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Housekeeping: trouble shooting

> Check your system requirements
> Audio options:
1. Use your computer’s mic and speakers (“Computer audio”). Check that your computer’s audio is unmuted.
2. Use a telephone to dial in (“Phone call”)

⁻ Phone number: 1800 945 157| 1800 317 562
⁻ No need to enter an Audio PIN as audience is muted
⁻ Please enter the meeting ID: 829 6870 2592 and press # to confirm, # to join the meeting.

3. If you are still experiencing audio difficulties, try downloading the Zoom App on your smart phone, and enter the 
Webinar ID: 829 6870 2592
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Help and further information: 
https://support.zoom.us/hc/en-us/articles/115004954946-
Joining-and-participating-in-a-webinar-attendee-

https://support.zoom.us/hc/en-us/articles/115004954946-Joining-and-participating-in-a-webinar-attendee-


Housekeeping: trouble shooting
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> To submit your written questions, use the 
Q&A tab at the bottom of your screen

> Note that your questions will not be seen 
by other attendees

Your Participation



Agenda

10:00am ASX Introduction, Ian Irvine, MC
10:05am Market Update, Gemma Dale

Director, SMSF and Investor Behaviour- nabtrade
10:20am GQG Partners Inc., Laird Abernethy

Managing Director, Australia and NZ
10:40am Fisher & Paykel Healthcare Corporation Limited, Lyndal York

Chief Financial Officer
11:00am Ventia Services Group Limited, Dean Banks

Group Chief Executive Officer
11:20am Smartgroup Corporation Limited, Tim Looi

Chief Executive Officer
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TheMSCIAll CountryWorld Index(MSCIACWI)is a globalequity index,
which tracks stocks from 23 developed and 27 emerging markets
countries. Developed countries include: Australia, Austria, Belgium,
Canada,Denmark,Finland,France,Germany,HongKong,Ireland,Israel,
Italy, Japan,Netherlands,New Zealand,Norway, Portugal,Singapore,
Spain, Sweden,Switzerland,the UK, and the US. Emergingmarkets
countries include: Argentina, Brazil, Chile, China, Colombia, Czech
Republic, Egypt, Greece, Hungary, India, Indonesia, Korea, Kuwait,
Malaysia, Mexico, Pakistan,Peru, Philippines,Poland, Qatar, Russia,
SaudiArabia, South Africa, Taiwan,Thailand,Turkey,and the United
Arab Emirates. With 2,964 constituents(asat 31 December2021), the
index covers approximately 85% of the global investable equity
opportunity set.

The MSCIAll Country World ex USAIndex (MSCIACWIex USA)is an
international equity index that excludessecurities from the United
States. The index tracks stocks from 22 developedand 27 emerging
markets countries. Developed countries include: Australia, Austria,
Belgium, Canada,Denmark, Finland, France, Germany, Hong Kong,
Ireland,Israel,Italy,Japan,Netherlands,NewZealand,Norway,Portugal,
Singapore,Spain,Sweden,Switzerland,and the UK. Emergingmarkets
countries include: Argentina, Brazil, Chile, China, Colombia, Czech
Republic, Egypt, Greece, Hungary, India, Indonesia, Korea, Kuwait,
Malaysia, Mexico, Pakistan,Peru, Philippines,Poland, Qatar, Russia,
SaudiArabia, South Africa, Taiwan,Thailand,Turkey,and the United
Arab Emirates. With 2,341 constituents(asat 31 December2021), the
indexcoversapproximately85%of the internationalequity opportunity
setoutsideof the US.

The MSCI EmergingMarkets Index is a free float-adjusted market
capitalizationindex that consistsof indicesin 27 emergingeconomies:
Argentina,Brazil,Chile,China,Colombia,CzechRepublic,Egypt,Greece,
Hungary,India, Indonesia,Korea,Kuwait, Malaysia,Mexico, Pakistan,
Peru, Philippines,Poland, Qatar, Russia,Saudi Arabia, South Africa,
Taiwan,Thailand,Turkey, and the United Arab Emirates. With 1,407
constituents(asat 31 December2021), the index coversabout 85% of
the free float-adjustedmarketcapitalizationin eachcountry.

TheS&P500®Indexisa widelyusedstockmarketindexthat canserveas
barometerof USstockmarketperformance,particularlywith respectto
largercapitalizationstocks. It isa market-weightedindexof stocksof 500
leading companiesin leading industries and representsa significant
portion of the market value of all stockspublicly traded in the United
States.

NOTICETOAUSTRALIA& NEWZEALANDINVESTORS
The information in this document is issued and approved by GQG
Partners LLC (“GQG”), a limited liability company and authorised
representativeof GQGPartners(Australia)Pty Ltd, ACN626 132 572,
AFSLnumber 515673. This information and our servicesmay only be

provided to wholesale clients (as defined in section 761G of the
CorporationsAct 2001 (Cth)) domiciled in Australia. This document
containsgeneralinformationonly,doesnot containanypersonaladvice
and does not take into accountany prospectiveinvestor’s objectives,
financial situation or needs. In New Zealand,any offer of a Fund is
limited to ‘wholesale investors’ within the meaningof clause3(2) of
Schedule1 of the FinancialMarketsConductAct 2013. Thisinformation
is not intended to be distributed or passedon, directly or indirectly, to
any other classof personsin Australiaand New Zealand,or to persons
outsideof AustraliaandNewZealand.

NOTICETOCANADIANINVESTORS
Thisdocumenthasbeenpreparedsolelyfor informationpurposesandis
not an offering memorandumnor any other kind of an offer to buy or
sellor a solicitationof an offer to buy or sellanysecurity,instrumentor
investmentproductor to participatein anyparticulartradingstrategy. It
is not intended and should not be taken as any form of advertising,
recommendationor investmentadvice. Thisinformation is confidential
and for the useof the intended recipientsonly. Thedistribution of this
document in Canadais restricted to recipients in certain Canadian
jurisdictions who are eligible “permitted clients” for purposes of
NationalInstrument31-103RegistrationRequirements,Exemptionsand
OngoingRegistrantObligations.

NOTICETOSOUTHAFRICANINVESTORS
Investorsshouldtakecognisanceof the fact that there are risksinvolved
in buyingor sellinganyfinancialproduct. Pastperformanceof a financial
product is not necessarilyindicativeof future performance. Thevalueof
financialproductscanincreaseaswell asdecreaseover time, depending
on the value of the underlying securitiesand market conditions. The
investment value of a financial product is not guaranteed and any
Illustrations, forecastsor hypothetical data are not guaranteed,these
are provided for illustrative purposesonly. This document does not
constitutea solicitation,invitation or investmentrecommendation. Prior
to selectinga financialproduct or fund it is recommendedthat South
Africa basedinvestorsseekspecialisedfinancial, legal and tax advice.
GQGPARTNERSLLCis a licenced financial servicesprovider with the
FinancialSector Conduct Authority (FSCA)of the Republicof South
Africa,with FSPnumber48881.

NOTICETOUNITEDKINGDOMINVESTORS
GQGPartnersLLCis not an authorisedpersonfor the purposesof the
FinancialServicesandMarketsAct2000of the UnitedKingdom(“FSMA”)
andthe distributionof this documentin the UnitedKingdomis restricted
by law. Accordingly,this documentis providedonly for and is directed
only at personsin the United Kingdomreasonablybelievedto be of a
kind to whom suchpromotionsmaybe communicatedby a personwho
isnot anauthorisedpersonunderFSMApursuantto the FSMA(Financial
Promotion)Order 2005 (the “FPO”). Suchpersonsinclude: (a) persons

havingprofessionalexperiencein matters relating to investments; and
(b) high net worth bodies corporate, partnerships, unincorporated
associations,trusts,etc. fallingwithin Article49 of the FPO. Theservices
provided by GQG Partners LLC and the investment opportunities
described in this document are available only to such persons,and
personsof any other descriptionmay not rely on the information in it.
All, or most, of the rules made under the FSMAfor the protection of
retail clients will not apply, and compensation under the United
KingdomFinancialServicesCompensationSchemewill not beavailable.

GQGPartnersLLC(UK) Ltd. is a company registered in Englandand
Wales,registerednumber 1175684. GQGPartnersLLC(UK)Ltd. is an
appointed representative of Sapia Partners LLP, which is a firm
authorised and regulated by the FinancialConductAuthority (“FCA”)
(550103).

© 2022GQGPartnersLLC. All rights reserved. Datapresentedas at 31
December2021and denominatedin USdollars (US$) unlessotherwise
indicated.

© 2021Morningstar. All RightsReserved. certaininformationsourcedby
Morningstarcontainedherein: (1) is proprietary to Morningstarand/or
its contentproviders; (2) maynot be copiedor distributed; and(3) is not
warranted to be accurate,completeor timely. Neither Morningstarnor
its content providersare responsiblefor any damagesor lossesarising
from any use of this information. Pastperformanceis no guaranteeof
future results.

© 2021 eVesetment Alliance, LLC. All Rights Reserved. Certain
information containedhereinhasbeensourcedby eVestment.

IMPORTANT INFORMATION
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Fisher & Paykel Healthcare 
Corporation Limited / 
ASX: FPH
Lyndal York
Chief Financial Officer 



1
ASX CEO Connect conference – Fisher & Paykel Healthcare 

To be updated once interim cover 
complete
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Fisher & Paykel Healthcare at a glance

• Medical device manufacturer with leading positions 
in respiratory care and obstructive sleep apnea

• >50 years’ experience in changing clinical practice to 
solutions that provide better clinical outcomes and 
improve effectiveness of care

• Estimated NZ$25+ billion and growing market 
opportunity driven by demographics

• Significant organic long-term growth opportunities 
in respiratory care, OSA, COPD and surgery

• Large proportion (76%) of revenue from recurring 
items, consumables and accessories

• High level of innovation and investment in R&D with 
strong product pipeline

• High barriers to entry

Global leader in respiratory 
humidification devices

Global presence

Strong financial performance

Our people 
are located in 

53 countries

3,927
in New Zealand

2,608
in North America, 
including Mexico

380
in Europe

460
in the rest 
of the world

• Continued target, and history of, doubling our 
revenue (in constant currency terms) every 
5 to 6 years

• Targeting gross margin of 65% and operating 
margin of 30%

• Growth company with a strong history of 
increasing dividend payments
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~NZ$25+ billion and growing market opportunity

HOSPITAL HOMECARE

NEW APPLICATIONS
Applications outside of invasive ventilation

Surgical Technologies

Total addressable market estimates

~150+ million patients ~100+ million patients

Home Respiratory 
Support

Obstructive Sleep 
Apnea

Non-invasive
Ventilation

Invasive
Ventilation

Hospital
Respiratory Support
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OUR ASPIRATION: 
Sustainably
DOUBLING
our constant 
currency revenue 
every 5-6 years.

Our aspiration – prior to COVID-19
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10-year financial summary

Revenue

$0.0b

$0.5b

$1.0b

$1.5b

$2.0b

FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22

Net profit after tax

Hospital Revenue Homecare Revenue
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OUR ASPIRATION: 
Sustainably
DOUBLING
our constant 
currency revenue 
every 5-6 years.

COVID-19 has 
accelerated placement 
of hospital hardware 
and given us the 
opportunity to advance 
our longer-term plans.

Our aspiration - now

The image above is an illustration of the company’s long-term growth aspirations. It is not a graph and should not be interpreted as being 
indicative of levels of revenue or profitability in the short term.  
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Questions
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Thank you



Ventia Services Group 
Limited / ASX: VSL
Dean Banks
Group Chief Executive Officer
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SUMMARY AND CY22 OUTLOOK

CY22 forecast 
prospectus numbers, 
reaffirmed 

• Strongly positioned for success in CY22 and beyond 

• CY22 key pro forma prospectus forecasts reaffirmed:

o NPATA guidance of $171.8m

o Total revenue of $4,942.6m

o EBITDA of $408.6m

o Cash conversion of 91.4%

• Positioned to capitalise on favourable market conditions

• Differentiating through our strategy to Redefine Service Excellence  
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QUESTIONS?
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This presentation has been prepared by Ventia Services Group Limited (ABN 53 603 253 541) (“Ventia”) in respect of ASX/NZX–listed Ventia (“VNT”).

This presentation is not an offer or invitation for subscription or purchase of or a recommendation of securities. It does not take into account the investment objectives, financial situation  
and particular needs of the investor. Before making an investment in VNT, the investor or prospective investor should consider whether such an investment is appropriate to their particular  
investment needs, objectives and financial circumstances and consult an investment adviser if necessary.

Information, including forecast financial information, in this presentation should not be considered as a recommendation in relation to holding, purchasing or selling shares, securities  or 
other instruments in VNT or any other entity. Due care and attention has been used in the preparation of forecast information. However, actual results may vary from forecasts and any
variation may be materially positive or negative. Forecasts by their very nature are subject to uncertainty and contingencies, many of which are outside the control of VNT. Past performance  
is not a reliable indication of future performance.

DISCLAIMER



Smartgroup Corporation
Limited / ASX: SIQ
Tim Looi
Chief Executive Officer



CEO Connect
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Our investment proposition

Full Time
Equivalents

~700
Fleet Vehicles
Managed 

~25,000
Novated 
Leases

~63,000
Salary Packaging 
customers

~380,000

Smartgroup’s investment proposition is underpinned by a capital light business model, generating strong cash flows 
and dividends

 Premium established player with scale 
in a proven industry

 Proven and resilient earnings, with high cash flow 
conversion, solid returns and fully franked dividends

 Robust capital light business model supported 
by a strong balance sheet

 Diversified customer base operating in 
attractive sectors

 Strong long-term contractual relationships 
with key clients

 Growth strategy and enhanced operational 
efficiencies through digital investment

2Salary packaging customer, leases, fleet vehicles and FTE numbers at April 2022



We deliver strong EBITDA margins and dividends to shareholders

1. Adjusted to reflect one-off impact on adoption of AASB 16 Leases from January 2018. Impact is to increase 2018 EBITDA by $1.6m in each of H1 and H2 and reduce 2018 NPATA by $0.1m 
in each of H1 and H2.

2. In addition to the $11.9m 2020 special dividend, a $7.3m 2021 special dividend was declared in February 2021 in relation to profits earned by group companies in 2020. This $7.3m is classified as an 
interim special dividend within the 2021 Annual Report.

Dividend (fully franked)2NPATA1EBITDA1Revenue
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Shareholder returns​

Since listing in 2014, Smartgroup has paid ~$388m in fully franked dividends (~$166m franking value)

Source: Macquarie​

~$160M SIQ Market Cap | 2 July 2014 ~$0.9B SIQ Market Cap  | 16 June 2022

Smartgroup market 
capitalisation 
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1,000%

1,100%

0

100%

400%
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800%

Jan 17 Jan 18 Jan 20 Jan 21Jan 2014 Jan 22Jan 16Jan 15 Jan 19

Current market cap is ~5.4x IPO market cap and share price is ~4.1x IPO issue price
Total Shareholder Return >550% since IPO, including franking value ​
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What we do

At Smartgroup, we simplify salary 
packaging, fleet management 
and a range of other employee benefit 
services for organisations across Australia

5



Who we serve

Our employer clients and employee customers

• Not-for-Profit –
charities, disability and aged care providers

• Hospital –
public and private

• Government –
local, state and federal

• Corporate –
small, medium and large

• Education –
schools, universities, state departments and dioceses

4%

Government
20%

Not-for-Profit
43%

Hospital
23%

Education
10%

Corporate

Salary Packaging 
customers

382,500

6Salary packaging customer numbers at April 2022



Significant organic growth opportunities from existing clients

Addressable market
c.0.9-1.2m2 total cars owned 

by those employees

= 60,000 cars (potential Smartgroup novated vehicles)

Smartgroup novated vehicles

Addressable market
c.1.2-1.5m1 employees 

within existing client base

= 60,000 employees (potential customers)

Smartgroup customers

1. Number of employees within existing client base is a Smartgroup management estimate based on publicly available data and data provided by current clients.
2. Number of cars owned by those employees is a Smartgroup management estimate derived with input from ABS 3101.0 National, state and territory population Sept 2020, ABS Motor 

Vehicle Census Australia 2020, and VFACTS private vehicle sales data.
7



Smart Future Program
Launched May 2021

1. Combined sales and service NPS across all brands.
2. Lead to vehicle order conversion increase reflects the fully-matured conversion rate for H1 2021 leads versus 2020. H2 2021 lead to order conversion rates were not fully mature at Dec 2021.
3. CY 2021 lease settlements per sales consultant versus 12 months prior to COVID disruption.

Vision Be the trusted partner for Australian employers to deliver benefits to their employees

Strategic 
capabilities

Customer experience Technology People and culture Brands Scale

Strategic 
pillars Deliver great customer 

experiences for both our 
clients and their employees

Invest in digital to create a 
seamless customer experience

and lower cost to serve

Simplify and streamline 
operations to reduce 
complexity and risk

Outcomes Increased client and 
customer advocacy

Increase in employee 
engagement

Net Promoter Score
Up 8 points1

2021 Lead to order conversion
Up 2 percentage points2

Leases per consultant
Up c.50%3

Engagement
Up 7 percentage points 

Improved client success 
across the base

Reduction in cost, 
complexity and risk

8



Lead 
to order 

conversion rate 
increasing 

4 percentage 
points from 

20191

Novated leasing leads have reduced from 
2019 with restricted on-site access

Increased focus on digital engagement 
throughout late 2020 and 2021 has seen 
digital leads grow significantly, both in 
total and as a proportion of total leads

Leads expected to further increase as on-
site client activity restrictions ease

Improved customer journeys and customer 
experience training saw lead conversion 
increase across most channels

Increased focus on digital 
engagement 
and improved experiences have led 
to growth in digital novated leads and 
better lead conversion

Novated leads by channel 
and conversion rates 

1. 2021 lead to order conversion rate of 29% reflects the 
fully-matured conversion rate for Q1-Q3 2021 leads. 
Q4 2021 lead to order conversion rates are not yet 
fully mature and so are not presented.
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c.40%+ increase in calculator 
traffic and c.60%+ increase 
in calculator leasing leads1

c.80% increase in the time 
customers spend interacting with 
calculator/self-educating1

Increased calculator visit to 
lead conversion worth c.$3m+ 
in vehicle order revenue p.a.2

New Smartleasing vehicle calculator has seen 
sustained improvement in customer 
engagement and leads

1. Baseline period is 12 months prior to mid-March 
2021 go-live of new Smartleasing calculator.

2. Assuming historic lead to vehicle order conversion. 10



We will launch 
new digital assets 
promoting education 
and digitising
interactions

11

New Smartsalary website
 Simpler
 Better user experience
 Improved data analytics



New vehicle sales portal

 Digitising customer education 
and interactions

 End-to-end sales process when all 
development phases are complete

Customers will be able 
to engage with 
Smartgroup for novated 
leasing digitally 24/7

12



A capital light 
and resilient 

business 
generating solid 
cash flows and 

dividends 

Solid performance with minimal corporate debt and strong cash 
generation

Strong long term contractual arrangements with clients

13

Resilient income generated from clients operating in defensive 
sectors

Growth strategy and enhanced operational efficiencies through 
digital investments already showing success

Large addressable market being targeted to broaden service 
offering uptake

Proven capital and income returns delivered for shareholders over 
the long term



Important notice and disclaimer
Disclaimer

This presentation has been prepared by Smartgroup Corporation Ltd (ACN 126 266 831) (“Smartgroup”) and is general background information about 
Smartgroup’s activities current as at the date of this presentation. The information is given in summary form and does not purport to be complete.

To the extent that certain statements contained in this presentation may constitute “forward-looking statements” or statements about “future matters”, the 
information reflects Smartgroup’s intent, belief or expectations at the date of this presentation. Smartgroup gives no undertaking to update this information 
over time (subject to legal or regulatory requirements). Any forward-looking statements, including projections, guidance on future revenues, earnings and 
estimates, are provided as a general guide only and should not be relied upon as an indication or guarantee of future performance. Forward-looking 
statements involve known and unknown risks, uncertainties and other factors that may cause Smartgroup’s actual results, performance or achievements to 
differ materially from any future results, performance or achievements expressed or implied by these forward-looking statements. Any forward-looking 
statements, opinions and estimates in this presentation are based on assumptions and contingencies which are subject to change  without notice, as are 
statements about market and industry trends, which are based on interpretations of current market conditions. Neither Smartgroup, nor any other person,  
gives any representation, assurance or guarantee that the occurrence of the events expressed or implied in any forward-looking statements in this 
presentation will actually occur. Past performance is no guarantee of future performance.

No representation or warranty, express or implied, is made as to the accuracy, adequacy or reliability of any statements, estimates or opinions or other 
informationcontained  in this presentation. To the maximum extent permitted by law, Smartgroup, its subsidiaries and their respective directors, officers, 
employees and agents disclaim all liability  and responsibility for any direct or indirect loss or damage which may be suffered by any recipient through use 
of or reliance on anything contained in or omitted fromthis presentation. No recommendation is made as to how investors should make an investment 
decision. Investors must rely on their own examination of Smartgroup, including the  merits and risks involved. Investors should consult with their own 
professional advisors in connection with any acquisition ofsecurities.

Non-International Financial Reporting Standards (Non-IFRS) information

This presentation presents financial information on both a statutory basis (prepared in accordance with Australian accounting standards which comply with 
International Financial  Reporting Standards (IFRS) and non-IFRS basis
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ASX CEO Connect
In partnership with

Register your interest to hear more about
the next CEO Connect event

www2.asx.com.au/ceo-connect

Join us next time: Tuesday 30th August
Hear from the below companies (more to be announced soon)



Thank you.
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