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Q1 2022 in brief
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•	 Net revenue increased by 24% to 4,671 
(3,765) TSEK 

•	 Net revenue retention rate 107 (103)% 

•	 Earnings per share amounted to -0,41 
(-0,13) SEK 

•	 EBIT result amounted to -3,962 (-908) TSEK 
and the margin amounted to -85% (-24%) 

•	 Agreement signed with B2B lending 
company

Content
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Key figures
Q1 

 2022
Q1 

2021
Q1-Q4 

2021
Net revenues, TSEK 4,671 3,765 15,385

Net revenue growth, % 24% 52% 33%

EBT, TSEK -4,012 -1,021 -8,870

EBIT, TSEK -3,962 -908 -8,459

Operating margin, % -85% -24% -55%

EBITDA, TSEK -5,955 -1,516 -11,912

EBITDA  margin, % -127% -40% -77%

Equity, TSEK 24,239 4,768 28,222

Equity/assets ratio, % 72% 25% 75%

Number of shares at the end of the period* 9,869,023 8,034,162 9,869,023

Number of shares, average* 9,869,023 8,034,162 8,330,756

Earnings per share, SEK -0.41 -0.13 -1.39

Cash and bank balances, TSEK 16,450 3,142 22,647

Average number of employees 38 22 27

Key figures

Group

Selected Key Performance Indicators

*3:1 share split undertaken in Q3-21 applied to all reporting periods.

For definitions of key ratios, see Accounting and valuation principles.
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BricknoBricknode empowers financial institutions to design and launch their own 
digital investment, lending and savings products. 

By leveraging cloud software and technology, we remove barriers for start-
ups and established firms that want to take new propositions to market, 
quickly and cost-effectively. 

We’ve spent over a decade developing our financial platform so that all 
businesses need to do is connect to our powerful APIs. We offer complete 
flexibility in product design, regulatory umbrella services and outsourcing 
for back office operations. It has never been easier to create the future of 
financial services.

 All figures as of 31 March 2022 

Bricknode at a glance

2010
Year founded

57k
Financial products on our 

platform

1
IPO conducted in November 2021

3
Offices in London, Stockholm and 

Skövde

207k
Trades facilitated by Bricknode 

Broker last quarter

100%
Cloud-based platform

39
Talented employees

SEK 21bn
Total assets on our platform

60+
Add-on tools in our marketplace
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Comments from the CEOs

Time flies when you are having fun!
Whoa! Another quarter comes to an end - time really flies when you 
are having fun. Q1 2022 was a real awesome quarter at Bricknode, 
we must say. Through continued sales efforts we have mushroomed 
our international sales pipeline for the current product portfolio and 
pushed the Bricknode brand in front of many potential customers. 
We would like to help them “see the light” and understand how 
easy it is to set up their financial operations based on the Bricknode 
platform. 

With our expanded team now up to speed on how Bricknode works 
and aligned around our single goal, we have accomplished huge 
innovations within our company.

Let’s start there, with our vision and goal. From the day Bricknode 
was founded it was intended as a long-term project to change the 
way financial products are being launched. With all the new tech 
available, we felt that it should be possible to get consumer friendly 
financial products into the marketplace in the same way that was 
happening in other markets. It must be possible for small startups 
to get their feet wet in the financial market without having to raise 
millions of euros just to get off the ground. 

We are mass consumers of both software and financial products 
ourselves, and we want to be able to have the tools to manage the 
finances of our families and our companies.  The main problem 
though has always been that the core systems that our brokers used 
were not open to the world through APIs and this made everything a 
hassle to access.

This is not acceptable and thus Bricknode was created as a new and 
efficient core that anyone could use as the base for any financial 
business. 

In today’s report we are going to show you some cool screenshots 
from our new products that we have built on top of the Bricknode 
Core. In just a few months we have been able to leverage the 
transactional engine, account framework and customer handling 
of Bricknode Core, and build a completely new investment 
management tool for the global mass markets. 

Stefan Willebrand
CEO

Erik Hagelin
Co-CEO
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We have always said that there are no shortcuts to establishing a 
real engine that is dynamic and configurable enough to keep you 
out of any dead ends. Now this is a little bit nerdy, but this is an 
extremely important point that will help you to assess if a financial 
core system holds any long-term value or not. We have seen 
numerous examples of people building systems with short cuts to 
reach the market quickly, and by doing so neglecting the need for 
granularity. One such trap is building a system based on balances 
and not on transactions. Another would be building a portfolio 
manager and trying to adapt it to become a real transactional 
system. It simply does not work; you will run into dead ends sooner 
or later!

At Bricknode, we have identified what we think is the most valuable 
scope for our core solution and made sure that it is scalable and 
configurable, and not a consultancy product that costs two million 
euros up front. 

We then build expert applications on top of this as separate verticals 
that really own a certain domain. This keeps us from having a huge 
monolithic application where you can’t change one part of the 
system without influencing many others. This is the way you build 
systems today, and no one in their right mind has wanted to spend 
+10 years of their life building a system that can challenge the status 
quo of core systems for investments... except for us 􀎸.

For me (Stefan), this is my calling, and I decided to start this journey 
over 20 years ago. At last we can now show everything we have 
accomplished and leverage it so we can do anything that we would 
like to improve finance!

Bricknode is a purpose driven company with some very clear values. 
From the start we decided to do everything possible to keep control 
of this ship until the right people were on board and in the right 
seats. Bricknode was not intended as a venture capital-backed 
company with focus only on revenues and where profitability did 
not matter. Nor should it fall prey to short term greed or having its 
team members minimized on the shareholder list.

We all know that profitability does matter because that is the only 
way that you can be self-sustainable. And in the long term it means 
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you can contribute positively to society and get the time to really 
change things that you have set out to do in your heart. 

Over the years we have generated more than EUR 8 million in 
income from our customers and invested around EUR 15 million 
total in building this great platform. On top of this we have a 
customer base covering many areas of finance who have helped us 
validate the platform and the business. To me this all sums up to the 
book value of Bricknode. In addition to this, we have assembled an 
incredible team of industry experts covering multiple areas. Roughly 
half of those are senior engineers with incredible FinTech skills and 
we challenge anyone to find something similar in the marketplace 
right now 􀎸.

In our monthly all-hands meetings, we constantly repeat these four 
pillars:

•	 Values last forever
•	 Purpose lasts a century
•	 Vision can change every five – 15 years
•	 Strategy changes annually

Our vision

Is to be the best platform on earth for 
financial products

We're going to do this by...

1.	 Attracting and keeping an exceptional team
2.	 Building awesome products which are 

good for the consumer
3.	 Removing all obstacles for new financial 

services to be launched
4.	 Democratizing financial markets

We believe in...

1.	 Endurance and long-term thinking
2.	 A team-first mindset
3.	 Having fun
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So, what is that single goal that we wrote about? It’s simple - 
become profitable. In general, it’s said that if you have more than 
three goals or priorities then you don’t have any priorities. That’s 
why we’ve simplified this into just one goal right now at Bricknode.

We did the same thing in 2020 where we ended our last investment 
phase, became profitable, and re-grouped, before this growth phase 
which we are in right now. Having a kick-ass platform hidden from 
the world does not serve the purpose of what we set out to do and 
that is why we have been investing heavily since the end of 2021 to 
get the real lift. 

If it took 12 years to build, we think that it will take at least 20% of 
that time to reach significant sales expansion and we are about five 
months into that two-and-a-half-year journey.

This leads us on to explain a bit more about Bricknode’s revenue 
model today and where we see the company in the next few years in 
relation to it.

Revenue model

In simple terms, how does Bricknode generate income and how 
does it grow? Bricknode is all about delivering software and 
services as a service. If you are a financial institution with your own 
regulatory licenses and your own back-office staff, you can subscribe 
to software from us as a service. If you are a portfolio manager with 
your own advisory app and no regulatory license, you can rent 
accounts and back-office administration as a service from us too. 

Everything is a service, and everything is based on recurring 
subscriptions. At Bricknode, we want to focus on continually making 
our services better and delivering more and more value. That 
way, we don’t have to constantly sell consultancy hours or special 
projects on a case-by-case basis as many of the traditional software 
suppliers in our industry have done and still do.

This means that our income is renewable as long as our customers 
are successful, and we keep very long-term relationships. 

Even if Bricknode is able to deliver its services on the same day that 
they are being ordered, our customers aren’t necessarily ready to 
consume the services on the same day. They might have to wait for 
regulatory licenses, or they might want to build integrations of their 
own on their side like a complete end-customer experience.

Sales cycles within our current product portfolio are long, and it is 
very important that we keep a full pipeline of leads from all around 
the world to be able to close deals. As we talked about in the last 
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quarterly report, adding more team members at the end of 2021 has 
made it possible for us to add more products to the portfolio. These 
have shorter sales cycles and can be consumed by a wider audience 
both with and without regulatory licenses around the globe.

We envision that we will start to see the benefits of these new 
products during the second half of 2022, and these initiatives will 
make our income growth more perpetual. Today, with Bricknode 
Broker leading our product portfolio, our income growth comes 
in bursts from new customers and grows automatically over time 
because of increased usage among current customers.

For example, if we gain a new significant customer, the income 
growth can explode from one quarter to the next and then ease 
down into a rate around 20% based on usage increases until we gain 
another customer. This is not a business where we gain hundreds 
or thousands of customers within a single month or quarter but 
in return the long-term value of each customer is much greater. 
The relative complexity of building products like Bricknode is 
yet another moat around our business which protects against 
competition and knock-off products. 

Over time, we aim to build more and more perpetuality into our 
income growth by having a combination of products, large and 
small, in our portfolio. We often liken this to the way an investor 
builds up their investment portfolio. It is good to have long-term 
investments as the base of the portfolio which you can depend 
upon for generating income year by year, and then you can spice 
it up with some smaller bets that can round off your performance 
curve and make it smoother over time. This is the same philosophy 
that we use at Bricknode for building out our product portfolio.

Going back to the single goal again, with the current suite of 
products and the ones coming online during the rest of 2022, 
our single goal is to reach profitability. This will make Bricknode 
self-sustainable again with the current body, which is suitable for 
running such a wide platform as Bricknode is doing.

Looking at various types of financing for acting on both long- and 
short-term opportunities is something that has always been part 
of our day-to-day activities. Sometimes it will make sense to raise 
capital to capture opportunities and depending on the nature 
of those opportunities and the environment, financing can be 
accomplished through debt, equity or a combination of the two.
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Partnerships are creating a new industry standard

I (Erik) have spent most of my time during the first part of this 
year giving demonstrations for potential customers and attending 
conferences where we have cultivated our partnership efforts. One 
extremely exciting partnership is with additiv and what we’re doing 
together for financial advisors. 

The combination of Bricknode Broker, which takes care of all record 
keeping, transactions and account balances, just to name a few, 
with the advisory functionality offered by additiv is establishing a 
new industry standard for how financial advisors should be working 
with their customers. Our first customers on this joint package 
are now live in Sweden and we are looking forward to seeing this 
partnership come into bloom during the rest of 2022.

Numbers

As for the financial numbers, we saw continued great net revenue 
retention of 107% and our net revenues increased by 24% to 4,671 
TSEK. We continue to roll out our investments and growth efforts 
according to plan and are looking forward to seeing the result of our 
incredible sales pipeline during the second half of this year.

New products going to market

Now we want to round off by giving you a glimpse of the products 
we are launching during the middle of 2022, which we are extremely 
excited about.
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Bricknode Deposits

Bricknode Deposits customer portal

This application is built for banks and deposit takers who want to 
offer various types of savings accounts. We already have Bricknode 
Lending in the market which supports the credit side of banking 
activities where various types of loans can be managed. We 
announced a deal being closed with Alexum Kredit in April, who will 
be using Bricknode Lending as their loan management tool. 

The deposit system complements the lending offering and makes 
it possible for banks to select Bricknode as their sole supplier 
of software services for the whole business. Bricknode Deposits 
contains a full admin interface together with an off-the-shelf 
customer portal and messaging system. The application is built on 
top of Bricknode Core and sports its own extensive REST API that 
can be used by customers for building integrations.

Bricknode Deposits admin interface

https://www.bricknode.com/investors/press-releases/view?releaseIdentifier=E83FE22AF622E7F1
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Bricknode Investment Manager

The next product that we want to highlight in this report is called 
Investment Manager and is very close to our own hearts. 

Bricknode Investment Manager, account overview

We love to invest in the financial markets and analyze and evaluate 
our own exposure and performance, but when you own your 
accounts and assets through a company you are completely 
neglected by financial aggregators. You end up stuck with 
performing administrative tasks like accounting and aggregating 
your holdings in Excel.

With Bricknode Investment Manager we have built a tool for 
companies where users can monitor all their investments and 
liabilities, no matter if it is properties, art or financial instruments, 
and finally get the full view with transactional details.

The application includes a powerful accounting engine where the 
user can easily set up accounting rules and conduct automatic 
accounting for everything from trades, fees, dividends, taxes etc.

Since this is a monitoring tool it can be used by anyone who has 
investments or liabilities to manage, and obviously does not require 
the user to have a regulatory license. It is available in 26 languages 
and has no geographical limitations. 
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This is a pure Software-as-a-Service offering and new users are set 
up automatically. All documentation for investments or loans can be 
kept in one place. 

Another issue that this solves is being able to keep track of the 
correct acquisition values of the investments and to track that when 
making partial exits and additions. 

This is a typical product that we are so eager to use ourselves and 
makes it very easy to burn the midnight oil to get this one launched 
quickly.

As mentioned earlier in these comments, we were able to build this 
application in a matter of months using Bricknode Core as the base 
database with its business logic. That way, we did not have to invent 
the wheel again.

It is worth emphasizing that it could just as easily have been another 
software company that licensed Bricknode Core and then built 
an application like this on top of it. This clearly demonstrates the 
power that the Bricknode platform has as both a supplier to other 
software developers (like a Microsoft for finance) and as a system 
for the services that Bricknode would like to launch within finance 
itself. 

We are in full control of everything from the absolute core system up 
to the customer facing verticals and we have the skills and know-
how to operate any financial service known to man 􀎸. If that does 
not set the stage for a huge decade to come for Bricknode, we don’t 
know what would!

Best regards,
Stefan & Erik
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The view
Joel Cope joined Bricknode in June 2021 as Head of Marketing and 
is based in London.

It’s nice to be recognized

At the beginning of the year, we published a report looking at digital 
transformation in investment management, with exclusive insight 
from wealth management firm Quilter and the UK’s Investment 
Association. This type of thought leadership material is helping 
us position ourselves as experts in our field, while supporting our 
lead generation campaigns. It is our business to understand our 
customers’ challenges and present insightful thinking and practical 
solutions. We have a wealth of knowledge at Bricknode and will 
be using this to full effect in upcoming reports and marketing 
campaigns. 

This quarter, we were delighted to receive the news that Bricknode 
was selected for the WealthTech100 list for 2022. Launched by 
specialist research firm FinTech Global, the ranking highlights 
the world’s most innovative technology solution providers that 
operate in the wealth and investment markets. Bricknode Broker is 
transforming the way businesses launch investment products and 
we’re proud to be recognized for the value this brings. 

Our customer, Alwy, a fast-growing fintech company, has made 
great strides towards launching its mutual funds investment 
product this quarter, following the announcement they would use 
Bricknode’s platform at the end of last year. Without the investment 
infrastructure of Bricknode Broker and a regulatory umbrella in 
place, the project would have likely been measured in years and 
cost significantly more. While it’s always nice to receive awards and 
be recognized in rankings, we like to measure our success by the 
exciting products we help our customers bring to fruition.    

Joel Cope
Head of Marketing

The view from our 
marketing genius

https://www.bricknode.com/en/pages/digital-transformation-in-investment-management-how-cloud-services-and-saas-are-accelerating-growth/
https://fintech.global/wealthtech100/
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More neobanks and fintech companies are aiming to launch 
investment services for their customers, as revealed in research 
conducted by Bricknode in March. The democratization of investing 
is in full swing and we are perfectly placed to help businesses 
launch the next generation of investment applications.

You look different in person! 

While the COVID-19 pandemic is far from over, the lifting of 
restrictions in several countries has enabled conferences and events 
to return to the physical world. We’ve been fortunate enough to 
attend several fintech events in person, including The Investment 
Association EmTech Global and AltFi Festival of Finance in London, 
as well as Stockholm Fintech Week.  

Brand awareness is an essential part of our marketing strategy and 
events are an effective way for us to meet prospects and partners. 
Indeed, our teams are busy following up on several discussions that 
were initiated at these events. 

Bricknode team members at Stockholm Fintech Week. 

https://blog.bricknode.com/en/bricknode/investments-the-growing-opportunity-for-neobanks/
https://blog.bricknode.com/en/bricknode/investments-the-growing-opportunity-for-neobanks/
https://www.theiaengine.com/emtech-global/
https://www.altfi.com/events/the-altfi-festival-of-finance-2022
https://sthlmfintechweek.com/


17

FinananRevenue

Net revenues for the group during the period amounted to 4,671 (3,765) 
TSEK, rendering a growth of 24 (52) %. This has been driven by new 
customers and growth among our existing customers. 

Expenses

The expansion plan made possible by the IPO, results in expenses being 
above the same period last year, as planned. 

Other external costs for the group during the period totaled -2,425 (-1,215) 
TSEK and consist mainly of IT, external consultants, and marketing.

Staffing cost for the group totaled -8,186 (-4,141) TSEK. The increase was 
driven by an increased number of employees. The number of employees 
at the end of the period was 39 (21) and the average number of employees 
went up from 22 in the same period last year to 38 through the investment 
we have made in hiring a team in London, focusing on sales and marketing. 
And the extension of our teams in product development.

The financial costs decreased to -50 (-113) TSEK 

Operating income

EBITDA in Q1 2022 totaled -5,955 (-1,516) TSEK, which equals an EBITDA 
margin of -127% (-40%). 

The operating result, EBIT, was during the first quarter -3,962 (-1,021), 
corresponding to an operating margin of -85%(-24%).

Profit/loss after tax was -4,019 (-1,021) TSEK.

Earnings per share in Q1 2022 totaled -0,41 (-0,13) SEK. 

Financial reports
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Capitalized Development Costs

As of March 31 2022, capitalized expenses amounted to 14,611 compared 
to 12,611 as of the end of 2021. It refers to capitalization of payroll that is 
related to the development of the Group’s software products. 

Financial position as of March 31, 2022 (Compared to December 
31, 2021)

At the end of Q1 2022 the Group has 16,450 (22,647) TSEK in cash and 
equivalents. The equity-to-asset ratio at the end of the period was 72% 
(75%). 

The number of shares was 9,869,023. Equity amounted to 24,239 (28,222) 
TSEK. 

Cash flow and investments

During the first quarter 2022 cash flow from operating activities before 
changes in working capital amounted to -6,019 (-1,643) TSEK. The 
adjustments for non-cash items are mainly attributed to capitalization of 
development costs 3,324 offset by amortization -1,323.  

Change in working capital was 298 (1,498) TSEK. Cash flow from investing 
activities was -17 (0) TSEK. 

Cash flow from financing activities amounted to -486 (-1,019) TSEK. And 
consisted of amortization of a previously taken loan.

The total cash flow for the quarter amounted to -6,224 (-1,181) TSEK, and 
available funds at the end of the period was 16,450 (3,142) TSEK. 
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TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Net revenues 4,671 3,765 15,385

Other Operating income 12 179 302

Total Group revenue 4,683 3,945 15,687

Subcontractors -26 -104 -133

Other external costs -2,425 -1,215 -8,095

Staffing costs -8,186 -4,141 -19,370

EBITDA -5,955 -1,516 -11,912

Capitalization of Development costs 3,324 1,631 7,937

Depreciation / Amortization -1,323 -1,009 -4,459

Exchange gain and losses -8 -14 -26

Profit/loss before financial items (EBIT) -3,962 -908 -8,459

Net financial items -50 -113 -411

Profit/loss before tax (EBT) -4,012 -1,021 -8,870

Taxes on profit for the year including deferred taxes -7 0 -4,857

Profit/loss for the period -4,019 -1,021 -13,727

Group

Income statement
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TSEK 31-Mar-22 31-Mar-21 31-Dec-21
Intangible assets 14,611 9,723 12,611

Tangible assets 157 45 140

Non-current financial assets 797 5 306 531

Current receivables 1,450 516 1,788

Cash and cash equivalents 16,450 3,142 22,647

Total assets 33,465 18,732 37,717

Share capital 614 268 614

Other equity, including profit/loss for the year 23,625 4,500 27,607

Provisions 698 351 433

Non-current liabilities 3,752 10,823 4,270

Current liabilities 4,776 2,791 4,793

Total equity and liabilities 33,465 18,732 37,717

Group

Balance sheet

TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Opening equity 28,222 5,789 5,789

Share issue 0 0 36,207

Translation difference 36 0 -47

Profit/loss for the current period -4,019 -1,021 -13,727

Closing equity 24,239 4,768 28,222

Group

Changes in equity
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Group

Cash flow statement

TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Net profit/loss after financial items -4,012 -1,021 -8,870

Adjustments for non-cash items -2,008 -622 -3,479

Cash flow from operations before changes in working capital -6,019 -1,643 -12,349

Changes in working capital

Changes in current receivables 332 1,288 21

Changes in current liabilities -34 193 2,222

Cash flow from operation activities -5,721 -162 -10,106

Changes in tangible assets -17 0 -125

Cash flow from investing activities -17  -125

Amortization -486 -1,019 -6,443

Loan Conversion to shares 0 0 -1,162

Share issue 0 0 36,207

Cash flow from financing activities -486 -1,019 28,601

Cash flow for the period -6,224 -1,181 18,370

Available funds at beginning of the period 22,647 4,323 4,323

Translation differences in available funds 27 0 -47

Available funds at the end of the period 16,450 3,142 22,647
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Parent company

Income statement

TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Other Operating income 0 0

Total Group revenue 0 0 0

Other external costs -147 -33 -1,258

EBITDA -147 -33 -1,258

Net financial items -18 -51 -250

Profit/loss before tax (EBT) -165 -84 -1,509

Taxes on profit for the year including deferred taxes 0 0 -232

Profit/loss for the period -165 -84 -1,741

TSEK 31-Mar-22 31-Mar-21 31-Dec-21
Non-current financial assets 18,843 13,625 18,643

Current receivables 15,548 623 9,192

Cash and cash equivalents 14,368 2,937 21,460

Total assets 48,760 17,185 49,295

Share capital 614 268 614

Other equity, including profit/loss for the year 43,267 9,229 43,432

Non-current liabilities 1,338 7,667 1,638

Current liabilities 3,540 21 3,611

Total equity and liabilities 48,760 17,185 49,295

Parent company

Balance sheet
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TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Opening equity 44,047 9,581 9,581

Share issue 0 0 36,207

Translation difference 0 0 0

Profit/loss for the current period -165 -84 -1,741

Closing equity 43,881 9,497 44,047

Parent company

Changes in equity

Parent Company

Cash flow statement

TSEK Q1 2022 Q1 2021 Q1-Q4 2021
Net profit/loss after financial items -165 -84 -1,509

Cash flow from operations before changes in working capital -165 -84 -1,509

Changes in working capital

Changes in current receivables -6,356 -267 -8,836

Changes in current liabilities -70 -12 3,578

Cash flow from operation activities -6,592 -363 -6,767

Changes in tangible assets -200 0 -5,250

Cash flow from investing activities -200 0 -5,250

Amortization -300 -833 -5,700

Loan Conversion to shares 0 0 -1,162

Share issue 0 0 36,207

Cash flow from financing activities -300 -833 29,344

Cash flow for the period -7,092 -1,196 17,327

Available funds at beginning of the period 21,460 4,133 4,133

Available funds at the end of the period 14,368 2,937 21,460
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AccountAccounting and valuation principles

The interim report has been prepared in accordance with the 
Swedish Annual Accounts Act. The accounting and valuation policies 
applied are consistent with the Swedish Accounting Standards 
Board’s BFNAR 2012:1 (K3).
Amounts are reported in Swedish krona and rounded to the 
nearest thousand unless otherwise stated. Rounding to the nearest 
thousand may mean that amounts are not consistent when added. 
Amounts and figures stated in brackets are comparatives for the 
corresponding period of the previous year, unless otherwise stated.

Auditor’s review

This interim report has not been reviewed by the auditors of the 
company. 

Number of shares as of March 31, 2022

There were 9,869,023 registered shares in issuance at the end of the 
period, all Class B Shares. 

Information about Nasdaq First North Growth Market

Nasdaq First North Growth Market (First North) is an alternative 
marketplace operated by the constituent exchanges of Nasdaq 
Stockholm. It does not have the same legal status as a regulated 
marketplace. Companies quoted on First North are subject to First 
North’s rules rather than the legal requirements set for trading on a 
regulated marketplace. An investment in a company trading on First 
North implies higher risk than an investment in a listed company. 
Companies must apply to the exchange and gain approval before 
trading on First North may commence. A certified Adviser guides the 
company through the listing process and ensures that the company 
continuously satisfies First North’s standards. 

Forthcoming reports

Interim Report Q2 2022		  August 18, 2022	
Interim Report Q3 2022		  November 17,2022
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AccountDefinitDefinitions

Net revenues Revenues from services which are a part of the company’s 
normal operations.

Net revenue growth Development of net revenues compared to the same 
period the year before.

EBT Earnings before taxes.

EBIT Earnings before interest and tax.

Operating margin EBIT as a percentage of total Group net revenue.

EBITDA Earnings before interest, taxes, depreciation, and 
amortization.

EBITDA margin EBITDA as a percentage of total Group net revenue.

Equity Equity at the close of the period.

Equity/asset ratio Total equity / total assets.

Earnings per share Profit/loss divided by outstanding shares for the period.

Average number of employees Number of staff converted to full-time positions during 
the period.

Net revenue retention (NRR) Rate is the percentage of recurring revenue retained from 
existing customers in a defined period, including revenue, 
downgrades, and cancelations. 
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SignatuSignatures and assurance

The Board of Directors and the Chief Executive Officer offer their 
assurance that this interim report provides a true and fair view of the 
Group’s and the Parent Company’s operations, financial position, and 
the operational performance. 

Skövde, 19 May 2022 

	
Robert Lempka				    Stefan Willebrand
Chairman of the Board			   Board member and CEO

Fanny Wallér
Board member

Address

Bricknode Holding AB
Lögegatan 11
SE-541 30 Skövde

Contacts

Stefan Willebrand - CEO, stefan.willebrand@bricknode.com
Erik Hagelin – CFO, erik.hagelin@bricknode.com

Certified Adviser

Amudova AB

+46 (0)8-54601758
info@amudova.se

This is information that Bricknode Holding AB (publ) is obliged to make 
public pursuant to the EU Market Abuse Regulation. The information 
was submitted for publication, through the agency of the contact 
person set out above, at 08:00 CEST on 19 May 2022.

mailto:stefan.willebrand%40bricknode.com?subject=
mailto:erik.hagelin%40bricknode.com?subject=
mailto:info%40amudova.se?subject=
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