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IMPORTANT – You must read the following before continuing. The following applies to this document, the oral presentation of the information in this document by SmartCraft ASA (the "Company") or any person on behalf of the Company, and any question-and-answer
session that follows the oral presentation (collectively, the "Information"). In accessing the Information, you agree to be bound by the following terms and conditions.

The Information does not constitute or form part of, and should not be construed as an offer or the solicitation of an offer to subscribe for or purchase shares or other securities of the Company, and nothing contained therein shall form the basis of or be relied on in
connection with any contract or commitment whatsoever, nor does it constitute a recommendation regarding such shares or other securities. Any shares or other securities of the Company may not be offered or sold in the United States or any other jurisdiction where
such a registration would be required unless so registered, or an exemption from the registration requirements of the U.S. Securities Act of 1933, as amended, or other applicable laws and regulations is available. The Information is not directed to, or intended for
distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state, country or other jurisdiction where such distribution or use would be contrary to law or regulation or which would require any registration or licensing within such
jurisdiction. The Information is not for publication, release or distribution in any jurisdiction in which offers or sales would be prohibited by applicable law.

The Information has been prepared by the Company, and no other party accepts any responsibility whatsoever, or makes any representation or warranty, express or implied, for the contents of the Information, including its accuracy, completeness or verification or for
any other statement made or purported to be made in connection with the Company and nothing in this document or at this presentation shall be relied upon as a promise or representation in this respect, whether as to the past or the future.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are forward-looking statements. Forward-looking statements give the Company's current expectations and projections relating to its
financial condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any statements preceded by, followed by or including words such as "target", "ambition", "outlook", "believe", "expect", "aim",
"intend", "may", "anticipate", "estimate", "plan", "project", "will", "can", "have", "likely", "should", "would", "could" and other words and terms of similar meaning or the negative thereof. Such forward-looking statements involve known and unknown risks, uncertainties
and other important factors beyond the Company's control that could cause the Company's actual results, performance or achievements to be materially different from the expected results, performance or achievements expressed or implied by such forward-looking
statements. Such forward-looking statements are based on numerous assumptions regarding the Company's present and future business strategies and the environment in which it will operate in the future. Furthermore, information about past performance given in this
Information is given for illustrative purposes only and should not be relied upon as, and is not, an indication of future performance.

No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein, and no liability whatsoever is accepted as to any
errors, omissions or misstatements contained herein, and, accordingly, neither the Company nor any of its parent or subsidiary undertakings or any such person's officers or employees accepts any liability whatsoever arising directly or indirectly from the use of this
document. The Information has not been independently verified and will not be updated. The Information, including but not limited to forward-looking statements, applies only as of the date of this document and is not intended to give any assurances as to future results.
The Company expressly disclaims any obligation or undertaking to disseminate any updates or revisions to the Information, including any financial data or forward-looking statements, and will not publicly release any revisions it may make to the Information that may
result from any change in the Company's expectations, any change in events, conditions or circumstances on which these forward-looking statements are based, or other events or circumstances arising after the date of this document.

This presentation contains statistics, data, statements and other information relating to the group's markets and the industry in which it operates. Where such information has been derived from third-party sources, such sources have been identified herein. In addition,
the Company has been named as a source for certain market and industry statements included in this presentation. Such "Company information" reflects the Company's views based on one or more sources available to it (some of which are not publicly available, but can
be obtained against payment), including data compiled by professional organisations, consultants and analysts and information otherwise obtained from other third party sources.

By reviewing this Information you acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis and be solely responsible for forming your own view of the
potential future performance of the businesses of the Company. This Information must be read in conjunction with the recent financial reports of the Company and the disclosures therein.

This Information shall be governed by Norwegian law, and any disputes relating to hereto is subject to the sole and exclusive jurisdiction of Norwegian courts.

Disclaimer
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o Financial highlights

o Our strategically low-risk business 

model

o Summary and Q&A

Agenda
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o Ensure digital flow of information between 
people

o Store and process all data in one place 
accessible for all

o Data in the field is captured with mobile Apps

o Total overview of documentation

o Revenue and cost control on each project

o Supporting sales processes in a competitive 
environment

Our solutions provide competitive 
edge for our construction customers

People

Documentation

Material

4
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o Consistent and solid growth before 

and after the IPO in June 2021

o Constantly gaining market share

o 15 offices in Sweden, Norway and 

Finland

o 200 employees

Leading position 
in the Nordics

ARR
NOKm

28.2% CAGR

Adjusted 
EBITDA 
margin

5.9 p.p uplift

Number of 
Customers

2022

318

39%

~12,000

2021

269

40%

~11,000

2020

205

41%

~8,500

2019

145

36%

~8,000

12.2% CAGR

Solid performance over time

367
Q3’23

42%
LTM Q3’23

>12,500
Q3’23

2023
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Q3 2023 highlights

MNOK 367

+21%

Annual Recurring 
Revenue

42%

+3,1% points 

Adjusted EBITDA

MNOK 22
Operating cash flow

+45%

Continued strong growth, record high margins, strong cash flow and low churn

8%
Churn 

consistently low
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o Successful restructuring of new sales 

processes in Bygglet

o Sales time decreased by 5 days to 22 
days

o 57% increase in booked meetings in 
Q3 YoY

o Sales conversions consistently high

o Adjusted EBITDA increased 4% in Q3 YoY

Increased momentum 
in Sweden

Jan Feb March April May June July Aug Sept

Booked Meetings Bygglet

2022 2023
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o New build construction market expected to 
decrease by 38% in 2023*

o SmartCraft has increased focus on renovation in 
2023, growing 14% YTD September in this area, 
compared to an expected decrease of 4% for 
2023*

o Growth in Finland is reduced by lower activity in 
new construction projects from existing 
customers

o Churn is at a low level

Challenging new build 
market in Finland

* Source: Confederation of Finnish Construction 
Industries, RT Forecast September 2023 

ARR development Jan-Sep 2023

Gain from new and 
existing customers

Lower activity from 
existing customers

Churn
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o Strong organic recurring revenue growth of 17% in 
Q3 YoY

o Solid sales closing in September

o Cordel revenue order backlog is up 113% last 4 
months

o Shortened sales time from first meeting to 
invoice for Kvalitetskontroll 
o 78% of new customers won in September 

were both started and signed within the 
month

o Potential revenue pipeline is strong and at same 
level as at the end of Q2

Continued strong market 
situation in Norway

Invoice

Training

Setup

Contract signed

Meeting

Lead

Sales process

Onboarding

ARR recognition

Conservative ARR recognition
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Sweden

Revenue EBITDA EBITDA margin
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Finland

Revenue EBITDA EBITDA margin
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Norway

Revenue EBITDA EBITDA margin

+20%

o Organic recurring revenue +17%
o Inprog acquired in 2022
o Record sales in September
o Maintained strong pipeline for Q4’23

o Organic recurring revenue +12%
o Good sales performance in Q3, and positive trend
o Strong pipeline for Q4’23

o Organic recurring revenue +4%
o Exposure to large customers in “new build” 

construction
o Good sales in renovation, but offset by downgrades 

relating to new build-projects
o Low churn of 4%
o Strong pipeline for Q4’23

Solid growth 
in all segments

mNOK mNOK mNOK

+23%
+16%
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Continued growth in revenue and 
increasingly strong profitability

82.4

Q3’22 Q3’23

99.7
+20.9%

Revenue

mNOK

Recurring revenue (%)

97.1% 97.5%

Solid YoY revenue growth

o Maintaining high recurring revenue share

o 14% organic growth in annual recurring revenue

o Development of SmartCraft Core and 
integrations for cross sale and upsales

o Expecting ~10-11% FY’23

R&D capex

R&D capex R&D capex % of sales

mNOK

Q1’22 Q1’23

5.7%
8.1%

4.7

8.1

38,8 %
40,8 % 41,8 % 43,5 % 41,9 %

33,1 % 32,0 % 31,1 % 32,7 % 33,8 %

Q3'22 Q4'22 Q1'23 Q2'23 Q3'23

Consistently high profitability

Acquired
Coredination

o Agile business model to scale costs in a more demanding 
business climate

o Ability to increase margin both short-term and long-term

o Increasing EBITDA-R&D capex margin by 1pp

Acquired
ELinn

Q3’22 Q3’23

Adj.EBITDA margin Adj. EBITDA–R&D capex margin
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14,9 28,6 73,2 24,8 21,6

Q3'22 Q4'22 Q1'23 Q2'23 Q3'23

Solid financial position
and strong cash flow

Operating cash flow

o Cash positive all quarters (seasonally strong Q1)

o YoY Cash increase in all quarters

o Cash generated from operations enables strategic investments and M&A

Balance sheet, September 30, 2023

19,7

Assets

Current assets

mNOK

Equity and liabilities

Goodwill and intangible assets

o Net cash positive

o Negative net working capital driven by customer prepayments

o Holds 1,6% (~2,8m) shares , per mid-october

760.4

189,7
87,6

804.2

49,1
90,4
47,7

Non-current assets

Cash and cash equivalents
Current liabilities

Equity
Non-current liabilities

Deferred revenue

mNOK

783,6 816,3

- to support growth strategy and M&A activity

+24.7 %

+0.0 %

+43.9 %

+152.7 % +45.0 %
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o 21% growth in ARR
o Additionally, acquisition of ELinn (October 2022), Coredination (July 2023) 

and FX changes

o Q3 seasonally slow ARR sales due to holidays in July and 
August

o Record sales in September
o Not all included in ARR due to order backlog

o Maintained strong pipeline

High growth in recurring 
revenue as basis for success

ARR bridge YoY, mNOK

+14,3% 

259,9 266,8
278,9

296,1 303,6
318,3

347,0 357,5 367,1

Q3'21 Q4'21 Q1'22 Q2'22 Q3'22 Q4'22 Q1'23 Q2'23 Q3'23

ARR development, mNOK

YoY organic growth

+17% +21% +20%

+21% 

7,8
10,6

17,6

8,3
5,6

12,8
17,3

12,1

3,4

27,9

2,8

5,8

10,6

Q3'21 Q4'21 Q1'22 Q2'22 Q3'22 Q4'22 Q1'23 Q2'23 Q3'23

Organic
growth

M&A

Quarterly ARR growth history, mNOK

Quarterly currency adjustments not displayed in chart

+16% +17% +15% +15% +14%
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o Capitalize on solid new customer pipeline

o Customer centric business model

o Improved coordination of marketing and sales 

teams 

o Sales automation & self service

o Use our flexible business model to be prudent 

on costs

o Further scale our cloud environments

o Value accretive M&A

Key focus to ensure 
continued profitable growth Medium-term financial targets remain unchanged

bolt on M&A

15 – 20%
Organic growth

Margin expected to increase due to 
scalability of the business

Short-term considerations: 
Impact from acquired companies last 12 months
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o Adding functionality to SmartCraft 

family

o Great cross-sell and up-sell 

opportunities

o Good pipeline of potential M&A targets

o Valuation expectations for good 

companies are still high

Coredination AB
Our 10th acquisition – acquired July 2023

o 200+ customers 
o 3000+ users
o 10 employees
o Located in Stockholm

2022:
o SEK 10m revenue 

YTD June:
o 18% growth 
o 12% cash EBITDA
o 90% ARR 
o 6% churn

Purchase price SEK 25m
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A clear customer 
strategy secures a low-
risk business model
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Segment / Focus SME concentration of 
customer base

Electro / HWS* concentration of 
customer base

New build as main 
business for customer 

base

Sweden High High Low

Norway High High Low

Finland Medium Low High

Focused customer 
acquisition strategy

* Heating, water and sanitation
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Marketing and sales
efficiency

o Continue to capitalize on strong solutions in a 

under-penetrated market

o 232% increased brand exposure*1 in Q3 YoY

o 44% increase in inbound leads Q3 Y/Y

o 59% increase in direct online sales in Q3 YoY

o Meeting to sales conversion LTM is steady at 55% 

(70% including online sales*2)

Brand exposure for the SmartCraft Group

*1 Response to SmartCraft communication in different media channels
*2 Online sales was previously included in meetings

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Total SmartCraft 2022 Total SmartCraft 2023

Online Sales and Leads in the SmartCraft Group

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Total SmartCraft 2022 Total SmartCraft 2023
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Selective revenue approach to maximize 
recurring revenue and financial visibility

Revenue sources 
we avoid Actions to secure high recurring revenue Short- term financial 

effects Strategic benefit

Setup/installation fees Including one-time revenue in subscription fee
Reduced revenue
Lower margin

Consulting fees Make easy to use solutions

Training fees Make user-friendly and intuitive solutions

Support fees Provide solutions requiring minimum of support

Hardware Customers buy directly from hardware vendor

3rd party software Customers buy directly from 3rd party software vendor

Reduced revenue
Higher margin

o Low threshold to 

become a customer

o Increased recurring 

revenue

o Higher margin

o High financial visibility

o High quality of earnings

o Low-risk business model
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o Offsetting non-recurring revenue motivates us 

to make good software that is easy to use

o The beauty of software is the ability to achieve 

economies of scale

o SmartCraft’s “Rule of 90”

o 97% recurring revenue
o 92% gross profit margin

Strategy secures a highly scalable, 
low risk business model
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Initiatives to reduce COGS and 
increase revenue

Reduce complexity & COGS and 
increase market opportunity

Cross SalesUpsales
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Building awareness of “SmartCraft 

family"

o All solution logos have been updated 

with “Part of SmartCraft“

o SmartCraft solutions gathered 

together at events

o Offices rebranded to SmartCraft

Corporate Branding
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Q&A

smartcraft.com LinkedIn

Facebook YouTube

Make sure to follow us for the latest news!

We continue to deliver on our 
profitable growth journey

o Continue to deliver on strategy
o Reduced operational risk
o Consistent strong operational cash flow

http://www.smartcraft.com/
https://www.linkedin.com/company/smartcraft-as/mycompany/?viewAsMember=true
https://www.facebook.com/smartcraftas
https://www.youtube.com/channel/UCFxTRrDrY1yvKwALXSWllpA
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