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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 
 

Focus and execution  

LoopUp recently updated on the first four months of 2020, which have seen 
an exceptional level of customer activity and new client wins.  This is largely 
driven by the COVID-19 pandemic and the associated shift towards remote 
working with additional use of conference calls, but the group has also 
recently implemented an increased focus on Professional Services, which in 
our opinion could boost long-term potential.  This note focuses on current 
activity levels within the business, the opportunity within Professional 
Services and the attitude of investors towards remote meetings companies.  

▪ Current levels of activity  The group is clearly seeing significant levels of 
activity, both in terms of client usage of the LoopUp platform, and in terms 
of new business wins.  We believe that, while part of this activity will 
subside as lockdowns end across the world and business returns to some 
element of “normal”, there will also be a degree of permanent behavioral 
change, from which LoopUp should benefit into the long term  

▪ Increased focus on Professional Services sectors  Just prior to the COVID-
19 lockdown, LoopUp had announced its 2019 results and described an 
increased degree of focus within the business on Professional Services 
sectors. There are a number of good reasons why these sectors should be 
interested in the LoopUp platform, mainly to do with security and 
reliability - both of which have been arguably absent from many of the 
platforms currently experiencing widespread consumer utilization.  

▪ Investor attitudes  We believe that investors are beginning to appreciate 
the inherent value provided by remote meetings companies. The 
combination of high margins, recurring revenue and a good degree of 
scalability should provide the basis for software-style valuations.  We 
believe that some valuations have been held back by investor perceptions 
around “conference call” businesses, but that this “drag” on sentiment is 
gradually becoming less of a factor.  

Overall, we believe that LoopUp is entering an exciting new phase. The 
business is clearly benefiting from some spikes in activity, but although 
these spikes may be at least partially transient, we suggest that the product 
and the management team are well placed to ensure that this translates 
into long-term upside. Clearly the remainder of the year is at this stage 
uncertain, both in terms of lockdown relaxation and in terms of changes in 
behaviour.  For now, we look forward to seeing additional news flow from 
LoopUp in the weeks and months ahead.  
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FYE DEC (£M) 2017 2018 2019 2020E 2021E 

LoopUp Revenue 17.5 34.2 42.5 50.2 52.7 

Adjusted EBITDA 3.5 7.7 6.4 10.8 11.9 

Adjusted PBT 0.7 4.1 0.5 3.7 4.0 

Adjusted EPS 4.4 9.3 2.2 7.3 7.7 

EV/Sales 5.0x 2.6x 2.1x 1.7x 1.7x 

EV/ Adj. EBITDA 25.3x 11.5x 13.7x 8.1x 7.4x 

P/E 31.2x 14.8x 63.9x 18.8x 18.0x 

Source: Company Information and Progressive Equity Research estimates 
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Current activity levels 

Last week's trading update showed that revenue overall for the four months to April 2020 
was “at least 40%” higher than the prior year.  

January and February, as well as the first half of March, were relatively “normal” months.  
This suggests that the outperformance seen in the second part of March and in April was 
even more significantly ahead of the previous year.  The table below gives some example 
analysis around revenues across the relevant timeframe. We have based the numbers on 
figures which would be in accordance with our full year estimates, and have assumed that 
March was somewhere between the levels seen in February and April, as the economic 
lockdown took hold in mid/late-March.  

REVENUE DELTA WORKED EXAMPLE 

  

Source: Progressive Equity Research Ltd 

As can be seen from the table above, in order to reach the reported 40% increase in activity 
levels for the entirety of the period January to April, the outperformance during March and 
April must have been very significant indeed.  The RNS also highlighted that inbound leads 
are running at approximately four times previous levels, with new customer wins being 
signed at approximately twice the previous rate.   

Clearly, as the COVID-19 lockdowns hopefully gradually reduce during the course of the 
summer, it is likely that individual levels of activity and the numbers of remote meetings 
will fall. We have therefore modelled, for the purposes of our formal estimates, that 
activity returns to normalised levels over the summer timeframe. Our strong hope and 
expectation is that the group will be able to retain at least some degree of this exceptional 
spike in activity, and there are numerous examples of well-informed commentators 
suggesting a long term change in the way that many industries operate.  

We would expect, therefore, that LoopUp’s long term run rate revenues will benefit from 
the recent lockdown and an associated change in behaviour. On this basis, the group should 
enjoy higher levels of revenue growth both in 2020 and beyond.  We hope to revisit our 
forecasts later in the year, once the position around lockdown reduction and client activity 
levels is more clear.  

 

  

£m Jan Feb Mar Apr

Example run-rate 3.3 3.4 3.5 3.6
Total Jan-Apr 13.8

Hypothetical performance 3.3 3.4 6.0 7.0
Total Jan-Apr 19.7

Delta Jan-Apr 43%
Reported delta Jan-Apr "At least" 40%
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Increased focus on Professional Services sectors 

The LoopUp product is already seeing success in Professional Services… 

Just prior to the COVID-19 outbreak, LoopUp reported 2019 results. The company also 
presented a refinement of its strategy towards Professional Services sectors, where the 
group has already been seeing performance well above that achieved in other sectors.   

Despite applying similar levels of focus and resources to Professional Services and other 
sectors, Professional Services as a vertical segment has consistently outperformed in 
terms of revenue growth and numbers of active users, as shown in the charts below.  

 
REVENUE AND ACTIVE USERS BY SECTOR – PROFESSIONAL SERVICES AND OTHER 

  

Source: Company information 

 

… partly because the product is already very well suited to this marketplace  

This should not come as a complete surprise, since the LoopUp product is already very well 
positioned for the Professional Services market. Professional Services customers generally 
run remote meetings with external guests - this is in stark contrast to other organisations, 
where remote meetings are more normally used for internal purposes. The LoopUp 
platform is very well suited for this Professional Services environment, because in 
particular :  

▪ LoopUp does not rely on Voice over IP (VoIP) or the public internet for the voice 
element of its meetings. This means that the LoopUp service is more reliable than many 
others, a hugely important factor for many Professional Services clients.  

▪ The LoopUp product does not require the user to download or install software , which 
is often a problem when customers run calls which involve external guests.  Anyone, 
even a new user can simply click on the link provided and seamlessly join the LoopUp 
remote meeting. 

▪ Finally, the LoopUp product is specifically designed with simplicity in mind, and ease 
of user experience is paramount. Again, this is important for Professional Services 
clients with a large number of external guests who may be unfamiliar with the 
product, and whose opinions of the quality of the call and the overall experience may 
be extremely important to LoopUp’s Professional Services customer.   
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What LoopUp is doing now to intensify this focus  

As described above, the LoopUp product is already seeing strong levels of traction within 
the Professional Services vertical, and it is already well placed to meet the specific demands 
of this type of customer.  

As part of its 2019 results announcement, LoopUp detailed an increase in focus on this 
segment. This will manifest itself through  

▪ a clearer dedication of effort within the sales pods (small sales teams) towards this 
most-lucrative segment 

▪ additional marketing content, with clear account-based marketing, specifically 
targeting Professional Services accounts  

▪ product development spend being dedicated to optimising the platform for customers 
with large numbers of external guests in their remote meetings  

▪ integration of the platform with sector specific software, for example in the legal or 
accounting professions  

▪ integrated “room setups” to provide top quality user experience within larger 
Professional Services organisations  

▪ increased overall product development spend (£6m from £5m in 2019), with a clear 
focus on Professional Services as a core target market  

 

Clearly, LoopUp will continue to win business in other vertical segments, but we believe 
that the focus of time, effort and product development on this potentially lucrative niche 
opportunity is entirely logical.  

The chart below demonstrates the relatively low cost of customer acquisition within the 
Professional Services segment relative to other customers. Additional focus of the group’s 
resources in this area is clearly warranted, and we look forward to seeing the results during 
the remainder of 2020 and beyond.  

 

CUSTOMER ACQUISITION COST – LOWER FOR PROFESSIONAL SERVICES 

 

Source:  Company information 
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Investor attitudes to remote meetings companies 

Investors becoming more discerning  

We believe that investor attitudes towards remote meetings companies may be beginning 
to turn. For some time, the market was perhaps unable to distinguish between large old-
fashioned conference call providers (who focused on dial-in numbers and were almost 
entirely audio only) and the providers of new technology based platforms such as Zoom, 
LogMeIn, Microsoft Teams and LoopUp.  The end market was awash with a combination of 
old providers seeking to update their offerings, and a large number of (mainly US based) 
new technology start ups. 

LoopUp has the opportunity to continue to grow market share within this Professional 
Services vertical, which is believed to account for around 30% of the overall remote 
meetings market. Other operators whose platforms have different features and use cases 
(such as Zoom, Microsoft Teams etc) will dominate the mainstream market with their more 
diverse and different needs and desires.   

As the end markets grow in scale and become more differentiated, we believe that the 
investor universe will equally become more discerning and able to distinguish between the 
likely long term performance of the various players. The remote meetings market is large 
and growing, fuelled (even prior to the COVID-19 pandemic) by increased business activity 
and, in particular, a growing corporate focus on ESG and climate change issues - especially 
with large companies looking to reduce their carbon footprint and travel expenses.   

Share prices and valuations  

We note that shares of Microsoft, Zoom and other providers of online meeting services are 
trading at all-time high levels.  We are also aware of a proposed Scandinavian video 
conferencing IPO (Pexip) which is aiming to value the business at over 15 times trailing 12 
month sales.   

Clearly, LoopUp has a significant near term and long term opportunity which must be set 
in the context of the group’s recent performance, balanced against the risk of competing 
offerings and products.  We believe that LoopUp has the necessary attributes to enable it 
to thrive in the current market environment and beyond, which include: 

▪ Strong revenue growth from the core target segment of Professional Services  

▪ High levels of repeat and recurring revenue  

▪ Strong gross margins, good levels of EBITDA profitability and historically good levels of 
cash generation  

These are attributes in common with a large number of software business models, which 
commonly attracts sales multiples of 5 to 10 times (or more), and EV/EBITDA multiples well 
into the teens and sometimes considerably higher.  This compares to LoopUp, which 
currently trades on c.1.6x 2020E sales, and EV/EBITDA 2020E of 7.5x.  

We look forward to seeing LoopUp deliver on the near term revenue potential (driven by 
a dramatic increase in home working related to COVID-19), and the longer term 
opportunity afforded by targeting a high quality product at the large and lucrative 
Professional Services vertical.  We await further news flow during the course of 2020 and 
beyond.   
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Financial Summary: LoopUp 

Year end: December (£m unless shown)      
      
PROFIT & LOSS 2017 2018 2019 2020E 2021E 
LoopUp Revenue 17.5  34.2  42.5  50.2  52.7  
Adj EBITDA 3.5  7.7  6.4  10.8  11.9  
Adj EBITA 3.2  7.1  4.9  8.6  9.6  
Reported PBT 0.7  0.4  (2.8) 0.9  1.3  
Fully adj PBT 0.7  4.1  0.5  3.7  4.0  
NOPAT 0.7  4.5  1.2  4.1  4.2  
Reported EPS 4.4  2.3  (3.3) 0.6  (0.7) 
Fully adj EPS 4.4  9.3  2.2  7.3  7.7  
Dividend per share 0.0  0.0  0.0  0.0  0.0  

      
CASH FLOW & BALANCE SHEET 2017 2018 2019 2020E 2021E 
Operating cash flow 3.1  4.4  6.7  6.3  7.9  
Free Cash flow (0.1) 4.4  4.4  4.5  5.2  
FCF per share (0.3) 8.3  7.4  7.4  8.6  
Acquisitions 0.0  (65.9) (5.0) 0.0  0.0  
Disposals 0.0  0.0  0.0  0.0  0.0  
Shares issued 0.9  47.9  0.1  0.0  0.0  
Net cash flow 0.7  (13.5) (0.9) 4.5  5.2  
Overdrafts / borrowings 0.0  (16.2) (14.5) (12.8) (11.1) 
Cash & equivalents 2.9  5.6  3.0  5.8  9.3  
Net (Debt)/Cash 2.9  (10.6) (11.5) (6.9) (1.7) 

      
NAV AND RETURNS 2017 2018 2019 2020E 2021E 
Net asset value 10.5  59.9  58.1  58.5  58.1  
NAV/share 25.6  109.0  105.2  105.9  105.2  
Net Tangible Asset Value 0.5  2.2  6.0  4.6  3.1  
NTAV/share 1.1  3.9  10.8  8.3  5.6  
Average equity 9.1  35.2  59.0  58.3  58.3  
Post-tax ROE (%) 8.0% 11.6% 0.9% 6.3% 6.9% 

      
METRICS 2017 2018 2019 2020E 2021E 
Revenue growth 36.2% 95.9% 24.3% 18.0% 5.0% 
Adj EBITDA growth 67.8% 121.1% (16.2%) 68.3% 9.9% 
Adj EBITA growth 74.5% 124.1% (30.5%) 74.5% 11.0% 
Adj PBT growth (354.9%) 459.9% (87.4%) 620.8% 9.5% 
Adj EPS growth 722.4% 109.8% (76.8%) 238.9% 4.5% 
Dividend growth N/A N/A N/A N/A N/A 
Adj EBITA margins 18.2% 20.8% 11.6% 17.2% 18.1% 

      
VALUATION 2017 2018 2019 2020E 2021E 
EV/Sales 5.0 2.6 2.1 1.7 1.7 
EV/EBITDA 25.3 11.5 13.7 8.1 7.4 
EV/NOPAT 121.4 19.3 75.6 21.2 20.9 
PER 31.2 14.8 63.9 18.8 18.0 
Dividend yield N/A N/A N/A N/A N/A 
FCF yield (0.2%) 6.0% 5.3% 5.4% 6.2% 

 

Source: Company information and Progressive Equity Research estimates 
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To arrange a meeting with the management team, or for further information about Progressive, please contact: 
Emily Ritchie 
+44 (0) 20 7781 5311 
eritchie@progressive-research.com 
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