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Updater Inc. (UPD.ASX) | Initiation.  
On track to be the dominant player in home relocation industry   

Overview:  

x In the 5 years prior to IPO (in late 2015), UPD successfully developed 
proprietary technology and formed relationships to secure a leading position in 
the ‘new mover’ market in the US. The mover market is massive, with 17m 
households relocating p.a. in the US alone. The average American moves a 
staggering 10-15 times throughout their lifetime. 

x UPD’s online platform provides movers with a seamless process to enable 
transferring of insurance contracts, utilities, forwarding of mail, updating of 
accounts and the many other tedious tasks associated with relocation. The 
typical mover wastes around 10 hours reaching out inefficiently to individual 
businesses currently to update their records etc. 

 

Investment Thesis: 

x Growing market share (target 15% by end of 2017), foundation built and time 
to scale. In our view, one of the key attractions to UPD is the 5 years spent 
building the tech and developing hundreds of relationships with real estate 
companies (and integrating with their back-end software systems, not an 
insignificant task). As a result, UPD has a highly defensible position. Since 
launching its integration platform in February 2015, the Company has 
impressively increased their market share of processed moves in the US from 
0% to more than 4% in a little over 12 months. The target by the end of 2017 is 
15% market share. 

x Market share crucial metric, as correlates with revenue potential: UPD’s 
target at the time of IPO in December 2015 was to reach a market share of 5% 
by year end 2016. In April 2016, UPD had already reached a market share of 
4.26% and, based upon the current growth trajectory, has released a new 
target of 15% by end of 2017. With significant market share, UPD can unlock a 
massive revenue opportunity. That is, big corporates are currently spending an 
estimated US$50b annually on archaic methods (e.g store coupons via mail, TV 
advertising and internet) on acquisition and retention marketing, primarily 
targeting new movers, who typically make lucrative long-term spending 
decisions at the time of relocation. The biggest issue with existing practices is 
that they are not targeted and are received after the mover has already made 
many of these long-term spending decisions.     

x Accelerating ‘Business Product’ pilot programs in 2016. UPD’s planned 
‘Business Products’ will provide businesses with the opportunity to 
communicate with movers at the right time, in turn increasing their marketing 
ROI significantly. The Business Products are expected to further enhance the 
‘Mover Product’ given the communication will be contextual and relevant to 
the specific mover. UPD is targeting to close three pilot program partnerships 
by the end of 2016 based upon interest shown by corporates to date to access 
the Updater platform and momentum seen in recent months (doubling of 
market share since the IPO in late 2015) and reaching a critical mass threshold 
at which they are now relevant to the largest national advertisers in the US. 

 

Recommendation: 

x We initiate coverage with a SPEC BUY and price target of $0.50. 

x As more detail is released in respect of the ‘Business Products’ and 
commercialisation, we expect to conduct a more detailed valuation analysis. 
We do however highlight that if the Company becomes the dominant player 
within the industry (which based upon growing market share seen to date, 
appears apparent), the prize is likely a multibillion dollar valuation as has been 
seen historically with stories such as Carsale.com, REA Group, Seek.com.au etc. 
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UPDATER INC. (UPD.ASX) 

BACKGROUND 

Founded in 2010, UPD is New York City-based and was backed by leading venture capitalists 

SoftBank Capital, IA Ventures and Second Century Ventures (National Association of REALTORS 

strategic investment fund). 

In the 5 years prior to IPO, the Company successfully developed technology and formed 

strategic relationships with real estate agencies, property managers and moving industry 

participants to gain access to the ‘new mover’ market in the US. The new mover market is 
massive, with 17m households relocating p.a. in the US alone. 

UPD’s online platform provides movers with a seamless process to enable transferring of 

utilities, forwarding of mail, updating of accounts and the many other tedious tasks associated 
with moving house. The typical American mover wastes around 10 hours reaching out 

inefficiently to individual businesses currently to update their records etc. 

UPD has successfully partnered and integrated with almost 500 real estate companies in the 

US (across 46 States), who are the key contact point with the new movers. The real estate 

companies essentially offer the Updater platform (branded for the real estate agency, for 

example) to their clients as a value-added tool, in turn paying Updater an annual subscription 

fee. The platform is great for real estate agents because it enables them to stay top of mind, 

generate referrals, increase likelihood of retaining clients, etc. UPD makes it very easy for real 

estate companies to customise and brand the Mover Product experience (important for on-

boarding additional agencies). 

 

Figure 1: Updater’s ‘Mover Product’  

 

Source: Updater Inc. 

 

 

 

 

UPD listed on the ASX in 
December 2015, raising 
$22m at $0.20/sh. 

UPD partners with real 
estate companies who 
offer Updater’s Mover 
Product to their clients as 
a value adding tool. 

http://www.fostock.com.au/
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UPDATER INC. (UPD.ASX) 

GROWTH IN MARKET SHARE AHEAD OF EXPECTATIONS 

In our view, one of the key attractions of UPD is the Company’s highly defensible position 
through building the tech and developing hundreds of relationships with real estate companies 

(and integrating with their bank-end software systems, not an insignificant task). 

Since launching the Company’s ‘integration platform’ in February 2015, the Company has 

impressively increased their market share of processed moves in the US from 0% to more than 

4% in a little over 12 months. More than 700,000 movers have used the Updater platform since 

launch, including many thousands that have used the platform on multiple occasions. 

The Company’s stated target at the time of IPO was a market share of 5% by the end of 2016. 
UPD is well ahead of schedule and based on momentum seen to date recently advised a new 

target market share of 15% by the end of 2017.  

Investors’ primary focus at this stage should remain on UPD’s market penetration (i.e market 
share of processed moves), rather than revenue, which we expect will be turned on in a 

material way in 2017 with ‘Business Products’, as detailed in further detail below. 

Management will communicate market share at least quarterly throughout 2016. 

 

Figure 2: Growth in market share of processed moves in the US 

 

Source: Updater Inc. 

 

 

 

 

Market share directly 
correlates with the 
potential value of UPD’s 
‘Business Product’. 

 

http://www.fostock.com.au/
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UPDATER INC. (UPD.ASX) 

BILLIONS SPENT BY BUSINESSES EACH YEAR TRYING TO REACH NEW MOVERS 

UPD’s ambition is to reach a significant market share (i.e at least 5%), and then unlock a massive 

revenue opportunity. That is, big corporates are paying an estimated $50b annually on archaic 

methods (e.g TV advertising, internet and letter box flyers) for acquiring and retaining 

customers, primarily movers, who typically make lucrative long-term spending decisions at the 

time of relocation. 80% of long-term consumer spending decisions are made by American 

consumers in the 6-8 weeks surrounding the move event. At this time, all brand loyalties 

become vulnerable.  

UPD’s ‘Business Products’ will provide businesses with the opportunity to communicate with 

the movers at the right time, in turn increasing ROI significantly. The Business Products are 

expected to further enhance the ‘Mover Product’ given the communication will be contextual 

and relevant to the specific mover. Importantly for the consumer or mover, UPD will never sell 

a mover’s data or aim to generate revenue from lead generation. Typical corporates expected 

to use the Business Products include insurance companies, banks, supermarket chains and 

cable companies.  

The key question is how much of this $50b revenue opportunity UPD can possibly capture with 

its Business Products and its proprietary data asset. 

A summary of what an example partnership could look like in an insurance retention vertical is 

below: 

x Insurance Company XYZ, for example, is likely to have many existing clients within the 
850,000 movers that UPD process (based on 5% market share), which are very 
vulnerable to switching insurers in the period prior to relocating. UPD will identify, via 
a 3rd party intermediary, which of Insurance Company XYZ’s policy holders are within 
UPD’s 850,000 mover portfolio. 

x Let’s say that such “matching” analysis indicates ~10% of UPD’s 850,000 movers hold 
accounts with Insurance Company XYZ prior to moving, and that typical move-related 
churn for Insurance Company XYZ is 20% per year and that an average policy is worth 
around ~$9,000 in revenue to Insurance Company XYZ over its lifetime value. 

x Therefore, if Updater’s Business Products could help reduce move-related churn by 
10% for Insurance Company XYZ, it could save over $15m worth of revenue for 
Insurance Company XYZ. 

 

Figure 3: Individual company analysis 

 

Source: FSB Research 

As can be seen in the above example, market share and churn reduction are the key drivers for 
what UPD refers to as ‘Proven Partner Value’ in this retention insurance example.  

Big corporates are 
spending $50b annually 
on archaic methods to 
target new movers. UPD 
are seeking to capture a 
slice of this opportunity 
via the ‘Business 
Product’. 

http://www.fostock.com.au/
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UPDATER INC. (UPD.ASX) 

The amount UPD could potentially charge Insurance Company XYZ depends on the required ROI 
Insurance Company XYZ may need to divert some of its marketing spend to the UPD platform. 
In the example above, we can see how UPD could possibly charge Insurance Company XYZ 
several millions annually and still deliver potentially superior ROI compared to current marketing 
channels, such as TV, SEM, coupon mailings, etc.  

This is simply a theoretical example of one company (Insurance Company XYZ), just running a 
retention program (not acquisitions), across one vertical (i.e. insurance) at 5% market share. UPD 
estimates there are as many as 15 verticals (banks, utilities, big box retailers, etc) that are 
spending billions annually trying to reach new movers that could potentially pay to access UPD’s 
Business Products.  

The upside potential is significant if applied across a whole vertical. That is, if 75% of UPD’s 
850,000 moves were matched with insurance companies in a year, then almost 13,000 policies 
would be saved worth ~$115m in lifetime revenue to those US-based insurance companies. This 
is based on market share and churn remaining constant (at 5% and 20% respectively).  

Contract are likely be set based upon this type of indicative analysis and the value of the 
contracts will be a function UPD’s market share and value of the updater platform (in this 
example, churn reduction). The contracts could be reset annually based on UPD’s (growing) 
market share and improved platform. The scenario analysis below indicates the huge potential 
for UPD.  

 

Figure 4: Lifetime value to partners in the insurance vertical based upon market share and 

churn reduction  

 

Source: FSB Research 

UPD management have indicated that, based on current rate of growth in market share and 
interest from corporates in Updater, it is expected that three Business Product Pilots will be 
launched by the end of 2016. This is well ahead of schedule and the pilots will be structured to 
prove Partner Value and with the rights to publish results (i.e to partner competitors). This will 
be a major share price catalyst, in our view. 

 

 

 

 

The value of UPD’s 
Business Product 
contracts will be a 
function of UPD’s 
market share. Hence 
this remains the critical 
metric for investors to 
focus on. 

It is expected that three 
Business Product Pilot 
Partnerships will be 
signed before the end 
of 2016. This is a huge 
catalyst in our view. 

http://www.fostock.com.au/
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UPDATER INC. (UPD.ASX) 

Figure 5:  UPD will enable big corporates to communicate with the right movers at the right time 

 

Source: Updater Inc. 

HIGH QUALITY BOARD AND MANAGEMENT TEAM 

The team of UPD are of exceptional quality and primarily led by: 

x David Greenberg (Founder and CEO): After experiencing the frustrations with 
moving first-hand, David founded Updater in 2010. David previously practiced 
corporate law at the NYC law firm Cravath and owns 29% of the Company. 

x Ryan Hubbard (CTO): Ryan has more than 15 years’ experience in the tech industry, 
having previously been CTO at YelowHammer and eVariant. Ryan owns 10% of UPD 
and is regarded very highly within the NYC technology community. 

x Raj Doshi (recently appointed as Senior Vice President of Sales): has an extremely 
impressive background having worked at Google and McKinsey & Company for 8 
years. 

The two Australian-based Non-Executive Directors of UPD bring tremendous experience in 
technology and property: 

x Antony Catalano: Joined the Board following the recent IPO, following a sizeable 
personal investment. Catalano brings extensive experience in real estate and 
technology and is current CEO of Domain Group (owned by Fairfax Media). 

x Grant Schaffer: Lead seed investor in UPD and has been a Director since 2011. 
Ownership stake of 7%. 

 

 

 

 

http://www.fostock.com.au/
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UPDATER INC. (UPD.ASX) 

CONCLUSION  

While still in its early stages of market penetration, we believe UPD has great potential to 

become the leader within the new mover marker, as illustrated by its accelerating growth in 

market share and relationships in place with real estate agencies, property management 

companies and transaction management software companies.  

Following the recent IPO, UPD is very well funded with more than AUD$20m in cash. The 

Company has a monthly operating cash burn rate of ~US$350,000, providing a long runway of 

funding. In this volatile market environment, we favour those technology companies that have 

launched their product/service (i.e not concept), attacking a big market and well capitalised to 

do so. UPD ticks all boxes.  

As more detail is released in respect of the ‘Business Product’ and commercialisation, we expect 
to conduct more detailed valuation analysis. We do highlight that if the network effect of the 

Updater platform takes off (more businesses drawing in more movers drawing in more 

business, etc) and the Company becomes the dominant player within the industry, the prize is 

a potential multi bullion dollar valuation (as has been seen histroically with stories such as 

Carsales.com, REA Group, Seek.com.au, etc). For illustrative purposes, at $0.50 UPD would have 

an equity valuation of ~A$250m, demonstrating the upside should management successfully 

execute. 

 

RECOMMENDATION 

We initiate formal research coverage on UPD with a Specualtive Buy recommendation and 

$0.50 price target. We have based this price target on the basis that a $250m valuation is highly 

achievable (and likely very conservative) should UPD achieve its target of three pilot programs 

by late 2016 and a market share of 15% by late 2017. As more data points become available, 

we will be in a better position to conduct more detailed analysis. 
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UPDATER INC. (UPD.ASX) 
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