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NEW RIGHTS ISSUE INFORMATION BROCHURE 2020
FRISQ is conducting a fully guaranteed Rights Issue to a maximum of 
approximately SEK 64.6 million at a subscription price of SEK 9.00 per share.

DISCLAIMER
A prospectus (“the Prospectus”) has been drawn up in connection with the execution of a new issue of shares to existing 
shareholders of Frisq Holding AB (publ) (“FRISQ” or “the Company”) (“Rights Issue”). The Prospectus can be accessed 
at https://www.frisqholding.se/en/rights-issue-2020/ and has been approved and registered by the Swedish Financial 
Supervisory Authority. The Financial Supervisory Authority’s approval should not be interpreted as an approval of the shares 
on offer. The Prospectus contains a description of the risks connected to an investment in the Company, and potential 
investors are recommended to read the Prospectus in its entirety before making an investment decision.
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Please note that this document only represents a short extract of the Prospectus and that any 
decision to invest in FRISQ should be based on the Prospectus in its entirety. The information 
contained in this information brochure should be regarded as marketing material. 

The Board of Directors of FRISQ has drawn up a Prospectus in connection with the Rights Issue. 
This Prospectus is available at https://www.frisqholding.se/en/rights-issue-2020/ and contains a 
presentation of FRISQ, the Rights Issue and the risks connected with an investment in FRISQ and 
participation in the Right Issue. This information folder is not intended to replace the Prospectus as 
a basis for a decision to subscribe for shares in FRISQ and does not represent a recommendation to 
subscribe for shares in FRISQ. Investors who want or intend to invest in FRISQ are encouraged to read 
the Prospectus in its entirety. 

The Prospectus and subscription forms can be obtained free of charge from the Rights Issue Institute 
Eminova Fondkommission AB. 

No subscription rights, PSS or New Shares may be offered, subscribed for, sold or transferred, 
directly or indirectly, within or into Australia, Hong Kong, Japan, Canada, New Zealand, Switzerland, 
Singapore, South Africa, South Korea, the U.S. or any other jurisdiction where such a distribution 
requires further prospectus, registration or other measures in addition to those that follow from 
Swedish law, or that otherwise conflict with applicable rules in such a jurisdiction, or that cannot take 
place without applying exemptions from such measures. Any subscription or acquisition of securities 
in conflict with the limitations outlined above may be invalid. Individuals who receive copies of the 
Prospectus, or who wish to invest in FRISQ, must familiarize themselves and comply with the stated 
limitations. Actions taken in violation of these limitations may constitute a crime against applicable 
securities legislation. FRISQ reserves the right to, at its own discretion, declare invalid any notice of 
subscription to the Rights Issue of FRISQ or its advisers assess that such subscription could entail 
a violation or infringement of any laws, rules or regulations in any jurisdiction. No shares or other 
securities issued by FRISQ have been registered or will be registered in accordance with the latest 
version of the United States Securities Act of 1933, or with the securities legislation of any U.S. state 
or other jurisdiction in the US, including the District of Columbia.

The Rights Issue totals approximately SEK 64.6 million, before costs 
related to the Rights Issue. 
In addition, the Board of Directors has provided an over-subscription 
option corresponding to a maximum of approximately SEK 10 million. 
If the Rights Issue is fully subscribed and the Over-subscription 
Option is fully exercised, the Company will issue a maximum of 
approximately SEK 74.6 million before issue costs. 
The Rights Issue is fully guaranteed through subscription 
commitments, letters of intent and guarantee commitments. 
Shareholders in the Company will receive one subscription right per 
one share in the Company. 
Ten (10) subscription rights are required to subscribe for three (3) 
new shares. 
Subscription period: February 4 – 18, 2020 
Trading in subscription rights: February 4 –18, 2020
Trading in Paid Subscription Shares: February 4 – beginning of March, 
2020.

Important information

Rights Issue

Summary

Summary 

Statement from the CEO of FRISQ

Martin Irding, CEO of FRISQ, responds to questions about 
the company’s Rights Issue and plans for the future.

How FRISQ Care works

For healthcare providers 
For the patient 
A high level of patient engagement 
The future of FRISQ Care

How the money will be used

FRISQ intends to use the proceeds from the Rights Issue 
to further develop the product’s scalability and create the 
conditions for participation in larger, more profitable business 
opportunities.

Sales strategy

In Sweden, FRISQ uses two complementary sales models 
whereby the products can be sold to both private and public 
clinics.

Healthcare’s need for digital solutions

The care system is facing major challenges 
Demand for good-quality, local care, continuity in healthcare 
and patient engagement

Vital partnerships

Interview with Pernilla Göthe, Sophiahemmet Rehab Center 
Interview with Per Svedmark, Stockholm Center for Spine Surgey 
Interview with Leif Tüll of Compugroup Medical (CGM) and the 
Alliance for Innovative Care 

Trends 

Challenges facing the healthcare sector 
FRISQ considers the following trends to be significant: 
Other global factors increasing demand for FRISQ Care 
Greater focus on care in the home and via primary care. 

How to succeed in building software 
for healthcare, Casper Winsnes, Chief 
Product Officer

Casper Winsnes explains which aspects are important to 
remember when building software for healthcare, why few 
players succeed in integrating with EHR systems and what 
can be done to understand the needs of healthcare staff.

FRISQ’s solution in demand both locally 
and globally, Johan Zetterström

Johan Zetterström on what made him take the new role at 
FRISQ, why he thinks the company is in a similar situation to 
the one Salesforce was in when he became the company’s 
first employee in Continental Europe in 2002 and what his 
greatest challenge is.
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FRISQ is conducting a Rights Issue of SEK 
64.6 million. How will the money be used? 

We have now reached a point where we have 
a product which, according to several tests, is 
delivering value in the form of time savings, 
simplified documentation and increased patient 
engagement. In the next phase, we intend to 
further develop FRISQ Care’s scalability, which 
will mean we need to expand our capacity. For 
this reason, we need more capital.

What has happened in 2019?

Our assessment is that 2019 was a year in 
which we demonstrated time and again that 
FRISQ is part of the healthcare environment 
of the future. This was shown, for example, 
by the National Board of Health and Welfare 
highlighting the use of FRISQ Care in the Västra 
Götaland region as an instructional project for 
how the healthcare processes of the future 
could look, and also via the collaborations we 
had the benefit of participating in and building 
up during the year. FRISQ is integrated with and/
or official partner of all of the major electronic 
health record (EHR) systems, which accounts for 
95 percent of users – something few healthtech 
companies before FRISQ have succeeded in 
achieving.

During the year several strategic 
collaborations were communicated – what 
do they entail?

They mean we are able to work on ensuring 
that our product functions seamlessly with 
existing systems used in healthcare today. If as 
a healthtech player you aspire to lighten the 
load on the healthcare system, your software 
needs to be integrated with the systems already 
in place. The collaborations are also a way 
of creating an inroad with players who are 
otherwise difficult to access. These partners 

are, as a rule, major plays who provide not 
only access to Sweden but can also serve as a 
pathway to international expansion over the 
long term.

Can you describe the revenue model for a 
typical future transaction?

The players that have most in common with 
FRISQ in terms of the revenue model are 
today’s existing EHR suppliers. According to 
that model, the healthcare provider pays a 
monthly license fee for each person on the staff 
who uses the software. Contracts are usually 
long within healthcare, particularly in terms of 
procurement, meaning a large proportion of the 
revenue is recurrent over the long term.

When can we expect revenue on a large 
scale at FRISQ?

The financial targets adopted by the Board of 
Directors specify that FRISQ is to have net sales 
exceeding SEK 225 million by 2022 in the Nordic 
region.

Does the company have the organization 
and skills required to scale up its operations?

Over the past few years we have succeeded in 
building a tremendously competent team, in 
which we have one of Sweden’s most prominent 
healthcare software developers as our Chief 
Product Officer, Salesforce’s first Head of 
the Nordics as Chief Sales Officer and several 
nationally and internationally prominent people 
on our Board.

Martin Irding, CEO of FRISQ, 
responds to questions about the 
company’s Rights Issue and plans 
for the future.

Statement from the CEO of FRISQ

Martin Irding, CEO of FRISQ

“FRISQ is now integrated 
with the majority of 
electronic health record 
systems in Sweden, which 
is a decisive factor few 
healthtech companies have 
succeeded in achieving”

FRISQ Holding AB (publ) Information brochure
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For healthcare providers

FRISQ Care facilitates the planning, implementation, 
documentation and monitoring of healthcare activities in an 
efficient and structured way. This is achieved in part by the 
healthcare provider being able to define standard processes for 
different patient groups through an administration interface, 
and in part by the treatment staff easily being able to create 
individually adapted, forward-looking processes for each 
individual patient. 

Once the treatment of a patient has started, FRISQ Care 
serves as a support tool in the coordination and exchange of 
information within the healthcare team as well as a knowledge 
and decision-making tool for the treatment professional. 
Healthcare staff are able to monitor the healthcare process in 
a clear way and see the steps that have been taken, as well as 
who carried them out (various professionals or the patient) and 
whether there are activities in the process that have not been 
carried out.

For the patient

FRISQ Care includes a patient application that connects the 
patient and the healthcare team. The patient gains an overview 
of – and is able to participate in – their own healthcare process 
in an entirely different way to what has traditionally been 
possible. 

The patient’s activities, objectives and health values (if 
the patient gives their consent) are reflected in both the 
healthcare team’s and patient’s applications. Both parties 
thereby gain constant access to the latest status of the 
healthcare process, while each change made to the process 
is reflected directly in the service. The patient is also able 
to view a timeline detailing planned activities. If the patient 
is undergoing several healthcare processes simultaneously, 
whether this is via one or several different providers, the 
system is able to aggregate these, enabling the patient to see 
information and content for each process via an overview.

A high level of patient engagement

An analysis of FRISQ Care conducted by several of the 
company’s customers during fall 2019 showed positive results, 
with high levels of patient engagement – around 80 percent 
– in several different patient groups. Patient engagement is 
measured as the number of activities performed by the patient, 
out of the total number of activities the patient is meant to do 
pursuant to the healthcare process. Patient engagement is an 
important measure, as it is a well-established fact that patients 
who actively participate in their own care not only experience 
greater well-being, but also reduce healthcare costs.

With each individual patient 
as the starting point, the 
healthcare team – which 
may include a general 
practitioner, specialists, 
nurses and/or other type of 
healthcare or care workers 
– is assembled around 
the same forward-looking 
healthcare process, which 
is updated in real time 
and integrated with EHR 
systems. 

This differs from the current 
situation, in which it is seldom 
possible to provide an assembled 
overview of the status of the 
disease, since EHR systems 
lack this function and are often 
incompatible with other EHR 
systems. This is due to the 
fact that they were developed 
using different technologies 
and database structures and, 
accordingly, it is not always 
possible to share and process 

information between differently 
constructed systems. The 
company’s product is one of the 
tools that can help save time 
and increase productivity for 
healthcare staff while improving 
quality through standardized 
processes, thereby ensuring more 
time for contact with patients. 

Today, FRISQ Care is the only 
software on the market that 
allows healthcare providers and 
patients to share information via 
the same platform, while enabling 
interactive, forward-looking 
healthcare processes independent 
of diagnosis. 

Usage results have so far been 
extremely positive. Above all, 
the solution has led to high 
levels of patient engagement 
and time savings in healthcare 
environments thanks to the 
ability to automate administrative 
processes.

How FRISQ 
Care works

The Company intends to use the proceeds from the Rights Issue in the 
following order of priority: 

• approx. SEK 35 million for further development of the product’s scalability·       
• approx. SEK 25 million to create the conditions for participating in major, 

long-term and more profitable transactions

Sales processes are normally long, particularly when selling to major public-
sector players. This entails a certain risk and requires patience, but it also creates 
the conditions for potentially long-term, recurrent revenue.

How the money will be used

The future of FRISQ Care

From a product perspective, FRISQ mainly focuses on achieving more 
effective results from existing products and further developing the 
technical scalability of the SaaS platform. Because the platform processes 
patient data, the healthcare system places major demands on stable 
operation. The company therefore focuses on ensuring the stable operation 
of the platform when there is a large number of users in the form of 
healthcare staff and patients.

FRISQ Holding AB (publ) Information brochure
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Healthcare’s need for digital solutions

The care system is facing major challenges
The care system is facing major challenges – 
something that is highlighted in debates and the 
news on an almost daily basis. While there are 
many reasons behind the severe burden placed 
on the care system, one explanation is an ageing 
population coupled with a growing number of 
people with multiple health issues. Combined 
with a shortage of staff and long waiting times, 
this is straining the system and accelerating costs. 
Statistics from the Swedish Agency for Health and 
Care Services Analysis show that 80-85 percent 
of the cost of healthcare and health insurance 
consists of care for those with a chronic disease. 
In Sweden, almost half of the population has at 
least one chronic disease, and if we look at those 
with at least two chronic diseases – or one in four 
people – they account for half of the overall costs 
of healthcare. In a debate article for the Dagens 
Nyheter newspaper in 2014, the Director of the 
Agency for Health and Care Services Analysis, 
Fredrik Lennartsson, said:

“Adapting to increasing demand is an obvious 
challenge for healthcare, general care and wider 
society. If we continue at the same rate as today, 
the costs of healthcare will rise by around 30 

percent by 2050.” 

However, the challenges are not only found at 
the macro level. Because staff spend a large 
proportion of their time on administration, 
patients and their relatives feel that they lack an 
overview and the opportunity to be involved in the 
treatment. These are issues that FRISQ wants to 
help resolve. We want to improve both efficiency 
and quality, as well as ensure that the equation 
works – both for society and the individual. 

Demand for good-quality, local care, 
continuity in healthcare and patient 
engagement
Our broader ambition is also a timely one. Some 
people argue that waiting times could have 
been abolished by using new technology more 
effectively, and the government announced last 
year that it is investing SEK 2.4 billion to make 
primary healthcare “more equal, more accessible 
and more patient-centric.” The government has 
also clearly expressed the ambition to provide 
patients with a better overview of their care, 
which will involve patients to a greater extent and 
provide opportunities to improve the effects of 
their treatment.

Since we began, we have developed FRISQ 
Care in an open, scalable manner whereby 
the product can be adapted to the relevant 
market and country. Our establishment in 
the Swedish market will serve as a showcase 
internationally, so much energy is being 
invested in broad-based establishment 
and utilization in Sweden across a range of 
diseases and healthcare providers.

In Sweden, FRISQ uses two complementary sales 
models whereby the products can be sold to 
both private and public clinics:

1) Direct sales to clinics with FRISQ selling the 
software in the form of a SaaS solution that can 
be configured to the clinic’s individual needs.

2) The company works together with 
established partners to market FRISQ alongside 
other products, for example EHR systems, 
directly to major customers and the entire 
healthcare system. 

In 2018 and 2019 some of FRISQ’s focus 
has been on establishing vital strategic 
collaborations with EHR system and other 
healthcare technology suppliers that are 
expected to accelerate FRISQ’s establishment in 
the market and strengthen the offering through 

more sales channels over the long term. In 
parallel with this, FRISQ has focused on ensuring 
that FRISQ Care reaches healthcare providers 
who treat patients with demanding care needs, 
such as chronically ill patients with recurrent 
and complex diagnoses. While FRISQ considers 
FRISQ Care to be most valuable for these 
groups, we also see a major need for digital 
healthcare processes in a number of other 
healthcare contexts, such as maternity, mental 
health, rehabilitation, medication planning and 
preventive wellness.

Sales strategy

“Adapting to 
increasing 
demand is an 
obvious challenge 
for healthcare, 
general care and 
wider society. If 
we continue at 
the same rate as 
today, the costs 
of healthcare will 
rise by around 30 
percent by 2050.”

“Since we 
began, we have 
developed FRISQ 
Care in an open, 
scalable manner 
whereby the 
product can be 
adapted to the 
relevant market 
and country.”

FRISQ Holding AB (publ) Information brochure
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Per Svedmark is a surgeon, Head of 
Operations and CEO of the Stockholm 
Center for Spine Surgery (RKC).

How do you use FRISQ Care in your 
operations? 
– “At RKC having well-informed patients is at the 
core of what we do, and FRISQ Care helps us in this 
endeavor as a pre- and post-operative information 
and communication tool. The patient has a better 
understanding of their care and we as healthcare 
providers are able to have closer and better 
contact with the patient both before and after they 
have been with us.” 

What value do you see FRISQ Care bringing to 
your operations? 
– “The most valuable aspect is that it gives us 
calmer and better-informed patients before 
operations and more confident patients after 
operations. As a result, operations are more 
successful, the care process is shorter, pain is often 
milder and – hopefully – patients are healthier and 
more satisfied in the long term.”

Why do you think the time is right to work with 
a digital tool such as FRISQ Care?
– “In part because the patients are ready for 
it. This is obvious when we look at the high 
satisfaction levels of even our most difficult patient 

group, which is also the oldest, when using FRISQ 
Care. It is also important for us at RKC to be right 
at the forefront of such trends, to be innovative 
and have the opportunity for close and strong 
contact with our patients.” 

What significance does better pre- and post-
operative contact with patients have for you? 
– “It leads to a well-informed patient who knows 
what will happen during the care process, which 
means there are less surprises and pain can be 
managed more effectively, which leads to better 
results over the long term.”

Pernilla Göthe works as a Process 
Architect and E-service Developer at the 
Sophiahemmet Rehab Center (SRC).

How do you use FRISQ Care in your operations? 
– “FRISQ Care has a potentially large field of 
application in our operations and could play a 
central role in the future. Purely administratively, 
it serves as a documentation support tool for 
our healthcare and rehab counsellors and 
psychologists. Clients can also fill in surveys and 
provide information about themselves, their 
problems and expectations ahead of their visits. 
Another aspect I feel we will be using in particular 
is the ability to share information with clients, such 
as documents and activities to do at home.”

Pernilla believes that many of SRC’s clients will 
expect to have access to an instructive digital 
tool such as FRISQ Care in the future. Society is 
becoming more and more digital and many people 
expect to have the option of managing things such 
as banking matters and their children’s schooling 
online, and she believes it is reasonable for 
healthcare to follow this trend. 

Why do you believe the time is right to work 
with a digital tool such as FRISQ Care?
– “The ability to work in a structured, digital way 
is extremely important for us at SRC. It reduces 
stress, improves the quality and security of our 
work environment and makes communication with 
our partners easier.” 

Why is a high level of engagement important 
for you?
– “High levels of patient engagement are at the 
core of all operations like ours. High levels of 
participation and engagement result in greater 
understanding, which in turn results in better 
treatment results.” 

What value do you see FRISQ Care bringing to 
your operations? 
– “So far, we have only tested FRISQ Care in 
a limited pilot project, but we have already 
noted major opportunities and huge potential. 
During this period we have seen how the service 
offers value in terms of time savings, improved 
documentation and a better quality of dialogue 
with clients.”

Interview with Pernilla Göthe, 
Sophiahemmet Rehab Center

Interview with Per Svedmark, 
Stockholm Center for Spine Surgery

“FRISQ Care has a 
potentially large field 
of application in our 
operations and could 
play a central role in 
the future.”

“The most valuable 
aspect is that it gives 
us calmer and better-
informed patients 
before operations 
and more confident 
patients after 
operations.”

FRISQ Holding AB (publ) Information brochure



Leif Tüll is CEO of CompuGroup Medical 
(CGM) Sverige and spokesperson for the 
Alliance for Innovative Care

Tell us about CGM.
– “CGM is an international player with local 
knowledge. We have operations in 56 countries, 
some 5,500 employees and over 400,000 
customers. We have developed IT solutions for 
the Swedish market for over 30 years, and our 
EHR systems are well-established in the market 
and even market-leading in certain customer 
segments.” 

What is the significance of your collaboration 
with FRISQ?
– “FRISQ’s solution complements our services 
and products extremely well. Together, we are 
able to offer e-health solutions for more person-
centric healthcare that offers healthcare teams 
and patients greater control and a better overview 
of implemented and planned healthcare. We are 
convinced that a broad and close collaboration 
is needed within the e-health ecosystem in order 
to manage the challenges facing healthcare. 
Different players need to work together so they 
can all contribute their specific strengths – our 
collaboration with FRISQ is a great example of 
this.”

What does the collaboration mean for the 
Alliance for Innovative Care?

– “We are convinced that there is a rapidly growing 
expectation on the part of healthcare, patients 
and other groups in society for the healthcare 
and care sector to capitalize on the development 
potential of the digital transformation. At the 
same time, we believe that no individual player can 
satisfy every demand on their own, which is why we 
established a collaboration between companies 
who collectively have the power required to meet 
the needs of the healthcare and care sector.” 

What level of interest is there in FRISQ’s 
services among your customers?
– “When we have been out presenting our 
collaborative alliance and the value FRISQ can 
bring, the response has been extremely positive. 
Our customers want to consistently develop and 
improve the way they communicate internally and 
with patients. This is where FRISQ, together with 
our products, plays an important role in connecting 
the entire healthcare information environment 
together – this is a vital function.”

Interview with Leif Tüll of Compugroup Medical 
(CGM) and the Alliance for Innovative Care

Trends

“When we have been 
out presenting our 
collaborative alliance 
and the value FRISQ can 
bring, the response has 
been extremely positive.”
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[1] OECD Statistics.
[2] SOU 2016:2, Effektiv vård.
[3] McKinsey&Company, Värdet av digital teknik i den svenska vården.

Challenges facing the healthcare sector

FRISQ’s assessment is that the healthcare sector in major 
parts of the world finds itself in a paradoxical situation. 
While on the one hand, medical advances have led to 
improved care that is increasing the population’s average 
lifespan, the costs of care are also rising dramatically.

An older population puts a greater burden of expenditure 
on state budgets, and healthcare is already the largest 
cost item for several Western countries. In Europe, 
healthcare costs account for around ten percent of GDP 
– this figure is 18 percent in the U.S. Healthcare costs are 
also gradually increasing in both absolute and relative 
terms.[1] Without considerable efficiency improvements, 
FRISQ assesses that such a development, with all else 
being equal, is unsustainable without significant tax 
increases or higher costs for the individual patient.

FRISQ considers the following trends to be 
significant:

-    The administrative burden on healthcare providers has 
become onerous and productivity-enhancing digital tools 
have been largely lacking. Swedish doctors, for example, 
spend only around 1/3 of their working hours in direct 
contact with patients.[2]

-    Insufficient coordination between the different players 
along the healthcare and care supply chain. There is a 
growing need to improve the efficiency of information 
exchange between players along the healthcare supply 
chain in order to better plan and implement patient care 
effectively.
-    There is limited opportunity to effectively measure 
quality and healthcare outcomes in order to improve work 
methods and procedures.
      Patients have limited access to health records and lack 
relevant tools that could involve them more in their own 
care.

Healthcare needs to become more efficient to counteract 
the trend of rising healthcare costs. The healthcare 
system is working in a number of ways to achieve this. One 
thing all of these measures have in common is a focus on 
the need for healthcare staff to dedicate more time to 
patients (rather than time-consuming administration) and 
the need for patients to engage in their own care. 

Other global factors increasing demand for 
FRISQ Care

Remuneration systems across the globe are gradually 
being remodeled from “remuneration per activity” to 
“remuneration for quality/health outcome”, both in 
publicly and privately financed care.[3]

-    Digital tools that can manage standardized healthcare 
processes for coordinating the entire healthcare team 
and the patient are able to measure quality and care 
outcomes more effectively.

Greater focus on care in the home and via 
primary care. 

     Currently, patients spend a needlessly large amount 
of time at the hospital for treatments that could just as 
easily have been administered at home or via primary 
care. Enabling this shift in terms of where care is given is 
an overarching focus area for many countries, including 
Sweden, where the government inquiry entitled “Good 
quality, local health care” underpins all of the changes 
that healthcare is now undergoing. Similar initiatives exist 
in the U.S., such as Primary Care First, which aims to move 
healthcare from the hospital to primary care settings. 
The aim of both initiatives is to save money and bring 
healthcare closer to patients. A process support tool such 
as FRISQ Care is required to make this possible.

7 FRISQ Holding AB (publ) Information brochure
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Casper Winsnes is Chief Product Officer and 
responsible for leading efforts on FRISQ’s 
long-term vision. Over the past twelve years, 
Casper has been responsible for developing 
some of healthcare’s most vital IT projects, 
such as NPÖ2 (National Patient Summary 
Version 2) and My Care Pathways. 

What is the most important thing to 
remember when building software for 
healthcare? 

– “That you need to have a profound 
understanding of how healthcare works, not 
just theoretically but in practice. Because our 
product is going to be used by healthcare staff, 
it is vital that it is intuitively simple to use and 
makes their work easier at every stage. For 
that reason, I have spent enormous amounts 
of times not just in healthcare centers and 
doctors’ offices, but also in ambulances and 
emergency rooms. The devil is truly in the 
details, and that precision is something our 
customers value highly and we consider hugely 
important.” 

There are very many new players building 
digital healthcare solutions, but very few who 
have succeeded in integrating into existing 
healthcare systems. Why is this? 

– “The short answer is that the existing 
healthcare infrastructure is highly complex, 
and there are also very few players who have 
managed to assemble a team of developers 
with a command of the entire structure. 
FRISQ’s team has experience in every part 
of the digital healthcare environment. You 
can find people who have worked on national 
e-health and EHR systems. This means a lot of 
confidence is placed in us, on the part of both 
the EHR systems and the healthcare providers. 
They are comfortable with our expertise and 
see an opportunity to make their systems even 

more relevant. Quite simply, we are a highly 
dedicated partner that helps them improve 
the systems already in place – by building a 
software service that connects everything 
together and results in less administration, 
simpler overviews and clearer communication 
between healthcare staff and healthcare 
units.”

How do you gain an understanding of the 
needs of healthcare staff? 

– “As I noted before, I have been and continue 
to be out in the field a lot. It is both rewarding 
and stimulating to see healthcare in action 
and witness in real time the problems that 
we can help resolve via smarter solutions. Of 
course, we also have people internally with 
experience in healthcare, and we continuously 
test the product out in the field to gain direct 
feedback from end users.”

How to build successful healthcare software, 
Casper Winsnes, Chief Product Officer

Casper Winsnes, Chief Product Officer

“FRISQ’s team 
has experience in 
every part of the 
digital healthcare 
environment. You 
can find people who 
have worked on 
national e-health 
and EHR systems.”

FRISQ Holding AB (publ) Information brochure
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Johan Zetterström is Global Head of Sales, 
having previously worked in roles including 
Head of the Nordics for Salesforce.com. 

What made you pick FRISQ? 

– “After having been part of developing 
and building up many companies, including 
Salesforce.com and Projectplace, I focused 
for a couple of years primarily on board duties 
and consultancy in the areas of management 
and sales. After making contact with Mats 
Lindstrand, Chairman of the Board of FRISQ, I 
understood FRISQ’s potential to both improve 
and enhance efficiency of healthcare while 
noting how the business journey was similar to 
the early days of Salesforce.com – and it felt 
like it was time for a full-time challenge that 
also has the potential to improve healthcare 
enormously.” 

How do you think your previous experience 
will help in your new role? 

– “FRISQ is in a similar situation to the one 
Salesforce.com was in when I started there. 
I was the first employee in Continental 
Europe and was responsible for building 
up the sales organization. It was incredibly 
intense but enriching work that gave me a 
deep understanding of how people package, 
sell and scale software internationally. I am 
bringing that experience with me to FRISQ 
and the journey the company is going to make 
over the next few years.” 

What strengths can you see in FRISQ’s 
product in terms of scaling up the 
company? 

– “Healthcare functions in essentially the 
same way everywhere in the world. Obviously, 
the processes and execution differ, but what 
FRISQ can offer is a structured way to connect 
players within the healthcare system and 
patients. What different healthcare providers 
then choose to fill various healthcare 
processes with is up to them. FRISQ can ease 
the administrative burden on healthcare staff, 
free up their time and involve patients in their 
own care. This obviously provides excellent 
conditions for a global industry that has rising 
costs, a demand for transparency and which 
requires improved and more efficient care in 
the future.” 

What do you see as the greatest challenge 
of your new role? 

– “The high bar is both the greatest challenge 
and the greatest advantage. To be accepted 
and integrated into complex healthcare – 
where 85 percent of healthcare’s costs are 
produced – you need to gain a lot of trust 
and undergo a long process. But once you are 
in, the bar is high for competitors and there 
are long contracts with recurrent revenue, 
sometimes as long as 15-20 years.” 

You started in early January – what is your 
focus as you start out here?

– “In addition to deepening my understanding 
of healthcare’s most complex challenges, I am 
fully focused on getting healthcare systems to 
understand how our product can help deliver 
better care and lead to healthier and more 
engaged patients. This involves a greater sales 
focus and turning scalability into revenues 
that can grow the company in more business 
verticals and more countries.”

Johan Zetterström, Global Head of Sales

FRISQ’s solution in demand both locally 
and globally, Johan Zetterström

“FRISQ is in a similar 
situation to the one 
Salesforce.com was in 
when I started there as 
the first employee in 
Continental Europe.”
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