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VC: Co-Founder, General Partner, Nexit Ventures 2000-
Business Angel : AT Consulting Oy, 97-99

SW Entrepreneur

Co-Founder, CEO, Solid Information Technology, 92-97
Co-Founder, CEO, Contex Information, 91-94

Director, Venture Investment & Automation, 86-91

ICT consulting services, Movision Ltd, 84-86

Active role in developing ICT entrepreneurship in F inland :

Software Entrepreneurs Association,

Finnish Venture Capital Association,

Tekes SPIN and VERSO technology programs,
Tietotekniikan liiton hallitus, HETKY:n hallitus,
Finnveran alueellinen neuvottelukunta,
Ohjelmistoviennin neuvottelukunta,
Ohjelmistotuoteliiketoiminnan osaamiskeskus...
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1. Bridging Nordic wireless technology and innovations
to Silicon Valley markets, financing and exit potential

2. Providing US based wireless companies with Nordic
Insight, early market access, technology resources

3. Connecting Nordic and US wireless companies with
business contacts and exit opportunities in Japan and Korea
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Focus on mobile and wireless communication, from core components
and enabling middleware to applications and services

FIXED MOBILE

Digital Convergence
Applications

: Consumer applications and services
and Services

Business applications and services
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Michel Wendell General Partner (US)

Artturi Tarjanne General Partner (FIN)

Pekka Salonoja General Partner (FIN)

Michael Mandahl General Partner (SWE)

Patrice Peyret Venture Partner (US)

Sami Karppinen Investment Director (FIN)

Risto Yli-Tainio CFO (FIN)
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Tuotemarkkinointi ja -positiointi kansainvalisilla ma rkkinoilla
Paaomasijoittajan nakokulma: high risk — high reward

Monistettavuuteen pohjautuvien liiketoimintamallien luonne:
Winner takes it all!
Tarvitaan terava ja riittavan yksinkertainen kaupallinen viesti: fokusointi

Edellytyksena syva ymmarrys kohdemarkkinasta
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“Venture Capitalists
are professionals
seeking for the most probable
high growth companies”
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VC is a ’hits’ based business — real success comes through
very few but really great homeruns

— These homeruns can be achieved by targeting aggressively to the

world top, by investing only to the best companies but plenty enough
and early enough (more so in US)

— Entrepreneur has a bit different position:
only one company vs. VCs portfolio of companies
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Product - Service

Product Box «—> System
Method Buy — Build
USP Features - Services
Sales Cycle  Short — Long
Adoption Fast — Slow
# of Sales High — > Low
Cost of Sales Low - High

In SW product business it is typically more like
“Winner Takes All”
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(716 SW companies, USA)

O
Custom SW Package SW
General & administrative 18 % 18 %
Sales & marketing 15 % 32 %
Research & development 7% 20 %
Services & support 10 % 15 %
Cost of product sold 50% 15 %
Myynti ja markkinointi ovat tyypillisesti liiketoim iInnan kalleimmat prosessit.

Kaikki keinot naiden kustannuksien optimointiin ova t tervetulleita!
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Yleensa suomalaisen teknologiayhtion viesti on
— Perusteeltaan varsin tekninen

— Liilan monimutkainen

— Suunnattu liilan lavealle kohderyhmalle

— Ei fokusoi kohderyhman tarkeimpiin ongelmiin

Asiakaskeskeinen fokusointi
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Kenen silmissa yrityksesi tulisi olla nakyva ja uskot tava?

— Kohderyhman maarittely

— Kohderyhman koko ja rajaus

Liikketoiminta-alueen mahdollisimman syva tunteminen

— Parhaat toimijat ja niiden liiketoimintamallit

— Naiden tavoitteet, road mapit, insentiivit ja paatoksentekoprosessit
— Paattajien ja koko business ekosysteemin auktoriteetit
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Edellytyksena on kohderyhman riittavan syvallinen ym martaminen
— Saattaa vaatia organisaation vahvistamista

— Ratkaisuna avainhenkiloiden, hallitusjasenten ja neuvonantajien
rekrytointi kohdemarkkinalta
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Nakyvyydesta ja uskottavuudesta kv. markkinoilla
Maarittele ja rajaa kohderyhma
Tunne kohderyhman tarpeet, tarvittaessa rekrytoi osaajia

Lisaksi
Alykas ja ahkera tyonteko muodostaa pohjan onnistumiselle
Laatu ratkaisee, maaralla sita ei voi korvata
Tulokset eivat synny yhdessa yossa
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Competitive Strategy: Technigues for Analyzing Industries and
Competitors by Michael E. Porter

The essence of formulating competitive strategy is relating a company to
Its environment

Crossing the Chasm , by Geoffrey Moore

The classic book on the marketing challenges faced by high-tech
companies. Explains why it's so much harder for these companies to sell
to the masses than to the "early adopters.”

Inside the Tornado , by Geoffrey Moore

Once you have successfully crossed the chasm and reached the mass
market, you begin to experience the problems and opportunities of "hyper
growth" -- Moore's second book provides effective strategies for capturing
maximum value.
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Relationship Marketing , by Regis McKenna
A classic look at maximizing profit by retaining customers.

The New Strategic Selling, by Stephen Heiman, et al.
How to sell in today's competitive market, when you need
more than shiny shoes and a firm handshake.

How to Drive Your Competition Crazy , by Guy Kawasaki

Not just guerrilla marketing, but guerrilla sales, production and
human resources. Everything the cash-constrained entrepreneur
needs to get the upper hand.

Marketing High Technology: An Insider's View , by Bill Davidow.
Discusses how to create a complete marketing program

for high-tech products. Draws the line between pieces of technology
and products.
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Small Business Planner
By U.S. Small Business Administration (SBA)
http://www.sba.gov/smallbusinessplanner/index.html

Bplans.com

By Palo Alto Software
http://www.bplans.com/

Sample Business and Marketing plans

The Center for Business Planning
By Business Resource Software
http://www.businessplans.org/

BizPlanlt.com
http://www.bizplanit.com/
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Business Plans that Win $$$. Lessons from the MIT Enterprise Forum,
by Stanley Rich & David Gumpert. Clear and straightforward advice on
how to write an effective business plan.

Business Plans for Dummies , by Paul Tiffany & Steven Peterson
Not just for dummies, this readable reference covers all the aspects
needed to create a clear and comprehensive business plan.

The Entrepreneurial Venture, William Sahlman & Howard Stevenson
Readings on all facets of entrepreneurship, including innovation,
valuation, attracting stakeholders and financing, managing growth and
harvesting.



1 t ventur
d>nexi
0000
*4




