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Key Figures

Group Revenue

70M SEK

67%33%

4.4%
Margin

Engaged Opticos staff

50

71
eNPS*

*5 Year Compound Annual Growth Rate

*Employee Net Promoter Score

Opticos Group consisting of
Opticos AB, Opticos East,

Opticos West &
Opticos Öresund.

Gender balance

Group solidity
25%

CAGR

Year in brief

Events during the year
• The opening of a new office in Malmö for

further expansion in Scandinavia,
connec�ng to the Copenhagen region.

• Con�nued CSR work with “My Dream Now”,
collabora�ng with suburban schools to
build and foster educa�onal and working
inspira�on with students.

• The Covid-19 pandemic impacted business
growth plans 2020, and the focus during
the year has been to ensure posi�ve margin
and business stability.

• Number of engaged staff at end of year, 50.

Events after year end
• Marie Lund taking on the role as Head of

Alliances.

• Jan Koch joining as Managing Partner in
Gothenburg.

• 4 new Young Professionals joining Op�cos
YP program in January 2021.

• Recruitment of 4 intakes on the Young
Professionals program for August 2021.

• Introducing Op�cos “Great Place to Work”
index.

The mul�-year overview represents the Op�cos Group consis�ng of Op�cos AB, Op�cos West,
Op�cos East & Op�cos Öresund.

Multi-year view for Opticos Group

Op�cos Group 2020 2019 2018 2017 2016
Revenue 70M SEK 79M SEK 70M SEK 49M SEK 34M SEK
Opera�ng Margin 4.4% 7.0% 4.5% 3.7% -0.3%
Sales growth -11.1% +12.8% +42.9% +44.1% -6.6%
Solidity (%) 24.8% 27.4% 19.6% 19.5% 23.0%

16%
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What do you see as Op�cos further
expansion opportuni�es?

We will con�nue our geographical expansion,
with a new office outside Sweden during 2021,
to create a strategic lever to support Op�cos
growth ambi�ons. Also, with con�nued
capability growth into adjacent services, we will
also enable growth into sectors where we are
not present today. These sectors will be able to
draw on the excellence that Op�cos have in
adjacent areas and thus quickly develop a
unique market proposi�on.

What differen�ates Op�cos from its
compe�tors?

Op�cos has, from day one, been an
independent management consultancy firm
with a visible balance between theory and
pragma�sm. This will not change. I believe that
by combining our blend of skills and
experiences we are differen�a�ng ourselves by
not only giving our clients independent advice
second to none, but also offering hands-on
execu�on support, to make change happen.

If looking forward, what’s the outlook for
2021?

2021 will be a year of recovery for the global
market, and I would expect that many
companies are planning to ini�ate
transforma�onal ac�vi�es and programs during
the second half of 2021. For Op�cos, I expect
that we are coming back to growth again, a�er
a pandemic pla�orm year, eleva�ng our 11 year
in service. Elevate 11!

Fredrik, how would you summarize 2020?

2020 was a challenging year, due to the global
pandemic situa�on of course. First quarter of
2020 was the best quarter in Op�cos history so
far, in revenue, but from start of Q2 business
opportuni�es decreased. We have worked close
with our clients and have supported them in
their business situa�ons with increased
flexibility, reduced teams and rates which has
enabled us to build even stronger rela�ons with
our clients. The impact of all these measures is
now on the posi�ve side with strengthened
rela�onships and normalized commercial
rela�ons going forward.

If looking back at 2020, what were the
highlights from your perspec�ve?

Our ability to change, adapt and overcome the
challenging business condi�ons. We
transformed from physical mee�ngs and ways
of working to digital with very li�le
disturbances in our ongoing projects and
ac�vi�es. We have managed to have a
transparent and dynamic dialogue internally, to
jointly support the new ways of working with
remained high values in our People Sa�sfac�on
scores (NMI). And, again, I must re-iterate the
very good and adap�ve dialogue we have had
with our clients.

Although it was a rather turbulent year
during 2020 due to the Covid-19 pandemic,
what do you think can be learnt from it for
the future?

I believe that the Covid-19 pandemic has forced
the market to reconsider their supply chain and
opera�ve resilience. The globaliza�on as such
will most certainly con�nue, but with an
increased risk management approach. It has
also strengthened our ability to work remotely
and will open up for more effec�ve use of talent
in countries where there might be a larger
amount available as well as a be�er price point.

Also, the ways of working will be changed as we
are coming out of the pandemic. I believe that
we have adapted the distributed working
model, which in turn will affect how we work at
the offices with a more balanced approach to
on-site and off-site work.

Which capabili�es within Op�cos do you
see as underlying forces that drive the
firm?

Experience and knowledge paired with
entrepreneurship and pragma�sm, on a
founda�on of energy and willingness to excel.

How should Op�cos grow in already
established markets?

Op�cos will con�nue to grow with the current
offer into other sectors, such as the public
sector, but also with an increased offer to our
current clients. For 2021, we are planning to
boost our capabili�es and expand our offer into
the Supply Chain Management (SCM) area
through key recruitments.

Interview:

Fredrik Hallberg, CEO at Opticos

CEO Fredrik Hallberg

“Opticos has, from day one, been an
independent management consultancy firm
with a visible balance between theory and

pragmatism. This will not change”.

Fredrik Hallberg, CEO
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Strategic IT

We help CIOs and their leadership teams to
deliver stable, compliant and secure
infrastructure and business system services and
projects. Our senior team of IT management
professionals and technology experts guide our
clients on how to tackle complex IT
environments, which technology trends really
ma�er and how to implement robust yet agile
opera�ng models.

We combine theory with pragma�sm to ensure
that our frameworks for IT strategy, Enterprise
Architecture and IT financial management are
relevant and ac�onable.

Sourcing & Procurement

As a leading and independent sourcing advisor,
we support our clients with specialized advisory
and implementa�on services for sourcing-
driven process and capability transforma�ons.
We provide prac�cal frameworks, templates
and checklists for crea�ng collabora�ve, win-
win business rela�onships where both par�es
are commi�ed to each other’s success.

Our procurement professionals help transform
procurement organiza�ons, deliver cost savings
and develop new ways of working, including
suppor�ng tools. We also provide sourcing and
procurement as a managed service.

Helping our clients find new and las�ng
business value

Since 2010, when Anders Gullbrandson and
Fredrik Hallberg founded Op�cos, we have
aimed to be the firm of choice for digital
business transforma�on and sourcing advisory
services. Our clients tell us they like how we
listen more than we talk, working with them to
develop the solu�on that’s right for them.

With over 50 colleagues and senior associates
at our Stockholm, Gothenburg and Öresund
offices, our clients get the right individuals with
the right talents. We understand the challenges
our clients face – and we also know how to
make the desired changes happen. That’s
because we combine our many years of
experience with a hands-on, yet forward-
thinking approach. Using best prac�ces across
different sectors, we work alongside our clients,
providing unbiased advice and prac�cal support
to achieve the targeted outcome. But it’s not
just about what has worked before. We also
embrace new technologies, helping clients find
new opportuni�es and long-las�ng business
value.

Our Core Capabili�es

As Op�cos consultants, we turn our skills and
experience into independent advice and hands-
on execu�on support for our clients within
three core capabili�es: Digital business
transforma�on, Strategic IT and Sourcing &
Procurement.

Digital Business Transforma�on

We provide advice on strategic direc�on,
transforma�on programs and execu�on to help
our clients with digital business transforma�on.
Using the right digital technologies and
advanced data analy�cs to digitalize workflows
and processes and unlock value.

Whether it’s improving the customer journey,
leveraging AI and machine learning or
implemen�ng smart manufacturing, we help to
embed innova�on and new technologies at the
centre of our client's business transforma�on.

About Opticos

Op�cos founders Anders Gullbrandson & Fredrik Hallberg

Excellence

We are passionate about striving for
excellence and we measure our success by
the value we create for our clients, our
people and our community.

Collabora�on

We maximize our shared knowledge, and
we believe the best results are achieved
when integra�ng a mix of perspec�ves,
talents and experiences.

Integrity

We act with integrity and honesty, and we
believe in maintaining the highest ethical
and moral standards both personally and
professionally.

Humbleness
We are knowledgeable yet unpreten�ous
and always respec�ul and open to new
ideas.

Guided by our
Values
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Strategy and objectives

Driving change and fostering a collabora�ve culture to become truly excep�onal

In many aspects, Op�cos is already an excep�onal management advisory and business
transforma�on consul�ng firm with an excep�onal and diversified pool of talent. But as a firm
striving for integrity and excellence in everything we do, we are commi�ed to con�nuing
challenge ourselves and our clients to become truly excep�onal. We are not that far away, and we
are constantly taking steps in the right direc�on.

Change and evolu�on in nature has long been a metaphor for business. We have all read the
quote a�ributed to Charles Darwin – “It is not the strongest of the species that survives, nor the
most intelligent that survives. It is the one that is most adaptable to change.” Even if the analogy is
a simplifica�on, most business leaders would agree that it is the necessity of constant change that
ensures an organiza�on’s very survival and growth poten�al in the face of a compe��ve
environment. A type of change that is not possible without collabora�on between individuals and
groups.

Driving change and fostering a collabora�ve culture within Op�cos

As a firm we strongly believe in the basic idea that change and fostering a collabora�ve culture is
important for Op�cos, because without change, we would likely lose the compe��ve edge and fail
to meet the needs of our growing base of new and recurring clients. So how are we as an
organiza�on embracing change? How are we fostering a collabora�ve culture? Below follow six
guiding principles for how we are driving and enabling business change within Op�cos.

1. Evolu�onary transforma�on – There are basically two ways to drive change, evolu�onary/
incremental change and revolu�onary/transforma�onal change. Whilst revolu�onary change
is fundamental, drama�c, and o�en irreversible, evolu�onary change is incremental and takes
place gradually and step by step. We believe we should be cau�ous about rushing into dras�c
change that leads to unintended nega�ve consequences. Instead, our ambi�on should
con�nue to be to take small steps (but with high pace) and closely monitor that every step is
taking us closer to meet our long-term business objec�ves.

2. Be�er before cheaper – This in line with our efforts to con�nue raising our brand profile and
enhance the value of our services. It is all about making sure we develop our business and
capabili�es in a way so our clients value us as trusted advisors and the right partner for
making change happen. Our clients´ choice to engage Op�cos should always be based on the
value we bring to them instead of being the most cost compe��ve op�on.

3. Leverage our core assets through collabora�on – Even if change is fundamental for long-term
success, we must never forget what has made Op�cos successful in the past; our people, our
culture & values and our focused market niche. For every new change ini�a�ve, we must ask
ourselves if and how it will have an impact on our core assets. We might not know what type
of change the future holds but we do know its success is dependent on our firm-wide ability
to collaborate and build bridges from the past to the future.

4. Pragma�c and “good enough” mindset – recognizing that we are (s�ll) a rela�vely small firm,
we must make sure that all the changes we implement are “fit for purpose” for a firm of our
size and with our needs. Improvements to our internal processes and ways of working must
always be balanced against the effort/cost. We cannot afford that insufficient management
processes and tools create barriers for growth, but at the same �me we cannot afford to let
our “internal” change ini�a�ves take away focus from what is most important for us as a firm
– making our clients successful.

5. Diversity by bringing new people to the firm – as a fast-growing firm with high ambi�ons it is of
outmost importance that we constantly develop our capabili�es and skills; by offering our
consultants relevant training and by recrui�ng the best people from other firms and a�rac�ng
top talents from leading universi�es. A regular inflow of new people to Op�cos with diverse
backgrounds and experiences is an effec�ve way to make sure we always get challenged and a
fresh perspec�ve on how we can improve our current ways of working or do things differently.

6. Change before we have to – By making change proac�vely we can avoid reflexive, pain-induced
change. Rather than wait for circumstances to dictate our ac�ons, we should change long before
risks materialize. Proac�ve change provides us with more op�ons and allows us to make the right
choices from an impact, cost, and �me perspec�ve.

The drivers for change and how we collaborate as a firm will for sure change over �me. But by
acknowledging where we are coming from, by being clear about where we are heading, and by
having a sound approach to managing the transforma�on we are all set to succeed!

Multi-year overview

“By acknowledging where we are coming from,
by being clear about where we are heading, and
by having a sound approach to managing the
transformation we are all set to succeed!”
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Public Sector

Business Services

Life Science

Manufacturing

Financial services

We draw upon our collective
experience gained from
several market sectors to

provide unique insights into
sector and client specific

digital transformation needs,
sourcing solutions and
technology approaches.

Our sector focus
We have in-depth experience from a number of sectors:

The workplace

Be the most a�rac�ve workplace for
our people:

• Offer interes�ng and challenging
assignments

• Focus on a learning organiza�on and
promote competence development

• Develop Op�cos leadership model

• Provide fit-for-purpose physical workplace
and work equipment

• Offer compe��ve compensa�on and
benefits package including sound work/life
balance

• Con�nue and strengthen our CSR
commitment

Develop our culture and ways of
working to further promote everyone’s
involvement in development of Op�cos
as a firm:

• Maintain and foster a business culture
based on inclusiveness, transparency and
collabora�on

• Refine our incen�ve model and career
development framework to support and
provide clarity on balancing client
commitments with firm development
ac�vi�es

• Celebrate success!

Increased uncertainty and rapid change

In 2020 the demand for our services has been
rela�vely stable, despite the predic�on that the
pandemic would create a deep and long-las�ng
economic downturn. Even though the total
demand was stable, the interest in our services
varied throughout the year.

The start of the year was similar to 2019, but
during March / April the demand shi�ed
towards more cost-related projects. In the
autumn the demand shi�ed again towards
assignments that reflected a greater willingness
to invest, especially in the area of automa�on
and digitaliza�on. The change was first no�ced
in the sourcing area, where demand for services
increased significantly. The assignments were
both of a tradi�onal kind, such as ERP,
outsourcing and cloud, but what stood out was
mainly the interest in automa�on and
digi�za�on. A natural consequence of the
increased ac�vity in sourcing was an increased
need and demand for our other offered
services. Very simply, one could say that the
demand for our various services ini�ally in
2021, compared with before the pandemic, is
almost the same, but with a higher demand for
digi�za�on services.

Behaviors of companies and organiza�ons in
our five different market sectors differed
slightly. Companies in the Manufacturing, Retail
and Business Services sectors acted differently
but generally with major changes in their
demand, while in the Financial Services and
Public Sector sectors the changes were less
pronounced.

Outlook

We believe that the interest in automa�on and
digitaliza�on will con�nue and be of increased
focus for many organiza�ons in the near future,
and Op�cos is well equipped to support our
customers on the journey going forward. In
discussion with companies and organiza�ons, a
great ambi�on for transforma�on and
investments is o�en men�oned. This upcoming
higher level of ac�vity will most likely lead to a
lack of in-house competences for many of our
clients. Our assessment is that even companies
that want to staff their ini�a�ves with their own
resources will find it difficult to find the skills
needed. They probably need to adjust their
strategy and work with a higher propor�on of
external resources than they are used to. This is
provided that they want to con�nue to
maintain the expressed high level of ambi�on in
their change work.

The best way to meet the lack of competence is
to create an organiza�on that a�racts new
people but also that the exis�ng staff want to
develop further. Op�cos places great emphasis
on formula�ng our "insight" and conveying it in
the organiza�on. In addi�on, we have
structured the work of a�rac�ng talent for a
number of years, with good results, and we
realize, like many others, that this is an issue
that must be high on our agenda.

Historically, Manufacturing and Financial
Services have been our largest market sectors.
We will ac�vely con�nue to work with these
sectors to win new customers and develop our
offerings. We expect to con�nue to grow in
these areas, at least at the same pace as we
have done historically. In the Retail, Business
Services and Public Sector sectors, we see many
opportuni�es and we es�mate that these
sectors' percentage share of our total business
will increase in the coming years.

Market offerings

“We believe that the interest in
automation and digitalization will

continue, and increase in focus for many
organizations in the near future.”
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Global Life-Science - re-sourcing assignment

Client situa�on

The client, a Global Life-Science company, aimed to re-source its ERP Infrastructure, applica�on
management and development contract and at the same �me prepare for a shi� in the delivery model.

The incumbent supplier had been supplying the services for +15 years. The supplier was perceived as slow
and non-responsive. They did not bring their A-team to the account, and the client was facing a lot of �me
and material cost. The client also wanted to move from a supplier on-prem DC to Cloud solu�ons with a
move to DevOps. Finally, the client was presented with what was perceived as “Watermelon” SLAs.

What we did

• Op�cos was asked to lead the sourcing of a
new supplier to reduce run costs, change
the way of working and add necessary
capabili�es for transforma�on.

• The work was conducted in close
collabora�on with both IT management and
IT staff.

• Op�cos facilitated the updated
specifica�ons, contract and pricing setup.
The new setup included DevOps and a
strengthened SLA.

• Op�cos is now leading the transi�on of
services to the new supplier.

Client benefits

• The re-sourcing provided a substan�al year
of year savings.

• We were able to Include transi�on to new
technology within the present budget.

• The contract gave us an upgraded talent
pool through the supplier.

• The Service Level Agreement was
modernized and now contains checks for
Watermelon SLAs.

Three reference cases

“The procurement process was one of the
best run processes I have experienced,

I will full-heartedly recommend Opticos
for anyone who is planning on sourcing”

5 year IT roadmap for a global manufacturing company

Client situa�on

The client, a worldwide manufacturing company - with approx. 12,000 employees spread over 40
countries - was transforming its IT organiza�on, including new organiza�on, new financial repor�ng
and 5 year IT roadmap aligned with the business needs.

The client was experiencing a number of challenges; large growing technical debt, underinvestment
in IT security, numerous founda�onal issues (master data, integra�on, BI), programs delayed, lack of
long term direc�on and lack of co-opera�on between IT and business.

What we did

• Op�cos supported the development of an
End-2-End IT roadmap in close
collabora�on with CIO, IT management
team, program managers and business
heads.

• Approved and aligned IT roadmap.

• Business case and investment profile.

• 5-year roadmap based on 5 core capability
areas.

• Alignment with all business and support
units and approved by group management
and board.

• Structured and engaged involvement.

• 3 structured key workshops: 1) unlimited, 2)
priori�za�on, 3) End-2-End alignment.

• 20 engaging workshops; strategy, business
plans, capability fit, IT architecture and
ways to improve collabora�on.

• Strong Involvement of 12 Business units,
Opera�on, Sales, Finance, HR, IT and
program managers (End-2-End).

Client benefits

• Approved IT roadmap that addresses the
key challenges, sets direc�on and targets.

• Building new assets and enabling solid
founda�on for growth.

• Superior online customer experience
(presence & sales) and global value flows to
op�mize opera�ng models.

• Harmoniza�on & globaliza�on of key
support process, digital backbone to secure
automated & connected business process.

• Prepared new ways of working.

• Dis�nct methods for working agile &
waterfall, improved project mgt. disciplines
and por�olio management process.

• Improved understanding and collabora�on
between business and IT, business taking
solu�on ownership.

“Opticos supported the development of an
End-2-End IT roadmap in close collaboration

with CIO, IT management team, program
managers and business heads”
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Finance automation at an insurance company

Client situa�on

The client, a Nordic marine insurance company, aimed to improve its finance opera�on to increase
efficiency and prepare for further interna�onal expansion. The client’s solu�on for finance was no
longer fit for purpose to support the company strategy as the core finance solu�on was outdated and
kept alive through mul�ple in-house developed extensions.

To respond to the situa�on the client ini�ated a pre-study and sourcing project for a modern cloud-
based finance solu�on.

What we did

We managed the pre-study to assess the
current situa�on and ar�culate required
capabili�es for the future finance func�on and
finance processes. The market for cloud-based
ERP and Finance systems was evaluated
through research and system demonstra�ons.
Through a thorough selec�on process, a few
systems where shortlisted that could meet the
client's requirements. These suppliers were
invited to the RFP and sourcing process.

Required capabili�es

• Assess client situa�on and needs and
ar�culate required capabili�es of a future
finance solu�on

• Explore opportuni�es with modern
systems, and especially opportuni�es for
automa�on through AI and machine
learning

Market evalua�on

• Assess the market for mid-sized ERP and
Finance systems

• Evaluate the system’s fit with the client’s
high-level requirements, and recommend a
group of poten�al systems

Sourcing

• Perform an RFP process with shortlisted
suppliers and systems

Client benefits

The result from the project made the client
confident to take decisions on a future finance
system and supplier

• Formula�on of Finance system
requirements

• Qualifica�on of poten�al Finance system
suppliers

• Prepared sourcing of applica�on licensees
and sourcing of system implementa�on
partners

“The result from the project made the
client confident to take decisions on a
future finance system and supplier”

Unbeaten
Together

2010 - 2020. TEN YEARS OF COLLABORATION.
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“I really do enjoy working with
mo�vated new talents. You could
say I get the best of both worlds,
developing Op�cos through the
Young Professionals Program and
delivering client assignments.”

– Richard Orrebrant, responsible
for the Young Professionals

Program

Op�cos introduced the Young Professionals Program in 2018 with the aim to get onboard younger
colleagues with new perspec�ves and innova�ve minds. Since then, the ambi�on has been to quickly
include the young professionals in delivery teams at clients, as well as to provide them with relevant
courses at Op�cos. This in order to ensure a steep learning curve for the young professionals, as well
as to secure future growth and development of the Op�cos team.

Op�cos Young Professionals Program has proven to be an efficient way of introducing young talents
to the world of management consul�ng. It is a 1-year trainee program providing a combina�on of
theory and prac�ce where the young professionals work as consultants in client assignments, as well
as par�cipate in internal courses at our three offices together with other young professionals.

The theore�cal part of the program is organized in four areas:

Consul�ng Skills

Develop the skills that are expected of a
management consultant, regardless of
assignment or posi�on.

IT Methodologies & Frameworks

Introduc�on to the fundamentals of the
methodologies and frameworks used by most
organiza�ons today. Enabling the young
professional to quickly pick up the language and
culture of the client.

Capability Offerings

Introducing the young professionals to some of
the capabili�es and exper�se within Op�cos.

The Future Digital Society

Introducing the young professionals to the
concept of the future digital society. The
courses include case studies of client
assignments where, for example, digitaliza�on,
automa�on or data management are in focus.

Young Professionals

“My experience is that the
development curve at

Op�cos is steep. And I’m
having fun!”

– Selma Topalovic

“The best part of my job at
Op�cos is that it is very

s�mula�ng, and I learn new
things every day. During my
first year I have been working

in several projects at
different organiza�ons.”
– Johanna Lilliecreutz

“One thing I appreciate at
Op�cos is that you are

encouraged from the start to
partake in driving the
organiza�on forward.”

– Therese Erenius

“I have had the opportunity
to collaborate on

assignments together with
colleagues with decades of
experience in our capability

areas.”
– Måns Tangvald

Some
words
from
previous
Young
Professionals

Each young professional has a senior
colleague as their development coach to
ensure their personal and professional
growth. They also have a mentor, a
previous young professional, who
supports along the way.

In a normal situa�on, pre-covid, the young
professionals travel to our three offices in
Sweden for program courses, special
events and social ac�vi�es. The aim is to
get to know other consultants across
offices, to create a team-spirit and to have
some fun during the program. Due to the
Covid-19 pandemic, the currently ongoing
program has been fully digital where
program courses and social ac�vi�es are
held online.

Op�cos is happy to announce that we
have, in the beginning of 2021, signed
four new young professionals to our
offices in Stockholm and Gothenburg.
Star�ng in August 2021, they will
represent the fourth Young Professional
Program at Op�cos.



The collabora�on with My Dream Now gives
Op�cos an opportunity to make a difference in
society through their employees, as role models
and as adults with a career choice to aspire to.
For the individual employee, it is a good lesson
in our core values, but also something that
gives us individuals a sense of self-realiza�on by
helping others.

For Op�cos as an organiza�on, it provides in the
short term an outlet to be a driving force in
society, to expose ourselves to other,
prospec�ve employees, to be able to point out
that we deliver above expecta�ons even
outside our usual areas of exper�se. In the long

run, perhaps some of these students may want
to venture into the consul�ng world. In that
case, we have laid a good founda�on to be the
obvious choice for their careers.

In addi�on to class mee�ngs (physical / digital)
at the schools, Op�cos also offers students
study visits (physical / digital) to our offices,
where students can visit and see how we work.

You are warmly welcome to contact us who
par�cipates in the ini�a�ve if you want to learn
more about what we do or if you yourself are
interested in ge�ng involved as a class coach in
My Dream Now!

CSR

Since 2018, Op�cos has had a collabora�on
with My Dream Now, where employees from
our offices visit school classes twice a semester
to talk about work and the future. The ini�a�ve
priori�zes areas such as Tensta, Biskopsgården
and Rosengård, where many young people lack
role models in working life. The idea is to meet
the students in their everyday lives and based
on simple frameworks, talk about what they
want to do, and with the support of our
experience in working life, be able to plan how
to get there.

Simply described, we as employees take a
course at My Dream Now where we with
roleplay and simple workshop exercises, go
through their approach to how they set up the
different sessions. We are divided into teams of
3-5 class coaches (mixes from different
companies) who meet a class during school
hours, 4 �mes per school year, 2 hours at a
�me. It is desirable that the members of the
team have different ages, backgrounds and
employments.

The sessions are thema�c and one of the last
things we did was about how to get an
internship at a company. Other themes can be:

• Visualize dreams, set goals and write paths
to the dream in a Dream Map

• How to apply for a job

• The importance of experiences in their free
�me

• Opportuni�es for jobs and studies in
different places in Sweden and globally

Two weeks before the class coach mee�ng, we
receive a script on the framework for the next
mee�ng and will, together with the group
within My Dream Now to which we belong,
divide up and prepare for the mee�ng. The
team meets at the school, meets the class
representa�ve (most o�en teachers) and
conducts the mee�ng.

The idea is to meet the students in their everyday lives
and based on simple frameworks, talk about what they
want to do, and with the support of our in work life
experience, inspire them to get there.
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“The students are wonderful and
incredibly passionate and curious. Some
of the ques�ons are about salary, what I

earn is important to them, but the big
wave they make when I tell them that at

work, I do more or less as I want. And
that’s why I think it's fun going to work.
In my opinion, they are not so used to

that experience from work life”.

- Johan Rams, Class Coach from Op�cos

“The collaboration with My Dream Now gives
Opticos an opportunity to make a difference in
society through their employees, as role models
and as adults with a career choice to aspire to”.
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A crucial part of today’s business is naviga�ng
the waters of compliance and risk.

The reason behind the changing landscape of
compliance is of course the wellbeing and
safeguarding of people and the fair and equal
possibility to act upon an open market. In fact,
from our point of view this is bordering the area
of Corporate Social Responsibility. It is a legal as
well as a moral requirement on us to act fair
and in the best interest of those around us. We
truly want to be a good company, both to our
staff but also to our society.

Op�cos has a rela�vely small Compliance
footprint in the area of personal data and the
implica�ons of GDPR. Nevertheless, we are
conscious of introducing new IT systems
because it always includes a view on the
security of personal data. GDPR is not always
en�rely black and white, and in our case, that
means ac�ng safely and cau�ously. Mul�ple
persons are included in the process of judging
most personal data issues to ensure a complete
view and different aspects on the situa�on at
hand. We uphold industry-standard reten�on
policies and privacy policies.

As Op�cos many �mes are working in the
interface between buyer and seller we
emphasize our unbiased stance towards
supplier companies. We have adopted a new
groupwide Alliance role that will take an
overarching view on the coopera�on with other
companies to ensure our con�nued
independent status. Something we know that
our customers appreciate.

From a risk perspec�ve Op�cos has rather few
risks. The nature of our business is such that we
have a very low risk towards supply chain
failures or similar external influences. We
consider the main risks to our future growth
and profitability to be about our present and
future staff. To mi�gate and preempt risk in
these areas we have adopted an organiza�on
with closeness between staff and Development
Coaches, we are following up and ac�ng on our
yearly Employer Sa�sfac�on Score as well as
constantly checking the temperature on the
rela�onship between the company and all
individuals who work with us. The Covid-19
situa�on has made this task a li�le bit harder to
achieve but during the course of the pandemic
we have launched ways to remotely keep
colleagues close and in the know.

Risk Management

Compliance and risk

The power
of knowing

HELPING YOU FIND NEW AND
LASTING BUSINESS VALUE

“A crucial part of today’s business
is navigating the waters of

compliance and risk”.
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Extended Leadership Team

Emma Wermé
Head of Finance &
Administra�on

Maria Ekberg
Deputy Managing Director
Stockholm

Magnus Sjöholm
Deputy Managing Director
Stockholm

Jan Koch
Managing Partner
Gothenburg

Anders Gullbrandson
Head of Legal CoE

Maria Nelsson
Head of Business
Development

Mar�n Steffen
Head of Marke�ng
Communica�ons

Isak Faris
HR Business Partner

Henrik Noberius
Deputy Managing
Director Gothenburg &
Head of Sales Enablement

Marie Lund
Head of Alliances

Ma�as Gustrin
Head of Insights

Rickard Holmkvist
COO & Head of Consul�ng
Services

Håkan Liedman
Deputy CEO

Fredrik Hallberg
CEO

General about the business of Op�cos
Group

Op�cos Group is a Nordic high-profile and
future-oriented management consultancy firm
offering IT-enabled business transforma�on, IT
strategy and sourcing advisory services.

Mission: “Crea�ng shared value and making the
difference for our clients, our people and our
community.”

Vision: “The firm of choice for IT-enabled
business transforma�on and sourcing advisory
services.”

2020 Op�cos Group closes the tenth annual
report for a full calendar year, and it has, as for
many others, been a challenging year due to
the global pandemic (Covid-19) effect on the
market and our Clients. We are closing the year
with a posi�ve margin (4.4% EBITDA) and no
staff reduc�ons, but with lower turnover than
originally budgeted (70M SEK).

Turnover in the subsidiaries is distributed
between Gothenburg (23.2M SEK), Stockholm
(39.3M SEK) and the recently established
Copenhagen/Öresund (2.4M SEK).

We have engaged approx. 40 consultants (full-
�me equivalents) and had a net increase of two
(2) employed consultants, by our strategy to
increase the share of employed staff in the
company. At the end of the year, we were 41
employees within the Group.

The Group Headquarter is based in
Gothenburg.

Significant events of the Op�cos Group
during the financial year

During 2020 the Group has con�nued to deliver
on the strategic field and plan being guiding for
the Group for several years, with con�nued
profitable growth, aiming to be top three within
our field of services in the Nordic Market. The
Group will con�nue to grow in new markets,
with new customers and with comple�ng
services in our offering and decrease the risk of
subop�miza�on, increase our margin and
improve the use of our collec�ve capability. As a
result of the pandemic, the growth has been
paused during the year to ensure a posi�ve
margin and business stability, but with growth
in new customers, consultants and service
offering being delivered.

The Op�cos Group has con�nued to invest in
our important “Young Professionals Program”
(YPP), aiming to develop our own skills base of
future consultants and leaders within IT
management and Sourcing. The program is also
an essen�al enabler for the group’s con�nued
growth, where we have now concluded two full
YPP years and will start a third group in January
2021.

On the Client slide, we con�nue to grow market
shares within the manufacturing industry. S�ll,
we have also seen con�nued growth within the
bank-, insurance- and service sectors during
2020.

Corporate Social Responsibility (CSR) is very
important for Op�cos Group and part of our
corporate values. We have con�nued to focus
our funds and efforts in 2020 on the non-profit
organiza�on “My Dream Now”, whose purpose
is to create an inspiring collabora�on between
schools and the working environment. We have
during 2020 trained and engaged ten coaches
within the company as pro-bono coaches and
carried through mul�ple training sessions in
different suburban schools within “My Dream
Now”. During the first months of 2020, the
training sessions were physical, but due to the
pandemic situa�on and in accordance with the
Public Health Authority, a�er that, they were
held digitally.

2021 Group Forecast

2021 is Op�cos Group 11th year in business,
which we will use as a founda�on for increasing
both internal and external marke�ng, under the
header “ElevateEleven”. The 10th anniversary,
ini�ally planned for 2020, was decimated due
to the global pandemic, but parts will be
pushed into 2021 for comple�on, such as
ar�cles, interviews and video presenta�ons.

According to our business plan, we are planning
to re-start our profitable growth journey during
2021, with a target turnover of 80M SEK, to
achieve an ROI of at least 8% on a Group level.
This, as a result of this, corresponds to a growth
of approximately 15% compared to 2020. We
plan to close 2021 with 50 employed
consultants. We are preparing for further
expansion of the groups business offering.

Income Statement and Balance Sheet

The following financial reports represent
Op�cos AB, the parent firm in Op�cos Group.
The reports are reported in Swedish Crowns
(SEK).

Annual Management Report
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Op�cos AB 2020-12-31 2019-12-31
Opera�ng revenue
Gross turnover 70 259 307 79 377 289
Other opera�ng revenue 5 751 531 6 337 554
Total opera�ng revenue 76 010 838 85 714 843

Opera�ng Expenses
Subcontractors -65 000 549 -71 465 430
Commodi�es -53 132 -160 919
Other opera�ng costs -2 644 999 -3 134 595
Staff costs -8 252 264 -9 299 108
Deprecia�on of proper�es, plant & equipment 0 -10 411
Total opera�ng expenses -75 950 944 -84 070 463
Opera�ng profit 59 894 1 644 380

Financial items
Receivables from group enterprises 1 130 000 210 980
Other financial income 0 474
Interest expense -5 055 -6 149
Total financial items 1 124 945 205 305
Profit or loss a�er financial items 1 184 839 1 849 685

Appropria�on
Group enterprise contribu�ons 0 -1 814 788
Total appropria�on 0 -1 814 788
Pre-tax net-profit or loss 1 184 839 34 897

Tax Expense
Tax expense -33 341 -8 797
Net profit or loss 1 151 408 26 100

All numbers reported in SEK

Op�cos AB 2020-12-31 2019-12-31
ASSETS
Fixed Assets
Property, plant & equipment
Inventories and equipment 0 0
Total property, plant & equipment 0 0

Financial Assets
Shares in group enterprises 1 403 075 1 403 075
Total financial assets 1 403 075 1 403 075
Total fixed assets 1 403 075 1 403 075

Current assets
Short-term receivables
Accounts receivables 14 564 803 14 871 813
Other current receivables 680 980 451 318
Deferred costs and accrued income 314 389 230 431
Total short-term receivables 15 560 172 15 553 562

Cash and cash equivalents
Cash and cash equivalents 9 175 354 7 724 341
Total cash and cash equivalents 9 175 354 7 724 341
Total current assets 24 735 526 23 277 903

TOTAL ASSETS 26 138 601 24 680 978

Op�cos AB 2020 2019
EQUITY & LIABILITIES
Equity
Owners equity 50 000 50 000
Total owners equity 50 000 50 000

Retained Earnings
Retained profit or loss 1 879 222 3 653 122
Net profit or loss 1 151 408 26 100
Total retained earnings 3 030 630 3 679 222
Total equity 3 080 630 3 729 222

Short-term liabili�es
Accounts payable 1 021 531 662 910
Payables to group enterprises 20 804 888 19 038 653
Other payables 344 860 34 324
Accrued costs and deferred income 886 692 1 215 869
Total short-term liabili�es 23 057 971 20 951 756

TOTAL EQUITY AND LIABILITIES 26 138 601 24 680 978

All numbers reported in SEK

Balance SheetIncome Statement
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Op�cos AB 2020-12-31 2019-12-31
Note 2 Average number of employees (Op�cos AB)
Average number of employees 7 7

Note 3 Inventory, tools & Equipment
Opening costs 161 696 161 696
Closing accumulated costs 161 696 161 696

Opening deprecia�on -161 696 -151 558
Deprecia�on cost -10 138
Closing accumulated deprecia�on -161 696 -161 696

Closing recorded value 0 0

Note 4 Shares in Group Enterprises
Opening value 1 403 075 1 455 010
Sales disposals -51 935
Closing accumulated value 1 403 075 1 403 075
Closing accounted value 1 403 075 1 403 075

Note 5 Check account credit
Approved among for check account credit amounts 2 250 000 2 250 000

Note 6 Informa�on about the parent company
Op�cos Holding AB, 559041-7712, based in Gothenburg

Note 7 Significant events a�er the year end.
In connec�on with the filing of the annual report, we have an ongoing global pandemic (Covid-19).
The company has a func�oning business and cannot yet assess the con�nued impact of this. The
assessment is that it will affect the results and liquidity during 2021.

Note 8 Pledged assets
Corporate mortgage 2 350 000 2 350 000

2 350 000 2 350 000

NOTES
Not 1 Accoun�ng principles

The annual report is prepared in accordance with årsredovisningslagen och Bokföringsnämndens
allmänna råd (BFNAR 2016:10), on the annual report for smaller companies in Sweden.

Service assignments
The company’s revenue is from fixed-price assignments is reported in accordance with the general
rules.

Deprecia�on
The applied deprecia�on �me: Inventory, tools & equipment - 5 years

Gross turnover
Main opera�ng income, invoiced costs, other income, and revenue correc�ons.

Profit or loss a�er financial items
Profit or loss a�er financial items but before appropria�ons and taxes.

Solidity
Adjusted equity (equity and untaxed reserves less deferred tax) in percentage of the financial
statement enclosure
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