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Disclaimer

• This presentation contains certain statement that may constitute forward-looking information under applicable 
securities laws. All statements, other than those of historical fact, which address activities, events, outcomes, 
results, developments, performance or achievements that Candy Club anticipates or expects may or will occur in 
the future (in whole or in part) should be considered forward-looking information. In some cases, forward-looking 
information is identified by the use of terms and phrases such as “anticipate”, “believe”, “could”, “estimate”, 
“expect”, “intent”, “may”, “plan”, “predict”, “project”, “will”, “would”, and similar terms and phrases, including 
references to assumptions. Such information may involve, but is not limited to, comments with respect to 
expectations, planned operations or future actions.  These forward-looking statements are based on currently 
available information as of the date of this presentation but are subject to known and unknown risks, uncertainties 
and other factors that may cause actual results, performance or achievements to be materially different from those 
expressed or implied by such forward-looking information. The forward-looking information contained in this 
presentation is expressly qualified by this cautionary statement.

• A number of risks, uncertainties and other factors could cause actual results to differ materially from the results 
discussed in the forward-looking information, including but not limited to, the following: risks associated with 
reliance on key personnel; financial health of Candy Club and its related cash flows; general industry and market 
conditions and growth rates; legislative and regulatory developments; general economic conditions and levels of 
economic activity; global financial conditions; financing risks; degree of competition in the industry; risks associated 
with the development of projects; changes in employee relations; and control of costs and expenses.

• The material in this presentation is general information about CLB’s activities current as at the date of the 
presentation. The presentation comprises information regarding CLB that is given in summary form and does not 
purport to be complete. Nothing in this presentation should be construed as a recommendation by CLB to 
purchase securities, or an offer for subscription or purchase of securities. Information in this presentation should 
not be considered advice and does not take into account the investment objectives, financial situation or needs of a 
particular investor. These matters should be considered with or without professional advice when deciding if an 
investment is appropriate.

• Forward-looking information reflects Candy Club’s current beliefs and is based on information currently available to 
Candy Club and on assumptions it believes to be reasonable. The forward-looking information is made as of the 
date of this presentation and Candy Club law. Prospective investors should not read forward-looking information as 
guarantees of future performance or results and should not place undue reliance on forward-looking information. 
Nothing in this presentation is, or should be relied upon as, a promise or representation as to the future.

• All references to currency are in AUD unless otherwise specified.
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Our B2B customer base is growing rapidly 
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Highlights:

• Acquired ~1,000 total retail customers since inception

• In CY ‘19 total customers increased by over 300% and growing >20% on a 

month-over-month basis

• Achieved these results with only two dedicated in-house sales people and a 

non-dedicated independent rep firm – significant opportunity to scale further

Candy Club’s B2B Segment Update

All numbers are estimates and unaudited 
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We already have an impressive roster of well-known retailers 
carrying our B2B product line and are adding more every month….

Gift Stores Hospitality

Museums & Experience CentersApparel & eCommerce

All numbers are estimates and unaudited 
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Case Study: Hallmark Stores

12 Stores ($4k)
24 Stores ($8k)

260 Stores ($60k)

400 Stores 

(current penetration)

2000 Stores (total 

potential penetration)
2000

…and we are having success expanding with national retail chains who can 
accelerate our growth rapidly, as we’ve done with the Hallmark Stores, where 
we expanded from an initial 12 store test to 400 stores in 6 months, with a 
potential to expand further into their 2,000 stores

All numbers are estimates and unaudited 
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Monthly revenue is trending up 
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Highlights:

• Total revenue from inception through May ‘19 exceeds $1,000,000 AUD

• Clear seasonality pattern emerging highlighted by spikes to support key retail 

holiday windows including Halloween (Aug/Sept) Christmas (Sept/Oct) and 

Valentine’s Day (Jan/Feb)   

• Average customer order exceeds >$500 AUD

• Seasonality dictates that Q3/Q4 make up 75% of annual sales industry wide 

Candy Club’s B2B Segment Update

All numbers are estimates and unaudited 

*Blue line is indicative of upward trend



1

Revenue is comprised of a well-balanced mix of large and small 

customers
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Highlights:

• The chart below shows total monthly revenue and monthly revenue by 

our top 10 customers

• Small, independent retailers currently make up the majority of our 

monthly revenue (66% in CY ‘19)

• Larger, national accounts are becoming an increasingly larger % of our 

overall business, which will accelerate growth as that trend continues

• No current or anticipated risk exists due to client concentration
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All numbers are estimates and unaudited 
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Repeat customers accounted for 51% of total revenue in Q1 2019
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All numbers are estimates and unaudited 
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Customer reorder rates remain strong
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Highlights:

• Repeat customers have generated ~40% of total revenue since 

inception 

• This makes it easier to scale and more cost effective & profitable to 

do so
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All numbers are estimates and unaudited 
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Top 10 customers continue to reorder at a high rate
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All numbers are estimates and unaudited 

*Blue line is indicative of upward trend



1

B2B Recap
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Highlights:

1. The Company is acquiring a significant amount of new customers 

every month 

2. Existing customers, big and small, are reordering at a high rate

3. We have achieved these results in a short period of time and with a 

small sales staff

Takeaways:

1. Reorders rates are high because of strong product sell through at 

retail

2. We have a proven and repeatable sales model with a diverse 

customer base of an estimated addressable market of 1mm retail 

accounts across the USA

3. With only 1,000 total customers to date and just a handful of major 

retailers penetrated in and only in limited distribution, there is a 

significant opportunity to expand our customer base

4. So long as we continue to acquire customers and experience  

reorder rates at or near to our current metrics, the Company’s 

growth prospects are strong

5. Adding a few talented sales people will only help to accelerate our 

growth
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All numbers are estimates and unaudited 


