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About Orkla



Our vision: Your friend in everyday life

5

Our business idea:

Improving everyday 

life with sustainable 

and enjoyable local 

brands



The leading Nordic BCG company 

Unique customer and consumer insight in local markets

#1
The leading branded

consumer goods company

in the Nordic and Baltic 

regions

300
local brands with 

strong positions

Market positions typically 

in the range of

30%-80%

1Orkla Branded Consumer Goods incl. HQ 2020. 2As of 31 December 2020
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(NOK billion)

Sales: 7.2

EBIT (adj.): 1.2

EBIT (adj.) margin: 

16.8%

A unique portfolio of strong local brands 

Orkla 
Confectionery & 

Snacks

Orkla 

Food 

Ingredients

(NOK billion)

Sales: 10.7

EBIT (adj.): 0.5

EBIT (adj.) margin: 

4.7%

Orkla

Care

(NOK billion)

Sales: 6.9

EBIT (adj.): 1.0

EBIT (adj.) margin: 

14.8%

Industrial & 

Financial

Investments

Hydro Power

Financial Investments

Jotun (42.6%)

Note: Full-year figures 2020

Orkla

Foods

(NOK billion)

Sales: 18.2

EBIT (adj.): 2.6

EBIT (adj.) margin: 

14.4%

26%

42%

21%

3%

7%

Norway BalticsNordics ex. Norway Europe other World other

29%

49%

16% 1%

5%

33%

42%

18%

1%

5%

42%

42%

11%

4%

1%

Orkla 

Consumer 

Investments

(NOK billion)

Sales: 3.7

EBIT (adj.): 0.4

EBIT (adj.) margin: 

10.5%

33%

44%

18%

1%
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Project background



• Recurring audit findings

• New ERP implementation

• New, stand-alone HANA system

• Clean role concept

• GRC/Access automation tool scoped-out of implementation

• Wanted a tool in place ASAP to try and avoid past issues

Background

10



• Many Segregation of Duties risks

• Many Critical Access risks

• Innefficient role design concept

• Inefficient, email based access process

Recurring Audit Findings

11



• Purchases and acquisitions have 

added to number of supported ERPs

• Many entering end of support period

• No standardization

Many ERPs
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High Level Architectural Design

S4HANA BW

IBP 

PO

ARIS

SolMan

Enable Now

Worksoft
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Why Soterion?
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Factors influencing tool decision

• Massive ERP project running simultaneously

• No appetite for costly infrastructure

• No appetite for costly SAP licenses

• Needed flexible, fast implementation

• Had to be HANA ready

• Had to address the 3 big audit findings

• User Access

• Risk Reporting

• Elevated Access/FireFighter



Choosing Soterion

• Ready to go ‘out of the box’

• Delivered the core functionality required

• Flexible license agreement

• Actively updated

• Fast technical implementation

• HANA and Fiori ready
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Risk reporting

17



User Access Management
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Elevated Access
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Challenges



• Go-live of Project phase 

• +1500 users

• ‘hands-off’ the critical systems until after go-live and HyperCare

• Implementation partner involved

• Big 4 consulting group who were already familiar with the organization

• Dependencies as tool had to be in place before any training began

Timeline
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Timelines were extremely sensitive

Tool had to be implemented fast and per project plan



• New ERP

• HANA system

• Fiori gateway (since decomissioned)

• Numerous legacy clients

Complex Environment
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Tool had to be HANA ready

Tool needed to support cross-client reporting

Consultants have to be up to date and adaptable



• No onsite ‘war-room’

• IT organization – Norway

• End Users – Sweden

• Implementation partner – Netherlands

• Soterion experts – UK/Netherlands

Corona
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Consultants had to be flexible, responsive and 

available
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Learnings/take-aways



• Start with small wins

• Demonstrate the value of the tool

• Just ‘get it connected’

• Gives you meaningful information without time-consuming customization

• Generic ruleset is more than good enough for innitial analysis

• Can start to gather user usage data

• Supporting evidence for role clean-up or redesign

Keep it simple
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• Elevated access is a great introduction to workflows (from experience)

• Comparatively simple and intuitive process

• Likely to already have inhouse/support staff familiar with concept

• Elevated access/FireFighter process likely already being done in your business

• Simple way to demonstrate improved governance and accountability

• Every company is unique, but we have seen some challenges/push-back from consultants

• Liked it better in the old days (had SAP_ALL)

• Feel it could be due to lack of trust (Scandinavian culture)

Get some easy wins
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• Audit findings likely have been recommending some sort of automation tool for some time

• ‘Why is this still happening?’

• No tool is going to be a silver bullet that fixes all in one go

• Be careful of the language used

• GRC

• IAM

• Access management

• What are you actually delivering?

Manage expectations
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• Never going to be optimal

• Working around a big project (ERP Implementation)

• GRC type solution was scoped out of initial plans

• Implementation is simple, but freezes, risk aversion etc. will limit availability to systems

• Massive demands on end users

• ERP change means huge changes

• Going from ‘simple’ email access to tool requires even more training

• Live or dies by user adoption and buy-in

• New processes take time to embed

• Want to give local champions time to familiarize

• Summer adds a dead-zone mid-year

Get the timing right (or try to)
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• Implementation partner big help

• We anticipated that the soft side was 80% of the project

• Let IT focus on getting tool up and running

• Documentation will be important

• Want to smooth transition to offshore IT support

• However

• We used consultants who had been involved with ERP upgrade

• Familiar with organization

Embedding new processes
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• SoDs are not just an IT issue!

• Outdated authorization concept as the result of time and acquisitions, carve-outs

• Maybe this one is an IT issue

• Easy reports can build the business case for role redesign or upgrade

• SoDs by way of user assignment

• Roles are clean but people have lots of access

• Going to require role owners/approvers involvement

• Likely going to need compensating controls in the business to mitigate

• SoD findings from your auditors can’t just get stuck with IT

Get the Business involved
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Thank you all for your time!

james.quinn@orkla.no



This presentation has been prepared by Orkla ASA (the “Company”) solely for information purposes. The presentation does 
not constitute an invitation or offer to acquire, purchase or subscribe for securities. 

Certain statements included in this presentation contain various forward-looking statements that reflect management’s current 
views with respect to future events and financial and operational performance. The words “believe,” “expect,” “anticipate,” 
“intend,” “may,” “plan,” “estimate,” “should,” “could,” “aim,” “target,” “might,” or, in each case, their negative, or similar 
expressions identify certain of these forward-looking statements. Others can be identified from the context in which the 
statements are made. Although we believe that the expectations reflected in such forward-looking statements are reasonable, 
these forward-looking statements are based on a number of assumptions and forecasts that, by their nature, involve risk and 
uncertainty. Various factors could cause our actual results to differ materially from those projected in a forward-looking 
statement or affect the extent to which a particular projection is realized. Factors that could cause these differences include but 
are not limited to the Company’s ability to operate profitably, maintain its competitive position, to promote and improve its
reputation and the awareness of the brands in its portfolio, to successfully operate its growth strategy and the impact of 
changes in pricing policies, political and regulatory developments in the markets in which the Company operates, and other 
risks. 

The information and opinions contained in this document are provided as at the date of this presentation and are subject to 
change without notice.

No representation or warranty (expressed or implied) is made as to, and no reliance should be placed on, the fairness, 
accuracy or completeness of the information contained herein. Accordingly, neither the Company nor its subsidiary 
undertakings or any of such person’s officers or employees accepts any liability whatsoever arising directly or indirectly from 
the use of this document.

Disclaimer


