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Introduction – The Global Water Challenge
Global water scarcity is a real and growing challenge

• Provision of sufficient drinking water to meet growing global water consumption which is
forecast to double by 2050

The Challenge

• Managing environmental threat posed by untreated wastewater
• Traditional water and wastewater treatment is reliant on large, capex heavy, central
treatment plants that are often unaffordable and impractical – 2/3 of the capex invested is
infrastructure in the ground

• Low cost, fast-to-deploy water and wastewater treatment products
The Response

• Treat water locally using many, smaller water and wastewater treatment plants –
pre-engineered solutions enable local reuse and much simpler infrastructure
• Easily, quickly enhance existing large scale (centralised) water treatment
infrastructure

Sources: WWF, Water Scarcity, 2014; US Geological Survey, 2015; UN World Water Development Report, 2017; Water for Food, UNCTAD, 2011; UN Water, 2017.
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Introduction – Fluence Solution
Fluence provides uniquely compelling solutions to the water & wastewater challenges with
pre-engineered solutions
• Utilises proprietary, patented membrane technology (MABR) that enables rapid,
low cost:
• deployment of pre-engineered wastewater treatment solutions; and

Fluence provides the
solution

• quality and capacity improvements for centralised wastewater treatment plants
• Pre-engineered water & wastewater treatment plants rapidly solve local water
shortages

Fluence’s
achievements

✓

88 wastewater and 20 water treatment plants sold in key geographies and larger
custom-engineered projects underpin profitability

✓

FY18 revenue of US$101.1m, gross profit of US$34.5m1 and signed contracts for
US$279m2, with sustainable EBITDA profitability to be achieved by Q4 2019

✓

Key partnerships anticipating bulk orders which drive an inflection point for preengineered product sales

1. Full Year Audited Gross Profit includes a US$6.5m benefit from the reversal of an onerous contract provision from prior years.
2. As of 30 June 2019
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Introduction – Fluence Products
Proven, proprietary technology delivered in standardized, pre-engineered building blocks for
deployment locally to the water or wastewater source
Wastewater products

1

Use proprietary MABR wastewater technology
✓ Installed in weeks not years: pre-engineered,
modular plants
✓ Substantially lower energy use and operating
costs
✓ Unattended operation
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Desalination product

✓ Minimises expensive in-ground infrastructure
✓ Meets highest regulatory standards & enables
reuse
✓ Simple to maintain and upgrade
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Custom-engineered solutions
•

Bespoke water projects

✓ Provided validation and awareness of Fluence
products
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Global Water Market

Insufficient Global Water Supply
Critical global need for low cost, quick to deploy water and wastewater treatment solutions

9.7 billion

75%

is the estimated global
population by 2050

of the global population
are currently experiencing
water shortages

($b)

40%
water deficit expected by
2030

9.7

7.7
2019

2051

• 2.7 billion people are affected by
water shortages now

• Global food
production

60%

• Manufacturing
water demand

• 2.1 billion people lack proper
wastewater treatment now

400%

• An additional 2.1 billion people
need upgraded water treatment

• Global water
consumption

2x

80%
wastewater released
without treatment

https://www.unwater.org/water-facts/quality-and-wastewater

Sources: WWF, Water Scarcity, 2014; US Geological Survey, 2015; UN World Water Development Report, 2017; Water for Food, UNCTAD, 2011; UN Water, 2017.
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Accelerating Shift to Decentralised Systems
~$13 billion global market for decentralised systems utilising pre-engineered water and
wastewater treatment products
Traditional Centralised System

Decentralised System
Network of pre-engineered, small, low cost plants

 Costly to build – trillions to solve the global water scarcity
challenge
 Infrastructure heavy - 2/3 of CAPEX before the plant (piping,
pumping)
 Overdesigned for growth = lower ROI
 Take years to deploy

✓ Require minimal infrastructure
✓ Improved use of existing water – reuse saves drinking
water

✓ Lower, just-in-time capex
✓ Easy and low cost to operate and maintain

 Mainly for well developed urban areas

✓ Can be deployed in rural areas with minimal existing
infrastructure

 Legacy plants require efficiency improvements

✓ Modular and easily upgradable

Sources: The Global Water Market in 2018, Global Water Intelligence

7

Business Overview

Fluence Board and Leadership
Board of Directors

Management Team
Henry J. Charrabé
Managing Director &
CEO
• Former CEO of RWL
Water
• Over 15 years’ water
industry experience

Tony Hargrave
COO
•

Over 30 years’ water
industry
management
experience

Richard Irving
Chairman
• 35 years’ tech and
Venture Capital
experience
• US$3B value
created

Henry J. Charrabé
Managing Director &
CEO
• Former CEO of RWL
Water
• Over 15 years’ water
industry experience

Francesco Fragasso
CFO
• 20 years’ finance
experience in
renewable energy
and water
treatment

Erik Arfalk
CMO
• Over 15 years’
marketing strategy
experience

Rengarajan Ramesh
Non-executive Director
• Former CTO of
GE Water
• 30 years’ operating,
acquisition and tech
experience

Ross Haghighat
Non-executive Director
• 30 years’ tech and
Venture Capital
experience
• US$4B value created

Ronen Schechter
CTO
• Co-Founder of
Emefcy
• Over 25 years’
water technology
experience

Ilan Wilf
Global VP Sales

Arnon Goldfarb
Non-executive Director

Paul Donnelly
Non-executive Director

•

•

•

Adam Hinckley
VP Investor Relations &
Project Finance
• 15 years’ as an
investor, advisor
and sell-side
analyst

Spencer D. Smith
CLO
• Over 15 years of
corporate law and
M&A experience
• Former GC of RWL
Water

•

Over 22 years’ water
industry experience
Former VP Sales of
Emefcy

Over 30 years’
industrial
experience

Peter Marks
Non-executive Director
•

30 years’ capital
markets experience

Over 30 years’
international
financial services
experience

Ross Kennedy
Company Secretary &
Advisor to the Board
• Over 30 years’
experience as
Company Secretary
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Fluence Overview
2 Product Families, 2 End Markets, 2 Revenue Streams

Pre-Engineered Products

1

Wastewater products
(produces non-potable, reusable water)

2

Desalination product
(produces drinking water)

Utilises proprietary MABR technology

Pre-engineered
wastewater
packaged
solution

Wastewater
solution that can
be applied to
existing plants

3

Custom Engineered Solutions

• Bespoke solution individually designed
for customer needs
Containerised mobile
desalination plant ready
for rapid deployment
and operation

• Provided early global validation and
awareness of Fluence’s technology
which is now being leveraged into preengineered product customers

Equipment sales (Smart Product Solutions) and BOOT projects
(Recurring Revenue)
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1

Wastewater Product Technology

Patented technology that provides lower cost, quality wastewater treatment
Membrane aerated biofilm reactor (MABR)

• Clear advantages over other solutions that use large amounts of force to treat wastewater
• Allows up to 90% reduction in energy and up to 50% reduction in OPEX
• Protected by family of patents
• Scalable to provide water solutions for populations of hundreds to hundreds of thousands
11

1

Wastewater Product Overview

Fluence wastewater products utilise Fluence’s proprietary MABR technology

Treats wastewater for
communities from 150 to 35,000
• Pre-engineered MABR wastewater
packaged solution
• Fast deployment ideal for small towns,
residential communities, resorts, hotels
and commercial complete
• Capacity of 20 – 5,000m3/day

Treats wastewater for
communities up to 1 million
• MABR wastewater solution that can be
applied to existing plants or new plants,
and therefore eliminates or delays the
need for costly new builds
• Improves efficiency and compliance of
existing plants without chemicals within a
month
• Average revenues of US$2.5m/plant
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1

Wastewater Product Deployments

Targeting countries which urgently enforce stricter wastewater treatment standards
• Wastewater product sales are anticipated to accelerate with numerous partnerships in negotiation in target geographies

2 Plants
2017

88 Plants
Today
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1

Wastewater Product in China

China’s 13th Five-Year Plan commits to adding rural wastewater treatment for 440 million
people (approx. US$15 billion in funding)

100K

2
Key
partnerships =
bulk orders

• Aspiral and SUBRE meet required Chinese rural
wastewater treatment standards for non-potable
reuse at the lowest cost

10

People
served*

• Recent key partnerships have secured bulk orders,
accelerating the sales ramp – inflection point

provinces

• Additional key partnerships are in negotiation which
anticipate high volume orders driving further growth
Fluence MABR plants in China
68 Plants

52 Plants

120 Plants

0 Plants
2017

*Based on 150 l/person/day

7 Plants
2018

Today

14
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Desalination Product Overview

Containerised mobile desalination plant ready for rapid deployment and operation

29

20
11
• Approximately one-third of construction time and ~40% less
capex required than typical custom desalination plant
• Ready for rapid deployment and operation
• Provides fresh water for communities of 3,000 – 500,000
people

2016

2017

2018

Units Shipped

• Modular and easily upgradable for long-term deployment
• Lends itself perfectly for BOOT projects
15

2

Desalination Product Deployments

Targeting geographies urgently addressing extreme water shortages
•

Desalination product sales are anticipated to accelerate with numerous partnerships in negotiation in target
geographies

3 Plants
2016
*Based on 150 l/person/day

21 Plants
Today

400K people served*
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Custom-Engineered Solutions

Fluence provides bespoke, turnkey supply of custom-engineered water treatment solutions

• Bespoke solutions designed for customer needs

Case study – Ivory Coast Project

• Projects include:

• Turnkey supply of custom-engineered solution for 150,000
m3/day surface-water treatment plant

• Industrial water and wastewater treatments
• Food & beverage processing
• Historically a large contributor to Fluence’s revenue

• Provided early global validation and awareness of
Fluence’s technology now leveraged into preengineered product customers

• Treats freshwater from the naturally contaminated Lagune
Aghien and provides drinking water to the city of Abidjan
(4.7M population)
• Fluence scope includes water intake and treatment, bulk
water piping, water towers and associated infrastructure
(partially subcontracted)
• Expected financial close in Q3 2019

$USD millions

Estimated Project Revenue Profile
82

2020

2021

20

2019

CAD depiction of plant location and layout

80
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Fluence Revenue Model
Fluence derives revenue from the sale of long term water purchase agreements or upfront
turn key solutions

Pre-Engineered Products

Smart Product Solutions1
• Sale of pre-engineered solutions
• High margin, repeat customers
• Leverages partners to accelerate
pipeline, bookings and revenue
growth

Custom-Engineered Solutions

Recurring Revenue2

Bespoke agreements

• Use pre-engineered products for BOOT
projects

• Long term projects with payments
over key milestone periods

• Customer pays for water over duration
of contract rather than upfront
purchase of the system

• Larger scale projects provide
revenue visibility with backlog
over several quarters

• Generates long-term, recurring and
predictable revenue

• Strong historical contributor to
revenue

• Includes operations and maintenance
contracts and spare parts sales

• $50M financing facility in place to
finance BOOT projects

Focus of growth - higher margins and stable long-term revenues
1: Reflected in financials as Smart Product Solutions segment
2: Reflected in financials as Recurring Revenue /Aftermarket segment
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Financial Overview

Revenue and Pipeline Summary
Strong pipeline of projects to drive revenue growth in 2020
•

2018 revenue of US$101.1 million +74% vs. 20171

•

Gross profit US$34.5 million2

•

Significant growth in signed contracts (backlog)
experienced during 2019

$30

•

$10

•

Revenue Growth

US$M
$50
$40

US$2793 million future revenue

$20

$Q1

Targeting sustainably positive EBITDA by Q4 2019

Q2
2017

US$M
$80
$60

2018

Q4

2019

Signed contracts (backlog)

US$M
$300

Revenue by segment4

Q3

$200

$40
$100

$20
$Smart Product Solutions Recurring Rev / AfterMarket
FY17
FY18
FY19 Target

Custom Engineered
Solutions

$Q1

1. 2017 pro-forma (consolidation of 12 months of RWL water)
2. 2018 Full Year Audited Gross Profit include a $6.5M benefit of reversal of an onerous contract provision from prior years
3. As of 30 June 2019
4. Recurring Rev / Aftermarket includes Recurring Revenue (as outlined on slide 17)

Q2
2017
2018

Q3

Q4

2019
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Revenue and Gross Margin Growth
Focused shift towards higher margin proprietary solutions and recurring revenues

Increasing
Gross
Margin
$101m
$22m
$58m

2017

2018

Future Target
Revenue Mix

Large
Project

Smart Products Solutions
Recurring Revenue
Custom-Engineered Solutions

Example:

US$100M
Africa Project
(MoU signed)

Smart
Packaged
Plant

NIROBOX™

Proprietary
Smart Packaged
Plant

Aspiral™

Proprietary
Product

SUBRE
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Summary
✓

Only global, pure play company delivering standardised, pre-engineered water and wastewater treatment solutions focused
on the decentralised market – fast to deploy, low cost and meets tightening regulatory standards

✓

Unique, proven, proprietary wastewater treatment technology delivers breakthrough cost and energy savings and enables
unattended operation versus traditional solutions

✓

Positioned to capture substantial and growing global addressable market as market shifts towards decentralised, preengineered solutions as population growth, water scarcity and environmental threats worsen

✓

Key partnerships securing bulk orders have created an inflection point for pre-engineered product sales ramp - several more in
negotiation anticipated to further drive growth

✓

88 wastewater and 21 water treatment plants deployed in key geographies, including 68 in China since 2017; large customengineered projects for Government customers underpin profitability as pre-engineered product revenues grow

✓

Strong financial foundations with FY18 revenue of US$101.1m, gross profit of US$34.5m1 and signed contracts for US$279m2,
with sustainable EBITDA profitability to be achieved by Q4 2019

✓

Experienced Board and management team

1. Full Year Audited Gross Profit includes a US$6.5m benefit from the reversal of an onerous contract provision from prior years.
2. As of 30 June 2019
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Appendix

Fluence History
Q3 2018
• First MABR sale to
Hubei ITEST
• First NIROBOX™
BOT signed in
Q1 2018
Philippines
• Received award for
• First commercial
Decentralized
Aspiral™ sales in
Water &
US and Philippines
Wastewater
Company of the
Year
Q3 2017
• First NIROBOX™
Emefcy and
orders in Argentina
RWL Water
and Philippines
merged to form
Fluence
Corporation
(ASX:FLC)

Q4 2017
Opening of first
MABR
manufacturing plant
in Changzhou, China

Q2 2018
• San Quintin
project reaches
Financial Close
• Aspiral™
product suite
launch

FY 2018
• Achieved organic
revenue growth of
74%
• >200% increase in
Gross Profit
• Reduced G&A by
30%

Q4 2018
• Commencement of
San Quintin Project
• Largest NIROBOX™
order ever from Egypt
(12 units)
• Announcement of
$50M Generate
Capital debt facility

Q2 2019
• Largest booking in Brazil for
$10M desalination project
with a repeat customer
• First NIROBOX™ order in the
US

FY 2019E
✓ Targeting ~20% YoY
revenue growth of
Q1 2019
Smart Products
• Record quarterly
✓ Increasing backlog of
bookings of $223M
projects with
• Awarded €165M
Recurring Revenue
landmark Ivory Coast
✓ Goal to achieve
contract
sustainably positive
• Largest individual order
EBITDA
of 40 Aspiral™ units in
China
• Official launch of SUBRE
and first commercial
orders secured
• Total backlog of $267M,
up 181% YoY
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Corporate Overview

Capital Structure as at 31 July 2019 ASX: FLC
Ordinary Shares on Issue

537.4M

Options on issue

44.6M

Share Price

A$0.47

Undiluted Market Capitalization

A$252.6M

Cash at 30 June 2019

$15.6M

External debt (except non-recourse
project debt)

$0.8M

Liquidity (average shares traded per day
for the 3 months to 30 August 2019)

687,207

Top Holders ASX: FLC 31 July 2019

Shares (M)

% of FLC

RSL Investments Corporation and
RSL Capital, LLC

157.2

29.3

Watermark Services, LLC

47.8

8.9

Pond Ventures Nominees and
Richard Irving

37.3

6.9

Plan B Ventures

20.5

3.8

Other top 20

108.6

20.2

Top 20 total

371.4

69.1

Notes:
• Over 58% of Fluence shares held by US entities (1)

1. As of April 1, 2019
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Disclaimer
This presentation has been prepared by Fluence Corporation Limited (ASX: FLC). All currencies quoted as “$” are US$ unless otherwise specified.
This presentation may contain forward-looking statements which are identified by words such as ‘may’, ‘could’, ‘believes’, ‘estimates’, ‘targets’, ‘expects’, or
‘intends’ and other similar words that involve risks and uncertainties. These statements are based on an assessment of past and present economic and operating
conditions, and on a number of assumptions regarding future events and actions that, as at the date of this presentation, are expected to take place. Such
forward-looking statements are not guarantees of future performance and involve known and unknown risks, uncertainties, assumptions and other important
factors many of which are beyond the control of the Company, its Directors and management. Although the Company believes that the expectations reflected in
and the assumptions underlying the forward looking statements included in this presentation are reasonable, readers are cautioned not to place undue reliance
on them, as the Company cannot give any assurance that the results, performance or achievements covered by the forward-looking statements will actually
occur.
This presentation should not be considered as an offer or invitation to subscribe for or purchase any shares in FLC or as an inducement to make an offer or
invitation to subscribe for or purchase any shares in FLC. No agreement to subscribe for securities in the FLC will be entered into on the basis of this presentation
or any information, opinions or conclusions expressed in the course of this presentation. This presentation is not a prospectus, product disclosure document or
other offering document under Australian law or under the law of any other jurisdiction. It has been prepared for information purposes only and does not
constitute an offer or invitation to apply for any securities, including in any jurisdiction where, or to any person to whom, such an offer or invitation would be
unlawful.
To the maximum extent permitted by law, the Company and its professional advisors and their related bodies corporate, affiliates and each of their respective
directors, officers, management, employees, advisers and agents and any other person involved in the preparation of this presentation disclaim all liability and
responsibility (including without limitation and liability arising from fault or negligence) for any direct or indirect loss or damage which may arise or be suffered
through use of or reliance on anything contained in, or omitted from, this presentation. Neither the Company nor its advisors have any responsibility or
obligation to update this presentation or inform the reader of any matter arising or coming to their notice after the date of this presentation document which
may affect any matter referred to in the presentation. Readers should make their own independent assessment of the information and take their own
independent professional advice in relation to the information and any proposed action to be taken on the basis of the information.
2018 consolidated financial figures presented on IFRS basis are audited, and after reclassifications for non-cash foreign currency adjustment relating to
hyperinflation accounting in Argentina (IAS29).
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