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Evacuation / Shelter
Alarm, evacuation route 

and assembly point

Emergency
First-aid kit, heart defibrillator, 

emergency number
 

Precautions
Personal Protective Equipment 

or other precautions

Stay safe and secure 

Digital threat prevention
Share information through 

secured, company-approved 
platforms 

Data protection
Protect your data, accounts 

and devices from unauthorized 
access

Physical security
Act secure – avoid tailgating, 

eavesdropping, etc.

Every day, we help billions of people experience a more open world with 
innovative solutions that enable safe, secure, and convenient access to 
physical and digital places.



ASSA ABLOY 30 years
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1645 1868 1875 1881 1921 1994 2007 2008 2011 2012 2018 2019 2020 2021

Phase 1: The world’s leading 
lock company

1994-2005

Phase 2: The global leader 
in door opening solutions

2006-2018

Phase 3: The global leader 
in access solutions

2018-

Pre ASSA ABLOY

1645-1993

2010 2013 2009-17 2022 2023

1994
ASSA and ABLOY 

merged

”Experience shows that a lock company 
generally delivers more than half of its total 

volume to the aftermarket…  thus the business 
is only partly dependent on the construction 

cycle”

”…electronics and electromechanics offer highly 
attractive possibilities of making a lock more 

intelligent”

1996 1997 2000 20021999

ASSA ABLOY Initial Public Offering prospectus in 1994, CEO statement



Czech Republic 2023
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54%

EMEIA

5%

Global Solutions

8%

HID

33%

Entrance Systems

MSEK

643

1,283 
employees

PragueOstrov

RychnovPilsen

Lanškroun 

Ostrova 
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Our strategic framework
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10% 
Sales growth / business cycle

16-17% 
EBIT / business cycle

▪ Growth through customer relevance
▪ Product leadership through innovation
▪ Cost-efficiency in everything we do
▪ Evolution through people 

Financial targets Strategic activitiesStrategic objectives

Sustainability

Vision

Building sustainable 
shareholder value

Providing added value to our 
customers, partners and end-

users

Being a world leading 
organization where people 

succeed

Conducting business in an 
ethical, compliant and 

sustainable way

Integrated in everything we do

Empowerment
We have trust in 
people

Innovation
We have the courage 
to change

Integrity
We stand up for 
what’s right

Core values and beliefs

To be the global leader in providing innovative access solutions that help 
people feel safe and secure so that they can experience a more open world

Mission

▪ Continue with successful acquisitions
▪ Actively upgrade installed base
▪ Generate more recurring revenue
▪ Increase service penetration
▪ Grow in emerging markets
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Recap of CMD 2021 – accelerate profitable growth
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2019 2020 Double Global 
Technologies

8-9% 
growth 

remaining 
divisions

2026

SEKbn

We can reach sales of SEK 150 bn…

0
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15

20

25

2015 2017 2019 2021 2026

SEKbn

*) Excluding items affecting comparability.  

…and an operating profit of SEK 25bn in 2026

- assuming financial targets achieved
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Despite turbulent times, we are well on track
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2019 2020 2021 2022 2026

SEKbn

Sales have increased by 53% since base year 2019
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2019 2020 2021 2022 2023 2025 2026

SEKbn

…and operating profit is up 50%

2023 2024
Q1 R12M

2025 2024
Q1 R12M



Business update since our last CMD
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▪ Slowdown in demand – particularly in residential 

▪ Implementation of cost measures to improve margin

▪ Acquisitions of Arran Isle, DoorBird and Kinetron

Americas

APAC

EMEIA

Global Technologies

Entrance Systems

▪ Strong non-residential demand

▪ Record-strong underlying margin

▪ Integration of HHI underway

▪ Strong commercial, slow residential

▪ Positive margin trend

▪ Acquisitions of D&D Technologies and Caldwell 

▪ Solid underlying demand

▪ Negative mix impacting margin in the short-term

▪ Several small and mid-sized acquisitions

▪ Strong demand in the US, but residential is still soft

▪ Record high margin – service and execution

▪ Successful integration of agta record

Sales L12M vs 2019 EBIT margin L12M1

+17% 13.6%

+76% 18.2%

-7% 6.6%

+49% 17.0%

+84% 16.9%
1Excluding items affecting comparability



Our strategic framework
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10% 
Sales growth / business cycle

16-17% 
EBIT / business cycle

▪ Growth through customer relevance

▪ Product leadership through 
innovation

▪ Cost-efficiency in everything we do
▪ Evolution through people 

Financial targets Strategic activitiesStrategic objectives

Sustainability

Vision

Building sustainable 
shareholder value

Providing added value to our 
customers, partners and end-

users

Being a world leading 
organization where people 

succeed

Conducting business in an 
ethical, compliant and 

sustainable way

Integrated in everything we do

Empowerment
We have trust in 
people

Innovation
We have the courage 
to change

Integrity
We stand up for 
what’s right

Core values and beliefs

To be the global leader in providing innovative access solutions that help 
people feel safe and secure so that they can experience a more open world

Mission

▪ Continue with successful acquisitions
▪ Actively upgrade installed base
▪ Generate more recurring revenue
▪ Increase service penetration
▪ Grow in emerging markets



R&D | An enabler for profitable growth
Securing long-term competitiveness and growth
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>230
Patents

 registered 
in 2023

>450 
new products

in 2023

22% 
sales from 

new products
in 2023

0

1 000

2 000

3 000

4 000

2018 2019 2020 2021 2022 2023

Employees in R&D

0%

1%

2%

3%

4%

5%

0

1 000

2 000

3 000

4 000

5 000

6 000

2018 2019 2020 2021 2022 2023

Investments in R&D and % of sales

MSEK

Key 
innovation 
focus areas

Electromechanical
products and 

solutions

IoT and 
Connectivity

Continuous 
development of 
mechanical core 

Energy-
harvesting

Sustainability

Platforms



Product
display

R&D | An enabler for profitable growth
Kinetron – energy harvesting and low power systems

• Dutch company acquired in 2023

• Kinetron and ASSA ABLOY have almost a decade of partnership

• Pulse, Spark, Aperio etc.

• Kinetron to be used as an energy harvesting innovation hub across the Group

Kinetic energy generation

Micro mechanisms, motors
 and actuators

ASSA ABLOY products

Batteries, capacitors & 
power management

(indoor)solar, NFC, 
Ambient (RF)

Low power (IoT) electronics 
& firmware

14
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We are part of a good industry
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Increased demand for 
safety and security

Movement of people and 
demographic change

Digitalization and 
new technologies

Sustainability

Local
regulations



We are part of a good industry
Increased demand for safety and security

17

Rising security 
threats and public 
safety concerns

Regulatory
requirements

Changing work
environments

Requirements related 
to access control, 
surveillance and 

emergency response 
protocol

Theft, vandalism, 
cyber-attacks, terrorist 

attacks, riots, mass 
shootings 

The shift to remote work 
has increased the need for 

adaptable security 
solutions

66%

39%

19%

Extreme weather

Cyberattacks

Attacks on critical
infra

Current risk landscape 20241

Share of respondents perceiving different risks

1 Source: World Economic Forum Global Risks, Perception Survey 2023-24
2 Source: McKinsey survey

71%

63%

24%

29%

4%

5%

New buildings

Existing buildings

Increase

Stay flat

Decrease

Dont know

Building investments survey2

Expected pace of security 
investments in the next 5 years



Electromechanical solutions offer a
high level of security

18

State-of the-art 
encryption technology

Audit trails and 
access logs

Remote monitoring 
and control

Advanced 
authentication 

methods
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Global TechnologiesEl.mech, excl. 
Global Technologies

Mechanical Security doors & hw. Entrance Systems ASSA ABLOY total

1 Organic growth estimated for Mechanical, Elmech, excl. GT and Security doors. 

Average annual organic growth 2015-20231

%

Electromechanical solutions is our fastest growing 
product group
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Our strategic framework
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10% 
Sales growth / business cycle

16-17% 
EBIT / business cycle

▪ Growth through customer relevance
▪ Product leadership through innovation
▪ Cost-efficiency in everything we do
▪ Evolution through people 

Financial targets

▪ Continue with successful acquisitions
▪ Actively upgrade installed base
▪ Generate more recurring revenue
▪ Increase service penetration
▪ Grow in emerging markets

Strategic activitiesStrategic objectives

Sustainability

Vision

Building sustainable 
shareholder value

Providing added value to our 
customers, partners and end-

users

Being a world leading 
organization where people 

succeed

Conducting business in an 
ethical, compliant and 

sustainable way

Integrated in everything we do

Empowerment
We have trust in 
people

Innovation
We have the courage 
to change

Integrity
We stand up for 
what’s right

Core values and beliefs

To be the global leader in providing innovative access solutions that help 
people feel safe and secure so that they can experience a more open world

Mission
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Accelerate 
Profitable

growth

Continue with successful acquisitions

Actively upgrade installed base

Generate more recurring revenues

Increase service penetration

Grow in emerging markets

Strategic activities
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Strategic 
activities

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets

2%
3%

4%

2% 2%

8%

2018 2019 2020 2021 2022 2023

211312 12192012-2017: 88 acquisitions

SEK 
23bn

in net acquired  
sales since 

2018

>100
acquisitions 
since 2018

Net acquired growth, %

24

HHI

ASSA ABLOY has acquired more than 350 companies 
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Strategic 
activities

The significant strategic importance of M&A…

Strategic rationale Recent examples

Core 
business

Extend
the
core

Access new 
technologies

Acquire new customers through

• Accessing an installed base in existing markets

• Expanding geographically

Expand our offering - strengthening our position

• Become a full-service provider in more markets and 
maximize customer relevance

• Opportunities to grow into new adjacencies

New technologies adds to our competitive position

• Complements our offering

• Opens doors to new end-market verticals and 
segments

Service
&

distribution

Increase service capacity

• Obtain direct channel and aftermarket presence

• The service market is regional/fragmented and 
provides many interesting M&A-opportunities

HHI

Type of business

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

…and the M&A journey will continue

Enough targets to continue for many years

• We have identified >900 potential acquisition 
targets globally

• As we grow our core, opportunities to acquire new 
companies increase

We have the financial position for it

Americas
>350 targets

EMEIA
>350 targets

Asia & Pacific
>200 targets

Operating cash flow: cash conversion has 
averaged 99% in the last ten years 

Net debt/EBITDA: A- by S&P maintained for 
more than 20 years. Current outlook is stable.

11bn 11bn
14bn 15bn

13bn
16bn

25bn

0

5

10

15

20

25

30

2017 2018 2019 2020 2021 2022 2023

1,8x
2,0x

1,8x 1,9x

1,5x 1,4x

2,3x

0x

1x

2x

3x

2017 2018 2019 2020 2021 2022 2023

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets



Sascha Keller
Managing Director, DoorBird
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Strategic 
activities

Non-residential
Still low electromechanical penetration, but surging demand in all verticals

Healthcare Finance 
& banking

Critical infra Government 
& public sector

Travel & 
transportation

Enterprise Retail Education Entertainment 
& media

Hospitality

Examples of 
our verticals

Drivers for electromechanical transition

Safety 
and 

security
Efficiency

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
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recurring revenue

Increase service 
penetration

Grow in emerging 
markets



Drivers for electromechanical transition in healthcare
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Strategic 
activities

Healthcare EnterpriseEducation

Non-residential
Healthcare – Our wide range of products enables the 
electromechanical transition

Efficiency HygieneSafety and Security

• Smoother and more efficient 
access control

• Tracing, tracking and 
medical asset mgmt. 

• Higher level of access security

• Safer environment for senior 
care facilities

• Infant security systems

• Low-touch or non-touch 
door openings

• Automatic hermetic doors

• Control the flow of people 
and restrict access

~6,000 
hospitals in 

the US

~15,000 
hospitals in 

EuropeContinue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

Lower education Higher education

Shift to mobile
Penetration rate in the US <2%

Efficiency & 
convenience
Enrolment, package 
delivery, IT-services, 
student experience

Sustainability
Increasingly more important with 
sustainable solutions for 
university boards

Shift to elmech
Penetration rate in the US 

<25% for interior applications

Enhanced security
Ensure classroom 

security through local, 
remote or centralized 

lockdowns

General renovation need
Increased investments on 

both federal and state level to 
upgrade school security levels

Non-residential
Education – shift to elmech and mobile

>7,000214,5001

1) K-12 school districts in the US
2) Higher education institutions in the US

Healthcare EnterpriseEducation

Drivers for electromechanical transition in healthcare

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

Non-residential
Enterprise – many drivers for elmech transition

Increased 
efficiency

Simplify key management and release resources 

Operational enhancements

Safety and 
security

Auditability and traceability

Sustaina-
bility

Reaching sustainable building certification

Increase energy efficiency

Higher level of access security

Healthcare EnterpriseEducation

Drivers for shift to 
elmech in Enterprise 

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

Non-residential
The elmech transition brings higher value per project 
and a larger aftermarket 

Mechanical 
door hardware

EAC inside 
buildings

Software
Mobile 
access

Mechanical 
door hardware

EAC on 
perimeter

Touch-free 
access

EAC on 
perimeter

Commercial building projects 15 years ago Commercial building projects now

Green 
specs

Healthcare EnterpriseEducation

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets



Radek Pazour
Head of Specification and CRM, Czech Republic



Construction project phases
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Design

phase

Construction 
start

Construction phase
Closing 
phase

Operation 
phase

Specification

▪ Creation of tender 
documentation

▪ Collaboration with 
architects and investors

▪ General Contractor 
Selection

▪ Specification-Sales 
handover

Service

▪ Service 
Agreement

▪ Regular service 
and inspections

Installation

▪ Doors and hardware 
delivery and installation

▪ Delivery of components 
through sub-contractors

Sales 

▪ Tender of sub-contractors and technologies

▪ Price offers, sampling, negotiations

▪ Closing deals
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Strategic 
activities

Smart lock adoption in South-Korea

Residential
Moving to digital and smart locks

0-5% 5-10% 10-15% >15%

Still low penetration rates globally…

• 1998: iRevo was founded, 
          South Koreas number 1 smart lock company

• 2007: ASSA ABLOY acquired iRevo

• 2009: First smart lock launched in the US

• 2011: First smart lock launched in Scandinavia and                                                                                 
          the UK

• 2020: First pan-European smart lock range launched 
          Yale Linus

Still a young product

…but it is growing in all markets

• A broader smart lock offering

o Yale Doorman, Yale Linus, Kwikset etc.

• Demographic change

o Millennials more susceptible to adapt to new 
technologies

• New business models

o Shared economy (e.g. Airbnb)

Drivers for smart lock transition

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets

Yale Linus activation data in Europe
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Strategic 
activities

Residential
Significantly higher value proposition with the elmech transition

Mechanical residential customer Elmech residential customer

Digital door 
locks

Code 
handles

Garage door 
openers

Smart 
cabinet locks

Smart home 
alarms

Smart 
cameras

Mechanical 
door lock

Handles
Door/window 

hardware

Handles
Door/window 

hardware

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

Recurring revenue
One of our fastest growing areas

New
 construction

Aftermarket

2018 2019 2020 2021 2022 2023

Group: Subscription revenues 
Have grown ~160% since 2018

Software subscriptions Field service subscriptions (contracts)

Developing customer segment specific 
products and solutions

Value-based pricing

Value-added services through IoT and 
connected doors while improving conversion

Increase service capacity and improve 
service efficiency

Developing products and solutions adapted 
to a recurring revenue business model

Increased focus on training, sales- and 
marketing activities as well as pricing

Continue to build and develop infrastructure, 
tools and processes to support growth

Sharing of best practice and exploring new 
areas for recurring revenue

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets

Hospitality: Mobile access deployment

The installed base has grown ~3300% since 2015 
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Strategic 
activities

Service growth
Entrance Systems - Service & Product reinforce each other

Service and product 
reinforce each other

Our competitive 
advantages

Walking with our 
customers on their journey

1. Installation

2. Maintenance

3. Repairs

4. Modernization & upgrades

5. Replacements

• One supplier to cover all needs

• Geographical coverage

• Skilled service technicians

• Availability of parts

• Service of all doors and brands

Reactive

Preventive

Optimize

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic 
activities

Emerging markets
Strong growth potential

• Emerging markets offer significant growth potential

• Represents ~14% of Group sales

• Proven strategy in emerging markets

▪ Finding suitable acquisitions as a base to enter a certain emerging market

▪ Launching products specifically developed for emerging markets

▪ Investing in people and our organization

▪ Building local footprint and knowledge - “Feet on the street”

SEK 77 
per capita

Western Europe, Canada 
and the United States

SEK 3 
per capita

Rest of the World 0

5 000

10 000

15 000

20 000

25 000

2015 2016 2017 2018 2019 2020 2021 2022 2023

EM ex. China China

Sales in emerging markets
Ex. China, sales have grown by ~10% per annum between 2015-23

Continue with 
successful acquisitions

Actively upgrade 
installed base

Generate more
recurring revenue

Increase service 
penetration

Grow in emerging 
markets
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Strategic activities ambitions

10%
Sales

growth

Accelerate 
Profitable

growth

Continue with successful acquisitions

Actively upgrade installed base

Generate more recurring revenues

Increase service penetration

Grow in emerging markets
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Our strategic framework
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10% 
Sales growth / business cycle

16-17% 
EBIT / business cycle

▪ Growth through customer relevance
▪ Product leadership through innovation

▪ Cost-efficiency in everything 
we do

▪ Evolution through people 

Financial targets Strategic activitiesStrategic objectives

Sustainability

Vision

Building sustainable 
shareholder value

Providing added value to our 
customers, partners and end-

users

Being a world leading 
organization where people 

succeed

Conducting business in an 
ethical, compliant and 

sustainable way

Integrated in everything we do

Empowerment
We have trust in 
people

Innovation
We have the courage 
to change

Integrity
We stand up for 
what’s right

Core values and beliefs

To be the global leader in providing innovative access solutions that help 
people feel safe and secure so that they can experience a more open world

Mission

▪ Continue with successful acquisitions
▪ Actively upgrade installed base
▪ Generate more recurring revenue
▪ Increase service penetration
▪ Grow in emerging markets
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Cost-efficiency

Consolidate footprint and gain efficiency

Optimize logistics

Reduce product cost and environmental impact

Working capital management
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Cost-
efficiency

Annual MFP savings: Accumulated savings of SEK 7.2bn since the program began

0

100

200

300

400

500

600

700

800

900

1 000

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

MSEK

• Constant need to target savings and find synergies

• Optimizing factory footprint and invest in shared offices across divisions through our 
Manufacturing Footprint Programs

• MFP 9 in 2023 – annual savings of SEK 0.7bn and payback time of ~2 years

• MFP 10 to be launched in late 2024/early 2025

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management

Consolidate footprint and
gain efficiency
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Consolidate footprint and gain efficiency
Example Rychnov

Project details

• Production from 12 countries consolidated into  the ASSA ABLOY Rychnov site 

• Created a Centre of Excellence for cylinders and elmech locks

• Production running 24/7 compared to 1-2 shifts in original factories

Cost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management

Labour efficiency (produced cylinders per HC) have 
increased by 5x

Lower costs but strong engineering skills in Czech Republic

Economy of scale benefits for material sourcing, 
components production and support functions

R&D and production in the same place, leading to ~30% 
increase in key technologies utilization

Connected machines, on-line tracking of performance and 
strong focus on productivity improvements

K
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10%

11%

12%

13%

14%

15%

16%

4 000

5 000

6 000

Q2 23 Q3 23 Q4 23 Q1 24

Sales EBIT-margin (R12)^

MSEK

Cost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management

EMEIA - margin recovery underway

Challenges putting pressure on the margin

• FX headwind of 130bps in 2022-2023

• Weak residential market

*Euroconstruct Nov/Dec 2023
^Excluding items affecting comparability

1 2 3 4 5

Contingency 
measures

MFP 
projects

Price 
realization

Indirect spend 
focus

New segment 
structure

Actions

But quick actions have already paid off

350 000

400 000

450 000

2020 2021 2022 2023

New residential construction - Euro area*

MEUR

-8%

Euro-area in 2023

-30%

Nordics in 2023
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Optimize logistics

Consolidate and optimize warehouse locations

Improve Group utilization of container and truck loads

Optimize planning processes and use state-of-the-art 
software solutions

Partnerships with selected logistics providers

Dual sourcing where it makes sense

Phasing out old legacy products and reducing complexity

We target increased 
efficiencies in our 
whole supply chain 

while ensuring stable 
logistics with industry-

leading delivery 
performance

Cost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management
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Reduce product cost and
environmental impact

Supply base Professional sourcing Operational excellence

Reduce product cost

• Reviewing and optimizing 
our supply base

• Streamlining our component 
assortment to leverage 
volumes

• Multi-tendering, 
benchmarking and Group-
wide contracts

• Increased cross-
collaboration and sharing 
of best practises

• Value Analysis/Value Engineering 
reduces costs while considering 
design, components and 
production

• Exploring new opportunities for 
productivity improvements

• Target costs for labor, materials, 
and production through embracing 
lean principles

• Increased focus on indirect spend

Cost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management
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Direct material exposure

33%

24%

18%

25%

Raw material Components

Traded products Electronics

0
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ASSA ABLOY weighted raw material index

The direct material (34%) mix has shifted Raw material prices have stabilized on a higher level

63%

16%

11%

9%

2%

Other

Zinc

Aluminium

Brass

Steel

• Raw material  % down 5 p.p. since CMD-22 
driven by lower raw material costs and pricing

• Electronics % up 7 p.p. since CMD-22 primarily 
driven by elmech transition

• Down 40% from the peak in 2021 but still 20% 
above pre-pandemic average

Cost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management
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Working capital – inventory managementCost-
efficiency

Consolidate 
footprint and gain 
efficiency

Optimize
 logistics

Reduce product cost 
and environmental 
impact

Working capital 
management

• Inventories represent one of our most significant assets

• Optimal inventory is critical for meeting customer demands with short and reliable lead times

Enables a better understanding of what is 
building up the inventory value

Ensuring that we have the correct 
components and products in well-balanced 
quantities

Equipped with smart algorithms to optimize 
inventory to necessary levels for the next weeks 
and months

Replenishment tool

Challenge

-15%
MTPT 

In entities using the 
replenishment tool
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Business 
update

Accelerating 
growth

1 3

Agenda

Cost
efficiency

4

Key 
takeaways

5

Good
industry

2



Key takeaways
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The global 
leader in 
access 

solutions

Industry with 
strong 

underlying 
megatrends

Well-proven 
strategy with 
clear targets

Strong and 
stable financial 
performance

With the largest installed base, the deepest know-how 
of access solutions and innovation, we have a solid 
platform to maintain our leading position

The global access solution industry is subject to 
strong underlying megatrends that support growth 
and demand for our products and solutions

A well-proven strategy with ambitious strategic 
activities aimed at strong growth areas to reach clear 
targets, underpinned by a strong focus on innovation 

We have a long track-record of profitable growth by 
growing through customer relevance and being 
cost-efficient in everything we do



Thank you
assaabloy.com
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