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IMPORTANT NOTICE AND DISCLAIMER
Overview
This investor presentation (“Presentation”) has been prepared by MSL Solutions Limited (ACN 120 815 778) and is dated 18 August 2022. This Presentation has been prepared to provide shareholders of MSL with a high
level overview of MSL Solutions and its recent acquisitions. This Presentation is not intended to and does not constitute an offer or invitation by or on behalf of MSL Solutions, its subsidiaries, or any other person to
subscribe for, purchase or otherwise deal in any equity, debt instrument or other securities, nor is it intended to be used for the purpose of or in connection with offers or invitations to subscribe for, purchase or
otherwise deal in any equity, debt instruments or other securities. All amounts are in Australian dollars unless stated otherwise.

Summary Information
This Presentation contains summary information about the current activities of MSL Solutions and its subsidiaries and the acquisition described in the Presentation as at the date of this Presentation. The information
in this Presentation is of a general nature and does not purport to be complete. It should be read in conjunction with MSL Solution’s other periodic and continuous disclosure announcements lodged with the ASX,
which are available at www.asx.com.au.
The information in this Presentation has been obtained from or is based on sources believed by MSL Solutions to be reliable. Certain market and industry data used in connection with this Presentation may have been
obtained from research, surveys or studies conducted by third parties, including industry or general publications. Neither MSL Solutions nor its representatives have independently verified any such market or industry
data provided by third parties or industry or general publications. Neither MSL Solutions nor its directors, employees or advisers give any warranties, express or implied, in relation to the statements and information in
this Presentation. Reliance should not be placed on information or opinions contained in this Presentation.

Past performance
The past performance and position of MSL Solutions and its recent acquisitions reflected in this Presentation is given for illustrative purposes only and should not be relied upon as it is not an indication of MSL 
Solution’s views on its future financial performance or condition. Past performance of MSL Solutions or its recent acquisitions cannot be relied upon as an indicator of (and provides no guidance as to) the future 
performance of MSL Solutions, including future share price performance. Nothing contained in this Presentation nor any information made available to you is, or shall be relied upon as, a promise, representation, 
warranty or guarantee, whether as to the past, present or future.

Future performance
This Presentation contains certain “forward looking statements”. Forward looking statements can generally be identified by the use of forward looking words such as, “expect”, “anticipate”, “likely”, “intend”, “should”, 
“could”, “may”, “predict”, “plan”, “propose”, “will”, “believe”, “forecast”, “estimate”, “target” “outlook”, “guidance” and other similar expressions within the meaning of securities laws of applicable jurisdictions and include, 
but are not limited to, indications of, or guidance or outlook on, future earnings or financial position or performance of MSL Solutions, the outcome and effects of the Capital Raising and the use of proceeds, including 
the impact of the acquisition described in the Presentation. The forward looking statements contained in this Presentation are not guarantees or predictions of future performance and involve known and unknown 
risks and uncertainties and other factors, many of which are beyond the control of MSL Solutions, and may involve significant elements of subjective judgement and assumptions as to future events which may or may 
not be correct. 
You are strongly cautioned not to place undue reliance on forward looking statements in this Presentation. There can be no assurance that actual outcomes will not differ materially from these forward-looking 
statements. A number of important factors could cause actual results or performance to differ materially from the forward looking statements.  The forward looking statements are based on information available to 
MSL Solutions as at the date of this Presentation. Except as required by law or regulation (including the ASX Listing Rules), MSL Solutions undertakes no obligation to provide any additional or updated information 
whether as a result of new information, future events or results or otherwise. Indications of, and guidance or outlook on, future earnings or financial position or performance that are also forward looking statements.  
To the maximum extent permitted by law, MSL Solutions gives no representation, warranty or other assurance in connection with, and disclaims responsibility for, the accuracy and completeness of all forward looking 
statements.

Effect of rounding
A number of figures, amounts, percentages, estimates, calculations of value and fractions in this Presentation are subject to the effect of rounding. Accordingly, the actual calculation of these figures may differ from 
the figures set out in this Presentation.

Disclaimer
To the maximum extent permitted by law, no representation or warranty, express or implied, is made as to the currency, accuracy, reliability or completeness of information in this Presentation and MSL Solutions and 
its advisers, affiliates, related bodies corporate, directors, officers, partners, employees and agents exclude and disclaim all liability, including without limitation from fault, negligence or negligent misstatement or for 
any expenses, losses, damages or costs incurred by you arising from this Presentation or the information in this Presentation being inaccurate or incomplete in any way for any reason, whether by negligence or 
otherwise. The information in this Presentation remains subject to change without notice. 
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Strong fundamentals
with record revenue, 
record EBITDA and a 

record backlog 
ensuring a strong 

start to FY23

Servicing 8,500+ 
venues;

iconic (stadiums, 
arenas, convention

centres), golf 
courses and local

(pubs
and clubs)

Leading digital 
guest engagement 

technology 
providing new

revenue streams for 
venues and value 

for customers

Portfolio of digital 
assets processing 

$14B in POS 
transactions in 28 

countries with 500
+ integrations

Headquartered in
Brisbane, MSL has 

164 employees 
across UK, Denmark 

and Australia

Subscription Golf 
revenue:

14m rounds of Golf 
globally and 150k 
downloads of the 
new Golf Australia 

app

MSL Solutions 
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Overview of MSL key operating segments

Product/
service

Customer 
type

Key 
metrics

Revenue 
model

Providing fully integrated POS 
systems

• 7500+ POS venues deployed across 
28 countries

• $14B+ in annual transaction value

• Modular system that is deployed on 
Mobile, tablet, phone and Kiosk

Sales and recurring revenue ;

SwiftPOS – 3 to 5 year contracts

OrderMate – monthly SaaS

Golf Membership and Golf 
Management Software

• 1000+ customer organisations 
globally (federations and clubs)

• 1.9 million golfers handicaps are 
managed by MSL in 9 countries

• 6 million rounds of golf booked 
through GolfBox Classic

• 10.7 million rounds of golf 
processed for WHS in Australia

Subscription / fee per use basis

Sales and recurring revenue model

Mobile applications that are in the 
hands of the consumer: whether we 
build, partner or facilitate

Using MSL’s digital solutions:

• 37% increase in basket size 
compared to traditional POS

• 123 locations in FY22

• Digital revenue for FY22 is $1.4m

Transaction fee per order

POS GOLF DIGITAL

• Iconic – Stadiums, Arenas, Convention 
Centres, Enterprise Deals (MSL Direct)

• OrderMate – Restaurants, Fine Dining 
and takeaway

• Local – Pubs, Clubs, Fuel Stations (Via 
Reseller Networks)

• HH

• Doshii

Consumers throughout Australia 
and around the world, using apps 
including:

• MSL Golf Apps

• MSL OrderAway

• Golf Australia 

• Global Golf Federations

• Individual Golf Clubs
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Financials
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EBITDA1 (excludes government subsidies which were material in prior year)

$33.9m
Record revenue
37% up on PCP

$5.3m
Record EBITDA1

70% up on PCP

15.6%
EBITDA margin
up 3.0% on PCP

+16%
Organic revenue 

growth

+82%
Increase in new 

sales on PCP

+72%
Cash balance

$9.4m (nil interest-
bearing debt)

FY22 highl ights
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• Record revenue of $33.9m in FY22

• Revenue growth of $9.4m (37%)

• Organic growth of $4.0m (16%)

• Acquisition growth (OrderMate) of 
$5.2m (21%)

• SwiftPOS revenue growth (30%)

• OrderMate revenue growth of 20% 
(on a like for like full year 
comparison)

Platform for revenue growth

27.8

25.0 24.7

33.9
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• Record EBITDA1 70% increase 
from the prior corresponding 
period

• UK, Denmark and Australia all 
individually increased revenue and 
EBITDA 

• Current management entered 
business 1HFY20 with a focus on 
cash, EBITDA and then growth

• The 82% increase in new sales will 
drive further increases in recurring 
revenue for SwiftPOS and 
OrderMate products

1 excludes government subsidies which were material in 
prior year

Sustainable EBITDA and EBITDA margin %
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FY22 financials (P&L) - organic and 
acquisition growth update

Actual FY22 

(incl 

Ordermate)

Ordermate Actual FY22 

(excl 

Ordermate)

Actual FY21 Variance 

pcp           

(incl 

Ordermate)

Variance 

pcp          

(Organic)

A$'000 A$'000 A$'000 A$'000 A$'000 % A$'000 %

Recurring Revenue 20,095 2,699 17,396 17,090 3,005 17.6% 306 1.8%

Sales Revenue 13,836 2,530 11,306 7,576 6,260 82.6% 3,730 49.2%

Revenue 33,931 5,229 28,702 24,666 9,265 37.6% 4,036 16.4%

Other income 26 (26) (100.0%) (26) (100.0%)

Cost of sales (8,325) (900) (7,425) (6,023) (2,302) 38.2% (1,402) 23.3%

Gross margin 25,606 4,329 21,277 18,669 6,937 37.2% 2,608 14.0%

Operating expenses (20,301) (3,212) (17,089) (15,551) (4,750) 30.5% (1,538) 9.9%

EBITDA
1

5,305 1,117 4,188 3,118 2,187 70.1% 1,070 34.3%

EBITDA margin % 15.6% 21.4% 14.6% 12.6% 3.0% 2.0%

Actual growth includes 9 months of 
OrderMate:

• 37% revenue growth

• 82% sales growth

• 70% EBITDA1 growth

Organic growth (which excludes 
OrderMate):

• 16% revenue growth

• 49% growth new sales

• 10% increase in like for like costs

• 34% EBITDA1 growth

1 excludes government subsidies which were material in 
prior year
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• Corporate overheads steady 
compared with the prior 
corresponding period

• APAC, UK and Denmark have 
increased EBITDA performance

• UK is in transition from a reseller of 
a third party product to SwiftPOS:
• MSL owned product is 

yielding higher margin sales 
and recurring revenue as it 
replaces third party product 
which was high volume, low 
margin

Segment view (P&L)
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Cash flow 
• Receipt from customers is $10m 

greater than prior year

• Interest bearing debt retired in 
H1FY22 - no interest-bearing debt 
at 30 June 2022

• Cash balance plus access to capital 
and debt, positions MSL for 
acquisitions in line with strategy
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Strategy to own IP driving recurring 
revenue growth • Recurring revenue growth in each 

of core products:

o POS - SwiftPOS & OrderMate

o Golf

o Digital

• Offset by decline in legacy and 
third-party recurring revenue 
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Sales
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FY22 strong sales

Geographically diverse organic and acquisition growth across multiple segments

• POS - growth in APAC enterprise and stadium deals (SwiftPOS) and contribution 
of OrderMate

• Golf – MSL has new product launch of Golf Management and Golf Scoring App and 
record growth in golf membership in Australia continues to grow GolfLink revenue

• Digital revenue in data, payments and integrations, new deals have been struck with Tyro, 
Doshii, Deliverect, HungryHungry and Me&U

• UK – strong enterprise deals with SwiftPOS and stadium deals with Kappture continue to be a 
positive revenue driver for the UK business rebound to above pre-Covid levels

22 Sites in the UK
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$2.4m MSL backlog of contracts won but not booked in FY22, an increase of 43% from 31 Dec 2021, 
and higher than pre-Covid levels.

Substantial contracts won that revenue will be recognised in FY23

UK APAC
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Strategy - POS, Golf, Digital
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SwiftPOS

• Acquired in November 2020 SwiftPOS added $4M in gross margin during FY22, increased venues by 
1000+, UK expansion opportunities for SwiftPOS is very strong

• Momentum strengthened in FY22 driven by APAC enterprise sales deals, including new wins at 
AAMI Park, Eden Park, Stadiums Queensland (Suncorp and the Gabba), Blundstone and My State 
Bank Arena.

• NSW National Parks and Wildlife Service, West HQ, Canterbury Leagues and WA Parliament House

• In the UK, Aberdeen Steak House chain, Rhubarb Hospitality Theatres and British Airways viewing 
tower

MSL’s growth in the venue point-of-sale (POS) market

In the 9 months since the 
acquisition of OrderMate:

$580k

142

371

Digital recurring 
revenue

Brand new 
businesses

Deals with existing 
customers

150% Increase in monthly 
SaaS revenue

OrderMate

• Acquired on 30th September 2022, OrderMate provides POS services to Australian food and beverage 
venues, enabling efficient ordering, transactions and payments to over 2,400 venues, focusing on 
restaurant, cafe and fine-dining venues

• Generated $5.3 m in revenue and $1.2m in EBITDA for the period from 1st October 2021 to 30 June 
2022 which is 20% revenue growth under acquisition on a like-for-like basis

• Strong digital revenues from payment providers, third party apps with new deals signed 
with Deliverect (Uber Eats, Deliveroo and Doordash), Doshii, HungryHungry and Tyro
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STADIA & ARENAS MEMBER BASED ORGANISATIONS (MBOS)

RESELLER CHANNELS OTHER HOSPITALITY & LEISURE

Key venues – POS

More than 8,500 sport, leisure 
and hospitality venues across 45 
countries run their operations 
with MSL technology:

7,500+

45

MSL POS 
product venues

Third-party 
product venues

1000+ Golf Clubs and 
Federations
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Golf Clubs & Associations

New products in golf: annuity-style business

MSL Golf provides 
technology 
platforms covering 
the golf value chain 
across National 
Federations, Golf 
Clubs and Golf 
Professionals.

• Long-term contracts with national federations provide strong retention and 
low customer churn

• Golf brands continue to maintain market dominance in key areas, including 
GolfLink handicapping in Australia (Golf Australia contract), while GolfBox 
has continued to improve its profitability despite the disruptions in Europe, 
through ongoing contracts with long-term partner federations, with 
Denmark a particularly strong performer

• Simple Golf rebrand: new development under a combined product range 
including Golf Kiosk and MSL Scoring App 
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Growth in new digital products: MSL & 3RD- party revenue streams

SwiftPOS and OrderMate platforms complement MSL’s digital product suite:

• $1.4m in Digital revenue for FY22 and growing

• Digital arm of our business puts mobile applications in the hands of the consumer: whether 
we build, partner or facilitate, all connected to our core Golf or POS products

• We continue to expand our digital capabilities, with our digital guest engagement 
technology providing new revenue streams for venues and value for customers

• Continuously release of updates and upgrades positions MSL as a leader in facilitating new 
consumer habits post COVID, ensuring adaptability for preferences such as in-seat, pre-
ordering and tailored offers

• MSL has a positive outlook for Digital revenue growth with the integration of Doshii to 
SwiftPOS and OrderMate, HungryHungry to OrderMate and further integrations and 
revenue share from other 3rd party applications

• MSL continues to be open to integrations and allow third party providers to connect and 
utilize the core POS that provide revenue streams to MSL

MSL IP – OrderAway & Scoring

3rd Party revenue streams
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Outlook
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& Beyond

Leverage $14B of MSL POS 
payment from terminals, 

kiosk and mobile 

Increase venues

Extend and grow new Golf 
contracts

In FY22

8,500+ Venues focused on 
POS, Golf and Digital

Direct + reseller sales strategy

Global addressable market
organic and inorganic

revenue growth

• Increase large venue pipeline in 
core locations

• Entrench POS in overseas location 
through partnerships

• Leverage payment, supplier and 
data relationship to maximise 
further revenue and margin

• POS software to be device agnostic, 
mobile to terminal

• New Golf products have allowed for 
Growth

Focus FY23 & Beyond
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Positive outlook for growth
Established business and Australian market leader in POS, Golf and Digital, with end-to-end solutions that are mission critical 
for our customers’ sales and operations

1 2 3expected to be $21 billion, 
with MSL leveraging 
both direct and reseller 
sales channels

GLOBAL ADDRESSABLE 
POS MARKET 

IMARC Group expects the 
global smart stadium market 
to grow at a CAGR of around 
21% during 2021-2026.

GLOBAL SMART 
STADIUM MARKET 

national golf federations 
and global leader in golf 
world handicapping 
software

LONG TERM GOLF
CONTRACTS

4 5 6key to enabling greater 
software benefits for clients. 
Our POS products integrate 
with all the major food 
delivery players

PARTNERSHIPS AND 
COLLABORATION 

underpinned by strong 
recurring revenues, MSL has 
free cash to reinvest in 
products, people and pipeline

IMPROVING 
PROFITABILITY 

underpinned by increasing 
penetration, increasing 
market share, MSL is the 
leading enterprise solution 
in APAC

INCREASING 
GROWTH
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CONTACT US

Patrick Howard (CEO) /
David Marshall (CFO)

Australian Toll-Free: 1800 679 701/ Int’l:
+61 7 3512 3510

Email: investor@mslsolutions.com

Website: www.mslsolutions.com

MSL SOLUTIONS LTD
(ASX: MSL)

mailto:investor@mslsolutions.com
http://www.mslsolutions.com/

