design and build, in weeks 
not years

Operations have been streamlined to improve efficiencies

Outsourced functions provide resource scalability

Group C suite structure, with functional reporting lines, allows 
decision making speed
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Aspermont

613-619 Wellington Street

Perth

Western Australia, 6000 

Email: corporate@aspermont.com

Office Phone: +61 8 6263 9100

Address

Contact Info

Telephone

For further information

mailto:corporate@aspermont.com
https://www.facebook.com/Mining-News-Networking-145316085622369/
https://www.linkedin.com/company/aspermont-limited/
https://twitter.com/Aspermont_Ltd
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Glossary (SaaS Metrics)

Number of Subscriptions
Number of live subscriptions at end of period 7,650

Average Revenue Per Unit (ARPU)
Annual Contract Value / Number of Subscriptions $1,041

Annual Contract Value (ACV)
Aggregate contract cash value of all live subscriptions at the end of a period $8.0m

Sessions
Total number of web sessions over a trailing twelve month basis 5.7m

Users
Total number of users who initiated at least one web session over a trailing twelve month basis 3.1m

Loyalty Index
Internal metric analysis of subscriber loyalty through their engagement 58%

Renewal Rate
Volume of subscriptions renewed over trailing twelve month basis (i.e. the inverse of Churn Rate) 83%

Lifetime Years (LY)
Average lifetime of a subscription = 1/Churn Rate 6.0 years

Lifetime Value (LTV)
Aggregate of present and future value of all subscriptions = (Lifetime Year x Annual Contract Value) $48.0m
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Disclaimer

Important notice disclaimer

Forward-looking standard elements

This presentation may include forward-looking statements. Such statements can generally be identified by the use 
of words such as 'may', 'will', 'expect', 'intend', 'plan', 'estimate', 'anticipate', 'believe', 'continue', 'objectives', 
'outlook', 'guidance‘, ‘forecast’ and similar expressions. Indications of plans, strategies, management objectives, 
sales and financial performance are also forward-looking statements.

Such statements are not guarantees of future performance, and involve known and unknown risks, uncertainties, 
assumptions, contingencies and other factors, many of which are outside the control of Aspermont Limited 
(Aspermont or Company). No representation is made or will be made that any forward-looking statements will be 
achieved or will prove to be correct. Actual results, performance, operations or achievements may vary materially 
from any forward-looking statements. Circumstances may change and the contents of this presentation may 
become outdated as a result. Readers are cautioned not to place undue reliance on forward-looking statements 
and Aspermont assumes no obligation to update such statements. 

No representation or warranty, expressed or implied, is made as to the accuracy, reliability, adequacy or 
completeness of the information contained in this presentation.

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.

Information is not advice or offer of securities 

This presentation is not, and is not intended to constitute, financial advice, or an offer or an invitation, solicitation or 
recommendation to acquire or sell Aspermont shares or any other financial products in any jurisdiction and is not a 
prospectus, product disclosure statement, disclosure document or other offering document under Australian law or 
any other law. This presentation also does not form the basis of any contract or commitment to sell or apply for 
securities in Aspermont or any of its subsidiaries. It is for information purposes only. 

Aspermont does not warrant or represent that the information in this presentation is free from errors, omissions or 
misrepresentations or is suitable for your intended use. The information contained in this presentation has been 
prepared without taking account of any person’s investment objectives, financial situation or particular needs and 
nothing contained in this presentation constitutes investment, legal, tax or other advice. The information provided in 
this presentation may not be suitable for your specific needs and should not be relied up on by you in substitution 
of you obtaining independent advice. Subject to any terms implied by law and which cannot be excluded, 
Aspermont accepts no responsibility for any loss, damage, cost or expense (whether direct, or indirect, 
consequential, exceptional or special damages including but not limited to loss of revenue, profits, time, goodwill, 
data, anticipated savings, opportunity, business reputation, future reputation, production or profit, any delay costs, 
economic loss or damage) incurred by you as a result of any error, omission or misrepresentation in this 

presentation.

Preparation of information

All financial information has been prepared and reviewed in accordance with Australian Accounting Standards. 
Certain financial data included in this presentation is ‘non-IFRS financial information’. The Company believes that 
this non-IFRS financial information provides useful insight in measuring the financial performance and condition of 
Aspermont. Readers are cautioned not to place undue reliance on any non-IFRS financial information including 
ratios included in this presentation.

Presentation of information

Currency All amounts in this presentation are in Australian dollars unless otherwise stated.

FY refers to the full year to 30 September.

Rounding Amounts in this document have been rounded to the nearest $0.1m. Any differences between this 
document and the accompanying financial statements are due to rounding.

Third party information and market data

The views expressed in this presentation contain information that has been derived from publicly available sources 
that have not been independently verified. No representation or warranty is made as to the accuracy, completeness 
or reliability of the information. This presentation should not be relied upon as a recommendation or forecast by 
Aspermont. Market share information is based on management estimates except where explicitly identified.

No liability or responsibility

The information in this presentation is general in nature and is provided in summary form and is therefore does not 
purport to be complete.

To the maximum extent permitted by law, Aspermont and each of its affiliates, directors, employees, officers, 
partners, agents and advisers and any other person involved in the preparation of this presentation disclaim all 
liability and responsibility (including without limitation, any liability arising from fault or negligence) for any direct or
indirect loss or damage which may arise or be suffered through use or reliance on anything contained in, or omitted 
from, this presentation. Aspermont accepts no responsibility or obligation to inform you of any matter arising or 
coming to their notice, after the date of this presentation, which may affect any matter referred to in this 
presentation. 

This presentation should be read in conjunction with Aspermont’s other periodic and continuous disclosure 
announcements lodged with ASX.


