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ABOUT BIGTINCAN

Bigtincan - A global leader in sales enablement

3

CUSTOMERS PARTNERS MARKET TRACTION

• 400+ customers across 3 continents
• 150,000+ licensed seats
• Established Fortune 100/500 customers 

across key vertical markets

• 28 global partners extending reach
• Strategic relationship with Apple
• Users in 50+ countries.

• Multi Award Winner
• Leading in AI technologies
• Patented core technology



44

Financial Highlights
1H FY19 vs 1H FY18
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ARR1

$20.87m

63%

REVENUE
$9.43m

56%

LOSS
($1.95m)

36%

RETENTION2

87%
2%

CASH3

$13.56m
DEBT

Nil
11 Annualised Recurring Revenue (ARR) represents contracted, recurring revenue on an annualised basis. See Glossary. NB. All amounts are AUD. 
2 Retention calculation excludes the effects of acquisition in the period. See Glossary
3 Includes rental deposits
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COMPANY UPDATE

1H FY19 Highlights

• Extended channel development 
activities globally.

• Growing partnerships in Europe 
through BPM Works.

• Channel partner network now in 
place with 28 global partners.

• Conducted 200+ channel 
development events.

Expanding relationships 
with channels

Strengthening market 
leading solutions

• Major releases of Bigtincan 
software across all platforms.

• Completed Zunos and FatStax 
acquisitions.

• Fall Release included first 
phase of integration of learning 
technology from Zunos 
acquisition.

Encouraging third party 
development programs

• Integration with Veeva Vault 
launched into the market.

• Over 300 Bigtincan Add-ons 
now live in the market.

• Expanded SDK with additional 
APIs for multi-platform 
deployment.

Expanding sales and 
marketing capability

• Continued focus on leading the 
market with customer and 
channel support.

• Created new lead generation 
programs and established SDR 
team.

• Continue to win largest Sales 
Enablement deals with 
household customers in the 
USA and worldwide.
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1H FY19 Summary
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Financial Summary 1H FY19 1H FY18 Variance

Revenue $9.4m $6.0m +56%

Gross margin 88% 84% +4%

Operating expenses $11.1m $8.9m +24%

Net loss after tax $1.95m $3.17m +37%

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.
NB. For the month of December 2018, Bigtincan met its stated target of matching monthly recurring revenue with monthly operating expenses on a normalised 
basis.

Key Operational Metrics Dec ‘18 Dec ‘17 Variance

ARR end of period $20.9m $12.8m +63%

Retention rate 87% 85% +2%

Lifetime Value $137m $72m +91%

LTV/CAC 4.15 3.54 +17%

Results

Revenue

56%

Lifetime Value (LTV) 

91%

Revenue growth driven by 
increases in contracted 
recurring revenue

Highlights growing customer 
commitments and strong 
retention
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S

Creating 
Lifelong 
Customers
Lifetime Value (LTV) is 
projected revenue that 
Bigtincan customers will 
generate during their lifetime
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SALES
Across U.S.

CUSTOMER 
SUCCESS
Florida

PRODUCT 
DEVELOPMENT

Glasgow

SALES
London

SALES
Tokyo

PRODUCT 
DEVELOPMENT
Singapore

PRODUCT 
DEVELOPMENT,
CORPORATE & 

FINANCE
Sydney

GLOBAL 
SALES HQ
Boston

PRODUCT 
DEVELOPMENT

Israel

SALES
Los Angeles

SALES
Chicago

Bigtincan Geographic Footprint

90%
Revenue from 
North America

51
Countries with 

Bigtincan deployments

3
Acquisitions over the 

last two years

Global Business Update
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MARKET AND BUSINESS 
UPDATE
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CLOUD/SOCIAL/MOBILE

Transforming how people 
communicate, learn, 

share and work

Digitisation continues to drive 
market growth
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EMPOWERMENT

Customer-facing 
teams need to win 
more and be more 

productive

TODAY

Customer facing 
workers fight for a 

smaller slice of time 
and influence
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What is at Stake?
Ability for sales people 
to keep up 
in the predator/prey battle

Existing software build in the 2000s not cutting it for 
customer engagement

sales professionals
In the USA fighting for attention

are making decisions before they 
talk to salespeople

85%
of buyers

Over

20m
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Sales 
Enablement
expands 
beyond 
Content Insights

Collaboration

Learning

Content Communications
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Bigtincan’s SaaS based Sales Enablement Platform now delivers 
the complete solution for enterprise teams to… 

Win More Do More+
Automatically delivers the right

information, content and learning to 
them to that moves forward

the selling process

Frees up workers time by 
automating processes and 

connecting to CRM, Marketing 
Automation, and other systems 
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RESULTS HIGHLIGHTS
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Continued growth 
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6.0m

8.3m

Hub
BTC Sales 
Enablement Platform

Building an 
integrated 
platform for 
Sales 
Enablement

REVENUE BY PRODUCT SOURCE 1H FY19

Zunos1

Learning 
Customers

FatStax2

Manufacturing 
Customers

1m
0.1m

1 Five months revenue included in results
2 One month revenue included in results

1H FY19

1H FY18
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266k

320k

5.3m

8.5m

421k

644k

United States
Established North 
American revenue 
base

Global 
Market 
Opportunity 

REVENUE BY REGION (AUD)

1H FY18

1H FY19

EMEA
European Growth  
emerging in FY19

Rest of World
Opportunity for long 
term expansion into 
FY20
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LTV/CAC measures the 
efficiency of the sales team 
and the product as the 
business predicts costs for 
scaling.

18

Customer 
Acquisition 
Efficiency

18

3.54

4.15

1H FY18 1H FY19

LTV to CAC

$137m

$72m
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Gross Margin
and Retention

GROSS 
MARGIN

88%

19

Strong unit 
economics driven 
by gross margin.

Retention from existing 
customers 87%

MRR RETENTION

19

Retention numbers exclude acquisition related impacts.
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Progress in acquisition integration

Zunos FatStax

Branding Completed Complete end FY19

Teams Completed Complete end FY19

Product Integration Phase 1 complete Phase 1 Q1 FY20

Channel/gotomarket enablement Completed Complete end FY19

Infrastructure Completed In progress, complete end FY19

Integration into BTH product Editions Complete for new customers 
/some standalone legacy 
customers remaining, expect 
complete 1H FY20

In progress target complete 
integration 1H FY20
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OUTLOOK
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Roadmap 
for FY19

2222

Market
• Launch new vertical market programs - Bigtincan for Retail - Jan 19.
• Expand into additional verticals and continue market awareness 

programs.

Customer
• Continue to focus on customer success and deliver increasing value for 

the world’s most complex deployments.

Channel
• Add strategic partners in geographic and market sectors to expand 

reach.

Technology
• Complete integration of Zunos and FatStax technology and continue 

strong release pipeline across all platforms.

Corporate
• Implement growth programs in EMEA to take advantage of market 

development.
• Bigtincan remains on track to deliver its objective of 35-40% revenue 

growth in FY19 and expects retention to remain stable.
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Strategic Pillars

Expanding 
relationships with 
channels

Strengthening 
market leading 
solutions

Encouraging third 
party development 
programs

Expanding sales 
and marketing 
capability

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

• Identify opportunities to 
expand technology base.

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

• Extend partner programs to 
build on existing channel  
and integrators to grow 
market coverage with 
integrations.

• Launch developer 
programs and support 
systems to grow 
ecosystem.

• Grow channel and direct 
teams to support growth.

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

2323



24

REVENUE GROWTH 
OPPORTUNITIES
Two vectors for growth

ADDED CAPABILITIES

MORE USERS

Bigtincan
• Learning
• Catalog
• Add-ons
• Forms

INITIAL 
PURCHASE

EXPAND
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FY 19 – Executing on 
Strategic Vision

25

Acquire and onboard 
customers at scale, cost 
effectively

Continue technology 
leadership through 
innovation

Continue to improve 
unit economics

Achieve strong retention and 
expansion

Generate long term 
value through growing 
LTV of enterprise 
customers

Continue to hire and retain 
the best people to support 
ongoing growth 
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Appendix
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Financial 
Performance

27
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Financial 
Position
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Cash Flow

29
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Customer Challenges How Bigtincan Delivers Real World ROI

65% of sales reps can’t find
content to send to prospects

Smart system to recommend the right content to the right sales person to share as 
needed/permissioned

13 hours each week looking for 
and creating marketing collateral

Easy to use, mobile first designed platform to help find and create the right content

65% of content is unused by sales
Marketing knows what / why content is / isn’t being used - can create better content with 
a positive feedback loop

37% of sales reps time spend selling
Automation of processes like updating CRM done by the system – freeing time to be 
spent with customers

87% of training content 
is forgotten within 30 days

Integration of learning content inside the sales content system ensures that learning is 
ongoing and relevant

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

Delivering increases in ROI for Customers
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Appendix 1 - Change in Accounting Policies

The Group has adopted AASB 15 using the cumulative effect method (without practical 
expedients), with the effect of initially applying this standard recognised at the date of initial 
application (i.e. 1 July 2018). Accordingly, the information presented for 2017 has not been 
restated – i.e. it is presented, as previously reported, under AASB 118, AASB 111 and related 
interpretations.

The following tables summarise the impacts of adopting AASB 15 on the Group’s interim 
statement of financial position as at 31 December 2018 and its interim statement of profit or 
loss and OCI for the six months then ended for each of the line items affected. There was no 
material impact on the Group’s interim statement of cash flows for the six month period ended 
31 December 2018.

31 Dec 2018
000s As reported Adjustments

Amounts 
without 

adoption of 
AASB 15

Assets
Trade and other receivables 2,081 (114) 1,967
Equity
Accumulated losses 39,036 114 39,150

31 Dec 2018
000s

Impact of 
adopting 
AASB 15 
at 1 July 

2018
Expenses
Sales and marketing expenses (114)

Impact on the consolidated interim statement of
profit or loss and other comprehensive income

The following tables summarise the impacts of adopting AASB 9 on the Group’s
interim statement of financial position as at 31 December 2018 and its interim
statement of profit or loss and OCI for the six months then ended for each of the line
items affected. The impact relates to an increase in impairment loss allowance for
trade and other receivables.

31 Dec 2018
000s As reported Adjustments

Amounts 
without 

adoption of 
AASB 9

Assets

Trade and other receivables 6,409 329 6,738

Equity

Accumulated losses 39,036 (329) 38,707

Impact on the consolidated interim statement of profit or loss and other
comprehensive income

31 Dec 2018
000s

Impact of adopting 
AASB 9 at 1 July 

2018
Expenses
General and administrative expenses 329
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A global leader in sales enablement
With hundreds of enterprise customers, over 150,000 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

Listing on ASX 24 March 17

Market Capitalisation* $73m

Share Price* $0.33

Shares on Issue 222m

Headquarters Sydney, 
Boston

ARR @Dec 18 $20.9m

ARR Growth 1H2019 63% vs 1H18

GAAP Revenue 1H2019 $9.4m

Cash at Dec 31 2018 $13.6m

US based revenue % 90%

Engineering Centers
Australia, UK, 
Singapore, Israel,  
Indianapolis USA 

* As at 20.2.2019. NB. ARR is annualised recurring revenue. All amounts are AUD
32
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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 21 February 2019 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.
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