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Education is a multi-trillion dollar market 
facing structural challenges
Higher Education students are expected to double in the next 
decade, up from 235m in 2024 (Unesco) while education is rapidly 
moving online. Market size source: HolonIQ

1
Digital education solutions
are the answer to old and new problems
The pandemic has accelerated global Edtech spend, forecasted to 
double to $360B by 2024 from $160B in 2019, a Compound Annual 
Growth Rate of 17% (Citi Research)

2

Perlego has a winning product, brand
and business model in the market
We democratise access to course materials, aggregating the world’s 
leading publishers on a simple all-you-can-read subscription model

3

Our solution benefits both students
and publishers 
Perlego’s win-win model helps students save money, learn more 
effectively and helps publishers earn more from their content through 
revenue share

4
As proven by our rapid growth
in content and paying subscribers
Perlego’s Annual Run Rate has grown by 80% YoY CAGR 2020-2023 
(Source: Management accounts), underpinned by strong growth in 
content, paying subscribers and partner institutions

5

We have a clear growth strategy to take 
advantage of our leadership position
Scale in our home market, expand in Europe and North America and 
help students learn collaboratively ‘beyond reading’

6

Investment highlights

https://www.unesco.org/en/articles/higher-education-how-do-we-unleash-talent-next-generation
https://www.holoniq.com/notes/10-charts-for-a-changing-education-market
https://www.investopedia.com/terms/c/cagr.asp
https://www.investopedia.com/terms/c/cagr.asp
https://drive.google.com/file/d/1DFJeUHeIP3OTm8C07-x7JtuWAnYSpWoj/view?usp=sharing
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Billed as the ʻSpotify for textbooks ,̓
Perlego is democratising access to education

OVERVIEW

3

REVENUE DEMAND

We sell subscriptions globally through two 
channels: DTC, where the students pay
for their own subscriptions; and B2B2C, 
where institutions purchase subscriptions 
in bulk on behalf of their students.

HOW

125,000
Paying subscribers

225
Partner institutions

SUPPLY

3,000+
Publisher imprints

5
Languages
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1.2M
Live ebook titles YTD

43%
Title CAGR

$18M
ARR EOY23

40%
YoY ARR growth
forecast 23-24

$75M
EST. ARR 2027

DTC B2B2C

ARR YTD as of September 2023. YoY ARR growth
and title growth comparing 2023 actuals to 2024 
forecasts. Source: Management information and 
forecasts

ARR: Annual Run Rate, DTC: Direct to consumer,
B2B2C: Business to business to consumer

Billed as the ‘Spotify for textbooks’, Perlego 
makes education more accessible to all
with a digital library that gives university 
students unlimited access to over 1 million 
academic titles from the world’s leading 
publishers, at an affordable price.

WHAT
Titles Global coverage

https://www.standard.co.uk/business/perlego-how-cambridgegrad-built-the-spotify-of-textbooks-b985031.html
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The industry wide challenge
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The textbook model
isnʼt working for students

THE PROBLEM FOR STUDENTS

7/10
think textbooks
are too expensive
Students said that they had not 
purchased a textbook at least 
once because they had found 
the price too high.

1972 2014
(The Economist)

+847%
Textbook
price
inflation

2012 2017
(McKinsey)

+100%
Subscription
economy
growth

73%
prefer access over 
ownership
Students believe having access 
to textbooks is more important 
than owning them.

5

https://www.economist.com/graphic-detail/2014/08/20/a-textbook-case-of-price-gouging
https://www.mckinsey.com/industries/technology-media-and-telecommunications/our-insights/thinking-inside-the-subscription-box-new-research-on-ecommerce-consumers


Strictly confidential 6

An experience not fit
for the 21st century...

THE PROBLEM FOR STUDENTS

6

Bad quality pirated PDFs

Used books in wrong editions

Reading assignments over email

Ad-ridden bibliography tools

Complicated library systems

Where are my class notes?

Unfriendly Learning Management System

Dispersed Lecture slides
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Publishers only monetise 35% of their adoptions, 
leaving 65% on the table

THE PROBLEM FOR PUBLISHERS

7

US EXAMPLE: HED PUBLISHERS LOSE AN ESTIMATED $5.4B TO SECONDARY AND PIRACY
Est. FY2020 US HE Sales ($ million)

4

3

21

1. Total value of US HED adoptions
Only an estimated 36% of adopted units 
translate into publisher sales (BofA, 2019). If all 
adopted units were new purchases, the 
publisher’s US HED serviceable obtainable 
market (SOM) is worth c. $8.5B.

2. Publisher sales lost to secondary
An estimated 42% of adoptions are lost to the 
secondary market (BofA, 2019). This could 
equate to c. $3.6B for US HED publishers

3. Publisher sales lost to piracy
An estimated 21% of adoptions are lost to 
piracy (BofA, 2019). This could equate to c. 
$1.8B for US HED publishers.

4. Actual Publisher US HED Sales
Based on AAP US HED publisher course 
material revenues (2019), updated to reflect 
sales trends from Pearson, Cengage
and McGraw Hill in 2020

7

Based on data from Pearson’s Annual Report FY19 relating to the share lost ot secondary and piracy and Association of American 
Publishers total US HED course material publisher revenues (2019) updated to reflect 2020 revenue trend from the sum of Pearson, 
Cengage and McGraw Hill. HED: Higher Education 

https://drive.google.com/file/d/17TVWZJ6vCKpxomLUSY81C69DTTd_AMla/view?usp=sharing
https://drive.google.com/file/d/17TVWZJ6vCKpxomLUSY81C69DTTd_AMla/view?usp=sharing
https://drive.google.com/file/d/17TVWZJ6vCKpxomLUSY81C69DTTd_AMla/view?usp=sharing
https://publishers.org/
https://publishers.org/
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The solution
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One membership for all learning materials

           Smarter learning

Smooth reading, easy revisions, one-click citations 
and collaboration with peers - Perlego is here to 
give students all they need to succeed in learning.

THE SOLUTION

9

          Unlimited access 

The world’s academic library now fits in a pocket. 
From biochemistry to theology, anyone can learn 
anything, anytime, anywhere.

          Aordable for all

We want to make learning material universally 
affordable. We give students access to the world’s 
largest online library, for an accessible price.
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We help learners master their course materials
THE SOLUTION

  ⭐ Eective Study Tools

Perlego helps students maximise their learning time 
by streamlining essential tasks, including swift 
search capabilities, straightforward material 
organisation, time management tools, and effortless 
bibliography creation.

   📖 Adaptive Learning Experience

Recognising students' diverse learning styles
and needs, Perlego provides a fully customizable 
web and mobile reading experience, audio options
for improved comprehension, and accessibility 
features for enhanced support.

   ✍ Easy Annotation

Saving important content is effortless with Perlego. 
Students can highlight and annotate what matters
in seconds, copy and paste into their projects,
share passages with peers, and conveniently
access all their notes in the Notebook for revision.



Efficient reading
and studying for students

Anywhere, anytime
Students carry their university library in their 
pockets: they can read or listen to their material
at uni, home or on the train, on any device.

Easy annotation
Saving what’s important has never been easier. 
Students can highlight and annotate what matters
in seconds, copy and paste to their writing project, 
share passages with peers or export to their 
favourite note-taking app.

Eective exam preparation
Perlego helps students master their content
as they read with AI-based quizzes and exercises 
aimed at increasing reading comprehension
and retention.

THE SOLUTION
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Product descriptions and visuals include features and functionalities not 
currently live, but planned in our roadmap
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We serve learners from first day of class into the workplace 
with the majority of the world s̓ leading education publishers

IN
TE
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AT
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N

A
L

U
S

Freshman Sophomore Junior Senior Grad-level Professional

ENGLISH NON-ENGLISH ENGLISH

ENGLISH

NON-ENGLISHENGLISHNON-ENGLISH

INTRO-LEVEL (100-200) UPPER-LEVEL (300-GRAD) PERSONAL & PROFESSIONAL 
DEVELOPMENT

THE SOLUTION
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        CONVENIENCE

We reduce demand for piracy and 
used books by offering students a 
simple way to access all of their 
course materials

       STREAMING

We cut supply of pirated 
files by offering students 
streaming-only access to 
their materials

        SHORTER SUPPLY-CHAIN

Our simple direct-to-consumer
model cuts the supply chain 
intermediaries of the print model

A win-win for students & publishers

13

Comparative economics for illustrative 
purposes only. Source: Management 
information and forecasts
GP: Gross Profit

1 2

PERLEGO MODELTRADITIONAL MODEL

1

2

3

4

27%
student annual 

saving

173%
gross profit increase 

for publishers

        AFFORDABILITY

We reduce demand for piracy 
and used materials by offering 
students an affordable option to 
access their course materials

3 4

FOR STUDENTS
● Affordable access to materials

● Convenient one-stop-shop

● Improved learning & efficiency

FOR PUBLISHERS
● Monetise more adoptions

● Increase margin

● Power decisions with data

KEY BENEFITS

THE SOLUTION
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HOW WE PAY PUBLISHERS

A fair and scalable royalty model
Our unique royalty model allows publishers to generate incremental 

revenue on a rapidly growing price-sensitive audience that would 

otherwise read pirated or used copies. We pay publishers 65% of our 

subscription fee, based on the consumption and digital list price of their 

titles, weighed against all the other titles read by the same user that 

month. Perlego retains a fixed 35% margin on subscription revenues. 

EXAMPLE

Publisher’s royalties

76%  x  £7.80  =  £5.91=

Sam read 2 books this month

Book 1 - Publisher A

Book 2 - Publisher B

Digital list price

£50

£20

% of book read

50%

40%

Value of content read

£25 (76%)

£8 (24%) 24%  x  £7.80  =  £1.89=

65%
Royalty pool

£7.80 per user/month

35%
Perlego margin
£4.20 per user/month
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WHY PERLEGO WINSCOMPETITORS

Perlego has the winning product and business model

THE MARKET

SINGLE 
PUBLISHER

Only a small portion of student’s course materials

Poor and dispersive learning experience for students

Limited academic freedom for instructors

UNIVERSITY
DELIVERY

Institutional spend only

Complex institution-specific white-label deals

Box-ticking learning experience, poor UX for students

TRADITIONAL
BOOKSTORES

Prohibitively expensive for students

Transaction-only, no learning experience

Rapidly declining print format

Costly supply chain for publishers

STUDY HELP Student spend only

Bad reputation with instructors & universities (cheating, AI)

Bad reputation with publishers (IP infringement, AI)

All the student materials
in one simple place,
for a simple price

Capturing the entire spend,
regardless of who pays
(DTC + B2B)

Affordable and accessible
for students, with
a digital-first learning experience

A trusted solution
for publishers and universities



$10B
SCHOLARLY JOURNALS
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THE MARKET

A large opportunity in a global market ripe for disruption

HED Course Materials market computed on current UK ARPU (Average Revenue Per User) multiplied by HE student population for each country, adjusted to local 
markets for GNI $PPP (Gross National Income in Purchasing Power Parity) and local average textbook price differences. HE Homework & Study and HE Writing 
market sizes using average ARPU from players, adjusted for local GNI $PPP multiplied by HE student population for each country. HE LMS market size from 
ListEdtech (2019). Scholarly journals market size from STM Association (2015). CORE market includes all English-speaking countries outside of North America, 
NORTHAM includes USA and Canada, EUROPE-LATAM groups European (excl. UK and Ireland) and Latin American countries and ROW includes all other countries.

$5B
HE HOMEWORK & STUDY

$3B
HE WRITING

$2B
HE LMS

EUROPE-LATAM NORTHAM

ROW

C
O

RE

$19B
HE COURSE MATERIALS

Home market

Markets entering

Service available

Adjacent market for future

https://listedtech.com/blog/update-on-the-k-12-lms-historical-market/
https://listedtech.com/blog/update-on-the-k-12-lms-historical-market/
https://www.stm-assoc.org/2015_02_20_STM_Report_2015.pdf
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DIGITAL EDUCATION MARKET 
EXPENDITURE ($ IN BILLIONS)

+12.2%
CAGR 2018E-2025E

4.4%
% of total education 

expenditure

2.6%
% of total education 

expenditure

GLOBAL EDUCATION MARKET EXPENDITURE 
($ IN TRILLIONS)

Digital global education expenditure set for sustained growth

Digital spend accounts for 
only 2.6% of global education 
spend, and is only expected
to reach ~4% by 2025

Spend on education has 
increased over time, however 
governments have struggled 
in the past to fund education 
at levels they did previously.

Education to date has not 
drawn enough private capital 
to fund innovation.

Source: HolonIQ

We define global education 
market expenditure as 
expenditure on education and 
training from governments, 
parents, individuals and 
corporates

Global corporate expenditure 
training in 2018 was ~$366B and 

was $167B in North America alone

+4.1%
CAGR 2018E-2025E

+4.6%
CAGR 2018E-2030E

THE MARKET

https://www.holoniq.com/notes/10-charts-for-a-changing-education-market
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What s̓ next
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GO-TO-MARKET MODEL
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We have a proven playbook to enter each new market 

CONTENT

LOSS PROFITINFLECTION POINT

DTC

B2B2C

Minimum Viable Library Scale library

Majority of student curriculum Leading curriculum coverage

Discounted ARPU for initial growth
Centralised acquisition campaigns

Discounting phased out as PMF ↑
Grow SEO

Local platform experience
Increase ARPU as PMF ↑
Scale SEO, reduce paid marketing

Optimised local offer
Optimal ARPU with high PMF
SEO and virality, no paid

Initial institutional pilots Build S&M team
Land

Grow S&M team
Expand

Established S&M team
DTC bridge

    🚩Validation     ☝Growth     🎢Scale    🦋MaturityGTM STAGE

SEO: Search Engine Optimization
S&M: Sales & Marketing - PMF: Product-Market Fit


