
This announcement has been authorized for release to ASX by the Board of Directors of Marley Spoon AG
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Marley Spoon is a rapidly growing business

Net Revenue over time (€)

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

40

52
61

68

116

138

21

32

H1
2017

H2
2017

CAGR 
102%

CAGR
59%
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Summary

2020 was a year of significant growth and key financial milestones: 2021 is starting off strong with a focus on:

Doubled* net revenue to €254m and grew active 
subscribers >80%

Expanded Contribution Margin 4 percentage points YoY

Delivered three consecutive quarters of positive 
Operating EBITDA, landing the year breakeven

Delivered positive FY 2020 Cash from Operating 
Activities (CFOA) for the first time in Marley Spoon’s 
history

Simplified the balance sheet and increased flexibility 
with a sizable capital raise, debt repayment and 
conversions of derivatives

Continued investment in favorable customer acquisition 
environment

Operational improvements to support significant scale 
and enhance the customer experience

Further benefiting from the shift in consumer behavior 
from offline to online shopping 

Investment in capacity expansion, digital platforms 
and our people

Balancing delivery of Revenue/Operating EBITDA/CFOA 
and investment flexibility

*on a constant currency basis 3
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We are a global and fast-growing online consumer brand business

Active Subscribers*

Net Revenue (€m)

CM %

Operating EBITDA (€m)

Operating EBITDA %

Operating Cash Flow (€m)

Equity Ratio %

H2 2019

123,963 

68.2

25.7%

(12.6)

(18.5%)

(13.0)

FY 2019

123,963 

129.6

25.0%

(29.8)

(23.0%)

(30.3)

(96.6%)

H2 2020 

227,431 

137.8

28.3%

1.5

1.1%

(3.7)

FY 2020 

227,431 

254.0

29.2%

(0.5)

(0.2%)

4.4

11.1%

*Active Subscribers represent figures at Q4 2020 and Q4 2019 4
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We make life easier & cooking delightful

Solving Everyday Problems

Plan easily

Convenient 
direct 
delivery to 
your door

Healthy eating
Free fresh & 
diverse recipes

Eco-friendly
No waste of food, 
recycling of packaging

Save money

Our chefs 
design great 
recipes

You decide what 
you want to cook 
and when

We source 
ingredients 
and deliver 
to your door

You simply 
cook and enjoy

Compelling Value Proposition 

5
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Our business is fast growing

Revenue growth outpacing subscriber growth ... … as our product portfolio expands 

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

75
104

112
124

198

227

€ 606

€ 586

€ 551

€ 549

€ 507

€ 530

Weekly menu options Category options

- Classic Marley Spoon dinner meal kit

- Summer BBQ
- Mexican week
- ‘Root to tip’ veggies
- Holiday specials

(Thanksgiving, Xmas)

- New Dinnerly value offering
- Low calorie meals
- Pressure cooker recipes
- Healthy offering

- More seafood
- Holiday breakfast
- Local cuisine
- Legumes week

- Breakfast
- Appetizers
- Picnic sides
- Ready to heat
- Feed a crowd

Increased personalization and variety, new dayparts and adjacencies

Active Subscribers

NR/Subscriber

2016 

2017 

2018 

2019

2020

Beyond

12

20 6

1423

2336

6

7

F
or

 p
er

so
na

l u
se

 o
nl

y



And our category remains vast and under-penetrated

Online grocery: Massive “unclaimed” market Growing food and beverage online penetration3

Marley Spoon’s reach of ~190m households today 
provides an ideal platform to capture this global growth opportunity Germany 

The Netherlands
Austria
Belgium
Denmark
Sweden 

3-4%
Global grocery market

$7 trillion1
Online penetration2

US

Australia

Source:  1) Grocery market size from Euromonitor 2020; 2) online penetration data US only from McKinsey “Digital Disruption at the Grocery Store,” February 2020 3) Barron’s, September 22, 2020 (Global X ETFs, US Census Bureau, eMarketer); data represents US market

2014

3.9%

3.6%

4.4%

6.6%

8.3%

5.3%

2.5%

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

2.5%2.3%
1.8%

1.4%1.2%

7
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We continue to invest for growth…

 = 1000 sq metres

2018

Timeline of Manufacturing Capacity Expansion

202120202019201720162015

Total by Year 3,550 10,643 21,300 27,040 40,300 44,000 60,400

8

2014

Australia

US

Netherlands
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… and leverage our capabilities to accelerate the Marley Spoon flywheel

Capability stack Marley Spoon flywheel

Grow subscriber 
base and order rates,
leading to scale Realize better scale 

marketing leverage, 
lower costs

Increase profit/subscriber

Invest in digital 
capabilities and 
in product to 
improve value

Deliver better 
customer experience 
(improved product, 
more selection, 
personalization, 
flexibility)

D-to-C brand building

Data science

Digital platforms

Talent density

Source-to-order manufacturing

9
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Our operating model, based on a source-to-order supply chain, has enabled CM expansion

Customer 
acquisition

Strong number 
of referrals and 

marketing strategy

Customer data 
insight 

enabling customer-
centric menu 

creations

Preference for
direct sourcing

Ingredients from 
producers with 

others from trusted 
suppliers

Efficient in-house
“source-to-order”
 manufacturing

focused on excellence 
using standardised 

processes

Outsourced logistics
for fast ‘line haul’ and 

‘last mile’ delivery 
to customers

Happy customers 
enjoying quality meal 

kits and customer 
support, driving 

retention

Data driven marketing 
and product development

Simple supply chain with in-house 
manufacturing and outsourced logistics  

Customer 
satisfaction

CM evolution

2018 202020192017 2021F

21% 29%25%17% 30-31%

10
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With improving customer retention …

Revenue breakdown by order frequency Average revenue per cohort improving over time

24%

28%

15%

23%

10%30+

11-30

6-10

2-5

1st

H2 2020

Global Quarterly Net Revenue Retention

Q1 Q2 Q3 Q4 Q5 Q6 Q7 Q8 Q9 Q10 Q11

2018 20202019

90%

80%

70%

60%

50%

40%

30%

20%

10%

Q1 2020 - Q4 2020

Q1 2018 - Q4 2020

Q1 2019 - Q4 2020

11
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… marketing payback and ROI are attractive

Customer Acquisition Payback and ROI by Time*

* Note:  payback and ROI based on data between 2017-2020

1.0x
1.4x

2.4x

4 months 12 months 24 months 36 months

3.0x

Customer
Acquisition 

Cost

12
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Scale brings operational leverage and improved profitability ...
Marketing as % of NR G&A as % of NR

Operating EBITDA as % of NR 

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

31.6%
33.3%

29.4%

23.8%

18.4%

13%

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

29.2%
26.3% 26.6%

24.2%

16.3% 17.0%

2018 2019 2020 Steady State

(37%)

Doubling our 
business

(23%)
0%

12-13%

Australia
benchmark

 Start up

Scaling up

13
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… leading to an overall attractive financial performance

Revenue (€m) Contribution Margin and CM% 

Operating EBITDA & Operating EBITDA margin Cash Flow from Operations

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

9 11
15

18

35
39

28.3%30.2%

25.7%
24.1%

20.5%

21.7%

CM

CM%

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

40
52

61
68

116

138

FY
2018

FY
2019

FY
2020

(29.7) (30.3)

4.4

Op. EBITDA

Op. EBITDA %

H1
2018

H2
2018

H1
2019

H2
2019

H1
2020

H2
2020

(14)

(20)
(17)

(13)

1.5

(35.7%)
(38.6%)

(28.0%)

(2)
(18.5%)

(1.7%) 1.1%

14
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Each region has helped deliver against our financial objectives in 2020

US Australia Europe
Growth Engine Profit Center Future Scale-up 

Net Revenue:  

€ 127m
3-year CAGR*:  

89%
CM %:  

26%
Operating EBITDA:

€ 4m

Net Revenue:  

€ 86m
3-year CAGR*:  

63%
CM %:  

36%
Operating EBITDA: 

€ 10m

Net Revenue:  

€ 41m
3-year CAGR*:

  41%
CM %:  

25%
Operating EBITDA**: 

€ (2m)
*CAGR is for the years 2018-2020     **Excluding headquarter costs 15
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We have built a leading and diverse team to help drive future growth

JULIE 
MARCHANT-HOULE
CEO United States

JONAS ERICH
Chief Marketing 
and Product Officer

RIKE STEIN
Chief People Officer

KATALIN FRITZ
Chief Customer Officer

ROLF WEBER
CEO Australia

FABIAN SIEGEL
CEO, Founder, 
Management Board

JENNIFER 
BERNSTEIN
Chief Financial Officer, 
Management Board

EBONY 
MORCZINEK
CEO Europe

16
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We are committed to sustainability

Reduce food waste Environmental sustainability Diversity

Source-to-order manufacturing 
limits waste

We only purchase what you 
will cook and eat

Leftovers are donated

    We cut emissions by:

-   Reducing food waste

-  Reducing energy usage

-  Offsetting the balance 
   (35,000 tons in 2020)

75% F 

Supervisory 
Board 

Executive 
Committee 

25% M

63% F 

37% M

49% F 

Total
Company

51% M

Marley Spoon is operating
as a carbon neutral company

ClimatePartner.com/12486-1704-1001

17
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2021 Guidance

Exploit favorable customer acquisition environment

Extend range to solve everyday food problems

Expand fulfillment center capacity

Broaden customization and personalization through 
digital platform development 

Strengthen team leadership capabilities and bench

2021 Guidance Investment priorities:

25-30%
Net Revenue 

growth

30-31%
Contribution 

Margin

18
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Key Customer Metrics
Operating KPIs     
  
    
Group      
Active customers1 (k)
Active subscribers2 (k)
Number of orders (k)  
Orders per customer 
Orders per subscriber
Meals (m)
Average order value (€, net)
       
Australia      
Active customers1 (k)
Active subscribers2 (k)
Number of orders (k)
Meals (m)
       
USA      
Active customers1 (k) 
Active subscribers2 (k)
Number of orders (k)
Meals (m)
       
Europe      
Active customers1 (k)
Active subscribers2 (k)
Number of orders (k)
Meals (m)      
 
       
1) Active Customers are customers who have purchased a Marley Spoon or Dinnerly meal kit at least once over the past three months
2) Active Subscribers are customers who have an active subscription (i.e., ordered or skipped a delivery) on an average weekly basis during the quarter

   
  

H2 20

327
227 

3,099
9.5
13.6
25.8
44.5

99
67

1,012
8.9  

   
 

161
112

1,532
12.7

   
 

67
48

554
4.3

   
  

H2 19

182
124

1,537
8.4
12.4
11.9
44.4

   
  

68
42 

600  
4.9 

   
  

80  
54 

644 
4.9 

   
  

35
28 

293
2.1 

  

FY2020

  
 

5,622
 
  

46.7 
45.2

   
   
  
  

1,848 
16.2 

   
   
 
  

2,761 
22.8 

   
   
 
  

1,014
7.8

   
  
% vs. PY  
  

80%
83%
102%
12%
10%
117%
0%

   
  

46%
60%
69% 
83%

   
  

101%
108%
138%
158%

   
  

91%
72%
89%
101%

   
  

FY2019

 
2,969

  
22.4 
43.6

 
  
  

1,070 
8.6 

   
 
  
 

1,272
9.4

   
  
  
 

627 
4.5

   
  
% vs. PY  
  

89%

 
109%

4%
   
  

 
73% 
88%

   
  
   

117%
142%

   
  
 

62%
73%

20
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v%

96%

86%

83%

129%

15%

29%

(79%)

(98%)

  

v%
  

102%

96%

92%

123%

10%

42%

(86%)

(112%)

Income Statement

  
  
  
Revenue 

Cost of goods sold
% of revenue
Fulfilment expenses
% of revenue
Contribution margin (CM)
% of revenue
Operating CM %

Marketing expenses
% of revenue
G&A expenses
% of revenue
EBIT

Operating EBITDA
% of revenue     
  
       

   
  

H2 20

 137.8 

73.2
53%
 25.6 
19%
39.0
28%
37%

 17.9 
13%

 23.4 
17%
(2.1)

1.5 
1%

   
  

H2 19

 68.2 

37.4 
55%
13.3 
20%
17.5
26%
35%

 16.2 
24%
 16.6 
24%

(15.2)

(12.6)
(18%)

  

FY2020

 254.0 

 133.3 
52%
46.6
18%
74.1
29%
37%

 39.3 
15%

 42.3 
17%
(7.4)

(0.5)
(0.2%)

   
  

vs. PY
 

 69.6 

 35.8 
(2 pts)
 12.3 

(1 pts)
 21.5 
3 pts
2 pts

1.7 
(11 pts)

 6.8 
(7 pts)

13.1 

 14.1 
19 pts

   
  

FY2019

 129.6 

 71.8 
55%
25.5
20%
32.4
25%
34%

 34.2 
26%
 32.9 
25%

(34.8)

(29.8)
(23%)

   
  

vs. PY

 124.4 

 61.5 
(3 pts)

21.1
(1 pts)
 41.7 
4 pts
3 pts

5.1 
(11 pts)

 9.4 
(9 pts)
27.4 

 29.3 
23 pts

21
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Cash Flow Statement

€ in millions 
(preliminary and unaudited)

Operating EBITDA
Change in working capital
Interest & taxes paid, other
Net cash flows from operating activities 

Net cash flows from investing activities

Net proceeds from the issuance of shares 
Proceeds from the exercise of warrants & share options 
Net change in borrowings
Payments of principal for lease liabilities 
Net cash flows from financing activities

Net increase in cash & cash equivalents in the period
Cash and cash equivalents at period end 

H2 19

 (12.6)
 0.1 

 (0.3)
 (12.9)

 (3.2)

 1.5 
 -   

 11.5 
 (2.1)
 10.9 

 (5.1)
 5.2  

FY2020

(0.5)
4.9 

(0.3)
4.4 

 (8.6)

 41.6 
 2.1 

 (5.3)
 (4.7)
 33.7 

 29.5 
 34.4 

FY2019

 (29.8)
 0.8 
 (1.0)

 (30.3)

 (6.3)

 4.0 
 -   

 33.0 
 (3.7)
 33.3 

 (3.2)
 5.4 

H2 20

 1.5 
 (5.7)
 (0.3)
 (3.7)

 (4.7)

 32.4 
 2.1

 (7.5)
 (2.4)
 24.6 

 16.2 
 34.4 

22
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Company history

February
Launch of Dinnerly in 
Netherlands

Q2-Q3
Opening of new Sydney 
and US (CA) FCs

January
Launch in Sweden

July
Launch of Dinnerly in 
Germany 

Q2
US and Global business 
turn Operating EBITDA 
positive

December
Opening of Perth FC

June
Strategic partnership 
with Woolworths

Q2 
AUS business turns 
profitable with positive 
Operating EBITDA

July
Expansion to Northern 
Territory and Tasmania 
(AUS)

October
Launch in Denmark

March
Launch of Dinnerly in 
Australia

January
Marley Spoon brand 
relaunched

April 
Launch in Belgium

July
Launch of Dinnerly 
brand in US

November
Launch of Victoria 
fulfillment center (FC) 
and expansion to 
Adelaide in Australia 
(AUS)

June
Start of Martha Stewart 
partnership and 
nationwide expansion in 
the US

May
Launch in the US 
(Northeast)

Company re-launch 
with introduction of 
subscription model

June
Launch in Australia

September
Acquisition of Austrian 
business Kochabo

May
Marley Spoon founded

August
Launch in Germany

December
Launch in the 
Netherlands 

Net Revenue (€) Guidance: 25-30% 
Revenue growth

2018 2021202020192017201620152014

92

254

130

53

20
3

23
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Disclaimer

This presentation (Presentation) is dated 25 February 2021 and has been prepared by Marley Spoon AG (Marley Spoon or the Company ASX: MMM). By accessing or reviewing this Presentation, you
acknowledge and agree to the terms set out below.

Important notice and disclaimer

This Presentation is for information purposes only and is a general summary of the activities of Marley Spoon only. The content of this Presentation is provided as at the date of this Presentation
(unless otherwise stated) and remains subject to change without notice. Some of the financial information in this Presentation is unaudited. Reliance should not be placed on information or opinions 
contained in this Presentation and, subject only to any legal obligation to do so, Marley Spoon does not have any obligation to correct or update the content of this Presentation. The information in this
Presentation does not purport to be complete and is to be read in conjunction with Marley Spoon’s most recent financial report and all of Marley Spoon’s other periodic and continuous disclosure
information lodged with the Australian Securities Exchange (ASX), including, without limitation, Marley Spoon’s CY2018, CY2019 and CY2020 results, 1H 2020 results (4D), Q4/2020 results (4C) filed with 
the ASX and available at www.asx.com.au. Certain market and industry data used in this Presentation may have been obtained from research, surveys or studies conducted by third parties, including
industry or general publications. Neither Marley Spoon nor its representatives have independently verified any such market or industry data provided by third parties or industry or general
publications.

Marley Spoon does not warrant the currency, accuracy, adequacy, completeness or reliability of the information in this Presentation, including without limitation for negligence or for any expenses,
losses, damages or costs incurred by you as a result of the information in this Presentation being inaccurate or incomplete in any way for any reason, whether by negligence or otherwise and, to the
maximum extent permitted by law, disclaims any and all liability and responsibility flowing from the use of or reliance on such information by any person.

Not financial product advice or offer

This Presentation is for information purposes only and is not a prospectus, product disclosure statement or other offer document under Australian law or the law of any other jurisdiction (and will
not be lodged with the Australian Securities and Investments Commission (ASIC) or any other foreign regulator). The distribution of this Presentation outside Australia may be restricted by law and
you should observe any such restrictions. Any failure to comply with such restrictions may constitute a violation of applicable securities laws. In particular, this Presentation may not be distributed
or released in the United States. This Presentation is not and should not be considered, and does not purport to contain, an offer, invitation, solicitation or recommendation with respect to the
purchase or sale of any new Chess Depositary Interests (CDIs) in any jurisdiction.

This Presentation does not and does not purport to contain all information necessary to make an investment decision, is not intended as investment or financial advice (nor tax, accounting or legal
advice), must not be relied upon as such and does not and will not form any part of any contract or commitment for the acquisition of CDIs. Any decision to buy or sell securities or other products
should be made only after seeking appropriate financial advice. This Presentation is of a general nature and does not take into consideration the investment objectives, financial situation or
particular needs of any particular investor. Any investment decision should be made solely on the basis of your own enquiries. Before making an investment in Marley Spoon, you should consider
whether such an investment is appropriate to your particular investment objectives, financial situation or needs. Marley Spoon is not licensed to provide financial product advice in respect of its shares.
An investment in Marley Spoon CDIs is subject to known and unknown risks, some of which are beyond the control of the Company and its directors. Marley Spoon does not guarantee any
particular rate of return or the performance of Marley Spoon nor does it guarantee any particular tax treatment.

24
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Disclaimer (cont.)
Financial information

All financial amounts contained in this Presentation are expressed in EUR, unless otherwise stated. A number of figures, amounts, percentages, estimates, calculations of value and fractions in this
Presentation are subject to the effect of rounding. Accordingly, the actual calculation of these figures may differ from the figures set out in this Presentation and totals may vary slightly due to rounding.

Investors should be aware that certain financial measures included in this Presentation are ‘non-IFRS financial information’ under ASIC Regulatory Guide 230: ‘Disclosing non-IFRS financial information’ 
published by ASIC and are not recognised under Australian Accounting Standards (AAS) and International Financial Reporting Standards (IFRS). Such non-IFRS financial information, financial measures 
do not have a standardised meaning prescribed by AAS or IFRS. Therefore, the non-IFRS financial information may not be comparable to similarly titled measures presented by other entities, and should 
not be construed as an alternative to other financial measures determined in accordance with AAS or IFRS. Although Marley Spoon believes these non-IFRS financial measures provide useful information 
to investors in measuring the financial performance and condition of its business, investors are cautioned not to place undue reliance on any non-IFRS financial information financial measures and ratios 
included in this Presentation. Certain figures, amounts, percentages, estimates, calculations of value and fractions provided in this Presentation are subject to the effect of rounding. Accordingly, the actual 
calculation of these figures may differ from the figures set out in this Presentation.

Past performance

Past performance is given for illustrative purposes only and should not be relied upon as (and is not) an indication of Marley Spoon’s views on its future financial performance or condition. 
Past performance of Marley Spoon cannot be relied upon as an indicator of (and provides no guidance as to) the future performance of Marley Spoon. 
Nothing contained in this Presentation nor any information made available to you is, or shall be relied upon as, a promise, representation, warranty or guarantee, whether as to the past, present or future.

Future performance and forward-looking statements

This Presentation contains certain “forward-looking statements”. The words “expect”, “anticipate”, “estimate”, “intend”, “believe”, “guidance”, “should”, “could”, “may”, “will”, “predict”, “plan”
and other similar expressions are intended to identify forward-looking statements. Indications of, and guidance on, future earnings and financial position and performance are also forward-looking
statements. Forward-looking statements, opinions and estimates provided in this Presentation are based on assumptions and contingencies that are subject to change without notice and involve
known and unknown risks and uncertainties and other factors that are beyond the control of Marley Spoon, its directors and management. This includes statements about market and industry
trends, which are based on interpretations of current market conditions. Forward-looking statements are provided as a general guide only and should not be relied upon as an indication or
guarantee of future performance. Actual results, performance or achievements may differ materially from those expressed or implied in such statements and any projections and assumptions on
which these statements are based. These statements may assume the success of Marley Spoon’s business strategies. The success of any of those strategies will be realised in the period for which
the forward-looking statement may have been prepared or otherwise. Readers are cautioned not to place undue reliance on forward-looking statements and except as required by law or regulation,
none of Marley Spoon, its representatives or advisers assumes any obligation to update these forward-looking statements. No representation or warranty, express or implied, is made as to the
accuracy, likelihood of achievement or reasonableness of any forecasts, prospects, returns or statements in relation to future matters contained in this Presentation. The forward-looking
statements are based on information available to Marley Spoon as at the date of this Presentation. Except as required by law or regulation (including the ASX Listing Rules), none of Marley Spoon,
its representatives or advisers undertakes any obligation to provide any additional or updated information whether as a result of a change in expectations or assumptions, new information, future
events or results or otherwise. Indications of, and guidance or outlook on, future earnings or financial position or performance are also forward-looking statements.
Individuals should consider any forward-looking statements contained in this Presentation in light of the risks and disclosures contained in this Presentation. Any forward-looking statements are
based on information available to Marley Spoon as at the date of this Presentation and may involve significant elements of subjective judgement and assumptions as to future events which may or
may not be proven to be correct.
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Company contacts

Fabian Siegel (CEO) 
Jennifer Bernstein (CFO)

Investor relations

Michael Brown
ir@marleyspoon.com
mbrown@pegasusadvisory.com.au
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