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F‘E Verso — Vertical Software Solutions

Verso

® Programme duration: 2006-2010

® Programme volume: approx. 120 million euros,
of which Tekes provides 56 million euros

® Further information: www.tekes.fi/verso
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F(q What is the Verso programme?
) &

Verso

® A market-based technology programme

® |ts main goal is to internationalize growth
companies (software)!

® The second goal is to digitalise business processes

® The third goal is to promote expertise relating to
business activities and internationalisation within
businesses, selected customer sectors and clusters

® The programme will help to generate new, innovative
software products and services that are both customer-
and market-oriented
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F(q Goals for companies in the software business
y

Verso

® Substantial growth 10-30% annually in the international
business operations of participating software businesses

® The identified actual needs for customers steer all
development activities within the company

® Expertise specific to the sector, business and software are
combined in new, innovative ways

® Enhanced international business expertise and stronger
networks

® Customer-sector specific clusters through networking

® Open Innovations - the possibilities of utilising
open standards and open-source code

Teke

02-2007 Copyright © Tekes



«

K

Verso

Teke

Enhancing business expertise and
internationalisation through the programme

International
business

= other countries

Customer sectors 2006-
* finance

" trade

" games and entertainment

" construction

" telecoms & other operators

Basic business operations

" productisation * financing " Due Diligence
"EU * commercialisation " law, IPR " VC financing
" USA * distribution channels * earnings models * acquisitions
® China " segmentation ® value networks " fusions
* India * marketing * competitive edge * joint ventures
* Russia " piloting = value proposition ® listing
= Latin America " sales * off-shoring
= Japan

Developing businesses

Established
businesses

.-

Starting-up businesses

Consolidation

Potential new customer
sectors 2007-2010

" public sector

" energy

" forest

* other customer sectors

Business development programmes

" Open Source Business Programme (2007)

" How to Do Software Business in Asia (2008)
" Support for growth in M&As (2007)

* Sector-specific business programmes (2007)
» Software for Public Sector (2007-2008)

* Full assessment of other needs & focuses

V7.Y.V.V_SAY

Surveys
= Country reports

= Sector reports

® Theme reports:
e.g. off-shoring,
open source

Other activities

* Internationalisation clinic (2007)

* Growth business services, Export Partners

= SWENG - developing internal processes

= Enhancing miniclusters, areas of focus

* FinChi (China) activation (2007)

= International R&D collaboration: Israel, China, Korea,
Russia
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«» International Co-operation in Tekes
b ,ﬂ funded R&D projects in 2005

Verso

Total 667 R&D projects including international co-operation

- Research projects
. Company projects

Number of
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I e keS Countries having less than 3 co-operation projects are not included
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F‘B The New Business Model of Open Innovation

Verso
\
Revenues . Sa'?/
divestiture
Spin-off ? New revenues
License
Y,
Own Own
market market
revenue revenue
0
Int | Internal and
d nIerna ¢ external
eve op;men development
costs costs
---5 Cost and time savings
} from leveraging
Costs | L I external development
A Closed model Open Innovation
* business model
Te ke Source: Open Business Models, Henry Chesbrough. 2006.
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F‘B Shlftlng from ’R” to ’D”

Verso

An identified actual need for customers steers all
development activities within the company

> Internal processes

» The overall quality of the product and service
> Productisation plan

» Commercialisation plan

> Internationalisation plan

» TCO (Total Cost of Ownership)

> ROI (Return of Investment)

The goal is to focus 30-50% of SME’s R&D projects on developing business
expertise and international business.
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F‘E Contact information

Verso

® Programme manager: Keith Bonnici, Tekes

® Programme coordinators: Profict Partners
Oy
® Jarmo Kalliola
® Seppo Ruotsalainen
® Marit Tuominen

® Further information: www.tekes.fi/verso
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