
18 19

Adtollo 
Inside 
Story 
- Get to know 
Nicklas Lundström, 
Topocad seller at Adtollo

In every issue we welcome our readers to get an inside view of how it is working here 
at Adtollo and how our everyday life is. This time we meet Nicklas Lundström,  
a Topocad seller for 10 years.

Everybody at Adtollo works 
in an open office landscap, 
except Nicklas. However, 

his door is almost always open and 
every day, the rest of us can hear him 
talking and making jokes with the 
costumers.

- It is a great difference to work as 
a seller here at Adtollo compared to 
other companies. 99% of the costu-

mers already know what Topocad 
is before they buy it. It is not about 
selling things to people they don’t 
really want or need just to make 
money. In my opinion most of the 
costumers are very friendly and we 
have a personal dialogue.

Earlier, Nicklas worked at Cadett 
where he sold a CAD software sys-
tem for electricity scheme construc-

tion with AutoCAD as a basis. The 
costumers where mostly electrical 
engineers who build escalators and 
similar. Nicklas was never fully 
satisfied working there so when he 
saw that Adtollo searched for people 
he sent in an application.

- I had a knowledge in CAD and 
wanted to work at a company where 
they develop their own software 

Nicklas Lundström
Work as: Topocad seller  
Born: 1970
Employed at Adtollo since: March 2008
Backstory: When Nicklas was young he 
worked as a professional dancer. After his 
dancing career he’s been working almost 
exclusively as a seller for different CAD 
software systems, like for example Cadett.

system. He thought the mapping 
industry was interesting and when he 
was hired he felt lucky.

How would you des-
cribe the atmosphere 
at the office? 
- We are like a big family here. The 
main cause for me staying in the 
same place for this long is that I 
like my colleagues so much. No one 
needs to feel insecure to talk about a 
specific subject or anything like that. 
Also, a big plus is that we have a lot 
of fun together!

How would you des-
cribe an ordinary day 
at work?

- The biggest part of our commu-
nication with the customers is done 
on email. I go through the leads and 
contact people who are evaluating 
the software using a try-out license. 
Sometimes they need help, or are 
interested to learn more about the 
product. I want them to be able to 
explore all the functions in Topocad. 
Either I send them training materials 
or help them on the phone or by 
mail. Because of this all our custo-
mers know exactly what they buy if 
they decide to do so. 

Nicklas does not only work as a 
seller. Sometimes it is almost more 
support and education. Last year, he 
trained future survey engineers at 
Luleå School of Economics. It tur-
ned out Nicklas was recommended 
to the responsible of the education 
in Luleå due to his earlier training of 
students at Motala Collage. Nicklas 
was contacted and asked if he 
wanted to come to Luleå as well, and 
do the same thing for their students. 
The education was completely new, 
it was a small class and the students 
were very motivated.

-It is incredibly fun to educate stu-
dents who are open for new technics 
and not limited by other systems. 
I had a really great time in Luleå, 
despite the cold weather in this 
northern part of Sweden.

Other commitments are fairs and 

exhibitions. Intergeo, the Swedish 
Geodesy days and of course Topo-
cad Live, our own user conference! 
Also, Nicklas travels around the 
country, visiting costumers before a 
new version of Topocad is launched, 
to educate or showing new functions 
and commands in the software. The 
maintenance agreement provides the 
customers with support and upgra-
des to the latest versions.

- Meetings with costumers are my 
absolute favourite thing. Then I get 
to know new users, show our latest 
functions and understand the needs 
they have. Mostly I continue to work 
with the same people for several 
years.  

What are you working 
on right now? 

Right now, Nicklas and his cowor-
kes are working on an introduction 
model which will be used in larger 
organizations. The costumer will 
more easily get answers to their 
questions about the introduction. 
How do we begin the implemen-
tation? When do we educate our 
staff? How does Adtollo deliver the 
software? How many hours do we 
need to plan for every event? The in-
troduction model will answer all the 
questions and describes clearly what 
happens in chronological order.

- For us working at Adtollo all 
these things have always been very 
clear, we want it to be just as easy 
for the customer who often needs a 
clear overview to make the decision.

What do you think 
is the next big thing 
within the mapping and 
construction industry? 

-BIM. It is all about BIM. Until 
now everything has been based 
on simple coordinates, points, 
polylines, symbols. Now we 
introduce the real objects. 
This is the future.

What is your favourite 
thing to do when you 
aren’t working? 

- I'm very interested in sailing 
and I just bought a boat of my own. 
This summer I will sail the boat to 
Sweden from Germany. It will be 
exciting to see how that goes. I have 
a house in Rotebro and like to spend 
a lot of time at home. Every year 
I try to visit my sister in Thailand. 
She owns a restaurant on the island 
Koh Lanta and me myself have a 
partnership in a pub on the island 
Koh Lipe.

Do you have any tip for 
someone who wants to 
work as a seller within 
the mapping and con-
struction industry?

- If you work with sales you must 
like people, because if you don’t I be-
lieve it will be very hard to enjoy this 
job. It is important to be quite social 
and flexible in this industry, everyone 
you meet has different personalities 
and work in their own special way. 
Some people use a reference network, 
other survey in a more “common” 
way. Everyone is on different missions 
and use the software system in their 
own unique way.

-My tip to students would be to have 
an open mind toward all systems. 
Don't become system dependent and 
do research. Find out what's outside 
your box.

”Find out 
what's outside 

your box"


