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Except for statements of historical fact, the information presented herein may constitute forward-
looking statements within the meaning  of and subject to the safe harbor created by the Private 
Securities Litigation Reform Act of 1995. In some cases, you can identify forward-looking statements by 
terminology such as "expect," "estimate," "anticipate," "intend," “goal,“ “strategy,” "believe," and 
similar expressions and variations thereof.  Such  forward-looking statements include statements 
regarding the intent, belief, current expectations or projections about future events of Spark Networks, 
Inc.  Readers are cautioned that these forward-looking statements are not guarantees of future 
performance and involve known and unknown risks, uncertainties and other factors which may cause 
the actual results, performance or achievements of Spark Networks, Inc. to be materially different 
from any future results, performance or achievements expressed or implied by such forward-looking 
statements. Such factors include without limitation, general economic and business conditions, the 
loss of market share, changes in the competitive landscape, failure to keep up with technological 
advances and other factors over which Spark Networks, Inc. has little or no control.  Spark Networks, 
Inc. undertakes no obligation to revise or update these forward-looking statements to reflect events or 
circumstances after the date hereof. 

SAFE HARBOR STATEMENT 
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To create iconic, niche-focused brands that build and strengthen the 
communities they serve 
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Our Mission 
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Company Snapshot 

 Founded in 1997 with launch of JDate.com 

 Jewish Networks and Christian Networks are dual 
engines that drive today’s business 

 JDate is a mature, high cash generating 
business and clear category leader 

 Owns and operates more than 20 niche-targeted 
communities 

 Q3 total company contribution margin reached 
60%, highest since Q4 2010 

 Total company contribution grew 90% Y/Y(1) 

(1) Comparison between Q3 2014  and. Q3 2013. 
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Average Paying Subscribers 
(in Thousands) 

(2.4%) CAGR 

94.3% CAGR 

Revenue by Reporting Segment 
($ in Thousands) 



Investment Highlights 

Category-leading brands in targeted demographics 

Recurring, predictable, subscription revenue stream underlies powerful financial model 

Christian Networks segment provides large and growing market opportunity 

Jewish Networks segment provides strong foundation and cash flow 

Deep community relationships and strong network effects 
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Large and Growing Market 

Source: IBISWorld March 2013. 
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($ in Millions)  Favorable population growth 

 Increasing adoption of the internet and 
mobile devices 

 Advances in online discovery and 
communication technology 

 Increased recognition of the benefits of 
online dating 

 Growing popularity of niche-oriented 
sites 

 

Key Industry Trends U.S. Dating Services Revenue 



Competitive Landscape 
Social Networks 

Free Dating Sites 

General Paid Dating Sites 

 Higher quality profiles 
 Payment implies a higher level of user commitment 
 Better fraud protection  
 Very transactional user experience 
 Single status is members’ primary commonality 

7 

People looking for serious relationships want to find those who share their faith and values 

 Low commitment typically results in lower quality profiles 
 Limited product features 
 Little to no customer service and fraud review 
 Quality lead gen. source for paid dating sites 

 Used primarily to connect with existing contacts 
 Many do not want friends tracking their dating activity 
 Rich profiles provide both targeted advertising opportunity 

and ability to leverage existing data 
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More  
Like-minded 

Members 

Our Model for Success Creates Strong Network Effects 



Jewish Networks Christian Networks Other Networks 

Description 
Jewish-focused 

communities anchored  
by JDate 

Christian-focused 
communities with 

ChristianMingle at hub 

Communities targeted at a 
variety of other 

demographic groups 

Properties 

2013 Revenue $26 million $40 million $3 million 

Segment % of Total 
Revenue in 2011 56% 33% 10% 

Segment % of Total 
Revenue in 2013 37% 58% 4% 

2013 Average 
Paying Subscribers 84,149 193,316 20,232 

Our Properties 
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Jewish Networks: Model to Which Niche Dating Sites Aspire 

 Strong brand recognition and deep ties to the 
community 

 80% of JDate traffic is direct type-in, bookmarked or 
natural search 

 2011 independent survey of married Jews revealed 
76% of those who dated online during their search 
used JDate 

 Success matters and is rewarded 

 JDate creates more Jewish marriages than all other 
dating sites combined 

 Success leads to strong network, low SAC, high LTV 

 As a result, contribution margin has been ~ 90% for 
past 11 years 

 17-year history arms us with know-how and 
credibility as we enter new markets 

Jewish Networks Contribution Margin 
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 Largest and fastest growing revenue 
segment over past 3 years 
 Now focused on optimizing contribution 

dollars generated by this segment 
 In Q3 2014, Christian Networks generated 

positive contribution for the second 
consecutive quarter 

 In the two years from 2011 to 2013, 
ChristianMingle brand awareness  has 
more than doubled 

 Not only the largest Christian dating 
site, but one of the largest Christian 
sites of any kind 

Christian Networks: Our Growth Engine 

Christian Networks Revenue 
($ in Thousands) 
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Christian Networks: Rapid Growth 
Average Paying Subscribers 

Brand Awareness Among Christians 

Revenue 

ARPU 

($ in Millions) 
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Board, Expanded 

Community Outreach 

Re-architected 
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Marketing Tests 

Launched 
Believe.com  

Christian Networks: Built for Sustainable Growth 

Direct Marketing 
Paying Subscribers 
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Significant Market Opportunity 
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Numerous Growth Opportunities 
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Optimize pricing 

Increase conversion rates 

Expand media properties 

Grow Christian Networks subscriber base 



Marketing Expense Incurred Up Front, Return Continues 
Over Life of Member 
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 Over the past several years, developed sophisticated analytics tools that accurately measure the 
effectiveness of our marketing investment on a daily basis 

 Increased marketing investment results in near-term hit to profitability, but longer-term 
profitability profile is attractive 

 Upside opportunity exists to raise price and lower SAC due to the network effect 
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Time 

Cumulative First Time Subscriber Sales 

Cumulative Renewal Sales 

Cumulative  
Winback Sales 



Operating Leverage Provides Path to Profit Growth 

(1) Sales & Mktg., Tech Ops., Development and G&A costs. 
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Investment Highlights 

Category-leading brands in targeted demographics 

Recurring, predictable, subscription revenue stream underlies powerful financial model 

Christian Networks segment provides large and growing market opportunity 

Jewish Networks segment provides strong foundation and cash flow 

Deep community relationships and strong network effects 
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