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Executive Summary

Successfully Developed and Implemented 

IR Strategy

✓ Improved messaging and collateral materials

✓ Proactively targeted high-quality investors, analysts and 

financial media

✓ Implemented impactful marketing plans to cultivate high 

quality investors

✓ Successful upgrade to OTC QX in preparation for 
Nasdaq/TSX up-listings

✓ Increased visibility via financial media

✓ Cultivating high quality sell-side equity research

✓ Overall equity volume and price up, especially in US

✓ Multiple expansion and EV Creation

Significant Value Created

Enterprise Value $20M =>$56M1 in 15 Months

(1) As of March 31,2020, VIQ’s EV was ~US $56M, or 2.3x LTM Revenue.

DEC 2018 DEC 2019 MAR 2020

US$20M US$28M US$56M+
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Improved Messaging and Collateral Materials

2

✓ Developed high-quality messaging and 

marketing materials, including fact sheet, 

graphic earnings release, presentations

✓ Messaging focused on strategy and 

investment thesis 
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Proactive High-Quality Investor + Analyst Targeting
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✓ Set up Investor CRM (~3,000 targets on 

Master list)

✓ Strategic targeting plan (100-150 investors,

including Brokers/Retail)
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Marketing to Cultivate High Quality Investors

4

✓ Participated in several U.S. Conferences: Investor 

Summit NYC, Lond Capital SFO, OTC Virtual 

Investor Conference NYC, and LD Micro LA

• Group presentation at Investor Summit and LD Micro 

conferences

• 37 investor/analyst meetings in total 

✓ Road Shows – NYC, San Francisco, Toronto
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Successful QX Upgrade in Preparation for Nasdaq Uplisting
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✓ Prepared company for U.S. upgrade to OTCQX

• News release issued on graduating to OTCQX

• OTCQX markets open posted to social media 

LinkedIn and Twitter

• Nasdaq & TSX Readiness in progress for 2021
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Increased Visibility - Financial Media Coverage
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✓ Increasing awareness through financial media CEO 

interviews promoted on social media and VIQ’s website

• OTCQX Markets  - December 2019

• Proactive Investors – December 2019 and March 2020

• TSX – Interview with the C-Suite – January 2020

• Seeking Alpha article – February and March 2020

• Bloomberg profiling and potential new coverage by Bo Kim
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Cultivating High Quality Sell-Side Equity Research
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✓Cultivate and manage sell-side 

research

✓Sponsored – Zacks

✓Non-sponsored
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Equity Volume & Price Up Significantly, Especially in the US
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✓ Daily trading volume up 4X in 2020

✓ TSXV volume increased 35% in 2019 vs. 2018, 

OTC volume up 6.6m shares in US

✓ Aided in fortifying and cultivating investor base, 

adding high-quality institutional investors

✓ Most recent 52 week high/low adjusted:

✓ US$3.33 / $1.35

TSX (including alternative platforms) volume:

2018   ~ 40m shares 

2019   ~ 52m shares

OTC Markets

2018  ~237k shares

2019  ~6.8m shares
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1.4x

3.4x

7.7x

9.1x

3.8x

5.2x

3.4x

8.3x

11.0x 10.9x

5.8x
6.3x

2.3x

5.0x

Transcription

Businesses
Average: 2.4x

Industry Vertical

Service Providers
Average: 6.9x

AI-Enabled

Business Services
Average: 7.0x

Overall Average:

5.0x

Current VIQ Enterprise Value:

$58 million USD

Enterprise Value / LTM Revenue¹

Current Implied(2)

(1) Stock prices as of April 13, 2020.

(2) Based on average market multiple for comparable companies.

VIQ @ 2.3x Relative Valuation Up vs. 0.8X One Year Ago

0.8x
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VIQ Enterprise Value 

March 2020:

~$56 million USD2

Enterprise Value / LTM Revenue¹

(1) Most recent EV of 2.4x LTM Revenue utilizes stock prices as of March 31, 2020.

(2) As of March 31st, VIQ’s EV was ~US $56M, or 2.3x LTM Revenue.

Significant Value Creation Over Past Year

0.8

1.2

2.3

DEC-18 MAR-19 JUN-19 SEP-19 DEC-19 MAR-20

Relative Valuationx

x

x

DEC 2018 DEC 2019 MAR 2020

US$20M US$28M US$56M+
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Contact Information


