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• Highlights

• Financial Review, David Wilson CFO

• Product Strategy, Tom Caldwell CTO

• Growth Strategy

• Key Executive Incentive Scheme

• Agenda Items



• ARR growth - up 5.4% (on a constant currency 
basis)

• Major wins

• Major fuel retailer in SE Asia

• Dover Fueling Solutions global reseller 
agreement

• Increased our Urgent footprint in North 
American market

• Significant order with a leading Canadian 
wireless internet service provider (WISP)

• Foundations for growth 

• Building our team

• Leveraging our products

• Repositioning valuation - delisted from the 
ASX 





Annualised Recurring 
Revenue (ARR) is our 
primary metric for tracking 
growth

Both ARR and recognised 
revenue were impacted by 
a 10.1% and 3.9% 
depreciation in USD and 
GBP currencies.



Key Metrics
Total Revenue $10.13m $10.63m -4.7% Lower professional services & currency 

COGS $2.39m $2.60m -8.1% Efficiency gains in support

Gross Profit $7.74m $8.03m -3.6%

Gross Margin 76.4% 75.5% +0.9%

Sales & Marketing $2.45m $2.40m +2.4% New S&M staff appointments

Product Development $3.20m $3.06m +8.1% Accelerated product improvements

General & Admin $2.18m $2.13m +2.6%

EBITDA $0.50m $1.24m -59.3%



Balance Sheet
Major movement in Cash due to:

Change in invoicing cycle also reflected in a reduction in unearned income.

FY20 $4.47m

Annual invoicing cycles converted to quarterly ($1.64)m

UK VAT deferred from FY20 ($0.17)m UK Covid concession

Other ($0.07)m

FY21 $2.59m





• Refined product strategy to enable 20% ARR growth 
target

• Core capability remains focused on business-critical 
asset monitoring, maintenance, analysis, and 
optimization

• Leveraged core technologies to solve specific 
customer problems to expand market reach

• Attained several new customers & launched market 
initiatives that underpin our growth strategy
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20% ARR Growth

Current Businesses

Urgent Enterprise
Statseeker Enterprise
Global Scale
High Quality

Engineering Excellence

New Head of Engineering
New Head of Product Marketing
Reorganized Product Management
Industry Best Practices
Customer Intimacy

Extend Products in
High Growth Markets

EV Chargers
5G Wireless ISPs
Airport Scanners
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Fuel Retail C-Stores
Airport 

Scanners

Dover 
Fueling 

Solutions

EV 
Charging

5G 
Wireless

In Store 
Monitoring





• Targeting continued ARR growth 
in line with our goal of 20%+ 
growth by 2023

• Digital campaigns delivering 
consistent leads, pipeline the 
best it has been

• DFS reseller agreement 
expected to support our growth 
targets

• Leveraging our current 
products, developing new 
modules & solutions 

• Growing the capability of our 
team



• Lead generation via digital 
marketing 

• Pipeline is the best it has been
• Q1 has seen an increase in ARR 

and customer numbers
• ARR growth expectations approx. 

5-10% pa

• Highly configurable, cloud-based, SaaS solution
• Investing in our mobile app and asset data 

management capability: on site asset 
identification, asset data collection, geolocation, 
asset and site surveys

• Lead generation is primarily through trade 
shows, ABM & digital marketing

• ARR growth expectations approx. 5-10% pa



• Developed stand-alone asset management  
and compliance management modules 

• Sold under an exclusive global reseller 
agreement as DFS Asset Manager and DFS 
Compliance Manager to extend the DFS DX 
connected solution platform ecosystem 

• Official market launch was September 29 
virtual, then live at the NACS Show October 
2021.

• Comprehensive go-to-market strategy 
developed 

• We expect this partnership to become a 
significant revenue stream in the upcoming 
years.



• The EV charging maintenance module 
will use the Urgent asset module and 
work order module to provide a pre-
configured solution for EV charging 
operators globally

• Ongoing discussions with customers, 
partners, manufacturers & service 
providers

• Once we can successfully deploy this 
solution it will open a whole new 
emerging market with Petro retailers 
and Energy companies

• We consider this a significant market 
opportunity with our product, 
relationships, and the work we have 
been doing with asset monitoring 
putting us in a strong position



• Compliance management module 

includes industry and region-specific 

compliance guidelines 

• WISP CPE device monitoring initial 

contract and potential to be marketed 

globally

• In-store asset monitoring 

opportunity with possible application 

in all large format chain retailers 



Steve Brady, Global 
Head of Sales

Len Dorfman, Head 
of Product 
Marketing

Nathan Noall, Head 
of Engineering

Karim Alvizo, 
Marketing 
Operations 

Swathi 
Nandanavanam, QA 

Engineer

Ricardo Batista, 
Technical Support 

Engineer

Rajesh James, 
Software Developer

Luke Young, 
Customer Success 

Manager



• To ensure alignment between the company and shareholder objectives.

• Minimum return to Shareholders has been set at 10 cents per share

• Key executives and directors are only rewarded when there is an exit for all shareholders, and 
only at a value greater than 10 cents per share

• If an exit event occurs at greater than 10 cents per share, 20% of the exit amount after deduction 
of the Minimum Shareholder Return, is set aside as the Incentive Pool

• Under the rules of the KEIS, 90% of the Incentive Pool is set aside for key executives, with 10% set 
aside for directors. 

• Allocations have been made to myself as CEO, Thomas Caldwell, our CTO, and David Wilson, our 
CFO, with approx. half of the pool available for further team members.


















