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Sincerely, 
 
 
 
Brent Moore 
President & Chief Executive 
Officer 
Trakopolis IoT Corp 

 

During the fiscal year, we completed the successful 
negotiation and execution of a strategic partnership with 
Mullen Group Ltd., one of the leading suppliers of trucking 
and logistics services in Canada, to advance the ongoing 
development of a logistics platform which incorporates load 
sharing technology developed by Trakopolis.  

Also, during the period, the Company closed a brokered 
private placement for gross proceeds of $2,025,000 CAD. 

In February we restructured our debt and entered into a 
new USD $3.5 Million secured credit facility with Silicon 
Valley Bank.   

Going Forward 

We are actively focusing on channel mobilization through 
training, marketing and productivity tools to simplify and 
accelerate lead generation, quoting and funnel 
progression. 

Collaboration and partnerships are foundational strategies.  
One goal this year is to mobilize and expand both 
collaboration and channel partnerships. This assists in 
generating revenue in a more sustainable, profitable and 
predictable manner.  

Operationally we will be focusing on a balanced approach 
toward revenue growth and profitability. 

I want to thank you for your continued support as we grow 
the business.  Please be sure to click the link below and 
check out our corporate presentation. 

https://trakopolis-xniatba.netdna-ssl.com/wp-

content/uploads/2016/08/TRAK_CorporatePresentation_April-2018_web.pdf   
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General 

 

This Management’s Discussion and Analysis (“MD&A”) contains important information about our business and our 

performance for the twelve months ended December 31, 2017. This MD&A should be read in conjunction with the 

Company’s audited annual consolidated financial statements and accompanying notes for the year ended December 

31, 2017.  

 

All dollar amounts within this MD&A are presented in Canadian dollars unless otherwise stated. All percentage changes 

are calculated using the rounded numbers as they appear in the tables. This MD&A is current as of April 12, 2018, and 

was approved by the Board of Directors on that date. This MD&A includes forward-looking statements and assumptions. 

See “Forward-Looking Information” for more information. "We", "us", "our", "Trakopolis" and the "Company" refer to 

Trakopolis IoT Corp. and its subsidiaries, as applicable. 

 

Non-GAAP Financial Measures 

 

This MD&A contains references to certain non-GAAP financial performance measures such as earnings before interest, 

tax, depreciation and amortization (“EBITDA”), adjusted EBITDA, subscribers and recurring revenue, which do not 

have any standardized meaning prescribed by International Financial Reporting Standards (“IFRS”) and may not be 

comparable to similar measures presented by other entities. These non-GAAP financial performance measures should 

be viewed as a supplement to, not a substitute for, the Company’s results of operations reported under IFRS. See 

“Non-GAAP Measures”. 

 

Business Overview 

 

Trakopolis is a Software as a Service ("SaaS") company with proprietary, cloud-based solutions for real-time tracking, 

data analysis and management of corporate assets such as equipment, devices, vehicles and workers. Our asset 
management platform works across a variety of networks and devices and we have a diversified revenue stream from 
many verticals including oil and gas, forestry, transportation, construction, rentals, urban services, mining and several 
others.  Trakopolis enables the internet of things for end users and equipment manufacturers with our open, agnostic, 
enterprise grade platform. We differentiate ourselves primarily through our open collaborative technology strategy but 
also in our sales approach, contract flexibility and client care. 
 
Trakopolis combines the Internet of Things (“IoT”), telematics and a powerful Application Program Interface (“API”) to 

create intuitive dashboards that give insight into core business operations such as fleet management, equipment 
utilization, maintenance and repair scheduling and worker health and safety.  
 
The Trakopolis solution is an enterprise grade IoT platform which encompasses the following key enterprise features:  
 
 

 

 

 

API. The Trakopolis platform was designed for fast and efficient data connection with third party platforms. 

Available real-time API connections allow customers the stable and flexible options they need for interfacing 
with other existing data systems.  The Trakopolis platform is an advanced and open API, as well as 
comprehensive reporting and alerting infrastructure, allows for custom development projects with enterprise 
clients and provides a customized experience with general configuration within Trakopolis. 
 
Cloud-based. The hosting environment for Trakopolis was determined based on the overall quality of many 

cloud platform features.  The selection of Microsoft Azure Hosting provides Trakopolis customers with the 
security, scalability and performance that is critical for an enterprise level asset tracking system. 
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Geographic Information Systems (“GIS”) 

Trakopolis has licensed datasets from GDM Pipelines for mapping oil and gas pipelines, wells, facilities, and 
rig roads. API integration with Google Maps enables your own GIS data to be overlaid, so that you can 
visualize equipment and personnel in remote locations with cell technology, or ‘off-grid’ using satellite. 
 
Power Business Intelligence from Microsoft 

Power Business Intelligence (Power BI) is Microsoft’s flagship analytics tool, designed to organize big data. 
Trakopolis taps into Power BI, and the Azure cloud platform, to create customized reports and predictive 
analysis from very large volumes of data. 
 
Sensor Reporting and Custom Alerts 

Trakopolis integrates multiple sensor types to deliver a full picture of a business process. Aside from 
conventional telematics, such as speed, direction of travel and engine diagnostics such as power surges 
and switches, Trakopolis can accommodate temperature, pressure, C02, smoke and other data. 
Any piece of data can be tagged for an alert, so that events such as speeding, excessive idle time, or 
geofence transgression can be monitored in real-time. Trakopolis can send alerts via email or text. 
 

We believe that large enterprise customers represent the greatest market opportunity as that market is under-served.  
Our technology strategy targets enterprises who need greater functionality, security, analytics, configurability, 
integration and with the agile ability to include customized functionality. During 2017 we expanded our enterprise funnel 
across our entire product portfolio including opportunities that underscore our competitive and strategic focus into the 
IoT. 

The Company sells through direct and channel efforts with partners such as Bell, Driving Force, Telus and Honeywell 
who engage in lead generation and product collaboration.  Channel enablement and expansion is a key strategic focus 
as are efforts to find additional large channel partners or value-added resellers. 

 
2017 Operational Highlights  

 
The following were key highlights of the Company’s overall operational achievements in 2017: 

 
Enterprise Roll Out – The Company completed the implementation associated with the enterprise sale of the 

connected lone worker solution.  The Company completed installations of over 1400 units across 19 cities in 
6 states coming to a close in the first week of October. The success of the implementation highlights the need 
for enterprise grade software to compliment the needs of larger operations. Some key statistics from the roll 
out: 

 30,000 geo-fences uploaded 

 3,000 alerts configured 

 49,000 GIS data points uploaded 

 400,000 data points received daily  

 
Continued traction in enterprise segment – The Company continues to expand its sales activity and sales 

success in the enterprise segment, with enterprise experiencing growth in active subscriptions for Trakopolis. 
New product offerings in Connected gas and ELD, and the successful implementation of such offerings 
represent substantial growth opportunities in enterprise for the Company.  
 
Business Development – In 2017 the Company announced expansion of the Honeywell Partnership into 

new global markets and the integration of new products. The company also invested throughout the year into 
establishing new channel partnerships which positioned the Company to expand its indirect sales force.   

 
Key highlights of the Company’s financial performance for 2017 included: 
 

Investment in enterprise – Consistent with the Company’s growth strategy is to target and execute sales to 

enterprise customers. Sales to enterprise customers typically yield a lower gross margin in hardware and 
require higher cash investment than typical sales and also incur short term operational costs during the 
implementation. The return of such investment is realized in monthly recurring subscription revenue over the 
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contracted term.  Investment in enterprise sales provides short term volatility in “one-time” hardware revenue 
and gross margins but the long-term impact is predictable monthly subscription revenue.  
 
Subscription revenue growth – The Company realized a 42% growth in monthly recurring revenue (MRR) 

from December 2016 to December 2017.  Higher subscription prices for new products are expected to 
increase average revenue per unit (ARPU) and subscription revenue. This further illustrates that we are 
executing our growth plan while expanding our sales reach with our channel partners.   

 
Top line revenue growth – The Company’s top line revenue growth increased by 50% in Q4 2017 compared 

to the same period in the prior year, this was driven by increased hardware sales through new product offerings 
combined with increased subscription revenue growth from and increased subscriber base from new and 
existing customers.  

 
 
Key Metrics 

 
The Company considers subscriber growth, monthly recurring subscription revenue, average revenue per unit 
(“ARPU") and enterprise sales as key metrics in evaluating performance.  

 
Quarter 16-Sep 16-Dec 17-Mar 17-Jun 17-Sep 17-Dec 

# Subscribers 
         

11,531  
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12,466  
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14,133  
         

15,545  
Monthly Recurring 
Revenue 

       
$275,642  

       
$282,265 

       
$295,921 

        
$306,595 

       
$347,296 

       
$400,466  

Average Revenue per 
Unit 

           
$23.90  

           
$23.32  

           
$23.74  

            
$23.98  

           
$24.57  

           
$25.76  

 

 
 
 
Enterprise Subscribers 

 
Enterprise customers represent an important market opportunity 
for Trakopolis and the Trakopolis product offering is built as an 
enterprise grade platform. Core to the Company’s growth 
strategy is penetrating the enterprise segment across multiple 
verticals. Our channel partners and strategic partnerships 
complement our focus on enterprise.  
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Financial Highlights 

Financial Highlights (in thousands)     

  Three months ended 

Twelve months 

ended Six months ended 

Twelve months 

ended 

 

December 31, 

2017 

December 31, 

2016 

December 31, 

2017 

December 31, 

2016 June 30, 2016 

  ($) ($) ($) ($) ($) 

Revenue 1,824             1,214  9,501            2,375                  4,754  

Cost of Sales 914                  569  6,251            1,083                  2,066  

Gross Profit 910                  645  3,250            1,292                  2,688  

Gross Margin 50% 53% 34% 54% 57% 

Net (loss) (916)            2(3,824)   (4,095)           2(5,116)               (4,194) 

EBITDA1 
(717)           (3,838) (3,182)          (4,941)               (3,618) 

Adjusted EBITDA1 
(798)             (522) (2,708)          (1,496)               (1,920) 

Share Capital 25,589         23,895  25,859    23,895                12,624  

Total Assets 4,634               6,780  4,634             6,780                  2,180  

Total Liabilities 4,016 4,975  4,016 4,975                  6,218  
 

1 Non-IFRS financial measures are defined in the Non-GAAP Measures section. 

2 RTO transaction costs of $3,285 thousand included in the periods results. 

  

Three months ended December 31, 2017 vs 2016 

 

The Company generated revenue of $1.8 million for the three months ended December 31, 2017, a $610 thousand 

increase from the same period in 2016. The 50% growth from prior period was driven by increased hardware sales 

through new product offerings combined with increased subscription revenue growth from an increased subscriber 

base from new and existing customers.  

 

The Company recorded a net loss of $916 thousand for the three months ended December 31, 2017, a decreased loss 

of $2.9 million compared to the same period in 2016. The decreased loss is a result of reverse takeover (“RTO”) related 

transaction costs of $3.3 million included in the prior period’s results. 

 

Adjusted EBITDA was $(798) thousand for the three months ended December 31, 2017, a decrease of $276 thousand 

compared to the same period in 2016. The decreased in Adjusted EBITDA is due to increased operating expenses 

during the three months ended December 31, 2017, compared to the same period in 2016, due to incurring costs as a 

result of being a publicly traded company combined with continued investment into the Company’s growth model. This 

investment was primarily in business development and sales and marketing as it relates to expanding channel 

partnerships and increasing direct sales force. Both of which, target increased sales presence in the USA and Canada. 

The return of this investment is expected to be realized in future periods.  

 

Twelve months ended December 31, 2017 vs Six months ended December 31, 2016 

 

The Company generated revenue of $9.5 million for the twelve months ended December 31, 2017, a $7.1 million 

increase from the six months ended December 31, 2016. The growth from prior period was driven by increased 

hardware sales and from units deployed through a strategic partnership in gas detection integration together with 

increased subscription revenue generated from growth in the subscriber base. The increased revenue is also due to a 

twelve-month reporting period versus a six-month reporting period.  

 

The Company recorded a net loss of $4.1 million for the twelve months ended December 31, 2017, a decrease of $1.0  

million compared to the net loss of $5.1 million for the six months ended December 31, 2016. The decreased net loss 


