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Important notice

This presentation is given on behalf of Serko Limited. Information in this presentation:

• is for general information purposes only, and is not an offer or invitation for subscription, purchase, or 

recommendation of securities in Serko Limited;

• should be read in conjunction with, and is subject to, Serko’s Annual Report, market releases and 

information published on Serko’s website (www.serko.com);

• Interim results are unaudited;

• includes forward-looking statements about Serko and the environment in which Serko operates, which are 

subject to uncertainties and contingencies outside of Serko’s control – Serko’s actual results or 

performance may differ materially from these statements;

• includes statements relating to past performance, which should not be regarded as a reliable indicator of 

future performance; and

• may contain information from third-parties believed to be reliable; however, no representations or 

warranties are made as to the accuracy or completeness of such information.

All information in this presentation is current at the date of this presentation, unless otherwise stated. 

All currency amounts are in NZ dollars unless stated otherwise.
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http://www.serko.com/


Recap of October and AGM guidance

• Serko has managed cost and has clear line 

of sight to profitability in FY18

• The company intends to run a cash flow 

positive position with cash of $3-4m in 

reserves from end of FY17

• Serko has reduced its losses and is on 

track become a profitable enterprise in 

FY18
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1H17 Highlights

• NPBT loss 39% decrease from prior corresponding period (PCP)

• Total revenue up 10% from PCP

• Online Transactions up 17% from PCP

• 4% of transactions include supply-side contribution

• Launched serko.travel in New Zealand and Australia

• Launched predictive mobile booking experience 

• Established strategic relationship with Sabre

• Cash on hand at 30 September 2016, $4.8m
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Performance dashboard (1H17 vs 1H16)
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↑7%
INCREASE

TOTAL REVENUE

& INCOME

$7.6m

Total income 

from all sources 

including Grants

Recurring revenue 

93% of total

revenue

Core product 

revenues 

Opex $3.0m

Capex $0.4m

49% of HY 

Revenue

Net FTE4

decrease in 

the period 

Active reduction of 

cost base, on track to 

achieve break even

↑9%
INCREASE

RECURRING 

USAGE 

REVENUE1

1. Recurring product revenue is the recurring revenue derived from transactions and usage of Serko products by 

contracted customers. 

It excludes revenues from customised software development.

2. R&D (Research & Development) costs is a non-GAAP measure representing the internal and external costs 

related to R&D

3. Operating Costs is a non-GAAP measure which excludes costs relating to taxation, interest, depreciation, 

amortisation and impairment charges

4. FTE = Full time equivalent employee

↑10%
INCREASE

REVENUE

TOTAL

↑17%
INCREASE

ONLINE

BOOKINGS

↑4%
INCREASE

R&D

COSTS2

↑39%
IMPROVEMENT

NPBT

LOSS

$6.5m$7.0m $3.4m $9.7m $2.0m

↓7%
DECREASE

Operating 

Costs3

Delivering on 

pipeline of growth

Adverse effect on revenue from 

stronger NZD/AUD accounts for 

over 50% of the balance 

between revenue growth and 

transaction growth



Performance trends

• Recurring usage revenues have increased by 9% in the period (1H17 vs 1H16), driven by a corresponding 

17% increase in Enterprise Online Booking transactions and 9% growth in expense management usage

⁃ 1H17 revenue negatively impacted by strong NZD 

• Recurring usage revenues represent over 90% of total revenue.
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Strategic theme 1: Grow user base

• Serko Enterprise Online 
• Significant Enterprise onboarding during 1H will fuel transaction growth in FY18

• Sabre Online powered by Serko roll out plan completed – revenue effect in Q3

• Serko Expense
• Roll out of TMC reseller program

• Key customer wins and deeper product integration

• Serko small & mid-size market 
• Serko.travel launched July 2016. More than 800 customers onboarded. Very early 

stages

• FCL and Helloworld white label versions in development, launching H2

• Engagement with a wide-range of potential white-label partners
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Strategic theme 2: 
Increase revenue per-booking

Serko Enterprise Online

• 4% of bookings now have supply side revenue contribution

• Renewed interest in transfers with free transfer promotions

• New content sources coming onstream in H2 to drive next wave

Serko small & medium market

• Fundamentally different business model to Enterprise requiring new 
distribution channels

• Serko shares in commission value of the booking

• ARPU above  Enterprise
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Strategic theme 3: Innovation
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Mobile Booking Travel & Expense integrationNew Predictive Door-to-door Interface

+

1Serko SER0032 - In app advertising  

February 10, 2015 
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Outlook

• Serko expects to achieve break even early in 
FY18 and record first full year profit for FY18

• At 31 Oct 2016 cash reserves were $4.8m 
unchanged from $4.8m at 30 Sept 2016

• The company is targeting a net cash balance of 
$3-$4m at 31 March 2017

• The company is proactively managing its cash-
burn to achieve this position
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Shareholder Questions



Thank you


