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Boule in one minute

Boule is one of the few companies on the
global diagnostics market that develops,
manufactures and markets instruments and
consumables for blood diagnostics under its
own direction.
Boule Diagnostics AB is a global diagnostics company specialized on near-patient, decentralized blood diagnostics. The
company primarily serves small and midsized hospitals, clinics, laboratories and companies within blood diagnostics to
which Boule offers complete blood cell count systems (hematology) in both the human and veterinary areas.
The company operates via subsidiary operating companies
in Sweden, USA, Mexico and Russia. The group has an
annual sale of over SEK 400 million and around 190 employees. Sales are made mainly via Boule’s more than 200 distributors in over 100 countries, with the support of Boule sales
and service personnel, and directly in Sweden and the USA.
Since 2011, Boule shares have been listed on the Nasdaq
Stockholm.

Boule as an investment
Boule is a company that has good positions and opportunities
in a growing global market. The company constantly strives to
streamline internal and external processes and expand its
product portfolio in order to, together with the company’s
well-established distribution network, be able to continue to
create value for investors as well as customers and society.

Global market,
attractive segment

Growth markets

The decentralized near-patient
segment where Boule operates
has a market value of over SEK
6 billion and an annual global
growth rate of around seven
percent. The company’s well-established distribution network
enables Boule to meet local
demand quickly and effectively
wherever it arises.

Boule has strong positions on
growth markets in, among other
areas, Asia and Latin-America.
These positions are becoming
an increasingly important asset
as growth in these areas exceed
the average market growth as
healthcare continues to be
developed in these regions.

Competitive advantages

Value creation

Boule’s global brands are associated with quality and
user-friendliness. With improved
internal processes and well-established relationships with local
partners, Boule offers reliability,
service and low product life
cycle costs. Boule’s organization
and products are, in contrast to
those of many competitors, specialized for decentralized,
near-patient diagnostics, a technologically advanced market
with high barriers to entry.

Boule continuously develop new
products to a growing product
portfolio in order to ensure an
offering that includes a broad
portfolio of instruments, consumables and associated services for high-quality and safe
blood analysis worldwide. Boule
has a large, and continuously
growing, installed base of instruments that generate stable sales
of consumables with good
margins.
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Significant events per quarter

Important steps taken in line with Boule’s strategies for future growth.

Q1

Strengthened executive team and well-filled order book for new veterinary
instruments

On March 1, Kiarash Farr assumed the role of SVP of Commercial Operations.
The management team was also strengthened by the addition of Eva Ekermann, HR, and Bob
Ariano, US Sales and Marketing. During the quarter, the order book began to be filled with
orders for the Exigo family’s new members, the veterinary hematology system H400 and the
system for veterinary clinical chemistry, C200. The two systems have integrated software and
can be used in combination by the customers. Together they strengthen Boule’s product portfolio in the veterinary market.

Q2

Acquired technologies for the next generation hematology platform

In April 2018, Boule signed an agreement to acquire technology in laser optics
and sensors from Drew Scientific Inc. The technology allows for a more
advanced analysis of the white blood cell subgroups and thus a five part analysis of the cells.
The technology will be adapted to Boule’s requirements and be used in combination with internally developed technologies for the next generation product platform. The acquired technology is expected to reduce the time to market of the product platform as well as reduce development cost and risk.

Q3

In India Boule secured the company’s largest tender to date and
the company increased production efficiency

After completing a long and complex tender process during the summer Boule
won its largest tender to date in India. The tender comprised 650 instruments with associated
reagents and controls, which were delivered in the third and fourth quarter 2018. This strengthens Boule’s position in the important Indian market and in addition to the continuous sale of
reagents and controls to the installed instruments, the agreement may lead to further sales of
instruments.
The Group implemented cost reductions in instrument manufacturing and invested in automation solutions to streamline current and future manufacturing processes.

Q4

FDA warning letter, launch of a new five-part system and strategic
partnership

Boule received a warning letter from the US FDA regarding implemented actions following a routine inspection in May 2018. Boule takes compliance with regulations very seriously,
and the warning letter was immediately given the highest priority for the company. For more information on the warning letter see page 17.
In November, a new five-part system was launched for the Swelab and Medonic brands. The
system focuses on customers with relatively low test volumes and serves as a good complement
to Boule’s current and future product range. Parallel to this the development of the next generation
hematology platform continued. The new platform will focus on customers with higher test volumes
and is expected to offer additional analysis parameters.
At the end of the year, a strategic partnership with the Portuguese diagnostic company biosurfit
was signed. Biosurfit develops and manufactures the multi-platform spinit which is the first, and
only, diagnostics system for near-patient blood testing that can perform the three major types of
test; hematology, immunoassay and clinical chemistry.
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Net sales, gross profit and gross margin (R12)
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Comments from the CEO
2018 – a year with a high level of activity
For Boule, 2018 was a year characterized by intense activity in
all parts of the company. Having set out five strategic priority
areas in 2017, several measures have been taken in 2018 to
develop the business in line with these. In addition, the company’s employees have established common values that form
the platform for how we should work together to achieve our
goals and to create a positive working environment. The organization, resources, product portfolio and processes have all
been strengthened to ensure that the company is ready for
the next stage of development and growth.

Sales development during the year
Overall sales growth for the group was slightly negative during
the year, primarily due to a negative development for Boule
products within the five-part segment and in Africa.
Total instrument sales fell slightly in 2019, which was
caused by a negative development for Boule products in the
five-part segment that requires updating and the range needs
to be broadened. Boule has taken a number of measures
during the year to develop the product portfolio. Sales development was favorable for instruments in the three-part segment, which represents a majority of instruments sold. Sales
of consumables for own instruments grew during the year by
six percent despite a weak fourth quarter.
In addition to sales of consumables for own instruments,
Boule sells consumables for instruments provided by other
suppliers. This is done under Boule’s own brand (CDS brand)
and on behalf of Other Equipment Manufacturers (OEM) that
market them under their own label. Sales of CDS brand and
OEM products fell slightly during the year.
Sales growth in Asia was strong during the year, driven by
solid sales of both instruments and consumables. Growth was
also strong in the USA, the company’s largest market where
sales of own instruments and consumables increased by ten
percent during the year. Growth in Latin America and Europe
was weaker, however. In Africa, a large tender was won in
2017 that included a large number of instruments and delivery
of consumables that corresponded to over 12 months consumption for 2018. Sales in Africa were accordingly lower than
in the previous year.
Two new products in the veterinary segment were launched
in mid-2018 and this segment enjoyed strong growth during
the end of the year.

Investments for growth and efficiency
Boule has implemented a number of initiatives and made
important investments during the year aimed at future growth
and improved efficiency.
Our research and development organization has been significantly strengthened in order to drive development of the
next generation hematology platform, which is an important
step to broaden Boule’s product portfolio and boost
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long-term competitiveness. In line with this, laser module
technology was acquired to increase the pace of development
work and reduce the development risk. During the year, Boule
has been able to recruit both senior personnel with extensive
experience of product development within the area and
younger personnel with new perspectives and know-how.
With the help of these measures, substantial advances have
been made within product development during the year.
The company has implemented process improvements and
investments in production capacity, including blood controls
manufacturing in Florida, an updated and more cost-effective
design of instrument modules and new automation solutions
for more efficient instrument manufacturing in Sweden. Investments in automation are expected to make the manufacturing
of existing products more efficient, but even more importantly,
to pave the way for a higher degree of automation and efficiency in the manufacturing of future products. During the
year, a new in-house developed hematology system for the
veterinary market was launched and the portfolio was
expanded with a system for clinical chemistry. The organization for marketing products on the veterinary market has been
strengthened and sales in the veterinary market grew strongly
towards the end of the year.
To meet growing interest in five-part systems, Boule
launched a new five-part system in November 2018 under the
company’s well-established Swelab and Medonic brands.
This system has been developed by an external supplier and
has been quality assured and modified in line with Boule’s
specifications. These new products are expected to deliver
increased sales, both individually and in combination with
existing products, and to open access to new customer segments. Generally speaking, however, margins are lower than
for in-house developed systems.
In December, a strategic partnership with a company called
biosurfit was announced, that gives Boule access to a very
innovative platform for hematology, clinical chemistry and
immunology within the near-patient diagnostics segment. The
partnership also brings access to new sensor technologies,
including image analysis, which will create new product development opportunities moving forward.
A number of new products were launched in 2018, and several launches are planned in 2019 and beyond. In order to be
better able to market, sell and service Boule’s growing product portfolio, investments have been made in our commercial
organization. A new marketing team has been built up and our
regional sales organization has been strengthened in Latin
America, Asia, the USA and Europe. With the support of this
stronger regional organization and the expanded product
portfolio, Boule has also been able to further develop and
enhance the global distributor network.
These measures are all significant steps that are expected
to strengthen Boule’s position and competitiveness in the
market in both the short and long term. The result is a
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Comments from the CEO

significantly strengthened product portfolio and an enhanced
capacity to successfully commercialize this portfolio. I am
proud of how Boule’s global organization has managed all
these activities in a short period of time.

Quality process improvements are given the
highest priority
Boule products are renowned for their high quality, and the
high quality of current and future products are ensured by rigorous quality system processes. Carefully monitoring and
developing quality system processes involves the entire organization as well as external parties.
Following a routine inspection in May, Boule received a
warning letter from the US Food and Drug Administration
(FDA) in October. Even though Boule has increased investments in resources and improved quality system processes in
2017 and 2018, this warning letter showed that further efforts
were required. Boule is firmly committed to meeting FDA
requirements, and this has been given the highest priority for
our organization.
In October, Boule submitted a plan of action to the FDA that
defines what Boule intends to implement to improve its quality
systems to satisfy the FDA requirements. This work is proceeding according to plan, the majority of process improvements have been implemented, and Boule has submitted data
and reports to FDA each month. Implementation of Boule’s
action plan is expected to be completed in the third quarter
2019 and a dialogue is ongoing with the FDA concerning the
next steps in the process.
The team has managed this challenge in an extremely professional way, with energetic and solution-oriented team work.
The quality systems have been improved and further developed, which was confirmed by good results from an external
audit in the fourth quarter.

developing countries and increasing demand for quick and
efficient near-patient diagnostics on mature markets. The fivepart hematology segment is growing faster than the three-part
segment on this market. Boule has a stronger position in the
three-part segment than in the five-part segment where the
company has had a weaker growth due to a limited product
portfolio. This product portfolio limitation has been forcefully
addressed during the year.
In the decentralized segment, demand for additional types
of tests and more advanced sensors are expected to
increase. Boule plans to meet this increased demand by
launching new products developed both in-house and via
partnerships.
Examples of initiatives in line with this include the launch of
new instruments for the five-part segment in November,
investment in the development of next generation five-part
systems and the introduction of new products via our partnership with biosurfit. This partnership means the Boule offer is
broadened from purely offering hematology to also include
clinical chemistry and immunology solutions.
This significantly expanded product portfolio, together with
a strengthened commercial organization plus continuous
development of the distributor network is expected to create
the right conditions for new and stronger growth in both the
short and long term.

Summary
To summarize, 2018 was a year with a high level of activity
with the purpose of developing the business, but the company has also suffered setbacks in the form of a warning letter
from the FDA. The organization has been further developed
and strengthened during the year, and the product portfolio
has been significantly broadened. Boule enters 2019 a stronger company.

Market development and the future
Boule’s market segment, the decentralized near-patient
hematology market, is an attractive market that is estimated to
be growing by around seven percent per year. This growth is
driven by increased demand for professional healthcare in
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Fredrik Dalborg
CEO and Group President
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Strategic overview
Vision

Mission

Business concept

Improving health for everyone,
everywhere.

We work closely with our customers and partners to provide user friendly, high-quality,
near-patient diagnostics solutions everywhere in
the world.

We efficiently develop, manufacture and provide complete solutions for the human and veterinary
markets.

Core values
Boule’s core values have been developed by the company’s employees and are the foundation to a positive working environment and the cornerstone of the company’s organization and the ability to achieve our goals. Boule’s core values are
summarized in the principles below.

Courageous
• We dare to
challenge the
status quo and
try new things
• We speak up
for what is right
especially when
it feels difficult
• We communicate in an open
and direct way
• We dare make
decisions

6

Customer
oriented
• We listen carefully to understand our customers’ current
and future
needs
• We support our
customers in a
flexible and efficient way, and
take action to
create a positive
impact
• We think globally and act in
an ethical and
sustainable way

B O U L E D I A G N O S T I C S A B (publ)

Innovative

Quality

• We are curious,
have an open
mind and see
possibilities
• We are creative
and responsive
and seek
solutions
• We try new
approaches
and learn from
experience

• We strive for
high quality in
everything we
do
• We follow our
quality systems
and processes
and continuously improve
them
• We take
responsibility
and follow up
on our
commitments

Result
oriented
• We help others
to grow and
work in a way
that brings out
the best in
everyone
• We are goal oriented, engaged,
and cost and
resource
conscious
• We go the extra
mile to achieve
our goals

Teamwork
• We respect and
trust each other
and assume
best of
intentions
• We care about
each other
• We collaborate
and share information, ideas
and knowledge
• We give and
ask for feedback to improve
ourselves and
others
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Strategies
Boule’s strategic work serves to fulfill the company’s vision and mission, enable the company’s business concept, and to reach
the company’s financial targets. In the fourth quarter 2017, Boule determined five new strategic priorities that reflect the focus of
the work implemented to achieve the company’s long-term ambitions and growth targets. In line with the strategies, Boule has in
2018 among other things; invested in efficiency improvements, production capacity and the development of the next generation
hematology platform, won the company’s largest tender so far and strengthened market positions in India and broadened the
product portfolio through both proprietary products and through partners. The five main components of the strategy remain:

Grow in emerging markets
Evolving distributor relationships and strengthening local
presence.

Protect and grow our core business
Continued efficiency improvements
and capacity expansion, quality and
regulatory compliance.

Grow in new customer segments and markets
Resource, sales approaches and partnerships to enter new
customer segments and geographical markets.

Developing and launching next
generation product platforms.

Evolve OEM and CDS brand business
Selective initiatives in profitable growth segments.
(CDS = Clinical Diagnostic Solutions, OEM = Original Equipment
Manufacturer).

Broaden the product portfolio
Develop new product platforms and broaden the product portfolio
through partnerships and acquisitions.

Annual Report 2018
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Financial targets and dividend
Boule’s financial targets have been set to reflect the good
profitability, return and growth that the company’s strategies
and business concept enable.

The financial targets and the dividend target are presented
below together with the actual performance of 2018, comments and historical comparison figures.

Boule’s targets:

• Net debt no greater than three times operating profit on an
annualized basis.
• The annual dividend should correspond to 25-50 percent of
profit for the period, after due consideration of company
liquidity.

• An annual operating margin (EBIT margin) above 15
percent.
• Long term growth in sales above 10 percent per year.

Financial targets

Actual 2018

13 %

The operating margin improved in 2018, driven by a strong first six
month period. During the second half of the year, the margin was
negatively affected by large instrument sales in markets with lower
price levels and by increased R&D expenses and non-recurring
costs in production.

-1 %*

Sales growth was slightly negative in 2018 due to a negative development in the five-part segment explained by a limited product
offering. At the same time, growth in consumables for Boule instruments continued and sales increased by over six percent during the
year. Average sales growth for the past five years is 8.9 percent.

-1,1 times

Operating profit improved in 2018 while the investments in technologies and in biosurfit have reduced cash and cash equivalents with
the effect that net debt/EBIT has gone from -2.1 to -1.1 in 2018. The
negative net debt means that Boule has a strong financial position.

Operating margin:

>15 %
Long-term
sales growth:

>10 %
Net debt to EBIT ratio:

< 3 times
Dividend**

Comments

SEK 0.55**

*Average for 5 years amounts to 8.9 %.

The dividend remains unchanged in relation to profit for the year and
within the perimeters of the dividend policy, the policy considers
both the company’s future access to cash and cash equivalents and
the shareholders’ dividend yield.

**Proposed dividend for 2018.

Financial targets 2014–2018

SEK /
share

Dividend per share 2014–2018

1.00

Target>15 %
Target>10 %

Sales growth,
average 5 years, %

Operating
margin, %

%

Net debt to
EBIT ratio, times

times

18.00

3

14.75

2

11.50

1

8.25

0

5.00

-1

1.75

-2

-1.50

2014

2015

2016

2017

2018

Target<3 ggr

0.75

0.50

0.25

-3
0.00
2014*

2015*

2016*

2017*

2018**

* Per share key ratios for previous years have been
recalculated to adjust for the stock split in June 2018.
**Proposed dividend for 2018.
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This is Boule

High-quality products and services for blood diagnostics,
available everywhere in the world.
Boule’s business model

Boule’s driving force

Boule’s core business model is to develop, manufacture and
sell advanced instruments and consumables used in blood
diagnostics. For every instrument sold, the market for Boule’s
high-quality consumables is growing. The sales of instruments
vary over time and larger orders are dependent on tenders,
whereas the consumables account for a steadier revenue
stream. In 2018, Boule sold 4,167 instruments (4,279), a
decrease of 3 percent, and for every instrument sold consumables for an average of around SEK 6,500 are sold, although
with geographic variations.

Boules products primarily target the decentralized, nearpatient hematology market. Boule’s goal is that patients shall
have access to the same high quality of blood diagnostics at
smaller and decentralized hospitals and laboratories as they
have at the large and centralized institutions. Boule’s products
are user-friendly and of high quality, and they enable analysis
at the patient’s location. This means that the risk of mistakes
that could occur during delivery or when under external care
decreases, while lead times can be shortened to the extent
that patients are offered results and opportunities for follow-up treatment during one single visit.

Instrument platforms and consumables
Boule manufactures hematology systems with instrument
platforms for both the human and veterinary market. Boule’s
instruments contain advanced technology for classifying and
counting blood cells and indicate several different disease
scenarios, for example a reduced immune system or bacterial
and viral infections. The instruments’ analyses allow physicians to monitor disease progression and provide support for
treatment decision-making. Associated consumables in the
form of reagents, blood controls, calibrators and rotors are
sold for the different platforms. In addition, Boule sells consumables to other manufacturers’ hematology systems as well
as consumables to other major suppliers in the industry which
then sells the product to the end-customer under their own
brand (OEM customers).

Total Quality Concept
The quality concept that permeates Boule’s entire business is
ensured by Boule’s presence throughout the entire value
chain, from production to installation and operation at the end
customer, of the products required to guarantee the availability and reliability of the analysis results. Internal quality assurance processes are in place all the way from agreements with
subcontractors to production and finalization of the products.
Through product service and training in product use, Boule’s
quality concept covers the entire lifespan of the product. The
concept is called Total Quality Concept and the goal is for
Boule to be able to offer instruments and consumables of the
highest quality which gives the patients a close and accessible, more efficient and safer care.

The value chain
Direct
sales

End customer
Product
development

Instruments

Production

Reagents

Sales and
market

Distributors

Small and medium sized
hospitals, clinics and
laboratories for human
and veterinary
diagnostics.

Controls

OEM
customers
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Boule’s products
Hematology systems
Boule´s hematology systems are marketed under four brands: Medonic, Swelab and Quintus for the
human market and Exigo for the veterinary market. In 2018 Boule entered a strategic partnership
which added the product spinit to the portfolio. Boule manufactures and markets consumables tied to
its proprietary instrument systems, open consumables for use in open systems from other manufacturers and consumables for OEM customers.

Swelab Alfa Plus,
Medonic M-series M32
Human diagnostics
3-part system

Swelab Lumi,
Medonic M51, Quintus
Human diagnostics
5-part system

Exigo H400
Veterinary
diagnostics
4-part systems

Exigo C200
Veterinary clinical
chemistry analyzer

Spinit
NPA
(Near-patient
analysis)

Consumables

Tied consumables for
proprietary instruments

Reagents
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Consumables for
OEM customers

Open consumables for other
manufacturers´ open systems

Blood controls and
calibrators

Cleaning products
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Development and production

Via the continuous development of existing and new products and
efficiency improvements in production, Boule assures quality,
profitability, customer benefits and competitiveness.
Development
Boule strives to continuously improve and further develop its
existing customer offer and to broaden its product portfolio
with updated versions and new product platforms. To assure
the Total Quality Concept and that the product portfolio contains an optimal customer offer, regular feedback dialogues
are maintained with distributors and end customers. This
feedback then forms the basis for identifying improvement
opportunities and the development of new products. Boule’s
product development team has many years’ experience and
expert knowledge within both systems and instrument development and the development of consumables. The team consists of some 40 people divided between instrument and systems development in Sweden and consumables development
in the US.
In spring 2018, the Exigo platform’s sales offering was
expanded with the new H400 four-part hematology system
and the C200 dry chemistry system. In November, a new
hematology system was also launched on the fast growing
five-part hematology market under the Swelab and Medonic
brands. In parallel with the further development of existing
platforms, important advances were made in the development
of the next generation hematology platform.

Production
Over the past ten years, Boule has increased the number of
instruments sold by twelve percent a year on average. To
manage these increased volumes on a competitive market,
while at the same time delivering the high-quality products the
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market expects at competitive prices, Boule continuously
reviews how to optimize the group’s manufacturing structure
and make it more efficient. This work has continued in 2018,
including by focusing the production of instruments to the
Swedish factory, cost reducing electronics modules and
increased investment in automation.
Over the course of several decades, Boule had built up
experience and innovative know-how in both instruments and
consumables production. Around 50 people are engaged in
the production of Boule instruments and consumables in
Sweden. At the group’s American factory, 30 employees produce consumables and OEM products. Boule personnel are
cross-trained to work in the different production processes
and thereby able to cover needs as they arise. This, together
with good market knowledge and forecasting skills, means
Boule can manage varying order flows over time and between
its different products.

Positive knowledge exchange
Production in both Sweden and the US is done close to the
respective development teams. As the departments are next
door to each other, this enables positive synergy effects in the
form of e.g. shorter lead times, quick and precise problem
solving, plus the production units are involved in the development process at an earlier stage. This positive knowledge
exchange between these departments reduces costs and
development time, improves quality assurance, makes manufacturing processes more efficient and ensures that Boule can
offer a high quality and competitive product portfolio.

B O U L E D I A G N O S T I C S A B (publ)
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New launches broaden the product portfolio

Boule’s three-part instruments have been providing reliable
blood cell counts to hospitals, laboratories and companies all
round the world for a great many years. While three-part differentiation of white blood cells is sufficient for the vast majority of laboratories, there is a growing interest in more detailed
five-part differentiation of white blood cells. In the case of specialist clinics with patients with conditions such as parasite
infections, certain forms of cancer and allergies, a five-part
instrument can provide important information.
To meet this growing interest, Boule launched a new fivepart instrument in November 2018 under the company’s
well-established Swelab and Medonic brands.
The Swelab Lumi and Medonic M51 instruments are
designed with operator user friendliness in focus. Ergonomic
design and an intuitive user interface simplify operation, quality components from renowned suppliers assure reliable service, and low reagents consumption contributes to cost
efficiency.
Swelab Lumi and Medonic M51 are intended to be used by
smaller clinical laboratories with up to 50 tests a day, primarily
by customers on growth markets.
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The instruments offer numerous competitive advantages,
such as:
• Low sample volume for adaption for pediatrics and to support patient comfort in the case of repeated sample taking
• More parameters for better diagnostics
• Large capacity in the software for storing patient data
• Low reagents consumption to support good laboratory
economics
• Compact design for placement in primary care laboratories
• Two-way communication to simplify the exchange of data
between instruments and information processing systems
(HIS/LIS).
The system has been developed and produced in cooperation
with an external partner, with Boule Medical as the legal
manufacturer.
Swelab Lumi and Medonic M51 are an excellent complement to the Boule product portfolio and strengthen the company’s position within the hematology area. These new products are expected to deliver increased sales, both individually
and in combination with existing products, and to open up
access to new customer segments.
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Market and sales

Through efficient distribution channels and a growing product portfolio,
Boule meets customer demand in a global market.
Sales 2018

Growth drivers

2018 was a year of weaker growth for Boule compared to the
previous five years. The reduced growth was in part due to a
negative development for the offering in the five-part segment.
In total, sales of instruments, consumables and other services
amounted to SEK 424.4 million (427.8), which corresponds to
a growth in sales of -0.8 (+7.9) percent. Instruments
accounted for 36 percent (37) of total sales, while sales of
consumables for proprietary instruments accounted for 42
percent (40). Boule’s OEM business, that develops, manufactures and sells reagents and controls to OEM customers,
accounted for 10 percent (10) of total sales. Through the CDS
brand, Boule sells consumables for competitors’ open systems. CDS’s revenues in 2018 accounted for 3 percent (4) of
Boule’s total sales. The remaining 9 percent (9) of sales came
from service, spare parts and shipping.

Growth drivers in the fast-growing markets in Asia, Africa, the
Middle East and Latin America include improving living standards and improving healthcare, especially in rural areas and
smaller towns. The order flow of instruments varies over time
depending on when tenders occur. To increase the company’s market shares, and ensure good future growth from consumables, Boule adjusts the price of the instruments according to individual market conditions when necessary. Boules
main competitive advantages in emerging markets are
user-friendliness, the reliability of the products and low maintenance costs.
In the more mature European and American markets, the
main growth drivers are an aging population with increasing
care and diagnostics needs. Boule’s products are competitive
by offering the high-quality diagnostic equipment with fast
analysis results that the mature markets demand.

Boule’s sales and growth per product area

Instruments and consumables
Proportion of total net sales 2018 (2017)

SEK million

CDS brand,
OEM, other
22 % (23)

Instruments

2014

2015

2016

2017

2018

CAGR* %

125.2

119.0

155.7

156.2

151.7

5.1

5.9

-4.9

30.8

0.3

-2.9

Growth from previous year, %
Consumables proprietary systems

Consumables
42 % (40)
Instruments
36 % (37)

105.2

123.5

153.3

167.7

178.2

Growth from previous year, %

23.3

17.4

24.1

9.4

6.1

CDS Brand/OEM

50.6

59.0

61.8

61.2

57.5

Growth from previous year, %

5.2

16.6

4.7

-1.0

-6.0

Other (service, spare parts &
shipping)

25.7

29.9

26.0

42.7

37.0

Growth from previous year, %

2.0

16.3

-13.0

64.2

-13.2

306.7

331.4

396.7

427.8

424.4

10.8

8.1

20.9

7.8

-0.8

Total
Growth from previous year, %

15.9
3.6

7.9

8.9

*Compound Annual Growth Rate for the last five years.

Net sales per region 2014–2018
SEK million
500

Compund annual growth rate
for the last five years

400

Africa/Middle East
Western Europe
Latin America
Eastern Europe
Asia
USA

300

200

14%
2%
8%
5%
21%
4%

100

0

2014
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Market and sales

Global presence

Marketing

Boule’s sales strategy is to quickly meet local demand where
it occurs through the company’s global presence. To facilitate
this, parallel distribution channels are used for the Swelab and
Medonic brands. In total, Boule’s well-established distribution
network reach more than 100 countries through roughly 200
regionally based distributors. By using the regional distributors’ knowledge Boule has access to the knowledge about
local laws and regulations that is required be able to sell the
company’s products efficiently around the world. Close to 99
percent of Boule’s sales are made outside Sweden in cooperation with the regional distributors. In Sweden and, to a limited
extent, the USA, Boule has chosen to market its products
itself. This is primarily done to streamline dialogue between
the end-customer and Boule. The direct contact with customers gives Boule the opportunity to quickly obtain assessments
and reviews of the company’s various products. The feedback
from customers contributes to the company’s active product
development and helps Boule to achieve the high ambitions
which are defined in the company’s quality concept.

Boule’s distributors on individual markets have the principal
responsibility for the sales and marketing of the company’s
products. In doing so, Boule can utilize the distributors’
knowledge on specific business cultures and conditions on
the different markets to get a targeted, localized and efficient
market communication. Boule supports the distributors with
training and marketing materials to keep them updated on the
company’s products and facilitate effective representation.
In 2018, Boule invested in an expansion of its own global
marketing department to strengthen the company’s future
positions on both the human market and the growing veterinary market. The initiative includes both digital and more classical marketing channels such as trade fairs and seminars. By
keeping the company visible and active on the largest global
trade fairs Boule can expand the distribution network, acquire
important knowledge on market demand, as well as build
valuable relationships with end customers.

Sales channels in over 100 countries
Boule’s total sales for 2018 was SEK 424.4 million (427.8) with total sales by region and changes compared to the previous year
presented below.
Latin America
USA

SEK 31.3 million (-2 %)

SEK 129.6 million
(+1 %)

USA
Market growth: 2 %
Population (mill.): 328
Blood cell counts/person: 1.3

B O U L E D I A G N O S T I C S A B (publ)

SEK 34.2 million (-6 %)

Africa

SEK 18.1 million (-49 %)

Africa
Market growth: 3-4%
Population (mill.): 1,320
Blood cell counts/person: 0.2

Latin America
Market growth: 5%
Population (mill.): 658
Blood cell counts/person: 0.8
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Western Europe

Eastern Europe

Middle East

SEK 26.2 million (+5 %)

SEK 59.1 million (-5 %)

Eastern Europe
Market growth: 3-4%
Population (mill.): 292
Blood cell counts/person: 0.8

Western Europe
Market growth: 1%
Population (mill.): 451
Blood cell counts/person: 1.0

Asia

SEK 125.7 million (+15 %)

Asia
Market growth: 10-12%
Population (mill.): 4,295
Blood cell counts/person: 0.4
Middle East
Market growth: 2-3%
Population (mill.): 275
Blood cell counts/person: 0.3
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Laboratory diagnostics market

The decentralized hematology market

In 2018, the global In Vitro diagnostics market was estimated
to approximately SEK 550 billion with a growth rate of 4 percent. The hematology market is estimated to be about 6 percent of the total In Vitro diagnostics market and amounted to
approximately SEK 35 billion in 2018 with an expected annual
growth rate of 2 percent.

The decentralized, near-patient, hematology market can in
turn be divided into two segments, three-part and five-part. In
a three-part analysis three subgroups of white blood cells are
analyzed while the five-part analysis is even more advanced
and analyzes five subgroups. In numbers of analyzes made,
three-part represent about 80 percent and five-part about 20
percent of the market. Due to the higher price levels of instruments and higher cost per test in the five-part market, it represents about 40 percent of the value of the market while
three-part represents about 60 percent. The market for fivepart grows faster than the market for three-part.

Boule’s market
The hematology market can be divided into two main segments; the centralized and the decentralized. The centralized
segment consists of larger hospitals with their own central
laboratories and commercial reference laboratories. Boule’s
main market is found in the decentralized, near-patient, segment, which consists of smaller hospitals, clinics, laboratories, healthcare centers and veterinary clinics. Globally, there
are more than 100,000 small and medium-sized diagnostic
laboratories for which Boule’s instruments are attractive alternatives. The market value of Boule’s decentralized main market is less than the value of the centralized hematology market, but it has higher growth. The market amounts to approximately SEK 6 billion and is currently expected to grow by
around 7 percent per year globally. Boule’s market share of
the decentralized hematology market is around 8 percent.

Other InVitro diagnostics
56,684
94 %
Decentralized
5-part
327
9%
3-part
435
11%
Hematology
3,810
6%

Estimated market value 2017, mUSD
Market estimates presented in SEK is
affected by changes in exchange rates.
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Centralized 5-part and
other hematology
3,048
80 %
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Risks and opportunities

With innovation and action, Boule meets challenges
and creates new opportunities.
Boule’s challenges, risks and uncertainty factors

Boule’s opportunities

Boule’s main challenges arise from the fragmented and competitive market where the company operates, the determination to continuously develop and broaden the product portfolio, and the strict regulatory requirements that apply to
advanced medical technology. These challenges vary,
depending on the product and region, and Boule needs to
meet all market challenges effectively in order to sell its products profitably and assure operating cash flow. Boule’s competitors include both smaller and larger well-resourced companies that can exert price pressure, leverage regulatory
advantages or exclusive agreements to win procurements and
market shares. The most significant risks to Boule’s target
achievement are summarized below*.

Thanks to its strong and well-established instrument platforms
and distributor channels, plus trust inspiring brands, Boule
has fertile soil for future growth potential. Boule’s strong positions on the emerging markets in e.g. Asia was further
improved in 2018 as Boule, amongst other things, won the
company’s largest tender to date in India. In both the human
and veterinary markets new product launches have strengthened Boule’s positions and the development of the next generation hematology platform continued with important steps
forward, such as the acquisition of new laser technology.
In 2018, new distribution collaborations were also initiated and
in December Boule invested in a strategic partnership with
biosurfit whose main product spinit strengthens Boule’s product portfolio and long-term competitiveness.

Sales risks

Future success for the company depends on partnerships with existing and new customers. If customer agreements cannot be signed and maintained or if they are terminated, this can adversely affect the company’s future
financial situation. Negative development could also arise if competitors offer better and more efficient products at
lower prices or through the sales of pirated third-party reagents. Boule manages such risks through an active product development and the use of bar codes and RFID solutions on proprietary reagents.

Development risks

There is always a risk that current and future development projects are delayed, suffer cost overruns or are not
successful.

Foreign exchange
risks

The group is exposed to foreign exchange risks in the form of transaction exposure and currency conversion exposure. Transaction exposure is relatively limited as the respective companies primarily have revenues and costs in
their respective local currencies. Conversion exposure is relatively significant as the consolidation of the income
statement and balance sheet entails exposure to exchange rate changes in USD for activities in the American subsidiary. Exchange rate fluctuations can come to adversely affect the company’s continued development, growth
and financial position.

Production and
quality risks

The group’s production operations take place at three production plants and consist of a chain of processes in
which interruptions or disruptions of human, technical or regulatory nature can prevent Boule from fulfilling its obligations regarding the quality, and delivery, of goods, which would have a negative effect on profitability and reputation. Through Boule’s quality concept and work with production operations and inventory management, the company minimizes risk realization and effect.

Financing risk

Boule can finance its operating activities with the cash flow the company generates today. However, the group
needs to keep a continuous close eye on cash flow to assure operations and a future need for additional capital to
meet Boule’s internal liquidity requirements cannot be ruled out.

Legislative and
regulatory risks

The manufacture, marketing and distribution of medical device products and equipment is done on a regulated
market. Were Boule not to gain future market approval and certification or be able to maintain existing approvals,
this would have a negative effect on the business.

Dependence on
key persons

Boule has a distinct high technology orientation and is therefore dependent on being able to retain and recruit personnel. If the company were to lose key employees, or not successfully recruit suitably qualified new employees,
this can affect Boule negatively.

Brand risks

Boule markets its products in over 100 countries. As a company on the global market for blood diagnostics, Boule
has a responsibility to act in a socially, financially and environmentally sustainable way. Were Boule, via its employees, customers or suppliers, to fail to live up to this responsibility, this could have negative consequences for the
company and the company’s brands.

Market risks

Historically, sales to certain countries have been subject to various temporary or permanent forms of protectionism
and trading restrictions. That this could happen again and affect regions that are important and profitable for Boule
cannot be ruled out.

*For more information about Boule’s sustainability related risks, please read the sustainability report on pages 23–27.
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Risks and opportunities

Warning letter from the US Food and Drug Administration

Boule’s action regarding the FDA observations

In May 2018, the US Food and Drug Administration (FDA) performed a routine inspection of Boule’s Swedish instrument
manufacturing site. After the inspection Boule received list of
observations that the company responded to with an action
plan within the three weeks that the FDA had required. In
October, the FDA sent Boule a warning letter in which they
stated that they had identified areas where Boule’s implemented measures were not sufficient and that they demanded
further documentation on implementation on completed personnel training in the new procedures and a retrospective
review. The warning letter does not cause limitations on production or sales of products.

Boule takes both regulatory compliance and the company’s
quality work very serious and the received FDA warning letter
was immediately given the highest priority within the
company.
In 2017, Boule initiated an increased commitment to regulatory compliance and quality assurance. The initiative continued
in 2018 and included; the strengthening of the management
team with a new director responsible for these areas, increased
resources for quality assurance and compliance, and the use of
external experts. Boule will continue to dedicate the necessary
internal and external resources to the issues raised by the FDA
and has also intensified staff training on the new procedures.
The company cooperates fully with the FDA to ensure that
Boule meets all current and future FDA requirements.

Challenge

Opportunity

Action plan

Competition and price pressure
Boule operates on a fragmented market with
powerful and multifaceted competition. The
competitors Boule faces, and what price
levels apply, vary between regions and
products.

Boule’s quality concept and value creating
process covers the entire life cycle of its products which enables prices to be maintained at
levels customers consider reasonable and
attractive. Boule’s holistic approach assures
product reliability and maintenance while
enabling the company to preserve good margins and relations over the long term.

To maintain the high quality of company
products while preventing costs from rising,
Boule will continue to make its production
processes more efficient and improve its
manufacturing structure.

New competition
Well-resourced companies active in other
segments can diversify and leverage their
resources in an attempt to penetrate Boule’s
main segment.

By focusing on strengthening the company’s
positions in its main market segments and
working closely with well-established local
partners, Boule will be able to meet any
such challenge effectively and grow on
existing markets.

Boule is continuing to expand its distribution
network while at the same time strengthening the support structure in place for existing distributors. This is for example achieved
by increased presence of product specialists and service at the local markets .

Competitors and product portfolio
Boule’s competitors regularly develop new
products that Boule must counter by offering a relevant, comprehensive and highquality product portfolio in order to be able
to win procurement processes and increase
market shares.

Boule has an advantage in the reputation
capital the company’s brands have
amassed. This trust streamlines launch periods for new products, which enables the
company to develop the differentiated and
broad product portfolio the company needs
in order to continue to increase its market
shares.

Boule invests in the development of new
and existing products. In 2018, new products have been launched both for the
human and veterinary markets. The product
portfolio is also broadened via new distribution agreements and when attractive opportunities appear, Boule can expand its portfolio through acquisitions.

Regulatory challenges
Within, primarily, the human products market, medical device companies face strict
regulatory requirements on all sub markets,
irrespective of region or product category.
Quality assurance and clinical trials can take
several years and if such trials prove unsuccessful, Boule cannot then market these
products.

These strict requirements are a barrier to
entry on Boule’s markets. Low price competitors and other companies that lack regulatory and quality assurance resources are
restricted by this. With efficient and professional partnerships, regulatory know-how
and knowledge of its markets, Boule
ensures its products can be marketed effectively and profitably.

Boule’s resources within regulatory issues
and quality have been strengthened by both
internal and external resources over the last
couple of years and Boule will retain and
further strengthen these so that Boule products can be launched and marketed effectively on each respective market.

Fluctuations in revenues
Boule’s sales growth of instruments is
dependent on the size and point in time of
larger procurement processes. Quarterly
variations in revenues, margins and cash
flow can therefore arise.

These variations are becoming less pronounced as sales increase. Boule can utilise
its well-established distribution networks for
profitable agreements with other producers.
There is also growth potential within CDS
and OEM agreements that are not dependent on Boule’s own instrument sales.

In addition to the continued refinement of its
fundamental business model, where the
growing number of installed instruments
generate increased and more stable cash
flows, Boule also seeks to increase the proportion of revenues from CDS, OEM customers and distribution agreements, to
reduce fluctuations in the longer term.
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Boule’s share

Boule shares have been listed on the NASDAQ Stockholm
Exchange since 2011 and per 31 December 2018, Boule had
1,172 shareholders.
Market capitalization and turnover
The last traded price per 31 December 2018 was SEK 52.20
(65.38) which gave Boule a market capitalization of SEK
1,013.5 million (1,269.4). As per 31 March 2019 the last traded
price was SEK 61.50 (67.25) giving a market capitalization of
SEK 1,194.1 million (1,305.8). In the financial year 2018, the
average daily turnover of shares was 27,685 (55,172), a total of
6.9 million (13.8) Boule shares were traded in 2018 at a value
of SEK 277.3 million (539.3). The share price declined by 20.2
percent in 2018, the OMXSPI declined by 7.7 percent

Stock split
To facilitate trade with the company’s listed shares, the Annual
General Meeting on May 14, 2018 decided to increase the
number of Boule shares by dividing every previous share in
four (4:1 stock split). The split took effect on June 4 and
increased the number of shares from 4,854,138 to 19,416,552.
The split had no effect to the share capital and hence
decrease the quotient value per share from SEK 1 to SEK
0.25. Following the division of shares, the comparative earnings per share, before and after dilution, of previous periods
have been retroactively recalculated. The alternative performance measures in the annual report that include the number
of shares have also been retroactively recalculated to facilitate
comparison between the periods.

shares rose by 14,562,414 following the stock split in June, no
other changes to the number of shares occurred. Boule only
has one class of shares and all shares have equal rights to
shares in the company’s assets and profits. A board lot is one
(1) share.

Options
Following a resolution by the 2017 Annual General Meeting,
the company has determined to issue a maximum of 122,631
options. Each option entitles the holder to buy four shares at a
price of SEK 97.50 per share by 30 December 2020 at the latest. The CEO has been awarded, and has acquired on market
terms, 48,631 of these options. An additional 10,000 options
have been awarded or been acquired at market value. The
remaining 64,000 options are available for future allocation.

Dividend
The Board of Directors of Boule has the long-term intention of
giving the shareholders a dividend that reflects both good
direct yield and dividend growth. The dividend shall, according to the dividend policy, correspond to 25–50 percent of the
year’s profit after taking due consideration to the company’s
liquidity. For the financial year 2018, the Board of Directors
has Boule proposed a dividend of SEK 0.55 (0.50) per share
to the Annual General Meeting, which corresponds to 26.0
percent (26.1) of net profit for the year.

Share capital
The share capital of Boule on 31 December 2018 was SEK
4,854,138 divided into 19,416,552 shares with a quotient value
of SEK 0.25 per share. In 2018, the number of votes and

Shareholder agreement
The board of Boule is not aware of any shareholder agreements between company shareholders.

Share price history Jan 2015–April 2019
Aktiekursutveckling 20150101 – 20190331
SEK
120

Number of
shares traded,
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Share net sales per month
OMX Stockholm Health Care_PI
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Boule’s share

Earnings per share 2014–2018

Shareholders´ equity per share
2014–2018

Cash flow from operating activities
per share 2014–2018

Dividend 2014–2018

SEK/
Share

SEK/
Share

SEK/
Share

SEK/
Share

3

20

3

1.00

0.75

15
2

2

0.50

10
1

1

0.25

5

0

0
2014

2015

2016

2017

2018

0.00

0
2014

2015

2016

2017

2018

2014

2015

2016

2017

2018

2014

2015

2016

2017

2018*

*Proposed dividend for 2018.

Share capital increase
Increase in
share capital,
SEK

Total share
capital, SEK

No. of new
shares

Total number
of shares

Quotient
value, SEK

Year

Month

Transaction

1996

October

Company
formed

100,000

100,000

100,000

100,000

1.00

1996

December

Directed
share issue

129,600

229,600

129,600

229,600

1.00

1997

January

Directed
share issue

287,950

517,550

287,950

517,550

1.00

1997

January

Directed
share issue

728,500

1,246,050

728,500

1,246,050

1.00

1997

October

Directed
share issue

290,000

1,536,050

290,000

1,536,050

1.00

1998

February

Directed
share issue

22,786

1,558,836

22,786

1,558,836

1.00

1998

April

Directed
share issue

103,922

1,662,758

103,922

1,662,758

1.00

1998

June

Directed
share issue

10,000

1,672,758

10,000

1,672,758

1.00

1998

August

Directed
share issue

5,634

1,678,392

5,634

1,678,392

1.00

2001

September

Directed
share issue

460,350

2,138,742

460,350

2,138,742

1.00

2004

October

Directed
share issue

380,347

2,519,089

380,347

2,519,089

1.00

2007

June

Preferential
rights issue

944,658

3,463,747

944,658

3,463,747

1.00

2011

June

Directed
share issue

1,243,391

4,707,138

1,243,391

4,707,138

1.00

2017

July-December

Exercise
of options

147,000

4,854 ,138

147,000

4,854,138

1.00

2018

June

Division of
shares

-

4,854,138

14,562,414

19,416,552

0.25
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Five year summary

’000s SEK

2018

2017

2016

2015

2014

INCOME STATEMENT
Net sales
Cost of goods sold
Gross profit
Other operating revenues

424,400

427,793

396,712

331,407

306,687

-234,682

-225,107

-206,064

-181,580

-170,242

189,718

202,686

190,647

149,828

136,445

10,511

5,205

6,935

4,799

5,947

Selling and marketing expenses

-86,186

-88,093

-69,188

-66,228

-62,572

Administrative expenses

-23,451

-27,443

-30,360

-22,837

-24,989

Research and development expenses

-28,816

-31,703

-37,480

-40,071

-23,631

-6,9 41

-6,300

-13,464

-3,886

-4,641

54,835

54,352

47,091

21,604

26,560

Other operating expenses
Operating (EBIT) profit/loss
Net financial items

-101

-1,009

-2

-1,203

-1,629

Profit/loss before tax

54,734

53,343

47,088

20,400

24,931

Tax

-13,703

-16,104

-11,055

-5,049

5,335

Profit/loss for the year

41,031

37,239

36,033

15,351

30,266

BALANCE SHEET
Fixed assets
Intangible assets

158,858

103,831

103,686

101,682

98,664

Tangible assets

23,122

16,650

20,481

20,329

17,587

Financial fixed assets

96,955

31,483

28,137

18,632

107

-

256

455

9,223

13,093

278,935

152,221

152,759

149,867

129,451

46,195

Deferred tax assets
Total fixed assets
Current assets
Inventory

58,026

50,759

59,186

54,761

133,631

114,348

107,800

60,460

81,647

30,256

99,163

44,588

50,395

22,656

Total current assets

221,913

264,270

211,574

165,616

150,498

Total assets

500,848

416,491

364,333

315,483

279,949

300,857

261,766

229,765

188,514

169,992

1,007

751

4,651

7,371

8,951

Other long-term liabilities (invoice factoring loans)

10,747

25,982

22,275

4,525

-

Deferred tax liabilities

14,718

9,367

3,458

3,651

1,428
41,825

Current receivables
Cash and cash equivalents

Equity and liabilities
Equity
Long-term interest-bearing liabilities

62,590

38,678

30,364

59,285

Current non interest-bearing liabilities

Current interest-bearing liabilities

108,229

79,947

73,820

52,138

57,753

Total shareholders´ equity and liabilities

500,848

416,491

364,333

315,483

279,949

27,874

CASH FLOW
Cash flow from operating activities before changes in working capital

53,287

62,034

56,034

27,880

Changes in working capital

-30,623

-4,318

-36,159

-5,556

3,111

Cash flow from investment activities

-9 2,133

-14,076

-5,659

-8,377

-22,761

-435

12,247

-21,09 0

13,172

1,941

-69,904

55,886

-6,874

27,119

10,165

Cash flow from financing activities
Cash flow for the year
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Five year summary

2018

2017

2016

2015

2014

KEY RATIOS
Growth in net sales, %

-0.8

7.8

19.7

8.1

10.8

Gross margin, %

44.7

47.4

48.1

45.2

44.5
30.9

EBITDA, SEK million

63.2

65.2

56.6

28.5

EBITDA margin, %

14.9

15.3

14.3

8.6

10.1

EBIT, SEK million

54.8

54.4

47.1

21.6

26.6

EBIT margin, %

12.9

12.7

11.9

6.5

8.7

Return on total capital, %

12.3

13.9

13.9

7.3

10.6

Return on shareholders´ equity, %

14.2

15.2

17.2

8.6

20.3

Return on capital employed, %

16.1

15.4

16.9

9.2

13.3

Shareholders´ equity, SEK million

300.9

261.8

229.8

188.5

170.0

Capital employed, SEK million

375.2

327.2

287.1

237.2

199.8

Working capital, SEK million

CAPITAL STRUCTURE

205.0

261.5

176.2

139.8

102.1

Liabilities to credit institutes, SEK million

74.3

65.4

57.3

71.2

50.8

Interest coverage ratio

33.2

23.8

67.0

15.1

16.2

Net debt, SEK million

-59.7

-113.1

-55.9

20.9

28.1

Net debt coverage ratio, %

-19.8

-43.2

-24.3

11.0

16.5

60

63

63

60

61

Equity ratio, %

DATA PER SHARE
Average number of shares

19,416,552

19,175,511

18,828,552

18,828,552

18,828,552

No. of shares at end of period

19,416,552

19,416,552

18,828,552

18,828,552

18,828,552
1.61

Earnings per share, SEK

2.11

1.92

1.91

0.82

Shareholders´ equity per share, SEK

15.5

13.5

12.2

10.0

9.0

Cash flow from operating activities per share, SEK

1.17

2.97

1.06

1.19

1.65

0.55*

0.50

0.35

0.15

0.15

191

164

174

168

179

Dividend, SEK
EMPLOYEES
Average number of employees
*Proposed dividend for 2018.

Net sales 2014–2018

Profit/loss for the year 2014–2018

Cash flow from operating activities before
changes in working capital 2014–2018

Shareholders’ equity 2014–2018

SEK million

SEK million

SEK million

SEK million

500

50

400

40

400

60
50

300
40

300

30
200

30
200

20
20
100

100

10

0

10
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Definitions of key figures
The Boule group accounts are produced in accordance with
IFRS where only a small number of key figures are defined.
Boule applies the ESMA (European Securities and Markets
Authority) guidelines for alternative key figures. In brief, an
alternative key figure is a financial measure of historic or future
performance, financial position or cash flow that is not defined
or specified in IFRS. To support company management and
other stakeholder analysis of the group’s development, Boule
presents certain key figures not defined in IFRS. Company
management consider these performance measures to be
helpful when performing an analysis of the group’s development. These alternative key figures are complementary information to IFRS and do not replace key figures defined in IFRS.
Boule’s definitions of ratios not defined in IFRS can differ from
definitions by other companies. Calculations of all key figures
can be checked against items in the income statement and
balance sheet.
Return on shareholders’ equity is profit/loss for the year
divided by average shareholders’ equity at the end of the
period.
Return on total capital is operating profit plus financial income
divided by average total capital.
Key figures showing the group’s profitability in relation to
shareholders’ equity and total capital respectively. These
ratios are considered important for investors wishing to compare the group with alternative investments.
Gross profit are net sales minus cost of goods sold.
Gross margin is gross earnings divided by net sales.
Gross earnings and gross margin show the basic profitability
of Boule sales of goods and services and are therefore considered important for investors wishing to understand the
profitability of the business model and development over time.
EBIT (Earnings before interest and taxes) is profit before net
financial items and taxes.
EBIT margin is EBIT dividend by net sales.
EBIT is considered important to investors as it shows the
group’s operating income before financing costs and taxes.
EBITDA (Earnings before interest, taxes, depreciation and
amortization) is profit before net financial items and taxes as
well as depreciation/amortization and impairment of non-current assets.
EBITDA margin is EBITDA dividend by net sales.
EBITDA is the operation income before depreciation/amortization and impairment. As these posts don’t affect the cash
flow, they are considered relevant to investors who assesses
the group’s performance.
Shareholders’ equity per share is shareholders’ equity divided
by the number of shares at end of period.
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Sales development (sales growth) is net sales in the period
divided by the net sales in the comparison period, expressed
as a percentage change.
Net sales consist of revenues from goods sold and services
performed, their development over time is therefore considered to be an important measure for investors and other
stakeholders.
Capital employed is the balance sheet total minus deferred
tax liabilities and non-interest-bearing liabilities.
Return on capital employed is net operating profit adjusted for
financial items divided by average capital employed.
Capital employed is the capital on which a return must be
made, as this consists of externally financed capital with interest costs or shareholders’ equity belonging to shareholders.
The return on capital employed ratio is considered to be of
value to both investors and other shareholders.
Working capital is inventories, accounts receivable (current
and non-current), and cash and cash equivalents minus
accounts payable.
Working capital is capital that is used on an ongoing basis in
the business and shows the group’s capacity to meet shortterm obligations.
Net investments are investments in material and intangible
assets adjusted for divestments.
Net investments show how much cash flow has been invested
in non-current assets.
Interest coverage ratio is operating profit plus financial income
divided by financial costs.
The interest coverage ratio is used to measure the ability to
pay the group’s interest costs.
Net debt is interest bearing assets minus interest bearing
liabilities.
Net debt to EBIT ratio is net debt divided by EBIT for the most
recent 12-month period.
Net debt to equity ratio is net debt divided by shareholders’
equity.
Net debt clarifies the amount of interest-bearing liabilities with
deductions for funds that could be used for repayments.
When net debt is divided by EBIT, this shows how many years
it would take to pay back interest-bearing liabilities if Net Debt
and EBIT are held constant. The debt to equity ratio is used to
show the group’s ability to cover all outstanding debts and
sensitivity to interest rates. When net debt is negative, this
means the group’s interest-bearing assets exceed its interest-bearing debts.
Equity ratio is shareholders’ equity divided by total assets.
This ratio shows how much of the group’s total assets have
been financed by shareholders and is considered to be
important for investors and other stakeholders.
Annual Report 2018
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Boule accepts its responsibility as a global medical device products company
and strives to ensure high product safety and quality, sound business ethics
and satisfied and motivated employees.
This is the Boule Diagnostics AB sustainability report and
concerns the 2018 financial year. The sustainability report
covers the parent company Boule Diagnostics AB (co. no.
556535-0252) and all entities that are consolidated in the
Boule Diagnostics AB consolidated accounts for the same
period, which are specified in note 14 in the group accounts.
The sustainability report has been produced in accordance
with the regulations in Annual Accounts Act chapters 6 and 7.

Impact from the Boule business model
As a global supplier of instruments, consumables and associated services for high quality and safe blood analysis, Boule
works to protect and improve the environment, the health and
well-being of employees, customers, patients and the societies in which the company operates.
Boule sources input goods in Europe, Asia and the USA,
performs manufacturing and assembly work in three factories
in the USA and Sweden and markets instruments and
reagents globally via a network of distributors. Boule’s sustainability work therefore not only means ensuring high demands
on the company internally but also imposes even higher
demands on external business partners to cooperate and
manage business ethics, social and environment related risks
and opportunities.
With the type of products Boule manufactures, product
safety regarding quality and safety is crucial for the company’s
credibility. Sustainability aspects are considered throughout
the entire value chain, which covers everything from product
development, provision of input goods and production to distribution. For more information on Boule’s business model and
value chain, please see page 9 of the annual report.

Accountability
Boule’s vision, mission, values and code of conduct guide
employees in the social and environmental responsibility the
company strives for. The code of conduct contains the company’s binding guidelines and provides specific directions
when new relationships are formed with employees, suppliers,
distributors, customers and other partners.

The governing of Boule’s sustainability work
As a medical device products company, Boule is governed to
a large extent by laws and regulations concerning standards,
safety and product quality. Equipment for blood diagnosis is
subject to detailed rules and regulations worldwide. In addition to laws and regulations, Boule also works in accordance
with quality management systems and all manufacturing and
sales companies within the group are certified to ISO 13485.
Boule also shares the values set out in the 10 principles of
the UN Global Compact Initiative on the protection of human
rights, labor, environment and anti-corruption. These common
values have very largely governed the content and formulation
of Boule’s policies. They set out the group’s approach to
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sustainability issues and issue specific guidelines for minimizing risks of breaches in Boule’s own business and that of
partners that the company has influence over.

Boule’s Code of Conduct
Boule’s code of conduct contains the company’s requirements and stances on issues such as anti-corruption, human
rights and environmental concern. Boule’s code of conduct
provides a guide for employees on a daily basis and imposes
business ethics demands on suppliers and distributors. All
employees within Boule have read and understand the code
of conduct and each manager in the respective businesses is
responsible for ensuring compliance in daily operations. The
code of conduct is complemented by Boule’s environment
policy, quality assurance policy, diversity and equal opportunities policy and the code of conduct for suppliers.

Business ethics
Boule’s procurement process includes markets that offer
good business opportunities but that are also exposed to
serious risks linked to areas such as corruption, bribery and
fraud. Boule has a zero-tolerance approach to corruption.
Boule’s code of conduct sets out the company’s undertaking
to maintain a high ethical standard within the business and
expectations on all employees and business partners. All
employees take a course on Boule’s code of conduct and
should be familiar with their responsibilities in relation to bribery and corruption.

Reporting deviations
Boule employees and business partners are encouraged and
expected to report breaches in the Boule code of conduct. All
information reported is treated in the extent that is reasonably
required for investigation. Individuals who report such incidents face no reprisals or other negative consequences.

B O U L E D I A G N O S T I C S A B (publ)
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Boule’s code of conduct includes directions on how employees
should report suspected breaches within the organization.
No breaches of the code of conduct were reported in 2018.

Product liability
Boule seeks to offer its customers safe products that exceed
their expectations regarding quality and safety.

Quality and safety
Boule’s ability to produce reliable and high-quality instruments
for blood diagnostics is of tremendous importance for the
customers’ operations and of critical importance for patients.
Incorrect or inadequate diagnoses can cause significant harm
to patients, lead to financial losses for the hospital or healthcare establishment and by extension, threaten Boule’s business operations. For this very reason, product safety is one of
the utmost priorities for Boule.
A differentiating and important property for the quality and
safety of Boule products is that consumables (reagents) are
tied to proprietary Boule instruments. Boule’s closed systems
enable blood analyses to be done more quickly, simply and
safely. As the sealed test tubes do not need to be opened by
laboratory personnel, the blood is never exposed to external
contaminants. This is an important safety aspect for both
patients and personnel.

Chemicals and components
In order to ensure that no Boule product contains harmful,
regulated or unnecessary chemicals, Boule complies with the
rules and regulations that apply for the manufacture of electronics and the use of chemicals. Only components that are
approved within the parameters of the EU regulations on the
Registration, Evaluation, Authorization and Restriction of
Chemicals (REACH), the Hazardous Substances Directive
(RoHS) and Waste Electrical and Electronic Equipment
(WEEE) are used in product development and production.
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Total Quality Concept
It is very important to obtain reliable results, high operating
safety and maintain high quality in the user chain. Boule’s
Total Quality Concept is based on quality and knowledge and
spans the entire value chain and operations all the way to the
end customer. The fundamental aim is to assure high quality
throughout the usable life of every instrument, from original
installation of instruments and consumables to usage, training
and service. The driving force behind Boule’s Total Quality
Concept is to ensure all products maintain the very highest
quality for care that is safer, more efficient and more convenient for patients.

Suppliers
Boule’s suppliers play a key role in supplying qualitatively crucial systems and an important part in Boule’s success.
Choosing suppliers is therefore made with great care and
consideration of the supplier’s values. Boule only picks those
suppliers that offer the best and most cost-effective products
and that guarantee the highest possible quality. All Boule suppliers of production materials have quality management systems in place.
Suppliers with documented environment systems and environment targets are prioritized. Approved suppliers are regularly monitored. This is done to ensure that the supplier has
lived up to these commitments and can continue to be considered an approved supplier. No supplier contracts have
been terminated during the year due to failings in quality management systems.

Code of Conduct for Suppliers
Boule has over 100 suppliers, mainly in Europe and Asia.
Some of these suppliers are in countries where the risks of
breaches of environment standards, good business ethics,
human rights and decent working conditions cannot be
ignored. Boule expects all suppliers and sub suppliers to act
in an ethically correct way and in accordance with internationally recognized standards for human rights, working conditions, environment and anti-corruption. Companies that
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accept the code of conduct undertake, within the parameters
of their sphere of influence, to approve and adopt fundamental
social and environment standards and, in turn, to ensure that
their sub suppliers satisfy the same requirements. Boule’s
goal is that all suppliers sign the Boule code of conduct for
suppliers. To date, around 60 percent of Boule’s critical sub
suppliers have signed the code of conduct. Those suppliers
that have not signed the code of conduct have been approved
based on their own code of conduct and undertakings that
are equivalent to or exceed Boule’s own requirements on
suppliers.

Boule employees
Boule seeks to offer a workspace where employees can reach
their potential in an open and inspiring work environment.
Developing and retaining skilled and committed employees
while at the same time attracting employees with new skills
sets, is key to continued development and growth and something Boule has been very successful at.

Guiding values
Boule undertakes to adhere to highly set standards with the
aim of offering a fair, respectful and safe workspace for all
employees. Boule’s code of conduct sets out the organization’s stances within these areas. All Boule employees receive
training in the company’s code of conduct and are informed of
their personal responsibility to ensure that they act in accordance with them.
In late 2017, the new values that all Boule employees were
involved in developing were presented. Implementation of
these has continued in 2018 via seminars and other activities,
a process that is important for Boule and appreciated by
employees. See page 6 of the annual report for the principles
behind Boule’s values.

Employee satisfaction
The company’s employee survey, that provides a summarized
assessment of Boule as an employer, is a source of valuable
knowledge about the working environment and guidance in
measures to implement moving forward. The 2018 survey

showed a rising employee satisfaction index of 4.1 (4.1) out of
5.0 in Sweden and 4.3 out of 5.0 in USA. The employee survey was expanded in 2018 to also include employees in the
USA, having previously focused on Swedish operations.

Health and safety
Boule seeks to achieve high standards for health and safety.
Ensuring safety consciousness, positive attitudes and continuous improvements in safety requires the active and enthusiastic commitment of all business partners, managers and
employees at all levels. Boule pursues active health and safety
work to prevent physical injuries at work. Each year, both
planned and unannounced health and safety inspections are
performed to evaluate workspaces. In 2018, 8 (11) near accidents occurred, of which 1 (3) lead to sick leave and were
reported to the Work Environment Authority. No serious near
accidents were reported in the US. All incidents were reported
to the health and safety committee for consideration and
monitoring. The biggest physical health and safety risks at
work are in production and storage. Total sick leave fell in
2018 to 2.2 percent (3.1).

Diversity and equal opportunities
Boule is an international group with employees in many parts
of the world. For Boule to be a successful business, the
knowledge, experience and commitment of its employees are
vital. Accordingly, Boule aims to be a workplace where the
qualities, knowledge and skills of all employees are utilized in
the best possible way. Every employee is to be treated with
respect and have the same opportunities, irrespective of gender, ethnicity, nationality, religious beliefs, sexual orientation,
disability, age, experience or family situation. No cases of discrimination or harassment have been reported during the year.
Boule seeks to have the most equal gender balance possible in different types of positions. In 2018, the average number of employees in the group was 191 (164) including 9 (10) in
the parent company. The average number of women in the
group was 81 (62) and average number of men in the group
110 (102).

Russia Mexico
1% 1%

12

3 33% Women

81 42% Women
100 50% Sweden
USA

48 % 88

Average number of employees
per country 2018
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Men 58% 110
Men 67%

Gender balance 2018

6

Gender balance Group
management 2018
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Global network of distributors

Environmental impact

Being able to quickly meet local demand in situ is an important part of Boule’s marketing and sales strategy. Boule has
chosen to use around 200 locally based distributors that market and sell Boule products in over 100 countries. This means
that Boule gains local knowledge and good insight into the
decentralized primary healthcare market worldwide and can
capture local demand. However, it also means exposure to
corruption. All distributors are therefore required to sign the
Boule code of conduct that clearly states that all forms of corruption are unacceptable.

Environment management is an important part of the culture
at Boule. The company works systematically to prevent, minimize and improve any negative impact on the environment by
taking a proactive approach to its environmental aspects and
managing these responsibly.

Training of distributors
Boule imposes exacting demands on its distributors when it
comes to product knowledge. To ensure a high level of knowledge, Boule organizes regular product training courses for all
distributors. This training mixes theory with practice and covers areas such as basic hematology and the technical maintenance and service of instruments.
Satisfied customers and distributors are crucial for profitability and growth. Boule commission an annual survey of distributors where any shortcomings in hematology systems,
support and service are identified and can then be rectified.
The 2018 results were broadly in line with those of 2017 with a
score of 5.2 (5.3) out of a maximum 6.0. The survey showed
high scores for quality, reliability and user friendliness for
example.
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Transport
Transport is Boule’s biggest source of greenhouse gas emissions. An efficient and CO2 minimizing goods flow is one of
the most important factors in reducing the company’s adverse
environment impact. Goods inward shipments generally go by
road and goods outward from warehouses go via road, sea
and air. When procuring transport services, Boule specifies
environment requirements on shipping companies commissioned. In 2018, all transport companies had their own environment policy and/or recognized systems for systematic
environment work. Increasing load capacity utilization and
using scheduled transport, offers scope for both cost savings
and reducing carbon footprint. In 2018, approximately 33 percent (35) of all inward shipments were scheduled. Boule also
reduces the number of inward shipments by using a bag-inbox solution for packaging that is more space efficient compared to using hard plastic packaging.
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Sustainability related risks
Boule regularly assesses risks and how these are to be managed. For presentation reasons, Boule is reporting sustainability
risks in this section on Boule’s sustainability work. For other Boule risks and risk management, please see page 16.
Risk description

Risk management

Product related risks
Boule’s capacity to offer products that satisfy stakeholder
expectation concerning quality, safety and the use of chemicals and components, and to meet all regional and national
statutory standards, is crucial in retaining customer
confidence.

Boule meets the requirements in the EU RoHS, REACH and
WEEE directives. Boule’s Total Quality System, the company’s
quality management system, assures product quality in the
entire delivery chain. The entire chain is continuously monitored, and Boule has developed stable procedures to detect
and prevent non-compliant products being delivered to
customers.

Risks in the supplier chain
Risks linked to Boule’s supplier chain include, but are not
restricted to, bribery and corruption, human rights, decent
working conditions, health and safety and the environment.
Were Boule suppliers to be in breach of international laws and
rules or if they were to deviate from specified standards,
Boule would risk economic damage, negative publicity and
legal complications.

Boule expects all suppliers to act in an ethically correct way
and in accordance with internationally recognized standards
for human rights, working conditions, environment, bribery
and anti-corruption. Principles and values are communicated
via the Boule code of conduct for suppliers.

Bribery and corruption related risks
With employees and operating companies in Sweden, USA,
Mexico and Russia, and with partnerships and distribution in
over 100 different countries, Boule risks exposure to varying
degrees of corruption. Unethical conduct would mean legal
complications and damage the company’s reputation.

Boule has a zero-tolerance approach to bribery and corruption. All Boule employees receive training in the company’s
code of conduct and are informed of their responsibilities
regarding anti-corruption and guidelines for gifts and
entertaining.

Workspace related risks
Skilled and committed employees are key to Boule’s ability to
further develop and to achieve the goals set by the company.
If Boule is unable to offer an attractive workspace, this would
have a direct adverse impact on the company’s ability to
recruit and retain competent employees.

Boule undertakes to adhere to high standards with the aim of
being able to offer a fair, respectful and safe workspace for all
employees. Boule’s code of conduct and HSE policy sets out
the organization’s stances within these areas.

Environment risks related to transport and use of products
With a global network of suppliers and distributors, a significant
proportion of Boule’s negative environment impact comes from
transport in the form of carbon dioxide emissions. Boule
reagents are shipped in plastic packaging that, if not recycled
correctly, can have a negative environment impact.

By optimizing shipping and packaging and by prioritizing
transport by rail or sea over air freight, Boule seeks to reduce
its negative impact on the environment. Boule reagents are
supplied in recyclable packaging and the company provides
information on the correct recycling method and encourages
the use of this.

Stockholm 2019-04-15
The Board of Directors Boule Diagnostics AB
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Consolidated statement of
comprehensive income
1 January -31 December, ’000 SEK

Note

2018

2017

Net sales

2

424,400

427,793

Cost of goods sold

4

-234,682

-225,107

189,718

202,686

Gross profit
Other operating revenues

6

10,511

5,205

Selling and marketing expenses

4

-86,186

-88,093

Administrative expenses

4

-23,451

-27,443

Research and development expenses

4

-28,816

-31,703

Other operating expenses

7

Operating profit/loss

-6,9 41

-6,300

54,835

54,352

Financial income

10

1,634

2,568

Financial expenses

10

-1,735

-3,577

Net financial items

10

-101

-1,009

54,734

53,343

-13,703

-16,104

41,031

37,239

Profit/loss before tax
Income tax

11

Profit/loss for the year 1)
1)

Profits in their entirety are attributable to parent company shareholders.

Other comprehensive income
’000s SEK

Note

2018

2017

Items that may be reclassified to net profit/loss for the period

28

Translation differences for the period from the translation of foreign operations

6,400

-9,350

Other comprehensive income for the year

6,400

-9,350

Total comprehensive income for the year

47,431

27,892

Earnings per share, before dilution, SEK

20

2.11

1.92

Earnings per share, after dilution, SEK

20

2.11

1.92
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Consolidated statement of financial position
31 December, ’000s SEK

Note

2018

2017

12
12

80,657
78,201
158,858

30,630
73,200
103,831

13
13
13

4,506
10,254
8,362
23,122

2,610
9,176
4,864
16,650

14

53,615
2,220
41,120
278,935

31,467
16
256
152,221

37,376
2,131
18,519
58,026

26,997
3,946
19,816
50,759

6,049
48,283
62,624
7,280
9,396
133,631

2,097
56,648
47,902
4,252
3,449
114,348

30,256
221,913
500,848

99,163
264,270
416,491

4,854
201,152
14,859
79,991
300,857

4,854
201,152
8,535
47,225
261,766

1,007
10,747
2,700
14,718
29,173

750
25,980
9,367
36,099

932
61,658
25,688
35,270
13,275
5,633
27,362
1,000
170,819

1,326
37,352
24,475
9,364
7,437
37,671
1,000
118,626

199,992
500,848

154,725
416,491

ASSETS
Fixed assets
Intangible assets
Capitalized development expenses
Goodwill
Total intangible assets
Tangible fixed assets
Plant and machinery
Equipment, tools, fixtures and fittings
Leasehold improvements
Total tangible fixed assets
Financial fixed assets
Shares in Associates
Other financial fixed assets
Long-term accounts receivables (guaranteed 75-95 % by EKN)
Long-term non interest bearing receivables
Deferred tax assets
Total fixed assets
Current assets
Inventory
Raw materials and supplies
Intermediate goods
Finished goods and goods for resale
Total inventory
Current receivables
Tax assets
Accounts receivable
Accounts receivable (guaranteed 75-95 % by EKN)
Other receivables
Prepaid expenses and accrued income
Total current receivables
Cash and cash equivalents
Total current assets
TOTAL ASSETS

16, 26
11

15

16, 26
16, 26
17
18

19

EQUITY
Share capital
Other contributed capital
Translation reserve
Retained earnings including net profit/loss for the period
TOTAL EQUITY

20

LIABILITIES
Long-term liabilities
Long-term interest-bearing liabilities
Long-term interest bearing liabilities (for receivables guaranteed by EKN)
Provisions
Deferred tax liabilities
Total long-term liabilities

22
22
11

Current liabilities
Current interest-bearing liabilities
Current interest bearing liabilities (for receivables guaranteed by EKN)
Liabilities to Associates
Accounts payable
Tax liabilities
Other liabilities
Accrued liabilities and deferred income
Provisions
Total current liabilities
TOTAL LIABILITIES
TOTAL EQUITY AND LIABILITIES
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Consolidated statement of changes in equity
’000s SEK

Share capital

Other
contributed capital

Translation
reserve

Retained
earnings including
profit/loss for the
period

4,707

190,584

17,844

16,630

229,765

37,239

37,239

37,239

27,930

Equity, opening balance, Jan. 1, 2017

Total
equity

Total comprehensive income/loss for the period
Net profit/loss for the period
Other comprehensive income for the period

-9 ,309

Total comprehensive income/loss for the period

-9,309

-9,309

Transactions with shareholders
Shares issued

147

Option programs

10,399

10,546

169

Dividends

-54

115

-6,59 0

-6,590

Equity, closing balance, Dec. 31, 2017

4,854

201,152

8,535

47,225

261,766

Equity, opening balance, Jan. 1, 2018

4,854

201,152

8,535

47,225

261,766

41,031

41,031

Total comprehensive income/loss for the period
Net profit/loss for the period
Other comprehensive income for the period

6,324

1,444

7,768

Total comprehensive income/loss for the period

6,324

42,474

48,799

-9 ,708

-9,708

79,991

300,857

Transactions with shareholders
Option programs

0

Dividends
Equity, closing balance, Dec. 31, 2018

4,854

201,152

14,859

Consolidated cash flow statement
1 January–31 December, ’000 SEK

Note

2018

2017

Operating activities
Operating profit/loss

54,835

54,352

Adjustments for non-cash items

28

7,916

11,227

Interest received

28

1,267

2,568

Interest paid

28

-1,735

-2,344

Income tax paid

-8,996

-3,770

Cash flow from operating activities before changes in working capital

53,287

62,034

Cash flow from changes in working capital
Increase(-)/Decrease(+) in inventories
Increase (-)/Decrease (+) operating receivables
Increase (-)/Decrease (+) in operating receivables (guaranteed by EKN)
Increase (+)/Decrease (-) operating liabilities
Cash flow from operating activities

-5,678

6,227

1,431

-1,718

-24,375

-12,867

-2,002

4,040

22,663

57,715

Investing activities
Investments in Associates
Acquisition of property, plant and equipment

13

Investment in capitalized development costs

12

Cash flow from investing activities

-27,927

-

-11,467

-4,624

-52,739

-9,452

-92,133

-14,076

Financing activities
New share issue
Loans raised/Amortization of loans
Increase (+)/Decrease (-) in current financial liabilities (EKN financing)
Increase (+)/Decrease (-) in current financial liabilities
Dividends
Cash flow from financing activities
Cash flow for the year
Cash and cash equivalents at the beginning of the period
Exchange rate differences cash and cash equivalents
Cash and cash equivalents at the end of the period
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-

10,716

596

-3,901

8,677

12,772

-

-750

-9,708

-6,590

-435

12,247

-69,904

55,886

99,163

44,588

997

-1,310

30,256

99,164
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Parent Company income statement

1 January–31 December, ’000 SEK

Note

2018

2017

Net sales

2

17,742

20,573

Administration expenses

5

-22,990

-28,647

Other operating expenses
Operating profit/loss

-5,459

-3,770

-10,706

-11,844

Profit/loss financial items
Interest costs and similar profit/loss items

10

Profit/loss after net financial items

-10

-3

-10,716

-11,847

Group contributions
Profit/loss before tax
Tax

8,211

29,407

-2,505

17,560

11

Net profit/loss for the year

-

-4,735

-2,505

12,825

Statement of comprehensive income,
parent company
’000s SEK
Profit/loss for the year
Other comprehensive income for the year
Comprehensive income for the year
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Note

2018
-2,505

2017
12,825

-

-

-2,505

12,825
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Parent Company balance sheet

31 December, ’000s SEK

Note

2018

2017

ASSETS
Tangible fixed assets
Inventory

93

-

Total tangible fixed assets

93

0

Financial fixed assets

Shares in Group companies

14

153,521

153,521

Shares in Associates

14

53,615

-

Other fixed financial assets

2,203

-

Total financial fixed assets

209,339

153,521

Total fixed assets

209,432

153,521

30,907

69,847

815

1,015

Current assets

Receivables from Group companies
Tax claims
Other receivables

17

441

415

Prepaid costs and accrued income

18

1,444

1,086

33,607

72,363

Total current receivables
Cash and bank

19

Total current assets
TOTAL ASSETS

662

2,652

34,268

75,015

243,700

228,536

EQUITY AND LIABILITIES
Equity

20

Restricted equity
Share capital (19,416,552 shares)
Contingency fund

4,854

4,854

141,859

141,859

59,294

59,293

Unrestricted equity
Share premium reserve
Profit brought forward

-1,9 52

-5,069

Profit/loss for the period

-2,505

12,825

201,549

213,762

TOTAL EQUITY
LIABILITIES
Long-term liabilities
Other provisions

2,700

-

Total long-term liabilities

2,700

0

Accounts payable

6,049

2,840

Liabilities to Group companies

1,237

683

Current liabilities

Liabilities to Associates
Other liabilities

23

Accrued costs and pre paid income

24

Total current liabilities
TOTAL LIABILITIES
TOTAL EQUITY AND LIABILITIES
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25,688

-

1,120

1,060

5,356

10,190

39,451

14,774

42,151

14,774

243,700

228,536
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Statement of changes in shareholders’
equity, Parent Company
Unrestricted shareholders´ equity

’000s SEK

Share capital

Reserve fund

Share
premium
reserve

Retained
earnings

Profit/loss for
the year

Total shareholders´
equity

4,707

141,859

48,725

-20,540

21,970

196,721

21,970

-21,970

0

12,825

12,825

Equity, opening balance, Jan.1, 2017
Total comprehensive income for the year
Appropriation of profit
Net profit/loss for the year
Option programs

169

91

260

Transactions with shareholders
Shares issued

147

10,399

Dividends

10,546
-6,590

-6,590

Equity, closing balance, Dec. 31, 2017

4,854

141,859

59,294

-5,070

12,825

213,762

Equity, opening balance, Jan.1, 2018

4,854

141,859

59,294

-5,070

12,825

213,762

12,825

-12,825

0

-2,505

-2,505

-2,505

201,549

2018

2017

Total comprehensive income for the year
Appropriation of profit

Net profit/loss for the year
Transactions with shareholders
Dividends
Equity, closing balance, Dec. 31, 2018

-9,708
4,854

141,859

59,294

-1,952

-9,708

Parent company cash flow analysis
1 January-31 December, ’000 SEK

Note

Operating activities
Operating profit/loss

-10,712

-11,844

Adjustments for non-cash items

28

8,247

33,267

Interest received

28

0

0

Interest credited

28

-5

-2

Income tax paid
Cash flow from operating activities before changes in working capital

694

-204

-1,775

21,218

38,556

-18,178

-1,007

-4,884

35,773

-1,845

-27,927

-

Cash flow from changes in working capital
Increase (-)/Decrease (+) operating receivables
Increase (+)/Decrease (-) operating liabilities
Cash flow from operating activities
Investing activities
Investments in Associates

14

Investments in tangible fixed assets
Cash flow from investing activities

-128

-

-28,056

0

Financing activities
Shares issued through the exercise of options

-

10,716

Dividends

-9,708

-6,590

Cash flow from financing activities

-9,708

4,126

Cash flow for the year

-1,991

2,281

2,652

372

662

2,652

Cash and cash equivalents at the beginning of the
period
Cash and cash equivalents at the end of the
period
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Board of Directors

Board of Directors

Peter Ehrenheim

Karin Dahllöf

Charlotta Falvin

Born 1955. Board member since 2015. Chairman
of the board since 2016.

Born 1959. Board member since 2015.

Born 1966. Board member since 2018.

Other assignments: Board member HemCheck
AB.

Other assignments: Chairman of the Boards of
Lunds Tekniska Högskola (LTH), Handelsbankens
regionstyrelse Syd and Skåne Startups. Board
member of INVISIO Communications AB, Bure
Equity AB, Net Insight AB, Tobii AB and Sydsvenska Handelskammaren.

Other assignments: Chairman of the Boards of
Sophion Biosciences A/S, Grönsöö Säteri AB and
Färjsundet Industri AB. Board member of Nanologica AB and Biotage AB.
Current employment: Entrepreneur.
Education: Master of Science from the Royal Institute of Technology.

Current employment: CEO Monivent AB.
Education: Medical Laboratory Scientist, Gothenburg University
Shareholding in Boule: 4,000.

Education: MBA, Lund University.

Shareholding in Boule: 90,230.

Shareholding in Boule: -.

Thomas Eklund

Jon Risfelt

Born 1967. Board member since 2014.

Born 1961. Board member since 2016.

Other assignments: Chairman of the Boards of
Itrim AB, Sedana Medical AB, Moberg Pharma AB
and board member of Memira AB, Biotage AB and
Rodebjer Form AB.

Other assignments: Chairman of the Boards of
Bisnode AB, Bisnode Business Information Group
AB, CAB Group AB and Cabonline Holding AB.
Board member of Bilia AB, Elos Medtech AB and
Knowit AB.

Current employment: Independent director, advisor and consultant.
Education: Master of Science from Stockholm
School of Economics.
Shareholding in Boule: 1,798,552.
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Current employment: Independent director.

B O U L E D I A G N O S T I C S A B (publ)

Current employment: Independent director, advisor and consultant.
Education: Master of Science from the Royal Institute of Technology.
Shareholding in Boule: 7,200.
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Group management

Group management

Fredrik Dalborg
Fredrik Dalborg joined Boule on his appointment
as CEO on 1 April, 2017.
Education: Master of Science from Stockholm
School of Economics and reserve officer in the
Swedish Navy.
Shareholdning in Boule: 16,000.
Options in Boule: 48,631.

Christina Rubenhag
Christina Rubenhag is the Senior Vice President
and CFO and started her employment at Boule on
October 9, 2017.
Education: Bachelor of Science from the Umeå
School of Business and Economics.
Shareholding in Boule: 2,000.
Options in Boule: 9,000.

Kiarash Farr

Kiarash Farr is the SVP of Commercial Operations
and he started his employment at Boule Medical
AB on March 1, 2018.
Education: Master of Science in Engineering
Physics from Royal Institute of Technology Stockholm, Sweden and Management from INSEAD,
Fontainebleau, France.
Shareholding in Boule: -.
Options in Boule: -.

Michael Elliott

Hans Johansson

Michael Elliott is Senior Vice President of R&D,
chemistry and quality assurance at CDS, has been
employed in the subsidiary CDS since 2000.

Hans Johansson is the Senior Vice President of
Production and has been employed at Boule since
2001.

Education: Master of Science from Queens University in Belfast and Executive MBA from Florida
Atlantic University.

Education: Master of Science in Applied Physics
and Electrical Engineering and Licentiate of Engineering in Material Physics, both from the Institute
of Technology of Linköping University.

Shareholdning in Boule: 84,000.
Options in Boule: -.

Fredrik Ekdahl
Fredrik Ekdahl is the Senior Vice President R&D
and has been employed since 2012.
Education: Bachelor of Science in Mechanical
Engineering from the Institute of Technology of
Linköping University.
Shareholding in Boule: 12,000.
Options in Boule: 11,000.
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Shareholdning in Boule: 12,656.
Options in Boule: -.

Bob Ariano

Bob Ariano is the Sales & Marketing Director for
the US and has been employed at the subsidiary
CDS since February 2013.
Education: Northern Illinois University, USA.
Shareholding in Boule: -.
Options in Boule: -.

Debbie Herrera
Debbie Herrera is the Senior Vice President of
Quality & Regulatory and has been employed since
early 2017.
Education: Master of Science Organization and
Management, Capella University, Bachelor of Science, Microbiology, Florida Atlantic University,
Bachelor of Arts, Chemistry, Florida Atlantic
University.
Shareholdning in Boule: -.
Options in Boule: -.

Eva Ekermann
Eva Ekermann is the Human Resources Director
and has been employed at Boule since January 1,
2013.
Education: Certified Personal Scientist – HR Manager Education, FEI Business Economics Institute,
Stockholm.
Shareholding in Boule: 520.
Options in Boule: -.
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Information to the shareholders
Future reporting dates
Interim report for the first quarter 2019. . . . . . . . . . . . . . . . . . . . . . May 6, 2019
Interim report for the second quarter 2019 . . . . . . . . . . . . . . . . . . August 14, 2019
Interim report for the third quarter 2019 . . . . . . . . . . . . . . . . . . . . . October 30, 2019

Annual General Meeting
The AGM of Boule Diagnostics AB will be held at 18.00 on May 6, 2019,
at the company offices on Domnarvsgatan 4, Spånga. Entrance from 17.30.

Contact persons for investor relations

Fredrik Dalborg

Christina Rubenhag

CEO and Group President

CFO

+46 70 558 51 05
fredrik.dalborg@boule.com

+46 70 546 72 22
christina.rubenhag@boule.com

Boule acquires
instrument manufacturer Swelab Instrument
AB, founded in the
1950s.

Boule Diagnostics AB
(‘Boule’) is formed as
parent company to the
group.

1996
36

Boule implements a private placement to finance the development
of a new core business, hematology
systems for the human and
veterinary markets.

Boule acquires instruments
manufacturer Medonic AB,
founded in the 1980s. Boule
gains ISO certification.

1997
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1998

Boule establishes
reagents production for blood cell
counts in Sweden.

Partnership with US company
Clinical Diagnostic Solutions Inc.
(‘CDS’) begins. CDS develops,
manufactures and markets reagents
and controls for clinical diagnostics
within hematology.

2001

2002

Boule launches a new
instrument generation with
a common platform for
Medonic, Swelab and Exigo
instruments.

Boule´s hematology systems
Medonic CA 620 gains market approval (510k) in USA.
Boule acquires business
partner CDS.

2003

2004

2006
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The new instrument
generation Medonic gains
market approval (510k)
in USA.

CDS receives ISO certification which means all
companies in the group
are now ISO certified.

2007
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Boule shares are
floated on the
Nasdaq
Stockholm.

5-part-system
Quintus launched.

2009

As a part of the process
to bring Boule to the
next level, the company
reformulates its mission,
vision and business concept, and new strategies,
targets and core values
are implemented.

Boule relocates its Swedish
operations to new premises in
Spånga, north Stockholm.

Subsidiary company
in Mexico and sales
office in India are
established.

2010 2011 2013

Boule’s product portfolio is expanded with Swelab and Medonic
5-part instruments, a new Exigo
platform and through a strategic
partnership with biosurfit that manufactures systems for near-patient
analyzes.

A new instrument
generation for Swelab and
Medonic is introduced.

2014

2015

2017

2018
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HEAD OFFICE
Boule Diagnostics AB
Co no 556535-0252
Address:
Domnarvsgatan 4,
SE-163 53 Spånga,
Sweden
Phone: +46 8 744 77 00
Fax: +46 8 744 77 20
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SUBSIDIARY
COMPANIES
Boule Medical AB

Clinical Diagnostic
Solutions Inc.

Co no 556128-6542

Co no 20-1792965

Address:
Domnarvsgatan 4,
SE-163 53 Spånga,
Sweden
Phone: +46 8 744 77 00
Fax: +46 8 744 77 20

Boule Medical LLC
Co no 1187746528353
Address:

Address:

Russia

1800 NW 65th Avenue,

125047, Moscow

Plantation, Florida 33313

4th Lesnoy pereulok,

USA

House 4 , office 519

Phone: +1 (954) 791 1773

Phone: +7 495 225 85 20

Fax: +1 (954) 791 7118

Fax: +7 495 225 85 20
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