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Bigtincan Intelligent Enablement Platform

Driving sales efficiency with the most complete and flexible cloud-based SaaS solution

Learning Hub Content Hub

Sales Readiness Sales Asset Management

Engagement Hub

Sales Engagement
Prepare, upskill, and train your customer-facing teams Deliver the right content at the right time, to the
to deliver a first-class buying experience. right place, offline and online.

Create engaging buyer experiences that are
actionable, measurable, and that help sellers win.
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About Bigtincan (ASX:BTH)

A Global Leader In Sales Enablement

2k+ 100+ 6 400+ 60+

Fortune 500 Key verticals People across 4 Countries
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Innovation Award for Sales & Customer Sales Enablement Product Sales Enablement
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TH FY23 Results

Highlights

Financial Key Operational Insights

ARR $130m Multi-Hub 29% of ARR

Revenue $60.2m 31% Revenue Growth vs PcP

Gross Margin 88% Adjusted operations for efficiency

MRR Retention 87% Maintaining focus on existing customers

Net Retention Rate 105% 120% Multi-Hub NRR

Cash $54.2m Target cash flow breakeven in Q4 FY23

Adj. EBITDA $2.1m Target Adj EBITDA of $5m+ for full year FY23
LTV $878m Benefits of increasing GM and ARR growth




TH FY23

Business Updates

ARR Growth Supported by
New product releases Acquisition of SalesDirector.ai to
Updates to Brainshark Coaching become leaders in Al-driven revenue
and more * intelligence for sales enablement
New Logo Wins
Morgan Stanley Australia Limited _ : :
. : . . : Bigtincan is no longer required to
Appointed as financial advisor in 1 lodae Appendix 4C quarterlv reports
Relation to approaches to the Company %_l ge App G yrep
|

Expansions

$30m Institutional Capital Raise completed to support ongoing growth through the existing M&A program

6 © 2023, Bigtincan Holdings Ltd.



Market
Development

Denise lverson
Marketing Operations and Communications




Market Development

Growth
Forecasts

Analyst Reports from February
2023 show:

- Market opportunity with
CAGR of 25% predicted
through 2028

- Budgets to increase by 50%
within the next 5 years

https://www.marketwatch.com/press-release/sales-enableme
nt-platform-market-essential-business-expansion-strategies-
and-key-players-2023-2028-2023-02-13

https://www.gartner.com/en/newsroom/press-releases/2023-
02-15-gartner-expects-sales-enablement-budgets-to-increas

e-by-50-percent-by-2027

Sales Enablement Platform Market

Essential Business Expansion
Strategies and Key Players 2023-2028

Published: Feb. 13,2023 at 12:16 p.m.ET
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The MarketWatch News Department was not involved in the creation of this content.

Feb 13, 2023 (The Expresswire) -- Market Overview:

Sales Enablement Platform market size was valued at USD 1726.91 million in 2022 and is expected
to expand at a CAGR of 25.56% during the forecast period, reaching USD 6768.27 million by 2028.
This Sales Enablement Platform Market Research Report offers a thorough examination and

insights into the market's size, shares, revenues, various segments, drivers, trends, growth, and

development, as well as its limiting factors and laocal industrial nresence. A thorough understanding

of the Information|
The Sales Enableme
list of data, tables, a

Get a Sample PDF ¢

STAMFORD, Conn., February 15, 2023

Gartner Expects Sales Enablement Budgets to
Increase by 50% by 2027

Facing Uncertainty, CSOs Will Invest in Sales Enablement to Adapt
to Dynamic Buying Landscape

Sales enablement budgets will increase by 50% within the next five years as a way to address
shifting buyer preferences, boost seller effectiveness and drive revenue growth, according to
Gartner, Inc.

“Sales enablement is the most critical function for navigating sales teams through the constant
change that surrounds them, from economic headwinds to evolving seller roles,” said Shayne
Jackson, Sr Director Analyst in the Gartner for Sales Leaders Practice.
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Market Development

Strategic P
Position

- Bigtincan continues to be
recognised as a market
Leader in Sales Enablement
Platforms.

Leader
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- Expect Market to continue to
consolidate and competition
to remain strong globally.

o vablet

- Bigtincan to continue to
focus on key verticals and
geographies to deliver

Specialist Innovator

1 © i (o) i (@) Strategy
p rof itable g rowth. National (® International '®) Global
The Aragon Research Globe for Sales Enablement Platforms, 2023.



Customer Loyalty

) Bigtincan’
How likely are you to recommend BRAINSHARK®
[Company] to a colleague or friend?

Net Promoter Score (NPS)

Seismic
Mindtickle

Allego

Showpad
Lessonly

Highspot
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20
Research Conducted by Channel Media & Market Research, November 2022 (n=641)



Detailed
Financial Results

Cyril Desouza, Global Financial Controller




TH FY23

ARR
Growth

™16%

ARR Growth vs PcP

TH FY23 net ARR Growth over end
FY22 was $10m including $2.2m from
acquired products in place at end Dec
2022.

ANNUALISED RECURRING REVENUE ($m)

$150
$112
$100
$50
$48
$32
S0
1HFY20 THFY21 1HFY22 1HFY23

TH FY22 ARR includes sustainable ARR from the Brainshark acquisition as of end Dec 2021



TH FY23 Revenue Growth

Revenue

B Subscription revenue($Sm) Revenue(Sm) == Gross Margin(%)
G rOWt h $80.0 : 100%
86% 85% 86% 88%
(o)
™31%
$60.0 75%
Revenue Growth over 1H FY22 $60.2

™26%

$40.0 50%
Subscription Revenue Growth
continued growth post Brainshark
integration.

$20.0 25%
Gross Margin of 88% shows increasing $18.9

benefits of scale . $14.4
$0.0

THFY20 THFY21 THFY22 THFY23

0%



Detailed Financial Results

Diversified Recurring Revenue Model

Horizontal platform drives business model resiliency

6% 5% 5% 5%
Telecommunications o 7% Asia/Pacific 88% Non-Recurring 95% Engagement Hub 42%
22% EMEA ; North America Recurring Learning Hub

;O%I ‘ Life Sciences
etai
1%

Manufacturing

23%
Content Hub

ARR
by Vertical

ARR
by Offering

Revenue Operating

Revenue

by Location

15%
Other 20%
e Technology 29%
2 or more Hubs
17% (Multi-Hub)

Financial

14 © 2023, Bigtincan Holdings Ltd.



Detailed Financial Results

Building a Platform for the Future

Impact of the Bigtincan Multi-Hub Strategy

29%
Multi-Hub
ARR

Total ARR

Increase from 17%
atTH FY22

$38m

%

$19m

Dec 2022 Dec 2023

100% increase in
Multi-Hub ARR

*Average calculated excluding customers with <$10k ARR

14%
Multi-Hub
Customers

Total
Customer
Count

Vast expansion
opportunity

$226k

Multi-Hub customer
average spend*

109% more than Single
Hub customers ($108k
on average*)

$119k

Average* spend
increase

of existing Single Hub
customers who moved to
Multi-Hub in TH FY23



Market Development

Opportunities in a Challenging Economy

Uncertain economy impacting smaller deployments whilst presenting
opportunities for longer term growth in enterprise relationships and key verticals

Enterprise class customers lead to strong Vertical Market Opportunities
Net Retention Rate (NRR) in THFY23 ARR growth across target verticals vs PcP

v TH FY23 NRR of 105% 19% 15% 21%

v Customers with >$50K annual spend have
a 116% NRR

Life Sciences Manufacturing Retail

v Multi-hub NRR of 120% NRR



TH FY23

Lifetime Value LTV ($m)
(LTV) and CAC

$1,000

$750

LTV approaching $1B. —

LTV/CAC of 3.1
reflecting variable
economic conditions,
impacting new logo o250

wins in TH FY23. $252

$500

$374

$0
1HFY20 1THFY21 1HFY22 1HFY23



TH FY23

Adjusted
EBITDA*

Improved 74% to $2.1m in 1TH FY23
from $1.2m in 1H FY22 demonstrating
operational efficiency, and realised
synergies through the combination of
organic growth and accretive M&A.

Income Statements ($'000) THFY23 THFY22 Movement Movement %
EBITDA (5,260) (8,561) 3,301 39%
Adjusted for the removal of various non-cash,

one-time, irregular and non-recurring items:

Acquisition costs 237 8,273 (8,036) (97%)
Share based payments 2,607 1,470 1137 77%
Severance and Advisory costs 4,476 - 4,476 NA
Sub-total of acquisition and non-recurring items 7,320 9,743 (2,423) (25%)
Adjusted EBITDA 2,060 1182 878 74%




Technology
Update

Stefan Teulon, Chief Product Officer




Bigtincan Next Gen Analytics

Conversation Intelligence
in Meetings

Mac App

Interactive Content
Sharing & Tracking

TH FY23

Top Releases

Digital Sales Rooms

@) Annandale - Verdant Deal
Annandale
Technologie

Verdant
Corporation

Multi-Hub Navigation

Zoom Conversation
Intelligence Integration

Image Library

Salesforce Mobile
App Compatibility

Modern Ul Updates: Engagement Hub; Brainshark Learning, Content, and Coaching



Technology Update

SalesDirector.al

; B % | l—
B : I
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@ : o | Meetings
. E - (& ]
. oo s mmmy  Done: 623 112 23 4

Meetings by Week oo
salesforce

Capture Sales Activity Make Meaning of the Data Deliver Data, Insights,

Automatically Log Customer and Cross-Ref Buyer/Seller and Analytics

Rep Interactions to CRM engagement with sales process Sales insights and analytics

- Email / Calendar - Engagement Patterns delivered directly inside of CRM

- Contacts - Opportunity Risk - Informed Forecast
- Contact Roles - Relationship Strength - Rep Performance

- 360 View of Revenue




Technology Update

Bigtincan Learning Hub

BRAINSHARK Home

Things you can do

Manage Slides

Manage Audio
Record Audio
Request Audio
Background Audio

Manage Video Sync

Add Attachment

Add A Question

Replace Powerpoint®
Slides

Add Slides
Add Video Slide
Add URL Slide
Add Document Slide

Add Powerpoint®
Slides

Add Photo Slide
Merge Content
Conditional Redirects
My Media Library
Download SCORM
Print Slides

Report

View Presentation
Share

Delete

MyContent  Favorites Learning  Coaching Reporting

Presentation Properties Security Options  Attachments

Title:
el Brainshark Learning - BTC Ul Updates - May 2022

(#61370044)

Description: This Is a high-level overview of the changes that are

coming to the Brainshark Learning pages. This is

an intemal-only presentation, as there are several

things In here that may and likely will change before

general avallability.

Tag(s):

Ourent Addrese: ttps:/www.brainshark.com)

New Address:

Notify me when this presentation is viewed

Send viewing receipt to: ~ alasala@brainshark.col n

Send receipt:  After Viewing Ends

[ Require viewers to complete presentation
[ Ask viewer to register with Guestbook

(] Enable Podcast

[ Enable offiine viewing

[ Launch first attachment without player

Scorecards

Brainshark Learning

Ghange Thumbnail Image

Brainshark Learning
Duration: (00:00:17)
& Edit © Delete & PPT
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& Edit © Delete & PPT
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*

& Edit © Delete
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Duration: (00:00:35)
& Edit © Delete & PPT

Course Types
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Brainshark Today

Brainshark Today

Learning Information

About Annandale

Add Slides ¥ Manage

AboutUs.

our
Solutions.

Last saved: 20 min
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Annandale

Creating best-in-class experiences
for you and your customers
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ameis Corey Brenner.
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Customer Video - available at www.bigtincan.com - i , 2 "0
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Outlook




Outlook

FY23 Outlook

v On track for guidance
v Cash flow breakeven target to be metin Q4 FY23

v M&A program on track with SalesDirector.ai
integration underway.

v FY23 Adjusted EBITDA forecast to be $5m+

$137m-143m

ARR

$123m-128m

Revenue

Cash flow breakeven target
to be achieved in the year

Materially grow Adjusted
EBITDA in FY23




Outlook

Initiatives for FY23 and Beyond

New Logo and Value added Multi-Hub revenue Delivering
Expansion Wins offerings through to move towards maintainable
driven by market organic R&D 50% of ARR and operating leverage
growth to continue assisted by

beyond resulting in
improved retention
and increased
revenue per

customer

through growing
EBITDA margins and
positive cash flow

the repeatable
growth model

completion of
small scale M&A
program to add to
growth




Visit our Investor Center to learn more

Investor.bigtincan.com



TH FY23

P&L
Statement

Consolidated statement of profit or loss
and other comprehensive income

For the half-year ended
31 December 2022

A$m THFY23 THFY22
Revenue 60,201 45,867
Other income 295 23
Total operating revenue and other income 60,496 45,890
Cost of revenues (7,360) (6,649)
Gross profit 53,136 39,241
Operating expense

Sales and marketing (33,512) (22,506)
Product development (17,706) (12,825)
General and administration (18,863) (15,616)
Total expenses from operating activities (70,081) (50,947)
Total loss before net finance costs (16,945) (11,706)
Finance income 3,101 1154
Finance expenses (4,625) 43
Net finance cost (1,524) 1197
Loss before income tax (18,469) (10,509)
Income tax benefit/(expense) 287 (16)
Loss for the period (18,182) (10,525)
Other comprehensive income

Foreign operations — foreign currency translation differences 1,010 1,021
Total other comprehensive loss, net of tax 1,010 1,021
Total comprehensive loss for the period (17172) (9,504)
EBITDA (5,260) (8,561)
SBP 2,607 1,470
Acquisition Cost 237 8,273
Severance and Advisory 4,476 -
Adjusted EBITDA 2,060 1182



TH FY23

Balance
Sheet

Consolidated statement of
financial position

For the half-year ended
31 December 2022

A$m THFY23 30 Jun 22
Assets

Current Assets

Cash and cash equivalents 54,184 38,959
Trade and other receivables 33,162 19,384
Other current assets 10,520 9,100
Total current assets 97,866 67,443
Non-current assets

Property, plant and equipment 291 3,787
Intangible assets 241,968 234,639
Other non-current assets 2,022 905
Total non-current assets 246,901 239,331
Total assets 344,767 306,774
Liabilities

Current liabilities

Trade and other payables 15,023 15,442
Deferred revenue 64,003 50,580
Provisions 1,862 1,794
Lease liabilities 664 1,044
Other current liabilities

Total current liabilities 81,552 68,860
Non-current assets

Deferred tax liabilities 13,487 14,055
Deferred revenue 14,341 2,672
Provisions 509 415
Lease liabilities 1,774 1,982
Other non-current liabilities 161 1
Total non-current liabilities 30,272 19,135
Total liabilities 111,824 87,995
Net assets 232,943 218,779
Equity

Share capital 323,592 294,562
Share-based payment reserve 14,732 12,426
Accumulated losses (106,555) (88,373)
Foreign currency translation reserve 1174 164
Total Equity 232,943 218,779



TH FY23

Cash flow

For the half-year ended
31 December 2022

e *Cash Used in Operations in 1H
FY23 includes redundancy
expenses and other one off items
of $4.5m, and $2.1m in seasonal
costs and prepayments not
repeated in 2H FY23

ASm THFY23 THFY22
Cash flows from operating activities

Cash receipts from customers 67,289 41,738
Cash paid to suppliers and employees (69,497) (44,155)
Cash used in operations* (2,208) (2,417)
Interest paid & income tax paid (5) -
Income grant received 185 (16)
Net cash used in operating activities (2,029) (2,433)
Cash flows from investing activities

Acquisition of property, plant and equipment (96) (332)
Capitalised development cost (9,007) (7,868)
Acquisition of software (200) -
Acquisition of businesses, net cash acquired (1198) (122,504)
Net cash used in investing activities (10,501) (130,704)
Cash flows from financing activities

Proceeds from issue of share capital 30,000 129,521
Proceeds from exercise of options - 55
Repayment of lease liabilities (588) (458)
Transaction cost on issue of shares (1,658) (2,377)
Net cash from financing activities 27,754 126,741
Net (decrease)/increase in cash and cash equivalents 15,225 (6,396)
Cash and cash equivalents at 1 July 38,959 56,259
Effect of movements in exchange rates on cash held - -
Cash and cash equivalents at 31 December 54184 49,863



Glossary

Term Definition

Annualised Recurring Revenue. This is the monthly recurring revenue times 12 with exchange rates fixed at time of additional

ARR or conversion to AUD.

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

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

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

MRR Retention position. This excludes acquisitions.

Net Retention Ratio  (Beginning ARR + expansions + upsells - Churn - Contractions)/ Beginning ARR

CAGR Compound Annual Growth Rate

PcP  Prior Corresponding Period




Important Notice and Disclaimer

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 the date of announcement
on the ASX 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.

All Brands and Trademarks are the properties of their respective owners.

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.



@ Bigtincan

Thank you



