Dreamscape Networks
Limited (ASX:DN8)

First Half FY2019

RESULTS
PRESENTATION

Six months ended 31 December 2018

OUR DNA
Clear Goal

To be the #1 Online Solutions Provider in
Australia and South East Asia
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H1FY2019
OVERVIEW
REVENUE

GROSS PROFIT

$35.5m

21%

$4.4m

120%

BOOKINGS

$36.1m

$21.7m

25%
The results are consistent with the framework we have
built to deliver sustainable profitable long term growth

NPAT

EBITDA
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The company has delivered a strong first half result,
with positive contributions from SEA and Australia

$1.6m

119%

Acquisitions and international expansion contributed
growth of 16% in Bookings

ADJUSTED EBITDA
ADJ EBITDA

21%

$5.0m
$5.0m

Our core strategy is to invest into new high growth markets in SEA,
the fastest growing internet space in the world

The domestic underlying business contributed a solid
5% of growth in Bookings

56%

HQ in Singapore with infrastructure built to support
significant SEA growth

Bookings

HISTORICAL
RESULTS
2016 represents Dreamscape as a private company, prior
to going public, with no acquisitions or capital injections.
December 2016 we listed on ASX. In the first half of 2017 the
results benefited from a lower private company cost structure.

Adjusted EBITDA

*H1FY18 was a period of significant change. We acquired Vodien
and Australian bolt on businesses. We commenced moving our
HQ to Singapore, closing offices, recruiting and restructuring. As
a result, significant one off restructure costs were incurred which
impacted H1FY18 EBITDA.
H2FY19 will bring more stability with the majority of acquisition
integrations, infrastructure and restructure costs completed.
EBITDA will still be impacted however we are forecasting
significant improvements.

*H1FY18 – Impact of Reorganisation

4

Our business is seasonal, normally experiencing a stronger 2nd half of FY.

FY20 will realise the full benefit of the synergies from
acquisitions and restructure with EBITDA margins moving to
more acceptable levels.

Bookings per Pillar

H1FY19 $36.1m

$ 3.3 m
$ 3.0 m
$ 14.3 m

Geographic Bookings
9%

10%

24%

$ 17.7 m
$ 17.6 m

48%

49%

76%

$ 12.6 m

42%

$ 15.1 m
$ 15.1 m

21%

GROWTH

H1FY18 $29.9m

TOTAL BOOKINGS
UP BY 21%
5

H1FY18
Domain

73%

42%

H1FY19
Hosting

27%

Solutions

DOMAIN BOOKINGS
UP BY 20%

H1FY18
Australia

H1FY19
International

INTERNATIONAL
BOOKINGS UP BY 35%

HOSTING BOOKINGS
UP 24% TO $17.7M
Continued focus on Hosting strategy
Delivering on our strategy to move into the
higher margin pillars

$ 17.7 m
$ 14.3 m

Bookings benefited from bolt on acquisitions in
Australia and SEA
Vodien our dedicated hosting brand has now
launched in Australia
Further growth expected from strategic
partnerships in Australia and SEA

H1FY18

6

H1FY19

Utilising Marketing, Sales and Hosting transfer teams
to drive growth within existing customer database

DOMAINS BOOKINGS
UP 20% TO $15.1M
Domains remains the key on ramp
Strong Bookings growth in domains despite mature
domestic market

Domain growth supplemented by domestic acquisitions
Domains remain the first step to getting online

$ 15.1 m
$ 12.6 m

Introduction to additional online services
#1 domain brand in Australia & Singapore
Change in pricing strategy led to higher Bookings and
increase of customer life time

H1FY18

H1FY19

Focused on Global expansion strategy
Focused on new emerging markets and the move into SEA
Focus on new on ramps that still require a domain purchase
More focus on country code domains and .coms
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SOLUTION BOOKINGS
UP 10% TO $3.3M
Significant opportunity to increase
Solutions pillar
Existing member base – a significant opportunity
As the life time of a customer increases, they generally
engage in additional products and services

$ 3.3 m
$ 3.0 m

Leveraging cross-sell and up-sell opportunities within
customer base

More focus on add on value
Prioritized roadmap of add on value products and services

H1FY18

H1FY19

The localisation of Sitebeat, our next generation website
builder into other South East Asian countries
Expanding solutions offering to enter new product markets
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COST OF DOING
BUSINESS
H1FY19

$ 5.2 m
$ 3.4 m
$ 2.6 m

$ 8.4 m

$ 2.2 m

$ 9.6 m

Administration costs

H1FY19 brings the company to a more stable operation
with the majority of acquisition integrations, infrastructure
and restructure costs completed.

Marketing cost

EBITDA was still impacted by acquisition and restructure
costs however we are forecasting significant improvements.

Personnel Costs

H1FY18

Admin costs include an interim increase in merchant facility
charges due to changes in the compliance environment.
H1FY19 impact $500k, now mitigated.

H1FY19
Incremental personnel costs are directly related to
supporting growth in SEA. Head count expanded in
Marketing, Finance and Technical Support.
FY20 will realise the full benefit of the restructure with
EBITDA margins moving to more acceptable levels.
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BUSINESS CAPABLE OF
SUPPORTING SIGNIFICANT
GROWTH
Maximizing our new HQ and technical infrastructure in
Singapore for future growth into other SEA countries
New Technical Support facility in the Philippines allows
us to double our global support function
The restructure and streamlining of operations will
support and supplement significant growth
Strategically located to land and expand in other South East
Asian countries
The recruitment of a diverse multi cultural team to help
localise in each target market
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STRATEGIC ACQUISITIONS
CONSISTENT WITH
GROWTH PLANS
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SOUTH EAST
ASIA IS THE
GROWTH
OPPORTUNITY
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SEA # Internet
Users (2001-2019)

Source: WorldBank, Google, Temasek Report, Intranet Live Stats

By the end of 2019, SEA will have 460m internet users and
$10b raised in private tech funding.

Internet
Population
in SEA
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330 M
2017

460 M

EST 2019

Size of SEA’s E-Commerce market In Billions, USD

SOUTH EAST ASIA IS THE
GROWING OPPORTUNITY
Key SEA metrics
Estimated continued growth of 70% forecast in the next two
years
Huge ecommerce potential – recent high value acquisitions
in the e-commerce space demonstrate the potential for
growth
Untapped potential – online retail as a percentage of overall
retail remains relatively low
Lack of infrastructure and limited retail GFA (gross floor area)
per capita are expected to lead to rapid e-commerce growth
SEA has some of the highest penetration of social networks
usage among internet users of anywhere is the world

Source: Google, Temasek Holdings, 2016
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Opportunity

Why South
East Asia?
Population 419m
Domain Growth

~50%

Internet Usage

~60%

Targeting 5 x English
speaking markets

TARGETED
GROWTH
STRATEGY
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3.8 million people coming
online each month
High growth - Truly
emerging markets
Fastest growing internet
market in the world
Potential acquisitions and
traditional marketing

KEY
EXPECTATIONS
Set for growth and scaling opportunity as heavy lifting of
the global restructure nears completion
Continue to focus on synergies and efficiencies
Continue our Leadership as Australia's #1 Domain name
brand
Continue our Leadership as Singapore's #1 Domain &
Hosting Brand
Continue growth in the Hosting pillar as well as more
focus on the Solutions pillar
Remain laser focused on our core strategy with growth
into South East Asia

17

APPENDICES
18

Reconciliation for Adjusted EBITDA
H1FY19
Statutory EBITDA

$ 4.4 m

Adjustments to calculate Adjusted EBITDA
Changes in deferred revenue movement net

$ 0.4 m

Equity-based compensation

$ 0.1 m

Foreign exchange loss – unrealised
Acquisition related costs

$ 0.1 m

Restructuring costs

$ 0.2 m

Adjusted EBITDA
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($ 0.2 m)

$ 5.0 m

Terminology and Calculations
Item

Description

Active Members

Active Members are members who have a domain, product or service that’s current and has been paid for.

Adjusted EBITDA
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A Non-IFRS cash-based financial measure of DN8’s performance that aligns with the Group’s Bookings and operating expenditures to evaluate the core
operating profitability of the Group’s business. Adjusted EBITDA is calculated using the Statutory EBITDA calculation, primarily adjusted for the change in
deferred revenue so as to include total Bookings, the change in the deferred costs associated with the Total Bookings, and excluding the non-cash equitybased expenses including share-based compensation and Unrealised Foreign currency exchange losses/gains and transaction expenses and non-core
one off expenses.

ATL

Above the Line – Marketing that is delivered in a mass media format such as TV, Radio, Billboards and Newspaper

Average Bookings Per User (ABPU)

Total Bookings within previous 12 months divided by unique Active Members who had a product and made a payment within that same period.

Average Customer Life

Lifetime of members in years. 1 divided by churned rate, divided by 12. Churned members within month divided by total active start of month. A member
is logged as churned when they no longer have a product or domain set to ‘Registered’, ‘Pending Setup’, ‘Renewal Due’, ‘Pending fraud’ or ‘Further
Info’.

Bookings

Total Bookings represents cash receipts from the sale of products to customers in a given period before effecting adjustments for net refunds granted
within the period. This provides valuable insight into the sales of our products and the performance of our business since we typically collect payment at
the time of sale.

Cash Generated from Operations

Cash generated from operations is a measure of our performance calculated as Adjusted EBITDA less capital expenditures and acquisitions of
intangibles.

Cost Per Acquisition

Marketing costs divided by new active members.

IFRS

International Financial Reporting Standards are a set of accounting standards developed by the International Accounting Standards Board.

LTV

Life Time Value (LTV) of a customer is based on ABPU multiplied by gross margin and divided by the annual churn rate.

Renewal Rate

‘Due for renewal’ status divided by domains/products renewed.

TLD

Top Level Domain. E.g. .com, .net, .org, .info, .au

Total Members

Members with cleansed and verified contact details within our database.

DISCLAIMER
This presentation was not prepared for and should not be relied upon to provide all necessary information for investment decisions. Some of the
information contained in this presentation contains “forward-looking statements” which may not directly or exclusively relate to historical facts.
Although great care & diligence has been taken to ensure the accuracy of this presentation, Dreamscape Networks Limited gives no warranties in
relation to the statements and information contained herein and disclaims all liability arising from persons acting on the information and statements
0
in this presentation.
Due to the dynamics and changing risk profiles of investment markets, Dreamscape Networks Limited reserves the right to change its opinion at
any time. All investors are strongly advised to consult professional financial advisors whose role it is to provide professional financial advice, taking
into account an individual investor’s investment objectives, financial situations and particular needs.
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