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Disclaimer

The material in this presentation is general background information and is current at 
the date of the presentation. The information is given in summary form and does not 
purport to be complete. 

Information in this presentation is not intended to be relied upon as advice to investors 
or potential investors and does not take into account the investment objectives, 
financial situation or needs of any particular investor. Investors should consider the 
appropriateness of the information having regard to these matters, any relevant 
offer document and seek independent financial advice before making any investment 
decision. No representation is made as to the accuracy, completeness or reliability of 
the presentation. 

Certain statements in this presentation constitute forward looking statements. Such 
forward looking statements involve both known and unknown risks, assumptions, 
uncertainties and other factors, many of which are beyond the control of the Company 
and which may cause actual results, performance or achievements to differ materially 
from those expressed or implied by such statements. There are a number of other 
important factors that could cause actual results to differ materially from those 
projected in such statements, including (without limitation) the risks and uncertainties 
associated with the ongoing impacts of COVID-19, the Australian and global economic 
climate and market conditions. Further information is contained in the Group’s Annual 
Financial Report for the 2020 financial year, which is available at www.envirosuite.
com. Actual results may vary, with materially positive or negative impacts. Investors 
are cautioned not to place undue reliance on these forward-looking statements. Past 
performance is not indicative of future performance and no guarantee of future 
returns is implied or given. 

While all reasonable care has been taken in relation to the preparation of this 
presentation, none of the Group, or their directors, officers, employees or advisors 
accepts responsibility for any loss or damage resulting from the use of or reliance on 
this presentation by any person. 

Some of the information in this presentation is based on unaudited financial data 
which may be subject to change.

This presentation is not a prospectus, disclosure document or investment statement, 
nor an offer of shares for subscription, or sale, or the solicitation of an offer to buy, in 
any jurisdiction. 

Any opinions expressed reflect the Group’s position at the date of this presentation 
and are subject to change.

All amounts are in Australian dollars unless otherwise stated.
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Company snapshot
ASX: EVS

52 week low:

$0.070

Top 20 holders

48%

Last close:

$0.22 (11/9/20)

Directors & 
Management:

11% (undiluted)

Shares on issue:

1,024m

Market Cap:

$225m

52 week high:

$0.395

Unlisted options:

148m (ex. price 10-40c)
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A global leader in 
environmental intelligence
We harness the power of Environmental Intelligence so 
industries grow and communities thrive.
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Environmental Intelligence harnesses the power of big data, artificial intelligence and analytics 
to produce real-time visualisations, predictive modelling and actionable insights that enable 
companies, governments and communities to make fast, confident decisions that optimise 
operational and environmental outcomes. 

What is Environmental Intelligence?
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The Company today

Air Noise Water
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Solutions across

260 staff in 11 countries

Offices and staff 

Brisbane

Taipei

BeijingCopenhagen

Sao Paulo

Bogota

Sacramento

London

Madrid

Santiago

Montreal

Sydney
Melbourne

500 Customers  
worldwide

Financial 
information

Proforma annual 
revenue $58m

75% revenues are 
recurring

< 2.5% attrition of 
recurring revenue
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Focus Industry sectors

Mining

Airports

Industry Construction

Cities Water
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Value proposition

Optimise
Predictive solutions used to optimise 
customer operations

Engage
Stakeholder engagement enables 
social licence to operate

Comply
Monitoring and Measurement ensure 
regulatory compliance
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  Comply

  Engage

  Optimise

Environmental Intelligence (EI) is providing 
Teck Resources with highly accurate data 
and insights from fluctuating environmental 
conditions, allowing it to adjust operations to 
maintain compliance without stoppages.

Teams at Teck are now employing EI 
to shorten investigation time of costly 
environmental issues. Responding to 
community concerns and taking immediate 
action to ensure continued operations.

EI is empowering teams at Teck to schedule  
operations based on changes in the weather, 
which is having a direct and positive impact 
on the bottom line.

EI is enabling Air Services Australia to 
manage aircraft noise improvements in line 
with flight patterns and noise abatement 
plans which helps to minimise impact to the 
community.

Air Services Australia is using a suite of 
Envirosuite solutions to provide the public 
with local information about aircraft 
movement, flight paths and noise data to 
improve transparency and engagement.

EI is now informing several strategies to 
improve air traffic capacity, accommodate 
growth in the industry, and the wider 
modernisation program to ensure Australian 
airspace is managed safely and efficiently.

Tata Steel are utilising EI for early warnings. 
Alerting staff of potential compliance 
breaches before they happen to make 
necessary adjustments while keeping the 
plant operating efficiently.

Envirosuite’s solutions are allowing Tata 
Steel to showcase responsible environmental 
management practices supported by highly 
accurate data.  This is reducing operational 
stoppages and costly investigations.

EI is providing Tata Steel with insights 
before air quality issues occur. Teams are 
now scheduling activities at the best times 
for efficiency and productivity gains, while 
operations can now respond rapidly and 
effectively.

By harnessing environmental intelligence, clients across multiple industry sectors are 
expanding operations, achieving capital savings and lowering operational expenditure.   

Canada Australia UK

  Outcome

Environmental Intelligence is changing the 
way our clients work  
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Strong fundamentals to scale a SaaS driven business

Current 
Envirosuite sites

$43m

$2.3bn*

Global Mining, Industrial 
and Airports 
~12,000 addressable sites  

(24x)

(76x)
Global Waste and Wastewater  
38,000 addressable sites

Airports Non-
Airports Combined

ARPS** $205,872 61,420 123,155

Churn % 1.5% 3.8% 2.1%

Contribution margin*** 84.0% 77.6% 82.2%

** Average Revenue per Site

* The Serviceable Addressable Market (SAM) has been defined 
through Company research. The sizing has been calculated 
based on number of serviceable sites, multiplied by average 
deal size within the applicable sector.

*** Contribution margin is recurring revenue less direct cost to sell which include variable external 
costs incurred that are directly attributable to the revenue generated.  

   Recurring revenue

   Non-recurring revenue

   Other revenue

FY20 Pro-forma  
Revenue composition

$58m 
Revenue  

(Pro-forma)

23%

2%

75%
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Medium term growth targets

  $100m revenue in FY23 with EBITDA margin 15-20%

  Positive EBITDA by end Q3 FY21

  Compound revenue growth 20%

  Revenue diversification across 6 focus sectors
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Target of $100m of revenue by June 2023 is just the beginning 
$2.3bn market with Envirosuite increasing the ability to go deeper with existing and potential customers 
as a result of recent acquisitions and technology roadmap to move from compliance to value-driven ROI

Annualised Revenue vs Operating Cost

$110m

$90m

$70m

$50m

$30m

$10m

Jun-18

Sep
-18

Dec
-18

Mar-1
9

Mar-2
0

Mar-2
1

Mar-2
2

Mar-2
3

Jun-19
Jun-20

Jun-21

Jun-22

Jun-23

Sep
-19

Sep
-20

Sep
-21

Sep
-22

Dec
-19

Dec
-20

Dec
-21

Dec
-22

Contribution margin

Recurring revenue

Non-recurring revenue

Overhead costs

Contribution margin is revenue less direct cost to sell which include variable external costs incurred that are directly attributable to the revenue generated. 
Operational costs represent all operating expenses and cost to sell which are not direct costs, including salaries and wages for personnel that support customers and excludes the impact of capitalisating R&D costs.
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Direct Sales

   22 Sales people across 12 countries

   Split between account renewals of large airports, as well as new business    
 development

    Focus on waste and wastewater, mining and industrial as well as growth in existing  
 airport business

    Combined salesforce has been in place since May 2020

Marketing

   Focus on Revenue Marketing to lower our customer acquisition cost and increase  
 sales velocity 

   Major tasks include webinars, ad marketing and outbound sales development   
 strategy

   Early results are promising with an 800% increase in lead generation from revenue  
 marketing in the first 3 months

How are we scaling our sales?

Lead Generation – June to August 
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Opportunity Sector Region ARR

1 Major airport upgrade Airports Korea $160,000

2 Major city airport Airports USA $260,000

3 Highway Construction Canada $230,000

4 Building Construction UK $200,000

5 Multinational copper mine Mining Chile $250,000

6 Bulk port Ports Australia $135,000

7 Municipality Waste USA $90,000

8 Municipality Wastewater China $100,000

9 Municipality Wastewater France $75,000

10 City Wastewater SE Asia $140,000

   Regional and Sector breadth of sales opportunities

   Current pipeline $30m of recurring revenue opportunities

   Refer table for examples of the breadth of opportunities in pipeline, at 75% probability, and forecast to close by end October

Pipeline Snapshot – typical opportunities
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Investor Highlights

Global Market Leader

 Across Air, Noise, Water, Vibration

 Fragmented competitor base

Increasing Sales

 Adopting Revenue Marketing to 
increase sales velocity

 Developing Corporate Partnerships

Market 

 $2.3 billion identified SAM and growing
 Rising global tide of environmental 

regulation

Strong Financials 

 EBITDA positive by Mar 21
 Targetting $100m revenue by June 23

 Well capitalised

Solution as a Service 

 High % of revenues recurring (75%)
 Low churn rate (<2.5%)

Technology Platform

 Investments into noise  
and vibration solution portfolio

 Additions of Smart Water -  
SeweX and AqMB

15 



For more information please contact:

Peter White 
Chief Executive Officer 
 
Email: investors@envirosuite.com 
Phone: 02 8072 0619

www.envirosuite.com


