
 GO ROGUE 



PRESENTATION DISCLAIMER
This presentation and any additional documents handed out at any 
meeting or provided directly to potential investors (together the 
“Presentation Materials”) have not been approved by: (i) the London 
Stock Exchange plc or by any authority which could be a competent 
authority for the purposes of the Prospectus Directive (Directive 2003/71/
EC); or (ii) an authorised person within the meaning of the Financial 
Services and Markets Act 2000 (“FSMA”). The securities mentioned 
herein have not been and will not be, registered under the U.S. Securities 
Act of 1933, as amended (the “Securities Act”), or under any U.S. State 
securities laws, and may not be offered or sold in the United States unless 
they are registered under the Securities Act or pursuant to an exemption 
from or in a transaction not subject to the registration requirements of 
the Securities Act. Neither the U.S. Securities and Exchange Commission 
nor any U.S. state regulatory authority has approved the securities to 
be offered or the terms of such offering or passed upon the accuracy 
or adequacy of the presentation and these Presentation Materials. Any 
representation to the contrary is a criminal offence.

The Presentation Materials are being supplied to you for information 
purposes only by Rogue Baron Ltd (the “Company”). References to the 
Company will also be deemed to include its subsidiaries (if any), both 
directly and indirectly held (including through nominees) all or wholly 
owned. These Presentation Materials have been prepared by and are the 
sole responsibility of 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. Investing in the 
Company may expose an individual to significant risk of losing all of the 
property or other assets invested.

These Presentation Materials, being this presentation and any additional 
documents handed out in the meeting or provided directly to potential 
investors, are being issued on a strictly private and confidential basis and 
solely to and directed (i) at persons in the UK (a) who have professional 
experience in matters relating to investments, being investment 
professionals as defined in Article 19(5) of the Financial Services and 
Markets Act 2000 (Financial Promotion) Order 2005 (the “FPO”), (b) 
high net worth companies as defined in Article 49(2) of the FPO, (c) 
certified sophisticated investors as defined in Article 50(1) of the FPO or 
(d) persons to whom it may otherwise lawfully be communicated or (ii) 
persons in the United States or who are U.S. persons, who are “accredited 
investors” as defined in Rule 501 of Regulation D promulgated under the 
Securities Act (“Accredited Investors”) (together “Relevant Persons”). 
In order to qualify as a certified sophisticated investor you must have 
a current certificate signed by a person authorised by the Financial 
Conduct Authority to the effect that you are sufficiently knowledgeable 
to understand the risks associated with this particular type of investment 
and you must have signed within the last 12 months a statement in the 

terms set out in Article 50(1)(b) of the FPO. The ordinary shares are 
available only to, and any invitation, offer or agreement to subscribe, 
purchase or otherwise acquire the ordinary shares will be engaged in only 
with, Relevant Persons. Any person who is not a Relevant Person should 
not rely on this document nor take any action upon it, but should return it 
immediately to the Company.

These Presentation Materials do not constitute, or form part of, a prospectus 
or admission document relating to the Company, nor do they constitute or 
contain any invitation or offer to any person to subscribe for, purchase or 
otherwise acquire any shares in the Company or advise persons to do so 
in any jurisdiction, nor shall it, or any part of it form the basis of or be relied 
on in connection with any contract or as any inducement to enter into a 
contract or commitment with the Company. No reliance may be placed 
for any purpose whatsoever on the information or opinions contained in 
the Presentation Materials or on their completeness. No representation or 
warranty, express or implied, is given by the Company as to the accuracy 
of the information or opinions contained in the Presentation Materials, 
or any further written or oral information made available to you or your 
advisors, and is subject to updating, completion, revision, amendment or 
verification, which may result in material changes.

Any recipient of these Presentation Materials who is in any doubt about 
the investment to which this presentation relates should consult an 
authorised person specialising in advising on investments of this kind. 
These Presentation Materials do not constitute a recommendation 
regarding the shares of the Company, and should not be construed as legal, 
business, tax or investment advice. Prospective investors are encouraged 
to obtain separate and independent verification of information and 
opinions contained in the Presentation Materials as part of their own due 
diligence. By accepting these Presentation Materials, the Recipient agrees 
to keep permanently confidential the information contained herein or 
sent herewith or made available in connection with further enquiries. It 
is a condition of the issue of these Presentation Materials that they will 
not be reproduced, copied, distributed or circulated to any third party, in 
whole or in part, or published in whole or in part for any purpose, without 
the express prior consent of the Company. Neither the Company, nor 
its advisers accept liability whatsoever for any loss howsoever arising, 
directly or indirectly, from use of these Presentation Materials or their 
contents or otherwise arising in connection therewith. The Company, 
in its sole discretion, reserves the right to amend or supplement these 
Presentation Materials at any time. The Company also reserves the right, 
in its sole discretion, to terminate discussions with any person at any time. 
The reproduction, copying or distribution of these Presentation Materials 
in other jurisdictions may be restricted by law and persons into whose 
possession these Presentation Materials come should inform themselves 
about, and observe, any such restrictions. These Presentation Materials 
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are not for distribution outside the United Kingdom (other than to the 
United States in certain circumstances) and in particular, they or any copy 
of them should not be distributed, directly or indirectly, by any means 
(including electronic transmission) either to persons with addresses in 
Canada, Australia, Japan, the Republic of South Africa or the Republic 
of Ireland, or to any citizens, nationals or residents thereof, or to any 
corporation, partnership or other entity created or organized under the 
laws thereof. Any failure to comply with these restrictions may constitute 
a violation of the laws of any such other jurisdictions.

These Presentation Materials contain certain forward-looking information 
about the Company which are statements, beliefs, opinions or projections 
that are not historical facts, and which may be identified by the use 
of terminology such as “proposes,” “may,” “believes,” “anticipates,” 
“projects,” “expects,” estimates” or “forecasts” or comparable 
terminology and which reflect the Company’s or, as appropriate, the 
Company’s Directors current expectations and beliefs about future 
events. By their nature, forward- looking statements involve a number 
of risks, uncertainties and assumptions that could cause actual results 
or events to differ materially from those expressed in such statements, 
beliefs and opinions depending on a variety of factors. Past performance, 
trends or activities of the Company or its shares cannot be relied on as 
a guide to future performance, trends or activities. Any forward-looking 
information contained in these Presentation Materials has been prepared 
on the basis of a number of assumptions which may prove to be incorrect, 
and accordingly, actual results may vary from those projected as a result 
of, among other factors, changes in economic and market conditions, 
changes in the regulatory environment and other business and operational 
risks. Recipients of these Presentation Materials should not place reliance 
on forward-looking statements, which speak only as of the date of the 
Presentation Materials. The Company does not undertake any obligation 
to update or revise any forward-looking statements, whether as a result of 
new information, future events, circumstances or otherwise or to reflect 
the occurrence or non-occurrence of any events.

Please note that the photographs and images used in these Presentation 
Materials are illustrative and may not show a complete picture of all 
relevant information. By attending the presentation and/or retaining 
these Presentation Materials you will be taken to have represented, 
warranted and undertaken that: (i) you are a Relevant Person (ii) you 
have read and agree to comply with the contents and restrictions of this 
disclaimer (iii) you will use the information in these Presentation Materials 
solely for evaluating your possible interest in acquiring securities of the 
Company and (iv) you will conduct your own analysis or other verification 
of the data and information set out in these Presentation Materials and will 
bear the responsibility for all or any costs incurred in doing so.





WHO IS ROGUE BARON?
 Premium spirit brands

 Develop brands in key growth categories (such as 
Japanese whisky and tequila) where sales and buyout 
opportunities are high

 Rogue Baron intends to strengthen brand portfolio 
through development and /or potential future acquisitions

 Public listing to fund further growth and expansion

 Strong and experienced board.
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STRATEGY
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1

Target 
high growth 
categories

2

Develop 
brands that 

fit those 
categories

3

Launch 
brands into 

our sales 
channel

4

Grow cases 
sales

5

Position 
brands as 

buyout 
targets
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WHAT MAKES ROGUE 
BARON DIFFERENT?

 Category specific strategy 
– Focus on high growth categories where barriers 
 to entry are high

 Premium categories 
– Fastest growing sector 
– Higher margins, less volume needed

 Areas of differentiation 
– Position our brands with differentiation points

 Building out distribution channels with a brand 
– Using our lead brand, Shinju, to access markets. This 
 creates a simpler path to distribution for our other brands

 Spirit brands are fun and easy endorsement for influencers.
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 BRANDS 
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SHINJU JAPANESE WHISKY
Shinju is different. Shinju is for the 
ADVENTUROUS. Its quality allows you 
to sip it. Not for the turmeric latte drinker 
(with oat milk). This is for those who 
choose to walk on the wild side. A throw 
to the past and a pitch to the future.

Double distilled, with wafts of honey, orange and vanilla, 
accompanied by hints of herbaceous notes and light oak 
make Shinju well suited for cocktails.

So have fun, do something different, mix up a cocktail 
with Shinju Japanese Whiskey.

https://www.liquor.com/best-japanese-whiskies-5078590
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MT. FUJI’S PRISTINE ALPINE WATER 
IS USED TO CREATE SHINJU, GIVING IT 

A UNIQUE FLAVOUR.
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THE OPPORTUNITY IN JAPANESE WHISKY
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9.4%
Global Japanese 
Whiskey market 
projected to grow 
by 9.4% CAGR over 
the next five years.

Mixology – demand for 
cocktails with Japanese 
Whiskey rising. No true 
Japanese ‘cocktail’ 
Whisky.

Surging demand for 
Japanese Whisky has 
caused supply at some 
of the largest distillers 
to run out.

Launched Shinju. 
Capitalizing on the growing opportunity.

 Suntory and Nikka Whisky together 
control circa 80% of the Japanese 
Whisky market.

 An opportunity for a brand to take 
market share.

 Attractive for the large liquor companies 
who compete against Suntory but don’t 
have a Japanese Whiskey in their portfolio.

Price point + taste + marketing

 We created Shinju to differentiate by 
price point and taste. 

 The taste is smooth, but sweeter, making 
it well suited for cocktails.

 The price is under most Japanese Whiskies, 
and in a range that gives bars, restaurants, 
and consumers the ability to buy as a ‘mixer’.

 Shinju is popular with key influencers such 
as Wootak Kim / BarChemistry.

Key Relationships + Supply

 Key man, with experience, on ground in 
Japan managing Rogue Baron’s interests.

 Shinju is a blend so supply is rarely 
an issue.

 Have potential access to aged versions 
of Japanese whisky.

HOW IS ROGUE BARON CAPITALIZING?

11
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COPA IMPERIAL TEQUILA
 Super premium due to age

 21 years to develop  (plant -> barrels -> tank)

 Lots aged 8+ years in white oak barrels

 Proprietary recipe

 12,000 litres of aged Copa Imperial Tequila

 Extremely hard to age tequila for that long, 
hence scarcity

 Intention to also launch a Blanco, Reposado 
and Anejo.
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COPA IMPERIAL TEQUILA

    |    brands

Tequila represents only 3% of the global spirits market, but as one 
of the fastest-growing spirits, there’s significant upside potential in 
Tequila’s growth.

Two key growth 
drivers in Tequila 
right now

 Premiumization

 Storytelling

Blanco: white spirit, 
unaged and bottled or stored 
immediately after distillation, 
or aged less than two months 

in stainless steel or neutral 
oak barrels.

Reposado: aged a 
minimum of two months, 
but less than a year in oak 

barrels of any size.

Añejo: aged a minimum of 
one year, but less than three 

years in small oak barrels.

Extra Añejo: aged a 
minimum of three years 

in oak barrels; this category 
was only established in 

March 2006.
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COPA IMPERIAL TEQUILA
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Copa Strategy

 Be premium and tell the story

 Capitalise on the exclusivity of the Copa Tequila extra 
 anejo resulting from limited supply

 Launch the tequila in ‘special’ lots 
 – A Pappy Van Winkle model (but Tequila)
  https://www.winemag.com/2020/03/03/pappy-van-winkle-expensive/

 Each lot will have its own story

 Each lot is intended to create FOMO - a ‘must have’ before it sells out. 
 Soon people start collecting each lot

 Creates a pent up demand for each launch.

 Estimated launch date Q3 2021
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MAZERAY



MAZERAY BRANDS
 Mazeray Champagne 

– Champagne with 24kt gold flakes 
– Premium

 Cote Or Sparkling Wine 
– Premium

 Comte de Mazeray Cognac 
– 30 year old cognac with 24kt gold flakes 
– Premium

 Champagne and sparkling wine one of the fastest 
growing segments – up 56% over past decade

 Cognac resurgence – four years of growth due 
to booming Asia market.

    |    brands

MAZERAY BRUT CHAMPAGNE
On the eye: Golden with copper glints.

On the nose: Aromas of summer fruit, apple and peach.

On the palate: Ripe fruits with spicy touches. 
The finish is long and oaky.
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MAZERAY BRANDS
 Acquired the Brand

 Previously distributed in Europe

 A premium brand that will target the wealthy, 
super-rich, and people who want to be ‘seen’ 
spending their money.

 Estimate launch date Q1 2022
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 BARS 
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BARS – STRATEGIC 
MARKETING PLATFORMS

BrewDog has built a $2B brand largely on 
utilizing their 100+ breweries and pubs to 
drive sales and build their brand.

    |    bars

Key question - Why have a bar(s)?

 A great marketing platform for a liquor brand

 Provides direct-to-consumer sales

 You see first-hand exactly what your competition is doing

 Adds significant revenue to Company
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WHY IS THIS INDUSTRY 
A GREAT INVESTMENT

    |    growth

 The value of global spirits will increase between 2017 and 2022 by 19.3%, to USD$800 billion

 Globally, tequila is forecasted to grow 4.1% CAGR from 2019-2024

 The Asia-Pacific market now accounts for nearly 52% of total spirits sales in the world

Americans consume 

185,000 
margaritas every hour

Percentage Tequila 
currently represents in 

the Global Spirits market 
Potential for Growth

3%

2009

1.6

2010

1.7

2011

2.0

2012

2.5

2013

4.0

2014

5.9

2015

10.4

2016

10.8

2017

13.6

2018

15.0

JAPANESE WHISKEY 
A MAJOR HIT ABROAD
Value of Japanese exports from 
2009-2018 (in billion yen)*
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THE COVID EFFECT

    |    growth

Consumption habits have changed 
as a result

New trends include*

 Premiumisation (premium and above spirits are forecasted 
 to increase global volume market share to 13% by 2024)

 Sustainability  (increased focus on organic products)

 Health (less alcohol and improved products)

*IWSR Global Trends Report 2020
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WHY IS THIS INDUSTRY 
A GREAT INVESTMENT?

    |    growth

Acquisitions – The new R&D

 Bacardi acquires Patron for $5.1B

 Diageo acquired Casamigos for up to $1B

 Suntory acquires Beam for $16B

 Diageo acquires Don Julio for $408M

 Constellation acquires Ballast Point for $1B

 Constellation acquires High West for $160M

 Campari acquires Forty Creek Whiskey for $185M

 Campari acquires Bulldog Gin for $58M

 Pernod Ricard acquires Avion Tequila for $100M
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WHAT ELSE MAKES 
ROGUE A GREAT INVESTMENT?

    |    growth

EIS 
APPROVED
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BOARD & MANAGEMENT

    |    board & management

Ryan Dolder
CEO

Ryan has significant industry experience, having worked with leading international brands and bar/restaurant groups responsible 
for managing, purchasing and negotiating global distributors. Amongst others, he has held management positions with both Rande 
Gerber’s Midnight Oil Group, which launched Casamigos Tequila with George Clooney, and Bortz Entertainment Group. Ryan has a 
Bachelor of Business and a Bachelor of Computer Sciences from the University of Notre Dame.  Ryan is based in Columbus Ohio.

Tomoya Daimon
Non-Executive 
Director

Tomoya Daimon has been involved in the Japan wine and spirits industry for over ten years. During that time he has worked across sales, 
logistics, and buying at some of the largest beverage companies in Japan. Tomoya has a deep knowledge of whisky in particular and 
has forged relationships with various distilleries across the Country. Tomoya has also led a logistics division which managed and shipped 
product across all Asia countries. Tomoya resides in Tokyo.

Hamish Harris
Executive 
Director

Hamish holds a Bachelor of Commerce from the University of Tasmania and has held positions within market risk management at a 
number of financial institutions  including Nomura Group, Deutsche Bank AG and BZW plc in Singapore, Hong Kong and London. He has 
considerable corporate and international expertise across a range of industries and has been a director for a number of publicly listed 
companies in the UK.  Hamish is based in London.

Sandy Barblett
Non-Executive 
Director 

Sandy has over 20 years of senior management experience across numerous sectors. He sits as a director and advises companies both 
private and listed on the AIM and the ASX in relation to raising private equity and general fundraising, admission into public markets, 
strategy and management selection. Sandy has a Bachelor of Business from Curtin University of technology in Perth, Australia, and a 
Bachelor of Law from the University of Queensland.  Sandy is based in London.

Jon Smith
Non-Executive 
Director

Jon Smith founded the First Artist Corporation in 1986 and oversaw its growth as a multi-functional, multi-national entertainment, 
financial, event and sporting group. He is responsible for staging many of Britain’s biggest sporting events as well as being credited for 
helping start the English Premier League with Rupert Murdoch’s SKY platform in the early 90s and was awarded an OBE in the 2021 
New Year’s Honours List.

* Management and sales teams on the ground in the U.S., Japan and Mexico
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Six-Month Update on Progress



Opened seven new markets

Texas Georgia Nevada Illinois

Colorado Kansas Ohio*

*Pending first order

Now cover 60%+ of the US population

Now sold on some of the largest online platforms

Covering 35 U.S. States

Voted one of the “10
best whiskies to drink
in 2020 and 2021” by
liquor.com



Upgraded the Packaging. Brand Redesign

From this

To this



Developed and launching an 8-year old extension

The Shinju 'black pearl' expression is an 8-year 
old blended malt whisky. Aged in the finest oak barrels, this 

gives Shinju Black a spicy aroma, followed by a clean and dry 
taste, finishing with a smoky flavor to tighten the aftertaste.

Shinju ‘Black’ Pearl Edition



Launching Shinju into U.K. in Q4

• Currently in production

• UK importer and distributor in place

• Launching both age extensions



Opened Second Location in DC

De Rhum Spot is a rum bar, with a nod to the 
historical influence rum has had on the Americas, 

Africa, and specifically Great Britain and the Royal 
Navy. The Rhum Spot is three floors with an outdoor 
patio and has one of the largest selection of rums in 

Washington DC.  

The location is roughly three times the size of Rogue 
Baron’s existing bar, Bin 1301, plus it has a large 
outdoor patio which is becoming increasingly 

valuable in a post-covid world.



Added Two Key Members to the Team

• Founded the business carried on by First Artist
Corporation

• Responsible for staging many of Britain’s biggest
sporting events, including the UK visits of major US
sporting bodies, being NFL American Football, NBA
Basketball and NHL Ice Hockey.

• One of the recognised spokespersons for the UK
sports industry and has raised over £50 million in
various forms for sport in the UK over the last few
years.

• Agent to the England Football Team, Cricket Team
and Welsh Rugby team during the late 80s / 90s.

• One of only a handful of individuals holding a
football agency licence who is also licenced to
stage global events under the auspices of FIFA
worldwide.

Jon Smith - Director

• Drinks industry specialist with over 25 years of senior
UK and international experience, spanning
General Management, Marketing, Sales, Finance,
Communications and E-Commerce.

• Expertise has been gained in global blue-chips
such as Coca-Cola, Diageo, Heineken (previously
Scottish & Newcastle) and then Maxxium UK.

• UK Marketing Director for a portfolio of over 30
premium spirits brands including Absolut, The
Macallan, Highland Park, Stolichnaya Vodka,
Brugal Rum, Jim Beam, Remy Martin Cognac and
Cointreau.

• Founder of International Drinks Development

Peter Mooney – Advisory Board
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