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Disclaimer

This Presentation is prepared by Q Technology Group Limited (ACN 009 259 876) (Company) based on information available to Company as at  30 November 2017.  

Status of Presentation

THIS PRESENTATION IS NOT INVESTMENT ADVICE OR FINANCIAL PRODUCT ADVICE.

This Presentation is neither a prospectus, disclosure document nor product disclosure statement under the Corporations Act 2001 (Cth) and does not purport to contain all the information that investors or their professional advisers would reasonably require to make an informed 
assessment of:

a) the rights attaching to any securities of Company or its related bodies corporate and associates; and

b) the assets and liabilities, financial position and performance, profits and losses and prospects of Company.

This Presentation does not constitute an offer, invitation or recommendation for the sale or purchase of any securities in any jurisdiction. References to, and the explanation of, legislation and regulatory issues in this Presentation are indicative only and should not be relied on. They do 
not purport to summarise all relevant legislation and regulatory issues or to be a full explanation of any particular matter.

Past Performance & Forward looking statements

Past performance information given in this Presentation is given for illustrative purposes and should not be relied upon as an indication of future performance. The information contained herein involves elements of subjective judgment and analysis and may be identified by words such 
as 'may', 'could', 'believes', 'expects', 'intends' or other words that involve risk and uncertainty (collectively, forward looking statements). Any forward looking statements expressed in this Presentation are subject to change without notice. They do not constitute, and should not be 
regarded as, a representation that the relevant results will actually be achieved or that the underlying assumptions upon which forward looking statements may be based are valid or reasonable. Actual results may vary from the forward looking statements and such variations may be 
material. 

Other information

All financial amounts contained in this Presentation are expressed in Australian currency unless otherwise stated. Any discrepancies between totals and sums and components in tables contained in this Presentation are due to rounding.

Disclaimer

Other than to the extent required by law, neither Company nor any of their respective affiliates, associates, shareholders, directors, officers, employees, agents, representatives and advisers (the Company Parties) make any representation or warranty (express or implied) as to, and 
assume responsibility or liability for, the authenticity, origin, validity, accuracy or completeness of, or any errors in or omissions from, any information, statement or opinion contained in this Presentation or in any accompanying, previous or subsequent material or presentation in 
connection with the subject matter of this Presentation.

Without limiting the foregoing, none of the Company Parties: 

a) makes or purports to make any statement or representation (including, but not limited to, any representation with respect to any forward looking statement) contained in this Presentation;

b) is responsible for the contents of this Presentation;

c) has verified the accuracy or completeness of this Presentation; or

d) is liable in any way for any misstatement in, or errors in or omission from, this Presentation or in any accompanying, previous or subsequent material or presentation in connection with the subject matter of this Presentation, except and then only to the extent required 
by law.

United States

In particular, this Presentation is not an offer of securities for sale in the United States or to, or for the account or benefit of, U.S. persons (as defined in Regulation S under the United States Securities Act of 1933 (the Securities Act)). Company, its affiliates and related bodies corporate 
are not and will be registering any securities under the Securities Act or the securities laws of any state of the United States or any other jurisdiction other than the Commonwealth of Australia. This document
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2017 – a year of repair 

Leaner focused team

Moved from a branch stock 
holding structure to a more 
efficient centralized 
procurement and distribution 
model.

Removal of branch level 
management layer, stripping 
cost from the business.

New CFO with 
operations/stock 
management focus.

New Victorian sales manager 
with National sales 
responsibilities. 

Better products

Relaunch of QAlumiaPro product 
range into the base-level volume 
market.

Better processes 

Improved procurement process 
and focus on supplier 
management.

Focus on selling stock on the shelf.

Improved stock management -
centrally controlled with improved 
head office and branch focus.

Improved new product release 
procedures.



2017 financial result in context

• 30 June 2016 abnormal year end adjustment of $1.75m to provide for slow moving stock plus 
other one off June 2016 P&L adjustments, as well as $635k tax benefit write off.  Final 2016 NPAT 
after one off adjustments was a loss of $3.45m.

• 2H 2016 positive EBITDA before one off June 2016 year end adjustments.

• FY 17 sales and gross margin lower than 2016 due to:

- focus on selling older stock on the shelf to generate cash at lower selling prices

- stock shortages of key base-level volume products

- lack of general product on the shelf including CCTV and alarms due to cash constraints      
impacting ability to pay suppliers

- resultant lack of sales momentum and lack of proactive customer management

- lack of availability of mid market VMS stock due to supplier issues



Major supplier impact

Base-level products launched in Dec 2015 generated:

- Sales growth from $0 sales to $27k a day in 6 months.

- Sales up to $498k in the month of June 2016 at 26.0% margin.

• After converting many customers to new products, a dispute regarding return of 
stock resulted in a lack of product to sell.

• Inability to negotiate any assistance.

• Breakdown in relationship. 

• Loss of customers and sales.



Working capital focus

• There has been significant focus from the new CFO 
to improve working capital, in particular stock levels 
and stock management in 2017.

• $2.8m in working capital has been freed up from 
balance sheet this financial.

• Notably stock has reduced ($3.1m) from 183 days at 
30 June 2016 to 127 days at 30 June 2017 with 
further improvement expected. 

• Creditors have also reduced from 134 days at 30 
June 2016 to 95 days at 30 June 2017 reducing 
pressure from suppliers to pay overdue invoices.

Comparison

Days June 16 June 17

Trade Debtors 4,372 2,101

Inventory 6,123 3,049

Trade Payables -5,037 -2,516

5,458 2,634



2018 mission

• To provide a complete range of products and services - for base-level, medium 
and high-end solutions in CCTV.

• To extend the range of intrusion and alarm product availability.

• To strengthen partnerships with suppliers.

• To improve customer satisfaction relating to timely delivery.

• To provide an acceptable return to shareholders.



Management’s BIG 5 immediate objectives

1. Increase sales to budget expectations.

2. Increase gross margin percentage.

3. Improved product management strategy.

4. Continued improved stock management. 

5. Strengthen management controls and communication.



Actions to support management’s BIG 5

1. Increase sales to budget expectations
• QAlumiaPro Relaunch

- Planned relaunch in November of the QAlumiaPro base-level range incorporating 
the best technical cameras and NVR’s at a competitive entry level price to achieve 
volume sales.

• Website.

- Specification complete, developer chosen, project commenced, launch 
November 2017 allowing customers to place order requests on-line.

• High-end VMS (Video Management System) sales 

- Maintain the increase in high-end business e.g.  Flir DVTL sales increased 20% 
2017 v 2016

• Promote intrusion and alarm sales with new smart home security solution in Q4



Actions to support management’s BIG 5, cont.

2. Increase margin %

• New price book released 1 April.

• Improve charging for professional services activities

• Continuous management review of margins vs the price book

• Stronger margins from QAlumia products



Actions to support management’s BIG 5, cont.

3. Product management and supplier strategy

• Key suppliers and branding confirmed for next 12 months

• Regular supplier contact to ensure no misunderstanding

• Improved product release process

• Improved procedures and information flow to support web site and price book

• Improved tech support and service team, with new structure



Actions to support management’s BIG 5, cont.

4. Continued improved stock management

• Reduce stock by selling stock on the shelf

• Continued reduction in stock days cover, 95 days short term target in FY18

• No main warehouse stock at offsite locations

• Target to send 50% of stock to interstate customers in FY18

• Reduce freight costs and improved freight recovery through new operating 
platform

• Improved service department warranty stock levels and controls



Actions to support management’s BIG 5, cont.

5. Improved management controls / other actions

• Appointment of Andrew Phillips (former CFO) as Chief Executive Officer and 
Howard Whitesmith (former NED) as Managing Director

• In-depth quarterly branch reviews by CEO/MD

• Weekly sales meetings, including project pipeline

• Regular review of exchange and inventory costing rates

• Cost cutting - Rent WA, Rent QLD

• Improve efficiency of service department to include 1300 #



Summary

• 2017 has been a year of repairing the balance sheet and the business.

• Historical poor procurement and product release processes 
significantly impacted cash flow and the ability to purchase and hold 
stock which also impacted supplier relationships.

• The impact of major supplier dispute in2017 was considerable.

• Notwithstanding QSS has a high caliber team committed to delivering 
results and growing market share.

• The issues of 2017 (and prior) have been addressed and a plan of 
action to rebuild a better business has commenced.

• 2018 management team strong on execution ability

• Stronger Board oversight of objectives & implementation



Contact 
Mr Douglas Potter, Chairman - 0403 768 837

Mr Andrew Phillips , CEO – 0412 824 635


