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LiveHire - What is the opportunity 
& what is our Solution?
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LiveHire - What is the opportunity?
Global landscape 1

Global recruitment market was valued at $US215b+ in the year 2017 
and is predicted to reach more than $US334b+ by the end of the 
forecasted period in 2025, expanding at a moderate CAGR of 5.63% 
throughout the forecasted period.

Direct Sourcing
Contingent hiring landscape.

North American contingent hiring 
spend is US$80 billion+2

Shift to contingent grew 11% 
in 20213

60% adoption of direct sourcing 
expected in the next 2 years 4

Disintermediate the ~20% mark-ups 
paid on temporary employees 5

North America
Contingent hiring
Direct Sourcing

1https://www.prnewswire.com/news-releases/recruitment-market-global-industry-to-attain-huge-value-of-us-334-28-bn-by-2025-qy-research-893326038.html#:~:text=Global%20Recruitment%20Market%3A%20Online%20Recruitment%20Based%20on%20online,sales%

2Fmarketing%2C%  
2 MSP Global Landscape Summary 2020: $US86B MSP in US in 2019, LVH assumes technology costs of 1-2%                         
3https://www2.staffingindustry.com/site_member/Research/Research-Reports/Americas/US-Staffing-Industry-Forecast-April-2021-Update

4 2 https://prwire.com.au/pr/97218/60-adoption-rate-of-direct-sourcing-in-the-next-two-years-says-new-report-by-staffing-industry-analysts-sia

5  https://www.headcountmgmt.com/everything-but-staffing

1https://www.prnewswire.com/news-releases/recruitment-market-global-industry-to-attain-huge-value-of-us-334-28-bn-by-2025-qyresearch893326038.html#:~:text=Gl
obal%20Recruitment%20Market%3A%20Online%20Recruitment%20Based%20on%20onlne,sales%2Fmarketing%2C%  

2 MSP Global Landscape Summary 2020: $US86B MSP in US in 2019, LVH assumes technology costs of 1-2%                        

3 https://staffinghub.com/staffing-and-recruiting-trends/u-s-temporary-staffing-revenue-to-exceed-pre-pandemic-level-in-2021-sia-report/

4  https://prwire.com.au/pr/97218/60-adoption-rate-of-direct-sourcing-in-the-next-two-years-says-new-report-by-staffing-industry-analysts-sia

5  Why Businesses Need to Pay Attention to Staffing Agency Markup Rates (hcmworks.com)
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LiveHire - what is our unique 
solution?

LiveHire is a globally awarded recruitment, talent mobility 
and direct sourcing software platform. 

Our intuitive design allows organisations to source, engage 
and hire permanent, contingent, alumni, and internal 
talent. 

Our unique offering provides talent pooling and two-way 
SMS functionality to help organisations make faster hires 
while providing a highly engaged candidate and recruiter 
experience.
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LiveHire’s Three Primary Use Cases

Permanent Hires Internal Mobility Contingent
(contractor) Hires

6

Sell to: Procurement.
Current Markets: US and Canada
Revenue: 1 -2% of contractor salary 
(monthly arrears) 4
Average Client Size: ~$300k/annum 
at full ramp 1
Model Established: 2020
Clients: 21 3

Client Examples: Ian Martin Group, 
Enbridge 5, Ontario Ministry of Health

Sell to: Recruitment.
Current Markets: Australia and New 
Zealand
Revenue: ARR Licence (yearly upfront).
Average Client Size: Mid: $30k Large: 
$200k2

Model Established: 2017
Clients: 148 3

Client Examples: Vodafone, Alfred 
Health

Sell to: HR.
Current Markets: Australia 
and New Zealand
Revenue: Annual licence (upfront)
Average Client Size: Mid: $30k2 
Large: $200k
Model Established: 2020
Clients: 4 3

Client Examples: QLD Gov

1 EACV - Estimated Annual Contract Value based on average of management’s estimate of $300k (refer to glossary for calculation) per client at full ramp, LiveHire expects to take 12-24mths to ramp to this rate of use
2 Numbers based on LVH data.
3  Numbers as at date of report
4 LVH assumes technology costs of 1-2%
5 The Ian Martin Group managing the student contract program for Enbridge Inc.
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Why the North American Contingent Workforce Market 
is so exciting

Large & High Growth
$US86b+ on MSP spend 1.

60% adoption of direct 
sourcing expected in next 2 
years 2. Covid accelerated 

this.

Easy to buy
LiveHire platform is free to implement 

and takes only days, not months

Candidate experience
Increasingly the primary focus 

for buyers, LiveHire globally 
recognised at the leader

Realise client savings
Disintermediate the ~20%4 

mark-ups paid on 
contingent hires.

Channels to market
Staffing suppliers beat out competition by 
offering their services on top of LiveHire

Limited  Competition
~2 to 3 competitors with technology 
built on old methodology 

#1 Priority
Direct Sourcing identified as a top priority of 
workforce procurement executives in 20203

1 MSP Global Landscape Summary 2020: $US86B MSP in US in 2019
2 https://prwire.com.au/pr/97218/60-adoption-rate-of-direct-sourcing-in-the-next-two-years-says-new-report-by-staffing-industry-analysts-sia
3 https://cporising.com/2020/08/25/the-impact-of-direct-sourcing-in-2020-and-beyond-part-i/
4 Why Businesses Need to Pay Attention to Staffing Agency Markup Rates (hcmworks.com)

F
or

 p
er

so
na

l u
se

 o
nl

y

https://prwire.com.au/pr/97218/60-adoption-rate-of-direct-sourcing-in-the-next-two-years-says-new-report-by-staffing-industry-analysts-sia
https://cporising.com/2020/08/25/the-impact-of-direct-sourcing-in-2020-and-beyond-part-i/
https://www.hcmworks.com/blog/why-businesses-need-to-pay-attention-to-staffing-agency-markup-rates


8

Recap FY21
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Strong year across all key business drivers ensures 
solid momentum into FY22

Direct Sourcing client & revenue exceed expectations:

✔ 14 clients and partners to close the year. Both up 12 from the PCP
✔ Aggregate clients’ EACV1 of $4.2m up from $0.6m in 12mths, with 

$15m+2  in the pipeline at Opportunities Live
✔ A diverse mix of partners includes 9 staffing, 2 Managed Service 

Providers, 2 consulting and 1 Vendor Management System

1 EACV - Estimated Annual Contract Value based on average of management’s estimate of $300k (refer to glossary for calculation) per client at full ramp, LiveHire expects each client to take 12-18mths to ramp to this 
rate of use.
2 EACV $300k x number of expected clients.  LiveHire expects each client comprising this aggregate EACV to ramp to this rate of use within 12-24 months after that client implemented LiveHire.

SaaS performs strongly across key driver:

✔ Recurring revenue up 24% on PCP
✔ 90% of total revenue is recurring (up 6% on PCP), multi year ARR 

($) sales were 91% for the period (up from 36% in the PCP) 
✔ NRR rate % (12mth rolling) for the period is 91% (up from 80% 

PCP); net upsell for the period up $250k on PCP
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Strong year across all key business drivers ensures solid momentum into FY22
Key Performance Metrics:

Note:  None of the information included in this presentation should be considered individually material, unless specifically stated. 

SaaS Performance: FY19 FY20 FY21 YOY % Var

Closing Clients (Logos) 79 110 138 25%

Closing ARR Revenue ($m) $2.533 $3.496 $4.322 24%

Recurring revenue % of Total SaaS 75% 84% 90% 6%

NRR % 12mth rolling 80% 80% 91% 11%

Direct Sourcing Performance: FY19 FY20 FY21 YOY % Var

Closing Partners 0 2 14 700%

Closing Clients (Logos) 0 2 14 700%

Clients EACV1  ($m) $0.000 $0.600 $4.200 700%

Revenue ($m) $0.000 $0.007 $1.398 NM

Financial Performance: FY19 FY20 FY21 YOY % Var

Total Customer Revenue ($m) $2.623 $3.456 $5.533 60%

EBITDA Statutory ($m) ($13.636) ($13.266) ($6.451) 51%

Operating Cash Burn ($m) ($11.136) ($12.912) ($6.669) 48%

Total Cash Burn ($m)2 $3.940 ($13.033) ($6.565) 50%

Closing Cash ($m) $34.013 $20.981 $14.416 (31)%

1 EACV - Estimated Annual Contract Value based on average of management’s estimate of $300k (refer to glossary for calculation) per client at full ramp, LiveHire expects each client to take 12-24mths to ramp to this rate of use after that client implemented LiveHire.
2 FY19 total cash burn Includes a capital raise of $15m, net cash impact $14.4m

Financial indicators tracking to plan and TCC's grow strongly:
✔Strong balance sheet and fully funded for current management plan 

with $14.4m in bank
✔Strong revenue from contracts with customers up 60% on PCP, driven 

by $1.4m direct sourcing
✔Cost minimisation initiatives continue to gain traction with operating 

cash burn of ($6.9m) down 48% on PCP and an improvement in 
EBITDA of 51% on PCP

✔Total TCC’s for the period of 4.2m was up 92% on PCP (2.2m)
○ANZ TCC’s of 2.8m, up 58% from PCP
○North American TCC’s  of 1.4m, up 350% from PCP (33% of TCC’s, 18% 

PCP)
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Direct Sourcing Opportunity & 
Case Study 
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Example Company with avg. $100m in 
contractor annual salary spend, paying 

~20%+ supplier markup2

Outsourced Provider (Managed Service 
Provider) who manages all staffing 

suppliers

20+ Staffing suppliers who markup 
contractor salaries by ~20%+2

Company with avg. $100m in contractor salary 
spend, paying ~10% supplier  markup.

Company branded LiveHire Talent 
Community, managed by 1 staffing supplier, 
inside the Managed Service program or 
outside.  Filling a large % of contractor roles 
for ~10% markup.

Fewer staffing suppliers, still providing niche 
contractor roles.

Old way (decades old process) New way (Managed Direct Sourcing (MDS))

Direct Sourcing Opportunity: 
Disrupt $US80b1+ in contingent hiring spend

LiveHire revenue of 1-2% of 
contingent salaries1

 1MSP Global Landscape Summary 2020: $US86B MSP in US in 2019, LVH assumes technology costs of 1-2%.
 2  https://www.headcountmgmt.com/everything-but-staffing

Multiple Talent 
Communities

~ 50% reduction mark up cost
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Direct Sourcing growing ~2x faster than the SaaS business. 
Progress achieved with 3 partners now we have 18. 

Direct Sourcing: Partner network 
expansion drives growth faster than SaaS…

Late 
Stages
Proposal 

(30%), 
Negotiation 

(50%), 
Commitment 

(75%)

Partners attracted to LiveHire 
for Managed Direct 

Sourcing (MDS)

Partners attract 
enterprises to MDS

Enterprises
recruit via 

MDS

Progressive 
Sustainable growth 
into large revenues
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Day 1 Month 0 Month 3 Month 4

Partner signs as a 
partner with LiveHire

Partner signs enterprise 
client for Managed Direct 
Sourcing (MDS)

Direct Sourcing: Case Study - Leading Partner

A partner signs with LVH and then after ~6mths starts to sign enterprise clients for MDS. At steady state 
our best partners are introducing 3-4 new clients per year.

Each enterprise takes approximately 16 months from signing to reach steady state of estimated annual 
contract value (EACV) as hires are made progressively over that time.

 

Enterprise Go-Live 
with LiveHire MDS 
solution

Partner makes first hires 
for Enterprise through 
LiveHire platform

Enterprise expected to 
reach full ramp of EACV  
@ ~16mths

Month 16

~6mths for Partner 
to sign first client

F
or

 p
er

so
na

l u
se

 o
nl

y



15

Direct Sourcing: 
LVH Partner pipeline and conversion to clients

Q3 21 Q4 21 Q1 22 Now1

13 14 17 18

31 50 66 78

7 10 11 11

9 14 18 21

Partners

Live Opportunities

At proposal

Clients

 1 The numbers in this report relate to the date of the report (ie, client,  partner rand pipeline  numbers) as per above..
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Increased traction from partners along with conversion of clients builds momentum into the future.

Direct Sourcing accelerates with traction...

1 Dotted lines reflect management’s current forecast for FY22 and FY23
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Business update: YTD 2022
(July - November 2022) 
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The business continues to execute on its Direct Sourcing strategy in North America:
✓ Direct Sourcing quarterly revenue up 700% YOY at the end of Q1 22.
✓ Partner base grows to 18 (up from 14 at year end FY21) and is tracking to plan.
✓ Direct Sourcing clients now at 21 (up from 14 at year end FY21) and on track to ~36 clients  by end of FY221 
✓ Partner enablement progressing with a pipeline of 78 client opportunities live; 11 of these at proposal stage.

LVH: Highlights from FY22!

LVH also continues to drive solid growth across the SaaS business in ANZ and LVH powered client wins global award:
✓ Client revenue retention exceeding plan with NRR rate (rolling 12mths) moving from 91% to 96% as at Q1 22.
✓ Net gain for the year to date (as at this report) of 10 (added 17 new clients, 7 losses year to date) taking total to 148 clients.
✓ 98 client opportunities live; 35 of these at proposal stage.
✓ LiveHire client, Komatsu wins candE award for best candidate experience.

Financial indicators are tracking to plan and enabling investment in North America with closing cash of $13.2m EOQ1 22.

1 Expected growth to end of FY22 (30 June 2022) based on approx 6 new sales per quarter. 

Just announced!  LiveHire ranks 4th in the Top 10 Most Innovative Companies on the annual AFR Boss Most Innovative Companies list!
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Broadleaf is excited to partner with LiveHire to grow our Managed Service Program (MSP) 2.0 offerings and further 
enhance our program success. LiveHire’s cutting-edge platform broadens our capabilities and streamlines our sourcing 
process— enabling us to attract top candidates from all labor categories and employment classifications. LiveHire’s 
AI-powered technology was adopted by our talent acquisition team for use in our internal hiring process and 
demonstrates proof of concept for our clients implementing an MSP. Given our initial results, we are confident that our 
partnership with LiveHire will enhance our next-generation of MSP service offerings and help our clients keep pace with 
the ever-changing talent market.

Dave Savarise
Executive Vice President, Broadleaf Results, Inc.

Our industry is rapidly evolving, our clients have been requesting access to talent as quickly and cost effectively as 
possible while simultaneously talent has been demanding a better and more tailored experience during their job search. 
LiveHire is a great solution for Matlen Silver to deliver these solutions for our clients while enhancing our services and 
experience for our talent.

Cameron Edwards 
Vice President Strategic Partnerships, Matlen Silver

“

“

Direct Sourcing: We have introduced 4 partners and 7 new clients in FY22... 

Partner

Client & Partner 
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LiveHire is by far the most innovative technology leader in the market offering an effective and reliable 
Direct Sourcing tool. Their customer service is unmatched. The UX/UI is so clean, neat and intuitive, and 
allowed our recruiters to get ramped up in no time. The partnership has been seamless, and our 
experience with them has shown how truly passionate they are about their software.
“

Manish Karani
CEO, ASK Consulting

We have chosen this strategic partnership with LiveHire to leverage their function-rich technology 
platform to better serve the People2.0 ecosystem of talent providers. LiveHire's solutions not only unlock 
access to talent, but also streamlines the hiring process.“
Derek Sanders
SVP - Enterprise Solutions, People2.0

Partner

Partner

Direct Sourcing: We have introduced 7 new clients & 4 partners in FY22... 
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Clients

Hiregenics

Global Technology Leader

Airport Operations and Services

Major US Logistics & Delivery

Global Automotive Business

Software design, development, and support leader 

SaaS Platform

Major Manufacturer

Broadleaf Results Inc.

Modern Computing Company

Pharmaceutical Company

We currently have 21 Direct Sourcing clients across diverse industries 

1The Ian Martin Group managing the student contract program for Enbridge Inc.

Ian Martin Group

M Yachts

Global professional services firm

Ontario Ministry of Health

Alberta Health

Enbridge1

Major IT Consulting Firm

High5

Fortune 100 Global Consumer Corporation

Major Aviation Company
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We currently have 148 SaaS clients across diverse industries... 
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LiveHire: globally recognised and award winning!

Top 10 (#4) Professional Services
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Strategy
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LiveHires Addressable Market & Current Progress

Direct Sourcing market

Contingent hiring sold to procurement/finance

Competitive 
value 
proposition

• Disintermediate the ~20%5 mark-ups paid on 
contingent hires

• Reduce mark-ups to realise savings
• Plus faster, better hires

Market Focus North America

Estimated size 
of market

• $US80b+1 spend in the US managed by MSPs
• LiveHire’s fee @ 1-2% indicates an $US800m+ TAM

Go to market Via partners who have a strong financial incentive 
to sell the solution to their clients

Current 
position

18 partners (as at Nov 2021)
21 clients
Examples of clients: Ontario Ministry of Health, global consumer 
goods company, Enbridge4

 1MSP Global Landscape Summary 2020: $US86B MSP in US in 2019, LVH assumes technology costs of 1-2%. 2ABS Counts of Australian Businesses, including Entries and Exits 2020, 4,160 companies with 200+ employees
3 Data provided by ContactAffix as at March 2020, referencing NZ companies with 250+FTE  4The Ian Martin Group managing the student contract program for Enbridge Inc. 5 Why Businesses Need to Pay Attention to Staffing Agency Markup Rates (hcmworks.com)

SaaS market

                  Permanent hiring sold to HR                             +              Internal mobility sold to HR

By creating a pre-existing 
talent community clients can*:

• Reduce time to hire from 25 days to 7 days
• Increase recruiter efficiency with AI 

from 50 to 3 candidates
• Reduce per hire cost from $5,800 to $2,500

(*Vodafone client example)

• Know all skills & use AI to search 
and move talent into internal roles

• Communicate seamlessly by SMS
• Avoid turnover from poor internal 

job markets

Australia New Zealand 

• 4,000 companies2

• $100m potential tech spend
• Large, medium, small

• 1,000+ companies3

• $10m potential tech spend
• Large, medium

Direct sales force

Permanent Hiring:
148  total subscription clients (as at Nov 2021)
Example of clients: Vodafone, 
University of Newcastle, BabyBunting

Internal Mobility:
4 clients
Examples of clients: 
Large state governments
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LiveHire’s Performance Metrics - Glossary
Below we explain a handful of the headline performance metrics, and inputs into key metrics, 
that we use every day to manage and drive LiveHire’s performance.

Monthly Recurring Revenue
Monthly recurring revenue is a point in time monthly view of LiveHire’s recurring revenue 
components. This is a combination of fixed monthly recurring revenue streams, variable monthly 
recurring revenue streams, and monthly recognised recurring revenue streams for upfront paying 
clients. 

Annualised Recurring Revenue (ARR)
ARR represents contracted recurring revenue components of term subscriptions 
normalised to a one-year period. 

Opening ARR
Opening ARR represents the ARR at the beginning of the period.

New Business ARR
New Business ARR represents the ARR derived from new clients secured in that period.

ARR Churn – Customer Losses
ARR Churn represents the value of ARR which was not renewed by clients lost in that period.

Net Revenue Retention (NRR) rate % 
Calculated as (Opening ARR + upsell ARR – downsell ARR – churn / lost ARR ) / Opening ARR. NRR is an 
indicator that measures how well a business can not only renew but generate additional revenue 
from its clients post initial sale.

ARR Churn 
ARR Churn Customer Losses + Net Upsell ARR

Closing ARR
Closing ARR represents the ARR at the end of the period and is calculated as:
Opening ARR + New Business ARR + Net Upsell ARR - Churn ARR Customer Losses.

Churn %
ARR Churn as a percentage of Opening ARR.

Annualised Recurring Revenue Per Client (ARRPC)
ARRPC is calculated as: Closing ARR / number of clients
ARRPC is a key metric and can be grown by securing higher value clients, and by adding new 
products and functionality to provide more value to clients.

Client
A client is defined as being an entity from which ARR is generated at a point in time.

Talent Community Connection (TCC)
A talent community connection (TCC) represents a connection between a company and an 
employment candidate on the LiveHire platform. An individual candidate may join multiple talent 
communities resulting in multiple TCCs per candidate. TCCs include unclaimed candidate profiles 
created by a company or its service providers or by the candidate through a job application process. 
TCCs may also include claimed candidate profiles that remain on the platform available to be 
connected with live talent communities after being archived by their only active company 
connection.
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LiveHire’s Financial Metrics - Glossary
Below we explain a handful of the headline performance metrics, and inputs into key metrics, 
that we use every day to manage and drive LiveHire’s performance.

Recurring Revenue
Recurring revenue is the component of statutory reported operating revenue that relates to 
recurring revenue streams earned during the period being reported on. Recurring revenue streams 
include hosting fees, user licence fees and ongoing support and maintenance fees.

Non-Recurring Revenue
Non-recurring revenue is the component of statutory reported operating revenue that relates to 
one-off revenue streams earned during the period being reported on. This predominantly consists 
of upfront implementation and integrations fees as well as professional services fees.

Management EBITDA
EBITDA excluding Share Based Payments and R&D rebate income, and prior to the transfer of 
certain costs to the software development asset. It provides a normalised view that excludes 
significant non-cash expenses, income not considered part of core operations, and includes all 
salary costs (including those able to be capitalised under the applicable accounting standards).

Statutory EBITDA
EBITDA including Share Based Payments and R&D rebate income, and after the transfer of certain 
costs to the software development asset.

Annual Cash Burn excluding financing activities
Cash Burn excluding financing activities is calculated as operating and investing cash flows as 
reported in the statutory cash flow statement.

It does not include net cashflows from financing activities (e.g. capital raise).

Estimated Annual Contract Value (EACV) - Direct Sourcing
EACV refers to the expected annual contract value that a direct sourcing client will pay LiveHire when 
the client is at full ramp. LiveHire expects the client to take 12-24mths to ramp to this rate of use.

Management’s assumption of an average of $300k EACV per client has been calculated on a blended 
sales basis across the paybooks (in $US) of the companies LiveHire has targeted and the LiveHire fee 
(%) that would be calculated across each paybook.  The size of each paybook was assumed in USD 
and has been converted to AUD based on an exchange rate of 1.33. Actual rates will vary across 
companies (clients) and the industries they are in. Management will provide an update when the 
assumed average EACV needs to be changed.  

Opportunities Live
Organisations that have had a discovery meeting and / or demonstration of the product and are in 
active consideration of the LiveHire solution.
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LiveHire’s Disclaimer
This disclaimer applies to this presentation and the information contained in it (the Presentation). By reading this disclaimer you agree to be bound by it. The Presentation has 
been prepared by LiveHire Limited and relates to its subsidiaries and their respective related parties (collectively the Company). The Presentation is dated 17 November 2021 
and the information in it is subject to change without notice.

The Presentation is for information purposes only. This Presentation does not contain all information necessary to make an investment decision or that would be required in a 
prospectus or product disclosure statement prepared in accordance with the requirements of the Corporations Act 2001 (Cth) (Corporations Act). The Presentation is of a 
general nature and does not purport to be complete or verified by any other person. The Company does not have any responsibility or obligation to inform you of any matter 
arising or coming to their notice, after the date of the Presentation, which may affect any matter referred to in the Presentation.

The information presented in this Presentation may differ materially in both content and presentation from that to be presented in any other presentation or other document 
to be issued by the Company. This Presentation is not a recommendation by any of the parties that any recipient invest in the Company.

Distribution or release of this document in the United States or elsewhere outside Australia may be restricted by law. This Presentation has been prepared for publication in 
Australia and may not be released to US wire services or distributed in the United States. Shares in the Company have not been, and will not be, registered under the US 
Securities Act of 1933 and may not be offered or sold in the United States except in transactions exempt from, or not subject to, the registration requirements of the US 
Securities Act and applicable US state securities laws. Persons who come into possession of this document who are not in Australia should observe any such restrictions. Any 
failure to comply with such restrictions may constitute a violation of applicable securities laws.

The Presentation does not constitute an offer, invitation, solicitation or recommendation with respect to the purchase or sale of any security in the Company nor does it 
constitute financial product advice. The Presentation is not a prospectus, product disclosure statement or other offer document under Australian law or under any other law. 
The Presentation has not been filed, registered or approved by regulatory authorities in any jurisdiction. The Presentation is not intended to be relied upon as advice or a 
recommendation to investors and does not take into account the investment objectives, financial situation, taxation situation or needs of any particular investor.

An investor must not act on the basis of any matter contained in the Presentation but must make its own assessment of the Company and conduct its own investigations and 
analysis. Investors should assess their own individual financial circumstances and consider talking to a financial adviser, professional adviser or consultant before making any 
investment decision. Neither this Presentation nor anything contained in it forms the basis of any contract or commitment and no agreement to subscribe for securities will be 
entered into on the basis of this Presentation.
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LiveHire’s Disclaimer
While reasonable care has been taken in relation to the preparation of the Presentation, neither the Company nor its directors, officers, employees, contractors, agents, or 
advisers nor any other person (Limited Party) guarantees or makes any representations or warranties, express or implied, as to or takes responsibility for, the accuracy, 
reliability, completeness or fairness of the information, opinions, forecasts, reports, estimates and conclusions contained in the Presentation. No Limited Party represents or 
warrants that the Presentation is complete or that it contains all information about the Company that a prospective investor or purchaser may require in evaluating a 
possible investment in the Company or acquisition of shares in the Company. To the maximum extent permitted by law, each Limited Party expressly disclaims any and all 
liability, including, without limitation, any liability arising out of fault or negligence, for any loss arising from the use of or reliance on information contained in the Presentation 
including representations or warranties or in relation to the accuracy or completeness of the information, statements, opinions, forecasts, reports or other matters, express or 
implied, contained in, arising out or derived from, or for omissions from the Presentation including, without limitation, any financial information, any estimates or projections 
and any other financial information derived therefrom.

The Presentation includes forward-looking statements and comments about future events, including the Company’s expectations about the performance of its businesses. 
Forward-looking words such as “expect”, “should”, “could”, “may”, “predict”, “plan”, “will”, “believe”, “forecast”, “estimate”, “target” or other similar expressions are intended to 
identify forward-looking statements. Such statements involve known and unknown risks, uncertainties, assumptions and other important factors, many of which are beyond 
the control of the Company and which may cause actual results, performance or achievements to differ materially from those expressed or implied by such statements. 
Forward-looking statements are provided as a general guide only, and should not be relied on as an indication or guarantee of future performance. Given these uncertainties, 
recipients are cautioned to not place undue reliance on any forward-looking statement. Subject to any continuing obligations under applicable law, the Company disclaims 
any obligation or undertaking to disseminate any updates or revisions to any forward-looking statements in the Presentation to reflect any change in expectations in relation 
to any forward-looking statements or any change in events, conditions or circumstances on which any such statement is based. No Limited Party or any other person makes 
any representation, or gives any assurance or guarantee that the occurrence of the events expressed or implied in any forward-looking statements in the Presentation will 
occur.

Past performance is not indicative of future performance and no guarantee of future returns is implied or given. 
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www.livehire.com

investors@livehire.com

Melbourne
Level 10, 461 Bourke Street, 
Melbourne, VIC 3000

Get In Touch

@livehireme

Sydney, AU

Miami, USA

Perth, AU

Atlanta, USA
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