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We create a welcoming space for effective personalised
digital mental health care, accessible to all.

Best newcomer

Tech for good

Healthtech pioneer
of the year



Integrated platform for personalised mental health care for all

Therapeutic content 
and activities

Community
Support

Professional Support
Asynchronous messaging & live chat

Remove barriers to access

Remove stigma

Choice, not prescription

Safe space
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£85m+ £300m+ £150m+ £1bn+

Children and 
young people

Mental health support 
for 10-25 year olds

Adults

Early intervention 
support for adults

Workforce

Support the wellbeing of 
your workforce

International

Expand into the US. 
Technology licensing. 

£13bn+ £45bn £6trn
Cost globally by 2030Cost to UK businessesNHS mental health annual budget

Kooth platform and 
clinical delivery model

Therapeutic content & 
activities

Community Professional 
support

Growth pillars
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2021 Strategic Highlights

Children & Young People

Adults

Workforce

International

Technology

Company

Greater access and uptake.
7.1m have access (2020: 6.2m), 1-in-33 uptake (2020: 1-in-36).

Greater access and momentum for ‘whole population’ contracts.
3.8m have access. 8 new whole population contracts (2020: 1.5m, 5). 

Focus on frontline / key workers delivering contract wins.
Launched first benchmark to measure mental health of a business. 

USA leader onboard to execute go-to-market. 

Investment in outcome measures and evidence of impact.
New CTO with deep AI expertise. 35 tech and research. 

406 employees (2020: 306). >250 clinical & practitioners.
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28% revenue growth in line with expectations, 
continuing adoption of digital-first healthcare. 

Over 90% of revenue from contracts of 12+ months. 

109% Net Revenue Retention (2020: 107%).

89% ARR growth to £1.7m for Kooth Adult.

Gross margin 0.3ppt down with benefit from covid in 
2020 due to quicker go live periods and flattening of 
demand curve offset by improving operational 
efficiency in 2021. 

Promotional costs have been reclassified in 2021 to administrative expenses 
(2020 reported GM: 60.9%)

£7.1m net cash, strong, debt-free balance sheet with 
net cash generated from operations of £1.9m offset by 
capitalised development costs of £2.5m.

£16.7m |  £13.0m

£16.9m  |  £14.1m

69.5%   |   69.8%

2021                            2020

2021                            2020

2021                             2020

Revenue

Annual recurring revenue

Adjusted EBITDA margin

£2.1m  |  £0.9m

£7.1m  |  £7.8m

Adjusted EBITDA

Net Cash

2021                            2020

2021                            2020

Gross margin

12.5%   |   7.2%
2021                             2020

2021 Financial Highlights
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Financial year to 31 December

£m 2019 2020 2021

ARR 10.6 14.1 16.9 

Revenue 8.7 13.0 16.7 

YoY growth 40% 50% 28%

Direct Costs - 3.2 - 3.9 - 5.1 

Gross Profit 5.5 9.1 11.6 

Gross Profit Margin 63.6% 69.8% 69.5%

Other operating income 0.3 0.5 -

Administrative Expenses - 5.7 - 8.7 - 9.5 

Adjusted EBITDA 0.1 0.9 2.1 

Adjusted EBITDA Margin 1.5% 7.2% 12.5%

Amortisation and Depreciation - 1.0 - 1.5 - 2.3 

Exceptional items/Share based Payment - - 1.0 - 0.5 

Operating Loss - 0.9 - 1.6 - 0.7 

Capitalised R&D - 0.9 - 1.5 - 2.5 

Adj. EBITDA less capitalised R&D - 0.8 - 0.6 - 0.4 

Income statement

• 28% revenue growth driven primarily by fee uplifts from existing public sector clients 
and new business in Adult and CYP as well as the tail of a small number of one-off 
COVID-19 related projects that started in 2020. Adult represented approximately 10% 
of revenue in 2021.

• ARR grew by 20% to £16.9m 

• 89% increase in Adult ARR to £1.7m (2020: £0.9m)

• Over 90% of revenue from contracts of 12 months or longer.

• Net revenue retention was 109% (2020: 107%) highlighting the depth and longevity of 
our customer relationships. Less than 10% churn.

• Near 70% gross margin historically strengthening through operational efficiency 
although 2020 included covid related uplift from quicker go live periods and a flattening 
of the demand curve across the school day during lockdown. Direct costs are the costs 
of our practitioners. We added more than 60 during the year to reach 230 heads.

• Administrative costs up 9% was comfortably below the increase in revenue. This 
reflects savings in the switch from face to face to virtual and digital promotion costs 
during lockdown, offset by salary increases, investment in new financial and HR 
systems, business development and account management as well as the full year costs 
of being a listed company.

• Exceptional items in 2020 were predominantly IPO-related costs, 2021 relates to share-
based payments.
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Growing momentum for early intervention to tackle growing demand

The scale of the challenge
● 1.4m people on NHSE waiting lists.
● 8m want help but are ‘sub threshold’. 
● Additional NHS £2.3 billion/year by 23/24.

Imperative to invest in early intervention
● UK Dept of Health & Select Committee.
● US Surgeon General: Tackling the youth mental 

health crisis.

Prioritising the wellbeing of the workforce
● #1 priority for 30% of business leaders.
● 18% increase in investment.  

1.4m people on NHS England mental health waiting 
lists for acute care

The imperative for early intervention
8m ‘sub threshold’ don’t qualify for support
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Strategic progress: children & young people

Contracting remaining regions to provide nationwide support
● 90% England commissioners. >60% Welsh commissioners. 
● All London coverage for 11-18 across 32 boroughs.
● Scotland: 8 regions as-at end Q1/22.

Expanding within current contracts
● 7.1m CYPs have access. 1-in-33 uptake. 
● 109% net revenue retention.

Strategic progress 
● NHS ICS restructure: ‘level-up’ access across the region. 
● Regular ‘Pulse reports’ to provide stakeholders with insights into 

mental health of local population.
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Strategic progress: adults

Building momentum for ‘whole population’ contracts
● 3.8m adults have access (2020: 1.5m) .
● 8 new whole population contracts added: Bassetlaw, 

Herefordshire, Knowsley, Newcastle & Gateshead, Shropshire & 
Telford, South Tyneside, Wirral, Worcestershire.

Barrier-free access to help reduce pressure and cost on NHS
● Promote to population via campaigns and partnerships.
● MyGP partnership. UCAS to reach students.

Strategic progress
● Building momentum and acceptance of Kooth for Adults.
● Expanding in regions from CYP into Adults.



Strategic progress: UK workforce

Up to £45bn annual cost to UK business.

Our focus: Frontline workers
● 33% of UK workforce (10.6m) health, social care, public services.
● 19% of lost working time due to poor mental health.

Launched 1st benchmarking assessment
● Benchmark: How mentally healthy is your workforce? 
● Educate leaders and managers.
● Support with Kooth including trauma informed therapy.
● Learn & adapt to support your workforce.

Focus for growth (£150m TAM)
● Focus on frontline workers in and public and private sectors.
● Direct and through channels and charities.
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US Expansion

Clear window of opportunity for Kooth in US 
● 1-in-4 youths have mental health disorder.

● <50% receive effective treatment.

● Increasing focus and budgets on youth mental health.

US go-to-market plan
● Strategic focus on supporting adolescents.

● Leverage our strength in data, insights, outcomes. 

● Sell to education and health insurers / systems.

2022 Focus: Establish our platform and operations
● Build US sales and clinical organisation.

● Go-to-market partnerships: SMART Technologies, Nuro retention.

● Pilot to prove, then scale.
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Kooth delivers measurable impact at scale

Evidence

Scale

Efficiency

Evidencing clinical and economic outcomes

Addressing the global shortage of practitioners

Delivering efficient mental health support

#1

#2

#3
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Evidence: Innovation in digital therapy and outcomes

A decade of research innovation

30+ published peer-reviewed research papers.

Eight doctoral level clinicians and researchers.

1,500+ participants across studies.

Strategic Progress

Kooth single session therapy (SWAN-OM)
72% achieve their wants and needs.

Kooth community and peer-support
75% find beneficial to their mental health.

Health Economics Study (underway)
Cost savings of Kooth to healthcare systems.
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Scalable: From self-therapy to 1:1 support

14Therapeutic content & activities

Ongoing 
counselling

Structured
counselling 

6-12 sessions

Community

Asynchronous messaging
&  responsive (drop-in) chat
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37%
of users

Goal-based outcomes (CoGS)

74% achieve their life and therapy goals

Outcomes

Session wants and needs outcome measure 
(SWAN-OM)

72% achieve their wants and needs

Content & community 

75% find beneficial to their mental 
health

63%
of users

BACP
Counsellors

Emotional 
Wellbeing 

Practitioners

Practitioners

Moderators
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Efficiency

Promotion
Partner and promote Kooth organically through stakeholders.
Local Kooth Engagement leads work with community and stakeholders.
Kooth ‘promotion hub’ for stakeholders to personalise digital campaign assets. 

Service Quality
i-RESPOND digital clinical operating model
Proprietary clinical model to deliver a high quality service at scale. 
Task-shifting and team-based approach expands our talent pool beyond counsellors. 

Platform
Build and prove digital therapies. Apply AI to deliver personalised, effective support
Innovate in digital therapies e.g responsive chat, peer support.
2022 AI focus: Content recommendations. Auto moderation of content. 
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Summary and Outlook

New financial year started in line with expectations. 
ARR estimate for 31 March 2022 of £18 million with key wins for Kooth Adult including Greater Manchester, Norfolk, Warwickshire.

Early positive response to Kooth in US market. 
Innovative approach provides lower cost of care and proven outcomes.

Building nearshore engineering team to grow tech team and talent. 

Our balance sheet is expected to provide sufficient capital to fund Kooth through to profitability. 
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Testimonial

“We know that the needs of our children and young people changed over lockdown, and the impact of this on 
their mental health and wellbeing is only just beginning to be seen with many more children and young 
people seeking help. 

Working with partners like Kooth is critical to making our services accessible, and allows us to provide support 
sooner and more flexibly - which is exactly what children, young people and their families have told us they 
need. 

Our North West London partnership has commissioned Kooth for exactly this reason, creating a service that is 
integrated within our clinical teams and designed with children and young people themselves.

Tom Johnson
Programme Manager, Central and North West London NHS Foundation Trust



Important Disclaimer

The information contained in these slides and the accompanying oral presentation (together, the Presentation) has been prepared by Kooth plc (the “Company”). The 
Presentation is subject to updating, completion, revision and amendment without notice and as such it may change materially. Neither the Company nor any of the 
Company's other advisers or representatives, shall have any obligation to update, complete, revise, verify or amend the Presentation.

The Presentation is confidential and is being supplied to you solely for your information and may not be reproduced, redistributed or passed on to any other person or 
published in whole or in part for any purpose. By accepting receipt of the Presentation, you agree to be bound by the limitations and restrictions set out in this 
disclaimer.

No undertaking, representation, warranty or other assurance, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, 
completeness or correctness of the information or opinions contained in the Presentation. Neither the Company, nor any of their respective directors, officers, 
partners, employees, agents, advisers or representatives shall have any responsibility or liability whatsoever (for negligence or otherwise) arising from any use of the 
Presentation or otherwise arising in connection with the Presentation.

Nothing in the Presentation constitutes investment advice or any recommendation regarding the securities of the Company.

The Presentation contains certain statements that are or may be deemed to be “forward-looking statements”, which are based on current expectations and 
projections about current events. These statements typically contain words such as “targets”, “believes”, “intends”, “may”, “will”, “should”, "expects" and 
"anticipates" and words of similar import. By their nature, forward looking statements involve risk and uncertainty because they relate to events and depend on 
circumstances that may or may not occur in the future.

Forward-looking statements are not guarantees of future performance.
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Balance Sheet

£m 31 Dec 2019 31 Dec 2020 31 Dec 2021
Goodwill 0.5 0.5 0.5 

Development costs 2.4 2.6 2.9 

Other non-current assets 0.3 0.4 0.6 

Total non-current assets 3.2 3.5 4.0 

Trade and other receivables 2.2 2.2 2.7 

Cash and cash equivalents 0.2 7.8 7.1 

Total current assets 2.4 10.0 9.8 

Total assets 5.6 13.5 13.8 

Total non-current liabilities - - -

Borrowings 5.4 - -

Other current liabilities 3.1 2.6 2.8 

Total current liabilities 8.5 2.6 2.8 

Total liabilities 8.5 2.6 2.8 

Net assets / liabilities - 2.9 10.9 11.0 

• Strong debt-free balance sheet with £7.1m net cash and 

£11m net assets.

• Development costs capitalised of £2.5m in 2021 (2020: 

£1.5m). Amortised over three years.

• Increased receivables consistent with revenue growth, 

good cash collection with debtor days at the year end of 

33 (2020: 35)

20Excluding discontinued activity of Beam ABA Limited which was disposed of in H1 2020



Cash flow

• Cash generated from continuing operations £1.9m

• An expected R&D tax credit of £0.3m relating to 2020 
was received just after the year end in early 2022.

• Cash reserves expected to provide sufficient capital to 
fund current planned product and software 
development, short term geographic expansion and 
working capital as the business continues to grow.

Financial year to 31 December
£m 2019 2020 2021
Adjusted EBITDA 0.1 0.9 2.1 

Movement in Net Working Capital 0.1 - 0.3 - 0.2 
Operating Cashflow 0.2 0.6 1.9 

Capital Expenditure - 1.0 - 1.6 - 2.6 
Net Cashflow from Operations - 0.8 - 1.0 - 0.7 

Corporation Tax 0.3 0.3 -
Net Cashflow before Financing - 0.5 - 0.7 - 0.7 
Exceptional items - - 0.2 -
Financing and Other 0.2 8.5 -
Net Cashflow - 0.3 7.6 - 0.7 

Excluding discontinued activity of Beam ABA Limited which was disposed of in H1 2020 21


