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Financial Highlights for H1 

• 42% revenue growth to $33m up from $23.3 in H1-FY22 


• Growth through a mixture of organic (29%) and acquisitions (13%)


• $0.6m Adjusted EBITDA up from ($1m) in H1-FY22


• Gross margins steady at 55.5% 


• Opex reduction program implemented driven by consolidation and 
technology productivity benefits, full benefits will be seen in Q4  

• Strong balance sheet with no debt and cash of $12.4m
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Operating Highlights for H1 

• Re-signed strategic translation agreement with IBM for a further 3 years 


• RAY Slack application live in Q3 and being rolled out to IBM users (largest Slack user base 
globally) 

• Working on a major MS Teams based translation project with Microsoft 


• Won new EU contract, first multiple language contract for IDEST with others in the pipeline


• Re-signed Nike SaaS contract


• Named NZ’s fastest growing tech company in FY22 in the TIN100 awards


• Opened European data centre allowing greater access to EU and other European based 
customers 
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Industry resilient to economic downturns 
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Large TAM, solid industry growth forecast and an industry that has weathered well through downturns 
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Fragmented industry ripe for consolidation 
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Fragmented industry that is showing signs of consolidation - Straker a leading player as the top 100 players eat into the 
market. “The Rest” equals a US$50 billion consolidation opportunity.  

Sources: 2009-2017 CSA Research, 2018-2022 Nimdzi Insights
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Business Strategy 
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Invest in R&D and 
develop technology 
based, disruptive solutions 
to take advantage of 
changes in the industry 

Use organic & inorganic  
growth channels to acquire 
customers at a local or regional level 

Using regional/vertical 
relationships combined with disruptive 
tech drive up and out into global and  large 
budget customers 

Use economies of 
scale and  productivity 
benefits from technology to 
deliver industry high margins

A simple but effective playbook backed with industry leading innovation and global scale

1 2

34



Business Strategy 
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Examples of our strategy working

Organisation Channel Upside Size increase

IBM Acquired MSS in 2018 Moved to global contract in 
2020 $1m - $10m+

Fuel50 Won organically in 2020 Fast growing NZ tech company 
and sales have increased $0 - $500k+

ECFMG Won organically in 2016
Built technology to enable 

automation of medical 
qualification 

$0 - $500k

IDEST Acquired IDEST in 2021
Moved from a 2 language 

vendor to the EU/UN to a 15+ 
language vendor 

$5m - $7m
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Who are our customers 

25 Leading 
customers

300+ Enterprise 
customers

10,000+ SME/
Transactional customers

Significant total customer wallet potential



Repeating Revenue
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We have a strong percentage of our revenue linked to contracted master services agreements and SaaS subscription plans

Transactional
30%

Contract
11%

MSA
48%

SaaS
11%

SaaS
MSA
Contract
Transactional

(Recurring revenue from our RAY Enterprise platform) 

(Master services agreement in place)
(EU and UN contracted revenue)

(All other business, most of which is repeating revenue )

95%+
of our revenue is from 
repeating customers 



Investment in innovation

R&D Spend

R&D Focused on revenue growth and higher margins 

$5.1m
H1-FY23

Growth focus areas

Superapps - Slack 
and Teams

Developer tools - In 
context software and 

automation

Dev ops - multi 
region 

Corporate Media

Connectors and 
automation

Verticals - Legal, 
Medical

Non Capitalised R&D

H1-FY23

$3.9m
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Intelligence platform Marcoms Validation platform



Consolidated P&L

• 42% increase in revenue, of which 29% was organic and 
13% acquisition-led growth


• Growth in all 3 regions (APAC, EMEA and USA)


• APAC growth of 74% led by a strong 1st quarter out of IBM, 
and EMEA growth of 50%, led by the acquisition of IDEST


• Costs (OPEX + COS) growth of 31%, trailed revenue growth 
of 42%


• Operating expense growth of 23% reflects addition of IDEST


• Net profit of $2.1m was positively impacted by a foreign 
currency gain of $4.4m, of which $4.0m was unrealised 
gains and $0.8m in a gain on fair value adjustment to 
contingent consideration



Consolidated Financial Position
2022 2021

• Trade Receivables up 20% - reflecting strong trading 
conditions


• Working capital increases 9% to $12.7m


• Net Assets up 3% to $42.4m


• Strong cash balance and no debt 



Consolidated Cash Flows

• Receipts from customers were up 58% to $32.0m 
reflecting revenue growth and improved 
collections


• Operating cash outflow significantly reduced 
(83%) and close to breakeven


• $1.7m paid to acquisitions being $1.2m in earn-
outs (IDEST - $0.9m, NZTC - $0.3m) and $0.5m 
to IDEST in a final working capital adjustment



Operating leverage delivered from our technology

14

FY
19

FY
20

FY
21

FY
22

3735

2017.6
13.6

67

56

31
2825

Revenue Opex

Approximate OPEX exit run-rate in 
Q4 based on changes already made 

FY
23

 
Guid

an
ce

Revenue and OPEX trend

Opex changes lowering costs for FY and showing a 
significantly improved OPEX run rate exiting Q4



Outlook

• Strong pipeline of new initiatives through our R&D focus with a number going live through H2


• Good environment for competitively priced M&A growth 


• General macro-economic uncertainty provides an element of caution in our forecasting 


• Opex reduction and right-sizing ensuring our cash position remains strong and will lead to stronger 
bottom line with future growth 


• Significant value and other opportunities in the long term IBM contract going forward
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With current macroeconomic uncertainty and increased volatility in the New Zealand dollar there is a softening 
outlook in revenue for Q3, though with increasing revenue opportunities in Q4, guidance is unchanged.



ASX:STG

Contact:
CEO - grant@straker.com.au

CFO - david.ingram@straker.com.au 
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DISCLOSURE STATEMENT

Information in this presentation: 

• Is for general information purposes only, and is not an offer or invitation for 
purchase, or recommendation of securities in Straker Translations Limited (Straker) 

• Should be read in conjunction with, and is subject to, Straker’s latest and prior 
interim and annual reports, including Straker’s Appendix 4E Preliminary Half Year 
Report for the period ended 30 September 2022, and Straker’s market releases on 
the ASX 

• Includes forward-looking statements about Straker and the environment in which 
Straker operates, which are subject to uncertainties and contingencies outside of 
Straker’s control - Straker’s actual results or performance may differ materially 
from these statements 

• Includes statements relating to past performance, which should not be regarded as 
a reliable indicator of future performance 

• May contain information from third parties believed to be reliable; however, no 
representations or warranties are made as to the accuracy or completeness of 
such information, and 


All information in this presentation is current at 30 September 2022, 
unless otherwise stated.


All currency amounts are in NZ dollars, unless otherwise stated.


This presentation is given on behalf of Straker Translations Limited ASX:STG (Company number NZ: 1008867 / AU: ARBN 628 707 399)   


