How to approach and plan
your business idea

by Lena Justen
25th of August 2020



ane**‘on th

= — : f &‘2“ 5 r-, == *»t s :—::;’"

Reld\G%Trretf Hoﬁmn fo Eunder Lmk
e~ O 37‘*’»‘*-“" ARG 3 =
—t - 1 o .- - A. ¢

a .
;,“ \
’J‘



Weighing up
risk and opportunity
s the core task of an entrepreneur




Understanding the
importance of a planning

1. To focus

2. To help you with critical decisions #decisionvelocity

3. To avoid the big mistakes

4. To set better objectives and benchmarks

5. Toreduce risk: Entrepreneurship is a risky business, but that risk
becomes significantly more manageable once tested against a plan.

6.

https://www.waveapps.com/blog/entrepreneurship/importance-of-a-business-plan



Business plan is

an incredible solid piece of work
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Hypothesis-driven

Check customers’
willingness to pay

execution Analyzing problem
Proof of product - and solution

Given a verified market fit

solution dard advi
standard advice lean-startup process

Business plan vs. ldea validation

1. Write a business plan. 1. Validate that your business solution idea resonates with customers.

2 Start a business. 2. Build a prototype solution based upon your validated assumptions.

3. Attract investors or get a loan. 3. Complete a business model canvas and or business plan.

4. Use the money to develop your new product or service. 4. Attract partners or investors

5. Deliver your solution. 5, Use the investor's money or partners to finalizing your solution.

6. Validate market acceptance of your solution. 6. Start a business to sell and scale your solution.

https://www.business2community.com/strategy/how-to-validate-a-business-idea-before-you-start-02337921



The Business Model Canvas
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What value?

What do you put in? What do you put out?

www.businessmodelgeneration.com

https://images.app.goo.gl/RVVZMfEgPNFUjSYr6




The Business Model Canvas """ Designed by

Key Partners éf;.: Key Activities ot Value Propositions | -‘”‘. Customer Rclationshin Customer Segments A
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support

externally? . :
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What & who do \ Via which
you need? touchpoints?
Cost Structure Revenue Streams I.er
| What will it | What can =
cost you? = B your earn
from whom?
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The Business Model Canvas
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The Value Proposition Canvas

Hence, what
to offer?
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PROBLEM

What problems are
there?

EXISTINGALTERNATIVES

How to face them
today?

SOLUTION

How to solve these
<+

problems?

KEY METRICS

How do | measure
my idea’s
performance?

UNIQUE VALUE PROPOSITION

v/

HIGH-LEVEL CONCEPT

What's the idea in
one short sentence?

Why am | and will |
be faster, better, ...?

List your path to customers {inbound

or outbound).

v/

CUSTOMER SEGMENTS

v/

EARLY ADOPTERS

customers? (see
TALC! next slide)

COST STRUCTURE

v/

REVENUE STREAMS

v/
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! Technology Adoption Life Cycle



Technology Adoption Life Cycle

2.5%
Innovators Early

Adopters Early Majority Late Majority
13.5% 34% | 34%
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SWOT ANALYSIS

Helpful Harmful
to achieving the objective to achieving the objective
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https://en.wikipedia.org/wiki/SWOT _analysis#/media/File:SWOT_en.svg, https://www.youtube.com/watch?v=m73BIC2cS-U

What risks are
we exposed to
because of our
weaknesses?

What strengths
do we use to
counter the
risks?
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The Team Canvas Basic Version 1.0 | English | theleamcanvas com

Most important things to talk about in the team 1o make sure your work as a

group is productive, happy and stress-free TEAM NAME DATE
PEOPLE & ROLES VALUES
p i P
Who- PURPOSE Ethical how-
Why?
GOALS RULES & ACTION POINTS

What for? Practical how?




The Team Canvas

Most important things to talk about in the team o make sure your work as a

Version 1.0 | English | theleamcanvas.com

group is productive, happy and stress-frea TEAM NAME DATE
PEOPLE & ROLES GOALS VALUES RULES & ACTION POINTS
PURPOSE
PERSONAL GOALS NEEDS &
EXPECTATIONS
Matching goals and needs
STRENGTHS & ASSETS WEAKNESSES & DEVELOPMENT AREAS

SWOT-Analys

s of the team
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With a business- / I-know-mostly-of-what-I-
am-doing-plan you show:

* You are personally suitable for your business as a founder.
* You know the market.

* The financing is conclusive.

* Your concept is understandable.



Go for it!

If you have any questions, let ITKAM know and they will pass those
guestions on to me.
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