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 The target company: Cellularline. Founded in Reggio Emilia in 1990, Cellularline (CL) is now a 
leading European brand in the development and sale of accessories for smartphones and tablets, 
steadily expanding its product portfolio and geographical coverage. In FY16A, Cellularline posted 
(in Italian GAAP) EUR 164.5M revenue and EBITDA of EUR 38.9M, with a 24% margin (EUR 
108M and EUR 22M in 9M17A). Over 2011-16, the company recorded a strong sales growth 
(+16% CAGR) with an EBITDA stable in the 20-24% range. The Cellularline brand is present in 
over 60 countries, positioning, according to management, as the market leader in Italy and 
Austria, among the ‘Top 3’ in Germany, Netherlands and Belgium and it is also well placed in 
Switzerland, Spain, Nordic and some East European countries. 

 Positives. We believe that Cellularline can leverage on some company-specific positives, 
including: i) a strong positioning and consolidated market shares in both Italy and in Europe; 
ii) a wide and an extensive product range; iii) a positive growth track record, outperforming all 
the major EU markets; and iv) strong products innovation ability, capturing consumers’ needs 
and trends; we highlight that the company’s inventory obsolescence rate stands below 2%; v) 
an experienced management team; vi) solid cash flow generation; and vii) a strong brand 
awareness, particularly in Italy. 

 Valuation. The business combination transaction valued the Cellular group at an enterprise 
value of EUR 244.4M, implying a 2016 EV/adj. EBITDA multiple of 6.3x, a pre-money adj. P/E 
of 6.6x and an equity value of EUR 160.4M (based on a normalised net debt agreed at EUR 
84.0M). Our DCF valuation of CL without acquisitions using CRS proceeds (WACC of 7.46%, 
TV growth of 0%) leads to an Equity Value of around EUR 272M. Applying the average of 
peers’ 2018E EV/EBITDA and P/E multiples, we obtain a valuation range of EUR 249-334M. As 
a result, we consider that the business combination transaction yields an appealing value for 
Cellularline. 

 Key risks. In our view, the key risks are: 1) an increase in competition from the main 
competitors and a potential higher penetration of private labels and online competitors; 2) 
potentially rapid changes in consumer trends and needs, also given the fast-technological 
evolution of electronics’ components and accessories, with a potential impact on the group’s 
strategy and brand awareness; and 3) following the merger, we see a potential dilution and 
overhang risk due to the conversion of special shares and warrants. We also believe that the 
group’s limited size and the low liquidity on the AIM market should be taken into 
consideration. However, we highlight that after the listing on the AIM, management intends 
to then move its listing to the STAR segment. 

 

Crescita 
Phoning-in on the Target 

Cellularline – Key estimates and data 

Y/E December   2016A 2017E 2018E 2019E 2020E 

Value of production EUR M 164.5 165.5 172.9 183.3 194.5 
EBITDA EUR M 38.9 39.5 41.0 42.9 45.2 

EBITDA margin  (%) 23.6 23.9 23.7 23.4 23.2 
adj. EBIT EUR M 35.8 37.3 37.9 39.8 42.1 

adj. EBIT margin (%) 21.8 22.5 21.9 21.7 21.6 
adj. net income EUR M 24.3 24.2 25.4 27.0 29.0 

Net debt EUR M 26.2 65.0 44.2 21.1 -5.1 

ROCE (%) 17.2 18.5 20.8 24.0 28.3 

ROE (%) 21.2 36.7 32.6 29.5 27.0 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Crescita 

Crescita (CRS) is a Special Purpose Acquisition Company (SPAC) set up under Italian law, and 
listed on the AIM segment on 13 March 2017, raising EUR 133M (including the EUR 3M capital 
injection by the sponsors), mainly from Italian investors. 

CRS’ capital comprises 13,300,000 shares, of which 13,000,000 ordinary listed shares with 
voting rights and 300,000 special shares without voting rights, subscribed by SPAC promoters 
(90.82% owned by Crescita Holding and 9.18% owned by DeA Capital) through a EUR 3M 
capital increase (EUR 10/share). 

The SPAC promoters are Massimo Armanini, Cristian D’Ippolito, Marco Drago, Carlo Moser, 
Antonio Tazartes and Alberto Toffoletto through Crescita Holding and DeA Capital. 

The SPAC’s main shareholders are Nextam Partners SGR (7.5% of ordinary shares), Banca IMI 
(6%), DeA Capital (5.8%) and Kairos (5%). We highlight that the latter, along with being one of 
the promoters of the SPAC, has also directly invested in CRS. 

In the chart below, we show the CRS shareholders’ structure by investor type: 

Crescita - Shareholders structure by investor type 

 

Source: Company data 

 

All 300k special shares will be converted into ordinary shares at a 1:6 ratio according to the 
following triggers: 

 35% upon the effective business combination; 

 25% when the share price is equal to or higher than EUR 11 for 15 trading days; 

 20% when the share price is equal to or higher than EUR 12 for 15 trading days; 

 20% when the share price is equal to or higher than EUR 13 for 15 trading days; 

 After 36 months from the effective business combination, the remaining special shares will be 
converted into ordinary shares at a 1:1 ratio. 

At the IPO, 2 warrants for each 10 subscribed shares were freely assigned, while 3 warrants for 
each 10 subscribed shares will be freely assigned to those investors not exercising the 
withdrawal right after the shareholders' meeting called to approve the business combination 
with the target company. The warrants have a strike price of EUR 9.5 and a mandatory exercise 
price of EUR 13, and will expire 5 years after the effective business combination. 

Within 24 months of the IPO, CRS was obliged to identify a target company so as to create a 
business combination, possibly through a capital increase in the target company, which would 
become listed on the market at the end of the process. The target should have had an equity 
value of EUR 150-600M, a solid competitive positioning, a good profitability level, and a strong 
development potential. 

12%

13%

40%

35%

Insurances

Banks

Asset Managers

Private Bankers

Crescita (CRS) is a Special 
Purpose Acquisition 
Company (SPAC)  
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The Transaction 

On 18 January 2018, Crescita announced an agreement for a business combination with Ginetta 
(sole shareholder of Cellular Italia) and Cellular Italia, the operating company which trades under 
the brand Cellularline. The business combination will be in the form of a merger of Ginetta and 
Cellular Italia into CRS. The new entity is to assume the name of Cellularline and would continue 
to trade on the AIM Italia. 

We highlight that the cash raised by CRS (EUR 130M) will be used: (i) to buy 49.87% of 
Ginetta’s share capital (EUR 80M); and (ii) to provide financial resources to Cellularline to exploit 
growth opportunities (up to EUR 50M). 

The business combination transaction valued Cellularline at an enterprise value of EUR 244.4M, 
implying a 2016 EV/adj. EBITDA multiple of 6.3x, a pre-money adj. P/E of 6.6x and an equity 
value of EUR 160.4M (based on a normalised net debt agreed at EUR 84.0M).  

The free float after the business combination should be around 63% in the case of no 
withdrawal by Crescita shareholders (including the conversion of the first tranche of special 
shares, while not including the potential dilution arising from the warrants conversion). 
Founders, funds and some managers of Cellularline will keep 15%, 13%, and 9%, respectively, 
with different lock-up periods (18 months for funds, 24 months for founders and 36 months for 
managers). 

Shareholders structure evolution (1) 

 

Notes: 1. Includes special shares; 2. Shares indirectly owned through Ginetta S.p.A. which controls Cellular at 100%; 3. 
Potential dilution deriving from warrants exercise not included; Source: Company data 

 

Cellular group and CRS agreed a price adjustment for the transaction in the case that Cellular 
Italia does not report an EBITDA of EUR 39.1M in 2017. The adjustments will be made through 
the free assignment of a certain number of the existing shares to CRS shareholders. 

The promoters will convert the first tranche of their special shares (35%, i.e. 105k special shares) 
into ordinary shares at a 1:6 ratio, thus receiving 630k ordinary shares. 

CRS shareholders, not exercising withdrawal rights, will freely receive a further 3 warrants for 
each 10 owned shares. 

 

 

New entity to assume the 
name of Cellularline  
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The transaction is subject to: 

 The approval at the shareholders’ meetings of Crescita, Ginetta and Cellular Italia; 

 The exercise of the withdrawal right by Crescita shareholders being lower than 33% of the 
capital;  

 The admission of Cellularline to a listing on the AIM. 

Crescita and Cellularline management expect the merger to be effective by the end of June 
2018. After its listing on the AIM, management then intends to move to the STAR segment. 

Merger expected to be 
effective by end-June 2018 
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The Target Company: Cellularline 

Founded by Piero Foglio and Stefano Aleotti in 1990 in Reggio Emilia, Cellular Italia, which 
trades under the brand Cellularline (CL), has become a leading European brand in the 
development and sale of accessories for smartphones and tablets, steadily expanding its product 
portfolio and geographical coverage. 

In Italy, CL is currently the market leader in Consumer Electronics and Mass Merchandiser 
channels and in all product categories, while it ranks in the top 3 in Austria, Germany and 
Benelux. 

With 209 employees in FY16, Cellularline posted (in Italian GAAP) EUR 164.5M revenues, an adj. 
EBITDA of EUR 38.9M, with a 24% margin (EUR 108M and EUR 22M in 9M17A) and a NFP of 
EUR 26.2M. Over 2011-16, the company has reported a strong historical sales growth (+16% 
CAGR) with an EBITDA margin stable in the 20-24% range. 

Cellularline - Historical sales trend evolution (EUR M, 2011-16A) 

 

Note: *For years prior to the acquisition by Ginetta S.p.A. (2013) data refer to Cellular Italia consolidated financial statements; Source: 
Company data 

 

In the same period, EBITDA recorded a +19% CAGR with an EBITDA margin steady in the 20-
24% range. 

Cellularline - Historical Adj. EBITDA and EBITDA margin trend evolution (EUR M) 

 

Note: *For years prior to the acquisition by Ginetta S.p.A. (2013) data refer to Cellular Italia consolidated financial statements; Source: 
Company data 

Product portfolio 

With a strong consumer-oriented approach, Cellularline designs, distributes and commercialises 
a wide range of products, clustered in three main categories: 

 Red line: further divided into four main product categories: Protection & Style (37% of total 
sales as of 30 Sept. 2017), Charge & Utilities (35%), Voice & Audio Music (14%) and 
Wearables (2%); 

 Black line: which includes motorcycle related goods (6% of total sales as of 30 Sept. 2017), 
prevalently based on the Interphone line;  

 Blue line: related to the distribution of labelled products (SanDisk and Vivanco) (6% of total 
revenues as of 30 Sept. 2017). 

Cellularline: a leading 
European brand in the 
development and sale of 
accessories for smartphones 
and tablets 

Product portfolio: three 
main categories 
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Cellularline - Product portfolio 

 

Source: Company data 

 

Price positioning: mid-price segment  

The company’s pricing policy can be defined as follows: 

 Premium products are slightly discounted (around 10-15%) compared to the premium 
accessories of the phone manufacturers (such as Apple and Samsung): the consumer has a 
price advantage, while obtaining high standards with similar technologies to competitors. This 
is the case of charging cables: for example, Cellularline purchases the components 
(connectors) directly from suppliers certified by Apple, in order to guarantee the same quality; 

 The ‘basic’ products are slightly more expensive compared to Chinese producers/competitors 
but the materials used for production are all certified and in line with European standards. 

Management has identified growth opportunities mainly in the mid-price segment (prices below 
EUR 100, excluding premium headphones) where for example Cellularline’s earphones and 
headbands with advanced technologies (i.e. Bluetooth, noise cancellation, waterproof 
certification for sport, etc.) are positioned.  

Market leader in Italy and a key player in Europe 

The CL brand is currently present in over 60 countries, reaching, as shown in the charts below, a 
strong market positioning in the different EU countries. In particular, CL is the leader in Italy 
(with a 38% market share) and Austria (14% market share) and it is among the ‘Top 3’ players 
in Germany, Belgium and the Netherlands. The company is strengthening its presence in France 
and is well positioned in Switzerland, Spain, Nordic countries and some Eastern European 
countries.  

We underline that 51% of the Italian market (valued at around EUR 330M in 2016, according to 
data verified by management and provided by a primary research institution) is represented by 
the Top 3 players i.e. Cellularline 38%, the second player 7% and the third one 6%. In other 
European countries, the fragmentation is even higher.  

 

 

 

 

growth opportunities  
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Cellularline - Market share by product category for all channels in Italy (EUR M) 

 

Note: *Calculated on the basis of data verified by the management and provided by a primary research institution;  
** It comprises car battery chargers, accessories and speakers; Source: Company data 

 

 
Cellularline - Market positioning (2016) 

 

Source: Company data 

 

 
 

 
Cellularline - Market share in top EU countries (2016) 

 

 

Note: * Calculated on the basis of data verified by the management and provided by a primary 
research institution; ** For France; data refers to the period from April 2016 to March 2017; 
Source: Company data 

 

 

 
Cellularline - Business by geographic area (2016) 

 

 

Source: Company data 

Distribution channels 

Cellularline is a leading supplier of all the major players in Italy in the following sales’ channels: 
Consumer Electronics, Mass Merchandisers and Travel Retail. 

 Consumer Electronics: the company is the main supplier of the most well-known consumer 
electronics distribution chains (i.e. Unieuro, MediaWorld, Euronics, Expert, Trony and Saturn), 
including the sales derived from e-commerce sites owned by third-party distributors and as a 
strategic partner. The company offers a wide product range, in terms of both product 
category and single products; 

Sales’ channels:  
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 Mass Merchandisers: the channel covers the distribution and commercialisation in 
supermarkets and hypermarkets, such as Carrefour, Auchan, Intermarchè, Ipercoop and E. 
Leclerc, taking advantage of the high people flows and the ability to directly reach customers; 

 Telco: thanks to the commercial agreement with TIM (set up in 2017), the company has 
recorded a rapid growth has also been registered in this channel;  

 Travel Retail: a tailored offer dedicated to highway, railway and airport travelers. The points 
of sale, located near the main transport intersections, are managed by third parties, such as 
Autogrill, Hudson News, Relay and Chef Express; 

 Online: the proprietary website (www.cellularline.com) and the specialised e-commerce 
companies, such as Amazon and E-bay, help the company to diversify its sales force. Launched 
in 2016, the e-commerce platform offers users an interactive shopping experience, through 
three types of research: (i) by device, inserting the type of mobile device or tablet owned, the 
user can view the related accessories; (ii) by product category, choosing among “Protection & 
Style”, Charge & Utilities” and “Voice & Sports”; and (iii) by interest, i.e. fashion, music, sport, 
business, travel, motorcycle, etc. Thanks to this technology, the company has a direct contact 
with its end users and can track and gather consumers’ preferences and tastes, in order to 
better adapt its operating strategy. 

Cellularline - Sales channel coverage in Italy (September 2017) 

 

(*) management estimates assuming a value of sell-out equal to twice the amount of sell-in. Source: Company data 

 

 

 

http://www.cellularline.com/
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Value Chain 

While not directly operating either as a manufacturer or a distributor, Cellularline is actively 
involved in the management of each phase of its value chain, through both external and internal 
processes, as follows: 

Cellularline  - Value chain 

 
 

Source: Intesa Sanpaolo research elaboration on Company data 

 

Product development  

Through the internal division dedicated to research and development, Cellularline designs and 
creates new products, supervising the industrialisation process and packaging. R&D analysis 
covers the technological innovation of the products and identifies consumer trends, allowing the 
company to strengthen its competitive positioning in certain product categories. 

The staff dedicated to R&D is in constant interaction with the suppliers in the Far East. The 
whole team attends the main annual global exhibitions to ensure they are updated on the 
trends and reference markets. Internal staff are dedicated to the design of products and 
packaging, supported by external consultants operating on an exclusive basis for Cellularline. 

Supply  

The company outsources more than 90% of its production to Asia: most of the suppliers are 
located in the Chinese Guangdong district, as are the main operators in the consumer electronic 
sector. 

Outsourcing offers the company: (i) flexibility in terms of production capacity and volumes; (ii) a 
more advantageous purchase price; and (iii) the use of different production technologies. 
However, outsourcing in the Chinese market requires strengthened controls on product quality, 
to ensure its alignment with European standards. 

Cellularline has long-lasting commercial relationships with some large-scale suppliers, 
manufacturers of so-called “evergreen” products (such as cables), as well as medium-sized 
suppliers that can guarantee a level of production able to keep pace with the fast changes in 
consumer preferences. Smaller suppliers, however, can satisfy the quality, control and 
optimisation of the logistics flow. The choices are overseen by top management, with the help 
of the Marketing and R&D departments.  

The above-mentioned long-standing commercial relationships and its European leadership 
positioning enable it to negotiate exclusive rights with the main suppliers, who in some cases 
dedicate a unique technology or product to Cellularline for a set period. 

Logistics & Warehousing  

All logistic activities are outsourced to a third-party vendor, who operates mainly in Italy and, in 
some cases, abroad. 

In this phase, over 1,500 SKUs are subject to formal quality controls and product integrity 
checks. All the articles are registered, classified and monitored throughout the storage period. 

Based on purchase orders, the company can deliver the products in 24/48h in Italy and in 
48/72h in other European countries.  

PRODUCTS’ 

DEVELOPMENT
SUPPLY

LOGISTIC & 

WAREHOUSING

MARKETING & 

SALES

TRADE 

MARKETING
Internalprocess

External process

Internal resources dedicated 
to design and product 
creation  

Production outsourcing, 
mainly to Asia 

Logistic activities are 
outsourced  
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Sales & Marketing 

This internal department is responsible for one of the most important elements of Cellularline's 
strategy, supporting the growth of the brand and brand awareness. 

Marketing and communication activities are aligned with the company’s operations as a multi-
channel distributor and reflect an analysis of market data on a quarterly basis (i.e. the reference 
market trends, the customers' propensity to consume, their preferences in terms of the type of 
products purchased and when and how they purchase). 

The company carefully monitors the sales trend, with a team at the headquarters elaborating the 
data provided by 3,500 POS on a weekly basis.  

The marketing strategy is mainly implemented through the online channel (i.e. promotional 
messages, newsletters and social networks). 

Trade Marketing  

Market analysis is the starting point for the operational and distribution strategy. The Trade 
Marketing phase follows these steps: 

 The assortment is defined, based on sales data, along with the possibility of customising the 
products according to the performance of the single point of sale or the single distribution 
channel; 

 Setting up the visual merchandising activities, providing flexible solutions to comply with the 
development of a new product campaign; 

 Design of advertising materials to increase potential cross-selling; 

 Definition of other advertising materials relating to temporary and/or seasonal offers, such as 
flyers, banners or internet pop-ups. 

Cellularline - A flexible value chain 

 

Source: Company data 

 

 

 

Marketing: a key strategic 
pillar  
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A Clearly-Identified Growth Path 

Over the last few years, the company recorded a better performance vs. the market, allowing it 
to steadily gain market share in different countries. 

Cellularline - Market share evolution by country (2011-16) 

 

Note: * Calculated on the basis of data verified by the management and provided by a primary research institution; Source: Company 
data  

Growth opportunities in Germany & the headphones segment 

Germany represents a potential growth area both in terms of value and growth trends, where 
according to management CL is known for its mid-range prices and wide product assortment, 
according to management. 

Cellularline sells its products in Germany through one distributor, with Cellularline sold in 
approx. 56% of the main CE large accounts (e.g., Media Market, Saturn, Expert).  

Cellularline - Opportunity spaces in Germany (#PoS, EUR M, % on total sales) 

 

Note: Calculated on the basis of data verified by the management and provided by a primary research institution; Source: Company 
data  

 

Market share gains in 
recent years  

Germany and headphones 
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Cellularline - Market share by product category for CE channel in Germany (EUR M) 

 

Note: *Calculated on the basis of data verified by the management and provided by a primary research institution; ** It comprises car 
battery chargers, accessories and speakers; Source: Company data  

 

Headphones segment in Italy (EUR M) 

 

Source: Company data 

 

 
 

Headphone segment in Germany (EUR M) 
 

 

Source: Company data 

 

 

The company’s growth strategy to boost sales in Germany is: 

 Strengthening relationships with distributors. Management aims to increase the number 
of distributors in order to expand the distribution of Cellullarline products in CE and other 
channels; 

 Audio offering for CE retailers. Distribute Cellularline Audio products (currently not offered 
in the region), complementary to its offering through existing channels, with a focus on mini-
speakers and Bluetooth headband devices; 

 Boost sales through other online and offline channels. Selling the full product range 
online and/or through other offline channels (e.g. in Travel & Retail). 
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Initiatives in other international markets 

International expansion 

 

Source: Company data 

 

Audio Quality Lab: a fast-growing segment 

Cellularline’s growth in the Audio category should be supported by the development of their so-
called AQL (Audio Quality Lab) brand.  

The brand aims to provide customers with high-quality audio products, which differ in terms of 
type, technology and design from the ‘basic’ products. 

Audio market* by price range in Italy and Germany 

 

Note: * Excluding speakers; Calculated on the basis of data verified by the management and provided by a primary research 
institution; Source: Company data  

 

AQL brand 
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Online growth 

The online channel still accounts for less than 3% of total revenues. However, CL is already 
implementing several initiatives to boost sales in the online channel. In particular: 

 CL developed its proprietary e-commerce platform (www.cellularline.com), where the group 
provides more detailed product presentations, simplified product research and a smart B2C 
delivery; 

 The extension of their presence on the proprietary websites of the key CE retailers: i) presence 
on all the online shops of major CE retailers and IT integration; and ii) the joint development 
of cross-selling processes; 

 Development of online and social activities to promote brand awareness and drive traffic 
towards the stores; 

 In 2018, the group aims to speed-up its expansion in marketplaces, such as Amazon and E-
Bay, particularly abroad (Spain, France, Germany), where the relationships with other 
distribution channels are less consolidated than in Italy, with a focus on premium and value-
added products, such as Audio and Wearables. 

The expected growth figures for online sales of smartphone and tablet accessories in the main 
European geographies are shown below. This segment is expected to expand thanks to the 
strong contribution of the Marketplace at an international level. 

Expected growth figures of the online sales in Europe 

 

Source: Company data. 

Development of the Telco channel  

In Italy, the company is expanding its presence in the Telco channel, thanks to its partnership 
with the national operator TIM, which is supporting the company’s market penetration (+7.4% 
as of 30 Sept. 2017, compared to 2016).  

In detail, from January 2017, Cellularline entered into a partnership with TIM, positioning in 450 
PoS and expecting to reach the full potential by 2018 (TIM has almost 1,000 stores in Italy). 

Online sales –Evoluzionestimata del mercatodegli accessori per mercato
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Main Telco players in Italian market and sales’ share 

 

Source: Company data 

 

Telco stores distribute a wide range of smartphone accessories, mainly cases and screen 
protectors (sold at the same time as the device) 

The increased interest in the development of the accessories business toward the main operators’ 
chains reflects management’s ability to identify and exploit cross-selling potential, in our view. 

New accessories for travelling 

Given the solid growth prospects for air travel (air passenger traffic growth up 30% in Europe 
over the past five years, according to Airports Council International) the company intends to 
strengthen its partnerships with the major operators in the air travel markets (for example Dufry, 
Lagardère, Dubai Duty Free, etc.) in order to increase sales and brand awareness. 

Cellularline - Partnerships with air travel main players 

 

Note: * Airports + Railway stations. Source: Verdict, Companies websites, company data on external market data 

M&A strategy 

Management confirmed that M&A in both Italy and abroad is a key strategic pillar for the 
company, mainly to reinforce its geographical and/or product positioning. In particular, the main 
drivers in evaluating M&A deals are: 

 Online growth. Players with strong expertise in the online business of smartphone 
accessories, already present in the major international marketplaces; 

 New offline channels penetration. Players specialised in the development and sale of 
accessories suitable for specific channels (e.g. Travel Retail and other under-represented 
channels); 

 International expansion. EU distributors capable of supporting CL’s offline growth across 
the different channels; 

Telco Sales’ share
Total Market

Telco Sales’ share
Cellularline

M&A: a key strategic pillar 
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 Product development. Players specialised in the development and sale of complementary 
products to CL’s offering. 

Overall, we think that external growth will be crucial to increase the group’s size, strengthen its 
offer and reinforce its internationalisation process. 



 

Crescita 
2 March 2018 

18  Intesa Sanpaolo Research Department 
 

 

Group Strategy: A Quick Recap 

Cellularline’s strategy is based on the following five key pillars: 

 Product development. The headphones segment represents a strong opportunity for the 
expansion of the product portfolio (the segment is shifting from the Hi-Fi accessories’ market 
to the smartphone one). Furthermore, new products such as wearables and wireless chargers 
and portable speakers are an additional growth opportunity; 

 International expansion. Thanks to the proven leadership in Italy and Austria (with a market 
share of 38% and 14%, respectively) and its ‘Top 3’ position in other countries, such as 
Germany, Belgium and Netherlands, the company plans to exploit its competitive positioning. 
For example, in Germany, it intends to improve the distribution channels for the audio 
products’ sector and several new initiatives are being implemented to support the growth in 
foreign countries, such as France, Spain, the Middle East and East Europe; 

 Online channel development. Growth is to be pursued through the enhancement of: (i) the 
strategic relationships with Consumer Electronics operators; and (ii) sales also through third 
parties’ marketplaces; 

 Sales channels’ development. In the Travel & Retail channel, Cellularline is strengthening its 
partnerships with the main airport operators while the Telco channel’s growth will be 
supported by sales in TIM stores; 

 Growth through external lines. The company is considering some acquisitions in the same 
or similar sectors, as discussed in the previous section. 
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Swot Analysis 
Strengths  Weakness 

 Strong positioning and consolidated market shares in both 
Italy and Europe; 

 Wide and extensive product range; 

 Positive growth track record, outperforming the major EU 
markets; 

 Strong product innovation ability, anticipating consumers’ 
needs and trends. We underline that the company reports a  
best-in-class inventory obsolescence rate (below 2%); 

 Experienced management team, with proven technical skills; 

 Solid cash flow generation; 

 Strong brand awareness, in particular, in Italy. 

 
 Low weighting of the online channel; 

 The major growth driver in the mid-term is the 
implementation of the international expansion strategy, with 
the relative execution risk; 

 No M&A track record, although we highlight that 
management is not targeting transformational acquisitions; 

 The group’s First margin is affected by the EUR/USD 
exchange rate, as purchases from Far East are denominated 
in USD;   

 Low liquidity on the AIM market. We underline, however, 
that management intends to quickly move its listing to the 
STAR segment. 

 

   

 
Opportunities  Threats 

 International expansion. For example, in Germany, the 
company intends to improve the distribution channels for 
the Audio products’ segment and several new initiatives are 
being implemented to support growth in foreign countries, 
such as France, Spain, the Middle East and East Europe; 

 Increase the weighting of online sales (now below 3%). 
Going forward, the group aims to speed-up growth in 
marketplaces, particularly abroad (Spain, France, Germany), 
where the relationships with other distribution channels is 
not as consolidated as in Italy, with a focus on premium and 
value-added products, such as Audio and Wearables, with a 
strong online share of sales; 

 M&A. We think that external growth will be crucial to 
increase the group’s size, strengthen its offer and reinforce 
the internationalisation process.  

 
 Increasing competition from large multi-sector groups, a 

potential higher penetration of private labels and online 
competitors, which could jeopardise the company’s market 
share; 

 Potential rapid changes in consumer trends and needs, given 
the fast-technological evolution of electronics’ components 
and accessories, with an impact on the group’s strategy and 
brand awareness; 

 Dilution and overhang risks related to the SPAC’s sponsors 
and investors shares and warrants. 

 

Source: Intesa Sanpaolo elaborations   
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Historical Financials 

The group’s financials are accounted using ITA GAAP (not IFRS). The main implications from this 
reclassification are: 

 Pursuant to ITA GAAP, CL amortises its goodwill (around EUR 13.1M); 

 Other minor implications relating to the accounting of the development costs, which should 
be amortised under IFRS, and the accounting of some additional financial costs. 

P&L 

In 2014-16A, CL’s Value of Production grew from EUR 158.2M in 2014A to EUR 164.5M in 2016A, 
at a 2.0% CAGR, mainly driven by the expansion in new markets, such as Germany and Belgium and 
the launch of new devices.  

Cellularline – Historical key P&L data (2014A-16A) 

EUR M 2014A 2015A 2016A 

Revenues 154.5 156.5 160.0 
YoY change (%) NA 1.3 2.2 

Other revenues 3.6 4.2 4.4 

Value of Production  158.2 160.7 164.5 

COGS -57.9 -67.7 -62.0 

First margin 100.3 93.0 102.5 

% of revenues 63.4 57.9 62.3 

Services -44.1 -42.7 -44.6 
Leased assets of third parties -0.9 -0.8 -0.9 

Cost of labour -13.4 -13.6 -14.8 
Other -5.0 1.4 -3.4 

Total operating costs  -121.3 -123.4 -125.6 

EBITDA 36.9 37.3 38.9 
YoY change (%) NA 1.1 4.3 

EBITDA margin (%) 23.3 23.2 23.6 

D&A -15.6 -16.7 -19.5 
YoY change (%) NA 6.6 16.9 

EBIT 21.3 20.6 19.4 

EBIT margin (%) 13.4 12.8 11.8 

GW amort & other adjustments 13.1 13.4 16.4 

adj. EBIT 34.3 34.0 35.8 
adj. EBIT margin (%) 21.7 21.2 21.8 

Net interest expenses -5.0 -3.3 -2.3 

Others 0.2 0.2 -0.2 

EBT 16.5 17.5 16.9 

Income taxes -8.6 -8.4 -9.0 

Tax rate (%) 52.3 48.0 53.4 

Net Income 7.9 9.1 7.9 
YoY change (%) NA 15.3 -13.4 

Net margin (%) 5.0 5.7 4.8 

Adj. net income 21.0 22.5 24.3 
 

A: actual; NA: not available; Source: Intesa Sanpaolo Research elaboration on Company data 

 

The tables below show the increasing weighting of the group’s presence abroad. On the other 
hand, domestic revenues showed a declining trend over the 2014-16A period, given the 
increasing competition in the ‘basic products’ segment (such as cases).  
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Cellularline – Revenue breakdown by 
geographic region (EUR M) (2014-16A) 

EUR M 2014A 2015A 2016A 

Italy 108.0 103.6 101.0 

Europe  41.8 47.7 53.8 

RoW 4.7 5.3 5.2 

Total 154.5 156.5 160.0 
 

A: actual; Source: Company data 

 

 Cellularline – Revenue breakdown by 
geographic region (%) (2014-16A) 

% 2014A 2015A 2016A 

Italy 69.9 66.2 63.1 

Europe  27.1 30.4 33.6 

RoW 3.1 3.4 3.2 
 

A: actual; Source: Company data  

 

Looking at costs, we underline that COGS are largely affected by the EUR/USD exchange rate, as 
the purchases from the Far East are denominated in USD. According to management, a 10% 
increase in the  USD/EUR exchange rate would have an impact of around 2.5-3% on the group’s 
First margin in the subsequent 12 months.  

The First margin in FY15 was negatively impacted by the EUR/USD exchange rate, which was 
partially mitigated by the pass-through to customers and the renegotiation of the purchase 
prices with suppliers. 

Service costs include bonuses to customers (which are negotiated on a yearly basis) while 
commercial costs primarily comprise the sales commissions paid to agents. Personnel costs rose 
at a 2014-16A CAGR of 5.2% following the hiring of some more experienced figures. 

Overall, costs in 2014-16A grew at a 1.8% CAGR, at a slower growth pace vs. the Value of 
Production. Thus, the EBITDA margin slightly increased over the 2014-16A period (23.6% in 
FY16A from 23.3% in FY14A). 

D&A expenses stood at EUR 15.6M in 2014A, EUR 16.7M in 2015A and EUR 19.5M in 2016A. 
As stated, the group amortises its goodwill. 

Looking at the bottom line, we highlight that the group has a high tax rate (around 50%), 
mostly due to the amortisation of goodwill, which is not tax deductible. 

Balance sheet 

 
Cellularline - Balance sheet (2014A-16A) 

EUR M 2014A 2015A 2016A 

Tangible assets 7.4 8.8 8.9 

Intangible assets 107.6 93.4 77.7 

Financial assets 0.1 0.1 0.0 
Fixed assets  115.1 102.4 86.7 

Inventory 14.2 17.0 15.4 
Trade Receivables 64.1 66.2 69.2 

Trade Payables 24.0 26.7 30.3 

Operating WC 54.3 56.5 54.3 
Others -1.5 0.9 -0.2 

Net invested capital 167.8 159.7 140.8 

Net financial debt/(cash) 70.1 53.1 26.2 
Equity 97.7 106.6 114.7 

Source of financing 167.8 159.7 140.8 
 

A: actual; Source: Intesa Sanpaolo Research elaborations on Company data 

 

The company has a significant amount of intangible assets, which represented the main fixed 
asset category. Intangible assets mainly comprise the goodwill created in 2013 from the 
acquisition of Cellular Italia (see the section History at a Glance). In line with ITA GAAP 
standards, it is subject to a 10Y amortisation. Tangible assets include buildings, plants and 
machinery. 

Costs breakdown 
 

Bottom line and tax rate 

Inventories  
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Inventory rotation is high but given the frequent technological changes in the sector in which 
the group operates, the business is subject to inventory obsolescence risk. However, according 
to management, average obsolescence costs in the last few years were very low (less than 2% 
of sales) thanks to the company’s in-depth market data analysis.  

Overall, operating WC grew at a slower pace than revenues and currently stands at 33% of 
revenues. We also underline that the trend in DSO should improve with the group’s 
international expansion. 

Cellularline - Cash flow statement (2014A-16A) 

EUR M 2014A 2015A 2016A 

Net financial debt (BY) 85.7 70.1 53.1 

Net income  7.9 9.1 7.9 
D&A 15.6 16.7 19.5 

Change in working capital -8.6 -2.2 2.2 

Operating cash flow 14.9 23.5 29.5 
Net capex (recurring & not) -2.3 -3.2 -3.5 

Disposals 0.0 0.0 0.0 
Others (uses of funds) 0.0 0.0 0.0 

Free cash flow 12.6 20.3 26.1 

Dividends 0.0 0.0 0.0 
Other movements 3.0 -3.3 0.9 

Cash flow 15.6 17.0 26.9 

Net financial debt (YE) 70.1 53.1 26.2 
 

A: actual; Source: Intesa Sanpaolo Research elaboration on Company data 

 

The business is not capital intensive and thus does not require a high amount of capex. Recurring 
capex stands at around EUR 2.5M/3.0M, which is mainly related to the implementation and 
improvement in certain SAP-related applications, IT projects and web site improvements. 

The significant cash generation in the period contributed to a reduction in NFP to EUR 26.2M in 
2016A vs. EUR 70.1M in 2014A 

9M17A results  

Overall, 9M17 results were impacted by a growing weighting of seasonality for the group, as a 
result of the higher weighting of Audio and Wearable sales, which are easy choices for 
customers as gifts on Black Friday and during the Christmas period. In fact, the 4Q is becoming 
increasingly important for the whole market, and for Cellularline, given its aggressive growth 
plans in Audio and Wearable products segment.   

In 9M17, the Value of Production amounted to EUR 108.8M, down by around 1.8% yoy, mainly 
due to the unfavourable performance of the European market, as well as the delay in launching 
new devices and the group’s other commercial initiatives.  

EBITDA came in at EUR 22M, down 7.4% vs. 9M16. The purchasing costs and inventory 
changes are in line with the same period in 2016 while the company recorded a reduction in 
service expenses equal to 3.8% (from EUR 31.2M to EUR 30M, mainly due to the reduction in 
transport costs).  

EBIT stood at EUR 9.9M, compared to EUR 8.0M of 9M16 and includes the amortisation of the 
goodwill deriving from the consolidation of the company Cellular Italia S.p.A. (amounting to 
EUR 9.5M).  

9M17 net income amounted to EUR 3.5M, up by 31.8% compared with EUR 2.7M in 9M16. 

Solid cash generation  
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Cellularline - 9M17A results 

EUR M 9M16A 9M17A yoy % 

Value of Production 110.9 108.8 -1.8 

EBITDA 23.8 22.0 -7.4 
EBITDA margin % 21.4 20.2 

 
EBIT 8.0 9.9 22.8 
EBIT margin % 7.3 9.1 

 
Net income 2.7 3.5 31.8 
 

A: actual; Source: Company data and Intesa Sanpaolo Research elaborations on Company data 
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Earnings Outlook 

We highlight that 2014A-16A key data and our 2017E-21E estimates are in Italian GAAP, while 
management stated that 2018 financial statements would follow IFRS standards.  

In this section, we outline our estimates on a pre-money basis, and we only assume internal 
growth in terms of financials for the Cellularline group, thus not factoring in:  

 The potential cash injection from CRS (up to EUR 50M) either in terms of debt reduction 
and/or new acquisitions;  

 Extraordinary costs and non-cash accounting effects related to the merger with CRS and 
listing expenses (around a EUR 14M impact on the group’s net income in 2018); 

 Any potential opportunities arising from external growth which, according to management, 
should be a key group strategy in the next few years. We underline that the acquisition war 
chest could be around EUR 80M (based on a target net/debt of 2x);  

 Potentially positive effects on the group’s tax rate could come from the ‘ACE’ and the patent 
box (which should be retroactive from 2015), which could offer some upside potential to the 
group’s 2018 cash flow generation.  

P&L: drivers and main assumptions  

Overall, we expect CL’s Value of Production to reach EUR 206.6M by end-2021E from EUR 
164.5M in FY16A, corresponding to a 4.7% CAGR. In particular, we project a market share 
broadly stable in Italy and in moderate growth abroad, resulting in an increasing weighting of 
international sales. Indeed, we expect aggressive growth plans in several markets (France, 
Benelux, Nordics) both in CE and other offline channels. We also expect the development of 
online sales (Amazon) in selected markets, focusing on Audio, Wearables and other Premium 
accessories. 

By product, we expect an increasing weighting of Audio and Charging, which should more than 
offset the expected slight decrease of Cases, in line with our expectations for a weaker market 
trend in more basic products. 

Lastly, by channel, we projected a market share increase in Telco, Travel Retail and Supermarket 
channels in Italy.  

Profitability 

Looking at profitability, we project a slightly declining First margin due to an increasing cost of 
raw materials (e.g., plastic), while we projected a stable value for EUR/USD at a level of 1.22x. 
(source: Intesa Sanpaolo Macroeconomics Research; EUR/USD 12mth) 

On the back of the direct margin trend, we expect CL’s EBITDA margin to slightly decrease from 
around 23.6% in FY16A to around 23% by 2021E.  

On the other hand, the adj. EBIT margin should decrease less than proportionally vs. the EBITDA 
margin given the low and stable impact in absolute value from D&A (we assume a capex-to-
D&A ratio of around 1.1x on average). We also see pre-tax income broadly in line with EBIT 
given the low weighting of financial charges. 

Overall, we appreciate that any increase in the group’s EBITDA would have an almost equal 
impact on group’s EBT.  

At the bottom-line level, we expect the company to benefit from a lower tax rate, due to the 
positive effects of the IRAP cut approved in the 2016 Stability Law by the Italian government. 
However, we underline that the nominal tax rate is impacted by goodwill amortisation, which is 
not tax deductible (net of this, the tax rate would be about 29% in our projections). Overall, we 
see a tax rate during the period, spanning from around 53.4% in 2016A to 41.2% in 2021E. 
We estimate a 2016A-21E CAGR of around 5.1% in adj. group earnings (net of the 
amortisation of goodwill & other adjustments), rising from EUR 24.3M in 2016A to EUR 31.1M 
by the end of 2021E. 

Only assume internal 
growth in terms of 
financials 

Value of Production at a 5% 
CAGR over estimates period 

Bottom-line 2016-21E CAGR 
of 5.1% 
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Cellularline - P&L key figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Revenues 154.5 156.5 160.0 161.5 168.8 178.9 189.8 201.6 

YoY change (%) NA 1.3 2.2 0.9 4.5 6.0 6.1 6.2 
Other revenues 3.6 4.2 4.4 4.0 4.2 4.4 4.7 5.0 

Value of Production  158.2 160.7 164.5 165.5 172.9 183.3 194.5 206.6 
COGS -57.9 -67.7 -62.0 -62.6 -66.2 -70.8 -75.9 -81.2 

First margin  100.3 93.0 102.5 102.9 106.7 112.6 118.6 125.4 

% of revenues 63.4 57.9 62.3 62.2 61.7 61.4 61.0 60.7 
Services -44.1 -42.7 -44.6 -45.8 -48.5 -51.0 -54.5 -59.5 

Leased assets of third parties -0.9 -0.8 -0.9 -0.9 -0.9 -1.2 -0.9 -0.9 
Cost of labour -13.4 -13.6 -14.8 -15.1 -16.1 -16.6 -17.3 -17.0 

Other -5.0 1.4 -3.4 -1.7 -0.3 -0.9 -0.8 -0.4 
Total operating costs  -121.3 -123.4 -125.6 -126.0 -131.9 -140.4 -149.3 -159.0 

EBITDA 36.9 37.3 38.9 39.5 41.0 42.9 45.2 47.6 

YoY change (%) NA 1.1 4.3 1.6 3.8 4.6 5.4 5.3 
EBITDA margin (%) 23.3 23.2 23.6 23.9 23.7 23.4 23.2 23.0 

D&A -15.6 -16.7 -19.5 -16.0 -16.5 -16.4 -16.4 -16.4 
YoY change (%) NA 6.6 16.9 -17.8 3.1 -0.6 0.0 0.0 

EBIT 21.3 20.6 19.4 23.5 24.5 26.5 28.8 31.2 

EBIT margin (%) 13.4 12.8 11.8 14.2 14.2 14.5 14.8 15.1 
GW amort & other adjustments 13.1 13.4 16.4 13.8 13.4 13.3 13.3 13.3 

adj. EBIT 34.3 34.0 35.8 37.3 37.9 39.8 42.1 44.5 
adj. EBIT margin (%) 21.7 21.2 21.8 22.5 21.9 21.7 21.6 21.5 

Net interest expenses -5.0 -3.3 -2.3 -2.2 -1.6 -1.4 -1.0 -0.7 
Others 0.2 0.2 -0.2 -1.0 -0.5 -0.4 -0.4 -0.3 

EBT 16.5 17.5 16.9 20.3 22.4 24.7 27.4 30.2 

Income Taxes -8.6 -8.4 -9.0 -9.9 -10.4 -11.0 -11.7 -12.4 
Tax Rate (%) 52.3 48.0 53.4 48.7 46.3 44.5 42.8 41.2 

Net Income 7.9 9.1 7.9 10.4 12.0 13.7 15.7 17.8 
YoY change (%) NA 15.3 -13.4 32.0 15.4 14.1 14.3 13.3 

Net margin (%) 5.0 5.7 4.8 6.3 6.9 7.5 8.1 8.6 

Adj. net income 21.0 22.5 24.3 24.2 25.4 27.0 29.0 31.1 
 

A: actual; E: estimates; NA: not available; Source: Company data and Intesa Sanpaolo Research 

 

Balance sheet and cash flow generation 

The expected NFP post-merger (around EUR 30M in our assumptions) would allow the company 
to finance M&A activities according to the group’s strategy plan. We highlight that neither 
external growth nor the CRS cash are included in our pre-money financial model. Our key 
assumptions are: 

 A low level of capex, which we see stable at EUR 3.5M (EUR 3.0M in 2017E), implying a 1.8% 
capex-to-sales ratio on average; 

 A OWC-to-revenues ratio which should initially slightly increase, reflecting the expected 
aggressive actions to penetrate markets abroad, before returning to around 34.1% (slightly 
higher than the 33% reported in FY16A). In detail, in the mid-term, we expect: i) DSO to 
slightly improve due to the higher weighting of international sales; ii) a structurally higher level 
of inventory to reduce shipping costs; and iii) a stable DPO; 

 We incorporated the extraordinary dividend of EUR 59.8M paid in 2017 while we did not take 
into account any other dividend distribution, although the expected positive earnings and cash 
generation could leave scope for dividends in 2019E-21E, in our view; 

 We do not expect any impairment losses over our forecast horizon. 

Our pre-money forecasts imply that the group NFP will improve to around EUR 33M cash by the 
end of 2021E.  
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Cellularline - Balance sheet key figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Tangible assets 7.4 8.8 8.9 8.0 7.9 7.5 7.4 6.8 

Intangible assets 107.6 93.4 77.7 65.5 52.6 40.1 27.3 15.0 
Financial assets 0.1 0.1 0.0 0.0 0.0 0.0 0.0 0.0 

Fixed assets  115.1 102.4 86.7 73.5 60.5 47.6 34.7 21.8 
Inventory 14.2 17.0 15.4 18.1 19.2 20.4 21.3 22.3 

Trade Receivables 64.1 66.2 69.2 71.6 77.5 82.0 86.2 90.6 

Trade Payables 24.0 26.7 30.3 32.2 35.0 37.2 39.9 42.5 
Trade NWC 54.3 56.5 54.3 57.5 61.7 65.2 67.6 70.4 

Others -1.5 0.9 -0.2 0.0 0.0 0.0 0.0 0.0 
Net invested capital 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 

Net financial debt/(cash) 70.1 53.1 26.1 65.0 44.2 21.1 -5.1 -33.0 
Equity 97.7 106.6 114.7 66.0 78.0 91.7 107.4 125.2 

Source of financing 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 

 

 
Cellularline - Funds flow (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Net financial debt (BY) 85.7 70.1 53.1 26.1 65.0 44.2 21.1 -5.1 

Net income  7.9 9.1 7.9 10.4 12.0 13.7 15.7 17.8 

D&A 15.6 16.7 19.5 16.0 16.5 16.4 16.4 16.4 
Change in working capital -8.6 -2.2 2.2 -3.2 -4.2 -3.5 -2.4 -2.8 

Operating cash flow 14.9 23.5 29.5 23.2 24.3 26.6 29.7 31.4 

Net capex (recurring & not) -2.3 -3.2 -3.5 -3.0 -3.5 -3.5 -3.5 -3.5 
Disposals 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 

Others (uses of funds) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 
Free cash flow 12.6 20.3 26.1 20.2 20.8 23.1 26.2 27.9 

Dividends 0.0 0.0 0.0 -59.8 0.0 0.0 0.0 0.0 

Other movements 3.0 -3.3 0.9 0.7 0.0 0.0 0.0 0.0 
Cash flow 15.6 17.0 26.9 -38.9 20.8 23.1 26.2 27.9 

Net financial debt (YE)/-cash 70.1 53.1 26.2 65.0 44.2 21.1 -5.1 -33.0 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Post-money simulation 

Cellularline - P&L key figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Revenues 154.5 156.5 160.0 161.5 168.8 178.9 189.8 201.6 

YoY change (%) NA 1.3 2.2 0.9 4.5 6.0 6.1 6.2 
Other revenues 3.6 4.2 4.4 4.0 4.2 4.4 4.7 5.0 

Value of Production  158.2 160.7 164.5 165.5 172.9 183.3 194.5 206.6 
COGS -57.9 -67.7 -62.0 -62.6 -66.2 -70.8 -75.9 -81.2 

First margin  100.3 93.0 102.5 102.9 106.7 112.6 118.6 125.4 

% of revenues 63.4 57.9 62.3 62.2 61.7 61.4 61.0 60.7 
Services -44.1 -42.7 -44.6 -45.8 -48.5 -51.0 -54.5 -59.5 

Leased assets of third parties -0.9 -0.8 -0.9 -0.9 -0.9 -1.2 -0.9 -0.9 
Cost of labour -13.4 -13.6 -14.8 -15.1 -16.1 -16.6 -17.3 -17.0 

Other -5.0 1.4 -3.4 -1.7 -0.3 -0.9 -0.8 -0.4 

Total operating costs  -121.3 -123.4 -125.6 -126.0 -131.9 -140.4 -149.3 -159.0 
EBITDA 36.9 37.3 38.9 39.5 41.0 42.9 45.2 47.6 

YoY change (%) NA 1.1 4.3 1.6 3.8 4.6 5.4 5.3 
EBITDA margin (%) 23.3 23.2 23.6 23.9 23.7 23.4 23.2 23.0 

D&A -15.6 -16.7 -19.5 -16.0 -16.5 -16.4 -16.4 -16.4 
YoY change (%) NA 6.6 16.9 -17.8 3.1 -0.6 0.0 0.0 

EBIT 21.3 20.6 19.4 23.5 24.5 26.5 28.8 31.2 

EBIT margin (%) 13.4 12.8 11.8 14.2 14.2 14.5 14.8 15.1 
GW amort & other adjustments 13.1 13.4 16.4 13.8 13.4 13.3 13.3 13.3 

adj. EBIT 34.3 34.0 35.8 37.3 37.9 39.8 42.1 44.5 
adj. EBIT margin (%) 21.7 21.2 21.8 22.5 21.9 21.7 21.6 21.5 

Net interest expenses -5.0 -3.3 -2.3 -2.2 -1.6 -1.0 -0.6 -0.3 

Others 0.2 0.2 -0.2 -1.0 -14.5 -0.4 -0.4 -0.3 
EBT 16.5 17.5 16.9 20.3 8.4 25.1 27.8 30.6 

Income Taxes -8.6 -8.4 -9.0 -9.9 -10.4 -11.1 -11.8 -12.6 
Tax Rate (%) 52.3 48.0 53.4 48.7 NM 44.2 42.6 41.0 

Net Income 7.9 9.1 7.9 10.4 -2.0 14.0 16.0 18.0 
YoY change (%) NA 15.3 -13.4 32.0 NM NM 14.0 13.0 

Net margin (%) 5.0 5.7 4.8 6.3 -1.2 7.6 8.2 8.7 

Adj. net income 21.0 22.5 24.3 24.2 25.4 27.3 29.3 31.3 
 

A: actual; E: estimates; NA: not available; Source: Company data and Intesa Sanpaolo Research 

 

 
Cellularline - Balance sheet key figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Tangible assets 7.4 8.8 8.9 8.0 7.9 7.5 7.4 6.8 

Intangible assets 107.6 93.4 77.7 65.5 52.6 40.1 27.3 15.0 
Financial assets 0.1 0.1 0.0 0.0 0.0 0.0 0.0 0.0 

Fixed assets  115.1 102.4 86.7 73.5 60.5 47.6 34.7 21.8 
Inventory 14.2 17.0 15.4 18.1 19.2 20.4 21.3 22.3 

Trade Receivables 64.1 66.2 69.2 71.6 77.5 82.0 86.2 90.6 

Trade Payables 24.0 26.7 30.3 32.2 35.0 37.2 39.9 42.5 
Trade NWC 54.3 56.5 54.3 57.5 61.7 65.2 67.6 70.4 

Others -1.5 0.9 -0.2 0.0 0.0 0.0 0.0 0.0 
Net invested capital 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 

Net financial debt/(cash) 70.1 53.1 26.1 65.0 8.2 -15.2 -41.7 -69.8 
Equity 97.7 106.6 114.7 66.0 114.0 128.0 144.0 162.0 

Source of financing 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Cellularline - Funds flow (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Net financial debt (BY) 85.7 70.1 53.1 26.1 65.0 8.2 -15.2 -41.7 

Net income  7.9 9.1 7.9 10.4 -2.0 14.0 16.0 18.0 
D&A 15.6 16.7 19.5 16.0 16.5 16.4 16.4 16.4 

Change in working capital -8.6 -2.2 2.2 -3.2 -4.2 -3.5 -2.4 -2.8 

Operating cash flow 14.9 23.5 29.5 23.2 10.3 26.9 30.0 31.6 
Net capex (recurring & not) -2.3 -3.2 -3.5 -3.0 -3.5 -3.5 -3.5 -3.5 

Disposals 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 
Others (uses of funds) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 

Free cash flow 12.6 20.3 26.1 20.2 6.8 23.4 26.5 28.1 

Dividends 0.0 0.0 0.0 -59.8 0.0 0.0 0.0 0.0 
Other movements 3.0 -3.3 0.9 0.7 50.0 0.0 0.0 0.0 

Cash flow 15.6 17.0 26.9 -38.9 56.8 23.4 26.5 28.1 

Net financial debt (YE) 70.1 53.1 26.2 65.0 8.2 -15.2 -41.7 -69.8 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Valuation 

We value Cellularline on a standalone basis using a DCF approach and a peers’ multiple 
comparison. We highlight that our valuation does not include any potential opportunities arising 
from external growth which, according to management, should be a key strategic pillar for the 
group in the next few years. 

Discounted cash flow 

We used the following key assumptions in our valuation: 

 A 7.46% WACC, incorporating a risk-free rate of 2.0%, an equity risk premium of 5.5%, re-
levered beta of 1.3 (based on an average beta of our peers panel; Source: Intesa Sanpaolo 
Research elaboration on Bloomberg data) and a long-term target gearing ratio of 30%; 

Cellularline - WACC calculation (%) 
Risk-free rate 2.00 
Equity risk premium 5.50 
Beta (x)* 1.3 
Cost of equity 9.15 
Net cost of debt 3.5 
Gross cost of debt 5.0 
Tax rate 30 
Gearing 30 
WACC 7.46 
 

*Bloomberg; Source: Intesa Sanpaolo Research estimates 

 Terminal value growth is prudentially set at 0% while when we calculate the LT, we applied 
the average of 2017E-21E for revenues and the level of EBIT margin we estimate for FY21E. 
As usual, LT depreciation equals capex; 

 For a better comparison with the value outlined in the business combination (equity value of 
EUR 160.4M) we adjusted 2017E NFP to include the EUR 14M of transaction costs considered 
in the determination of the group’s NFP at the time of the deal.    

Cellularline - DCF model (2017-21E) 

EUR M 2017E 2018E 2019E 2020E 2021E LT 

Sales 165.5 172.9 183.3 194.5 206.6 184.6 
Change yoy (%) 0.6 4.5 6.0 6.1 6.2 -10.6 

adj. EBIT 37.3 37.9 39.8 42.1 44.5 39.8 
adj. EBIT margin (%) 22.5 21.9 21.7 21.6 21.5 21.5 

Taxes  -9.9 -10.4 -11.0 -11.7 -12.4 -11.5 

NOPAT 27.4 27.5 28.8 30.4 32.1 28.2 
D&A 3.1 3.1 3.1 3.1 3.1  

Capex -3.0 -3.5 -3.5 -3.5 -3.5  
NWC changes -3.2 -4.2 -3.5 -2.4 -2.8  

Others 0.0 0.0 0.0 0.0 0.0  
FCF 24.3 22.9 24.9 27.6 28.9 28.2 

Discounted FCF  21.3 21.6 22.2 21.6 19.7 

WACC (%)  7.5     

Perpetuity growth rate (%)  0.0     
NPV of cash flows  86.8     

NPV of terminal value (2022)  264.3     
EV  351.1     

Adj. Net debt 2017E  79.0     

Equity value  272.1     
 

Source: Intesa Sanpaolo Research estimates 

 

 

 

DCF approach and a peers’ 
multiple comparison 
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 Cellularline - Sensitivity analysis (EUR M) 
WACC/Growth (%) -1.0 -0.5 0.0 0.5 1.0 
6.46 286.8 306.7 329.7 356.6 388.4 
6.96 262.4 279.4 298.8 321.3 347.5 
7.46 240.9 255.5 272.1 291.1 313.1 
7.96 221.8 234.5 248.8 265.0 283.6 
8.46 204.8 215.9 228.3 242.3 258.2 
 

Source: Intesa Sanpaolo Research estimates 

Multiples comparison 

There are no exact peers which perfectly match CL’s business model. However, in our peers’ 
basket panel we have included mobile accessories companies, such as Zagg and Plantronics (see 
Appendix 2: Peers Brief Description). In the table below, we report CL’s peers’ key financials, and 
EV/EBITDA and P/E multiples. 

Peers’ key financials 

 
Revenues (%) EBITDA (%)        EBITDA margin (%) 

  CAGR 16A-18E CAGR 16A-18E 2016A 2017E 2018E 

ZAGG 10.6 42.6 9.3 14.4 15.4 
Plantronics Neg. Neg. 20.6 21.2 21.7 

Average 10.6 42.6 14.9 17.8 18.5 

Cellularline* 2.5 2.7 23.6 23.9 23.7 
 

Source: Factset amd *Intesa Sanpaolo Research estimates 

 

 
Peers’ multiples 

  Price Mkt Cap EV/EBITDA (x) P/E (x) 
 EUR EUR M 2018E 2019E 2018E 2019E 
ZAGG 12.34 345 5.1  11.1   
Plantronics 44.31 1,466 9.9 9.4 15.2 11.6 
Average   7.5 9.4 13.1 11.6 
CL EBITDA* (EUR M)   41 42.9   
Implied EV (EUR M)   307.1 404.1   
CL adj. NFP* (EUR M)   58.2 35.1   
CL net income*     25.4 27.0 
Implied equity value (EUR M)   248.9 369.1 334.1 312.6 
 

NM: not meaningful; Data priced at market close on 28/02/2018; Source: FactSet and (* )Intesa Sanpaolo Research estimates 

Conclusions 

The business combination transaction valued the Cellular group at an enterprise value of EUR 
244.4M, implying a 2016 EV/adj. EBITDA multiple of 6.3x, a pre-money adj. P/E of 6.6x and an 
equity value of EUR 160.4M (based on a normalised net debt agreed at EUR 84.0M).  

Our DCF valuation of CL without acquisitions using CRS proceeds (WACC of 7.46%, TV growth 
of 0%) leads to an Equity Value of around EUR 272M. Applying the average of 2018E 
EV/EBITDA and P/E multiples of peers, we obtain a valuation range of EUR 249-334M. As a 
result, we consider that the business combination transaction yields an appealing value for 
Cellularline.  
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Financials 
Cellularline – Key P&L figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Revenues 154.5 156.5 160.0 161.5 168.8 178.9 189.8 201.6 
YoY change (%) NA 1.3 2.2 0.9 4.5 6.0 6.1 6.2 

Other revenues 3.6 4.2 4.4 4.0 4.2 4.4 4.7 5.0 

Value of Production  158.2 160.7 164.5 165.5 172.9 183.3 194.5 206.6 
COGS -57.9 -67.7 -62.0 -62.6 -66.2 -70.8 -75.9 -81.2 

First margin  100.3 93.0 102.5 102.9 106.7 112.6 118.6 125.4 
% of revenues 63.4 57.9 62.3 62.2 61.7 61.4 61.0 60.7 

Services -44.1 -42.7 -44.6 -45.8 -48.5 -51.0 -54.5 -59.5 

Leased assets of third parties -0.9 -0.8 -0.9 -0.9 -0.9 -1.2 -0.9 -0.9 
Cost of labour -13.4 -13.6 -14.8 -15.1 -16.1 -16.6 -17.3 -17.0 

Other -5.0 1.4 -3.4 -1.7 -0.3 -0.9 -0.8 -0.4 
Total operating costs  -121.3 -123.4 -125.6 -126.0 -131.9 -140.4 -149.3 -159.0 

EBITDA 36.9 37.3 38.9 39.5 41.0 42.9 45.2 47.6 
YoY change (%) NA 1.1 4.3 1.6 3.8 4.6 5.4 5.3 

EBITDA margin (%) 23.3 23.2 23.6 23.9 23.7 23.4 23.2 23.0 

D&A -15.6 -16.7 -19.5 -16.0 -16.5 -16.4 -16.4 -16.4 
YoY change (%) NA 6.6 16.9 -17.8 3.1 -0.6 0.0 0.0 

EBIT 21.3 20.6 19.4 23.5 24.5 26.5 28.8 31.2 
EBIT margin (%) 13.4 12.8 11.8 14.2 14.2 14.5 14.8 15.1 

GW amort & other adjustments 13.1 13.4 16.4 13.8 13.4 13.3 13.3 13.3 

adj. EBIT 34.3 34.0 35.8 37.3 37.9 39.8 42.1 44.5 
adj. EBIT margin (%) 21.7 21.2 21.8 22.5 21.9 21.7 21.6 21.5 

Net interest expenses -5.0 -3.3 -2.3 -2.2 -1.6 -1.4 -1.0 -0.7 
Others 0.2 0.2 -0.2 -1.0 -0.5 -0.4 -0.4 -0.3 

EBT 16.5 17.5 16.9 20.3 22.4 24.7 27.4 30.2 
Income Taxes -8.6 -8.4 -9.0 -9.9 -10.4 -11.0 -11.7 -12.4 

Tax Rate (%) 52.3 48.0 53.4 48.7 46.3 44.5 42.8 41.2 

Net Income 7.9 9.1 7.9 10.4 12.0 13.7 15.7 17.8 
YoY change (%) NA 15.3 -13.4 32.0 15.4 14.1 14.3 13.3 

Net margin (%) 5.0 5.7 4.8 6.3 6.9 7.5 8.1 8.6 
Adj. net income 21.0 22.5 24.3 24.2 25.4 27.0 29.0 31.1 
 

A: actual; E: estimates; NA: not available; Source: Company data and Intesa Sanpaolo Research 

 

 
Cellularline - Key balance sheet figures (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Tangible assets 7.4 8.8 8.9 8.0 7.9 7.5 7.4 6.8 
Intangible assets 107.6 93.4 77.7 65.5 52.6 40.1 27.3 15.0 

Financial assets 0.1 0.1 0.0 0.0 0.0 0.0 0.0 0.0 

Fixed assets  115.1 102.4 86.7 73.5 60.5 47.6 34.7 21.8 
Inventory 14.2 17.0 15.4 18.1 19.2 20.4 21.3 22.3 

Trade Receivables 64.1 66.2 69.2 71.6 77.5 82.0 86.2 90.6 
Trade Payables 24.0 26.7 30.3 32.2 35.0 37.2 39.9 42.5 

Trade NWC 54.3 56.5 54.3 57.5 61.7 65.2 67.6 70.4 
Others -1.5 0.9 -0.2 0.0 0.0 0.0 0.0 0.0 

Net invested capital 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 

Net financial debt/(cash) 70.1 53.1 26.1 65.0 44.2 21.1 -5.1 -33.0 
Equity 97.7 106.6 114.7 66.0 78.0 91.7 107.4 125.2 

Source of financing 167.8 159.7 140.8 131.0 122.2 112.8 102.3 92.2 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Cellularline - Funds flow (2014A-21E) 

EUR M 2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Net financial debt (BY) 85.7 70.1 53.1 26.1 65.0 44.2 21.1 -5.1 

Net income  7.9 9.1 7.9 10.4 12.0 13.7 15.7 17.8 
D&A 15.6 16.7 19.5 16.0 16.5 16.4 16.4 16.4 

Change in working capital -8.6 -2.2 2.2 -3.2 -4.2 -3.5 -2.4 -2.8 

Operating cash flow 14.9 23.5 29.5 23.2 24.3 26.6 29.7 31.4 
Net capex (recurring & not) -2.3 -3.2 -3.5 -3.0 -3.5 -3.5 -3.5 -3.5 

Disposals 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 
Others (uses of funds) 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 

Free cash flow 12.6 20.3 26.1 20.2 20.8 23.1 26.2 27.9 

Dividends 0.0 0.0 0.0 -59.8 0.0 0.0 0.0 0.0 
Other movements 3.0 -3.3 0.9 0.7 0.0 0.0 0.0 0.0 

Cash flow 15.6 17.0 26.9 -38.9 20.8 23.1 26.2 27.9 

Net financial debt (YE)/-cash 70.1 53.1 26.2 65.0 44.2 21.1 -5.1 -33.0 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 

 

 

Cellularline - Key financial ratios (2014A-21E) 

  2014A 2015A 2016A 2017E 2018E 2019E 2020E 2021E 

Net debt/equity (x) 0.7 0.5 0.2 1.0 0.6 0.2 0.0 -0.3 

Net debt/EBITDA (x) 1.9 1.4 0.7 1.6 1.1 0.5 -0.1 -0.7 
ROCE (%) 12.5 14.1 17.2 18.5 20.8 24.0 28.3 33.7 

ROE (%) 21.5 21.1 21.2 36.7 32.6 29.5 27.0 24.8 
 

A: actual; E: estimates; Source: Company data and Intesa Sanpaolo Research 
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Appendix 1: What is a SPAC? 

A Special-Purpose Acquisition Company (SPAC) is a publicly-traded buyout company that raises 
money in order to pursue the acquisition of an unidentified existing company. This collective 
investment scheme allows investors to invest in private equity type transactions. In fact, SPACs 
could be considered shell companies that have no operations or no disclosed targets, but go 
public with the intention of merging with or acquiring a company with the proceeds of the 
SPAC's initial public offering. If an acquisition is not made within two years, the money is 
returned to the original investors. 

SPAC definition and structure 

SPACs were traditionally sold via an initial public offering (IPO), consisting of one common share 
and "in the money" warrants to purchase common shares at a future date usually within four 
years of the offering. By market convention, 98% to 100% of the proceeds raised in the IPO for 
the SPAC are held in escrow to be used at a later date for the merger or acquisition. 

The SPAC must sign a letter of intent for a merger or an acquisition within 12 to 24 months of 
the IPO. Otherwise it will be forced to dissolve and return the assets held in escrow to the public 
stockholders. However, if a letter of intent is signed within 12 to 24 months, the SPAC can close 
the transaction within 30 months. Today, SPACs are generally incorporated with 30-36 months, 
with limited life charters that require the SPAC to automatically dissolve should it be 
unsuccessful in merging with or acquiring a target prior to the second anniversary of its offering. 

In addition, the acquisition target must have a fair market value that is equal to at least 80% of 
the SPAC’s net assets at the time of acquisition and a majority of shareholders voting must 
approve this combination with usually no more than 20% to 40% of the shareholders voting 
against the acquisition and requesting their money back. 

In Italy, SPAC shares are traded in the SIV segment of MIV (Market Investment Vehicles) or on 
the AIM Italia. 

In order to allow the SPAC stockholders to make an informed decision on whether or not they 
wish to approve the business combination, full disclosure of the target business, including 
complete audited financials for it, and terms of the proposed business combination must be 
given. All shareholders of the SPAC are granted voting rights at a shareholder meeting to 
approve or reject the proposed business combination.  

When a deal is proposed, a shareholder has three options. The shareholder can approve the 
transaction by voting in favour of it, elect to sell their shares on the open market, or vote against 
the transaction and redeem their shares for a pro-rata share of the escrow account. The assets 
of the escrow are only released if a business combination is approved by the voting 
shareholders, or a business combination is not concluded within 24 months of the initial 
offering. This guarantees a minimum liquidation value per share in the event that a business 
combination is not effected. 

SPACs are forming in many different industries and are also being used for companies that wish 
to go public; this kind of vehicle is also used in areas where financing is scarce. In the case of 
SPACs, investors are betting on management’s ability to succeed in finding a suitable target. 
SPACs compete directly with private equity groups and strategic buyers for acquisition 
candidates. 

A SPAC is similar to a reverse merger. Unlike reverse mergers, SPACs usually come with a clean 
public shell company, certainty of financing/growth capital in place, a built-in institutional 
investor base and an experienced management team. SPACs are essentially set up with a clean 
slate where the management team searches for a target to acquire, which is a very different 
situation from pre-existing companies in reverse mergers. 

SPAC structure 

Governance 
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In our opinion, based on evidence coming from hedge funds and investment banks, the risk 
factors seem to be lower than standard reverse mergers. For instance, SPACs allow the targeted 
company’s management to continue running the business, sit on the board of directors and 
benefit from future growth or upside as the business continues to expand and grow with the 
public company structure and access to expansion capital. The management team members of 
the SPAC will typically take seats on the board of directors and continue to add value to the firm 
as advisors to the company's investors. 

Positives & Negatives 

To sum up, in our opinion, the most important advantages of SPACs are:  

 SPACs are more transparent vehicles than private equity as they are registered offerings 
regulated by certain Stock Exchange rules, including filing their financial statements and full 
disclosure of any material events affecting the company;  

 Since SPACs are publicly traded, they provide liquidity to an investor (i.e. investment comes in 
the form of common shares and warrants which can be traded). Furthermore, the fact that 
common shares and warrants trade separately, allows investors to increase or decrease their 
risk return profiles;  

 The benefits for SPAC shareholders are the right to vote for or against the deal and the ability 
for investors to regain most of their funds, typically in excess of 98%, if the SPAC fails to 
generate an acquisition within 24 months or should they vote against the deal and convert 
their shares to cash; 

 It remains an opportunity for unqualified investors to buy into hedge or private-equity funds, 
to participate in takeovers of private operating companies that those funds typically do;  

 The SPAC vehicle for the target company is an opportunity to effect a reverse merger that 
yields more capital. 

Other than the risks normally associated with IPOs, additional SPAC shareholders' risks may 
include: 

 Low visibility on future acquisition(s) at the time of the SPAC public offering;  

 Dilution, due to management and sponsor shares;  

 Public shareholder approval contingency may make SPAC unattractive to sellers, unless pre-
approval is obtained;  

 Potential delay and additional expenses attributable to the shareholders' decisional process 
and to the costs of functioning as a listed company; 

 Potential limited liquidity of their securities. 

 

Positives  

Negatives  
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Appendix 2: Brief Description of Peers 

Zagg, Inc. engages in the design, production and distribution of mobile tech accessories for 
smartphones and tablets. It operates through the ZAGG and mophie segments. The ZAGG 
segment designs and distributes screen protection, keyboards for tablet computers and other 
mobile devices, earbuds, headphones, Bluetooth speakers, mobile power, cables, and cases 
under the ZAGG, InvisibleShield, and IFROGZ brands. The mophie segment includes power 
cases, mobile power, cases, and cables under the mophie brand. The company was founded by 
Robert G. Pedersen II on 2 April, 2004 and is headquartered in Midvale, UT.  

Plantronics, Inc. engages in the design and manufacture of lightweight communications 
headsets and accessories. It is a global designer, manufacturer, and marketer of lightweight 
communications headsets, telephone headset systems, other communication endpoints, and 
accessories for the business and consumer markets under the Plantronics brand. Its product 
categories include office and contact center, which includes corded and cordless communication 
headsets, audio processors, and telephone systems; Mobile, which includes Bluetooth and 
corded products for mobile phone applications; gaming and computer audio, which includes 
personal computer and gaming headsets; and clarity, which includes specialty products 
marketed for hearing impaired individuals. The company was founded by Courtney Graham and 
Keith Larkin in 1961 and is headquartered in Santa Cruz, CA. 
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Appendix 3: Management Team 
Management Team 

 

Source: Company data 
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Appendix 4: History at a Glance 

Cellular Italia was founded in 1990 by Piero Foglio and Stefano Aleotti, as a provider of cellular 
accessories. In 1995 the company began its strategy to expand its offering.  

The acquisition by the L Catterton fund 

In June 2013, the private equity fund L Catterton acquired, through the vehicle Quadrio S.r.l., 
the entire share capital of Cellular Italia. With a view to a reorganisation and a simplification of 
the corporate structure, in October 2013, the shareholders' meeting of Quadrio approved: (i) the 
direct merger project between Quadrio S.r.l. and Cellular Italia, through the incorporation of 
Cellular Italia into Quadrio S.r.l.; (ii) approved the transformation of Quadrio S.r.l. into a joint-
stock company; and (iii) changed the company name from Quadrio S.r.l. into Cellular Italia 
S.p.A.. 

The growth strategy implemented by the Cellular Group has translated into an increase in 
revenues (recording a 16% CAGR in the 2011-16 period) and EBITDA (recording a CAGR of 
19% in the 2011-16 period). the Cellular Group recorded a largely stable EBITDA margin, 
between 20% and 24%. 

Cellularline - Development phases (2011-19) 

 

 
Source: Company data 
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Disclaimer 

Analyst certification 

The financial analysts who prepared this report, and whose names and roles appear within the document, certify that: 

1. The views expressed on the company mentioned herein accurately reflect independent, fair and balanced personal views; 2. No direct or 
indirect compensation has been or will be received in exchange for any views expressed.  

Specific disclosures 

1. Neither the analysts nor any persons closely associated with the analysts have a financial interest in the securities of the Company. 

2. Neither the analysts nor any persons closely associated with the analysts serve as an officer, director or advisory board member of the Company. 

3. Some of the analysts named in the document are members of AIAF 

4. The analysts named in this document are not registered with or qualified by FINRA, the U.S. regulatory body with oversight over Banca IMI 
Securities Corp. Accordingly, the analysts may not be subject to FINRA Rule 2241 and NYSE Rule 472 with respect to communications with a 
subject company, public appearances and trading securities in a personal account. For additional information, please contact the Compliance 
Department of Banca IMI Securities Corp at 212-326-1133. 

5. The analysts of this report do not receive bonuses, salaries, or any other form of compensation that is based upon specific investment banking 
transactions. 

6. The research department supervisors do not have a financial interest in the securities of the Company. 

This research has been prepared by Intesa Sanpaolo SpA and distributed by Banca IMI SpA Milan, Banca IMI SpA-London Branch (a member of the 
London Stock Exchange) and Banca IMI Securities Corp (a member of the NYSE and FINRA). Intesa Sanpaolo SpA accepts full responsibility for the 
contents of this report and also reserves the right to issue this document to its own clients. Banca IMI SpA and Intesa Sanpaolo SpA, which are 
both part of the Intesa Sanpaolo Group, are both authorised by the Banca d'Italia and are both regulated by the Financial Conduct Authority in 
the conduct of designated investment business in the UK and by the SEC for the conduct of US business. 

Opinions and estimates in this research are as at the date of this material and are subject to change without notice to the recipient. Information 
and opinions have been obtained from sources believed to be reliable, but no representation or warranty is made as to their accuracy or 
correctness. Past performance is not a guarantee of future results. The investments and strategies discussed in this research may not be suitable 
for all investors. If you are in any doubt you should consult your investment advisor. 

This report has been prepared solely for information purposes and is not intended as an offer or solicitation with respect to the purchase or sale of 
any financial products. It should not be regarded as a substitute for the exercise of the recipient’s own judgment. No Intesa Sanpaolo SpA or 
Banca IMI SpA entities accept any liability whatsoever for any direct, consequential or indirect loss arising from any use of material contained in 
this report. This document may only be reproduced or published together with the name of Intesa Sanpaolo SpA and Banca IMI SpA. 

Intesa Sanpaolo SpA and Banca IMI SpA have in place the Conflicts of Interest Management Rules for managing effectively the conflicts of interest 
which might affect the impartiality of all investment research which is held out, or where it is reasonable for the user to rely on the research, as 
being an impartial assessment of the value or prospects of its subject matter. A copy of these Rules is available to the recipient of this research 
upon making a written request to the Compliance Officer, Intesa Sanpaolo SpA, C.so Matteotti n° 1, 20121 Milan (MI) Italy. Intesa Sanpaolo SpA 
has formalised a set of principles and procedures for dealing with conflicts of interest (“Rules for Research”). The Rules for Research is clearly 
explained in the relevant section of Intesa Sanpaolo’s web site (www.intesasanpaolo.com). 

Member companies of the Intesa Sanpaolo Group, or their directors and/or representatives and/or employees and/or persons closely associated 
with them, may have a long or short position in any securities mentioned at any time, and may make a purchase and/or sale, or offer to make a 
purchase and/or sale, of any of the securities from time to time in the open market or otherwise.  

Intesa Sanpaolo SpA issues and circulates research to Major Institutional Investors in the USA only through Banca IMI Securities Corp., 1 William 
Street, New York, NY 10004, USA, Tel: (1) 212 326 1150. 

Residents in Italy: This document is intended for distribution only to professional clients and qualified counterparties as defined in Consob 
Regulation no. 16190 of 29.10.2007, as subsequently amended and supplemented, either as a printed document and/or in electronic form. 

Person and residents in the UK: This document is not for distribution in the United Kingdom to persons who would be defined as private 
customers under rules of the FCA. 

US persons: This document is intended for distribution in the United States only to Major US Institutional Investors as defined in SEC Rule 15a-6. 
US Customers wishing to effect a transaction should do so only by contacting a representative at Banca IMI Securities Corp. in the US (see contact 
details above). 

Method of distribution 

This document is for the exclusive use of the person to whom it is delivered by Banca IMI and Intesa Sanpaolo and may not be reproduced, 
redistributed, directly or indirectly, to third parties or published, in whole or in part, for any reason, without prior consent expressed by Banca IMI 
and/or Intesa Sanpaolo. The copyright and all other intellectual property rights on the data, information, opinions and assessments referred to in 
this information document are the exclusive domain of the Intesa Sanpaolo banking group, unless otherwise indicated. Such data, information, 
opinions and assessments cannot be the subject of further distribution or reproduction in any form and using any technique, even partially, except 
with express written consent by Banca IMI and/or Intesa Sanpaolo.  

Persons who receive this document are obliged to comply with the above indications. 
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Coverage policy and frequency of research reports 

The list of companies covered by the Research Department is available upon request. Intesa Sanpaolo SpA aims to provide continuous coverage of 
the companies on the list in conjunction with the timing of periodical accounting reports and any exceptional event that affects the issuer’s 
operations. The companies for which Banca IMI acts as sponsor or specialist or other regulated roles are covered in compliance with regulations 
issued by regulatory bodies with jurisdiction. In the case of a short note, we advise investors to refer to the most recent company report published 
by Intesa Sanpaolo SpA’s Research Department for a full analysis of valuation methodology, earnings assumptions, risks and the historical of 
recommendation and target price. In the Equity Daily note and Weekly Preview report the Research Department reconfirms the previously 
published ratings and target prices on the covered companies (or alternatively such ratings and target prices may be placed Under Review). 
Research is available on Banca IMI’s web site (www.bancaimi.com) or by contacting your sales representative. 

Equity Research Publications in Last 12M 
The list of all recommendations on any financial instrument or issuer produced by Intesa Sanpaolo Research Department and distributed during 
the preceding 12-month period is available on the Intesa Sanpaolo website at the following address: 

http://www.group.intesasanpaolo.com/scriptIsir0/si09/studi/eng_archivio_racc_equity.jsp 

Valuation methodology (long-term horizon: 12M) 

The Intesa Sanpaolo SpA Equity Research Department values the companies for which it assigns recommendations as follows: 
We obtain a fair value using a number of valuation methodologies including: discounted cash flow method (DCF), dividend discount model 
(DDM), embedded value methodology, return on allocated capital, break-up value, asset-based valuation method, sum-of-the-parts, and 
multiples-based models (for example PE, P/BV, PCF, EV/Sales, EV/EBITDA, EV/EBIT, etc.). The financial analysts use the above valuation methods 
alternatively and/or jointly at their discretion. The assigned target price may differ from the fair value, as it also takes into account overall 
market/sector conditions, corporate/market events, and corporate specifics (ie, holding discounts) reasonably considered to be possible drivers of 
the company’s share price performance. These factors may also be assessed using the methodologies indicated above.  

 

Equity rating key: (long-term horizon: 12M) 

In its recommendations, Intesa Sanpaolo SpA uses an “absolute” rating system, which is not related to market performance and whose key is 
reported below:  

Equity rating key (long-term horizon: 12M) 
Long-term rating  Definition 
BUY If the target price is 20% higher than the market price 
ADD If the target price is 10%-20% higher than the market price 
HOLD If the target price is 10% below or 10% above the market price 
REDUCE If the target price is 10%-20% lower than the market price 
SELL If the target price is 20% lower than the market price 
RATING SUSPENDED The investment rating and target price for this stock have been suspended as there is not a sufficient fundamental 

basis for determining an investment rating or target. The previous investment rating and target price, if any, are no 
longer in effect for this stock. 

NO RATING The company is or may be covered by the Research Department but no rating or target price is assigned either 
voluntarily or to comply with applicable regulations and/or firm policies in certain circumstances, including when Intesa 
Sanpaolo is acting in an advisory capacity in a merger or strategic transaction involving the company. 

TARGET PRICE The market price that the analyst believes the share may reach within a one-year time horizon 
MARKET PRICE Closing price on the day before the issue date of the report, as indicated on the first page, except  

where otherwise indicated 
 

 
 
 
 

Historical recommendations and target price trends (long-term horizon: 12M) 
   

Target price and market price trend (-1Y)  Historical recommendations and target price trend (-1Y) 

 

 

 

   

 

 

 

 

 

Not Available Not Available 
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Equity rating allocations (long-term horizon: 12M) 

Intesa Sanpaolo Research Rating Distribution (at February 2018) 
Number of companies considered: 109 BUY ADD HOLD REDUCE SELL 
Total Equity Research Coverage relating to last rating (%) 34 34 29 2 1 
of which Intesa Sanpaolo’s Clients (%) (*) 70 70 44 50 100 
 

(*) Companies on behalf of whom Intesa Sanpaolo and the other companies of the Intesa Sanpaolo Group have provided corporate and Investment banking services in the last 12 
months; percentage of clients in each rating category 

Valuation methodology (short-term horizon: 3M) 

Our short-term investment ideas are based on ongoing special market situations, including among others: spreads between share 
categories; holding companies vs. subsidiaries; stub; control chain reshuffling; stressed capital situations; potential extraordinary deals (including 
capital increase/delisting/extraordinary dividends); and preys and predators. Investment ideas are presented either in relative terms (e.g. spread 
ordinary vs. savings; holding vs. subsidiaries) or in absolute terms (e.g. preys). 

The companies to which we assign short-term ratings are under regular coverage by our research analysts and, as such, are subject to 
fundamental analysis and long-term recommendations. The main differences attain to the time horizon considered (monthly vs. yearly) and 
definitions (short-term ‘long/short’ vs. long-term ‘buy/sell’). Note that the short-term relative recommendations of these investment ideas may 
differ from our long-term recommendations. We monitor the monthly performance of our short-term investment ideas and follow them until 
their closure. 

Equity rating key (short-term horizon: 3M) 

Equity rating key (short-term horizon: 3M) 
Short-term rating  Definition 
LONG Stock price expected to rise or outperform within three months from the time the rating 

was assigned due to a specific catalyst or event 
SHORT Stock price expected to fall or underperform within three months from the time the rating 

was assigned due to a specific catalyst or event 
 

 
 

Company specific disclosures 

Intesa Sanpaolo S.p.A. and the other companies belonging to the Intesa Sanpaolo Banking Group (jointly also the “Intesa Sanpaolo Banking 
Group”) have adopted written guidelines “Modello di Organizzazione, Gestione e Controllo” pursuant to Legislative Decree 8 June, 2001 no. 231 
(available at the Intesa Sanpaolo website, webpage http://www.group.intesasanpaolo.com/scriptIsir0/si09/governance/eng_wp_governance.jsp, 
along with a summary sheet, webpage https://www.bancaimi.com/en/bancaimi/chisiamo/documentazione/normative) setting forth practices and 
procedures, in accordance with applicable regulations by the competent Italian authorities and best international practice, including those known 
as Information Barriers, to restrict the flow of information, namely inside and/or confidential information, to prevent the misuse of such 
information and to prevent any conflicts of interest arising from the many activities of the Intesa Sanpaolo Banking Group which may adversely 
affect the interests of the customer in accordance with current regulations.  

In particular, the description of the measures taken to manage interest and conflicts of interest – related to Articles 69-quater and 69-quinquies of 
the Issuers’ Regulation issued by Consob with Resolution no. 11971 of 14.05.1999 as  subsequently amended and supplemented, Article 24 of 
“Rules governing central depositories, settlement services, guarantee systems and related management companies” issued by Consob and Bank 
of Italy, FINRA Rule 2241 and NYSE Rule 472, as well as the FCA Conduct of Business Sourcebook rules COBS 12.4.9 and COBS 12.4.10 - 
between the Intesa Sanpaolo Banking Group and issuers of financial instruments, and their group companies, and referred to in research products 
produced by analysts at Intesa Sanpaolo is available in the "Research Rules" and in the extract of "A business model for managing privileged 
information and conflicts of interest" published on the website of Intesa Sanpaolo S.p.A.  

At the Intesa Sanpaolo website, webpage http://www.group.intesasanpaolo.com/scriptIsir0/si09/studi/eng_archivio_conflitti_mad.jsp you can find 
the archive of Intesa Sanpaolo Banking Group's conflicts of interest. 

Furthermore, we disclose the following information on the Intesa Sanpaolo Banking Group’s conflicts of interest: 

1 One or more of the companies of the Intesa Sanpaolo Banking Group plan to solicit investment banking business or intends to seek 
compensation from Crescita in the next three months 

2 One or more of the companies of the Intesa Sanpaolo Banking Group have an equity stake of 5% or more in Crescita or in the 
Company that has a controlling interest in Crescita or are a major shareholder of Crescita 

3 One or more of the companies of the Intesa Sanpaolo Banking Group have a Long position larger than the 0.5% of the issued share 
capital of Crescita 

4 Banca IMI acts as Nominated Advisor relative to securities issued by Crescita 

5 Banca IMI acts as Specialist relative to securities issued by Crescita 

6 One or more of the companies of the Intesa Sanpaolo Banking Group have been lead manager or co-lead manager over the previous 
12 months of any publicly disclosed offer of financial instruments of Crescita 

http://www.group.intesasanpaolo.com/scriptIsir0/si09/governance/eng_wp_governance.jsp
https://www.bancaimi.com/en/bancaimi/chisiamo/documentazione/normative
http://www.group.intesasanpaolo.com/scriptIsir0/si09/studi/eng_archivio_conflitti_mad.jsp
http://www.group.intesasanpaolo.com/scriptIsir0/si09/studi/eng_archivio_conflitti_mad.jsp
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