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Galatea 2009

• Market leader in imported beers 

• Independent and privately owned

• The largest importer of beer in Scandinavia

• Strong portfolio of brands with partners from all over the world

• Developed brand management

• Own sales force of 9 representatives in the on-trade in Sweden, own telesales

• The only importer with an own portfolio of Swedish brands

• 5th largest supplier of Beer to the Swedish Monopoly – Systembolaget  

• 7th largest supplier of Cider, 8th largest supplier of Spirits

• 4th largest supplier to on-trade

• Market leader in: UK beer, US craft, Belgian beer – quality in focus

• Vast knowledge in the Scandinavian beer market, several brands with Scandinavian contracts, well 
established relations with local distributors in each country

• Our mission is to be the best importer on the market and the most professional partner in Scandinavia 



Galatea in short 

• Head office: Stockholm, Sweden

• Turnover 2007/2008: 550 MSEK (~55million €)

• Sales volume 2008: 280 000 hectoliters

• Employees: 60 (incl. distribution and warehouse)

• Product range: Beer, Wine, Spirits, Cider 

• Distribution: Own warehouse and national distribution through KGA 
logistics AB

• Scandinavian coverage through selected partners

• All channels covered On-trade, off-trade (DFS and Systembolaget), 
wholesalers and duty free

• Part of Galatea Group, together with Tegner & Hermansson AB and KGA 
logistics AB



Swedish Beer market in short

• The 2nd largest market for imported beers in Europe. Population: 9 million inhabitants, Beer 
Consumption per Capita: aprox. 52 liters per year. Total Beer consumption in million Liters: 488 per year. 
Import in million liters: 86 (19,1 %). Taxation is high, average of 40 % of consumer prices

• ‘At Home-drinking’ is still most popular. The off-trade in Sweden is managed by a state owned monopoly. 
The monopoly controls all sales of beverages above 3,5 % ABV. Supermarkets are only allowed to sell 
beverages with ABV below 3,5. 80% of all beers above 3,5 ABV is sold through Systembolaget. 

• The approximately 9 000 On-trade (HoReCa) outlets are dominated by local brewers like Carlsberg 
and Spendrups with over 80 % of the market share in the on-trade together.

• The market is driven by imported brands. Overall domestic beer sales in Sweden is flat or slowly 
increasing. The slow progression is a result of the strong increase of imports and also from border-
shop (private imports) from Germany and Denmark. Imported beers are found in both high and low 
price segments. 

• Price, quality and brand equity are key factors, together with weather. Extremely low elasticity in price in 
the off-trade – consumers are very price sensitive. 

• Niche segments like the Czech, English and “American craft” are gaining popularity in the total 
market. This is due to increased knowledge and interest of beer among the Swedish consumer. 



Alcoholic Beverage Market
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• Galatea reaches full distribution in off-trade (Systembolaget and DFS)
• Galatea reaches full distribution in on-trade (through own sales force, partnerships and 

wholesalers)



Galatea – a  collaborating partner in the on-trade
• 7 sales reps, 2 telesales, 1 sales coach
• Galatea is the 4th biggest supplier (after Carlsberg, Spendrups and Åbro)
• Galatea sells continuously to 1000 customers (out of 12 000 permits)
• Sales volume is 26 000 HL per year
• Galatea is currently serving 700 tap installations
• We are working with national distribution set-up, our own
• Galatea is the only player with strong collaborations with all professional players

in the market. We maximize the market coverage for our partners
– Galatea works with all breweries in Sweden
– Galatea works with every wholesaler with national coverage
– Galatea is the preferred partner to two of the largest (national) wholesalers

• Galatea offers transparency and 100% documentation for our on-trade customers 
service (bio cleaning, returnable kegs, etc) 

• Where beer matters – Galatea is most often the strongest player
• Our Swedish brands are used as leverage in order to get major contracts

– We do not have own production, we do not have to maximize volumes
• We are happy to make joint investments with our partners 
• We have our own Professional beer school – as education is key - Our sales team 

is the best educated, when it comes to quality beers



Galatea – a proactive player in retail

• The Swedish beer market is very much dependent on Systembolaget. Approximately 80% of all beers are 
sold through the state monopoly. The relationship with Systembolaget is therefore very important. 

• Promotions, campaigns etc. are not allowed in the Systembolaget stores – consumer influence is essential 
• The distribution (module) system is driven by consumer demand – marketing like advertising, PR and other 

activities are very important
• Systembolaget continuously develops and implement changes in their assortment. Approximately 20% of 

the assortment in every category changes every year. This fact makes new listings extremely important 
in order to grow volumes. As the Systembolaget strategy is to deliberately change the assortment there are 
many opportunities for new brands to enter the market, with very limited investments

• We share our business mission “drink better beer” with our most important customer – Systembolaget.
• Galatea made 11 strategic launches in the standard assortment at the state run monopoly Systembolaget 

(for alcoholic beverages) 2008 – and over 35 limited and seasonal listings
• Galatea is considered to be one of the most professional and knowledgeable players when is comes to 

interesting trend analysis and in finding interesting products for each tender / new listing opportunity. 
• Galatea offers our partners the most professional competences on the market for Systembolaget handling 

with senior KAM only for Systembolaget



Players and market shares beer in liters 
at Systembolaget – (dec.2008)



Monopoly purchase procedure

1. Trend and demand analysis (done between 12-18 months in advance) 
2. Development of launch plan 
3. Tender request from Systembolaget to importers (written) 
4. Tender answer (written) from different importers to Systembolaget. 
5. Reviewing all tenders, correct or suitable tenders will be asked for samples (min 6 
bottles) 
6. Blind tasting will decide the winning tender 
7. Chemical analysis of the winning product 
8. All importers with a tender are notified what the winning product is, order is placed 
9. The importer of the winning product confirms the order 
10. Product is controlled against all legal requirements 
11. Pre Launch samples plus info plus labels for approval are sent in to Systembolaget 
(correct labeling is very important) 
12. Journalists and trade writers are tasting and assessing the product 
13. Systembolaget writers panel gathers info for website and SB shop magazines 
14. Launch (products must be ready for delivery to the shops latest 2 weeks before) 
15. Sales start (approximately 18 months after point 1; 6 months after point 3) 
16. Assessing sales after 1 year 
17. Product volume sales are as expected: products stays; sales are not as expected: 
lowering of price or delisting



Our view on collaboration

• It is our ambition to develop distribution agreements into strategic partnerships. Together 
with Galatea our partners have full access to a challenging organization. We want to be ‘the right 
arm’ on the market for our partners. Long term perspectives are important.  

• We believe that partnership is built on trust. Our partners gain from having all information on 
the market. We believe that transparency is important to effectively build brands. Trust is important 
for us. We know success is all about efficient collaboration. 

• Our ambition to increase professionalism and qualitative presence in the market, Our 
conviction is that brand management is increasingly important. Strong marketing initiatives with 
professional execution is the key to a competitive advantage in the beverage industry. 

• Partnership is a long term perspective. It is always our ambition to agree on long term 
agreements with our partners directly. Terms and conditions must be beneficial to both parties. 



Distribution & logistics

• Galatea owns (100 %) KGA, a logistics and warehousing company in Karlskoga. Distributing over 
3 million cases yearly.

• The KGA warehouse is 12 000 square meters and placed in the old Bofors armory facilities, with 
unlimited growth potential. 

• Our national logistics set-up is offering an high qualitative delivery in line with any other player and 
our price-per-case is very competitive, most often lower than the Swedish breweries. 

• KGA is offering 100% transparency and add-on services like own tele-sales, POS handling, 
promotions, empty kegs management, complaint handling etc.

• In order to maximize our service to our partners Galatea/KGA often plays a role as a pan-
Scandinavian hub, distributing to several markets in northern Europe

• Our logistics people import alcoholic drinks from all corners of the world: most from within Europe 
then Northern America but also South America, Africa, Asia and the South Pacific region.



Portfolio management

• Our portfolio consists of a broad range of 
beverages from different parts of the world, 

• Our ambition is to be able to deliver interesting 
products for all categories in all segments. 

• Segmentation is about to be able to deliver 
products and brands that constantly deliver 
value for money for the consumer at every 
price-point.

• We work with separate portfolios and separate 
brand management, efficiency through synergies 
only when appropriate.
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Our swedish brands –
Three Towns Independent Brewers

• Wide range of SKU’s draught, bottles and cans

• Quality beer and cider
• All manufactured in Sweden
• Handled in a separate portfolio
• Allows Galatea to be main supplier in the on-trade

• Our brands are not our first or ‘hidden’ agenda
• We do not have over capacity, we do not brew our 

selves



Some of our partnersSome of our partners

Boston Breweries (USA), Red Stripe (Jamaica) Weihenstephan (Germany)

Coors Europe (England), Harboe Breweries (Denmark), Krusovice 
Brewery (Czech)

Refresh (UK), Anchor Brewing Co (USA), Duvel Moortgat (Belgium) 

Hofbrau (Germany), Marstons (UK), Timmermans (Belgium), St Peters (UK)

Westmalle (Belgium), Westons Cider (UK), Molson (Canada), Yanjing
(China)

Coopers (Australia) and many more…



Summary Galatea

• Collaboration is a key word in our company
– Partners, competitors, customers

• Strong as a brewery
– We are adopting the market pre-requisites led by the breweries. 
– Own distribution, own Swedish brands, own sales force, own brand management etc

• Privately owned, highly flexible and professional
– We change continuously in order to adopt to market changes
– We offer our partners full service and transparency – we are eager to please
– We gladly invite brand ambassadors / trainees from all over the world

• We are developing the market
– We aim to develop our partners business in the market, more volumes, more SKUs, more 

distribution
– We know what the market wants and we will strive to deliver upon every challenge



Contact

• Torbjörn Sundwall, CEO torbjorn@galatea.se
• Sören Sörensen, KAM Systembolaget soren@galatea.se
• Mats Folkesson, Sales Director mats@galatea.se
• +46 8 6001230 (switchboard) 


