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Key Achievements 
for 1H FY21

Financial Results

ARR growth 
50%, with strong 
operating metrics.

Technology

Won key industry 
awards and 
achieved analyst 
recognition as 
market leader.

Over 100 new 
features added 
in 1H FY21.

Customers

1,000+ customer 
deployments.

LTV increasing 
over time.

Capital

$35m raised* to 
support ClearSlide 
acquisition and 
ongoing growth.

Team

212 employees 
across Australia, 
USA, Europe, 
and Asia.

*  Cash received and new shares issued Jan 2021, cash not included in 31 Dec ‘20 cash balance

Acquisitions

ClearSlide: sales 
engagement 
technology platform 
leader & 500+ 
customers on three 
continents.

Agnitio: European 
pioneer in sales 
enablement in life 
sciences, remote 
engagement 
technology sets.
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Our Business
Bigtincan Software helps customer facing workers do their jobs

B E F O R E A F T E R

Office-based

In-person selling

Classroom training

Less informed buyer

Easy internal collaboration

Agile work from anywhere

Hybrid and remote selling

Microlearning and skill development

Informed and empowered buyers

Remote distributed collaboration
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Bigtincan Technology Delivers for 
Customer Facing Workers

O U R  
S O L U T I O N S

Content

Learning

Remote Selling

Automation

Data Science

S A A S  
E C O S Y S T E M

SaaS Integrations

Salesforce, Adobe, 
Microsoft, Apple, 
Amazon

E N T E R P R I S E
I N T E G R A T I O N S

SDK for Third 
Party Apps
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Bigtincan Investment Opportunity

Large market 
opportunity

Highly 
differentiated, 
best-of-breed 

product

Repeatable 
and scalable 
gotomarket  

engine

Driving 
efficient growth
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Track Record 
of Growth

ARR UP 

50% to $48.4m
RETENTION 

89%
LTV UP 

44% to $363m
REVENUE UP

33% to $18.9m
ORGANIC REVENUE UP

29% to $18.3m    

ANNUALISED RECURRING REVENUE ($M)

  1H FY18 1H FY19 1H FY20 1H FY21

Revenue $6m $9.4m $14.3m $18.9m

GM 84% 88% 86% 85%

ARR $12.8m $20.9m $32.4m $48.4m

Retention 87% 87% 89% 89%

LTV $72m $137m $252m $363m

LTV/CAC 3.54 4.15 4.32 3.8

Adjusted 
EBITDA*

(6,373) (1,650) (1,874) (3,574)

*Adjusted EBITDA includes adjustments for foreign currency, share based payments and one-off items
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Bigtincan’s solutions now span from sales readiness to sales content management to sales 
engagement—a market that will be more than $17B by 2026

Bigtincan’s Product Set 
Addresses a Large Market

Market to reach 

$8.81B 
By the end of 2024 1

Market to reach 

$3.08B 
By the end of 2026, 

with a CAGR of 

17.4% 

during 2021-2026 2

Market to reach 

$5.59B 
By 2023 3

SALES COACHING & TRAINING SALES ENABLEMENT PLATFORM SALES ENGAGEMENT PLATFORM

1 Technavio, June 2020     2 360 Market Updates, Jan 2020     3 Aragon Research, Jan 2020
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Global 
Opportunity
% OF PEOPLE, GEOGRAPHIC LOCATION

Europe

10% Asia/Pac

2% 

Management Team

5.6%

Customer Success

19.9%

G&A

7.3%

Product Development

42.7%

Sales and Marketing

25.4%

© 2021 BIGTINCAN 

North 
America

45%

Australia

43%

% OF PEOPLE,
DEPARTMENT50% 

of the global 
team is dedicated 
to innovation
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Technology Leadership

1,000+
customer 
deployments

Winning 
influential 
deals

Met all identified 
capabilities in the 
“2020 Gartner Market 
Guide For Sales 
Enablement Platforms”

ANALYST 
ACKNOWLEDGEMENT

Attracting 
Industry-
Leading Talent

74% increase in Hub 
driven customer 
meetings recorded in 
the system over 12 
months

SYSTEM ADOPTION
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Scalable Go-to-market Engine

Subscription 
model with 

strong visibility

Diversified 
enterprise 

customer base

Differentiated product 
delivers 

high margins

Compelling 
customer/unit 

economics
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Horizontal platform drives business model resiliency

ARR 
BY VERTICAL* 

REVENUE 
BY LOCATION

OPERATING 
REVENUE

ARR BY 
OFFERING

NB: At charts as at 31 December 2020

Data for 4th graph

Solutions        ARR
Automation          1648564
2 or more modules                7904768
Content                 20231177
Learning                 3277354
Remote 6965886

Life Sciences 
20%

Telecom-
munications 
13%

Manufacturing 
12%

Consumer Goods 
10%

Consulting 
9%

Technology 
8%

Retail
7%

Finance
17%

Other
4%

Rest of 
the world
7.1%

Australia
4.3%

USA
88.6%

Non recurring Revenue
5%

Recurring Revenue
95%

Automation
4%

2 or more
 modules
20%

Content
51%

Learning
8%

Remote
17%

Diversified Recurring Revenue Base
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Scaling for Growth and Innovation

Attracting and 
Retaining Talent

Our talent acquisition strategy 
has paid off in bringing in the right 

talent at the right time with a 
cost saving of 22%

Bigtincan’s people are ready and able to scale to deliver what our customers need and want.

HR, Payroll, and 
Finance Systems

Investing in best in class systems 
in our business to take us to scale 

in HR, Payroll and finance 

Improved 
Processes 

Improved people process 
and procedures to ensure equity 

and equality in remuneration 
and benefits 
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Selective M&A 
Growth Strategy
Acquisition strategy accelerates organic 
growth benefits and delivers:

● Positive financial impact

● Technology to enhance 
organic roadmap

● Amazing technical/product people

● Gotomarket uplift through scale, geo 
reach or vertical specialisation

Investments in 1H FY21 to uplift the
operations and integration team.

2017
Acquired Contondo 
adding AI and Data Science 
technology and Israeli 
development team

2019
Acquired Veelo, Asdeq & XINN 
to bring strength in Financial 
services, document automation 
and forms technology

Acquired Zunos 
for mobile-first learning/ 
training/ onboarding and 
FatStax for vertical strength 
in Manufacturing

2018

Acquired Agnitio, adding 
remote selling technology, European 
footprint and Life Sciences expertise.

Acquired ClearSlide, sales engagement 
tech, 500+ customers, enhanced 
gotomarket team, core engineering and 
AI/ML capabilities.

2020



Detailed
Financial
Results 
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Growing 
Revenue
and ARR
CAGR - 3 period (1H FY18 to 1H FY21)

Operating Revenue

47% CAGR
ARR

56% CAGR

1H FY18 1H FY19 1H FY20 1H FY21

Operating 
Revenue ($m)

6.0 9.4 14.3 18.9

ARR ($m) 12.8 20.9 32.4 48.4

OPERATING REVENUE AND ARR ($m)
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CAGR - 3 period (1H FY18 to 1H FY21)

LTV

71% CAGR

Strong Unit 
Economics 
Powering LTV

ARR ($’000s) LTV ($m)

1H FY18 12,780 72

2H FY18 15,360 100

1H FY19 20,800 137

2H FY19 23,400 158

1H FY20 32,410 252

2H FY20 35,580 273

1H FY21 48,390 363

LTV ($m)
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95% 
of total revenue

32%
YoY growth

CAGR - 3 period (1H FY18 to 1H FY21)

48% CAGR

Subscription 
Revenue 
Growth

SUBSCRIPTION REVENUE AND COST OF REVENUE ($’000s)
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Customers initial ARR in FY2017 had 
cumulative growth to FY20 of 145%

Demonstrating the progress and 
success of the “Land and Expand” 
strategy, 21% of Bigtincan’s total 
active customer base expanded 
their use of Bigtincan in 1H FY21 
compared to 16% in 1H FY20.

* Data based on Customers that joined in an identified 
FY with Churned Customers excluded.  Ending point is 
an average % increase across all customers

CUMULATIVE CUSTOMER ARR GROWTH 
BASED ON YEAR OF 1st PURCHASE

  2017 2018 2019 2020

2017 $1.00 $2.79

2018 $1.00 $1.70

2019 $1.00 $1.12

$1 added by new 
customers in 

2017

Has 
expanded to 

$2.79 in 
2020

Represents a 
2.79x

$1 added by new 
customers in 

2018

Has 
expanded to 

$1.70 in 
2020

Represents a 
1.70x

$1 added by new 
customers in 

2019

Has 
expanded to 

$1.12 in 
2020

Represents a 
1.12x

Land and 
Expand 
Progress
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Key Remaining Performance 
Obligations (RPO) due increased 

38% to $34.5m
For the 12 months to Dec 2021

High Revenue 
Visibility

Remaining performance obligations (RPO) represents 
contracted revenue that has been recognised which 
includes deferred income and non-cancelable amounts 
that will be invoiced and recognised as revenue in 
future periods. RPO is influenced by several factors, 
including seasonality, the timing of renewals, average 
contract terms and foreign currency exchange rates.     

RPO ($m)

  1H FY20 1H FY21 $ Increase % Increase

Current portion $21.9m $30.3m $8.4m 38%

Non-Current 
portion

$6.8m $4.2m ($2.6m) (38)%

Total RPO $28.7m $34.5m $5.8m 20%
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Organic revenue growth engine 
with strategic M&A drives 
33% overall revenue growth PcP

Acquisitions completed 
during the half:
Agnitio A/S. and ClearSlide Inc.

REVENUE 1H FY21

1HFY21 REVENUE % OF TOTAL REVENUE

Organic Revenue $18.3m 97%

Acquisition $0.6m 3%

Total Revenue $18.9m 100%

Revenue 
Sources Acquisition

3%

Organic 
Revenue

97%
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S&M costs as a % of 
revenue continue to 
show strength of efficient 
gotomarket model 
improving 4% over 1H FY20

Growing investments in Product and 
Engineering through both organic 
and acquisition to deliver ongoing 
product releases for future periods

OPERATING LEVERAGE ($m)

Operating
Leverage

  1H FY18 1H FY19 1H FY20 1H FY21

S&M as a % of Rev 83% 61% 58% 54%

R&D as a % of Rev 50% 32% 34% 39%

Total 133% 93% 92% 93%
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LOW PENETRATION

Significant Headroom 
for Growth

GROWING ARR PER CUSTOMER

More than 
$50k ARR*

92.8%
Less than 
$50k ARR

7.2%

26,000+
Target Organisations 

(1)

Notes: 1. https://www.sba.gov/sites/default/files/FAQ_Sept_2012.pdf

*Excluding ClearSlide 
and Agnitio.

https://www.sba.gov/sites/default/files/FAQ_Sept_2012.pdf
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FY21 Outlook

01
Market leading product with 
market tailwinds growing into 
larger market TAM.

02
Strong unit economics 
underpinning business model.

03
Opportunity for accretive M&A to 
accelerate technology roadmap.

04
Growing RPO leading to 
confidence in guidance for FY21.

       Bigtincan expects ARR 
to be at the top end of FY21 
ARR guidance of $49–$53m, 
and revenue of $41–$43m 
assuming a stable exchange 
rate, as well as stable 
customer retention.



CUSTOMER USE CASE

https://docs.google.com/file/d/1IACZHzoF4kRJanGy5AmckWmgswF8dW2Q/preview


Investor.bigtincan.com

Visit our Investor 
Centre to learn more:



27 © 2021 BIGTINCAN 

Consolidated statement of 
profit or loss and other 
comprehensive income for 
the half-year ended 
31 December 2020

P&L 
Statement

   
31 December 2020

$000

 
31 December 2019

$000

Revenue 18,935 14,259

Cost of revenues (2,833) (2,067)
Gross Profit 16,102 12,192

Other Income 30 990

Sales and marketing expenses (10,236) (8,308)
Product development expenses (7,532) (5,940)
General and administration expenses (4,604) (1,940)
Total expenses from operating activities (22,372) (16,188)
Total loss before net finance costs, depreciation 
and amortisation (6,240) (3,006)

Depreciation and amortisation (1,121) (964)
Finance income 7 232
Finance expenses (1,462) (208)
Net finance income / (expense) (2,576) (940)

Loss before income tax (8,816) (3,946)

Income tax expense  940 (50)
Loss for the year after tax (7,876) (3,996)

Other comprehensive income
Items that are or may be reclassified subsequently to 
profit or loss
Foreign operations – foreign current translation 
differences (1,425) (80)

Total other comprehensive loss, net of tax (1,425) (80)

Total comprehensive loss (9,301) (4,076)
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Consolidated statement 
of financial position,
31 December 2020

Balance 
Sheet

31 December 2020
$000

30 June 2020
$000

Assets
Current assets
Cash and cash equivalents 34,093 71,354
Trade and other receivables 13,466 4,754
Other assets 3,181 3,256
Total current assets 50,740 79,364
Non-current assets
Property, plant and equipment 2,101 2,321
Intangible assets 57,340 30,961
Other non-current assets 351 393
Total non-current assets 59,792 33,675
Total assets 110,532 113,039
Liabilities
Current liabilities
Trade and other payables 4,576 1,368
Deferred revenue 20,583 18,512
Provisions 1,159 942
Lease liabilities 972 889
Other current liabilities 7,090 5,619
Total current liabilities 34,380 27,330
Deferred tax liabilities - 985
Deferred revenue 1,307 1,124
Provisions 159 125
Lease liabilities 799 1,186
Other non-current liabilities 11 501
Total non-current liabilities 2,276 3,921
Total liabilities 36,656 31,251
Net assets 73,876 81,788

Equity
Share capital 130,365 129,522
Share-based payment reserve 6,159 5,613
Accumulated losses (61,208) (53,332)
Foreign currency translation reserve (1,440) (15)
Total shareholders' equity 73,876 81,788
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For The Half Year Ended 
31 December 2020

Adjusted 
EBITDA

Dec 2020
$000

Dec 2019
$000

Loss before taxation (8,816) (3,946)

EBITDA (6,240) (3,006)

Adjusted for the removal of various non-cash and acquisition 
related items:

Bargain purchase price adjustment - (876)

Remuneration from business combination adjustment - 1,143

Costs relating to acquisitions 2,120 545

Foreign currency (gains) / losses - (24)

Share based payments 546 344

Sub total 2,666 1,132

Adjusted EBITDA (3,574) (1,874)
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Cash Flow Movements

$71.4

$15.5

($24.5)
$0.2

($2.3) ($0.3)

($25.4) ($0.6)
$0.1

$34.1

Opening 
cash

Customer 
receipts

Staff, 
marketing 
and admin 

costs

Government 
grants

Payments 
for 

intangible 
assets

Purchase 
of PPE

Acquisitions Net cash-
financing 
activities

Other cash 
items

1H FY21 
ending cash

$100.0

$0.0

$20.0

$40.0

$60.0

$80.0
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Table of Terms

Term Definition

ARR Annualised Recurring Revenue. This is the monthly recurring revenue times 12.

LTV Lifetime value. ARR times Gross margin divided by the inverse of retention.

CAC Customer acquisition costs (60% of S&M and Acquisition costs).

MRR 
Retention

The 12-month trailing churn dollar total subtracted from the ending MRR dollar position divided by the ending 
dollar MRR position. This excludes acquisitions.

CAGR Compound Annual Growth Rate

PcP Prior Corresponding Period

TCV Total Contract Value 

RPO RPO is a SaaS metric that takes into account deferred revenue and adds the value of non-cancelable revenue that 
has yet to be billed but represents future performance obligations that will be earned as revenue.
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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 24 February 2021 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


