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HIGHLIGHTS

EV of USD 85m for eharmony which is about in line with cash investment by NuCom
(including funding of operational losses during the post-merger integration period),
proportionate cash consideration ProSiebenSat.1 at closing of c. EUR 60-65m

Attractive valuation at <1x 2018E revenues

Good fit with NuCom’s strategy by investing in one of its core verticals and increasing
PEG’s international footprint

Opportunity to build a leading global matchmaking player at low execution risk thanks
to proven execution capabilities

eharmony is the online matchmaking pioneer with more than 18 years of experience,
and has become a household name in the US

With its premium matchmaking positioning and a focus on long-lasting relationships,
its business model is very similar to Parship Elite Group (PEG)

Acquisition (100%) of eharmony by NuCom Group via PEG
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RATIONALE

Benefit from healthy growth in the USD 3bn U.S. matchmaking and dating market
which has shown strong growth over time (CAGR of c. +12% p.a. in the time period
2013 to 2018)

Create significant cost savings, realized through reduction of overhead and the
migration to Parship’s multi-brand/country technology platform

Further strengthen existing key vertical of NuCom Group

Substantial value creation potential from applying PEG’s consistent and successful
brand approach, introduction of online marketing best practices and optimization of
subscription-based user monetization

Substantial value creation potential by improving eharmony’s profitability and
returning its business to growth
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EHARMONY NOTABLY STRENGTHENS OUR INTERNATIONAL 
FOOTPRINT IN THE MATCHMAKING MARKET

eharmony is present in
the following countries:

Å United States

Å Canada

Å United Kingdom

Å Australia
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WITH EHARMONY WE ACQUIRE AN ICONIC 
MATCHMAKING BRAND

Note: based on PEG/NuCom brand market research
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DateHookup

Badoo

Coffee Meets Bagel

EliteSingles

OurTime

Bumble

Zoosk

OkCupid

PlentyOfFish

Christian Mingle

Tinder

Match.com

eHarmony

Á eharmony’s substantial 
historic marketing 
investments have created a 
strong US brand

ÁUS brands with similar aided 
brand recognition include 
Instagram, twitter, American 
Airlines or Budweiser

STRONG BRAND AWARENESS
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EHARMONY IS LEADING THE U.S. MATCHMAKING 
SPACE IN TERMS OF CUSTOMER SATISFACTION

Á eharmony shows best-in-
class satisfaction with 
overall experience

LEADING CUSTOMER SATISFACTION

0 10 20 30 40 50 60 70 80 90 100

5 Extremely satisfied 4 3 2 1 Not at all satisfied

Note: based on PEG/NuCom brand market research
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STRONG BRAND VALUES AMONG MATCHMAKING
CUSTOMERS SUGGEST HIGH FUTURE GROWTH POTENTIAL

ÁConsistently good results for 
eharmony on all dimensions

LEADING BRAND VALUES
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eharmony match.com

Note: based on PEG/NuCom brand market research
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BASED ON PARSHIP ELITE‘S FORMULA WE WILL SUBSTANTIALLY
INCREASE EHARMONY‘S CUSTOMER LIFETIME VALUE

1 2

[Customer lifetime value in EUR (PEG), USD (eharmony]

EUR 335

>EUR 500

2012 2018
1 2

~USD 200

2018 Mid-term
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Annual cost savings of
>EUR 20m targeted

WE EXPECT MEANINGFUL COST SYNERGIES BY MIGRATING TO ONE
TECHNOLOGY PLATFORM AND THROUGH OTHER MEASURES

One technology platform

Websites/

apps

Users

Functions

Customer 

Service
Back office CRM Tracking

Data & 

Analytics
Finance

New 

features

Targeted cost savings:

Å Tech development and IT 
maintenance costs

Å Headcount reduction in 
redundant functions

Å Other SG&A

EUR 10-15m restructuring
expenses
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SUBSTANTIAL VALUE CREATION POTENTIAL FOR EHARMONY BY
CLOSING THE GAP TO THE MARKET LEADER MATCH

1) Based on agreed enterprise value and 2018 revenue estimate
2) Based on J.P. Morgan 2018E SOTP estimate for matchgroup’s matchmaking business “match” (August 2018)
3) Based on 2018E Bloomberg consensus estimate

1 2 3

[EV/sales multiples 2018E]

<1x

<4x

~10x

1)

2)

3)
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KEY FINANCIALS EHARMONY

2018E

Enterprise value USD 85m

Cash consideration ProSiebenSat.1
~EUR 60-65m

(including restructuring costs)

Revenues ~EUR 80m

Adj. EBITDA ~EUR 0m

Adj. Net Income

(excluding P7S1 financing costs)
<EUR 0m

TERMS

Closing and
consolidation
expected in
Q4 2018



DISCLAIMER

This presentation contains "forward-looking statements" regarding ProSiebenSat.1
Media SE ("ProSiebenSat.1") or ProSiebenSat.1 Group, including opinions, estimates
and projections regarding ProSiebenSat.1's or ProSiebenSat.1 Group's financial
position, business strategy, plans and objectives of management and future
operations. Such forward-looking statements involve known and unknown risks,
uncertainties and other important factors that could cause the actual results,
performance or achievements of ProSiebenSat.1 or ProSiebenSat.1 Group to be
materially different from future results, performance or achievements expressed
or implied by such forward-looking statements. These forward-looking statements
speak only as of the date of this presentation and are based on numerous
assumptions which may or may not prove to be correct.

No representation or warranty, expressed or implied, is made by ProSiebenSat.1
with respect to the fairness, completeness, correctness, reasonableness or
accuracy of any information and opinions contained herein. The information in this
presentation is subject to change without notice, it may be incomplete or
condensed, and it may not contain all material information concerning
ProSiebenSat.1 or ProSiebenSat.1 Group. ProSiebenSat.1 undertakes no obligation
to publicly update or revise any forward-looking statements or other information
stated herein, whether as a result of new information, future events or otherwise.


