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Important information
You must read the following before continuing. The following applies to all 
documents presented, the oral presentation of the information in this document 
by Digital Workforce Services Plc (the "Company") or any person on behalf of the 
Company, and any question-and-answer session that follows the oral 
presentation (collectively, the "Information"). In accessing the Information, you 
agree to be bound by the following terms and conditions.

The Information does not contain or constitute an offer to sell, or a solicitation of an 
offer to purchase, any securities in the United States. No securities of the Company 
may be offered or sold in the United States absent registration or an exemption from 
registration under the U.S. Securities Act of 1933, as amended. The Company does not 
intend to register any of its securities in the United States or to conduct a public 
offering of any of its securities in the United States. 

The Information does not constitute or form part of, and should not be construed as, 
an offer or the solicitation of an offer to subscribe for or purchase any securities of the 
Company, and nothing contained therein shall form the basis of or be relied on in 
connection with any contract or commitment whatsoever, nor does it constitute a 
recommendation regarding any securities. Prospective investors are required to make 
their own independent investigations and appraisals of the business and financial 
condition of the Company and the nature of its securities before taking any investment 
decision with respect to any securities of the Company. 

The Information contains forward-looking statements. All statements other than 
statements of historical fact included in the Information are forward-looking 
statements. Forward-looking statements give the Company's current expectations and 
projections relating to the Company, its financial condition, results of operations, 
plans, objectives, future performance and business. 

These statements may include, without limitation, any statements preceded by, 
followed by or including words such as "target," "believe," "expect," "aim," "intend," 
"may," "anticipate," "estimate," "plan," "project," "will," "can have," "likely," "should," 
"would," "could" and other words and terms of similar meaning or the negative thereof. 
Such forward-looking statements involve known and unknown risks, uncertainties and 
other important factors beyond the Company's control that could cause the 
Company's actual results, performance or achievements to be materially different 
from the expected results, performance or achievements expressed or implied by 
such forward-looking statements. Such forward-looking statements are based on 
numerous assumptions regarding the Company's present and future business 
strategies and the environment in which the Company will operate in the future.

No representation, warranty or undertaking, express or implied, is made as to, and no 
reliance should be placed on, the fairness, accuracy, completeness or correctness of 
the Information or the opinions contained therein. The Information has not been 
independently verified and will not be updated. The Information, including but not 
limited to forward-looking statements, applies only as of the date of this document 
and is not intended to give any assurances as to future results. The Company 
expressly disclaims any obligation or undertaking to disseminate any updates or 
revisions to the Information, including any financial data or forward-looking 
statements, and will not publicly release any revisions it may make to the Information 
that may result from any change in the Company's expectations, any change in events, 
conditions or circumstances on which these forward-looking statements are based, or 
other events or circumstances arising after the date of this document. Market data 
used in the Information not attributed to a specific source are estimates of the 
Company and have not been independently verified.
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Chief Financial Officer
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AI agents & 
Conversational AI

RPA

Intelligent 
Workflow

BPM – No-code / 
Low-code

API / 
Integrations

Intelligent 
Document 
Processing

Business automation

Companies face multi-layered 
challenges: Benefits from automation

Customers require one seamless journey…

…involving dozens of processes…

…and thousands of tasks

AI

AI form recognizer

Chorus

Unique and proven business automation platform with best of breed  
technologies

Faster digitalization

Increased productivity
Improved end-customer 
experience

Error-free delivery
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• End-to-end fully automated breast cancer surveillance solution

• Provides oncology and breast cancer physicians, and nurses, with a real-time 
view of the care path progress

• 100% accuracy in ensuring no patients are lost during the home care period

• Enables data management and utilisation in cancer care research

• Improves breast cancer surveillance through patient preferences, new 
treatment practices or risk stratification

• Full access to transparent reporting

50%
reduction in time 
to triage for high 

acuity patients

35%
decrease in triage 
time per patient

92%
Automation rate

Cancer Follow-up Automation and Management
Automated orders, reminders, and test result notifications for 
cancer patients

Acute & Emergency care patient registration and triage
Integration of patient information between the self-registration 
desk and the EMR1)

Outcomes 
for customer

Solution 
overview

Solution

9 to 1
months decrease 
in patient follow-

up wait time

80%
patients handled 
with no clinical 

involvement

72k
automated tasks 

annually

• Business process automation (BPA) solution built to integrate the self-
registration desk with the hospital's EMR system

• The automation orchestrates robots to transfer patients’ personal information 
and self evaluations into the EMR system

• Solution monitors, orchestrates, and controls the registration process lifecycle 
and alarms staff about high-priority patients

• 24/7 as a service

Note: 1) EMR = Electronic Medical Record 

Massive efficiency improvement in selected healthcare processes
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…in a large and growing TAMIndependently viewed as having a market leading position1)…

LeadersStrong performersContendersChallengers

Strong
current

offering

Weaker
current

offering

Weaker strategy Stronger strategy

Size

Sources: 1) The Forrester Wave: Robotic Process Automation Services, Q4’23, 2) IDC Intelligent Process Automation; Worldwide Intelligent Process Automation Revenue by Segment and Deployment Type, 2015-2024, 3) HFS 2022

A unique position in a large and rapidly growing business automation 
market 

USD ~17bn

USD ~55bn

2020 2026E

22%
CAGR

70% 
of enterprises still 

consider themselves 
“Automation Beginners”2)

2)

3)
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Digital Workforce highlights

Key figures Global enterprise clients with a particular 
growth opportunity in healthcare

Helsinki

Stockholm

London Lodz

New York

Dublin
Gothenburg

Geographical presence

7 offices in 6 countries with 

~200 employees
Note: 1) Q3’24 LTM figures that are calculated as (FY’23 figures – Q1-Q3’23 figures) + Q1-Q3’24 figures, 2) Q3’24 YTD figures, 3) As of September 2024

36% gross margin2) (+1.6% p.p. change YoY) High customer loyalty with cNPS +553)

EUR 27m sales1) Portfolio of +150 enterprise 
customers

62% recurring revenue with 
18% CAGR ’20-Q3’24 LTM1)

Strong track record of international 
expansion

3% Adj. EBITDA margin2) (+1.3% p.p. change YoY) Limited churn
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Track record of recurring revenue growth and scaling profitability

0.3
1.4 3.5 6.1 9.0 11.7 15.0 15.2 16.5

1.0 4.4
8.2

11.0
10.1

10.7
10.5 9.7 10.0

1.3
5.7

11.7

17.2
19.1

22.4
25.5 24.9 26.6

50

( 31%)

( 16%)
( 19%)

( 5%)
( 2%) ( 3%) ( 3%)

1% 
3 %

2016 2017 2018 2019 2020 2021 2022 2023 Q3'24 LTM 2026 Target

Note: 1) FY16-FY18 EBITDA is non-adjusted, 2) Q3’24 LTM figures that are calculated as (FY’23 figures – Q1-Q3’23 figures) + Q1-Q3’24 figures, 3) By end of the year

(52%)(47%)(36%)
(61%)(59%) (63%)

Listing

Professional 
services

Continuous services 
(% of total revenue)

Revenue (EURm)

Adj. EBITDA-%1)

Founded in 
2015

(24%) (30%)(25%)

+70%

Financial targets
(incl. organic and M&A growth)

+15%3)

18%
CAGR ’20-Q3’24 LTM2)

21From Professional Services to 
Continuous Services

From RPA service provider to global 
business process automation service 
provider

3From a generalist to a 
specialist with healthcare 
as a spearhead

4AI agents revolutionizing business 
process automation
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9.0

16.5

0,0
1,0
2,0
3,0
4,0
5,0
6,0
7,0
8,0
9,0

10,0
11,0
12,0
13,0
14,0
15,0
16,0
17,0
18,0

2020 Q3'24 LTM

EURm

Note: 1) Q3’24 LTM figures that are calculated as (FY’23 figures – Q1-Q3’23 figures) + Q1-Q3’24 figures

Continuous services revenue has nearly doubled in 4 years

Recurring revenue development

18%
Continuous services

CAGR since 2020

1)
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17

10

27

~40

50

Q3'24 LTM 2026 Target 2026 Target

Updated 2026 financial targets

Vision:

Empowering organizations to 
revolutionize work as #1 partner 
for business orchestration and 

automation

The company aims for an annual revenue of EUR 50 
million in 2026. Revenue of approximately EUR 40 
million is expected through organic growth and 
approximately EUR 10 million through inorganic 

growth. The share of strategically important 
continuous services is aimed to increase to over 70% 

of revenue during the strategy period.

The company aims to reach an adjusted EBITDA 
level of over 15% by the end of 2026.

Revenue
growth

Profitability

Inorganic growth through 
M&A

Organic growth

Revenue (EURm), Continuous services

Revenue (EURm), Professional services

Note: 1) Q3’24 LTM figures that are calculated as (FY’23 figures – Q1-Q3’23 figures) + Q1-Q3’24 figures

1)

>70%

2026 financial targets:
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The cornerstones of strategy execution for shareholder value creation 

Revolutionize the way large 
organizations do 
knowledge work

• Partnering with Sema4.ai & 
Microsoft

• Core task force is ring-fenced and 
working in a start-up like mode 

• AI Agent academy to be published 
in Jan 2025

• Fast solution deployment instead 
of long implementation projects

• Enable customer to focus on 
outcomes and business steering 
through Outsmart 2.0

What?

How?

1
Transformation of 

Outsmart automation 
services’ core business

• Combine best of breed automation 
technologies, including open-
source solutions for existing 
customers

• Standardized & scalable solutions 
sold to new customers

• We maximize customer benefits 
from our productized service 
offering

• We use AI to improve the 
scalability of continuous services 
and the productivity of automation 
deployment

What?

How?

2
Market leader in social and 

healthcare care pathway 
solutions

• In-depth clinical process 
understanding through clinical 
workers

• Standardize and replicate, 
outcome-led pricing

• Go big in the NA and the UK

• Change the way patients and 
clinical professionals operate 
during long-term treatment and 
follow-up for chronic diseases 

• Automate what is feasible and 
orchestrate human-in-the-loop

What?

How?

3
Accelerating growth 
through acquisitions

• Active gross M&A list of companies 
with multiple targets identified

• Target to add EUR ~10m through 
acquisitions by 2026

• Accelerate expansion in the US 
and UK while boosting 
verticalization into healthcare

• Obtain additional automation 
technology and expertise

• Maximize scalability

What?

How?

4
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12x
market growth from

USD 3.9bn to 50bn, 2023-2030

+45%
CAGR from 2023 to 2030

 Organizations are increasingly recognizing 
the transformative value in AI agents

 Gartner introduced Business Orchestration 
and Automation Technologies as a key 
trend for the future

 AI agents fit well into the holistic Outsmart 
proposition of Digital Workforce

AI Agent market is exploding

End-to-end 
business orchestration

RPA Bots

AI 
Agents

Human in the 
loop

Case 
management

Intelligent 
document 
processing

Revolutionise the way large organizations do knowledge work01 02 03 04

Revolutionize the way large organizations do knowledge work (1/3)

Source: Capgemini Research Institute, Generative AI executive survey, 2024
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Revolutionize the way large organizations do knowledge work (2/3)
Revolutionise the way large organizations do knowledge work01 02 03 04

Transform
operations to grow top-line

Understand
data to protect against losses

 Radical cost optimisation

 Compliancy and loss prevention

 New growth and increased amount of 
opportunities

AI Agent use cases will 
transform business foundations

Work
to aggressively cut costs

Monitoring early warning signals

Monitor Regulatory compliancy changes

Real time Fraud ring detection

Actuary reconciliation

Budget forecasting

Credit-risk memo

Short term Medium term Long term

From operations to strategy
 
Business model innovation

Go to market -strategies
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Revolutionize the way large organizations do knowledge work (3/3)
Revolutionise the way large organizations do knowledge work01 02 03 04

 AI agents and human collaboration allows 
for custom decision and context

 Expands the possible customer field as 
automation can be utilized not only for 
back-office work but knowledge work 

Automation of knowledge work 
now possible

Autonomously
executes complex tasks

Collaborates
as a virtual coworker

Policy renewals

Actuary reconciliation

Forecast 3rd party spending

Fraud detection straight through 
claims

Early warning signals

Public healthcare

Health insurance

Global insurance

Insurance

Credit risk / banking

Key use cases in current pilot projects



17 Digital Workforce Services

Revenue & invoicing model Example of a customer path with upselling

Continuous services 

ILLUSTRATIVE REVENUE DEVELOPMENT FROM CUSTOMER

Professional Services

TIME2-4 weeks

1

2

First process 
automated

>1,000 units 
(e.g. patients)

>20,000 units 
(e.g. patients)

>10,000 units 
(e.g. patients)

2
New process 
automated

Value discovery & 
implementation

Continuous services

Operate automated processes and ensure that they run smoothly 24/7

Value discovery

Deep dive into pain points and 
critical business processes

Implementation

Implement the recommended 
automation technologies

Time and material-based or fixed pricing model

Pay as you go – pricing model

38%
of sales1)

62%
of sales1)

2

Note: 1) Q3’24 LTM figures which are calculated as (FY’23 figures – Q1-Q3’23 figures) + Q1-Q3’24 figures

1

Transformation of Outsmart automation services’ core business (2/2)
Transformation of Outsmart automation services’ core business01 02 03 04
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1,000
units

10,000
units

(e.g. patients)

20,000
units

36%

Professional
services

Licenses
platform services

Fee per patient

Continuous services gross margin

+10 p.p.
increase in gross margin when 

customer increases automation

ILLUSTRATIVE

100%

Transformation of Outsmart automation services’ core business (1/2)

Gross margin breakdown per revenue stream Example of a customer case with Pay-as-you-go pricing model

Continuous Services

Growth potential

ILLUSTRATIVE

Leveraging Outsmart’s highly scalable automation platform with strong growth 
potential maximizes customer value, streamlines processes and boosts gross margins 

through more efficient operational efficiency

Transformation of Outsmart automation services’ core business01 02 03 04

Q3 2024 YTD
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Regional expansion

Note: Company internal analysis and estimates.
Source: Diabetesliitto
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n 
to

 o
th

er
 ch

ro
ni

c 
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5x 100x 150x10x

Diabetes

Rheumatoid
arthritis
+
Alzheimer

Other 
cancers

Prostate 
cancer

Breast 
cancer Europe

10
13

21

28

36

-70

-50

-30

-10

10

30

FY2020 FY2021 FY2022 FY2023 H1'24 Ann.

Strong track-record in healthcare… …with a substantial future potential in other chronic diseases and geographies

Revenue (EURm)

# of healthcare customers

175k
total cancer 

patients in Finland

~200k
patients in Finland

~450k
patients in Finland

ILLUSTRATIVE

Market leader in social and healthcare care pathway solutions

Strong international momentum in healthcare, with scalable 
customer relations, driving automation solutions from 

administrative processes to entire care pathways

Sales CAGR

2x

3x

5x

10x

50k
breast cancer

patients in Finland

Market leader in social and healthcare care pathway solutions01 02 0403
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Examples of targets Rationale

Increase in-depth knowledge of the company's key growth 
markets, like the US and the UK1

Gain knowledge of healthcare processes and operations, or 
technological know-how2

Further boost verticalization into healthcare 3

Boost margins through replicating solutions to target’s clients4

Gross M&A list

Advanced 
dialogues

Identified M&A 
targets

Our goal is to complete 1-3 
transactions to achieve EUR 10 million 
revenue growth through acquisitions

Cost synergies from e.g. consolidating administrative functions5

Accelerating growth through acquisitions
Accelerating growth through acquisitions01 02 03 04



A highly compelling investment opportunity

A leading position in a large and rapidly growing business automation market 

+22% addressable market CAGR 2020-2026

Global enterprise clients across industries with particular growth opportunity in healthcare

+150 enterprise customers with limited churn

Predictable and scalable business model with high share of recurring revenue

62% recurring revenue in Q3’24 LTM with 18% CAGR between 2020 and Q3’24 LTM

Strong team with an excellent track-record

A management team with an average of +20 years of executive experience

Tangible plan for long-term growth and margin improvement

EUR 50m revenue and +15% adjusted EBITDA margin by the end of 2026

1

2

3

4

5

Leader Revolutionize the way
large organizations do

knowledge work

Transformation of
Outsmart automation

services’ core business

Market leader in social
and healthcare care
pathway solutions

Accelerating growth
through acquisitions

Four strategic pillars to achieve 
2026 financial targets:

01

02

03

04
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