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NOT FOR RELEASE, PUBLICATION OR DISTRIBUTION, IN WHOLE OR IN PART, DIRECTLY OR INDIRECTLY, IN OR INTO THE UNITED STATES, CANADA, JAPAN, OR THE REPUBLIC OF SOUTH AFRICA OR ANY OTHER JURISDICTION IN WHICH IT WOULD BE UNLAWFUL TO DO SO.

The information contained in this confidential document (the “Presentation”) relating to CentralNic Group plc (the “Company”) has been prepared by the Company. By reading the information contained in this Presentation and this notice, the recipient agrees to be bound by the following limitations. This Presentation is not a 
registered prospectus or other equivalent offering document under the securities laws of any jurisdiction.                   

This Presentation has not been approved by an authorised person within the meaning of the Financial Services and Markets Act 2000 ("FSMA"). Reliance on this Presentation for the purposes of engaging in any investment activity may expose an individual to a significant risk of losing all the assets invested.                                                                          

The information contained in this Presentation is being supplied to a very limited number of persons for information purposes only. This Presentation is not an offer or invitation or solicitation of any offer to acquire securities of the Company, nor does it form a prospectus or part of any invitation or inducement to engage in 
investment activity (within the meaning of section 21 of FSMA). 

This Presentation is directed at persons in member states of the European Economic Area ("EEA") who are qualified investors within the meaning of Article 2(1)(E) of the Prospectus Directive (Directive 2003/71/EC), as amended and in the United Kingdom to (a) persons who have professional experience in matters relating 
to investments and who fall within the category of person set out in Article 19 of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the "Order") or (b) high net worth companies within the meaning set out in Article 49 of the Order. On the basis that the Presentation is issued to and directed 
solely at the persons referred to above, this Presentation is exempt from the general restrictions on the communication of invitations or inducements to enter into investment activity and has therefore not been approved by an authorised person as would otherwise be required by section 21 of FSMA. 

The shares in the capital of the Company have not been and will not be registered under the US Securities Act of 1933, as amended (the “US Securities Act”), or under any securities laws of any state or other jurisdiction of the United States.  The shares may be offered, sold, resold, transferred, delivered or distributed, 
directly or indirectly, (1) inside the United States only to a limited number of institutional “accredited investors” under Rule 501(a)(1), (2), (3) or (7) under the US Securities Act (“Institutional Accredited Investors”) in accordance with Regulation D of the US Securities Act and in compliance with any applicable securities laws 
of any state or other jurisdiction of the United States or (2) outside the United States to, or for the benefit of, any person other than a US Person (as defined in Regulation S under the US Securities Act, “US Person”) in accordance with Regulation S of the US Securities Act.  This Presentation and any other related documents 
should not be distributed, forwarded to or transmitted in or into the United States or to any US Person other than to Institutional Accredited Investors in compliance with US federal and state securities laws. Neither the US Securities and Exchange Commission (the “SEC”) nor any state securities commission or other US 
regulatory authority has approved or disapproved of the shares or passed upon or endorsed the merits of the offering of the shares or the adequacy or accuracy of this Presentation.  Any representation to the contrary is a criminal offence in the United States. 

Neither this Presentation nor any copy of it may be (a) taken or transmitted into Australia, Canada, Japan, the Republic of South Africa or their territories or possessions; or (b) distributed to any individual outside Australia, Canada, Japan or the Republic of South Africa who is a resident thereof in any such case for the 
purpose of offer for sale or solicitation or invitation to buy or subscribe any securities or in the context where its distribution may be construed as such offer, solicitation or invitation, in any such case except in compliance with any applicable exemption. The distribution of this document in or to persons subject to other 
jurisdictions may be restricted by law and persons into whose possession this document comes should inform themselves about, and observe, any such restrictions. Any failure to comply with these restrictions may constitute a violation of the securities laws of any such jurisdiction.

Any other person who receives this Presentation should not rely or act upon it and should return it immediately to the Company. By accepting this Presentation, the recipient represents and warrants that they are a person who falls within the above description of persons entitled to receive the Presentation. This Presentation 
is not to be disclosed to any other person or used for any other purpose.

The information contained in the Presentation, which does not purport to be comprehensive, has been provided by the Company's management and has not been independently verified by any of the Company’s advisers and may be subject to updating, completion, revision and amendment and such information may change 
materially at any time without further notice. 

Zeus Capital Limited is acting in the provision of corporate finance business to the Company, within the meaning of the Financial Conduct Authority’s Conduct of Business Sourcebook (“COBS”), and no-one else in connection with the proposals contained in this Presentation.  Accordingly, recipients should note that Zeus 
Capital Limited is neither advising nor treating as a client any other person and will not be responsible to anyone other than the Company for providing the protections afforded to clients of Zeus Capital Limited under the COBS nor for providing advice in relation to the proposals contained in this Presentation.

While the information contained herein has been prepared in good faith, the Company, Zeus Capital Limited, and their respective shareholders, directors, officers, agents, employees or advisers give, have not given or do not have authority to give, any representations or warranties (express or implied) as to, or in relation to, 
the accuracy, reliability or completeness of the information in this Presentation, or any revision thereof, or of any other written or oral information made or to be made available to any interested party or its advisers (all such information being referred to as "Information") and liability therefore is expressly disclaimed. 
Accordingly, the Company, Zeus Capital Limited, and their respective shareholders, directors, officers, agents, employees or advisers do not take any responsibility for, nor will they accept any liability whether direct or indirect, express or implied, contractual, tortuous, statutory or otherwise, in respect of, the accuracy or 
completeness of the Information or for any of the opinions contained herein or for any errors, omissions or misstatements or for any loss, howsoever arising, from the use of this Presentation.

This Presentation may contain forward-looking statements that involve substantial risks and uncertainties, and actual results and developments may differ materially from those expressed or implied by these statements. These forward-looking statements are statements regarding the Company's intentions, beliefs or current 
expectations concerning, among other things, the Company's results of operations, financial condition, prospects, growth, strategies and the industry in which the Company operates. By their nature, forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances that 
may or may not occur in the future.  These forward-looking statements speak only as of the date of this Presentation and the Company does not undertake any obligation to publicly release any revisions to these forward-looking statements to reflect events or circumstances after the date of this Presentation.

Recipients are encouraged to obtain separate and independent verification of information and opinions contained in this Presentation as part of their own due diligence. This Presentation is being delivered to interested parties for information only and upon the express understanding that such parties will use it only for the 
purpose set out above. 

Neither the issue of this Presentation nor any part of its contents is to be taken as any form of commitment on the part of the Company to proceed with any transaction and the right is reserved to terminate any discussions or negotiations with any prospective investors. In no circumstances will the Company be responsible 
for any costs, losses or expenses incurred in connection with any appraisal or investigation of the Company. In furnishing this Presentation, the Company does not undertake or agree to any obligation to provide the recipient with access to any additional information or to update this Presentation or to correct any 
inaccuracies in, or omissions from, this Presentation which may become apparent.

This Presentation may not be reproduced or redistributed, in whole or in part, to any other person, or published, in whole or in part, for any purpose. 

Please note that the information in this Presentation has yet to be announced or otherwise made public and as such it is possible that the information contained in this Presentation may constitute inside information for the purposes of the Criminal Justice Act 1993 or the EU Market Abuse Regulation no.596/2014. 
Consequently, recipients of such information must not deal or encourage another person to deal in any investment in the Company nor should they base any behaviour on these slides and/or the presentation in relation to an investment in the Company or any connected company which would amount to either insider 
dealing or market abuse until after such information has been made generally available to the public. 

If you are in any doubt about the investment to which this Presentation relates, you should consult a person authorised by the Financial Conduct Authority who specialises in advising on securities of the kind described in this document.



Introduction 
Ben Crawford - CEO of CentralNic Group



Business description – domain names
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Email & Websites for Businesses
• Eg. Jean-Frederic.Dufour@rolex.com
• Eg. https://www.rolex.com

“Online Trademarks” for Brands
• Large corporations register thousands of domain names, requiring portfolio 

management
• Eg: rolex.in - to protect its brand and keep the name out of the hands of 

counterfeiters

Inventory for Domain Investors
• Approximately 100 million domain names are held by domain investors for 

resale
• Domain investors buy “dropped” domains and offset subscription costs with 

monetisation

http://rolex.com
https://www.rolex.com/


Investment case
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CHARACTERISTICS OF DOMAIN NAMES
Subscription products – you need to pay an annual fee or you lose it
Low prices for a critical service – domains largely immune to economic downturns
Highly predictable renewal rates – 79% of .com domain names renew each year
High customer stickiness – less than 1% of customers change supplier each year

High cash conversion - 100% of Adjusted EBITDA converts to pre-tax cash
Market size – estimated at $5 billion for domains plus $25 billion for domain-related internet services

SPECIFIC CHARACTERISTICS OF CENTRALNIC
Recurring revenues representing 92% of total revenue
New revenue streams provide significant upside potential – reselling related services such as cloud 
hosting, cybersecurity products and Microsoft 365
Proven ability to acquire and integrate attractive businesses at low costs
Operating leverage: EBITDA margin increases with scale



.xyz
.saarland .dm

• Our integrated stack of platforms covers the domain name supply chain
• New products introduced via our Shared Services Engine, can be sold to most of our 

customers 

Retail Corporate

DirectMonetisation
Domain investorsWholesale Registry

Indirect

Top 2 provider globally Top 3 provider globally Specialist global provider focused on
high margin country domains

CentralNic Group business lines



Wholesale Division 
Robert Birkner – Head of Reseller for CentralNic Group



Mission: We solve the complexities of domain names and internet services for our customers.

+580% Customers in 2019 ( > 29,000 customers)

10M DUMs (2019)
Domains Under Management

70-90% Renewal Rates

+122% Revenue Growth 60.7M USD in 2019 
(2018: 27.3M USD)

+53% Profit Growth 19.6M USD in 2019 
(2018: 12.9M USD) 

32% Gross Margin in 2019 
(2018: 47%)

Ongoing significant client wins such as Automattic, MarkMonitor, and ZDNS among others.

Wholesale Division Overview



Wholesale Division Structure

Reseller Division

Shared Services 
Engine

Registries

Europe North America Germany Australasia LATAM Brasil, Romania

Over 29,000 Resellers Worldwide

Web Services



Domain Suppliers

Resource link

250 ccTLDs: most provided by dedicated in-country registries

PLUS an additional 1,000 gTLDs such as .com, .org, .xyz and .london, supplied by registry backends.

http://robslink.com/SAS/democd93/country_code_tld.htm


Current Products (starting to be sold)

Future Products

Web AppsWebsite Builder Backorders 
+

Auctions

SSL CertificatesDNS Services

Design + Marketing 
Services

Multiple Website 
Builders

Email Packages



Wholesale Division Customers

Registrars Hosting 
CompaniesISPsDomain

Investors

Huaimiwangluo

Bettag

Corporate



Our Offering to ccTLD Registries
Through a single integration with an expert and technically superior company, the registries can 
access retailers globally to sell their domains.
Process with ccTLD registries
• Appropriate legal structure determined (some ccTLDs require a local company to contract with)
• Accreditation process

• Contracting

• Engineering teams collaborate on connecting Registry to our Shared Services Engine - Automation of 
manual processes where possible

• Finance team arranges how to remit payments
• CentralNic Registry liaison document all ccTLD policies and CentralNic customer service teams trained
• Standard and special mark-ups/pricing calculated

• Ongoing engagement to maximise rebates and promotions 



Wholesale Division Competitive Advantage
Ranked number 2 in the world, with Tucows in the top position. 
Advantages to Resellers

• Twenty years of integrating the world’s ccTLDs and gTLDs into our Shared Services Engine to provide 
virtually all domain inventory to resellers

• Best APIs in the industry & best in-industry teams
• Buying power gives us access to higher rebates and promotions
• Excellence in onboarding clients – offer integration-as-a-service to customers
• Rely on us to provide seamless integration options
• We manage the larger complexity and technology backend of domain names

• We ensure Registry Compliance
• Supports a recurring revenue model
• Can upsell a wide range of products and services to increase year-over-year revenues
• Starting to sell non-domain products



Structured Sale Strategies

Customer Acquisition Strategy

Acquisition of large clients is key to further growth. 
Small and midsize clients still actively pursued.

Upselling Strategy

Strategy focused on building strong relationships 
& expanding accounts. Once a TLD or service is 

fully integrated, it simplifies adding more.

Customer Retention Strategy

Constant monitoring of transfers in & out, changes in 
registration numbers, etc help us identify clients that 

may be looking for change. 

Ongoing new lead acquisitions Key Retention TargetsOngoing Projects

Highlight the group strengths - identify 
areas how we are better than competitors

Highlight the quality of the system 

Access to technical team - develop 
features / assist with migrations

Understand client’s requirements and 
identify and introduce best possible 

internal contact for each client

Personal meetings for 
identifying opportunities faster

Highlight the group strengths 

Prepare fact sheets of all the products 
offered among the group for sharing 

with the clients

Work closely with registries 
for exclusive deals

Tracking of top companies

Client visits (roadshows)

Meeting clients at events

New offer structure for big clients
$

$$

New Wins, Upselling, & Customer Retention
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Wholesale Division Strategy
Over the next three years, we will push forward as a fully-integrated, customer-

focused, best-in-class, and data driven division. We aim to become the leading domain 
wholesale platform in the world.

Highlights

One Master Wholesale Brand across the Globe generating in excess of $200M in Revenue (EU, US, AUS and South America)

Same suite of Products and Services across the Globe under the one CentralNic Wholesale Master Brand (better purchasing 

power)

Best in Class Customer Service Team in regard to Customer Service and Customer Sales via Customer Service

Currently 80/20 Rule → Goal shift this to 60/40 or better in three years. 

We have reached our vision of making registering, managing, selling and using domain names with internet services easy.

We are known and recognised worldwide for our leading industry technology matched with best-in-class customer service.



Retail Division
Marc McCutcheon – Head of Retail for CentralNic Group
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Retail Division Overview

2014

2019

Revenue and acquisition timeline

• Supports 330K micro, small & medium sized businesses, 
domain investor and small agency customers globally

• Supports additional products for building online presence
• Web Hosting
• Email
• Security Certificates (SSL)
• DNS

• 95% of revenue from domain sales and 75% of revenue 
from renewals

• Currently operated across four platforms
$19.2M

$20.1M

$24.4M

$37.8M

$5.2M
$2.6M
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Retail Division Customers

• Micro, Small and Medium sized businesses coming online 
for the first time, expanding into new territories or third 
parties supporting the same

• 4700 Monthly new customer sign ups
• Majority acquired via Online Advertising towards direct 

ccTLD searches
Countries with 250 or more Retail customers

• $30 Per 
customer cost

• 3200 new 
customers 
monthly

Google Ads

• In cart 
promotions, 
telesales team 
& email 
marketing

• $95 ARPU & 
47% average 
margin

Upsell 
Add-ons

• 72% Renewal 
Rate

• 3 year average 
customer 
lifetime

Annual 
Subscription 

Renewal
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Retail Division Strategy
• Each Retail Brand acquired relied 

on domain expertise for initial 
growth

• Bringing them into wider group 
gives competitive advantage as a 
result of Shared Services Model 
accessible within larger group

• Shifting business model to place 
greater investment in marketing 
and sales function

• Growth of additional product sales 
will open-up generic search 
opportunities

1-3
companies1

25
Companies1

100-200
companies1

500+ companies1

1) Companies active in the space of B2C sale of Domains Names Subscriptions and Services



Retail Division Strategy

• We are consolidating brands and platforms to focus on 
customer types

• Core Platform focused on MSMEs
• Grow ARPU through additional product sales 

improvement

• reaching internal benchmark of 13.65% 
revenue via additional products for all brands 
will lead to 8% overall growth

• Add value and increase margins

• Move from product specific to generic advertising and 
extend reach tenfold

• Keep smaller customer base on leaner platform for faster 
product  testing and innovation

Retail Division

Core Platform
Domain 
Investor 
Platform

Innovation 
Platform

Shared Services Engine



Monetisation – Team Internet
Markus Ostertag – CEO of Team Internet AG



Team Internet AG in a nutshell

• > 35.000 Partners

• > 20M monetised domains

• 74M USD Revenue in 2019

• 12.3M USD Adjusted EBITDA in 2019

• 29% Gross Margin 2019 (30% in 2018)

• Return to growth in mid-2019 after significant removal of non-compliant partners



• Domain parking and Tracking 
platform

• Managing multiple (multi-tier) 
demand feeds

Product landscape

• TONIC. for Advertisers
– Providing direct advertiser high 

CPC demand feed for the Web
• TONIC. for Publishers

– Global monetisation platform for 
the Web

Matching high-quality supply to fitting high-spend demand by 
data-driven optimisation



Team Internet AG history in a nutshell

• Founded in 2010 with the goal to provide an efficient domain monetisation platform

• Launched ParkingCrew in 2011

• Launched TONIC. for Advertisers in 2012

• Launched TONIC. for Publishers in 2016

• Launched patented SSL domain monetisation in 2019

• Acquired by CentralNic in December 2019



Domain monetisation

ParkingCrew.com

• Highly automated technology platform that offers a publisher

solution to domain investors/owners for domain monetisation

• Allows  domain investors (who hold approx 30% of all domains) 
to mitigate the holding costs of their inventory

• Revenue share model: we share our partners’ success

• Ranked number one in competitive set

• Cross-selling opportunities with other CentralNic businesses



Domain monetisation



Domain monetisation

• Matching the traffic supply to the advertisers needs

• Optimisation is key to the business

• We analyse traffic on the domain to determine what kind of advertisers would obtain the best ROI

• Based on multiple dimensions (i.e. country, language, time of day, devices, operating systems, 

browsers, etc.) we optimise appearance (colors, fonts, font sizes, graphical elements, etc.)



Traffic monetisation

• Extension of our domain technology to address

a larger market

• TONIC. for Advertisers (DSP/AdExchange)

• TONIC. is a self-serve and fully automated RTB platform

for advertisers

• 2+ billion bid opportunities / month

• TONIC. for Publishers (SSP)

• Purpose-built traffic monetisation platform for publishers & 

media buyers

• 5+ million clicks / month



Future

• “We monetise the internet”

• Leveraging our self-service and marketplace approach assures scalability

• Proven record of adaptability (“change is the only constant”) will be key in the future

• Adding new supply streams/types and additional demand feeds ensures future growth



CentralNic’s Financial Model 
and Growth Journey 



First quarter for 2020 in line with market expectations
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Q1 2020 FINANCIAL HIGHLIGHTS

Revenue at USD 56.4m

Gross profit at USD 17.7m 
Adjusted EBITDA at USD 8.1m

FY2019 HIGHLIGHTS

Revenue up 95% to USD 109.2m (2018 USD 56.0m)

Gross profit up 65% to USD 42.8m (2018 USD 25.9)
Adjusted EBITDA* up 96% to USD 17.9m (2018 USD 9.1m)

Cash Balance at USD 26.2m (2018 USD 23.1m)

Net Debt: USD 75.0m*

* Including prepaid finance costs



$4.1 $8.0 $13.6 
$29.0 $31.9 

$56.0 

$109.2 

$200.4 

 $(45.0)

 $5.0

 $55.0

 $105.0

 $155.0

 $205.0

2013 2014 2015 2016 2017 2018 2019 2020E
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CAGR 73%

The industry average for organic growth is in the lower single digits.

For FY2019 CentralNic Group organic growth stood at 2%1, following the trend of previous years 
where majority of the impact is realised in H2.

In Q1 2020, the organic growth rate is estimated at 15% year-on-year1

Growth Strategy
Organic Growth

Organic Growth plus M&A

1) Includes adjustments for one-off revenue items and constant currency; not unaudited
2) 2020E revenue figure is market consensus according to the latest research published

Market consensus 
for 20202 – assumes 
no acquisitions



2019 Acquisitions
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Description Business Line Annual 
Revenue

Adj 
EBITDA

Consideration Date of 
acquisition

Leading reseller 
platform in 
Australasia

Indirect USD 12.7m
(year to 31 Dec 

2018)

USD 2.9m USD 16.5m August 2019

Global reseller 
platform Indirect

USD 19.4m
(year to 31 Dec 

2018)
USD 1.3m USD 11.4m August 2019

Retail leader in 
user-oriented 

design
Direct

USD 4.2m
(year to 31 

March 2019)
USD 0.6m USD 3.4m August 2019

Monetisation of 
traffic on domains 
held by domain 

investors
Monetisation

USD 74.0m 
(year 1 Jan to 
Dec 24 2019) 

USD 12.3m USD 48.0m December 2019



Proforma 2019 revenue bridge
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CentralNic’s reported 
revenue in 2019 was 
$109.2m

Adding back the 
unconsolidated pre-
acquisition revenue of all 
2019 acquisitions 
augments revenue by 
$108.3m

Eliminating intercompany 
revenue among the 
acquired companies and 
between the acquired 
companies and the former 
group eliminates $16.8m

Pro-forma, i.e. if all 
acquisitions had been 
made on or before 
1/1/2019, CentralNic
Group revenue would have 
been $200.6m

USD ‘000

$109,194 

$108,274 

$16,820 

$200,649 

 $-

 $50,000

 $100,000

 $150,000

 $200,000

 $250,000

FY2019 Acquisition pre-completion Intercompany FY19 pro-forma

Proforma figures and reconciliation are unaudited as of today



Quarterly proforma revenue 2019 – Q1 20201

36

On a pro-forma level, 
quarterly revenue was in a 
bandwidth of $47.3m and 
$53.0m, with Q4 being the 
strongest quarter and Q2 
being the weakest

In Q1 2020, on a like-for-like 
basis, the company 
generated 9% more revenue 
than in Q1 2019

This is despite 5.6% of the 
Q1 2019 pro forma revenue 
being non-recurring revenue, 
whereas Q1 2020 had 
virtually no one-off revenue 
and currency having been 
c.2% adverse

We expect the seasonal 
pattern to be similar to 2019, 
with a slightly more 
pronounced trough in Q2 and 
Q3, while Q4 is expected to 
be the strongest quarter

USD ‘000 9% YoY2

5.6% 1.1% 2.3% 1.8% 0.1%

$51,753 
$47,322 $48,566 

$53,008 
$56,448 

 $(3,000)

 $7,000

 $17,000

 $27,000

 $37,000

 $47,000

 $57,000

Q1 2019 Q2 2019 Q3 2019 Q4 2019 Q1 2020

1) Proforma figures and reconciliation are unaudited as of today
2) Before adjustments for one-off revenue items and constant currency
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CentralNic Group acquisitions timeline since flotation

Dec 2013:
Acquired  
DomiNic  
software  

(Germany),  
now part of  
Corporate  
division

Sep2013:
CentralNic is

listed  on 
Alternative  
Investment  

Market, part of the  
London Stock  

Exchange

Jan 2016
Acquired
Instra  for 

$24m  
(Australia, New  

Zealand), a  
registrar with  
revenues of

$10.6m

Dec 2017:
Acquired SK-

NIC  (Slovakia)
for

$31m, the
ccTLD  operator 

for  Slovakia

July 2015:
Acquired
dnsXperts  

(Germany) offering  
advice and

services  related to 
DNS  management

Aug 2018:
Large acquisition of  
KeyDrive (Germany)

for
$55m, a group of  
registrar, registry
and  corporate 

brands that  doubled 
the size of  
CenralNic

Sep 2018:
Acquired Globe  
Hosting (U.S.A.)  

for $2.9m, to  
increase its  
presence in
Brasil  and
Romania

2014 2015 2016 2017 2018 2019

July-Aug 2019:
Acquired Hexonet  
(Germany), TPP  

Wholesale
(Australia)  and 

iwantmyname  (New
Zealand)

2020

Dec 2019:
Acquired Team

Internet  (Germany) for 
$48m, a  domain 

monetisation group 
that generated

$74m of revenue in 2019

Jun 2014:
Acquired  

Internet.bs  
(Bahamas), for
$7.5m a retail

and wholesale
domain
registrar

Sep 2014:
Acquired 
10%  of
Accent  

MediaLtd
from the UK



How we grow – M&A and Integration
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• The business is built to scale: 

• core technology platforms built with future acquisitions in mind
• tax structure implemented to maximise efficiency

• Production line approach to M&A

• strong proactive M&A pipeline aided by industry dynamics 
• dedicated Corporate Development team that manages 

multiple negotiations and due diligence projects concurrently
• standard CentralNic integration playbook applied to all 

acquisitions

• dedicated integration team (to ensure minimal disruption to 
existing CentralNic business as usual)

• Standard components of Integration Playbook
• consolidation of duplicate accreditations and registry liaison 

functions in shared services engine

• consolidation of redundant technology platforms
• Induction of new acquisitions into CentralNic centralised 

policies and tools (G-suite, Jira, Confluence, Salesforce, etc.)

CentralNic Group acquisition criteria:

Recurring revenue with high cash conversion

Entrenched customers 

Sells domain names and/or web services 

Earnings accretive with potential  synergies

Estimated number of qualified targets:

COMPANY TYPE <$10M EBITDA >10M EBITDA

DIRECT 5-10 5-10

INDIRECT 100+ 5-10

MONETISATION 5-10 5-10

ADJACENCIES 100+ 100+



Key Shareholders – as at 29th May 2020
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Top 20 history
29-May-20

Shareholder Shares % IC
CentralNic Group plc Director and Related Holding(s) (UK) 65,022,556 34.43
Kestrel Investment Partners (London) 33,125,694 17.54
Schroder Investment Mgt (London) 11,700,867 6.20
Gresham House (London) 10,349,433 5.48
Chelverton Asset Mgt (Bath) 9,953,802 5.27
Herald Investment Mgt (London) 8,909,615 4.72
CentralNic Group EBT (UK) 6,286,359 3.33
Canaccord Genuity Wealth Mgt (London) 5,063,500 2.68
Majedie Asset Mgt (London) 3,834,600 2.03
Barclays Private Bank & Trust (London) 3,658,462 1.94
Premier Miton Investors (London) 3,602,618 1.91
Individual Investor(Auckland) 3,047,042 1.61
Cavendish Asset Mgt (London) 2,359,090 1.25
Matomy Media Group Ltd (Tel-Aviv) 2,336,341 1.24
Individual Investor(UK) 2,009,215 1.06
Slater Investments (London) 1,634,615 0.87
Rainmaker Investments Gmbh (Munich) 1,575,309 0.83
Hargreaves Lansdown Asset Mgt (Bristol) 1,488,711 0.79
Individual Investor (UK) 1,171,182 0.62
Interactive Investor (Glasgow) 1,164,276 0.62
TOTAL 178,293,287 94.41
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Konstantina Nodaraki
IR & Corporate Communications
44 Gutter Lane, 
4th Floor Saddlers House,
EC2V 6BR
+44 203 435 7318
knodaraki@centralnic.com


