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WELCOME TO THE
13TH TIN REPORT.
This is a huge milestone year as the
combined revenues of the TIN200
companies hit NZ$10B for the first time.
It’s not just a number but a marker that
indicates that our technology exporters
are well and truly entrenched as a critical
part of New Zealand’s economic growth.

Greg Shanahan

Managing Director
Technology Investment Network

It’s a sector increasingly characterised
in New Zealand by awesome ambition
and great execution. Both are unleashed
as novel technology creates capability
that was once only the domain of large
countries and companies. Speed and a
bias for action, the hallmarks of innovation
success, give advantage to the small.
These entities are supported by growing
global flows of investment capital.
TIN companies are not just sniping on the
fringes but going for the main game on
centre court: sending rockets into space,
making blockbuster movies, challenging for
global leadership in accounting software,
facilitating payments in gas stations
and for the faith sector across the US.
Creating a clear picture of such a
dynamic industry is no easy task. Once
again, Deanne Bloom and her team
of researchers and analysts – Hugh
Blackburne, Luka Milojev, Mihnea Enache
and Daryn Govender – have done an
incredible job with the TIN Report. What

really stands out for me this year are
the valuable insights that are available
because of the breadth and depth of the
data that TIN has captured. This year we
surveyed a record 600 companies!
The TIN message can also be found in
mainstream and social media, thanks to the
efforts of Kate Dobbin and Ashley Hibbard.
Thanks also to our sponsors – Callaghan
Innovation, NZTE, Spark Ventures, EY
and AJ Park. Without their support the
TIN Report would not be possible.
I am proud that we are supporting an
industry that created over 4,000 new jobs
last year and employs 43,000 people
around the world. Global trends are
having a huge impact on New Zealand’s
technology industry, the connected
world, access to innovation, cheaper
travel and the globalisation of capital.
But there are also local economic, social,
and environmental reasons that give New
Zealand a competitive edge that must
be protected for growth to continue.
Innovation relies on a meritocracy where
talent flows freely to opportunities,
undistracted by political instability,
major social division or environmental
degradation. New Zealand, although
not perfect, is such a place.

This year we present for the first time
a section on Māori participation in the
technology ecosystem. It is a sector
that is growing as a new generation of
Māori entrepreneurs and investors are
making their mark. Watch this space
as we continue to chart the growing
impact of Māori TIN companies.
The diversity and scale of the tech
opportunity is evident throughout the
pages of the TIN Report. Turkish Migrant
Ezel Kokcu, who at 24 is starting her third
tech company; Sir Ken Stevens, whose
baggage handling systems are found
in airports all over the world; Sir Richard
Taylor, who has contributed to many of the
world’s highest grossing movies; Dr Lance
O’Sullivan, who is using technology to make
healthcare more accessible to Māori; and
Miriana Lowrie who is just at the beginning
of her exciting trade account startup.
What’s next? Let’s continue to believe
in our ultimate success and plan for it.
This is just the beginning and we have
many more milestones to conquer.
Thanks again to the TIN team, sponsors
and you, our valued TIN community,
for your ongoing support.

The good news is that it can and will get
better. As the demand for talent grows,
the tech sector has the opportunity to
transform economic outcomes broadly
across mainstream New Zealand society.
TIN REPORT INTRODUCTION
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KEY HIGHLIGHTS
TIN200 TECHNOLOGY COMPANIES – 2017 VS 2016
REVENUE

EMPLOYEES

EXPORTS

REVENUE GROWTH – 2017 VS 2016
GROWTH

2016

$9.276B

2017

$10.008B

7.9%

2016

39,085

GROWTH

2017

43,437

11.1%

2016

$6.769B

GROWTH

2017

$7.345B

8.5%

% OF REVENUE BY PRIMARY SECTOR – 2017

5%

High-tech Manufacturing
Biotech

35%
60%
TIN REPORT 2017

HIGH-TECH
MANUFACTURING

ICT

BIOTECH

$733m

$216m

$429m

$88m

7.9%

3.8%

13.9%

19.9%

REGIONAL REVENUE GROWTH – 2017 VS 2016

ICT
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TIN200
COMPANIES

AUCKLAND

$275m

5.0%

WELLINGTON

$200m

10.5%

SOUTH ISLAND

$135m

11.8%

HAMILTON

$109m

21.7%

CENTRAL

$14m

5.7%

SIR RICHARD TAYLOR FOUNDER, CREATIVE DIRECTOR AND HEAD OF WETA WORKSHOP
By Holly Ryan

AS A FOUNDER OF THE WETA COMPANIES, SIR
RICHARD TAYLOR KNOWS AS WELL AS ANYONE
WHAT IT TAKES TO WORK IN THE FILM AND
TELEVISION INDUSTRY, AND WHY IT IS SUCH A
VIBRANT SECTOR. IT IS BRIGHT-EYED, BUSHY-TAILED
ENTHUSIASM – THE ‘BEATRIX POTTER EFFECT.’
Talent, in his opinion, is fourth on the list of required
attributes. Enthusiasm, tenacity and passion come
first. If you have those, he says, the talent will come.
Most people world-wide would be familiar with the work
of the Miramar Group, a collection of five film-associated
companies – Weta Workshop, Weta Digital, Wingnut
Films, Park Road Post Production and Stone Street
Studios. As well as the movies filmed in New Zealand
including the Lord of the Rings and Hobbit trilogies,
the group has worked on blockbusters such as King
Kong, Avatar, The Chronicles of Narnia, Guardians of
the Galaxy, Planet of the Apes and Ghost in the Shell.

clay out of, so I used to process the clay and I started
sculpting,” Taylor says. “My dad had a single car garage at
the front of the cottage we were living in and he built our
furniture and assembled our car, and a sailing boat for the
family. And so of course just watching that and utilising
that shed was a very good training ground for me.”
In 1984, Taylor and his wife-to-be, Tania, moved to
Wellington where Taylor attended Polytech, studying
graphic design. Coming out of his diploma he landed
what most would consider a dream job at a graphic
design studio – decent pay, decent hours and a job

doing what he had trained for. It wasn’t a job where
he could make things however. Within six weeks, he
realised it wasn’t right and much to the amazement
of his family and friends, left the job to work at Gibson
Group doing odd creative jobs in their studio.
The new-found financial stability may have dropped
significantly but Taylor says he realised he had found the
industry he wanted to be in. “It was an industry where
you’re flying by the seat of your pants, inventing on the
fly, coming up with quick fast solutions, building things
pretty much around the clock and having a great time

Yet despite this high-profile work Taylor shies away
from the spotlight, preferring to work with his creative
colleagues in the workshop. “I don’t think the “maverick”
word is necessarily correct for me,” he says. “There
wasn’t some calling from the very beginning specifically.
My only calling was just a desire to not work at anything
ordinary – no ordinary job. I wanted to make things
for a living and that’s all I can put it down to.”
Taylor’s life in New Zealand began when he was four. After
emigrating from Northern England his family settled in
the small township of Te Hihi in Auckland, where they
lived in a sharemilker’s cottage. Though his mother was
a science teacher, and his father an aircraft engineer,
Taylor’s future seemed destined to involve building and
creating. “We had a creek on the farm that you could dig

“MY ONLY CALLING WAS JUST A DESIRE TO NOT WORK AT ANYTHING ORDINARY
– NO ORDINARY JOB. I WANTED TO MAKE THINGS FOR A LIVING.”
MAVERICKS
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PROMAPP SOLUTIONS

MODICA GROUP

PACIFIC EDGE

SECTOR: ICT/Software Solutions
REVENUE (000’S): $10,344
GROWTH: 39.7%
CAGR 3YR: 40.9%
GROWTH (000’S): $2,942
PREVIOUS YEARS ON TIN HOT EMERGING COMPANIES LIST: New Entrant

SECTOR: ICT/Software Solutions
REVENUE (000’S): $11,500
GROWTH: 26.4%
CAGR 3YR: 43.0%
GROWTH (000’S): $2,400
PREVIOUS YEARS ON TIN HOT EMERGING COMPANIES LIST: 2016

SECTOR: Biotech/Healthcare
REVENUE (000’S): $9,500
GROWTH: 31.9%
CAGR 3YR: 124.6%
GROWTH (000’S): $2,300
PREVIOUS YEARS ON TIN HOT EMERGING COMPANIES LIST: 2015 – 2016

It has been a record year for Promapp Solutions, having
surpassed the $10 million revenue mark for the first time
with growth of 39.7%. Promapp Solutions provides cloudbased business project management software for a global
base of SME and Enterprise clients. The company has
achieved impressive 30-40% year-on year-revenue growth
for the past five years, all the while remaining profitable.
Already with 350,000+ users worldwide, the company
is focused on continuing to expand globally rather than
enlarging its solution set. With its strong track record and a
98% client retention rate, Promapp Solutions definitely earns
its place on this year’s Ten Hot Emerging Companies list.

Following its induction to the Ten Hot Emerging Companies
list in 2016, the global ‘Intelligent Messaging’ company
Modica Group returns this year with strong 26.4% growth.
Through OMNI, Modica Group’s Enterprise Messaging
and Insights platform, the company provides its partners
and customers with a cloud-based technology solution to
manage and measure mobile communications.
Modica Group has achieved global success pursuing
growth via international channel partners and mobile
operators; the company recently announced a major
new reseller agreement in Australia. Growth through
acquisition is also an element in the company’s
strategy, and in 2016 Modica Group became the
largest enterprise messaging company in New Zealand
through the tactical acquisition of Run The Red.

Returning to the Hot Emerging Companies list for its third
consecutive year, bladder cancer diagnostics company
Pacific Edge experienced solid revenue growth of $2.3m
for FY17. Growth was partly driven by a new product release
that has seen increased demand and uptake from clinicians
and urologists, particularly in the North American market.
This release completes the current range of Cxbladder
products, making Pacific Edge the only provider of a suite
of highly accurate, non-invasive and cost effective bladder
diagnostic tests that address multiple patient groups. Still in
the early stages of its commercial journey, the company has
been largely focused on expansion within the US, the world’s
largest healthcare market. A recent $8m share placement
will help expedite this goal. Pacific Edge also has its global
sights set on Japan and the South-east Asian region.

“We’ve landed well in the US, which is our growth
focus for 2017/18. Lead generation metrics seem as
strong as our home markets, which is a good indicator
of market fit. We’ve picked up high profile wins for both
the core BPM platform and our new process variation
management capability.”
Ivan Seselj, CEO
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“Tactical acquisitions and cornerstone growth in
Australia, Asia, and Latin America have helped position
Modica Group as an increasingly significant provider of
global enterprise messaging solutions.”
Stuart Wilson, CEO

“Our people have a high level of passion with a relentless
drive to make our cancer detection and management
products available to patients around the world.”
David Darling, CEO

OWNERSHIP OVERVIEW
KEY HIGHLIGHTS
PRIVATE TIN200 COMPANIES

>$4B

in total revenue
5-YEAR CAGR FOR PUBLIC TIN200 COMPANIES

12.39%

INVESTMENT-BACKED TIN200 COMPANIES

60

TIN200 growth continues to be led by the Public Company
and Investment-backed Private Company ownership
categories. Combined, these two groups account for
34.1% of revenue, although they only comprise 25.5%
of the TIN200 companies. Despite their smaller share,
the Public and Investment-backed companies together
contributed 65.0% of total TIN200 growth. Investmentbacked companies performed especially well, with
a growth rate of 24.3%, although Public companies
boast a slightly higher 5-year CAGR of 12.4%.

10

8

24.3%
revenue growth

4

NUMBER OF TIN COMPANIES ACQUIRED

2
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Overall this year saw less growth through acquisition – only
17 companies were acquired by TIN200 companies in
contrast to last year’s 25. Despite this, 9 of the 13 companies
that pursued an acquisition strategy experienced strong
growth, all increasing revenues by over 25%.

NUMBER OF ACQUISITIONS AND LISTINGS OF TIN200 COMPANIES

6

8

Private companies also contributed to the overall 7.9%
growth rate for the TIN200, collectively increasing
revenues by 8.2%. Foreign Owned companies were
unable to maintain last year’s growth momentum,
recording a cumulative revenue loss of -2.5%.
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UBCO

LATIPAY

CEO: Timothy Allan
SECTOR: High-tech Manufacturing/Electronics
REGION: Central North Island
FORMATION (YEAR): 2015
Ubco is a designer and manufacturer of dual
electric drive motorbikes. The company
has been producing the Ubco 2x2 since
2016, which combines a lightweight frame,
powerful and near silent motors, and a
Lithium-Ion battery that not only fuels the
bike but charges tools on the go. With the
company receiving direct US investment in
May of this year as part of a $3.95m capital
raise, Ubco is now positioned to enter the
North American market where it will be
focusing its export sales. The company also
looks set to launch a new bike later this year
which should be a significant development
from the current model.
What will “success” look like?: Being
the ultimate, light-weight, two-wheel,
digitally connected electric utility vehicle
– embracing modularity, portable energy,
ruggedness and purpose.
Name of Investors: Enterprise Angels,
NZVIF, Equity Crowdfunding, Spring
Capital (US).

Total Investment to date: $2.95m NZD and
$1m USD to form a Dedicated US Distributor.
Seeking further investment?: Ubco has a
capital plan which has been in effect for 24
months, setting out a Series A (Complete)

GLOBAL DIRECTOR: Paul Gestro
SECTOR: ICT/Financial Services Technology
REGION: Auckland
FORMATION (YEAR): 2015
and Series B which the company is moving
into in 2017 for closure in 2018.
Government assistance to date:
Ubco has received co-funding for market
development in Australia and direct
assistance through being in NZTE’s
Focus 700, and being a part of Te Tira Toi
Whakangao (the Maori Technology and
Investment group coordinated by NZTE).

Ubco has self-funded all R&D activity but is
now eligible for Callaghan Innovation’s R&D
Growth Grant (having spent more that $300k
per annum for the past two financial years in
expensed R&D).
Revenue growth (%): 196%.

Latipay is unlocking the massive Chinese
market to ecommerce companies and

merchants by facilitating online payments,
spot payments and invoicing for their

Chinese customers. Payment processing
has traditionally been a major hurdle for
sales into the Chinese market. In China
a number of banking and non-banking

payment systems exist which have little

connection to each other. Latipay bridges
this divide by connecting businesses to

all the major Chinese Banks and eWallet

providers such as Alipay and WeChat Pay.
The company has experienced

Latipay products will satisfy any regulatory
environment globally and be trusted by
any company that needs to supply brilliant
payment solutions to its customers.
Name of Investors: Jubilee Capital
Management, Ice Angels, Zino Ventures.
Total Investment to date:
Series A: $3m (USD).

Seeking futher investment?:
Series B: $10m (USD) (December 2017).

Government assistance to date: None.
Revenue growth (%): 815%.

exponential growth over the past twelve
months and raised $4.1m from offshore
Venture Capital firm Jubilee Capital

Management and local angel groups,
the Ice Angels and Zino Ventures.

What will “success” look like?: Latipay

would have developed and will continue to
develop payment technology that is at the

front of the technology curve. Our payment
platform will be used across the world

but is ubiquitous to the user who desires

simple, secure, fast and effective payment
processes, particularly cross border.

SPARK EARLY STAGE COMPANIES 2017
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PROFILES E – F

Fisher & Paykel Appliances

Fisher & Paykel Healthcare

Flintfox International

Foster Moore International

FrameCad

CEO:
Stuart Broadhurst

CEO:
Lewis Gradon

CEO:
Mike Ridgway

CEO:
Joel Foster

CEO:
Mark Taylor

RANK 2017:

2

RANK 2017:

RANK 2017:

3

99

RANK 2017:

75

RANK 2017:

39

REV 2017 ($000):
$1,145,910

REV 2017 ($000):
$894,400

REV 2017 ($000):
$16,500

REV 2017 ($000):
$27,800

REV 2017 ($000):
$60,000*

DESCRIPTION: Household
appliance manufacturer.

DESCRIPTION: Medical device
manufacture and sales.
KEY PRODUCTS: Humidification
devices, masks for CPAP therapy,
respiratory consumables, CPAP
devices.
MARKET SECTORS: High-tech
Manufacturing, Healthcare
OWNERSHIP: Public
STAFF EMPLOYED: 4112
FORMATION: 1954
RANK 2016: 3
BEST BUSINESS DECISION 2017:
Implementing our long term strategy
- delivering best possible patient
care through continuous product
improvement, pioneering new
therapies, and changing clinical
practice.

DESCRIPTION: Business trade
promotion software.

DESCRIPTION: Online registry
solutions.

DESCRIPTION: Steel framing design
and manufacturing solutions.

KEY PRODUCTS: Refrigeration, wall
ovens, cook tops, outdoor grills,
dishwashers, washing machines,
and clothes dryers.
MARKET SECTORS: High-tech
Manufacturing, Appliances
OWNERSHIP: Foreign Owned
STAFF EMPLOYED: 3247
FORMATION: 1934
RANK 2016: 1

KEY PRODUCTS: Trade and revenue
management suite, RMx pricing and
evaluation.
MARKET SECTORS: ICT, Software
Solutions
OWNERSHIP: Private

STAFF EMPLOYED: 100
FORMATION: 1987
RANK 2016: 113

BEST BUSINESS DECISION 2017:
Introducing RMx for SAP.

KEY PRODUCTS: Catalyst - the
registry manager.

MARKET SECTORS: ICT, Software
Solutions

KEY PRODUCTS: FrameCad
Computer Aided Design, FrameCad
Lean Manufacturing Network.

OWNERSHIP: Private

MARKET SECTORS: High-tech
Manufacturing, Operational Support

FORMATION: 2004

STAFF EMPLOYED: 95

STAFF EMPLOYED: 190
RANK 2016: 87

BEST BUSINESS DECISION 2017:
Going live in Montana with our first
Business register in the USA. This
is especially important as it was the
first install in our target market.

OWNERSHIP: Private
FORMATION: 1987
RANK 2016: 35
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POSTAL ADDRESS:
PO Box 58546, Botany, Auckland
2163

POSTAL ADDRESS: PO Box
14348, Panmure, Auckland 1741

CITY: Auckland

CITY: Auckland

PHYSICAL ADDRESS:
78 Springs Road, East Tamaki

PHYSICAL ADDRESS: 15
Maurice Paykel Place, East
Tamaki

PHONE: +64 (9) 273 0600

PHONE: +64 (9) 574 0100

www.fisherpaykel.com

www.fphcare.com

POSTAL ADDRESS:
PO Box 305499,
North Shore, Auckland 0757

POSTAL ADDRESS: PO Box
106857, Auckland 1143

POSTAL ADDRESS: PO Box 1292,
Shortland Street, Auckland 1140

CITY: Auckland

CITY: Auckland

CITY: Auckland

PHYSICAL ADDRESS:
5 Omega Street, Rosedale

PHYSICAL ADDRESS:
Level 6, Durham House,
22 Durham Street West

PHONE: +64 (9) 477 0888

PHONE: +64 (9) 950 2300

www.flintfox.com

www.fostermoore.com

PHYSICAL ADDRESS:
115 Felton Mathew Avenue,
Saint Johns
PHONE: +64 (9) 377 6640
www.framecad.com

*Estimated revenue.

COMPANY PROFILES
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PURCHASE OPTIONS
OPTION ONE

$349+GST

EBOOK ONLINE ACCESS
(Not a pdf, eBook single use only)

OPTION TWO

$399+GST
HARDCOPY

WWW.TIN100.COM/SHOP

OPTION THREE

OPTION FOUR

$499+GST

$999+GST

(Not a pdf, eBook single use only)

(For organisations, research bodies, libraries,
and government departments)

HARDCOPY AND EBOOK

MULTIUSER EBOOK

