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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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We’ve completed the first year
of our new mission 

as a telco platform vendor
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Telco voicemail services: Our Core Mission and Focus

1

Introducing World Voicemail

Revolutionising Inbound Call 

Completion and Management

– $ billion market potential*

– Very few competitors

– Early, immediate traction 
with nearby telcos

– A demonstrated technology 
lead over the competition

– Partnerships being 
developed to take us to the
next level

* Norwood estimate
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The year in summary
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• Following the win with Spark NZ in December 2018, we re-focused the entire company –
engineering, operations, sales and marketing – to target the global Telco Voicemail opportunity

• We commenced developing two global go-to-market partnerships* with vendors who have a 
combined total of 1,500 service provider clients – both of which are still in-progress, and continuing 
to develop positively

• A third partnership discussion is now at an early stage, targeting Mobile Virtual Network Operator 
(MVNO) opportunities through a Mobile Virtual Network Enabler (MVNE) provider in the UK

• Our direct pipeline now includes current pilot engagements with three of Australia’s four largest 
telcos, plus qualified direct opportunities & prospective pilots in SE Asia, North Asia and South Africa

• We nearly tripled revenues over the trailing twelve months compared to the prior twelve months 
($703K vs $236K), whilst reducing gross R&D, operations and sales expenses by nearly 25% in the 
same period

Key activities over the past 12 months

* With Oracle and Metaswitch, as previously disclosed.
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Strategy, Pipeline 
and Product Update
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No learning curve – great user experience
ü High quality apps that delight end users

High-level Goal: Deliver sophisticated, engaging mobile services

For company-owned and BYOD phones
ü Corporate knowledge and intelligence

All calls and messages + data security
ü Covering Voice, Messaging & Data

Roll-out in hours, not months
ü Cloud-based – fast deployment

Now
Targeting 

Telcos
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Transitions to 4G and 5G are forcing the Telcos to upgrade their
core networks – this impacts all systems, including voicemail

$

time

Now

1st Gen

2nd Gen

3rd Gen
(4G/5G compatible)

Upgrade Opportunity

Our Core Focus: The Telco Voicemail Market
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Norwood finding:
– 80%+ of mobile telcos worldwide need a voicemail platform refresh

No visual voicemail in 475 out of 565 telcosNorwood’s first-person survey of 565 mobile network operators
(random sample)
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Pipeline development – prior twelve months
– Norwood’s internal direct sales efforts

Rest of world to be targeted by Norwood’s Go-to-Market Partnerships (in development)

Telco sales cycles 
– typically 12-18 

months
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World Voicemail Monetisation

Core Service
Priced at the cost of telco’s existing 

voicemail maintenance contract

Premium Service
Priced on active users per month.  

Joint monetization and revenue share opportunity

Estimated contract value per deal on the order of $2-3 million for median size telco 
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World Voicemail 
as a telco platform



14

Why? New technologies dramatically 
improve the customer experience

New technologies make it possible today to reimagine 

what voicemail and inbound call completion can deliver.

Tapping into emerging and powerful new technologies 
enables operators to push on commercial boundaries
and significantly improve their customer experience 
when it comes to voicemail service interaction.

Smartphone apps, machine learning, speech-to-text 
transcription and more can markedly improve telco
subscribers’ voicemail retrieval experience, today!
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The threats of robocalling, spamming and fraudulent 
calls continue to rise across the world, with legacy call 
completion systems unable to defend against them.

Telcos’ existing voicemail platforms not  
suited to handle emerging challenges

“Americans received 26.3 billion robocalls 
last year, up 46 percent from 2017…”

– Reported by the Washington Post. Jan 30 2019
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• A class-leading, cross-platform user experience

• “Continuously Available” architecture

• Best-in-class feature set

• Engagement, branding & differentiation

• Advanced reporting

• Support for legacy migration

• Tiered, flexible commercial models

• Strong international partnerships

Introducing Norwood’s World Voicemail Solution
The world’s most sophisticated Inbound Call Completion Platform on the market today

Personalised Cross-PlatformEasy to use
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We’ve put in a huge effort over the past
12 months to build a true telco-grade
Voicemail Service Platform

High-Capacity Digital Infrastructure

• Scalability to 100m+ users

• Continuously Available architecture

• Geo-redundant configurations

• On-premises or Cloud availability

Based on Three Core Components

• Stateless processing containers

• NFV or Kubernetes orchestration

• Cassandra database replication & 

S3-style object stores

R

GEO 
DNS

AZ
x2

CASSANDRA

AZ
x2

AZ
x2

SITE

Load Balancer

AZ 1

NNN

AZ 2

NNN

Deployment case-study
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GEOLOCATION DNSVoice Security Cluster
(VSC)

Voicemail Container Engine – (2 AZs in each Geo)

SIP Origin

Subscriber 
Database

Telco Region 1

Greetings Transcription Notifications Authentication Voicemails

Voicemail Application Cluster

Voicemail Deposit TUI Cluster

Greeting 
Playback

Voicemail 
Deposit

VM Media 
Events

Customer Region 1

HTTP/S Load 
Balancer

SIP Load Balancer

Greetings Transcription Notifications Authentication Voicemails

Voicemail Application Cluster

Voicemail Deposit TUI Cluster

Greeting 
Playback

Voicemail 
Deposit

VM Media 
Events

HTTP/S Load 
Balancer

Customer Region 2

SIP Origin

Subscriber 
Database

Telco Region 2

SIP Load Balancer

User Auth Request 
(e.g. MobileConnect™)

Object Store

Distributed File 
Storage

Object Store

Distributed File 
Storage

Log Analytics

Log Analytics

High-Availability and Geo-Redundant Platform Example
Built on the latest cloud-native network technologies: Kubernetes & Cassandra
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World Voicemail – Delivering a transformational customer experience
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Why Norwood? The Telco perspective

Glossary: COTS: Commercial Off-The-Shelf, HW: Hardware, NVF: Network Function Virtualisation, VVM: Visual Voicemail, VPN: Virtual Private Network,
RESTful API: Application Programming Interface for web-services, OTT: Over The Top , CX: Customer Experience

Fully virtualised architecture Scalable and cloud-native Extensible APIs and SDKs

Rich services portfolio Flexible deployment models Flexible economics

Cloud-native

NFV and Kubernetes ready

Data centre ready

Software-only platform

Runs on low-cost COTS HW

Geo-redundant & resilient

Elastically scalable

100M+ subscribers per platform

Seamless interworking between 
Norwood’s core service and 
telco’s existing core network

Only VVM platform that can 
integrate into Operator CX App

Well-defined and tested APIs

RESTful API architecture to 
support rapid prototyping and 
deployment

More than call completion

Cyber-defence VPN App

‘Second-line’ OTT Apps

Wi-Fi aggregation, mapping 
and security App

On-premises

Private cloud

Public cloud

NFV or Kubernetes 
orchestration 

Super cost-effective Core Service

Monetisable Premium Service

Lowest cost per user for telco
all-of-network deployment
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Summary

We’ve achieved our first meaningful commercial 
success and found a pathway to scale the business

We’ve refocused the entire business on the telco 
voicemail opportunity (for now)

Rapidly developing pipeline and seeing repeat business 
opportunities from early telco customers

Immediate focus going forward to capitalise on our 
evident technological lead: complete the in-progress 
partnership discussions and convert the most 
promising leads in our pipeline 
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Founder & CEO
Paul Ostergaard

info@norwoodsystems.com

www.norwoodsystems.com


