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Record FY22 financial results

*Excluding significant items and underlying Operating EBITDA (ex JobKeeper).

** Adjusted for contingent consideration

REVENUE
OPERATING         

EBITDA
NET PROFIT

OPERATING 
CASH FLOW

DIVIDEND
PER SHARE

NET CASH

$193.4 million

+20.4% YoY

$62.2 million*

+40.1% YoY

$27.1 million*

+18.8% YoY

$48.8 million

96% cash conversion

$52.3 million** 12.5 cents
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Our global operating model
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FY22 delivered against priorities

Strong talent acquisitions in 
key roles at OB Media, 

Orchard and BMF 

Acquired senior talent from 
ROI DNA and GetIT

acquisitions 

Continued strong NPS scores 
in competitive environment for 

talent

Hotwire MBA 
proposition delivers 
joint wins and cross 

selling to existing client 
base

ROI DNA and GetIT
add sophisticated 

performance 
marketing capabilities 

in N.A. and APAC

Global systems 
continue to be 
implemented

Earnings growing 
faster than revenues

TALENT CAPABILITY PRODUCTIVITY INNOVATION

Ongoing assessment 
of internal and external 

investment 
opportunities

Flexible balance sheet 
with cash to support 

growth initiatives

+ + +
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CEO Business Review
—
Brent Scrimshaw
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Enero’s strategy is to provide relevant and 
integrated services with deep vertical expertise

Clients want integrated support …

• Client roles/buyers are merging (CMO=CRO)

• Communications specialties no longer work in siloes

• Multi-agency model more difficult to manage as importance of 

data and technology increases

• Procurement’s role is expanding, and prefers single providers

• As marketing becomes more personalised and more closely 

tied to revenue, critical to understand the unique client context

• Ever increasing digital complexity requires support navigating 

organizational and technical change

… but not at the expense of 

deep vertical expertise

Digital

Data

Creativity

AdTech

Tech Healthcare
Growth 

Consumer

Our FY23-FY25 strategy:

Integrated experts in the verticals that count

USA

Mar

Tech

Priority verticals

P
ri
o

ri
ty

 s
e

rv
ic

e
s

Organic and inorganic 

growth opportunities
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Strong track record of growth

GROWING NET REVENUE (A$M)* GROWING OPERATING EBITDA (A$M) AND MARGIN (%)*
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HIGHLIGHTS

• Net revenue continues to grow 
both organically and through 
acquisitions over the past 5 
years. Acquisitions include 
Orchard in FY18, MBA in FY21

• GetIT and ROI DNA to 
contribute to earnings from 
FY23  

• CAGR over 4 years for Net 
revenue is 12.7% and 
Operating EBITDA is 32.3%

• Operating EBITDA margin 
expansion from 13% to 25.0%* 
driven through growth in higher 
margin businesses such as OB 
Media and continued efficient 
operating cost base

Note: *Net revenue and Operating EBITDA reflect 51% economic interest in OB Media 8
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Diversified revenue with deep client relationships

Information 
Technology

37%

Digital Media
19%

Retail
12%

Health Care
12%

Services
10%

Transport, 
Airlines & Auto

4%

Finance
3%

Consumer 
Goods

2%
Other
1%

Net revenue is diversified across industry and geography

% of clients by length of relationship

Note: Net revenue reflects 51% economic interest in OB Media

12%

22%

20%

46%

Less than 2 years

2 years or more

4 years or more

6 years or more

Tech exposure is predominately B2B and in 

sustainable growth segments including cloud 

computing, security and digital transformation

66% of clients have been with the Enero 

group for 4 years or more

High client longevity

Australia, 42%

UK and Europe, 
22%

USA, 36%

50:50 project and retainer revenue split in 

FY22 for agencies
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Brand Transformation

Key 

Metrics

Highlights

• Double digit top and bottom-line growth

• 110bp EBIT margin improvement YoY

• 305 FTE before recent acquisitions

• Double digit top and bottom-line growth

• 170bp EBIT margin improvement YoY

• 140 FTE plus strong bench of contractors

• Momentum with ‘Reputation to 

Relationship to Revenue’ offering through

acquisitions of MBA, ROI DNA and GetIT

• GetIT provides a platform for AsiaPac

• 20+ award wins

• Delivered multiple health and social 

impact campaigns for Fed Govt

• ALDI Australia recognized as #4 Effective 

Brand in the world (WARC 100)

• Named #3 Most Effective Creative 

Agency in the world (WARC 100)

THE GLOBAL TECH 
COMMUNICATIONS CONSULTANCY

CREATIVE AGENCY:  
HOME OF THE LONG IDEA – ENDURING, 
EFFECTIVE, EMOTIVE END TO END IDEAS
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Creative Technology and Data

Key 

Metrics

Highlights

• Substantial top and bottom-line growth

• ~120% increase in customers delivered to 

advertisers to 285 million

• 30% improvement in traffic conversion

• Net revenue and EBITDA growth YoY

• EBIT Margins consistent with 2021

• 117 FTE plus strong bench of contractors

• Investment in Audience Development 

capability with key new hires

• Continued enhancements of campaign 
optimisation and platform development

• Technology investments driving more 

informed media buying capability

• Won Amaysim and delivered first CDP 

Optimizely deployment in Aust for Tourism 

Tasmania

• Strong performance in Aust Health

• Most awarded agency at 2021 PRIME 

Healthcare Marketing Awards

PROGRAMMATIC MARKETING PLATFORM: 
HELPING BUSINESSES ACCESS ONLINE 
ADVERTISING MARKETS

DIGITAL AGENCY: 
TRANSFORMING BUSINESSES THROUGH 
BETTER CONNECTED EXPERIENCES
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15 offices & over 900 employees around the 
world

FY22 GEOGRAPHICAL CONTRIBUTIONS 

FROM OPERATING COMPANIES*

REVENUE EBITDA

USA 36% 58%

UK AND

EUROPE 22% 16%

AUSTRALIA 42% 26%
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FY22 summary

✓ FY22 financial results add to strong track record

• 20% Net revenue growth

• Industry leading margins

• All businesses contributing profit

✓ Well diversified revenue base across businesses

✓ Integrated services and deep vertical expertise 

demonstrated by Hotwire’s ‘Reputation to Revenue’ 

services

✓ Continued investment in talent and Centres of Excellence 

to support growth ambition
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FY23 outlook and 
trading update
—
Brent Scrimshaw
CEO
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FY23 key priorities

• Continued 

investment in new 

capabilities

• Build internal 

innovation 

mindset

• Complete 

integration of 

recent 

acquisitions 

• Drive commercial 

success with 

refined go-to-

market

• Systems and 

processes to 

improve 

productivity

• Diligent cost 

management to 

preserve 

profitability

• Refine post-

COVID workplace 

of the future

• Global Learning & 

Development 

model

• Invest in DEI 

initiatives

Focus on Core

• Drive key 

initiatives to 

strengthen and 

accelerate 

existing business

• Develop ESG 

approach

Commercialise 

Investments

Capability 

Enhancement

Drive

Efficiency

Magnet for 

Talent
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Q1 Trading Update

• Enero Group saw a continuation of its sustainable revenue and 

EBITDA growth over Q1FY23

• FY23 Q1 revenue is up 35.5% year-on-year and 19.1% on a like 

for like basis excluding acquisitions and disposals

• The Creative Technology segment has continued its strong 

financial performance over the quarter

• The Brand Transformation segment has benefited from the 

contributions of ROI DNA and GetIT, though is experiencing some 

impact from macro conditions in the US and UK that may 

contribute to slower client decision making continuing into Q2

• Enero remains focused on delivering organic growth and strong 

margins in FY23

($M) Q1 FY23 Q1 FY22 YoY % change

Net Revenue 61.8 45.6 35.5%

Operating EBITDA 19.2 14.7 30.1%

Operating EBITDA margin 31.1% 32.2% (110bp)
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Disclaimer
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This document has been prepared by Enero Group Limited 
(Enero) and comprises written materials/slides for a 
presentation concerning Enero. This is not a prospectus, 
disclosure document or offering document. 

This document is for information purposes only and does 
not constitute or form part of any offer or invitation to 
acquire, sell or otherwise dispose of, or issue, or any 
solicitation of any offer to sell or otherwise dispose of, 
purchase or subscribe for, any securities, nor does it 
constitute investment advice, nor shall it or any part of it 
nor the fact of its distribution form the basis of, or be relied 
on in connection with, any contract or investment decision.

Certain statements in this presentation are forward looking 
statements. You can identify these statements by the fact 
that they use words such as “anticipate”, “estimate”, 
“expect”, “project”, “intend”, “plan”, “believe”, “target”, 
“may”, “assume” and words of similar import. These 
forward looking statements speak only as at the date of this 
presentation. These statements are based on current 
expectations and beliefs and, by their nature, are subject to 
a number of known and unknown risks and uncertainties 
that could cause the actual results, performances and 
achievements to differ materially from any expected future 
results, performance or achievements expressed or implied 
by such forward looking statements.

No representation, warranty or assurance (express or 
implied) is given or made by Enero that the forward looking
statements contained in this presentation are accurate, 
complete, reliable or adequate or that they will be achieved 
or prove to be correct.

Except for any statutory liability which cannot be excluded, 
each of Enero, its related companies and their respective 
officers, employees and advisers expressly disclaim any 
responsibility for the accuracy or completeness of the 
forward looking statements and exclude all liability 
whatsoever (including negligence) for any direct or indirect 
loss or damage which may be suffered by any person as a 
consequence of any information in this presentation or any 
error or omission therefrom.

Subject to any continuing obligation under applicable law or 
any relevant listing rules of the ASX, Enero disclaims any 
obligation or undertaking to disseminate any updates or 
revisions to any forward looking statements in these 
materials to reflect any change in expectations in relation to 
any forward looking statements or any change in events, 
conditions or circumstances on which any statement is 
based. Nothing in these materials shall under any 
circumstances create an implication that there has been no 
change in the affairs of Enero since the date of this 
presentation.

NON-IFRS PERFORMANCE MEASURES

This results presentation uses non-IFRS performance 
measures which have not been audited or reviewed. The 
Company believes that, in addition to the conventional 
measures reported under IFRS, the Company and investors 
use this information to evaluate the Company’s 
performance. Non-IFRS performance measures include 
Operating EBITDA which is defined in the presentation.


