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FOUNDED
2017 (precursor founded in 2013)

MISSION
Help companies to identify and tap digital business
opportunities

CUSTOMERS
>125 projects with >70 customers (DAX30, MDAX,
familyyowned) across all industries

TEAM
40+ and growing fast

About CEC_) h
Axel Springer hy S

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

STRATEGIC PARTNERS
Egon Zehnder, kloeckner.i, Axel Springer

®)



Introduction to Axel Springer hy
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DIGITAL FORCES SHAPING THE ECONOMY
Digital platform companies havgertookmany traditional business models

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

Platforms coordinate supply and demand and monetize

' Henkel
their access. ieglos

VW
Daimler
- Telekom
Network effects and low marginal costs often turn one BASF

Allianz

platform into a monopolist. Bayer

Siemens

h

N\

K

O hs

Ok sengl bnl o mhdr P | qj ds
value of the German Déotmpaniesnultiple times.

1/ 15 2009 2012 AONES) PAONRS

Aggregated total market capitalization of selected
German DAX and international platform companies
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DIGITAL FORCES SHAPING THE ECONOMY
Digitization transforms any market applying similar patterns

. B @

B 2 &

Disintermediation Disaggregation Dematerialization
Platforms cut out the Products and services are Physical products become
iIntermediary being unbundled into the virtual

smallest concelvable unit

N ET FL | x &) Spotify /

Microsoft
Azure

amazon |Jber EE
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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 Networlp
change the way we interact with eac

other

Disruption of B2C Transactions

Consumer focused sectors a
reinvent businesses with digital

Disruption of B2B

transactions ?
Major industrial sectors explol
automation and analytics
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DIGITAL FORCES SHAPING THE ECONOMY

Hmbgd rdc bnl okdwhsXx mC

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 observ
direct competition. It Is essential to know and
t mcdqrs mc nmdPr nvm d

20th century: 21st century:
Innovation within R&D departments Innovation across teatosysters
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DIGITAL FORCES SHAPING THE ECONOMY

Fkna k dbnrxrsdlr rg od | qgjJdsr  mc

Berlin

SectorsFinTech, Artificial Intelligence, Big Data/Analytics,
Internet of Things, Blockchain

Venture Capita$2.9 bn Startups1,200

g Venture Capital Silicon Valley
SectorsArtificial Intelligence, Big Data/Analytics, FinTech, Q

/ NG. of Startups Life Sciences, Adv. Manufacturing & Robad¢sch, Tel Aviv

Gaming SectorsCybersecurity, Artificial Intelligence, Big Data/Analytics, Adv.
® Ecosystems Venture Capita$39 bn Startups:10,200 Manufacturing & Robotics, Life Sciences

Venture Capita$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 glol

person is placing a bet

7). on a future.
d he be_st way to er _he best way tp ANALYZE
predlct_the anticipate futures, Is to AND DECODE
future, Is to analyze and decod those bets in order

hmudms $fgrred vgn xXhmudms hs-2 to to conjecture

w Every time someone market
Invests into a company, developments
this person Is buying a

stake of a future.

Theodore Hook hy core belief
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DIGITAL FORCES SHAPING THE ECONOMY

Funding and investment activities are lead indicators for the development of

future markets

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 technologicaliyven way In order to
give our clients an edge In the race for the future.
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% of total annual deal count & of new ventures

% of total annual deal count & of new ventures

Development of the Wearables industry

0.75%

0.50%

0.25%

Market

Development of the Social Media industry

1.90%

1.00%

Annual Deal Count

New Ventures

& 150

100

20

Global shipment (m units)

Social media users worldwide (bn)



SITUATION TODAY

Sghr kd ¢ sn sggdd jJdx bg kkdmfdr engq

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

ldentify and promptly validate opportunities in order to
drive chances with an entrepreneurial spiri& strategic manner.
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\/_ AXEL SPRINGER CAS

A fundamental transformation that
lead to 87% Digital Group EBITDA
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Founded In

1946

Public 1985 till
(probably) 2019




Axel Springer Story
Uh oh... Print circulation Is declining constantly (from attialé high of more than

five million copies per day)

HUV "~ udqg fd/ 0h Bt k shnm

3,000,000

31288

2,900,000 -

2,000, 000 -

BILD Deutschlan8esamt

1.900.000- 1587818 g pB.2Z)

1,000, 000 =

O0.000 = aeg210 WELT Print G t
BE2810 521274 5O0ET2 i =esam
0 -1 : T T | r ! !
2011 2012 2013 2014 2015 2018 2017 2018
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@wd k Roghmf dg Rsnqgx

The publisher business model has been disaggregated and attacked by digital
disruptors

— =1 —=== | Journalism (B2C)

A\I_’ t -~ e b et -

Advertisemen
(B2B)

Classifieds
(B2B2C)
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Mathias Dopfner, CEO Axel Springer SE since 2002
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Credo bel Axel Springer: Disrupt Yourself

Christoph Keese

Vom Abenteuer,
sich in der digitalen Welt
neu erfinden zu mussen
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Investment strategy

Most M&A activities were conducted In the la&ge space with the goal to acquire
promising companies and to develop them to market leaders

Early stage ;0 Later stage
Seed & Startups Market leaders
Focus: identify disruptive innovation, Enbtr9 hmudrs hm ghf g Fécasndevelgp strategic category leaders,
talents & opportunities noongst mhshdr dedicated portfolio management
@bbdkdg > sng oqgnf g | Eurrent portfolio Classifieds Content  Marketing
“ icania " next media & GFOUP ne @ Jobs Performance Marketing
S accelerator StepStone™®  [ERTE INSIDER
APX @ Quiant ot
o et jobsite _ VAWIN  suaneasare
SA0NQroup.com 0 Sharduoe
UB etmc hmudrsl dmsr Real Estate onetpl Reacheebased Marketing
PROJECTAY Seloger+ CEDwES
> LHV Successful exits (non core) IMMOWER immonet.de ._ 1] Visual Meta
>VAngel S CarWale.com = aulohass?! fe @M., camppay  CRUNDERSARH =
o L [ ) meinestadt benial %
, WeLT EN24 finanzen.net
@ airbnb UBER Media for Equity (") runtastic Hﬂ'l'ﬂllm @ Leisure
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http://www.idealo.de/
http://www.stepstone.de/home.cfm

Investment strategy

@wd k Roghmfdg g r hmudrsdc | ngd sg m
>100 by acquisitions and >120 organic builds

group nine
0y R

Jobsite

By acquisition \
Umzugsauktion.de
------------- was llsl”@lh uu

. TRADEREQX PLant Bodl w @ CeleraOne
Hlln nE Nof SLUlCiiis. =l “ 2 M4N' u LadenZeile.de IMMOWEB.be ’;J @lalﬂ fm Cm UBER P
. . . KESKUS
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Axel Springer Story
Digital investments drive performance in growth, profitability and value

EBITDA20061/ 07 HM L 3§ DIGITAL SHARE OF EBITDA IN %

2006 Q1/2019

[ -$1 87%
KPI OF DIGITAL CLASSIFIEDS

#1 Global market position

>80%  of revenue from market leaders

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 >50%  of EBITDA growth pemstquisition
B EBITDA digital

EBITDA (Group)

>40%  EBITDA margin
~10%  Organic growth

EBITDA of operating segments; from 2012 continuing operations (excluding activities sold to FUNKE Group in 2014)
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Bnmbktr hnm
Axel Springer now and then: a huge digital transformation in the last ca. 15 years

axel springer—_

t g ; \&/ @ weoo)| BUSINESS
INSIDER
\'b/

AXEL SPRINGER VERLAG & O
.@QO (& O Y
\ 0 I
. e ‘ o
————— QO @ Q O > Analog
2006 >200 dlrect Investments 2019

>400 indirect investments

Print publishel Business model Digital publisher
Germany Geographical leadership Europe
Headquartercentric Organizational structure Entrepreneurcentric
Centrally manage Management Ecosystem
Traditional Corporate culture c2Tmhsdc Bg | of
Equity value / EBITL Key KPlIs Revenue / Growth

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

3 1-8art Market capitalization 3 5-6am "It md
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STARTUP PAR

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

ldentify and promptly validate opportunities in order to
drive chances with an entrepreneurial spiri& strategic manner.

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



STARTUP PARTNERSHIPS
Startups are attractive cooperation partners for accessing innovative technologies

Germany is full of fasjrowing, innovative startups
& ik

High growth rates

7> - - & :

%Mb’ - ' | A 0 40% of the startups surveyed expect growth rates of >50%

AL : s 0 65% of the startups surveyed operate scalable business models
Human resource _.~== Y \\ - . . . .
management < , FLEA 0=0/% ne Fdqgl m rs qgstor kgd cX

PAYMENT ml||IOn
VELUV/JA %S Digital invoicé and
FINEWAY dunning serviceg

Online distribution of - ]
foﬂé”iup'é.é'mf PIELEIEE gl Developers of new technologies

0 The business models of German startups are moderately to strongly
iInfluenced by Al (59%), VR (32%) and blockchain (24%)
0 >60% of German startups describe their technology as innovative to

ottonova BIGCH AI )2 very innovative

Digital health insurance

Technical infrastriicture for

@ loT applications : :
Innovative working methods and approaches
Data analysis seryice
provider N 0 Lean Startup, Design Thinking and Agile Product Development characterize tt
‘ marg,’n R | German Startup culture |
T | eTC 'le?‘ ! ; astructure 101 & - sartups are small (average of 11 employees) and their employees are young
Marketplace for crypto currencies Ol applications (>55% younger than 34)

Sources: hy internal documents, 2018 Ernst & Young, 2015; KPMG, 2017; deutschestartups.org, 2018; Grunderszer®130 & FEsches Startup Monitor 2018, KPMG
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STARTUPS AS COOPERATION PARTNERS
The cooperation between (Mittelstand) companies and startups Isvainvsituation

Mittelstand Startups

Startups as partners enable fast Mittelstand companies are the preferred
Implementation with a dedicated starting partner for startups due to faster
point and low capital intensity and decisionmaking processes and fewer
personnel commitment. compliance guidelines than large corporations.

o a o In close cooperation with »%S teams at Viessmann, we were
The Building Radar te d the perfect solution in able to iterate and bulld our product very quickly.

form of a combination of both aspects: our current

processes were integrated into their system, but at ea _ J IDEAFOX
the same time our distribution automation w&g€lonis has changegl thg way how we do things,
optimized. as we are discussing. We are no longer
. discussing on the basis of gut feelings, but |
viira. strategically at a higher, féetsed level. If we want to go out and gcalg our impact, we have to go to
corporates.
SCHUKAT o

®
. THREE COINS
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STARTUP PARTNERSHIPS
Startups can be clients, innovation partners and solution providers

O N Strup Otjectives
~ aMaDEUs (K.W:.COM ®ghr hr ontq
a ~ bnlokdw ¢ s

g@l‘cdtr cdkhu
gbnmsdms "mc f
tml " sbgdc rod

Startups
as clients

Amadeus is a software KIWI com is a Czech startup and Sales of data to develop L
~ company operating in the travel ~online travel agency founded in - commercial startup partnershlps
industry with more than 10, ooo 2012 with an annual turnover of In fastgrowing markets

employees 1.2 billion euros Nk hmkdr“i J

BfEnt mcdqg % BD

f ~ "We didn't possess the necessary
| | | yEMEDN - knowhow for this special technology
Startuns as ~ Kinshofer is a manufacturer o ‘Vemcon is a Munidlesed ~ Development of a simplified ourselves.” |
. . P ~ attachments for cranes and ‘startup with 30 employees ~ control system for Kinshofer o
Innovation partners  eycavators with 165 “developing tech solutions for ~ machines to reduce control _ Thomas Friedrich
~ employees “excavators and graders ~ complexity Managing Director, Klnshlofe
""""""""""""""" v IEEMANN§ d\/’ o - "deevio is the future of quality control.”
0

Dr. Florian Resatsé:h

‘Viessmann is a manufactureroa Edeevio IS a young startup that? Refine and optimize quality
CMO, Viessmann

Startups as solution “heating technology, industrial uses artificial intelligence to ~~ control at Viessmann
providers “and cooling systems with more detect production errors -
‘than 12,000 employees
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RS@QSTOR @R BNNODQ@SHNM O@QSMDOQR
Key challenges of corporastartup 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

E 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

gXx dm akdr ognbtgdl dms rodbh khreh sm
rbntshmf rnesv gd ng =~ rsqtbstgdc o0 ¢
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We employ a structured process to D A QR ' U AR
connect with applicatidmased R e NN A N

. ; N s _
startups and facilitate relationship A e § AN et L
building. AN TS N N A N TSN\
/ ) ‘s‘/-~.- ok V7 RN N SN 2 ~
- . T SRR > \ S
s W s 7 | AN e
'- ./ L E %\ s

gxPr Dbnrxrsdl L m fdqg
Easyto-use scouting software
streamlining the identification of releva
startups for you.
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ANWENDUNGSFALLBEZOGENE STARRTNERSCHAFTEN: VORGEHEN

Tmrdgqg Ungfdgdm adf hmms | hs dhmdl Vnaqgj]
e®qg Cc r ~ mr b grkbhndt Asdhnmefd rRisv hads tcond | nf k hl

Phase 3

VertragsschlieRung und

Workshop zur Potenzialerkennung fill _Anwendungstalle fur Scouting von Startups und Erstellung einer Long List, Short

Startup Partnerschaften StartupPartnerschafte und Feature Vergleich
exemplarisch

Implementierung der Startup
Partnerschatft

S @F TAG 2
1 ) 3 Sensorik fur
. ) " Produktion

Mapping bestehendefr Sammeln / Entwickeln

StartupBeziehungen ; von Anwendungs Startups als

und der damit - fallen flr Startup B | Kunden

verbundenen interneh Partnerschaften stqgd Udqt kdhbg
Prozesse :

=)

.................................. Dienstreisen
2 : 4 Management

Identifikation von priorisierung von . Vertrieb von
Problemen und - Anwendungsfallen fur Daten
Herausforderungen . startupPartner
aus Kernbereichen undchaften
unterstiitzenden . Marketing
Bereichen Optimierung

2 Tage 5 Wochen Fortlaufend monatlich kiindbar
> > >
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