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o Robust and growing pipeline with revenue effect during 2H22

o 27% MRR growth YoY, and 22% annualized for 2Q

o Driven by migrations, new sales and low churn

o NOK 48.0m in revenues (96% recurring)

o Adj. cash EBITDA of NOK -21m, in line with previous quarters

o Closing our office in Finland*, consolidating the international resources in Oslo and CPH

o Target positive Group cash EBITDA during 2023

Solid development on key strategic parameters



Update on international business
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• Finland organization & operations closing to improve efficiency and cost control
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121 115 111

55 68 67



Quarterly revenue and adj. cash EBITDA, NOKm / % Key highlights

• We see good momentum in cloud revenue, which 
for the first time is as high as on-premise recurring 
revenues (end of quarter)

• For 2Q total revenues ended at NOK 48.0m, 
impacted by lower project revenues and seasonality 
in variable recurring revenues. Contribution from 
enterprise customers have normalized

• Group adj. cash EBITDA showing a margin of -44% 
for the group, and NOK -21.0m

• Adj. cash EBITDA for SaaS ending at NOK 25.8m, 
while the same figure for the Group is NOK -39.9m. 

• High one-offs in Q2 related to the restructuring 
process, including legal fees (NOK 2.1m) and 
support on technical and financial readiness (NOK 
5.2m), moving costs in DK (NOK 0.6m), and lastly 
provisions for cost from previous periods (NOK 
2.8m)
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Revenue breakdown, NOKm
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Annualized growth, Comments
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Continued Business MRR (ex ProMed), NOKm Comments

• MRR development through 2021 and 2022 
shown ex Promed due to EoL finalization

• Variable MRR presented with both 
notifications- and enterprise revenue to 
better depict the total share of variable 
revenue on total MRR for the group

• Total MRR is down in April, caused by lower 
revenue from Enterprise customers and 
lower revenue from notifications due to 
easter holiday. Revenue picking up the 
following months

• Some fluctuations between the months 
due to seasonality on notifications and due 
to credit notices

• We expect cloud to take a even higher share 
going forward as we continue to migrate and 
have increased our new sales
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Comments

On-prem 
development                          

1 035

904 911

Adj. Start Q2Start Q2

131

Churn

1 9
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change

New
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Cloud 
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2Q22 customer development (paying clinics with EHR licenses only)
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Paying Cloud and On-prem licenses Comments
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Cloud development                          

On-premise development                      



Cloud churn                            On-prem churn
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Comments

• Cloud churn presented in nominal values to 
better reflect the actual number of clinics that 
have churned during the quarters. The numbers 
shows a stable and low churn for the clouded 
solutions

• On-premise has an elevated churn every 
second quarter due to the start and end of 6 
month contracts

• We are working hard to reduce the number of 
churned on-premise customers and start 
seeing a real effect of this now

• All numbers are reflecting churn for the actual 
quarter, not annualized and measured at the 
point the clinics stop being a paying customer

On-prem customer churn Cloud customer churn
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Cash and bank deposit, NOKm Comments

• The management have, together with the board, 
initiated a thorough cost focus throughout the 
organisation to maintain a healthy cash position for 
future plans and initiatives

• On the cash inflow, a more automated dunning 
module has been implemented to improve and 
reduce receivables (automatic follow-up of 
outstanding invoices - previously done manually) 

• Initiatives have taken place such as, renegotiating 
prices with critical vendors, consolidated internal 
software systems and focus on other efficient 
gains 

Jun-22

165.2

Dec-21 Mar-22 Jul-22

197.9

246.0

227.1

Accounts receivable, NOKm
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Highlights post 2Q22:





Outlook and final remarks

• High focus on improving earning efficiency and decrease complexity to ensure the long-term financial stability 
of the company. Focus is to be able to self-finance our journey

• Focus on making PatientSky a profit generating company during 2023

• GTM on our international Partner Management Platform, has been delayed due to our process of becoming profitable during 
2023 and to ensure scalability, but we continue to expect revenues in 2023

• Continued focus on new sales in our SaaS business, expecting healthy cloud growth and new business to continue with a 
more visible effect going forward. We also see cost improvements materialize in the short term

• Overall, the structure is in place for us to deliver on our international journey, 
while keeping high focus on developing our valuable SaaS business in Norway

• 3Q22 results will be presented on the 11th of November
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Revenue breakdown, 
NOKm Q3 2021 Q4 2021 Q1 2022 Q2 2022 QoQ Comments
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NOKm 31.12.2021 30.06.2022

Group Consolidated Balance Sheet 
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Group Consolidated Cash Flow Statement
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