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Acconeer should be on your radar             
Exciting product, but risks remain high   

With a base case value of SEK 29 per share (vs the current stock price of SEK 24) we 

initiate coverage of Acconeer, a fabless semiconductor company that develops and sells 

radar sensors. A young company, chasing commercial breakthrough, the stock market 

appears to give the management the benefit of the doubt, discounting a positive future 

progression. While we agree that the company is interestingly positioned, especially 

considering its unique, competitive offering (over 10x lower power consumption than other 

radars), we will look for hard evidence of customer deals etc., in H1’19 to justify the current 

valuation. We argue that investors should keep Acconeer on their radar.      

+10x more power efficient - one third of the size and cost of competing radars 

The size of Acconeer’s radar is less than one third of competing radars (5x5x1 mm), which 

translates into unmatched cost – at least three times lower. Together with fabless 

production the low cost suggest scalability and a good case for strong margins. We 

therefore see initial (not long-term) gross margins of in the order of 70%. Most important 

though, is the superior power efficiency (over 10x better than competing radars), which 

creates interesting opportunities in the existing radar sensor market that is already well 

established. Yet, we see solid, structural market growth potential in the coming years; our 

working assumption is annual volume growth of 14% for the company’s focus segments in 

2019-2026. The end-use markets are quite concentrated with a handful of large players, 

which implies distinct, large opportunities for contenders looking to steal market shares 

with the help from Acconeer’s unique product offering.       

Valuation appears rich at this early stage; a large deal could close the gap 

With basically no sales or known customer deals as of yet (N.B. Acconeer does not 

disclose design wins), the case is a bit speculative and valuation inherently difficult. We 

have a positive bias, however, and are building in a base scenario of SEK 29 per share with 

gradual success. It should be noted though that our case is solely based on the company’s 

current focus areas (i.e. negligible smartphone volumes and no other future opportunities, 

for now). While we stress that the margin for error is small (our bear case currently stands 

at SEK 18 per share), the upside is large should Acconeer secure a big deal and embark on 

a virtuous cycle. Our bull case is SEK 60 per share.   
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Investment thesis
 Strong unique product offering & scalability from unmatched cost 

 Large established market with solid structural growth  

 Larger deals to drive the share price   

 

Strong unique product offering & scalability from unmatched cost  

Acconeer’s radar of 5x5x1 mm is the tiniest radar on the market, which means unmatched 

cost. Other radars are more than three times larger, suggesting that they have at least three 

times higher cost. The real claim to fame though, and the truly disruptive element in 

Acconeer’s offering, is the power consumption, which is more than 10 times lower than 

competing radars. Combining these characteristics and its fabless business model with the 

largest manufacturing partners in the World (Amkor & Global Foundries), Acconeer is poised 

to scale rapidly with high gross margins (about 70 %) as soon as sales kick in. Adding the 

expanding distribution network and the partnership with Uniquest, South Korea’s largest 

electronics supplier, Acconeer is ready to ride the structural growth in large market segments 

within especially IoT (increased sensor penetration) and robotics respectively. The 

application areas with the best value proposition and largest volume potential in the 

company’s focus markets are, according to us, large volume markets such as robotic lawn 

mowers/vacuum cleaners and IoT applications like measuring levels in tanks and garbage 

bins. 

 

Large established market with solid structural growth  

According to our estimates, the contactless level sensor market already exceeds 90 million 

units. Costly radar is the go-to-technology and has thus controlled an increasing majority of 

the tank gauging segment during the past 15 years. In lawn mowers and vacuum cleaners, 

we expect the robotic penetration to go from 2 to 12 % until 2026, meaning volumes growing 

from 9 to 41 million. Even better is that all of the markets mentioned are concentrated (non-

fragmented). The five largest level measurement companies together hold the majority of the 

market. This creates solid conditions for new contenders to attack large, non-innovative 

incumbents with Acconeer’s disruptive technology.  

 

Still, we expect a few incumbents to join forces with Acconeer. Husqvarna e.g. has over 50 % 

of the robotic lawn mower market, making it Husqvarna’s most important top line growth 

driver. We do not know if Acconeer is working with Husqvarna but in the same way vacuum 

cleaners should require Acconeer’s technology to detect water, lawn mowers need to 

distinguish grass from humans and pets etc. Thus, the technology is a great fit for Husqvarna 

and we expect it to be a (future) customer. There could also be a potential in extending the 

offering for huge OEMs and grow with them. LG and Samsung (accessible through Uniquest) 

may only have 5 % of the robotic vacuum cleaner market but they are dominant in many 

other areas of consumer electronics, smartphones being only one good example. Since our 

base case is based on the focus areas it only includes a couple of million units from 

smartphones and wearables. While this implies a negligible market share, it is worth noting 

that currently these customers are not in the bag and at the moment there seem to be no 

smartphone use case with decent ASP.         

 

Larger deals to drive the share price  

Today's valuation discounts a bunch of deals for Acconeer but since the product was 

launched in April 2018 and lead times are at least 12 months we assume deals will not show 

earlier than Q2’19. While news of orders gradually will de-risk the case we assume certain 

deals are key catalysts. They are more worth than others and have the potential to 

substantially move the shares; especially larger deals with Husqvarna (50+% of the robotic 

lawn mower market), a large level measurement company or a big smartphone OEM like LG.  
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We value Acconeer to SEK 29 per share in our base case while our bear and bull case amount 

to SEK 18 and 60 respectively. The key differences in our scenarios are related to lawn 

mowers, automotive and smartphones, as can be seen in the table below. Note that our 

assumptions essentially are based solely on the current focus areas.    

 

 

 

These different assumptions result in the following estimates for our scenarios:    

 

 

 

Main bear points: reliability issue & fierce competition   
In this subsection we list the most relevant bear points and risks, by the order of importance: 

 

1. Acconeer’s minor size (the size of the company – not the sensor) is a disadvantage 

that likely explains why major players like Google want to go with Infineon. Acconeer 

needs to start building revenue sources in order to become reliable as a long-term 

supplier in the eyes of large customers.  

2. The progress of R&D in this space is extreme and competition from other 

technologies is fierce. Most notably, Chirp Microsystems (acquired by TDK in 

February 2018) has launched an ultrasonic sensor that reportedly is even smaller 

(3.5x3.5 mm) and more power efficient (15 uW) than Acconeer.  

3. Even though barriers to entry are high, at this point, Acconeer is dependent on 

constant innovation and it is hard to see any potential sustainable competitive 

advantages 

4. Acconeer does not control the manufacturing process plus the IP protection in 

especially China is still questionable, which together create an immense threat from 

competitors reverse engineering the technology.  

 

Valuation scenarios: The key differences in our assumptions

2019E 2026E Cumulative 2019-2026

Sales (SEKm) Bear Base Bull Bear Base Bull Bear Base Bull

Lawn mowers 0 0 0 311 311 481 1133 1133 1600

Automotive 0 0 0 0 65 115 0 183 343

Smartphones & wearables 0 0 0 1 54 324 15 216 1272

Level measurement 2 2 2 80 80 80 251 251 251

Waste Management 0 0 0 90 90 90 301 301 301

Vaccum cleaners 0 0 0 129 129 129 438 438 438

Source: Redeye Research

Valuation scenarios: Estimates summarized (SEK million)

(SEKm) CAGR (%) Cumulative Long-term (%)

2019E 2026E 19-26E 2019-2026E

Net sales

Bear 3 661 114% 2298 2.0%

Base 3 778 119% 2683 2.0%

Bull 3 1269 135% 4365 2.0%

EBIT

Bear -49 103 n/a 353

Base -48 171 n/a 592

Bull -42 311 n/a 1282

EBIT (%)

Bear -1514% 16% 15% 10%

Base -1468% 22% 22% 15%

Bull -1299% 24% 29% 20%

Source: Redeye Research
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Company description      
In this section we evaluate the product, the business model and the people behind it.   

The product   
Acconeer’s product is a radar sensor, the size of which is just 5.2x5x5x0.9 mm (see the 

image below). The semiconductor business is all about size as the smaller the sensor, the 

lower the cost and power consumption. Comparing prices on Digi-Key, World’s largest online 

electronics distributor, the new radars from Texas Instruments cost about 8 times more than 

Acconeer (excl. antennas while Acconeer comes with antennas). Infineon has not launched 

its radar yet but the size (3x larger) implies about three times higher costs than Acconeer. 

 

 
 

However, Acconeer’s over 10x lower power consumption is not related to size but rather its 

disruptive technology. The innovation lies in combining an accurate coherent radar with the 

speed of a pulsing radar, which is the reason for the low power consumption. Acconeer’s 

radar is so fast that every pulse is less than a billionth of a second. The rapid pulsing explains 

why Acconeer’s power consumption can be as low as below 1 mW, compared to 54 mW and 

500 mW for the competing alternatives from Google Project Soli and Infineon respectively. 

The CEO, Lars Lindell, always asks all potential customers about alternative technologies. 

The feedback, he says, is always the same – there is no competing radar anywhere near 

Acconeer in terms of size or power consumption.    

 

The radar can be used to detect movement, distance, obstacles and gestures. There are 

certain use cases1 for robots and in IoT where we believe the value proposition is unmatched, 

which we will return to in the market section. In general, the low power consumption makes it 

perfect for battery-driven products. Also, Acconeer’s sensor is so accurate that it can detect 

minor movements, like breathing and pulse (we see no larger market volumes for such 

applications at this point in time, though, but it illustrates the accuracy). Accuracy is 

important since accurate information is usually one of the most sought-after characteristics. 

 

Apart from power consumption, cost and size another distinguishing feature is the sensor’s 

ability to measure dielectric constancies and hereby distinguish between materials, e.g. glass, 

water, air and the human body.2 Most notably, we believe this feature could have a potential 

in detecting humans or pets in front of lawn mowers and avoiding liquids (water/pee) for 

vacuum cleaners, but Acconeer does not rule out future possibilities in the field.  

 

Radars also provide optimized integration capability. Acconeer’s sensors can be placed inside 

the product behind various materials, such as glass, plastic etc., since they do not need free 

sight, as opposed to camera lenses, ultrasound or IR sensors. In addition, radar technology 

has no natural sources of interference, such as sound, colors, light or temperature, making 

the sensor very reliable. In our market section we will try to describe for what segments these 

                                                   
1 A use case is a system engineering term that describes how users use a system to accomplish one specific goal 
2 The dielectric constant of a material (the permittivity) measures the ability of a material to store electrical energy in 

the presence of an electric field. Human skin has a dielectric constant of about 50 or 60 respectively, depending on if the 
skin is dry or wet. The higher the water temperature the lower the dielectric constant (e.g. 55 for 100° Celsius and 88 for 
0° Celsius). The dielectric constancies for e.g. air and glass (silica) is 1 and 4. 

Acconeer's 5x5x1 mm radar sensor

Source: Acconeer
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characteristics (summarized in the table below) are most suited.  

 

 
 

Turning to issues and limitations of the technology, as of today Acconeer’s sensor has a 

lower reach than competition of only about two meters (13 meters for measuring a flat object 

with a 90 degree angle, like e.g. a tank). There is a trade-off between reach and size – longer 

reach would come at a cost of larger size (for example, greater height than the current one of 

1mm). Acconeer’s current specifications seem rather optimal, in our view, as customers 

particularly value the power consumption, low cost and limited footprint. Thus, the two meter 

reach is not an issue for the applications we have based our investment case on.  

 

One general disadvantage with radar, according to Google’s Project Soli, is that it can 

sometimes confuse objects of similar material, like the glass of a mirror and the glass of a 

mug. Thus, there is a need for extensive work with algorithm development, as the sensors 

need to be taught exactly how a certain object looks like before they can recognize it. The 

same goes for Acconeer. Google says that its similar product is highly complex and requires 

extensive knowledge in radar, signal processing and algorithms, which could make market 

adoption slower. This is the reason why Acconeer builds so called detectors (see below). It 

may also explain why volumes have not picked up yet.  

 

Business model & channel strategy   
In summary, the technology is versatile with many possible use cases, which can be both an 

opportunity and a challenge. Our impression is that the strategy of Acconeer a few years ago 

was rather opportunistic, whereas today its strategy is much more focused. Acconeer now 

distinguish between so called focus areas and research projects. In research projects 

Acconeer is building prototypes and/or is working with at least one lead customer (these 

projects were previously called “customer projects” by the time of the IPO). When Acconeer 

has reached a good-enough solution that a customer can integrate without too much support 

from Acconeer this application becomes a focus area where Acconeer is trying to add as 

much new customers as possible. Acconeer has five focus areas that we will elaborate on in 

the market section. The current focus areas are:   

 

 

 

Every focus area, except automotive, has 5-15 customers that are either evaluating the 

technology or have launched projects. Acconeer only has one partner in automotive but 

several companies have bought Acconeer’s evaluation kits. However, when thinking about the 

focus areas it is important not to neglect the width of the technology. As for speculations on 

additional, coming focus areas we get a sense that Acconeer wants to initially capture the 

lower hanging fruits in e.g. IoT, where the burden of algorithm and software development is 

smaller. Nonetheless, we want to repeat that our base case is based on today’s focus areas.     

Summary: competitive advantages

Technology advantages (in order of importance)

1.   Over 10 times lower power consumption

2.   The most minimal footprint – more than three times smaller than competing radars

3.   Significantly lower cost – Prices a least three times lower than competition

4.   The potential to recognize various materials such as human skin, water, glass etc.

5.   Easier integration – sensors do not need free sight and can be mounted anywhere

6.   No natural sources of interference such as temperature, sound, colour or light 

Source: Redeye Research, Acconeer

Focus areas

The five current focus areas of Acconeer:

Tank level measurement Waste level measurement

Parking sensors Robotics

Automotive (one partner only - a major Japanese tier-1)

Source: Redeye Research, Bloomberg
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Acconeer is a so called fabless company, i.e. it outsources the fabrication of the products. 

Working with the largest manufacturing partners in the World, the risks are more manageable 

although it is not the most cost-efficient alternative. This strategic choice is inspired by 

company representatives with experience from Fingerprint Cards, who have learnt that it can 

be difficult to change the manufacturing partner network at a later stage. In addition to 

Thomas Rex on the Board, Fingerprint’s ex-CEO Jörgen Lantto, has also offered his advice.    

 

The average lead times are 3-6 months for a design win and 6-9 months for a purchase order. 

Then the products are launched 3-4 months later. In total, this means that design wins should 

bring revenues after 12-18 months, apart from automotive where lead times are at least 3 

years. Putting that into the manufacturing perspective, Acconeer’s sensors are created on 

wafers that need to be ordered six months ahead, but with wafers in the die bank, Acconeer 

can guarantee delivery within seven weeks. The wafers are produced in Singapore by Global 

Foundries, the largest foundry in the World next to TSMC, and then shipped to Amkor in 

South Korea for packaging. In the last step, the production testing is done by Delta/Force 

Technology in Denmark. With this current setup Acconeer can deliver units in the millions.   

 

As for distribution, the network (see the table below) has grown a lot recently. The 

partnerships with Uniquest, South Korea’s largest electronics distributor, and its subsidiary 

Dreamtech, a leading module supplier, are particularly important as we believe they are 

among Samsung’s and LG’s largest suppliers. Also, we regard their 3.2 % respective 

ownership in Acconeer as a signal of commitment and find it reassuring that such large 

players want to be closely associated with Acconeer. As Dreamtech is Acconeer’s module 

supplier it means that Acconeer will direct customers with the need for larger volumes of 

customized modules to Dreamtech.   

 

 
 

It is yet to be seen what the sales mix will look like but the online distributor Digi-Key and its 

450 000 customers is important for Acconeer as it gets a lot of sales leads from Digi-Key by 

receiving full access to the information as to who buys the product (a mix of global 

companies and private do-it-yourself entrepreneurs). The time from buying evaluation kits to 

building prototypes is a bit shorter than Acconeer first had anticipated. Acconeer believes 

that this is because most customers are looking at Digi-Key in order to solve a specific, 

current problem (we will discuss this further in the market section). It is common that an 

order for one evaluation kit is followed by an order for 3-4 additional sensors. When we 

compare Acconeer’s progress on Digi-Key to other companies, it seems to move forward at a 

good pace, already featuring 200+ evaluation kits sold. Acconeer seems to be important for 

Digi-Key as well. On the San Jose Sensor Expo, Acconeer was one of only two companies 

invited to present together with Digi-Key in its booth. This should be put in context with Digi-

Key offering a total of 8 million products from more than 750 manufacturers.     

 

Acconeer says it now has a solid base of distribution channels and that it will shift focus into 

helping the distributors become productive. Smaller, local distributors are likely better suited 

at this point, compared to global giants. The big distributors are commission driven and their 

Distribution partners

Distributor Region Comments

Uniquest South Korea South Korea's largest electronics supplier. Ow ns 3.2 % of Acconeer

Dreamtech South Korea Subsidiary of Uniquest. A leading South Korean module supplier. Ow ns 3.2 % of Acconeer

Digi-Key Global (online) Largest online electronics distributor. 450 000 customers globally. Guaranteed 48-72h delivery globally

Sparkfun US (online) 150 employees. Found Acconeer on Digi-Key and has integrated the sensor on a break out board that can be 

connected to a Raspberry Pi, i.e. it is an online distributor selling cheaper alternatives of the evaluation kits

Micro Summit Japan Sells semiconductors to many large consumer electronics giants like Yamaha, NEC, Toshiba, Murata, Sony, 

Mitsubishi, Konica Minolta, Sharp, Fujitsu, Ricoh, Panasonic, Canon and Oki

Scanti Russia Texas Instruments distributor, focusing on Russia and CIS countries like e.g. Ukraine & Belarus

BEYD China Niche distributor, specializing in radar technology 

Source: Redeye Reseach Acconeer
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sales teams normally focus on large volume sales. Hence, their incentive to learn a brand 

new radar technology with minor volumes are probably small. Therefore, Acconeer will likely 

at this stage sell more through BEYD or Scanti (see the table above). A breakthrough order 

with e.g. a big smartphone OEM however, would prompt a need for upgrading to the major 

distributors (e.g. WPI or Arrow).  

 

One problem is that radar technology is difficult while many of the customers are not tech 

savvy. On top of adding new channels, Acconeer has therefore made important strategic 

decisions in order to speed up the time to market for customers. It will offer modules, i.e. 

sensors with processors integrated.3 Acconeer will also, on its website, free of charge, release 

so called sensing detectors with specific reference application software that interprets the 

signals. The detector translates the raw signal into a result, e.g. a distance, meaning the 

customer does not need to be an expert on radar. The reference applications will be for 

specific use cases. Today there are two of them on the website: waste level measurement 

and liquid level measurement. The logics behind this approach is to simplify the customers’ 

development of application software. One possible, positive effect from the detectors is that 

since they are linked to the Acconeer hardware and do not work with the hardware from other 

companies they could create a more sticky hardware business.       

 

Management, Board & owners 
All in all, we believe that the team is solid and that it checks many of the boxes in our 

Management rating. We like the fact that the company’s co-founders and inventors of its 

technology, Mats Ärelid and Mikael Egard, are shareholders and still fully involved in the 

operations as CTO and COO, respectively. As for the Board, we especially note that Thomas 

Rex was Head of Sales at Fingerprint Cards during the historical growth phase, when the 

company quickly scaled to delivery of a million sensors/day, i.e. Rex possesses important 

first-hand experience from rapid sales ramp-up and channel strategy. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The ownership structure is solid with large owners like Winplantan AB and the investment 

company BGA Invest owning 12 and 14 %, respectively, while other insiders in the 

Management and Board together own 10 %, which we find positive. In addition, as mentioned 

above, Korean partners Uniquest and Dreamtech together own 6 %.     

                                                   
3 Initially, Acconeer will use the ARM M7, since it is the largest and most powerful processor that can handle all the use 
cases. Acconeer will gradually integrate other processors as well. 

Management & board

Name Position Own. Comments on experience etc.

Management

Lars Lindell CEO 0.6% Long telecom background at Ericsson as e.g. VP Sales BU Modems, Head of Modems Japan,

President of ST Ericsson Japan, and Head of Ericsson mobile platforms in Japan 

Mats Ärelid CTO 3.0% Co-Founder and inventor of the technology

Mikael Egard COO 3.0% Co-Founder and inventor of the technology

Henrik Ljung CFO 0.1% Extensive experience follow ing a long CFO career

David Hagman Håkansson Head of Customer Sup. 0.0% 12 years at Ericsson in customer support, w hereof 9 years as Program Manager, managing all

support for Japanese projects, w orking close to Lindell

Mikael Rosenhed Head of Product Mmgt 0.0% Head of SW dev. Sony and 16 years in design and program managing at Ericsson

Board

Bo Ekelund COB 0.0% Independent chairman. No holdings in Acconeer. Previous, various positions at Ericsson

Thomas Rex Board member 0.6% Head of Sales of FPC during the historical grow th phase w here FPC w ent from close to 0 to

delivery of a million sensors/day. Now  manages FPC’s important Smartcard business. 

Bengt Adolfsson Board member 14.3% Represents ow ner BGA Invest, an investment company. Entrepreneur w ith successful exits

Git Sturesjö Adolfsson Board member 14.3% Represents ow ner BGA Invest, an investment company. Entrepreneur w ith successful exits

Lars-Erik Wernersson Board member 2.9% Professor in Nanoelectronics at the University of Lund, co-founder, and the tutor of 

Ärelid and Egard w hen they developed the Acconeer sensor during their Ph.D. studies

Magnus Wide Board member 11.8% Represents the ow ner Winplantan AB. Wide ow ns 16 % of Winplantan but besides Wide's position

the rest of the ow nership structure in Winplantan is unknow n.

Source: Redeye Research, Holdings, Acconeer
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Market & opportunity       
The overall market for Acconeer is the 3D sensor market, and it is already established with 

volumes of 800+ million units. 3D sensors measure the distance, depth and thickness of 

objects by using e.g. radar, light (infrared) or sound (ultrasound). Acconeer’s technology is the 

first radar able to compete with ultrasound and infrared in consumer electronics. Thus, many 

large consumer electronics companies have showed interest in or are testing the technology. 

Acconeer and Markets & Markets expect the total market volumes, in billion units, to grow by 

about 50 % per year for several years to come (see the graph below), which is a rather 

spectacular growth. On the other hand, ASPs are expected to fall by about 18% per year, thus 

offsetting the effect to a degree. This expected ASP drop is a mix for all kinds of sensors, i.e. 

including when Acconeer replaces a competing USD 50 radar with a USD 5 radar. 

 

 
 

The expected 3D sensor market growth is impressive but given the delimitations of the 

investment case our research has been fully directed to Acconeer’s current focus areas. 

Nevertheless, our view is a large volume potential for radars (see the graph below). Finding 

relevant market data and estimating the TAM growth is difficult but with pessimistic 

assumptions we believe it is reasonable to assume that the market should be able to grow by 

at least a CAGR of 14 %.  

 

 
 

The graph above shows total cars shipped in the automotive market and does not include the 

reasonable potential of selling multiple sensors per car. The robot units (vacuum cleaners 

and lawn movers) are much smaller than the other segments but we believe they over time 

will require about 3 more sensors on average (this is included in the graph). The robot 

markets are also growing substantially faster compared to, for example, level measurement. 

On balance, we believe the robotics segments to be the most interesting for now (albeit we 

note that Infineon says it is the most advanced segment). We will therefore start by 

3D sensor market: image & position sensors (billion units)

Source: Acconeer, Markets & Markets
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evaluating the vacuum cleaners. Most of Acconeer’s current 5-15 robot projects are related to 

vacuum cleaners.   

Robotic vacuum cleaners 
Almost all of the volumes in the robot market as a whole (about 95 %) are consumer & 

household robots. During 2015, about 3.7 million household robots, mostly lawn mowers and 

vacuum cleaners (but also some window cleaners), were sold, according to the International 

Federation of Robotics (IFR). IFR believes that the accumulated household robots sold during 

2016-2019 will be 31 million, which would be equal to a CAGR of close to 40 %.  

 

A vacuum cleaner will need sensors that look down as well as forward-facing sensors for cliff 

detection and material recognition. Traditionally, ultrasound and infrared (IR) tech have been 

used. Since IR is based on reflecting light it does not work for black colors or glass, such as 

black rugs or black furniture, glass walls or any furniture made of glass. For ultrasound, the 

issue is related to the so called multipath problem in distance detection.  

 

The ability to recognize and distinguish between materials also distinguishes Acconeer from 

the competition. Acconeer says it is the first to be able to solve the problem in seeing if there 

is water or cat/dog pee on the floor, something that can damage the machine. The fact that 

Acconeer already has several customers on board also supports that the use case is strong, 

and Acconeer’s view that there are no viable alternatives available in the market today. 

 

Looking at potential customers, LG and Samsung together in 2016 held 5 % of the market for 

robotic vacuum cleaners. iRobot is the clear market leader with over 60 % market share, while 

the only ones with market shares comparable to LG and Samsung are Panasonic, Neato of 

US, and the two Chinese companies Ecovacs and Proscenic.  

 

If Acconeer could become industry standard and win iRobot after successful implementation 

in LG or Samsung, it would be a great achievement. Our impression of the company’s 

management, however, is that this is not very likely to occur, at least not anytime soon. 

iRobot has made heavy investments in its current line-up that it wishes to capitalize on. Also, 

it is still a bit too early to tell whether the radar bandwagon with e.g. material detection really 

will be a game-changer that all players need to jump onto in order not to lose customers, as 

opposed to only a nice-to-have feature. 

 

Based on various industry sources, we have modelled a growing robotic vacuum cleaner 

penetration reaching 13 % in 2026 (see the graph below), which would imply a TAM of 25 

million vacuum cleaners. We believe these figures to be conservative. For example, studies 

from the University of Manchester suggest that eco-design regulation from EU could lower 

the average vacuum cleaner life cycle from 8 to 5 years.   

 

 

Number of robotic vaccuum cleaners sold globally (million)

Source: Redeye Research, IFR, iRobot, Tratica, Grand View Research, Statista
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Robotic lawn mowers 

The market for robotic lawn mowers has grown by over 20 % annually during the past five 

years. Husqvarna pioneered the robotic lawn mower in 1995 and, in April 2017, Husqvarna 

celebrated 1 million robotic lawn mowers sold since launch. Many people do not know that 

Husqvarna still has over 50 % of the robotic lawn mower market despite many new players 

having entered the market. Husqvarna states that maintaining leadership in robotic lawn 

mowers and battery powered gardening tools is key. In fact, robotic lawn mowers are the 

most important top line growth driver of Husqvarna - a Large Cap company with a market 

cap of over SEK 40 billion.  

 

Acconeer now has more than one lawn mower customer, and at least one of them is one of 

the leading players. We do not know whether Husqvarna might be a customer (it at the 

moment uses ultrasound) but there is a relation and a strong use case, which should bode 

well going forward. 

 

Just as with vacuum cleaners the use case is to be the eyes of the lawn mower, primarily 

when it comes to detecting obstacles such as animals and infants in front of the lawn 

mower, i.e. distinguish grass from living tissue or stones etc. According to Acconeer, today’s 

robotic lawn mowers are based on ultrasound and therefore have a very limited 

understanding about their surroundings and possible obstacles. They often injure pets and 

hedgehogs. Functions are also limited due to safety reasons. Acconeer can make the lawn 

mowers safer and more efficient by detecting people or animals approaching.   

 

We expect the strong market growth in robot penetration to continue for lawn mowers (see 

the graph below). 

 

 

 

Acconeer believes there is a good potential to broadening the usage to other gardening tools 

but we note that the lawn mowers are the largest category and the volumes on other 

machines are rather small.4  

 

 

 

                                                   
4 We believe the additional opportunities is related to snow throwers/blowers and chainsaws. The hedgehog/pet case is 

perhaps not as strong for these categories (noisy machines should scare animals off) but there might be other 
applications. We are not including other gardening tools in our estimates at the moment as we need a better 
understanding on these use cases. 

Number of robotic lawn mowers sold globally (million)

Source: Redeye Research, IFR, iRobot, Market Intelligence, Statista
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Level measurement  
A level measurement sensor is used to measure the level of liquid and fluidized solids 

(powders, slurries and granular materials). The market is usually divided into level 

measurement for process control or inventory tank gauging, ITG, (i.e. inventory storage and 

so called custody transfer applications). Radar is the most popular technology for ITG. 

 

Applications include tanks for storage or transport (the world is e.g. home to 17 million 

shipping containers), water treatment and various industrial machinery that process liquids. 

Within petrochemicals and oil & gas, level sensors measure gasoline, diesel and chemicals 

etc. Consumer electronics use level sensors in washing machines, steam irons and coffee 

machines.  

 

The most common ways to measure tank levels is to use so called magnetic floaters for 

mechanical tank gauging or a hydrostatic sensor.5 These technologies are simple and cheap 

but if a floater gets damaged the whole tank needs to be switched. Water is a major segment 

but for the many water applications6, hydrostatic and ultrasonic systems are currently 

dominating the market. This has previously made it harder to market radar but Acconeer will 

come at a lower cost than ultrasound. As we will see below, there are plenty of other use 

cases (such as high accuracy requirements and hazardous environments). Acconeer has 5-

15 customer projects in level measurement, including Waste Management (see next section) 

and we especially note that they found Acconeer through Digi-Key, indicating a large need.     

 

A transition from contact to non-contact level sensors   

Level sensors are usually divided into the old contact sensors described above or modern, 

contactless sensors like radar. According to VDC Research, there is an increased reliance on 

electronic level measurement/tank gauging due to the access of real-time information about 

the content of the tanks, higher automation and greater accuracy when it comes to inventory 

storage/control. Thus, newer technologies, such as radar sensors, can improve operational 

efficiency and increase productivity. The penetration of process automation across various 

industries is growing steadily as smart sensors make process automation safer and more 

productive. Smart sensors can also be capable of two-way communication and even self-

diagnosis. Therefore, there is an ongoing transition from traditional contact sensors to 

wireless electronic solutions.   

 

During the past few years the penetration of contactless has increased from about one fifth 

to over one third, and the IoT trend for connected sensors is a key reason. Here are two 

examples. According to Berg Insight, in 2014, the installed base of active wireless M2M 

(machine-to-machine) units in the oil & gas industry was 0.5 million. The two top applications 

were pipeline and tank monitoring. Also, ABB, one of the players in level measurement, has 

over 70 million digitally enabled devices connected (including robots).    

  

There are more advantages. Comparing the two types of sensors, non-contact sensors can 

handle granules and slurries, moving liquids (agitation), corrosive liquids and sticky liquids 

better than contact sensors. Contact sensors are cheaper initially, just looking at the initial 

hardware cost, but the total cost of ownership is usually higher due to larger cost of labor, 

maintenance and downtime related to wear and tear (contact sensors are in contact with the 

stored materials). Thus, contactless are advancing, specifically thanks to accuracy, reliability 

in harsh conditions and low cost of ownership. Therefore, we conclude that the addressable 

market for Acconeer will be the non-contact market.  

 

                                                   
5 Hydrostatics is the science of fluids not in motion. The sensor measures the hydrostatic pressure by sensing the 

weight of the fluid on top of the sensor. 
6 Water applications include raw water, drinking water, waste water, sewage, industrial effluent and brackish water. 
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Radar continuously gaining market shares from ultrasound  

Now that we know contactless technologies in general are favorable in level measurement, 

what about radar compared to other contactless technologies, such as ultrasound? Radar 

has since long had a very strong position and has been on the rise during the past years as 

well, which should imply good momentum for Acconeer. As early as in the beginning of the 

21th century, radar held the majority of the tank gauging market, according to Emerson, who 

has worked with radar level gauging for over 40 years and has the largest installed base. 

However, many of these sensors are, in fact, contact based. In 2008, radar only accounted for 

27 % of the non-contact market while ultrasonic controlled 62 %. This is changing and as 

Emerson’s competitor Vega puts it: “Up until the late 1980s, manufacturers used technologies such as 

capacitance and ultrasonic pressure to measure the levels of liquids and solids inside vessels. However, as 

is the case with most old technologies, these devices have now been largely superseded. Radar has 

completely replaced traditional methods because of advantages to the client.” 

 

The main reason behind the strong radar growth seems to be the high accuracy. According 

to a survey by VDC Research, accuracy is the most important factor for the customer, 

followed by reliability and durability. Radar consistently monitors the levels, as opposed to 

mechanical switches who are relying on moving parts and only are tested on certain 

occasions. However, there are many, many other notable advantages that help make radar 

the go-to technology for most use cases.7 The main argument against radars has been cost, 

but this is not an issue when it comes to Acconeer’s small sensors. 

 

Ultrasound can match radar on most of the features described in footnote 7, but it is bad at 

low viscosity and foam. Agitation (moving liquids) generates reflections and high pressure 

that affect the signal speed. Also, vapor and condensate create false echoes. Ultrasound 

needs to compensate for these interference elements and the temperature differences. Last 

but not least, ultrasound requires a hole or an aperture while radar does not – the radar 

waves simply go through the material. 

 

We have compared the technologies of 40 of the largest level measurement companies. Half 

of them use a mix of both radar and ultrasound. One out of four rely solely on radar, while 14 

% use ultrasound. Only 12 % completely use other technologies. 60 % of the companies have 

contactless sensors.     

 

Concentrated market with several interesting segments 

Endress + Hauser, Emerson Process Management, VEGA Grieshaber, Yokogawa Electric 

Company, and Siemens Milltronics Process Instruments together control the process level 

measurement market. However, there are other players with market leadership in smaller 

niches. Acconeer’s best opportunities is likely in selling to the contenders and new players 

that are looking to steal market shares from the incumbents. One example is ATEX certified 

radar solutions for explosive environments that sell for USD 1000 or more. If an equivalent 

alternative from Acconeer could be bought on Digi-Key for USD 50 this should be a good 

business case for employees at the large incumbents that could leave and start a competing 

firm.  

 

The largest segments are industrial processes, followed by oil & gas, where tank gauging is 

crucial as overfilling causes explosions and fires. The other major markets are chemicals, 

                                                   
7 Some examples of the radar advantages include better hygiene, efficiency, simplicity, speed and low maintenance 

intensity. Radar has no moving parts. It is versatile (works for liquids, solids, slurries, pellets or powders). It is especially 
suitable for harsh environments like corrosive, high dust, moist, high vibration and vaporous plus when the temperature 
varies a lot. Radar is also immune to tank wall coatings which improves reliability and reduces maintenance cost. Radar 
is not dependent on density or the dielectric constant. While the detection range for radar is limited Acconeer can 
currently measure 13 meters which should be sufficient for most tanks. Two very hard applications that suits radars are 
measuring only the interface of the liquids and agitated tanks, i.e. moving liquids. Agitated tanks are common in 
chemical processes, food, pharmaceutical, cosmetics and basically any process where liquids are mixed together. Other 
slightly hard applications include: slurries, acids, bases, stationary granulars (non-moving), oils and emulsions. Plain 
water on the other hand is very easy and not something where we believe radar will win any meaningful traction. 
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petrochemicals, water/wastewater and food & beverage. One particularly interesting case 

study is the food & beverage segment, where radars are used extensively for inventory 

management and automatic orders. According to Endress + Hauser, one of the major players 

in level measurement, customers request immediate information on the time for delivery, i.e. 

if the items are in store or not along with the ability to place automatic orders. Players within 

food & beverage therefore need technology to instantly tell them exactly what they have in 

their silos. Hence, there is a need for installing inventory control, supply chain and tank 

management software for tracking of materials, discovering bottlenecks and aid product 

planning. 

 

Looking specifically at the food and beverage industry, grains, corn, beans and feed pellets 

are typically stored in tall silos for distribution/milling. Some of these silos can have over 800 

compartments, meaning it has previously (pre-Acconeer) been hard to justify putting sensors 

in each one of them. 

 

Endress + Hauser says it has used 450 000 26 GHz air radars for powder and bulk solids but 

it is moving to 80 GHz though due to the high accuracy requirements (±1mm). One important 

reason for using radar is the ability to handle the extreme dust related to frequent fill and 

empty operations.8 While the large existing market and extensive use of radars is great news 

for Acconeer, as it gives it the opportunity to replace other more expensive radars, it also 

means that the relevant TAM is substantially smaller since it is not a green field. The radar 

technology has been known to be very robust. Emerson e.g. boasts a 30 year lifetime. Our 

conclusion is that a large part of the installed base is likely not up for renewal anytime soon. 

 

There is not much good level sensor market data but every car has to have at least two level 

sensors and there were about 94 million vehicles shipped in 2017. By comparison, the 

Industrial process and oil & gas segments are several times larger than automotive. We 

therefore believe that our estimated TAM for contactless level measurement sensors (see the 

graph below) is conservative. In general, if customers are interested in wireless 

communication for their tanks, they should be interested in battery-driven solutions as well.  

 

 
 

Waste management 
Waste management is a kind of level measurement application and the use case is simple - 

an active sensor is integrated on the garbage bin and then linked to the cloud together with 

the garbage trucks. The sensor can then detect if the garbage can is full, half full or empty, 

meaning the garbage trucks can optimize their routes instead of unnecessarily driving to 

empty garbage bins.  

                                                   
8 Aside of FDA approvals there is also the so called dust approvals for e.g. grain and white sugar, which are both highly 

explosive. Hygiene is also critical, meaning contactless sensors that are never in contact with the food. 
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Sensors will also prevent overfilling and time and money spent on cleaning up after 

overfilling. Thus, garbage collection is related to the trend of smart cities. Apart from the 

environmental advantages, the savings for the waste management companies are quite 

enormous. According to Sensa Networks, a technology company in this space, real-time 

monitoring and “on-demand hauling” is cutting overhead costs for waste management by up 

to 60 %. Given these economics, it is not surprising that Acconeer already has several 

customers testing the technology for smart waste management. However, as several waste 

management firms are Stone Age when it comes to tech we find it likely that Acconeer’s 

customers will be the tech companies that help the waste management firms becoming 

digital, like Sensa.   

 

The advantages and disadvantages of the technologies used are similar to level 

measurement. Acconeer’s radars can be integrated outside the bin, which is especially 

important for toxic or corrosive waste. It can also handle low density materials like plastic, 

which, as mentioned, is troublesome for ultrasound.      

 

The smart garbage bin market is another potential major market in the making.9 There are  

20 000 US companies and about 368 000 employees in the waste management industry but 

this market is actually not as fragmented as it would first appear. In US, two companies, 

Waste Management and Republic Services, in total have close to half of the market. Waste 

Management has 21 000 collection and transfer vehicles that serve over 20 million 

customers. Oligopoly’s are seldom characterized by a desire for innovation but if Acconeer 

can get some smaller players on board it could be important for the giants to join in not to 

lose market shares. Why? Because of the huge savings of 60 % that we described above.10 

 

The market is big in tons also. The average American has during the past 25 years produced 

about 4.4 pounds of trash per day or 4.7 at the most. The global average is 2.6 pounds, which 

should mean a need for about 2 million garbage trucks worldwide. Assuming the same 

penetration as in US, we initially estimate a sensor penetration of five sensors per garbage 

truck (we mean as a sanity check only – not sensors actually integrated in the garbage 

trucks). This is equal to 50 sensors for every one of the 200 000 waste processing and 

disposal facilities in the world. The sensor penetration is then expected to grow to on average 

50 and 500 sensors respectively, in 2026, which would imply an addressable market looking 

like the graph below: 

 

 
                                                   
9 Grand View Research estimated the 2015 market in the US to USD 6 million. This might not sound much but one 
should note that the total US waste management market is worth USD 75 billion and the North American market is 
expected to grow to USD 139 billion in 2020 from investments of USD 7 billion, according to American Society of Civil 
Engineers. In the EU, Veolia had Waste Management revenues of USD 10 billion in 2017. 

 
10 Also, 55 % of the waste revenue comes from the collection process whereas 20 and 15 % are from disposal and 
remediation. The cost structures are likely similar. 

Total adressable waste management market (million units)

Source: Redeye Research, Statista, Waste Business Journal, ASCE
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One problem we have identified is the incentives and responsibility of the investments. The 

garbage collectors do not own the trash bins and they would prefer it if someone else 

mounted the sensors there for them. However, the local mayors and the city councilors do 

not seem to do so at the moment. The best way for Acconeer, in our opinion, is to be in 

alliances with technology companies like Sensa, as described above.    

Parking solutions   
We believe Acconeer’s partner Uniqeust has delivered the parking solution to SK Telecom but 

Acconeer currently also has about 5-15 customers evaluating the technology for parking 

solutions, meaning parking is one of the hottest IoT areas. One indication that parking is 

smoking hot is the Intertraffic exhibition in Amsterdam, which had one entire hall of parking 

companies. One reason for the rapidly expanding interest is likely the simpler use cases, as 

opposed to e.g. robots.  

 

The Acconeer use case for parking is simply a sensor that detects if there is a car parked on 

the parking spot or not. This data can then be used in an app that shows the user where there 

are free parking spots, something that is a big issue in most major cities. According to Frost 

& Sullivan and INRIX/ParkMe, drivers in the World’s largest cities lose on average 40-80 hours 

every year in trying to find a parking spot.   

 

In the parking solutions segment, radar is, once again, especially up against ultrasound but 

there are also magnetometers (see further the competition section). As the ultrasonic 

sensors measure sound they are sensitive to noise from e.g. traffic. In addition, the speed of 

sound is dependent on temperature and, again, ultrasound requires an aperture, which can be 

blocked by dirt or leaves as parking sensors are installed in outside environments. We are not 

sure how important these disadvantages are but there should at least be a good reason why 

so many customers are trying out Acconeer. As we will outline below, it looks like radar could 

evolve into the go-to technology for outside applications but we view usage of several 

complementing sensors (i.e. sensor fusion) as likely. One example is combining radars with 

magnetometers that could read through wet leaves (something that could be a challenge for 

radars).  

 

We have studied about 60 players in the smart parking field and radar and ultrasonic sensors 

seem to be twice as common as camera solutions like LPRC (license plate registration 

camera). LPRC cameras detect the cars when they drive into the parking garage and 

recognize their license plates. We note that about 1/3 use sensors and 1/6 use LPRC. We 

also found a handful of car sensor projects where some players are building systems that 

use the car itself as a sensor instead of relying on in-ground sensors. The car then act as 

eyes on the road and report information that it gathers from its cameras. If such solutions 

gain traction on a large scale it would likely be a threat to radar solutions. 

 

The smart parking market is not new. We note that the parking app solution Parkopedia has 

60 million parking spots in its network. Parkopedia’s app has real-time information about 

available parking spots, garnered directly from the parking facility operators. It also has some 

on-street parking sensors of its own from where it receives real-time data. One of 

Parkopedia’s sensor partners is Smart Parking who in 2017 had 60 000 mounted sensors. 

Parkopedia says that the business is labor intense, making it hard to scale globally plus 

getting cities to invest in smart sensor technology is a hard sell. ““Some cities, such as Los 

Angeles, London, Shenzhen, and Barcelona, have rolled out sensors in their cities, at least in core business 

district areas, but they are the exception, despite sensor technology being around since 2007”. Instead, 

Parkopedia has therefore focused on developing algorithms to predict where there could be 

space. Cost is likely one important issue, which Acconeer should be able to help with. One 

potential middle ground method could be having an installed base of sensors, not for every 

parking spot but for several of them, together with AI that learns from parking patterns.  
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OICA assumed that there were almost 1.3 billion cars used globally in 2015, which gives a 

hint of the total parking spots. Statista expects a USD 10 billion value of the smart parking 

market in 2020 but how large is this in units? EPA and Q-Park estimate the parking spots to 

231 million in EU, whereof about one third off-street and 48 million in regulated spots. One 

issue we have identified though is that the parking market is very fragmented, as opposed to 

the other markets.11 Q-Park and its four main competitors together operate 6 percent of the 

EU parking market. However, the lower barriers to entry should mean better bargaining power 

and therefore higher margins for the sensor suppliers. If the customers came to source their 

sensors from Digi-Key it would mean higher margins and a lower customer acquisition cost 

for Acconeer. Thus, the eventual success for Acconeer in parking solutions will likely be very 

much dependent on how powerful the Digi-Key distribution model turns out to be. 

 

For off-street parking, like e.g. garages, one serious competing technology is the LPRC 

cameras. Q-park e.g. uses LPRC cameras. We assume LPRC can be used in fenced or 

separated outdoor parking lots as well. We therefore believe that Acconeer’s addressable 

market is solely on-street parking as the technology’s value proposition is stronger outside 

plus we find it likely that having one or a few LPRC cameras counting the cars is a cheaper 

solution for off-street parking (garages etc.). In addition to the off-street/on-street division, we 

believe that the TAM should only consist of regulated car parking as someone needs to 

finance the solution. As a result, our parking TAM for Acconeer looks like the following:    

 

 

 

Automotive  
Acconeer has for over two years been working with one of the largest global automotive tier-1 

players from Japan.12 This customer was actually the first one ever to receive an evaluation 

kit. The words “one of the World’s largest” lead us to believe that the customer could be 

Toyota’s keiretsu supplier Denso but there are many other possible, prominent Japanese tier-

1 partners.13 Acconeer says that some of the use cases the two are working on are green 

field applications and some are traditional areas for the tier-1. The use cases include e.g. the 

following (see the table on the next page): 

                                                   
11 Q-park has a 2.5 percent market share in 10 countries and 12 percent in Netherlands, meaning over 870 000 spots in 

its 6 300 parking facilities.  

12 It should be noted that the Japanese car industry is heavily dependent on export to the rest of the World so this is a 

global play and not only related to Japanese car OEMs. 

13 Other Japanese tier-1s include Aisin, Yazaki, Sumitomo, Hitachi, Mitsubishi, Alpine, Pioneer. Panasonic and Fujitsu 

Total regulated on-street parking spots (million)

Source: Redeye Research, Navigant Research, Q-Park, Grand View Research
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As for the trunk opening, the current tailgate solutions on the market do not work well. The 

tank use case is more of a long-term opportunity since Acconeer says it prefers to be inside 

the passenger compartment, which we believe is related to less liability, shorter certification 

processes and therefore faster time to market. This seems sound. Nevertheless, breaking 

into automotive needs dedication and a long, long-term focus (several years) as the 

technology needs to be certified and be compatible with all other systems in the car. 

Acconeer has been working with its partner for at least two years now and has earlier 

mentioned that it expect its sensors to be integrated into programs starting 2021. However, 

we believe this would require a design win within the next months.  

 

Infineon, NXP and ST Microelectronics are controlling essentially the whole automotive radar 

chip market while other players together only hold a few percent of the market. However, as 

Acconeer is focusing solely on in-car use cases and not ADAS radars, it is not competing 

head to head with these giants. Automotive has also enticed many radar start-ups such as 

e.g. Echodyne, Metawave, Vayyar and Steradian Semi but these are all working on 77 GHz.14  

 

With 96 million vehicles shipped in 2017 the automotive market clearly has volume potential. 

Also, Acconeer’s partner has mentioned a potential of up to 10 sensors per car. We have used 

a more cautious average of 2 sensors initially gradually growing to 3 sensors (see further our 

estimates and valuation). Most importantly, Acconeer only has the muscles to collaborate 

with one tier-1 partner, suggesting that its total reachable and addressable market is likely 

closer to 10 % of the total automotive market (although one should note that 10 % would still 

be huge volumes compared to most other segments).    

 

Smartphones & wearables   
Smartphones and equivalent products like e.g. wearables is not a current focus area. 

Nonetheless, it is an interesting possibility that deserves to be mentioned due to the 

extremely large volumes (1.5 billion smartphones sold in 2017). Also, Management comes 

from the mobile industry and should have valuable experience in how to operate in this super 

competitive space. We know from previous Acconeer statements that at least one large 

smartphone OEM is in early stage evaluation of the technology for smartphone applications. 

With Uniquest as a partner, we find it possible that this could be LG or Samsung. If products 

from one of these two indeed would be launched, it could quickly create a bridge to Chinese 

copy cats. 

 

Acconeer is benchmarking its sensor against ST Microelectronics’ time of flight IR sensor 

that sells in volumes of 70 million units per year. Acconeer says it can beat ST on the specs 

as it is not sensitive to light, although there is no cost advantage here as the ST sensors are 

produced during optimal conditions. Another application is measuring the distance where 

two cameras are used today. Acconeer could replace one of those. However, such an 

application does not give much bang for the buck either. As an example, the sensor BOM in 

iPhone X (a costly high-end device) was USD 2.4 for all sensors (likely excluding cameras), 

according to IHS, meaning an average sensor cost of way below USD 1. As we interpret 

Acconeer, it is reluctant to sell for USD 1 or below and more expensive sensors for gestures 

are therefore much more likely as the first smartphone or wearable use case. We recognize 

                                                   
14 Omniradar pursued a low cost 60 GHz radar with a 7x7 mm size and a 5 meter reach, but it used continuous wave 
technology (high power consumption). In June, Omniradar was declared bankrupt but as we understand it Omniradar’s 
assets were sold. 

Automotive use cases

Use cases that Acconeer and its tier-1 partner are jointly working on

Gesture infotainment control (virtual box) Gesture infotainment control (virtual box)

Sense if objects are too to an opening door Tank level measurement (gasoline)

Detecting if there are people in the passenger seat and whether they breathe

Source: Redeye Research, Acconeer
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this reasoning from competing ultrasound solutions (see further the competition section). 

Thus, in our base case, we have no high expectations for smartphones in the short run.   

 

Google’s Project Soli   
When studying Acconeer’s market one immediately come across Google’s similar solution, 

i.e. the Project Soli.15 In essence, Project Soli discusses the same use cases as Acconeer.16 

Thus, a key challenge for Project Soli is reportedly the power consumption. Since Project Soli 

uses substantially larger and costlier radar sensors from Infineon (we will return to Infineon in 

the competition section) Google is a potential partner for Acconeer. Project Soli is hardware 

agnostic and says that its sensing technology in theory can work with different, other radar 

chips, although we cannot know if and how this applies to Acconeer. There is currently no 

relation with Google but we believe a partnership could be a future opportunity for Acconeer. 

Historically, there are good examples of Google swiftly changing hardware partners multiple 

times. If we were to speculate a bit, Google could in theory take advantage of Infineon and let 

it do most of the work initially and then change to Acconeer. However, any discounting of a 

Project Soli potential is, in our opinion, too farfetched at the moment, especially since players 

like Google value size as a sign of reliability, i.e. they want to be sure that their suppliers will 

still be around a few years from now - not bankrupt, acquired by a competitor or having 

pivoted to some other area etc. This risk is general though and can be applied for most larger 

customers.  

 

Other potential segments  
There are many other potential segments that we have not considered in our valuation at the 

moment, which can instead be seen as potential catalysts. Within IoT the potential is endless 

when it comes to non-contact stuff, i.e. when battery life is key. However, we find it hard to 

see what will be the best applications to pursue, besides the ones mentioned earlier. As we 

describe in the footnote below, for some applications it is hard to evaluate the potential while 

others are more like cool technologies but without a clear cut use case for now.17 Last, one 

other potential that has been mentioned is filing patents in the application areas.      

 

                                                   
15 Project Soli started with one person, computer scientist Ivan Poupyrev, who developed all the basic technology 

principles and is still Director of Engineering at Google Advanced Technology and Products (ATAP). Today, the Project 
Soli team is at least 120 people. 
16 Soli mentions e.g. wearables, smartphones, VR/AR, smart appliances, IoT, wayfinding, accessibility, security, 

spectroscopy, material and object recognition, 3D imaging, predictive drawing, in-car gestures, gesture unlock, biometric 
user identification, fluid/powder identification, and glucose monitoring. 

17 One example of a cool feature with no crystal clear use case at the moment is detecting breathing and pulse, which is 

something Acconeer can do in a super accurate way, no matter in what position the person is lying (on the back, belly or 

on the side). At the moment we are not sure of the case for drones given the limited reach of 2 meters, as up to 20 

meters is needed in order for safe landing and avoiding obstacles. The reach seems to be substantially better than 

Acconeer previously expected and there could be other use cases as well like e.g. fuel tanks but as a margin of safety 

we do not include drones in our current valuation. The low power consumption is not something that impresses the 

drone customers since they have massive batteries, according to Acconeer. Presence detection for air conditioners in 

conference rooms also need better reach, meaning a new radar with maybe twice the reach needs to be developed. 

Industry robots is a potential area where sensors can warn the robot that humans or human body parts are close to the 

machines. However, there were only 387 000 industry robots shipped in 2017, according to IFR, whereof close to one 

third was related to automotive, meaning we believe industry robots should not be Acconeer’s first priority. In security 

the technology can be used to sense is someone stands outside and looking in the window. Acconeer also has 

customers in powertools but says this is not a focus area. A few others more or less seemingly far-fetched 

opportunities include automatic doors, wall stud finding and level sensors in consumer electronics like coffee machine 

due to the fragmented market (many manufactures and brands.).   
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Competitive landscape       
We do not view the competition as a key issue at this early stage that is primarily about 

proving the tech and gain traction on the market. Competition will of course evolve and enter 

the picture in the next phase if Acconeer is successful and if the big market materializes. In 

such a scenario, we expect it to take 3-4 years for the Chinese to reverse engineer the 

product. This is related to the barriers to entry in the semiconductor industry. In order to 

develop a ready-for-production ASIC (Application-Specific Integrated Circuit) a so called 

tapeout needs to be done. In the tapeout the full mask set required is created by the mask 

partners of the foundries. The tapeout costs about USD 1m. Usually, before taping out, 

companies therefore perform at least one MPW (Multi-Project Wafer) to receive samples. In 

the MPW, costs are shared as it includes projects from different customers. The price for an 

MPW is therefore about 10 % of a tapeout. Both performing the MPWs and finally taping out 

require an extensive amount of time and can hardly be done faster than three years. 

Hardware is not enough though. Then there is the software part, which requires that the 

hardware is ready. All in all, this creates solid barriers to entry.  

 

Other radars are not an issue at the moment, in our opinion. Basically, other pulsed radars are 

not accurate enough while the continuous wave technology is too power hungry. The 

competition mostly comes from other technologies (especially ultrasound), although other 

sensors are also complementing and not only competing. As opposed to other radars, where 

Acconeer relies on its low cost, when it comes to ultrasound and IR it is instead fighting on 

specs for specific use cases.      

 

Main competing technologies: Ultrasound & infrared  
It is hardly possible to know what the future of technology has in store. British researchers at 

University of Nottingham has e.g. been able to produce an ultrasonic sensor that is so tiny 

that it can roll up on a hairline. Today’s ultrasonic sensors are smaller than 1 cm but we have 

also found smaller ultrasound sensors than Acconeer’s sensor. Chirp Microsystems, a start-

up of 15 employees that were acquired by TDK last February, launched the world’s smallest 

(3,5x3.5 mm), lowest-power ultrasonic time-of-flight (ToF) sensors in 2017. In addition, this 

was said to be the first commercially available ultrasonic sensor based on 

microelectromechanical systems (MEMS). The size, the minimal power consumption of 15 

uW and the basic characteristics of ultrasound clearly make Chirp a tough competitor to 

Acconeer. In addition, use cases discussed by Chirp are virtually the same as Acconeer. We 

also note Chirp’s CEO mentioning, in an interview in EE Times, that smartphone OEMs wanted 

to buy its sensors and use them as proximity sensors. However, the phone manufacturers 

wanted to pay the same price as for the current IR solutions (even though ultrasonic is 

supposed to be better, according to Chirp who uses basically the same arguments as 

Acconeer), meaning Chirp refused, which is also similar to Acconeer’s reasoning.    

 

Technavio states that main areas of usage for ultrasound in 2016 was 30 % industrial 

processes, 28 % healthcare, 17 % food & beverage and 15 % automotive.  

 

As we have already described above, ultrasound and infrared (IR) have natural sources of 

interference and noise (sound and light respectively), as opposed to radar.18 IR needs free 

sight and therefore has disadvantages when it comes to the complexity of integration. For 

infrared TOF sensors it is well known that interference could come from LED lighting or 

daylight. Camera lenses are sensitive to dust.    

 

                                                   
18 Other products on the 60 GHz frequency can interfere with Acconeer’s radars. The 60 GHz spectrum is unlicensed 

today in most regions, meaning others also want to operate on this frequency, like e.g. manufacturers of WiGig routers.   
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Last, aside of ultrasound and IR we also want to briefly mention magnetometers from e.g. 

Honeywell. Magnetometers measure magnetism, i.e. the magnetic fields in certain directions. 

One issue is the electromagnetic interference from power sockets or electric cars etc. 

Magnetometers are passive components, making them even more power efficient than 

Acconeer but in terms of accuracy and amount of information Acconeer says it wins.  

 

Infineon: The main competitor in radar 
Infineon is a large German company with annual sales of EUR 7 billion and 30 000 

employees. It ships over 10 million radar chips a year. Seeking out certain viable niche 

segments from these volumes could be a good opportunity for Acconeer. Infineon has 

basically taken its automotive 77 GHz radar and shrunk it, which probably does not fit all 

kinds of customers. Due to the automotive focus, Infineon’s radar is simply not designed for 

low effect and consumer electronics to begin with. Nevertheless, we recognize many of the 

technology advantages and use cases that Infineon discusses from the communication of 

Acconeer. Infineon’s radar is not pulsed like Acconeer’s, it is always on, (so called continuous 

wave,) which explain why its power consumption is more than 54 times higher.19 The size of 

9x12.5 mm is also considerably larger, meaning higher cost as costs is in proportion to the 

size. One advantage for Infineon from the automotive legacy though is that its radar has 

more receiving antennas, which should mean a longer reach. However, Infineon has for some 

unknown reason still not officially launched its radar. Sticking to its initial plan it should have 

done so before last winter so it is at least one year behind. The new target date for launch is 

set to year-end 2018. In other words, Acconeer has an excellent window of opportunity and it 

could also go for the segments that are not interesting for Infineon.   

 

Future radar competitors 
If Acconeer would start again from scratch it would take at least three years to re-launch the 

product (as described above). As for long-term competitive advantages, Acconeer has said 

that remaining on top in this industry requires keeping up the speed and maintaining the 

focus. This is a typical downside of being in the tech industry. Thus, forceful innovation and 

continuing large investments in development of future sensors is fully necessary for 

Acconeer in order not to fall behind Infineon and other large competitors.  

 

When it comes to future competition in radar, Texas Instruments has recently launched a 

new radar of 10x10 mm (without antennas), i.e. larger than Acconeer. The effect level is more 

than 1 W, compared to 1mW for Acconeer, so it cannot compete on power consumption: 

However, like Infineon, TI can likely still be a tough competitor in automotive where power 

consumption is more of a secondary issue. We already mentioned a couple of start-ups in the 

automotive section. Another competing start-up is Novelda, although Novelda operates on 

other frequencies. It is not clear what Novelda finally will do with its 7 GHz radar. When 

showcasing the radar, Novelda has focused on measuring heart rate and breathing, although 

other opportunities mentioned are measuring distance, speed and presence. There are many 

other skilled companies that can build radars for the 60 GHz frequency but in the end we 

believe the traditional radar companies have the same problem as Infineon, i.e. they are used 

to manufacture radars for industrial and automotive applications; not minimal radars that 

could fit into consumer electronics, which seems to be a whole different story.    

                                                   
19 Looking at the rest of Infineon’s radar portfolio it has a 24 GHz transceiver that is smaller than Acconeer’s radar but 

the transceiver is just the analogue part of the radar and it does not include antennas. 
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Financial estimates   
Our sales estimates are summarized in the graph below. Lawn mowers is, according to us, 

the most important area but we expect Acconeer to build high-quality revenue from many 

smaller customers.    

 

 
 

Our sales assumptions for years 2019-2022 look like the following (see the table below). We 

concur with the market expectations of an underlying pressure on sensor prices of CAGR -18 

% during 2019-2023. However, for some segments this is partly mitigated by an increasing 

number of sensors (see further below). In addition, the market ASP erosion will partly be 

related to Acconeer replacing competing radar sensors that are 10 times more expensive 

than Acconeer. All in all, we do not expect Acconeer’s ASP to plummet quite as drastically as 

the market ASP. In fact, we forecast a relatively stable blended ASP at USD 6-7 during 2019-

2022, as can be seen in the table below.  

 

 

 

Sales per segment (SEKm)

Source: Redeye Research

0

50

100

150

200

2019E 2020E 2021E 2022E

Digikey Parking Level sensors Waste mmgt.

Automotive Vacuum cleaners Lawn Mowers Smartphones etc.

Sales assumptions per segment

2019E 2020E 2021E 2022E

Volumes (thousand)

Digikey (evaluation kits & modules) 1 1 5 10

Parking (n.o. parking spot sensors) 5 14 51 97

Level measurement (n.o. sensors) 49 93 325 569

Waste management (n.o. sensors) 0 63 157 335

Automotive (n.o. cars) 0 0 0 60

Vacuum cleaners (n.o. vacuum cleaners) 0 11 86 299

Lawn mowers (n.o. lawn mowers) 5 111 321 657

Smartphones & wearables etc. (n.o. phones etc.) 0 200 500 1000

Total 60 494 1446 3028

ASP per segment (USD)

Digikey (mix of evaluation kits & modules) 34.4 34.4 31.0 27.5

Parking (ASP per sensor or module) 5.0 6.5 6.8 5.6

Level measurement sensors (ASP per sensor) 5.0 4.3 3.4 2.8

Waste management sensors (ASP per sensor or module) 10.0 8.6 6.8 5.6

Automotive (ASP per car) 10.0 8.6 6.8 5.6

Vacuum cleaner (ASP per vacuum cleaner) 12.5 12.9 13.6 12.6

Lawn mowers (ASP per lawn mower) 12.5 12.9 13.6 12.6

Smartphones & wearables etc. (ASP per phone) 3.8 3.2 2.6 2.1

Blended ASP 6.0 6.7 6.6 6.2

Source: Redeye Research
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Our estimated Digi-Key ASP for the period is USD 28-34. Note that it is primarily related to 

evaluation kit sales and therefore significantly higher than the blended ASP in the table above 

that includes pure sensor deals from the other segments (the difference is only 1 % though, if 

we were to exclude the minor volumes of evaluation kits from the blended ASP).  

 

The reason why we see a higher short-term potential in lawn mowers is related to 

Husqvarna’s market share of 50+ %, as opposed to e.g. the combined 2016 market share of 5 

% share for the robotic vacuum cleaners from LG and Samsung. For the lawn mowers and 

vacuum cleaners we estimate a gradually increasing sensor penetration reaching an average 

of four sensors per robot but for all other applications we assume one sensor per unit. This is 

why we model a higher ASP in 2020 compared to 2019 (a favorable sales mix with a large 

proportion of lawn mower sales).  

 

One major swinging factor for the ASP that we cannot yet calculate in a proper way is the 

module penetration. Modules have a substantially higher price (albeit lower margins). As 

mentioned, the modules will likely not be targeted towards areas like smartphones but rather 

less technology savvy customers in e.g. parking or waste management. Hence our higher 

ASPs in the two segments last mentioned. In this early stage, where we do not know much 

about the module strategy, we assume that the module ASP will be two times the underlying 

sensor price, which is very conservative looking at the Digi-Key prices for processors.  

 

Automotive projects in 2021, in our opinion, would require a design win within the next 

months and we take a more cautious approach. When automotive kicks in in our estimates, 

in 2022, we have estimated an average of 2 sensors per car, not 10 like Acconeer’s partner 

has indicated as the full potential. All in all, our estimates seems more conservative from 

several aspects compared to the company or its partners. This is not something weird. 

Companies in this stage and their CEOs are supposed to be optimistic. It will help pulling the 

company forward. We, on the other hand, want to be sure that we are wrong on the upside 

and not the downside.   

Our sales ramp-up estimates for the various segments are especially based on the 

customers’ appetite for finding new solutions. Simply put, the customers that are the most 

desperate to use radar will move faster. This could be related to the applications with the 

highest cost savings or use cases where radar is specifically required. Our belief is that 

simple IoT applications will come to market a bit faster than robotic vacuum cleaners. We 

think the level sensor market is super interesting due to major volumes (see the market 

section) but we also expect that the lifetime of the existing sensors in the installed base is 

rather long, meaning the relevant market might be smaller at first.   

 

As can be seen, we have low expectations on 2019 but mostly we view this as a prudent 

approach related to the lack of information on won designs. The lead times from design wins 

to revenue are 12-18 months and we have therefore not been able to detect any design wins 

so far (the product was launched in April 2018). However, one should note that lack of design 

wins announced does not mean that there are no design wins. Acconeer’s policy is to 

announce products launched by the customers but not design wins. We do know that the 

company was previously hoping for additional product sales from customer projects in Q4’18 

(outside of Digi-Key) but for now we are not sure that this can happen. The aforementioned 

factors do not change our long-term view of the company but it suppresses our expectations 

in the short run. 
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Earnings estimates 

Our earnings estimates are summarized in the table below: 

 

 
 

For batches of 1 000 sensors Acconeer’s units cost about USD 6 apiece on Digi-Key. By 

comparison, we note that TI’s new (automotive focused) radar, the AWR1642, costs about 8 

times more than that. The TI sensor price is without antennas. Including antennas, Acconeer 

is 10-20x cheaper. Nevertheless, direct orders for bulk volumes from Acconeer will be 

cheaper than USD 6. We have assumed an initial sensor price of about USD 5, but even more 

important is what the gross margin can be with such a price? We have benchmarked with 

some older sensors of similar size from Fingerprint Cards (see the table below). Acconeer’s 

sensors are substantially smaller than Fingerprints’ so the silicon will be cheaper. However, 

we do not know Acconeer’s yield, neither its’ testing times. Thus, we are using a higher COGS 

of USD 1.3 to include the uncertainty related to testing, which still leaves us with a 70+ % 

gross margin. For 2019, however, we assume lower yields on the first units and a gross 

margin of about 50 %. COGS will decrease gradually as the first hundred thousand or million 

units are ramping. Following the first two years of gross margins around 70 % we 

subsequently expect a rapid drop down to 40 % as the technology becomes popular and is 

delivered in the millions.      

 

 

 

As for the fixed costs, Acconeer has said that it is not adding more than two new employees 

per quarter. We expect this average rate to continue (although it will of course fluctuate up 

and down at given times). However, we still see a risk for increased OPEX as the technology 

seems to be rather support heavy, at least initially, although this is partly offset by gradually 

more educated Digi-Key people. Acconeer expects to use a large part of its marketing budget 

on Digi-Key advertisements as it gives the best bang for the buck. It does not foresee any 

major costs in signing new distributors but making the existing distributors productive might 

need education efforts. Last, our 2019 cost estimates also include a tapeout of SEK 10m for 

Earnings estimates

(SEK million) 2018E 2019E 2020E 2021E 2022E

Total net sales 1 3 30 85 169

Net sales growth (%) 3227% 196% 813% 188% 98%

Employee costs -27 -29 -34 -41 -45

Avr. n.o employees 25 30 38 45 50

Other OPEX -22 -33 -29 -35 -40

Total depreciation -2 -3 -5 -5 -10

Capitalized work for own account 13 15 17 20 22

Gross margin -9% 57% 72% 71% 64%

EBIT -39 -48 -30 0 36

EBIT (%) -3575% -1468% -101% 0% 21%

PTP -39 -48 -30 0 36

EPS (SEK) -2.06 -1.93 -1.20 -0.01 1.43

Source: Redeye Research

Sensor size & gross margin calculation: Comparison with FPC

1020 1021 1025 1035 1155 Acconeer A1

ASP 4.0 3.5 3.5 1.9 2.6 5.0

Gross margin 30% 44% 44% 61% 51% 72%

Gross profit 1.2 1.6 1.6 1.2 1.3 3.6

COGS 2.8 1.9 1.9 0.8 1.3 1.4

Array 192x192 160x160 160x160 88x112 208x80

Size (mm) 9.6x9.6 8x8 8x8

Size (mm²) 92 64 64 25 42

Size of the capsule (mm), i.e. not only silicon 5.5x5.2

Size of the capsule (mm²) i.e. not only silicon 29

Source: Redeye Research Acconeer, Fingerprint Cards



REDEYE Equity Research Acconeer  17 October 2018 

25 

the new A2 sensor to be paid cash up-front.  

 

Quarterly figures & estimates  
The Digi-Key customers has previously bought about one reference board per day. This 

number has went down a bit during the summer but it could be related to customers waiting 

for the new flexible reference boards.  

 

 

 

 

 

 

 

 

 

 

 

Burn rate & working capital   
As mentioned, Acconeer needs to keep wafers in a large die bank in order to be able to deliver 

finished products within 7 weeks. Wafers are ordered 6 months ahead, meaning substantial 

working capital will be needed. Acconeer has stated that it will use about a third of its cash 

from the IPO, some SEK 45m, for working capital, about 10-15 % for marketing (SEK 14-20m) 

and the rest, SEK 70-80m, is needed for investments in the next generation sensor - the A2. It 

should be noted that since we estimate a slower ramp-up we also assume a bit lower need 

for working capital. Over time, as the business grows, the company should be able to improve 

its’ payment terms with suppliers and thereby reducing the need for working capital as a 

percentage of sales. When Acconeer has a solid revenue base it could finance the working 

capital with e.g. factoring or debt.  

 

Acconeer has previously indicated profitability in 2019-2020 and that the company expects to 

be cash flow positive in 2020-2021. In order to reach profitability in 2019 products ramping at 

the moment are needed, which is simply not the case and therefore we do not find that likely. 

Our estimates implies that Acconeer becomes cash flow positive in 2022 and reaches 

positive EBIT and EBITDA in the end of 2021. 

 

Cash amounted to SEK 161m at the end of Q2’18 (incl. short term investments of SEK 60m). 

The burn rate thus far in 2018 is SEK -8m per quarter on an EBIT level and about SEK -11 

including CAPEX. One very important question for companies in this stage is if cash is 

enough to reach break-even. In our current estimates we assume that the cash at the end of 

2021, when the company breaks even (by our calculations), will be SEK 27m. While these 

estimates mean that we, at the moment, see no risk of dilutive financing it should be noted 

that they do not leave much room for error.   

 

 

 

 

 

 

Quarterly estimates (million SEK)

SEKm 2016 Q1'17 Q2'17 Q3'17 Q4'17 2017 Q1'18 Q2'18 Q3'18 Q418 2018

Net sales 0.0 0.0 0.0 0.0 0.0 0.1 0.2 0.3 0.5 1.1

Sales growth (%) n/a 5088% 159% 40% 67% 0%

EBIT -12.5 -4.5 -4.8 -14.1 -23.1 -7.4 -9.3 -10.9 -11.6 -39.3

EBITDA -11.7 -4.0 -4.4 -13.5 -21.0 -6.9 -8.8 -10.4 -11.1 -37.2

PTP -12.6 -4.5 -4.9 -14.2 -23.2 -7.4 -9.2 -10.9 -11.6 -39.3

EPS (SEK) -1.41 -0.39 -0.42 -1.00 -1.87 -0.39 -0.48 -0.57 -0.61 -2.06

EBIT margin (%) -122% -138% -147% -3406% -177% -217% -265% -301% -296% -271%

EBITDA margin (%) -115% -124% -133% -3249% -161% -202% -250% -287% -283% -257%

EPS growth (%) n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a

Source: Redeye Research, Acconeer
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Valuation 
Our valuation scenarios are based on discounted cash flows. The assumptions look like the following: 

Bear Case 18.0 SEK Base Case 29.0 SEK Bull Case 60.0 SEK 
The differences in our bear case 
assumptions for years 2019-2026 
compared to our base scenario are 
the following:   
 
Sales growing by a CAGR of 114 % 
to about SEK 660 million based on 
volumes of 15 million.   
 
Average EBIT margin of 15 % and a 
10 % long-term EBIT margin  
 
The difference from our base case 
is that we expect that Acconeer fails 
to penetrate automotive and also 
that it gains no traction in 
smartphones/wearables as 
customers go for competing 
alternatives. Thus, lawn mowers, 
level measurement (incl. waste 
management) and vacuum cleaners 
account for 49, 24 and 19 % 
respectively, i.e. in total 92 % of total 
sales. Other than that the other 
segments perform the same as in 
our base case. 

 

Our base case assumptions for 
years 2019-2026 are summarized 
below. In all our valuation scenarios 
we are using a required rate of 
return of 14.3 % based on our 
Redeye Rating and a terminal sales 
CAGR of 2 %.    
 
Sales growing by a CAGR of 119 % 
reaching close to SEK 780m in 2026 
while the 2026 volumes amount to 
21 million.   
 
Sensor prices dropping from USD 5 
by on average 15 % per year 
(although faster in the first years), 
somewhat offset by modules and 
increased sensor penetration in 
robotics and automotive. 
 
Cumulative sales to 42 % related to 
robotic lawn mowers (whereof 
about 50 % from Husqvarna), 16 % 
robotic vacuum cleaners, 21 % level 
measurement sensors (incl. waste 
management) and 8 % 
smartphones/wearables   
 
Average gross margin of about 50 
%; higher during the first years and 
substantially lower during the 
second half as gross margin drops 
to 40 % in 2026.   
 
OPEX growing at a CAGR of 13 %. 
 
Average EBIT margin of 22 % and a 
15 % long-term EBIT margin 

 

The differences in our bull case 
assumptions for years 2019-2026 
compared to our base scenario are 
the following:   
 
Sales growing by a CAGR of 135 % 
to about SEK 1.3 billion based on 
volumes of 49 million.   
 
Same gross margins as in our base 
scenario but costs grow slightly 
faster (20 % CAGR) although not as 
fast as the stronger top line growth, 
meaning higher margins.   
 
Average EBIT of 29 % and a long-
term EBIT margin of 20 %.    
 
The big difference from our base 
case is that we estimate Acconeer 
to be able to enter LG’s 
smartphones and therefore also 
subsequently get several Chinese 
players on board. We assume 30 
million smartphones and wearables 
in 2026 – equal to about two 
percent of today’s volumes of 1.5 
billion. This means a six times faster 
smartphone growth reaching 30 
million units in 2026 (5 million in 
base case). We also forecast 
stronger growth in lawn mowers 
and automotive. We assume that 
Acconeer can win 40 % of the 
Husqvarna volumes instead of 24 % 
as in our base case, which implies a 
market share just above 30 % 
instead of 20 %. We expect 43 % 
larger volumes in automotive over 
the whole period (in total 5 million 
cars) and an average of four 
sensors per car instead of two.  
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Peer valuation  
In the peer table below we have compared Acconeer to the most relevant listed companies we could find in the 

Nordics, i.e. companies in the areas of semiconductors, sensors and fabless (especially biometric sensors & touch 

sensors) and radar components (Sivers IMA & Gapwaves) but also pure software companies like e.g. Smart Eye 

that targets the same markets (automotive). Acconeer has the highest EV sales multiples of all but also the highest 

expected sales growth (albeit from low levels). However, the merits of a peer valuation are limited as basically all of 

the value lies 3+ years into the future. Thus, the peer table should primarily be seen as a reminder that investors in 

Acconeer should have a longer horizon than the general stock market outlook, which is around one year, at the 

most.      

 

 

   

The IPO in December 2017 priced Acconeer at SEK 25 per share and the share price instantly soared to SEK 39 only 

to over a few days quickly plummet back to levels around the IPO price. Since then shares have been trading in the 

SEK 22-28 interval as investors have been rather forgiving in spite of lack of news. Getting the product ready seems 

to have taken a bit longer than the company initially expected. We also believe that Acconeer has previously 

underestimated the lead times in winning designs. As the product was launched in April 2018 we expect no major 

deal flow before summer 2019. Such a timeframe might also turn out to be too optimistic but it is important to note 

that there is no need for cash during the next years, meaning delays in winning deals are not catastrophic.     

 

Catalysts 
Larger deals to drive the share price 

Today's valuation has discounted a bunch of deals for Acconeer. While news of orders will de-risk the case we 

assume certain deals are key catalysts They are more worth than others and have the potential to substantially 

move the shares, such as especially larger deals with Husqvarna (50+% of the robotic lawn mower market), one 

larger level measurement company or a big smartphone OEM like LG.  

 

  

Peer valuation

Company Mkt cap P/E EV/EBITDA EV/Sales CAGR rev Sales

(SEKm) 18E 19E 20E 18E 19E 20E 17 18E 19E 20E 17-20E 17 20

Neonode 135 -3 -4 -4 -4 -4 -4 1.2 1.4 1.2 1.0 7% 88 107

Jondetech 148 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a 0 n/a

FPC 2472 -9 -112 108 -4 54 18 0.7 1.3 1.5 1.4 -21% 2966 1448

Gapwaves 564 -15 -15 -193 -15 -15 237 543.2 79.1 22.6 6.7 333% 1 71

Smart Eye 899 -13 -20 29 -20 -36 17 20.6 17.5 10.4 4.4 67% 43 202

Sivers IMA 769 -14 63 15 -17 30 10 11.6 8.4 3.4 2.3 71% 65 329

Imint 169 70 13 5 98 49 27 65.3 33.2 20.9 13.8 68% 19 88

IDEX 3142 n/a n/a n/a n/a n/a n/a 179.6 n/a n/a n/a n/a 18 n/a

NEXT 955 n/a n/a n/a n/a n/a n/a 9.1 n/a n/a n/a n/a 101 n/a

Crunchfish 87 n/a n/a n/a n/a n/a n/a 24.9 n/a n/a n/a n/a 3 n/a

Average 934 2.6 -12.5 -6.6 6.5 13.3 50.9 95.1 23.5 10.0 4.9 88% 330 374

Median 769 -11.3 -9.2 10.1 -9.3 13.4 17.2 20.6 12.9 6.9 3.4 68% 31 155

Acconeer 460 -11.7 -12.4 -19.8 -10.5 -11.6 -25.8 11775 353.9 122.4 14.5 865% 0 30

Source: Redeye Research, Bloomberg
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Summary Redeye Rating 
The rating consists of five valuation keys, each constituting an overall assessment of several factors that are rated 

on a scale of 0 to 2 points. The maximum score for a valuation key is 10 points. 

 

Management: 6.0 

Acconeer, founded as late as 2011, is in an early stage with sales of its radar technology just getting started, making 

it hard to rate the management. We see no big screw-ups thus far but there are not much signs of deals yet, 

suggesting that things are taking a bit longer. Acconeer also has a short history of being a listed company (IPO in 

Dec. 2017) in terms of communication to shareholders etc. Given the short history we therefore especially evaluate 

the experience in the Board and Management, which overall is solid with people from previous executive positions 

at companies like Ericsson and Sony Mobile. The CEO was e.g. the President of Japan at ST Ericsson during 2009-

2014. 

Ownership: 6.0 

Acconeer has active main owners represented on the Board and in general the Board own lots of shares. We would 

prefer a bit higher commitment from insiders in Management though. However, we note that the two co-founders 

own 3 percent each and we like the fact that they are still working in the company as CTO and COO respectively. 

Aside of insider buying another potential upside to the ownership score is institutional investors eventually 

discovering Acconeer and buying into the company. 

Profit Outlook: 6.0 

The power efficient sensor has minimal cost and footprint, which together with Acconeer’s fabless business model 

will make Acconeer scale rapidly with high margins when sales kick in. Adding the major, global partners in 

manufacturing and distribution Acconeer seems ready to meet the demand and ride the strong, structural trends in 

IoT and robotics, although these trends will of course entice severe competition down the road. The interest for 

Acconeer’s solution is strong with a large group of customers testing the technology. However, the jury is still out in 

the sense that it is still early stage and there are not much news of won deals yet, which is a risk factor. 

Profitability: 0.0 

Since Acconeer is not yet profitable our fully retrospective profitability rating can be no more than zero at the 

moment. The scalability and the low cost base imply a good outlook for profitability in the future. At that point the 

rating would start to gradually increase. 

Financial Strength: 3.0 

The rather early stage with a limited product portfolio and no stable earnings or revenue weighs on the financial 

stability score. In addition, it is too soon to understand what the customer base will look like in terms of 

differentiation etc., which adds uncertainty. However, following the IPO, the company has a large war chest that will 

help it invest to reach its strategic objectives. The current burn rate is under control. We assume cash is enough for 

the next three years. 
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PROFITABILITY 2016 2017 2018E 2019E 2020E 
ROE 0% -16% -19% -22% -17% 
ROCE 0% -15% -19% -29% -22% 
ROIC 0% -83% -122% -33% -28% 
EBITDA margin 18030% -63786% -3385% -1060% -56% 
EBIT margin 0% -69919% -3575% -1468% -101% 
Net margin 0% -70396% -3578% -1145% -79% 

 

Please comment on the changes in Rating factors…… 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

INCOME STATEMENT 2016 2017 2018E 2019E 2020E 
Net sales 0 0 1 3 30 
Total operating costs 1 -21 -38 -38 -46 
EBITDA 1 -21 -37 -34 -17 
Depreciation -1 -2 -2 -3 -2 
Amortization 0 0 0 -10 -11 
Impairment charges 0 0 0 0 0 
EBIT 0 -23 -39 -48 -30 
Share in profits 0 0 0 0 0 
Net financial items 0 0 0 0 0 
Exchange rate dif. 0 0 0 0 0 
Pre-tax profit 0 -23 -39 -48 -30 
Tax 0 0 0 10 7 
Net earnings 0 -23 -39 -37 -23 

 

 

BALANCE SHEET 2016 2017 2018E 2019E 2020E 
Assets      
Current assets      
Cash in banks 45 196 72 63 30 
Receivables 0 0 1 2 15 
Inventories 0 1 1 3 13 
Other current assets 1 2 62 30 18 
Current assets 45 199 135 97 76 
Fixed assets      
Tangible assets 8 7 6 5 6 
Associated comp. 0 0 0 0 0 
Investments 0 0 0 0 0 
Goodwill 0 0 0 0 0 
Cap. exp. for dev. 0 0 0 0 0 
O intangible rights 24 37 51 56 62 
O non-current assets 0 0 0 0 0 
Total fixed assets 32 44 57 61 67 
Deferred tax assets 0 0 0 0 0 
Total (assets) 78 243 193 158 144 
Liabilities      
Current liabilities      
Short-term debt 0 3 0 0 0 
Accounts payable 1 4 1 1 9 
O current liabilities 2 11 7 10 11 
Current liabilities 2 18 8 11 20 
Long-term debt 0 2 1 0 0 
O long-term liabilities 3 0 0 0 0 
Convertibles 0 0 0 0 0 
Total Liabilities 5 20 9 11 20 
Deferred tax liab 0 0 0 0 0 
Provisions 0 0 0 0 0 
Shareholders' equity 73 223 184 147 124 
Minority interest (BS) 0 0 0 0 0 
Minority & equity 73 223 184 147 124 
Total liab & SE 78 243 193 158 144 

 

 
FREE CASH FLOW 2016 2017 2018E 2019E 2020E 
Net sales 0 0 1 3 30 
Total operating costs 1 -21 -38 -38 -46 
Depreciations total -1 -2 -2 -13 -13 
EBIT 0 -23 -39 -48 -30 
Taxes on EBIT 0 0 0 10 7 
NOPLAT 0 -23 -39 -37 -23 
Depreciation 1 2 2 13 13 
Gross cash flow 1 -21 -37 -24 -10 
Change in WC 2 11 -68 32 -3 
Gross CAPEX -19 -14 -15 -17 -20 
Free cash flow -17 -24 -120 -9 -32 

 
CAPITAL STRUCTURE 2016 2017 2018E 2019E 2020E 
Equity ratio 93% 92% 96% 93% 86% 
Debt/equity ratio 0% 2% 0% 0% 0% 
Net debt -45 -191 -71 -63 -30 
Capital employed 28 32 113 84 93 
Capital turnover rate 0.0 0.0 0.0 0.0 0.2 

 
GROWTH 2016 2017 2018E 2019E 2020E 
Sales growth 0% 725% 3,227% 196% 813% 
EPS growth (adj) 0% 0% 69% -6% -38% 

 

DATA PER SHARE 2016 2017 2018E 2019E 2020E 
EPS 0.00 -1.22 -2.06 -1.93 -1.20 
EPS adj 0.00 -1.22 -2.06 -1.93 -1.20 
Dividend 0.00 0.00 0.00 0.00 0.00 
Net debt -3.86 -10.04 -3.73 -3.25 -1.55 
Total shares 11.57 19.03 19.08 19.24 19.45 

 
VALUATION 2016 2017 2018E 2019E 2020E 
EV -44.7 370.3 377.1 385.9 418.1 
P/E 0.0 -24.2 -11.4 -12.2 -19.6 
P/E diluted 0.0 -24.2 -11.4 -12.2 -19.6 
P/Sales 0.0 17,011.2 408.4 139.3 15.4 
EV/Sales -11,173.1 11,220.3 343.5 118.9 14.1 
EV/EBITDA -62.0 -17.6 -10.1 -11.2 -25.2 
EV/EBIT 0.0 -16.0 -9.6 -8.1 -14.0 
P/BV 0.0 2.5 2.4 3.1 3.6 

 

SHARE INFORMATION   
Reuters code  ACCON.ST 
List  First North 
Share price  23.5 
Total shares, million  19.1 
Market Cap, MSEK  448.4 
   
MANAGEMENT & BOARD   
CEO  Lars Lindell 
CFO  Henrik Ljung 
IR  Lars Lindell 
Chairman  Bo Ekelund 
   
   
   
   
   
   
   
ANALYSTS  Redeye AB 
Viktor Westman  Mäster Samuelsgatan 42, 10tr 
viktor.westman@redeye.se  111 57 Stockholm 
   
Dennis Berggren   
dennis.berggren@redeye.se   

 

SHARE PERFORMANCE  GROWTH/YEAR 16/18E 
1 month 1.3 % Net sales 1,556.8 % 
3 month 8.3 % Operating profit adj 0.0 % 
12 month -

99,999,999,900.
0 % 

EPS, just 0.0 % 
Since start of the year -

99,999,999,900.
0 % 

Equity 59.2 % 
 SHAREHOLDER STRUCTURE % CAPITAL VOTES 

Bengt Adolfsson 14.3 % 14.3 % 
Winplantan AB 11.8 % 11.8 % 
Avanza Pension 6.7 % 6.7 % 
Dreamtech Co Ltd 3.2 % 3.2 % 
Uniquest Corporation 3.2 % 3.2 % 
Mikael Egard 3.0 % 3.0 % 
Mats Ingvar Ärlelid 3.0 % 3.0 % 
Lars-Erik Wernersson AB 2.9 % 2.9 % 
Nordnet Pensionsförsäkring 2.8 % 2.8 % 
ALMI 2.7 % 2.7 % 

 

DCF VALUATION  CASH FLOW, MSEK  
WACC (%) 14.3 % NPV FCF (2018-2020) -148 
  NPV FCF (2021-2027) 200 
  NPV FCF (2028-) 318 
  Non-operating assets 196 
  Interest-bearing debt -5 
  Fair value estimate MSEK 561 
Assumptions 2017-2023 (%)   
Average sales growth 183.4 % Fair value e. per share, SEK 29 
EBIT margin -724.3 % Share price, SEK 23.5 
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Redeye Rating and Background Definitions 
The aim of a Redeye Rating is to help investors identify high-quality companies with attractive valuation.  

Company Qualities 

The aim of Company Qualities is to provide a well-structured and clear profile of a company’s qualities (or operating 

risk) – its chances of surviving and its potential for achieving long-term stable profit growth.  

We categorize a company’s qualities on a ten-point scale based on five valuation keys; 1 – Management, 2 – 

Ownership, 3 – Profit Outlook, 4 – Profitability and 5 – Financial Strength.  

Each valuation key is assessed based a number of quantitative and qualitative key factors that are weighted 

differently according to how important they are deemed to be. Each key factor is allocated a number of points 

based on its rating. The assessment of each valuation key is based on the total number of points for these 

individual factors. The rating scale ranges from 0 to +10 points.  

The overall rating for each valuation key is indicated by the size of the bar shown in the chart. The relative size of the 

bars therefore reflects the rating distribution between the different valuation keys.  

Management 

Our Management rating represents an assessment of the ability of the board of directors and management to 

manage the company in the best interests of the shareholders. A good board and management can make a 

mediocre business concept profitable, while a poor board and management can even lead a strong company into 

crisis. The factors used to assess a company’s management are: 1 – Execution, 2 – Capital allocation, 3 – 

Communication, 4 – Experience, 5 – Leadership and 6 – Integrity.  

Ownership 

Our Ownership rating represents an assessment of the ownership exercised for longer-term value creation. Owner 

commitment and expertise are key to a company’s stability and the board’s ability to take action. Companies with a 

dispersed ownership structure without a clear controlling shareholder have historically performed worse than the 

market index over time. The factors used to assess Ownership are: 1 – Ownership structure, 2 – Owner 

commitment, 3 – Institutional ownership, 4 – Abuse of power, 5 – Reputation, and 6 – Financial sustainability.  

Profit Outlook 

Our Profit Outlook rating represents an assessment of a company’s potential to achieve long-term stable profit 

growth. Over the long-term, the share price roughly mirrors the company’s earnings trend. A company that does not 

grow may be a good short-term investment, but is usually unwise in the long term. The factors used to assess Profit 

Outlook are: 1 – Business model, 2 – Sale potential, 3 – Market growth, 4 – Market position, and 5 – 

Competitiveness.  

Profitability 

Our Profitability rating represents an assessment of how effective a company has historically utilised its capital to 

generate profit. Companies cannot survive if they are not profitable. The assessment of how profitable a company 

has been is based on a number of key ratios and criteria over a period of up to the past five years: 1 – Return on 

total assets (ROA), 2 – Return on equity (ROE), 3 – Net profit margin, 4 – Free cash flow, and 5 – Operating profit 

margin or EBIT.  

Financial Strength 

Our Financial Strength rating represents an assessment of a company’s ability to pay in the short and long term. 

The core of a company’s financial strength is its balance sheet and cash flow. Even the greatest potential is of no 

benefit unless the balance sheet can cope with funding growth. The assessment of a company’s financial strength 

is based on a number of key ratios and criteria: 1 – Times-interest-coverage ratio, 2 – Debt-to-equity ratio, 3 – Quick 

ratio, 4 – Current ratio, 5 – Sales turnover, 6 – Capital needs, 7 – Cyclicality, and 8 – Forthcoming binary events.  
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Disclaimer 
Important information  
Redeye AB ("Redeye" or "the Company") is a specialist financial advisory boutique that focuses on small and mid-cap growth companies in the Nordic 
region. We focus on the technology and life science sectors. We provide services within Corporate Broking, Corporate Finance, equity research and 
investor relations. Our strengths are our award-winning research department, experienced advisers, a unique investor network, and the powerful 
distribution channel redeye.se. Redeye was founded in 1999 and since 2007 has been subject to the supervision of the Swedish Financial 
Supervisory Authority. 
Redeye is licensed to; receive and transmit orders in financial instruments, provide investment advice to clients regarding financial instruments, 
prepare and disseminate financial analyses/recommendations for trading in financial instruments, execute orders in financial instruments on behalf 
of clients, place financial instruments without position taking, provide corporate advice and services within mergers and acquisition, provide services 
in conjunction with the provision of guarantees regarding financial instruments and to operate as a Certified Advisory business (ancillary 
authorization). 
 
Limitation of liability  
This document was prepared for information purposes for general distribution and is not intended to be advisory. The information contained in this 
analysis is based on sources deemed reliable by Redeye. However, Redeye cannot guarantee the accuracy of the information. The forward-looking 
information in the analysis is based on subjective assessments about the future, which constitutes a factor of uncertainty. Redeye cannot guarantee 
that forecasts and forward-looking statements will materialize. Investors shall conduct all investment decisions independently. This analysis is 
intended to be one of a number of tools that can be used in making an investment decision. All investors are therefore encouraged to supplement 
this information with additional relevant data and to consult a financial advisor prior to an investment decision. Accordingly, Redeye accepts no 
liability for any loss or damage resulting from the use of this analysis. 
 
Potential conflict of interest  
Redeye’s research department is regulated by operational and administrative rules established to avoid conflicts of interest and to ensure the 
objectivity and independence of its analysts. The following applies: 

 For companies that are the subject of Redeye’s research analysis, the applicable rules include those established by the Swedish Financial 
Supervisory Authority pertaining to investment recommendations and the handling of conflicts of interest. Furthermore, Redeye employees 
are not allowed to trade in financial instruments of the company in question, effective from 30 days before its covered company comes with 
financial reports, such as quarterly reports, year-end reports, or the like, to the date Redeye publishes its analysis plus two trading days after 
this date. 

 An analyst may not engage in corporate finance transactions without the express approval of management, and may not receive any 
remuneration directly linked to such transactions. 

 Redeye may carry out an analysis upon commission or in exchange for payment from the company that is the subject of the analysis, or 
from an underwriting institution in conjunction with a merger and acquisition (M&A) deal, new share issue or a public listing. Readers of 
these reports should assume that Redeye may have received or will receive remuneration from the company/companies cited in the report 
for the performance of financial advisory services. Such remuneration is of a predetermined amount and is not dependent on the content of 
the analysis.  

 
Redeye’s research coverage 
Redeye’s research analyses consist of case-based analyses, which imply that the frequency of the analytical reports may vary over time. Unless 
otherwise expressly stated in the report, the analysis is updated when considered necessary by the research department, for example in the event of 
significant changes in market conditions or events related to the issuer/the financial instrument. 
 
Recommendation structure 
Redeye does not issue any investment recommendations for fundamental analysis. However, Redeye has developed a proprietary analysis and rating 
model, Redeye Rating, in which each company is analyzed and evaluated. This analysis aims to provide an independent assessment of the company 
in question, its opportunities, risks, etc. The purpose is to provide an objective and professional set of data for owners and investors to use in their 
decision-making.  
 
Redeye Rating (2018-10-17) 

 
Duplication and distribution 
This document may not be duplicated, reproduced or copied for purposes other than personal use. The document may not be distributed to physical 
or legal entities that are citizens of or domiciled in any country in which such distribution is prohibited according to applicable laws or other 
regulations. 
Copyright Redeye AB. 

 
 
 
 
 
 
 

Rating Management Ownership Profit outlook Profitability Financial 
Strength 

7,5p - 10,0p 45 47 17 10 21 

3,5p - 7,0p 88 79 117 36 49 

0,0p - 3,0p 13 20 12 100 76 

Company N 146 146 146 146 146 

CONFLICT OF INTERESTS 

Viktor Westman owns shares in Acconeer: No 
Dennis Berggren owns shares in Acconeer: No 
Redeye performs/have performed services for the Company and receives/have 

received compensation from the Company in connection with this. 


