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Innovation Global Expansion

• Fast-growing industry: Technology / 

cloud software / marketing 

technology (SAAS)

• From messaging (Email, SMS) to 

mobile content creation and omni-

channel predictive marketing 

automation

Growens at a glance

• Revenues 3y CAGR +41%

✔+26% FY 2017 (organic)

✔+47% FY 2018 (organic)

✔+51% FY 2019 (organic +46%)

✔ +7% FY 2020 

• 5 acquisitions in 5 years

• Always profitable

Growth
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• International revenues from 10% to 

55% since IPO

• Serving ca. 26.000 B2B clients in 115+ 

countries (271,000 free users)

• 260+ employees in 3 continents
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From startup to leading European 
player in SAAS cloud software

*In 2016 Group transitioned to IFRS accounting standards. FY 2015 is restated. Therefore historical data may not be comparable. Data in Mn/EUR. Source: Company and Group financial statements
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REVENUES

MAILUP

LAUNCH

LEADERSHIP

IN ITALY

IPO ON

AIM ITALIA: 
RAISED €3M

PIVOT: NOW

FOCUSED ONLY

ON MAILUP

COMPANY

BOOTSTRAPPED

AS DIGITAL

AGENCY IN

CREMONA (IT)

SMS CHANNEL IS

ADDED TO THE

OFFERED SERVICES

ACQUIRED DATATRICS (NL)
€5M GOVERNMENT GRANT

ABB: RAISED €6M. 
ACQUIRED MAILCULT

(IT)
ACQUISITIONS: AGILE TELECOM (IT), 

GLOBASE (DK), ACUMBAMAIL (ES), 
BEE (USA) SPUN-OFF
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LEGALITY RATING

★★★
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GROWENS
Revenues: EUR 65 mn (+7%)
Gross margin: 32%
Ebitda: 8% 
Employees: 260

Business lines

CPaaS
Revenues EUR 40.0 mn (+4%)
Gross margin: 8%
Ebitda: 4% 
Employees: 16

SaaS
Revenues:  EUR 23.7 mn (+13%)
Gross margin: 72%
Ebitda: 20% 
Employees: 195
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Group Holding / Parent

~50 employees

Business Units

~210 employees

A tech group built on strong synergies
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Freemium Tool

SMS Services

Email Editor

AI Predictive Marketing

Email + SMS

Strategy, M&A, Finance, Accounting, IR, IT, HR, Legal, Cybersecurity

CPaaSSaaS
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Italy 46%

Other 3 %

Rest of Europe 41%

USA 10%

Revenue distribution FY 2020
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CPaaS 63%
+5% YoY

SaaS 37%
+13%YoY

SaaS incidence

+27%YoY

+25%YoY

-4%YoY

+18%YoY

Agile 
Telecom

MailUp

Acumbamail
BEE

Datatrics



growens.io

By Business Unit

REVENUES EBITDA

FY 2020 FY 2019 Δ% FY 2020 FY 2019 Δ% 

MailUp 15.7 15.1 4.0% 4.3 2.8 52.5%

Agile Telecom 43.0 41.5 3.5% 1.5 1.3 8.9%

BEE 3.9 2.6 52.3% 0.5 0.7 (33.4%)

Datatrics 2.9 2.4 21.3% (1.4) (0.6) (162.2%)

Acumbamail 1.6 1.2 29.9% 0.3 0.2 44.6%

Holding 6.4 3.5 81.9% (0.4) (0.6) 29.5%

Consol. 
Adjustments (8.2) (5.5) 0.4 0.8 -

Total 65.2 60.8 7.3% 5.1 4.8 5.9%

Data in Mn/EUR

REVENUES EBITDA

1H 2021 1H 2020 Var% 1H 2021 1H 2020 Δ%

MailUp 8.2 8.1 1.7% 1.4 1.9 (26.7%)

Agile Telecom 22.3 20.7 7.6% 1.1 0.6 74.2%

BEE 2.4 1.8 30.0% 0.1 0.1 47.7%

Datatrics 1.3 1.5 (8.8%) (0.4) (0.7) 43.0%

Acumbamail 1.0 0.7 31.1% 0.2 0.1 61.8%

Holding 3.5 2.6 33.5% (0.2) (0.0) 292.1%

Consol. 
Adjustments (4.9) (3.9) 0.2 0.2

Total 33.7 31.7 6.3% 2.4 2.2 10.6%

FY 2020 1H 2021
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Quarterly sales by 
business unit / 1

Data in EUR/000. 
Consolidated gross sales from management accounts, not subject to a BoD resolution, unaudited.
Starting from April 1, 2019 Globase is no longer represented as a separate business unit, because it acts as a mere commercial branch for the sale of MailUp and Datatrics. Hence the relevant data have been aggregated to MailUp’s business unit sales figures.
Quarterly sales figures include sales from certain multi-annual contracts, hence they may differ from final turnover figures as will be stated in the consolidated reports, in relation to possible period adjustments.

AVG. Q 
GROWTH

+2.8%

AVG. Q 
GROWTH

+8.3%

Agile Telecom

MailUp
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Data in EUR/000. 
Consolidated gross sales from management accounts, not subject to a BoD resolution, unaudited.
Quarterly sales figures include sales from certain multi-annual contracts, hence they may differ from final turnover figures as will be stated in the consolidated reports, in relation to possible period adjustments.

AVG. Q 
GROWTH

+21.5%

AVG. Q 
GROWTH

+19.1%

AVG. Q 
GROWTH

+6.9%

BEE

Datatrics

Acumbamail
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Q3 2021 Cash Sales Preview

Data in Mn/EUR

By Business Line
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Q3 2021 Q3 2020 Var %

SaaS 7. 0 5.6 25.5%

CPaaS 10.5 10.0 5.1%

Total Sales 17.5 15.6 12.4%

By Business Unit

Q3 2021 Q3 2020 Var %

MailUp 3.803 3.496 8.8%

Agile Telecom 10.476 9.969 5.1%

BEE 2.078 1.003 107.2%

Acumbamail 474 408 16.2%

Datatrics 654 680 -3.8%

Total Sales 17.486 15.556 12.4%
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… and more is yet to come

2022 – 2025 GROWTH DRIVERS
● Internal growth:

- R&D

- Internationalization

● External growth

- Dedicated M&A team

- Programmatic approach to M&A

● Financial growth

- Uplisting

- Increase free float and liquidity
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Analyst Coverage

Download here: www.growens.io/en/analyst-coverage
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https://www.growens.io/en/analyst-coverage/
https://www.growens.io/en/analyst-coverage/
https://www.growens.io/en/analyst-coverage/
https://www.growens.io/en/analyst-coverage/
https://www.growens.io/en/analyst-coverage/
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Address

Contacts

Phone

Email

Via Pola 9 

20124 Milan, Italy

+39 02 71040485 

investor.relations@growens.io  

Monthly Newsletter

Subscribe at growens.io/newsletter
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http://growens.io/newsletter
https://www.growens.io/en/newsletter/
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Disclaimer
This presentation (the “Document”) has been prepared by MaiUp S.p.A. (“MailUp” or the “Company”) solely for information purposes on the Company and the Group (“Growens.io”). In

accessing the Document, you agree to be bound by the following restrictions, terms and conditions.

The Document does not constitute in any way investment advice or a solicitation to purchase securities, nor is it intended as a recommendation, consulting or suggestion, offer or

invitation or promotional message for the purchase, sale or underwriting of the Company or its shares or any other securities/financial instruments issued by the Company.

The Document cannot be used in the context of a public offer or investment solicitation. As a result, the Company, its directors, employees, contractors, and consultants do not accept any

liability in relation to any loss or damage, costs or expenses incurred by any person who relies on the information contained herein or otherwise arising from its use and any such liability

is expressly disclaimed.

The Document is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state, country or other jurisdiction

where such distribution or use would be contrary to law or regulation or which would require any registration or licensing within such jurisdiction. The Document is not for publication,

release or distribution in the United States, Australia, Canada or Japan or in any jurisdiction where it is unlawful to do so. The release or distribution of the Document or access to it in

other jurisdictions may be restricted by law and persons into whose possession this document comes should inform themselves about and observe any such restriction. Any failure to

comply with these restrictions may constitute a violation of the laws of any such other jurisdiction.

The Document may contain forward-looking statements, i.e. all information and matters that are not historical facts and are based upon certain assumptions about future events or

conditions and are intended only to illustrate hypothetical results under those assumptions, not all of which are specified herein.

Certain industry and market data contained in the Document come from third party sources, such as industry publications, studies, surveys or any other source generally believed to be

reputable and reliable, but upon which neither the Company, nor its directors, employees, contractors, and consultants has performed an independent verification.

The terms, data and information contained in the Document are subject to modification and update at any time; although the Company, its directors, employees, contractors, and

consultants do not assume any responsibility to communicate or otherwise make known, in advance or subsequently, such changes and/or updates nor for any damages that may result

from improper use of the information (including communications of changes and updates) included in the Document.

The Document is not intended as, nor should it be regarded as a complete and comprehensive description of the Company and does not necessarily contain all the information that the

recipients may consider relevant in relation to the Company. The provision of the Document does not give the recipient any right to access more information.

Within the limits of law, the Company, its directors, employees, contractors, and consultants make no statement, give no guarantee or assume any responsibility, express or implied,

regarding the accuracy, the adequacy, sufficiency and completeness and up-to-date nature of the information contained in the Document nor in respect of any eventual errors, omissions,

inaccuracies or oversights contained herein.

Historical and actual data and performances are not indicative nor constitute a guarantee of future performance: the results or actual performance may therefore be different, even

significantly, from historical and / or from those obtained and the Company does not assume any liability with respect thereto.
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Glossary
MRR - Monthly Recurring Revenue, a measure of
predictable subscription-based revenue stream.

NET RETENTION (%) - How much revenue growth or
churn the company had over time from the existing
pool of customers. Takes into account expansion
(upgrades), contraction (downgrades), and churn.

NPS - Net Promoter Score, a method of using a single
survey to gauge customer satisfaction. Range is from -
100 to +100. Average for SAAS is 31.

RECURRING REVENUE - The portion of a company's
revenue that is expected to continue in the future.
Unlike one-off sales, these revenues are predictable,
stable and can be counted on to occur at regular
intervals going forward with a relatively high degree of
certainty. In SAAS they are referred to the annual or
monthly subscriptions.

SAAS - Software-as-a-service uses cloud computing to
provide users with access to a program via the internet.

ARPA - Average Revenue per Account, generally
measured on a monthly or annual basis.

ARR - Annual Recurring Revenue, a measure of
predictable subscription-based revenue stream.

CAC - Cost to Acquire a new Client, equal to the total
sales and marketing expense divided by the number of
new clients.

CPAAS - Communications Platform as a Service is a
cloud-based, programmable multichannel communi-
cations platform that lets you add messaging features
to your existing business software using APIs.

CDP - Customer Data Platform, a marketer-managed
system that creates persistent, unified, customer
database that is accessible to other systems.

LTV - Life Time Value, an estimation of the aggregate
gross margin contribution of the average customer over
the life of the customer.
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