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Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years

This information memorandum (Memorandum) is 

being issued by Gravicus Technologies Limited 

(Company) to a limited number of recipients in

connection with a proposed investment in securities in the 

Company (Proposed Investment).

This Memorandum is being made available only to 

recipients who have signed and returned a 

confidentiality agreement with the Company 

(Confidentiality Agreement). Recipients are therefore 

bound by the Confidentiality Agreement in respect of all 

information contained in this Memorandum.

The purpose of this Memorandum is to assist the recipient 

in deciding whether it wishes to participate in the Proposed 

Investment (Specified Purpose).

This Memorandum does not constitute an offer to sell

or invitation to purchase in respect of the Proposed 

Investment, or of any other sale or

purchase of securities, or of any of the businesses or 

assets described in the Memorandum.

The information in this Memorandum, which does not 

purport to be comprehensive, has been provided by the 

Company and has not been independently verified.

While the Memorandum has been prepared in good

faith, no representation, warranty, assurance or 

undertaking (express or implied) is or will be made, 

and no responsibility or liability is or will be accepted by 

the Company or by its officers, employees or agents in 

relation to the adequacy, accuracy, completeness or 

reasonableness of this Memorandum, or of  any other 

information (whether written or oral), notice or 

document supplied or otherwise made available to any 

interested party or its advisers in connection with the 

Proposed Investment.

All and any such responsibility and liability is 

expressly disclaimed. In particular, but without 

prejudice to the generality of the foregoing, no 

representation, warranty, assurance or undertaking is 

given as to the achievement or reasonableness of 

any future projections, management estimates, 

prospects or returns contained in this Memorandum, 

or in such other information, notice or document.

The recipient acknowledges and agrees that no person 

has, nor is held out as having, any authority to give any 

statement, warranty, representation, assurance or 

undertaking on behalf of the Company in connection with 

the Proposed Investment.

No information set out or referred to in this Memorandum 

shall form the basis of any contract. Any prospective 

investor in the Company shall be required to enter into an 

agreement acknowledging that it has not relied on or been 

induced to enter into such an agreement by, any 

representation, warranty, assurance or undertaking save 

as expressly set out in that agreement.

This Memorandum has been delivered to interested 

parties for information only and on the express 

understanding that they shall use it only for

the Specified Purpose. The Company gives no undertaking 

to provide the recipient with access to any additional 
information or to update this Memorandum or any 

additional information, or to correct any inaccuracies in it 

which may become apparent.

The Company reserves the right, without giving reasons, at 

any time and in any respect, to amend or terminate the 

process in connection with the Proposed Investment or to 
terminate negotiations with any prospective investor.

The issue of this Memorandum shall not be deemed to 

be any form of commitment on the part of the Company 

(or any other person) to proceed with the Proposed 

Investment or any other transaction.

This Memorandum is being distributed on the basis that 

each person in the United Kingdom to whom it is issued is 

reasonably believed to be such a person as is described in 

Article 19 (Investment professionals), Article 48 (Certified 

high net worth individual), Article 49 (High net worth 

companies, unincorporated associations etc.), Articles 

50/50A (Certified or self-certified sophisticated investor) 

or Article 51 (Association of high net-worth or 

sophisticated investors) of the Financial Services and 

Markets Act 2000 (Financial Promotion) Order 2005 (SI 

2005/1529) or is a person to whom

this Memorandum may otherwise lawfully be 

distributed. Persons who do not fall within such 

descriptions may not act upon the information 

contained in this Memorandum.

For United States Investors: The securities have not 

been and will not be registered under the United States 
Securities Act of 1933, as amended (the “U.S. 

Securities Act”), or under the securities laws of any 

state of the United States, and will be offered or sold 
within the United States only to “accredited investors” 

(as defined in Rule 501 of Regulation D under the U.S. 

Securities Act) pursuant to an exemption from the 
registration requirements of the U.S. Securities Act.

Neither the U.S. Securities and Exchange Commission 

nor any state securities regulatory has passed upon 

the merits or risks of the Proposed Investment or 
made any finding or determination concerning the 

fairness or advisability of the Proposed Investment. 

The purchase of the securities involves a high degree 

of risk and should be considered only by persons who 

can bear the risk of loss of their entire investment.

This Memorandum shall not exclude any liability for, 

or remedy in respect of, fraudulent 

misrepresentation.

By accepting this Memorandum, the recipient agrees 

to be bound by the foregoing limitations.

All enquiries relating to this Memorandum, the 

Proposed Investment or any other transaction involving 

the shares in, or business or assets of, the Company 

should be directed to the following:

Contacts

Name: Ben Gowers (CEO)

Email: ben.gowers@gravicus.com

Name: Anthony Rawlinson (Chairman)

Email: anthony.rawlinson@gravicus.com

Dawson House, 

5 Jewry Street,

London EC3N 2EX

Tel: +44 (0)7544 743666

Important Notice
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Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years

This deck outlines an opportunity to invest in a 

company that has developed a double award-winning 

applied AI solution, “Smartbox.ai”, that organisations 

rely on to detect and redact the personal and 

sensitive data hidden within their unstructured 

datasets - enabling them to meet their regulatory 

responsibilities that govern how they must respond 

to cyber security incidents and Subject Access 

Requests.

• By 2030, the global privacy 

market will exceed $500bn

• Gravicus have the best GTM 

delivery partners signed up

• If just 2 of the partners deliver, 

Gravicus will exceed its 

numbers

• Smartbox.ai’s customers 

include the world’s largest 

organisations

• Smartbox.ai was named the AI 

and Technology Company of 

the Year in 2023 and 2024

• Gravicus’ ExCo have 

successfully done this before
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The ExCo

Over 100 years of relevant experience.

Ben Gowers | Founder, CEO

Ben is a serial entrepreneur with experience of founding 

companies focussed on document solution and eDiscovery 

technology. He founded IGL Legal Document Solutions in 

1995 and sold it in 2000 to Ikon for $4m before starting and 

growing City Docs into the UK’s largest litigation support 

company. He went on to found Trilantic in 2005, the first 

independent UK eDiscovery company, which was sold to 

Huron Consulting Group for $12m in 2010, and in 2016 City 

Docs sold for £10m to Apogee before being acquired by HP.

Darren Spence | CRO

Darren is a Sales & Marketing IT and channel specialist with over 

25 years’ experience working within the AI and technology industry 

– 20 of those in leadership roles. As the Managing Director

of Bytes Document Solutions (March 2010-May 2014) Darren 

oversaw the turnaround of the business, transforming a £1m loss 

to a £1m profit in 23 months, and improving the cash position by

£5m whilst materially growing the top line. Darren has extensive 

experience of the software market, is an active commentator on 

all- things IT, and judges various industry awards.

Mark Callahan  |  Founder, CTO

Mark has over 20 years’ experience in software development, sales 

and leadership positions in companies ranging from start-ups

to the biggest in the industry. He helped pioneer the use of AI in 

litigation document review in a senior role at Recommind, which 

went on to be acquired by OpenText for $163m. Mark went on to 

lead the Information Governance initiatives at IBM and Accenture

and is recognised as one of the foremost experts in the field. After 

spotting a gap in the market, Mark built the Osprey platform which 

powers Smartbox.ai.

Anthony Rawlinson | Chairman

Anthony Rawlinson is an award-winning fund manager, bringing 45 

years of experience in global equity fund management and private 

equity to the board. His skills are in business planning, investor 

relations, banking and venture capital. He has a strong global 

network and is an experienced board member of public and private 

companies with a successful track record with growing technology 

companies. His expertise will be key to Smartbox.ai in driving the 

realisation of the business plan, leading future rounds of investment 

and guiding the company through to either a trade sale or IPO.
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The Global Problem

© 2024 GTL– Confidential and Proprietary 5



Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years

The global regulations organisations must comply with

In 2022

T-Mobile were 

fined $355m for 

a data breach

impacting 77 

million people.

In 2022 the 

UK’s Ministry 

of Justice were 

threatened 

with a £17.5m 

fine for the late 

processing

of over 6,000

Subject Access 

Requests.

In 2017

Equifax were

fined $575m 

for losing 

the personal 

and financial 

information 

of nearly 150

million people.

Organisations all over the world are 

under increasing regulatory pressure 

to know the whereabouts of, keep 

secure, and share all the information 

they hold on individuals, commonly 

known as “Personal Data” or 

“Personally Identifiable Information”.

If any personal data is accidentally 

or criminally leaked, stolen, or shared 

without the person’s consent; OR if 

the person fails to receive a copy of 

their data on request, the regulatory 

consequences are severe.

Our technology helps organisations 

respond to data breaches and data 

requests, quickly and compliantly.

On May 4 2023, a federal 

judge in California 

sentenced former Uber 

chief information security 

officer Joseph Sullivan to 

three years of probation 

for his role in covering

up a 2016 data breach 

that exposed data on 

more than 50 million 

customers.
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Included in the global regulations 

are specific rules that stipulate how 

organisations must respond to cyber 

security incidents.

The US Securities and Exchange 

Commission (“SEC”) state that “the 

disclosure will generally be due FOUR 

business days after the registrant 

determines that a cyber security incident 

is material.”

The UK Information Commissioners 

Office (“ICO”) goes further and states that 

organisations “must report a notifiable

breach to the ICO without undue delay, not 

later than 72 hours after becoming aware 

of it.”

The European Union states that ”under 

Regulation (EU) 175/2018 all European 

institutions and bodies have a duty to 

report certain types of personal data 

breaches to the EDPS. Every EU institution 

must do this within 72 hours of becoming 

aware of the breach, where feasible.”

UK GDPR | GDPR | CPRA | US Privacy | CDPA | CPA | CTDPA | HIPAA | PDPA | PIPEDA | UCPA | POPIA

Most developed countries have stringent 

regulations that govern how organisations 

must respond to such incidents.

The global regulations organisations must comply with
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Data that is stored in a structured 

format such as in a database is 

relatively easy to find, secure and 

retrieve on demand, however, only 

10% of data is structured.

90% of the world’s data is 

unstructured and resides in email 

systems, collaboration systems 

such as Microsoft Teams, in 

physical filing cabinets or in off-site 

archives, such as those managed by 

the likes of Iron Mountain.

Finding, securing, and retrieving 

known personal data residing in 

all unstructured data locations is 

very hard, however in most cases 

organisations do not know what

data they have, making the problem 

even harder.

Organisations everywhere simply do 

not know the whereabouts of all the 

personal data that is residing in their 

data locations, particularly those 

containing unstructured data.

If this information is 

subject to a data breach 

or is requested via a 

Subject Access Request 

(SAR), organisations are 

not equipped to comply 

with the regulations 

governing the response 

to either situation.

The global problem we solve

Finding, securing, and retrieving personal data is very hard.
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The Solution

© 2024 GTL– Confidential and Proprietary 9



Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years

How Gravicus is solving the problem

In order to help organisations respond to data 

breaches and Subject Access Requests in line with 

the various global rules and regulations, Gravicus 

has developed the award-winning AI technology 

suite, Smartbox.ai.

Smartbox.ai uses our proprietary deep learning 

Enterprise Information Model, EIMstein.

EIMstein is not only more accurate than Large 

Language Models (LLMs), but also avoids the 

contentious issue of using sensitive client 

information to train.

”We really like the fact 

you do not use a large 

language model as we 

could never endorse a 

technology that does”.

NHS England
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Introducing

Smartbox.ai Limited is a wholly owned subsidiary of Gravicus Technologies Limited
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Smartbox.ai

Smartbox.ai is a suite of applied-AI products that collectively help organisations respond to the rules and regulations governing 

the response to data breaches and Subject Access Requests. The Smartbox.ai suite comprises three products.

Probably the fastest early data 

assessment solution in the world that 

gives IT teams ultra-fast visibility of 

what sensitive data they have.

Probably the most comprehensive 

review and redaction solution in the 

world that helps IT teams respond to 

Subject Access Requests quickly.

Probably the most comprehensive 

cyber incident response solution in 

the world that gives IT teams the 

detailed breach data they need.

OSPREY

ORCA

COBRA

Insights into 

regulated data

Subject Access 

Request (SAR) 

response

Full data breach 

response

Accuracy 

Speed

Speed and accuracy of personal and 

sensitive data detection

Speed and accuracy of redaction capability 

Completeness of offering

Granularity of data analysis 

Comprehensive reporting

Product

© 2024 GTL– Confidential and Proprietary 12

Description Use case Why is it probably the best in the world?



Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years

The global data 

security and privacy 

market will exceed

$500bn by 2030.

Global Cyber Security and Privacy 

Market growth 2022-2030

Sales 

Value 

(USD in 

Billion)

We operate in the data security and privacy software market

Source: Skyquest

600

500

400

300

200

100

0

2022 2023 2024 2025 2026 2027 2028 2029 2030
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Introducing

ORCA

for Subject Access Requests
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About ORCA

ORCA

Our customers rely on ORCA to 
detect and redact personal and 
sensitive information hidden 
within very large unstructured 
datasets – saving them time 
and money when responding to 
Subject Access Requests.
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ORCA solves the Global Subject Access Request problem

As detailed, individuals everywhere 

have the right to ask any 

organisation whether they are using 

or storing their personal information.

If they are, the individual can ask to 

receive a copy of the information, 

including any emails where they are 

referenced, transcriptions of online 

chats, medical information, notes 

relating to criminal or custodial 

activity, banking information, 

employment records, disciplinary 

notes, archived handwritten 

information, and much more.

This legal process individuals 

use to request their information

© 2024 GTL– Confidential and Proprietary 16

is commonly known as a Subject 

Access Request (”SARs”), or a Data 

Request, or a Privacy Rights 

Request.

Processing SARs can be very 

complex and very costly for the 

organisation, particularly if the 

individual asking for their information 

is an employee (or ex-employee) who 

feels they have been unfairly treated, 

as in these cases thousands of 

emails often need to be considered 

as part of the disclosure process, 

and much of the information needs

redactedto be heavily before the

disclosure is shared.
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ORCA solves the Global Subject Access Request problem

In 2023, the average cost 
to process one SAR was

£4,500 ($6,000).

Some organisations receive 
hundreds of SARs a year, 
some receive thousands, 

and some receive hundreds 
of thousands.

In most cases, SAR-processing 
costs are not permitted to be 
passed on to the individual – 
creating a very costly problem 

for many organisations.

ORCA reduces the 
cost to process 

SARs by up to 90%.
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Efficiently collaborating with 

colleagues on each SAR

Bulk redacting all sensitive 

and third-party data before 

the disclosure is shared

Securely and accessibly 

sharing the disclosure

Responding to queries and 

future challenges about the 

disclosure

Meeting the very 

strict deadlines

Collecting and processing 

all the relevant information

Removing duplicated 
information, including 2

repeated email threads

Reviewing handwritten

documents

Processing information that 

may contain multiple languages

Detecting personal data that 

relates to other people

The core 
problems

associated with

processing 
SARs

ORCA is a double award-winning applied AI solution that solves these problems.
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Organisations everywhere have a SAR and FoI problem

“Every organisation has a DSAR problem, 
but no one knows how to solve it”
Gita Shivarattan

Partner | Head of Data Protection (UK) EY Law

Through 2023 our 

customers performed 

over a quarter of a 
billion redactions 

using our technology.

Today, UK and US organisations are relying on 

ORCA to help them solve the evermore complex 

and demanding Subject Access Request (SAR) and 

Freedom of Information (FoI) problems.
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Organisations that rely on ORCA
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Total Addressable (UK) Market – from just THREE Verticals

Several (UK) NHS Trusts, Councils and Law Firms already rely on ORCA. Winning the remainder is now just a case 

of execution and we have the right partners in place to do it.
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“ORCA will blow your minds in 
regard to detecting and redacting 
information on SARs plus things 
you’ve never thought of!”

Sara Pena, Head of Emerging Technology, Business 

Improvement and Web, Swindon Borough Council.
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Timeline - the first 5 years

Where we have come from.

by Mark Callahan
and Ben Gowers

2017 - 2019

£2.1m Pre-Future Fund monies raised
£892k Future Fund 

CLN raise opens

£1.9m Rights 

Issue opens

May - £5m EIS + 

CLN raise opens

May – Up to £10m 

EIS raise opens

Valuation:

£10m

Valuation:

£25m

Valuation:

£35m+

Launched 

first Apps:
Company founded Assessments

and Privacy 

solutions

Re-engineered 

the solutions 

for cloud

deployment built

on cutting edge 
micro services
architecture

ORCA beta 

launched 

and market

tested to 4,000 

companies

Anthony 

Rawlinson 
(Chairman) and 

Darren Spence 

(CRO) join the 
team to accelerate 

fund raise and 
sales

Xerox signed 

as first Global 
Platinum 

Partner, 

expanding our 
market reach

Smartbox.ai wins

AI Company 
of the Year at 

the prestigious 
British Data 

Awards in May

Smartbox.ai wins 

Technology 

Company of the 

Year. US 
expansion 

commences, and 

first US customer 

signed, Motorola

2017 2020/1202020192018 2022 2023 2024
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Our Product Roadmap

and our Go To Market
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Our Product Roadmap

What Osprey will do

Osprey will give IT teams ultra-fast visibility of what 

personal and sensitive data they have.

IT teams will use Osprey to:

Meet the strict rules that stipulate how organisations 

must initially respond to cyber security instances

Reduce over inflated datasets as part of the early 

stages of a Subject Access Request response

Clean data as part of an Intelligent Migration project 

Assess an organisation’s data as part of M&A activity

What routes to market will be used 

AWS and Azure Marketplace 

Resellers

What Cobra will do

Cobra will give IT teams detailed visibility of what 

personal and sensitive data could have been breached.

IT teams will use Cobra to:

Meet the strict rules that stipulate how organisations 

must respond to cyber security instances 

Understand the granular detail of the personal and 

sensitive data residing in their various data stores

What routes to market will be used

AWS and Azure Marketplace

Specialist cyber consultancies and managed

service providers

OSPREY

Launching: October 2024

COBRA

Launching: March 2025
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Go to Market (GTM)

Smartbox.ai 

operate a Partner-first

GTM model.

Our Partners are mixed,

and deliberately chosen 

based on their access to 

specific markets.

These include...

Industry-specific
Partners

Between them, our chosen partners have over 2 million 

customers that could benefit from Smartbox.ai

Marketplace Partners
(eg. AWS, Azure)

Regional / 

Multi-Regional 
Partners

Service-specific
Partners
(eg, Security, Legal)
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Partner Landscape (current & future)

Industry-specific Regional Multi-Region Marketplace Service
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Why GTL selected: Softcat and Bytes as GTM Partners

Softcat is the UK’s 

largest IT reseller.

They have revenues of
£2.56bn, of which
£1.544bn is from 
software sales.

The know how to sell 

software – and they 
have over 12,500 
customers.

Bytes Technology Group, 

which consists of Bytes 
Software Services and 
Phoenix Software is the 

UK’s fourth largest IT 
reseller, with software 

revenues more than
£1bn.

They are on all the 
Government frameworks 
and have the UK-wide 
NHS Microsoft contract.

Achieving success with Bytes

Softcat were very quick to identify and 

sell Mimecast on a very large scale 

and are credited with masterminding 

their early success. GTL have plans 

for them to do the same with SBL.

Softcat have 1,200, salespeople, the 

vast majority of which are UK based 

and focused. GTL have plans to 

educate, enable and incentivse as 

many as possible to promote and sell 

SBL to their customers.

SBL is 1 of 5 vendors Softcat have 

selected to launch their newly-created 

“Data, Automation and AI” tower, the 

ambitions of which are material.

Achieving success with Softcat

Bytes were very quick to identify and 

sell Darktrace on a very large scale 

and are credited with masterminding 

their early success. GTL have plans 

for them to do the same with SBL.

Bytes have over 200 sellers 

dedicated to selling to the NHS, and 

Local Government. GTL have plans 

to leverage them to sell SBL to the 

same markets.

SBL is the only “Data Request” 

vendor Bytes have selected to take to 

market, the ambitions of which are 

material.

Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years
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Why GTL selected: AWS as a GTM Partner

Reasons GTL are partnering with AWS

AWS has over 1m active users who use a host 

of AWS proprietary and third-party services

AWS Marketplace makes it easy for customers 

to access third-party software and catalogues 

over 7,000 data and software solutions

GTL want to replicate the success of Crowdstrike

who recently became the first vendor to sell over

$1bn of software via AWS Marketplace

AWS is the largest IaaS Player and has over 45% 

market share

AWS is everywhere and supplies services to 

customers in 245 territories

Short term development 

funding to help accelerate 

product development

Technical guidance to help 

anchor GTL’s solutions with 

other popular AWS services

On going operational 

credits to help reduce our 

AWS infrastructure costs

Multi-Region sales-led 

promotion via account 

teams

Multi-Region Marketing- 

led promotion via Events, 

Newsletters, and Case 

studies

Multi-Region 

Marketplace promotion 

giving GTL maximum 

reach with very little cost

The funding and product 

development support 

available to GTL via AWS

The sales and marketing 

support available to GTL 

via AWS

To help GTL 

accelerate all the 

partnership 

opportunities outlined 

on this page, GTL 

have retained the 

services of Tim Hall 

(retired Global Partner 

Development Director, 

AWS). Tim’s efforts 

have already started 

delivering results.
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Some facts about

Xerox and Smartbox.ai

Some facts about

BSI Group

“Smartbox.ai are 

an integral part of 

our Digital and IT 

Services strategy 

and we are excited 

to be working with 

them.”

Donna Davis,

Head of Business 

Development, Xerox 

Global Document 

Services

“We chose to 

showcase Smartbox.ai 

on our all-new 2024 

website alongside

our all-new branding 

as we love what they 

do and look forward 

to promoting their 

solutions to our

clients.”

David Brannigan,

Chief Marketing Officer, 

BSI Group

Xerox has customers in over 160 countries

Only 40% of Xerox sales are from equipment, 

the others are from Digital, IT and Cyber 

services

Xerox and Smartbox.ai signed a global 

partnership agreement in November 2022

In January 2023 Xerox (UK&I) began actively 

promoting Smartbox.ai to its customers

In January 2024 Xerox (US) began actively 

promoting Smartbox.ai to its West Region 

customers, this includes those in California, 

Oregon, Washington and, Nevada

BSI has over 84,000 clients who 

operate in 193 countries

BSI has over 90 offices in 31 countries

BSI clients account for 83% of the 

FTSE 100, 53% of the Fortune 500, and 

81% of the Nikkie listed customers

BSI’s Kitemark has provided 

reassurance for over 100 years and 

two thirds of consumers believe in the 

Kitemark

BSI has been independently voted a 

UK Business Superbrand every year 

from 2003 to 2018

Why GTL selected: Xerox and BSI as GTM Partners

Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years
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ingSoftcat have 1,200 salespeople and over 12,500 customers

GTL is expecting Softcat to close £15m in sales over the next 3 years

Bytes have revenues of £1.8bn (>£1bn from software sales) 

Bytes have 600 salespeople and over 2,500 customers

GTL is expecting Bytes to close £15m in sales over the next 3 years

AWS has >1m active customers

Crowdstrike was the first vendor to sell >$1bn of sales via AWS

GTL is expecting AWS to close £15m in sales over the next 3 years

Xerox has customers in 140 countries

Xerox signed a global deal with GTL in November 2022

GTL is expecting Xerox to close £15m in sales over the next 3 years

BSI has >80k customers in >150 countries

BSI chose to showcase GTL on their new website in March 2024

GTL is expecting BSI to close £15m in sales over the next 3 years

Expected Sales from our top 5 GTM Partners

NOTE: We need just two partners to meet their sales targets for us to exceed ours

Softcat have revenues of £2.56bn (>£1.5bn from software sales)

Introducing Gravicus Introducing Smartbox.ai Timeline: the first 5 years Financials Investment opportunityOur Product Roadmap & Go to Market Timeline: The next 3 years
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Shoring up the Sales Numbers
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There are three reasons we have 

confidence in our sales forecast:

1. Our Fast Track service –

designed to speed up sales

2. The number of partner
sellers we have access to

3. Our ability to step up
customers to higher tariffs

FinancialsTimeline: The next 3 yearsOur Product Roadmap & Go to Market

The three slides in this
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Our Fast Track service 

can be likened to a 

paid-for Proof of 

Concept and is 

designed to shorten 

sales cycles by giving 

organisations the 

chance to use our 

software in a time 

limited, managed 

engagement.

Xerox (UK) are 

promoting the Fast 

Track service and have 

had some early wins.

Partners can auto-include the Fast Track in 

contract renewals, accelerating growth

Softcat, who are the 

largest UK Reseller 

with revenues >£2.5bn, 

have recently started 

to promote Fast Track.

Shorter sales cycles

Larger deal sizes

Additional revenue for Smartbox.ai as the 

Partner pays for each Fast Track 

engagement

Low cost way for the prospect organisation 

to use Smartbox.ai and build a strong 

business case for future investment

Gives Smartbox.ai clear sight of a greater 

qualified pipeline

Benefits of our

Fast Track service

Early Xerox (UK)

Fast Track wins

Our Fast Track modelling forecasts the enablement of

>£45m in sales over the next 2.5 years. See later.
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Across just three of our 

Partners, Softcat, Xerox 
and Phoenix, there are 

over 2,000 sales people, 
50% being in the UK.

Through Y/E April 2025 

our partners have 
committed to having a 
minimum of 5% of 

these to be active 
sellers of Smartbox.ai

Through Y/E April 2025 our partners have 

committed to having 100 active partner 

sellers selling Smartbox.ai

Each active seller is targeted to convert a 
minimum of 2 x 1-year deals to 3-year

£50k (Orca) deals.

Shoring up the Sales Numbers: Number of Partner Sellers

The assumptions

behind our modelling

The modelling

Each active seller is targeted to close a 
minimum of 4 x (Orca) Fast Track (FT) deals 

in the year. EacrhoxFT deal is worth £1k to 

Smartboxs.ai ns

Each active seller is targeted to convert a 

minimum of 3 x FT deals to an initial 1-year

£15k (Orca) deal.

Q1 Q2 Q3 Q4 Q5 Q6 Q7 Q8 Q9 Q10

Active Partner Sellers 10 25 50 100 150 200 250 300 350 400

(Orca) Fast Track (FT) deals 10 25 50 100 150 200 250 300 350 400

FT to 1-year deals converted 8 19 38 75 113 150 188 225 263

1-year to 3-year deals converted 5 13 25 50 75 100 125 150

SALES, £’000 – See graph overleaf 10 138 581 1,288 2,525 4,388 6,250 8,113 9,975 11,838

2.5 years generates £45,103,750 in sales
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The illustration on this 

page is based on a 
real customer 

experience

From initial Fast Track investment of £2k to £102k in 6 months
NB: For prudency, the modelling on the previous page assumes an average 3-year deal being worth £50k, not £85k

Shoring up the Sales Numbers: Stepping up a typical (Orca) customer

Initial Fast 

Track deal
Customer signs a 

1-year £15k

1st month, 

customer

rox

2nd smonth, 

customer 

consumes 41GB

Customer signs new
n3s-year £85k (150GB 

PA) deal
If they exceed 150GB PA,

signed for £2k (15GB) deal consumes 3GB Exceeding their limit they pay more

Dec 2023 Jan 2024 Feb 2024 Mar 2024 Jun 2024
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2.5 - Year Partner Sales Forecast, £

1,000,000

0 

Q1 ’24 Q2 ’24 Q3 ’24 Q4 ’24 Q1 ’25 Q2 ’25 Q3 ’25 Q4 ’25 Q1 ’26 Q2 ’26

10,000,000 

9,000,000

8,000,000

7,000,000

6,00,0000

5,000,000

4,000,000

3,000,000

2,000,000

2.5 years 

generates

£45,103,750

in sales
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Timeline - the next 5 years

Where we are going.

2024

Expansion into the 
US to accelerate with 

dedicated sellers on 
the ground

2025

Launch of 2 NEW 

products, Osprey 
and Cobra, each 
available in the AWS 

Marketplace

2025

New indirect 

partners 
added to 
ensure
rapid sales

expansion in 

all 3 products

2024

March – 

Head of 
Marketing 
joins the 

team

2026

Products 
available in 

Azure (and 
other)
Marketplaces

2024 2025 2026 2027 2028 2029

Y/E Apr 2024: Y/E Apr 2025: Y/E Apr 2026: Y/E Apr 2027: Y/E Apr 2028: Y/E Apr 2029:

Sales £1.2m £3.1m £11.0m £25.7m £59.0m £135.6m
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The Financials
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5 - Year Sales Forecast, £

140,000,000

120,000,000
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80,000,000

60,000,000

40,000,000

20,000,000

0

Y/E Apr 2025 Y/E Apr 2026 Y/E Apr 2027 Y/E Apr 2028 Y/E Apr 2029

Total sales 

based on 

potential 

increase in 

Osprey pricing

Cobra 

Osprey 

Orca

Off the chart

£288,327,833

£101,162,000

£43,390,488
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Financials & Forecasts

Y/E Apr 2025 Y/E Apr 2026 Y/E Apr 2027 Y/E Apr 2028 Y/E Apr 2029

Sales (Cash in) 3,142,678 11,041785 25,768392 59,072,674 135,637,850

Revenue 2,849,290 8,219,515 17,552,219 40,035,605 106,285,246

Gross Profit 2,417,652 6,656,676 13,934,665 32,850,333 88,972,489

Overheads 3,968,598 6,551,440 9,384,180 12,523,520 16,395,024

EBITDA -1,169,452 117,236 4,568,485 20,356,813 72,613,465
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Exit

We believe the window of opportunity is an exit in 2-5 years

First mover advantage – we have a 24-month technology advantage

Trade sale: Adobe, Microsoft, Amazon, Xerox, Ricoh, IBM, Open Text 

IPO London /  Nasdaq
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The Investment Opportunity
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What you are investing in What your investment will enable What your expected return will be

Great Technology

Great Team

Customer Reference Sites

Clear Goal

Clear Strategy

Expansion of US Sales Team

Expansion of Indirect Channel

Sea change in Marketing

Execution of our Product Roadmap

Investing in the final mile

A rare opportunity exists to participate in the what is expected to be our final raise 

and which is expected to deliver a material return on investment.

A material return 

on investment
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Offering

AI redaction

Search-based redaction

Healthcare-specific

Per-page redaction 

Data source connectors

Identification, collection 

Digital forensics

Defensibility

Yes

Yes

No

No

Yes

No

No

Automated redaction

Only emails

Search-based redaction

Search-based redaction Yes

Video/PDF redaction No

Semi-automatic redaction No

Hosting

Flexible cloud offering

Flexible cloud offering

Private cloud

Flexible hosting options

Managed service offering

Private/Hybrid cloud

Cloud-based

Workstation-installation

Workstation-installation

Cloud/on-premise

Pricing Model

Storage

10-tier pricing

N/A

21-tier pricing

Storage, processing

+ services

Storage

Storage

N/A

Annually/monthly

11-tier pricing

Cost

Minimum £12,000 pa

£10,000-£70,000 pa

£12,000 pa (3Yr contract)

Per page: £0.30 – £0.158

£7.50/GB/month Hosting

£110/GB/Processing

£45+ per hour services

£1,000/5TB/Month (2Year contract)

£1,250/1TB/Year

N/A

$99-$329 /  $125-$399

£1,500 - £4,000/month

Product

Gravicus Smartbox.ai

Nalanda Nalytics

IG Spectrum

Redact CC

Anexsys

Folding Space

Egress Investigate

E-redact

Caseguard

Guardum DSAR

Competitor Landscape

Smartbox.ai outperforms all other data analysis solutions
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Thank You
For more information please contact:
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Ben Gowers, CEO

+44 (0)7544 743666

ben.gowers@gravicus.com

Anthony Rawlinson, Chairman

+44 (0)7746 981113

anthony.rawlinson@gravicus.com

mailto:ben.gowers@gravicus.com
mailto:anthony.rawlinson@gravicus.com
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