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What is Greenhaven Road?
• A concentrated and patient long-biased hedge fund
• In pursuit of both quality companies (compounders) and special situations (spin-offs, rights offerings, 

SPACs, etc.)
• Seeded by Stride Capital Group and value investor Chuck Royce

What we believe:
• Fundamentals matter, balance sheets matter, cash flow matters, management matters, and incentives matter
• An investment committee of one is the perfect size – the aspiration is to be a small boutique manager
• We will not achieve differentiated results if we own the same companies and operate in the same manner as 

everybody else
• Greenhaven Road should be thoughtfully different

Why now? 
• The market is polarized – on one end are the short-term, quant-oriented traders; on the other end are closet 

indexers
• This creates opportunities for a bottom-up, deliberate investor who thinks about stocks as businesses 

managed by people with stories that evolve over years
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There Has Been A Crime – Now What??
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The Activity is “Collect and Review”

Is your average police department / agency up for this? +

Devices are gold mines

- Proliferation of devices – phones, automobiles, drones, wearables, computers

- Proliferation of types of data – geolocation, texts, emails, photos, social 
media, contacts

-

- Complexity of data – locks / encryption
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The Process Needs to be Digital
- Right tools can speed up the process 10X

- Collect/Store

- Access what’s allowed under warrant

- Audit trail 

- Share data in a compliant and trackable manner

- Analyze (geo-locations, contacts, texts, videos, photos, meta data, etc.)

Compliance and speed matter+



6

This is a Large Opportunity
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I Present a Recent SPAC
Headquarters Israel

Year Founded 1999

Employees 920

Customers 7,000

Capital Raised to Fund Growth $0

Cumulative Operating Cash Flow 
Generated $300M
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I Present a Recent SPAC (continued…)
Cellebrite (CLBT)

Share Price (6/28) $5.08

Market Capitalization $920M

Enterprise Value $745M

2022 Recurring Revenue Guidance (ARR) $250M

2022 ARR Growth Rate 34%-42%

Gross Margins 80%+

Adjusted EBITDA Margins 13%-15%
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The Product Offering is Broad
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Who Are Their Customers? 
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Customers Buy More - NRR

+

- 13 quarters > 120%

- Churn is low – never lost a “strategic 
account”

- Growth through land and expand

- Have not taken price aggressively

High ROI on sales & marketing spend 
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Growth Opportunities

+

- Number of seats / number of modules per agency

- Private sector

- New product development - Digital investigations / evidence management

- Acquisitions (TAM expansion, end to end solution, time to market, customers in 
private sector)

Given 80%+ gross margins and high LTV/CAC, pursuit of growth is high ROI
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Guidance

+

- In 2021, the company spent 30% of 
revenue on Sales & Marketing and 
26% on R&D

- Clearly some of this is growth CapEx
running through income statement

- Stock-based comp is reasonable 
(adjusted EBITDA is not egregious) 

Could be very profitable if slowed growth
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Scale Matters

- Numbers and types of devices (can handle over 30,0000 variations)

- Complexity of devices (security/encryption)

- Ability to provide training / certifications (need to present in court)

Will spend > $65M this year on R&D and almost $200M over last 3 years
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Recession Resistant?

+

- End customers are government agencies, not consumers

- Not discretionary – having no solution is not a viable choice
-

- Company has not taken price (yet) 

- Technology allows agencies to leverage fewer investigators

Better-positioned than most to navigate a recession
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Risks
- Lose ability to access phones

- Backdoor is put into phones

- “Defund the police” / shrinking budgets

- Product is mis-used by high-profile bad actors
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Summary – Quantitative 

+

- Capital efficient – raised $0 growth capital

- Profitable and still trading sub-3X recurring revenue while growing recurring revenue 
>30%

- Net Revenue Retention > 125%

- 90% of revenue from governments

- Could flex profitability tomorrow given investments in R&D and Sales & Marketing 
are running through the income statement (56% of revenue in 2021)

Send other companies with these attributes to scott@greenhavenroad.com

mailto:scott@greenhavenroad.com
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Summary - Qualitative
- Scaled provider

- Agencies cannot do this on their own

- Small cost to relieve pressures on under resourced investigators

- Secular tailwinds – more types of devices, more types of data, more apps, more 
security, more crypto currencies
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Appendix
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Competitive Landscape - Company
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Competitive Landscape - Cowen

Source: Cowen September 2021 Initiation Report
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Why Did This Company Go the SPAC Route?

+ Reasonable choice – not a cash grab on unsuspecting retail investors

- Activist pressure on Japanese company

- Growth asset stuck inside a Holdco (Sun still owns 50.5%)

- Certainty on price / put cash on balance sheet for acquisitions / a way for a 
Japanese-owned Israeli asset to try to get a U.S. multiple (failed so far…) 

- Former KKR growth team – Adam Clammer
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