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Aurecon deal adds key exposure

Three-year national partnering agreement with Aurecon: Veris has
agreed to acquire Aurecon's Australian survey and spatial data collection
operations (~30 professionals across Brisbane, Sydney, Newcastle and
Melbourne) and, alongside it, entered a three-year exclusive national
Partnering Agreement. Veris gains first right of refusal on all survey and
related digital data capture work across Aurecon's Australian projects.
Aurecon are one of Australia's largest engineering consultancies with ~7k
employees throughout Australia and Asia-Pacific. The agreement carries a
minimum first-year revenue commitment of $4.5m (~4.4% of FY26 revenue),
with management flagging an annual revenue opportunity of ~$6-7m
thereafter. Completion is expected in early Nov-26.

Step-change into priority sectors at a low entry price: Total consideration
is $2.5m, including ~$1.2m of assumed employee leave entitlements,
implying a net upfront cash outlay of ~$1.3m (~10% of 30 June cash of
$13.3m). On our estimates the deal is priced at ~0.6x first-year revenue and
~4.6x first-year EBITDA (on full consideration), falling to ~3.2x on the $6-7m
run-rate. Importantly, it directly targets the Water, Defence and Energy end-
markets we highlighted in our FY26 note as key structural growth areas.

Forecasts upgraded: In FY27/FY28 MSTe underlying EPS growth (diluted)
to be 24%/38% versus the 12%/21% previously. With a consistent dividend
payout and share buyback, the increase in EPS could be returned to
shareholders or kept as dry powder for further acquisitive growth.  

Investment Thesis
Diversified with unique digital capabilities: Veris is positioned to grow
revenue but more importantly margins, with a strong diversified pipeline
across a range of sectors (incl infrastructure, property, defence & resources)
and key major clients. Newly commercialised end-to-end digital offerings
(data hosting, 3D and Digital Twin platforms) and spatial data expertise
(aided by the Spatial Vision & Mesh deals) add to its competitive advantage.

Balance sheet adds to position of strength: High cash balance has led to
significant operational benefits relating to various supply arrangements while
also supporting an ongoing buyback program and giving Veris the ability to
capitalise on value accretive opportunities that may arise.

Management execution: Since the turnaround in FY21 under new
management, the company has seen an improvement of more than $17m to
profitability. The streamlining of the core business is enabling Veris to focus
on its longer-term strategy which is increasingly leveraging its national scale
and strong position in digital consulting services and spatial data analytics.

Valuation & Risks
Our DCF valuation is now $0.24/share (from $0.23 previously) after adjusting
for the uplift from the deal. At ~3.2x EV/EBITDA FY26 (including lease
liabilities), Veris offers significant value compared to peers. A key risk
includes on time contract delivery. A full list of risks is detailed on page 9.
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Figure 1: Financial Summary

Source: Company data; MST Access
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Aurecon deal: three year national partnership
Veris has entered into a three year national partnership agreement with Aurecon in Australia, further
strengthening an existing relationship with the group. The acquisition brings across Aurecon's domestic
survey and spatial data collection capability (~30 survey and spatial data professionals, increasing
Veris' existing survey/data capture workforce by ~10%), an existing book of ongoing projects, pipeline
of opportunities and associated operational assets. The partnership secures Veris as Aurecon's
exclusive, preferred survey partner nationally.

As part of the deal, Veris is guaranteed first-year revenue of $4.5m at a minimum which is underpinned
by Aurecon's ongoing project contracts. Beyond the first year, management expect there to be an
annual revenue opportunity of ~$6-7m as further Aurecon projects are progressed across aligned
services and geographies. We see these stated estimates as conservative given Veris' track record of
successfully integrating acquired business and embedding them into the group.

The team of ~30 survey and spatial data collection professionals that will transfer to Veris are primarily
based in Brisbane, Sydney, Newcastle and Melbourne, servicing Aurecon's Water, Defence, Energy
and broader Infrastructure markets. Under the agreement, Veris will have national exclusivity and first
right of refusal on all survey and related digital data capture services Aurecon delivers on Australian
projects.

Total consideration paid for the deal is $2.5m, which includes the assumption of ~$1.2m in employee
leave entitlements (effectively means upfront payment is only ~$1.3m). There are no earn-out or
milestone payments, and the deal is funded from existing cash reserves and operating cash flows.
Veris' strong balance sheet has long been a hallmark of the group as management have capitalised on
its strong funding to help secure improved operational arrangements, including better lease rates,
while also being selective with opportunistic deals that add scale or enhance its capabilities,
particularly in digital spatial data services. Completion is expected in early November 2026 (subject to
standard caveats and procedures), and management expects the deal to be earnings accretive in
FY27. We expect this to be aided by the fact the additional revenues are not expected to add much if
anything to corporate expenses or overheads, leading to additional operating leverage from the
additional revenues generated. 

Strategic rationale: further penetration into structural growth sectors

We view this transaction as a strong strategic fit, particularly given water, defence and energy are key
sources of structural, multi-year demand where Veris has already been growing its share of earnings.
The Aurecon partnership accelerates Veris growth in these areas, giving it a structured channel into
one of Australia's leading engineering consultancies and, through it, a client base of government
agencies, major infrastructure owners and tier-one delivery partners.

Figure 2: Increasing Digital & Spatial revenue % share

Source: Veris
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High quality, repeat revenue: The agreement fits Veris' strategy of servicing premium clients on
a repeat basis. Rather than competing project by project, Veris now has first right of refusal
across Aurecon's national survey requirements for three years. Pre-agreed commercial terms
should also reduce bid costs and support disciplined project selection and margins.

Cross-sell into digital: We see meaningful upside in Veris layering its digital and spatial (D&S)
offering onto Aurecon survey work. Survey is the entry point for data capture; Veris' proprietary
platforms (e.g. Photo Navigator, RoadSiDe, BridgeSiDe) and data hosting can extend
engagements into recurring, higher-margin services. This mirrors the flywheel that has lifted D&S
to more than 28% of group revenue.

National scale: The transferring team is largely located in Brisbane, Sydney, Newcastle and
Melbourne, adding delivery capacity across major domestic markets. A strong pipeline of work in
large infrastructure projects will help diversify Veris further providing some protection against
previously reported softening in some property-related markets (including Victoria).

Capital-light and pre-funded: Given the modest upfront cash outlay, the deal is capital-light and
comes with secured work from the outset. Transferring employees are immediately revenue
generative with less reliance on a ramp-up period, although we do expect contributions from the
Aurecon partnership to grow materially over time.

Deal economics: attractive entry multiples

At ~0.6x first-year revenue, we believe the deal is attractively priced given the pipeline of secured, tier-
1 related works. Of the $2.5m consideration, ~$1.2m is the assumption of employee leave
entitlements, which will be paid out over time as leave is taken rather than upfront. The net cash outlay
of ~$1.3m represents ~10% of its 30 June cash balance, leaving pro forma cash of ~$12.0m.

We assume an EBITDA % margin of mid-teens on the acquired work, modestly above the group's
FY26 underlying margin of 10.1%. This reflects pre-agreed rates, lower business development costs
and cross-sell potential, partly offset by integration costs. On that basis, the deal is struck at ~4.6x first-
year EBITDA, falling to ~3.2x on the $6-7m run-rate. 

Contract extension supports already strong sales pipeline
Veris has secured a $4.12m contract extension on the Sydney Metro - Western Sydney Airport SSTOM
project, extending its involvement through to end-CY27. The award builds on Veris’ existing
relationship with Parklife Metro, with the engagement in place since Nov-23, and provides further
revenue visibility while reinforcing the company’s ability to convert successful project delivery into
repeat work.

Long term strategy remains heavily focused on high quality digital...
Veris' strategic priorities cover five key areas:

Digital point of difference: Deploying digital tooling and AI-enabled platforms across the
professional services base, with the aim of improving delivery speed, scalability and margin on
client work. The cross sell can work both ways with advisory mandates creating entry points for
digital solutions, while platform relationships open up deeper advisory work opportunities. 

Anchored in spatial data: Leveraging the group's established domain expertise and spatial data
assets as the foundation for higher-value insight and analytics products. The Spatial Vision and
Mesh integrations have supported this, adding digital advisory capability and extending the
group's footprint across government and east-coast markets involving infrastructure, transport
and utility assets. Digital Solutions (including customised app development) are being deployed at
greater scale on client projects, substituting AI and automation-led delivery for manual workflows. 

Value-driven pricing: Transitioning away from commoditised, volume-based pricing toward
value-based models aligned to the outcomes delivered rather than hours worked. The outcome
from its digital offering focused on spatial data is that its revenue mix becomes increasingly
weighted toward recurring, higher-margin, advisory-led engagements.

Revenue diversification: Extending beyond the traditional survey base into consulting, advisory
and digital solutions to build new, higher-margin revenue streams. For government related policy
mandates, digitalisation strategies are providing significant opportunity.

Capital discipline: Maintaining balance sheet strength while pursuing accretive M&A, alongside
shareholder returns via the on-market buy-back and a history of dividend payments. 
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...with recent contract highlights demonstrating continued strong delivery
Recent contracted works demonstrate the strategy in practice and span multiple states, are primarily
delivered via Veris' proprietary platforms and are largely structured for repeat engagement through
ongoing data hosting and analytics, leading to higher margins and additional recurring revenue. 

Dilapidation survey for a major port authority: Photo Navigator deployed for visual condition
assessment alongside 360° reality capture with spatial referencing and AI-assisted analysis;
outputs now embedded in asset handover and ongoing asset management workflows.
Dilapidation reporting was also carried out for a stadium precinct construction. 

Automated engineering inspections, major transport program: Photo Navigator supported
Level 1 engineering inspections, processing >30,000 images with AI-generated descriptions and
producing >150 automated inspection reports; material productivity and safety gains from
reduced site access, and a scalable model for major programs.

Queensland Fishing platform: redesigned government digital platform simplifying regulatory
compliance via a mobile-first interface, incorporating AI and location intelligence for real-time
decision-making plus live updates, notifications and reporting.

Road safety workflow automation: Spatial Vision secured a $300k, four-month contract
automating manual processes for a government road safety enforcement initiative, improving
data integrity, processing visibility and vendor collaboration.

Rail condition intelligence for John Holland Group: 3D GPR, LiDAR and digital data hosting
across a major metro network over six months.

Road condition assessment across ~500km of WA sealed roads.

Gas pipeline survey supporting pipeline design for a major energy client.

Suburban Rail Loop East: ~$16-20m over ~3.5 years for the Tunnels North package (~10km
twin tunnels, Glen Waverley to Box Hill) involving engineering survey, spatial data management
and digital spatial support for tunneling and station excavation.

Western Sydney Airport SSTOM: $5.2m contract completed (engineering surveys, asset
monitoring, cadastral services), positioning Veris for potential O&M works over a horizon of up to
15 years. As mentioned, awarded a $4.12m contract extension through to end-CY27.

Two additional work orders under the existing Digital Twin Victoria (DTV) Innovation Partner
contract with Victoria's DTP (initially secured March 2024, Veris leading a 10-member
consortium): DTP application migration into the DTV environment, and an identity management
system upgrade for broad government user access. Provides evidence of the repeat-engagement
model converting a strategic partnership into recurring work-order revenue with a tier-1
government client.
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Recap: An industry leader in digital spatial data services
Veris continues to evolve from a predominantly survey-led operating model into a more profitable
digital and spatial analytics-enabled advisory firm. The transformation centres on leveraging Veris’
deep spatial data expertise to deliver differentiated, value-based solutions rather than labour-intensive,
commoditised services. The strategy emphasises a digital-first approach across projects, the
development and commercialisation of proprietary cloud-based platforms (now developed seven AI-
enabled platforms over the past three years that are delivering commercial outcomes and recurring
revenues), and the continued expansion of higher-margin consulting and advisory services. Veris is
seeking to convert its data capture strengths into scalable insights, asset intelligence and managed
analytics that command more premium pricing and deliver more recurring style revenue. 

A key driver of growth is the interplay between digital capabilities and advisory roles. As Veris moves
upstream into planning, design and regulatory approvals, it gains early access to asset information that
forms the foundation for digital products such as RoadSiDe and BridgeSiDe (with Parsel being added
to this mix). These platforms enable clients to monitor, assess and plan infrastructure more efficiently,
and they also create recurring licence and hosting fees. In turn, platform adoption opens opportunities
for follow-on consulting work. This flywheel increases client stickiness and improves revenue quality,
supporting a deliberate shift from transactional engagements to longer-term, data-anchored
relationships. 

Veris is reshaping its revenue model to reduce dependency on consulting hours and increase
exposure to products and managed services that scale more efficiently. Surveying will remain a core
competency and key entry point for data generation, but its role transitions from a standalone revenue
stream to an enabler of digital asset intelligence. The business has begun to demonstrate margin
benefits from this shift, with digital and spatial solutions now contributing >28% of revenue, up from
17% in FY24. In turn we believe the increasing quality of Veris' earning base reduces its volatility and
should help justify a valuation premium for the business, particularly when compared to peers. The
group's recent performance, despite macro headwinds mentioned above, is testament to the higher
quality earnings base. 

Overall, Veris has laid the foundation for a higher-return business model, with emphasis on platform
commercialisation, margin expansion and scalable digital growth. Management’s execution focus now
shifts to accelerating product rollout, deepening cross-sell penetration and lifting recurring revenue as
a share of the mix. With Veris' digital offering now clearly proven in the market place, we believe the
transition still has plenty of scope to evolve further, underpinning stronger margins and a more resilient
earnings profile longer term.

Figure 3:  Cross selling opportunities with customised solutions create recurring revenues with higher margins

Source: Veris

Figure 4: Veris continues to diversify earnings in the advisory and digital solutions space

Source: Veris
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Consistently strong orderbook with higher quality mix involving digital

Veris' pipeline remains weighted toward larger, multi-disciplinary and higher-value engagements,
spanning digital solutions, advisory-led services and repeatable delivery models. With the Spatial
Vision and Mesh integrations complete and the Octave partnership contributing a new recurring
revenue channel, management sees the group positioned to continue converting pipeline into delivered
revenue while holding cost and capital discipline.

The secured forward workload now exceeds A$60m (up from A$55m YoY). The mix of this forward
workload has continued to evolve as management prioritises projects that are higher value and margin
supportive (including those that leverage Veris’ digital capabilities) and/or support the key national
client strategy. The forward pipeline over next two years also has a weighted value of A$195m
over the next 24 months. 

The forward looking client base remains spread across six industry verticals: Transport, Property &
Buildings, Government, Utilities, Defence and Energy & Resources. Each offers a combination of
market scale and forecast growth in advisory and consulting services over the medium to long term.
This sector diversification, together with established tier-1 government and corporate relationships in
each vertical, underpins management's confidence in the durability and scale of the longer-term growth
opportunity.

Beyond the existing pipeline, management estimates the current market opportunity for Veris exceeds
A$1bn (vs Veris current ~$100m revenue base) and continues to increase at high single digit/low
double digit growth rates, providing opportunity for further market share gains in digital, spatial and
consulting/advisory services. Principal sources of structural, multi-year investment demand noted by
management include:

Data centres: Australia ranks among the leading global destinations for data centre investment.
Site understanding ahead of capital commitment is critical to project outcomes, and Veris
positions its planning and design alignment, bringing survey, environmental and utility data
together before delivery begins.

Renewables: Transmission and generation build-out is driving sustained, network-wide demand.
These programs are large and complex, and depend on reliable data from the earliest stages,
giving Veris a role at planning and design in informing route and site decisions ahead of
construction.

Water: Utilities are running significant capital pipelines to upgrade existing assets and build new
ones, alongside growing compliance and performance requirements including flood and asset
modelling. Veris offers end-to-end capability from data capture through to advisory.

Defence: AUKUS and related national programs are driving sustained defence infrastructure
investment, with demand for accurate spatial data and secure digital delivery. Veris'
multidisciplinary capability is positioned to support this at scale.

Figure 5: Suite of proprietary cloud-based, AI enabled digital platforms that enable visualisation and analysis of spatial data;
below excludes recently added Parsel which calculates infrastructure levies and provides scenario comparisons 

Source: Veris
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Key forecast changes
The majority of our forecasts and assumptions remain unchanged, with our key forecast revisions
presented below. Consistent with Veris’ assessment that the transaction is expected to be earnings
accretive in FY27, we incorporate the revenue contribution from completion in FY27, with the
remaining first-year contribution reflected in FY28 and the business modelled on a go-forward basis
thereafter. We assume negligible incremental D&A and apply a mid-teens EBITDA margin to the
acquired revenue, supported by the strategic partnering. We also adjust the balance sheet and cash
flow statement to reflect the announced transaction terms.

DCF valuation of $0.24/share provides ~4.0x upside
We have increased our base case DCF valuation to $0.24/share (from $0.23/share previously),
reflecting the accretive impact of the acquisition while leaving our broader underlying forecasts
unchanged.

We continue to forecast organic revenue growth of 2.0% in FY27 and 3.0% in FY28 for the group, with
3.0% growth maintained thereafter. We also incorporate a partial contribution from Aurecon in FY27
and a full-year contribution from FY28. Reflecting the higher-margin nature of the acquired work, we
upwardly revise the group's underlying EBITDA margin in our forecast period. This supports
management’s continued focus on improving the quality of the sales mix to drive margin expansion.

Our underlying EBITDA margin forecast increases to 11.2% in FY28 (from 11.0% previously) and
expands progressively to 13.2% by FY32 (from 13.0% previously). We see potential upside to our
margin assumptions as higher-margin digital spatial data revenues continue to increase as a share of
group revenue, currently representing more than 28%. Over time, we expect this mix to move towards
a more balanced contribution of ~50%.

Our DCF valuation assumes a WACC of 10.0% (beta of 1.2x, risk free rate of 4.5%, market risk
premium of 5.5%) and a terminal growth rate of 2.5%. We assume a fully diluted share count of
609.1m shares, which includes options and performance rights. 

Figure 6: Key forecast changes incorporating the Aurecon deal

Source: MSTe

Figure 7: Discounted cashflow valuation

Source: MST Access
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Peer comps reinforce the value case for Veris
We reiterate the value case for Veris when looking at other small cap peers, including Asset Vision,
Pointerra and Aerometrex. We note that Veris trades at a significant discount despite its improving
revenue quality, profitability (lack of profitability from other close peers makes direct valuation
comparison challenging) and strong balance sheet ($13.3m cash on hand reported at 30 June 2026),
characteristics that others do not possess or hold to the same degree. At current market prices, Veris
currently only trades at an EV/EBITDA FY26 multiple of ~3.2x (including lease liabilities). This is
despite all listed comparables facing the equally challenging macroeconomic headwinds.

Post-acquisition, we forecast FY27 underlying EBITDA of $11.2m, up from $10.9m previously,
increasing to $12.8m in FY28 once the full Aurecon contribution is reflected, versus $11.8m previously.
Against a backdrop of macro headwinds, Veris continues to demonstrate resilience through ongoing
margin expansion, improving revenue quality and disciplined capital deployment. In our view, these
characteristics support a compelling value proposition relative to its listed peer group.

Key Risks
Project delivery risk that could follow delays and cost blow outs arising from resource challenges.

Risks associated with potential safety hazards attached to the work and delivery of projects by
Veris  employees and subcontractors. Veris  has a wide range of protocols and programs to
mitigate this risk.

Contract risk that may include legal issues around omissions, incorrect rates and quantities,
accepting unfavourable contractual terms, or disputes about contractual terms.

Commodity and/or resources industry cycle risk, with a downturn or volatility in commodity prices
and the resource cycle impacting demand for mining services such as surveying or remote site
infrastructure.

Political risk given both businesses serve clients in the public service through government and
defence funding. Veris  can also be impacted by major public infrastructure project delays
determined by state governments.

Competitive risk that could follow a competitor undertaking a price-led attack to win market share.

Employee risk including the sourcing of subcontractors. Difficulty hiring these employees could
delay projects and increase costs to Veris.

Technology risk and cyber security events through loss of data or IT systems.

Figure 8: Peer comps reiterate value case for Veris

Source: Factset; MST Access
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