


Certain statements included in this presentation includes 
forward-looking statements that reflect the Company's current 
views with respect to future events and financial and operational 
performance. These forward-looking statements may be 
identified by the use of forward-looking terminology, such as the 
terms "anticipates", "assumes",  "believes", "can", "could", 
"estimates", "expects", "forecasts", "intends", "may", "might", 
"plans", "should", "projects", "will", "would" or, in each case, their 
negative, or other variations or comparable terminology. These 
forward-looking statements as a general matter are all 
statements other than statements as to historic facts or present 
facts and circumstances.

The forward-looking statements regarding the Company's 
intentions, beliefs or current expectations concerning, among 
other things, the Group's financial strength and position, backlog, 
pipeline, operating results, liquidity, prospects, growth, the 
implementation of strategic initiatives, as well as other 
statements relating to the Group's future business development 
and financial performance, and the industry in which the Group 

operates, such as but not limited to the Group's expansion in 
existing and entry into new markets in the future.

Forward-looking statements are not guarantees of future 
performance and that the Group's actual financial position, 
operating results and liquidity, and the development of the 
industry and potential market in which the Group may operate in 
the future, may differ materially from those made in, or 
suggested by, the forward-looking statements. The Company 
cannot guarantee that the intentions, beliefs or current 
expectations upon which its forward-looking statements are 
based will occur. By their nature, forward-looking Statements 
involve, and are subject to, known and unknown risks, 
uncertainties and assumptions as they relate to events and 
depend on circumstances that may or may not occur in the 
future. Because of these known and unknown risks, uncertainties 
and assumptions, the outcome may differ materially from those 
set out in the forward-looking statements.
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Short-term outlook 

Mats Hovland Vikse
Chief Executive Officer



2019 2022 2024E

6.9

5.2-5.5

4.2

Challenging market impacts short-
term performance

Light AS/RS1 market2 

Sources: Company information, Premier third-party consultant, eMarketer

1 Automated storage & retrieval system
2 Light AS/RS excluding heavy systems

AutoStore revenues 

CAGR

-11% to -13%
CAGR +18%

Market in $bn

Softening economic growth 

Higher interest rates 

Covid pull-forward 

Market uncertainty

Slowing decision making 

Fewer high throughput deals

Maintained strong competitive position

Growing pipeline but declining conversion rates

2019 2022 2024E

584

195

575-600

Revenue in $m

CAGR +44%

CAGR 

+2% to -0.3%
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Huge market opportunity remains in standard 

Recent innovation brings right-to-win in high throughput

Maintained high head-to-head win rates

Continued market share gain

Structural tailwinds favor cubic

Differentiated solution with high ROI supports price increases 
Successfully increased prices in challenging environment
7.5% in 2022 and 5% in 2023

Standard segment, represents ~50% of light AS/RS market 
(av. project size $1.4m)

High throughput, represents ~40% of light AS/RS market (av. 
project size c$10m, ~90% growth in order intake1) 

Shuttle

AGV2/AMR3

Emerging cubic systems

Market observations 

Source: Company information, Premier third-party consultant

1 Order intake FY2021 vs LTM 2Q 2024
2 Automated guided vehicle
3 Autonomous Mobile Robots
4 Business development managers
5 Global account managers

Market segments

Competition

Pricing environment

Global network of 23 partners  

Complemented by in-house capabilities Go-to-market strategy

Provides unique market access and scale

BDMs4 and GAMs5 takes us closer to customers

Observations Take away
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Quarterly forecasting

Current market backdrop makes forecasting challenging

Source: Company information

Timing of customer decision making makes
quarter-on-quarter and year-over-year comparisons

of underlying performance less meaningful 

Order intake 2024E revenue of $575-600m

Backlog

164
137

152 164
183

141

489
452 464 447

492 479

$m

$m

138
154 135-140 148-168

Q1ô24 Q2ô24 Q3ô24E Q4ô24E

-7% -12% -5% to -16%

YoY development

-3% to -7%

$m

Q1ô23 Q2ô23 Q3ô23 Q4ô23 Q1ô24 Q2ô24
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Investing for growth and 
protecting our margins 

High and sustainable gross margins support investment for growth

Source: Company information

1 LTM 2Q 2024
2 Capex as percentage of revenue

Standardized nature of solutions ensure high and sustainable margins

Continuing investments in our go-to-market model to unlock future growth

Expanded supplier base and production capacity through new location in 
Thailand

Global, partner-led distribution network with favorable economics

Continuous product expansions and innovations

58%Gross margin

Adj. EBITDA margin 41% 48%

71%

7% 8%Capex2

Sales & Marketing

G&A

Production

Product & R&D

2022 LTM1

+46%

+9%

+95%

+17%

Growth investments $m
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Improving our execution in
any market environment 

01 Commercial focus 02 Incentives 03 Installed base upsell 04 Partner plans

V Commercial functions reporting 

directly to CEO

V In parallel, we will look to reinforce 

the commercial function as we 

conclude search for a new 

permanent CRO

V Introduced a win-room where the 

entire company aligns against the 

high value opportunities

V Strengthened and focused 

account-based marketing 

V Launched incentives for sales 

team for driving conversion

V Targeted at both conversion from 

pipeline to order intake and from 

backlog to revenue

V Leveraging operational data 

through Unify Analytics analyzing 

our installed base of 1,550 sites 

V Understanding where we can

offer needed capacity and/or 

performance increase through 

additional sale of sites, robots

or other, new modules (hardware 

and software)

V Targeted actions and priorities 

established with top partners

V Focusing on winning in

todayôs market
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Actions in short term also complement medium term strategy

Key takeaways for today:

Light AS/RS market will continue to benefit
from strong structural tailwinds. Cubic storage
offers unique advantages

AutoStore is the #1 in cubic storage with
largest installed base of global customers

We have a clear right-to-win with competitive
differentiation and a partner network which
gives us global reach 

Improving execution and ability
to invest and innovate

Strong financial profile supported
by product standardization

01

02

03

04

05
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Q&A



AutoStore ï the engine
of every fulfilment journey 

Mats Hovland Vikse
Chief Executive Officer



2016 Surpassed 100 customers

Our history 
and vision

1990s
AutoStore was founded
by the Hatteland Group

2000s
Full commercialization
of AutoStore as a stand
-alone business

2020 Router software launch,
ticket to high throughput 

2023 Launch of R5 Pro, targeting 
multi-shift operations 

2024 Surpassed 1,000 customers

Proven global leader

Cutting edge in software and robotics

Redefine space ï to work everywhere

Automation of all global commerce

Engine of every 
fulfillment journey
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Innovation

Standardization

Reliability 

Scalability 

AutoStore transformed the industry with four simple principles 16


