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Gabriel Barbosa Almeida  
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securing Flamengo’s place in  
the Championship Final.



Annual Report 2019 01

 
CUSTOMERS

	 2,970  
teams, up more than  
1,100 vs last year

	 153  
teams with more than  
one product

›› Continued to sign league-
wide (aggregated) deals 
including NRL, FFF, ITF, CAF

 
PRODUCTS

›› Launched 7th generation 
wearables product, Catapult 
Vector, with first sales

›› First sales of new video 
product, Catapult Vision 
across all geo segments  
– Americas, EMEA,  
Asia-Pacific and Australia

›› Launched PlayerTek+

›› Enhancements to PLAYR 

 
FINANCIALS

›› Revenue

›› EBITDA

›› ARR

ANNUAL REPORT 2019

$95.4m
up 24%

$4.1m
up 310%

$66.1m
up 24%

››  

››  

FY19 KEY 
ACHIEVEMENTS
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Catapult’s purpose is to improve the 
performance of athletes and teams.

We continue to make great progress 
serving this purpose. In 2019 Catapult 
delivered its first positive EBITDA result 
and extended its global leadership.

“

CHAIRMAN’S LETTER

Dear Shareholders, 

On behalf of your Board of Directors, it is our 
pleasure to share with you the Catapult Group 
International Ltd Annual Report for the financial 
year ended 30 June 2019 (FY19).

Catapult’s global scale and emerging operating 
leverage became more evident during FY19.  
The Company added a record 1,100 new teams 
as customers and delivered its first positive 
EBITDA result. 

Catapult is beginning to experience the scalability 
typical of a successful subscription software 
business, with expense growth falling whilst 
revenue growth accelerates. The gap between 
revenue and expense growth is now widening  
as we pass this scalability inflection point. 

We delivered our maiden positive EBITDA result 
in a year that also included material investment 
in R&D and the launch of several new and 
innovative products. Our FY19 achievements 
included the launch of the new elite wearable 
platform, Catapult Vector, as well as significant 
developments in Catapult Vision, our AMS 
product and our consumer product PLAYR. 

Vector provides a new standard for accuracy, 
usability and efficiency to empower critical 
decisions around performance, risk and return-
to-play. The company is pleased with Vector’s 
initial take up by customers and is committed  
to remaining the industry’s global leader  
in technology and product innovation. 

Global leadership and reputation 
Catapult is the global leader in the elite sports 
performance technology industry. We are 
working with more than 2,970 teams in  
137 countries across 39 sports. 

Leveraging our global scale we delivered 
significant revenue growth across all regions. 

The Americas region continues to be Catapult’s 
largest market and the Company recently 
passed 1,000 teams in North America, including 
11 of Catapult’s top 15 clients by revenue. 
Pleasingly, the Americas continued to deliver 
strong revenue growth, with revenue rising  
19% to $65 million. This region accounts for 69% 
of Catapult’s revenue and continues to represent 
a key market opportunity with a very large 
unaddressed market. 

Elsewhere, the EMEA region was a standout for 
growth with revenue growing 44% to $20 million. 
The promising Asia-Pacific (APAC) region grew 
revenue by 40% and the more mature Australia 
region still reported revenue growth of 20%. 

Catapult’s Elite wearables revenue grew by 
33% to $45.3 million with an all-time record 
volume of units sold. Unit ARPU was stable and 
subscription churn fell further. 

Catapult’s elite video revenue grew 14% to  
$44.8 million, with 544 teams now using 
Catapult’s video products. Demand continues  
to be strong, and in line with the Company’s 
growth strategy this product suite delivers high 
gross margin subscription revenue. 

Whilst the video business unit has traditionally 
focused on North American clients, this division  
is beginning to develop a global footprint.  
FY19 was an important year for this global 
expansion following the launch of Catapult 
Vision, Catapult’s newest video solution that 
delivers high margin subscription revenue and 
addresses a wider range of international sports. 
There has been positive early adoption of Vision 
across all regions. 

The prosumer category grew 54% to $5.3 million, 
driven by the PLAYR consumer product. 
Consistent with Catapult’s communicated 
strategy, the prosumer division is right-sized 
to focus on controlling expenditure and cash 
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flow, while capturing the large potential market 
opportunity across the sub-elite and consumer 
segments in a measured way. Regular updates  
to the PLAYR offering have enhanced the  
high engagement delivered to its growing 
customer base.

2019 Financial highlights 
Highlights from the 2019 financial results include;

›› First positive EBITDA of $4.1 million, an 
improvement of $6 million

›› Annual recurring revenue (ARR) growth  
of 24% to $66.1 million

›› Group revenue growth of 24% to $95.4 million

›› Operating expense growth reduced to  
9%, down from 14% (pro-forma basis) 

›› Net loss after tax of $12.3 million, an 
improvement of 29%

›› $21.5 million cash at bank (at 16 August 2019); 
up from $11.7 million at 30 June 2019 

›› Lower Elite Wearable subscription unit churn 
of 5.2%, down from 8.4%

›› Client growth of over 1,100 new teams taking 
the total to 2,970 teams

Employing more than 340 people in a global 
workforce Catapult continues to have its  
major offices in the large sporting capitals  
of Melbourne, Boston, and Leeds. We invested 
in our sales and marketing capability over the 
last two years and expect to leverage the future 
growth opportunities in the elite market. 

Outlook
Catapult has the characteristics of a subscription 
software business with significant recurring 
revenue, high growth, strong margins, and  
low churn. 

The Board expects continued strong revenue 
growth, and the emerging scalability will further 
reduce operating expense growth.

There are three key drivers supporting continued 
revenue and profit growth: greenfield sales 
to new teams, up-selling additional capacity 
to existing clients, and cross-selling additional 
products to the more than 2,800 existing clients 
that still use only one Catapult product.

Executing these growth opportunities will 
progress Catapult’s transition to positive free 
cash flow. I reiterate the company’s commitment 
to positive free cash flow by FY21. We are 
focused on bringing forward this positive free 
cash flow target. 

Your Company is at an exciting time in its history. 
To maximise this opportunity the Board remains 
focused on successfully completing the global 
search to appoint a new CEO, and appointing a 
CFO, whilst maintaining Catapult’s consistently 
strong financial growth to deliver long-term 
value to shareholders. 

Finally, the Board wishes to thank the athletes, 
teams and shareholders for their continued 
support in the past year. Catapult’s continued 
growth would not be possible without the 
support of the Board, the Executive team 
and the strong contributions from all our hard 
working employees around the globe. Thank you.

Regards

Dr Adir Shiffman 
Executive Chairman
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Countries with Catapult clients 

First 
Collaboration  
in Australia

Catapult is 
commercialised

IPO Stock 
exchange

Working with 2,970 teams

Multiple acquisitions

Reached  
300  
employees

Launched 
Catapult 
Vision & 
PLAYR

First positive 
EBITDA  
of $4.1m

Launched 
PlayerTek+

Launched 
Catapult Vector 
Elite Wearables 
platform

Catapult Hub Offices 

›› 2,970 teams

›› More than 1,100 new teams 
as customers in FY19

›› Operating in 137 countries

›› Involved with 39 sports

GLOBAL MARKET LEADERSHIP IN ELITE SPORT

CATAPULT TIMELINE

2019

BUSINESS OVERVIEW

1999 2006 2013 2014 2017 2018
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OUR STRATEGY

STRATEGIC OBJECTIVESPURPOSE OUR KEY POINTS  
OF DIFFERENCE

Integrated sports  
tech platform

Deep sports performance 
knowledge

Global scale & reach

Best in class customer 
experience and support

TO BUILD AND 
IMPROVE THE 
PERFORMANCE  
OF ATHLETES  
AND SPORTING 
TEAMS AROUND  
THE WORLD

Own the performance 
technology stack for  
Elite Sport
›› Deliver integrated tech solution

›› Aggressively grow market share  
in team sport globally

›› Extend our product leadership 
and stay on top of sports  
tech innovation

›› Provide market leading sports 
performance knowledge  
and support

›› Leverage consumer products  
as strategic asset in team/
league deals

›› Effectively monetize our 
wearable data and video content

Build a successful consumer 
business



CATAPULT’S GLOBAL SCALE AND EMERGING  
OPERATING LEVERAGE
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FY19 REVIEW OF OPERATIONS

A high-growth 
recurring revenue 
business generating 
high gross margins  
and low churn

The global market 
leader with the  
best products  
and service

Scalability: delivering 
profitability and 
transitioning to 
positive free cash

›› 24% ARR Growth

›› 73% gross margin

›› 5.2% subscription  
churn in FY19

›› 2,970 teams ›› First positive 
EBITDA result  
of $4.1m



$6M  
increase

16% 
Yield

32% 
Yield
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Catapult’s global scale and emerging operating leverage became more evident during FY19.  
The Company adding a record 1,100 new teams as customers and delivering its first positive  
EBITDA result.

Our first positive EBITDA result was driven by recurring revenue and new business growth.  
Annualised recurring revenue (ARR) grew by 24% and EBITDA improved by $6 million to $4.1 million. 

FY19 CONTINUED STRONG REVENUE GROWTH AND FIRST 
POSITIVE EBITDA

TOTAL GROUP

FY19 $M FY18 $M % CHANGE

Annualised Recurring Revenue (ARR) 66.1 53.4 24%

Revenue 95.4 76.8 24%

EBITDA 4.1 (1.9) 310%

We are pleased with the scalability evident in the result. Incremental revenue in FY19 produced 
a higher EBITDA contribution or yield relative to the FY18 results. This higher EBITDA yield is an 
outcome of continuing strong revenue growth and a declining rate of growth for operating  
expenses as the business matures. The graphs following illustrate these dynamics.

FY17 FY18 FY19
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0
FY18

$12.4M

$18.6M

$2.0M

$6.0M

FY19 FY18 FY19

EBITDA ($M) REVENUE 
INCREMENT

EBITDA 
INCREMENT
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FY19 REVIEW OF OPERATIONS CONT.

IMPROVING SCALE AND LEVERAGE ACROSS THE BUSINESS

We continue to deliver high rates of revenue growth and remain committed to innovation and 
product development.

We believe this commitment enhances our ability to deliver future profitable growth. In FY19 we 
invested $14.9 million in capital projects including $10.7 million in product development and research 
and development. 

This investment in product development also ensures we continue to provide unique world class 
solutions across the performance technology stack – encompassing wearable technology, video 
analysis and athlete management systems (AMS). 

Our FY19 achievements included the launch of the new elite wearable platform, Catapult Vector,  
as well as significant developments in Catapult Vision, our AMS product and our consumer  
product PLAYR. 

We see the potential to achieve growth in three key areas:

1.	 Greenfield opportunities with teams that are yet to adopt performance technology;

2.	 Up-sell within existing teams; and 

3.	 Cross-sell opportunities across the technology stack. 

There are now more than 2,970 teams in 137 countries across 39 sports who are customers of Catapult. 
The growth and scale of our customer base reinforces our global leadership position in the sports 
technology industry. 

90

80

70

60

60

50

40
FY17 FY17FY18 FY18FY19 FY19

OPERATING EXPENSE 
TO REVENUE (%)

LABOUR EXPENSE 
TO REVENUE (%)
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CATAPULT HAS EXTENDED ITS GLOBAL LEADERSHIP

Leveraging our global scale we delivered significant and efficient revenue growth across all regions  
in FY19.

Revenue contribution and headcount growth by region

AMERICAS EMEA AUSTRALIA ASIA PAC GROUP

REVENUE $65.4m $19.6m $5.4m $5.0m $95.4m

REVENUE 
GROWTH +19% +44% +20% +40% +24%

FY19 
HEADCOUNT 
GROWTH

+10% +27% +7% +7% +14%

The Americas region continues to be Catapult’s largest market and the Company recently passed 
1,000 teams in North America, including 11 of Catapult’s top 15 clients by revenue. Pleasingly, the 
Americas continued to deliver strong revenue growth, with revenue rising 19% to $65 million. 

TEAMS BY 
REGION (%)

TEAMS BY 
SPORT (%)

39%

7%

46%

9%
9%

7%

5%

24%12%

42%

●	 EMEA / 1,169
●	 AMERICAS / 1,231
●	 AUS / 349
●	 APAC / 221

●	 SOCCER / 1,385
●	 AMERICAN FOOTBALL / 257
●	 RUGBY / 267
●	 ICE HOCKEY / 203
●	 BASKETBALL / 148
●	 OTHER SPORTS / 712
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ELITE WEARABLE ANALYSIS

Catapult’s Elite wearables revenue grew by 33% to $45.3 million with an all-time record volume  
of units sold. Unit ARPU was stable and subscription churn fell further. 

Catapult’s elite video revenue grew 14% to $44.8 million, with 544 teams now using Catapult’s video 
products. Demand continues to be strong, and in line with the Company’s growth strategy this 
product suite delivers high gross margin subscription revenue. 

The prosumer category grew by 54% to $5.3 million, driven by the PLAYR consumer product.  
Total prosumer units sold grew by 47% to 20.5k units. 

Consistent with Catapult’s communicated strategy in February 2019, the prosumer division has 
been re-sized and is focused on controlling expenditure and cash flow and also capturing the large 
potential market opportunity across the sub-elite and consumer segments in a more measured way. 

Catapult is in a strong financial position as the business transitions to generating positive free cash 
flow. Pleasingly, and as seasonally expected, cash receipts are strong in the early part of FY20 and 
the cash balance as at 16 August 2019 was $21.5 million. 

As at 30 June 2019 cash at bank was $11.8 million. The reduction in cash during FY19 was impacted by 
two material non-recurring items with the Company becoming debt free having repaid a $3.3 million 
loan in the first half of FY19 and investing $7 million in the consumer business. In addition there was a 
one-off incremental investment in labour ($5 million) to drive growth in elite sales and product revenue.

●  SUBS UNITS  ●  CAPITAL UNITS
●  PLAYERTEK+

40

30

20

10

0
FY18 FY19

CUMULATIVE ELITE UNITS 
(000’S)

38.5

24.2 11.3

5.9

7.1

17.1
21.3

›› $45.3M revenue up 33%

›› 5.2% subs churn down from 8.4%

›› Total units sold is 15.7k

›› Total units sold excluding PT+ is 9.8k

›› Cumulative subscription units up 25%

›› EW subs ARPU* on subscriptions 
stable at $108 per month  
(FY18 $109)

›› EW Capital ARPU: c$3k up 7%*

*Excluding PlayerTek+

FY19 REVIEW OF OPERATIONS CONT.
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DIRECTORS’ REPORT

The Directors of Catapult Group International Ltd (‘Catapult’) present their Report together 
with the financial statements of the consolidated entity, being Catapult Group International Ltd 
(‘the Company’) and its controlled entities (‘the Group’) for the year ended 30 June 2019 (‘FY19’).

DIRECTOR DETAILS 
The following persons were Directors of Catapult Group International Ltd during or since the end 
of the financial year

Dr Adir Shiffman  
MBBS, Medicine
Executive Chairman

Appointed 4 September 2013 

Member of Remuneration and  
Nomination Committee 

Dr Adir Shiffman, Executive Chairman  
of Catapult, has extensive CEO and board 
experience in the technology sector.

Adir has founded and sold more than half  
a dozen technology startups, many of which 
were high growth SaaS (software as a service) 
businesses. His expertise includes strategic 
planning, international expansion, mergers  
and acquisitions, and strategic partnerships.

Adir currently sits on several boards.  
He is regularly featured in the media  
in Australia, the US and Europe.

Adir graduated from Monash University  
with a Bachelor of Medicine and a Bachelor  
of Surgery. Prior to becoming involved in the 
technology sector, he practised as a doctor.

Other current Directorships:

None

Previous Directorships (last 3 years):

In past three years he has also been  
a Director of iBuyNew Group Limited 
(ASX:IBN) (Appointed February 2013.  
Resigned March 2017).

Mr Shaun Holthouse  
B.E. (Hon), Mechanical Engineering, GAICD
Founder, Executive Director  
(previously CEO till 30 April 2017)

Shaun co-founded Catapult in 2006 and 
served as CEO up until 2017. During that  
time, he played a central role in developing 
Catapult’s wearable technology and is the 
author of many of its patents. Under his 
leadership Catapult launched and expanded 
sales into more than 15 countries – including 
establishing subsidiaries in the US and UK  
and becoming the dominant elite wearable 
company globally.

Shaun was responsible for raising early capital, 
listing on the ASX, acquiring GPSports, XOS 
and Kodaplay (Playertek) and developing 
Catapult’s strategy to grow from a wearable 
only company to building out the technology 
stack for elite sport and leveraging this into 
consumer team sports.

Prior Catapult, Shaun had extensive experience 
in new technology transitioning into commercial 
products, including biotechnology, MEMS, fuel 
cells, and scientific instrumentation.

Shaun holds a Bachelor of Engineering  
(Hons) from the University of Melbourne  
and is a graduate member of the Australian 
Institute of Company Directors. He is the 
author of numerous patents and patent 
applications in athlete tracking, analytics  
and other technologies. He also works as  
a professional director as well as providing 
advisory services for technology start-ups.

Other current Directorships:

None

Previous Directorships (last 3 years):

None
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Mr Igor Van de Griendt  
B.E. Electrical Engineering
Founder, Executive Director

Member of Risk and Audit Committee

Mr Igor van de Griendt was Chief Operating 
Officer and an Executive Director of Catapult 
before moving into the role as CTO.

In his capacity as CTO, he has been responsible 
for providing strategic direction and leadership 
in the development of Catapult’s products, both 
in the analytical space, as well as with respect 
to Catapult’s various hardware offerings. 

Igor also provides guidance and operational 
support to Catapult’s R&D and software  
and cloud development teams. 

Prior to co-founding Catapult, Igor  
was a Project Manager for the CRC for 
microtechnology which, in collaboration  
with the Australian Institute of Sport, 
developed several sensor platforms and 
technologies ultimately leading to the  
founding of Catapult. 

Prior to joining the CRC for microtechnology, 
Igor ran his own consulting business that 
provided engineering services for more than  
13 years to technology companies such as 
Redflex Communications Systems (now part  
of Exelis, NYSE:XLS), Ceramic Fuel Cells 
(ASX:CFU), Ericsson Australia, Siemens,  
NEC Australia and Telstra. 

Igor holds a Bachelor of Electrical Engineering 
from Darling Downs Institute of Advanced 
Education (now University of Southern 
Queensland). Igor is also the author of numerous 
patents and patent applications in athlete 
tracking, and other sensor technologies.

Other current Directorships:

None

Previous Directorships (last 3 years):

None

Mr Calvin Ng  
BComm (Fins) LLB AMC DFP
Non-Executive Director

Appointed 29 November 2013 

Chair of Risk and Audit Committee

Mr Calvin Ng has significant investment 
banking, mergers & acquisitions and funds 
management experience. 

Calvin is a co-founder and Managing Director 
of the Aura Group, an independent corporate 
advisory and funds and wealth management 
business. He is also a co-founder of the Finsure 
Group, one of Australia’s largest mortgage 
groups. Finsure recently merged with Goldfields 
Money Limited to create Australian challenger 
bank BNK Banking Corporation (ASX:BNK). 

Calvin has significant board experience in 
several businesses, with particular expertise  
in providing management oversight and 
strategic guidance to small and medium  
sized enterprises. 

Calvin currently sits on a number of boards, 
including entities associated with the Aura 
Group, Finsure Group and ASX-listed iBuyNew  
Group Limited (ASX:IBN). 

Calvin holds a Bachelor of Commerce and 
Bachelor of Laws from the University of  
New South Wales. Calvin has also completed  
a Graduate Diploma of Legal Practice and  
has been admitted to practice as a lawyer  
in the Supreme Court of New South Wales.

Other current Directorships:

iBuyNew Group Limited (ASX:IBN)  
(Appointed February 2013)

Previous Directorships (last 3 years):

None
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Directors’ Report (CONTINUED)

Mr Brent Scrimshaw  
Independent Non-Executive Director
Appointed 24 November 2014

Chair of Remuneration and  
Nomination Committee 

Mr Brent Scrimshaw has over 25 years of 
experience in consumer innovation, executive 
business leadership and brand management 
within the global sports industry. 

Brent had an 18-year career at Nike Inc,  
where he held senior leadership roles in 
Australia, Europe and the United States, 
including Vice President and Chief Executive  
of Nike Western Europe; Chief Marketing 
Officer and Vice President of Category 
Businesses for Nike Europe, Middle East and 
Africa; and General Manager of Nike’s East 
Coast United States operations in New York. 

As one of Nike Inc’s 30 most senior leaders 
worldwide, Brent has also served on Nike’s 
Global Corporate Leadership Team, where  
he helped lead the creation of Nike’s overall 
brand and global operating strategy, as  
well as playing a senior role as a key member  
of the Global Commercial Operations 
Executive Team, responsible for sales  
and distribution strategies worldwide. 

Brent is also a Non-Executive Director  
at Rhinomed Ltd, an ASX listed medical 
technology company focused on enhancing 
human efficiency through innovative 
respiratory technologies and also a  
Non-Executive Director at ASX listed 
Kathmandu Holdings Ltd, a specialty  
outdoor clothing and equipment retailer  
with over 160 stores in AUS, NZ and the UK. 

Brent was formerly a Director of Fox Head Inc, 
the worlds largest manufacturer and marketer 
of performance Moto-X and actions sports 
lifestyle products, and Founder and CEO of 
Unscriptd Ltd which was acquired by New York 
media company The Players Tribune in Dec 2018.

Other current Directorships:

Rhinomed Ltd (ASX:RNO)  
(Appointed February 2014)

Kathmandu Ltd (ASX:KAT)

Previous Directorships (last 3 years):

Unscriptd Ltd

Mr James Orlando  
BSc, MBA 
Executive Director, Interim CFO

Appointed 24 October 2016

Member of Risk and Audit Committee

Member of Remuneration and  
Nomination Committee 

Mr James Orlando has held senior finance 
positions driving growth and shareholder  
value in the United States, Asia and Australia. 
Most recently he was the CFO of Veda Group 
Ltd (VED.ASX), leading the company through 
its successful IPO in December 2013.

Before joining Veda, James was the CFO  
of AAPT where he focused on improving  
the company’s earnings as well as divesting  
its non-core consumer business. He also served 
as the CFO of PowerTEL Ltd, an ASX-listed 
telecommunications service provider which 
was sold to Telecom New Zealand in 2007. 
James also held various international treasury 
positions at AT&T and Lucent Technologies  
in the US and Hong Kong including running 
Lucent’s international project and export 
finance organisation.

Other current Directorships:

None

Previous Directorships (last 3 years):

None
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COMPANY SECRETARY
Markus Ziemer is a lawyer and was previously employed in legal and commercial roles including  
as General Manager Corporate Services at Pacific Hydro Pty Ltd., Ashton Mining Ltd., and  
Senior Counsel Newcrest Mining Ltd. He received his undergraduate LLB and BA degrees from 
the University of Melbourne and an MBA from Melbourne Business School. Markus was appointed 
Company Secretary of Catapult Group International on 28 September 2017.

PRINCIPAL ACTIVITIES
During the year, the principal activities of entities within the Group were:

•	 the development and sale of wearable tracking solutions and analytics to elite sporting  
teams, leagues and associations;

•	 the development and sale of digital video coaching and analytics solutions to elite sporting 
teams, leagues and associations;

•	 the development and sale of wearable tracking solutions and analytics to prosumer athletes, 
sporting teams and associations; and

•	 the development and sale of an athlete management platform and analytics to elite sporting 
teams, leagues and associations.

The Group’s wearable and video solutions are provided to elite clients on both a subscription  
and upfront sales basis, with subscription sales forming the majority of all sales to elite clients. 
The Group is the global leader in wearable tracking technology and analytics solutions for the 
sports performance market with 2,970 teams. The Group is also a market leader in providing 
innovative digital and video analytic software solutions to elite sports teams in the United States.

With major offices in Australia, the United States and the United Kingdom and over 340 staff  
in more than 18 countries, Catapult is an Australian technology success story with a truly global  
footprint that is committed to advancing the way data is used in elite sports.

REVIEW OF OPERATIONS & FINANCIAL RESULTS
The Group has recorded a decreased loss of $12,580,990 (2018: $17,360,108).

Loss per share for the year was ($0.066) cents (2018: ($0.10) cents) and no dividend will be paid 
or declared.

The Group’s net assets decreased to $120,683,169 compared to the previous years’ position  
of $127,070,810.

SIGNIFICANT CHANGES IN THE STATE OF AFFAIRS
During the year, the following change occurred within the Group:

New Product Release: During the year, Catapult launched its new elite wearables VECTOR 
product. VECTOR delivers a new level of accuracy, usability, and efficiency to empower critical 
decisions about performance, risk, and return to play. This product launch continues the Group’s  
commitment to being the global leader in wearable tracking technology. 

In the Directors’ opinion, there have been no other significant changes in the state of affairs  
of the consolidated entity during the financial year.

EVENTS ARISING SINCE THE END OF THE REPORTING PERIOD
The Directors are not aware of any matter or circumstance that has arisen since the end of the 
financial year that, in their opinion, has significantly affected, or may significantly affect in future 
years, Catapult’s operations, the results of those operations or the state of Catapult’s affairs.
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Directors’ Report (CONTINUED)

LIKELY DEVELOPMENTS, BUSINESS STRATEGIES AND PROSPECTS
Based on the expected demand for athlete analytics globally and the continued growth  
in the Group’s sales and marketing platform across key regions, we are optimistic about the 
long-term growth opportunity. Furthermore, Catapult Group has continued to broaden its  
suite of athlete analytics solutions through the acquisitions of XOS, PLAYERTEK and AMS, 
resulting in a substantially larger addressable market opportunity across a wider range of 
customers in both elite and prosumer sporting leagues. Catapult Group expects to benefit  
in these new segments with increasing sales and brand loyalty. 

BUSINESS RISK
In executing its growth plans, Catapult Group is subject to the following key market,  
operational and acquisition risks outlined below:

Economic risk
Catapult may be affected by general economic conditions. Changes in the broader economic  
and financial climate may adversely affect the conduct of the Catapult’s operations. In particular, 
sustained economic downturns in key geographies or sectors, in particular sports business and 
consumer sectors, where Catapult is focused, may adversely affect its financial performance. 
Changes in economic factors affecting general business cycles, inflation, legislation, monetary 
and regulatory policies, as well as changes to accounting standards, may also affect the 
performance of Catapult.

Industry and competition risk
Catapult’s performance could be adversely affected if existing or new competitors reduce 
Catapult’s market share, or its ability to expand into new market segments. Catapult’s existing  
or new competitors may have substantially greater resources and access to more markets than 
Catapult. Competitors may succeed in developing new technologies or alternative products 
which are more innovative, easier to use or more cost effective than those that have been or  
may be developed by Catapult. This may place pricing pressure on Catapult’s product offering 
and may impact on Catapult’s ability to retain existing clients, as well as Catapult’s ability to 
attract new clients. If Catapult cannot compete successfully, Catapult’s business, operating 
results and financial position could be adversely impacted.

Technology and hosting platforms
Catapult relies on a third-party hosting provider to maintain continuous operation of its 
technology platforms, servers and hosting services and the cloud-based environment in  
which Catapult provides its products. There is a risk that these systems may be adversely 
affected by various factors such as damage, faulting or aging equipment, power surges or 
failures, computer viruses, or misuse by staff or contractors. Other factors such as hacking, 
denial of service attacks, or natural disasters may also adversely affect these systems and  
cause them to become unavailable. Further, if Catapult’s third-party hosting provider ceased  
to offer its services to Catapult and Catapult was unable to obtain a replacement provider 
quickly, this could lead to disruption of service to the Catapult website and cloud infrastructure.  
This could lead to a loss of revenue while Catapult is unable to provide its services, as well  
as adversely affecting its reputation. This could have a material adverse effect on Catapult’s 
financial position and performance.
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Cyber security
Catapult provides its services through cloud based and other online platforms. Hacking or 
exploitation of any vulnerability on those platforms could lead to loss, theft or corruption of  
data. This could render Catapult’s services unavailable for a period while data is restored.  
It could also lead to unauthorised disclosure of users’ data with associated reputational  
damage, claims by users, regulatory scrutiny and fines. Although Catapult employs strategies 
and protections to try to minimise security breaches and to protect data, these strategies  
and protections might not be entirely successful. In that event, disruption to Catapult’s services  
could adversely impact on Catapult’s revenue, profitability and growth prospects. The loss  
of client data could have severe impacts to client service, reputation, and the ability for clients  
to use the products.

Manufacturing and product quality risks
Catapult currently uses third party manufacturers to produce components of its products.  
There is no guarantee that these manufacturers will be able to meet the cost, quality and volume 
requirements that are required to be met for Catapult to remain competitive. Catapult’s products 
must also satisfy certain regulatory and compliance requirements which may include inspection 
by regulatory authorities. Failure by Catapult or its suppliers to continuously comply with applicable 
requirements could result in enforcement action being taken against Catapult. 

As a manufacturer, importer and supplier of products, product liability risk, faulty products and 
associated recall and warranty obligations are key risks of the Catapult business. While Catapult 
has product liability insurance, not all claims will be covered by this and the fallout from product 
liability issues may be far greater than what an insurance policy is able to cover. 

Foreign exchange
Foreign exchange rates are particularly important to Catapult’s business given the significant 
amount of revenue which Catapult derives outside Australia. Catapult’s financial statements  
are prepared and presented in Australian dollars. Adverse movements in foreign currency 
markets could affect Catapult’s profitability and financial position. 

Development and commercialisation of intellectual property 
Catapult relies on its ability to develop and commercialise its intellectual property. A failure  
to protect, develop and commercialise its intellectual property successfully would lead to a loss  
of opportunities and adversely impact the operating results and financial position of Catapult. 
Furthermore, any third party developing superior technology or technology with greater commercial 
appeal in the fields in which Catapult operates may harm the prospects of Catapult. 

Catapult’s success depends, in part, on its ability to obtain, maintain and protect its intellectual 
property, including its patents. Actions taken by Catapult to protect its intellectual property  
may not be adequate, complete or enforceable and may not prevent the misappropriation  
of its intellectual property and proprietary information or deter independent development  
of similar technologies by others. 

The granting of a patent does not guarantee that Catapult’s intellectual property is protected 
and that others will not develop similar technologies that circumvent such patents. There can  
be no assurance that any patents Catapult owns, controls or licences, whether now or in the 
future, will give Catapult commercially significant protection of its intellectual property. 

Monitoring unauthorised use of Catapult’s intellectual property rights is difficult and can be 
costly. Catapult may not be able to detect unauthorised use of its intellectual property rights. 
Changes in laws in Australia and other jurisdictions in which Catapult operates may adversely 
affect Catapult’s intellectual property rights.
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BUSINESS RISK (continued)

Development and commercialisation of intellectual property (continued)
Other parties may develop and patent substantially similar or substitute products, processes,  
or technologies to those used by Catapult, and other parties may allege that Catapult’s products 
incorporate intellectual property rights derived from third parties without their permission. 
Whilst Catapult is not the subject of any claim that its products infringe the intellectual property 
rights of a third party, allegations of this kind may be received in the future and, if successful, 
injunctions may be granted against Catapult which could materially affect the operation of 
Catapult and Catapult’s ability to earn revenue, and cause disruption to Catapult’s services.  
The defence and prosecution of intellectual property rights lawsuits, proceedings, and related 
legal and administrative proceedings are costly and time-consuming, and their outcome is 
uncertain. In addition to its patent and licensing activities, Catapult also relies on protecting  
its trade secrets. Actions taken by Catapult to protect its trade secrets may not be adequate 
and this could erode its competitive advantage in respect of such trade secrets. Further, others  
may independently develop similar technologies. 

Further product development risk
Catapult has developed its athlete video and tracking technology and software products  
and continues to invest in further systems and product development. 

Catapult gives no guarantee that further development of its video and athlete tracking technology 
and software products will be successful, that development milestones will be achieved, or that 
Catapult’s intellectual property will be developed into further products that are commercially 
exploitable. There are many risks inherent in the development of technologies and related products, 
particularly where the products are in the early stages of development. Projects can be delayed 
or fail to demonstrate any benefit or may cease to be viable for a range of reasons, including 
scientific and commercial reasons.

Brand and reputation damage
The brand and reputation of Catapult and its individual products are important in retaining  
and increasing the number of clients that utilise Catapult’s technology and products and could 
prevent Catapult from successfully implementing its business strategy. Any reputational damage  
or negative publicity surrounding Catapult, or its products could adversely impact on Catapult’s 
business and its future growth and profitability.

Product liability
Catapult’s business exposes it to potential product liability claims related to the manufacturing, 
marketing and sale of its products. Catapult maintains product liability insurance. However, to 
the extent that a claim is brought against Catapult that is not covered or fully covered by insurance, 
such claim could have a material adverse effect on the business, financial position and results  
of Catapult. Claims, regardless of their merit or potential outcome, may adversely impact on 
Catapult’s business and its future growth and profitability.

Litigation
Catapult may in the ordinary course of business be involved in disputes. These disputes could  
give rise to litigation. While the extent of any disputes and litigation cannot be ascertained  
at this time, any dispute or litigation may be costly and may adversely affect the operational  
and financial results of Catapult.

Dividends
In respect of the current year, no dividend has been paid by Catapult Group International Limited.
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DIRECTORS’ MEETINGS
The number of Directors’ meetings (including meetings of Committees of Directors) held  
during the year, and the number of meetings attended by each Director, is as follows: 

Director’s Name
Board Meetings

Audit and Risk 
Committee

Remuneration  
and Nomination 

Committee
A B A B A B

Adir Shiffman 8 8 – – 3 3
Shaun Holthouse 8 8 – – – –
Igor van de Griendt 8 8 5 5 – –
Calvin Ng 8 7 5 5 – –
Brent Scrimshaw 8 8 – – 3 3
James Orlando 8 8 5 5 3 3

Where: 

Column A is the number of meetings the Director was entitled to attend; and

Column B is the number of meetings the Director attended.

UNISSUED SHARES UNDER OPTION AND RIGHTS
Unissued ordinary shares of Catapult Group International Limited under option at the date  
of this report are as follows:

Date Options Granted Expiry Date

Exercise 
Price of 
Shares

Number 
under 

Options
31 October 2014 31 October 2019 $0.55 381,000
31 October 2014 31 October 2019 $0.61 960,000
14 April 2016 14 April 2021 $2.20 404,666
14 April 2016 1 January 2021 $2.31 50,000
14 April 2016 1 January 2021 $1.55 300,000
14 April 2016 14 April 2021 $1.68 90,000
22 September 2016 22 September 2019 $3.78 300,000
22 September 2016 29 March 2021 $2.50 24,182
22 September 2016 22 September 2019 $2.50 40,000
30 November 2016 1 May 2022 $3.00 645,000
1 May 2017 1 May 2022 $2.54 837,500
1 November 2017 31 October 2022 $1.72 150,000
19 December 2017 22 September 2022 $2.50 75,000
19 December 2017 22 June 2022 $2.08 400,000
19 December 2017 31 December 2020 $2.08 175,000
19 December 2017 22 July 2021 $2.59 65,000
19 December 2017 30 July 2022 $2.13 54,000
19 December 2017 19 December 2022 $1.83 695,000
23 January 2019 30 June 2023 $1.42 2,456,911
14 March 2019 24 March 2024 $0.78 611,112

8,714,371
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UNISSUED SHARES UNDER OPTION AND RIGHTS (continued)
During the financial year ending 30 June 2019 the company issued 4,237,426 options as part  
of the Employee Share Plan. The options were issued at an average exercise price of $1.33 and  
an average fair value of $0.23.

Unissued ordinary shares of Catapult Group International Ltd under rights at the date  
of this report:

Date Rights Granted Expiry Date

Exercise 
Price of 
Shares

Number 
under  

Rights
30 November 2016 22 September 2019 $0.00 100,000
23 January 2019 31 August 2019 $0.00 305,116

405,116

All options and rights expire on their expiry date.

All options and rights are issued in accordance with the CSESP, as approved by shareholders.

SHARES ISSUED DURING OR SINCE THE END OF THE YEAR AS A RESULT  
OF EXERCISE
During the 12 months to 30 June 2019 the Group allocated 140,645 treasury shares as part  
of options and rights exercised under the Employee Share Plan. The options and rights were 
exercised at an average exercise price of $0.55 and $0.00 respectively.
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DIRECTORS’ REPORT
REMUNERATION REPORT (AUDITED)

The Directors of Catapult Group International Ltd present the Remuneration Report for  
Non-Executive Directors, Executive Directors and other Key Management Personnel, prepared  
in accordance with the Corporations Act 2001 and the Corporations Regulations 2001.

REMUNERATION REPORT

Letter from the Chairman of the Nominations and Remuneration Committee
Dear Shareholders 

Catapult’s 2019 Remuneration Report for the year to 30 June 2019 is set out below.  
The report reflects the revised remuneration policy which we introduced and outlined  
in last year’s Remuneration Report.

It should be highlighted that the Nominations and Remuneration Committee has been actively 
involved in leading the recruitment process of a new CEO, CFO and a new independent director. 
We have been well served in the interim by our executive directors engaging more deeply in  
the business, most notably Jim Orlando who is capably serving all shareholders as our Interim 
CFO. As previously communicated, Executive Directors Adir Shiffman and Shaun Holthouse  
also increased their time commitment to the business during the past six months as required.

The Committee has also been greatly assisted by improvements made by the human resources 
team during the year improving staff remuneration structures, implementing detailed salary 
banding, more granular performance assessment to aid talent management and initiatives  
to promote improved gender diversity across the business.

As discussed in last year’s Annual Report and more recently in our announcement to the ASX  
on 31 May 2019, we remain committed to review the composition of the Board in the medium 
term. To that end Mr Igor van de Griendt has already transitioned to a non-executive director  
role from July 2019, following the appointment of Rick Wingfield as CTO. Shaun Holthouse  
will also transition to a non-executive director role following the appointment of a new CEO  
in due course. Board composition will also be enhanced with the intended appointment of  
a new independent director prior to the end of this calendar year. 

Our drive to deliver greater alignment with shareholders through our remuneration policy  
is outlined in this Remuneration Report. This alignment was further underlined by the senior 
executive team agreeing to take short term incentives, previously agreed to be paid in cash,  
in the form of performance rights. We have an aligned team of motivated executives, staff  
and directors, both executive and non-executive and our focus is on sustainably building this  
high growth, global business. 

Yours Sincerely

Brent Scrimshaw 
Independent Non-Executive Director  
Chairman of the Nominations and Remuneration Committee 
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OVERVIEW
The Board’s Nomination and Remuneration Committee, which operates in accordance with its  
charter as approved by the Board, is responsible for determining and reviewing compensation 
arrangements for the Directors’ and the Executive Team.

As outlined in the 2018 Annual Report, the revised remuneration policy adopted by Catapult 
emphasises the Board’s desire to align executive remuneration and shareholder interests and  
includes the following key improvements:

•	 long term incentive equity grant terms to include a total shareholder return hurdle,  
with a nil award where compounding annual growth rate is below 12.5% pa;

•	 Benchmarking of executive remuneration performed by independent remuneration consultant 
to ensure market competitiveness;

•	 transition to deferral of STI awards through equity awards to create increased shareholder 
alignment, motivate retention and preserve cash;

•	 incentives focused on key metrics of revenue and EBITDA as Catapult continues to drive  
for global dominance in its market;

•	 CEO remuneration reviewed to include a market competitive mix of remuneration consisting 
of fixed and ‘at risk’ components. The ‘at risk’ components consist of short-term incentives 
(STI) and long-term incentives (LTI) under a clearly defined framework;

•	 Selected executives reporting to the CEO will receive a performance balanced remuneration mix;

•	 Selected other executives will receive fixed annual remuneration (FAR) and STI with the  
STI awarded in both cash and equity (with deferral); and

•	 All other employees will receive FAR, or FAR and STI. They may also be eligible to participate  
in Catapult Sports Employee Share Plan (CSESP) previously approved by shareholders,  
on specific terms to be determined.

Catapult’s target mix of remuneration is as follows:

Remuneration Strategy Mix FAR STI LTI TAR
CEO 33% Up to 33% 1 Up to 34% 100%
Other executive KMP 50% Up to 25% 1 Up to 25% 100%
Other executives 70% Up to 30% 1 0% 2 100%
Other employees 80% Up to 20% 1 0% 2 100%

1.	 STI may be awarded part in cash and part in equity with deferral.
2.	 CSESP participation may be considered.

The terms and participation in both STI and LTI will be decided on an annual basis.

The criteria for earning short and long-term incentives are reviewed by the Nomination and 
Remuneration Committee annually, consistent with the remuneration policy and as part of  
the review of executive remuneration. The Committee’s recommendation is put to the full  
Board for approval. 

Catapult’s revised remuneration strategy relating specifically to Key Management Personnel  
can be further illustrated as set out in the following diagram.
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CATAPULT EXECUTIVE KMP REMUNERATION OBJECTIVES
Shareholder value 
creation through 
equity components.

An appropriate 
balance of ‘fixed’ and 
‘at risk’ components.

Creation of award 
differentiation to 
drive performance 
culture and 
behaviours.

Attract motivate  
and retain executive 
talent required at 
stage of development.

TOTAL ANNUAL REMUNERATION (TAR) OR TOTAL TARGET REMUNERATION (TTR) 
IS SET BY REFERENCE TO RELEVANT MARKET BENCHMARKS

Fixed At Risk
Fixed Annual 
Remuneration (FAR) Short Term Incentives (STI) Long Term Incentives (LTI)
Fixed remuneration is 
set based on relevant 
market relativities 
reflecting 
responsibilities, 
performance, 
qualifications, 
experience and 
geographic location. 

STI performance criteria are  
set by reference to Group, 
Business Unit and Individual 
performance targets  
appropriate to the specific 
position and set each.

Targets are linked to  
Catapult group objectives  
such as TSR CAGR or  
other specified metrics  
as determined by the  
Board each year.

REMUNERATION TO BE DELIVERED AS:
Base salary plus  
any allowances 
(includes 
superannuation  
for Australian 
Executives).

Paid as cash on completion  
of the relevant performance 
period. Deferral of a portion of 
the STI into equity (performance 
rights) to be considered for 
individual roles.

Awarded as equity and  
vest (or not) at the end  
of the performance period. 

TOTAL ANNUAL REMUNERATION (TAR) OR TOTAL TARGET REMUNERATION (TTR)
TAR or TTR is intended to be positioned in the 3rd quartile compared to relevant  
market-based comparisons. 

4th quartile TAR or TTR may be derived if demonstrable out performance is achieved  
by Catapult Group.

These remuneration objectives will be reviewed annually by the Board. Any variation from these 
objectives will be considered on a ‘case’ by ‘case’ basis to ensure Catapult retains flexibility in the  
various international markets in which it operates.

SHORT TERM INCENTIVE (STI)
The following table sets out the revised criteria for STI awards as recommended by the Independent 
Remuneration Consultants, reviewed by the Nominations and Remuneration Committee and 
adopted by the Board. STI awards will continue to be measured against business critical financial, 
Group and business unit objectives. Performance gates will be set annually to determine the 
threshold standard to be met for eligibility for the financial metrics related portion of the STI 
award. The performance gate will emphasise and drive executive performance alignment with 
shareholder interests. In setting the financial and personal KPIs and the performance gate, the 
Board will apply measurable and controllable objectives which align with strategic objectives  
and enhance shareholder value.
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SHORT TERM INCENTIVE (STI) (continued)
The measures target areas the Board believes hold the greatest potential for expansion and profit 
and cover financial and non-financial measures.

The Key Performance Indicators (‘KPI’s’) for the Executive Team are summarised as follows:

Performance area:

•	 financial – consistent with the early growth stage focus of the business key metrics of achieving 
revenue growth targets and underlying EBITDA; and

•	 non-financial – strategic goals set in relation to each executive’s business unit objectives and 
job description.

Some key financial performance measures are highlighted in the following table. 

Item 2019 2018 2017 2016 2015
EPS (dollars) (0.066) (0.100) (0.086) (0.050) (0.04)
Dividends (cents per share) – – – – –
Revenue ($’000) 95,375 76,793 60,783 17,368 11,777
Underlying EBITDA* ($’000) 5,461 955 2,858 (4,400) (2,500)
Statutory EBITDA ($’000) 4,081 (1,945) (3,713) (6,789) (4,600)
Net loss ($’000) (12,581) (17,360) (13,581) (5,871) (4,309)
Share price ($) 1.095 1.225 2.330 3.080 1.040

*	Underlying EBITDA is statutory EBITDA, adding back employee share plan costs and severance costs. In previous years 
acquisition and integration costs have also been added back to underlying EBITDA.

The board determined that the best alignment with company strategy was to build revenue 
through growth in sales and market share. The executive team was accordingly set financial 
targets relating to revenue and underlying EBITDA.

The STI Program for FY19 is a cash and equity-based reward for the Executive Team and cash 
reward for other employees consistent with the remuneration policy.

An important development in the revised STI policy to apply from 1 July 2018 is the transition  
to deferral of STI through a Board determined proportion of annual STI awards to be awarded  
as equity. Such awards will be forfeited if the participant leaves their employment with Catapult 
before the vesting date. This service condition can be waived only in exceptional circumstances. 
The number of equity units awarded will be determined as at 1 July in the year after the completion 
of the performance period, based on the 5-day VWAP applicable on that date.

STI criteria Revised terms adopted effective 1 July 2018
Participants KMP and other employees as determined by the Board. 
STI $ Value Based on remuneration strategy intention. 
Performance 
Criteria and 
Weightings

For disclosed executives (KMP) STI awards will be weighted towards financial 
outcomes and/or be subject to a financial performance gate or cap. KPI will consist 
of a mix of financial, customer, talent and employees and businesses unit objectives. 

Performance 
Period

1 July to 30 June.

STI Payment 
Date

On or before 30 September each year.

STI Deferral STI deferral will apply to the CEO, designated executive KMP and selected 
others in FY19 grants vest in August 2020. In subsequent years the deferral 
period will be at least one (1) year after vesting and be contingent on future 
service only. Deferred STI will be awarded as RSU, performance rights or 
similar. The Board will determine the % of any STI to be awarded as equity.

STI $ value 
‘trade-off’

The number of equity units (RSU, performance rights or similar) will be 
determined as at 1 July in the year after the completion of the performance 
period based on the 5 day VWAP applicable on that date.
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STI criteria Revised terms adopted effective 1 July 2018
Service 
restriction

Any STI deferral provided will be forfeited if the participant leaves before  
the vesting date. The Board has the discretion to waive this restriction,  
in exceptional circumstances.

Clawback STI to executive KMP will be subject to a Clawback and Malus policy that  
may apply from time to time.

Date of Offer 
– STI & Equity

On or before 30 September once the STI $ value has been determined  
and the number of equity units for STI deferral is calculated.

In accordance with the above policy, the following STI awards were made in relation to the 
performance of Executive Directors and KMP during FY19:

Total  
At Risk 

Amount  
($)

Earned 
during  

year

Percentage 
vested 

during the 
year

Percentage 
undeter-
mined at  
30 June Performance criteria

Executive Directors
Adir 
Shiffman

200,000 129,000 65% 0% Performance against Revenue  
& EBITDA targets, operational 
and strategic metrics

Shaun 
Holthouse

50,000 29,563 65% 0% Performance against Revenue  
& EBITDA targets, operational 
and strategic metrics

Igor  
van de 
Griendt

123,000 79,335 65% 0% Performance against Revenue  
& EBITDA targets 
Technology development targets

James 
Orlando (i)

0 0 0% 0% Performance against Revenue  
& EBITDA targets, operational 
and strategic metrics

Other Key Management Personnel
Joe  
Powell (ii)

400,000 0 0% 0% Performance against Revenue  
& EBITDA targets 
Performance against Operational  
& People Metrics

Mark  
Hall (ii)

150,000 0 0% 0% Performance against Revenue  
& EBITDA targets 
Finance Function targets

Barry 
McNeill

141,300 85,133 60% 0% Performance against Revenue  
& EBITDA targets 
Key Performance Targets for  
ROW Region

Matt 
Bairos

257,922 152,174 59% 0% Performance against Revenue  
& EBITDA targets 
Key Performance Targets for 
Americas Region

(i)	 James Orlando was not eligible for an STI award per his employment contract and appointment as Interim CFO.
(ii)	 Mark Hall and Joe Powell resigned during FY19.
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SHAREHOLDER INFORMATION

Additional information required by the ASX Limited Listing Rules and not disclosed elsewhere  
in this report is set out below.

1.  CORPORATE GOVERNANCE STATEMENT 
Catapult’s corporate governance statement for the financial year ended 30 June 2019 is available 
at the following URL: 

www.catapultsports.com/investor/corporate-governance/

2.  SUBSTANTIAL SHAREHOLDERS 

Substantial holder Shares Held Notice date
Manton Robin Pty Ltd; Manton Robin Pty Ltd  
< Shaun Holthouse Family A/C >; Shaun Holthouse

21,375,000 8 June 2017

Charlaja Pty Ltd; Charlaja Pty Ltd  
< Van De Griendt Family A/C >; Igor Van De Griendt

20,508,000 7 June 2017

One Managed Investment Funds Limited 1,7867,096 3 October 2019

3.  NUMBER OF HOLDERS OF EACH CLASS OF EQUITY SECURITY 

Equity security class
Number  

of holders
Ordinary shares 6,606
Employee options and performance rights 104

4.  VOTING RIGHTS ATTACHED TO EACH CLASS OF 

EQUITY SECURITY 
At a general meeting, every Shareholder present in person or by proxy, body corporate 
representative, or attorney has one vote on a show of hands and one vote for each Share  
held on a poll. 

Votes are cast by a show of hands unless a poll is demanded. A poll may be demanded by the 
chairperson or at least five Shareholders entitled to vote on the resolution or Shareholders  
with at least 5% of the votes that may be cast on the resolution on a poll. 

Option and performance rights holders do not have voting rights.
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SHAREHOLDER INFORMATION 

Shareholder enquiries 
Shareholders with queries should contact the Group’s share registry, Computershare,  
on phone 1300 850 505 (investors within Australia), +61 (0)3 9415 4000 (investors) or  
fax +61 (0)3 9473 2500, or through its website (www.computershare.com.au) or write to: 

Computershare Investor Services Pty Limited 

452 Johnston Street,  
Abbotsford, VIC, 3067 

Securities exchange listing 
The Group’s shares are listed on the Australian Securities Exchange (ticker: CAT) 

General enquiries 

Company Secretary: 
Markus Ziemer  
75 High Street,  
Prahran, VIC, 3181  
Australia 

Telephone: +61 (0)3 9095 8409 

The address and telephone of the Company’s registered office is:
75 High Street,  
Prahran, VIC, 3181  
Australia 

Telephone: +61 (0)3 9095 8410 

Website: 
www.catapultsports.com 



www.colliercreative.com.au  #CAT0014
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