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Entering a new era
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One Claranova, our approach to drive profitable growth

An aligned team with a 
shared mindset

Combining robust
operating experience

and entreprenurial DNA 
with the scale of 100M+ 

active users

Unlocking value through
product innovation, AI 

and data

Consider alternatives as a 
path to  owning 100% of 

strategic core assets 
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An aligned team with a shared mindset
Management and Board are aligned on our common goal to drive profitability
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** New to Claranova in last 12 months

A RENEWED BOARD OF DIRECTORS

Marc Goldberg**
Chairman of the 

Board of Directors

Craig Forman**
Vice-President of the Board 

of Directors and Chair of the 

Appointments and 

Compensation Committee

Michele Anderson**
Member of the Board of 

Directors and Chair of 

the CSR Committee

Michael Dadoun**
Member of the Board of 

Directors and the 

Appointments and 

Compensation Committee

Gabrielle Gauthey**
Member of the Board of 

Directors, the Audit 

Committee and the CSR 

Committee

Christine Hedouis
Member of the Board of 

Directors and Chair of the 

Audit Committee
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A STRENGTHENED MANAGEMENT TEAM

Eric Gareau**
Chief Executive Officer, 
Claranova & Avanquest

Xavier Rojo
Chief Financial Officer, 
Claranova

Roger S. Bloxberg
CEO, 
PlanetArt

Todd Helfstein
President, 
PlanetArt

Beth Burkhart** 
Advisor Strategy & 
Innovation

Isabelle Frenette**
EVP Talent & Culture



One Claranova, one mission:

“Transforming technological innovation into 
user-centric solutions”
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Three pillars to drive profitable growth

One Claranova, our new strategy
for improved financial performance

Becoming a world-class 

operating company rather 

than a holding company

Unlocking synergies 

to optimize 

performance

Leveraging AI & Data to 

win and retain customers



Becoming a world-class 
operating company

STRATEGIC PILLAR #1



TODAY: 
Three good, but SEPARATE businesses, with large addressable markets

TOP 10 
direct-to-consumer 
software publishers in 
the world

~11M
monthly active users 
in more than 160 
countries

€ 90M
backlog from 
recurring revenue

€ 675BN*

TAM IN 2023

LEADING
direct-to-consumer 
personalized product 
platform

70M+
customers in more than 
15 countries

€ 365M
in revenue in FY2024

€ 50BN*

TAM IN 2023

LEADING
IoT SaaS platform for 
SMB and Channel 
Partners

PLUG&PLAY
solutions for 1,000+ 
devices, pre-
provisioned and ready 
to connect and deploy

EVERY 

SECOND
our sensors 
detect an event

€ 650BN*

TAM in 2024
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TOMORROW: 
Building a world-class software platform company

We are focusing on 
strategic CORE assets.

&

ONE SHARED VISION 
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A fully integrated group focusing on strategic CORE assets
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myDevices is a middleware technology platform tailored to B2B partners with very limited 
synergies with PlanetArt & Avanquest

Canaccord Genuity will be mandated to find an acquirer for my Devices

The objectives is to sell myDevices in the next twelve (12) months

As of July 1st 2024 myDevices will no longer be consolidated

Sale Process of 



Improving our go-to-market strategies
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TO AN OPERATING COMPANY MINDSETFROM A HOLDING GROUP MINDSET

Shared product development processes 

Shared best operational practices 

Shared innovation

Shared common goals & KPI’s

AI 
BOOST
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Shared technology stack

Shared knowledge

Shared mindset



Leveraging AI & Data
to win and retain customers

STRATEGIC PILLAR #2



Investing in tech and taking advantage of our global data set:
Claranova as an AI-driven platform
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Implementing 
generative & 

self-learning AI

Multi-modal AI 
platforms with 

plug & play 
architecture

& =   

Improved insights

Better decision-making

Increased customer 
engagement & loyalty

Increased sales & ROI 
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Leverage AI & machine learning, first-party and third-party data from millions of users across 

multiple platforms to launch new products, improve product roadmap and increase engagement



Claranova is building NEW AI-driven 
products that will ‘wow” users 
& capture new audiences 
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Automate and elevate users to be “design and 
document” creator experts

Suggest layouts, templates and content (visual 
and text) based on context and user interactions

Add generative and conversational AI features 
to improve engagement

Expand multi-platform, multi-feature pdf 
technology to B2B audience

Launch new mobile products based on AI 
quantization techniques 

• Faster and better native capabilities to enter new 
segments

Develop marketplace seller and content creator 
toolkits based on data
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WITH AI, CLARANOVA CAN:



Unlocking value 
through AI and data
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Unify Claranova’s vast customer 

databases to generate customer 

insights and unlock untaped 

potential to drive revenue 
opportunities

More than 1 transaction/second

Selling in 160+ countries

100M+ combined active users

5BN+ customer data points!

CROSS-SELL

Customer A:

Content creator 

utilizing Avanquest for 

photo editing 

receives offers to turn 

photos into various 

types of merchandise 

through PlanetArt

INCREASE 
WALLET SHARE

Customer B:

3rd party data 

combined with use of 

PlanetArt’s Greeting 

Card product 

indicates couple was 

recently engaged. 

Customer is pushed 

promotion of photo 

albums and 

personalized wedding 

shower gifts

DYNAMIC 
PRICING

Customer C:

AI learning and 

predictive analytics 

define level of 

consumer need 

and deliver optimal 

pricing to new 

customer exploring 

product suite
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Unlocking synergies to 
optimize performance

STRATEGIC PILLAR #3



Seizing new growth opportunities
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Maximize returns on customer 

acquisition investments

• Leverage scale & knowledge with various 
platforms / channels / brands to improve 
conversion

Further expand in B2B channels 

• Leveraging our tech stack with small 
businesses, integrators and developers

Improve ARPU*

• Joint marketing to expose 

existing customers to full 
product catalogue

• Leverage CRM systems and 
retargeting knowledge to 
improve ROI

Expanding geographies

• Benefit from the organization 
selling in 160+ countries

16 *Average revenu per user 



Focusing on cost structure

Leverage development 
and technology
• Share AI models and innovations 

to improve time to market and 
lower costs

• Further integrate AI in our 
marketing and development 
processes

Increase organizational 
efficiencies 
• Further Implement AI tools and 

cost improvement initiatives across 
the group

• Evaluate teams and structures with 
a global HR perspective

Leverage scale and 
internalization capabilities 
• Evaluate sourcing options, 

suppliers and in-house 
capabilities to drive savings

• Complete review of 
infrastructure and platforms to 
negotiate global deals
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Boosting CRM for better acquisition, retention & Lifetime Value

YESTERDAY: TOMORROW:

Consolidated CRM

• Clean data 

• Improved segmentation

• Accurate campaigns 

with multiple touchpoints

• Cross-sell opportunities

• Improved conversion rates

Multiple siloed CRMs

Incomplete data = 

Missed opportunity
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Improving our 
financial performance 



Driving long-term shareholder equity

Generating 
growth 

Increasing 
profitability
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Strengthening our 
balance sheet

COMMON KPIs & OBJECTIVES
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Maximize returns on customer acquisition investments

Improve ARPU

Leverage our technology stack to expand in B2B

Launch existing products in new geographies
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Customer base evolution

Claranova has demonstrated strong dynamics in its ability to increase its customer base 
year over year

• Constant progression of Avanquest’s customer base year over year

• PlanetArt strong and stready growth (FY19-FY21) impacted by App Tracking Transparency in FY22

Maximizing returns on customer acquisition investments, improving ARPU* and entering
new markets will contribute to the long-term growth of our customer base

+17%
+8%

+9%

*Unaudited internal data 

+21%
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Profitability

Enhance product to deliver higher LTV

Maximize synergies to increase contribution margin

Leverage scale and technology to diminish SG&A costs

Improve reporting and KPI uniformization
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balance sheet

Improve cash management and implement cash 
pooling systems

Convert R&D subsidy programs and losses carried forward 
into cash 

Minimize currency exchange impacts

Use cash from operations to diminish debt over time

Reduce cost of debt
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Financial debt evolution
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FY27 debt includes (i) 
refinanced OCEANE 
and (ii) a small portion 
of the pdfforge loan

All other debts having 
been reimbursed 
thanks to cash from 
operations

We also aim at 
reducing cost of debt



Our financial ambition
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Our commitment to shareholders
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Revenue growth:
• Total revenus in between 575 M€ and 625 M€ 

representing 5% to 8% CAGR by FY20271

Improve profitability:
• EBITDA2 margin ranging in between 13% to 

15% by FY20271
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1 Excluding potential effects of currency  fluctuations, 2 EBITDA = Normalized ROC



Our commitment to shareholders
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Keeping debt under control

• Strengthening our balance sheet 

• Use cash from operations to 
diminish debt over time

• Improving our cost of debt

Reduce net leverage:
• Net Debt over EBITDA to be lower than 1x at 

the end of FY2027
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One Claranova, 
0ptimized & aligned to drive value

Leading products with large addressable 

markets

Team focused on improving balance 

sheet and increasing shareholder value

New strategy driving 

improved growth and profitability 

Enhanced innovation 

& new technology

A compelling investment case

29
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• A leading B2C Software-as-Service publisher
• Among the top 10 consumer software publishers in the world

~11M
Monthly Active Advertising Users

~1M
Active Software Subscribers

€ 90M
Backlog from Recurring Revenue

2M+
Software Titles Sold Per Year

KEY METRICS

20+
Years of Experience

86%
LTM Recurring Revenue

Software
69%

Advertising
31%

PDF
34%

Advertising
31%

Utilities
23%

Photo
10%

Mobile / 
Platform

2%

By Revenue Type By Business Unit

REVENUE BY SEGMENT – Q2-FY2024 LTM

PDF Document Solution All-in-one photo editing Online security & privacy
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• One of the world’s leading web and mobile online platforms for 
creating and selling personalized products

93%
of transactions on Mobiles Devices

1 per Second
Order fulfilled

~ 73M
Customers since inception

1 in 6
US adults are PlanetArt Customers

KEY METRICS

100M+
Mobile Apps download

1 in 3
UK Adults are PlanetArt Customers

By Revenue Type By Country

REVENUE BY SEGMENT

Gifts & 
Marketplaces

, 31%

Mobile Apps / Photos, 
43%

Speciality Sites
26%

USA
55%

UK
28%

EU
17%

• Robust portfolio of specialty web sites and mobile applications
• World-class technology and marketing platform with unified back-end
• PlanetArt’s leading technology platform is the at the core of our future developments 
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Sources used for TAM statistics

33

Avanquest TAM:
- Fortune Business Insights, “Global Document Management System Market”, 2023

- Expert Market Research, “Global Photo Editing Software Market Outlook”, 2023

- Maximize Market Research, “Security Software Market: Global Industry Forecast (2023-2029)”, 2023

PlanetArt TAM:
- Market  Research Future and Research And Markets as of April 2024

- Data Intelo, February 2024

- Aggregate of  Photo  Products and  Personalized Gifts  TAMs

- Aggregate of  Promotional Products and  Corporate  Gifting 2023 TAMs

myDevices TAM:
- Fortune Business Insights « Internet of Things » 2024
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