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This presentation has been prepared by The Food Revolution Group Ltd (“FOD”). The information contained in this presentation is for information purposes only and has been prepared
for use in conjunction with a verbal presentation and should be read in that context.

The information contained in this presentation is not investment or financial product advice and is not intended to be used as the basis for making an investment decision. Please note
that, in providing this presentation, FOD has not considered the objectives, financial position or needs of any particular recipient. FOD strongly suggests that investors consult a
financial advisor prior to making an investment decision.

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. To the maximum extent permitted by law, none of FOD, its related bodies corporate, shareholders or respective directors, officers, employees, agents or advisors, nor
any other person accepts any liability, including, without limitation, any liability arising out of fault or negligence for any loss arising from the use of information contained in this
presentation.

This presentation includes “forward looking statements” within the meaning of securities laws of applicable jurisdictions. Forward looking statements can generally be identified by the
use of the words “anticipate”, “believe”, “expect”, “project”, “forecast”, “estimate”, “likely”, “intend”, “should”, “could”, “may”, “target”, “plan” “guidance” and other similar expressions.
Indications of, and guidance on, future earning or dividends and financial position and performance are also forward-looking statements. Such forward-looking statements are not
guarantees of future performance and involve known and unknown risks, uncertainties and other factors, many of which are beyond the control of FOD and its officers, employees,
agents or associates, that may cause actual results to differ materially from those expressed or implied in such statement. Actual results, performance or achievements may vary
materially from any projections and forward looking statements and the assumptions on which those statements are based. Readers are cautioned not to place undue reliance on
forward looking statements and FOD assumes no obligation to update such information.

This presentation is not, and does not constitute, an offer to sell or the solicitation, invitation or recommendation to purchase any securities and neither this presentation nor anything
contained in it forms the basis of any contract or commitment. Any offer or sale of securities will be made pursuant to definitive documentation, which describes the terms of the offer
(Offer Document). An Offer Document for any offer of securities in FOD will be made available when the securities are offered. Prospective investors should consider the Offer
Document in deciding whether to acquire securities under the offer. Prospective investors who want to acquire under the offer will need to complete an application form that is in or
accompanies the Offer Document.

This presentation does not constitute an offer to sell, or a solicitation of an offer to buy, any securities in the United States. The securities of FOD have not been, and will not be,
registered under the U.S. Securities Act of 1933, as amended (Securities Act) or the securities laws of any state or other jurisdiction of the United States, and may not be offered or sold
in the United States except in compliance with the registration requirements of the Securities Act and any other applicable securities laws or pursuant to an exemption from, or in a
transaction not subject to, the registration requirements of the Securities Act and any other applicable securities laws.
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Share Price Performance Since Listing
Trading Information 

ASX ticker FOD

Share price $0.14

Shares quoted on the ASX 228.4m

Market Cap (free-float) $32m

ASX Escrow Shares 145.6m

Performance Shares/Rights

Class B performance shares/rights 60m

Class C performance shares/rights 80m

Options 7.7m

Market Cap (fully diluted) $73m

• Performance shares/rights B  60M shares = EBITDA run rate of $5M 
(excluding one offs)

• Performance shares/rights C 80M  = EBITDA run rate  $10M (excluding one 
offs).
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FY16

FY17

4



 Exposure to high growth functional food and beverage market

 Diversified portfolio of branded products

 Strategic Chinese partners with existing channels to market in China 


 Multiple avenues for revenue and earnings growth- CAGR for branded products 
above 100% p.a

 Significant opportunity for international growth, particularly in China

 Established channels to market for wholesale business 

 Vertically integrated business with capacity to support future growth

 Highly experienced Board and management team
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Matthew Bailey

Non-Executive Director

Matthew Bailey has more than 20 
years of sales, marketing and brand 
building experience. Appointed the 
CEO of The Bailey Group at 26, he 

developed it into a $50 million 
business, providing sales and 

marketing advice to Fast Moving 
Consumer Goods (FMCG) suppliers 

and developing brands that included 
The Natural Confectionery Company, 

Sakata rice crackers and launching 
Ocean Spray and V energy drink into 
the Australian market. Mr Bailey sold 

the business in 2004 and later re-
entered the FMCG industry when he 

formed The Bailey Boys.

Minna (Norman) Rong

Non-Executive Director

Norman Rong is Managing Director of 
Shenzhen Youngheng Biotechnology Co., Ltd, 

FOD’s largest shareholder, and is based in 
Melbourne.

In this role, Mr Rong has built one of the 
largest distributors of Australian food and 
health products to the Chinese market and 
overseen the marketing of these products 

into China via cross border, online and offline 
channels. 

He is a leader in marketing products using 
Daigou, the commerce channel used by 

many leading Australian food manufacturers 
to sell products into China, and has 

developed a large database of Daigou
shoppers.

Mr Rong holds a Master of Medical Science 
degree from the University of Western 

Australia. He has extensive knowledge of the 
Chinese healthcare industry and the use of 

Chinese Medicine, and has extensive 
experience in international trade, import and 

export logistics, and medicinal and health 
products.

Hong Wang

Non-Executive Director

Hong Wang manages a number of enterprises 
in China and has extensive experience in 

marketing and management. He set up his 
first company in 1996 and he has more than 

20 years of experience in business operations 
management and marketing. He has 

extensive knowledge in dealing with the 
Chinese market. 

Mr Wang is the General Manager of Shandong 
Co., Ltd, a new digital technology company, 

which is the core distributor and largest dealer 
of German SIEMENS in the north China area. 
In addition to his management roles, Mr Wang 
specializes in high-end building materials. He 
is responsible for the management of Jinan 
Saite Metal Doors and Windows Company, 

which is the core agent of German 
KOMMERLING in the Shandong Province. Mr

Wang has strong relationships with many 
other large state-owned and private 

enterprises in other industries.

Graham Duff

Chairman

Mr Duff has more than 40 years of 
experience as a developer and major 
contractor throughout Australia and 

internationally. 

Among his roles, Mr Duff served as 
foundation Chairman of the Victorian 

Institute of Sport, Chairman of the 
2002 World Masters Games, Chairman 
of the Construction Advisory Panel of 

Austrade, and Chairman of the 
Construction Sector for two Federal 

Government Trade Missions to China 
and the first Trade Mission from 

Australia to Vietnam.
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Bill Nikolovski

Chief Executive Officer

Bill Nikolovski is a qualified engineer and has, over the past 20 
years, held senior leadership roles in a number of Australian 

and international businesses in market research, clean 
technologies, automotive, information technology, 

telecommunications and consumer goods industries.

Mr Nikolovski has been responsible for strategy and planning, 
business development, marketing, product development, 

acquisitions and divestments, and operational management in 
companies ranging from Ipsos (as Managing Director of 

Australia and COO of the Asia-Pacific), through to NCS Pearson 
Australia, Australian Electronic Manufacturing Services, 

Cleantech Ventures, Metaca Corporation, Leigh Mardon and 
Pilkington Automotive.

Dean Fraser

Chief Financial Officer, Company Secretary & General Counsel

Dean Fraser has significant financial and commercial experience 
across corporate finance, investment banking, business 

development and legal roles. He founded Fortis Corporate 
Advisory (Fortis) in 2009, an independent corporate advisory firm 

specialising in mergers and acquisitions, divestments, capital 
management and strategic advisory mandates.

Prior to Fortis, Mr Fraser worked as a corporate adviser with 
Greenhill Caliburn, one of Australia’s leading independent 

corporate advisory firms, and as a mergers and acquisitions 
lawyer with Australian law firm Minter Ellison. Mr Fraser has 

significant experience in mergers and acquisitions, and equity and 
debt capital markets across a variety of sectors, and is a qualified 

lawyer.
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 Contract juicing and bottling
services

 Heinz Co-Pack (CPA) and Preferred
Supplier Agreement (PSA) – five-
year term

 FY16 sales ~A$17 million

 Relationship with Directus to
distribute its ingredients

 A range of functional beverage
products and brands developed
by FOD/ Thirsty Brothers

 27 products launched in over 
2000 outlets during FY16

 Direct relationships with retailers

 Develop partnership/JV

 Australia’s Garden brand 
registered 

 Online

SHARED OPERATING COST

MULTIPLE REVENUE STREAMS

CLEAR COMPETITIVE ADVANTAGES

EXPOSURE TO HIGH GROWTH MARKETS

POSITIVE
GROWTH

WHOLESALE INGREDIENTS
THIRSTY BROTHERS NATURAL 

BEVERAGE RANGE

SALES OF THIRSTY BROTHERS 
PRODUCT RANGE TO 

CHINESE MARKET

SUNK PLANT CAPITAL COST
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PRODUCTION CAPACITY TO SUPPORT FUTURE GROWTH

 Operational leverage over fixed cost base

 Only running at 33% of current capacity

 Focus on cost, quality and efficiency

 Strategic procurement provides competitive 
advantages

 Emphasis on quality assurance and 
compliance with key government 
certifications

 Opportunities to insource and process further 
fruits

 Recent capital investment in extraction 
technologies

 Extraction of juice (80K tonnes p.a) currently 
running at 20K tonne

 Cold and ambient storage and distribution

 Combination technologies

 Drying
 Micro-dosing

 Bottling (50M litres p.a) currently at 10M.

 Chromatographic separation

 Product development team

PROCESSING CAPABILITY

MILL PARK SITE
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Key Strategies are:

 Concentrate on functional food

 Our products must be nutritionally 
better for you

 Use our natural products

 Products need to fit snacking, 
convenience, natural trend

 Beverage

 Bars

 Health food aisle

Key market observations:

• Functional food is growing

• Snacking, on the run, convenience

• Natural

Our Marketing and Branding is:

• On trend

• Innovative packaging and branding

• Disruptive and innovative in large 
categories that have had little 
innovation eg. juice, dairy, snack 
food
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Entered in 2016

Targeted in 2017

**Core ranging in 
FY17
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Achieved since listing in Feb 2016
1. Sales Growth of 22% YoY or 71% annualised:

 Developed and launched 27 new products into the Healthy Food market
 More products developed and ready for launch in FY2017
 Products sold through Coles, Woolworths, IGA, convenience stores
 Achieved significant market share – 12% in Coles (Nielsen data, Aug ‘16)
 Building a distribution network – more than 2000 operating outlets in FY16

2. EBITDA of $754K (excluding one-offs): 
 Gross profit margin healthy

3. Restructured Business:
 Divested loss-making assets Roxdale Foods and LangTech Citrus - total losses of $3.5 million p.a.
 Sold undervalued IP as part of $17M deal with Gravity Solutions Global Pte Ltd (“GSG”)
 Restructuring to focus on Food products

4. Board and Management team strengthened:
 Graham Duff (AM) appointed as Independent Chairman from 1 September 2016
 Moving to best practice corporate governance principles and recommendations (Independent Chairman & 

Directors) 
 Norman Rong appointed Director
 Management team focus on products rather than R&D.
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5. Focus on international growth, particularly in China:
 Products registered in China
 JV relationships developed 
 Products sent and tested
 Currently securing supply chain contracts

6. Service levels:
 High level of product development, time to market and customer service
 Quality SQF certification achieved
 Finalist in Coles’ supplier awards for Innovation

7. Acquisitions:
 Options have been identified.
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1. Organically grow retail sales by more than 70% YoY:
• Develop additional distribution channels for existing products 
• Launch new products in Sep/Oct ‘16 & Feb ’17
• Continued focus on international growth:

• Focus on growing export opportunities through established channels

2. Maintain ingredients business: 
• Continue through a simplified offering

3. Complete transaction with GSG:
• Sale of Roxdale Foods - $1.18M
• Sale of bio-actives IP - $1.725M
• Lease of equipment - $12M over 10 years
• Provision of services to GSG - $250K p.a.

4. Diversify into other categories:
• New acquisition anticipated in FY2017 (not included in our forecast)
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• Sales growth of 22% 
YOY

• Sales growth of 71%
annualised

• Sales of $36-$46M 
forecast for FY2017

• *annualised revenue 
from Q4 ‘16

2014/15 2015/16
2015/16 

annualised* 2016/17 lower
2016/17 
upper

Sales $'000 17,312 21,084 29,690 36,000 46,000 

growth 22% 71% 71% 118%
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Sales $'000

400%+ growth year on year 
• Growing market share, already third 

largest supplier to Coles (Nielsen 
Aug ’16)

• Continued growth through 
optimised product range

2000+ current distribution 
outlets
• Key focus on growing petrol & 

convenience stations and 
independent channels

• Launch of branded products into 
China
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*FOD forecast EBITDA 
guidance includes one-off 
sales of bioactives IP & New 
Zealand operations 
- a gain of $1.9 million 

Lower guidance Upper guidance

FY '17 $'000 $'000

Sales $36,000 $46,000 

EBITDA $3,200 $3,800

% EBITDA Margin 8.9% 8.3%

One off gains $1,900 $1,900

EBITDA (including 
one off) $5,100 $5,700
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