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ZOONO GROUP LIMITED 

Executive Presentations -
Paul Hyslop – Strategy and Outlook

Paul Ravlich – Financial Results



FY22 REVIEW

Full Year FY22 Performance Snapshot
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$9.0M
REVENUE

-66.8% 
vs FY21

$5.1M
GROSS PROFIT

-68.5% 
vs FY21

($12.6)M
EBIT

-313.6% 
vs FY21

($12.3)M
EBITDA

-295.2% 
vs FY21
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FY22 REVIEW

Key Overview 

Customer demand across the industry has fallen off the proverbial cliff due to a 
significant decrease in hand sanitization and antimicrobial fogging impacting the 
majority of companies servicing this market, as well as new entrants saturating the 
market with sanitizing products.  

Net Loss after tax of NZ$12.1M compounded with abnormal one-off items of 
NZ$8.1M (US Goodwill impairment of NZ$6.4M and Sky Scrapers legal claim of 
NZ$1.7M), which would have resulted in a normalized loss of NZ$4.0M without 
these one-off items. 

Balance sheet has no external bank debt. 

Net operating cash outflows of NZ$1M impacted by the Sky Scrapers legal 
claim   



FINANCIAL REPORT

Revenue 
• Down 66.7% in face of COVID-19 impacts and reduced trading in most geographies around the globe

Gross margin
• Margin percentage remains strong, but negatively impacted by higher freight charges

Operating costs
• Higher overheads due to one-off US entity Goodwill impairment of NZ$6.4M and Sky Scraper legal settlement costs of 

NZ$1.7M (without these costs operating expenses would have been NZ$9.3M, less than 2021 figures) 
• Employee costs down NZ$692k
• US Regulatory EPA settlement costs accrued of NZ$200k
• Increase in marketing costs of NZ$287k due to additional marketing programs for China & UK

Full year FY22 profit and loss summary
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Working capital management and Cash Flow 
• Efficient management of receivables
• Strong cashflow management with NZ$14.2M of cash receipts
• Operating cash outflows of NZ$1M impacted by the Sky Scraper legal settlement
• No bank debt
• Margins remain strong but negatively impacted by higher freight charges

Balance Sheet - Intangibles 
• Impairment of Goodwill for the US operation of NZ$6.4M

Financial Management and Cost Control since June 30 2022
• Embarked on a restructuring that should deliver operational savings of 

approximately NZ$1M in FY23 and NZ$2M in FY24
• No salary and fee increases in FY23, despite an extremely tight labour market

Balance Sheet & Cash Flow
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FINANCIAL REPORT
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Strategy, 
operations 
& outlook
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The Challenges
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ECONOMIC
Many chemical, product and service 
companies that ‘boomed’ during the 
pandemic have all experienced 
unprecedented demand drop off. 

COMPETITIVE
New entrants as a result of the pandemic 
have increased the competitive landscape 
in our traditional hand and surface 
disinfectant segments putting pressure on 
process and margins. 

SUPPLY CHAIN
Disinfectant supply chains remain clogged 
with excess stock ordered during the 
pandemic, impacting both sell through 
and pricing.

VALUE PROPOSITION
The value proposition of keeping 
someone ‘safe’ works well when they are 
in danger but is less compelling when 
there is no immediate threat.

STRATEGY,  OPERATIONS & OUTLOOK



The Solution
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NEW MARKET SEGMENTS
Zoono has pivoted towards developing 
and commercialising solutions in new 
market segments (Food Packaging and 
OTC Products).

COST REDUCTION INITIATIVES
Cost reduction initiatives are continuing 
to be implemented with the objective, 
over the short term, to drive overhead 
cost savings of circa NZ$1M for FY23 and 
in excess of NZ$2M in FY24. 

It is not expected that these cost 
reduction actions will impact the 
Company’s ability to service key markets 
or execute on key business development 
and/or growth initiatives. 

STRENGTHEN STRATEGIC PARTNERSHIPS
As part of the revised strategy, Zoono has 
continued to enter into relationships with 
organisations in critical markets and segments. 
These partners will drive the day-to-day sales 
activities, lead generation, customer 
interaction and fulfilment. Zoono will continue 
to  support with marketing, training and 
technical support. This structure allows Zoono 
greater access to markets at a lower overhead 
cost.   

STRATEGY,  OPERATIONS & OUTLOOK



STRATEGY,  OPERATIONS & OUTLOOK

Key Initiatives

We have focused on the following key 
initiatives:

• Moving away from B2C consumer 
products, increasing our focus on  
food packaging and expanding into 
OTC health products where Zoono 
has identified a strategic niche for its 
products.

• Continuing to develop and 
implement a more focused partner 
distribution strategy, appointing key 
partners in large markets and 
strengthening these critical 
relationships.

• Continuing to build penetration into 
the Chinese market.

The Board and Management are clear 
that we need to focus on and drive 
revenue growth as the number one 
priority while carefully managing cash 
and our overhead structure as we return 
to profitability. 
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Segment Initiatives



SEGMENT INITIATIVES

Facilities Management

Rationale Our core segment saw unprecedented demand during the pandemic. Our technology naturally lends itself 
to this segment, and we are addressing ways for companies to increase their focus on creating healthier 
and safer work and home environments.

Value proposition Creating healthier and safer environments – using long-lasting antimicrobials in conjunction with a regular 
hygiene program can reduce labour costs. 

Key activities completed • Established partnerships with significant players in this market.

• Attended key trade shows (ISSA Chicago, Interclean Amsterdam) and continuing to build our distribution 
network.

Next steps Continued focus on strengthening relationships and supporting existing partners with their customer 
network to improve market penetration. Continue to educate our customers as to why Zoono offers 
superior outcomes to traditional hygiene methods. 
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Food Packaging

Rationale This is a huge market and our biggest competition here is ‘nothing’. Zoono will increase the shelf life of 
produce and assist in reducing wastage in the world of 1.4 billion* tons of food every year. The global 
flexible produce food packaging market is currently US$16.6B and is expected to grow to US$20.6B by 2025 
at a CAGR of 5.5%.

Value proposition Using our product increases shelf life and reduces food waste. The economic benefits of these outcomes 
outweigh the cost of application.

Key activities completed • Completed further market research on the opportunities within this segment.

• Ongoing trials in the UK with a major food retailer, heads of agreement signed.

• Ongoing trials in South Africa with a major food producer.

Next steps Continue to work through to commercialisation and then launch in our key markets and target large 
wholesalers and retailers.
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SEGMENT INITIATIVES

Source*: Food and Agriculture Organisation of the United Nations: Food Packaging Market Size, Share & Growth Report 2030

https://www.grandviewresearch.com/industry-analysis/food-packaging-market


OTC Products

Rationale Our technology has not previously been used in OTC applications and initial tests have been incredibly 
compelling, that we are looking at other products we can commercialise and obtain more effective market 
reach. 

Value proposition Different for each product.

Key activities completed • Completed initial testing, have core team resources in place.

• Signed a co-development agreement with Douglas Pharmaceuticals.

Next steps • Continue commercialisation efforts.

• Presently have patents pending in key markets.

• Engage Global pharma company to exclusively license the product worldwide.

• Exclusivity payment and royalty income streams and Zoono selling OTC products through the JV. 
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SEGMENT INITIATIVES
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Outlook



OUTLOOK

Outlook over the next 3 years

Stabilise the business and return to profitability. 

Maximise opportunities in existing markets 
and segments.

Growth via New Product 
Development STAGE 3

EARN THE RIGHT 
TO GROW

STAGE 2

STAGE 1

18Z O O N O  G R O U P  L I M I T E D  A G M  P R E S E N T A T I O N  N O V E M BE R  2 0 2 2



OUTLOOK

Outlook over the next 3 years
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YEAR 1 
Solidify and stabilise

• Right size the business to better 
align the size/revenues of the 
business

• Shift to a partner centric global 
distribution strategy 

• Put more resources into key 
non-pandemic related segments 
(Food Packaging)

• Continue to build penetration 
into the Chinese market

• Seek licensing opportunities.

YEAR 2
Build Momentum

• Doubling down on successful 
growth initiatives 

• Increase share of wallet with key 
customers

• Increased investment in R&D.

YEAR 3 
Rapid Expansion

• Maximising successful growth 
initiatives 

• Introducing new products into 
existing markets (via existing 
distribution channels)

• Exploring JV activities with 
strategic partners, distributors 
and entities closely related to 
our core business. 
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Questions?
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Important Notice & Disclaimer
Commercial in Confidence

Zoono has not audited or investigated the accuracy or completeness of the information, statements and opinions contained in this presentation. Whilst provided in good 
faith, to the maximum extent permitted by applicable laws, Zoono makes no representation and can give no assurance, guarantee or warranty, express or implied, as to, and 
takes no responsibility and assumes no liability for (1) the authenticity, validity, accuracy, suitability or completeness of, or any errors in or omission from, any information, 

statement or opinion contained in this presentation and (2) without prejudice to the generality of the foregoing, the achievement or accuracy of any forecasts, projections or 
other forward looking information contained or referred to in this presentation. 

This overview of the Company does not purport to be all inclusive or to contain all information which its recipients may require in order to make an informed assessment of 
Zoono’s prospects. You should conduct your own investigation and perform your own analysis in order to satisfy yourself as to the accuracy and completeness of the 

information, statements and opinions contained in this presentation before making any investment decision.

Future Performance

This presentation contains forecasts, projections and forward looking information. Such forecasts, projections and information are not a guarantee of future performance 
and involve unknown risks and uncertainties, many of which are out of Zoono’s control. Actual results and developments will almost certainly differ materially from those 

expressed or implied. 

Zoono disclaims any intent or obligation to update publicly any forward-looking statements, whether as a result of new information, future events or results or otherwise. 
The words “believe”, “expect”, “anticipate”, “indicate”, “contemplate”, “target”, “plan”, “intends”, “continue”, “budget”, “estimate”, “may”, “will”, “schedule” and other similar 

expressions identify forward-looking statements. All forward-looking statements made in this presentation are qualified by the foregoing cautionary statements. Investors 
are cautioned that forward-looking statements are not guarantees of future performance and accordingly investors are cautioned not to put undue reliance on forward-

looking statements due to the inherent uncertainty therein. 
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Company Directory

GLOBAL HEAD OFFICE

ZOONO LIMITED
Unit 3 / 24 Bishop Dunn Place
Botany South
Auckland 2013
New Zealand
Phone: +64 9 600 1188
info@zoono.com

AUSTRALIA

ZOONO GROUP LIMITED
Level 8
210 George Street
Sydney NSW 2000
Australia
Phone: +61 (2) 8042 8481

UK & EUROPE

ZOONO HOLDINGS LIMITED
Unit 15, Bunting Road,
Bury St Edmunds,
United Kingdom
IP32 7BX
Email: uksales@zoono.com

USA

ZOONO HOLDINGS USA LLC
1151 Broad Street, 
Suite 115
New Jersey 07702 
Phone: +1 732 722 8757
usasales@zoono.com

UAE CHINA

Email: dennism@zoono.com ZOONO (SHANGHAI) 
Phone: +971 50940 2903 BIOTECH CO. LIMITED

New Zealand Centre
190 Madang Road
Xin Tiandi
Shanghai 
China
Wechat: wudi64000

SOUTH AFRICA

ZOONO  SOUTH AFRICA PTY LTD
F W De Klerk Boulevard & 
Lower Heerengracht Street Unit 
29 Foregate Square Cape Town, 
Western Cape 8001, South 
Africa
Email: rsa.info@zoono.com

Z O O N O . CO M

mailto:dennism@zoono.com
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