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IMPORTANT NOTICE
This disclaimer applies to this presentation and the information contained in it (the “Presentation”).

By reading this disclaimer you agree to be bound by it.

Important notice and disclaimer: This presentation contains a general summary of the activities of Kogan.com Ltd (Kogan.com), does not purport to be complete and is 
to be read in conjunction with all other announcements filed with the Australian Securities Exchange (ASX), including Kogan.com’s full year results filed with the ASX on 23 
August 2016. Information in this presentation is current as at the date of this presentation (23 August 2016) and remains subject to change without notice. Financial 
information in this presentation is unaudited. Kogan.com does not warrant the accuracy, adequacy or reliability of the information in this presentation and, to the maximum 
extent permitted by law, disclaims all liability and responsibility flowing from the use of or reliance on such information by any person.

Not an offer or financial product advice: This presentation is not investment or financial product advice or any recommendation (nor tax, accounting or legal advice) and 
is not intended to be used as the basis for making an investment decision. In providing this document, Kogan.com has not considered the objectives, financial position or 
needs of any particular recipients. Each recipient should consult with its professional adviser(s), conduct its own investigation and perform its own analysis in order to satisfy 
themselves of the accuracy and completeness of the information, statements and opinions contained in this document. This presentation does not constitute an offer to 
issue or sell securities or other financial products in any jurisdiction. The distribution of this presentation outside Australia may be restricted by law.

Forward looking statements: This presentation contains forward looking statements and comments about future events, which reflect Kogan.com’s intent, belief or 
expectation as at the date of this presentation. Such forward looking statements may include forecast financial and operating information about Kogan.com, its projects 
and strategies and statements about the industries and locations in which Kogan.com operates. Forward looking statements can be identified by forward-looking 
terminology including, without limitation, “expect”, “anticipate”, “likely”, “intend”, “should”, “could”, “may”, “predict”, “plan”, “propose”, “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 known and unknown risks, uncertainties and 
contingencies, both general and specific, many of which are beyond Kogan.com’s control, and there is a risk that such predictions, forecasts, projections and other forward 
looking statements will not be achieved. Actual results may be materially different from those expressed or implied. Forward looking statements are provided as a general 
guide only and should not be relied on as an indication, representation or guarantee of future performance. Undue reliance should not be placed on any forward looking 
statement. Kogan.com does not undertake to update or review any forward looking statements.

Past performance: Past performance should not be relied upon as (and is not) an indication or guarantee of Kogan.com’s future performance or condition.

Financial data: All financial amounts contained in this Presentation are expressed in Australian currency, unless otherwise stated. Any discrepancies between totals and 
sums of components in tables and figures contained in this Presentation are due to rounding. 

Non-IFRS measures: Throughout this presentation, Kogan.com has included certain non-IFRS financial information, including EBITDA, Net Debt and Gross Sales. Kogan.com 
believes that these non-IFRS financial and operating measures provide useful information to recipients for measuring the underlying operating performance of Kogan.com’s 
business. Non-IFRS measures have not been subject to audit.
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FY16 RESULTS
FY16 Pro Forma EBITDA of $4.0 million represents an outperformance on Prospectus forecast of $1.1 million.

Solid growth of active customers and 
active subscribers

Generating significant operating 
leverage

Delivering faster than expected growth 
and contributing to higher margins

Pro Forma 
forecast1

FY2016

Pro Forma 
actual1

FY2016 Variance %

201.1 211.2 5.0%

2.9 4.0 37.9%

Revenue $m 

Gross Margin % 

EBITDA $m

14.5% 15.5% 6.9%

4Notes:
1. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.

CUSTOMER GROWTH

DICK SMITH

THIRD PARTY DOMESTIC

KEY DRIVERS OF IMPROVED TRAJECTORY 



FINANCIAL HIGHLIGHTS
Revenue, Gross Margin and Pro Forma EBITDA exceeded FY16 Prospectus forecast. 

$225m

FY15A FY15A FY15AFY16F2 FY16F2 FY16F2FY16A FY16A FY16A

18% $5m

$200.3m 14.4%

$1.6m

$201.1m 14.5%
$2.9m

$211.2m

15.5%

$4.0m

$200m

$175m 10% 0

11%

$1m
12%

$2m
13%

$3m

14%

$4m

15%

16%

17%

5

REVENUE GROSS MARGIN Pro Forma1 EBITDA

Notes:
1. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.
2.  FY16F reflects the Prospectus Forecast. 



FY16 YEAR IN REVIEW
How we delivered value this year:

6

DATA DRIVEN CULTURE BEST-IN-CLASS 
SERVICE & TECHNOLOGY

 COMPELLING OFFERING

Revenue growth through precision 
purchasing, even while capital 
constrained.

Continual improvement of consumer 
offering, servicing known consumer 
demand through:

- Growth of Private Label
range and brands;

-
-

New Third Party brands; and 
Launch and growth of New 
Verticals, Kogan Mobile and 
Kogan Travel.

Increased automation driving faster 
dispatch and improved customer 
experience.

Active customer and subscriber 
growth, despite suppressed 
marketing budget.

Focus on personalisation and 
precision marketing.

Improved digital efficiency:
- SAP (ERP) roll-out and
optimisations;

- Streamlining of supply chain
- Automation initiatives

Scalable web infrastructure enabling 
rapid integration of Dick Smith.



KEY STATISTICS
Strong growth in Active Customers and Subscribers highlighting Kogan.com as a preferred online 
destination for Aussie shoppers.

7

Kogan

Kogan

Dec-15

Jun-15

Jun-16

Jun-16

Dick Smith

Dick Smith

Kogan

Kogan

Total 
unique4

Total

Active Subscribers1

Revenue

2.3m

$200.3m $6.5m

2.9m

$211.2m

Active Customers2

Revenue growth on prior year

621,000

17.8%

1.2m

32,000 
(88.2% New3)

100%

672,000

$204.7m 

2.2%

3.7m 

702,000

5.4%

Notes:
1.  “Active Subscribers”: unique email subscribers as at 31 December 2015 and 30 June 2016, rounded to the nearest thousand.
2.  “Active Customers”: unique customers who have purchased in the last twelve months as at 31 December 2015 and 30 June 2016, rounded to the nearest thousand.
3.  % of Dick Smith Active Customers from launch on 4 May 2016 to 30 June 2016 who had never purchased from Kogan.
4. Total unique Active Subscribers and Active Customers across Kogan and Dick Smith excludes duplicates where subscribers or customers are on both lists.  



SUCCESSFUL LAUNCH OF DICK SMITH
Dick Smith websites were integrated into the business ahead of schedule and launched on 4 May 2016.

8



THIRD PARTY DOMESTIC ACHIEVED 
STRONG GROWTH IN FY16
Third Party Domestic continues to gain traction and exceed forecast as brands become more attracted to our 
active customer/subscriber base and distribution capability.

9Notes:
1. Brands shown represent a selection only.
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$18m 230

$2m 50

$4m 70

$6m 90

110
$8m

130
$10m

150

L3M Gross Sales No. of Brands (RHS)

$12m
170

$14m
190

$16m
210

THIRD PARTY DOMESTIC L3M GROSS SALES 
VERSUS NUMBER OF BRANDS STOCKED
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David Shafer
CFO/COO

Financial Update



FY16 PERFORMANCE AGAINST FORECAST HIGHLIGHTS
Pro Forma EBITDA was 37.9% higher than the Prospectus forecast.

11

Pro Forma 
forecast3 

FY2016

Pro Forma 
actual3 

FY2016 %Variance

201.1

0.7

(4.0)4

2.9

211.2

1.6

(2.6)

4.0

5.0%

128.6%

35.0%

37.9%

10.1

0.9

1.4

1.1
14.5% 15.5% 6.9%1.0p.p

Revenue  

Gross Profit  

Gross Margin % 

EBITDA  

EBITDA Margin % 

EBIT 

PBT 

Net Debt1

Net Debt2

29.2

0.7

n/a

1.4%

32.7

1.5

(3.1)

1.9%

12.0%

114.3%

n/a

35.7%

3.5

0.8

n/a

0.5p.p

Notes:
1.  Pro Forma Net Debt excluding one-off costs and cash impacts relating to the IPO.
2.  Statutory Net Debt at 30 June 2016.
3. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.
4.  Prospectus estimated Net Debt as at completion of the Offer prior to listing.  A reconciliation of statutory to Pro Forma net assets is provided on page 23.

$m



PRO FORMA HISTORICAL & FORECAST RESULTS
Pro Forma EBITDA outperformed Prospectus forecast, driven by higher than forecast gross margin.

12

$m

Pro Forma 
forecast
FY2016

Pro Forma 
actual

FY2016 % Variance

EBIT

EBITDA

Depreciation & Amortisation

29.2

(8.1)
(5.1)

(8.9)
(4.2)

0.7

2.9

(2.2)

32.7

(9.2)
(5.7)
(9.2)
(4.6)

1.6

4.0

(2.4)

201.1 211.2 5.0%
(171.9) (178.5) 3.8%

128.6%

Gross Profit 
Gross Margin (%) 
Variable Costs 
Marketing Costs 
People Costs 
Other Expenses

14.5% 15.5%
12.0%
6.9  %
13.6%
11.8%
3.4%
9.5%

Profit Before Tax
Income Tax Expense

NPAT

EBITDA Margin (%)

0.7
(0.3)

0.4

1.4%

1.5
(0.6)

0.8

1.9%

Gross Sales 
Revenue 
Cost of Sales

209.1 221.3 5.8%

114.3%
100.0%

100.0%

37.9%
 35.7%

9.1%

Notes:
1. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.

Revenue was $10.1 million above 
forecast, of which Dick Smith 
represented $6.5 million.

Gross profit was 12.0% above 
FY16 forecast at $32.7 million.

Approximately 48.0% of the overhead 
cost base is predominantly fixed, 
resulting in an increased EBITDA margin 
against forecast.

OVERVIEW

+ve / -ve NPAT impact



KEY DRIVERS OF KOGAN.COM 
FY16 FINANCIAL PERFORMANCE
The business, excluding Dick Smith, outperformed forecast revenue by $3.6 million.

13

In the six months to June, the business achieved solid growth in Active Subscribers1 and Active 
Customers2, excluding Dick Smith, of 600,000 (26.1%) and 51,000 (8.2%), respectively.

Successfully launched on 4 May 2016 and achieved revenue of $6.5 million in FY16.  Dick Smith 
is delivering operating leverage into the business via additional revenues from the existing 
operating cost base.  

Third Party Domestic was a key out-performance area of the business, as additional brands 
joined Kogan.com and the range was expanded.

Average Inventory in FY16 was $3.8 million lower than FY15, due to capital constraints which 
impacted growth of Private Label revenue, albeit inventory turnover improved as existing 
inventory was depleted and new purchases were subject to more stringent demand and sell-
through requirements.

IPO Proceeds are progressively being deployed into Private Label products that meet or 
exceed our demand requirements.  The benefits of this investment in Private Label are 
expected to flow through in FY17.

DICK SMITH LAUNCH

THIRD PARTY DOMESTIC 
IS OUTPERFORMING

PRIVATE LABEL WAS 
IMPACTED BY CASH 

CONSTRAINTS

CUSTOMER GROWTH

Notes:

1.  “Active Subscribers”: unique email subscribers as at 31 December 2015 and 30 June 2016, rounded to the nearest thousand.
2.  “Active Customers”: unique customers who have purchased in the last twelve months as at 31 December 2015 and 30 June 2016, rounded to the nearest thousand.  



KEY DRIVERS OF KOGAN.COM 
FY16 FINANCIAL PERFORMANCE
The business is reaping the rewards of the SAP implementation through improved efficiency, automation and  
reporting, allowing management to make faster and more informed decisions.

14

Gross margin exceeded the Prospectus forecast of 14.5% by 6.9%.

The increase in gross margin was largely driven by mix change with Third Party Domestic sales 
representing 24.2% of product Gross Sales compared to a forecast of 18.4%.  

Gross margins were also higher than the March to June 2016 forecast across Private Label, Third 
Party Domestic and Third Party International.

Kogan Mobile is continuing to grow at a steady pace with new customer acquisitions and repeat 
customers.  Gross Sales outperformed forecast for FY16 by 25.0% after a strong Q4FY16 
following the successful roll out of 4G in May 2016, together with new plans. 

Kogan Travel successfully outperformed FY16 forecast Gross Sales by 11.6% through better than 
expected deal generation and customer conversion.

The business is successfully optimising SAP to improve regular reporting in order to enable 
faster and better decision-making by management.

Efficiencies gained from the optimisation of SAP have also led to automation across various 
operational functions, improving customer-experience, reducing error and costs.

GROSS MARGINS IMPROVED

NEW VERTICALS 
PERFORMING WELL

SAP DELIVERED EFFICIENCY



PRO FORMA FY16 RESULTS COMPARED TO FY15
Pro Forma EBITDA increased by 150.0% year on year.

15

$m

Pro Forma 
actual

FY2015

Pro Forma 
actual

FY2016 % Variance

EBIT
Interest

28.9

(7.3)
(6.0)
(9.7)
(4.3)

0.2
(0.1)

1.6

(1.4)

32.7

(9.2)
(5.7)
(9.2)
(4.6)

1.6
(0.1)

4.0

(2.4)

Revenue 200.3 211.2 5.4%
Cost of Sales (171.4) (178.5) 4.1%

700.0%
0.0%

Gross Profit 
Gross Margin % 
Variable Costs 
Marketing Costs 
People Costs 
Other Expenses

14.4% 15.5%
13.1%

7.6%
26.0%
5.0%
5.2% 
7.0%

Profit Before Tax
Income Tax Expense

EBITDA
EBITDA Margin % 
Depreciation & Amortisation

0.1
(0.4)

(0.3)

0.8%

1.5
(0.6)

0.8

1.9%

1400.0%
50.0%

n/a

150.0%
137 .5%
71.4%

Growth in Third Party Branded Domestic revenue, 
due to brand and product range expansion.

Mix shift towards Third Party Branded Domestic 
products, which has ~3x higher Gross Margins than 
Third Party Branded International products.

Increase in EBITDA primarily driven by growth in 
revenue and gross margin.  In addition, there was a 
reduction in marketing expenditure to conserve 
cash, and lower people costs as a result of 
efficiencies and automation achieved following the 
SAP Implementation.
Partially offset by higher warehousing costs, 
representing an increase in volumes and Third 
Party Domestic revenue.

Offset by discounting in 1H FY2016 to clear ageing 
and obsolete inventory, which increased as a result of 
SAP Implementation.

Launch of New Verticals Kogan Travel (May 2015) 
and Kogan Mobile (October 2015).

Launch of Dick Smith on 4 May 2016.

REVENUE

GROSS PROFIT

EBITDA

Notes:

1. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.

NPAT

+ve / -ve NPAT impact



FY16 PRODUCT GROSS SALES
PRODUCT & BUSINESS MIX
Third Party Domestic Gross Sales represented 24.2% of product Gross Sales compared to forecast of 18.4%

16

Third Party Domestic was a key out-performance area of the business, as additional brands joined Kogan.com and the range was 
expanded, with Third Party Domestic sales representing 24.2% of product Gross Sales compared to a forecast of 18.4%.  With 
margins ~3x Third Party International, Third Party Domestic growth has a positive impact on overall Gross Margin.

GROSS SALES MIX BY PRODUCT DIVISION 
(EXCLUDING NEW VERTICALS) PRIVATE LABEL PRODUCT GROSS SALES MIX

  

 
 

 
24.2%

38.6%

37.2%
43.3%

56.7%

Third Party 
Domestic

Third Party 
International

Private Label
General  

Merchandise

Consumer 
Electronics



IMPACT OF CASH CONTRAINTS
ON INVENTORY HOLDING
Whilst Gross Sales increased year on year, management believes the reduction in inventory in FY16 represents a 
lost sales opportunity in the period.

17Notes:
1. Gross Sales is a non-IFRS measure and represents sales of products and services, before deducting cancellations and refunds.  Average inventory represents the monthly average inventory in the period.

100

0

20

40

60

80

Private Label Gross Sales

Third Party Domestic Gross Sales

Average Inventory

PRIVATE LABEL AND THIRD PARTY DOMESTIC GROSS 
SALES VERSUS AVERAGE INVENTORY HOLDING1

FY14 FY15 FY16

Average Inventory in FY16 was $3.8 million lower 
than FY15, due to capital constraints which impacted 
growth of Private Label revenue, albeit inventory 
turnover improved as existing inventory was 
depleted and new purchases were subject to more 
stringent demand and sell-through requirements.
IPO Proceeds are progressively being deployed 
into Private Label products that meet our demand 
requirements.  

OVERVIEW60.5

77.5

26.0

15.4

4.6

14.2 27.3

70.8

22.2



PRIVATE LABEL STRATEGY
IPO proceeds being invested in the Private Label range to drive growth.

18

Following the IPO, the business has sufficient funds to invest in Private Label. 

IPO proceeds are being deployed into products for which there is proven demand, with the benefits expected to be realised from 
Q2FY17.

Footwear

Pet Supplies

Men’s
Grooming

Baby &
Toddlerware

Homewares

Women’s
Personal

Care

Consumer
Electronics

& Appliances Bathroom
Fittings

Travel

Outdoor &
Camping

Home
Hardware

Fitness 
& Sport

Pest Control

Notes:
1. As at 30 March 2016.



NEW VERTICALS
KOGAN TRAVEL & KOGAN MOBILE

19

Launched in May 2015 to market affordable travel 
and holidays online through existing and new 
customer base.

Launched in October 2015 to offer affordable 
pre-paid mobile plans.

4G roll-out completed ahead of schedule.

Periodic plan reviews (with two new plans 
commencing since launch) and regular promotions 
demonstrate a strong commercial relationship 
between Kogan and Vodafone.

- -

0.2m
50,000

0.4m
100,000

0.6m

150,0000.8m

200,000
1.0m

250,000
1.4m

1.2m

300,0001.6m

FY16 QUARTERLY GROSS SALES1 - KOGAN TRAVEL FY16 QUARTERLY GROSS SALES1 - KOGAN MOBILE

Q1FY16 Q3FY16 Q3FY16Q2FY16 Q2FY16Q4FY16 Q4FY16

Kogan Travel and Kogan Mobile performed above forecast levels in FY16

Seasonal
Impact post
Christmas

Partial Quarter 
- launched on

19 Oct

Notes:
1. Gross Sales is a non-IFRS measure - refer to the definition in the Glossary at the end of this Presentation. In respect of commission based sales generated under Kogan Mobile and part of Kogan Travel, Gross 
Sales represents only the commission received by the Company, and not the GTV paid by consumers 



NEW VERTICALS
Kogan Travel and Kogan Mobile outperformed forecast Gross Sales1.

20

$m

Pro Forma 
forecast
FY2016

Pro Forma 
actual

FY2016 Variance %

Total 4.7 5.3

Gross Sales
Kogan Travel
Kogan Mobile

4.3
0.4

4.8
0.5

0.5 11.6%
0.1 25.0%

0.6 12.8%

Kogan Travel successfully outperformed FY16 
forecast as a result of compelling deals to a variety 
of destinations.

Kogan Mobile is continuing to grow at a steady 
pace with new customer acquisitions and repeat 
customers exceeding forecast.

OVERVIEW

Notes:
1. Gross Sales is a non-IFRS measure - refer to the definition in the Glossary at the end of this Presentation. In respect of commission based sales generated under Kogan Mobile and part of Kogan Travel, Gross 
Sales represents only the commission received by the Company, and not the GTV paid by consumers 



PRO FORMA OPERATING COSTS

21

0%0%

2%2%

4%4%

6%6%

8%8%

12%12%

10%10%

14%14%

16%16%

PRO FORMA1 OPERATING COSTS 
BREAKDOWN FY15A - FY16A

PRO FORMA1 OPERATING COSTS 
BREAKDOWN FY16F - FY16A

FY16AFY16A FY16FFY15A

Notes:

Whilst gross margins on Third Party Domestic products are ~3x higher than Third Party International, 
outperformance against forecast revenue leads to marginally higher operating costs.

13.1%13.6% 13.6%13.6%

as
 %

 o
f r

ev
en

ue

People Costs/RevenueVariable Costs/Revenue 
Marketing Costs/Revenue Other Expenses/Revenue

Predominately 
Fixed

Predominately 
Fixed

Predominately 
Volume-Driven

Predominately 
Volume-Driven

2.1% 2.1%
2.2%2.2%

4.9% 4.4%
4.4%4.4%

3.0% 2.5%
2.7%2.7%

3.6% 4.0%
4.3%4.3%

1. The basis of the Pro Forma results is consistent with the Prospectus.  A reconciliation from statutory to Pro Forma is provided on page 24.
2.  FY16F reflects the Prospectus Forecast. 



PRO FORMA NET ASSET SUMMARY
Pro Forma1 Net Debt2 was $1.4 million lower at 30 June 2016 than the Prospectus forecast level of $4.0 million 
assumed prior to the listing.

22

$m
Pro Forma actual

30-Jun-16

CURRENT ASSETS

NON-CURRENT ASSETS

NON-CURRENT LIABILITIES

Cash & Cash Equivalents 2.3

Property, Plant & Equipment 0.6

Total Non-Current Liabilities (0.1)

(14.4)

Current Tax Receivable 0.1

Total Non-Current Assets 5.5

(4.4)

Trade & Other Receivables 2.5

Intangible Assets 4.6

Total Liabilities (24.3)

Net Assets 8.2

(4.9)

Other Current Assets 1.4

Total Assets 32.4

Total Current Liabilities (24.2)

Inventories 20.5

Deferred Tax Assets 0.3

CURRENT LIABILITIES 
Trade & Other Payables 
Loans & Borrowings 
Provisions
Deferred income

(0.5)

Total Current Assets 26.9

Notes:
1.  Pro Forma Net Assets figures exclude balances and cash outflows in relation to the listing.  A reconciliation from statutory to Pro Forma is provided on page 23.
2.  Net Debt is calculated as Loans and borrowings less Cash and Cash Equivalents. 

Pro Forma Net Debt of $2.6 million, 
whereas Prospectus forecast assumed 
$4.0 million



STATUTORY RECONCILIATION TO PRO FORMA NET ASSETS
Statutory Net Debt was $3.1 million at 30 June 2016.

23

$m
Statutory
30-Jun-16 Transaction costs1

Pro Forma
30-Jun-16

CURRENT ASSETS

NON-CURRENT ASSETS

NON-CURRENT LIABILITIES

Cash & Cash Equivalents 1.8 0.5 2.3

Property, Plant & Equipment 0.6 - 0.6

Total Non-Current Liabilities (0.1) - (0.1)

(15.5) 1.1 (14.4)

Current Tax Receivable 0.1 - 0.1

Total Non-Current Assets 5.5 - 5.5

(4.4) - (4.4)

Trade & Other Receivables 3.0 (0.5) 2.5

Intangible Assets 4.6 - 4.6

Total Liabilities (25.4) 1.1 (24.3)

Net Assets 7.1 1.1 8.2

(4.9) - (4.9)

Other Current Assets 1.4 - 1.4

Total Assets 32.4 (0.0) 32.4

Total Current Liabilities (25.3) 1.1 (24.2)

Inventories 20.5 - 20.5

Deferred Tax Assets 0.3 - 0.3

CURRENT LIABILITIES 
Trade & Other Payables 
Loans & Borrowings 
Provisions
Deferred income

(0.5) - (0.5)

Total Current Assets 26.9 (0.0) 26.9

Notes:
1. Transaction costs: adjustments to remove balances included in the Statutory figures which relate to the IPO. 



STATUTORY RECONCILIATION TO PRO FORMA RESULTS
FY16 Pro Forma EBITDA was $1.1 million above forecast, driven by revenue exceeding forecast by $10.1 million.
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$m
Statutory 

FY16
Transaction

Costs
Pro-Forma 

Costs

Pro Forma 
Actual

FY16

EBIT
Interest

32.7

(9.2)
(5.7)
(8.5)
(5.4)

1.5
(0.1)

3.9

(2.4)

-

-
-
-

1.1

1.1
-

1.1

-

Revenue 211.2 - - 211.2
Cost of Sales (178.5) - - (178.5)

- 32.7

- (9.2)
- (5.7)

(0.8) (9.2)
(0.3) (4.6)

(1.1) 1.6
- (0.1)

(1.1) 4.0

- (2.4)

Gross Profit 
Gross Margin % 
Variable Costs
Marketing Costs
People Costs
Other Expenses

15.5% - - 15.5%

Profit Before Tax

EBITDA
EBITDA Margin % 
Depreciation & Amortisation

1.4

1.9%

1.1

-

(1.1) 1.5

- 1.9%

One-off IPO related costs recorded in 
FY16 are added back to reconcile to the 
Prospectus Pro Forma forecast.

Consistent with the Prospectus, Pro Forma listed entity 
costs including Director fees; senior management salaries; 
the cost of obtaining company secretarial and investor 
relations services; and other public company costs.



FY16 STATUTORY CASH FLOW
Working capital reduced by $8.1 million in FY16, resulting in operating cash flow before capital expenditure 
of $12.0 million.

25

$m
Statutory

FY16

(0.0)

(1.8)

EBITDA
Change in Net Working Capital

Cash Flow before Financing & Taxation

Operating Cash Conversion (1)

Operating Cash Flow before Capital Expenditure 
Purchase of PP&E
Purchase of the Dick Smith Assets
Investment in Intangibles

3.9
8.1

12.0

7.6

307.7%

(2.6)

The business generated $12.0 million of operating 
cash flow before capital expenditure in FY16, 
resulting in an operating cash conversion ratio of 
307.7%.

Working capital reduced by $8.1 million in FY16, 
predominantly driven by an increase in trade 
payables as a result of improved payment terms 
negotiated with some Private Label suppliers, and 
a decrease in inventory due to cash constraints 
experienced during FY16, now relieved by the IPO 
proceeds.

OVERVIEW

Notes:
1. Operating cash conversion is calculated as Operating cash flow before capital expenditure/EBITDA.
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Outlook



FY17 OUTLOOK
Positive outlook for FY17 due to growth in gross margins, and strong growth in Third Party Domestic and New 
Verticals.
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Following stronger than expected results in FY16 and trading results for July that 
are ahead of the FY17 Prospectus forecast monthly projection, the directors 
reaffirm the FY17 Prospectus forecast.

Accelerated growth of active customer base

Increased value from investment in SAP and automation 

Increased operating leverage (as demonstrated by Dick Smith) 

Private Label growth

Continued aggressive growth of Third Party Domestic 

Continued growth of New Verticals

WITH RELEASED CAPITAL CONSTRAINTS, 
WE EXPECT FY17 TO SHOW:



DELIVERING GROWTH IN FY17 & BEYOND
Kogan.com’s growth initiatives are designed to support its vision to become Australia’s premier online retail 
destination through leveraging its core business strengths.
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EXISTING GROWTH INITIATIVES USE OF NEW CAPITAL MEDIUM-TERM OPPORTUNITIES

Continued growth in 
Kogan Mobile & Kogan Travel Launch additional business verticals

Growth in contribution from 
Dick Smith

Selective & opportunistic M&ADelivering growth in FY17 & beyond

Third Party 
Domestic 
Growth

Investment
in Private

Label

Building the
Kogan

Community

Underlying Market Growth
11.5% CY2015 - CY2019 CAGR1

Notes:
1. Euromonitor, Euromonitor Passport Retailing 2016.  Forecast size and growth of the Australian Online Retail Market.



29

Q&A



GLOSSARY
Cancellations and Refunds: occur when customers cancel an order before it is despatched (cancellations) or when customers return products to Kogan.com following delivery due to a 

defect or change of mind (refunds)

Consumer Electronics: includes audio, cameras, computers & tablets, phones and TV & video 

EBIT: earnings before interest and tax

EBITDA Margin: EBITDA divided by revenue

EBITDA: earnings before interest, tax, depreciation and amortisation

FY16F: Financial year ended 30 June 2016 Prospectus forecast

FYxx: Financial year ended 30 June 20xx

FYxxA: Financial year ended 30 June 20xx Pro Forma actual

General Merchandise: includes appliances; baby, kids & family; gaming; toys & books; health & beauty; home & garden; office supplies; shoes & fashion; sports, outdoor & luggage; tools 

& automotive and pantry

Gross Margin: Gross Profit divided by revenue

Gross Profit: reventue less cost of goods sold

Gross Sales: represents sales of products and services, before deducting Cancellations and Refunds 

GTV: Gross transaction value 

Historical and Forecast Financial Information: Statutory and Pro Forma Financial Information for FY15, FY16 and FY17

Kogan Mobile: business segment offering pre-paid mobile phone plans available online using Vodafone’s network 

Kogan Travel: business segment offering online holiday packages and hotel and cruise bookings

Net Debt: Loans and borrowings less Cash and cash equivalents

New Verticals: Kogan Travel and Kogan Mobile

Private Label: products sold under brands owned by Kogan.com

Pro Forma: Consistent with the Prospectus.  Reconciliations from statutory to Pro Forma are provided on pages 23 and 24.

Prospectus: The replacement Prospectus of Kogan.com Ltd dated 24 June 2016

SAP Implementation: the period, from February 2015 to August 2015, in which SAP was “live” but not yet functioning without error

Third Party Branded Domestic: brands owned by third parties, for which products are sourced domestically

Third Party Branded International: brands owned by third parties, for which products are sourced internationally

Working Capital: total of trade and other receivables, inventories and prepayments which are included within other assets, less trade and other payables, deferred income, employee 

benefits and current provisions 30




