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Important Message
The information contained in these slides (the "Presentation") is confidential. Reliance upon the Presentation for the purpose of engaging in any investment activity may expose an individual to
a significant risk of losing all of the property or other assets invested. If any person is in any doubt as to the contents of the Presentation, they should seek independent financial advice from
their stockbroker, bank manager, solicitor, accountant, fund manager or other appropriate independent financial adviser duly authorised under FSMA if you are resident in the United
Kingdom, or, if not, from another appropriately authorised independent financial adviser.
The Presentation is being supplied to you solely for your information. The Presentation has been prepared by, and is the sole responsibility of Barrel and Stone Limited (the "Company"). The
directors of the Company have taken all reasonable care to ensure that the facts stated herein are true to the best of their knowledge, information and belief. No undertaking, representation,
warranty or other assurance, expressed or implied, is made or given by or on behalf of the Company, or any of its respective directors, officers, partners, employees or advisers or any other
person as to the fairness, accuracy or the completeness of the information or opinions contained herein and to the extent permitted by law no responsibility or liability is accepted by any of
them for any such information or opinions. Notwithstanding the aforesaid, nothing in this paragraph shall limit or exclude liability for any representation or warranty made fraudulently.
The Presentation does not constitute, or form part of, any offer or invitation to sell or issue, or any solicitation of any offer to purchase or subscribe for any ordinary shares in the Company.
Further, neither the Presentation nor any part of it, or the fact of its distribution, shall form the basis of, or be relied upon in connection with, or act as any inducement to enter into any
contract for the ordinary shares in the Company. Any investment in the ordinary shares of the Company should only be made on the basis of definitive documentation in final form.
The Presentation may not be copied, reproduced or further distributed, in whole or in part, to any other person, or published, in whole or in part, for any purpose without the prior written
consent of the Company.
The Presentation is being distributed only to, and is directed at, authorised persons or exempt persons within the meaning of the FSMA or any order made thereunder or to those persons
falling within the following articles of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (S.I. 2005 (No 1529)) (as amended) (the "Financial Promotion Order")
made pursuant to section 21(5) of FSMA: Investment Professionals (as defined in Article 19(5)); and High Net Worth Companies (as defined in Article 49(2)). Persons who do not fall within
either of these definitions should not rely on the Presentation nor take any action based upon it but should instead return it immediately to the Company. The Presentation is exempt from the
general restriction in section 21 of FSMA relating to the communication of invitations or inducements to engage in investment activity on the grounds that it is made only to certain categories
of persons.
The distribution of this document into jurisdictions other than the United Kingdom, may be restricted by law. Therefore persons into whose possession this document (and/or any
accompanying documents) comes should inform themselves about and observe any such restrictions.
The Company is under no obligation to update or keep current the information contained in this Presentation or to correct any inaccuracies which may become apparent, and any opinions
expressed in it are subject to change without notice. Neither the Company nor any of its respective directors, officers, partners, employees or advisers accept any liability whatsoever for any
loss howsoever arising from any use of this Presentation or its contents or otherwise arising in connection therewith.
The contents of the Presentation have not been verified by the Company or its advisers. No liability is accepted by the Company or its advisers for any information or opinions contained in the
Presentation.
The Presentation contains forward-looking statements. These statements relate to the future prospects, developments and business strategies of the Company. Forward-looking statements
are identified by the use of such terms as "believe", "could", "envisage", "estimate", "potential", "intend", "may", "plan", "will" or variations or similar expressions, or the negative thereof. The
forward-looking statements contained in the Presentation are based on current expectations and are subject to risks and uncertainties that could cause actual results to differ materially from
those expressed or implied by those statements. If one or more of these risks or uncertainties materialise, or if underlying assumptions prove incorrect, the Company's actual results may vary
materially from those expected, estimated or projected. Given these risks and uncertainties, certain of which are beyond the Company's control, potential investors should not place any
reliance on forward-looking statements. These forward-looking statements speak only as at the date of the Presentation. Except as required by law, the Company undertakes no obligation to
publicly release any update or revisions to the forward-looking statements contained in the Presentation to reflect any change in events, conditions or circumstances on which any such
statements are based after the time they are made.
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Barrel & Stone is an artisan Pizza company providing a quick, simple and
cost-effective food offering service to partner hospitality venues. This
includes all necessary equipment and point of sale merchandise
Barrel & Stone uses its partners’ premises and staff to sell delicious, handcrafted Pizza with zero set-up cost for the partner, and minimal set-up costs
for Barrel & Stone
The minimal cost of site set-up enables the rapid expansion and roll-out of
the business, increasing coverage and brand awareness. Barrel & Stone’s
payback on the installation of ovens is about six months
Barrel & Stone has a platform (software, structure and team) already in
place to manage the installation of new sites and the logistics of a
significantly larger operation
In its first year of trading, Barrel & Stone has already agreed a partnership
deal with Greene King Plc to roll-out a minimum of 140 “cherry-picked”
sites, and are in discussions with other micro-breweries and hotel chains to
help drive further growth to the 250 site target after four years
The team is now raising £300k on a pre-money valuation of £4.7m to fund
expansion capex (predominantly to purchase the required ovens to fuel
expansion and to further drive brand awareness and additional marketing
activity)
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•
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Britons spend c. £4.4bn on Pizza in restaurants, supermarkets,
fast-food outlets and takeaways

££££
Pizza has outperformed, with footfall up 3.5% and 1.3% in
quick-service and full-service restaurants respectively, whilst
footfall in pubs and bars is up 1.3%

The Pizza market has weathered the recession well, showing 6%
compound growth over the last six years
The section of the Pizza market seeing the most growth is the
mid-price, high quality segment (Pizza East, Franco Manca etc.)

Low
Quality

High
Quality

However, growth is severely restricted by the availability and
affordability of sites; finding ideal sites in London, the cost of staff,
business rates etc. can be prohibitive
Barrel & Stone has carefully positioned itself in the mid-price,
high quality segment but avoided the requirement for its own
sites and staff by “outsourcing” it to already established
hospitality venues

Sources:
Pizza Pasta and Italian Food Association
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Market positioning

The NPD Group/ Crest (y/e Sep 14)
Zolfo Cooper’s Profit Tracker

£

Disruptive & Virtual
The Barrel & Stone business model is based on the disruptive and virtual models
used by the likes of Uber and Airbnb. Much like these companies Barrel & Stone
operates without costly overheads, uses existing third party infrastructure and
assets, and utilises the speed of their site enablement model to achieve rapid and
aggressive expansion. The flexibility and simplicity of the model has led to a pitch
conversion rate of 98%.

Great Pizza
The Barrel & Stone team spent months working with Chef Salvatore Cinotti and
Italian wholesaler Giuseppe Motsi to perfect recipes, experiment with ingredients
and make great Pizza. The result is not just tasty but simple to prepare and cook,
innovative, classic and ready to go in exactly 3 minutes 30 seconds.

‘Barrel’ & ‘Stone’
Why Barrel & Stone? The team like pairing food and drink, hence ‘Barrel’ for beer
and ‘Stone’ for artisan baking. Partner sites mimic this combination, with smart local
establishments serving fantastic drink to compliment Barrel & Stone’s delicious
Pizza. Utilising a strong brand concept, smart model and exceptional ingredients
Barrel & Stone stays true to its passion.
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Barrel & Stone partners with successful and busy hospitality venues
(such as pubs and hotels) that require a “plug and play” food offering
Partner sites are split into two categories

-Tier 1 sites fit the ‘perfect’ location and operator parameters
-Tier 2 sites fit some, but not all, of the location and operator parameters
•
•
•
•
•
•
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Tier 1 sites are fully funded by Barrel & Stone and supplied with a ‘free’ electric,
stone-baked oven (asset retained by Barrel & Stone), branding and point of sale
materials. Tier 2 sites are potentially required to fund their own oven
Partner sites commit to a three year term rolling contract with Barrel & Stone
Each oven creates c. £6.5k net profit per annum from a total installation cost of
c. £3k, making Barrel & Stone’s payback on the oven about six months
Partner sites order ingredients via the Barrel & Stone website using STRIPE
(avoiding credit and improving cash flow) which are then supplied, pre-prepared,
to the partner site via a 3rd party distributor/supplier
Barrel & Stone has developed a website that has full B2B capability in order to
reduce administrative costs. The website automatically orders and distributes
stock (ingredients), auto-invoices and processes payments
Barrel & Stone make a 50% net margin on sales to partners, and partners make
55% net margin selling to consumers at the RRP
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Pizza bases

Ingredients

Menu

The Pizza bases are specially prepared
from fresh dough in Italy. They are then
shipped in gas-packed bags to the UK
(which avoids the crushing of the
dough in transit. Unopened, a bag will
last 60 days from the date it leaves the
factory in Italy and can be frozen if
extra shelf life is required. They taste…
exceptional.

All the ingredients are delivered ambient ,
in small pack sizes, with an excellent shelf
life in normal fridges to ensure almost
zero wastage for the partner site
unlike other food stuffs.

Barrel & Stone currently has eight
Pizzas on the menu, and offers
seasonal specials on rotation to keep
things interesting.” Pizzas are
available in 8-inch, 12-inch and
12-inch gluten free bases.

Ingredients are supplied via a 3rd party
supplier/distributor, and are pre-prepared
to reduce on-site preparation time and
eliminate the cost of skilled kitchen
staff at a partner site.

Cooking

Training

Branding & point of sale

Pizza recipes and ingredients have
been experimented with and
perfected. Pizzas take 1 minute 30
seconds to prepare, and exactly 3
minutes 30 seconds to cook.

The ‘pizza by numbers’ method is
so simple that training only takes
two hours, requires no previous
experience, and can happen in the
time the oven is being installed
and burnt off. Barrel & Stone
provide instruction manuals and
posters which can be referenced
after training.

Sites are provided with branded
plates, leaflets and various POS
materials. They are then installed on
the Barrel & Stone website and
Deliveroo’s (where possible). Social
media support is provided to help
launch and promote the location.

2017 E

2018 E

2019 E

2020 E

Roll Out Sites (p.a.)
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40

50

70

79

Pizza Sales (per site, p.w.)

62

68

75

83

91

y/e 31 May

2016
£k

2017
£k

2018
£k

2019
£k

2020
£k

Net Revenue

29.4

170.9

473.7

938.2

1,606.8

•

Set Up Costs
Ovens
Set Up
Sundries

(22.2)
(8.7)
(10.0)

(80.9)
(31.6)
(10.0)

(101.1)
(39.5)
(10.0)

(141.5)
(55.2)
(10.0)

(159.7)
(62.3)
(10.0)

•

Total Set Up Costs

(40.9)

(122.4)

(150.5)

(206.8)

(232.1)

Profit After Set Up Costs
Overheads
Salaries
Branding & Marketing
Total Overheads

8

Comments

2016 A

EBIT

(11.5)

48.5

323.2

731.4

1,374.7

0.0
(2.9)

(60.0)
(8.5)

(115.0)
(23.7)

(145.0)
(46.9)

(175.0)
(80.3)

(2.9)

(68.5)

(138.7)

(191.9)

(255.3)

(14.5)

(20.1)

184.5

539.5

1,119.4

•

•

•

Key indicators for the success of the
business are:
-Average number of Pizzas sold
per week
-Number of sites opened per month
-Cost of product to Barrel & Stone
-Site retention
The original business plan was to open
three sites in the first 12 months – 11 were
opened. The adjusted business plan is to
open 250 sites over five years
The site opening target for 2016 is 40 sites,
and 14 sites were agreed in the first eight
weeks of the fiscal year
The projected increase in average Pizza
sales per week is viewed by management
as conservative. Greater focus on city
locations (currently averaging 130-160 per
week), growth in Deliveroo sales, and a
marketing campaign to raise brand
awareness will drive an increase in volume
New cash raise will predominately be used
to purchase the required ovens to fuel
expansion and to further drive brand
awareness and additional marketing activity

Russell Hardiman (Business and Strategy Director, Co-founder)
Previously worked in the central London property and investment market for almost 20 years and for several
HNW family offices. As well as working within the Investment/Development divisions of some of London’s
premier real estate firms. He ran his own successful property development and investment firm based out of
Cape Town and London before diversifying into F&B in 2013.
A passion for food led to the opening of his first restaurant in 2013 and the birth of Barrel & Stone soon after.
Utilising a wealth of contacts and natural drive, he is responsible for the growth and direction of the business.
Russell and fellow director Mark Davenport have funded the business to date.

Mark Davenport (Operations Director, Co-founder)
Previously worked in the IT arena for the last 20 years, working on complex IT projects as a technical and
commercial lead. He has established effective sales teams, across the UK, as well as Ireland, Belgium and the
Netherlands.
Mark brings his business development and operational skills to the Barrel & Stone board, with responsibility
for all operational elements including our automated on-line systems which allow the business to be
extremely efficient as we grow at a rapid scale.

Mark Wilkie (Creative Director, Co-founder)
Owner and Creative Director of The Narrative agency; Mark has a unique depth and understanding of
customer experience. His attention to creative detail is unprecedented, telling the story of a product through
dramatic design and consumer engagement.
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Mark has been the creative inspiration behind some of the worlds most successful brands, such as: Liberty,
Harrods, Prada, Boodles, Ganjam, Diptyque, Red Bull, Veuve Clicquot, Fornasetti, Camper & Nicholson, Rocco
Forte, Orient Express, John Lobb and Zoffany.

•
•
•

Follow-up conversations and Q&A
Indication of interest
Investment through the Asset Match BookBuild facility

Contacts at Asset Match
Stuart Lucas : stuart.lucas@assetmatch.com
Matt Wilson : matthew.wilson@assetmatch.com
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