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A Future-Focused Partnership for 

Entrepreneurs

• Entrepreneurs - build generational wealth and transition on your terms.

• Ciscom acquires resilient and dynamic Data, AdTech, MarTech SMEs and helps them compound.

• Partner with a long-term acquirer that invests in your business and your legacy.

• Build future value with a platform designed for sustainable growth.

• Keep leading your business while unlocking the resources to scale.

• Join a platform built for innovation, data, and long-term performance.

A Smarter Path to Your Company’s Next Chapter
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DISCLAIMER & FORWARD-LOOKING 
STATEMENTS 

• See Appendix for full Disclaimer & Forward-Looking Statements

• Review full disclaimers prior to any investment or transaction discussion.

• This presentation does not constitute an offer to sell or a solicitation to buy securities.

• Forward-looking statements involve risks; actual results may differ.



CSE: CISC / OTCQB: CISCF

March 2026

What Founders Want

• Liquidity without losing your legacy.

• A fair price today and a “second bite” through shared upside.

• Freedom to stay and scale — or transition gradually with a defined plan.
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Market Window

• A wave of SME owners is nearing retirement, often without a succession plan.

• Limited buyer universe at this size band keeps valuations attractive.

• Focus on profitable Data/Ad/MarTech businesses with sticky client bases.

The Window: Many Sellers, Few Founder-Friendly Buyers
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Opportunity in Canada

In Canada, there are over 300,000 Boomer owned  businesses, employing under 20 
people.  Thousands of SME’s are undergoing generational transitions.

• Building an SME roll-up strategy in a key Data, AdTech, MarTech growth sector, capitalizing on an overlooked 

and underestimated market segment.

• Demographic transition: a large share of SME owners are nearing retirement; many lack formal succession 

plans.

• SMEs are the backbone of Canada’s economy, employing a significant portion of the private sector 

workforce.

• Limited buyers and fragmented valuations create attractive entry multiples for disciplined acquirers.
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The Ciscom Offer

Creating a winning formula to accelerate growth for investors and key stakeholders.

• Acquisition criteria: profitable SMEs in Data/AdTech/MarTech with $3–15M revenue, sticky clients, positive cash flow.

• Deal design: ~25% cash at close + 3-year share-based earn-out tied to performance.

• Independent Operations: Entrepreneurs remain head of their businesses, preserving culture 

• Operating system: governance matrix, KPI cadence, centralized balance sheet, shared services as needed.

• Value creation: harnessing talent, smarts and agility of independent entrepreneurs.

• Pluralizing brain trust: exponentially enhancing individual contributions to cohesive and powerful team collaborations.

• Uniting forces: creating a technology powerhouse with delivery proficiency and big data expertise. 

Owner Demographics: 

42% of small businesses are owned by baby boomers, 

highlighting a significant transition phase.
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• Cash-flow positive operations: focus on recurring and resilient revenue streams.

• Active in omni-media with data-driven planning, buying, and analytics capabilities.

• Big Data AI enabled delivery proficiency.

• Cross-sell opportunities across the portfolio; access enterprise sales and analytics.

• Public listings on CSE and OTCQB increase visibility and access to capital.

An established and solid foundation, poised for growth.

Our Model: Buy, Empower, Compound
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Why Ciscom

• Founder-friendly: A long-term owner who provides autonomy within a clear delegation-of-authority 

framework; culture preserved.

• Operator DNA: No forced exit timelines. We have grown and run businesses through cycles—pragmatic 

focus on cash and ROI.

• Data advantage: proprietary and partner data assets enhance targeting, measurement and client 

outcomes.

• Structured earn-outs in shares over 3 years, contingent on performance. Public shares that provide 

tomorrow’s upside.

Why founders choose Ciscom vs. private equity or other options.



CSE: CISC / OTCQB: CISCF

March 2026

Founder Outcomes

• Monetize life’s work while reducing personal risk.

• Earn a second upside through share appreciation and earn-out performance.

• Equity opportunities for key managers to retain and motivate the team.

• Option to continue leading — or transition with an orderly, supported plan.

Reaping the benefits of your hard work
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Our Focus Areas

Building a powerhouse to deliver ROI to owners and investors

Big Data & 
Analytics

AdTech 
MarTech

AI & 
Automation

Performance 
Media

Focused on key business sectors

Evaluating opportunities to expand into growth 
sectors that complement our suite of businesses
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5-Year Plan (through 2030)

• 10 additional acquisitions; average 

~$8M net revenue per target.

• Organic growth target: ~10% YoY 

via upsell, cross-sell, and new product 

launches.

• $100M+ net revenue run-rate by 

EOY 2030 with expanding EBITDA 

margins.
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How We Close Deals

• Introductory fit discussion and NDA.

• Review of financials and operating model.

• Non-binding LOI with clear structure and timeline.

• Confirmatory diligence (60–90 days) and definitive agreement.

• Close → cash at close → share issuance and earn-out tracking.

• Day 1–100: remain independent; we add support only where you want it.

Simple, fast, aligned.
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Leadership & Governance

• A seasoned team with deep M&A, data & analytics, and omni-media experience.

• Independent directors and advisors with capital markets and industry expertise.

• Aligned and focused on mid/long-term value creation.

Our Management & Board of Directors:

Ciscom Team:

Michel Pepin, CPA, CA President & CEO (Director)

Dave Mathews Chief Commercial Officer (Director)

Jeff Bisset Owner/President – Cleanlist (Independent Director)

Paul Gaynor Former Board Chair (Independent Director)

Angel Valov, PhD Capital Market Investors (Independent Director)

Frank Linhart, CPA, CMA Chief Financial Officer

Sheri Rogers President – Prospect Media
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Contact Us

Michel Pepin, CPA, CA
President & CEO

20 Bay Street, Suite #1110
Toronto, ON M5J 2N8

Cell: 416 569-3857
Office: 416 366-9727

Email: mpepin@ciscomcorp.com

Dave Mathews
Chief Commercial Officer

20 Bay Street, Suite #1110
Toronto, ON M5J 2N8

Cell: 416 576-4076
Office: 416 366-9727

Email: dmathews@ciscomcorp.com
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Thank You
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Appendix
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DISCLAIMER & FORWARD-LOOKING 
STATEMENTS

This corporate presentation (the “Presentation”) has been prepared by Ciscom Corp. (“Ciscom” or the “Company”) management and is based 

on public information and the Company’s confidential information. This Presentation is for information purposes only and is being made available 

solely to inform stakeholders about the Company’s business model – this is not an offering of securities. This Presentation does not constitute an 

offer to buy/sell to any person. Any unauthorized use of this Presentation is strictly prohibited. The information contained in the Presentation, 

made to you verbally and any other information provided to you (in writing or otherwise) in connection with Ciscom and its business (the 

“Presentation Materials”) is subject to updates, revision, verification and amendment without notice which may result in material changes. The 

Presentation Materials are not intended to provide financial, tax, legal or accounting advice and do not purport to contain all the information that 

a stakeholder may require. Each stakeholder should perform and rely on their own investigation and analysis of the Company, including the 

merits and risks involved in investing.

Certain statements in this disclosure may constitute “forward-looking” statements which involve known and unknown risks, uncertainties, 

assumptions and other factors which may cause the actual results, performance or achievements of the Company, or industry results, to be 

materially different from any future results, performance or achievements expressed or implied by such forward-looking statements. When used 

in this presentation, such statements use such words as “may”, “would”, “could”, “will”, “intend”, “expect”, “believe”, “plan”,  “anticipate”, 

“estimate”, and other similar terminology. These statements reflect the Corporation’s current expectations regarding future events and operating 

performance and speak only as of the date of this presentation. Forward-looking statements involve significant risks and uncertainties, should not 

be read as guarantees of future performance or results, and will not necessarily be accurate indications of whether such results will be achieved. 

Without limitations, risks include not being able to find target acquisitions on an economically viable or at all, lack of debt and/or equity financing 

to support closing on acquisitions, reliance on key personnel and interest rate fluctuations. Financial reporting and disclosure may contain non-

IFRS financial measures and ratios, such as organic and acquisition growth, comparable growth, EBITDA, adjusted/normalized EBITDA, adjusted 

EPS, free cash flow and net debt, which  are not recognized measures of financial performance or liquidity under IFRS. No  securities 

commission or similar regulatory authority reviewed this presentation, and it merits. 

All dollar figures are in Canadian currency unless otherwise stated.
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