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Cloud-based platform, a retailerôs Nirvana  

 

¶ In the top three Nordic digital commerce platforms 

¶ Scalable business model with 95% recurring revenues 

¶ Trading ~30% below peers on ô21e EV/EBIT of 13.3x 

 
Diversified customer base with very low churn 

Litium is a software company that sells its cloud-based platform for digital 

commerce, Litium On Demand, through a scalable model where recurring 

revenues account for 95% of annual net sales. The company has 

established itself as a top-three player in the middle segment of the market in 

the Nordics, where customers face an initial investment of SEK 0.5m-3.0m. 

Litiumôs broad customer base is composed of numbers roughly 250 B2B and 

B2C operators, where no single customer accounts for more than 10% of 

annual net sales and customer churn has amounted to 2-3% since 2012. 

We estimate ô18-ô21e ARR CAGR of 38.8% 

Litium has three stated targets for ô21e: growing its annual recurring revenue 

(ARR) by at least 30% per year, achieving profitability (if it makes sense for 

the companyôs shareholders), and establishing operations in one non-Nordic 

market. Looking at the companyôs past performance, Litium grew its ARR by 

a CAGR of 44.8% in ô16-ô18, and we believe the companyôs growth target is 

well within reach. We estimate that ARR will grow by a CAGR of 38.8% in 

ô18-ô21e, fuelled by e-commerce gaining market share in Sweden. That lays 

the foundation for faster-than-historical growth, along with Litium expanding 

to one non-Nordic market. We forecast that Litium will be profitable in ô21e: 

our estimates indicate an EBIT margin of 10.7%, driven by the scalability of 

the companyôs business model. 

Stock trading ~30% below peers, implied value SEK 11-27 

Based on our estimates, Litium is trading approximately 30% below the 

median ô21e EV/EBIT of our key peer group. By utilising the lowest to the 

highest peer multiples for ô21e, we find an implied price range of SEK 13-19 

per share. Our DCF valuation indicates a fair price range of SEK 11-27 per 

share, where we apply a WACC of 13.5% and set the terminal period to 

2031e. The key risks to our estimates include an inability to raise further 

funding before reaching positive cash flow, management changes, and a 

failure to expand geographically. 
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SEKm 2017 2018 2019e 2020e 2021e

Sales 24 32 44 61 83

EBITDA 2 1 -5 5 17

EBITDA margin (%) 8.3 2.9 -12.3 7.7 21.0

EBIT adj -4 -5 -13 -3 9

EBIT adj margin (%) -15.3 -16.9 -29.6 -5.6 10.7

Pretax profit -4 -6 -13 -3 9

EPS rep -0.58 -0.56 -1.33 -0.41 0.70

EPS adj -0.58 -0.56 -1.33 -0.41 0.70

Sales growth (%) 27.3 33.7 39.0 38.7 36.0

EPS growth (%) 22.2 3.0 -136.9 69.4 272.2

Source: ABG Sundal Collier, Company data

Share price (SEK) 13.3

Retailing, Sweden

LITI.ST/LITI SS

MCap (SEKm) 130

MCap (EURm) 12.2

Net debt (EURm) -0

No. of shares (m) 9.8

Free float (%) 81.0

Av. daily volume (k) 5.3

Next event Q3 report: 08 Nov
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Litium OMX STH PI

1m 3m 12m

Absolute (%) -28.1 -30.0 29.1

OMX STH PI (%) 2.9 1.7 1.8

Source: FactSet

2019e 2020e 2021e

P/E (x) -10.0 -32.5 18.9

P/E adj (x) -10.0 -32.5 18.9

P/BVPS (x) 3.58 2.41 2.13

EV/EBITDA (x) -23.6 24.6 6.7

EV/EBIT adj (x) -9.8 -33.9 13.3

EV/sales (x) 2.90 1.90 1.42

ROE adj (%) -30.5 -8.8 12.0

Dividend yield (%) 0 0 0

FCF yield (%) -13.2 -7.8 -1.2

Net IB debt/EBITDA 0.5 -3.1 -0.7

Lead analyst: Jesper  Birch-Jensen
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Annual recurring revenues, SEKm 

Source: ABG Sundal Collier, Company data 

Net sales, SEKm 

Source: ABG Sundal Collier, Company data 

 

 

 

Quarterly sales and adj. EBIT, SEKm 

Source: ABG Sundal Collier, Company data 

 

    

Opportunities
We believe that Litium is well positioned to further solidify 

its position as a top-three provider of digital commerce 

platforms in the middle-market segment in the Nordics. 

Litiumôs digital commerce platform, Litium On Demand, has 

been developed over several years and offers an attractive 

value proposition for customers. Litium operates in the fast-

growing global digital commerce market, which is forecast 

to grow with a CAGR of 9.3% 2017-2023, driven by the 

structural digitalisation of society and retailer business 

models. Litium wants to establish itself on one non-Nordic 

market by 2021, which we believe will fuel further growth.

Risks
The long-term risks include financial risk, dependency on 

key partners, and increased competition. Litium is not 

currently generating positive cash flows, and additional 

capital will likely need to be raised. In addition, there is a 

risk that the company will not be able to reach its target of 

generating a profit in 2021. Litium is dependent on its 

implementation partners, which are responsible for driving 

sales of Litium on Demand, and are a key part of Litiumôs 

business model. The software business is highly 

competitive, with a changeable landscape, which might 

require Litium to increase R&D investments in order to 

keep the digital commerce platform viable and up-to-date.
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Company description
Litium is primarily a software provider, which has claimed a 

top-three spot in the Nordic market for digital commerce 

platforms. The company offers its Litium On Demand 

solution through a cloud-based model. The market for 

digital commerce is growing strongly, driven by the 

digitalisation of business models, and a shift from physical 

to digital storefronts that is forcing B2B and B2C 

corporations to adapt to the new landscape.
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Summary 

The Litium of today is primarily a software provider, which has claimed a top-

three spot in the Nordic market for digital commerce platforms, where the 

company offers its Litium On Demand solution through a cloud-based model. 

Litiumôs business model is highly scalable, with growth mainly driven by partners 

like Knowit and Cloudnine. Recurring revenues now constitute 95% of net sales. 

The customer base is diverse, with approximately 250 clients, and no single 

customer accounts for more than 10% of sales. Customer churn has been low, at 

2-3% since 2012.  

Forecasts 
We estimate that Litium will grow its annual recurring revenue (ARR) to SEK 85.2m 

in ô21e, which will correspond to a CAGR of 38.8% for ô18-ô21e. The growth will be 

driven by Litiumôs expansion to European non-Nordic markets (e-commerce 

penetration in the European retail sector was 9% in 2017), and by growth in 

Swedish e-commerce in the consumer and durable goods sector.  

On our estimates, Litium will be able to achieve its financial target of reaching 

profitability in ô21e: we forecast an EBIT margin of 10.7% for that year. In the long 

term, we believe that Litium will be able to reach an EBIT margin of 20-25%. The 

margin expansion will be fuelled by Litiumôs scalable business model, along with the 

company gaining market share in the middle-market segment (its main competitors 

Episerver and Magento are looking to other segments). 

Furthermore we note that one of Litiumôs main competitors, Episerver, maintained 

an average EBIT margin of 18.6% in 2000-2017. The median ô21e EBIT margin for 

Litiumôs listed key peers amounts to 24.8%, according to FactSet consensus. 

Forecasts, (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

(SEKm) Q1'18 Q2'18 Q3'18 Q4'18 Q1'19 Q2'19 Q3'19e Q4'19e 2015 2016 2017 2018 2019e 2020e 2021e

ARR 23.5 26.0 27.7 31.9 33.8 38.0 41.0 45.1 0.0 15.2 21.7 31.9 45.1 63.1 85.2

Recurring revenues 6.4 6.1 6.8 9.3 9.1 9.7 9.9 13.4 8.7 14.5 19.6 28.6 42.1 58.2 79.2

Non-recurring revenues 0.8 1.0 0.7 0.8 0.4 0.5 0.5 0.7 8.4 4.1 4.2 3.2 2.1 3.1 4.2

Net Sales 7.2 7.1 7.5 10.1 9.5 10.1 10.5 14.1 17.1 18.7 23.8 31.8 44.2 61.3 83.4

Other income 1.3 1.1 0.9 1.4 1.0 1.1 1.0 1.0 3.7 4.2 4.2 4.7 4.1 4.0 4.0

Whereof capitalized R&D 1.2 1.1 1.0 1.4 1.0 1.1 1.0 1.0 3.7 4.2 4.1 4.8 4.1 4.0 4.0

Whereof other operating income/expense 0.0 0.0 -0.1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.1 -0.1 0.0 0.0 0.0

Total operating income 8.4 8.2 8.4 11.5 10.5 11.3 11.5 15.1 20.8 22.9 28.0 36.5 48.3 65.3 87.4

Opex -7.8 -8.2 -8.1 -11.4 -11.4 -14.2 -14.0 -14.1 -15.4 -21.8 -26.0 -35.6 -53.8 -60.6 -69.9

Of w hich

Other external expenses -4.1 -3.9 -3.9 -5.3 -5.7 -7.1 -7.0 -7.0 -6.2 -9.9 -12.0 -17.2 -26.9 -30.9 -35.8

Personnel expenses -3.7 -4.4 -4.1 -6.2 -5.7 -7.1 -7.0 -7.0 -9.2 -11.9 -14.0 -18.4 -26.9 -29.7 -34.1

Other operating expenses 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

EBITDA 0.6 0.0 0.3 0.0 -0.9 -2.9 -2.6 1.0 5.4 1.1 2.0 0.9 -5.4 4.7 17.5

D&A -1.6 -1.6 -1.6 -1.6 -1.8 -1.9 -2.0 -2.0 -5.9 -5.7 -5.6 -6.3 -7.6 -8.2 -8.6

EBIT -1.0 -1.6 -1.2 -1.6 -2.7 -4.8 -4.5 -1.0 -0.5 -4.5 -3.6 -5.4 -13.1 -3.4 8.9

Non-recurring items 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Net f inancials -0.1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 -1.2 -0.4 -0.2 -0.2 -0.1 0.0 0.0

EBT -1.0 -1.7 -1.2 -1.6 -2.8 -4.8 -4.5 -1.0 -1.7 -4.9 -3.8 -5.5 -13.1 -3.4 8.9

Taxes 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 -0.6 -2.0

Tax rate 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 17.1% 22.0%

Net profit -1.0 -1.7 -1.2 -1.6 -2.8 -4.8 -4.5 -1.0 -1.7 -4.9 -3.8 -5.5 -13.1 -4.0 6.9

EPS basic (SEK) -0.10 -0.17 -0.13 -0.17 -0.28 -0.49 -0.46 -0.10 0.00 -0.75 -0.58 -0.56 -1.33 -0.41 0.70

Growth

ARR y-o-y 36.2% 35.7% 38.7% 47.0% 43.6% 46.0% 48.0% 41.6% 0.0% 0.0% 42.6% 47.0% 41.6% 39.9% 35.0%

Net sales y-o-y 27.3% 26.6% 40.3% 39.2% 32.6% 43.2% 40.0% 40.0% 4.7% 9.0% 27.3% 33.7% 39.0% 38.7% 36.0%

EBITDA y-o-y 21.8% -29.0% -36.2% -99.5% -249.0% 6153.9% -840.5% 20943.8% 24.3% -79.6% 77.6% -53.2% -690.4% -187.1% 269.9%

EBIT y-o-y 6.5% 10.4% 40.8% 278.0% 186.4% 197.2% 274.6% -39.2% -71.9% 805.2% -19.7% 47.6% 142.6% -73.7% -358.7%

Net profit y-o-y 8.1% 9.8% 35.9% 253.1% 172.4% 190.4% 268.7% -40.2% -42.0% 185.6% -22.2% 44.8% 136.9% -69.4% -272.2%

EPS y-o-y -27.6% -26.4% -9.0% 136.5% 172.4% 190.4% 268.7% -40.2% 0.0% 0.0% -22.2% -3.0% 136.9% -69.4% -272.2%

Margins

EBITDA margin 8.6% -0.7% 4.6% 0.0% -9.6% -29.1% -24.4% 7.1% 31.6% 5.9% 8.3% 2.9% -12.3% 7.7% 21.0%

EBIT margin -13.3% -22.9% -16.2% -15.9% -28.7% -47.5% -43.4% -6.9% -2.9% -24.3% -15.3% -16.9% -29.6% -5.6% 10.7%

Net margin -14.2% -23.5% -16.5% -16.2% -29.2% -47.7% -43.4% -6.9% -10.1% -26.4% -16.1% -17.4% -29.7% -6.6% 8.3%
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The e-commerce market 
According to Statista, the global e-commerce market is expected to grow from USD 

1,678bn in 2017 to USD 2,854bn in 2023, implying a CAGR of 9.3% for the period. 

In Sweden, the market has been growing at a CAGR of around 18% since 2005, 

and is expected to maintain this rapid growth in 2019, reaching SEK 88bn. This 

growth exceeds the overall retail market growth; henceforth, online stores are taking 

market share from the ñofflineò segment. 

Global growth expected to be 11% in 2019é 

g  

Source: ABG Sundal Collier, Statista eCommerce outlook (2019) 
 

é15% growth projected in Sweden, (SEKbn) 

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 
 

 

Furthermore, several segments of the durable goods market (such as Clothes & 

Shoes, Building Materials and Sports & Leisure) are approaching an inflection point 

in terms of market penetration. Historically, looking at electronics and books, we find 

that e-commerce grew by 13-16% in each of six years after reaching 15% of the 

total.  

Estimates by the Swedish Trade Federation suggest that e-commerce in the 

durable goods market will grow by a CAGR of 11.4-17.4% for 2017-2025, claiming a 

market share of 31.2-46.1%, corresponding to SEK 186bn-275bn.1 

E-commerce growth following 15% penetration 
of segment 

 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
 

E-commerce market share of durable goods 
segments 2018 

 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
 

 

The market for consumer goods in Sweden has seen very low e-commerce 

penetration, with online sales comprising only 1.4% of total sales in 2017, 

corresponding to SEK 4.6bn out of SEK 333bn.  

                                                
1 Swedish Trade Federation: The digital trade transformation 2018 
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Valuation 
On our estimates, Litium is trading at approximately 30% below the median 

EV/EBIT of its key peers in ô21e. By using the range of viable median peer multiples 

for ô21e, we derive an implied price range of SEK 13-19 per share. In addition, our 

DCF valuation indicates a valuation range of SEK 11-27 per share. Lastly, we note 

that recent acquisitions of Magento, Episerver and Demandware have been 

completed on relatively high revenue multiples, ranging from 11.2x to 17.8x; 

however, we choose not to base a valuation range on these transactions.  

Risks 
We have identified several risks to Litium. Given the recent changes in management 

(Litiumôs long-term CEO Henrik Lundin and its CFO Daniel Drambo have both left 

the company), there is a risk that the new management wonôt be able to achieve the 

same levels of growth or make a good fit for the company. Furthermore, there is a 

financial risk to Litium, where the company is not generating a profit of positive cash 

flow, and as such, we estimate that Litium will need to implement a new share issue 

in ô20e, before turning profitable in ô21e.  
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Litium in a nutshell 

Litium was originally founded in 1998 focusing on digital solutions through both 

consultancy work and software development. In 2008, the company decided to 

focus mainly on digital commerce solutions, and in 2012, the consultancy part of 

the business was divested in order to transition the core business towards e-

commerce software. Litium implemented an IPO on Spotlight Stock Market in 

2016 together with a new share issue of approximately SEK 24m, through which 

the company established its brand and product within the Nordics. Today, Litium 

is one of the top three providers of digital commerce platforms in the middle 

market segment in the Nordics, and has increased annual recurring revenues by 

a CAGR of 44.8% from 2016 to 2018. 

Digital commerce platform: Litium On Demand 
Cloud-based digital commerce platform 

At the core of Litiumôs offering is its cloud-based digital commerce platform, which 

provides B2B and B2C customers with an online storefront that allows for a fast 

time-to-market, while being highly customisable through the addition of modules 

provided by Litiumôs technology partners like Klarna, PayEx and Loop54. 

 

The cloud-based platform offers much lower start-up costs than those that are 

generally associated with setting up a digital platform through a traditional licensing 

structure, as customers only pay a regular monthly fee. Litium, in turn, is 

responsible for the maintenance and development of the platform, leaving the 

customers time to focus on their core business.  

 

 

 

 

 

 

 

 

 

 

 

Litiumôs e-commerce platform 

 

Source: ABG Sundal Collier, company data 
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Business model 
Litium offers small and mid-sized corporations its cloud-based digital commerce 

platform, Litium On Demand, which can be customized with specific modules (like a 

payment solution from Klarna) via Litiumôs technology partners (more information 

regarding the technology partners follow in the next pages).  

As such, following the divestment of its consultancy business in 2013, the Litium of 

today is purely a software business. The business model is scalable, as new sales 

do not increase direct costs/cost of goods sold noticeably. New sales are driven by 

Litium and by the companyôs implementation partners (like Columbus), which 

assists new customers in the implementation and support of Litium On Demand.  

The actual agreement and monthly fee structure is, however, entered into between 

Litium and the end customer. As such, Litium is in close contact with the customers 

in order to receive feedback and develop the platform accordingly.   

 

As will be explained below, Litiumôs monthly fee structure is set up in a way that 

fees increase with the amount of activity generated by the platform. As such, mid-

sized and large corporations can fluidly grow their business with Litium On Demand 

while avoiding the large investment associated with developing an digital commerce 

platform in-house. Through Litiumôs technology partners, the customers also have 

access to top of the line modules like payment solutions, SEO, price comparison 

and marketing automation.   

 

 

 

 

 

Business model 

 

Source: ABG Sundal Collier, company data 
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Revenue model 
Litium On Demandôs revenue model is built on monthly recurring fees. Currently, 

recurring revenues amount to approximately 95% of total sales, where the 

remaining 5% refers to consultancy work and training of the implementation 

partners. 

 

Quarterly net sales and % recurring revenue (SEKm) 

 

Source: ABG Sundal Collier, company data 

 

Litium On Demandôs fee structure is set up in a way to rely fully a monthly pre-

determined fee, as to avoid licensing fees. The fee structure offers an attractive 

value proposition to small and mid-sized businesses, where the fee is based on 

three different activity parameters in relation to the customerôs platform. As such, 

customers can grow from a turnover in millions of SEK to billions of SEK using the 

same solution from Litium. 

 

Litiumôs fee structure 

  

Source: ABG Sundal Collier, company data 
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Implementation partners 
At the core of Litiumôs business model is its ecosystem of implementation partners. 

The ecosystem consists of IT consultants, e-commerce specialists and digital 

communication specialists.  

Litium signed its first implementation partner in 2013 when it sold the consultancy 

part of the business. Since then, the ecosystem has expanded to exceed 25 

partners, and Litium constantly aims to expand the ecosystem with competent 

partners. By choosing this specific business model, Litium can achieve scalable 

growth while employing a streamlined organisation. 

The partners in the ecosystem handle part of the sales and all of the implementation 

of Litiumôs platform. As such, it is of crucial importance that Litiumôs chosen partners 

exhibit a high degree of professionalism and competency. Therefore, the 

implementation partners are chosen with great care.  

To facilitate this, Litium has developed a training programme that certifies the 

partners, and itôs currently estimated that over 600 people work with Litium and the 

platform.  

The model also creates a high degree of financial incentive for the implementation 

partners, as they are able to charge the customer for the hours associated with 

implementing the platform. Litium, on the other hand, grows sales by entering into a 

agreement that provides monthly recurring revenues. 

Below is an overview of some of Litiumôs implementation partners: 

 

 

 

 

 

 

Selected implementation partners 

 

Source: ABG Sundal Collier, company data 
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Technology partners 
Litium does not develop specific modules for its digital commerce platform in-house 

as this would create long lead times and would likely lower profitability as different 

customers would request different modules. Instead, the platform can be 

customized according to a customerôs specification by attaching modules created by 

Litiumôs technology partners.  

We argue that this is a very strong point of Litiumôs business model, since it would 

be costly and timely to develop specific modules in-house, especially since a 

partner that is focused on one specific area of digital commerce can probably offer a 

superior module in the first place. Furthermore, keeping up with innovations within 

each module niche would likely prove very challenging for Litium. 

If, for instance, one of Litiumôs customers requests that the platform be able to 

process payment through Klarna, Litiumôs implementation partner would simply 

attach Klarnaôs solution as a module.  

Litium and its technology partners then share revenues through a revenue sharing 

agreement.  

Below is an overview of some of Litiumôs technology partners: 

 

 

 

Selected technology partners 

 

Source: ABG Sundal Collier, company data 
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Litium On Demand features: Commerce, PIM & CMS 
Litium On Demand offers several built-in features that together create the backbone 

of its digital commerce platform: the Commerce module (ñOMSò), Product 

Information Management (ñPIMò), and the Content Management System (ñCMSò).  

 

Commerce (OMS) 

Litiumôs Commerce module manages the whole order process from displaying 

promotions, adding items to the cart, payments, shipping and sending the order to 

the merchants ERP system for fulfilment. It has proven to be scalable, with 

customers handling more than 10,000 orders per day under heavy loads. 

Customers can use any payment solution, either from Litiumôs technology partners 

such as Klarna, or customer-specific payment solutions using Litiumôs payment API. 

The same goes for shipping and transport administration with built-in support for 

Unifaun and other technology partners.  

The strongest feature of the Commerce module is the ópromotions engine,ô which 

can target price promotions to different audiences on different channels (web site, 

app etc.) in real-time and can be personalised using behavioural campaigns 

(showing different promotions depending on how the user acts on the website), 

order history and more. 

Product Information Management (PIM)  

One of the most important aspects of maintaining and operating an e-commerce 

platform is how the actual products on the platform are presented. Each product 

needs to have its own picture along with an informative product description and 

specification. Furthermore, the products needs to be categorised and presented in 

an eye-catching manner. 

With Litium On Demand this procedure is operated through an internal PIM system 

(Product Information Management), which is designed to handle and convert large 

amounts of product data into a presentable format. Once data have been 

transformed accordingly, the data need to be transferred to the right channels. The 

end-result is a striking presentation of the product within the e-commerce platform 

that the customer can easily comprehend.  

 

 

Litium On Demand overview 
 

Source: ABG Sundal Collier, company data 
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Content Management System (CMS) 

Once customers use the PIM system and transform their raw product data into a 

presentable format, the product presentations need to be published in the various 

channels ï digital commerce platforms, mobile apps and physical storefronts ï used 

to drive sales; this is achieved through a Content Management System (CMS).  

Litium On Demandôs integrated CMS allows the user to publish content through its 

available channels, either in the same format, or customised according to the 

specific channel. For instance, a user might choose to publish a new product 

through only one specific mobile application, or on one specific screen in a physical 

store.  

A complete CMS allows the user to achieve this without any previous coding 

knowledge through a user-friendly interface. 

 

 

 

 

 

 

 

 

 

Product Information Management (PIM) flowchart 
 

Source: ABG Sundal Collier, company data 
 

Litium On Demand Content Management System 
 

Source: ABG Sundal Collier, company data 
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Litium Accelerator: accelerates customer time to market 

The launch of customersô digital platforms can also be accelerated through Litium 

Accelerator. 

Litium Accelerator enables B2C and B2B operators to establish a digital commerce 

platform fast and efficiently, by providing all the basic functionality without having to 

start from scratch. As such, Litium Accelerator allows for a faster time to market, by 

lowering implementation costs and setting out best practices for establishing a 

digital commerce platform. 

All digital commerce platforms need components like product presentation (with 

filters, checkout, customer registration and a mobile version). Litium Accelerator 

provides these features as a package, and as such they donôt have to be configured 

for every new project. The solution does allow for customisation in terms of 

functionality and design, however. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Litium Accelerator overview 
 

Source: ABG Sundal Collier, company data 
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End-Market 
When Litium decided to divest its consultancy department in 2013, the company 

obtained a more thought-out and standardised platform. This made it easier to 

highlight and approach the ñrightò kind of customers. After releasing the cloud 

service solution ñLitium On Demandò in 2014, the end-market-exposure took further 

form. Back then, Litium had already decided that it primarily wanted to work with 

companies in the mid-market segment. Litium has exposure towards both B2B and 

B2C companies. Their primary focus is wholesalers and manufacturing companies 

within the B2B sector, and retailers as well as digital commerce specialists within 

the B2C sector. 

 

Today, Litium has a customer base of more than 250 companies ranging from B2B 

companies with low digital maturity, to B2C companies that specialise in online 

retailing, meaning that they have a very high digital maturity. However, as 

mentioned above, significant for all of the companiesô customers is that they are 

size-wise located in the middle-market segment. Some of the customers are listed 

in the table below. 

 

We view the fact that Litium targets both B2B and B2C operators as a strength for 

the company in terms of its establishment of best practices, because Litium can 

convert its experiences in both sectors to a stronger offering as a whole. 

 

 

 

 

 

 

 

 

 

 

Litium covers both the B2B and the B2C markets 

 

Source: ABG Sundal Collier, company data 
 

Litium focuses on both B2B & B2C in the mid-market segment 

 

Source: ABG Sundal Collier, company data 
 

Manufacturing

Companies

Wholesalers/

Vendors
Retailers

E-Commerce

Companies

B2B Companies B2C Companies

Low High
Digital Maturity

Revenue: 50-2000 MSEK Revenue: 50-2000 MSEK Revenue: 50-2000 MSEK Revenue: 10-1000 MSEK
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Financial targets 
In conjunction with the new share issue in 2018, Litium has established several 

targets for 2021: 

¶ To grow ARR organically by at least 30% annually. 

¶ To be profitable. 

¶ To become the leader in the Nordics for its chosen market segment, and 

establish operations in at least one market outside of the Nordics. 

We think that Litiumôs financial targets are quite reachable. In 2018, Litium grew 

ARR by 47%, and the strong growth has continued in Q1 and Q2 2019.  

Furthermore, on our estimates, Litium should reach an EBIT margin of 10.7% in 

ô21e. We also believe that Litium will reach an EBIT margin of roughly 20-25% over 

time, which is in line with the main competitors and key listed peers.   

Financial developments 
2016: New share issue and listing on Spotlight Stock Market 

In 2016, Litium implemented a new share issue in conjunction with its listing on 

Spotlight Stock Market. In total, 2,400,00 new shares were issued at a price of SEK 

10 per share, bringing the issue amount to SEK 24m. In addition, investors were 

granted one warrant for every four shares subscribed free of charge, bringing the 

total amount of issued warrants to 600,000, which could grant the company an 

additional SEK 9m. 

The new share issue was oversubscribed by approximately 20%; Litium was 

granted 880 new shareholders along with net proceeds of SEK 21m. 

2018: directed share issues through Pepins Group 

In 2018, Litium successfully implemented two directed share issues via Pepins of 

3,250,000 shares at SEK 10 per share.  

The first issue was directed to Aktia Asset Management and Fredrik Österberg, who 

subscribed for SEK 5m and SEK 3.5m, respectively. 

The second directed share issue was aimed at existing and new shareholders, with 

a total issue amount of SEK 24m. Existing owners entered into subscription 

commitments of SEK 8.7m, while Silfverlok Invest AB and Fedelta Finance entered 

into guarantor agreements for SEK 5m and SEK 4.3m, respectively.  

As such, in total, the share issues granted proceeds of SEK 32.5m before issuing 

costs of SEK 1.8m and guarantor fees of SEK 0.6m. 
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History 
Litium is a company that started out as a mix between a consultancy and a software 

company more than 20 years ago. After several years of developing software with 

no specific niche, the company decided to streamline its operations and focus on 

developing a digital commerce platform. This led to Litiumôs launch of its first 

standardised platform in 2008. The success of the platform eventually lead to Litium 

divesting its consultancy business, in order to focus fully on its digital commerce 

platform.  

Since then, Litium has been able to focus fully on developing its platform and 

software service. The company quickly realised that it was difficult to implement the 

software without substantial knowledge, and began to establish a framework to help 

its customers with implementation, and allow for a faster time to market. 

Consequently, Litium has been able to significantly expand its customer base. 

In 2016, Litium was listed on Spotlight Stock Market to be able to finance further 

growth and enter new markets, primarily in the other Nordic countries. 

 

After the listing, focus has turned towards further developing the platform and 

maintaining the customer base. Even if the customer list has not been growing as 

strongly as before, revenue has been growing steadily, indicating that the company has 

been able to either increase prices or the order value with its existing customer base.  

Litiumôs history until IPOé 
 

Source: ABG Sundal Collier, company data 
 

éand the time after the IPO until now 

 

Source: ABG Sundal Collier, company data 
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Market overview 

Litium is riding on the back of structural trends, with retail shopping behaviour 

changing from bricks and mortar to online. This has forced B2C and B2B 

operators to adapt, and offer a streamlined and easy-to-use digital storefront.  

The e-commerce market 
According to Statista, the global e-commerce market is expected to grow from USD 

1,678bn in 2017 to USD 2,854bn in 2023, implying a CAGR of 9.3% for the period. 

With the Electronics & Media segment already possessing a relatively strong online 

market share, we instead see future market growth above the double digits seen in 

segments such as Food & Personal Care, Furniture and Toys, Hobby & DIY. In 

Sweden, the market has been growing at a CAGR of around 18% since 2005 and is 

expected to maintain this rapid growth during 2019, at around 15%. This metric 

exceeds the overall retail market growth; henceforth, online storefronts are taking 

market share from the ñofflineò segment. 

Global growth expected to be 11% in 2019é 

g  

Source: ABG Sundal Collier, Statista eCommerce outlook (2019) 
 

é15% growth projected in Sweden, (SEKbn) 

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 
 

 

During 2018, offline storefronts experienced negative growth and for the first time in 

Swedish history, online growth was not only larger than offline, but actually gained 

some market share from offline business. We estimate this to be a trend shift that is 

not just a coincidence, but instead something that is here to stay. This suggests that 

the market for e-commerce is projected to outperform the retail market. 

We have seen a trend in customersô shoppingé 

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 
 

égoing from physical stores to web shops  

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 
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Low penetration of consumer goods market provides source of growth 

The Swedish consumer goods sector exhibits a very low penetration in terms of e-

commerce, where offline sales still comprise an overwhelming part of the total 

market (98%). Sweden thus remains behind the U.K., for example, where online 

sales comprise 7-8% of the total consumer goods market.  

Looking at food and groceries specifically, around 15% of Swedes have purchased 

these goods online, which is at the same level that the U.K. was in 2010.2  

 

On an aggregated level, online sales of consumer goods amounted to SEK 4.6bn in 

2017, corresponding to a market share of 1.4% of the total SEK 333bn Swedish 

consumer goods market.  

Going forward, the Swedish Trade Federation estimates that online sales will gain 

market share, driven by the needs of consumer goods providers to further capitalise 

on established networks of storefronts by offering so called ñclick-and-collectò 

services. The following tables highlight two different growth scenarios outlined by 

the Swedish Trade Federation.    

 

 

 

                                                
2 Swedish Trade Federation: The digital trade transformation 2018. 

Percentage of population ordered groceries online  
 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
 

E-commerce growth scenarios for consumer goods, (SEKbn) 

 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
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Scenario 1

(SEKbn) 2017 Market share 2025 Market share CAGR

Consumer goods market 333 360 1.0%

of w hich offline 328 98.5% 337 93.6% 0.3%

of w hich online 4.6 1.4% 23 6.4% 22.3%

Scenario 2

(SEKbn) 2017 Market share 2025 Market share CAGR

Consumer goods market 333 360 1.0%

of w hich offline 328 98.5% 322 89.4% -0.2%

of w hich online 4.6 1.4% 39 10.8% 30.6%
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Several segments of the durable goods market at inflection point 

E-commerce of durable goods has seen a much higher market penetration 

compared with consumer goods, and Sweden is as the forefront in several 

segments compared to other European countries (the electronics and books 

segment, for instance, has an especially high degree of online sales). 

Looking at the historic growth of these segments, an inflection point seems to be 

reached when 15% of sales are online. For example, the online sales part of the 

books segment grew by an average of 16% in each of the following six years after it 

had captured 15% of the total segment. The online part of the electronics segment 

grew by 13% in each of the following six years.3 

 

Interestingly, the durable goods sector as a whole, along with several segments, is 

approaching the inflection point where 15% of the sector/segment is comprised of 

online sales.  

                                                
3 Swedish Trade Federation: The digital trade transformation 2018. 

E-commerce growth following 15% penetration of segment 

 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
 

E-commerce market share of durable goods segments 2018 

 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
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The Swedish Trade Federation has constructed two scenarios for e-commerce 

growth within the durable goods market, which are highlighted in the tables below.  

 

Combining Swedish and foreign e-commerce in the Swedish durable goods sector, 

the scenarios suggests that its market share will increase from 17.0% to 31.2-

46.1%, for scenario 1 and 2 respectively. This would suggest a combined CAGR of 

11.8-17.4% for 2017-2025, respectively. 

As such, we note that by looking at the forecasted growth of e-commerce within 

both the consumer goods and durable goods markets, we might actually see higher 

than historic growth for the e-commerce market as a whole, despite the fact that it 

has grown by a CAGR of 18.0% in 2005-2018. 

Finally, we would like to note that e-commerce penetration in Europe as a whole 

remains low, which bodes well for Litium if it can successfully expand to 

geographical markets outside of the Nordics. For instance, e-commerce sales as a 

share of retail trade in Europe were only 8.8% in 2017.4 The graph below highlights 

this metric for select European countries.  

                                                
4 Statista: Retail e-commerce sales as share of retail trade in selected countries 2014 to 2017. 

E-commerce growth scenarios for durable goods, (SEKbn) 
 

Source: ABG Sundal Collier, Swedish Trade Federation, company data 
 

E-commerce penetration remain low in the European retail trade 
 

Source: ABG Sundal Collier, Statista, company data 
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Consumer aspects of e-commerce 

As stated above, we have found that the e-commerce market is growing fast. 

However, several things are necessary for each actor to be able to keep up with this 

market growth. The most important piece of the puzzle for consumers is the actual 

webpage of the online storefront. This means that companies need to build an 

attractive site that satisfies their customersô needs.  

Even after a customer has navigated to a digital storefront, it must fulfil the 

customersô needs, in order to facilitate sales. Here, customers classify several 

different attributes as high priority. Good product information, well thought-through 

site navigation and an extensive search tool are considered the top three. A 

conspicuous identification is that the ñeasy to navigateò attribute was only 

considered ñimportantò by 11% in 2009, which says something about the change in 

customer preference. One observation we would like to highlight is the ñonlyò 50% 

importance of having a smartphone-adjusted site. Since evidence points towards 

smartphones being used in an increasing amount of transactions, having a 

smartphone-adjusted site will probably be more important going forward.  

Below are the main reasons considered when 
choosing an online webshopé 

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 

 

éand what actually drives sales when the 
webshop is chosen 

 

Source: ABG Sundal Collier, Postnord (2019), HUI Research (2019) 
 

The smartphone importance that we believe in is further emphasised by looking at 

the mobile sales share of the total revenue development in the graph below. In 

2018, 17% of worldwide merchants saw that mobile phones stood for >50% of total 

sales and only 14% had <5% sales stemming from mobiles channels. We believe 

that this number is even higher in Sweden and Scandinavia. This is due to that 

Sweden is number one, and Scandinavia carries three out of the top five places 

when measuring mobile share of retail e-commerce sales transactions per country. 

Worldwide mobile sales revenue shareé 

 

Source: ABG Sundal Collier, Kount (2018) 
 

éand a snapshot of 2018 share per country 

 

Source: ABG Sundal Collier, Criteo (2018) 
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The same kind of pattern exists in the B2B sector. First, the customers are using the 

internet to make buying decisions regardless of industry. A mere 89% use the 

internet in their research projects. This number has been set for a while; however, 

we notice that the change in platforms from computers to smartphones has recently 

intensified. In 2015, mobile usage for conducting research was up by 91% from just 

two years earlier.5 Second, the B2B customers are looking for customised solutions. 

Furthermore, research shows, which aligns with the majority of B2Cs, that 65% of 

B2B customers demand a more streamlined process and improved navigation 

towards the actual deal close.6  

Third, a recent survey conducted by the e-commerce company, BigCommerce, 

showed that ~40% of B2B retailers believes that their online B2B sales will grow by 

more than 25% in 2019. The underlying drivers in order to reach this growth rate 

stem from factors such as eased navigation, extensive product information, and 

enhanced personalisation, as well as mobile platform compatibilities.  

 

Online sales growth expectations B2Bé 

 

Source: ABG Sundal Collier, BigCommerce (2018) 
 

éand the underlying drivers behind them 

 

Source: ABG Sundal Collier, BigCommerce (2018) 
 

 

 

 

 

                                                
5 Think with Google: The changing face of B2B marketing. 
6 McKinsey: Do you really understand how your business customers buy? 
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Competitive landscape 

Litium considers its main competitors to be Magento and Episerver, which also 

target the middle-market segment in an end-market that is usually divided into 

four different categories depending on investment size: large, mid, small and mini 

companies. Litium currently seeks to solidify its position within the middle-

market segment in the Nordics, in order to become the clear market leader, as 

opposed to being one of the top three competitors.  

In total, the Nordic market is comprised of 10-15 actors targeting different parts of 

the end-market. These actors are a mix of large suppliers that offer their services on 

an international scale, as well as smaller, local, suppliers. The competitorsô offers 

differ in several ways; for example, their products are offered according to different 

business models and apply different delivery options.  

 

The market is still considered quite young, and therefore the different competitors 

are still solidifying their positions within their chosen end-market segment. Initially, 

solutions were often tailor-made according to customer specifications, which led to 

high-costs associated with implementation and long lead-times. However, as the 

markets matured, plug-n-play platforms began emerging. Litiumôs platform in the 

base form, for example, is designed to fit all potential customers, but can be 

customized by attaching modules developed by Litiumôs module partners like 

Klarna, Payex and DIBS. 

In the end, the customerôs needs and requirements determine which solution they 

opt for, and, as such, the initial investment size varies. As mentioned, Litium and its 

peers are active within different end-market-segments. These can be divided into 

three different groups according to required initial investment size, ñLargeò with an 

initial investment size exceeding SEK 3.0m, ñMidò with an initial investment size of 

SEK 0.5-3.0m, ñSmallò with an initial investment size of SEK 0.1-0.5m, and ñMiniò 

with an initial investment size of SEK 0.0-0.1m. Due to barriers-of-entry, the 

competition is greatest within the Small and Mini segments. 

Three different kinds of service offerings by Litiumôs competitors 

 

Source: ABG Sundal Collier, company data 
 

Competitive landscape 
 

Source: ABG Sundal Collier, company data 
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As is evident in the illustration above, Litium is mainly active within the middle-

market customer company segment, along with its main competitors Episerver and 

Magento. The companyôs customers in the small-market segment are slowly being 

churned out, in order to give way to more lucrative contracts in the middle-market 

segment. 

As such, Litium is working on solidifying its position within this segment in order to 

become the clear market leader in the Nordics, where it currently claims a spot in 

the top-3. Litium does not currently harbour any aspirations of venturing into the 

other market segments. Once this is achieved, Litium will seek to expand its 

operations into continental Europe. 

Growth and profitability comparison  
In the table below, we compare net sales, growth, EBIT and EBIT margin across 

Litiumôs competitors with available data in the middle market, small and mini 

segment of the market.  

The small and middle market segments are fragmented in the Nordics, as is evident 

in the table below, which leaves the possibility of M&A activity for Litium. 

While viewing the table below, keep in mind that Litium sold its consultancy 

business in 2013, and fully focused efforts on its digital commerce platform in 2014, 

which is when the first version of its cloud service Litium On Demand was released. 

 

Financial overview of Litium and competitors (SEKm) 
 

Source: ABG Sundal Collier, FactSet, Annual reports, company data 
 

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 44.6 44.7 19.3 39.0 24.0 16.4 17.1 18.7 23.8 31.8

y-o-y growth 0.2% -56.8% 102.1% -38.5% -31.8% 4.7% 9.0% 27.3% 33.7%

EBIT -4.5 -4.5 -7.1 -10.9 1.4 -1.8 -0.5 -4.5 -3.6 -5.4

EBIT margin -10.1% -10.1% -36.8% -27.9% 5.8% -10.9% -2.9% -24.3% -15.3% -16.9%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 142.0 193.0 227.0 248.0 280.0 289.0 353.0 398.0 484.0 586.0

y-o-y growth 35.9% 17.6% 9.3% 12.9% 3.2% 22.1% 12.7% 21.6% 21.1%

EBIT 24.6 36.4 61.6 54.4 42.7 30.6 51.0 45.4 47.3 157.1

EBIT margin 17.3% 18.9% 27.1% 21.9% 15.3% 10.6% 14.4% 11.4% 9.8% 26.8%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 8.3 8.7 9.5 10.0 22.2 19.6 20.0 18.5 23.2 24.6

y-o-y growth 4.8% 9.2% 5.3% 122.0% -11.7% 2.0% -7.5% 25.4% 6.0%

EBIT 0.4 -1.0 -1.0 1.2 5.5 2.0 1.1 -3.1 -7.0 -8.2

EBIT margin 4.8% -11.5% -10.5% 12.0% 24.8% 10.2% 5.5% -16.8% -30.2% -33.3%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 28.6 31.9 37.3 42.9 57.0 61.4 67.2 69.2 70.7 77.0

y-o-y growth 11.5% 16.9% 15.0% 32.9% 7.7% 9.4% 3.0% 2.2% 8.9%

EBIT 1.9 2.8 4.6 6.4 5.2 -6.8 1.2 6.2 5.3 1.2

EBIT margin 6.6% 8.8% 12.3% 14.9% 9.1% -11.1% 1.8% 9.0% 7.5% 1.6%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 36.8 34.4 31.9 35.6 43.3 43.2

y-o-y growth -6.6% -7.2% 11.6% 21.4% -0.3%

EBIT 1.7 -1.6 -1.1 3.2 4.9 -3.9

EBIT margin 4.7% -4.5% -3.5% 9.1% 11.2% -9.1%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 11.0 15.0 20.1 19.2 17.9 22.6 27.7 33.7 36.8

y-o-y growth 36.4% 34.0% -4.5% -6.8% 26.3% 22.6% 21.7% 9.2%

EBIT 1.1 1.5 2.2 0.2 2.2 2.6 2.0 0.2 3.4

EBIT margin 10.0% 10.0% 10.9% 1.0% 12.3% 11.5% 7.2% 0.6% 9.2%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 17.1 17.1 20.0 23.0 25.6 29.1 32.9 31.7 37.3 42.0

y-o-y growth 0.0% 17.0% 15.0% 11.3% 13.7% 13.1% -3.6% 17.7% 12.6%

EBIT 0.3 1.0 1.8 2.2 0.0 0.8 0.9 0.4 3.7 4.6

EBIT margin 1.8% 5.8% 9.0% 9.6% 0.1% 2.7% 2.7% 1.3% 9.9% 11.0%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 8.1 12.1 16.8 20.8 21.5 23.4 28.6 32.2 38.3 45.2

y-o-y growth 49.4% 38.8% 23.8% 3.4% 8.8% 22.2% 12.6% 18.9% 18.0%

EBIT 2.8 5.0 5.9 7.2 6.2 7.8 9.1 10.2 11.9 15.6

EBIT margin 34.6% 41.3% 35.1% 34.6% 28.8% 33.3% 31.8% 31.7% 31.1% 34.5%

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Net sales 23.7 50.3 102.8 204.7 389.3 673.3 1073.2

y-o-y growth 112.2% 104.4% 99.1% 90.2% 73.0% 59.4%

EBIT -2.8 -5.6 -22.9 -18.8 -36.7 -52.6 -87.8

EBIT margin -11.8% -11.1% -22.3% -9.2% -9.4% -7.8% -8.2%

*Figures for Shopify in USDM

Litium

Storm Commerce

Financial overview

Jetshop

Panagora

DynamicWeb

Viskan

Askås

Shopify*

Episerver
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Forecasts 

Revenues 
Litiumôs stated financial target for 2021 is to grow annual recurring revenues 

(ñARRò) by at least 30% per year. It should, however, be noted that we believe that 

Litium will be able to achieve higher growth than this; in ô18, ARR grew by 47%, and 

by looking at Q1/Q2ô19 the company seems well on its way to achieving ARR 

growth above 40%. As such, we estimate ARR growth of 41.6-35.0% ô19e-ô21e.  

 

When it comes to net sales, Litium has achieved a CAGR of 18% in 2014-2018, 

reaching a total y-o-y growth rate of 33.7% in 2018. For ô18-ô21e, we forecast a 

CAGR of 37.9%, with recurring revenues comprising approximately 95% of net 

sales. Recurring revenues arise from Litium On Demandôs monthly fee structure, 

while the remaining 5% of net sales refers to consultancy work and training of the 

implementation partners. 

 

 

Annual recurring revenue and CAGR, ô16-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

Net sales composition and y-o-y growth, ô14-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
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Operating costs 
Looking ahead for Litium, we expect operational costs to increase in absolute 

values, as Litium is seeking to establish itself as the clear market leader within the 

Nordic region. This will mean going head to head with Magento and Episerver, 

which, in our view, will most likely require higher opex going forward. 

Furthermore, Litium aims to establish itself within one market outside of the Nordics 

by ô21e. This is likely to be connected to a slightly larger personnel base, along with 

higher marketing expenses in order to establish Litiumôs offer with local 

implementation partners.  

 

Given the abovementioned targets, along with Litiumôs financial target of reaching 

profitability in ô21e, we estimate that opex will increase from SEK 35.6m in ô18 to 

SEK 69.9m in ô21e. However, we estimate that opex as a percentage sales will 

decrease from 111.9% in ó18e to 83.8% in ô21e. 

 

Other external expenses, ô14-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

Personnel costs, ô14-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

 

 

Operational expenses breakdown (excl. D&A), ô14-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
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Profitability 
As mentioned above, Litium seeks to become profitable in ô21e, a target which we 

believe to be reasonable given the companyôs sales growth, scalable business 

model, and ambitions of geographical expansion. 

Looking at profitability on an EBITDA level, we estimate that Litium will reach a 

positive EBITDA margin of 7.7% in ó20e, and should expand to 21.0% in ô21e. 

Looking at our peer group, we find that our peers display a forecast median EBITDA 

margin of 25.1-25.26% for ô19e-ô21e, according to FactSet consensus. 

 

In terms of profitability on an EBIT level, we forecast that Litium will reach an EBIT 

margin of 10.7%. Long term, we believe that Litium will reach an EBIT margin of 20-

25%, driven by the scalability of the business model. It would also be in line with the 

profitability displayed by Episerver, but also by the EBIT margins displayed by our 

peer group, where FactSet consensus estimate a median EBIT margin of 13.7%-

24.1% for ô19e-ô21e. 

 

EBITDA and EBITDA margin, ô14-ô21e (SEKm) 
 

Source: ABG Sundal Collier, company data 
 

EBIT and EBIT margin, ô14-ô21e (SEKm) 
 

Source: ABG Sundal Collier, company data 
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Quarterly forecast breakdown 

 

 

 

 

 

 

 

 

Quarterly overview, Q1ô15-Q4ô19e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

Quarterly overview (SEKm) Q1'16 Q2'16 Q3'16 Q4'16 Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 Q4'18 Q1'19 Q2'19 Q3'19e Q4'19e

ARR 12.2 13.4 14.3 15.2 17.3 19.2 20.0 21.7 23.5 26.0 27.7 31.9 33.8 38.0 41.0 45.1

Recurring revenues 3.5 3.9 3.4 3.8 5.0 4.6 4.6 5.3 6.4 6.1 6.8 9.3 9.1 9.7 9.9 13.4

Non-recurring revenues 0.7 0.5 0.6 2.4 0.7 1.0 0.7 1.9 0.8 1.0 0.7 0.8 0.4 0.5 0.5 0.7

Net Sales 4.2 4.4 3.9 6.2 5.6 5.6 5.3 7.2 7.2 7.1 7.5 10.1 9.5 10.1 10.5 14.1

Other income 1.1 1.1 0.7 1.3 1.3 1.0 0.8 1.1 1.3 1.1 0.9 1.4 1.0 1.1 1.0 1.0

Whereof capitalized R&D 1.1 1.1 0.7 1.3 1.2 1.0 0.8 1.1 1.2 1.1 1.0 1.4 1.0 1.1 1.0 1.0

Whereof other operating income/expense0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 -0.1 0.0 0.0 0.0 0.0 0.0

Total operating income 5.2 5.5 4.7 7.5 6.9 6.6 6.2 8.4 8.4 8.2 8.4 11.5 10.5 11.3 11.5 15.1

Opex -4.9 -5.3 -4.8 -6.8 -6.4 -6.6 -5.6 -7.4 -7.8 -8.2 -8.1 -11.4 -11.4 -14.2 -14.0 -14.1

Of w hich

Other external expenses -2.2 -2.1 -2.3 -3.3 -2.8 -3.0 -2.6 -3.5 -4.1 -3.9 -3.9 -5.3 -5.7 -7.1 -7.0 -7.0

Personnel expenses -2.6 -3.1 -2.6 -3.5 -3.6 -3.6 -3.0 -3.8 -3.7 -4.4 -4.1 -6.2 -5.7 -7.1 -7.0 -7.0

Other operating expenses 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

EBITDA 0.4 0.2 -0.2 0.7 0.5 -0.1 0.5 1.0 0.6 0.0 0.3 0.0 -0.9 -2.9 -2.6 1.0

D&A -1.4 -1.5 -1.4 -1.4 -1.4 -1.4 -1.4 -1.4 -1.6 -1.6 -1.6 -1.6 -1.8 -1.9 -2.0 -2.0

EBIT -1.0 -1.2 -1.6 -0.7 -0.9 -1.5 -0.9 -0.4 -1.0 -1.6 -1.2 -1.6 -2.7 -4.8 -4.5 -1.0

Non-recurring items 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Net f inancials -0.2 -0.2 -0.1 0.1 0.0 0.0 0.0 0.0 -0.1 0.0 0.0 0.0 0.0 0.0 0.0 0.0

EBT -1.2 -1.4 -1.6 -0.7 -0.9 -1.5 -0.9 -0.5 -1.0 -1.7 -1.2 -1.6 -2.8 -4.8 -4.5 -1.0

Taxes 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Tax rate 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0%

Net profit -1.2 -1.4 -1.6 -0.7 -0.9 -1.5 -0.9 -0.5 -1.0 -1.7 -1.2 -1.6 -2.8 -4.8 -4.5 -1.0

EPS basic (SEK) -0.18 -0.21 -0.25 -0.10 -0.14 -0.23 -0.14 -0.07 -0.10 -0.17 -0.13 -0.17 -0.28 -0.49 -0.46 -0.10

Growth Q1'16 Q2'16 Q3'16 Q4'16 Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 Q4'18 Q1'19 Q2'19 Q3'19e Q4'19e

ARR y-o-y 41.5% 43.1% 39.9% 42.6% 36.2% 35.7% 38.7% 47.0% 43.6% 46.0% 48.0% 41.6%

Net sales y-o-y 9.7% -8.8% 2.9% 31.4% 35.3% 28.0% 35.8% 16.2% 27.3% 26.6% 40.3% 39.2% 32.6% 43.2% 40.0% 40.0%

EBITDA y-o-y -36.0% -88.6% -115.4% -63.1% 29.3% -130.2% -423.6% 48.5% 21.8% -29.0% -36.2% -99.5% -249.0% 6153.9% -840.5% 20943.8%

EBIT y-o-y 12.3% -381.6% 302.3% -336.3% -7.9% 18.2% -45.4% -43.6% 6.5% 10.4% 40.8% 278.0% 186.4% 197.2% 274.6% -39.2%

Net profit y-o-y 2.8% -1253.9% 137.2% -14027.1% -20.9% 7.8% -44.3% -33.4% 8.1% 9.8% 35.9% 253.1% 172.4% 190.4% 268.7% -40.2%

EPS y-o-y -20.9% 7.8% -44.3% -33.4% -27.6% -26.4% -9.0% 136.5% 172.4% 190.4% 268.7% -40.2%

Margins Q1'16 Q2'16 Q3'16 Q4'16 Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 Q4'18 Q1'19 Q2'19 Q3'19e Q4'19e

EBITDA margin 9.4% 5.0% -4.3% 10.7% 8.9% -1.2% 10.2% 13.6% 8.6% -0.7% 4.6% 0.0% -9.6% -29.1% -24.4% 7.1%

EBIT margin -23.3% -28.4% -40.3% -12.1% -15.9% -26.3% -16.2% -5.8% -13.3% -22.9% -16.2% -15.9% -28.7% -47.5% -43.4% -6.9%

Net margin -28.6% -32.2% -41.6% -11.1% -16.7% -27.1% -17.0% -6.4% -14.2% -23.5% -16.5% -16.2% -29.2% -47.7% -43.4% -6.9%
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Annual forecast breakdown 

Annual overview, ô14-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

Annual overview (SEKm) 2014 2015 2016 2017 2018 2019e 2020e 2021e

ARR 0.0 0.0 15.2 21.7 31.9 45.1 63.1 85.2

Recurring revenues 0.0 8.7 14.5 19.6 28.6 42.1 58.2 79.2

Non-recurring revenues 0.0 8.4 4.1 4.2 3.2 2.1 3.1 4.2

Net Sales 16.4 17.1 18.7 23.8 31.8 44.2 61.3 83.4

Other income 4.4 3.7 4.2 4.2 4.7 4.1 4.0 4.0

Whereof capitalized R&D 4.4 3.7 4.2 4.1 4.8 4.1 4.0 4.0

Whereof other operating income/expense 0.0 0.0 0.0 0.1 -0.1 0.0 0.0 0.0

Total operating income 20.8 20.8 22.9 28.0 36.5 48.3 65.3 87.4

Opex -16.4 -15.4 -21.8 -26.0 -35.6 -53.8 -60.6 -69.9

Of w hich

Other external expenses -6.4 -6.2 -9.9 -12.0 -17.2 -26.9 -30.9 -35.8

Personnel expenses -10.0 -9.2 -11.9 -14.0 -18.4 -26.9 -29.7 -34.1

Other operating expenses 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

EBITDA 4.4 5.4 1.1 2.0 0.9 -5.4 4.7 17.5

D&A -6.1 -5.9 -5.7 -5.6 -6.3 -7.6 -8.2 -8.6

EBIT -1.8 -0.5 -4.5 -3.6 -5.4 -13.1 -3.4 8.9

Non-recurring items 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

Net f inancials -1.2 -1.2 -0.4 -0.2 -0.2 -0.1 0.0 0.0

EBT -3.0 -1.7 -4.9 -3.8 -5.5 -13.1 -3.4 8.9

Taxes 0.0 0.0 0.0 0.0 0.0 0.0 -0.6 -2.0

Tax rate 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 17.1% 22.0%

Net profit -3.0 -1.7 -4.9 -3.8 -5.5 -13.1 -4.0 6.9

EPS basic (SEK) -0.75 -0.58 -0.56 -1.33 -0.41 0.70

Growth 2014 2015 2016 2017 2018 2019e 2020e 2021e

ARR y-o-y 42.6% 47.0% 41.6% 39.9% 35.0%

Net sales y-o-y 4.7% 9.0% 27.3% 33.7% 39.0% 38.7% 36.0%

EBITDA y-o-y 24.3% -79.6% 77.6% -53.2% -690.4% -187.1% 269.9%

EBIT y-o-y -71.9% 805.2% -19.7% 47.6% 142.6% -73.7% -358.7%

Net profit y-o-y -42.0% 185.6% -22.2% 44.8% 136.9% -69.4% -272.2%

EPS y-o-y -22.2% -3.0% 136.9% -69.4% -272.2%

Margins 2014 2015 2016 2017 2018 2019e 2020e 2021e

EBITDA margin 26.6% 31.6% 5.9% 8.3% 2.9% -12.3% 7.7% 21.0%

EBIT margin -10.9% -2.9% -24.3% -15.3% -16.9% -29.6% -5.6% 10.7%

Net margin -18.2% -10.1% -26.4% -16.1% -17.4% -29.7% -6.6% 8.3%

Other metrics 2014 2015 2016 2017 2018 2019e 2020e 2021e

ND/EBITDA -5.8x -1.2x -21.8x 0.5x -3.1x -0.7x

NWC/Sales -12.1% -16.6% -10.8% -13.0% -13.0% -13.0%

ROE -32.7% -13.7% -14.7% -30.5% -8.8% 12.0%

ROIC -41.4% -16.3% -20.7% -42.0% -11.1% 15.9%

ROCE -25.5% -11.2% -13.2% -28.8% -7.3% 15.0%

FCF yield -5.9% -8.8% -11.0% -13.2% -7.8% -1.2%
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Balance sheet 
Litiumôs balance sheet mainly consists of intangible assets, made up of capitalized 

R&D associated with the development of the e-commerce platform. As Litium 

reports according to K3, it has chosen to amortise the capitalized R&D over a 

seven-year period. Furthermore, we notice that Litium has negative net working 

capital, thanks to Litiumôs streamlined business model, and we expect this to 

continue. 

Litium also has a low amount of interest bearing debt, which on 30 June 2019 

totalled SEK 2.25m; it consisted of a loan of long-term debt of SEK 1.25m and 

short-term debt of SEK 1.0m. The loan was entered into before Litium underwent its 

transition to a software company in 2013 in order to supplement the balance sheet 

and working capital, and has since been amortised every year. We estimate that 

this will result in net interest bearing debt of SEK -5.2m for ô19e. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Balance sheet (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

(SEKm) 2016 2017 2018 2019e 2020e 2021e

Goodw ill 0.0 0.0 0.0 0.0 0.0 0.0

Intangible assets 24.2 26.7 32.0 38.1 45.8 56.4

Tangible assets 0.1 0.2 0.5 0.9 1.5 2.3

Financial assets 0.1 0.1 0.1 0.1 0.1 0.1

Total fixed assets 24.4 27.0 32.6 39.1 47.4 58.9

Non-cash current assets 5.5 6.3 8.8 9.7 12.4 15.9

Cash & cash equivalents 11.9 5.7 22.4 4.8 16.0 14.1

Total current assets 17.4 12.0 31.2 14.4 28.4 30.1

Total assets 41.8 39.0 63.8 53.5 75.9 88.9

Shareholders equity 30.1 25.9 49.5 36.6 54.4 61.3

Minority 0.0 0.0 0.0 0.0 0.0 0.0

Interest bearing debt 5.6 3.5 2.5 2.0 1.6 1.3

Current liabilities 6.2 9.6 11.7 15.0 19.9 26.3

Total liabilities 11.7 13.1 14.2 16.9 21.5 27.6

Total liabilities & equity 41.8 39.0 63.8 53.5 75.9 89.0
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Cash flow 
Going forward, we expect a modest increase in R&D spending, as Litiumôs digital 

commerce platform is already fully developed and functional, but investment will 

need to continue in order to keep the platform up-to-date and viable. As such, we 

expect intangible capex to decrease from 31% to 23% of net sales in ô18-ô21e.  

Even though we estimate rapid sales growth in our forecast period, and that Litium 

reaches profitability in ô21e, we believe that the company will display negative cash 

flow for the forecast period. As such, we estimate that Litium will need to implement 

a share issue in order to finance further operations, before the company reaches 

positive cash flow. Thus, we have included a new share issue of SEK 25m in ó20e, 

along with transaction costs of SEK 3.2m. This will leave Litium with a cash and 

cash equivalent position of SEK 16.9m at the end of ô21e, according to our 

estimates. 

 

 

 

Cash flow statement ô16-ô21e (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

(SEKm) 2016 2017 2018 2019e 2020e 2021e

EBT -4.9 -4.1 -5.5 -13.1 -3.4 8.9

Adjustment for non-cash items 5.7 5.6 6.3 7.6 8.2 8.6

Paid taxes -0.1 0.1 0.1 0.0 -0.6 -2.0

Cash flow before changes in wc 0.6 1.5 0.9 -5.5 4.1 15.5

Change in w orking capital -0.5 2.6 -0.4 2.3 2.2 2.9

Operating cash flow 0.1 4.1 0.5 -3.2 6.4 18.4

Intangible capex -6.3 -8.1 -11.5 -13.7 -15.9 -19.2

Tangible capex 0.0 -0.2 -0.3 -0.4 -0.6 -0.8

Total capex -6.3 -8.3 -11.9 -14.1 -16.6 -20.0

Free cash flow -6.1 -4.2 -11.4 -17.3 -10.2 -1.6

Share issue 20.7 0.0 32.5 0.0 25.0 0.0

Transaction costs -3.2 0.0 -3.4 0.0 -3.2 0.0

Warrants sold 0.0 0.0 0.0 0.3 0.0 0.0

Amortization of loan -3.1 -2.1 -1.0 -0.6 -0.3 -0.3

Cash flow from financing 14.3 -2.1 28.1 -0.3 21.5 -0.3

Net cash flow 8.1 -6.2 16.7 -17.6 11.3 -1.9

Opening cash 3.8 11.9 5.7 22.4 4.8 16.0

FX and other 0.0 0.0 0.0 0.0 0.0 0.0

Closing cash 11.9 5.7 22.4 4.8 16.0 14.1
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Valuation 

On our estimates, Litium is trading at approximately 30% below the median 

EV/EBIT of its key peers on ô21e. By utilizing the range of viable median peer 

multiples for ô21e, we find an implied price range of SEK 13-19 per share. In 

addition, our DCF valuation indicates a valuation range of SEK 11-27 per share. 

Lastly, we note that recent acquisitions of Magento, Episerver and Demandware 

have been completed on relatively high revenue multiples, ranging from 11.2x-

17.8x; however, we choose not to base a valuation range on these transactions.  

Relative valuation 
In order to identify relevant peers for Litium, we have focused on listed corporations 

in the Nordics which provide cloud-based software solutions for their clients, and 

where the business model is focused on recurring revenues. As such, we have 

identified a group of 10 key peers for Litium: 

Upsales Technology: Upsales develops, markets, and sells cloud-based software, 

software as a service for customer relationship management, marketing automation, 

and analysis. Its customers are business-to-business companies and the primary 

target group is small and medium-sized enterprises. 

 

Lime Technologies: Lime Technologies is one of the leading CRM suppliers in the 

Nordics, where it is the only vendor covering the full CRM value chain from 

development to support. The companyôs growth is mainly driven by rising CRM 

adoption, shift to SaaS and GDPR compliance. 

 

Sinch: Sinch offers a cloud communications platform that can reach mobile phones 

through mobile messaging or voice & video calling. The platform handles 25bn API 

transactions per year and the company works with mobile operators all around the 

world.  

 

FormPipe: FormPipe is an IT company, active in the ECM (Enterprise Content 

Management) segment. The company develops and sells products that structure 

the information flow for companies, municipalities and organisations. Its customers 

are mainly in the public sector, but the company also designs its products for use in 

the private sector. FormPipe offers ECM in four different areas: Case and Document 

Management, Customer Communications Management, Grant Management and 

Structured Data Archiving. 

 

Admicom: Admicom is a Finnish provider of cloud-based ERP solutions for 

construction, building services engineering and manufacturing companies and a 

comprehensive partner in software and accounting services. 

 

Fortnox: Fortnox develops and sells software in the administration segment for 

small and medium-sized enterprises. The company offers software for bookkeeping, 

CRM, archiving, invoicing, orders, time reports, web shops and client management. 

Through its cloud-based solution, customers can access the software and their data 

from any place at any time. 
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Addnode: Addnode engages in the acquisition, operation, and development of 

companies that supply software and digital services. It operates through the 

following segments: Design Management, Product Lifecycle Management, Process 

Management, and Central. The Design Management segment trades information 

technology solutions for design, project management, and property management. 

 

Vitec Software: Vitec's business idea is to acquire and develop market-leading, 

vertical software companies in niche markets. These are normally restricted to 

certain geographies as the software can be hard to sell in some areas. The 

business strategy is a combination of making use of the M&A arbitrage from buying 

unlisted companies, rationalisation and maximisation of current business, as well as 

geographical and market diversification. 

IAR Systems: IAR is involved in the development of software solutions. It 

specializes in data management, development, security, and technical supports to 

industrial automation, medical devices, consumer electronics, telecommunications, 

and automotive products. 

 

Micro Systemation: MSAB is the global leader in forensic technology for mobile 

device examination, with offices in Europe and in the US, as well as a network of 

distributors across the globe. Its XRY software is used by investigators to retrieve 

information, such as pictures, SMS, call history and contact lists. 

 

 

Based on our ô21e estimates, Litium is trading in a range of 52%-25% below its 

peers based on the peer median of applicable multiples show in the table above. By 

using the peer median of applicable multiples for 2021e, we find an implied share 

price range of SEK 13-19 per share. 

 

 

 

 

 

Valuation and operational performance overview across peer group 

 

Source: ABG Sundal Collier (for Litium), FactSet consensus, company data 
 

Key peers Mcap

Company (SEKm) 2019e 2020e 2021e 2019e 2020e 2021e 2019e 2020e 2021e 2019e 2020e 2021e 2019e 2020e 2021e 2019e 2020e 2021e 2019e 2020e 2021e Sales EBIT

Upsales Technology 398 69.7 55.1 33.9 93.3 36.7 22.3 33.9 24.5 17.0 5.4 10.5 33.9 14.9 15.8 17.4 5.0 3.9 2.9 25.4 24.6 28.8 n.a. n.a.

Lime Technologies 1,586 34.8 27.0 23.5 32.8 24.6 19.8 20.0 16.1 13.5 17.4 19.2 23.5 28.5 29.4 30.5 5.7 4.7 4.1 70.0 61.3 55.4 16.8 30.5

Sinch 8,137 26.4 22.1 18.6 27.1 20.5 15.8 17.8 14.5 11.8 6.6 7.4 18.6 10.1 10.4 10.8 1.8 1.5 1.3 16.3 16.9 17.1 15.6 32.0

FormPipe 1,212 31.1 25.6 22.2 22.4 18.5 15.9 13.3 11.8 10.4 12.9 14.6 22.2 21.7 23.0 24.1 2.9 2.7 2.5 9.3 11.0 12.1 2.6 9.5

Admicom 2,686 46.5 36.4 28.9 35.2 27.0 32.4 25.3 42.0 41.2 28.9 45.6 43.9 45.2 14.8 11.1 37.4 39.1 40.1 29.8 35.6

Fortnox 9,877 75.3 58.5 45.5 57.1 43.6 33.1 48.1 37.8 29.5 31.9 33.2 45.5 37.9 38.3 39.6 18.2 14.5 11.7 47.1 39.8 36.2 28.1 39.1

Addnode 5,298 37.0 29.1 26.7 23.1 20.5 19.0 12.7 12.2 11.6 7.0 7.4 26.7 12.7 12.3 12.2 1.6 1.5 1.4 10.2 12.2 12.4 6.9 9.9

Vitec Softw are 4,495 36.9 34.3 31.9 28.7 26.0 24.0 14.4 14.3 13.6 14.5 14.9 31.9 28.9 27.1 27.1 4.2 3.9 3.7 16.3 15.6 15.0 8.9 14.5

IAR Systems 3,196 36.4 26.6 22.9 26.0 19.5 16.6 20.0 14.8 12.2 28.4 31.5 22.9 37.0 41.5 44.0 7.4 6.1 5.4 15.2 19.1 20.1 15.0 17.4

Micro Systemation 641 119.7 20.9 13.6 63.9 14.9 9.4 29.3 11.6 7.9 3.1 11.0 13.6 6.7 14.2 17.9 2.0 1.6 1.4 8.3 42.8 50.1 12.2 26.2

Peer average 3,753 51.4 33.6 26.8 41.0 25.2 19.5 24.2 18.3 14.2 16.9 19.1 26.8 24.4 25.6 26.9 6.4 5.2 3.8 25.6 28.2 28.7 15.1 23.9

Peer median 2,941 37.0 28.0 25.1 30.8 22.5 19.0 20.0 14.7 12.2 13.7 14.8 25.1 25.1 25.1 25.6 4.6 3.9 2.9 16.3 21.9 24.5 15.0 26.2

Litium (ABGSCe) 131 -10.0 -32.5 18.9 -9.8 -33.9 13.3 -23.6 24.6 6.7 -29.6 -5.6 10.7 -12.3 7.7 21.0 2.9 1.9 1.4 -30.5 -8.8 12.0 37.9 -218.2

vs peer average -119% -197% -29% -124% -235% -32% -198% 35% -52% -275% -129% -60% -150% -70% -22% -54% -63% -63% -219% -131% -58% 151% -1015%

vs peer median -127% -216% -25% -132% -250% -30% -218% 68% -45% -316% -138% -58% -149% -69% -18% -37% -51% -52% -287% -140% -51% 153% -933%

Implied share price* 14 13 17 19

*2021e estimates discounted by WACC of 13.5%

EV/Sales (x) ROE (%) CAGR '18-'21eP/E (x) EV/EBIT (x) EV/EBITDA (x) EBIT-margin (%) EBITDA-margin (%)
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DCF valuation 
Our discounted cash flow valuation indicates a share price range of SEK 11-27, as 

highlighted by the sensitivity tables below. Our DCF valuation is based on the 

following assumptions: 

 

Below is a more detailed view of our estimates, both in our detailed period of ô19e-

ô21e, but also for our extrapolated time period of ô22e-ô31e. 

 

 

Share price based on WACC & terminal growth 

  

Source: ABG Sundal Collier, company data 
 

Share price based on WACC & EBIT margin 

  

Source: ABG Sundal Collier, company data 
 

 

WACC and DCF assumptions, (%) 

  

Source: ABG Sundal Collier, company data 
 

DCF analysis (SEKm) 

 

Source: ABG Sundal Collier, company data 
 

Fair value creation (SEKm) 

  

Source: ABG Sundal Collier, company data 
 

WACC assumptions DCF assumptions

Equity CAGR / avg. '18-21e

Rf rate 2.6% Sales 37.9%

Market risk premium 6.7% EBIT -218.2%

Equity beta 1.50 EBIT margin -10.4%

Company specif ic risk premium 4.0% WACC 13.5%

CAPM 16.7%

Net debt CAGR / avg. '21e-31e

Cost of net debt 3.0% Sales 16.3%

Debt/equity ratio 28.0% EBIT 27.2%

Tax rate 22.0% EBIT margin 19.1%

WACC 13.5% WACC 13.5%

Fair value calculation Per share Terminal value

PV (ABGSCe) -24 -2 Terminal grow th 2.0%

PV (Extrapolated) 91 9 RONIC 13.5%

PV (CV) 111 11 NOPLAT t+1 78

EV 178 18 Continuing value 579

(-) Net debt '19e -2 0

Equity value 180 18

No of shares, mn 9.8

11.5% 12.5% 13.5% 14.5% 15.5% 16.5%

1.0% 25 21 18 16 13 11

1.5% 25 22 18 16 13 12

2.0% 26 22 18 16 13 12

2.5% 26 22 18 16 13 12

3.0% 26 22 18 16 14 12

DCF sensitivity WACC

analysis

T
e
rm

in
a
l 
g

11.5% 12.5% 13.5% 14.5% 15.5% 16.5%

26.0% 26 22 18 16 13 12

26.5% 26 22 19 16 14 12

27.0% 26 22 19 16 14 12

27.5% 27 23 19 16 14 12

28.0% 27 23 19 17 14 12

DCF sensitivity WACC

analysis

E
B

IT
 m

a
rg

in

Actual ABGSC estimates Extrapolated

Litium AB 2016 2017 2018 2019e 2020e 2021e 2022e 2023e 2024e 2025e 2026e 2027e 2028e 2029e 2030e 2031e

Sales 19 24 32 44 61 83 110 138 168 201 238 273 306 337 360 378

y-o-y % 9.0% 27.3% 33.7% 39.0% 38.7% 36.0% 32.0% 25.0% 22.0% 20.0% 18.0% 15.0% 12.0% 10.0% 7.0% 5.0%

EBIT -5 -4 -5 -13 -3 9 13 20 28 36 48 59 67 79 90 98

EBIT margin -24.3% -15.3% -16.9% -29.6% -5.6% 10.7% 12.0% 14.5% 16.5% 18.0% 20.0% 21.5% 22.0% 23.5% 25.0% 26.0%

Taxes on EBIT 0 0 0 0 -1 -2 -3 -4 -6 -8 -10 -13 -15 -17 -20 -22

Effective tax rate 0.0% 0.0% 0.0% 0.0% 17.1% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0% 22.0%

NOPLAT -5 -4 -5 -13 -4 7 10 16 22 28 37 46 53 62 70 77

Add: Depreciation & amortisation -6 -6 -6 -8 -8 -9 -11 -14 -17 -21 -25 -29 -33 -36 -39 -42

D&A / sales -30.3% -23.6% -19.8% -17.3% -13.3% -10.3% -10.0% -10.1% -10.2% -10.3% -10.5% -10.6% -10.7% -10.8% -10.9% -11.0%

Net w orking capital -2 -4 -3 -6 -8 -11 -14 -18 -22 -26 -31 -36 -40 -44 -47 -49

NWC / sales -12.1% -16.6% -10.8% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0% -13.0%

Less: Chng. NWC 0 2 -1 2 2 3 3 4 4 4 5 5 4 4 3 2

Less: Capital expenditure -6 -8 -12 -14 -17 -20 -25 -30 -34 -38 -40 -41 -43 -44 -43 -42

Capex / sales -33.5% -34.8% -37.3% -32.0% -27.0% -24.0% -23.0% -22.0% -20.0% -19.0% -17.0% -15.0% -14.0% -13.0% -12.0% -11.0%

Free cash flow -5 -5 -11 -17 -10 -2 -1 3 9 15 26 38 47 58 69 79

FCF margin -27.5% -19.4% -36.0% -39.0% -16.6% -1.9% -0.5% 2.0% 5.4% 7.5% 11.1% 14.1% 15.3% 17.3% 19.3% 20.9%

Invested capital 22 34 53 72 95 121 153 194 241 295 356 421 493 569 648 729

ROIC -17% -13.0% -12.4% -20.9% -4.8% 6.4% 7.5% 9.0% 9.9% 10.5% 11.4% 11.8% 11.5% 11.6% 11.5% 11.1%

WACC 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5% 13.5%

Residual ROIC -26.5% -25.9% -34.4% -18.3% -7.1% -6.0% -4.6% -3.6% -3.0% -2.1% -1.7% -2.0% -1.9% -2.0% -2.4%

EV/EBIT adj. -13.7 -52.0 20.1 13.5 8.9 6.4 4.9 3.8 3.0 2.7 2.3 2.0 1.8

Discounted FCF -15 -8 -1 0 1 4 6 10 12 13 14 15 15
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Reasoning behind our growth and profitability assumptions 
Our assumed sales CAGR of 16.3% in our extrapolated DCF period might seem 

high at first glance. We would like to highlight again, however, that we believe the 

digital commerce market in Sweden will see even higher growth than we have seen 

in the past. This is due to several segments in the durable goods market hitting an 

inflection point in terms of e-commerce, which should fuel further growth.  

Moreover, digital commerce penetration remains low in Europe, which provides 

growth opportunities for Litium, which seeks to expand to at least one non-Nordic 

market by 2021. Lastly, Litium is focused solely on the middle-market segment of 

the digital commerce market (its competitors Episerver and Magento are engaged in 

other segments as well). This should enable Litium to gain market share.  

In terms of profitability, our extrapolated DCF period of ô22e-ô31e assumes that 

Litium will reach an average EBIT margin of 19.1%. This is based on the scalability 

of Litiumôs business model, where sales are mainly driven by Litiumôs 

implementation partners (Knowit & Cloudnine etc.). As such, Litium does not need 

to aggressively expand its headcount to achieve growth, although the companyôs 

personnel base will have to expand slightly in conjunction with geographical 

expansion to new markets.  

Lastly, we would like to offer an overview of Episerverôs historical performance, 

where the company was able to achieve a sales CAGR of 22.5% in 2000-2017, 

while maintaining an average EBIT margin of 18.6%. Episerverôs financials are 

highlighted in the graph below. 

 

 

 

 

 

 

Episerver net sales, growth CAGR and EBIT margin (SEKm) 

 

Source: ABG Sundal Collier, FactSet, Annual reports, company data 
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Price of recent transactions 
There has been considerable M&A activity within the e-commerce cloud solutions 

space, ranging from large to small transactions. However, most notable and 

relevant in this case are Adobeôs acquisition of Magento in May 20187, Insight 

Venture Partnersô acquisition of Episerver in September 20188, and Salesforceôs 

acquisition of Demandware in 20169. We have decided not to use the transaction 

multiples as a basis for establishing a valuation of Litium, as the chosen 

transactions involve much larger corporations than Litium. Nonetheless, we would 

like to highlight the transactions and valuation multiples that Litiumôs large peers 

have warranted. 

Adobeôs acquisition of Magento 

On 21 May 2018, Adobe announced that it was acquiring Magento for USD 1.68bn. 

The transaction provided Adobe with a missing part of its puzzle  an e-commerce 

platform suitable for both B2B and B2C customers of varying size. 

In conjunction with the announcement, Adobe stated that Magento had achieved 

sales of approximately USD 150m in 2017, meaning that the valuation of USD 

1.68bn corresponds to a revenue multiple of approximately 11.2x10.  

Insight Venture Partnersô acquisition of Episerver 

On 6 September 2018, Episerver announced that it had reached an agreement to 

be acquired by Insight Venture Partners in a transaction that valued Episerver at 

USD 1.16bn. Insight Venture Partners is a New York-based global private equity 

firm that focuses on investments in the technology sector. 

 

Transaction multiples for the acquisition were not announced; however, looking at 

Episerverôs reported revenues in ô17 of SEK 586m11 would indicate that the 

valuation of USD 1.16bn corresponds to a revenue multiple of approximately 17.8x. 

 

Salesforceôs acquisition of Demandware 

On 1 June 2016, Salesforce announced a tender offer of USD 75 per share for all 

outstanding shares of Demandware, which provides a cloud-based e-commerce 

platform to small and large businesses. The offer granted Demandware a valuation 

of USD 2.8bn, of rather a 50% premium compared to the companyôs valuation of 

USD 1.87bn based the close of trade the day before. 

Transaction multiples were not announced, but since Demandware was a listed 

corporation at the time, we know that it generated sales of USD 237m in 2015, and 

thus the valuation of USD 2.8bn suggests a revenue multiple of 11.8x.   

 

 

 
 

                                                
7 Techcrunch: Adobe to acquire Magento for $1.68B  
8 Episerver: Insight Venture Partners Invests in Episerver 
9 Techcrunch: Salesforce buys Demandware for $2.8B, taking a big step into e-commerce 
10 EY: Software M&A overview 2018 
11 FactSet 
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Risks 

Changes in management 
There have been several changes to Litiumôs senior management recently (see 

below for specifics), which mean that Litium is losing two long-term members of the 

organisation who no doubt have been integral in driving Litiumôs successful track 

record since the launch of Litium On Demand in 2014.   

New CFO to assume responsibilities in November 2019 

On 19 July 2019, it was announced that Litiumôs CFO, Daniel Drambo, was leaving 

the company. Daniel has been active within Litium since 2012; he assumed the role 

as CFO in December 2015, and had played an integral part in converting the 

company from a consultancy business to a software-driven scalable business 

model. Daniel will leave his role as CFO during September 2019. 

Consequently, the board of Litium has recruited Monika Pers as new CFO of Litium. 

She has over 10 yearsô experience as CFO and Business controller, most recently 

from Procurias Capital Investors, but also from family offices. Monika will assume 

her role as CFO in November 2019.  

During this transition, Sebastian Ahlskog will act as interim CFO until Monika has 

assumed her new responsibilities. Sebastian has previously acted as an advisor to 

Litium. 

CEO Henrik Lundin leaves the company 

On 2 September 2019, it was announced that Litiumôs CEO, Henrik Lundin, was 

leaving the company. Lundin had been a part of Litium since 2004, and assumed 

the role as CEO in 2016. 

The current head of strategic partners, Peder Holmberg, will assume the role of 

interim CEO. Lundin will continue his work as CEO for another three months, 

however, in order to ensure a smooth transition. 

Patrik Settlin recruited as new CEO 

On 12 September 2019 Litiumôs board of directors announced that it has 

successfully recruited Patrik Settlin as the new CEO. Patrik has previously held 

management positions within Komplett Group, and has also been the CEO for 

CDON.com, but has most recently worked as a Chief Product Officer within Visma 

Spcs. 

Settlin will assume his new duties as CEO of Litium on 10 February 2020. 
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Increased competition 
One of the main risks for the software business is increased competition. With a 

rather modest need for capital as well as labour, the barriers to entry can be 

considered low. Even though Litium has capitalised a large amount in development 

costs for its platform, the product itself is not very capital intensive. Therefore, we 

see possibilities for competitors to enhance their positions, which in turn will have a 

negative impact on Litium.  

Furthermore, we see a risk that Litiumôs customers may develop their own platform. 

Litium carries expertise within the area, but the product is not unique and most of 

the potential customers must therefore be persuaded that insourcing is less cost-

effective than using Litium. 

Dependency on customers, partners and personnel 
Litium has customers in almost every sector. However, its primary customers are 

active within the retail sector, which is considered a cyclical industry. This implies 

that overall GDP has an impact on the customers, which in turn might affect Litium. 

Obviously, diversification between the customers can be seen as helpful to address 

this challenge. The company serves approximately 250 customers, representing a 

large and diversified customer base. However, the vast majority of its customers are 

based in Sweden and hence are exposed to the GDP development in Sweden. In 

addition, the growth in the number of customers has declined since the IPO in 2016. 

This is partly due to customers in the small-market segment being churned out in 

favour of larger contracts. 

In 2013, the company divested the consultancy part of the business, and began to 

focus on developing and selling the actual platform product. Today, the 

implementation of Litiumôs product is outsourced to its partners, e.g. Knowit and 

Columbus. Moreover, Litium outsources the cloud part of its solution, primarily to 

Cloudnine. This means that the company is specific and niched, but also that it is 

exposed to the development of its partners. If Cloudnine or Knowit are experiencing 

setbacks in growth or profitability, this might affect the performance of Litium. 

The R&D is, as previously mentioned, capitalised on the balance sheet. Given that 

the actual number of employees working with developing the product is low, we 

assume that each person carries a significant amount of knowledge about the 

product. This means that if one or more of the employees decides to leave the 

company, Litium might suffer from brain drain, where employees take their 

knowledge to Litiumôs competitors.  

Financial risks 
The company has set a financial goal to be profitable in 2021. However, by 

reviewing the available quarterly and annual figures, Litium has not been profitable 

since the IPO.  Further, around 12-15% of the companyôs total income comprises of 

capitalised R&D. Even if top-line growth is strong, there is still a need to prove that 

the company can create and sustain healthy margins. 

By looking in to the balance sheet, it is important to emphasise that the total value of 

intangibles amount to roughly SEK 34m, which is equal to about 58% of the total 

assets. Even if it does not seem like Litium will have to do any write-downs of 

intangibles except for those already planned, there is certainly a potential risk with 

having 58% of the balance sheet in R&D. 
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Appendix: Management 

Below please find an overview of Litiumôs Board of Directors and Executive 

Management. It is important to emphasise that even if many of the persons are 

new to their positions, most of them have a long history within the company. 

 

 

 

Litiumôs Board of Directors 

 

Source: ABG Sundal Collier, company data 
 

Litiumôs Executive Management 

 

Source: ABG Sundal Collier, company data 
 

Position Name Nationality

Position 

held 

since

In Litium 

Since
Previous experiences Shares Value (SEKm) % of shares

President of the board Johan Rutgersson Swedish 2019 2010 CEO at Briox. CEO at Prognosia 49,706 0.7 0.5%

Member of the board David Ståhlberg Swedish N/A N/A
Management positions within Google 

Sweden and Procter & Gamble
0 0.0 0.0%

Member of the board Lars Karlsson Swedish 2006 2006
President of the Board at Dynamic 

Code, Millnet and Briox
438,926 6.6 4.5%

Member of the board Christian Rosendahl Swedish N/A 2010

CEO at Litium 2010-2016. 

Management positions at Iptor 

Supply Chain Systems

148,472 2.2 1.5%

Member of the board Marie Holmqvist Swedish N/A N/A
Director for ICA's Management 

Consultants
0 0.0 0.0%

Member of the board Mikael Lindblom Swedish N/A N/A
Founder of cloud company Medius. 

CFO at IFS Sweden
510,175 7.6 5.2%

Board of Directors

Position Name Nationality

Position 

held 

since

In Litium 

Since
Previous experiences Shares Value (SEKm) % of shares

CEO Henrik Lundin Swedish 2016 2004
Management roles in the Financial 

sector
168,030 2.5 1.7%

CFO Daniel Drambo Swedish 2016 2012
Management roles in the Financial 

sector
101,718 1.5 1.0%

Business Development 

Executive
Christian Rosendahl Swedish 2016 2010

CEO at Litium 2010-2016. 

Management positions at Iptor 

Supply Chain Systems

148,472 2.2 1.5%

CMO Åsa Lundborg Ling Swedish 2015 2010
Management positions in the IT 

sector
13,140 0.2 0.1%

Sales Executive Fredrik Hrdlicka Swedish 2016 2016
Sales and Content Development 

experience
10,000 0.1 0.1%

CIO Daniel Hultgren Swedish N/A 2011 Background within Sales and IT 28,161 0.4 0.3%

Product Manager Executive Ludvig Block Swedish 2016 2007
Background within Product 

Development
21,000 0.3 0.2%

Executive Management
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Appendix: Shareholders 

Long-term majority owners, 81% free float 
Litiumôs shareholder base is dominated by the long-term majority shareholder 

FastPartner AB, but also by institutional investors like Aktia Asset Management and 

Fredrik Österberg. Litium currently has a free float of 81%, and foreign ownership as 

of 30 June 2019 stood at 10%, according to data from Holdings. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Ten largest owners of Litium shares 

 

Source: ABG Sundal Collier, company data 
 

Insider ownership in Litium 

 

Source: ABG Sundal Collier, company data 
 

Owner No. of shares % Value (SEKm)

FastPartner AB 1,897,717 19.3% 28.4

Avanza Pension 603,599 6.1% 9.0

Mikael Lindblom 510,175 5.2% 7.6

Aktia Asset Management 500,000 5.1% 7.5

Fredrik Svederman 490,000 5.0% 7.3

Lars Karlsson 438,926 4.5% 6.6

Tagehus Holding AB 420,032 4.3% 6.3

Fredrik Österberg 350,000 3.6% 5.2

Sw edbank Försäkring 322,397 3.3% 4.8

Nordnet Pensionsförsäkring 312,279 3.2% 4.7

Owner No. of shares % Value (SEKm) Position

Mikael Lindblom 510,175 5.2% 7.6 Member of the board

Lars Karlsson 438,926 4.5% 6.6 Member of the board

Henrik Lundin 168,030 1.7% 2.5 CEO

Christian Rosendahl 148,472 1.5% 2.2 Member of the board

Johan Rutgersson 49,706 0.5% 0.7 President of the board
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Appendix: Acronymns 

Definitions 

The world of digital commerce is riddled with acronyms. Below is a glossary to some 

of the phrases used in this report. 

Digital Commerce: Digital commerce refers to the overarching infrastructure of e-

commerce, including analytics from search engines, social platforms and mobile 

apps. 

E-commerce: E-commerce refers to the buying and selling of goods and services, 

or the transmitting of funds or data, over an electronic network, primarily the 

internet. 

API: An API is a set of protocols, specifications or instructions allowing two software 

applications to interact and exchange data. 

B2B: B2B is referred to as exchange of products and services between two 

businesses. 

B2C: B2C refers to a business or transaction that is conducted directly between a 

company and consumers. 

Churn: Churn is the percentage of customers or subscribers who cut ties with the 

company or from the services in a given period. 

CMS: CMS is a back-end solution developed to control the content of the website, 

which is the front-end. 

CRM: CRM refers to a practice that helps an organisation to manage and analyse 

customerôs interactions throughout the customer life-cycle, to improve customer 

relationships in order to achieve business goals. 

PIM: PIM refers to a set of processes used to evaluate, identify, store, manage and 

distribute data or information.  

SEO: SEO refers to marketing that focuses on getting traffic from organic search 

results on search engines. 
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Source: ABG Sundal Collier, Company data 
  

Income Statement (SEKm) Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q2 2019 Q3 2019e Q4 2019e

Sales 7 7 7 10 10 10 10 14

COGS 0 0 0 0 0 0 0 0

Gross profit 7 7 7 10 10 10 10 14

Other operating items -7 -7 -7 -10 -10 -13 -13 -13

EBITDA 1 -0 0 0 -1 -3 -3 1

Depreciation and amortisation -2 -2 -2 -2 -2 -2 -2 -2

EBITA -1 -2 -1 -2 -3 -5 -5 -1

EO items 0 0 0 0 0 0 0 0

Impairment and PPA amortisation 0 0 0 0 0 0 0 0

EBIT -1 -2 -1 -2 -3 -5 -5 -1

Net financial items -0 -0 -0 -0 -0 -0 0 0

Pretax profit -1 -2 -1 -2 -3 -5 -5 -1

Tax 0 0 0 0 0 0 0 0

Net profit -1 -2 -1 -2 -3 -5 -5 -1

Minority interest 0 0 0 0 0 0 0 0

Net profit discontinued 0 0 0 0 0 0 0 0

Net profit to shareholders -1 -2 -1 -2 -3 -5 -5 -1

EPS 0 0 0 0 0 0 0 0

EPS Adj 0 0 0 0 0 0 0 0

Total extraordinary items after tax 0 0 0 0 0 0 0 0

Tax rate (%) 0 0 0 0 0 0 0 0

Gross margin (%) 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

EBITDA margin (%) 8.6 -0.7 4.6 0.0 -9.6 -29.1 -24.4 7.1

EBITA margin (%) -13.3 -22.9 -16.2 -15.9 -28.7 -47.5 -43.4 -6.9

EBIT margin (%) -13.3 -22.9 -16.2 -15.9 -28.7 -47.5 -43.4 -6.9

Pretax margin (%) -14.2 -23.5 -16.5 -16.2 -29.2 -47.7 -43.4 -6.9

Net margin (%) -14.2 -23.5 -16.5 -16.2 -29.2 -47.7 -43.4 -6.9

Growth rates Y/Y Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q2 2019 Q3 2019e Q4 2019e

Sales growth (%) 27.3 26.6 40.3 39.2 32.6 43.2 40.0 40.0

EBITDA growth (%) 21.8 +chg -36.2 -99.5 -chg -chg -chg 20,943.8

EBIT growth (%) -chg -chg -chg -chg -chg -chg -chg +chg

Net profit growth (%) -chg -chg -chg -chg -chg -chg -chg +chg

EPS growth (%) -chg -chg -chg -chg -chg -chg -chg +chg

Adj earnings numbers Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q2 2019 Q3 2019e Q4 2019e

EBITDA Adj 1 -0 0 0 -1 -3 -3 1

EBITDA Adj margin (%) 8.6 -0.7 4.6 0.0 -9.6 -29.1 -24.4 7.1

EBITA Adj -1 -2 -1 -2 -3 -5 -5 -1

EBITA Adj margin (%) -13.3 -22.9 -16.2 -15.9 -28.7 -47.5 -43.4 -6.9

EBIT Adj -1 -2 -1 -2 -3 -5 -5 -1

EBIT Adj margin (%) -13.3 -22.9 -16.2 -15.9 -28.7 -47.5 -43.4 -6.9

Pretax profit Adj -1 -2 -1 -2 -3 -5 -5 -1

Net profit Adj -1 -2 -1 -2 -3 -5 -5 -1

Net profit to shareholders Adj -1 -2 -1 -2 -3 -5 -5 -1

Net Adj margin (%) -14.2 -23.5 -16.5 -16.2 -29.2 -47.7 -43.4 -6.9



Litium 

 

2 October 2019 ABG Sundal Collier 43 

 

 

Source: ABG Sundal Collier, Company data 
  

Income Statement (SEKm) 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Sales 0 0 0 0 19 24 32 44 61 83

COGS 0 0 0 0 0 0 0 0 0 0

Gross profit 0 0 0 0 19 24 32 44 61 83

Other operating items 0 0 0 0 -18 -22 -31 -50 -57 -66

EBITDA 0 0 0 0 1 2 1 -5 5 17

Depreciation and amortisation 0 0 0 0 -6 -6 -6 -8 -8 -9

Of which leasing depreciation 0 0 0 0 0 0 0 0 0 0

EBITA 0 0 0 0 -5 -4 -5 -13 -3 9

EO items 0 0 0 0 0 0 0 0 0 0

Impairment and PPA amortisation 0 0 0 0 0 0 0 0 0 0

EBIT 0 0 0 0 -5 -4 -5 -13 -3 9

Net financial items 0 0 0 0 -0 -0 -0 -0 0 0

Pretax profit 0 0 0 0 -5 -4 -6 -13 -3 9

Tax 0 0 0 0 0 0 0 0 -1 -2

Net profit 0 0 0 0 -5 -4 -6 -13 -4 7

Minority interest 0 0 0 0 0 0 0 0 0 0

Net profit discontinued 0 0 0 0 0 0 0 0 0 0

Net profit to shareholders 0 0 0 0 -5 -4 -6 -13 -4 7

EPS 0 0 0 0 -0.75 -0.58 -0.56 -1.33 -0.41 0.70

EPS Adj 0 0 0 0 -0.75 -0.58 -0.56 -1.33 -0.41 0.70

Total extraordinary items after tax 0 0 0 0 0 0 0 0 0 0

Leasing payments 0 0 0 0 0 0 0 0 0 0

Tax rate (%) ns ns ns ns 0 0 0 0 17.1 22.0

Gross margin (%) nm nm nm nm 100.0 100.0 100.0 100.0 100.0 100.0

EBITDA margin (%) nm nm nm nm 5.9 8.3 2.9 -12.3 7.7 21.0

EBITA margin (%) nm nm nm nm -24.3 -15.3 -16.9 -29.6 -5.6 10.7

EBIT margin (%) nm nm nm nm -24.3 -15.3 -16.9 -29.6 -5.6 10.7

Pretax margin (%) nm nm nm nm -26.4 -16.1 -17.4 -29.7 -5.6 10.7

Net margin (%) nm nm nm nm -26.4 -16.1 -17.4 -29.7 -6.6 8.3

Growth rates Y/Y 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Sales growth (%) na na na na na 27.3 33.7 39.0 38.7 36.0

EBITDA growth (%) na na na na high 77.6 -53.2 -690.4 187.1 269.9

EBIT growth (%) na na na na high 19.7 -47.6 -142.6 73.7 358.7

Net profit growth (%) na na na na high 22.2 -44.8 -136.9 69.4 272.2

EPS growth (%) na na na na high 22.2 3.0 -136.9 69.4 272.2

Profitability 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

ROE (%) nm nm nm nm -32.7 -13.7 -14.7 -30.5 -8.8 12.0

ROE Adj (%) nm nm nm nm -32.7 -13.7 -14.7 -30.5 -8.8 12.0

ROCE (%) nm nm nm nm -25.5 -11.2 -13.2 -28.8 -7.3 15.0

ROCE Adj(%) nm nm nm nm -25.5 -11.2 -13.2 -28.8 -7.3 15.0

ROIC (%) na na na na -41.4 -16.3 -20.7 -42.0 -11.1 15.9

ROIC Adj (%) na na na na -41.4 -16.3 -20.7 -42.0 -11.1 15.9

Adj earnings numbers 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

EBITDA Adj 0 0 0 0 1 2 1 -5 5 17

EBITDA Adj margin (%) nm nm nm nm 5.9 8.3 2.9 -12.3 7.7 21.0

EBITDA lease Adj 0 0 0 0 1 2 1 -5 5 17

EBITDA lease Adj margin (%) nm nm nm nm 5.9 8.3 2.9 -12.3 7.7 21.0

EBITA Adj 0 0 0 0 -5 -4 -5 -13 -3 9

EBITA Adj margin (%) nm nm nm nm -24.3 -15.3 -16.9 -29.6 -5.6 10.7

EBIT Adj 0 0 0 0 -5 -4 -5 -13 -3 9

EBIT Adj margin (%) nm nm nm nm -24.3 -15.3 -16.9 -29.6 -5.6 10.7

Pretax profit Adj 0 0 0 0 -5 -4 -6 -13 -3 9

Net profit Adj 0 0 0 0 -5 -4 -6 -13 -4 7

Net profit to shareholders Adj 0 0 0 0 -5 -4 -6 -13 -4 7

Net Adj margin (%) nm nm nm nm -26.4 -16.1 -17.4 -29.7 -6.6 8.3
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Source: ABG Sundal Collier, Company data 

  

Cash Flow Statement (SEKm) 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

EBITDA 0 0 0 0 1 2 1 -5 5 17

Net financial items 0 0 0 0 -0 -0 -0 -0 0 0

Paid tax 0 0 0 0 0 0 0 0 -1 -2

Non-cash items 0 0 0 0 0 0 0 0 0 0

Cash flow before change in WC 0 0 0 0 1 2 1 -5 4 16

Change in WC 0 0 0 0 2 2 -1 2 2 3

Operating cash flow 0 0 0 0 3 3 0 -3 6 18

CAPEX tangible fixed assets 0 0 0 0 0 -0 -0 -0 -1 -1

CAPEX intangible fixed assets 0 0 0 0 -6 -8 -12 -14 -16 -19

Acquisitions and disposals 0 0 0 0 0 0 0 0 0 0

Free cash flow 0 0 0 0 -3 -5 -12 -17 -10 -2

Dividend paid 0 0 0 0 0 0 0 0 0 0

Share issues and buybacks 0 0 0 0 21 0 33 0 25 0

Other non cash items 0 0 0 0 -12 -0 -4 0 -3 -0

Decrease in net IB debt 0 0 0 0 6 -4 18 -17 12 -2

Balance Sheet (SEKm) 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Goodwill 0 0 0 0 0 0 0 0 0 0

Other intangible assets 0 0 0 0 24 27 32 38 46 56

Tangible fixed assets 0 0 0 0 0 0 0 1 1 2

Right-of-use asset 0 0 0 0 0 0 0 0 0 0

Total other fixed assets 0 0 0 0 0 0 0 0 0 0

Fixed assets 0 0 0 0 24 27 33 39 47 59

Inventories 0 0 0 0 0 0 0 0 0 0

Receivables 0 0 0 0 3 4 6 7 10 13

Other current assets 0 0 0 0 2 2 3 3 3 3

Cash and liquid assets 0 0 0 0 12 6 22 5 16 14

Total assets 0 0 0 0 42 39 64 54 76 89

Shareholders equity 0 0 0 0 30 26 50 37 54 61

Minority 0 0 0 0 0 0 0 0 0 0

Total equity 0 0 0 0 30 26 50 37 54 61

Long-term debt 0 0 0 0 3 3 2 1 1 0

Pension debt 0 0 0 0 0 0 0 0 0 0

Convertible debt 0 0 0 0 0 0 0 0 0 0

Leasing liability 0 0 0 0 0 0 0 0 0 0

Total other long-term liabilities 0 0 0 0 0 0 0 0 0 0

Short-term debt 0 0 0 0 3 1 1 1 1 1

Accounts payable 0 0 0 0 1 3 3 4 6 8

Other current liabilities 0 0 0 0 5 7 8 11 14 19

Total liabilities and equity 0 0 0 0 42 39 64 54 76 89

Net IB debt 0 0 0 0 -6 -2 -20 -3 -15 -13

Net IB debt excl. pension debt 0 0 0 0 -6 -2 -20 -3 -15 -13

Net IB debt excl. leasing 0 0 0 0 -6 -2 -20 -3 -15 -13

Capital invested 0 0 0 0 22 23 29 33 39 48

Working capital 0 0 0 0 -2 -4 -3 -6 -8 -11

EV breakdown 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Market cap. diluted (m) na na na na 52 61 89 131 131 131

Net IB debt Adj 0 0 0 0 -6 -2 -20 -3 -15 -13

Market value of minority 0 0 0 0 0 0 0 0 0 0

Reversal of shares and participations 0 0 0 0 0 0 0 0 0 0

Reversal of conv. debt assumed equity 0 0 0 0 0 0 0 0 0 0

EV na na na na 45 59 69 128 116 118

Capital efficiency 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Total assets turnover (%) nm nm nm nm 89.5 58.9 61.9 75.4 94.8 101.2

Working capital/sales (%) nm nm nm nm -6.1 -13.1 -11.6 -10.4 -11.2 -11.3

Financial risk and debt service 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Net debt/equity nm nm nm nm -0.21 -0.09 -0.40 -0.08 -0.27 -0.21

Net debt/market cap na na na na -0.12 -0.04 -0.19 -0.02 -0.11 -0.10

Equity ratio (%) nm nm nm nm 72.0 66.6 77.7 68.4 71.7 69.0

Net IB debt adj./equity nm nm nm nm -0.21 -0.09 -0.40 -0.08 -0.27 -0.21

Current ratio nm nm nm nm 2.01 1.14 2.45 0.90 1.36 1.10

EBITDA/net interest na na na na 2.93 10.94 5.81 -80.16 high high

Net IB debt/EBITDA nm nm nm nm -5.84 -1.17 -21.80 0.54 -3.08 -0.74

Net IB debt/EBITDA lease Adj nm nm nm nm -5.84 -1.17 -21.80 0.54 -3.08 -0.74

Interest cover nm nm nm nm -11.98 -20.01 -33.06 -154.35 nm nm
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Source: ABG Sundal Collier, Company data 

Valuation and Ratios (SEKm) 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Shares outstanding adj. 0 0 0 0 7 7 10 10 10 10

Fully diluted shares Adj 0 0 0 0 7 7 10 10 10 10

EPS 0 0 0 0 -0.75 -0.58 -0.56 -1.33 -0.41 0.70

Dividend per share Adj 0 0 0 0 0 0 0 0 0 0

EPS Adj 0 0 0 0 -0.75 -0.58 -0.56 -1.33 -0.41 0.70

BVPS 0 0 0 0 4.56 3.93 5.03 3.72 5.53 6.23

BVPS Adj 0 0 0 0 0.89 -0.11 1.78 -0.15 0.87 0.50

Net IB debt / share na na na na -1.0 -0.3 -2.0 -0.3 -1.5 -1.3

Share price na na na na 7.85 9.30 9.00 13.30 13.30 13.30

Market cap. (m) na na na na 52 61 89 131 131 131

Valuation 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

P/E na na na na -10.5 -16.0 -16.0 -10.0 -32.5 18.9

EV/sales na na na na 2.42 2.48 2.16 2.90 1.90 1.42

EV/EBITDA na na na na 40.9 30.0 74.6 -23.6 24.6 6.7

EV/EBITA na na na na -10.0 -16.2 -12.7 -9.8 -33.9 13.3

EV/EBIT na na na na -10.0 -16.2 -12.7 -9.8 -33.9 13.3

Dividend yield (%) na na na na 0 0 0 0 0 0

FCF yield (%) na na na na -6.3 -7.8 -13.1 -13.2 -7.8 -1.2

P/BVPS na na na na 1.72 2.36 1.79 3.58 2.41 2.13

P/BVPS Adj na na na na 8.80 -81.94 5.05 -91.23 15.25 26.56

P/E Adj na na na na -10.5 -16.0 -16.0 -10.0 -32.5 18.9

EV/EBITDA Adj na na na na 40.9 30.0 74.6 -23.6 24.6 6.7

EV/EBITA Adj na na na na -10.0 -16.2 -12.7 -9.8 -33.9 13.3

EV/EBIT Adj na na na na -10.0 -16.2 -12.7 -9.8 -33.9 13.3

EV/cap. employed na na na na 1.3 2.0 1.3 3.3 2.1 1.9

Investment ratios 2012 2013 2014 2015 2016 2017 2018 2019e 2020e 2021e

Capex/sales nm nm nm nm 33.5 34.8 37.3 32.0 27.0 24.0

Capex/depreciation nm nm nm nm 110.6 147.3 188.1 185.1 202.8 232.7

Capex tangibles/tangible fixed assets nm nm nm nm 0 98.7 72.8 50.0 40.9 35.8

Capex intangibles/definite intangibles nm nm nm nm 25.8 30.3 36.1 36.0 34.8 34.0

Depreciation on intangibles/definite intangibles nm nm nm nm 23.4 21.0 19.7 20.1 17.8 15.2

Depreciation on tangibles/tangibles nm nm nm nm 0 0 0 0 0 0
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Analyst certification 
I/We, Jesper  Birch-Jensen, the author(s) of this report, certify that not withstanding the existence of any such potential conflicts of interests 
referred to below, the views expressed in this report accurately reflect my/our personal view about the companies and securities covered in this 

report. 
 

Analyst valuation methods 
ABG Sundal Collier analysts may publish valuation ranges for stocks covered under Company Sponsored Research. These valuation ranges 
rely on various valuation methods. One of the most frequently used methods is the valuation of a company by calculation of that company's 

discounted cash flow (DCF). Another valuation method is the analysis of a company's return on capital employed relative to its cost of capital. 
Finally, the analysts may analyse various valuation multiples (e.g. the P/E multiples and the EV/EBITDA multiples) relative to global industry 
peers. In special cases, particularly for property companies and investment companies, the ratio of price to net asset value is considered. 

Valuation ranges may be changed when earnings and cash flow forecasts are changed. They may also be changed when the underlying value 
of a company's assets changes (in the cases of investment companies, property companies or insurance companies) or when factors 
impacting the required rate of return change. 

 

Important Company Specific Disclosure 
ssss 

The following disclosures relate to the relationship between ABG Sundal Collier and its affiliates and the companies covered by ABG Sundal 

Collier referred to in this research report. 

Unless disclosed in this section, ABG Sundal Collier has no required regulatory disclosures to make in relation to an ownersh ip position for the 

analyst(s) and members of the analyst's household, ownership by ABG Sundal Collier, ownership in ABG Sundal Collier by the company(ies) to 

whom the report(s) refer(s) to, market making, managed or co-managed public offerings, compensation for provision of certain services, 

directorship of the analyst, or a member of the analyst's household, or in relation to any contractual obligations to the issuance of this research 

report. 
 

ABG Sundal Collier has undertaken a contractual obligation to issue this report and receives predetermined compensation from the company 
covered in this report. A redacted version of this research report has been sent to Litium for the purposes of checking its f actual content only. 

Any changes made have been based on factual input received.  
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ABG Sundal Collier is not aware of any other actual, material conflicts of interest of the analyst or ABG Sundal Collier of which the analyst 
knows or has reason to know at the time of the publication of this report.  
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Disclaimer 
This document has been prepared by ABG Sundal Collier which is the marketing name referring to all or any of ABG Sundal Colli er ASA, ABG 
Sundal Collier AB or ABG Sundal Collier Partners LLP and any of their affiliated or associated companies and their directors, officers, 

representatives and employees. 

This research product is commissioned and paid for by the company covered in this report. As such, this report is deemed to c onstitute an 

acceptable minor non-monetary benefit (i.e. not investment research) as defined in MiFID II. 

This research product has not been prepared in accordance with legal requirements designed to promote the independence of investment research 

and is not subject to any prohibition on dealing ahead of the dissemination.  
 
This report is provided solely for the information and use of professional investors, who are expected to make their own investment decis ions 

without undue reliance on this report. The information contained herein does not apply to, and should not be relied upon by, retail clients. This 
report is for distribution only under such circumstances as may be permitted by applicable law. Research reports prepared by ABG Sundal Collier 
are for information purposes only. ABG Sundal Collier accepts no liability whatsoever for any losses arising from any use of this report or its 

contents. This report is not to be used or considered as an offer to sell, or a solicitation of an offer to buy. The information herein has been obtained 
from, and any opinions herein are based upon, sources believed reliable, but ABG Sundal Collier makes no representation as to its accuracy or 
completeness and it should not be relied upon as such. All opinions and estimates herein reflect the judgment of ABG Sundal Collier on the date 
of this report and are subject to change without notice. Past performance is not indicative of future results. 

This research report does not, and does not attempt to contain everything material that there is to be said about Litium. 

The compensation of our research analysts is determined exclusively by research management and senior management, but not including 
investment banking management. Compensation is not based on specific investment banking revenues, however, it is determined f rom the 
profitability of the ABG Sundal Collier Group, which includes earnings from investment banking operations and other business. Investors should 

assume that ABG Sundal Collier is seeking or will seek investment banking or other business relationships with the companies in this report. The 
research analyst(s) responsible for the preparation of this report may interact with trading desk and sales personnel and other departments for the 
purpose of gathering, synthesizing and interpreting market information. From time to time, ABG Sundal Collier  and its affiliates and any 

shareholders, directors, officers or employees thereof may (I) have a position in, or otherwise be interested in, any securit ies directly or indirectly 
connected to the subject of this report, or (II) perform investment banking or other services for, or solicit investment banking or other services 
from, a company mentioned in this report. ABG Sundal Collier relies on information barriers to control the flow of information contained in one or 

more areas of ABG Sundal Collier, into other areas, units, groups or affiliates of ABG Sundal Collier. 

Norway: ABG Sundal Collier ASA is regulated by the Financial Supervisory Authority of Norway (Finanstilsynet); Sweden: ABG Sundal Collier AB 

is regulated by the Swedish Financial Supervisory Authority (Finansinspektionen); UK: This report is a communication made, or approved for 
communication in the UK, by ABG Sundal Collier Partners LLP, authorised and regulated by the Financial Conduct Authority in the conduct of its 
business. US: This report is being distributed in the United States in accordance with FINRA Rule 1050(f)(3)(B) by ABG Sundal Collier Inc., a 

FINRA member which accepts responsibility for its content. Research analysts are not registered/qualified as research analysts with FINRA or the 
NYSE, and are not associated persons of ABG Sundal Collier Inc. and therefore not subject to FINRA Rule 2241, the research analyst conflict 
rules. Research reports distributed in the U.S are intended solely for ñmajor institutional investorsò, as defined under Rule 15a-6 of the Securities 

Exchange Act of 1934. Each U.S major institutional investor that receives a copy of this research report by its acceptance represents that it agrees 
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it will not distribute this research report to any other person. Any U.S. major institutional investor receiving this report who wishes to effect 

transactions in any securities referred to herein should contact ABG Sundal Collier Inc., not its affiliates. Further information on the securities 
referred to herein may be obtained from ABG Sundal Collier Inc., on request. 

Singapore: This report is distributed in Singapore by ABG Sundal Collier Pte Ltd, which is not licensed under the Financial Advisers Act (Chapter 
110 of Singapore). In Singapore, this report may only be distributed to institutional investors as defined in Section 4A(1)(c) of the Securities and 
Futures Act (Chapter 289 of Singapore) (ñSFAò), and should not be circulated to any other person in Singapore. 

This report may not be reproduced, distributed or published by any recipient for any purpose whatsoever without the prior written express 
permission of ABG Sundal Collier. 

Additional information available upon request. If reference is made in this report to other companies and ABG Sundal Collier provides 
research coverage for those companies details regarding disclosures may be found on our website www.abgsc.com. 

© Copyright 2019 ABG Sundal Collier ASA 
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Anders Idborg +46 8 566 286 74 

Olof Cederholm +46 8 566 286 22 

Karl Bokvist +46 8 566 286 33 
 

Chemicals 

Martin Melbye +47 22 01 61 37 

Bengt Jonassen +47 22 01 60 98  

Petter Nyström +47 22 01 61 35 
 

Construction & Real Estate 

Tobias Kaj +46 8 566 286 21 

Bengt Jonassen +47 22 01 60 98 

Laurits Louis Kjaergaard                                                +45 35 46 30 12 
 

Consumer Goods 

Petter Nyström +47 22 01 61 35 

Morten Raunholt Eismark +45 35 46 30 16 

Ludvig Kapanen +46 8 566 286 91 
 

Credit Research 

Rikard Magnus Braaten +47 22 01 60 86 

Andreas Johannessen +47 22 01 60 31 

Haakon Amundsen +47 22 01 60 25 

Glenn Kringhaug +47 22 01 61 62 

Karl Fredrik Schjøtt-Pedersen +47 22 01 61 65 

Eric Wahlström                                                               +46 8 566 286 25 
 

Financials 

Magnus Andersson +46 8 566 294 69 

Mads Thinggaard +45 35 46 30 18 

Patrik Brattelius +46 8 566 286 64 

Jan Erik Gjerland +47 22 01 61 16 

Jonas Bru Lien                                                               +47 22 01 61 71 
 

Food & Beverages 

Morten Raunholt Eismark +45 35 46 30 16 
 

Healthcare 

Rickard Anderkrans +46 8 566 286 73 

Daniel Thorsson +46 8 566 286 82 

Victor Forssell                                                                +46 8 566 286 92 

Jannick Lindegaard Denholt                                           +45 35 46 30 13 
 

lnvestment Companies 

Derek Laliberte +46 8 566 286 78 
 

IT 

Aksel Øverland Engebakken +47 22 01 61 11 

Daniel Thorsson +46 8 566 286 82 

André Thormann +45 35 46 30 19 

Simon Granath                                                               +46 8 566 286 32 

Jesper Birch-Jensen                                                      +46 8 566 286 13 
 

Media 

Aksel Øverland Engebakken                                          +47 22 01 61 11 
Derek Laliberte                                                               +46 8 566 286 78 
 
 

 Metals & Mining 

Martin Melbye +47 22 01 61 37 

 Bengt Jonassen +47 22 01 60 98 

Petter Nyström +47 22 01 61 35 
 

Oil & Gas 

John Olaisen +47 22 01 61 87 

Karl Fredrik Schjøtt-Pedersen +47 22 01 61 65 
 

Oil Service 

John Olaisen +47 22 01 61 87 

Haakon Amundsen +47 22 01 60 25 

Lukas Daul +47 22 01 61 39 

Karl Fredrik Schjøtt-Pedersen +47 22 01 61 65 
 

Online Gaming 

Aksel Øverland Engebakken +47 22 01 61 11 

Erik Moberg                                                                   +46 8 566 286 87 

Stefan Knutsson                                                            +46 8 566 286 37 

 Jesper Birch-Jensen                                                      +46 8 566 286 13 
 

Pulp & Paper 

Martin Melbye +47 22 01 61 37  

Øystein Elton Lodgaard                                                +47 22 01 60 26 
 

Renewable Energy 

Casper Blom +45 35 46 30 15 

Petter Nyström +47 22 01 61 35 
 

Retail 

Fredrik Ivarsson +46 8 566 286 95 

Ludvig Kapanen +46 8 566 286 91 
 

Seafood 

Martin Kaland +47 22 01 60 67 
 

Services 

Morten Raunholt Eismark +45 35 46 30 16 

Victor Forssell                                                               +46 8 566 286 92 
 

Shipping & Transport 

Dennis Anghelopoulos                                                  +47 22 01 60 37 

Casper Blom +45 35 46 30 15 

Lukas Daul +47 22 01 61 39 
 

Telecom Operators 

Peter Kurt Nielsen +44 207 905 5631 
 

Utilities 

Martin Melbye +47 22 01 61 37  

Petter Nyström +47 22 01 61 35 
 

Small Caps 

 Daniel Thorsson +46 8 566 286 82 

 Laurits Louis Kjaergaard                                               +45 35 46 30 12 
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