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If you want to be successful 
with your vacation rental business, 
you will work with HomeToGo.

Dreamlike Vacation Rental (Krakow am See, Mecklenburg-Vorpommern)



The fragmented vacation rental market 
consists of 100.000s of different websites and suppliers
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A pain for travelers
to find the right place to stay

A pain for suppliers 
lacking access to the right demand, 
standards, technology and data
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We solve key pain points for the entire supply side

Property managersOnline travel agencies (OTA) Hosts

Access to highly attractive domestic and international travelers beyond own marketing and retention activities

Use software solutions like property 
or channel management Use software solutions to list, 

operate or distribute
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Access to highly attractive domestic and international travelers beyond own marketing and retention activities

Use software solutions like property 
or channel management

More bookings, and can 
leverage HomeToGo’s 

technology

Enable online market 
access via software solutions

Incremental customers,
supply and data

Get supply + better data 
around prices and availabilities

Benefit from features and infrastructure such as payment, image beautification, 
natural language processing or customer service teams
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WE AMAZE
OUR PARTNERS…



Offering a highly attractive customer base 

High average 
basket sizes

With an average stay length of 
7 days and resulting high basket 
size for Onsite bookings, we 
present an attractive channel 
for our Partners to ensure high 
revenues with low effort

Long booking 
windows 

Average booking windows 
beyond 90 days allow our 
Partners to plan ahead and 
give occupancy security 

Attractive 
customer group

HomeToGo travelers show an 
opportunity for high 
purchasing power with more 
than 70% of travelers being 
older than 35 years* and 
more than 40% of bookings 
being non-domestic
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Partners lead the guest 
experience and 
communication

Partners own the 
cancellation policies

Partners have access to 
hassle-free bookings

The team at HomeToGo seamlessly 
matches our motivational drive for 
delivering strong, high quality results 
while collaborating with utmost 
mutual respect. 

The entire HomeToGo team provides 
adaptable and dedicated support - 
from tailored cancellation policies to 
direct guest communication. Most 
importantly, HomeToGo is acting as a 
true partner. 

HomeToGo’s ambition to never stop 
improving our tech setup has been 
remarkable and definitely 
instrumental all along the way. Skills, 
creativity and a flexible approach are 
key even when it comes to an API 
connection. 
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We cater to our Partners’ needs and have developed 
into an integral part of their business

Steve Milo, CEO Hans van Os, Director Partner 
Connectivity

Michael Figlestahler, MD
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With a growing and diversifying Partner base we are, despite 
volatile markets, constantly increasing our Take Rate

Number of 
Partners

Average 
Take Rate

+200%

+50%

9.4%

6.2%
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2019 2020 2021 2022
Q3 YTD

20k

30k

40k

60K

Since 2019 (pre-pandemic): 

   1

15 million+ offers
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…AND OUR PARTNERS 
AMAZE OUR TRAVELERS…



House in Sicily (Santa Maria del Focallo, Sicily)

…to dream of… 
   1
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…a home to go_    1
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…with an amazing value for money around the world

Croatia

Austria

Hawaii Germany

Italy

Norway

   1
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Whether you
go GLAMPING

   1
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Want to sit on 
a THRONE

   1
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Or simply want 
to be AWAY

   1



We are not dependent on large Partners - our amazing 
accommodations come from a variety of Partners

23%
*This view of unique inventory considers the inventory of our largest three aggregators as coming from a single 
grouped entity and looks weighted by impressions at the uniqueness of their grouped inventory. 
Source: Internal data (Jan. 2022 - Sep. 2022)CMD 2022 - Supply/Partner Deep Dive

Share of unique inventory of our three largest Partners* 

Global

Unique Partner 
inventory 21%

Croatia

Unique Partner 
inventory 8.7%

   1
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Small providers have the most 
valuable accommodation selection
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Our champion 2022:
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House in Port d’Andratx (Mallorca, Spain)
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TECHNOLOGY 
POWERING OUR PARTNERS
on the marketplace
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Enriching offer information that make Partners attractive and 
successful using in-house machine learning algorithms

State of the art image enrichment and analysis

Increase image 
attractiveness and quality

Object detection for 
accurate amenities

Selecting right inventory 
by de-duplication
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“Itaca 
043R_200sqm_3P_B_villa”

Sauna

Beach (100m)

Original input text as titles and 
description from providers

Identify and 
enrich amenities

Generate meaningful 
offer titles

Sustainability
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Natural language processing (NLP) based text analysis

Being able to extract information from various sources to 
enhance the completeness and attractiveness for customers

“Spacious villa by the 
beach side”

“Property ID: 4.5150.3”

“Condo (8888_The_Springs)”

“The famous, wide beach of 
Travemünde-Priwall is located 
just 100 metres from these 
homes. The highlight of these 
holiday homes are the large 
bathrooms and a sauna”

“Four people can sit here at the 
big table and listen to the sea.  
The apartment is supplied with 
100% electricity from 
renewable energy sources”
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Our solutions and continuous efforts are constantly 
growing our and our Partners’ success

Partner switches 
to HomeToGo 
Onsite booking

90x

50x bookings growth
compared to Q1 2017

90x bookings growth
compared to Q1 2017

50x 140x

140x bookings growth
compared to Q1 2017
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Number of bookings 
placed with the Partner

2017 Q1 2018 Q1 2020 Q1 2022
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Partners continue to strengthen their relationships with us 
to benefit from a quickly increasing Onsite Booking Share
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Onsite Booking Revenues 
Share trend*

Many metasearch sites over the years 
have tried these types of facilitated 
bookings for partner airlines and hotels, 
but with a few exceptions, such as 
HomeToGo in Germany, this type of 
feature has been waning for years. 

Skift (2022)
30,117

63,385

2019 2020 2021 2022
Q3 YTD

25%
29%

40%

52%

*Booking Revenues net of Subscriptions & Services
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PARTNER SOLUTIONS 
around our marketplace
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We are providing innovative solutions around our marketplace to 
enable growth for the entire alternative accommodation industry 
becoming its operating system

An all-in-one SaaS solution to connect self-service 
focused hosts more easily to demand channels, thus 
increase data quality for connected demand channels

Tech, data and supply solutions 
for the supply side incl. our Partners

1. Utilizing the technology solutions 
of our marketplace and making
 them accessible externally

2. Developing and integrating new 
solutions for the supply side around 
our marketplace (also via M&A)

3. Combining native marketplace 
technology and new solutions
to multiply impact and effect Leveraging HomeToGo’s scaled marketplace tech & 

data, e.g. for whitelabels today, or yield management, 
inventory enrichment, etc. in the future

Property management system (PMS) for agencies + 
solution for destinations focused on the DACH market, 
also supporting multi-channel inventory distribution

Examples
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2019 2020 2021 2022
Q3 YTD 

+88% vs 2021FY
+165% vs 2021 Q3 YTD

€0M

€5M

€10M

€15M

€20M

Revenues Growth %
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Our Partner solutions drive strong growth in Subscription & 
Services IFRS Revenues - in line with our financial strategy

Scaling of Subscription 
& Services
in % share of IFRS Revenues

2018 2020 2022
Q3 YTD

2.1%

9.6%

13.1%

63,3
85

+66%

+39%
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Rule of 40

Q3 2022

 64%

Overview via central cockpit  
incl. guest communication

Click-and-build own 
website easily

Synchronise data 
like prices & availabilities 

An all-in-one SaaS solution to connect self-service focused hosts more 
easily to our Partners – enabling the whole supply side to be more successful.

*The KPI refers to September 202226 CMD 2022 - Supply/Partner Deep Dive

MRR
YoY Growth  +94%

Magic Number

 1.04

DBNER*

148%
NRR*

130%

When we add solutions, we focus on companies 
with healthy business fundamentals 
and scale them further

Strong reputation as software 
and integration partner 
loved by customers

Acquired Mar 2021
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Our Partner solutions resonate well with our Partners

Daniel Hanemann - VR Owner 
(Kulmbach, DE)

I tried Smoobu, as I wanted to solve 
some of my scheduling problems 
between the different platforms. After 
the free trial I realised that some of 
the other features are super useful for 
me as well. The guest guide is a big 
hit with my guests and gives the 
opportunity to highlight a lot of things 
around my properties and the area 
around it. Very happy i got smoobu 
as it makes my life a lot easier.

I am 58 years old and deep down I 
have had several professions. I 
started studying nursing, then I went 
to the publishing house, to the 
publishing world and now we are at 
an impasse, well, an impasse in a 
boat rental and then the adventure of 
a rural house. Bookings usually come 
either by EscapadaRural or directly 
from the web, basically. 

Miriam Carles - Casa Rural
(Mas Baié, ES)

Poggio degli Ulivi
(Perugia, IT)

Kerstin Ahrens - VR Agent
(Butjadingen, DE)

Since January 2020, I have been 
marketing my properties through 
SECRA. The booking volume has 
increased by over 30% - despite 
the difficult time. If the company 
continues to be there for the 
customers in such a professional 
and personal way, it's a win-win for 
everyone. And this is my wish for the 
future: that everything stays this way. 
It doesn't really get any better than 
this.
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Agriturismo.it helped us in many 
ways: to improve our image, to have a 
good presentation…and it helped us 
with their technical support. I've been 
working with Agriturismo.it for 15 
years now and it really is my 
reference point. 90% of the guests 
arrive thanks to Agriturismo.it. 
Agriturismo.it has been a turning 
point for me since I started working 
with them…and I sincerely 
recommend it, yes!

   3
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We have solutions for a large and fragmented market, 
from amazing customers to advanced software solutions01

02 We never stop getting better!
We grow in Partners, grow in Take Rate, grow in Onsite

03

04

We are vastly independent from large providers and 
provide amazing and inspiring accommodations that are 
good value for money

05

Our Partner solutions and therewith Subscription & 
Services revenues profitably grow with great resonance 
from all our Partners

X

Key takeaways Partner
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Disclaimer
Forward-Looking Statements
This Presentation contains certain forward-looking statements, including statements regarding HomeToGo’s future business and financial performance. These forward-looking 
statements generally are identified by the words “believe,” “project,” “expect,” “anticipate,” “estimate,” “intend,” “strategy,” “future,” “opportunity,” “plan,” “may,” “should,” “will,” “would,” 
“will be,” “will continue,” “will likely result,” and similar expressions. These forward-looking statements reflect, at the time made, HomeToGo’s beliefs, intentions and current targets/aims 
concerning, among other things, HomeToGo’s results of operations, financial condition, liquidity, prospects, growth and strategies. Forward-looking statements include statements 
regarding: objectives, goals, strategies, outlook and growth prospects; future plans, events or performance and potential for future growth; liquidity, capital resources and capital 
expenditures; economic outlook and industry trends; developments of HomeToGo’s markets; the impact of regulatory initiatives; and the strength of HomeToGo’s competitors. 
Forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances that may or may not occur in the future. The forward-looking 
statements in the Presentation are based upon various assumptions, many of which are based, in turn, upon further assumptions, including without limitation, management’s 
examination of historical operating trends, data contained in HomeToGo’s records and other data available from third parties. Although HomeToGo believes that these assumptions 
were reasonable when made, these assumptions are inherently subject to significant known and unknown risks, uncertainties, contingencies and other important factors which are 
difficult or impossible to predict and are beyond its control. Forward-looking statements are not guarantees of future performance and such risks, uncertainties, contingencies and 
other important factors could cause the actual outcomes and the results of operations, financial condition and liquidity of HomeToGo or the industry to differ materially from those 
results expressed or implied in the Presentation by such forward-looking statements. No representation or warranty is made that any of these forward-looking statements or forecasts 
will come to pass or that any forecast result will be achieved. Undue influence should not be given to, and no reliance should be placed on, any forward-looking statement. No 
statement in the Presentation is intended to be nor may be construed as a profit forecast. It is up to the recipient to make its own assessment of the validity of any forward-looking 
statements and assumptions. No liability whatsoever is accepted by HomeToGo or any of HomeToGo’s Representatives or any other person in respect of the achievement of such 
forward-looking statements and assumptions.

Use of Non-IFRS Measures
The Presentation includes certain financial measures (including on a forward-looking basis) that have not been prepared in accordance with International Financial Reporting 
Standards as adopted by the International Accounting Standards Board (“IFRS”). These non-IFRS measures are an addition, and not a substitute for or superior to, measures of financial 
performance prepared in accordance with IFRS and should not be considered as an alternative to net income, operating income or any other performance measures derived in 
accordance with IFRS. HomeToGo believes that these non-IFRS measures of financial results (including on a forward-looking basis) provide useful supplemental information to 
investors about HomeToGo. These projections are for illustrative purposes and should not be relied upon as being necessarily indicative of future results. Metrics that are considered 
non-IFRS financial measures are presented on a non-IFRS basis without reconciliations of such forward looking non-IFRS measures due to the inherent difficulty in forecasting and 
quantifying certain amounts that are necessary for such reconciliation. They are subject to inherent limitations as they reflect the exercise of judgments by management about which 
expenses and income are excluded and included in determining these non-IFRS financial measures. In order to compensate for these limitations, management presents non-IFRS 
financial measures in connection with IFRS results. In addition, other companies may calculate non-IFRS measures differently, or may use other measures to calculate their financial 
performance, and therefore, HomeToGo’s non-IFRS measures may not be directly comparable to similarly titled measures of other companies.

Financial Information
This Presentation contains unaudited financial information for HomeToGo, which may be subject to change.


