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~USD 12BN
MARKET OPPORTUNITY



2023 2028

12BN

24BN
Increasing online penetration

Increasing SaaS adoption

Stable prices due to constant innovation

…BASED ON STRONG DRIVERS

A global opportunity that is strongly growing
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DOUBLE DIGITS… 

15%
CAGR



Home & Living
10%
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Player2VerticalCustomer sizeGeographyBusiness model

INCUMBENTS –
BUILT ON MONOLITHS
• Lack of flexibility

• Inferior user and developer 
experience

• Lack of innovation

CURRENTLY SERVED AVAILABLE MARKET (SAM)

USD 5.2BN in 2023

12.0 7.2 6.1 5.2 5.2

B2C
60%

B2B
40%

North 
America

60%

Europe
25%

Other
15%

SMB
15%

Enterprise1

85%

Fashion
30%

Electronics
30%

Beauty
10%

Other
20%

Incumbents
80%

Challengers
20%

1. Defined as e-commerce revenue >EUR 30m; 2. Based on internal analysis; Incumbents: platform development started before 2005; Challengers: platform development started after 2005

SCAYLE addresses a market of USD 5.2BN with its 
offering
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1. B2C Enterprise, Europe and North America
Note: Accessible per year implies that a prospect is actively looking for a SaaS solution; prospect might decide to stay existing solution or defer decision 

~7% are currently in the market for replatforming

REGION CURRENT FOCUS MARKET1, USD m ACCESSIBLE PER YEAR, USD m 

Germany

UK

Rest of Europe

North America

Total

~290

~400

~810

~3,700

~5,200

~20

~30

~60

~260

~365

~7% 
accessible

annually



Overcoming post-covid budget constraints
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Key drivers will increase number of replatformings

>10%
Future

7%
Today

Overcoming capacity constraints

Re-focus on growth

MARKET DRIVERS INCREASING SHARE OF REPLATFORMINGS
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SCAYLE secured 40% of the accessible B2C digital 
commerce market in Germany in 2023

Continue to 
penetrate the 

German market 
and expand globally 

from a strong position 
in Germany

~40%

SCAYLE's market share of 
accessible market for FY 23/24
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LARGEST
MARKETS
Focus on the largest 
markets for Digital 
Commerce Software

ENTERPRISE
FOCUS
Focus on large B2C 
enterprise retailers 
and brands

LEAD 
GENERATION
Leverage unique positioning 
to drive awareness and 
consideration

LEAD 
CONVERSION
Lean on a unique talent 
pool and a proven process, 
tailored for strategic deals

Cornerstones of the go-to-market strategy
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USA
Early days

UK
High traction following 

lighthouse wins

REST OF EUROPE
Selected presence, 
leveraging DE and 

UK success

GERMANY
#1 in B2C enterprise 

digital commerce

Strong focus on the largest markets for digital 
commerce software

1 | Largest markets
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B2C enterprise-
level commerce

Multi-company 
and multi-brand

Omnichannel 
distribution

International 
footprint

LIFE-
STYLE

FASHION

RETAIL

Focus on B2C enterprise brands and retailers 

Target segment Selected SCAYLE customers

2 | Enterprise focus



33%

25%

22%

15%

5%

11

Multi-channel, supported by CRM and AI tools

PARTNERSHIPS

System integrators, independent software vendors

ANALYST RELATIONS

Gartner, Forrester, IDC 

MARKETING

Organic, paid social, events, PR, ABM, market influencers

INBOUND AND SCAYLE REFERRALS

Requests, customer referrals, network 

Driving awareness and consideration across 
channels

Lead generation channels Share of leads generated

DIRECT OUTREACH

3 | Lead generation
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Marketing focuses on various channels

PAID SOCIAL: ENTERPRISE 
EVOLUTIONS CAMPAIGN

EVENTS: SHOPTALK 
VEGAS / K5 BERLIN

ABM: LEVERAGING 
AI TOOLS

3 | Lead generation



Sitecore
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Infosys

Virto 
Commerce

Commerce Layer
VTEX

commercetools

Intershop

Nacelle
Spryker

Inveon

Akinon

fabric

Comviva

HCLSoftware

Salesforce
Shopify

SAP

Adobe

Optimizely

BigCommerce

Elastic Path

Kibo

Major Players

Contenders

Participants

Leaders

C
ap

ab
ili

tie
s

Strategies

STRENGTHS HIGHLIGHTED 
BY IDC

A | Enterprise B2C focus 
Tailored for commerce professionals, addressing modern digital commerce needs

B | Precomposed commerce architecture
SCAYLE has a flexible architecture with modular, pre-integrated core services and 
additional modules that customers can purchase à la carte

C | Flexible merchandising
SCAYLE features a PIM module with a robust feature set and flexible product data 
model

D | Go-based API for enhanced performance
SCAYLE switched from PHP to Go for its front-end API, leading to a 60% speed 
improvement

IDC: Worldwide Enterprise Headless 
Digital Commerce Platforms (2024)

Analysts recognize SCAYLE's strengths

Source: IDC Marketscape for Worldwide Enterprise Headless Digital Commerce Platforms, 2024

3 | Lead generation
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Granular business case outlining how the club 
can increase e-commerce GMV 

BUSINESS CASE 

Six-week PoC, including frontend 
development and backend configuration 

PROOF OF CONCEPT 

Tailoring the process for strategic deals

EXAMPLE: MANCHESTER UNITED EXAMPLE: MISTER SPEX

4 | Lead conversion
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• Lean team, strong HQ support

• Limited marketing investment

• Focus on securing first reference customers 
via direct sales channel

• Full standalone on-the-ground sales team

• Increased invest across channels

• Focus on rapidly expanding customer base 
across channels

1 | TEST & LEARN 2 | ACCELERATION 3 | MATURITY

• Next to sales also local key account 
management team

• Stable investment across channels

• Focus on maintaining leadership position by 
adding new customers and preventing churn

1-3 years

~2-3 years

Ongoing

US Nordics UK Germany
Examples

BeNeLux

Regional expansion along three stages
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2 | ACCELERATION1 | TEST & LEARN

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
FY 23/24 FY 24/25

Q4 24/25 UK break-even1

on a run-rate basis given large enterprise wins

Country Manager + 
BDR hired 

+ Solution Consultant
+ Partner Manager

+ Sales Manager

Manchester 
United go-live

Harrods
go-live

Team

Wins and go-lives

Test & learn phase successfully completed in UK

1. Break-even after allocation of COGS and sales & marketing costs, and prior to allocation of core development and admin costs

Deep dive UK



SELECTIVE CONVERSATIONS E-COMMERCE GMV 

1

3

4

5

6

USD 3.2bn

USD 1.2bn

USD 0.8bn

USD 0.5bn

USD 0.2bn

USD 2.0bn2
• Test & learn phase launched in March 2024

• Established own legal entity SCAYLE Inc. 

• Made product and tech ready for the US 

• Started to build local team 

CURRENT SETUP

Setup established in the US to win first customers 
in the largest global software market 

17
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USA is
#1 growth 
initiative 
for FY 25/26

SIGNIFICANTLY MORE 
CHALLENGING TO GAIN BRAND 

AWARENESS AND CONSIDERATION 
VS EUROPEAN MARKETS 

CONSIDERATION OF ALL 
POSSIBLE LEVERS TO 

GAIN FURTHER TRACTION
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Key messages

USD 12BN OPPORTUNITY 
with double-digit growth, 
and early stages of major 

replatformings

CLEAR FOCUS
on large enterprises

and countries

PROVEN TACTICS
to win large deals across 

markets
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IMPORTANT: Please read the following before continuing. The following applies to this document, which has been prepared by ABOUT YOU Holding SE (the “Company” and together with its
consolidated subsidiaries, the “Group”) for use in an oral and, if any, video presentation of the information in this document by the Company, and any material distributed in connection with this
presentation (collectively, the “Information”), each of which should be considered together and not taken out of context.

The Information does not constitute a recommendation regarding any loans or securities of or investments in the Company or any other member of the Group. Further, it should not be treated as giving
investment, legal, accounting, regulatory, taxation or other advice and recipients should each make their own evaluation of the Company and of the relevance and adequacy of the information contained
herein. This document is not, and should not be construed as, a prospectus or offering document, and has not been reviewed or approved by any regulatory or supervisory authority. The Information does
not constitute or form part of, and should not be construed as an offer for sale or subscription of or a solicitation or invitation of any offer to subscribe for or purchase any loans or securities of or make an
investment in the Company or any other member of the Group or any other entity in any jurisdiction, and nothing contained therein shall form the basis of or be relied on in connection with any contract or
commitment whatsoever, in particular, it must not be used in making any investment decision. Any potential offer of securities of the Company or any of its affiliates would be based on a prospectus or
offering circular prepared for that purpose and published by the Company in final form, which would include financial information for the Company and its affiliates, risk factors associated with investing
in the Company and other material disclosures. The securities placed in connection with the listing of the Company have already been sold as part of a private placement.

No representation, warranty or undertaking, express or implied, is made by the Company or any of the Company's affiliates or directors, officers, employees or agents (“Representatives”) or any other
person as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein or any other statement made or purported to
be made in connection with the Company or the Group, for any purpose whatsoever, including but not limited to any investment considerations. No responsibility, obligation or liability whatsoever,
whether arising in tort, contract or otherwise, is or will be accepted by the Company or any of its respective Representatives or any other person for any loss, cost or damage howsoever arising from any
use of the Information, or for information or opinions or for any errors, omissions or misstatements contained therein or otherwise arising in connection therewith.

None of the Company or any of its Representatives or any other person undertakes any obligation to provide the attendee or recipient with access to any additional information or to update the
Information or to correct any inaccuracies in any such Information, including any financial data or forward-looking statements. The Information should be considered in the context of the circumstances
prevailing at the time and has not been, andwill not be, updated to reflect material developments whichmay occur after the date thereof.

The Information may constitute or include forward-looking statements. Forward-looking statements are statements that are not historical facts and may be identified by words such as “plans”, “targets”,
“aims”, “believes”, “expects”, “anticipates”, “intends”, “estimates”, “will”, “may”, “continues”, “should” and similar expressions. These forward-looking statements reflect, at the time made, the Company's
beliefs, intentions and current targets/aims concerning, among other things, the Company's or the Group'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; lease-up potentials;
economic outlook and industry trends; developments of the Company's or the Group's markets; the impact of regulatory initiatives; and the strength of the Company's or any other member of the Group'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 Information 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 the Company's records (and those of other members of the Group) and other data available from third parties. Although the Company 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 the Company's control.

Disclaimer (1/2)
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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 the Company and other members of the Group or the industry to differ materially from those results expressed or implied in the Information by such
forward-looking statements. No assurances can be given that the forward-looking statements will be realized. The forward-looking statements speak only as of the date of this document. The Company
expressly disclaims any obligation or undertaking to release any updates or revisions to any forward-looking statements to reflect any change in the Company's expectations with regard thereto or any
changes in events, conditions or circumstances on which any forward-looking statements are based, except as otherwise required by law. 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.

To the extent available, the industry, market and competitive position data contained in the Information (if any) come from official or third party sources. Third party industry publications, studies and
surveys generally state that the data contained therein have been obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data. While the
Company believes that each of these publications, studies and surveys has been prepared by a reputable source, none of the Company or any of its Representatives has independently verified the data
contained therein. You are therefore cautioned not to give undue weight to third party data. In addition, certain of the industry, market and competitive position data contained in the Information come
from the Company's own internal research and estimates based on the knowledge and experience of the Company's management in the markets in which the Company and the other members of the
Group operate. While the Company believes that such research and estimates are reasonable, they, and their underlying methodology and assumptions, have not been verified by any independent
source for accuracy or completeness and are subject to change and correction without notice. Accordingly, reliance should not be placed on any of the industry, market or competitive position data
contained in the Information.

The Company does not expect or intend to register any securities that it may offer under the U.S. Securities Act of 1933, as amended (the “Securities Act”), or to conduct a public offering of any securities
in the United States, and the securities of the Company have not been and will not be registered under the Securities Act and any such securities may not be offered or sold in the United States absent
registration under the Securities Act or an available exemption from it. Any public offering of such securities in the United States would require the publication of a prospectus by the Company containing
detailed information about the Company and its management, as well as the Company's financial statements. Neither this document nor any copy of it may be taken or transmitted into the United States,
Australia, Canada or Japan or to any securities analyst or other person in any of those jurisdictions. Any failure to comply with these restrictions may constitute a violation of United States, Canadian,
Australian or Japanese securities laws. This document is also not for publication, release or distribution in any other jurisdiction where to do so would constitute a violation of the relevant laws of such
jurisdiction nor should it be taken or transmitted into such jurisdiction and persons into whose possession this document comes should inform themselves about and observe any such restrictions.

Access to the Information is being given in connection with a proposed meeting with the Company. By accepting to attend the oral and, if any, video presentation and/or accessing or reading a copy of
the Information you agree to be bound by the foregoing limitations and conditions and, in particular, you will be taken to have represented, warranted and undertaken that you have read, accepted and
agreed to comply with the contents of this notice.

Disclaimer (2/2)
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