
HY 2020 RESULTS
Half Year Ended 31 December 2019
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EXECUTIVE SUMMARY(Excluding impact of AASB 16 *)

* Where AASB 16 (Australian Accounting Standards 16 ) relates to the new lease standard adopted as at 1st July 2019

** Where underlying EBITDA is equal to operating profit before finance costs, income tax deprecation and amortisation adjusted for revaluation/impairment of assets and transaction costs 
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HY 20 
HIGHLIGHTS
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* Medicare http://medicarestatistics.humanservices.gov.au/statistics/mbs_group.jsp includes performance for hospital and private radiologists

INDUSTRY GROWTH REMAINS STABLE IN HY20
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* Medicare http://medicarestatistics.humanservices.gov.au/statistics/mbs_group.jsp includes performance for hospital and private radiologists

STRONG INDUSTRY DRIVERS CONTINUE
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OPERATIONAL HIGHLIGHTS – HY20
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FOWLER SIMMONS RADIOLOGY ACQUISITION
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HY 20 
FINANCIALS
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HY20 – PROFITABILITY 

$m 1H FY19 1H FY20 Growth % Growth

Revenue 72.4 80.6 8.2 11%

Underlying EBITDA 11.9 13.7 1.8 15%
Underlying EBITDA Margin 16.4% 17.0% 0.6% 3.6%

Enlitic Writeback (8.9) -

Transactions costs 2.1 0.5

Restructure Costs - 1.2

EBITDA 18.6 12.0

Depreciation & Amortisation 4.3 5.9

Finance Costs 0.8 1.1

Tax 1.6 1.4

NPAT 11.9 3.6

Remove Enlitic Impact (8.9) -

Underlying NPAT 3.0 3.6 0.6 20%

Profit and Loss summary ( excluding AASB16)
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HY20 – CASH FLOW
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•

CASH FLOW SUMMARY

$m 1H FY19 1H FY20 % Change

Cash Receipts and Payments 10.5 12.3 17%

Net Interest (0.4) (1.0)

Income tax paid (2.4) 0.1

Net Cash from operations 7.7 11.3 47%

Purchases of PP&E (7.4) (5.3)

Acquisition purchase include trans. costs (26.6) (8.0)

Net cash from Investing activities (34.0) (13.3)

Payment of Dividends (2.7) (3.8) 42%

Payment relating to Share Buy Back (4.4) (0.0)

Proceeds (Repay) Loans and Leases 27.7 4.0

Net change in Cash and equivalents 20.6 0.2

Net Increase in cash for period (5.7) (1.8)

Opening balance 11.5 7.3

Cash and cash equivalents at End of Period 5.8 5.5

Other Key Financial Measures 

$m 1H FY19 1H FY20 % Growth

Net Cash From Operations 7.7 11.3 47%

Maintenance Capex 3.1 2.9

Free Cash Flow 4.6 8.4 82%

FCF/ Underlying EBITDA ( Cashflow conversion) 39% 62% 58%
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HY20 – CAPEX INVESTMENT 

Capex

$m 1H FY19 1H FY20

Maintenance 3.1 2.9

Growth 3.6 2.4

Total 6.7 5.3

Depreciation 3.1 4.7
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CAPITAL MANAGEMENT
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GROWTH
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MAKING PROGRESS FOR FUTURE ORGANIC GROWTH
Key Growth Drivers Outlook
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FUTURE GROWTH – THROUGH ACQUISITION
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STRATEGIC INVESTMENT FOCUS: ENLITIC

About our Enlitic
investment
• Relationship formed in 2015

• Capitol Health is an initial investor and 
major stakeholder with a board seat

• Australian exclusive rights to use Enlitic as 
part of clinical partnership

• Collaboration opportunities in 
other markets
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APPENDIX
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THE CAPITOL BUSINESS

WA

NT

SA

QLD

NSW

TAS

5 locations

50 locations

8 locations

X-Ray
19%

US
33%

CT
26%

MRI
16%

Other
6%

X-Ray
41%

US
37%
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11%

MRI
6%

Other
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Patient centred

We create positive patient experiences. 
We listen with respect, inform with 

empathy and involve patients in their care

No. 1 in patient 
satisfaction  

One Team

Our people are our best asset. Our 
outcomes are better when we work 
together. We treat each other with 

respect and nurture a culture of 
recognition, empathy 

and inclusion

Integrity

We are open and honest. We take pride in 
the way we work. Our patients and 

partners trust us because we are 
accountable 
and reliable

Excellence

Together we pursue excellence – in 
outcomes and experience for our 

patients, referrers and community. We 
utilise the best technology to deliver 

timely, precise results

Community focused

We are more than a network, we are a 
community. We create meaningful 

connections with our patients, referrers 
and colleagues built on trust, support and 

shared goals

To be the diagnostic imaging specialists of choice, serving our communities with compassion, integrity and precision

• Standardised operating model as 
platform for organic growth

• Value creation through post-acquisition 
integration

• Performance management through 
business intelligence 
and analytics

• Employee Value Proposition

• Clear performance & reward 

mechanisms

• Focus on professional development 

• Values driven people processes

• Highly secure and effective technology 
model

• Holistic approach to technology 
encompassing clinical outcomes,  
operational efficiency and 
patient experience

• Differentiated customer and marketing 
plan

• Focus on and resourcing referrer 
relationship management including CRM 
implementation

• Patient experience management

• Coherent stakeholder communications 
strategy

• Focus on developing industry and 
government relationships

• Industry thought leadership program

Top repeat-referral 
rate

Leading team 
satisfaction & 
retention rate

Sustained market-
share growth

Industry-leading 
shareholder returns 
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CAPITOL STRATEGIC PILLARS

• We aim to be the first choice for 
community-based diagnostic 
imaging

• Our strategies are based on 
qualitative and quantitative 
research into patient and referrer 
behaviour and preferences. The 
insights we gather inform our 
approach, and constant 
optimisation of the patient / 
referrer experience

• We build strong relationships with 
our referrers, providing them with 
precise and timely diagnostic 
imaging

• We recruit, develop and retain the 
best clinical, technical and 
corporate staff; we recognise staff 
for their service and values

• We’re implementing a feedback 
and coaching framework, and 
clearly defined remuneration 
strategy, to increase staff 
satisfaction / competency and 
reduce costs

• We’re focused on our people and 
building a strong culture 
supported by our values. We seek 
feedback from staff on a regular 
basis and respond to insights 
accordingly

• We’re committed to the strategic 
implementation of next-
generation technology to 
enhance service, quality and 
engagement

• We will deploy unified RIS 
platforms to improve service 
quality, load sharing and 
efficiency in existing and growth 
business units

• We will implement optimal online 
booking, eReferral, eForms and Pt 
Kiosk platform

• To support radiologists 
and deliver efficient reporting we 
will implement 
smart worklists

• We embrace AI in our business 
through strategic partnerships 
such as Enlitic

• Optimising operational 
efficiencies and clinical outcomes 
(e.g. timeliness, quality, standard 
processes) at a reduced cost-to-
serve, through:

• Evidence-based standard 
operating model (SOM)

• Focused workflow 
management to maximise 
efficiency 
and quality

• Benchmark human resource 
allocation and asset 
utilisation

• We’re strengthening our brand, 
and building our reputation 
through strategic, values-centric 
communications, by:

• Clearly and consistently 
communicating our business 
vision, purpose and CVPs

• Identifying and nurturing 
strategic experience 
relationships (industry, Govt, 
education, investment)

• Demonstrating community-
centred values and 
experiences

• Communicating the 
‘why’(choose us) to key 
stakeholders with clear, 
accurate messaging

• Demonstrating good 
corporate citizenshipF
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BRIDGING HUMAN AND ARTIFICIAL 
INTELLIGENCE TO ADVANCE MEDICAL 
DIAGNOSTICS
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IMPACT OF LEASING 
STANDARD AASB 16 
ON STATUTORY 
ACCOUNTS

Consolidated Statement of Profit or Loss and Other Comprehensive Income
Half-Year  to 31 December 2019

Pre AASB 16 Post AASB16

31 Dec 2019
AASB 16 

Lease adj
31 Dec 2019 31 Dec 2018

$'000 $'000

Continuing Operations
Total Revenue 80,554 80,554 72,396 

- 

Wages, Contractor costs and Salaries (49,796) (49,796) (43,643)      

Occupancy costs (6,164)        3,749         (2,415)        (5,718)        

Medical equipment and consumable supplies (4,706)        284            (4,422)        (5,001)        

Service costs (6,228)        (6,228)        (6,184)        

Transaction Costs (1,676) (1,676) (2,110)        

Revaluation/(Impairment) of Financial Assets - - 8,891          

Operating Profit Before Finance Costs, Income Tax, Depreciation and Amortisation 11,984       4,033         16,017       18,631        

Depreciation and amortisation (5,890) (4,080) (9,970) (4,288)        

Profit Before Finance Costs and Income Tax 6,094 (47) 6,047 14,343 

Net finance costs (1,117) (840) (1,957) (765)            

Profit/ (Loss) Before Income Tax 4,977 (887) 4,090 13,578 

Income Tax Expense (1,397) (1,397) (1,648)        

Profit/ (Loss) for the Year 3,580 (887) 2,693 11,930 

Other Comprehensive Income / (Expense)

Items that may be Reclassified Subsequently to Profit or Loss

Interest rate derivative movement (137) (137)

Total Other Comprehensive Income / (Loss) (137) (137) - 

Total Comprehensive Income 3,443 (887) 2,556 11,930 
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IMPACT OF LEASING 
STANDARD AASB 16 
ON STATUTORY 
ACCOUNTS

Condensed Consolidated Interim Statement of Financial Position  

Half- Year to 31 December 2019
Pre 

AASB16

AASB16 

Adjust

Stat 

Account

Stat 

Account

Dec-19 Dec-19 Dec-19 Jun-19

$'000 $'000 $'000

Current Assets

Total Current Assets 10,701     -               10,701     12,204     

Non-Current Assets -               

Plant & Equipment 44,618     44,618     42,544     

Right-of-Use Asset -               52,126    52,126     -               

Intangible Assets 106,230  106,230  107,294  

Other Financial Assets NC 23,550     23,550     20,408     

Other Receivables 621          621          1,166       

Deferred Tax Assets 2,111       2,111       2,305       

Total Non-Current Assets 177,130  52,126    229,256  173,717  

Total Assets 187,831  52,126    239,957  185,921  

Current Liabilities

Total Current Liabilities 22,182     6,901      29,083     24,618     

Non-Current Liabilities

Loans and Borrowings NC 48,001     48,001     43,656     

Lease Liability - Right-of-Use assets -               46,112    46,112     -               

Provisions 1,232       1,232       1,170       

Employee Benefit Liabilty NC 844          844          844          

Total Non-Current Liabilities 50,077     46,112    96,189     45,670     

Total Liabilities 72,259     53,013    125,272  70,288     

Net Assets 115,572  (887)        114,685  115,633  

Equity

Issued Capital 107,622  107,622  107,632  

Reserves 1,585       1,585       1,374       

Accumulated profits/ (losses) 6,365       (887)        5,478       6,627       

Equity Attributable to Owners of the Parent 115,572  (887)        114,685  115,633  

Total Equity 115,572  (887)        114,685  115,633  

F
or

 p
er

so
na

l u
se

 o
nl

y



26

QUESTIONS 
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DISCLAIMER
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