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Consolidated P&L 2014
in €m 2013 2014 Var

Revenue 132,8 116,0 (16,8)

Gross Margin 34,4 34,2 (0,2)

Staff expenses (24,7) (23,1) 1,6

EBITDA 2,7 4,5 1,8

% of Gross Margin 7,9% 13,1%

Financial Result (1,5) (0,3) 1,2

Extraordinary Result (0,8) (0,3) 0,5

Corporate Tax (1,0) 0 1,0

Goodwill amortisation (4,1) (4,0) 0,1

Net Income (5,2) 0 5,3
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Results for 2014

� Sales down from €133m to €116m due to the decision to exit 
unprofitable client relationships

� Stable Gross Margin (revenue without media billings and direct 
cost) stable at €34,2m

� EBITDA increased from €2,7m to €4,5m (+66%) due to good 
performance in all key locations in 2014

� Profitability up at 13,1% (2013: 7,9%)

� Operating Cash Flow was mainly used to reduce complexity of 
the NetBooster group structure (e.g. squeeze out Guava) and 
to build one group
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Results at a Glance

in €m 2011 2012 2013 2014

Gross Margin 27,7 34,2 34,4 34,2

EBITDA 1,8 3,7 2,7 4,5

% of Gross Margin 6,6% 10,7% 7,9% 13,1%
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EBITDA 2013-2015 

Q1/13 Q2/13 Q3/13 Q4/13 Q1/14 Q2/14 Q3/14 Q4/14 Q1/15 Q2/15 Q3/15 Q4/15

€2,7m €4,5m €5,5-6,0m

+100%
2013+2014 actual; 2015 expected
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Product Mix (GM)

PPC 38%

SEO 14%MEDIA 10%

DATA 16%

AFFILIATE 12%

DESIGN 8%
SOCIAL MEDIA 2%
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Regional Mix (GM)

France 31%

Germany  27%

Northern Europe 
20%

UK 9%

South. Europe 7% MENA 3%
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Goodwill under French GAAP

� Goodwill is amortised under French GAAP, between 8 

and 10 years 

� Amortisation booked in 2014 = €4,0m

� Total remaining Goodwill (€17,7m) is below the market 

value of the individual subsidiaries

� Impairment tests is on yearly basis

� Depressed EPS due to French GAAP



NB11

Cash Flow

in €m 2013 2014

Cash Flow from Operating Activities + 1,6 - 0,7

Cash Flow from Investing Activities - 2,4 - 1,0

Cash Flow from Financing Activities - 0,1 - 1,2

Change in Cash - 0,9 - 2,9
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Business Update



NB

Most important
ACHIEVEMENTS
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2014 Achievements

Optimized Profitability

New Business & Up-sales

360°Offering

Unified Communication and Vision 
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Optimized Profitability



NB16

Profitability by Region

� Aligned profitability in all regions

� MENA (founded in 2012) will reach the targeted level in 2015

2012(a) 2013(a) 2014(a)

20%+ Germany Germany Germany

15-20% UK UK
France & South
Nordics

10-15% France & South France & South
Nordics

up to 10% UK
France & South
Nordics
MENA

MENA MENA
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NetBooster
MENA

Company Structure – Reduced Complexity

� Reduced subsidiaries in Germany from 3 to 1

� Squeeze Out of the minority shareholders of Guava

� Integrate Guava UK into NB UK

� Integrate NB Affiliate Denmark in into NB Denmark

� Establish NB Norway

NetBooster
Finland

NetBooster DK 
Agency

NetBooster
Affiliate DK

NetBooster
Sweden  

NetBooster
Italy

NetBooster
Spain

NetBooster
UK

NetBooster
France

metapeople
Germany

metapeople
Switzerland
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1st Achievement

Best financial result, in the history of 
NetBooster, was achieved in 2014

Gross Margin: €34,2m 

EBITDA: €4,5m 

NetBooster – Your digital performance architect
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New Business & Upsales
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Examples of secured new Business in 2014 for 2015+:

New Biz examples for 2015

FMCG Client

� A worldwide cosmetic conglomerate

� All Performance Channels incl. 
Facebook AD‘s, Google AdWords 
and RTB

� 7 Markets incl. Germany, France, 
Denmark, Spain, Italy, Switzerland 
and UK

Finance Client

� A worldwide bank from Asia Pacific

� All Performance Channels incl. 
Facebook AD‘s, Google AdWords, 
RTB and SEO

� Entire MENA region for Performance 
Channels plus worldwide SEO 
strategy

New Clients for NetBooster Group
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Examples of secured Upsales to be activated in 2015+:

Upsales examples for 2015

Telco Client

� NetBooster’s biggest client in 
Germany

� Upsold Facebook AD’s, Media 
planning and RTB

� NetBooster now handle’s all 
Performance Channels of Telekom

B2B Retail Client

� A worldwide B2B Retailer

� Upsold The UK, ES and FR markets 
for 2014 and 2015

� NetBooster is now handling Office 
Depot in all their European Markets 
from 2015 onwards

Upsales on existing client relationships
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2nd Achievement

New client wins in 2014 support 
a stable entry into 2015 

New clients in 2015 will deliver 
up to 5% growth in GM

NetBooster – Your digital performance architect
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360°Offering
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All devices become ‘digital’ 

Today Tomorrow

Or to be more precise, all devices and contents 
are internet based and on demand in the future!
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The new ‘normal’

A cross device & cross channel 
experience for all customers
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The Challenge

To deliver a personalised dialogue

Real Time All Channels All Devices

ANY WHERE
TIME
DEVICES
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NetBooster Service Offering

Putting Data and Tech into the heart of our clients strategy!

SEO 

Social 

CRM 

Crea
tive 

BI 

PRM 
P

A
ID

 

O
W

N
E

D
 

E
A

R
N

E
D

 

DATA & 
ANALYTICS 

PPC Affili
ate 

RTB 

Combining 
all channels 
and…

… add 
Vertical 
Know-How 
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Combination of Service and Technology

Listen Process Talk

Website CRM

Marketing Social

Services Retail

Open 
Data

Products

Integrated (de-duped) data sets

Examine the patterns in historical data and 
process

Learn the characteristics of each audience 
type 

Data 
Management 

Platform

Machine 
Learning

Web

Mobile

Email

Connected 
Objects

Call Center

Instore
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3rd Achievement

NetBooster – Your digital performance architect

Alignment of service Offering across 
all NB markets achieved

New DATA offering successful 
launched and clients won
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Unified Communication & 
Company Vision
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Company Communication

� Rebranding of USP: NetBooster – Your digital performance Architects

� Clear positioning of NetBooster as a full service solution provider 
for the digital transition of Blue Chip Clients and the Launching of 
our DnA (Data & Analytics Team) – Consulting Offering

� Relaunch of our global and all local websites positioning NetBooster 
clearly on the level of our main competitors in the digital space. Strong 
video driven communication on all channels.

� Increased visibility on industry trade fairs and Events
(60+ Events and Speeches in Europe and MENA in 2014)

� Professionalised PR activities around our financial and business 
developments, as well as proactive market communication on forecast 
of NetBooster’s performance
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Impressions
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Main advertising trends

1. Traditional Advertising budgets are shifting to Digital, in addition to a 
consolidation of channels and markets with one agency 

2. Transparency, Data and Analytics are at the centre of this shift due to 
the demand of advertisers and their consumers for transparency and 
real-time advertising

3. Advertisers are searching for solutions on their digital strategy because 
traditional consultancies and media agencies can’t deliver new digital 
business models that succeed

These three developments are a massive threat for t he 
traditional Big 6 Media Agencies and their non-tran sparent 

business models
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Market Position of NetBooster

Positioned to threaten the Digital Part of the Big 6
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Our company vision

� 1,000+ employees

� Strong footprint with local 
offices in US, EMEA, MENA 
and APAC by acquiring other 
mid sized agencies

� Focus on 400-450 large 
national (40%) and global 
clients (60%)

� Positioning of NetBooster as 
the best, most innovative and 
biggest worldwide 
independent agency for 
digital growth and transition 

� € 150m+ Enterprise Value 

� € 500m+ managed 
advertising budgets

� € 80m+ Gross Margin (GM)

� 20%+ GM/EBITDA ratio

� € 15m+ EBITDA 

� NetBooster is positioned as 
the lead consultant for digital 
transition of Big Brands

� Full Integrated offering incl. 
all digital ad-channels

� Strong focus on new digital 
channels like Internet-TV 
and Video Advertising

� Owned and 3rd party full 
technology offering: 
Analytics, DMP, DSP, CRM, 
AD-Server etc. 

Agency Vision Financial Vision Product Vision

Management Outlook for 2017+



NB36

4th Achievement

NetBooster – Your digital performance architect

Initiated the new NetBooster
Communication and Branding

Positioned NetBooster to 
threaten the Big Media Agencies
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Outlook 2015
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Outlook 2015

� Restructuring finished in 2014 switch into growth mode in 2015

� Service quality, international reach and corporate culture 
established and activated to win clients and grow business

� Landmark client wins over the last months 

� Leverage client need and build state of the art Data and 
Advisory offering

� Use Cash Flow to strengthen capital structure 

� Confirmed budget 2015

EBITDA target: €5.5m – €6.0m
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Thanks for your attention
www.netbooster.com
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“The material in this presentation is general background information about NetBooster SA, to
date, prepared by NetBooster SA. This information is given in a summary form and does not
purport to be complete. This presentation, including forecast financial information should not be
considered as advice or recommendation to investors or potential investors in relation to
acquiring, selling or transfer by any means NetBooster’s securities. Before acting on any
information included into this presentation, one should consider the appropriateness of the
information, any relevant offer document and especially should seek for independent financial
advice. It is reminded that all securities involve financial risks.

This presentation may contain forward looking statements including statements regarding our
intent, belief or current expectations with respect to NetBooster’s businesses and operations,
market conditions, results of operation and financial condition, specific provisions and risk
management practices. These statements are based on the current expectations and
assumptions of NetBooster’s management and they are, therefore, subject to risks and
uncertainties. Many factors can impact NetBooster’s results and performance, thus forecasts and
hypothetical examples are subject to uncertainty and contingencies outside NetBooster’s control.
Results and performance can be materially different from any future results or performance that
may be expressed or implied by the forward looking statements contained in this presentation.
NetBooster does not undertake to implement any of the actions and operations that may be
described in the forward looking statements. Moreover, we remind you that past performance is
not a reliable indication of future performance.”

Disclaimer


