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LEIV EIRIKSSON NYSKAPING (LEN) 
 

× Norwegian innovation company situated in Trondheim 
 

× Consultation, courses, networking,  financing, business development 
 

× Evaluated more than 1300 business ideas 
 

× Established 120 new businesses 
 

× Registered 320 new patents 
 

× Entered 65 license agreements 
 

× Invested in 80 start-up companies  
 

× LEN is actively involved in the operations of Cronomar 



 

 
MYSELF 

 
× Educated in International business (Copenhagen, Bangkok, Brisbane) 
 
× Business developer in Telenor 

 
× Entrepreneur two comapnies (Inventi, Texi) 
 
× Supply chain manager Akvagrop 
 
× Business developer in Leiv Eiriksson Nyskaping 
 
× Focus: International business, business development,  project management 

 
× Living with Marianne and my son Ola in Trondheim,Norway 
 
 



 
 
HOW BUSINESS IS CREATED 

  
 

Knowledge capital 
ω Unique knowledge 
ω Patentable 
ω Prototyped 
ω Market relevant 

Financial capital 
ω Active Equity 
ω Risk oriented 
ω Public funding 
ω Bank relations 

Business capital 
ω Value chain 
ω Industrialisation 
ω Suppliers 
ω Market networking 
ω Customer relations 

New businesses are created in this HUB 
between categories of capital 

All capitals are needed to create commercial success. 

Science parks should be located in between 
these capitals 



 
 
 . . .invent a machine that cleans  
fresh water 
 

. . .develop a light material that 
Is stronger than steel 

. . .change the way people 
watch TV 

. . .sell accountant services 

. . .build steel constructions 

. . .make web pages 

http://www.google.com/imgres?start=86&num=10&hl=en&biw=1680&bih=985&tbm=isch&tbnid=H-5BQwqbOp1vqM:&imgrefurl=http://businessprofitideas.com/business-ideas-for-generating-extra-income/&docid=JkHVCe-gV0dKrM&imgurl=http://businessprofitideas.com/wp-content/uploads/2012/04/business-ideas.jpg&w=283&h=424&ei=S9NaUO3LGIbd4QSS_IGADg&zoom=1&iact=hc&vpx=733&vpy=226&dur=1482&hovh=275&hovw=183&tx=125&ty=133&sig=112408393619471018458&page=3&tbnh=149&tbnw=121&ndsp=48&ved=1t:429,r:19,s:86,i:65


 
 
 

$$$$$$$. . .fast!!! 

Be famous!!!  

Create jobs for family, friends, community 

Help people with their problems 

Relax on the beach 

Prove that LΩƳ right 

Be my own boss 
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BUSINESS PLAN ς WHAT IS IT? 

 
× A written document that describes in detail how a business is  
     going to achieve its goals 
 
× Can be 40 pages, can be 5 pages 
 
× All businesses  should have one. Not only start up companies. 

 
× Used for two main purposes: 

 
1. EXTERNAL. As a presentation tool towards investors, customers,  
 partners etc 
2. INTERNAL. As a powerfull guidance tool for how you shall operate and  
      develop your business  
 

× Should be updated and changes, as your business and market develop 
 



 
 
BUSINESS PLAN ς MAIN PARTS 

 

Business 
plan 

Business 
consept 

Goal/vision 

Team/ 

network 

Market 
description 

Product/ 

service 

Business 
model 

Strategic 
decisions  

Action plan 

Economic 
calculations 



 
 
BUSINESS IDEA 

WHO WILL 
DELIVER 

WHAT WILL BE 
DELIVERED 

TO WHOM WILL 
IT BE DELIVERED 

COMPETITIVE 
ADVANTAGE 

CUSTOMER 
VALUE 

AAA shall provide accounting services to small and mediumsized businesses in the  
Dalmatian region.   AAA shall always be available for the customers, and  
deliver services at lower cost than the competitors.  
Through !!!Ωǎ services, the customer shall reduce time spent on accounting and at  
the same time gain full cost control. 

. . .sets the frames for the business and the business plan 

. . .rewrite it 50 times 

. . .stick to your business idea!!!  

. . .the essence. IMPORTANT! 



Within the next five years, ZZZ Tours will become the premier eco-tour company in 
________, increasing revenues to 1 million dollars in 2010 by becoming 
internationally known for the comfort and excitement of the whale-watching tours it 
offers. 

VISION STATEMENT 

× A picture of your company in the future 
×Where you want to go, where you want to be 
× For the management and employees 

. . .Dalmatian ōǳǎƛƴŜǎǎŜǎΩǎ first choise for accounting servises  

. . .the cheapest accounting alternative in the region 

. . .the best accounting business in Croatia 



• Within the next five years, ZZZ Tours will become the premier eco-tour company in 
________, increasing revenues to 1 million dollars in 2010 by becoming 
internationally known for the comfort and excitement of the whale-watching tours 
it offers. 

GOALS  

× More spesific. Measurable. 
× Short term ς long term (1 year, 3 years) 
× Product/service, sales, economy, organization 

1 YEAR 
- Bundled service packages 
- Had salesmeeting with 200 businesses, 40 sales 
- Income 800 000 KN, break even result 
- 3 employees  

3 YEAR 
- Portfolio of 100 customers 
- Income 3 mill KN, 150 000 KN profit 
- 10 employees 
- 90% satisfied customers 

 



 
 
 TEAM&NETWORK 

«A bad product and a good team is better than a good product and a bad team» 
 
 
 

Knowledge  Ability  Experience Drive A-team 

Product  
Business 

development  
Finance A-team 



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS AND CUSTOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

MARKET DESCRIPTION 

× Definition of market 
 

× Market size and growth 
 

× Customer&customer needs 
 

× Substitutes&competitors 
 

× Entry barriers 



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS ANDTOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

MARKET DESCRIPTION - AAA 

× Definition of market 
. . .Dalmatian region, SMB, incomeҔмллΩ Yb 
  
× Market size and growth 
. . . 2000 businesses, decreace of 10%  each year 
 
× Customer&customer needs 
. . .Manufacturing businesses, hotels&restaurants, dentists etc. . .  
 
× Substitutes&competitors 
 . . .other accounting companies, inhouse accountant workers 
 
× Entry barriers 
. . .two big accounting companies control the market. Software investment. 



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS ANDTOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

PRODUCT CONSEPT 

× Product description 
 

× Technology description 
 

× Competitive advantage 
 

× Product development 
 

× Production process 
 

× Product calculation  



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS AOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

PRODUCT CONSEPT AAA 

× Product description 
. . . bookkeeping& accounting services, financial consultation, 3 standardized  
Packages  - AAA small, AAA professional, AAA premium, fixed prices 

 
× Technology description 
. . .web site, accounting software, QMS 
 
× Competitive advantage 
. . .high customer value : financial consultation, fixed/predictable prices, lower cost  
than competitors (effektive services) 
 
× Product development 
. . .develop packages with bundled prices, integrate technology solutions 
 
× Production process 
. . .QMS, step by step process  
 
× Product calculation  
. . .man hours, software, other 



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS AOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

PRODUCT CONSEPT AAA 

× Product description 
. . . bookkeeping& accounting services, financial consultation, 3 standardized  
Packages  - AAA small, AAA professional, AAA premium, fixed prices 

 
× Technology description 
. . .web site, accounting software, QMS 
 
× Competitive advantage 
. . .high customer value : financial consultation, fixed/predictable prices, lower cost  
than competitors (effektive services) 
 
× Product development 
. . .develop packages with bundled prices, integrate technology solutions 
 
× Production process 
. . .QMS, step by step process  
 
× Product calculation  
. . .man hours, software, other 



MARKET SEGMENTS 
MARKET SIZE AND GROWTH  
CUSTOMERS ANDTOMER NEEDS 
SUBSTITUTES AND COMPETITORS 
BARRIERS OF ENTRANCE 

BUSINESS MODEL 
 
× Business idea ς what you do 

 
× Business model ς how you will make money 

 
× Describes 
. . .how a company creates value 
. . .how a company delivers value 
. . .how a company capures value (get paid!) 
 
× Big potential for increasing profit! 
 



MARKET SEGMENTSCUSTOMERS AOMER NEEDS 
SUBSTITUTES A 
× ND COMPETITORS 
BARRIERS OF ENTRANCE 

SUM UP SO FAR 
 
×What you will do 
 
× Your short- and long term goals 
 
× Team&organization (resources) 

 
× Market description 

 
× Customers 

 
× Product 

 
× How you shall produce, deliver and make money  
 



MARKET SEGMENTSCUSTOMERS AOMER NEEDS 
SUBSTITUTES A 
× ND COMPETITORS 
BARRIERS OF ENTRANCE 

STRATEGY AND ACTION PLAN 

ά! strategy is a plan of action that describes how you will use your 
limited resources to achieve a specific goalέ 



• Within the next five years, ZZZ Tours will become the premier eco-tour company in 
________, increasing revenues to 1 million dollars in 2010 by becoming 
internationally known for the comfort and excitement of the whale-watching tours 
it offers. 

MARKET STRATEGY 
 
× Big picture: How will you attack the market? 
× Not to be confused with marketing strategy 



• Within the next five years, ZZZ Tours will become the premier eco-tour company in 
________, increasing revenues to 1 million dollars in 2010 by becoming 
internationally known for the comfort and excitement of the whale-watching tours 
it offers. 

GOALS  

× More spesific. Measurable. 
× Short term ς long term (1 year, 3 years) 
× Product/service, sales, economy, organization 

1 YEAR 
- Bundled service packages 
- Had salesmeeting with 200 businesses, 40 sales 
- Income 800 000 KN, break even result 
- 3 employees  

3 YEAR 
- Portfolio of 100 customers 
- Income 3 mill KN, 150 000 KN profit 
- 10 employees 
- 90% satisfied customers 

 



• Within the next five years, ZZZ Tours will become the premier eco-tour company in 
________, increasing revenues to 1 million dollars in 2010 by becoming 
internationally known for the comfort and excitement of the whale-watching tours 
it offers. 

MARKETING STRATEGY 
 



ix key questions that organizational strategists ask: 
How should we best structure and organize to be able to deliver strategy? 
What capabilities do we need to improve upon or to add in order to deliver strategy? 
How do we build a high performance/high commitment workforce good enough to 
× How to develop and organize your team&network? 
×What capabilities do we need for performing our strategies? 
× Flat structure/top-down structure? 
×What should be done inhouse, what can be outsoursed  
× Core activities 
× Supporting activities 
× differentiated value? 
How do we assure synergy of operation and action? 

ORGANIZATIONAL STRATEGY 
 



 
 

 
 

× How to obtain neccesary money for performing you strategy 
 
× From the exiting owners 

 
× New owners 

 
× Loans 

 
× Grants, «soft money» 

 
×When are you getting the money 

FINANCIAL STRATEGY 

59 % 23 % 

10 % 

8 % 



 
 

 
 

× How to obtain neccesary money for performing you strategy 
 
× From the exiting owners 

 
× New owners 

 
× Loans 

 
× Grants, «soft money» 

 
×When are you getting the money 

FINANCIAL STRATEGY 



 
 

 
 

ACTION PLAN 

TIME ACTION 

Q1 2013 - Develop product packages 
- Create QMS 
- Make promotional material 
- Implement software systems 
- Find pilot customers 
 

Q2 2013 -    Hire one extra accountant  
- 50 sales meetings.  
-   

Q3 2013 -  
- 



 
 

 
 

ECONOMIC CALCULATION 
 
× Budget (Income-cost=profit) 

- Income:sales, other 
- Costs: variable costs and fixed cost 

× Cashflow budget 
- WHEN are my income 
- WHEN are my payments 

 
 


