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Esautomotion is a well-experienced player that designs, 
develops and manufactures Computerized Numerical Control 
systems (CNC), Drivers, Software and Brushless motors for 
the automation of industrial production machines.  

Scalable business with loyal client base 
Esautomotion is operating in a specialized and relatively protected segment, 
focused on the supply of “high end” mechatronics solutions for the 
automation of industrial production machines.  

In the latest few years the company has gained a highly loyal customers 
base, with an extremely widespread geographical presence (we estimate 
not more than 25% of Esautomotion’s products to be destined to the Italian 
market) thanks to a continuous innovation of proposed solutions, 
flexible and cost effective production capacity and a top tier 
customer service and assistance. 

CNC market expected to double in the next ten years 
Global demand for CNC systems is expected to grow at ca. 6.9% CAGR2017-
23E, with total market doubling in the next ten years, driven by 
“secular” trends i.e. the progressive automation of production machines. 
Indeed, taking a worldwide glimpse, only 18% of worldwide production 
machines are currently equipped with CNC systems, while leading countries 
such as Japan and Germany are showing ca. 65% of CNC incidence.  

20% Revenues CAGR, 30% EBITDA margin, 60% ROIC 
In 2018E-20E, Esautomotion is expected to increase its Revenues at 
20% CAGR, in line with the latest four years performance, and to maintain 
its already outstanding EBITDA margin higher than 30%. The 
Company generates cash and is cash positive. Last but not least, we expect 
Esautomotion in the whole period to maintain stellar ROIC, at ca. 60% 
before tax and close to 50% after tax.  

Fair Value at €4.26 per share, ca. 30% of potential upside  
At current market price the stock is trading at 6.3x EV/EBITDA’18E and – 
13.6x PE’18E respectively. We believe that the superior quality of the equity 
story (fast growth, high profitability) justifies much higher multiples. Indeed, 
our valuation analysis leads to €4.26 fair value per share, which implies 
a ca. 30% of potential upside. At fair value, the stock would trade at 8.5x – 
6.8x EV/EBITDA 2018E-19E and 17.6x – 14.6x PE 2018E-19E respectively.  

 Fair Value (€) 4.26  

 Market Price (€) 3.30  

 Market Cap. (€m) 43.2  

 
 KEY FINANCIALS (€m) 2017A 2018E 2019E  

 REVENUES 15.1 18.0 21.4  

 EBITDA 4.6 5.6 6.7  

 EBIT 3.5 4.2 5.0  

 NET PROFIT 2.5 3.2 3.8  

 EQUITY 5.3 15.4 19.2  

 NET FIN. POS. -0.0 8.3 10.2  

 EPS ADJ. (€) 0.19 0.24 0.29  

 DPS (€) 0.1 0.0 0.0  
Source: Esautomotion (historical figures), 

Value Track (2018E-19E estimates) 
 

 RATIOS & MULTIPLES 2017A 2018E 2019E  

 EBITDA MARGIN (%) 30.3 30.8 31.2  

 EBIT MARGIN (%) 23.2 23.3 23.5  

 NET DEBT / EBITDA (x) 0.0 nm nm  

 NET DEBT / EQUITY (x) 0.0 nm nm  

 EV/EBITDA (x) nm 6.3 4.9  

 EV/EBIT (x). nm 8.3 6.6  

 P/E ADJ. (x) nm 13.6 11.3  

 DIV YIELD (%) nm 0.0 0.0  
Source: Esautomotion (historical figures), 

Value Track (2018E-19E estimates) 
 
 STOCK DATA    

 FAIR VALUE (€)  4.26  

 MARKET PRICE (€)  3.30  

 SHS. OUT. (m)  13.1  

 MARKET CAP. (€m)  43.2  

 FREE FLOAT (%)  16.1  

 AVG. -20D VOL. ('000)  22,000  

 RIC / BBG   ESAU.MI / ESAU IM  

 52 WK RANGE  3.10-4.53  
Source: Stock Market Data 
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Executive summary  
 

Esautomotion: a leading producer of CNC systems for automation solutions 
Esautomotion is a well-experienced leader in the design and production of integrated 
Computerized Numerical Control (CNC) systems, Drivers, Software and Brushless motors 
dedicated to industrial production machineries such as Press brakes, Lasers and Waterjets.  

The company is active in a B2B2B industry and serves industrial clients all around the world, 
working with some of the major firms in industrial automation solutions and equipment.  

The main features of Esautomotion business model are: 

® Presence in a highly-specialized niche segment, the so-called “High-End CNC market”, with 
a special focus on industrial machines CNC brain systems segment; 

® Strong focus on internal development of high value added “soft” components of CNC 
systems, i.e. firmware and application software for its devices by means of an efficient 
internal R&D office. The company offers a sophisticated and versatile software 
architecture, which consists of one single firmware capable to manage all types of CNC 
devices; four modules with transversal functions and eight different and machine-specific 
application software. This allows Esautomotion to have a unique offer;  

® Outsourced production of “hard” components such as cases, monitors and so on, to 
specialized manufacturers, with a high possible degree of customization and the opportunity 
to maintain an unlimited and flexible production capacity, a “just in time” strategy and a 
consequent reduction of production costs; 

® A Worldwide Customer Service / Assistance network active 24hours a day, 7 days a 
week. 

These key features have allowed Esautomotion to gain a highly loyal and scalable customers 
base, with an extremely widespread geographical presence. We estimate that not more than 25% of 
Esautomotion’s products are due to be employed in the Italian market.  

 

Reference market: a sophisticated niche segment in the Global Automation market  
Esautomotion is positioned in the CNC brain systems segment with a leading role in the industrial 
machines CNC vertical that accounts for ca. 1% of the Global Automation Industry, i.e. ca. US$2.1bn 
worldwide. Such a niche is relatively protected from giants such as Fanuc and Siemens which are more 
interested in the machine tools segment. 

Esautomotion reference market is characterized by a short term dependence on GDP evolution, while 
in the long run it boasts a profitable correlation to “secular” factors such as the increasing automation 
of all industrial production processes.  

Indeed, taking a worldwide glimpse, only 18% of worldwide production machines are 
currently equipped with CNC systems, while leading countries such as Japan and Germany are 
showing ca. 65% of CNC incidence. The free market space in emerging countries is still huge, as an 
example China shows only ca. 25% of machineries already CNC equipped.  

The above mentioned drivers should lead global demand for CNC systems to grow at ca. 6.9% 
CAGR2017-23E, i.e. nearly doubling in the next ten years. 
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Client driven market strategy  
Esautomotion strategy can rely on the coverage of all phases of the value chain. The aim of expanding 
its presence and market share, while maintaining a good profitability and high quality standards, is 
obtained by means of: 

® A strong customer acquisition and exploitation process made of four subsequent steps to 
maximise the revenues contribution from customers, i.e.:  

o Client Acquisition; 

o Growth; 

o Upselling; 

o Co-development. 

® Continuous product development, with the aim of improving and expanding the current 
offer through the introduction of new products / services; 

® Further expansion in key foreign markets, China in particular. Indeed, a great market 
opportunity is seen in China where Esautomotion is expected to strengthen its presence not only 
with the aim of getting closer to new potential customers starting in these years to export their 
production machines and needing high quality CNC “brains”, but also with the aim to further 
reduce purchasing costs thus preserving its profitability ratios. 

 
Historical Financials 

Esautomotion shows a well-balanced international presence with a non-domestic exposure in excess 
of 50% of total Revenues.  

Total Value of Production in 2017FY was €15.6mn, growing at 20% CAGR in the latest four years 
while EBITDA and EBIT margin (respectively 30.3% and 23.2% as of 2017YE, calculated on 
Revenues from Sales only) are a proof of the high value included in Esautomotion’s products.  

As for Balance Sheet, at the end of FY17 the company had substantially zero debt despite a high 
weight of Trade receivables (no bad debt charge at all in recent years).  

ROIC has been over-performing sector averages standing at ca. 57% as of FY17. 

 
Forecasted Financials 

As far as 2018E-20E financial forecasts are concerned, we note that our figures are estimated in 
compliance with IAS-IFRS principles and are based on a stand-alone scenario, i.e. no financial impact 
from future M&A is considered. 

That said, we foresee Esautomotion to maintain outstanding financial parameters in 2018E-20E years 
both in terms of growth, profitability and patrimonial solidity, driven by both geographical expansion 
(Turkey, China, USA) and upselling on existing clients (that should account for ca. 60% of total growth 
in the period). More in particular: 

® Revenues are expected to grow at ca. 20% CAGR, Net Profit even more;  

® EBITDA margin should remain higher than the 30% threshold; 

® ROIC should keep eclipsing sector averages, remaining at 60% level on a pre-tax basis (close to 
50% post tax). 

 

 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    5 
 

Valuation  
In order to provide a fair valuation of Esautomotion Group, we performed both a Peers’ Analysis and a 
Discounted Cash Flow Model (DCF). As sanity check, we also ran a valuation assessment based on 
Economic Value Added model (EVA) and on EV / Invested Capital value maps. 

These analyses lead us to calculate an average €4.26 Fair Value per share, which compares with the 
recent €2.90 IPO Price and with the current ca. €3.30 stock market price. 

At fair value, the stock would trade at 8.5x – 6.8x EV/EBITDA 2018E-19E and 17.6x – 14.6x PE 2018E-
19E respectively. We believe these “premium” multiples to be justified by the high quality of the equity 
story. Indeed, it’s not easy to find companies growing so fast and with such high profitability ratios. 

 

Esautomotion: Valuation Summary 
 

 
Fair Equity Value  

(€mn) 
FairValue p.s.  

(€) 

Peers’ Analysis  53.8 4.11 

DCF  57.2 4.37 

EVA  55.7 4.25 

EV/IC Value Map  56.2 4.30 

Average  55.8 4.26 
 

Source: Value Track Analysis 

 

 

Since the company is substantially new to the Stock Market, we believe it is useful to provide a 
sensitivity analysis on its stock trading multiples in the €2.90 (IPO price) and €4.60 share price range. 

 

Esautomotion: Sensitivity of implicit stock trading multiples in a €2.90-€4.60 share price range  

Market Price 
(€ per share) 

E.V Adj/Sales E.V Adj/EBITDA E.V Adj/EBIT P/E P/BV 

2018E 2019E 2018E 2019E 2018E 2019E 2018E 2019E 2018E 2019E 

€ 2.90 1.64 1.29 5.3 4.1 7.0 5.5 11.9 10.0 2.5 2.0 

€ 3.07 1.77 1.40 5.7 4.5 7.5 6.0 12.6 10.6 2.6 2.1 

€ 3.24 1.89 1.50 6.1 4.8 8.0 6.4 13.3 11.1 2.7 2.2 

€ 3.41 2.02 1.61 6.5 5.2 8.6 6.8 14.0 11.7 2.9 2.3 

€ 3.58 2.14 1.71 6.9 5.5 9.1 7.3 14.7 12.3 3.0 2.4 

€ 3.75 2.26 1.81 7.3 5.8 9.6 7.7 15.3 12.9 3.2 2.5 

€ 3.92 2.39 1.92 7.7 6.2 10.2 8.2 16.0 13.5 3.3 2.7 

€ 4.09 2.51 2.02 8.1 6.5 10.7 8.6 16.8 14.1 3.5 2.8 

€ 4.26 2.64 2.13 8.5 6.8 11.2 9.1 17.6 14.6 3.6 2.9 

€ 4.43 2.76 2.23 8.9 7.2 11.7 9.5 18.1 15.2 3.7 3.0 

€ 4.60 2.89 2.34 9.3 7.5 12.3 10.0 18.8 15.8 3.9 3.1 
 

Source: Value Track Analysis 
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Peers analysis 

Choice of comparables 
Mechatronics market is crowded with companies, each one having its own features in terms of 
business model and product range. Out of this big space, we identified nine potential listed 
comparables for Esautomotion, belonging to two different groups: 

® International providers of automation solutions: Renishaw, Fanuc, Kuka, Okuma and 
Power Automotion;  

® Italian “born” providers of electronic based industrial applications: Prima Industrie, 
SAES Getters, Eurotech and El.En . 

While overall we deem appropriate to compare Esautomotion with all the above-mentioned 
companies, we have to reckon that there are reasons to exclude from our definitive panel of 
comparables two international companies i.e.:  

® Power Automotion because the German based multiples result to be non meaningful due to its 
disappointing economic performance (2017 EBITDA €-0.85mn), driven by a negative 
macroeconomic impact affecting its Turkish business, and to the recent disposal of part of the 
business in order to try to rescue the company; 

® KUKA, German based as well, because this supplier of robots and automated production systems, 
after the take-over launched by the Chinese group Midea has a free float limited to 5%. 

 

Italian Comparables – Business Profiles 

Prima Industrie SpA 
The company manufactures and commercializes laser systems for industrial applications and sheet metal processing 
machinery, through two business segments: 1) Prima Power, engaged in developing, manufacturing and marketing laser and 
sheet metal working machinery; 2) Prima Electro, specialized in embedded electronics, motion controls and CNCs. 

 

SAES Getters SpA 
The company is specialized in getters and other components for industrial applications where stringent vacuum conditions or 
ultra-pure gases are required. Its products are used in a wide range of industrial applications such as lamps, electronic 
devices, vacuum systems and semiconductors. 

 

Eurotech 

IoT player operating in the following segments: Nano PC and High Performance Computers. The Nano PC segment creates 
miniaturized computers for special uses in the form of an embedded board. The High Performance Computers segment 
designs and creates supercomputers for research institutions and computing centres. 

 

El.En 
Group active in the production and distribution of laser systems. It operates through a Medical and an Industrial segment, 
where the latter specializes in several applications ranging from cutting, marking and welding of metals, wood, plastics, and 
glass to the decorating of leather and fabrics and the conservative restoration of artworks. 

 

Source: Various, Value Track Analysis 
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International Comparables – Business Profiles 

Renishaw Plc 
UK based player active in the design, manufacturing and marketing of advanced precision metrology and inspection 
equipment worldwide. The company supplies products and services used in applications as diverse as jet engine and wind 
turbine manufacture. It is also a world leader in the field of additive manufacturing (also referred to as metal 3D printing).  

 

Fanuc Corporation 
Japan based player involved in manufacturing and maintenance of computer numerical control (CNC) systems, lasers, robot 
systems, robomachines, roboshot, robocut and nano robots. It’s one of the world leaders in the CNC field. 

 

Okuma 
Japan based player active in the production and commercialisation of machine tools, CNC controls, automation technology 
and servomotors. The company provides both products and after-sale service on a worldwide basis 

 

Source: Various, Value Track Analysis 

 

Esautomotion vs Peers 
Compared to such identified peers, Esautomotion stands out well in terms of financial performance. 

® Growth. Regarding 2017-2018E Revenues growth, Esautomotion is the best player with ca. 20% 
growth rate; 

® Operating profitability. Esautomotion has higher than average 2018E EBIT and EBITDA 
margins, i.e. ca. 23% and ca. 31% respectively, second best in class after Fanuc; 

® Return on Invested Capital. 2015-2018E ROIC evolution highlights, once again, an 
outstanding performance. Indeed, Esautomotion ROIC’s path along the years is always above the 
average, with a 2018E value higher than 60% (before tax), almost double than peers. 

 

Esautomotion’s selected comparables: Revenues Growth 2017A-2019E and EBITDA Margin 2018E  

Revenues growth 2018E/17A 

19.2
17.1

12.3 11.7 11.7 11.4

7.5

2.4

-4.3 

 

EBITDA margin 

34.7
30.8 29.6

15.4 14.3 13.2 12.1 11.1
9.2

 

Source: Consensus estimates, Value Track analysis 
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Esautomotion’s selected comparables: EBIT Margin 2018E and ROIC Evolution 2015A-2018E 

EBIT margin 

29.9

23.3 23.3

11.4 11.1 11.1 10.4
7.6

4.4

 

ROIC 

8.6% 

24.3% 26.0% 23.2% 

39.4% 

61.9% 
65.5% 

59.7% 
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Source: Consensus estimates, Value Track analysis 

 

 

Stock Market trading multiples 
As far as “fair” Esautomotion multiples are concerned, we take into account as most suitable ones the 
following: EV/EBITDA, EV/EBIT, P/E, EV/ OpFCF, based on 2018E-19E reference years.  

In addition we also consider EV/Invested Capital in relation to ROIC. 

 

Peers’ stock trading multiples 

Company  
EV / EBITDA (x) EV / EBIT (x) P / E (x) EV / OpFCF (x)(*) 

2018E 2019E 2018E 2019E 2018E 2019E 2018E 2019E 
Renishaw Plc 21.8 19.9 nm (**) 25.2 nm (**) nm (**) nm (**) nm (**) 

Fanuc 15.0 14.0 17.4 16.1 nm (**) 25.2 22.2 17.9 

OKUMA CORP 6.4 5.3 8.1 6.5 15.2 13.2 9.5 7.1 

Prima Industrie  7.6 6.4 11.1 8.9 12.2 11.1 10.0 8.1 

SAES Getters  8.1 7.4 11.2 9.9 nm (**) nm (**) 13.4 10.4 

Eurotech  13.3 7.8 nm 11.4 nm (**) 19.7 nm 9.9 

El.en 10.8 9.0 12.6 10.3 24.4 19.9 15.8 12.3 

Median 10.8 9.0 12.6 10.3 24.4 19.9 15.8 12.3 
 

Source: Market Consensus, Value Track Analysis 
(*) OpFCF defined as (EBITDA-CAPEX)  

(**) Multiple higher than 30x 

 

As far as the first set of multiples is concerned, we saw that Esautomotion has a brilliant financial 
profile with above than average growth rates and profitability ratios.   

However, it has much lower size than peers and we fear the stock is not going to be among the most 
liquid ones, so we believe that Esautomotion may deserve a “small size” discount ranging from 10% to 
20% depending on the multiple that we consider.  
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Taking into account the short stock market track record and the above mentioned “small size” 
discount we obtain an average €4.11 multiple based fair value per share based on the following 
“fair” multiples: 

® 8x-9x EV/EBITDA’18E; 

® 11x-12x EV/EBIT’18E; 

® 15x-17x P/E’18E; 

® 11x-12x EV/OpFCF’18E. 

Again, we underline that the above mentioned multiples already take into consideration a “small size” 
discount on peers’ multiples despite the superior expected growth of Esautomotion. 

 

EV/Capital Employed value map 
Last but not least, as far as EV/IC multiple vs. ROIC is concerned, the below highlighted value map 
underlines a positive (and quite steep) correlation among the various companies of the selected 
cluster. 

Based on Esautomotion’s 2018E ROIC, such a correlation leads the company’s fair EV/IC at ca. 7.0x 
EV/IC multiple, hinting at a fair value per share of ca. €4.30. 

 

Peers’ 2018E EV/IC vs ROIC  
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Esautomotion Roic: 59.7%

 
Source: Market Consensus, Value Track Analysis 
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Discounted Cash Flow Model 
Considering Esautomotion level of maturity and its cash generation capability (and also reliability), we 
believe that a Discounted Cash Flow Model represents appropriate valuation criteria to detect the 
enterprise value. Our assumptions are as follows: 

Unlevered Beta 
We estimated Esautomotion’s unlevered Beta using Damodaran’s estimate on those industries that we 
consider as most closely related to the business of Esautomotion i.e. Software (System and 
Application) / Machinery / Electrical Equipment. This analysis includes a panel of 499 companies, 
which on average have a debt to equity ratio of ca. 17% and a limited tax rate of ca. 8%.  

From this calculation we come up with a 0.98 unlevered Beta. 

 

Unlevered beta computation 

Industry Name # of firms Beta D/E Ratio Tax rate Unlevered Beta 

Electrical Equipment 118 1.08 15.85% 5.06% 0.97 

Machinery 126 1.15 19.75% 14.05% 1.00 

Software (System & Application) 255 1.09 14.14% 3.98% 0.98 

Average 166 1.11 16.58% 7.70% 0.98 
 

Source: Market Consensus, Value Track Analysis 

 

WACC assumptions 
Due to Esautomotion’s null debt position, its Cost of capital (WACC) equals cost of Equity (Ke). This 
was translated in practical terms with a WACC figure in the 11.7% region that is the result of an 
“Expanded CAPM approach” based upon the following assumptions:  

® 2.0% risk free rate to reflect medium target inflation; 

® Stable unlevered Beta of 0.98, obtained as described above; 

® 7.89% Implied Italian Equity Risk premium (see Damodaran on line web site, July 2018 data); 

® 2.0% Small Size Risk Premium, in line with the Expanded CAPM approach that we consider more 
appropriate when dealing with small sized companies.  

 

Esautomotion: WACC calculation 

Components     Value 

Risk free     2.0% 

Risk Premium     7.9% 

Credit spread     2.5% 

Beta Unlevered     0.98 

Beta Levered     0.98 

Small Cap Mkt Risk Premium     2.0% 

COST OF EQUITY     11.7% 

COST OF DEBT after tax     nm 

D/D+E     0.0% 

WACC     11.7% 
 

Source: Value Track Analysis 
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Additional DCF model assumptions and valuation adjustments 
Given our Ke and WACC computations we run a three stages DCF model based on: 

® 2017FY as historical reference point; 

® Explicit financial statements projections starting from 2018E fiscal year and arriving at 2020E; 

® A second stage (2021E-27E) with company’s growth rate converging at long term values; 

® Terminal value at 2028YE obtained applying a 2% Perpetuity Growth Rate; 

The result of our calculation is a €4.37 per share DCF value. 

Applying a target 30% Debt / Equity structure the DCF lead to ca. €5.03 fair value per share. 

 

Esautomotion: DCF model 

€     €mn 

PV of future cash flows     24.0 

PV of Terminal value     24.6 

Fair Enterprise value     48.6 

Implied EV/EBITDA 18E (x)     8.7 

Net Fin. Position 2018YE     8.6 

Fair Equity Value     57.2 

Fair Equity Value per share (€)     4.37 
 

Source: Value Track Analysis 

 

Economic Value Added Model  
As a sanity check we utilize the Economic Value Added model (EVA). The concept behind this 
approach is to check company’s value in terms of total extra-remuneration for shareholders. Indeed, 
EVA methodology measures the company’s capability to create value by means of a return on capital 
employed which has to exceed the cost of capital itself.  

Discounting future Economic Value flows (i.e. Nopat flows net of WACC times the Invested Capital), 
lead us to a fair value per share of €4.25.  

 

Esautomotion: EVA calculation 

 
  

  
(€mn) 

PV of future cash flows     24.0 

PV of Terminal value     17.8 

Total Economic Value Added (a)    41.8 

Initial Capital Employed (b)    5.3 

Fair Enterprise Value (a)+(b)    47.1 

Implied EV/EBITDA 18E (x)     7.5 x 

Net Fin. Position 2018YE (c)    8.6 

Fair Equity value (a)+(b)+(c)    55.7 

Fair Equity Value per share (€)     4.25 
 

Source: Value Track Analysis 
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Esautomotion at a glance 
 
Esautomotion is an industrial company firmly rooted in the world-wide market of Computer 
Numerical Controls (CNC). Founded in 1973 as Esa GV, the company has recently changed its name 
and logo within an in-depth action of brand internationalization.  

The core business of Esautomotion is the development, manufacturing and commercialization of 
products and services for industrial automation, and more specifically CNC and software to 
automatize a wide range of industrial production machines. 
 

Key facts and figures 

Business activity: Computer Numerical Controls (CNC) for industrial machineries 
Esautomotion is a small (€15.6mn 2017FY Total Revenues) but fast growing (2014-17 
Revenues CAGR at 20%, group turnover has doubled in a few years) B2B industrial company based 
in Italy, operating in the global market of Numeric Controls. More in details, Esautomotion is one of 
the most innovative Italian companies in the design and production of Integrated CNC 
Systems of Mechatronics, Drivers, Brushless motors and Software dedicated to their 
hardware devices. 

The range of products is able to cover all types of industrial machineries produced by its customers, 
both as hardware and software, thanks to an "open" structure that allows continuous developments 
and makes virtually unlimited the types of industrial production machines that can be equipped in 
several “verticals” (bending press, waterjet, marble and wood among the many). 

We note that Esautomotion has reached a leading positioning in CNC systems dedicated to 
Sheet Metal (2nd), Wood (1st) and Marble (1st) industrial machines. 

 

 

Esautomotion’s CNC main controller Esautomotion’s Brushless motors 

 

 

 
 

 

Source: Esautomotion 
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International production and commercial footprint  
Esautomotion is headquartered in Emilia region, centre-north of Italy, where it has its main 
production unit. The company is active with two more production / distribution branches in China 
and Brazil in order to meet its international clients’ needs.  

The company has a structure of ca. 50 employees, out of which nearly half are Mechatronic and 
Technical Engineers dedicated to R&D and to Product customization. 

In terms of commercial footprint we underline that Esautomotion currently boasts ca. 300 highly 
loyal clients located in more than 90 countries, across four different continents and, on average, 
acquires ca. 25 new clients per year, thanks to a widespread Commercial Network and a 24 hours 
a day / 7 days a week International Assistance, run by roughly 40 VAR (Value Added Reseller). 

 

Esautomotion in the world (VAR) 

United States

Mexico

Brazil

Argentine

South	 Korea

China
Iran

Turkey

Russia

Svezia

Spain

UK

Neatherlands

France

Polland

Germany

ITALY
Ø Modena	 (Headquarter)
Ø Cologno
Ø Bari

India

 

Source: Esautomotion and Value Track  

 

Key financials: 20% Revenues CAGR, ca. 30% EBITDA margin, no debt 
Esautomotion boasts an outstanding economic-financial profile: 

® With €15.6mn 2017FY Value of Production, the company has achieved a steady and 
continuous growth in the past three years with a 3yy CAGR of 20%; 

® In FY17 EBITDA margin stood at 30.3%, up more than 400 bps vs. 2016 thanks to the 
strong degree of operating leverage, typical of the software sector, by which the company directly 
benefits in the software-development business line; 

® Post IPO the group is cash positive. 

Revenues well distributed across countries and among business lines 
Esautomotion’s revenues experienced a strong increase in the past four years (ca. 76% cumulated), 
with a percentage distribution in the world that has remained almost unchanged. Key features: 

® Revenues are well distributed across countries. Indeed, ca. 50% of revenues come from 
foreign clients, and also the great majority of the 50% deriving from Italian clients is, actually, 
related to machinery equipment dedicated to foreign markets. For the next three years the 
company is investing to further strengthen its presence in China, USA and Turkey; 
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® Revenues are well distributed among business lines. Indeed, revenues come from several 
different industries and application areas. Bending press segment accounts for 40% of total 
turnover, followed by woodworking (15%), marble (13%), laser (9%).  

 

2017FY Revenues breakdown by business line and geography  

Revenues breakdown by Geography 

Italy
50%

Europe
20%

China 
13% 

Asia 
4% 

Turkey
8%

Nord America
1%

C.S. America
4%

North America

 

Revenues breakdown by Business Line 

Press 
40% 

Plasma
5%Wood

15%

Waterjet
3%

Marble
13%

Transfer
3%

Others
10%

Calendar 
2%

Laser  
9% 

 

Source: Esautomotion, Value Track Analysis 

 

A bit of history 
Esautomotion finds its roots in Esa GV, a company incorporated in 1973 that always dealt with 
software and hi-tech equipment for industrial automation and numerical control. In particular we 
underline the following milestones in the company’s history: 

® 1973. Esa GV is established, with the aim to provide technological solutions for industrial 
automation in the domestic market;  

® 2011. Esa GV faces a deep financial distress due to wrong investment decisions (mainly real 
estate assets purchase) and to excessive focus on domestic clients that calls into question business 
continuity; 

® 2011. The general manager and an entrepreneur take over the operational activities of Esa GV 
and establish the new Esautomotion S.r.l., relaunching the business through a turnaround based 
on innovation and internationalization; 

® 2015. Esautomotion do Brasil Seviços de Automaçao LTDA is established as branch of the Group. 
The internationalization process is favoured by the depth of the product range: Esautomotion 
offers a single CNC for all machines for working sheet, wood, marble, glass, transfer;  

® 2016. Esautomotion Trading Co, the Group’s Chinese subsidiary, is established with a double 
strategic value: 1) approach to the final customer 2) low-cost purchase of Hardware CNC 
components; 

® 2018. In order to consolidate its leadership in the managed niches, seize the growth and 
diversification opportunities offered by the market, the company went through the IPO process 
on AIM Italia trading platform. 
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Shareholder structure post IPO / Top Management structure  
The admission to AIM Italia Stock Market has involved the placement of 3.568.000 ordinary shares 
split as follows:  

® 3.103.00 ordinary shares coming from a capital increase reserved to the market; 

® 465.000 ordinary shares (already issued) sold by Mr. Franco Fontana, Chairman, in order to 
execute the Greenshoe option. 

As a consequence of the IPO, Esautomotion share capital is currently composed of 13.1mn shares, out 
of which 12.1mn ordinary shares and 1mn classified as special shares of type B (multiple voting shares, 
with no nominal value). Those latter are owned by the CEO, Mr. Gianni Senzolo who holds ca. 30.5% 
of total share capital. Moreover, ca. 4.5mn of the amount of outstanding shares (i.e. 34.0% of total) 
belong to Mr. Franco Fontana, Chairman. The CEO and the Chairman are the key leading figures of 
the top management as a result of the 2011 acquisition of Esa GV’s assets. Free-Float is currently at ca. 
16 % of total, due to the entrance in share capital during the IPO, of Fint Tel S.r.l. and Arventia S.p.A. 
respectively in the amount of ca.5% and 7% of total. 

That said, we note that the Board of Directors is made of seven members out of which four of them 
classified as independent and non-executive members.  

 

Esautomotion’s shareholders’ structure 

33.97% 

30.53% 

6.94% 

4.81% 

16.12% 

Franco Fontata

Gianni Senzolo

Fint Tel S.r.l.

Arventia S.p.A.

Free-Float

 
Source: Esautomotion  

 

Esautomotion: Organizational chart 

 
Source: Esautomotion    NB: Employees are 49 plus 2 administrators 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    16 
 

The reference market 
 
Esautomotion is positioned in a very technical and niche segment, portion of the Global Automation 
Market, whose growth is dependent on GDP stance and on “secular factors” i.e. the automation 
process. With only ca.18% of current presence of CNC systems in Industrial machines worldwide, the 
expectation is to see CNC market doubling in the next ten years with a huge increase of free market 
share to cover. India, China and Japan are expected to boost international demand.  
 

 

Reference market is “CNC High End”, a protected and very technical niche 
Esautomotion boasts a long presence in the highly specialized CNC (Computerised Numerical Control) 
segment. 

More specifically, Esautomotion operates in a highly specialized niche segment of the overall 
Automation market. Indeed: 

® Global Automation market accounts for almost US$200bn; 

® The 27% of Global Automation market, i.e. ca. US$54bn, is represented by the so-called 
“Mechatronics market”, where Mechanics and Electronics are combined to create efficient 
appliances such as: Lathe Machines, Milling Machines, Robots etc.; 

® The core of Mechatronics market is represented by CNC brain systems which account for only 
3.7% of Global Automation market i.e. ca. US$7.3bn; 

® CNC brain systems are differentiated between CNC systems for machine tools (US$5.2bn size), 
and CNC systems for industrial machines (such as Press Brakes, Laser and Waterjet cutting 
machines), where Esautomotion is positioned as a leading player. This niche accounts for 
ca. 1% of the Global Automation market i.e. ca. US$2.1bn worldwide and is relatively protected 
from CNC for machine tools providers such as Siemens and Fanuc.  

 

CNC High End: A niche segment in the Automation market 

 

Source: Market and Market 2017, Various, Value Track analysis 
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Short term evolution driven by macro economical stance, which looks good 
Being a B2B2B industry, in the short term the CNC’s Market is highly dependent on GDP 
stance, as it reacts to both recession phases and recovery ones. If we look back in the latest years we see 
that the industry has suffered in 2009 while since then it has steadily rebounded with a peak in 2015. 

An interesting feature of such a market is the time lag vs. GDP upturns and downturns, a lag 
that we calculate in one or two quarters. Indeed, being a B2B2B industry, orders take ca. two months 
to be adjusted in accordance to new economic conditions. This phenomena appears clearer looking at 
the Sales behaviour of two companies such as FANUC and OKUMA, leading players in the CNC’s 
market; and comparing them to the G20 GDP changes between Q4-2005 to Q4-2017. 

 

Correlation between Global GDP growth and CNC players’ top line YoY evolution 

Source: World Bank, Fanuc, Okuma, Value Track Analysis 

 
That said, we note that the macroeconomic outlook looks pretty good at both the domestic level 
(Italian GDP is eventually growing in the latest quarters and Italian industrial confidence is 
increasing, as well as industry orders) and at the international one. 

More in details, electronic components, which suffered more during the past crises, compared to other 
general goods, currently seem to outperform the expectations in the industry with a particular focus 
on durables and capital goods.  

 

Reference Industry: recent evolution 

OECD-Gross Domestic Product (nominal trends, $) 

 

Italian Index of Industrial Production 

 
Source: OECD, ISTAT, Value Track analysis 
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Medium / Long Term secular drivers hints at a mid-high single digit CAGR 
While GDP evolution is the main driver in the short term, in the medium to long term, growth drivers 
of the industry are related to “secular” factors such as the increasing automatization of all 
industrial production processes, where room for growth is wide.  

Worldwide statistics hint that on average only 18% of production machines are equipped with high 
precision CNC systems. More developed countries such as Japan and Germany boast a ca. 65% of CNC 
incidence while less developed / highly promising ones such as China lag behind at ca. 25% level. 

This means that apart from substitution market in more developed countries, there’s a huge “fresh 
market” to be addressed elsewhere with global CNC market size expected to nearly double in 
the next ten years. 

 

Global CNC high precision industrial machine sales ratio in 2016FY 

 
Source: HKEx news, Frost & Sallivan @Statista2018 

 

 

2017E-26F evolution of global CNC market 

 

Source: Market and Market 2017 

 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    19 
 

Non-machine tools CNC systems: Expected 6.9% CAGR 2017A-2026E 
CNC’s systems’ 3.7% share of the overall automation market is still small number, with a worldwide 
current demand of ca. 220k pieces p.a. broken down as follows from a geographic point of view: 
APAC, ca.75K pieces per year, EMEA, ca. 74K pieces per year, USA, ca. 69K pieces per year. 

This market, that is the reference one for Esautomotion, is expected to grow in the next five 
years at a CAGR of ca. 6.9% thanks to its malleability and its increasing wide-spread usage.  

Even these assumptions can be still considered conservative, taking into consideration that the driving 
process of displacing hardware-based CNC systems may even be more rapid. Indeed, in the long term 
we expect a total demand of ca. 400k pieces p.a. driven by bullish demand in specific applications 
fields such as Press brakes, Laser, Waterjet / Plasma cutting machines. 

In terms of geographies, CNC demand is nowadays growing in almost any region in the 
world. China, in particular, is projected to grow significantly due to the expected internationalization 
process with more and more industrial machines producers starting to export their products. 

 

CNC non-machine tools systems: future expected demand by appliance 
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Source: Market and Market 2017  

 

CNC non machine tools systems: Geographical market break-down  
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Esautomotion business model 
 
Esautomotion has been involved in CNC market for over 45 years covering all phases of the value 
chain: R&D, design, development, implementation, commercialization and, extremely important, 
post sales 24/7 maintenance assistance worldwide. In the last 10 years the company has focused on 
Mechatronics CNC Systems reaching a world-leading position in the applications in which it 
operates. 
 

 

A complete and versatile product range 
Esautomotion, as we have introduced, offers Integrated CNC Systems of Mechatronics, Drivers, 
Brushless motors and Software, dedicated to their hardware devices. More in particular its offer 
includes: 

® Hardware products which are, mainly, industrial PCs and small mechanic components, such 
as brushless motors, that are installed on customers' industrial production machines, and defined 
as small hard CNC systems.  

® Software products, internally developed, are seaming less embedded to the hardware case and, 
combined with the latter, the soft CNC systems constitute the brain behind the machine itself. 

® The company completes its own HW and SW package with a Customer Service (pre and post 
sales) operating 24 hours a day and 7 days a week to support its customers with the same 
language and the same time zone. 

The main products sold by Esautomotion can be summed up in CNC for bending and other 
applications, motors and drives, remote peripheral modules and cutting heads.  

The complete package brings the company to be one of the most advantageous choices for an 
industrial machine manufacturer, as it can find from a single interlocutor all the technical info 
necessary for the realization of its product. 

CNC systems: the brain of industrial production machines 
CNC systems, (Computerized Numerical Control), are the most complex elements in the automation 
industry, namely the brain of CNC processing machines. 

The term numerical control refers to an electronic system with programmable logic that, when applied 
to production machines, makes it capable of carrying out a work cycle autonomously, without the 
intervention of a human operator.  

We therefore can define as "numerically controlled machines", or "CNC" driven machines, those tools 
whose movement during processing is directed by an electronic device integrated into the machine 
that controls the movements and functions according to a well-defined work program. 

CNC driven machines are able to automatically produce workpieces at high precision, also for complex 
forms, by using modern CNC technology that works through several simultaneously controlled axes. 
These are utilized in several industrial sectors, involving different kind of materials (sheet metal, 
plastics, wood, marble). 
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Esautomotion’s products & features  
CNC systems are decisive when it comes to short cycle times and machine’s high productivity. As a 
result, they have to meet very high demanding requirements and we believe Esautomotion products 
fully comply with these requests, as they boast:   

® Continuous evolution. Both HW and SW are subject to continuous updating work so as to be 
able to effectively manage integration with the most modern technologies: networks, devices and 
software tools available on the market; 

® High performance. Thanks to continuous in-house and by customers R&D investment, 
Esautomotion is able to offer innovative solutions and high performance at competitive costs; 

® Modularity. CNC Integrated Packages are completely modular from the simplest (sold at about 
€1,000) to the most complex (sold for more than €50,000), allowing the company to enter big 
customers with Basic technologies and grow with them in volumes and technologies (China, 
Turkey, India), as well as to reduce costs and warehouse; 

® Customizability. The architecture of Esautomotion allows to have high versatility in the 
personalization and differentiation of the product to make it suitable for the specific needs of the 
customer, and for this reason the high-end part of the software, i.e. the customizable one, is 
outsourced as near as possible to the customer himself. 

® Interconnected full 4.0. All products can be interfaced with Information Systems, Sensors and 
Peripherals. This makes it possible not only for remote control and monitoring of production, but 
also for the remote assistance service, which makes it possible to solve almost all customer 
problems; 

® Dedicated HW and SW. Creating dedicated HW and SW means reducing redundancy and 
having a product with lower costs, which is less faulty and with higher calculation speeds, as well 
as it allows a better protection of contribution margins. 

 

 

 

CNC for bending and other applications                                     Remote peripheral modules 
 

 

 

 
 

Source: Esautomotion 
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Mixing in-house and outsourced production 
As far as R&D, product design and development are concerned, Esautomotion business model is a 
well-planned mix of in-house and outsourced activities. Indeed: 

® In-house activities. Software (both firmware and application software) is entirely in-house 
produced thanks to R&D department’s accumulated knowledge. This allows maintaining 
uniqueness of the offer and, as a consequence, grip versus clients; 

® Outsourced activities. Hardware (PC cases mainly) is internally designed and prototyped, 
while production is externally outsourced to dedicated suppliers. This brings several advantages:  

• Unlimited and flexible production capacity; 

• Just in time strategy, leading to an increase of efficiency and decrease of waste, as the 
company receives goods only as they are needed in the production process, reducing 
inventory costs; 

• Decentralization potential (the company has also a production unit in China); 

• Production costs reduction as components are purchased by the supplier in huge amounts. 

 

Sophisticated and versatile software architecture  
In Mechatronics technology, as we mentioned in the previous paragraph, the CNC must always be 
equipped with a dedicated software for the application to which the machine is dedicated (so called 
“application software”) and with a basic software for CNC operations (so called “firmware”). 

Esautomotion internally develops / updates both firmware and application software for 
its devices thanks to an efficient internal R&D office. Indeed, from 2012 to the present, 
Esautomotion has cumulated €4.5mn R&D investment, heavily increasing its software intellectual 
property. 

One of the key winning points of Esautomotion business model is, in our view, its software 
architecture consisting of: 

® One single firmware managing all types of CNC devices; 

® Four modules with transversal functions for all applications; 

® Eight different application software each one developed specifically for a type of machines, 
be them Press Brake or Laser or Wood and so on, but with the same user interface. 

This architecture allows Esautomotion to effectively address a large number of different automatized 
industrial production machines, shortening time to market and being more competitive on a wider 
number of fields. 

Last but not least, such an architecture makes Esautomotion products extremely well accepted by 
clients as technicians of the machine builder and the end user learn to use only one control even for 
machines with different functions, increasing the potential for up and cross-selling. 
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Esautomotion’s software architecture: One firmware, many application software 

Esa	Plasma/Oxy/Punch.

Esautomotion HW	
Abstraction Layer

Esautomotion
Firmware	Program

Esautomotion
Real	Time	Database

Esautomotion
Shared Memory
Program

Esa	Press	Brake

Esa	Laser

Esa	Calandre

EsaWood

EsaMarble

Esa	Waterjet

Esa	Transfer

 

Source: Esautomotion 

 

Go to market strategy: long clients acquisition process but high life-time 
value  
Esautomotion operates in a segment in which it is not easy to attract new customers. Clients 
acquisition process may take a long time, but it is also true that once a new client is conquered, this 
should remain loyal to the company for many years.  

Highly loyal and scalable customers base 
The company’s strategic choice to play in the niche of CNC for non-machine tools, targets a specific 
bunch of clients that can be classified as small-medium producers. These result to be too small to be 
addressed by big players as Fanuc or Siemens, and, at the same time, their production capacity is large 
enough to: 1) exclude small competitors which cannot keep up with the production rhythm, 2) allow 
Esautomotion to boost its volumes and enhance its economies of scale. 

Moreover, the company is always active in the research of customers with an interesting profile in 
terms of growth, since, as we are going to see, in this context the key driver of Esautomotion’s turnover 
is represented by those clients who remained loyal and grew with Esautomotion in the years. 
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Up to date, Esautomotion has gained so far ca. 300 repetitive customers boasting interesting 
features such as: 

® Wide geographic diversification. Clients are spread in 39 countries worldwide, and machines 
equipped with Esautomotion products are sold for more than 70% out of Italy, in 90 different 
countries; 

® Medium concentration. No customer weighs more than the 10% of total turnover, hence 
potential losses coming from the departure of one of them would not affect the business in an 
impactful way; 

® High loyalty. It is very inefficient for CNC users to change supplier, due to: 1) technical 
complexity of products offered, especially in terms of employees training to utilize different 
systems; 2) brand recognition of top quality CNC systems that increase the competitive 
positioning of industrial machine producers; 3) worldwide assistance which is vital in order to 
have industrial machine clients accept products. 

We underline that Esautomotion clients may be also automation manufacturers already having a CNC 
portfolio, (thus partially competing with Esautomotion), but lacking internal high-end CNC competence, 
as it is expensive and time consuming to develop. So they buy Esautomotion products. This is more than 
true for emerging markets producers (e.g. Chinese and Turkish ones) trying to export their industrial 
machines. 

 

Examples of Esautomotion top clients in the Sheet metal “vertical” 

 

Source: Esautomotion 

 

Examples of Esautomotion top clients in Marble and Wood “verticals” 

Marble working clients 

 

 

Wood working clients 

 

 

Source: Esautomotion 

 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    25 
 

 

Customer acquisition and exploitation process 
Exploitation of the whole revenues potential of clients evolves into four subsequent steps, i.e.: 

1) Client acquisition; 

2) Growth; 

3) Upselling; 

4) Co-development. 

Here follows a description of how the company behaves in the four steps and some “real” examples of 
clients belonging to the various “clusters”. 

 

Esautomotion clients acquisition and exploitation: main steps 
Step Description of market opportunity  Virtuous real examples 
   

Client 
acquisition 

Prospect client starts evaluating Esautomotion’s products 
in terms of references, market presence, worldwide 
assistance, and innovation degree. Esautomotion analyses 
customer's products and suggests the purchase of one or 
more Mechatronic CNC Systems. After approval, it follows 
installation and customization on customer's machine, and 
market test on users in the world.  

MC Machinery: US subsidiary of Mitsubishi (producer 
herself of numerical controls) has decided to equip part 
its press building machines with controls produced by 
Esautomotion. This underlines the leadership that Esa 
has in the deformation sector. 

Growth Thanks to the high value of its offer in terms of 
performance, efficiency, worldwide assistance and cost-
effectiveness, Esautomotion progressively increases its 
market share within the client spending potential. 
Customers usually prefer two suppliers or only one. 

SCM Group. Leading company in the wood “vertical”, 
with more than 1,200 machineries produced per year, 
After 30 years of collaboration it has allocated to 
Esautomotion the whole supply of mechatronic parts of 
CNC systems. 

 

Donatoni Macchine. Leader in stone processing 
machinery construction, has tripled its contribution on 
Esautomotion turnover in the latest two years. 

Upselling It is often possible to enlarge the sale, with the same 
customer, to additional applications: e.g. those who 
produce presses tend to produce cutting machines too. 
All Esautomotion software / user interfaces are common 
among the different “verticals”, and this is much more 
efficient for the customer (the machine builder) and for 
its clients in the end market. 

MVD. Turkish press brake producer, already equipped 
with Esautomotion’s CNC, that recently decided to 
expand its production with different machineries such 
as laser and plasma. The goal is to keep the same HW 
with the proper SW customization, saving new staff 
training and inventory variability. 

Co-develop Many customers do not have an internal R&D 
department, so the experience of Esautomotion and the 
service offered mean that the company is not only seen as 
a business partner, but also as a consultant, hence paving 
the way for customer loyalty. 

Glory Group. Esautomotion is being increasing its 
share within this Chinese customer thanks not only to 
the technological level of its solutions but also with the 
support that its sales team is providing in making Glory 
start exporting their machines abroad. 

   
 

Source: Esautomotion, Value Track analysis 
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Customers analysis 
As we already mentioned, Esautomotion boasts a ca. 300 members customers base as of 2017 year 
end, almost entirely served from the Italian parent company as the Chinese subsidiary has ramped up 
only in the latest couple of years. Indeed the Italian parent company accounts for ca. 90% of group’s 
revenues and, analysing the latest seven years of its commercial activity, we note that: 

® It has started commercial relations with ca. 1,000 accounts in total in the 2011-17 period; 

® Out of these 1,000 accounts, 80% are to be considered “opportunistic” customers, asking for 
maintenance, spare parts or for single orders aimed at retrofitting used CNC devices. They are 
extremely volatile as clients (on average the majority of them “disappears” in one or two years) 
and are not the core of Esautomotion effort. However, they contribute ca. 20% of total revenues 
every year; 

® The remaining 20% of clients are extremely loyal ones. On average they have worked with 
Esautomotion at least five years out seven and have contributed ca. 80% of annual revenues. 
These are the “core clients” on which Esautomotion intends to invest for its future growth.  

 

Esautomotion (Italian parent company): Customers recurrence in 2011 – 2017 years 

 Number of customers 

Customers active 7/7 years 76 

Customers active 6/7 years 29 

Customers active 5/7 years 16 

Customers active 4/7 years 34 

Customers active 3/7 years 66 

Customers active 2/7 years 130 

Customers active 1/7 years 606 

Total legal entities dealing with Esautomotion 957 
 

Source: Esautomotion, Value Track Analysis 

 

 

Esautomotion (Italian parent company): 2017 clients breakdown  

2017 Clients Breakdown per year of acquisition 
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Source: Esautomotion, Value Track Analysis 
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Cluster analysis: quality over quantity 
Accordingly with the analysis just showed, we decided to investigate more in depth in order to identify 
in which cluster could be classified those customers who most drove Esautomotion’s turnover increase 
in the latest six years. We opted for the following cut-offs:  

® Clients generating an annual Turnover < €30K 

® €30K < Turnover < €100K 

® €100K < Turnover < €200K 

® Turnover > €200K  

The results we obtained are in line with the company’s strategic choice to operate in a niche market 
with small size customers rather than with big players, and, in fact, most of Esautomotion’s clients 
belong to the lower cluster in terms of turnover generated for Esautomotion, i.e. ca. 75%.  

As a matter of fact, while the number of clients belonging to this consistent cluster remained quite flat 
in terms of growth along the years, the two high end clusters show a slightly increasing trend both in 
terms of number of customers and relative turnover.  

This latest feature is in line with the considerations made previously: as the recurrent replacement of 
client base makes the total sample to remain steady around an average of ca. 280 total clients per year, 
there has to be a basket of clients which embeds the main growth driver to consider in this context. 
This is represented by the two high end clusters, which by fact slightly increased in number, but more 
importantly boasted a consistent upward trend in terms of turnover. 

 

Cluster Analysis 1 – Breakdown of customer base by amount of revenues generated to Esautomotion 

N° CUSTOMERS 2012 2013 2014 2015 2016 2017 

<30K 82% 83% 81% 78% 78% 75% 

30<x<100K 11% 9% 10% 13% 11% 13% 

100<x<200K 3% 4% 5% 5% 7% 7% 

x>200K 4% 3% 4% 4% 3% 5% 

TOTAL 266 288 278 273 296 287 
 

Source: Esautomotion, Value Track Analysis 

 

 

As one can grab from tables here shown, the numbers well reflect our reasoning, for the which ca. 75% 
of Esautomotion’s client base is shaped around small customers which enters in a contract for 
opportunistic deals, while the remaining 25% is spread between upward scaling cluster which besides 
being composed by a smaller number of companies, embed the real growth from a turnover point of 
view, with the high end cluster accounting for half of the business on average.  

 

Cluster Analysis 2 – Turnover breakdown by clients cluster 
Incidence 2012 2013 2014 2015 2016 2017 

<30K 15% 15% 14% 10% 11% 9% 

30<x<100K 20% 18% 18% 19% 16% 15% 

100<x<200K 17% 22% 20% 21% 25% 20% 

x>200K 48% 46% 49% 49% 49% 57% 

TOTAL 8,015,308 8,164,758 8,829,279 10,114,730 11,922,957 14,019,984 
 

Source: Esautomotion, Value Track Analysis 
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Cluster Analysis 3 – Average turnover per cluster (€) 

  2012 2013 2014 2015 2016 2017 

<30K 5,379 5,006 5,401 4,923 5,489 5,553 

30<x<100K 54,519 53,821 55,803 55,936 56,653 53,610 

100<x<200K 149,355 147,974 133,741 140,614 133,894 140,099 

x>200K 386,826 373,955 391,594 499,922 583,988 613,946 
 

Source: Esautomotion, Value Track Analysis 

 

 

Last but not least, it is interesting to notice that among the customers belonging to the very last cluster 
(turnover > €200K) we can find ca. five of most loyal and solid clients of Esautomotion, which by fact 
are in deal since 2011, the year of Esa GV take over which opened the way to the born of 
Esautomotion. 

 

 

High end customers’ cluster (Turnover> €200K ) 

 
Year of 

entrance* 2011 2012 2013 2014 2015 2016 2017 

Company 1 2011 ✔ ✔ ✔ ✔ ✔ ✔ ✔ 

Company 2 2011 ✔ ✗ ✗ ✔ ✔ ✔ ✔ 

Company 3 2011 ✔ ✔ ✔ ✔ ✔ ✔ ✔ 

Company 4 2011 ✔ ✔ ✔ ✔ ✔ ✔ ✔ 

Company 5 2011 ✔ ✔ ✔ ✔ ✔ ✔ ✔ 

Company 6 2011 ✔ ✔ ✗ ✔ ✗ ✗ ✗ 

Company 7 2012 --	 ✔ ✔ ✔ ✔ ✔ ✔ 

Company 8 2012 --	 ✔ ✔ ✔ ✗ ✗ ✔ 

Company 9 2012 --	 ✔ ✔ ✔ ✗ ✗ ✗ 

Company 10 2012 --	 ✔ ✗ ✗ ✗ ✗ ✗ 

Company 11 2012 --	 ✔ ✗ ✗ ✗ ✗ ✗ 

Company 12 2013 --	 --	 ✔ ✔ ✔ ✗ ✗ 

Company 13 2013 --	 --	 ✔ ✗ ✗ ✔ ✗ 

Company 14 2013 --	 --	 ✔ ✗ ✗ ✗ ✗ 

Company 15 2014 --	 --	 --	 ✔ ✔ ✔ ✔ 

Company 16 2015 --	 --	 --	 --	 ✔ ✔ ✗ 

Company 17 2017 --	 --	 --	 --	 --	 --	 ✔ 

Company 18 2017 --	 --	 --	 --	 --	 --	 ✔ 

Company 19 2017 --	 --	 --	 --	 --	 --	 ✔ 

Company 20 2017 --	 --	 --	 --	 --	 --	 ✔ 

Company 21 2017 --	 --	 --	 --	 --	 --	 ✔ 
 

✔�Client generating revenues          --Client not active yet             ✗�Client not generating revenues 

* First actual year of belonging to high end customer’s cluster: Turnover > €200K 

Source: Esautomotion, Value Track Analysis 
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Market positioning  
Among high-end “non machine tools” CNC producers, Esautomotion is the one with the widest 
product range thanks to above-mentioned standardised and customizable application software and 
thanks to which we recognize several key strategic advantages. 

 

Esautomotion against competitors by product units  

 
Source: Esautomotion, Value Track Analysis 

 

Delem: Dutch leader and main competitor in the Press segment. High quality but limited by: 

® Lack of brushless motors and drives to complete the package; 

® Lack of versatility as its product can be used only with Press machine. 

Boku: Emerging Chinese player focused only on Laser machines. Its main limits are: 

® Lack of brushless motors and drives to complete the package; 

® Dedicated only to the laser cutting type; 

® Brand unknown outside the Chinese borders. 

Fanuc: Japanese based worldwide leader for machine tools CNC systems. Very high production 
numbers combined with high quality. Its limits are: 

® Expensive product range; 

® Difficulty of programming; 

® Poor flexibility / service to clients. 

Cybelec: Swiss based player in Press segment only, once sector leader, over the years it has been 
reached and surpassed by both Esautomotion and Delem due to its lower innovation capability. 

Beckhoff: German player, with increasing market share. Among the limits we have: 

® Low flexibility. 

Siemens: Historically the German leader in the machine tool CNC segment. Recognized worldwide 
along with Fanuc. In our view its limits are: 

® Expensive product range; 

® Difficulty of programming; 

® Poor flexibility / service to clients. 

Presses, 
Calenders, 

BendingTubes
Laser

Oxy, plasma, 
shears, 

punching
Wood Machine 

Tools

Legend:          less than 1000 units;              more than 1000 units;       
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Key success factors 
Summing up what we have hinted so far, in our view the main success factors of Esautomotion are the 
following six: 

#1: Longstanding expertise in CNC field 
The long experience in CNC and Automation field gained so far by founders / top managers has 
led to an extensive network of relationships with both suppliers and customers, and to an increasing 
visibility in the market, which should be further strengthened by the just occurred IPO. 

#2: Choice of a very specific competitive arena 
During the years, Esautomotion has been able to reach a positioning that is competitive with 
important players of the high-end CNC market mainly thanks to its strategic choice to attack niche 
segments of the latter, characterized by lower competitive pressure by both small and big producers. 
As we already stressed, this allowed the company to boost its economies of scale, due to the high 
volumes required by its clients compared to the cost of production: once the software has been 
developed, in fact, the cost is faced.  

Indeed, Esautomotion is only marginally active in the machine tools “vertical”, while it has an 
extensive presence in other eight “verticals” e.g. Press brake, Marble, Laser, Wood working and 
so on. 

#3: Offer of bundled Software and Hardware systems 
Esautomotion mainly offers bundled hardware + software packages. This “walled garden 
approach” brings the company to be one of most advantageous choices for an industrial machine 
manufacturer as it can find from a single supplier all technical support necessary for machines 
finalization.  

#4: Clever mix of internally developed components (software) and outsourced ones 
(hardware) 
As we already stressed, it is necessary to have an efficient in-house R&D in order to keep firmware 
and application software constantly updated and ready to be customized. At the same time, 
outsourcing of hardware components allows flexibility, lower capital invested and higher cost 
efficiency. As an effect, Esautomotion is competitive also with Chinese clients. 

#5: Standardisation of application software user interface in the various “verticals” 
Esautomotion software architecture is based on one single firmware plus eight different 
application software, each one developed specifically for a type of machines, but always with the 
same user interface. This allows Esautomotion to effectively address a large number of different 
automatized industrial production machines and makes its products extremely well accepted by 
clients as technicians of the machine builder, as well as the end user learn to use only one control even 
for machines with different functions. 

#6: Worldwide presence in terms of assistance and sales thanks to Value Add 
Resellers  
Esautomotion has built a widespread Commercial Network and International Assistance of roughly 40 
VAR (Value Added Reseller). This allows a worldwide customer service (pre and post sales) 
operating 24/7 to support clients with the same language and the same time zone.  

We need to underline that even if this service should, intuitively, be a must have of the sector, it is not 
to take for granted hence this is a competitive advantage with respect to those big players, as Siemens 
for example, which cannot be as capillary as Esa.  
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Growth drivers and strategies 
 
Sizeable growing opportunities are ahead for Esautomotion. The company has identified both 
endogenous and exogenous potential growth drivers, with a particular focus on the development of 
its internal structure and on the exploitation of the Chinese “opportunity”. Turkey and US as well are 
areas where Esautomotion should keep investing in order to strengthen its footprint. 
 

 

Esautomotion is growing at 20% CAGR but we feel that the sizeable market opportunity ahead would 
allow an even higher growth pace if the company had a higher output capacity i.e. more engineers with 
available time to be allocated in customizing and deploying CNC solution for new customers and for 
already existing customers willing to equip additional types of machines with Esautomotion products. 

That said, company’s growth strategies can be split between endogenous and exogenous ones.  

Endogenous growth strategies 
During the years, Esautomotion has built a solid client base and aims to continue to expand the 
relationships with them through ambitious targets and strategies to be identified in: 

® Continuous product development; 

® Further expansion in key foreign markets starting from new customers with high-tech solutions 
and then going to conquer shares even in the low end; 

® Upselling clients with motors and drives and with CNC for additional applications; 

® Scale from simple systems to more complex ones with higher added value. 

Continuous product development 
Esautomotion is willing to improve and expand its product offer through the introduction of new 
devices, together with the continuous development of new technologies. A few examples: 

® Safety PLC: essential device as it guarantees the safety of the operator while using the machine; 

® Inverter: drive unit of a less refined motor of a drive; 

® New electronic expansion cards with higher performance and various dimensions; 

® Development of new software for the management of new types of machinery or machines 
already on the market but not touched up to now by Esautomotion; 

® Tools for the graphic development of the product: the user of the machines is more and 
more familiar to the BTC market devices (smartphones, tablets and televisions); 

® 3D graphics and development of increasingly realistic human interface (HMI). 

Further expansion in key foreign markets (China, USA; Turkey) 
We expect Esautomotion to focus on the development of its international business in three countries: 

® China, where it is already active with its subsidiary and where we calculate that the company may 
achieve a 25% annual growth rate by strengthening its existing branch and by settling a new 
production plant, as recently announced. China represents, in our view, the most important 
market opportunity for the company; 

® Turkey, where (if the political situation will allow for it) it may open a subsidiary (or a new 
branch) by 2019 that, in our view, might generate a 20% annual growth rate; 

® USA, where it may open a subsidiary (or a new branch) as well. In this case we estimate that a 
mid single digit annual growth rate might be achieved. This country in fact, results crowded by 
small producers which are worth to catch in the company’s view. 
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Indeed, Chinese and Turkish customers represent a very interesting market opportunity since in their 
attempt to export to Europe and Americas they must adapt to CNCs that are well known and 
supported in recipient countries i.e. that are acquired in European and American fairs. 

Although China, Turkey and even US are currently under pressure due to political and economic 
turmoil we believe the company to be fully prepared to maintain unchanged its endogenous strategy. 
Devaluation of Turkish Lira may represent a competitive advantage to Esas’ clients, which may benefit 
to upscale movements in sales volumes, as being major exporters. Moreover, trade tariffs are expected 
to have a slighter impact on company’s reference market, due to a high demand and a reduced know-
how as well as production capacity of such components in the US.  

The Chinese market opportunity 
The Chinese one represents the main market opportunity to exploit. Esautomotion is already active in 
this region with its subsidiary and further efforts are expected in order to strengthen the local 
footprint.  Indeed, we see Esautomotion’s presence in China as poised to generate a twofold benefit: 

Benefit #1: Securing profitable collaboration with players poised to gain market share 

While European firms used to lead the market, during the last decade Chinese players demonstrated 
to be competitive winners in terms of CNC-machine sale volumes. So far they have mostly produced 
for local market but from now on we expect them to start exporting their industrial production 
machines, equipped with CNC coming from European producers. Starting to collaborate with them 
already as of now is thus vital, in our view, to secure future revenues and profitability. 

Just an example, in China there is an important growth opportunity in the Laser sector where 
Esautomotion’s market share stands at only ca. 2.5% with Boku being the largest competitor (40% 
market share). We have identified in this segment ca. 20 leading fast growing Chinese companies that 
could become Esautomotion’s potential customers. 

 

1H-17FY Summary of domestic Chinese Laser L.T.D. Company (in €mn) 

 
Source: Esautomotion 
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Benefit #2: Reduced purchasing costs 

Esautomotion could develop relationships with local players, in order to purchase hardware 
components through its local business at competitive prices. 

Reduced purchased costs would lead to lower production ones, and this could allow Esautomotion to 
increase its blended marginalities, while keeping flat the Chinese ones.  

 

Upselling clients with drivers and brushless motors and with CNC for additional 
applications  
Esautomotion is more and more willing to offer integrated Mechatronic CNC systems that combine 
CNC hardware and software with drives and motors. Up to date, only 25% of its customers purchase 
such a complete system.  

It is important to underline that the two product categories show different marginalities: 

® One CNC composed by both hardware and software has a contribution margin of 50%; 

® From one up to 100 units of drivers and brushless motors the contribution margin of ca. 15-30%. 

 

Integrated Mechatronic CNC System 

 

CNC 
Hardware

+ 
Software

Drivers
&

Engines

Integrated
Mechatronic
CNC System

 

Source: Esautomotion 

 

At the same time, we saw before that Esautomotion finds natural in its go to market strategy to enlarge 
the sale, with the same customer, to additional applications: e.g. those who produce presses tend to 
produce cutting machines too. We expect this trend to continue. 

 

Exogenous growth strategies 

Potential acquisitions of entire CNC companies  
We expect the company to scout potential small size targets in the CNC market that would speed up 
Esautomotion’s commercial penetration into geographies (especially Northern Europe and Germany) 
and applications. These may be represented by competitors as small CNC manufacturers or 
geographically complementary companies.  

Potential acquisitions of specific business units 
Another possibility for Esautomotion is the acquisition of other companies’ specific business units / 
branches, rather than their whole legal entity, maybe even from companies that are currently 
internally producing their own CNC systems but lack volumes and know how to keep up with 
innovation. 
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The concept is that, even if these competitors may be actually selling high quality CNC systems, they 
result limited to the fact that they cover less sectors with respect to Esa, and hence they cannot be as 
much transversal in terms of addressable business. Moreover, while Esautomotion offers the complete 
package with the Application Software as well, this is not common even for these producers who have 
internalized the CNC business. Since writing the SW is costly and time spending, these players are 
likely to find difficulties to remunerate such an investment, especially if they can’t reach the high sales 
volumes of Esa’s kind.  

Acqui-hire of engineers specialised in mechatronics 
The real bottleneck for Esautomotion is the number of engineers specialised in mechatronics that it 
can use to deploy its products to clients. So we wouldn’t be surprised if in the future Esautomotion 
attempts some “talent” acquisition, so-called acqui-hiring deals where acquiring a company has the 
aim to recruit its employees, without necessarily showing an interest in its current products and 
services—or their continued operation.  

 

Summary of possible use of recently raised IPO funds 
 

  % of total 

Further foreign expansion   30%-40% 

Internal growth support   10%-20% 

Acquisition of competitors   20% 

Other possible acquisitions   30% 
 

Source: Value Track Analysis 
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SWOT analysis 
 
Long lasting presence in a sector with high barriers to entry and exit, together with the unique offer 
of an integrated Mechatronic CNC system are among the most important strengths of Esautomotion. 

Management difficulties deriving from the low size, and the ones arising from the research of 
mechatronic engineers are, on the contrary, the noticeable weakness of the company. 
 

 

Strengths / Opportunities of Esautomotion 
® Complete product range that meets the customer’s needs of expansion. Esautomotion is the only 

company offering complete integrated software and hardware products; 

® After-sale customer service spread worldwide and operating 24/7 thanks to 40 affiliated 
company’s VAR;  

® Customer and suppliers’ loyalty thanks to the long experience of the management in a sector 
characterized by strong barriers to entry; 

® Sheet metal customers (machine builders) tend to widen the production range to different 
application with Esautomotion thanks to the vertical and customizable offer; 

® Scale economies due to internal software development(R&D) and outsourced hardware 
production; 

® The largest client accounts for less than 15% on total turnover; 

® Great growth opportunity in the laser market, especially in China, Turkey and US: profitable and 
characterized by strong synergy with Esa’s existing customers; 

® IPO on AIM should increase the company’s credibility and visibility, as well as its proceeds should 
allow Esautomotion to deploy investments to expand and improve its business;  

® Acquisition of know-how and personnel business units of other companies in the sector. 

Weaknesses / Threats of Esautomotion 
® Due to the reduced company-personnel size, the management could find difficulties in the 

management of such a growing business (i.e. finding difficulties in reaching and satisfying 
potential new customers). For this reason, a greater managerial structuring is needed and the 
company is working in this sense moving to a wider headquarter in Carpi (Italy); 

® Not redundancy of positions and difficulties to find mechatronic engineers to employ: all are 
essentials; 

® Large customers require a more credible / solid supplier; 

® Price competition on motors and drives which are essential to offer an integrated product. 
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Historical financials 
 
Esautomotion shows a well-balanced international presence with a non-domestic exposure in excess 
of 50% of total Revenues. Total Revenues (i.e. Value of Production) in 2017FY were €15.6mn, 
growing at 20% CAGR in the latest four years while EBITDA and EBIT margin (respectively 30.3% 
and 23.2% as of 2017YE) are a proof of the high value included in Esautomotion’s products. As for 
Balance Sheet, the Company in FY17 had substantially zero debt despite a high weight of Trade 
receivables (no bad debt charge at all in recent years). ROE and ROIC are over-performing sector 
averages standing in the 50% plus region as of FY17. 
 

 

Intro  
Esautomotion, under the current organizational structure, is a recently established entity. Nowadays 
there are four companies that belong to such Group (Esautomotion S.r.l, Esautomotion Trading 
Shangai Co., Esautomotion do Brasil and Esapplication Service S.r.l.) and, historically, they were used 
to report their figures on a separate basis in compliance with respective national standards (i.e. Italian 
and Brazilian GAAP). 

With the IPO in mind, 2016-17 financial figures have been restated on a consolidated basis and in 
accordance to IAS principles.  

 

€15.6mn 2017FY Total Revenues of which more than 50% from abroad  
Esautomotion’s Total Revenues (i.e. Value of Production) have grown since FY2014 at a ca.20% 4yy 
CAGR up to €15.6mn in 2017FY. The outstanding performance was mainly driven by a strong brand 
internationalization, which brought more and more new clients and a strong growth of those already 
“active”.  

 

Esautomotion: 2016FY-17FY Total Revenues Evolution 

Group Total Revenues Group Total Revenues Breakdown by Legal Entity 
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Source: Esautomotion, Value Track Analysis 

 

 

20% CAGR 
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From a geographic point of view, we note that the key strength point for Esautomotion’s customer 
base is represented by its non-domestic nature, with a 50% of direct exposure to foreign markets, and 
the other 50% subjected to strong Italian-exporter companies.  

The malleable product, open, and user friendly allowed the company to generate in FY17 ca.96% of its 
Total Revenues from CNC device selling.  

Despite the presence of four companies among the group, Group revenues are so far almost entirely 
driven by Esautomotion S.r.l, ca. 98% of Total Revenues in 2016FY and ca. 93% in 2017FY. 

 

Costs analysis: Raw materials account for 48.9% of Group Net Revenues 
Esautomotion’s total operating costs base (ex D&A) stood at roughly €11.6mn at the end of FY17, i.e. 
ca. 77% of Net Revenues out of which Raw materials (electronic and plastic components, copper, 
aluminium and others…) accounted for ca. 49% of Group Net Revenues, while Services (ca. 11.4%) and 
Labour costs (ca. 11.3%) represent, respectively, second and third most important cost item.  

It is important to underline, however, that development expenses that are capitalized and then 
depreciated represent part of production costs. As such we see them only at the D&A level. 
 

Esautomotion: 2016FY-17FY Cost Structure in absolute values  
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Source: Esautomotion, Value Track Analysis 

 

EBITDA margin at 30.3% and EBIT margin at 23.2%. No bad debt charges at all 
Esautomotion experienced a solid enhancement in profitability over the last few years. During the 
latest fiscal period EBITDA margin grew more than 410 bps vs. 2016FY up to 30.3% (EBITDA17 at 
€4.6mn in absolute value), while EBIT margin recorded an expansion of ca. 390 bps vs the previous 
period, up to 23.2% (EBIT17 at €3.5mn in absolute value). According to our analysis this was possible 
thanks to: 

® The strong operating leverage typical of software houses, which positively impacted Esa’s accounts, 
and thanks to which the company is benefiting from returns to scale. Indeed, production and 
labour costs increased less then proportionally with respect to revenues; 

® A positive FY17 €880k contribution of inventories (end of period – start of period) above EBITDA. 

We also underline that the company had no bad debt charges in recent years. 
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Esautomotion: 2014-17FY EBITDA and EBIT evolution with margins 
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Source: Esautomotion, Value Track Analysis  

 
Once again, looking at the split by legal entity, Esautomotion S.r.l. shows the higher contribution to 
the group profitability with an EBITDA of €3.1mn in 2016FY out of the overall €3.2mn, while in 
2017FY the contribution was of ca. €4.4mn out of €4.6mn total amount. 

 

Esautomotion: 2016-17FY consolidated EBITDA evolution 

€mn, IAS  2016FY 2017FY 

Group EBITDA  3.19 4.60 

Esautomotion S.r.l  3.10 
 

4.40 
 Esautomotion Shanghai Co.  0.09 

 
0.08 

Esautomotion sa do Brasil  -- 0.14 

Esautomotion Service S.r.l.  -- 0.01 

Netting & Consolidation  -- -0.02 

Group EBITDA Margin  26.2% 30.3% 

Esautomotion S.r.l  25.9% 31.2% 

Esautomotion Shanghai Co.  30.0% 6.5% 
 Esautomotion do Brasil  -- 32.3% 

Esautomotion Service S.r.l.  -- 7.8% 
 

Source: Esautomotion, Value Track Analysis 

 

Net Profit FY2017 standing at €2.6mn, +56.7% YoY 
Reported EBIT in 2017FY was standing at €3.50mn, i.e. 23.2% on Net Revenues from Sales, D&A 
increased from €0.84mn in 2016FY to €1.1mn in 2017FY where the majority comes from intangible 
assets amortization.  

Group’s Reported Net Profit was equal to roughly €2.5mn by FY17 i.e. +56.7% YoY. The result was 
positively impacted by the “Patent Box Agreement” obtained during FY16 which is expected to bring a 
positive contribution until 2019E.  
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Esautomotion: 2016FY-17FY P&L 

€mn, IAS 
 

2016FY 2017FY 

Total Revenues from Sales  12.18 15.11 

Other Revenues  0.49 0.48 

Total Value of Production   12.66 15.59 

Raw Materials & Consumables   -6.69 -7.39 

Cost of Services   -1.20 -1.73 

Gross profit   4.77 6.46 

Gross margin   39% 43% 

Labour costs   -1.48 -1.71 

Other Costs   -0.09 -0.15 

EBITDA   3.19 4.60 

EBITDA margin (on Revenues from Sales)   26.2% 30.3% 

D&A  -0.84 -1.10 

EBIT  2.35 3.50 

EBIT margin (on Revenues from Sales)  19.3% 23.2% 

Interest expenses  -0.06 -0.04 

Taxes  -0.72 -1.00 

Tax Rate  31.4% 28.8% 

Net Profit  1.57 2.46 

Net Profit Margin (on Revenues from Sales)  12.9% 16.3% 
 

Source: Esautomotion, Value Track Analysis 

 

Balance sheet: Zero Debt but Working capital weighs a lot 
Esautomotion Total Capital Employed 2017YE stood at ca.€5.35mn, i.e. ca. 35.3% of Sales, made up by 
€4.30mn Net Working Capital, €1.29mn Net Fixed Assets while provisions were equal to ca. €240K.  

 

Esautomotion: 2016-17FY Balance Sheet structure 

€mn, IAS   PF2016FY PF2017FY 

Net Working Capital   2.78  4.30 

Net Fixed Assets   1.12  1.29 

Provisions   0.09  0.24 

Total Capital Employed   3.80 5.35 

As % Of Sales   31.2%  35.3% 

Shareholders' Equity   3.12  5.32 

Minorities' Equity   0.0 0.0 

Group Net Equity   3.12  5.32 

Net Fin Position [I.e. Net Debt (-) Cash (+)]  -0.68 -0.03 
 

Source: Esautomotion, Value Track Analysis 
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Two things are worth mentioning: 

® Zero debt. Net Capital Employed was matched by roughly €5.32mn in Shareholder’s Equity and 
ca. €32K Pro Forma Net Debt, i.e. ca.0.0x Debt/Equity ratio and ca. 0.0x Debt/EBITDA; 

® High weight of Trade Receivables. Receivables account for ca. 41.3% of Revenues from Sales. 
The phenomena find its explanation among the industry, due to the fact that CNC manufacturers 
are B2B2B firms that work with long warehouse timings. CNC’s Buyers take almost 150 days 
before paying back Esa’s Receivables, because that represents the average time they need to run 
between orders and finished products selling. Indeed, Esautomotion’s ca.28% Working Capital / 
Sales ratio is in line with sector’s one. 

 

Esautomotion: 2014-17FY Net Working Capital and weight on Revenues from Sales 
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Source: Esautomotion, Value Track Analysis 

 

Esautomotion: 2016-17FY Net Working Capital Structure 

€mn, IAS 2016FY 2017FY Diff.’17FY-‘16FY 

Inventories 1.0 1.9 0.9 

Trade Receivables 5.3 6.2 1.0 

Receivables as % Net Revenues 43.1% 41.3%  

Accruals and prepaid expenses 0.0 0.0 0.0 

Other s.t. credits 0.1 0.1 0.0 

Current Assets 6.4 8.2 1.9 

Current Assets as % Net Revenues 52.2% 54.5%  

Trade Payables 2.5 3.2 0.7 

Payables as % Net Revenues 20.2% 20.9%  

Other Payables 0.1 0.2 0.0 

Other s.t. debits 0.4 0.4 0.0 

Accruals and deferred income 0.6 0.3 -0.3 

Current Liabilities 3.6 4.0 0.4 

Current Liabilities as % Net Revenues 29.4% 26.2%  

Net Working Capital 2.8 4.3 1.5 

Net Working Capital as % Net Revenues 22.8% 28.3%  
 

Source: Esautomotion, Value Track Analysis 
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Cash Conversion Cycle, ca.150 days of Selling Outstanding  
While on one hand the company shows a very low DIH, only 47 days, synonymous of a well-managed 
warehouse, on the other, as we anticipated, Esautomotion’s clients are, for the most, Industrial 
production firms which operate with a warehouse timing between six and twelve months. This is 
translated into a slow-down in terms of payments back owned by the company, with a DSO of ca.110 
days and a DPO of 151 days.  

 

Esautomotion: Cash Conversion Cycle 
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Source: Esautomotion, Value Track Analysis 

 

We underline that the company mitigates the risk linked to miss-payments of its Receivables by means 
of insurances. During the latest fiscal year the company ensured ca. 88% of total revenues for an 
amount of ca. €12.62mn, at a very limited €56.8K cost. No bad debt accident took place so far in the 
latest years.  

 

EBITDA to Cash Flow conversion ratio higher than 43% pre tax in FY17 
High level of Receivables is not a problem in terms of bad debt, but it takes its toll in terms of cash 
flow generation. In 2017FY Esautomotion was capable to convert ca.43% of its EBITDA in OpFCF 
before tax as a result of: 

® Net Working Capital ca. €1.5mn increase; 

® Limited CAPEX, i.e. ca. €1.3mn; 

® Low Tax Rate resulting from the “Patent Box Agreement”, i.e. ca. €1.0mn cash out. 

Overall, Esautomotion generated ca. €640K Free Cash flow in FY17, thus lowering its Net Debt 
Position from roughly ca. €672K to ca. €32K in FY2017. 
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Esautomotion: 2017FY Cash Flow Statement 

€mn, IAS  2017FY 

EBITDA  4.60 

Net Working Capital Needs  -1.52 

Capex  -1.25 

Change in Provisions  0.15 

OpFCF b.t.  1.98 

As a % of EBITDA  43.2% 

Cash Taxes  -1.00 

OpFCF a.t.  0.98 

Capital Injections  0.00 

Other Op. Items (incl. Fin. Inv.)  -0.29 

CF available to serve debt/equity investors  0.69 

Net Financial Charges  -0.04 

Dividends paid  0.00 

Net Cash generated  0.64 
 

Source: Esautomotion, Value Track Analysis 

 

 

Du Pont analysis, amazing ROE ca. 48% and ROIC ca. 57% 

Over the two periods Fy16-FY17, Esautomotion reported outstanding 48% ROE and 57% ROIC, much 
better than sector average.  

The improving performance is related to the increase in the Net margin of almost 200 bps from 13% in 
FY16 to 17% in FY17, which matched a decreasing Asset Turnover and Asset to equity path.  

Same thought may be done with respect to Nopat performance, which leads ROIC growth in the 
period.  

 

Esautomotion: ROE-ROIC Du Pont analysis 

ROE 

13% 

186% 

318% 

16% 

148% 

329% 

0% 

50% 

100% 

150% 

200%

250% 

300% 

Net Margin Asset Turnover Asset to Equity

2016 2017

ROIC 

13% 

192% 205%

17% 

184% 180% 

0% 

50% 

100% 

150% 

200%

Nopat Margin Asset Turnover Assseto to Capital

2016 2017

Source: Esautomotion, Value Track Analysis 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    43 
 

Forecasted financials 2018E-20E 
 
We foresee Esautomotion to maintain outstanding financial parameters in 2018E-20E both in terms 
of growth (Revenues expected to grow at ca. 20% CAGR, Net Profit even more), profitability 
(EBITDA margin to remain in the 30% region) and patrimonial solidity (the company is cash 
positive). All this should be driven by both geographical expansion (Turkey, China, USA) and 
upselling on existing clients (that should account for ca. 60% of total growth in the period). ROE and 
ROIC should keep eclipsing sector averages. 
 

 

As far as 2018E-20E financial forecasts are concerned, we note that all our foreseen figures are: 

® Post-money, i.e. including the proceeds raised during the recent IPO; 

® Estimated in compliance with IAS-IFRS principles; 

® Based on a stand-alone scenario, no financial impact from future M&A is considered. 

Finally, please note that when appropriate (and possible), Group estimates are built bottom up by 
modelling separately company data, and new client’s effects, from the various group firms and then 
netted from intragroup flows.  

Revenues to keep growing at 20% CAGR 
Overall, we expect Group Net Revenues to grow at ca. 20% CAGR in the 2018E-20E period.  

More in particular, we expect the parent company Esautomotion s.r.l to lead Group performance, 
while Esautomotion do Brazil and Esapplication Service S.r.l should maintain a stable contribution in 
accordance to 2017FY results.  

Esautomotion Shanghai is recognized, as well, to have a huge potential deriving from APAC expected 
demand of both CNC control systems and integrated hardware components. Chinese clients should be 
served, at their choice, either from the Italian parent company or from the Chinese subsidiary. 

As we said before, geographical expansion in areas such as China, Turkey, USA, should be main 
growth drivers. In terms of clients’ contribution to growth, we expect existing clients to account for 
roughly 60% of 2018E-20E revenues growth, while new clients should account for the remaining part. 

 

Esautomotion: Group 2018E-20E: Evolution of Revenues from sales  
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Source: Esautomotion (historical figures), Value Track (forecasts) 
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Cost structure and profitability evolution  
On the Cost side, the expected growth should be well balanced by economies of scale offsetting higher 
raw materials costs. Indeed, we foresee a high relative incidence of raw materials and an increase in 
Labour costs, but both slightly less then proportional with respect to top line growth.  

As far as operating costs structure is concerned, as explained before, Raw Materials should 
remain the major cash outflow. 

An increasing penetration in un-touched markets, an expansion in China, and the opportunity to sell 
more complete Soft-Hard integrated systems are all factors expected, by theory, to be dilutive on 
marginalities. On the contrary our expectation is to see a countervailing effect deriving from 
production capacity enhancement in China, with a reduction of purchase and delivery costs.   

 

Esautomotion: Cost structure and EBITDA evolution 

€mn 2017A 2018E 2019E 2020E 

Total Revenues from sales 15.11 18.00 21.36 25.27 

Other Revenues 0.48 0.57 0.68 0.80 

Total Value of Production 15.59 18.57 22.04 26.07 

Cost of sales -9.12 -11.10 -13.27 -15.77 

Gross profit 6.46 7.47 8.77 10.30 

Gross margin 42.8% 41.5% 41.1% 40.7% 

Labour & Other costs -1.86 -1.92 -2.11 -2.31 

EBITDA 4.60 5.55 6.66 7.99 

EBITDA margin (%) 30.3% 30.8% 31.2% 31.6% 
 

Source: Esautomotion (historical figures), Value Track (forecasts) 

 
Overall, we expect Group’s EBITDA margin to grow by ca. 30-40bps p.a. for the next three fiscal 
periods thus stabilizing close to 32% as of 2020E. In absolute terms we foresee EBITDA to grow 
at slightly more than 20% p.a. standing at ca. €5.6mn as of 2018E and ca. €8mn as of 2020E. 

 

Esautomotion: Profitability evolution 
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Source: Esautomotion (historical figures), Value Track (forecasts) 
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As far as EBIT is concerned, its growth should be slightly less than proportional compared to EBITDA 
one, as Capex should progressively increase and D&A as well. 

Net Profit should grow even more, i.e. higher than 20% CAGR, also getting benefit from a 
very favourable tax rate up to 2020E thanks to the “Patent Box Agreement”. We underline that Net 
Profit margin (after tax) should remain at a very satisfactory 17%-18% level. 

 

Esautomotion: From EBITDA down to Net Profit 

€mn 2017A 2018E 2019E 2020E 

EBITDA 4.60 5.55 6.66 7.99 

EBITDA margin (%) 30.3% 30.8% 31.2% 31.6% 

Depreciation & Amortization -1.10 -1.35 -1.65 -2.05 

EBIT 3.50 4.20 5.01 5.94 

EBIT margin (%) 23.2% 23.3% 23.5% 23.5% 

Net Fin. Income (charges) -0.04 0.05 0.07 0.11 

Tax -1.00 -1.07 -1.27 -1.51 

Tax rate (%) 28.8% 25.0% 25.0% 25.0% 

Net Profit 2.46 3.20 3.81 4.54 

Net Profit margin (%) 16.3% 17.8% 17.9% 18.0% 
 

Source: Esautomotion (historical figures), Value Track (forecasts) 

 

 

Balance Sheet and Cash Generation Analysis  
Due to the zero debt position registered during the last fiscal year and thanks to ca. €8mn of “fresh” 
capital raised during the IPO, we expect at the end of FY2018 a positive Net cash position in 
excess of €8mn.  

 

Esautomotion: Net Cash Position evolution 
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Source: Esautomotion (historical figures), Value Track (forecasts) 



VALUETRACK

NOT FOR DISTRIBUTION IN OR INTO THE UNITED STATES, CANADA, JAPAN OR AUSTRALIA

Esautomotion    |     Initiation of coverage     |     17 September 2018     |     Marco Greco 

 
    46 
 

 

In terms of Capital Employed structure we expect: 

® Net Working Capital on Sales ratio slightly increasing due to the higher incidence of 
inventories (Chinese subsidiary needs to increase its warehouse). We forecast Trade Payables and 
Trade Receivables to remain stable at ca. 21% and ca. 43% of turnover, respectively; 

® Net Fixed Assets slightly increasing owing to capex ramp-up. 

 

Esautomotion: Balance Sheet evolution 

€mn 2017A 2018E 2019E 2020E 

Net Working Capital 4.30 5.24 6.36 7.73 

As a % of Sales 28.4% 29.1% 29.8% 30.6% 

Net Fixed Assets 1.29 1.94 2.79 3.24 

Provisions 0.24 0.14 0.18 0.23 

Total Capital Employed 5.35 7.04 8.97 10.74 

As a % of Sales 35.3% 39.1% 42.0% 42.5% 

Shareholders' Equity 5.32 15.37 19.18 23.72 

Minorities' Equity 0.00 0.00 0.00 0.00 

Group Net Equity 5.32 15.37 19.18 23.72 

Net Fin. Position [i.e. Net Debt (-) Cash (+)] -0.03 8.33 10.21 12.98 
 

Source: Esautomotion (historical figures), Value Track (forecasts) 

 

 

Esautomotion: Net Working Capital Evolution 
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Esautomotion: Net Working Capital Evolution 

€mn 2017A 2018E 2019E 2020E 

Inventories 1.92 2.43 2.93 3.54 

As a % of Sales 12.7% 13.5% 13.7% 14.0% 

Trade Receivables 6.24 7.74 9.18 10.86 

As a % of Sales 41.3% 43.0% 43.0% 43.0% 

Accruals and prepaid expenses 0.00 0.0 0.0 0.0 

As a % of Sales 0.0% 0.0% 0.0% 0.0% 

Other current assets 0.08 0.09 0.11 0.13 

ToT Current assets 8.23 10.27 12.22 14.53 

Trade Payables 3.16 3.78 4.49 5.31 

As a % of Sales 20.9% 21.0% 21.0% 21.0% 

Other Payables 0.16 0.20 0.24 0.28 

Other Current Op. Liabilities 0.35 0.42 0.50 0.59 

Accruals and deferred income 0.26 0.63 0.64 0.63 

As a % of Sales 0.00% 3.5% 3.0% 2.5% 

ToT Current liabilities 3.93 5.03 5.86 6.80 

Net Working Capital 4.30 5.24 6.36 7.73 

As a % of Sales 28.4% 29.1% 29.8% 30.6% 
 

Source: Esautomotion (historical figures), Value Track (forecasts) 

 

 

Breaking down the contribution of various items on Capital Employed evolution we note once again 
how Working Capital remains the main source of absorption, followed by Net Fixed Assets, while 
Provisions are expected to have a relative low impact.  

 

Esautomotion: Total Capital Employed Evolution 
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Source: Esautomotion (historical figures), Value Track (forecasts) 
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Overall we expect the Group to generate ca. €10mn cumulated Operating Free Cash Flows 
before taxes in the 2018E-2020E period, equivalent to ca. 48% average EBITDA 
conversion ratio, during the same time step, as a result of: 

® Capex in the ca. €2mn-€2.50mn p.a. region, including not only tangible assets purchase but also 
development costs; 

® Working Capital average absorption of ca.€ 1.1mn per annum. 

We note that as of 2018 a ca. €1mn one-off dividend has been cashed out. 

 

Esautomotion: Cash Flow Statement 

€mn 2017A 2018E 2019E 2020E 

EBITDA 4.60 5.55 6.66 7.99 

Working Capital Needs -1.52 -0.94 -1.12 -1.37 

Capex -1.25 -2.00 -2.50 -2.50 

Change in Provisions 0.15 -0.11 0.04 0.05 

OpFCF b.t. 1.98 2.51 3.08 4.17 

As a % of EBITDA  43.2% 45.2% 46.2% 52.2% 

Cash Taxes  -1.00 -1.05 -1.27 -1.51 

OpFCF a.t. 0.98 1.45 1.81 2.65 

Capital Injections 0.00 7.89 0.00 0.00 

Other Op. Items (incl. Fin. Inv.) -0.29 0.00 0.00 0.00 

Net Financial Charges -0.04 0.01 0.07 0.11 

Dividends paid 0.00 -1.00 0.00 0.00 

Net Cash generated 0.64 8.36 1.88 2.77 
 

Source: Esautomotion (historical figures), Value Track (forecasts) 

 

 

Esautomotion: du Pont Analysis ROE and ROIC 
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Appendix: 2016A-2020E Group financial figures 
 

Esautomotion: P&L evolution 

€mn 2016A 2017A 2018E 2019E 2020E 

Group Revenues from sales 12.2 15.1 18.0 21.4 25.3 

Revenues growth % 20% 24% 19% 19% 18% 

Cost of sales (net of Other revenues) -7.5 -8.6 -10.5 -12.6 -15.0 

As a % of Sales -61.6% -57.2% -58.5% -58.9% -59.3% 

Gross profit 4.7 6.5 7.5 8.8 10.3 

Gross margin 38.4% 42.8% 41.5% 41.1% 40.7% 

Labour costs -1.5 -1.9 -1.9 -2.1 -2.3 

Labour costs / Sales -12.2% -12.3% -10.7% -9.9% -9.1% 

EBITDA 3.2 4.6 5.6 6.7 8.0 

EBITDA margin (%) 26.2% 30.3% 30.8% 31.2% 31.6% 

EBITDA growth (%) 99.6% 44.1% 20.7% 19.9% 19.9% 

Depreciation & Amortization -0.8 -1.10 -1.4 -1.7 -2.1 

EBIT 2.4 3.5 4.2 5.0 5.9 

EBIT margin (%) 19.3% 23.2% 23.3% 23.5% 23.5% 

EBIT growth (%) nm 49.1% 20.0% 19.2% 18.5% 

Net Fin.Income (charges) -0.1 -0.04 0.01 0.07 0.11 

Pre-tax Profit 2.3 3.5 4.2 5.1 6.0 

Tax -0.7 -1.00 -1.05 -1.27 -1.51 

Tax rate (%) -31.4% -28.8% -25.0% -25.0% -25.0% 

Minorities 0.0 0.0 0.0 0.0 0.0 

Net Profit 1.6 2.5 3.2 3.8 4.5 

Net Profit growth (%) nm 56.8% 28.3% 20.6% 19.0% 

Adjusted Net Profit 1.6 2.5 3.2 3.8 4.5 
 

Source: Esautomotion, Value Track Analysis 
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Esautomotion: Balance Sheet evolution 
€mn 

 
2016A 2017A 2018E 2019E 2020E 

Working Capital  2.78 4.30 5.24 6.36 7.73 

As a % of Sales  22.8% 28.5% 29.1% 29.8% 30.6% 

Net Fixed Assets  1.12 1.29 1.94 2.79 3.24 

Provisions  0.09 0.24 0.14 0.18 0.23 

Total Capital Employed  3.80 5.35 7.04 8.97 10.74 

As a % of Sales  31.2% 35.4% 39.1% 42.0% 42.5% 

Shareholders' Equity  3.12 5.32 15.37 19.18 23.72 

Minorities' Equity  0.00 0.00 0.00 0.00 0.00 

Group Net Equity  3.12 5.32 15.37 19.2 23.7 

Net Fin. Position [i.e. Net Debt (-) Cash (+)]  -0.68 -0.03 8.33 10.21 12.98 
 

Source: Esautomotion, Value Track Analysis 

 

 

Esautomotion: Cash Flow Statement  

€mn 
 

2016A 2017A 2018E 2019E 2020E 

EBITDA  3.2 4.60 5.55 6.66 7.99 

Working Capital Needs  -2.0 -1.52 -0.94 -1.12 -1.37 

Capex  -1.7 -1.25 -2.00 -2.50 -2.50 

Change in Provisions  0.0 0.15 -0.11 0.04 0.05 

OpFCF b.t.  -0.4 1.98 2.51 3.08 4.17 

As a % of EBITDA   -13.9% 43.0% 0.45 0.46 0.52 

Cash Taxes   -0.7 -1.00 -1.05 -1.27 -1.51 

OpFCF a.t.  -1.2 0.98 1.45 1.81 2.65 

Capital Injections  0.0 0.00 7.89 0.00 0.00 

Other Op. Items (incl. Fin. Inv.)  0.0 -0.29 0.00 0.00 0.00 

Net Financial Charges  -0.1 -0.04 0.01 0.07 0.11 

Dividends paid  0.0 0.00 -1.00 0.00 0.00 

Net Cash generated  -1.2 0.64 8.36 1.88 2.77 
 

Source: Esautomotion, Value Track Analysis 
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DISCLAIMER 
THIS DOCUMENT IS PREPARED BY VALUE TRACK S.R.L.  THIS DOCUMENT IS BEING FURNISHED TO YOU SOLELY FOR YOUR INFORMATION 
ON A CONFIDENTIAL BASIS AND MAY NOT BE REPRODUCED, REDISTRIBUTED OR PASSED ON, IN WHOLE OR IN PART, TO ANY OTHER 
PERSON. IN PARTICULAR, NEITHER THIS DOCUMENT NOR ANY COPY THEREOF MAY BE TAKEN OR TRANSMITTED OR DISTRIBUTED, 
DIRECTLY OR INDIRECTLY, INTO CANADA OR JAPAN OR AUSTRALIA TO ANY RESIDENT THEREOF OR INTO THE UNITED STATES, ITS 
TERRITORIES OR POSSESSIONS. THE DISTRIBUTION OF THIS DOCUMENT IN OTHER JURISDICTIONS MAY BE RESTRICTED BY LAW AND 
PERSONS INTO WHOSE POSSESSION THIS DOCUMENT COMES SHOULD INFORM THEMSELVES ABOUT, AND OBSERVE, ANY SUCH 
RESTRICTION. ANY FAILURE TO COMPLY WITH THESE RESTRICTIONS MAY CONSTITUTE A VIOLATION OF THE LAWS OF ANY SUCH OTHER 
JURISDICTION.   THIS DOCUMENT DOES NOT CONSTITUTE OR FORM PART OF, AND SHOULD NOT BE CONSTRUED AS, AN OFFER, 
INVITATION OR INDUCEMENT TO SUBSCRIBE FOR OR PURCHASE ANY SECURITIES, AND NEITHER THIS DOCUMENT NOR ANYTHING 
CONTAINED HEREIN SHALL FORM THE BASIS OF OR BE RELIED ON IN CONNECTION WITH OR ACT AS AN INVITATION OR INDUCEMENT TO 
ENTER INTO ANY CONTRACT OR COMMITMENT WHATSOEVER. THIS DOCUMENT HAS NOT BEEN PUBLISHED GENERALLY AND HAS ONLY 
BEEN MADE AVAILABLE TO INSTITUTIONAL INVESTORS. IN MAKING AN INVESTMENT DECISION, POTENTIAL INVESTORS MUST RELY ON 
THEIR OWN EXAMINATION OF THE COMPANY AND ITS GROUP INCLUDING THE MERITS AND RISKS INVOLVED.  ANY DECISION TO 
PURCHASE OR SUBSCRIBE FOR SECURITIES IN ANY OFFERING MUST BE MADE SOLELY ON THE BASIS OF THE INFORMATION CONTAINED 
IN THE ADMISSION DOCUMENT (DOCUMENTO DI AMMISSIONE) IN ITALIAN LANGUAGE (AND ANY SUPPLEMENTS THERETO) ISSUED IN 
CONNECTION WITH SUCH OFFERING.    THIS DOCUMENT IS FOR DISTRIBUTION IN OR FROM THE UNITED KINGDOM ONLY TO PERSONS 
WHO: (I) HAVE PROFESSIONAL EXPERIENCE IN MATTERS RELATING TO INVESTMENTS FALLING WITHIN ARTICLE 19(5) OF THE FINANCIAL 
SERVICES AND MARKETS ACT 2000 (FINANCIAL PROMOTION) ORDER 2005 (AS AMENDED, THE “FINANCIAL PROMOTION ORDER”), (II) 
ARE PERSONS FALLING WITHIN ARTICLE 49(2)(A) TO (D) (“HIGH NET WORTH COMPANIES, UNINCORPORATED ASSOCIATIONS ETC.”) OF 
THE FINANCIAL PROMOTION ORDER, (III) ARE OUTSIDE THE UNITED KINGDOM, OR (IV) ARE PERSONS TO WHOM AN INVITATION OR 
INDUCEMENT TO ENGAGE IN INVESTMENT ACTIVITY (WITHIN THE MEANING OF SECTION 21 OF THE FINANCIAL SERVICES AND MARKETS 
ACT 2000) IN CONNECTION WITH THE ISSUE OR SALE OF ANY SECURITIES MAY OTHERWISE LAWFULLY BE COMMUNICATED OR CAUSED 
TO BE COMMUNICATED (ALL SUCH PERSONS TOGETHER BEING REFERRED TO AS “RELEVANT PERSONS”). THIS DOCUMENT IS 
DIRECTED ONLY AT RELEVANT PERSONS AND MUST NOT BE ACTED ON OR RELIED ON BY PERSONS WHO ARE NOT RELEVANT PERSONS. 
ANY INVESTMENT OR INVESTMENT ACTIVITY TO WHICH THIS DOCUMENT RELATES IS AVAILABLE ONLY TO RELEVANT PERSONS AND 
WILL BE ENGAGED IN ONLY WITH RELEVANT PERSONS.    IN ITALY THIS DOCUMENT IS BEING DISTRIBUTED ONLY TO, AND IS DIRECTED 
AT QUALIFIED INVESTORS WITHIN THE MEANING OF ARTICLE 100 OF LEGISLATIVE DECREE NO. 58 OF 24 FEBRUARY 1998, AS AMENDED, 
AND ARTICLE 34-TER, PARAGRAPH 1, LETTER B), OF CONSOB REGULATION ON ISSUERS NO. 11971 OF MAY 14, 1999, AS SUBSEQUENTLY 
AMENDED (THE “ISSUERS’ REGULATION”) PROVIDED THAT SUCH QUALIFIED INVESTORS WILL ACT IN THEIR CAPACITY AND NOT AS 
DEPOSITARIES OR NOMINEES FOR OTHER SHAREHOLDERS, SUCH AS PERSONS AUTHORISED AND REGULATED TO OPERATE IN FINANCIAL 
MARKETS, BOTH ITALIAN AND FOREIGN, I.E.: A) BANKS; B) INVESTMENT FIRMS; C) OTHER AUTHORISED AND REGULATED FINANCIAL 
INSTITUTIONS; D) INSURANCE COMPANIES; E) COLLECTIVE INVESTMENT UNDERTAKINGS AND MANAGEMENT COMPANIES FOR SUCH 
UNDERTAKINGS; F) PENSION FUNDS AND MANAGEMENT COMPANIES FOR SUCH FUNDS; G) DEALERS ACTING ON THEIR OWN ACCOUNT 
ON COMMODITIES AND COMMODITY-BASED DERIVATIVES; H) PERSONS DEALING EXCLUSIVELY ON THEIR OWN ACCOUNT ON FINANCIAL 
INSTRUMENTS MARKETS WITH INDIRECT MEMBERSHIP OF CLEARING AND SETTLEMENT SERVICES AND THE LOCAL COMPENSATORY 
AND GUARANTEE SYSTEM; I) OTHER INSTITUTIONAL INVESTORS; L) STOCKBROKERS; (2) LARGE COMPANIES WHICH AT INDIVIDUAL 
COMPANY LEVEL MEET AT LEAST TWO OF THE FOLLOWING REQUIREMENTS: — BALANCE SHEET TOTAL: 20,000,000 EURO, — NET 
REVENUES: 40,000,000 EURO, — OWN FUNDS: 2,000,000 EURO; (3) INSTITUTIONAL INVESTORS WHOSE MAIN ACTIVITY IS INVESTMENT IN 
FINANCIAL INSTRUMENTS, INCLUDING COMPANIES DEDICATED TO THE SECURITISATION OF ASSETS AND OTHER FINANCIAL 
TRANSACTIONS (ALL SUCH PERSONS TOGETHER BEING REFERRED TO AS “RELEVANT PERSONS”).  ANY PERSON WHO IS NOT A 
RELEVANT PERSON SHOULD NOT ACT OR RELY ON THIS DOCUMENT OR ANY OF ITS CONTENTS.  THIS DOCUMENT IS NOT ADDRESSED TO 
ANY MEMBER OF THE GENERAL PUBLIC IN ITALY. UNDER NO CIRCUMSTANCES SHOULD THIS DOCUMENT CIRCULATE AMONG, OR BE 
DISTRIBUTED IN ITALY TO (I) A MEMBER OF THE GENERAL PUBLIC, (II) INDIVIDUALS OR ENTITIES FALLING OUTSIDE THE DEFINITION OF 
“QUALIFIED INVESTORS” AS SPECIFIED ABOVE OR (III) DISTRIBUTION CHANNELS THROUGH WHICH INFORMATION IS OR IS LIKELY TO 
BECOME AVAILABLE TO A LARGE NUMBER OF PERSONS.   THIS DOCUMENT IS BEING DISTRIBUTED TO AND IS DIRECTED ONLY AT 
PERSONS IN MEMBER STATES OF THE EUROPEAN ECONOMIC AREA (“EEA”) WHO ARE “QUALIFIED INVESTORS” WITHIN THE MEANING OF 
ARTICLE 2(1)(E) OF THE PROSPECTUS DIRECTIVE (DIRECTIVE 2003/71/EC),   (“QUALIFIED INVESTORS”). ANY PERSON IN THE EEA WHO 
RECEIVES THIS DOCUMENT WILL BE DEEMED TO HAVE REPRESENTED AND AGREED THAT IT IS A QUALIFIED INVESTOR. ANY SUCH 
RECIPIENT WILL ALSO BE DEEMED TO HAVE REPRESENTED AND AGREED THAT IT HAS NOT RECEIVED THIS DOCUMENT ON BEHALF OF 
PERSONS IN THE EEA OTHER THAN QUALIFIED INVESTORS OR PERSONS IN THE UK, ITALY AND OTHER MEMBER STATES (WHERE 
EQUIVALENT LEGISLATION EXISTS) FOR WHOM THE INVESTOR HAS AUTHORITY TO MAKE DECISIONS ON A WHOLLY DISCRETIONARY 
BASIS. THE COMPANY, VALUE TRACK S.R.L. AND THEIR AFFILIATES, AND OTHERS WILL RELY UPON THE TRUTH AND ACCURACY OF THE 
FOREGOING REPRESENTATIONS AND AGREEMENTS.  ANY PERSON IN THE EEA WHO IS NOT A QUALIFIED INVESTOR SHOULD NOT ACT OR 
RELY ON THIS DOCUMENT OR ANY OF ITS CONTENTS.   THE EXPRESSION “PROSPECTUS DIRECTIVE” MEANS DIRECTIVE 2003/71/EC (AND 
AMENDMENTS THERETO, INCLUDING THE 2010 PD AMENDING DIRECTIVE, TO THE EXTENT IMPLEMENTED IN THE RELEVANT MEMBER 
STATE), AND INCLUDES ANY RELEVANT IMPLEMENTING MEASURE IN THE RELEVANT MEMBER STATE AND THE EXPRESSION “2010 PD 
AMENDING DIRECTIVE” MEANS DIRECTIVE 2010/73/EU. ESAUTOMOTION S.P.A. (THE “COMPANY”) IS A RESEARCH CLIENT OF 
VALUE TRACK SRL. HOWEVER THIS DOCUMENT HAS BEEN PRODUCED INDEPENDENTLY OF ESAUTOMOTION S.P.A. AND ITS 
SHAREHOLDERS, AND ANY FORECASTS, OPINIONS AND EXPECTATIONS CONTAINED HEREIN ARE ENTIRELY THOSE OF VALUE TRACK 
S.R.L. AND ARE GIVEN AS PART OF ITS NORMAL RESEARCH ACTIVITY AND SHOULD NOT BE RELIED UPON AS HAVING BEEN AUTHORISED 
OR APPROVED BY ANY OTHER PERSON. VALUE TRACK S.R.L. HAS NO AUTHORITY WHATSOEVER TO MAKE ANY REPRESENTATION OR 
WARRANTY ON BEHALF OF THE COMPANY, ITS SHAREHOLDERS, ANY OF ITS ADVISORS, OR ANY OTHER PERSON IN CONNECTION 
THEREWITH.  WHILE ALL REASONABLE CARE HAS BEEN TAKEN TO ENSURE THAT THE FACTS STATED HEREIN ARE ACCURATE AND THAT 
THE FORECASTS, OPINIONS AND EXPECTATIONS CONTAINED HEREIN ARE FAIR AND REASONABLE, VALUE TRACK S.R.L. HAS NOT 
VERIFIED THE CONTENTS HEREOF AND ACCORDINGLY NONE OF VALUE TRACK S.R.L., THE COMPANY, ITS SHAREHOLDERS, ANY ADVISORS 
TO THE COMPANY OR ITS SHAREHOLDERS OR ANY OTHER PERSON IN CONNECTION THEREWITH NOR ANY OF THEIR RESPECTIVE 
DIRECTORS, OFFICERS OR EMPLOYEES, SHALL BE IN ANY WAY RESPONSIBLE FOR THE CONTENTS HEREOF AND NO RELIANCE SHOULD BE 
PLACED ON THE ACCURACY, FAIRNESS, OR COMPLETENESS OF THE INFORMATION CONTAINED IN THIS DOCUMENT. NO PERSON ACCEPTS 
ANY LIABILITY WHATSOEVER FOR ANY LOSS HOWSOEVER ARISING FROM THE USE OF THIS DOCUMENT OR OF ITS CONTENTS OR 
OTHERWISE ARISING IN CONNECTION THEREWITH.  TO THE EXTENT PERMITTED BY LAW AND BY REGULATIONS, VALUE TRACK S.R.L. (OR 
ITS OFFICERS, DIRECTORS OR EMPLOYEES) MAY HAVE A POSITION IN THE SECURITIES OF (OR OPTIONS, WARRANTS OR RIGHTS WITH 
RESPECT TO, OR INTEREST IN THE SHARES OR OTHER SECURITIES OF) THE COMPANY AND MAY MAKE A MARKET OR ACT AS A PRINCIPAL 
IN ANY TRANSACTIONS IN SUCH SECURITIES. 


