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Corporate Profile
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Why invest in MNF Group?

Credible player in big market

Future-proof cloud voice network

Diversified voice services portfolio

In-house software intellectual property 

Consistent long term EBITDA growth

Global growth potential
4
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MNF Group domestic network
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MNF Group global network
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2017 Best Voice and PBX Provider, 
CommsDay Edison Awards 

2017 Vendor Innovation – Emerging, 
ACOMMS 

2016 Vendor Innovation – Emerging, 
ACOMMS 

2017 Best Global Voice Services 
Company, APAC Insider NZ Business 
Awards   

2016 NSW Business Services Winner for 
Tollshield Fraud Protection, iAwards

2016 NSW Innovation and Platforms 
Winner for Tollshield Fraud Protection, 
iAwards

2016 National Winner for Tollshield Fraud 
Protection, iAwards

2016 Growth Company of the Year, 
Australian Growth Company Awards

9
More Information: https://mnfgroup.limited/about/awards

Innovation Track Record
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Performance Track Record

https://mnfgroup.limited/about/awards
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Opportunity Update 
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MNF 
Group

• Vertically integrated

• Diluted in their offers

• Focus internal, not wholesale

• Big growth sector

• New generation of OTT providers

• Focus on innovation & valued-add services

• Need infrastructure capabilities

• ‘Big telcos’ don’t understand their needs

• Opportunity!

• Unique position – scale + flexibility

• Next-generation network

Big traditional
carriers

Thousands of small 
providers

12

Industry overview
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Then Now Next

Copper Internet Mobile

Premise-based Cloud App-based

Consumers

Businesses

Interaction

Call centre
Post
In-store

Live chat
Email
Portals
Call centre

Software
- SMS
- Text
- Voice
- Video
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Future of Communications

Cloud Unified Communications 
(UC) Growth substantially higher 
– large/medium enterprises

Cloud UC share overall shipments 
at 51% by 2020

Businesses will select new cloud 
solutions and vendors in the next 
3 years. 

14
Source: Broadsoft Survey showing changing customer expectations, 2015 to 2016

Cloud Technology Adoption Trend
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“New ways in which technology becomes embedded within societies and 
even our human bodies”

15

Digital connectivity for everyone to 
everything, anywhere and at 
anytime

The tools for analysing and using 
digital data in new ways

End of Reliance on Fixed Line 
Telecommunications

Source: World Economic Forum - What is the Fourth Industrial Revolution?
https://www.weforum.org/agenda/2016/01/what-is-the-fourth-industrial-revolution/

Fourth Industrial Revolution?

Case Studies

16

https://www.weforum.org/agenda/2016/01/what-is-the-fourth-industrial-revolution/
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Case Study #1

Pulse
“Empowers government 
agencies and utilities to 

manage intelligently and 
disperse unpredictable 
surges in call traffic”

- Ritsa Hime
MNF Group COO

• Enterprise-level call management 
solution

• Help government agencies intelligently 
manage and disperse unpredictable 
surges in traffic

• Provide custom call handing depending 
on the location of incoming calls

SOLUTIONOPPORTUNITY

• Government agencies and utility services 
often receive sudden and unpredictable 
peaks in call traffic

• Due to natural disasters, power outages 
or any other unexpected events

• Unable to handle volume of calls

• Customers frustrated and staff stressed

Energy utility example 

Sudden
power outage

12,000 calls 
in 24 hours

30 seat 
call centre

• Calls dropped
• Customers in the dark
• Staff stressed

• Play custom message
• Divert to 2nd call centre
• Effected customers informed
• Other customers still serviced
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• Modular ‘app’ design

• Desktop and mobile app versions

• Build a feature in a few clicks

• Drag and drop functionality

• Easily manage multiple sites

• Perfect for <20 employees = 97.7% of market

SOLUTION

OPPORTUNITY

• NBN forcing move to cloud

• Only 10% of businesses migrated 

• Remaining 90% presents opportunity

• 97.7% of 2.12M businesses in Australia 
have <20 employees

Case Study #2

Virtual PBX

“no one has come close 
to building a similar 

system and believe me I 
have tried a number of 

systems" 

- Luke Comande
Kangaroo Tech founder

>21 employees

<20 employees

Cloud lines

On-premise lines

20
20
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Case Study #3

iBoss

“The flexibility and agility 
we have with iBoss has 

supported MEDION Mobile 
grow our customer base 
and quickly respond to 
opportunities that have 
presented themselves”

- Derek Cummins
MEDION Australia CEO

• Full service offering: NBN & mobile 
services, whitelabel shop & portal, billing 
engine, operational support, CRM

• Take a mobile provider to market in 4 
weeks

• Non-telco brands benefit from our years 
of knowledge and experience

• Minimise risk by providing all inclusive 
product

SOLUTIONOPPORTUNITY

• NBN triggering both provider changes & 
rise of mobile-only households 

• Non-telco brands entering the market 
to sell mobile and NBN

• Tier 1 carriers don’t want to  deal with 
small-mid sized wholesale resellers

• Providers seeking flexible wholesale 
solution providers with fast go-to-
market

platform

MEDION operates in Europe, the US and Asia pacific, selling computers, notebooks, smartphones and other electronics. MEDION is a public 
company, headquartered in Germany with over 1000 staff and is majority owned by the Lenovo Group - the world’s largest PC supplier.

22

BYO branding and customise:

• Customer self-serve portal

• Customer communications

• Mobile app

• Invoice

XX unique iBoss 

XX services in operation

BYO Brand
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Financial Performance
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Reported Result FY17 FY16 Δ

Revenue $191.8m $161.2m +19%

Gross Profit $58.6m $48.6m +21%

EBITDA $23.9m $17.8m +34%

NPAT $12.1m $9.0m +34%

Earnings per share (cents) 17.32 13.45 +29%

Dividend per share - fully franked (cents) 8.25 7.0 +18%

Net Tangible Assets (NTA) per share (cents) 28.4 12.1 +135%

Results include 5 months contribution from CCI.

Financial Highlights FY17
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REVENUE
$192 million

MARGIN
$59 million

EBITDA
$23.9 million

FY17 Revenue increased 19% on 
the prior year (PY) to $192m. This 
result includes a full 12 months 
revenue from TNZI US (1 month 
in FY16) plus 5 months 
contribution from the CCI 
acquisition, combined with strong 
organic growth in all three 
business segments.

FY17 Margin increased $10.0m or 
21% on the PY to $59m. The 
Domestic Retail segment margin 
increased $3.8m, helped by the 
inclusion of CCI in February 
($2.8m) and organically ($1.0m). 
Organic growth in the Domestic 
Wholesale (24%) and Global 
Wholesale (16%) segments 
contributed strongly.

FY17 EBITDA increased 34% on 
the PY to $23.9. The result 
includes 5 months contribution 
from CCI and is slightly ahead 
of guidance.
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NPAT
$12.1 million

DIVIDEND
8.25¢

EPS
17.32¢

EPS at 17.32c represents an 
increase of 29% on the PY. 
The 5 year CAGR on EPS of 
26% demonstrates the 
consistent long term 
shareholder returns delivered 
from the business.

FY17 NPAT increased 34% on 
the PY to $12.1m, an 
excellent result which was 4% 
ahead of guidance. The 5 year 
CAGR on NPAT is 31%

A final declared dividend of 
4.50c brings the full year 
dividend to 8.25c, an 18% 
increase on the PY. The full 
year dividend represents 50% 
of NPAT, this ratio is 
consistent with prior years.
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PER SEGMENT
GROSS MARGIN

PER SEGMENT 
REVENUE

Domestic Retail revenue up 11% YoY.

Domestic Wholesale growth is fully organic, and 
mainly high value recurring business. 

Global Wholesale revenue growth assisted by the 
inclusion of a full 12 months of TNZI US business 
and new business from network upgrades in 
London, Los Angeles and Hong Kong. Up 24% YoY.

27

Domestic Retail margin is up 25% YoY, a 
combination of organic growth of 7% and the 
additional of 5 months of CCI. 

Domestic Wholesale margin up another strong 
24% YoY organically with further growth potential.

Global Wholesale performing inline with 
expectation with full year margin growth of 15% 
YoY. 
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FY17 $m FY16 $m

Operating cash flow 19.9 15.5

Tax paid (3.0) (4.4)

Net interest 0.5 (0.7)

Net cash flow from operating activities 17.4 10.4

Capital expenditure (9.6) (6.0)

Free cash flow 7.8 4.4

Free Cash Flow



15

29

Customer 
Driven 

Investment 
$2.1m

Office 
Accommodation 

& Equipment
$2.0mSustaining 

Engineering
$2.0m

Global Strategy
$3.5m

Global Strategy expense within initial 
expectations and already delivering increased 
revenue performance.

Sustaining Engineering expense lower than 
expected due to use of in-house software 
assets.

Office Accommodation investment is a non-
recurring expense due to growth in Sydney and 
Melbourne based teams.

Customer Driven Investment represents 
specific deployments based on contracted 
customer business – i.e. Vic Gov TPAMS 
deployment.

Overall CAPEX expectation for FY18 is under 
$6m, subject to Customer Driven Investment 
requirements.

Capital Expenditure Overview

30

Free Cash Flow Utilisation
FY17 $m FY16 $m

Free cash flow 7.8 4.4

Dividend payments (5.1) (4.5)

Increase in equity 22.6 16.5

Acquisitions (17.0) 0.2

Net Debt movement (2.5) (11.6)

Other (4.6) 41.6

Cash on hand $52.4m (FY16: $52.9m).

Minimum debt repayments required in FY18: $2.5m (FY17: $2.5m).

Debt outstanding $11.2m (FY16: $13.7m).

No net debt as of 30th June 2017.

Material items in ‘other’ include: Receipts on supplier novations (FY16), settlement 
of financial instruments.
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Metric Value

Number of Shares 72.8m

Share Price $4.80

Market Capitalisation $350m

FY17 Total Dividend (fully franked) 8.25 cents

31

Investor Metrics

Share price is as at 14 August 2017

Commercial in Confidence

Services in Operation: 
Domestic Retail – Residential

0

2000

4000

6000

8000

10000

12000

14000

16000

FY14 FY15 FY16 FY17

Data

0

20000

40000

60000

80000

100000

120000

FY14 FY15 FY16 FY17

Voice Residential data services 
increased 8% YoY to 12,900 
benefiting from increase 
conversion to NBN. 

NBN subscribers grew 137% 
YoY. However MNF is yet to 
market NBN aggressively 
due to customer experience 
and delivery issues inherent 
with the NBN.

Residential voice services 
still in gradual decline of 
3.1% YoY. Decline is 
stabilising due to new plan 
offers and NBN bundles.

32
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Services in Operation: 
Domestic Retail – Small to Medium Business

0

500

1000

1500

2000

2500

3000

3500

FY14 FY15 FY16 FY17

Virtual PBX

0

1000

2000

3000

4000

5000

6000

7000

8000

9000

10000

FY14 FY15 FY16 FY17

Other Business Voice Organic growth in Virtual PBX 
was 5% with 3,400 SIO’s.

New VPBX bundle offers have 
increased the rate of 
acquisition without requiring 
increased marketing spend.

New PBX product refresh 
launched in July 2017.

Government & Enterprise 
sector growing strongly with 
new wins in Vic Gov TPAMS. 
New revenue should 
continue to develop through 
out FY18.
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Services in Operation: 
Domestic Wholesale
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Numbers Ported In New wholesale service 
provider customers grew 
21% YoY to 287.

Number portability remains 
strong with 29% YoY growth 
to 645,000 numbers.

Overall hosted numbers 
grew to 17% YoY to 3.1 
million numbers across 
domestic network.

Wholesale aggregation 
services (iBoss) grew 83% up 
to 5,500.

34
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Roadmap
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Our Growth Strategy

APIs ITFS

IM & 
Presence  

Providers

Collaboration 
Specialists

Global
Telephony 
Solutions

SME apps
Toll free 

number appsSocial appsIM apps

Virtual 
number 

providers
Online

trading, dating etc

Virtual 
numbers

Mobile SMS & IM
Call 

termination

AUS NZ APAC

Instant lead 
alerts

Video 
customer care

ETA alerts
Dispatch 

notifications

Visual 
estimates

ROW

Network
Capabilities

Software 
Capabilities 

Customers

End Users
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Our 4 Dimensional Growth Strategy

38

Domestic Retail

Residential – cautious approach to NBN. Continue defensive strategy 
while waiting for NBN impact to play out in the market.

Small Business – continue to drive aggressive product strategy lead by 
Virtual PBX product suite.

Government & Enterprise – continue to deliver on existing contracts and 
panel arrangements, continue targeting new tender opportunities, while 
developing more specialised high value solutions leveraging MNF’s 
expertise.

Conference Call International – continue to drive organic growth through 
increasing market share, grow product portfolio leveraging MNF’s 
software skills.
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Continue to execute current strategy of being the enabler of choice for 
small service providers in the Australia and New Zealand 
communications markets.

Continue to develop ground breaking software solutions to disrupt and 
innovate in the domestic market.

Focus on New Zealand domestic market leveraging TNZI network assets.

Domestic Wholesale

40

Continue to execute TNZI post-acquisition strategy and increase market 
share of legacy usage based products.

Continue to roll out Symbio (domestically developed) managed services 
products into global market.

Become the “go-to” specialist for voice services in Asia-Pacific region by 
continuing to develop infrastructure and relationships in the region.

Global Wholesale
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For further information please contact:
Rene Sugo, CEO

rene.sugo@mnfgroup.limited

+61 (2) 9994 8590

Visit our new corporate web site http://mnfgroup.limited

Did we mention our awards?
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Thank you

2015

2008
2009
2010
2012
2013

2008
2009
2010
2012
2013
2015

2015
2016

This presentation is provided to you for the sole purpose of providing background financial and 
other information on MNF Group Limited (ASX:MNF).

The material provided to you does not constitute an invitation, solicitation, recommendation 
or an offer to purchase or subscribe for securities. 

The information in this document will be subject to completion, verification and amendment, 
and should not be relied upon as a complete and accurate representation of any matters that a 
potential investor should consider in evaluating MNF Group Limited.  

This document contains “forward looking statements” which are made in good faith and are 
believed to have reasonable basis.  However, such forward looking statements are subject to 
risks, uncertainties and other factors which could cause the actual results to differ materially 
from the future results expressed, projected or implied by forward looking statements.

MNF Group Limited, its directors, agents, officers or employees do not make any 
representation or warranty, express or implied, as to the accuracy or completeness of any 
information, statements, representations or forecasts contained in this presentation and do 
not accept any liability for any statement made or omitted from this summary. MNF Group 
Limited are not under any obligation to update any information contained in this presentation.
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Disclaimer

mailto:rene.sugo@mnfgroup.limited
http://mnfgroup.limited/

