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Board member of Sigicom AB (Stockholm)
Leading supplier of networked measurement

Nicolas Hassbjer — Entrepreneur & Board professional

¢ Founder of HMS (Hassbjer Micro System AB), based
on exam project at the University of Halmstad

¢ CEO of HMS Networks for 21 years (1988-2009)

¢ Tekn. Dr h.c. Information technology

* Non-executive board member of rapid growth
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\ ENTREPRENEUR
OF THE YEAR

Entrepreneur of the Year — Arets stjarnskott 2007
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Board member of eGain Group AB Board member of Cybercom AB (publ)

Mag(@mp

Board member of MagcComp AB (Esl6v)

(Kungsbacka) Connectivity Engineering Energy reduction in electric drives and
systems for infrastrucure projects Energy reduction in buildings based on wheather induction heating systems.
forecast.
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SLOTTSMOLLAN

Chairman of Slottmallans Fastighets AB
(Halmstad)

Development of historic industrial buildings along
Nissan river into 35 000 m2 offices.
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Handelskammaren

SYOSVEnsKa Iorefags intresse

Chairman of the Chamber of Commerce
in Southern Sweden
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Chairman of Tequity AB (Halmstad)
Investments in selected tech-companies
with high growth and international

LIDH

Board member of Lidh Gruppen (Halmstad)
Direct marketing and investment management

potential
~GSKO,
AL M I @m‘.?
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LmsT™

Board member of Almi Group (Stockholm)
Company owned by Government to support
growing busineses: Advisory, loans, venture
capital and incubation.

Board member of the University of Halmstad
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Definition of growth?

Revenues
A Real Growth Inc.
(25% CAGR)

Market Growth

(12% CAGR)
Nice Growth Inc.

(10% CAGR)

» Time
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Sustainable growth management

Exploration <-> Exploitation
Innovation & Change <-> Profit & Efficiency
Lets take the risk of this opportunity <-> Lets do this better

[ethtowards innovation

Growth Management:
1. Create Growth
2. Manage Growth
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Growth Management...

...is all about two (completely different)
things:

1. Create Growth
2. Manage Growth

In long-term growing companies:
- Repeated in cycles

Often several years between shift in focus on
creating vs managing growth

Which functions in a company or management team are creating growth vs
managing growth?
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Strategies to generate growth
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M OD E L Source: Rama Velamuri, Professor IESE Business School
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BUSINESS
MODEL
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Source: Rama Velamuri, Professor IESE Business School
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MARKET

new
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LEAST RISKY STRATEGY:
NOVELTY IN ONE DIMENSION

new
product

PRODUCT

Source: Rama Velamuri, Professor IESE Business School
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MARKET

RISKY STRATEGY:
NOVELTY IN TWO DIMENSIONS

New product /

market
New market /
business
model

PRODUCT
n
New product /

BUSINESS business model
M O.D E L Source: Rama Velamuri, Professor IESE Business School
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BUSINESS
MODEL

MARKET

NOVELTY IN THREE DIMENSIONS

“SUICIDE CUBE”
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Source: Rama Velamuri, Professor IESE Business School
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Med vilken strategi att skapa tillvaxt startade HMS?

Start-up
Phase

MARKET

BUS!
MODEL
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Growth is a marathon over several phases

Illustration: Ahrens Rapid Growth
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HMS Tillvaxtfaser

Lansering Anybus Tillvaxtplan 1 Driva

. Tillvaxtplan 2
Produktintroduktion Internationell etablering Lonsamhet P

Uppstartsfas

1988 1992 1994 1997 2001 2004 2006 2007 2009

1 Mkr, 2 anstallda 5 Mkr, 10 anstallda 20 Mkr, 30 anstallda 150 Mkr, 90 anstéllda 320 Mkr, 175 anstallda

1988 1992 1995 2002 2003 2007 2008
Hassbjer Micro ||Stor order Anybus Sveriges Sveriges Borsnotering 1 000 000 Anybus
System grundas || fran Atlas lanseras snabbast basta pa NASDAQ- produkter salda i
av Nicolas Copco vaxande elektronik- OMX, 50 lander
Hassbjer. tillverkande féretag Stockholm
Eget natverks- |{1994 féretag. 2008
system Forsta 53% genom- Sveriges bésta
utvecklas ordern fran snittlig exportforetag

Japan tillvaxt

(Hitachi) senaste 10

aren
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Start-up

Phase

HMS financing and Board of Directors

Anybus

Product Introduction

Growth Plan 1
International Presence

Drive
Profitability

1988 -1997 Self-financed growth

Repeat deliveries of first products
after just 6 months. SEK 0,1 m credit

line to finance working capital

& | autumn 1989.

board.

1997-2004 Venture Capital

SEB Venture Capital and IDI invest
together with employees, advisors and

Capital injection of SEK 49 million

Dual track process with
Carnegie Investment Bank as
advisor. Segulah replaces
venture capital funds.

New incentive programs, no
capital injection.

2004-2007 Private Equity

19 Okt 2007- Listing
IPO process with SEB Enskilda as
advisor.

SEK 480 million offering of existing
shares. No capital injection.

3 000 shareholders

1991
1,3 MSEK
3 employees

Mentor to
Nicolas

1992
1,7 MSEK
4 employees

Advisory
board

4 external
advisors

1995
9,3 MSEK
14 employees

Board 1
5 members

1997
23,9 MSEK
32 employees

Board 2
4 members

Chairman
Hans A Andersson
(ABB)

1999
33,3 MSEK
60 employees

Board 3
6 members

Chairman
Berthold Lindqvist
(Gambro)

2004

150 MSEK

92 employees
Board 4

6 members

Chairman
Jorgen Centerman (ABB)

2008
320 MSEK, 175 employees
85 MSEK EBIT (27%)

Board 5
5 members

Chairman
Urban Jansson (Ratos mm)
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Internationalisering

S Ry

¢« Vaga fokusera och tanka internationellt fran borjan

@ Valj ut idealkunderna pa varje marknad. Bredda darefter stegvis fran dessa nyckelkunder med dedikerad personal,
distributor eller eget saljbolag

@ Forsaljning till fatal utvalda nyckelkunder, ofta mojligt att géra direkt fran huvudkontoret
¢ “Plogande nyckelkunder” ar ofta basta och billigaste marknadsféringen

@ Hantera kulturella skillnader
@ Inte bara sprak och kultur - Framfor allt skillnaden i beslutsprocesser

¢« Hur kan marknaden segmenteras
@ Vilka kunder pa olika marknader har liknande behov och krav?
@ Vilken marknad eller vilket segment valjer man forst?

¢ Pa tillrackligt stora marknader ar egen representation/dotterbolag att foredra
@ Bygg bara upp de funktioner som behdvs pa lokal marknad, tex Forsaljning och teknisk support. Allt annat skots fran HK

Bild: Ahrens Rapid Growth
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Sales development EBIT development

MSEK
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HMS Financial development during the 10 year period
of building own international presence

Sales development

317

1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008

| I Netsales

—&— Annual growth % |

@ Start with a capital injection of SEK 49 million (of which 34 were actually used)
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Operating result development

20%1 2002 2003 2004 2005 2006 2007 20081 _

A -50%

I Operating Profit

—&— Operating Margin %

@ Average organic growth of 30% per year over the 10 year period

@ Operating margin (EBIT) climbed well above 20%

@ Working Capital < 8% of sales, strong cash flow enabling a self-financed growth
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Ledarskap i tillvaxtforetag - Hardmjuk styrning
Clear vision, values, strategic cornerstones, objectives

Source: Ahrens Rapid Growth
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Tillvaxtforetagens huvudsatser* och HMS tillampning

Utveckla inte det kunderna vill ha
Uppfinn inte

Tillverka inte

Stadigast pa ett ben
Tillvaxt=Lénsamhet

Styr inte med budget

S 3 31 [ /NN

Ge inte folk ansvar

* Kdlla: Ahrens Rapid Growth

HMS Tillampning:

< Utveckla det kunderna inte dnnu vet att de behdver
< Standig vidareutveckling, patent som komplement
< Outsourcing i kombination med egen tillverkning

< Fokus pa huvudprodukten, bredda fran denna

< Snabb fokuserad tillvaxt = Effektivitet

< Nulage/prognos samt vision/varderingar

< Utveckla kultur dar alla tar ansvar

@ tequity



Nagra rad till entreprenorer i tidig fas:

¢ Tidig lonsam forsaljning ger det basta riskkapital som finns

%

%

%

Ta in erfarna personer som radgivare tidigt, komplettera efter hand (senare
mer formell styrelse). Kan vara ratt att ha samma personer som affarsanglar.

Ge radgivare/affarsanglar/investerare ordentligtincitament

- Du kommer att behéva ordentligt med stéd i olika kritiska faser och det behévs en uppsida som skapar
engagemang dven om det inte gdr fullt sG bra som tdnkt.

Framforhallning

- Forbered kapitalanskaffning i god tid

- Ta in tillrackligt med kapital nar du val haller pa sa att du kan fokusera 100%
pa att bygga verksamheten

Hall er till rimliga prognoser och forvantningar hos de som investerat

Levereral

¢ Entreprendrens vilja, drivkraft och uthallighet ar betydligt

viktigare an mangden kapital

@ tequity



@
w teq U I ty TO THE NEXT LEVEL OF GROWTH

info@tequity.se | www.tequity.se



mailto:onfo@tequity.se
mailto:onfo@tequity.se
http://www.tequity.se/

	Entreprenörskap och ledarskap�i teknikbaserade tillväxtföretag
	Bildnummer 2
	Definition of growth?
	Sustainable growth management
	Growth Management...
	Strategies to generate growth
	Bildnummer 7
	Bildnummer 8
	Bildnummer 9
	Bildnummer 10
	Med vilken strategi att skapa tillväxt startade HMS?
	Growth is a marathon over several phases
	HMS Tillväxtfaser
	HMS financing and Board of Directors
	Internationalisering
	HMS Financial development during the 10 year period�of building own international presence
	Ledarskap i tillväxtföretag - Hårdmjuk styrning�Clear vision, values, strategic cornerstones, objectives
	Tillväxtföretagens huvudsatser* och HMS tillämpning
	Några råd till entreprenörer i tidig fas:
	Bildnummer 20

