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Important notice 
This presentation (Presentation) has been prepared by 99 Wuxian Limited (ASX : NNW) (99 Wuxian or the Company) and is a summary overview only of the current activities of the 

Company. This Presentation does not purport to be complete or provide all information which is necessary in order to assess whether to acquire CHESS Depositary Interest (CDI’s) in 99 

Wuxian.  This Presentation does not constitute an opinion or recommendation with respect to 99 Wuxian and whether a recipient of this Presentation (Recipient) should invest or 

recommend an investment in 99 Wuxian.  

This Presentation includes certain financial measures that are not recognised under International Financial Reporting Standards (IFRS). Such non-IFRS financial measures do not have a 

standardised meaning prescribed by IFRS and may not be comparable to similarly titled measures prescribed by other entities, and should not be construed as an alternative to other 

financial measures determined in accordance with IFRS. The non-IFRS financial measures in this Presentation are presented to assist the Recipient make appropriate comparisons with prior 

periods and to assess the operating performance of the business of the Company. 99 Wuxian uses these measures to assess the performance of the Company's business and believes that 

information is useful to Recipients. Gross Transaction Value (GTV), EBITDA and EBIT have not been reviewed or audited. Recipients are cautioned not to place undue reliance on any non-

IFRS financial measures included in this Presentation. 

This Presentation should be read in conjunction with the Company’s disclosures  lodged with the Australian Securities Exchange.  

The Presentation does not constitute an offer for or an invitation to the public to subscribe for CDI’s in 99 Wuxian. If an offer is made for subscription for CDI's in 99 Wuxian, such offer 

will only be made to and capable of acceptance by persons to whom the offer is made and only where the offer has been made in compliance with the laws of the relevant governing 

jurisdiction in which the offer is received.  

An investment in 99 Wuxian is subject to investment and other known and unknown risks.  

The Presentation does not constitute investment, legal, accounting, regulatory, taxation or other advice and has been prepared without taking into account the objectives, financial 

situation or needs of individuals.   A Recipient must not use the information contained in this Presentation as a basis for investing in the Company or recommending an investment in 99 

Wuxian.  Prior to making an investment decision, prospective investors should undertake their own independent review, investigations and analysis of the Company, consider the 

appropriateness of the information in this Presentation having regard to their own objectives, financial situation and needs, seek further information if required and seek such advice as 

the Recipient considers appropriate including legal and taxation advice appropriate to their jurisdiction.   

The Company and its directors, officers, associates and employees and associated companies and businesses (collectively 'the Providers') make no representations or warranties, express or 

implied, or provide any guarantees regarding the likely investment returns, the performance of CDI’s in 99 Wuxian, the suitability of CDI’s for any investor, any particular tax treatment 

or the accuracy, completeness or adequacy of information contained herein or any accompanying management presentation. Except insofar as liability under any law cannot be excluded, 

the Providers have no liability to the Recipient or any other person arising in respect of the information contained in this Presentation or in any way for errors and omissions (including 

responsibility to any person by reason of negligence). To the maximum extent permitted by law, the Company excludes all liability for any loss (including consequential loss or damage), 

suffered or incurred by the Recipient or any other person, however caused (including negligence) as a result of the use of, or reliance on, this Presentation.  99 Wuxian is under no 

obligation to correct, update or revise this Presentation or anything referred to in this Presentation which comes to its attention after the date of publication, whether as a result of new 

circumstances affecting 99 Wuxian or otherwise. 

Any opinions expressed in this Presentation are statements of 99 Wuxian as of the date of publication and are subject to change without notice.  

This Presentation may contain forward looking statements. These forward looking statements are provided as a general guide and should not be relied upon as an indication or guarantee 

of future performance.  They are by their nature, only predictions and are subject to inherent risks and uncertainty.  The Providers do not give any assurance as to their accuracy.  These 

statements are based on current expectations, estimates and projections about 99 Wuxian's business, the industry in which it operates and management’s beliefs and assumptions.  Such 

matters require subjective judgment and analysis and may be based on assumptions which are incorrect.  A Recipient should undertake their own independent review to determine the 

accuracy and robustness of the forward looking statements.  
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Mobile Commerce Solutions and Cloud Services Provider 

Core capability  
 

Value Added Services to Business Partners  through mobile commerce platform technology and cloud base 
services 

 

Key resources  
 

Technology platform and well established Business Partner network providing broad coverage of the Chinese 
consumer  market 

Business partner demand drivers  
Customer retention and loyalty management 

Customer lifecycle extension 
Offline to online customer migration 

New customer acquisition 
Customer activity rate enhancement 

     Marketing and incentives delivery  
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Business summary 

Cloud Services Mobile Commerce Marketing Solutions 

Online Insurance  
 Insurance Supply Chain Management  
 Employee Benefits for Business Partners 
 Loyalty Marketing Program Development 
Offline to Online Integration 

 99 Mobile Marketplace 
 Business Costs Procurement Tools 
Data Analysis for Customer Behaviour 
Offline to Online Integration 
 

Business Partners (around 1,400) 
Banks(50), Insurance(105), Securities(7), 

Non-financial companies (1,238) 

Data 
Data collection 
Data analysis 

Customers of Business Partners 

B2B 

B2B2C 
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Mobile Commerce Marketing Solutions 

 Virtual product portfolios and mix 
 A convenient m-commerce platform   
 Standardized and flexible modules 
 Quick system interface  

 Various marketing solution and 
tools combined with product mix to 
fit in different business scenes 

 Analyzing customer’s behaviors  
 Precision marketing through Big 

Data 

99 Marketplace 

Offline to Online 
Integration 

Customer Behavior Data 
Analysis 

Business Costs 
Procurement Tools 

 Improving efficiency and reducing 
costs for business partners 
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Cloud Services 

Online Insurance 
Development 

 Powerful tools based on internet for 
insurance business fast development 

Employee Benefits for 
Business Partners 

 One-stop Cloud Platform of business 
partners’ employee flexible benefits  

Insurance Supply Chain 
Management  

 Creative tools and solutions to manage 
the entire insurance supply chain 

Loyalty Marketing 
Program Development 

 Comprehensive and modularized 
solutions for loyalty management and 
marketing 

 Various marketing solution and tools 
combined with product mix to fit in 
different business scenes 

Offline to Online 
Integration 
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audited or reviewed. 

Results Highlights 

Increase/Decrease 
FY2018 FY2017 

RMB: mm AUD: mm RMB: mm AUD: mm 

Net revenue +5% 128.8 26.1 122.4 24.8 

Gross Profit +61% 125.2 25.3 77.8 15.7 

EBITDA +11.1mm (AUD: 2.2mm) 9.9 2 -1.2 -0.2 

Net Loss -7.8mm(AUD: -1.5mm) -9.2 -1.9 -17 -3.4 

Increase/Decrease FY2018 FY2017 

No. of Business Partners +133% 1,400 600 
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The Number of Business Partners increased by 133% 
compared with FY2017, primarily driven by 
 
  Enhanced understanding of Business Partner 

requirements and subsequent service demands; 
 
 Expanded service offerings through M- commerce 

Marketing Solution and Cloud Services 
 
 Continued recognition in the China market for high 

quality of services and reputation 
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Financial Overview 

Commentary 

Revenue (mm) 

The Revenue increased by 5% in FY2018, primarily 
driven by  
 
 Management focus on cost control.  

 
 Alignment of core competencies with business 

model 
 

Commentary 
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Note: The number of business partners and revenue has not been audited or reviewed. 
. 
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Gross Profit (mm) 

Financial Overview 

Commentary 

EBIT(RMB mm) Commentary 
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FY2018 

FY2017 

The EBIT increased  from (-7.95mm) in FY2017 
to + 3.5mm in FY2018 primarily driven by; 
 
 The increase in EBIT has resulted from an 

alignment of the business model with the 
companies core competencies 
 

Management cost controls resulting in more 
efficiency in our operation process. 
 
 
 
 

 

The Gross profit increased 61% from FY2017 to 
FY2018 primarily driven by; 
 
 Gross profit has increased through the 

introduction of higher margin product 
participation and expanded service offerings 
in Cloud Services. 
 

 Tighter control of variable marketing 
campaign costs. 

 

Note: The gross profit and EBIT have not been audited or reviewed. 
. 
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Note:  1. RMB translated into AUD using the average rate of AUD/RMB 4.9407 for FY2018 and FY2017 to eliminate the exchange rate impact.  
          2. Financial information has not been audited or reviewed. 

FY2018 revenue, gross profit, EBIT and NPAT have improvement 

Summary profit and loss  

RMB millions AUD millions
1 

Change 

31 December year end FY2017 FY2018
2 

FY2017
 

FY2018
2 

(%) 

Net revenue      122.4       128.8         24.8         26.1  5% 

Gross profit        77.8      125.2         15.7         25.3  61% 

margin (%) 63.6% 97.2% 63.6% 97.2%  3,361bps 
Selling expenses (excluding D&A)       (62.5)    (66.5)      (12.7)       (13.5) 6% 

Administration expenses (excluding D&A)       (59.2)    (55.0)      (12.0)       (11.1) (7%) 

Other revenue 4.7                 5.4  1.0                    1.1  15% 

Share of result from an associate         (0.4) -             (0.1)           - (100%) 

Other gains and losses        38.4         0.8            7.8            0.2  (98%) 

EBITDA         (1.2)      9.9        (0.2)          2.0 (933%) 

margin (%) -1.0% 7.7% -1.0% 7.7%  865bps 
D&A         (6.8)        (6.4)        (1.4)         (1.3) (5%) 

Net interest expense         (8.3)      (15.8)        (1.7)         (3.2) 92% 

PBT       (16.2)      (12.3)        (3.3)         (2.5) (24%) 

Tax         (0.8)        (3.2)        (0.2)         (0.6) (484%) 

NPAT       (17.0)       (9.2)        (3.4)         (1.9) (46%) 

margin (%) -13.9% -7.1% -13.9% -7.1%  680bps 
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Balance sheet continues to evolve in line with the business  
 

 Cash and bank deposits of RMB 57.0mm 

 Well positioned for future growth  

 Trade and other receivables of RMB 448.4mm 

 Growth due to the business development. Our 

business upgrade made our revenue model more and 

more comprehensive. 

 High quality receivables from leading Chinese financial 

institutions  

 Inventory of RMB 1.1mm: 

 Decreased mainly caused by our transition from sales 

of merchants to service providing. We offered one-

stop services to realize Customer Care 

 We enhanced the management to inventory and 

improved turn-over rate. 

 Trade and other payables of RMB 230.9mm: 

 Increased mainly due to the development of business 

 

Note:  1. The spot rate of AUD/RMB 4.825 as at 31 December 2018 is used for both FY2017 and  FY2018 to eliminate the exchange rate impact.  
           2. Financial information has not been audited or reviewed.   

Commentary  

Summary balance sheet 

RMB millions AUD millions
1 

31 December year end FY2017 FY2018
2 

FY2017 FY2018
2 

Cash and cash equivalents        42.5           57.0              8.8           11.8  

Pledged bank deposit        46.4           43.6              9.6              9.0  

Restricted bank deposit          5.0              5.0              1.0              1.0  

Trade and other receivables      419.7         448.4           87.0           92.9  

Inventory          6.3              1.1              1.3              0.2  

Intangibles        75.7           72.5           15.7           15.0  

Property, plant and equipment          5.4              3.3              1.1              0.7  

Deposit for acquisition of subsidiaries             -                  -                  -                  -    

Interest in associate             -                  -                  -                  -    

Loan receivables        40.0           40.0              8.3              8.3  

Amount due from directors        20.0                -                4.1                -    

Other assets        16.0           24.9              3.3              5.2  

Total assets      677.1         695.8         140.3         144.2  

Trade and other payables      186.5         230.9           38.6           47.9  

Bank and other loans      154.4         122.1           32.0           25.3  

Other liabilities        15.7           32.3              3.3              6.7  

Total liabilities      356.6         385.3           73.9           79.9  

Net assets      320.5         310.5           66.4           64.4  

Share capital      313.7         313.7           65.0           65.0  

Reserves          6.8           (3.1)             1.4           (0.7) 

Total equity      320.5         310.5           66.4           64.4  
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 Disciplined management of cash flow 

 Operating cash flow continues to be invested 

into the growth and upgrade of our business 

 As our business developed, we generated 

more payables in the process of products 

and service offering 

 With upgrade of our business, we provided 

more one-stop services rather than 

merchants to realize Customer Care thus 

generated less inventory 

 Investing activities 

 Increase in pledged deposit to obtain certain 

debt financing facilities 

 Additions of PP&E and intangible assets 

 Financing activities 

 Proceeds from debt financing facilities 

 Repayment of debt financing facilities 

Commentary  

Note:  1. RMB translated into AUD at the average rate of AUD/RMB of 4.9407 for the period 1 January 2018 to 31 December 2018 to eliminate the exchange rate impact.  
          2. Financial information has not been audited or reviewed. 
 

Continued cash investment in the platform  

Summary cash flow  

RMB millions AUD millions1 

31 December year end FY2018
2 

 FY2018  

EBITDA                    9.9                      2.0 

Interest received                     1.3                        0.3  

Income taxes paid                    (5.5)                     (1.1) 

Movement in working capital                    23.0                     4.7 

Cash flow from operations                   28.7                      5.8 

Increase in pledged deposit                      2.8                        0.6  

Repayment from a director                     20.0                      4.0 

Purchases of PP&E and additions of intangible assets                      (1.1)                      (0.2) 

Cash flow from investing                    21.7                      4.4 

Proceeds from borrowings                   189.6                     38.4 

Repayment of borrowings                 (213.6)                   (43.2) 

Interest paid                   (11.8)                     (2.4) 

Cash flow from financing                   (35.8)                      (7.2)  

Net increase (decrease) in cash                    14.6                     3.0 

Opening cash balance                     42.5                        8.6  

Effect of foreign exchange rate changes                      (0.1)                       (0.0) 

Closing cash balance                     57.0                        11.5  
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 Market demand is driven by: 

 Growth of China GDP and resident consumption upgrades 

 The demand on M-commerce marketing solutions and cloud services from business partners to capture Chinese consumer 

market needs  

 Development of technology providing innovation for products and services applied in M-commerce marketing solutions and 

cloud services 

 

 In FY2019, the Company will be focused on the following aspects of the business to deliver growth in scale and revenue of the 

business to underpin our growth strategy: 

 Demands:   Continued research and dialogue with Business Partners and there customers to ensure  

   strong visibility to key needs and demands.  

 Business Partner expansion:   Broaden cooperation with both current and new business partners 

 Services and Products:  Enhance our services and enrich product portfolio and mix based on the Demands analysis 

 Operation:   Continuously monitor operational costs to ensure optimal operational efficiency 

 Technology:   Ensure best practice technology is available through our core competencies for our Business 

   Partners 

GROWTH STRATEGY 

The Company is focusing on its core strengths, capabilities and established Business Partner network to deliver growth in revenue 
and improved profitability. The demand drivers from Business partners in the Chinese market continue to be strong based on the 
evolving Chinese consumer market. The Board remains confident that the business model of the Company represents an optimal 
risk / return participation in the Chinese market.  

FY2019 Outlook 
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Growth strategy 

1 
Business Partners/ Channels 
 
 Develop business partners          
 and constantly reach customers 

2 

Service/Operation 
 
Expand comprehensive solution 
services including products and 
services mix, enrich marketing tools 
and enhance customer engagement 
and activeness  

Strategy 

 

 In-depth discover the demands of business partners and reach customers. 

 

 Constantly develop new business partners in both financial and non-financial sectors to reach customers 

 

 

 

 

 Develop various solutions for business partners to 

• Create and enrich customer consumption scenes and customized services 

• Help business partners enhance customer penetration rate and activeness 

• Increase customer transaction frequency 

 

 Satisfy evolving customer demands and increase customer consumption willingness for business partners by  

• Introducing more virtual products including insurance products 

• Explore the possibility of other financial products 

 Drive services by technology, research technology evolution and improve technology platform by 

continuously introducing innovative technologies 

 

 Enhance the company's capacity from R&D to technology implementation to meet the demands of business 

partners and customers 

 

 Create various services, cover the full business process including customer acquisition, marketing, customer 

activeness and stickiness, customer incentives, customer retention and loyalty management, customer 

lifecycle extension, and 

 

 Integrate leading-edge technology, develop a core big data analysis platform, constantly implement and 

improve big data strategy 

3 

Technology/System 
 
Enhance technology and service    
strength 

Big Data 
 
Deeply understand customers 
through big data and fully explore 
customer value 

 Accumulate customer data, collect and analyse customer behaviours in the entire business process to help 

business partners acquire customer preferences, create behaviour tags and discover customer value 

 

 Continuously launch solutions and services to help business partners develop business through big data 

 

 Continue development, improvement and implementation of big data strategy 
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