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HIGHLIGHTS OF THE THIRD QUARTER

• Key figures

• Revenue NOK 121 (108) million, up by 12% y-o-y 

• EBIT of NOK 6.4 (6.4) million, 5.3% (5.9%) margin

• Core digital business

• YTD revenue growth of 23% 

• YTD EBIT margin of 10.5%

• Cloud transformation of Itera data centres 

• Significant interest in our scalable hybrid model

• The Customer Experience Provider of the Year 2018 (Global 

Sourcing Association)

• Successful employee stock purchase programme
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EBIT
NOK million

Revenues
NOK million



FINANCIAL REVIEW
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KEY 
FIGURES Continued double-digit growth in service revenue, particularly 

strong in nearshore deliveries and in Denmark

EBIT on par with last year

Cash conversion negatively affected by significant receivables 

falling due over the last weekend of September

4



STATEMENT 
OF INCOME

Utilisation impacted by the cloud transformation of data centre 

Cost of sales higher due to more 3rd party subcontractors

Opex increase from facilities, training and professional services
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CLOUD TRANSFORMATION

Core digital business
Specialists in creating digital business

• YTD revenue growth 23%

• YTD EBIT margin 10.5%

Data centre transition
Lift and shift data centre customers 

into the cloud

• YTD revenue growth  -2%

• YTD EBIT margin -1.1%

Total 

• YTD revenue growth 15%

• YTD EBIT margin 6.6%

Sunset

Invest in new

cloud offering

High growth and 

profitability

1): Share of total business in terms of gross profit

75%

25%



CLOUD TRANSFORMATION
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High growth and strong profitability in core digital business

Traditional data centre operations diluting growth and profitability

- Invest in transformation to cloud offerings 

- Optimise and sunset residual business



QUARTERLY 
DEVELOPMENT

Operating revenue
NOK million

EBITDA
NOK million

Employees
End of period

EBIT
NOK million Margin

Margin

8



REVENUE

• Revenue increased by 12% y-o-y
• Service revenues from own consultants 

increased by 11% to NOK 75 million

• Subscription revenue increased by 5% to 

NOK 34 million

• 3rd party service revenue increased by 

93% to NOK 8 million

• Other revenue, incl. HW/SW sales, 

increased by 1% to NOK 4 million

Revenue percentage split (rolling 12 months)
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Revenue split (quarterly figures)
NOK Million



STATEMENT OF CASH FLOW

Cash flow from operations NOK 1.5 (11.9) million in Q3

Inflow from Share Purchase Programme to key employees

Treasury shares valued at NOK 14.2 million at 30 Sep.

12 month rolling 

cash flow from operations 

(NOK Million)
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• Share price was NOK 11.40 end of quarter, up from NOK 6.21 

(+84%) same time in 2017 (+92% incl. dividends)

• More than 100% distribution of earnings last three years: 
• Dividends of NOK 0.25 per share paid in Q4-17 and in Q2-18 

• Net buy-back of 1m shares in Q2 and Q3 of 2018 

• Current holding of own shares is 1,242,165 shares, down 

972,377 from last quarter
• In Q2/Q3, 120 employees bought a total of 1,172,010 with a lock-in period.

DIVIDENDS 
AND OWN 
SHARES
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STATEMENT 
OF 
FINANCIAL 
POSITION 

• Cash and equity significantly reduced following high 

distribution of earnings
• Group equity ratio of 18% (30%) per 30 September.

• Cash balance of MNOK 20 (MNOK 59).

• Accounts Receivables MNOK 14 higher as main invoicing 

due date was on Sunday Sep 30

12

Assets Equity and Liabilities

Receivables and 

WIP

Cash

Current 

liabilities

Non-current 

liabilities

Equity

Non-current 

assets



IMPACT OF IFRS 15 IMPLEMENTATION
1 JAN 2018 EQUITY REDUCED BY MNOK 3.0 FROM CHANGE IN 

ACCOUNTING PRINCIPLES
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Q3 2018 effects:

• Positive impact on sales revenue of MNOK 2.0 

(deferred income recognition)

• Positive EBIT impact of MNOK 0.8 due to 

capitalisation of costs

• Book equity on 30 September reduced by MNOK 

2.1

IFRS 15 implementation effects 2018:

Affected areas for timing of revenue recognition:

• Customised development based where Itera retains 

the IP will change from a point in time (at delivery) to 

over time (over the licence contract period)

• Transition projects will be recognised when the 

customer can use and benefit from the services 

rendered



BUSINESS REVIEW
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Platform economy

ALL industries

challenges the business logic in



Smart Devices
20B IoT Devices

Smart City
250 PB per day

Connected Factory
1 PB per day

Stadium
200 TB per game

People
1.5 GB per day

Smart Home
50 GB per day

Autonomous 

Vehicle
5 TB per day

Smart Office
150 GB per day

BY 2020…

1 million/hour 
new devices coming online by 2020



#1 in creating digital business

WE FOCUS ON OUR 

CUSTOMERS’ 

CUSTOMER

WE WORK IN 

MULTIDISCIPLINARY 

TEAMS

WE TAKE LIFE-CYCLE 

RESPONSIBILITY

WE BRING VALUE 

THROUGH OUR 

HYBRID MODEL

through customer 

journeys and lean 

startup

combining 

communication & 

technology skills

embracing cloud and 

data protection issues

for greater scalability 

and cost-efficiency



FAST & HYBRID 



FAST AND 
HYBRID

CROSS-BORDER DELIVERY
Work is carried out where appropriate

HYBRID

FAST

NORDIC CULTURE

HYBRID SCALABILITY

CONTINUOUS INNOVATION
Using DevOps we provide end-to-end 

capabilities on digital platforms 

Ideate

Design 

thinking

Disruptive 

Technology

Proof of 

Concept

Continuous

innovation

CUSTOMER CENTRIC
We create digital businesses 

that really engage people

Time to

market

Customer 

Journeys

Digital

platforms

Data-driven 

intelligence

Architecture

DevOps

Automatic 

testing

Info security &

GDPR

Hybrid 

cloud 



OUR SCALABILITY GAINS TRACTION

Source: digi.no

Itera helps to resolve the lack of digital 
talents in the Nordics …. while the talents 
remain in their home country

–Torbjørn Røe Isaksen, Minister of Trade of Norway, 
visiting Itera office in Kiev in September

Itera is amongst the best sourcing providers in 
the world by winning The Customer Experience 
Provider of the Year 2018

–Global Sourcing Association Summit, 1st-3rd October 
Cape Town, South Africa

file:///C:/Users/arne.mjos/OneDrive - Itera/Current/Backup 25082015/Customers/Brønnøysundregistrene/Invitasjon næringsminister/Næringsministeren i Kiev 37MB compressed.mp4


OUR 
JOURNEY

First office in Kiev.

Innovate Nordic setup.

New office in Bratislava.

Scale into EU region by 9-12 months.

Hybrid delivery model.

GDPR & BCR-P compliance.

Global award winner.

Nordic uniqueness.

2008

2016

2018

2014

2010

New office in Lviv.

Build business framework.

2019-

Huge

scalability.

10 YEARS ANNIVERSARY

5-6 years to become 

mature within global 

sourcing



STRONG CLOUD MARKET MOMENTUM 

Cloud IaaS is fastest growing subsegment, 
projected to grow 36.6% in 2017, 
30.1% CAGR for next 5 years 

–Gartner and IDC

80% of CIOs will be pressured by 
their business leaders to evaluate 
migrating their data centres to IaaS

–Gartner

Cloud PaaS reduces time required 
to manage apps by 80% and time 
to deploy a new app by 50%

Global data centres amount for more than 50% of 

all processing power already

2016

27%

41%

51%

39%

By 2021, hyperscale data centres will constitute: 

53%

69%

65%

55%

of all data centre servers

of all data centre processing power

of all data stored in data centres

of all data centre traffic



CLOUD TRANSFORMATION

Itera data centres

C1 C2 Cn

LIFT AND SHIFT

• Dedicated infrastructure

• Purpose-build hardware

• Customized processes and 

configurations 

• Managed services only

MANAGED CLOUD SERVICES

Cloud Foundations

PaaS IaaS

• Cloud foundations

• Cloud migration tools

• Self service

• ONE Itera with full range for 

services

Build cloud foundations on best 

practices and onboard new 

customer

Roadmap 

per customer

ITERA DATA CENTRES

Build cloud foundations on best 

practices and onboard new 

customers

Transform Itera data centre   

customers to cloud

Optimise, lift and shift 

customers to cloud managed 

services



Retire, right-size, or eliminate 
environment

Use of convert to an SaaS solution

Expose functionality in 
existing SaaS or PaaS 

solutions

Convert to PaaS solution

Optimize for and 
move to IaaS virtual 

machine

No change, lift 
and shift to 

IaaS

Remain on-
premises

ROADMAP PLANNING

From

• Office servers

• Portals, CRM et.

• Development and testing

• Data warehouses

• Industry standard verticals

To

• Office 365, FB etc.

• Online portals, CRM etc.

• Online development and testing

• Online data lake & Power BI

• Best third-party SaaS

1

2

3

4

5

6

7

First to move (~30%)

• Basic web apps

• Advanced portals

• Any new solutions 

• Any re-architected 

solutions

Next to move (~10%)

• High I/O OLTP

• Regulatory and high

business impact 

Hard or costly to move 

(~5%)

• High-value asset 

systems

• Public key 

infrastructure  

systems

• Legacy source control

IT roadmap

~30%

<5%

~15%

~45%



DIGITAL HEALTH FOR NORDIC CITIZENS

Itera has teamed up with a large Nordic company to build the future 

ehealth hub for Nordic citizens. 

WEARABLE +

DIAGNOSTICS

Medical grade 

wearables and accurate 

home diagnostics 

generate data

CONVERSATIONAL 

MEDICAL TOOLS

Chatbots and IT tools 

will assess risk when 

they notice an anomaly

TELEMEDICINE

FOLLOW-UP

Patients that require an 

examination will receive 

consult from a physician

ROUTED FOR 

SERVICES

Patients are routed to 

appropriate care or 

testing facilities

1 2 3 4

MEDICAL GRADE WEARABLES + AI = PROACTIVE CARE



ITERA TEAMS UP WITH MICROSOFT 

Citizen 

Engagement

Transportation, Traffic, 

Parking, Vehicles

Energy, 

Water 

& Utilities

Public Safety 

& Security

Housing,

Buildings

Environment

Social

Economy

Municipal 

Command & 

Control Center

Responsive 

Store

Intelligent 

Supply Chain 

Devices
Connected 

Fleet Digital 

Signage Automated 

Car 

System

Traffic

Sensors & 

Cameras

Logistics 

Optimization

Factory 

Optimization

Traffic Flow 

Optimization

Home 

Energy

Management

Building 

Optimization

Smart 

Grid

Comms 

Network

Optimization

AZURE

Digital

Twins



• Book-to-bill ratio*) of 0.9 in Q3 and 1.1 year-to-date 

ORDER 
INTAKE

Order intake from existing and new customers

*) The book-to-bill ratio is the ratio of orders received to the amount of revenue for a specific period for Itera units 
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CUSTOMER DEVELOPMENT
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• New business
• Existing customers accounted for 95.2% of 

revenues in Q3 2018

• New customers won over the past year 
generated revenues of NOK 5.8 million in 
Q3 2018

Revenue customers split
MNOK

Share of revenue
• Increasing visibility

• Share of revenue from top 30 customers up by 
3 points y-o-y to 82%

• Increasing number of large projects and 
services managed by Itera

• Strategic relationships

• Full range of services 

• Hybrid delivery across borders

*  Existing customers defined as customers that were invoiced in the corresponding quarter last year

** New customers (Rolling Twelve Months) defined as customers won since end of corresponding quarter last year



NEARSHORE 
RATIO

• Nearshore ratio of 43 % in Q3

• Target >50%  

• Mixed teams of onshore and nearshore resources are increasing 
our price flexibility as well as providing access to a very large 
resource pool 

Nearshore ratio
% of all staff located nearshore
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SUMMARY
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1. Continue solid profitable growth in our core 

digitalization business 

2. Invest in Managed Cloud Services unit

3. Lift and shift Itera data centre customers into cloud 

and reduce own operation 

4. Transform into ONE Itera management team with 

fewer business units and reduced overhead



OUTLOOK
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OUTLOOK
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• Attractive market with high demand for digitalisation in all 

Nordic markets 

• Profitable growth and cash flow are key focus areas

• Invest in new Managed Cloud Services unit and 

transform own data centre into the cloud

• Larger projects and customers expected to continue to 

increase revenue visibility, efficiency and scalability 

Itera does not provide guidance to the market on future 

prospects





TOP 20 
SHARE-
HOLDERS

*Arne Mjøs Invest AS holds a future contract expiring 21 December 2018 on 3 350 000 shares currently owned 

by DNB Nor Bank ASA and Sparebank1 Markets. The total controlling interest of Arne Mjøs Invest AS is thus 25 

203 977 (30.7%). 35


