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IN THIS EDITION
You are warmly welcome to the fourth issue of the news-
letter Our Chamber, published by the Swedish-Polish 
Chamber of Commerce.

The purpose of this newsletter is to pay tribute to our 
members and to inform about their business operations 
and capabilities.

A permanent feature of Our Chamber is presentations 
of new members who have joined us during the months 
which have passed since the previous issue.

Among other highlights you will find this time an article 
on Food Collective, whose extensive range of services 
to international food  and other FMCG (fast moving con-
sumer goods) companies covers basically everything 
from product idea to launch. We interview Founder and 
CEO Jenny Köpper.

We also talk to the Founders  of three other member 
firms whose operations support international companies 
with an interest of a market entry in Sweden and Poland 
respectively - Victoria Rentzhog,  CEO of Accello, Juta 
Lander, CEO of Expand Abroad Services and Katarzyna 
Sarba, B2B Marketing & Go-To Market Strategist.

In an article about the consulting services of Momen-
tor AB we are guided by Founding Partner Sverker 
Littorin  through the reasons for which foreign companies 
can benefit from a listing on a Swedish stock exchange.

ConnectPoint is an integrator and a software house 
dedicated to fostering sustainability and innovation in 
the industry, energy, and utility sectors. We have had 
the opportunity to talk to CEO Dawid Pilc and Gabriela 
Gic-Grusza, Product Manager Data Management and 
Smart RDM solutions.  

In the section NEWS FROM THE CHAMBER we 
inform that we have recently joined the Polish Cham-
ber of Commerce Abroad/PolChambers. By taking this 
step we have very substantially increased the network of 
international contacts which are available to our mem-
bers. PolChambers operates in more than 20 countries 
including USA, Uruguay, Spain, Serbia, Luxembourg, 
Estonia, Lithuania, Albania, Czech Republic, Israel, Italy, 
Hong Kong, Greece, Germany, Georgia, France, Chile, 
Brazil, Austria, Australia and Argentina.

This is, of course, not everything we write about. You are, 
once again, warmly welcome to the fourth issue of the 
newsletter Our Chamber.
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We warmly welcome new members who have joined our community since the previous issue of the newsletter.
At the same time we wish to thank all our members, https://svenskpolska.se/en/vara-medlemmar-en/, for trusting us.

NEW MEMBERS

The strength of a chamber of commerce equals the strength of its members. Our task is to support 
and to nourish the Swedish-Polish business relations of our member firms and organizations, now 
encompassing also:

Barbara Lipińska PR Consultant
With 14 years of experience in Public Relations, digital 
communication, e-marketing and managing projects, 
Barbara currently works at the Warsaw-based Solski 
Communications PR agency as a remote employee 
from Stockholm. Since 2018 she has a managerial 
position in the digital communications department. She 
has a master`s degree in media education and  journa- 
lism with a specialization in PR and Internet publish-
ing. She also expanded her professional competenc-
es with postgraduate studies in project management. 
Barbara has both agency and in-house work experience 
for companies from many different industries: mostly 
technology, but also financials, FMCG, parenting, phar-
macy and cosmetics. She has been involved in the crea-
tion of strategies and has been in charge of communica-
tions and has led various campaigns for brands such as 
Mastercard, AstraZeneca, Red Hat, Mutti, Henkel, Britax 
Römer, Amadeus, Bayer and the Directorate-Gener-
al for the ENV of the European Commission. She has 
also worked with startups and local companies. Please 
contact Barbara Lipińska, basia.lipinska@gmail.com.

Find out more

Evergo
An IT consulting boutique with operations in 10 coun-
tries, led by executives with solid business experience 
and a hands-on management aproach in large organ-
isations. Major clients are Scandinavian companies 
Ericsson, Swedbank and Atea. Evergo values long-last-
ing business relationships and focuses on personal en-
gagement in each of its projects. The project approach 
emphasizes bridging the gap between IT and Business, 
ensuring smooth communication, significant cost sav-
ings, and increased operational efficiency for clients. 
Evergo addresses crucial IT pain points promptly to 
prevent growing costs. This is why it has earned the 
trust of top-tier Scandinavian companies over the past 
decade. Evergo can help you tackle strategic IT issues 
in your organisation, simplify your IT stack, streamline 
project management with Agile at scale as well as au-
dit and optimise your spending using modern method-
ologies such as Value Stream Management, AIOps, or 
Hyperautomation. “We are a full-service IT consulting 
team that can help you tackle any project related to the 
transformation of IT function in an organisation. For 
one of our customers, we managed in just 10 months 
to reduce unused infrastructure capacity. We trans-
formed complex software licensing costs into simplified 
automated models. All of this led to a 20% reduction 
of IT costs. Our focus on results, deep understanding 
of the Scandinavian market and a boutique-type way 
of running business is what distinguishes us from com-
petition” says CEO Marcin Burakowski. Please contact 
Marcin at marcin.burakowski@evergopartners.com.

Find out more
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https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fevergopartners.com%2F&data=05%7C02%7C%7Cf6adc6a3864a4894490e08dc54a0a21e%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638478296271529288%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=tgGlNLZrpJ6Ze%2BfNBOLLb16qLXYXsPEB32n%2BoTx2O64%3D&reserved=0
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Ekoenergetyka
An innovative technology company and one of the 
leaders among manufacturers of high-power charging 
infrastructure in Europe. “Thanks to nearly 15 years of 
experience on the global e-mobility market, we spe-
cialize in designing based on our own know-how and 
manufacturing fast charging systems for electric bus-
es, e-trucks and passenger cars. Ekoenergetyka was 
founded in 2009 in Poland and is headquartered in 
Zielona Gora, just two hours from Berlin. At our own 
research and development centers and at the Electro-
mobility Laboratory Center, we conduct environmen-
tal tests in climate chambers, study power quality pa-
rameters, electromagnetic compatibility (EMC), noise 
levels and corrosion resistance. From the beginning, 
we have focused on building our own team of engi-
neers and developers.” Ekoenergetyka is an active 
member of global e-mobility organizations: CharIN, 
ChargeUp Europe, UITP, AVERE, Open Charge Alli-
ance, S.A.F.E., SEVA, PIRE, PSPA. Please contact 
Regional Director Northern Europe Sławomir Tkaczyk, 
slawomir.tkaczyk@ekoenergetyka.com.pl.

Find out more

BoxPro Polska
Offers design, production and optimization of solutions 
in the area of corrugated and solid board packaging. 
The company realizes individual projects of packa- 
ging, and combines its knowledge and experience to 
exploit new market tendencies. BoxPro Polska offers 
effective methods of cost optimization and takes care 
of all concerns relating to packing. Its extensive knowl-
edge makes it possible to analyze the logistic chain of 
customers as well as to assess all possibilities and limi-
tations in order to optimize packaging and its pallet sys-
tem. The company is also a constructor and producer 
of displays or POS. Unique and effective construction 
ensures exceptional display of a product in its point-of-
sale area. BoxPro Polska produces displays with both 
direct flexographic print on the corrugated board and 
the litho laminated offset. Please contact Owner Patryk 
Gapinski, pg@boxpro.pl.

Find out more

Katarzyna Sarba
A marketing manager with extensive expertise in craft-
ing go-to-market strategies for engineering and B2B 
companies. Katarzyna`s services and communication 
skills cover a vast range of areas and topics in the tech-
nical landscape. Some of her key areas of specialization 
include hydrogen solutions, energy management sys-
tems, thermal modeling, machine learning and robotics, 
engineering and production. Katarzyna has a proven 
track record. She launched the Scandinavian compa-
ny Geobear Global and its solutions to the Polish audi-
ence: B2B and B2C segments. Her strategic approach 
helped with a smooth market entry and established 
a strong foothold on the market for Geobear Polska. 
Currently, as an independent professional, running her 
own agency, Katarzyna Sarba is at the helm of market-
ing and communication efforts for the Swedish company 
Entrade Polska. Katarzyna states “My goal is to connect 
Scandinavian companies with Polish customers. And, 
since I have niche experience in deep-tech marketing: 
to also bridge the gap between engineers and business 
by effectively communicating their complex and intri-
cate solutions to the public.” Please contact Katarzyna 
Sarba, katarzyna.sarba@marketingtechniczny.pl.

Find out more

Mood Up
A software house based in Poznań, Poland. “We work 
for both global brands (Akamai, Unilever, Neos, Spar, 
and others) and SME companies as well as startups. 
What drives us is the partnership, not company size. 
We are a team of more than 50 experts: mobile app de-
velopers, front and back-end developers, quality assur-
ance specialists, product designers, and project man-
agers. When you meet us, you can tell right away that 
we like to work together and trust each other. We keep 
our minds open for new solutions, supporting team 
members to voice their ideas. We are a reliable tech-
nological partner with over 80 projects, built all the way 
from the first mock up, to the final market release and 
delivered for clients from the US, UK, Germany, Scan-
dinavia, APAC, and the Middle East.Through prioritizing 
the effectiveness and efficiency of user experience, we 
have been able to form long-lasting partnerships with 
companies all around the world. As mobile app experts, 
we rely only on the latest technologies. Modern solu-
tions are the best choice when it comes to designing 
a successful product.” Please contact CEO Patryk Mol-
ka, patryk@moodup.team.

Find out more

https://www.linkedin.com/in/slawomirtkaczyk/
https://ekoenergetyka.com.pl/
https://www.linkedin.com/in/patryk-gapi%C5%84ski-4039b712/
https://www.linkedin.com/in/patryk-gapi%C5%84ski-4039b712/
https://www.boxpro.pl/index_en.html
https://www.linkedin.com/in/katarzynasarba/
https://www.linkedin.com/in/katarzynasarba/
https://www.linkedin.com/company/33301744/admin/feed/posts/
https://www.linkedin.com/in/patryk-molka/
https://www.linkedin.com/in/patryk-molka/
https://moodup.team/
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Expand Abroad Services
A dedicated management consulting company that 
specializes in international business and simplifies 
the process of expanding your business in Sweden. 
Its expertise extends to assisting clients with business 
acquisitions, establishing valuable new business con-
tacts, and fostering strong relationships with partners, 
thereby strengthening the clients` position in the new 
market. The company’s mission is to provide support 
by making it a seamless process to identify lucrative 
business opportunities and establish valuable partner-
ships in the local market. Customers are primarily small 
and medium-sized companies in the manufacturing in-
dustry. Over the years, Expand Abroad Services has 
successfully collaborated with businesses from various 
sectors, including the metal and machinery industry, 
forestry industry, road construction machinery industry, 
steel construction, and construction and building ma-
terial industry. Please contact the Founder and CEO, 
Juta Lander, juta@expandabroadservices.com.

Find out more

Hatimeria
An award winning, independent software agency with 
worldwide connections and extensive expertise in 
all e-commerce solutions, from Adobe Commerce, 
Magento, Optimizely, BigCommerce to Shopify. The 
highly experienced and versatile technical team helps 
clients to develop their ecommerce, build apps from 
scratch, optimize page speed and enter new markets, 
always with a high level of commitment and a busi-
ness-oriented approach. Hatimeria covers all global de-
velopment solutions for online stores and offers servic-
es such as Discovery Phase, Audits, PWA & Headless, 
Web & Mobile Development, UX & UI Design, Testing 
& QA, Integrations and Migrations. Please contact CEO 
Bartosz Zakręta, bartosz.zakreta@hatimeria.pl.

Find out more

Momentor
A consulting company specialized in Business devel-
opment and Corporate Affairs, including assistance to 
Swedish and international companies with interest to go 
public in Sweden at Stockholm stock exchange (Nasdac 
Stockholm), Nasdaq First North, Nordic Growth Market 
( NGM) and Spotlight market. Momentor’ s Founding 
Partner Sverker Littorin has held numerous senior ex-
ecutive positions such as Group Vice President of Elek-
ta AB ( publicly traded world leader in neurosurgery and 
irradiation cancer therapy), Executive Vice President 
of Pharmadule AB (modular pharmaceutical plants), 
CEO and also Chairman of MedCap AB, (publicly trad-
ed investment company specialising in pharma, bio-
tech and Medtech) and CEO of Pharmera AB (trading 
company in pharmaceuticals and pharma ingredients). 
Throughout his career he has had numerous Chairman 
and Board member positions in small and mid sized 
tech, game, health and service companies, both pri-
vately owned and publicly traded ones. Sverker grad-
uated from Stockholm School of Economics and has 
also studied law at Uppsala University. He is Honorary 
Consul of Ethiopia. Please contact Founding Partner 
Sverker Littorin, sverker.littorin@momentor.se.

Find out more

ManpowerGroup Poland
A global leader in innovative solutions for the labour 
market, it has been supporting companies and can-
didates in Poland since 2001. The organization has 
nearly 70 branches and is present in 44 cities across 
the country. ManpowerGroup offers unique solutions 
for companies and candidates through its brands: 
Talent Solutions, Manpower® and Experis™. Servic-
es in Poland include temporary employment, perma-
nent recruitment and employee competency testing, 
external employment, process outsourcing, person-
nel consulting, career management and outplace-
ment. Please contact PR Manager Paweł Lasiuk, 
pawel.lasiuk@pl.manpowergroup.com.

Find out more

https://www.linkedin.com/in/juta-lander-2930a926/
https://www.linkedin.com/in/juta-lander-2930a926/
https://www.linkedin.com/in/zakreta/
https://www.hatimeria.com/
https://www.linkedin.com/in/sverker-littorin-92312/
https://www.linkedin.com/in/sverker-littorin-92312/
https://www.linkedin.com/in/sverker-littorin-92312/
https://www.linkedin.com/in/pawe%C5%82-lasiuk-phd-8baba1264/
https://www.manpowergroup.pl/en/manpowergroup-in-poland/
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Nimo AI
“We are committed to unlocking the transformative 
power of AI and automation for businesses of all sizes. 
Our mission is to make these advanced technologies 
accessible, demystifying AI and providing clear, effec-
tive solutions that drive real results. We focus on deliv-
ering tools and strategies that enhance productivity and 
foster innovation. Nimo AI stands at the forefront of the 
technological revolution, offering a suite of AI tools de-
signed to transform your business operations. Whether 
you’re looking to enhance efficiency, foster creativity, or 
achieve precision in your work, Nimo AI’s tools are tai-
lored to meet the unique challenges and goals of your 
business. - AI Assistants: Tired of mundane tasks? Our 
AI-assistants streamline your repetitive tasks, organiz-
ing data and improving workflows for unmatched effi-
ciency and precision. -AI Chatbot: Transform passive 
website visitors into active prospects. Our AI-Chatbot 
engages users in interactive dialogues, enhancing your 
conversion rates. It also integrates to all of your sys-
tems and can execute complex tasks. - Custom AI Solu-
tions: Every business is unique, and so are our solu-
tions. Nimo AI specializes in creating custom solutions 
that are meticulously tailored to fit your specific busi-
ness needs. Nimo AI is not just about providing tools; 
it’s about integrating these technologies seamlessly 
into your business. Our solutions are user-friendly and 
adaptable, ensuring that they align perfectly with your 
existing systems and processes. Comprehensive AI 
Services Across Departments Nimo AI’s solutions ex-
tend across various business departments, enhancing 
operations in for instance customer service, Human 
Resources, Sales and Accounting. Automate routine 
tasks and allocate more time for meaningful customer 
interactions. Streamline processes, freeing up time for 
strategic planning and human interaction. Boost your 
efficiency with AI-powered automation.” Please contact 
CEO Arvid Österman Wallén, arvid@nimoai.com or the 
Founder Oliwer Isaksson, oliwer@nimoai.com.

Find out more

NORDIN
A modern player in the recruitment market, bringing 
a fresh approach to acquiring clients and employees 
for Scandinavian companies. One of NORDIN’s main 
strengths is the company’s collaborative approach. In-
stead of competing with other employment agencies, 
NORDIN collaborates, creating a platform that provides 
access to the best recruitment agencies and a vast 
pool of potential candidates. This saves clients time as 
they can find all their workforce solutions in one place. 
The company has an experienced team delivering per-
sonalized services including identifying employment 
needs, candidate selection, and recruitment support. 
Crucially, every agency affiliated with NORDIN must 
meet all necessary Scandinavian criteria, which NOR-
DIN guarantees. The company calls this the Scandina-
vian Model. All employees provided by recommended 
agencies have appropriate registrations (tax numbers, 
employer registrations) and are registered with relevant 
institutions. NORDIN ensures that taxes and social se-
curity contributions are paid in the country where the 
employees are deployed, and they receive equal pay 
compared to their Scandinavian counterparts. All em-
ployees receive full benefits, and employing agencies 
adhere to union regulations. NORDIN emphasizes on-
boarding that aligns with expectations of Scandinavian 
clients, including cultural sensitivity training. With over 
20 years of experience in the employment agency in-
dustry, NORDIN is a business partner acting as a stra-
tegic advisor, supporting clients in achieving their busi-
ness goals. The company collaborates not only with 
Polish employment agencies but primarily with Danish 
and Swedish ones, increasing the number of partners 
seeking client acquisition and brand support by partner-
ing with NORDIN. The company’s founders, Magdalena 
Łagus and Marcin T. Łagus, are well aware of the needs 
of the Scandinavian markets. They have lived and op-
erated for many years in Sweden and Norway and 
have established many valuable contacts in the Scan-
dinavian business community.” Please contact CEO 
Magdalena Łagus, magdalena@nordin.pl.

Find out more

https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Farvidostermanwallen%2F&data=05%7C02%7C%7C369d4e7dd986444c8b4d08dc3179791d%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638439645093735516%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=qKE5deoGQybM6uAt2w6tDPRv4oCx8QxLjCFCZvoLmtw%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Foliwer-isaksson-3ab86a83%2F&data=05%7C02%7C%7C369d4e7dd986444c8b4d08dc3179791d%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638439645093744993%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=3jbhlZAcu3Ty5wvGjUMbEfjO8CsjB4I2r%2FcoPNuB%2BUI%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.nimoai.io%2Fen&data=05%7C02%7C%7C369d4e7dd986444c8b4d08dc3179791d%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638439645093728093%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=RfoLIoBDVCUnN6%2BNZIw8DvjQPG5sv05YhPQ2bMwYyh0%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Fnordinconsulting%2F&data=05%7C02%7C%7C854dc1c6337845df8cde08dc52fc4175%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638476490605507612%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=Yr3ABpAgWN6BBtS4lJSqELN%2BTicMYTSDSyv0TGtJgEE%3D&reserved=0
https://www.nordin.pl/
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Pekabex
A leader in modern construction technologies in Poland. 
Since 1972, Pekabex Group has been providing solu-
tions in the design, production and assembly of prefab-
ricated structures. Innovative prefabrication technology 
reduces the carbon footprint, ensures safety on the 
construction site, shortens the investment completion 
time and ensures independence from factors such as 
weather conditions, and at the same time is a response 
to the lack of construction workers. Production is carried 
out in five factories in Poland located in Poznań, two in 
Gdańsk, Mszczonów (near Warsaw) and Bielsko Biała 
as well as in a plant in Marktzeuln, Germany. Current-
ly, the total annual production capacity of the Pekabex 
Group is approximately 360,000. m3. Pekabex also of-
fers, as a general contractor, comprehensive turnkey 
construction of facilities and development activities in 
the following segments: residential, investment apart-
ments, logistics and BTS. As a general contractor Pek-
abex has completed over 200 investments, both in the 
private and public sectors, often for returning clients, 
which is the best reference of good cooperation. The 
Group operates on the Polish market, in Scandinavi-
an countries and Germany, employing approximately 
2,700 people (employees and collaborators), includ-
ing highly specialized engineering staff. In July 2015, it 
successfully debuted on the Warsaw Stock Exchange. 
The goal of the Pekabex Group is to be a significant 
player on the European markets. Please contact 
Head of Communications and Marketing Ligia Szulc, 
marketing@pekabex.com.

Find out more

Renata Rosberg Event & Meetings Consultant
A dedicated professional with a passion for event man-
agement and hospitality. Originally from Poland and cur-
rently based in Stockholm, Renata brings a multicultural 
perspective and a diverse skill set to her services. Her 
journey in the hospitality industry began with roles at re-
nowned hotel chains such as Marriott and Hilton, where 
she honed her expertise in event coordination, customer 
relationship management, and project leadership. Driv-
en by her passion for creating memorable experiences, 
Renata embarked on a new chapter in her career by 
becoming an Independent associate of HelmsBriscoe. 
She leverages her expertise to provide clients with tai-
lored solutions and unparalleled support in organising 
successful meetings and events. Renata offers com-
prehensive meeting procurement services in English, 
Swedish and Polish to her corporate and private clients 
at no added cost. Her services include Global Venue 
Sourcing, i.e. assistance with finding the perfect ven-
ue for meetings, incentives, conferences and events, 
Contract Negotiation, i. e. negotiations with venues 
and suppliers to secure best terms and ensure cost-ef-
fective solutions, Event Planning Support, i.e. support 
throughout the event planning process, including guid-
ance on logistics, budgeting, and vendor coordination to 
ensure seamless execution. Budget Management, i.e. 
optimizing budgets by identifying cost-saving opportuni-
ties and negotiating competitive rates with venues and 
suppliers as well as Risk Mitigation, i.e. advise on risk 
management strategies and compliance with industry 
regulations to minimise potential disruptions to events. 
Renata’s expertise allows her to deliver personalised 
and efficient meeting procurement solutions that meet 
the unique needs and objectives of her clients. Please 
contact Renata at rrosberg@helmsbriscoe.com.

Find out more

https://www.linkedin.com/in/ligiaszulc/
https://pekabex.com/en/
https://www.linkedin.com/in/renatarosberg/
https://www.linkedin.com/in/renatarosberg/
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Keynote Business Consulting
“A strategic partner for cross-border business transac-
tions between Sweden and Poland. With excellent un-
derstanding of law and finance and thorough insights 
into both markets, we lead clients towards favorable 
business opportunities. Our founder, Matthias Gutt, has 
extensive experience as CEO of successful Swedish 
companies in which his expertise in digitalisation and 
cost efficiency has contributed to increased turnover 
and growth. Our experience in collaboration with Polish 
and Swedish companies, together with a traffic license 
for haulage operations, allows us to offer tailor-made 
solutions to achieve your business goals. We strive to 
be more than consultants; our goal is to be the force 
behind your growth and increased profits. Keynote 
Business Consulting AB is ready to be your partner 
and guide you on this journey with commitment and 
professionalism.” Please contact CEO Matthias Gutt, 
matthias.gutt@keynote-business.com.

Find out more

Nina Andersson
Nina is still taking the first steps in her professional 
career. She has solid experience in administration, re-
cruiting, translating and in a variety of office tasks. She 
is passionate about the English language and would 
love to use it in her professional life. She already has 
good Swedish language skills, but is working on ex-
celing her Swedish language proficiency. Her mother 
tongue is Polish as she grew up in Leszno in east/central 
Poland. Nina is looking forward to working and blooming in 
a stimulating and developmental environment. 
She recently joined the editorial team of the news-
letter Our Chamber and is currently looking for 
new job opportunities in Sweden or remotely from 
Poland or other countries. Please contact her at 
ninaxandersson@gmail.com.

Find out more

https://www.linkedin.com/in/matthias-gutt-0b32601a/
https://www.linkedin.com/in/matthias-gutt-0b32601a/
https://www.linkedin.com/in/nina-andersson-8816a12ba/
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Klima-Therm AB
“A leading company in the Swedish market with a com-
plete range of cooling, heating and ventilation products 
for all needs. With strong brands, experienced employ-
ees, the market’s best technical support and excellent 
references, we can offer competitive, sustainable and 
efficient products and solutions for commercial, industri-
al and residential properties. Klima-Therm is the market 
leader when it comes to natural refrigerants and has 
the market’s widest and most complete program of units 
with R290. We have a big and growing customer base 
in the Nordic region. The head office and the central 
warehouse are located in Partille outside Gothenburg 
and we employ more than 30 people at our sales and 
support offices in Gothenburg, Stockholm, Malmö, Nor-
rköping and Boden. We are distributors of the follow-
ing brands: Fujitsu General, Fuji Electric, Kaisai, Clivet, 
Emicon, MTA, Refteco, Eden, Austria Email, Impromat, 
Klimor and Ensy. With our successful business concept 
“Let’s do business together” we strengthen our cus-
tomers’ position in the market and generate profitabil-
ity and good business. Klima-Therm is part of a strong 
and growing European group with seven climate and 
cooling technology companies in six countries, operat-
ing in the Nordic region, the Baltic States, Poland, Ger-
many and the United States. The group employs about 
550 people and has a turnover of more than MEUR 
250.” Please contact CEO Magdalena Rozmiarek, 
mrozmiarek@klima-therm.com.

Find out more

HARDPOWER
“Deals with CNC machining - turning, milling, drilling, 
tapping, saw cutting, abrasive machining and assem-
bly. We make precise metal and plastic parts for such 
industries as automotive, mining, metallurgy, renewable 
energy, shipbuilding, construction, tools and machinery. 
We deliver both unit and mass series orders. Our quali-
fied staff in the machining industry is a group of experts 
who combine over 30 years of experience with a mod-
ern approach to technology. Thanks to advanced devic-
es, such as multi-axis milling machines and CNC lathes, 
we are able to implement even the most complex pro-
jects with   extraordinary precision and efficiency. There 
are no tasks that are impossible for us – there are only 
those that take relatively more time. We always focus 
on reliability, professionalism, sustainability and punc-
tuality. Today we sell our products in such countries as 
Germany (more than 60%), Denmark and Poland, but 
we are about to increase our presence in Sweden and 
other Nordic countries and are looking for new busi-
ness relations.” Please contact Bartosz Baranowski, 
bb@hardpower.pl.

Find out more

https://www.linkedin.com/in/magdalena-rozmiarek-b4b9b14b/
https://www.klima-therm.com/
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Fbartosz-baranowski-5b0278192%2F&data=05%7C02%7C%7Cb83d8c213f3e4fc37e2e08dc3108612c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638439159404145547%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=KMg4kIN1DxeF6Nyj5g%2BYYrVak07NpkQFzEf1XD%2BPDdI%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fhardpower.pl%2Fen%2F&data=05%7C02%7C%7Cb83d8c213f3e4fc37e2e08dc3108612c%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638439159404138261%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=zqdp6j2DUQFIIaEZCn6dnbOGJzn%2FoVi5GunUoIYbuB4%3D&reserved=0
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SvenPol Consulting
“We are specialists in navigating Poland’s business 
opportunities, offering tailored solutions to find unique 
products for your brand and establish your own pro-
duction. By cooperating with reliable Polish suppliers, 
we aim to create profitable business relationships and 
streamline the process from start to finish. Let us be 
your bridge to successful partnerships and growth. 
Our approach creates added value and leads to sig-
nificant savings as well as improved profitability. Dis-
cover new business opportunities through our work to 
bring together the visions of your Scandinavian and 
international companies with Poland’s diversified offer-
ings. Our expertise in facilitating collaborations across 
market boundaries catalyzes growth and innovation 
for your business. Through strategic matchmaking and 
focused support, we optimize for maximum synergies 
and success.” Please contact CEO Martyna Zielińska, 
martyna.zielinska@svenpol.se.

Find out more

Tallbacka Lodging
“Tallbacka Lodging has 10 years of experience in pro-
viding accommodation solutions in Sweden for custom-
ers representing a large variety of industries. We have 
different types and sizes of accommodation, suitable for 
singles, couples and families. We also have accommo-
dation that can be shared by several people, which is 
common in the construction sector. Most of our apart-
ments are in Stockholm and Malmö, but we also have 
apartments in other cities such as Västerås, Uppsala, 
Sundssvall, Gothenburg, etc. If needed, we can or-
ganize accommodation for many tenants in the same 
area. We have our own service and cleaning personnel. 
Our staff speaks multiple languages, including English, 
Swedish and Polish.” Please contact CEO Magnus 
Norlén, magnus@tallbackalodging.se.

Find out more

Svalner
Sweden`s leading independent advisory service firm in 
tax and financial transaction services advice, founded 
in 2005. The company specializes in corporate taxation 
and indirect taxes, financial due diligence, valuation, 
and accounting. Svalner possesses specialist exper-
tise in industries such as real estate, automotive and 
manufacturing, banking and finance, M&A, and Pri-
vate Equity. Svalner is since March 2024 a part of the 
Svalner Group, which also consists of Alder, a grow-
ing Finnish advisory firm within the same fields of ex-
pertise. Svalner Group has in total approximately 175 
employees and branches in Stockholm, Gothenburg, 
Helsinki and Turku. Please contact Patrik Sedlar, 
patrik.sedlar@svalner.se, who is a partner at Svalner 
and provides tax advisory services in English, Polish 
and Swedish.

Find out more

ROIALS Automation
“ROIALS Automation helps B2C and B2B ecommerce 
teams to undeniably and relentlessly grow revenues, 
loyalty and customer lifetime value. As official partner 
of  SALESmanago | AI Commerce Growth Platform, 
we equip you with the world-renowned AI-driven Ecom-
merce Growth Platform for Winners. Salesmanago is 
the world’s true HOME of personalization and AI-pow-
ered marketing automation. Currently +400 employees 
and +2000 users globally, including such brands as Adi-
das, BMW, Starbucks, Vodafone, Yves Rocher, Lacoste 
and Victoria’s Secret. Salesmanago delivers easy-to-
use, enterprise-grade solutions that will make your cus-
tomer interactions feel exceptionally personal. Easily 
collect and integrate Zero-, First-, and Third-Party Data 
from any sources. Go beyond simple transactional and 
behavioral data and identify high-value purchasers with 
Segmentation, RFM Analysis, and Predictive Analytics. 
Put your customer data to work in AI-driven personal-
ized campaigns. Embrace the power of AI-based con-
tent creation tools to design marketing communications 
that turn heads. Connect with each customer on their 
preferred channels. Leverage AI to deliver personalized 
recommendations based on customers’ interests and 
preferences.” Please contact Founder and CEO Jimmie 
Malm, jimmie@roials.co.

Find out more

https://www.linkedin.com/in/martyna-zielinska-99073628b/
https://www.svenpol.se/
https://tallbackalodging.se/en/
https://www.linkedin.com/in/patriksedlar/
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fsvalner.se%2Fen%2F&data=05%7C02%7C%7Cbaf002d03ad849285dd608dc53afb5ed%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638477261393330977%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=Cr2aHHgKx3GJJzPfxjRiWu2QfJwa9JMPBCYQhIkGbhY%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fcompany%2Fsalesmanago-cdp-marketing-automation%2F&data=05%7C02%7C%7C566bbfe8257f4671e08d08dc3c2187a6%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638451361913618926%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=TZHJds%2BIrQA8IHa3VJcxDZmyBhAPFfNeqBJs1DRKuUI%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Fjimmiemalm%2F&data=05%7C02%7C%7C566bbfe8257f4671e08d08dc3c2187a6%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638451361913647841%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=j1%2F3s2eFLfwpY346NhNmkhxeQo%2BoMaNKqeUw2%2Bin9L0%3D&reserved=0
https://emea01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.linkedin.com%2Fin%2Fjimmiemalm%2F&data=05%7C02%7C%7C566bbfe8257f4671e08d08dc3c2187a6%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638451361913647841%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=j1%2F3s2eFLfwpY346NhNmkhxeQo%2BoMaNKqeUw2%2Bin9L0%3D&reserved=0
https://www.roials.co/
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NOITAC
“NOITAC specializes in the development of electronic 
products, from design to production. Our commitment 
to innovation and quality has allowed us to offer free 
MVP development and quick and effective delivery of 
prototypes, distinguishing us as a reliable partner for 
the delivery of high-end electronic devices. NOITAC 
is co-managed by two visionary founders, Mateusz 
Niedzielski and Filip Dudek.Their leadership has been 
instrumental in our journey from initial concept to the 
final product, providing tailored solutions that meet 
highest European standards. This partnership has pro-
duced over 20 specialized products, delivered more 
than 90.000 devices to the European market, signif-
icantly impacting the utility management industry by 
enhancing heat meter capabilities and focusing on ver-
satile data communication solutions. We are excited 
to increase our presence in the Swedish and Scandi-
navian markets and to connect with the community of 
the Swedish-Polish Chamber of Commerce. We look 
forward to contributing our expertise and dedication 
to excellence.” Please contact the Founders, Mateusz 
Niedzielski, mateusz.niedzielski@noitac.com or Filip 
Dudek, filip.dudek@noitac.com.

Find out more

Infotree Global Sweden
The Swedish arm of the total talent management giant 
Infotree Global Solutions, with more than 5000 employ-
ees and operations in more than 150 countries across 
5 continents. Infotree Global proudly serves more than 
250 of the Global 1000, numerous government agen-
cies, and some of the world’s largest nonprofit organiza-
tions by catalyzing their business growth with top talent. 
Infotree Global is here to help the best talent work with 
the greatest companies to produce innovative results 
in a variety of industries including but not limited to IT, 
Engineering, Clinical, Skilled Trades, Finance and Ac-
counting.The company states proudly “At Infotree Glob-
al, we understand the challenges of finding the perfect 
fit for your team. That’s why we offer tailored solutions 
designed to meet your unique hiring needs. With our 
global presence, expertise, and comprehensive ap-
proach, we’ll help you discover the talent you’ve been 
searching for.” Please contact Head of Recruitment and 
Business Development - Nordics Oscar Andersson, 
oscar.andersson@infotreeglobal.com.

Find out more

https://www.linkedin.com/in/mateuszniedzielski/
https://www.linkedin.com/in/mateuszniedzielski/
https://www.linkedin.com/in/filipdudek/
https://www.linkedin.com/in/mateuszniedzielski/
https://www.linkedin.com/in/mateuszniedzielski/
https://www.linkedin.com/in/filipdudek/
https://www.linkedin.com/in/filipdudek/
https://noitac.com/
https://www.linkedin.com/in/andersson-oscar/
https://www.infotreeglobal.com/
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NordPolen Teknologi
Specialises in connecting Nordic businesses with 
Poland’s leading IT and tech services. “We find and se-
lect the proper tech solutions for Nordic clients, while 
helping Polish IT companies expand their reach into the 
market. Whatever the need, there is a Polish company 
for that. Our focus is on cross-border collaborations, of-
fering services that include consulting, vendor search 
and management, project management, and special-
ised training.” With a robust network and a deep under-
standing of Nordic and Polish tech landscapes, Nord-
Polen is a vital link driving mutual growth and innovation 
in the tech sector. NordPolen`s founder and CEO, 
Jacek Ziolkowski, has established himself as a dedicat-
ed professional in the technology consulting and digital 
services industry, with over a decade of experience in 
sales, account management, recruitment, and team de-
velopment. Throughout his career, he has successfully 
built and led teams, driving business growth and foster-
ing long-term relationships with clients. Please contact 
Founder and CEO Jacek Ziolkowski, jacek.ziolkowski@
nordpolen.eu, +46 793 379 387.

Find out more

Tax & Tech Kraft
An advisory firm focusing on EU grants and tax servic-
es for innovative businesses. The aim of membership 
of Tax & Tech Kraft in the Swedish-Polish Chamber of 
Commerce is to address the needs of innovative en-
terprises operating between Poland and Sweden when 
it comes to the public funding (financing) and tax se-
curity of their business endeavors. Tax & Tech Kraft 
specializes in securing EU grants for research and de-
velopment projects (especially within so called SMART 
programme) as well as EU and Polish grants or accel-
eration programmes for start-ups (Start-up Platforms, 
Warsaw Booster, StartUp Booster Poland to name 
a few). Magdalena Adamczuk (head of EU grants at 
Tax & Tech Kraft) notes “We see several great start-
ups and scale-ups already operating in the region and 
benefiting from the opportunities offered by the Swedish 
and Polish markets. We would like to be a part of this 
community and help all these entrepreneurs to succeed 
in making their ideas a real business”. The expertise 
of Tax & Tech Kraft is based on several years of expe-
rience of Tax & Tech Kraft team members in advising 
the businesses operating in the Baltic Sea region. This 
allows members and connections of the Swedish-Pol-
ish Chamber of Commerce to benefit not only from the 
technical excellence of the Tax & Tech Kraft team but 
also from their cultural awareness and practical knowl-
edge of doing business in the Polish / Swedish envi-
ronment. Please contact Founding Partner Magdalena 
Adamczuk, magdalena.adamczuk@ttkraft.pl.

Find out more

https://www.linkedin.com/in/jacek-ziolkowski/
https://www.linkedin.com/in/jacek-ziolkowski/
https://www.linkedin.com/company/nordpolen/
https://www.linkedin.com/in/magdalena-adamczuk-b60ab54b/
https://www.linkedin.com/in/magdalena-adamczuk-b60ab54b/
https://ttkraft.pl/en/
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XPLUS
As a Microsoft #ERP implementation partner with 22 
years of market presence, XPLUS stands as a beacon 
of progress in the tech industry, specializing in the de-
livery of cutting-edge ERP and various Business Ap-
plications powered by Microsoft’s technologies. The 
commitment extends beyond technology, aiming to 
foster effective business ecosystems through compre-
hensive solutions. The company`s focus on Manufac-
turing, Construction, Retail&Distribution, and Finance 
sectors allows for the delivery of new implementations, 
upgrades, system rollouts, testing services as well as 
post go-live maintenance and support. Proven meth-
odologies and unique tools, along with extensive ex-
perience in multinational programs, ensure high-quali-
ty solutions tailored to each industry’s specific needs. 
With 60% of services dedicated to Scandinavian and 
Western European customers, XPLUS has established 
a solid footprint in Europe while delivering Products 
e.g. Executive Automats globally. A team of over 200 
professionals, primarily based in Poland, forms the op-
erational backbone, positioning XPLUS as the largest 
D365FSCM partner in CEE. As XPLUS celebrates over 
two decades of innovation and partnerships, there is a 
keen interest in expanding further into the Nordics. For 
regional contacts please contact Brand Ambassador 
Nordics Sari Brander, sari.brander@xplusglobal.com, 
+358 40 544 9634

Find out more

HOLDING-ZREMB Gorzów
“We are one of the leading Polish manufacturers of 
welded steel structures and we specialize in the pro-
duction of constructions for the machine building and 
power industries. Our history goes back to 1955. Today 
we have approximately 400 employees. The high qual-
ity of our products and delivery of services has allowed 
us to gain the trust and respect of many customers, not 
only in Poland, but all over the world. We export our 
products to, among others: Finland, Norway, Germany, 
Denmark, the Netherlands, France, Austria, Great Brit-
ain, USA. We offer a wide range of products and ser-
vices. We produce, among others: gantry crane steel 
structures, machine frames and support structures, 
dampers, equipment for wind turbines, grabs, crane 
equipment, transport trailers, industrial fans, equip-
ment for steel works and cement and power plants, 
light steel structures including staircases, ladders, plat-
forms, handrails, and equipment for farm buildings. We 
manufacture structures on the basis of documentation 
provided by the customer. We additionally offer a range 
of machining services and hot-dip galvanizing se- 
rvices.” Please contact Marketing and Commercia 
Director Sylwester Kubala, s.kubala@holding-zremb.pl.

Find out more

https://www.linkedin.com/showcase/executive-automats/
https://www.linkedin.com/in/saribrander/
https://xplusglobal.com/
https://www.linkedin.com/in/sylwester-kubala-ab178916/
http://en.holding-zremb.pl/


14

_Just_LAW
A premium law firm specializing in the digital sector. 
_Just_LAW is a Polish law firm with a special focus on 
Sweden and assisting Swedish companies doing busi-
ness in Poland. Daniel Jastrun and Karolina Henriksson 
are experienced in working on Polish-Swedish projects 
and speak both Polish and Swedish. Just_LAW pro-
vides expert advice to IT, technology and e-commerce 
clients on a wide range of IT/IP, commercial, corporate, 
data protection, privacy, compliance, employment and 
M&A matters. They provide comprehensive support to 
clients in the technology sector, from market entry, com-
pany formation and employee recruitment, to dealing 
with corporate and employment issues, ensuring data 
protection and GDPR compliance, including cloud and 
fintech projects. With extensive experience in assisting 
foreign investors entering and doing business in Poland 
through its renowned Nordic Desk, _Just_LAW is well 
equipped to guide Nordic clients through the process 
of doing business in Poland. Please contact Daniel 
Jastrun, daniel.jastrun@justlaw.pl.

Find out more

Navati
We are architects of change, we craft digital solutions. 
Our mission is to empower businesses and individu-
als to thrive in the dynamic landscape of the AI age. 
We blend cutting-edge technology with strategic in-
sights, ensuring that the strategy of our customers is 
suitable for current times. We prioritize understanding 
the unique needs of customers to deliver tailored, im-
pactful solutions but especially to help navigate during 
current, highly paced, and technology-driven times. We 
also unlock the potential of artificial intelligence with our 
comprehensive training programs. It is not only about 
our customers, as in the ever-evolving digital realm, we 
are committed to continuous learning, and staying at 
the forefront of industry advancements. Please contact 
Founder Daniel Bak, daniel@navati.se.

Find out more

https://www.linkedin.com/in/jastrun/
https://www.linkedin.com/in/jastrun/
https://justlaw.pl/
https://www.linkedin.com/in/danbk/
https://navati.se/
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Our Chamber:
Could you, please, elaborate on how Accello stands out 
in supporting its international clients?

Victoria Rentzhog:
Accello is a beacon for international companies aiming to 
penetrate the Swedish and Nordic markets. Specializing 
in B2B collaborations, particularly in tech, finance, and 
industrial sectors, we leverage our deep industry knowl-
edge to navigate these complex markets. Our services 
are highly tailored, beginning with an in-depth interview 
to fully understand and evaluate our clients’ offerings’ vi-
ability in these markets.

Before taking any steps, we conduct comprehensive 
market and business analysis to ensure a clear path to 
profitability and market entry. For companies that see 
a mutual value, we craft bespoke sales, growth strate-
gies, and value propositions. Beyond crafting business 
proposals and market introductions, we excel at schedul-
ing meetings with potential clients, offering a continuous 
service to ensure sustained growth. Our role can extend 
to acting as your local agent, bridging cultural and busi-
ness practice gaps, and even providing support through 
our network of legal and financial experts. This holistic 
approach, either as a complete package or à la carte 
services, sets Accello apart as a facilitator of successful 
market entry and expansion.

Our Chamber:
From your perspective, what are the key success factors 
for international B2B companies entering the Swedish 
market?

MEET A MEMBER

Victoria Rentzhog:
Navigating the Swedish market’s unique cultural and 
business landscapes is indeed challenging yet reward-
ing. The Swedish business culture is characterized by 
a trust and consensus-oriented approach to new partner-
ships, emphasizing transparency and quality. This cultur-
al nuance means that having a local presence or contact 
significantly enhances your credibility and eases initial 
business engagements.

Accello’s expertise lies in understanding and navigating 
these cultural specifics. We know that Swedes value 
long-term relationships, requiring trust and time to open 
up about their real concerns and needs. Our role is to 
facilitate this process, ensuring a smoother transition for 
international companies. Moreover, demonstrating com-
petency and prior success with similar or local compa-
nies can significantly boost your standing.

Having a local presence or contact, and even minimal 
Swedish language skills, can greatly impact your mar-
ket entry success. Accello is your ideal partner in this 
journey, ensuring that your business not only enters the 
Swedish market but thrives in it.

Our Chamber:
What motivated you to join our Chamber, and how do 
you view the Chamber’s operations?

Accello is a consulting and advisory company specialised in Strategic Market Penetration for B2B Companies, mainly 
in IT, Finance, Manufacturing, and Tech Sectors. The Accello team’s approach combines deep industry knowledge with 
a nuanced understanding of each sector’s specific needs. This expertise is complemented by familiarity with the local 
business environment, positioning Accello as a highly knowledgeable partner in these markets.

The company`s comprehensive approach includes conducting market research, developing effective sales strategies, 
and crafting unique value propositions. A key service is the proactive booking of meetings with potential new custom-
ers, facilitating direct connections with important market players. Choosing Accello means partnering with a team that 
is dedicated to your success in the Swedish and Nordic markets. This commitment is backed by professional expertise 
and a practical understanding of the business landscape, ensuring your venture not only enters but makes a substantial 
impact in these markets.

Our Chamber has interviewed Victoria Rentzhog, Founder and CEO of Accello (victoria@accello.se).

By Daniel Bąk

A beacon for international B2B companies aiming to penetrate 
the Swedish and Nordic markets

file:
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Victoria Rentzhog:
Joining the Swedish-Polish Chamber of Commerce was 
a strategic decision for Accello. Poland presents a sig-
nificant opportunity for Swedish businesses, especially 
given the current global political climate. The geograph-
ical proximity, high communication and work quality, 
shared time zone, ease of travel, and both countries be-
ing within the EU framework make Poland an attractive 
partner for Sweden.

Our experience with the Chamber has been exception-
ally positive, reflecting the high level of professionalism 
and support that matches our standards at Accello. It’s 
a partnership we value greatly, one that enhances our 
mission to bridge businesses across borders with suc-
cess and efficiency.

Victoria Rentzhog
Founder and CEO of Accello
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Expand Abroad Services is a dedicated management consulting company that specializes in international business and 
simplifies the process of expanding in Sweden and in the Baltic States. The company’s mission is to provide support 
by making it a seamless process to identify lucrative business opportunities and to establish valuable partnerships in 
the local market. The range of services covers  everything from assistance with acquisitions, developing business rela-
tionships with suppliers or customers to strengthening the clients` position in the new market. The company’s network 
includes a wide range of suppliers, distributors, retailers, wholesalers, agents, customers and staffing companies that 
offer plenty of opportunities for everyone considering international expansion. Over the years, Expand Abroad Services 
has successfully collaborated with businesses from various sectors, including the metal and machinery industry, forestry 
industry, road construction machinery industry, steel construction, and construction and building material industry.

By Jerry Ralowski

Comprehensive assistance with market entry in Sweden and in
the Baltic States

We have had the opportunity to interview Founder and CEO Juta Lander 
(juta@expandabroadservices.com).

Our Chamber:
You have a truly extensive experience of consulting ser-
vices and providing support for cross-border expansion. 
Are your clients mainly Swedish or international compa-
nies?

Juta Lander:
We provide our services to any company that wants to 
expand in Sweden or the Baltic countries. Our primary 
market is Sweden and many customers are Swedish 
SMEs in the manufacturing industry. However, I am orig-
inally from Estonia, which has led to close collaboration 
with Estonian companies. Additionally, we have custom-
ers in Latvia and Lithuania, as well as in Slovakia. This 
year, we are expanding our business to other Scandina-
vian and European markets, such as Finland, Norway, 
Poland and Germany. 

Our Chamber:
You are mainly known within the Chamber as an expert 
on entering the Swedish market. Can you also help our 
members and connections to enter the markets in Esto-
nia, Latvia, and Lithuania?

Juta Lander:
Certainly, one of our core businesses is to assist compa-
nies in navigating and finding business opportunities in 
Estonia, Latvia, and Lithuania. Our knowledge of these 
markets enables us to provide valuable support to com-
panies aiming to expand into these countries. In some 
cases, when our clients require legal support, account-
ing services or assistance in evaluating companies for 
acquisition, we involve some of our local partners and 
sometimes we are able to fulfill the projects on our own. 
Swedish, Polish and other international companies with 
an interest in the Baltics are welcome to reach out to us.

Our Chamber:
Can you, please, describe in more detail a few typical 
assignments?

Juta Lander:
Typical assignments may vary, depending on the specif-
ic needs of our clients, with each assignment tailored to 
address their unique needs and goals. Examples include 
market research, competitive analysis, developing mar-
ket entry strategies, establishing local partnerships and 
client relationships, participating in exhibitions and pro-
viding ongoing hands-on support during the expansion 
process. Many assignments from clients in Sweden have 
involved identifying and evaluating potential suppliers  or 
finding distributors in the Baltic countries. We provide 
country and industry insights, identify and contact sup-
pliers, negotiate prices and accompany Swedish clients 
during onsite visits.

We have also assisted Swedish clients seeking new 
sales opportunities in the Baltics by supporting their sales 
department in connection to  local market sales activities. 
For local distributor search, we identify new sales chan-
nels using our network and company databases covering 
the entire local market.  

Our international clients often seek new customers and 
business partners across various industries in Sweden. 
We assist with competitive analysis, selecting market 
entry strategies, establishing sales units in Sweden and 
identifying as well as contacting potential customers. 
Furthermore, we assist clients in finding suitable exhibi-
tions or business events in Sweden or the Baltics. We 
also collaborate with our clients at fairs to assist them in 
communicating with local visitors to find new business 
opportunities. 

file:
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Our Chamber:
What are in your experience the key success factors for 
entering a new market?

Juta Lander:
In my experience the key success factors for entering 
a new market include well-defined goals anchored with-
in the organization, proper time allocation, commitment, 
and consistency. Without these fundamental elements in 
place, no matter how well you have prepared and con-
ducted market research, success is unlikely. Entering 
a new market demands a substantial time commitment 
and investment in various resources. 

Our Chamber:
What do you think so far about membership in the Cham-
ber?

Juta Lander:
My initial impressions are positive. The Chamber pro-
vides valuable networking opportunities as well as a plat-
form for knowledge exchange and collaboration. I would 
like to highlight commitment, hospitality and the warm 
welcome I have received from the Chamber. Dedication 
and marketing skills on LinkedIn are valuable assets for 
the members. Thank you for that! Juta Lander

Founder and CEO
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By Weronika Sikora

Digital transformation and improved operational effectiveness 
with emphasis on sustainability

ConnectPoint provides its customers, mainly manufacturing, utility and renewable energy companies with services and 
software which enable digital transformation, operational effectiveness improvement, data management and achieve-
ment of sustainability goals (including ESG). The company combines its own unique technological solutions with tech-
nologies provided by Aveva (OSIsoft PI), Microsoft and Google. With a strong presence in Poland and Germany, Con-
nectPoint continues its international expansion and offers its consulting and technology expertise in Sweden and the 
Nordic countries.

“At ConnectPoint, we don’t just keep up with industry 
trends; we set them. Our unique approach involves seam-
lessly merging IT and automation systems, symbolized by 
our name, which reflects our ability to bridge two worlds—
IT and OT. We excel in operational data collection and 
analysis, providing actionable insights that empower both 
operational teams and management. What truly sets us 
apart is our commitment to sustainability and operational 
excellence. 
 
Imagine a future where your operations not only run seam-
lessly but also contribute to a greener world. We promote 
sustainability as an integral part of the digital transforma-

Our Chamber:
In which sectors and industries is ConnectPoint most ac-
tive, and are you allowed to mention the names of some 
of your largest clients?

Dawid Pilc:
ConnectPoint operates in manufacturing, utility and re-
newable energy industries and delivers services and 
software which are tailor-made specifically for these in-
dustries. Our largest clients are:

   1. RWE Renewables – we provide specialized software 
house and OSIsoft PI services to the 3rd biggest energy 
and renewables operator in Europe (200 farms with the 
capacity of 13 GW)
    2. Veolia (water management, waste management and 
energy services) – we support operations of the biggest 
district heating network in Europe (including GIS-based 
management)
   3. Danone (food manufacturing) – OSIsoft PI empow-
ered with SmartRDM data management software sup-
ports the largest Danone manufacturing site in Europe 
and enhances the overall equipment effectiveness as 

well as predictive maintenance.
   4. Leipziger Stadtwerke – municipal services company 
in Germany is supported by our software house services 
and energy efficiency technologies.

Our Chamber:
Can you describe a few of your recent assignments?

Gabriela Gic-Grusza:
I would like to mention the following examples:

   1. Veolia – implementation of „Intelligent Heating net-
work” for the largest heating network in the EU (~20k 
heating roots, at 190 km2 area) resulted in increased 
control, optimized exploitation, improved operational ef-
ficiency and decreased environmental impact. The pro-
ject included network visualization (GIS-based solution 
supported with weather forecasts, advanced heating 
forecasting and maintenance work schedules), decision 
support software, a monitoring center and a data ware-
house with a central data repository.
   2. Mondi – implementation of the OSIsoft PI platform 

tion journey for companies. Specializing in integrating 
automation systems, we offer advanced warnings of po-
tential anomalies, optimize production processes, and en-
hance energy efficiency. Our expertise extends to ground-
breaking projects at the intersection of Industry 4.0 and 
ESG (Environmental, Social, and Governance) reporting. 
By strategically aligning our solutions, we ensure that 
choosing ConnectPoint not only boosts your operational 
efficiency but also aligns with your sustainability goals and 
regulatory compliance. ConnectPoint is ready to transform 
your initiatives and contribute to a future where sustaina-
bility and success go hand in hand”

Our Chamber has interviewed Dawid Pilc, CEO of ConnectPoint (dawid.pilc@connectpoint.pl) and 
Gabriela Gic-Grusza, Product Manager Data Management and Smart RDM solutions 

(gabriela.grusza@connectpoint.pl). 

https://connectpoint.eu/
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Dawid Pilc
CEO of ConnectPoint

for Mondi production sites to improve manufacturing ef-
fectiveness and control. The platform implementation 
comprised a Production Monitoring System with PI, inte-
grated applications as well as data warehouse monitor-
ing and reporting.  
   3. RWE Renewables – our latest project was provi-
sion of maintenance processes optimization solutions 
to minimize non-productive time of turbines. We created 
a strategic decision support framework to help our cus-
tomer decide on the best maintenance framework to be 
applied in a specific production facility. The challenge 
was to enable simulation of the effects of implementing 
the maintenance strategy on key KPIs in a risk-free virtu-
al environment (digital twin)
   4. Twinings – due to challenges of growing demand 
for production capacity, the customer’s primary aim was 
to augment the capacity of its current machinery park. 
Our approach was two-pronged; firstly, we wanted to 
streamline operations by enhancing the Overall Equip-
ment Effectiveness (OEE), thereby maximizing the uti-
lization of existing machinery without the need for new 
capital investments. Secondly, we sought to systemat-
ically improve cost efficiency by minimizing production 
losses. Balancing these two objectives proved to be 
a crucial task in maintaining the competitive edge while 
meeting the escalating demands for production capacity. 
As a result of the project Estimated OEE increased from 
78% to 80%
   5. Ceramika Paradyz (Ceramic Tiles manufacturing) 
– the latest assignment focuses on the implementation 
of advanced analysis and production recommendations 
to improve production efficiency as well as to decrease 
waste and energy consumption. Big data-powered ana- 
lysis combined with newest algorithms provided recom-
mendations on the best composition of ingredients to 
minimize the volume of defects in the final product (to 
avoid defects before they occur).

Our Chamber:
Why are you interested in the Swedish market and what 
are your plans when it comes to Sweden?

Dawid Pilc:
The Swedish market is well known for its innova-
tion-friendly environment and technological advance-
ment. We see a lot of synergies between what Sweden 
values in business and what ConnectPoint offers. Our 
plan is to bring our expertise in AI and custom software 
development to Swedish industrial companies and to 
foster partnerships that drive mutual growth. We al-
ready support customers and partners in Sweden. In our 
strategic plan, taking into account the specifics of the 
Swedish market such as the high number of large man-
ufacturing and renewable energy companies, Sweden is 
a primary target market for utilizing our expertise built in 
DACH and CEE markets. 

Our Chamber:
How did you get in touch with the Chamber and what are 
your impressions so far?

Dawid Pilc:
As mentioned, we have created a strategic plan to be-
come a significant player in the Swedish market in our 
target industries. We plan to initially focus on local part-
nerships and local industry events allowing us to demon-
strate our capabilities. In the longer run we aim to set up 
a local branch and to build local structures. 
We find cooperation with the Chamber as the perfect fit 
to this plan. The Chamber operates really actively and 
brings together many possible business partners with 
potential for mutual benefits from cooperation. Our goal 
is to take active part in The Chamber`s activities and 
events. 

Gabriela Gic-Grusza

Product Manager Data Management and 
Smart RDM solutions
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By The Editorial Team

The perfect gateway for international food companies to 
the Nordic markets

Food Collective is a full service commercial partner for FMCG (fast moving consumer goods) enterprises with an ambi-
tion to develop their business in the Nordics. The company was founded with an idea to offer products and services to 
the grocery trade. It has increasingly developed into a consulting company that offers business-related services to both 
Retail and HoReCa (hotels, restaurants and catering, in other words the whole food service industry). Food Collective 
offers a fully comprehensive range of go-to market services which include everything from retail analytics, assortment 
optimization, branding, distribution and logistics to market strategy, sales and in-store execution.

We have intervived Food Collective`s Founder and CEO Jenny Köpper 
(jenny.kopper@foodcollective.se). 

Our Chamber:
Does Food Collective mainly work for international com-
panies or are your customers both domestic, Nordic, and 
international companies?

Jenny Köpper:
At Food Collective, we work with a diverse range of cli-
ents, including both domestic and international compa-
nies from both EU and non-EU countries. For domestic 
companies, we offer tailored support and strategic guid-
ance to optimise their operations and market presence. 
Meanwhile, for international brands, we serve as local 
representatives, facilitating market entry and managing 
their business operations effectively within the Nordic re-
gion.

Our Chamber:
Does Food Collective mainly work for international com-
panies or are your customers both domestic, Nordic, and 

international companies?

Jenny Köpper:
For international companies, we act as their country 
manager in Sweden, offering a cost-efficient alternative 
to hiring someone. We typically develop tailored go-to-
market plans and execute them. First, we assess the 
product’s suitability for the market and conduct a busi-
ness case analysis. Once viability is confirmed, we cre-
ate a business and brand strategy, find the best logistics 
solution, and ensure compliance with national trade reg-
ulations. When the product is ready to be sold in Swe-
den, we introduce it to customers and execute marketing 
activities to drive sales.

Our Chamber:
You operate throughout the Nordics. Are the Nordic mar-
kets for food products very similar to one another or are 
there big differences between the Nordic countries?

https://www.spondeo.pl/
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Jenny Köpper:
While the Nordic countries share certain similarities, 
each market presents its own distinct characteristics 
and preferences. Factors such as consumer behaviour, 
cultural influences, distribution channels, and regulato-
ry frameworks vary across the region. Therefore, while 
there may be overarching trends, it is crucial for busi-
nesses to tailor their approaches to each specific Nordic 
market to maximise success.

Our Chamber:
What are in your experience the key success factors 
for foreign food companies with an interest to enter the 
Swedish food market?

Jenny Köpper:
We always tell companies that they must “do their home-
work” before entering the Swedish market. It is essential 
to start with thorough research to identify market gaps 
and opportunities. Even though Sweden is part of the 
EU, it has its unique regulations and launch process-
es. To succeed, you need to find a reliable partner who 

understands the market and can guide you. Crafting 
a strong business plan and launch strategy specifically 
tailored to the Swedish market is key. It is also important 
to be patient, as there are long lead times and the pro-
cess of becoming an approved supplier can take several 
months.

Our Chamber:
What do you think so far about membership in the Cham-
ber?

Jenny Köpper:
We are very satisfied with our membership. This year, 
we have placed a stronger emphasis on expanding our 
international outreach, and the Swedish - Polish Cham-
ber of Commerce has proven to be a key partner in 
achieving this objective. The community is active and 
collaborative, and the communications and support are 
excellent. Among all the chambers of commerce we 
have worked with in Sweden, this one stands out as one 
of the most dynamic and well-organised.

Jenny Köpper
Food Collective`s Founder and CEO



23

By The Editorial Team

B2B Marketing and go-to-market strategies

Katarzyna Sarba is a marketing manager with extensive expertise in crafting go-to-market strategies for engineering 
and B2B companies. Her services and communication skills cover a vast range of areas and topics in the technical 
landscape. Some of her key areas of specialization are hydrogen solutions, energy management systems, thermal  
modeling, machine learning and robotics, engineering as well as manufacturing.

Katarzyna has a proven track record. She launched 
the Scandinavian company Geobear Poland and its 
solutions to the Polish audience in both the B2B and 
the B2C segments. Her strategic approach helped with 
a smooth market entry and helped to establish a strong 
foothold for Geobear Poland in the market. Currently, as  
an independent professional, running her own agen-
cy, Katarzyna Sarba is at the helm of marketing and 

We have interviewed Katarzyna (katarzyna.sarba@marketingtechniczny.pl) about her business operations.

Our Chamber:
Can you, please describe the range of services which 
you firm performs for foreign investors in Poland and do 
you also work with domestic, Polish, companies?

Katarzyna Sarba:
I specialize in providing go-to-market strategies tailored 
specifically for B2B, engineering, and SaaS companies. 
I work with both foreign investors seeking to enter the 
Polish market and local Polish companies. What I be-
lieve differentiates me from others is the niche I operate 
in. I work in sectors perceived as challenging and diffi-
cult, such as industry, robotics, engineering, energy and 
construction.

I can help you to find answers to questions such as:

• How to successfully introduce your product/service 
to the market?

• How to craft the best communication strategies for 
positioning your brand?

• How to communicate complex engineering solutions 
to businesses in a substantive yet clear and convinc-
ing way?

In a nutshell, since marketing is a broad concept, I advise 
on which marketing elements and tools to use to achieve 

your company’s goals. My scope of work includes:

• Marketing strategies for products and markets
• Interim Marketing Management
• Fractional Marketing Management
• Account-based marketing strategies
• Lead generation
• Content creation (including case studies, white pa-

pers, articles, and website administration)
• Management of LinkedIn pages and profiles
• LinkedIn campaigns
• LinkedIn training and consulting
• Webinars

The actual services that I provide for a specific client de-
pend largely on how far the client company has come in 
its development. For instance  -  very young organiza-
tions, start-ups, need support from scratch to build and 
position a product/service because they simply don’t ex-
ist in the market yet. And that’s the kind of assignments 
I enjoy the most! Other clients might want to replicate in 
the Polish market their already existing marketing activ-
ities, conducted in the home country. it is, of course, not 
always possible to transfer marketing activities 1:1 to an-
other market, as the specifics of that market may require 
different tools or channels. But that’s where I come in; to 
make the transfer successful and to help build aware-

Katarzyna Sarba
Marketing Manager

communication efforts for the Swedish company Entrade 
Polska.

Katarzyna states “My goal is to connect Scandinavian 
companies with Polish customers. And, since I have niche 
experience in deep-tech marketing: to also bridge the gap 
between engineers and business by effectively communi-
cating their complex and intricate solutions to the public.”
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ness of the brand, product, or service in the new market.

Our Chamber:
We see you often on LinkedIn... .

Katarzyna Sarba:
Its is my favorite platform and medium, which I specialize 
in, as I focus on B2B marketing, and LinkedIn is a natural 
place for networking and business-to-business relation-
ships. I often provide “ad-hoc LinkedIn assistance” I can 
for instance be at the helm of a client`s  communications 
on LinkedIn, manage a corporate channel or execute 
lead generation campaigns. I can help to organize we-
binars and use them as a promotional tool. In addition 
to that I write industry-specific articles and content, of 
course up to a certain level of generality, since I am not 
an engineer.

Our Chamber:
Can you name a few of the clients you have worked for, 
particularly the Scandinavian ones, and can you, please, 
tell us more about your collaboration with them?

Katarzyna Sarba:
As Head of Marketing and Customer Service, I intro-
duced the Scandinavian company Geobear and the 
then-unknown technology of geopolymers injection to 
the Polish market.

The company was operating in Sweden, Finland, UK, 
USA and China and it made the strategic decision to en-
ter Poland. As one of the core and earliest team mem-
bers, I played a vital role in launching Geobear`s solu-
tions to the Polish audience, including both the B2B and 
the B2C sectors.
In my capacity as Head of Marketing and Customer Ser-
vice, I was entrusted with the responsibility to create from 
scratch the marketing and target growth strategy for the 
Business Unit, developing an Account-Based Marketing 
(ABM) strategy tailored to B2B targets and selecting the 
most effective channels as well as mapping out a cus-
tomer conversion strategy.
As a result of these efforts, I not only achieved the compa-
ny targets but consistently exceeded them year by year. 
This resulted in remarkable year-to-year growth, includ-
ing a 313% increase in opportunities in 2018 (compared 
to 2017), 52% growth in 2019, 18% in 2020, and 13% 
in both 2021 and 2022. The company (as a brand) and 
its solutions became recognizable in the market among 
customers. Moreover, our communication style and mar-
keting initiatives were soon copied by competitors!
Currently, I am supporting a Swedish company, Entrade 
(providing installation materials for the HVAC industry) in 
a similar market entry. Furthermore, I have worked with 
clientss from the industrial sector, including a company 
providing clients in Norway with software for CFD simula-
tion and energy management systems, a company sup-
plying vision systems for production based on machine 
learning and deep neural networks, a producer of robotic 
production lines and an integrator of such lines (using 
Italian and German equipment).

Our Chamber:
Is the Polish market in your view different from other Eu-

ropean markets and if so, what specific differences do 
you see and how do they affect you approach to market-
ing and go-to-market strategies?

Katarzyna Sarba:
Poland, like any other country, has its specifics and nu-
ances that affect go-to-market strategies and the busi-
ness approach. First and foremost, it is one of the largest 
developed markets in Europe, which adds to Poland’s 
attractiveness as a destination for expansion. We have 
fantastic human resources and incredible intellectual 
capital, especially in the field of new technologies. Swe-
den is perceived as a highly innovative and technologi-
cally advanced country, but Poland also offers very high 
levels of technical competence. Polish IT specialists are 
known for their solid programming skills and thorough 
knowledge of the latest technologies. Polish companies 
are highly suitable as partners with the capability of de-
livering highly  innovative  solutions in the field of new 
technologies and with extensive experience of interna-
tional projects.
Poland still offers a favorable cost-to-quality ratio since 
employment costs still compare favorably with Western 
European countries. Products from Scandinavia have 
a reputation for high quality but are also considered as 
expensive by Polish customers, who are very price-ori-
ented. Scandinavian work culture is a term that is well-re-
garded in Poland, often associated with an advanced 
organizational culture and high salaries. Taking all of 
these factors into consideration, it is important to consid-
er two options when entering the Polish market - adjust-
ing the price of the product/service to the target group 
or “defending” the price through well-communicated USP 
(Unique Selling Points) and added value (such as posi-
tive associations with “Scandinavian quality”).
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As I mentioned, Poles like modern technologies, they 
willingly use social media, which is worth taking into ac-
count when building a marketing strategy and choosing 
the proper channels. Moreover, the go-to-market mar-
keting strategy for the Polish market should always in-
clude several fundamental steps:

• creating a Buyer Persona and ICP (Ideal Customer 
Profile) in the local market. Understanding the spec-
ificity of the local market is crucial (e.g., the men-
tioned orientation of the Polish customers towards 
price).

• Product Marketing: creating basic materials in Polish 
(website, product catalog, Polish social media, Pol-
ish customer testimonials and, if possible, ensuring 
local social proof).

• Content marketing and organic activities supported 
by Demand Generation actions focused on paid per-
formance activities such as PPC, SEO.

If a company already has established automated pro-
cesses and areas (e.g., sales funnel), some marketing 
activities can be replicated, even though, as I mentioned 
earlier, it is not always possible to transfer marketing ac-
tivities directly to another market. However, in the next 
step, the company should, in my opinion, still consider 
marketing support provided by a local partner to ensure 
that the transfer of activities from the home market is 
successful.

Our Chamber:
What is so far your impression of the Chamber?

Katarzyna Sarba:
First and foremost - thank you for having me as your 
member! The Chamber does a great job in terms of net-
working and I was also really warmly welcomed. I’m sure 
I will have great opportunities for many fruitful coopera-
tions.

By Jerry Ralowski

Comprehensive assistance with Business Development including 
stock market listings in Sweden 

Momentor AB is a consulting company specialised in Business Development and Corporate Affairs, including assistance 
to Swedish and international companies with an interest to go public in Sweden at Stockholm stock exchange (Nasdaq 
Stockholm), Nasdaq First North, Nordic Growth Market ( NGM) or Spotlight market.

Momentor’s Founding Partner Sverker Littorin has held 
numerous senior executive positions such as Group 
Vice President of Elekta AB ( publicly traded world lead-
er in neurosurgery and irradiation cancer therapy), Ex-
ecutive Vice President of Pharmadule AB (modular phar-
maceutical plants), CEO and also Chairman of MedCap 
AB, (publicly traded investment company specialising in 
pharma, biotech and Medtech) and CEO of Pharmera 
AB (trading company in pharmaceuticals and pharma 
ingredients).

Sverker Littorin
Momentor’s Founding Partner

Throughout his career he has had numerous Chairman 
and Board member positions in small and mid sized 
tech, game, health and service companies, both private-
ly owned and publicly traded ones. Sverker graduated 
from Stockholm School of Economics and has also stud-
ied law at Uppsala University. He is Honorary Consul of 
Ethiopia.

We have had the opportunity to have a discussion with Sverker Littorin (sverker.littorin@momentor.se) about 
Momentor`s services.
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Our Chamber:
Momentor assists Swedish and foreign companies with 
an interest to go public in Sweden. Why would a foreign 
company want to do it?

Sverker Littorin:
Sweden has a very well developed equity market and 
offers excellent opportunities to list all types of compa-
nies, including small and mid sized ones, on a stock ex-
change. 
The Swedish stock market for SMEs is the largest in the 
EU. There are three competing marketplaces - Nasdaq 
First North, Nordic Growth Market NGM and Spotlight 
Market. All three are trading platforms with similar regu-
lations as the Main Market (Nasdaq Stockholm).
Sweden also has around two million private individuals 
who own shares in companies which are listed in Swe-
den. Almost every fifth person in Sweden has direct own-
ership of shares.
Reasons for becoming publicly traded, wherever it hap-
pens, are many. The
company becomes more well-known, gets an increased 
borrowing power and can also issue more shares to get 
more money. Listed companies find it to be easier to 
hire qualified personnel - the stock market listing brings 
prestige as well as a stamp of approval and credibility. 
Furthermore a stock market listed company has its own 
“ currency” - it can use its own shares to acquire other 
companies.
Reasons for listing a foreign company on a stock ex-
change in Sweden can be for instance higher liquidity 
than on other stock exchanges, higher valuation for 
a specific sector or industry and perhaps, in some cas-
es, less paperwork and a smoother listing process. Of 
course, all the general reasons for a stock market listing 
are also applicable - the foreign company gains recogni-
tion and visibility in the Swedish market.

Our Chamber:
What types of foreign companies can benefit most from 
a stock market listing in Sweden?

Sverker Littorin:
I would say potentially all types of companies. I have 
personally assisted companies in such sectors and in-
dustries as gaming, food, IT services, energy, health, 
medical devises and subcontracting manufacturing in 
becoming listed on Swedish stock exchanges or trad-
ing platforms. Other companies for which a stock mar-
ket listing can be particularly attractive are AI companies 
and companies offering sustainability services and tech-
nologies.

Our Chamber:
How long does the process take? Are lengthy prepara-
tions necessary?

Sverker Littorin:
The length of time from A to Z depends on the maturity 
of the company at the time when we start working on 
a stock market listing. That includes the quality of staff 
and of the financial reporting system, the company’s 
level of preparedness for answering questions from law-
yers, accountants and the stock exchange itself. Other 

factors of importance are for instance whether or not the 
company plans to make an IPO, that is to raise money 
by selling shares to investors, or just to float on a stock 
exchange, whether it intends to make a RTO Reverse 
Take Over or rather be subject to a regular stock market 
listing procedure.

In most cases I would say that one has to count for at 
least 4-6 months.

Our Chamber:
What other services can Momentor offer foreign compa-
nies with an interest in the Swedish market?

Sverker Littorin:
Momentor acts as a prolonged arm of the foreign or the 
local company and
assists as a Project Manager in identifying and coordi-
nating collaboration with an appropriate investment bank 
or a Corporate Finance firm, with lawyers, accountants, 
experts on investor relations and liquidity providers. We 
can also help to find the right external Board members, 
targets for RTOs and arrange private placements of 
shares etc.

Other services which we offer are for instance finding 
business partners, distributors and acquisition targets. 
Lately, we have also helped clients to enter African mar-
kets with an extra focus on East Africa.

Our Chamber:
Why did Momentor become a member of the Chamber 
and what are your impressions so far?

Sverker Littorin:
The Chamber seems to be very active and its events 
attract many participants. There were 100 persons pres-
ent at the lates event I attended, and about as many 
connected online via Zoom. I also believe that there are 
Polish Tech and service companies that would bene-
fit from a stock market listing in Sweden. So far I have 
helped Swedish and Finnish companies to be listed on 
a stock exchange here, and lately also an African com-
pany with a South African origin. Poland is fairly close to 
Sweden, we have a common history,  and several ferry 
lines as well as airlines providing transportation between 
our countries. The EU and the current geopolitical insta-
bility have also brought us closer to one another. Finally 
- Polish entrepreurship is well-known and well-respected 
in Sweden.
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We join Polish Chambers of Commerce
Abroad/PolChambers

We are thrilled and delighted to inform that we have joined PolChambers - Polish Chambers of Commerce Abroad, an 
independent association that coordinates a worldwide network of bilateral chambers of commerce and business organ-
izations. Member chambers of PolChambers have been joining forces and using their extensive networks of contacts 
since 2017 to support Polish businesses abroad as well as foreign businesses in Poland. 

By taking this step we have very substantially increased the network of international contacts which are available to our 
members.

PolChambers includes 26 bilateral chambers of commerce and trade organizations in more than 20 countries around 
the world, including USA, Uruguay, Spain, Serbia, Luxembourg, Albania, Estonia, Lithuania, Czech Republic, Israel, It-
aly, Hong Kong, Greece, Germany, Georgia, France, Chile, Brazil, Austria, Australia, Argentina (and now also Sweden).

NEWS FROM THE CHAMBER

COMING EVENTS

You can register already at our website, https://svenskpolska.se/en/anmalan-en/ or by emailing info@svenskpolska.se.

Please state the name of the event and whether you plan to participate in person or online. 

There might still be speaker or panelist spots available at some events. We are always looking for speakers and pan-
elists as well as topics with the ability to capture the attention of the audience. We normally give priority to our strategic 
partners and then to members, but we sometimes make exceptions.

2024/09/09 “Retail and ecommerce - new
habits, new technologies” 

“Innovation – if you want to stay com-
petitive”

“Doing business in Poland”

“Innovative solutions and disruptive 
technologies in the construction industry”

“Networking meeting in Warsaw” (not 
available online)

“Logistics and transport - prepare for the 
revolution!”

“Technology at Its Best”

We cordially invite, together with our distinguished event partners, to the following free of charge events. Apart 
from the networking meeting in Warsaw on 8 October 2024, all events will be seminars with a choice to attend 
in person or online, at Bonnierhuset in Stockholm or via Zoom. All seminars, with the exception of the one on 
14 May, will take place between 13.00 and 15.30, with subsequent networking. The seminar on 14 May will be 
preceded by the General Meeting of Members and will take place between 13.30 and 16.00.

2024/05/14

2024/06/04

2024/09/27

2024/10/08

2024/10/28

2024/11/25

https://www.linkedin.com/company/polish-chambers-of-commerce-abroad/
https://svenskpolska.se/en/anmalan-en/
mailto:info@svenskpolska.se
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OFFERS AND ADVERTS
In this section of our newsletter we will mainly publish graphics, with special offers to members and connections of the 
Chamber, and general adverts.

Graphics from members will be free of charge while non-members will have to pay a fee. Please observe that our web-
site also contains non-graphic information about special offers and discounts for members, https://svenskpolska.se/en/
medlemsrabatter-en/.

Click on the advert to be redirected to the appropriate website.

https://svenskpolska.se/en/medlemsrabatter-en/
https://svenskpolska.se/en/medlemsrabatter-en/
https://www.hugin-consulting.com/
https://www.hiondemand.com/
https://ostbricka.se/
https://www.himmelska.se/
https://www.spondeo.pl/
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Nimo AI is your comprehensive collaboration partner for AI
assistants and AI-based solutions, from conceptualization to
implementation and beyond. Our dedicated team supports
companies in the development of advanced AI tools that
optimize workflows and promote growth.

Enhancing efficiency with AI and
automation.

CONTACT US: INFO@NIMOAI.COMSCHEDULE A CALL WITH US! VISIT OUR WEBSITE

https://arpiaccounting.com/en/
https://igs-production.com/
https://asdsystems.eu/en/
https://www.nimoai.io/
https://www.imex-logistics.pl/?lang=2
https://noitac.com/
https://www.kam.nu/en/
https://lesslie.se/
https://stairs-chudzinski.com
https://goodylabs.com/
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https://talangeo.com/?page_id=6652&lang=sv
https://en.maxon.pl/
https://wearenavirisk.com/2023/04/phishing-awareness-training-simulating-phishing-attacks/
https://polferries.com/
https://leocode.com/
https://kubo.international/eng/
https://xplusglobal.com/
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https://svenskpolska.se/en/medlemsrabatter-en/
https://virtuslab.com/
https://dac.digital/
https://www.nordin.pl/
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Newsletter Our Chamber is published by the Swedish-Polish Chamber of 
Commerce and distributed broadly among our members and contacts as well as 
through posts at LinkedIn. 

Those working with the production are:

Editor and publisher: Jerry Ralowski
Writers: Ewa Sienkiewicz, Martyna Skowrońska, Weronika Sikora,
Jerry Ralowski, Nina Andersson, Barbara Lipińska, Dominik Popa
Composition: Tomasz Pikus (Pikus.IT)

About this publication

Website LinkedIn

https://www.linkedin.com/in/jerry-ralowski-160301/
https://www.linkedin.com/in/esienkiewicz/
https://www.linkedin.com/in/martyna-skowrońska-8643341b8/
https://www.linkedin.com/in/wsikora/.
http://linkedin.com/in/jerry-ralowski-160301
https://www.linkedin.com/in/nina-andersson-8816a12ba/
https://www.linkedin.com/in/basialipinska/
https://www.linkedin.com/in/dominik-popa/
http://linkedin.com/in/tomaszpikus
https://pikus.it/?utm_source=brochure&utm_medium=our_chamber&utm_campaign=about-publication
https://svenskpolska.se/en
https://www.linkedin.com/company/sphk/

