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Disclaimer

This presentation has been prepared by Vault Intelligence Limited (“VLT"), based on information available as at the date of this presentation.  The information in this 
presentation is provided in summary form and does not contain all information necessary to make an investment decision. 

This presentation does not constitute an offer, invitation, solicitation or recommendation with respect to the purchase or sale of any security in VLT, nor does it constitute 
financial product advice or take into account any individual’s investment objectives, taxation situation, financial situation or needs.  An investor must not act on the basis of 
any matter contained in this presentation but should make its own assessment of VLT as part of its own investigations. Before making an investment decision, investors 
should consider the appropriateness of the information having regard to their own objectives, financial situation and needs, and seek legal, taxation and financial advice 
appropriate to their jurisdiction and circumstances. VLT is not licensed to provide financial product advice in respect of VLT securities or any other financial products. 

Although reasonable care has been taken to ensure that the facts stated in this presentation are accurate and that the opinions expressed are fair and reasonable, no 
representation or warranty, express or implied, is made as to the fairness, accuracy, completeness or correctness of the information, opinions and conclusions contained in 
this presentation. To the maximum extent permitted by law, VLT, including their officers, directors, employees and agents, nor any other person, accepts any responsibility and 
liability for the content of this presentation including, without limitation, any liability arising from fault or negligence, for any loss arising from the use of or reliance on any of 
the information contained in this presentation or otherwise arising in connection with it. 

The information presented in this presentation is subject to change without notice and VLT does not have any responsibility or obligation to inform you of any matter arising or 
coming to their notice, after the date of this presentation, which may affect any matter referred to in this presentation.

The distribution of this presentation may be restricted by law and you should observe any such restrictions.

Forward looking statements

This presentation may contains certain forward looking statements that are based on VLT's beliefs, assumptions and expectations and on information currently available to 
their management. Such forward looking statements involve known and unknown risks, uncertainties, and other factors which may cause the actual results or performance of 
VLT to be materially different from the results or performance expressed or implied by such forward looking statements. Such forward looking statements are based on 
numerous assumptions regarding present and future business strategies and the political and economic environment in which they operate in the future, which are subject to 
change without notice. Past performance is not necessarily a guide to future performance and no representation or warranty is made as to the likelihood of achievement or 
reasonableness of any forward looking statements or other forecast. To the full extent permitted by law, VLT including their directors, officers, employees, advisers, agents 
and intermediaries disclaim any obligation or undertaking to release any updates or revisions to information to reflect any change in any of the information contained in this 
presentation (including, but not limited to, any assumptions or expectations set out in the presentation). 

¹ Projections for Annualised Recurring Revenue (ARR) are based upon current ARR and the ARR attained Q4 2016-17 in contracted sales, together with continuing sales 
momentum at the level achieved in that quarter. The Company believes this is reasonable as it has experienced a substantial lift in the sales pipeline over the prior six months. 
The Company believes the sales pipeline will continue to generate new sales at this level (AUD400k - AUD500k ARR per quarter) for the next two years as it continues to grow 
and develop its sales team. The Company has a sophisticated sales management system which provides substantial detail on how the sales process is advancing in terms of 
sales progress and this together with sales team experience is utilised in assessing the likelihood of future contracts closing.

ARR is reported to the market on the basis of actual contract signing and there may be timing differences between the actual signing of new contracts and the 
commencement of payments by the new contracted party. For financial reporting purposes, the Company adheres to AASB 15 – Revenue from Contracts with Customers. As 
a guide payments typically commence within one to three months of contract signing. 2



LEADERS
Vault Technology 
and Innovation

Working to Create 
new Solutions for a 
safer Work Place

● Vault Enterprise and 
mobile solutions fully 
integrated or operate 
stand alone

● Vault Enterprise fully 
responsive – PC to 
mobile usability

● Independent platform 

● Moving towards open 
platform with value 
added plug in partners

● Working on disruptive 
next generation mobile 
IoT

● Conversion of apps to 
Chinese  to be 
followed by Vault 
Enterprise
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Highlights - FY 2017 Financial and Operational

● Record final quarter

● Annualised Recurring Revenue growth up 57% v FY 2016

● Enterprise Sales focus and strategy in AUS/NZ rewarded

● Several new large accounts

● Three new Apps developed and ready for market

● New Enterprise UI/UX launching

● China Apps developed and being trialled

● Developing new disruptive mobile technology

● Significant strategic alliances formed

● Reseller and Partner program showing immediate returns
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✓ Addressable Australian market size ~A$1Bn (source, ABS)

✓ China momentum - First China Sale completed

✓ Sales pipeline $16m and increasing 

✓ Sales pipeline up 500% in 12 months

✓ Highly regulated environment will only get harder

✓ Vault has long term customers, 95% retention

✓ Software delivers ROI for customers

✓ Record Q4 2017 sets the bar

✓ Q1 2018 ARR forecast delivered

✓ ARR growth at +50% 2017 v 2016

✓ Major strategic alliances being built

✓ New technology innovation

✓ Working on disruptive next generation mobile IoT with major 
partners

✓ Moving towards open platform with value add plug in 
partners 

Key Catalysts
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Highlights - Q4 2017; the Strategy kicks in

● Record quarter in number of signings and 
contracts

● 20 new contracts, 3 key signings

● New Annualised Recurring Revenue AUD430K

● 20% total ARR achieved in one quarter

● Three year contracted new sales AUD1.48m

● Lifetime Value (average 7 years) of new 
contracts AUD3.0m

● Invoiced for the Quarter – 800K +

● Refinement of sales strategy paying dividends

● Rapid advancement of major strategic alliances

● Proof of concept (POC) trials in multiple 
locations 

¹ Projections for ARR are based upon current ARR and the ARR attained Q4 2016-17 in contracted sales, together
with continuing sales momentum at the level achieved in that quarter. The Company believes this is reasonable
as it has experienced a substantial lift in the sales pipeline over the prior six months. The Company believes the
sales pipeline will continue to generate new sales at this level (AUD400k - AUD500k ARR per quarter) for the next
two years as it continues to grow and develop its sales team. The Company has a sophisticated sales
management system which provides substantial detail on how the sales process is advancing in terms of sales
progress and this together with sales team experience is utilised in assessing the likelihood of future contracts
closing. ARR is reported to the market on the basis of actual contract signing and there may be timing
differences between the actual signing of new contracts and the commencement of payments by the new
contracted party. For financial reporting purposes, the Company adheres to AASB 15 – Revenue from Contracts
with Customers. As a guide payments typically commence within one to three months of contract signing.

Vault Annualised Recurring Revenue¹
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Current Sales Pipe $20.62M AUD
as at 22/11/2017

Opportunities

Leads

Proposal

Contract Negotiation

174 

70 

98 

20

$9.52 M

$7.9M

$1.9M

$1.3M

Leads

Qualification

Vault Sales Pipeline
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Latest Major Wins

121 NSW Local Government 

Councils

Rollout – Mid November 

2017

175 Restaurants

Rollout – October 17 

Australia and NZ

Major Government contract

650 sites across New Zealand

Roll out – October 2017

Shanghai Municipal Council 

– China

Iconic Major State Owned 

Enterprise

Rollout September 2017

Largest Electrical trade 

group in NZ – 600+ 

electricians

Roll out September 2017

Restaurant Group
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CONSTRUCTION

SERVICES

ENTERTAINMENT

GOVERNMENT

SHIPPING PORTS

FACILITIES

FOOD

TRANSPORT

LOGISTICS

COMMODITIES

ENERGY

EDUCATION

RETAIL

HEALTH

Broad Industry Sector Acceptance
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Key Metrics

10

People Protected

App Users

¹ Projections for ARR are based upon current ARR and the ARR attained Q4 2016-17 in contracted sales,
together with continuing sales momentum at the level achieved in that quarter. The Company believes this is
reasonable as it has experienced a substantial lift in the sales pipeline over the prior six months. The
Company believes the sales pipeline will continue to generate new sales at this level (AUD400k - AUD500k
ARR per quarter) for the next two years as it continues to grow and develop its sales team. The Company
has a sophisticated sales management system which provides substantial detail on how the sales process
is advancing in terms of sales progress and this together with sales team experience is utilised in assessing
the likelihood of future contracts closing. ARR is reported to the market on the basis of actual contract
signing and there may be timing differences between the actual signing of new contracts and the
commencement of payments by the new contracted party. For financial reporting purposes, the Company
adheres to AASB 15 – Revenue from Contracts with Customers. As a guide payments typically commence
within one to three months of contract signing.



Opportunities

Australia
Major channel partner development

Pipeline growing exponentially

Strategic alliances

China & Asia
Strategic alliances 

Significant demand

Proof of Concept underway

POC trials being conducted in SE Asia

New Zealand 
Major channel partner development

Government institutional development

Pipeline growing at record levels

Alliances locking in
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● Upgrading and 
innovating

● Building an unmatchable 
SME product suite

● Taking the Vault 
platform to another level

● Mobility, mobility, 
mobility

GROWTH

OUR STRATEGY 
& FUTURE 
PROOFING
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SafetyRisk Governance Environment Compliance Mobility

Vault Enterprise Upgrade – New UI/UX Launch

▪ World class leading User interface providing improved user experience

▪ Platform, modules and apps fully integrated and reportable

▪ Fully responsive optioned allowing access down to mobile phone level

▪ Business Intelligence fully integrated providing configurable 

dashboards and reporting
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Vault Mobile Applications

Health and safety in the pocket of every worker:  more 
than 18,000 app users since launch in late 2016

ALL OPERATING SYSTEMS

MOBILE & TABLET OPTIMISED

CLOUD BASED

ONLINE & OFFLINE USE

SECURITY GUARANTEED
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CREATING SAFER 
WORKPLACES THROUGH 

SMART TECHNOLOGY.

www.vaultintel.com
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