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Visma Group

Headquarter in Oslo, Norway

8,000+ 2,500+

employees software developers
800,000+ 1,2 B€
customers IN revenues (2018)
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Visma Solutions

Yritysohjelmistot pilvipalveluna

Maventa Netvisor Severa + Valueframe Visma Sign
Verkkolaskutus Taloushallinto Projekti- ja tyonohjaus Sahkainen allekirjoitus. 600
130 000 asiakasta 20 000 asiakasta 1800 asiakasta 000 allekirjoittajaa
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https://netvisor.fi/

Connectivity and APl-economy will be core of
sw business, not the added-value in 5 years.

Instead, platform economy will be
state-of-practice way of making software
business, and own user interface will become
either commodity or added-value.

-IBM Institute for Business Value in “Evolution of the APl Economy”, 2018
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A platform strategy is an approach to entering a
market which revolves around the task of
allowing platform participants to benefit from
the presence of others.

-MIT, 2017
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Kasitteita

API-talous / alustatalous

Ekosysteemin toimijat tietoineen ja
integroituine tuotteineen ja palveluineen luovat
yhdessa arvoa asiakkaalle ja mahdollistavat

API-talouden.
AO-ohjelma
Ekosysteemi ISV-ohjelma
/’wvuorovaikutus, pohina, jne
Digitaalinen Digitaalinen tai Digitaalinen tai
data/tieto/informaatio ihmisen tuottama fyysinen tuote
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"~ Digitaalinen
Netvisor ja Maventa ovat alustoja (pilvipalveluna
alusta APl tarjottavia ohjelmistoja), joita hyodyntaen
palveluntarjoajat (AO, ISV) tuottavat uusia

palveluja, liiketoimintamalleja jne. Q VI S MA



Evolution of connectivity during 15 years

2004

Omat point-2-point
-toteutukset

Pankkivhteydet

Datan lataaminen (csv, xls)

Tyo
-€/h
-transaktiot

@ Netvisor

2007

Avoin
ohjelmointirajapinta

Verkkolaskut (=Maventa)

Mixed
-entry fee -kumppaneilta
-AP| fee (CMRR) asiakkailta
-asiakas maksaa kaytosta
(transaktiot)

2014

ISV kumppaniohjelma

Tuotteistettu
kumppanitarjooma

B-2-b -palveluiden
kaytto
kayttoliittymasta
Laskut perintaan

Mixed
-API fee (CMRR) asiakkaille
-asiakas maksaa kaytosta
(transaktiot)

2019

B-2-b palvelujen
valittaminen

OP Laskulaina,
EazyBreak, Maventa
EDI, Al, Bl, Data, ...

Mixed
-API kuuluu tuotepaketteihin
-Revenue sharing eli kumppani
maksaa Vismalle
-asiakas maksaa kaytosta
(transaktiot, CMRR)
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https://support.netvisor.fi/hc/fi/articles/201868436-Ohjelmistorajapinta
https://support.netvisor.fi/hc/fi/articles/201868436-Ohjelmistorajapinta
https://support.netvisor.fi/hc/fi/articles/201897063-Maksuliikenteest%C3%A4-sopiminen-ja-sopimuspohjat
https://marketplace.netvisor.fi/
https://marketplace.netvisor.fi/
https://op-laskulaina.fi/
https://maventa.com/

Ecosystem

Competitors

Political, economic,
social, environmental
regulators

Labor and trade unions

National Agendas

Trends Disruptions
. Technologies
Business Models
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Content layer
Market
Place  store, other
App-in
purchasing

Community
for
knowledge
sharing

Materials
(Technical,
Product,
Sales,
Training)

Core and WWW
additional

features, API,

Ul/UX, Quality,

Security, Solution

Business Innovations

Service Innovations

Start-up and growth
phase companiess
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Tarjooma

Toiminnanohjaus
Business (ERP, SCM, CRM,
Process ...

Automation

Lainat, faktorointi,

perinta,
pankkiyhteydet Finance
Services Tunnit
palkkakuitille,
kassatapahtumat
Netvisor Product : Kirjanpitoon
Core Business
l h Task
Kirjanpito, Sales, purchases, Execution
tilintarkastus Financial financials, payroll,
Services inventories, api
Verkkolaskutus,
Tools f sahkoinen
Palkanlaskenta, 8? ista(l)r allekirjoitus,
verkkopalkka, Eff'g' verkkopalkka,
henkilostohallinta, Humans iciency sopimustenhallinta,
rekrytointi and

Payroll

Yritystiedot, luottotiedot,

big data, Bl Q V“MA



Value proposition for stakeholders

We are the biggest and most valuable b2b ecosystem in Finland

Biggest - we have currently 400 ISV partners and 500 AO partners.

Most valuable - measured as automation level, cost vs profit and NPS.

We have well balanced high-value portfolio for main verticals/segments

By our multi-sided business model we enable other businesses to interact with
Netvisor and Maventa in order to build new services and platforms.
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Customers

For the end customers we
provide the most
comprehensive and valuable
partner solution portfolio.

|
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ISV Partners

For ISV partners we offer Netvisor as
financial services platform, Maventa as
financial transactions channel and
Sign as digital signature tool.

AO Partners

For the the AO channel we provide
the most comprehensive and
valuable partner solution portfolio
to cut down manual work and to
create value-added services for

their clientele.
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Platform strategy - very simple core

A

How will we attract the
customers and partners?

Platform is the place where users
meet and make connections,
where commerce happens.

Build the trust and orchestrate.
Then your need the most
comprehensive and valuable
partner portfolio - value
proposition for the customers.
Honeypot effect.

5

How will we get core of an
ecosystem from our own
solution?

Make API the product, not feature
or added-value.

Consistent, competitive, need
based value proposition for
stakeholders.

ke

Win"and Success to all
stakeholders
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Karl Ryynanen
ISV Manager

Tel 040-584 6759

eMail kari.ryynanen@visma.com
LinkedIn https://www.linkedin.com/in/kariryynanen/
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