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Agenda

1. Chief Executive update

2. An innovative cloud-first solution

3. Finance update

4. Outlook

5. Questions
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Chief Executive 
update



5

Sustainable growth, unlocking 
operating leverage
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ARPC
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Customers

7,420
total Customers

as at 30 September 2018
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Track record of success
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Pushpay team
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An innovative 
cloud-first 
solution
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Product design and development
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Drew Knowles, Executive Pastor

Sojourn Heights Church 
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Brand consolidation
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Finance 
update
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Income Statement
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Income Statement
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Business results and gross profit
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Business results and gross profit
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Operating expenses
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Operating expenses



2121

Annual cohorts



2222

Statement of Cash Flows
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Statement of Financial Position



24

Outlook
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Questions
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Key metric definitions
Annual Revenue Retention Rate – is recurring revenue retained from Customers (for example, in the case of Customers in the faith sector, this is measured by the amount of recurring revenue at the end of the period excluding upsells into the existing 

Customer base, over the amount of recurring revenue from the end of the previous period). 

Annualised Processing Volume – is the annualised four week average payment transaction volume through the Pushpay payment platform. 

Average Revenue Per Customer (ARPC) – is the combination of monthly Subscription Fees and Volume Fees divided by total Customers. Subscription Fees are based on the customer product holding, which can vary based on the size of the Customer 

and Volume Fees are based on payment transaction volume. For Customers who use Pushpay’s payment solution, Volume Fees are recognised on a gross basis and associated costs payable to issuing banks, processing partners and the card brands, 

such as Visa and MasterCard, are classified as expenses. The in-month average Volume Fees per Customer is used for the Volume Fee component of ARPC. 

Customer – is an entity that utilises one or more Pushpay products. Pushpay reports Customers that have entered into an agreement and completed the paperwork necessary to set up their service. Pushpay views Customers with 0-199 average weekly 

attendees as small, 200-1,099 average weekly attendees as medium and 1,100 or more average weekly attendees as large. 

Customer Acquisition Cost (CAC) – is sales, marketing and implementation costs divided by the number of new Customers added over a certain period. 

Lifetime Value (LTV) – is the gross margin expected from a Customer over the lifetime of that Customer. This is calculated by taking the ARPC multiplied by 12, multiplied by the gross profit percentage, multiplied by the average Customer lifetime (the 

average Customer lifetime is 1 divided by churn, being one minus the Annual Revenue Retention Rate). A 97.5% Annual Revenue Retention Rate is used for the purposes of the calculation. Total LTV is calculated as LTV multiplied by total Customers.

Months to Recover CAC – CAC months or months of ARPC to recover CAC is the number of months of revenue required to recover the cost of acquiring each new Customer. 

Staff Headcount – is total employees at a specific point in time. 

Subscription Fees – is recurring fees based on Customer product holding which can vary based on the size of the Customer (in the case of the faith sector, size is based on average weekly attendance). 

Volume Fees – is variable fee income generated from payment transaction volume (in the case of the faith sector, this is usually a percentage of total donations).
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Staff headcount
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