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It’s no accident our name
and logo are inspired by
the honey bee. Industrious
and hardworking, bees are
symbolic of a team working
towards a common goal.
Meticulously and efficiently
creating hexagonal hive
structures, these form a
repetitive pattern while still
maintaining their robustness
and strength.

Message from the
Managing Director
Dear Investors,
I am pleased to present our first
shareholder newsletter, which we intend
to publish on a quarterly basis.
As our shareholders are aware, we have
been focused on investing to drive greater
efficiencies and grow our business, in line
with our three-year strategic plan.
This year has been about building the
foundations, and this newsletter is
designed to give you greater insight into
the integration process to date and the
growth initiatives that have been put in
place. Our aim is to provide you with
greater insight into the dynamics of our
business, the importance of the
investment that has been made into
integration and the industry conditions
that impact our business, particularly
around revenue phasing.
In May, we issued a trading update where
we reconfirmed the forecast revenue
guidance delivered at the time of the half
year results, greater revenue in the
second half of FY2017 compared to the
first half of FY2017. Depending on the
phasing of certain expected revenue
streams, we are anticipating revenue in
the range of $96 - $98 million and EBITDA
in the range of $7.2 to $8.5 million.
A number of these production animal
events have kicked off in the last couple
of weeks. This includes the dairy dry off
season and treatment events in feedlots,
which due to recent temperature
fluctuations, are later than in previous
years.
Like many businesses, we experience
variations in phasing of revenue on a
week to week and month to month basis.

Major revenue generating events in our
annual calendar include the dairy calving,
insemination and drying off periods, the
equine stud season and the availability of
seasonal cattle supply to the feedlot
business.
The timing of these may be affected by
weather patterns, the price of inputs,
commodity price releases and other
market factors. This means events will
move across different months from year
to year. In the feedlot and dairy
industries, revenue from these events are
heavily weighted to the last three months
of the financial year, but can occasionally
be delayed.
Industry conditions will continue to
impact revenue timing in our business at
various intervals, but, as a business we are
becoming better placed to manage this
risk and continue to drive growth.
This includes our investment into our new
Enterprise Resource Planning (ERP)
system, which went live on 1 May 2017,
and our Practice Management System
(PMS), which will be rolled out across all
clinics over FY2018, will enable us to
better forecast revenue and earnings
seasonality moving forward.
These systems will allow us to capture
highly valuable real-time monitoring and
forecasting data. The investment in the
people, systems and processes we are
putting in place now are vitally important.
We expect that as a result of the adoption
of these systems over the next 12 months,
that we will improve efficiencies in the
clinics, capitalise on new business
opportunities, continue on our acquisition
strategy and drive higher profit margins by
leveraging the data our new ERP and PMS
systems will capture. (cont'd)
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IT and Systems: Roll-out of ERP and
Practice Management System
“Being cloud-based and accessible from
a range of mobile devices is very
important given our people work across
multiple sites and in the field on farms.
It will meet our needs as we grow in
Australia and internationally” added
Tim.

Message form
the Managing
Director (cont'd)
Overall, I am confident that Apiam is
well positioned to deliver growth in
FY2018 and remain committed to
ensuring we are extracting the best
value from the 32 clinics that make
up the diverse business, that Apiam
Animal Health is today.
We have made the investment in
the systems to support this, and our
focus is now on extracting
efficiencies, promoting top line
growth, and moving the company
towards an improved free cash
position. We have also negotiated a
favourable change to our debt
facility, to better align with our
growth plans and working capital
needs. Our overall debt strategy
remains focused on reducing our
operating leverage, as a result of
these initiatives.
I hope you find this communication
of value and welcome your feedback
via investorrelations@apiam.com.au

After several months of planning and
consultation, Apiam commenced the
rollout of its Enterprise Resource
Planning (ERP) system on May 1 – on
schedule, and within deployment
budget.
The ERP is a significant component in
the growth strategy, enabling the
company to have one single system to
track its sales, financial information,
stock and human resources data.
Tim O’Brien, Information Technology
Manager at Apiam said the system will
enable the business drive more
efficient working practices, reduce
costs and actively respond to the
trends it is seeing among its
customers.
“Having streamlined and centralised
data will make us more agile as a
business. We are in a much better
position to observe sales trends in a
region and channel more resources to
drive growth.”
Apiam has selected Oracle’s NetSuite
as its ERP solution – this is a cloudbased, off the shelf solution which has
been customised for Apiam.

Stage One of the roll-out, which has
now occurred, saw the ERP introduced
to the procurement, warehousing and
logistics operations, the pig vet
business, and the central business
support network functions (eg finance
and operations).
Stage Two, which commences in July,
involves the roll-out of the Practice
Management System – VetLink – which
will be progressively rolled out to all
clinics over the next 12 months. This
system, supports the day to day
running of a clinic including
appointment booking, tracking
customer interactions and integrates
with the ERP.
“Several of the clinics are already using
VetLink, giving us the confidence that
this will suit our needs and be accepted
by the people who will be using this on
a day to day basis” said Tim.
Tim, who has overseen large scale
software roll-outs previously, said the
business has consulted extensively with
its people throughout the vendor
selection and implementation process.
“We took a multi-team approach to the
new ERP. We assembled a steering
group and sub-committees, to meet
weekly and ensure the project
remained on track and that we could
shape the system to best fit our needs.”

Capturing Organic Growth: The
Companion Animal Segment
As a rural veterinary service provider, Apiam is not typically
associated by investors, with companion animal care. However,
rural access to companion animal services is a segment of the
market that is under-serviced, where average customer spend
is increasing, as animals are increasingly regarded as a part of
the family.
We regard the companion animal segment as a part of our
business where significant organic growth can be captured by
improving processes, investment in new technologies and
equipment; and via increased training and knowledge sharing
amongst our people.
Dr Duncan Runciman, of the Gippsland Veterinary Hospital, is
playing a key role in leading the growth of the companion
animal segment across the business.
Standardised operating procedures
“The animal health industry has traditionally not had a
commercial focus and vets certainly don’t consider themselves
as sales people. By introducing more standardised operating
procedures across the 24 clinics that provide services for
companion animals, we believe we can easily capture greater
revenue and enhance the services we are providing to our
clients,” said Duncan.
One of our first areas of focus is putting in place standard
operating procedures, to ensure that various conditions are
being treated in a consistent manner across the group, which is
boosting the standard of care, but also ensuring we are getting
the best from each clinic in terms of what they can deliver in
billing.
“One example is treating a dog who is brought into the clinic
with a sore ear. Different vets have different approaches and
some will jump straight to prescribing a treatment based on a
least cost approach to diagnostic work up. But we believe that
best practice is to provide an evidence based diagnosis, using a
pathology test and recommending a follow up visit. This will
create additional revenue capture opportunities, but also
ensure the best standard of care is being offered.”
Duncan says that dental care is another area that the company
can capitalise on. Over 70% of companion animal and equine
patients have some form of dental disease. Best practice is to
make an early diagnosis and treatment plan for dental disease,
just as is recommended for people.

“We are training our vets to have an open dialogue with their
customers about dental care for their pets, intervene early and
include an anesthetic and tooth polish as part of a regular
health check up. It can save the customer and their pet from
major issues down the track, but it's also an additional revenue
driver for our clinics.”
Diagnostics
Across the group we have made an investment in diagnostic
technologies which includes pathology machines, X-ray and
ultrasound. These procedures are performed in-house by the
vet and nursing staff, enabling these high margin services to be
kept in-house. Every clinic in the group can now offer in-house
pathology, good quality radiology and ultrasound. The capital
investment has now been made and once the cost of the
equipment is paid back, the margins from this aspect of the
business will increase.
“At our clinic in Maffra, we have accepted referrals for surgical
procedures that many other clinics would refer to specialists.
We plan to install a CT machine in the near future as well. This is
the type of service that would often be referred to Melbourne.
But with a catchment area with a 150km radius, we are now
positioned to provide this important service for our customers.”
Other Apiam clinics are similarly well positioned in rural areas
with large regional catchments. We plan to improve the
training of vets in advanced surgical procedures to provide
these referral clinics throughout regional Australia.
“We have made the investment in infrastructure and we are
constantly training and refreshing the skills of our vets in
consultative selling and delivery of services that would often be
referred to the nearest major city,” said Duncan.

Investor newsletter
June 2017

Local knowhow.
Global knowledge.

Quirindi Feedlot Business
– Data Collection
Capturing
Organic
Growth:
The Companion
Animal
Segment (cont'd)
Fur Life
Fur Life is a subscription parasite
prevention service that has been
developed by and rolled out across
the group in recent months. It is
another example of creating a closer
relationship with customers and
capturing more of the animal health
spend. Customers sign up online for
a package and receive an automatic
delivery of their flea, tick and worm
prevention treatments in the mail,
when treatment is due.
“With Fur Life we are providing
competitive pricing to capture
parasite prevention treatment for
the life of the animal – not just the
first treatment cycle,” said Duncan.
Fur Life was introduced in December
following a process of training up the
clinics and implementing into their
sites. We now have all clinics offering
the service and take up is increasing.
www.furlife.com.au

The Quirindi Feedlot Business was
acquired by Apiam in August 2016. Dr
Tony Batterham, the Director of
Quirindi Veterinary Service and
Quirindi Feedlot says its customer base
is mainly large corporates, with the
majority focused on the beef export
market.
“One of the characteristics of our
customer base is that they’re in a
sophisticated sector which is tech
savvy and highly driven by data and
measurement. As such, they see great
value in participating in a large health
and performance benchmarking
database and industry surveillance.”
The online benchmarking database
operated by Quirindi Feedlot Services
monitors in excess of half the entire
Australian feedlot industry, and the
Quirindi feedlot business has been
contracted by bodies such as Meat and
Livestock Australia to provide industry
metrics.
The database can link to other
databases in the supply chain and
thereby augment the health and
performance reporting of feeder cattle
on an individual and/or group basis.
This adds considerable power to the
reporting value, however, does
necessitate a stratification of levels of
reporting and utilisation. At present,
QFS clients receive feedlot level
reporting as part of their normal
provision of veterinary consultant
services, however, higher levels of
reporting require additional
engagement.
The database also has query and
analytical functions in addition to
automated reporting.

Kyabram Clinic expands to Nathalia
– our first Greenfield site
"When this capability is applied across
the supply chain, we can gain very
valuable insight into factors that are
significant for superior health and
performance. For example, this can
identify preferable feeder cattle
suppliers and provide performance
feedback for their management
programs” Tony said.
Two other online databases are
provided to clients as part of the QFS
engagement – an equine health
management and pharmaceutical supply
web services program.
“The feedlot sector operates with high
levels of compliance, we offer two other
web service databases to manage their
equine bio-security and pharmaceutical
supply and usage requirements as part
of our service delivery” Tony said. “This
helps to create very sticky relationships
with our clients, putting us in a strong
competitive position” he added.
The strategic value of the health and
performance database is immense, in
addition to the analytical power
contained within, it is linked to
pharmaceutical usage across the
segment of the industry monitored.
Additionally, the extra reporting
capabilities can be marketed to a
customer base wider than the QFS client
list.
“The ongoing development of our
benchmarking database has added great
power to our service delivery over time
and helped us to pursue additional
industry projects, and position us to be
first approached for other activities such
as R&D work. Our model is capable of
being seamlessly applied across the
Apiam group, including the pig and dairy
sectors, to further enhance Apiam’s
competitive advantage in production
animal consulting ” Tony said.

On April 21, Apiam opened a new satellite site in Nathalia,
Victoria; the first greenfield clinic since Apiam was formed.
Nathalia is a small town in the northern region of the state,
which had not had a veterinary clinic for several years. Apiam
identified the lack of veterinary services being offered, with
residents needing to travel over 30 minutes to neighboring
towns to see a vet.
Dr Serena Moore, a partner at Kyabram Clinic, had identified
the gap in the local market and was one of the key drivers for
the clinic’s establishment.

Dr Serena Moore, one of the senior vets and partner at
Kyabram Vet Clinic said, “We have been overwhelmed by the
response from the local community and the range of animals
coming through.”
Currently, the Nathalia branch of Kyabram Clinic is operating
two days per week, with consults being run by the existing
vets – Dr Moore and Dr Ben Schultz. It is expected that the
operating hours will increase and an additional vet may be
hired as demand increases.

To get a better understanding of what the local clientele
needed, Apiam’s Business Development Manager, Nigel
Hebart, surveyed local farmers and residents, analysing
customer spending habits to support the decision and
business strategy.
“This process gave us several important insights. One was
reaffirming the strength of the Kyabram Clinic brand, which is
why the Nathalia clinic operates under this” said Nigel.

South West Equine Veterinary Group
Apiam through its established business, Warrnambool Veterinary Clinic, has recently formed a joint venture with the
Ballarat Veterinary Practice (BVP) launching a new business known as South West Equine Veterinary Group.
Apiam and BVP, which both hold equal number of shares, have teamed up to realise synergies to provide an expansion of
services and a higher level of service to their existing client base, and also to expand their services into a growing
performance and pleasure horse market in Western Victoria.
BVP are considered leaders in the equine medicine and surgery fields. In addition to providing a referral service for
emergency and surgical cases, the venture provides professional development of new equine veterinarians as the company
grows.
The equine services of both Apiam and BVP have together identified opportunities for significant growth, requiring
additional capacity and better processes to be put in place.
South West Equine Veterinary Group has invested in state-of-the-art equipment and has been one of the first clinics to
implement the new Apiam Vetlink practice management program. The program will be employed across the Apiam clinics
in FY2018. Apiam has been contracted to manage the administration services and operations of the new company.
South West Equine Veterinary Group are currently finalising plans to enter into a lease of a new purpose built equine
veterinary centre located at Warrnambool racecourse.

