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DISCLAIMER 
 
Statements and material contained in this Presentation, particularly those regarding possible or assumed future performance or potential growth of 
the Company, industry growth or other trend projections are, or may be, forward looking statements. Such statements relate to future events and 
expectations and, as such, involve known and unknown risks and uncertainties.    
 
The information contained in this presentation is for informational purposes only and does not constitute an offer to issue, or arrange to issue, 
securities or other financial products. The information contained in this presentation is not investment or financial product advice and is not 
intended to be used as the basis for making an investment decision. The presentation has been prepared without taking into account the 
investment objectives, financial situation or particular needs of any particular person.  No representation or warranty, express or implied, is made as 
to the fairness, accuracy, completeness or correctness of the information, opinions and conclusions contained in this presentation.  
 
To the maximum extent permitted by law none of the Company, its directors, employees or agents, nor any other person accepts any liability, 
including, without limitation, any liability arising out of fault of negligence, for any loss arising from the use of the information contained in this 
presentation. In particular, no representation or warranty, express or implied is given as to the accuracy, completeness or correctness, likelihood of 
achievement or reasonableness or any forecasts, prospects or returns contained in this presentation nor is any obligation assumed to update such 
information. Such forecasts, prospects or returns are by their nature subject to significant uncertainties and contingencies. Before making an 
investment decision, you should consider, with or without the assistance of a financial adviser, whether an investment is appropriate in light of your 
particular investment needs, objectives and financial circumstances. 
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Initial Public Offering Jul 2016 
➔ 3 times oversubscribed 

➔ Raised $6m @  20c 

➔ Post money ~ $12.4m 

VWAP since listing ~ 29c 

Market Cap (24.5c) ~ $15.2m 

ASX: FZO 

Founded in 2013 by four telco 
&  technology executives 

$1.5m founders 

                                                          Not Escrowed    Escrowed              Total 

Per form ance Shares 
3 equal tranches issued to founders. 

➔ Class A: KPI 15,000 generating $100k/m revenue within 2 yrs 
➔ Class B : KPI $10m 12mth revenue within 3 years 
➔ Class C: KPI $20m 12mth revenue within 4 years 
➔ Revenue targets must be at least 30% subscription revenue. 

 
IPO Opt ions 

➔ 3 year 25c IPO options. 
➔ Expire May - Aug 2019. 

 
ESOP Opt ions 

➔ 3 year 33c employee options  
➔ Subject to KPIs.  
➔ Expire Sep 2019. 

$2.0m seed investors 

Ordinary shares  
     

44,091,928  
        

17,885,778  
        

61,977,706  

Performance Shares 
        

28,000,000  
        

28,000,000  

25c IPO Options 
        

14,093,751  
        

14,093,751  

33c ESOP Options 
        

3,380,958  
          

1,000,000  
          

4,380,958  

Fully di lut ed share capit al 
     

47,472,886  
        

60,979,529  
     

108,452,415  



Infomania 

Online Grooming 

Cyber Stalking 

Screen Time 

Cyber Bullying 

Digital Footprint 

Sexting 

In App Purchases 

Digital Dementia 

Cyber Safety 
You just need to tune into the news to understand our motivation for creating Family 
Zone. There is no end of stories about how children and the internet often don’t mix.  
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Safe Access 
Point 

Safe Smart 
Devices 

Existing 
routers 

School 
networks 

Multi-dwelling 
units 

Mobile 
networks 

and software deployable in….. 

Social 
networks 

A marketplace of 
Cyber Experts 

Cloud managed,  
easy & affordable 

and integrated with….. 

The Family Zone Solution 
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Under-serviced and huge market! 
 
 
 

Approx US$2Bn market 
 

Double digit growth 
 

Potential market  
estimated ~ $50-100Bn*  

 
 
 
* Source: Parks Associates 

Direct to Consumer Carrier Wholesale 

Access partners Carrier Retail 

Voicemail 
Family Zone ✓ 

Value added  
services options 

Insurance 
Fetch TV 

Supported by Fidelio 

The Market 



Family Zone, making progress 

➔ AU consumer launched in July 16 

➔ B uilding market position, awareness  
and sales channels 

➔ Signed up 11 Cyber Experts 

➔ Channel trials demonstrate school &  
community engagement is key! 

Global developm ent s 

➔ Launching wholesale via Philippines 
carrier PLDT/Smart in Nov 2016 

➔ In discussions &  trials (USA/SEA) 

➔ Engaged country managers in  
Philippines and USA 
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RETAIL MODEL 
 

Recurring revenue 

Access partners hotspots 

Cost recovery on hardware 

 
 

Wholesale m odel 
Service revenue ~ $  1.1/mth 

5-10% on hardware 

Zones (families) 

1,000 

900 

800 

700 

600 

500 

400 

300 

200 

100 

20k     30k    40k     50k    60k    70k     80k    90k    100k 

$120/yr 
revenue per 

family 89% 
service margins 

$‘000s 

82% 
service margins 

Family Zone, global & scalable 

Family Zone consumer offering 
Monthly Service Margins 

($AU) 
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*  Chart of monthly margins at sub numbers. This is not a forecast. 



Acquisition of Sonar/MyNet  

➔ Cyber security offering in Education 

➔ Owned by managed service provider 
Tesserent Limited 

➔ 180 installs live in Australia with 47  
going live in 2016 in USA 

➔ Circa 200,000 kids on the platform now 

➔ Education needs differ to enterprise: 

◆ Curriculum alignment with internet access 
◆ Pastoral care and privacy 
◆ Needs around interception/ decryption  
◆ Needs for school & parent access 

➔ Integration with Family Zone is a 
significant & compelling opportunity 

What is Cyber Security? 
 

Cyber  secur it y  is  primarily 
concerned with detecting or blunting 
“external threats”. Includes firewall, 
intrusion detection plus web &  mail 
filtering. 
 

Managed services involves 
deploying cyber security and 
network services on on a network, 
maintaining these services and often 
sourcing bandwidth. 
 

Fam ily Zone’s focus is on cyber  
safet y . Cyber Safety is primarily 
concerned with user restrictions, 
compliance, care &  education. 
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50.4m students 
124m families 
99k schools 
 
3.7m students 
5.5m families 
9k schools 
1k independent 
600k students 



10 

What is MyNet? 
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The Transaction 

Cyber security provider 
 

   Established global sales & 
     distribution 
 

       Sells cyber solutions to  
           schools & enterprises 
 

Sonar MyNet FCL 

Transfers Sonar / MyNet product IP to Family Zone 

Sells consumer 
services to parents 

Integrates into FZ Cloud 
 

Offers Sonar/MyNet through 
other solution providers 

Schools & sales 
activity generate 
consumer leads 



Acquisition of Sonar/MyNet  

➔ Family Zone acquires 
Sonar/MyNet &  related  staff 

➔ $3.5M in cash (deferred terms) 
plus $300,000 in shares @  $.30 
per share 

◆ $250,000 deposit 

◆ $750,000 post shareholder 
approval 

◆ $500,000 February 28 2017 

◆ $2,000,000 May 31 2017 

➔ $1.0M placement to Rob Smyth @  
$0.30 per share 

The Transaction 

Partnership Agreements 

➔ Family Zone engages Tesserent as 
reseller/distributor of Sonar/MyNet 

➔ Exclusivity in ANZ (subject to KPIs) 

➔ Family Zone earns license fees for 
each installation (min’ $750kpa) & 
growing with each new install 

Executive engagements 

➔ Engage experienced executives 
Rob Smyth (Education/Sales) & Nick 
Conolly (Technology) 

➔ Incentives aligned to IPO 
performance shares & school sales 
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What it all means 
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Direct to Consumer 

Consumer 
> Cyber policies 
> Usage tracking 
> Location tracking 
> App reviews 
> Safety alerts 
> Device restrictions 
> Home networking 

Education 
> Cyber policies 
> Usage tracking 
> Location tracking 
> App reviews 
> Safety alerts 
> Device restrictions 
> Mail filtering 
> Digital citizenship 
> Student welfare 
> Class management 

Business 
> Staff access policies 
> Usage tracking 
> Location tracking 
> App reviews 
> Safety alerts 
> Device restrictions 
> SME networking 

Ga
te

wa
y 

En
d 

Us
er

 D
ev

ice
 

The Box Sonar 

Solutions for 
 

Families 
Education 

SME’s 
 

Technology for 
 

Mobile &  smart devices 
Personal computers 

Home routers/gateways 
Enterprise routers/networks 

Mobile networks 

Ch
an

ne
ls

 

Resellers / Distributors 

Partners & Wholesale 

Family Zone’s 
depth &  breadth 

of features &  
technology is 
unmatched! 
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Monetisation 

Carrier Wholesale 

Enterprise Solutions 

Resellers /  Distributors 

Direct Sales /  Digital 

Consumer Solutions 

Carrier Retail 

School Engagement 

Media (Radio, TV, Advertorial) 

Policy Solutions 

Resellers /  Distributors 

School Solutions 

LMS partnerships 

Global 
Partnerships 

Rob Smyth 
Sales Marketing 

Sales Teams Cyber 
Experts Resellers 

Cyber Experts 

Access Partnerships 



Summary 

➔ Acquiring complementary education “Cyber” platforms 
➔ 180 schools in Australia and growing rapidly in USA 
➔ Immediate access to parents in USA and Australia 
➔ Generates immediate licence fees ~ $840,000 and growing 
➔ Mutually exclusive relationships in ANZ 
➔ TNT distribute through global channels 
➔ FZO launching soon in Philippines with PLDT 
➔ Active discussions with SEA and USA telcos 
➔ Strategically well positioned: 

◆ World leading products (Education & Consumer) 

◆ Established & motivated sales team & distribution 

◆ Designed to leverage the influence of schools/communities 
15 
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David 
Baxby 

Hastings 
Singh 

Tim Levy Crispin Swan John Sims Phil Warren 
Managing Director Executive Director Chairman Non Exec Director 

Telco & technology executives 
Start-up experts 

Distribution expertise 
Global experience 

Established relationships 

The Team 
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