
Elektroimportøren
Andreas Niss CEO and Petter Bjørnstad CFO



 Provider of electrical equipment to B2B and 
B2C customers

 Disrupts the traditional value chain and 
distributes directly to end-customers

 Successful development and sourcing of 
own brand, Namron

 Proven omnichannel concept with a market 
leading online store and 24 stores across 
Norway

 Unique service offering through Spoton
which connects private customers and 
installers
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Nationwide network of storesElektroimportøren in brief

An introduction to Elektroimportøren



2nd quarter presentation
Elektroimportøren AS 18th August 2021
Andreas Niss CEO, Petter Bjørnstad CFO



Summary of Q2 

Revenue of 320,8 MNOK (271,9 MNOK) up 18,0%. 
Adjusted EBITDA of 39,6 MNOK (40,7 MNOK). Adjusted EBITDA margin percentage is 12,4% 
(15,0%). Provision for year end bonuses of 3 MNOK in Q2. No provisions was made in Q2 2020.
Growth has continued in second quarter despite having to face tough comparables from last year, 
(up 40% in 2020) we managed to grow sales with 18%. Compared to 2019 sales are up 65%.
Growth is driven by great sales in B2B where we have grown with 49%.
Electrical vehicle chargers continue to be the fastest growing category.
B2C sales have a slight decline of 2.3% where April and May were affected by store closures and 
ended with decline. June had good growth supported by a good new store opening campaign.
We opened store number 24 in Jessheim on the 14th of June with good reception from our 
customers.
Spoton has now been rolled out in all 24 stores, and we can now offer Spoton services to more 
than 70% of Norwegian households. 
Contract for one more new store signed, planned opening Q4 2021.



Online ordering and inspection of 
electrical installation
Why Spoton?

Find electrician with the right 
competence
Get installation done fast at the agreed 
time
Fixed price on installation and material
Easy, safe, fast

1H 2021 
500+ installations and MNOK 4 in sales



ESG at Elektroimportøren



Revenues Q2

Total revenue in Elektroimportøren for Q2 was 321 MNOK, increasing from 272 MNOK Q2 last year 
(18% growth. Like for like growth in physical stores was 10,9%, while growth in Online sales 
channel was 26,6% (collect in store is reported as part of sales in physical stores).
B2B sales have increased with 49,0% compared to last year, while B2C sales had a small decrease. 
Largest driver for B2B growth is sales of EV chargers to installers. 
Some negative impact from some of our stores being closed for B2C customers during parts of Q2 
due to Covid restrictions.



Gross margin for Q2

Gross margin percentage of 37,4% was down from 39,8% last year. The 
percentage margin for B2C and B2B customers excluding Electrical vehicle 
chargers is at the same level as last year. Compared to Q1 the margin 
percentage is slightly improved.
Key drivers for reduced margin year on year are the significant sales 
increase of EV chargers and increased sale to B2B customers. 



OPEX
Compared to Q2 last year we have two more stores, Klepp and Jessheim. Tønsberg opened in May last 
year. 

Sales channels Costs have increased from 44,0 MNOK to 50,5 MNOK. Costs as percentage of sales have a 
slight improvement from 16,2% to 15,7%.

Other operating expenses were 29,8 MNOK an increase from 23,6 MNOK.

Compared to last financial year we have started to make provisions for year end bonuses earlier in the 
year. No such provisions H1 2020.



Adj. EBITDA



Key financials Q2 - 2021
Revenue of 320,8 MNOK (271,9 MNOK) up 18,0%. 
Online share of total sales (excluding pick up in store) 13,9% (13,0%).
B2B sales have increased with 49,0% compared to last year, while B2C sales had a decrease with 2,0%. B2B share of 
total sales have increased to 53,1% (42,6%).
Total like for like sales growth 13,0% driven by 26,6% online and 10,9% physical stores.
Sale of Electrical Vehicle chargers have continued to increase significantly compared to last year. Total sales Q2 with 34 
MNOK (6 MNOK). Even though this is a profitable product category, the overall margin percentage is significantly 
lower compared to other product groups. 
The overall Gross margin percentage of 37,4% was down from 39,8% last year. The percentage margin for B2C and B2B 
customers excluding Electrical vehicle chargers is at the same level as last year. Key drivers for reduced margin year on 
year are the significant sales increase of EV chargers and increased sale to B2B customers.
Opex to sales ratio 25,0% (24,9%). For this financial year we have started to make provisions for expected year end 
bonuses. In 2020 we started to make provisions from Q3. Taken this into consideration we are still increasing cost 
efficiency year on year, even when we compare against Q 2 2020 where we had “positive” effects on total cost 
because of Covid. 
Adjusted EBITDA of 39,6 MNOK (40,7 MNOK). Adjusted EBITDA margin percentage is 12,4% (15,0%)
Net cash as of June 2021 is 65,5 MNOK (2,8 MNOK). In addition we have a overdraft facility of 120 MNOK not utilized. 
This is a significant improvement year on year. 



Outlook for the rest of 2021
Confident in continuous sales and marketshare growth in B2B
Expect B2C sales in LFL to be on par with last year. 
Electrical vehicle charger sales will keep its share of business
Gross margins to be at the same level as 1H
Continue to build market awareness of Spoton and sales around 
mnok 10 at the end of the year
Signed one more store, opening in Q4
Expansion of central warehouse
Conclude on strategy for Sweden



Q&A



Appendix







Return on Equity
Good return on Equity (measured as adjusted net profit/average equity)
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