
Investor Presentation
22 July 2019



Disclaimer

This presentation has been prepared by LiveTiles Limited (“LiveTiles”). Each recipient of this presentation is deemed to have agreed to accept the qualifications,

limitations and disclaimers set out below.

None of LiveTiles, its subsidiaries or respective directors, officers, employees, advisers or representatives (“Beneficiaries”) make any representation or warranty,

express or implied, as to the accuracy, reliability or completeness of the information contained in this presentation, including any forecast or prospective

information. The forward looking statements included in this presentation involve subjective judgement 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 to not place undue reliance

on such forward looking statements.

This presentation is a general overview only and does not purport to contain all the information that may be required to evaluate an investment in LiveTiles. 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 LiveTiles, nor does it constitute financial product advice.

The recipient, intending investors and respective advisers should:

▪ conduct their own independent review, investigations and analysis of LiveTiles and of the information contained or referred to in this presentation; and/or

▪ seek professional advice as to whether an investment in LiveTiles 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 an offer, invitation or other proposal to subscribe for shares in LiveTiles.

Except insofar as liability under any law cannot be excluded, none of the Beneficiaries shall have any responsibility for the information contained in this

presentation or in any other way for errors or omissions (including responsibility to any persons by reason of negligence).
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COMPANY SNAPSHOT



LiveTiles snapshot
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1. As at 30 June 2019. Annualised recurring revenue (ARR) represents committed, recurring revenue on an annualised basis

One of the world’s fastest-growing 
enterprise SaaS companies

$100 million organic ARR target by 
30 June 2021

Clear market leader in a large, growing 
and clearly defined market

Well-positioned to achieve global scale

Strengthening operating cash flow

ARR up 10x in 2 years to $40 million 1

Implied EV / target ARR valuation 
multiple of 3.2x

Initially targeting enterprise segment 
amongst ~400,000 Microsoft Office 365 
customers

Substantial investments in product 
development and sales infrastructure

Efficient customer acquisition cost

1

2

3

4
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LiveTiles snapshot
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1. As at 30 June 2019

LiveTiles is a fast-growing 

enterprise software company 

headquartered in New York City

▪ Monetisation of product commenced in 

February 2015

▪ Listed on ASX in September 2015

▪ $40.1m of annualised recurring revenue1

▪ 919 paying customers1

▪ Large and rapidly growing addressable market

▪ Strong emphasis on product innovation, 

including Artificial Intelligence

▪ Close alignment and unique global relationship 

with Microsoft

▪ Co-founders own 32%
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PRODUCT & MARKET OVERVIEW



An Intelligent Workplace
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PAGE 

DESIGNER

Delivers content and

data from any source in 

a holistic, cohesive and 

consistent experience

EMPLOYEE 

PROFILING

Complete and up to 

date staff profiles, 

detailing areas of 

expertise, how 

individuals work, and 

the skills and values

individuals can provide

BOTS

Leverages existing 

technology investments 

by enabling the creation 

of relevant and discrete 

bots across the

enterprise

INTELLIGENCE

Real-time insights into 

how solutions are being 

used, enabling data-

driven decisions to

enhance user

experience



Why LiveTiles?

9

LiveTiles provides the flexible 

intelligent workplace platform 

to enable organisations to drive 

greater productivity and embrace 

constant change in a fast-paced 

modern world

✓ Integrates seamlessly

✓ Rapid deployment

✓ Easy to use & configure

✓ Employee engagement & adoption

✓ Mobile friendly & device agnostic

✓ Significantly reduces custom 

development - cost effective

✓ Incorporates Bots and Artificial 

Intelligence



Global market opportunity
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1. IDC. 2. Transparency Market Research. 3. Microsoft Q4 FY19 earnings release (constant currency basis).

US$160b 
global public cloud market

21.9% CAGR from 2016 to 20211

20x
growth in AI industry

from 2015>20242

~400,000
Microsoft Office 365 customers

major focus for Microsoft

Large and fast-growing global market opportunity

+68%
YoY growth

Microsoft Azure revenue3
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Industry recognition

Recent awards

Winner
Homegrown Export 

(ARN Innovation Awards)

Winner

Top 50 SaaS CEOs 2018 

(The SaaS Report)

Finalist

Emerging Vendor of the Year (UK) 

(CRN Channel Awards)

Finalist

Greatest Contribution to Ethics, 

Gender Equality and Diversity in AI 

(AIconics San Francisco)

Finalist

Best Application of AI in a Large 

Enterprise (Ireland) 

(AI Ireland)



Close alignment with Microsoft
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Multiple high-impact campaigns and go-to-market initiatives contributing 

to strong customer and revenue growth

▪ Successfully aligning itself with Microsoft’s ‘AI-first’ vision, 

LiveTiles has become one of Microsoft’s key strategic partners in 

the data and AI space

▪ LiveTiles, Wizdom and Hyperfish partnering with Microsoft on 

SharePoint “home sites” launch (May 2019)

▪ 2018 Microsoft US Partner of the Year Award for Modern 

Workplace Transformation (Microsoft has ~100,000 US-based 

partners)

▪ AI Spark Partner Program: designed by LiveTiles and Microsoft 

to accelerate the pace at which AI can be deployed by enterprises

▪ AI Inner Circle Partner Program: LiveTiles invited as the first 

software company following independent customer evaluations

▪ LiveTiles Bots heavily showcased by Microsoft at its global 

Inspire conference in Las Vegas in July 2018

▪ Access to Microsoft’s partner co-sell program to accelerate leads 

and new customer growth

▪ P2P Global Integrated Solution: co-creation of IP with select 

partners to deliver industry solutions via Microsoft’s Marketplace 

(AppSource)

▪ LiveSmiles - intelligent employee wellness solution based on 

LiveTiles technology platform; Microsoft global launch partner LiveTiles showcased at Microsoft Inspire keynote (17 July 2018, Las Vegas)
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GROWTH HIGHLIGHTS & OUTLOOK



Recurring revenue growth

14

Annualised recurring revenue growing rapidly ($m)

ARR +167%
yr-on-yr to $40.1m as at 30 June 19

ARR up 10x
in last 2 years

Strong growth
in sales pipeline



Recurring revenue growth
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Year-on-year ARR growth ($m)1

1. Acquired ARR comprises Wizdom’s ARR as at 31 December 2018 ($8.0 million) and Hyperfish’s ARR as at 30 June 2018 ($0.4 million)

✓ ARR up 10x in two years

✓ One of the world’s fastest-growing 

SaaS companies

✓ Acquisition of Wizdom, Europe’s 

leading ‘plug and play’, Microsoft-

aligned digital workplace software 

business, completed in Feb 2019



Continued growth in average ARR per customer
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Average ARR per customer up 56% in FY19

Strong growth in average ARR per customer driven by:

✓ A higher proportion of new enterprise customers

✓ Product cross-sell / bundling

✓ Increased penetration of existing customers



Investing in long-term recurring revenue
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Indicative Life-Time Value 

of ARR base ($m)

ARR = Annualised Recurring Revenue.

LTV = Life-Time Value. Assumes 95% gross margin, 92.5% net retention and a 10% discount rate. 

Net retention = (ARR expansion from existing customers less churn in trailing 12 months) / ARR at beginning of 12 month period.

CAC = Customer Acquisition Cost. Comprises 100% of sales and marketing costs and 50% of customer success costs.

* Adjusted to annualise Wizdom ARR generation and CAC

Efficiency of Customer 

Acquisition Cost ($m)

CAC has also generated large 
sales pipeline and driven 

early demand for AI products



Substantial cash flow improvement
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Strong growth in 

customer cash receipts

Improving net 

operating cash flow

✓ Strong growth in customer cash receipts achieved in the 

June 2019 quarter 1
✓ Consistent improvement in net operating 

cash flow

✓ Further improvement in net operating cash flow 

achieved in June 2019 quarter 1

✓ $1.4m grant received from NY State

1. Appendix 4C to be released by 31 July 2019. Also refer to the Company’s ASX announcement of 12 July 2019



Growth outlook
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LiveTiles’ key objective is to organically grow ARR 

to at least $100m by 30 June 2021

LiveTiles expects to deliver another year of 

strong customer and revenue growth in FY20

✓ Large and growing addressable market

✓ Focused direct sales & marketing strategy 

targeting larger enterprises

✓ Conversion of large pipeline generated by N3 

team in the United States

✓ High-impact co-marketing initiatives with 

Microsoft

✓ Continued growth in partner/reseller distribution 

channel

✓ Growing demand for Artificial Intelligence 

products

✓ Substantial expansion opportunity with existing 

customers via cross-sell, bundling and increased 

penetration

✓ Technology alliances



Appendix: Corporate overview
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Share Price Performance Capital Structure

Ticker ASX:LVT

Share price as at 19 July 2019 $0.515

Shares on issue 654m

Market capitalisation $337m

Cash as at 31 Mar 2019 $21m

Enterprise value $316m

▪ USA (New York, Rochester, Seattle, Tri-Cities (Washington State), 

San Francisco, Los Angeles, Chicago, North Carolina)

▪ Australia (Sydney, Melbourne, Geelong, Hobart, Brisbane)

▪ United Kingdom (London)

▪ Europe (Copenhagen, Sligo, The Netherlands)

Global Presence Co-Founder Shareholdings

Holder %

Karl Redenbach (CEO & Co-Founder) 16.9

Peter Nguyen-Brown (CXO & Co-Founder) 15.0

Total 31.9


