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Disclaimer
The information contained in this presentation has been prepared by Rewardle Holdings Limited ACN 168 751 746 (Company).

This summary presentation was prepared with due care and attention and is current at the date of the presentation and should be read in conjunction with the 
Company’s Replacement Prospectus lodged with ASIC on 20 August 2014, which replaces the original prospectus lodged with ASIC on 8 August 2014. The 
Company has lodged a supplementary prospectus with ASIC on 9 September 2014 which must be read in conjunction with the Replacement Prospectus (First 
Supplementary Prospectus). The Company has also lodged a further supplementary prospectus with ASIC on 30 September 2014 which must be read in 
conjunction with the Replacement Prospectus and the First Supplementary Prospectus (Second Supplementary Prospectus), copies of which are available at 
www.rewardleholdings.com/prospectus.  The offer under the Replacement Prospectus closed on 12 September 2014.

The information in this presentation is an overview and does not contain all information necessary for investment decisions. In making investment decisions in 
connection with any acquisition of securities, investors should rely on their own examination and consult their own legal, business and/or financial advisers.

This presentation is not an offer, invitation, solicitation or other recommendation with respect to the subscription for,  purchase or sale of any securities in the 
Company. This presentation has been made available for information purposes  only and does not constitute a prospectus, short form prospectus, profile 
statement or offer information statement. This presentation is not subject to the disclosure requirements affecting disclosure documents under Chapter 6D of 
the Corporations Act 2001 (Cth). The information in this presentation may not be complete and may be changed, modified or amended at any time by the 
Company, and is not intended to, and does not, constitute representations and warranties of the Company.

The Company does not have a significant operating history on which to base an evaluation of its business and prospects. Therefore, the information contained 
in this presentation is inherently speculative.

The information contained in this presentation is strictly confidential and you must not disclose it to any other person.  While the information contained in this 
presentation has been prepared in good faith, neither the Company or any of its directors, officers, agents, employees or advisors give any representation or 
warranty, express or implied, as to the fairness, accuracy, completeness or correctness of the information, opinions and conclusions contained in this 
presentation. Accordingly, to the maximum extent permitted by law, none of the Company, its directors, employees or agents, advisers, nor any other person 
accepts any liability whether direct or indirect, express or limited, contractual, tortuous, statutory or otherwise, in respect of, the accuracy or completeness of 
the information or for any of the opinions contained in this presentation or for any errors, omissions or misstatements or for any loss, howsoever arising, from 
the use of this presentation.

This presentation may contain statements that may be deemed “forward looking statements”. Forward risks, uncertainties and other factors, many of which are 
outside the control of the Company can cause actual results to differ materially from such statements. Such risks and uncertainties include, but are not limited 
to, acquisition and retention of merchants, adoption of the concept by members, ability to generate revenue from merchant and member network, platform 
disruption, ability to raise sufficient funds to meet the needs of the Company in the future, Company’s operational history is limited and reliance on key 
personal, as well as political and operational risks, and governmental regulation and judicial outcomes. 

The Company makes no undertaking to update or revise such statements, but has made every endeavour to ensure that they are fair and reasonable at the time 
of making the presentation.

Investors are cautioned that any forward-looking statements are not guarantees of future performance and that actual results or developments may differ 
materially from those projected in any forward-looking statements made.
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We’re building a commerce based social network

1.

Business overview

2.

Progress to date

3.

Corporate overview
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Our journey starts with membership, points and rewards

2 min video explaining how Rewardle’s membership, points and rewards platform works

http://vimeo.com/rewardle/overview

http://vimeo.com/rewardle/overview
http://vimeo.com/rewardle/overview
http://vimeo.com/rewardle/overview


We help local SMEs with digital customer engagement

Membership, points and rewards

Increase customer retention

Pre-payment and gift cards

Enjoy forward cash flow

Online and mobile ordering

Enjoy forward cash flow

DIGITAL CUSTOMER ENGAGEMENT

Rewardle’s membership, points and rewards system is the basis for the company’s growing suite of Digital 

Customer Engagement tools that are designed to assist local SME merchants to effectively use e-mail, 

social media and mobile marketing to engage more closely with customers and grow their business.
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We give small businesses tools used by big businesses

Rewardle unlocks the power of mobile computing, cloud based software and Big Data analysis to provide 

local SME merchants with the digital engagement tools and business intelligence used by large retail chains.
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We address a large market of local SME merchants

Frost and Sullivan estimates that between 60,000 to 80,000 of an estimated 200,000 SME’s across retail, 

cafés & restaurants and personal services such as hair dressers & beauty salons offer individual rewards 

programmes.
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We’ve made merchant and member on boarding simple

Rewardle replaces the traditional paper stamp or punch card systems that are commonly used by consumer-

facing small-to-medium size enterprises (SMEs) with a digital membership, points and rewards platform.

Merchants place customer facing Rewardle tablet on their counter that acts as a kiosk. During visits, customers 

check-in on the tablet using a card or the Rewardle smartphone app to collect points and redeem rewards.
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Our social network connects merchants and members

While social networks such as Facebook, Instagram, Twitter and LinkedIn are based on communication 

between users, Rewardle is a social network based on transactional exchanges between members and 

merchants.

For communication based social networks the insertion of advertising and promotions adds friction to the 

purpose of the network and risks alienating users.

For a transactional based social network like Rewardle, promotions and offers are expected, build engagement 

and drive velocity of use.
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Merchant network growth continues to accelerate
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1st 500
Merchants

* Approximate value

*
29

Weeks

2nd 500
Merchants

21
Weeks

3rd 500
Merchants

13
Weeks

4th 500
Merchants

11
Weeks

* * * *

Source: Rewardle Prospectus 20 August 2014, and Rewardle Platform 30 September 2014 Statistics 

1587
Merchants

2164
Merchants

+36%
Qtr growth

June 30 2014 September 30 2014

*



Member network growth continues to accelerate
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300,000
Members

437,433
Members

+46%
Qtr growth

June 30 2014 September 30 2014

**

1st 100,000
Members

*
30

Weeks

2nd 100,000
Members

21
Weeks

3rd 100,000
Members

14
Weeks

4th 100,000
Members

10
Weeks

* * * *

* Approximate value

Source: Rewardle Prospectus 20 August 2014, and Rewardle Platform 30 September 2014 Statistics 



Member Check-Ins continues to accelerate
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3.4M
Check-Ins

5.6M
Check-Ins

+65%
Qtr Growth

June 30 2014 September 30 2014

***

1st 1M
Check-Ins

*
32

Weeks

2nd 1M
Check-Ins

17
Weeks

3rd 1M
Check-Ins

11
Weeks

4th 1M
Check-Ins

9
Weeks

* * * * *

5th 1M
Check-Ins

6
Weeks

*

* Approximate value

Source: Rewardle Prospectus 20 August 2014, and Rewardle Platform 30 September 2014 Statistics 



Payments processed via Rewardle Platform accelerating
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$334,301 $639,153 +91%
Qtr growth

$242,005 $471,104 +95%
Qtr growth

$92,296 $168,049 +82%
Qtr growth

September 30 2014June 30 2014

June 30 2014

June 30 2014

September 30 2014

September 30 2014

Prepaid Credit 

Added

Prepaid Credit 

Used

Prepaid Credit 

Held

*

*

*

* Approximate value

Source: Rewardle Prospectus 20 August 2014, and Rewardle Platform 30 September 2014 Statistics 



Early mover advantage, a winner takes all opportunity
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Multiple revenue opportunities
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MD and team incentives drive growth and revenue

¹ 20c Options Expiry 40 months from listing on ASX
² The rolling 3 month period must be wholly satisfied within the stated time frames from listing on the ASX.

Time from listing on ASX

Performance Option 

milestones¹

12 months 18 months 24 months 36 months

5,000 Merchants or 

500,000 Members

5,000,000 2,500,000 1,000,000 -

10,000 Merchants or 

1,000,000 Members

5,000,000 2,500,000 1,000,000

Performance Option 

milestones¹

15 months 21 months 27 months 39 months

Revenue of $250k in 

rolling 3 month period²

5,000,000 2,500,000 1,000,000 -

Revenue of $500k for 

rolling 3 month period²

5,000,000 2,500,000 1,000,000

Over the next 12 – 18 months Rewardle management will drive the valuation levers: 

1. Grow the Merchant and Member Network to establish dominant positon

2. Monetise
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In 2013 was listed by startupdaily.com.au 

as one of Australia’s top 50 influencers in start-up scene.

Ruwan Weerasooriya - MD and Founder

1994

ISP
InterWorld

1998

WEB
Method + 
Madness

2005

MEDIA
TouchTaxi

2007

MEDIA
CafeScreen

2013
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Board & Executive management team

• Jack Matthews – Chairman

Jack Matthews brings extensive knowledge of the evolving digital media landscape, strong commercial 

networks and experience in executing and successfully integrating digital business acquisitions. He has held a 

number of senior leadership positions within the digital media and subscription television industries in Australia 

and New Zealand. Since 2006 Jack played an integral role in the success of Fairfax’s digital strategy, first as 

CEO of Fairfax Digital and most recently as CEO of Fairfax Metropolitan Media.

• Brandon Munro – Non-Executive Director

Brandon Munro is a corporate lawyer by profession with executive experience in the private equity, mining, 

infrastructure and IT sectors. Brandon brings regulatory, governance, mergers and acquisitions and capital 

markets knowledge to the team. Brandon is the Managing Director of ASX-listed Kunene Resources Ltd.

• Jason Potter – CTO

Jason Potter is a computer engineer by profession and has over 20 years’ experience in the internet and IT 

sector, developing skills across a broad range of technology disciplines with extensive experience in financial 

services and digital media technology implementation. He is a founding member of the Rewardle team and has 

previously worked with Ruwan Weerasooriya at Method + Madness, TouchTaxi and CafeScreen.

• Peter Pawlowitsch – Corporate Development

Peter Pawlowitsch is a Certified Practising Accountant with extensive experience as a director and officer of 

ASX-listed entities. He brings to the team experience in operational management, business administration and 

project evaluation in the IT, hospitality and mining sectors during the last 15 years. 18



Capital Structure

Description Shares Options 20c¹ Performance 

Options 20c²

Currently on issue 116,000,000 19,375,000 20,000,000

¹ Expiry 30th June 2017
² See slide 16 for more detail

Market Cap (at 22.5c – undiluted) ~$26,100,000

Market Cap (at 22.5c – fully diluted, all Performance 

Options achieved) 

~$27,000,000

Cash ~$3,500,000

Enterprise Value ~$23,500,000

Board Ownership ~ 76%
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Landscape & Valuations

Over the next 12 – 18 months Rewardle management will drive these valuation levers:

1. Grow the Merchant and Member Network to establish dominant positon

2. Monetise

Company Market Cap Merchant accounts Value/ Merchant

Yelp $4.16B 67,000 (approx) $62,089

Grub Hub $2.43B (Estimated) 28,800 (approx) $84,375

Open Table $1.57B 31,000+ (approx) $50,645

Rewardle @ IPO $18.5m (EV) 1587 $11,657
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2164 $11,657 $25.2m
Rewardle implied EV 

@ 30 September 2014

based on IPO valuation Merchants Value/Merchant Implied EV

Valuation of international peers providing merchant services reflects size of networks and monetisation 

maturity.

x =

The growing Member Network represents further valuation upside.



Investment overview

• Nature of marketing and payments is changing 
– Rewardle is positioned at the intersection of social media, marketing, mobile and payments

• Building a social network connecting merchants and consumers based on membership, points and 
rewards platform

– Addressable market up to 200,000 SMEs

• Commerce based social network has the potential to disrupt payments
– As payment processing commoditises, a premium will lie analysis of data to provide value added marketing services

– Capturing the data requires engaging both merchant and consumer

• Significant traction proving business model is working
– Over 2000 Merchants

– Over 400,000 Members

– Over 5 million Check-Ins 

– Payment processing by The Platform is growing and developing trust

• Multiple revenue opportunities
– Marketing services

– Brand partnerships

– Mobile Payments

• Well credential board with experience in IT start-ups and digital engagement
– MD Ruwan Weersooriya successfully founded and operated IT and media businesses relevant to the business model

– Chairman Jack Matthews is a industry leader on digital engagement

• Significant room for valuation growth
– Merchant and Member Network growth; and

– Monetisation
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Thankyou

Ruwan Weerasooriya
MD/Founder

Mobile: 0412448769
Email: ruwan@rewardle.com

Peter Pawlowitsch
Corporate Development

Mobile: 0419299302
Email: peter@rewardle.com
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