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Skolon
Time for school

• Scalable, high-growth EdTech platform

• We estimate a sales CAGR of 39% in '24e-'26e

• FVR of SEK 20-35 per share ('24e EV/sales of 3.4x-6.2x)

Digitising the analogue education market
Skolon offers a comprehensive platform for digital educational technology
(EdTech), gathering EdTech tools from various suppliers in one place,
ensuring easy and secure access for students and teachers. The company
operates under a software-as-a-service (SaaS) model and generates
revenue through subscription fees from users, as well as partner fees
when distributing their solutions. We believe that Skolon is positioned
to capitalise on a digitisation of education in Europe, as it expands from
Sweden to other North European countries.

Increased profitability to be expected
The company has reported rapid sales growth of 69% in '22 and 67%
in '23 and has grown both in terms of price and volume. While signing
new contracts with education providers has reduced the gross margin
temporarily, Skolon has still been able to grow gross profit at an average of
21% per annum in '22-'23. We assess that this effect will have less impact
over time, as recurring subscription revenue increases on both volumes
and prices. Skolon has grown its subscriber base by ~30% per annum
in '21-'23, and we estimate that growth will moderate somewhat to 26%
in '24e-'26e. We expect EBITDA to increase from SEK -4m in '23 to SEK
31m in '26, thanks to the company's SaaS model and increasing fees.

We arrive at a fair value range of SEK 20-35 per share
We estimate a fair value range of SEK 20-35 per share, based on a variety
of valuation methodologies. On our estimates, Skolon is currently trading
in line with peers, at 4.3x '24e EV/sales.
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Skolon OMX Stockholm All Share Index

2024e 2025e 2026e

P/E (x) -284.1 108.7 26.3
P/E adj. (x) -312.3 108.7 26.3
P/BVPS (x) 43.73 31.18 14.26
EV/EBITDA (x) 321.1 55.1 18.2
EV/EBIT adj. (x) -244.5 110.0 23.5
EV/sales (x) 4.32 2.98 2.04
ROE adj. (%) -8.9 33.5 74.5
Dividend yield (%) 0.0 0.0 0.0
FCF yield (%) 0.7 2.2 5.8
Le. adj. FCF yld. (%) 0.7 2.2 5.8
Net IB debt/EBITDA (x) -18.2 -4.5 -2.8
Le. adj. ND/EBITDA (x) -18.2 -4.5 -2.8

Analyst(s): nikola.kalanoski@abgsc.se, +46 8 566 286 04
alice.beer@abgsc.se, +46 8 566 286 87

SEKm 2022 2023 2024e 2025e 2026e

Sales 62 103 142 201 275
EBITDA -6 -4 2 11 31
EBITDA margin (%) -9.6 -3.7 1.3 5.4 11.2
EBIT adj. -11 -7 -3 5 24
EBIT adj. margin (%) -18.5 -6.7 -1.8 2.7 8.7
Pretax profit -9 8 -2 6 25
EPS -0.35 0.29 -0.09 0.22 0.93
EPS adj. -0.43 0.31 -0.08 0.22 0.93
Sales growth (%) 69.2 67.0 37.1 41.6 36.9
EPS growth (%) -98.6 -182.8 -129.7 -361.3 313.5

Source: ABG Sundal Collier, Company Data

Disclosures and analyst certifications are located on pages 41-42 of this report.
This research product is commissioned and paid for by the company covered in this report. As such, this report is deemed to
constitute an acceptable minor non-monetary benefit (i.e. not investment research) as defined in MiFID II.



Skolon
 

 Company description
Skolon provides a SaaS B2B platform for educational
technology, allowing educational providers to collect and
curate digital learning tools for K-12 students and teachers.
The company charges its clients (education institutions) a
subscription fee for each end-user. It also charges its partners
(EdTech tool suppliers) a fixed fee for platform presence, and
a take-rate from sales generated through the Skolon platform.
Key markets include the Nordics and the UK. The company's
financial target is an annual sales growth rate of 50%.

Risks
Key risks include increased competition in a relatively under
penetrated market, security breaches that could compromise
student data, changes to the regulatory landscape regarding
data security, and an inability to generate maintainable profit,
given the company's brief operating history as a publicly listed
entity.

Annual ARPPU and y-o-y growth

Source: ABG Sundal Collier, Company data

Number of paying users (thousands)

Source: ABG Sundal Collier, Company data

Sales and organic growth y-o-y

Source: ABG Sundal Collier, Company data

adj. EBITDA and margin

Source: ABG Sundal Collier, Company data

Free cash flow (excl. M&A) and FCF margin

Source: ABG Sundal Collier, Company data

Net cash position

Source: ABG Sundal Collier, Company data
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 Summary
Skolon is a Swedish Software-as-a-Service (SaaS) company, which provides a
comprehensive platform for 5,500+ digital Educational Technology (EdTech) tools
from various suppliers. Skolon operates a B2B business model and provides its
services through a cloud-based subscription. The platform alleviates administrative
work for teachers and administrators by providing built-in licence management, user
statistics and GDPR-compliant data storage, and creates easy access to EdTech
tools for students. The company's biggest market is currently Sweden, but it has
expanded into the rest of the Nordics and the UK, which provides attractive growth
opportunities. The European EdTech market is estimated to grow at a sales CAGR of
32% in '21-'26e, and we estimate a sales CAGR for Skolon in the same period of 46%.
We arrive at a fair value range of SEK 20-35 per share.

Operational model
Skolon's main customers are municipalities and multi academy trusts (MATs), which buy
licences for the platform that are then made available to the affiliated schools. Teachers and
administrators have the flexibility to gradually incorporate additional tools into the platform
based on their needs, through the one-click-buy service Skolon Store. The tools available
within the platform are supplied from various entities which enter partnership contracts with
Skolon. The company generates revenue through the recurring subscription fees from the
users and partner fees. Partners pay an annual fee for platform presence, and an additional
fee (based on a take-rate), when users purchase partner tools.

The Skolon business model

Source: ABG Sundal Collier, Company data

Financials and forecasts
Skolon's main stream of revenue is generated through digital licence revenues, which
are the subscription fees from users and the take-rates from partner revenue. Skolon has
exhibited rapid growth of 69% in FY'22 and 67% (97% organically) in FY'23. However, as
gross profits have been fairly low, opex has historically amounted to (and at times exceeded)
the gross profit.

We expect organic sales growth of 42% in '24e and '25e, respectively. We assess that
Skolon will be able to increase its subscriber base most significantly in the UK with the
expected continued international expansion. Furthermore, while the Nordic market is more
mature in terms of volumes, we expect Skolon to be in a position to increase prices for
partner fees as well as for users in these markets.
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 Sales and organic growth y-o-y

Source: ABG Sundal Collier, Company data

As we assess that an increase in prices, especially for partner fees, would generate higher
margins, we expect EBITDA margins to increase from -4% in '23, to 1.3% in '24e, and
5%-11% in '25e-'26e. Due to positive net financials of SEK 15m in '23, profit for the period
increased from SEK -9m in '22 to SEK 8m in '23. As these net financials were generated
through a divestment of a subsidiary, we expect profit for '24e to be SEK -2m, subsequently
improving to SEK 6m in '25e and SEK 25m in '26e. Skolon generated negative free cash
flow (excl. M&A) of SEK -2m in '23, and we expect a FCF improvement to SEK 5m in '24e,
increasing further to SEK 14m-38m in '25e-'26e.

Cash conversion '24e-'26e (SEKm)

Source: ABG Sundal Collier, Company data

Valuation
We use three separate valuation methods for Skolon and arrive at an estimated fair value
range of SEK 20-35 per share. This implies a 2024e EV/sales range of 3.4x-6.2x.

Fair value range of SEK 20-35

Source: ABG Sundal Collier, Company data

23 February 2024 ABG Sundal Collier 4

 



Skolon
 

 
Company overview
Skolon is a Swedish Software-as-a-Service (SaaS) company established in 2014
and is dedicated to providing an innovative digital platform tailored to the needs
of educational institutions. The platform aggregates a diverse array of digital
Educational Technology (EdTech) tools from various suppliers, creating a simple way
for students and teachers to access their personal collection of tools and materials.
Skolon operates by delivering a cloud-based subscription service under a B2B model.

An ecosystem of educational tools
The fundamental business concept revolves around providing a comprehensive platform
that creates a seamless and secure integration of digital educational tools in every
classroom. Skolon identified a significant concern among educators in relation to
EdTech regarding time management. On average, teachers and students were spending
approximately 10 minutes of valuable class time initiating digital tools. Given that each class
typically spans 40-45 minutes, this posed a substantial challenge. Skolon has created a
solution by developing a platform where all available EdTech tools can be accessed with a
single click, drastically reducing the startup time from 10 minutes to a matter of seconds.

The Skolon dashboard

Source: Company data

Skolon's digital platform provides teachers and schools with a wide array of tools to choose
from, so that each teacher can customise their subscription to the needs of their students,
eliminating the need to access several accounts and websites through locating all necessary
software in one place. The primary objective is to simplify and enhance digital education
for both students and teachers, with the company aiming for its platform to serve as a
centralised hub for educational tools. The aim is to streamline educational processes,
minimise technical challenges and facilitate easy access to relevant materials, thus allowing
educators to focus on teaching rather than navigating technological stumbling blocks. Skolon
also provides increased data security, and is in full compliance with EU regulations regarding
GDPR and Schrems II, which facilitates data management for its customers.
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Source: ABG Sundal Collier

The platform is currently aimed at K-12 students (an international expression for grades
six through twelve), predominantly . By incorporating a library featuring over 5,500 digital
education tools and materials sourced from more than 180 partners, Skolon covers a
substantial portion of Europe's leading EdTech companies. Skolon not only strives to boost
operational efficiency within schools, but also creates opportunities for emerging companies
and EdTech developers to broaden their client bases. Moreover, Skolon aims to reduce
sales and development costs for these entities by providing a user-friendly platform that
facilitates seamless access to their software.

An idea based on a societal issue
In 2014, the OECD released the results from its latest Programme for International Student
Assessment (PISA). The PISA test measures 15-year-olds' knowledge within mathematics,
reading and science. Sweden has long been regarded as a top-performing country within
education, but the 2012 test showed a major setback for Swedish students, with ~24% of
Swedish students classified in the “low performance” bracket. The PISA results of 2012,
and the following 2014 media debate on how schools were failing to use technology to their
advantage, sparked the idea of Skolon.

PISA score history

Source: ABG Sundal Collier, SVT News

Company history
Founded in 2014, Skolon officially launched its digital platform in 2015. Building on this
foundation, the company forged partnerships with several major educational material
companies in the Nordics during the following year. In 2017, Skolon successfully introduced
its platform to the Norwegian market. Furthermore, in 2019, the company acquired Svensk
Talteknologi AB, a distributor and retailer of assistance tools for education in Sweden, but
later sold this subsidiary in Q2'23. In 2022, Skolon was listed on Nasdaq First North Growth
Market and expanded into the UK and Denmark.
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 Company timeline

Source: ABG Sundal Collier, company data

Unlocking educational potential
EdTech tools play a pivotal role in enhancing the educational landscape of municipalities,
multi-academy trusts (MATs) and independent schools. This collaborative effort ensures
that students within these trusts or regions have access to the latest advancements in
digital learning tools, contributing to the overall improvement of educational quality and
effectiveness. Apart from serving as a gathering place for all relevant tools and materials,
Skolon has a range of additional benefits for both teachers and students.

• Single sign-on and data sync
Skolon's software includes a single sign-on (SSO) framework with built-in rights
management, which enables users to connect their Skolon accounts with existing
identity providers. Skolon integrates all accounts so that there is no need for
additional identification or sign-ins, as well as automatically syncing all relevant data
for different administrative systems whether the school uses one or several data
sources.

Source: Company data

• Administration of digital tools
The platform has a built-in function for licence management, making it possible to
oversee and manage licences for different educational tools from different suppliers
in one place. This enables teachers and administrators to seamlessly assign and
distribute the right licence to the right student. This can be managed manually or set
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 up automatically to ensure that all students in a given class have access to the same
licences.

The Skolon platform (desktop and mobile)

Source: Company data

• Statistics and analysis
Skolon has a data visualisation tool that automatically creates reports on the usage
of different tools by the students. This creates an opportunity for teachers to optimise
educational efforts and analyse which tools are not being used to their full potential,
as well as seeing which tools are most necessary. The tool presents statistics in both
tables and graphs, making it easy to see changes over time as well as compare e.g.
specific classes against the school average or the school average to other schools
using Skolon.

Skolon's data visualisation tool

Source: Company data
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 • Integration
With connections to all popular teaching platforms, all of these tools become
available in Skolon's Learning Management System (LMS). This creates a seamless
transition from one tool to another without additional sign-ins. The platform also
safely and automatically syncs data from different sources into one place. Skolon
maintains partnerships with Apple, Microsoft and Google for Education, ensuring that
any computer or tablet is compatible with Skolon.

• Artificial Intelligence
Skolon recently launched an AI service to further optimise its platform. Students can
ask questions about the material and have it summarised or explained differently,
which enables Skolon to cater to different ways of learning depending on the
individual preferences of the student. Teachers can also use the AI service to
generate questions about the material that can serve as a basis for exams or
exercises. Similarly, students can use the service to have the AI generate questions
that they can use to quiz themselves. Skolon has also conducted research on which
questions teachers are asked most frequently, and the company emphasises that
students being unsure of how to start an assignment or navigate instructions is a
common issue within education. With Skolan's solution, students can have the AI
explain instructions in simpler terms, summarise them or present them in a step-
by-step process, which ultimately allows students to more easily start work on
assignments while saving time for the teacher.
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 Business model
The company's business model is structured as a two-sided marketplace, creating value for
both customers and partners. Revenue is generated through annual recurring subscriptions,
primarily from customers but partly from partners. In the Software as a Service (SaaS)
distribution model, the platform provides customers with access to a data centre and specific
software through online subscriptions. This approach eliminates the need for customers
to maintain hardware and other resources, allowing them to access software seamlessly
through the SaaS provider.

Customer revenue streams are derived from the functionalities offered within the platform,
with the amount contingent on the specific functions and modules used by the customer.
In instances where customers opt to purchase services or tools directly within the platform,
Skolon functions as a retailer. Subscriptions typically span an initial term of 12-36 months
with automatic renewal.

The Skolon business model

Source: ABG Sundal Collier, Company data

Software as a service
The Software as a Service (SaaS) model operates on a subscription-based framework,
where users pay a recurring fee for access to centrally hosted software applications. Instead
of traditional software ownership, SaaS provides a more cost-effective and scalable solution.
From a financial perspective, SaaS companies can reap significant benefits. Firstly, the
subscription-based model generates a steady, predictable revenue stream. Secondly, SaaS
reduces upfront costs for clients, making it an attractive option. This lower barrier to entry
facilitates wider market adoption, broadening the customer base. As the user base expands,
a SaaS company can experience increased revenue without a proportional rise in operating
costs, leading to improved profitability over time.

Moreover, the SaaS model inherently allows for easier updates and maintenance.
Centralised management of software means that updates can be seamlessly deployed to all
users, reducing the need for costly individual installations or support. This efficiency not only
improves the user experience, but also streamlines operational costs for the SaaS company.

Revenue share to partners
The revenue share allocated to signed partners is individually tailored through contractual
agreements. The fee is based on a percentage of the available volume in the market in
relation to factors such as usage of the tool by Skolon's users at the time of the agreement,
the type of partner, brand establishment and number of products. Over time, adjustments
and renegotiations can be made depending on volumes and other potential developments
in the collaboration. Additionally, partners contribute a fixed annual subscription fee to
participate in Skolon's platform. Partners stand to gain from the platform's capabilities, which
include providing access to a broad audience and fostering collaboration opportunities for
the development of innovative educational tools and services.
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 Skolon Store
Skolon provides a "one-click-buy" service. Customers have the flexibility to gradually
incorporate additional tools into the platform based on their needs. Furthermore, customers
can purchase individual tools and services within the platform after a licence has been
acquired, e.g. in the case of a new student joining a class. On average, the purchase of an
EdTech licence to the point of delivery can take up to two weeks. Skolon's store reduces this
timeline to only a few seconds.

Value proposition for costumers and partners
Skolon brings value in many ways for both its customers and partners. For customers, the
platform facilitates the many obstacles experienced by students and teachers in combining
digital learning materials from various suppliers

Skolon's ARPPU constitutes ~2% of Swedish student budget*

Source: ABG Sundal Collier, Sweden Statistics, Company data

Footnote:  (*) Budget refers to cost of learning materials, equipment & school library costs per student.

Customer base
In the Nordics, the majority of customers are municipalities. When a municipality signs a
contract with Skolon, this gives all the schools within the region access to Skolon. This
means that winning a single contract with a municipality leads to a large addition of users.
For example, in December 2023, Skolon signed a contract with Norwegian municipality
Innlandet, which entailed ~13,000 licences.

The UK school system differs significantly from the Nordics in terms of the share of public
vs. private schools. Skolon's main customers in the UK are multi-academy trusts. Multi-
academy trusts (MATs) are entities tasked with the oversight and management of multiple
academies within the United Kingdom. Established as charitable organisations, MATs
are mandated to operate without a profit motive, with any surplus funds required to be
reinvested within the trust.

23 February 2024 ABG Sundal Collier 11

 



Skolon
 

 Market overview
The EdTech market
The Educational Technology (EdTech) market comprises digital tools and services targeting
the educational system from preschool to higher education. This market includes a variety
of services, such as digital learning materials, teaching materials, administrative systems,
testing tools and learning management systems.

The K-12 EdTech market is expected by QYResearch to grow globally at a CAGR of 24%
over the next decade. The European market, in particular, is projected to grow from an
estimated USD 778m in 2020 to USD 4,157m in 2026, corresponding to a CAGR of 32%.
This is driven by the need for increased operational effectiveness, management of student
enrolment and rising demand for customised solutions to meet students' specific needs.

European K-12 Education Technology Market (USDm)

Source: ABG Sundal Collier, QYResearch

In 2020, the already promising emerging EdTech market received a significant boost when
COVID-19 forced education to shift towards digital platforms and communication. This
served as a catalyst for the supply side of the market, which had previously grappled
with high entry barriers due to a lack of usage experience among teachers, school
administrators and other public actors. The proportion of EdTech expenditures in relation to
total educational expenditures has increased in recent years, and is expected to continue
rising. It is estimated by HolonIQ to grow 6 p.p from 4.9% in 2022 to 5.5% in 2025. This
development is reflected in Skolon’s ARRPU in its core market, Sweden, increasing from
~1% in 2020 to ~2% in 2023, relation to total educational material spending per student
(K-12).

Skolon increases ARPPU...

Source: ABG Sundal Collier, Company data, SCB

...to capitalise on the observed global trend

Source: ABG Sundal Collier, HolonIQ
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Market position
Skolon has established a strong market position in its domestic market, Sweden, which was
launched in 2015, and in Norway, which was launched in 2017. During the past years, the
company has ramped up its international expansion and entered the UK market as well as
Denmark and Finland. The expansion into new markets has turned out well, with a signed
multi-year agreement with three MATs in the UK and its first signed agreement in Denmark
(with Middlefart municipality). In 2023, Skolon reported 707,092 paying users.

Sweden and Norway
In Sweden and Norway, the company is a well-known actor among school principals with
extensive reach among municipalities across both countries. Historically, growth in these
markets has been driven by a rising number of paying users, as well as by higher prices in
recent years. We anticipate strong potential for the company to sustain its historical growth
rate of paying users for a few more years. With that said, however, we believe that the
primary avenue for future growth will be pricing. The company has already substantially
raised its ARPPU by 112% between '20-'23, without adversely affecting the churn rate. This
outcome indicates robust pricing power and platform stickiness.

Newly entered markets
Skolon has a history of successfully entering new markets, with 39% of its current revenue
stemming from markets outside of Sweden, compared to 2% in 2021. The newly entered
markets, namely the UK, Norway and Denmark, have been the main focus for the company
during the past year and will continue to be the focus in the upcoming year. In the UK
market, Skolon achieved positive results from the initial roll-out of the platform to several
schools in England during H1 2023. This led to a multi-year agreement with three multi-
academy trusts, encompassing approximately 50,000 paying users, including teachers
and students. This not only marked a significant milestone, but also helped mitigate
concerns regarding expansion outside the Nordics. In Denmark, the company has signed
its first agreement with the municipality of Middlefart, marking an important step for further
establishment in the market.

Net sales split Sweden/other markets

Source: ABG Sundal Collier, Company data

Looking ahead, we believe that the launches in both countries, and particularly the positive
references from the UK market given the large total addressable market (TAM), make the
growth prospects very exciting. Additionally, we see good potential for increased prices in
both markets given the positive response in Sweden and Norway, with no noticeable effect
on the churn rate.
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 The UK market
In 2022, the UK Department for Education published a research report on the education
technology market in England, identifying 1,017 companies that are active in supplying
products and services in the EdTech market in England. They found that EdTech companies
generated GBP ~3.8b of gross value added in 2021. This estimate suggests that the EdTech
market in England accounts for almost 4% and 3% of the English educational (GBP 101b)
and digital markets (GBP 148b), respectively. The report divided EdTech into the following
market segments within the UK:

Source: ABG Sundal Collier, UK Department for Education, Frontier Economics analysis of Glass.ai data

The study found that ~40% of companies provide resources for parents and pupils, and that
the remainder of the market is mainly divided between digital learning products or content
(19%), school management (17%) and class aid or educational support (13%). Furthermore,
it found that ~40% of companies are active in more than one segment and ~13% in more
than two. We have examined the companies listed in the report within different segments,
and found that while several companies are active across segments, Skolon stands out as
being active in all segments except hardware/devices and SEND. Furthermore, according
to research by Frontier Economics analysis of Glass.ai, EdTech companies could be divided
into four size categories: micro (≤ 10 employees), small (≤ 50 employees), medium (≤ 250
employees) and large (> 250 employees). As such, Skolon would be classified in the small
category, which held a proportion of 27% of all UK EdTech companies.

Understanding the demand side of the EdTech market
We believe that the extensive research conducted in the UK is reflective of the EdTech
market globally, and indicates both advantages and challenges for Skolon. Surveys have
demonstrated that the extent to which EdTech is used in schools depends on whether the
schools have clear objectives for this technology, and whether the specific problems it can
address and/or the benefits it might have are well-defined. The demand for finding effective
EdTech solutions is rising in both the Nordics and the UK, which is a driver for the former
objective. When it comes to well-defined benefits, Skolon faces both an advantage and a
challenge. On one hand, Skolon provides accessibility to such a wide selection of tools that
the majority of issues facing educators can be solved by any number of tools specific to their
needs. On the other hand, given that a large part of Skolon's business idea revolves around
connecting end-users to their partner's tools, it could seem challenging for a customer to
clearly define the problems that Skolon addresses if they do not yet have a clear view of
which tools they need or do not have previous experience using EdTech.

23 February 2024 ABG Sundal Collier 14

 

https://www.gov.uk/government/publications/the-education-technology-market-in-england
https://www.frontier-economics.com/uk/en/news-and-articles/news/news-article-i9937-assessing-the-edtech-market-in-england/


Skolon
 

 Competition
Skolon operates within a relatively fragmented market characterised by numerous smaller
actors offering various EdTech solutions for schools and students. In addition, Skolon faces
competition from traditional school material publishers. These publishers act as competitors
by directly targeting schools with their digital offerings, bypassing the need for Skolon's
platform as an intermediary.

Niched EdTech companies
Historically, Skolon has encountered limited direct competition from companies providing
students and teachers with a comparable platform that aggregates digital learning
materials from various suppliers. Most Nordic EdTech companies focused on learning
materials (excluding those concentrating on administrative services, testing tools and
other non-learning material-related operations) have instead directed their focus towards
different niches. For instance, they are involved in developing platforms that offer online
courses, thereby placing them in direct competition with traditional learning material
publishers. Nevertheless, we have identified two companies operating in the UK and the US,
respectively, that offer a similar solution to Skolon.

Competitor overview

Source: ABG Sundal Collier, company data

Wonde
In the UK, Wonde provides a platform for more than 28,000 schools in 60+ countries,
gathering digital learning materials in one place. The company's geographical presence is
mainly in the UK, Australia and South Africa. Wonde is the primary competitor for Skolon
in the UK, but we note that Skolon's offering includes a broader platform and functionalities
regarding statistics and data security that Wonde lacks. Furthermore, Wonde is not currently
active in any European country outside the UK.

Clever
We have also identified Clever, a subsidiary of the Norwegian EdTech company Kahoot!,
which is active in the US market. Clever functions as a platform integrating diverse digital
learning materials and currently serves more than 95,000 K-12 schools across the United
States. Clever offers a similar product but is currently not a direct competitor to Skolon,
as it is very limited in terms of its presence outside the US. Clever has communicated an
ambition to broaden its international presence, to markets such as Canada, Australia and
the UK, but it is currently not compatible with GDPR compliance, which acts as an entry
barrier.
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Source: ABG Sundal Collier

Traditional school material publishers
Traditional school material publishers, typically operating within a specific geographical
area, supply schools and students with analogue books and digital materials (EdTech tools).
They serve as both potential partners and competitors to Skolon. The company holds a
competitive advantage against such traditional publishers in scenarios where schools utilise
multiple suppliers of digital materials, which is often the case. The added value provided
by Skolon to end-users stems from its user-friendly platform that consolidates all relevant
materials in one place at a low cost within the context of total education material spending.

In Sweden and Norway, where the company has the longest operating history, Skolon has
established partnerships with a majority of the leading traditional school material publishers.
The dynamics of these partnerships have led to network effects. Once Skolon establishes
collaborations with dominant actors in a given market, incentives for other competitors to
also be present on the platform become stronger.

Skolplattformen – an initiative from Stockholm City
In 2018, Stockholm City launched a new platform called "Skolplattformen" aimed at
facilitating communication among students, parents and teachers. The total costs for the
project amounted to approximately SEK 1 billion. However, the City has recently made
the decision to cancel and move out of the school system due to significant criticism from
students, parents and teachers. The primary concerns revolved around issues related to
user experience and the leaking of sensitive personal information.

Skolplattformen was not a direct competitor to Skolon, which focuses on digital learning
materials. However, the failed project of Skolplattformen helps us to understand the entry
barriers within the sector, as well as underscoring the importance of a secure platform with
attributes that make it easy to use for a broad range of people.

The Adda framework
In 2022, Skolon began a collaboration with Swedish company Adda. Adda is a part of
the Swedish organisation for municipalities and regions, and specialises in digitisation,
sustainable supply and competence development. Adda created a framework agreement for
the digitisation of education called Digitala läromedel 2022 (Digital Educational Aids 2022).
Every school connected to Adda has the possibility to buy and order digital educational
tools directly within Skolon's platform at a reduced price and without the need for individual
procurement from a municipality. Currently, around 70% of Swedish municipalities are
connected to Adda and can therefore utilise the agreement. Skolon is one of three
companies, and the only one of its kind, connected to Adda, giving it a competitive edge.
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Data security as an entry barrier
Software companies that handle personal data in Europe much meet GDPR compliance
standards. Furthermore, the 2020 Schrems II judgement regarding the transferring of
personal data between EU and global companies has made the legislation regarding
personal data stricter. Developing a software system that complies with these rules and
legislations is a big investment, as the legislation stipulates that EU companies must depend
solely on European subcontractors for data hosting and operations, which typically cost
more than e.g. US subcontractors. Skolon has already completed these investments, which
serves as a competitive advantage towards international companies that do not yet comply
with GDPR standards. In conclusion, the GDPR compliance legislation in Europe acts as
an entry barrier for both new companies and international companies looking to expand into
Europe.
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 Historical financials
Revenue stream
Total revenue is split into sales and capitalised work for own accounts. Furthermore, sales
are specified as “digital licence revenues” and “service and non-recurring income”. Digital
licence revenues are the majority of sales, and refer to the revenue stream coming from
subscription fees for users and partner fees. Partners pay an annual fee in order to be a
part of Skolon's library, and when a customer buys a tool, Skolon shares this revenue with
the associated distributor and receives a cut from these sales. Service and non-recurring
items refer to revenues from start-up fees, consulting fees and non-recurring sales. In 2022,
sales grew by 69% compared to 2021, from SEK 37m to 62m. The rapid growth continued
into 2023, with total y-o-y growth of 67% (97% organically). This was mainly due to Skolon's
successful expansion into the UK and Denmark, as well as continued growth in the Nordics.

Total revenue, quarterly (SEKm)

Source: ABG Sundal Collier, Company data

Divestment of Svensk Talteknologi
In Q2'23, Skolon sold its subsidiary, Svensk Talteknologi, to global technology company
Texthelp Group for a purchase price of SEK 16m. In 2022, Skolon reported sales of SEK
62m, of which 14m (22%) were generated through Svensk Talteknologi. This divestment
resulted in a net profit for Q2'23 of SEK 12m, while no previous quarter had been profitable.
This is important to keep in mind when looking at the improvement in profit from SEK -5m to
SEK 8m '22-'23e, as we believe that Skolon will not be organically profitable until '25e. While
the sale did not affect free cash flow in Q2'23, the positive cash flow from investing activities
of SEK 14m in Q2'23 means that net cash flow increased from SEK -1.4m to 17.5m q-o-q.
We discuss this further in the Q4'23 post-results subsection (page 29).

Gross profits and merchandise costs
Skolon does not have any fixed costs regarding the delivery of its products. All merchandise
costs (cost of goods sold) are set as a percentage of each individual contract with partners
and customers. COGS as a percentage of sales was 42% in '20, 44% in '21, 58% in '22 and
most recently 71% in '23. This means that the gross profit is heavily reliant on how many
new contracts are signed in the relevant period. The annual gross margin has declined from
61% in '21, to 47% in '22, and 36% in '23.
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 Gross profit, quarterly (SEKm)

Source: ABG Sundal Collier, Company data

The majority of contracts are signed before the start of each school year, as the budget is
allocated beforehand. We can therefore see a large trend in revenue increases in the third
quarter of each year, followed by Q2 in instances where schools make decisions for the
upcoming school year before the summer holiday. Q4 and Q1 are seasonally weaker, as
operational changes in the schools are seldom done mid-term. In 2023, Q2 and Q3 together
contributed 64% of the total revenue for the year, while Q1 only contributed 13% of yearly
revenue in both '22 and '23. As Skolon is a subscription-based service, profitability is not
lost in the weaker quarters. With that said, stronger quarters in terms of sales are usually
weaker in terms of gross margins given that signing new contracts is more costly for Skolon.
We therefore see that gross profits have been fairly flat regardless of net sales, and that the
gross margin and sales have had a near-perfect negative correlation in development.

Gross profit flat compared to sales

Source: ABG Sundal Collier, Company data

Operational expenses
The majority of operating expenses (~60%) are personnel costs, followed by other operating
expenses. Skolon currently has 34 employees spread out over three offices. The SaaS
model does not require a large staff, and the growth rate of personnel costs has come down
over time from an average y-o-y growth of 39% in 2022 to an average of 11% in 2023. This
could be due to the fact that developing the platform has been more costly than running
it, and maintaining the platform has not required a large amount of new hires. Staff costs
increase with sales short-term, as sales personnel receive a commission on newly signed
contracts, earning a bonus based on a cut of the first-year annual fee. However, subsequent
years do not carry additional commissions for ongoing customer subscriptions. Other
external costs refer to auditing fees and the leasing of premises.
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 Operating expenses by category, quarterly (SEKm)

Source: ABG Sundal Collier, Company data

Profitability
Skolon's business model does not require a significant amount of operating expenses.
However, as gross profits have been fairly low, opex has historically amounted to (and at
times exceeded) the gross profit. Skolon has only showed positive EBITDA in three quarters
historically: SEK 0.2m in Q4'21, SEK 0.9m in Q3'22, and SEK 1.3m in Q3'23.

EBITDA, quarterly (SEKm)

Source: ABG Sundal Collier, Company data

Aggregated profitability (EBITDA) L3Y (SEKm)

Source: ABG Sundal Collier, Company data

Cash flows
Due to the negative EBITDA, Skolon has an accumulated free cash flow (excl. M&A) of SEK
-6m in '21-'23. The slightly higher free cash flow is mainly due to a negative working capital
profile, which is favourable given Skolon's growth potential. As Skolon grows, both accounts
receivables and payables have expanded due to the subscription model. This enables
Skolon to sustain a high growth pace and lends the company additional cash flow. Over the
last three years,Skolon has released SEK 21m worth of working capital, which significantly
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 improved the free cash flow and helped fund the rapid growth. Furthermore, the net financial
position of SEK 15m was generated through the divestment of Svensk Talteknologi, although
this was later offset as a non-cash adjustment.

Cash conversion L3Y

Source: ABG Sundal Collier, Company data
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 Unit economics
We model the company's unit economics based on our understanding of Skolon's platform
fees as well as the partner fees. Our illustrative calculations are performed on a per-paying-
user basis and the unit is therefore SEK.

Skolon's primary source of revenue is the fee that users pay for the core platform, which
we for illustrative purposes assume is SEK 100 per paying user in Year 1. On top of that,
Skolon receives a partner fee from companies that utilise Skolon's platform as a distribution
mechanism, a fee that we assume is SEK 10 per paying user in Year 1.

Revenue split (SEK)

Source: ABG Sundal Collier.

We estimate the platform fee per paying user to increase by 5% annually, and the partner
fee per paying user to increase by 15% annually. As Skolon's main customers are
municipalities and entities restricted by public budgets related to educational costs, we
assess that Skolon has limited pricing power in its digital licence fees. The partner fee is
generated through the fees paid to these distributors by users, of which Skolon receives a
cut that varies depending on the partner (often based on the sales volume of a specific tool
provided by a partner). Skolon's position with its partners should improve as its user base
increases. Therefore, we expect Skolon to increase its cut of partner fees, and consequently
generate a relative increase in partner fees over time.

The total revenue per paying user is therefore estimated to grow at 6-7% annually over our
illustrative time period.

Revenue and growth per student (SEK)

Source: ABG Sundal Collier.
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 Digital licence revenue per paying user (SEK)

Source: ABG Sundal Collier.

Partner revenue per paying user (SEK)

Source: ABG Sundal Collier.

We estimate the gross margin for data licences to be 30%, as the start-up costs for newly
signed contracts and maintenance costs are fairly high. Furthermore, we expect a 100%
drop-through on partner fees, as these fees are not associated with variable costs in the
long term. Ultimately, this leads us to estimate a total gross profit per paying user of 36%
in Year 1, with a steady increase towards 43% in Year 10. Furthermore, as the costs of
maintaining operations are not expected to increase significantly with growth, we estimate
that opex per paying user should come down slightly as a percentage of sales, which
corresonds to low single-digit growth annually. As costs are not covered by revenues in
Year 1, we estimate the EBITDA margin per paying user to start at -9% and later increase
towards 16% in Year 10, as revenue growth increases at a faster pace than costs.

EBITDA per student (SEK)

Source: ABG Sundal Collier.

Skolon's business model is capital-light, with D&A constituting ~95% of capex. We estimate
EBIT per paying user to be neutral in Year 3 before turning positive in Year 4. Furthermore,
Skolon has negative working capital, leading to a rapid increase in free cash flow after
Year 3. Based on the aforementioned assumptions, the cash conversion should reach
approximately 80% over time.
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 Thanks to Skolon's negative working capital profile, the company could self-fund its own
growth at relatively little cost beyond Year 1. We calculate an internal rate of return (IRR) per
paying user of ~24% over the illustrative period.

Free cash flow per student (SEK)

Source: ABG Sundal Collier.

IRR per paying user (SEK)

Source: ABG Sundal Collier.
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 Forecasted financials
The European EdTech market is estimated to grow at a 32% CAGR '21-'26e. The
company's goal is to grow 50% annually by increasing its market share in the Nordics
and expanding internationally. We estimate that the company can grow at a 39%
CAGR '24e-'26e, generating sales of SEK 275m in '26e, coupled with a corresponding
EBITA margin of 8%.

Skolon's product and business model provide long-term recurring revenues from sticky
clients due to network effects and high perceived switching costs, as the churn rate is
essentially zero. Growth over the past two years (+70% FY'22 and +67% FY'23) has been
high due to newly signed contracts with large municipalities and MATs, leading to significant
additions to the subscriber base (38% y-o-y increase in paying users during '23). While we
believe that growth will continue, we estimate that the annual growth will come down on
tougher comps in the near term (42-37% '24e-'26e). Furthermore, we believe that the portion
of revenue stemming from international sales will continue to increase. As mentioned, sales
outside of Sweden were 2% in 2021, 30% in 2022 and 39% in 2023.

Sales and organic growth y-o-y

Source: ABG Sundal Collier, Company data

Newly signed contracts will continue to weigh on COGS for Skolon, but as all previously
signed contracts will generate increasing recurring revenue, we believe that the relationship
between sales and gross profit will improve over time. A slowdown in growth will have
positive effects on margins, as onboarding new clients is costly and client maintenance is
not. While we expect gross profits to grow at a slower pace than sales (31% gross profit
growth vs. 37% sales growth y-o-y '24e), we expect normalised margins over time (46%
gross profit growth, corresponding to a 34% gross margin vs. 37% sales growth y-o-y '26e)
as recurring revenues increase.

The gross margin is expected to continue to fluctuate quarterly on seasonality, with the first
quarters holding the strongest margins and the third quarters holding the weakest, although
the discrepancy between high sales and low margins is expected to decrease over time.

Annual gross profit & gross margin

Source: ABG Sundal Collier, Company data

Sales vs. gross profit growth

Source: ABG Sundal Collier, Company data
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 In 2023, the number of paying users was ~707k and ARPPU was SEK 140. The number
of paying users can increase significantly in a short period of time, as Skolon mainly gains
subscribers by signing contracts with municipalities and MATs, which contribute thousands
of users at one time; this contrasts with SaaS companies that sell their services directly to
individual end-users. The amount of paying users increased by 38% in 2023, from 511,579
to 707,092, and we expect the annual growth to continue at 33%-20% in '24e-'26e, reaching
over one million paying users in 2025.

Number of paying users (thousands)

Source: ABG Sundal Collier, Company data

The growth in number of paying users and ARPPU are the key drivers of Skolon's revenues.
In more mature markets such as the Nordics, we believe that Skolon has the ability to
increase prices without significantly affecting demand. Skolon's platform constitutes a
very small portion of the average budget for a K-12 student, and we believe that as the
educational sector moves more towards digital education, that this will be positive for
Skolon's ability to raise subscription fees. Most municipalities, however, are restricted
by public budgets and cannot independently increase the portion dedicated towards
educational tools, which could limit Skolon's ability to increase subscription fees. However,
as Skolon gains a larger market share and sells larger volumes of tools, we believe that the
company could also negotiate higher fees from partners, as these fees are often volume-
based. ARPPU increased by 26% in '23, from SEK 111 to 140, and we estimate ARPPU to
be between SEK 147-191 in '24e-'26e.

In newly entered markets, sales volumes are smaller, and we therefore expect Skolon to
charge e.g. UK suppliers lower fees than Swedish suppliers. However, Skolon can still
generate revenue growth in newly entered markets by rapidly growing its customer base at a
pace that is not plausible in mature markets.

Annual ARPPU and y-o-y growth

Source: ABG Sundal Collier, Company data

Operating expenses and EBIT
To sustain its rapid growth, Skolon will need to expand its talent base. Currently, Skolon has
three offices and 34 employees. In 2023, staff costs increased by 10%, and we estimate an
increase of 12% y-o-y '24e from SEK 26m to 29m. This would see staff costs constituting
a larger portion of opex than previously, although staff costs as a percentage of sales
have decreased from 63% in 2020 to 25% in 2023, and we expect a further decrease of
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 6pp between '24e-'26e (from 21% to 15%). Skolon's SaaS model does not require a large
workforce to maintain its software, and we expect that the expansion of its staff base will
mainly involve sales personnel. We expect other external costs and depreciation to remain
fairly flat at SEK 17m and 5m in '24e, respectively, thus decreasing as a percentage of
sales. Total opex will continue to increase as the company grows, although we expect opex
as a percentage of sales to come down significantly, from 66% in '22 to 36% in '24e, as
maintenance of the platform has low variable costs.

Opex estimates, yearly (SEKm)

Source: ABG Sundal Collier, Company data

Opex as a percentage of sales to come down

Source: ABG Sundal Collier, Company data

We expect Skolon to turn profitable in 2025e, with an expected EBIT of SEK 5m.
Furthermore, we expect EBIT to increase in the medium term as recurring revenue
increases and margins normalise. We expect annual EBIT growth to increase over time,
even as sales growth cools down (42%-37% organically in '24e-'26e) due to the lower
operating expenses and the nature of the SaaS model.

EBIT and margin, yearly (SEKm)

Source: ABG Sundal Collier, Company data
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Cash flows
Following the estimated decrease in opex, we expect EBITDA to turn positive from '24e
onwards. We expect the company to generate an aggregate EBITDA of SEK 44m for the
period '24e-'26e. Moreover, we estimate that the company need not pay taxes in the coming
years thanks to its existing tax losses that can be carried forward. As the subscriber base
grows, the company can self-fund its growth, thanks to its negative net working capital
profile. In order for Skolon to maintain its high growth rate, we estimate that the company
will need to invest some SEK 25m in intangibles (including capitalised work). Therefore, we
estimate a cumulative free cash flow (excl. M&A) for the period '24e-'26e of SEK 57m.

Cash conversion '24e-'26e (SEKm)

Source: ABG Sundal Collier, Company data

The seasonality in sales and margins leads to seasonality in free cash flow, with the first and
last quarters of each year being weak and the second and third quarters being the strongest.
We assess that Skolon will generate positive FCF in '24e, generating a FCF margin of ~3%,
which is ~2pp above the EBITDA margin for '24e. As the company continues to scale on
its fixed operating cost base and as customers become more mature and contribute to an
increasing ARPPU, the increasing incremental margins will contribute to a FCF margin of
13% in '26e.

Free cash flow (excl. M&A) and FCF margin

Source: ABG Sundal Collier, Company data
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Q4'23 post-results
On 14 February 2024, Skolon reported Q4'23 sales of SEK 24m, corresponding to 23%
y-o-y growth (54% organic growth but -20% from the divestment of Svensk Talteknologi).
Considering the organic growth alone, the company achieved a growth rate that slightly
exceeded its annual growth rate target of 50%. More specifically, the number of paying users
increased by 38% y-o-y, from 512k to 707k, while ARPPU increased by 26% y-o-y, from
SEK 111 to SEK 140.

EBITDA remained negative at approximately SEK -2m, which corresponds to a flat y-o-y
change adjusted for the divestment of Svensk Talteknologi. Given that Skolon has grown its
users meaningfully (at the expense of leverage on gross profit), this burn rate is within an
appropriate range, in our view.

Furthermore, Skolon has proposed an extraordinary (one-time) dividend of SEK 0.56 per
share following the divestment of Svensk Talteknologi — an amount that approximately
reflects the divestment proceeds. This proposal indicates to us that the company is
sufficiently cash flow generative and capitalised, and that it likely does not require external
financing in the present circumstances.
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Detailed historicals and forecasts

Source: ABG Sundal Collier, Company data
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 Peer benchmark
We use a peer group of Nordic micro cap software companies with a SaaS model to
triangulate a fair value range for Skolon. Considering Skolon’s business model and growth
strategy, we believe the application of this peer group adequately captures the financial and
operating characteristics of Skolon. From a financial point of view, the peers are broadly
similar to Skolon, albeit with somewhat lower expected growth. From an operating point of
view, however, no peer is highly comparable in isolation.

Since Skolon is growing at a high double-digit rate but does not yet generate positive and
maintainable earnings, we benchmark Skolon against its peers based on forward-looking
EV/sales multiples. The current multiples of the peer group are presented below, they show
that Skolon is trading in line with peers.

Traded peers - valuation and operating metrics

Source: ABG Sundal Collier, FactSet

We perform a regression analysis to estimate an EV/sales multiple for Skolon based on the
cash flow-generating ability of its peers, as proxied by the EBITDA margin of both the peers
and Skolon. The regression analysis indicates that the implied equity value is in line with
the valuation implied by the micro cap peers. We assign a risk-adjustment factor of -10% for
Skolon. Given that we assign no weight to this valuation indication, it should be viewed as a
complementary analysis to the other valuation methodologies.

'24e EV/sales vs. EBITDA margin

Source: ABG Sundal Collier, FactSet

Implied base metrics vs. ABGSCe
We have calculated the implied base metrics for the multiple at which Skolon is trading. For
instance, Skolon's '24e EV/sales multiple at the current share price is 4.3x, which would
imply a '25e EBITDA margin of 26% based on the relevant regression. Similarly, the same
method applies to the '24e EV/sales vs. '25e Rule-of-40 regression. The Rule-of-40 exercise
would imply that our estimates are above the implied estimate for the base metric. That said,
this exercise does not consider an application of additional size and risk adjustment factors.
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 Implied '25e Rule of 40 vs. ABGSCe

Source: ABG Sundal Collier, Company data
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 Valuation
Skolon is currently trading at 4.3x 2024e EV/sales. We estimate a fair value range
of SEK 20-35 per share, implying a 2024e EV/sales range of 3.4-6.2x. The range is
estimated based on traded peers, a discounted cash flow analysis and a '25e EV/sales
vs. Rule-of-40 regression.

Valuation summary
We utilise three primary valuation methodologies to estimate the fair value range of Skolon
on a per share basis. The first method is a discounted cash flow analysis, the second is a
relative valuation based on traded peers and the third is a valuation based on a regression
analysis of '24e EV/sales vs. Rule-of-40. Based on these methodologies, we derive a
fair value range for Skolon of SEK 20-35 per share given present market and industry
circumstances.

Fair value range of SEK 20-35

Source: ABG Sundal Collier, Company data

Discounted cash flow analysis
The company is currently at a break-even level in terms of profitability, capital-light and is
generating a minor amount of free cash flow. Since we believe that the company will be cash
flow-generative in the future, we also include a discounted cash flow analysis (DCF) as a
valuation indication.

We estimate a weighted average cost of capital (WACC) of 20% for the company and
assume a long-term growth rate of 3%.

We use our explicit estimates for the period '24e-'26e and extrapolate the company's rapid
growth until 2030e, after which sales growth is bridged to a maintainable level of 3% in the
long run. The estimated EBITDA margins are expected to increase to 11% in 2026e. We
assess that a maintainable EBITDA margin in the range of 20-30% is achievable, and we
therefore apply a terminal margin of 25%. This indicates an EBITA margin of 9% in 2026e,
and consequently an EBITA margin of 21% in the terminal period. Note that we offset tax
losses that may be carried forward against future estimated taxes, meaning that taxes for
certain future periods are zero despite future positive taxable earnings.

Considering the asset-light nature of the business, capex related to both tangible and
intangible fixed assets is 0.5% and 4%, respectively. In this case, we do not consider any
further hypothetical M&A investments. Finally, we assume that the company will become
working capital-neutral over time, as we deem it unlikely that Skolon can obtain increasing
short-term funding (through increasing net working capital liabilities) in perpetuity.

The estimated fair value range derived from the DCF analysis is SEK 20-36, as illustrated in
the DCF-related sensitivity analysis below.
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 Discounted cash flow analysis

Source: ABG Sundal Collier

DCF sensitivity table

Source: ABG Sundal Collier

Peer valuation
Considering the characteristics of Skolon's business model, we benchmark the business
against Nordic microcap software peers. We adjust the multiples to account for size, risk and
growth differences between Skolon and the peer group. On a per-share basis, this implies a
range of SEK 18-31.

Fair value range indicated by Nordic micro cap software peers

Source: ABG Sundal Collier
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'24e EV/sales vs. Rule-of-40
We perform a regression analysis to estimate an EV/sales multiple for Skolon based on the
Rule-of-40 of both peers and Skolon. Rule-of-40 (sales growth + FCF margin) incorporates
the growth, margins, capex and working capital profile of a company. Generally, high-
growth companies that produce break-even cash flow (often thanks to a negative working
capital profile) are assigned a higher multiple by the market. Note that this exercise does
not consider an application of additional size and risk adjustment factors. Our regression
valuation implies a value range of SEK 19-32.

Regression valuation '24e EV/sales vs. Rule-of-40

Source: ABG Sundal Collier

Regression analysis '24e EV/sales vs. Rule-of-40

Source: ABG Sundal Collier, FactSet
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 Appendix

Risks
Competition
There is risk that Skolon could face competition from one or more competitors offering
similar services that are superior to Skolon's. Furthermore, Skolon's expansion could
potentially see it become subject to competition from large and well-established EdTech
companies that are active in other geographical markets .

IT risks and data security
As Skolon is a digital platform, the business relies on the platform's ability to operate
efficiently. Furthermore, Skolon handles data containing personal and sensitive information.
Any failure to manage this data, specifically regarding GDPR, could have a material adverse
effect on its business.

Digitalisation and technological advances
Since the market for IT undergoes continual changes and improvements, Skolon must stay
relevant and up-to-date. To meet clients' needs, higher-than-expected investments in know-
how and technology may be required. Additionally, there is a risk that digital improvement
could change customer behaviour in an unfavourable manner concerning the service. If
Skolon does not offer relevant services, there is a risk that the company could lose market
share.

Management team

Source: ABG Sundal Collier, Company data
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Board of Directors

Organisational structure
Skolon AB is the parent company of the group. Skolon AS, Skolon UK Ltd, and Skolon
Sverige AB are subsidiaries that are fully owned by Skolon AB. Skolon Sverige AB is
a dormant subsidiary, however Skolon AS is actively operating, meaning that Skolon is
dependent on this company.

Source: ABG Sundal Collier, Company data

Skolon AB, the parent company, is responsible for sales and marketing within the Swedish
market, as well as the technical development and maintenance of the platform. Skolon AS
is the Norwegian branch and are responsible for all operations and marketing in Norway.
Skolon UK Ltd is the UK company established in Q3'23, and will be responsible for all UK
operations.
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 Income Statement (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
Sales 0 0 0 28 37 62 103 142 201 275
COGS 0 0 0 -12 -16 -36 -73 -99 -143 -189
Gross profit 0 0 0 16 20 26 30 42 58 86
Other operating items 0 0 0 -23 -23 -32 -34 -41 -47 -55
EBITDA 0 0 0 -7 -2 -6 -4 2 11 31
Depreciation and amortisation 0 0 0 -3 -3 -3 -4 -4 -5 -7
of which leasing depreciation 0 0 0 0 0 0 0 0 0 0
EBITA 0 0 0 -10 -5 -9 -7 -3 5 24
EO Items 0 0 0 0 0 2 -0 0 0 0
Impairment and PPA amortisation 0 0 0 0 0 0 0 -0 0 0
EBIT 0 0 0 -10 -5 -9 -7 -3 5 24
Net financial items 0 0 0 -0 0 0 15 0 1 1
Pretax profit 0 0 0 -10 -5 -9 8 -2 6 25
Tax 0 0 0 -0 -0 -0 0 0 0 0
Net profit 0 0 0 -10 -5 -9 8 -2 6 25
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 -10 -5 -9 8 -2 6 25
EPS - - - - -24.17 -0.35 0.29 -0.09 0.22 0.93
EPS adj. - - - - -24.17 -0.43 0.31 -0.08 0.22 0.93
Total extraordinary items after tax 0 0 0 0 0 2 -0 0 0 0
Leasing payments 0 0 0 0 0 0 0 0 0 0
Tax rate (%) -- -- -- -2.3 -1.5 -0.2 0.0 0.0 0.0 0.0
Gross margin (%) -- -- -- 58.2 56.0 41.7 29.4 30.0 29.0 31.2
EBITDA margin (%) -- -- -- -24.6 -5.7 -9.6 -3.7 1.3 5.4 11.2
EBITA margin (%) -- -- -- -34.7 -13.6 -15.2 -7.1 -1.8 2.7 8.7
EBIT margin (%) -- -- -- -34.7 -13.6 -15.2 -7.1 -1.9 2.7 8.7
Pre-tax margin (%) -- -- -- -35.8 -12.9 -14.8 7.4 -1.6 3.0 9.0
Net margin (%) -- -- -- -36.6 -13.1 -14.9 7.4 -1.6 3.0 9.0
Growth Rates y-o-y - - - - - - - - - -
Sales growth (%) -- -- -- -- 29.9 69.2 67.0 37.1 41.6 36.9
EBITDA growth (%) -- -- -- -- -70.1 186.2 -34.8 -149.4 469.2 183.0
EBITA growth (%) -- -- -- -- -48.9 88.4 -21.3 -66.1 -317.2 337.6
EBIT growth (%) -- -- -- -- -48.9 88.4 -21.3 -63.3 -300.7 NM
Net profit growth (%) -- -- -- -- -53.5 91.8 -183.4 -129.7 -361.3 313.5
EPS growth (%) -- -- -- -- -- -98.6 -182.8 -129.7 -361.3 313.5
Profitability - - - - - - - - - -
ROE (%) -- -- -- -249.1 -83.6 -73.3 28.5 -9.7 33.5 74.5
ROE adj. (%) -- -- -- -249.1 -83.6 -89.6 30.1 -8.9 33.5 74.5
ROCE (%) -- -- -- -243.5 -82.3 -73.1 28.5 -9.7 33.5 74.5
ROCE adj. (%) -- -- -- -243.5 -82.3 -89.4 30.1 -8.9 33.5 74.5
ROIC (%) -- -- -- -795.8 26,748.7 206.1 75.4 15.2 -22.6 -68.4
ROIC adj. (%) -- -- -- -795.8 26,748.7 250.9 71.0 15.2 -22.6 -68.4
Adj. earnings numbers - - - - - - - - - -
EBITDA adj. 0 0 0 -7 -2 -8 -3 2 11 31
EBITDA adj. margin (%) -- -- -- -24.6 -5.7 -12.9 -3.3 1.3 5.4 11.2
EBITDA lease adj. 0 0 0 -7 -2 -8 -3 2 11 31
EBITDA lease adj. margin (%) -- -- -- -24.6 -5.7 -12.9 -3.3 1.3 5.4 11.2
EBITA adj. 0 0 0 -10 -5 -11 -7 -3 5 24
EBITA adj. margin (%) -- -- -- -34.7 -13.6 -18.5 -6.7 -1.8 2.7 8.7
EBIT adj. 0 0 0 -10 -5 -11 -7 -3 5 24
EBIT adj. margin (%) -- -- -- -34.7 -13.6 -18.5 -6.7 -1.8 2.7 8.7
Pretax profit Adj. 0 0 0 -10 -5 -11 8 -2 6 25
Net profit Adj. 0 0 0 -10 -5 -11 8 -2 6 25
Net profit to shareholders adj. 0 0 0 -10 -5 -11 8 -2 6 25
Net adj. margin (%) -- -- -- -36.6 -13.1 -18.2 7.8 -1.5 3.0 9.0
Source: ABG Sundal Collier, Company Data

Cash Flow (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
EBITDA 0 0 0 -7 -2 -6 -4 2 11 31
Net financial items 0 0 0 -0 0 0 15 0 1 1
Paid tax 0 0 0 -0 -0 -0 0 0 0 0
Non-cash items 0 0 0 1 -0 -0 -16 0 0 0
Cash flow before change in WC 0 0 0 -7 -2 -6 -4 2 11 32
Change in working capital 0 0 0 4 7 6 9 9 12 18
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 Cash Flow (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
Operating cash flow 0 0 0 -3 5 1 4 11 23 50
Capex tangible fixed assets 0 0 0 0 0 0 0 -1 -1 -1
Capex intangible fixed assets 0 0 0 -0 -5 -6 -6 -6 -8 -11
Acquisitions and Disposals 0 0 0 0 0 0 16 0 0 0
Free cash flow 0 0 0 -3 -0 -5 14 5 14 38
Dividend paid 0 0 0 0 0 0 0 -15 0 0
Share issues and buybacks 0 0 0 0 0 28 0 0 0 0
Leasing liability amortisation 0 0 0 0 0 0 0 0 0 0
Other non-cash items 0 0 0 8 0 0 2 0 0 0
Balance Sheet (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
Goodwill 0 0 0 1 1 1 0 0 0 0
Other intangible assets 0 0 0 5 8 10 13 14 17 22
Tangible fixed assets 0 0 0 0 0 0 0 0 1 1
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 7 9 11 13 15 18 23
Inventories 0 0 0 0 0 0 0 0 0 0
Receivables 0 0 0 7 6 8 19 18 26 36
Other current assets 0 0 0 3 1 3 0 0 0 0
Cash and liquid assets 0 0 0 6 6 29 45 35 49 87
Total assets 0 0 0 23 22 51 77 67 93 146
Shareholders equity 0 0 0 8 3 22 32 15 21 45
Minority 0 0 0 0 0 0 0 0 0 0
Total equity 0 0 0 8 3 22 32 15 21 45
Long-term debt 0 0 0 0 0 0 0 0 0 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 0 0 0 0 0 0
Accounts payable 0 0 0 2 6 5 11 14 21 29
Other current liabilities 0 0 0 13 13 24 34 38 51 72
Total liabilities and equity 0 0 0 23 22 51 77 67 93 146
Net IB debt 0 0 0 -6 -6 -29 -45 -35 -49 -87
Net IB debt excl. pension debt 0 0 0 -6 -6 -29 -45 -35 -49 -87
Net IB debt excl. leasing 0 0 0 -6 -6 -29 -45 -35 -49 -87
Capital employed 0 0 0 8 3 22 32 15 21 45
Capital invested 0 0 0 3 -3 -7 -13 -20 -28 -41
Working capital 0 0 0 -4 -11 -17 -26 -35 -46 -65
EV breakdown - - - - - - - - - -
Market cap. diluted (m) 0 0 0 0 5 643 648 648 648 648
Net IB debt adj. 0 0 0 -6 -6 -29 -45 -35 -49 -87
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

- - - - - - - - - -

EV 0 0 0 -6 -1 614 603 613 599 561
Total assets turnover (%) -- -- -- 246.9 163.2 170.6 162.1 196.3 250.6 230.1
Working capital/sales (%) -- -- -- -7.4 -20.8 -22.9 -21.0 -21.4 -20.2 -20.2
Financial risk and debt service - - - - - - - - - -
Net debt/equity (%) -- -- -- -69.7 -179.4 -130.1 -140.7 -235.1 -236.0 -191.3
Net debt / market cap (%) -- -- -- -- -118.8 -4.4 -6.9 -5.4 -7.6 -13.4
Equity ratio (%) -- -- -- 36.3 14.6 43.4 41.5 22.0 22.4 31.1
Net IB debt adj. / equity (%) -- -- -- -69.7 -179.4 -130.1 -140.7 -235.1 -236.0 -191.3
Current ratio -- -- -- 1.11 0.72 1.39 1.42 1.00 1.04 1.22
EBITDA/net interest -- -- -- 21.5 8.1 28.4 0.3 4.4 21.1 37.7
Net IB debt/EBITDA (x) -- -- -- 0.8 2.8 4.8 11.6 -18.2 -4.5 -2.8
Net IB debt/EBITDA lease adj. (x) -- -- -- 0.8 2.8 3.6 13.1 -18.2 -4.5 -2.8
Interest coverage -- -- -- -- -- -- -- -- -- --
Source: ABG Sundal Collier, Company Data

Share Data (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
Actual shares outstanding 0 0 0 0 0 26 27 27 27 27
Actual shares outstanding (avg) 0 0 0 0 0 26 27 27 27 27
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 Share Data (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
All additional shares 0 0 0 0 0 0 0 0 0 0
Issue month 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Assumed dil. of shares from conv. 0 0 0 0 0 0 0 0 0 0
As. dil. of shares from conv. (avg) 0 0 0 0 0 0 0 0 0 0
Conv. debt not assumed as equity 0 0 0 0 0 0 0 0 0 0
No. of warrants 0 0 0 0 0 0 0 0 0 0
Market value per warrant 0 0 0 0 0 0 0 0 0 0
Dilution from warrants 0 0 0 0 0 0 0 0 0 0
Issue factor 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0 1.0
Actual dividend per share - - - - 0.00 0.00 0.56 0.00 0.00 0.00
Reported earnings per share 0.00 0.00 0.00 - -24.17 -0.33 0.28 -0.09 0.22 0.93
Source: ABG Sundal Collier, Company Data

Valuation and Ratios (SEKm) 2017 2018 2019 2020 2021 2022 2023 2024e 2025e 2026e
Shares outstanding adj. 0 0 0 0 0 26 27 27 27 27
Diluted shares adj. 0 0 0 0 0 26 27 27 27 27
EPS - - - - -24.17 -0.35 0.29 -0.09 0.22 0.93
Dividend per share - - - - 0.00 0.00 0.56 0.00 0.00 0.00
EPS adj. - - - - -24.17 -0.43 0.31 -0.08 0.22 0.93
BVPS - - - - 16.16 0.83 1.20 0.56 0.78 1.71
BVPS adj. - - - - - - - - - -
Net IB debt/share - - - - -28.98 -1.08 -1.69 -1.31 -1.85 -3.27
Share price 24.40 24.40 24.40 24.40 24.40 24.40 24.40 24.40 24.40 24.40
Market cap. (m) 0 0 0 0 5 643 648 648 648 648
Valuation - - - - - - - - - -
P/E (x) -- -- -- -- -1.0 -69.8 84.3 -284.1 108.7 26.3
EV/sales (x) -- -- -- -0.21 -0.02 9.92 5.83 4.32 2.98 2.04
EV/EBITDA (x) -- -- -- 0.8 0.4 -103.8 -156.1 321.1 55.1 18.2
EV/EBITA (x) -- -- -- 0.6 0.2 -65.4 -81.6 -244.5 110.0 23.5
EV/EBIT (x) -- -- -- 0.6 0.2 -65.4 -81.6 -225.9 110.0 23.5
Dividend yield (%) 0.0 0.0 0.0 0.0 0.0 0.0 2.3 0.0 0.0 0.0
FCF yield (%) 0.0 0.0 0.0 0.0 -0.3 -0.8 2.2 0.7 2.2 5.8
Le. adj. FCF yld. (%) 0.0 0.0 0.0 0.0 -0.3 -0.8 2.2 0.7 2.2 5.8
P/BVPS (x) -- -- -- -- 1.51 29.33 20.27 43.73 31.18 14.26
P/BVPS adj. (x) 24.40 24.40 24.40 24.40 -0.91 57.68 34.19 1,176.09 192.02 27.99
P/E adj. (x) -- -- -- -- -1.0 -57.1 79.8 -312.3 108.7 26.3
EV/EBITDA adj. (x) -- -- -- 0.8 0.4 -77.1 -175.7 321.1 55.1 18.2
EV/EBITA adj. (x) -- -- -- 0.6 0.2 -53.7 -86.6 -244.5 110.0 23.5
EV/EBIT adj. (x) -- -- -- 0.6 0.2 -53.7 -86.6 -244.5 110.0 23.5
EV/CE (x) -- -- -- -0.7 -0.3 28.0 18.9 41.4 28.8 12.4
Investment ratios - - - - - - - - - -
Capex/sales (%) -- -- -- 0.7 12.7 9.2 6.2 4.4 4.4 4.4
Capex/depreciation -- -- -- 0.1 1.6 1.6 1.8 1.4 1.6 1.7
Capex tangibles / tangible fixed
assets

-- -- -- -- -- -- 0.0 137.7 116.2 111.9

Capex intangibles / definite
intangibles

-- -- -- 3.5 61.6 56.3 49.2 39.8 46.2 49.4

Depreciation on intang / def. intang -- -- -- 0 0 0 0 30 28 27
Depreciation on tangibles /
tangibles

-- -- -- -- -- -- 8,822.50 47.39 75.77 82.30

Source: ABG Sundal Collier, Company Data
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 Analyst Certification
We, ABGSC IT Research, Nikola Kalanoski and Alice Beer, analyst(s) with ABG Sundal Collier ASA , ABG Sundal Collier
Denmark, filial af ABG Sundal Collier ASA, Norge, ABG Sundal Collier AB and/or ABG Sundal Collier Limited (hereinafter
collectively referred to as “ABG Sundal Collier”), and 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. I/We further certify that I/We has/have not been, nor am/are or
will be, receiving direct or indirect compensation related to the specific recommendations or views contained in this report.

This report is produced by ABG Sundal Collier, which may cover companies either in accordance with legal requirements
designed to promote the independence of investment research (“independent research”) or as commissioned research.
Commissioned research is paid for by the subject company. As such, commissioned research is deemed to constitute an
acceptable minor non-monetary benefit (i.e., not investment research) as defined in MiFID II.

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.

Expected updates

ABGSC has no fixed schedule for updating its research reports. Unless expressly stated otherwise, ABGSC expects (but does
not undertake) to issue updates when considered necessary by the research department, for example following the publication
of new figures or forecasts by a company or in the event of any material news on a company or its industry.

Important Company Specific Disclosure
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 ownership
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 Skolon for the purposes of checking its factual content only. Any
changes made have been based on factual input received.
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.
Production of report: 2/23/2024 06:48.
All prices are as of market close on 22 February, 2024 unless otherwise noted.

Disclaimer
This report has been prepared by ABG Sundal Collier ASA, ABG Sundal Collier Denmark, filial af ABG Sundal Collier ASA, Norge,
ABG Sundal Collier AB and/or ABG Sundal Collier Limited and any of their directors, officers, representatives and employees
(hereinafter collectively referred to as “ABG Sundal Collier”). This report is not a product of any other affiliated or associated
companies of any of the above entities.

This report is provided solely for the information and use of professional investors, who are expected to make their own investment
decisions 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. The recommendation(s) in this report is (are) has/
have no regard to specific investment objectives and the financial situation or needs of any specific recipient. ABG Sundal Collier
and/or its affiliates 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 and/or its affiliates make no
representation as to its accuracy or completeness and it should not be relied upon as such. All opinions and estimates herein
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 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.

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 from 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 ASA, ABG Sundal Collier Denmark, filial af ABG Sundal
Collier ASA, Norge and/or ABG Sundal Collier AB 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/or its affiliates and any shareholders, directors, officers, or employees thereof may (I) have a position in, or otherwise be
interested in, any securities 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 and/or
its affiliates rely 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)

Denmark: ABG Sundal Collier Denmark, filial af ABG Sundal Collier ASA, Norge, is regulated by the Financial Supervisory Authority
of Norway (Finanstilsynet) and the Danish Financial Supervisory Authority (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 Limited, authorised
and regulated by the Financial Conduct Authority in the conduct of its business.

US: This report is being distributed in the United States (U.S.) in accordance with FINRA Rule 1220 by ABG Sundal Collier Inc.,
an SEC registered broker-dealer and a FINRA/SIPC member which accepts responsibility for its content and its compliance with
FINRA Rule 2241. Research reports distributed in the U.S. are intended solely for “major U.S. institutional investors,” and “U.S.
institutional investors” as defined under Rule 15a-6 of the Securities Exchange Act of 1934 and any related interpretive guidance
and no-action letters issued by the Staff of the U.S. Securities and Exchange Commission (“SEC”) collectively (“SEC Rule 15a-6”).
Each major U.S. institutional investor and U.S. institutional investor that receives a copy of this research report, by its acceptance
of such report, represents that it agrees that it will not distribute this research report to any other person. This communication is
only intended for major U.S. institutional investors and U.S. institutional investors. Any person which is not a major U.S. institutional
investor, or a U.S. institutional investor as covered by SEC Rule 15a-6 must not rely on this communication. The delivery of this
research report to any person in the U.S. is not a recommendation to effect any transactions in the securities discussed herein,
or an endorsement of any opinion expressed herein. Any major U.S. institutional investor or U.S. institutional investor receiving
this report which 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 Advisors
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) (“SFA”), and should not be circulated to any other person
in Singapore.

Canada: This report is being distributed by ABG Sundal Collier ASA in Canada pursuant to section 8.25 of National Instrument
31-103 or an equivalent provision and has not been tailored to the needs of any specific investor in Canada. The information
contained in this report is not, and under no circumstances is to be construed as, a prospectus, an advertisement, a public offering
or an offer to sell the securities described herein, in Canada or any province or territory thereof. No securities commission or
similar regulatory authority in Canada has reviewed or considered this report, the information contained herein or the merits of
the securities described herein and any representation to the contrary is an offence. Under no circumstances is this report to be
construed as an offer to sell such securities or as a solicitation of an offer to buy such securities in any jurisdiction of Canada.
Any offer or sale of the securities described herein in Canada may only be made in accordance with applicable securities laws
and only by a dealer properly registered under such securities laws, or alternatively, pursuant to an applicable dealer registration
exemption, in the Canadian jurisdiction in which such offer or sale is made.

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.
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