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Disclaimer 

This presentation has been prepared by Big Un Limited (the “Company”). It does not purport to contain all the information that a prospective investor may require in 

connection with any potential investment in the Company. You should not treat the contents of this presentation, or any information provided in connection with it, as financial 

advice, financial product advice or advice relating to legal, taxation or investment matters. 

No representation or warranty (whether express or implied) is made by the Company or any of its officers, advisers, agents or employees as to the accuracy, completeness 

or reasonableness of the information, statements, opinions or matters (express or implied) arising out of, contained in or derived from this presentation or provided in 

connection with it, or any omission from this presentation, nor as to the attainability of any estimates, forecasts or projections set out in this presentation. 

This presentation is provided expressly on the basis that you will carry out your own independent inquiries into the matters contained in the presentation and make your own 

independent decisions about the affairs, financial position or prospects of the Company. The Company reserves the right to update, amend or supplement the information at 

any time in its absolute discretion (without incurring any obligation to do so). 

Neither the Company, nor its related bodies corporate, officers, their advisers, agents and employees accept any responsibili ty or liability to you or to any other person or 

entity arising out of this presentation including pursuant to the general law (whether for negligence, under statute or otherwise), or under the Australian Securities and 

Investments Commission Act 2001, Corporations Act 2001, Competition and Consumer Act 2010 or any corresponding provision of any Australian state or territory legislation 

(or the law of any similar legislation in any other jurisdiction), or similar provision under any applicable law. Any such responsibility or liability is, to the maximum extent 

permitted by law, expressly disclaimed and excluded. 

Nothing in this material should be construed as either an offer to sell or a solicitation of an offer to buy or sell securities. It does not include all available information and 

should not be used in isolation as a basis to invest in the Company. 

 

FUTURE MATTERS 

This presentation contains reference to certain intentions, expectations, future plans, strategy and prospects of the Company. 

Those intentions, expectations, future plans, strategy and prospects may or may not be achieved. They are based on certain assumptions, which may not be met or on which 

views may differ and may be affected by known and unknown risks. The performance and operations of the Company may be influenced by a number of factors, many of 

which are outside the control of the Company. No representation or warranty, express or implied, is made by the Company, or any of its directors, officers, employees, 

advisers or agents that any intentions, expectations or plans will be achieved either totally or partially or that any particular rate of return will be achieved. 

Given the risks and uncertainties that may cause the Company’s actual future results, performance or achievements to be mater ially different from those expected, planned 

or intended, recipients should not place undue reliance on these intentions, expectations, future plans, strategy and prospects. The Company does not warrant or represent 

that the actual results, performance or achievements will be as expected, planned or intended. 

 

US DISCLOSURE 

This document does not constitute any part of any offer to sell, or the solicitation of an offer to buy, any securities in the United States or to, or for the account or benefit of 

any “US person” as defined in Regulation S under the US Securities Act of 1993 (“Securities Act”). The Company’s shares have not been, and will not be, registered under 

the 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 or to any US person without 

being so registered or pursuant to an exemption from registration including an exemption for qualified institutional buyers. 
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First mover in the global video market 

led by a strong management team and 

well respected advisory board. 

Significant market opportunity due to  

global demand for video content and 

social integration. 

Compelling, Disruptive and Cost Effective 

providing a socially integrated video 

ecosystem and publishing platform. 

Scalable business model with  

multiple revenue streams and recurring 

revenue growth. 

Roll out of SaaS Offering for SMEs via 

Enterprise partnerships and expansion 

of products into vertical markets. 

First mover advantage in a fast growing 
market with multiple revenue streams. 
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About Us 



The Investment Offer 

10-May-16 Private & Confidential 5 

Rights Issue – May 2016 
 

Eligible shareholders are now able to to subscribe for 1 new share for every 4 existing shares they hold at 
an issue price of $0.12 per share, together with one free attaching option for every two new share 
subscribed for with an exercise price of $0.25 and term of 18 months.  
 
 
 

The offer price represents a 25.8% discount to the volume weighted average trading price (VWAP) for the 5 
days trading to the 6th May 2016. 
 

• 1 for 4 partially underwritten non-renounceable rights issue to raise up to $2.64 million 

• Offer underwritten by CPS Capital to $1.3 million 

• For every two new shares, shareholders will receive 1 free attaching listing option with exercise price 

of $0.25 and terms of 18 months 

 

Underwritten by CPS Capital $1.3m 
 
 
 
 
 
 
 



Company Snapshot March Quarter 

Big Review TV is the world’s first socially-integrated, video 

ecosystem and dynamic publishing platform. Big Review TV currently 

derives its revenue from low cost video production and online 

marketing services to small and medium sized enterprises (SME’s). 

 

The development of the video ecosystem offers multiple revenue 

opportunities including advertising, enterprise partnerships & 

sponsorship.  
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ASX: BIG 

Market Capitalisation $12.4 million 

52 Week Share Price $0.115 - $0.34 

Shares on Issue 82.45 million 

Cash at bank* $1.7 million 

Capital Structure 

 

 

 

 

 

 

 

 

*Correct as at 31 March 2016 

69% 

22% 

9% 
Top 20

Management

Other

Growing member base with over 15,000 merchants and 

platform views increasing with 2.9m in March 2016 

quarter. 

Revenues of $1.18 million in March 2016 quarter, 

+80% increase on Dec 2015 quarter.  

Enterprise Strategy launched and expansion into new 

markets accelerated. 

About Us 

Company Growth 

Top Shareholders Include: 

• AP Reyem Pty Ltd 13% 

• Richbrandson Pty Ltd 12.6% 



Changing how the World does Video 
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1. Disruptive Video Creation 

Ability to produce 

high quality, low 

cost promotional 

videos at scale 

2. Video Curation Platform 

Ability to easily 

curate, moderate and 

share video content 

via the BIG platform 

4. Video Driven Community 

Build a dynamic and 

engaged community 

driven by socialised 

video content 

3. Video Conversation 

Provide strong 

video content to 

user sharing and  

drive viral adoption 



The BRTV Team 
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RICHARD EVERTZ – CEO AND CO-FOUNDER 

Experienced entrepreneur within the finance, property and telecoms sectors. Richard has a wealth of start-

up experience including  guiding  start-ups through to  public listing. In 2007 he was responsible for 

achieving inclusion in BRW’s Fast 100. His in-depth experience and pragmatic approach to business 

ensure a strong and robust business model for BIG 

BRANDON EVERTZ –DIRECTOR AND CO-FOUNDER 

Big Review TV is Brandon’s concept. Brandon was responsible for proof of concept, business development 

and every aspect of the business model through to listing. At 21 he became the youngest founder of a 

publicly listed company 

ANDREW CORNER – CFO 

With a long history of handling the finances of tech start-ups, Andy is a chartered accountant who brings 16 

years of finance and governance experience to the team. Andy started his career with Ernst &Young and 

prior to BIG was part of the team who sold the Distra payments technology platform to ACI Worldwide for 

$50m. 

SONIA THURSTON – DIRECTOR COMMUNICATIONS 

Global brand, marketing and communications expert of over 25 yrs. Sonia has held the position of group 

director within several global advertising agencies including JWT and the Saatchi Group advising large 

multi-nationals like Saatchi Group, Airbus  McKinsey & Co and DHL. She independently consulted on 

specialist communications projects for European governments and regularly guest lectured in UK. She also 

has a wealth of video production experience.  

 



Advisory Board 
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LEANNE GRAHAM – GTM ADVISOR 

Highly regarded global go-to-market expert in Saas and technology sector. Leanne has a history of 

delivering strong market growth through her international network. She was instrumental in propelling Xero 

into a multi-million dollar enterprise and is currently on the board of several listed companies including 

Chairperson of Velpic and director of GeoOp 

DAVID MURPHY – IT ADVISORY BOARD 

Video streaming and content delivery specialist. David was responsible for delivering Google Fiiber at 

Google and video network streaming at Twitch TV  (the fourth largest video viewing platform after Google, 

Netflix and Apple TV) 

DANIEL REX – ADVISOR DIGITAL MARKETING 

Daniel is a digital marketing expert and current head of Google channel intelligence for Europe. In his 

previous role as head of channel sales for Google Australia & NZ, Daniel watched BRTV grow from start-

up to significant player in digital video assets. He is now a senior advisor to the board.  
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Market Opportunity 



The Market – Global Demand for Video 
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Global video ad  

revenue will rise at a  

23% compound annual 

growth rate and is 

predicted to reach  

$27bn by 20181 

 

Facebook users  

watch more than  

4bn video clips  

per day2  

 

92%  

of mobile  

video viewers  

share video4 

 

64% of marketers  

expect video to  

dominate their  

strategies in the  

near future3 

 

By 2019,  

80% of all  

internet traffic  

will be video4 

$27bn 4bn 92% 64% 80% 

BIG is optimally positioned to take advantage of the global demand for video through it's unique video ecosystem which  

produces, curates, shares and publishes video content in a cost effective manner for businesses. 

Sources: 1. PwC 2. Facebook 3. Nielson 4.Cisco  

Video content is essential for on-line presence  



The BIG Video Land Grab Opportunity 
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Global SaaS market3 

7.5 million SMEs, creating a  

~$1.1 billion market1 opportunity 

in BRTV’s current markets  

Top Sectors within Current Markets1 

9% 

11% 

16% 

14% 

33% 

17% 

Food & Hospitality

Health & Beauty

Trade / Construction

Retail

Professional
Services
Other

Global video production spend by 20172 

Sources: 1.Telsyte, 2.Borrell Associates, 3.Centaur Partners, 4.Cisco 

$32.8 billion  

Global video ad revenue by 201844 

$27 billion 

$9 billion  

Current Markets: Australia, New Zealand, UK, US Hong 

Kong, Singapore, Canada. 
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BRTV Product Offering 



Disruptive Offering for SMEs and Consumers 
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Video Production 

Pillar 1 

Video Content Platform 

Pillar 2 

Video Mobile App 

Pillar 3 

1. BIGs video production is the 'engine 

room’ of its video eco-system. 

Producing high quality and 

affordable video marketing for 

SMEs and hosting them on the BIG 

platform. 

2. Video content used for online 

marketing including Web, SEO 

optimisation and social media.  

3. Provides SMEs access to online 

video platform and a community of 

engaged users. 

1. World-class disruptive video 

publishing platform, allowing video to 

be delivered in a SaaS format. 

2. Aggregator of content and 

distribution via social media 

channels. 

3. Offers SMEs dynamic landing pages 

& access to software (SaaS) to 

manage all aspects of their video 

marketing campaigns.  

4. Growing Enterprise and Vertical 

Channel partnerships expected to 

drive SME client growth.                                          

1. Free mobile video app for consumers 

to search and review places, 

products, and events. 

2. Ability to share content via Facebook 

and twitter and other social channels.  

3. Consumer and merchant generated 

reviews offer third party and peer 

validation of products and services. 

NOW IN PROGRESS LONGER TERM 



First Mover Advantage 
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Fragmented market with no competitors bringing together the ability to 

promote and review businesses using cutting edge video content.  

Review Platform 

Video Content 

Imagery & Video App 

Next Generation Platform for 

Online Video Reviews 



BIG International Presence  
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Canada 

US 

UK 

Hong Kong 

Singapore 

Australia 

New Zealand 
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Revenue Model & Business Traction 
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Video Production 

Pillar 1 

Video Content Platform 

Pillar 2 

Video Mobile App 

Pillar 3 

1. Generating revenue via upfront 

fees, annual memberships and 

scaling internationally. 

2. Enterprise and Vertical packages 

allowing BIG to leverage corporate 

and vertical industry opportunities. 

3. Mass marketing campaigns with 

sophisticated EDM’s to drive 

revenue growth.  

4. High revenue growth opportunity 

via expansion revenue, through up-

selling to existing customer base. 

1. SaaS 'go to market' strategy 

providing a highly scalable recurring 

revenue stream. 

2. Leverage Enterprise and Vertical 

Channel partnerships to drive global 

client growth.  

3. Monetisation of BIG video platform 

through SaaS revenue, advertising, 

sponsorship, v-commerce and big 

data opportunities.  

4. Significant revenue opportunity from 

sale of video content to third-parties. 

1. Drive viral engagement by 

consumers through empowering 

users to  generate their own video 

review content. 

2. As user growth reaches critical mass 

across both the platform and 

application, BIG become increasingly 

appealing to advertisers, generating 

increased monetisation opportunities 

including consumer data.  

3. Once critical mass is obtained, 

additional revenue opportunities 

become available via application 

upgrades. 

NOW IN PROGRESS LONGER TERM 

Revenue Model – Multiple Monetisation Strategies  
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Accelerating Revenue Growth  
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Over $2.4million in revenue generated to date through video production activities  

81% 

High growth revenue to date has been obtained purely from BIGs Pillar 1 Strategy.  

Annualised  Run Rate of over $4.7m 



Key Metrics Demonstrate Strong 

Traction 
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Growth Strategy 



     

Global Go-To-Market Strategy 
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In the next 6 months BIGs global 'go to market’ strategy will bring businesses and consumers 

closer together, by creating engaging video communities through strategic channel partnerships 

Vertical 

Marketing 
 

Low-touch targeted 

marketing to vertical 

markets through 

Enterprise and Channel 

partnerships 

 

SaaS Model 
 

Highly scalable recurring 

revenue model, with the 

ability to increase 

revenues through up-sell 

and expansion 

BIG Unlimited 
 

Leverage Enterprise 

partnerships to support 

mass video uptake, and 

underwrite revenue 

streams 
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Investment Opportunity 



Investment Highlights 

Growing global demand  
Video is essential for online presence. Brands are seeking high quality, inexpensive, online video content to form a key part of 
their marketing and sales strategies and currently no cost effective solution is available. 
 

Significant market opportunity  
Global demand for video and BIGs innovative video SaaS 'go to market' platform will drive BIGs growth and make it the world’s 

first socially integrated video eco-system and publishing platform. 
 

Early mover advantage  
First to market, low cost – high quality video production and video review platform, with no other direct competitor in the market. 
 

Multiple revenue streams and recurring revenue growth 
Generated $1.18m revenue in March 2016 quarter. SaaS model to drive recurring revenue. 
 

Scalable business model  
Simple revenue model with multiple avenues for commercialisation, with well advanced commercalisation strategy across initial 
revenue streams. 
 

Focused strategy for growth throughout enterprise and SME markets 
Established operations in 7 countries from which to scale and targeted sales initiatives in place including enterprise strategy to 
drive customer growth. 
 

Strong management and advisory team 
Leading expertise and knowledge to drive domestic and international expansion. 
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Contact Us 
Richard Evertz, CEO  

Big Un Limited 

richard@bigreviewtv.com 

+61 2 8319 3708 
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