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SECTION 1 /

RISK WARNING
Crowd-sourced funding is risky. Issuers using this facility include new
or rapidly growing ventures. Investment in these types of ventures is
speculative and carries high risks.
You may lose your entire investment, and you should be in a position to
bear this risk without undue hardship.
Even if the company is successful, the value of your investment and any
return on the investment could be reduced if the company issues more
shares.
Your investment is unlikely to be liquid. This means you are unlikely
to be able to sell your shares quickly or at all if you need the money
or decide that this investment is not right for you.
Even though you have remedies for misleading statements in the offer
document or misconduct by the company, you may have difficulty recovering
your money.
There are rules for handling your money. However, if your money is
handled inappropriately or the person operating the platform on which
this offer is published becomes insolvent, you may have difficulty
recovering your money.
Ask questions, read all information given carefully, and seek independent
financial advice before committing yourself to any investment.
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SECTION
SECTION 2 2 /

Information
INFORMATION
about the
Company
ABOUT THE COMPANY
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2.1 LETTER FROM THE FOUNDERS
Hi there!
We started this beautiful little brewing group almost eight years
ago, and my how time has flown. It’s been an amazing journey
starting this all from scratch, based on the idea of brewing great
tasting beer and bringing people together. If you’ve ever had a
Batch beer over these last eight years, thank you for your support
and for helping us to continue to do what we love. And today, with
this Offer Document, we are formally asking for your support once
again.
Our original business plan included six fermenters, and our
projections showed us growing into those tanks over the course of
five years. Oh, how wrong were we. By about five months, our local
community had embraced our beers so much that in order to service
the demand we needed to order more tanks. And by month eleven our
second installation was commissioned, doubling the amount of beer
we could produce. And so kicked off a series of expansions to our
cellar, packaging equipment, service areas, cold storage, and
eventually, a second brewery and tasting room, Small Batch,
in Petersham.
All of this expansion was funded by us, with the blessing of
our beautiful, patient and trusting wives, and the physical
assistance of a fantastic array of employees all of whom have
imparted a piece of themselves into the way we operate. Going it
alone financially was the right decision at that time - it allowed
us to maintain control over our infant business and ensure it
would mature with our ethos of brewing for our community at its
core, while cementing in the environmental stewardship we value
without the pressure of trend chasing, short term profit.
Fast forward to today and we have a mix of creativity and product
development, production and efficiency, process and execution
that’s all ready to scale. But given the size we have grown to,
we can’t, and shouldn’t, take on this next phase alone - we need
and want your help. Help not only through your equity investment,
but through becoming an advocate for great beer and all the
good that can be achieved when a community embraces responsible
socializing and inclusiveness. We want to see more people enjoying
Batch beers so we can continue to bring smiles to peoples faces,
and warmth to their hearts knowing they’re engaging with a brand
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that stands for positive change while building a strong brewing
tradition that respects the agricultural inputs of Australia and
New Zealand, and embraces the Australian communities in which it
exists.
In the pages that follow we will lay out our plans for the
next phase of Batch. These plans include further developing our
existing wholesale sales channels and pushing those further within
NSW to capture the attention of consumers who we’ve never spoken
to before. As we bed down the volume needed to service these new
customers, we’ll solidify our contract brewing relationships as
we open up interstate wholesale markets. Concurrent to this, we
will continue scouting locations and communities that offer the
best opportunity for Batch outpost Taprooms. Depending on the
success of this capital raise we’ll look to open as many as three
additional Tap Rooms to be serviced by our existing production
capacity. Once those are in place, we will look to the next phase
of investment to build new production brewery spaces in regional
NSW and interstate, each of which will service their own network
of retail Taprooms as we look to become Australia’s community
brewery.
From where we started to where we are today has been the
experience of a lifetime. We’ve worked with amazing people and are
so proud of their contributions to Australia’s brewing culture.
We’ve watched our children grow up alongside the children of our
locals, suppliers and wholesale partners. But we’re not done.
Join our community and help us, our wonderful team, our
hardworking suppliers, and our loyal customers build a beer
culture we can all be proud of. We welcome everyone; passive
investors seeking growth, individuals who see business as a force
for change, and beer fans who want access to exclusive beers,
events and product discounts. And we hope everyone will get
involved and show their ongoing support by reaching for their
beer on taps and shelves. And we want you to use your investor
discounts to make purchases online and in our venues for your
families and friends too - beer is meant to be shared and every
purchase you make brings us closer to achieving our collective
goals.
Thanks for listening and we hope to see you around!
Cheers,

Chris & Andrew
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2.2 COMPANY DETAILS
This offer of shares is made by Batch Brewing Company Pty Ltd
ACN 162 781 142 (the Company). The Company was incorporated on
12 March 2013.

Registered office and contact details
44 Sydenham Road, Marrickville
NSW 2204 Australia

Principal place of business
44 Sydenham Road, Marrickville
NSW 2204 Australia
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2.3 DESCRIPTION OF THE BUSINESS
2.3.1 Overview of Batch Brewing Co.
Founded in 2013, Batch Brewing Co. is an Australian craft
brewery with a focus on unique, handcrafted, small batch
beers with deep community inspiration. We brew and release
new limited release beers regularly, each with its own
unique combination of flavours. These exciting beers
complement our award winning line up of sessionable core
brands including an American style pale ale, American West
Coast style IPA, nitrogenated milk stout, kettle soured
ale with passionfruit and dragonfruit, and an Australian
style pale ale.
We operate out of two venues in Sydney’s inner-west,
with a main production brewery and tasting room in
Marrickville, and an R&D and experimental brewery and
tasting room in Petersham, the latter of which is in
cooperation with Solotel, one of Australia’s leading
hospitality groups.
With a passionate team of over 20 beer enthusiasts,
whose backgrounds include the drinks industry, finance,
entrepreneurship and the arts, we are perfectly
positioned to grow Batch Brewing Co.’s presence
wider across NSW before accessing untapped
interstate markets.
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2.3.2 Investment Highlights
Strong Traction to Date, Ready to Scale
Since inception, we have already grown to
a substantial brewing operation through our
two venues in Sydney and wider distribution.
Despite COVID-19 related shutdowns, we generated
an impressive $3.3m in revenue and sold over 345,000 litres
of beer in FY20, representing growth over FY19 of 5% and 7%
respectively. The business is now ready to scale nationally, starting
with greater wholesale access and additional venues in NSW, before
expanding further interstate.

Deep Community Connections
Our brand has amassed a loyal and engaged following of 30,000
community members across social media, with strong ties to local
businesses and organisations in Sydney’s inner-west. We focus on
creating community hubs at our venues.

Growing Distribution Network
In addition to our venues at our production brewery and small batch
R&D facility, we distribute through a wide network primarily across
NSW and ACT, with a minor presence in VIC and WA, as well as direct
to consumers online.

Impressive Industry Achievements
At Batch, we have achieved some of the highest honours of the craft
brewing industry. We were ranked 3rd in NSW in 2019, and 5th in 2020
according to a Beer Cartel survey. We have also had beers featured in
the GABS Hottest 100 craft beers on a number of occasions.
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Talented & Experienced Team
The Batch team were some of the earliest to the craft brewing scene
in Sydney and bring a wealth of experience. Key figures in our 20+
team bring experience from a range of sources including Lion and J.P.
Morgan, and some Batch alumni have gone on to start many key brands
now prevalent in the Sydney beer scene.

Ready to Take Growth to the Next Stage
After developing a successful brand and loyal following, Batch is now
ready to scale. As the first phase, we are raising capital to rollout
into new cities in NSW. This will operate as a hub and spoke model,
focused around our Marrickville production site where we will feed a
series of branded venues and wholesale customers. Longer term plans
include building an additional large scale brewery or multiple medium
scales breweries, as well as new venues to bring our Batch Brewing
Co. ethos and sense of community to more Australians.

Emphasis on Sustainability and Giving
We understand that a lot of raw materials are
used to brew the beer you drink, from water
and electricity, to hops and cereal grains.
That’s why it’s part of our goal to minimise
the impact we have on our community, the
land and the air. We limit “beer miles” by
carefully sourcing raw materials, the bulk
of which come from a regenerative farm in
the Riverina. We use carbon offset schemes
for vehicle fuel and electricity, we recycle
and repurpose much of our waste, and have a
solar array powering our refrigerated storage
and offices. We are also heavily involved
in the community and contribute to charities
nominated by customers and staff members.
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2.3.3 Our Current Range of Beers
Our core range consists of an award winning line up of sessionable
brands including an American style pale ale, American West
Coast style IPA, nitrogenated milk stout, kettle soured ale with
passionfruit and dragonfruit, and an Australian style pale ale.
These beers are available on draft, in four packs of 375mL cans,
and in cases of 24x 375mL cans.
AMERICAN PALE ALE (5.2%) is our very first and original beer,
brewed lovingly in Andrew’s backyard. With a sessionable balance
of malt sweetness and hop bitterness, and bright citrus hop
aroma, this beer continues to earn its place in our Core Range.
APA was surrounded by a flow of experimental brews and over
time some favourites started to emerge.
The Mosaic hop driven American WEST COAST IPA (5.8%), with its
vibrant hop amora and stripped back malt bill, stood out enough
to join the core range.
Further experimentation led us to the silky smooth, nitro
ELSIE THE MILK STOUT (4.4%), a sweet stout balanced by robust
coffee and chocolate – don’t let her appearance fool you, she’s
equally tasty on a cold winter evening and a hot summer arvo.
As our palates and brewing techniques progressed, we discovered
the crisp refreshment of kettle soured ale. These brews are the
perfect base for carrying fruit flavours and aroma, and the
passionfruit and dragon fruit infused PASH THE MAGIC DRAGON (4.5%),
with its pink hue and vibrant fruit aroma, found its way into the
permanent lineup.
Balancing out the list is TASMAN TANGO SOUTH PACIFIC ALE (4.2%).
Brewed with a mix of our favourite NZ and Australian hops and
malts, Tango is the perfect, easy drinking style for those hot
summer days. Enjoy!
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Limited Releases
We also brew a series of one-off beers, releasing a new flavour
experience at the rate of one per week on average. These beers are
designed with respect to tradition and with inspiration from our
locally sourced raw materials, with a view to excite Australian
palates.
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2.3.4 Our Venues
We currently operate out of two venues in Sydney’s inner-west, with
a main production brewery and tasting room in Marrickville, and an
R&D and experimental brewery and tasting room in Petersham, the latter
of which is in cooperation with Solotel, one of Australia’s leading
hospitality groups.
We carry a full range of merchandise from frisbees and stubby holders,
to glassware, books and apparel. Both venues offer our full range and
customers can also order online.

“44”, Batch Brewing, 44 Sydenham Rd, Marrickville
•

Our first brewery and main tasting room and production site.

•

Production occurs around the tasting room so there’s always
something happening with things to watch and smell!

•

Capacity sits at around 70pax, and we’re looking to increase
this with some local planning (LEP) changes coming up.

•

We have a rotational food truck schedule from Thurs - Sun,
and customers can order from local takeaway shops Mon - Wed.
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Small Batch, Public House Petersham:
•

Our R&D brewery where we run three streams:
•

R&D beers to scale up at 44;

•

Process changes to existing beers to improve flavour; and

•

Creative beers designed to have a good time experimenting
and brewing whatever tickles our fancy.

•

This brewery and tasting room operate in cooperation with
the Public House Petersham, a Solotel venue, whereby our
customers can access food from their kitchen, and their
customers can purchase our beer.

•

Here we host regular car park events which make for a great
day out (eg: Sourfest).

A note on events: Beer events are a regular part of the Batch calendar
outside of Covid times. We host some at Small Batch, and participate
in many other outside events like Beer Food and Footy, Carriageworks
Nightmarkets, Taste of Coogee and many others.
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2.4 KEY MILESTONES TO DATE
2013

/ 1st brewery
opens (and 1st
in Marrickville)

2015

/ 2nd brewery expansion
doubling our production
output again, refurbishing
the Tasting Room and the
addition of offsite
warehouse and cold
storage

2016

/ Trip to Japan where
Hub & Spoke concept was
conceived

/ 1st brewery
expansion including
doubling of cellar
and production
capacity

/ Portland Craft Brewers
Conference with inspirational
talk from Russian River
founder Natalie Cilurzo on
staying small and beautiful

/ Brew a Batch: a beginners
guide to home brewed beer is
published by Murdoch Books

2017
2018

/ 1,000th batch
brewed in May

/ Brewed Smoke’m if you
got’m, a rauchbier, and
our last beer ever made
with European or North
American malt marking
our commitment to
supporting sustainable
farming practices and
to developing a truly
Australian beer culture
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2018
/ Small Batch,
Petersham opens

/ Voyager Craft Malt
and Greenwood Agriculture
regenerative farming
project begins

2019
/ Beer Cartel Best Brewery
in Australia Survey
(3rd)

/ Beer Cartel Best Brewery
in Australia Survey
(5th)

/ 2,000th batch in
Marrickville to be brewed
in April

2020

2021
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Our Revenue Growth to date
$4.0m

CAGR
22%

$3.5m

$3.0m

$ 2.7m

$2.8m

$3.1m

$2.5m

$1.9m

$2.0m

$1.5m

$1.2m

40%

5%

8%

$3.3m

6%

61%

$1.0m

$0.5m

$0m
FY15

FY16

FY17

FY18

FY19

FY20

Beer production requires a large investment in stainless steel tanks,
and growth follows a staircase pattern as new production comes online
and a new production capacity is reached. Once we filled our space
with as much stainless steel as we could, growth paused.
We shifted our focus from volume and revenue growth, to bedding down
quality control processes, building out a team, and equipping that
team with the tools they needed to work safely and sustainably in
order to be successful in the long term. The pause allowed us to
recoup the cost of the tank installs that were funded by Chris and
Andrew, gave us the opportunity to take a step back to focus on our
young and expanding families, publish a book, and watch the market
while we developed this new business plan. Execution of the plan
started with Small Batch in 2019 and the hiring of two new sales
staff, but it was setback by a combination of COVID related closures
and poor hiring decisions.
We look forward to continuing our push for growth and we’ve seen
strong results for the first half of 2021 before additional closures
have set us back again beginning in late December 2020.
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2.5 BUSINESS AND REVENUE MODEL
2.5.1 Core Business Model
Our core business is ingredient sourcing, research and development,
production and selling of craft beers through retail, wholesale and
online distribution channels. We create and brew all our beers using
sustainably sourced ingredients. Small Batch in Petersham is focused
on R&D and experimental brewing while our main production brewery
in Marrickville produces our core range and limited releases, with
support from contract brewing partners for additional capacity for
our highest volume beers.

2.5.2 Supply
At Batch, we are devoted to sourcing sustainable and unique
ingredients for our beers. For the bulk of our inputs we source
single origin artisanal malts from Voyager Craft Malt in Whitton
NSW, based in the heart of the Riverina. As farmers first, they have
access to a diverse range of locally grown and regionally sourced
premium cereal grains.
For our specialty grains, we work with Gladfield Malt, located in
the Canterbury region on the South Island of New Zealand at the base
of the Southern Alps. Their state of the art maltings produce a wide
array of kilned and crystal malts from a variety of cereals giving
us access to a full palette of flavours, colours and aromas to build
from.

We currently operate two brewing facilities, and work with third party
contract brewers:
Marrickville:

our primary facility that brews and packs Monday
to Friday and produces approximately 345,000 litres per year
with a maximum capacity of roughly 500,000 litres per year.
The production space expands and contracts based on production
demands allowing the Tasting Room to maximise occupancy when
production finishes.

Small Batch:

the primary purpose of this facility is testing
and R&D, though it can add as much at 80,000 litres per year
if fully resourced. During Covid restrictions we have adjusted
production down to meet demand, and have utilised the packaging
equipment to sell much of its volume in 440mL cans.
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Contract Brewers:

We have two contract brewing relationships;
the first of which is contract brewing Tasman Tango, while the
second is in the process of coming online to brew West Coast IPA,
allowing the Marrickville site to focus on sours, nitro beers,
and limited release beers. Between these two facilities we have
the ability to reach our forecasted growth numbers.

In the medium term, our volume growth will be serviced through
a combination of additional contract brewing and maximising our
existing facilities. Minor changes can be made to the existing tank
configuration in Marrickville to increase production up to 20%. Profit
maximisation will occur by shifting more volume to our retail channel
through additional Taprooms and away from lower margin wholesale.
Following this phase of growth we intend to bring all production back
in house as additional production facilities are commissioned.

2.5.3 Distribution Network
Our beer is currently available across c. 400 wholesale outlets
(both on premise and off premise) and online channels, as well our
Batch venues in Sydney’s inner west.

Wholesale
Off Premise: Currently distributed in a mix of independent (75%)
and chains (25%), including Woolworths and Coles-owned stores.
This includes traditional bricks and mortar stores and online
outlets, such as Endeavour Marketplace and Boozebud. Near term
focus will be on growing the exposure to chains in NSW and longer
term, nationally through both independent and chain stores.
On Premise: We currently work with 100 venues in NSW where
we’re ranged on both permanent tap positioning and rotational
taps shared with other craft brewers. We are currently working
with these venues to ensure we grow organically within them,
increasing sales per tap, before expanding our wholesale on
premise footprint in NSW.

Online
Our online retail business is currently experiencing high growth
on the back of the COVID-19 pandemic and an effective online
sales strategy. We have just launched a refreshed website with
online sales as its focus and we expect online sales to grow via
a growing follower base, through exclusive and special offers, as
well as more regional and interstate consumers as we expand our
marketing reach and before we have any physical presence.
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Venue Retail Sales
Retail sales from our venues is our highest margin channel.
It is a significant part of our business that requires a
dedicated team who deliver high value sales and exceptional
consumer experiences. Increasing our retail revenue drives
profitability and accelerates cash flow.
Further expansion of our footprint into more Batch retail
outlets will drive overall awareness and thus wholesale sales
in surrounding areas. Our best performing wholesale accounts
are in Marrickville - we expect to see new hot spots of high
performing wholesale accounts around our future venues as
consumers bond with our brand and utilize wholesale accounts
for convenience purchases. Additional Batch venues also increase
sales of our highest margin, limited release products. These
products don’t always reach wholesale shelves due to limited
shelf space and the restrictive nature of major retailers, but
when sold in venues where consumers go to seek out unique beers,
they perform very well. And they perform even better when Batch
employees can pour samples and speak directly to consumers about
the process, ingredients, and flavours.
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2.6 BUSINESS STRATEGY
2.6.1 Overview
With limited external investment to date, we have grown to our
current position thanks to high quality, unique beers and a loyal
community around the brand.
Our core business strategy is to continue to live the “We Brew for
You” tagline to deliver high quality, hand crafted beer to consumers
while supporting our local producers who are the backbone of our quality
proposition. Batch will continue to work hard with Gladfield, Voyager
and Greenwood to deliver high quality, authentic beers with sustainable
and local roots.

In addition, Batch’s medium term strategy is focused on the following drivers:
Expand the Batch Community by adding Tasting Rooms
•

This will first focus on NSW (2021), and then nationally (2022+)

•

This expansion not only allows us to live and breath our local
community proposition giving consumers a great experience, but
also helps to drive the brand more generally overall translating
into additional wholesale sales

Expand Production Capacity
•

Short term production expansion will come via our contract
partners and some tank upgrades and process changes within
Marrickville

•

In the long term, our Phase 2 will look to bring all production
back in house with the construction of a production brewery or
breweries

Distribution Expansion
•

Through increased sales and marketing spend locally and steadily
growing in NSW and interstate we will drive growth in both the
chains and independent stores while managing select on premise
accounts

Build on Strengthened Online Offering
•

All roads lead to an easy online experience and while it’s not
our main driver we want to grow consumers ability to order our
core range as well as limited and hyper limited releases if
they can’t make it into our venues
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2.6.2 Growth Strategy
We have developed a two phase growth plan to realise our ambitions.
Initially, we intend to continue to strengthen our NSW presence
through a series of new taprooms in key locations fed by our
Marrickville and Petersham facilities, and contract brewing partners.
The additional taprooms will not only expand Batch’s direct customer
presence, but will also underpin broad awareness to support wholesale
sales, particularly in wholesale accounts in suburbs adjacent to
where we position our new retail presence.
We are currently in the process of assessing potential locations that
will maintain brand ethos, optimise connection with the community and
maximise distribution potential.
With Phase 2, funded by a future capital raise, we then intend
to implement our “hub and spoke” production and venue model in
additional locations in order to expand our reach regionally and
interstate, capturing a new audience while maintaining high quality
levels, brand values of community, and sustainability goals.

The strategic goals are outlined in the table below:
PHASE 1: 2021-2022

PHASE 2: 2023+

Focus Area

•

NSW

•

Nationally

Supply

•

Optimize current
Marrickville and Small
Batch brewing capacity

•

•

Continue to leverage
contract brewers

Potential to build 2
additional breweries/
brewpubs in key interstate
cities

•

Longer term, possible to
build a central production
facility

Venues

•

Plan to build 3 additional
taprooms in NSW, supplied
from existing capacity

•

The 2 additional breweries
interstate will supply up
to 3 taprooms each

Wholesale

•

Focus on strengthening
relationship with chains
in NSW and begin to
seed chains and more
independents interstate

•

Focus on national
distribution in chains
with a strong independent
presence both on and off
premise

Online

•

Continue to build out
online presence

•

Continue to build out
online presence
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2.6.3 Hub & Spoke Model
We first saw how the hub & spoke expansion model would apply to
Australia whilst travelling in Japan, as well as drawing inspiration
from growth models such as Karl Strauss Brewing Company in
California, USA. A model like this allows us to increase our market
share without relying wholly on existing retail channels dominated by
the major brewers with their exclusionary tap contracts and ultra low
costs of production.
Our model consists of taprooms and tasting rooms being fed from a
central brewery or breweries. This allows the central brewery to
streamline production, and the business to increase both retail and
wholesale sales. While multiple breweries do have some inefficiencies
relative to a single, large scale facility, they have the benefit of
having additional flexibility to meet regional consumer tastes, of
being closer to where the beer will be consumed, and of better access
to local raw materials - the latter two being critical to meeting our
environmental objectives.
By having additional venues, we will nurture a captive audience and
grow more consistent demand, allowing for streamlined production of
key beer varieties at the central breweries and contract partners.
The secondary medium scale production facilities can then focus
on smaller volumes of products to cater to the preferences of the
venues they feed, without the burden of producing core brands that
are the focus of the central production facility. With an increased
local presence, the community will bond with our brand becoming loyal
supporters who will gravitate to our products at wholesale accounts.
This mix of the small scale R&D facility, medium scale production
facilities, and larger scale production breweries will enable the
various venues to have access to bespoke flavours giving each venue
its own personality and ability to bond with its local community,
while also giving the company efficient production of more popular
beers served at all venues.
As well as their own beers, the venues will serve
a carefully curated list of other drinks from
partner brands, as well as simple food options
designed to complement and elevate the beer
experience. Like siblings from the same family,
each venue will have its own identity as defined
by the employees and customers, while sharing
common Batch values.
By expanding our footprint through taprooms in local
areas, we will increase distribution in those areas
due primarily to further awareness, as well as trial
and sales focus of the brand.

/ CSF OFFER DOCUMENT

24

2.7 MARKETING STRATEGY
2.7.1 Overview
In communicating our obsession with great tasting beer, our key
marketing channels span a number of touchpoints including point of
purchase visibility, PR, influencers, social, digital and sampling/
experiential.

“We Brew for You”

Our core brand philosophy is
, which reflects the
sense of community of the brand, and its venues.
Social and digital partnerships and PR coverage embrace our presence
in the local community and the quality of our beers, including media
such as Crafty Pint, Brews News, Good Weekend coverage in the Sydney
Morning Herald and Time Out.
We now have over 24,000 followers on Instagram, 14,000 on Facebook and
2,500 on Twitter.
A core part of our marketing strategy is word of mouth. We release
a limited batch on average every week which, in addition to our core
brands, allows us to keep pushing the boundaries of beer and innovate.
Finally, we also have an active event calendar, a key element of our
sampling and experiential campaigns. We work closely with Solotel to
bring events to life at Small Batch as well as groups like Music and
Booze on big events like Beer Food and Footy among others.
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2.7.2 Overview
We utilise a variety of marketing distribution channels to reach our
audience with relevant and engaging content. All channels are aimed
to expand overarching brand awareness in line with the Batch brand
identity.

Social Media
Social media is our primary marketing distribution channel,
comprising 50-100% of monthly marketing expenditure. The purpose
of this channel is to maintain a constant presence at less than
$0.01 per impression reach.
Our social media presence is a combination of paid and organic
content. Paid social media includes broad awareness ads to
relevant audiences in addition to specific retargeting campaigns
to drive engagement and online purchase activity.
Organic social media focuses around our Instagram presence.
We post regularly to announce the release of new batches and
keep our followers up to date with developments and events.
Additionally, we ensure we are always having fun through the
account, with regular comedic videos such as BBCNN and 80s-themed
commercials. This allows us to create genuinely engaging content
for our loyal fans and supporters.

Gift With Purchase
We currently use 25-50% of our budget to run ad hoc campaigns
to help with trial and venue pull through via the purchase of
1-2 x 4pks. These include frisbees, stubby holders (for cans),
and glassware. As we progress, we will run specific campaigns for
certain beers to help bring the promotional and limited release
element to life.
We will also run games of skill promotions, where we want
consumers to participate in various questions or tasks, and get
rewarded for participating. These GWP initiatives allow us to
create extra engagement through normal activity, and give back
to the community with bonus items.

Print Media
Print media varies between 0-25% of our marketing spend, usually
based around key events and publications to help drive extra
brand awareness. We have featured in numerous publications
over the years such as Crafty Pint, Brews News, Good Weekend
coverage in the Sydney Morning Herald and Time Out. These are a
combination of generic media outlets and specific craft brewing
publications that together help us to expand our reach.
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We have developed strong relationships with these media outlets
and continue to provide new and meaningful content framed around
new product releases and developments within our brand.

Events
We frequently run engaging events at our venues to further
complement our marketing mix, such as our recent Sourfest
at Small Batch. These events allow us to bring together our
community and to connect directly with our supporters and local
customers. They’re also a great way to create buzz around the
brand and new product releases, allowing our fans to try out a
range of products and meet the team.

External
It’s important we also continue to extend our brand presence
beyond our venue doors. We occasionally purchase street poster
campaigns during key awareness driving periods. Off-premise
marketing distribution channels include tap signs at external
venues, shelf wobblers in venues and our unique branded labelling
on all cans and boxes. These physical sources of branding enable
us to create awareness with new customers and to gradually build
brand equity.

One-Off Marketing Expenditure
Over time we will continue to have significant one-off
expenditure on marketing to improve our brand image and overall
marketing efforts. We recently completed a complete overhaul
of our website and online store to update the branding and
technology. This initiative aligns with our goal of driving
increased online sales alongside all other primary marketing
channels.
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2.7.3 Target Audience
Batch’s target audience consists of males and females ranging from
25-45, with a tail into the mid 50’s. Predominantly males, our
consumer has disposable income and enjoys craft beer because it
gives them a sense of community.
They can see, feel, hear, and touch the brewery itself and that makes
the craft beer proposition very strong for them. They have grown up
with mainstream beer dominating the airwaves, sports stadiums, screens,
and taps - the bigger those brands became, the more disconnected
people became with them. And while they enjoyed mainstream beer, they
appreciate the connection they can have with an approachable, local
brand, and want to be a part of something greater and bigger than
themselves, which the craft beer and local food movements give them.
Because we exist in a world where we can get anything we want at any
time without having to leave the house, many of us largely slip away
from our community and all that communities offer us in terms of a
sense of belonging. So connecting with a brewery and really engaging
with and supporting a brand with a purpose is powerful for our
customers, much like the comradery of supporting a local sports team.
And furthermore, they want to try new and different things. They can
collect beer experiences, and while many beer experiences are easily
accessible, some of the most cherished experiences are rare beers,
or those consumed while visiting the source. They’re exploring now
instead of just drinking the same beer every Friday night with friends.
Now, it’s about finding the new thing, introducing it to mates and
having fun.
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2.7.4 Brand Positioning
MISSION: We will introduce Australians to the art
of true batch brewing, batch by batch
POSITION: We brew different beers all the time to
push ourselves and drive our creativity and sense
of exploration
CREATIVE EXPRESSION: “We Brew For You”
Batch Brewing Company is unique in that we are
built to be beautifully inefficient. We have a
smaller brewing kit than many of our peers so
that we can regularly put out new and different
beers from our production brewery in Marrickville.
We even went smaller when we built Small Batch
to make sure that we were testing our beers
in a smaller format before scaling them up for
production (even though our production kit is
considered a test kit in larger markets around
the world!).
Many of our peers chase efficiency through
larger output equipment and can produce beers at
a more competitive price point, but that limits
the number of different beers they can produce.
When they produce a limited release or one-off
beer, they are also committing to a relatively
large volume on a product that isn’t tested on
consumers. When they get it wrong, they can be
stuck with large volumes of slow moving beer beer flavour degrades the minute it’s packaged,
and craft beer from small producers with big
flavours degrade at a rate noticeable to even
a novice beer drinker - old beer can be terribly
damaging to one’s brand and very expensive to
recall and destroy.

BRAND VALUES:
• Authentic • Handcrafted
• Quality • Genuine
• Basic • Constantly
changing & improving
• Exploring • Local

BRAND PERSONALITY:
• Creative • Passionate
• Timeless • Genuine
• Honest • Down to Earth
• Brave • Inviting
• Social • Generous
• Dedicated / Driven

TONE OF VOICE:
• Light Hearted
• Interesting / Educational
• Inspiring
• Engaging • Straight
• Personal • Friendly
• Open / Transparent
• To the Point

Our beer is hand crafted and we are constantly
exploring, and pushing our creative limits to
give our customers the freshest beer and best
flavour experiences.
Our ambitious growth plan won’t change the brand
ethos; we are still focused on building the
Batch community through hard work and many,
many small batches.
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2.8 INDUSTRY OVERVIEW
2.8.1 Current Market and Opportunity
Traditionally, the Australian beer market has been highly concentrated
and largely produced for local taste and consumption. The major players
in the industry include Asahi, Lion Nathan and Coopers. Whilst overall
beer consumption in Australia has declined in recent years, the demand
for independent beer brands is increasing, and craft beer continues to
take market share.
Indeed, following a 10% CAGR growth from 2014-2019, the Australian
craft beer industry hit $842m in sales in 2020, and there are
estimated to be around 1,000 craft beer breweries in Australia2.
This equates to a beer market share of 15.4% versus 25.2% in the US,
which is considered to be the most mature (but still growing) market
for craft beer1.
The continued growth is characterised by passionate craft beer makers
and home brewers, together with more discerning beer drinkers and
consumers who are demanding a more distinct, flavourful and higher
quality product. This has increased focus on drinking for flavour
and authenticity as well as drinking local and building personal
relationships with preferred brands. The trend is evident of a long
term shift in consumer tastes, which is driving an expected increase
at a CAGR of 7% over the next five years to $1.2bn by 20251.
The sour beer market is expected to fuel rapid craft brewing growth
driven by increasing local demand for the products. Australian brewers
have traditionally been limited in their ability to meet sour beer
demand, with a high proportion of imported goods bolstering supply
levels. In the USA, sour beer consumption increased by 40% and 43%
in 2019 and 20183, in a market that reflects the direction of younger
craft beer cultures such as Australia. We have established Batch as
one of Australia’s leading kettle sour breweries. On top of our sour
beer capabilities, our innovation through new and different styles,
raw materials, recipes and flavours, such as our focus on the
nitrogenation of beers, will help us to lead the shift in market
direction.

1
IBISWorld Report – Craft Beer Production in Australia – September 2020 (numbers
include excise)

Frost & Sullivan, ‘Market Report on Craft Beer and Craft Spirits Markets in
Australia’, (dated 24 October 2019), commissioned by Mighty Craft
2

3

Beer Drinkers Are Growing Sweet On Sour Beers (Fobes, March 2020)
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Recent craft beer M&A has been driven by the traditional beer and
alcohol players trying to capitalise on market growth and adding a
number of brands to their portfolios. Multinational alcohol giants
such as Carlton & United Breweries and AB InBev have made a number of
acquisitions of successful craft breweries including Balter, 4 Pines,
Pirate Life, Green Beacon and Mountain Goat.
The COVID-19 pandemic presented unprecedented challenges for the
craft brewing industry. The forced closure of retail outlets, pubs
and restaurants has limited sales channels for many breweries. As
home consumption rose sharply, there was a shift to long-standing
value beer brands, as well as a major swing to beer cans (vs bottles).
The pandemic emphasised the importance of having strong distribution
channels, including online presence.
Craft brewing’s growth opportunity is further validated by the success
of recent equity crowdfunding activity. Globally and in Australia,
craft breweries have historically performed well during and after
their equity crowdfunding campaigns, particularly in the UK where the
area of finance has existed for longer. The table below summarises
craft beer equity crowdfunding campaigns:

YEAR

COMPANY

COUNTRY

REVENUE**

VALUATION**

REVENUE
MULTIPLE

AMOUNT
RAISED**

2017

Wild Beer
Co.

UK

4.0

46.2

11.6x

3.3

2018

Brewdog

UK

156.0

1,699.3

10.9x

27.3

2018

Endeavour

Aus

4.8

16.4

3.4x

0.6

2019

Black Hops

Aus

1.4

17.9

12.8x

0.4

2019

Dainton

Aus

1.9

11.8

6.2x

0.25

2020

Brewdog Aus

Aus

5.3

100.0

18.9x

0.7*

2021

Batch
Brewing Co.

Aus

3.3

13.2

4.0x

0.5-1.5*

*Raise in progress
**Amounts in local currency millions
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2.8.2 Key Competitors
With a fast-growing end market and relatively lower barriers to entry
in the craft beer space, we have seen a number of new entrants since
we started Batch in 2013. There are currently around 1,000 craft
breweries in Australia, including those owned by larger groups and
those that are independently owned.
Batch considers no true competitors due to its unique brand, ethos and
flavour. However, amongst the well-known independent craft breweries,
Batch can be compared to the likes of Modus Operandi, Grifter, Sauce
and Wayward. As uniquely different brands, they serve to bring new
enthusiasts to craft beer: “a rising tide lifts all boats”.
There are also a number of craft breweries owned by larger groups,
both multinational drinks companies and craft beer groups operating
multiple labels such as Fermentum or Mighty Craft. Whilst, they are
able to capture most of the retail shelf space and on premise tap
space, they are also bringing in new enthusiasts to craft beer through
big marketing budgets and awareness. Batch is able feed off the people
who are newly found beer explorers and can further take them on their
beer journey.
With competition for both retail shelf space and on premise tap space
set to intensify, there is increased importance on achieving scale,
diversifying distribution and for distinct branding and marketing.
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2.8.2 Points of Difference
Batch regards the brand as having distinct points of difference
versus the broader craft beer market.

Independent
Batch remains independent, allowing a unique and differentiated
brand ethos. We are raising capital through the crowd to remain
true to our community roots and retain control over our brand
identity and vision.

Unique Brand
We believe the Batch brand is uniquely positioned in craft
brewing. We want to stay true to this as we expand, ensuring we
continue to release unique, interesting and high quality small
batches in addition to our core range.

Innovative Production Model
We regularly test and release innovative styles of beers
(e.g. New England IPAs, kettle sours) and embrace novel
techniques (e.g. nitrogenation).

Deep Community Connections
The brand has amassed a loyal and engaged following of 30,000
community members across social media, with strong ties to local
businesses and organisations in Sydney’s inner-west. It prides
itself on creating community hubs at its venues. As we grow,
we will continue to be driven by our community values.

Differentiated Expansion Model
Our hub and spoke model will allow us to reach
more Australians, whilst maintaining the core
Batch community ethos. This model will enable
us to grow our production capacity alongside
opening new venues across NSW and then
further afield.
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2.9 DIRECTORS, ADVISORS
AND MANAGEMENT
2.9.1 Key Team Members
Andrew Fineran (Co-Founder & Director)
Andrew has always had a passion for
beer, which started over 20 years
ago. From working a summer job as
a beer delivery driver in his home
town, to working in bottleshops
and to interning with Coors for
their St. Judes Children’s Hospital
fundraiser while studying business
at university. Andrew was also
surrounded by the late 90’s craft
beer scene during university and
was hugely inspired by Dogfish Head
and the new and different beers
they produced out of their brew pub
in nearby Rehoboth Beach, Delaware. Their annually released Punkin Ale
was where Andrew knew craft beer was his path over the more mainstream
beers like Coors.
Furthermore, Andrew’s brother was the general manager of a Baltimore
based microbrewery called Baltimore Brewing Company, which produced
a series of German inspired lagers and ales. Andrew worked there as
an assistant brewer after university before moving permanently to
Australia. After arriving in Australia, where the beer scene was in
a much different place, Andrew started working with James Boag’s in
sales to get a more solid understanding of the local beer market. He
then moved into marketing roles with James Boag’s and then to Lion
where he worked across several brands like XXXX, Boag’s, Bud, Becks,
and others.
It was after several years and a lot of fun in these roles that he
realised he had to get back to where his true passion and inspiration
came from….Dogfish Head and Baltimore Brewing Company. He wanted to be
involved in making beer and connect with something real. It was during
that time that a chance conversation with Chris happened, and the rest
is history.
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At Batch, Andrew’s role is on the sales and marketing side of the
business. He’s responsible for advertising campaigns, social media,
and the consistent stream of 80s themed content that Batch releases.
Andrew can usually be found on the ground at one of the two Batch
breweries, helping out and staying in touch with the community around
the brand.
Andrew’s happy place is seeing people enjoy Batch beers, and being
able to bring an experience to someone that they haven’t had before.
ur sour beer capabilities, our innovation through new and different
styles, raw materials, recipes and flavours, such as our focus on
the nitrogenation of beers, will help us to lead the shift in market
direction.

Chris Sidwa (Co-Founder & Director)
An avid home brewer, Chris loves
experimenting with new processes
and locally sourced ingredients
to create new flavours. Always
multitasking, you’ll find him
playing in his yard with his wife
and two young boys while tending
the fire under a smoked pork
shoulder, and cracking grains for
his next batch of home brew. His
first home brewed beer was made
in 2003 with equipment he bought
with his first paycheck from the
investment bank Bear Stearns in
Manhattan. Chris continued to build his brewing skills while working
in finance, developing a strong understanding of craft brewing methods
and culture.
After five years in NYC, his career brought him and his wife to
Sydney, Australia — now their second home. Disappointed by the lack
of authentic, flavourful beers in the market he dusted off his
home brewing equipment and returned to the kitchen. Passion became
obsession, and a chance conversation with Andrew kicked off a journey
that brought an end to a successful career in finance, and the
beginning of a professional brewing career.
Chris has found his true calling in a business that combines creative
expression with the agricultural economy, and led to him walk alongside
some amazing individuals as they collectively pushed the boundaries of
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Australian beer culture. Chris also continues to apply his background
in finance to the business, bringing a depth of knowledge and
experience to grow and scale the company.
Chris’s happy place is serving beers to Batch locals on a hopping
Saturday arvo while chatting about their day and watching their faces
light up as they experience a new beer — where the many layers of
flavours meet the stories that brought grain to glass.

Tom Walker (Head Brewer)
Tom is passionate about beer, and
he’s been honing his craft for over
a decade. A home brewer for over
11 years with his own home custom
brew kit, he then moved to the Wig
& Pen in Canberra to cut his teeth
professionally as a brewer. 4 years
ago, he found his way to Batch as
a brewer and has since worked his
way into the head brewer role. At
Batch, he is responsible for all
things beer, and helps us to produce our core range in addition to our
frequent limited Small Batch releases.
He has a fond love of malt driven English ales with Fullers Brewing
being his favourite brewery to take inspiration from. His catchphrase
is: “What would Fullers Do?”

Liam Periara (Tasting Room & Events Manager)
Liam first worked at Batch casually
while also working for Camperdown
Cellars and at the Welcome Hotel.
He’s always been passionate about
beer, and found his way into the
General Manager role of Sydney Beer
Week, helping to bring craft beer
to the people of Sydney! During that
time, he also became a certified
Cicerone. Batch was lucky enough
to get him back in 2019 and he now
brings his passion of craft beer to our customers.
One key thing about Liam: You can hear his infectious laugh at least 1 km away!
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Ryan Myers (Marketing & Creative Manager)
Ryan joined the Batch team helping
to pour beers in our Marrickville
tasting room. He then moved into
the tasting room manager role
while also starting to pick up
ad hoc marketing responsibilities
to help Andrew out. But his talents
in this space soon became apparent
and we realised we needed him in
the marketing team full time! Ryan
is now responsible for all of our
design work including (but not
limited to) our new and different
labels we put out on a weekly basis. He also develops and creates all
the content you see on social media, out and about on the streets, and
in bars and bottle shops!
One key thing about Ryan: He loves a good Helles or zesty mandarin
sour and to hit the skatepark on a sunny arvo!

Scott Green (NSW Field Sales Manager)
Scott joined the Batch team to help
out with sales and deliveries,
coming from a customer service
background. Over the years, he’s
proven himself a true salesman and
has taken over the responsibility
of managing our independent
customers. He works with a team of
merchandisers to help bring our
vision and sales pull through to
life. Scott is responsible for
putting Batch in the local venues
and stores that you love. He is key
in expanding our presence in NSW and helping to bring Batch beers to
more people.
One key thing about Scott: He’s a country boy, and you can’t take the
country out of the boy, but you can take the boy out of the country!
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2.9.2 Non Executive Directors
Chris Lukianenko (Non Executive Director)
Chris worked in the beer industry
for 6 years for Lion, discovering
what it meant to put a little
more time and care into designing
a beer that was more than just
yellow fizz. Chris had a craft
beer epiphany while working with
great brands like James Squire and
Little Creatures. But, as they say,
all good things must come to an
end, and Chris sadly left the beer
industry.
Before Chris left, he was able to secure a couple of old beer kegs,
and after watching a few episodes of Brew Dogs, Chris decided he could
get over his career change by brewing his own beer…and with that, he
ventured further into the world of craft beer, and also launched his
own blog, the Beer Healer.
In his professional life, Chris has since immersed himself in the world
of tech start-ups with one of Australia’s fastest growing companies,
LiveTiles Global.
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2.9.3 Organisational Structure
SALES &
MARKETING

FINANCE &
OPERATIONS

Andrew
Fineran

Chris
Sidwa

MARKETING
MANAGER

FIELD SALES
MANAGER

KEY ACCOUNTS
MANAGER

TASTING ROOM
MANAGER

OPERATIONS
MANAGER

HEAD
BREWER

Ryan
Myers

Scott
Green

Future
hire

Liam
Periara

Future
hire

Tom
Walker

VENUE
MANAGER
REPS/
MERCHANDISING

BREWING
TEAM

SALES
COORDINATOR
BAR
STAFF

2.10 CORPORATE STRUCTURE
Batch Brewing Company Pty Ltd is the sole entity in the corporate
structure. It does not have a holding company or subsidiaries.
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2.11 CAPITAL STRUCTURE
2.11.1 Issued Capital
As of the date of this Offer Document, the Company has 13,142,721
ordinary shares on issue.

MINIMUM SUBSCRIPTION

MAXIMUM SUBSCRIPTION

13,142,721 (93.0%)

13,142,721 (86.8%)

Employee Share Scheme*

500,000 (3.5%)

500,000 (3.3%)

Offer Shares

500,000 (3.5%)

1,500,000 (9.9%)

14,142,721 (100%)

15,142,721 (100%)

Existing Shares

Total

*Batch is in the process of allocating a pool of 500,000 shares that it proposes to
issue under an ESS/ ESOP. Options issued under the scheme will be subject to vesting,
under certain conditions or events. No ESS/ ESOP shares have been issued to date.

2.11.2 Sources of Funding
Batch Brewing Company Pty Ltd has been funded to date from a combination
of equity and debt.
The business was initially funded by Andrew and Chris (Co-Founders)
through $25,000 each. A further $105,000 was subsequently raised
through 10 individuals.
The Company has six outstanding loans with NAB for a total of $301,000.
All loans are on five year terms with an average of 4.5% interest.
They are also secured against equipment with an underlying personal
guarantee from the founders.
There are also two founder loans for $60,000 each at 5% interest.
These loans are on flexible payment terms. Principal and interest is
paid based on cash flow and will not be paid through funds raised in
this equity crowdfunding campaign.

2.11.3 Significant Shareholders
Significant shareholders own 25% or more of the business.
Batch Brewing Company Pty Ltd has two significant shareholders:
•

VAS & CDS PTY LTD as trustee for the VAS & CDS Trust holds
43.4% of the business (Chris Sidwa)

•

FINE & VALE PTY LTD as trustee for the Fine & Vale Trust holds
43.4% of the business (Andrew Fineran)
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2.12 HISTORICAL FINANCIALS
2.12.1 P&L Statement
A$,000

FY19

FY20

1,276

1,183

606

-

239

203

1,802

1,813

1,404

7

14

42

Other Revenue

16

37

19

Total Revenue

3,101

3,286

2,274

(1,369)

(1,290)

(1,244)

1,732

1,996

1,030

56%

61%

45%

81

135

-

111

375

342

(140)

(171)

(149)

(1,295)

(1,406)

(687)

(279)

(375)

(255)

(1,714)

(1,952)

(1,125)

129

419

247

4%

13%

8%

(365)

(374)

-

(11)

(23)

(21)

(248)

22

226

Marrickville Tasting Room Revenue
Small Batch Tasting Room Revenue
Wholesale Revenue
Online Revenue

COGS1
Gross Profit
Gross Margin %
Research & Development Tax Refund
Total Other Income2
Rent
Wages, Salaries & Super
Other Expenses3
Total Operating Expenses
EBITDA
Margin %
Depreciation
Interest Expense
Net Profit Before Tax

FY21

(8 months;
June-Feb)

1
COGS includes Malt & Sugar, Bottles & Cans, Packaging, Contract Brewing and Excise
Rebates amongst other costs.
2
Other Income includes extraordinary items such as COVID-19 support and Research &
Development Tax Refund

Other Operating Expenses includes Motor Vehicle Expenses, Repairs & Maintenance,
Marketing and Office Supplies amongst other expenses.
3
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2.12.2 Balance Sheet
A$,000

30 JUN 19

30 JUN 20

28 FEB 21

73

300

213

133

116

121

-

166

167

Other Current Assets

80

136

135

Total Current Assets

214

419

423

Total Non-Current Assets

736

526

573

Total Assets

1,023

1,244

1,209

Accounts Payable

(171)

(163)

(123)

Other Current Liabilities

(71)

(137)

(112)

Total Current Liabilities

(243)

(300)

(235)

Total Non-Current Liabilities*

(466)

(608)

(412)

Total Liabilities

(709)

(908)

(647)

314

336

562

Total Bank

Accounts Receivable
Stock on Hand

Net Assets

*Total non-current liabilities include the loans described in section 2.11.2 Sources
of Funds.
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2.12.3 Cash Flow Statement
A$,000

FY19

FY20

3,419

3,631

2,493

(3,295)

(3,675)

(2,510)

(121)

190

196

3

146

179

22

291

-

(163)

(233)

(2)

(85)

(164)

(63)

Net Cash Flows from Investing
Activities

(226)

(106)

(66)

Net Cash Flows from Financing
Activities

118

187

(200)

(105)

227

(86)

178

73

300

(105)

227

(86)

73

300

213

Receipts from Customers
Payments to Suppliers & Employees
Other Cash Receipts from Operating
Activities
Net Cash Flows from Operating
Activities

Proceeds from Sale of PP&E
Payment for PP&E
Other Cash Items from Investing
Activities

Net Cash Flows

Cash & Cash Equivalents at
Beginning of Period
Net Change in Cash for Period
Cash & Cash Equivalents at
End of Period
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2.12.4 Statement of Change in Equity
A$,000

FY19

FY20

(248)

22

226

(26)

-

-

Retained Earnings

447

173

195

Share Capital

141

141

141

Total Equity

314

336

562

Current Year Earnings
Dividends Paid
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2.13 FORECASTED FINANCIALS
2.13.1 Key Assumptions
We have forecasted Phase 1 of our growth plan to FY ending June 2023.
This assumes three new taproom venues added, and supplied by the main
Marrickville brewery and contract brewing partners.

Key Assumptions:
Batch regards the brand as having distinct points of difference
versus the broader craft beer market.

Revenues
Revenue: Existing revenue streams normalizing in March as vaccine
is distributed and easing of social restrictions continues
Volume: Volumes over 400kL per year are outsourced to contract
brewers
New Venues: New venues begin generating revenues in March ‘22,
June ‘22, and Sep ’22, with rents beginning three months before
each of those months
•

Each new venue will have capacity for 50-100 pax
with approximately 100sqm of space

•

New venues will provide string branded experiences

Wholesale: Wholesale growth driven by increasing awareness of
the Batch brand due to venue expansion, and sales push into
more off-premise sites
Online: Growth is flat as a conservative assumption. We have
relaunched the website, and expect to see upside growth with
increasing awareness of the Batch brand around Australia

Costs
Cost of Goods Sold: Includes Malt & Sugar, Bottles, Cans
& Packaging, and Contract Brewing costs
Operating Expenses: Includes wages & salaries and rents
• New venues charged $4k/ month rent based on existing lease
arrangements
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2.13.2 Income Statement
A$,000

FY21E

FY22E

FY23E

CAGR
FY21-FY23

Marrickville Tasting
Room Revenue

950

1,138

1,144

10%

Small Batch Tasting
Room Revenue

349

654

676

39%

New Venue Revenue

-

134

910

NA

Wholesale Revenue

2,160

4,173

7,530

87%

Online Revenue

56

42

42

NA

Other Revenue

28

24

24

NA

Total Revenue

3,542

6,165

10,326

71%

Cost of Sales

1,904

3,448

6,034

Gross Profit

1,639

2,717

4,293

Gross Margin %

46%

44%

42%

Other Income1

402

180

200

1,749

2,375

2,912

292

522

1,581

8%

8%

15%

Operating Expenses

EBITDA
Margin %
1

62%

133%

Other Income includes Jobkeeper and R&D Incentives.
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2.14 RISKS FACING THE BUSINESS
2.14.1 Key Risks
RISKS

DESCRIPTION

Competition Risk

Craft brewing continues to remain a highly competitive
area both locally and internationally. The Company
benefits from a relatively unique model, but could lose
market share if more players in the market took the
approach. Large and acquisitive conglomerates present a
further threat to the independent craft brewery model.

Key Personnel Risk

Batch Brewing has a number of key team members
integral to the running and growth of the business.
If one or more of these individuals were to leave the
business, failure to replace them adequately may harm
company objectives.

Location Risk

The Company is seeking to expand its operations
geographically. Such activity carries inherent risks
when selecting appropriate locations. If the Company
attempts to compete in a sub-optimal location, this
may slow down and impact on expansion plans.

Construction Risk

The construction of new venues also presents a key
risk to the business. Should construction costs blow
out or if progress is delayed, the Company’s growth
objectives may not be met.

Brand Risk

Batch Brewing has created a strong brand reputation
in its several years of operation. With expansion
comes the risk that core brand values are diluted
and lost with scale, which may impact the underlying
value of the business.

Pandemic Risk

The Company is particularly exposed to any COVID-19
related risks or fluctuations. While the business
was able to effectively see out the pandemic, future
lockdowns or outbreaks may harm business performance
and expansion plans.

Funding Risk

Batch Brewing is raising capital to fund its expansion
plans. Should insufficient capital be raised, or if
costs are higher than anticipated, the Company might
need to raise additional capital or risk not meeting
its business objectives.
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2.14.2 Key Risk Mitigation
RISKS

DESCRIPTION

Key Personnel Risk

Batch Brewing incentivises key individuals with
equity and options in the business to ensure they are
fully aligned with the success of the Company.

Location Risk

The Company will undertake detailed and in depth
scoping of potential locations to ensure they provide
the best strategic fit. Analysis of existing sales
data, data from similar businesses, and from investor
locations.

Brand Risk

Batch Brewing’s intended approach to expansion
involves a hub and spoke model to allow the Company
to maintain its craft brewery feel and avoid losing
quality or authenticity with scale.
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3.1 TERMS OF THE OFFER
The Company is offering up to 1,500,000 shares at an issue price of
$1 per share to raise up to $1,500,000. The key terms and conditions
of the Offer are set out in the table below.

TERM

DETAILS

Shares

Fully-paid ordinary shares

Price

$1 per share

Minimum Subscription

$500,000

Maximum Subscription

$1,500,000

Opening Date

26 March 2021

Closing Date

4 May 2021, unless closed earlier by
the Intermediary

A description of the rights associated with the shares is set out
in Section 3.3 below. To participate in the Offer, you must submit
a completed application form together with the application money
via the Intermediary’s platform. The Intermediary’s website provides
instructions on how to apply for shares under the Offer.
The Intermediary must close the Offer early in certain circumstances.
For example, if the Maximum Subscription is reached, the Offer must
be closed. If the Minimum Subscription is not reached or the Offer
is closed but not completed, you will be refunded your application
money.
Investors may withdraw their application during the Cooling-off
Period. Further information on investor cooling-off rights can be
found in Section 4 of this CSF offer document.
The Offer is not underwritten.
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3.2 INVESTOR REWARDS
When you invest and join the Batch Community, you are entitled to a
range of benefits depending on your investment level.
All investors receive part ownership of Batch Brewing Co. in addition
to exclusive early access to new releases, discounts across all Batch
products and a unique investor keyring. Additionally, investors are
entitled to other rewards based on their investment amount.

INVESTMENT
AMOUNT

REWARDS
TIER

REWARDS

Up to
$999

The American
Pale Ale
Alliance

•
•
•

5% discount for life in-store and online
Early access to events/products
Unique investor keyring

$1,000
to
$2,499

The Elsie
The Milk
Stout Squad

•
•
•

10% discount for life in-store and online
Early access to events/products
Unique investor keyring

$2,500
to
$4,999

The Pash The
Magic Dragon
Merriment

•
•
•

15% discount for life in-store and online
Early access to events/products
Unique investor keyring

$5,000
to
$9,999

The Big
Kahuna
Coconut
Crusaders

•
•
•
•

15% discount for life in-store and online
Early access to events/products
Unique investor keyring
Free brewery tours for you and 3 mates (max 2 per year)

$10,000
to
$49,999

The Campos
Milk Stout
Collection

•
•
•
•
•

15% discount for life in-store and online
Early access to events/products
Unique investor keyring
Free brewery tours for you and 3 mates (max 4 per year)
Custom Batch mechanic jacket with your name

$50,000+

The Chapeau!
Collective

•
•
•
•
•
•

15% discount for life in-store and online
Early access to events/products
Unique investor keyring
Free brewery tours for you and 3 mates (unlimited)
Custom Batch mechanic jacket with your name
We Brew with You: experience the process of creating
your beer from start to finish

These ongoing discounts are a great way to become a true advocate of
Batch by purchasing regularly for you, your family and your friends,
and are also a way to save money and recoup your initial investment!
Benefits are attached to the shares and transfer upon sale.
Benefits are subject to change at the Directors’ discretion.
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3.3 USE OF FUNDS
The table below sets out the intended use of funds raised under this
Offer based on the minimum and maximum subscription amounts.

INTENDED USE

YEAR 1: MINIMUM
SUBSCRIPTION

YEAR 1: MAXIMUM
SUBSCRIPTION

Sales & Marketing

$65,000

$255,000

Retail (Current)

$50,000

$50,000

Production (Current)

$50,000

$50,000

$230,000

$915,000

Personnel

$60,000

$100,000

Consultants

$45,000

$130,000

Total Funds

$500,000

$1,500,000

New Site

Details of payments to be made to directors and senior managers are
itemised below:
•

Directors’ Remuneration: there are no Directors fees paid or being
paid from the proceeds of the raise. Chris and Andrew are paid
circa $100k as Senior Managers.

•

Senior Manager Remuneration: Circa $100K and funded from current
operations.

‘Consultants’ costs include the Intermediary’s fees under the hosting
agreement between the Company and the Intermediary. These fees are
variable and based on the amount raised through the offer with a
range of $22,500 to $90,000.
Other than as specified above, no other payments from the funds
raised will be paid (directly or indirectly) to related parties,
controlling shareholders, or any other persons involved in promoting
or marketing the Offer.
We expect that the Maximum Subscription amount will be sufficient to
meet the Company’s short-term objectives over the next 18–24 months.
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If only the Minimum Subscription amount is raised, the Company
will require further funding to be able to carry out our intended
activities over the next 12–18 months. In such circumstances, the
Company may consider undertaking a further CSF offer under the CSF
regime. Until additional funding is obtained, we will scale back
sales and marketing and the opening of new venues in line with our
min/max subscription range.

3.4 RIGHTS ASSOCIATED WITH THE
SHARES
Immediately after issue, the shares will be fully-paid shares. There
will be no liability on the part of shareholders and the shares will
rank equally with the shares currently on issue.
The rights associated with the shares are set out in the Company’s
constitution. A summary of these rights is set out below. A copy
of the constitution is attached in the Annexure to this CSF offer
document and is available on the Intermediary’s platform.

3.4.1 Voting Rights
Each shareholder has one vote on a show of hands and, on a poll, one
vote for each share held.

3.4.2 Election and Removal of Directors
Shareholders may vote to elect and remove directors at a general
meeting by way of ordinary resolution (50%).
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3.4.3 General Meetings and Notices
Directors have the power to call meetings of all shareholders or
meetings of only those shareholders who hold a particular class of
shares. Shareholders who hold at least 5% of the votes which may be
cast at a general meeting of the Company have the power to require
the directors to call and hold a meeting.

3.4.4 Dividends
All shareholders have a right to receive any dividends declared and
paid by the Company. The directors have a discretion and may resolve
to pay dividends, subject to their obligations under the Corporations
Act (e.g. they cannot pay dividends unless the Company’s assets
are sufficiently in excess of its liabilities immediately before
the dividend is declared and where it may materially prejudice the
Company’s ability to pay its creditors).

3.4.5 Winding-up
If the Company is wound up and there are any assets left over after
all the Company’s debts have been paid, the surplus is distributed to
holders of ordinary shares after secured and unsecured creditors of
the Company. Holders of fully-paid ordinary voting shares rank ahead
of other classes of shares (if any).

/ CSF OFFER DOCUMENT

54

SECTION
SECTION 2 4 /

Information
INFORMATION
ABOUT
about the
Company
INVESTOR RIGHTS

/ CSF OFFER DOCUMENT

55

4.1 COOLING-OFF RIGHTS
You have the right to withdraw your application under this Offer and
to be repaid your application money. If you wish to withdraw your
application for any reason (including if you change your mind about
investing in the Company), you must do so within five business days
of making your application (the Cooling-off Period).
You must withdraw your application via the Intermediary’s platform as
follows:
a. You must contact Equitise via email (withdraw@equitise.com) to
inform them of your intention to withdraw your application.
b. After your withdrawal has been processed, the Intermediary will
refund the application money to your nominated account as soon as
practicable.

4.2 COMMUNICATION FACILITY FOR
THE OFFER
You can ask questions about the Offer on the communication facility
available on the Intermediary’s platform. You can also use the
communication facility to communicate with other investors, with
the Company and with the Intermediary about this Offer.
You will be able to post comments and questions about the Offer
and see the posts of other investors on the communication facility.
The Company and/or the Intermediary will also be able to respond to
questions and comments posted by investors.
Officers, employees or agents of the Company, and related parties or
associates of the Company or the Intermediary, may participate in the
facility and must clearly disclose their relationship to the Company
and/or Intermediary when making posts on the facility.
Any comments made in good faith on the communication facility are not
subject to the advertising restrictions in the Corporations Act.
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4.3 PROPRIETARY COMPANY
CORPORATE GOVERNANCE OBLIGATIONS
4.3.1 Annual Report
While the Company is currently a small proprietary company that is
not required to prepare annual financial reports and directors’
reports, if we successfully complete this Offer, then we will be
required to prepare and lodge these annual reports with ASIC (within
four months of the financial year end). The Company has a 30 June
year end and its financial reports must be lodged by 31 October each
year.
Our financial reports are currently not required to be audited as
we are a small proprietary company. This means that the Company’s
financial reports will not be subject to auditor oversight, and,
therefore, there will be no independent assurance of the Company’s
financial statements. However, the directors are still required to
ensure that the financial statements give a true and fair view of the
Company’s financial position and performance, and that the financial
statements comply with the accounting standards.
We may be required to have our financial reports audited in the
future if we raise more than $3 million from CSF offers (including
this current offer and any future offers), or, otherwise, become a
large proprietary company.

4.3.2 Distribution of Annual Report
The Company is not required to notify shareholders in writing of the
options to receive or access the annual report. Shareholders will
not be able to elect to receive a copy of the annual report by way
of email or post. However, shareholders can access the annual report
on the Company’s share registry partner following this raise (free of
charge) or can purchase the report from ASIC.
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4.3.3 Related Party Transactions
If we successfully complete this Offer, the rules on related party
transactions in Chapter 2E of the Corporations Act will apply to the
Company (for so long as we continue to have CSF shareholders). This
means that the Company is required to obtain shareholder approval
before giving financial benefits to related parties of the company
(e.g. directors and their spouses, children or parents), subject
to certain exceptions (such as reasonable remuneration provided to
directors).

4.3.4 Takeovers
If we successfully complete this Offer and have more than
50 shareholders, the takeover rules in the Corporations Act will
only apply to the Company in a very limited way. If someone wants
to buy more than 20% of the voting shares in the Company, they will
be able to do so without complying with the takeover rules. This
means that a person may be able to get control of the Company without
making a formal takeover bid to all shareholders or without seeking
shareholder approval.
Shareholders will not have the benefit of the full protections under
the takeover rules, which means you may not have the right to vote
on or participate in a change of control of the company. However,
the general principles of ensuring shareholders have sufficient
information and time to consider a change of control, and all have
a reasonable and equal opportunity to participate in any benefits,
will apply to the Company. In addition, the Takeovers Panel has
jurisdiction to hear disputes relating to control of the Company.
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GLOSSARY
CAGR

CSF

Company

ESOP

(compounded annual growth
rate) refers to year on year
growth.

means Batch Brewing Company
Pty Ltd ACN 162 781 142.

Contract brewer

Refers to a business that
outsources the brewing
process to another brewer,
instead focusing on recipe
development, marketing, sales
and distribution.

Cooling-off Period

means the period ending
five business days after an
application is made under
this Offer, during which
an investor has a right to
withdraw their application
and be repaid their
application money.

Craft brewery

refers to a brewery that
produces small amounts of
beer, typically less than
large breweries, and is
often independently owned.
Such breweries are generally
perceived and marketed
as having an emphasis on
enthusiasm, new flavors, and
varied brewing techniques.
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means crowd-sourced funding
under Part 6D.3A of the
Corporations Act.

(employee share option pool)
refers to the ability for
employees to acquire shares in
the company which they work
for.

Intermediary

means Equitise Pty Ltd
AFSL 503 190.

IPA

(Indian Pale Ale) refers to
a type of pale ale which has
higher alcohol content and a
more bitter taste.

M&A

(mergers and acquisitions)
refers to when two companies
merge their ownerships and
operations into one single
entity.

Maximum Subscription

means the amount specified in
this CSF offer document as
the maximum amount sought to
be raised by the Offer.
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Minimum Subscription

means the amount specified
in this CSF offer document as
the minimum amount sought to
be raised by the Offer.

Nitrogenation

refers to the process by
which beer is conditioned with
nitrogen in addition to carbon
dioxide gas.

Offer

means an offer of fullypaid ordinary shares by the
Company under this CSF offer
document.

Pale ale

refers to beer made with pale
malt.

Sour beer

refers to a beer which has an
intentionally acidic, tart, or
sour taste, usually made with
fruit or added bacteria to
create the flavour profile.

/ CSF OFFER DOCUMENT

60

ANNEXURE
Appendix A - Constitution
Available as a separate document on the Equitise deal room.
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