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Risk management
All business operations involve risk. Therefore, the goal of risk management is not to 
eliminate risk, but rather to optimize an organization’s risk portfolio to best secure its business 
goals. The Husqvarna Group has therefore implemented controls and governance processes 
to identify and prioritize all material risks that may affect its operations, and to limit, control 
and proactively manage these risks.

Task Force on Climate-Related Financial Disclosures (TCFD)
In 2016, the Task Force on Climate-Related Financial Disclosures 
(TCFD) issued a set of recommendations on how companies 
should improve disclosures relating to risks and opportunities 
posed by climate change, including disclosures relating to gover-
nance, strategy, risk management, metrics and targets. In 2019, 
the Husqvarna Group formally endorsed the recommendations 
of TCFD and began work to implement those recommendations 
in its annual reporting process. As part of this, the Group 
engaged senior management and subject-matter experts to 
ensure that these risks are identified and managed as an inte-
grated part of the overall risk management efforts. The Group 
has also formalized oversight responsibilities for climate-related 
risks including at the Board and Group Management levels. 
Beyond improving transparency via public disclosures, these 
efforts have also spurred further efforts by Group Management 
to develop plans for addressing risks related to climate change 
and, where possible, to take advantage of potential business 
opportunities. 

In order to ensure an integrated approach, the Group has 
decided to make TCFD disclosures part of the overall Risk Man-
agement section and, where applicable, elsewhere in this 
Annual Report. To facilitate ease of reference, the Group has indi-
cated below those specific disclosures which are particularly 
 relevant to TCFD with the symbol “>”.

At present, the majority of TCFD related disclosures are 
“qualitative” in nature. As work on these topics matures, the 
Group aims to provide more “quantitative” disclosures, including 
potential financial impacts based on various future scenarios 
and, possibly, more specific targets and metrics.

Responsibilities and accountability 
The Board is ultimately responsible for ensuring effective risk man-
agement. The Board has delegated this responsibility, in part, to 
the CEO, who must act in accordance with the Board´s guidelines 
and instructions. Presidents of divisions and Senior Vice Presidents 
of the Group functions, in turn, are responsible for risk manage-
ment implementation within their respective divisions and areas of 
responsibility. The Group also has a dedicated risk management 
function that:
• oversees the Group’s overall Enterprise Risk Management 

 program, 
• secures appropriate insurance coverage for insurable risks, and
• assesses and facilitates the prioritization of the Group’s risks. 
Management of financial risks, including currency exchange rate 
exposure, is primarily the responsibility of Group Treasury. 

Integration in core business processes – The process for identifying, 
assessing and managing risk is an integral part of the core business 
processes, including periodic strategy updates, the annual budget 
process and project management. Risk management is integrated 
in the annual budget process in order to capture events and cir-

cumstances with potential for material financial impact. This 
means integrating these risks into annual financial targets, raising 
attention to management and contributing to a proactive response. 
Risk management conducted as part of periodic strategy updates 
(both Group and divisional) helps capture events and circum-
stances that could significantly hinder longer term strategic priori-
ties and goals. Risk Management in more day-to-day work is 
guided by a comprehensive set of Group Policies and related pro-
cedures. The Group has several specialist functions, i.e., Internal 
Audit, Compliance & Integrity, Security, Internal Control, Quality 
and Sustainability that oversee effectiveness of risks management 
activities within their respective competency areas. 

Changing market strategic risks 
For more information on mega trends with related opportunities 
and risks affecting strategy execution in the mid-term, see page 8. 
(Financial and operational risks are addressed separately below.)

Business operational risks 
The following sections highlight certain operational risks the Group 
face across the entire value chain that are deemed material for the 
Group within the next one to five year period unless otherwise 
 indicated.

A. Product and Service Development: 
Time to Market – Husqvarna Group, as any company, is subject to 
the risk that its competitors can develop and offer alternative 
products at a better cost-to-performance ratio. Product life cycles 
are becoming shorter, requiring more efficient product develop-
ment processes. Certain Group products require longer develop-
ment lead times, thus requiring a deep understanding of the 
end-customers’ needs. 

Product compliance – Husqvarna Group is subject to a vast array 
of laws, regulations and industry standards where the Group has a 
presence. These are applicable to Group products in terms of 
design, operation, chemical content, noise, safety and (in the 
case of petrol products) exhaust emissions. Any failure to comply 
with such product standards could harm end-customers and 
result in significant costs, e.g., as a result of “stop sale” orders, 
product recalls, fines, and damage the Group’s reputation. Prod-
uct standards are often subject to interpretation and frequently 
change, typically becoming stricter. When appropriate, the 
Group supplements its existing governance structures with dedi-
cated cross-divisional project teams to pro-actively mitigate risks 
associated with major regulatory challenges and/or legislative 
changes, with regular reporting to Group Management.

Servitization – Many industries are experiencing a shift in customer 
preference from buying of physical products to purchasing services 
(e.g., in the form of monthly fees, leases or uptime). This shift is 
sometimes referred to as “Servitization.” The Group strives to 
keep pace with this shift by offering more “service” oriented solu-
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tions such as rental and financing options. However, the Group still 
is heavily reliant on traditional business models of selling products 
to generate revenue and there is a risk that competitors may be 
able to develop service offerings more quickly or more effectively. 

> Future CO2 emissions regulation – The Group anticipates more 
stringent emissions regulations. The Group has increased its per-
centage of low-emission products with “robotics and bat-
tery-powered products” as one of four stated strategic priorities. 
Steps taken include a significant expansion of internal resources 
dedicated to robotics and battery products and a significant 
increase in related R&D spend. This focus reduces the Group’s 
vulnerability to stricter emissions legislation. An analysis was con-
ducted in 2019 to better understand required CO2 reductions 
from the Group’s product portfolio, using a 2035 horizon. This 
analysis confirmed that the Group is on the right path to transition 
to a low-carbon economy in line with the latest climate science to 
meet the goals of the Paris Agreement. 

> Shift from Petrol to Battery Products – Many traditional market 
segments are affected by the “ petrol-to-battery” shift, meaning 
that products historically  powered by petrol engines are now being 
offered with battery driven motors instead. This trend has acceler-
ated over recent years as batteries have become more powerful, 
more reliable and less expensive. Accordingly, it has been a strate-
gic priority of the Group for many years to heavily invest in battery 
technology and new battery products. While the Group has, for the 
most part, achieved a leading position in battery products within 
relevant market segments there is increased competition in these 
segments by new entrants, e.g., power-hand tool players, many of 
which have significant scale in designing, manufacturing or sourc-
ing battery-powered indoor products such as cordless drills, which 
can then be applied to outdoor products as well.

B. Sourcing: 
Component supply and quality – A shortfall in deliveries or quali-
ty-related issues from a supplier may have negative conse-
quences for production and for deliveries of finished products. 
This risk is exacerbated where the Group relies on a few (or even 
single) suppliers to deliver key materials or components. The 
Group’s purchasing organization works closely with suppliers in 
order to manage deliveries, and monitors the suppliers’ financial 
stability, quality-assurance systems and flexibility of production.

>Electronic Components – Electronic components, including bat-
teries and related parts, are becoming increasingly common and 
important for the Group’s products and services. At the same 
time, worldwide demand for such components – especially bat-
tery cells – is increasing dramatically. As for all direct material 
 supply, availability is dependent on suppliers and if they have sup-
ply interruptions or lack of capacity, it may have an adverse effect 
on the Group’s production and deliveries. To address these risks, 
the Group has begun to shift resources (including, e.g., site visits 
for risk evaluation) from its own production sites, which are often 
deemed highly-protected, to those of major suppliers. 

Compliance Issues – A broad supplier base, especially in less 
developed countries, potentially increases the risk that products 
or components are not produced sustainably. The Group and its 
suppliers must share the same high standards for the environment, 
labor and human-rights as in Group policies and procedures and 
as stated in the Supplier Code of Conduct. The Group is mitigat-
ing these risks through an increased number of supplier audits.

Prices for raw materials and components – The Group’s opera-
tions and its performance are affected by fluctuations in the prices 
of raw materials and components. The most important raw mate-
rials are steel, aluminum and various types of plastic. These prices 
can fluctuate considerably in the course of a year, as a result of 
changes in world prices for raw materials or the ability of suppliers 
to deliver them. Total consumption is linked to production vol-
ume and production mix. The Group does not use financial instru-
ments to hedge prices of raw materials, but endeavors to manage 
risks through bilateral agreements with suppliers. 

In 2019, the Husqvarna Group purchased materials, components 
and finished products amounting to SEK 19,419m (19,194).

Cost structure, Group
2019 2018

% of net 
sales SEKm

% of net 
sales SEKm

Cost of goods sold:

Raw materials, components 
and finished products 45.9 19,419 46.7 19,194

Factory overhead, R&D, tools 14.5 6,121 14.5 5,983

Direct wages 3.7 1,561 4.0 1,631

Restructuring 0.3 117 2.6 1,077

Other 6.0 2,530 6.6 2,698

Total cost of goods sold 70.4 29,748 74.4 30,583
Gross operating income 29.6 12,529 25.6 10,502
Selling expense 16.4 6,928 15.6 6,425

Administrative expense 4.7 2,000 4.8 1,968

Restructuring 0.3 108 0.2 94

Other –0.5 –197 0.0 –55

Operating margin/income 8.7 3,690 5.0 2,070

C. Manufacturing: 
Footprint – The Group maintains a relatively large manufacturing 
base with corresponding fixed costs, and is subject to risks from 
fluctuations in demand resulting from economical, seasonal and 
weather variations, as well as the availability and applicable lead 
times of key components. Handheld products such as chainsaws 
and trimmers, for which the Group also manufactures engines, as 
well as watering products, feature a higher proportion of special-
ized components that are produced in-house. Any material 
decline in overall sales volumes can therefore have a significant 
negative impact on factory absorption and in turn the profitability. 

> Natural Disasters – The Group’s and suppliers’ facilities are sub-
ject to disruption for a variety of reasons, including, but not lim-
ited to, work stoppages, water scarcity, fire, earthquake, flooding, 
or other natural disasters. Such disruption may interrupt Husqvarna 
Group’s ability to manufacture certain products. Any significant dis-
ruption could negatively impact the Group’s sales and earnings. 
The Group works proactively to reduce these exposures by avoid-
ing operations in flood zones, proactive maintenance, installation 
of sprinklers and establishing business continuity plans.

Saw chain manufacturing ramp up – The Group continues to ramp 
up production capacity of its own saw chain facility, located in 
Huskvarna, Sweden. This is a significant industrial undertaking, and 
may require additional unplanned investments, or finetuning of 
manufacturing equipment parameters that could take longer than 
planned to achieve the desired volumes, quality and product cost. 

Fluctuations in Staffing Demands – In light of seasonal variations 
in the Group’s operations, the number of temporary employees 
increases in preparation for the peak production season, and 
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decreases at the end of the production season. The production 
season for most lawn-care products is during the first and second 
quarters, whereas chainsaws and other handheld products have a 
production peak in the third quarter. The Husqvarna Group relies 
on temporary labor for seasonal production, which poses risks in 
terms of awareness of safety and production routines and avail-
ability of such temporary labor. Sick leave and issues related to 
wellness can also negatively impact the productivity of the Group. 

D. Transportation: 
Tariffs and Trade Disputes – Group operations involve the move-
ment of products, components and raw materials across national 
boundaries. Such goods may be subject to import and export 
duties or similar tariffs. Normally, the costs of such tariffs are taken 
into account in product pricing. However, abrupt changes to – or 
unclarity regarding – such tariffs expose the Group to risks. In 
some cases, it may be difficult to pass on such higher product 
costs, or may take a significant period of time to do so. Likewise, 
competitors may have a different supply-chain structure, and be 
able to produce similar goods that are free from such tariffs. In 
either case, the Group may be forced to absorb such extra tariff 
costs, thereby lowering the gross margin on products sold. The 
risk for disruptive changes in the tariff landscape have been exac-
erbated by recent geopolitical factors, such as the decision by the 
United Kingdom to exit the European Union, as well as recent tar-
iffs imposed by the United States against China and other coun-
tries, and associated risks of “trade wars”. Such trade wars could 
not only result in significant increases in Husqvarna Group’s over-
all tariff rates, with the associated consequences noted above, 
but could also have larger macro-economic effects on the overall 
global economy and the markets where the Group produces and 
sells products. Whenever and wherever possible the Group 
strives to adjust its supply chain and manufacturing footprint to 
minimize the impact from such tariffs.

>CO2 impact of logistics suppliers – The Group relies on air, road, 
rail and ship transport, some of which are carbon intensive. The 
Group forsees higher costs and levies for fossil-fuel based trans-
port, especially air freight. Increased local production in North 
America and Europe helps to reduce transport dependency.

E. Customer Interaction: 
Customer Preferences – The Group’s strategy is based on product 
innovation, utilization of strong brands and global distribution to 
create differentiated product and solution offerings for the differ-
ent end-customer segments. Long-term profitability depends on 
the ability to successfully develop, manufacture and market new 
products and solutions that meet customers’ performance needs 
and price requirements. Digitalization has opened up significant 
opportunities to improve customer interaction and to customize 
advice and support. The Group work with the major digital solu-
tion providers to ensure the products are integrated with digital 
platforms preferred by our customers. 

Digitalization also increases the risk that traditional business 
models are disrupted by new market entrants, who may have new 
product (or service) offerings and/or more effective go-to-market 
strategies.

Retail Channel – Consumer products are sold mainly through 
large retail chains. This market is highly consolidated in North 
America and the UK, while in the rest of Europe, market consoli-
dation is by and large still ongoing. The Group’s retail customers, 
such as large Do it Yourself (DIY) chains, are becoming larger and 
fewer in number, which gives them greater bargaining power. 
Several also source products that are then marketed under their 

own brands. This provides Husqvarna Group with an opportunity 
to display its products in more retail outlets in a wider geographi-
cal area. However, it also entails risks. Most obviously, the failure 
to build or maintain strong supply relationships with DIY retailers 
can have significant negative effects on volumes and in turn prof-
itability. Conversely, successfully maintaining such customer rela-
tionships can lead to a greater dependence on fewer customers, 
with higher levels of trade receivables and credit risks related to 
these customers. Moreover, any decline in the relative market suc-
cess of a retailer with whom the Group has a strong relationship 
can have a disproportionately negative effect on the Group. The 
Group is taking a number of measures to reduce sales channels 
risks, including setting annual credit limits for customers.

Dealer channel – Professional products are sold mainly through 
local independent dealers or in some cases directly to end-cus-
tomers, which means that these customers purchase smaller vol-
umes and generally are not as significant for the Group on an indi-
vidual basis. Cost to serve the dealers are relatively higher than 
that to retail accounts but the level of risk related to receivables 
and credit is lower. 

Online – Internet commerce is increasing and becoming of increas-
ing importance to the Group, partly as the result of increased 
online sales activities of trade partners in both the dealer and retail 
channel but also from growing direct sales with major online 
resellers. This brings new risks and uncertainties, including new 
buying patterns and challenges to ensuring adequate pre- and 
post-sales support for products sold online. The challenge is to 
ensure that relevant products are offered to all customer segments 
in all relevant purchasing channels. The failure to build or maintain 
strong supply relationships with key online resellers can have sig-
nificant negative effects on volumes and profitability.

F. Customer Use: 
Product Safety – The Group is exposed to product liability in the 
event that products are alleged to have caused damage to per-
sons or property. The Group is insured to a large degree against 
such claims, partly through insurance in its own captive subsidiar-
ies, and partly through external insurers. However, there is no 
guarantee that such insurance coverage is in force or sufficient in 
a specific case, or that claims regarding product liability may not 
have an adverse effect on the company’s earnings and financial 
position. In addition, such insurances do not cover the costs for 
warranty repair, recall exposure or any adverse effect on brand 
value. External insurance is subject to availability and pricing, 
which may vary over time. The Group has established a commit-
tee on product safety (COPS), the tasks of which include monitor-
ing product safety issues.

>Weather/climate – Demand for the Group’s products is depen-
dent on weather. Unexpected or unusual weather conditions in 
core markets can affect sales either adversely or positively. Dry 
weather can reduce demand for products such as lawn mowers 
and tractors, but can also stimulate demand for watering prod-
ucts. However, excessive dry weather or droughts may result in 
regulatory actions, such as water-bans, that have a negative effect 
on the sale of watering products. Demand for chainsaws normally 
increases after storms and during cold winters. Husqvarna Group 
strives for flexible production and supplier structure that can be 
adjusted at short notice to meet actual demand without the bur-
den of excess safety stock within inventory. Reducing lead times 
and improving responsiveness heightens the Group’s agility and 
helps get the right products to the market by matching not only 
the season but current weather conditions. 
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G. End of Life/Product Recycling:
>Future regulation on product takeback – The Group participates 
in recycling schemes for electrical equipment and batteries in 
markets in North America and Europe. Regulation on recycling 
will likely expand to other markets, as the focus on waste and 
resource efficiency grows. Future regulation on product takeback 
may increase costs for premiums for disposal and product rede-
sign for recyclability. With the circular economy as a growing 
imperative, the Group is exploring opportunities to contribute 
further by increasing use of recycled plastics in products and 
increasing recyclability of the products.

Other risk areas across the value chain 

Risks related to information systems, personal data  
and cyber-crime
The Group heavily relies on its IT systems to operate its business. 
Disruptions or faults in critical IT systems may have a direct impact 
on operations such as production and logistics. Cyber security 
risks are increasing in society in general, especially due to 
cyber-criminals who can use a variety of means, ranging from 
sophisticated virus attacks to simple email fraud. Any of these 
criminal activities, if successful, could have an adverse impact on 
the Group’s operations, financial condition or reputation. The 
Group works continuously to keep systems protected and in addi-
tion, is also investing in enhanced disaster recovery, confidential 
or data storage capabilities and cyber-security expertise as well as 
information security awareness and training. In parallel with such 
efforts and in connection with the EU’s General Data Protection 
Regulation, the Group continuously works to protect individual’s 
rights in connection with any personal data processed by the Group. 

Integrity and compliance risks
In 2019, the Group’s Chief Compliance Officer conducted a 
Global Risk Assessment which identified several potential compli-
ance risks, including the following: 

Anti-Corruption/Bribery – Husqvarna’s Code of Conduct has a 
strict prohibition on corruption and bribery, and the Group’s 
employees are trained on how to ensure that this does not hap-
pen. However, there is always a risk that third-parties (agents, dis-
tributors and suppliers) might engage in misconduct without the 
Group’s knowledge. To combat this, the Group has recently 
adopted a Third-Party Due Diligence Policy, which requires a 
pro-actively confirmation of the good standing of certain catego-
ries of third-party vendors and partners before engaging in busi-
ness with them. This policy also guards against other forms of 
non-compliance (e.g. labor policies, and trade compliance). 

Competition Law/Anti-trust – Husqvarna is committed to continued 
and focused employee training on Competition law standards.

International Trade Compliance/Sanctions – A Group Export 
Controls and Trade Sanctions Policy has been adopted to further 
support the existing Trade Sanctions Process. An additional Sanc-
tions review protocol will also be incorporated into the Third-
Party Due Diligence program described above. 

The Group maintains several reporting channels for concerns 
of misconduct, including an “AlertLine” managed by an indepen-
dent third-party. All such reports are investigated and reported 
under the direction of the Group’s Chief Compliance Officer. A 
comprehensive Code of Conduct, revised Group policies, guide-
lines and a strong corporate culture provide a foundation for a 
sound business environment. The Group also provides employee 
training on the Code of Conduct and related Policies both 
through online and live training courses. 

Environmental, health, safety risks and human rights
>Risks related to human rights, health, safety and the environment 
can arise in the entire supply chain, both at suppliers and at the 
Group’s production facilities. These risks can be followed by repu-
tational impact for well-known brands owned by the Group. The 
Group applies the precautionary principle and takes action to pre-
vent or mitigate injury or harm to human health or the environment. 

Risks related to acquisitions, restructurings  
and organizational changes
The Group may undertake acquisitions, divestitures or organiza-
tional changes from time to time, all of which involve risks. For 
example, restructuring and organizational changes involve the 
risk of creating higher costs or lower revenues than anticipated 
and losing key personnel, or that estimated savings are below 
announced targets. In the case of acquisitions, sales may be 
adversely affected, the costs of integration may be higher than 
anticipated, and synergy effects may be lower than expected. In 
case of acquisitions or cessation of operations, environmental risk 
assessments are always conducted by qualified experts. The Group 
aims to mitigate these risks by, among other things, thorough 
pre-transaction due diligence as well as having clear post-
transaction planning, whereby clear roles and responsibilities are 
established for post-closing hand-over and integration matters.

Certain risks in the Construction Division
The construction market is less weather sensitive than the forest 
and garden market. On the other hand, it is more subject to finan-
cial cycles and changes in the political environment. Such cyclicality 
can have a significant impact on the capital intense equipment 
and the rental channel overall, as exemplified by developments 
during the 2008–2009 financial crisis. However, the specific sub-
markets addressed by the Construction Division tend to have 
smaller cyclical amplitudes than the overall construction industry. 
This is largely because of the high relative share of consumables 
(diamond tools) and the fact that the Division’s products are often 
used in renovation projects, which are relatively more stable com-
pared to new construction work.

Financial risks 
The following sections highlight financial risk areas that are relevant 
to Husqvarna Group.

General
The Group’s financial risks are managed on the basis of the 
Group’s financial and credit policies, which are annually updated 
and approved by the Board. Management of financial risks is 
based largely on the use of financial instruments and is mainly 
centralized in Group Treasury, which operates in accordance with 
specified risk mandates and limits. For more information on 
accounting principles and financial risk management and risk 
exposure, see notes 1 and 20.
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1 Excluding hedge effects. SEK –225m refer to effect of transactions and SEK 35m to translation effects.
2 Excluding hedge effects. SEK 400m refer to effect of transactions and SEK 100m to translation effects.
3 Excluding hedge effects. SEK 590m refer to effect of transactions and SEK 175m to translation effects. All other refer to the other currencies including USD and EUR.

Effect on operating income Effect on operating income Effect on income for the period

– SEK | USD + – SEK | EUR + – SEK | ALL +

SEKm
–190¹

SEKm
+500²

SEKm
+765³

STEEL ALUMINUM PLASTICS

SEKm
±160

SEKm
±45

SEKm
±150

INTEREST

SEKm
±25

Financing risks
Financing risks refer to possible delays, increased costs or cancel-
lations related to financing of the Group’s capital requirements 
and refinancing of outstanding debt. Risks are reduced by main-
taining an evenly distributed maturity profile of loans, access to 
credit facilities and ensuring that short-term borrowings do not 
exceed current liquidity.

Interest rate risk
Interest rate risk refers to the adverse effects of changes in market 
interest rates on the Group’s net income. The main factor deter-
mining this risk is the interest fixing period. The interest rate risk is 
managed by changing the interest from fixed to floating or vice 
versa by using derivatives such as interest rate swaps.

Foreign exchange risk
As Husqvarna Group sells its products in more than 100 countries, 
has production in approximately 10 countries and likewise 
sources raw materials and components from various countries 
across the globe, the Group is exposed to exchange rate fluctua-
tions. These fluctuations affect the Group’s earnings in terms of 
translation of income statements in foreign subsidiaries, i.e. trans-
lation exposure, as well as in the sale of products on the export 
market and purchases of materials in foreign currencies, i.e. trans-
action exposure, and also in terms of the translation of balance 
sheet items such as trade receivables and trade payables.

Changes in exchange rates also affect Group equity. Assets and 
liabilities of foreign subsidiaries are affected by changes in 
exchange rates, generating translation differences that impact 
equity. In order to limit negative effects on Group results and equity 
resulting from transaction exposure and translation differences, 
part of the Group’s transaction exposure and net investments in for-
eign operations is hedged using foreign exchange derivatives. 

Credit risks
Credit risk refers to the risk that a counterparty will default on its 
contractual obligations resulting in financial loss to the Group.

The Group’s credit risks are managed on the basis of standard-
ized credit ratings, credit limits, active monitoring of credits and 
routines for follow-up of trade receivables. The need for reserves 
for doubtful trade receivables is monitored continuously. Major 
credit limits are approved annually by the Board. The Group also 
utilizes credit insurance to reduce credit risk in trade receivables. 

The Group´s financial assets are used primarily for the repay-
ment of loans. Liquid funds are placed in highly liquid interest- 
bearing instruments issued by institutions with a credit rating of 
at least A–, according to Standard & Poor’s or similar agencies.

Tax risks
The Husqvarna Group operates in many countries and undertakes 
a great number of cross-border transactions. The operations are 
subject to complex national and international tax rules that 
change over time. 

The Husqvarna Group, like many multinational companies, 
employs a centralized transfer pricing model based on the 
Group’s operating model with central Group functions and global 
divisions. The Group is seeing a change in the regulatory environ-
ment in which there is a higher risk that Taxing authorities may 
challenge such models, which could result in an increase in tax 
exposure both historically and going forward.

Restrictions on tax deductibility of interest expenses on intra-
group loans apply in Sweden. Interest is only deductible provided 
that the interest beneficiary is resident within the EES, or within a 
country with which Sweden has concluded a tax treaty, or the ben-
eficiary is taxed at an income tax rate of at least 10%. However, if 
the debt is entirely, or almost entirely, created with the purpose to 
obtain a substantial tax benefit the deduction is denied. At the 
moment it is not clear how these exceptions will apply. For this 
reason, Husqvarna Group has made provisions to reflect potential 
exposure related to these restrictions.

Pension commitments
Husqvarna Group’s commitment for pensions and other post- 
employment benefits amounted to SEK 2,427m (1,943) at year-
end 2019. The Group manages pension funds amounting to 
SEK 3,013m (2,543). At year-end 2019, 39% (37) of these funds 
were placed in shares, 52% (51) in interest-bearing securities and 
9% (12) in other investments.

Changes in value of the assets and liabilities depend primarily 
on trends for share prices and interest rates. Factors affecting the 
pension obligation include changes in the assumptions, such as 
discount rate, life expectancy and expected salary increases. In 
the interest of effective control and cost-efficient management of 
the Group’s pension assets, management is centralized in Group 
Treasury and conducted in accordance with the pension fund 
 policy adopted by the Board. For more information on pension 
commitments, see note 21.

±10%
Currency

±10%
Raw materials

±1%
Interest rates

Sensitivity analysis

B
o

ard
 R

e
p

o
rt —

 Risk m
anagem

ent


	INTRODUCTION
	Husqvarna Group at a glance
	CEO statement

	MARKET AND TRENDS
	Megatrends
	Market overview

	STRATEGY
	Next phase
	Targets
	Business model

	HUSQVARNA GROUP’S DIVISIONS
	Overview
	Husqvarna
	Gardena
	Construction

	SUSTAINABLE SOLUTIONS FIT FOR THE FUTURE
	Integrating sustainability
	Strategic milestones
	Sustainovate 2025

	BOARD OF DIRECTORS’ REPORT
	Board of Directors' Report
	Risk management
	Corporate Governance Report
	Internal Control
	Board of Directors and auditors
	Group Management

	FINANCIAL STATEMENT 
	Financial Statements – Group
	Notes – Group
	Financial Statements – Parent Company
	Notes – Parent Company

	OTHER INFORMATION
	Declaration by the Board of Directors and the President and CEO
	Auditor’s report
	Allocation of the Consumer Brands Division
	Definitions
	Five-Year Review
	Quarterly Data
	The Share
	Heritage
	Annual General Meeting 2020
	Contact




