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1. Revenue by country percentage estimated 2018.  2. Traffic source: Similar web, traffic as of Jan-2018. Similarweb.com third party service provider that provides estimates only, actual results may be significantly different to similarweb estimates. 3. Listings 
for competitors from each website, for LAA from management, both as at Feb-18

LAA provides a Latin American online automotive classifieds platform with cross sell products

LatAm Autos extends lead as the number one dedicated online auto classifieds platform in Mexico and Ecuador

Argentina

Panama

Content: Regional

Other markets

13.7x

LAA is executing the 3rd stage of its strategy:

• Stage 1 – Acquiring cornerstone businesses

• Stage 2 – Building leading market positions 

• Stage 3 – Monetising customer networks

Revenues from cross sell products are expected 
to drive rapid revenue growth and 
improvement in cash flow

Latin America focus11 Clear leading market positions vs. no. 222 Monetising its customer network3

Mexico

Ecuador

Peru

Cross sell products:

• Auto Finance

• GPS Tracking and Telematics

• Insurance Products
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% of total Revenue
2017A: 39%
2018E: 54%

% of total Revenue
2017A: 49%
2018E: 42%

% of total Revenue
2017A: 7%
2018E: 4%

% of total Revenue
2017A: 5%
2018E: 0%
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Growth strategy
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Advertising

Dealers

Auto finance GPS tracking

General Insurance

• Telematics

• Recurring revenue source 
through estimated high 
renewal rates

Core Business 2015 & 
2016

High Margin cross sell Products: 
launch in 2017

Investment highlights
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LAA provides an online automotive marketplace, supplemented by a range cross sell offering called “cross sell 
Products”.

Continue driving sales of cross sell 
products through classifieds platform

2018+ key 
focus

Strategy

Current 
traction

Market 
opportunity
(company 
estimates)

Private listings

▪ Mexico: Estimated 4.8m1 used cars sold 
annually (as a reference approx. 67% of new car 
purchases use auto financing)

▪ Ecuador: Estimated 315k1 used cars sold 
annually (as a reference up to approx. 50% of 
new car purchases potentially use auto 
financing)

▪ Launch in Ecuador and Mexico

▪ 22% of core market’s revenues from 2H17 
came from cross sell products

▪ YTD revenues vs 2017 in local currency: 

o Mexico: Jan +71%, Feb +86%

o Ecuador: Jan +26%, Feb +55%

• Used car Financing

▪ Leverage existing LatAm network of dealers to 
improve penetration and conversion rates

▪ ARPU increase:

✓ Increased training of dealers to use cross sell 
products

✓ Expanded product offering. Focus is on adding 
products that can be cross-sold to LAA's existing 
customer base with marginal additional cost

1. Estimated using a ratio of 3 used cars per new car sold
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1. Excludes one-off Opex (such as severances and shut down-costs)

Core market highlights

Key elements of the restructure were:

• Prioritise geographies where the company has a leading position (i.e. 
Mexico, Ecuador and Peru); and 

• Exit sub-scale geographies or geographies that were unlikely to achieve 
profitability in the short term: Argentina and Panama

• Strong to start to 2018: in first two months of year Mexican revenues are 
+71% and +86% compared to first two months of 2017. Ecuadorian 
revenues are +26% and +55% compared to first two months of 2017

These strategic decisions have accelerated the Company's path to 
becoming operating cash flow positive

• In July 2017, LAA had an exclusive arrangement with Credito Real SAB de CV SOFOM
ER to provide auto finance products in Mexico and providing an alternative to
personal loans and credit car finance for used cars (MotorCredit)

• Total units sales of cross sell products grew 45% in the final quarter of 2017,
representing 22% of revenue during 2H17

• Local currency revenues grew 16% year on year to MXN 33.6 million, however Jan and
Feb 2018 are up +71% and +86%, y-o-y respectively

• Organic traffic +92%, leads +63%

Group restructure
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Net cash used in operating & investing activities (AUDm)1

30% 
Reduction

• Local currency revenue growth of 19% year on year to USD 2.1 million, with cross sell
products representing 29% of revenue during 2H17

• Organic (free) website traffic grew 29% on a full year basis, year on year

• Total leads to car sellers were flat year on year
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Mexico and Ecuador revenue in constant FX (AUDm)
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Visible path to cash flow positive
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Investment highlights
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Constant currency cash collections in core markets of Mexico and Ecuador grew 38% from 2016 to 2017

Overall group net cash outflows of A$2.3m (excluding one-off
severance costs) declined 41% 4Q2017 versus 4Q2016. This was
driven by both revenue increase and cost reductions

Cash Collections 2016 vs. 2017 in constant currency (AUDm) Decreasing quarterly net cash outflows (AUDm)

Restructure 
41% 

reduction

Note: 4Q17 Includes payments of 13th salary during the month of December
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2016 2017

Mexico Ecuador

38%
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YTD cross sell products have contributed strongly to growth
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Investment highlights
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Mexico y-o-y growth for the months of Jan and Feb (MXNm) 

Ecuador y-o-y growth for the months of Jan and Feb (USDm)

Mexico ARPU by product

+71% +86%

+26%
+55%

Ecuador ARPU by product

10.7x

8.1x

Cross sell products

Cross sell products



Cross sell product unit sales continue to grow
Strong growth in cross sell products to accelerate the path to cash flow positive
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• Ongoing penetration of high margin cross sell products further enhances the market leading position of our classifieds business by adding to our
value proposition with customers and increasing network effects in core markets

Total cross sell product sales (unit sales per quarter in Ecuador and Mexico)1

Note: Cross sell products unit sales include auto finance, GPS tracking/telematics and insurance products
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1.500

2.000

2.500

Q1 2017 A Q2 2017 A Q3 2017 A Q4 2017 A Q1 2018 E

+45%

1. Q1 2018 E includes actuals for January and February plus March’s 2018 budget

Estimated Q1 
unit sales



Key 2018 MotorCredit assumptions (Mexico)
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1. As of Jan-18

Investment highlights
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MotorCredit has been launched to selected dealer customers, with wider roll out occurring during 2018

Current paying dealers using MC Break-even target of paying dealers using MC

14%

86%

1,2

1,7

0

0,5

1

1,5

2

Current Dec-2018 Target

Monthly loan applications per dealer

Current paying 
dealers 
educated on 
MotorCredit1

29%

71%

Target paying 
dealers 
educated on 
MotorCredit

• Recent launch of Motorfy app to increase dealer penetration and
loans per dealer per month

• Dealer training programs underway to facilitate adoption process

• Loan per dealer and dealer penetration trends are month on
month positive into 2018



Geographic overview
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1. Rounded to the nearest decimal

▪ Great cross sell product’s launch during 2H17

▪ Increase monetization in cross sell and traditional 
revenue streams in FY2018

▪ Re-focused investment strategy expected to drive LatAm Autos to company wide cash flow breakeven by end of 
2018

▪ Cross sell products in Mexico are fundamental to the business plan, already delivering great results with month 
over month ramp-up in unit sales

Outlook to cash flow 
breakeven

FY20171

(AUDm)
FY2017
(% total)

A$2.2m

A$2.8m
▪ Already cash flow positive

▪ Growing cross sell products to existing and new 
dealer customers

Mexico

A$0.4m
▪ Likely launch of cross sell products during 2018

FY2018
(forecast)

Ecuador

Peru

Country

With cross sell products successfully launched, LAA expects to extract value from the car transaction ecosystem

39%

49%

7%



2016 2017

Mexico Organic (free) traffic

92%

Organic traffic growth
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Investment highlights
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• Record organic online traffic growth in the
12 months to 31 December 2017 of +92%
(Mexico), 29% (Ecuador)1

1. SEO & Direct traffic for FY17 compared to FY16  

Organic Traffic Growth in Ecuador and Mexico1

2016 2017

Ecuador Organic (Free) Traffic 

29%

Organic growth has grown significantly, benefitting from network effects in core markets and strategic 
partnerships 



Mexico: key growth driver
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1. Company estimates

Dealer ARPU is forecast to increase substantially in 2018 as cross sell products scale

ARPU per dealer / month monthly moving average (AUD)1
• LAA expects to increase ARPU per dealer by 86%

from January to December 2018

• LAA expects an increase in cross sell product’s
penetration and dealer adoption to drive cash
flow

• In addition to increased ARPU, LAA expects to
continue growing its dealer base

Jan-18 Feb-18 Mar-18 Apr-18 May-18 Jun-18 Jul-18 Aug-18 Sep-18 Oct-18 Nov-18 Dec-18

+86%



Outlook
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▪ Continue marketing in key geographies to consolidate #1 positionLeadership position

Continued 
monetisation

Visible path to cash 
positive

Expanded product 
offerings

Key focus: Mexico

▪ Focused on increased product depth and cross-selling with usage of growing dealer network

▪ Accelerate revenue growth by strengthening the LatAm Autos market position and reaching cash flow break-
even

▪ Unlock value after successfully launching cross sell products in Mexico and Ecuador

▪ Key focus in driving Mexico to cash positive during 3Q 2018

Increased focus on new revenue streams and prudent cost management would result in cash flow breakeven in 
2018



14

Financial results

• Figures are from Continued Operations only, and
do not include revenues or expenses from
Argentina and Panama in either 2017 or 2016.
Continue operations are Mexico, Ecuador, Peru
and head office

• Mexico and Ecuador grew revenues 16%, and 19%
in respectively in local currency in 2017. YTD 2018
revenue growth has been multiples of that as
revenues from cross sell products start to
materially scale

• Decrease in Opex due to tight cost controls in all
areas and in particular a refinement of marketing
spend

P&L from Continued Operations

Cost of sales

Revenue 4.9

2016 2017AUDm – Constant CCY1 Change

Opex – Underlying2

EBITDA – Underlying2

-1.1

5.4 11%

-1.2 -16%

EBITDA - Statutory

-14.7

-10.9 -9.7

-13.6 8%

11%

Gross margin 3.8 4.2 10%

-10.9 -9.3 14%

1. 2017 FX rates used for Constant currency
2. “Opex – Underlying” is adjusted for severances and a one-off legal fee
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Financial results

• Decrease in Operational and Investing cash burn
(excluding one-offs) of 30% between 2017 and
2016. Decrease in Operational and Investing cash
burn (excluding one-offs) of 41% between 4Q2017
and 4Q2016 showing the improved cash burn
performance later in the year

• Despite not having two full operation (Argentina
and Panamá) contributing in cash inflows the
decrease is just 10%

• Cash outflows from operations show an important
improvement, led for an special focus in
Marketing optimization, mainly, and in all the
other expense lines

• Cash inflows and cash burn expected to improve
substantially in 2018 from a combination of
increase in revenues from both Classifieds and
Depth Products and Opex being inline with 2017

• Proforma cash as at 31-Dec-2017 is A$9.3m, made
up of A$6.8m cash balance at 31-Dec-2017 and
A$2.5m to be received in 2018 from the Director
related Placement and SPP

Cash Flow Statement

Cash receipts

Cash flows from operating activities

2016 2017AUDm

One-off outflows from operations

Net cash used in operating activities

7.7

Net cash used in investing activities

-0.3

-1.8

Cash outflows from operations -21.1

-13.7

6.9

-0.8

-1.0

-16.5

-10.3

Change

-166%

43%

22%

24%

Net cash used in financing activities 2.1 13.6 551%

Cash at end year end 4.9 6.8 38%

-10%
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Financial results

• Proforma cash as at 31-Dec-2017 is A$9.3m, made
up of A$6.8m cash balance at 31-Dec-2017 and
A$2.5m to be received in 2018 from the Director
related Placement and SPP

• A$10m raised from Convertible note in 2017
accounted for from a combination of Liability and
Equity

Balance Sheet

Cash

Current assets 9.5

2016 2017AUDm

Other

Non-current assets

4.9

Intangibles

1.1

Receivables 4.2

25.3

Other

Total assets

0.4

24.2

34.7

Payables

Current liabilities

Other

Convertible note

Non-current liabilities

Other

Total liabilities

Total equity

4.4

1.0

5.3

29.4

3.0

1.1

0.0

1.0

11.2

6.8

0.9

4.1

22.7

0.3

21.8

33.9

4.4

10.0

14.4

19.5

3.1

1.3

9.1

0.8
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Market capitalisation 
(AUDm)

Potential for re-rating

Emerging markets peers Established market auto-classifieds

(Latin 
America)

(Malaysia, 
Thailand, 

Indonesia)

(Several 
emerging 
markets2)

(China) (Australia) (China)(Germany)2 (UK)(Canada)1

Attractive relative valuation
LAA is attractively priced relative to global and domestic peers. The scale of 

global peers highlights the significant opportunity as upsell drives revenue growth

(China)(USA)(USA)

43 87 166

Source: Company filings, Yahoo Finance as at 05 March 2018.  1. Based on the acquisition value of Trader Corporation (autoTrader.ca) by Thom Bravo for C$1.575bn announced 1 July 2016 (CAD/AUD 1.009), 2. Auto-classifieds is a component of Scout24’s business. 

1.560

2.633

3.548

4.828 4.872

6.028 6.127 6.395

11.863



This presentation has been prepared by LatAm Autos Limited (ACN 169 063 414) (LatAm Autos or the Company). The information contained in this presentation is current at the date of this presentation. The information is a summary 
overview of the current activities of the Company and does not purport to be all inclusive or to contain all the information that a prospective investor may require in evaluating a possible investment. This presentation is for general 
information purposes and is not intended to be and does not constitute a prospectus, product disclosure statement, pathfinder document or other disclosure document for the purposes of the Corporations Act 2001 (Cth) (Corporations 
Act) and has not been, and is not required to be lodged with the Australian Securities & Investments Commission. lt is to be read in conjunction with the Company's disclosures lodged with the Australian Securities Exchange, including the 
Company's full year results lodged with the Australian Securities Exchange on 29 February 2016. 

The material contained in this presentation is not, and should not be considered as, financial product or investment advice. This presentation is not (and nothing in it should be construed as) an offer, invitation, solicitation or 
recommendation with respect to the subscription for, purchase or sale of any security in any jurisdiction, and neither this document nor anything in it shall form the basis of any contract or commitment. 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 which need to be considered, with or without professional advice, 
when deciding whether or not an investment is appropriate. 

This presentation contains information as to past performance of the Company. Such information is given for illustrative purposes only, and is not — and should not be relied upon as — an indication of future performance of the Company. 
The historical information in this presentation is, or is based upon, information contained in previous announcements made by the Company to the market. 

Forward looking statements 

This document contains certain "forward-looking statements". The words "anticipate, "believe", "expect, "project', "forecast", "estimate", "outlook", "upside", "likely”, "intend", "should",” could", "may", "target", "plan" and other similar 
expressions are intended to identify forward-looking statements. Indications of, and guidance on, future earnings and financial position and performance, including LatAm Autos' FY17 outlook, are also forward-looking statements, as are 
statements regarding LatAm Autos' plans and strategies and the development of the market. 

Such forward-looking statements are not guarantees of future performance and involve known and unknown risks, uncertainties and other factors, many of which are beyond the control of LatAm Autos, which may cause actual results to 
differ materially from those expressed or implied in such statements. 

LatAm Autos cannot give any assurance or guarantee that the assumptions upon which management based its forward-looking statements will prove to be correct or exhaustive beyond the date of its making, or that LatAm Autos' business 
and operations will not be affected by other factors not currently foreseeable by management or beyond its control. Such forward-looking statements only speak as at the date of this announcement and LatAm Autos assumes no obligation 
to update such information. The release, publication or distribution of this presentation in jurisdictions outside Australia may be restricted by law. Any failure to comply with such restrictions may constitute a violation of applicable 
securities laws. 

Non- IFRS Information 

This presentation includes certain financial measures that are not recognised under Australian Accounting Standards (AAS) or International Financial Reporting Standards (IFRS). Such non- IFRS financial measures do not have a standardised 
meaning prescribed by AAS or IFRS and may not be comparable to similarly titled measures presented by other entities, and should not be construed as an alternative to other financial measures determined in accordance with AAS or IFRS. 
The information is presented to assist in making appropriate comparisons with prior periods and to assess the operating performance of the business. LatAm Autos uses these measures to assess the performance of the business and 
believes that information is useful to investors. Revenues, EBITDA, and EBIT have not been audited or reviewed. Recipients are cautioned not to place undue reliance on any non-lFRS financial measures included in this presentation. 

All references to dollars are to Australian currency unless otherwise stated. 

To the maximum extent permitted by law, LatAm Autos makes no representation or warranty (express or implied) as to the accuracy, reliability or completeness of any information contained in this document. To the maximum extent 
permitted by law, LatAm Autos shall have no liability (including liability to any person by reason of negligence or negligent misrepresentation) for any statements, opinions or information (express or implied), arising out of, contained in or 
derived from, or for any omissions from this document, except liability under statute that cannot be excluded. 
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Disclaimer


