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Venn Brown sat down with Marc Washbourne, CEO of ReadyTech, to discuss 

recent wins, a growing addressable market, international opportunities, 

growth prospects, digitisation and cloud migration, cash flow, and margin 

expansion. 

Thanks for meeting with me today, Marc. To start with, can you give us a 

brief overview of ReadyTech? 

ReadyTech’s platform is a modernised ERP1 that provides mission-critical 

solutions to a range of markets. Our key markets are education, local 

government, justice, and workforce management. Our technology is a 

technology backbone that manages a business’s core system of record, 

compliance and critical workflows. 

It is offered in the cloud as a software-as-a-service (SaaS). Across these 

markets, we find that all our customers face similar challenges in managing 

their critical software infrastructure. Many of them are in a digital 

transformation. They are upgrading to the cloud, but many in these sectors 

have been slower to adopt the new technology. They have now reached the 

point where they want to increase efficiency and automate more of their 

business. 

Another key driver is a desire to improve and modernise their customer’s 

experience. For instance, there is a significant shift in education to improve 

the student experience. In local government, there is a very significant 

transformation underway to offer a better and digitised modern experience 

for citizens in the local community. So often, customers are adopting a cloud-

based strategy at the same time as going through a digital transformation 

strategy. And so, I think all of those things are very important to them, and 

we look to support our customers through that in a very customer-centric 

way. 

I see our job is to help them manage that transition on our software and 

continue to innovate for them over time. 

 
1 An ERP (Enterprise Resource Planning) system is a software used by large organisations to 

manage various aspects of their operations, such as accounting, inventory, human resources, and 

supply chain. SAP and Oracle ERP are two of the largest ERP providers. 
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Year-end 30 June FY20 FY21 FY22 FY23 

Revenue $39.3m $50.0m $78.3m $103.3m 

EBITDA $15.5m $17.0m $26.8m $31.0m 

EBIT $6.1m $5.9m $12.7m $13.7m 

Net profit $3.9m $2.2m $8.8m $5.0m 

Earnings per share $0.05 $0.02 $0.08 $0.04 
 

            

Operating cash flow $13.8m $19.5m $17.0m $27.8m 

Free cash flow $13.1m $19.1m $16.4m $26.3m 
 

    

Cash & equiv $9.2m $12.0m $9.2m $20.6m 

Net debt $18.9m $21.6m $28.1m $31.5m 

Net debt / EBITDA 1.2 1.3 1.1 1.0 
 

    

Dividend per share -  -  -  -  
 

    

ROA 4.6% 1.3% 4.7% 1.9% 

ROE 11.9% 2.9% 9.0% 3.9% 
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Figure 1: FY23 revenue grew +13%, revenue per new customer grew +74% 

Source: ReadyTech 

Can you talk us through some use cases to help people better understand what the 

platform does and the solutions it provides? 

So we have three business segments:  

1. education and work pathways; 

2. workforce solutions, a payroll, workforce management and HR offering for the mid-

market; and  

3. government and justice.  

The three segments are all pretty equal in size. It is not quite a third, a third, a third, but it is 

not too far off. 

Our local government clients use ReadyTech to manage everything from finance and payroll 

to the core management of community services and interaction. The community aspects 

include the council’s primary responsibility of managing properties and rates as well as the 

range of other services, from animal licences, business permits and town planning 

applications.  

Figure 2: ReadyTech operates across three main solution sets 

 
 

 

 

 

 

 

 

 

Source: ReadyTech 
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We aim to provide customers with agility and choice. For example, Our Local Government 

platform has 70 separate modules, and we take a very modular approach, giving our 

customers the flexibility to roll out the system in a way that best suits them and that allows 

them to curate a best-of-breed solution. Unlike earlier ERP systems, we think of ReadyTech as 

an open and connected ecosystem of modules that are effectively building blocks, providing 

customers flexibility and choice in the software they use. 

Education is another key market for us. We work in the tertiary sector with colleges, TAFEs 

and universities. We provide a student management system, managing the entire student 

lifecycle from student marketing, acquisition, and enrolment to complex timetabling, grading 

and eventual graduation. And within that complex life cycle, as with all our systems, there are 

compliance and government reporting requirements, which, again, make our systems 

extremely mission-critical. 

Our platforms are usually part of a broader ecosystem of interconnected systems so 

interoperability is a major focus for us. For example, in the case of education, we don’t 

provide learning content, but we integrate with learning management systems that allow 

students to learn online. Our platform allows data to flow freely across the ecosystem, which 

has often been a major challenge under older types of technology and legacy systems. This 

need for integration and interoperability is often a key driver of customers seeking our 

solution. 

Do you compete with the likes of SAP and Oracle? 

At times, we certainly bump into those ERP systems at the very upper end of our market. You 

will certainly see those technologies used in the largest government agencies, local 

governments or universities. The challenge with those systems is their complexity in fitting 

the customer needs. They require enormous amounts of configuration and customisation, 

with implementation projects measured years and millions of dollars.  

Figure 3: ReadyTech is winning significant enterprise contracts 

Source: ReadyTech 
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The value proposition of our vertical software focus is to meet complex customer needs “out 

of the box” and require relatively minimal configuration, significantly reducing both cost and 

risk. We have also designed our systems to remain aligned with ongoing market 

requirements, including regulatory and compliance requirements. An obvious example is 

payroll and human resource management with its ever-changing regulations, awards and 

compliance requirements. 

Do you have direct competitors in Australia? 

We do. For example, one of the larger competitors that we have is increasingly is Technology 

One. Their two key markets are similar in local government and education. We find that we 

tend to compete more with local players in these markets. The key reason for that is, again, 

the level of localised complexity in local government and education means that it can be 

difficult for international players to adapt their technology to the local environment. 

Is your market exclusively Australia or is it international as well? 

Over 90% of our revenue is from Australia and New Zealand. Some of our products are 

proving portable to new territories, the key one being our justice platform. So, we have a 

court management product, which is a very advanced platform to manage courts and 

tribunals in the judiciary. We won the tender from the Ministry of Justice in the UK, and they 

are now our largest customers with an initial three-year contract worth $9 million. As you can 

imagine, this type of system creates highly sticky customers, with our platform now a mission-

critical component of the lifecycle within the UK judiciary. 

So, back to your initial question, we are very focused on Australia and New Zealand because 

there is such a large growth runway with an enormous amount of older technology that 

needs to be replaced. We will remain disciplined when exploring international markets and 

believe it is a long-term opportunity, but the focus right now is on Australia and New Zealand. 

The complexities of employment regulations must provide some protection from 

competitors for your workforce offering? 

Yes, absolutely. Australia is going through significant industrial relations changes right now, 

and it really highlights the strong position we are in. One of our key moats is we are seen as a 

highly trusted provider that essentially keeps the critical systems in line with compliance and 

regulatory change. That is really in our DNA; It is a core competency for us.  

We find this across all our markets. When you’re the provider of mission-critical services, it 

makes the software very sticky and places you at the heart of the ecosystem, allowing you to 

offer additional value-added services to customers. There is a huge benefit in being part of 

the compliance and core system of record. 

Given the stickiness of your platform, what is your churn? 

Last year, customer churn accounted for about 3% of revenue. A lot of that is in the SME 

space is involuntary in nature, where businesses either close their doors or are acquired. 

Generally, businesses stay with us for ten years or more. 
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What is the typical size of your customers? 

We started our products at the smaller and SME end of the market, but a really universal 

strategy across every segment has been to target the largest customers. We have been going 

through a four to five-year transition to move the software products, the product fit, and our 

sales and marketing efforts into the upper end of the market, which we consider the 

enterprise market. Our sweet spot is organisations with between 200 or 300 to 5,000 

employees. 

Obviously, this means much larger customers and big ticket contracts. We have also found 

that many larger customers are only in the infancy of the transition to the cloud transition. 

So, there’s a very significant growth opportunity at the larger end of the market.  

We have been effectively moving through that shift in the last 24 months across all our 

markets. We have really had some great breakthrough wins, which are very important 

because it gives other customers confidence that we can manage this scale of customer 

transition. 

For example, we now look after three of the largest TAFEs in Victoria. We have won our 

largest local government customer, the City of Salisbury, which is one of the largest councils 

in Adelaide. And these successful projects and implementations open up the larger enterprise 

opportunity.  

By expanding into these larger enterprise-sized clients significantly expands our serviceable 

market to around $970 million in revenue. 

Figure 4: ReadyTech’s enterprise strategy increases addressable market to $970m 

Source: ReadyTech 

Can you tell me about your sales process? Large ERP suppliers typically partner with 

implementation partners, like consulting groups such as Accenture, KPMG or EY. Is this your 

process as well? 

We manage our own sales teams and undertake most of our sales and implementation 

ourselves. The education and local government markets are defined markets, and our teams 

can manage accounts effectively.  
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We have some implementation partners for the workforce and local government products, 

which is part of our longer-term strategy to scale and accelerate growth in enterprise, but at 

the moment, we are largely direct.  

Do you charge for onboarding? 

Yes, we charge an onboarding fee, but the critical aspect is the subscription revenue. Over 

80% of our revenue is recurring subscription revenue. We obsess on building scalable 

software solutions that provide ongoing subscription revenue. This model gives us operating 

leverage, and it is one of the key reasons we are profitable with strong cash flows.  

We see subscriptions as high-quality revenue and know customers paying subscriptions 

represent significant customer lifetime value. As I mentioned, most customers are with us for 

10 or more years. 

Where do you see the biggest growth opportunities over the next three to five years? 

We are targeting overall growth in the mid-teens, driven by a combination of client retention 

(targeting 105% net revenue retention) and the balance from new customers. 

We definitely see enterprise as the biggest opportunity for us. Through the expansion of our 

serviceable markets and the breakthroughs that we have had in TAFEs, a significant number 

of large education providers are on older technology and will need to move to a cloud-based 

system. There anticipate some regulatory changes coming that likely provide a further  

imperative for them to move.  

We also had a breakthrough with universities last financial year,FY23, winning a contract with 

UNSW. Combining this with the larger local council wins I mentioned, I believe we are now 

seen as a serious enterprise player. We are the challenger brand, but we are a really strong 

alternative to some competitors out there. And so that is the big opportunity to continue 

winning those large customers. Across all our markets, we have an opportunity to move into a 

market leadership position or certainly to challenge for it; that is a big opportunity for the 

Company. 

When you win one of these large projects, are you displacing existing legacy systems? 

The vast majority of customers we win are using legacy technology. Often, it is either an on-

premise or a hybrid cloud/on-prem solution being displaced with our truly built-in-the-cloud 

technology.  

And what that gives them, firstly, is the interoperability I talked about. What we have been 

able to help customers do is to de-risk these often quite complex implementations by taking a 

phased approach to adoption.  
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Figure 5: ReadyTech’s open ecosystem is a major point of differentiation 

Source: ReadyTech 

One of the key aspects of our software is that it helps our customers provide a much 

improved customer experience to their own customers. In local government, for example, we 

can offer their residents self-service capabilities. Usually, this is the first time these local 

governments have this option.  

Through our system, residents can access their own accounts and manage all of the services 

the council offers, completely online, 24/7, improving the customer experience while 

significantly reducing the workload of council staff. Fewer phone calls, fewer emails, less 

paperwork, shorter wait times, fewer angry residents. It is an elegant and modern digital 

solution for the local community.  

Community expectations are growing so strongly around this. I think people are far less 

patient these days with any service that is not digitised and frictionless, which is a real 

tailwind for us. We estimate that over 75% of local governments or councils purchased their 

system more than 10 years ago, providing us with a huge opportunity. 

We are providing a similar solution in workforce management, giving employees direct nd 

mobile access to shifts, leave management and payroll information., which, again, improves 

the employee experience while reducing paperwork and overall workloads for HR 

departments. 
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Figure 6: Employee & customer self-service improves outcomes businesses, 
employees and customers 

Source: ReadyTech 

What are the biggest risks to you achieving your medium and long-term goals? 

We operate in a defensive areas. In times when there are macro or economic headwinds, this 

is a business that will continue to perform well and grow. And we have proven this over a 

long period.  

Sol, the risk is probably more around timing and execution. The sales process of large 

enterprise opportunities can be complex. We are very confident in the scale of the 

opportunity. It is the timing and execution that may pose a challenge, but the diversity of 

industries we service provides a dampener and helps smooth the lumpy nature of enterprise 

contracts. 

How do you think about organic and acquisitive growth? 

The key priority for the Company is organic growth. We have a growth target to grow revenue 

mid-teens organically every year, and that is our number one priority. But we have found that 

in these areas of software where customers are inherently sticky, M&A can make a lot of 

sense. We have found opportunities to buy software companies to access their customer sets 

and help those customers transition to our cloud-based technology. A really good example is 

a company called IT Vision which had 170 local government customers on an older 

technology. We can now offer them a transition to the cloud, ongoing support and updates 

and a subscription model. 

We also find that because we do have this technology ecosystem, we can acquire capabilities 

we don’t currently have that our customers would love. That strengthens the overall product 

set while also offering upsell and cross-sell opportunities to our customers. And again, I think 

that we have executed well on those and extracted synergies and realised benefits. So we 

have been very disciplined about our acquisitions, and you should expect the discipline to 

continue. 
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You’ve already got quite a diverse product set. Are there key new products you want to 

develop? 

Over time, yes. We have a lot of shared capabilities as well as best practices that sit across the 

ReadyTech platform. We share an enterprise brand that is now highly trusted in the 

enterprise end of the market. We have significant shared capability around the management 

of software and critical infrastructure. We also have playbooks around sales, marketing, and 

customer success that we think can optimise a software as a service company.  

What this means is that over time, we could bring our software to new markets that share the 

same requirements as our existing markets, namely: mission-critical technology and the 

management of people and data. This is our core and adds significant value to those 

companies and helps accelerate their growth. 

There are certain industries with similar characteristics. The ones we have spoken about in 

the past are health and care. That is something where we think we could add value and play a 

part. 

You mentioned targeting mid-teen revenue growth, what will this do to margins? 

For the last three or four years, we have been very much focused on revenue growth and we 

feel that we got the business to the stage where we can grow at mid-teens in a sustainable 

way.  

The breakthrough wins we have discussed in education and local government have really 

proven that we have product market fit, but also signal our deeper investment phase in new 

product development and R&D is coming to an end.  

The investments we have made ensuring the systems are as configurable as possible, thereby 

minimising custom development, means the platform scales very well. From here, we see the 

ability to grow margins through the inherent operating leverage of the software-as-a-service 

business model.  

What do you think investors most misunderstand about ReadyTech? 

I think the most misunderstood aspect has been our M&A strategy. As I said, we have 

acquired several companies. In our situation, where our customers are very sticky, that makes 

a lot of sense. We feel that we have bought well, integrated very well and have been very 

disciplined. All of the acquisitions to date have met their earnout targets. It is working very 

well but can sometimes take some explaining. But we are also seeing the strong performance 

coming through, and our successful enterprise strategy is also very much connected to our 

M&A strategy. 

What is something you wish more investors knew more about ReadyTech? 

I think the size of the prize. I think it is important for investors to understand the scale of the 

opportunity and just how much digital transformation there is to go. In most of our markets, 

at the enterprise end, a minimum of 70 to 80% of customers or potential customers are still 

on a legacy technology. We believe the breakthroughs we have had and the momentum we 

have position us well to meet this demand.  

Also, the investments we have made in the product, the differentiation of the open 

ecosystem, the track record we are building in customer case studies and customer advocacy 
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are positioning us very well to capitalise on this significant shift to the cloud across these 

markets. 

Figure 7: ReadyTech is well-positioned to continue its profitable growth trajectory 

Source: ReadyTech 
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Share price performance 

Source: S&P Global 
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Disclaimers 
Disclaimer 

Venn Brown Pty Ltd (“Venn Brown” ABN 24 665 561 900, AFS Representative No. 001305730) is a Corporate Authorised Representative of 

True Oak Investments Ltd (ABN 81 002558 956, AFSL 238184). The information, opinions and commentary provided by Venn Brown 

(“Content”) is prepared by Venn Brown. Any person receiving the Content represents, warrants and confirms that it accepts the 

qualifications, limitations and disclaimers set out in this Disclaimer.   

All Content is only available for distribution within Australia. 

All Content is intended to reflect a summary of the matters described with respect to a particular company that is covered by the Content 

(Investment) at a specific point in time. The Content is general only and is not intended to constitute an opinion or recommendation with 

respect to the Investment. Anyone viewing the Content must obtain and rely upon their own independent advice and inquiries.  

Past performance is not a reliable indicator of future performance. Any reference to past performance is intended to be for general 

illustrative purposes only.  

The Content does not purport to be complete, accurate or contain all of the information that a person may reasonably require to make an 

informed assessment with respect to a particular Investment. The Content may contain forward looking statements in relation to future 

matters which are subject to known and unknown risks, uncertainties and other important factors that could cause the actual results, 

performance or achievements of the Investment to be materially different from those expressed or implied by the Content.  

The Content has been prepared based on information available to Venn Brown at the date the Content is published. All information is 

believed to be reliable. However, none of Venn Brown or its related entities (as defined in the Corporations Act 2001 (Cth)) nor any of their 

respective directors, officers, employees, advisers or representatives (together “Beneficiaries”) make any express or implied representation 

or warranty as to the fairness, accuracy, completeness or correctness of the information in the Content (including, but not limited to, the 

accuracy, likelihood of achievement or reasonableness of any forecast milestones, returns, yields, future income or other statements in 

relation to future matters). Nothing contained in the Content can be relied upon as a promise or representation by any Beneficiary.  

The Content does not constitute an invitation, recommendation or offer by any Beneficiary in relation to the Investment. The Content is 

not a prospectus, product disclosure statement or other disclosure document (as each of those terms are defined in the Corporations Act 

2001 (Cth)) and does not contain all of the information that would be contained in a prospectus or other disclosure document prepared 

under the Corporations Act 2001 (Cth).  

To the maximum extent permitted by law, the Beneficiaries will have no liability for any loss or liability of any kind: (i) arising in respect of 

information contained or not contained in the Content; or (ii) arising from a person relying on any information or statement contained 

herein. 

General Advice Warning 

The Content may contain general advice, which is prepared without taking your personal objectives, financial situation or needs into 

account. Before acting on any general advice, you should consider the appropriateness of it having regard to your personal objectives, 

financial situation and needs. You should obtain and read any prospectus, product disclosure statement or other disclosure document (as 

each of those terms are defined in the Corporations Act 2001 (Cth)) before making any decision to acquire a financial product referred to in 

the Content. We suggest you seek independent professional advice if in doubt. Please refer to our Financial Services Guide (available at 

www.vennbrown.com/disclaimer) for contact information and information about remuneration and associations with product issuers.   

Investing in small and medium-cap companies carries inherent risks, with companies being affected by events that may be unforeseeable 

and out of management’s control. As an investor, you are solely responsible for your investment decisions. 

Financial products are complex and involve a risk of loss, may rise and fall, and are subject to a range of market and economic factors. It is 

recommended that you seek professional advice to ensure that trading or investing in such products is suitable for your specific 

circumstances and that you obtain, read and understand any applicable prospectus, product disclosure statement or other disclosure 

document (as each of those terms are defined in the Corporations Act 2001 (Cth)). 
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Disclosures 

Venn Brown may be engaged and compensated by the companies featured in its Content for ongoing research coverage. In such instances, 

Venn Brown receives fees from the company mentioned in the Content for research services and other financial services or advice it may 

provide to that company. Venn Brown does not receive commissions or other performance based-fees from companies. Please refer to our 

Financial Services Guide for information about remuneration we may receive in relation to our services. The company has facilitated 
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contrary to recommendations mentioned in the Content. 

Privacy Policy 
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we protect your privacy. 
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We use the personal information we collect to provide you with financial research and market analysis that we believe will be of interest to 

you. We do not share your personal information with any third parties. We may use your email address to send you updates about our 

services and promotional offers. 

We take appropriate technical and organisational measures to protect your personal information from unauthorised access, disclosure, 

alteration, or destruction. We limit access to your personal information to authorised personnel who need to know the information in 

order to provide our services to you. You have the right to access, correct, or delete your personal information at any time. You may also 

object to the processing of your personal information or request that we restrict the processing of your personal information. To exercise 

any of these rights, please contact us. 

We may update this Privacy Policy from time to time to reflect changes in our practices or for other operational, legal, or regulatory 
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Terms of Service 

By using our website and services, you agree to the following terms and conditions. Venn Brown provides issuer sponsored Content on an 

as is basis. This Content is intended for informational purposes only and should not be considered as a recommendation or advice to 

invest. The research provided by Venn Brown should be read in conjunction with our Disclaimers and Privacy Policy. 
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