INITIAL PUBLIC OFFERING

ON NASDAQ FIRST NORTH GROWTH MARKET DENMARK

Opportunity to join Impero on its quest to help even more companies
across the world become more compliant to the benefit of all

FINANCIAL AND CERTIFIED ADVISER

LETTER FROM THE CEO

Welcome to Impero
Dear Investor
Building transparency between people, institutions, and companies is both universal and
imperative to ensure we can trust each other.
Across the world, companies face a growing demand not only to say they stick to the rules but
to prove ethical values are embedded throughout their organization. The concepts of
compliance and risk management have now become integrated parts of most organizations
and key to helping companies mitigate risks, frauds, and financial losses - not to mention
reputational damage.
At Impero, we empower companies to become more compliant in a scalable, digital, intuitive,
and - most importantly – easy way. With users in more than 100 countries around the world,
our cloud-based solution enables organizations worldwide to digitize and work more efficiently
in a fully compliant manner.
Looking ahead, we have set out on a quest to become a market standard compliance
management platform and help even more companies across the world become more
compliant to the benefit of all.

WE ARE IMPERO.
RIKKE STAMPE SKOV, CEO
IMPERO A/S

Compliance. Simplified.
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VISION

Trust and transparency are at the core of Impero
The Impero DNA

DNA
Make trust and transparency easy
Impero was founded with a clear vision in mind;

to help build a society resting on transparency
and trust. Impero strives to create a safer world
founded on pillars of trustworthiness and
transparency and make it easy for people,

Empower proactive compliance

companies, and institutions to trust each other.

Impero created a digital solution that is
consistently evolving as the Company continues
its quest to provide a unique platform that
empowers proactive compliance and creates
stronger institutions around the world, as also
expressed in the United Nation’s
Sustainability Development Goal no. 16
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KEY INVESTMENT HIGHLIGHTS

Attractive SaaS compliance management platform with +50% (CAGR)
growth rates set to further expand its already impressive customer base
Highlights

1

SCALABLE PROVEN
SAAS COMPLIANCE
PLATFORM

▪ Impero provides a compliance management

2

IMPRESSIVE CUSTOMER
BASE INCLUDING LARGE,
BLUE-CHIP COMPANIES

▪ The customer base as of the date of the Company

3

STRONG BUSINESS CASE
WITH PROVEN INTERNATIONAL TRACK RECORD

▪ Impero represents a scalable and strong

platform distributed as Software-as-a-Service
(SaaS) that enables companies to easily manage

Description – March 26, 2021 – comprises 94 companies,
including many large, blue-chip customers.

business case with an ARR of DKK 12.6M as of
Dec20 (growth of 68% in 2020), expecting ~50%

compliance through automation of risk and
control management, documentation, and

Impero currently serves 1/3 of all OMX C25 companies
in Denmark and 3 of the 5 largest companies in

annual ARR growth in 2021-23.

reporting.

Germany, and 9 of the Company’s customers are
Fortune2000 companies.

▪ Impero is a RegTech¹ company that taps into the

increasing demand for companies to increase
compliance in an automated and digitized way,
whether driven by regulatory changes, brand
reputation, internal factors, or demands of
compliance from customers or suppliers.

Global customer base set to grow…

94

10

100+

Customers

Countries in

Countries in

▪ Compliance is here to stay – and to grow.
The global GRC market for software and services
is valued at 202B DKK. The Company’s targeted
addressable market is DKK 6.3B, comprising
companies with revenue above DKK 1B in
markets with high requirements for compliance.

as of the date of the
Company Description

which Impero
has customers²

which Impero
has users

… and already include, blue-chip customers such as:

▪ Having a strong product-market fit, Impero is
well-positioned to tap into the growing and
attractive market with the ambition of

▪ The scalable business case and strong productmarket fit have put Impero in a position to scale
internationally (see more metrics on the next

page).
▪ Internationalization is driven by a proven
go-to-market strategy with a clear 5-step
approach. This approach has already shown
significant traction in the DACH³ region.
▪ Impero is led by a highly-skilled and
professional management team supported
by an experienced and competent Board of
Directors. The current governance will provide
a strong basis for global scaling.

25+ passionate
employees

becoming a market standard for compliance
management software.
1)
2)
3)

RegTech refers to Regulatory Technology, meaning using information technology to enhance regulatory processes
Current customers are in Denmark, Greenland, Iceland, Germany, Austria, Switzerland, Finland, Luxembourg, United Kingdom, and United States
DACH refers to Germany, Austria and Switzerland

Invitation to acquire shares

4

Key figures

Use of proceeds will facilitate growth

Expected annual ARR growth of ~50%
Annual recurring revenue - DKKM

42

DKK 40M
100%

19

10%

13

8
5

2018

1)
2)

60% Commercial activities
Accelerate all sales channels
in Northwestern Europe

30%

28

Key SaaS metrics

KEY SAAS METRICS AND EXPECTATIONS

Scalability of platform and use of proceeds will enable
high growth rates and increase international reach

2019

2020

2021F

2022F

2023F

IPO costs:
4M DKK

60%

30% Product development
Stay on the forefront of development and technology
10% Supporting items
Ensure all supporting functions
are aligned

12.6m

68%

~50%

4.4%¹

14%

< 12²

ARR run rate as
of Dec20 (DKK)

ARR growth
in 2020

Expected annual ARR
growth in 2021-23

Gross churn
rate in 2020

Uplift on existing
customers in 2020

Payback time
in months per
new customer

Calculated as churned ARR divided by ARR at year’s end 2020.
Calculated as Customer Acquisition Costs (CAC) divided by average gross profit per customer in 2020 (avg. ARR * gross margin on software)
multiplied by 12 months. Payback time is <3 months when excluding salaries to salespersons in the numerator
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MARKET DRIVERS

External and internal factors are driving companies
to become more compliant in an efficient and digital way
Drivers and trends

Adhere to regulatory
and legislative requirements

Mitigate risk of fines
or damaged company reputation

Adhere to customer and supplier
demands for compliance

E X T E R NA L F A C T O R S

Demand for simple & intuitive
compliance management software

=
I N T E R NA L F A C T O R S

Empower a
digital agenda

Adopting a compliant culture
throughout the entire organization

Streamline workflows
and documentation
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VOLKSWAGEN GROUP ON IMPERO
“Impero is a great match for Volkswagen's tax function.
With our joint effort, Impero is being rolled out throughout the [Volkswagen]
Group and its subsidiaries, supporting our ongoing work with tax compliance
management. Impero is a flexible, adaptable, and efficient platform that with
ease has been tailored to our needs”
- Petra Baumgarten,
Head of Tax Reporting & Tax Compliance, Volkswagen Group
Invitation to acquire shares
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SALES CHANNELS

Unlocking the full market potential through several sales channels
Sales channels

PARTNERS

DIRECT SALES

Impero teams up with a trusted
partner from a key accounting firm –
typically Big4 firms, who approves and
recommends the platform

Direct sales include inbound marketing,
sales, and acquiring customers from
other compliance platforms

The selected key accounting firms Impero
is partnering with have access to
enterprise customers and provides
unique first-point-entry into new markets
and a competitive advantage

Impero has already established
partnerships with:

The channel is key for capturing a
broader customer segment of
companies and create awareness
of uplift opportunities for existing
customers and general brand
recognition in the market

Impero has set up a direct sales strategy
to accelerate growth among new and
existing customers

UPLIFT CHANNEL
Impero’s dedicated Customer Support
team encourages customers to adopt
the platform in other business areas,
which in turn promotes uplift

Impero has shown great potential
for uplift on customers, thereby
generating cost-effective sales.
With several global companies as
customers, Impero aims to continuously
expand the platform to customers’
business units across the world

Impero will establish local hubs to
drive uplift and strengthen customer
relations, offering support in local
languages

Split of new ARR in FY20

Split of new ARR in FY20

Split of new ARR in FY20

50%

25%

25%

Several sales channels will ensure a strong basis for future growth
Invitation to acquire shares

8

GO-TO-MARKET STRATEGY

Proven go-to-market strategy is efficient and highly scalable model
Strategy

GO-TO-MARKET PROCESS

PROVEN CASE IN DACH

IMPERO IN GENERAL

FIND PARTNER(S)

First step is to establish partnership(s) with key accounting firm(s).
Big4 firms are valuable due to their extensive network and large, attractive
customer base

First partnership in 2018

PROVE IMPERO WITH “LIGHTHOUSE” CUSTOMERS
Facilitate market position by signing key reference customers
to validate Impero for both new customers and new
trusted partners

DEVELOP UPLIFT TO EXISTING CUSTOMER BASE

With new customers, Impero will focus on further driving additional
sales to existing customers and thereby proving
the software’s uplift-potential

GROW PARTNER CHANNELS AND DEVELOP DIRECT SALES
When key reference customers are signed, and a foothold in the country is
secured, Impero will further push direct sales to support partner sales for
accelerated growth

SET UP LOCAL OFFICES

When the customer base reaches critical mass, a local hub is set up
to improve customer success management, support, and future
onboarding of new customers

1/3 of all OMX C25 companies
>160% growth in FY20 in number
of customers (8 to 21 customers)

9 Forbes2000 companies
94 customers
Customers in 10 countries

16% ARR uplift in FY20 in
existing customer base

14% ARR uplift in FY20 in
existing customer base. 9%
ARR uplift on new customers

>320% ARR-growth
in total ARR Dec19-Dec20
(DKK 811K to 3.5M)

68% growth
in total ARR Dec19-Dec20
(DKK 7.5M to 12.6M)

Currently establishing
local hub in Germany to better
service the DACH region

Headquarter in Denmark
one local hub in United Kingdom
and more local hubs coming

Proven go-to-market model is developed for the global market and can potentially be implemented anywhere in the world
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FUTURE MARKET GROWTH

Impero will focus on growing its position in Northwestern Europe…
Two-fold strategy; GROW AND EXPAND
Impero has a targeted addressable market
of DKK 6.3B¹ based on companies of a
specific size (DKK 1B - 7.5B and > 7.5B) and
degree of demand for compliance³.

1

KEY COMPLIANCE MARKETS

Both factors are essential for the adoption
of compliance software.
Impero's primary addressable market is
mainly represented by Northwestern
Europe and some global developed
countries with the above traits.

Grow foothold in
Northwestern Europe¹

Addressable market: DKK 1.9B²

1
> Continue close collaboration with KPMG, to
further exploit proven foothold in DACH
> Increase direct sales and uplift activities to reach
broader customer segment and continue growing
uplift in DACH

> Benefit from the strong scalability of platform and
business model to expand to other countries in
Northwestern Europe

1) Northwestern Europe refers to the countries of Denmark, Norway, Sweden, Iceland,
Finland, United Kingdom, the Republic of Ireland, Belgium, the Netherlands,
Luxembourg, Northern France, Germany, Switzerland, and Austria
2) Source CapitalIQ. Ticket size for companies with DKK +7.5B in revenue is estimated
to DKK 400K, and DKK 150K for companies with revenue in the range DKK 1B to 7.5B.
3) The demand for compliance is based on the Corruption Perception Index (CPI),
which scores and ranks countries (0-100) based on how corrupt a country’s public
sector is perceived to be by experts and business executives. The CPI is the most
widely used indicator of corruption worldwide. 100 equals low to no corruption.
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FUTURE MARKET GROWTH

…and from here continue its growth journey into new global markets
Two-fold strategy; GROW AND EXPAND

The GRC market, in which Impero operates, is a highly fragmented
global market, with key markets in Northwestern Europe and new
markets comprising non-European countries with a strong demand for
compliance management solutions (i.e., US, Canada, Japan, and
Australia).

2

Expand partner channel with
new partnerships in new markets

NEW MARKETS

Addressable market: DKK 4.4B¹

The new markets constitute DKK 4.4B out of a total addressable market
of DKK 6.3B, demonstrating a large market potential and demand for
GRC solutions; Compliance is here to stay and grow.

> Benefit from the strong market position in Northwestern Europe and expand Impero to other key
compliance markets worldwide (e.g. Canada, Japan,
and Australia)

2

> Continue to search for potential trusted partners in
other relevant markets globally and utilize the scalable
nature of the partner channel to grasp market entry
> Expand Impero to become a market standard for
compliance management platforms

2

1) Northwestern Europe refers to the countries of Denmark, Norway, Sweden, Iceland,
Finland, United Kingdom, the Republic of Ireland, Belgium, the Netherlands,
Luxembourg, Northern France, Germany, Switzerland, and Austria
2) Source CapitalIQ. Ticket size for companies with DKK +7.5B in revenue is estimated
to DKK 400K, and DKK 150K for companies with revenue in the range DKK 1B to 7.5B.
3) The demand for compliance is based on the Corruption Perception Index (CPI),
which scores and ranks countries (0-100) based on how corrupt a country’s public
sector is perceived to be by experts and business executives. The CPI is the most
widely used indicator of corruption worldwide. 100 equals low to no corruption.
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THE PLATFORM

Impero provides a scalable toolbox of four key features
that automate and digitize compliance workflows…
Platform overview

RISK
MANAGEMENT

Customers can map, assess and monitor all types
of risks (from tax to finance, IT to GDPR, etc.) and
organize mitigating actions and controls in a unified
risk framework across the entire organization

DOCUMENTATION

Customers can document all compliance
workflows and document that all processes are
carried out correctly. Past and current
documentation can easily be tracked and archived
in a single, fully secure platform

CONTROL
MANAGEMENT

Customers can set up and manage all controls
required to address the identified risks. Customers
can assign responsibilities, set up KPI’s,
documentation, and due dates to ensure all controls
are carried out correctly and on time

REPORTING

With all compliance processes bundled in
one platform, customers can always access accurate,
reliable and real-time data, to execute valuable
reporting across their organization

VALUE CREATION FOR THE CUSTOMER

OVERVIEW
Gain full overview of
compliance and risk
management to reduce
the risk of internal errors
and misconduct

EFFICIENCY
Streamline risk
mitigation and
compliance management
to foster an efficient
compliance culture

ASSURANCE

ADOPTION

SECURITY

Rest assured that executive
reporting is accurate and
reliable, mitigation of risks is
effective, and the license to
operate is secured

Enjoy compliance management
around an easy-to-use platform,
with easy and quick
implementation easily scaled
and adopted across an entire
organization

Ensure that all processes
and data management is
fully secure and certified
in accordance with
regulations and legislation
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PLATFORM HIGHLIGHTS

... and make compliance simple and intuitive
Platform highlights

FOCUS ON TAX AND FINANCE – HOWEVER PROVEN APPLICABILITY
FOR ALL COMPLIANCE WORLKFLOWS
GO-TO PROVIDER - PRODUCT DEVELOPMENT ROADMAP
WILL ENSURE IMPERO AT THE FOREFRONT OF TECHNOLOGY

SAAS PLATFORM - DISTRIBUTED AS A ONE-TO-MANY,
CLOUD-BASED SAAS PLATFORM

EASY-TO-USE AND INTUITIVE USER JOURNEY
STRONG DATA INTEGRITY AND SECURITY MEASURES
CUSTOMIZABLE FEATURES AND FUNCTIONALITIES

IMPERO’S PLATFORM IS BUILT ON A HIGHLY SCALABLE SAAS BUSINESS MODEL
Invitation
Invitation to
to acquire
acquire shares
shares
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ORGANIZATION

Management team with significant industry experience are
focused on accelerating Impero’s growth journey…
Management
Rikke Stampe Skov, CEO

Karsten Mayland, CCO

Rikke Skov is the Chief Executive Officer of Impero A/S, a
position she has held since June 2018. Rikke drives the
company’s vision and has been imperative in securing the
Impero’s strong and consistent growth, basing her
initiatives on her vast experience in combination with agile
innovation. Prior to joining Impero, Rikke spent several
years as partner in PwC, co-chairing the Risk Assurance
Services service line. Rikke’s extensive career also includes
leadership positions with Maersk, ISS, and Siemens.

Karsten Mayland is the Chief Commercial Officer of Impero
A/S and is also the country manager of UK Impero Ltd. He
executes the company’s global growth and expansion
strategies. Karsten has been a key driver in achieving Impero’s
high growth rates related to attracting new customers and
entering international markets. Prior to joining Impero,
Karsten spent more than a decade as director with both PwC
and Deloitte. His long career also includes commercial
positions with SAS Institute and Sybase.

Allan Lykke Christensen, CTO
Allan Lykke Christensen has joined Impero as the Chief
Technology Officer as of January 2021. Allan is instrumental
in the continued development of the Impero platform and
securing its DNA of intuitive and efficient risk and
compliance management. Prior to joining Impero, Allan was
the CTO of Boyum IT Group and also served as Head of
Delivery & Optimization with the LEGO Group for several
years.

Founders
Morten Balle, Founder

Jacob Engedal Sørensen, Founder

Morten Balle is the co-founder of Impero with Jacob
Engedal Sørensen. Morten Balle has, since the
conceptualization of Impero, been instrumental in product
development and innovation, and key to the seamless
unification of simplicity and compliance. Prior to cofounding Impero, Morten worked within Enterprise Risk
Services with Deloitte. Before this, he also held positions
as an IT Business Consultant with larger Danish
organizations.

Jacob Engedal Sørensen is the co-founder of Impero with
Morten Balle. Jacob envisioned the concept of a compliance
platform combining digitized automation of controls with
intuitive workflow from which Impero was born. Jacob
continuously supports the organization with its rapid
market expansion and business development. Prior to
founding Impero, Jacob was a manager within Risk
Assurance Services with PwC and has also worked within
Enterprise Risk Services with Deloitte.
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ORGANIZATION

… supported by a highly competent and
experienced Board of Directors
Board of Directors
Jørgen Bardenfleth, Chairman

Sten Tore Sanberg Davidsen, Vice Chairman

Jørgen Bardenfleth is the Chairman of the Board at Impero.
Jørgen is a serial investor and board member in several
organizations operating in tech, MedTech, science, and
consultancy. Jørgen’s long experience within the
technology and IT sector include executive positions with
tech enterprises Hewlett-Packard, Intel, and Microsoft.
He is also an educator with Copenhagen Business School
and Board Assure.

Sten Davidsen is a member of the Board of Directors at
Impero. Sten’s long career within executive positions includes
the positions of CFO at KMD A/S and CEO at KMD BPO A/S
and the COO position with Oticon A/S. Sten is a dedicated
member of several boards of both small and large Danish
companies. His vast experience spans management, finance,
IT, legal, strategy, and change management.

Carsten Gerner, Board member

Martin Pronk, Board member

Carsten Gerner is a member of Impero’s Board of Directors.
Carsten is a serial board member with extensive experience
in audit and risk management. He has been one of the key
players in Danish Big4 as the former Territory Senior
Partner and CEO of PwC. Carsten has an active track record
as a non-executive board member in several large Danish
companies.

Martin Pronk is a member of the Board of Directors at
Impero. Martin has long and thorough knowledge of the
start-up ecosystem due to his ventures in this sphere. He
currently serves as CTO and co-founder with Queue-It, a
position he has held for more than a decade.

Jørn Grove, Board member

Line Køhler Ljungdahl, Board member

Jørn Grove is a member of the Board of Directors at Impero
A/S. Jørn is a serial investor and has longstanding
experience from various industries.

Line Køhler is a member of Impero’s Board of Directors. Line
is currently the Chief Legal Officer of Bang & Olufsen A/S
and member the Executive Management Board with
responsibility for Global Legal, IP, Commercial brand
Protection, Enterprise Risk Management, Compliance, and
Insurance.
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RISK FACTORS

Selected risk factors

For a more comprehensive review of the risk factors, see the Company Description.

INDUSTRY RISK
•
•

•
•

•

The GRC market is characterized by multiple players
of enterprises, platforms, and single-point solutions
competing on high-, mid-, and low-end markets.
Current players in the market include; global
enterprises with extensive market reach, locally
anchored companies, Big4 in-house developed
solutions, and a segment of generic IT tools using
non-proprietary GRC IT tools.
There is a risk of large global software providers
entering the market, increasing the competition.
The market might not develop as estimated. In the
event of negative market developments, material
adverse effects could be imposed on Impero’s
business, earnings, and financial position.
There is a risk that changes in international
regulations will impose restrictions on Impero’s
ability to provide its services, which could have an
adverse effect on the business, the earnings, and
the financial position.

•

•

•

•

There is a risk of data breach and unauthorized
access from cyber attacks in relation to the handling
and retaining of data and documents on behalf of
customers. To reduce this risk, Impero has engaged
Microsoft Azure, receives an annual third-party IT
security review, and issues an IT assurance report
covering selected high-risk control activities
If the Company does not handle the personal data
in a way that meets current requirements,
applications, or interpretations regarding the
handling of personal data, including GDPR, it may
have a negative impact on the Company’s earnings
through increased costs and fines, as well as on its
reputation.
Currently, Impero does not hold any registered
trademark. An applying process has been initiated.

•

•
•

•

FINANCIAL RISK

OPERATIONAL RISK
•

In relation to the trademark, a UK registered
company currently holds a registered trademark for
the word mark “Impero” in Europe, UK, and the
United States for the trademark classes 9 (Computer
software, computer software programs, education
software) and 42 (Computer software design,
computer software development). This leads to a
risk that the Company will not be able to register its
trademark. In this case, Impero has arranged for a
plan to change its name. However, Impero will target
an agreement of co-existence, but the UK company
is not required to enter into such co-existence with
Impero.
Furthermore, there is a risk that Impero is not able to
attract and retain the right employees at a pace
matching the growth and internationalization
strategy, which could have an adverse impact on
Impero’s internationalization plans.

RISK RELATED TO THE OFFERING
AND THE SHARES

•

•

The growth journey of Impero requires access to
capital. The proceeds from the Offering are expected
to provide sufficient liquidity to execute Impero’s
growth strategy.
Impero does not expect to be able to achieve a
positive EBITDA before 2024, which may create a
situation where additional capital is required to
finance the Company’s continued growth. The
Company expects the proceeds from the Offering to
last two years from the time of the Offering.

•

•

•

There is a risk that after the Offering, the market
price of the Shares may decline as a result of the sale
of Shares in the market or the perception that such
sales could occur.
There may be fluctuations in the trading price of the
Shares.
The Offer Shares are applied for admittance to
trading on Nasdaq First North Growth Market
Denmark. Investing in a company listed on Nasdaq
First North Growth Market may potentially be riskier
than investing in a company listed on the regulated
main market, and investors risk losing part or all of
the investment.
In connection with the Offering, all Existing
Shareholders of Existing Shares before the Offering
have agreed to enter into lock-up agreements,
obligating the Existing Shareholders to not sell, offer
for sale, enter into any agreement regarding the sale
of, pledge, or in any other way directly or indirectly
transfer the Existing Shares or votes in Impero
without the prior written consent of Grant Thornton
acting as Certified Adviser for the Company.
The lock-up obligation does not apply to Shares
acquired in connection with the Offering, including
Shares acquired during the pre-subscription period
or later.
At the date of this Company Description but prior to
the Offering, the Company is owned directly and
indirectly by 5 Major Shareholders. These may have
the ability to influence the future direction of
Impero. The interest of the Major Shareholders with
significant influence could differ from the interest of
minority Shareholders.
The Company may decide to issue additional equity,
which may result in dilution of the Shares, in the
pursuit of further future growth.
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INFORMATION ABOUT THE OFFERING

Information about the Offering
PRE-SUBSCRIBERS

BACKGROUND AND USE OF PROCEEDS
Impero A/S intends to list on Nasdaq First North Growth Market to raise capital to accelerate the
Company’s international growth journey. With a strong product-market fit, proven internationalization
strategy, and a competent organization geared for growth, Impero is ready to scale and capitalize on
the growing international demand for easy-to-use compliance management. Impero expects to raise
DKK 40M in gross proceeds from the IPO, which will be invested in three areas: commercial activities
(~60%), product development (~30%), and supporting items (~10%).

TIMETABLE FOR THE OFFERING
The Offer period begins

March 26, 2021, CET 9:00

The Offer period ends

April 13, 2021, CET 23:59

Result of Offering announced

April 15, 2021

Settlement/Payment

April 19, 2021

Expected first day of trading

April 22, 2021

SUMMARY ABOUT THE OFFERING
Market

Nasdaq First North Growth Market Denmark
DKK 9.7 per Offer Share

Minimum subscription

DKK 3,880 (400 Shares)

Existing Shares

Offer Shares
Total Shares after the Offering
Pre-subscription amount

# of shares

Subscription amount (DKK)

1,443,298

14,000,000

670,102

6,500,000

103,092

1,000,000

Jørgen Bardenfleth

77,319

750,000

JG Invest & Consult ApS

51,546

500,000

Rikke Birgitte Skov

41,237

400,000

Allan Lykke Christensen

20,618

200,000

Jacob Engedal Sørensen

10,309

100,000

Locasochka ApS

10,309

100,000

Line Køhler Ljungdahl

10,000

97,000

Morten Balle
Oliver Hoog
Jesper Møller Hansen
Thomas Norsted
Serhii Potapov
Pernille Mikkelsen
Trine Jin Duvander

5,154
5,100
5,100
5,100
5,100
2,061
1,550

50,000
49,470
49,470
49,470
49,470
19,992
15,035

2,466,995

23,929,907

BankInvest1
Fundamental Invest

DKK 40M
14,025,190

4,123,711
18,148,901
DKK 23.93 million

Temporary ISIN

DK0061536745

Permanent ISIN

DK0061536828

2

Kolind A/S

Total

Offer Price

Size of the Offering

Investor

No. of Shares has been rounded down to nearest no. of Shares based on the subscription amount made by the investor
1) BankInvest holds shares through Small Cap Danske Aktier KL, Kapitalforeningen BankInvest Select
2) Fundamental Invest holds shares through Fundamental Invest Stock Pick, Fundamental Invest Stock Pick II akkumulerende, and
Fundamental Fondsmæglerselskab A/S

SUBMISSION OF APPLICATIONS TO SUBSCRIBE
Investors must subscribe for a minimum of DKK 3,880 corresponding to 400 Offer Shares. Applications
to subscribe for Offer Shares in the Offering should be made by submitting the application to the
investor’s own account holding bank during the Offer period or through the investor’s own online
bank during the Offer period. The application form is enclosed in the Company Description available at
the company‘s website www.Impero.com/investors. Applications are binding and cannot be altered or
cancelled. For orders to be accepted, the application form must be submitted to the investor’s own
account holding bank in complete and executed form in due time to allow the investor’s own account
holding bank to process and forward the application to ensure that it is in the possession of Nordea
Danmark filial af Nordea Bank Abp, Finland no later than 23:59 Central European Time on April 13,
2021. Persons who are account customers at Nordnet AB may apply for the acquisition of shares
through Nordnet’s Online Service.
Subscribe through Nordnet: https://www.nordnet.dk/dk/kampagner/impero
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This document has been compiled by Impero A/S (the “Company”) solely for information purposes and has not been independently verified and no representation or warranty,
express or implied, is made or given by or on behalf of the Company. The information contained in this document does not purport to be comprehensive nor does it constitute a
prospectus, Company Description or other offering document. Any decision to acquire or subscribe for shares in the Company shall only be made on the basis of the Company
description published on March 26, 2021 in connection with the offering and application for admittance to trading on Nasdaq First North Growth Market incl. any changes and
related supplementary information. This document and the contents of it do not, and are not intended to, constitute an offer for sale or an invitation to treat offers to purchase
shares or other financial instruments of the Company. Certain statements in this document constitute forward-looking statements. Forward-looking statements are statements
(other than statements of historical fact) relating to future events and the Company’s anticipated or planned financial and operational performance. The words “targets”,
“believes”, “expects”, “aims”, “intends”, “plans”, “seeks”, “will”, “may”, “might”, “anticipates”, “would”, “could”, “should”, “continues”, “estimates” or similar expression or the
negative forms hereof, identify certain of these forward-looking statements. Other forward-looking statements can be identified in the context in which the statements are
made. The Company has based these forward-looking statements on its current views with respect to future events and financial performance. By their nature, forwards-looking
statements are based on certain assumptions and projections on future events and financial performance which involve a number of risks and uncertainties that could cause
actual results or events to differ materially from those expressed or implied by the forward-looking statements. These risks, uncertainties and assumptions could adversely
affect the outcome and financial consequences of the plans and events described herein. Actual results are likely to differ from those set forth in the forward-looking
statements. Any forward-looking statements speak only as the date of this document and neither the Company nor any of its respective affiliates, directors,, officers, employees,
advisors, or any other person is under any obligation to update to revise any forwards-looking statements, whether as a result of new information, future event or otherwise.
You should not and may rely on these forward-looking statements.
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