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Tom Amos
Independent Non-Executive Chairman
• Managing Director of emerging digital presence company dLook 
Pty Ltd and a Director of Ambertech Ltd (ASX:AMO).
• Founding and long term independent director of 
Macquarie Bank’s Macquarie Technology Ventures Pty 
Ltd. Former MD and Partner of Amos Aked Swift Pty Ltd, 
FlowCom Ltd and Director of a companies in the content, digital, 
radio and telecommunications sectors. Tom was a long term
Director and Vice Chair of Australian Telecommunications User 
Group Ltd.

John Scull
Non-Executive Director
• Co-founding MD of Southern Cross Venture Partners, a technology 
focused venture capital firm with international offices.
• Currently on the Board of Quantenna (QTNA), a public US-
based company listed on Nasdaq.
• Strong enterprise software, SaaS, and mobile/wireless industry 
experience. Former marketing executive at Apple and CEO of three 
software companies.

Wayne Stevenson
Independent Non-Executive Director
• My Stevenson brings over 35 years’ experience in banking 
and finance with senior positions with ANZ including Group 
General Manager.
• Held various CFO roles across ANZ over a period of 15 years 
and currently, Independent Non-Executive Chairman of ASX 
listed QMS Media Limited (ASX:QMS) and NED 
at ANZ Lenders Mortgage Insurance Ltd and Credit Union 
Australia.

David Keane
Co-Founder and CEO
• Started in the networking and communications market with Utah and 
California-based Novell, Inc., later driving Asian marketing for Boston-
based Wellfleet Communications, Inc. then grew the business for 
California-based Xylan Corp. in Australia and New Zealand.
• Subsequently founded Veritel Wireless Pty Ltd, which grew within 
three years to be one of the largest providers of wireless internet in 
Australia and was then sold to BigAir Australia P/L in the leadup to its 
ASX-listing as BigAir Group Ltd. 

Board of Directors
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Chairman’s Address

• Strong growth both financially and 
strategically accomplished in 
FY19.

• Expansion of technology base as 
platform for future growth.

• Bigtincan team continues to grow 
and compete on a global basis.

• Introduced unit economics to 
provide guidance to shareholders 
on Bigtincan growth areas.
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Formal Business
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CEO Report

Mr. David Keane 
CEO, Co-Founder and 
Executive Director
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Our mission is to use our software platform to 
empower sales and service people to 
transform customer engagements, into long 
term valued relationships.

New technology, new market offerings, new partnerships, and strong 
fundamental unit economics of our business made FY19 our best year yet in 
helping the digital transition for sales and service teams.

CEO Report

8



Our software is influencing millions of 
transactions in the digital transition of 
customer facing worker roles

200K+
enterprise users 

50 
countries with 
users

15 
global 
offices

33
Fortune 500 
customers

400+
enterprise 
deployments

CEO Report
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Our global team is 
empowered to make 
customer facing 
people more confident 
and effective

CEO Report

10



Our Customers 
have embraced

MODERN 
SALES 

ENABLEMENT 
for the digital age of 

the customer 
Brookdale

Nike

Anheuser Busch

Wyndham
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Bigtincan is well 
positioned to 
capture a growing 
share of the Sales 
Enablement Market 
globally

• US$5B TAM by 2021*
• Market-leading product, recognised 

as by analysts, media and major 
enterprise customers.

• End-to-end sales enablement 
automation portfolio further driving 
land-and-expand sales motion.

• World-class, experienced 
executives and team members 
across 15 global locations.

• Strong unit economics and market 
tailwinds underpin growth.* The Growth of Content Management, Cloud Office Suites, and Sales 

Engagement and the Total Sales Technology Market for 2015 to 2021. Aragon 
Research. 

Market Growth
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ARR1

$23.4m

52%

REVENUE
$19.9m

51%

LOSS 
(Before tax)
($4.1m)

38%

MRR RETENTION

87%
2%

1 Annualised Recurring Revenue (ARR) represents contracted, recurring revenue on an annualised basis NB. All amounts are AUD. 
2 LTV is calculated as: ARR * Gross Profit Margin / (1- MRR Retention) 

FY19 Financial Highlights
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GROSS PROFIT 

88%
5%

LIFETIME VALUE2

$158m
86%



FY19: Executing on a Strategy for Planned Growth 

Strengthening market 
leading solutions

Encouraging third party 
development programs

Expanding relationships 
with channels

Expanding sales and 
marketing capability
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FY19: Strengthening market leading solutions

• Delivered 15 versions of 
Bigtincan platform software 
across 6 different client 
platforms.

• Acquisitions of Zunos and 
FatStax added technology and 
leading people to the team.

• Recognised by Gartner in every 
category of the Market Guide*.

• Launched new product initiatives 
across key product pillars:

Sales Content Management

Learning/Training/Onboarding

Communications

Collaboration

Insights
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* A copy of the Gartner Market Guide for Sales Engagement Platforms, 2019 available at 
investor.bigtincan.com



• New partners

– Compucom

– Adobe

• Deepening Verizon partnership

• 5000+ partner touch points

• Bigtincan added to Cisco 

Solution Partner Program

FY19: Expanding Relationships 
with Partners
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• New SDK and public APIs across 
sales content management and 
learning and training.

• Bigtincan Add-ons empowering 
customer and third-party developers 
to create new experiences.

• Integrations to new third-party 
platforms including Workato and 
Adobe showing the power of the 
ecosystem.

FY19: Encouraging Third Party 
Development
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FY19: Expanding Sales and Marketing

• Executed strongly in FY19.
• Increasing effectiveness shown in 

LTV/CAC growth to 3.9 from 2.6 
in FY18.

• Marketing efforts let to increasing 
market awareness and growing 
pipeline.

• FY19 scale up drives expansion 
in FY20.
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FY19+: Trajectory of Growth

• Post period expansion and 
growth
• Acquisitions of Veelo, Asdeq, 

XINN bring new technology, 
excellent people, lighthouse 
customers and new vertical 
market opportunities.

*Includes announced ARR at acquisition of XINN, Veelo, Asdeq and 
excludes ongoing organic growth
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FY19+: Vertical Market Opportunity

• Diversifying revenue mix across verticals

~% of ARR at 30 June 2019

~% of ARR at 30 June 2019 with addition
of acquisitions completed post end FY19
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Outlook for FY20

• Market growth tailwinds

• Technology leadership

• Experienced executive team

• Distribution channel in execution mode

• Core North American market understood

• Strong unit economics underpinning business model

• Strong pipeline of new customers and expansion

• Growing sales opportunities outside US markets

• Bigtincan for Financial Services launched, Xinn integration 
activities underway, building prominence in key vertical

• Opportunity for accretive M&A to accelerate technology 
roadmap

Company on track for 30-40% organic revenue 
growth in FY20 with stable retention
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Visit our Investor Centre to learn more

investor.bigtincan.com
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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 27 November 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.

Important Notice and Disclaimer
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