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Forward Looking Statement

Thispresentationmay contain forward-lookingstatementsthat are subjectto risksand uncertainties,includingthosepertainingto the
anticipated benefits to be realized from the proposalsdescribed herein. Forward-looking statements may include, in particular,
statements about future events, future financial performance,plans, strategies,expectations,prospects,competitive environment,
regulation,supplyanddemand. Esprinethasbasedtheseforward-lookingstatementson its viewandassumptionswith respectto future
events and financial performance. Actual financial performancecould differ materially from that projected in the forward-looking
statementsdue to the inherent uncertaintyof estimates,forecastsand projections,and financialperformancemay be better or worse
than anticipated. Giventheseuncertainties,readersshouldnot put unduerelianceon anyforward-lookingstatements. Theinformation
containedin this presentationis subject to changewithout notice and Esprinetdoesnot undertakeany duty to update the forward-
lookingstatements,and the estimatesand the assumptionsassociatedwith them, exceptto the extent requiredby applicablelawsand
regulations.
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THE RIGHT INDUSTRY THE RIGHT COMPANY

GROWTH

Å Techsector is boomingthanksto constantinnovationand changesin lifestyle and professional
habits(smartworking,e-learning,e-commerce,Χ)

ÅMarket demanddriven by new technologies(IoT,Bigdata, Analytics,Cybersecurity)and by IT
subscriptionmodels(XaaS)

Å Techwholesalingis the fastestgrowinggo-to-marketstrategyof techmanufacturersthat look to
increaseefficiency

ÅGrowingdemandof logisticservicesdrivenby retailere-commerce

Å Techwholesalersaremorphinginto "behindthe scene"enablersof techpervasivenessproviding
more and more added value logistic, financial and marketing servicescomplementingthe
traditionalbulkbreakingandcredit services

Å Undisputedmarket leader(25%marketsharein 2019) with a trackrecordof acquisitionin a fast
consolidatingmarket

Å Leverageon strongfoundationin the distributionbusinessesto providehigh-marginservicesand
solutions(advancedsolutionsandsubscription/usageservices)

Å Proprietaryand distinguishedIT operatingplatform and e-commerceservicessupport the cost
baselowering,the customerservicelevelandthe launchof newservices

ÅOpportunity of growing ROCE by furtherly optimizing the trade-off between working capital and 
gross profit

LOW RISK

Å Resilientindustrythanksto the strategicrole of distributionin the ITvaluechain

Å Theindustryhasdevelopedin time a standardof risk-shieldingtechniquesfor keyassets(credit
insuranceandstockprotection)that providelow-riskbalancesheets

Å High levelsof automation of processesprovide low cost operating modelsshieldingthe P&L
from the impact of suddenswingsin revenues

ÅIƛǎǘƻǊƛŎŀƭ ǎǘŀōƭŜ Ŧƭƻǿ ƻŦ ǇǊƻŦƛǘŀōƛƭƛǘȅ ǎƛƴŎŜ нллм ŜǾŜƴ ƛƴ ƳŀǊƪŜǘ ŘƻǿƴǘǳǊƴǎΥ ппл aϵ ƻŦ ŎǳƳǳƭŀǘŜŘ 
bŜǘ tǊƻŦƛǘ ǎƛƴŎŜ нллм ŀƴŘ млу aϵ ƻŦ ŎǳƳǳƭŀǘŜŘ ŘƛǾƛŘŜƴŘǎ ǇŀƛŘΦ {ǘǊƻƴƎ ǇŜǊŦƻǊƳŀƴŎŜ ƛƴ Iм нлнл 
during pandemic period.

Å Diversification: 3 geographies (Italy, Spain and Portugal), complete Tech product range (IT 
clients, IT infrastructure, Consumer Electronics, Cloud and tech services), all possible customers 
(Resellers, VARs, System Integrators, Retailers, E-tailers)

Å Highly efficient logistics processes and systems, scalable with low cost sensitivity to volume 
upgrades; verystrong balance sheetthanks to focus on Cash Conversion Cycleand ROCE

Investment Opportunity
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STRONG FINANCIAL PERFORMANCE A «BUSINESS DEVELOPMENT» DEAL

Market leader in the strategic IT supply chain for Italy and Spain

2020 Key Facts

H1 2020 Sales of  ~1,834,7aϵ όҌт҈ yoy), with a strong growth in 
demand for PCs and Smartphones
Ç vн нлнл {ŀƭŜǎ ƻŦ Ϥфнл aϵ όҌф҈ yoy) thanks to the excellent 

performances achieved in May and June
Ç vм нлнл {ŀƭŜǎ ƻŦ фмп aϵ όҌп҈ yoy) 

An half year of Growth in all Geographies: 
Italy +6%, Spain +10%, Portugal +68% 

ESPRINET outperforms market in Spain and Portugal and consolidates 
its market shares recording in Q2 2020 the best result of the last 3 years 
in the 3 geographies

EBITDA Adjusted +16% vs H1 2019

Cash Cycleas of 30 June down to 12 days, best performance ever

Cashas of 30 June equal to ϤммоΦн ϵaessentially due to the better 
management of working capital

Strong boost in Cloud and "As A Service" solutions: binding agreement 
for the acquisition of GTI Software y Networking with an exclusive 
know-how in selling software and dealing with cloud provisioning 
platforms for VARS and System Integrators

A perfect fit with Strategic guide-lines: GTI is the only Spanish distributor 
with a ǇŜǊǾŀǎƛǾŜ /ƭƻǳŘ ǎǘǊŀǘŜƎȅΣ ƭŜŀŘƛƴƎ ǘƘŜ ά!ǎ ŀ {ŜǊǾƛŎŜέ ǎƻƭǳǘƛƻƴǎ 
market

Leader in the fast growing market of cloud, with a market share of ~24% 
(1): European Industry CAGR during 2018-23F is predicted to be 29.1% 

Multiple sources of synergies in business development
- commercial cross-fertilization
- optimization of scale
- customer satisfaction
- cost synergies

(1)  Company elaborationon Context-GFK and Channel partner data 
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ÅNet Invested Capital at 30st June 2020 stands at 252,5 aϵand is
coveredby:

- {ƘŀǊŜƘƻƭŘŜǊǎΩequity, includingnon-controlling interests, for 365,7
aϵ(359.0aϵat 31st December2019)

- Cashpositivefor 113,2aϵ(272.3aϵat 31st December2019)

H1 2020 Financial Highlights

όaκϵύ 30/06/2020 31/12/2019

Fixed Assets 117,6 118,7

RoU Assets 102,7 107,3

Operating Net Working Capital 61,5 (121,0)

Other current asset (liabilities) (11,3) (1,4)

Other non-current asset (liabilities) (18,0) (16,9)

Net Invested Capital 252,5 86,7

Cash (333,2) (463,8)

Short-term debt 31,5 18,9

Lease liabilities 105,0 108,8

Medium/log-term debt(1) 94,2 78,0

Financial assets (10,7) (14,2)

Net financial debt (113,2) (272,3)

Net Equity 365,7 359,0

Funding sources 252,5 86,7

Net financial debt/Equity n/s n/s

Net financial debt(2)/Equity n/s n/s

(1) Including the amount due within 1 year
(2) Net financial debt ante IFRS 16

όaκϵύ 30/06/2020 30/06/2019

Sales from contracts with customers 1.834,7      1.717,5      

Gross Profit 82,8           81,4           

Gross Profit % 4,51% 4,74%

EBITDA adj. 24,0 20,6

EBITDA adj. % 1,31% 1,20%

EBIT adj. 16,8 14,0

EBIT adj. % 0,92% 0,82%

EBIT 14,6 14,0

EBIT % 0,80% 0,82%

Net Income 7,7 7,6

Net Income % 0,42% 0,44%
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FŝǘŞŜŞŜƧǘŝƨŤşšǘ^ǝǘƼǳţǱǘıĚǘŝƨţŝţǘ^ǝǘèĀǘH1 2019)
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то aϵOther
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лΦс .ϵ Advanced Solutions
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Strong Investor focus and financial discipline to enable a 25% pay - out dividend policy
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Prudential proposal 

for the allocation to 

equity reserves

of the whole Profit

×

Historical stable flow of profitability
since 2001 even in market downturns
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Idays (Inventory Days): 4-qtr average of (quarter-end Inventory / quarterly Sales * 90)
DSO (Days of Sales Outstanding): 4-qtr average of (quarter-end Trade Receivables / quarterly Sales * 90)
DPO (Days of Purchases Outstanding): 4-qtr average of (quarter-end Trade Payables / quarterly Cost of Sales * 90)

Working Capital Metrics

Å Bestquarter in last 3 years.

Å Continuousreduction in cashcycle
days mainly due to strong
performancein inventory turnover
andǎǳǇǇƭƛŜǊǎΩpaymentterms.

Å At June30th 2020 working capital
days stands at 12 days improving
both sequentially(-8) and year-on-
year(-16).

Å Compared to Q2 2019 metrics,
Idays decreased -4 days, DSO
decreased -1 days and DPO
increased +11 days for a total
improvementof 16 daysfrom 28 to
12 days.
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Rebound from historical 
low of 6.7% in Q1 2018

Seasonal spike in Q4 

Relevant y-o-y 
improvement mainly due 

to capital employed 
discipline 

ROCE Evolution Up To Q1 2020

The best ROCE result in 
the last 18 quarters 
thanks to the strong 

focus on improving the 
working capital
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2020 OUTLOOK 
AND FINAL REMARKS
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2020 Outlook and Final Remarks

Ç The2 monthsJuly-Augustshowsa +32%revenuegrowth

Ç Themonth of Julyrecordeda 14.7%, Augustrecordeda 25%growth in SouthernEurope(ContextPanel)

Ç Outlook 2020: Revenueabove4.3ϵ.ΣEBITDAadjustedin the range56-61aϵ

Ç Wemaintainfavourablemid-term expectationsdueto strongfundamentalsof ICTmarketandgrowingdistributioncentricityin
the techbusinesssystem.

Ç Customersatisfactionprojectsalreadyimplementedaredeliveringgoodresultsandshallhelp to sustainlong-term profitability
in a normalisedenvironment.

Ç Despitenegativeshort-term effectson consumersdemandandenterprisesIT investmentwe remainconfident that our strong
competitive positioningandgoodfinancialshapewill allowusto exploitanyopportunitiesthe marketwill offer in the future.

Ç We keepon lookingat possibileM&A operationsfindingourselvesat the forefront of the ongoingconsolidationprocessof the
distributionindustry.

Ç In July2020the Chairmanand the CEOconsolidatetheir shareholdingin the companycollectivelyrisingto 9.07%. Signingof a
shareholdersagreementwith the Monti familyto ensurecontinuity in the managementover the next years
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Acquisition of GTI 
Software & Networking S.A.

A «BUSINESS 
DEVELOPMENT» DEAL
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Disclaimer

Thispresentationand any related slides,verbalexplanations,questionsand answersessionaswell asany material distributed in connectionwith it (the
άtǊŜǎŜƴǘŀǘƛƻƴέύhavebeenpreparedby EsprinetS.p.A.όά9ǎǇǊƛƴŜǘέor theά/ƻƳǇŀƴȅέύfor the solepurposeof the presentationof the transactionfor the
acquisitionby EsprinetGroup(thoughthe sub-holdingfor Spanishoperations,EsprinetIbericaS.l.u.) of 100%of the capitalof GTISoftwarey Networking
S.A.όάD¢LέorάD¢LDǊƻǳǇέύ.

Byattendingthe Presentationor by readingthe Presentationslidesyouagreeandacknowledgethe following:

Å Information purposeandconfidentiality: this Presentationisbeingprovidedto yousolelyfor informationpurposes,in summaryform onlyanddoesnot
purport to becomprehensive.

Å No Update: the informationcontainedin this Presentationis providedto you asof the datesindicatedandis subjectto changewithout notice. Esprinet
doesnot undertaketo updatesuchinformation and/or anyverbalexplanationexpressedrelatingto the Presentation,exceptto the extent requiredby
applicablelawsandregulations.

Å No investment advice: the content of this Presentationdoes not constitute a public offer under any applicablelegislationor an offer to sell or
solicitationof anoffer to purchaseor subscribefor securitiesor financialinstrumentsor anyinvestmentadviceor recommendationwith respectto such
securitiesor other financial instruments is not to be construedas providing investment advice. The statementsand information containedin this
Presentationhavenot been independentlyverified,and all interestedpartiesshallconducttheir own verificationand analysisof the information and
datain this Presentation.

Å No representation and warranties: the information in this Presentation(includingmarket data and statistical information) has been obtained from
varioussources(includingthird party sources),and no representationor warranty,expressor implied, is madeasto, and no relianceshouldbe placed
on, the completeness,fairness,accuracy,correctnessof suchinformation. Neither Esprinetnor any of its representativesor affiliatesshallacceptany
liability whatsoever(whether at law or contract, in negligenceor otherwise)for any loss,damageor costsarisingor in relation to suchinformation
and/or from its use.

Å Forward-looking statement: this Presentationmay contain forward-looking statementsthat are subject to risks and uncertainties,including those
pertaining to the anticipated benefits to be realizedfrom the proposalsdescribedherein. Forward-looking statementsmay include, in particular,
statementsabout future events,future financialperformance,plans,strategies,expectations,prospects,competitiveenvironment,regulation,supply
and demand. Esprinet has based these forward-looking statements on its view and assumptionswith respect to future events and financial
performance. Actualfinancialperformancecoulddiffer materiallyfrom that projectedin the forward-lookingstatementsdueto the inherentuncertainty
of estimates,forecastsand projections,and financialperformancemaybe better or worsethan anticipated. Giventheseuncertainties,readersshould
not put unduerelianceon anyforward-lookingstatements.
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Å EsprinetIberica S.l.u. (100% EsprinetS.p.A.) signeda definitive agreement for the acquisition
of GTI Software y Networking from EmotionS.l.u. (Mr Juan Pablo Rossi)

Å The equity valueto be paid in cash at Closing amountsǘƻ 9ǳǊƻ ооΦу aϵΣ ǿƛǘƘ ŀ ƴŜǘ financial
Ǉƻǎƛǘƛƻƴ ƻŦ фΦу aϵ (1)

GTI TransactionHighlights

Å Uniquestrategicfit in core Spanish market 
Å Strong boost in Cloud and "AsA Service" solutions
Å Exclusiveknow-how in selling software and dealingcloud provisioning platforms

Å Acquisitionshallbe funded through available financial resources
Å Absorption of increase in financial leverage without stress
Å Pro-forma covenant on existing facilities respected with headroom as at December 31, 2019

Å No critical actions prior to completion
Å October 1st 2020, executionof closing

Strategic Fit

Financing

Timetable

(1) Average L6M NFP as of May 2020A.

Deal Structure

! ǘǊǳŜ ά.ǳǎƛƴŜǎǎ 5ŜǾŜƭƻǇƳŜƴǘέ 5Ŝŀƭ
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TransactionRationale

Customer Satisfaction
Consolidating leadership in 

the Iberian Region
Increase Profitability  Address new markets

Providing the best Customer 
Satisfaction: improvingthe 

level of CS raising the switch-
cost for customers thus 

positively impacting overall 
profitability

Achievingsize in Portugal both 
through organic growth (HR, 
logistics and selection of the 
best vendors) and through 

M&A

Pushing for a higher weight of 
Advanced Solutions business

XaaS: leveraging our web 
platform to be an aggregator 
for IaaS, SaaS, MPS and DaaS

contracts

White Goods opportunity as 
ŦŀǊ ŀǎ άǘƛŜǊ-н ƳƻŘŜƭέ ǎǇǊŜŀŘ 

into the industry

Be ready to enter markets 
such as Robotics, AI, Electrical 

Mobility, 3D Printing

A perfect fit with Strategic guide-lines
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ÅTheCloudmarket isquicklybecomingoneof the hottest growth opportunity in the AdvancedSolutionsmarketsegment.

ÅThepressureon deliveringSmartworkingsolutionsis impactingnot only the IT Clientspace,with a surgein notebooksand tablets
demand, but the IT infrastructure as well with a growing need of videoconferencingsystems,collaboration software and
cybersecurityproducts.

ÅRecent announcement from Microsoft about the launch of 1.5 BNϵά!ƳōƛȊƛƻƴŜItalia #DigitalRestartέplan to support the
άŎƭƻǳŘƛŦƛŎŀǘƛƻƴέprocessin Italy demonstratesthe stronginterestof big techcompaniesin thosecountries- Italy andSpainamongthe
others- wheredigitaldivideisstill both a bigchallengeanda bigopportunity.

ÅEnd-customerswill be short of liquidity but in urgent need of a modern IT infrastructure to cope with the new sociallydistanced
world awaiting,andthe consumptionmodelwill turn into anevenmore appealingopportunity.

ÅOur strategy consistsin assumingthe role of άǇǳǊŜάaggregator/enabler thus enlarging the potential of our B2B marketplace
(www.esprinet.com).

ÅWe are working on a number of initiatives in both the cloud provisioningplatform space,the DaaS-DeviceAs A Servicebusiness
modelaswell aspushinghardto enhanceour currentportfolio of cloudsolutions.

XaaS & Cloud Strategy
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Market breakdown by geography (2018)Market breakdown by category (2018)

EuropeanCloudComputing Market

9ǳǊƻǇŜŀƴ ŎƭƻǳŘ ŎƻƳǇǳǘƛƴƎ ƳŀǊƪŜǘ ǾŀƭǳŜ όϵ ōƛƭƭƛƻƴǎΣ нлмп ς2023F)

Key comments

Ʒ 2018 total industry value amounted to 
ϵолΦр ōƛƭƭƛƻƴǎ

Ʒ The industry showed a significant CAGR 
during 2014-18 period (32.2%)

Ʒ Industry growth has been led by western 
European countries showing there is 
further potential for the industry to expand

Ʒ 2023F total industry value is expected to be 
ϵмлфΦп ōƛƭƭƛƻƴǎ

Ʒ Industry CAGR during 2018-23F is predicted 
to be 29.1% 

Key comments

Ʒ Cloud computing sales during 2018 were 
mainly due to Software as a Service, 
accounting for 59.4% of total industry value 
όŀǇǇǊƻȄΦ ϵму ōƛƭƭƛƻƴǎύ

Ʒ 40.6% of the market value is due to IaaS 
ŀƴŘ tŀŀ{ όŀǇǇǊƻȄΦ ϵмн ōƛƭƭƛƻƴǎύ

Ʒ The German industry is forecast to match 
ǘƘŜ ¦Y ƛƴŘǳǎǘǊȅΩǎ ǾŀƭǳŜ ƛƴ нлно ŘǳŜ ǘƻ 
higher growth rates

19,8%

59,4%

20,8%

PaaS IaaSSaaS

18,8%

23,2%

12,3%

35,0%

5.9%
4.9%

UK

Germany France

Italy Rest of Europe

Spain

10,0 13,2
17,8

23,8
30,5

39,2

50,7

65,5

84,7

109,4

FY20FFY16AFY14A FY17A FY18AFY15A FY19F FY21F FY22F FY23F

32.2%

29.1%

Sources: Management estimateson variousinfo sources
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Key strenghtsof GTI

Å Leader in the fast growing market 
of cloud, expected to have a high 
double digit CAGR in the coming 
years

Å Top Microsoft Partnerand other 
strong partnerships 
with top vendors like VMWare and 
Adobe

Å Business model tailor-made to 
satisfy its clients
needs through CSP and MSP 
distribution, being the market 
leader in CSP for the past +10 
years

A cloud leader

Å Leader in the AUTO-ID market, 
with potential synergies with our 
Italian business

Å Business platform to Africa: GTI 
has offices in Casablanca from 
which it distributes already to 
more than 18 countries

Platform for growth

Å Recurrent revenues due to its 
subscription model schemes

Å Products are instantly accessible 
and available for customers: 
possibility of serving other 
countries 

Å Costs reduction because of the 
absence of logistic and storage 
costs

Å Greater ROCE opportunity than a 
traditional distribution model

A new business model
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GTI in a nutshell

ÅGTISoftwarey Networking,S.A. is the parent companyof a groupoperatingin the ICTdistribution mainly in SpainandPortugal,at the
forefront of the distribution of Cloudsolutionsόά!ǎa{ŜǊǾƛŎŜέsolutions)and businesssoftware for Value-addedResellers(VARS)and
SystemIntegrators. Moreover, GTIis a leadingdistributor of value-addedenterpriseequipment suchus Automatic Identification and
DataCapture,CommunicationandInternet of ThingsόάIoTέύproductsfor the SystemIntegratorsandVARschannel.

ÅIn the last 2 years GTIhas experimenteda successfulhistory of major transformation basedon two critical moves: (i) the bet for
migrating its businessfrom a product distribution-driven one to a Cloud/As a Servicedistribution model and (ii) the definitive
abandonmentof the distribution of productsto the retail channel.

ÅGTIhasa loyal and wide customerbaseto cover the entire B2B professionalchannelmarket with ~5,500active customers. It is a top
distributor partner for blue-chipvendors,representingmore than 90world-classsuppliers

ÅGTIGroup is headquarteredin Madrid (Spain)and haspresencein Portugaland North Africa (Morocco)with more than 170 people
employed(1)

Business overview Key vendors per Business Unit

As a Service

Software & Solutions

Enterprise Equipment

Revenues EBITDA

NFP Equity

YŜȅ ŦƛƴŀƴŎƛŀƭǎ όϵΩлллύ Revenues breakdown per BU (%)

52%

21%

27%

1%

Software & Solutions OtherAs a Service Enterprise Equipment

41%

35%

24%

0%

ϵмфсΦтƳ ϵмтфΦфƳ

2018A 2019A

32%

31%36%

ϵфмΦмƳ

6m20A

(1)  Yearly average incl. temporary workers; (2) EBITDA adj (i.e. "as reported" EBITDA plus non-recurring severance payments due to consumer business dismissal; (3) Average L6M NFP as of May 2020A.
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Business Model

ÅIT distribution models are 
evolving from selling physical 
devices to selling technology 
ά!ǎ-a-{ŜǊǾƛŎŜέΦ 

ÅIn this business milieu, GTI is 
ahead of the Spanish market 
because it has already 
transformed itself as a truly IT 
distributor of Cloud Solutions.

ÅGTI Group does no longer sales 
to the retail channel being 
focused on selling exclusively 
to corporate resellers.
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Business description

ϵ тр Ƴ

ϵ сл Ƴ

ϵ пр Ƴ

REVENUES 2019 (SHARE %) PRODUCTS AND CHANNELS TOP VENDORS BY 2019 REVENUES

ÅStorage Appliances
ÅUnified Communications and Professional Wifi
ÅGraphic Tablets
ÅAutomatic Identification Data Capture (AIDC / IA) products
ÅCommunication devices (network and surveillance material)
Å Internet of Things
ÅChannels consist of (i) Value Added Resellers, (ii) System Integrators and (iii) E-tailers

& Retailers (currently abandoned)
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ÅCSP: Business model for clients that prefer not to own the software and a direct 
ŎƘŀƴƴŜƭ ŀƴŘ ŀ ŘƛǊŜŎǘ ŀŎŎŜǎǎ κ ƳŀƴŀƎŜƳŜƴǘ ǘƻ D¢LΩǎ ǎƻƭǳǘƛƻƴǎ ǘƘǊƻǳƎƘ ƛǘǎ ǇƭŀǘŦƻǊƳ 
while paying-per-use

ÅHybrid Cloud: Cloud computing solutions that uses a mix of private and public cloud 
services, with orchestration between the two platforms

Åa{tΥ .ǳǎƛƴŜǎǎ ƳƻŘŜƭ ǿƘŜǊŜ D¢LΩǎ ŎƭƛŜƴǘ ƛǎ ŀ {ŜǊǾƛŎŜ tǊƻǾƛŘŜǊ ǘƘŀǘ ǳƴŘŜǊ ŀ 
subscription model owns the licenses and solutions and sells them like a service 
using its own platform

ÅChannels consist of (i) Value Added Resellers and (ii) System Integrators

ÅModern Workplace: Productivity products like desktop software, Operating systems, 
collaboration and CRM

ÅData & Management: Solutions for storage backup and data management, remote 
access and software management 

ÅCybersecurity: Antivirus and Security protection
ÅDevelopment Software and Operating systems
ÅStorage and Backup Software
ÅNetworking and Remote Management Software, etc.
ÅChannels consist of (i) Value Added Resellers and (ii) System Integrators
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Best Cloud Distributor in Spain

V GTIis the 6th - the 2nd independent- wholesalerof ICTtechnology
in Spain: the combinationof Esprinetand GTIdrives the Market
Shareto 25% (2).

V GTI is the only Spanish distributor with a pervasive Cloud
strategy,leadingtheά!ǎa{ŜǊǾƛŎŜέsolutionsmarket.

V Within its 3%, market shareof GTIin Cloudsolutionsis ~24% (1)

(1)  Company elaborationon Context-GFK and Channel partner data 
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Cloud Provisioning Platform

V Provisioning Platform enables GTI
customersto automate,aggregateand
sell their own cloudanddigital services
aswell asthosefrom third parties.

V It also enables ISVs to take their
offerings to market almost instantly
acrossthe entire multi-serviceprovider
ecosystemwith the ŎƻƳǇŀƴȅΩǎcloud
commerceand Everything-as-a-Service
(XaaS) platform

DISTRIBUTOR 
/ RESELLER

RESELLER

1.653 14.431 

ISVs

PLAYERS

END 
CUSTOMERS

PLATFORM

MARGIN 
BUILDING

MONETARY 
STREAMS

License fees

CONTRACTS

Platform License

Distribution

Subscription 
marketing 
contract

Subscription

Subscription 
ordering

Feature CloudBlue

Marketplace V

Service catalog V

Subscription management V

Marketing V

Billing & invoicing V

Provisioning V

Reporting & business 

intelligence
V

Reseller management V

Identity & access management V
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V-Valley Europe: Post-deal2019 pro-forma Sales

2014

нурΦо aϵ 2015

2018

оноΦф aϵ 2016

2017плфΦл aϵ

пфрΦс aϵ

рррΦр aϵ 2019

рсмΦл aϵ

Server, Storage 
& Networking

148.7 181.3 220.5 215.8 287.7 317.8 

Software 79.8 80.1 83.7 130.9 104.0 138.3 

Cybersecurity 19.6 21.9 32.3 29.7 63.3 81.2 

Cloud - 0.1 6.7 7.7 13.9 79.7 

Professional Services 16.0 17.4 18.5 28.7 28.9 31.6 

Industrial Solutions 21.2 23.1 47.3 82.8 57.7 92.5 

741.0 aϵ
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OPPORTUNITY TO GROW IN ADVANCED SOLUTIONS

The Group is the undisputed leader in the IT Client and Consumer Electronics 
market segments in Italy and Spain. It operates in the higher margin Advanced 
Solutions market under the brand V-Valley Europe being a solid number 2 in 

Italy and number 5 in Spain. With this deal becomes a solid number 2 in Spain 
ŀǎ ǿŜƭƭ ōǳǘ ǿƘŀǘΩǎ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘ ŎƻƴǾŜȅǎ ǘƻ ǘƘŜ ǾŜƴŘƻǊ ŀƴŘ ǎȅǎǘŜƳ 

integrator/VAR community a clear message of commitment to this market, 
significantly enhancing the capability of attracting new contracts and of being 

able to hire skilled resources

CONSOLIDATION IN SOUTHERN EUROPE

Spain and Portugal represent key growth markets where our business is 
looking to furtherly consolidate its presence. Through the acquisition of GTI, 
we significantly increase ours scale, maximizing the opportunity to capture 

expected Spanish domestic market growth, increasing our presence and size in 
Portugal, improving our ability to pursue further consolidation in Southern 

Europe and strengthening our position in the Advanced Solutions segment in 
these geographies

BUSINESS SYNERGIES & COMPETENCES SHARING

The combination between the V-Valley Europe divisions the GTI group 
companies will drive significant business development synergies, leveraging on 
D¢LΩǎ ŎƭƻǳŘ ŜȄǇŜǊǘƛǎŜ ŀƴŘ ōǊƻŀŘ ǾŜƴŘƻǊ ǇƻǊǘŦƻƭƛƻΣ ƻƴ ƻǳǊ ŜȄǘŜƴǎƛǾŜ ƴŜǘǿƻǊƪ ƻŦ 

customers in Spain and in Italy not yet served by GTI
At an operational level, based on the company preliminary work and prior 

M&A experience, there is a clear opportunity in the sharing of best practices 
and operational know-how, in the acquisition of further competences and 

talents and in the integration of a skilled management team

ACCELERATING THE SWITCH TO THE «CONSUMPTION» 
MODEL IN CLOUD 

άŀǎ ŀ {ŜǊǾƛŎŜέ ōǳǎƛƴŜǎǎ ƻǊ ŎƻƴǎǳƳǇǘƛƻƴ-based utilization model against a more 
ǘǊŀŘƛǘƛƻƴŀƭ άǘǊŀƴǎŀŎǘƛƻƴέ ƳƻŘŜƭΦ ¢ƘŜ ŀŎǉǳƛǎƛǘƛƻƴ ƻŦ D¢L ǇŜǊŦŜŎǘƭȅ Ŧƛǘǎ ǿƛǘƘ ƻǳǊ 
strategy to grow in Advanced Solutions and digital distribution by exploiting 

the specific knowledge of GTI in this area
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COMMERCIAL 
CROSS-FERTILIZATION

ÅHigh complementary businesses, with low overlapping in customer 
portfolios to enable cross-selling/up-selling

ÅSharing selling systems and practices to increase productivity

Multiple sources of synergies in business development

OPTIMIZATION OF SCALE

ÅPan-europeansize to attract global vendorcontractsin Adv. Solutions
ÅEconomiesof scale to sustainstrongerR&D in high-tech multi-

country plaftorms
ÅGrowingstep (+20%) to reachoptimal scale in Portugal

CUSTOMER SATISFACTION
ÅAddition of senior managerial team highly customer-oriented 
ÅAggregator role in the Cloud business strongly consistent with 

Esprinet own strategy

COST SYNERGIES
Å Modest effect on purchasingpower
Å Scale benefit in fixed costs (i.e. real estate in Madrid)
Å Intrinsicscalabilityof Cloud business at the heart of cost efficiency

Potential synergies

To be exploitedprovidedthat KPIson 
Customer Satisfactionare unaffected

Accelerate the perception of V-Valley 
Europe as a real pan-european «Value 

Distributor» within a broadliner, 
driving new vendor addition to our 
portfolio as well as accelerating the 

journey towards «consumption» 
models



THE COMPANY



31

The Leading ICT Distri In Southern Europe

Nr 45 ǅMBRES 
Mediobanca 

2019
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History
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Group Structure

EsprinetPortugal Lda
IT & CE Distributor

(Portugal)

V-Valley S.r.l
Value-AddedDistributor

(Italy)

CellyS.p.A.
Accessories Company

(Italy)

4Side S.r.l.
Italiandistributor of

Activision Blizzard products

Celly
Pacific Limited

51%

100%

5%

EsprinetIberica S.L.U.
IT & CE Distributor

(Spain)

100%

Nilox DeutschlandGmbH*
Private Label Sales
SubsidiaryGmbH

100%85%100% 51%

95%

EsprinetS.p.A.
IT & CE Distributor

(Italy)

V-Valley IberianS.L.U.
IT & CE Distributor

(Spain)

100%

(*) In liquidationon 12/31/2019

GTI Software 
& Networking S.A.

100%

Vinzeo
Technologies S.A.U.

100%
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Key Historical Financials
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Sales Mix
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Logistic Capability

MORE THAN
128K

#SKU Shipped

140.500 sqm Warehousing 
area

5.8 milion Shippedboxes

ÅCustomized delivery

ÅLab service installations HW e SW

ÅCustomized boxes

ÅBoxes, pallet and document customization

ÅCustomized logistics services 

ÅCross docking

ÅPossibility of item pick up within 2 hours

MORE THAN
65K

#SKU on stock
(on average)

39.8 million ShippedItems

100.000 sqm
in Italy

40.500 sqm
in Spain

3PL logistics(wharehouseconsignment)
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#1 And Growing In A Growing Market

AllŘŀǘŀ ƛƴ aϵ - Source: Company estimatesbasedon Contextdata.
Conversion from Contextpanel sales to Total net distri sales assumingContextPanel represents90% of total consolidatednet distri sales.

3.042 3.217 3.571 3.945 

8.824 
10.084 

11.071 
11.751 

25,6%

24,2%
24,4%

25,1%

19,0%

20,0%

21,0%

22,0%

23,0%

24,0%

25,0%

26,0%

27,0%

0

2.000

4.000

6.000

8.000

10.000

12.000

14.000

16.000

18.000

2016A 2017A 2018A 2019A

ESPRINET SHARE ON TOTAL DISTRI SALES IN ITALY - SPAIN - PORTUGAL

Other Distri

Esprinet

Share

mm,u 81
mo,o 81

mp,r 81
mq,s 81
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Ranking South Europe

Sirmi- Channel Partner and company estimates

SALES 2 0 19 SHARE SALES 2 0 18 SHARE ITALY SPAIN PORTUGAL

Esprinet 3.945,3 25,1% 3.571,2 24,4% ω ω ω

Tech Data 2.763,0 17,6% 2.610,0 17,8% ω ω ω

Ingram Micro 1.890,0 12,0% 1.865,0 12,7% ω ω

Computer Gross 1.393,0 8,9% 1.211,0 8,3% ω

Arrow ECS 880,0 5,6% 793,1 5,4% ω ω

Attiva 428,7 2,7% 374,0 2,6% ω

Datamatic 385,7 2,5% 353,5 2,4% ω

MCR 375,0 2,4% 338,0 2,3% ω

CPCDI 330,0 2,1% 320,0 2,2% ω

Exclusive Networks 199,5 1,3% 176,7 1,2% ω ω

Brevi 183,0 1,2% 175,6 1,2% ω

GTI 179,9 1,1% 196,7 1,3% ω

Inforpor 164,7 1,0% 136,8 0,9% ω

JP Sa Couto 163,0 1,0% 150,0 1,0% ω

Depau 157,1 1,0% 132,9 0,9% ω

Globomatik 134,0 0,9% 130,0 0,9% ω

DMI 125,0 0,8% 115,0 0,8% ω

Cometa 98,5 0,6% 96,5 0,7% ω

Others 1.889,6 12,0% 1.890,1 12,9% ω ω ω

Totale 15.696,1 100% 14.642,5 100% ω ω ω
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Human Resources

819 498

575742

10.0 8.8

598 719

Average years of seniority 
in the company:

Male headcount
(45%)

Sales & Marketing Back Office

ITALY IBERIA

ITALY IBERIA

Femaleheadcount
(55%)

1.263
employees

1.317
employees2018

2019

Consolidated2018 end-yearfigures



THE INDUSTRY
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Go To Market: Technology

7.2bn *

IT CLIENTS

5.8bn *

ADVANCED
SOLUTIONS

29.5bn *

CONSUMER
ELECTRONICS

ÅPersonal computers

ÅIT Accessories

ÅMonitors

ÅOther peripherals

ÅHome storage

ÅServers

ÅStorage

ÅNetworking devices

ÅInfrastructuresw

ÅCybersecurity

ÅCloudsolutions

ÅTechservices

ÅVideosurveillance

ÅData capture

ÅCabling& Industrial IoT

ÅSmartphones

ÅTelevision

ÅAudio products

ÅVideo gaming

ÅToys

ÅPhoto-Video products

ÅWhite goods

ÅNavigation

ÅWearables

ÅElectric mobility

(*) Italy-Spain-Portugal 2019 end-user market data at estimateddistributor price ςSource: EITO & Euromonitor

ÅHome networking

ÅIT Clients sw

ÅPrinting & office solutions

ÅSupplies

ÅStationary products
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Go To Market: Suppliers

IT CLIENTS

ADVANCED
SOLUTIONS

CONSUMER
ELECTRONICS

The vendors displayed are just a selection aimedat representingthe product category
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Go To Market: Customers

ÅDealers

ÅPrinting specialists

ÅVARs

PROFESSIONAL
IT RESELLERS

SPECIALIZED
VERTICAL
CHANNELS

RETAILERS &
E-TAILERS

ÅSystem Integrators

ÅISV 

ÅTelcos

ÅElectrical contractors

ÅVideogame specialists

ÅStationary shops

ÅSpecialityRetailers

ÅSupermarkets

ÅE-tailers

ÅDepartment Stores

ÅConvenience Retailers

ÅDiscount Retailers

8.7bn *

0.9bn *

6.1bn *

ÅTelco specialists

ÅPhoto shops 

ÅFurniture specialists

(*) Italy-Spain-Portugal 2019 end-user market data at estimateddistributor price ςInternal comments by Esprinet S.p.A. on Data owned exclusively by GfK
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Size Of Addressable End User Market

EITO figuresfor IT Clients - Advanced Solutions & Smartphones - EUROMONITOR for other Consumer electronics
End-user consumptionconvertedto distri price assumingaverage 15% marginfor resellers/retailers

Conversion from Context panel sales to Total net distri sales assumingContext Panel represents90% of total consolidatednet distri sales
2020 end user market estimatesby EITO & Euromonitorasof March 2020

2020 distri sales estimatedusinga flat growth of 5% 

7.229 7.387 7.054 7.176 7.158

5.357 5.496 5.692 5.841 5.901

17.063 16.661 17.566
18.505 19.103

10.063 10.499
10.522

11.017
11.651

0

5.000

10.000

15.000

20.000

25.000

30.000

35.000

40.000

45.000

2016A 2017A 2018A 2019A 2020E

ITALY- SPAIN - PORTUGAL: TOTAL ICT SPENDING AT DISTRI PRICE

IT Clients Advanced Solutions Consumer Electronics (ex white goods) White goods

şťƨţǘ+ǝ40,0 +ǝ 40,8 +ǝ
42,5 +ǝ

43, 8 +ǝ
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Weight Of Distris On Addressed Market

EITO figuresfor IT Clients - Advanced Solutions & Smartphones - EUROMONITOR for other Consumer electronics
End-user consumptionconvertedto distri price assumingaverage 15% marginfor resellers/retailers

Conversion from Context panel sales to Total net distri sales assumingContext Panel represents90% of total consolidatednet distri sales
2020 end user market estimatesby EITO & Euromonitorasof March 2020

2020 distri sales estimatedusinga flat growth of 5% 

11.866
13.301

14.642
15.696 16.481

17.783
16.243

15.670
15.826

15.681

40,0%

45,0%

48,3%
49,8%

51,2%

0,0%
2,0%
4,0%
6,0%
8,0%
10,0%
12,0%
14,0%
16,0%
18,0%
20,0%
22,0%
24,0%
26,0%
28,0%
30,0%
32,0%
34,0%
36,0%
38,0%
40,0%
42,0%
44,0%
46,0%
48,0%
50,0%
52,0%
54,0%

0

5.000

10.000

15.000

20.000

25.000

30.000

35.000

2016A 2017A 2018A 2019A 2020E

ITALY- SPAIN - PORTUGAL: TOTAL ICT SPENDING AND SHARE OF 

DISTRIBUTORS (EX- WHITE GOODS)

ICT distributor sales Direct sales of ICT products (ex-white goods)

Share in ICT products (ex-white goods)
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Additional Opportunities In White Goods

EITO figuresfor IT Clients - Advanced Solutions & Smartphones - EUROMONITOR for other Consumer electronics
End-user consumptionconvertedto distri price assumingaverage 15% marginfor resellers/retailers

Conversion from Context panel sales to Total net distri sales assumingContext Panel represents90% of total consolidatednet distri sales
2020 end user market estimatesby EITO & Euromonitorasof March 2020

2020 distri sales estimatedusinga flat growth of 5% 

11.866 13.301 14.642 15.696 16.481

17.783 16.243
15.670

15.826 15.681

10.063
10.499

10.522
11.017

11.651
40,0%

45,0%

48,3%
49,8%

51,2%

0,0%
2,0%
4,0%
6,0%
8,0%
10,0%
12,0%
14,0%
16,0%
18,0%
20,0%
22,0%
24,0%
26,0%
28,0%
30,0%
32,0%
34,0%
36,0%
38,0%
40,0%
42,0%
44,0%
46,0%
48,0%
50,0%
52,0%
54,0%

0

5.000

10.000

15.000

20.000

25.000

30.000

35.000

40.000

45.000

50.000

2016A 2017A 2018A 2019A 2020E

ITALY- SPAIN - PORTUGAL: TOTAL ICT SPENDING AND SHARE OF 

DISTRIBUTORS (EX- WHITE GOODS)

ICT distributor sales Direct sales of ICT products (ex-white goods)

White goods Market Share in ICT products (ex-white goods)
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Why A Distributor

Future

Å! ǎƛƳƛƭŀǊ ǘǊŜƴŘ ǘƻǿŀǊŘǎ ŀ ά5ƛǎǘǊƛōǳǘƻǊ 
CǊƛŜƴŘƭȅέ ŜƴǾƛǊƻƴƳŜƴǘ ƛǎ ƴƻǿ ǳƴŘŜǊ 
development White Goods

Å«As a Service» models will require 
further more the capability of integrating 
in a single easy-to-use interface for 
resellers the Consumption models of 
multiple vendors

ICT Distribution share on total ICT addressable sales grew from 40,0% (2016)to 49.8% (2019) and is forecasted to grow furthermore (51.2% expected in 2020).

~åÕǘǏ®åĸǐǘßćĖǘtÕĢ¾èùÕĖĚǘ¾ĀÒǘ6- Tailer s
ÅάCǳƭŦƛƭƳŜƴǘ ŘŜŀƭǎέ ǿƛǘƘ ±ŜƴŘƻǊǎ ƻƴ ǘƻǇ ǎŜƭƭƛƴƎ ƛǘŜƳǎ
ÅCategory management for accessories
ÅHome delivery capabilities for White Goods and Large TVs
ÅE-Tailersuse Distributors as a one-stop-ǎƘƻǇǇƛƴƎ ŦƻǊ ǘƘŜ ά[ƻƴƎ ¢ŀƛƭέ ƻŦ ǇǊƻŘǳŎǘǎ

~åÕǘǏ®åĸǐǘßćĖǘ­ÕĀÒćĖĚǘ
ÅReduction of distribution fixed cost
ÅBuffering stock
ÅCredit lines & Credit collection capabilities
ÅMarketing capability
ÅNeed of an aggregator of their products into complex multi-vendor solutions

~åÕǘǏ®åĸǐǘßćĖǘtÕĚÕùùÕĖĚ
ÅOutsourcing of warehousing and shipping on their behalf
ÅOne-stop-information gathering point
ÅOne-stop-shopping opportunity
ÅEasiness of doing business against dealing directly with vendors
ÅNo minimum quantity needed to be a valued partner
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The Journey From Analog To Digital

ÅThe End-user market is offering unprecedented 
opportunities of growth

Å5G introduction will be a game changer for multiple 
industries paving the way to new requests from both 
companies, governments and people

ÅThe ICT industry will expand into new areas of business 
creating the need for players which can aggregate in an 
effective and efficient way multiple technologies and 
products

ÅThe cost structure of distributors and the inherent 
flexibility demonstrated in years of adaptation to the 
changes in the market will offer usa unique opportunity 
of capitalizing these evolutions of the market
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Inventory Risk Mitigants

«Stock Protection Clause»

ÅA typical contractual clause provided by the vast majority of Vendors in which they assume the risk of inventory 
devaluation arising from purchase list price reductions planned by the Vendor itself.

ÅDuring a contractual period which typically spans from 30 up to 60 days, the Vendor undertakes to reimburse, by issuing 
so called «Stock Protection Credit Notes», the loss of stock value incurred by the Distributor on the products in stock in 
the moment the same products are made available for purchase by the Vendor at a new, lower, purchase list price.

«Fulfilment deals stock protection»

ÅVendors sometimes ask Distributors to act as providers of invoicing, credit collection and logistic fulfilment capabilities 
on sales negotiated directly by the Vendor with a Retailer or a Corporate Reseller. In this case, the Vendor might allow 
the Distributor to purchase products based on a sales forecast agreed upon between the Vendor and the 
Retailer/Corporate Reseller. When this kind of sales agreement happens, the Vendor might guarantee the Distributor, 
either contractually or customarily, that those products will be sold with a predefined margin, essentially shielding the 
Distributor from the inventory risks that might arise from the need of reducing the sales price or disposing of unsold 
products.

«Stock Rotation Clause»

ÅOn specific product categories, i.e. software or pre-packaged services, Vendors sometimes provide «Stock Rotation 
Clauses». These are contractual agreements under which the Distributor is periodically allowed to ship back obsolete 
stock in exchange of new products of similar value.


