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Source: Google Internal data, Jan-March 2020

Every30 seconds
there is

1.3 queries for Farmaè
or brand-relatedqueries

In Italy:

3,822 searches on avg. every day

115K searches on avg. every month



THE COVID-19 SANITARY EMERGENCY

Adopted stringent measures to avoid the outbreak inside the offices and the warehouses and to train our people on how to be safe

Smart working for people working at the call center, marketing and administrative department

Warehouse employees must maintain a safety distance of at least one meter and when this is not possible, 
gloves and a breathing mask FFP2 or FFP3 must be worn; sanitization three times a day of the warehouse

Safety procedures have been issued for the reception and for express couriers; drivers carrying

goods are not allowed to get off their trucks

All meetings with external visitors have been canceled and replaced by video/conference call

Internal meetings take place only via phone or video conferencing
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We are very close to our 

community and we are putting 

in place some ESG initiatives in 

order to support the local 

municipalities and Hospital

40K
New Clients on https://www.farmae.it

2.5M
Unique Users

4.6M
Sessions on the Website

+100% 
Transaction Volumes

FARMAEõSGROWTH: FROM FEBRUARYUNTIL TODAY
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https://www.farmae.it/


328.9k
Active Clients as of 

December 2019

22.8m 
Site visits as of 

December 2019

LEADER IN THE ONLINE PHARMA & PERSONAL CARE MARKET

4.2m
Products sold as of 

December 2019

Revenues +82% 
CAGR 2015 ð2019 
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A UNIQUE HISTORY OF GROWTH

2014

2015
2018

2019
New Logistic Hub

2019
Beautyè Launch

û 3.4 m2016

2017

û 13.3 m

û 7.6 m

Revenues

û 24.9 m

Riccardo Iacometti 

set up Farmaè

Opening of offline

stores in Tuscany

First co-marketing 

initiatives

2019
Listed on the 

AIM Market

2019

û37.5 m



A SCALABLE AND OMNICHANNEL BUSINESS MODEL

ONLINE OFFLINE

Personalized, user -friendly and convenient shopping 

experience available 24/7

Media platform which recognize customers needs to 

realize effective marketing strategies focused on the 

improvement of economic results and the development 

of co -marketing initiatives

8
Offline Stores in 

Tuscany

1
Beautyèstore (Viareggio)

Dedicated and 

integrated touch 

boxes directly 

connected to the 

web-based platform
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Unique customer experience thanks to the

state-of-the-art and scalable e-commerce

platform which enables a personalized, user-

friendly and convenient shopping experience

available 24/7

Focus on Customers

Unique media platform at the service of the

main industry players through which it can

improve market knowledge, recognize customers

needs and realize effective marketing strategies

and communication

Focus on Industry

Customer Care 

Logistics 

Products Offer

Customer

Technology

Omnichannel

Data Economy 

Industry 

THE REFERENCEPOINT FORCUSTOMERSAND THE INDUSTRY
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THE BEST TECHNOLOGY TO PROVIDE THE BEST CUSTOMER EXPERIENCE 
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State-of-the-art personalized, 

user-friendly platform (both 

for mobile and desktop users) 

enabling data matching 

between online and offline

Best-in-class and 

innovative IT infrastructure 

designed to accommodate 

significantly higher 

volumes of traffic, 

customers and orders Voice search on 

the website

Google Accelerated

Mobile Pages (AMP)

Artificial Intelligence and 

Chatbots integrated with 

Facebook and Salesforce

Pharma and beauty companies are interested in partnering with Farmaè to set up their digital commercial strategy 

and to improve the positioning of their products



AN ADVANCED LOGISTIC HUB
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48 h 
estimated maximum time for a delivery

û 150 m
storable goods

û 19.90 
minimum cost for free delivery

4 couriers
responsible for national and foreign 

deliveries

5,000 sqm
new warehouse to support growth 

Up to û 300 m
developable turnover

A new automated logistics hub located in Migliarino Pisano (PI), equipped with a state-of-the-

art fully automated system, which allows to achieve significant efficiencies in inventory and 

order management and to speed up the delivery process. 



Market

Free Float

AIM Italia

23.26%

Market Cap (27/03/2020) û 49.9m

Share Price (27/03/2020) û 8.7

BOARD OF STATUTORY AUDITORS

Alberto Colella
Chairman

Monica Barbara Baldini
Regular Statutory Auditor

Giovanni Bulckaen
Regular Statutory Auditor

AUDIT FIRM & NOMAD

BOARD OF DIRECTORS

Massimo Mano
Alternate Statutory Auditor

Fabio Panicucci
Alternate Statutory Auditor

Albero Maglione
Director

Maurizio Paganini
Director

Giuseppe Cannarozzi
Director

Dario Righetti
Independent Director

Riccardo Iacometti
Chairman & CEO

STOCK  FIGURES 

Outstanding shares 

post-IPO

5,734,000

Date IPO July 29, 2019

IssuePrice (û) û 7.50

Riccardo 

Iacometti 

76.74%

Free Float 

23.26%

SHAREHOLDERS
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GOVERNANCE

 60,0

 70,0

 80,0

 90,0

 100,0

 110,0

 120,0

 130,0

29/07/2019 29/09/2019 29/11/2019 29/01/2020 29/03/2020

FAR.MI FTSE MIB FTSE AIM



Market Positioning



FAVORABLEE-COMMERCEMARKET IN ITALY

Source: IQVIA (2019)
Politecnicodi Milano/Osservatori.net12

û 31.6 bn (+15%) E-commerce Market Value

û18.1 m (+21%)of purchases represented by Products

7.3% Penetration rate

E-commerce Market in Italy

Personal Care & Otc Market in 

Italy

û 10.8 bn Personal Care & OTC Market Value

û 240 m Personal Care & OTC Online Market

2.2% Penetration rate

Beauty & Professional Market

û 10.9 bn Beauty & Professional Market Value

û 470 m (+22% YoY) Online Beauty & Professional Market

4.3% Penetration rate

2019
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COMPARISON WITH THE EUROPEANMARKET

Italy is lessdeveloped in terms of E-Retail if compared with other Europeancountries:

large potential for growth
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Source: E-commerce in Europe 2018 of Postnord



28%

72%

Source: IQVIA (2018)

Farmaè Partners 

THE LEADERSHIPIN ONLINE PERSONALCARE& OTCMARKET
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Á Conversion Rate from 2.1% to around 4.0% in the last three years

Á An efficient Customer Care service with 8 pharmacists and 3 operating units

Competitive Scenario


