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1 Represents Annual Recurring Revenue growth at the end of Q3 2022, compared to end of Q3 2021

2 Unaudited Q1-Q3 2022 revenue, compared to Q1-Q3 2021 revenue

3 Represents cash receipts in the Q3 2022 period compared to cash receipts in Q3 2021

4 Excluding AASB 16 right-of-use leased assets and corporate credit cards

Record Cash Receipts 

from Customers3

ARR Growth1

US$17.7 million
C A S H  R E C E I P T S

US$0
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30%
E X C L U D I N G  C O N N E C T I V E

51%
I N C L U D I N G  C O N N E C T I V E

26%
C A S H  R E C E I P T S

US$29.2 million
C A S H

Strong Financial Position

Strong 

Revenue 

Performance2

Q3 2022
H I G H L I G H T S
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54%
I N C L U D I N G  C O N N E C T I V E

36%
E X C L U D I N G  C O N N E C T I V E

33%
I N C L U D I N G  C O N N E C T I V E

20%
E X C L U D I N G  C O N N E C T I V E

Subscription Revenue

Total Revenue



4.4M

10.2M

16.6M

28.5M

46.2M

55.2M
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From Zero to $55M+ ARR
A R R

ARR (US$M)

Since launching subscription in 2016, Nitro 

has scaled to over US$55M in ARR

Subscription 

Launch

2.7M
2.6M

3.7M

Q 1 Q 2 Q 3

1

1 Represents ending ARR at the end of Q3 2022

Q1-Q3

2016

Q 3  A R R  A D D E D

$3.7M
Q 3  E N D I N G  A R R

$55.2M

+9.0M
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Revenue
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T R A D I N G  U P D A T E

• Subscription revenue during financial reporting period 

• Q1-Q3 2022 inclusive of Connective subscription revenue

Strong revenue performance for 

Q3 and high 3-year CAGRs for 

both subscription and total 

revenue

• Revenue during financial reporting period

• Q1-Q3 2022 inclusive of Connective revenue

Q1-Q3 2020 Q1-Q3 2021 Q1-Q3 2022

14.8

23.8

36.5

SUBSCRIPTION REVENUE (US$M)

57%
C AGR

Q1-Q3 2020 Q1-Q3 2021 Q1-Q3 2022

49.1

36.8

29.1

TOTAL REVENUE (US$M)

30%
C AGR



Transition to Subscription
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BUSINESS1 REVENUE: SUBSCRIPTION VS. PERPETUAL MIX

1 Nitro’s Business sales comprise sales executed by Nitro’s sales team and excludes online/eCommerce sales via Nitro’s website and Connective

2 Represents data at the end of Q3 2022
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Subscription Perpetual
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Total Revenue approaching 75% subscription; transition effectively complete for Business Revenue at >90%

11%

21%

37%

53%

66%
74%

89%

79%

63%

47%

34%
26%

FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 YTD

Subscription Perpetual

TOTAL REVENUE: SUBSCRIPTION VS. PERPETUAL MIX
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Major Enterprise Wins
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T R A D I N G  U P D A T E

1. A Business Customer has 10 or more licensed Nitro users or a premium Nitro Sign offering

Nitro serves 13,000+ Business 

Customers1, including some of the 

world’s largest companies

Q3 2022 New Customer Wins, Expansions & Renewals



2022 Cost Savings
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T R A D I N G  U P D A T E

Adjustments to plan in 2022 including broad cost reductions and July GTM restructure are driving 

greater GTM performance, enhanced unit economics, and significant improvement in Operating 

EBITDA relative to original 2022 guidance

54%

18%

28%

2H Cost Savings 

Initiatives
US$5M Improvement in FY22

Operating EBITDA1 Guidance
US$8M

C U R R E N T

O R I G I N A L

S&M

R&D

G&A & Overhead Costs

I M P R O V E M E N TS A V E D

1 Represents the difference between the midpoint of the original and current Guidance Ranges for Operating EBITDA

$8M
$(11.5M)

$(19.5M)



FY2022 Guidance1
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T R A D I N G  U P D A T E

E N D I N G  A R R

US$57–60 Million
24–30% growth on FY2021

R E V E N U E

US$65–69 Million
28–36% growth on FY2021

O P E R A T I N G  E B I T D A 2

US$(10–13) Million

C A S H  F L O W

Nitro is committed to being

cash flow positive for 2H 20233

1 FY22 Guidance as at 26 July 2022

2 Operating EBITDA excludes stock-based payments, foreign exchange gains and losses, Connective integration costs, transaction costs and non-recurring items

3 Refers to cash flows from ‘operating activities’ excluding implementation costs, transaction costs and other non-recurring items, less capital expenditure and AASB 16 lease repayment costs



Thank You
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