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Safe Harbor Statement

This presentation contains ñforward-lookingò statements that are based on our managementôs beliefs and assumptions and on information 

currently available to management. Forward-looking statements include information concerning our possible or assumed future results of 

operations, business strategies, financing plans, projections, competitive position, industry environment, potential growth opportunities, 

potential market opportunities and the effects of competition. 

Forward-looking statements include all statements that are not historical facts and can be identified by terms such as ñanticipates,ò 

ñbelieves,ò ñcould,ò ñseeks,ò ñestimates,ò ñintends,ò ñmay,ò ñplans,ò ñpotential,ò ñpredicts,ò ñprojects,ò ñshould,ò ñwill,ò ñwouldò or similar 

expressions and the negatives of those terms. Forward-looking statements involve known and unknown risks, uncertainties and other 

factors that may cause our actual results, performance or achievements to be materially different from any future results, performance or 

achievements expressed or implied by the forward-looking statements. Forward-looking statements represent our managementôs beliefs and 

assumptions only as of the date of this presentation. You should read the Companyôs most recent Annual Report as filed on Form 10-K, on 

February 29, 2016, including the Risk Factors set forth therein and the exhibits thereto, completely and with the understanding that our 

actual future results may be materially different from what we expect. Except as required by law, we assume no obligation to update these 

forward-looking statements publicly, or to update the reasons actual results could differ materially from those anticipated in the forward-

looking statements, even if new information becomes available in the future.

This presentation includes certain non-GAAP financial measures as defined by SEC rules. As required by Regulation G, we have provided a 

reconciliation of those measures to the most directly comparable GAAP measures, which is available in the Appendix slides to todayôs 

ñFinancial Updateò presentation. In addition, certain financial information contained herein with respect to years ended prior to December 31, 

2013 has been derived from our audited consolidated financial statements that were prepared in accordance with IFRS and presented in 

Euros. Financial information contained herein with respect to quarterly periods has been derived from our unaudited condensed

consolidated financial statements.
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We have had a solid track-record since IPO

1 We define Revenue ex-TAC as our revenue excluding traffic acquisition costs, or TAC, generated over the applicable measurement period. Revenue ex-TAC is not a measure calculated in accordance with 
U.S. GAAP. Please see the Appendices for a reconciliation of Revenue ex-TAC to Revenue, the most directly comparable GAAP measure.
2 We define Adjusted EBITDA as our consolidated earnings before financial income (expense), income taxes, depreciation and amortization, adjusted to eliminate the impact of equity awards compensation 
expense, pension service costs, acquisition-related costs and deferred price consideration. Adjusted EBITDA is not a measure calculated in accordance with U.S. GAAP. Please see the Appendices for a 
reconciliation of Adjusted EBITDA to net income, the most directly comparable GAAP measure.

Revenue ex-TAC1 ($M) Adjusted EBITDA2 ($M)

+51%

CAGR
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growth
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Our model is differentiated, efficient and scalable

Direct model driving 

elastic demand

Sustainable 

gross margin

Profitable 

with significant 

operating leverage

Highly 

capital efficient 

& cash generating
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Our business model has unique attributes

1 On average over the last four quarters through Q2 2016
2 Last twelve months to Q2 2016
3 On average over the last 20 quarters through Q2 2016
4 On average over the last four quarters through Q2 2016. Represents uncapped budgets of our clients, which are either contractually uncapped or so large that the budget constraint does not restrict ad buys

75%+
Direct relationships 

with clients2

800+
Net client additions 

per quarter1

90%+
Client retention rate3

77%
Of Revenue ex-TAC from 

uncapped budgets4

Differentiated 

in Performance Marketing

Attractive Direct

Sticky Elastic Demand
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Very consistent spending pattern by client cohorté

We drive consistent increase in client spend

Revenue per client cohort (US$)

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2

Q1 2010 Q2 2010 Q3 2010 Q4 2010 Q1 2011 Q2 2011 Q3 2011

Q4 2011 Q1 2012 Q2 2012 Q3 2012 Q4 2012 Q1 2013 Q2 2013

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014 Q4 2014 Q1 2015

Q2 2015 Q3 2015 Q4 2015 Q1 2016 Q2 2016

éDriving increasing business from 
existing clients

Q3
2013

Q4
2013

Q1
2014

Q2
2014

Q3
2014

Q4
2014

Q1
2015

Q2
2015

Q3
2015

Q4
2015

Q1
2016

Q2
2016

+20%*Revenue ex-TAC from exiting live client (US$)

* +20% YoY growth at constant currency in Q2 2016
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Q30Q29Q28Q27Q26Q25Q24Q23Q22Q21Q20Q19Q18Q17Q16Q15Q14Q13Q12Q11Q10Q9Q8Q7Q6Q5Q4Q3Q2Q1

France US Japan Germany UK

Quarterly Revenue ex-TAC 
since launch in major markets ($M)

Our model is highly replicable across all markets
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41% 41% 40%
41% 40% 41% 40% 40% 41% 41%

We optimize our margin to create sustainable value across the ecosystem

ÅMaximize liquidity and 
scale on our platform

Strategic 

objective

Drive 

long-term 

benefits

Maximize 

absolute 

Revenue ex-TAC 

opportunity 

for Criteo

ÅMaximize value for 
advertisers and publishers

ÅMaximize network effects 
and competitive position for 
Criteo

ÅSet optimal margin

MIN MAX

86
92

103

122 118 122
134

160 162 166

Q1 2014 Q2 2014 Q3 2014 Q4 2014 Q1 2015 Q2 2015 Q3 2015 Q4 2015 Q1 2016 Q2 2016

Very 

consistent 

margin 

since IPO

Revenue ex-Tac as % of 

Revenue
Revenue ex-Tac
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We generate significant profitability while investing

Adjusted EBITDA1 margin (% of Revenue) 

and Non-GAAP operating expenses2 ($M)
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Non-GAAP operating expenses Adjusted EBITDA margin (% Rev)

1 We define Adjusted EBITDA as our consolidated earnings before financial income (expense), income taxes, depreciation and amortization, adjusted to eliminate the impact of equity 
awards compensation expense, pension service costs, acquisition-related costs and deferred price consideration. Adjusted EBITDA is not a measure calculated in accordance with U.S. 
GAAP. Please see the Appendices for a reconciliation of Adjusted EBITDA to net income, the most directly comparable GAAP measure.
2 We define Non-GAAP Operating Expenses as our operating expenses, excluding the impact of equity awards compensation expense, pension service costs, depreciation and 
amortization, acquisition-related costs and deferred price consideration.
3  GAAP Operating margin corresponds to Income from Operations as a percentage of Revenue.
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We have significant drivers of operating leverage

Technology 

innovation

Broader

supply

Upselling incremental 

products and channels

Operating excellence 

and productivity

Always-on spending Uncapped budgets
Levers driving additional spend 

at limited incremental costs

Powered by a combination of
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Technology Innovation

New Supply

Technology and new supply are powerful levers

Revenue ex-TAC uplift (%)

Conversion Optimization

+20% uplift

Dynamic Creative Optimization

+10% uplift

+8% uplift
Revenue Optimization 

+6% uplift
RTB integration improvement

+36% uplift 
in Japan

+5% uplift 
globally

+10% uplift

Native

+3% uplift

Some significant examples over timeé

Note: the uplift in Revenue ex-TAC from technology innovation corresponds to the increase in Revenue ex-TAC for Criteo on a representative sample of clients, where clients use the 

corresponding new Engine feature on 50% of their user pool and do not use the corresponding new Engine feature on the other 50% of their user pool, pursuant to a proven 50/50 A/B 

test methodology. The uplift in Revenue ex-TAC from new sources of inventory supply and new channels corresponds to the increase in Revenue ex-TAC for Criteo on a representative 

sample of clients, comparing the Revenue ex-TAC generated from those clients before and after the introduction of such new source of inventory supply or new channel.



12 |  Copyright © 2016 Criteo

200

350

500

Q2 2013 Q2 2014 Q2 2015 Q2 2016

Germany

Our model improves productivity across markets
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Tier 1 Revenue ex-TAC/Sales + Account Strategist Headcount (in K$)
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We drive a culture of profitable growth and P&L accountability across our regions

Revenue

TAC

Revenue ex-TAC

Cost of Sales

Gross Profit

Direct Opex

(people, facilities, 3rd-party  services, marketing, other)

Direct Operating Contribution

Indirect Opex (facilities, internal IT)

Allocated Regional S&O

Regional Operating Contribution

Chief Revenue Officer

Mollie Spilman

Americas EMEA APAC

Midmarket
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Unit economics per client (in US$)  ïLast 12 months to Q2 2016

Midmarket economics are favorable

Tier 1 Midmarket

Revenue per client 229,000 64,000

Traffic Acquisition Costs per client 135,000 38,000

Revenue ex-TAC per client 94,000 26,000

Cost of sales per client 6,200 1,400

Direct opex per client 18,800 7,400

Direct operating contribution per client* 69,000 17,200

Direct operating contribution margin per client** 30% 27%

* Non-GAAP metric 

** As % of revenue 
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Direct operating contribution by region (% of Revenue) ïLast 12 months to Q2 2016

Midmarket profitability is fast approaching Tier 1 levels

Direct

operating 

contribution 

margin

Years after 

market entry

APAC

Tier-1

Americas

Tier-1

EMEA

Tier-1EMEA 

midmarket

Americas 

midmarket

APAC

midmarket
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We have further sources of leverage in G&A

Å
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Org & Processes

Systems


