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Agenda

Tuesday
Session 1: Food, Beverage & Lifestyle
9.30am

ASX welcome- Ian Irvine, MC

9.45am

Market Update- Moelis Australia

Simon Scott

MD & Head of Equities

10.00am

SGLLV

SunRice (Ricegrowers Limited)

Dimitri Courtelis

CFO

10.15am

WOA

Wide Open Agriculture Limited

Ben Cole

MD

10.30am

NZK

New Zealand King Salmon Investments LimitedGrant Rosewarne

CEO & MD

10.45am

LRK

Lark Distilling Co. Limited

Geoff Bainbridge

MD

11.00am

FFL

Founders First Limited

Mark Haysman

Executive Chairman

11.15am

AMS

Atomos Limited

Chris Tait

CEO

11.30am

BREAK
Session 2: Micro-cap ‘Speed-Round’

2.00pm

VTI

Visioneering Technologies Inc.

Stephen Snowdy, PhD

CEO

2.07pm

RGS

Regeneus Limited

Leo Lee

CEO

2.15pm

IHR

intelliHR Limited

Robert Bromage

CEO & Founder

2.22pm

WNB

Wellness and Beauty Solutions Limited

Christine Parkes

CEO

2.30pm

ANR

Anatara Lifesciences Limited

Steve Lydeamore

CEO

2.37pm

CBY

Canterbury Resources Limited

Grant Craighead

MD

2.45pm

1AD

AdAlta Limited

Tim Oldham

CEO & MD

2.52pm

OLL

OpenLearning Limited

Adam Brimo

MD & Group CEO

3.00pm

END DAY ONE

Wednesday
Session1: Resources & Industrials
10.00am

PVS

Pivotal Systems Corporation Inc.

John Hoffman

Chairman & CEO

10.15am

NVX

NOVONIX Limited

Chris Burns

Group CEO

10.30am

FLC

Fluence Corporation Limited

Henry Charrabé

MD & CEO

10.45am

LKE

Lake Resources Limited

Steve Promnitz

MD

11.00am

XTE

Xtek Limited

Philippe Odouard

MD

11.15am

LBL

LaserBond Limited

Wayne Hooper

CEO

11.30am

BREAK
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Session 2: Finance & Fintech
2.00pm

OPY

Openpay Group Limited

Michael Eidel

CEO & MD

2.15pm

QFE

QuickFee Limited

Bruce Coombes

CEO

2.30pm

CCV

Cash Converters Pty Limited

Sam Budiselik

CEO

2.45pm

MOC

Mortgage Choice Limited

Susan Mitchell

CEO

3.00pm

SWF

SelfWealth Limited

Robert Edgley

MD

3.15pm

FDV

Frontier Digital Ventures Limited

Shaun Di Gregorio

CEO

3.30pm

END DAY 2

Thursday
Session 1: Technology
10.00am

LME

Limeade Inc.

Henry Albrecht

CEO

10.15am

NTO

Nitro Software Limited

Sam Chandler

Co-Founder & CEO

10.30am

360

Life360 Inc.

Russell Burke

CFO

10.45am

UBN

Urbanise.com Limited

Saurabh Jain

CEO

11.00am

DTC

Damstra Holdings Limited

Christian Damstra

CEO

11.15am

WSP

Whispir Limited

Jeromy Wells

CEO

11.30am

BREAK
Session 2: Health & Biotech

2.00pm

IMR

Imricor Medical Systems Inc.

Steve Wedan

Chair & CEO

2.15pm

ZLD

Zelira Therapeutics Limited

Richard Hopkins

MD ex-USA

2.30pm

OSX

Osteopore Limited

Geoff Pocock

Executive Director

2.45pm

OSL

OncoSil Medical Limited

Daniel Kenny

CEO

3.00pm

AT1

Atomo Diagnostics Limited

John Kelly

MD

3.15pm

TLX

Telix Pharmaceuticals Limited

Christian Behrenbruch

CEO

3.30pm

END CONFERENCE
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Adalta Ltd
Developing a truly novel antibody
Adalta (1AD:ASX) is a clinical stage drug development company using its proprietary
i-body (single domain antibody) technology platform to develop biopharmaceuticals
against targets that challenge traditional antibody approaches. The i-body
technology mimics the shape and stability of a unique antigen-binding domain first
discovered in sharks and then developed as a human protein. The result is a protein
capable of interacting with high selectivity, specificity and affinity with previously
difficult to access targets such as G-protein coupled receptors (GPCRs) that are
implicated in many serious diseases. 1AD’s lead i-body candidate is AD-214 for the
treatment of Idiopathic Pulmonary Fibrosis (IPF) and Interstitial Lung Disease (ILD).
1AD has previously been granted orphan designation for IPF and is currently
conducting a Phase-1 (safety) trial in up to 44 healthy volunteers divided into 7
cohorts, to be followed up by up to 54 ILD and IPF patients. The primary endpoint of
the trial is safety and tolerability, although pharmacodynamic and pharmacokinetic
activity will also be investigated. While continuing to advance this Phase 1 trial 1AD
is also conducting additional pre-clinical studies for additional indications and
partnering opportunities and new i-body targets, and further investing in
manufacturing and their i-body platform. To this end the company is currently
undertaking an $8m capital raise to support such activities. 1AD also generates
revenue from a co-development collaboration with GE Healthcare (GEHC) to discover
i-bodies against a GE target. The company relies on equity capital, R&D tax rebates,
licence and collaboration income and other government grants for funding.

Biotechnology
4 September 2020
Share details
ASX Code

1AD

Share price (3-Sep)

$0.10

Market Capitalisation

$21.4M

Shares on issue post
entitlements issue

244.9M

Net cash at 30/06/2020

$3.37M

Free float

82.6%

Share performance (12 months)
$0.18
$0.16

$0.14
$0.12
$0.10
$0.08
$0.06
$0.04
$0.02

$-

Upside Case
Meets phase 1 primary endpoint
Secures partner before or during Phase 2

Business model
1AD has a two-fold strategy to revenue generation. Firstly, progress company owned drugs
or antibodies to clinical trial, with AD-214 the first example. Partnering opportunities will
be examined at each stage of the drug development process with a view to securing
upfront, milestone and royalty-based payments in partnering. The second is to collaborate
with other biopharmaceutical companies to develop product candidates against other
classes of receptors, in other indications, with GEHC being the first example. In this case
research fees and milestones/royalties would also be payable. FY20 income from this
activity was $0.6m.

Recent company commentary
The first healthy patient was treated in the phase 1 safety trial in July 2020, a key and longawaited milestone for the company. The first readout from this trial is expected early
CY2021. The company successfully raised $4m in a placement at $0.10cps and is
undertaking a $4.1m rights issue at the same price to fund the development of AD-214 and
a continuous improvement of the i-body platform. Over FY20 1AD received $0.6m in
licence & collaboration revenue and $3.2m in various government grants. FY20 cash burn
was $5.9m suggesting the current cash on hand and the recent equity raising should
provide a 2-year runway.

Novel drugs with unmet needs often have few peers
Relative to “biotech” peers 1AD is early stage with a genuinely novel drug (or antibody).
1AD’s initial target indication (IPF) is also a particularly debilitating indication and very
difficult to treat, hence its orphan drug status. This is different to many small Australian
listed biotechs that favour repurposing an existing drug for new indications, taking away
many of the safety and manufacturing risks but reducing the IP potential. As a result 1AD
and AD-214 should be seen as a high risk, high return biotech play. There are a few unlisted
global companies undertaking similar studies using Llama single domain antibodies, with
Exonbio out of the US, Ablynx (acquired by Sanofi for US$5b) and ArgenX (NASD:ARGX) as
good examples. To quote the primary researchers “Llama antibodies have all the
characteristics we expect from mammalian immune systems…however they also include a
group of smaller antibodies…that are unique and functional”.

Accelerates licencing of other drugs

Downside Case
Fails to manufacture AD-214 at scale
Misses Phase 1 primary endpoint
Fails to secure further funding

Catalysts/upcoming events
Read-out from Phase-1 safety trial in healthy
volunteers (Q3FY21)
Lung images from Phase 1 trial in ILD patients
(mid CY2021)

Comparable companies (Aust/NZ)
Dimerix (ASX:DXB), Kazia Therapeutics
(ASX:KZA), Pharmaxis (ASX:PXS)

Top 5 shareholders (post
placement pre rights issue)
Yuuwu Capital LP
Platinum Investment Management Ltd
Meurs Holdings Pty Ltd
Knight61 Investments
CityCastle (Leon Serry)

26.5%
12.4%
5.1%
1.9%
1.7%

Company contacts
Tim Oldham (CEO)
t.oldham@adalta.com.au

+61 403 446 665

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Life360 Inc.
What price for your safety?

Technology - Software

Life360 (360:ASX) is a mobile app that promotes family safety and communication
via a range of tiered services. While available in ~195 countries, the US accounts for
over half the user base. The company offers plans starting with a free package and
topping out at US$19.99/month incorporating services such as roadside assist,
location history, phone insurance cover and individual driving reports. The target
market is families who value safety and communication and has historically been
aimed families with teens and families with children at college. The company derives
revenue directly from the app subscription base and indirectly from selling data and
as an AllState lead generation partner. The group reported 25.2m “Global Monthly

4 September 2020
Share details
ASX Code

360

Share price (3-Sep)

A$4.26

Market Capitalisation

A$630.1M

Shares on issue

147.9M

Active Users (MAU’s) and 845k “Paying Circles”. The current annual spend of paying

Net cash at 30/06/2020

users in the US was US$71.72/year at June 2020. 360’s strategy is to convert nonpaying active users into subscribers and encourage current subscribers to retain
and upgrade plans through the promotion and introduction of new services. The
group ended June 30 with US$58.4m in cash. Given the product’s core features
centre around location and driving information, the social distancing measures
surrounding COVID-19 have impacted monthly active users over the last 6 months,
declining 10% June quarter on March quarter, while subscriber numbers were
resilient, increasing 2% June quarter on March quarter. A new membership offering
was launched recently with a broader array of services and with four clear plans
(free, Silver, Gold and Platinum).

Free float

A$82.0M
73.97%

Share performance (12 months)

Upside Case
Free users convert to paying subscribers

Business model

360 gains more traction outside the US

360 operates a “freemium” revenue model, offering a basic app based safety service for
free and marketing to this user base to pay a monthly subscription for additional services,
including historical location history, roadside assistance and identity protection and phone
insurance to name a few. The business also derives indirect revenue from selling data and
receiving referral fees from partners.

Acquisition to complement existing offering

Recent company commentary
Note earnings numbers for 360 are denominated in US$. 360 delivered 1HCY20 normalised
revenue of US$38.7m (+57%) and an adjusted EBITDA loss of US$2.6m, an 82%
improvement on PCP as marketing expenses were adjusted to a COVID-19 slowdown, and
more freemium users converted to the subscription model (+21%). 360 ended June 30 with
US$58m (A$82m) in cash, which represent ~5-years’ cash burn at current burn rates. The
business reported 25.2m monthly active users at June, up 9% on the PCP but down 10% on
the previous quarter due to COVID. The platform has recently been upgraded and pricing
simplified in the US with four options now available, free, silver (US$4.99/month), Gold
(US$9.99/month) and Platinum (US$19.99/month). Each tier offers varying levels of
functionality.
Most smart phones have a basic inbuilt “find my phone” function using GPS, while there
are many offerings for specific services such as roadside assistance (think RACV), phone
insurance (insurance companies) and driving reports (GPS telematics). Most new cars have
built-in hardware/software which offers drivers’ plans for motor vehicles safety including
GM’s OnStar, Ford’s SYNC and Hyundai’s Bluelink. There is arguably few software-only
products and platforms that offer such a complete suite of services.
Historical earnings and ratios
Revenue
(US$m)
5.3

NPAT Adj.*
(US$m)
(14.2)

(14.2)

11.5

EBITDA
Adj.*
(US$m)
(13.7)
(A$m)
(13.2)

12/17a

NPAT Rep. EPS Adj.*(c)

(13.6)

(13.6)

12/18a

32.0

(16.4)

(17.4)

(18.2)

12//19a

58.9

(22.9)

(23.1)

(28.7)

Economic slowdown impacts discretionary
spend
Telcos and car manufacturers enhance their
offering
Telco and car manufacturers offer better
premium safety options

Catalysts/upcoming events
FY20 result (Late February 2021)

Comparable companies (Aust/NZ)
ERoad (NZX:ERD)

Top 5 shareholders

Competition across a number of service providers

Year
end
12/16a

Downside Case

nm

EPS Rep.
(c)
nm

EV/Sales
(x)
103.4

nm

nm

47.7

nm

nm

17.1

nm

nm

9.3

Regal Funds Management
Seraph Life360 LLC
Christopher Hulls
Fontinalls Partners, LLC
Challenger Managed Investments

8.70%
5.91%
5.85%
5.11%
5.03%

Company contacts
Jolanta Masojada (IR)
jmasojada@life360.com

+61 417 261 367

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Atomos Ltd
Connecting the imaging and computer worlds

Technology - Hardware

Atomos (AMS:ASX) is a global video technology company specialising in monitorrecorded content creation products. These products are targeted at the social, provideo and entertainment markets for video capture, processing and editing using
camera hardware, essentially connecting the imaging and computer worlds together.
Founded in 2010 AMS has built a portfolio of products with varying price points for a
wide range of end market users. Significant progress was being made on the
revenue and EBITDA front with positive 1H20 EBITDA ($1m) on revenue growth of
35% before COVID-19-induced, social distancing measures severely impacted the
group’s core customer base. As a result of this slowdown the company raised capital
in May 2020 to ensure no delays in product development and to ensure a buffer
against any future shocks. The cost base has also been adjusted for the new trading
environment and expected to be ~30% lower on an ongoing basis, providing
increased sales leverage to any market recovery. AMS is looking to access the live
internet streaming market with a new product launch later this year on the back of
likely increased demand post COVID, which would greatly increase the group’s Total
Addressable Market (TAM). AMS has key relationships across the video ecosystem
including camera manufacturers, resellers and recording workflow platforms.

Business model

4 September 2020
Share details
ASX Code

AMS

Share price (3-Sep)

$0.66

Market Capitalisation

$143.8M

Shares on issue

217.85M

Net cash at 30/06/2020

$18.8M

Free float

87.8%

Share performance (12 months)

Upside Case

AMS sells video hardware & accessories at a gross margin around 40%-45% that connects
and integrates with camera manufacturers including Sony, Canon, Panasonic, RED and JVC
Kenwood. The products are sold through a range of resellers globally and essentially allows
high quality video production for the “prosumer” using existing camera hardware. By
integrating with camera manufacturers and adopting the Apple ProRes RAW
format/ecosystem, it is AMS’s vision to democratise high quality video production.

AMS products become industry benchmark
Derives new revenue streams from live internet
streaming products
Prosumer videoing increases in popularity

Downside Case

Recent company commentary

OEM’s introduce competing accessories

The company’s revenues have been significantly impacted by the social distancing
measures associated with COVID-19, with 2H20 revenue down 60%, following a 35%
increase in 1H20. The pro-video market represented 72% of 1H20 revenues and has been
hardest hit given this market’s exposure to events such as weddings, conferences, sporting
events and trade shows. The company recently raised $12.6m pre-costs to ensure it could
survive the COVID induced slowdown while at the same time continue new product
development, and in particular hardware/software development for live internet
streaming. As a result, net cash sits at $18.8m at June 30 2020. The sustaining cost base
has also been reduced by 30%, offering greater leverage to future sales growth. The sales
run-rate in the month of July and August is said to be 50%-60% above that of 2H20, or
~$3m against $2m, offering signs of market stabilisation. Significant recovery is expected
post new product launch in Q2FY21.

Economic slowdown reduces demand

Peer group hardware-based technology
While there are no direct ASX listed peers for AMS, investors should look at niche small cap
hardware-based technology players who are loss making with similar challenges (funding,
working capital requirements and technology). Companies that come to mind include
Audinate, Pivotal Systems and Elsight.

Revenue
EBITDA
(A$m) Adj.* (A$m)
(A$m)
31.10
(4.50)

Catalysts/upcoming events
New product releases (2QFY21)
Interim results FY21 (Late February 2021)

Comparable companies (Aust/NZ)
Audinate (ASX:AD8) Pivotal Systems (ASX:PVS),
Elsight (ASX:ELS),

Top 5 shareholders
Perennial Value Management Ltd
Ellerston Capital Ltd
Jeromy Young
Domazet Ft3 Pty Ltd
Pindar Holdings Ltd

NPAT Adj.*
(A$m)
(4.88)

NPAT Rep
(A$m).
(4.88)

EPS
Adj.*(c)
nm

EPS Rep.
(c)
nm

EV/Sales
(x)
4.0

06/18a

35.60

0.20

(0.13)

(0.13)

nm

nm

3.5

06/19a

54.00

1.60

0.20

0.20

nm

nm

2.3

06//20a

44.40

(7.10)

(10.90)

(10.90)

nm

nm

2.8

12.12%
10.24%
8.18%
6.71%
2.79%

Company contacts
James Cody (CFO)
james@atomos.com

Historical earnings and ratios
Year
end
06/17a

Mass market technology closes the technology
gap with AMS

+61 407 048 514

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Anatara Lifesciences Ltd
Going with the gut
Anatara Lifesciences (ANR:ASX) has developed and is in the process of trying to
commercialise products for gastrointestinal health. The company’s lead candidate is
Detach®, a non-antibiotic Bromelain-based formulation sourced from the fruit and/or
stem of pineapples. While Bromelain has been commercially available since the
1950s, the ANR formulation is said to not contain phthalates, which are potentially
toxic. Detach® has been approved by the APVMA as an aid in the control of
diarrhoeal diseases in piglets (known as Scour), but formulation adjustments are
required for use in weanlings and other animals. ANR is looking to commercialise its
patented Bromelain-based formulations from two angles. The first is partnering with
offshore leaders in the field who have the funds, know-how and distribution to
develop new formulations of Detach® for new animal targets. The second is a human
clinical trial of a dietary Over the Counter (OTC) supplement that targets Irritable
Bowel Syndrome (IBS) and Inflammatory Bowel Disease (IBD). This study referred to
as Gastrointestinal ReProgramming (GaRP) is set to commence late CY20 (delayed
due to COVID-19) and will be the focus of the group’s current cash resources

Life sciences
4 September 2020
Share details
ASX Code

ANR

Share price (3-Sep)

$0.19

Market Capitalisation

$9.5M

Shares on issue

49.86M

Net cash at 30/06/2020

$2.68M

Free float

51.5%

Share performance (12 months)

($2.68m as at June 30). ANR is not revenue generating at present so is reliant on
equity capital, R&D tax refunds and/or partnership royalties and other government
grants for ongoing funding. The last capital raise was in July 2015 at $0.78/share.

Business model
Given the group’s low cash balance ANR is looking to partner with a company or companies
to register Detach® in key offshore markets, develop new formulations and administration
methods and expand into animal markets outside of piglets (and in particular poultry). The
business is currently not revenue generating and will rely on capital raisings, R&D tax
refunds and potential royalty/milestone payments from these potential partners for
funding.

Upside Case
Secures a partner to further product
development in new regions or animal breeds.
The GaRP OTC clinical trial due to commence
Q4CY20 achieves its primary endpoint.
Poultry challenge trial due to commence
Q4CY20 achieves its primary endpoint

Downside Case

Recent company commentary

Fails to receive funding injection

In May 2018, ANR’s exclusive international rights for Detach® were returned by then
licence partner Zoetis. Since this time ANR has been trying to attract one or more
international partners to continue product development. During the initial international
licencing process ANR dealt with many of the current potential partners so they should be
somewhat familiar. COVID-19 has delayed the GaRP human clinical trials to later in CY20
but there is no impact on partnering discussions. The human trial is expected to be a
decentralised trial design, allowing participants to be recruited and participate remotely,
increasing the likelihood of retention. For the June 2020 quarter the cash burn rate was
~$700k, implying ANR has 4-quarters of funding remaining at current burn rates. Total
grant income over FY20 was $841k.

GaRP trial fails primary endpoint
Fails to achieve offshore partners

Catalysts/upcoming events
First patient enrolment in GaRP study (Dec-20)
Poultry challenge trial results due 31 Jan 2021
Offshore partnering announcement (Q2-Q3FY21)

Comparable companies (Aust/NZ)
Dimerix (ASX:DXB)

Top 5 shareholders

Peers a mixture of animal health and repurposing
The animal health (and in ANR’s case a specific focus on piglets) and OTC markets ANR is
focused on typically have a lower total addressable market (TAM) than most listed
biotechs. Repurposed or long established/off patent drugs such as Bromelain also tend to
command a lower value. As a result, the most appropriate peers would be those in animal
health and those in early stage trials for repurposed drugs. Companies that come to mind
include the likes of Dimerix (DXB:ASX).

RTL Group Investments
Parma Group
Myeng Pty Ltd
Thorney Technologies
Ian Ross

10.83%
10.80%
8.64%
5.59%
3.21%

Company contacts
Steven Lydeamore
(CEO)
slydeamore@anatara.com

+61 438 027 172

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Atomo Diagnostics Ltd
One winner from COVID-19

Medical Devices

Atomo Diagnostics (AT1:ASX) was established in 2010 and listed in April 2020
raising $30m at $0.20/share to repay all company debt, invest in manufacturing
facilities and provide working capital for expansion, particularly in relation to the
COVID-19 antibody tests. AT1 supplies devices for the rapid testing of blood by both
professionals and consumers, to detect and test for infectious diseases and chronic
health conditions. The devices are said to be simpler than traditional device kits,
having less components and steps than competitors with improved accuracy. The
device provides a finished rapid flow blood test to the end user in a single device.
The products are distributed via third party distributors and used as an OEM product
to manufacturers of complete diagnostics kits. Over FY20 COVID-19 tests
represented 63% of sales (all in 2H20), HIV kits ~22% of sales and OEM ~15%. The
AtomoRapid™ COVID-19 antibody test COVID-19 kit has just recently had approval
from the Australian Therapeutics Goods Administration (TGA), opening up new
markets outside of the existing partnership with NG Biotech SAS in France, who has
ordered 1.75m kits alone to-date and an agreement more recently with Access Bio
Inc (US) for the North American market that includes a 2m unit take or pay contract.
FY20 revenues increased tenfold on FY19 (at $5.4m) at a strong gross margin of 60%
aided by the higher margin COVID-19 test kits.

4 September 2020
Share details
ASX Code

AT1

Share price (3-Sep)

$0.385

Market Capitalisation

$216.0M

Shares on issue

561.1M

Net cash at 30/06/2020

$27.1M

Free float

50.6%

Share performance (since listing)

Upside Case

Business model

Improved GP margins via own manufacturing

AT1 generates revenue from selling its HIV products via distribution agreements with
international health companies including Mylan (from July 2019) and Owen Mumford
(from February 2019), and selling its Rapid Diagnostics Test (RDT) devices as an Origin
Equipment Manufacturer (OEM) product to diagnostic kit manufacturers for inclusion in
their test kits. More recently the company has pivoted the COVID-19 antibody test kits,
swamping the sales of other products over 2H20. Manufacturing is currently outsourced
and recently a purpose-built facility in South Africa has been built, certified by regulators
and is now operational.

More COVID testing partnerships
Test kits for new indications outside of COVID

Downside Case
Sudden reduced demand for COVID testing
Excess manufacturing capacity post build
Potential competition from new technology

Catalysts/upcoming events

Recent company commentary
COVID-19 tests introduced in 2H20 drove a 10-fold increase in revenue over FY20 to $5.4m,
with the 1H/2H split $0.9/$4.5m, of which $3.4m was COVID related. The EBITDA loss ex
IPO costs narrowed over the period as a result. A distribution agreement with NG Biotech
SAS out of France for the supply of devices to test for COVID-19 antibodies was signed
during the second half and TGA approval was granted in August. Manufacturing was
scaled-up from 250k/month to 750k/month over the second half with a target of
1m/month by December 2020.

GSS:ASX the most comparable listed peer
There are a number of medical device companies listed on the ASX but Genetic Signatures
(ASX:GSS) will be most comparable. GSS has a core EasyScreen™ test kit used across a
number of indications, and has just recently introduced a test for COVID-19 which has seen
2H20 sales increase. The company has similar levels of net cash, is loss making at the
EBITDA line (but narrowing) and looking to scale existing technology. Relative to GSS, AT1
Is trading at an EV/EBITDA premium on FY20 sales (35x against 26x).

06//20a

Revenue Gross profit
(A$) (A$m)
(A$m)
(A$m)
0.54
0.10
5.37

3.19

Interim results FY21

Comparable companies (Aust/NZ)
Genetic Signatures (ASX:GSS)

Top 5 shareholders
Dalraida Holdings Pty Ltd
Global Health Investment Fund I, LLC
Walker Group Holdings Pty Ltd
Perennial Value Management Ltd
Ellerston Capital Ltd

11.79%
11.38%
8.32%
7.44%
6.13%

Company contacts
John Kelly (MD)
+61 401 922 279
John.kelly@atomosdiagnostics.com

RaaS Advisory contacts

Historical earnings and ratios
Year
end
06/19a

Commercial COVID-19 kit sales

EBITDA Adj.*
(A$m)
(4.10)

NPAT Rep.
(A$M)
(5.10)

EPS
Adj.*(c)
nm

EPS Rep.
(c)
0.19

EV/Sales
(x)
350.0

(2.38)

(9.20)

nm

0.59

35.2

John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Canterbury Resources Ltd
Taking a portfolio approach to copper-gold projects
Canterbury Resources Ltd (ASX:CBY) is an Australian exploration company
focused on large scale copper-gold and gold-silver prospects in proven mineral
provinces in Australia, Papua New Guinea and the Pacific Islands. It is chasing
prospective Tier-1 targets, a strategy which potentially provides high leverage
for investors under a success scenario. The company listed on the ASX in
March 2019 after raising $6.147m at $0.30/share. It has subsequently raised
$0.69m at $0.20/share in a placement in December 2019, $0.5m at $0.20 in a
share purchase plan in February 2020, and $0.53m at $0.10/share in a share
placement in July 2020. The company is seeking to raise an additional $1m in a
Share Placement Plan. Canterbury has multiple exploration targets including
the Briggs copper project in Queensland, the Ekoato copper-gold prospect in
PNG, the Bismarck copper-gold project on Manus Island (in JV with Rio Tinto),
the Idzan Creek and Wamum copper-gold prospects adjacent to the major WafiGolpu Project in PNG, the Ipi River copper-gold prospect in PNG, and the Santo
gold-silver prospect in Vanuatu. CBY has recently announced an Inferred
Mineral Resource estimate of 2.2m/oz of gold and 288kt of copper at Idzan
Creek and 0.5Moz of gold and 281kt of copper at the Wamum project in PNG.

The projects
The Briggs copper project in Central Queensland is CBY’s most advanced asset, with an
Inferred Mineral Resource of 142.8Mt at 0.29% copper (using a copper cutoff of 0.2%) at its
Central Porphyry zone. Multiple targets with potentially higher-grade zones have been
identified at Briggs which will be tested in the next drilling phase. Having acquired this
project from Rio Tinto (ASX:RIO) in 2017 and Rio retains a 1% NSR. Planning for the next
phase of exploration is well advanced including 3,300m of diamond drilling in 12 holes
aimed at testing infill and strike extension targets. The company has also secured the
surrounding Fig Tree Hill and Mannersley projects, covering similar style targets. The timing
for implementing field programs will be impacted by progress in discussions with potential
joint venture partners. A Mineral Resource estimate of 103.6Mt at 0.65g/t gold and 0.28%
copper (2.2Moz Au and 288kt Cu) has recently been completed for the Idzan Creek deposit,
based on historic drilling results. The deposit is strategically located 15-20km northwest of
the major Wafi-Golpu development project (owned by Newcrest and Harmony Gold).
Canterbury’s management team includes personnel who were responsible for drilling the
discovery hole at Golpu. COVID-19 restrictions have halted field activities during 2020 at
CBY’s PNG and Vanuatu projects. In the interim, CBY has focused on discussions with
potential joint venture partners at multiple projects.

Recent company commentary
Canterbury Resources’ reported cash burn was just $0.22m in the June 2020 quarter with
much of its exploration and field activities disrupted by COVID-19. Total exploration
expenditure for the year was $3.11m. The company ended the quarter with $0.06m in cash
but has subsequently raised $0.53m in a private placement and is currently completing a
share placement plan (SPP) aimed at raising up to $1m at $0.10/share. The company
anticipates that the recent share placement together with the SPP and yet to be finalised
funding from JV arrangements on several of its projects will be the primary sources of
funding for the next 12-18 months of exploration activities. Canterbury announced in late
August that it had completed Inferred Mineral Resource estimates for the Idzan Creek and
Wamum copper-gold deposits in PNG. Idzan Creek contains 2.2Moz of gold and 288kt of
copper and Wamum contains 0.5Moz of gold and 281kt of copper.

Pathway to development
The Briggs project has proximity to well-developed regional infrastructure (power, ports,
roads, skilled labour and industrial services) being in easy reach of Gladstone. Idzan Creek
is strategically located close to the major Wafi-Golpu development project.

Metals & Mining
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Share details
ASX Code

CBY

Share price (3-Sep)

$0.14

Market Capitalisation

$12.3M

Shares on issue

92.09M

Options ($0.40-$0.50)

3.2M

Net cash at 31/07/2020

$0.53M

Free float

35.37%

Share performance (12 months)

Upside Case
Management has strong track record of
exploration success
Portfolio approach helps defray risk and cost
Exploration exposure to a region that hosts
multiple Tier-1 Copper/Gold assets

Downside Case
Sovereign risk in operating in PNG
Further capital likely to be required
COVID-19 has delayed PNG/Vanuatu work
until 2021, challenges for QLD exploration

Catalysts/upcoming events
Finalisation of JV partners at various projects
Timing of drill program for Briggs copper project

Comparable companies (Aust/NZ)
Antipa Minerals (ASX:AZY), Kaiser Reef
(ASX:KAU), Kingston Resources (ASX:KSN)

Top 5 shareholders
Duncan Hardie
Grant Craighead (CEO)
James Spence
Gary Fallon (former director .
John Anderson

8.63%
8.17%
5.91%
3.53%
3.16%

Company contacts
Grant Craighead (CEO)
+61 409 900 570
gcraighead@caterburyresources.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Andrew Williams

+61 414 354 712
andrew.williams@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Cash Converters International Ltd
Leveraging bricks and mortar presence online

Online/instore financial services

Cash Converters International is a diverse group generating revenue from personal
finance, vehicle finance, store operations and franchising. Headquartered in Perth,
Western Australia, Cash Converters controls 705 stores, either through franchisees
or wholly-owned, across 16 countries. The company reported NPAT pre-one-time
items of $19.6m for FY20, up 63.2% on FY19. Its statutory reported loss of $10.5m for
the period included $30.1m in costs associated with a now settled class action
litigation. EBITDA was $62.1m, driven by margin expansion across all aspects of its
finance operations, coupled with an improved retail profit margin. Cash Converters
reported that online loans accounted for 54.9% of all loans written in the period and
that online retail sales were 10% of total retail sales.
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Share details
ASX Code

CCV

Share price (3-Sep)

$0.175

Market Capitalisation

$117.1M

Shares on issue

616.4M

Cash at 30/06/2020

$106.5M

Free float

Business model

Share performance (12 months)

Cash Converters generates revenue from its wholly owned stores, from master franchise
fees for the franchise network, interest, fees and charges from its personal loan book and
vehicle loan book. Personal and vehicle finance contributed 48.9% of revenue in FY20 while
online loans accounted for 54.9% of all loans written, up from 50.5% in FY19. Online retail
sales totalled $8.4m, up 42.6% on the previous period with total retail sales through
wholly-owned stores reaching $88.0m.

Recent company commentary

Upside Case

The company reported FY20 revenue of $279.0m, down just 0.9% on the previous
corresponding period (pcp) despite store revenue growth of 6.1% to $125m and an 11.0%
increase in in-store retail sales to $70.1m driven by strong retail demand in Q4 for home
entertainment and technology items. All Australian wholly-owned Cash Converters stores
remained open throughout FY20, even during the peak of COVID-19. Conversely, the
company’s personal finance business experienced reduced demand and, coupled with
tightened credit criteria, revenues declined 7.8% on the pcp to $115m. This fluctuation was
offset by a decline in net bad debt expense in both its small amount credit contract (SACC)
and medium amount credit contract (MACC) loan books. The company had its $150m
Securitisation Facility renewed until December 2022, on which $60.8m remains undrawn. It
has no other corporate debt and cash (and cash equivalents) of $106.5m. At the current
market capitalisation, the stock is 90% cash backed.

Strong brand backed by a strong balance sheet
Committed large shareholder in EZCORP
Highly qualified board and management

Downside Case
Regulation further limiting Small Amount Credit
Contracts coming to effect
COVID-19 likely to impact international
franchise revenues, may require fee waivers
Competitive market place for personal/vehicle
loans

Catalysts/upcoming events

Unique business, peers spread across retail/finance sectors

AGM (circa November 2020)

Cash Converters is unique in our view in its positioning as both a franchisee group and
credit company. We consider listed credit companies Credit Corp, FSA Group and
MoneyMe Corporation as the closest peers to Cash Converters from a credit company
perspective, although Credit Corp is substantially larger in terms of market capitalisation.
FSA Group matches Cash Converters in terms of market capitalisation but trades at a
substantial premium (~50%) in terms of PER. MoneyMe’s lending operations most closely
align to Cash Converters being predominantly online, short-term, small to medium sized
loans and cash advances. Its enterprise value is similar in size to Cash Converters’ but it
also trades at a substantial premium in terms of PER, EV/Sales and EV/EBITDA. Money3
Corp offers a good peer comparative for Cash Converters’ vehicle finance division and it
too trades at a significant premium (to Cash Converters in terms of PER, EV/Sales and
EV/EBITDA.

Interim results FY21

Comparable companies (Aust/NZ)
Credit Corp Group (ASX:CCP) FSA Group
(ASX:FSA), MoneyMe (ASX:MME),
Money3 Corp (ASX:MNY)

Top 5 shareholders
EZCORP Inc
Perpetual Investment Management
Fidelity Management & Research
Mitsubishi UFJ Financial Group
First Sentier Investors

Historical earnings and ratios (in A$m unless otherwise stated)
Year
Revenue
end
(A$m)
06/17a
271.2

59.2%

NPAT NPAT
EPS
Adj.* Rep. Adj.*(c)
(A$m)
20.6 47.4
4.2

34.75%
9.87%
6.98%
6.72%
6.71%

Company contacts

06/18a

260.4

EBITDA
Adj.*
(A$m)
47.4
(A$m)
49.8

EBITDA
Rep.
47.4

EPS EV/Sales^ EV/EBITDA^
Rep.
(x)
(x)
(c)
4.2
0.5
2.6

P/E^
(x)
7.5

49.8

22.5

49.8

4.6

4.6

0.5

2.5

6.8

06/19a

281.6

41.0

21.5

12.0

(1.7)

1.9

(0.3)

0.3

2.3

8.4

06//20a

279.0

62.1

19.2

19.6 (10.5)

3.1

(1.7)

0.3

1.4

5.6

Sam Budiselik (CEO)
Info@cashconverters.com

+61 8221 9111

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^calculated on year
end share price

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Damstra Holdings Ltd
Consolidating the workplace solutions market

Software services

Damstra Holdings is an Australian-based integrated workplace solutions software
provider across multiple industries and clients around the globe. Damstra tracks
employees and ensure they are compliant, that all occupational health, safety and
environment measures are in place, that employee training is up to date and that
each site is compliant. The company listed on the ASX in October 2019 after raising
$49.3m at $0.90/share, including $14.3m in vendor shares. Since listing, Damstra has
acquired four companies, including Vault set to be finalised in October, consistent
with its stated strategy to pursue acquisitions that provide entry to new markets,
consolidate existing markets, deliver new clients and cross-selling opportunities and
deepen the company’s product and technology capabilities. Combined, these
acquisitions have cost Damstra just over $65m, predominantly in scrip, and have
delivered market consolidation, new product capability and clients. The company
has reported FY20 total revenue and income of $23.7m, up 47% of the previous
corresponding period and ahead of its prospectus forecast for $21.3m, and EBITDA
underlying of $4.8m, compared with its prospectus forecast for $4.3m and FY19
EBITDA of $1.8m.
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Share details
ASX Code

DTC

Share price (3-Sep)

$1.88

Market Capitalisation
Shares on issue

$262.3M
139.5M

Net cash at 30/06/2020
Free float

$4.0M
54.37%

Share performance (since listing)

Business model
Damstra Holdings operates a SaaS technology platform for workplace solutions software
across multiple industry sectors. On average around 90% of revenues are recurring and
underpinned by client contracts which are three+ years in duration. The company
generates revenue from pre-paid annual subscription fees for its software licences,
monthly payments for hardware rentals and maintenance, fees for hardware install and
maintenance and online training fees. Subscription fees account for two-thirds of revenue
while hardware generates around 20%.

Recent company commentary

Damstra has delivered a little ahead of consensus in FY20, having informed the market
previously that it would beat its prospectus forecast for EBITDA. Consensus (three analysts)
for FY21 is for revenue of $34.2m, EBITDA of $8.2m and NPAT of $1.0m, while for FY22,
consensus is for $44.8m in revenue, $14.5m in EBITDA and $3.9m in NPAT. These numbers
include the forecast contribution from Vault Intelligence. This translates into sales CAGR of
27% and EBITDA CAGR of 37% to FY22. Damstra is trading ahead of its listed SaaS peers
which are trading on a median of 3.5x EV/Revenue (1 year forward consensus revenue),
versus DTC on 7.6 times FY21 consensus revenue.

Gross
Profit
7.4

EBITDA
Adj.*
(A$m)
(1.7)

NPAT
Adj.*
(4.0)

NPAT
Rep.
(4.0)

15.3

06//20a

8.9

1.8

(3.7)

(3.7)

(4.11)

(4.14)

na

na

19.6

14.1

4.8

(1.3)

(3.8)

(1.04)

(3.05)

13.7

39.4

11.1

Will be a beneficiary of infrastructure spend
through its client base

Long lead times in securing enterprise clients
Trading at a significant premium to peer group
Integration risk with acquisitions

Catalysts/upcoming events
Confirmation of that $4m in synergies from Vault
acquisition met
Delivering on guidance for $33-35m in FY21

Limeade Inc (ASX:LME), Atomos (ASX:AMS),
Class Ltd (ASX:CL1), Elmo Software (ASX:ELO)

Top 5 shareholders
Johannes Risseeuw
Christian Damstra
Regal Funds Management Pty Ltd
AustralianSuper
Perennial Value Management Ltd

13.71%
13.64%
8.66%
6.02%
4.94%

Company contacts

Historical earnings and ratios (in A$m unless otherwise stated)

06/19a

Operating cash to EBITDA conversion <90%

Comparable companies (Aust/NZ)

Consensus for 27% sales CAGR, EBITDA CAGR 37% to FY22

Revenue

Listing has given it the currency to consolidate a
fragmented sector

Downside Case

Damstra has reported revenue of $19.6m for FY20, up 28.1% on FY19. Total income was
$23.5m. Licence fees for the year were $15.2m, ahead of prospectus for $14.8m and up
from $13.2m a year ago while hardware revenue was $4.4m, below the $4.9m forecast in
prospectus but well ahead of the $2.0m reported in FY19. Underlying EBITDA was $4.8m,
ahead of prospectus forecast while the adjusted net loss after tax was $1.3m, compared
with a net loss of $3.7m a year ago. The company noted that July revenues were up 35% on
the previous corresponding period and that recurring revenue was greater than 90%.
Damstra reaffirmed its FY21 guidance for revenues from $33-35m which includes $8m
forecast from the soon to be acquired Vault Intelligence (ASX:VLT).

Year
end
06/18a

Upside Case

EPS EPS Rep.
^EV/
^EV/
Adj.*(c)
(c) Sales (x) EBITDA (x)
(x)
na
na
na
na

Source: Company data *EBITDA and NPAT adj for one-time and non-cash items ^Year end
share price used

Katje Voegele (Chief
+61 411 628 839
Product & Marketing
Officer)
kvoegele@damstratechnology.com

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Frontier Digital Ventures Ltd
A portfolio approach to growing online classifieds

Online classifieds

Frontier Digital Ventures owns a portfolio of online classifieds companies in
underdeveloped and emerging economies and regions. Headquartered in Malaysia,
the company owns stakes in 12 operating companies across Asia, Africa and Central
and South America, bringing management expertise to these early stage businesses.
The company seeks four key outcomes from its investment strategy: delivering
economies of scale, consolidate market leadership, achieve portfolio-wide
profitability and focus on long term shareholder value (through proving the equity
value within each of its investments as it exits). FDV listed on the ASX in August
2016 after raising $30m at $0.30/share. It has returned to the equity capital markets
three times since listing: in 2018 FDV undertook a 1 for 10 entitlement offer at
$0.65/share to raise $14.4m; in 2019 the company made a share placement to a US
fund to raise $5.2m at $0.775/share and in July 2020, it finalised a strategic
placement with US funds for $6.5m at $0.975/share, a 1.3% premium to the 15-day
volume weighted average price (VWAP).
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Share details
ASX Code

FDV

Share price (3-Sep)

$1.06

Market Capitalisation

$282.0M

Shares on issue

263.56M

Net cash post share
placement

~$22.8M

Free float

38.0%

Share performance (12 months)

Business model
Frontier Digital Ventures has taken a portfolio approach to investing in early stage online
classifieds opportunities in underdeveloped and emerging economies. The company holds
stakes in 12 operating companies, 7 of which are focused on real estate, four on
automobiles and one on general classifieds. The company owns from 30% to 65% of these
companies. FDV reports revenues and earnings based on its economic interest but provides
a look through on 100% basis to allow investors to see how the group is performing on a
like for like basis against peers.

Upside Case
Leveraged to early stage, high growth online
classifieds markets in emerging markets
Portfolio approach allows greater reach

Recent company commentary

Gaining interest and support from US funds

The company has reported that five of its 12 operating companies had reported positive
EBITDA in Q2 despite the impact of COVID-19 which was evident in group sales declining
13% to $27.1m on a 100% basis, and 7% down on FDV ownership basis to $9.8m. The
operating loss (EBITDA) on FDV ownership basis was $0.33m, which was greater than the
$0.12m operating loss posted in Q1 FY20. Since June 30, FDV has secured additional
funding from a $6.5m strategic placement with US funds. Estimated cash on hand is now
$22.8m. The company noted with its H1 FY20 results that there had been clear signs of
recovery in July 2020 with revenues on an FDV group ownership basis up 32% relative to
the previous three months. FDV highlighted that there had been a strong recovery in
direct and indirect traffic.

Downside Case
Complicated structure minority interests
COVID-19 has impacted operations
Still loss-making, further capital may be
required

Catalysts/upcoming events
Securing operating profitability across the
portfolio
Group performance metrics beyond COVID-19

Consensus for expanded loss in FY20, trading below iCarAsia
We consider iCarAsia, which has developed a network of automotive marketplaces across
Asia, as a close peer to FDV in terms of market capitalisation while WPP AUNZ has both
wholly owned entities and associated companies within its portfolio of assets. Its market
capitalisation is also at a similar level. On a total group revenue basis (ie all investee
companies at 100%), FDV is trading on historic EV/Revenue of 3.6x, versus iCar Asia on 8.6x
and WPP AUNZ on 0.66x. We view this as the most appropriate multiple to consider
against these peers. We note that consensus forecasts (two analysts) for the company for
FY20 are for revenue of $19.8m, an EBITDA loss of $5.2m and Net Loss of $8.1m.

Comparable companies (Aust/NZ)
iCar Asia (ASX:ICQ), WPP AUNZ (ASX:WPP)

Top 5 shareholders
Catcha Group (Patrick Grove/Luke Elliott) 33.4%
Shaun Di Gregorio (Founder/CEO)
14.1%
Smallco Investment Management
8.3%
Barca Global Master Fund, L.P.
7.4%
Futurenow Ventures Ltd.
1.4%

Company contacts

Historical earnings and ratios (in A$m)
Year
end
12/16a

Group Revenue EBITDA
Adj.*
revenue^
15.13
2.1 ((A$m)
(5.23)

12/17a

27.01

9.19

12/18a

41.73

12/19a

72.66

NPAT
Adj.*
(3.17)

NPAT
EPS
Rep. Adj.*(c)
(3.67)
(2.8)

EPS #EV/Group #EV/Revenue
Rep.
rev x
x
(c)
(x)
(3.2)
2.2
16.0

(5.46) (12.23) (13.89)

(5.6)

(6.3)

3.0

9.0

12.63

(5.71)

(5.73)

(6.35)

(2.4)

(2.7)

1.4

4.6

15.35

(4.13)

(1.51)

(2.39)

(0.6)

(1.0)

2.7

12.6

Shaun Di Gregorio
(CEO/Founder)
shaundig@frontierdev.com

+60 17 207 6221

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^group revenue
includes all investments at 100% share #Year end prices used

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Founders First Ltd
Crafting a unique beverage portfolio

Food & beverage

Founders First Ltd (ASX:FFL) is an investor in and operator alongside founders in
the alcoholic beverage space, predominantly craft beer but recently expanding into
spirits. The group has a portfolio approach to investments, holding varying equity
stake holdings in (13) businesses, typically early- to mid-stage in nature. Current
holdings include Jetty Road Brewery (64%), Foghorn Brewery (75%), Slipstream
Brewery (45%), Ballistic Beer Company (10%), Sauce Co Brewery (15%) and Brogan’s
Way (45%). Along with equity funding, FFL offers support and expertise in sales,
account management, back office and brand/business plans. Listed in December
2019 following two private capital raisings, the group has wasted no time in
deploying funds with the acquisition of Potters Brewery and the Kangaroo Island
Distillery. The current COVID trading disruptions are offering up further opportunities
for industry consolidation, but at the same time impacting FFL investments in
disrupted venues such as Jetty Road in Victoria. The business has positioned itself
for growth and as a result the company has room to grow into its cost base, which is
part of the reason for current reported operating losses. There are few if any
genuinely comparable listed businesses, while assessing the progress of each
individual investment as an investor will be difficult without management
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Share details
ASX Code

FFL

Share price (2-Sep in
trading halt at time of
publication)

$0.40

Market Capitalisation

$49.4M

Shares on issue

123.6M

Net cash at 30/06/2020

$11.4M

Free float

43.8%

Share performance (since listing)

commentary given the range of activities and ownership of each investment.

Business model
FFL has (13) current investments with varying levels of ownership. Those businesses that
are >50% owned are consolidated into their accounts with minorities, while those <50%
ownership are equity accounted. Revenues from most investments comprise revenues
from wholesale/retail sales, venue revenue (food & beverage) and direct revenue from
sales team commissions. Asset revaluations will also from time to time be recorded as
revenue. For most of these investments FFL provides support services such as sales &
marketing, account management and back office given these early stage companies lack
such expertise. Most investments have a pathway to control built into contracts.

Recent company commentary

Upside Case
Significant ownership of a “killer” brand
Export success of brand portfolio
Accretive acquisition

Downside Case
Complex and opaque accounting/disclosure
Brand building takes time and funding
Fail to integrate acquisitions

Since listing FFL has made three further investments, acquiring 100% of the Potters
Brewery & Brasserie in the Hunter Valley for $1.5m (with the aim to brand and upgrade
under the Foghorn brand), 100% of the Kangaroo Island Distillery for $1.5m and 65% of
Green Ant Gin for $0.4m. The company has also converted debt into equity via a
convertible note to move to 64% of Jetty Road and exercised options to increase
shareholdings in Ballistic. FFL ended the financial year with $11.4m cash Despite COVID
impacts over Q4, with wholesale revenue growth of 112% across the portfolio offsetting
venue revenue declines.

Catalysts/upcoming events
September quarter update (Late Oct-2020)
Interim results FY21

Comparable companies (Aust/NZ)
Digital Wine Ventures (ASX:DW8)

Top 5 shareholders

Hybrid approach to peer comparison
When looking at peers investors should consider a sum of the parts or hybrid approach for
FFL given the mix of operating assets and investments. Getting enough information on the
earnings of each investment for valuation purposes may be problematic. Digital Wine
Ventures (ASX:DW8) may be a loose comparison given its goal of digitising the order flow
between consumers (both wholesale & retail) and suppliers.

Greencape Capital
8.1%
Warren Randall
6.2%
Stuart Morton (Co-Founder/Finance Dir) 5.7%
Daniel Wales (Co-Founder/GM-Beer)
4.6%
Mark Haysman (MD)
3.7%

Company contacts
Mark Haysman (MD)
+61 3 9811 9974
investors@founderfirst.com.au

RaaS Advisory contacts
Historical earnings and ratios
Year
end
06/19a
06//20a

Revenue
EBITDA
(A$m) Adj.* (A$m)
(A$m)
7.56
(1.29)
9.20

(7.80)

NPAT Adj.*
(A$m)
(1.51)

NPAT Rep.
(A$m)
(1.51)

EPS
Adj.*(c)
nm

EPS Rep.
(c)
nm

EV/Sales
(x)
5.03

(5.90)

(9.20)

nm

nm

4.13

John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Fluence Corporation Ltd
Tapping the growing demand for clean water

Environmental services/solutions

Fluence Corporation Ltd specializes in providing decentralized and pre-engineered
water, wastewater treatment, and reuse solutions for both municipal and industrial
applications operating on a global scale with an established business presence in
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Share details

North America, South America, the Middle East, Europe and China. Fluence is the

ASX Code

exclusive developer and owner of its unique wastewater treatment MABR system
called AspiralTM and desalination systems called NiroboxTM. The company was
formed in 2017 following the predominantly scrip-based merger of Australian listed
Emefcy Ltd and US group RWL Water . Fluence has subsequently raised an
additional ~$60m in private and institutional placements and share purchase plans,
with the last raise, in October 2019, done at $0.44/share to raise A$38.3m. In 2020,
Fluence delivered positive EBITDA in Q1 and both positive EBITDA and cashflows in
Q2 on the back of revenues more than doubling to US$57.4m. EBITDA for H1 CY20
was $6.2m. The company has provided, and subsequently in late July, reaffirmed
guidance for positive EBITDA in CYFY20, US$32m in Smart Products Solutions
revenue and US$9m in recurring revenue.

FLC

Share price (3-Sep)

$0.21

Market Capitalisation

$131.2M

Shares on issue

624.9M

Net cash at 30/06/2020

US$16.4M

Free float

45.6%

Share performance (12 months)

Business model
Fluence supplies a range of technology solutions for decentralised water and wastewater
to governments and corporates across the globe. The company has several proprietary preengineering, standardised Smart Products Solutions including AspiralTM, NIROBOXTM and
SUBRE. Fluence’s strategy is to become a global leader in decentralised Smart Product
Solutions, generating recurring revenues from operations and maintenance and Build Own
Operate Transfer (BOOT) solutions.

Recent company commentary
Revenues for H1 CY20 rose 143% to US$57.4m and EBITDA for the half was US$6.2m. FLC
posted its maiden profit of US$1.74m, compared with a net loss of US$17.5m in H1 CY19.
Operating cash outflow for the half was US$5.27m compared with operating cash outflow
of US$22.6m, with Q2 stemming the outflow with its positive cashflow contribution of
US$2.7m due to the company’s continued focused on reducing costs and timely receipt
collections. Operating costs in Q2 were lower than in Q1, resulting in operating costs
falling 25% in H1 FY20, versus in H1 FY19. At 30 June, Fluence had cash of US$20.15m and
drawn debt facilities of US$3.75m. Subsequent to its June 30 results, Fluence has secured
a loan agreement with Upwell Water, providing additional US$20m in working capital and
project finance capacity. In releasing its results, company reaffirmed its guidance for
positive EBITDA in CYFY20, US$32m in Smart Products Solution sales and recurring revenue
of US$9m. Fluence however noted that continuing economic and travel restrictions due to
COVID-19 could lead to delays in new deals and softer revenues leading in 2021.

Trading at a significant discount to peers
We have identified Aeris Environmental and Clean Teq Holdings as peers to Fluence. Both
companies are of a similar market capitalisation and both are delivering environmentally
focused technology solutions. Aeris, like Fluence, has reported its first profitable half year.
On its current share price, however, Fluence, is trading on just over 1.2 times EV/Revenue
while Aeris is trading on almost 9.0x..
Historical earnings and ratios
Year
Revenue
end
(US$m)
12/16a
0.8
12/17a

33.2

Gross
Profit
(US$m)
(1.5)
(A$m)
6.0

EBITDA Adj.* NPAT Adj.*
(US$m)
(US$m)
(A$m)
(8.8)
(9.1)

NPAT Rep.
EPS EPS Rep. EV/Sales^
(c)
(x)
(US$m) Adj.*(c)
(9.1)
(4.3)
(4.2)
nm

(23.6)

(22.4)

(23.6)

(7.0)

(3.4)

2.5

12/18a

101.1

34.6

(8.5)

(11.1)

(62.8)

(2.5)

(14.3)

0.9

12//19a

61.3

9.8

(27.8)

(32.0)

(30.6)

(5.8)

(5.5)

2.8

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^based on the
EV at each year end

Upside Case
Cashflow, EBITDA & NPAT positive for H1 FY20
Revenue backlog of US$234.0m
Growing revenues from SPS & recurring
revenues

Downside Case
COVID-19 delaying project starts and
decisions
Project revenue tends to be lumpy
Long lead times from tenders to project
commencement

Catalysts/upcoming events
Delivering on 2020 guidance
Confirmation that the Ivory Coast project has
met all conditions precedent and delivering cash
payments

Comparable companies (Aust/NZ)
Aeris Environmental (ASX:AER) Clean Teq
Holdings (ASX:CLQ)

Top 5 shareholders
RSL Investments Corporation
Watermark Services LLC
Richard Irving
Employee Equity Administration
Plan B Ventures LLC

26.47%
8.46%
5.96%
2.27%
1.94%

Company contacts
Ronn Bechler (IR)
+61 400 009 774
ronn.bechler@marketeye.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

intelliHR Ltd
Growing a global footprint in smart HR solutions

Software services

intelliHR Ltd is a SaaS, enterprise-grade, cloud-based platform that delivers human
resources tools and analytics to corporates in any sector. Commencing operations
in 2014, the company listed on the ASX in January 2018 after raising $4.5m at
$0.30/share. At that time, intelliHR had 10 corporate clients covering 500
subscriptions, predominantly all Australia-based, and annualised recurring revenues
of $0.22m. As at 30 June 2020, the company had 109 customers on the platform
covering more than 14,500 subscriptions. This is an increase respectively of 162%
and 91% year-on-year. Annualised recurring revenues in FY20 were $1.96m with
around 25% of subscriptions offshore. Its operations have expanded to New Zealand
and North America, with a team recently established in Toronto, Canada, to service
clients there. A key aspect of the company's growth can be attributed to its focus on
building and penetrating a global market from the outset, high levels of customer
satisfaction and retention with Customer Net Promoter Score (NPS) being measured
at above 70, and 113% annual revenue retention. The company is in the process of
completing a 1-for-5 fully-underwritten, non-renounceable share entitlement offer to
raise up to $3m. The offer follows the recent 33.3m share placement at $0.075/share
to tech investor Bevan Slattery’s Slattery Family Trust. The Slattery Family Trust,
together with intelliHR’s largest shareholder, Colinton Capital Partners, have
underwritten the entitlements offer.

Business model
intelliHR operates on a Software as a Service (SaaS) basis, with customers paying recurring
monthly operating fees per staff member to access the platform. intelliHR also generates
revenue through professional services for implementation, system training and on-demand
HR consulting support services. Sales growth is both direct and through a partner strategy
which was launched in March 2018 and now has a bank of more than 40 technology and
referral partners generating customer leads. Key integration partners include Xero,
Greenhouse, GO1, Job Adder, and Zapier.

Recent company commentary
The company has recently secured two key new investors – private equity firm Colinton
Capital Partners which took a 19.9% stake by way of share placement in December 2019 at
$0.075/share, and more recently tech entrepreneur Bevan Slattery whose family interests
have invested $2.5m at $0.075/share. Colinton Capital Partners and the Slattery Family
Trust have jointly underwritten the $3m non-renounceable share entitlement offer
currently underway. Shareholders are due to vote on the issue of shares to both these
investors on September 10. The company has reported FY20 sales revenues of $1.25m, an
increase of 161% on the previous corresponding period, total revenue of $1.51m, up 167%
on prior. Annual recurring revenue rose 62% to $1.96m. The company has subsequently
announced that contracted annual recurring revenue had increased to $2.32m and that Q1
FY21 was on trach to be a record new business quarter with 73% year-on-year ARR growth.

Delivering higher sales growth than peer
intelliHR is growing its revenue base at a faster rate than the three Australian listed peers
that we have identified – Damstra Holdings (ASX:DTC), Elmo Software (ELO), and Limeade
(ASX:LME), albeit off a lower base. Historically IHR has traded at a EV/Revenue discount to
its peers but recent share price strength has it on a 48x multiple, a premium to its peers.
Revenue
EBITDA
(A$m) Adj.* (A$m)
(A$m)
0.08
(1.8)

Share details
ASX Code

IHR

Share price (3-Sep)

$0.275

Market Capitalisation
(post entitlements offer)

$76.2M

Shares on issue (post
entitlements offer)

277.0M

Net cash at 30/06/2020

$2.8M

Free float

38.1%

Share performance (12 months)

Upside Case
Very high revenue retention rate >113%
Strong board/committed major shareholders
Scalable business model

Downside Case
Longer sales cycles for enterprise customers
Competing with internationals such as
Cornerstone, Workday, SAP
Additional capital may be required to expand
product and footprint

Catalysts/upcoming events
EGM (10 September 2020)
Confirmation of shift to profitability

Comparable companies (Aust/NZ)
Damstra Holdings Ltd (ASX:DTC), Elmo Software
(ASX:ELO), Limeade (ASX:LME)

Top 3 shareholders (pre
entitlements offer)
Colinton Capital Partners
Robert Bromage (Founder/CEO)
Immanuel Developments

17.88%
11.06%
2.53%

Company contacts

Historical earnings and ratios
Year
end
06/17a

4 September 2020

NPAT Adj.*
(A$m)
(2.3)

NPAT Rep.
(2.3)

EPS
Adj.*(c)
(0.02)

EPS EV/Sales^
Rep.
(x)
(c)
(0.02)
nm

06/18a

0.31

(3.6)

(4.5)

(4.7)

(0.05)

(0.05)

77.3

06/19a

0.56

(3.8)

(5.4)

(5.4)

(5.1)

(5.1)

15.5

06//20a

1.51

(2.8)

(4.8)

(4.8)

(2.8)

(2.8)

4.6

Robert Bromage (CEO)
+61 7 2102 5750
Paul Trappett (COO)
Investor.relations@intellihr.co

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^calculated at
year end share price

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Imricor Medical Systems Inc
Delivering products for new arrhythmia treatment

Medical devices

Imricor Medical Systems is a US based medical device company focused on the
design, manufacture and sale of magnetic resonance imaging (MRI)-compatible
products for cardiac catheter ablation procedures to treat arrhythmias. Its products
include the Advantage-MR EP Recorder/Stimulator, the Vision-MR Ablation Catheter
and the Vision-MR Dispersive Electrode. The Vision-MR Ablation Catheter is the
company’s prime product and aims to displace conventional procedures using x-ray
guided catheters by delivering higher success rates and safer and faster treatment
for arrythmias. The company listed on the ASX in August 2019, raising $12.1m at
$0.83 per CHESS Depository Interest (CDI) to give a market capitalisation of $77.13m.
It has subsequently raised $20.3m via an institutional placement at $1.68/CDI in
February 2020. Imricor had planned to raise an additional $2m through a Share
Purchase Plane (SPP) and US placement but abandoned this plan in the face of
COVID-19. Since listing, Imricor has obtained CE Mark approval for the sale of its
products in the European Union and successfully commercially launched at the
Dresden Heart Centre in January. COVID-19 has slowed its planned rollout with
hospitals banning external personnel and deferring elective procedures but the
company’s products are now in use at the Haga Hospital and Amsterdam University
Medical Centre and it hopes to have another five sites signing contracts or
commencing procedures before mid-October.
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Share details
ASX Code

IMR

Share price (3-Sep)

$1.85

Market Capitalisation

$208.2M

Shares on issue

112.5M

Net cash at 30/06/2020

US$11.4M

Free float

47.4%

Share performance (12 months)

Upside Case

Business model

Has CE Mark approval for Europe

Imricor’s prime product, the consumable Vision-MR Ablation Catheter, has secured
approval in the EU with an indication for treating type 1 atrial flutter. Imricor intends to
seek approval for expanded indications in the future. The company has also obtained EU
approval for the sale of the Advantage-MR EP Recorder/Stimulator System and its
consumable product, the Vision-MR Dispersive Electrode. It is in the early stages of
pursuing regulatory approval for its products in Australia and the US. With approvals in
place, Imricor is in the process of selling its capital and consumable products to hospitals
and clinics for use in Interventional Cardiac Magnetic Resonance (iCMR) labs. An iCMR lab
is an interventional lab fitted with MRI equipment for use in cardiac diagnostic and
interventional procedures. Installation of these labs is primarily driven by MRI equipment
vendors such as Koninklijke Philips N.V. (Philips) and Siemens Healthcare. Imricor has a
collaborative sales distribution agreement in place with Philips, enabling Philips to sell
Imricor's capital product as part of its total iCMR installation package. Imricor has entered
into an agreement with Germany’s purchasing organisation, Sana Einkauf & Logistik GmbH
(Sana), with Imricor's products included in Sana's catalogue of approved materials.

Opportunity to secure approvals in other
jurisdictions
Commercial success likely to yield suitors

Downside Case
COVID-19 has slowed commercialisation
Did not meet 2019 prospectus forecasts
Long lead times to commercial success

Catalysts/upcoming events
Confirmed additional commercial launches in EU
Regulatory approvals in US and Australia
Outcome of clinical trials in CY21 to support
further indications

Recent company commentary

Comparable companies (Aust/NZ)

Imricor reported H1 FY20 revenues of US$0.28m, up 409% and driven by first product sales
of US$0.17m. Net loss for H120 was US$5.8m, down 14% on pcp. Imricor had US$11.4m cash
at June 30.

Compumedics (ASX:CPU), Atomo Diagnostics
(ASX:AT1), Cyclopharma (ASX:CYC), Truscreen
(NZX:TRU)

Consensus forecasts are for profitability in CY22

Top 5 shareholders

Consensus (one analyst) forecasts for IMR have the company reaching profitability in CY22.
The analyst is forecasting that in CY20, IMR reports revenue of US$4.5m, an EBITDA loss of
US$18.2m and Net Loss of US$20.4m. Revenues are forecast to rise to US$17.5m in CY21
with analysts forecasting a net loss of US$18.4m. Consensus forecasts for CY22 are for
revenue of US$54m, EBITDA of US$3.6m and NPAT of US$1.7m.

Siemens Medical Solutions, USA Inc
BlackRock Investment Management
Warren G Herreid II
Regal Funds Management
Mark Tibbles

Historical earnings and ratios

8.49%
7.95%
7.78%
6.39%
4.64%

Company contacts

Year
end
12/16a

Revenue
(US$m)
0.52

Gross Profit
(US$m)
(A$m)
0.47

EBITDA
(US$m)
(4.84)

NPAT
(US$m)
(4.95)

EPS (c)
na

EV/Sales^
(x)
na

12/17a

0.43

0.43

(5.81)

(5.91)

na

na

12/18a

1.00

1.00

(4.82)

(5.45)

(13.0)

na

12//19a

0.64

0.26

(6.55)

(13.29)

(22.0)

113.6

Steve Wedan (Exec
Chair, President & CEO)
steve.wedan@imricor.com

+1 952 818 8400

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^year end price

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

LaserBond Ltd
Reaffirming $40m revenue target by FY22

Industrial machinery

LaserBond is a specialist advanced surface engineering company founded in 1992
and focused on the development and application of materials, technology and
methodologies to increase the operating performance and life of capital-intensive
mechanical components. The company services machinery in a range of industries
including mining, drilling, mineral processing, construction and transport from its
Smeaton Grange (western Sydney) and Adelaide operations. Customers benefit from
longer maintenance cycles, reduced down-time, higher efficiency of equipment,
reduced inventory of spares, improved product quality, and lower maintenance
costs. In June, LaserBond acquired a competitor, United Surface Technologies
(UST), for $1.1m, which it funded from existing facilities. The company noted that
UST, which was expected to deliver approximately $4.0m in revenues in FY20 and be
profitable, extended LaserBond’s footprint into Victoria and delivered
complementary advanced thermal spray coating technology. The company has
reported FY20 revenues of $22.18m, down just 2.2% on FY19, demonstrating
resilience in the COVID-19 environment. FY20 NPAT was flat on FY19. LaserBond has
a target for revenue of $40m by FY22 which it remains confident of delivering in spite
of COVID-19.
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Share details
ASX Code

LBL

Share price (3-Sep)

$0.51

Market Capitalisation
Shares on issue

$47.7M
95.4M

Net debt at 30/06/2020
Free float

$4.48M
29.1%

Share performance (12 months)

Business model
LaserBond operates three divisions – product, services and technology – with the latter
generating revenue from licence sales. The services division generates 58% of sales while in
FY20, products delivered the rest. The technology division did not sell a licence in FY20.
The company’s customer base is blue chip with BHP, Rio Tinto, Caterpillar, Westrac,
Schlumberger and AGL amongst them. Around 80% of the company’s revenues are
generated by its proprietary technologies.

FY20 results snapshot and commentary
LaserBond reported FY20 revenues of $22.18m, down just 2.2% on the previous
corresponding period, with second half revenues down 10% to $10.9m due to no licence
sales from the technology division and COVID-19 impacted travel restrictions impacting on
international sales in the products division. The products and services divisions both
recorded increased second half revenues, respectively up 10.9% and 8.2%, demonstrating
the resilience of the business. For the full year, services revenue increased 14.8% on FY19
to $12.83m with a 56% lift in EBITDA to $4.02m, while products revenue was flat at $9.7m
(with the growth in 2H) but EBITDA lifted 11.6% to $2.96m. The company reported EBITDA
of $6.18m, which included the new AASB16 treatment of property leases. This boosted
EBITDA by $0.77m, with underlying EBITDA at $5.42m, still a 10.4% increase on the
previous corresponding period. Underlying Net Profit Before Tax was $3.89m versus
reported of $3.77m. The company declared a final dividend of $0.06/share, bringing the
total dividend for the year to $0.10/share. The company reiterated its target for $40m
revenue by FY22, noting it was still confident of achieving this target despite not being able
to meet its FY20 target for double digit revenue growth.

Trading at a 10% discount to its closest peer
Of the defined peers, XRF is the closest in market capitalisation and EV/EBITDA, trading at a
10% premium to LBL. This is despite LBL delivering significantly higher ROE of 25.4%
(versus XRF’s ROE of 6.5%).
Historical earnings and ratios
Year
Revenue
end
(A$m)
06/17a
13.75

Gross EBITDA
Profit
(A$m)
(A$m)
6.32
2.45
(A$m)
6.53
2.50

NPAT
(A$m)
1.11

EPS
(c)
1.22

DPS EV/Sales EV/EBITDA
(c)
(x)
(x)
0.5
0.8
4.4

P/E Dividend
(x) yield (%)
(x)
10.2
4.00

0.97

1.04

0.6

0.8

4.9

12.0

4.80

06/18a

15.65

06/19a

22.67

9.86

4.68

2.81

2.97

1.0

1.7

8.0

13.1

2.56

06//20a

22.18

11.52

6.18

2.81

2.95

1.1

2.3

8.3

16.6

2.24

Upside Case
Strong and established customer base
Resilient in the current COVID-19 environment
Strong balance sheet to fund potential
acquisitions
Downside Case
Liquidity, free-float less than 30%
International sales have been impacted by the
COVID-19 restrictions
Conditions deteriorate further, stalling the
company’s FY22 revenue target
Catalysts/upcoming events
AGM (circa 10 October)
Evidence of positive contribution from UST
Comparable companies (Aust/NZ)
Amaero International (ASX:3DA), AML3D Ltd
(ASX:AL3), K-Tig (ASX:KTG), XRF Scientific
(ASX:XRF)
Top 5 shareholders
Wayne Hooper (direct & indirect)
Diane Hooper
Greg Hooper (direct & indirect)
Rex John Hooper
Lilian Hooper

11.56%
10.24%
9.74%
7.63%
6.53%

Company contacts
Matthew Twist (CFO)
+61 2 4631 4800
matthewt@laserbond.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Lake Resources N.L.
Striving for clean high purity lithium for +25-years
Lake Resources (LKE) is focused on delivering high purity lithium via sustainable
clean extraction technology at its flagship Kachi 4.4mt lithium carbonate (Li2O3)
project, one among 5 projects (4 brine; 1 hard rock), all 100%-owned; all within
Argentina’s “Lithium Triangle”, responsible for ~40% of global lithium output. LKE is
keen to unlock value via site development & partnerships. US Lilac Solutions, LKE’s
technology partner at Kachi, is backed by Bill-Gates-led fund, Breakthrough Energy
Ventures, plus other “names” including Jack Ma/Michael Bloomberg/Jeff Bezos.
Lilac’s ion-exchange water treatment beads eliminate salt-lake evaporation ponds
used in conventional brine operations, allowing water to return to source while
producing faster, scalable & sustainable high-purity 99.9% lithium for the latest
batteries used in electric vehicles (EV). Samples from Lilac’s lithium chloride pilot
plant processed into Li2CO3 by Hazen Lab, will be evaluated by potential offtake
partners, and tested in batteries by Novonix labs. A successful upgrade to commercial
scale (3-4x pilot size) by 2023 offers game-changer potential. Although globally lithium
markets (~300ktpa) are oversupplied, future 5G portable electronics & EV growth
(assisted by more charge stations; longer distances & buyer subsidies eg UK £6k;
Germany €9k) could lift demand to +1mtpa within 5-8 years, chiefly high-purity
supplies. Kachi’s 25.5ktpa project costs of $4,178/t LCE are below the industry’s 75%
cost curve percentile & compare to Li2CO3 prices of ~$5-8000/t CIF Asia. LKE recently
raised $2.55m to initiate Kachi’s definitive feasibility study (DFS).

Mining & exploration
4 September 2020
Share details
ASX Code

LKE

Share price (3-Sep)

$0.032

Market Capitalisation

$24.86M

Shares on issue

777.13M

Net Cash at 26/08/2020

$2.45M*

Free float
57.1%
*$2.55m (via 85.67m new shares) raised 26-Aug

Share performance (12 months)

Upside Case
Kachi signs major offtake contract for supplies

Business model

Kachi’s $540m construction secures full funding

Lake Resources (LKE) aims to deploy sustainable clean technology to deliver high purity
battery grade Li2O3 from its ~2,000 sq km of leases in Argentina’s “Lithium Triangle”. LKE’s
flagship Kachi brine project (a 4.4mt LCE resource) aims to sign strategic deals to support
the $544m construction of a 25.5ktpa Li2CO3 direct extraction operation, starting 2023,
with a +25-year life and C1 cash costs of $4,178/t versus current prices of ~$5-8000/t CIF
Asia. The project’s DFS; on-site pilot plant build; commercial offtakes and regulatory
approvals all aim to complete mid-2021, ahead of raising the construction debt/equity.
Linked offtake-funding partners would be a strategic bonus. LKE’s other 4 projects are at
early-stage exploration.

Global EV demand growth & competitor project
delays improve Li2CO3 pricing outlook

Recent company commentary
LKE raised $2.55m late-August to initiate its 100%-owned Kachi DFS, due mid-2021, &
complete off-site production of Li2CO3 high purity offtake samples (via Lilac & Hazen) for
potential downstream high density battery customers. LKE has also appointed Novonix
Battery Labs to supply in-house battery cell chemistry data, expected December. LKE has a
standby capital placement facility of A$4.5m with Acuity Capital, expiring year-end. LKE has
52.5m listed OTM options @ $0.10 ($5.25m), expiring June-21.

Developer with “game-changing” lithium extraction
The 5 largest global lithium producers (~70% market) are SQM, Albemarle, Tianqi Lithium,
Ganfeng Lithium & Livent. All are Latin American brine producers, with 1st/2nd quartile
Li2CO3 costs. Australian & Chinese hard rock producers are more expensive, situated in the
4th cost quartile. There are over 70 ASX-listed entities alone with lithium exposure. While
investors typically apply an EV/resource estimate to compare listed mining developers, given
current lithium oversupplies, we consider relative Li2CO3 cost curve positions (where
available) offer more realistic valuation comparisons.

Downside Case
Global oversupply inhibits LKE’s strategy
Lithium battery power deposed by alternatives
LKE fails to secure funding for Kachi

Catalysts/upcoming events
Dec20: Novonix battery lab test chemistry results
Nov20: AGM

Comparable companies (Aust/NZ)
Anson Resources (ASX:ASN), Argosy Minerals
(ASX: AGY), BMG Resources (ASX: BMG); Battery
Tech & Lithium ETF (ASX: ACDC); Galan Lithium
(ASX:GLN); Lithium Power (ASX:LPI)

Top 5 shareholders
Justine Michel
202 Ltd
Acuity Capital Investment Management
Steve Promnitz (MD)
Raymond James

3.93%
2.25%
2.23%
2.10%
1.51%

Company contacts
Steve Promnitz (MD)
+61 2 9188 7864
info@lakeresources.com.au

RaaS Advisory contacts
Melinda Moore

+44 7500227 593
melinda.moore@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Limeade
Boosting company ROI through engaging employees

Software services

Limeade Inc is a US-based SaaS technology company focused on employee
experience software solutions designed to help companies attract, retain and
engage employees. The company listed on the ASX in December 2019, raising
A$100m at A$1.85 per CHESS Depository Interest (CDI) and has subsequently
outperformed its prospectus forecasts for CY19 and upgraded its prospectus
forecasts for CY20. Limeade has invested US$89m+ in the science and
technology behind its platform since it commenced operations in 2006 and
provides an app-based platform for employee engagement, well-being,
communication and inclusion. At June 30, 2020, the company reported a sales
and marketing pipeline of US$219m up 61% on 30 September 2019. Revenues
for H1 CY20 were US$28.04m, up 24.3% on the previous corresponding period
(pcp), of which 98% were subscription revenues. Cash at the end of the half was
US$28.4m, with no debt. Limeade has reported a slowdown in contract
momentum with COVID-19 but has offset slower than expected sales by
reducing sales and marketing costs including travel, face-to-face marketing and
stalling new hires. LME has reaffirmed its revised-up CY20 guidance for an
EBITDA loss of US$5.5-6.5m (previously US$10.7m) and net loss of US$7-8m
(previously US$12.4m). It reaffirmed its revenue guidance of US$56.1m.

4 September 2020
Share details
ASX Code
Share price (3-Sep)

Shares on issue

245.53M
US$28.4M
40.1%

Share performance (since listing)

Upside Case
98% of revenues recurring
Five-year revenue CAGR of 30% to CY19
Scalable business with opportunity to expand
the product offering, increase revenue streams

Downside Case
Long lead times for enterprise customers, ~12
months
COVID-19 has delayed some expected
contract sales

Recent company commentary
Limeade has reported 1H FY20 revenue of US$28.04m, up 24.3% on pcp and chiefly driven
by a 26% lift in subscription revenues to US$27.4m. The company reported that 98% of
revenues are recurring. Limeade highlighted its pipeline of opportunities rose 61% to
US$218m at June 30, with US$18m representing verbal and finalist and another US$57m
presenting near-term opportunities. The company signed 7 new contracts in the half versus
10 a year before. The EBITDA loss for the half was US$0.7m, compared with a US$1.6m
operating loss one year before. The company has reaffirmed its guidance for FY20. Second
half revenue is forecasted by the company to be US$28.1m.

Pipeline conversion to enterprise contracts

Catalysts/upcoming events
Delivery of EBITDA and NPAT forecasts in FY20
Expanded product category/potential acquisitions

Comparable companies (Aust/NZ)
Life 360 (ASX:360),ELMO Software (ASX:ALO),
Fineos ( IntelliHR (ASX:IHR), Damstra Holdings
(ASX:DST), Total Brain (ASX:TTB)

Consensus and prospectus forecasts
The company has improved on its prospectus forecast for FY20, and is now expecting to
report an EBITDA loss in the range of US$5.5m to US$6.5m (previously forecast EBITDA loss
of US$10.7m) and a net loss in the range of US$7.0m to US$8.0m (previously net loss of
US$12.4m). Limeade is forecasting revenue of US$56.1m for FY20 (unchanged). Consensus
forecasts are for revenue of US$55.5m, EBITDA loss of US$6.2m and a net loss of US$7.7m.
The company is trading on 4.2x EV/prospectus revenue which puts it below Damstra and
Life360, Australian listed peers of a similar market capitalisation.

Top 5 shareholders
Henry Albrecht (CEO/Founder)
TVC Capital II LP
Oak HC/FT Partners L.P.
Perennial Value Management Ltd
Christopher Dickinson

16.49%
14.57%
11.20%
9.77%
4.12%

Company contacts

Historical earnings and ratios

12/18a

$378.3M

Free float

Limeade is a SaaS business with ~98% of net revenues recurring. The company has 175
customers and more than 2.6m users on its platform. At June 30, average contracted
annual recurring revenue per well-being customer was US$0.641m, up 6% on the average
CARR in H1 FY19. The company’s net revenue retention (NRR) was 98% for the half, down
4% on prior. Gross profit margins in the business are 77%, which is in line with SaaS
company gross profit margins.

Revenue
(US$m)
34.9

$1.50

Market Capitalisation

Net cash at 30/06/2020

Business model

Year
end
12/17a

LME

EBITDA*
(US$m)
(1.20)

EBITDA pre-leases
(US$m)
(0.70)

NPAT
(US$m
(2.46)

EPS
(c)
(1.00)

EV/Sales
(x)
na

40.1

Gross
Profit
(US$m)
24.7
(A$m)
28.9

(1.97)

(0.87)

(3.19)

(1.30)

na

12/19a

47.4

35.8

(0.75)

0.75

(2.19)

(0.89)

6.2

12//20f*

56.1

na (5.5)-(6.5)

na

(7.0)- (8.0)

na

4.2

Toby Davis (CFO)
toby.davis@limeade.com

+1 425 908 0216

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *prospectus forecast and revised guidance June 2020

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Lark Distilling Co
Bottling a good strategy

Food & beverage

Lark Distilling Co, formerly Australian Whisky Holdings, owns and produces
premium award-winning single malt whisky and gin brands. The company owns the
Lark whisky brand, Tasmania’s first whisky brand produced in the state’s
rejuvenated whisky industry, and Nant, another award-winning whisky, as well as
Forty Spotted Gin, a premium and award-winning gin label. Over the past 18 months,
the company has been through enormous change with a new board and
management team, the sale of two whisky labels, Overeem and Old Kempton,
recapitalisation through a new $5m debt facility and the completion and
commissioning of a new column still to produce its new export whisky, working title
AX8, the base alcohol for Forty Spotted and Lark hand sanitiser. The company has
also overturned previous third-party distribution agreements to return to an in-house
sales team, appointing a former Treasury Wines sales executive to drive that
process. The company reported $7.4m in revenue in FY20, an increase of 34.5%. The
net loss for the year was $1.27m, substantially improved on the net loss of $4.33m
reported a year ago. At June 30, Lark’s whisky inventory under maturation was
valued at $98.9m, at a cost of $16.5m and with a liquidation value of $56.5m.
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Share details
ASX Code

LRK

Share price (3-Sep)

$1.10

Market Capitalisation
Shares on issue

$59.9M
54.5M

Net cash at 30/06/2020

$1.12M

Free float

25.75%

Share performance (12 months)

Business model

Upside Case

Lark generates income from whisky and gin sales. The company has more than 711,000
litres of whisky in barrels awaiting maturation, with more than 522,000 litres with a
maturation date within the next five years. The company’s stills are producing more than
4,100 litres a week. Based on an average price of $139 per litre, the inventory has a value
at maturation of $98.9m, and a cost value of $16.5m. Whisky inventory has grown more
than 52% in the last 12 months. With the commissioning of the new column still, the
company plans to lay down 150,000 litres a year of the new export whisky AX8, which Lark
will use to enter the $100 RRP price point market. With the return of sales in-house, Lark is
now focussed on securing distribution through Dan Murphys’, Vintage Cellars and BWS.

Refocussed with committed, experienced board
and management
Opportunity to expand revenues through eCommerce and direct distribution channels
Near term revenues from relaunch of Forty
Spotted Gin and Lark Sympathy No 1

Downside Case
Small player in a market dominated by global
players

Operating cashflow breakeven in Q4 FY20

Liquidity, small free float

Lark reported operating cashflow break even in Q4 FY20 and noted that it expected to be
EBITDA positive in FY21. The company has reported revenues of $7.4m for FY20, and gross
profit of $4.04m, an increase of 40.3% on the previous corresponding period. The company
reported a significantly narrowed net loss of $1.27m, compared with $2.96m (adjusted for
a $1.367m impairment on inventory in FY19), driven by a marked reduction in
administration expenses while investing in employees and marketing.

Working capital is tied up in inventory

Catalysts/upcoming events
Launch of export whisky brand into Asia
Delivering on positive EBITDA in FY21

Comparable companies (Aust/NZ)

Trading at a premium to near peers

Australian Vintage (ASX:AVG), Foley Wines
(NZX:FWL)

Lark is trading at a ~50% premium to Australian Vintage and Foley Wines on an
EV/Revenue basis, however, this is not unexpected given its earlier stage position, higher
growth rate (albeit off a low base) and focus on premium whisky and gin products with the
former having a longer maturation profile (+5 years) to wine products. Over the past four
years LRK has delivered revenue CAGR of more than 193% versus AVG at 5% and FWL at
8%. With more of its whisky inventory coming to maturation, we would anticipate an
acceleration of sales over the next several years.

Top 5 shareholders
Quality Life Pty Ltd
Chris Malcolm (fmr CEO)
Ace Cosmo Developments Ltd
Hillhouse Capital Management
Geoff Bainbridge (CEO)

Historical earnings and ratios

13.04%
9.94%
8.74%
6.13%
5.63%

Company contacts

Year
end
06/17a

Revenue
(A$m)
0.1

Gross Profit
(A$m)
(A$m)
(0.06)

EBITDA
(A$m)
(2.09)

NPAT
(A$M)
(2.64)

EPS
(c)
(29.2)

EV/Sales
(x)
183.1

06/18a

0.4

0.26

(2.07)

06/19a

5.5

2.88

(2.53)

(3.39)

(20.6)

146.7

(2.96)*

(5.85)*

10.5

06//20a

7.4

4.04

(0.98)

(1.27)

(2.34)

7.9

Melanie Leydin
+61 3 9692 2222
(Co Sec)
mleydin@leydinfreyer.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *excludes a $1.367m impairment

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Mortgage Choice Ltd
Banking on digital efficiencies

Financial Services

Mortgage Choice Ltd is engaged in mortgage broking as well as financial planning
and wealth advice. The company has arranged more than 600,000 loans over its life,
at June 30 had a loan book of $54b and more than $1.1b in funds under advice, a
15% increase on the prior year. It generates its revenue from fees and commissions
from lenders for arranging mortgages as well as provision of financial advice and
writing of risk insurance products through its financial planning arm. The company
ended FY20 having settled $10b in home loans, an increase of 7% on FY19. The total
loan book stood at $54b on June 30. Mortgage Choice announced an increased final
dividend of 3.5cps, up from 3.0cps in FY19 and bringing the total dividend for the
year to 6.5cps fully franked, up from 6.0cps in FY19.

4 September 2020
Share details
ASX Code

MOC

Share price (3-Sep)

$0.75

Market Capitalisation

$100.6M

Shares on issue

125M

Net cash at 30/06/2020

$6.0M

Free float

64.7%

Share performance (12 months)

Business model
The Company delivers two product segments, Mortgage Choice and FinChoice through two
separate franchise networks. Mortgage Choice primarily writes home loans. Its brokers also
help customers to source commercial loans, car loans, asset finance, deposit bonds, and
risk and general insurances. FinChoice delivers financial advice on investments and on risk
insurance products. The Company has 385 franchised mortgage broking businesses
(including 554 credit representatives) and 34 advice franchised businesses (including 38
financial advisers). Its national network of brokers has access to a panel of more than 25
lenders offering a range of home and other loans.

Upside Case
Trading at a discount to its non-bank peers
Attractive dividend yield

Recent company commentary

Opportunity to use its mortgage broker footprint
to expand its financial planning business

The company noted that the settlements growth for the year of 7% was in line with the
first half performance despite the impact of the January/February bushfires and the
COVID-19 pandemic. In the final quarter of the year, settlements grew 18% compared with
the same period in FY19 with strong customer enquiries. The company reported FY20 NPAT
of $9.4m which was down 31% on the prior year. Cash NPAT of $11.7m was down 16% on
the prior year of $14m. The fall in NPAT relates to a restructuring of the business in FY19.
The business restructure shared a higher percentage of commission income with its
franchisees setting the business up for long term sustainable growth. Mortgage Choice
increased its final dividend by 0.5cps to 3.5cps, bringing the total dividend for the year to
6.5cps. This puts the company on a dividend yield at the year end share price of 10% and
8.6% on the current share price of $0.75/share. The company noted that the positive
momentum from the fourth quarter had continued into July and August. Mortgage Choice
is focussing on accelerating its investments in an enhanced and digitally driven customer
experience through the delivery of systems and processes that create a digitally efficient
platform for its mortgage brokers and advisers.

Downside Case
Highly exposed to residential housing market
Increasing regulatory scrutiny in finance sector
Increasing competition from fintech/non-bank
lenders

Catalysts/upcoming events
Demonstrated continued margin growth
AGM commentary November 2020

Comparable companies (Aust/NZ)
Australian Finance Group (ASX:AFG), Resimac
(ASX:RSM), Yellow Brick Road Holdings
(ASX:YBR)

Consensus forecast is for a small decline in earnings in FY21

Top 5 shareholders

Mortgage Choice is trading at a significant discount to Australian Finance Group which we
view as its nearest competitor in terms of business model, although AFG’s market
capitalisation and loan book are substantially larger. We note that consensus forecasts (two
analysts) for MOC anticipate a small decline in revenue, EBITDA and NPAT in FY21 but for
this to stabilise in FY22.

Spheria Asset Management Pty Ltd
Finconnect (Australia) Pty Ltd
Rodney Higgins
Pinnacle Investment Management Group
SCJ Pty Ltd

Company contacts

Historical earnings and ratios (in A$m unless otherwise stated)
Year
Revenue Gross EBITDA NPAT* NPAT
EPS EPS Dividend EV/EBITDA^
Profit
end
Adj. Rep. Adj* (c) Rep.
(x)
(c)
(c)
06/17a
199.8 (A$m)
68.4
33.5 (A$m)
21.0 (A$M)
22.2
18.1 17.8
17.5
8.3
(A$m)
06/18a
217.8 40.7
7.4
25.6
4.2
18.7 3.4
18.0
24.3
06/19a

177.4

49.5

21.7

14.0

13.7

06//20a

175.4

46.1

19.0

11.7

9.4

11.2 11.0
9.4

7.5

18.92%
16.49%
12.30%
5.55%
1.60%

P/E^ Div.
(x) Yield
%^
11.9
8.1
(%)
7.6 12.7

6.0

6.3

9.7

5.5

6.5

4.0

6.9

10.0

Source: Company data *Adjusted on a cash basis ^Using the closing price year end

Emma Dupont-Brown
+61 422 219 833
(GM, Product &
Corporate
Communications)
emma.dupont-brown@mortgagechoice.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Nitro Software Ltd
Taking on Adobe’s suite spot

Software and Services

Founded in 2005, NTO came to the ASX in December 2019, listing at $1.72/share for a
capitalisation of $325m. The listing was aimed at facilitating growth for NTO as a
document productivity software company aimed at driving digital transformation in
organisations. The Nitro Productivity Suite provides integrated PDF productivity,
eSignature, and business intelligence tools to customers through a horizontal, SaaS
desktop-based software suite. NTO has more than 2.2m licenses sold, and over
11,000 business customers in 144 countries around the world, including over 68% of
the 2019 Fortune 500 and two of the 2019 Fortune 10. NTO’s prospectus highlights
that the company will likely not achieve positive cashflow until after Dec 2020. NTO
products compete with Adobe’s Acrobat suite for PDF productivity and Docusign’s
eSigning.
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Share details
ASX Code

NTO

Share price (3-Sep)

$2.22

Market Capitalisation

$432.1M

Shares on issue

190.4M

Net cash at 30/06/2020

US$43.9M

Free float

50.5%

Share performance (since listing)

Business model
Nitro provides two key platforms which allow integration between desktop and cloudbased usage (Nitro Pro and Nitro Sign) and additionally enables insights into user
workflows with Nitro Analytics. These products enable users to create and sign digital
documents and allow large and small businesses to quantify user adoption, reduction in
printing and improvement in user productivity and efficiency as a means of reducing the
cost of printing and managing physical documents. Nitro is a facilitator of the transition to
an entirely digital workflow solution. Since 2008 user licences have grown at a CAGR of
59%. NTO commenced a transition from a perpetual licence model to a SaaS subscription
licence in 2016. By H1FY19 34% of revenue was generated from subscription licences.
Nitro’s IT infrastructure uses a robust application structure with cloud services and other
back--end infrastructure based on Linux servers hosted by AWS.

Upside Case
Pandemic has accelerated take-up of digital
based working
SaaS model improves recurring revenues
Scalable product with high customer retention

Strong price performance since IPO

Downside Case

Vendor shares comprising 33% of issued capital will likely be released from escrow at the
half year result provided the 10-day VWAP exceeds 20% of the IPO price. The share price
sits at a 37% premium to IPO driven by investors happy to buy digital economy stocks. For
the FY20 year the company expects contracted revenue of $30m or 74% of the total. Actual
H1 FY20 subscription revenues were 48% of revenue, up from 37% of revenue for H1FY19,
an equating to a 60% increase half-on-half. The company reported total revenues of
US$19.1m for the half year, an increase of 14% over the previous corresponding period.
The EBITDA loss for the half was $1.6m, compared with $1.5m a year before. The company
ended the half year with US$43.9m in net cash, which was US$8.7m ahead of the
prospectus plan for US$35.2m. Nitro noted that this was sufficient cash to meet its working
capital needs and expansion plans including acquisitions. The company has reaffirmed its
CY20 prospectus forecasts for revenue of US$40.5m, Gross Profit of US$35.9m and EBITDA
loss of US$5.3m.

Varied internal and external solutions to these
issues
Profitability not yet demonstrated - loss-making
since inception with US$50m sunk cost
Competitors include large well-funded entities
and smaller nimble entities

Catalysts/upcoming events
Delivery on CY20 prospectus forecasts

Comparable companies (Aust/NZ)
Elmo Software (ASX:ELO), Altium (ASX:ALU),
Livetiles (ASX:LVT), Damstra (ASX:DTC), Class
(ASX:CL1), Xero (ASX: XRO)

Nitro still at an early stage of market penetration

Top 5 shareholders

Adobe (for PDF productivity) and DocuSign (for eSigning) remain the elephants in the space
but NTO’s scalable and integrated solution offers an attractive alternative. The SaaS model
is driving greater usage and increased penetration of large companies. User and customer
growth matches management’s prospectus predictions. (12/20e below is prospectus proforma).

John Dyson
Michael Brown
Vista (Trust) Singapore Pte Ltd
Australian Ethical Investments
Regal Funds Management Pty Ltd

13.77%
13.07%
6.81%
6.79%
6.71%

Company contacts
Historical earnings and ratios
Year
end
12/17a

Revenue
(US$m)
27.9

Gross Profit
(US$m)
24.2

EBITDA
(US$m)
(6.70)

NPAT.
(US$m)
(11.0)

EPS (USc)
n.a.

EV/Sales
(x)
n.a.

12/18a

32.4

28.6

(2.80)

(5.5)

n.a.

n.a.

12/19a

35.7

32.0

(3.80)

(7.9)

(4.0)

9.5

12//20e^

40.5

35.9

(5.30)

(10.1)

(5.3)

8.3

Sam Chandler (CEO)
sam.chandler@gonitro.com

+1 415 654 4666

RaaS Advisory contacts
Scott Maddock
Finola Burke

+61 418 212 625
scott.maddock@raasgroup.com
+61 414 354 712
finola.burke@raasgroup.com

Source: Company data ^Prospectus forecast

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Novonix Ltd
Powering for the long term

Energy Infrastructure

Novonix is building a battery materials business targeting the Electric Vehicle (EV)
and Energy Storage Systems (ESS) markets. The company owns a battery testing
and technology business in Novia Scotia, Canada, a synthetic graphite production
operation in Chattanooga, US, and holds exploration licences on a natural graphite
deposit at Mt Dromedary in Far North Queensland. NVX's battery testing business
connects it with key participants in the battery value chain and gives it the
advantage of ensuring its anode product will meet the technical requirements of its
future customers. NVX was founded in 2012 as Graphite Corp and was listed on the
ASX in 2015. The company has recently undergone a capital restructure, raising
$63m in a share placement and a non-renounceable rights issue, priced at
$0.29/share which allowed it to redeem all convertible notes, repaying all unsecured
short-term loans and fund both the expansion of its 100% owned PUREgraphite
anode business to 2,000tpa capacity over 2020 and 2021 (currently 250tpa capacity)
and the commercialisation of its breakthrough and patented technologies, Dry
Particle Micro Granulation (DPMG) and Single Crystal Cathode (SCC) through a new
subsidiary company.
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Share details
ASX Code

NVX

Share price (3-Sep)

$1.68

Market Capitalisation

$566.2M

Shares on issue

348.5M

Net cash at 30/06/2020

$37.7M

Free float

58.9%

Share performance (12 months)

Business model
Novonix owns an existing battery testing business in Novia Scotia, Canada which services
some of the key players in the EV and Lithium Ion Battery (LiB) markets such as Samsung,
Panasonic, and Sony Corporation. The company generates sales from customers in 14
countries. In 2019, it also acquired 100% of its JV PUREGraphite which has developed a
synthetic graphite production process which is in the process of being commercialised with
shipments to its first customer Samsung SDI due to depart in October (four months later
than expected due to COVID-19) and advancing production testing of their material under
an MOU with Sanyo. Over the next two years, NVX will increase production at this facility
from 250tpa currently to 2,000tpa. Novonix is also in the process of advancing its DPMG
and SCC technologies to pilot stage with the intention to develop a lower-cost, lower waste
cathode material for high energy density, ultra-long lifetime lithium-ion batteries.

Recent company commentary
Novonix has reported FY20 unaudited revenues of $5m (in line with consensus) which was
more than 100% revenue growth year on year and predominantly generated by its battery
testing business. In its quarterly report released late July, the company noted that COVID19 had forced the shutdown of its PUREgraphite operations in April and May but that
processing had restarted in June after recommissioning. June was the first month of
operation with new plant with time spent optimising equipment, setting and operator
training.

Consensus forecasts for strong revenue growth in FY21 & FY22
Consensus forecasts (one analyst) are for strong growth in revenues in FY21 and FY22 (at
30 August these forecasts respectively were $12.5m and $45.2m) with an expectation that
Novonix will deliver its maiden profit of $1.7m in FY22. It should be noted, however, that
analyst estimates have historically been higher and that the current COVID-19 environment
could present further delays to commercialisation. In terms of comparable listed peers,
Redflow (ASX:RFX) is a flow battery company seeking to develop, manufacture and sell its
zinc-bromine flowing electrolyte battery technology. Lithium Australia (ASX:LIT) which
owns proprietary processes to develop high-spec cathode materials.
Historical earnings and ratios
Year
end
06/17a

Revenue
(A$m)
0.2

Gross Profit
(A$m)
0.1

EBITDA
Adj* (A$m)
(1.8)

NPAT Adj*
(A$m)
(2.6)

NPAT
Rep
(A$m)
(6.1)

EPS
EPS EV/Sales^
Adj* Rep (c)
(x)
(c)
(3.1)
(7.5)
425.2

06/18a

2.4

1.4

(1.7)

(4.0)

(10.3)

(3.5)

(8.9)

31.9

06/19a

2.3

1.5

(3.7)

(6.1)

(26.1)

(5.0)

(21.2)

29.8

06//20a

5.0

n.a

n.a

n.a

n.a

n.a

n.a

53.1

Source: Company data ^Based on share price at year end *Adj for non-cash/one time items

Upside Case
Leveraged to EV and LiB demand
Strong established reputation as a battery
testing business servicing EV manufacturers
Samsung secured as first synthetic graphite
customer

Downside Case
Risk of alternate technology displacing lithium
batteries
Sensitive to fluctuations in petroleum coke
prices and battery anode costs
Still two years+ from profits (consensus)

Catalysts/upcoming events
Confirmation that first shipments of
PUREgraphite proceed in October as planned
Advance PUREGraphite production to 2,000tpa
by H2 FY21
Advance DPMG & Single Crystal Cathode
technologies from lab to pilot stage

Comparable companies (Aust/NZ)
Lithium Australia (ASX:LIT) Redflow (ASX:RFX)

Top 5 shareholders
St Baker Energy Holdings Pty Ltd
Greg Baynton (Exec Dir)
Philip St. Baker (Group MD)
Washington H Soul Pattinson
Regal Funds Management

17.48%
8.61%
6.10%
4.75%
3.23%

Company contacts
Philip St Baker (Group MD)

+1 970 376 4918

phil@novonixgroup.com

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

New Zealand King Salmon Investments
Sustaining stronger export focus is the key to growth

Aquaculture

New Zealand King Salmon (NZK) is the world’s largest producer of king
(chinook) salmon products. Based in Nelson, NZK harvests and sells
~8,000mtpa of fresh, smoked, and frozen king salmon (56% of NZ’s ~14,400mtpa
totals) from 9 sea bay farms. Global salmon output is ~3.2million mtpa, while
the world’s largest Atlantic salmon producer, Mowi ASA, harvests 450,000mtpa.
NZK’s core brands include Ora King (ultra-premium foodservice); Regal
(premium retail); Southern Ocean (value retail) and Omega Plus (petfood). Ora
King sells in +1200 restaurants, with 10k+ Instagram followers. NZK plans to
expand all export sales categories, while lifting harvest yields. NZ’s Aquaculture
Strategy aims to generate NZ$3b sales to open by 2035, up from NZ$620m today
(11% CAGR). As water temperatures warm, NZK is keen to shift its Marlborough
Sounds bay farms to cooler, deeper Open Ocean waters, 7kms offshore. Two
5,000mt sites (capex NZ$35m) are under local application and NZK has also
applied to NZ’s Environment Court to expand its bay farms from 1.5-2.25
hectares. NZK’s COVID-19 headwinds have resulted in lost restaurant sales &
higher export costs; however new channels are continually being developed,
including Safeway, Amazon US and Chinese ecommerce pet site, Boqii. All NZK
packaging will be reusable, recyclable, compostable by 2025, lifting
sustainability.
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Share details
ASX Code

172.6

25.2

06//20a

155.3

25.1

29%

Approval to expand bay farms to 2.25ha

Downside Case
Growth limited if unsuccessful in its expansion
applications
Yield loss due to disease; high water temps
Atlantic salmon oversupplies reduce prices

Catalysts/upcoming events
1Q21 “Blue Endeavour” deep water farm hearing
AGM (Nov20); FY21 Interim results (Feb21)

Comparable companies (Aust/NZ)
Huon Aquaculture (ASX:HUO), Sanford
(ASX:SAN), Tassal Group (ASX:TAS)

Top 5 shareholders
Oregon Group Ltd
China Resources NG Fung
ANZ New Zealand Investments Ltd
Grant Rosewarne
John Ryder
Grant Rosewarne
(MD/CEO)

EPS
Adj.*(c)
16.5

40.02%
9.93%
3.09%
1.79%
1.43%

Company contacts

Historical earnings and ratios
NPAT Adj.* NPAT
(NZ$m) Rep.
22.8
11.8

NZ$31.0M

Approval to establish 2 Open Ocean farms

NZK operates in the same sector as Tassel Group (33ktpa Atlantic salmon harvest / $107m
EBITDA; 21% margins) & Huon Aquaculture (36ktpa harvest / $47m EBITDA; 14% margins),
although running a harvest rate 1/4 the size. NZK has a 5yr plan to more than double sales
through improved fish husbandry and the acquisition of new water space.

06/19a

138.99M

Expanded export growth (food services; retail;
ecommerce; pet food) across US; Asia & Europe

NZK aims to double production & lift margins to outrank peers

14.5

Shares on issue

Upside Case

FY20 NZ$25.1m EBITDA achieved bottom-range guidance, flat with 2019, assisted by a
NZ$4m COVID-19 wage subsidy. While volumes fell 16% (6,331 vs 7,520), revenues were
down just 10%, aided by a 7% rise in salmon price rises. NZK will not pay a final dividend,
after a NZ$0.02 interim, given net debt up NZ$22m. Omega-Plus pet sales are growing well
off a low base, while premium foodservice sales may take +18 months to fully recover. NZK
has not provided FY21 guidance but notes it will be challenging to exceed the FY20 EBITDA
given the uncertain global environment due to COVID-19, usual summer fish performance
and increased freight costs.

26.17

$236.3M

Share performance (12 months)

Recent company commentary

160.3

A$1.70

Market Capitalisation

Free float

Listed on both the ASX and NZX since October 2016, NZK is the world’s largest premium
salmon aquaculture producer, with a 30-year history and 500+ staff. Formed from the
merger of Regal Salmon & Southern Ocean Seafoods in 1996, NZK focuses on cultivating,
processing and selling branded fresh, smoked, marinated and frozen king salmon to the
retail, pet food & foodservice sectors. King salmon is prized for its high protein omega-3
health benefits & rich taste, while comprising just ~0.7% of global salmon stocks. Exports
are ~55% of sales, with the US its largest market (~37%). New export channels (eg Safeway
US, Amazon US, China Boqii online pet food) should drive future growth. Farm expansion
plans (+100%) require local NZ authority consent (incl. public hearings).

06/18a

Share price (3-Sep)

Net debt at 30/06/2020

Business model

Year
Revenue EBITDA Adj.*
(NZ$m)
end
(NZ$m)
(A$m)
06/17a
136.4
21.6

NZK

EPS EV/Sales^ EV/EBITDA^
Rep.
(x)
(x)
(c)
8.5
1.8
11.2

P/E^
(x)
10.6

11.6

2.1

12.8

22.8

16.1

10.5

12.9

11.3

9.3

8.2

1.5

10.4

19.7

11.2

18.0

8.1

13.0

1.9

11.5

23.1

+64 27 246 0980

grant.rosewarne@kingsalmon.co.nz

RaaS Advisory contacts
Melinda Moore

+44 7500 227 593
melinda.moore@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA & NPAT adj for one-time, non-cash items ^based on yr end price

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

OpenLearning Ltd
Online education tailwinds in its favour

Software & services

OpenLearning Limited is a Sydney-based, software-as-a-service (SaaS) company
that provides a scalable online learning platform and learning design services to
education providers as well as a global marketplace of world-class micro-credentials
and online degrees for learners. Started in Sydney in 2012, the company expanded to
South East Asia in 2015 where it established an office in Kuala Lumpur and has
developed a leading platform for online higher education in the region. The
company listed on the ASX in December 2019 after raising $8m at $0.20/share to
derive a market capitalisation of $27.9m. Up until listing, the company had raised
$16.5m privately since incorporation. OpenLearning moved to a SaaS business
model in 2017 and phased out its freemium model in March 2019. Since then the
company has demonstrated rapid growth in paying customers and annualised
recurring revenue, albeit off a small base. At June 30, ARR was $1.143m an increase
of 71% year on year and 9% quarter on quarter. The company ended H1 FY20 with
$5.9m in net cash.
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Share details
ASX Code

OLL

Share price (3-Sep)

$0.35

Market Capitalisation

$41.0M

Shares on issue

141.3M

Net cash at 30/06/2020

$5.9M

Free float

56.8%

Share performance (12 months)

Business Model
OpenLearning targets higher education providers from the individual educator, to
corporate, to institutions and enterprises. It charges the individual educator, usually an
online trainer, teacher or lecturer, $600 a year, to deliver their program to up to 250
learners. Corporate trainers pay $2,400 a year for access to deliver up to 500 learners. For
institutions, defined as vocational colleges or private higher education providers, the
annual fee is $9,900 and allows for 1,000 learners. Enterprise encompasses universities,
large corporates and government for which OpenLearning provides a tailored pricing plan.
The company also engages in revenue share with course creators. OpenLearning already
has 116 SaaS clients globally, including nine of Australia’s 43 universities as well as Open
Universities Australia.

Recent company commentary
OpenLearning reported Q2 CY20 cash receipts of $0.945m, an increase of 31% on Q1 CY20.
Revenue for H1 CY20 was $1.0m, up 27.8% on the pcp while the net loss for the period was
$2.2m, compared with $2.3m in H1 CY19. Annualised recurring revenue increased 71%
year on year to $1.143m while platform clients jumped 157% y-o-y to 116. The company
has recorded a net increase of 29 clients since the end of Q1 CY20. OpenLearning also
noted it was benefitting from increasing demand for short-courses as a result of the COVID19 pandemic and that this was driving new institutions to the platform. While Australia and
Malaysia remain the company’s largest markets, it has seen strong growth in Indonesia
where it had onboarded a number of new university clients as well as India, the US and UK
where it had seen increased demand for online up-skilling. OpenLearning recently
introduced OpenCreds, Australia’s first cross-sector micro-credentialing framework, which
it hopes will be come the standard and increase adoption of its platform.

Peers are largely unlisted companies
On the current share price of $0.26/share, OpenLearning is trading on an EV/CY19 revenue
of 14.2x. Listed peers in the tertiary education sector are difficult to find with the much
larger IDP Education offering the closest comparative. OpenLearning's main competitors
are FutureLearn which is 50% owned by SEEK (ASX:SEK) and Coursera (a private company
which recently raised US$130m at $2.5bn valuation).
Historical earnings and ratios
Year
end
12/16a

Revenue
(A$m)
1.29

Gross Profit
(A$m)
0.86

EBITDA
(A$m)
(2.35)

NPAT
(A$m)
(2.18)

EPS (c)
n.a

EV/Sales^
(x)
(c)
n.a

12/17a

1.17

0.79

(3.98)

(3.92)

n.a

n.a

12/18a

1.76

1.23

(4.51)

(4.37)

n.a

n.a

12/19a

1.60

1.14

(4.56)

(7.72)

(5.53)

4.01

Upside Case
COVID-19 has created additional demand for
online education
Scalable business model
Opportunity to expand its micro-course offering

Downside Case
Fees are a small % of course enrolment fees,
need a lot of B2B customers to grow revenues
Traditional institutions slow to move
High cost of acquisition for B2B customers

Catalysts/upcoming events
Demonstrated growth in revenue and ARR
together with delivery of positive cashflows
CY20 results, February 2021

Comparable companies (Aust/NZ)
IDP Education (ASX.IEL)

Top 5 shareholders
Magna Intelligent Sdn Bhd
Prestariang Capital Sdn Bhd
Clive Mayhew
Regal Funds Management
Adam Brimo (MD/CEO)

7.90%
6.88%
5.93%
4.72%
4.68%

Company contacts
Adam Brimo (MD/CEO)
+61 2 8294 9686
investors@openlearning.com

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data ^based on CY19 closing share price of $0.16

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Openpay Group Ltd
Buy Now, Pay Smarter

BNPL / Business Services

Openpay was established in 2013 as an instore-digital solution for lay-by. Further
development saw a commercial launch in 2016 in ANZ and in 2019 in the UK. OPY
was listed in December 2019 and has seen strong growth in active merchants and
customers in the target sectors of Automotive, Healthcare, Home Improvement and
Retail. The product has been broadened to offer Openpay for Business - allowing
businesses to manage B2B transactions more efficiently. Revenue from a
partnership with Woolworths is expected in H1 FY21. OPY is starting to see similarly
strong growth in the UK from a lower base. The company’s user base is skewed to
female and older consumers with increasing usage frequency a key foundation of
growth. OPY operates a receivables book funded by a range of non-bank lenders.
Loan duration, good credit performance (0.9% of receivables and 2.2% of Total
Transaction Value - TTV) and high payment frequency allows OPY to recycle capital
between 3.4 and 3.8x per year. This efficient use of capital is an advantage as OPY
aims at increasing domestic platform utilisation, expands the UK footprint and
implements and extends the Openpay for Business platform.
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Share details
ASX Code

OPY

Share price (3-Sep)

$3.60

Market Capitalisation

$388.4M

Shares on issue

107.9M

Net cash at 30/06/2020

$70.1M

Free float

38.1%

Share performance (12 months)

Business model
OPY collects fees from Merchants for transactions executed on the Openpay platform (in
2020 46% of revenue) and from Customers for payment plan establishment and
management and late fees (54% of revenue). OPY offers a range of term payment plans of
2-24 months duration for values between $50 and $20,000 with smaller amounts
attracting shorter terms vs larger loans. OPY differentiates from other similar (Buy Now Pay
Later) offers by offering larger amounts, longer terms, and flexible payment terms
including zero interest plans. The company has focused on specific sectors such as
healthcare and the automotive sector with a customer base relatively older than
competitors.

Recent company commentary

Upside Case
Continued strong take-up by retailers as
sales move on-line faster due to COVID
Increased penetration of UK market
Rising customer usage

Downside Case
Increased competition from peers and larger
lenders
Sector focus too narrow leading to slower
growth in recession

Escrowed vendor shares representing 33.1% of outstanding capital may be traded
following the FY20 result. In August, the company announced partnerships with MSL
Solutions (ASX:MSL) to integrate OPY’s products into MSL’s golf club membership and
management products and, The Hut Group (THG) a global brand leader in direct to
consumer brands and sales management systems. OPY also appointed a new CFO and
confirmed strong growth in July 2020. OPY’s FY20 result confirmed very strong growth in
customers (+141%), merchants (+52%), TTV (+98%) and Revenue (+64%). Openpay for
Business will launch with Woolworths in H1 FY21.

Higher borrowing costs

Catalysts/upcoming events
AGM - November 2020
Interim results FY21 – February 2021

Comparable companies (Aust/NZ)
Afterpay (ASX:APT), Zip Co (ASX:Z1P),EML
Payments (ASX:EML), Sezzle (ASX:SZL)

Strong revenue growth, trading on a lower multiple
OPY is seeing strong revenue growth in-line with other companies in the BNPL sector. This
driven by innovation and a trend for younger consumers to eschew credit cards in favour of
debit transactions. This is a positive regarding addressable market but a negative for price
competition and relative funding costs. On the current share price, OPY is trading on an
EV/Sales multiple of 14.70x , which puts it at a 40% discount to the median of its BNPL
peers.

Top 5 shareholders
Yaniv Meydan
Chow Tai Fook Enterprises Ltd
Investec Australia
Colourdome Pty Ltd
MRGS Pty Ltd

21.12%
10.23%
9.13%
3.54%
3.31%

Company contacts

Historical earnings and ratios
Year
end
06/17a

Revenue
(A$m)
3.51

EBITDA
Adj.* (A$m)
(A$m)
(1.50)

NPAT Adj.*
(A$m)
(1.70)

NPAT Rep.
(A$m)
(2.31)

EPS Rep. EPS Adj.*(c)
(c)
(1.6)
(2.0)

^EV/Sales
(x)
n.a.

06/18a

6.84

(2.46)

(3.21)

(4.44)

(3.0)

(5.0)

06/19a

10.99

(8.47)

(11.71)

(14.68)

(10.9)

(16.0)

n.a.

06//20a

18.30

(30.10)

(31.40)

(36.60)

(32.8)

(51.0)

8.55

n.a.

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^Year end price
used

Ed Bunting (CoSec)
Investors@openpay.com.au

+61 401 555 333

RaaS Advisory contacts
Scott Maddock

Finola Burke

+61 418 212 625
scott.maddock@raasgroup.com
+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

OncoSil Medical Ltd
On the road to commercialisation
OncoSil Medical (ASX:OSL) is medical device company developing and
commercialising a novel form of brachytherapy for the treatment of pancreatic and
bile duct cancers. OSL’s lead product Oncosil™ is a targeted radioactive isotope
(Phosphorus-32), implanted directly into a patient’s pancreatic tumours via an

Medical Devices
4 September 2020
Share details

endoscopic ultrasound. This treatment delivers a more concentrated and

ASX Code

localised beta radiation relative to external beam radiation in a condition that
has poor prognosis upon diagnosis (~5% survival rate 5-years post diagnosis).
Recent trial results suggest an excellent safety profile, a Prolonged Overall
Survival (OS) of 16.1 months and excellent Local Disease Control (LDCR) of
90.5% among other findings. In April 2020, the company received CE Marking
which allows for the OncoSilTM device to be marketed and sold in Europe/UK.
OncoSil wasted no time raising capital to and is now fully funded to
commercially launch in Europe. Despite the disruptions caused by COVID-19,
the company is tracking towards first revenues later this year. The company
has also received regulatory clearance in New Zealand, Singapore and
Malaysia, and is awaiting outcomes in Australia and Hong Kong. In the US, the
company has a dual pathway to market, through the indications of locally
advanced pancreatic cancer and bile duct cancer. In terms of bile duct cancer,
the company submitted a Humanitarian Device Exemption application and is
awaiting the outcome from the FDA. In terms of LAPC, the company continues
to work closely with the FDA leveraging its breakthrough designation to
expedite work and design clinical trials. OSL ended FY20 with a cash balance of
$21m, placing it in a strong position to advance commercialisation plans.

Share price (3-Sep)

OSL
$0.14

Market Capitalisation

$95.3M

Shares on issue

828.6M

Net cash at 30/06/2020

$21M

Free float

82.2%

Share performance (12 months)

Upside Case
Commercial sales success
Regulatory progress in the US
Positive clinical trial outcomes

Downside Case
Lower than expected sales of OncoSil

Business model
The business model of OSL is to transform the prognosis of pancreatic cancer through
successfully commercialising its OncoSilTM device globally. In April 2020, the company was
granted CE Mark for the treatment of locally advanced pancreatic cancer in combination
with chemotherapy, allowing the device to be marketed and sold in Europe and UK. In Asia,
OncoSil has received the necessary approvals in Singapore, New Zealand and Malaysia; and
is awaiting the outcomes in Australia and Hong Kong. Approval in the US will require a
pivotal trial, with discussions with the FDA ongoing to define the clinical trial design and
endpoints. Being a platform technology, OncoSil is concurrently entering the US market
through the indication of bile duct cancer. OncoSil submitted a Humanitarian Device
Exemption application in July 2020 and is expecting a regulatory decision later this year.

Recent company commentary
OSL raised $19m in equity capital in May 2020 at $0.09/share to fund the
commercialisation of OncoSil in the UK/Europe, accelerate US commercialisation of bile
duct cancer and allow commencement of clinical trials in the treatment of pancreatic
cancer in the US. As a result, OSL finished FY20 with a cash balance of $21m. The company
is currently non-revenue generating but recorded $2.8m in R&D tax rebates and
government grants in FY20. The company reported an adjusted operating loss (excluding
share-based payments) of $6.5m and operating cash outflow of $4.4m. The company
expects to be revenue generating in FY21 having achieved regulatory clearance to sell its
device in Europe, UK and parts of Asia in FY20.

Commercialisation at odds with most peers
While direct peers are difficult to establish in biotech companies, given varying stages of
trial progress, various levels of funding and wildly fluctuating estimates of the Total
Addressable Markets (TAM), OSL is one of the few listed Australian biotechs at
commercialisation.

Regulatory delays
Access to funding

Catalysts/upcoming events
First commercial sales of OncoSil™ (2QFY21)
US pivotal trial design (2HFY21)

Comparable companies (Aust/NZ)
Kazia Therapeutics (ASX:KZA), Actinogen
Medical (ASX:ACW)

Top 5 shareholders
Regal Funds Management Pty Ltd
Lumyna Investments Ltd
Webinvest Pty Ltd
Daniel Kenny (CEO)
Bannaby Investments Pty Ltd

4.52%
3.62%
2.98%
2.46%
2.27%

Company contacts
Daniel Kenny (CEO)
+61 2 9223 3344
Daniel.kenny@oncosil.com.au

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Osteopore Ltd
Grafting a new footprint
Osteopore specialises in the production of 3D printed bio-resorbable implants used
in conjunction with surgical procedures to assist with the natural bone healing
process. The company currently has three products, Osteoplug, Osteomesh and
Osteostrip, which are all US FDA (510k) cleared and CE Mark approved for cranial
face application. The products are commercialised and generating revenue. The
company manufactures its products using a US FDA approved polymer called
polycaprolactone (PCL) which is bio-resorbable, malleable, slow-degrading and
possesses mechanical strength similar to trabecular bone. Osteopore listed on the
ASX in August 2019 after raising $5.25m at $0.20/share. The lPO also saw the issue
of 71.03m shares to the vendors of Osteopore International Pte to acquire the
Singapore-based business. At IPO, the company had a market capitalisation of
$20.25m. On August 21, Osteopore announced it had secured commitments to raise
an additional $8.5m from existing and new shareholders at $0.53/share, with funds to
be used for clinical trials in orthopaedic and dental uses, business development,
product development and R&D and working capital.

Healthcare Equipment & Supplies
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Share details
ASX Code

OSX

Share price (3-Sep)

$0.59

Market Capitalisation
(post raise)

$70.4M

Shares on issue (post
raise)

117.3M

Cash balance post
raise

$10.3M

Free float

76.0%

Share performance (12 months)

Business model
Company sales to date have primarily been from eastern Asian markets, in particular
Korea, Vietnam and Singapore, which combined generated some 80-90% of revenues over
CY18 and CY19. To date, the technology has been used in more than 40,000 surgical
procedures. Since IPO, Osteopore has secured Australian TGA approval for its entry into the
Australian market, established a partnership for initial entry into the Chinese market and
signed an initial US distribution agreement with Bioplate. Osteopore’s products are
fabricated in-house using proprietary 3D printing technology that bio-mimics the
cancellous bone and allows for customisation of geometry and shape. Over time the
implants dissolve naturally, significantly reducing post-surgery complication rates. This far
the company’s three products, Osteoplug, Osteomesh and Osteostrip, have been designed
and approved for cranial maxillofacial (CMF) application. CMF bone graft opportunities
account for just under 20% of the total bone graft substitute market. With its recent capital
raise, Osteopore outlined plans to extend its penetration into dental and cosmetic and look
to untapped markets such as orthopaedic and spine.

Recent company commentary
Osteopore has announced a 100% increase in H1 CY20 sales to $0.67m with momentum
from Q1 CY20 continuing into Q2. Q2 CY20 sales were $0.348m, up from Q1 sales of $0.27m
and 52% ahead of Q2 CY19. Total sales in CY2019 were $1.015m (the company reported
statutory sales of $0.411m) and management recently noted in a presentation that sales in
the 12 months to June 30 were $1.3m. The company reported a net loss of $0.67m for the
half, a reduction of 22% on the net loss of $0.91m posted in H1 CY19. The company’s cash
balance post its just completed capital raise is $10.3m.

Peers in Australia and US
Peer comparisons are challenging with medical device manufacturers given the novel
status of many devices and fluctuating estimates of total addressable markets (TAM) for
these devices. However, investors could look to Avita Medical (ASX:AVH) or Polynovo
(ASX:PNV) for comparative peers in regenerative medicine or Oventus Medical (ASX:OVN)
for a comparative at a similar stage of commercialisation using 3D printing technology, with
early revenues and not dissimilar EV/sales multiple. For a direct comparative in 3D
bioprinting technology, we would look to Nasdaq listed Organovo (NASDAQ: ONVO).
Historical earnings and ratios
Year
Revenue Gross Profit
*EBITDA *NPAT Adj NPAT Rep. *EPS Adj
EPS EV/Sales^
(A$m)
end
(A$m)
Adj (A$m)
(A$M)
(c) Rep (c)
(x)
(A$m)
(A$m)
12/19a
0.411
0.288
(0.837)
(0.926)
(2.382)
(3.2)
(8.3)
173.1
Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^year end share
price used

Upside Case
Opportunity to leverage its technology into other
bone graft substitute markets – dental/cosmetic
Opportunity to expand into new geographies
Well proved in more than 40,000 surgical
procedures

Downside Case
No guarantee sales will extend beyond current
east Asian markets
Reliant on distributors in key markets like USA
COVID-19 could delay regulatory approvals

Catalysts/upcoming events
Securing regulatory approvals in other territories
Conversion of partnerships/distribution deals into
revenues

Comparable companies (Aust/NZ)
Avita Therapeutics (ASX:AVH) Oventus Medical
(ASX:OVN), Polynovo (ASX:PNV)

Top 5 shareholders
Rain Maker MGMT Pte Ltd
Hanry Yu
Marcus Liew
Professor Teoh Swee Hin (Founder/NED)
Goh Koon Seng (CEO)

15.1%
9.0%
7.1%
7.0%
6.8%

Company contacts
Geoff Pocock (Exec Dir)
Geoff_pocock@osteopore.com

+61 412 194 373

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Pivotal Systems Corporation
Poised for semiconductor industry recovery

Technology - hardware

Pivotal Systems (PVS:ASX) provides gas flow control (GFC) solutions for the
production of semiconductors. The company sells its products predominantly to
OEM semiconductor processing tools which are then sold to Integrated Device
Manufacturers (IDM’s) for use in fabrication plants globally. The company has
manufacturing facilities in the USA and Korea. The group’s strategy is to leverage
established relationships across its IDM customer base for new semiconductor
processes while gaining increased acceptance by major Original Equipment
Manufacturers (OEM’s) in new applications or tool sets and in particular high
temperate applications. These client-led new products will be key to future market
share gains. Repair and upsell opportunities are also arising as existing GFC’s in the
field come off warranty. Key drivers of the business are end market semiconductor
demand and IDM/OEM capex spend. Key industry forecasting group SEMI has
forecast record industry capex spend in CY21 with growth of 11% on-top of the 6%
expected in CY20. The company ended June 30 with US$9.1m (A$13.2m) in cash,
which based on the June quarter cash burn of US$1.8m represents 5-quarters of
cash at the current burn rate.
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Share details
ASX Code

PVS

Share price (3-Sep)

$1.07

Market Capitalisation

$122.0M

Shares on issue

114.0M

Net cash at 30/06/2020

US$9.1M (A$13.2M)

Free float

60.5%

Share performance (12 months)

Business model
PVS supplies gas flow control (GFC) solutions to the semiconductor industry.
Semiconductors are essential components of most electronic circuits and gas flow control
is critical for gas flow and chamber condition in today’s wafer processing. PVS sells the
hardware/software to IDM and OEM manufacturers. Over time PVS is looking to gradually
diversify away from low flow (Etch) GFC sales towards the company’s high temperature
products. The company is also expecting increased repair & upsell opportunities as existing
GFC’s in the field come out of warranty, with its Korean upgrade centre qualified in
Q2CY20.

Upside Case
Move to high tech high temperature GFC
products
Mix shift to IDM’s over concentrated OEM
market
Repair and upsell opportunities

Downside Case
Slowdown in semiconductor demand

Recent company commentary

Unable to secure required funding

PVS reported 1HCY20 unaudited revenue of US$10.1m, +26% on the PCP, and expects
growth in 2HCY20 off this base. The company finished the quarter with US$9.1m in cash
and cash burn from operations of US$722k/month, implying 13-months’ cash runway.
Management expects further growth in CY21 based on industry forecasts from SEMI®,
which has forecast global sales of semiconductor manufacturing equipment by OEM’s to
increase 6% in CY20 and 11% in CY21. In terms of revenue mix 1HCY20 saw low flow Etch
sales accounting for 99% of revenue, an OEM/IDM split of 94%/6% and repair revenue of
US$325k (3% of sales).

New technology not embraced

Catalysts/upcoming events
Final CY20 result (Late Feb 2021)
Continued expansion into the Chinese IDM and
OEM market

Comparable companies (Aust/NZ)
Shekel Brainweigh (ASX:SBW), Micro-X
(ASX:MX1), Orbital Engine (ASX:OEC)

Peer group hardware/software-based technology
While there are no direct ASX listed peers for PVS, investors should look at niche small cap
hardware/software-based technology players who are loss making with similar challenges
(funding, working capital, low gross margin and dealing with multinationals). Companies
that come to mind include Shekel Brainweigh, Micro-X and Orbital Engine. For industry
trends OEM’s such as LAM Research (NASDAQ:LRCX) and Applied Materials
(NASDAQ:AMAT) and Tokyo Electron (TYO:8035) should be monitored.

Top 5 shareholders
Firsthand Venture Group
Perennial Value Management Ltd
LHC Capital Partners
Anzu Partners
Enterprise Partners Management

39.5%
12.5%
9.7%
6.3%
5.4%

Company contacts
Historical earnings and ratios
Year
end
12/16a

Revenue Gross Profit
(US$m)
(US$m)
(A$m)
8.17
1.64

EBITDA
Adj.*(US$)
(US$m)
(2.70)

NPAT Rep. EPS Adj.*(c)
(4.71)

nm

GP%
(c)
20%

EV/Sales
(x)
13.4

(1.10)

(3.63)

nm

25%

7.1

12/17a

15.44

3.87

12/18a

20.30

6.13

0.01

(4.05)

nm

30%

5.4

12//19a

15.30

1.73

(7.20)

(9.90)

nm

11%

7.2

Thomas Duthy (IR)
tduthy@pivotalsys.com

+61 402 493 727

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

QuickFee Ltd
Always Pay the Legal Fees!

Finance / Business Services

The QuickFee Platform allows firms (primarily accounting and law practices) to
facilitate monthly payment plans for their clients who obtain finance online from
QuickFee to make invoice payments to the firm. The Australian platform was
founded in 2009. QuickFee US was incorporated in 2016 to pursue opportunities in
the much larger market in the USA. QuickFee Ltd (QFE) listed in 2019 to roll-up the
two businesses into a single entity to provide scale economies and improve access
to capital to drive growth. Since IPO the firm has accelerated expansion in the large
and under-served US market with lending rising 57% to US$5.6m in H1 FY20
finishing the year +63%. QFE raised $7.5m in May 2020 from professional investors
to capitalise on accelerating demand as COVID-19 related change drives take-up of
QFE products. The funds will be used to increase the loan book and fund technology
development.

4 September 2020
Share details
ASX Code

QFE

Share price (3-Sep)

$0.71

Market Capitalisation

$135.8M

Shares on issue

191.3M

Net debt at 30/06/2020

$10.4M

Free float

36.1%

Share performance (12 months)

Business model
QuickFee is a lender to SMEs, focused on Fee Funding for accounting practices and legal
firms whose clients may need assistance in scheduling payment of large invoices. Firms can
include a link to the QuickFee platform on all invoices they issue. QuickFee uses
information supplied by the firm’s client to assess and present three options a) pay by the
month in instalments using a loan; (b) pay in full by EFT; or (c) pay in full by credit card.
QuickFee generates revenue from subscribed firms for hosting the platform and
recommending loan services to their clients. Revenue comes from: monthly hosting fees;
credit card processing; rapid settlement of EFT transactions in the US; interest and facility
fees through debt financing of client invoice payments and disbursements and family law
proceedings for Australian legal firms. QFE is delivering strong revenue growth in the more
mature Australian market and extraordinarily strong growth in the under-served US
market. Interest income from loans is the largest source of revenue. QFE continues to
integrate with third party accounting and practice management software to facilitate takeup. The US payments market remains behind the leading edge and offers large
opportunities as the huge transactional volume moves to a modern on-line payments
system. QFE believes it has first-mover advantage in the US. Credit risk is managed by
accounting and law firms guaranteeing their clients’ obligations.

Upside Case
Ongoing move to on-line payments in the US
Few competitors in Fee Funding in Aust
or US
Strong momentum in both US and Australia

Downside Case
Regulatory change limits use of product
High interest rate is regulated downward in
Australia
Lenders withdraw funding

Catalysts/upcoming events

Recent company commentary

AGM 20th November 2020

QuickFee showed that its fee-financing platform has strong appeal with a 63% rise in US
lending to US$13m and a 17% rise in Australia to A$49.3m despite a more mature client
base. The company sees continuing strong growth in new firms on the platform in the US
with 412 firms at year end - a trend continuing at year end.

FY21 Interim results February 2021

Comparable companies (Aust/NZ)
Wisr (ASX:WZR), Flexigroup (ASX:FXL), Eclipx
(ASX:ECX), Law Finance (ASX:LAW)
Tyro Payments (ASX:TYR)

A special niche with few competitors

Top 5 shareholders

Despite a relatively lengthy operational history QFE remains an early stage company, still
reporting losses and growing revenue very quickly. There are few competitors in the Fee
Funding space in Australia and none in the US with general lenders the likely alternative.
QFE is at the less mature end of peers in the payments and finance sectors but appears to
have little direct competition in this niche.

Derida Proprietary Ltd
Jamada Holdings Pty Ltd
TIGA Trading Pty Ltd
HTI Management Pty Ltd
Bonec Pty Ltd

14.12%
8.97%
5.13%
5.02%
4.76%

Company contacts
Historical earnings and ratios
Year
end
06/17a

Revenue
(A$m)
n.a.

EBITDA
Adj.* (A$m)
(A$m)
n.a.

NPAT Adj.*
(A$m)
n.a.

06/18a

1.49

(0.24)

06/19a

5.80

06//20a

8.49

NPAT Rep. EPS Adj.*(c)
n.a.

n.a.

EPS Rep.
(c)
n.a.

EV/Sales
(x)
n.a.

(0.28)

(0.28)

0.00

0.00

n.a.

(0.47)

(1.15)

(1.15)

(1.0)

(1.0)

11.64

(2.81)

(3.00)

(3.83)

(2.0)

(3.0)

10.20

Bruce Coombs (CEO)
bruce@quickfee.com

+61 418 286 842

RaaS Advisory contacts
Scott Maddock
Finola Burke

+61 418 212 625
scott.maddock@raasgroup.com
+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the report.

Regeneus Ltd
Commercialisation of novel therapies

Biotechnology

Regeneus Ltd is a clinical-stage regenerative medicine company. For the past twelve
months the company has focused on commercialisation of its stem-cell related
therapy – Progenza – culminating with an agreement in August 2020 with Kyocera
Corp. of Japan for exclusive rights to commercialise RGS’ cell preparation
technology as a regenerative product for treating patients with knee osteoarthritis.
Kyocera will pay RGS $13m up-front with a further $14m in milestone payments in
addition to a royalty stream from future Progenza sales. RGS aims to develop a
portfolio of novel (Stem) cell-based therapies focused on the areas of neuropathic
pain including osteoarthritis and various skin conditions. The company holds
patents in Europe, the US, Japan and Australia for its Sygenus skin treatment which
targets adipose-derived cell secretions including age-spots and wrinkles. RGS raised
$5.5m in a rights issue and placement in November 2019 to support the commercial
licence discussion for Progenza. Following the Kyocera deal RGS has sufficient cash
to fund operations until the commercial launch of Progenza OA in Japan.

4 September 2020
Share details
ASX Code

RGS

Share price (3-Sep)

$0.185

Market Capitalisation

$51.4M

Shares on issue

277.8M

Net cash at 30/06/2020

$0.9M

Free float

62%

Share performance (12 months)

Business model
RGS expects to generate revenues from R&D grants, product licencing, development
milestones, and other royalty streams from commercialisation of Progenza and potentially
Sygenus. RGS continues to develop regenerative novel cell-based therapies aimed at the
treatment of inflammatory pain and skin afflictions. Kyocera will work toward global
commercialisation of Progenza through a Phase II trial with payments to RGS as regulatory
and development milestones are passed. RGS expect this cashflow to be sufficient to
support RGS operations until commercialisation of Progenza OA (Progenza for knee
osteoarthritis) in Japan.

Upside Case
Successful Stage II trials of Progenza OA
Commercial manufacture of Progenza OA
Global distribution of Progenza

Downside Case

Recent company commentary

Stage II trial unsuccessful

In August 2020, Regeneus announced it had signed a licence and collaboration agreement
with Japan’s Kyocera Corp which allows Kyocera to exclusively develop and commercialise
Progenza for the treatment of knee osteoarthritis in Japan. Regeneus will receive
approximately $27m (US$19m) in upfront, development and regulatory milestones
consisting of $13m in upfront and execution payments, data package delivery and
establishing Standard Operating Procedures, of which $1.6m was received in March and
reported in the FY20 financial year. An additional $1.3m is due this quarter and the balance
($11.1m) in the FY21 year. Another $14m will become payable in regulatory and
development milestones. Longer term, Regeneus and Kyocera have agreed to a high single
digit/double-digit royalty regime for all future Progenza osteoarthritis sales in Japan. The
company has noted that Japan’s osteoarthritis market is forecast to grow to US$350m by
2026. The company has also announced that the US Patent and Trademark office had in
August allowed a new patent for Sygenus.

Sygenus not commercialised
Small development pipeline

Catalysts/upcoming events
AGM 14TH October 2020
Finalising development/regulatory milestones for
Progenza to receive full payment from Kyocera

Comparable companies (Aust/NZ)
Neuren Pharma (ASX:NEU), Opthea (ASX:OPT),
Paradigm BioPh (ASX:PAR), PYC Therapeutics
(ASX: PYC)

Top 5 shareholders

Stage I moving to Stage II, Stage III = the World?

Graham Vesey
Leo Lee
Barry Sechos
Thomas Mechtersheimer
SMC Capital Pty Ltd

RGS and its peers are in similar stages of commercialisation, highlighting the relative youth
and small scale of the Biotechnology sector in Australia. Few companies in the sector are
cashflow positive. The path to success is generally to prove a product to a stage where a
larger company can fund the next level of development at a lower risk of failure. RGS has
successfully moved to stage two of this process.

5.72%
4.86%
2.77%
2.21%
1.88%

Company contacts

Historical earnings and ratios
Year
end
06/17a

Revenue
(A$m)
10.0

EBITDA
(A$m)
(A$m)
3.7

NPAT Rep.
(A$m)
3.3

EPS Rep.
(c)
1.53

EV/Sales
(x)
2.0

EV/EBITDA
(x)
5.4

P/E
(x)
9.5

06/18a

0.6

(5.1)

(5.2)

(2.42)

42.0

n.a.

n.a.

06/19a

0.0

(5.4)

(6.0)

(2.88)

n.m

n.a.

n.a.

06//20a

1.7

(0.8)

(1.1)

(0.38)

11.2

n.a.

n.a.

Sandra McIntosh
+61 2 9499 8010
(CoSec)
Sandra.mcintosh@regeneus.com

RaaS Advisory contacts
Scott Maddock

Finola Burke

+61 418 212 625
scott.maddock@raasgroup.com
+61 414 354 712
finola.burke@raasgroup.com

Source: Company data

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Ricegrowers Ltd (SunRice)
Delivering profits and dividends through the cycle
Ricegrowers (ASX: SGLLV) trades as SunRice – the company’s main brand, which is
ubiquitous in supermarkets. SunRice is a global fast-moving consumer goods
(FMCG) business and one of Australia’s largest branded food exporters with more
than 30 brands across 50 countries. Built by Australian rice growers, SunRice today
generates almost $1.2bn in sales and owns operations and assets spanning
Australia, the Middle East, the US, Papua New Guinea, the Pacific and Asia. SunRice
is a diversified business, responsible for the sale of more than 90% of Australia’s
crop; sourcing rice from its international supply chains to service a growing portfolio
of brands, products and customers; and adding value through rice-based branded
products including rice cakes, pre-packed rice meals, premium rice brands,
microwave meals and flour. SunRice also has business segments focused on
gourmet Mediterranean foods and food service supply and stockfeed production and
companion animal feed nutrition. The company has a track record of delivering on its
strategic plan with intended expansion into adjacent food businesses, a key reason
for its ASX listing in April 2019. SunRice trades at a 65% discount to its peers despite
its superior NTA ($7.82/share) and dividend yield (6.4%).

FMCG/Agriculture
4 September 2020
Share details
ASX Code

SGLLV

Share price (3-Sep)

$5.30

Market Capitalisation

$323.4M

Shares on issue

59.7M

Net debt at 30/04/20

$82.6M

Free float

98%

Share performance (12 months)

Business model
SunRice is a market leader in both core rice and value-added rice products such as
microwave rice meals, rice cakes, rice flour and has a growing presence in the healthy
snacking category. The company is currently executing a second five-year strategic plan
aimed at expanding its presence in the fast-growing healthy snacking category, capitalising
on growing global demand for sushi rice, expanding the footprint for its branded low GI
rice products and developing new markets for new rice-based, value-added ingredients.

Recent company commentary
SunRice delivered its FY20 result in line with its guidance and maintained its 33cps dividend
despite the small Riverina crop harvest in 2019 and under-recovery of costs from the Rice
Pool segment. FY21 presents similar challenges for the company (with the C20 crop the
second smallest on record,) overlaid by COVID-19 challenges. The company noted at its
annual general meeting in late August that there was likely to be an under-recovery of the
Australian Rice Pool segment in FY21, that COVID-19 continued to impact its food service
business and create global uncertainty, and that it continued to monitor international rice
prices, deteriorating economic conditions in key Pacific markets and aggressive pricing
from competitors. The company has a range of initiatives it will launch in FY21, including a
new infant-rice based range for the Australian and China markets and expand its brands
into Europe. Longer term, SunRice noted improving conditions ahead of the planting
window in October 2020 for the C21 crop which will support the FY22 financial year.

Trading at a ~65% discount to its peers
SunRice is unique in its corporate and business structure. There is no one Australian or
New Zealand peer with the same footprint but several can be considered a peer on a sum
of the parts basis. The core group of Australian FMCG/agriculture/aquaculture peers we
have considered are trading at a substantial premium to SunRice on a PER (median PER of
29.3x)and EV/EBITDA (median EV/EBITDA of 12.4x) basis. This premium, in our view, is
unjustified given SunRice’s superior NTA ($7.82 in FY20) and yield (6.4%).

Historical earnings and ratios
Year
Revenue
end
(A$m)
04/17a
1,109.3
04/18a

1,174.0

04/19a

1,189.5

EBITDA
NPAT NPAT
Adj.* Attrib Adj* Attrib.
(A$m)
Adj.*
75.3
37.5
34.2
(A$m)
(A$m)
94.3
43.6
42.7
85.8

40.1

31.5

NPAT
rep.
34.2

EPS Attrib P/E^ DPS Yield^ NTA^
Adj*
(x)
(c)
(%)
($)
(c) 6.4 33.0
61.3
7.7% 7.10

45.1

75.9

5.1

33.0

8.3%

7.49

32.8

54.5

9.4

33.0

5.1%

7.64

04//20a 1,134.8
66.4
28.3
27.0
22.7
45.8 10.7 33.0
6.4% 7.82
Source: Company data *EBITDA and NPAT adj for one-time, non-cash items inc forex costs
^Priced at year end Attributable NPAT and EPS to Class B shareholders

Upside Case
Significant opportunity in Asian rice markets
Proven ability to develop and expand brands,
deliver new product initiatives through cycles
Significant growth opportunities in healthy snacks,
low GI and sushi rice

Downside Case
Complicated corporate structure
Poor harvests limit Rice Pool’s ability to absorb
fixed costs & overheads
Competing with other crops for water allocation

Catalysts/upcoming events
Interim results FY21, 19 December 2020
Successful launch of new infant rice-based range
In Australia and China, international expansion to
Europe

Comparable companies (Aust/NZ)
Ridley Corporation (ASX:RIC), Elders (ASX:ELD),
Inghams (ASX:ING), Bega Cheese (ASX:BGA),
Costa Group (ASX:CGC), Tassal (ASX:TGR),
Huon Aquaculture (ASX:HUO)

Top 5 shareholders
Australian Food & Agriculture Company
Lollypop Creek
Germanico Super.
Menegazzo Enterprises.
Walsh (Alan David)

3.95%
3.60%
1.42%
1.15%
0.82%

Company contacts
Dimitri Courtelis (CFO)

Ben Walsh (IR)

dcourtelis@sunrice.co
m.au

+61 452 077 042

RaaS Advisory contacts
Finola Burke

This report should be read in conjunction with the disclaimers and FSG at the end of the document.

+61 414 354 712
finola.burke@raasgroup.com

SelfWealth Ltd
Momentum is with us…

Investment Services

SelfWealth (SWF) was established in 2012 and has developed to offer a range of
services to investors and advisers including flat fee brokerage, portfolio and trading
analysis based on community trends and building on trends seen in the US share
markets. SWF focuses on both younger investors, who may not have existing
relationships with large financial institutions, and other first-time investors. The
platform allows investors to benchmark portfolios and trades against SelfWealth
community positions and absolute measures highlighting popular investment
choices and comparing risk levels. SWF now provides trading and portfolio services
to individuals, companies, trusts, SMSF and advised accounts. Low returns in other
asset classes has driven take-up of SWF’s low-cost trading product this year,
accelerating previous trends and allowing SWF to record its first cashflow positive
quarter in June 2020. In recognition of the pace of change SWF raised $3m in new
equity in March 2020. An ETF was launched on November 2019 based on the best
performing portfolios managed on the SWF platform. The ETF (ASX:SELF) is
capitalised at $93m. SWF’s founder Andrew Ward stepped down as Managing
Director in May 2020 and was replaced with Robert Edgley, an existing Director, who,
had been acting in the CEO capacity from November 2019. Mr Edgely became
Managing Director on 15 May 2020.
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Share details
ASX Code

SWF

Share price (3-Sep)

$0.795

Market Capitalisation

$156M

Shares on issue

197.65M

Net cash at 30/06/2020
Free float

$5.26M
58.3%

Share performance (12 months)

Upside Case

Business model
SWF generates revenues from trading commissions and fees associated with managing
client money via ETF and other platforms. SWF’s success is contingent on growth in client
cash held on the platform and to increase those clients’ propensity to trade via education
and providing social feedback on popular and widely held positions. Additional services
provided are beginning to attract subscription fees and these (E.g. US market access) may
become an important part of the revenue model. Increased penetration of the Financial
Adviser segment may also drive revenues.

Recent company commentary
The FY2020 result demonstrated a marked acceleration in active traders to 50,000+, and
trading volumes have growth in pace since the COVID-19 pandemic has slowed the physical
economy. In the course of the year active trader numbers increased from 13,856 to 46,445
and trade numbers rose from 164,999 to 659,131. The market decline in March has
increased trading frequency and driven a sharp increase in revenue from FY19 $1.4m to
FY20 $5.5m. SWF exited FY20 with a cash positive quarter and the possibility of being
cashflow positive for FY2021.

SWF is still at an early stage of development relative to similar firms such as Netwealth
(ASX:NWL) and Hub24 (ASX:HUB). These companies are focused on taking market share in
the advice sector by providing more flexible and less conflicted investment platforms to
financial advisers and their clients. SWF also targets advisers dealing in direct equities
through its SelfWealth Adviser Platform but its focus on retail investors, particularly those
new to share markets, differentiates it from these peers. This segment is proving capable of
quick growth.
Historical earnings and ratios
Revenue^
(A$m)
0.09

EBITDA (A$m))

06/18a

Low returns from other asset classes
Rise in numbers of new investors

Downside Case
Markets normalise reducing trading activity
Large brokers reduce trading fees in response
to competition.
Regulation oversight increases

Catalysts/upcoming events
Evidence of continued positive cashflows in Q1
FY21
AGM Commentary (circa 20 November)

Comparable companies (Aust/NZ)
Netwealth (ASX:NWL), HUB24 (ASX:HUB),
Praemium (ASX:PPS), Onevue (ASX:OVH)

Challenging the challengers…?

Year
end
06/17a

Increasing momentum-based trading by retail
investors

EPS c)

(1.99)

NPAT
(A$m)
(3.23)

na

EV/Sales#
(x)
n.a.

0.62

(5.32)

(5.35)

(4.68)

27.7

06/19a

1.39

(3.37)

(3.45)

(2.35)

13.5

06//20a

5.51

(2.67)

(2.78)

(1.55)

15.4

Top 5 shareholders
LGGC Pty Ltd
BNP Paribas Nominees
Anthony Woolley
Andrew Ward (founder)
SBW Holdings Pty Ltd

8.46%
7.74%
5.57%
5.49%
4.64%

Company contacts
Robert Edgley (MD)
shareholders@selfwealth.com.au

RaaS Advisory contacts
Scott Maddock

+61 418 212 625
scott.maddock@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data ^exc interest earned on client trading accounts #Year end prices used

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Telix Pharmaceuticals Ltd
A pipeline of prostate, kidney, brain cancer assets

Biotechnology

Telix Pharmaceuticals (ASX:TLX) owns a portfolio of late stage Molecularly Targeted
Radiation (MTR) products together for prostate, kidney and brain cancer, including a
commercially available and revenue generating imaging agent for prostate cancer
(TLX591-CDx). The company has a three-pronged strategy to generate revenue and
create shareholder value. 1) Advance the commercial opportunities of TLX591-CDx
via a European Marketing Authorisation Application (submitted) and US FDA NDA
(awaiting) to expand the total addressable market of the product. 2) Continue
developing the clinical pipeline across prostate cancer (TLX-591 currently entering
phase 3), Kidney cancer (TLX250-CDx currently in phase 3 & TLX-250 currently in
phase 2) and Brain cancer (TLX101 currently in phase 1), and 3) Continue to invest in
the “extended family” of targeted radiation therapies to cement the company’s
position in the field. TLX has spent $21.9m on R&D activities over the last 12-months
($13.3m 2H19/$8.6m 1H20), with COVID-19 significantly impacting clinical trial
programs over the last 6-months with limited access to hospitals and severe travel
restrictions (hence the lower R&D spend in 1H20). The company had $23.5m net cash
in the bank at June 30 and received an $11.4m R&D incentive in July, providing ~5quarters of cash runway based on the June quarter cash burn.
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Share details
ASX Code

TLX

Share price (3-Sep)

$1.84

Market Capitalisation

$434.2M

Shares on issue

253.94M

Net cash at 30/06/2020
Free float

$23.5M
71.2%

Share performance (12 months)

Business model

Upside Case

TLX is balancing clinical and commercial activity in order to extract full benefit from its
product portfolio. Its prostate imaging product TLX591-CDx is in the early stages of
commercialisation with ~1,900 kits sold over 1HFY20 for cash receipts of $2.1m. Clinical
trials continue with (7) main programs live as at June 2020. In addition to the clinical trials,
R&D is building the company’s pipeline or product family. Over the last 12-months a total
of $21.9m has been invested in R&D programs supporting the above activities. Like most
biotech’s TLX will look to partner on a number of clinical programs to validate the
technology, reduce costs and achieve milestone/royalty payments. With the group
modestly revenue generating at present, funding remains reliant on equity raisings and
government R&D incentives.

Regulatory approvals, particularly in the US
Reimbursement coverage & pricing
Partnering and related milestone payments

Downside Case
Program delays
Clinical trial risks/failure to meet endpoints
Access to funding

Catalysts/upcoming events

Recent company commentary

Q3 and Q4 results (Oct 2020 and Jan 2021)

COVID-19 has severely disrupted clinical studies around the world and TLX has been no
exception. Travel restrictions and hospital access and related disruption to service
providers has paused clinical activities and patient enrolments, however the company
recently announced the recommencement of its clinical activities. Spending has been
reduced where possible and a hiring freeze is in place to preserve cash. The net cash
position at June 30 was $23.5m and the company received an $11.4m R&D incentive in July
which represents 5-quarters of cash runway based on the June quarter cash burn of $6.9m.
The company does not expect to raise capital for the remainder of CY20.

Approvals in Europe and US for TLX591-CX

Comparable companies (Aust/NZ)
Avita Therapeutics (ASX:AVH), Opthea Limited
(ASX:OPT)

Top 5 shareholders
HSBC Custody Nominees (Australia) Ltd 12.79%
Gnosis Verwal Tungsgesellschaft MBH
9.72%
Elk River Holdings Pty Ltd
9.72%
BNP Paribas Noms Pty Ltd
3.99%
JP Morgan Nominees Australia Pty Ltd
2.74%

Few domestic peers with multiple programs & indications
There are few domestic ASX listed peers with a product in commercialisation and multiple
late-stage clinical trials across multiple indications. Comparing biotechs across indications
and technologies is difficult given varying TAM calculations and trial success probabilities.
TLX is taking a US approach to drug development with multiple shots on goal using the
same technology, aided by solid equity funding. Mid-cap biotechs likely to be compared to
TLX include Avita Therapeutics (ASX:AVH) and Opthea Limited(ASX:OPT).

Company contacts
Dr David Cade (IR)
+61 402 464 735
David.cade@telixpharma.com

RaaS Advisory contacts
John Burgess

+61 410 439 723
John.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Historical earnings and ratios
Year
Revenue
end
(A$m)
12/18a
0.20
12//19a

3.48

EBIT Adj.*
(A$m)
(A$m)
-15.7
-31.1

NPAT Adj.*
R&D
(A$m) Rebate.
-13.7
11.9
-26.9

xx.x

EPS
Adj.*(c)
nm

EPS
Rep.
(c)
nm

nm

nm

EV/Sales EV/EBITDA
(x)
(x)
nm
nm
110.0

nm

P/E
(x)
nm
nm

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Urbanise.com Ltd
Management facilitating a solid turnaround

Software & Services

Urbanise (UBN:ASX) is a provider of industry-specific cloud-based SaaS platforms to
strata & facilities managers, with Australia/NZ ~69% of revenue, The Middle
East/North Africa 27% and South Africa 4%. Target customers are strata managers,
Tier 2 Facilities Management Outsourcers and Asset Managers. Urbanise’s software
allows customers to automate manual processes and workflows reducing costs and
improving the transparency and quality of their reporting to clients. Mobile
functionality facilitates the communication between customers and key
stakeholders, further increasing the ‘stickiness’ of the platform. Urbanise provides
facility managers (42% of revenue) with complete work order management system
which enables them to manage multiple assets and contracts from one place. It uses
AI and machine learning and allows for real time reporting and analytics. Urbanise
provides an accounting and compliance system for Strata managers (58% of
revenue). Following the sale of on IoT business in FY18, Urbanise’s business model
has been restructured with a focus on driving recurring licence revenue growth,
reducing its cost base and realising working capital efficiencies. The FY20 results
reveal the progress the company has made with revenue +20% to $9.65m with 81%
recurring revenue, up from 70% in FY18. Working capital as a % of sales was -3%
compared to 13% in FY18 while EBITDA losses continue to narrow. COVID-19 had
minimal impact on revenue over the period, highlighting its defensive nature. The
business finished the year with $4.5m cash on hand and no debt, having raised
$2.5m in December 2019 through an institutional-led placement. Based on the
average quarterly cash burn rate over FY20 UBN has ample medium-term funding.
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Share details
ASX Code

UBN

Share price (3-Sep)

$0.07

Market Capitalisation

$52.1M

Shares on issue

745.2M

Net cash at 30/06/2020

$4.5M

Free float

47.5%

Share performance (12 months)

Upside Case
Grow user base through network effect
Add new functionality to increase both revenue &
product stickiness

Business model

Secure additional referrals partner(s).

UBN derives revenue predominantly from recurring SaaS revenue (81% in FY20) and
customer implementation or “professional” fees (19% of revenue in FY20). For Strata
customers the licence fee is on a “per lot” basis and for Facilities customer on a “per user”
basis. The group has key referrers/contracts with groups such as PICA (Australia’s largest
strata manager) and benefits from the network effects of increasing users through their
ecosystem. A mobile app together with integration to key third party software providers in
the sectors adds to the stickiness of the UBN platform.

Downside Case
Competitive environment pressures sell prices
Referring partners adopt new technology
Fails to secure necessary funding

Catalysts/upcoming events

Recent company commentary

FY21 1H results (Late February 2021)

The FY20 result highlights the progress the company has made on three key fronts since
restructuring. Revenue increased 20% in FY19 to $9.6m with recurring revenue now
estimated at 81% of the total. Working capital was -$0.3m (-3% of sales), a $1m reduction
on FY18 levels (13% of sales) as receivables are better managed. While absolute costs
increased over FY19 the operating cost to sales improved to ~130% against 180% in FY18.

Q1FY21 4C (Late October 2020)

Comparable companies (Aust/NZ)

Trading at a slight premium to niche ASX listed software peers

Top 5 shareholders

PayGroup (ASX:PYG), SkyFii (ASX:SKF),
Connexion Telematics(CXZ:ASX)
Argosy
Bannaby Investments
Australian Ethical Investments
Jencay Capital
Ryder Capital

A quick Google search of “strata management” software or “facilities management”
software reveals a very competitive landscape. While comparison with listed facility/strata
management software companies offshore would be useful it is just as useful to compare
to niche ASX listed small cap SaaS software providers that face similar challenges in terms
of funding, competitive environment and working capital management. Domestically listed
companies such as PayGroup (PYG:ASX), SkyFii (SKF:ASX) and Connexion (CXZ:ASX) come to
mind, with UBN trading at a slight premium to FY20 EV/sales.

31.25%
6.41%
6.00%
5.11%
4.92%

Company contacts
Francoise Dixon (IR)
fdixon@citadelmagnus.com

Historical earnings and ratios

+61(2) 8234 0112

RaaS Advisory contacts

Year
end
06/17a

Revenue
(A$m)
4.7

EBITDA
Adj.* (A$m)
(A$m)
(13.8)

NPAT Adj.*
(A$m)
(13.8)

NPAT Rep. EPS Adj.*(c)
(A$m)
(36.2)
nm

06/18a

5.4

(12.0)

(12.0)

(27.6)

06/19a

8.1

(4.8)

(4.8)

(4.8)

06//20a

9.7

(2.4)

(4.2)

(4.2)

EPS Rep.
(c)
nm

EV/Sales
(x)
10.1

nm

nm

8.8

nm

nm

5.9

nm

nm

4.9

John Burgess

+61 410 439 723
john.burgess@raasgroup.com

Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Visioneering Technologies Inc
Setting its sights on global expansion

Medical devices

Visioneering Technologies is a US-headquartered medical device company which
designs, manufactures, sells and distributes contact lenses. Its flagship product is
the NaturalVue® Multifocal which are daily disposable contact lenses for adults with
presbyopia (age-related loss of near vision), and children with myopia (nearsightedness). The company has grown operations across the United States,
Australia, New Zealand, Europe, Singapore and Hong Kong and has recently
received approval and began sales in Canada. The company listed on the ASX in
March 2017 after raising A$33.3m at $0.42 per CHESS Depository Interests (CDIs).
Visioneering has subsequently raised an additional A$20.5m through placements,
security purchase plans, convertible notes and non-renounceable rights issues. In
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Share details
ASX Code

VTI

CDI price (3-Sep)

$0.025

Market Capitalisation

$24.23M

Shares on issue

906.95M

Net cash at 30/06/2020

US$4.0M

Free float

June, the company raised US$3.9m (A$5m) net of fees in June via a placement

and security purchase plan (SPP) at $0.014 per CDI. The company has reported
that COVID-19 disrupted sales in its main markets but thata recovery is
underway and it has forged a sales and distribution agreement with Oculus
Private Pte for the Singapore and Hong Kong markets.

28.2%

Share performance (12 months)

Business model
VTI sells its products to Eye Care Professionals (ECPs) in the key markets in which it operates.
It also has in place third party sales and distribution agreement for the Singapore and Hong
Kong markets as well as European markets.

Upside Case
Established market position in US, Europe and
Oceania with expansion opportunities in Asia
Gross profit margin leveraged to increased sales

Recent company commentary

Approval to sell into Canada, able to leverage off
US sales infrastructure

Visioneering reported that it had experienced a decline across all key metrics in Q2 FY20 due
to the impact of COVID-19 on its key markets. Cash receipts declined 17% to US$1.0m
compared with the same quarter in FY19 and were down 14% on Q1 FY20. Net revenues
were also reported to have fallen 49% from Q1 FY20 to US$0.7m and were down 42% q-onq. Shipments to ECPs declined 33% to US$0.94m on Q1 FY20. The company noted that sales
in the quarter were generated with only 25% of the sales staff that was fielded prior to the
pandemic. VTI highlighted that April was the low point for the quarter, with shipments down
59% on March. Recovery in shipments was experienced in June to end the quarter down
11%. VTI managed to reduce its operating cash outflow to US$1.8m from US$2.8m in Q1
FY20, largely through payroll reduction. The company’s head count went from 42 to 22 in
the quarter. The COVID-19 impact on its Q2 results has led VTI to report a 12% decline in H1
FY20 net revenue of US$2.0m and a net loss of US$5.17m, compared with US$6.7m a year
ago.

Downside Case
Sales impacted by COVID-19
Further capital likely required, diluting
shareholders
Investment may be needed to rebuild
workforce

Catalysts/upcoming events
Evidence of recovery in shipments in US
Commentary in Q3 FY20 on Canada/Asia
expansion

VTI trades at a premium to its peers

Comparable companies (Aust/NZ)
Anteris Technologies (ASX:AVR), Compumedics
(ASX:CMP), Nova Eye (ASX:EYE), Somnomed
(ASX:SOM)

Visioneering is trading at a 35% premium to the median EV/Revenue generated by the four
medical device peers we have identified: Anteris Technologies (a heart valve medical
device manufacturer), Compumedics (EEG and sleep diagnostic medical devices), Nova Eye
(formerly Ellix Medical Lasers and now focused on ophthalmic treatment technologies and
devices) and Somnomed (oral medical devices for sleep disorders). In terms of market
capitalisation, Anteris most closely aligns with VTI and is trading on a similar EV/Revenue
multiple.

Top 5 shareholders
Thorney Investments
Regal Funds Management Pty Ltd
Paul Cozzi
Charter Life Sciences
Memphis Biomed Ventures II, L.P.

Historical earnings and ratios
Year
end
12/16a

Revenue
(US$m)
0.22
1.05

Gross
Profit
(US$m)
0.05
(A$m)
0.14

EBITDA
Adj.*
(US$m)
(4.02)
(A$m)
(12.70)

12/17a
12/18a
12//19a

NPAT NPAT Rep.
Adj.*
(US$m)
(US$m)
(7.73)
(8.31)

EPS
Adj.*(c)
na

EPS Rep. ^EV/Revenue
(c)
(x)
na
na

(14.10)

(16.98)

(0.09)

(0.11)

59.2

3.29

0.74

(16.02)

(15.91)

(16.73)

(0.07)

(0.08)

5.8

5.72

1.97

(12.59)

(12.65)

(12.62)

(0.04)

(0.04)

2.7

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^y/e prices used

26.97%
8.87%
6.86%
5.26%
1.65%

Company contacts
Dr Stephen Snowdy
(CEO & MD)
ssnowdy@vtivision.com

+1 (844) 884 5367

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Wellness and Beauty Solutions Ltd
Putting on a brave face against COVID headwinds

Consumer discretionary

Wellness and Beauty Solutions operates a suite of owned and licenced wellness,
beauty and lifestyle brands and a network of nine Immersion Clinical Spas around
Australia. The company sells its brands to the professional and retail markets
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Share details

through its subsidiaries, The Giving Brands Company and True SolutIons. The

ASX Code

company has recently announced the acquisition of the Organic Nation
cosmeceutical range for an initial scrip payment of $250k (at $0.007/share), cash
for $120k stock and a remaining payment up to a maximum of $300k if key
performance milestones are met after one year. The Organic Nation range of
anti-ageing skin and body care products is currently sold in more than 100
clinics in Australia and Canada. The company ended FY20 with net debt of
$1.55m which included cash of $1.04m. WNB has strengthened its balance
sheet in FY20 through a $6.0m institutional placement in December 2019 and a
further $1.52m placement/share purchase plan in May 2020. In Q4, the company
also reached agreement with its unlisted convertible note holders to convert
$1.4m in outstanding notes for shares and to extend the term of remaining
notes by 16 months to October 2021. WNB noted sales in July and August were
up strongly on sales for the previous six months.

(2.5)

(2.4)

(4.2)

(11.7)

06/19a

9.9

(5.7)

(7.0)

06//20a

10.3

(5.1)

(8.5)

46.9%

Costs and restructuring focus in H2FY20 have
improved cost base and balance sheet metrics

Downside Case
Likely to need more capital before profitable
COVID-19 continues to delay the re-opening of
the Immersion Clinical Spas
Challenging time for business divestment

Catalysts/upcoming events
Q1 (Oct 2020) and Q2 (Jan 21) quarterly results
and further detail on the contributions from
Organic Nation and sales of MICRO19, JBronze
and ELLE

Comparable companies (Aust/NZ)
Heritage Brands (NSX:HBA), McPhersons
(ASX:MCP)

Top 5 shareholders
TIGA Trading Pty Ltd
Christine Parkes
EGEA Pty Ltd
Geoffrey Pearce
Regal Funds Management

Historical earnings and ratios

14.8

$1.55M

Organic Nation acquisition expands footprint to
North America (Canada)

McPhersons and NSX-listed Heritage Brands are the two closest listed peers in the personal
care space. Both are substantially larger in terms of market cap but can give investors a
sense of the margins and multiples that can be expected of this sector.

06/18a

1.32B

Asian expansion opportunity for MICRO19/ELLE

Larger peers in the personal care space

NPAT Rep. EPS Adj.*(c)

Shares on issue post
raise

Upside Case

WNB reported FY20 revenues of $10.3m, up 3.7% on the previous corresponding period
and a net loss adjusted for one-time items and impairments of $8.5m, compared with a
$7.0m adjusted loss in FY19. The adjusted operating loss for the year was $5.1m, which
was an improvement on FY19. The company’s performance, in particular its Immersion
Clinical Spa network, was severely impacted by both the summer bushfires and the COVID19 pandemic. WNB noted that the immersion clinics posted an EBITDA loss of $1.2m in
FY20 compared with a $0.7m loss in FY10 and took a $2.9m impairment charge in FY20.
Revenues from the company’s Lifestyle Products division were $5.8m in FY20, up from
$1.3m in FY19 with the acquisition of TSA being the main contributor of this growth.

NPAT Adj.*
(A$m)
(0.9)

$8.1M

Share performance (12 months)

Recent company commentary

EBITDA
Adj.* (A$m)
(A$m)
0.8

$0.006

Market Capitalisation

Free float

Wellness and Beauty Solutions operates two divisions – its network of nine Immersion
Clinical Spas around Australia and its Lifestyle Products division under which its two
subsidiaries, True Solutions Australia (TSA) and The Giving Brands Company (GBCo)
operate. Currently the Immersion clinics are closed due to COVID-19. WNB operates a
number of brands including the MICRO19 anti-bacterial hand sanitiser and surface spray
range which generated its first sales ($0.22m) in Q4 FY20 and is available at allied health
services locations and retailers including Chemist Warehouse; ELLE makeup which, with
MICRO19,has been launched into Singapore; and the Jbronze range by Jennifer Hawkins is
available in 800+ Coles supermarkets. WNB has also recently secured a 3-year , $3m
minimum sales contract with CARE Distributors for the supply of MICRO19 to transport and
infrastructure industries..

Revenue
(A$m)
19.6

Share price (3-Sep)

Net debt at 30/06/2020

Business model

Year
end
06/17a

WNB

(0.7)

EPS Rep.
(c)
(2.0)

^EV/Sales
(x)
1.0

(3.3)

(9.3)

1.0

(13.3)

(2.4)

(4.7)

0.8

(11.8)

(1.5)

(2.0)

0.9

13.31%
4.01%
1.96%
1.77%
1.63%

Company contacts
Rebecca Wilson (IR)
rwilson@we-worldwide.com

+61 417 382 391

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^Y/E share price

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Wide Open Agriculture Ltd
Focused on returns for owners and the environment

Agriculture

Wide Open Agriculture Ltd is a regenerative food and agriculture company with a
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focus on ethical meat, oat milk and lupin protein, creating jobs and business
activity in the local community, and sustainable profits for its shareholders. The
company has created a brand, Dirty Clean Food, which sells produce from
Western Australian cattle, sheep, dairy and poultry farmers to retail, meal kit
companies, online and food service in that state. WOA is also developing, with
WA’s Curtin University, the Commonwealth Scientific and Industrial Research
Organisation (CSIRO) and food engineers Process Partners, a plant-based lupin
protein as an alternative to soy and pea in plant-based proteins. The company
is launching the first West Australian, regenerative oat milk in Q4 CY20 and is
conducting a feasibility study to manufacture in WA. WOA raised $5m at IPO in
2018 at $0.20/share and subsequently raised $3m at $0.27/share in June 2020.

Share details
ASX Code

WOA

Share price (3-Sep)

$1.08

Market Capitalisation

$100.7M

Shares on issue

91.7M

Net cash at 30/06/2020

$3.9M

Free float

28.7%

Share performance (12 months)

Business model
Wide Open Agriculture encourages the widespread uptake of regenerative farming
practices through building a vertically integrated food and agriculture company, aligning to
consumer's demand for sustainable food with clear provenance and traceability. The
company has developed a consumer brand, Dirty Clean Food, through which it sells to WA
consumers, meal kit companies and restaurants meat, dairy, poultry and grain products,
predominantly through online, home delivery sales channels. WOA has seen a marked
expansion of sales in the COVID-19 environment following the WA Government’s statewide lockdown that commenced in March 2020 with the online sales absorbing the loss of
sales from the WA food service sector shut down by the pandemic. Longer term, the
company intends to expand it footprint beyond WA. The company has secured a nonpacker meat export licence from the Federal Government’s Dept of Agriculture and Water
Resources which permits WOA to market and distribute meat into eastern Australia and
South East Asia.

Upside Case
Tapping into growing demand for plant-based
foods and beverages
Established relationships with wholesale
customers (restaurants and meal kit services)
Regenerative farming is a leading trend in food
consumption

Downside Case

Recent company commentary
Revenues in FY20 have reached almost $1.45m, a five-fold increase on FY19, with
demonstrable growth every quarter on quarter, with 40% of FY20 revenues generated in Q4.
Q4 sales saw a 49% increase over Q3 sales to $0.57m, following a 175% jump in online sales
to $0.23m. Gross profit for the year was $0.27m versus $0.012m in FY19. Total income for
the year was $1.9m, versus $0.31m a year ago. The 49% increase in sales in Q4 FY20 over Q3
FY20 to $0.572m following a 175% increase in online retail sales to $0.23m. WOA posted a
net loss, excluding one-time items and impairments of $1.24m, compared with $1.62m a
year ago. The company ended the year with net cash of $3.9m, having topped up with a $3m
raise in June 2020.
We have identified Clean Seas Seafood, Nuchev and Murray Cod Australia as the most
closely aligned Australian peers in terms of market size and focus on sustainability. WOA’s
recent share price strength has the company trading at a substantial premium to these
peers, on an EV/Revenue basis (50x FY20 revenues), reflecting its earlier stage in its
lifecycle and the demonstrated rapid sales growth that the company has achieved over the
past 12 months.
Historical earnings and ratios (In A$m unless otherwise stated)
Revenue
(A$m)
0.07

Sales
revenue
0.03(

Gross
Profit
(A$m)
(0.02)

06/18a

0.55

0.03

06/19a

0.31

06//20a

1.90

Currently sales are confined to WA
High end product lines which may struggle
In an economic downturn

Catalyst
Demonstrated commercial success with lupin
Protein and oat milk manufacturing plant

Comparable companies (Aust/NZ)

Trading at a premium to food and agricultural peers

Year
end
06/17a

Early stage and potentially will need additional
cash

NPAT
Adj.*
(A$m)
(0.90)

NPAT
Rep.
(0.90)

EPS
Adj.*(c)
na

(0.03)

EBITDA
Adj.*
(A$m)
(0.83)
(A$m)
(1.12)

EPS EV/Sales^
Rep.
(x)
(c)
na
na

(1.30)

(1.30)

na

na

na

0.05

0.01

(1.48)

(1.62)

(2.08)

(2.30)

(2.95)

17.1

1.47

0.27

(1.20)

(1.24)

(1.86)

(1.71)

(2.56)

15.2

Clean Seas Seafood (ASX:CSS), Murray Cod
Australia (ASX:MCA), Nuchev (ASX:NUC)

Top 5 shareholders
Fanja Pon
Commonland Foundation
Anthony Maslin (NEC)
Dr Ben Cole (CEO/MD)
Stuart McAlpine (NED)

18.21%
17.59%
11.46%
11.09%
2.93%

Company contacts
Dr Ben Cole (CEO)
+61 415 387 270
ben@wideopenagriculture.com.au

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA & NPAT adj for one-time, non-cash items ^year end price
used

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Whispir Ltd
How do you communicate?

Software and Services

Founded in 2001, WSP raised $47m to list on the ASX with an IPO market
capitalisation of $163m. The company’s communications workflow platform
automates communications between businesses, customers, and other
stakeholders. WSP allows consistent management of diverse delivery methods from
a central contact or CRM source. The platform is provided as a SaaS offering with
little to no coding necessary to enable process automation and standardisation. On
listing WSP had more than 500 customers but this has grown to 630 just over a year
later. The customer base operates in 60 countries which WSP services from three
geographic regions and 150+ staff. WSP exceeded Prospectus forecasts in FY20,
delivering revenue of $39m versus forecast of $36.7m. Society’s move to digitallyenabled work has accelerated in 2020 and WSP has been and is a clear beneficiary.
Whispir has a large and fast-growing global market opportunity which can be
addressed through both product innovation and its global and regional distribution
channel partners.
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Share details
ASX Code

WSP

Share price (3-Sep)

$4.21

Market Capitalisation

$436.3M

Shares on issue

103.9M

Net cash at 30/06/2020

$12.4M

Free float

28.8%

Share performance (12 months)

Business model
Whispir has a SaaS business model with a basic software subscription charge, additional
fees for optional capabilities, support charges and transactional charges for actual platform
usage. The company aims to increase use of the platform by existing customers, add new
customers and move into new regions – Asia and North America are the focus areas. WSP
continues to invest in product development in areas such as Internet of Things (IoT),
Artificial Intelligence (AI) and data analytics. Product distribution is enabled via channel
partners which use the WSP platform as a component in a toolbox of customer solutions.
The partners, including IBM, Telstra, Nexmo and StarHub, provided 72% of revenue
generated between FY18 and FY20.

Upside Case
Global addressable market growing at 35%
Accelerated move to digital communications
solutions
Focus on new Asian and North American
customers

Downside Case

Recent company commentary

External cyber-attack on the Platform

The FY20 result highlighted the speed of digital transformation in global work practices in
2020, delivering record customer growth, stronger than expected booked revenue,
annualised recurring revenue up 34% y-o-y to $42m, strong customer revenue retention
via increased use, and reduced churn (actual 7% vs 11% forecast). Adding new solutions to
the offer has increased existing customer spend on the WSP platform. Gross margin was
maintained at 62%+ and the EBITDA loss was reduced 48% to $7.3m. The company’s
customer retention rate in FY20 was 124.1%, ahead of its prospectus forecast of 121.5%. It
ended the year with 630 customers, including 72 new net customers in the last quarter.
Whispir forecasts 21-30% growth in revenue in FY21 to a range of $47.5m to $51m, driving
a smaller FY21 EBITDA loss of between $4.8 and $6.2m. The company has forecast year
end ARR of $51.1m and $53.3m in FY21. Whispir finished FY20 with $15m of cash.

Reduced management focus due to large
ambitions
Increased platform complexity with scale

Catalysts/upcoming events
AGM 19th November 2020
FY21 Interim results February 2021

Comparable companies (Aust/NZ)
Elmo Software (ASX:ELO), Livetiles (ASX:LVT),
TechnologyOne (ASX:TNE), Audinate (ASX:AD8)

Top 5 shareholders

Trading below peers

Jeromy Wells (CEO)
Gobleg P/L
Shane Chesson
Telstra Ventures Fund II, LP
Metra Digital Investama PT

Whispir is well advanced in addressing the product opportunity on a global scale as are
several domestic peers. Competition comes from products which overlap but do not match
Whispir’s offer. The company is trading on 6.0x EV/revenues which puts it at the lower end
of its comparable peers.

14.79%
9.22%
8.52%
7.44%
6.14%

Company contacts
Historical earnings and ratios
Year
end
06/17a

Revenue
(A$m)
21.5

Gross
Profit
14.8

EBITDA NPAT Adj.* NPAT Rep.
Adj.*
(A$m)
(A$m)
(11.3)
(12.8)
(12.8)
(A$m)
(8.7)
(16.9)
(16.9)

06/18a

27.8

17.6

06/19a

31.1

19.7

(11.0)

(15.3)

06//20a

39.1

24.4

(7.3)

(9.6)

EPS
Adj.*(c)
n.a.

EPS Rep.
(c)
n.a.

EV/Sales^
(x)
n.a.

n.a.

n.a.

n.a.

(15.3)

(45.68)

(45.96)

2.3

(9.8)

(9.5)

(9.9)

6.0

Adrian Mulcahy (IR)
ir@whispir.com

+61 438 630 422

RaaS Advisory contacts
Scott Maddock

Finola Burke

+61 418 212 625
scott.maddock@raasgroup.com
+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^Y/E prices used

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

XTEK Ltd
Benefitting from growth in global defence budgets

Aerospace & Defence

XTEK manufactures, and is commercialising, a range of proprietary products for use
in the military, law enforcement, aerospace and commercial sectors. The company is
a supplier of small unmanned aerial systems (SUAS) to the Australian Defence
Forces and is advancing the commercialisation of its XTclaveTM ballistics solutions
range of body armour and helmets. It also owns XTatlasTM, real time contextual video,
which can be interfaced with existing SUAS systems. XTEK commenced FY20 with a
transformative acquisition of profitable US body armour and personal protective
equipment manufacturer, HighCom Armor Solutions Inc, for A$3.6m in cash and
shares. HighCom gave the company a manufacturing base in the US, complementary
technology and access to its network including US military and defence which has
accelerated sales of the XTclaveTM range in that market. XTEK has announced FY20
revenues of $42.7m, an increase of 13% on pcp and gross profit of $9m, up 32.5% on
the prior year. In August, the company raised $9.2m at $0.69/share in a share
placement and has just completed an oversubscribed share purchase plan (SPP) to
raise to $2.9m additional, exceeding the original $2m targey. The proceeds from the
Placement and the SPP will be used to execute XTEK’s international ballistic strategy
and commercialisation, including increasing XTclaveTM manufacturing capability in
the US which will double its revenue capacity in that market.
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Share details
ASX Code

XTE

Share price (3-Sep)

$0.695

Market Capitalisation

$66.5M

Shares on issue post
SPP

57.4M

Net cash at 30/06/2020

$3.1M

Free float

48.4%

Share performance (12 months)

Business model
To date, XTEK has generated most of its revenue from the sale of third party and
proprietary small unmanned aerial systems (SUAS) to Australian Defence Force contracts
and other defence agencies on the Australasian region. The company generated around
$8m from its long term SUAS repair and maintenance contract with the ADF in FY20 and
recently secured an additional contract to deliver more SUAS units in FY21. The company
also earns ongoing revenue for repair and maintenance which it undertakes at its facility in
Canberra. XTEK’s key support services consist of providing spare parts, training,
maintenance, and repairs including installation of spare parts, electronics and composite
materials of the SUAS itself. XTEK’s ADF SUAS support contract runs until 2022, with
multiple options to extend through to 2025. In early CY2020, XTEK secured its first order
for its XTclaveTM manufactured ballistic armour plates from Tote Systems Australia to be
used by an Australian Specialist Law Enforcement unit. The Finnish Defence Forces have
subsequently ordered $2m in XTclaveTM’s light weight manufactured ballistic plates.

Recent company commentary

0.2

EV/Sales EV/EBITDA
(x)
(x)
4.0
nm

P/E
(x)
nm

06/18a

17.3

4.7

-0.30

0.14

0.4

2.3

nm

nm

06/19a

37.8

6.8

0.48

0.17

0.4

1.1

25.2

nm

06//20a

42.7

8.6

0.83

0.30

0.6

0.9

45.8

nm

Source: Company data

Downside Case
Long lead times on defence contract decisions
Contracts tend to be lumpy
Shareholders may not get the upside if an
early takeover emerges

Comparable companies (Aust/NZ)

Historical earnings and ratios
EPS (c)

HighCom has delivered immediate market
position in the US

Confirmation of sales contracts and growth

We have chosen four peers, Droneshield, Orbital Engine Corporation, PTB Group and
Quickstep Holdings, of a similar market size in the aerospace and defence category. These
peers are trading on a median EV/revenue multiple of 3.0x which is substantially above the
1.0x EV/revenue multiple that XTE trades on. Of these peers, only Quickstep Holdings has
delivered revenue growth of a similar trajectory to XTEK.

NPAT
(A$m)
0.06

Leveraged to global defence spending which is
not impacted by economic downturns

Additional significant contracts in the US

At a significant discount to its aerospace and defence peers

Gross Profit EBITDA
(A$m) (A$m)
(A$m)
3.4 (A$m)
-0.39

A long-term supplier to the Australian Defence
Forces

Catalysts/upcoming events

XTEK has reported FY20 revenues of $42.7m, an increase of 13% on the previous
corresponding period, gross profit of $8.6m and EBITDA of $0.8m, a 2.5-fold increase on
FY19. NPAT for FY20 was $0.3m up from $0.17m the year before. XTEK noted that it was
strongly confident that FY21 revenues would exceed $30m, underpinned by US ballistic
sales, the Finnish defence ballistics order, ongoing SUAS support and parts to the ADF.

Year
Revenue
end
(A$m)
06/17a
9.0

Upside Case

Droneshield (ASX:DRO), Orbital Engine
Corporation (ASX:OEC), PTB Group (ASX:PTB),
Quickstep Holdings (ASX:QHL)

Top 5 shareholders (pre SPP)
Uwe Daniel Boettcher (Chairman)
HighCom Global Security Inc
CS Third Nominees
Wendy Wing Lin Lo
Washington H Soul Pattinson

6.57%
6.03%
4.04%
3.81%
3.71%

Company contacts
Philippe Odouard
(Managing Director)
philippe@xtek.net

+61 2 6163 5537

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

This report should be read in conjunction with the disclaimers and Financial Services Guide at the end of the document.

Zelira Therapeutics Ltd
Delivering relief from insomnia, pain and autism

Biotech and Medical Research

Zelira Therapeutics is a therapeutic medical cannabis company focused on
developing branded medicinal products derived from cannabinoids for the treatment
of several medical conditions including insomnia, chronic non-cancer pain and
autism spectrum disorder. In October 2019, the company, then called Zelda
Therapeutics, announced a merger with privately held, US-based Ilera Therapeutics,
giving the company direct access to the US and delivering revenues from Ilera’s
proprietary cannabis formulations under the HOPETM brand. The Australian company
delivered access to the Australian, German and UK markets for the HOPE brand. The
company has recently completed an oversubscribed $8.75m share placement to
domestic and US institutions and sophisticated investors at $0.05/share. Zelira plans
to use the proceeds to accelerate the launch of five products into global markets in
CY20.
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Share details
ASX Code

ZLD

Share price (3-Sep)

$0.06

Market Capitalisation

$67.3M

Shares on issue post raise

1,141M

Net cash post raise

~$10M

Free float

52.2%

Share performance (12 months)

Business model
The HOPETM brand has two proprietary formulations, HOPETM 1 & 2 for autism sufferers,
that are generating revenues in Pennsylvania in the US and have been recently licensed in
Louisiana with the company expecting other states in the US to follow. Under its licencing
deals, Zelira receives an up-front payment and ongoing royalties. Zelira has also developed
ZenivolTM, a cannabinoid-based medicine for the treatment of chronic insomnia which has
recently successfully completed a Phase 2a clinical trial. The company has flagged plans to
launch at least five products into new markets over the next 12 months, including HOPE TM
and ZenivolTM which Zelira has slated as on track for launch in Q3 CY20. In May, Zelira
entered into a three-year exclusive agreement with Tasmanian Alkaloids (TasAlk) to supply
ZenivolTM and HOPETM to markets in the Asia-Pacific. The company has also entered into a
non-binding heads of agreement with Melbourne-based medicinal cannabis company
Levin Growing to develop a novel cannabinoid-based treatment for sports related chronic
pain. Levin will fund the trial which is expected to commence in 2020. The company also
works closely with universities and research institutes including Perth’s Curtin University,
the Telethon Kids Institute in Perth, University of Western Australia, St Vincent’s Hospital in
Melbourne and the Children’s Hospital of Philadelphia in the US.

Upside Case
Strong tertiary relationships with WA and US
universities
Launch of new products should deliver revenues
Branded presence in US, Australia and UK

Downside Case
Crowded investment market for cannabis
stocks
Highly regulated sector
Path to revenues delayed

Catalysts/upcoming events

Recent company commentary

Successful launch of products into new markets

Zelira reported a 34% lift in FY20 revenues to $1.03m and a net loss of $7.0m, a 97%
increase on the loss posted in FY19. Net cash outflow from operating activities for the year
was $6.94m not inclusive of the $1.03m received from the R&D rebate. Post balance date,
the company completed an oversubscribed $8.75m share placement (before costs) at
$0.05/share to Australian and US institutions and sophisticated investors. Post raise, the
company has a net cash position of ~$10m, which based on the June quarter cash burn,
should be sufficient to sustain the company for at least five quarters.

Comparable companies (Aust/NZ)

Trading in line with its peers

Top 5 shareholders *founders

Australian investors are spoiled for choice for investment in cannabinoid stocks and we
have listed eight that are similar in market capitalisation and stage to Zelira. At the current
EV/Sales multiple, Zelira is trading in line with its peers.
Historical earnings and ratios

Interim results FY21

Althea Group (ASX:AGH), Auscann (ASX:AC8)
Botanix Pharma (ASX:BOT), Cann Group (ASX:CAN),
Incannex Healthcare (ASX:IHL), Little Green
Pharma (ASX:LGP), MGC Pharmaceutical
(ASX:MXC), The Global Group (ASX:THC)
Sunset Capital Mgmt (Jason Peterson*) 6.53%
Gemelli Family (Harry Karelis*)
4.34%
Mara Gordon*
3.86%
Stewart Washer (former director)
3.08%
Merchant Funds Management Pty Ltd
1.54%

Company contacts

Year
end
06/17a

Revenue
(A$m)
0.10

EBITDA
Adj.* (A$m)
(A$m)
(1.57)

NPAT Adj.*
(A$m)
(1.57)

NPAT Rep. EPS Adj.*(c)
(6.16)

06/18a

0.96

(1.69)

(1.69)

(1.73)

06/19a

0.77

(2.92)

(2.92)

(3.57)

06//20a

1.03

(6.09)

(6.37)

(7.02)

(0.32)

EPS Rep.
(c)
(1.24)

^EV/Sales
(x)
479.7

(0.22)

(0.22)

64.9

(0.39)

(0.47)

35.3

(0.75)

(0.83)

48.9

Dr Richard Hopkins
(MD&CEO, ex USA)
rhopkins@zeliratx.com

+61 405 656 868

RaaS Advisory contacts
Finola Burke

+61 414 354 712
finola.burke@raasgroup.com

Source: Company data *EBITDA and NPAT adj for one-time, non-cash items ^Year end prices

This report should be read in conjunction with the disclaimers and Financial Services Guide on pages 2-4.

FINANCIAL SERVICES GUIDE

RaaS Advisory Pty Ltd
ABN 99 614 783 363
Corporate Authorised Representative, number 1248415

of

BR SECURITIES AUSTRALIA PTY LTD
ABN 92 168 734 530
AFSL 456663

Effective Date: 26th November 2018
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About Us
BR Securities Australia Pty Ltd (BR) is the holder of Australian Financial Services License (“AFSL”) number
456663. RaaS Advisory Pty Ltd (RaaS) is an Authorised Representative (number 1248415) of BR.
This Financial Service Guide (FSG) is designed to assist you in deciding whether to use RaaS’s services and
includes such things as
who we are
our services
how we transact with you
how we are paid, and
complaint processes
Contact Details, BR and RaaS
BR Head Office: Level 14, 344 Queen Street, Brisbane, QLD, 4000
RaaS. 20 Halls Road Arcadia, NSW 2159
P: +61 414 354712
E: finola.burke@raasgroup.com
RaaS is the entity providing the authorised AFSL services to you as a retail or wholesale client.
What Financial Services are we authorised to provide? RaaS is
authorised to
provide general advice to retail and wholesale clients in relation to
Securities
deal on behalf of retail and wholesale clients in relation to
Securities
The distribution of this FSG by RaaS is authorized by BR.
Our general advice service
Please note that any advice given by RaaS is general advice, as the information or advice given will not take
into account your particular objectives, financial situation or needs. You should, before acting on the advice,
consider the appropriateness of the advice, having regard to your objectives, financial situation and needs. If
our advice relates to the acquisition, or possible acquisition, of a particular financial product you should read any
relevant Prospectus, Product Disclosure Statement or like instrument. As we only provide general advice we
will not be providing a Statement of Advice. We will provide you with recommendations on securities
Our dealing service
RaaS can arrange for you to invest in securities issued under a prospectus by firstly sending you the offer
document and then assisting you fill out the application from if needed.
How are we paid?
RaaS earns fees for producing research reports. Sometimes these fees are from companies for producing
research reports and/or a financial model. When the fee is derived from a company, this is clearly highlighted on
the front page of the report and in the disclaimers and disclosures section of the report.
We may also receive a fee for our dealing service, from the company issuing the securities.
Associations and Relationships
BR, RaaS, its directors and related parties have no associations or relationships with any product issuers other
than when advising retail clients to invest in managed funds when the managers of these funds may also be
clients of BR. RaaS’s representatives may from time to time deal in or otherwise have a financial interest in
financial products recommended to you but any material ownership will be disclosed to you when relevant
advice is provided.
Complaints
If you have a complaint about our service you should contact your representative and tell them about your
complaint. The representative will follow BR’s internal dispute resolution policy, which includes sending you a
copy of the policy when required to. If you aren’t satisfied with an outcome, you may contact AFCA, see below.
BR is a member of the Australian Financial Complaints Authority (AFCA). AFCA provide fair and independent
financial services complaint resolution that is free to consumers.
Website: www.afca.org.au; Email: info@afca.org.au; Telephone: 1800931678 (free call)
In writing to: Australian Financial Complaints Authority, GPO Box 3, Melbourne, VIC, 3001.
Professional Indemnity Insurance
BR has in place Professional Indemnity Insurance which satisfies the requirements for compensation under
s912B of the Corporations Act and that covers our authorized representatives.
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DISCLAIMERS and DISCLOSURES
This report has been prepared and issued by RaaS Advisory Pty Ltd. This research is issued in Australia by RaaS Advisory and any
access to it should be read in conjunction with the Financial Services Guide on the preceding two pages. All information used in the
publication of this report has been compiled from publicly available sources that are believed to be reliable. Opinions contained in this
report represent those of the principals of RaaS Advisory at the time of publication. RaaS Advisory provides this financial advice as an
honest and reasonable opinion held at a point in time about an investment’s risk profile and merit and the information is provided by the
RaaS Advisory in good faith. The views of the adviser(s) do not necessarily reflect the views of the AFS Licensee. RaaS Advisory has
no obligation to update the opinion unless RaaS Advisory is currently contracted to provide such an updated opinion. RaaS Advisory
does not warrant the accuracy of any information it sources from others. All statements as to future matters are not guaranteed to be
accurate and any statements as to past performance do not represent future performance. RaaS Advisory’s principals, employees and
associates may hold shares in companies that are covered and, if so, this will be clearly stated on the front page of each report.
Assessment of risk can be subjective. Portfolios of equity investments need to be well diversified and the risk appropriate for the
investor. Equity investments in listed or unlisted companies yet to achieve a profit or with an equity value less than $50 million should
collectively be a small component of a balanced portfolio, with smaller individual investment sizes than otherwise. Investors are
responsible for their own investment decisions, unless a contract stipulates otherwise. RaaS Advisory does not stand behind the
capital value or performance of any investment. Subject to any terms implied by law and which cannot be excluded, RaaS Advisory
shall not be liable for any errors, omissions, defects or misrepresentations in the information (including by reasons of negligence,
negligent misstatement or otherwise) or for any loss or damage (whether direct or indirect) suffered by persons who use or rely on the
information. If any law prohibits the exclusion of such liability, RaaS Advisory limits its liability to the re-supply of the Information,
provided that such limitation is permitted by law and is fair and reasonable. Copyright 2020 RaaS Advisory Pty Ltd (A.B.N. 99 614 783
363). All rights reserved.
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