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Safe Harbor Statement
The presentations and videos on this site contain statements about our future expectations, plans, and prospects of our business that constitute 

forward-looking statements for purposes of the safe harbor provisions under the Private Securities Litigation Reform Act of 1995, including but 

not limited to our expectations for the growth and development of our business, financial results, cash flows, and competitive position; our 

expectations with respect to our markets and opportunity post-pandemic, including our expectations for economic recovery and the size of our 

market; our expectations for costs, expenses, working capital, and leverage during and after fiscal year 2022; planned capital allocation and 

investments in our business and the expected effects of those investments; our plans and expectations for the transformation of the Vistaprint 

business, including our plans for data products and design services; and our expectations with respect to the development, launch, and benefits of 

our technology platforms, including our mass customization platform and new platforms in our Vistaprint, BuildASign, and National Pen 

businesses. Forward-looking projections and expectations are inherently uncertain, are based on assumptions and judgments by management, and 

may turn out to be wrong. Our actual results may differ materially from those indicated by these forward-looking statements as a result of various 

important factors, including but not limited to flaws in the assumptions and judgments upon which our forecasts are based; the development, 

duration, and severity of the COVID-19 pandemic and the timing and pace of economic recovery; our failure to anticipate and react to the effects 

of the pandemic on our customers, supply chain, markets, team members, and business; loss or unavailability of key personnel or our inability to 

hire and retain talented personnel; our failure to execute our strategy; our inability to make the investments in our business that we plan to make 

or the failure of those investments to have the effects that we expect; our inability to execute on the transformation of the Vistaprint business and 

build a compelling customer experience; our failure to manage the growth and complexity of our business; our failure to develop and deploy our 

planned technology platforms or to realize the anticipated benefits of the platforms; our failure to acquire new customers and enter new markets, 

retain our current customers, and sell more products to current and new customers; costs and disruptions caused by acquisitions and strategic 

investments; the failure of the businesses we acquire or invest in to perform as expected; unanticipated changes in our markets, customers, or 

business; competitive pressures; our failure to maintain compliance with the covenants in our debt documents or to pay our debts when due; 

changes in the laws and regulations or in the interpretations of laws or regulations to which we are subject, including tax laws, or the institution of 

new laws or regulations that affect our business; general economic conditions; and other factors described in our Form 10-K for the fiscal year 

ended June 30, 2021 and the other documents we periodically file with the U.S. Securities and Exchange Commission.

3



Robert Keane
Founder, Chairman & CEO

Emerging stronger 
from the pandemic
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Huge
Opportunity
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Key takeaways from the pandemic

Our decentralized structure
proved to be resilient 
under stress

Constraints & 
incentives are 
powerful

Remote-first work is a new 
source of competitive advantage

Giving back was never 
more important 
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We limit all other 
central activities to 

only those which 
absolutely must be 

performed centrally.

We drive competitive 
advantage across 

Cimpress by investing 
in a select few shared 
strategic capabilities 

that have the greatest 
potential to create 

company-wide value.

Cimpress invests in and 
builds customer-

focused, entrepreneurial, 
mass customization 

businesses for the long 
term, which we manage 

in a decentralized, 
autonomous manner. 

Our decentralized structure 
proved to be resilient under stress

7



Constraints & 
incentives are 
powerful

Clarity of mission

Innovation Efficiency

Speed Nimbleness
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Remote-first work
is a new source of 
competitive 
advantage

• Greater flexibility improves productivity 

in work and personal lives

• We are employing team members from 

more locations

• Improved diversity of team members in 

leader roles

• Higher eNPS engagement scores
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Giving back was 
never more important
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Cimpress businesses are
stronger together

11



Maarten 
Wensveen
EVP & Chief Technology Officer

Mass Customization 
Platform Update
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MCP SaaS product domains

Transform Cimpress businesses into data-driven organizations by providing 
state of the art tools, reusable data products, and expertise.Data

Customers have access to easy ways to create appealing designs for their 
customized products through a rich mix of tools and services.Artwork Tech

Fulfillers can manage delivery to end-customers of the widest variety 
of zero defect, mass-customized products.Fulfillment

Businesses can effortlessly build and manage a global network of suppliers 
to save time and money and deliver the best possible CX.Supplier Network

Businesses of all kinds can launch and manage modern, flexible, data-driven 
eCommerce solutions to reach customers wherever, whenever.eCommerce

Instantly unlock tens of thousands of products for new
and existing businesses with an easy-to-use PIM.Product Catalog
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How platform products help

Conversion Rate

Share of Wallet

Customer Loyalty

Cost Reduction

Market Expansion

Acquisition Cost

Scaling Up

Content
Management

Artwork
Design

Order
Management

Stores

Fulfiller
Management

Artwork
Processing

Shipping Routing &
Delivery

Product Information 
Management

Personalization
Framework

Data
Platform

MIS

Revenue Cashflow
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e-commerce in FY21

Australia

New Zealand

Singapore

United Kingdom

Sweden

Netherlands

Ireland

Germany

Portugal

Austria

Italy

France

Spain

United Kingdom

Japan

Slovakia

Hungary

Finland

Australia

New Zealand

Italy

Ireland

Spain
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The story through our businesses' eyes
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Robert Keane

Vistaprint Overview

Founder & CEO, Vistaprint

Sean Quinn
CFO, Vistaprint
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Vistaprint’s transformation journey
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Return to 
foundational basics

Customer obsessed

Cost competitive

Data driven

Execution oriented

Financially rigorous

Magnetic to Talent

Technology supercharged
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Vistaprint is the expert design & marketing
partner for small businesses

Our North Star
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Physical and digital marketing 
materials & services made easy
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Building capabilities to differentially 
serve customer needs

Customer count funnel Customer value pyramid
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Huge opportunityHuge opportunity
Leveraging our strength with the smallest of small businesses
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Huge opportunity
Capture more share with existing customers, serve larger and higher-value customers, 
deliver expertise and products across physical and digital marketing vehicles
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Building capabilities to differentially 
serve customer needs

FY18

FY18

FY19

FY19

FY20

FY20

FY21 FY21

Average for Customers in Deciles 1-4 Average for Customers in Deciles 9-10

Variable Contribution Profit per Customer by Customer Decile

Does not include VCS, Webs, 99Designs, or Partner Bookings from Offers, Services, Products and Referrals. Also excludes data from new platform markets. All amounts in USD 
translated at currency rates stated in the non-GAAP reconciliation for investor day at ir.cimpress.com. All amounts in USD translated at currency rates stated in the non-GAAP 
reconciliation for investor day at ir.cimpress.com. 
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Improving per customer economics and 
we are spending less to acquire them
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Acquisition Cohorts: based on new customers acquired in each fiscal year and their cumulative GP or CP $s of the cohort divided by the number of new customers following their 
first order. Does not include VCS, Webs, 99Designs, or Partner Bookings from Offers, Services, Products and Referrals. All amounts in USD translated at currency rates stated in 
the non-GAAP reconciliation for investor day at ir.cimpress.com. 
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Growth in new and repeat customer 
value; customer count will be a 
more efficient lever in the future
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New Customers &
Variable Gross Profit per New Customer

VGP per new customer New customer count
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Variable Gross Profit per Repeat Customer

VGP per repeat customer Repeat customer count

Does not include VCS, Webs, 99Designs, or Partner Bookings from Offers, Services, Products and Referrals. All amounts in USD translated at currency rates stated in the non-
GAAP reconciliation for investor day at ir.cimpress.com. All amounts in USD translated at currency rates stated in the non-GAAP reconciliation for investor day at ir.cimpress.com. 
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Long track record of growth from new 
product introduction; but small-format 
printed products remain important
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Bookings by Product Category, $M

Business Cards Category B Category C Category D Category E

Category F Category G Category H Category I Category J

Does not include VCS, Webs, 99Designs, or Partner Bookings from Offers, Services, Products and Referrals. All amounts in USD translated at currency rates stated in the non-
GAAP reconciliation for investor day at ir.cimpress.com.
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Becoming the expert design & 
marketing partner to the world’s 
small businesses will open up new 
revenue streams

• Partnerships

• Design & product 
bundles

• Subscriptions
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How we will achieve our goal

Off the 
monolith: 
Becoming 

technology 
super-

charged & 
data-driven

Rapidly 
growing 
product 
selection

Moving from 
transactions 

to 
relationships

Strong 
momentum in 
full spectrum 

design & 
expertise

Digitally
relevant
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Vistaprint internal success metrics

Small business brand tracker
a brand image profile analysis of how small 
business customers and non-customers 
perceive us

Net promoter score (NPS)
how well we serve our customers, measured 
by the degree to which we earn their loyalty

Net present value (NPV) of existing 
cohorts
the net present value of cash flow we can 
expect from existing customers in the future
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Amazing 
combination of 
existing & new talent 
driving us forward
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[Talent Video]
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Maarten 
Wensveen
Chief Technology Officer

Enabling a Technology-
Supercharged Vistaprint 
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Our platform migration journey so far

Coding
began

APR 3, 2019

Ireland
launch

SEPT 4, 2019

Portugal
launch

DEC 16, 2019

Apr SepAugJulJunMayMarFebJan
2019 Oct DecNov

Internal 
PoC

JUNE 2019

Apr SepAugJulJunMayMarFebJan
2020 Oct DecNov

COVID 
Shutdown

MAR 2020

Spain
launch

APR 7, 2020

Mask
sites

Italy
launch

JUL 29, 2020

ANZS
launch

OCT 6, 2020

Apr SepAugJulJunMayMarFebJan
2021 Oct DecNov

Intro
OSAT
APR 2021

UK
launch

MAY 18, 2021
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Balancing speed &
customer experience
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MCP integrations remove
dependency on technologists
to introduce new products
• MCP unified product model in a fragmented marketed 

makes it easy

• No technologist needed

• Over 140 active fulfillers

• That means 500 connections vs unmanageable in 
point to point

• Enabled businesses to buy and sell at limited 
incremental cost

TopViltjes-jd2a1pce43

Picanova NA-ax97w9g03

OPT-cc1pqbytp5

GP German Printers GmbH-wvhq8h8ag8

Specialty Suds-pe7j9w4nkg

Digital Room Inc.-a46j8v892

Cimpress Technology

WIRmachenDRUCK

Graspo-h6a6a1wt85

Vila Etiketten-nqrbrcf48r

Elite Balloons-w5g4fwdbw6

Opdrukcentrale-caeuwgnq69

Colorado Timberline-c9dw8rm1f5

Schaetzl-aqbjf8wqd

BernieBBlackOps-aqhn613cf

Nottage-v808t9yq4e

Supreme-k30pcund2v

SPS EU Limited-c8rrvdpdhr

CPJ-Tradeworks-mxrhjwwwnt

World Trade Printing Company - Test-xexyfay0yv

Wald& Wiese -kycjkt6wk2

DWA-a7pay6wnw

Fulfiller elanders (xy7vrufw2f)

Verenigde Jouster Drukkerijen-h6x1

LabelArt-aq0cpf24w

WMD-TEST-aj91g6nx08

Pureprint Group-abhatap8u

Exaprint

World Trade Printing Company-k5nq3jd71q

Witege Drucken - Tunisia-gpfp4xqu6p

Xindao BV-a4mqnuqnn

Albelli

Mootown-akjr03p2x

Plano Plastics-g28rhm930e

The Postermen-puwtu17g5k

PrintHarmony-dvjteujdvw

SOLO Mailing Services-m0xbwuhhcd

Easyprint

offset Kroiss& Bichler GmbH& CoKG-udu3hvg7aq

Premo BV-myw51r05gy

Europe Match GmbH-m9gvdh1tek

OptimizationDemoFulfiller-det1xmapej

DPP Houten-jr8nr0yw8u

Vistaprint

Araprint-agmq78jkj

Drukkerij Manuel-jegb4hjnrd

Losekoot Speciaaldrukkerij-v86bqjxa08

Imagine Your Photos-ag62txcj7

Ipskamp Printing bv - p9cny4hejg Ballondrukkerij.nl-jb5bx9tvq3

Ultima Displays France-kbxhnhnpa7

EasyFlyer

National Pen Attribute Test-kbewn681c8

ProCo Print Ltd-awfq5dr0r

Veldhuis Media Ganging-g5bhym6qx

E-FACTORY-ayhd8m1nh

HIT-a4k6ddux5

Van Marle Ganging-w10j132k36

Nivedita CD& DVD Producties-d9gkr8eax4

Tupak BV-gr3qybd2w6

WIRmachenDRUCK-570-jxd261d3f1

CircleGraphics-abjk7eakq

Silber Druck oHG-jpckr9rhm5

P3Group-aa7hmarqv

DeltabachMWW Europe-cndjhm12ck

Elasto Form UK-cwurmtw2r0

Ultima Displays-akfx2g2wr

CT Custom Printing-yfh9d07nde

Maryland China-fmxxnmu8nx

mágus.com Zrt.-g76jjy42j6

LCDM-v09d8e3fgn

HODI International-m3b7kkd8qj

Pixartprinting

Superior-ayau2d36w

HIRABAYASHI-du54qfwye2

Drukkerij de Bij-q

Cross-jbv1vcbke1

Virtus Innovations-v07agd4wd2

Muller Visual Communication-y4d4q6gwwg

National Pen

Lynka Sp.z o.o.-ah84v2x10

ReProf BV-pu072y68j0

Elanders UK-aaeu6rau0

Comdatek GmbH-w20868eua4

RPI-abx6wvbc0

Laltex-pgadenmdmx

Printi

WPAPS LTD-afmp4ftg3

Sapphire Squad Fulfiller-amjjdv7p47
Witege Drucken - Winterthur-p6wjnwwp35

Dye Sub Pro LLC-aayrxc1pw

Oleffe-yemh7f1x3y

Stickerkoning BV-genqcxp1v9

The Queensland T-shirt Company (QTCO)-apdv9whg2

Faber Vlaggen-kga4rhk2je

Lobel Printing (Test)-mrnfd4b3wb

Schneiders Print Service-

Kampert-Nauta BV

Witege Drucken - Prague-kbk6nqwj72

ColorCentric-aerpdb14h

Veldhuis Media-d0qbk999vk

routingFulfillerC-h9935ttf1g

Wisa

XXL Printshop - Custom Quotes - je9nenwuwu

  mbH-xn5ueh7uap

Internal-test-item-fulfiller-a877xpuxc Britten Studios-a9rku68vk

TECHART-v1etfcvgrc

nDruck-123-x4v1p1t3va

F&F Verpakkingen-m8w6qrwrh6

Witege Drucken - Waltham-x467h83e31

Tradeprint

Color 4 Cotton Creations-wqqdanbwen

CURLconcepts-

Teylingen

Pluma Nacional Dummy Fulfiller For Optimization-ka57k2kvd7

COURAND-x86chfhgy4

Demo Printing-gv5hj8abfp

ALL NUMERIC-xpmq3gncb9

Lunado Groep B.V.-ghabfatr76

Stichting Mens en Welzijn-we6ye4apat

DEJALINK-ynrd11mw7d

Papicolor

F&F Verpakkingen-hnu7p046dg

Spotta

Nexprint

The Magnet Group-adyb6xfk9

THE REGAL PRESS, INC-gn54f5m78x

BigName Commerce LLC-cje6pyh840
Alphabroder-apuetkeud

Tayprint-j1ng6k9twd

Goldstar

ABCorp-aahv0j9bp

Reclameland

Veldman Bags-u8jxq28p9n

Xindao-vtf2cjn3ew

Care Concepts B

routingFulfillerB-w4a3dp65mm

Monster NCR Printing-cnupyfb2p6

ReadyShip-a6ybtugnk

HereWePrint-Orleans-a2bv3ccgk

Lynka-qnc5rvwfax

Laro tape-n9qjcywnea

Overnight Prints-n2w5f88732

The Peppermint Company-jdvdy9k3c0

Dtg2Go-at9wtrbtj

R 1

Groep Matthys bvba-rgna4yte8e

The Peppermint Company-cwmnkadtfq

Control Media BVBA (uykxqq6tk8)

Crazy Cow-t1g097bcr0

TLS Printing-ejrr9vkd1x

Quaid Print-d3hqrd7f8w

Cimpress Schweiz

Sign-Zone Inc. (BAS)-qa5kt8k7ek

TH Jordan Ltd-e117p4vgmb

MC Japan-fpqrxduhea

Trade Works-akj3wkbhcq
Birtwells-gaqntca8jk

Regiomail

Smartlabel-abnj684hpe

Drukwerkdeal

Ingenia UK-wdr7ck21d5

Hoekstra Krantendruk-nfqwkyxgp1

JPO

FleQs-ygb5y3mPMICORP-j5mr8j7b10

Your Print Partner-v758vnvrqv

Design Services-vhh30pc4wr

FAYOLLE-hk659h6u7y

RuMe-a8h14nrea

Fulfiller ny4jr11btn

Scalable Press-afdmhubk4

Micropress-hr0q656n1w

Ogawa Print-nj2jf5gdd5

Identity Group-at8krdnmv

Vida

Jondo-atajvyckr7

Hollywood Monster-wv1871g1h3

Biscuit-qn8jv3m3en

Ultima Canada-afjxuj4my

Promotiebeker-g2w2x1wqtx

Online Envelopes-ga7wau3ejd

Vila-ny7t452yuv

Larlu

Opensoftdev-c4dgpd54rb

BernieB-de8gp293ma

Bic Graphic NA-atrbkrw0q

Diego's Test Fulfiller-y08005fk48

Gejo Interpack

ALCIONE-y09e0kvcj0

Cimpress China

M-Display-rhpdy64nkm

Van Marle-dnxh66v2yr
EEF / Inkjet Proces Consultancy-kvjufr0mgy

SANWA CO LTD-c8v5v2vmc4

KORUS-r863hr0evp

Polyconcept

Druck.at

Zolemba

Auraprint-admh0yh3b

Lioncards

Logobecher

Cober-ajnbdfd16

M4Four-dyr0ax1pnt

Fulfillment Mail& Marketing GmbH-w2j8pnpb59

c Easy-mbwdxke4uw

JOUBERT-v5w18fvqd5

mwwondemand-a4p4rwv6m

Sign-Zone Inc.-r71u3bh6f4

Keramikos-qqv2b6ufby

Hainenko-nk81a359be

Promic-x915p984kg

De Groot Goudriaan-j6jg0edcv7

Blake Envelopes-ftgyttwhk7

Thermos-tcvp8q8p8n

Trimark (NOT USED TODAY)-amwnegpc0

Raypack BV-kp6ngprua2

Bishops-mvxgyndgch

MPS Services-hr7nj9yyq5

c-ncvm4bkcud

Mid Ocean Brands-y7tq3uhwm4

Cartingo-f9a00vqa3f

Bhanu the fulfiller-a09kx82498

Harrier-fctw3bepvg

Test Fulfiller (Product)-avrawnaht

Vistaprint Corporate Solutions

Bic Graphic Europe S.A.-v6t5trqecg

Scholma Print& Media-mcxp3mx1wc

UPP central testing - AST-buuvkau37a

USB System-wd6em3ddwb

Windmill Tapes and Labels-k3eywn3hxu

Oddball Workshop-uk805r6wam

Rotografica

BIC Graphic Spain-a3ca640ff

AE Laser

Dortland en van Beem-xe2cf0va4q

Wristbands s.r.o.-erpm6namk2

Premier Print Group Ltd-rndwmuca3r

Vantage Apparel-aedcy06w3

Entity Brands Pty Ltd-y5wk6aap84

Printed-hvfry8746q

A1 koeriers

DVN-fhpnnpf00b

BuildASign.comGRAFICA MINERVA-bye6rkjqap

Zeichenhersteller

Enveloprint BV-m8g0dxtutj

Stiefel DigitalPrint GmbH-mkqfk0dh5v

Syx Graphics-gx3qqx3rj3

Probo Sign BV-gmyj6fdt2

GalaxyPress-qvnmugvku9

Discount Labels-c2pu4e7uje

Gemline-ajruurp3b

Boogaard Textiles BV-ew2vwp15hm

Buch- und Offsetdruckerei Häuser KG-apx46tffwe

Kalfany-anjcv63q6

Foliedrukkers

Newell Brands-w17d1dx42x

Fun House-cf2cr1k2dd

Zebrapaper

Midocean-my5eg8eu05

Logobugs+-ytrbc2rjbx

Cimpress Bridge QA01-dmn8n385tc

Denmore Press-xewt565jr6

VOB Hardenberg-g3j6he7ece

Paul Stricker-d3h81nrkp0

[DEMO] Cimpress-Mauguio-avm2750h0

De Voogt Systemen BV-n935295bg6

Chocolate Inn-abae4bmtw

Picanova EU-a96x92825

Witege Drucken FR-r7k744v9r7

Moire

BSQ Textiles

More from >
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Machine learning in MCP
automates manual
time-consuming processes

Some examples of our automatic processing:
• Sharpening blurry and low-resolution images
• Intelligently lightening images that are too dark
• Fixing cropping errors where the customer artwork doesn’t match product size
• Detecting text that is too close or hanging off the edge of a design
• Checking for legibility problems and poor contrast of text on a design
• Finding and removing crop marks, guidelines, etc., inadvertently left in designs

More from >
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Richer & broader data signals 
improve personalization

Traditional 
Data 

Warehouse 
(35TB)

Orders
Customers
Products

Data 
Platform 
(220TB)

Product Recommendations

Email Frequency Analysis

Relevant Industry-Driven Content

Retention Segmentation
More from >

Orders

Products

Customers

Events

Industry Classification

Segmentation

Clickstream

Upload Analysis (ML)

Brand Profiles

Personalized Models

3rd Party Data

Voice transcripts
Sentiment Analysis

Surveys

Amazon
Personalize

Old 
Platform

New 
Platform
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More from >

MCP + Vistaprint + 3rd party SaaS
= jaw dropping customer value

41



Emily Whittaker
President, Vistaprint North America

How we work & drive 
accountability 
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Principles of the way we work

One Vistaprint 
team

Customer 
obsessed

Inversion of 
control

Data
driven
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Tools & Mindsets

Iterative test & learn
Sprints

Demos and retrospectives

Financial & Operating 
Metrics

P&L (to cash flow)
LTV of customer cohorts
Operational dashboards 

(customer, manufacturing, 
CARE metrics)

Accountability 
Mechanisms

Objectives and Key Results
Quarterly Business Reviews
Monthly and Weekly LOB 

Reviews

Our operating routines

44



Investing in quality

Before

After

Technology Data Usage Empowering Teams

45
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Improvements showing up in metrics 
and financial results
Customer complaint rate & product quality score improvements
drove $13M of financial benefit from FY19 to FY21
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Florian 
Baumgartner
President, Vistaprint International

Tech-enabled new 
product introduction and 
site migration experience

48



Leveraging the power of the 
Cimpress network

49



New platform unlocking the value 
of new product introduction

50



Bespoke stickers for packaging, 
for products and for fun

51
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New platform unlocking early returns with huge financial potential
when implemented around the world

Our experience with site migration

Australia UK• New product introduction and site 
personalization already driving 
financial benefits

• Promotional products integrated 
into main site flow, driving strong 
product line growth

• Better customer insights to drive 
improved experience
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A|B

Post-launch 
optimization 
activities

Customer satisfaction 
scores are guiding our 
efforts and priorities
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Basti Klapdor

Driving jaw dropping 
customer value with 
data @ scale

Chief Data Officer
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My core belief:

Data is like water
56



DnA Vision

Transform 
Vistaprint into 

one of the 
world’s most 

iconic 
data-driven 
companies

Generate substantial and lasting 
value with industry-leading data 
products, insights, & expertise

Build a kick-ass organization that 
attracts, excites, develops and 
retains exceptional, diverse talent
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Our journey

Today
Over 80 self-service data products

Data as a Product thinking
Data Mesh approach

Significant growth in team 

Before 2020
No data products / self-service

Data as by-product thinking
Old data technology stack 

Small team

Tomorrow
Democratized data

Data-enabled innovations for customers
World-class data stack

DnA as “badge” in everyone’s CV 58



Our data products 
unlock well over 
$100m of 
annualized 
incremental profit 
value pool, of which 
tens of millions 
have already been 
unlocked

Selected data products in our 5 data domains

Pricing, Promo, 
Product & 
Personalization
+ FSD

Industry 
Classification

1:1 
Recommendations

Price Elasticity 
Model

Campaign 
Effectiveness 

Tracker

CCC KVI-Based Pricing

Product Catalogue

Channel
Platform

Channel Tracker

Quantum Metrics tROAS

GA360 Site Explore

Site Performance 
dashboards

Customer &
Business 
Performance

Cohort Explore

WBR Explore

Forecasting
Customer Lifetime 

Value (LTV)

Media Mix 
Modeling

Customer
CARE

Customer Lens

Forecasting CARE 
WBR

Manufacturing
& Supply Chain

Manufacturing 
Quality Complaint 

Rate

S&OP

On-time to 
Customer

Machine Data/ 
Predictive 

Maintenance
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Recommendations

+ 5%
Variable 
contribution 
profit uplift

New 
placements 

on site!

New 
placements 

in email!
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Industry classification
at scale…

We now know 
the industry of 

50%
of our customers
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…allowing us to do 
audience-specific 
treatments

+ 15% 
Uplift in 

Click-Through-
rate
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Internal reporting

-95% 
Reduction in 
manual effort 

for report 
creation
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Machine learning-based call 
reason identification

Understand and address why customers are reaching out for support.

3% in 
avoidance of 
credit costs

5% in 
avoidance of 
CARE contact 
related costs
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Pricing & Promotions

Price change timeline 
to understand number of price 
changes by day

Uplift by market, up-to-
date information on 
impact for Pricing & 
Promotion changes by 
market

Financial impact by category to 
understand impact on different 

line of businesses

-5%p in 
discount FY21 
vs. FY20 and 

>50% of 
price points 

globally fresh 
with every day 

fair price
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Invest in foundations:
governance, 
architecture, 

technology, literacy

Build data 
products and drive 
adoption; provide

insights and 
expertise

Increase 
productivity 

of data product 
teams, analysts, 

and all consumers

Drive tangible 
customer & 

financial Impact

Part of the 
impact 
is reinvested 
to become 
better 
and faster

The flywheel effect
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Core Belief: make our data 
product teams with end-to-
end responsibility more 
efficient!

Data Scientist

Data Analyst

Data Engineer

Data Engineer

Data Product 
Manager

Data Analyst

Data 
Governance 
Manager (part-
time)

Agile Coach

State of the art data 
governance

Best-in-class data stack 
(supporting the data 

mesh)

Data science best 
practices 

Data engineering best 
practices

Hire world-class data 
experts, being best in 

their field

Collaboration

Data Product Lifecycle 
Cookbook

High employee 
satisfaction 

Data culture 
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Recruiting world class data talent

Anna Kloss
Pricing, Promotion 

& Personalization Domain Lead

Christian Schröpfer
CARE & CX 

Domain Lead 

Oliver Bauer
Data Governance, Engineering 

& Architecture, DnA
Growth & Change HQ Lead

Peggy Pranschke
Global Business Analytics

Lead

Michael Shores
Data Science Chapter

Lead

Lukas Vermeer
Director of Experimentation

Drew Casey
Director of Web

Analytics

Drew Forster
Director, Analytics
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Our Journey

Tomorrow
Democratized data

Data-enabled innovations for customers
World-class data stack

DnA as “badge” in everyone’s CV 69



Our Focus in FY22

OKR SEITE VON QBR

Objective #1: Customers Objective #2: DnA users Objective #3: DnA team

DnA's data products & 
expertise enable Vistaprint to 
#win our customers’ hearts, 

minds, and loyalty

We #democratize and #foster 
data-driven decision-making & 
experimentation at Vistaprint 

on the new platform

Vistaprint DnA is one of the 
most #awesome and 

#inclusive places to work in 
the data & analytics space
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My core belief:

Data is like water
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Ricky Engelberg
Chief Marketing Officer

Establishing Vistaprint as 
the expert design and 
marketing partner for SMBs 
around the world
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Establish 
Vistaprint as
the expert 
marketing & 
design partner 
for the world’s 
small businesses

OUR MISSION
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Success in the past was 
selling items to customers
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From

Day -100

to

Day 1

to

Day 5000
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Success in the future is to help
with all aspects of marketing & design
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Our journey

A banner for your 
coffee shop

All you need to start 
your coffee shop

All you need to run 
your coffee shop

ITEMS SOLUTIONS RELATIONSHIPS
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Serving every audience at scale
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New Product 
Introduction

Full-Spectrum 
Design

Digital
OfferingPersonalization

Full-Funnel 
Marketing

Relationships
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FULL-SPECTRUM 
DESIGN
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[Full-Spectrum Design Video]
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Huge opportunity
Capture more share with existing customers, serve larger and higher-value customers, 
deliver expertise and products across physical and digital marketing vehicles
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Full-spectrum design

DO IT YOURSELF

Templates

DO IT WITH HELP

Studio Live

Digital Asset 
Manager

DO IT YOURSELF

Logomaker

DO IT YOURSELF

Studio

DO IT FOR YOU

Upload & Go

DO IT FOR YOU

99designs
Creator 

Marketplace

DO IT WITH HELP

Template Edits
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[99designs Video]
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Full-spectrum design

DO IT YOURSELF

Templates

DO IT WITH HELP

Studio Live

Digital Asset 
Manager

DO IT YOURSELF

Logomaker

DO IT YOURSELF

Studio

DO IT FOR YOU

Upload & Go

DO IT FOR YOU

99designs
Creator 

Marketplace

DO IT WITH HELP

Template Edits
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Do it with help:
Vistaprint design services
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Opportunity to expand 
DIWH services

200,000
briefs per year

90%
customer 

satisfaction rating
 $-

 $20

 $40

 $60

 $80

 $100

 $120

 $140

 $160

 $180

FO Qtr 1 Qtr 2 Qtr 3 Qtr 4 Qtr 5 Qtr 6 Qtr 7 Qtr 8
QUARTERS SINCE FIRST ORDER

Cumulative Variable Gross Profit per Customer 
by Acquisition Cohort (Q1 Cohort)

2020 No Design Services 2020 Design Services

2021 No Design Services 2021 Design Services

2.5x 
uplift
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The future of DIWH services
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Full-spectrum design

DO IT YOURSELF

Templates

DO IT WITH HELP

Studio Live

Digital Asset 
Manager

DO IT YOURSELF

Logomaker

DO IT YOURSELF

Studio

DO IT FOR YOU

Upload & Go

DO IT FOR YOU

99designs
Creator 

Marketplace

DO IT WITH HELP

Template Edits
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DIGITAL
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Small businesses

Social 
media

Newsletters

Forums, blogs 
& communities

Webinars

SEO CRM

Branding
E-commerce

Domain name

WebsitesDevelopersConnected 
products

Ads

Email 
marketingFollowers
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Amazing website design

Customers use
99designs

for sites from:

Wix

Shopify

Squarespace

Square

…and more
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September 2021 in 
new platform markets

Connected
products
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FULL-FUNNEL 
MARKETING
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Interest in 99designs
at all-time high

0

10

20

30

40

50

60

70

80

90

100

Interest in 99designs over time

Source: Google Trends; search term = 99designs (worldwide) 
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99 days of design

In partnership with:
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We have changed our 
marketing footprint and 
the way we tell our story
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Our investments are already starting to show significant lift: 
greater sustained impact at the market level will take time and 
additional investments across several platforms

Initial insights from recent campaign

2%-5%
LIFT IN 

AWARENESS,
CONSIDERATION,

PERCEPTION 

70MM+
USERS REACHED
at a frequency of ~4

1.2%-5%
LIFT IN 

QUALIFIED
TRAFFIC 

Positive
impact to

LOWER-FUNNEL 
PERFORMANCE
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Media platform expansion

Awareness

Consideration

Prospecting

Abandoners

Repeat

Awareness

Consideration

Prospecting

Abandoners

Repeat

Awareness

Consideration

Prospecting

Abandoners

Repeat

Brand campaigns

CY19 media mix CY20 media mix CY21 media mix & testsVS

We made significant investments to expand our media presence across the 
funnel over the last 2 years; now we are scaling those programs while 
continuing to explore new inventory sources

VS

Performance campaigns 104



[Personalization Video]
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Paolo Roatta
CEO, The Print Group

Upload & Print

Update
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[Upload & Print Video]
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Bryan Kranik
Chief Executive Officer

BuildASign
Update
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[BuildASign Video]
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Record financial
performance

$141
$153

$174

FY2019* FY2020 FY2021

Revenue

$21

$29

$38

FY2019* FY2020 FY2021

Segment EBITDA

FY21 YoY organic constant-currency 
revenue growth:
+13% vs. FY20
+23% vs. FY19

FY21 YoY EBITDA growth:
+33% vs. FY20
+78% vs. FY19

*BuildASign was acquired by Cimpress on October 1, 2018. FY2019 figures present pro-forma view as if we owned it for the full fiscal year.
Please see reconciliation of non-GAAP financial measures at ir.cimpress.com. 
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New product introduction:
COVID-related templates
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New product introduction: 
Leveraging Cimpress network
to launch face masks
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New product introduction: 
graduation signs
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Success in home décor segment
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Keeping team members
healthy & safe

115



Community engagement 
during difficult times
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Stronger together: capacity 
expansion through National Pen
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Stronger together: new 
customer love team in Jamaica
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0000

Remote team member engagement
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New e-commerce platform

0000

120



Looking ahead to FY22

0000

121



Maintaining & improving
company culture

0000

122



Building a bright future

0000
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Sean Quinn
EVP and Chief Financial Officer

Capital Allocation
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Pandemic bookings trends
Comparison to prior year

Bookings is an internal metric we use to understand customer demand. It differs from GAAP revenue due to orders not yet shipped, refunds and credits, and changes in currency rates compared 
to the U.S. dollar (see stated rates in non-GAAP reconciliations for Investor Day on ir.cimpress.com). This chart also excludes recently acquired businesses including 99designs. Cimpress weekly 
bookings “Excluding Covid-19” exclude products newly introduced in Q4 FY2020 including face masks and face shields. It does not exclude previously existing Cimpress products used for 
pandemic response purposes such as wayfinding signs.

-75%

-50%

-25%

0%

25%

50%

75%

100%

125%

150%

1 3 5 7 9 11 13 15 17 19 21 23 25 27 29 31 33 35 37 39 41 43 45 47 49 51 1 3 5 7 9 11 13 15 17 19 21 23 25 27 29

Weekly Bookings vs Prior Year through July 24, 2021 

Total Cimpress +/- YoY Excl. Covid-19 Products

Week # in CY2020 Week # in CY2021
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Revenue

$817 

$1,020 
$1,167 

$1,270 

$1,494 

$1,788 

$2,135 

$2,593 
$2,751 $2,797 

$2,481 
$2,593 

Revenue & Reported Revenue Growth ($M)

TTM February 2020 results are unaudited. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com. 

22%
20%

12%

4%

9%
11%

8%

11%

5%
6%

-11%

-1%

Organic Constant-Currency Revenue Growth
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Profitability

$93 

$55 $46 

$86 
$96 

$78 

$(46)

$158 $164 

$236 

$56 

$124 

GAAP Operating Income ($M)

TTM February 2020 results are unaudited. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com. 

$165 
$140 $143 

$181 

$243 

$283 

$238 

$326 

$387 

$477 

$400 

$349 

Adjusted EBITDA ($M)
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Cash Flow

$165
$147 $142

$154

$242 $247

$157

$192

$331

$395

$338

$265 

Cash Flow From Operations ($M)

TTM February 2020 results are unaudited. Please see reconciliation of non-GAAP financial measures at ir.cimpress.com. 

$121 
$95 

$54 $72 

$157 $152 

$45 

$139 

$212 

$293 
$244 

$166 
$1 

$5 
$6 

$9 $31 

$38 

$49 

$57 

$67 

$73 

$117 

Adjusted Free Cash Flow & Cash Interest 
Related to Borrowing ($M)

Adjusted FCF Cash interest related to borrowing
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Results by component:
Vistaprint

$1,346 
$1,499 $1,508 

$1,337 
$1,445 

FY2017 FY2018 FY2019 FY2020 FY2021

11%

1%

-11%

8%

9%
3%

-10%

1%

FY2017 FY2018 FY2019 FY2020 FY2021

Reported Revenue Growth Organic Constant-Currency Revenue Growth

$213 

$310 
$350 $366 

$325 

16%
21% 23%

27%
22%

FY2017 FY2018 FY2019 FY2020 FY2021

$251 
$313 $339 $341 

FY2017 FY2018 FY2019 FY2020 FY2021

Revenue ($M) Revenue Growth (%)

Segment EBITDA ($M) & Margin (%) Unlevered Free Cash Flow ($M)

N/A

N/A

Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense. Please see reconciliation of non-GAAP financial 
measures at ir.cimpress.com.
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Results by component:
Upload & Print

$589 

$730 $769 
$692 $696 

FY2017 FY2018 FY2019 FY2020 FY2021

24%

5%

-10%

1%
13% 10%

-7% -7%

FY2017 FY2018 FY2019 FY2020 FY2021

Reported Revenue Growth Organic Constant-Currency Revenue Growth

$84 

$105 $107 
$91 $86 

14% 14% 14% 13% 12%

FY2017 FY2018 FY2019 FY2020 FY2021

$75 $78 

$52 

$73 

FY2017 FY2018 FY2019 FY2020 FY2021

Revenue ($M) Revenue Growth (%)

Segment EBITDA ($M) & Margin (%) Unlevered Free Cash Flow ($M)

N/A

N/A

Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense. Please see reconciliation of non-GAAP financial 
measures at ir.cimpress.com.

130



Results by component:
National Pen

$113 

$333 $348 
$299 $314 

FY2017 FY2018 FY2019 FY2020 FY2021

5%

-14%

5%

7%

-13%

2%

FY2017 FY2018 FY2019 FY2020 FY2021

Reported Revenue Growth Organic Constant-Currency Revenue Growth

$1 

$29 

$17 

$8 
$12 

1%

9%

5%
3% 4%

FY2017 FY2018 FY2019 FY2020 FY2021

$24 

$10 

$(15)

$22 

FY2017 FY2018 FY2019 FY2020 FY2021

Revenue ($M) Revenue Growth (%)

Segment EBITDA ($M) & Margin (%) Unlevered Free Cash Flow ($M)

N/A

N/A N/A

National Pen was acquired Q3 FY2017; Reported revenue growth in FY2018 was 196% and organic constant-currency was 20%.
Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense. Please see reconciliation of non-GAAP financial 
measures at ir.cimpress.com.
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Results by component:
BuildASign

$141 
$153 

$174 

FY2017 FY2018 FY2019 FY2020 FY2021

9% 13%

FY2017 FY2018 FY2019 FY2020 FY2021

Organic Constant-Currency Revenue Growth

$21 
$29 

$38 

15%
19%

22%

FY2017 FY2018 FY2019 FY2020 FY2021

$13 

$32 

$26 

FY2017 FY2018 FY2019 FY2020 FY2021

Revenue ($M) Revenue Growth (%)

Segment EBITDA ($M) & Margin (%) Unlevered Free Cash Flow ($M)

N/A

N/A

BuildASign was acquired by Cimpress on October 1, 2018. FY2019 figures based on pro-forma view as if we owned it for the full fiscal year.

N/A

N/A

N/A N/A

N/A N/A

Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense. Reported revenue growth for FY2020 was 42%, 
due to the partial period of revenue included in our FY2019 results. FY2021 reported and organic constant-currency growth rates are equal. Please see reconciliation of non-GAAP financial 
measures at ir.cimpress.com.

N/A
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Results by component:
Early-stage businesses1

$28 $28 

$21 
$18 

FY2017 FY2018 FY2019 FY2020 FY2021

53%

8%

-18%

13%

FY2017 FY2018 FY2019 FY2020 FY2021

Organic Constant-Currency Revenue Growth

($12)

($22)

($11) ($6)

-79%

-39%
-52%

-33%

FY2018 FY2019 FY2020 FY2021

$(13)

$(40)

$(14)
$(8)

FY2017 FY2018 FY2019 FY2020 FY2021

Revenue ($M) Revenue Growth (%)

Segment EBITDA ($M) & Margin (%) Unlevered Free Cash Flow ($M)

N/A

N/A

1 All periods presented exclude the impact of Albumprinter which we divested in Q1 FY2018.
Segment EBITDA includes share-based compensation expense while unlevered free cash flow excludes share-based compensation expense. Please see reconciliation of non-GAAP financial 
measures at ir.cimpress.com.

N/A

N/A
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Net Debt and Share Count

$237 

$(167) $(189)

$(386) $(413)

$(601)

$(857)
$(795)

$(1,000)

$(1,437)
$(1,379)

Net Cash (Debt)1 ($M)

1 Net (debt) is defined as the sum of our credit facility debt, senior unsecured notes and other debt less cash, cash equivalents, and marketable securities (current and non-current). 
2 Weighted average shares outstanding for FY2017 and FY2021 represent the number of shares we would have reported if we recorded a profit instead of a loss that year. The basic 
weighted shares outstanding we reported those years was 31.3M and 26.0M, respectively.

45.0

39.0

34.5 34.2 33.8 33.0 32.6 32.2 31.7

27.8 26.5

43.1

34.1 32.8 32.3 33.2
31.5 31.4 30.9 30.4

25.9 26.0

Share Count (M)
Weighted Average Diluted Shares Outstanding

Shares Outstanding at June 30
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Evolution of our capital structure

$(36)
$(386)

$329 

$143 
$1,152 $300 

$600 

$600 $13 

$13 

Previous (as of 3/31/21) New (as of 6/30/21)

Net Debt ($M)

Other Debt

Unsecured Bonds

2nd Lien Notes

Secured Term Loan B

Secured Term Loan A

Secured Revolver Drawn

Cash & Marketable Securities

$1,349

$1,379
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Historical net leverage ratio
Historical ratio and leverage expectations in FY2022

2.3x

1.8x

2.2x 2.1x
2.3x

3.4x
3.5x

3.4x 3.3x

2.5x
2.7x 2.7x 2.7x

3.2x 3.1x

2.7x
3.0x 3.0x 2.9x

3.5x
3.3x 3.3x

3.8x 3.7x

Q1
FY16

Q2
FY16

Q3
FY16

Q4
FY16

Q1
FY17

Q2
FY17

Q3
FY17

Q4
FY17

Q1
FY18

Q2
FY18

Q3
FY18

Q4
FY18

Q1
FY19

Q2
FY19

Q3
FY19

Q4
FY19

Q1
FY20

Q2
FY20

Q3
FY20

Q4
FY20

Q1
FY21

Q2
FY21

Q3
FY21

Q4
FY21

Historical Net Leverage Ratio

• At June 30, 2021, we had $183M of cash and cash equivalents, $203M of 
marketable securities, and $1,765M of debt, excluding debt issuance costs 
and debt premiums and discounts

• Charts reflect new net leverage ratio definition with capital 
structure evolution
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Evolution of organic investments
Estimated net impact of investments on free cash flow at midpoint

$91 
$104 $95 

$38 
$59 $52 

$67 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

Vistaprint

$- $- $- $2 
$13 $7 $7 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

National Pen

$14 
$27 $24 $22 $25 $28 $34 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

MCP

$6 $10 
$18 $14 $8 $14 

$4 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

Upload & Print

$26 
$42 $42 

$29 

$49 

$28 
$12 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

All Other Businesses

$8 $7 $14 
$3 $4 $5 $6 

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020* FY2021

Other Central Investments

* FY2020 is the investment for the trailing-twelve-month period ended February 28, 2020.
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Near-term capital
allocation priorities

• Our clear near-term capital allocation priority is organic investment, especially in Vistaprint

• We see opportunities for M&A of smaller-scale businesses that would integrate into existing 

Cimpress businesses

— 99designs is an example of a smaller acquisition that brings a critical capability to 

Vistaprint to accelerate its strategy

— Another example is a tuck-in acquisition BuildASign recently made of a fast-growing 

business with strong capabilities in a new product category

• We do not expect to pursue any large-scale M&A

• No plans for share repurchases

138



P&L considerations for FY22
Revenue and profitability

Revenue
Growth

Advertising
Spend

Other Opex
Investments

Currency
Movements
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FCF considerations for FY22

Working 
Capital

Cash
Taxes

Cash Interest 
Cost

Capitalized 
Software

Capital 
Expenditures
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Focus on per share value

• Delivered solid results through the pandemic

• Expect to return to and exceed prior SSFCF 

levels

• Capital allocations priorities are clear

• Improved competitive position and execution

• Optimistic about returning to sustained revenue 

and intrinsic value per share growth in FY2022 

and beyond
$210

$271 $290 $300

$400

$455$385 
$351 $340 $340 

$430 

$485 

FY2015 FY2016 FY2017 FY2018 FY2019 TTM Feb 2020

Historical SSFCF Estimates ($M)

$2,751 $2,593 

FY2019 FY2021

Revenue ($M)

$387 $349 

FY2019 FY2021

Adjusted EBITDA ($M)
& Margin (%)

Please see reconciliation of non-GAAP financial measures at ir.cimpress.com.

$212 $166 

$57 
$117 

FY2019 FY2021

FCF Cash interest related to
borrowing

Adjusted FCF & Cash 
Interest Related to 

Borrowing ($M)
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Thank you

Please join us on Monday, August 2, 2021 

at 11am EDT for a live Q&A session 

at this event site or by visiting ir.cimpress.com.

You may pre-submit questions before then 

by emailing us at ir@cimpress.com.
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Cimpress
Investor Day 2021
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