
Building a leading internet eco-system

Mail.ru Group



6
10

15
21

31
33

37

43

57

75

85-88

0

10

20

30

40

50

60

70

80

90

100

2009A 2010A 2011A 2012A 2013A 2014A 2015A 2016A 2017 A 2018A 2019 guidance

28%
10 year CAGR

Mail has grown revenues 10x over 10 years

2Source: Internal data



1998-2001

Email and portal

launched 

#1 E-mail service 

in RU

Ahead of Gmail 

in Russia

2007 2008 2016-2018

Expanded into 

gaming
Main 

milestones

Current 

status 

#1 PC game in RU

Successful mobile 

games developer 

... and other leading titles

Expanded into 

social

#1 social network in RU

#2 social network in RU

Ahead of Facebook, 

Instagram and Twitter in 

Russia

Communications Social Gaming E-commerce

Expanded into O2O 

and e-commerce

#1 restaurant food 

delivery service in RU 

Leading mobile 

classified in RU

Fastest growing ride-

hailing service in RU

Emerging cross-border 

e-commerce player

MRG started from email & portal and became 
leading social, gaming and e-commerce company 
in Russia

3Source: Management estimates, public sources including Mediascope data for 0+ for web for OK  



Social 

networks

Food 

delivery
Classifieds Search Taxi Online 

video
EcomMusic 

services Games

Global leader

Local Russian leader

MRG 

ecosystem

AliExpress

Russia

Main internet verticals in Russia 
are dominated by local players

4Source: Management estimates, Internal data



Digital 

media

Games & 

E-sports

E-commerce

Users

AI, Big data

Cloud

Infrastructure 

(IT, payments, etc.)

Communications 

and social services Recently announced

partnership in e-commerce

Digital 

media

O2O
Creation of an O2O consumer

services platform

Ad tech

Other

MRG is building an ecosystem powered by ~100M 
users and developing partnerships to strengthen 
across verticals

5Source: Internal data



2006 2009

VK is focused on ongoing development of new functionality, 

which can be actively used by its major and already highly engaged audience 

VK Launch

2007 2008 2010-11

Audio & Video 

platforms

Blogging platform,

Newsfeed,

Mobile Apps

Ads Platform,

Games platform,

International version

Apps Platform,

Gifts

2012-13 2017

Ad Exchange, 

Platform for Groups

2014-15 2016 2018

Stickers, 

Marketplace 

in Groups

Voice/ Video Calls,

VK Pay 

VK Mini Apps

Platform

VK Music,

Discover 

Section,

Ads Network

Smart feed with Ads,

Stories,

VK Live,

Money transfers

VK – the largest communication platform in 
Russia and CIS

6Source: Internal data



4 321

6 232

8 937

12 676

18 431

2014 2015 2016 2017 2018

VK revenue, M RUB

VK – growth continues

7Source: Internal data. For 2014, 2015 and 2016 revenue is presented under IAS 18 standard, for 2017 and 2018 - under IFRS 15.

VK revenue grew 4x over a 4-year period

We expect to double VK revenue over the 

next 3-4 years

4х
over 4 years



+74% 
Stories Viewed (to 17.7bn)

Q1’19, YoY

+41% 
Comments Posted

(to 45.4m on iOS and Android)

+38% 
Video Viewed

(to 55bn)

+53% 
Messages Delivered (to 918bn, >10bn daily)

User engagement growth increases total time spent 

VK / User engagement growth

8Source: Internal data



1,6   

6,1   6,2

9,9   

19,7   

18,1   

19,6   

Stories, #B views Video, #B views

VK is actively developing video products: 
stories and video have grown – 4x and 2x respectively

9Source: Internal data



22M
+37% YoY 

Number of monthly unique users 

communicating with communities 

1.6B
2x YoY 

Number of messages sent to 

communities monthly

VK / Users are highly engaged 
with communities

10Source: Internal data, March 2019



1.4

1.9
2.1

Q1 2018 Q3 2018 Q1 2019

Subscriptions Trials

Music grew ~2x from 1.1M as of 4Q17

11

Music subscriptions* grew ~2x YoY

* Based on aggregate numbers of VK, OK, UMA and excludes inactivated telco bundles



12

• Content platform

Further development of content 

recommendations, stories and music products 

• VK Mini Apps

Launch of further products and services 

natively embedded into VK mobile app and 

desktop, base for ecommerce

• Social commerce and SMEs

Development of shopping center, product 

distribution, integration with groups and 

payment products 

VK Strategy – Focus Areas

12



Unique audience structure

OK audience structure reflects overall RU population 

structure, and is attractive to majority of advertisers

In OK people are showing their real life with real 

emotions

+103% 
In presents sent YoY as 

of Q1-19 (to 6.5bn) 

Unique user relationships 

OK users mostly communicate with close 

relatives/friends and actively express emotions 

+14x
In stickers sent YoY as of 

Q1-19 (to 331mn)

+2x
postcards sent YoY as 

of Q1-19 (to 16.3mn)
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Population of
Russia 0+

Odnoklassniki.ru Vk.com Facebook.com

M 12-24 M 25-34 M 35-44 M 45-64

F 12-24 F 25-34 F 35-44 F 45-64

OK – Unique social and 
entertainment platform launched in 2006

13Source: Mediascope, Desktop, Russia 0+, January 2019, % of Monthly Reach



• ”Creative studio”, a new platform for all video content creators

• The platform supports interactive mechanics such as polls, quizzes, 

clickable descriptions and texts which can be added to the video 

content  

• An updated video storefront with anonymous access and search 

options

• A smart Videos Feed in mobile apps with an auto-play feature allows 

viewing video playlists either Ai-generated or related to certain 

Channels or Groups results +10% views  
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Video, #B views

OK video views grew 3x

15
Source: Internal data



Emotions exchange Video platform Games

Community development for 

game, acquisition of new mobile 

games 

Continue to boost user 

engagement with new tools, fast 

feedback, paywall reduction

New video smart technologies and showcase, 

“Creative studio” for video creators and professionals, 

first digital TV 

OK Strategy – 2019 Focus Areas

16Source: Internal data



oCPM
launched in 2018 

New models 

launched

Results for MRG
• 2-3% of total ad sales

• Avg CPM growth -150%

Benchmark

Plans • Introduce for events – sell to all categories 

/clients

• Facebook ads delivery and bidding optimization 

has proven to work well across a wide range of 

audiences and industries.

• Facebook’s revenue growth is driven mainly by 

ARPU: DAU in 2018 grew 10% YoY, whereas 

ad revenue surged 38%.     

Context targeting
launched in 2018 

• Budgets grew x2 since launch

• Based on search queries on MRG platforms 

(Youla, VK, OK, etc).

• 15% - CPM increase

• Adding new data sources, targetings improvement

• Further improvement of advertising technology

• Context advertising has set Amazon’s ad business 

on a path to rapid growth: from $3bn in 2016 to 

~$10bn in 2018. 

• According to eMarketer, Amazon is now the #3 

digital ad platform in the US with a market share 

expected to grow from 4.1% in 2018 up to 7.0% in 

2020.

Advertising – additional upside (1/3): new 
models

17Source: Internal data, Peer reports



Hyperlocal targeting New initiatives

Results for MRG

• SME – 27% of total VK ads sales (30% YoY)

• 3x efficiency improvement in 2018 (radius 

decreased), geo budgets increased by 261%

Benchmark

Plan for 2019 

• Facebook has ~5m advertisers, the majority of 

which are small and medium sized businesses

Performance retail

• Budget grew 4x during 2H18

• Focus on moving offline retail trade-marketing 

budgets to online 

• Increase demand for the technology 

• Launch direct cashbacks in VK and OK

• Total trade-marketing capacity is RUB 500B in 

2018

• Even small share of this market may bring 

billions of new revenues to MRG

• Adding new data sources, targetings

improvement

• Further improvement of advertising technology

• Continue focus on SME 

Advertising – additional upside (2/3): new 
initiatives

18Source: Internal data, Peer reports



MRG Advertising network

9%

2x

Share of network revenue in total ads revenue

Ad network’s revenue increase vs 2017 

+32% Increase in number of ads network’s partners vs 2017

• In 2019 we plan to improve quality of traffic on partner websites, according to the 

global standards in terms of viewability, anti-fraud, etc. that will boost revenue.  

• Yandex Ad Network and Google Network account for 23% and 17% respectively.

Advertising – additional upside (3/3): 
Advertising network

19Source: Internal data, Peer reports
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Advertising – building omnichannel reach 
tools 

Customer

Smart TV

Addressable TV

Smartphone & 

Desktop

OOH

Offline Retail

Voice 

Assistant

Online Radio

Source: Internal data



• Global games market is 80x+ times bigger than 

Russian

• MRG develops new and adopts existing titles 

for global audience 

• Target is to draw 80% of gaming revenues 

from abroad 

• Target is to double EBITDA

within 4 years

Source: NewZoo - 2018 review report

$137.9B
Global 

games market$1.7B 

Russian 

games market

Online games MRG focuses on global 
expansion

21



• MRG international gaming revenue in Q1 2019 reached 67% of total MMO 

gaming revenue and >20% of MRG total group revenue

• USA, Germany and Japan are our largest non-Russian markets 

MRG gaming revenue, USD M

MRG international gaming revenue 
increased 1.5x vs 2017

22Source: Internal data
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In-house games Licensed games Venture investments Acquisitions

28 key titles launched

10 key titles in the pipeline

33 key titles launched

3 key titles in the pipeline

2 titles launched

5 in the pipeline

13 portfolio investments

11 titles launched 

16 launches in the pipeline

*Since 2014, Internal data

Online games 360o

Strategy is to develop, operate and 
invest in a diversified portfolio of titles

23



24

• Hustle Castle became our top-earning gaming 

project by the end of 2018

• It has 40 million users across the globe

• 91% of players are outsideRussia

• It is showing high retention and monetization

indicators

• Hastle Catsle had MAU of 4.7M in Mar-2019

0,1

1,8

2,6

3,6 3,6

2,9

4,7

Oct-17 Dec-17 Mar-18 Jun-18 Sep-18 Dec-18 Mar-19

MAU, M

Hustle Castle case study – our top-growing 
gaming project

71M RUB
Daily revenue record reached in Dec’18

Source: Internal data



Cohort cumulative revenue

Hustle castle case study – turning investments 
into EBITDA

Jan-18 Jul-18 Jan-19 Jul-19 Jan-20 Jul-20

Revenue Revenue forecast

Total operating expenses Total operating expenses forecast

Revenue cohorts 

• Reaching marketing break-even in 4 months of 

cohorts living in game

• 12m revenue ~ 1.5x marketing investments

Potential

• 20% margin on a 2nd year of operations

• Forecasted growth of EBITDA in future periods due to dramatic 

revenue growth and accumulation of loyal core audience

• Opportunity to grow EBITDA in the moment with help of marketing 

optimization

EBITDA

EBITDA
potential

Break-even

25Source: Internal data and estimates



These are high growth and high frequency businesses with a potential to achieve a high margin

Largest Russian online food 

delivery business

Delivery Club's revenue growth accelerated to 

above 100% in 2019

424

881

Q1-18 Q1-19

Revenue (RUB m)

Leading mobile

location based marketplace

Youla became market leader in mobile 

classifieds just 3 years since foundation with 

~100% MAU growth since January 2017 

10

27

February  2017 March 2019

MAU: web + app (m)

Youla

Fast-growing

ride-hailing service

Number of monthly rides (m)

0.2

3.9

beginning of 2018 end of 2018

Citymobil's # of rides has grown 16x times 

since the beginning of 2018 becoming No2 

player in Moscow

Citymobil

MRG is developing a market leading O2O services 
platform with a goal to deliver superior growth

26Source: Internal data



• Delivery Club is a leading Russian restaurant food delivery company, which was 

acquired by MRG at the end of 2016

• In May 2017 MRG acquired Zaka Zaka in a goal to consolidate local food delivery 

aggregator market

• Own delivery was launched in early 2016 in an attempt to expand market share. 

Now it accounts for above 30% of orders. Courier fleet is to be used for last mile 

delivery of e-commerce verticals in the future

• In 2018 DC signed partnerships with 3 major QSR chains: McDonald’s, KFC and 

Burger King

• DC works with ~9,400 restaurants in 115 Russian cities

Delivery club is accelerating its revenue growth

YoY growth,%

Partnerships with 3 major QSR chains signed

Delivery Club 
Russia’s Food delivery leader 

27Source: Internal data

39%

20%

37%

71%

108%

Q1-18 Q2-18 Q3-18 Q4-18 Q1-19



• In 2018 the Co received investments from MRG

• Within 6 months it became #2 player in the most 

competitive Moscow market with the help of MRG’s strong 

marketing support and expertise, access to MRG Big Data, 

assistance from internal AI/ML team and other proprietary 

technologies

• Citymobil reached 24.5% share of Moscow market by 

December 2018 vs 14% as of 1H 2018, gaining share from 

all the other players

• Comission level has recently increased

• MRG owns strategic minority share in the company and does 

not consolidate it into own financial accounts 

Citymobil
MRG’s bet on ride-hailing market

28Source: Company internal data, Transportation Department of Moscow statistics
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3,0

3,9

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

App rides Phone rides

Citymobil, number of rides, #K

64%

11%

10%

10%

6%

57%

25%

9%

5%

4%

Yandex.Taxi & Uber

Citymobil

Gett

RuTaxi & Vezet

Other

Jun-18 Dec-18

Source: Internal data, Transportation Department of Moscow statistics

Market share in Moscow

Citymobil is actively conquering market share in 
Moscow

29



• During the past 12 months Youla managed to build leading 

position in several general categories

• First monetization tests started at the end of 2017 and in 2018 

revenue surpassed RUR 1bn with a target of around RUR 2bn in 

2019

• Q1 2019 revenue was up 2.7x Y-o-Y to RUR384m 

• Listings grew by 30% YoY to 33m in March

~2x growth over 2 years

Mar’19 MAU27M

Youla
Leading mobile classifieds in Russia

30Source: Internal data

115%

116%

0% 20% 40% 60% 80% 100% 120%

Accessories&
Ornamentals

Women
clothes

YOULA LISTING BASE AS % OF AVITO 
LISTING BASE

Targeting the most active audience – women, Youla

overtook Avito in some General’ key categories



Youla
Leading multi-vertical online-classifieds business

App MAU1

- cities with population of 700k+

- cities with population of 100k+

4.7m

8.6m

5.4m

10.6m

App DAU1

- cities with population of 700k+

- cities with population of 100k+

1.6m

2.6m

1.5m

2.8m

Listings 33m 52m

AppStore app rating 4.8 3.8

GooglePlay app rating 4.7 4.5

Competitive landscape Comparison with the closest competitor

Focus on
one vertical

Online

Offline

Real Estate:

Auto:

HR:

Multi-vertical 
platform

Online

Youla

Youla

Source: Youla analysis as of 1Q’19.
Note: 1) Mediascope, Feb’19. 31
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Mail.ru – email service

• #1 email service in Russia

• 103M active accounts, 700M messages sent daily

User centric approach and strategy to meet modern user 

requirements:

• Manage ecommerce and social networks mail flow

• Transactional messages categorization

• Orders grouping by order ID 

• Shift from notification only to solving daily problems 

• C2C money transfer

• Mobile phone account top up, fines payment

• Pay button in message

• Tools to guarantee data privacy and permanent 

access

Pulse (beta in Jan’19)

• Recommendations feed offering personalized 

content based on user preferences 

• 1.2M DAU

Email & Portal

33Source: Internal data



Cloud solutions for business 
Emerging player building cloud infrastructure and data storage as 

well as Big Data as a service, Backup as a service and GPU-based 

computing in the cloud for RU market 

Predictive analytics solutions for 

business
Sophisticated predictive models, recommendations systems, 

segmentation and personalization tools based on MRG Big Data 

and proprietary technologies  

TARANTOOL

Data base management solution
Proprietary in-memory Data Base management solution with 

performance benchmarks* beating global analogs. Originally 

developed for internal MRG needs (used in 60%+ MRG products)

Face and objects recognition 

solution
Technology focused on recognition of any objects, faces, scenes

within photo/video stream using AI and ML as well as documents 

stream recognition

* Based on performance-tests and benchmarks available in public access

Big Data and ML 
Leading solutions implemented within MRG as 
well as accessible for 3rd parties

34



MRGMegafon

AlibabaRDIF

AER JV

15%

• Pandao

• Investments

• Synergies with OK/VK 

and MRG ecosystem

24%

Shares swap 

10% share 

in MRG

13%

Investments 48%

• Aliexpress Russia

• Investments

10%

N1 e-commerce 

business in 

Russia 

AER JV deal creates leading Russian e-
commerce player

35Source: Public data 



• Integrate shopping experience in the social context by involving users into 

engaging mechanics

• Promote social shopping as a lifestyle enhancing experience

• Make influencers and communities our partners and give them tools to engage 

users in shopping by content creation

• Establish entry points 2-3 clicks from anywhere inside the social networks

• Make user journey as native as possible and minimize friction in the shopping 

process

• Use social data, content interaction data, user social graph and ad reaction data 

to enrich user profile

• Provide integrations for merchants and cover all businesses on the social platforms 

with easy-to-use tools to increase their sales 

E-commerce experience to be integrated in the 
key activities inside social platforms

36

• Final stage of development and ongoing tests of 

AER mini app within VK platform

Source: Internal data



• Mail.ru is the largest internet 

business in Russia with c.50% of 

Mail.ru GDRs listed 

on LSE

• Blue-chip shareholder base 

includes Naspers, Tencent and 

Alibaba (in process) 

27,6%

7,4%

10,0%

5,2%

49,9%

Naspers Tencent Alibaba (in process) MF Technologies Free float (LSE)

Mail.ru Group is backed by leading internet 
companies

37Source: Public data, including public information around target AER transaction



MFT Freefloat

Economic 27.6% 10% 7.4% 5.2% 49.8%

Voting 12.4% 4.5% 3.3% 58.9% 20.9%

MF shares to move to 

AliBaba on closing of JV
USM/MF votes (54%) in MFT now 

delegated to CEO (Russia) of Mail.Ru.

Mail.ru Shareholder structure

38Source: Public data 



This presentation has been prepared by Mail.ru Group Limited (the “Company”) and comprises the written materials for a presentation to syndicate research analysts or certain institutional investors. 

Matters discussed in this presentation may constitute forward-looking statements. Forward-looking statements include statements concerning plans, objectives, goals, strategies, future events or performance, and underlying assumptions and other 

statements, which are other than statements of historical facts. The words “believe”, “expect”, “anticipate”, “intend”, “estimate”, “forecast”, “project”, “will”, “may”, “should” and similar expressions identify forward-looking statements but are not the 

exclusive means of identifying such statements. Forward-looking statements appear in a number of places in this presentation and may include statements regarding: strategies, outlook and growth prospects; future plans, expectations, projections 

and potential for future growth; plans or intentions relating to acquisitions; future revenues and performance; liquidity, capital resources and capital expenditures; economic outlook and industry trends; the impact of regulatory initiatives; competitive 

strengths and weaknesses; and the strengths of competitors. The forward-looking statements in this presentation 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 Company records 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. Such risks, uncertainties, contingencies and other 

important factors could cause the actual results of the Company or the industry to differ materially from those results expressed or implied in this presentation by such forward-looking statements. No representation is made that any of these 

forward-looking statements or forecasts will come to pass or that any forecast result will be achieved and you are cautioned not to place any undue influence on any forward-looking statement. No one undertakes to publicly update or revise any 

such forward-looking statement. 

Investment in the GDRs may involve substantial risk. References to future returns are not promises or even estimates of actual returns an investor may achieve. The forecasts contained herein are for illustrative purposes only and are not to be 

relied upon as advice or interpreted as a recommendation. The information herein reflects the Company’s judgement of the prevailing conditions as of this date, all of which are subject to change. Past performance or experience does not 

necessarily give a guide for the future. Neither the delivery of this presentation nor any further discussions with any recipient shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since 

such date.

This presentation does not constitute or form a part of, and should not be construed as, an offer or invitation to subscribe for or purchase any securities of the Company and neither this presentation nor anything contained herein shall form the 

basis of, or be relied on in connection with, any offer or commitment whatsoever. 

The Company's shares and GDRs have not been and will not be registered under the U.S. Securities Act of 1933, as amended.  Securities may not be offered or sold in the United States absent registration under that Act or an available exemption 

from it, and the Company does not intend to make a public offer of any securities in the United States

Within the member states of the European Economic Area (the “EEA”) this presentation is only addressed to and directed at persons who are “qualified investors” (“Qualified Investors”) within the meaning of Article 2(1)(e) of the Prospectus 

Directive (Directive 2003/71/EC) (including any relevant implementing measure in each relevant member state of the EEA). In addition, in the United Kingdom, this presentation is being distributed only to, and is directed only at (i) Qualified 

Investors who have professional experience in matters relating to investments falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the “Order”) or high net worth entities falling 

within Article 49(2)(a) to (d) of the Order, or (ii) persons to whom it may otherwise lawfully be communicated (all such persons in this paragraph collectively being referred to as “Relevant Persons”). This presentation must not be acted on or relied 

on (i) in the United Kingdom, by persons who are not Relevant Persons, and (ii) in any member state of the European Economic Area other than the United Kingdom, by persons who are not Qualified Investors. Any investment or investment 

activity to which this presentation relates is available only to Relevant Persons or will be engaged in only with Relevant Persons. 

The information and opinions contained in this presentation are for background purposes only and do not purport to be full or complete. No reliance may be placed for any purpose on the information or opinions contained in this presentation or 

their accuracy or completeness. No representation, warranty or undertaking, express or implied, is given as to the accuracy or completeness of the information or opinions contained in this presentation by the Company and no liability is accepted 

by us for the accuracy or completeness of any such information or opinions. 

The information in this presentation is being circulated on a confidential basis, and is neither to be disclosed to any other person, nor copied or reproduced, in any form, in whole or in part without the Company’s prior consent. 

By accepting delivery of this presentation you agree to be bound by the foregoing terms and acknowledge that you will be solely responsible for your own assessment of the market, the market position of the Company and the GDRs and that you 

will conduct your own analysis and be solely responsible for forming your own view of the potential future performance of the Company’s business

. 
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For further information please contact:

Tatiana Volochkovich

Mail.Ru Group, Director of Investor Relations

Office: +7-495-7250-6357 x 3434

Mobile: +7 905 594 6604

E-mail: ir@corp.mail.ru / t.volochkovich@corp.mail.ru




