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1. High Level Overview
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LiveHire has had a strong H1 21, gaining momentum across all key metrics
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Key Performance Metrics:
SaaS business continues to perform strongly across key drivers:
✔ Recurring revenue up 30% on PCP

✔ 90% of total revenue is recurring (up 8% on PCP), this has been supported with a focus
on multi year ARR ($) sales which were 95% for the period (up from 37% in the PCP)
✔ NRR rate % (12mth rolling) for the period is 82% on the path to industry standard; net
upsell for the period continues to be strong up, $150k+ on PCP

Direct Sourcing client and revenue in line with expectations:
✔ 11 Partners at the end of the period, exceeding our goal of 8
✔ Partners include 7 Staffing Suppliers, 3 MSP’s and 1 VMS
✔ Revenue uplift gained momentum at the end H1 21 and is tracking to plan

Financial indicators tracking to plan and TCC's grow strongly:
✔ Total revenue includes government subsidy ($37.5k) in H1 21, and revenue from
contracts with customers up 39% on PCP
✔ Cost minimisation initiatives continue to gain traction with cash outflows of ($6.2m)
down 36% on PCP and an improvement in EBITDA of 55% on PCP
✔ Total TCC’s for the period of 3.2m was up 100% on PCP (1.6m)
▪ ANZ TCC’s for H1 21 of 2.3m, up 46% from PCP
▪ North American TCC’s for the H1 21 of 0.9m (37% of TCC’s )
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2. Business Update
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Direct Sourcing: Drivers of growth
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✔ The Board sees the North American Direct Sourcing market opportunity to be significant and LiveHire can
disintermediate the ~ 20% mark-ups charged on $US80b1 Fortune 1000 contractor staffing spend. With a 12% technology fee giving $US800m+ opportunity.
✔ Our path to market is primarily through partners who have a strong financial incentive to introduce our

technology to their existing Fortune 1000 relationships. As at February 2021, we have 12 Partners, most of
whom were signed in late H1 21. We are working closely with those partners on pipelines with a 4-6mth
lead time to first clients.
✔ For the next half we have a dual strategy of enabling existing partners to first client wins while selectively
signing new partners.

✔ In tandem we are building our brand in the procurement (buyer) community by working with leading
influencers and online marketing.

1: SIA Global MSP Survey 2020: $US80B contractor salary spend, with technology costs of 1-2%.
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The majority of our partners are Staffing Suppliers including…
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About

What they say about LVH

Staffing supplier with a focus on Engineering, IT and
Technical recruitment, contract management and
payroll service.

“With LiveHIre as our technology partner, we have achieved 70%
of our last year’s hiring targets in the first 4 months alone, with no
capital expense and no increase in recruitment resources.“ Tim
Masson, CEO at Ian Martin Group

Evaluent, a Staffing the Universe company, targets
both large and mid-market companies with
staffing supplier management, worker fulfilment,
payrolling, independent contractor compliance
and engagement, and direct sourcing.

The LiveHire platform enhances the critical service layer needed
for vetting out the resource pool, and engaging candidates
effectively for clients,. Evaluent’s strengths complement
LiveHire’s strengths - and our clients will benefit!”
Steve Dern, Executive Vice President, Evaluent

Mindlance is a certified diversity business and
has been ranked one of the fastest growing U.S
staffing firms by SIA for nine consecutive years.

“Mindlance’s partnership strategy curates best in class digital
platforms for our clients. Livehire’s unique attributes position
Mindlance to deliver a broader set of solution options to the
market” Julie Brown, Division Leader, Mindlance Pay+

eTeam provides high-volume staffing, and
payrolling services to structured contingent
workforce programs and projects across the U.S.,
Canada and India.

“LiveHire’s definition of what direct sourcing is far exceeds the
other players in the industry Their technology speaks for itself.
Their suite of solutions are holistic and have the features,
functionality, and ability to deliver upon the promise of what
direct sourcing should be. We’re excited and proud to be
partnered with LiveHire”
Robert Merritt, CRO - eTeam and
High5
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We have won 8 clients as at H1 21 these include…
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About

What we do for them

Ontario Ministry of Health

The Ontario Ministry of Health is the government
health system for Canada’s largest province.

The LiveHire platform is used to identify
high volume hires to support contact
tracing and case management.

Alberta Health

Alberta Health Services (AHS) is Alberta’s
largest employer with 102,000 employees.

The LiveHire platform is used to identify
high volume hires to support contact
tracing and case management.

This major $US80b+ market cap energy company has
17,000 employees focused on the transportation,
distribution and generation of energy in North America.

The LiveHire platform is used to create a
talent cloud in North America to begin hiring
for specific role types with plans to expand.

M Yachts delivers a portfolio of the world’s best yachts and
services for yacht owners and central charter agents.

The LiveHire platform is used to create a talent
cloud for M Yachts to hire superyacht crew
staff to be deployed to end clients’
superyacht operations.

Enbridge Inc.1

M Yachts

The superyacht industry has an annual turnover of AU$89
billion and employs 150,000 staff.

Global professional services firm

Global business process outsourcer with market cap of
$US7.5b and employs 90,000+ staff.

1: The Ian Martin Group managing the student contractor program for Enbridge Inc.

The LiveHire platform is used to create a talent
cloud for all roles in Australia and the US.
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Our strategy for SaaS is healthy growth…
✔ Well fitted clients with high retention rates on our path to industry standard

✔ Multi-year contracts and recurring revenues - % of multi year new ARR continues to grow year on year
(H1 21 circa 95% v H1 20 37%)

✔ Expand current clients through internal mobility and product enhancements

✔ Expand to larger clients and direct sourcing (including governments)
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We introduced 19 new SaaS clients in the half, including…

Komatsu is deeply committed to encouraging the employment of a diverse workforce into our organisation. Our MD champions initiatives such as the EveryONE
counts strategy and advocates for greater inclusivity in our workforce to foster innovation and give our organisation a competitive advantage through diversity of
thought. We’re thrilled to see that LiveHire also plays a key role in this strategy – enabling Komatsu to increase our percentage of female hires by over 30% with a
more proactive, candidate-centric approach to recruitment.
Anna Stratham - Recruitment Manager
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Product investments underpins client retention & market leadership for growth
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Why it matters?
Recruitment Productivity for High Volume
✔ Pipeline Velocity Management

Our clients achieved significant improvements in recruiter team

✔ Clients & Contacts Management

productivity, especially in Direct Sourcing and High-Volume Hiring

✔ Multi-Brand Segments and Messaging

programs.
These efficiencies have been driven through investment in our unique

Platform Scalability

product differentiators, AI Matching, collaboration and automation features.

✔ Profile Data Merging

Our focus on Platform Scalability, Integrations and Open APIs has

✔ Improved platform speed and efficiency

expanded our market reach, giving us the ability to support a growing

✔ Elimination of Tech Debt

number of significantly sized organisations, in our major markets of
Australia, New Zealand and North America.

Open APIs and Data Publishing

✔ Jobs API, Application APIs, Webhooks
✔ Data Connector MVP
✔ New 3rd party Integrations
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3. Financials
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Improved EBITDA margin expansion through solid revenue
growth and cost focus

13

For personal use only

Solid financial position to support future growth

Note:
Balance sheet comparative in this table is Dec-20 v
Dec 19, the Appendix 4D and interim financial report
submitted refers to balance sheet comparatives
which is Dec-20 v Jun-20.
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4. Strategy
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LiveHire's Addressable Market & Current Progress
SaaS market
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Direct Sourcing market

Contractor hiring sold to procurement / finance

Competitive
value
proposition

•

Disintermediate the ~20% mark-ups paid on contractor hires

•

Reducing mark-ups by half could save circa $US10m pa
for average Fortune 1000 company

•

Plus faster, better hires

Know all skills & use AI to search

•

community clients can*:

and move talent into internal

•

Reduce time to hire from 25 to 7 days

•

Increase recruiter efficiency with AI

•

Communicate seamlessly by SMS

from 50 to 3 candidates

•

Avoid turnover through poor

roles

Reduce per hire cost from $5,800 to

internal job markets

$2,500
(* Vodafone client example)

Estimated size
of market

Current
Position

By creating a pre-existing talent

•

Market focus

Go to market

Internal mobility sold to HR

Permanent hiring sold to HR

North America

Australia & New Zealand

•

$US80b1+ spend by Fortune 1000 on staffing companies

•

4,000 companies2

•

400 companies3

•

LiveHire fee of 1-2% = $US800m+

•

$100m potential tech

•

$10m potential tech spend

spend

•

Large, medium

•

Large, medium, small

Via partners who have a strong financial incentive to
Direct sales force

introduce to sell the solution to their clients
12 partners (as at Feb 2021)

120+ clients

4 clients

8 clients

Examples of clients: Vodafone, University of

Examples of clients: Large

Examples of clients: Ontario Ministry of Health, Global Professional

Newcastle, BabyBunting

state governments

Services Firm, Enbridge Inc.3
1: SIA Global MSP Survey 2020: $US80B contractor salary spend, with technology costs of 1-2%. 2: ABS Counts of Australian Businesses, including Entries and Exits 2020, 4,367 companies with 200+ employees
3: New Zealand Data: Stats NZ, Business Operations Survey - 2019, 1,206 companies with 100+ employees 4: The Ian Martin Group managing the student contractor program for Enbridge Inc.
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5. Appendices
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Statutory Balance Sheet
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1. Cash and cash equivalents
Refer to Cash Flow.

2. Held to Maturity Investments
Term Deposits in relation to and bank guarantees on property leases.
3. Right-of-use assets and Lease Liabilities
As a result of the adoption of AASB16, the company has recognised new
assets and liabilities for its operating leases. The nature of expenses related
to those leases has now changed because the company is recognising a
depreciation charge for right-of-use assets (“ROU”) and interest expense on
lease liabilities. Previously, the company recognised operating lease expense
on a straight-line basis over the term of the lease, and recognised assets and
liabilities only to the extent that there was a timing difference between actual
lease payments and the expense recognised.
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Statutory Cashflow Statement
1. Interest Expense & Payment of lease liabilities
Notional interest charge and lease repayment charges on property
rental payments as required through AASB 16 adoption. LiveHire
remains debt free.
2. Receipts from other non-current financial assets
Term Deposits in relation to corporate credit card facility and bank
guarantees on property leases.
3. Payment for intangible assets
In the statutory cash flow statement payments for intangible assets
are separately identified. However, in the Appendix 4C these costs
are included as payments to suppliers and employees. The reason
for this difference in treatment is due to the fact that capitalised
salaries are processed bi-annually as a statutory adjustment, and
are subject to detailed documentation and audit review, which does
not occur on a quarterly basis.
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LiveHire’s Performance Metrics - Glossary
Below we explain a handful of the headline performance metrics, and inputs into key metrics, that we use every day to
manage and drive LiveHire’s performance.

Monthly Recurring Revenue
Monthly recurring revenue is a point in time monthly view of LiveHire’s recurring
revenue components. This is a combination of fixed monthly recurring revenue streams,
variable monthly recurring revenue streams, and monthly recognised recurring revenue
streams for upfront paying clients.
Annualised Recurring Revenue (ARR)
ARR represents contracted recurring revenue components of term subscriptions
normalised to a one-year period.
Opening ARR
Opening ARR represents the ARR at the beginning of the period.
New Business ARR
New Business ARR represents the ARR derived from new clients secured in that period.
ARR Churn – Customer Losses
ARR Churn represents the value of ARR which was not renewed by clients lost in that
period.
Net Revenue Retention (NRR) rate %
Calculated as (Opening ARR + upsell ARR – downsell ARR – churn / lost ARR ) / Opening
ARR. NRR is an indicator that measures how well a business can not only renew but
generate additional revenue from its clients post
initial sale.

ARR Churn
ARR Churn Customer Losses + Net Upsell ARR
Closing ARR
Closing ARR represents the ARR at the end of the period and is calculated as:
Opening ARR + New Business ARR + Net Upsell ARR - Churn ARR Customer Losses.
Churn %
ARR Churn as a percentage of Opening ARR.
Annualised Recurring Revenue Per Client (ARRPC)
ARRPC is calculated as: Closing ARR / number of clients
ARRPC is a key metric and can be grown by securing higher value clients, and by adding
new products and functionality to provide more value to clients.
Client
A client is defined as being an entity from which ARR is generated at a point in time.
Talent Community Connection (TCC)
A talent community connection (TCC) represents a connection between a company and
an employment candidate on the LiveHire platform. An individual candidate may join
multiple talent communities resulting in multiple TCCs per candidate. TCCs include
unclaimed candidate profiles created by a company or its service providers or by the
candidate through a job application process. TCCs may also include claimed candidate
profiles that remain on the platform available to be connected with live talent
communities after being archived by their only active company connection.
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LiveHire’s Financial Metrics - Glossary
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Below we explain a handful of the headline financial metrics that we use every day to manage and drive LiveHire’s performance.

Recurring Revenue
Recurring revenue is the component of statutory reported operating revenue that
relates to recurring revenue streams earned during the period being reported on.
Recurring revenue streams include hosting fees, user licence fees and ongoing support
and maintenance fees.
Non-Recurring Revenue
Non-recurring revenue is the component of statutory reported operating revenue that
relates to one-off revenue streams earned during the period being reported on. This
predominantly consists of upfront implementation and integrations fees as well as
professional services fees.

Statutory EBITDA
EBITDA including Share Based Payments and R&D rebate income, and after the transfer
of certain costs to the software development asset.
Annual Cash Burn excluding financing activities
Cash Burn excluding financing activities is calculated as operating and investing cash
flows as reported in the statutory cash flow statement.
It does not include net cashflows from financing activities (e.g. capital raise).

Management EBITDA
EBITDA excluding Share Based Payments and R&D rebate income, and prior to the
transfer of certain costs to the software development asset. It provides a normalised
view that excludes significant non-cash expenses, income not considered part of core
operations, and includes all salary costs (including those able to be capitalised under the
applicable accounting standards).
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Channel Partnerships Strategy - Glossary
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LiveHire’s partnerships include:

Outsourced Provider Partner
A company which provides an outsourced talent acquisition service to multiple client
companies and enters into, or procures its client to enter into, a client contract with
LiveHire for the purpose of using LiveHire’s technology for that client. While there is no
obligation on an outsourced provider partner to promote LiveHire, once an outsourced
provider partner contracts the LiveHire technology into more than one client, LiveHire
classifies them as a partner. The types of outsourced provider partners are:
•
•

RPO - Recruitment Process Outsourcing Providers, managing permanent hires on
behalf of organisations.
MSP - Managed Service Providers, managing contingent (contractor) hires on
behalf of organisations.

Reseller and Referral Partner
A company which contracts with LiveHire to refer and/or resell the LiveHire product into
its client base. In such situations, LiveHire will pay a sales commission to the
reseller/referrer partner. The types of reseller/referrer partners are:
•

•
•

SI – Technology System Implementers who sell and implement enterprise
management software, e.g. Human Resource Information Systems (HRIS), with which
LiveHire integrates.
Talent Acquisition Boutique Consultancies
Recruitment Advertising Agencies
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Disclaimer
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Not an offer or prospectus
This presentation is not, and does not constitute, an offer to sell or the solicitation, invitation or recommendation to
purchase any securities or other financial products in any jurisdiction and neither this presentation nor any of the
information contained herein shall form the basis of any contract or commitment. In particular, this presentation does not
constitute an offer to sell, or a solicitation of an offer to buy, any securities in the United States. This presentation is not a
prospectus, product disclosure statement or other offering document under Australian law or any other law, and will not
be lodged with the Australian Securities and Investments Commission.
Not financial product advice
Statements and information in this presentation are current only as at 28 August 2018 and the information in this
presentation remains subject to change without notice and is expected to change, potentially in material respects. The
information contained in this presentation is for information purposes only, is an overview, and does not contain all
information necessary to make an investment decision or that would be required in a prospectus or product disclosure
statement prepared in accordance with the requirements of the Corporations Act 2001 (Cth) (Corporations Act). It is
intended only for those persons to whom it is delivered personally by or on behalf of the Company. The information
contained in this presentation is of a general nature and does not purport to be complete or verified by the Company. The
information contained in this presentation does not constitute investment or financial product advice (nor taxation or legal
advice) or a recommendation to acquire shares in the Company and is not intended to be used as the basis for making
any investment decision. In providing this presentation, the Company has not considered the objectives, financial position,
taxation situation or other needs of any particular recipients. Investors should consult with their own professional advisers
in connection with any acquisition of securities.
No liability
Neither the Company nor its related bodies corporate, shareholders or affiliates, nor any of their respective officers,
directors, employees, affiliates, agents, representatives or advisers (each a Limited Party) guarantees or makes any
representations or warranties, express or implied, as to or takes responsibility for, the accuracy, reliability, completeness,
correctness or fairness of the information, opinions, forecasts, reports, estimates and conclusions contained in this
presentation. The Company does not represent or warrant that this presentation is complete or that it contains all
information about the Company that a prospective investor or purchaser may require in evaluating a possible investment
in the Company or acquisition of shares in the Company. To the maximum extent permitted by law, each Limited Party
expressly disclaims any and all liability, including, without limitation, any liability arising out of fault or negligence, for any
loss arising from the use of or reliance on information contained in this presentation including representations or
warranties or in relation to the accuracy or completeness of the information, statements, opinions, forecasts, reports or
other matters, express or implied, contained in, arising out of or derived from, or for omissions from, this presentation
including, without limitation, any financial information, any estimates or projections and any other financial information
derived therefrom.

Forward looking statement
This presentation contains certain forward-looking statements and comments about future events, including the
Company's expectations about the performance of its businesses and certain strategic transactions. Forward looking
statements can generally be identified by the use of forward looking words such as, “aim”, “assume”, “due” “expect”,
“anticipate”, “likely”, “intend”, “should”, “could”, “may”, “predict”, “plan”, “purpose”, “will”, “believe”, “forecast”, “estimate”,
“target” and other similar expressions within the meaning of securities laws of applicable jurisdictions. Indications of, and
guidance or outlook on, future earnings or financial position or performance are also forward looking statements.
Forward-looking statements involve inherent risks and uncertainties, both general and specific, and there is a risk that
such predictions, forecast, projections and other forward looking statements will not be achieved. A number of
important factors could cause the Company's actual results to differ materially from the plans, objectives, expectations,
estimates and intentions expressed in such forward-looking statements, and many of these factors are beyond the
Company's control. Forward looking statements are provided as a general guide only, and should not be relied on as an
indication or guarantee of future performance and involve known and unknown risks, uncertainty and other factors,
many of which are outside the control of the Company. As such, undue reliance should not be placed on any forwardlooking statement. Past performance is not necessarily a guide to future likelihood of achievement or reasonableness of
any forward-looking statements, forecast financial information or other forecast. Nothing contained in this presentation
nor any information made available to you is, or shall be relied upon as, a promise, representation, warranty or
guarantee as to the past, present or the future performance of the Company. No Limited Party or any other person
makes any representation, or gives any assurance or guarantee that the occurrence of the events expressed or implied
in any forward-looking statements in this presentation will occur.
The information in this presentation remains subject to change without notice. No responsibility or liability is assumed by
the Company for updating any information in this presentation or to inform any recipient of any new or more accurate
information or any errors or mis-descriptions of which the Company or its advisers may become aware.
Distribution
Distribution of this presentation outside Australia may be restricted by law. Persons who come into possession of this
presentation who are not in Australia should seek advice on and observe any such restrictions. Any failure to comply
with such restrictions may constitute a violation of applicable securities laws. No action has been taken to register any
securities outside Australia. This presentation is being provided to you on the basis that you are, and you represent and
warrant that you are not in the United States and you are not you are not in the United States and you are not acting for
the account or benefit of any person in the United States. This presentation may not be distributed or released, directly
or indirectly, in the United States.
This presentation has been independently prepared by LiveHire Limited (Company) and is provided for informational
purposes only. It should be read in conjunction with the Company’s latest and prior interim and annual reports
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Non-GAAP measures
This presentation includes Non-GAAP measures as we believe they provide useful information for readers to assist in
understanding the Company’s financial performance. Non-GAAP financial measures do not have a standardised meaning
and should not be viewed in isolation or considered as substitutes for measures reported in accordance with IFRS and
AASB. These measures have not been independently audited or reviewed
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livehire.com
investors@livehire.com
Christy Forest
+61 408 888 545
@livehireme
LiveHire Limited
Level 10, 461 Bourke Street,
Melbourne 3000, Australia
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