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CML GROUP LIMITED 2015 ANNUAL GENERAL MEETING 
ADDRESSES TO SHAREHOLDERS 

 

CML Group Limited (ASX:CGR) will address shareholders today at its Annual General 

Meeting to be held at 3.00pm at the Kirribilli Club, 11 Harbourview Crescent, Lavender Bay, 

NSW. 

In accordance with Listing Rule 3.13.3, attached is a copy of the Chairman’s address, CEO’s 

presentation that will be delivered at the Meeting. 

 
Sincerely, 
 
 
 
Steve Shin 
Company Secretary 
 
ABOUT CML GROUP 

The Company delivers finance, payroll & employment solutions, enabling its clients to focus on and 

succeed in their core activities. 

The Finance division undertakes ‘factoring’ or ‘receivables finance’.  Through the factoring facility the 

Company provides an advance payment of up to 80% of a client’s invoice to help their business 

overcome the cash pressure of delivering goods or services in advance of payment from their 

customer (often 30 to 60 days). This is a flexible line of credit that is utilized in line with sales volume. 

The Company will consider an additional advance to a client (above the usual 80%) on occasion, for 

an additional fee and when there is adequate security from the client to cover the position. 

The Payroll & Employment division provides ‘managed employment’ services to clients that do not 

wish to engage their workforce directly, generally as they do not have the processes, systems, 

insurances or desire to employ directly. This division also includes labour sourcing through 

recruitment agency panel management, project management and a migration practice.  

 
 
  



 

Chairman’s address to the AGM of CML Group Limited 

17th November 2015 

Welcome to the 2015 Annual General Meeting of CML Group. 

My Report in the Annual Report covers off my comments about the 2015 financial year. Our 

CEO, Daniel Riley, will provide specific details of that year and our CFO, Steve Shin, is 

available to answer questions regarding the financials. 

Also present to assist with shareholder enquiries are staff from our share registry, 

Computershare, and our Auditors, Pitcher Partners. 

My focus and that of the Board is to ensure a successful 2016 financial year. And to that end 

we are off to a good start. 

As you know from the Annual Report we have accessed strong funding from a convertible 

note issued in January 2015 and a Bond Issue in May. This has provided the platform for 

strong growth in our finance book this financial year. 

I would like to thank the Note Holders and Bond Holders for their support and, in particular, 

our Corporate Advisors, Ryan Whitelegg and his team at Henslow who have assisted with 

both issues. 

Our thanks also to our keystone investors who provided the initial support for funds raised. 

FIIG Group have been sensational in facilitating the Bond Issue and will be our first port of 

call when current funds are fully allocated. 

Greensill have long been supporters of CML Group in providing an ongoing $10m facility and 

we hope in the near future to extend that facility. 

2015 was a tough year in which backward steps were taken but also a year in which the 

Group has moved forward considerably.  

So, also a great big thanks to our shareholders who have supported the Group from the 

beginning and who will continue to benefit from their shareholding in the business. 

On a closing note, I stood before you last year as Interim Chairman and am both pleased 

and humbled to report that the Board has seen fit this year to elect me unanimously as 

Chairman. 

 

Thank you. 
 
 
Greg Riley 
Chairman 
 





With just under 94m shares on issue we have a market cap of $15m and an 
enterprise value of $34.6m

Capital for Growth;

At 30Jun15 we had over $14m cash at bank + $10m undrawn facilities, all of 
which is for loan book growth



Core Business;

CML Group’s core business is invoice financing, which assists businesses with their cashflow requirements 
by advancing up to 80% of the value of their invoices. We manage collections from the end-debtor, deduct 
our fees and pay the residual to our client.

CML entered into invoice financing in early 2012, which was followed by a period of strong growth. Since 
then, we have overcome some challenges and completed our first acquisition in this industry in May 2015. 
Invoice finance is now CML’s core focus, with our strategy clearly developed around becoming a large 
participant in this industry.

Additional Services;

In addition to invoice financing, CML has other service offerings which operate as stand-alone businesses 
under their own brands & represent the Company’s history. These include;

1)  Payroll;

• Managed employment, 

• Outsourced payroll processing and 

• Sponsorship of skilled foreign workers on 457 visas through a Labour Agreement negotiated with 
Department of Immigration and Border Protection (DIBP). 

2)  Recruitment Services;

• Direct recruitment, plus

• ‘Recruitment broking’ where large contracts we win are fulfilled by recruitment firms under our 
methodology and management

As our growth focus is clearly on invoice financing, we are undertaking a simplification program, investing 
time into service offerings that can integrate with invoice financing and offer a profit and customer benefit 
upside. At the same time we’re reducing efforts on marginally profitable services and those that do not 
integrate with our core business, invoice financing.



Some services can integrate from an operational perspective. 

For example; 

• CML’s payroll division, Lester Associates, can process payroll for a labour-hire firm and, 

• generate invoices on behalf of the labour-hire firm to end-user debtors and,

• ‘sell’ the invoices to CML’s finance division, earlypay, for funding

This creates an end-to-end solution for a labour-hire client, from timesheet through to payment.



The aim of CML’s simplification program with payroll and recruitment services is to integrate with finance 
sales to create cross-sell opportunities.

Cross-sell

Components of our integrated services will be relevant to many finance clients. As new clients come on-
board, they are introduced to our payroll and recruitment divisions to discuss their requirements.

There is also cross-sell opportunity the other way. For example, one service our payroll division offers is a 
managed ‘back-office’ for recruitment agencies. This includes payroll processing for their on-hired staff and an 
invoicing service. We are now bundling this service with Finance to offer an end-to-end solution from 
timesheet to payment.

CML’s other services helps differentiate us from our competition & offers our clients additional value. We want 
to make it compelling for clients to come on-board with us over a finance competitor & simply too difficult and 
disruptive for our clients to leave us for another provider.



Although we increased turnover and underlying EBITDA in FY’15, from a reported financial 
performance perspective it was a challenging year.

Reported results were adversely affected by:

• A period from Oct14 to Jan15 where we couldn’t write new business due to funding restrictions

• Loan book provisioning > $1m

• Corporate costs associated with capital raisings & the acquisition of CFA

• Interest costs on money raised but not yet lent to finance clients

During the period, numerous actions were taken to position the Company for future growth:

1. Internal review of loan book, resulting in some clients being managed out

2. Review and update of our credit policy

3. Implementation of industry leading software to manage the loan book

4. Comprehensive independent review of loan book, policies & processes by PWC 

5. Employment of an experienced management team, bringing decades of invoice finance 
experience to CML 



While the spotlight for FY’15 may be on the challenges, we did make significant progress with our 
previously stated strategy. In fact, we feel that FY’15 was the year that CML transitioned from an 
invoice financing start-up to a sustainable business with strong growth potential. This is based on 
the achievement of 4 key objectives;

1) Funding – during FY’15 we progressed from reliance on restrictive back-to-back invoice 
finance at business banking level with NAB, to secure long-term funding through the issue of 
a $10m Convertible Note and $25m Corporate Bond

2) Scale – through the acquisition of Cashflow Finance Australia, operating for 30yrs in 
Queensland, we doubled our loan book, effective from late May 2015

3) Process improvement and software – during FY’15 we completed transition of all clients onto 
an industry leading software platform and completed a full review of processes

4) Board and Management - CML now has the required experience at Board and Management 
levels to develop and implement strategy that will allow CML to best capitalise on 
opportunities for expansion



During FY’15, CML progressed its capital strategy to Phase 3, which is long-term secured debt, 
with reduced cost of funds compared to earlier arrangements.

The combination of Equity, Convertible Note, Secured Note and unsecured facilities provides 
CML with $50m to fund its loan book. This provides sufficient headroom for strong organic growth 
through FY’16.



Improvement to risk profile

The table demonstrates the improvement to our risk profile, as measured by;

1) Greater customer spread, assisted by the acquisition of Cashflow Finance Australia in May15

2) Reduced LVR, providing additional ‘head-room’ between secured assets and funds advanced against them

3) Substantial increase in experienced staff, with only a modest increase to overall numbers between Jun14 and 
Sept15, post merging of the CML/CFA operation team.

Scale

The CFA acquisition was important for CML for several reasons, one of them being Scale, which is something we 
have been striving for as it offers many advantages for our business model, including;

- Funding. We effectively doubled our loan book with the acquisition of CFA and it helped us progress our capital 
strategy to Phase 3, meaning we were suddenly big enough to attract the attention of the bond market and 
progress away from business banking relationships

- Loan book diversification. Our customer numbers increased from 50 to 140, providing a greater risk spread and 
lower average advance

- Staffing costs. We did not need to employ additional senior management staff & effective mid-September have 
combined operations into a single location, reducing headcount across the combined business by 25%

About CFA

CFA is an invoice finance business, which has just celebrated 30yrs in business. Funded by the previous owner 
personally, plus individual investors and complemented by a small bank facility, CFA’s growth was hindered by 
access to a larger funding line. It’s client base comprises many small clients, primarily based in Qld. The business 
has an excellent sales and operations team and the growth rate is accelerating again under CML’s management. 
We will retain the CFA brand, it has been around for 30yrs and is well recognised in the Qld market.



CML now has the required experience at Board and Management levels to develop and 
implement strategy that will allow CML to best capitalise on opportunities for expansion





Whilst it is too early to give specific guidance, the Company expected to continue growing underlying earnings 
& the resumption of growth in reported earnings. 

This will be driven by both:

1) Revenue Growth

We are pleased with growth of the loan book since June 2015, with debtors and funds in use increasing as 
follows;

2) Margin Improvement

Driven by three key factors:

• Business integration

• Cost management

• Business Efficiency

Staff - CML has completed the operations merger with CFA into a central location, which facilitated a 
reduction in headcount, and is now benefiting from reduced costs.

Interest costs – as the loan book grows, un-deployed interest bearing funds are reducing

Jun’15 Oct’15 Change

Debtors $30.9m $41.1 33%

Loan book $21.5m $27.6 28%

LVR 70% 67%
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