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CFD products Platform and Devices Trading Platform 

2,000 CFD products 
Supporting 31 languages in 

more than 50 countries 
Retail customers only 

Products 

Presenter
Presentation Notes
2000 instruments across 5 product categories


Across 6 platforms

Revenues from spreads… [explain]

…and premiums [explain]

A key USP which helps with our marketing is that customers cannot lose more than they deposit



Plus500’s technology, our key asset 

Proprietary technology, developed in-house: key differentiator and flexible advantage 
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Presenter
Presentation Notes
Our proprietary technology drives everything in the business and is the core of our success

Our technology stack which controls the customer lifecycle: attract potential customers, convert customers, retain customers… all with a very low-touch customer approach.

We have no reliance on third-party software unlike all of our competitors

Our platform is being continually refined

Allows us to drive high levels of user sign-ups and conversion rates while minimising customer interaction and maximising revenues




Financials – Income Statement ($, 000) 
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Twelve months ended December 31 

2013 2012 FY13/FY12 growth 

Trading income (net) 115,088 56,127 105% 

Selling and marketing expenses  44,322 28,930 53% 

Administrative and general expenses  3,563 4,124 -14% 

EBITDA 67,285 23,165 190% 

Financing income  (net)  (38) - 

Tax expense  16,532 5,973 177% 

Net profit 50,633 17,100 196% 

Earnings per share ($)  0.47 0.17 176% 

Three months ended March 31 
2014* 2013* 

Trading income (net) 60,745 19,796 
3 Months 14/ 3 Months 13 growth 207% 

* Unaudited 

Presenter
Presentation Notes
Grown revenues strongly over these periods

This has been driven by growth in new users and the number of active customers in new jurisdictions we have entered

We have also seen the average size of a customer deposit increase over this time: brand [AB Test], Auto Promotions

This has generated growing EBITDA and net profit margins

Looking at growth from 2011 to 2012

The growth rate was not as high

2012 impacted by 
relative lack of market volatility
we hadn’t entered new countries in this time

We can cap the level of marketing spend and did so in H2 2012 when volatility was less to protect margins and still show healthy levels of growth

Costs for this potential IPO, legal restructuring and our launch in Australia also impacted EBITDA

The benefit of this is coming through and January 2013 has been an all-time record month for us



Customer metrics 

5 

New Customers  

Active Customers 
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New Customers: Customers depositing for the first time ever during the period. 
Active Customers: Customers who made at least one real money trade during the period. 

Presenter
Presentation Notes
מנוע הצמיחה של החברה – גדיול במספר הלקוחות

כך יש לבדוק אותנו – לפי מספר לקוחות ולא הכנסות לרבעון



Advisors 
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Regulators  

NOMAD 

Financial advisors Legal advisors 

Presenter
Presentation Notes
טיפים:
הבראנד חשוב אך האנשים חשובים יותר

מי שמציג את הבנק בפגישת היכרות, לודא שהוא זה שיחזיק את היד בתהליך ויוביל אותו

נסיון מוכח בהנפקות קודמות של מי שמוביל את התהליך

קשרי אנוש והאמון בתהליך מאוד חשובים

עמידה בזמנים ברמה סבירה – לקחת הבטחות בערבון מוגבל

לא לפחד להחליף יועץ אם נוצרת בעיה




Plus500 share price 

Symbol: PLUS 

*Source: London Stock Exchange 
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Why go public? 

Increase company profile and brand awareness 

Raise capital to the company, if needed 

Liquidate your shares while retaining control of the business 

Public companies have a stronger valuation vs. selling 
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Tips for IPO 

The brand is important, but the people behind the brand are even 
more so. 

Who holds your hand through the process. 

Past experience of the people running the process. 

The deal should be in your terms. 

You can ask the bank for previous fees on other IPO deals, it's 
public data. 

Trust and chemistry go a long way. 

Stick to timetables as much as possible. 

Don't be wary of switching to another advisor in mid process. 
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