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 MEMORANDUM 
	
This memorandum describes an offer to Pepins members to subscribe shares in Naava 
Partners Nordic AB (publ). The Company has been recently formed and its sole purpose is to 
own and manage shares in Naturvention Oy (under name change to, and hereby referred to 
as Naava Oy). See page 30 for more information.  
Hence, this Memorandum primarily describes Naava Oy and the new share issue that is 
conducted via Naava Partners Nordic AB (publ). 
	
	
STATEMENT OF LIABILITY 
The present Memorandum has been prepared by Naava's Board of Directors in relation to the 
Offer. The Board is responsible for the content of this Memorandum. Assurance is hereby 
provided that all due caution has been taken to ensure that the details presented in the 
Memorandum agree, to the best knowledge of the Board of Directors, with the actual 
circumstances and that nothing has been omitted that could have affected its interpretation.  
 
This Memorandum does not constitute a Prospectus as the Offer is exempt from an obligation 
to provide a prospectus as the amount offered is less than EUR 2.5 million. Consequently the 
Memorandum does not need to be prepared in accordance with the Swedish Financial 
Instruments Trading Act (1991:980), nor does it require approval and registration by the 
Swedish Financial Supervisory Authority, Finansinspektionen. In accordance with this 
Memorandum, the Invitation is not aimed at people whose participation requires further 
information, registration measures, or measures other than those under Swedish law. This 
Memorandum may not be distributed in the United States, Australia, Japan, Canada, New 
Zealand, Switzerland, or any other country where participation would require a prospectus, 
registration or measures other than those under Swedish law. This Memorandum is governed 
by Swedish law. Disputes arising from the content of this Memorandum or associated legal 
matters shall be determined exclusively by a Swedish court of law.  
 
MEMORANDUM IN DIFFERENT LANGUAGES – ORDER OF PRIORITY    
In the event of any discrepancy this Memorandum in its English version and the 
Memorandum in its Swedish version. The Swedish version shall prevail.    
	
FINANCIAL ADVISER   
Pepins Group AB (publ) has assisted in preparing this Memorandum. As all information in 
this Memorandum originates from the Naava’s Board, Pepins disclaims all liability in relation 
to existing or future shareholders in the Company and other direct or indirect consequences 
as a result of decisions wholly or partially based on the information in this Memorandum.  
	
	
CONTACTS  
Chief Executive Officer  
Aki Soudunsaari, aki@naava.io 
	
Chairman of the Board  
Jaakko Ollila, jaakko@naava.io  
 

Financial Advisor  
PEPINS GROUP AB (PUBL). Telefon 08-673 17 90, Värmdövägen 84, 131 54 Nacka, 
www.pepins.com  
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CEO’s greetings  
The greatest irony of our time is that we are surrounded by pure 
and natural air, but we lock it out. Poor indoor air quality is a 
threat that affects us all – we spend most of our time inside four 
walls. Indoor air is proven to be 2-5 times more polluted than 
outdoor air. Breathing contaminated air –  1 000 times an hour – 
is the biggest environmental health risk of our generation. We, at 
Naava, believe that healthy air is a human right. We want to 
redefine the future.  
 
Our mission is to reconnect humanity with nature. We do it by embracing million of years of 
natural innovation and combining it with future technology and design. We make the smartest 
green walls on the planet, bringing nature inside, everywhere. We vision that by 2025, a billion 
people can choose to breathe Nordic forest air, everyday, everywhere.  
 
 I was born in Posio, Lapland, in the middle of wilderness, under the Northern light. At the 
time, I did not understand to appreciate the clean air and pure nature. Later on, when I was a 
physical education and health science teacher, I learned it the hard way. Due to unhealthy air 
in the school, I often lost my voice, had headaches and short time memory losses when 
teaching indoors, but while teaching sports outdoors I always felt good. I remember thinking 
how could we bring outdoors indoors. 
 
Fast forward five years, Naava is now the global technology leader in biological 
air purification. We also have the highest amount of sold green walls in the 
world. The major innovation is biologically adaptive indoor air purification by 
utilizing microbes to clean air. Similar biotransformation processes have been 
used in wastewater treatment facilities, where water is cleaned with microbes. 
With the patented (pending) technology we have the potential to disrupt the air 
purification market, just like Tesla has disrupted the car industry with electric 
cars.  
 
Our primary focus has been on R&D. Despite small marketing investments, we 
have built healthy 3+ MEUR cumulative sales in Finland as a proof of concept. 
Naava is now ready to scale internationally, has commenced Stockholm 
operations and in the coming few months will expand to the United States, initially setting up 
production facilities, and establishing sales in the greater New York City area. The US plan is 
to build the Naava brand and accelerate growth in one of the world’s biggest markets. We 
expect the investment and relationship with wellness real estate and technology firm Delos™ 
to be a key enabler of growth throughout the United States, and beyond. 
 
Using the Pepins financial platform is an important step for us to accelerate growth in 
Scandinavia, and to launch in New York City. I warmly welcome you to join the exciting ride 
ahead as a co-owner of Naava via Naava Partners Nordic AB. 
 
Aki Soudunsaari, co-founder & Chief Executive & Entrepreneurial Officer at Naava 
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Offer: New share issue in Naava Oy  
Naava Oy has made an offer to Naava Partners Nordic AB (publ) to subscribe for shares in 
Naava Oy for an amount up to 21 MSEK. To finance its acquisition of shares in Naava Oy, 
Naava Partners Nordic AB (publ) will issue new shares.		

 
 The offer to members of Pepins to subscribe for shares in Naava Partners Nordic AB (publ) 

• Name: Naava Partners Nordic AB (publ), org.nr. 559097-0827 
• Security: Ordinary shares of series 1 
• Subscription price: 43 SEK per share  
• Lots of shares: Minimum 25 shares. Subscription of more than 7,000 shares must be confirmed by 

the board of Directors. This amount might be lowered during the subscription period. Contact 
victor@pepins.com  

• Subscription amount: 21,000,000 SEK, of which 100,000 SEK will be withheld by the company to 
cover costs for administration.  

• Number of new shares to be issued: up to 488,372 
• Maximum subscription period: 2017-01-26 – 2017-03-26 
 

 
 
Invitation to subscribe for shares in Naava Oy directed to Naava Partners Nordic AB (publ)  
The board of Directors of Naava Oy has made a resolution to issue new shares of series A up 
to a total amount of 2.2 MEUR in a directed offer to Naava Partners Nordic AB (publ). The 
subscription price for each share shall be 0.4520 EUR.  
 
The offering constitutes approximately 9 % of the total number of shares in Naava Oy. The 
offer is conditional of a minimum subscription amount of 10,5 MSEK.  
 

 
 

Pre-money  
If all shares had been of the same class, the pre money valuation of Naava would have been 
212.3 MSEK* and the post money valuation 233.2 MSEK. However, the series A shares have 
preferential rights and consequently cannot be valued in the same way as the ordinary shares 
do not have the same value. 
  
There is a not yet executed resolution to issue 5 864 563 warrants with a maturity date 2020. 
If exercised, the warrants will cause a dilution of approximately 10 %.  
 
*	SEK/EUR=9.50	
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PREFERENCE SHARE  
When	distributing	the	Company’s	assets	or	net	assets	or	other	proceeds	to	the	shareholders	of	the	
Company	in	case	of	Liquidation*,	the	proceeds	shall	be	distributed	among	the	shareholders	of	the	
Company	as	follows:	

(a) Holders	of	Preference	A-Shares	shall	have	the	first	priority	to	any	consideration	until	they	have	
received	per	Preference	A-Share	an	amount	equalling	the	original	subscription	price	paid	for	
the	respective	Preference	A-Share;	and	thereafter	

(b) the	remaining	proceeds	shall	be	divided	among	all	shareholders	of	the	Company,	pro	rata	to	
their	shareholdings	in	the	Company.	

*Liquidation	is	defined	as	follows:		

“Liquidation	shall	mean	any	merger,	reorganization,	acquisition	or	other	type	of	single	transaction,	or	
series	of	related	transactions,	in	which	control,	i.e.	at	least	50,01	%	or	more	of	the	Company’s	shares	
or	votes,	or	all	or	substantially	all	of	its	assets	or	intellectual	property	rights	are	transferred,	or	IPO	or	
bankruptcy	of	and	any	voluntary	or	involuntary	liquidation	of	the	Company”	

Should the investment in Naava Oy via Pepins be fully subscribed for, preference shares for a 
total value of 7.9 MEUR (including previous preference share issue) will have been issued. 
This implies that in the case of Liquidation, the shareholder will receive his investment back 
at a value of minimum 7.9 MEUR.  
	
ANTI-DILUTION 
In the event that the Company issues new shares or other Equity securities prior to the 
Liquidation and based on a valuation of the Company that is lower than the valuation of the 
Company that any of the preceding financing rounds were based on any of the investors shall 
at the same time be entitled to receive new shares free of charge in order to adjust any 
subscription price paid by the respective investor prior to the dilutive issuance, that is higher 
than the subscription price of the dilutive issuance, to equal the subscription price of the 
dilutive issuance. 

RESTRICTION  
The maximum number of shares that can be allocated to the subscribers domiciled in Finland 
is limited to the total subscription price of 1 700 000 EUR.  
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Company Leadership  
 
To complement the founders, the Company has attracted a strong internationally experienced 
management team needed now for scaling the business globally.  
 
 

MANAGEMENT TEAM MEMBERS: 

Founder & CEO Aki Soudunsaari,  
- Serial entrepreneur with 8+ years of experience in health related businesses 
- Author: “Building Winning Venture Teams”, nomination for PWC’s Most Valuable 
Entrepreneur 2015  

 
Founder & CTO Niko Ja ̈rvinen,  
BSc (Corporate Environmental Management) 
- A serial entrepreneur and innovator, expert in combining biology & IT 
- Designed and operated some of the biggest algae waste water cleaning farms in Scandinavia 
       
Founder & COO Mika Tyrva ̈inen  
MSc (Economics) 
- 20 years of experience in leadership positions, e.g. as Sales VP at Kesko Plc 
- Founder & CEO at Printcenter Sales, performed a successful exit when Company was 
acquired by Sanoma 2007 
 
Partner & Account Director Petro Punna,  
MSc (Economics) 
- 15 years of sales management and leadership experience in pharmacy and sports business  
- Formerly also a professional football player   
 
Partner & VP Global Operations Martti Siniharju,  
MSc (Engineering) 
- 15 years of international business experience at Nokia in various go-to-market and product 
leadership positions in Asia, Africa, and Europe  
 
Partner & Chief Revenue Officer Aslak de Silva,  
MSc (International Management) 
- Over 10 years of experience is sales and marketing leadership roles, e.g. most recently Sales 
Director at publicly listed Keskisuomalainen Plc  
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Non-Executive CMO John Nichols, 
BA 
- 20 years of global marketing experience from top brands and agencies. Formerly e.g. Global 
Brand Director of Nokia, and General Manager Marketing of Microsoft and founder of NIXI. 
 
CFO Johan Palm,  
BSc (Economics) 
- Broad CFO experience from both start-up, growth companies and large multinational 
companies (e.g. Kiosked, Huawei, Ericsson, Kone)  
 
 
 
 
MEMBERS OF THE BOARD OF DIRECTORS 
 
Chairman of the Board Jaakko Ollila 
- Successful entrepreneur with wealth of international experience in growth companies. 
Recently did a 300 MEUR exit with CRF Health, a Company which he co-founded. 
Head of Finland at AREX 
 
Board Member Peter Scialla 
-  Prior to joining Delos Peter had a 18 years of Wall Street career most recently as Partner for 
Goldman Sachs in charge of U.S. Equity Derivatives Trading   
- Partner and COO at Delos 
 

Board member Johan Hammaren 
- 15 years of experience in business law, e.g. at Nokia  
- Founder and board member at Fondia, board member to several companies    
 
Board memeber Juho Risku 
- Serial entrepreneur, innovator, business model expert 
- Co-founder and partner at Butterfly Ventures 
 
Board member Niko Järvinen 
- Founders’ representative on the Board 
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Background, motives and future capital needs  
 
THE BIRTH STORY OF NAAVA 
Founder Aki was born in Posio, Lapland, in the middle of wilderness, under the Northern 
lights. At the time, he did not understand to appreciate the clean air and pure nature. Later 
on, when he was a physical education and health science teacher, he learned it the hard way. 
Due to unhealthy air in the school, he often lost his voice, had headaches and short time 
memory losses when teaching indoors, but while teaching sports outdoors he always felt 
good. He wondered how could we bring outdoors indoors, nature inside. 
 
In 2010, after going back to the University to study educational leadership and growth 
venturing, Aki met the other founder of the Company, Niko Järvinen. They discussed the 
problems Aki had, and if there would be other ways to solve these problems. Niko is an 
environmental scientist, IT guru and a serial entrepreneur. His previous experience included 
designing and building the biggest algae farms in Scandinavia, in which the microbes are 
used to purify water naturally. They decided to try out how plants impact air and built a first 
prototype green wall in Niko’s apartment. There was an immediate freshness impact in the 
small room. They decided to continue developing this further, and soon learned about NASA 
studies where they researched how to clean air in space stations. Based on these learnings, 
they built the first active, air purification purpose green wall and tested it with people 
suffering from unhealthy indoor air. 

From the prototype onwards they have extensively researched and iteratively tested how 
plants are best grown in this vertical structure, and how air and water should be circulated in 
order to fully activate microbes to take part in indoor air cleaning. They’ve been obsessively 
fine-tuning every little mechanical, biological or chemical part of the system. To optimize the 
performance and for running service more efficiently they have built an advanced technology 
for the Company’s products, Naava OS.  

The Naava OS collects sensor data from the indoor climate and artificial intelligence on the 
company’s cloud optimizes indoor air quality and humidity. The whole system is fully 
automated with integrated lightning, watering, and air ventilation systems. The Company has  
filed for a patent for the solution in EU, China and USA. The purpose of the core technology 
is to make biologically adaptive indoor air purification as easy as breathing, and all of the 
functions are optimized to make the indoor climate as healthy and as productive as possible. 
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THE NAAVA COMPANY    
Naava is the global technology leader in biological air purification. Naava has created an 
innovative solution for healthy indoor air - a combination of nature’s own processes and 
advanced technology. The Naava products and Naava OS technology are built on more than 
five years of research and iterative product development, customer feedback, re-design, 
sweat and tears. And thousands of dead plants. So far the Company has largely focused on 
R&D and serving the home market in Finland, but now the Company and the products are 
ready for international scaling.  
 
The Company develops, sells and maintains smart green walls in large cities. Naava’s 
business model is to provide ‘healthy air as a service’. The products - Naava smart green walls 
- are sold directly, on a lease contract or rented out. There is always a maintenance contract 
as part of the sales deal. Maintenance services generates monthly revenues for the whole life-
time of the product. Focus has so far been purely on B2B sales.  
 
There has been a healthy revenue growth in Finland. From 0.4 MEUR in 2014 to 1 MEUR in 
2015, reaching approximately 2 MEUR in 2016. Our current service contract value is about 
2.0 MEUR. There are already over 1000 customers breathing Naava air, including top 
companies and organisations like Finnair, Valmet, Wärtsilä, AstraZeneca, GE Healthcare, 
Hilton, Radisson Blu, Scandic, HIFK, Vincit, and Hanken School of Economics.  Watch the 
testimonial videos of Hanken and Vincit to learn why a leading University in Finland and the 
Company that is  selected the greatest place to work in Europe chose Naava. 
  
Naava is a new generation, bold growth Company. The Naava team aims to make the ‘Nordic 
forest air’ available to global mega-cities, where people are suffering from polluted air and 
lack of touch with real nature. The biggest market opportunity for the products and 
technology is expected to be in the longer run in the polluted cities in Asia.  
 
As the first key step in internationalisation, Naava started Stockholm operations and set up a 
local Company during Spring 2016. Now, nine months later, the maintenance and sales 
operations deliver high quality and several top organizations e.g. Stockholm School of 
Economics, Radisson Blu, AMF Fastigheter, City of Stockholm and Apoteket are Naava’s 
customers. The Stockholm launch has been an internationalisation testbed for the Company. 
It has provided valuable learnings and increased confidence to scale and establish an 
accepted and trusted vendor position in any new market. Naava has had Hässelby Blommor 
AB as the selected local resales partner in Stockholm and the close collaboration is starting to 
bring results.  
     
Further international expansion places new demands on the Company. The Company is 
raising further capital for the following needs:   

● Accelerate growth and scale sales & marketing in the Nordic home market 
● Open US operations & global Naava brand launch 
● Research & Development:  

○  Scalable manufacturing processes 
○  Professional go-to-market operations & training programs 
○  Further development of the Naava OS technology, future    

biological air purification products & concepts 
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·  Preparing an entry plan to Asia 
 
 
The rights issuance via Pepins will complete the A-round of financing as illustrated in the 
table below.  
 
 

Equity rounds Time Total  Core purpose  

Seed June 2014 1.1 MEUR 
(9,033,334 shares à 
0.12 EUR)  

Seed financing for R&D, productization, 
commercializing  

Seed+ October 2015 1.4 MEUR 
(7,332,893 shares à  
0.19 EUR)  

Demonstrating internationalisation 
processes in Stockholm  

A1 
 
 
 
A2 

Oct–Nov 2016  
 
 
 
Jan–Feb 2017  

3,2 MEUR executed  
(8,398,229 shares à 
0.3837 EUR) 
 
2,2 MEUR 
(4,351,265 shares à  
0.5056 EUR)  

Opening US operations, global brand 
building, strengthening Sweden, 
planning for Asia 
 
Accelerate growth on the Nordic 
market, establishing operations in US  

B  Planned end of  
2017 

10–20 MEUR, 
mixture of funding 
instruments  

Opening Asia, scaling in the US 
  

   
 
             
In addition to the equity funding, the Company has been supported and will be seeking 
further support from government and EU grants and loan instruments for fuelling growth 
and R&D. The Company has been recently accepted to the Tekes’ Young Innovative Company 
- program which provides 1.25 MEUR of funding during the next three year period. The 
Company has also been selected to the initial phase to Horizon 2020 EU SME funding 
program (50,000 EUR grant) and application for next phase is due in January. More info on 
ongoing activities in the table below. 
 
 

Other Time Total Core purpose 

Government R&D grants and 
loans - received 

2012–
2015 

0.6 MEUR Product development, research 

Government (Tekes YIC): 2016– 0.5 MEUR grant Internationalization, product & 
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phase 1, approved 2018 
 

0.75 MEUR loan team 

EU: Horizon 2020 grant. 
Phase 1 approved, phase 2 full 
grant application due in Jan  

2016–
2018 

Phase 1: 0.05 
MEUR  

Phase 2: 2 MEUR 

R&D (research and development), 
global expansion 

Government R&D grant 
(Tekes) – applied 

2017 0.4 MEUR R&D, Asia customization  

Growth bank loan, ongoing 
discussions with several banks 
 

2016 
 

2017 

0.2 MEUR 
 

2 MEUR 

Speed up growth 

 
 
In view of the funding described above, with the support of decisions on the extraordinary 
General Meeting on September 8th 2016, the Board has decided on the issuance of max 17 
000 000 new preference class A shares.  
 
 
The board and the management believe that the Company, after the finalisation of the A-
round investment together with Pepins, and with a potential growth loan and/or significant 
EU/government grants, has the capital needed for a successful US market entry, growing in 
Sweden, and for brand building and marketing in all the active markets. This also includes 
concretely planning for an entry into Asia. For implementation of the next market entries in 
late 2017 or early 2018, further capital need is expected. 
 
As a long term goal, the Company has a plan to go public in 3-5 years. The aim is to grow fast, 
expand globally to 3-5 mega cities and make healthy Naava air available around the world. 
You are warmly welcomed to join the ride. 
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Vision, mission, strategy and goals   
 
At the moment, indoor air is unhealthy in every major city in the world. Indoor air is proven to 
be 2-5 times more polluted than outdoor air. We created Naava to build a healthier 
environment, by combining nature with technology. We mimic what nature does outside since 
plants and trees enabling living on Earth. We are utilizing one of the most underappreciated 
gifts, nature’s air. We utilize millions of years of innovation and combine it with technology, 
and make natural air available, everywhere. 

 
Our mission is to embrace nature and make it available to everyone. We do it by combining 
advanced technology & design that accelerates nature’s millions of years of innovation.  
 

We make the smartest green walls on the planet, bringing nature inside, everywhere. We solve 
one of the world’s biggest problems, and we make healthy air a human right. 

 
We vision that by 2025, a billion people can choose to breathe ‘Nordic forest air’, everyday, 
everywhere.  
 
 
GROWTH STRATEGY 
Our business model is to offer healthy air as a service. The primary focus is on global megacities 
and the B2B segment. Our key customers are the best organisations to work for, multinational 
companies, and fast growing global game changer companies. Additionally, we have developed 
our technology and processes to answer to the needs of architects, interior design offices and 
real estate owners. We’ve learned that our customer’s key decision makers are early adopters 
in health, performance, technology, and nature. We believe that the others will follow. 
 
Make Naava the new Tesla, Naava solves a global problem and the aim is to grow fast to new 
cities and continents. The strategy is first to create an attractive Naava brand, and market 
position in the Nordics and USA, and demonstrate the capabilities to scale in new cities. Then 
the business model will be fine-tuned for the launch in selected Asian cities in 2018 with a 
major investment and major players as strategic partners. We aim to be in 3-5 global 
megacities in the next 3-5 years.  

 
Strategic sales partnerships are the primary approach for scaling sales. For a new market 
entry we will however utilize our own direct sales force as well to understand the customer 
needs better. We want to keep the maintenance operations in our own control due to assuring 
quality and keeping the contact with the end-customers. Scaling the maintenance operations 
is not a problem when we hold on to our megacity strategy, meaning we focus on big cities with 
our own teams. The sales teams and sales partners are supported by strong digital marketing 
and PR to create visibility and awareness for the Naava brand and our early adopter customers. 
We don’t write headlines, we make them.   
 
Hässelby Blommor (http://www.hasselbyblommor.se/), a respected 100-year old green 
interior Company, is our primary sales partner in Sweden. In the United States, we have 
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established a relationship with, and have received equity investment from Delos 
(www.delos.com). As the pioneer of Wellness Real Estate™, Delos is transforming offices and 
other indoor environments by placing human health and wellness at the forefront of design, 
construction, facilities and operations decisions.  
 
Naava sales partners will operate on a revenue share basis. In addition to sales partners, 
architects and interior designers are important stakeholders for the sales and, we are therefore 
actively looking for trend-setting architects and interior designers to join us making offices 
healthier and more productive, while enjoying the natural look and feel of Naava green walls.  

 
 

THE NAAVA BRAND  
Naava is Finnish for beard man’s moss. In nature, it’s an indicator of clean air, as we only see 
the moss appearing in forests far from cities and urban pollution. It grows only where we 
humans haven’t ruined the environment. Naava is both the name for the product family, as 
well as the Company. The Company has focused on the branding work to crystallize the brand 
and the essentials behind it to be ready for Pepins campaign and for the NYC launch.  
 
 

 
 
Breathe, as a Naava brand promise, is always written in lower case. It is not a loud yell – it’s a 
soft whisper. It’s an inspiration; an encouragement to pause and take a rest, truly feel the world 
around you. It’s a remedy; a moment in time that relieves you from all tension surrounding 
you. Though it’s only a gentle sigh, it’s determined – a firm reminder of the most vital thing in 
life. 
 
Breathe.  

 
We want to make Naava the new Tesla. We have managed to build a strong why, the reason we 
exist, and how we want to change the world.  
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Company technology, research and IP  
 
Naava combines millions of years of natural innovation with advanced, connected 
technology, enabling it to boost nature’s own purification process to a hundredfold. The 
biotransformation process, microbes breaking down harmful chemicals from indoor air, is 
known from waste-water treatment facilities, where microbes naturalize water.   
 
The Naava system is based on multiple innovations and interdisciplinary science to improve 
indoor air quality.  Inspired by NASA’s research, the solution brings together sensor 
technology, artificial intelligence, selected plant species and microbial community to form a 
beautifully designed smart green wall, that facilitates reduction of hazardous VOCs (volatile 
organic compound) and particles from indoor air.  Watch this product video to see how the 
technology works.  
 

  
 
This is how the Naava OS-technology works:  
1 Indoor air is absorbed through the rhizosphere and the root system of the plants.  
2 Microbes living in the rhizosphere purify the air from harmful chemicals.  
3 The fans return the clean and naturalized indoor air back into the room.  
4 Sensors in the smart green wall measure variables in the product and its environment. 
5 Naava OS artificial intelligence directs the functions of the smart green wall automatically.  
6 The remote system transmits information to the smart green wall from e.g. weather satellites.  
7 The functions can be tracked in real time. In case of malfunction, the system will automatically fix the 
situation by itself or request assistance from our maintenance personnel.  
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Naava is proven to work. First Naava pilots were conducted in late 2011 in buildings with 
issues in indoor air quality and they showed to provide a cure. That was a great motivation to 
develop the business and products further. More recently the indoor air cleaning efficiency of 
Naava OS has been validated by several research projects. VTT studies in 2016 confirmed the 
efficiency of Naava OS in air purification and that the system is biologically adaptive. A study 
conducted by British science centre in London (2016) showed a chemical removal efficiency 
even on a single pass through Naava system to be very high. ‘Thousand Healthier Employees’ 
research project done on Naava customers has previously proven health benefits to be 
statistically significant by removing symptoms and pains experienced in unhealthy or poor 
indoor air environments. The Company continues research projects with highly-ranked 
institutions. e.g. to complement understanding of the ROI (return on investment) in a 
general office use through improved workforce satisfaction and productivity. 
 
 
GLOBAL PATENT  
(US, China, EU) has been filed for Naava system. The application PCT/FI2012/050745 
“APPARATUS FOR THE GROWING OF PLANTS AND A GROWING DEVICE” was filed in 
July 2012.  The pending patent is for the product concept and will make it more difficult for 
any other Company to build similar effective, cost efficient and well-designed system. 
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Product and Service Offering  
 
The Naava product family combines powerful biological air cleaning with simplistic, 
streamlined design inspired by Nordic nature.  
 
All Naava products are built on the Naava OS technology. Products come with automatic 
watering, airflow and remote management as well as integrated LED lights. Naava products 
purify, freshen and moisturise indoor air and that way improve indoor air quality to optimal 
levels for people’s health.  
 
Naava One - new stand-alone design with multiple height and width options 

 
Naava Slim - new, slim (21cm) design with multiple height and width options 
 
 

 
 
 
Naava Original - pure cleaning power in the original package 
 
Naava Smart - beautiful design for meeting rooms and small offices 
 
Naava Twin - plants on both sides of the wall, works well as a divider and in the middle of an 
open office 
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Naava Designer – tailor made and designed according to the client’s wishes and measures.  
 
 
NAAVA SERVICE 
Naava products always come with a maintenance service contract.  
The service is priced with a monthly fee depending on the number 
of products in the location. We are proud to provide high quality 
customer and maintenance services. Naava Service consists of:   

- Cloud-based 24/7 remote monitoring & smart automation 
that takes care of functions of the green wall and wellbeing 
of the plants 

- On-site service visit every 5 weeks for trimming the plants 
and fertilization 

- Lifetime guarantee for the technology and plants  
- Electronic reminders to fill water tank  
- Indoor air quality and humidity optimization 

 
 
PRODUCTION 
The Company has its production facilities in Jyväskylä, Finland. The facilities include 
greenhouses for plant operations, R&D labs, and factory area for final product assembly. In-
house production and plants nurturing are needed to ensure high quality final products. 
Capacity of the production facility has been recently increased to serve estimated demand 
from the Nordic markets. When scaling to more distant new markets, part of the plant and 
manufacturing operations will be done locally.  
 
As a first step, Naava will during spring of '17 open up its first international production 
facility in New Jersey. This expansion can be regarded as a historical milestone for Finnish 
companies. In their facility in New Jersey, Naava will produce smart, active green walls for 
the American market, with the New York metropolitan area as its primary target. 
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Market and Competition 
 
The air we breathe is the next global health trend. We spend most of our time indoors and 
all of us breathe in more than 10 000 liters of indoor air, every day. The quality of that air 
matters, it impacts on our performance and well-being. People around the world have 
become more and more interested in the quality of the air. Natural and healthy air created 
with a solution like Naava has the potential to change the air purification business like 
electric cars are changing the car industry.  
.  
 
Naava is a solution disrupting several traditional businesses. At the moment there is no 
existing single market segment for smart green walls. In our recent US market research, 
conducted by UCLA Anderson, the total addressable market was identified to comprise of 
three major markets:  $8.1 billion annual indoor air purification market, the $9 billion 
interior landscaping market, and the $6.5 billion building integrated vegetation market in the 
US alone. 
 
The market opportunity for Naava products comes from two existing businesses:  

- Replacing current passive green walls and green plants in the offices with 
functional and high quality smart green wall solutions, that have over 100 times 
better indoor air cleaning efficiency, multiple times better humidity control and all of 
the green are allergy-friendly, cloud-connected, remotely controlled and fully 
automated. 

- Taking a share of existing indoor air purification market with an innovative 
natural solution that makes the air natural, not sterile, and has no side-effects. 

 
 
Traditional green wall market is globally already a multibillion dollar industry and the 
interest to use green walls in interior design projects is increasing. In the US alone the 
traditional green walls, as part of the building integrated vegetation market, is $700M annual 
business. Naava’s competitors in that market are typically local or regional vendors providing 
the green walls and plants and service. Some companies (like Ambius) operate also globally. 
The prices for green walls vary a lot from DIY to premium installations. The costs elements 
are plants, irrigation system, installation, and maintenance. Professional green walls are 
priced in Nordic and key U.S. cities in the range of 700-2000 EUR/m2 plus the maintenance 
services. Naava’s pricing is comparable to the professional top tier vendors of traditional 
green walls. 
         
Indoor purifier market is expected to continue to grow as people become aware of indoor air 
pollution. The market is heavily competed and in e.g. China there are over 800 brands 
available offering air purifier products. The different models range from a hundred EUR to 
premium devices with multiple filters priced up to thousands of EUR. Well-known global 
brands are e.g. IQAir, Blueair, Austin and Honeywell. Filter renewals cost in the range of 
EUR 50-500 per year depending on filter prices and the amount of filters in the solution. 
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Most purifiers remove particles quite efficiently but removal of chemicals and odors depend 
on the model, used filters and technology. 

 
 
Naava is different. The product brings together the 
best sides of both air purifiers and green walls. Naava 
smart green walls reduce chemicals and adapt to 
chemical mix in any space. Naava adjusts humidity and 
brings real nature and its health benefits inside the 
buildings. The Naava product offering is currently 
globally unique and different. This means a 
tremendous market potential - and a lot of work and 
awareness building in the target markets to make 
potential customers aware of the benefits of Naava.  
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Financial Development in Brief 
 
The company was profitable from start, before raising venture capital to speed up expansion. 
The first year we made 5 EUR, and the second year 10 500 EUR in profits, even though 
investing heavily in product development. This shows the basic viability of the business 
model. We quickly realised that we need to raise money to further expedite the development 
of this disruptive biological air purification technology. We have been investing heavily in 
product development during the last years, and we see it as one of the cornerstones of our 
future business. However, now is time to demonstrate the fast growth of the business and 
scale up internationally. 
 
The financial information below is extracted from the Company's annual and monthly 
reports (2016). The full Annual Report will be downloadable from pepins.com going forward. 
The tables below show a historical summary financial information for the Company for the 
financial years 2014 and 2015 and 2016 until end of November.  
 
 

Key figures  
.  

 

 
Income statement  
Naava Oy 
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Balance sheet 
Naava Oy 
 

 
 

 
Cash flow    
Naava Oy 
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Quarterly Revenue - 2016  
Naava Oy  
 

 
 
 
 
After the commercialization processes begun in 2014 the revenue growth of the Company has 
been fast. From 2014 to 2015 growth increased by 150 %. In 2016 the growth has continued 
at about 70 % rate. Company forecasts that the full year 2016 Group revenues will be 1.7 – 1.8 
MEUR.  
 

 
 
SALES EUR/QUARTER 
Since starting sales in Stockholm in March 2016, Naava has managed to sign important first 
deals with customers like Radisson Blu Waterfront, Stockholm School of Economics, AMF 
Fastigheter and Apoteket. We expect the Pepins campaign and other marketing investment in 
the upcoming months to significantly support the awareness and thus the future revenue 
growth in Sweden. 
  
FINANCIAL OUTLOOK 2017-2018 
The Company’s global expansion plan is to enter the US market in 2017, and Asia in 2018. 
We will start the US market entry from NYC and then expand to further cities on the East 
coast. In 2018 our plan is to expand to California. The planning and partner discussions for 
entry to Asia have been started. 
 
The following graphs show the financial forecast for the Company revenues and the split per 
market per quarter until end of FY2018.  FY2017 forecast is based on a detailed budget. The 
growth in 2018 depends on the speed of launching new cities and markets in the US and in 
Asia, as well as on finding the right partner(s) for Asian market entry.  
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Group Revenue, margin and EBITDA  
 

 
 
 

Revenue by Country   
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Thanks  to our business model, we will receive continuous revenues from maintenance 
service on the products. Based on our experience so far, the lifetime of the product is long 
and, thus, the maintenance revenue will provide a solid long term business in metropolitan 
areas.  
  

Naava Products on the Market   
 

  
 
As the Company grows, more production, sales and maintenance personnel are needed. 
Majority of the growth will be from new markets. Finland will remain as the R&D and global 
support hub.  
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Personnel per Country 
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Share Capital and Ownership Relations  
 
PREVIOUS SHARE ISSUES   
• Name: Naava Oy, 2432661-1  
• Security: Preference share*, all with one vote per share  
• Share capital: 24 215 EUR 
	
	

Equity rounds Time Total  Core purpose  

Seed June 2014 1.1 MEUR 
(9,033,334 aktier à 
0.12 EUR)  

Seed financing for R&D, productization, 
commercializing  

Seedl+ October 2015 1.4 MEUR 
(7,332,893 aktier à  
0.19 EUR)  

Demonstrating internationalisation 
processes in Stockholm  

A1 
 
 
 
A2 

Oct–Nov 2016  
 
 
 
Jan–Feb 2017  

3.2 MEUR executed  
(8,398,229 aktier à 
0.3837 EUR) 
 
2.2 MEUR 
(4,351,265 aktier à  
0.5056 EUR)  

Opening US operations, global brand 
building, strengthening Sweden, 
planning for Asia 
 
Accelerate growth on the Nordic 
market, establishing operations in US  

B  Planned end of  
2017 

10–20 MEUR, 
mixture of funding 
instruments  

Opening Asia, scaling in the US 
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CAP TABEL 
 

	
	
	
SHAREHOLDER AGREEMENT 
A fundamental aspect of Pepins’ arrangement is that small shareholders should have the 
same status as demanded by professional owners for investments in relatively young 
companies. A shareholder agreement is therefore signed between the Holding Company and 
other owners in the target Company. The content of the agreement establishes the parties’ 
joint view of the target Company’s management and operation.  
 
 
SHARE WARRANTS PEPINS GROUP 
If the share issue of 21 MSEK is fully subscribed, Pepins Group AB (publ) or the party 
specified by Pepins Group AB (publ) shall be allocated 972,093 share warrants in Naava Oy. 
Pepins Group AB (publ) is entitled to subscribe for one (1) new share in the Company for 
each share warrant. The subscription price amounts to 0.678 EUR per share. The share 
warrants may be used to subscribe for shares from the point of registration of share warrants 
with the Swedish Companies Registration Office through 26-03-2022. If exercised, the 
warrants will cause a dilution of approximately 1.8 %. 
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INFORMATION ABOUT THE ARRANGEMENT INVOLVING INVESTMENT  
VIA A HOLDING COMPANY 
	
Subscription for this share issue is, as mentioned above, in a public limited Company specially 
created for this purpose, Naava Partners Nordic AB (publ), hereafter ‘the Holding Company’, 
which, following the share issue, will use the proceeds raised to purchase shares in Naava Oy, 
hereafter ‘the Target Company’. A portion of the proceeds will remain in the Holding Company 
to cover administrative expenses. The sole purpose of the Holding Company is to own and 
manage the shares in the target company and to protect new owners’ rights in relation to the 
founders and any other future direct owners.  
The purpose of this arrangement is to allow small shareholders to invest on the same 
terms as large, professional entities. This will be achieved by, for example, the Holding 
Company entering into a shareholder agreement that regulates the relationship between 
investors and entrepreneurs.  The purpose of the shareholder agreement is, in part, to 
create consensus among shareholders with regard to the Target Company’s objectives, 
plans, possible exit, etc. Other purposes are to provide shareholders with due protection of 
their investment and to also regulate on what terms such actions as a new share issue, an 
exit or a corporate acquisition may take place. In addition, regular trading in the public 
Holding Company’s shares can be offered via Alternativa Listan or one of the trading 
platforms offered by Pepins. 
 
The advantage of using a Holding Company for the Target Company and the 
entrepreneurs is that it results in ONE new owner, which satisfies the need to be able to 
take action (for example, for strategic transactions such as corporate acquisitions, 
decisions about new share issues, etc.), as well as contributing to reducing administration 
and costs, and allowing management to focus more on driving company performance 
rather than on shareholder issues.  
 
Despite the indirect ownership, owners of the Holding Company will receive financial 
information, etc. and can participate in the shareholder meetings in the Target Company 
even though the formal voting rights are held by the direct owner, i.e. the representative 
appointed by the Holding Company to participate in shareholder meetings in the Target 
Company.   
 
The figure below shows a target company (operational company) with the original 
founders as owners on the right-hand side together with a possible external investor 
(current investor). The Holding Company (Investment Vehicle AB (publ)), with its new 
owners, becomes a new major owner in the Target Company and is covered by the same 
shareholder agreements as the previous owners. A possible large investor wanting to 
invest in the future could also opt to invest directly in the target company (see ‘Strategic 
Investor’ in the figure). 
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As the Holding Company is being created in 
conjunction with this share issue, there are no 
formal documents for the Company, but a 
preliminary balance sheet and a template for the 
articles of association are available at 
www.pepins.com. 
 
 
 
 
 
RISK FACTORS 
Ownership of and investments in shares is always 
associated with risk. A number of factors outside 
the Company’s control, as well as factors that the Company can influence, may have negative 
effects on the company’s business, earnings and financial position and result in a decrease in 
the value of the company’s shares. This section lists some of the risk factors. They are not 
ranked in order and do not claim to be comprehensive.  
 
	
Economic conditions  
The Company’s performance and financial position are partially dependent on factors such as 
general economic conditions, market circumstances for customers and competition. The 
Company. A general weak economy can have a negative effect on the Company’s business, 
growth, earnings and financial position.  
	
Competition	
The Company sells smart green walls with maintenance service. It cannot be ruled out that 
increased competition could lead to reduced revenues, lower market share and worse 
profitability for the Company.  
	
The organisation	
The Company has a relatively small organisation, resulting in dependence on individual 
employees. The business’ future performance depends largely on the expertise, experience 
and commitment of the Company management and other key personnel. The Company could 
be negatively affected if one or more employees were to leave. Neither is it certain that in 
future the Company will be able to recruit new qualified personnel as and when the Company 
wishes.  
	
Dependence on suppliers		
Good relationships with suppliers of strong brands are important to ensure the Company can 
conduct its business. If key suppliers do not wish to cooperate with the Company this could 
have negative consequences for the Company’s business, earnings and financial position.  
 
Geographic expansion		
The Company currently operates on the Finnish and Swedish market but is endeavouring to 
expand the business into other geographical markets. Geographic expansion requires the 
Company to be able to handle national differences and requirements. There is no guarantee 
that the Company will be successful in its geographical expansion, which could have a 
negative effect on the Company’s business, financial position and earnings.  
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Legal risk		
The Company owns trademarks, brands and domain names in the jurisdictions in which the 
Company operates. To the Company’s knowledge, it does not infringe the intellectual 
property rights of a third party. However, no guarantee can be given that henceforth the 
Company may not, for example as a result of the launch of products or in connection with 
entering new geographical markets, infringe, or be accused of infringing, the intellectual 
property rights of a third party. If the Company’s protection of these trademarks and brands 
is insufficient or if the Company infringes a third party’s intellectual property rights, this 
could negatively affect the Company’s business, financial position and earnings. 
 
 
 
Borrowing and interest rate risk		
The Company may fund part of its business by taking up loans from credit institutions. 
Borrowing implies certain risks for the Company’s shareholders. For example, in the event of 
a significant change in circumstances in the Company’s markets, the Company could 
experience problems in taking out new credit facilities and consequently need to use a larger 
portion of cash flow to make interest payments and repayments. This would negatively affect 
the Company’s earnings and financial position.  
 
Funding risk and future capital needs		
Funding risk is defined as the risk of funding for the business being difficult and/or 
expensive to obtain. A future situation in which the Company has to obtain new capital 
cannot be ruled out. It cannot be guaranteed that additional capital can be obtained on 
favourable terms for the Company’s shareholders, or that such capital contributions, if 
obtained, will be sufficient to fulfil the Company’s strategy. If in the future the Company is 
unsuccessful in obtaining the necessary capital, on reasonable terms for the Company, the 
Company’s continued business and strategy cannot be guaranteed.   
 
Share performance		
Securities trading is always associated with risk-taking. Since an investment in shares may 
decrease in value, it is not certain that investors will recoup the capital invested or any capital 
at all. An investment in shares should never be regarded as a quick way of generating a 
return, but rather as an investment that is made over the long term using capital that can be 
spared.  
 
Forecast		
This Memorandum contains forward-looking statements regarding the Company’s sales and 
earnings. However, there is no guarantee that these will materialise. If the outcome for sales 
and earnings is less than the assessment provided, there is a risk of negative effects on the 
value of the Company.   
 
 
 
 
 
 
CONCTACT DETAILS  
Naava, Laukaantie 4, 40320, Jyväskylä, Finland 
+358 40 533 9758 
info@naava.io  
www.naava.io  
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Financial advisors: 
Pepins Group AB (publ) 
Värmdövägen 84 
131 54 Stockholm 
Tel: 08-673 17 90 
Mail: info@pepins.com  
Web: www.pepins.com  
 


