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1. About Axel Springer hy and our 
view on digital innovation

2. @wdk RoqhmfdqƤr chfhs`k 
transformation

3. How Procurement teams become 
gatekeepers to innovation

AGENDA
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About
Axel Springer hy

FOUNDED
2017 (precursor founded in 2013)

MISSION
Help companies to identify and tap digital business 
opportunities

CUSTOMERS
>125 projects with >70 customers (DAX30, MDAX, 
family-owned) across all industries

TEAM
40+ and growing fast

CEO
Christoph Keese 

SHAREHOLDERS
Axel Springer 55%, Management 40%, Founders 5%

STRATEGIC PARTNERS
Egon Zehnder, kloeckner.i, Axel Springer
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Introduction to Axel Springer hy

Vd bnmctbsdc lnqd sg`m 014 oqnidbsr enq bkhdmsr `bqnrr u`qhntr hmctrsqhdr 
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DIGITAL FORCES SHAPING THE ECONOMY

Digital platform companies have overtookmany traditional business models

Platforms coordinate supply and demand and monetize 

their access.

Network effects and low marginal costs often turn one 

platform into a monopolist.

Ok`senql bnlo`mhdrƤ l`qjds b`ohs`khy`shnm dwbddc sgd 

value of the German DAX companiesmultiple times.

Aggregated total market capitalization of selected
German DAX and international platform companies 

2003 1//5 2009 2012 2015

Alphabet, Facebook, Amazon, 
Alibaba, Tencent, Baidu, Paypal, 
Priceline, Netflix, Uber

Henkel 
BMW 
VW 
Daimler 
Telekom 
BASF
Allianz 
Bayer 
SAP
Siemens

2018
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DIGITAL FORCES SHAPING THE ECONOMY

Digitization transforms any market applying similar patterns

Disaggregation 

Products and services are 

being unbundled into the 

smallest conceivable unit

Dematerialization 

Physical products become 

virtual

Disintermediation 

Platforms cut out the 

intermediary 
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DIGITAL FORCES SHAPING THE ECONOMY

The B2B revolution of the platform economy has just begun

Disruption of communication
Messaging Apps and Social Networks 
change the way we interact with each 
other

1

Disruption of B2C Transactions
Consumer focused sectors 
reinvent businesses with digital

Disruption of B2B 
transactions
Major industrial sectors exploit 
automation and analytics

2

3
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DIGITAL FORCES SHAPING THE ECONOMY

Hmbqd`rdc bnlokdwhsx `mc cdbdmsq`khy`shnm qdpthqd mdv hmmnu`shnm oqnbdrrdr

ʐ

Innovation does no longer take place centrally within a 

company anymore, but worldwide and decentralized. 

The pace of new competitors entering the market is 

constantly increasing and they (usually) have more 

money. 

It does therefore not suffice anymore to just observe 

direct competition. It is essential to know and 

tmcdqrs`mc nmdƤr nvm dmshqd sdbg dbnrxrsdl- 

20th century:
Innovation within R&D departments

21st century:
Innovation across tech ecosystems
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DIGITAL FORCES SHAPING THE ECONOMY

Fkna`k dbnrxrsdlr rg`od l`qjdsr `mc sdbgmnknfhdr ne sgd etstqd

Ecosystems

Venture Capital

No. of  Startups

Silicon Valley

Sectors:Artificial Intelligence, Big Data/Analytics, FinTech, 

Life Sciences, Adv. Manufacturing & Robotics,AdTech, 

Gaming

Venture Capital:$39 bn | Startups:10,200 

Berlin

Sectors:FinTech, Artificial Intelligence, Big Data/Analytics, 

Internet of Things, Blockchain

Venture Capital: $2.9 bn | Startups:1,200 

Tel Aviv

Sectors:Cybersecurity, Artificial Intelligence, Big Data/Analytics, Adv. 

Manufacturing & Robotics, Life Sciences

Venture Capital: $0.9 bn | Startups:700 
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DIGITAL FORCES SHAPING THE ECONOMY

The future is created by entrepreneurs and people willing to bet on it. To anticipate 
where markets are heading, we strive to decode every single company funding globally

ƧThe best way to 
predict the 
future, is to 
hmudms hs-ƨ

Theodore Hook

ƧThe best way to 
anticipate futures, is to 

analyze and decode 
sgnrd vgn hmudms hs-ƨ

hy core belief

Every time someone 
founds a company, this 
person is placing a bet 
on a future. 

Every time someone 
invests into a company, 
this person is buying a 
stake of a future. 

ANALYZE 
AND DECODE

those bets in order 
to to conjecture 

market 
developments 
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DIGITAL FORCES SHAPING THE ECONOMY

Funding and investment activities are lead indicators for the development of 
future markets

Development of the Social Media industry

Development of the Wearables industry

Market

Market

Annual Deal Count
New Ventures

Annual Deal Count

New Ventures

Our research shows that funding and investment 

activities are lead indicators for the development of 

future markets. 

This is why we analyze the global startup ecosystem in 

a systematic and technologically-driven way in order to 

give our clients an edge in the race for the future.
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SITUATION TODAY

Sghr kd`c sn sgqdd jdx bg`kkdmfdr enq dudqx bnlo`mx

Connect with the right actors 
to become a central point of the tech ecosystem. 

Draw conclusions from developments in the global tech ecosystem 
to anticipate disruption.

Identify and promptly validate opportunities in order to
drive chances with an entrepreneurial spirit in a strategic manner. 
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AXEL SPRINGER CASE

A fundamental transformation that 

lead to 87% Digital Group EBITDA
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Source: Süddeutsche Zeitung

Founded in

1946
Public 1985 till
(probably) 2019
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BILD Deutschland-Gesamt 
(BILD/B.Z.)

WELT Print Gesamt

-47,2%

-21,5%

HUV `udq`fd bhqbtk`shnm 1/00,1/07

Axel Springer Story

Uh oh... Print circulation is declining constantly (from an all-time high of more than 
five million copies per day)
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Journalism (B2C)

Advertisement
(B2B)

Classifieds 
(B2B2C)

@wdk Roqhmfdq Rsnqx

The publisher business model has been disaggregated and attacked by digital 
disruptors
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ƧVd v`ms sn ad sgd vhmmdqr ne chfhshy`shnm hm sgd 
Dtqnod`m ldch` atrhmdrr-ƨ
Mathias Döpfner, CEO Axel Springer SE since 2002
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Credo bei Axel Springer: Disrupt Yourself
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Investment strategy

Most M&A activities were conducted in the later-stage space with the goal to acquire 
promising companies and to develop them to market leaders

@bbdkdq`snq oqnfq`lr

UB etmc hmudrsldmsr

Rdkdbsdc chqdbs hmudrsldmsr

Current portfolio

Successful exits (non core)

Jobs

Real Estate

Travel (exited)

Performance Marketing

Reached-based Marketing

Growth stage
High potentials

Later stage
Market leaders

Early stage
Seed & Startups

Classifieds Content Marketing

Enbtr9 hmudrs hm ghfg fqnvsg 

noonqstmhshdr

Focus: develop strategic category leaders, 

dedicated portfolio management

Focus: identify disruptive innovation, 

talents & opportunities

Media for Equity

http://www.idealo.de/
http://www.stepstone.de/home.cfm
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By acquisition

Organic

1//62008 20102009 2011 201320122006 1/032015 2016 2017 2018/19

Note: Selection; Including disinvestments

Investment strategy

@wdk Roqhmfdq g`r hmudrsdc lnqd sg`m Ʒ3am hm chfhs`k atrhmdrr lncdkr9
>100 by acquisitions and >120 organic builds
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EBITDA 2006 -1/07 HM LƷ

Global market position

of revenue from market leaders

of EBITDA growth post-acquisition

EBITDA margin

Organic growth

#1

>80% 

>50%

>40%

~10%

DIGITAL SHARE OF EBITDA IN %

KPI OF DIGITAL CLASSIFIEDS

87%/-1$

Q1/20192006

EBITDA of operating segments; from 2012 continuing operations (excluding activities sold to FUNKE Group in 2014)

Axel Springer Story

Digital investments drive performance in growth, profitability and value
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Bnmbktrhnm

Axel Springer now and then: a huge digital transformation in the last ca. 15 years

Print publisher Business model Digital publisher

Germany Geographical leadership Europe

Headquarter-centric Organizational structure Entrepreneur-centric

Centrally managed Management Ecosystem

Traditional Corporate culture ƧTmhsdc Bg`lohnmrƨ

Equity value / EBITDA Key KPIs Revenue / Growth

0.2% (2006) Digital profit share 87% (Q1 2019)

Ʒ 1-8am '1//3( Market capitalization Ʒ 5-6am 'Itmd 1/08(

>200 direct investments
>400 indirect investments 

Digital

Analog

2006 2019



24 |    Axel Springer hy || Axel Springer's Digital Transformation and Our Learnings for Procurement Specialists

START-UP PARTNERSHIPS

How Procurement teams become 
gatekeepers to innovation
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REMEMBER?

This lead to three key challenges for every company

Connect with the right actors 
to become a central point of the tech ecosystem. 

Draw conclusions from developments in the global tech ecosystem 
to anticipate disruption.

Identify and promptly validate opportunities in order to
drive chances with an entrepreneurial spirit in a strategic manner. 
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STARTUP PARTNERSHIPS

Startups are attractive cooperation partners for accessing innovative technologies 

High growth rates

ǒ40% of the startups surveyed expect growth rates of >50% 

ǒ65% of the startups surveyed operate scalable business models 

ǒ=0/$ ne Fdql`m rs`qstor `kqd`cx fdmdq`sd qdudmtdr ne lnqd sg`m Ʒ4 

million

ǒLean Startup, Design Thinking and Agile Product Development characterize the 

German Startup culture

ǒStartups are small (average of 11 employees) and their employees are young 

(>55% younger than 34) 

Developers of new technologies

Innovative working methods and approaches

Online distribution of 
food supplements

Human resource 
management

Digital invoice and
dunning service

Data analysis service 
provider

Marketplace for crypto currencies

Technical infrastructure for
IoT applications

Digital health insurance
Technical infrastructure for
IoT applications

Digital travel planner

Germany is full of fast-growing, innovative startups

ǒThe business models of German startups are moderately to strongly 

influenced by AI (59%), VR (32%) and blockchain (24%)

ǒ>60% of German startups describe their technology as innovative to 

very innovative

Sources: hy internal  documents, 2018 Ernst & Young, 2015; KPMG, 2017; deutschestartups.org, 2018; Gründerszene, 2018; Forbes, 2018, Deutscher Startup Monitor 2018, KPMG
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STARTUPS AS COOPERATION PARTNERS 

The cooperation between (Mittelstand) companies and startups is a win-win situation

Startups

Mittelstand companies are the preferred 
partner for startups due to faster 

decision-making processes and fewer
compliance guidelines than large corporations.

Mittelstand

Startups as partners enable fast 
implementation with a dedicated starting
point and low capital intensity and 
personnel commitment. 

The Building Radar team had the perfect solution in 
form of a combination of both aspects: our current 
processes were integrated into their system, but at 

the same time our distribution automation was 
optimized.

In close cooperation with various teams at Viessmann, we were 
able to iterate and build our product very quickly.  

If we want to go out and scale our impact, we have to go to 
corporates.

Ƨ Ƨ

Ƨ
Celonis has changed the way how we do things, 

as we are discussing. We are no longer 
discussing on the basis of gut feelings, but 
strategically at a higher, fact-based level.

Ƨ
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STARTUP PARTNERSHIPS

Startups can be clients, innovation partners and solution providers

Sources: Handelsblatt; 2018; Wattx, 2018

Startups as 
innovation partners

Startups as solution 
providers

Results

Kinshofer is a manufacturer of 
attachments for cranes and 
excavators with 165 
employees

Startups 
as clients 

+

+

Vemcon is a Munich-based 
startup with 30 employees 
developing tech solutions for 
excavators and graders

Viessmann is a manufacturer of 
heating technology, industrial 
and cooling systems with more 
than 12,000 employees

deevio is a young startup that 
uses artificial intelligence to 
detect production errors

Development of a simplified 
control system for Kinshofer 
machines to reduce control 
complexity   

Refine and optimize quality 
control at Viessmann

"We didn't possess the necessary 
know-how for this special technology 
ourselves."

Thomas Friedrich,
Managing Director, Kinshofer

"deevio is the future of quality control."

Dr. Florian Resatsch
CMO, Viessmann

Amadeus is a software 
company operating in the travel 
industry with more than 10,000 
employees

Sales of data to develop 
commercial startup partnerships 
in fast-growing markets  

ƧSghr hr ntq lnrs dwsdmrhud `mc 
bnlokdw c`s` o`qsmdqrgho+ `mc 
@l`cdtr cdkhudqdc tmo`q`kkdkdc 
bnmsdms `mc fdnfq`oghb bnudq`fd vhsg 
tml`sbgdc roddc-!

Nkhudq Ckntgɸ
Bn,Entmcdq % BDN+ JHVH

Kiwi.com is a Czech startup and 
online travel agency founded in 
2012 with an annual turnover of 
1.2 billion euros

Incumbent company Startup Objectives

+
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RS@QSTOR @R BNNODQ@SHNM O@QSMDQR 

Key challenges of corporate-startup partnerships

Mainly opportunistic, event driven communication with startups, 

often without specific link to core priorities

Lack of internal resources (i.e. business development personnel or 

digital unit) to systematically scout startup partnerships

Lack of relevant experiences to evaluate the cultural and strategic fit 

of the startup to the own company and the use case
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HY STARTUP SCOUTING SOLUTIONS

gx dm`akdr oqnbtqdldms rodbh`khrsr sn s`o sgd hmmnu`shnm onsdmsh`k ne rs`qstor ,uh` ntq 
rbntshmf rnesv`qd nq ` rsqtbstqdc o`qsmdqrgho `ooqn`bg

gxƤr Dbnrxrsdl L`m`fdq 'DRL(

Easy-to-use scouting software 

streamlining the identification of relevant 

startups for you. 

01
gxƤr Rs`qsto Rbntshmf Rdquhbdr

We employ a structured process to 

connect with application-based 

startups and facilitate relationship 

building.

02
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ANWENDUNGSFALLBEZOGENE STARTUP-PARTNERSCHAFTEN: VORGEHEN

Tmrdq Unqfdgdm adfhmms lhs dhmdl Vnqjrgno ytq Onsdmyh`k`m`kxrd+ cdq `kr Fqtmck`fd 
eɷq c`r `mrbgkhdÁdmcd Rs`qsto,Rbntshmf rnvhd chd lɳfkhbgd Hlokdldmshdqtmf chdms

Phase 1 Phase 2

Startups als 
Kunden

Dienstreisen 
Management

Vertrieb von 
Daten

Marketing-
Optimierung

Sensorik für 
Produktion

Knmf Khrs

Sammeln / Entwickeln  
von Anwendungs-
fällen für Startup-
Partnerschaften

Identifikation von 
Problemen und 
Herausforderungen 
aus Kernbereichen und 
unterstützenden 
Bereichen

Priorisierung von 
Anwendungsfällen für 
Startup-Partner-
schaften

Anwendungsfälle für 
Startup-Partnerschaften

(exemplarisch)

Workshop zur Potenzialerkennung für 
Startup-Partnerschaften

Phase 3

Short List

Ed`stqd Udqfkdhbg

Mapping bestehender 
Startup-Beziehungen 
und der damit 
verbundenen internen 
Prozesse

Scouting von Startups und Erstellung einer Long List, Short List 
und Feature Vergleich

Vertragsschließung und 
Implementierung der Startup-

Partnerschaft

1.

2.

3.

4.

S@F 0 TAG 2
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