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1H17 HIGHLIGHTS: 

GROWTH FOUNDATIONS PUT IN PLACE
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Execution of our strategic priorities is ahead of expectation
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1H17 KEY FINANCIALS:

REFLECT THE PLANNED CAPABILITY BUILD
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5 | K E Y  F I N A N C I A L S

 Total revenue increased by 4.6% in 1H17

 Total expenses increased by 30.3%, which is consistent with our stated plan to build management 

capability during 1H17

1H17 key financials reflect the planned investments 

in sales and marketing
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• Movement in Cash between 30 June 2016 and 31 

December 2016 reflects the investments made to 

build the business

• Reduction of Other Receivables and Other Payables  

relative to 30 June 2016 relates to the one off 

nature of activities associated with the IPO

• All Notes converted prior to 31 December 2016, 

resulting in a debt free position
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Balance sheet is debt free following conversion of notes
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OPERATIONAL REVIEW:

DELIVERING A PLAN AND NOW EXECUTING ON IT
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Potential opportunity size

$36m

8 |   O P E R A T I O N A L  R E V I E W

Highly credentialed sales team 

recruited, onboarded, and active 

in the market 

Strengthening the sales capability to realise the 

significant opportunity available

 Following the commencement of our Sales Director, the 

sales team more than doubled by the end of January 2017

 Each member of the sales team has deep sector experience 

 The majority of the team is field based, targeting large 

enterprise customers

 Small-to-medium size customers are targeted by 

inside-sales

 Within just six weeks, the sales team has developed 

considerable momentum across health and government 

verticals
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9

Mercury strategic alliance is proving very effective

 Industry first integration with Mercury e-Recruit and Fit2Work platforms separates HealthBuzz from the pack

 Leveraging established footprint in health will significantly reduce HealthBuzz’s cost of sales, including time 

to convert

 Joint promotional activity will deliver important marketing synergies

 Collaboration on future development will further strengthen HealthBuzz’s points of difference 

 Like minded partners enables HealthBuzz to be nimble in addressing the needs of the health sector 

“Since the announcement of the strategic alliance with ApplyDirect, the feedback from customers has been 

fantastic.  The market is clearly ready for change and sees HealthBuzz as a real alternative.” John Anastasiou, 

Mercury Founder and CEO 
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10 | O P E R A T I O N A L  R E V I E W

What customers are saying about HealthBuzz

 Positioning as an industry specific product with all health 

jobs and all health candidates, gives it relevance

 Strategic alliance with Mercury provides instant 

credibility among health employers

 One-stop-shop candidate value proposition provides reach, 

particularly for hard to fill roles  

 Prequalified candidates that are fit to work is an 

important point of difference, significantly reducing 

time to hire and increasing return on investment

 Flexibility of services and responsiveness make us easier to 

deal with

In summary, the health sector wants HealthBuzz to be 

successful and is ready to adopt!

Simple home page search

Matching candidates to employer jobs Candidate profile
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Activity on HealthBuzz after six weeks…

 Since late January, candidate traffic has more than doubled to ~400k, resulting in almost 4 million job searches

 SEO ranking building as content and authority expands

 Over 70% of health jobs currently advertised, with remainder to follow by 30 June 2017

 Very strong pipeline building, due not only to the Mercury partnership, but also the ready-made sales capability 

recruited into the business
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Management is delighted with both the acceptance and adoption of HealthBuzz in such a short time period and 

is encouraged by the opportunity to significantly penetrate the market over the next six months
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Potential opportunity size

$36m

12 |   O P E R A T I O N A L  R E V I E W

Primed to deliver strong revenue growth in 2H17

 The sales team has already developed momentum across the health and government verticals. For example: 

o As at late February, more than 10 health employers are subscribing to HealthBuzz;

o Both the Department of Defence and the NSW Government are contributing to the sales pipeline, with other 

opportunities at various stages of advancement; and

o Introduction of on-site advertising product, which is driven by our media specialist

 The enhanced sales capability positions the business to achieve significant growth in 2H17, with opportunities 

expected to be realised across both ApplyDirect and HealthBuzz

F
or

 p
er

so
na

l u
se

 o
nl

y



OUTLOOK:

BUILDING SUSTAINABLE AND EXPANDING REVENUES
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14 | O U T L O O K

In the second half of FY17, ApplyDirect expects to achieve a number of 

key milestones, including:

 Strong growth in the number of paid job ads across all ApplyDirect domains, 

HealthBuzz in particular

 Attracting significant monthly candidate engagement to HealthBuzz, 

building on the strong run rate as at late February

 Significant number of renewals from existing ApplyDirect customers

 Focusing R&D on the development of additional government modules, 

which will greatly enhance ApplyDirect’s points of difference in the 

government sector

 Expanding the contribution of government through both advertising and 

project based revenue 

Driving 1H17 investments in sales and marketing to build a 
sustainable and expanding revenue base

A quality sales team, supported by the Mercury alliance, receiving positive 

customer feedback, which is resulting in a strong pipeline, has positioned 

the business to deliver strong revenue growth in 2H17
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QUESTIONS
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Disclaimer

The information in this presentation does not constitute personal investment advice. The presentation is not intended to be comprehensive or

provide all information required by investors to make an informed decision on any investment in ApplyDirect Limited (ACN 123 129 162)

(“ApplyDirect”). In preparing this presentation, ApplyDirect did not take into account the investment objectives, financial situation and

particular needs of any particular investor.

Further advice should be obtained from a professional investment adviser before taking any action on any information dealt within the

presentation. Those acting upon any information without advice do so entirely at their own risk.

Whilst this presentation is based on information from sources which are considered reliable, no representation or warranty, express or implied,

is made or given by or on behalf of ApplyDirect, any of its Directors, or any other person about the accuracy, completeness or fairness of the

information or opinions contained in this presentation. No responsibility or liability is accepted by any of them for that information or those

opinions or for any errors, omissions, misstatements (negligent or otherwise) or for any communication written or otherwise, contained or

referred to in this presentation.

Neither ApplyDirect nor any of its Directors, officers, employees, advisers, associated persons or subsidiaries are liable for any direct, indirect

or consequential loss or damage suffered by any person as a result of relying upon any statement in this presentation or any other document

supplied with this presentation, or by any future communications in connection with those documents and all of those losses and damages are

expressly disclaimed.

Any opinions expressed reflect ApplyDirect’s position at the date of this presentation and are subject to change.
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THANK YOU
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