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STRICTLY CONFIDENTIAL

This presentation contains forward-looking statements. Such statements are based on our current expectations and are subject to certain risks and uncertainties that could negatively affect our business. 
Please read our company description for a better understanding of these risks and uncertainties. Unless otherwise stated, figures in parentheses relate to the preceding comparable period in 2013 © DDM Holding AG 2015
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FY 2014 Strong growth

27 February 2015        

Net collections

EUR M. cash EBITDA

Operating cash flow, increase q-o-q

120-month ERC, 2nd half 2014 increase

+ 53%

+ 80%

+ 33%

+ 57%

DDM HOLDING AG

Annual report 2014 under IFRS:

 Confirming previous asset valuations

 Non-event
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DDM The build-up of a leading company

27 February 2015        

2013-2014
Leverage on the solid platform established 
Shift to institutional financing and establish an efficient, long-term, capital structure 
First bond issue completed in H1 2013
New share issue, listed on Nasdaq First North in Q3 2014

2007-2008
Replicating / improving a business model from Western Europe 
New markets / New sellers / New agencies 
First investments 
First external funding July 2008 

Phase 1

Start up

2009-2012
Build team, process, IT system 
Leverage on data from initial investments 
Funding from family offices, hedge funds and 
high-net-worth individuals 

Phase 2

Build up

Phase 3

Scale up

2014-
Broaden the geographic scope
Strengthen the relationships with collection agencies & co-investors
Continued focus on the capital structure and growth
Nasdaq First North and aiming towards Main Market

Phase 4

Growth

• Multinational investor and 
manager of distressed assets

• Focusing on sustainable 
returns and relations

DDM HOLDING AG
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The business model Knowledge and relations builds our success 

Distressed 
assets

Consumer and 
corporate 

assets
Acquisition of 

distressed assets

Acquisition and collection of distressed assets

Asset 
management

Collection
through 3 rd party

Deal sourcing: Opportunistic approach the key value driver, both for profitability and growth

Relations: Strong relationships across the region and a credible buyer. 

Processes: DDM has its proprietary IT system, outsources the collection to the optimal partner 
and manages the collection process.

27 February 2015        DDM HOLDING AG

 Favoured partner

 Managing the transaction and process

 Outsourcing

 Scalability
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The business model Our reasoning behind outsourcing

27 February 2015        DDM HOLDING AG

• Approx 20’000 cases

• Reasonable contactability

• Limited amounts in legal process

• No collaterals

Illustrative portfolio 
(eg credit cards)

• 500 – 1000 cases/FTE (~ 27 FTE)

• Servicer “half-life” 6 months

• Up-to-date infrastructure and admin (collections systems, dialers, skip-tracing, back-office etc)

Servicer 
requirements & 

assumptions

• Continuous buying (high profitability) or balancing with outsourcing (low-profitability)

• Establishment costs, organizational investments and working capital

• Limited to your in-house skills

• High cost of geographical refocusing

Challenges



 Continued market penetration

 Expanding relationships with partners and co-investors

 Capital structure – to match further growth

 Organisation ready to support expansion

 Nasdaq Main List migration
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Continued focus on growthOutlook 2015

27 February 2015        DDM HOLDING AG
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Q&A Thank you for your attention

DDM Holding AG
Schochenmühlestrasse 4

CH-6340 Baar
Switzerland

Telephone: +41 41 766 1420
investor@ddm-group.ch

This presentation has been prepared by DDM Holding AG (“DDM”) solely for information purposes only and as per the indicated date.
DDM does not undertake any obligation to correct or update the information or any statements made therein. Certain statements in this
presentation are forward-looking and are subject to risks and uncertainties. Nothing contained herein shall constitute any representation or
warranty as to accuracy or completeness. DDM has not made any independent verification of the information obtained from third parties.
Nothing in this material shall be construed as an offer or solicitation to buy or sell any security or product, or to engage in or refrain from
engaging in any transaction. DDM does not accept any liability whatsoever arising from or in connection with the use of this information.
Save as by prior approval in writing, this material may not be copied, transmitted or disclosed, whether in print, electronic or any other format.
All rights to the material are reserved.


