
My	
  fellow	
  Shareholders,	
  
	
  	
  

The	
  Directors	
  are	
  pleased	
  to	
  advise	
  that	
  in	
  the	
  2014	
  financial	
  year	
  the	
  strategic	
  
focus	
   on	
   the	
   USA	
   market	
   conCnued	
   to	
   gain	
   tracCon	
   and	
   momentum	
   with	
  
increases	
  in	
  revenue,	
  gross	
  margins	
  and	
  profitability.	
  	
  



Our	
   worldwide	
   management	
   team	
   worked	
   hard	
   to	
   increase	
   revenues	
   and	
  
profitability.	
  Our	
  USA	
  strategy	
  is	
  based	
  around	
  manufacturing	
  our	
  leading	
  edge	
  
third	
  generaCon	
  Tacera	
  Nurse	
  call	
  system	
  in	
  Irving	
  Texas	
  which	
  has	
  enabled	
  us	
  
to	
  gain	
  both	
  FDA	
  registraCon	
  and	
  UL1069	
  cerCficaCon.	
  	
  



On	
   the	
   10	
   November	
   2014	
   we	
   released	
   an	
   Update	
   and	
   Profit	
   Guidance	
   Announcement.	
  
Feedback	
  from	
  our	
  shareholders	
  has	
  suggested	
  that	
  we	
  provide	
  further	
  details	
  on	
  our	
  current	
  
and	
  expected	
  performance.	
  The	
   following	
   factors	
  will	
   influence	
  our	
  business	
   in	
   the	
  short	
   to	
  
medium	
  term:	
  
	
  	
  
Strong	
  and	
  increasing	
  pipeline	
  of	
  sales	
  
The	
   Azure	
   business	
   conCnues	
   to	
   grow.	
   Following	
   on	
   from	
   significant	
   project	
   wins	
   we	
  
anCcipate	
  future	
  growth	
  to	
  be	
  strong,	
  although	
  we	
  are	
  well	
  aware	
  that	
  revenues	
  are	
  lumpy,	
  
management	
  will	
  always	
  invest	
  and	
  manage	
  our	
  businesses	
  for	
  the	
  long	
  term.	
  	
  
	
  
Seasonality	
  
Ordinarily	
  the	
  Azure	
  business	
  has	
  a	
  financial	
  performance	
  which	
  is	
  weighted	
  more	
  strongly	
  in	
  
the	
  first	
  half	
  of	
  the	
  financial	
  year.	
  This	
  is	
  because	
  there	
  are	
  more	
  producCon	
  and	
  working	
  days	
  
and	
  higher	
  demand	
  for	
  our	
  products	
  in	
  the	
  lead	
  up	
  to	
  Christmas.	
  For	
  the	
  first	
  Cme	
  in	
  recent	
  
years	
  we	
  are	
  experiencing	
  a	
  reversal	
  in	
  this	
  trend	
  with	
  stronger	
  demand	
  and	
  product	
  delivery	
  
occurring	
  more	
  in	
  the	
  second	
  half	
  of	
  this	
  financial	
  year.	
  	
  
	
  	
  
Increasing	
  revenues	
  and	
  margins	
  
The	
  Azure	
  business	
  has	
   conCnued	
   to	
   increase	
   sales	
   in	
   the	
  2014	
   /	
   	
   2015	
  financial	
   year.	
   The	
  
business	
   is	
   conCnuing	
   to	
   increase	
   its	
   soWware	
   and	
  maintenance	
   sales	
   and	
   consequently	
   is	
  
experiencing	
  higher	
  gross	
  margins	
  from	
  its	
  product	
  offerings,	
  we	
  as	
  a	
  company,	
  prefer	
  to	
  be	
  
judged	
  on	
  long	
  term	
  growth	
  and	
  profit,	
  not	
  on	
  quarter	
  by	
  quarter	
  financial	
  outcomes.	
  	
  	
  
	
  	
  



USA	
  is	
  a	
  key	
  market	
  
The	
  business	
  conCnues	
  to	
   increase	
  sales	
  year	
  on	
  year	
   in	
  parCcular	
   in	
  the	
  US	
  market.	
  
This	
   is	
  despite	
  deferred	
  revenue	
   in	
  New	
  Zealand,	
  Canada	
  and	
  Asia,	
  due	
  to	
  key	
   larger	
  
contracts	
  deliveries	
  being	
  stretched	
  or	
  delayed	
  in	
  these	
  regions.	
  We	
  cannot	
  determine	
  
absolutely	
   when	
   these	
   contracts	
   will	
   be	
   completed	
   although	
   management	
   would	
  
expect	
  them	
  to	
  be	
  finalised	
  in	
  the	
  next	
  6-­‐18	
  months.	
  
Increased	
  investment	
  expenditure	
  in	
  produc:on	
  and	
  R&D	
  
The	
  good	
  news	
  is	
  that	
  the	
  business	
  conCnues	
  to	
  grow.	
  In	
  order	
  to	
  facilitate	
  this	
  growth	
  
we	
  need	
  to	
  resource	
  for	
  the	
  future.	
  This	
  involves	
  spending	
  more	
  on	
  producCon	
  staffing	
  
to	
  meet	
  future	
  demand	
  and	
  investment	
  in	
  developing	
  new	
  soWware	
  to	
  meet	
  customer	
  
requirements.	
   AddiConal	
   expenditure	
   in	
   producCon	
   staffing	
   for	
   the	
   new	
   US	
  
manufacturing	
   facility	
  will	
   be	
   approximately	
   $0.5m	
   for	
   the	
  half	
   year	
   and	
  $0.65m	
   for	
  
addiConal	
   R&D	
   expenditure.	
   The	
   Company	
   expects	
   these	
   costs	
   to	
   conCnue	
   for	
   the	
  
foreseeable	
   future	
   but	
   anCcipates	
   future	
   revenue	
   growth	
   to	
   eventuate	
   from	
   these	
  
investments.	
   As	
   a	
   conservaCve	
   approach	
   the	
   Company	
   conCnues	
   to	
   expense	
   these	
  
costs	
   rather	
   than	
   capitalise	
   them.	
   Managements	
   policy	
   has	
   not	
   changed,	
   we	
   don’t	
  
confuse	
   the	
  market	
  by	
  capitalising	
  R&D	
  and	
  capital	
  expansion	
  costs	
   to	
   report	
  higher	
  
earnings.	
  
Cashflow	
  and	
  funding	
  
The	
  Company	
  confirms	
  that	
  despite	
  the	
  increased	
  expenditure	
  on	
  R&D	
  and	
  producCon	
  
expansion	
   that	
   it	
   has	
   sufficient	
   working	
   capital	
   to	
   fund	
   these	
   iniCaCves	
   without	
  
seeking	
  external	
  bank	
  finance	
  or	
  capital	
  raisings.	
  	
  	
  



The	
   rapid	
   increase	
   in	
  demand	
   for	
  workflow	
   soluCons	
  has	
  been	
   readily	
  met	
  by	
  
our	
   third	
   generaCon	
   Tacera	
   placorm	
   and	
   has	
   seen	
   us	
   expand	
   our	
   tradiConal	
  
markets	
  in	
  Australia	
  and	
  New	
  Zealand	
  whilst	
  obtaining	
  substanCal	
  and	
  escalaCng	
  
growth	
   in	
  North	
  America.	
  The	
  significant	
   increase	
   in	
  demand	
  and	
   requirement	
  
for	
  our	
  products	
   in	
  North	
  America	
  will	
   be	
  met	
  by	
  our	
  new	
  manufacturing	
  and	
  
assembly	
   plant	
   in	
   the	
   USA.	
   This	
   facility	
   is	
   currently	
   running	
   at	
   full	
   single	
   shiW	
  
capacity	
  and	
  we	
  have	
  decided	
  to	
  increase	
  the	
  facility	
  floor	
  space	
  by	
  65%	
  in	
  this	
  
financial	
  year	
  to	
  meet	
  current	
  orders	
  and	
  future	
  anCcipated	
  demand.	
  The	
  added	
  
producCon	
   capacity	
   will	
   feed	
   the	
   growing	
   US,	
   Canadian	
   and	
   South	
   American	
  
markets	
  with	
  reduced	
  tariffs,	
  shipping	
  costs	
  and	
  lead	
  Cmes.	
  	
  



Revenue	
  from	
  ordinary	
  acCviCes	
   increased	
  by	
  39.2%	
   in	
  the	
  2014	
  financial	
  year	
  
to	
   $31.3	
   million,	
   reflecCng	
   increased	
   demand	
   for	
   our	
   new	
   generaCon	
   Tacera	
  
products.	
  	
  



Net	
  earnings	
  before	
   interest,	
   tax,	
  depreciaCon	
  and	
  amorCsaCon,	
   (EBITDA)	
  was	
  
$3.88	
  million,	
  whilst	
  earnings	
  before	
  interest	
  and	
  tax	
  (EBIT)	
  were	
  $3.40	
  million.	
  
	
  

	
  

	
  



Net	
  profit	
   aWer	
   tax	
   (NPAT)	
  was	
  $3.865	
  million	
   represenCng	
  a	
   271.7%	
   increase	
  
from	
   the	
   2013	
   financial	
   year.	
   The	
   Azure	
   Group	
   produced	
   a	
   posiCve	
   operaCng	
  
result	
  of	
  2.04	
  cents	
  earnings	
  per	
  share	
  compared	
  with	
  0.51	
  cents	
  in	
  2013.	
  	
  

	
  
	
  

	
  



Financial	
   Year	
   2013-­‐2014	
   IniCaCves	
   that	
   were	
   successfully	
   implemented	
   to	
  
improve	
  our	
  business	
  were:	
  

-­‐	
  Commission	
  and	
  ramp	
  up	
  our	
  new	
  manufacturing	
  plant	
  in	
  Irving	
  Texas	
  to	
  take	
  
advantage	
  of	
  the	
  potenCal	
  growth	
  in	
  North	
  and	
  South	
  America.	
  

-­‐	
  Increase	
  our	
  direct	
  revenue	
  by	
  engaging	
  in	
  strategic	
  partnerships	
  with	
  Xtag	
  and	
  
Curbell	
   distribuCng	
   their	
   Tacera	
   rebranded	
   product	
   through	
   our	
   extensive	
  
worldwide	
  reseller	
  channel	
  and	
  client	
  base	
  of	
  over	
  8500	
  faciliCes.	
  	
  

-­‐	
   Increased	
  our	
  Research	
  &	
  Development	
   investment	
   to	
   $2.6m	
  with	
   increased	
  
emphasis	
   on	
   soWware	
   integraCons	
   to	
   allow	
   us	
   to	
   capture	
   more	
   of	
   the	
   high	
  
margin	
  clinical	
  middleware	
  business.	
  

-­‐	
   Grew	
   our	
   Revenues	
   by	
   39%	
   and	
   or	
   Profits	
   by	
   271%	
  well	
   above	
   the	
   industry	
  
norm.	
  

-­‐	
   We	
   gained	
   the	
   most	
   important	
   	
   industry	
   recognised	
   cerCficaCons	
   in	
   North	
  
America,	
   being	
   Underwriters	
   Laboratory's	
   UL-­‐1069	
   and	
   the	
   Food	
   and	
   Drugs	
  
AdministraCon	
  FDA	
  510(k)	
  registraCon	
  

	
  



We	
  started	
  last	
  year	
  to	
  develop	
  strategic	
  partnerships	
  with	
  the	
  largest	
  American	
  
Healthcare	
   hardware	
   and	
   soWware	
   supply	
   companies.	
   These	
   partnerships	
   will	
  
allow	
   our	
   development	
   teams	
   to	
   provide	
   company	
   cerCfied	
   seamless	
  
integraCons	
  between	
  our	
  respecCve	
  soWware	
  and	
  hardware	
  soluCons.	
  	
  

We	
  have	
   in	
   the	
   2014/15	
   financial	
   year	
   doubled	
   our	
  markeCng	
   budget	
   to	
   $0.6	
  
million	
  to	
  increase	
  brand	
  awareness	
  and	
  grow	
  new	
  business	
  in	
  the	
  future.	
  
Just	
  recently	
  we	
  obtained	
  TGA	
  registraCon	
  as	
  an	
  approved	
  device.	
  

We	
   are	
   increasing	
   the	
   floor	
   capacity	
   in	
   the	
  USA	
   factory	
   by	
   65%	
  by	
   converCng	
  
exisCng	
  offices	
  to	
  manufacturing	
  space	
  and	
  have	
  leased	
  an	
  adjacent	
  office	
  space	
  
in	
   our	
   commercial	
   complex	
   and	
   are	
   moving	
   our	
   non	
   manufacturing	
  
administraCon,	
  sales	
  and	
  R&D	
  personnel	
  next	
  door.	
  
We	
   are	
   expanding	
   our	
   soWware	
   development	
   into	
   the	
   USA	
   to	
   meet	
   FDA	
  
requirements	
  for	
  full	
  510K	
  accreditaCon	
  of	
  our	
  workflow	
  soWware.	
  

	
  

	
  



The	
  world	
  healthcare	
  nurse	
  call	
  market	
  grew	
  from	
  an	
  esCmated	
  $586.8	
  million	
  
in	
  2013	
  to	
  $712.9	
  million	
  in	
  2014,	
  (21.5	
  percent).	
  Our	
  success	
  over	
  the	
  past	
  12	
  
months	
  has	
  been	
  possible	
  only	
  because	
  we	
  have	
  addressed	
  the	
  market	
  drivers	
  
within	
  the	
  Clinical	
  Workflow	
  space	
  with	
  more	
  integraCons,	
  to	
  empower	
  nursing	
  
staff	
  with	
  mobile	
  soluCons.	
   It	
   is	
  self	
  evident	
  that	
  the	
  Azure	
  Group’s	
   installaCon	
  
base	
   of	
   some	
   8,500	
   nurse	
   call	
   systems	
  worldwide,	
   has	
   allowed	
   us	
   to	
   capture	
  
more	
  of	
  these	
  emerging	
  opportuniCes	
  and	
  will	
  conCnue	
  to	
  drive	
  our	
  sales	
  in	
  the	
  
future.	
  

	
  



US	
  HEALTHCARE	
  MARKET	
  	
  
The	
  United	
  States	
  culture	
  is	
  more	
  
patrioCc	
  than	
  its	
  internaConal	
  
counterparts,	
  with	
  a	
  strong	
  emphasis	
  
on	
  purchasing	
  from	
  American	
  firms	
  and	
  
“made	
  in	
  America”,	
  thus	
  Azures	
  
American	
  Made	
  push.	
  
•  The	
  expectaCon	
  of	
  Product	
  
AestheCcs	
  vary	
  in	
  different	
  
countries.	
  	
  In	
  the	
  United	
  States	
  there	
  
is	
  tendency	
  for	
  products	
  to	
  appear	
  
“Sturdy	
  and	
  Solid”	
  whereas	
  most	
  
Western	
  Cultures	
  have	
  a	
  stronger	
  
emphasis	
  on	
  a	
  “Sleek	
  and	
  Clean”	
  
look	
  and	
  feel.	
  	
  Due	
  to	
  our	
  industrial	
  
design	
  implementaCon,	
  we	
  are	
  
considered	
  the	
  most	
  asracCve	
  
product	
  in	
  the	
  US	
  and	
  with	
  a	
  
reputaCon	
  for	
  reliability.	
  	
  

•  The	
  size	
  of	
  the	
  US,	
  requires	
  

markeCng	
  strategies	
  such	
  as	
  direct	
  
markeCng	
  in	
  order	
  to	
  influence	
  the	
  
broader	
  audience	
  as	
  Austco	
  is	
  a	
  
(relaCvely)	
  unknown	
  brand	
  within	
  
the	
  US	
  healthcare	
  system,	
  a	
  greater	
  
degree	
  of	
  emphasis	
  needs	
  to	
  be	
  
placed	
  on	
  promoCng	
  and	
  educaCng	
  
both	
  end	
  users	
  and	
  strategic	
  
partnerships	
  to	
  reduce	
  the	
  fear,	
  
uncertainty	
  and	
  doubt	
  of	
  our	
  ‘new	
  
brand’.	
  

•  The	
  US	
  is	
  fragmented	
  in	
  the	
  clinical	
  
and	
  facility	
  alarm	
  management	
  
business	
  so	
  it	
  is	
  important	
  to	
  align	
  
ourselves	
  with	
  and	
  cerCfy	
  our	
  
integraCons	
  with	
  the	
  leading	
  
suppliers	
  to	
  accelerate	
  revenue	
  
opportuniCes.	
  



U S 	
   H E A L T H C A R E 	
   M A R K E T	
  
OBSERVATIONS	
  
• The	
   North	
   American	
   marketplace	
   is	
  
more	
   sophisCcated,	
   and	
   there	
   are	
   a	
  
substanCally	
   higher	
   number	
   of	
   third	
  
party	
   integraCons	
   required	
   and	
   a	
  
growing	
  trend	
  to	
  Cghtly	
  couple	
  clinical	
  
systems	
   and	
   wireless	
   telephony	
  
devices	
   into	
   a	
   ubiquitous	
   placorm.	
  
This	
  typically	
  in	
  the	
  past	
  was	
  done	
  by	
  
middleware	
   vendors	
   separate	
   from	
  
Nurse	
   call	
   providers,	
   this	
   business	
   is	
  
now	
  being	
  encroached	
  by	
  Azure	
  as	
  we	
  
develop	
  these	
  systems.	
  	
  
• There	
   is	
  a	
  strong	
  ROI	
  case	
   for	
  CIO’s	
  /	
  
CCIO’s	
  and	
  execuCve	
  management	
  to	
  
i n v e s t	
   s u b s t a n C a l	
   e ff o r t	
   i n	
  
streamlining	
   operaConal	
   efficiencies	
  
through	
   the	
   uClizaCon	
   of	
   technology	
  
as	
  the	
  costs	
  involved	
  in	
  analysing	
  and	
  
reviewing	
  proposed	
  soluCons	
  may	
  be	
  

miCgated	
   over	
   a	
   broader	
   installaCon	
  
base.	
   This	
   results	
   in	
   a	
   more	
  
sophisCcated	
   and	
   complex	
   selling	
  
cycle,	
   albeit	
   for	
   a	
   larger	
   transacCon	
  
value	
  with	
  improved	
  margins.	
  
• The	
   private	
   for	
   profit	
   model	
   and	
  
strong	
  compeCCon	
  in	
  US	
  are	
  a	
  threat	
  
to	
   hospitals	
   high	
   cost	
   of	
   care	
  model,	
  
so	
   it	
   is	
   in	
   the	
   Hospital’s	
   interest	
   to	
  
streamline	
  workflows	
   and	
   operaCons	
  
through	
   the	
   use	
   of	
   advanced	
  
technology	
   to	
   keep	
   their	
   pricing	
  
compeCCve	
   when	
   a	
   paCent	
   is	
  
deciding	
   which	
   Hospital	
   to	
   receive	
  
their	
  treatment	
  at.	
  
• Hospitals	
   are	
   looking	
   for	
   innovaCve	
  
technologies	
   to	
   allow	
   the	
  Hospital	
   to	
  
promote	
   themselves	
   not	
   just	
   on	
   cost	
  
but	
  on	
  quality	
  of	
   care	
  with	
   the	
   latest	
  
available	
  technologies.	
  



It	
  is	
  interesCng	
  to	
  note	
  that	
  although	
  our	
  2013/14	
  FY	
  revenues	
  were	
  US$31	
  
million	
  we	
  are	
  the	
  fastest	
  growing	
  and	
  one	
  of	
  the	
  largest	
  Nurse	
  call	
  and	
  Clinical	
  
soWware	
  company’s	
  in	
  the	
  world.	
  We	
  expect	
  the	
  ongoing	
  market	
  consolidaCon	
  
will	
  create	
  opportuniCes	
  to	
  acquire	
  other	
  compeCtors	
  as	
  the	
  industry	
  moves	
  
more	
  to	
  workflow	
  and	
  clinical	
  connecCvity.	
  The	
  majority	
  of	
  Cer	
  2	
  and	
  	
  Cer	
  3	
  
companies	
  are	
  too	
  small	
  to	
  make	
  the	
  required	
  investment	
  and	
  transiCon	
  into	
  
Clinical	
  SoWware.	
  
	
  



Future	
  performance	
  and	
  investment	
  
We	
   are	
   not	
   in	
   a	
   posiCon	
   to	
   accurately	
   forecast	
   our	
   expected	
   financial	
  
performance	
  for	
  the	
  full	
  year	
  due	
  to	
  the	
  conCnued	
  uncertainty	
  of	
  project	
  Cming,	
  
our	
   increased	
   investment	
   in	
   capacity,	
   R&D	
   innovaCon	
   and	
   the	
   expansion	
  
requirement	
   of	
   our	
   internaConal	
   subsidiaries.	
   	
   We	
   expect	
   the	
   Company	
   to	
  
increase	
   both	
   sales	
   and	
   gross	
   profitability	
   in	
   the	
   2014/15	
   financial	
   year	
  whilst	
  
expanding	
  producCon	
  capability	
  and	
  investment	
  in	
  future	
  products.	
  

	
  
	
  



The	
  2013-­‐2014	
  was	
  a	
  challenging	
  yet	
  rewarding	
  year	
  for	
  the	
  company	
  as	
  the	
  economic	
  
climate	
  improved	
  in	
  the	
  Americas,	
  Asia,	
  New	
  Zealand	
  and	
  Australia,	
  it	
  declined	
  or	
  was	
  
stagnant	
   in	
   European	
   and	
   the	
   Middle	
   East.	
   These	
   changes	
   called	
   for	
   major	
  
commitment,	
   dedicaCon	
   and	
   flexibility	
   on	
   the	
   part	
   of	
   our	
   employees	
   and	
   business	
  
partners.	
  The	
  result	
  was	
  that	
  the	
  company	
  sCll	
   increased	
   its	
  worldwide	
  revenues	
  and	
  
net	
  profit.	
  	
  
	
  

On	
  behalf	
  of	
  the	
  Board	
  of	
  Directors,	
  we	
  would	
  like	
  to	
  thank	
  all	
  our	
  employees	
  for	
  their	
  
outstanding	
  support.	
  	
  

Our	
   thanks	
   go	
   also	
   to	
   our	
   customers	
   for	
   the	
   trust	
   they	
   show	
   in	
   our	
   products	
   and	
  
services,	
  the	
  good	
  business	
  relaConship	
  and	
  the	
  many	
  ways	
  in	
  which	
  they	
  inspire	
  us.	
  
We	
  as	
  Azure	
  Healthcare	
   shareholders	
   should	
  be	
  proud	
  of	
   the	
  progress	
  our	
   company	
  
has	
  made	
  this	
  year	
  and	
  I	
  personally	
  thank	
  all	
  our	
  1500+	
  shareholders	
  for	
  your	
  support	
  
of	
  our	
  company	
  as	
  we	
  conCnue	
  to	
  grow	
  and	
  prosper.	
  

	
  

	
  




