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COMPANY DESCRIPTION 

LoopUp is a premium remote meetings 
solution that makes it easier to collaborate in 
real time. 

www.loopup.com 
 

Solid progress but headwinds remain 

LoopUp announced a decent set of interim results for the six months to June 
2019.  The group is seeing good levels of end-market adoption and customer 
wins, but issues previously described (in particular lower levels of customer 
activity) continue to constrain growth.  Guidance is clear – revenue growth 
of 26% and EBITDA margins of 15% for FY19E - so we alter forecasts to reflect 
this.  In some ways, it is a relief to see that the challenges are not worse – 
and the group is adjusting to this new “more difficult” world.  

▪ Interim results  The group published H1 numbers, with revenue up some 
86% to £22.4m (driven by the MeetingZone acquisition) and Adjusted 
EBITDA also up strongly to £3.5m. Cash was robust at £3.8m, and would 
have been higher had the group received an expected £1.1m R&D tax 
credit payment.  

▪ Usage levels remain stubbornly low  LoopUp previously highlighted (in its 
July update) that client usage of call minutes was running at depressed 
levels.  It appears that this trend has continued, with minutes per active 
user down 7% y/y – this effect is most pronounced in the UK, but is evident 
across a range of geographies and customer types.  

▪ Changes to estimates  Management have been clear with guidance for 
2019E – we adjust our forecasts to reflect their comments that revenue 
growth is expected to be around 26% for the year, with and Adjusted 
EBITDA margin of 15%.  We trim 2020E and 2021E in a similar fashion.  In 
each case, we believe that the new estimates are now cautious – 
especially for H2 2019E, which now shows a decline against the H1 
performance.  Hopefully these figures will prove too pessimistic, but given 
the shift in customer behaviour, we understand and respect 
management’s cautious stance.  

The group is clearly attempting to manage two sharply divergent trends – 
ongoing and positive ability to win new customers globally, with effective 
Pod sales teams and a strong product proposition, set against a currently-
negative macro outlook which is impacting on usage levels amongst existing 
clients.  We consider that forecasts are now set at a genuinely cautious level, 
and that the group can out-perform these estimates as usage stabilises and 
the growth in the customer base gradually out-shines the gloomy macro 
effects.   
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FYE DEC (£M) 2017 2018 2019E 2020E 2021E 

LoopUp Revenue 17.5 34.2 42.8 46.2 52.2 

Adjusted EBITDA 3.5 7.7 6.4 7.3 9.4 

Adjusted PBT 0.7 4.1 1.2 1.2 2.5 

Adjusted EPS 4.4 9.3 3.2 3.1 3.4 

EV/Sales 2.7x 1.4x 1.1x 1.0x 0.9x 

EV/ Adj. EBITDA 13.5x 6.1x 7.3x 6.4x 5.0x 

P/E 14.9x 7.1x 20.5x 21.5x 19.6x 

Source: Company Information and Progressive Equity Research estimates 
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2  LoopUp 

The positives 

LoopUp’s product continues to find favour with new customers, and the group’s Pod-based 
sales teams are performing well.  The H1 period included a number of positives, both in 
terms of activity and outcomes : 

▪ Pod sales teams expanded dramatically – staff grew from 63 to 112 across H1, and new 
Pods established in Chicago, Dallas, Los Angeles, Atlanta and Madrid.  The Pod Academy 
approach, instigated in late 2018, has had good results (allowing the group to accelerate 
growth by recruiting more senior staff direct into the sales structure). 

▪ Client wins included 3 of the top 100 global law firms, and a major renewal with Clifford 
Chance in the UK.  

▪ Video added into the main LoopUp product in a way which does not impact “audio-
focussed” users 

▪ “Event by LoopUp” launched to address the market for a high-end conference 
experience (such as earnings / investor calls etc) 

▪ Churn remains in line with historical low levels at 6.4% of revenue 

▪ Underlying growth (active users on the platform) is up 14% 

The negatives 

Despite the strong performance and sales momentum, the group is grappling with year-
on-year declines in average calling levels per active user.  For LoopUp, this is a key metric 
since it bills on a “per minute” basis – the group’s revenue is therefore determined not by 
numbers of customers (or users within each customer) but by the number of meeting calls 
made, the number of participants on each call, and the length of the call in minutes.  

Reassuringly, pricing is stable (at £0.054 per minute) and customer churn does not appear 
to be rising (6.4% churn for H1 is in line with historic levels).  

It is, of course, possible, that customers are beginning to use a number of different 
platforms for their calls, and that LoopUp is losing an element of market share – although 
in most organisations this would be unlikely – large firms tend to procure platforms, and 
then switch, rather than allowing team members to “mix and match” different providers, 
which would cause any number of administrative and billing problems.   

The current macro climate is likely to be constraining activity across all sectors, but law 
firms and the financial services sector, especially in the UK, seem to be probably one of the 
hardest-hit areas in terms of day-to-day volumes of business…if corporate activity slows, 
demand for legal advice falls, and there is less need for conference calls to manage 
processes.  Equally, if sales pipelines within a large corporation are reducing, then the 
weekly sales opportunity “progress call” may take less time.   

Investors should bear in mind that the changes being described are relatively small – year-
on-year declines of 11% (year to August, from the LoopUp established base) may be 
dramatic in terms of LoopUp’s revenue and its ability to grow, but it is (roughly) equivalent 
to losing just one solicitor from a weekly call of ten participants, or a company-wide sales 
review call lasting twenty minutes instead of twenty-three minutes.  In the current climate, 
it is easy to see how these sorts of changes might occur.  
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Changes to estimates 

We make the changes shown below to our forecasts – we have aimed fractionally below 
the group’s estimate of revenue growth for this year (25% vs 26% guidance), but assumed 
EBITDA margin in line with the comment in the RNS (at 15%).  We assume growth of c.8% 
in 2020 and around 13% in 2021, with EBITDA margin rising to c.16% and 18% across the 
next two years.  

 
Changes to estimates 

  

Source: Progressive Equity Research estimates 

 

Summary 

Clearly, it is disappointing to be downgrading forecasts again, especially given the changes 
in July.  Nevertheless, the reality is that LoopUp is experiencing some very unexpected 
changes in usage patterns, and the group is adapting to fit the macro pressures it faces.   

LoopUp is not the only company to be facing challenges – it is, however, unusual that its 
revenue model is driven by very “immediate” levels of utilisation….most technology 
businesses sign (or do not sign) licences, and build SaaS revenue streams over time.  
LoopUp, given its reliance on month-to-month activity levels, is subject to an unusual 
degree of short-term volatility that we (and presumably most investors) had not expected 
to change in the way that it has.  Nevertheless, we believe that macro conditions will one 
day stabilise and even recover, and that LoopUp’s strong product offering and absolute 
sales focus will continue to drive performance.  We await further news on client wins, 
product development and (crucially) hopefully a stabilisation of usage activity across H2 
and into 2020. 

 

  

FY19E

£m unless stated Old New

Change 

(%) Old New

Change 

(%) Old New

Change 

(%)

Revenue 46.5 42.8 -8% 54.1 46.2 -15% 67.2 52.2 -22%

Adj EBITDA 8.4 6.4 -24% 9.5 7.3 -23% 11.9 9.4 -21%

Fully adj PBT 3.6 1.2 -66% 5.8 1.2 -79% 6.0 2.5 -58%

Fully adj EPS (p) 6.2 3.2 -48% 8.5 3.1 -64% 8.9 3.4 -62%

FY20E FY21E
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Financial Summary: LoopUp 

Year end: December (£m unless shown)      
      
PROFIT & LOSS 2017 2018 2019E 2020E 2021E 
LoopUp Revenue 17.5  34.2  42.8  46.2  52.2  
Adj EBITDA 3.5  7.7  6.4  7.3  9.4  
Adj EBITA 3.2  7.1  4.9  5.4  7.3  
Reported PBT 0.7  1.0  (1.4) (1.5) (0.2) 
Fully adj PBT 0.7  4.1  1.2  1.2  2.5  
NOPAT 0.7  4.5  1.8  1.7  2.8  
Reported EPS 4.4  3.6  (1.2) (1.5) (1.2) 
Fully adj EPS 4.4  9.3  3.2  3.1  3.4  
Dividend per share 0.0  0.0  0.0  0.0  0.0  

      
CASH FLOW & BALANCE SHEET 2017 2018 2019E 2020E 2021E 
Operating cash flow 3.1  4.4  0.7  3.3  3.9  
Free Cash flow (0.1) 4.4  (0.1) 2.7  2.3  
FCF per share (0.3) 8.3  (0.2) 4.5  3.8  
Acquisitions 0.0  (65.9) 0.0  0.0  0.0  
Disposals 0.0  0.0  0.0  0.0  0.0  
Shares issued 0.9  47.9  0.0  0.0  0.0  
Net cash flow 0.7  (13.5) (0.1) 2.7  2.3  
Overdrafts / borrowings 0.0  (16.2) (14.5) (12.8) (11.1) 
Cash & equivalents 2.9  5.6  3.8  4.8  5.4  
Net (Debt)/Cash 2.9  (10.6) (10.7) (8.0) (5.7) 

      
NAV AND RETURNS 2017 2018 2019E 2020E 2021E 
Net asset value 10.5  59.9  60.9  61.4  59.9  
NAV/share 25.6  109.0  110.3  111.2  108.5  
Net Tangible Asset Value 0.5  2.2  3.7  2.6  1.3  
NTAV/share 1.1  3.9  6.7  4.7  2.4  
Average equity 9.1  35.2  59.6  58.8  58.0  
Post-tax ROE (%) 8.0% 11.6% 2.0% 2.1% 4.4% 

      
METRICS 2017 2018 2019E 2020E 2021E 
Revenue growth 36.2% 95.9% 25.0% 8.0% 13.0% 
Adj EBITDA growth 67.8% 121.1% (16.5%) 14.5% 28.7% 
Adj EBITA growth 74.5% 124.1% (30.5%) 9.7% 35.3% 
Adj PBT growth (354.9%) 459.9% (70.3%) (0.2%) 109.8% 
Adj EPS growth 722.4% 109.9% (65.4%) (4.5%) 9.6% 
Dividend growth N/A N/A N/A N/A N/A 
Adj EBITA margins 18.2% 20.8% 11.5% 11.7% 14.0% 

      
VALUATION 2017 2018 2019E 2020E 2021E 
EV/Sales 2.7 1.4 1.1 1.0 0.9 
EV/EBITDA 13.5 6.1 7.3 6.4 5.0 
EV/NOPAT 64.8 10.3 26.0 27.7 16.7 
PER 14.9 7.1 20.5 21.5 19.6 
Dividend yield N/A N/A N/A N/A N/A 
FCF yield (0.5%) 12.6% (0.3%) 6.8% 5.7% 

 

Source: Company information and Progressive Equity Research estimates 
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