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To be the global imaging EMR. 

We win by completing the patient picture 
with the patient’s pictures, better than 

anyone else. 

OUR VISION

* Electronic Medical Record (EMR). 
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Agenda

H1 FY26 Results   

Outlook   

Unless otherwise stated, all dollar values are in Australian dollars (AUD)

Business Overview  

Teri Thomas  |  CEO

Daniel Lee |  CFO
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Business 
Overview
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significant 

Reset phase largely complete – now in build and deliver mode

58%

10%

32%

H1 FY26 operational achievements

6

Scaling product roadmap profitably by expanding capability via Asia team and 
R&D initiatives, while maintaining cost discipline. 

Flight Crew model transformed customer engagement leading to improved KLAS 
scores for eUnity Viewer. 

1

2

3

4

5

Expanded product suite with launch of Flamingo architecture opening new 
revenue pathways; first customer secured in December 2025.

6

Transformed sales and marketing model with clear ownership across new customers, 
upsell / cross-sell, partners and services. 

Operational overhaul with headcount rationalisation, infrastructure and licensing 
optimisation and vendor contract renegotiation, reducing opex.

Continued progress towards Medical Device Regulation (MDR) compliance & CE 
Mark, supporting global regulatory pathways including Europe and Middle East.
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Moving from archive to architecture

7

Executing deliberate reset positioning imaging as core layer of patient record.

Foundations for durable profitable growth in place.

Sharpened 
product 

roadmap

Rebuilt 
commercial 

engine

Disciplined 
cost 
base

Clear 
operating 

model
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Commercial transformation continues

Overhauled 
customer facing 
areas

Reallocation of 
resources

Re-energised sales 
and marketing

Flight Crew model and focus on 
execution quality delivered 
improved customer experience 
and higher KLAS score for eUnity.

Streamlined HQ location and 
operations resulting in lower cost 
base, while selectively investing in 
growth-critical capabilities.  

Rebuilt sales organisation with new 
leadership and clear ownership across new 
customer acquisition, expansions, partners 
and services. New marketing approach.

Building a performance driven culture that values top talent and disciplined execution.
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✓ Consolidate ALL images across the enterprise
✓ Modular and flexible

✓ Allows organisations to leverage existing IT 
infrastructure

✓ Store in native format or wrap in DICOM
✓ On-premise or via Cloud infrastructure

✓ Zero footprint HTML-5 viewer; 100% fidelity
✓ Virtual aggregation of imaging data across the 

enterprise

✓ Expanded 3D: MIP/MPR/Mammography/Pet CT

✓ Image enable the EMR and patient portals
✓ Image enablement for downtime PACS solution

✓ Research and AI test platform

✓ Digital Pathology in development

Vendor Neutral Archive
eUnity Enterprise 
Diagnostic Viewer

Flamingo Architecture

✓ AI enablement within the software PLUS 
platform for creation of AI

✓ Modern and expanded API layer

✓ Dynamic Policy Engine for intelligent 
orchestration, custom routing, and other 
customisation capabilities

✓ Built to drive cloud migration ROI
✓ Reduce implementation times and costs

9

Expanded product suite: Flamingo Architecture 
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Flamingo update

10

Modular & 
selling

• First customer 
signed in Q2 FY26

• Can be sold to 
existing customers 
or as standalone 
new-logo entry 
point.

Strong strategic 
fit

• Supports 
enterprise imaging 
strategy

• Enables AI, 
interoperability, 
EMR integration

• Reduces reliance 
on monolithic 
replacements.

Pipeline framing

Focus on pipeline 
quality and execution 

discipline. 

Drive 
sustainable ARR

Expect contribution to 
ARR in H2 FY26 and 

into FY27.

Flamingo pipeline: positive progress and realistic expectations.
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RSNA 2025
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• Targeting lead generation quality over 
quantity – early qualification, higher win 
probability

• Deeper engagement with select partners

• Strong validation of archive to architecture 
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Quantifying growth trends

90% of hospitals use AI for 
diagnosis and monitoring, driving 
efficiency and precision medicine 
advancements.1

12

Enterprise Imaging 
Market Growth

Global AI Market 
Outlook

AI in Medical 
Imaging Expansion

Enterprise imaging market 
valued at US$2.1B in 2024 is 
expected to reach US$4.1B by 
2030 with 12% CAGR.

Global AI market projected to 
reach US$758B in 2025 and 
US$1.9T by 2030 with over 20% 
CAGR.

AI in medical imaging market 
projected to grow rapidly at 20-
35% CAGR from US$1.3B in 2024.

Healthcare AI 
Adoption Trends

Source: MarketsandMarkets.com, Precedence Research 1. Adoption of artificial intelligence in healthcare. 
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Ideal Customer Profile (ICP) 

• Pain points – Data fragmentation, slow image 
access, vendor lock-in. 

• Key buying drivers – Data independence, AI 
readiness, fast diagnostics, lower cost of ownership.

• Key decision makers – CIO, CMIO, Head of 
Imaging / Radiology, VP of IT. 

• We know AMCs - Mach7 already has a significant 
presence in the Academic Medical Centre space 
with over a dozen AMC customers.

Large 
Teleradiology & 

IDNs

Small/standalone 
sites, veterinary etc

TARGET CUSTOMER FOCUS

Academic 
Medical 
Centres
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End-to-end modular architecture for data independence & sovereignty
Vendor Neutral Architecture allows customers full control and unrestricted access to their data, with modular components.

AI & workflow automation drives advanced orchestration
Intelligent rules-based routing, meta-data driven orchestration and data availability supporting complex workflows and AI 
development.

Security & compliance
Security is critical. Mach7’s BitSight Security Rating reached 750 (“advanced” rating) above industry average of 730

Speed & performance
Hybrid cloud architecture delivers sub-second image access without costly infrastructure overhead.

Price-to-performance value
Mach7 offers enterprise-class capabilities at unmatched value, recognised for cost efficiency.

5

1

2

3

Differentiators 
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significant 

H2 FY26 priorities
Sales momentum 

• Sign new customer contracts

• Increase visibility of expansion opportunities within install base

• Invest in additional resources to support Asia sales opportunities

Execution discipline

• Flight Crew Pods fully operational 

• Enhanced accountability via “week plans”

• Systematise performance culture and grow staff capabilities

Leadership & org readiness

• Hire CTO and embed in business 

• Sales capacity growth, aligned to ICP, partners and regions

• Expand depth and capabilities of customer success, including User 
Group Meetings and partner program development

Cost & structural leverage

• Invest in growth-critical capabilities that meet ROI hurdles

• Relocate HQ to save money, optimise staff engagement and customer 
connections

15
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H1 FY26
Results
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significant 

Predominantly recurring revenue, lower cost base, strong 
balance sheet

58%

10%

32%

H1 FY26 Financial Review

17

Improvement in operating cash flow as moved through H1 FY26 with 
Mach7 operating cash flow positive in Q2 FY26.

1

2

3

4

Recurring revenue base represents 85% of total revenue, 78% OPEX.

Reduced operating expenses by 6%

Strong financial position with cash of A$18.5M and no debt providing 
flexibility to execute commercial strategy.
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1. PCP – Prior Corresponding Period;  2. Recurring revenue consists of Subscription revenue and Maintenance and Support revenue recognised; 3. CARR: Contracted Annual Recurring Revenue is compared to PCP on constant currency basis;  
4. Annual Recurring Revenue (ARR) is revenue earned from Subscription and Maintenance and Support fees at the end of Dec, annualised and compared to PCP on constant currency basis; 5. EBITDA adjusted for net unrealised foreign 
exchange movements and non-cash share-based payments expense;  6. NPATA:  (Net Profit After Tax and before Amortisation) is NPAT adjusted for amortisation of acquired intangibles.; 

H1 FY26 Financial Summary 

Operating Expenses

-A$1.0M or -6% on PCP

A$14.8M

Revenue

-A$4.1M or -23% on PCP1

A$13.7M
CARR3

-A$3.4M or -12% on PCP

A$26.1M
ARR4 Run Rate

-A$0.3M or -2% on PCP

A$23.0M

EBITDA (adjusted)5

(PCP: A$0.8M)

-A$2.3M
NPATA6

(PCP: A$1.4M)

NPAT -A$5.7M
(PCP: -A$1.9M)

-A$2.7M
Closing Cash

(30 June 2025: A$23.1M)
Strong financial position, 

no debt

A$18.5M

Recurring Revenue2

-A$1.1M or -8% on PCP
85% of total revenue 

(PCP: 71%)
78% OPEX (1H FY25: 80%)

A$11.6M
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• Revenue of A$13.7M, down 23% on PCP (H1 FY25: 
A$17.7M) due to lower capital sales, customer 
churn and decline in professional services revenue.

• Recurring Revenue of A$11.6M, down 8% on PCP, 
accounting for 85% of total revenue and 
representing 78% of OPEX.

• Professional Services Revenue of A$0.9M, down 
39% and represented 7% of total revenue.

• Capital Licence Revenue of A$1.1M, down 68% on 
PCP (8% of total revenue).

• ARR Run rate of A$23.0M, down 2% on PCP, on 
constant currency basis (H1 FY25: A$23.3M).

• Product revenue split of 55/45 between VNA and 
Viewer.

ARR run-rate has remained stable

19

Revenue (A$M) H1 FY26 H1 FY25 % Change

Enterprise Diagnostic Viewer (eUnity) 6.2 7.0 -12%

Enterprise Data Management (VNA) 7.5 10.7 -35%

Total 13.7 17.7 -23%

1. Constant currency – at 31 Dec 2025 exchange rate of AUD/USD $0.67
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• Sales Orders of A$10.0M (TCV1) compared to A$16.2M in 
H1 FY25.

• Annual Recurring Revenue (ARR) Sales Orders of 
A$8.5M (85% of sales orders) representing subscription 
and maintenance and support fees. Recognised as 
revenue when customer achieves FPU2 or from date of 
renewal (H1 FY25: A$10.1M, 62% of sales orders). 

• Capital Software Sales of A$1.1M (11% of sales orders) 
primarily for existing customer add-on and expansion 
orders (H1 FY25: A$3.5M, 22% of sales orders). 

• Professional Services Sales of A$0.5M (5% of sales 
orders) decreased compared to PCP (H1 FY25: A$2.6M, 16% 
of sales orders). 

• In H2 FY26, Mach7’s commercial activities will be 
accelerated by new sales leadership, revitalised sales and 
partner models and opportunities supported by the new 
Flamingo architecture. 

49% 58%

1. TCV – Total Contract Value comprising capital software licence fees, professional service fees, annual Subscription fees + annual Maintenance and Support fees over contract life; 2. First Productive Use (FPU).

49%
58%

58%

10%

10%

16%

32%

32%

35%

Rebuilding commercial organisation 

20

New sales leadership and marketing capability in place
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• OPEX reduced by 6% in H1 FY26 
reflecting disciplined cost management 
and early benefits of the commercial and 
organisational reset.

• Gross margin remained high, consistent 
with the efficiency and scalability of the 
platform.

• Adjusted EBITDA declined as lack of one-
off capital software sales more than offset 
reduction in OPEX.

• Strong financial position with no debt, 
providing capacity to support the reset 
and targeted investments.

Earnings (A$M)1 H1 26 H1 25 $ Change % Change

Revenue 13.7M 17.7M (4.1M) (23%)

Cost of sales (1.1M) (1.0M) (0.1M) 2%

Gross Margins % 92% 94% -180bps -

Operating Expenses (14.8M) (15.8M) 1.0M (6%)

EBITDA (2.4M) 0.5M (2.9M) -

EBITDA (adjusted)2 (2.3M) 0.8M (3.1M) -

NPATA3 (2.7M) 1.4M (4.1M) -

NPAT (5.7M) (1.9M) (3.9M) 208%

Cashflow (A$M)1 H1 26 H1 25 $ Change % Change

Cash Receipts 12.5M 15.9M (3.4M) (22%)

Net Operating CF (3.7M) (2.5M) (1.2M) 47%

Closing Cash Balance 18.5M 26.2M 23.6 (22%)

1. Note there may be some minor differences due to rounding
2. EBITDA adjusted for net unrealised foreign exchange movements and non-cash share-based payments expense
3. NPATA: (Net Profit After Tax and before Amortisation) is NPAT adjusted for amortisation of acquired intangibles

Strong cost discipline as implement reset

21
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Outlook
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Commercial Excellence
• Driving a disciplined, scalable, data-driven revenue engine across 

all channels.
• Aligning product, engineering, finance, sales, and customer 

teams to unlock growth, optimise pricing and contracts, and 
ensure predictable, profitable revenue.

• Establishing SaaS commercial execution with a clear path to 
margin expansion.

Integrated Science-Driven Marketing 
• Advanced ad management by PhD-level strategists with 

optimized setup, benchmarks, and continuous refinement.
• High-authority, full-funnel content with research-backed 

messaging and professional design to fuel lead generation.
• Omnichannel organic social activation with consistent posting 

and coordinated monthly planning.

49%

16%

35%

Profitable growth through improved sales, marketing and partner management. 

Introducing Todd Stallard

Todd Stallard
New Sales Leadership

Appointed Sep 2025

Seasoned sales leader with 
proven track record driving 

growth across the technology 
industry in commercial, 

government and product 
development spaces.

23
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• As H2 FY26 progresses, Mach7 has a refined 
strategy, stronger operational foundation and 
improving commercial momentum. 

• Mach7 is confident in its strategy and 
execution, underpinned by a re-energised sales 
and partner model, expanded marketing 
capability and early traction for its Flamingo 
solutions. 

• The Company remains focused on disciplined 
cost management while selectively investing in 
growth-supporting capabilities across sales 
execution, product development and platform 
scalability. 

• Mach7 continues to prioritise financial 
discipline and efficient capital allocation, 
positioning it well to deliver against its strategy 
to capture emerging market opportunities.

Outlook

24
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Contact Us
Investor Relations, Mach7 
Françoise Debelak
+61 (0) 412 292 977
ir@mach7t.com

Registered Office: Suite 2, Level 11, 385 Bourke St, 
Melbourne, VIC 3000

Mach7 Technologies

This document was authorised for release to the 
ASX by Teri Thomas, Managing Director and Chief 
Executive Officer
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Summary of information: This presentation contains general and background information about Mach7 
Technologies Limited (“M7T”) activities current as at the date of the presentation and should not be 
considered to be comprehensive or to comprise all the information that an investor should consider 
when making an investment decision. This presentation is not a prospectus, disclosure document, 
product disclosure statement or other offering document under Australian law or under any other law.  
The presentation does not purport to contain all the information that a prospective investor may require 
in assessing a possible investment in M7T nor does it contain all the information which would be 
required in a prospectus prepared in accordance with the requirements of the Corporations Act 2001 
(Cth). The information provided is in summary form, has not been independently verified, and should not 
be considered to be comprehensive or complete.  It should be read solely in conjunction with the oral 
briefing provided by M7T and all other documents provided to you by M7T. The information in this 
presentation remains subject to change without notice. M7T is not responsible for providing updated 
information and assumes no responsibility to do so.  

Not financial product advice: This financial information provided in this presentation is for information 
purposes only.  The information contained in this presentation is of a general nature only and is not a 
financial product, investment advice or a recommendation to acquire M7T securities and has been 
prepared without taking into account the objectives, financial situation or needs of any person or entity.  
Before making an investment decision prospective investors should consider the appropriateness of the 
information having regard to their own objectives, financial situation and needs, and seek legal, taxation 
and financial advice appropriate to their jurisdiction and circumstances. M7T is not licensed to provide 
financial product advice in respect of its securities or and other financial products.  Cooling off rights do 
not apply to the acquisition of M7T securities. M7T assumes that the recipient is capable of making its 
own independent assessment, without reliance on this document, of the information and potential 
investment and will conduct its own investigation.  

Disclaimer: M7T and its related bodies corporate and each of their respective directors, agents, officers, 
employees and advisors expressly disclaim, to the maximum extent permitted by the law, all abilities 
(however, caused, including negligence) in respect of, make no representations regarding, and take no 
responsibility for, any part of this presentation and make no representation or warranty as to the 
currency, accuracy, reliability or completeness of any information, statements, opinions, conclusions or 
representations contained in this presentation.  In particular, this presentation does not constitute, and 
shall not be relied upon as, a promise, representation, warranty or guarantee as to the past, present or 
future performance of M7T.

Future performance: This presentation contains certain forward-looking statements and opinions.  The 
forward-looking statements, opinions and estimates provided in this presentation are based on 
assumptions and contingencies which are subject to change without notice, as are statements about 
market and industry trends, which are based on interpretations of current market conditions.  Forward-
looking statements, including projections, forecasts and estimates, are provided as a general guide only 
and should not be relied on as an indication or guarantee of future performance and involve known and 
unknown risks, uncertainties and other factors, many of which are outside the control of M7T. Past 
performance is not necessarily a guide to future performance and no representation or warranty is made 
as to the likelihood of achievement or reasonableness of any forward looking statements or other 
forecast.  

Risks: An investment in M7T securities is subject to investment and other known and unknown risks, 
some of which are beyond the control of M7T. You should have regard to the ‘Key Risks’ section of this 
presentation which outlines some of these risks.  

Not an offer: This presentation is not, and should not be considered as, an offer or an invitation to acquire 
securities in M7T or any other financial products and neither this document nor any of its contents will 
form the basis of any contract or commitment.  This presentation is not a prospectus.  Offers of securities 
in M7T will only be made in places which, or to persons to whom it would be lawful to make such offers.  
This presentation must not be disclosed to any other party and does not carry any right of publication.  
Neither this presentation nor any of its contents may be reproduced or used for any other purpose 
without the prior written consent of M7T.

No distribution in the US: This presentation is not an offer of securities for sale in the United States.  Any 
securities to be issued by M7T have not been and will not be registered under the US Securities Act of 
1933, as amended (the “US Securities Act”) and may not be offered or sold in the United States absent 
registration or an exemption from registration under the US Securities Act. No public offer of the 
securities is being made in the United States and the information contained herein does not constitute 
an offer of securities for sale in the United States.  This presentation is not for distribution directly or 
indirectly in or into the United States or to US persons.  

Monetary values: Unless otherwise stated, all dollar values are in Australian dollars (AUD$). The 
information in this presentation remains subject to change without notice.  

Sophisticated and professional investor: By attending this presentation, you present and warrant that (i) 
if you are in Australia, you are a person to whom an offer of securities may be made without a disclosure 
document as defined in the Corporation Act 2001 (Cth) (“Corporation Act”)) on the basis that you are 
exempt from the disclosure requirements of Part 6D.2 in accordance with Section 708(8) or 708(11) of the 
Corporations Act; (ii) if you are in the United States, you are a qualified institutional buyer (as defined 
under Rule 144A Under the U.S. Securities Act; (iii) if you are outside Australia and the United States, you 
are a person to whom an offer and issue of securities can be made outside Australia without registration, 
lodgement or approval of a formal disclosure document or other filing in accordance with the laws of 
that foreign jurisdiction.  If you are not such a person, you are not entitled to attend this presentation.  
Please return this presentation and any copies and do not provide this presentation to any other person.  

No distribution: Distribution of this presentation may be restricted by law. Persons who come into 
possession of this presentation should seek advice on and observe any such restrictions. Any failure to 
comply with such restrictions may constitute a violation of applicable security laws. 

26

Disclaimer   “Forward looking” statements
F

or
 p

er
so

na
l u

se
 o

nl
y


	Default Section
	Slide 1
	Slide 2
	Slide 3: Agenda
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8: Commercial transformation continues
	Slide 9
	Slide 10: Flamingo update
	Slide 11: RSNA 2025
	Slide 12: Quantifying growth trends
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26


