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Mister Spex is clearly outperforming the market and all large 
competitors in a challenging market environment 
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Q3 2021 versus 

Q3 2019

35%

7%

Mister Spex Competitors*

6%

Q3 2021 versus 

Q3 2020

11%

Revenue growth in %

* Essilor Luxottica, Fielmann, GrandVision



Why are we winning market share? Because of our proven model!
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Digitally native model optimizes the omnichannel platform and customer experience

Optimized Store 

Locations

Modern Store 

Experience

Data-driven 

Operations & 

Efficiency

No 

Cannibalization

Price 

Transparency

Drives profitability 

& access to new 

target groups

Greater scale 

& reach

Robust synergies 

across channels

OFFLINEONLINE

Brand leverage & data leadership

Broad choice and brand assortment 

Convenience, speed, loyalty & trust

Infrastructure for same day delivery

Strong value proposition: 

Largest and most relevant 

assortment: >10,000 SKUs

Transparent pricing:

>30% average savings

Convenient fulfillment:                               

Stores as base for same day 

delivery

Differentiated omnichannel 

experience: 47 stores

Q3 2021 Results Presentation



Customer experience
Market 

expansion
Market development

Structural 

growth

Benefit from shift

online

Leverage

technology

Enhance

customer

experience

Expand into

new geographies

Today

Future

Multiple drivers of predictable and profitable long-term growth
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Roll-out

of stores

Leveraging 

brand

Inorganic growth via targeted and disciplined M&A 

Track record of 4 successful acquisitions

+ + +
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Also we face some short-term challenges, which have no impact 
on medium-term ambition

Q3 2021 Results

• Targeted marketing measures 

implemented to strengthen 

store performance

• Exciting marketing campaigns 

in the pipeline for 2022

• Phased store roll-out approach 

for 2022 considering current 

COVID-19 restrictions

Outlook

• Soft trading in July and August 

impacting performance of the 

quarter

• COVID-19 restrictions impact 

traffic in stores 

• 35% revenue growth versus 

Q3 2019 

• Comprehensive scenario and 

sensitivity analysis in order to 

optimize operational measures

• Clear plan to accelerate revenue 

growth in 2022

• High conviction in medium-term 

guidance of 25% revenue growth
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Tactical Response
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Strong performance in H1 resulted in confirmation of guidance, 
revenue increase in H2 slower than expected 
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Q1

+27%
Q2

+23%

Q3

+11%

FY

+17-19%

Strong start to the year

Weak revenue growth over the 

summer months

Acceleration in revenue 

growth since August



Traffic in new stores impacted by missing repeat customers
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General comments

• 80% of revenues generated in stores are 

coming from high margin prescription 

glasses.

Pre Covid store cohorts

• Already trading above 2019 levels.

• Benefit from high share of repeat 

customers and traffic well ahead of newer 

store cohorts.

Covid store cohorts

• Lack of traffic resulting in slower build up of 

customer base.

• Ramp up takes longer.



Marketing initiatives to strengthen store performance

9

Q3 2021 Results Presentation

Measures implemented to drive 

traffic to newer stores:

• Store specific CRM mailings 

highlighting the benefits of a store 

visit such as personal advice.

• Store specific display ads providing 

additional financial incentives to visit 

our stores such as vouchers only 

valid in our stores.

• Flyer campaigns highlighting the 

new store opening and providing a 

welcome voucher

• Positive initial response to initiated 

measures.

• Exciting marketing initiatives in the 

pipeline for next year.

CRM mailing

Store opening flyer

Display Ads



Expansion of product offering in premium segment with ic! berlin
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Brand page Instore



Expansion of product offering in premium segment with ic! berlin
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Expansion of product range in 

premium and luxury segment:

• New webshop environment created 

for ic! berlin

• Blueprint for other premium and 

luxury brands that will be created

Ic! berlin

• Hand-made eyewear manufacturer 

from Berlin

• Combine the original, no-screw 

hinge with stainless steel, titanium, 

synthetic, and natural materials

Brand page



Pupillary distance measurement live in all countries and online 
eye test expanded to Sweden 
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Pupillary distance (PD) 

measurement:

• PD measurement via App available 

for iPhone and iPad with FaceID.

• Values are automatically added to 

the order and production can start.

Online eye test:

• Expanded to Sweden after launch in 

Germany last year

• Next country on the list is the UK.

• Conversion rate following the eye 

test is >90% 
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Outlook 2022
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CLEAR PLAN TO 

ACCELERATE TOP LINE 

GROWTH IN 2022



Short-term headwinds have no impact on our mid-term strategy
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Mid-term strategy:

• Market entry with retail stores in 

those markets where we currently 

only have an online presence.

• Accelerate store rollout to 50 stores 

per year in the mid-term.

• Online customer experience will be 

further innovated.

• Accelerate top line growth to 25% 

per year in the mid-term.

• Uplift in adjusted EBITDA margin 

driven by additional retail stores and 

higher share of prescription glasses 

in the category mix.



Growth driven by sunglasses and contact lenses while 
prescription glasses remain below expectations
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Revenue – Group
EURm

Sunglasses

• Strongest growing product category 

benefitting from increased travel 

activity and high demand for 

sunglasses.

Contact lenses

• Growth driven by leading price-value 

proposition in many markets.

Prescription glasses

• Soft online performance in the slow 

growth summer months.

• Growth below own expectations in 

new store cohorts due to slower 

ramp-up as traffic remains below 

pre-Covid 19 levels.
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15.2 14.3
16.0

9.5 13.0

14.8

11.4

16.6

17.8

0.7

Q3 2020

0.8

Q3 2019

0.5

Q3 2021

36.7

44.4

49.4

+11%

+35%

Prescription glasses

Sunglasses

Contact lenses

Miscellaneous Services



Key customer metrics further improved reflecting the high 
customer satisfaction and strong repurchase intention

Active customers(1)

in thousand

1) Customers who ordered in the last 12 months excluding cancellations (2) Orders after cancellations and after returns (3) Calculated as revenues divided by number of orders over the last 12 months      

Number of orders(2)

in thousand

Average order value(3)

in EUR

1,498

1,690

Q3 2020 Q3 2021

13%

526
592

Q3 2021Q3 2020

13%

Q3 2020 Q3 2021

85,980,1

7%
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Recovery of the German retail business impacted by traffic below 
pre Covid-19 levels
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Revenue – International
EURm

Revenue – Germany
EURm

Germany

• Recovery of the German brick-and-

mortar business was still impacted 

by Covid-19 related social 

distancing measures and traffic on 

the high street and in shopping 

malls below pre Covid-19 levels.

International Markets

• Growth driven by strong 

performance of sunglasses.

• Solid performance considering our 

limited store presence in these 

markets.

25.6

32.0

35.2

Q3 2019 Q3 2020 Q3 2021

+10%

+38%

11.2
12.4

14.2

Q3 2020Q3 2019 Q3 2021

+14%

+27%



Q3

11.5
EUR MILLION

Personnel 

expenses*

+22%

YOY

Q3

46.0
%

Gross profit margin

-340bp

YOY

Q3

17.2
EUR MILLION

Other operating 

expenses*

+49%

YOY

Q3

0.3
EUR MILLION

Adjusted EBITDA

-88%

YOY

Q3 – Overview of financial performance
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Q3

49.4
EUR MILLION

Revenue

+11%

YOY

*includes IPO related and other one-time expenses in the amount of of 2.4m



Personnel 

expenses*

+43%

YOY

Gross profit margin

+20bp

YOY

Other operating 

expenses*

+52%

YOY

Adjusted EBITDA

-42%

YOY

9M – Overview of financial performance
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Revenue

+20%

YOY

*includes IPO related and other one-time expenses in the amount of of 10.5m

9M

38.1
EUR MILLION

9M

48.2
%

9M

2.6
EUR MILLION

9M

149.9
EUR MILLION

9M

50.1
EUR MILLION



Solid cash balance of EUR 190 million allows for executing mid-
term plan
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Rolling out omnichannel retail 

>200 stores in the medium term

1

Expansion of tech leadership

2

Logistics automation

3

Strategic investments

4



Adjusted outlook confirmed for the full year 2021

AEBITDAGROUP REVENUES

17-19% 

YoY Increase
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4-5 million

EUR
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Q&A



Disclaimer
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This presentation contains forward looking statements, other estimates, opinions and projections with respect to anticipated future 
performance of Mister Spex SE (“Forward-looking Statements”). These Forward-looking Statements can be identified by the use of 
forward-looking terminology, including the terms “believes”, “estimates”, “anticipates”, “expects”, “intends”, “aims”, “plans”, “predicts”, 
“may”, “will” or “should” or, in each case, their negative, or other variations or comparable terminology. These Forward-looking
Statements include all matters that are not historical facts. They appear in a number of places throughout this presentation and include 
statements regarding Mister Spex SE’s intentions, beliefs or current expectations concerning, among other things, Mister Spex SE’s 
prospects, growth, strategies, the industry in which it operates and potential or ongoing acquisitions. By their nature, Forward-looking 
Statements involve significant risks and uncertainties, because they relate to events and depend on circumstances that may or may not 
occur in the future. Forward-looking Statements should not be read as guarantees of future performance or results and will not 
necessarily be accurate indications of whether or not such results will be achieved. Similarly, past performance should not be taken as 
an indication of future results, and nor representation or warranty, express or implied, is made regarding future performance. The 
development of Mister Spex SE’s prospects, growth, strategies, the industry in which it operates, and the effect of acquisitions on 
Mister Spex SE may differ materially from those made in or suggested by the Forward-looking Statements contained in this 
presentation or past performance. In addition, even if the development of Mister Spex SE’s prospects, growth, strategies and the 
industry in which it operates are consistent with the Forward-looking Statements contained in this presentation or past performance, 
those developments may not be indicative of Mister Spex SE’s results, liquidity or financial position or of results or developments in 
subsequent periods not covered by this presentation. Any Forward-Looking Statements only speak as at the date of this presentation is 
provided to the recipient and 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 Mister Spex SE in respect of the achievement of such Forward-looking Statements 
and assumptions.


