
 

 
 

 

 

Class A - Return Summary (To 31 May 2026) 

Period 1 mth 3 mth 6 mth 1 yr 3 yr (pa) 5 yr (pa) Cumulative Per Annum 

Fund Return 0.38% -2.1% -7.1% -7.0% -5.3% 0.7% 90.6% 5.1% 

S&P/ASX 200Acc. 1.15% -4.0% 3.0% 6.9% 11.0% 8.1% 198.6% 8.8% 

Excess Return -0.76% 1.9% -10.1% -13.9% -16.3% -7.4% -108.0% -3.7% 

Class B - Return Summary (To 31 May 2026) 

Period 1 mth 3 mth 6 mth 1 yr 3 yr (pa) 5 yr (pa) Cumulative Per Annum 

Fund Return 0.52% -1.8% -5.4% -5.8% n/a n/a -18.3% -5.6% 

S&P/ASX 200Acc. 1.15% -4.0% 3.0% 6.9% n/a n/a 35.2% 9.0% 

Excess Return -0.63% 2.2% -8.5% -12.7% n/a n/a -53.6% -14.7% 

Past performance is not indicative of future performance. Fund returns presented in this document are for both Class A Units and Class B Units. Fund 

Returns are prepared on a redemption unit price basis after management and performance fees inclusive of GST. Distributions are assumed to be re-

invested at the mid unit price. Individual tax is not taken into account in deriving Fund Returns. In calculating the NTA, the Atlantic Pacific Australian Equity 

Fund ("Fund") asset values have been calculated using unaudited price and income estimates for the month being reported. Returns greater than one year 

are annualised. 

Fund Monthly May 2026 

 

Recent Highlights 
 

• Geopolitical risk seems to be resolving with the Strait of 

Hormuz to be opened. Oil markets have re-traced most 

of their gains.   

 

• Energy and Healthcare sectors underperformed while 

Materials outperformed.   

 

• During June 26, several announcements relating to the 

Fund’s position in Norwood Systems (NOR:ASX) have 

been released 

 

• High conviction names should perform over the rest of 

the year. June 26 has seen good returns so far.  
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Current Portfolio Positioning 

 
May 2026 was a strange month. The headline index was slightly up, but the underlying market 

continued to look weak. Outside of AI-related noise, which is clearly still driving US mega-cap 

technology and global index leadership, there was no great reason to hold broad equity exposure. 

This is really an extension of what we discussed in March and April. March was a macro and 

geopolitical shock month. April was a bifurcation month, where headline indices were being 

supported by narrow leadership while underlying market breadth continued to deteriorate. May 

continued that same pattern. 

Australian equities were gestating. The market looked better at the index level than it did beneath 

the surface. Based on our internal work, there was a huge deluge of downgrades across the Top 200, 

with 115 stocks down for the year and 92 stocks down for the month of May, despite the market 

itself being slightly positive. That is not a healthy breadth profile. It is index camouflage. 

The same issue remains. Passive flows, index concentration and a small number of large 

capitalisation companies continue to make the market look more stable than it really is. Underneath 

that, the average company is dealing with slowing earnings momentum, downgrades, weaker 

operating leverage and generally poor risk/reward. 

During the month, we reduced exposure further. Around 25 May, we flipped out of our long energy 

exposure to effectively zero as oil markets drifted lower in anticipation of something more concrete 

happening in the Middle East. This was consistent with how we have described energy exposure over 

the past two reports. It was tactical, not ideological. We owned energy because geopolitical risk and 

supply disruption risk were mispriced. Once oil began to discount some form of de-escalation or 

resolution, the risk/reward changed. 

That decision helped reduce exposure to the subsequent downdraft in energy equities. Karoon 

Energy (KAR:ASX) was a material underperformer after month end, so being less exposed to that part 

of the market was important. We did not capture every move perfectly, but the decision to reduce 

energy exposure was consistent with the discipline we had set out previously. 

We also reduced some materials exposure, including Fortescue Metals Group (FMG:ASX), which we 

sold near the top of its recent range. Again, this was not a wholesale bearish view on resources, but 

more a reflection of the broader portfolio stance. When markets are narrow, downgrade risk is rising 

and oil is falling, it makes sense to take money off the table where the opportunity has already 

played out. 

We also moved more defensive through bank covering. This does not mean our structural view on 

Australian Banks has changed. We still believe the sector remains expensive, heavily owned and 

vulnerable to earnings pressure over time. However, there is a difference between having the correct 

structural view and managing position risk in real time. With the Fund running low exposure, it made 

sense to cover some short exposure and reduce gross risk rather than stay locked into every position 

at the same size. 

Overall, the portfolio was run with generally low exposure. We can turn exposure back on very 

quickly when the opportunity set improves. We may miss the first day of a sharp rally, but that is a 

price worth paying when the broader market does not offer compelling risk/reward. In this 
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environment, we would prefer to be a little late and more certain, rather than be fully invested in a 

market where most stocks are still weakening beneath the surface. 

The key point is that May did not change our broader view. It reinforced it. Markets remain highly 

bifurcated. AI-related companies globally are still attracting capital and delivering enough revenue 

growth to keep the thematic alive. Australia has very little direct exposure to that theme at the index 

level. That leaves the local market more exposed to banks, resources, housing, downgrades and 

passive-flow dynamics. That is not a particularly attractive combination particularly in light of 

changing Capital Gains Tax frameworks moving forward. 

 

Further Market Context – May 2026 
 

The dominant global event in May was the continued narrowing of market leadership around AI. US 

mega-cap technology companies continued to drive global equity returns, supported by strong AI-

related revenues, cloud demand, semiconductor demand and infrastructure spending. This has 

allowed US indices to remain resilient even as the broader macro backdrop has become less 

straightforward. 

This is the same bifurcation we discussed in April, only more extreme. AI is carrying a lot of the 

market. Whether that is justified or not depends on the company, but the revenue line for the major 

US technology companies continues to support the narrative. That is why global markets could look 

strong even while the average company elsewhere was not behaving particularly well. We will talk to 

our local position in Norwood Systems (NOR:ASX), a key beneficiary of telco related AI-spend which is 

only just starting to gain momentum.   

The second major event was the change in oil markets. March and April were dominated by Middle 

East escalation and supply-risk pricing. By late May, oil had started to move the other way as markets 

began to anticipate some form of ceasefire, de-escalation or reopening of supply routes. That 

changed the risk/reward for energy exposure. The position had worked as a hedge against 

geopolitical escalation, but once the market began pricing a resolution, the exposure needed to be 

reduced. 

The third event was local market breadth and downgrades. The ASX 200 was slightly positive for the 

month, but that did not reflect the underlying picture. Our work showed a large number of Top 200 

stocks down for the year and almost half the market down for May. That tells us the index was being 

held together by a narrower set of names while the downgrade cycle was broadening elsewhere.  

Banks remain central to this issue. They are still a large part of the Australian index and continue to 

receive support from passive and benchmark-driven flows. However, the underlying earnings 

environment remains difficult. Lending growth is weak, housing affordability remains stretched, 

competition for deposits is still elevated and the sector continues to trade on valuations that leave 

little room for disappointment. This could be in the minds of domestic capital allocators.  

Related to this remains the risk that global allocators start to down-weight Australia due to the the 

same reasons. It only takes a little bit of selling weight from offshore to move returns back to much 

more normalised levels particularly as many stock valuations remain elevated. In our view, global 
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allocators will finally start to discriminate accordingly, i.e. it is not ok for a domestic bank, which has 

very little sensitivity to interest rates, to be trading on 25x.  

The broader conclusion is that May was not a healthy risk-on month. It was a market still trying to 

work out whether AI strength is enough to offset downgrades, slowing growth, weaker breadth, oil 

volatility and high valuations in index-heavy sectors. For now, AI is doing a lot of heavy lifting globally. 

Australia does not have the same luxury. 

 

Norwood Systems - Geez Louise, the news 

flow has finally started 
I thought I would provide a more detailed update on Norwood (NOR:ASX), given the significance of 

our investment thesis and the fact that it remains a material position in the Fund. As at the 22 June 

2026, NOR is up >170% since the start of the month. We expect this to continue. This is only the start 

of the company’s re-rating.   

It is apparent that we have been waiting a long time for many of the announcements to come to 

fruition, which I detail below. At various times we have been inside the tent, restricted in what we 

could do and, as a result, have sat inactive in the stock at various points in time. Most of our 

involvement over the past couple of years has been to support capital raisings with the view that the 

technology the company was building would eventually become commercial. We have not 

necessarily been aggressive with our participation stance either. Not because we did not want to be, 

but because of the practical constraints around our proximity to the company. With hindsight, if you 

understood how we are seeing it right now, we should really have taken every single dollar of 

economic exposure we could get our hands on. We have been inactive in the company’s shares since 

February 2026, and not very active over the past fiscal year either, with approximately AUD50k of 

backfoot buying (around 3% of buy value which is miniscule) and no selling. 

Reviewing the trading in the company’s shares over the past month (as per the table below), the 

main sellers appear to have been HNW or Insto clients, with Retail (eg CommSec) offsetting this. 

Trading platforms (eg OpenMarkets, IBA) seem to have been quite disciplined. 

  

Trading  in NOR by Broker

Total Delta
Broker Buy Vol Sell Vol Net Vol Buy Vol Sell Vol Net Vol Net Vol Buy Sell Net

Commonwealth 5.4 1.9 3.5 29.3 22.3 7.0 10.5 45.7 29.5 16.2
Third Party 0.0 0.0 0.0 2.8 0.3 2.5 2.5 2.8 0.3 2.5
FNZ Securities 0.1 0.0 0.1 3.2 1.3 1.9 2.0 3.2 1.4 1.8
CMC Markets 0.1 0.1 0.0 2.5 0.7 1.8 1.8 3.4 1.3 2.1
FinEx 0.4 3.6 -3.3 3.6 2.3 1.3 -1.9 4.4 9.2 -4.8
Wealthhub Sec 0.4 0.2 0.3 9.4 8.4 1.0 1.3 11.7 9.5 2.3
Phillip Sec 0.0 0.0 0.0 6.7 5.7 1.0 1.0 6.7 5.7 1.0
OpenMarkets 5.5 5.5 0.0 14.7 14.0 0.7 0.7 15.0 14.3 0.8
IBA 0.5 0.1 0.3 2.8 2.7 0.1 0.4 9.0 2.9 6.1
Barrenjoey 0.3 0.3 0.0 1.2 1.1 0.1 0.1 1.9 2.2 -0.2
UBS 0.5 0.5 0.0 0.5 0.5 0.0 0.1 0.9 1.1 -0.2
Citigroup 0.0 0.0 0.0 0.1 0.0 0.0 0.0 0.2 0.0 0.1
JPMorgan 0.0 0.0 0.0 0.1 0.1 0.0 0.0 0.1 0.2 0.0
Ord Minnett 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.9 0.0 0.9
Virtu ITG Aust. 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.2 0.0 0.2
InstinetNomura 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.1 0.0 0.1
Webull 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Vivienne Court 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.1 0.2 0.0
Virtu Financial 0.4 0.4 0.0 2.4 2.4 0.0 0.0 3.8 3.9 -0.1
Morgan Stanley 0.1 0.1 -0.1 0.3 0.4 -0.1 -0.1 0.4 0.4 0.0
Bell Potter 0.0 0.0 0.0 0.1 0.9 -0.8 -0.8 0.6 0.9 -0.3
Merrill Lynch 0.1 0.9 -0.8 0.3 1.2 -1.0 -1.8 1.8 2.8 -1.0
AIEX 0.0 0.0 0.0 2.3 7.3 -5.0 -5.0 2.4 7.8 -5.4
Morrison 2.7 2.8 -0.2 14.7 22.1 -7.4 -7.6 15.1 36.9 -21.8
Retail 5.6 2.0 3.5 41.4 29.1 12.3 15.8 58.8 37.1 21.7
Trading/Insto 6.0 5.6 0.3 17.5 16.7 0.8 1.1 24.1 17.2 6.9
Platform 0.4 0.2 0.3 9.4 8.4 1.0 1.3 11.7 9.5 2.3
Insto/HNW 4.6 8.7 -4.1 28.7 39.5 -10.8 -14.9 36.0 66.8 -30.9

Source: IRESS, APSECFM

27 May to 15 June June 15 to 16 This year
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We are now at an inflection point where the concept is becoming reality. It is quite perverse that, 

despite multiple efforts to find a like-company, I am yet to find one in the very large 

Telecommunications space, despite Voice being central to a Telco’s existence. Importantly, delays in 

contract finalisation have clearly led to misunderstandings as to whether Norwood would succeed. 

That is understandable given how long this has taken, but the ultimate prize of these contracts is 

enormous. More detail on that later. 

In our view, the market’s mistake is now one of memory. After a long period of waiting, investors 

appear to have mentally filed the company under “deals will never happen.” That became the default 

assumption embedded in the share price. Recent news flow challenges that assumption directly. 

Five updates in roughly three weeks is not just a better announcement cadence. It is evidence that 

the commercialisation pathway is open. The market is still behaving as though Norwood is trying to 

prove it can get telco traction. In reality, the proof points have started to emerge. This matters 

because the stock was not priced for slow success. It was priced for failure, survival risk or indefinite 

delay. Once that changes, the valuation framework should change as well. 

The share price has not yet reflected this change in state. Investors are still applying the old narrative 

to new facts. That is often how mispricing persists: not because the evidence is hidden, but because 

the market is still pricing Norwood with the muscle memory of disappointment. The recent news 

flow is now attacking the central bear case: that the telco deals would never arrive. The new 

evidence implies they are materialising. 

I am very conscious that there is still further execution required. This is not a case of pretending the 

entire thesis is already complete. It is not. The company has disclosed an active US Tier 1 pilot and 

several other telecommunications engagements in its recent investor presentation, but these remain 

opportunities rather than outcomes. The point is that the state of the company has changed. We 

have moved from waiting for proof that large telecommunications operators would engage, to 

watching multiple active commercial pathways develop at the same time. End-of-year telecom 

budgets finally progressing? Perhaps. But the more important point is that probabilities now need to 

be re-assigned across both current and potential engagements. This is how every company is valued. 

Announcement 1: Optus variation — 2 June 2026 

This is a positive outcome given the C-Suite turnover at Optus after the high-profile outages over the 

past three years, which have been well documented by the media and Optus itself. Put simply, given 

the work to date, Optus wants to expand the services Norwood can deliver. 

After another change at the CTO level, with an ex-Telstra Wireless Networks executive brought in 

post the “000” issues, one would have thought there may have been a necessary contracting 

slowdown while the new CTO embedded themselves in the organisation. This clearly does not 

appear to be the case. 

It is a testament to Norwood’s resilience in the face of this change. Optus is not the only organisation 

where Norwood has had to navigate this type of transition. Large organisations always change, and it 

is what it is. Clearly, the prior CTOs and the new CTO appear to be convinced by the capability of 

Norwood for these traditional telco workloads. 

We await further detail on potential additional services moving forward, given we are at the start of 

their limited production rollout of a voicemail replacement. 
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Announcement 2: Another Australian Tier 1 — OpenSpan Voice AI pilot — 3 June 2026 

The important point about this engagement is that this is no longer in “Proof-Of-Concept” (POC) 

territory. A pilot is a pre-production contract. This subtlety should not be overlooked. 

Completion timing on this engagement is expected over two months, as per the recent investor 

presentation. The importance of being successful cannot be overstated. If Norwood is successful, this 

could lead to the first production contract exclusively focused on Voice AI, including AI-powered call 

handling, concierge and receptionist services servicing SME markets in Australia. 

To put perspective on the number of clients they could be exposed to, when reviewing the dominant 

providers in Australia, Optus indicates approximately 400,000 SME and Enterprise customers and 

Telstra refers to 3.4 million Consumer and Small Business customers. Penetration rates would 

obviously build over time, but the addressable base is meaningful. 

Importantly, there is overlap, though not necessarily across all services, with the recent contract with 

a major UK telecommunications group, which we discuss below. That UK contract is targeted to take 

approximately three months to complete, starting as we write. 

Reading between the lines, if the Australian Tier 1 project is successful, it logically increases 

confidence around the UK contract as well. Obviously, each telco has its own performance criteria, 

particularly around unit economics versus OTT and other enterprise application surfaces already in 

motion, but the read-through makes sense. 

Further, the company completed an OpenSpan Call Protect POC with a Tier 1 Asian telco in 

November 2025. This has validated OpenSpan in a live POC environment. Call Protect is just one 

service, so what Norwood is proving with any new telco is not just OpenSpan itself, but the service 

apps that accompany OpenSpan, which could start with one and then move to many. 

Keep in mind the company has also developed Agent Dojo, first mentioned in July 2025, which is 

provided to internal staff of a telco and showcases Agentic IVR, SME Assistants and Outbound Sales 

Agents, with communication modes across Voice (eg ring the plumber – real time speech), RCS (eg 

text the plumber with text or images – enhanced media) and RBM (eg interact with the plumber with 

brand and security – trusted automation). This gives the telco and its employees a demo app 

framework to test directly. We have also been able to test this framework, as we do with all their 

apps, and the app work as expected. Latency and clarity of response is very good. 

Announcement 3: Voicemail services renewal — June 2026 

The Spark update came as a surprise, although it probably should not have, given the natural course 

of their contracting cycles. I guess we simply assumed that Spark would continue contracting with 

Norwood given the stability of the service. 

Looking under the surface in NZD, we have a pretty good read on what is happening from a usage 

perspective. NZD revenue growth appears to be approximately 7% annualised from 2024 to 2027, 

assuming the new confirmed AUD1.5 million contract is flatlined at AUD750,000 for each of 2027 and 

2028 and translated at spot. This compares to NZD GDP income growth of approximately 0.5–2%, 

which means GDP-plus revenue growth. 
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For an apparent commodity product (many companies are spending billions on applications for real-

time translation, transcription of audio and inference from audio) delivered to a Spark-controlled 

app, this is actually very good growth and points to the stability of the revenue stream. There 

appears to be little volatility other than growth driven by customer uptake. This implies that Spark is 

continuing to market the product to improve penetration across its premium users over time. 

This is textbook telco marketing: build the initial base of a service, then incrementally build 

penetration over time. The important point is that Spark controls the customer via the customer 

assets (numbers, identity, routing, billing and customer relationships). I have used the same service 

for years and find it much better than Apple or other OTT applications. That is obviously my opinion, 

but it is based on real usage. 

Announcement 4: Major UK Telco — OpenSpan Voice AI pilot — June 2026 

This has been a long time coming. The pilot includes OpenSpan plus various CogVoice applications 

(current and newly expanded) sitting atop it, covering both inline and Agentic AI services. These 

include inbound call handling, known and unknown caller handling using CLI/DDI and customer-

provided datasets, call routing, appointment scheduling, provisioning workflows, administrative 

controls, reporting and unit-economics analysis, which is the very framework that Agent Dojo has 

been mirroring in part. 

This is another engagement within Microsoft Azure infrastructure. If one does not understand what 

is going on here, the conclusion is clear to us: telcos are now entering Voice AI. 

Telcos need hyperscalers because the hyperscalers own the compute. But telcos also need the 

implementation to sit within the telco environment because telcos own the trust assets: numbers, 

identity, routing, billing and customer relationships. This is the point that I think the market is still 

missing. Voice AI services are not just another chatbot surface. In telco, they need to be governed, 

orchestrated and deployed inside the network and the operator environment, which is what 

Norwood’s OpenSpan and CogVoice frameworks deliver. 

Announcement 5: Investor presentation — 18 June 2026 

I would highly recommend unitholders read this document. It is probably Norwood’s best 

presentation to date. 

Given the two new Voice AI pilots now in motion, there is a degree of visibility that the company has 

previously not been able to share. There are two slides that we focus on as we know the story 

otherwise. 
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The first is the “Pipeline” slide. This contains content on previously unknown engagements, including 

a current US Tier 1 pilot, Canadian operator engagement, APAC Tier 1 operator engagement and EU 

Tier 1 operator engagement. 

Given the service providers Norwood has worked with in the past, which lean heavily into the telco 

space, including Microsoft, Infosys and AWS, it is no wonder they are seeing larger opportunities 

ahead than on antipodean shores. By far the most material one, simply based on size, would appear 

to be the US opportunity. Canadian and English-speaking Asian telcos tend to be 5–20 million 

subscriber cohorts. For non-English speaking Asian telcos, these are enormous by subscriber count. 

The European opportunity could be of any size, so that is hard to discern with any clarity. 

What is important is how the subscriber counts relate to the second slide, the “Commercial 

Opportunity”. 

The market has never been exposed to a template of revenue potential like this before. The only 

number the company has alluded to in the past has been a gross margin of 80%. We are not sure if 

that still stands, but it remains the relevant reference point, given it was introduced only in 

November 2025. The slide indicates a possible revenue run-rate range for a Tier 1 operator with 20 

million subscribers across a range of services, described as blended use cases and pricing tiers. If 

these numbers are even ballpark for a mature contract where penetration rates have built over time, 

then, as mentioned earlier, the ultimate prize is not even in near view of investors. 

We extend this simple model based on the same assumptions but different subscriber counts. It’s 

probably the case that the leverage on smaller entities is lower, i.e. simply assume a lower gross 

margin. The replica model is as per below: 

  

 

In other markets, particularly where specialist technology or private equity investors are involved, 

these sorts of numbers would be priced in much earlier. If there is even a remote possibility that the 

numbers are possible, then using normal AI market metrics, which we all know are extreme, 

Norwood should not be valued as though it remains a subscale survival story. Having reviewed a 

cohort of AI/ML stocks listed in Australia that appear to be using AI/ML to build their product set, I 

do not believe any of these companies will come close to deals of the potential size Norwood could 

see. Once you are in, the reality of those numbers becomes more certain because telcos will push 

distribution through the assets they control. Or at least, why would a telco proceed on a whim? We 

do not believe the telcos currently engaged are treating this as a speculative contract adventure. To 

the contrary, the telcos appear to have already been searching for this capability and no OTT, or 

other similar vendor, appears to make the grade. Perhaps large organisations can fund the 

development themselves, but we suspect most cannot. And yet Norwood is one of the lowest valued 

Replica Norwood Model - Mature implementation
Interactions per user 3 3 3 3 3 3 3 3
Revenue per Interaction (AUD) 0.15 0.15 0.15 0.15 0.15 0.15 0.15 0.15
Long Run Customer Penetration 40% 40% 40% 40% 40% 40% 40% 40%

Subscriber Count 500,000 1,000,000 2,500,000 5,000,000 10,000,000 20,000,000 50,000,000 100,000,000
Revenue Customers 200,000 400,000 1,000,000 2,000,000 4,000,000 8,000,000 20,000,000 40,000,000
Voice Interactions 600,000 1,200,000 3,000,000 6,000,000 12,000,000 24,000,000 60,000,000 120,000,000

Revenue per month (AUD) 90,000 180,000 450,000 900,000 1,800,000 3,600,000 9,000,000 18,000,000
Revenue per year (AUD) 1,080,000 2,160,000 5,400,000 10,800,000 21,600,000 43,200,000 108,000,000 216,000,000

Gross Margin Per Year (AUD) 25% 270,000 540,000 1,350,000 2,700,000 5,400,000 10,800,000 27,000,000 54,000,000
50% 540,000 1,080,000 2,700,000 5,400,000 10,800,000 21,600,000 54,000,000 108,000,000
75% 810,000 1,620,000 4,050,000 8,100,000 16,200,000 32,400,000 81,000,000 162,000,000

Matching numbers from Commercial Opportunity Slide
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companies in the Australian and Global AI context, potentially servicing a huge global industry. They 

are priced much lower than many private companies already developing adjacent technology. We 

believe the penny will drop eventually. We do not believe this is at all hard to grasp now. 

Back to earth, the catalysts still need to fall in the company’s favour, and we will be following these 

closely. This is also why Norwood is one of the few companies where I am prepared to accept 

meaningful concentration risk. There is no doubt the company has materially improved its 

survivability. It has now shown that major global telecommunications and technology service 

providers are prepared to back and test its platform. It has been so hard to get in, but once in, they 

have never been kicked out, albeit a small sample! 

This possibly presents one of the most interesting times in the Fund’s history, particularly after a 

period of underperformance that was driven partly by survival risk in Norwood. If the company 

continues to execute, we believe this could be a multi-year significant outperformer from here. That 

remains conditional on execution, but the opportunity set is now much clearer than it has been for 

some time. 

Future catalysts 

The future catalysts are now clear. 

  

The most important point is that Norwood is no longer waiting for one single binary event. There are 

now multiple pathways to success, with risk somewhat diluted because OpenSpan has already been 

validated in POC settings and Agent Dojo is showing internal telco users (C-Suite, Product and 

Technology) what their clients may see in the future. That does not remove execution risk, but it 

changes the quality of the risk. 

Our shareholding and why the delays matter 

As to our shareholding, we have been long-term supporters of the company. In years gone by, the 

froth from the early VAS apps led to us selling down at prior highs, literally. This is effectively the only 

time we have sold down our position to near zero. 

We have supported the company through capital raisings over the past couple of years. These capital 

raisings have been seen somewhat as survival capital, required to get the company through to the 

next contracting cycle. We never viewed them simply that way. But never in our wildest dreams 

would we have suspected contract uptake to take so long. 

We have done a cursory analysis of various industries and the required contracting cycles. Having 

operated across various industries, I would now attest to the last entry applying to Norwood because 

the deals have taken so long to consummate. 
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This, in effect, is a huge barrier to any company trying to chart a similar course, although it would be 

quicker for others now that the telcos have something to compare to. 

It also provides background as to why Microsoft has included Norwood as its only Voice AI Agentic 

Orchestration vendor in its Top Telco global vendor list. I am sure there have been plenty of OTTs 

trying to knock on the doors of telcos, but they cannot easily get in because their environments 

cannot exist within the governance frameworks of a telco. Telcos are the trusted interface. OTTs 

cannot easily provide trust at the level required. 

That is the key point. The apps are useful proof points, but the story is bigger than any individual app. 

Norwood is building the orchestration layer to manage the required primitives that will allow telcos 

to deliver AI voice services within their own trusted environments. The AI services of today are 

already commoditised. We can see this when comparing Norwood’s Agent Dojo with OTT, CCaaS 

(Contact Centre) or CPaaS (Communications Platform) services. It is the AI services of the future, 

based on the orchestration of primitives, that will matter because the Telcos could be looking to seize 

control initially in the SME space but in our view, will move quickly into the enterprise space. If that 

becomes the operating model, the size of the opportunity is enormous and there will be dislocation 

for existing application services providers ahead. This is why this matters to have exposure to 

Norwood Systems.  

 

 
  

Industry Orchestration difficulty
Internal enterprise automation Low
E-commerce / retail Low–medium
Financial services High
Healthcare High
Industrial / energy infrastructure Very high
Telecommunications Very high
Telecom with third-party governed agent ecosystem Extreme

Voice AI Primitive Summary
Capability Domain Core primitives Current Apps enabled

Voice capture and control
Call-session control, real-time audio, 

speaker separation, STT, TTS
All apps

AI understanding
Intent detection, risk detection, language detection, 

entity extraction, conversation state
Call Protect, Jobs Agent, SME Assistant, IVR

Action and workflow
Dialogue manager, tool connectors, booking, 

routing, escalation, workflow execution
Jobs Agent, SME Assistant, Agentic IVR, Contact Centre

Language layer
Translation, latency control, multilingual responses, 

voice synthesis
Live Translation, Contact Centre, SME Assistant, IVR

Operator 
commercial/governance 
layer

Policy, approved models/APIs, billing, 
metering, compliance, analytics

All apps
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Forward Outlook 
 

Looking forward, we remain cautious. 

The market is not cheap enough, broad enough or healthy enough to justify high equity exposure at 

this point. Outside of very specific opportunities, there is no real reason to own broad market beta 

aggressively. Markets are still gestating. 

We continue to believe the investment environment is being driven by three competing forces. 

First, AI-related leadership remains very powerful globally. The major US technology companies 

continue to show enough revenue growth and infrastructure demand to support the theme. That can 

keep global indices elevated for longer than would otherwise be justified by the broader macro 

backdrop. 

Second, the Australian market remains structurally narrow and exposed to banks, resources and 

passive-flow concentration. That is a very different setup to the US market. If capital continues to 

flow toward AI beneficiaries globally, Australia may continue to look relatively unattractive unless 

resources, banks or select industrials can carry the index. 

Third, the downgrade cycle in Australia appears to be broadening. This matters more than the 

headline index level. When more than half of the Top 200 is down for the year, and nearly half the 

market is down in a positive month, the message from the average stock is not bullish. 

Accordingly, we expect to continue running lower exposure until the opportunity set improves. That 

does not mean we will stay defensive indefinitely. We can turn exposure back on quickly. We may 

miss the first day of a move, but if a genuine opportunity emerges, we should be able to catch up. 

What we want to avoid is being overexposed to a market where the index is being supported by 

narrow leadership while the broader market continues to deteriorate. 

Energy exposure will remain tactical. If Middle East risk re-escalates or oil markets begin pricing 

genuine supply disruption again, we can rebuild exposure quickly. But for now, with oil drifting lower 

and markets looking for some form of resolution, it makes sense to be more selective. 

Banks remain structurally unattractive in our view, particularly given valuations, weak lending growth 

and the risk of earnings pressure. However, position sizing will remain dynamic. We are not trying to 

prove a point. We are trying to make money and protect capital. If the risk/reward shifts, we will 

adjust. 

The broader portfolio stance is therefore simple: low exposure, high flexibility, selective stock-specific 

conviction and a willingness to move quickly when the evidence changes. 
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Key Risks to Our View 
 

1. AI-led risk-on continues 

The most obvious risk is that AI-related momentum continues to dominate global markets and pulls 

everything higher with it. If US mega-cap technology keeps delivering strong revenue growth and 

investors remain comfortable underwriting very large AI infrastructure spend, global risk appetite 

may remain stronger than the broader macro data would otherwise suggest.  

2. Australian equities benefit from global liquidity despite weak internals 

Even if the Australian market does not have much direct AI exposure, it can still benefit from global 

liquidity, passive flows and general risk-on positioning. That could keep the ASX supported even if 

earnings breadth remains poor. 

3. Banks remain supported by index concentration 

Australian Banks may continue to trade well despite weak lending growth and elevated valuations. 

Passive flows, superannuation allocations and benchmark concentration can keep supporting the 

sector for longer than fundamentals would suggest. 

4. We are too cautious and miss a sharp turn 

Running low exposure reduces downside risk, but it also creates opportunity cost. If markets turn 

sharply, we may miss the first leg of the move. We are comfortable with that trade-off for now, but it 

remains a risk. 

5. Oil re-escalates after we have reduced energy exposure 

We reduced energy exposure as oil markets began pricing a more concrete Middle East outcome. If 

that proves wrong and geopolitical risk re-escalates, oil and energy equities could move sharply 

higher without us having the same exposure we had in March and April. 

6. Downgrades do not broaden as expected 

Our cautious view is partly based on the expectation that downgrades continue across the Australian 

market. If earnings prove more resilient than expected, particularly across cyclicals and banks, the 

market could broaden again. 

7. Policy support or rate expectations shift 

Any shift toward easier policy, lower bond yields or a more supportive liquidity backdrop could 

reflate equities and delay the normalisation of valuations. That would be particularly relevant for 

index-heavy sectors and long-duration growth assets. 

8. Market structure remains distorted 

The market can remain distorted for longer than expected. Passive flows, narrow leadership and 

liquidity concentration can override fundamentals for extended periods. That does not change our 

view, but it does affect timing. 

The portfolio remains positioned with this in mind. We are not trying to be permanently bearish. We 

are trying to stay liquid, flexible and positioned for the fact that the headline index is not telling the 

full story. May reinforced that view rather than weakened it. 
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Fund Strategy 
 

The Fund is a long-bias equity market product which typically buys or short sells Australian listed 

securities and derivatives. Net and Gross market exposure is maintained within a range of 0-100% 

and 0-200%, respectively. The Investment manager employs its Quadruple Alpha Investment Strategy 

which focuses on outperforming overall market cycles by capturing upside returns while minimising 

downside risk. The objective of the Fund is to outperform the benchmark after fees and expenses 

over a 5-7 year time frame. 

 

Risk Statistics 
 

 

  

As at May 2026 Sector Exposure

5 Year Inception 5 Year Inception

Alpha (%pa) -7.4% -3.7%

Downside Capture 16% 25%

Standard Deviation 7.7% 9.3% 12.3% 13.2%

Sharpe ratio -0.3 0.3 0.4 0.5

Sortino 0.6 1.2

Largest Drawdown -23.6% -23.6% 2.0% -26.7%

Correlation 18% 9% 100% 100%

Exposure Factor Exposure
Long Short Net Gross

Equity 20.0% 0.0% 20.0% 20.0%

Index Futures 0.0% 0.0% 0.0% 0.0%

Net 20.0% 0.0% 20.0% 20.0%

Implied Cash 80.0%

Largest Positions
Long Short

Firstwave Cloud Technology None

Mesoblast

Norwood Systems

Vinyl Group

Source: APSEC Funds Management

Fund S&P/ASX 200 AI

-2 -1 0 1 2

PE

P/B

Beta

-2% -1% 0% 1% 2%

Yield

ROE

Momentum

-20% -10% 0% 10% 20%

Energy

Materials

Industrials

Consumer Discretionary

Consumer Staples

Health Care

Financials

Information Technology

Telecommunication Services

Utilities
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Downside Performance 
 

 

Please note: Past performance is not indicative of future performance.  

 

General Information 
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APAEF Relative Returns (From Inception)
When the S&P/ASX200 AI is down more than -2% Source: APSEC Funds Management 

Class A  - Fund Information (As at 31 May 2026)
Equity Trustees Ltd

APSEC Funds Management

Minimum Investment $20,000 Apex Group Ltd

Application/Redemption Daily Custodian Apex Group Ltd

Prime Broker Interactive Brokers LLC

Auditor TBD

0.9712 Application Price (Class A) 0.9722

Redemption Price (Class A) 0.9702

Class B  - Fund Information (As at 31 May 2026)
Equity Trustees Ltd

APSEC Funds Management

Minimum Investment $250,000 Apex Group Ltd

Application/Redemption Daily Custodian Apex Group Ltd

Prime Broker Interactive Brokers LLC

Auditor TBD

0.7198 Application Price (Class B) 0.7202

Redemption Price (Class B) 0.7188

Contact Information
Account Enquiries n.bryon@apsec.com.au

Website www.apsec.com.au Responsible Entity

Mid Unit Price (Class A)

Investment Manager

1300 555 378

1300 379 307

Benchmark S&P/ASX200 Accumulation

Performance Fee Subject to a high water mark

0.01479338

0.02165613

Unit Registry 1300 133 451

Distribution (Class A) (30 Jun 25)

Mid Unit Price (Class B)

Distribution (Class B) (30 Jun 25)

APIR Code ETL1038AU Responsible Entity

Inception 5 December 2022 Investment Manager

Administrator

Management Fee 0.95% pa

OMF0003AU

1 June 2013

S&P/ASX200 Accumulation

Performance Fee 15% above S&P/ASX 200 Accumulation + 3%pa subject to a high water mark

Management Fee 2.2% pa

Responsible Entity

Investment Manager

Administrator

APIR Code

Inception

Benchmark
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Important Information 
 

Equity Trustees Limited (Equity Trustees) ABN 46 004 031 298 | AFSL 240975 is the Responsible Entity for the 
Atlantic Pacific Australian Equity Fund (ARSN 158 861 155) (Fund). Equity Trustees is a subsidiary of EQT 
Holdings Limited ABN 22 607 797 615, a publicly listed company on the Australian Securities Exchange (ASX: 
EQT). APSEC Funds Management Pty Ltd (APSECFM) ACN 152 440 723 is the Investment Manager of the Fund 
and a Corporate Authorised Representative (CAR: 411859) of APSEC Compliance and Administration Pty 
Limited (AFSL 345 443 ACN 142 148 409). This publication has been prepared by APSECFM to provide you with 
general information only. In preparing this information, we did not take into account the investment objectives, 
financial situation or particular needs of any particular person. It is not intended to take the place of 
professional advice and you should not take action on specific issues in reliance on this information. Neither 
Equity Trustees, APSECFM, nor any of their related parties, their employees or directors, provide any warranty 
of accuracy or reliability in relation to such information or accept any liability to any person who relies on it. 
Past performance should not be taken as an indicator of future performance. You should obtain a copy of the 
Product Disclosure Statement (PDS) before making a decision about whether to invest in this product. 
Atlantic Pacific Australian Equity Fund’s Target Market Determination is available here – 
https://www.eqt.com.au/insto/. A Target Market Determination is a document which is required to be made 
available from 5 October 2021. It describes who this financial product is likely to be appropriate for (i.e. the 
target market), and any conditions around how the product can be distributed to investors. It also describes 
the events or circumstances where the Target Market Determination for this financial product may need to be 
reviewed. 
HALO is an analytical tool developed and owned by HALO Technologies Pty Ltd (ABN: 54 623 8 
30 866) (HALO Tech) a corporate authorised representative (CAR: 001261916) of Macrovue Pty Ltd 
(“Macrovue”) (ABN: 98 600 022 679, AFSL: 484 264).  HALO contains factual and broker consensus forecast 
information. Information presented or extracted from HALO should not be considered advice or a 
recommendation. Any forecast information relates to the intent, belief and current expectations of various 
analysts via Factset with respect to the performance of the respective stocks based on historical and projected 
performance data. You should not place undue reliance on these forward-looking statements.  While all due 
care has been used in the preparation of the forecast information, actual results may vary in a materially 
positive or negative manner.  Forecasts and hypothetical examples are subject to uncertainty and contingencies 
outside of HALO Tech’s or Macrovue’s control. If you would like more detail in relation to HALO, please contact 
APSEC FM / or your Adviser. 
 
The historical link to the WithIntelligence Hedge Fund Award can be found here.  
 
https://awards.withintelligence.com/hfmasianperformanceawards2023/en/page/2022-roll-of-honor 
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