
This presentation is dated October 9, 2020. A preliminary base PREP prospectus dated October 7, 2020 (the “preliminary prospectus”) containing important information relating to the securities described in this 

presentation has been filed with the securities regulatory authorities in each of the provinces and territories of Canada. A copy of the preliminary prospectus, and any amendment, is required to be delivered with this 

presentation. The preliminary prospectus is still subject to completion. There will not be any sale or any acceptance of an offer to buy the securities until a receipt for the final prospectus has been issued. This 

presentation does not provide full, true and plain disclosure of all material facts relating to the securities offered. Investors should read the preliminary prospectus, the final base PREP prospectus, the supplemented 

PREP prospectus and any amendment for disclosure of those facts, especially risk factors relating to the securities offered, before making an investment decision.



General
Capitalized terms used herein that are not otherwise defined have the meanings ascribed to such terms in the preliminary prospectus. This presentation is being provided by BBTV Holdings Inc. (“BBTV Holdings”) regarding the business of BroadbandTV Corp. (“BBTV”), a company which
BBTV Holdings intends to acquire, and the Company, as defined below. In this presentation, references to the “Company”means BBTV Holdings and BBTV, collectively. At the time of this presentation, BBTV Holdings has not acquired BBTV and there is no assurance that BBTV Holdings
will acquire BBTV. This presentation is qualified in its entirety by reference to, and must be read in conjunction with, the information contained in the preliminary prospectus. Prospective investors should rely only on the information contained in the preliminary prospectus. BBTV
Holdings and the Underwriters have not authorized anyone to provide investors with additional or different information. Any graphs, tables or other information demonstrating the Company’s historical performance or that of any other entity contained in the preliminary prospectus or
this presentation are intended only to illustrate past performance and are not necessarily indicative of our or such entities’ future performance. The information contained in this presentation is accurate only as of the date of this presentation or the date indicated, regardless of the
time of delivery of the preliminary prospectus or of any sale of the Offered Shares. No securities regulatory authority has expressed an opinion about the securities described herein and it is an offence to claim otherwise.

The preliminary prospectus constitutes a public offering of securities only in those jurisdictions where they may be lawfully offered for sale and therein only by persons permitted to sell such securities. The Offered Shares have not been, and will not be, registered under the United
States Securities Act of 1933, as amended (the “U.S. Securities Act”), or the securities laws of any state of the United States and may not be offered, sold or delivered, directly or indirectly, in the United States, except pursuant to an exemption from the registration requirements of the
U.S. Securities Act and applicable state securities laws. This presentation does not constitute an offer to sell or solicitation of an offer to buy any of the Offered Shares in the United States. See “Plan of Distribution” in the preliminary prospectus.

The Company previously filed a preliminary prospectus with the British Columbia Securities Commission pursuant to Canadian Securities Administrators Staff Notice 43-310 Confidential Pre-File Review of Prospectuses (for non-investment fund issuers).The preliminary prospectus
remains subject to ongoing regulatory review and the British Columbia Securities Commission has not approved nor expressed any opinion with respect to the preliminary prospectus as of the date hereof.

All financial disclosures in this presentation are in Canadian dollars, unless otherwise noted.

Market Data and Non-IFRS Measures
This presentation includes market data and other statistical information from third-party sources. While the Company believes these third-party sources are reliable as of their respective dates, the Company has not independently verified the accuracy or completeness of this
information. Some data are also based on the Company’s estimates, which are derived from both internal sources and the third-party sources described above.

This presentation makes reference to “EBITDA” and “Adjusted EBITDAMargin” which are measures commonly used by financial analysts in evaluating the financial performance of companies that are not presented in accordance with international financial reporting standards (“IFRS”).
This presentation also makes reference to “Advertising Revenues”, “RPMs” and “Views” which are operating metrics used in our industry. These measures are not recognized measures under IFRS and do not have a standardized meaning prescribed by IFRS and are therefore unlikely to
be comparable to similar measures presented by other companies. Accordingly, these measures should not be considered in isolation nor as a substitute for analysis of our financial information reported under IFRS. See “Appendix A” of this presentation for the definition of each such
measure and see “Non-IFRS Measures and IndustryMetrics” in the preliminary prospectus.

Forward-Looking Statements
This presentation contains forward-looking statements and forward-looking information (collectively, “forward-looking statements”) within the meaning of applicable Canadian securities laws. Forward-looking statements are statements and information that are not historical facts but
instead represent the Company’s expectations, estimates and projections regarding future events or circumstances, including financial and market opportunity projections and estimates; statements regarding plans, goals, objectives, intentions, opportunities and expectations with
respect to the Company’s future businesses, operations, growth and financial results, and other information in future periods. Forward-looking statements included in this presentation include statements with respect to the Company’s intentions, beliefs or current expectation
concerning, among other things, results of operations, financial condition, liquidity, prospects, growth, strategies and the industry in which the Company operates. Forward-looking statements are statements about the future and are inherently uncertain, and are necessarily based
upon a number of estimates and assumptions that are also uncertain. Certain factors, estimates or assumptions have been applied in making forward-looking statements in this presentation, including, but not limited to, that BBTV Holdings will raise sufficient funding to be able to
acquire 100% of the outstanding shares of BBTV and will, together with BBTV, form the Company; that the vast majority of BBTV’s content provider agreements will renew on a yearly basis; that BBTV or the Company will continue to acquire new content provider partners of the same
nature and type and at relatively the same rate as it has historically; that BBTV’s contracts with digital media platform companies will remain in full force and effect, unamended and for the benefit of BBTV and the Company, for the foreseeable future; that BBTV or the Company will be
able to expand into new platforms and acquire new subscription video on demand and advertising video on demand distribution partners; the timely provision of services and supplies or other performance of contracts by third parties; future revenue and costs; the absence of any
material changes in business strategy or plans; the timely receipt of required regulatory approvals and strategic partner support; and the absence of new laws, regulations, rules or policies of governments, platforms and other strategic partners, that may negatively impact the
business of BBTV Holdings, BBTV or the Company.

Forward-looking statements involve risks and uncertainties, are based on information available at the time such statements are made, and undue reliance should not be placed on such statements. There is no assurance that any expectations, projections or goals expressed in any
forward-looking statements will be achieved at all. None of BBTV Holdings, BBTV or the Company is under any obligation to update, revise or confirm this presentation. Corrections and/or changes remain reserved. No representation or warranty, expressed or implied, is or will be
made and no responsibility or liability is or will be accepted by BBTV Holdings, BBTV or the Company or any of their respective directors, officers, employees, consultants, agents or affiliates in relation to this presentation. We disclaim any intention or obligation or undertaking to
update or revise any forward-looking information whether as a result of new information, future events or otherwise, except as required under applicable securities laws. If updates are made to this presentation, there should be no inference that additional updates will be made.

Risk Factors
The Company is subject to numerous known and unknown uncertainties, risks and other factors that could cause actual results to differ materially from those set out in this presentation, including those described in detail under “Risk Factors” in the preliminary prospectus. If any of
these risks or uncertainties materialize, or if the opinions, estimates or assumptions underlying the forward-looking information prove incorrect, actual results or future events might vary materially from those anticipated in the forward-looking information. The opinions, estimates or
assumptions referred to above and described in greater detail in “Risk Factors” of the preliminary prospectus should be considered carefully by prospective investors. Although we have attempted to identify important risk factors that could cause actual results to differ materially from
those contained in forward-looking information, there may be other risk factors not presently known to us or that we presently believe are not material that could also cause actual results or future events to differ materially from those expressed in such forward-looking information.

DISCLAIMER AND CAUTIONARY NOTES
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FUNDING OVERVIEW
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● BBTV is raising approximately $172.4m via an IPO led 
by CGF and Scotia

● Enterprise valuation range of $360-$430m

● Use of proceeds is to buyout RTL – the controlling 
shareholder of BBTV

● Management and inside shareholders are investing 
$17.5m as part of the transaction



ADVANCING THE WORLD THROUGH 
THE MANAGEMENT, DISTRIBUTION 

AND MONETIZATION 
OF CONTENT

CONFIDENTIAL - FOR INTERNAL USE ONLY



Shahrzad Rafati
Founder & CEO

15-YEAR TRACK RECORD

EXPERIENCED LEADERSHIP TEAM

Todd Tappin
CFO

QUADRUPLE BOTTOM LINE BUSINESS
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Ali Adab
VP Content and 
Partnerships

HQ CARBON 
NEUTRAL

Ben Groot
VP Finance

PEOPLE ENVIROSOCIALFINANCIAL

0% GENDER 
PAY GAP ~40%

BOARD AND 
COMPANY 
GENDER 
DIVERSITY

Lewis Ball
VP Strategy

63% 2014-’19 
REVENUE 
CAGR(a)

(a) Source: Calculated based on BroadbandTV Corp. Audited Consolidated Financial Statements

➔ Sustained revenue growth
➔ Impactful innovation in media-tech

➔ Industry-leading end-to-end solution
➔ Diverse culture
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AWARDS AND ACCOLADES

2018

Canada's 

Representative: 

G20 Business Women 

Leaders Task Force

2017

25 Most Powerful 

Women In Global 

Television

2019

Enterprise Fast 15:

Canada

2019

Technology Fast 500:

North America

2018

EY Entrepreneur 

Of The Year

2017

Top 40 under 40

2019

Canada’s Top Growing 

Companies

2019

Visionary / Founder Of 

The Year

2016

BCTIA

Person of the Year

2020

Co-Chair:

G20 EMPOWER

2015

CFO of The Year: 

Los Angeles 

Business Journal

2020

KPMG Award for HR 

Champion Finalist



(a) Source: E-Strategy Trends via data from eMarketer's Time Spent with Media report

COMPLEX & GROWING SPACE FOR 
CONTENT OWNERS

Average time spent per day with major media
U.S. adults, 2012 – 2018 (Hours)(a)
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MARKET
FRAGMENTATION

Growth and fragmentation of distribution across multiple 
global platforms

VIDEO

DEMAND

2004

facebook

youtube

instagram

tiktok

amazon

netflix

snapchat

2008 2012 2016 2020

twitch

for content expertise 
across platforms

NEED

for more digital content

+2hr

4:10

4:38

1:32
0:40
0:38

11:39

6:01

3:55

1:25
0:26
0:20

12:06

2012 2018

Digital

TV

Radio

Print

Other

INCREASED

DEMAND
INCREASED

more time spent 
on digital media



Tech-enabled 
scalable 

growth driving 
expanded 

monetization

UNIQUE END-
TO-END 
SOLUTION 
FOR CONTENT 
OWNERS
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REVENUE FROM 
BASE SOLUTIONS

PROPRIETARY
TECH

LEADING 
SERVICES

REVENUE FROM PLUS SOLUTIONS
Direct Ad Sales, Content Management and 

Mobile Gaming Apps



Leveraging existing scale, content, technology and audience
to add new higher margin revenue streams
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Revenue stream BASE PLUS

Opportunity AVOD/SVOD(a) DIRECT 
AD SALES

SAAS / CONTENT 
MANAGEMENT

MOBILE GAMING 
APPS

Key Drivers Views
RPMs(c)

Views
CPMs(b)

Views
RPMs(c)

Number of Apps
Revenue Per App

Money Flow
Revenue net of platform fees

Remainder shared with
content owners

Revenue shared with 
platform and content 

owners

Same as Base and 
Fee-based

Revenue shared with 
platform and content 

owners

STRONG BUSINESS MODEL WITH DIVERSIFIED REVENUE STREAMS

BBTV’S Base Solutions help content owners: BBTV’s Plus Solutions provide:

INCREASE VIEWS   x INCREASE RPM(c) = MORE AD REVENUES      +   FURTHER MONETIZATION OPPORTUNITIES

(a) AVOD = Advertising Video on Demand, SVOD = Subscription Video on Demand (b)  Cost per 1,000 views (or mille) (c) Revenue per 1,000 views (or mille)



Plus Solutions in early growth stage, primarily starting in 2018. 
Meaningful component of the required profitable investment for Plus Solutions in process.
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BBTV SHARES IN CONTENT OWNER VALUE UPLIFT

77% CAGR
in Content Views

63% CAGR
in Revenues

16 point margin improvement
in Adj. EBITDA to reach positivity in 2018 and 

allow for investments into Plus Solutions
2014-2019

Revenue stream BASE PLUS

Opportunity AVOD/SVOD DIRECT 
ADVERTISING SALES

SAAS / CONTENT 
MANAGEMENT MOBILE GAMING APPS

Revenue CAGR 2017-19 23% 39%

Current Revenue Split >90% <10%

Current Gross Profit Margin 7%-8% Weighted Avg. 20%-30%

Current Gross Profit Split 70%-80% 20%-30%



ONE SUITE - EVERY ANGLE
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SOLUTIONS POWERED BY 
PROPRIETARY TECHNOLOGIES

NOVI
Track and analyze
fan engagement

INTERACTIVE
Design and develop 
proprietary mobile 

gaming apps

CATALYST
Content discovery, 

optimization, 
engagement, and 

insights

PRISM
Identify and manage 
content protection & 

brand safety

MINE
Store, mine and 

analyze large-scale 
data

COLLAB
Collaboration & 

connection between 
content owners

Internal Tech for all 
Solutions Base Solutions Content Management / SaaS Direct Advertising 

Sales(a) Mobile App Publishing

(a) Also leveraged for Base Solutions
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ACTIVATING CONTENT OWNER SUCCESS

INCREASE VIEWS
Increase content discoverability and audience engagement by 
leveraging AI to optimize video viewership and engagement, including 
keywords, titles and descriptions

INCREASE RPM
Leverage technology to monitor content for brand safety, which 
enables better monetization of content through advertising

ADD DIRECT AD SALES REVENUES
Leverage technology to support targeting of specific video content 
while ensuring brand safety for brands and advertisers, which 
translates to increased advertising revenues for content owners

OTHER MONETIZATION STREAMS
• Content management revenue solutions including rights 

management
• Mobile gaming apps



WITH BBTV

VALUE INCREASE FOR CONTENT OWNERS

Content 
Owner

Management

Distribution

Monetization
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WITHOUT BBTV

Audience

average value increase for 
independent content owners(a)~18% ~29% average value increase for 

enterprise content owners(a)

(a) the average increase in the amounts paid to our content owners 
under contract with BBTV from Fiscal 2018 to Fiscal 2019

Audience

Content 
Owner



BBTV combines quality content with diverse & valuable audiences to drive 
powerful monetization opportunities

DIVERSE 
CONTENT OWNERS

VERTICAL(a)

LEADERSHIP

BBTV DIFFERENTIATED BY THE 
SIZE AND STRENGTH OF ITS CONTENT

IMPACTFUL 
CONTENT

new videos licensed each month(c)
>400K

14

(a) Vertical refers to content vertical, specifically Entertainment, Music, Kids and Family, Gaming, and Sports
(b) June 2020 excluding our top two Content Owners
(c) Last six months,  August 2020

24.5M
licensed video assets(b)
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FRICTIONLESS PROCESS TO MONETIZE 
EXISTING CONTENT LIBRARY ACROSS 

PLUS SOLUTIONS

Base Solutions are the building blocks for Plus Solutions

Base
Solutions

SaaS / Content 
Management

Direct 
Ad Sales

Mobile Gaming 
Apps

No upsell required as BBTV typically acquires 
exclusive digital content monetization rights for its 
licensed content library across platforms and 
revenue channels.

MARGIN EXPANSION OPPORTUNITY

BASE
AVOD/SVOD Reduction of historic penetration pricing strategy

DIRECT 
ADVERTISING SALES Higher CPM and reduced fees

SAAS / 
CONTENT 

MANAGEMENT

Leveraging strong content to monetize fan 

engagement

MOBILE 
GAMING APPS

Low cost per install by marketing to existing 

engaged audience

Activation within BBTV’s control



12M 14.6M

#1 app

4.8 / 5

downloads

17+ countries 
within 24hr

star rating from 
500k+ reviews
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Leveraging BBTV's Solutions, Fernanfloo has grown his audience significantly in his target LATAM market

FERNANFLOO
FROM SALVADORIAN STREAMER TO GLOBAL STAR

monthly views

8,000

Q2’11 Q2’20

434%
CAGR

101M
views across 
advertising 
channels

BASE SOLUTIONS

Increased 
viewership of 
Fernanfloo with 
partnership 
starting in 2011

Leveraged 
reach and 
engagement 
through 
multiple 
targeted ad 
campaigns 

ADVERTISING SALES

Extended 
brand to new 
revenue 
stream –
mobile gaming 
app

MOBILE GAMING APPS

Continuing to grow with Fernanfloo – scaling high margin revenue streams
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NBA's digital audience has grown to be a leader among major sports leagues leveraging BBTV Solutions

NBA
FROM PROTECTING THE BRAND TO GROWING THE GAME

Leveraged 
popularity of 
NBA Playmakers 
into campaign 
for recognized 
brands

ADVERTISING SALES

Millions
of views across 

advertising 
channels

Protect and 
manage NBA IP

SAAS / CONTENT MANAGEMENT

3,974%
views increase 

since 2009

2011 2013 2015 20172009 2019

BASE SOLUTIONS

Launched
new network, 
NBA Playmakers; 
rapidly grew 
views

monthly views
CAGR

October 2016

85%

June 2020
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BBTV has helped the studio grow and manage a massive digital audience around their IP

ENTERTAINMENT STUDIO
BRIDGING THE GAP BETWEEN THE STUDIO AND ITS FANS

RIGHTS MANAGEMENT SOLUTIONS

From protecting 
the studio’s IP to 
engaging fans, 
creating a new 
revenue stream 
for the studio

Developing and 
implementing 
content strategies 
leveraging the 
studio’s massive 
content library

CHANNEL MANAGEMENT

Activating 
content owners 
to promote 
releases to new 
audiences

ADVERTISING

Continuing to grow with the studio – scaling high margin revenue streams

increase in views

2014

1,319%

2019

707%
growth in views

2014 2019

869K
views in single video 

with independent 
content owner 

promoting major film 
release



Calculations and classifications made by BBTV based on data from Comscore contained in Comscore’s
“Top 12 Countries = June 2020 comScore Video Metrix Media Trend - Multi-Platform - Top 100 Video Properties Report”; 
Top 12 countries represent ~50% of world’s digital population

Unique Monthly Video Viewers For Top 12 Countries (Millions) Monthly Watch Time For Top 12 Countries (Billions of Minutes)

BBTV IS AN INTEGRAL PART OF
GLOBAL CONTENT CONSUMPTION

19

CBS Viacom Comcast
NBC

Universal

UproxxDisney Vevo Warner
Media

MEDIA COMPANIES:
ENGAGEMENT

54.4

21.1

17.6

3.23.0

24.5

15.7

25.0

2X
watch time
of nearest 
competitor

Twitch Microsoft Hulu facebook Google

53%
of Google’s 
unique video 
viewers

4X
facebook’s 

unique video 
viewers

PLATFORM:
SCALE

61 75
109

144

1,118

596

approximately

CONFIDENTIAL - FOR INTERNAL USE ONLY
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CONTINUALLY 
IMPROVING ALGORITHMS

• Big data analysis
• Machine learning

• Digital signal processing
• Computer vision

PATENT PROTECTIONS

IMPROVE SOLUTIONS

CUSTOMER RETENTION

VALUE ADD 
(increase views & RPM)

LARGE DATA SETMASSIVE DATA & PATENTED 
PROPRIETARY TECHNOLOGIES 
SOLIDIFY DIFFERENTIATION 
AND COMPETITIVE 
ADVANTAGE

~ 94%
91%

~

views retention for independent 
content owners(a)

media company content 
owner retention(a)

29%
18%

~

enterprise content 
owners

2.2B video assets(a)

9
4

technology patents/
patents pending

design patents to
protect design and user 
interface

~
independent content 
owners

25x
9x

increase in total views per head across our 
content acquisition team from 2014 to 2019 

increase in Views as a result of acquiring new 
content owners from 2014 to 2019 

ENHANCED MONETIZATION
● Advertising
● Content Management and SaaS
● Mobile Gaming Apps

(a) LTM June 30, 2020



Multiple vendors required to near BBTV’s comprehensive solution

BBTV Technology / SaaS Specialty Media Digital Platforms

Content Optimization & Discovery

Collaboration & Fan Engagement

Audience Development & Educational 
Services

Analytics and Insights (Base)

Direct Advertising Sales

Content Management & SaaS

Mobile App Development & Publishing

Analytics and Insights (Plus)

VIP Partner Services

21

Complete Service 
Offering

Partial Service 
Offering

COMPREHENSIVE END-TO-END
SOLUTION FOR CONTENT OWNERS

B
as

e 
S

o
lu

ti
o

n
s

P
lu

s 
S

o
lu

ti
o

n
s



GLOBAL SCALE AND DIVERSIFICATION
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VIEWS BY LANGUAGE(b)

VIEWS BY VERTICAL(b)REVENUES BY CONTENT OWNER(a)

GLOBAL 
OPERATIONS

Local presence in

28 COUNTRIES

Solutions in

10 LANGUAGES

MINIMAL
CONTENT OWNER
CONCENTRATION

THOUSANDS
of content owners(a)

GLOBAL DIVERSIFIED 
AUDIENCE

VERTICAL
DIVERSIFICATION

80%
viewers between 
ages 18-44(b)

65 / 35%
Male / Female(b)

Presence in

5 VERTICALS

(a) H1’2020  (b) LTM June 2020



ADVERTISING RPMS (C$)
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ADVERTISING VIDEO VIEWS (BILLIONS)

KEY METRICS HIGHLIGHTS

2323
23

201920182017201620152014

24
59

203

337

406
423

439

201920182017201620152014

1.35

1.15

0.79
0.68

0.77 0.83 0.83

LTM
Q2’20

LTM
Q2’20

➔ 2014-17 decline driven by expansion into international 
markets with low RPM but high growth rates

➔ 2018-LTM Q2’20 international RPMs increase driven by 
shift from traditional to digital advertising

Growth driven by:
➔ International and vertical expansion 
➔ Improvements in technology and services
➔ Expansion of valuable content library
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FINANCIAL HIGHLIGHTS

2424

ADJUSTED OPEX AS A % OF REVENUE AND 
ADJUSTED EBITDA MARGIN (%)

REVENUE (C$ MILLIONS)

24

201920182017201620152014

$33
$68

$165

$243

$335
$372

$388

LTM
Q2’20

201920182017201620152014

42%

34%

20%
16%

11%

LTM
Q2’20

10% 10%

+0%

-16%

-8%

-3%
-2%

+1% -1%

Adjusted EBITDA Margin (%) Adjusted OPEX as a % of Revenue

Revenue growth driven by same trends impacting 
Views and RPM Margin improvement driven by scale, as well as operational 

efficiencies due to tech powered automation



REVENUE
(C$ MILLIONS)

Q2 
2019

Q2 
2020

Q2 
2019

Q2 
2020
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ADVERTISING VIDEO VIEWS
(BILLIONS)

Strong growth in audience views 
accelerated by beneficial secular 
tailwinds, including television 
viewers ‘cutting the cord’ to 
watch digital video on demand

Global digital ad spend now 
estimated to grow 2.4% in 2020 
vs 2019(b) (previously estimated 
to grow 14% pre-pandemic) 
while BBTV’s revenues 
outperformed despite COVID 

BBTV OUTPERFORMING THROUGH COVID-19

(a) Estimates as of mid-September, 2020
(b) eMarketer: Global Digital Ad Spending Update Q2 2020 (emarketer.com/content/global-digital-ad-spending-update-q2-2020)

Q3 YoY Growth 
Estimate: >15%(a) >25%(a)

109
126

$91 $96



(a) eMarketer, June 2020: Digital Ad Spending Worldwide, 2019-2024 - Update Q2 2020; b) Pubmatic (c) Brookings

LARGE, HIGH-GROWTH MARKETS WITH 
ATTRACTIVE DEMOGRAPHICS 

26

Positioned to benefit from reach, scale, market leadership
and diversified revenue streams

Digital Advertising Digital Video Advertising

280(a)

441(a)

82(b)

37(b)

2018 2022

12%
Market CAGR,
Digital 
Advertising

22%
Market CAGR, 
Digital Video 
Advertising

GLOBAL DIGITAL ADVERTISING SPEND
USD (Billions)

Millennials Gen X Gen Next Baby Boomers

2020 2025 2030 2035

$25

$20

$15

$10

$5

Global Generation Spend Share(c) (USD trillions)

~$15T

MILLENNIALS: 
THE FIRST DIGITALLY NATIVE GENERATION

Global millennial
Spend, 2022(c)

USD

https://www.emarketer.com/content/global-digital-ad-spending-update-q2-2020
https://pubmatic.com/wp-content/uploads/2018/12/2019-Global-Digital-Ad-Trends.pdf
https://www.brookings.edu/blog/future-development/2018/04/30/how-to-harness-the-spending-power-of-millennials-move-beyond-the-us


HIGHLY SCALABLE 
GROWTH STRATEGY

Scale organic revenue 
streams across Base 
and Plus Solutions

REVENUE 
STREAMS

Expand to new platforms, 
geo markets and verticals, 
and increase presence in 
existing ones

PLATFORMS, MARKETS 
& VERTICALS

Continuously innovate 
and expand tech 
solutions for content 
owners

TECHNOLOGICAL 
INNOVATION

Further empower organic 
growth opportunities 
through M&A

MERGERS AND 
ACQUISITIONS

Key strategies to support scalable, high margin revenue expansion
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Expand Base Solutions to further drive value for content owners 
and enable activation of Plus Solutions.

● Increase content library

● Expand platforms

● Expand verticals and territories

Established Base Solutions provides for expansion and monetization 
of new and existing content and direct acquisition of new Plus 
Solutions customers

● 24.5M video assets (less than 1% of views currently 
monetized directly)

● Tech is in place (VISO Prism, VISO NOVI, VISO Interactive) for 
scaled monetization of content across Plus Solutions

● Building direct sales force for Plus Solutions

CONTINUED INVESTMENT 
IN SCALING BASE SOLUTIONS

INCREASED INVESTMENT 
FOR PLUS SOLUTIONS

28

CONTINUING TO PROFITABLY SCALE BASE 
AND EXPANDING INTO PLUS SOLUTIONS



We bring the power of content at scale with
significant margin expansion and growth opportunities

Enabling Platform
for Content 

Owners

Significant Growth 
and Scale 

Established

Global Reach 

Active and Highly 
Engaged 
Audience

Unique Content 
Ecosystem of:

Diverse Content 
Owners

Leading Verticals

Impactful Content

Key Inflection 
Point with 
Plus Solutions 
Enabling
Multiple 
Avenues for 
Growth & 
Margin 
Expansion

Founder-Led
and Visionary 
Management 
Team with 
Significant 
Ownership 
Position 

INVESTMENT HIGHLIGHTS

29

Large,
High Growth
Addressable 

Market 
with Diverse,
High-Value 

Demographics



THANK YOU
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Non-IFRS Measures

“Adjusted EBITDA” means net earnings or loss, as applicable, before financial expenses, income tax expense (recovery), amortization and
depreciation, share-based payments, unrealized and realized gains or losses due to foreign exchange, transaction-related costs, and certain
other items set out in the reconciliation table under the heading “Selected Consolidated Financial Information – BBTV – Reconciliation of Non-
IFRS Measures” in the preliminary prospectus.

“Adjusted EBITDA Margin” means Adjusted EBITDA divided by revenues;

See “Selected Consolidated Financial Information” and Appendices D and F - “Management’s Discussion and Analysis of Financial Condition and
Results of Operations - Non-IFRS Measures and Key Metrics” of the preliminary prospectus for a reconciliation of the foregoing non-IFRS
measures to their most directly comparable measures calculated in accordance with IFRS.

Industry Metrics

“Advertising Revenue” means the revenue generated from: advertising sales from the Company’s video on demand content across digital
platforms, rights management revenue from advertising sales on video on demand content, and Mobile Gaming Apps. Advertising Revenue is a
non-IFRS measure.

“RPMs” or “Revenue per one thousand video Views” means the Advertising Revenue for every thousand video Views generated by the
Company’s owned and licensed digital content. Advertising types include pre/mid/post-roll advertisements that run on the Company’s owned
and licensed content across digital platforms. The Company does not provide a reconciliation for RPMs as there are no directly comparable IFRS
measures for the components that make up RPMs.

“Views” means the number of views, in billions, of the Company’s owned and licensed digital video content on various platforms, notably
YouTube, for the stated period. The presentation of advertising video Views is reliant on certain third-party industry data and therefore is not
comprehensive and may exclude Views of the Company’s content on certain platforms or in geographies whereby such data sources are unable
to or do not track such information.
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Summary of the Offering
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Issuer BBTV Holdings Inc. (the “Company”)

Offering Size It is anticipated that between 12,314,286 and 7,662,221 subordinate voting shares will be offered

Offering Price Anticipated to be between $14.00 and $22.50

Gross Proceeds $172,400,000 ($189,640,000 if the over-allotment option is exercised in full)

Over-Allotment 
Option: Up to an additional 10% of the aggregate number of the offered shares issued 

Subordinate Voting 
Shares and Multiple 

Voting Shares 
Outstanding:

The subordinate voting shares and the multiple voting shares are substantially identical with the exception of 

the multiple voting rights and conversion rights attached to the multiple voting shares. Each subordinate 

voting share is entitled to one vote and each multiple voting share is entitled to ten votes 

Upon closing, the founding CEO will, directly or indirectly, own or control 100% of the multiple voting shares. 

The Founding CEO will hold approximately 35.2% of the  issued and outstanding shares and approximately 

83.5% of the voting power attached to all of the issued and outstanding shares

Use of Proceeds

$158,771,514 of the net proceeds will be used to complete the RTL Canada acquisition. The Company intends 

to use the balance of the remaining net proceeds as cash for operations, including payroll, other 

professional fees and general operating costs.

Closing Date On October 26, 2020 or such other date as agreed upon between the co-lead underwriters and the Company

Founding CEO ownership and voting power calculated assuming $18.25 offering price.

The following is a summary only and is qualified by the detailed information contained in the preliminary base PREP Prospectus dated October 7, 2020. An investment in the offered securities is subject to a number of risks that 
should be considered by a prospective purchaser. Investors should carefully consider the risk factors described under “Risk Factors” before purchasing the Units. See “Risk Factors” in the preliminary base PREP prospectus dated 
October 7, 2020. Terms not defined in this document have the meaning ascribed thereto in the preliminary base PREP prospectus. All references to “$” or “dollars” in this document are to Canadian dollars, unless indicated otherwise. 
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Supplemental Financial Information

BroadbandTV Corp. Balance Sheet Summary 
(As at June 30, 2020) - C$ thousands

Cash $9,186

Total Assets $68,135

Existing Borrowings & Loans $48,493

Current Liabilities $114,592

Non-current Liabilities $5,348

Total Liabilities $119,940

Pro-forma Ownership & Voting Summary(a)

Ownership % (Non-diluted) Voting % 

Shahrzad Rafati 35.2% 83.5%

Other BBTV Shareholders 19.9% 5.1%

Investors in the Offering 44.9% 11.5%

Total 100.0% 100.0%

(a) Ownership % and voting % calculated based on $18.25 offering price.



COMPARABLE COMPANIES
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In accordance with Section 13.7(4) of National Instrument 41-101 – General
Prospectus Requirements, all of the information relating to the Company’s
comparables and any disclosure relating to the comparables, which is contained in
the presentation to be provided to potential investors, has been removed from this
template version for purposes of its filing on the System for Electronic Document
Analysis and Retrieval (SEDAR).



Shahrzad Rafati
Founder, CEO, & Director

Todd Tappin
CFO
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Shahrzad Rafati is the founder of BBTV and has held the position of Chief Executive Officer, since the Company’s founding in 2005. She 
also serves on the board of directors of numerous for-profit and non-for-profit entities, including: Invest In Canada, Hootsuite Media Inc., 
and Bjarke Ingels Group, and has previously served on the board of directors of the Forum of Women Entrepreneurs and the Vancouver 
Economic Commission. Ms. Rafati has received numerous recent awards and accolades, including being named the 2018 Ernst and Young 
Pacific Entrepreneur of the Year Award in the technology category, awarded Person of the Year by the British Columbia Technology
Association, named one of Canada’s Top 40 under 40, selected as one of The Hollywood Reporter’s Most Powerful Women in Global
Television, the AdAge Creativity Award 2019 Visionary/Founder of the Year, and was named to TheWrap’s Innovators List. Earlier awards 
and accolades include being named one of Canada’s Most Powerful Women, winner of the CEO World Awards Founder/Entrepreneur of
the Year and named one of Fast Company's 100 Most Creative People in Business. Ms. Rafati holds a BSc. in Computer Science from the 
University of British Columbia, is a Graduate of the Young Global Leader, Oxford Module: Transformational Leadership at Saïd Business 
School, University of Oxford, and received her honorary doctorate from University Canada West in 2020.

Todd Tappin is BBTV’s CFO. Mr. Tappin is an accomplished business leader in both public and private companies spanning many stages of 
size and growth with an emphasis in technology and media. He has held president, chief operating officer and chief financial officer roles 
and has led two successful initial public offerings (Overture and Rubicon Project) in his chief financial officer capacities. Mr. Tappin was 
awarded CFO of the Year by the Los Angeles Business Journal and has been a public speaker, including appearances on CNBC and 
presenting at many of the largest investor conferences.  Mr. Tappin has been on the board of directors of several companies and 
philanthropic organizations and currently is on the board of directors of Spin Master Corp., a company listed on the TSX. Prior to his role at 
BBTV, Mr. Tappin provided private strategic consulting to a cross section of companies and private equity firms. Previously, he was the 
President and Chief Financial Officer of TechStyle Inc., a privately held fashion holding company, a position he held from July 2016 to 
November 2018. Prior to TechStyle, he was the Chief Operating Officer and Chief Financial Officer of The Rubicon Project, Inc., a 
technology company listed on the New York Stock Exchange, a position he held since 2013. Prior to The Rubicon Project, Mr. Tappin was a 
Managing Director of The Gores Group, a Los Angeles-based private equity firm from January 2009 to October 2010. He was the founding 
Chief Financial Officer of Overture, the pioneer of paid search, which was listed on Nasdaq and ultimately acquired by Yahoo!. Prior to 
Overture, Mr. Tappin was a senior executive at 21st Century Fox / News Corporation, an American multi-national mass media company.

Executive Officers



Hamed Shahbazi
Lead Independent Director

Hamed Shahbazi is a technology focused operator and investor with more than 20 years of experience. He is currently the Chief Executive Officer
and Chairman of WELL Health Technologies Corp., a company listed on the TSX. He founded TIO Networks Corp., a TSX Venture Exchange listed 
company, which was acquired by PayPal Holdings, Inc. in 2017. Mr. Shahbazi served as the Chief Executive Officer and Chairman of TIO Networks 
Corp. from its inception in August 1997 until its acquisition in 2017. Mr. Shahbazi owns and operates Impactreneur Capital Corp. which has more 
than a dozen investments in leading digital content, ehealth, insuretech and other technology inspired companies. 

Board of Directors
Shahrzad Rafati
Founder, CEO, & Director

Michele Romanow is the Co-Founder of Clear Finance Technology Corp., a technology company that provides financial services for freelancers in the 
United States. Previously, Ms. Romanow was the Co-Founder of Snap by Groupon (previously SnapSaves), which was founded in March 2012 and 
acquired by Groupon, Inc. in June 2014. She served as a senior marketing executive for Groupon, Inc. from June 2014 until March 2016. In February 
2011, Ms. Romanow also founded Buytopia.ca, a Canadian e-commerce leader. Prior to that she was Director, Corporate Strategy & Business 
Improvement for Sears Canada. Ms. Romanow is also one of the venture capitalists on the CBC series Dragons’ Den. Ms. Romanow is also a Director 
of SHAD, a registered Canadian charity that empowers exceptional high school students. Ms. Romanow is a current director of Vail Resorts, Inc. 
(NYSE: MTN) and a previous director of Whistler Blackcomb Holdings Inc. Ms. Romanow holds a Bachelor of Science in Engineering and an M.B.A. 
from Queen’s University.Michele Romanow

Director
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Marcel Reichart
Director

Marcel Reichart is an international executive, advisor and investor in culture, creative and tech industries. He currently works as an independent 
business consultant for his privately owned firm, and serves on the board of directors of Fotografiska Holding AB and NeueHouse Inc. He was 
previously the Executive Vice President of RTL Group S.A. from May 2015 to March 2017 and served on the BBTV Board from July 2015 to April 
2019. Dr. Reichart was also previously the Executive Vice President Digital Development and a Member of the Corporate Centre Board for 
Bertelsmann AG and served on the Investment Committees of Bertelsmann Investments in the US, Europe and China. He also served as a non-
executive director for Connaught Ltd. and the managing director of Vesmax GmbH. Dr. Reichart is a graduate from the Otto-Beisheim-School of 
Management (WHU) and holds a Doctorate in Economic Sciences from the University of Stuttgart.

Ryan Holmes
Director

Ryan Holmes is currently the Chairman and a director, and previously served as Chief Executive Officer from 2008-2020, of Hootsuite Inc., a 
company that provides social media management tools for businesses which he founded in 2008. He has also served on the board of directors of 
Aritzia Inc., a TSX listed company, since 2016. Prior to founding Hootsuite, Mr. Holmes founded Invoke Media, a digital marketing agency in 2000. 
Mr. Holmes currently serves as a director of Payfirma and Invoke Media. He co-founded and serves as chair of the board of directors of The Next Big 
Thing, a national charitable organization focused on entrepreneurship. Mr. Holmes supports youth entrepreneurship through his charity, League of 
Innovators, offering online and in-person programs for the next generation of entrepreneurs. Mr. Holmes is the author of the Amazon-best-selling 
guide to social media for leaders, The $4 Billion Tweet.


