
	

	

	

Responses by Jonathan Copus, CEO, to questions left unanswered at the end 
of the ShareSoc webinar on 9th June 2021: 

 

1. What are the key milestones over the next 12 months? 
Key product milestones include progressing our programme of investment - new software, 
Globe and data releases, development of strategic minerals workflows from Globe, and 
geothermal workflows that support our Heat Seeker product. In hydrogen we will be working 
to assemble all the elements required to define and execute our first hub locations. We are 
also focused on completing our work to broaden and deepen Getech's board and 
operational skills. 
 
2. The Orderbook of £2.7 million at 31 December 2020 is down on FY-2019 order 

book of £3.1 million. Is it thus fair to describe this order book as "strong" as 
phrased in the recent results? Are you able to give a more recent update on the 
order book? 

Yes, against a globally challenging Covid-19 backdrop and deep budget cuts by our 
customers, our rates of licence and recurring service renewal remained high, which greatly 
limited the impact on orderbook and recurring revenue. This was a strong performance. 
 
3. What are consensus forecasts for Revenue and EBITDA for the current year and 

are you confident of achieving them? 
Cenkos forecast: 2021 Revenue = £4.2m, 2021 EBITDA = 0.8m loss (inclusive of equity 
funded growth investment). Cenkos reiterated these forecasts with FY 2020 results. 
 
4. What's the latest on Kitson House? 
Our intention remains to sell KH, the timing of which is dependent on the property market in 
Leeds. Ahead of this we have optimised our use of the building and minimised our 
associated costs. 
 
5. Who are your main competitors and are they UK-based?  
Seismic companies also supply G&M data, although for them it is a secondary offering. 
Software and Knowledge products - competitor products do exist (e.g. Halliburton - Neftex, 
CGG - Basins and Plays). We believe our offering is differentiated both on technology (e.g. 
Arc GIS Pro) and data/knowledge content. In Services, there are various pure-play 
providers. Our offering is differentiated by its alignment with Getech products and the 
sophistication of our service provision. This differentiation extends across our energy 
transition work, which is a landscape that is being defined. 
 
6. Can you please explain the large decrease in trade and other receivables on the 

Cashflow statement in FY20 compared to FY19?   600   vs  2,861 
A significant data and products sale, completed late in 2018, was included in Trade 
Receivables at the 2018 year end. This unwound through working capital movement in the 
2019 cash flow, when the cash was received. 


