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Disclaimer

• This document has been prepared by Alkemy S.p.A. (the “Company”) for information purpose only, it contains only summary information and, therefore, it is preliminary in nature. Furthermore it has been drafted without claiming to

be exhaustive.

• This presentation (“Presentation”) and the information set out herein (“Information”) are strictly confidential and, as such, has not been prepared with a view to public disclosure and, except with the prior written consent of the

Company, it cannot be used by the recipient for any purpose nor can it be disclosed, copied, recorded, transmitted, further distributed to any other person or published, in whole or in part, by any medium or in any form for any

purpose.

• This Presentation may contain financial information and/or operating data and/or market information regarding business and assets of the Company and its subsidiaries. Certain financial information may not have been audited,

reviewed or verified by any independent accounting firm.

• Therefore, the recipient undertakes vis-à-vis the Company (i) to keep secret any information of whatever nature relating to the Company and its affiliates including, without limitation, the fact that the information has been provided,

(ii) not to disclose any Information to anyone, (iii) not to make or allow any public announcements or communications concerning the Information and (iv) to use reasonable endeavours to ensure that Information are protected

against unauthorized access.

• THIS PRESENTATION AND ANY RELATED ORAL DISCUSSION DO NOT CONSTITUTE AN OFFER TO THE PUBLIC OR AN INVITATION TO SUBSCRIBE FOR, PURCHASE OR OTHERWISE ACQUIRE ANY FINANCIAL PRODUCTS, AS DEFINED UNDER ARTICLE

1, PARAGRAPH 1, LETTER (T) OF LEGISLATIVE DECREE NO. 58 OF 24 FEBRUARY 1998, AS AMENDED. Therefore, this document is not an advertisement and in no way constitutes a proposal to execute a contract, an offer or invitation to

purchase, subscribe or sell for any securities and neither it or any part of it shall form the basis of or be relied upon in connection with any contract or commitment or investments decision whatsoever. The Company has not prepared

and will not prepare any prospectus for the purpose of the initial public offering of securities. Any decision to purchase, subscribe or sell for securities will have to be made independently of this Presentation. Therefore, nothing in this

Presentation shall create any binding obligation or liability on the Company and its affiliates and any of their advisors or representatives.

• Likewise, this Presentation is not for distribution in, nor does it constitute an offer of securities for sale in the United States of America, Canada, Australia, Japan or any jurisdiction where such distribution is unlawful, (as such term is

defined in Regulation S under the United States Securities Act of 1933, as amended (the “Securities Act”). Neither this Presentation nor any copy of it may be taken or transmitted into the United States of America, its territories or

possessions, or distributed, directly or indirectly, in the United States of America, its territories or possessions or to any US person. Any failure to comply with this restriction may constitute a violation of United States securities laws.

• No representation or warranty, express or implied, is or will be given by the Company as to the accuracy, completeness or fairness of any Information provided and, so far as is permitted by law and except in the case of fraud by the

party concerned, no responsibility or liability whatsoever is accepted for the accuracy or sufficiency thereof or for errors, omissions or misstatements, negligent or otherwise, relating thereto. In particular, but without limitation, no

representation or warranty, express or implied, is or will be given as to the achievement or reasonableness of, and no reliance may be placed for any purpose on the accuracy or completeness of, any estimates, targets, projections

or forecasts and nothing in these materials should be relied upon as a promise or representation as to the future.

• The information and opinions contained in this document are provided as at the date hereof and are subject to change without notice. The recipient will be solely responsible for conducting its own assessment of the information set

out in the Presentation. Neither the Company and its affiliates, nor any of their advisors or representatives shall be obliged to furnish or to update any information or to notify or to correct any inaccuracies in any information. Neither

the Company and its affiliates, nor any of their advisors or representatives shall have any liability to the recipient or to any of its representatives as a result of the use of or reliance upon the information contained in this document.

• Certain Information may contain forward-looking statements which involve risks and uncertainties and are subject to change. In some cases, these forward-looking statements can be identified by the use of words such as “believe”,

“anticipate”, “estimate”, “target”, “potential”, “expect”, “intend”, “predict”, “project”, “could”, “should”, “may”, “will”, “plan”, “aim”, “seek” and similar expressions. The forecasts and forward-looking statements included in this

document are necessarily based upon a number of assumptions and estimates that are inherently subject to significant business, operational, economic and competitive uncertainties and contingencies as well as assumptions with

respect to future business decisions that are subject to change. By their nature, forward-looking statements involve known and unknown risks and uncertainties, because they relate to events, and depend on circumstances, that

may or may not occur in the future. Furthermore, actual results may differ materially from those contained in any forward-looking statement due to a number of significant risks and future events which are outside of the Company’s

control and cannot be estimated in advance, such as the future economic environment and the actions of competitors and others involved on the market. These forward-looking statements speak only as at the date of this

Presentation. The Company cautions you that forward looking-statements are not guarantees of future performance and that its actual financial position, business strategy, plans and objectives of management for future operations

may differ materially from those made in or suggested by the forward-looking statements contained in this Presentation. In addition, even if the Company’s financial position, business strategy, plans and objectives of management

for future operations are consistent with the forward-looking statements contained in this Presentation, those results or developments may not be indicative of results or developments in future periods. The Company expressly

disclaims any obligation or undertaking to disseminate any updates or revisions to any forward-looking statements contained herein to reflect any change in the Company’s expectations with regard thereto or any change in events,

conditions or circumstances on which any such statement is based.

• By receiving this Presentation, you acknowledge and agree to be bound by the foregoing terms, conditions, limitations and restrictions.
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WE STAND AT THE

INTERSECTION OF BUSINESS, 

TECHNOLOGY AND 

CREATIVITY

› Alkemy was incorporated on May 18th 2012 as a result

of an “alkemy” of entrepreneurs with very successful

and different backgrounds (strategy, communication,

technology, services) with the Mission to support large

companies in growing their business through all digital

media and technologies.

› Less than six years after its incorporation Alkemy, with

approx. €45M turnover, has reached a leading

position in Italy, being recognized as top-of-mind for

digital and innovation services among CEOs and top

managers, and ranking among the top-30 European

digital companies by size.

› Since 2016 Alkemy, with the creation of Alkemy SEE in

Belgrade and Alkemy Iberia in Madrid, has started an

internationalization process to become the leading

innovation partner in South Europe.

3
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MILESTONES

May 2012 Founded as a privately owned company with a 
diffused shareholding participation

July 2013 Acquires Seolab, Italian leader in Performance Marketing 
services

Jan 2015
Acquires TSC Consulting, one of the best Italian 
Digital Technology companies

March 2016 Acquires BizUp one of the top Italian Performance 
agencies 

June 2016 Opens up office in Belgrade and founds Alkemy 
South Eastern Europe

May 2017 Opens up office in Madrid and founds Alkemy Iberia

Dec 2017 IPO on AIM Italy: €32.7M IPO proceeds, 49.8% free float 
@IPO

GROUP STRUCTURE 
(as of May 2018)

Alkemy S.p.A.

100% 100%

70%

Alkemy 
Tech Srl

Seolab
srl

Iberia S.L. 
Alkemy

Iberia S.L. 
(Spain)
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62% 51%

65%

Alkemy 
Play doo 
(Serbia)

100%

• Milan

• Rome

• Turin

• Cagliari

• Cosenza

• Belgrade

• Madrid

GROUP OFFICES

4

March 2018
Acquires 70% of Nunatac Srl, Italian  independent leading 
company in big data and advanced analytics

April  2018
Acquires 51% of Kreativa Doo, one of the main digital 
agencies in the Balkans region

Feb 2018
JV between Alkemy SEE and Nelt Co. Doo and 100% 
acquisition of Tako Lako Shop Doo

Nunatac
srl

Alkemy 
SEE 

(Serbia)

Alkemy 
Play srl

70%

BizUp
srl
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› We support CEOs in improving their market position and competitiveness by 

innovating and transforming their business model.

› We integrate best-in-class competencies in the areas of Strategy, eCommerce, 

Communication, Performance and Technology.

WE MANAGE LARGE BUSINESS TRANSFORMATION PROJECTS FOR CORPORATIONS ACROSS ALL KEY INDUSTRIES

› We manage end-to-end business transformation projects, which cover the      

entire value-chain, from strategy to implementation.

5
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› 160 CLIENTS 

› >60% 2018 REVENUES ALREADY BOOKED

› 304 EMPLOYEES 

› 5 OFFICES IN ITALY & 2 ABROAD 

(Madrid and Belgrade)

BREAKDOWN REVENUES 2017 BY INDUSTRY**

KEY FINANCIALS (€M)

17,6

28,8
34,8

44,9

2014 2015 2016 2017

Revenues

PEOPLE’S GROWTH (#FTE AVG)

32
59

92

160

208

252

2012 2013 2014 2015 2016 2017

FY2017

6

ALKEMY AT A GLANCE

1.1 3.0 4.0EBITDA (€M) 5.1

UP TO APPROX. 400 

HEADCOUNT
May 2018*

Telco, Media 

& Tech 28%

Services 25%

Consumer 

Goods & Retail

21%

Energy & 

Utilities 7%

Financial 

Services 9%

Fashion & 

Luxury 3%

Pharma 3% Industrial 1%
Other 3%

*Company’s elaborations based on new acquired companies headcount **Company’s elaborations – data not comparable with ones presented in the IPO Prospectus
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LEADING INNOVATION-ENABLER WITH AN INTEGRATED END-TO-END APPROACH

High-level and diverse people & skills

› Unique team of talents, with competencies spanning from strategy to communication and 

technology, across all key areas of digital

Proprietary technological platforms

› Proprietary technologies that ensure a competitive advantage, focusing on eCommerce, Media & 

Performance and digital solutions

Multi-service portfolio and strong capability to meet CEOs needs

› Comprehensive service portfolio developed both internally and through successful acquisitions 

› Deep understanding of client needs and unique capability to offer tailor-made solutions

Solid top client base with significant growth opportunities

› Focus on top clients with high-value projects

› Strong opportunities for deeper client relationships (increasing average revenue per client) and new 

client acquisitions

ALKEMY HAS A SERIES OF DISTINCTIVE ASSETS WHICH MAKE IT A UNIQUE PLAYER IN THE DIGITAL MARKET

7
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The Italian digital market is still emerging when 
compared to the rest of Europe ...

39% vs 65%
Only 39% of Italians buy online, compared to 65% of 

the UK population

CAGR

+11.3%

… but a strong and stable growth rate is expected in 
the next few years

63% vs 76%
Only 63% of Italians regularly use Internet, compared 

with an European average of 76%

Sources: Alkemy analysis on data from European digital Agenda: “Europe’s Digital Progress Report 2017”, Politecnico e Netcomm: “L’eCommerce B2C  in Italia 2017”,  FCP: “Osservatorio FCP Assointernet 2017”, 
Nielsen: “Digital ad ratings and benchmark”, PrimaComunicazione

Italian market for Alkemy core offering, data in €M

1.329
1.508

1.689
1.857

2.038
2.272

2014 2015 2016 2017F 2018F 2019F

eCommerce Communication

Digital transformation Media & Performance

Digital advisory

SIZABLE AND DOUBLE-DIGIT GROWING REFERENCE MARKET...

THE ITALIAN B2B DIGITAL SERVICES MARKET IS WORTH ALMOST 2 B€ AND IT IS SHOWING DOUBLE-DIGIT GROWTH (CAGR 2014-2019F: +11.3%)

8



28/05/2018

9

ALKEMY IS THE ONLY INDEPENDENT COMPANY IN THE ITALIAN MARKET WITH A COMPREHENSIVE PORTFOLIO OFFERING

Independent

P
e

o
p
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iz
e

 

Services Offering

Simple Agency

77Agency
H-Art

Alkemy

TSW

Doing

WeAreSocial

Accenture InteractiveAccenture Interactive

Deloitte DigitalDeloitte Digital

Razorfish

ReplyReply

BIP

Ogilvy Interactive

Key players in Italy by size and offering

Part of international groups

Italian Market Context

› The only independent company in the 

Italian market with a comprehensive 

portfolio offering 

› Best positioned to play an active role in 

the sector consolidation process

Alkemy Positioning

› Extremely fragmented market in Italy

- most players belonging to international 

networks

- lots of small companies focused on specific 

segments (i.e. social, eCommerce)

...AND A UNIQUE POSITIONING IN A FRAGMENTED ARENA

Source: Alkemy analysis on official Annual Reports of the mentioned companies

Caffeina

9
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ALKEMY TARGET MARKETS ARE WORTH APPROXIMATELY €10B AND ENJOY DOUBLE DIGIT GROWTH RATES

1,8

0,5

2,6

1,6

3,0

9,5

Italy Balkans and

Greece*

France Iberia LATAM** Target markets total

Digital market size for Alkemy target geographies

2017E, data in €B

+15-20%
’14-’17E
CAGR

Notes: (*) Slovenia, Croatia, Bosnia and Herzegovina, Serbia, Montenegro, Albania, Macedonia; (**) Argentina, Brazil, Chile, Colombia, Mexico
Sources:Alkemy analysis on data from European digital Agenda: “Europe’s Digital Progress Report 2017”, Politecnico e Netcomm: “L’eCommerce B2C  in Italia 2017”,  FCP: “Osservatorio FCP Assointernet 2017”, 
Nielsen: “Digital ad ratings and  benchmark”, PrimaComunicazione, Euromonitor: “Country profile 2016”, World Bank

SOUTH EUROPE

10

Markets currently 
covered
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Selected Clients

HIGH STANDING AND CROSS-INDUSTRY CLIENT BASE…

11
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...WITH HIGH LOYALTY AND INCREASING SHARE OF WALLET

Client Base Trend: Key MetricsClient Base by Sector* (over revenues 2017)

62% 57%
47% 43%

18% 22%

22% 25%

18% 16%
22% 21%

2% 4% 9% 11%

2014 2015 2016 2017

Transformational clients

Top accounts

High-potential

Other clients

160 248 270ARPC** (€K)

111 128116Total clients

281

160

Note: Transformational clients: digital transformation projects involving more than one Alkemy BU at a time; Top accounts: large vertical projects (over 150 €k), carried out by a single Alkemy BU; High-potential: mid-size vertical 
projects (over 50 €k) with developing potential;  (*) Management elaborations  (**) Average Revenues Per Client. (***) Number of clients is made excluding revenues under €1k and minor customers from companies acquired in the 
last 3 years.

Group clients composition

Group clients by cluster (2014-2017)*
› Top client base, diversified by industry

› High client satisfaction, 100% retention rate on 

top accounts (>150€k revenues) 

› No.160 clients (as of Dec‘17), with a stable 

growth over the last years

› Increasing “share of wallet” thanks to         

deeper client relationships

› Relevant backlog , offering strong visibility of 

future results

No. of Clients* Avg. Revenues per Client (€K)

12

111 116 128

160

2014 2015 2016 2017

+13%

160

248
270 281

2014 2015 2016 2017

+21%

28%

25%

21%

9%

7%

3%

3%

3%

1%

Telco, Media & Tech

Services

Consumer Goods & Retail

Financial Services

Energy & Utilities

Pharma

Other

Fashion & Luxury

Industrial
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BUSINESS TRANSFORMATION

CHANNEL INNOVATION

PERFORMANCE BOOST

We manage end-to-end projects to
support clients in the transformation of
their business model, covering the entire
value chain, from strategy to technology
implementation

We work with companies to innovate
their channel, maximizing and amplifying
the opportunities of interactions with
their clients by extending the various
touchpoints and integrating all channels
with a full omnichannel approach

We support clients in maximizing the
performances of specific channels (both
on and off-line) and activities (customer
acquisition, traffic increase, etc…) by
leveraging all digital media and
technologies

EXAMPLE OF ALKEMY PROJECTS

Alkemy integrated projects Alkemy approach to project lifecycle

1

2

3

ILLUSTRATIVE

S

I

C

NEW INNOVATION WAVE...
Consulting

Implementation

Service

2-3 months 3-6 months On going...

S

I

C

 High visibility and 
backlog

 Revenues build-up

 Overall marginality 
increase over time

A
lk

e
m

y
’s

R
e

v
e

n
u

e
s
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EXAMPLE OF ALKEMY PROJECTS

› Digital transformation of 
the overall service model 
towards users (design, 
structuring and 
implementation)

Client Project Alkemy’s role ResultsTiming

BUSINESS TRANSFORMATION

CHANNEL INNOVATION

PERFORMANCE BOOST

› Digital transformation strategy

› IT assessment, new website front-
end release/new portals for 
professional users

› Communication: new logo, media 
plan, social media

› Jun 2014 –
ongoing

› Record revenues in 2016, 
enabled by the new developed 
services

› Revenues from multimedia 
activities +9.6% on 2015 results

› Personnel costs reduced by 10%

› Feb 2016 –
ongoing

› Launch of eCommerce platform 
“EasyCoop” in main Italian cities:

- Rome area in Q4 ‘16

- Bologna in Q3 ‘17

- Modena and Padova in Q1 ‘18

› Digital partner to support the start-
up and the whole sales / 
marketing / IT processes in full 
outsourcing

› Structuring and 
implementation of Coop 
eCommerce strategy

› Technological partner for content
editing on Vodafone.it website

› Deeper client relationships, with
full support for online process

› Content editing on both 
desktop and mobile 
website and offer 
configuration

› 2012 –
ongoing

› Performance and conversion
improved, efficiency and quality
optimized

› Alkemy nominated Vodafone’s
Best Supplier Annual Partner
Meeting 2016

14
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SHARP GROWTH AND MARGIN ENHANCEMENT

Consolidated Revenues €M Consolidated EBITDA €M

6% 10% 11%EBITDA

› Strong revenues growth, both organically and through acquisitions

› Constant EBITDA Margin % improvement thanks to the shift towards higher value/transformational services and a progressive

business industrialization and lower external costs

› Debt free (Net Cash Dec’2017: €19.23M) thanks to IPO proceeds, able to finance both acquisitions and NWC needs due to

the high growth rate

17,6

28,8

34,8

44,9

2014 2015 2016 2017

43% 64% 21%YoY Growth

36.6%
CAGR

29% 11%

1,1

3,0

4,0

5,1

0,000

1,000

2,000

3,000

4,000

5,000

6,000

2014 2015 2016 2017

0,02

0,04

0,06

0,08

0,10

0,12

0,14

0,16

66.7%
CAGR

15
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STRONG AND PROFITABLE GROWTH

› Consolidated Net Sales +29% compared to FY2016

› FY2017 Consolidated EBITDA +26% vs €4.02M in FY2016, despite the

start-up costs of new offices abroad

› FY2017 Services costs, consum. & goods percentage increasing

over FY2016 mainly due to intermediated media costs item

› Avg FTE at 252 in FY2017 vs 208 in FY2016

› Pursuant to ITA Gaap, Alkemy amortizes its goodwill

› High tax rate mostly due to the amortization of goodwill, which is

not tax deductible

Service costs, consum. & goods / 
Revenues Trend

66,7%

61,4%

57,7%
59,0%

50,0%
52,0%
54,0%
56,0%
58,0%
60,0%
62,0%
64,0%
66,0%
68,0%

2014 2015 2016 2017
Service costs, consum. & goods/Revenues 1,7

0,7

0,6

1,6

2,9

2,7

5,1

Other

Travel expenses

Logistics services

BoD

Services - Other

Consum. and goods

Services - IT costs

Services - Web mkting

2017 Service costs, consum. & goods 
breakdown €M

Consolidated Profit & Loss 

11,3

16
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SOLID BALANCE SHEET

NWC / Revenues

› Intangibles assets are mainly composed by goodwill due to

past acquisitions (subject to a 10Y amortization) and IPO costs

› Alkemy has put&call options on the minorities of BizUp, Alkemy

Play and Alkemy Iberia with exercise in FY2019, FY2020 and

FY2021 respectively

DSO & DPO

122

120
125123

113

122

10000,0%

10500,0%

11000,0%

11500,0%

12000,0%

12500,0%

13000,0%

2015 2016 2017

DSO DPO

23,7%

15,8%
18,7%

17,4%

0,0%

5,0%

10,0%

15,0%

20,0%

25,0%

2014 2015 2016 2017

NCWC/Revenues

17

Consolidated Balance Sheet 
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1,0

1,7

3,0

4,1

2014 2015 2016 2017

CASH FLOW GENERATION

› Gross Cash Flow steadily growing

› Net of IPO costs, Ordinary Capex around 2% of

Revenues – most of R&D costs are not capitalized

› Net Financial Position of €19.23M at Dec 31 2017 thanks

to IPO Proceeds

Gross Cash Flow evolution €M

61%
CAGR

18

Consolidated Cash Flow
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WE DELIVER WHAT WE SAY

19

Organic Growth

Leverage on loyal customer base to 
increase ARPC and share of wallet 
by pushing on integrated 
transformational projects

M&A

Continue successful aggregation 
track by focusing on new 
competencies (IoT, Analytics, …) 
and geographies (South Europe)

 2 acquisitions, 1 in H1FY2018 and    
1 in H2FY2018

 JV with NELT Group in February 2018 to 
consolidate the presence in the Balkan area

 Acquisition of NUNATAC in March 2018 to 
integrate expertise in Big Data & Analytics

 Acquisition of Kreativa New Formula in April 
2018, a further step in the Balkan area 
consolidation

 > €1M additional EBITDA FY2017 from 
accretive acquisitions*

 New opportunities under valuation

 FY2017E at approx. €40M
 FY2017E EBITDA at approx. €5M

 FY2017 at €44.89M
 FY2017 EBITDA at €5.06M

STOCK EXCHANGE  Intention to move from AIM to MTA 
STAR Segment in 24months from IPO

 Implementation of IAS/IFRS 
Standards

 Confirmation of the Intention to move to 
MTA – STAR Segment as planned

 IAS/IFRS Transition ready for FY2018 
Annual Report

GUIDELINES WHAT WE SAID WHAT WE DELIVERED

*Nunatac and KNF
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SUCCESSFUL M&A IMPLEMENTATION STRATEGY

Note: (*) year before acquisition vs. 2017 

ALKEMY COMPLETED 3 MAJOR M&A TRANSACTIONS, EXTRACTING SYNERGIES AND IMPLEMENTING SUCCESSFUL INTEGRATION MODEL

20

Impact on performance(*)

Company Sales €M and CAGR Company EBITDA €M and CAGRTarget Company
Acquisition 

Date
Activity

Alkemy M&A Track Record

1,3
1,8

2014 2016 2017

+19%

7,6
10,2

2014 2016 2017

2,2
5,0

6,3

2012 2016 2017

0,2
0,8 1,0

2013 2016 2017

+53%+24%

Rationale

Content 
marketing & 
native adv

March 2016
Competences 
/ cross-selling

System 
integration

January 
2015

Competences 
/ cross-selling

Performance 
marketing

July 2013 Competences 
/ cross-selling

3,0 4,2

8,5

2015 2016 2017

+70%

0,5 0,6

1,8

2015 2016 2017

+81%

+16%

12,0 2.3

Data Analysis/ 
Big data

March 2018
Competences 
/ cross-selling

Digital 
marketing and 

advertising

April 2018
Geographical 
area / cross-

selling

*under ITA GAAP full consolidation of Nunatac in FY2018 Annual Report and 6months consolidation of KNF – under 
IAS/IFRS 8months consolidation of Nunatac and  6months consolidation of KNF

FY2017 Sales at € 6.50M, FY2017 Ebitda at approx. € 0.9M

FY2017 Sales at € 1.50M, FY2017 Ebitda at approx. € 0.15M
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MANAGEMENT TEAM AND SHAREHOLDERS STRUCTURE

› Unique team of talents, with competencies which

span from strategy to communication and

technology, across all key areas of digital

› Experienced management team which led the

development of Alkemy since its foundation

› Entrepreneurial approach enhanced by a direct

stake in the Company (about 50 managers have

either shares or stock options)

› Bonus mechanism based on company’s value

creation (EBITDA growth)

› Relevant stock option plans*:

- New stock option plan in force from IPO
(strike price = IPO price)

- Previous stock option plan still in force

› Alkemy owns #26,062 treasury shares, equal to

0.48%, at May 2018

*old plan: 335.780 shares (all vested, to be exercised up to  July 2020) - new plan: 222,200 shares (to be assigned) 

ALKEMY SHAREHOLDING STRUCTURE
As of May 25 2018

Duccio Vitali 
9,76%

O2E Srl
7,67%

Jakala 
Group SpA

8,17%

StarTIP Srl 
(Tamburi)

7,87%

Riccardo 
Lorenzini

6,37%

Company -
Treasury 

shares 0,48%

Other
Managers

9,87%

Market 
49,82%

Outstanding Shares 5,403,330

21
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OSCAR ZOGGIA

VP Outsourcing                      
& Business Development

MATTEO MENIN

VP Communication

DUCCIO VITALI 

Chief Executive Officer

CLAUDIO BENASSO 

Chief Financial Officer

ALESSANDRO MATTIACCI 

Chairman and VP Corporate 
Development

MATTEO BELLOMO

VP eCommerce

ENRICO MEACCI

VP Strategy

PAOLO FONTANA

VP International 
Development

HIGH PROFILE AND COMMITTED MANAGEMENT TEAM

22
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CORPORATE GOVERNANCE

Chairman ALESSANDRO MATTIACCI

CEO DUCCIO VITALI

Vice Chairman FRANCESCO BERALDI

Director RICCARDO LORENZINI

Director MATTEO CARLO DE BRABANT

Director CLAUDIO BENASSO

Independent Director MARINELLA SOLDI

Independent Director ANDREA DI CAMILLO

BOARD OF DIRECTORS BOARD OF STATUTORY AUDITORS

Chairman MAURO DARIO BONTEMPELLI

Standing Auditor GABRIELE GUALENI

Standing Auditor ANGELO MIGLIETTA

Alternate Auditor MARCO GARRONE

Alternate Auditor PIERO ALBERTO BUSNACH

Independent Audit Firm: KPMG S.p.A.

23
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ALKEMY SHARES & IPO

• Alkemy S.p.A. (ALK) | ISIN: IT0005314635

• REUTERS ALK.MI | BLOOMBERG ALK.IM

• Borsa Italiana AIM ItaliaMarket

• Offer Structure: 1.7m primary shares and 0.835M secondary shares

• Greenshoe: 0.25m shares entirely exercised

• No. Shares pre IPO: 3.703M

• No. Shares post IPO: 5.403M

• Price €11.75 at IPO

• Market Cap at IPO: €63.490M

• 100% Institutional Offering to Italian and international investors

under Regulation (excluding Japan, Canada, Australia, USA and

any other jurisdiction where the private placement is restricted)

Investors

• Support the external growth through acquisitionsUse of Primary 
Proceeds

• Jakala Group S.p.A., O2E S.r.l. (F. Beraldi), R.Lorenzini: 1Y

• D.Vitali and Lappentrop Srl (A.Mattiacci): 2Y

Lock-Up 

Arrangements

• Banca IMI & Intermonte: Joint Global Coordinators and Joint

Bookrunners

Syndicate 

Structure

Issuer & Ticker

• Banca IMINomad

IPO Structure

Analyst Coverage
(April 2018)

• Intermonte, SPECIALIST: TP €15.80 | BUY

• BANCA IMI, CORPORATE BROKER: TP €14.90 | BUY

IR Contact • ir@alkemy.com

• December 5th 2017IPO date

24

Price at May 23 

2018

€11.40

Market Cap at

May 23 2018

€60.53M 

• To support M&A activities

• To be finalized within 18 months in several rounds and up to max.

15% of the total share capital

BUYBACK PLAN

• IntermonteSpecialist
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Leading innovation-enabler with an integrated     

end-to-end approach

Sizable and double-digit growing reference market

and a unique positioning in a fragmented arena

High standing and cross-industry client base,

with high loyalty and increasing share of wallet

High profile and committed management team

Sharp growth and margin enhancement

Successful M&A implementation strategy

1

2

3

4

5

6

Public Company listed on AIM Italia7

Final Remarks

8 Solid Corporate Governance

25

9
Confirmation of the intent to move from AIM to 

MTA – Star as planned
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Alkemy digital_enabler

Via San Gregorio 34 20124 Milano, Italy

Tel: +39 02 92894 1 - Fax: +39 02 92894 500

info@alkemy.com


