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FOREWORD

How to use
this toolkit
Written for founders and sales leaders building a B2B sales motion into Sweden, Denmark,
Norway, or Finland for the first time. Not a generic guide to doing business in the Nordics —
specifically a sales-pipeline playbook.

27.6M
people across the four Nordic
markets

$1.8T
combined GDP —
Australia-scale economy

4 / 1
markets, one GTM motion

Three reading paths
Every founder's path differs. Where the toolkit describes a pattern, it's what we see most

often — not a rule. Apply the parts that fit your context.

01
Still deciding whether to enter the Nordics

Chapters 1–2 only.

02
Decided, starting now

All seven chapters in order.

03
Already in-market with underperforming pipeline

Chapters 4–5 first.
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1
CHAPTER 1

Nordic B2B
market structure
The Nordic countries are a coherent commercial region in some
respects and four entirely different markets in others. Confusing the
two is the most common early-stage strategic error.

The four markets

SE
SWEDEN

POPULATION ~10.6M
GDP ~$600B
COMPANIES ~1.2M
CURRENCY SEK
EU / EEA EU

DK
DENMARK

POPULATION ~5.9M
GDP ~$400B
COMPANIES ~330K
CURRENCY DKK
EU / EEA EU

NO
NORWAY

POPULATION ~5.5M
GDP ~$500B
COMPANIES ~640K
CURRENCY NOK
EU / EEA EEA, not EU

FI
FINLAND

POPULATION ~5.6M
GDP ~$300B
COMPANIES ~620K
CURRENCY EUR
EU / EEA EU
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Combined region

~$1.8T GDP, ~27.6M people. Comparable to Texas in scale, Australia in economic
weight.

Where the B2B money sits
Sweden — most diversified. Stockholm is a top European software and fintech hub per capita.

Home of Spotify, Klarna, iZettle, Mentimeter. Largest pool for mid-market B2B software

buyers.

Denmark — pharmaceuticals and life sciences (Novo Nordisk has materially expanded

supplier demand), maritime, renewables. Strong design and consumer-brand cluster (LEGO,

Bang & Olufsen, Vestas).

Norway — bifurcated. Oil, gas, and maritime dominate revenue. Rest of the economy is

comparable in scale to Finland. Smaller addressable market than the GDP suggests for most

B2B SaaS; largest market in the region for industrial and energy software.

Finland — industrial heritage (Nokia ecosystem, forestry, metals) plus disproportionate B2B

SaaS density (Wolt, RELEX, Aiven, Smartly, Reaktor). Punches above its weight for technical

B2B SaaS.

Structural facts that shape sales motion
Currency. SE, DK, NO each use their own. EUR pricing is operationally simpler and widely

accepted; some procurement teams require local currency above thresholds.

VAT. 25% in Sweden, Denmark, Norway. 25.5% in Finland (raised September 2024). Corporate

tax 20–22% across all four. Verify VAT registration thresholds with a Nordic tax advisor

before assuming a US-style invoicing model works.

EU vs EEA. SE, DK, FI are in the EU. Norway is in the EEA but not the EU — invisible for most

SaaS, matters for customs on physical goods. GDPR applies fully in all four.

Language. English dominates in B2B software, professional services, and most mid-market.

Native languages remain dominant in public sector, traditional industries, and SMBs.

One region commercially, four markets operationally
Shared across all four: high English fluency in decision-making roles, consensus-driven

buying, similar SaaS adoption, significant cross-Nordic trade.
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Different across the four: company registries, VAT regimes, sector concentrations,

procurement norms, holiday calendars (FI and SE have heavy summer shutdowns).

The rule

Design your GTM as one motion. Handle data, operations, and timing per country.
Tools that force a choice between the two will cost you.
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2
CHAPTER 2

ICP definition for
pan-Nordic GTM
The biggest waste of time in early Nordic GTM is using your
home-market Ideal Customer Profile without adjustment. It rarely
ports.

Why your home ICP doesn't transfer
Sectoral composition differs. "Mid-market manufacturing in Bavaria" has no direct Nordic

equivalent — it's four distinct sectoral pools with different sub-sectors and ownership

structures.

Company sizes are smaller. Nordic mid-market typically sits at 50–300 employees.

US-anchored ICPs return tiny addressable markets here.

Buying cultures differ. Nordic B2B is more consensus-driven than US, more collaborative than

French or German, and more comfortable with self-serve than UK enterprise. The job title

that signs in your home market may not sign in Sweden.

Four-axis segmentation
Rebuild your Nordic ICP from four axes:

1 Country. which markets, in what priority. "All four simultaneously" is rarely right
unless there's a country-specific reason for each.

2 Industry. be specific. "Software" is a horizontal, not an industry. "B2B SaaS for
mid-market manufacturing in SE and FI" is targetable.

3 Company size. employee count is more reliably available from registries than
revenue. Most mid-market B2B SaaS lands in the 50–500 band.
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4 Buying maturity. a Stockholm fintech buying its fifth sales tool needs different
messaging than a Helsinki manufacturer buying its first.

Common ICP mistakes
· Treating "Nordic" as one market — list too large to qualify, too generic to convert.

· Anchoring on Stockholm or Copenhagen exclusively. Helsinki, Oslo, Gothenburg, Malmö,
Aarhus, Tampere host significant clusters.

· Importing US-scale company size bands. Nordic "enterprise" is a small pool.

· Ignoring language. Local-language assets convert measurably better in non-tech
verticals.

· Wrong decision-maker title. "VP of Operations" in US logistics maps to "Driftschef" in
Sweden. Test before scaling.

· Forgetting public sector. Large, well-funded, different procurement rules.

· Targeting the named decision-maker only. Nordic buying committees are wider and
flatter.

ICP worksheet
If you cannot fill all eight rows with specifics, your ICP is not ready for outbound.

Element

Countries (priority order)

Industry / sub-industry

Employee band

Revenue band (if known)

Buying maturity (low / mid / high)

Decision-maker title(s) by country

Typical buying committee

Disqualifiers
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3
CHAPTER 3

The Nordic data
and tooling landscape
The most important chapter. Data and tooling decisions made in
week one will compound for twelve months.

National registries
Every credible Nordic sales intelligence tool sources from one or more of these.

Understanding them matters even if you never query them directly.

SE Sweden — Bolagsverket. Free basic search at bolagsverket.se. Annual financial
statements are public for almost any registered company above the smallest threshold.
Bulk access through licensed resellers (UC, Bisnode, Allabolag) or specialist B2B
platforms.

DK Denmark — CVR. Free and developer-friendly at cvr.virk.dk. Comprehensive data —
company info, industry codes, employee bands, financials, beneficial ownership — visible
without payment. Public API. Usable directly at small scale for single-market work.

NO Norway — Brønnøysundregistrene. Free lookups at brreg.no. Public annual financials,
board appointments, ownership. Proff.no is a commercial overlay on the same data.

FI Finland — PRH. Basic search free at ytj.fi. Detailed financial data typically through paid
services (Asiakastieto, Enento). Less open than CVR or Brønnøysund.
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Practical implication

Single country, under 200 named accounts: build the list directly from the national
registry, supplemented by LinkedIn. Slow but free. Two or more countries, or 500+
accounts: a commercial tool becomes net positive.
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Commercial tools — honest comparison
Disclosure repeated: Kontorva operates NordicB2B. The comparison below identifies where it's not the right answer.

Tool Best for Watch-outs

Vainu Finnish enterprise sales orgs
with established workflows.
Deepest historical signal data in
FI/SE.

Per-market or enterprise pricing.
Dated UI. NO/DK thinner. No public
pricing — demo required.

Bisnode / D&B
Nordic

Credit, risk, KYC. Authoritative
D&B brand.

Built for credit/risk, not outbound
sales. Heavy, slow, expensive.

Enento /
Asiakastieto
(FI)

Finnish credit and registry data
at source.

Finland-only. Useful as data source,
not as workspace.

UC / Proff / CVR
(national)

Single-market work at low cost. Single-market. Manual stitching
across borders. No workflow.

Apollo.io Global SDR teams with Nordics
as one slice. All-in-one (data +
sequencer + dialler).

Nordic data variable. Higher bounce
rates on Nordic lists. GDPR posture
weaker than EMEA-native.

Cognism GDPR-compliant EMEA
outreach. Phone-verified
contacts.

Nordic-specific data thin. No public
pricing — reportedly $12.7K+/year.
Aggressive contract terms flagged in
reviews.

Lusha Budget contact data, Chrome
extension for live LinkedIn
enrichment.

Nordic data shallow. No signal
tracking. Add-on, not primary
platform.

NordicB2B Teams selling across 2+ Nordic
markets at SMB to mid-market
price points. Modern self-serve
workflow, transparent pricing,
GDPR-native.

Newer platform. Historical signal
archive shallower than Vainu. Not right
for single-market small budgets,
enterprise credit/risk, or pure global
lists.
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Decision framework
Use in order. The first answer that fits indicates your starting tool.

1 Single market, under 200 accounts? Use the national registry directly + LinkedIn + a
spreadsheet. Commercial tools are over-engineered at this scale.

2 Credit, risk, or KYC focus? Bisnode / D&B Nordic. Sales intelligence tools are not built
for this.

3 Sell globally with Nordics as <20% of pipeline? Apollo or Cognism is structurally
better fit.

4 Finnish enterprise with existing Vainu deployment? Stay with Vainu unless
cross-Nordic pain emerges.

5 Pan-Nordic, SMB to mid-market, €1k–€50k ACV? NordicB2B is structurally fit.
Honest disclosure: this is also our profile.

6 Want to test add-on Nordic data on top of an existing stack? NordicB2B's free trial
(no credit card) is the lowest-friction A/B. Run 30 days, compare bounce and reply
rates, decide on data.

When NordicB2B is not the answer

Single market, small budget: use the registry. Credit and risk: Bisnode/D&B. Global
SDR with thin Nordic exposure: Apollo or Cognism. Enterprise with deep Vainu
integration: switching cost outweighs gain. We'd rather you start with the right tool
than churn from the wrong one.

Evaluation checklist for any tool
01  Which registries does the tool source from directly, and how often is data refreshed?

02  What's the contact verification cadence and method?

03  How does pricing scale across markets — per-seat, per-credit, per-market, unified?

04  What CRMs sync bidirectionally (not just export)?

05  Typical email bounce rate on Nordic lists from the tool? Ask for benchmark data.

06  Signal types tracked, and latency from event to surfacing?

07  GDPR position — data storage, lawful basis, audit trail?

08  Self-serve from signup to paid, or sales call required?

Tools that can't answer 1, 2, 5, and 7 directly should be treated with caution. The vagueness usually correlates with data quality issues.
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4
CHAPTER 4

The Nordic
outbound playbook
Channel choice, timing, language, and culture — calibrated for the
four Nordic markets, not imported from the US or UK.

Channel by country
All four are email-first. Differences matter:

Sweden — email dominates for senior DMs. LinkedIn well-tolerated with a clear reason. Phone

unusual outside manufacturing and public sector.

Denmark — email-first, slightly more direct tone tolerated than SE. LinkedIn high penetration.

Phone acceptable after email or LinkedIn touch.

Norway — email-first but more relationship-driven. Personal intros carry weight. Phone more

tolerated in maritime, energy, industrial.

Finland — email-first, with the lowest cold response rates in the region. Not because of

disinterest — the bar for response is higher. Quality of personalisation matters more than

volume.

Timing
Summer shutdowns are real. Mid-June through mid-August is dead — Swedish

industriesemester runs July, Helsinki empties July. Response rates drop 50–70% versus April

or September.

Christmas through early January is slow. Nordic offices wind down second week of

December, return 7–8 January. Campaigns between 15 December and 6 January should be

repeated mid-January.
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Best window: Tuesday–Thursday, 10:00–11:30 local time. Measurably higher open and reply

rates than any other.

Language and culture
· Direct beats clever. Replace superlatives with specifics, exclamation marks with periods.

· Short is respectful. First 3–4 sentences carry the message. Optimise them as if they're
the whole email.

· Consensus matters. Map the buying committee — operations, finance, technical,
sometimes legal — from the start. Targeting only the named DM underperforms.

· Hierarchies are flat. A thoughtful cold email to a Nordic CEO of a 200-person company is
not unusual and often gets answered. "Thoughtful" is the operative word.

· English is fine for tech, SaaS, professional services. Outside these — public sector,
traditional industry, SMB — local-language outreach converts measurably better.

· Honesty and modesty read as competence. "Quick note about [specific thing]"
outperforms "Transform your business with our AI-powered solution."

GDPR for B2B outbound
GDPR applies fully in all four Nordic countries. The most common misconception is that it

prohibits B2B cold outreach. It does not.

Legitimate interest is the standard lawful basis for B2B email outreach to named professional

contacts at corporate email addresses, where the recipient could reasonably expect

outreach in their professional role.

Required

Corporate email addresses only (not
personal Gmail); unsubscribe mechanism
on every email, honoured; record of how
each contact was sourced; ability to
respond to subject access requests within
30 days; periodic refresh and expiry of
records.

Not required

Prior consent before contacting a named
professional; limiting yourself to opted-in
databases. These are over-corrections
promoted by vendors with weak
compliance — not what the regulation
requires.
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Country note

Germany's stricter UWG rules sometimes get conflated with the Nordic situation. The
Nordics follow the standard GDPR / ePrivacy posture — more permissive for B2B email
than Germany. If you also sell into Germany, expect different rules; don't assume
German posture applies here.
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Ten mistakes non-Nordic sellers make
01  US-style hype copy. Immediate delete in the Nordic context.

02  "Hi [first name]!" subject lines. Reads as templated.

03  Asking for a 30-minute call as first ask. Try a 5-minute email reply or a yes/no on
relevance.

04  Following up more than 3 times. Non-replies have decided, not forgotten. Aggressive
sequences damage reputation more than they recover deals.

05  Launching in July or late December. Both windows are functionally dead.

06  Pricing only in USD. Reads as "this isn't really for us" to European procurement.

07  Sending from noreply@ addresses. Worse deliverability and trust.

08  "Request a demo" as the only CTA. Demo-only conversion is harder in the Nordics than
in the US.

09  Personalising on company name only. Either go specific (recent funding, hiring signal,
product line) or skip personalisation and write a clean honest message.

10  Failing to map the buying committee. Lone decision-makers are rare in Nordic B2B.
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5
CHAPTER 5

CRM hygiene
for Nordic data
What goes stale, how fast — and the practices that keep a
Nordic-focused CRM defensible under GDPR.

How fast Nordic company data goes stale
Annual rate of meaningful change in Nordic company records:

Address changes

4–7%
Board / director changes

8–12%
Beneficial ownership changes

3–5%
Industry classification changes

1–2%
Trade name changes (without legal name change)

2–4%
Liquidations, mergers, dissolutions

4–6%

Compounded effect

~15–25% of a year-old list is stale. Pipelines built on year-old data carry an
embedded cost of roughly 1 in 5 outreach attempts wasted.
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What "verified contact data" means
Verification mixes algorithmic checks (DNS, mailbox existence, format) with signal heuristics

(LinkedIn activity, recent email sends). Pure manual verification at scale is rare and

expensive.

"30-day verified" means the contact was checked within the last 30 days — not that it will

remain accurate for the next 30. Job changes happen continuously; verification is a snapshot.

Verification quality varies by country. US verification is mature across most providers. Nordic

verification is harder — email patterns are more standardised (better algorithmic accuracy

but more false positives) and signal sources are sparser. Nordic-native tools generally

outperform US-built tools on Nordic verification.

Three CRM practices for GDPR defensibility
1 Source-tagging. Every contact record carries which tool/registry/date it came from.

Required when a subject access request arrives.

2 90-day refresh cycle. Calendar reminder to refresh active prospects. Obviously stale
records are re-verified or archived.

3 Suppression at CRM level, not email-tool level. Unsubscribe preference applies
across the whole sequence and every campaign.

The per-country-tool anti-pattern
Avoid running separate tools per country (Vainu for FI, Cognism for SE, Apollo for NO) and

syncing all to one CRM. It fails because:

· Different field names from each tool require a custom mapping layer that breaks on every
schema update.

· Duplicate detection across tools is unreliable. Same company appears with different IDs
or formats.

· Signal events fire independently — overlapping alerts, or missing alerts because each tool
assumes another is handling the country.

If you must operate multiple tools, use one as primary CRM-sync source and the others only as point-in-time lookups. Cleaner: one

pan-Nordic tool feeding the CRM.
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6
CHAPTER 6

The 90-day
pipeline build plan
Structured 90-day plan, assuming Chapters 1–5 are settled.
Timelines are ranges, not fixed days. Decision gates at day 30, 60, 90
are explicit — if not met, stop and recalibrate, don't keep executing.

Day 30

Foundation

Day 60

Outbound

Day 90

Pipeline

THREE GATES  ·  90 DAYS

Days 1–14: foundation
— Confirm ICP (Chapter 2 worksheet completed)

— Select primary market(s) for first 90 days — one or two, not all four

— Select sales intelligence tool (Chapter 3 framework)

— Set up CRM with Nordic fields: country, organisation number, source-tag, buying
committee, suppression flag

— Identify 20 reference accounts you'd call success if you closed them

— Set up email infrastructure: dedicated sending domain, SPF/DKIM/DMARC, warm if new

End of week 2 you can say one sentence: "We're targeting [ICP] in [country], using [tool] feeding [CRM], with a target of [N] qualified

meetings in 90 days."

Days 15–30: list build
— Pull long list from your tool against ICP filters (expect 500–2,000 raw matches)
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— Narrow to 200–500 active in-scope accounts

— For each, identify 2–4 buying committee members with verified contact data

— Score accounts tier 1 / 2 / 3 by fit and signal strength

— Set up first email sequence (Chapter 7 template)

— Test sequence on 30–50 tier-3 accounts before scaling to tier-1

Days 31–60: outbound
— Run the sequence at controlled volume: 20–40 new prospects/day, not 200

— Layer LinkedIn touches for tier-1 accounts that don't respond after 2 email attempts

— Track open rate, reply rate, positive-reply rate. Bounce rate above 5% is a data-quality
red flag.

— Book and conduct first meetings. Take detailed notes on objections.

— Update messaging based on real conversations.

— Map the buying committee on every active account.

Days 61–90: qualify and review
— Move active prospects through your qualification framework

— Identify 3–5 accounts most likely to close in the next 60 days; concentrate energy there

— Review which channel and messaging produced the active pipeline; double down

— Decide on second-market expansion based on real data, not assumption

— Document the 90-day lessons before memory fades
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Decision gates
Pass criteria If failing

Day 30 ICP and list ready. Sequence drafted.
First test sent.

Return to ICP. Most common failure is
over-broad ICP producing an
unworkable list.

Day 60 Open rate >30%. Reply rate >5%.
Bounce rate <5%. At least 2 meetings
booked.

Diagnose: data quality (bounce),
audience fit (low open), or messaging
(low reply). Fix the layer before
continuing.

Day 90 At least 2 active conversations, 1 past
discovery. Clear objection patterns
understood.

Consider whether the market, ICP, or
product is the issue. None is rescued
by sending more emails.

On second-market expansion
Three questions before expanding to a second market:

1 Question 1. Is the first market generating enough pipeline to keep the team busy? If
yes, expansion dilutes focus.

2 Question 2. Does the second market share enough of your ICP that messaging and
tooling will work without major rebuild? If not, this isn't expansion — it's a new GTM
project.

3 Question 3. Do you have capacity to handle both markets in parallel?

The pattern we see most often: 90 days in market A, decision point, then 60 days running A in maintenance while building B from

scratch. Second build is faster because the foundations carry over.
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7
CHAPTER 7

Templates
appendix
Drop-in starting points: ICP filter sheet, discovery questions,
three-email sequence, LinkedIn outreach, tool evaluation scorecard.

ICP filter sheet
Filter dimension Your spec Example

Country Sweden, Finland (priority); DK, NO (later)

Industry / NACE 62 — Computer programming, consultancy

Sub-industry B2B SaaS; specifically vertical SaaS

Employee band 20–200

Revenue band €2M–€30M annual

Funding stage Seed through Series B

Geographic
concentration

Stockholm, Helsinki metro

Decision-maker title(s) VP Sales, Head of Sales, CRO, Founder/CEO if
<50 emp

Disqualifiers Public sector; <€1M revenue; companies in
wind-down
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Qualification question bank
Discovery-call structure. Not all questions in every call — pick what fits the prospect.

Business context
· How does your team currently handle [the problem you solve]?

· What prompted you to look at this now versus three months ago?

· Who else inside [company] is involved in evaluating this?

Current state
· What tools are you currently using? What works; what doesn't?

· Roughly what does the current setup cost — in money, time, or missed opportunity?

· If you do nothing for six months, what happens?

Decision process
· If we move forward, what does the next step look like internally?

· Who signs off — and is there anyone whose objection would stop this?

· Is there a budget cycle or approval window we should know about?

Fit and risk
· What's the most important thing in choosing a tool here?

· What would make this an obvious yes for your team?

· What would make it a no?
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Three-email outbound sequence
Personalise where bracketed. Length and tone calibrated for Nordic B2B.

Email 1 — initial outreach
SUBJECT [Specific topic — not a greeting]

Hi [first name],

Saw that [company] [specific recent event — funding, hiring, expansion, product launch].
We work with [companies similar to theirs] in the Nordics on [problem you solve].

[One concrete sentence on how the product addresses the problem.]

If it might be relevant, quick overview: [link]. Free trial, no credit card. Happy to answer
questions by email — no need for a call unless useful on your end.

Best, [Your name]

Email 2 — follow-up (5–7 days later)
SUBJECT Re: [original subject]

Hi [first name],

Following up briefly. Two specific things [companies like theirs] tell us are useful:
[outcome 1] and [outcome 2].

If timing's off, no problem — happy to reconnect later in the year.

Best, [Your name]

Email 3 — break-up (10–14 days after email 2)
SUBJECT Closing the loop

Hi [first name],

I'll stop emailing on this. If anything changes or this becomes relevant, you have my email.

Best, [Your name]
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Why three, not seven

Standard playbooks recommend 6–9 touches. In the Nordics, more than 3 cold-email
touches damages reputation more than it generates pipeline. Three is the calibrated
maximum. Longer-horizon follow-up (months, not weeks) outperforms aggressive
short-window sequences.

LinkedIn outreach
Connection request note (under 300 characters):

Connection note
Hi [first name] — saw [specific reference]. We work with [companies like theirs] on
[problem]. Happy to share something useful by message if relevant.

First message after acceptance:

First message
Thanks for connecting, [first name]. Briefly — we built [product] for teams running [use
case] in the Nordics. Most relevant when [trigger]. 2-minute overview: [link]. Free to try,
no credit card. Happy to answer questions by message.

Tool evaluation scorecard
Criterion Score (1–5) Notes

Nordic data depth (all 4 markets)

Contact verification quality and cadence

CRM integration depth (bidirectional)

Pricing transparency and self-serve

Signal tracking coverage and latency
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Criterion Score (1–5) Notes

GDPR compliance and audit trail

Free trial without credit card

Total cost at your team size for 12 months

Below 25: don't buy. 25–32: consider with caveats. 33–40: strong fit. Score alongside, not instead of, a real free-trial evaluation.
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COLOPHON

About this
toolkit
Kontorva is a Finnish-Estonian market intelligence company based in Helsinki and Tallinn.

Service lines: Market Intelligence, Data and AI Systems, Business Intelligence, Software

Engineering. Institutional partners include Haaga-Helia, Tehnopol, eResidency, Amazon Web

Services, Microsoft, Tableau.

NordicB2B is Kontorva's flagship product — a pan-Nordic sales intelligence platform unifying

verified company data, signal tracking, and contact information across Sweden, Denmark,

Norway, and Finland in one workspace. Reviewed in Chapter 3. Free trial without credit card

at nordicb2b.com. Distribution-partner cohorts may be eligible for extended access — see

the partner that distributed this toolkit.

How to get help
Support   support@kontorva.com

Web   www.kontorva.com

We don't offer free consulting on Nordic GTM. Paid engagements through Kontorva's Market

Intelligence service line at kontorva.com.

Version
Next refresh: August 2026. Next major: May 2027. Reader and partner contributions credited

in the changelog from v1.1.

https://www.kontorva.com

