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Learning outcomes in Business planning

In this module we are going to provide learning outcomes for how to:

. Create a business idea

. Make good a god vision

. How to organization the business

. How to analyses the Market and create market plan
. How to finances your business
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Foredragsholdernotater
Presentasjonsnotater
Welcome and presentation round. How many have registered a business and started the business? 
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Start your own business?

| know this is going to be a lot of work

It's probably going to take twice as long as | first
thought before the business is a success.

| can not do this alone

I'll make mistakes along the way, and as long as |
learn from them, it's okay
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Presentasjonsnotater
Welcome and presentation round. How many have registered a business and started the business? 
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Themes

* Facts - you are not alone!
e Before start-up

* Establishment

* Economy

* Marketing / Sales

e Network
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Foredragsholdernotater
Presentasjonsnotater
Many people think that they should start their own business to become their own boss and work whenever they want…
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Facts

500,000 Norwegians dream of starting their own business
250,000 of these have concrete plans

7 out of 10 do not succeed

Many try several times

Lots of great ideas
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MILLION
IDEAS

GARDEN / DIY CRAFTS
TRAVEL / ANIAMLS
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Foredragsholdernotater
Presentasjonsnotater
Sometimes this can take several years, after much thought and consideration.
In the midst of all the unrest that came with the pandemic, there were still some who set the pace and bet.
Personal trainer Annema Refsnes had for two years carried on a business idea: Digital training sessions.
When the gyms closed during the pandemic, she rolled out the concept. Suddenly, the studio at Skøyen was replaced by Zoom.
Now they have several thousand customers. Among them are Norwegians in Europe and the United States. Large companies, such as TV 2, Tine, Nav and Tryg, have entered into corporate agreements.

It's a lot about seeing the opportunities and daring to invest. And: Talk about good timing! 
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A successful establishment

* 20% idea
* 80% person
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Foredragsholdernotater
Presentasjonsnotater
Who succeeds? No definitive answer, but it does help with some basic tips:
Research - check out the market in advance - is there a need for your idea?
How to make money? Make a good business plan - Set up forecasts for sales 1st year.
Access to capital? - investors or sponsors - important to be able to pitch the idea, what are you actually selling.
Have faith in the idea, do not give up, but turn in time
Network access - who should you talk to when?
Map skills needs - create a team - connect with people who are better than you, and have other skills
Mentor - important with a sparring partner and advisor
Dare to think big - have goals and ambitions
Be fearless and seize opportunities
 
Time consuming - be persistent while you are impatient - find the balance there
Get more people involved - create excitement for your idea, get others to speak up and give input - again important with the right pitch. Create your own pitch for each target group. Mentor, investor, network, partner - focus on what to sell to whom.



Before start-up

* Youridea

* Business plan / model

* Financing

 Choice of company form

e Company - domain name - trademark
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Foredragsholdernotater
Presentasjonsnotater
These are the topics we will go through before the break
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Buisness idea

e What customer needs do you need to address?
* Who has this need?

* What is your specific solution?

* What makes you unique?
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Printscreen from the norwegian newspaper E24

Mens andre mistet jobben, tok
Annema Refsnes sats. Na har hun
TV 2 og Tine pa kundelisten.

Innovasjon Norge hadde ferst ikke troen. Men na leverer selskapet Naardic digitale
treningstimer verden over. Malet: A omsette for 100 millioner kroner i 2025.

12 Olav Olsen

* Oppdatert: Intervjuet til denne artikkelen ble gjort i desember. | forste
versjon sto det at Innovasjon Norge ikke gav selskapet stotte. Naardic har

nd fatt et oppstartsian av Innovasjon Norge.
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Foredragsholdernotater
Presentasjonsnotater
Sometimes this can take several years, after much thought and consideration.
In the midst of all the unrest that came with the pandemic, there were still some who set the pace and bet.
Personal trainer Annema Refsnes had for two years carried on a business idea: Digital training sessions.
When the gyms closed during the pandemic, she rolled out the concept. Suddenly, the studio at Skøyen was replaced by Zoom.
Now they have several thousand customers. Among them are Norwegians in Europe and the United States. Large companies, such as TV 2, Tine, Nav and Tryg, have entered into corporate agreements.

It's a lot about seeing the opportunities and daring to invest. And: Talk about good timing! 



Business plan

Business plan is a structured, thorough presentation of your plans to
start your own business

It must contain:

* Business idea

* Business model

* Market / competitors
* Economy

* Financing

* Progress plan

* Organization / structure

Picture from Start Vestfold
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Foredragsholdernotater
Presentasjonsnotater
Now we will take a closer look at the business plan which is a useful tool for you and those involved in your project and we recommend everyone who is going to start their own business to make a business plan.

A simple but good plan often gives good results. Your business plan is a living working document, a structured and thorough presentation of your plans to start your own business. The plan describes the business idea and how to make money from it. It further describes the company's goals and how these goals are to be achieved. This work takes time and you will probably feel tired, sweat and tears, but do not give up! Create a milestone plan so that you can get a sense of progression through your creation and give yourself praise and recognition every time you reach a goal. Focus on organization and structure in the company and think through which resource persons you want and need to have on the team.

The plan helps you see the connection between the market and what you are going to offer. Potential investors, suppliers, partners, employees and customers may benefit, and desire, to read it.
Part of the business plan is to create a SWOT analysis. A SWOT analysis is a method for identifying and understanding what can be a company's strengths and weaknesses, and what can be market opportunities and threats.

The method consists of an external analysis (opportunities and threats) and an internal analysis (your strengths and weaknesses) where one seeks to identify conditions that can be further developed into lasting competitive advantages, and conditions that can weaken competitiveness.

Corona, as we have seen here before, is an example of something that can be a threat to many, at the same time as it has been an opportunity for others, who have found new business concepts as a result of the pandemic.
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Business model - a living document

14 (1
Key Partners 6 Key Activities \" Value Propositions ﬁ Customer relationship Q| Customer Segment m
Partnere Kjerneaktiviteter Verdilofte Kunderelasjon Kundesegment
* What type of
* Who are our partners? * What core activities do * What kind of value relationship do we * Who do we create value
* What suppliers do we we have to perform do we give our have with our for?
have? ourselves to deliver the customer segments? customer segments? * Who are our most
promise of value? * What problem do we important customers?
solve for the
o customers?
* What customer ©
Key Resources Channels
Ressurser needs do we satisfy? Kanaler
* What resources do * Through which

we need to fulfill the
value promise?

19

channels do we reach
our customers?

Cost Structure
Kostnader

* What are the key costs in the business model?

Revenue Streams ©
Inntektsstrom
*What do we charge for today?

* How do we get paid?

https://en.wikipedia.org/wiki/Business_M 1
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Foredragsholdernotater
Presentasjonsnotater
There are a myriad of business models and business plans. One need not be more accurate than the other. Innovation Norway, for example, uses this Canvas model as you see here, and this is the one we usually use as many of those who contact us also have plans to apply for grants from Innovation Norway. IN has its own courses on how to use this model, on how to go in depth on the plan if you are to apply for funding from IN. Check out their course calendar if it is relevant to you with an in-depth course.

The business model should be a logical description of how you create, deliver and hijack values!

As you can see here, the various boxes are numbered, where boxes 1-5 deal with the customer and how to reach them, while boxes 6-9 deal with the product and how to develop this. The model is your own, and a living working document that changes in step with the market. 
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Market research

The customers and the market mm@

* Ask potential customers

* Talk to competitors

* Talk to suppliers, distributors and retailers of competing products
* Ask industry organizations

* Use available official statistics about the industry

£

SurveyMonkey-

° Statistisk sentralbyra
Sta

tistics Norway
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Foredragsholdernotater
Presentasjonsnotater
If you have now made a good preparation in your business model, you have identified who your customers are, and not least who your competitors are. A local company that has clearly identified its target group is mimmis.no. Mimmis is an online store with children's equipment and access to a showroom. They have been good at checking out the market in advance, finding their target audience and tailoring marketing to this target audience. Merete will tell more about how they have solved this afterwards.

The big question before you start is of course whether it will go well, and whether the business will be able to make a profit. No one can give a definite answer, but if you are market-oriented, you can get some clue by sending out a market survey.

By sending out market research to your target audience, you will quickly and easily find out if there is a need for your product, if customers like the new idea and if your product or service is good enough, or needs improvements to meet customer needs.

There are many different tools for conducting a market research. A free tool that works well is SurveyMonkey which some of you may have used.

The most important questions in a market research tend to be:
How do customers want the product to be?
How and by whom do customers buy the product today?
What are customers willing to pay for the product?
What payment terms do they use?
What service do customers want?

As you read on the foil: 

Ask potential customers and talk to them throughout your establishment. The customer is one of your most important sparring partners!
Find out as much as possible about their needs and priorities. What do they want? What makes you unique?
Talk to competitors. Who are your competitors? How can your business stand out? It can be difficult if they know that you are developing a competitive solution, but try to find out as much as possible about their products.
Talk to suppliers, distributors and retailers of competing products. Find out as much as possible about the strengths and weaknesses of these products.
Ask industry organizations and try to get as much information as possible about the structure of the industry, what trends are coming, what profitability the players have, how big the total market is, how the market is divided and so on.
Use available official statistics on the industry from Statistics Norway if available. 
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