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Från föreläsning 1b: 
Källor för kapitalet? 

Produkt-
utveckling

1.

2.

1.  Kund
2.  Börsen
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Produkt-utveckling

Finansiering av uppstartsbolag 

Produkt-
utvecklingProdukt-

utveckling

Affärsplan 
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Målgrupp för affärsplan 

•  Finansiärer 
–  Privata 
–  Offentliga 

•  Grundarna 
•  Partners 

CC Tax Credit @ flickr 
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Affärsplanens delar 

1.  Pitch 
2.  Värdeerbjudande/Affärsidé 
3.  Kunder och marknad 
4.  Affärsmodell 
5.  Teamet 

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

 

 

 

Guide till envinnande affärsidé
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1. Pitch 

•  1 min 

•  Struktur, t.ex.: 
–  Need 
–  Approach 
–  Benefit 
–  Competition 

CC Thilo M. @ flickr 
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NABC 
N – Need (Behov/problem) 
Vilket problem eller behov löser idén? 
Vilka är dina kunder och hur stort är problemet/behov för 
dem?  
A – Approach (din lösning) 
Vilken är din lösning på problemet/behovet och vad är 
unikt med den?  
B – Benefit (fördelar) 
Vilka fördelar finns med din lösning för kunderna?  
C – Competition (vad finns det för alternativ)  
Varför är din lösning bättre än konkurrenternas lösningar 
och andra alternativ?  
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2. Värdeerbjudande/Affärsidé 

•  Problem 
•  Lösning 
•  Nytta/värde 
•  Konkurrenter 

Alltså, som pitch,  
fast lite utvecklad 

CC Balaji Sowmyanarayanan @ flickr
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Product 
Algorithms, new 

architectures, new 
languages, e.g. cloud 

technology 

Process 
new processes, new 
methods, e.g. agile 

methods 

Organization 
new organizational 

models, e.g. 
outsourcing, open 
innovation, open 
source software 

Business 
new business 

models, e.g. software 
as a service, 

crowdsourcing 

[OECD Oslo Manual – Guidelines for Collecting and Interpreting Innovation Data, OECS 2005]

Fyra aspekter av innovation 
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3. Kunder och marknad 

•  Vem är typ-kunden?  
•  Hur många sådana 

finns?  
•  Var finns de?  
•  Vad är de beredda 

att betala för? 
•  Varför köper de? 

•  Hur ska ni nå 
kunderna?  

–  Direktförsälning?  
–  Återförsäljare? 

•  Vad betalar de med? 
–  Pengar? 
–  Reklam? 
–  Information? 
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4. Affärsmodell 

•  Hur ska ni tjäna pengar på produkten/tjänsten? 

CC Esther Dyson 
@ flickr
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Affärsmodeller – programvara 

•  Bygg in i 
hårdvara 

Sony, Volvo… 

 
•  Licensiera 

användning 
Microsoft, 
SAP… 

•  Sälj tjänster 
Redhat, IBM… 

 

•  Reklam-
finansiering 

Google… 
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Vad är speciellt med 
mjukvaruinnovationer? 

•  Låga initalkostnader i infrastruktur, 
tillverkning… 

•  Dynamisk uppskalning möjlig i molnet 
•  Global marknad möjlig, men svår 
•  Svårt att skydda IP 
•  Svårt att ta betalt 
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5. Teamet 

Teknik Ekonomi Försäljning Ledarskap IT Övrigt 
Lisa X X X 
Sven X X 
Almaz X X X X 
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The Business Model Canvas

Revenue Streams

Channels

Customer SegmentsValue PropositionsKey ActivitiesKey Partners

Key Resources

Cost Structure

Customer Relationships

Designed by: Date: Version:Designed for:

designed by:  Business Model Foundry AG
The makers of Business Model Generation and Strategyzer

This work is licensed under the Creative Commons Attribution-Share Alike 3.0 Unported License. To view a copy of this license, visit:
http://creativecommons.org/licenses/by-sa/3.0/ or send a letter to Creative Commons, 171 Second Street, Suite 300, San Francisco, California, 94105, USA.

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

is your business more
Cost Driven (leanest cost structure, low price value proposition, maximum automation, extensive outsourcing)
Value Driven (focused on value creation, premium value proposition)

sample characteristics
Fixed Costs (salaries, rents, utilities)
Variable costs
Economies of scale
Economies of scope

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 allow customers to purchase specific products and services?
4.  Delivery 

How do we deliver a Value Proposition to customers?
5.  After sales  

How do we provide post-purchase customer support?

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?

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

Mass Market
Niche Market
Segmented
Diversified
Multi-sided Platform

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
Self-Service
Automated Services
Communities
Co-creation

What Key Activities do our Value Propositions require?
Our Distribution Channels?  
Customer Relationships?
Revenue streams?

catergories
Production
Problem Solving
Platform/Network

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

types of resources
Physical
Intellectual (brand patents, copyrights, data)
Human
Financial

Who are our Key Partners? 
Who are our key suppliers?
Which Key Resources are we acquairing from partners?
Which Key Activities do partners perform?

motivations for partnerships
Optimization and economy 
Reduction of risk and uncertainty
Acquisition of particular resources and activities

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?

characteristics
Newness
Performance
Customization
“Getting the Job Done”
Design
Brand/Status
Price
Cost Reduction
Risk Reduction
Accessibility
Convenience/Usability

types
Asset sale
Usage fee
Subscription Fees
Lending/Renting/Leasing
Licensing
Brokerage fees
Advertising

fixed pricing
List Price
Product feature dependent
Customer segment  
dependent
Volume dependent

dynamic pricing
Negotiation (bargaining)
Yield Management
Real-time-Market

strategyzer.com
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Skypeout 

Internet-
användare 
globalt 

Människor 
som vill 
ringa 

Enkelt, 
för alla WOM, PR 

Fria 
videosamtal 
via internet 

Skype.com 

Elektronik-
kedjor 

Gratis att 
använda 

Hårdvara Betala för 

skypeout 

Mjukvaru-
utveckling 

Kund-
klagomål 

Mjukvaru-
utvecklare 

Mjukvara 

Lev. av 
betalnings
-lösning 

Distributions-partners 

Telekom-
bolag 

Telefon-utvecklare 

Mjukvaru-
utveckling 

Avgift 
telekom-
bolag 

Klagomåls-

hantering 
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Mass-
marknad 

Love-
mark 

WOM 

Smidig 
musik-
upplevelse 

iTunes 
store 

Apple-
butik, 
Apple.com 

Försäljning 
hårdvara 

Musik-
försäljning 

Hårdvaru-
design 

Marknads-
föring 

Människor, 
varumärke Mjukvara, 

hårdvara 

Skivbolag 

Tillverkare 

Människor Marknads-
föring, 
försäljning 

Tillverkning 



Lund University / Faculty of Engineering / Department of Computer Science 

CC SA 4.0 http://tech.co/steps-become-student-entrepreneur-infographic-2015-05
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Var hittar man finansiering? 

http://innovationssystemet.skane.com
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Exemplet Axis 1(3) 

•  Martin Gren och Mikael Karlsson 
•  Teknik+ekonomi-student 
•  Finansierat av CSN 
•  Kompetens om egna kretsar 
•  Affärsmodell med partners 
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Exemplet Axis 2(3) 
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Exemplet Axis 3(3) 
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Återstår i kursen 

28/4 Granska uppsats från en annan grupp 
3-4/5 Seminarium skriv affärsplan 
        Granska affärsplan 
19/5 Muntlig redovisning projekt 

OBS! Förbered redovisning av 2*2 pers – 
slumpas vilket par som håller den 

27/5 Inlämning av slutrapport 


