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I COMPANY UPDATE

Strengthening market
leading solutions

» 100+ releases of Bigtincan Hub

across 5 platforms.

e Launched Quickdocs
revolutionising content creation
for sales people.

» Completed Contondo
acquisition.

* Announced Zunos acquisition.

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

FY18 Highlights

Expanding relationships = Encouraging third party
with channels - development programs
* Delivery through Verizon’s extensive * Launched integrations to
sales team. Microsoft Outlook, Cornerstone,
and over 30+ external
* New partners in the USA, Europe repositories.
and Asia including Connection and
Cancom. » Launch of Bigtincan Add-ons to
drive increased third party
» Channel partner network extends development.
across 4 continents with 28
partners. * First company in the space to
have a public SDK made
» Conducted 200+ channel available.

development events.

Expanding sales and
marketing capability

» Expanded Bigtincan team to
support activities on four
continents.

» Created new lead generation
programs and established SDR
team.

* Won and deployed one of the
world’s largest Sales
Enablement deals — 5,500
locations across the USA.
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Results

FY2018 Summary

Revenue
*
42%

Revenue growth driven by
increases in contracted
recurring revenue

f Cash Flow
4%
Operating cash flow improvement

driven by improved collections
and multiyear prepayments

Financial Summary

Revenue

Gross margin

Operating expenses

Net loss before tax

Key Operational Metrics

ARR end of period

Retention rate
Cash

Av. monthly operating cash flow?

1 Average monthly operating cash flow over the previous 12 months.

FY18

$13.1m
83%
$19.2m

$6.8m

June ‘18

$15.4m
85%
$23.8m

($0.1m)

FY17

$9.2m
84%
$14.2m

$5.9m

June ‘17

$10.9m
88%
$11.0m

($0.4m)

Variance

+42%
-1%
+35%

+15%

Variance

+41%
-3%
+116%

+74%

NB. Bigtincan uses certain measures to manage and report on its business that are not recognised under AAS or IFRS. These measures are collectively

referred to under Regulatory Guide 230 ‘Disclosing non-IFRS financial information’ published by ASIC.
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REVENUE GROWTH SUBSCRIPTION REVENUE GROWTH
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Cash
Conversion

Continuous improvement
in cash management

OPERATING CASH FLOWS

('000s)
FY18 FY17
Cash receipts from 16.764 9.390
customers
Cash paid to suppliers and (18,108) (16,397)
employees
Cash used in operations (1,344) (7,007)

OPERATING CASH INFLOW/ OUTFLOW
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Overview

Bigtincan is a Sales Enablement Software Platform that helps sales
people be more effective in their job

O Bigtincan’



Bigtincan Hub solves key problems for sales people

Market Challenges How Bigtincan Helps

659%0 of sales reps can’t find Smart system to recommend the right content to the right sales person to share as

content to send to prospects needed/permissioned

13 hours eachweek looking for Easy to use, mobile first designed platform to help find and create the right content
and creating marketing collateral

0 _ Marketing knows what / why content is / isn’t being used - can create better content with a
37(y _ _ Automation of processes including preparing for meetings, updating CRM done by the
O of sales rep time spent selling system — freeing time to be spent with customers
87% of training content Integration of learning content inside the sales content system ensures that learning is

is forgotten within 30 days ongoing and relevant

0 o Sales people achieve better results by being better prepared - more time on the customer
S 7% of sales reps achieving quota relationship

O Bigtincan®



@ bigtincan’

Bigtincan Demo Get Ready for oS4

r Customer Succe: na

Top Plays Latest Plays Leaderboard
Engagement Stephanie Schalow
Followin,
. Stephanie Sthakew . Marketing Manager ol g ®
FeT Pricing & Quoting Why There Are Never Enough New iPhones Jared Nichols E =
~ollow
& tephanie Schakos L] Fead Articie ¢ Custemer Success Manager —
F Sample Homescreens ﬂ EU Finance Ministers Cautiously Support Push... @
72

How Apple's Pricey New iPhone X Tests Econo...

David Keane _—

. Ceros Examples

Facebook Gave Mueller More Details on Russia...

Clarizza Fernandez .
Content Strategist 9

II . = . , = —
" Intoractive Contenl 11 Get Ready ki foR 1t Jason Gill Following —
L P Examples of Virtual Reality ’ Get Ready for macOS High Sierra { Chris Williams Following
David K ared Nichols Technology Vertical & Partnerships
Recommended Plays
" e —

Bigtincan’s SaaS Platform

A complete set of capabilities for Enterprise

Creation Tools Smart Apps Adaptive Delivery Learning/Training Analytics/Reporting
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Business
Performance

(D

QL

Market

* Introduced vertical market program with 8 key verticals.

« Launched new offer for the Life Science Vertical - Bigtincan LS
$62.50/u/m - 26% per unit price uplift from Bigtincan Ultimate.

Customer

* Completed deployment of significant 5,500 site deal proving ability
to deliver at scale.

» Grew partnership with Apple and Salesforce focused on impacting
customer adoption of Bigtincan solutions.

Channel

» Expanded channel coverage with 7 new partners (including Verizon
Wireless).

» Conducted 200+ channel development sessions.

Technology
» Bigtincan Ultimate and Bigtincan LS added at top end of product line.
» Technology releases across all key platforms (iI0S, Windows, Android,
Email, CRM).
Corporate
» Completed Contondo and announced Zunos acquisitions.
e $15M private placement completed (SPP announced).

» Building experience and skill in integration.
Bigtincan



Investing In
technology

Driving innovation

product upgrades

1 2 5 and enhancements

released in FY18

of employees focus

5 1% on innovation and

product development

Global |eading to follow
development the sun

operation development

MAJOR PRODUCT DEVELOPMENT FOCUS ON:

« UX/UI e Design  Data e Security
for scale science
Public API Expanded ease of use Improved system
and SDK (i.e. Quickdocs) operation (built to scale)
Meeting needs of Deep integrations with St DIDENRS

: of technology in
Corporate IT third party systems place for FY19
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Growth
Opportunities

BTH covers end to end needs of sales
enablement and marketing management

Learning

Content

Strategic Plillars

Communications

Collaboration ‘_“\\\\\\\\

New geographic or vertical market expansion areas

Insights
O Bigtincan®




ZUnos
Technology

Building another onramp to
the Bigtincan business

of learning/
87% training is

forgotten

within 30 days

Zunos
technology
transforms

I really love traveling! | saw
this picture of this coastal

hOW town and would love to go
there but I'm not sure where
Corporate it's located. Do you know
Iearnlng where this is?
is done.
America
needs skill Yes! You got it! It is the
second-smallest of the
develo_pment famous Cinque Terre towns
N tlght frequented by tourists. Can't
em p|0yment wgit to get in the water! 3%
conditions .

Integration with
Bigtincan Hub
will unleash
growth
opportunities
with new
customers

and upsell

into existing
customers.




Roadmap
for FY19

B

anll

Market

» Continue to expand vertical market offerings with new value points for
customers

* Launch integrations marketplace reducing friction to corporate
deployment

Customer

* Grow land and expand program with expanded technology base
(organic product plus in-organic acquired products)

Channel

» Add strategic partners in geographic and market sectors to expand
reach

Technology
» Data science-based approach enabling sales people to plan better

» Integration of Zunos and Contondo technology and strong release
pipeline across all platforms

Corporate
* Complete previously announced M&A activity

* Implement growth programs in EMEA to take advantage of market
development

Bigtincan
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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 29 August 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 its 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.

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.

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.




— FINANCIAL

APPENDIX
DETAILS

© 2018 BIGTINCAN



Financial
Performance

¥ i
- . 3

P&l Stat

© 2018 BIGTINGAN_

ént.

PITSERS

Revenue
Cost of revenue
Gross Profit

Other income

Sales and marketing
Product development
General and administration
Operating loss

Finance income
Finance costs
Net finance costs

Loss before income tax

Income tax expense
Loss for the year

FY18 FY17
13,143 9,230
(2,247) (1,497)
10,896 7,733

1,158 1,155

(10,577) (6,806)
(6,675) (5,401)
(1,989) (1,982)
(7,187) (5,301)

448 2,653
(74) (3,291)
374 (638)
(6,813) (5,939)
(82) (43)
(6,895) (5,982)

O Bigtincan



June 2018 June 2017

Assets

Cash and cash equivalents 23,782 11,021

Trade and other receivables 2,684 2,341

Other assets 1,642 1,643

Total current assets 28,108 15,005

Property, plant and equipment 163 178

Intangible assets 524 351

Other non-current assets 534 164

Total non-current assets 1,221 693

Total assets 29,329 15,698

Liabilities F IN an CI al
Trade and other payables (634) (729)

Deferred revenue (7,303) (3,615) LI

Provisions (380) (417) P O S I tl O n
Other liabilities (1,972) (1,451)

Total current liabilities (10,289) (6,212)

Deferred tax liabilities (1) (1)

Deferred revenue (1,807) (875) B al an C e Y
Provisions (48) (32) ailll .
Other liabilities S h e et : '
Total non-current liabilities (1,856) (908) Al

Total liabilities (12,145)  (7,120) o '

Net Assets 17,184 8,578 &

Equity

Share capital (49,770)  (35,560)

Share-based payment reserve (3,952) (3,415)

Accumulated losses 37,292 30,398

Foreign currency translation reserve (754) (1)

Total equity (17,184) (8,578)
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