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This presentation includes general information about the activities of Damstra Holdings Limited ACN 610 571 607 (Damstra) and its affiliates and related bodies corporate (as defined in the Corporations Act 2001 (Cth) (Corporations Act) (together, 
the Damstra Group). This presentation is current as at 30 November 2022 (unless otherwise stated herein). The information contained in this presentation is for general information purposes only. 
The information contained in this presentation does not constitute investment or financial product advice (nor taxation or legal advice) and is not intended to be used as the basis for making an investment decision. It does not take into account the 
investment objectives, financial situation, taxation position or needs of any particular investor, which should be considered when deciding if an investment is appropriate. You must consider your own investment objectives, financial situation and 
needs. You should conduct and solely rely upon your own independent investigations and enquiries, including obtaining taxation, legal, financial or other professional advice in relation to the information contained in this presentation as appropriate to
your jurisdiction. 
This presentation should be read in conjunction with any reports, financial statements, appendices or other documents or information that accompanies this presentation or which is otherwise announced or released by Damstra on or about the same 
time as this presentation. This presentation should also be read in conjunction with Damstra’s other periodic and continuous disclosure announcements. 
While care has been taken in preparing the information in this presentation, to the maximum extent permitted by law, no representation or warranty, express or implied, is made nor any duty undertaken in favour of any person as to the currency, 
accuracy, reliability, completeness or fairness of the information, opinions and conclusions contained in this presentation. To the maximum extent permitted by law, no member of the Damstra Group nor any of their respective directors, officers, 
employees, affiliates, partners, consultants, agents, representatives or advisers (each a Damstra Party and together, the Damstra Parties) guarantees or makes any representations or warranties, express or implied, as to or takes responsibility for, 
the currency, accuracy, reliability, completeness or fairness of this presentation nor the information, opinions and conclusions contained in this presentation. The Damstra Parties do not represent or warrant that this presentation is necessarily 
complete or that it contains all material information about the Damstra Group which a current or prospective investor may require in evaluating a current or possible investment in Damstra. To the maximum extent permitted by law, each Damstra 
Party expressly disclaims any and all liability (whether direct, indirect, consequential or contingent), including, without limitation, any liability arising out of fault or negligence on the part of any person, for any loss, expenses, damages or costs arising 
from the use of information contained in this presentation or for omissions from this presentation including, without limitation, any financial information, any estimates or projections and any other financial information derived therefrom. Whilst the 
Damstra Group has prepared this presentation in good faith, the information appearing in this presentation has not been independently verified or audited and may be subject to change, including via further market updates. Anyone proposing to use 
such information should independently verify and check the accuracy, completeness, reliability and suitability of the information and should obtain their own independent and specific advice from appropriate professionals or experts. 
None of the Damstra Parties act for, or are responsible as a fiduciary to, you or any other person. Any fiduciary relationship is expressly disclaimed. 
This presentation contains certain forward-looking statements. Forward-looking statements can generally be identified by the use of forward-looking words such as "anticipate", "believe", "expect", "project", "forecast", "estimate", "outlook", "upside", 
"likely", "intend", "should", "could", "may", "target", "plan" and other similar expressions. Forward-looking statements include statements about Damstra’s expectations regarding the performance of the Damstra Group’s business and its plans, 
strategies, prospects and outlook. Indications of, and guidance on, future earnings and financial position and performance are also forward-looking statements, as may be any other statements that are not based on historical or current facts. 
Forward-looking statements are often based on: (1) assumptions regarding the Damstra Group’s financial position, business strategies, plans and objectives of management for future operations and development and the environment in which the 
Damstra Group will operate; and (2) current views, expectations and beliefs as at the date they are expressed, and which are subject to various risks and uncertainties. 
None of Damstra, or any other Damstra Party, makes any representation or warranty as to the accuracy of any forward-looking statements contained in this presentation. Such statements speak only as of the date hereof. Except to the extent 
required by law, none of the Damstra Parties has any obligation to update or revise any such statements to reflect any change in events, conditions or circumstances on which any such statement is based. Such forward-looking statements are not 
guarantees of future performance and involve known and unknown risks, uncertainties and other factors, many of which are beyond the control of the Damstra Parties, which may cause actual results to differ materially from those expressed or 
implied in such statements. For example, the factors that are likely to affect the results of the Damstra Group include (but are not limited to) general economic conditions in Australia and globally, exchange rates, competition in the markets in which 
the Damstra Group does and will operate; weather and climate conditions; and the inherent regulatory risks in the businesses of the Damstra Group.
There can be no assurance that actual outcomes will not differ materially from the forward-looking statements. As such, readers are cautioned not to place undue reliance on these statements. Any statements as to past performance do not 
represent, and are not an indication of, future performance and no representation or warranty is made by any person as to the likelihood of achievement or reasonableness of any forward-looking statements, forecast financial information or other 
forecast. Nothing contained in this presentation is, or shall be relied upon as, a promise, representation, warranty or guarantee, whether as to the past, present or future. In addition, the Damstra Parties have not independently verified, and cannot 
give any assurance as to, the accuracy and completeness of any market and industry data or other information contained in this presentation that has been extracted or derived from third party sources. Accordingly, the accuracy and completeness 
of such information is not guaranteed, and it is merely included in this presentation for what it is worth and without endorsement by the Damstra Parties.
This presentation is not, and does not constitute, an offer to sell, or the solicitation of an offer to buy, invitation or recommendation to purchase any securities or other investment products in any jurisdiction, and neither this presentation nor any of the 
information contained herein, shall form the basis of any contract or commitment. 
All financial amounts contained in this presentation are expressed in Australian dollars (unless otherwise stated). Any discrepancies between totals and sums of components in tables, figures and body content contained in this presentation are due to 
rounding. Tables, figures and body content contained in this presentation have not been amended by Damstra to correct immaterial summation differences that may arise from this rounding convention. 
Damstra’s results are reported under IFRS. This presentation may nevertheless include non-IFRS information and other measures such as ratios. These other measures are used internally by management to assess the performance of the business. 
Non-IFRS and other measures should not be considered as an indication of, or as an alternative to, an IFRS measure and accordingly you are cautioned not to place undue emphasis on any such information or measures.
This presentation may contain trademarks and trade names of third parties, which are the property of their respective owners. Third party trademarks and trade names used in this presentation belong to the relevant owners and use is not intended to 
represent sponsorship, approval or association by or with any of the Damstra Parties.
This presentation is made available to you on the condition that by receiving, viewing, downloading or otherwise accessing or utilising this presentation, you confirm that you understand and agree to the contents of this important notice and that you 
are a person to whom this presentation may lawfully be made available in accordance with laws applicable to you, including those of the jurisdiction in which you are located.

Disclaimer
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H1 FY23 RESULTS 
OVERVIEW
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Damstra Group is a global provider of enterprise protection solutions

4

Damstra’s mission is focused on worker safety, risk management, and organisational
compliance — ensuring that your workers go home in the same condition as when they
arrived.

We are driven by keeping workers safe, workplaces compliant, assets and information
protected, and risks mitigated.

The foundation of this is Damstra’s Enterprise Protection Platform (EPP) that links
together all your existing technologies related to vendor management, security,
training, and safety. With the EPP, you connect and protect your most valuable
resources —people, places, assets, and information —as well as preserve your
corporate reputation.

“ Enterprise Protection Platform (EPP)”

F
or

 p
er

so
na

l u
se

 o
nl

y



Key financial and operating metrics in H1 FY23

5

Revenue

$14.9m
+18%

EBITDA

$2m
pcp negative $0.2m

Gross Margin

78.3%
+4.9%

Cash Receipts

$17.3m
+17.3%

Operating Cashflow

$2.1m
pcp negative $2.1m

39.5%
R&D
pcp 49.2%

$11.6m
Gross Profit
+19.4%

103%
Net Client Retention
pcp 104%

2.5%
Client Churn
pcp 0.6%

$27.6m
ARR
consistent pcp

1. Includes  revenue associated with equity accounted joint venture
2. Excludes Newmont
3. Before, share based payments, acquisition costs, impairment and other non-recurring costs
4. Includes capitalised R&D

1

2

2

3

24
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Half Year Highlights

Improved Revenue Quality

6

Improving Business Metrics Improving Cash metrics

§ Cost savings target of $8.2m achieved 

vs target of $8m

§ Cost savings now running at ~$0.7m 

on monthly basis, run rate achieved in 

December

§ Three consecutive quarters of positive 

operating cash flow, vs FY22 average 

quarter of negative ($0.9m)

§ Cash outflow material reduction Q2 

FY23 ($1.2m), vs FY22 average 

outflow of ($3.4m)

§ Gross Margin of 78.3%, margin 

improvement of 4.9% (490bbs) v pcp

§ EBITDA $2m, 13.8% vs H1 FY22 

EBITDA loss of $0.2m

§ R&D (including capitalised R&D) has 

reduced to 39.5% of revenue vs pcp 

of 49.2%

§ Client churn continues at low levels 

2.3% (Q2 FY23)

§ Net client retention continues to be 

positive 103% (Q2 FY23)

§ Record half year revenue of $15m

§ Revenue up 18% v pcp

§ Long term growth (5-year CAGR) of 

26%. H1 FY18 revenue $4.7M

§ North American Revenue for H1 FY23 

>$1m

§ International revenue in H1 21% 

§ Successful Stage 1 implementation of 

Barrick Gold Global rollout. USA, 

Republic of Congo, and Dominican 

Republic

1. Excludes Newmont

1
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Inflection Point in Business Performance evident

1. Compound Annual Growth Rate
2. Includes revenue associated with equity accounted joint venture

7

0

5

10

15

H1 18 H1 19 H1 20 H1 21 H1 22 H1 23

Revenue Gross Profit Opex

H1 FY23 Revenue, Margin Growth with Opex reduction ($m)

• H1 FY23 positive inflection for the business, reducing opex below Gross Profit with revenue increasing
• Long term revenue growth CAGR of 26%

$4.7m

$7.0m

$10.1m
$12.1m

$13.3m
$14.9m

H1 18 H1 19 HY 20 H1 21 H1 22 H1 23

26% 5YR Revenue CAGR1

2

2
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Inflection Point of Business – long term implications

8

§ R&D material positive step change as 
% of revenue

§ EPP is maturing as a product
§ Integration of legacy systems from 

past acquisition has enabled cost 
reduction

§ Present/future development is 
focussed on deeper module integration 
and logical product extension

§ Retirement of another 2 legacy 
products will enable further savings

R&D

§ Business can grow gross margin while 
reducing costs

§ Leverage has been shown at EBITDA 
level and also Gross Margin level

§ Margins can continue to expand with 
increased revenue

§ Operating cash now structurally 
positive

§ Pathway to free cash flow generation 
clear

LEVERAGE

§ Have delivered a step change in the cost 
base

§ Have been able to continue to grow the 
business while reducing the cost base

§ Past acquisition and one off costs now 
behind us

§ Further costs savings identified, non 
people related yet to be quantified

COSTS

§ EPP development strategically focussed 
on the existing client base to increase 
net client retention and reduce churn

§ Multiple opportunities exist in the 
present client base to increase cross 
sell of modules to increase ARPU 
(client)

§ Forms, safety, and workflows integrated 
into workforce management solves 
clients compliance risk and this market 
continues to grow

CLIENT BASE

§ North American with revenue >$1m for 
H1 FY23, now has scale to accelerate 
growth

§ North American clients demonstrate we 
have a globally competitive product

§ Our two largest verticals of civil 
construction and mining, resilient in the 
present economic environment

§ Civil construction a long term growth 
engine in Australia

GROWTH

§ Products used in ~25 countries, 15 
different languages

§ Top 50 clients average monthly H1 
revenue of $37k, key metrics for the 
business going forward

§ Multiple clients deploying solutions 
globally,  demonstrating organisational 
capability

BUSINESS PROFILE
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H1 FY23 FINANCIAL 
UPDATE

2
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Financial results summary for H1 FY22 

1. Includes revenue associated with equity accounted joint venture
2. Before share based payments, acquisition costs, impairment and other non-recurring costs
3.        Excludes Newmont

H1 FY23 highlights
• EBITDA improvement of $2.2m, compared to loss vs pcp

• EBITDA margin of 13.4%

• Gross margin $ improvement of $1.9m, while all areas of costs 

have reduced, demonstrating costs savings but also leverage the 

business has

• Gross margin improvement to 78.3% (490bbs)

• Expense categories improvement delivered via delivered $8.2m 

annualised cost savings

• R&D as % of revenue has reduced materially as % of revenue and 

lower gross $ spend on pcp basis

• EBITDA % improvement returning to historical levels on improved 

financial performance

10

H1 FY22 EBITDA Gross Margin R&D S&M G&A H1 FY23 EBITDA
-0.5

0

0.5

1

1.5

2

2.5
$2.2m improvement in H1 FY22 EBITDA

H1 FY23 EBITDA $2.2m improvement vs pcp

Income statement ($m) H1 FY21 H1 FY22 H1 FY23
Total revenue1 12.1 13.3 14.9 
Other income 1.2 0.6 0.2 
Research and development (4.0) (3.6) (2.7)
Sales and marketing (3.8) (4.8) (4.7)
General and administration (3.0) (5.7) (5.6)
Pro forma EBITDA2 2.5 (0.2) 2.0 
Pro forma EBITDA% 20.7% -1.3% 13.4%
Gross Margin % 74% 73% 78%
Capitalised R&D (1.9) (2.9) (3.2)
EBITDA - Capitalised R&D 0.6 (3.1) (1.2)
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Cost as % revenue - reducing across all areas

Key financial metrics H1 FY21 H1 FY22 H1 FY23

Revenue ($m) 12.1 13.2 14.9

Total1 R&D as a % of revenue 32.9% 27.7% 18.2%

Total   S&M as a % of revenue 31.5% 36.4% 31.6%

Total   G&A as a % of revenue 24.7% 42.9% 37.8%

Total 89.1% 107% 87.6%

1. Does not include capitalised R&D expenses

Cost as % of revenue

• Improvement in EBITDA margin on a pcp basis by 19.4% (1904bbs)

• Cost as % of revenue decreasing across all areas

• Demonstrates operational leverage of Damstra business model with increased 

revenue

• Reductions driven by revenue increase, but material impact has been reduction 

in overall costs delivered by cost reduction project

• It is anticipated that costs as % of revenue will continue to decrease due to cost 

savings hitting monthly run rate of $0.7m in December

• Key metric demonstrating pathway to positive free cash flow

11
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Financial results summary for H1 FY23

$m H1 FY22 H1 FY23 Inc/(Dec) %

Revenue1 12.7 14.9 2.2 18%

Operating Cashflow (2.1) 2.1 4.2 nm

Free Cashflow2 (6.7) (3.0) 3.7 nm

1. Includes revenue associated with equity accounted joint venture
2. Free cashflow includes operating, investing, and financing activities but excludes acquisitions, drawdown/repayment of debt, other 

funding transactions and one-off restructuring costs

H1 FY23 Cashflow highlights

• Operating cash inflow $2.1m vs ($2.1m) cash outflow in 

H1 FY22.  $4.2m improvement

• Free cash outflow ($3.0m) vs ($6.7m) in 1H FY22. $3.7m 

improvement

• Q2 FY23 Operating and investing cash outflow reduced 

by 33% compared to Q1FY23 and 65% compared to the 

average of FY22

• Underlying improvement in the Half, Q1 FY23 Free cash 

outflow of ($1.8m) reduced to ($1.2m) in Q2 FY23

12

H1 FY23 free cash outflow 55% improvement on H1FY22

2.9 

1.5 
0.6 

0.5 

0.3 

0.6 

3.4 

1.8

1.2

Ave FY22 Q1 FY23 Q2 FY23

Operating + Investing Financing

FY23 Cash Outflow before acquisitions & funding by Quarter ($m)
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Gross Profit and margin profile – structural improvement

• Achieving both Gross Profit and Gross Margin growth

• Gross margin of 78% in H1 FY23, exceeding historical levels

• Delivered cost saving initiatives are underpinning sustained margins at current levels

9.7 10.6 11.6

73%

67%

78%

40%

60%

80%

5

7

9

11

1HFY22 2HFY22 1HFY23

Gross Profit Gross Margin

Gross Profit ($m) and Gross Margin 3 year trend
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R&D to reduce as a % of revenue – downward trends continue

R&D to reduce as a % of revenue

• R&D costs material step change as % of revenue from a 

peak in H1 FY22 of 50% to 39.5% in H1 FY23

• Lowest R&D spend in four halves

• Drivers, are cost savings initiatives and deeper integration 

of past acquisition

• R&D spend is expected to continue to decrease, due to 

increasing revenue, retirement of legacy systems and 

benefit of cost savings fully run-rated from December 

onwards

• R&D as % of sales if overheads were excluded would 

have been ~37%

14

Total and non overhead R&D as a % of Revenue ($m)

4.0 3.6 4.3 
2.7 

2.0 2.9 2.7 
3.2 

6.0 6.6 7.0 
5.9 

49% 50%

44%

40%
45.6% 46.9%

40.9%

36.8%

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

35.0%

40.0%

45.0%

50.0%

0.0%10.0%20.0%30.0%40.0%50.0%60.0%70.0%80.0%90.0%100.0%110.0%120.0%130.0%140.0%150.0%160.0%170.0%180.0%190.0%200.0%210.0%220.0%230.0%240.0%250.0%260.0%270.0%280.0%290.0%300.0%310.0%320.0%330.0%340.0%350.0%360.0%370.0%380.0%390.0%400.0%410.0%420.0%430.0%440.0%450.0%460.0%470.0%480.0%490.0%500.0%510.0%520.0%530.0%540.0%550.0%560.0%570.0%580.0%590.0%600.0%610.0%620.0%630.0%640.0%650.0%660.0%670.0%680.0%690.0%700.0%710.0%720.0%730.0%740.0%750.0%760.0%770.0%780.0%790.0%800.0%810.0%820.0%830.0%840.0%850.0%860.0%870.0%880.0%890.0%900.0%910.0%920.0%930.0%940.0%950.0%960.0%970.0%980.0%990.0%1000.0%1010.0%1020.0%1030.0%1040.0%1050.0%1060.0%1070.0%1080.0%1090.0%1100.0%1110.0%1120.0%1130.0%1140.0%1150.0%1160.0%1170.0%1180.0%1190.0%1200.0%1210.0%1220.0%1230.0%1240.0%1250.0%1260.0%1270.0%1280.0%1290.0%1300.0%1310.0%1320.0%1330.0%1340.0%1350.0%1360.0%1370.0%1380.0%1390.0%1400.0%1410.0%1420.0%1430.0%1440.0%1450.0%1460.0%1470.0%1480.0%1490.0%1500.0%1510.0%1520.0%1530.0%1540.0%1550.0%1560.0%1570.0%1580.0%1590.0%1600.0%1610.0%1620.0%1630.0%1640.0%1650.0%1660.0%1670.0%1680.0%1690.0%1700.0%1710.0%1720.0%1730.0%1740.0%1750.0%1760.0%1770.0%1780.0%1790.0%1800.0%1810.0%1820.0%1830.0%1840.0%1850.0%1860.0%1870.0%1880.0%1890.0%1900.0%1910.0%1920.0%1930.0%1940.0%1950.0%1960.0%1970.0%1980.0%1990.0%2000.0%

H1 FY21 H1 FY22 H2 FY22 H1 FY23

Expensed Capitalised Total R&D/ Revenue Non P/H R&D/revenue
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$8.2m annualised cost saving delivered at Dec-22

15

Cost savings
• Total cost savings target $8m pa

• Target exceed with $8.2m of savings now delivered

• Ongoing monthly cost savings of $0.7m now reoccurring

• Impact of savings profile can be best illustrated in June FY22 savings of ~$0.3m 

were achieved and in December hit ~$0.7m

• Cost savings profile:

• $5.2m in staff costs savings - largest savings being % of R&D spend, followed 

by executive, and then administration 

• $3m on other savings across a variety of areas - including infrastructure 

optimisation, hosting costs, software optimisation, and office rationalisation

• Scope of further savings for H2 FY23

• Staff culture and impact - quarterly staff NPS scores have remained positive

Cost savings (Gross Monthly & annualised run-rate) ($m)

Pro Forma Jun-22 – Dec-22

Cost saving impact in Dec-22 monthly financials were ~$0.7m, total annual saving will now be reoccurring 

2

4

6

8

0

0.2

0.4

0.6

0.8

Jul-22 Aug-22 Sep-22 Oct-22 Nov-22 Dec-22

Gross Monthly Savings $m Annualised savings  $m
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FY22 pro forma to statutory income statement reconciliation

Non-cash expense related to allocation of share-based 

payments to employees

Residual non reoccurring restructuring costs incurred to 

achieve cost savings

Acquired Amortisation resulting from purchase price 

accounting from past M&A transactions 

1

22

16

1

Income Statement ($m) H1 FY22 H1 FY23

Pro forma EBITDA (0.2) 2.0 

Impairment of goodwill and other assets (41.3) -

Share based payments (0.7) (1.1)

Acquisition costs and other (0.5) (0.1)

EBITDA (42.7) 829

NPATA (51.9) (3.9)

Acquired Amortisation (4.1) (4.4)

NPAT (56.0) (8.3)

3

3
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BUSINESS UPDATE
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Damstra Group is a global provider of enterprise protection solutions

Group office locations Damstra headquartersContinents in which Group operates

Denver

Christchurch

Melbourne

Perth

Clark (global operations centre)

Brisbane

Singapore

Sydney x3

1. Countries where Damstra products are presently used

18

Our business profile in last 12 months has changed and will continue to evolve 

$80.4k
Top 20 Customers H1 
FY 22 Monthly ARPU

(Dec-21: $60.4k)

25
countries1

(FY21: ~20)

Achieved year-on-
year growth…

~180
Employees
(Dec-21: ~220)

15
languages

(FY21: 1)

9
offices

(Dec -21: ~12)

…with greater 
efficiency and reach.

$37.1k
Top 50 Customers H1 
FY 22 Monthly ARPU

(Dec-21: $28.3.4k)
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Strategy for FY23 – H1 progress update
Core strategy for FY23 focuses on these twelve areas

Geography

Verticals

Product

19
Financial

North 
America

Moving to stage 2 rollout with 
Barrick, in addition to expanding 
with other North America clients

Asia
New client opportunities exist,  
yet to be converted Users

Pipeline of projects to be 
implemented in H2 FY23 in 
construction vertical is materially 
stronger than H1 FY23

New 
verticals

CBRE rolling out progressing well, 
and looking to expand to full global 
relationship in H2 FY23

Mid
Market

Cross-sell opportunities in 
Forms, Safety and Learning 
modules major focus of H2

Partners
Local and global partnerships 
continue to evolve

New 
Products

New Company portal to be 
launched in H2, reduce costs and 
enable new client opportunities 

Unlocking
value

Key focus on retiring two legacy 
platforms, which will enable further 
R&D cost reduction and enabling 
clients to be cross sold more easily

EPP
EPP continuing to evolve with 
North American clients, all 
changes available to all clients

Free
Cash Flow

Q2 cash outflow of $1.2m, 
vs FY22 average of $3.4m

Cost 
optimisation

Target of $8m achieved Dec-22, with 
run rate of $8.2m. Further cost 
savings identified

Operating
Leverage

EBITDA positive and cashflow 
expanding with increased revenue 
and achievement of cost savings
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Revenue growth is coming from a diverse range of industries
Civil construction and Mining core verticals and both are presently resilient in present economic climate

0

1,000

2,000

3,000

4,000

5,000

Construction Supermarkets
& Hospitality

Transport Utilities Agriculture Manufacturing Government Mining Education Technology and
media

R
ev

en
ue

 $
00

0

Series1 Series2 3

% of Revenue 
Contribution 
(H1 FY23)
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Construction Trading Environment

Source: Infrastructure Pipeline Organisation

Overview of construction opportunities that underpins one of Damstra’s largest client verticals

21
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PRODUCT UPDATE
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Damstra Enterprise Protection Platform (EPP) 

23

Barrick solution only uses part of Damstra overall solutions, which shows how our modules individually and together

Implemented Expansion 
Opportunity

NEW: Learning Paths

NEW Module
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New go-to-market strategy to drive FY23 revenue growth
Core strategy focusing on specific product extension and bundles

24

Value-add, more mature

Core platform, backbone for other modulesIntegrated or standalone, high growth potential

Value-add, less mature

Workforce 
Management

Access 
Control

Digital Forms

Safety

Solo

eLearning

Asset 
Management

EPP workflow bundles
Client demand for bundles “of
integrated modules” is a core
strategy for Damstra

Safe Places: WFM + Learning + 
Forms + Safety

Prepared People: WFM + Learning + 
Forms

Product Extensions
Driven by client demand and
focus on industry compliance.
EPP is enabling this outcome

• SWMS (safe work methods)

• Permit to work

• Plant/assets

• Supplier prequalification
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We are positioning ourselves as a leading integrated solution
Breadth and scale of our offering has been recognised by industry research firm Verdantix

1. Source: Commissioned strategic insights report (August 2021)
2. Source: ‘10 Exciting Connected Worker Solution Providers To Watch in 2021’ report (May 2021)
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>200 employees

50-200 employees

<50 employees

1-2 use cases 3-4 use cases >5 use cases

Breadth of portfolio

Global Leaders in Connected Worker Solutions1
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FY23 focus is on monetising the integrated and modular EPP

Damstra Workforce 
Access control

Damstra Safety

Damstra Forms

Damstra Learning
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• A learning and development platform that looks 
beyond compliance training to learning pathways 

• Meaning ideal sequences of learning activities 
that drive workers to reach proficiency in their job 
roles in the shortest possible time

• With a clear vision of how to develop their skills 
for their career and personal growth

• With a clear trajectory, marked milestones and a 
final destination

• The benefits for organisations  are  helping 
achieve organisational goals, increases 
employee engagement, improves retention, more 
structure, increase productivity

Learning pathways

Solving management of  learning & development in the global mining 
sector 
Learning and development is emerging as a critical competencies for global mining companies with 
distributed workforces world-wide
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Barrick - Damstra Enterprise Protection Platform (EPP) 
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Solution in “real life”
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FY23 OUTLOOK
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FY23 outlook – previous guidance reaffirmed
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FY23 Guidance

Revenue $32m - $34m

EBITDA Margin 14% – 18%

Free Cash Flow1 ($2.5m) – ($0.5m)

H2 H23 Outlook

• EBITDA Margin in H1 of 13.4% achieved

• Gross Margins have improved 490bbs to 78.3%

• In December, we hit a run rate of $8.2m annual cost savings which 

delivers in an ongoing basis cost savings of ~$0.7m per month

• Q2 free cost outflow was ($1.2m), a 65% improvement on the average 

($3.4m) in Q1-4 FY22

• H2 revenue in Damstra have historically been seasonally higher than H1

• Continual resilience in our two largest verticals mining and construction, 

pipeline in H2  is larger than H1

• That client churn does not materially increase from the 2.5% achieved in 

H1, which we believed has stabilised as it reduced to 2.3% in Q2 FY23

1. Defined as operating, investing, and financing activities but excluding acquisitions, drawdown/repayment of debt and other funding transactions and one-off restructuring costs.

Revenue guidance of $32m - $34m
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THANK YOU
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