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Stock Price Performance

After a strong IPO, the market showed weakening interest in Coursera
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Share Price — Major Events

= [1]19 April 2021 (+13.7%) — Coursera
announces 5 new degree courses with
3 leading universities (including 1
Brazilian and 1 Indian)

[2] 4 May 2021 (-20,8%) — Unaudited
consolidated earning results for Q1
2021 announced

= [3]13 May 2021 (+12.1%) — Free online
courses for India announced to help
upskill the workforce amid second wave

IPO Details

= Date: March 31, 2021
= $1.69 bn raised

= Stock exchange: NYSE
= Ticker: COUR

= Initial Price: $33.00

= Offering led by Morgan Stanley &
Goldman Sachs

Source: Yahoo Finance, Forbes, Company Reports

© Equity Research



Executive Summary

Coursera is the most attractive way to play the growing EdTech market

Key Investment Highlights

1

Low switching costs Strong, diversified

I positioning

i A
coursera @ |l

Fierce Vast total

competition addressable
‘0 e’ market
N pY -
0 00 o
I/W\Vl )
High quality Winning the
organic growth differentiation game

Coursera positions itself to play in multiple high-growth segments of the
market

Forecasted market CAGR of 24.3% with most of the market being directly
addressable by Coursera

Coursera digs a deep moat with its strong brand, exclusive partnerships and

quality-checked content

Best-in-class organic growth compared to competitors as measured by
marketing / site visits and bounce rate

Still fierce competition with many rivals showing strong media and
advertising presence

No lock-in effects yet and low switching costs for customers and partners

Source: Team Analysis & Research

© Equity Research
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Company Overview

A household name in the EdTech space with qualified management and strong history

Company Description

Management Team

= Coursera is a leading globally operating online education platform offering
professional and university-accredited certification

= Established: 2012

= Headquarters: Mountain View, California

= Employees: 779

= Market Capitalization: $5,767.9

= |PO: March 31st, 2021

= Ticker: COUR (NYSE)

Jeff Maggioncalda

= CEO since 2017

= Ex Director of Silicon Valley
Bank & CEO of Financial
Engines

Ken Hahn

= CFO, Treasurer since 2020

= Led 3 successful IPOs as
CFO

Anne Cappel

.| = General Counsel since 2017
# = Ex Executive VP of Financial

Engines

Leah Belsky

= Chief Enterprise Officer
since 2019

= At Coursera since 2015

Kimberly Caldbeck

= Chief Marketing Officer
since 2018

= Ex Marketing at Facebook

Dr. Andrew Ng
= Co-Founder
= Chairman since 2014

,L»f" = CEO2012-2014

/:

[}
+

-

Financials Shareholder Structure
In $ mn 2017 2018 2019 2020 = Free Float
Revenue 95.6 140.9 184.4 293.5 % = G Squared Equity Management
% YoY growth 47% 31% 59% New Enterprise Associates
Gross Profit 50.3 84.0 94.8 154.7 Kleiner Perkins Caufield & Byers
% Margin 53% 60% 51% 53% Australian Government Future Fund
EBIT n/a n/a (21.6) (67.1) Andrew Ng
% Margin n/a n/a -12% -23% Morgan Stanley
Net Profit n/a n/a (21.6) (64.3) Capital Research
% Margin n/a n/a -12% -22% Baillie Gifford & Co.
Net debt (BV) n/a n/a (172.8) (259) o
Financial Leverage n/a n/a 10.9% 10.4% Other Institutions

= Other Insiders

Source: Company Reports, Yahoo Finance, Capital 1Q

© Equity Research



Company Overview

Coursera is a one-stop education shop serving a diverse range of learners

Business Model: Two Main Segments

Geography

Completely online-based bachelor’s or

O [PEFEES master’s degree

Specific module from a university

27 MasterTrack Certificates degree to be used for credit

Practice-oriented certification of

47 Professional Certificates . .
job-readiness

Several courses providing training

R in a specific skill / subject

Several lectures covering specific

5 (CREES skillset / subject

L]
©
5

2

2

]

=
S

o
©
o
o
7
S
o

(&

1,983 Guided Projects 1-2h long practice-oriented class

Can be accessed through Coursera for Enterprise

Basic Plan - $399 / user / year

Region split by registered learners Top 5 countries by traffic

. 25%
= Asia
20,73%

North America 20%

15,55%

Latin America 15%

82M

registered learners
(Individuals & Europe 10%
Enterprise)
Middle East &
Africa 5% 284% 309% 327%
= Oceania

0%

UK Mexico Canada India USA

Coursera for Enterprise: Segment Split by Registered Learners

= Unlimited access to guided projects, courses, specializations
& professional certificates

_8 E = Real-time learning progress tracking
P
g = Advanced Plan — Custom Pricing for Business
=]
c [«})
I} £ = Custom content curation 4.5M
° £ = Skill benchmarking within organization / industry ist d terori « for Campus
'; g = LMS* integration registered enterprise p
- ] learners
2 () Advanced Plan - only on Coursera for Campus
S
= , . for Government
3 2 = Private content authoring

o = Live sessions through Live2Coursera

g = Plagiarism detection through Turnitin

o = Online proctoring

= |D verification (to be rolled out in 2021-2022)
Source: Company Website, Securities Registration Statement, Q1 2021 Report, Impact Report 2020 © Equity Research

* LMS - Learning Management System




Product Portfolio & Business Model

Full coverage of the online education market thanks to Coursera’s broad network

Product Portfolio

Type Guided Project
Duration 1-2h

 University Partners
Type of * Industry Partners

« Community

Admission type Anytime

* 10$ per project
Cost * Free

Course

1 week - 3 months

» University Partners
educator * Subject Matter Experts < Industry Partners

Anytime

* up to 90% per course
+ $39 - 99 per month

Specialization
2 - 6 months 3 - 9 months

* University Partners

+ Industry Partners * Industry Partners

Anytime Anytime

+ $39 - 99 per month
* Coursera Plus

+ $39 - 99 per month
* Coursera Plus

Professional Certificate

MasterTrack Degree

3 - 12 months 2+ years

* University Partners * University Partners

Deadline & enrolment
qualification

+ $9,000 - $45,000
(can be partial

Deadline & enrolment
qualification

+ $2,000 - $6,000
(can be partial payments)

» Coursera Plus » Coursera Plus payments)
. « full paid (with free trial) + full paid (with free trial) < full paid (with free trial) « full paid « full paid

Available . . ) o ) o ) o . .
fi . « full paid (no free trial)  + financial aid « financial aid « financial aid (reimbursement through  (reimbursement through

inancing « full free, no certificate  * audit only, no certificate « audit only, no certificate « audit only, no certificate  external scholarship / external scholarship /
options - - o

« full free, no certificate  + full free, no certificate < full free, no certificate employer) employer)

Business Model: Revenue Generation
P TTTTTTTTTTTTm o \ P TTTTTTTTTTTTTTTmm T } P TTTT T oI \
: ‘ Consumer segment : : Coursera pays a : : :
: a Learner pays to ! $ 1 coursera contentfee to ! ! Educator partner
! Coursera ! | partner ! | [ !
| Enterprise segment | | Coursera pays a | | |
1 | ! 1 ! |
! Enterprise pays seat ! $ I coursera contentfeeto ! ! Educator partner
K% lcensetoCoursera | L pamnes A o
C T T T i P T T h P T T i
: aﬂ Degrees segmt.ernt ! i A\ Ur;lversnylpays ! i !
! Student pays tuition to ! $ ' a % of tuition to ! I courserda Coursera !
! T university ! i Coursera | : :

Source: Company Website, Team Research & Analysis -9- © Equity Research



Financials / KPI's

Growth in key segments is supported by a strong balance sheet

Revenue Segment Split Number of Total Registered Learners (mn)
$ 350mn 90 CAGR: 36% >
: () 82
CAGR: 32% > 204 76.6 "
$ 300mn 80 ’
$ 250mn 70
60
$ 200m 184 464
$ 150 142 ° :
m 40 37,3
96 30,1
$ 100mn 30
$ 50mn 20
$ Omn 10
2017 2018 2019 2020 0
mConsumer Enterprise  Degrees 2017 2018 2019 2020 Q1 2021
Liquidity Ratios Geographic Split of Revenues
2,5% - 1.200 -
2,0x 1.000
471 USA
800 -
1,5x 1 405
600 - 337
1,0x 1 P 330 EMEA
400 - o 283
0,5x Asia Pacific
Others
0,0x
2019 2020 2021 2022 2023 2024 2025 2022 2023 2024 2025 2026

Current Ratio = Cash Ratio

Source: Company Reports, Team Research & Analysis -10- © Equity Research



Competitive Advantage & Strategy

Coursera’s clear and well-executed strategy paves the way to capture the market

Competitive Advantages Growth Strategy
. . L Y Marai d b .
Highly efficient learner acquisition model argin and user base expansion
____________________ g “y__“““_“““___(_1_“_““““““““““I MUdemy ‘DDH
i Free, high-qualit . . i SKILL « Expand highly profitable segments
: cogtegt Y o4 Deep SEO expertise + Strong WOM marketing ! (LD SHare enterprise and degree
ettt i Heavy reliance + Capture more emerging regions and build
on marketing globally known brand
Comparatively cheap attraction of learners at a large scale 2?232:226 + Drive conversion in Asia-Pacific and other

(favourable unit economics and path to profitability) emerging regions

Full range of stackable course and degree offering

__________________________________________________________________ | n{ %9 Optimize cross- and upselling

i Low entry-bar courses Professional + University partnershios i _
i and projects certification yp P | Offers a similar + Convert free students to paying learners
e e model to * Leverage gathered data to tailor internal
Coursera, advertising
Very strong cross- / upselling but is strictly
(50% of degree students prior Coursera users) not-for-profit
Differentiate through partnerships
Coursera’s university partners = | Universita A% PRINCETON « Secure long-term positioning through
(|54} | Bocconi UNIVERSITY partnerships with the world‘s most renowned
MILANO S institutions
& Yale University Stanford THEUNIVERS Ty OF + Become the global go-to platform for
" MELBOURNE . .
University educators to publish their content on

Source: Team Research & Analysis, Coursera S-1 Filing, Companies' Websites -11- © Equity Research



Competitive Benchmarking

High quality, organic customer growth is a hallmark of Coursera’s business

MOOC* Platforms by Courses Offered (000s)

Number of Online University Degrees Available by Platform

1554 200 125.0 155.0
80435 0 55.0 .
304, 6,5
o = = =, =
677 ,
5 1 43
3,8
41 3.1 3.1
3 | 2,7 2,7
1,8 23 2.1
21 1,2
1
04 — | [ | | N
2017 2018 2019 2020 2021

Udemy mCoursera =~ EdX wmFutureLeam m2U = udacity

Customer Acquisition Cost (Degree Students)

80

70

60

50

40

30

20

2U

Future

Learn
coursera

dx upGrad

(non-profit)

2017 2018 ~2019 =2020 m=2021

Funding (Pre-IPO)

25
.
5.000 Linked m
20 LEARNING
« Stackable platform 5 @ (LD
approach allows E 5 w -
Coursera to cross/upsell QE) ) PLURALSIGHT
2| A udemy 20"
. Strong_er WOM S 10 | sHare U
marketn_n_g an_d b_r_and % @{I’JFuture .
recognition significantly P Learn coursera
lower marketing 5 4 upGrad
expenses
0 T T T T T T T T T
50 100 150 200 250 300 350 400 450 500
Coursera OPM** industry average
Funding ($ mn)
Source: Company Reports, Companies’ Websites, Forbes, Crunchbase, IBL, CapitallQ -12- © Equity Research

*MOOC - Massive Open Online Course; ** OPM - Online Programm Management






Industry Overview |

The global EdTech sector is poised to grow rapidly thanks to numerous catalysts

Key Forces Driving Online Education

Population Reaching Working Age in the Next 10 Years by Geography

Higher education institutions are expanding their online

learning programs. 63% of US students choose online
education due to its convenience and flexibility.

MOOCs partner with educational institutions to focus on
micro-credentials. During the first month of the pandemic
Coursera reported over 10 million enroliments (644% rise
in comparison with 2019 figures).

Students choose online education as it is more affordable
and accessible. College students spent about $1,290 on
books and supplies during the academic year of 2018-
2019.

People (mn)
250 - 241
200 - +1.3 billion
170 globally
150 -
100 ~ 76
43
50 -
. H = =
o B =
India China Nigeria uU.S. Brazil Mexico

Changing Job Requirements and Reskilling of Low-Skill Jobs

Budgets for advanced technologies for higher education

and K-12** are expected to grow at a CAGR of 190% and
168% respectively over the next three years.

The education industry is still one of the least digitized

‘ Fin. managers

General

20,
h’/e
%

Lawyers .

@ No formal education
Postsecondary non-degree
@ College degree

s .
%’76/
“"‘4('/'//\9

markets. The mindset shift of the working world prompted by § Coders managers .
COdVI[?D-IJ/IQ could mean major tailwinds for MOOC providers S Elementary Teachers Cashiers
and OPMs. Accountants
. Business ops
Large majority of students use video-based educational ] .
tools as well as technology-powered tools, which lead to Nurses Retail supervisors _ Waiters
massive improvements when it comes to test scores. Freight movers >
Risk of automation vulnerability
Source: UN World Population Prospectus 2019, Guide2Research -14 - © Equity Research

* UpGrad, 2U, FutureLearn, Udemy, KhanAcademy, LinkedIn Learning, Pluralsight, DataCamp, Skillshare, EdX, udacity, MasterClass, Treehouse

** K-12: Primary and secondary education



Industry Overview Il

However, even with strong demand for technology and business education...

Global Online Education Market Size, $ bn Coursera Market Share & Average Market Growth Rates by Region

v

CAGR: 24.34%

23,2

2020 2021 2022 2023 2024 2025 2026

Future Workforce Trends until 2025

26,9% 28,2%

25,2%

37,4%

= Coursera = 12 Competitors*

USA EMEA Asia-Pacific

Global Online Education Market Split by Subject

Other

Digital job capacity 2020-2025

< = Technology

E * Fourfold increase in five years Business

o = 149 mn new jobs by 2025 in areas such a software development, .

-g cloud and data roles, data analysis etc. Humanities

ﬂ . .
Social Sciences

Top jobs by increase in demand Engineering

Health & Medicine

» = Data analysts

g = Al/ML specialists Art & Design

2 * Big Data specialists _

-g = Digital marketing and strategy specialists Science

= = Process automation specialists

Education & Teaching

Source: Class Central, Team Research & Analysis, Market Insights Reports,
Future of Jobs Survey 2020 World Economic Forum, Microsoft Data Science

-15-

© Equity Research

*: UpGrad, 2U, FutureLearn, Udemy, KhanAcademy, LinkedIn Learning, Pluralsight, DataCamp, Skillshare, EdX, udacity, MasterClass, Treehouse;



Industry Analysis

... EdTech continues to be a tough space to compete in

Threat of new entrants

Easy for customers to try new products (+)
High costs of brand development makes it
harder for new companies (-)

Very high economies of scale, new firms lack
competitive pricing and high efficiency (-)

LOW THREAT

Still large preference for in-person
education among all sectors (+)

Low switching costs (+)

Cheaper online offers are attractive but
could be replicated by universities
themselves relatively easily (+)

Competitive Rivalry
High number of aggressive competitors with large-scale marketing
campaigns internationally, locally and universities themselves (+)
Low switching costs make it easy for costumers to chose another company,
making competition fiercer (+)

HIGH DEGREE OF COMPETITION

Wide range of potential customers (-)
Easily accessible and high-quality
Information about alternative services (+)
Very low switching cost (+)

Moderately low product differentiation (-)

Coursera’s image relies heavily on
partnerships with prestigious universities (+)
The often standardized courses provided to
Coursera make it easy to switch (-)
Universities have large bargaining power
due to specific customer demands for those
universities (+)

Source: Company Reports, Team Analysis & Research

-16 -

© Equity Research



Global Overview

Industry players vary greatly in their ambitions and regional foci

Online Education, a Worldwide Industry Industry Categories

Future coursera

Learn

Global Players

Companies that expanded well beyond their home

W
Nterciass wx coursera market and explore some emerging markets
coursera [uture » skyeng
earn ——_X
W courser coursera zu edX

MasterClass Ea P, @
RN coursera Y Ry coursera
L) R ~ ~ coursera courserd Future PLURALSIGHT Udemy
CANVAS aﬂ MIRIADAX_ m Learn

2 Y

coursera .
Regional Experts
edX ThéiMOOC
XSEED Companies that strategically explore new regions
““““““““““““““ and markets
coursera coursera
PALN
edX Euture _‘\ %“:*  XSEED
eqrn MasterClass c A N VA s FOUNDATION FOR LIFE
coursera
coursera
Local Heroes
Companies that focus on their home market and show
H Very strong H Strong presence of Significant Presence little ambition for wider expansion
presence of Coursera Coursera of Coursera
s ”“‘ETG‘%E MIRIADAX _ upGrad
Most modern MOOCs are gen.erally availablg anywhere M Udemy gm',','.'e @ “S‘fo o K n Th é) MOOC
in the world where there is an internet connection COUrSerd ,.eieer  DataCamp HAN b skyeng |
Source: Company Reports, Web traffic analysis, Team Analysis & Research -17- © Equity Research

Note: List not comprehensive



Competitive Landscape
Untangling the seemingly crowded ed-tech space reveals Coursera’s strong position

Competitive Landscape

Traffic Analysis

Monthly unique

Company Monthly visits L Bounce rate
visitors
o courserda coursera -y
% (core market) (new markets) ~ KHAN Coursera 47.7 14.7 34.42%
3 (non-profit)
1] ®
= Udem 99.25 22.72 34.61%
i Udemy y b
m Linkedﬂﬂ EdX 17.57 5.91 37.48%
LEARNING
(non-grofit) Udacity 4.81 1.43 32.2%
[ w Future Learn 6.59 2.93 52.1%
SKILL
% SHadre
g Future Additional Universities Offering Online Education Yearly
Leurn PLURALSIGHT]
+100 . +91 »
qu rad @ +90 CAGR:23% "+85 +85
DataCamp +80 +78
+68
+70 +63
+60
+49 +49 +49
= ‘\ +50 +42 +42
5 - 0 +33 28 [+28
L) + +
b MasterClass +30 +20 s
20 |+13 +11 11 +13
+10 +3 I +3
+0 l
2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020
Online degree Accredited digital Unaccredited course _
providers credentials providers mUSA mintemational
Source: Company Reports Similarweb, HolonlQ, Team Analysis & Research © Equity Research



Online Education Behavior

Strong interaction with users and wide institutional network

mmEang

Client Engagement Statistics

Education Institutions Partnerships

Pages per visit

Value of Online Education vs In-Person Education for Employers

9
8
7
6
5
4
3
2
1

0
0

Future
coursera 2l Learn et
Future _80 parjtnerships ?9 parfnerships _160 pa_rtnerships
Learn ﬁ “A,Udemy including: including: including:
* Harvard * University of o MERER
Linked[T) @ .« LSE Michigan . LSaEad
LEARNING PLURALSIGHT « Penn * King’s College + Penn
SKILL 0 Vel AN * Yale
SHare « SDA Bocconi * University of . SDA Bocconi
o MIT Melbourne o MIT
* National Chiao + Princeton
0:00 01:12 02:24 03:36 04:48 06:00 07:12 0824 09:36 10:48  12:00

Visit duration

Tung University « Stanford

coursera

200 partnerships
including:

» Caltech

» Bocconi

» Stanford

» University of
Pennsylvania

* Yale

* Princeton

+ University of
Melbourne

Traffic Channels in % (excl. Direct Search, Google, Emails)

= |[n-person much more than online

In-person more than online

2 hm—
@ —

yahoo/-

0- —

No difference

Online more than in-person ﬂ I

Online much more than in-person

Js -~

0200 ']

cLass cenTrAL [iE

I coursera

l M Udemy

B | Linked [,

LEARNING

1. ©

PLURALSIGHT

| edX

Source: Company Reports, Similarweb, Company Websites, Team Research & Analysis -19- © Equity Research



University Perspective

Universities are a key determinant of who has the competitive edge

University Partnership Benefits Matrix

Big Players Universities Can Consider

Ny
o)
- {A udemy  coursera 2U
coursera g, edX  ©rona
SHAre
“A. Udemy
Pure-play MOOC Mix of OPM and MOOC Pure-play OPM
platforms with high platforms with strong platforms which provide
* m strong brand brand recognition and digitization of university
KHAN recognition, however, solid experience in degrees. Brand
ACADEMY revenue prospects are university recognition remains
limited by business partnerships. low; however, revenue
= models and lack of potential is solid.
'-E P SK"'.I;n _ university partnerships.
Q LI~ >
§_ Low High
- Cost Comparison: Coursera vs. In-Person
S _r'J Future @ Pearson
o
Leqrn WI LEY Imperial College
Master's Degree University of Michigan London
9 Public Health Machine Learning and
4 Data Science
Coursera degree ~ 45,000 USD 29,000 GBP
@ upGrad
2
PLU RAL5|GH‘I 9 In-person degree > 100,000 USD 29,000 GBP
Brand recognition
Source: Company Reports, University Websites, HolonlQ, Team Research & Analysis -20- © Equity Research
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Valuation Summary

Strong fundamentals make Coursera attractive even with conservative assumptions

Degree Segment and Developing Countries Gain Importance

Strong Upside Potential as the Fair Value Lies at $50.43 (Base Case)

500
£ 400 The bullish case scenario is primarily based on the standpoint of
a mUS % Coursera as the industry best practice, the low gross margin in
> 300 MEA comparison to the market in the base case and the global demand
o 200 APAG +38.04%  drivers.
g 100
% Others Coursera’s base case scenario is based on current societal trends
o ( 7)) )
regarding online education and accounting for a slowing of the
2021 2022 2023 2024 2025 2026 > : h ;
O exponential growth rate during the Covid-pandemic due to the return
to in-person education and the emergence of other competitors
- - = Consumer +16.17%  with deep tech know-how (Google, Amazon).
% [23% | S
2026 = ==_2021 1 Enterprise The bearish case scenario assumes an almost complete return to the
61% 2 - D pre-Covid situation and a rejection of increased online education
egrees in the future. Also, the revenue split (geographical) stays as it is and
-4.899  international markets do not develop towards US-level.
Global Brand Enables Diversification of Revenue Split Valuation Approach
100%
80%
Established markets » Econ. Development *  100% profit contribut.
60% * Low CAC costs * Multiplicators * Emerging markets
+ Potential Upsells * High Awareness (CoV) + Strong brand name
40%
20% 48% A7% 45% 44% 43% | /11 o/, | -
: Revenue segmentation, geographical split and macro !
0% I catalysts make Coursera the optimal play in the EdTech sector !
2021 2022 2023 2024 2025 2026 1
ha o o e o o e o e e e e S e e R e R e M R R R e R R S e e e e
mUS EMEA =APAC & Others

Source: Company Reports, Team Analysis & Research

-22-
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DCF Analysis

Strong company-specific quantitative and qualitative drivers put Coursera ahead

Revenue & EBIT Forecast, USD mn Sensitivity Analysis
800 . .
00 704 Terminal Revenue Multiple
E 600 5.14x 6.14x 7.14x 8.14x 9.14x
)
g 500 7.15% 39.8 46.5 53.2 59.9 66.6
400
c 38.7 45.3 51.8 58.3 64.8
= 300 8 7.65%
[ = )
>
& 100 8.65% 36.8 43.0 49.1 55.3 61.5
0
100 2021 2022 2023 2024 2025 2026 9.15% 252 ol o S0 .
= Consumer Enterprise Degrees COGS EBIT
Operating Assumptions Key Inputs

Market position & USP:

Low competition in combination with know-how enables the
pole position for the coming golden years of MOOC

Attractive unit economics:

The most profitable revenue segments will experience higher
demand as non-US markets develop

N K £

Stable & scalable cost structure:

With only approx. 40% of the CAC that the closet competitor
has there's still customers left on the table

Equity Risk Premium:
Equity Risk Premium determined by weighting geographical
ERPs according to revenue distribution: 6.43%

WACC (8.15%):
Cost of Equity: 7.86%, Cost of Debt 2.70%
Marginal tax rate: 22.8%

Terminal Revenue Multiple:
EV/Revenue multiple: 7.14x (weighted historical & forward)
(due to unprofitable peers EV/EBIT not appropriate)

Source: Company Reports, Team Analysis & Research

-23-
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CCA Analysis

Coursera's strong EV/learner ratio and flexibility set it apart from ist peers

Peer group analysis

EV/Revenue Gross Margin & Revenue Growth
50x ;m----mo-oo--ooos 100%
1 1
40x | | 80%
1 1
1 1 60%
30x | '
! ! 40%
20x 1 | .
|
===d=z== ====k==== ==================================================== ======z=====f0=z======20%=============
10x ' 0% EV/Revenue
! | Median: 15.07x
ox - : — [ [ ] 20%
1 1
! ! GRAND @
' coursera : Che ;f CANYON THINKIFIC
1 1
e e I gg ZOVIO EDUCAﬂON PLURALSIGHT
Ticker EV ($ Min) Gross Margin EBIT ($ Min) Revenue Growth EV/Learner (USD) EV/Revenue FC21 EV/Revenue
Coursera Inc. NYSE: COUR 5.331,5 52% -67,1 59,2% 69,2 14,21x 18,16x
Chegg, Inc. NYSE: CHGG 10.761,40 67% 73,40 59,7% 2.445,8 12,99x 15,13x
2U, Inc. NasdaqGS: TWOU 2.606,90 70% (153,10) 32,4% 592,4 2,66x 3,14x
Zovio Inc NasdaqGS: ZzVO 72,60 37% (3,90) -7,3% 264,0 n/a n/a
Grand Canyon Education, Inc. NasdaqGS: LOPE 4.095,20 58% 280,90 7,0% 118.701,5 4,38x 4,77x
Thinkific Labs Inc. TSX: THNC 1.166,70 79% (2,20) n/a 11.316,2 27,01x 44,70x
Pluralsight, Inc. PRIVATE 2.987,20 79% (134,70) 23,6% 108.625,5 6,67x 7,62x
Average 56% 18,9 23,1% 30.275,6 10,74x 15,07x
Median 63% (3,1) 23,7% 1.519,1 6,67x 7,62x

Source: Team Analysis & Research, Capital IQ, Bloomberg, Company Reports -24- © Equity Research






Company Specific Risks

Coursera rides the EdTech wave but is still exposed to competitive and market pressure

Competitors crowding out Coursera
through sheer marketing power

Conversion of markets beyond USA and
Europe turning out lower than expected

Backward integration of universities to
run their own course platform

Increasing bargaining power of universities
giving them more pricing power

US market loosing interest in the
online learning model

Erosion of recognition of online
degrees and certifications

Supporters and NGOs falling out of
favour with Coursera

Competition (C) — Market (M) — Stakeholder (S)

Probability

High

Medium

Low

Low

Medium High

Impact

Source: Team Analysis & Research
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Catalysts

Coursera’s share price sees itself confronted by various potential catalysts

Catalyst Influenced factor Estimated impact on share price

Fake degree proliferation

Mindset shift of “working anywhere”
carrying over to education

Public/NGO support

Erosion of public sector education
in the USA

Pricing issues in emerging regions

Continued investment into the EdTech
market

Hard

Hard

Soft

Soft

Soft

Soft

Existing learner
base, demand,
partnerships

Demand,

partnerships

Expansion, financials

Demand

Expansion, demand

Share price, funding

Strong — If fake degrees and certifications continue to flood
emerging markets, Coursera will find It hard to enter these
markets with its value proposition.

Strong — Education is still one of the least digitized markets.
The mindset shift of the working world prompted by COVID-
19 could mean major tailwinds for MOOC providers and
OPMs.

Strong — Coursera’s business model and positioning lends
itself ideally to philanthropic and regional development
investments into third world regions, given internet access is
available.

Medium - If the quality gap between public and private
education does not shrink in the US, Coursera’s key market,
online education offerings will see even more demand
inflow.

Medium — Coursera still struggles with pricing mechanisms
for emerging markets making its offering far less affordable
in such regions

Medium — Strong continued investment into the EdTech
sector in general would have a signal function and drive
additional capital to Coursera.

Source: Team Analysis & Research
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Conclusion

Coursera promises to cash in on its upside potential of 16.17% in the next years

$62 -

$ 60

$ 58

$ 56 -

Favourable

demographic and $54 - Target price $ 50.43

societal trends

$52 - Upside potential + 16.17%

$ 50 -
Exclusive
partnerships and $ 48 |
strong recognition

Current
price

$ 43.41 a1

as 0f 09.06.2021

$ 46 |

$42 ]

$ 40

$ 38 4

$ 36 -

$34 -

$ 32 -

$30
29.03.21 05.04.21 12.04.21 19.04.21 26.04.21 03.05.21 10.05.21 17.05.21 24.05.21 31.05.21 07.06.21 14.06.21

Source: Team Analysis & Research -28- © Equity Research
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Valuation

Operating model |

Income Statement

Revenues

Consumer 85,7 107,5 121,0 192,9 248,5 319,4 406,4 508,8 630,5 743,8
45%
32%
14%
9%

Enterprise 7,4 26,0 48,3 70,8 88,1 110,0 138,1 177,6 222,4 267,5
55%
28%
14%
3%

Degrees 2,5 7,4 15,1 29,8 38,6 51,8 71,3 101,3 140,0 189,8
Total Revenues 95,6 140,9 184,4 293,5 375,2 481,3 615,7 787,7 992,9 1.201,1
COGS

Consumer 42,6 49,9 56,4 86,4 111,8 143,7 182,9 229,0 283,7 334,7

Enterprise 2,7 7,8 14,1 21,8 26,4 33,0 41,4 53,3 66,7 80,2

Degrees - - - - - - - - - -
Total COGS 45,3 57,7 70,5 108,2 138,2 176,7 224,3 282,2 350,4 415,0
% of revenue "

Gross Profit
Total Segment Gross Profit 50,3 84,0 113,9 185,3 236,9 304,5 3914 505,5 642,5 786,1

Platform and support costs 14,8 22,8 29,2 37,4 47,9 61,3 77,2 93,4

Stock-based compensation 0,5 0,5 0,7 0,8 1,1 1,4 1,7 2,1

Amortization of internal use software 3,3 5,9 7,5 9,6 12,3 15,8 19,9 24,0

Amortization of acquired intangibles 0,5 1,4 1,8 2,3 3,0 3,8 4,8 5,8
Total reconciling items 19,1 30,6 39,2 50,2 64,3 82,2 103,6 125,4
Gross profit 50,3 84,0 94,8 154,7 197,8 254,3 327,1 423,3 538,9 660,8

Source: Team Analysis & Research -30- © Equity Research



Valuation

Operating model |l

usD (m) 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026
Gross profit 50,3 84,0 94,8 154,7 197,8 254,3 327,1 4233 538,9 660,8
Research & Development 49,3 69,8 788 86,6 92,4 94,5 148,9 144,1
Sales & Marketing 53,9 103,2 84,3 93,6 103,0 112,2 121,2 130,9
thereof advertising expenses 21,0 17,2 19.1 21,0 22,9 24,7 26,7
General and administrative 18,9 22,4 28,1 31,2 34,3 37,4 40,4 43,6
Operating Expenses w/o D&A - - 122,1 195,4 191,2 2114 229,6 244,2 310,6 318,7
EBITDA (40,7) 6,6 42,9 97,5 179,1 228,3 342,1
Depreciation 4,7 8.1 11,3 15,4 20,9 28,4 37.7 48,0
Amortization 0.5 175, 23 22 22 22 1.7 -
Total Depreciation and Amortization 53 9,6 13,5 17.6 23,1 30.6 39.4 48,0
Stock-based Compensation
Cost of revenue 0,5 0,5 0,7 0.8 1.1 1.4 1.8 2,3
Research & Development 7.0 7,0 8,9 11.4 14,6 18,8 24,1 30,9
Sales & Marketing 32 4,1 5.2 6,7 8,6 1.1 14,2 18,2
General and administrative 5,6 5,2 67 8,6 11,0 14,1 18,1 23,2
Total Stock-based Compensation 16,3 16,8 21,5 27,6 35,4 45,4 58,2 74,6
EBIT (21,6) (67,1) (28,4) (2,3) 39,0 103,2 130,7 219,4
EBITA (21) (66) (26) (0) a1 105 132 219
Interest income / (expense)
Cash 1.2 1,2 12 1.2 1,2 1.2 1,2
Senior credit facilities 89 71 7,4 7.7 7.2 - -
Total interest income / (expense) - 10,1 8,3 8,6 8,8 8,4 1,2 1,2
Income before taxes (21,6) (57,0) (20,2) 6,3 47,9 111,6 131,9 220,6
Provision for tax = - 1,4 10,9 25,4 30,1 50,3
GAAP net income/loss (21,6) (57,0) (20,2) 4,9 37,0 86,2 101,8 170,3
Source: Team Analysis & Research -31- © Equity Research



Valuation

Exit multiple valuation

Unlevered Free Cash Flow

Revenue 293,5 375,2 481,3 615,7 787,7 992,9 1.201,1
EBITDA (40,7) 6,6 42,9 97,5 179,1 228,3 342,1
EBITA (65,6) (26,2) (0,1) 41,2 105,4 132,4 219,4
- Taxes - - - (9,4) (24,0) (30,2) (50,0)
Unlevered net income (65,6) (26,2) (0,2) 31,8 81,4 102,2 169,4
+ Depreciation 9,6 13,5 17,6 23,1 30,6 39,4 48,0
- Capital expenditures (11,7) (15,0) (20,2) (27,1) (36,2) (47,7) (60,1)
- Change in working capital 26,6 16,8 23,6 29,8 37,6 40,5 44,6
Unlevered free cash flow (41,2) (10,9) 21,0 57,6 113,3 134,4 202,0
DCF Valuation - NXPV

+ Terminal cash flow 8.580,8
Total cash flow - exit multiple method (EV/revenue) (41,2) (10,9) 21,0 57,6 113,3 134,4 8.782,8
Discount Factor 0,9 0,9 0,8 0,7 0,7 0,6
PV (10,1) 17,9 45,6 82,8 90,9 5.489,5
DCF valuation (XNPV) - exit multiple method 5.716,6

Implied Share Price 50,43

Source: Team Analysis & Research
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Valuation

Comparable company analysis |

Operating Statistics: Capitalization Revenue EBIT

Share Equity Enterprise  Historical Forward Forward Historical Forward Forward
Company Name Price Value Value Year Year 1 Year 2 Year Year 1 Year 2
Chegg, Inc. (NYSE:CHGG) 76,32 10.832,50 10.761,40 711,10 828,30 N/A 73,40 N/A N/A
2U, Inc. (NasdaqGS:TWOU) 36,59 2.722,50 2.606,90 831,50 978,63 N/A (153,10) N/A N/A
Zovio Inc (NasdagGS:ZVO0) 2,31 77,00 72,60 376,10 N/A N/A (3,90) N/A N/A
Grand Canyon Education, Inc. (Nasd: 91,43 4.195,40 4.095,20 859,40 935,51 N/A 280,90 N/A N/A
Thinkific Labs Inc. (TSX:THNC) 15,30 1.173,20 1.166,70 26,10 43,19 N/A (2,20) N/A N/A
Pluralsight, Inc. - 2.770,30 2.987,20 391,90 448,13 N/A (134,70) N/A N/A
Min 26,1 43,2 (153,1)
25% Percentile 380,1 448,1 (102,0)
Average 532,7 646,8 10,1
Median 551,5 828,3 (3,1)
75% Percentile 801,4 935,5 54,5
Max 859,4 978,6 280,9
Coursera 5.331,5 293,5 375,2 481,3 -67,1 -28,4 -2,3

Source: Team Analysis & Research -33- © Equity Research



Valuation

Comparable company analysis |l

Valuation Statistics: EV/Revenue
Share Historical Forward Forward
Price Year Year1 Year 2

Chegg, Inc. (NYSE:CHGG) 76,32 15,13x 12,99x

2U, Inc. (NasdaqGS:TWOU) 36,59 3,14x 2,66x

Zovio Inc (NasdaqGS:ZVO) 2,31

Grand Canyon Education, Inc. (Nasd: 91,43 4,77x 4,38x

Thinkific Labs Inc. (TSX:THNC) 15,30 44,70x 27,01x

Pluralsight, Inc. - 7,62x 6,67x

Min 3,14x 2,66x

25% Percentile 4,77x 4,38x

Average 15,07x 10,74x

Median 7,62x 6,67x

75% Percentile 15,13x 12,99x

Max 44,70x 27,01x

Coursera 18,16x 14,21x 11,08x

Source: Team Analysis & Research -34- © Equity Research



Competing Segments

Coursera operates as an MOOC-OPM platform competing with players from different segments

Future
coursera 2U " Learn ﬁ upGrad &D
T R T R A e

\‘ Price range $9,000 - $45,000 $20,000 - $97,500 $3,700 - $25,000 $9,900 - $27,000 $1,400 - $37,000 $800 - $2,200

A
Partner 200 80 99 160 50 2
Universities

axen) Degrees 30 70 36 13 26 60
offered
Specializati

;-: pe_clalnzatlons 11 28 12 8 6 8
available

Linked [T} @{ SKILL
coursera M Udemy LEARNING pLURﬁlGHT SHare

Subscription & Subscription &
Pricing strategy single purchase Single purchase Subscription single purchase Subscription Subscription

L‘ Subscription $399 Not available $239.88 $299 $299

‘ courses 6,500 155,000 16,000 3,000 7,500 29,000
g number 82 million 40 million 27 million 35 million 1 million 12 million
ﬁ corporate 2,300 7,000 14,000 1,000 17,000 1,000

Source: Company Websites, Team Analysis & Research -35- © Equity Research



Coursera Partnerships

Coursera is supported by leading universities, corporations and multinational NGOs

NGO projects in US, Malaysia, Kazakhstan,
Egypt, Pakistan, Singapore and Pakistan.

HmEpe
HEbe

1LF
A
200 University partnerships

ﬂ 65 corporate partners

Major Coursera Supporters

Universities

NGOs

Corporations

University of Pennsylvania I
stanford ]

esfi

HEC Paris ]

caltech i

WIS |

Digital October ]
Lemann Foundation [
Meedan ]
Taghreedatl

BcG i

Amazon I

Microsoft [

I |

Facebook ]

Source Company Reports, Company Website,: Team Analysis & Research
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Most Popular Subjects

Learning habits have changed due to the pandemic.

Pre-pandemic @ ‘ Post-pandemic
Computer Science Personal Development t +3
Programming Business t +1
Business Art & Design New
Personal Development Management & Leadership t +1
Management & Leadership Self Improvement New
Data Science Humanities New
Artificial Intelligence Computer Science l -6
Information Technology Communication Skills New
Career Development Health & Medicine New
Entrepreneurship Foreign Language New
Source: Class Central, Team Analysis & Research -37- © Equity Research



Disclaimer

This document is being made available by WUTIS Trading and Investment Society, acting through its society ("WUTIS"), for information purposes only and for the sole and exclusive use of the addressee in connection with
the matter or possible transaction to which this document relates. This document is incomplete without reference to, and should be assessed solely in conjunction with, the oral briefing provided by WUTIS.

This document is strictly confidential and remains the property of WUTIS. You agree that you shall only use this document for the purpose of evaluating and considering the matter or possible transaction to which this
document relates. This document may not be distributed, published, reproduced, or disclosed, in whole or in part, to any other person, nor relied upon by you or any other person, nor used for any other purpose at any time,
in each case without the prior written consent of WUTIS.

This document does not constitute, nor does it form part of an offer to sell or purchase, or the solicitation of an offer to sell or purchase, any securities or any of the businesses or assets described herein or an offer or
recommendation to enter into any transaction described herein nor does this document constitute an offer or commitment to provide, arrange or underwrite any financing. You are responsible for making your own
independent investigation and appraisal of the risks, benefits, appropriateness and suitability of any transaction or matter contemplated by this document and WUTIS is not making any recommendation (personal or
otherwise) or giving any investment advice and will have no liability with respect thereto. The decision to proceed with any transaction or action contemplated by this document must be made by you in the light of your own
commercial assessments and WUTIS will not be responsible for such assessments.

Neither WUTIS nor any of its subsidiaries or affiliates, nor any of their respective officers, directors, employees or agents (WUTIS together with such persons being the “WUTIS Group”) accepts any liability whatsoever for
any direct, indirect or consequential losses (in contract, tort or otherwise) arising from the use of this document or its contents or any reliance on the information contained herein. WUTIS Group is not responsible for any
specialist advice, including legal, regulatory, accounting, model accounting, tax, actuarial or other advice.

This document was prepared on the basis of information and data, obtained from publicly available sources and, where applicable, from you and/or any other entity that may be involved in any transaction or matter
contemplated by this document (and/or any of your or the aforementioned entities’ affiliates), in each case prior to or on the date hereof. The information in this document has not been independently verified by WUTIS.
WUTIS has relied on any information provided by you or from third party or public sources as complete, true, fair, accurate and not misleading. With respect to any financial or operating forecasts and analyses provided to
it, WUTIS has assumed that they are achievable and have been reasonably and properly prepared on bases reflecting the best currently available information, estimates and judgments as to the future financial performance
of the entity(ies) to which they relate and that such forecasts or analyses would be realised in the amounts and time periods contemplated thereby. No member of the WUTIS Group, makes any warranty or representation,
express or implied, as to the accuracy, completeness or reasonableness of the information (including projections and assumptions) contained in this document whether obtained from or based upon third party or public
sources or otherwise.

This document is given as at the date hereof, may not be final, is based on information available to WUTIS as at the date hereof, is subject to any assumptions set out therein and is subject to change without notice.
Accordingly, this document may be based on (a) data and information that may no longer be current and (b) estimates that may involve highly subjective assessments. It should be understood that subsequent
developments may affect this document and the WUTIS Group does not undertake any obligation to provide any additional information or to update any of the information or the conclusions contained herein or to correct
any inaccuracies which may become apparent. Any data or information regarding, or based on, past performance is no indication of future performance.

Members of the WUTIS Group are involved in a wide range of commercial banking, investment banking and other activities out of which conflicting interests or duties may arise. In the ordinary course of its business, the
WUTIS Group may provide services to any other entity or person whether or not a member of the same group as you (a “Third Party”), engage in any transaction (whether on its own account, on behalf of any Third Party or
otherwise, and including any transaction or matter contemplated by this document), notwithstanding that such services, transactions or actions may be adverse to you or any member of your group, and the WUTIS Group
may retain for its own benefit any related remuneration or profit. The WUTIS Group operates in accordance with a conflicts of interest policy which identifies conflicts of interest it faces in the ordinary course of its business
and establishes organisational and procedural measures to manage those conflicts where it is reasonably able to do so. Neither WUTIS nor any other part of the WUTIS Group shall have any duty to disclose to you or
utilise for your benefit any non-public information acquired in the course of providing services to any other person, engaging in any transaction (on its own account or otherwise) or otherwise carrying on its business.
WUTIS’ research analysts and research departments are independent and are subject to certain regulations and internal policies. WUTIS research analysts may hold opinions and make statements or investment
recommendations and/or publish research reports with respect to any company referred to herein, the transactions contemplated herein or any person or entity involved therein or related thereto that differ from or are
inconsistent with the views or advice communicated by WUTIS.
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