
Profiles of the Members (Directory) Sweden

European

Professional

Personal

Independent Management Consultancies Network  IMCN

August 2016
(The profiles of the members are 
permanently up-dated. Please ask 
for the latest version.)

Cordial AB

Sveavägen 17, 12 st, 
SE-111 57 Stockholm 
Sweden
Tel +46 (0)8-723 87 00
Fax +46 (0)8-723 87 01
E-mail info@cordial.se
Internet www.cordial.se

2001

    Linus Malmberg

Linus Malmberg, CEO and Founder

Björn-Erik Willoch, Senior Advisor 
Lise Tormod, Director and Head of Business Strategy 
Lars Mårtensson, Director and Head of Business Design 
Anna-Maria Rosenberg, Head of Cordial Business Educa-
tion 
Erik Martin, Director and Head of Sales 
Maria Andersson, Head of Human Resources 
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Specialisations
(FEACO classification/ 
Main Field of activity)

Business Transformation
Corporate strategy and organisation development
Information technology and systems
Project management

Banking, finance and insurance
IT, telecommunication
Retail, wholesale
Consumer goods and food
Chemical, pharma
Transportation
Service industries (entertainment, tourism, health and public administration,  
non-profit organisations)

BUSINESS ARCHITECTURE FRAMEWORK
A business architecture is a holistic representation of all relevant dimensions 
needed when designing, developing and managing an organisation dedicated to 
creating value for its customers and stakeholders. The specific business archi-
tecture includes the strategic Intent and clearly defines the portfolio of business 
models that operationalise the strategy. Cordial developed the Business Archi-
tecture Framework in 2005 and introduced the world’s first professional business 
architect training program in 2007. Since then, over 2000 people from 25 coun-
tries have been certified.

BUSINESS MODEL TRANSFORMATION (BMT 3.0)
Cordial has developed a holistic methodology framework to analyse, innovate, 
design and realise business models, called Business Model Transformation 
(BMT). We apply this methodology in our daily work and since its launch it has 
been used in more than 2000 engagements. BMT provides us with a holistic 
and coherent frame of reference which enables us to successfully carry through 
transformations in order to realise pioneering business models. In November 
2014 the third completely revised version of BMT3.0 was launched.

UK
Germany
Finland
Denmark
Norway
Croatia
China

Swedish
Danish
Norwegian
English
French
German

The Business Model Blog (http://www.cordial.se/blogg/)
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Mission statement / consulting 
philosophy

We support our customers so their business models are sustainably competi-
tive and successful. Our vision is to be the prime driver in building, expanding 
and sharing essential knowledge on how to create successful and sustainable 
organisations. We are the Business Transformation Company.

BUSINESS TRANSFORMATION
Market repositioning and transformation journey navigation for leading Nordic 
insurance company

Facing tough and fast changes to its core markets, one of the Nordics’ largest 
insurance companies trusted Cordial to navigate it through a three-year transfor-
mation program. A century long history of trusted relations and strategic stability 
presented the new management with multiple challenges – and opportunities. As 
well as commercial change, new and demanding regulatory pressure affected the 
company’s situation. The program was about revitalising its business together 
with the implementation of a growth strategy where new customer needs and 
customer segments were being created, targeted and met.

Cordial’s team of advisers assisted management with the market and customer 
analysis and the formulation of the new strategic platform and go to market 
strategy. With these in place, critical success factors were identified in a wide 
approach involving division management, working both top down and bottom up 
in the affected organisations. New business models were created for each divi-
sion, as were their respective service portfolios. With those in place, new pro-
cesses and capabilities, new competences, new organisational structures and 
new governance practices were defined, anchored and implemented.

The program encompassed the establishment of a partnership with an IT suppli-
er which implemented a critical core system. To increase speed the transforma-
tion blueprint included the prioritised use cases for the future business models, 
which enabled the system to deliver new products five months after the program 
was initiated.

The program has delivered a state-of-the-art platform for future growth and a 
high degree of business flexibility as it was designed for reuse, fast TTM, in-
creased competitive power and scale effects. The client now has an established 
organisation with a radically increased capability to drive, grow and improve its 
business.

BUSINESS STRATEGY
Market analysis and growth strategy development and implementation for Euro-
pean travel retail company

Cordial was asked by the management team to help this historically successful 
travel retail company to reinforce its strategic execution power. Cordial estab-
lished an active presence on the premises, working closely with the management 
team and the change program teams on a daily basis for 30 months. The project 
proved to be a challenging mix of improving daily operations and making short 
strategic choices alongside the need for the definition and implementation of a 
long term market strategy.

Aside the core analysis of the rapidly changing market situation and the evalua-
tion of the strategic choices, Cordial helped the client to form and establish new 
ways of working in the management team as well as across the organisation. 
With renewed organisational trust in place, the client managed to develop a new 
strategy, new concepts and new offerings in order to offensively defend and 
defensively sustain its current market position. Over time this was translated into 
a new service portfolio supporting expansion into new and adjacent markets and 
establishing new partners and customers.

Credentials (short description of 
some typical assignments)
– Type of client / Branch (Indus-

try area)
– Field of activity
– Assignment summary and 

results
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Key to the success was a straightforward strategic process where corporate 
strategy was broken down to unit level and concrete business plans with goals, 
KPIs and responsibilities in a visual and engaging way. At the core of the analysis 
stood customer trends and behaviour analysis, helping the strategic understand-
ing of the entire organisation. Business benefits included new strategic platform, 
launched concepts, increased market penetration and substantially increased 
customer satisfaction across the major key accounts as well as a defended mar-
ket position at major customer accounts.
defensively sustain its current market position. Over time this was translated into 
new a service portfolio supporting expansion into new and adjacent markets and 
establishing new partners and customers. 

Ericsson (Globally)
TeliaSonera (Sweden)
Tele2 (Sweden)
Allianz Global Investors (Germany)
ERV (Nordic)
Folksam (Sweden)
SPP/Storebrand (Sweden)
SEB (Sweden)
Nordea (Nordic)
Skanska (Sweden)
TUI Plc (Nordic/UK)
Fortum (Sweden/Finland)

LINUS MALMBERG – CEO
Linus Malmberg is CEO and founder of Cordial AB. Linus is an entrepreneur with 
a passion for business development and innovation. With the conviction that 
only people make visions come true, Linus has spent his professional life build-
ing and transforming businesses and organisations.
Linus has an academic background with degrees in both law (LL.M. Master of 
Laws) and economics (M.Sc. and MBA) from Uppsala University (Sweden), Uni-
versity of Minnesota (USA) and Solvay École de Commerce (Belgium). He started 
his career at the European Commission where he worked with policy issues for 
the telecom industry. In 1996 he joined Ernst & Young Management Consulting. 
In 2001 he founded Cordial.
Over the last 10 years Linus Malmberg has pioneered and applied the concepts 
of business models and business architecture as drivers for innovative and 
sustainable business development and business transformation. The need for 
strategic execution has never been greater than today. In a competitive context 
where technology develops faster than most organisations, the need for execu-
tion power is greater than ever.
Linus Malmberg is a sought after lecturer and speaker.
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