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Disclaimer

This presentation has been prepared Norwood Systems Ltd (the “Company”). It does not purport to contain all the information that a prospective investor may require in connection with any potential investment 
in the Company. You should not treat the contents of this presentation, or any information provided in connection with it, as financial advice, financial product advice or advice relating to legal, taxation or 
investment matters. 

No representation or warranty (whether express or implied) is made by the Company or any of its officers, advisers, agents or employees as to the accuracy, completeness or reasonableness of the information, 
statements, opinions or matters (express or implied) arising out of, contained in or derived from this presentation or provided in connection with it, or any omission from this presentation, nor as to the 
attainability of any estimates, forecasts or projections set out in this presentation.

This presentation is provided expressly on the basis that you will carry out your own independent inquiries into the matters contained in the presentation and make your own independent decisions about the 
affairs, financial position or prospects of the Company. The Company reserves the right to update, amend or supplement the information at any time in its absolute discretion (without incurring any obligation to 
do so). 

Neither the Company, nor its related bodies corporate, officers, their advisers, agents and employees accept any responsibility or liability to you or to any other person or entity arising out of this presentation 
including pursuant to the general law (whether for negligence, under statute or otherwise), or under the Australian Securities and Investments Commission Act 2001, Corporations Act 2001, Competition and 
Consumer Act 2010 or any corresponding provision of any Australian state or territory legislation (or the law of any similar legislation in any other jurisdiction), or similar provision under any applicable law. Any 
such responsibility or liability is, to the maximum extent permitted by law, expressly disclaimed and excluded. 

Nothing in this material should be construed as either an offer to sell or a solicitation of an offer to buy or sell securities. It does not include all available information and should not be used in isolation as a basis 
to invest in the Company. 

Future matters 

This presentation contains reference to certain intentions, expectations, future plans, strategy and prospects of the Company.
Those intentions, expectations, future plans, strategy and prospects may or may not be achieved. They are based on certain assumptions, which may not be met or on which views may differ and may be 
affected by known and unknown risks. The performance and operations of the Company may be influenced by a number of factors, many of which are outside the control of the Company. No representation or 
warranty, express or implied, is made by the Company, or any of its directors, officers, employees, advisers or agents that any intentions, expectations or plans will be achieved either totally or partially or that 
any particular rate of return will be achieved.
Given the risks and uncertainties that may cause the Company’s actual future results, performance or achievements to be materially different from those expected, planned or intended, recipients should not 
place undue reliance on these intentions, expectations, future plans, strategy and prospects. The Company does not warrant or represent that the actual results, performance or achievements will be as 
expected, planned or intended. 

US Disclosure 

This document does not constitute any part of any offer to sell, or the solicitation of an offer to buy, any securities in the United States or to, or for the account or benefit of any “US person” as defined in 
Regulation S under the US Securities Act of 1993 (“Securities Act”). The Company’s shares have not been, and will not be, registered under the Securities Act or the securities laws of any state or other 
jurisdiction of the United States, and may not be offered or sold in the United States or to any US person without being so registered or pursuant to an exemption from registration including an exemption for 
qualified institutional buyers. 
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Norwood is a growth investment

• Award-winning Global SaaS Provider

• Proven software:  

– Used by individuals and businesses globally

– Over five million downloads in first year

• Now expanding further into Corporate 
& Loyalty (Fintech)

• ASX:NOR
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Capital Structure

Shares on Issue Performance 

Shares/Rights

Unlisted Options

970,779,598 165,595,070 102,374,485
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There’s never been a better time to invest!

• Material channel relationships 

set up and starting to bite

• Core enterprise technology 

portfolio recently completed

• Unique and market-relevant 

solutions defined and recently 

released

4
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71%
of enterprises believe 

mobility is a top priority

of the 
workforce
is “Anytime, 
Anywhere”  *

45%

Greater 
revenue

Higher market 
value

More profitable

9% 12% 26%
3 main barriers preventing mobility 

initiatives:

Lack of 
security 

controls for 
new 

devices 
and clients

Legacy 
systems 
unfit for 
mobile 

purposes

Challenges 
supporting 

multiple 
operating 
systems

38% 37% 36%

More and more business is done on 

smartphones…

…but separation from corporate 

systems is costing companies dearly.
We address three key areas 

of pain:

THREE AREAS OF PAIN

COMPLIANCE

CRM

* Sources: Forester, MIT Sloan, Citrix  mobiwm.com

We solve the mobile-corporate disconnect
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We build high value SaaS solutions6

for CCOs

for CFOs

for CIOs
for Sales & 

Marketing Leaders

for HR 
LeadersCompliant retention of text 

messages and mobile call 
data

App-based business numbers 
for your BYOD employees 
and agents, with numbers 

controlled by you Automatic logging into your 
CRM of text message and 

mobile call data
Lowest cost calling and 

internet, globally. No more 
investment in corporate 

devices

Private number obfuscation 
for field worker security and 

employee privacy
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We glue together smartphones and mission-critical enterprise 
services

7

1. Voice 2. Directories 3. CRM 4. Compliance

Virtualised mobile phone 
voice calling

Virtualised mobile phone 
text messaging

World Phone World Message

Existing mission-critical Enterprise Mobility services Previously unaddressable Enterprise Mobility services
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We deliver Virtual Business Phone

• Developed

• Launched

• In market

• Proven

8

World Phone World Message

+
for voice for messaging

* SIM-free second mobile number supported in 16 countries at launch, including USA, UK and Australia

Business Number*

+
World Phone   +   World Message

• A vir t ualised business cellphone: “A phone wit hin a phone”

• Delivered as t wo Apps on an employee’s personal handset

• “Bullet - proof”, “ut t erly seamless” OTT t elephony and messaging

• Superb end- user experience and user int erfaces

• Unique business- credit mode – zero employee record- keeping

Corona Cloud

• Easy OTT m anagem ent  of  large vir t ual m obile f leet s

• Real- t ime call logging and report ing

• Scalable from SMBs t o Ent erprises 

• Cent ralised credit  management  and policies

• Secure St ripe- enabled payment  back- end

Corona
for identity for fleet management

• Developed

• Launching 

this month

• Developed

• Launched

• In market

• Proven

• Developed

• Launched

• In market

• Proven

+

• Developed

• In testing

• GA: 2017

for wifi
World Wifi

USP:  A complete mobile phone for business, all app-based
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We provide a winning end-user experience

9

World Phone

World Message

• Award winning app
• 5 million downloads
• Used in 210 countries
• Available in 33 languages

• Launching on App Store!
• Seamless user experience
• Can message any mobile
• Tied-in to corporate systems
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We automate CRM logging

10

FIELD FORCE LIVE

• SaaS-based logging of mobile calls and texts into the enterprise CRM
• Logs 100% of customer-facing World App calls and texts

• Records and logs bidirectional call and text meta-data in near 
real-time, including text message content

• 100% cloud-based solution
• Launch integration support for Salesforce.com

• Planned support for Microsoft Dynamics and Oracle CX
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We are exploiting a large market opportunity

11

Managed Mobility Services  - market size - 2014

Managed Mobility Services  - market size – 2019*

Compound Annual Growth Rate - 2014-2019*

$2.92 billion

$11.05 billion

30.5%
All amounts are in USD
* Forecast.
Source: “Managed Mobility Services Market by Solution (Sourcing & Logistics Management, Mobile Service Management, Security & Content Management, Device & Systems Management , 
Application & Collaboration Management, Program & Financial Management) – Global Forecast to 2019” – MarketsandMarkets.com, Dallas TX. 2015.

This is what companies pay today to manage their mobile device fleets:
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We see opportunity

Loyalty Market Size

Affinity: $50 billion

Enterprise Market Size

BYOD: $72 billion
Compliance: $19 billion
CRM: $36 billion
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https://www.quora.com/How-big-in-US-is-the-loyalty-program-market
http://blogs.air-watch.com/2014/04/marketsandmarkets-expects-byod-enterprise-mobility-market-grow-284-7-billion-2019/#
http://www.marketsandmarkets.com/PressReleases/enterprise-governance-risk-compliance.asp
https://www.auscontact.com.au/news/apac-tops-growth-as-global-crm-market-hits-us263-billion 

Enterprise SaaS
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We have a growth plan

“Software as a service” 
model:
• Annual SaaS fee
• Multi-year, recurring
• High-margin (> 70%)

Applies to both enterprise 
and loyalty segments

Leveraging growth strategy 
used by NASDAQ-listed 
enterprise SaaS businesses
• Software focus
• Direct sales
• SaaS revenue

Targeting secondary listing 
on major US/UK/EU 
exchange in 3-4 year 
timeframe

13

• Three multi-$billion 
enterprise segments 

• Multi-$billion loyalty and 
engagement market

Recent wins:

Multi-nationals being signed up 
and already expanding contract 
scope

Significant distribution 
relationship signed up in a
$50B loyalty market

High-margin SaaS 

model for loyalty and 

enterprise segments

Targeting 

“NASDAQ scale”

Unique SaaS propositions 

for high-value segments

✔

✔
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We have a two-pronged sales strategy

Loyalty

• 2-tier distribution model through major 
loyalty benefits aggregators: 

…

• Aggregators get their clients to bundle 
apps into the clients’ loyalty and 
engagement programs

• Support aggregator channel with sales 
collateral, promos and channel incentives

Enterprise

• SaaS structured direct sales pipeline

• Manage SaaS funnel:

• Manage according 
to key SaaS metrics
– Annual recurring 

revenues (ARR)
– Lifetime Value (LTV)
– Churn

14

Organic Traffic SEM Other Paid
lead sources

Lead Originators

Raw Leads
Registrations of interest on Website, etc

Qualified Leads

Inside Sales

Field 
Engagement

Closed Deal
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We have go-to-market momentum

Loyalty

• Complement loyalty 
offerings with specialised
comms app

• Progress:

– Significant distribution 
relationship signed up in a
$50B loyalty market

– Already in consideration by 
global banks, airlines, and 
others

Enterprise

• Simplify corporate mobile 
comms with virtual business 
phone

• Ideal for arms-length agents, 
free agents

• Progress:

– Multi-nationals being signed up 
and already expanding contract 
scope

– Already in contracted use by 
two global majors, in oil field 
services and manufacaturing

✔ ✔

✔ ✔
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We’re configured for revenue generation 

16

Loyalty

• Annual fee per bundled app: 
typically sub $10 per App per user

• High volume – 100,000’s users per 
end clients

• Bundled minutes or gigabytes

• High margin > 50%

Enterprise

• Monthly SaaS fee: $10 - $30 per seat

• Strategic focus is on applications that can’t 
easily be replicated by carrier networks

• Focus on applications that deliver enduring 
client engagement and revenues

• High margin > 65%
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We’ve never been in a better position!

1. A field-validated, scalable business model

High-margin Software-as-a-Service (SaaS) revenue model, requiring minimal 
CAPEX and OPEX – targeting direct enterprise sales and white-label opportunities 

3. Recently completed compelling suite of Apps and Solutions

Simple, high-quality integration to corporate networks, with patented barriers to entry

2. A monetisable relationship with major loyalty aggregator

Targeting major credit card issuers, credit card processors and airlines

18
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Our board understands the opportunity

Paul Ostergaard
CEO & Founder

• One of Australia’s 100 Most 
Influential Engineers in 2015 
(Engineers Australia) 

• Led strategy for a $1bn revenue
data network platform at 3Com
Corporation in the 1990s

• Founded and led one of Europe’s 
30 Hottest Tech Firms (ranked by 
Time Magazine) in the 2000s 

• Pearcey Foundation’s WA 
Entrepreneur of The Year in 2014

• MBA (INSEAD), BE (UWA)

Amit Pau
Non Executive Chairman

• Former Group Managing 
Director for International 
Accounts and Business 
Markets at Vodafone

• Led divisional units of AT&T, 
Global TeleSystems

• Former director of Vodafone 
Spain Radamec Plc

• Managing Director of Ariadne 
Capital Ltd

Mike Edwards
Non Executive Director

• Over 20 years Senior 
Management experience in 
the private and public sector

• Former CEO, Monteray 
Mining Group and  
CEO and Exploration 
Manager for ASX listed 
Latitude Consolidated

• Non-Exec Director of 
ASX listed Dawine Ltd 

• Consultant to Ventnor 
Capital

Giles Everist
Non Executive Director

• Extensive corporate and 
financing experience at 
Coopers & Lybrand, Rio Tinto, 
Fluor Australia, and 
Monadelphous

• Has chaired ASX listed 
companies and is a Director of 
ASX listed Macmahon Holdings, 
Decmil Group and Austal 
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We have experienced senior managers

Paul Ostergaard
CEO

David Wilson
CTO

Mans Shapshak
VP Operations

Nick Horton
VP Consumer

Steve Tot
VP Enterprise

Technical lead
• New product 

development
• Software and 

Systems 
Engineering

Go-to-market 
operations

Loyalty lead
• Product 

Management
• Brand & PR

Enterprise lead
• Cloud & On Premise 

solutions
• Partner management

50+ Years Cumulative Start-up Experience
75+ Years Cumulative Telco Industry Experience
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Paul Ostergaard
CEO and Founder

paul.ostergaard@norwoodsystems.com
www.norwoodsystems.com

4 Leura Street
Nedlands, WA

6009
Australia

+61 8 9200 3500

mailto:name@norwoodsystems.com
http://www.norwoodsystems.com/

