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Altium Limited ASX Announcement 

Altium Investor Day and Annual General Meeting - Presentations 

Sydney, Australia – 16 November 2023 – Altium Limited (ASX:ALU) will today be holding 
its Investor Day from 9.30am and Annual General Meeting (AGM) from 1.30pm at Pier 
One Sydney Harbour (Water Room), 11 Hickson Road, Walsh Bay, Sydney.   

Altium Limited attaches a copy of the management investor presentation and AGM presentation 
to be made today. A video recording of the event will be made available on the Altium website. 

Investor Relations Contact Details: 

Kim Besharati - Chief of Staff (US based) 
Email: Kim.Besharati@altium.com 
Mobile: +1 760 828 3567 

Sam Weiss - Chairman (Aus based) 
Email: Sam.Weiss@altium.com 
Mobile: +61 404 892 221 

ENDS 

Date: 16 November 2023 

Announcement authorised by: 
Samuel Weiss 
Chairman 
Altium Limited 

A L T I U M  L I M I T E D 

ACN 009 568 772  

Level 6, Tower B 
The Zenith 
821 Pacific Highway 
Chatswood NSW 2067 
Australia 

Investor Relations 
Contact Details: 

Kim Besharati 
Chief of Staff (US based) 
Mobile: +1 760 828 3567 
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About Altium 
 
Altium (ASX:ALU) is a multinational software corporation headquartered in San Diego, California, that focuses on 
electronics design systems for 3D PCB design and embedded system development. Altium products are found 
everywhere from world leading electronic design teams to the grassroots electronic design community. 
 
With a unique range of technologies, Altium helps organizations and design communities to innovate, collaborate and 
create connected products while remaining on time and on budget. Products provided are ACTIVEBOM®, 
ActiveRoute®, Altium 365®, Altium Concord Pro™, Altium Designer®, Altium NEXUS®, Altium Vault®, Autotrax®, 
Camtastic®, Ciiva™, CIIVA SMARTPARTS®, CircuitMaker®, CircuitStudio®, Common Parts Library™, Draftsman®, 
DXP™, Easytrax®, EE Concierge®, NanoBoard®, NATIVE 3D™, OCTOMYZE®, Octopart®, P-CAD®, PCBWORKS®, 
PDN Analyzer™, Protel®, Situs®, SmartParts™,Upverter®, X2®, XSignals®. 
 
Founded in 1985, Altium has offices worldwide, with US locations in San Diego, Boston, Dallas, New York City and New 
Jersey. European locations in Karlsruhe, Kiev, Cambridge, Munich, Markelo and Zug, and Asia Pacific locations in 
Shanghai, Beijing, Shenzhen, Tokyo and Sydney. For more information, visit www.altium.com. You can also follow and 
engage with Altium via Facebook, Twitter, LinkedIn and YouTube.  
www.altium.com 
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Investor Day

Sydney, 16 November 2023

Driving Growth 
and TAM Expansion
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2

1 Transformational Opportunity

2

3

4

5

Converting Opportunity to Outcome – Enterprise Market

Converting Opportunity to Outcome – Mid Market

Altium Cloud-First AI Strategy

Market Update
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Aram Mirkazemi
Sydney,16 November 2023

3

Transformational 
Opportunity

Driving Growth 
and TAM Expansion
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Technology Megatrends and Proliferation of Electronics

4

Internet 2.0

2000’s
Mobile 

ElectronicsSocial Networking

Internet 1.0

1990’s
Connected 
ElectronicsSearch & Discovery

Internet 3.0

2010’s
Smart 

ElectronicsInternet of Things

Internet of Things and Artificial Intelligence are driving the proliferation of electronics

Internet 4.0

2020’s Artificial Intelligence Pervasive
Electronics
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Altium Vision for Industry Transformation

5

“To transform the electronics industry through the 
cloud-enablement of all industry processes 

involved in the creation of electronics hardware”

Owns No
Fab or Factory

World‘s largest platform for 
the development 

of electronics hardware

Owns No
Telco 

Infrastructure

World ‘s  la rg e s t
Phone  c omp a nie s

Owns  No
Inventory

World ‘s  mos t
Va lua b le  re ta iler

Owns  No
Content

Mos t p op ula r
Me d ia  owne r

Owns  No
Apps

World ‘s  la rg e s t
Softwa re  ve nd ors

Owns  No
Cinema

World‘s largest
movie  hous e

Owns  No
Taxis

World‘s largest
ta xi c omp a ny

Owns  No
Real Estate

World‘s largest
Ac c ommod a tion 

p rovid e r
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Altium Strategy for Industry Transformation

6

Transformation through Dominance and 
Dominance through Transformation

Design Software Cloud Platform
Make Altium synonymous 
with PCB design within the 
electronic industry to the 
point of “virtual monopoly”

Grow “network effect” with strong 
“data gravity” among 
professionals and organizations 
that are involved with the 
creation of electronic hardware
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Three Category Leading Products in the Electronics Industry

7

Altium Designer

• Largest Professional Userbase
• Most Popular Design Tool
• Over 100,000 Active Seats
• Over 60,000 Commercial Subscribers

Altium 365

• The First Cloud Platform for the Electronics 
Industry

• Over 43K Monthly Active Users
• Over 14K Monthly Active Accounts

Octopart

• The Most Popular Search Platform for Electronics 
Parts

• Over 7 million searches each month
• Over 55 million electronic components stored

Number One Design 
Software for Printed 
Circuit Board

Number One Cloud 
Platform for Electronics
Hardware Development

Number One Search 
Website for Sourcing 
Electronics Parts
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The Transformational Opportunity

8

Altium has the Opportunity to Disrupt the 
Electronics Industry in the Same Way that Amazon 

Disrupted the E-Commerce Industry 
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The Complexity of Designing and 
Manufacturing High-Tech Products

Smart Vacuum 
Cleaner

9

Electronic Design 
& Manufacturing

• Need for Intelligence 
• Need for Connectivity
• Electronic Components
• PCB Fab & Assembly

Product Design 
& Manufacturing

• Form, Fit & Function
• Experience
• Time to Market 
• Material
• Manufacturing

Software, Silicon 
& Computing

• AI/ML
• Security
• Scalability
• Cloud Computing
• 5G

System Modelling 
& Engineering 

Analytics

• Safety
• Performance
• Compliance
• Engineering Expertise
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Electronics Industry Value Chain

10

Electronics
Manufacturing

Electronic Manufacturing 
Services (EMS)

High-tech Manufacturing 
Equipment Vendors

PCB 
Assemblers

PCB 
Fabricators

High-tech Testing 
Equipment Vendors

Electronic Parts 
Distributors & Brokers

Semiconductor 
Manufacturers 

Electronic Parts 
Manufacturers

Search & Analytics
Content Aggregators

Electronics
Supply Chain

The three segments of the value chain are 
currently completely isolated and digitally 
disconnected within their own chain

High-Tech 
Companies

Product Lifecycle 
Management Vendors

Electronic CAD 
Vendors

Simulation 
Vendors

System 
Engineering

Electronics
Design
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Altium Cloud Platform and US Route 66 Strategy

11

Semiconductor 
Technology

Systems 
Technology

High Tech 
Manufacturing

Semiconductors

Automotive Aerospace & 
Defense

Medical 
Technology

Consumer 
Electronics

Industrial Automation 
and Robotics 

Electronics & 
High-Tech

Computing 
and IT
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Three Fronts of Transformation Within Altium

12

Driving Adoption through 
Altium 365 Industry Apps

SMB Customers

Monetizing Beyond 
PCB Designers

Driving User Adoption 
through Altium Designer 

Pro Subscription 

End-Users

Driving Volume and 
Value for Dominance

Driving Adoption through 
Industry Solutions

Large Enterprises

Delivering Industry 
Solutions for 

Transformation
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Converting Opportunity 
to Outcome

Ted Pawela, Marc Boonen, Henry Potts
Sydney,16 November 2023

Enterprise Market

13
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Huge Enterprise Opportunity

Enterprise opportunity represents an additional ~$800M in 2023 and growing to $1.6B by 2030

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

0%

5%

10%

15%

20%

25%

30%

35%

40%

M
ar

ke
t S

ha
re

PCB Market Dominance -  SMB

Altium Mentor Cadence Zuken

TA
M

 in
 $

M
illi

on
s

14

Source:  internal data

F
or

 p
er

so
na

l u
se

 o
nl

y



Value focus drives a 
business impact 

centric deal.

• Understand user pain points.
• Highlight attractive features.
• Deliver capabilities through products.

• Understand executive agenda and obstacles to achieving it.
• Align solutions to value & return on investment.
• Deliver outcomes through solutions.

Product focus 
drives a 

price/offer centric 
deal.

Requiring A New Selling Motion

Executive Agenda
Meet Strategic Objectives
Realize Business Impact

User Agenda
Get Features & Functions
Minimize Purchase Price

15
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Product Development Systems & Workflows

EDA Developer Tools

Software Version 
Control

ALM

MCAD

PDM

PLM

Common Obstacle to Achieving Business Goals

Disconne c te d  and  Siloe d  Ele c tronic  Ha rdware  Development Proce s s
16

Electronic HardwareMechanical Systems Software
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Altium 365 Connects Electronic 
Hardware Development

17

Altium 365 – Foundation for EDM & ELM
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Electronic Hardware

EDA

Mechanical Systems Software

Organizing Data - Electronic Data Management

Product Development Systems & Workflows

MCAD

PDM

PLM

Developer Tools

Software Version 
Control

ALM

Organizing Data - Electronic Data Management

EDM

18
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Coordinating Workflows - 
Electronics Lifecycle Management

Electronic Hardware

EDA

Mechanical Systems Software

Product Development Systems & Workflows

MCAD

PDM

PLM

Developer 

Tools

Software 
Version Control

ALM

EDM

ELM

19
Federated, Connected Systems For Mechanical Systems, Electronic Hardware, and Software

F
or

 p
er

so
na

l u
se

 o
nl

y



ECAD
Services

20

Industry Solutions

Industry Process 
Applications

Industry Solutions

Infrastructure 
Software

Digital 
Bridges

Altium Cloud 
Platform

Altium 365 Platform Enables Industry Solutions

MCAD
Services

PLM
Services

CAE
Services

ERP
Services

MES
Services

App App App App App App

Industry Solutions

ECAD MCAD PLM CAE ERP MES

Digital 
Bridge

Digital 
Bridge

Digital 
Bridge

Digital 
Bridge

Digital 
Bridge

Digital 
Bridge
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Scalable, Repeatable Approach to Enterprise Selling

Advantage Through Analytics Improve Decision Making 
to Reduce Risk

Compliant by Design Ensure Compliance with Export 
Control & Other Regulatory

Design to Win More Design Wins through
Discoverability & Demonstrability

Intelligent by Design Leverage AI/ML Technology in Design

Collaborative & Connected 
Electronic Hardware Design

Improve Engineering Efficiency by Removing 
Silos & Connecting Stakeholders

Correct By Construction
Accelerate Development Process by Reducing # of 

Design-Build-Test Cycles

20
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Backed by A Value Engineering Methodology

Performance 
& Impact Analysis

Benefits
Monetization & Prioritization

Roadmap & Justification

Value Management
Practices

Where can we improve?

What is the business value?

How do we make the change?

How do we attain 
& sustain value?

21
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Value Perspective

Kick -start executive discussion

• High-level document

• Introduce strategic & business 

enablement

• Position associated business 

value

• Outside-in driven or follow-on 

executive level response

A Innovation PartnershipB Collaborative 
Value AssessmentC

Accelerate the deal

• Deeper-dive document

• Positions our solutions

• Solve customer’s business needs 

/ potentially change business 

model

• Collaborative result and 

validation

Present the business case

• Very clear, executive story on 

“Why Altium?”

• Comprehensive yet succinct 

explanation of offer and value

• Results of collaboration in 

quantitative terms – board ready 

proposal

Building a “Point of View” to Reach Key Executives

22
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24

Board Ready Executive Investment Pitch

Customer Business 
Objectives

Obstacles to 
Achievement

Altium's Proposed 
Solutions

Quantitative Return on 
Investment
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25

Trends for Enterprise Electronics 
Hardware Development

Products are increasingly becoming electronics Dependent and 
Defined.

 Electronic hardware developments will be core 
competence and competitive drivers.

 As result many enterprise customers are in-sourcing the 
hardware development

Hardware development must be part of the full product 
development process

Enteprises have need for:

• Integration into product development process
• Collaboration between teams, partners and suppliers
• Integration with supply chain analytics
• Integration into production
• Need for widely compatible, open and future ready toolset

Converting Opportunity 
to Outcome – Enterprise Market
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Converting Opportunity to Outcome – 
Enterprise Market

26

Enterprise
Platform
Solution

EDA
Altium Designer

EDM
Altium

Designer/365

ELM
Altium 365

Cloud

Octopart
Nexar

Altium 365

Enterprise

Value based and 
customer success 
deployment and 
support services

Electronic product 
design process 

connectivity to the 
product development 

process & ECO system

Integrated product 
development 

collaboration platform

Streamline  Disperse 
non connected ECAD 

design tools

Seamless 
connectivity to 
Supply chain 

information and 
analytics

Altium is Uniquely positioned to Deliver a integrated 
environment for high performance Electronics hardware 

development as part of the product development processes
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Converting Opportunity to Outcome – Renesas Case

27

01

04

02

03

Renesas
Priorities &
Challenges

To be
Addressed

Unified ECAD Development tool
Renesas, as so many companies, is operating multiple tools for 
ECAD product development. Leading to individual knowledge, 
limited re -use, re -work, errors and high cost to maintain.

Shared component and design libraries
All component and library information is stored in non -connected 
systems, missing out on re -use of fundamental knowledge and 
introducing errors.

Connectivity to customers
The connectivity with customers is based on individual tools and 
systems and not automated and integrated. Resulting in high cost 
of customer interaction

Digital GTM
Renesas has very limited direct connectivity to the market via 
digital Go -To-Market channels. The goal is to developed an 
intelligent (AI driven) autonomous design capability.
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Strategic Engagement Framework: Renesas Case

28

E-CAD
Streamlining

Go-to-Market
Streamlining

Customer 
Engagement
Streamlining

• Unified E-CAD Design Platform
- Electronics Design Authoring - EDA
- Electronics Data Management - EDM
- Electronics Lifecycle Management - ELM

• Cloud Enablement of E-CAD Design Processes

Track 1
Short Term

Track 2
Medium Term

• Digital Marketplace with Strong Web Presence
• Leverage Digital Assets to Drive Web Traffic

- Electronic Parts Libraries with Complete Digital Models
- Reference Designs, Out-of-the-Box, Ready-to-Go
- Analytics and Market Demand Insights

Track 3
Long Term

• Intelligent by Design – Digital Twins
• Intelligent Modular Hardware Design
• Design Sense with Recommendation System
• AI-Assisted Customer Engagement
• Autonomous Customer Engagement

Value Assessment

Value 
Assessment
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Converting Opportunity to Outcome – Renesas Case

29

Eco-System 
Integration ELM

Enterprise & customer 
Connectivity EDM - ELM

Uniform Design 
Productivity EDA

Integrated product 
development

Connected product 
development

Altium 365 Cloud
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Converting Opportunity to Outcome – Renesas Case

30

Single PCB design Tool: Altium Designer

• Streamline board design
• Reduced complexity
• Improved cost
• Faster time to market

Altium 365 Cloud:

• Collaboration with stakeholders
• Securing IP
• Revision control
• Single place to manage data
• Real time collaboration
• Library and part share

Delivering the foundation for further improvements on customer 
connection and integration to delivering:

"Design to Win" Industry Solution
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Converting Opportunity to Outcome – Renesas Case

31

On Target Deployment success after 6 months:

1. Deployed Renesas global Single Workspace  and 
library

2. Transition of users to Altium Designer and Altium 365
3. Go- to -Market digital store deployed on Octopart

✔ Full s o lution a rchite cture  a nd multip le  g loba l 
tra ine r- le d  a nd online  tra inings  pe rforme d

• Ove r 3 0 0  Eca d a nd Altium 3 6 5 us e rs  
de ploye d

• Ove r 15.0 0 0  compone nts  inte gra te d
• Us e  drive n by ve rs ion contro l, libra ry 

ma na ge me nt a nd we b re vie w

2021-Q3 2021-Q4 2022-Q1 2022-Q2 2022-Q3 2022-Q4 2023-Q1 2023-Q2 2 0 2 3 -Q3 2023-Q4
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14 16
15 14

19

5 2

10 5

6 8

25

50

100

75

VERSION_CONTROL_USAGE

MCAD_USAGE

LIBS_USAGE

COMMS_USAGE

MANUFACTURING_USAGE

TASKS_USAGE

WEB_REVIEW_USAGE

0 0.2 0.4 0.6 0.8 1

0.5<= intensity <= 0.75 intensity < 0.25 intensity > 0.75
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Enterprise – Rapidly Growing Customer Footprint

Over the last few years, Altium has rapidly grown its customer footprint 
in the enterprise market.

We are winning and retaining high-quality customers at an accelerating 
rate.

Revenue Quality:  gross ARR churn since FY20 between 1 and 2%

Strong adoption on Altium 365 ELM will lead to further growth in wallet 
share

1H19 2H19 1H20 2H20 1H21 2H21 1H22 2H22 1H23 2H23

20

40

60

80

100

120

140

0

Enterprise Customer Count Total customers
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Enterprise – Expanding Deep and Wide

• Existing customers are consistently growing their spend year on year. 
• Every enterprise cohort has grown ARR every quarter since inception. 
• The FY19 and FY20 cohorts have delivered an ARR CAGR of 35% and 27% respectively.
• The number of ‘scaled’ customers is also increasing quickly, with 23 customers >$200k ARR, and 3 customers >$1m ARR.
• As you can see in the cohort view below, we typically establish a beachhead within the customer organization, and grow customer spend over time.

Note that these figures only account for customers that have purchased the Enterprise product.

Enterprise Cohort ARR ARR per Customer - Cohort View

$128K

$300K

$214K

$28K

Enterprise Customer Value

1Q19 3Q19 1Q20 3Q20 1Q20 3Q21 1Q22 3Q22 1Q23 3Q23 1Q24 2Q19 4Q19 2Q20 4Q20 2Q21 4Q21 2Q22 4Q22 2Q23 4Q23 2Q19 4Q19 2Q20 4Q20 2Q21 4Q21 2Q22 4Q22 2Q23 4Q23

0

10

20

30

$141K

2019 Cohort 2020 Cohort 2021 Cohort

2022 Cohort 2023 Cohort 2024 Cohort

2019 Cohort

2022 Cohort

2020 Cohort

2023 Cohort

2021 Cohort Сustomer > $200K ARR (LHS)

Сustomer > $1m ARR (LHS)

ARR per Customer (RHS)

33
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Converting Opportunity to 
Outcome  – Mid  Market

Driving Volume and Average 
Subscription Seat Value (ASSV) 
Leveraging the Platform

Gé ra rd  Mé tra ille r
Syd ne y, 16  Nove mb e r 20 23

34
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Trusted By Global Brands Worldwide

35
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Altium Is Recognized As The Leader In PCB Design

36

G2 Grid® for PCB Design, November 13, 2023
https://www.g2.com/categories/pcb-design?utf8=%E2%9C%93&selected_view=grid#grid

“We’ll be using Altium Designer. It’s 
proprietary software, but it has free 
educational licenses and it’s the pretty 
much the de-facto standard in industry.”

https://pcb.mit.edu/syllabus/

https://www.trustradius.com/products/altium-designer/reviews

https://www.g2.com/products/altium-altium-designer/reviews
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Altium Platforms Deliver Winning 
Combination in Mid-market

37

Altium Designer 
continues push the 

industry forward with 
leading technology and a 
fully integrated package 

for PCB Design

Leading the PCB 
Design Software 

Innovation

Altium’s GTM Platform 
delivers consistent 
predictability and 

growth through best-of-
class processes and 

capabilities, with a track 
record of selling more 

than PCB Design 
software

Go-To-Market
Platform for
Mid-Market

& SMBs

Altium Designer & Altium 
365 are designed from the 

ground up to work best 
together, delivering best-of-

class Co-Design 
capabilities, workflow 
integration, and more

Deep Integration
with the Altium 365

Cloud Platform

Dominance Transformation

Scale
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Leading the Innovation in PCB Design Software

38

• Altium is focused on PCB Design 
Software for growth

• We continually push productivity, 
capability, quality, collaboration, 
and interoperability forward

• We have embarked on a “Cloud-
first” AI Strategy

• We are at the forefront of the 
industry transformation from 
waterfall processes to continuous 
iteration and collaboration

Specs Design  Manufacture

Productivity 
Loop

Ideate

Release Collaborate

MCAD

PCB

Simulation

…

Traditional “Waterfall” process

Modern “Iterative” process
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Leading the Innovation in PCB Design Software

39

Structural Electronics PCB/MCAD/Simulation Co-DesignMulti-Board & Harnesses
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Go-To-Market Platform for Mid-Market & Beyond

40

• Track record of high-volume, mid-market GTM

• Next-level execution of a predictable and 
scalable GTM mid-market platform underway
• Delivering accelerate organic growth through 

data-centric, best-of-class organization

• “Easy To” underlines the success in the lower 
and mid-markets, including product offering

• GTM platform ready to expand the product 
offering and the reach (cross-sell, up-sell, …)

• Self-service eCommerce transactions targeted 
at the lower end of the market
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Deep Integration with the Altium 365 Platform

41

• Deep integration with the Altium 365 cloud 
platform is a crucial differentiator of Altium 
Designer

• Altium Designer is driving the adoption of 
Altium 365 within existing accounts

• Altium 365 works best with Altium Designer 
for PCB Design

• In-product purchasing (add-ons) to 
accelerate the adoption of the whole Altium 
offering, driving increased ASSV and 
deeper integration within organizations 
beyond PCB Design
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42

Different Audiences Have Different Product Needs

Hobbyist Personal / non-commercial usage < 5 h/week

Individuals & SMBs Occasional to full time (5 h/day), can be project based

Teams Team of Electrical Engineers - main tool for productivity (> 5h/day)

Advanced EE Team(s) with complex projects - main tool for productivity

Enterprise EE Departments with geographically distributed teams focused on PCB Design
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43

Different Audiences Have Different GTM Motions

Self-Serve
eCommerce

Inside Sales 
and resellers

Enterprise

Education
Institutions

Students

Hobbyist

Individuals & SMBs

Teams

Advanced

Enterprise
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Converting Opportunity 
to Outcome – Mid-Market

Ananth Avva
Sydney,16 November 2023

Cloud-First Monetization

44
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Connecting the World Beyond PCB; Leveraging 
the Power of Cloud to Drive the Future

Miniature 
Reactors

Autonomous
Vehicles

Medical 
Devices

Particle 
Accelerators

45
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ECAD Design 
Management

Intelligent 
Sourcing & 
Procurement

Intelligent 
Compliance

MCAD Design 
Review for 
Electronics

System 
Engineering

Supply Chain 
Analytics

Manufacturing
Portal

Verification & 
workflow controls 
with Simulation

QA Review

Assembly 
Review & 
Feedback

Process Mining 
Engineering 
Processes

Resource 
Management

Altium
API

SW Engineers

RF Engineers

Manufacturers

Other Stakeholders 

Multi-Tenant Amazon
Web Services

Access
Control SSO/MFA SOC2 /GDPR GovCloud

Simulation ECAD MCAD PLM ERP Productivity

Infrastructure Security & Compliance Components Data

CAD Models Price & stock Compliance

Democratizing Enterprise-Grade Capabilities with 
Altium 365
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Living the Transformation From our Users
F

or
 p

er
so

na
l u

se
 o

nl
y



48

Transformation at Scale
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Altium 365 Metrics at a Glance…

0
2021-Jan

43k+
MAUs

2021-Jul 2022-Jan 2022-Jul 2023-Jan 2023-Jul

10,000

20,000

30,000

40,000

50,000
1.5x yoy growth in MAUs

~$1M+ monetized on cloud applications for early-
adoption customers on features such as GovCloud, 
and Electronic Supply Chain Management and 
migrating to user-based pricing; prosecuting 100+ 
opportunities in military, aero, medical, space tech, 
healthcare and complex/high-tech sectors

~38% of MAUs are estimated to be  non-PCB 
designer designations
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Agile development practices
• Fast iterations
• Co-design and co-engineering across multiple 

disciplines
• Pervasive simulation and rapid prototyping

Market Demands

Manufacturing

Prototyping & Testing

Simulation & Verification

BOM & Sourcing

Software Development

Electrical Engineering

Mechanical Engineering

Product Requirements

System Architecture

Product Management

*MIT

Hardware Development is Becoming 'Agile'

New products 
are developed 

3 x 
fa s te r*
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Mechanical
Engineer

Procurement

Hardware
Engineer

Manufacturer

Software
Engineer

Technical
Project

Manager
System

Architect

Engineering
Manager

Product
Manager

Electrical
Engineer

Electronic Development Processes in Electronics Remain 
Siloed with Tangible ‘Costs’
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The Goal of Altium 365 is to Build the Digital 
Bridges
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Customer Story: RRAI & Radiant
Democratizing ‘Enterprise Capabilities’ for Users 

Robotic Research’s (RRAI) AutoDrive delivers autonomous vehicle 
capabilities across diverse and complex driving domains.

Early-Access Customer on GovCloud

● ‘Leveled up’ engagement to Eric Hounchell, SVP of Operations
● Migrated from perpetual-to-cloud and from “seats”-to-licensed users
● Added GovCloud; Evaluating 10 Mechanical and Supply Chain users as 

alternative flow vs. Arena PLM
● $47k to a $291k TCV deal
● Similar customers: Quantel, Specter

Native-Cloud Account

Radiant is a compact helium nuclear reactor to generate 
electricity in a mass producible and portable way

● ‘Leveled up’ engagement to Bob Uberger, CTO
● Evaluating Supply Chain, SE integration, and System Engineering

● ~20-25% of MQLs on Cloud applications from ‘new users’

50 
Licensed 
Users15 AD 

Seats

$97k
ARR$47k

ARR
~$8k*
ARR

4 Licensed 
Users2 AD 

Seats

$ 20 k
ARR

*Hypothetical purchase value at 2 AD licenses
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Prospect Story: Medical OEM 
Building User Appeal in ‘Mixed CAD’ Ecosystems

Medical Device Manufacturer that is $105b publicly - traded medical 
device manufacturing company.  The Instruments Division is ~25% of 

the total business.

Mixed - CAD Environments

● ‘Leveled up’ engagement to Sr. Manager of digital transformation in R&D
● 16 AD users → 60-70 eCAD users → 140 total users
● Require to stay in a mixed CAD environment (OrCAD, KiCAD…)
● Need centralized Supply Chain & risk/compliance management
● eCAD <> MCAD + PLM Cloud-to-Cloud integration preferred

140+
Users16 AD

“We just demonstrated the OrCAD integration in A365 with our OrCAD 

users.  One word, game changer!”

“Software engineers love A365. Today, without Altium, they can't 

collaborate with the team at all unless they're sitting side by side. Which, 

in today's world, isn't tenable or scalable. We’ve had the Software team 

ask to make A365 permanent; they love the interface because they are 

familiar with GIT and that structure and they appreciate that the cloud 

platform is accessible across platforms and devices. There used to be a 

real problem with getting the right software to work on the boards we 

made; collaborating on A365 has helped us fix that issue! Altium will 

continue to get adoption as you bring in the additional disciplines 

into the platform; no other company is focused on this right now.”
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Mixed-CAD (OrCAD) Demo
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Prospect Story: Medical and Particle-Accelerators

Medical Device Manufacturer that is $105b publicly-traded medical device 
manufacturing company.  The Instruments Division is ~25% of the total 

business.

Mixed-CAD Environments

● ‘Leveled up’ engagement to Sr. Manager of Digital R&D digital 
transformation

● 16 AD seats. Estimate 60-70 eCAD users. Estimate 140+ total users
● Require to stay in a mixed CAD environment (OrCAD, KiCAD…)
● Need centralized Supply Chain & risk/compliance management
● eCAD <> MCAD + PLM Cloud-to-Cloud integration preferred

End-to-End ELM application

Government-sponsored Particle-accelerator lab; 99.99995% speed of light 

● ‘Leveled up’ engagement to Chief Deputy Engineer
● 20-50 experiments per annum; each requiring its own ‘design’ of boards
● End-to-end process for System Engineering, ECAD, software, 

assembly/manufacturing, procurement, mechanical casing, recycling and 
reuse on-site; “miniaturized” version of an ELM deployment

140+
Users16 

AD Seats

125
Users24 

AD Seats
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Global Sharing 
& Access

02

Invite project stakeholders 
to Altium 365 Workspace and 
share designs.

Outcome: 
19 hours saved per engineer 
annually

Library
Management

04

Migrate your parts library to 
Altium 365

Outcome:
60 hours saved per engineer 
annually

Manufacturing
Collaboration

06

Send manufacturing package to 
manufacturing via Altium 365

Outcome:
30 engineering hours saved 
per year

Procurement 
CoDesign

08

Procurement team runs BOM checks 
on live designs and participate in 
design decisions.

Outcome:
65% less designs require parts 
replacement.

Design Data 
Management

01

Create new PCB project on 
Altium 365

Outcome:
40 hours saved per engineer 
annually

Asynchronous Design 
Review

03

Run a digital design review with 
Altium 365 web viewer and 
contextual comments.

Outcome:
50% less time spent in review 
meetings

Mechanical 
CoDesign

05

Connect Altium 365 to your 
mechanical CAD.

Outcome:
16 hours saved per design

Manual Board 
Assembly

07

Assemble prototype board using 
Assembly Assistant

Outcome:
10 hours per board saved

PLM 
Integration

09

Complete your digital 
transformation in engineering.

Altium 365 Journey Is Modular.
Leverage a SaaS GTM approach to meet the customer in their digital context
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CAD <> A365
Continue to build the 
‘better together’ thesis 
with AD and bring in 
other CAD tools.

58

Connecting the World Beyond PCB Leveraging 
Altium 365

MAUs > AD 
Drive GTM, adoption 
and product roadmap 
activities in Cloud to 
non-PCB designers

Ecosystem
A365 is the technology 
hub for electronics 
development
(several technology partners 
including Silicon Expert, PTC 
Onshape, Cady, Z2Data, and 
more…)

Foundation
for AI

A365 provides the 
common identity, 
workflow, and data layer 
to deliver a System of 
Intelligence

"Cloud-first"
Uniquely leverage user-first 
(i.e. product led growth) 
and augment with ‘leveling-
up’ of conversation with 
executive sponsors  (GTM 
led) to drive dominance
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Targeting the Complexity of the 
Electronic Parts Value Chain 

Altium Cloud-First
AI Strategy
Sergey Kostinsky & Leigh Gawne
Sydney,16 November 2023
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The Complex Value Chain in Hi-Tech

Industry productivity growth

– Value chain for hi-tech products is complex – many stakeholders and 

participants. Significantly increasing productivity requires impacting end-to-end 

processes throughout, not at just user level.

Sustainability and environmental

– Electronics industry is fundamental to a green, sustainable future. Most players, 

even if willing, are unable to change alone.

Decision making

– Limited line of sight through the value chain results in many critical decisions 

being taken without being fully aware of their consequences. This is a systemic 

problem that holds back industry progress.

80%
of a product’s 
environmental impact is 
determined in the 
design phase*

Up to

*European Commission
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The Complex Value Chain of Electronic Parts

• Electronic parts is the thread connecting the industry together.

• Business processes related to parts are the essence of the electronics industry.

• Procurement is a key area in System and Manufacturing companies. A product is 

designed once, sourcing of parts is an ongoing need.
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Systems of Engagement

• Transformation can be achieved if we focus on systematic 
improvement of decision-making ability.

• Making a good decision requires having both content and context.

• Two distinct contexts exist, one for the product being created and one 
describing the industry.

• To establish a product context (the product digital twin) we need intra-
company digital continuity.

• Altium 365 liberates data from silos.

• Digital bridges connect multiple engineering domains and 
stakeholders in the value chain.

• To establish an industry context (the industry digital twin) we need 
inter-company business continuity.

• Altium 365 will digitize and streamline information flow between 
key industry players – Semiconductor Vendors, 
Component Distributors, Manufacturing, and OEMs.

Systems of Engagement – Cloud Platform

Systems of Record

Cloud Platform

Context

Content

Decisions
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• We have very strong presence in PCB design.

• Digital bridges are linking us to other key 
areas of engineering.

• A significant investment in connecting PCB 

design to supply chain has been made over 

years.

• Now we will not just connect, we will provide 

solutions for professionals dealing with Parts in 

all areas of the industry.

• This is a critical step on the road to industry 

transformation, representing 

a major commercial opportunity.

Procurement and Beyond

OEMs

ManufacturingSemiconductor 
Vendors

Component 
Distributors

F
or

 p
er

so
na

l u
se

 o
nl

y



Product Design – Altium’s Way

• Altium Designer - Most popular PCB design 
tool.

• Octopart - Most popular part search engine.

• Altium 365 - The only 
electronics development cloud platform.

Users want our 
solutions, and 

customers need our 
solutions
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• Professional labour force does not scale with demand.

• Environment is dynamic and fast changing, constant recalculation 

and re-evaluation required.

• This necessitates automation to ensure decisions can be taken at 

point where there can be impact, and time isn’t wasted.

• Automation needs to consider product and industry contexts.

• Nexar is the programmatic platform against which machine 

automation in both contexts can be built against – one API for the 

industry.

Systems of Intelligence - Automation

Systems 
of Intelligence

Systems 
of Engagement

Automation

Frequency

Cloud Platform
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• Nature of high frequency, difficult decisions lends itself well to the 

application of AI based solutions

• Targeted AI - domain specialised models trained to solve specific 

problems very effectively

• Application of such models can be deeply connected to the 

context through our platform, creating greater leverage and a 

value multiplier

• Actively engaging with companies in this space – from 

partnerships to potential acquisitions

• Model development, deployment and refinement – AI lab for 

creation, AI factory for customer deployment

Systems of Intelligence - AI

Systems 
of Intelligence

Systems 
of Engagement

Automation

Frequency

Cloud Platform

AIDifficulty
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• Our predictive AI capability for part availability is built on 15 

years of historical Octopart supply chain data

• Using a proprietary ML model, we are providing forward looking 

insights into part availability at scale, helping businesses better 

manage risk by focusing on what matters

• 300+ billion data points enable an unprecedented, 

high-resolution view into supply chain trends

• Supply and demand indexes across different part 

categories help companies focus on what is 

important

Supply Chain Resilience
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• Narrow AI is good at tackling difficult problems. The 

challenge is in dealing with the complexity.

• A mesh of smart agents designed to solve specific 

problems can be effective at complex decision making 

and reaction at speed.

• Such a solution will be able to operate without consistent 

human intervention.

• Achieve the effects of vertical integration.

Systems of Autonomy

Autonomous AISystems 
of Engagement

Autonomy

Automation

AI

Complexity

F
or

 p
er

so
na

l u
se

 o
nl

y



The Path to Autonomous AI

Cloud Platform
Most popular PCB design tool and design platform. Present in most 
companies involved in hardware design. Many years of aggregated 
parts data.

Unified API bringing the electronics industry and the 

product design in the same context.

Narrow AI models designed to solve 

specific problems very effectively.

A mesh of smart agents working 

collectively.

Automation

AI

Autonomous AI
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Market Update

Richard Leon
Sydney, 16 November 2023

70

Financial Strength is the 
Underpinning of every 
Successful Pursuit
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61,159

$1,527 $1,518
$1,786

$1,966

$2,408

 -

 10,000

 20,000

 30,000

 40,000

 50,000

 60,000

 70,000

FY19 FY20 FY21 FY22 FY23

Average Subscription Seat Value 
(ASSV)

Dominating & Transforming

71

Validation of Our Vision and Strategy

$100M
Revenue

 35,000 
Subscribers

$200M 
Revenue

50,000 
Subscribers

LeadingPerformingRebuilding

$0M

$50M

$100M

$150M

$200M

$250M

$300M

FY12 - FY14 FY15 – FY17 FY18 - FY20

$7.3M
13.0%

$55.9M
12.9%

$18.7M
29.6%

$63.2M
13.1%

$21.5M
29.7%

$33.4M
33.7%$27.8M

33.2%

$44.3M
35.2%

$1.4M
2.7%

$49.5M
14.0%

$53.2M
35.0%

$58.9M
34.8%

$95.3M
36.2%

$350M

$125.7M
26.8%

$152.0M
20.9%

$169.3M
11.4%

$72.5M
14.7%

$99.1M
18.4%

$83.7M
15.4%

$180.2M
6.4%

$61.8M
34.3%

* With stronger uptake of higher-value subscription seats the $500M target will be reached with only 75,000 to 90,000 seats on subscription. 

$220.8M
22.5%

$81.1M
36.7%

FY23

$263.3M
19.2%

FY21 – FY26

$500M* 
Revenue

100,000 
Subscribers

5.3 5.3 6.0

14.3 13.8
5.4 5.9

9.8

17.3

13.1

0
5

10
15
20
25
30
35

FY19 FY20 FY21 FY22 FY23

Octopart 
Search Offer Clicks (Mil)

H1 Volume H2 Volume

0
5,000

10,000
15,000
20,000
25,000
30,000
35,000
40,000

Q4
20

Q1
21

Q2
21

Q3
21

Q4
21

Q1
22

Q2
22

Q3
22

Q4
22

Q1
23

Q2
23

Q3
23

Q4
23

MAA

MAU

5% 6%

22%

34%

48%

0%

10%

20%

30%

40%

50%

60%

FY19 FY20 FY21 FY22 FY23

Term-Based Licenses as % of 
Total New AD Sales

Altium 365 Monthly Active 
Users (MAU) / Accounts 

(MAA)

Aug 2023
MAU – 36,741
MAA – 12,515

Consistent Double-Digit 
Revenue Growth

Expanding Margin
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Guidance and Outlook

Reaffirm Guidance for FY24

- Total Revenue between $315 million to $325 million (20%-23% growth)

• $250 million to $255 million for Design Software Business (23%-26% growth)
• $65 million to $70 million for Cloud Platform (Octopart and Smart Manufacturing) (8%-16% growth)

- Underlying EBITDA margin of 35%-37%

Reaffirm Aspirational targets for FY26

- Total Revenue of $500* million
- Underlying EBITDA margin 38%-40%
- 100,000 software seats on subscription

With stronger uptake of higher-value subscription seats the $500M target will be reached with only 75,000 to 90,000 seats on subscription. However, 
100,000 seats on subscription remains an independent aspirational goal.
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Altium AGM 
Sydney, Australia, 16 November 2023 

Chairman’s Address
Mr Sam Weiss 

Welcome and Introduction 

Good afternoon, everyone, it is a great pleasure to be with you today for the 2023 Altium 
AGM. It is my pleasure to present the Chairman’s address for the 2023 Annual General 
Meeting.  This afternoon, I’ll provide an overview of the results of our strong business and 
financial performance for Financial Year 2023 and an update on several initiatives 
contributing to our positive outlook for the current financial year.   

I’ll also review our own internal transformation of Altium and how we expect it to improve 
our capability to have a transformative impact on the electronics industry across three fronts: 

 mid-market to enterprise
 beyond PCB design software
 and then the broader electronics industry.

We will then conclude this section of the afternoon with a brief market update and outlook. 

Altium Vision and Strategy  

Earlier today, several members of Altium’s executive team spoke in detail about our business 
strategy to: 

 accelerate growth, including with M & A
 drive TAM expansion through Industry Solutions for electronics,
 grow our cloud platform Altium 365 with the monetization of business applications.

Altium is one of the fastest growing engineering software companies in the world.  We are 
deeply technology centric; our software tools and cloud platform are among the most 
innovative in the world, and our customers use them to design smart, connected products.   

The global electronics industry is ripe for disruption. Society today wants everything to be 
smarter and more connected than ever before and there is a growing demand for pervasive 
intelligence.  The Internet of Things (IoT) and the rapid development and breakthroughs in 
Artificial Intelligence (AI) will accelerate the proliferation of electronics in an unprecedented 
way enabling electronics to be omnipresent on a global scale. 

Altium is well positioned to initiate and lead the disruption of how electronics hardware is 
designed and manufactured.  In doing so, we also can consider how to make electronics more 
sustainable and help precipitate a smarter world and a more efficient one. 

Our vision is to transform the electronics industry through the cloud-enablement of all 
industry processes involved in the creation of electronics hardware. 
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 2 

Cloud enablement of industry processes is the foundation for any sector transformation. 
Consider that Uber, the world’s largest taxi company, owns no taxis; Airbnb, the world’s 
largest accommodation provider, operates no hotels; Netflix, the world’s largest movie house, 
owns no cinema. Similarly, some earlier transformation examples such as Skype once the 
world’s largest phone company, owned no telco infrastructure; Alibaba the world’s most 
valuable retailer owns no inventory. In all these cases, it is the cloud enablement of relevant 
processes that initiated the total disruption of the old way of doing things. 
 
The intention of the Altium strategy of “Transformation through Dominance and Dominance 
through Transformation” is to initiate a similar phenomenon in the electronic industry so that 
Altium potentially could be the world’s largest platform for creation of electronics hardware 
and yet own neither fab nor factory.  
 
Altium Strategy for Industry Transformation  
 
To achieve this, we need to reach a level of dominance where Altium Designer is synonymous 
with PCB design, in a similar fashion to the way Microsoft Word is synonymous with document 
creation. Similarly, our Altium 365 cloud platform should form a network effect with strong 
data-gravity amongst engineers and other professionals within their respective organizations 
to collaborate efficiently by connecting all engineering and business processes in the cloud 
making it challenging for alternative platforms to develop a similar network effect.  
 
We are distinguished by our strong engineering culture and robust go-to-market strategy.  
Over the past decade we have expanded our user base and increased our market share, 
revenue, and earnings. This significant growth, combined with our growing prestige in our 
industry due to the recent success of Altium365, provides us with a unique opportunity to 
accelerate growth and expand our addressable market while also pursuing a vision to 
transform the electronics industry.    
 
The power of our potential if we continue to execute well, will bring both the practice and the 
business of engineering onto our cloud platform, and enable electronics manufacturers to 
manage production risk as well as time to market in an unprecedented way by creating a 
complete ecosystem with an unmatched product proposition.  
 
Further detail regarding our strategic initiatives is captured in the recording of the Investor 
Day Presentation and slide pack from earlier today which will be available on Altium’s 
website. 
 
FY23 Financial Highlights  
 
I’ll now turn to the FY23 financial highlights.  Altium delivered a strong result for the year with 
over 19% growth in revenue to US$263.3 million and over 20% growth in EBITDA.   
 
Our Design Software Annual Recurring Revenue (ARR) grew by 32% to $147.2 million in 
Financial Year 2023 and our Average Subscription Seat Value (ASSV) grew by 22% to reach 
$2,408.   
Americas led the way with 32.3% growth in revenue, 17% growth in new software licenses, 
10% growth in total subscriptions, and 22% growth in Average Subscription Seat Value.  
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 3 

 
EMEA also delivered a strong performance with Design Software revenue growing by 19.8% 
(23.6% in Euros) to US$74.5 million with 10.5% growth in subscriptions and 21% growth in 
ASSV.  
 
During recent years, our historical seat volume growth in EMEA and the Americas has been 
paired with a substantial improvement in product mix with rising levels of adoption of Pro 
and Enterprise licenses.  
 
In addition, we increased the capacity of our enterprise sales organization under the 
leadership of our Chief Commercial Officer Marc Boonen, an ex-Siemens executive with over 
30 years of experience in enterprise sales. Our unique electronic data and lifecycle 
management tools combined with our cloud platform increasingly is viewed as the platform 
of choice for the future of electronics by large modern enterprises. 
 
In 2023, our enterprise sales grew by 143% from $13.7 million to $33.3 million in revenue.  
We closed large multi-million-dollar contracts with customers such as Texas Instruments, 
Bosch, Acuity and Xylem and made significant sales to leading companies such as Mercedes, 
Lockheed, Volvo, and Hitachi. These enterprise accounts, and many more, provide us with 
ample opportunity to grow our enterprise business in years to come. 
 
Success in the enterprise market is critical for our pursuit of market dominance. We have 
invested in building “Industry Solutions” on our cloud platform that are unique and specific 
to the electronics industry.  “Design to Win” for the semiconductor industry, “Intelligent by 
Design”, for the automotive industry and “Compliant by Design”, for the electronics industry 
will be the foundation for success in the high-end enterprise market.  
 
The adoption of our Altium 365 cloud platform is growing and benefits from a viral effect 
caused by the users already on it. I am pleased to report that Altium 365 adoption grew by 
54% to over 36,700 monthly active users and by 42% to more than 12,500 monthly active 
accounts in August year-on-year. The network effect of Altium 365 adds non-traditional users 
of Altium software to this platform.    
 
Other financial highlights for fiscal 2023 included:  
 Subscribers grew to 61,159, up 7.5% from 56,912 one year earlier.  
 Net profit grew by 19.6% to US$66.3 million. 
 Earnings Per Share (EPS) grew by 19.4% to USD 50.4 cents. 
 Final dividend of AUD 29 cents (AUD 54 cents for the full year up 14.9%). 

 
FY23 Significant Achievements 
 
The Altium vision to transform the global electronics industry relies on strong execution and 
product development. This enduring commitment resulted in a number of significant 
commercial achievements during the Financial Year 2023: 

 Expanded leadership capability with appointments of Ananth Avva, General Manager 
of Cloud, Gérard Métrailler, General Manager of SoŌware, Sanjay Gupta, Head of M&A 
and Marc Boonen, Chief Commercial Officer  
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 4 

 Mainstream engineering customers are continuing to embrace enterprise capabilities 
and term-based licenses.     

o Pro and Enterprise subscriptions grew to 14,437 during financial year 2023, an 
increase of 76%; Pro and Enterprise mix increased by 9.2 points from 14.4% to 
23.6%.   

o Combined with the increase of new time-based licenses, Altium’s Average 
Subscription Seat Value (ASSV) for Design Software increased from $1,966 in 
financial year 2022 to $2,408 in financial year 2023 – a clear sign that we are 
delivering value to our customers.  

 New capabilities introduced for Altium Designer - 24 – just released this morning.   
o Significant efficiency improvements, 
o Easier collaboraƟon to address challenges in complex PCB design, 
o New constraint management,  
o mulƟ-user collaboraƟon,  
o improved co-design for harness and simulaƟon and  
o automaƟc circuitry capabiliƟes. 

 SOC2 Type 2 certification achieved with enhanced data security in Altium 365; the 
culmination of a collective commitment to adhere to strict security processes and 
controls.  

 Launch of GovCloud, a critical capability needed to assure US customers that their 
most sensitive data is managed with strict physical and logical access restrictions.  

 Expanded capability and capacity with appointment of experienced, independent non-
executive directors Mike Hawker, Sylvia Wiggins and Lauren Williams. 

 
Business Drivers – FY24 and Beyond  
 
Design Software 
Our pursuit of market dominance is being carefully executed with an optimal balance 
between increasing the value available to customers and pursuing volume.  We invested 
significantly in the last two years to build capabilities on the value side resulting in strong 
growth in Average Subscription Seat Value (ASSV) and demonstrating our pricing power.  
 
Cloud Platform 
As we look to the future, our cloud platform, Altium 365 is the foundation for the 
transformation of our business and for a dramatic expansion of our market opportunity. Our 
cloud platform is changing the nature of our product portfolio from stand-alone desktop 
software to a connected cloud-based platform tightly integrated with design tools for the 
broader industry.    
 
The cloud platform is also important for the enterprise market. Altium 365 is a game-changer 
for our prospects to succeed with large enterprise customers in the high end of the market.   
This year we will invest in the value proposition and reach of Octopart to connect with more 
engineers and other users including through localization efforts in non-English speaking 
regions and improved data quality for power-users. 
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 5 

We delivered a strong financial result in FY23, we remain confident about the outlook for 
FY24 and are making great progress toward the 2026 goals of $500 million in revenue and 
100,000 subscribers.  
 
Board Renewal  
 
I would like to provide a warm welcome to the new directors of our Board, Ms Sylvia Wiggins, 
Ms Lauren Williams, and Mr Michael Hawker.  We have got to know Lauren, Mike, and Sylvia 
as individuals, as participants in our Company journey and as people who share our passion.  
It is a privilege to have them on the Board. 
 
They will introduce themselves to you later this afternoon.    
 
As shareholders will appreciate, I first mentioned Board renewal at our 2021 AGM at the 
height of the Covid pandemic.  Since then, we have worked very hard to attract Directors in 
whom you can place your trust.  We believe that to achieve Transformation through 
Dominance and Dominance through Transformation we need to expand both the capability 
and the capacity of our Board.  Mike, Sylvia, and Lauren provide energy and enthusiasm that 
matches our own, as well as invaluable experience, insight and expertise that allow them to 
not only support what we are working so hard to accomplish, but also to challenge our vision 
and strategy in ways that will make it stronger and make us more likely to achieve it. 
 
In June we announced the appointment of Russell Reynolds to find a candidate for the Board 
with significant industry experience and with the skills to become Chair.  The search has been 
more challenging than we anticipated and to give shareholders immediate confidence in our 
absolute commitment to strong corporate governance we appointed Mike Hawker as Lead 
Independent Director.   Just as we apply the genius of and to our business operations, we also 
use it to ensure that your Board has all of the necessary skills to oversee a leading global 
technology company including deep industry knowledge and ASX public company governance 
experience.  We are taking a measured approach in our consideration of the role of the Chair 
at Altium, and who is the right Chair to lead this great company.  In the meantime, Aram, 
Sergey and I are excited to have our new colleagues on the Board and impressed with the 
speed and thoroughness with which they have applied themselves to work with us, learn 
about us and engage with our executive team.   
 
As I expressed in June, I intend to remain on the Board and to work with all the Directors to 
ensure that the Company has the leadership that it and you deserve.  
 
Market Update and Outlook   
 
Earlier this morning, our CFO, Richard Leon reconfirmed market guidance for the 2024 
Financial Year of: 
 Revenue of US$315 million to US$325 million (20%-23% growth), comprising: 

o US$250 million to US$255 million for Design Software (23%-26% growth) 
o US$65 million to US$70 million for Cloud Platform (Octopart and Smart 

Manufacturing) (8%-16% growth) 
 Underlying EBITDA margin of 35%-37%  
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 6 

Conclusion   
 
As we look ahead, our confidence to transform the global electronics industry is rising.   
 
At Altium, we play for purpose.  We play for money; we play to win and we want the success 
that comes from that to be a force of good.  Financial strength is at the heart of our pursuit 
of industry transformation, and it enables us to not only dream big dreams, but to achieve 
them.  If financial strength is our heart, people are our soul and provide the power for our 
success.  All of our stakeholders are people, individuals who are part of our Altium family. 
 
To our shareholders, thank you for your continued support and for placing your confidence in 
us as stewards of your investment in Altium. 
 
To our people, in every corner of the globe, thank you for your commitment and your spirit.  
It is palpable and encouraging and every day it inspires me and the Board. 
 
To our customers around the world, thank you.  We are grateful to you for using Altium in 
your work and we are impressed with the remarkable products that you make with Altium 
Designer, Octopart and Altium365. 
 
To our Executive Leadership Team, thank you.  The things that you do, every day, both large 
and small, are what makes Altium work and what makes Altium the successful Company that 
it has become. 
 
To our Board, the standard that you set for our Company is impressive.  Thank you for your 
leadership, your honesty, and your determination to get the best for all of our stakeholders. 
 
 

=//= 
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ALTIUM EXECUTIVE MANAGEMENT TEAM

4
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Of f icer

RICHARD LEON
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Of f icer

MARC BOONEN

Chief  Commercial 

Of f icer

SERGEIY KOSTYNSKY

President 
ARAM MIRKAZEMI
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Of f icer 
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Chief  Technology  

Of f icer
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Senior Vice President 

and General Manager 

of  Cloud Platf orm
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Chairman Presentation – Annual Company Meeting, 16 November 2023
"Performing While Transforming"

SAMUEL WEISS

Non-Executive Chairman
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Altium Vision for Industry Transformation

6

“To transform the electronics industry through the 

cloud-enablement of all industry processes 

involved in the creation of electronics hardware”

Owns No

Taxis
Owns No

Real Estate
Owns No

Cinema

Owns No

Inventory
Owns No

Apps Owns No

Fab or Factory

World‘s largest 
platform for the 
production of   

electronics 
hardware

Owns No

Content

Owns No

Telco 
Infrastructure
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Altium Strategy for Industry Transformation

7

Design Software Cloud Platform
Make Altium synonymous 

with PCB design within the 
electronic industry to the 
point of “virtual monopoly”

Transf
o
rm

a
ti

o
n

D
o

m
in

an
ce

Grow “network effect” with 

strong “data gravity” among 
professionals and organizations 
that are involved with the 

creation of electronic hardware

Altium Cloud First strategy is resulting in Transformation through 

Dominance fast becoming Dominance through Transformation
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Average Subscription Seat 
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$203.0
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$51.5

$60.3

$151.9

$169.3
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$220.8

$263.3
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36.7% 36.2%

FY19 FY20 FY21 FY22 FY23

19.2%

Underly ing

EBITDA 

Margin

Cloud Platform Design Software

FY23 Performance Highlights

8
Strong revenue growth of 19.2% 

Underlying EBITDA Margin of 36.2%
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20%

30%
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FY19 FY20 FY21 FY22 FY23

Term-Based Licenses as % 
of Total New AD Sales

Business model transition and strong Altium 365 adoption drive increase 
in Recurring Revenue and in Average Subscription Seat Value (ASSV)

Group Revenue ($M)

Standard Seats Higher Value Seats

Altium 365 Monthly Active 

Users (MAU) / Accounts (MAA)

Aug 2023
MAU – 36,741

MAA – 12,515

Strong cloud platform adoption
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9

Unrivalled Financial Performance in FY23

152
169 180
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$263.3M Revenue 

(Up 19.2%)
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77% Recurring Revenue

(Up from 75%)

$55.7M Operating 

Cash Flow *
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$201.0M Cash *
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Normalized Reported
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$66.3M PAT

(Up 19.6%)
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*Operating Cash Flow and Cash are af ter a pay ment was made to the Australian Tax Of f ice (ATO) of  AU$40.0 million (US$27.2 mill ion) in relation to Altium’s ongoing dispute with the ATO.
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Significant Achievements in FY23

10

• Altium received SOC2 Type 2 
certification, the culmination of a 
collective commitment to adhering to 

strict security processes and 
controls.

• Altium launched GovCloud, a critical 
capability needed to assure U.S. 

customers that their most sensitive 
data is managed with strict physical 

and logical access restrictions.

Octopart Delivers Value 

to Sellers

• Average Revenue Per Click 
grew by 32% and Digital 
Advertising grew 35% in FY23 

reflecting Octopart’s increasing 
pricing power derived from 

outsized value delivered 
to componentmanufacturers a
nd distributors.

Enhanced Security Posture

• Pro and Enterprise 
subscriptions grew to 14,437, an 
increase of 76%, and the mix 

increased 9.2 points from 14.4% 
to 23.6%.

• When combined with an 
increasing share of new licenses 

being time-based, Average 
Subscription Seat Value for 

Design Software increased from 
$2,170 in FY22 to $2,473 in FY23.

Mainstream Embracing

Enterprise Capabilities & 

Term-Based Licenses

Cloud Platform

Significant New Capabilities for 

Altium Designer 

• Altium Designer 23 expanded into 
electronics product design with 
enhancements in multi-board design, 

new harness design, and 
collaborative authoring and more 

advanced simulation proficiency.

• Enhanced Co-Simulation and Co-

Design based on “file-less” data 
exchange were achieved through 

integrations with Ansys (simulation) 
and Siemens NX (MCAD).

Design Software
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11

Altium Designer 24 – new release

New capabilities introduced for Altium Designer - AD24 (released today)

• Significant efficiency improvements,

• Easier collaboration to address challenges in complex PCB design,

• New constraint management,

• Multi-user collaboration,

• Improved co-design for harness and simulation and

• Automatic circuitry capabilities.
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12

Altium 365 – Transforming 
the Mid-Market

• Higher levels of subscriptions

• Business Apps

• Beyond PCB Designers

Altium 365 – Transforming 
the Enterprise Market

• Industry Solutions 

(Renesas)

Octopart – Entering 
Transformation Zone

• Broadening reach - supply chain 

intelligence

• Localization and deeper 

integration with Altium 365

Expanded Leadership
• GM Cloud, GM Software, 

Chief Commerical Officer, 

Head of M&A

Business Drivers
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BOARD RENEWAL

13

SYLVIA WIGGINS

Independent 

Non-Executive Director

LAUREN WILLIAMS

Independent 

Non-Executive Director

MICHAEL HAWKER

Lead Independent 

Director
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14

Market Update and Outlook

Reconfirms Guidancefor FY24

- Total Revenue between $315 million to $325 million (20%-23% growth)

• $250 million to $255 million for Design Software Business (23%-26% growth)

• $65 million to $70 million for Cloud Platform (Octopart and Smart Manufacturing) (8%-16% growth)

- Underlying EBITDA margin of 35%-37%

Reaffirms Aspirational targets for FY26

- Total Revenue of $500* million

- Underlying EBITDA margin 38%-40%

- 100,000 software seats on subscription

With stronger uptake of higher-value subscription seats the $500M target will be reached with only 75,000 to 90,000 seats 

on subscription. However, 100,000 seats on subscription remains an independent aspirational goal.
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THANK YOU
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1

2023 AGM proxy summary as at proxy close

Abstain*OpenAgainstForResolution

18,4340.15%119,6035.55%4,527,77494.30%77,008,8012. Adoption of Remuneration Report

19,2550.15%124,8500.09%71,23699.76%81,459,2713. Election of Michael Hawker

2,104,5860.15%123,0380.07%57,95499.78%79,389,0344. Election of Sylvia Wiggins

18,7190.15%125,2480.05%41,42899.80%81,489,2175. Election of Lauren Williams

*Votes by a person who abstains on an item are not counted in calculating the required majority on a poll
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