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 Jari Jaakkola, toimitusjohtaja, 
QPR Software Oyj

 Timo Kanninen, toimitusjohtaja, 
Biocomputing Platforms Oy

 Pyry Lautsuo, TTL:n hallituksen puheenjohtaja, 
hallituksen jäsen (Webropol Oy, SSH Tectia Oyj, 
Affecto Oyj)

 Puheenjohtajana Jyrki Kontio, 
R&D-Ware Oy,  konsultti, hallitusammattilainen
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 Rahoitusta on vaikea saada

 Asiakkaat ostavat vain isoilta

 Investointeja on vaikea tehdä

 Nopea kasvu aiheuttaa resurssiongelmia
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 Kallasvuo:
◦ ”ohjelmistoala  on siitä poikkeuksellinen, että siinäa 

voi olla maailman luokan menestyjä, vaikka yritys 
olisi pieni”

 Esimerkkejä:
◦ QPR Software

◦ Biocomputing Platforms

◦ Webropol

◦ SSH

◦ ...
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QPR – Quality. Processes. Results

Founded 1991, QPR Software Plc is an international specialist providing 
software and solutions for

– Process management

– Performance management

– Risk management & Compliance to Quality and Regulation

1500 customers, sales to over 50 countries, over 100 resellers

QPR Software is listed on NASDAQ OMX Helsinki Ltd. (ticker: QPR1V).
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Gartner BPA Magic Quadrant 2010
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QPR history in brief

1991
QPR founded

1993
QPR CostControl product launch

1996
QPR ProcessGuide product launch –
expansion abroad through subsidiaries

1998
QPR ScoreCard product launch

2001
Investments in channel sales

2002
HEX listing

2003
QPR Collaboration Portal product launch

2004
Operative Risk Management solution 

2007
New channel management model

2008
Expansion to healthcare

2009
Expansion to Russia
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In B-to-B Horizontal Product Business... 

Know your competition

Invest in high profile reference customers

Invest in market analyst relations – Gartner, Forrester, Bloor etc.

Ask yourself every day: What is the potential of this product?

Decide your international expansion strategy – direct or channel business or both?
Partner intimacy or Product Excellence?

Define your ideal customer

Leverage your specialist strengths against the giants

Dare to focus

Differentiate your market message

Don´t do everything yourself – utilize ready platforms and components

Establish several close ”lead user” relationships with customers – drive innovation 
further with customers

Don´t believe that all your markets are alike – understand cultural and other 
differences. Don´t forget the importance of language localisations.
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Quality. Processes. Results.
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 Tend to attract many players 
 competition is severe

 Products serve a large customer based 
 products are complex and feature rich 
 high R&D investment

 Common functionality is shared with many users 
 generic features may not be competitive to 

vertical offering

 Bundling is common 
 Strong products subsidize weak ones

 Competitors copy product functionality 
 Price erosion
 Differentiation harder to maintain

Based on: Cusumano, Communications of 
the ACM July 2003/Vol. 46, No. 7



BC Platforms

Kuinka iso pitää olla, jotta pärjää?

Timo Kanninen

CTO/CEO
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Genetic research data management 

with unique experience

• Database management systems for scientists 
looking for genetic variations correlating with disease 
states and other outcomes 

• Born global

– Finnish patient cohort

– Swedish university

– Scientific collaboration with MIT, Boston 

– Financial support from US pharma company

• Unique experience

– Working closely with academic research teams in the 
area of human genetics since 1997

– Illumina and Affymetrix software partner, IBM 
Advanced Business Partner



Supplier for leading life science 

universities, pharma and biotech 

Supplier of the world’s largest genetic studies

http://dgsom.healthsciences.ucla.edu/
http://www.sickkids.ca/default.asp


The biotech market is 

growing fast

The fastest growing (large) companies by Forbes:

Rank Company Business 5 year growth

1 Illumina Biotech equipment 250%

2 Google Online search engine 222%

3 Salesforce.com Sales mgmt software 117%

...

12 Celgene Biotech 47%

17 LifeCell Biotech 40%

19 Genentech Biotech 34%

23 AmGen Biotech 31%
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Basic company info

• 2009 income more than 1 MEUR

• Growth rate 2009 was 35%

• 15 employees

• Main office located in Otaniemi, Espoo

– EMEA sales office in Berlin, Germany

– US and Canada virtual sales office in San Jose, US

• More than 80% of income comes from outside Finland

• Steady growth without VC investments
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Niche market

• Niche market requiring special skills and network

– Both IT and bio skills required

• Service important part of the offering

• A market of continuous technological change

– Demanding agile product development based on scientific advances

• A tough market

– The academic market is very challenging



Strategia
Hyvä hallinto

Johdon motivointi ja tuki
Tasapuolinen omistajien etu
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 Asiakastarve

 Tarjooma

 Asiakassegmentit

 Kilpailuetu

 Ansaintalogiikka

 Liiketoimintamalli

 Kanavastrategia



 Liiketoiminnan Prosessit

 Valvontajärjestelmät ja normit

 Eettiset toimintaperiaatteet 
(ihmiset,ympäristö,yhteiskunta)



 Ylimmän johdon nimittäminen/erottaminen

 Ylimmän johdon palkat ja kannustimet

 Yhteiskuntasuhteet

 Yrityksen julkinen kuva

 Myyntituki



 Tuloksen varmistaminen

 Tasapuolinen voitonjako

 Omistajaintressien tasapainottaminen


