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Executive summary

2

Solid performance 

in all geographies

Revenues up +10% YoY

B2C volumes up +9% YoY,

outperforming the market by +12pp(1)

Sustainable growth, with a very high NPS(2) 

of 73

Deployment of the 
2027 strategy

Progress achieved through convergence and 
enhanced technology sharing

New AI-powered sales agent developed to 
support commercial performance

2025 guidance 

confirmed

High single-digit organic growth in total B2C 
volumes

Double-digit organic growth in B2C 
refurbished volumes

Adjusted EBITDA of over €65 million

Continuous improvement in operating 
working capital

(1) Market for used vehicles less than eight years old in the Group’s 6 geographies, source: S&P Global and Aramis Group

(2) Net Promoter Score, a widely used indicator measuring customer satisfaction, as of end-December 2024
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Market andbusiness highlights

Market and 
business highlights
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Stable market in terms of volumes and continued normalization of prices

4

-2% vs Q1 2024

(1) On average across Aramis Group’s 6 geographies, source: S&P Global, Aramis Group

(2) Source: Indicata

(in thousands of units) (100 basis in January 2021)

Below 8 years used passenger car registrations(1) All ages used passenger car price index(2)
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Driving sound growth through our unique business model

5

Vertical integration 

through the value chain
Aramis Operating System Aramis Performance Engine

1 2 3

(1) Net Promoter Score, a widely used indicator measuring customer satisfaction, as of end-December 2024

(2) Employee Net Promoter Score, a metric to measure employee engagement, as of end-December 2024

NPS(1) 73 62E-NPS(2)

€578m
Q1 2025

REVENUES

+10% YoY
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“Raise the bar” (further improve our Operating System)

Converge and leverage our European platform

Strategy being rolled out: two pillars to propel our business 
to new heights

1

2

▪ Converge on our Operating System

▪ Leverage our European scale

▪ Further improve our customer experience

▪ Further empower and enable our teams with tech and data

6
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Accelerated leveraging 

of internal marketplace

Introduced telesales leveraging 

the Group’s expertise

Adopted website and CRM 

Group platform

Use case: convergence in Belgium supporting success

7

C
O

N
V

E
R

G
E

1

Strengthened leadership 

alignment with Group culture

Multidimensional 

convergence 

+6 points 
of NPS YoY

+9 points 
of E-NPS YoY

+28% 

of B2C volumes YoY

Excellent Q1 2025 

performance in 

Belgium
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New AI sales agent launched in France, boosting commercial performance
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25% of customers share their contact details for a specific car but:
▪ Do not book an appointment with a salesperson

▪ Have no further contact with Aramis Group

Identified opportunity

Setting up an automated AI sales agent that:
▪ Recontacts leads untouched by the sales team

▪ Schedules a web callback following a brief discovery of the customer's project

>1,300
Conversations 

initiated
>100

Incremental

sales

Over the last 

3 months



2 5  M A R S  2 0 2 2

9

9

 Financial performance review

Financial 
performance review
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Solid performance on both B2C segments

10

(in millions of euros)

Revenues per segment

• B2C refurbished +7%

• B2C pre-registered +27%

• B2B -4%

• Services +7%

› Volumes +8%

› Prices / mix +11%

› Prices / mix -1%

› Volumes +14%

› Direct impact of evolving 

sourcing mix

› 44% financing solutions 

penetration rate

360 386

100

126
39

38
27

29

Q1 2024 Q1 2025

+10%

526

578
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231 249

63
79

75

78

102

118
50

496

7

Q1 2024 Q1 2025

All countries contributing to volume growth
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(in millions of euros)

Revenues per country

• Austria -2% • Italy + 10%

• France +8% • Belgium +24%

• Spain +4% • United Kingdom +16%

› Volumes +8%

› Volumes stable

› Volumes +3%

› Volumes +28%

› Volumes +12%

+10%

› Volumes +5%

526

578
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Outlook

Outlook
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Paving the way for profitable growth

13

20272025

> €65 million c.5% of revenues

Refurbished volumes

Adjusted EBITDA

Operating working capital
(in days of revenues)

Continuous improvement

Total B2C volumes

Double-digit 

organic growth

Double-digit 

organic CAGR growth 

for 2024-2027

High single-digit 

organic growth 

High single-digit 

organic CAGR growth 

for 2024-2027
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QA

Q&A
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Appendices

Appendices
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Financial calendar

16

Annual General Meeting

February 4, 2025

H1 2025 results

May 19, 2025 (after market)

Q3 2025 revenues

July 24, 2025 (after market)

FY 2025 results

November 26, 2025 (after market)
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Business at the heart of the circular economy, further enhanced 
by an effective 3-pillar CSR strategy
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Provide environmentally efficient used cars,

leveraging refurbishing to contribute

to the circular economy

Act for 

Greener Driving

Offer customers a reliable, cost-effective

and safe alternative

Commit to affordable 

and responsible online 

car retail

Develop and promote our leadership model: 

“Driving together, people are the solution”

Promote people: 

respect & development

€
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▪ Oversee the Group's sustainable development plan

▪ Assess CSR risks and refine non-financial KPIs and reporting

▪ Review the Non-Financial Performance Statement and track CSR governance

indicators

▪ Ensure CSR regulatory compliance and evaluate multi-year strategic initiatives

Board of Directors

Appointments and Remuneration committee

Audit committee

CSR committee

▪ Governance principles aligned with AFEP-MEDEF recommendations

▪ One single class of listed shares

9 members

33% independent

44% female

Independent director

Head of Audit committee

Patrick Bataillard

Independent director

Head of Appointments and 

Remuneration committee

Delphine Mousseau
Independent director

Head of CSR committee

Céline Vuillequez

Nicolas Chartier

Co-founder

Governance bodies that combine operational excellence with a sustainable 
development approach

18

Specialized committeesBoard of Directors composition

Governance structure

Chairman of the Board 

Co-founder

Guillaume Paoli

James Weston Sophie Le Roi

Linda Jackson

Philippe de Rovira
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(1) The theoretical total number of voting rights is calculated based on all of the shares that rights are associated with, including the shares not entitled to voting rights 

     The total number of voting rights that may be exercised at a general meeting is calculated after deducting the shares not entitled to voting rights (shares included in the balance of the liquidity agreement)

Shareholding structure with deep car market expertise and insights

19

As at December 31, 2024

82,856,671 

outstanding 

shares

148,688,827 

theoretical 

voting rights(1)

Founders Stellantis Public

17,8%

60,5%

21,6%
19,7%

67,5%

12,8%
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Certain information included in this presentation is not historical data but forward-looking statements. These forward-looking statements are based on current beliefs and 

assumptions, including, but not limited to, assumptions about current and future business strategies and the environment in which Aramis Group operates, and involve 

known and unknown risks, uncertainties and other factors, which may cause actual results or performance, or the results or other events, to be materially different from 

those expressed or implied in such forward-looking statements. These risks and uncertainties include those discussed or identified in Chapter 4 “Risk Factors and Control 

Environment” of the registration document dated December 19, 2024, filled with the AMF under number D. 24-0891 and available on the Company's website 

(www.aramis.group) and on the AMF website (www.amf-france.org). These forward-looking statements and information are not guarantees of future performance. 

Forward-looking statements speak only as of the date of this presentation and Aramis Group expressly disclaims any obligation or undertaking to release any update or 

revision to any forward-looking statement included in this presentation to reflect any change in expectations or any change in events, conditions or circumstances on which 

any such forward-looking statement is based. These forward-looking statements are intended for illustrative purposes only.

This presentation contains summary information only and should not be regarded as complete. No assurance is given as to the accuracy or completeness of the 

information or statements contained in this presentation. Some of the financial information contained in this presentation is not directly extracted from the accounting 

records or procedures of Aramis Group and is not an IFRS (International Financial Reporting Standards) accounting measure. It has not been independently reviewed or 

verified by Aramis Group's auditors. In this presentation, any references to FY relates to the fiscal year covered by the Company’s yearly financial statements, starting on 

October 1 and ending on September 30.

This presentation does not contain or constitute an offer of securities or an invitation or inducement to invest in securities in France, the United States or any other 

jurisdiction

20

Legal Disclaimer
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