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Fran forelasning 1b:
Kallor for kapitalet?

1. Kund
2. Borsen
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Finansiering av uppstartsbolag

A

Affarsplan
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Malgrupp for affarsplan

 Finansiarer
— Privata

— Offentliga
 Grundarna

 Partners

CC Tax Credit @ flickr
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Affarsplanens delar

Pitch
Vardeerbjudande/Affarside
Kunder och marknad
Affarsmodell

Teamet

ok~ wbdb-~

http://www.venturecup.se/wp-content/uploads/Guide-till-en-
vinnande-affarsidé-Venture-Cup.pdf

Lund University / Faculty of Engineering / Department of Computer Science -



1 « Pitch

* 1 min

.....

o Struktur, t.ex.:
— Need
— Approach
— Benefit
— Competition

CC Thilo M. @ flickr
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NABC

N — Need (Behov/problem)
Vilket problem eller behov |oser idén?
Vilka ar dina kunder och hur stort ar problemet/behov for

dem?

A — Approach (din I6sning)

Vilken ar din Iosning pa problemet/behovet och vad ar
unikt med den?

B — Benefit (fordelar)
Vilka fordelar finns med din losning for kunderna?

C — Competition (vad finns det for alternativ)

Varfor ar din Iosning battre an konkurrenternas losningar
och andra alternativ?
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2. Vardeerbjudande/Affarsideé

Problem 6 9
Losning
Nytta/varde
Konkurrenter

Apart from being bio, and local...

' i ? ) . )
How's your fuel different? it comes with auto-insurance!

Alltsa, som pitch,
fast lite utvecklad

CC Balaji Sowmyanarayanan @ flickr
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Fyra aspekter av innovation

Product Process

Algorithms, new new processes, New
architectures, new methods, e.g. agile

languages, e.g. cloud methods

technology
Organization
Business

: new organizational
new business models, e.g.

models, e.g. software outsourcing, open

as a serwcg, Innovation, open
crowdsourcing source software

[OECD Oslo Manual — Guidelines for Collecting and Interpreting Innovation Data, OECS 2005]
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3. Kunder och marknad

* Vem ar typ-kunden?  « Hur ska ni na

» Hur manga sadana kunderna?

finns? — Direktforsalning?
« VVar finns de? — Aterforsaljare?
. VVad ar de beredda * Vad betalar de med?

att betala for? — Pengar?

. . — ?
» Varfor kdper de? Reklam?
— Information?
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4. Affarsmodell

« Hur ska ni tjana pengar pa produkten/tjansten?

CC Esther Dyson
@ flickr
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Affarsmodeller — programvara

* Byggini « Salj tjanster
hardvara Redhat, IBM...

Sony, Volvo...

 Licensiera * Reklam-
anvandning finansiering

Microsoft, Google...

SAP...
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Vad ar speciellt med
mjukvaruinnovationer?

» Laga initalkostnader i infrastruktur,
tillverkning...

* Dynamisk uppskalning mojlig i molnet
* Global marknad mojlig, men svar

« Svart att skydda IP

« Svart att ta betalt
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5 « leamet

| Teknik | Ekonomi | Férséljning | Ledarskap |IT | Ovrigt _
X X

Lisa X
Sven X X
Almaz X X X X
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The Business Model Canvas

Designed for:

Designed by:

Date:

Version:

Who are our Key Partners?
Who are our key suppliers?

Which Key Resources are we acquairing from partners?
Which Key Activities do partners perform?

Optimization and economy
Reduction of risk and uncertainty.
Acquisition of particular resources and activities

Key Partners 69

Key Activities

What Key Activities do our Value Propositions require?
Our Distribution Channels?

Customer Relationships?

Revenue streams?

caterconies
Production
Problem Solving
Platform/Network

Key Resources

What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?

Physical

Intellectual (brand patents, copyrights, data)

Human
Financial

Value Propositions

What value do we deliver to the customer?
Which one of our customer's problems are we
helping to solve?

What bundles of products and services are we
offering to each Customer Segment?

Which customer needs are we satisfying?

Newness
Performance
Customization
“Getting the Job Done"
Design

Brand/status

price

Cost Reduction

Risk Reduction
Accessibilly
Convenience/usability

Customer Relationships @

What type of relationship does each of our
Customer Segments expect us to establish
and maintain with them?

Which ones have we established?

How are they integrated with the rest of our
business model?

How costly are they?

ExampLes
Personal assistance

Dedicated Personal Assistance
Selr-service

Automated Services
Communities

Co-creation

Channels [

Through which Channels do our Customer Segments
want to be reached?

How are we reaching them now?

How are our Channels integrated?

Which ones work best?

Which ones are most cost-efficient?

How are we integrating them with customer routines?

CHANNEL PHASES
1. Awareness.

How do we raise awareness about our company's products and services?
2. Evaluation

How do we help customers evaluate our organization's Value Proposition?

3. Purchase
How do we stomers to
4. Delivery
How do we deliver a Value Proposition to customers?
5. After sales

How do we provide post-purchase customer support?

Customer Segments

For whom are we creating value?
Who are our most important customers?

Mass Market

Mult-sided Platform

12

Cost Structure

What are the most important costs inherent in our business model?
Which Key Resources are most expensive?
Which Key Activities are most expensive?

1S YoUR BUSINESS MORE
Cost

cost structure,
Value

Fixed Costs (salaries, rents, utilties)
Variable costs

Economies of scale

Ecanomies of scope

D

Asset sale
Usage fee

Licensing
Brokerage fees
Advertising

Subscription Fees
Lending/Renting/Leasing

Revenue Streams

For what value are our customers really willing to pay?
For what do they currently pay?

How are they currently paying?

How would they prefer to pay?

How much does each Revenue Stream contribute to overall revenues?

FixeD PRICING oYNAMIC PRICING
List Price Negotiation (bargaining)
Product feature dependent  Vield Management
Customer segment Real-time-Market
dependent

Volume dependent

@ @ @ ‘ DESIGNED BY: Business Model Foundry AG

The makers of Business Model Generation and Strategyzer
This work i lcensed under the Creative Commons Attibution-Share ke 3.0 Unported License. To view a copy of thislicense, vist
http:/creativecommons.org/licenses/by-5a/3.0] or send a letter to Creative Commons, 171 Second Street, Suite 300, San Francisco, California, 94105, USA.

@ Strategyzer

strategyzer.com
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Affarsmodell for din affarsidé. ; | m

venture
cup

Nyckelaktiviteter Virdeerbjudande Kundrelationer Kundsegment

Nyckelresurser Distributionskanaler

Kostnader




Affarsmodell for din affarsidé. m

venture
cup

Nyckelpartners Nyckelaktiviteter Virdeerbjudande Kundrelationer Kundsegment

Nyckelresurser Distributionskanaler

Kostnader




A STUDENT
ENTREPRENEUR

Running your own
business is no longer
the reserve of the
seasoned professional.

L)

CC SA 4.0 http://tech.co/steps-become-student-entrepreneur-infographic-2015-05
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N
O

10% 17%

have already plan to start a
started a business business before

graduation
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27%

plan to pursue their
business as a career
after graduating




(1) EVALUATE YOURSELF

Your skills and

k led
nowledge Your desired

industry

How you want
to work
Ideally, you'd want some in
the area of business you want to pursue - but don't be afraid
to venture out into the unknown if you're motivated enough.

“The biggest risk is not taking any risk. In a world
that's changing really quickly, the only strategy
that is guaranteed to fail is not taking risks.”

- Mark Zuckerberg, CEQ, Facebook
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Lund University / Fag

(2) HAVE A GOOD IDEA

Is there a demand for your
service/product?

YES WV

Can you identify your
target market?

YES \/

Will people be willing to pay
for your service/product?

YES \/

Does your service/
product offer a USP?

YES V/

Are you aware of any possible
drawbacks or limitations?

YES \/

Is your service/product free
from legal implications?

YES \/

Your offering isn't strong
enough. Work on it or
develop another.

Your service/product is good... for now. Regularly test your idea
to ensure that changing circumstances don't render it obsolete.




(3) RESEARCH THE COMPETITION

How are they perceived?
heck consumer reviews on
Csites such as Google, Yelp See how they work
and Yell. If possible, go through
o they Sromots their sales Process
themselves? Look at your competit
Sign up for any marketing and pinpoint their o
materials, such as strengths and weaknesses
newsletters, company This will help you fi :
ial media, or S ous
updatt:-irs?és o your next step,
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(4) MAKE A BUSINESS PLAN

"Good business leaders create a
vision, articulate the vision,
passionately own the vision, and
relentlessly drive it to completion.”

: Jack Welch,
Your plan should include: Former CEQ of General Electric

The business concept
| Sales and marketing

| *
A — R

.

®




(5) SEEK A MENTOR

A successful business
you wish to emulate

Experience in the
industry you wish to enter
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(6) REGISTER YOUR BUSINESS

Registering your business keeps you on the right side of
Her Majesty’s Revenue and Customs (HMRC).
Consider which type of business is best for you.

Options include:

Limited Company

<™,

1

Only you own the / You appoint directors / You have to register

business to run the company for Self-Assessment

/ You have to register for / Company must be registered / You share profits
Self-Assessment tax with Companies House between partners

You can work alone or / You pay your tax on both
employ other people your income as a director

and employee
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Var hittar man finansiering?
dl
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Exemplet Axis 1(3)

Martin Gren och Mikael Karlsson
Teknik+ekonomi-student
Finansierat av CSN

Kompetens om egna kretsar

« Affarsmodell med partners
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Exemplet Axis 2(3) |
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AFGX 13.00
o +1,04%

| &r +12,16%
Dow Jones 1400

° +0,00%
I &r +1,38%

Bors & marknad Jobb Play Platihum Omoss

Exemplet Axis 3(3) ——

Nyhetsdygnet  Aktieanalyser  Affarsjuridike Kronikor & Silly Season  Bosti

AL [ : OsE
NDNINGEN  s=0v60 Canon fullféljer budet pa

STARTSIDA Internet of Things | Embedded | Power | Energi Axis

Kommunikation Medicin Komponenter Produl

Av: SIX/ Affarsvariden

Advertise Annonsera Sokjobb Kalender Konsulter Prenumerera Sajtkarta Publicerad 8 april 2015 08:21

Japanska Canon fullfoljer sitt bud pa natkameraforetaget
Axis. Canon uppger ocksa att de inte avser att hoja sitt bud

k L AX A pa bolaget eller kopa aktier till ett pris som overstiger
an On Ope r |S b5y budkursen pa 340 kronor per aktie.
Av Per Henricsson (per@etn.se)
lglsans'ka Canon har lagt ett kontantbud pa r/— k-J ‘\' Det framgar av ett pressmeddelande.
kameratillverkaren Axis vart 23,6 miljarder kronor. ) o .
Styre|sen rekommenderar budet och 39,5 procent av Canon meddelar dven att de fodanger budet till den
dgarna har férbundit sig att acceptera budet. 21 april 2015 och dessutom franfaller villkoret om
att f& acceptanser om 6ver 90 procent av kapitalet i
Erbjudandet innebar en premie pa 49,8 procent jamfort med Axis stangningskurs pa Axis. -
226,90 kronor den 9 februari. Raknat pa viktad snittkurs de senaste 90 handelsdagarna Atieéigare om 75,5 procent av kapitalet i Axis hade ., atmi def.ér.
ar budpremien cirka 70,6 procent. per den 1 april 2015 accepterat budet. Till det nétverksforetaget Axis. P4
. _ kommer forvary av Canon om aktier motsvarande bilden en av foretagets
S;yrelsenhrelao_mminderar agarna att accep&era I.)ude(t1 me<'1( rﬁsingmafr}.gez att foretzget 0,6 procent av kapitalet, vilket gor att Canon nu g\;er;arl;‘mrgska/meror, Foto:
pa egen hand inte kan generera samma avkastning, det skulle krava férvarv av andra iiger aktier motsvarande 76,1 procent av kapitalet a Torkelsson

foretag — en strategi som Axis hittills inte anvant och som ar anses riskfylld.

och roster i Axis. Lis mer
Canon kommer att fortsatta driva verksamheten i ett fristaende bolag, med eget Elliot Capital flaggade i slutet av mars upp for ett Canon vantas sta fast
varumirke och med dagens ledning. innehav om 10 procent av kapitalet och résterna i vid Axis-bud
Axis och kan darmed hindra en eventuell Axis handlas under
Axis grundades 1984 och har blivit kant for sina digitala natverkskameror for tvangsinlésen. AN ERENVE
videoovervakning som lanserades 1996. Kamerorna anvands for dvervakning och finns ESINK Ol Ada

i en mangd modeller. -

Taggar
Las en langre intervju med Martin Gren, medgrundare fill Axis (lank). !



Aterstar i kursen

28/4 Granska uppsats fran en annan grupp
3-4/5 Seminarium skriv affarsplan

Granska affarsplan
19/5 Muntlig redovisning projekt

OBS! Forbered redovisning av 2*2 pers —
slumpas vilket par som haller den

27/5 Inlamning av slutrapport
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