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What’s it all about? 

The German driving school market is antiquated, has a low level of digitization and is 
highly fragmented, consisting of schools which are often run by sole proprietors 
approaching retirement age and lacking a successor. This is the fertile ground for 
123fahrschule’s roll-up strategy, where driving schools can be bought for multiples as 
low as 0.3x EV/sales (eAR). Once acquired, 123fahrschule has the potential to save up 
to 70% in administration and rental costs by consolidating locations and introducing its 
proprietary software and e-learning solutions. In 2021 alone, the company acquired 18 
driving schools all over Germany, but this is only an appetizer in a market of almost 
10,500 driving schools and EUR 2.5bn in sales. By 2025E, the company looks set to 
reach sales above EUR 80m (CAGR > 80%) and EBITDA margins higher than 20%. 
Backed by a DCF-derived price target of EUR 32.50, we initiate coverage with a BUY 
recommendation and an upside potential of 160.0%. 
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Target price EUR 32.50 (none) 
Current price EUR 12.50 
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MAIN AUTHOR 
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+49 40 309 293-58 
 

 

In the fast lane – Initiate coverage with BUY  
 

Transformation and digitization of the German driving school market 123fahrschule 
is the first mover and sole disruptive player on the German market for driving licenses. 
The company started in 2016 with an advanced, proprietary software and a clear 
target: technology driven consolidation of the highly fragmented driving school 
market. Since then, 123fahrschule has reached several milestones and is 
consequently driving the rollout of its digital business model, which was fuelled by the 
pandemic due to the possibilities of online theory lessons that mark a complete game-
changer of the industry. Moreover, the plan is supported by politics, as the coalition 
agreement contains a digital reform of the market.  
 

Market ready for M&A driven consolidation The German driving school market is 
highly fragmented and antiquated. Almost 10,500 driving schools were registered in 
Germany in 2020 and all of them are micro- and small-sized enterprises. 
123fahrschule will capitalize on this structure by acquiring driving schools at 
attractive prices. 123fahrschule has a competitive advantage of at least 5 years. 
 

Instructor education 123fahrschule recently acquired the driving instructor school 
FahrerWerk and opened a new instructor training center in Berlin. In addition, 
collaborations with third party training centers were started. This secures access to 
instructors against the backdrop of rapid growth plans and a potential shortage of 
skilled workers. 
 

Digital pole-position The antiquated state of the market provides 123fahrschule with 
ample room for innovation. The company developed a proprietary digital ecosystem, 
linking driving students, instructors, and administration, as a platform to grow the 
business. No serious rival combining the scale and technological prowess of 
123fahrschule is in sight, especially as the legal environment puts additional road-
bumps for international competitors to enter the German market. 
 

Attractive stage to invest – initiation with BUY 123fahrschule’s roll-up strategy 
already covers main markets across Germany, establishing the firm as the largest 
driving school in Germany. In the long-term, the company has the potential to gain a 
more than 20% share of an EUR 2.5bn market, thus becoming the Fielmann of driving 
schools. We initiate coverage with a BUY recommendation and DCF-derived price 
target of EUR 32.50. 
 

123fahrschule SE 2019 2020 2021E 2022E 2023E 2024E 

Sales 2.9 4.3 7.8 16.0 30.5 50.4 
Growth yoy 108.0% 47.2% 82.8% 105.7% 90.1% 65.2% 
EBITDA -3.1 -2.2 -2.3 -2.2 0.6 4.7 
EBIT -3.3 -2.9 -3.9 -3.8 -1.1 2.8 
Net profit -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Net debt (net cash) -0.1 -0.0 -2.4 1.0 3.1 2.5 
Net debt/EBITDA 0.0x 0.0x 1.0x -0.4x 5.0x 0.5x 

EPS reported -16.70 -1.57 -1.78 -1.10 -0.39 1.01 
DPS 0.00 0.00 0.00 0.00 0.00 0.00 
Dividend yield 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

Gross profit margin 99.9% 99.8% 100.0% 100.0% 100.0% 100.0% 
EBITDA margin -106.9% -50.9% -30.1% -13.7% 2.1% 9.3% 
EBIT margin -114.7% -66.9% -50.0% -23.6% -3.5% 5.5% 
ROCE -565.6% -34.6% -32.5% -40.4% -9.6% 19.8% 

EV/EBITDA -9.7x -13.9x -11.9x -14.2x 53.0x 7.0x 
EV/EBIT -9.1x -10.6x -7.1x -8.2x -31.2x 11.8x 
PER -0.7x -8.0x -7.0x -11.4x -32.1x 12.4x 
FCF yield -112.2% 11.5% -10.4% -2.4% 3.7% 11.1% 

Source: Company data, AlsterResearch         

 
Source: Company data, AlsterResearch 

 
High/low 52 weeks  17.40 / 9.30 
Price/Book Ratio  2.9x 
 
Ticker / Symbols 
ISIN DE000A2P4HL9 
WKN A2P4HL 
Bloomberg 123F:GR 
 
 
Changes in estimates 

 
 
Key share data 
Number of shares: (in m pcs)  2.42 
Book value per share: (in EUR)  4.36 
Ø trading volume: (12 months)  1,500 
 
 
Major shareholders 
venturecapital.de  15.9% 
Delphi 10.2% 
KlickVentures 9.8% 
Free Float  47.5% 
 
Company description 
123fahreschule SE is the disruptive 
player of driving licence training and 
education in Germany. The company's 
goal is the modernization as well as the 
digitization of products, services, and 
processes in order to provide a high-
quality training for private and 
professional customers nationwide. In 
addition, 123fahrschue is aiming the 
consolidation of the highly fragmented 
market.  

Sales EBIT EPS
2021E old - - -

∆ - - -
2022E old - - -

∆ - - -
2023E old - - -

∆ - - -
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Investment case in six charts 

 

Source: Company data; AlsterResearch 

Expected sales growth and EBITDA margin Increasing number of instructors drives top-line

Total market growth 2015-2025E Completely digital interaction via own ecosystem
in EUR bn

Roll-out and coverage plan Major shareholder
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Company background 

Products & services 

123fahreschule SE is the disruptive force in the German driving school market. The 
company's goal is the modernization as well as the digitization of products, services, 
and processes. 123fahreschule aims to provide high-quality training for private and 
business customers nationwide. 123fahrschule operates digitally via its proprietary 
software and e-learning solutions, while many competitors still rely on premise 
theory lessons in a classroom. However, it is due to the regulatory framework that 
despite the digital approach physical sites (classrooms) must be operated 
regionally – at least one site per operating area (e.g., Berlin, Hamburg etc). 
Therefore, the company runs almost 50 schools at different locations in urban areas 
across Germany. The company currently employs 160 people, of which 97 are 
driving instructors (end of December 2021). 
 
Covering the complete value chain 
The 123fahrschule application (app) sets new standards by combining all necessary 
functions: students attend online classes, schedule driving lessons, learn for their 
theoretical exam, pay bills, and organize all the documents needed for a driving 
license. This app is a major USP in comparison to other driving schools in Germany. 
Furthermore, 123fahrschule owns a growing number of physical locations (e.g., 
Rhine and Ruhr Area, Hamburg, Berlin, Munich, Dresden, Leipzig). In total, a network 
of almost 50 driving schools was built up already (December 2021). 123fahrschule 
covers the full customer journey from the acquisition process to customer 
conversion, followed by the start of theory and practical lessons, as well as the 
passing of all exams needed, until the driving license is obtained. With the most 
recent acquisition of a driving school in Leipzig and in the Niederrhine region, 
123fahrschule augments its portfolio by the B2B sector (e.g., truck and bus driver) 
activities. The product portfolio covers nearly all driving licenses in Germany.  

 

 

Product portfolio of 123fahrschule covers 99% of demand 

 

Class B1 not provided, as EU regulation not implemented in Germany. 
Source: Company data; AlsterResearch 
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Management 

The management team of 123fahrschule has a broad and very deep know-how, 
gained nationally and internationally. Overall, the team combines numerous stations 
in small- to large-sized players, in disruptive pioneers (e.g., klicktel, pkw.de, weg.de) 
and market leaders (e.g., HRS). With this broad base of knowledge and experience, 
we believe that the company is well on track to transform the driving school market 
in Germany. 

 

 

  
Boris Polenske 
 
CEO since 2020 
Formerly CEO of 
klicktel, PKW.de and 
BEWERTET.DE 

Timo Beyer 
 
COO since 2021 
Formerly Senior Vice 
President at HRS and 
CEO at Comvel and 
responsible for 
weg.de. 

Source: Company data; AlsterResearch 

 
The management is incentivized via a stock option plan covering 181,448 shares, 
thus aligning management and shareholder objectives. This stock option 
programme is linked to the following targets, of which one goal must be achieved 
successfully: 
 

• Market capitalization above EUR 100m 

• Annual sales above EUR 100m 

• EBIT above EUR 10m. 
 

 

 

Financing milestones 

After the founding in 2016, several venture capital firms invested in 123fahrschule, 
both prior to the reverse IPO and in following capital increases. Additional capital 
requirements could probably be covered by existing shareholders. However, with 
raised funds, the company is perceived to be financed for the time being.  
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Financing history 

 

Source: Company data; AlsterResearch 

 
 

Shareholders structures 

The current shareholder structure reflects the early investments of VC firms. 
KlickVentures is the investment vehicle of CEO Boris Polenske.  

 

 
 

Shareholder structure 

 

Source: Company data; AlsterResearch 
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Market and environment 

Introduction to the German driving school market 

The following overview is based on a market report provided by the German 
association MOVING. It provides the framework to understand 123fahrschule’s 
digital roll-up strategy.  

The German driving school industry has been facing different challenges over the 
last years:  

• High average age of instructors 

• A shortage of skilled workers (driving instructors) 

• The lack of a nationwide legal framework for instructor as well as student 
education and a patchwork of federal regulations 

• A declining number of driving schools and supply bottlenecks in both urban 
and rural areas 

• (Social) distancing regulations and higher costs because of Covid-19  

Combined, these factors have led to a decreasing quality of education, 
corresponding with higher rates of accidents, longer education periods and lower 
profitability at driving schools. 

 

 

Market overview: German driving schools in hard facts  

Facts    Facts per student   

Total market volume in EUR bn (2020E) 

(2018: EUR 2.28 bn) 

2.52  Average period of education in month ~5  

Total number of schools in 2018 

(-4.6% compared to 2015) 

10,884  Number of needed practical driving 
lessons 

~33  

Aver. annual sales volume per school in EUR 209,000  Driven km per lesson 25  

Total number of instructors 44,200  Total driven km 825  

Average age of instructor in years 

(35% of instructors older than 60 yrs.) 

53.8  Average practical exams per year in m 
(first trial) 

1.1  

Average number of cars per school 3.8  Average practical exams per year in m 
(several trials) 

1.7  

Average number of two-wheelers per school 6.8     

Source: International Road Safety Association e.V. (MOVING Report 2021); AlsterResearch 

 
Furthermore, the driving school market in Germany is highly fragmented. Many 
driving schools are one-man-shows with a sole proprietor in his mid-fifties. Thus, 
there is a lack of know-how and resources to pursue digitization, despite the digital 
and online affinity of the customers and students, mostly millennials. 

As a first mover with a lead of several years, 123fahrschule is expected to be the 
profiteer as well as the disruptive driver in this market. Specifically, 123fahrschule 
is expected to shape and benefit from the following megatrends in the industry: 

Digitization: 

• Optimization of lessons, instructional material, and exams 

• E-learning  

• Online-theory lessons 
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E-mobility 

• Changes and technical development of vehicles calls for adjusted 
education e.g., automatic geared box and electric cars. Car manufacturers 
will eventually stop the production of combustion engine cars, though still 
quite far down the road due to study by adac 

Environment protection 

• Less carbon emission by using more digital solutions e.g., paperless 
education, digital simulation of driving lessons 

• Less rented space for education lessons and offices 

 

Market development 

The number of students looking to obtain a driver’s license is roughly stable. At the 
same time, there is a declining number of driving schools due to retiring instructors. 
This declining supply puts more pricing power into the hands of the driving schools, 
leading to forecasted market growth of some 5.0 – 6.0% per year. In the past, the 
market also grew by mid-single-digit rates.  

 

 

Total market expected to grow by 5-6% per year (in EUR bn) 

 

Source: International Road Safety Association e.V.; AlsterResearch 

 
As many driving instructors will retire in the next years, the number of driving schools 
will inevitably decrease. After all, most instructors are self-employed and run their 
own driving school. Following this development and a higher pricing power, sales 
per driving school are expected to grow: 

 

 

Sales per driving school (in EUR) 

 

Source: International Road Safety Association e.V.; AlsterResearch 
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Quality 

Customers 

Everyone who needs a driving license is a potential customer for 123fahrschule. 
Since people are passing their driving license at a youthful age, most of the target 
audience are young (between 16.5 and 28 years). According to the Kraftfahrt-
Bundesamt, drivers under 24 years make up 58% of all new driving licenses in 
Germany. 123fahrschule therefore serves a highly diversified and fragmented end-
customer-market. 

The overall need for a driving license is still high in Germany, especially in rural 
regions, while in urban regions the demand for individual transport and the intense 
desire of an own car are less pronounced. Furthermore, the average age of driving 
students is higher. However, transportation in cities has changed massively in 
recent years due to new offers and modern mobility concepts such as car- and 
scooter-sharing, for which, mostly, driving licenses are required. The percentage of 
people with driving license is still very high, and as a result of changing conditions, 
it is expected that more people will demand a driving license to participate in these 
modern and flexible mobility offers. 

In Germany, each year c. 1% of population stives for any kind of driving license. In 
2019, according to the Kraftfahrt-Bundesamt 1.74m practical exams were passed. 
Whilst some students need more than one trial, approx. 70% of all exams were pass 
directly. Thereof, 1.40m exams or 81% were related to car driving licenses. The 
remaining exams are passed by commercial and professional drivers, such as truck 
and bus drivers. At 123fahrschule however, c. 90% of students are targeting a car 
driving license. But this could change slightly starting 2022E as in December 2021, 
one of the largest driving schools was acquired in Leipzig. This school traditionally 
had a stronger focus on business clients, as the area is considered to be a 
nationwide logistics hub with a higher demand for truck drivers. Therefore, the 
acquisition provides momentum in activities with truck and bus drivers.  

 

 

Car licenses account for 90% of exams at 123fs 

 

Source: Company data; AlsterResearch  
 

As customers are mostly young millennials, the demand for digital education 
approaches is given. In addition, customers in rural as well as urban regions can 
benefit from the virtual theoretical classes by avoiding long distances to a physical 
location of a driving school. But more importantly, a digital solution provides cost 
benefits to 123fahrschule, which can be passed on to students, if necessary (e.g., 
discounts in the context of customer acquisition). Students are generally price 
sensitive, due to limited financial resources. Having said that, this is countered by 
waiting lists in many driving schools, which increase the acceptance of premium 
pricing for a rapid education. In Germany, the average student pays around EUR 
2,200 for its driving license, whereas the range could deviate between EUR 2,000 to 
3,000 depending on the region (e.g., urban vs. rural) and skill of the students. 
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Competition 

Old school driving schools 
Main competitors are classic, analogue driving schools. Most of them suffered from 
declining sales volumes due to steadily increasing regulatory requirements and 
imposed pandemic restrictions, while personal costs were just slightly covered by 
governmental programs during the pandemic. Competitors, who generally are also 
M&A targets for 123fahrschule, are currently in a weak spot. However, this is 
enabling 123fahrschule to acquire competitors at relatively cheap multiples (e.g., 
0.1-0.5x sales). 123fahrschule acquired and consolidated more than 20 schools in 
the past already. In 2021 alone, the company acquired 17 driving schools with 25 
locations all over Germany.  

 

 
 

M&A track record since 2021  
 
 

  Locations Sites 

March Berlin 1 

April Berlin 1 

  Krefeld 1 

May Cologne 1 

July Hamburg 1 

August Niederrhine 5 

  Ruhr Area 3 

September Mönchengladbach 1 

October Bergisch Gladbach 1 

  Dresden 1 

  Berlin-Spandau 2 

  Berlin-Spandau 1 

November Munich 1 

  Berlin-Buch 1 

December Berlin-Centre 1 

January 2022 Cologne -Dellbrück 1 

  Leipzig 2 

Total 17 25 
Source: Company data; AlsterResearch 

 
 
Rivals are facing succession problems 
There are and will be fewer driving instructors in Germany as the market is facing a 
shortage of new applicants. Considering the driving instructors' high age of mid-50s, 
many schools will have to close or sell their business, because of difficulties in 
finding potential successor. This however is another chance for 123fahrschule to 
acquire competitors at even lower multiples. With its own driving instructor 
education program, 123fahrschule targets the issue of skilled worker shortage. (see 
growth section, too) 

 

 
Lower margins at competitors enabling 123fahrschule for economies of scale  
Since 123fahrschule only needs one location per business area and therefore also 
has less administration and staff costs (e.g., office management, cleaning, rent 
etc.), 123fahrschule has the potential for higher margins than those of its peers. A 
direct comparison depicts the potential margin improvement: 123fahrschule aims 
for a 70% cost reduction for administration, rental, and premises in comparison to 
classic and analogue competitors. Further measures for a potential margin 
improvement are given by strong online marketing and centralized customer care. 
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Exemplary sales, cost structure and EBITDA contribution  
(1 driving school; 2 instructors; monthly basis) 

in EUR 

 
Source: International Road Safety Association e.V.; AlsterResearch (margins eAR) 

 
 
Due to its digital approach and classic economies of scale, 123fahreschule has 
structural and clear costs advantages compared to peers. These advantages are 
becoming even stronger through the ‘one-branch-strategy’ per region or city. 
However, the final regulatory framework for the permanent online theory lessons is 
still part of the coalition agreement and therefore pending.  
 

 

 
 

Digital approach and one-branch-strategy enables cost reduction 

 

Source: Company data; AlsterResearch 

 
 
Game changer - Proprietary software makes the difference 
The clear USP of 123fahrschule is the app. This connects students, instructors, and 
back-office. The digital backbone therefore combines ERP- and CRM features to 
provide a 360-degree solution, which makes a huge difference: an easy-to-handle 
full-service application. While students find several learning apps on the market 
since years, this is not the advanced game changer. But one place to find all 
documents, bills, appointments, e-learning materials, and the option to fully plan the 
path to obtain a driving license makes a huge difference compared to paper- and 
letter-based processes in classic driving schools. 

 

 
 
 
 

1x branch per operating area 1x branch per city

1x full-time employee per operating area 1x employee for several locations

2-5x theory lessons per week (3-10 students) Several online theory lesson per day

 (up to 50 students)

123fahrschuleOrdinary structure
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123fahrschule's 360 degrees software solution 

 

Source: Company data; AlsterResearch 

 
No digital competitor in sight as barriers to entry are given 
Currently, there are no direct competitors who run a comparable business model like 
123fahrschule. Furthermore, there is no dominant player with an outstanding or 
significant market dominance. In Germany, just 185 driving schools generate sales 
above EUR 1m. In total, there are almost 10,500 traditional driving schools, making 
it a highly fragmented market. However, aiming to consolidate this market by M&A, 
represents a huge growth opportunity at relatively low costs. Even if new 
competitors with comparable products and business models would occur 
(copycats), 123fahrschule remains by far the first mover with now roughly 6 years 
of experience, skilled staff, financial flexibility, and know-how. While new entrants 
will have to prepare their initial set-up, 123fahrschule is ready to scale the business 
by hiring instructors and acquiring driving schools thanks to c. EUR 4m of net cash 
on their balance sheet (eAR FY 2021E). 

 

 

Suppliers 

Cost base driven by personnel expenses 
123fahrschule does not need to source any materials other than cars. Therefore, the 
company is not dependent on single material suppliers. Switching costs of car 
manufacturer are perceived to be low. Currently, an issue could be the chip and 
supply shortage in the automobile industries, which might temporarily inflate 
purchase prices of new cars, but we expect a normalized supply in the next twelve 
months.  

 

 

For marketing reasons: The fleet also contains top level cars   

 

 
  

Source: Company data; AlsterResearch 
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In-house developed software 
Besides driving instructors, a key-component at 123fahrschule is the IT 
infrastructure as well as the own-developed proprietary software. The software 
development is steered from Germany, while programmers and coders are located 
in Eastern Europe to benefit from a lower cost base.  

 

 

Expected number of employed instructors (year-end) 

 

Source: Company data; AlsterResearch 

 
Own instructor training programme prevents bottleneck and drives growth 
Supply for skilled labour is relatively scarce with a lowering number of driving 
instructors in Germany and an ageing workforce. According, to the road safety 
association Moving e.V., the average age for a driving instructor in Germany sits at 
54 years. With a constant demand, but a shrinking supply, salaries for driving 
instructors might rise in the future. Having said that, 123fahrschule is tackling the 
bottleneck by establishing a training programme for driving instructors (acquisitions 
of FahrerWerk) and opened a new instructor training center in Berlin. In addition, 
collaborations with third party training centers were started. More importantly, the 
German government took notice of this issue in the market and lowered standards 
for starting the job training to enable more people to become a driving instructor.  
 
The sole bottleneck which could slow down the speed of expansion, is the ageing 
workforce. Therefore, the company has already established a solution by becoming 
its own trainer for new driving instructors. In the past, 123fahrschule cooperated 
with FahrerWerk GmbH, a specialized company with a clear focus on a fast and 
qualitative education of driving instructors. In December, FahrerWerk was acquired 
by 123fahrschule, and one additional instructor education center opened. The 
integration of professional training and education of driving instructors is therefore 
a key-growth-component.  
 
In addition, 123fahrschule is evaluating a credit financed education programme for 
the training of new driving instructors. Future instructors get a scholarship offered 
by 123fahrschule and work for the company for a defined period. Hence, the 
company looks set to its access to instructors, while the overall industry suffers 
from a shortage of skilled workers. 
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SWOT analysis 

Strengths 

• Scalable B2C business model 

• First mover advantage in a roll-up business model 

• Experienced management team  

• Knowledge and learnings of customer behaviour can be adopted & scaled 

• Diversified revenue streams (B2C business) across Germany 

• Agility and flexibility due to a lean organisational structure 

• Favourable purchase multiples visible in low goodwill despite several M&A 
transactions (HGB) 

• Own education of driving instructors solves skilled worker bottleneck  

Weaknesses 

• Steady need of technical innovation / development and hence IT costs  

• Constant implementation of changed regulations regarding software and 
continued education of instructors necessary  

• International expansion unlikely due to the heterogenous regulatory 
environment across Europe 

Opportunities 

• German driving school market in transition: consolidation & digitization 

• Highly fragmented market offers attractive M&A opportunities  

• Covid-19 could serve as catalyst for increasing online penetration  

• Roll-up model provides above-average growth opportunities in a stable 
growing market  

Threats 

• Overall high market rivalry due to broad competitions – fragmented market 

• Copycats: Digital players could adopt the business model 

• Easing of regulatory framework needed for faster expansion 

• Return of pandemic related barriers e.g., no driving exams or bottleneck of 
exam dates 
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Porter’s Five Forces 

 

 
  

Source: AlsterResearch 

 
  

Porter's five 
forces

Threat of new entrants
Bargaining power of suppliers

Threat of 
substitutes

Bargaining power of 
customers

Competitive rivalry

• Barrier to entry are rather low, 
however, in-depth IT know-how, 
reputation and financial resources are 
needed

• Entry of international competition not  
expected. Legal situation in other EU 
countries is absolutely not 
comparable. International scaling of 
the business model hardly possible

• Nevertheless, digitization is at an 
early stage, therefore enough room 
for copycats to enter the market

• The company is not dependent on any 
specific supplier. Therefore, no 
supplier has any bargaining power over 
123fahrschule

• There are no substitutes as everybody 
who wants to drive a vehicle in 
Germany needs an official driving 
license – after passing driving lessons

• B2C market – therefore students have 
clearly no bargaining power

• Strong rivalry among existing driving schools, but mainly locally. There are no 
nationwide available offerings by single schools

• Highly fragmentated market with plenty of really small (one-man-show) and 
several smaller players, however, this environment offers huge potential for 
the aimed M&A strategy
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Growth 

Organic Long-term goals announced by 123fahrschule 
In the mid-term (until 2024), following goals were provided by 123fahrschule:  

• Sales increase by 3 to 5x compared to FY 2021 

• Operations with EBIT-margin of 15-20% (including holding costs)  

• Nationwide network of driving schools 

• Superior digital products & services for students. 

Both increasing sales and attractive margins are more important for investors. In 
our opinion, the management has established a strategy that makes the goals 
appear to be well within reach in the next years. 

Growth pillars 
Growth at 123fahrschule is based on three pillars, which are: 

• Organic growth driven by positive market development 

• Growth by own education of driving instructors 

• M&A driven by acquisition of low-priced driving school 

Organic growth driven by several factors 
The German driving school market had an expected size of EUR 2.5bn in 2020E and 
was growing at a CAGR of c. 5.0% from 2015 to 2018. It is forecasted to reach a 
market size of EUR 3.3bn in 2025E. The average cost for one driving hour rose over 
12% from 2017 to 2020 and the number of driving licenses was rising by 11% in the 
same period. With an ageing workforce of driving instructors and struggles to find 
successors this trend in terms of pricing is set to continue. 

 

 

Total market expected to grow by 5-6% per year 

in EUR bn 

 
Source: Moving Report 2021; AlsterResearch 

 
This growth dynamic could be impacted by rising offers of public transport and/or 
a potentially stricter regulation regarding CO2 emissions. If the price of C02 for 
example rises significant - either through certificates or a carbon tax – we expect 
an impact on overall traffic volumes, however, we do not expect any negative impact 
on the demand of driving licenses. To the contrary, maybe less people purchase 
their own car considering higher fix-costs but using a car sharing offer also requires 
an official driving permission. Therefore, demand for driving licenses is expected to 
grow. 
Another sales growth driver could be a new regulation for the driving exam. For 
instance, German regulators added recently an additional 10-minute theoretical 
learning unit (general road safety content) on top of the existing requirements of 
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passing the exam. This already leads to higher failure rates across driving students 
and therefore more driving lessons are needed. Bottom line, the average sales per 
driving school are expected to grow. 
 

Sales per driving school (in EUR) 

 

Source: Moving Report 2021; AlsterResearch 

 
Qualification of instructors by acquisition of FahrerWerk 
In the past, 123fahrschule cooperated with FahrerWerk GmbH, a specialized 
company with a clear focus on a fast and qualitative education of driving instructors. 
In December, FahrerWerk was acquired by 123fahrschule for EUR 0.6m plus 
performance-related components. The integration of the professional training and 
education of driving instructors is a key-growth-component. By 2024, 123fahrschule 
plans to employ over 1,000 driving instructors. 
 
To achieve the target of 1,000 instructors, 123fahrschule intends to increasingly 
promote the training of driving instructors in the future, as the number of available 
instructors is the necessary component for scaling the business model. Hence, the 
company secures its access to instructors, while the industry suffers from a 
shortage of skilled workers. However, FahrerWerk’s services also will continue to be 
available for third party driving schools. 123fahrschule expects to achieve a 
consolidated sales volume of up to EUR 3.0m and a clearly positive result. With a 
purchase price of EUR 0.6m, the company proves that it can acquire at favorable 
multiples (eAR 2.0x EV/EBITDA). 
 
As part of the mentioned promotion, 123fahrschule also valuates a financing 
program to attract more people becoming a driving instructor. The own education 
of staff clearly is valued positively. It is an important part of the strategy to drive top-
line growth. A steady and continuous increase of employed instructors is expected, 
which will have a direct impact on the company’s top-line growth.  
 
Why the number of instructors is so important! 
A full-time driving instructor teaches around 160 units (each 45 min) per month. Of 
these, a few hours are theory lessons (assumption: 2 hours per week; 8 hours per 
month). The majority of about 150 hours are practical lessons (average EUR 45min 
gross). Combining sales of both practical and theory lessons, a driving instructor 
generates about EUR 12,000 turnover per month (net). After deducting holidays and 
sick days, the average turnover per driving instructor is approximately EUR 125,000 
per year. This is in line with the figures of the International Road Safety Association 
e.V. Following this calculation, each additional FTE (hired or acquired) directly drives 
top-line growth and contributes to margin expansion.  
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Increasing number of instructors drives top line 

 

Source: Company data; AlsterResearch 
 

How growth is reached – FahrerWerk important pillar 
In an environment of a potential shortage of skilled workers, 123fahrschule builds 
its access to driving instructors on three pillars. In addition to the acquisition of 
driving schools, including their employees, the classic recruitment is also a priority. 
But more important, the company trains its own staff in its in-house training center. 
The total training takes 10 to 14 months (six months of theory lessons, followed by 
a four to eight months internship), while after roughly eight months, the trainee 
instructor contributes to sales already. The training is completed after at least 14 
months and the driving instructors contribute to the groups top-line at full capacity.  

 

 

Composition of the driving school instructor growth (joining instructors per year) 

 

Source: Company data; AlsterResearch 
 

Buy-and-built strategy to become the market leader 
123fahrschule is driven by the idea to digitize its industry with a clear goal: scaling 
up profitability. Therefore, M&A remains an important key factor of success. The 
overall target is the reduction of administrations cost by 70% compared to ordinary 
driving schools, which are operated mostly in the legal form of ‘sole proprietorship’ 
(86%). Normally, these schools employ one or two driving instructors and an office 
assistant. Some 93% of all registered driving schools generate less than EUR 
500,000 annual sales and represent two-thirds of total market volume.  
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Structure of potential take-over targets 

Revenue range in EUR Number of schools Share of total 
number 

 Sales share of total 
market volume 

 

17,500 – 50,000 1,484 13.63%  

 

 

    92.92% 

2.26%  

 

 

      66.07% 

50,000 – 100,000 2,894 26.59% 9.43% 

100,000 – 250,000 4,115 37.81% 28.96% 

250,000 – 500,000 1,621 14.89% 25.42% 

500,000 – 1,000,000 585 5.37%  17.34%  

1,000,000 and more 185 1.70%  17.48%  

TTL 10,884     

Source: Statistisches Bundesamt, 2020; International Road Safety Association e.V.; AlsterResearch 

 
123fahrschule will capitalize on this market structure by acquiring small driving 
schools at an antiquated state for a small budget. The current market structure 
gives 123fahrschule ample room for digital innovation, and even more important, for 
consolidation, growth, and economies of scale. We expect most of the latest capital 
raise i.e., EUR 4–4.5m out of the total EUR 6.95m to be used in order to finance its 
acquisition strategy and consequently to unleash further growth potential. With 
already 21 acquisitions (including 30 sites) and potentially 40 to 50 further 
acquisitions in the next years, 123fahrschule will clearly contribute to the expected 
consolidation of the market. 

 

 

Number of driving schools expected to decline significantly 

 

Source: Moving Report 2021; AlsterResearch 

 
2,400 potential M&A targets spotted 
As 123fahreschule already took-over several driving schools, we consider its roll-up 
strategy as “tried and tested”. Furthermore, a due diligence process of a two-man-
driving-school looks manageable. Giving the fact, that instructors have several 
reasons to sell their business, but face a dried market of interests, 123fahrschule 
should be seen as one of the few “go-to places”, ultimately leading to favorable 
purchasing multiples. According to the company, KPI’s of a M&A-target are: 
 

• At least EUR 250,000 of annual sales and profitable 

• Employs 2 or more instructors and  

• A maximum of 2-3x EBIT multiple or respectively 0.1-0.5x sales. 
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M&A growth in figures: potential sales of EUR 10-13m to be acquired 
Taking a fast growth rate as well as quick penetration of the German market into 
account, 123fahrschule targets schools with at least two instructors and an annual 
revenue of more than EUR 250,000. Acquisition multiples are expected to be in the 
range of 0.1 – 0.5 x EV/sales (eAR: 0.35x EV/sales – respectively: acquisitions cost 
sit at some EUR 90,000). With a war chest of roughly EUR 4.0m after the its capital 
increases, we see the potential of some 45 acquisitions, which means sales growth 
of additional EUR 10–13m and the driving force to grow by c. 80-100 additional 
instructors within the next two years. 
 
Growth in figures 
Our assumptions include all three pillars for top-line improvement: organic market 
growth, M&A activities and increasing number of instructors driven by both 
education of own instructors and hiring. However, the cooperation with FahrerWerk 
clearly represents a kicker for accelerated growth. The number of FTE instructors is 
directly linked to top-line growth. Taking all mentioned trends and the company’s 
strategy into account, we model a CAGR growth of 75% (2020-2024E): 
 
 

Growth table (EURm) 2019 2020 2021E 2022E 2023E 2024E 

Sales 2.9 4.3 7.8 16.0 30.5 50.4 

Sales growth 108.0% 47.2% 82.8% 105.7% 90.1% 65.2% 

EBITDA -3.1 -2.2 -2.3 -2.2 0.6 4.7 

EBITDA margin -106.9% -50.9% -30.1% -13.7% 2.1% 9.3% 

EBIT -3.3 -2.9 -3.9 -3.8 -1.1 2.8 

EBIT margin -114.7% -66.9% -50.0% -23.6% -3.5% 5.5% 

Net profit -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Source: Company data; AlsterResearch 

 
 

Expected sales growth and EBITDA margin 
 

 
Source: Company data; AlsterResearch 

 
 
Margin improvement will become visible year by year 
By getting rid of the need to physically visit a driving school, a game-changer was 
established. Therefore, higher margins can be achieved by a digital approach 
compared to traditional peers. This enables 123farschule to grow faster as 
increasing cash flows fuel additional acquisitions of competitors. However, the 
margin improvement will become visible year by year as first acquisitions, set-up 
costs, instructor education, marketing in a new brand and the holding structure have 
to be financed. In the long-term, group EBITDA margins of 30% seem achievable.  
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Exemplary sales, cost structure and EBITDA contribution  
(1 driving school; 2 instructors) – before holding costs 

in EUR 

 
Source: International Road Safety Association e.V.; AlsterResearch (margins eAR) 

 
Stand-alone comparison per school 
Comparing an ordinary exemplary driving school with two instructors and a back-
office employee (part-time worker), the potential economies of scale become 
visible. The proprietary software solution reduces administration costs at driving 
schools, online lessons reduce rental costs and vehicle cost are reduced due to 
better leasing contracts (purchasing power of 123fahrschule). Overall higher 
utilization rates of instructors can be achieved, who spend more time in the car and 
thus contribute to sales instead of being occupied with theory lessons or 
administration tasks. In total, a potentially two to three times higher margin 
(EBIDTA) before holding costs could be achieved. 
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Valuation 

DCF Model 

The DCF model results in a fair value of EUR 32.44 per share:  
 
Top-line growth: We expect 123fahrschule SE to continue benefitting from 
structural growth. Hence our growth estimates for 2021-28E is in the range of 49.4% 
p.a. The long-term growth rate is set at 1.5%. 

EBIT margins. By getting rid of the need to physically visit a driving school, a game-
changer was established. Therefore, higher margins can be achieved by a digital 
approach compared to traditional peers. In the long-term, 15% margin are assumed. 

WACC. The averaged 1-, 3- and 5-year historical equity beta is calculated as 1.35. 
Unleverering and correcting for mean reversion yields an asset beta of 1.21. 
Combined with a risk-free rate of 2.0% and an equity risk premium of 6.0% this yields 
cost of equity of 14.7%. With pre-tax cost of borrowing at 5.0%, a tax rate of 25.0% 
and target debt/equity of 1.0 this results in a long-term WACC of 9.2%. 

 

 

DCF (EUR m)  
(except per share data and beta) 

2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 
Terminal 

value 

NOPAT -4.3 -2.7 -0.9 2.4 8.5 9.1 10.0 10.9   

Depreciation & amortization 1.6 1.6 1.7 1.9 2.0 2.5 2.9 3.4   

Change in working capital -0.1 0.7 0.8 0.5 -0.6 -0.7 -0.1 -0.1   

Chg. in long-term provisions 0.1 0.1 0.1 0.1 0.1 0.1 0.1 0.1   

Capex -1.9 -4.0 -4.8 -5.3 -5.6 -4.1 -4.3 -4.5   

Cash flow -4.7 -4.3 -3.2 -0.4 4.3 6.8 8.5 9.7 126.7 

Present value -4.7 -4.0 -2.7 -0.3 3.1 4.4 5.0 5.2 69.0 

WACC 9.4% 9.2% 9.4% 9.4% 9.4% 9.3% 9.3% 9.3% 9.2% 

                      

DCF per share derived from   DCF avg. growth and earnings assumptions       

        Planning horizon avg. revenue growth (2021E - 2028E)   49.4% 

Total present value 75.0   Terminal value growth (2028E - infinity)     1.5% 

Mid-year adj. total present value 78.4   Terminal year ROCE         39.5% 

Net debt / cash at start of year -0.0   Terminal year WACC         9.2% 

Financial assets 0.0                 

Provisions and off b/s debt na   Terminal WACC derived from         

Equity value   78.5   Cost of borrowing (before taxes)       5.0% 

No. of shares outstanding 2.4   Long-term tax rate         25.0% 

        Equity beta         1.35 

Discounted cash flow / share 32.44   Unlevered beta (industry or company)     1.21 

upside/(downside) 159.5%   Target debt / equity         1.0 

        Relevered beta         2.12 

        Risk-free rate         2.0% 

        Equity risk premium         6.0% 

Share price 12.50   Cost of equity         14.7% 

                      

Sensitivity analysis DCF                   

                      

    Long term growth    Share of present value   

C
h

a
n

g
e

 in
 W

A
C

C
 

(%
-p

o
in

ts
) 

 0.5% 1.0% 1.5% 2.0% 2.5%         

2.0% 20.9 21.9 23.1 24.3 25.7   2021E - 2024E -15.6% 

1.0% 24.4 25.7 27.2 28.8 30.7   2025E - 2028E 23.7% 

0.0% 28.8 30.5 32.4 34.7 37.2   terminal value 91.9% 

-1.0% 34.3 36.6 39.3 42.4 46.0         

-2.0% 41.5 44.8 48.6 53.2 58.7         

                      

Source: AlsterResearch                   
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FCF Yield Model 

Due to the fact that companies rarely bear sufficient resemblance to peers in terms 
of geographical exposure, size or competitive strength and in order to adjust for the 
pitfalls of weak long-term visibility, an Adjusted Free Cash Flow analysis (Adjusted 
FCF) has been conducted. 
 
The adjusted Free Cash Flow Yield results in a fair value between EUR -20.37 per 
share based on 2021E and EUR 55.72 per share on 2025E estimates. We value 
123fahrschule SE by DCF-approach, due to the early stage of the business model. 
It thus supports the DCF based fair value calculations.  
 
The main driver of this model is the level of return available to a controlling investor, 
influenced by the cost of that investors’ capital (opportunity costs) and the purchase 
price – in this case the enterprise value of the company. Here, the adjusted FCF yield 
is used as a proxy for the required return and is defined as EBITDA less minority 
interest, taxes and investments required to maintain existing assets (maintenance 
capex).  

 

 
FCF yield in EURm 2021E 2022E 2023E 2024E 2025E 

              

EBITDA   -2.3 -2.2 0.6 4.7 11.6 

- Maintenance capex 0.3 0.4 0.5 1.5 2.5 
- Minorities 0.0 0.0 0.0 0.0 0.0 
- tax expenses 0.4 -1.1 -0.1 0.3 1.2 

= Adjusted FCF -3.1 -1.5 0.3 2.8 8.0 

              

Actual Market Cap 30.2 30.2 30.2 30.2 30.2 

+ Net debt (cash) -2.4 1.0 3.1 2.5 -1.8 
+ Pension provisions 0.0 0.0 0.0 0.0 0.0 
+ Off B/S financing 0.0 0.0 0.0 0.0 0.0 
- Financial assets 0.0 0.0 0.0 0.0 0.0 
- Acc. dividend payments 0.0 0.0 0.0 0.0 0.0 
EV Reconciliations -2.4 1.0 3.1 2.5 -1.8 

= Actual EV' 27.9 31.2 33.4 32.8 28.4 

              

Adjusted FCF yield -11.1% -4.7% 0.8% 8.7% 28.1% 

base hurdle rate 6.0% 6.0% 6.0% 6.0% 6.0% 
ESG adjustment  0.0% 0.0% 0.0% 0.0% 0.0% 
adjusted hurdle rate 6.0% 6.0% 6.0% 6.0% 6.0% 

Fair EV   -51.7 -24.2 4.3 47.3 133.0 

- EV Reconciliations -2.4 1.0 3.1 2.5 -1.8 

Fair Market Cap -49.3 -25.2 1.2 44.8 134.8 

              
No. of shares (million) 2.4 2.4 2.4 2.4 2.4 

Fair value per share in EUR -20.37 -10.42 0.49 18.53 55.72 
Premium (-) / discount (+)  -263.0% -183.3% -96.1% 48.2% 345.7% 

              
Sensitivity analysis FV           
              

Adjusted 
hurdle 
rate 

4.0% -31.0 -15.4 1.4 28.3 83.2 

5.0% -24.6 -12.4 0.8 22.4 66.7 

6.0% -20.4 -10.4 0.5 18.5 55.7 

7.0% -17.3 -9.0 0.2 15.7 47.9 

8.0% -15.0 -7.9 0.0 13.6 42.0 

Source: Company data; AlsterResearch 

 
Simply put, the model assumes that investors require companies to generate a 
minimum return on the investor’s purchase price. The required after-tax return 
equals the model’s hurdle rate of 6.0%. Anything less suggests the stock is 
expensive; anything more suggests the stock is cheap. ESG adjustments might be 
applicable, based on the overall Leeway ESG Score. A high score indicates high 
awareness for environmental, social or governance issues and thus might lower 
the overall risk an investment in the company might carry. A low score on the 
contrary might increase the risk of an investment and might therefore trigger a 
higher required hurdle rate.  
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Financials in six charts 

 
Source: Company data; AlsterResearch 

Sales vs. EBITDA margin development EPS, DPS in EUR & yoy EPS growth

ROCE vs. WACC (pre tax) Net debt and net debt/EBITDA

Capex & chgn in w/c requirements in EURm Free Cash Flow in EURm
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Financials 
 

Profit and loss (EUR m) 2019 2020 2021E 2022E 2023E 2024E 

Net sales 2.9 4.3 7.8 16.0 30.5 50.4 

Sales growth 108.0% 47.2% 82.8% 105.7% 90.1% 65.2% 

Change in finished goods and work-in-process 0.0 0.0 0.0 0.0 0.0 0.0 

Total sales 2.9 4.3 7.8 16.0 30.5 50.4 

Material expenses 0.0 0.0 0.0 0.0 0.0 0.0 

Gross profit 2.9 4.3 7.8 16.0 30.5 50.4 

Other operating income 0.2 0.2 0.0 0.0 0.0 0.0 

Personnel expenses 3.0 3.6 7.2 13.4 22.6 35.3 

Other operating expenses  3.2 3.1 3.0 4.8 7.2 10.4 

EBITDA -3.1 -2.2 -2.3 -2.2 0.6 4.7 

Depreciation 0.0 0.0 0.3 0.4 0.5 0.6 

EBITA -3.1 -2.2 -2.7 -2.6 0.1 4.1 

Amortisation of goodwill and intangible assets 0.2 0.7 1.2 1.2 1.2 1.3 

EBIT -3.3 -2.9 -3.9 -3.8 -1.1 2.8 

Financial result -0.3 -0.0 0.0 0.0 0.0 0.0 

Recurring pretax income from continuing operations -3.6 -2.9 -3.9 -3.8 -1.1 2.8 

Extraordinary income/loss 0.0 0.0 0.0 0.0 0.0 0.0 

Earnings before taxes -3.6 -2.9 -3.9 -3.8 -1.1 2.8 

Taxes 0.0 -0.9 0.4 -1.1 -0.1 0.3 

Net income from continuing operations -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Result from discontinued operations (net of tax) 0.0 0.0 0.0 0.0 0.0 0.0 

Net income -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Minority interest 0.0 0.0 0.0 0.0 0.0 0.0 

Net profit (reported) -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Average number of shares 0.22 1.26 2.42 2.42 2.42 2.42 

EPS reported -16.70 -1.57 -1.78 -1.10 -0.39 1.01 

 
Profit and loss (common size) 2019 2020 2021E 2022E 2023E 2024E 

Net sales 100% 100% 100% 100% 100% 100% 

Change in finished goods and work-in-process 0% 0% 0% 0% 0% 0% 

Total sales 100% 100% 100% 100% 100% 100% 

Material expenses 0% 0% 0% 0% 0% 0% 

Gross profit 100% 100% 100% 100% 100% 100% 

Other operating income 8% 6% 0% 0% 0% 0% 

Personnel expenses 104% 84% 92% 84% 74% 70% 

Other operating expenses  110% 72% 38% 30% 24% 21% 

EBITDA -107% -51% -30% -14% 2% 9% 

Depreciation 0% 0% 4% 2% 2% 1% 

EBITA -107% -51% -35% -16% 0% 8% 

Amortisation of goodwill and intangible assets 8% 16% 15% 7% 4% 3% 

EBIT -115% -67% -50% -24% -4% 6% 

Financial result -9% -1% 0% 0% 0% 0% 

Recurring pretax income from continuing operations -124% -68% -50% -24% -4% 6% 

Extraordinary income/loss 0% 0% 0% 0% 0% 0% 

Earnings before taxes -124% -68% -50% -24% -4% 6% 

Taxes 0% -21% 5% -7% -0% 1% 

Net income from continuing operations -124% -47% -55% -17% -3% 5% 

Result from discontinued operations (net of tax) 0% 0% 0% 0% 0% 0% 

Net income -124% -47% -55% -17% -3% 5% 

Minority interest 0% 0% 0% 0% 0% 0% 

Net profit (reported) -124% -47% -55% -17% -3% 5% 

Source: Company data; AlsterResearch             
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Balance sheet (EUR m) 2019 2020 2021E 2022E 2023E 2024E 

Intangible assets (exl. Goodwill) 0.3 0.8 -0.2 -0.4 -0.6 -0.9 

Goodwill 0.1 8.7 8.7 8.7 8.7 8.7 

Property, plant and equipment 0.6 0.9 2.1 4.7 8.0 11.7 

Financial assets 0.2 0.0 0.0 0.0 0.0 0.0 

FIXED ASSETS 1.3 10.3 10.6 13.1 16.1 19.5 

Inventories 0.0 0.0 0.0 0.0 0.0 0.0 

Accounts receivable 0.1 0.4 0.9 1.1 1.3 1.4 

Other current assets 1.1 0.6 0.6 0.6 0.6 0.6 

Liquid assets 0.1 0.0 3.4 0.0 0.6 1.5 

Deferred taxes 0.0 0.3 0.3 0.3 0.3 0.3 

Deferred charges and prepaid expenses 0.0 0.1 0.1 0.2 0.3 0.5 

CURRENT ASSETS 1.4 1.4 5.2 2.2 3.0 4.3 

TOTAL ASSETS 2.7 11.8 15.9 15.3 19.2 23.8 

SHAREHOLDERS EQUITY 0.6 7.9 10.6 7.9 7.0 9.4 

MINORITY INTEREST 0.0 0.0 0.0 0.0 0.0 0.0 

Long-term debt 0.0 0.0 0.0 0.0 1.5 2.0 

Provisions for pensions and similar obligations 0.0 0.0 0.0 0.0 0.0 0.0 

Other provisions 0.0 0.4 0.4 0.5 0.5 0.6 

Non-current liabilities 0.0 0.4 0.4 0.5 2.0 2.6 

short-term liabilities to banks 0.0 0.0 1.0 1.0 2.2 2.0 

Accounts payable 0.0 0.0 0.0 0.0 0.0 0.0 

Advance payments received on orders 1.1 1.2 1.5 2.4 3.4 4.1 

Other liabilities (incl. from lease and rental contracts) 1.0 1.3 1.4 1.5 1.6 1.7 

Deferred taxes 0.0 1.0 1.0 1.0 1.0 1.0  

Deferred income 0.0 0.0 0.0 0.0 0.0 0.0 

Current liabilities 2.1 3.5 4.9 5.9 8.2 8.8 

TOTAL LIABILITIES AND SHAREHOLDERS EQUITY 2.7 11.8 15.9 14.3 17.2 20.8 

 
Balance sheet (common size) 2019 2020 2021E 2022E 2023E 2024E 

Intangible assets (excl. Goodwill) 13% 6% -1% -3% -3% -4% 

Goodwill 6% 74% 55% 57% 45% 37% 

Property, plant and equipment 24% 7% 13% 31% 42% 49% 

Financial assets 7% 0% 0% 0% 0% 0% 

FIXED ASSETS 50% 88% 67% 85% 84% 82% 

Inventories 0% 0% 0% 0% 0% 0% 

Accounts receivable 5% 4% 5% 7% 7% 6% 

Other current assets 41% 5% 4% 4% 3% 2% 

Liquid assets 2% 0% 21% 0% 3% 6% 

Deferred taxes 0% 3% 2% 2% 2% 1% 

Deferred charges and prepaid expenses 2% 1% 0% 1% 2% 2% 

CURRENT ASSETS 50% 12% 33% 15% 16% 18% 

TOTAL ASSETS 100% 100% 100% 100% 100% 100% 

SHAREHOLDERS EQUITY 22% 67% 67% 52% 36% 40% 

MINORITY INTEREST 0% 0% 0% 0% 0% 0% 

Long-term debt 0% 0% 0% 0% 8% 8% 

Provisions for pensions and similar obligations 0% 0% 0% 0% 0% 0% 

Other provisions 0% 3% 3% 3% 3% 2% 

Non-current liabilities 0% 3% 3% 3% 11% 11% 

short-term liabilities to banks 0% 0% 6% 7% 11% 8% 

Accounts payable 0% 0% 0% 0% 0% 0% 

Advance payments received on orders 40% 10% 9% 16% 18% 17% 

Other liabilities (incl. from lease and rental contracts) 38% 11% 9% 10% 8% 7% 

Deferred taxes 0% 8% 6% 6% 5% 4% 

Deferred income 0% 0% 0% 0% 0% 0% 

Current liabilities 78% 30% 31% 38% 43% 37% 

TOTAL LIABILITIES AND SHAREHOLDERS EQUITY 100% 100% 100% 93% 90% 87% 

Source: Company data; AlsterResearch             
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Cash flow statement (EUR m) 2019 2020 2021E 2022E 2023E 2024E 

Net profit/loss 0.0 -1.2 -4.3 -2.7 -0.9 2.4 

Depreciation of fixed assets (incl. leases) 0.0 0.5 0.3 0.4 0.5 0.6 

Amortisation of goodwill 0.0 0.0 0.0 0.0 0.0 0.0 

Amortisation of intangible assets 0.0 0.0 1.2 1.2 1.2 1.3 

Others 0.0 1.3 0.1 0.1 0.1 0.1 

Cash flow from operations before changes in w/c 0.0 0.7 -2.7 -1.0 0.8 4.4 

 Increase/decrease in inventory 0.0 0.0 0.0 0.0 0.0 0.0 

 Increase/decrease in accounts receivable 0.0 0.6 -0.4 -0.2 -0.2 -0.1 

 Increase/decrease in accounts payable 0.0 0.6 0.0 0.0 0.0 0.0 

 Increase/decrease in other w/c positions 0.0 0.0 0.3 0.9 1.0 0.6 

Increase/decrease in working capital 0.0 1.2 -0.1 0.7 0.8 0.5 

Cash flow from operating activities -3.0 1.8 -2.8 -0.3 1.6 4.9 

CAPEX 0.0 -10.8 -1.9 -4.0 -4.8 -5.3 

Payments for acquisitions 0.0 0.0 0.0 0.0 0.0 0.0 

Financial investments 0.0 0.0 0.0 0.0 0.0 0.0 

Income from asset disposals 0.0 0.0 0.0 0.0 0.0 0.0 

Cash flow from investing activities -0.4 -10.8 -1.9 -4.0 -4.8 -5.3 

Cash flow before financing -3.4 -9.0 -4.7 -4.3 -3.2 -0.4 

Increase/decrease in debt position 0.0 0.0 1.0 0.0 2.7 0.3 

Purchase of own shares 0.0 0.0 0.0 0.0 0.0 0.0 

Capital measures 0.0 8.8 7.0 1.0 1.0 1.0 

Dividends paid 0.0 0.0 0.0 0.0 0.0 0.0 

Others 0.0 0.0 0.0 0.0 0.0 0.0 

Effects of exchange rate changes on cash 0.0 0.0 0.0 0.0 0.0 0.0 

Cash flow from financing activities 3.4 8.8 8.0 1.0 3.7 1.3 

Increase/decrease in liquid assets 0.0 -0.2 3.3 -3.3 0.5 0.9 

Liquid assets at end of period 0.1 0.0 3.4 0.0 0.6 1.5 

Source: Company data; AlsterResearch             

 
 
Regional sales split (EURm) 2019 2020 2021E 2022E 2023E 2024E 

Domestic 2.9 4.3 7.8 16.0 30.5 50.4 

Europe (ex domestic) 0.0 0.0 0.0 0.0 0.0 0.0 

The Americas 0.0 0.0 0.0 0.0 0.0 0.0 

Asia 0.0 0.0 0.0 0.0 0.0 0.0 

Rest of World 0.0 0.0 0.0 0.0 0.0 0.0 

Total sales 2.9 4.3 7.8 16.0 30.5 50.4 

              

Regional sales split (common size) 2019 2020 2021E 2022E 2023E 2024E 

Domestic 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 

Europe (ex domestic) 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

The Americas 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

Asia 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

Rest of World 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

Total sales 100% 100% 100% 100% 100% 100% 

Source: Company data; AlsterResearch 
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Ratios  2019 2020 2021E 2022E 2023E 2024E 

Per share data             

Earnings per share reported -16.70 -1.57 -1.78 -1.10 -0.39 1.01 

Cash flow per share -14.03 1.43 -1.30 -0.30 0.46 1.39 

Book value per share 2.72 6.21 4.36 3.27 2.88 3.89 

Dividend per share 0.00 0.00 0.00 0.00 0.00 0.00 

Valuation             

P/E -0.7x -8.0x -7.0x -11.4x -32.1x 12.4x 

P/CF -0.9x 8.7x -9.6x -41.4x 27.3x 9.0x 

P/BV 4.6x 2.0x 2.9x 3.8x 4.3x 3.2x 

Dividend yield (%) 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 

FCF yield (%) -112.2% 11.5% -10.4% -2.4% 3.7% 11.1% 

EV/Sales 10.4x 7.1x 3.6x 1.9x 1.1x 0.7x 

EV/EBITDA -9.7x -13.9x -11.9x -14.2x 53.0x 7.0x 

EV/EBIT -9.1x -10.6x -7.1x -8.2x -31.2x 11.8x 

Income statement (EURm)             

Sales 2.9 4.3 7.8 16.0 30.5 50.4 

yoy chg in % 108.0% 47.2% 82.8% 105.7% 90.1% 65.2% 

Gross profit 2.9 4.3 7.8 16.0 30.5 50.4 

Gross margin in % 99.9% 99.8% 100.0% 100.0% 100.0% 100.0% 

EBITDA -3.1 -2.2 -2.3 -2.2 0.6 4.7 

EBITDA margin in % -106.9% -50.9% -30.1% -13.7% 2.1% 9.3% 

EBIT  -3.3 -2.9 -3.9 -3.8 -1.1 2.8 

EBIT margin in % -114.7% -66.9% -50.0% -23.6% -3.5% 5.5% 

Net profit -3.6 -2.0 -4.3 -2.7 -0.9 2.4 

Cash flow statement (EURm)             

CF from operations -3.0 1.8 -2.8 -0.3 1.6 4.9 

Capex 0.0 -10.8 -1.9 -4.0 -4.8 -5.3 

Maintenance Capex 0.0 0.0 0.3 0.4 0.5 1.5 

Free cash flow -3.0 -9.0 -4.7 -4.3 -3.2 -0.4 

Balance sheet (EURm)             

Intangible assets 0.5 9.5 8.5 8.3 8.1 7.8 

Tangible assets 0.6 0.9 2.1 4.7 8.0 11.7 

Shareholders' equity 0.6 7.9 10.6 7.9 7.0 9.4 

Pension provisions 0.0 0.0 0.0 0.0 0.0 0.0 

Liabilities and provisions 0.0 0.4 1.4 1.5 4.2 4.6 

Net financial debt -0.1 -0.0 -2.4 1.0 3.1 2.5 

w/c requirements -0.9 -0.8 -0.6 -1.3 -2.1 -2.7 

Ratios             

ROE -614.8% -25.3% -40.7% -33.6% -13.5% 26.0% 

ROCE -565.6% -34.6% -32.5% -40.4% -9.6% 19.8% 

Net gearing -9.8% -0.4% -22.4% 12.2% 45.0% 26.9% 

Net debt / EBITDA 0.0x 0.0x 1.0x -0.4x 5.0x 0.5x 

Source: Company data; AlsterResearch             
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Disclosures regarding research publications of SRH AlsterResearch AG pursuant to section 85 of the German Securities Trading 
Act (WpHG) and distributed in the UK under an EEA branch passport, subject to the FCA requirements on research 
recommendation disclosures It is essential that any research recommendation is fairly presented and discloses interests of 
indicates relevant conflicts of interest. Pursuant to section 85 of the German Securities Trading Act (WpHG) a research report has 
to point out possible conflicts of interest in connection with the analyzed company. Further to this, under the FCA’s rules on 
research recommendations, any conflicts of interest in connection with the recommendation must be disclosed. A conflict of 
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Conflicts of interest that existed at the time when this research report was published: 
 
 

Company Disclosure 

123fahrschule SE 2, 8  

 
 
 

http://www.research-hub.de


AlsterResearch  
Page 31 of 32 

 

Important disclosures 
1. General Information/Liabilities This research report has been produced for the 
information purposes of institutional investors only, and is not in any way a 
personal recommendation, offer or solicitation to buy or sell the financial 
instruments mentioned herein. The document is confidential and is made 
available by SRH AlsterResearch AG, exclusively to selected recipients [in DE, GB, 
FR, CH, US, UK, Scandinavia, and Benelux or, in individual cases, also in other 
countries]. A distribution to private investors in the sense of the German 
Securities Trading Act (WpHG) is excluded. It is not allowed to pass the research 
report on to persons other than the intended recipient without the permission of 
SRH AlsterResearch AG. Reproduction of this document, in whole or in part, is not 
permitted without prior permission SRH AlsterResearch AG. All rights reserved. 
Under no circumstances shall SRH AlsterResearch AG, any of its employees 
involved in the preparation, have any liability for possible errors or 
incompleteness of the information included in this research report – neither in 
relation to indirect or direct nor consequential damages. Liability for damages 
arising either directly or as a consequence of the use of information, opinions and 
estimates is also excluded. Past performance of a financial instrument is not 
necessarily indicative of future performance. 
 
2. Responsibilities This research report was prepared by the research analyst 
named on the front page (the ʺProducerʺ). The Producer is solely responsible for 
the views and estimates expressed in this report. The report has been prepared 
independently. The content of the research report was not influenced by the 
issuer of the analyzed financial instrument at any time. It may be possible that 
parts of the research report were handed out to the issuer for information 
purposes prior to the publication without any major amendments 
being made thereafter. 
 
3. Organizational Requirements SRH AlsterResearch AG took internal 
organizational and regulative precautions to avoid or accordingly disclose 
possible conflicts of interest in connection with the preparation and distribution 
of the research report. All members of AlsterResearch AG involved in the 
preparation of the research report are subject to internal compliance regulations. 
No part of the Producer’s compensation is directly or indirectly related to the 
preparation of this financial analysis. In case a research analyst or a closely 
related person is confronted with a conflict of interest, the research analyst is 
restricted from covering this company. 
 
4. Information Concerning the Methods of Valuation/Update The determination 
of the fair value per share, i.e. the price target, and the resultant rating is done on 
the basis of the adjusted free cash flow (adj. FCF) method and on the basis of 
the discounted cash flow – DCF model. Furthermore, a peer group comparison is 
made. The adj. FCF method is based on the assumption that investors purchase 
assets only at a price (enterprise value) at which the operating cash flow return 
after taxes on this investment exceeds their opportunity costs in the form of a 
hurdle rate. The operating cash flow is calculated as EBITDA less maintenance 
capex and taxes. Within the framework of the DCF approach, the future free cash 
flows are calculated initially on the basis of a fictitious capital structure of 100% 
equity, i.e. interest and repayments on debt capital are not factored in initially. 
The adjustment towards the actual capital structure is done by discounting the 
calculated free cash flows with the weighted average cost of capital (WACC), 
which takes into account both the cost of equity capital and the cost of debt. 
After discounting, the calculated total enterprise value is reduced by the interest-
bearing debt capital in order to arrive at the equity value. Detailed information on 
the valuation principles and methods used and the underlying assumptions can 
be found at https://www.alsterresearch.com.  
 
SRH AlsterResearch AG uses the following three-step rating system for the 
analyzed companies:  
 

• Buy: Sustainable upside potential of more than 10% within 12 months 
 

• Sell: Sustainable downside potential of more than 10% within 12 months. 
 

• Hold: Upside/downside potential is limited. No immediate catalyst visible. 
 
NB: The ratings of SRH AlsterResearch AG are not based on a performance that 
is expected to be “relative“ to the market. 

 
 
The decision on the choice of the financial instruments analyzed in this document 
was solely made by SRH AlsterResearch AG. The opinions and estimates in this 
research report are subject to change without notice. It is within the discretion of 
SRH AlsterResearch AG whether and when it publishes an update to this research 
report, but in general updates are created on a regular basis, after 6 months at 
the latest. A sensitivity analysis is included and published in company’s initial 
studies. 
 
5. Date and time of first publication of this financial analysis 
11-Feb-22 09:13:24 
 
6. Risk information 

• Stock exchange investments and investments in companies (shares) are 
always speculative and involve the risk of total loss.  

• This is particularly true in respect of investments in companies which are 
not established and/or small and have no established business or 
corporate assets.  

• Share prices may fluctuate significantly. This is particularly true for shares 
with low liquidity (market breadth). Even small orders can have a significant 
impact on the share price. 

• In the case of shares in narrow markets, it may also happen that there is no 
or very little actual trading there and that published prices are not based on 
actual trading but have only been provided by a stockbroker.  

• In such markets a shareholder cannot expect to find a buyer for his shares 
at all and/or at reasonable prices. In such narrow markets there is a very 
high possibility of manipulating prices and in such markets there are often 
considerable price fluctuations.  

• An investment in shares with low liquidity and low market capitalization is 
therefore highly speculative and represents a very high risk.  

• There is no regulated market for unlisted shares and securities and a sale 
is not possible or only possible on an individual basis. 

 
7. Major Sources of Information Part of the information required for this research 
report was made available by the issuer of the financial instrument. Furthermore, 
this report is based on publicly available sources (such as, for example, 
Bloomberg, Reuters, VWD-Trader and the relevant daily press) believed to be 
reliable. SRH AlsterResearch AG has checked the information for plausibility but 
not for accuracy or completeness. 
 
8. Competent Supervisory Authority SRH AlsterResearch AG are under 
supervision of the BaFin – German Federal Financial Supervisory Authority 
(Bundesanstalt für Finanzdienstleistungsaufsicht), Graurheindorfer Straße 108, 
53117 Bonn and Marie-Curie-Straße 24 – 28, 60439 Frankfurt a.M. This 
document is distributed in the UK under a MiFID EEA branch passport and in 
compliance with the applicable FCA requirements. 
 
9. Specific Comments for Recipients Outside of Germany This research report 
is subject to the law of the Federal Republic of Germany. The distribution of this 
information to other states in particular to the USA, Canada, Australia and Japan 
may be restricted or prohibited by the laws applicable within this state. 
 
10. Miscellaneous According to Article 4(1) No. i of the delegated regulation 
2016/958 supplementing regulation 596/2014 of the European Parliament, 
further information regarding investment recommendations of the last 12 
months are published free of charge under https://www.alsterresearch.com. 
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