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Operating in 
Australia, New 

Zealand and UK

Powerful 
proprietary 
technology
platforms

Mobile / Digital 
& Performance 

Marketing
specialists
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ASX code IMS

Shares on Issue ~555m

Options on Issue ~5m

Current share price $0.013

Market Cap (at 1.3 cents per share) ~7.2m
Top 20 

Shareholders
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Group transitioned to pure-play Digital Performance Marketing business 
• The Company’s operations in the UK, Australia and New Zealand were rationalised
• Global Digital Performance Marketing Impelus brand launched
• Operations unified under the global Impelus brand

Investment continued in developing proprietary technology to increase competitive strength
• Development of Digital Asset Network

• Existing Digital Lead Generation platform developments “AddGlu suite” consolidated to UK platform 
increasing operations efficiency and scalability

• Solvers Premium Lead Generation products commercially launched in March to access growing market 
demand and enable higher revenue per lead generated

External factors impacted performance
• Major Australian telco decision to prematurely cease providing DCB services to its partners removed revenue and 

earnings relied upon to scale up operations

Focused cost reduction, operational efficiency gains and debt reduction
• Scaled down non-core operations – Clipp merged with DPM in 2HY18. Carrier Billing operations scaled down
• $1.2m of annualised cost savings identified in April 2018 and being realised 
• Progressive reduction of bank debt - from $7.97 million at 31 December 2017 to $6.9 million at 30 June 2018 – a 

$1.09 million reduction in H2FY2018
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External circumstances as announced have impacted 1HY19 performance
• Remaining major Australian telco decision in July to cease carrier billing agreements with its partners from August 

and $490K is still owed to IMS which it is pursuing
• Well publicised royal commission into banking and insurance impacts to businesses 
• Reduction in carrier billing revenue run-off and Lead Generation/ Customer Acquisition revenue in some sectors
• A small loss in 1HY2019 is anticipated, returning to profitability in 2HY2019

Much stronger positive 2HY19 performance is projected driven by
• Ramp up in new Lead Generation product revenue in Health and Education and new sector developments 

• In seven months premium lead revenue has grown from zero in March 2018 to a $1.5 million annualised 
run rate from four client campaigns in only two industry sectors.

• A stronger UK operation: and
• A greatly reduced cost base and enhanced financial flexibility 

Cost Savings, operational efficiency gains and debt reduction
• Scaling down of non-core operations – Clipp divested for $300k
• Further $550k of cost savings identified. Circa $1.75m of annualised cost savings now being progressively realised
• Further pay down of bank debt - to $5.3 million at 30 November 2018 and debt favourably restructured

Positive full year FY2019 earnings performance projected
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Fluctuation in digital 
marketing spend, effective 
access to inventory, business 
spend on mobile / digital or 
consumer sentiment

Lumpiness that can come 
from campaign sales or 
change in spending patterns, 
changing market conditions 
or technologies that may 
impact access

Competitive technologies
risk that new technologies 
emerge that impact 
competitive advantage or 
market environment

Carrier support of billing 
platforms

Carriers changing their 
support for carrier billing of 
mobile products and services

Programmatic platforms

Use of platforms for purchase 
/ pricing of ad inventory 
negatively impacting demand 
or access for digital marketing

New competitive market 
entrants 

Risk that new competitors 
enter market with a similar 
business

Marketing channels

New product or billing 
channel performance

Non-performance of 
marketing channels or 
disinterest in products by 
consumers

Changes in rules around the 
regulation of digital and 
mobile products and services 

Regulation across industries

Changes in rules around 
regulation of digital 
marketing

Restrictions in handset or 
other device platform access 
– e.g. Apple’s current 
ecosystem

Handset & technology 
manufacturers or digital or 
mobile platform developers 
restricting consumer access 
to products and services
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($) million FY 2017 FY 2018 Variance

Revenue $52.50 $25.51 ($26.99)

Gross Profit $22.60 $17.14 ($5.46)

Employment costs $11.00 $8.33 ($2.67)

EBITDA $5.40 $4.27 ($1.13)

Depreciation and 
amortisation

$4.20 $4.18 ($0.02)

Impairment of intangible 
assets

$0.10 $29.57 $29.47

Net Profit / (Loss) After 
Tax

$1.60 ($29.01) ($30.61)
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• Principal debt has reduced from ~$7.9m as at February 2018 to $5.8m as at 31 October 2018 - ~$2.1m of repayments in 9 months. 
• Paid from operating cash flows.

225,000 225,000 225,000 225,000 225,000 225,000 225,000 225,000 

400,000 

525,000 

75,000 75,000 75,000 75,000 75,000 75,000 75,000 

 -

 1,000,000

 2,000,000

 3,000,000

 4,000,000

 5,000,000

 6,000,000

 7,000,000

 8,000,000

 9,000,000

Actual Actual Actual Actual Actual Actual Actual Actual Actual Budget Budget Budget Budget Budget Budget Budget Budget

Feb-18 Mar-18 Apr-18 May-18 Jun-18 Jul-18 Aug-18 Sep-18 Oct-18 Nov-18 Dec-18 Jan-19 Feb-19 Mar-19 Apr-19 May-19 Jun-19

$0

$100,000

$200,000

$300,000

$400,000

$500,000

$600,000
Payments

Debt Balance

Proceeds from Cap Raise

Proceeds from Clipp



14

• This Graph highlights the out flow of funds
from Jul 18 to Oct 18 (4 months) and
compares this outflow against the projected
outflow from Nov 18 to Feb 19 (4 months)

• The cost base of the Company was geared
for a higher level of activity

• The cashflow impact of the combination of
external factors and roll on affects
Q1FY2019 totalled $1.07 million.

• The recent capital raise has enabled the
Company to complete the restructure and
re-negotiate with the bank thereby reducing
the monthly payments by $150,000 per
month until the end of June 2019 and the
reduction of the operational expenses by
$153,000 per month.

 -  500,000  1,000,000  1,500,000  2,000,000  2,500,000

Other

Capital Raise fees

Accounting Audit & ASX fees

Interest expense and Bank Fees

Insurance

Restructure costs

Rent and Office expenses

IT

ATO

Bank payments

Employee costs

Cost of Sale

Actual Cash outflows Jul 18 to Oct 18 (4 months) compared 

to Projected cash outflows Nov 18 to Feb 19 (4 months)

 Actual 4 months Jul 18 to Oct 18 Projected 4 months Nov 18 to Feb 19
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16 *Source: Hubspot, State of Inbound Report, 2018
**Source: Ascend2, Lead Generation to Increase Conversion Report, 2017

A large global addressable market. IMS is currently operating 
across three countries

Currently IMS Digital Performance Marketing has approximately 200+ 
simultaneous campaigns live. A minor fraction of the addressable 
business market

Through the combination of our proprietary technology, data and 
media network.
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Lead
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Digital Asset Network technology development – Digital consumer 
engagement assets developed and integrated into IMS tech infrastructure

• Lead pricing metrics
• Data capture 
• Quality 
• Hypothesis validation

• Product Market Fit 
• Business Model Test
• Initial Sales Effort

• Scale Execution 
• Increase Sales Efforts
• Sales Marketing 
• Product Marketing

• Transitions product 
into a well-oiled 
machine engineered 
for execution
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1. EDUCATION – EARLY LEARNING

• $5K - $40K PER MONTH 

2. FINANCIAL SERVICES 

• First in Market Solution  

3. EDUCATION – ONLINE LEARNING 

• Increase CPL from $35 to $75 
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Using our proprietary data and 
Digital Asset Network we 

identify targeted customers 
interested in booking childcare 

services.

We capture this audience via 
opt-in lead generation, 
including all relevant 

information to help facilitate a 
strong customer connection.

All leads are verified and can 
be delivered in real time 

directly to the client’s CRM or 
via spreadsheet to be actioned 

by the client’s sales team.



Verified leads directed in real time to the client 
campaign site for sign-ups, call back etc. 

Verified IMS Digital Assets / partner network / social / 
search leads delivered in real time via API integration to 

client CRM or directed to full application. 
Leads sourced and verified via IMS 

digital assets and infrastructure

Data 
overlay

21



6,916 

Website Enquiries

2,200 
Qualified 
Parents 
“Leads” 

352 
Centre Tour 

Bookings

$1.8 – $2.2 
million* 

Parent Payments 

22 *Parent Revenue Assumes Single Child 3 days per week, $100 per day, 52 weeks



23



24

Grow new Lead Generation product revenue in current sectors and through the development 

and launch of new sectors

Grow UK operations through expanded technology & products

Drive competitive advantage through sustained DPM technology & product development

Further strengthen operating conditions with cost savings, efficiency gains and debt reduction

Strengthen and increase profile and communications to market and shareholders

Strategic focus to drive performance and shareholder value 
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Consistently improve existing markets 
and replicate into new markets building 

an expansive IMS global operational 
footprint and financial performance.

Build a globally recognised brand and 
range of high performing products that 

secure an expansive client base and 
grow and sustain competitive advantage.

Continued innovation and 
enhancement of technology and digital 

asset development to deliver market 
leading quality at massive scale.
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IMS is a pure play Digital Performance Marketing business in a growing industry where 

successful companies can achieve high valuations

Focused on scaling up our Digital Customer Acquisition operations in Australia, NZ, UK and 

expanding to Europe

Our technology is strong and highly scalable, and continued product development is 

increasing competitive strength and enabling growth

Performance of new Lead Generation solutions that enable higher revenue per lead is 

strengthening and the client demand is growing

Disciplined approach to operations and cost management aligned with an aggressive sales 

strategy and highly experienced new management appointments will ensure we are best 

placed to increase financial performance and grow shareholder value
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This presentation has been prepared by Impelus Limited (ABN 24 089 805 416) (IMS). Each recipient of this presentation (Recipient) is deemed to have agreed to accept the 
qualifications, limitations and disclaimers set out below. 

IMS and its subsidiaries, directors, officers, employees, advisers or representatives (together, Beneficiaries) make no representation or warranty, express or implied, as to the 
accuracy, reliability or completeness of any information contained in this presentation, including any forecast or prospective information. Past performance information given 
in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an indication of future performance. The historical information in this 
presentation is, or is based upon, information that has been released to the market. For further information, please see past announcements released by IMS to ASX. 

The forward-looking statements included in this presentation involve subjective judgment and analysis and are subject to significant uncertainties, risks and contingencies, 
many of which are outside the control of, and are unknown to, the Beneficiaries. Actual future events may vary materially from the forward looking statements and the 
assumptions on which those statements are based. Given these uncertainties, you are cautioned not to place undue reliance on such forward-looking statements. Similarly, 
statements about market and industry trends, which are based on interpretations of current market conditions, should be treated with caution. Such statements may cause 
the actual results or performance of IMS to be materially different from any future results or performance expressed or implied by forward-looking statements. Forward-
looking statements including projections, guidance on future earnings and estimates are provided as a general guide only and should not be relied upon as an indication or 
guarantee of future performance. Such forward-looking statements speak only as of the date of this presentation. 

IMS disclaims any intent to, and does not promise or undertake to, update publicly any forward-looking statements or any other content of this presentation, whether as a 
result of new information, future events or results or otherwise.

This presentation is a general overview only, it does not take into account the individual investment objectives, financial situation or particular needs of any person, and it does 
not purport to contain all the information that may be required to evaluate an investment in IMS. The information in this presentation is provided personally to the Recipient 
as a matter of interest only. It does not amount to an express or implied recommendation with respect to any investment in IMS, nor does it constitute investment, legal, tax 
or other advice. The Recipient, intending investors and their respective advisers, should: (a) conduct their own independent review, investigations and analysis of IMS, and of 
the information contained or referred to in this presentation; and (b) seek professional advice as to whether an investment in the securities of IMS is appropriate for them, 
having regard to their personal objectives, risk profile, financial situation and needs. 

Nothing in this presentation is or is to be taken to be a solicitation, offer, invitation or other proposal to subscribe for IMS securities. This presentation does not and will not 
form part of any contract for the acquisition of IMS securities. The distribution of this presentation in jurisdictions outside Australia may be restricted by law and persons who 
come into possession of this presentation in such jurisdictions should seek advice on and observe any such restrictions.

Except insofar as liability under any law cannot be excluded, none of the Beneficiaries shall have any responsibility or liability for any information contained in this 
presentation or in any other way for errors or omissions (including responsibility to any persons by reason of negligence). 


