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Our platform delivers repeatable products 
and services to a broad range of 

organisations, across multiple industries

Our growth is leveraged to the 
significant global shift to cloud-

based communications

Our products and services ensure 
people everywhere receive accurate, 

timely, useful and actionable insights in 
a manner that is sensitive to individual 

contexts and preferences

Introduction to Whispir
Whispir is a global scale SaaS company, 
providing a communications workflow platform 
that automates interactions with people 
across diverse communications channels



1.5B interactions 
per annum

Products solve a broad range 
of common business challenges

Interactions with >55m 
unique people per annum

Proven product market fit

99.95%

Availability

60 countries

Global customer base

>665 blue chip 
customers

Proven scalability globally

11,000 + use cases

Delivered for 
customers worldwide

3 regions

Operating out of 3 regions and 
through global industry partners

165 + Staff

Worldwide and growing 

24/7/365

Tech support 
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Whispir Today



630 $379m$42.2m
FY20 Annualised Recurring Revenue 

Outperformed FY20 forecast
Strong revenue growth and optimised management of operating expenses

Customer numbers as at 30 June 2020 Lifetime value of customer cohort as at 30 June 2020

$(5.6m) 62.5%$39.1m
FY20 Revenue FY20 EBITDA excluding non-cash share-based payments FY20 Gross margin

25.5% Growth from FY19 50% ahead of FY19

72 net new customers 
in Q4 FY20

115% Growth on FY19 & up 
60% on Prospectus forecast

34% Growth YOY
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Note

Cohort analysis excludes DBS Bank Singapore as a former 
customer, fluctuating transactional customers and one-
off items such as paid proof of concepts. 

$40m
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$25m

$30m

$35m

ARR

Customer Revenue Retention of 124.1%

Prospectus Forecast CRR 121.5%

Best in class performance provides future revenue surety
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FY20 highlights

• Met or exceeded all key FY20 Prospectus forecast targets

• Increased platform utilisation by existing customer base

• Expanded market presence within Asia

• Deepened channel partner relationships in all three regions

• Attracted new key senior personnel to drive growth

• CFO Justin Owen

• Head of Marketing Ben Erskine

• Leveraged our crisis experience to assist customers during COVID-19



FY20 tech highlights

• Split technology and product functions

• Enhanced product offering

• New functionality, user interfaces, delivery channels

• 81 new features added

• Commenced 5-year product roadmap 

• AI & machine learning foundations

• Launched Whispir Store

• First stage of digital direct offering direct

• Increased self-discovery

• New tech stack

• Increased reliability

• New senior appointments

• CPO Brad Dunn

• CTO Matt Lambie

• Head of Data & AI Fiona Milne



Asia market expansion

8

Channel partners in 
this region include 

Revenues
• Fastest growing region

• $6.8m in FY20

• Annual growth of 44%

Geographic
• Manila now second largest centre of operations globally

• Focus on Philippines, Singapore and Indonesia

• Increasing market presence in Thailand 

Partnerships
• Joint COVID-19 go-to-market strategy with StarHub

• Indosat has hard bundled Whispir with their iKanvas product

• Partnering with Accenture on digitisation projects

• Vonage APAC partner of the year award

• High quality channel partners

• Cost-effective acquisition of new customers

• Channel diversification

• Investment in Customer Success Management function 

and dedicated head of services Asia

Significant growth from existing customer 
base, large market opportunity



Digital direct and new markets

• Cost-efficient access to SME market segment

• Enables SMEs to self-discover and implement at an attractive price point

• Automate manual processes 

• Improve customer communications and experience

• Increase productivity

• Stage One launched to existing customers in FY20

• Improving process, reducing friction

• SME & SMB market launch in FY21

• Complements channel partner distribution model for enterprise 
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FY21 Strategic Focus
Scaling to support business growth, 
market expansion and platform innovation



665 $12m$43.7m
Q1 FY21 Annualised Recurring Revenue Customer numbers as at 30 September 2020 Cash & Equivalents balance 

$1.1m$10.5m
Q1 FY21 Customer cash receipts Research & Development

35 net new customers 
in Q1 FY21

Strong start to FY21
Second strongest quarterly cash receipts since listing, ongoing tight cost management
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ARR Contribution by Quarterly Customer Cohort

$m

ARR contribution from new customers by quarterly customer cohort (Jun’19 – Sep’20)

$31.5m

$6.2m
$1.2m $0.2m

$1.1m
$1.4m

$2.1m

$43.7m

June-19 ARR Install Base Q1-20 Q2-20 Q3-20 Q4-20 Q1-21 Sep-20 ARR

Customer Cohorts



New Customer Cohort ARR Trends

Q2-20 Customer Cohort
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Install Base June ’19 to Sept ‘21 - ARR / Customer
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0.0%

2.0%

4.0%

6.0%

8.0%

10.0%

12.0%

14.0%

Churn (3 month average)

Customer Churn Revenue Churn

Revenue churn below 3% 
Gross revenue churn at historic lows, reflecting stickiness of platform.
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Industry diversity & growing mid-market opportunity
Reduced reliance on individual sector, unique cross-selling opportunities.

 -

 2,000,000

 4,000,000

 6,000,000

 8,000,000

 10,000,000

 12,000,000

Government ICT Banking Logistics Mid Market Utilities Health Industrial Retail Education

ARR $ by Industry (Sep 2018 to 2020)

Sep-18 Sep-19 Sep-20



Digital transformation projects fast-tracked by years

• Digital channels becoming main form of 
customer engagement during COVID—19

• Process automation increasing organisational productivity

Increased budgets for digital transformation

• 80% of companies increased budgets due to COVID-19 

Enduring trend for many years 

• 90% to continue digital transformation post COVID

Substantial long-term growth opportunity for Whispir

1816171216147
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Managing 
others

Applying 
expertise

Stakeholder 
interactions

Unpredictable 
physical work

Data 
collection

Data 
processing

Predictable 
physical work

Technical feasibility

Time spent in all US occupations %

18 20 25

64 69
78

Percentage of time spent on activities that can be automated by 
adapting currently available technology

Least Susceptible Less Susceptible Highly Susceptible

Analysing work activities rather than occupations is the most 
accurate way to examine the technical feasibility of automation

17

Macro communications trends
Accelerated digital transformation



DX accounts for the majority of global 

information & communications tech investment

$336bn

(USD) Market size value in 2020

$1,393bn 22.5%

(USD) Revenue forecast in 2027 CAGR from 2020 to 2027

Long-term, growth driver
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Digital Transformation market size
Global technology investment rapidly increasing
Whispir is broadly applicable to much of this digital transformation



North America growth strategy

• Optimising operations to scale faster, acquire customers & revenue

• Targeting high-value SME and SMB customers

• Aligns with low code/no code capability

• Demand for single, multi-purpose tech solution

• SMEs

• Annual revenue of US$100m – US$1bn

• 50-1000 employees

• Initially targeting 11,700 companies 

• SMBs 

• Annual revenue of US$10m – US$100m

• 10-50 employees

• Initially targeting 133,700 companies

• Persona-based targeting

• Digital marketing investment

• New senior leadership and investment in personnel

• Resources to develop channel partnerships

• Increased alignment 

• Industry-based GTM
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Prediction
Reduce waste

Detection
Better moves / less mistakes

Automation
Save time / speed up value

Communications Intelligence
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Career 
development 

Performance 
management 

framework

Reshaping the 
onboarding 

process

Enhanced 
leadership 

capabilities across 
all regions

Attracting & 
retaining top talent

Building a high performance culture
Investing in people & culture



Executive leadership

Justin Owen

CFO

Tobias Brix

COO

Jeromy Wells

CEO 
and Founder
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Senior leadership team

Brad Dunn

CPO

Matt Lambie

CTO

David Gilbert

VP Americas

Andrew Fry

VP ASIA

Patrick Armitage

US Digital Go-to-Market 
Strategy

Wayne Lee

VP ANZ

Daniel Cherin

Group People & 
Culture Manager

Dave Everett

Director, Sales & 
Channel Partnerships 

Manager Americas

Fiona Milne

Head of AI & Data

Ben Erskine

Head of Marketing

Investing in senior leadership New bench strength to drive future growth

Dima Vovchak

VP of Group Services

FY21

FY20
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Increasing platform use 
with existing customer 

base

Acquiring new 
customers

Diversification of 
channel partners

New Digital Direct
go-to-market strategy

Increasing presence 
within three key 

markets – ANZ, Asia and 
US

Increasing product 
offering to drive adoption

Growth strategy Multiple levers to sustain growth & increase market penetration

23



$(6.23m)-$(4.76m)
FY21 EBITDA

14-35% improvement on FY20

FY21 expectations* Momentum to drive growth in FY21 & beyond

$51.1m-$55.3m
FY21 ARR

21-30%  Growth on FY20

$47.5m-$51.0m
FY21 Revenue

21-30% Growth on FY20 

$9.2m-$9.8m
R&D Cash Investment

8-15% Growth on FY20

24*We are providing a range given the current global situation; which provides many opportunities for Whispir, but makes planning and forecasting with certainty – challenging.



Change the way 
the world communicates 

O U R  P U R P O S E  

25



A world where organisations
communicate like people 

O U R  V I S I O N  
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Value is created, 
when people are engaged 

W E  B E L I E V E  

2727



Enabling you to master connection and 
engagement with other people at scale

28

O U R  P R O M I S E

28



engage humanity

We believe that when organisations engage 
with people effectively, value is created. 

Connect Engage Thrive



Important notice and disclaimer –
This presentation is provided for information purposes only. The information in this  
presentation is in a summary form, does not purport to be complete and is not 
intended  to be relied upon as advice to investors or other persons. The information 
contained in  this presentation was prepared by Whispir Limited (Whispir) as of its 
date, and remains  subject to change without notice. This presentation has been 
provided to you solely for  the purpose of giving you background information about 
Whispir.
Forward-looking statements
This presentation may include forward-looking statements. Such statements can 
generally be identified by the use of words such as 'may', 'will', 'expect', 'intend', 'plan', 
'estimate', 'anticipate', 'believe', 'continue', 'objectives', 'outlook', 'guidance‘, ‘forecast’ 
and similar expressions. Indications of plans, strategies, management objectives, sales 
and financial performance are also forward-looking statements.

Such statements are not guarantees of future performance, and involve known and 
unknown risks, uncertainties, assumptions, contingencies and other factors, many of 
which are outside the control of Whispir Limited (Whispir or Company). No 
representation is made or will be made that any forward-looking statements will be 
achieved or will prove to be correct. Actual results, performance, operations or 
achievements may vary materially from any forward-looking statements. 
Circumstances may change and the contents of this presentation may become 
outdated as a result. Readers are cautioned not to place undue reliance on forward-
looking statements and Whispir assumes no obligation to update such statements. 

No representation or warranty, expressed or implied, is made as to the accuracy, 
reliability, adequacy or completeness of the information contained in this presentation.

Past performance
Past performance information given in this presentation is given for illustrative 
purposes only and should not be relied upon as (and is not) an indication of future 
performance.

Information is not advice or offer of securities 

This presentation is not, and is not intended to constitute, financial advice, or an offer 
or an invitation, solicitation or recommendation to acquire or sell Whispir shares or any 
other financial products in any jurisdiction and is not a prospectus, product disclosure 
statement, disclosure document or other offering document under Australian law or 
any other law. This presentation also does not form the basis of any contract or 
commitment to sell or apply for securities in Whispir or any of its subsidiaries. It is for 
information purposes only. 

Whispir does not warrant or represent that the information in this presentation is free 
from errors, omissions or misrepresentations or is suitable for your intended use. The 
information contained in this presentation has been prepared without taking account of 
any person’s investment objectives, financial situation or particular needs and nothing 
contained in this presentation constitutes investment, legal, tax or other advice. The 
information provided in this presentation may not be suitable for your specific needs 
and should not be relied up on by you in substitution of you obtaining independent 
advice. Subject to any terms implied by law and which cannot be excluded, Whispir 
accepts no responsibility for any loss, damage, cost or expense (whether direct, or 
indirect, consequential, exceptional or special damages including but not limited to loss 
of revenue, profits, time, goodwill, data, anticipated savings, opportunity, business 
reputation, future reputation, production or profit, any delay costs, economic loss or 
damage) incurred by you as a result of any error, omission or misrepresentation in this 
presentation.

Preparation of information

All financial information has been prepared and reviewed in accordance with Australian 
Accounting Standards. Certain financial data included in this presentation is ‘non-IFRS 
financial information’. The Company believes that this non-IFRS financial information 
provides useful insight in measuring the financial performance and condition of Whispir. 
Readers are cautioned not to place undue reliance on any non-IFRS financial 
information including ratios included in this presentation.

Presentation of information

• Currency All amounts in this presentation are in Australian dollars unless 
otherwise stated.

• FY refers to the full year to 30 June.

• Rounding Amounts in this document have been rounded to the nearest 
$0.1m. Any differences between this document and the accompanying 
financial statements are due to rounding.

Third party information and market data
The views expressed in this presentation contain information that has been derived from 
publicly available sources that have not been independently verified. No representation 
or warranty is made as to the accuracy, completeness or reliability of the information. 
This presentation should not be relied upon as a recommendation or forecast by 
Whispir. Market share information is based on management estimates except where 
explicitly identified.

No liability or responsibility
The information in this presentation is general in nature and is provided in summary 
form and is therefore does not purport to be complete.

To the maximum extent permitted by law, Whispir and each of its affiliates, directors, 
employees, officers, partners, agents and advisers 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 or reliance on 
anything contained in, or omitted from, this presentation. Whispir accepts no 
responsibility or obligation to inform you 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. 

This presentation should be read in conjunction with Whispir’s other periodic and 
continuous disclosure announcements lodged with ASX.
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