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Disclaimer

This presentation is the property of Covata Limited (Covata) and dataglobal GmbH 
(dataglobal). It is a presentation of non-specific background information about the current 
activities of both companies. It is information given in summary form and does not 
purport to be complete. Offers of the issue of Covata’s securities will be made in, or 
accompanied by, a Prospectus which was lodged with the Australian Securities and 
Investments Commission on 26 June 2019. Anyone who is eligible and wishes to 
participate in one or more of the offers under the Prospectus will need to complete an 
application form that will be in or will accompany the Prospectus. Copies of the 
Prospectus are available to be viewed on the Company’s website (www.covata.com) or it 
can be requested from the Company. Before deciding to acquire securities, you should 
read and consider the prospectus in its entirety and, if in any doubt, consult with your 
professional advisor.

All persons should seek appropriate professional investment advice in reviewing or 
considering this presentation and all other information with respect to each of  dataglobal 
and or Covata, its business, financial performance and operations. Neither the provision 
of this presentation nor the information contained therein, or any associated 
communication to any person should be taken as constituting financial advice regarding 
the purchase or dealing of shares in Covata. This presentation does not purport to 
provide all information that might reasonably be required to complete a detailed 
assessment of the merger proposal of dataglobal and Covata.

This presentation must be kept confidential and must not be reproduced, copied or 
circulated, in whole or in part, to any third party without the express written consent of the 
Company.

Individuals should conduct their own investigation of investment and financial parameters 
relevant to their personal requirements for investment purposes. The presentation may 

contain forward looking statements regarding the intentions of  either Company, and 
these will be affected by many other factors beyond the control of either or both 
companies. Forward-looking statements include, but are not limited to, statements 
concerning dataglobal’s and/or Covata’s planned strategies and programs and other 
statements that are not historical facts. Although both  believe that its expectations 
reflected in these forward-looking statements are reasonable, such statements involve 
risks and uncertainties and no assurance can be given that actual results will be 
consistent with these forward-looking statements The presentation must be considered in 
the light of these uncertainties and investments in dataglobal and Covata should be 
considered as speculative in nature.

To the maximum extent permitted by law, the Company and its professional advisors and 
their related bodies corporate, affiliates and each of their respective directors, officers, 
partners, employees, advisers and agents and any other person involved in the 
preparation of this presentation disclaim all liability and responsibility (including without 
limitation any liability arising from fault or negligence) for any direct or indirect loss or 
damage which may arise or be suffered through use of or reliance on anything contained 
in, or omitted from, this presentation.

This presentation does not constitute an offer, invitation or recommendation to subscribe 
for, or purchase any security and neither this presentation nor anything contained in it 
shall form the basis of any contract or commitment. This presentation does not constitute 
an offer or invitation in any jurisdiction anywhere, or to any person to whom, such an 
offer would be unlawful.

Neither Covata nor its advisors have any responsibility or obligation to inform the reader 
of any matter arising or coming to their notice after the date of this presentation, which 
may affect any matter referred to in this presentation.
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dataglobal – the story 
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how we make 
money

our business model is
perpetual licensing with long 
term maintenance and service

what we do

we manage the most important  
data and information for over 

450 enterprise customers, 
empower their digital business 
as well as support governance 

and risk management

who we are

a leader in software solutions 
for enterprise-wide content 

services, digital workplace and 
archiving

HQ – Heilbronn, Germany

our objective is to build an ASX-listed global leader in Content Services



dataglobal – timeline 
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1992
Founded as IT 

consultancy

2018
OEM deal with 

Covata

2019/2020
New market entry & digital 

marketing expansion

Formative 
years

Moved to Enterprise 
discovery & 
classification

Content Services 
journey begins

Organic growth 
phase

Planning - market expansion 
and accelerated growth

2006
dataglobal 

GmbH

Expanding 
customer base

2010 
Archive IP & 

customer 
acquisition

Cloud adoption

Developed own IP for data 
discovery and classification

Audi & Bosch
early adopters

Restructured delivery 
model, technology 

integration

2015
Developed content 

services strategy

Repositioning and 
messaging to digital 

transformation



Business model 
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Licence growth
dataglobal has identified opportunities to accelerate growth by 
investing in sales and marketing, channel development and 
customer success teams. 

Percentage of 
recurring revenue 

Recurring revenue is income generated by dataglobal that 
comes in regularly, and is considered stable. Recurring revenue 
can be counted on coming in with a high degree of certainty. 
dataglobal receives ongoing revenue from its maintenance fees 
that can be classified as recurring revenue.  For the year to 31 
March 2019, 62% of dataglobal revenues are maintenance fees.

Growth in licences typically has a direct correlation with growth 
in maintenance fees. 

Lifetime term 
value (LTV)

Post-Transaction, the Company intends to implement a regime 
of tracking and comparing results on a periodic basis. Customer 
LTV is a metric that indicates the total revenue a business can 
reasonably expect from a single customer account. The two 
primary drivers of LTV are the:
• cost of customer acquisition (CAC); and
• duration customers stay as paid customers (tenure).

Licensing fee 

(transactional)

One-off perpetual licence 

fee (paid in advance)

Maintenance fee 

(recurring)

Ongoing maintenance fee 

(Typically 15-20% of 

licence)

Deployment services  

(transactional)

Upfront deployment, 

installation and 

customisation

Operating Metricsdataglobal Revenue Model



dataglobal operating environment
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UI/UX enables mobile, secure and 
simple access to your enterprise 

information

quickly and reliably import any 
document to support your 

business processes 

our APIs integrate data sources 
with any enterprise application or 

business process

email and file management across 
common platforms, e.g. SAP and 

Microsoft



dataglobal – high quality customers
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Service/Media Consumer/Retail Logistics Manufacturing Finance Public/NGO

Hosting partner

http://www.hamburg-sued.de/index.jsp
http://www.srtechnics.com/cms/index.asp
http://www.mitsubishi-paper.com/ueberuns_bielefeld_start.html
http://www.mitsubishi-paper.com/ueberuns_bielefeld_start.html?TopicID=101


Industry overview
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5.6
6.1

8.0

9.0

2015 2016 2017 2018

Estimated Content Services 
Worldwide Market Size (US$ billion)

70% 54% 62%

Demand for Content Services

70% of organisations 
polled see a need to get 

rid of the monolithic ECM 
and have a desire to 

consume content 
capabilities as needed

Industry analysis indicates 
that 54% of unstructured 

content is saved 
somewhere else than in 

their content management 
system, and is not 

accessible through it

From the organisations 
polled up to 62% believe 
some of their information 

streams are 'chaotic' or 
'somewhat unmanaged'



Market trends, drivers and multiples
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Digital transformation is 
driving customer spend

Content services and the 
digital workplace are key 
to digital transformation

Heightened focus on 
information governance
and compliance

Regulation (GDPR) and 
corporate accountability

Sources: IDC; dataglobal estimates

Relevant Multiples

Company Ticker
Revenue

/ EV

Objective ASX:OCL 5.1

Mimecast NAS:MIME 9.7

BigTinCan ASX:BTH 5.0

OpenText NAS:OTEX 3.79

Box NYSE:BOX 4.5

Trends Drivers



dataglobal growth strategy 
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1

Expand within 
existing customers

❑ Invest in 
customer success 
teams 

❑ Target larger deal 
sizes 

❑ Leverage pricing 
opportunity

❑ Build out existing 
key market 
verticals

2
Ramp digital 

marketing and 
sales

❑ Intensify focus on 
new digital lead 
generation, SEO

❑ Launch targeted 
campaigns

❑ Reengineer sales 
process

3
Accelerate 

targeted customer 
acquisition

❑ Leverage existing 
use cases

❑ Exploit success 
across industry 
verticals

❑ Faster close of 
existing pipeline 

4
Access new 

regions

❑ Expand into 
adjacent markets, 
e.g. France, 
Benelux, the 
Nordics

❑ Leverage growth 
in APAC

❑ Expand 
partnerships

4 growth pillars 



dataglobal investment case – leveraged for growth 
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Defensible

business ✓

Mission critical
Applications  

Established 
market position

Blue chip 
customers 

Low churn
Strong LTV

Readily 

Scalable ✓

SaaS optionality 

62% Recurring 
revenues (FY18)

Large emerging 
market 

Lead generation 
opportunities

Stable and 
robust 

Add users easily 

Leveraged to 

growth ✓

Strong 

fundamentals ✓

Pricing upside 

One version of 
software

Profitable 
underlying base Global brands 

Lower cost to 
service 

Growth catalysts

Source: pages 36-38, 50-51 and 55 Prospectus. See also slide 13.  



3-4 year market growth plan
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Europe/UK Asia Pacific US/North America

DACH

BENELUX

FRANCE

UK

Scale up DACH sales and marketing and cross sell A/PAC , enter Benelux 

Scale up A/PAC, Benelux, enter Nordic, scope North America 

Scale up Nordic, scope and enter North America 



Financial information
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dataglobal software standalone 

$'000 FY20171 FY20182 9M20183 9M20194

Revenue 5,975 6,778 5,094 6,733

EBITDA (304) 983 1,046 1,847

EBIT 1,593 1,096 1,136 1,909

NPBT 1,565 1,085 1,132 1,899

NPAT for the year 1,005 695 785 1,318

'dataglobal Limited' pro forma consolidated

$'000 FY20171 FY20182 9M20183 9M20194

Revenue 5,975 7,234 5,434 5,2925

EBITDA (865) (185) 505 (1,176)

EBIT 1,031 (336) 603 (2,353)

NPBT 1,028 (349) 597 (2,365)

NPAT for the year 468 (739) 250 (2,387)

dataglobal GmbH is profitable on a standalone basis

For further detail refer to Section 6.4.5 of the Prospectus The consolidated pro forma income statement includes combined revenues, expenses and the overheads of the listed Group
For further detail refer to Section 6.4.1 of the Prospectus

Consolidated view discloses a modest EBITDA loss

1 FY2017 is the 12 months from 1 April 2016 to 31 March 2017
2 FY2018 is the 12 months from 1 April 2017 to 31 March 2018
3 9M2018 is the 9 months from 1 April 2017 to 31 December 2017
4 9M2019 is the 9 months from 1 April 2018 to 31 December 2018
5 The consolidated view eliminates inter-company transactions



Key offer information
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$13.7 million Capital Raising

Ordinary shares Number
Ownership % 

at relisting

Existing Shares 39,146,780 32.74%

Total New Shares offered under Equity Offer (at an issue price of 
$0.30 per share, raising $13.7 million before costs)

45,666,667 38.20%

Total New Shares issued under the Vendor Offer 34,666,667 29.00%

Total New Shares under the Employee and Advisor Offer 66,667 0.06%

Total number of Shares at relisting 119,546,781 100%

Indicative market capitalisation at the Equity Offer price of $0.30 $35,864,034

For further detail refer to the Key Statistics of the Offers on page 8 of the Prospectus

Source of Funds

Disposal of SafeShare 2,000,000 

dataglobal opening working capital 1,280,000

Vendor note 1,000,000

Funds raised under the Offer 13,700,000 

Total 17,980,000

Use of Funds

Cash consideration to dataglobal Vendors 10,400,000

Growth funding (comprising the next three points) 3,385,000

Marketing and market entry 1,130,000 

Sales and account management resources teams 1,604,000 

Support and Customer Success teams 651,000 

Working capital (administration costs) 1,594,000 

Working capital (platform and integration costs) 574,280

Working capital (Cocoon contribution) 150,000

Costs of the Transaction 1,876,720 

Total 17,980,000 

For further detail refer to the Investment Overview on page 15 of the Prospectus

Growth capital will be deployed into sales, marketing and 
customer success teams to drive new revenues




