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A global operating model
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*Reflects Enero’s 51% economic ownership of OB Media

13 offices and 650 employees around the world

FY21 GEOGRAPHICAL CONTRIBUTIONS 

FROM OPERATING COMPANIES*

REVENUE EBITDA

USA 30% 48%

UK AND

EUROPE 25% 19%

AUSTRALIA 45% 33%
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CREATIVE AGENCY:  HOME OF THE LONG IDEA – ENDURING, EFFECTIVE, EMOTIVE END TO END IDEAS

AWARDS

LOCATION/S Australia

2020 Creative Agency of the Year

2020 Culture Award

2020 Agency of the Year2020 Grand Effie Award (Aldi)

2020 APAC Grand Effie Award (Aldi)

CLIENT WINS INCLUDE:KEY CLIENTS INCLUDE:

CASE STUDY ALDI

2020 Radio Campaign of the Year (Tourism Tasmania)

2020 OOH Campaign of the Year (Tourism Tasmania)

Brief: Dispel 

perceptions that ALDI’s 

produce was foreign 

and could not match its 

competitors in 

freshness

Solution: Show the 

migration of produce 

from Aussie farms to 

ALDI, and provide 

customers a tool to 

track that epic 

migration from the 

source

BRAND TRANSFORMATION
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WHAT CLIENTS WANTLOCATION/S US, UK/Europe, Australia

2021 Global Technology Agency of the Year

2021 EMEA Technology Agency of the Year

2020 North America Technology Agency of the Year

Best Agencies to Work for in PR

Unilad campaign in conjunction with UK partner Elvis

PR Silver Lion for Best use of Events and Stunts

PR Silver Lion for Media Relations

Media Silver Lion for Best Use of Stunts

America’s Best PR 

Agencies Ranking

AWARDS

THE GLOBAL TECH COMMUNICATIONS CONSULTANCY: FROM REPUTATION TO REVENUE

CLIENT WINS INCLUDE:KEY CLIENTS INCLUDE:

REPUTATION
Drive reputation 

and brand 

awareness

RELATIONSHIP
Grow number of 

relationships across 

target audiences

REVENUE
Support revenue 

generation

ROI
Return on investment 

with demonstrable 

business impact 

CASE STUDY Facebook #BUYBLACK Friday

Brief: Drive consumers to buy black, and ignite a #BuyBlack 

movement, not just a moment

Solution: Created 80 episodes of a #BuyBlack Friday Show 

(BBFS) with 2,000+ stories featuring the campaign across TV, 

radio, print and digital.

BRAND TRANSFORMATION
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CASE STUDY Royal Australian College of General Practitioners

AWARDS

LOCATION/S US, Australia

CLIENT WINSKEY CLIENTS INCLUDE:

2020 Digital Agency of the Year

2020 Culture Award (finalist)

2020 Best Customer Centric Experience

2020 Specialist Agency of the Year finalist

2020 Award for Culture finalist 

2020 Creativity in Communication 

(Consumer)
2020 Webby Awards Honoree (Hyundai)

DIGITAL EXPERIENCE AGENCY: TRANSFORMING BUSINESSES THROUGH BETTER CONNECTED EXPERIENCES

Brief: Communicate the vital role 

GPs play in safeguarding health, 

and encourage the public to 

return to GPs despite the COVID-

19 pandemic

Solution: Award-winning “Expert 

Advice Matters” campaign 

featuring people in vulnerable 

circumstances, showing visually 

how GPs can filter out confusion 

and misinformation to expose the 

truth and correct course of action

CREATIVE DATA AND TECHNOLOGY
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AWARDS

REVENUE BY INDUSTRY (FY20) REVENUE BY INDUSTRY (FY21)

2021 Advertising Recognition – Excellence in Quality

Finance

Health and 
Pharma

Legal
Education

Misc.

Retail

Auto

Senior

Insurance

Real Estate
Jobs

Home & Garden
Other

Finance

Health and 
Pharma

Legal

Education

Misc.

Retail

Auto

Senior

Insurance

Real Estate

Jobs

Home & Garden
Other

BUSINESS DRIVERS

PROGRAMMATIC MARKETING PLATFORM: HELPING BUSINESSES ACCESS ONLINE ADVERTISING MARKETS

KEY METRICSLOCATION/S US

130M
Consumers delivered to

advertiser websites

+45%
FY21 vs FY20

5,000
Number of advertising

campaigns

+84%
FY21 vs FY20

CREATIVE DATA AND TECHNOLOGY
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• Group leadership 

evolution

• New operating structure

• Strong culture

PEOPLE

FY21 Highlights
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• New framework for 

portfolio investment

• Acquisition of McDonald 

Butler Associates

• Divestment of Frank

PORTFOLIO

• EBITDA growth in every region 

and business

• Client diversification 

and longevity

PERFORMANCE
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A track record of sustainable growth

HIGHLIGHTS

• Net revenue has grown both 
organically (14% YoY in FY21) 
and through acquisitions over 
the past 5 years

• Operating EBITDA margin 
expansion to 22%* driven by:

• Growth in higher margin 
businesses 

• Efficient operating cost base

• Continued leverage of 
corporate centres of excellence 

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

• 60% of clients have been with 
the Group for 4 years or more

• Clients come back to us 
repeatedly for support to 
transform their brands and to 
deploy creative data 
and technology solutions to 
accelerate their performance.

• We deliver our consulting 
services under both retained 
and project-based models, 
depending on clients’ needs

11

ATTRACTIVE CLIENT LONGEVITY

22%

18%

28%

32%

Less than 2 years

2 years or more

4 years or more

6 years or more

BALANCED REVENUE CONTRIBUTION*

Retainer, 
54%

Project 
based, 46%

% of clients, by duration with group % of revenue by client engagement type

*Excludes OB Media

A progressive offering that 
delivers repeatable revenue
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*Adjusted for contingent consideration

Summary

Businesses 

delivering strong 

organic revenue and 

profit growth  

MOMENTUM

Dynamic leadership 

team with global 

experience and 

perspective

LEADERSHIP

Deep connection to 

world-class brands in 

high-growth sectors of 

technology, healthcare 

and consumer

POSITIONED 
FOR GROWTH

Flexible balance sheet 

with net cash of 

$30.6m* to support 

M&A opportunities

M&A 
OPPORTUNITY
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Q&A
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Disclaimer
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.


