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This Presentation dated 5 September 2019 and has been prepared by MedAdvisor International Pty Ltd ACN 161 366 589 (MedAdvisor or the
Company) for information purposes only.

This Presentation is not an offer or invitation to acquire securities in MedAdvisor and is not a disclosure document. It is for information
purposes only.

Whilst the Company has taken due care to ensure that the information contained in the Presentation is true and correct and is not misleading or
deceptive, neither the Company nor any of its officers, employees or advisers or agents make any representations or warranties, express or
implied, as to the accuracy of the information or achievement of any forward looking statements contained in the Presentation to the maximum
extent permitted by law.

In providing this Presentation, MedAdvisor has not taken into account the recipient’s objectives, financial situation or needs and accordingly the
provision of this Presentation is not personal advice for the purposes of Section 766B(3) of the Corporations Act 2001 (Cth). None of
MedAdvisor, or its members, directors, employees, consultants, advisers or agents warrants that an investment in the Company is a suitable
investment for a recipient.

An investment in MedAdvisor is subject to known and unknown risks, some of which are beyond the control of the Company, including possible
loss of income and principal invested. MedAdvisor does not guarantee any particular rate of return or the performance of MedAdvisor, nor does
it guarantee the repayment of capital from MedAdvisor or any particular tax treatment .
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Me d Ad vis or is  
t a c kling t he  glob a l 
is s ue  of medication 
non - adherence a nd  
p oor he a lt h  lit e ra c y 
t o  d rive  im p rove d  
he a lt h  ou t c om e s  for 
p a t ie n t s  b y m a king 
m e d ic a t ion  
m a na ge a b le .
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1 Strong Domestic 
Market Position

• >1.2m connected Australian patients (~10% of potential market) with  >55% 
pharmacy market share

• >$300m of prescriptions ordered through platform from GPs & Patients
• High Barriers to Entry with >A$19m invested in platform to date
• Tech integration with 14 dispense systems plus GP systems integration

2 Multiple Revenue 
Streams

• Pharmacies - Existing recurring SAAS+ revenue
• Pharma Companies - Existing recurring Health Program revenue
• Patients - Existing transaction fees for services
• Additional growth in revenue streams available from other program funder types, 

transaction and convenience services

3 Global Expansion 
Underway

• Expansion into UK, US & Asia providing access to much larger markets
• MedAdvisor’s platform is the most sophisticated and integrated platform globally
• Key partnerships with $13B Zuellig Pharma for Asia and Adheris (NYSE:SYNH) in US, 

reducing execution risk by leveraging goodwill of partners
• First UK Pharmacy Customers, Day Lewis signed

4
Significant 
Platform for 
Growth

• Investment from EBOS, Sigma Healthcare and multiple institutional investors 
• 15 global pharmaceutical manufacturers have run 58 Patient Health Programs in 

last 12 months
• Via partnerships, potential access to up to 350m patients and ~120,000 pharmacies 

in the US/Asia regions

4

$270m Total 
Addres sable Market

Investment Proposition
MedAdvisor has launched a global platform through expansion into the 

UK, US and Asia, building on an established high margin, recurring 
revenue Australian SaaS business. 



The Global Opportunity

www.medadvisor.com.au
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MedAdvisor’s role in Making Medication Manageable
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For Patients:For Pharmacists & Doctors: For Pharma Companies & Payors:

Revenue from more 

visits & script fills

Workflow 

improvements

Revenue from more 

adherence

Avoidable health costs 

caused by poor medication 

management

The WHO estimates 
adherence to long term 
therapies in developed 
nations to be 50%

“Increasing the effective-
ness of adherence 
interventions may have a 
far greater impact on the 
health of the population 
than any improvement in 
specific medical 
treatments”1

Health outcomes

Health literacy and 

connectedness to own health

Long term health costs

Pharmacists & Doctors Patients Pharma Companies & Payors*
*Healthcare payors vary 
in each jurisdiction and 
include Governments 
and Insurers

61. https :/ / apps .who.int/ medicinedocs / en/ d/ J s 4883e/ 7.1.2.html

Medication non-
adherence is  the 
larges t cause of 
avoidable health 
cos ts  and it results  in 
more than $630B in 
los t revenue each 
year for the 
pharmaceutical 
indus try2

2. 
https :/ / www.rdmag.com/ news / 2016/ 11/ med
ication-nonadherence-cos ts -billions -los t-
revenue

Poor patient adherence to medication is a global issue
Improving patient adherence has multiple beneficiaries

https://www.google.com.au/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&ved=2ahUKEwiXvprd5erjAhUHU30KHUuSDREQjRx6BAgBEAU&url=https://logos-download.com/13061-world-health-organization-who-logo-download.html&psig=AOvVaw0vMf4kQ2oHVNCcoNOsSQAq&ust=1565062350196297
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Funding reducing for 
dispense fees; needing to 
shift to services revenue

Competition from 
unfamiliar players 

e.g. Amazon –
forcing rethink on 

convenience for 
patients

Patients’ 
demands – time poor, 
convenience seekers

Must diversify revenue 
streams – offer more 
medicines & health 
services

Offer patients a 
digital experience –
ordering & 
medication 
management

Improve adherence 
& loyalty of patients
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Me d Ad vis or e na b le s  p ha rm a c ie s  t o  d igit is e , im p rove  p a t ie n t  conne c t ions  & b roa d e n  s e rvice  offe ring

Pharmacists

Changing global landscape impacting Pharmacy
Pressure on Pharmacy’s traditional model



MedAdvisor Global Platform
The Solution

www.medadvisor.com.au

Pharmacists & Doctors Patients Pharma Companies & Payors
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MedAdvisor Global Platform

4.6
3,214 Total

4.5
940 All Vers ions

4.5
15,543 Likes

MedAdvisor mobile app ratings:
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MedAdvisor App & Messaging
A free mobile app for patients that 

makes medication ordering & 
management convenient. Offers 
premium services such as GP e-

consults, delivery, medication 
reminders through messaging and 

ordering via SMS

PlusOne
A SaaS platform for pharmacies that 
streamlines patient communication, 

ordering and services workflow saving 
time for pharmacists.

Experts at dispense system 
integration

Health Programs 
A platform for pharma companies to 
distribute Health Programs directly to 
patients directly and/or via 3 rd parties 
such as pharmacies, that drive quality 
use of medicines, health literacy and 

improved adherence

Patients Pharmacy Pharma Companies & Payors

Loyalty

Revenue

Productivity

Revenue Sources via 

Health Programs

Adherence

Wait time

Health literacy

Convenience

Revenue

Efficiency of comms/scale

Cost to deliver Messaging

WHAT WE DO:

BENEFITS:
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MedAdvisor Global Platform
Driving improved adherence & health literacy
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Prescriber/
Dispense Data

Access to hard to 
reach audiences

Patients’ 
Script 
Information

Pharmacists & Doctors Patients Pharma Companies & Payors
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MedAdvisor Global Platform

Integrations with 
prescribing and/or 

dispense data ensures a 
constant flow of up to 

date Patient script data, 
stored securely

Efficient distribution 
partner for medication 
related Health Programs 
to drive adherence and 
health literacy

Medication made manageable
Accessible medication history, updated in real-time, connected 
to pharmacy for simple ordering, services and Health Programs

How we do it
Workflow Efficiencies and Simple Convenience
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Pharmacists & Doctors

• Make patients more loyal
• Increase adherence +20% 

to drive more revenue
• Improve workflow with 57%

of medications digitally 
ordered while store is closed

• Help patients be healthier
• Improve stock and cash flow

Pharma Companies & 
Payors

• Improve Adherence to 
improve patient outcomes 
and revenue

• Connect with patients for 
clinical trial recruitment, 
insights

• Get control - Live Medication List
• Don’t forget -Automated reminders
• Save Time – order/pay in advance

• Link with your GP for repeats
• Learn about your meds & condition 

to be healthierPatients
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“To see a 30%+ uplift in adherence 
for patients on our brand that are 
using MedAdvisor is something 

we have never been able to 
achieve before”

- Brand Manager, Pharmaceutical

“MedAdvisor has increased our 
patient loyalty, we have become 

more efficient with our time and our 
customers are regularly using the 

pre-ordering feature through the app. 
They truly value the ability to pre-
order their medications and not 

having to wait in-store.” 

Florey Pharmacy, ACT 

“MedAdvisor is a fantastic app that my husband and I use regularly. I’d like thank 
the team at MedAdvisor for creating such a great solution for people taking 

medications. It’s so simple that anyone can use it!”

MedAdvisor User, Maree, Vic

The network effect 
Benefits of adherence accrue to all stakeholders
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>8x ROI, Saves Time, Improves Loyalty, Streamlines Delivery of Patient Services
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Sample In-Pharmacy MedAdvisor Dashboard: PlusOne – Health Services Hub

• 57% of orders coming in out of hours = workflow efficiency
• Improved insights = better cash flow management through stock 

management

• Saves time from non-patient facing work - higher capacity for 
services and other value adding activities

• Streamlined service delivery  - higher revenue for pharmacies from 
services, offsetting declining revenue from medication dispense

Pharmacy ROI average >8x MedAdvisor cost
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Poor adherence to Asthma Medication is 
a well established issue. Reasons include:

• inadequate training in inhalation 
technique; 

• anxiety regarding side effects;
• inconvenience of the treatment; 
• a lack of understanding about the need 

for long-term preventative treatment.

Without any intervention, average adherence rates 
for asthma medication patients is ~43% (~5/12 
scripts per year)

Patients using the MedAdvisor App were 60% more adherent 
than the average

82% of respondents said they more reliably take their Asthma 
medication and fill their scripts as a result of receiving 
messages

Issue

Result

13

When coupled with a specific Health Program (12 in -app 
digital adherence messages), patients were 95% more 
adherent than the average resulting in 31% more script fills 
for these patients

Pharmaceutical Company Case Study
Health Program - Digital Adherence
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Up to 10x ROI for Pharma Companies, +1 - 2 scripts/year for pharmacy
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*Non 
MedAdvisor 

patients

+MedAdvisor 
patients

~MedAdvisor 
patients receiving 
Digital Adherence 

Program

Adherence
Targeted messages to MedAdvisor patients using specific 

medication had the following impact on adherence. 

ROIs for pharmaceutical 
companies based on adherence 

uplifts

Up to 10x ROI for Pharma 
Companies

Additional scripts per patient 
per year for pharmacy

>8x ROI for Pharmacy

Better Health 
Outcomes



A strong, growing core

Australian Domestic Business

www.medadvisor.com.au
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Pharmacy Groups

Patients 

Pharmaceutical Companies

Health Care Providers Pharma Companies & Payors

16

Who we work with
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MedAdvisor App

• Patient -initiated fees 

For certain GP services 

• Click & Collect & Delivery 

Medication delivery in FY20

PlusOne Pharmacy Software

• SaaS + patient messaging fees  

~$175/month (average/pharmacy)

• Net Growth Rate (# Pharmacies) 

12% (2- year CAGR) 97% retention 

rate

Health Programs 

• Per patient fees

~$10 per patient (average/program)

• Number of Program Funders (FY19) 

58

4% of Revenue84% of Revenue 12% of Revenue
Represents increase in pharmacies and patients associated with Healthnotes acquisition (approx. 800 and 280,000 respectively). 

Community Pharmacy

Patients 

Pharmaceutical Companies

Pharmacists & Doctors Pharma Companies & Payors

Growing 

Domestic

Business

17

1,600 

2,650 3,000 
3,300 

FY16 FY17 FY18 FY19

FY19: ~3,300 Pharmacies

0.2

0.8
1.0

1.2

FY16 FY17 FY18 FY19

FY19: ~ 1.2m Patients

11
25

30

58

FY16 FY17 FY18 FY19

FY19: 58 Programs

Building a growing annuity stream from 
multiple revenue sources
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12m Chronic Patients5,700 Pharmacies A$660m increase in 
healthcare costs due 

to non-adherence

MDR
Pharmacies

Patients Digitally 
Connected to 
MedAdvisor

Total Available 
Patient Pool from 
Current Pharmacy 

Network

7m

5,700

Health Program 
Revenue FY19

3,300

55% share

12m

1.2m

Australia is just 2% of 

the global

Medicines Market

$1m

$120m

1: assumes 50% of chronic patients connected to MDR;  program fees remain at $A10+ per patient per year; ARPU contributed from all existing revenue sources
Source: *https://www.aihw.gov.au/reports/hospitals/ahs -2016-17-admitted -patient-care/contents/summary

A$40-50MAddressable annual revenue potential for MedAdvisor in Australia1

18

Significant potential in the Australian market 
connecting more patients & programs



3 Key Markets: US, Asia and the UK
International Expansion

www.medadvisor.com.au
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12m+ Rx patients
5,700 Pharmacies
In FY19 ran 58 programs 
across 23 Health Program 
funders

Agreement with Adheris 
Health delivers the 
potential to run patient 
health programs for up to 
197m people via  26,000+ 
exis ting Adheris  pharmacy 
partners .

J oint s olution will leverage 
key capabilities  of the 
parties  to add value to the 
Adheris  Pharma Co 
cus tomer bas e

J V formed May ’19 for a  50/ 50 J V 
to deliver acces s  to, up to 156m 
patients  from 90,000 Pharmacies

Firs t cus tomer s igned in the 
Philippines . Leading hos pital 
outpatient pharmacy network in the 
Philippines , s erving 1.5 million 
cus tomers  acros s  50 hos pitals  
nationwide.

Co-Marketing 
& Licence deal 
in place to 
integrate for 
data  flow. 

Global partnerships leading to scaled revenue 
opportunities in FY20

First Revenue
H1 FY20

First Revenue
H2 FY20

First Revenue 
H1 FY20

20

Firs t cus tomer s igned in the UK. 
Leading pharmacy chain in the UK 
with 270 pharmacies  and ~ 1m 
cus tomers
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US market is highly attractive to MedAdvisor due to:

• Largest pharmaceutical market in the world and demons trated willingnes s  to inves t in pos itive ROI 
patient communications . Much deeper pool for patient programs .

• Huge pharmacy market , with chains  and banners  making up ~ 62% and independents   and others  ~ 38%

• Strategic partnership with Adheris 
• Adheris  built a  large bus ines s  over 25 years  running in-store & at-home adherence programs  for 

large pharma through 197m patients  from ~ 26,000 pharmacies . 
• Phas e 1 commercial partners hip with Adheris  (12-mths ) provides  instant scale with acces s  to 

patients , an exis ting pharmacy & pharmaceutical company cus tomer bas e who are driving 
Adheris  to add a s ophis ticated digital s olution

• Deal with Adheris  is  to s hare program revenue with varying s plits  bas ed on combination of Digital 
& Paper or Digital Only programs .

• Initial revenue from Health Programs  through the partners hip is  expected in Q2/ Q3 FY20

• Highly qualified and experienced US team driving market entry , including MedAdvis or founder, J os h 
Swinnerton, Keith Kiars is  (Pres ident) and prior founders  of Adheris  – Luke Merrow & J im Rots art as  
external advis ors

US Market Entry to Lead with Pharma Company 
Health Programs via Adheris Partnership

* Key As s umptions : 10-15% of US Rx patients  actively engaged; 40-50 Pharmaco/ Payor s pons ored digita l adherence programs ; Program fees  s imilar to Aus tra lia  A$5-$15 per pa tient per year

A$140MAddres s able annual revenue potential for MDR in the US with 
take-up equivalent to MDR in Aus tralia*

60,000
Pharmacies

Revenue 
from 

Pharma 
Companies  

initia lly

21
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UK market is attractive to MedAdvisor due to:

• Combination of corporatized ownership groups & independents
• Cloud based script information through the NHS technology backbone reduces dispense integration 

burden to enable ordering apps, easier market entry
• Clear patient need, with around 1 in 4 of the 66m UK residents living with chronic illness1; number of 

prescriptions has increased by 47% in 10 years2
• Chronic patients account for 70% of healthcare spend & 50% of GP visits.

Day Lewis, MedAdvis or’s  firs t UK cus tomer, will rollout MedAdvis or’s  Plus One Pharmacy s oftware on a 
Saas plus  mes s aging fees  bas is  to their 270 owned pharmacies , and a white-labelled vers ion of the 
MedAdvis or patient app for us e by their ~ 1m cus tomers  for medication reminders  and s eamles s  
ordering. They will als o promote to their partner s tore network.

MedAdvis or expects  to s ign further UK pharmacy chain cus tomers  and to extend the UK product offering 
to include Pharmaceutical Health Programs  in due cours e. 

UK Market Entry to Lead with Day Lewis Pharmacy 
Group in early 2020

• Key As s umptions : 10% of UK Rx patients  actively engaged; Program fees  s imilar to Aus tra lia  A$5-$15 per pa tient per year; Revenue from Pharmacy SaaS, SMS and 
Patient Programs .   [1] Department of Health information on chronic dis eas e prevalence in the UK                  [2] Source: NHS Digita l

• https :/ / www.kings fund.org.uk/ projects / time-think-differently/ trends -dis eas e-and-dis ability-long-term-conditions -multi-morbidity

A$35MAddres s able annual revenue potential for MDR in the UK with 
take-up equivalent to MDR in Aus tralia*

14,000
Pharmacies

Revenue 
from SaaS 
fees  paid 

by 
pharmacy

22

https://www.kingsfund.org.uk/projects/time-think-differently/trends-disease-and-disability-long-term-conditions-multi-morbidity
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South-East Asia is attractive to MedAdvisor due to:

• Rapid digital health take-up across the region that needs to digitise
• Multi -faceted JV partner, Zuellig Pharma, brings 100 year history, credibility with reach, access and 

distribution into 8 key markets, 90,000+ pharmacies and 156m patients
• Large populations  with key drivers  towards  medication management for convenience and adherence

Zuellig Pharma, is  the ideal partner as  a  large $13B divers ified healthcare company who has  operated 
for 100 years  generating s ignificant goodwill in the As ian region. ZP will help drive s ales  and acces s  with 
MDR providing the tech backbone to ZP clients  and beyond.

MedExpress, the leading hos pital outpatient pharmacy chain in the Philippines , is  the joint venture’s  firs t 
cus tomer. MedExpres s  has  agreed to rollout MedAdvis or’s  Pharmacy s oftware to their >50 branded 
pharmacies , and a white labelled vers ion of the MedAdvis or patient app for us e by their ~ 1.5m patients  
for medication reminders  and s eamles s  ordering.

The 50:50 JV is  focus ing efforts  on extending the pharmacy footprint beyond MedExpres s  in the 
Philippines  and als o beyond the Philippines  to 1-2 other key markets  in FY20. The J V is  als o exploring 
pathways  to rapid rollout of Patient Health Programs  in key markets . 

SE Asian Market Entry being led via 
JV with Zuellig Pharma

* Key As s umptions  - 10-15% of Rx pa tients  engaged acros s  8 countries  – Philippines , Malays ia , South Korea , Taiwan, Indones ia , Thailand, Singapore & Hong Kong; 40-
50 Pharmaco/ Payor s pons ored digita l adherence programs  covering 25% of acces s ible Rx patients ; Program fees  A$3-$7 per pa tient per year

A$70MAddres s able annual revenue potential for the J V with take-up 
equivalent to MDR in Aus tralia*

90,000
Pharmacies

Revenue 
from 

Pharma 
Companies  

& 
Pharmacy
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* Note – there are many non-integrated pill reminder apps that have not been included. Medisafe is not integrated but is the leading version of a pill reminder app globally by downloads.
Excluded pharmacy chain apps in the USA – e.g. Walgreens & CVS

24

Competitor Dose reminders Ordering 
Medication

Dispense 
Integration

Digital Adherence 
Programs

Pharmacy 
Professional 
Services

GP Connectivity App Condition 
Specific functionality

MedAdvisor

Guildlink

Medisafe 
(Israel/Global)

mScripts (USA Only)

Healthera (UK Only)

Echo



FY19 Results
Financial Performance

www.medadvisor.com.au
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FY19  Re s u lt s  s how  s ign ific a n t  p rogre s s  in  
d riving re ve nue  a nd  c ore  EBITDA

Operating Revenue 
(SaaS & User Based)

Core EBITDA

26

Yr 3Yr 2Yr 1

2.6x

Revenue per Pharma
Growth per pharma after 3 Yrs – 2.6x

FY19FY16 FY18FY17

49%

55%
12%

Revenue per Pharmacy
3YR CAGR – 37% Comments

 Total Operating Revenue for FY19 of 
$8.2m, 25% growth. 
Total Revenue $9.2m

 60% of Operating Revenue is  SaaS, 
annual recurring revenue

 40% of Operating Revenue is  Us er bas ed 
(i.e. Health Program revenue, SMS fees  
and other trans action fees )

 Pharma funded Health Programs  
revenue for FY19 of $1m, 48% growth

 High gros s  margins  remain s table at 88% 
and the core bus ines s  is  profitable

 Significant inves tment in growth 
domes tically and internationally

 R&D grants  repres ents  recovery of cos ts  
incurred on s pecific projects

 Cas h res erves  of $4.5m  (as  at 30th J une 
2019)

FY18FY16 FY17 FY19

8.2

1.4

4.2

6.6
198%

56%

25%

-1.3

-0.5

1.6
2.2

0.4

FY18

1.9

FY16 FY17

0.3

FY19

2.5

33%

R&D

CORE EBITDA
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Op e x p rofile  re fle c t s  s t rong grow ing c ore  b us ine s s , 
w it h  inve s t m e n t  in  d e ve lop ing c a p a b ilit y 

d om e s t ic a lly a nd  in t e rna t iona lly

27

FY16 FY19FY17 FY18

7.9

11.6

4.5

16.3

Gross MarginInternational Expense Growth Expense Core Operating Expense

Gross margin to expenses 
(Growth and Fixed Opex)

Comments

 Profitable core bus ines s  - exceeding $2.5m EBITDA

 All R&D expens es  are expens ed, not capitalis ed

 Globally extens ible infras tructure in place - s table 

operating cos t bas e

 Inves tment opex (Group) inves ted in international 

expans ion, additional product development and other 

growth initia tives

 High operating leverage will create s ignificant EBITDA 

margins  as  the domes tic bus ines s  s cales
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20 years IT experience as software engineer, tech manager 
and entrepreneur. 8 years in the e-health / m-health sector, 

in the USA and Australia. Founded MedAdvisor in 2012. 
Exec Director of MedAdvisor. 

Josh Swinnerton 
Founder & PM International

Ruba has  an extens ive s enior career as  GM People at Aconex 
Ltd and prior to that QIC and AAMI. Ruba’s role encompas s es  

building a high performance team led by appropriate 
leaders hip. 

Ruba El Afifi 
EGM People & Culture

Theo joined MDR in 2016 and brings  extens ive s ales  & 
marketing experience at both GSK and Sanofi. Leading 
marketing & s ales  teams  in GP, Specialis t and Hos pital 

Channels

Theo Antonopoulos 
Head of Sales & Marketing

Saurabh co-founded and led five s ucces s ful Information 
Technology bas ed ventures  in the health and wellnes s  

indus try in the pas t 16 years , of which three were bought by 
s ome of the larges t healthcare bus ines s es  in Aus tralia. 

Saurabh Mishra 
International BD

Simon joined MDR in 2016 following 15 years  leading 
innovation and driving product s trategies  and commercial 

growth for both s tart-ups  and large corporations  in Aus tralia, 
USA & the UK including Qantas , Medibank, Experian and 

Hitwis e. Non-Exec Director of Alcidion (ASX:ALC)

Robert has  been CEO of MedAdvis or s ince J uly 2015 taking 
through from private company to lis ting. 

Experienced Private Equity and Venture Capital inves tor and 
previous ly a s enior exec at GSK one of the world’s  larges t 

pharmaceutical companies . 

Robert Read 
CEO & MD

Victor is  a  s enior product engineer has  extens ive Silicon 
Valley experience as  CTO or Director of Engineering for 

s ucces s ful marketplace companies  like Yelp (NYSE:YELP). 
Indiegogo and mos t recently RedBubble (ASX RBL). 

Victor Kovalev
CTO & Head of Product

Simon Chamberlain 
GM Strategy

Simon is  a s enior financial profes s ional with over 20 years ’ 
experience in roles  at Coles  Group, Tabcorp Holdings , and 

J ets tar Airways , as  well as  profes s ional s ervices  with 
KPMG. Simon’s  role at MDR is  to further accelerate the 

company’s  international growth phas e.

Simon Glover
CFO

Me d Ad vis or Ha s  At t ra c t e d  a  St rong Exe c u t ive  
Te a m
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Shares on Issue  (as at 9 July 2019) 1,371m

Options  ($0.035, $0.04 & $0.08 s trike prices ) 21m

Employee Options  (including Read Performance Rights ) 47m

Fully Diluted 1,438m

Share Price (2 September 2019) $0.051

Market Cap (fully diluted) ~ $75m

Cash Balance (as  a t 30 J une 2019) $4.5m 

MedAdvisor Ltd (ASX:MDR) Top Shareholders

Board & Management ~ 29%

Regal Funds  Management ~ 5%

Other Domes tic Ins titutions ~ 10%

EBOS (ASX: EBO) ~ 14%

Sigma Company Ltd (ASX:SIG) ~ 3%

Corp ora t e  Ove rvie w

Non- Executive

An experienced company director, with 
s kills  in banking, corporate finance and 
governance and has  held a  number of 
company director pos itions  in 
exploration, mining and manufacturing.

Peter Bennetto ,
Non Executive Chairman

Sandra Hook, 
Non Executive Director

Experienced pharmaceutical indus try General 
Manager with 21 years ’ s ales  and marketing 
experience and a  track record of leading high 
performing teams .
CEO of Nos tra  Data and founder of MDR

Jim Xenos ,
Non Executive Director

An experienced director and has  built major 
market leading digital bus ines s es . Spent 
more than 20 years  developing brand and 
marketing s trategies  for global and national 
brands .
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