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IMPORTANT: Please read the following before continuing. The following applies to this document, which has been prepared by SMG Swiss Marketplace Group AG (the "Company" and together with its subsidiaries, the "Group") solely for discussion purposes in relation
to the Group, to the oral presentation of the information in this document by members of the Company's management and to any question-and-answer session that follows the oral presentation (collectively, the "Information"), each of which should be considered
together and not taken out of context.

The Information is strictly confidential, is solely for discussion and feedback purposes and must not be relied upon for any purpose. It does not purport to contain all information required to evaluate the Company or the Group and/or its financial position. Certain
financial information in this document is unaudited and, as such, actual data could vary, possibly significantly, from the data set forth herein. Certain financial data included in the Information consists of non-IFRS financial measures. These non-IFRS financial measures may
not be comparable to similarly titled measures presented by other companies, nor should they be construed as an alternative to other financial measures determined in accordance with IFRS. You are cautioned not to place undue reliance on any non-IFRS financial
measures and ratios included herein. Certain financial information (including percentages) has been rounded according to established commercial standards. The Information is intended to provide a general overview of the Group's business and does not purport to deal
with all aspects and details regarding the Company and the Group. The Information does not constitute a recommendation regarding any investment in, or loans or securities of, the Company or any other member of the Group. Further, it should not be treated as giving
investment, legal, accounting, regulatory, taxation or other advice and recipients should each make their own evaluation of the Company and of the relevance and adequacy of the information contained herein.

The Information must not be disclosed, taken away, reproduced, redistributed, copied or passed on, directly or indirectly, to any other person or published or used in whole or in part, for any purpose. By accepting to attend the presentation to which the Information
relates and access the Information, you agree that you will not distribute, disclose or provide any Information to any other person and you agree to be bound by the provisions herein. This document may not be removed from the premises if delivered in physical form. If
this document has been received in error, or if you are not permitted by law to receive it, you must return it immediately to the Company.

This document is not, and should not be construed as, a prospectus or similar communication within the meaning of the Swiss Financial Services Act and not a prospectus or offering document under any other applicable laws, and has not been reviewed or approved by
any regulatory or supervisory authority. The Information does not constitute or form part of, and should not be construed as an offer for sale or subscription of or a solicitation or invitation of any offer to subscribe for or purchase any loans or securities of the Company
or any other member of the Group or any other entity in any jurisdiction, and nothing contained therein shall form the basis of or be relied on in connection with any contract or commitment whatsoever, in particular, it must not be used in making any investment
decision.

No representation, warranty or undertaking, express or implied, is made by the Company or any of the Company’s respective affiliates or any of its or their respective directors, officers, employees or agents ("Representatives") or any other person as to, and no reliance
should be placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein or any other statement made or purported to be made in connection with the Company or the Group, for any purpose whatsoever, including
but not limited to any investment considerations. No responsibility, obligation or liability whatsoever, whether arising in tort, contract or otherwise, is or will be accepted by the Company or its respective Representatives or any other person for any loss, cost or damage
howsoever arising from any use of the Information, or for information or opinions or for any errors, omissions or misstatements contained therein or otherwise arising in connection therewith.

The Information is of a preliminary, abbreviated nature and is subject to updating, revision, amendment, verification, correction, completion and change without notice. In providing access to the Information, none of the Company or any of its respective Representatives
or any other person undertakes any obligation to provide the attendee or recipient with access to any additional information or to update the Information or to correct any inaccuracies in any such Information, including any financial data or forward-looking statements.
The Information should be considered in the context of the circumstances prevailing at the time and has not been, and will not be, updated to reflect material developments which may occur after the date thereof. None of the Company or any of its respective
Representatives have independently verified any of the Information.

The Information may constitute or include forward-looking statements. Forward-looking statements are statements that are not historical facts and may be identified by words such as "plans", "targets", "aims", "believes", "expects", "anticipates", "intends", "estimates",
"will", "may", "continues", "should" and similar expressions. These forward-looking statements reflect, at the time made, the Company's beliefs, intentions and current targets/aims/ambitions concerning, among other things, the Company's or the Group's results of
operations, financial condition, liquidity, prospects, growth and strategies. Forward-looking statements include statements regarding: objectives, goals, strategies, outlook and growth prospects; future plans, events or performance and potential for future growth;
economic outlook and industry trends; developments of the Company's or the Group's markets; and the strength of the Company's or any other member of the Group's competitors. Forward-looking statements involve risks and uncertainties because they relate to
events and depend on circumstances that may or may not occur in the future. The forward-looking statements in the Information are based upon various assumptions, many of which are based, in turn, upon further assumptions, including without limitation,
management's examination of historical operating trends, data contained in the Company's records (and those of other members of the Group) and other data available from third parties. Although the Company believes that these assumptions were reasonable when
made, these assumptions are inherently subject to significant known and unknown risks, uncertainties, contingencies and other important factors which are difficult or impossible to predict and are beyond its control. Forward-looking statements are not guarantees of
future performance and such risks, uncertainties, contingencies and other important factors could cause the actual outcomes and the results of operations, financial condition and liquidity of the Company and other members of the Group or the industry to differ
materially from those results expressed or implied in the Information by such forward-looking statements. The forward-looking statements speak only as of the date of this document. The Company expressly disclaims any obligation or undertaking to release any
updates or revisions to any forward-looking statements to reflect any change in the Company's expectations with regard thereto or any changes in events, conditions or circumstances on which any forward-looking statements are based. No representation or warranty is
made that any of these forward-looking statements or forecasts will come to pass or that any forecast result will be achieved. Undue influence should not be given to, and no reliance should be placed on, any forward-looking statement.

To the extent available, the industry, market and competitive position data contained in the Information come from official or third-party sources. Third-party industry publications, studies and surveys generally state that the data contained therein have been obtained
from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data. While the Company believes that each of these publications, studies and surveys has been prepared by a reputable source, none of the Company or any of
its respective Representatives has independently verified the data contained therein. In addition, certain of the industry, market and competitive position data contained in the Information come from the Company's own internal research and estimates based on the
knowledge and experience of the Company's management in the markets in which the Company and the other members of the Group operate. While the Company believes that such research and estimates are reasonable, they, and their underlying methodology and
assumptions, have not been verified by any independent source for accuracy or completeness and are subject to change and correction without notice. Accordingly, reliance should not be placed on any of the industry, market or competitive position data contained in
the Information.
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We are the Classifieds Champion in Switzerland

Source: Leading Consulting Company.
Notes: 1 FY24A monthly average visits on web, mobile browser and App; includes ImmoScout24, Homegate, Flatfox, AutoScout24, MotoScout24, Ricardo, Anibis, Tutti, FinanceScout24. 2 FY24A monthly average visits on web and mobile browser-only 
(i.e. global visitors to Swiss Top-Level Domain (.ch)) sourced from Leading Consulting Company. 3 Refers to traffic on ImmoScout24, Homegate, Flatfox, Acheter-Louer versus Newhome. 4 Refers to traffic on AutoScout24 versus Autolina. 5 Refers to 
traffic on Ricardo, Tutti, Anibis versus Facebook Marketplace. 6 Calculated as share of revenue excluding advertising divided by total revenue; the Group’s revenue segmentation structure has been updated (vs. historical IFRS statements); 
refer to Basis of Preparation in the Appendix for further information. 7 Adjusted earnings before interest, tax, depreciation 
and amortisation (Adjusted EBITDA) is defined as profit / (loss) after tax excluding income tax, financial expense, financial income, depreciation, amortisation and impairment and adjustments related to: (i) share-based compensation, 

(ii) mergers and acquisitions, (iii) reorganisations, (iv) preparation of a potential initial public offering, and (v) selected IAS19 pension components. 8 Includes Finance & Insurance, other revenue and eliminations. 

12% FY22A-24A Revenue CAGR

CHF 291m FY24A Revenue

48% FY24A Adj. EBITDA Margin

46% FY22A-24A Adj. EBITDA CAGR

CHF 139m FY24A Adj. EBITDA7

96% FY24A Marketplace-Related 

Revenue6

Real Estate
49%

Automotive

24%

1H FY25A
Revenue

23%
General 

Marketplaces

~8x
Web Monthly Visits vs. #22,3

Real Estate

~29x
Web Monthly Visits2,4 vs. #2

Automotive General Marketplaces

~18x
Web Monthly Visits2,5 vs. #2

Other8

Diversified Multi-Vertical Business

82m Monthly Average Visits1 Driving Clear Leadership Across Verticals

3%



The SMG Investment Proposition
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4 Compelling financial profile with attractive revenue growth, profitability ramp-up and cash conversion

Strong Swiss economy supporting one of the most attractive monetisation opportunities in European classifieds1

2 Clear leadership across its verticals in Switzerland with best-in-class market share

6 Highly experienced management team and a diverse talented workforce with strong execution track record

3 Powerful network effects from leading vertical platforms and general marketplaces

5 Tangible product, monetisation and margin potential driving substantial value creation opportunity
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High Asset Values and Strong Consumer Spending in Switzerland Create
Large Addressable Markets

Strong underlying Markets… …Create Large TAM1 for SMG

Avg. Real Estate Sale Price (CHF k)

Avg. Used Car Price3 (CHF k)

~ CHF 4.5bn
Real Estate Agency’s

Commission Pool
in Switzerland

~ CHF 2.1bn
Gross Profit of

Car Dealers4

in Switzerland

~ CHF 1.6bn
GMV5 of Used Goods on

Transactional and
Classifieds Platforms in

Switzerland

Gross Profit Pool per Car Dealer3 (CHF k)

Source: Leading Consulting Company, UBS Wealth Report, World Bank.
Notes: Switzerland uses 2024A data (besides avg. wealth per adult which uses 2023A), while remaining countries based on 2023A (latest available); USD/CHF FX rate of 0.84 (31-Dec-2023 for 2023A values). 1 Estimated TAM per 
Leading Consulting Company. 2 Includes Sales and Rentals. 3 Baltic states’ values refer to the average across Estonia and Lithuania. 4 Includes Motorbikes. 5 Gross Merchandise Value (GMV) and refers to 2023A.

1.008

237 330 288 301
121

435

~900

~400 ~300 ~200
~100 ~40

~200

31

19 18 21

NM

11

21

~400

~100 ~100

~400

NM
~100

~200

Avg. Wealth per Adult (CHF k) Avg. Consumer Spending p.a. (CHF k)

Commission Pool per Real Estate Agency2 p.a. (CHF k)

Strong Underlying Markets… …Create Large TAM1 for SMG

596 

277 223 
294 268 

NM

459 

38 

17 19 
25 21 

9 

28 

1



One of the Most Attractive Monetisation Opportunities in 
European Classifieds

Source: Leading Consulting Company.
Notes: Most recent data available per country. Baltic states’ values refer to the average across Estonia, Latvia and Lithuania, unless stated otherwise. 1 Illustrative take-rate given vendor-pay model. 2 Includes France, Germany, Ireland, UK , Baltic states, 
Australia. 3 Baltic states’ value refers to the average across Estonia and Lithuania. 4 Gross Merchandise Value (GMV); refers to value of used goods sold via transaction-based platforms only. 
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3%

6%

7%

8%

9%

10%

11%

Classifieds Spend as a % of Real Estate 
Agencies’ Commission

Classifieds Spend as a % of Car 
Dealerships’ Gross Profit

Real Estate 

agencies spend

40% of 

marketing 

spend on online  

classifieds vs 

50%-70% in 

other countries2

3%

5% 5% 5%

6% 6%

7%

Car dealerships 

spend 45% of 

marketing 

spend on 

online 

classifieds vs 

45%-70% in 

other countries2

GMV4 of Used Goods Sold Online 
to GDP Ratio

0,09%

0,14%

0,29%

11 3

Underpinned by a Highly Attractive and Resilient Swiss Economy

Real Estate Classifieds General MarketplacesAutomotive Classifieds

1



SMG is the Clear Classifieds Leader with Best-In-Class Market Share2

Source: Leading Consulting Company, Semrush. 
Notes: FY24A monthly average, unless stated otherwise. 1 Refers to visits on web and mobile browser-only (i.e. global visitors to Swiss Top-Level Domain (.ch)). 2 As of Sep-24A. 3 As of Feb-25A. 4 Aided Brand Awareness for ImmoScout24, 
AutoScout24, Ricardo; online survey ran by a third party in Feb-25.
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6,7

0,2

17,9

1,0

9,6

1,3

~8x ~29x ~18x

Web Monthly Visits1 (m) Web Monthly Visits1 (m)

3x

4x

3x

Delta #1 vs. #22

11x

25x

Web Monthly Visits1 (m)

11x

3x

4x

Delta #1 vs. #22

9x

2x

2x

Delta #1 vs. #23

n.a.

4x

n.a.

19x

Real Estate Automotive General Marketplaces

90% Brand Awareness4 85% Brand Awareness4 97% Brand Awareness4



Portfolio of Strong Brands Serving the Real Estate Ecosystem… …Creating a Powerful Flywheel

End-to-End Solution Powering the Swiss Digital Real Estate 
Ecosystem

49%
of 1H FY25A

Revenue
3

National Brands 

Agency Tools & Analytics

Regional Brands

Source: Leading Consulting Company.
Notes: FY24A monthly average, unless stated otherwise. 1 Includes ImmoScout24, Homegate, Flatfox. 2 1Q ’25A monthly average, including residential listings for both sales and rentals. 3  1Q ’25A monthly average; SMG listings (124k) versus Newhome. 
4 1Q ’25A monthly average; internal estimate based on deduplicated listings on SMG (ImmoScout24, Homegate, Flatfox, Tutti, Anibis) divided by listings on SMG, Newhome, Comparis (organic only), Immobilier, Dreamo, Urbanhome, Aclado. 5 Traffic on 
web, mobile browser and App. 6 Visits on web and mobile browser-only (i.e. global visitors to Swiss Top-Level Domain (.ch)) on ImmoScout24, Homegate, Flatfox, Acheter-Louer versus Newhome. 7 Monthly Weighted Average Revenue per 
Agency (ARPA). 8 FY23A-24A YoY Monthly Weighted ARPA growth. 9 Defined as FY24A monthly average 
customer Agencies (4.0k) divided by number of offices (5.3k). 10 Includes ImmoScout24 and Homegate.

9

Valuation and analytics

Sales CRM

Rentals management

Agencies Listings

Monetisation Traffic

Real 

Estate 
Classifieds’ 

Flywheel

4.0k
Agencies10

~76%
Agency Penetration9

124k
Listings1,2 

~80%
Swiss Supply Covered4

~4x
vs. #23

19m
Total Monthly Visits1,5

~8x
Web Monthly Visits vs #26

21.9%
YoY ARPA Growth8

CHF 1,760
Monthly ARPA7

OverviewReal Estate



Strong Brands Empowering Buyers and Sellers… …Creating a Powerful Flywheel
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Leading Swiss Auto Classifieds Brands Empowering Dealers 
and Consumers

Automotive Classifieds

Motorcycle Classifieds

Source: Leading Consulting Company.
Notes: FY24A monthly average, unless stated otherwise. 1 Aided Brand Awareness for AutoScout24; online survey ran by a third party in Feb-25. 2 1Q ’25A monthly average; refers to AutoScout24, MotoScout24. 3 1Q ’25A monthly average; SMG listings 
(198k) versus Autolina. 4 FY24A; internal estimate based on deduplicated listings for used cars on SMG (AutoScout24, Tutti, Anibis) divided by listings for used cars on SMG, Autolina, CarMarket. 5 Traffic on web, mobile browser and App; includes 
AutoScout24, MotoScout24. 6 Visits on web and mobile browser-only (i.e. global visitors to Swiss Top-Level Domain (.ch)) on AutoScout24 versus Autolina. 7 Monthly Weighted Average Revenue per Dealer Account (ARPD). 8 FY23A-24A YoY 
Monthly Weighted ARPD growth. 9 Leading Consulting Company survey and expert interviews.

3
24%

of 1H FY25A
Revenue

Dealerships Listings

Monetisation Traffic

Automotive 
Classifieds’ 

Flywheel

6.7k
Dealer Accounts

~85%
Dealership Penetration9

198k
Listings2 

>90%
Swiss Supply Covered4

~2x
vs. #23

16m
Total Monthly Visits5

~29x
Web Monthly Visits vs #26

13.8%
YoY ARPD Growth8

CHF 663
Monthly ARPD7

85%
Brand Awareness1

Only Motorcycle 

Classifieds of scale 

in Switzerland

OverviewAutomotive



Two Main Business Models Empowering Consumers… …Creating a Powerful Consumer Flywheel

Switzerland’s Most Recognized General Marketplace Brands

Soure: Leading Consulting Company.
Notes: FY24A monthly average, unless stated otherwise. 1 Aided Brand Awareness for Ricardo; online survey ran by a third party in Feb-25. 2  Monthly Average Users (MAU). 3 Includes Ricardo, Anibis, Tutti. 4 Traffic on web, mobile browser and App. 5 Visits 
on web and mobile browser-only (i.e. global visitors to Swiss Top-Level Domain (.ch)) on Ricardo, Anibis, Tutti versus Facebook Marketplace. 6 FY24A Net Gross Merchandise Value (GMV) including effects of VAT. 7 FY24A Ricardo take rate defined as the 
sum of seller success fees and MoneyGuard buyer fees divided by Ricardo Net GMV including VAT.

3
23%

of 1H FY25A
Revenue

11

Transactional Marketplace

Classifieds Platforms

Users Listings

Monetisation Traffic

General 

Marketplaces’ 

Flywheel

CHF 532m 
GMV Transacted on Ricardo6

8.8% 
Take Rate for Ricardo7

46m
Total Monthly Visits3,4

~18x
Web Monthly Visits vs #25

5.5m
MAU2,3, of which:

2.6m on Ricardo 

2.9m on Classifieds

5.7m
Monthly Listings3 

97% 
Brand Awareness1

OverviewReal EstateGeneral Marketplaces
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We Benefit from Synergies Between Our Verticals Fuelling Powerful 
Network Effects

Notes: 1 Planned initiative.

12

General Marketplaces introducing paywalls for 

professionals (Real Estate) to support vertical 

platform subscriptions

Real Estate crosslisting to General 

Marketplaces

General Marketplaces funneling private 

sellers to Automotive C2B products1

Automotive crosslisting to General 

Marketplaces

Automotive and Finance & Insurance launching 

B2B2C product for dealers (insurance and financing)

Delivering leads and redirecting users

General Marketplaces delivering listings to 

Real Estate premium seeker product

Delivering leads and redirecting users

Automotive delivering car financing 

and insurance leads to Finance & Insurance

General Marketplaces introducing paywalls for 

professionals & privates (Automotive) to support 

vertical platform subscriptions & PPA offer 

3



Figures in italics below each H1 2025 Revenue and Adj. EBITDA share represent the change vs. FY24. 
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Real Estate and Automotive as Key Revenue and Profitability 
Contributors with Focus on Classifieds Offering High Level of Visibility

Notes: In the course of 2025, the Group updated its revenue segmentation structure to more closely reflect the underlying business model and enhance transparency for external stakeholders. 1 Includes Finance & Insurance, other 
revenue and eliminations. 2 Includes 2.3p.p. growth rate contribution from M&A and Ricardo shipping label revenues. 
On a like-for-like basis, H1 2025 revenue growth would have been 12.1%.

H1 2025A Revenue by Segment

CHF 161m

General 

Marketplaces

23%

Automotive

24%

Real Estate

49%

Other (incl. F&I)1

3%

Vertical marketplaces (Real Estate and 

Automotive) account for ~74% of group revenues

H1 2025A Revenue by Business Mix

CHF 161m

67% of revenues come 
from Classifieds

Professional 

Classifieds

48%Other Classifieds

20%

Transactional

16%

Advertising 

3%

Services & Other

14%

Our revenue mix with focus on classifieds

revenue offers strong level of visibility

H1 2025A Adj. EBITDA by Segment

Group Adj. EBITDA margin continued to 

improve by ~8p.p. to ~54% from ~46% YoY

CHF 88m

Automotive 

30%

Real Estate

54%

General 

Marketplaces

20%

Other (incl. F&I)1

(4%)

+14.4%2 YoY +14.4%2 YoY +34.3% YoY 

(0.3p.p.)
+0.2p.p.

(0.5p.p.)

+1.3p.p.

(0.7p.p.)

(1.0p.p.)

+0.4p.p.

+0.6p.p.

+0.0p.p.

(0.3p.p.)

(0.4p.p.)

+0.1p.p.

+0.7p.p.
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Strong Revenue Growth Increasing Profitability

Strong Track Record of Attractive Revenue Growth and Increasing 
Profitability

Revenue (CHF m) Adj. EBITDA3 (CHF m)

234
260

291

141
162

FY22A FY23A FY24A H1 FY24A H1 FY25A

11% 12%1Growth (%) Margin4 (%) 42% 48%28%

65

110

139

65

88

FY22A FY23A FY24A 1H FY24A 1H FY25A

4

+12%

CAGR1

+46%

CAGR 

14

Notes: 1 Includes 2.3p.p. growth rate contribution from M&A in FY24A, implying 1.1p.p. contribution to FY22A-24A CAGR. 2 Includes 2.3p.p. growth rate contribution from M&A and Ricardo shipping label revenues. 3 Adjusted earnings before interest, tax, 
depreciation and amortisation (Adjusted EBITDA) is defined as profit / (loss) after tax excluding income tax, financial expense, financial income, depreciation, amortisation and impairment and adjustments related to: (i) share-based compensation, (ii) 
mergers and acquisitions, (iii) reorganisations, (iv) preparation of a potential initial public offering, and (v) selected IAS19 pension components. 4 Defined as Adj. EBITDA / revenue. 5 Defined as (Adj. EBITDA less Capex) / Adj. EBITDA.

Cash 
Conversion5

(%)
74% 77%65%

14%2 46%

78%

54%

81%



Real Estate Classifieds Automotive Classifieds

Take Rate (%) Take Rate (%)

Substantial Further Growth Potential Driven by Significant Monetisation 
Headroom

Real 
Estate

AutomotiveReal
Estate1

Automotive4

5

~2%

~4%

~5%

~7%

~8% ~8%

2 2

~2%

~4%

~5%

~6%

Source: Leading Consulting Company.
Notes: Take-rate based on latest reported figures available and defined as classifieds revenue from real estate agencies (or car dealerships) divided by commission pool of real estate agencies (or gross profit pool of car dealerships). 1 Refers to 
Aruodas.It. 2 Take-rate for comparative purposes only; value not indicative of what agencies pay as Australian and Swedish players operate on a vendor pay model. 3 Refers to Carsales. 4 Refers to Autoplius.It.

15

3
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Significant Margin Uplift Potential Underpinned by Tangible Initiatives

Significant Margin Uplift Potential

Sources: Annual reports; Rightmove EBITDA from Factset.
Notes: Peers’ Adj. EBITDA, CAGR, and margin as reported in, or as calculated based on, fiscal year 2022-24 annual reports. Adjustments to EBITDA across peers may vary significantly. 1 Defined as Adj. EBITDA / revenue.

28%

48%
54% 52%

57%
62%

66%
69%

77%

SMG FY22A SMG FY24A Hemnet REA Group Scout24 AutoTrader Rightmove BCG

FY22-24A Adj. EBITDA CAGR (%)

46% 19%4%10%18%11%27%

+20p.p.

FY24A Adj. EBITDA margin1 (%)

FY22A FY24A

AI-driven process automation enables 

further scaling at reduced cost

Near- and off-shoring combined with 

marketing optimisation effectively 

extend reach

⚫ Completion of foundational tech platform work 

enables scalable growth without increasing 

costs

Low incremental tech investments 

required to achieve continued growth

5

1H FY25A

+6p.p.
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Monetisation Headroom and Margin Uplift Underpins Management 
Guidance

Financial metric FY24A FY25E Mid-term target

Group Revenue 

% growth YOY
11.8%

13-15%

(LFL c.12-13%)

Growth decelerating from 

low-to-mid teens to 

low 10% area

Group Adj. EBITDA 

% margin1
47.9%

Approaching 

mid 50%s

Increasing from mid 50%s 

to low-to-mid 60%s

Notes: 1 Defined as Adj. EBITDA / revenue.

5



Boris Gussen

Chief Financial Officer

Christoph Tonini

Chief Executive Officer

Francesco Vass

MD, General Marketplaces

Alberto Sanz

MD, Automotive

Martin Waeber

MD, Real Estate

Jessica List

Chief Corporate Officer

Jochen Pernegger 

MD, Finance & Insurance
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Strong Leadership Team

Group Leadership Business Units Leadership

Talent1 ~50
Nationalities

36 years
Average Age

36%
Near- or Off-Shore FTEs2

860+
FTEs

Notes: 1 As of end of Apr-25. 2 As a percentage of total FTE population. 

Shareholders

Board of Directors

Joern Nikolay

Chairman

Malte Krüger

Member of the Board 

Tracey Fellows

Member of the Board 

Stefan Räbsamen

Member of the Board 

Pietro Supino

Member of the Board 

Barbara Stamm

Member of the Board 

Marc Walder

Member of the Board
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