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Chairman’s Address to Annual General Meeting 

I am pleased to be able to reconfirm MSL’s status as a leading provider of solutions that enhance 
the income generation potential of organizations based in the Sports, Hospitality, Entertainment 
and Stadium sectors. Our current, market penetration covers Asia Pacific, Europe, the Middle East 
and across the Americas, and of course Australia. 
 
The company has continued to deliver on its committed growth strategy with a compound annual 
revenue growth of 57% over the last three years, with organic growth over this period being 
between 15% and 20% annually. 
 
In 2018 MSL grew its top line by 44%; 20% organically and 24% through strategic acquisitions with 
off shore revenue contributing 50% of the Group’s total revenue. 
 
There can be no bottom line without a top line and we have been able to generate an NPATA in line 
with expectations coupled with positive operating cash flows. 
 
We have as a Board presided over and approved a compelling growth strategy to be implemented 
over the coming four years. This strategy supports significant short, and long-term reinvesting in 
our world leading software and this will impact on our NPATA growth for FY19. However, this short-
term impact underwrites the scale and speed of our growth for the next four years. 
 
The business is organically moving itself more into a SAAS business model, (we already derive 47% 
of our total revenue in this way) and our strategic growth initiatives will be made in support of 
continuing to move the business in this direction. 
 
In short, our focus is growing NPATA delivered from a growing SAAS income. 
 
This strategy is well understood by our executive team and while it has interesting and Capital 
implications it is, we believe, the overriding legacy that will underwrite the long-term success of this 
business. 
 
Our current growth initiatives are focussed on the UAE, specifically on the Dubai emerging 
opportunities and we have restructured our presence there to tap these; Retirement Villages are a 
large untapped market awaiting us and the World of Golf Handicapping initiative which we are well 
poised to participate in. Certainly, Craig will have more to say on these in his presentation. 
 
I would like to think we are at the end of the beginning of our journey, this is a sound, profitable, 
quite unique business with enormous growth potential and we are all excited to be a part of where 
this journey will take us. 
 
Let’s now hear from the person who will take us there. Over to you Craig. 
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MODULAR SaaS PLATFORM 
Transforming the Sport, Leisure & 
Hospitality Industry

ANNUAL GENERAL MEETING
November 2018

(ASX: MPW)
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This document is issued by MSL Solutions Limited, (“MSL Solutions”) to provide summary information about MSL Solutions and its associated entities and their activities current as at the date of this document. The
information contained in this document is of general background and does not purport to be complete. It is intended only for those persons to whom it is delivered personally by or on behalf of MSL Solutions. By
attending this presentation, you represent and warrant that (i) if you are in Australia, you are a person to whom an offer of securities may be made without a disclosure document (as defined in the Corporations Act
2001 (Cth) (“Corporations Act”)) on the basis that you are exempt from the disclosure requirements of Part 6D.2 in accordance with Section 708(8) or 708(11) of the Corporations Act; (ii) if you are in the United
States, you are a qualified institutional buyer (as defined under Rule 144A under the U.S. Securities Act; (iii) if you are outside Australia and the United States, you are a person to whom an offer and issue of securities
can be made outside Australia without registration, lodgement or approval of a formal disclosure document or other filing in accordance with the laws of that foreign jurisdiction. If you are not such a person, you are
not entitled to attend this presentation. Please return this document and any copies and do not provide this document to any other person.

This document is not, and should not be considered as, an offer or an invitation to acquire securities in MSL Solutions or any other financial products and neither this document nor any of its contents will form the
basis of any contract or commitment. This document is not a prospectus and does not contain all of the information which would be required to be disclosed in a prospectus.

In particular, this document does not constitute an offer to sell, or a solicitation of an offer to buy, securities in the United States. Securities may not be offered or sold in the United States unless the securities have
been registered under the US Securities Act of 1933 or an exemption from registration is available.

Neither MSL Solutions nor any of its officers, employees, related bodies corporate, affiliates, agents or advisers guarantees or makes any representations or warranties, express or implied, as to, or takes
responsibility for, the accuracy or reliability of the information contained in this document. MSL Solutions does not represent or warrant that this document is complete or that it contains all material information
about MSL Solutions or which a prospective investor or purchaser may require in evaluating a possible investment in MSL Solutions or acquisition of MSL Solutions shares. Nothing contained in this document nor any
information made available to you is, or shall be relied upon as, a promise, representation, warranty or guarantee, whether as to the past, present or the future. MSL Solutions has not carried out due diligence
investigations in connection with the preparation of this document. You must conduct your own independent investigations and enquiries as you deem fit. The information set out in this document does not
constitute or purport to be a recommendation by MSL Solutions, its officers, employees, agents or advisers and has been prepared without taking into account the objectives, financial situation or needs of
individuals. The information in this document does not constitute financial product advice (nor investment, taxation or legal advice).

To the maximum extent permitted by law, MSL Solutions and its related bodies corporate and each of their respective directors, employees, officers, affiliates, agents and advisers expressly disclaim any and all
liability (including without limitation for negligence) for representations or warranties or in relation to the accuracy or completeness of the information, statements, opinions or matters, express or implied, contained
in, arising out of or derived from, or for omissions from, this document including, without limitation, any historical financial information, any estimates or projections and any other financial information derived
therefrom. In particular, this document does not constitute, and shall not be relied upon as, a promise, representation, warranty or guarantee as to the past, present or the future performance of MSL Solutions.

This document contains certain forward-looking statements and opinion which are provided as a general guide only and should not be relied on as an indication or guarantee of future performance and involve
known and unknown risks, uncertainties and other factors, many of which are outside the control of MSL Solutions. Past performance is not necessarily a guide to future performance and no representation or
warranty is made as to the likelihood of achievement or reasonableness of any forward looking statements or other forecast.

Information in this document (“Confidential Information”) is confidential and by accepting the invitation and attending this presentation you agree to keep this information confidential and not to disclose it to
anyone within your organisation except on a need-to-know basis and subject to these restrictions, or to anyone outside your organisation. You must not copy, use, publish, record or reproduce the Confidential
Information or directly or indirectly disclose t to any person without the prior written consent of MSL Solutions, which may be withheld in its absolute discretion.

All figures in this document are in Australian dollars (AUD) unless stated otherwise.
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INTRODUCING THE CHAIRMAN AND MANAGING DIRECTOR/CEO

John Down
Chairman

Craig Kinross
Managing Director & CEO
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2400+ Clients | 7 Offices | 150 Employees

VISION STATEMENT…

MSL SNAPSHOT
Leading modular SaaS platform to the Sport, Leisure & Hospitality industry
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• Revenue represents recurring 
annual support contracts and 
SaaS subscription annual fees 
from the MSL customer base.

• Compound Annual Growth 
Rate FY16-FY18 is 57%, 
reflecting successful customer 
growth strategies for MSL 
MPower Platform meeting the 
market needs.

• Accelerating growth into a 
large global niche market that 
is highly fragmented.

STRATEGIC 
ACQUISITIONS

SALES 
EXPANSION

Today

ACCELERATED 
GROWTH

CONSOLIDATION 
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2005 2015 2016 2017 2018 2019 2020

MSL is 
incorporated

Acquires 
iseekgolf Pty 

Ltd

Acquires 
Palient (Marina 
Management 

System)

Acquires Micropower 
Pty Ltd (Full Venue 
Enterprise System)

Acquires Arta 
I.P, as basis for 
Zuuse Pty Ltd

Acquires 
GolfLink

Partners Pty Ltd

PGA Australia 
appoints MSL 

Strategic

Deconsolidation 
of Zuuse

Acquires 
Marketown

Media Pty Ltd 
(Mpower Media 

Network)

Acquires 
InfoGenesis 

Pty Ltd

Acquires Rockit
Pty Ltd (T/A 

Golf Computer 
Systems

Acquires 
DotGolf cloud-

based gold 
management 

systems

MSL 
appointed 

Gold Australia 
Strategic 

Technology 
Partner

Acquires 
Verteda
Holdings 

Limited (UK)

Acquires 
GolfBox A/S 
(Denmark)

First US 
clients 
sales

Acquires 
Pricap

Services Pty 
Ltd

Enters binding 
agreement to 

acquire Pallister 
Assets

MSL HISTORY
Strong track record of profitable growth, enhanced by strategic acquisitions
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Sport, Stadia & Arena Clubs

Golf Other

STRONG GROWTH IN CUSTOMERS
Trusted by some of the worlds most iconic sport, leisure and hospitality brands
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MSL – CREATING AN INTENTIONAL CUSTOMER EXPERIENCE
Guest identification…transaction engagement points…data analysis/marketing
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INSIGHTS & 
INTELLIGENCE

MEMBERSHIP

INCREASE 
REVENUE 
from long 

term 
ENGAGEMENT 
& LOYALTY of 

Members

TRANSACTIONS

THE MPOWER SOLUTION PLATFORM
Leading integrated SaaS platform for Member & Fan Focused Organisations

• Business Intelligence
• Real-Time Event Analytics
• Predictive Analysis
• Marketing

• Point of Sale
• Retails
• Subscriptions• Loyalty/Rewards

• CRM
• Gamification

ATTRACT more guests

REPEAT visitation with 
personalised customer 

experience

DELIVER long term 
engagement & loyalty

INCREASED RevenueF
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FY18 FINANCIAL & OPERATIONAL HIGHLIGHTS
Delivered on strong international growth, with decelerating costs
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KEY ACHIEVEMENTS
Delivering on international expansion and platform enhancements

60 Partner software 
integrations leveraging 

MPower platform

New Real-Time 
Analytics Module

Enhanced PoS
Software – Mobile & 

Remote modules

Technology Enhancements

Dubai office 
established

First stadium sale in 
Europe outside of the 

UK

Sales into 2 new 
countries in Europe & 

Asia

International Expansion

Successful bedding 
down of Pre-IPO 

European acquisitions

Completion of Pricap 
Services Pty Ltd 

acquisition

Acquisitions Awards

Deloitte Tech Fast50 
2018 Australia 

Westpac Business 
of Tomorrow

Best New Catering 
Product Used at a 
Racecourse Winner 
2018

Family Attraction 
Innovation Award
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FY18 RESULTS – KEY METRICS
Delivered on revenue & profit growth, led by strong growth in recurring revenue

Revenue

$33.6 m
44%

Recurring Revenue

$15.8 m
31%

NPATA
$5.6 m
93%

Customer Base
2,406

16%

AUD $m’s FY16 FY17 FY18

Annual Recurring Revenue (ARR)
- Support ARR
- SaaS / Subscriptions ARR

16.8
9.2
7.6

Recurring Revenue
- Support Annuity
- SaaS / Subscriptions

5.7
4.8
0.9

12.1
7.4
4.7 

15.8
9.2
6.6

Revenue Growth
- Organic Growth
- Acquisition Growth

30%
14%
16%

110%
17%
93%

44%
20%
24%

Customer Venues 2,066 2,406

R&D Expense
- % of Revenue

1.3
12%

4.3
18%

5.7
17%

S&M Expense
- % of Revenue

3.2
28%

4.6
20%

4.8
14%

NPATA Profit Adjusted 0.5 2.9 5.6F
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Revenue EBITDA

AUD ‘000s

FY 2017

FY 2018

UK: October 2016

First full year post-acquisition:
• Revenue - +25%
• EBITDA - +29%

0

750

1,500

2,250

3,000

3,750

4,500

Revenue EBITDA

AUD ‘000s

FY 2017

FY 2018

Denmark:  November 2016

First full year post-acquisition:
• Revenue - +16%
• EBITDA - +12%

RECENT ACQUISITIONS
Acquisitions expanded market share. MSL Platform facilitates growth synergies.

Note:  comparisons are on a full-year pro-forma basis of FY18 versus FY17.
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THE BUSINESS MODEL
MSL is a software led company – Software as a Service (Saas) driven

Annuity – SaaS / Subscriptions
• Generally 3-year contracts

FY18:  $6.6m
FY18 Growth 40%

Annuity Software Support 
• Trailing fee for maintaining & enhancing software
• Increases by CPI
• Generally 1-year contracts

FY18:  $9.2m
FY18 Growth 25%

Capital Sales of Software
• Perpetual software licence, attracts trailing support fee of average 20% of upfront licence
• Drags along associated services & hardware fees

FY18: $6.8m

Other: $11.0m 

TOTAL REVENUE FY18: $33.6mF
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• Global smart stadium 
market to reach revenues of 
$20Bn by 2024 growing at 
CAGR 22%  due to enhanced 
fan engagement
(Infoholic Research)

• 10,000+ venues globally
(Frost & Sullivan)

• Iconic venue clients in UK, 
Australia & Europe including 
over 60% of English Premier 
League

• MSL has less than 1% of 
total addressable market 
(TAM)

• R&A/USGA new World 
Handicap System announced 
for 2020

• Global market of 33,000+ 
facilities

• MSL presence in  Australia & 
Europe 

• Paid per member to run 
handicaps in Australia

• MSL has less than 3% of the 
total addressable market 
(TAM)

• Membership-based 12,000+ 
venues in Australia (Frost & Sullivan)

• 50,000+ venues in UK

• 500+ venues as customers in 
Australia including:

o Sport / Leagues clubs

o Private City clubs

o Marinas

o RSL’s

• MSL has less than 5% of the 
total addressable market 
(TAM)

• Growth into venues that 
have operations similar to a 
Club MBO and need to drive 
long-term engagement & 
loyalty:

o Restaurant Franchise 
Groups

o Boutique Hotels

o Retirement Living

o Theme Parks

o Sport Associations

• MSL has less than 1% of the 
total addressable market 
(TAM)

THE MARKET OPPORTUNITY
Large, growing & fragmented – MSL has less than 5% of the TAM
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Target 5,000 venues with organic 

growth of 15%+ and acquisitions

Trend toward 75%+ revenue 

international

Trend toward 75%+ revenue 

annualized recurring

Increase modules and average 
revenue per customer

Australia:
Golf, Stadia, 

Clubs & Pubs, 
Hospitality

UK:
Golf, Pubs & 

Clubs

Europe:
Golf, Stadia & 

Arena

UAE:
Golf, Stadia & 
Arena, Other 

Hospitality

Americas:
Golf, Stadia

4-YEAR GROWTH STRATEGY
Strong organic annuity growth, accelerated with strategic acquisitions 

Target Regions and Customers
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LOOKING AHEAD TO FY19
Focus on SaaS revenue growth, investing in game-changing opportunities

Reinvestment of profits into game-changing opportunities in the short-term.

Product development and sales & marketing initiatives related to:

• World Handicap System
• UAE Expansion – driver Dubai Expo 2020
• Retirement Villages
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FY19 GAME CHANGER – WORLD HANDICAP SYSTEM
World Handicap System unification opening up world golf market

• MSL runs the handicap system in Australian 
on a commercial model of $3+ golf member 
with a  handicap, as well as serve the 
Scandanavian countries via GolfBox.

• R&A / USGA have set a Deadline of 2020 for 
all golf countries to be compliant on a unified 
world handicap system

• MSL run handicap services in Australia, & 
going live with World Handicap System in 
2019, 12 months before the deadline

• MSL business development team are 
advancing opportunities with overseas 
countries re their compliance with the new 
World Handicap System

17M+ GOLFERS GLOBALLY WITH A 
HANDICAP CURRENTLY OPERATING 
ON 6 SYSTEMS UNIFYING INTO 1
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Dubai Expo 2020 driving investment in facilities 
and technology for:

• Themed Adventure & Amusement Parks

• Stadia & Arenas – e.g. convention / 
function centres

• Boutique & Mid-Market Hotels / 
Franchises

MSL has upgraded our presence in the region by  
establishing a branch office in Dubai in 2018, and 
is well placed to win locally with the following 
business software solutions:

• Membership, 

• Point of Sale, 

• Data Analytics & 

• Workforce Management.

UAE metrics

• 25m+ tourists in 2022, up 
23% from today.

• 23% growth in travel spend 
to USD$55bn.

• 77% of total tourism spend 
in UAE was leisure travel in 
2017.

• 2019 – 2022 will see the 
completion of significant 
projects for further leisure 
attractions.

FY19 GAME CHANGER – UAE REGION
Dubai Expo 2020 is the catalyst for regional growth in hospitality
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FY19 GAME CHANGER – RETIREMENT LIVING
Retirement living is a high growth community-based organization sector which 
the MSL Platform is the perfect fit.

The ageing population is driving the Retirement 
Village sector.

Retirement Villages are being established as 
community organisations, with operations akin 
to a club.

Many villages are being aligned with sport, 
leisure, & hospitality venues.  Examples – golf, 
bowls,  clubs

Population Metrics 
Australia

• 2X - Population over 65 
to double by 2050

• 7.5% - of Australians 
over 65 are forecast to 
live in retirement villages 
by 2025

Property Council of Australia – National Overview of the 
Retirement Village Sector

.

We are the only proven 
vendor who can deliver a 
complete solution to this 
segment:

• Point of Sale

• CRM

• Loyalty

• Data Analytics
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MPOWER MSL 
(ASX: MPW)

• MSL’s software & data platform is unique in 

the global marketplace

• We are trusted by 2,400+ clients, with iconic 

brand references

• Our team understand member-based 
organisations; they are unique in their 

operations set up to serve a member

• Large marketplace to grow into in a 

fragmented global market, MSL currently has 

less than 5% of the Total Addressable Market

• MSL has a scalable business model, conducive 
to organic & acquisitive growth.  We are 

accelerating revenues on a decelerating cost-

base

• Track record of profitable growth - FY18 Total 

Income $35m+ Annuity Revenue (ARR) $17m+ 

& Positive Operating Cash Flow
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ASX:MPW
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