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You joined Dabble at its inception 4 years ago, bringing over 20 years of experience from the operations and 
technology facet of the gaming industry. What brought you to Dabble, and how have you been able to 
leverage your extensive experience since then?

Dabble currently operates in two markets, Australia and the US. How does the operating landscape differ 
between the two markets, and how do you go about managing two separate brands?

It’s been the question at the forefront of my mind for nearly 12 months.

A lot of the key selling points of our two businesses are similar, notably the social experience we give customers 
and our commitment to a great product to service them. We also use a lot of the same technology components and 
technology partners, the Brand is the same name and uses the same colours, so we definitely get scale advantages 
in the running of the two businesses.

The main two differences are in the Total Addressable Market and the spend profile. Just the population of Texas is 
larger than Australia, so we can reach a lot more people in the US with our product. Having said that, the amount of 
money spent per person is much lower in the US, with DFS being a smaller stakes game than full sportsbook 
wagering.  Our US fantasy business is definitely aligned with just having a dabble.

In terms of operations, we are a more mature business in Australia, but I recently spent 3 months until 
mid-November in our US headquarters (Austin, Texas) to help oversee development of our US business. We've 
hired out some more key staff now, and our US operations are maturing quickly as a result.
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Along with being able to run 
the bookmaking operations, 
the biggest advantage of my 
experience was relationships 
with good people that we 
could bring to Dabble.

THE NEXT

The 3 founders of the business approached me to help make their 
idea of a more community-based betting experience a reality, and 
I was excited about doing something new from the start.  Between 
the four of us we had a really good balance of skills, but along with 
being able to run the bookmaking operations, the biggest 
advantage of my experience was relationships with good people 
that we could bring to Dabble.  Most of those early hires remain in 
leadership roles within the business.  The other thing I brought is 
being the person who has to sometimes be the one that says ‘no’ 
to crazy ideas.
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Could you give us some detail on your user demographic, and the type of consumer you are typically 
serving? As a social betting platform, do you find that the newer evolution in the gaming space of combining 
betting and social media has influenced your target demographic?

younger than most of our competitors (notably in Australia) because younger people generally adopt new 
technology quicker, but our product is still very much enjoyed by a wide variety of customers across all 
demographics. Nearly every adult has a smartphone these days after all.

The Dabble app was the 2nd highest ranked sports app in November 2024 and has garnered over 1M global 
users since launch. What has been key to your growth over the past couple years, and how are you 
attracting and retaining users?

The business in Australia grew off the back of our own Technology that was built over 3 years. Once we entered the 
US market, we found that the underlying features we had built over this time allowed us to be highly competitive 
from the very start of our US launch.

We have unique features that makes Dabble as much a social media company as a wagering business, meaning 
customers are likely to refer their friends, and this has enabled us to get a lot of people trialling the product without 
necessarily spending tens of millions on marketing. We also have unique products, including our 12 pick 1000x.

We have always had a high level of focus on the small things that could cause friction.  Placing an Entry or Bet, 
making a deposit, or getting your withdrawals into your bank should be the fastest in the business.  Having 
accurate and fun messages as part of our engagement are the sorts of things we focus on because we know they 
are important.  These (alongside unique products) have been keys to our customer retention.

As a follow up to that, what do you see as the reason Dabble stands out from competitors? Where do you 
differentiate, and what positions you to further build market share?

We’re really targeting any 
consumer that wants a 
wagering experience that 
feels like it was built in 
2024. Just as social media 
users are of all ages, so are 
customers of Dabble.

‘Social Betting’ can take a lot of different meanings so we try to stay 
away from that term.  To be clear, Dabble offers all of the same core 
transactional features as the sportsbooks and DFS operators that are 
household names (FanDuel, DraftKings, Sportsbet, or PrizePicks 
depending on the market). Our differentiation comes in the user 
experiences that we offer on top of, or adjacent to, the transactional 
features. Features like Follow, Copy, and Chat.

In that sense, we’re really targeting any consumer that wants a 
wagering experience that feels like it was built in 2024. Just as social 
media users are of all ages, so are customers of Dabble. We do skew 
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It's definitely in the community elements of our products.  You can see other people's entries, copy them, comment, 
then chat in our banter rooms about the game while it's happening.  While DFS has always been a social product, 
our features make this more so.

The best thing is that we've just got started.  There are so many more features and ideas we want to bring to life 
that deepen the community element of our app so that customers experience more fun.

Dabble has announced numerous partnerships throughout 2024, including OpticOdds and Supercars. How 
do you go about developing and rolling out new partnerships?

We are not crazy enough to try and build everything ourselves, and rather than relying on a single vendor or 
partners we use a range of services. 

marketing channels that continue to support our growth in Australia and demonstrate our maturity as a business.  
For these partnerships we've been selective, as we only want to partner with organisations that share our values of 
having fun. The livery on our Dabble Supercar we had for the Darwin round looked insane, and our million-dollar 
party hole at the Australian PGA golf event looks sick!

We have recently been talking a lot about responsible gaming in our CEO series. Considering Dabble joined 
the Coalition for Fantasy Sports earlier this year, I'd love to talk about your goals for protecting consumers. 
How does Dabble ensure responsible gaming, and how do you see yourself innovating and furthering the 
space?

Dabble's first guiding principle is a commitment to sustainable gaming.  That's why we're really supportive of the 
Coalition's decision to join with idPair in building an industry wide self-exclusion platform. This will provide 
protection to at risk players, with a trial to be launched by March next year in a couple of States before being rolled 
out nationwide.

In Australia we were at the front of the industry from the start, trialling and releasing safety features above our 
legislated requirements.  We are also currently hiring to expand the research capability within our team so we can 
focus on interrogating our own data and data sharing with academic researchers.  The insight that comes from this 
will allow us to make evidence-based decisions internally, and advocate for regulations that are effective at a wider 
industry level in both our regions.
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We've been selective, as we 
only want to partner with 
organisations that share our 
values of having fun. 
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We have 8 or 9 providers of data and pricing services across both our 
markets. We have 6 or 7 providers of payment processing across our 
two businesses, and we are happy to promote our partners when they 
are providing a good service.

In terms of the Supercars, and now our relationship with the Australian 
PGA, these demonstrate our move into top of funnel awareness 
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With Dabble rapidly growing, where do you see the most opportunity for expansion? Do you have plans to 
expand outside of DFS in the US or maybe expand into other markets?

We are definitely looking at other markets, so watch this space! The biggest challenge is the sequencing of how we 
can be effective in new environments without causing too much distraction to the existing operations. Having said 
that, our long-term goal is to be a global business.

What is your view on the sweepstakes market and using sweeps as an alternative game type? Do you see 
any opportunities for Dabble in the space moving forward?

Very similar to the question about new regions, we also regularly consider whether we should be moving into new 
verticals that will allow us to grow.  With that in mind we're monitoring sweepstakes closely, but for now we're 
focusing on our current businesses.

You recently announced that you were considering an IPO as part of your growth strategy. Can you tell us a 
little about this decision and how Dabble is positioned for growth following a public listing?

Now that we're a sustainable business, we're considering what the best options are for both our shareholders and 
the business itself.  Moving to an IPO would take some planning and time, so we feel it's a good time to start 
looking at how that would play out including the impact on operations, the options of which exchange to pursue (if 
any) and any capital raises we might consider as part of the pathway to IPO.

What can you tell us about the roadmap for Dabble? What can users expect to see in the next couple years?

When you take a step back from running one of the top DFS platforms in the US, what do you like to do to 
wind down and relax?

October 2024 

Wagering apps are single 
player games that enable 
transactions and Dabble 
wanted to be a multi-player 
game that enabled 
ongoing engagement.
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Our first investor deck included a visual that showed wagering apps are 
single player games that enable transactions and Dabble wanted to be a 
multi-player game that enabled ongoing engagement.

Not much has changed for us. We want to find more ways to create 
richer communities and more fun for players. We also want to continue 
to remove as much as possible any friction points around the process of 
selecting picks or props, placing an entry or bet, tracking performance 
(including as a second screen experience) and then celebrating or 
commiserating once the outcome is known.
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Tom Rundle - Biography
Tom Rundle is the CEO of Dabble, a wagering business with operations as a 
sportsbook in Australia and a Daily Fantasy Sports operation in the US. 
Dabble owns much of it's own core technology platform, and in addition to 
wagering services provides unique community features including the ability 
to copy, comment and chat with other players on its platforms.

After spending his early career as a public policy economist, Tom has spent 
the past 20 years leading teams in product, technology and operations 
across gaming verticals for companies including Australia's Sportsbet, 
BetEasy, and Pointsbet, with a stint of 4 years in London with Pokerstars in 
between. When not focused on building a company that'll be bigger then 
Flutter, Tom enjoys watching live sport (a mixture of seeing professionals and 
seeing his three Children play).

In simple terms I collect sports teams. They only get officially added when I've seen them both live and on TV.  On 
my recent 3-month tour based in Austin, I added the UT Longhorns to my list that now includes the Richmond 
Tigers, Buffalo Bills, New York Yankees, Nottingham Forest, Melbourne Storm, Tasmania Jackjumpers and Hobart 
Hurricanes. National Australian teams are included by default!  My eldest son has also inherited all the teams so it's 
great to be able to share my hobby with him.

Question for Joel: Thank you for participating in our CEO interview series, it has certainly been an interesting 
discussion. With all my questions for you, I think it’s only fair to now turn the tables on me. Go ahead and ask 
me anything you want on the industry.

Joel, one thing I've noticed is a lot of companies (including Dabble) have intangible value in their technology that 
internally is a lead indicator of performance but isn't always understood by the market for years. How do analysts 
and bankers like yourself determine whether companies are about to be slowed down by their owned technology, 
or whether they have an edge that will enable sustained success?

Tom, that’s a great question; at the end of the day when it comes time for businesses like yours to exit, 
having your own internalized tech stack that is robust, scalable, and reliable is a huge point of differentiation. 
Many of the investors and strategic acquirers we speak to daily are looking for the “one of one” solution 
versus businesses that are cookie cutter in nature. Bottom line, while its costly to develop your own 
technology and might be a short-term limiting factor it should allow the company to accrete more value in 
the long run. Lets be honest, most potential acquirers are going to have legacy technology and the 
opportunity to onboard the latest platforms as well as feature sets should be in high demand. I bet if you 
asked DraftKings for instance if they had built their own pricing models or platform in the beginning perhaps 
they would have taken a different approach albeit hindsight is always 20/20.
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All members of XST Capital, LLC are registered representatives of, and securities offered through, Stonehaven, LLC 
(https://stonehaven-llc.com/), a Member of FINRA (www.finra.org)  / SIPC (www.sipc.org).  Regulatory disclosures: Disclaimers & 
Risks (www.stonehaven-llc.com/disclaimer/),  Privacy Policy (www.stonehaven-llc.com/privacy/), and Form CRS 
(www.stonehaven-llc.com/form-crs/). This material may not be reproduced in any format by any means or redistributed without the 
prior written consent of either XST Capital, LLC and Stonehaven, LLC.  Other persons, such as retail investors, are NOT the intended 
recipients of our communications or services and should not act upon this communication. The information contained herein is 
provided solely for informational purposes. Nothing in this communication constitutes a recommendation or an offer to sell or a 
solicitation to deal in any financial product, enter into any transaction or adopt any investment strategy. Further, this communication 
does not constitute any legal, tax, regulatory, financial or accounting advice. Neither XST Capital, LLC nor Stonehaven, LLC has 
confirmed or investigated the accuracy of any of the information. No member of XST Capital, LLC nor Stonehaven, LLC makes any 
express or implied representations or warranties as to the accuracy, timeliness, adequacy, completeness or fitness for use for any 
particular purpose of any of the aforementioned information. Any statements and opinions noted within this article are solely those of 
the author and do not reflect the opinions of Stonehaven, LLC. This document has been prepared in good faith on the basis of 
information that has been obtained from public sources believed to be reliable, and may change at anytime. Investments in private 
placements involve a high degree of risk and may result in a partial or total loss of your investment. Private placements are generally 
illiquid investments. Investors should consult with their investment, legal, and tax advisors regarding the consideration of any private 
placement investment. XST Capital Group LLC is not a gambling industry operator or affiliate. If you or someone you know is struggling 
with a gambling problem, help is available. The National Council on Problem Gambling provides a range of resources, including 
answers to commonly asked questions, a gambling behavior self assessment, information about treatment and the National Problem 
Gambling Helpline (1-800-GAMBLER) to help connect you with local resources.

Joel H. Simkins
CEO/Founder
646.886.8256
joel@xstcapital.com

Bryce D. Littell
Vice President
440.708.4285
bryce@xstcapital.com
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samantha@xstcapital.com


