


Mytisk status
Tusener av bgker

Vanskelig a spa om gkonomi med sa mange
usikkerhetsfaktorer

Alt for optimistiske
Hva er det viktigste for en investor?
Sahlman: How to Write a Great Business Plan
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People
The Team
Capabilities
Attitude
Reputation

The
ea Business
Deal Resources

f%ewa;_d, Risks Financial
C;men IVhE{S Physical
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Harvest

Opportunity
Customers

Strategy
Business
Model
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Brief history of the company

Full resumes of key management (highlighting industry
and market expertise)

Description of the products or services

Analysis of the market and the competition
Business and marketing strategy

Current financial statements and projections
Capital requirements

Ownership structure, and capital invested up to the
present
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Verden forandrer seg
—Marked
—Teknologi
Hvis du ikke har et TEAM som kan utvikle ideen med
endringer 1 omgivelsene, har du INGENTING
Arthur Rock: 7l invest in people, not in ideas”

”If you can find good people, if they’re wrong about the
product, they’ll make a switch, so what good is it to
understand the product that they’re talkning about in
the first place”
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Hva kan de?
Hvem Kjenner de?
Er de kjent for noe?

Hva har de gjort far (som kan gi en indikasjon pa om
de vil klare dette)?
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Where are the founders from?
Where have they been educated?
Where have they worked — and for whom?

What have they accomplished — professionally and
personally — in the past?

What is their reputation in the business community?

What experience do they have that is directly relevant
to the opportunity they are pursuing?

What skills, abilities and knowledge do they have?
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How realistic are they about the venture’s chances for
success and the tribulations it will face?

Who else needs to be on the team?
Are they prepared to recruit high-quality people?
How will they respond to adversity?

Do they have the mettle to make the inevitable hard
choices that have to be made?

How committed are they to this venture?
What are their motivations?
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Totalmarkedet
—Stort?
—Voksende?
—Begge deler?

Kapitalbehov og hvordan kapitalen skal brukes
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Who is the new venture’s customer?

How does the customer make decisions about buying this
product or service?

To what degree is the product or service a compelling
purchase for the customer?

How will the product or service be priced?

How will the venture reach all the identified customer
segments?

How much does it cost (in time and rexources) to acquire a
customer?

How much does it cost to produce and deliver the product or
service?

How much does it cost to support a customer?
How easy is it to retain a customer?
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Hvem er konkurrenter i dag?

Hvilke ressurser har de?

Hva er deres styrker og svakheter?

Hva vil deres respons til nykommeren veere?
Hvordan vil dere svare pa denne utfordringen?

Hvem andre kan komme til a ga inn i markedet for a
utnytte denne muligheten?

Finnes det alliansemuligheter?
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Makrogkonomisk
Lover og reguleringer
Markedssegment
Disconitnuity

—Christensen: The Innovator’s dilemma
Teknologisk
Industristandarder
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Risk — alle forsgker a minimere!
”Se fanden | gynene” —
Hvordan vil dere handtere de ulike risikofaktorene?
Reward:
—Overskudd
—EXxit
—IPO
—Trade sale/oppkjgp
—Fusjon
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Kapitalbehov
Prising
—Staging
Utvanning
Oppgi kontroll
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Enkel
Rettferdig
Basert pa tillit

Ramler ikke sammen selv om fakta er litt annerledes
enn antatt

Inneholder ikke ekstreme insentiver som far en av
partene til a oppfare seg destruktivt

Er ikke tykkere enn ¥4 tomme pa print
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