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COMPANY OPPORTUNITY

"Building a global leader in Sales
enablement.”

- David Keane

@ Bigtincan’



I COMPANY UPDATE

A global leader in sales enablement

With hundreds of enterprise customers, over 100,000 paying / licensed
users, and an established business in North America, Bigtincan is
delivering on its strategy to be a global leader in sales enablement

ASX Ticker BTH MRR @December 17 $1,065K
Listing on ASX 24 March 17 MRR Growth 1H2018 43% vs 1H17
Market Capitalization* $72.3M GAAP Revenue 1H2018 $6.04M
Share Price* $0.41 Cash at Bank Dec 31 2017 $11.4M
Shares on Issue 176.3M US based revenue % 90%
Headquarters gﬁg{]oeﬁ" Key Engineering Centers =yl IS

* As at 26.2.18. NB. MRR is monthly recurring revenue

Singapore, Israel
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I COMPANY UPDATE

90%

Revenue from North America %ggg;g;fwomm

SALES
Chicago
GLOBAL SALES HQ
Boston
SALES SALES _sl_/ZLkEsO
Las Angeles Across U.S. r;gZTCT DEVELOPMENT y
CUSTOMER SUCCESS

Florida
PRODUCT DEVELOPMENT
Singapore
PRODUCT DEVELOPMENT,
CORPORATE & FINANCE
Sydney

SALES
London

21

channel partners / 4 continents

300+ Customers
Bigtincan Geographic Footprint

With users in 50+ countries
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I COMPANY UPDATE

Strengthening market
leading solutions

« Acquisition of Contondo -
Adding to data science team
with new presence in Israel.

¢ New Bigtincan Hub platform
released with expanded
capabilities - adding formal and
informal learning content
support, advanced content
creation and Bigtincan Add-ons.

* CODIE Award for Best Sales
Enablement Platform against
global tier one competition.

Strategic Pillars
Progress in 1H2018

Expanding relationships Encouraging third party
with channels development programs
« Delivery through Verizon’s extensive  Salesforce.com Gold Partner.
sales team.
* Integrations to Microsoft
¢ New partners in the USA, Europe Outlook, Cornerstone, and over
and Asia including Connection and 30+ external repositories.
Cancom.
 Launch of Bigtincan Add-ons to
e Channel partner network extends drive increased third party
across 4 continents with 27 development.
partners.

Expanding sales and
marketing capability

» Expanded Bigtincan team to
support activities on four
continents.

» Established sales momentum
across major markets.

O Bigtincan™ s




I 1H 2018 RESULTS

BUSINESS HIGHLIGHTS

1H2018
MRR REVENUE  DEFERRED REVENUE | CASH ~ NET(LOSS)
1,065K $6.04M $7.4m $11.4M ($3.2M)

f 43% f 40% f104% f 4% f 20%

NB. All comparative periods are previous corresponding period 1H2017 except deferred revenue and cash which are

compared to 30 June 2017. D o
O Bigtincan s




I 1H 2018 RESULTS

Monthly Recurring Revenue (ooos) Deferred Revenue (Current) (ooos)
1200 1065 8000 7,373

1000 745 7000 /
500 / 6000
507 4,463

5000

600 /Z
4000 e 3,615

400 :
3000 —

200 : 3,253

_ - 2000

PROGRESS ° = oo

across key Operatlonal wDec-15 mDec-16 mDec-17 Dec-15 Mar-16 Jun-16 Sep-16 Dec-16 Mar-17 Jun-17 Sep-17 Dec-17
metrics Subscription Revenue Growth Total Cash (ooos)
(*000s)

11,449
11,021
15,000
10,000 3,593
§A R

307
5,000 y b
o 0 0 o A A

50 —o——9 R S S P
& & FF P
DEC-15 DEC-16 DEC-17
=== Subscription revenue  ==8==Cost of Revenue = TOTAL CASH

O Bigtincan® 7



I 1H 2018 RESULTS

Key Operational Metrics

MRR end of period

Retention rate
Cash

Av. monthly operating cash flow*

Financial Metrics

Revenue

Gross margin

Operating expenses

Net profit/(loss) before tax

Dec 2017

$1.065M
85%
$11.4M

($0.126M)

H1FY18

$6.04M
84%
$8.98M

($3.17M)

1 Average monthly operating cash flow over the previous 12 months

June 2017

$0.907M
88%
$11.0M

($0.363M)

H1FY17

$4.32M
82%
$6.21M

($2.63M)

. IPO Forecast
Variance

+17%
-3%
+4%

n/a

Variance

+40%
+2%
+45%

+20%

CY1l7

$1.077M
92%
n/a

n/a




OUR VISION

THE FUTURE OF WORK

‘ Bigtincan’s Al powered digital sales enablement automation platform
} transforms how sales and service professionals work and get productive

-

‘ Y h —

L = | | . -
\: e C = = _; } e _F"_.—H—*t = : /) - '/
—— . - 3 = = i J R—— < __~) r = ;' - - .
ol 3 - : = < — = — :
- e — ¥ -
- = { . =
. 9

-

) ol 4 ) tistincan




I MARKET OPPORTUNITY

MARKET
GROWTH
2015-2021

ARAGON
RESEARCH

Sales Enablement
Platforms

$5B
Fastest
growing
sector

Cloud
Office Suites
$19B

Total Sales Market
$80B

NB. Inner white circles show 2015 stats; colour shows 2021 growth. Size not to scale. Total size
includes a number of other small sectors -
Bigtincan 10




I OUR VISION

DIGITIZATION OF THE ECONOMY

The new purchasing paradigm

& a ©

CLOUD / SOCIAL / MODERN TIME IS
MOBILE BUYERS MONEY SMARTER
| D = | SALES TOOLS
Transforming how Radical changes to Sales reps fight for
people communicate, the buyer journey for a smaller slice of Must give customer
learn, share and work all businesses time and influence facing teams the tools to
win more and be more
. productive
/// ,,// e 5
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TECHNOLOGY PLATFORM

USING Al TECHNOLOGIES

Similar content Similar users
Creating a model to discover Creating a model to identify
‘ and then recommend relevant similar users within an
content organisation and then make

valuable recommendations

Annotating & tagging

Creating a model to semantically
annotate or tag content

Use this model to improve inputs
to other models

© Bigtincan 12




I TECHNOLOGY PLATFORM

O Bigtincan Hub

UNIFIED
PLATFORM

for sales and service

Collaboration
& Coaching

Sales &
Marketing
Alignment

Customer
Engagement

Adaptive
Onboard_ing Dynamic
& Learning Reporting

Sales Content
Management

13



I OUR VISION

Legacy Al-Powered Digital
Problems Sales Enablement Automation

65% of sales reps can't ) Smart machine learning models recommend the right
find content to send to content to the right sales person to share as needed
prospects

SO LVI N G 13 hours each week ) Easy to use, mobile first designed platform uses Al to

R E AL WO R L D Iook::]]grl‘(cgtiigdcg:;atlgpg help find and create the right content

B U S I N ESS 65% of contentis ), Marketing knows what / why content is / isn't being used
I S S U E S unused by sales - can create better content with a positive feedback loop
37% of sales reps time ) Automation of processes like updating CRM done by the
spend selling Al — freeing time to be spent with customers
87% of training content is Integration of learning content inside the sales content

forgotten within 30 days 4 system ensures that learning is ongoing and relevant

57% of sales people Sales people achieve better results by being better
achieving quota ) prepared - more time on the customer relationship

O Bigtincan™ 14



bigtincan

Scalable expansions with Bigtincan Add-ons

Extended product
capabilities

Growing value and
stickiness

Learning and On-boarding

Sales Content Management

Machine learning & A.l. based data science technologies

4.3,



I GO-TO-MARKET Bigtincan Hub™ Bigtincan Hub™ Bigtincan Hub™

Standard Enterprise Ultimate

Flexible Edition based
offerings

New options, functions, price .
points =T

O Bigtincan 16




I GO-TO-MARKET

REVENUE GROWTH
OPPORTUNITIES

Two vectors for growth MORE USERS

Bigtincan
INITIAL * Learning
PURCHASE _
« Studio
* Add-ons
~ + Forms
@

EXPAND ADDED CAPABILITIES

O Bigtincan® 17



I GO-TO-MARKET

PARTNER-CENTRIC
BUSINESS MODEL

More Scale, Coverage, Support

o e ®
e salesforce
( » .

Strategic

Go-to-market ‘ Reseller
& atat Connection
OPTUS L3 Insight
-3 J -
verizon . o)

O Bigtincan'
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GO-TO-MARKET

Enterprise business DIGITIZATION
runs on Bigtincan OF SALES
AND SERVICE
Life Sciences Telecommunications Retail

with the power of Al to
drive more efficient
results

@ Bigtincan® 1o



I MARKET OPPORTUNITY

CardinalHealth”

000 Leading Fortune 100 in
Y Healthcare and logistics.

Thousands of sales
people on mix of
devices — growing
across the world.

1t Saving time and driving results

@ Bigtincan
Video available on YouTube: http://bit.ly/2p0dT4A |



Positive Outlook

Bigtincan remains focussed on 4 core pillars of growth

@ Bigtincan’



I POSITIVE OUTLOOK

-

Expanding relationships
with channels

 Support channels with
technical and sales
support resources, and
tools to drive expanded
sales.

Strategic Pillars

Strengthening market
leading solutions

* [dentify opportunities to
expand technology
base.

» Continue to be a leader
in the use of data
science to help our
customers empower
their teams.

Encouraging third party
development programs

» Expand Bigtincan Add-
ons to create easy way
for customers to extend
and expand their use of
Bigtincan.

 Launch developer
programs and support
systems to grow
ecosystem.

Expanding sales and
marketing capability

» Grow channel and
direct teams to support
growth.

* Review market for
opportunities to grow
customers base in key
sectors, market areas,
and geographic
territories that Bigtincan
does not yet cover.

O Bigtincan™ 22




I POSITIVE OUTLOOK

Well positioned for continued growth

@ Established enterprise Leading technology
SaaS player in fast platform
growing market
@ Strong global Fortune High value add for customers
2000 success — drives increased revenue
@ Established partners Scale benefits being
with household names achieved with improving

gross margin

Established high
performance
executive team

Multiple industry
awards

Consistent recognition
by independent
market research firms

23



Detalled Financial Statements
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Income Statement

Income Statement
For the half-year ended 31 December 2017

31 December

31 December

2017 2016

$000 $000
Revenue 6,036 4 316
Cost of revenues (938) (784)
Gross Profit 5,098 3,532
Other income 959 667
Sales and marketing expenses (5,016) (2,758)
Product development expenses (3,017) (2,590)
General and administration expenses (950) (902)
Operating loss (3,326) (2,011)

O Bigtincan® 25



Balance Sheet

31 December 30 June
2017 2017
$000 $000
Assets
Current Assets
Cash and cash equivalents 11,449 11,021
Trade and other receivables 4,588 2,341
Other assets 1,007 1,643
Total current assets 17,044 15,005
Non-current assets
Property, plant and equipment 169 178
Intangible assets 434 351
Other non-current assets 167 162
Total non-current assets 770 691
Total assets 17,815 15,696
Liabilities
Current liabilities
Trade and other payables 1,830 2,180
Deferred revenue 7,373 3,615
Provisions 414 417
Total current liabilities 9,617 6,212
Non-current liabilities
Deferred tax liabilities 1 1
Deferred revenue 2,536 875
Provisions 42 32
Total non-current liabilities 2,579 908
Total liabilities 12,196 7,120
Net Assets 5,619 8,576
Equity
Share capital 35,560 35,560
Share-based payment reserve 3,579 3,415
Accumulated losses (33,520) (30,400)
Foreign currency translation reserve - 1
Total shareholders’ equity 5,619 8,576

O Bigtincan™ 26



Cash Flow Statement

31 December

31 December

2017 2016

$000 $000
Cash flows used in operating activities
Cash receipts from customers 9,321 4,435
Cash paid to suppliers and employees (9,93%5) (8,374)
Cash from / (used in) operations (614) (3,939)
Interest received 87 12
Income grant/taxes received 1,106 1,102
Net cash from / (used in) operating activities 579 (2,8295)
Cash flows used in investing activities
Acquisition of intangibles and property, plant and equipment (151) (78)
Net cash used in investing activities (151) (78)
Cash flows used in financing activities
Proceeds from issue of convertible notes - 6,189
Net cash from financing activities - 6,189
Net increase/ (decrease) in cash and cash equivalents 428 3,286
Cash and cash equivalents at 1 July 11,021 308
Cash and cash equivalents at 31 December 11,449 3,594

O Bigtincan® 27



Important Notice and Disclaimer

This presentation is provided by Bigtincan Holdings Limited ACN 154 944 797 (Bigtincan) to provide summary information about Bigtincan and
its subsidiaries (the Group). Statements in this presentation are made only as at 12 March 2018 and the information in this presentation
remains subject to change without notice. The information in this presentation is of a general nature and does not purport to be complete, is
provided solely for information purposes and should not be relied upon by the recipient.

This presentation is not, and does not constitute, or form any part of, an offer to sell or issue, or the solicitation, invitation or recommendation to
purchase any securities.

No representation or warranty, express or implied, is made as to the fairness, accuracy, completeness or correctness of the information,
opinions and conclusions contained in this presentation. This presentation does not purport to summarise all information that a recipient should
consider when making an investment decision, and should not form the basis of any decision by a recipient.

Recipients should carry out their own investigations and analysis of the Group and verify the accuracy, reliability and completeness of the
information contained in this presentation or any other form of communication to which the recipient is permitted access in the course of
evaluating an investment in Bigtincan.

No liability

To the maximum extent permitted by law, none of Bigtincan or Baillieu Holst Limited or Foster Stockbroking Pty Ltd or their respective affiliates
or related bodies corporate or any of their respective officers, directors, employees and agents (Related Parties), nor any other person,
accepts any responsibility or liability for, and makes no recommendation, representation or warranty concerning, the content of this
presentation, Bigtincan, the Group or Bigtincan securities including, without limitation, any liability arising from fault or negligence, for any loss
arising from the use of or reliance on any of the information contained in this presentation or otherwise arising in connection with it.

Baillieu Holst Limited, Foster Stockbroking Pty Ltd and their Related Parties have not been responsible for the preparation of, and have not
authorised, permitted or caused the issue, dispatch or provision of this presentation and do not make or purport to make any statement in the
presentation and there is no statement in this presentation which is based on any statement made by any of them. In accepting this
presentation, you represent, warrant and agree that you have not relied on any statements made by the Lead Manager or its respective Related
Parties in relation to the Group or Bigtincan securities and you also expressly disclaim that you are in a fiduciary relationship with any of them.

Eligible recipients

This presentation is provided to you as an investor to whom an offer document is not required to be given, and no registration, lodgement or
other formality is required, in connection with an offer of securities. In accepting this presentation you warrant that you are an investor within the
scope of this paragraph and that you accept this presentation on the basis set out in this notice.

This presentation is not, and does not constitute, or form any part of, an offer to sell or the solicitation, invitation or recommendation to purchase
any securities in the United States and neither this presentation nor anything contained herein shall form the basis of any contract or
commitment. This presentation may not be distributed or released in the United States. Securities may not be offered or sold in the United
States unless such securities are registered under the U.S. Securities Act of 1933, as amended (U.S. Securities Act) or in a transaction
exempt from, or not subject to, the registration requirements of the U.S. Securities Act and any other applicable securities laws. Any public
offering of securities in the United States would be made by means of a prospectus that would be obtained from the issuer or selling security
holder and that would contain detailed information regarding the company and management, as well as financial statements. Each institution or
person that reviews this presentation will be deemed to represent that each such institution or person is not in the United States.

The distribution of this presentation may be restricted by law. Persons who come into possession of this presentation should seek advice and
observe any such restrictions. Any failure to comply with such restrictions may constitute a violation of applicable securities laws.

Confidentiality

This presentation is confidential and not for further distribution. It is provided by Bigtincan on the basis that, by accepting this presentation, persons to
whom this presentation is given agree to keep the information confidential, not copy the presentation and not to disclose it, in whole or in part, to
anyone within their organisation except on a need-to-know basis and subject to these restrictions, or to anyone outside their organisation.

Not financial product advice

Reliance should not be placed on the information or opinions contained in this presentation. This presentation is for informational purposes only and
is not a financial product or investment advice or recommendation to acquire Bigtincan securities and does not take into consideration the investment
objectives, financial situation or particular needs of any particular investor.

You should make your own assessment of an investment in Bigtincan and should not rely on this presentation. In all cases, you should conduct your
own research of Bigtincan and the Group and analysis of the financial condition, assets and liabilities, financial position and performance, profits and
losses, prospects and business affairs of Bigtincan, the Group and its business, and the contents of this presentation. You should seek legal,
financial, tax and other advice appropriate to your jurisdiction.

Past performance
Past performance information given in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an
indication of future performance.

Future performance

This presentation contains certain forward-looking statements with respect to the financial condition, operations and business of the Group and
certain plans and objectives of the management of Bigtincan. Forward-looking statements can be identified by the use of forward-looking terminology,
including, without limitation, the terms “believes”, “estimates”, “anticipates”, “expects, “predicts”, “intends”, “plans”, “goals”, “targets”, “aims”, “outlook”,
“guidance”, “forecasts”, “may”, “will", “would”, “could” or “should” or, in each case, their negative or other variations or comparable terminology. These
forward-looking statements include all matters that are not historical facts.

Such forward looking statements involve known and unknown risks, uncertainties and other factors which because of their nature may cause the
actual results or performance of the Group to be materially different from the results or performance expressed or implied by such forward looking
statements. Such forward looking statements are based on numerous assumptions regarding the Group's present and future business strategies and
the political and economic environment in which the Group will operate in the future, which may not be reasonable, and are not guarantees or
predictions of future performance. No representation is made that any of these statements or forecasts will come to pass or that any forecast result
will be achieved, or that there is a reasonable basis for any of these statements or forecasts.

Forward-looking statements speak only as at the date of this presentation and to the full extent permitted by law, Bigtincan, the Lead Manager and
their respective affiliates and related bodies corporate and each of their respective Related Parties and intermediaries disclaim any obligation or
undertaking to release any updates or revisions to information to reflect any change in any of the information contained in this presentation (including,
but not limited to, any assumptions or expectations set out in the presentation).

Financial data
All figures in the presentation are A$ unless stated otherwise.

Financial Information

Any pro forma and forecast financial information provided in this presentation is for illustrative purposes only and do not represent a forecast or
expectation as to the Group's future financial condition and/or performance. This document has been prepared at a time where the review of financial
information contained in this presentation has not been completed and accordingly, you should only rely on any forecast or expectation as to the
Group's future financial condition and/or performance that is contained in a prospectus or other offering document which may be issued by Bigtincan
in connection with any offer of Bigtincan securities.
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For further comment or other information please contact:

Investor Enquiries:

Mark Ohlsson, Company Secretary
+61 400 801 814
investor@bigtincan.com

Investor Enquiries:

Orla Keegan

Director, Market Eye

+61 2 8097 1201
Orla.keegan@marketeye.com.au

J Bigtincan




