
 
 
 
 

 
 
 

A N B U D S U N D E R L A G 
 

Möjlighet till förvärv av Zmash AB:s  
chatbot inom rekrytering 

  
 
 
 
 
 
 
 
 
 

1. Bakgrund 
 
Zmash AB, 559128-2834, försattes den 14 april 2025 i konkurs av Stockholms tingsrätt varvid 
advokat Erik Öhrskog vid Lindskog Malmström Advokatbyrå förordnades till konkursförvaltare. 

 
För konkursboets räkning säljs nu den rörelse som bedrivits av Zmash AB (”Zmash”).  

 
2. Om bolaget och verksamheten 

 
Zmash är ett HR-techbolag med en tydlig vision om att göra det enklare för kandidater att genom 
automatiserade konversationer söka jobb. Genom att förenkla för kandidater hjälper bolaget 
också företag att anställa mer kostnadseffektivt och öka inflödet av relevanta kandidater. 
 
Zmash har således utvecklat en s.k. ”chatbot” som kan användas i rekryteringssyfte på företags 
webbplats eller sociala medier. Det sistnämnda innebär exempelvis att en arbetssökande kan 
söka jobb direkt via Facebook Messenger. Genom att Zmash inhämtar information om ett 
företags rekryteringsbehov presenteras informationen aktuell tjänst och plats m.m. för 
presumtiva kandidater. Tjänsten finns tillgänglig på flera språk och är GDPR-säkrad. Chatboten 
anpassad för webbplatser innebär att kandidater kan ansöka om tjänster på ett företags 
karriärssida utan bifogade filer. Genom tjänsten förkortas rekryteringsprocessen, kandidater kan 
på ett smidigare sätt ansöka ett jobb direkt från telefonen och fler kandidater genereras till lägre 
kostnad per kandidat och per anställd.  



 
 
 
 

 
 
 

Användningsområdet för nämnda tjänster är således brett. Tjänsten kan användas till i princip 
samtliga branscher med rekryteringsbehov.  
 
Nettoomsättningen under 2024 uppgick till 2 806 699 kr och för perioden perioden 1 januari-28 
februari 2025 till 314 097 kr. För mer information om bolagets resultat och ekonomiska ställning, 
se bilagd årsredovisning för 2023 (bilaga 1) samt preliminära resultat- och balansrapporter för år 
2024 samt perioden 1 januari-28 februari 2025 (bilagorna 2-3). 
 
Bolaget har eller har haft avtalsrelationer med framstående varumärken som Knowit, NCC, Wise 
Professionals, Libera, Sigma, Nexer, Storaenso, Worko, Karolinska Universitetssjukhuset, 
Bravida och Poolia.  
 
Mer information avseende bolaget och verksamheten återfinns på hemsidan zmash.com/se 
samt av bifogat presentationsmaterial, (bilaga 4). 

 
3. Rörelsen och dess tillgångar 

 
Konkursboet bjuder nu ut den av bolaget bedrivna rörelsen innefattande bolagets tillgångar till 
försäljning.  
 
Tillgångarna utgörs primärt av den utvecklade plattformen som är fungerande och i drift idag. 
Tjänsten har framtagits genom en plattform utvecklad på Amazon Web Services (AWS). Bolagets 
tillgångar utgörs även av domänerna zmash.com samt zmash.se som finns registrerade hos 
Loopia. 
 
Bolagets verksamhet innefattar 10 st betalande kunder med en genomsnittlig intäkt om ca 100 
000 kr/mån.  
 
Konkursboet överlåter och försäljer till köparen den av bolaget bedrivna rörelsen och samtliga 
immateriella rättigheter som konkursboet har rätt att omhänderta och inneha. Då konkursboet inte 
har omedelbar besittning över all egendomen/rättigheter överlåts främst rätten för köparen att 
omhänderta dessa. Det åligger köparen att självständigt ingå avtal med kunder, leverantörer och 
andra parter efter tillträde till rörelsen.  
 
Bankmedel, fordringar, värdepapper och bokföringsmaterial ingår ej i överlåtelsen.  
 
4. Anbudsförfarandet 

 
Anbud ska vara skriftligt och skickas per e-post till konkurshandläggaren, Nelly Bahari via 
nelly.bahari@lmlaw.se. Ett första anbud ska vara Nelly Bahari tillhanda senast onsdagen den 25 
april 2025.  
 
Anbud ska innehålla fullständiga kontaktuppgifter till anbudsgivaren inklusive 
organisationsnummer, kontaktperson, e-postadress och mobilnummer. Anbudet ska även 
innehålla uppgift om den köpeskilling anbudsgivaren är villig att betala. 



 
 
 
 

 
 
 

Det högsta budet kan komma att kommuniceras med övriga budgivare som i så fall kommer att 
beredas möjlighet att höja sitt bud inom en kortare tidsrymd som bestäms av konkursboet. 
Konkursboet kommer dock inte att uppge vilka andra intressenter som lämnat bud. 

 
Konkursboet förbehåller sig fri prövningsrätt av mottagna anbud samt rätt att avbryta 
anbudsförfarandet liksom att förlänga anbudstiden. Konkursboet förbehåller sig också rätten att 
löpande uppdatera och justera anbudsunderlaget. 
 
5. Förbehåll och försäljningsvillkor 

 
Säljare är ett konkursbo. 

 
Egendomen överlåts i befintligt skick. Det åligger köpare att genomföra erforderlig besiktning av 
egendomen i syfte att klarlägga exempelvis egendomens omfattning och att upptäcka eventuella 
fel och brister. Konkursboet friskriver sig från allt ansvar rörande rörelsen och den däri ingående 
egendomens beskaffenhet. Konkursboet lämnar inte några garantier avseende riktigheten och 
fullständigheten i de uppgifter som lämnas i detta anbudsunderlag eller i övrigt. 

 
Köpeskilling erläggs som utgångspunkt omgående i samband med avtalsundertecknandet. 
Betalning sker genom banköverföring till konkursboets konto. Äganderätten till rörelsens 
tillgångar övergår sedan hela köpeskillingen mottagits på konkursboets bankkonto. 

 
6. Övrigt 

 
Persondata och annan information av känslig natur ska av intressent/budgivare behandlas 
varsamt och i enlighet med gällande lagstiftningar. 
 
Informationen i detta anbudsunderlag och får inte spridas utan uttryckligt medgivande från 
konkursförvaltaren. 

 
Förfrågningar kring egendomen, anbudsförfarandet eller i annat avseende besvaras av 
konkursförvaltningen via kontaktuppgifterna nedan.  

 
 

Erik Öhrskog 
Advokat/Partner 
E: erik.ohrskog@lmlaw.se 

Nelly Bahari 
Biträdande jurist/Associate 
E: nelly.bahari@lmlaw.se 

 

Lindskog Malmström Advokatbyrå, den 16 april 2025 
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e are Zmash. A digital 
company working towards 
bringing innovation in 

recruitment and employer 
branding - for the benefit 
of our clients and their 

candidates worldwide. 
With over 30 supported 

languages and a proven track 
record, our aim is to simplify 

and modernize the current 
recruitment process.

The 
Recruitment 
and Employer 
Branding Suite
A new technology to increase conversions and 
improve the candidate journey.

Bilaga 4



The Problem
For every one traditional application, 
four are lost because of the application 
process. The Candidate The Recruiter

•	 Spends time on social media 
(Facebook Instagram, TikTok)

•	 Spends most free time on their 
mobile phones.

•	 Mostly on the go in their spare 
time.

•	 Travel by public transport to 
and from work.

•	 Eager to improve their work-
life balance & their overall 
happiness at work and in life.

•	 Have limited available time, 
energy and patience when 
searching and applying for 
jobs.

•	 Spending too much time on 
unqualified candidates.

•	 Trying to get more candidates.

•	 Trying to improve the employer 
brand.

•	 Blocked innovation by non-
flexible recruitment systems.

•	 Trying to improve the 
candidate experience.

•	 Struggle with adopting new 
technology.

Applications

6 seconds to check CV 
- if the candidate is not 

qualified, the cover letter is 
not checked.

40 min average time for a 
candidate to apply to one 

job.

Non mobile-friendly 
application process.

Too much time wasted 
before applications are 

reviewed.

Candidate feels neglected Candidate is unhappy with the process

Candidate is anxious about 
not getting a response.

Candidate refuses to apply to the company 
anymore.

Candidate spreads the 
experience with peers.

Bad employer brand. Higher recruitment costs.

Higher time to hire. Unsure how to improve employer brand.
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Better Employer Brand.

Higher conversion rate.

Higher engagement rate

Lower recruitment costs.

=

3-minute application
No attachements required
Mobile-friendly
On-the-go friendly

Simple& fast
Multiplatform
Multi-language

Lower time-to-hire.

Less time wasted.

Time consuming
CV required
Cover letter required
Non mobile-friendly

Single platform
Complicated
Desktop-oriented

For users who prefer a modern and fair approach For users who prefer a  traditional approach

Zmash Application

Traditional Application

The Solution
Giving candidates more options.

More options = 
More candidates

This approach draws parallels with ecommerce 
websites, where users are presented with multiple 
payment methods to purchase products. 

Just as diverse payment options enhance user 
experience and drive sales, providing candidates 
with various application channels enhances 
their convenience and improves the chances 
ofconversions.
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Client Impact

* Technogarden Recruitment Website Chatbot



Market 
Insights
What we’ve learned so far.

In the realm of HR chatbots, there exists 
a significant contrast between SMEs and 
Enterprises, not only in terms of purchasing 
power but also in their expectations. 
Through our extensive experience working 
with both types of companies, we have 
gained valuable insights into their distinct 
characteristics.

Enterprise employees exhibit a data-
driven approach, often requiring high-
volume hiring capabilities while also being 

enthusiastic about investing budget in 
innovative solutions. In contrast, SME 
employees tend to be tech-oriented, 
hands-on, and possess specific recruitment 
needs. 

SMEs typically operate within tighter budget 
constraints and display a preference for 
rapid implementation at a lower cost.

We are fortunate to serve clients on both 
sides of the spectrum, allowing us to gather 
valuable lessons from each. This enables 
us to refine our offerings and tailor our 
solutions to meet the unique requirements 
of both SMEs and Enterprises.

Data-driven

Tech orientedHigh-volume 
hiring

Specific
recruitments

Innovators
Enterprises

SMEs

Budget

High budget
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Market 
Potential
Investments in HR-tech

The HR Tech Landscape
Recruiters are looking into multiple 
solutions that included features such 
as automated candidate sourcing, 
screening and scheduling, AI-powered 
chatbots for candidate engagement and 
communication, and integrations with 
social media platforms to reach a wider 
pool of candidates. 

Chatbots in HR
51% of respondents in a survey conducted 
by Jobvite, mention that their company 
have already adopted some form of 
chatbot technology for different areas of 
recruitment.

7 BILLION USD

will be spent by 2025 for employment 

agency activities in Sweden only.

24 BILLION USD

were spent in 2022 on HR tech globally.

Increase in the use of 

recruitment chatbots 

compared to 2020

31%

Companies expect 

recruitment budgets 

to increase in the next 

6-12 months.

64%
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Product 
Insights
What we’ve learned so far

Our initial product version was designed as 
a market test to gather valuable insights for 
future developments. 

The continuous enhancements and 
features have been driven by valuable 
client feedback and their specific needs. 

Moving forward, we are committed to 
leveraging these insights to further refine 
and improve our product. 

New companies may encounter a learning 
curve to match the level of expertise we 
have attained at Zmash.

3MIL Conversations

3MIL Candidates

100K ads

1MIL SEK spent on ads

10 industries

3MIL Sessions

Our statistics until now Our conclusions

* Nexer Tech Talent Website Chatbot

SMEs prefer a self-service solution

Enterprise clients prefer a full-
service solution.

Flexibility in jobs that the chatbot 
serves

SMEs and Enterprises are both 
interested

Even low budget companies want 
new technology that is easy to use



Market 
Landscape
Competitor analysis
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While the current market landscape 
exhibits competition, our competitors 
target high-volume hiring 
corporations due to their complex and 
expensive solutions. 

In contrast, at Zmash, we have gained 
significant insights from our SME & 
enterprise clients.. This understanding 
allows us to meet client expectations 
based on their company size.

Enterprises prioritize comprehensive 
solutions that encompass the entire 
recruitment process, including 
interview scheduling. However, these 
offerings come at a considerable 
cost, aligned with the expectations 
of enterprise employees seeking full-
service capabilities.

Conversely, SMEs seek to enhance 
their recruitment process and acquire 
high-quality candidates at a lower 
cost. Employees at such companies 
prefer a hands-on approach with 
greater control over the process.

Zmash aims to provide the best of 
both worlds by catering to clients 
across various company sizes and 
industries. Our goal is to deliver a 
versatile solution that meets the 
needs of enterprises and SMEs alike.
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HR chatbots

•	 HR-industry focus
•	 Full-service 
•	 Time consuming
•	 Complex implementation
•	 Long sales process
•	 Expensive for clients
•	 Not for all use cases
•	 Focused on high volume 

recruitment
•	 Full-service

•	 Easy to use
•	 Self-service option

•	 Inexpensive
•	 Advanced analytics
•	 Marketing oriented
•	 Marketing services

Competitive 
Landscape
Zmash - the best of both worlds.

The current landscape of HR chatbots often 
leads to excessive complexity and costs, 
causing confusion for users. At Zmash, our 

vision is to continuously build the most 
user-friendly HR chatbot company, ensuring 
that anyone can utilize it without requiring 
extensive experience. 

In the sales and marketing realm, Manychat 
holds dominance with its user-friendly 
product. Conversely, Paradox dominates the 
HR market with a complex and expensive 
offering.

HR Chatbots Sales & Marketing 
Chatbots

•	 HR-industry focus
•	 Full-service
•	 Easy to use

•	 Self-service option
•	 Advanced analytics

•	 High volume recruiting
•	 Specific recruiting

•	 Inexpensive
•	 Full support

•	 Marketing services

Our objective is to establish a parallel 
between Sales & Marketing and HR, crafting 
the equivalent of Manychat for HR. We aim 
to develop a simple, affordable, and user-
friendly HR chatbot solution. 

However, we recognize that some clients still 
prefer a full-service approach, and we will 
ensure that element is not compromised.

Engaging SMEs is a pivotal aspect of 
Zmash’s future development plan. 

Through years of experience and learning, 
we have gained a deep understanding of 
the correct target audiences and effective 
strategies to attract different companies.



Roadmap
Product development

Our primary objective is to launch all new 
features and product developments by Q3 
of 2024, allowing sufficient time for thorough 
development.

Simultaneously, we will employ diverse sales 
strategies to generate a consistent revenue 
stream throughout the development 
period. This sustained cash flow will support 
ongoing enhancements even beyond 2024.

To facilitate the rollout, we plan to conduct 
a beta release in Q2 of 2024, followed by the 
final release in Q3 of the same year. These 
updates will focus on creating a self-service 

solution, incorporating additional channels 
like WhatsApp, expanding integrations, 
enhancing analytics, and ensuring a robust 
code structure.

Currently, we are utilizing our revenue to 
prioritize GDPR compliance by relocating all 
our code and databases to Sweden.

Furthermore, securing new funding will play 
a pivotal role in driving increased revenue 
and facilitating future company growth.

Q3 2024 LAUNCH

RO
AD

M
AP

UX Design - Self-service solution
Benchmarking Improvements
Module-Based structure

Q3 2023

Self-service solution
More channels
Candidate manag. features

Q4 2023

Conversation features (ex. video)
Advanced Analytics
ATS Integrations

Q1 2024

Testing & onboarding content
Payment solution
Beta Release

Q2 2024

* Extensive Report for Stora Enso created by Zmash based on their brand guidelines



Choose Template Flow

Help is on the way!

Available Flows

Self-service 
Solution
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Create Flow from scratch

Self-service

Integrated with Meta

Structured Flow Builder

Extensive Insights

Simple Setup

User-friendly Step-by-Step 
Platform

At the forefront of our upcoming 
product launch is the self-service 
solution. It will play a pivotal role in 
empowering our users and driving the 
success of our new offering.



Main Menu

Candidate Live Communication

Date selection tool

Settings & Integrations

Features Suggestion

Candidate Management 

Candidate 
Management
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Email Templates & Sequences

Account Settings



Easily add new steps

Add candidate fields to populate the candidate card

Step-based structure

User-friendly & color-coded

User-friendly 
Flow Builder
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Save changes

Our general flow builder is designed 
with the user in mind, providing 
enhanced customization options for 
those seeking more control over their 
chatbot. 

The flow builder has been thoughtfully 
developed using intuitive “steps” 
and “lanes” to give our clients a 
clearer understanding of candidate 
engagement throughout the 
conversation. 

Each step offers a wide range of 
customizable nodes, including multi-
choice and open questions, enabling 
a personalized chatbot experience.

Unlike many other chatbot companies 
that follow a chaotic and unorganized 
approach to flow building, we stand 
out by providing a structured and 
streamlined process.



AI Flow 
Builder
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Our AI flow builder revolutionizes the 
process of creating chatbot flows 
tailored to specific job requirements, 
offering a convenient and efficient 
solution.

Users are guided through a series 
of questions related to the job, 
empowering our AI tool to construct 
the conversational flow automatically. 
As users answer the questions, they 
can preview the evolving flow in real-
time, ensuring transparency and 
control over the chatbot’s direction.

Additionally, users have the flexibility to 
designate skills as either mandatory or 
“nice to have” during the flow creation. 
If a skill is marked as mandatory, 
candidates without that skill will be 
disqualified during the conversation, 
streamlining the candidate selection 
process.

Once the flow is generated, users 
enjoy easy access and the ability to 
make edits effortlessly, allowing them 
to fine-tune the chatbot’s functionality 
according to their preferences or 
evolving requirements.

Automatically generate conversations based on input

Preview the chat



Website Chatbots

Social Media Chatbots

Jobs

Conversation Flows

Candidates

Design

Candidate Communication

Messenger Inbox 12

WhatsApp Inbox 6

Get Pro Now

Looking for even  
more features?

AI Flow generator
Answer a few questions and let AI create the conversation for you!

Email Templates 6

How many years of 
minimum experience 
do you need?

5 years

Welcome to Solita! 😊😊- Where we care about our  
candidates' time. Whether you're on the move �,  
at a restaurant 🍽🍽, or on a train 🚂🚂,  you can  
effortlessly apply through this chat with no need  
for a CV!

Apply now!

Enter your  text here

Perfect! Firstly, we'd love to know: How many 
years experience do you have working as a .NET  
Developer?

1-3 years 

Unfortunately, right now we are looking for  
.NET Developers with at least 5 years of working 
experience.

Would you like me to help you find a  
different job that might match your background 
better?

Yes, please!

Preview the conversation as you go

AI Flow 
Builder
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In the provided example, the user’s 
limited work experience led to 
disqualification. However, rather than 
abruptly ending the conversation, our 
chatbot seamlessly transitions into an 
NLP (Natural Language Processing) 
conversation, presenting the potential 
candidate with an alternative 
opportunity.

During the NLP mode, the chatbot 
engages the candidate by inquiring 
about their desired job title and 
location. Based on their responses, 
a curated list of available jobs is 
promptly generated, ensuring a 
personalized experience.

At this point, the potential candidate 
has the option to apply directly to 
one of the jobs from the provided list 
or gather more information about a 
specific job before making a decision. 
This empowers candidates to explore 
various possibilities and make 
informed choices in their job search 
journey.



2-year Go to 
Market Plan
Expansion & development plan.

Our strategic focus revolves around three 
key areas: Sales & Marketing, Product 
Development, and Expanding into new 
markets. Currently, we are prioritizing the 
Nordic region and the United States for our 
market expansion efforts.

In terms of Sales & Marketing, although 
we possess in-house expertise, we have 
not yet executed extensive campaigns. 
Going forward, a significant portion of our 
investments will be directed towards Sales & 
Marketing and Product Development.

This approach will enable us to acquire 
new clients, drive revenue growth, and 
simultaneously enhance our product 
offerings. Our commitment remains 

steadfast to providing a comprehensive 
chatbot solution, supplemented by a self-
service option that empowers users to get 
started independently, without requiring our 
support.

By implementing this approach, our digital 
marketing efforts will become significantly 
more efficient. Instead of users needing to 
schedule a meeting, they can effortlessly 
sign up for a free trial. Upon completion of 
the trial, users can choose specific modules 
to work with. For those who opt to be 
contacted by us, we can provide additional 
information, offers, and other relevant 
content to encourage them to purchase 
additional product modules.

This comprehensive strategy will streamline 
the user journey, boost conversion rates, 
and drive business growth as we strive to 
expand our presence in new markets.

* Some of our current clients.
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Use of Funds
2023-2024

We firmly believe that the future success 
of Zmash lies in a dynamic approach 
to product development and sales and 
marketing efforts. 

In terms of product development, our 
primary goal is to provide a user-friendly 
self-service solution. By streamlining the 

user experience, implementing advanced 
analytics and candidate management 
features, we can greatly enhance the value 
and effectiveness of our product. This, in 
turn, will have a direct positive impact on 
our sales figures.

Firstly, it allows us to lower costs and 
reduce operational workload, leading 
to increased profitability. Secondly, we 
transform ourselves from being merely a 
“nice-to-have” product to an essential and 
indispensable tool in their daily operations.

KPIs
2022-2023

We are confident that our commitment 
to leveraging our existing knowledge and 
expertise in product development will lead 
to significant enhancements in our key 
performance indicators (KPIs). Despite 

having a small team consisting of one 
salesperson, two operational staff, and 
one dedicated development specialist, we 
have already accomplished impressive 
outcomes.

Furthermore, we have received exceptional 
feedback from users who have experienced 
our product firsthand.

Q3 + Q4 2023
Increased product developments to achieve long-term market position.
Increased Sales & Marketing to sell what we already have.

Q1 + Q2 2024
Increased product developments to achieve long-term market position
Marketing + Content creation built around long-term position & MVP Release
Establish Stellar set up in US: Distributors, Partners + Direct Sales

Sales & Marketing 74%

Other 7%  

Product Dev. 19%

Sales & Marketing 41%

Other 18%  

Product Dev. 41%
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17
NEW CLIENTS

3
EMPLOYEES

157,000 SEK
MRR

110 days
Avg. days to close

10,600 SEK
CAC

18%
Churn rate

61,000 SEK
ARR/Client

26%
Deal close rate

90% of candidates have awarded Zmash 5 stars.



Projections
50M vs. 10M SEK
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* Assumptions: Enterprise customer classified as 1 MSEK ARR with 10% churn, Mid-size customer MSEK 0.1 ARR 
with 20% churn, new revenues gradually ramping up from zero during 5 quarters; 
FTEs consist of Sales, Development, Customer Success & admin; Other cost includes sales & marketing cost, 
facilities, server cost, insurance & telephony, and administrative costs;

Minimum cash position equivalent to 3 months expenditures 

SEK million SEK million
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*Revenue & Expenditures timeline

* Assumptions: Enterprise customer classified as 1 MSEK ARR with 10% churn, Mid-size customer MSEK 0.1 ARR 
with 20% churn, new revenues gradually ramping up from zero during 5 quarters; 
FTEs consist of Sales, Development, Customer Success & admin; Other cost includes sales & marketing cost, 
facilities, server cost, insurance & telephony, and administrative costs;

Minimum cash position equivalent to 3 months expenditures 
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*Revenue & Expenditures timeline
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