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Questions for you...



Something about us



Disclaimer: We have no idea what
we’re talking about...!






The following are really, really useful
(really!!)

Linked [}
e LinkedIn

e Twitter
e Github







Topics to cover

Why do this in the first place? (& Why not to do it!)
Nuts and Bolts

Essential elements: Passion, Customers, Business
Model, Team, Product, Finance

Disruptive Innovation
Agile Development
Customer Development
Crossing the Chasm
Think twice

Good timing



Why do this at all?

Make Money and Retire!

Be Famous! This matters above
All others

Do something cool!

Show your idea works!

Be independent!

Make something you believe in Happen!



Nuts & Bolts

Product

Culture
Company

Brand
Financing
Sales
Sweat
Equity

Runway



Choose your Poison ()

Innovation Risk (e.g. Drug Discovery)
VS
Market Risk (e.g. a Pink CocoPops)



Choose your Poison (ll)

Business to Consumer
VS

Business to Business






Essential Elements

Passion

Customers (aka Market)
Business Model

Team

Product

Finance



A startup is something which searches
for a Business Model



Passion: Something you believe in

FEpiEl Google

Book Recommendation: Founders at Work / Jessica Livingston



Customers: Somebody who needs
what you’'re building



The Business Model Canvas
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Team

Start small
Start focused

Essential Skills:

— Building Stuff

— Talking to Customers

— Not going bankrupt

Trust, sincerity and commitment are critical
(Brains help!)



Product

* This is the hard bit right?
— Wrong!
— You can build almost anything!
* Product:
— Should follow understanding of need
— Be “Agile”

— Be ready to change radically



Finance

This is very tough to find

Paths:

—99/2000: Have an idea, mock it, get funded, build
it, find customers, profit!

— Now: Have an idea, build it, get initial customers,
prove it can scale, get funded, profit?

Assume you wont get VC funding anytime
before you get customer money (!)

Aim for Ramen profitable



Finance: Sources

Your own money
Friends & Family
Customer money
Angel investors
Venture Capital



Disruptive Innovation

DOGBERT CONSULTS

I RECOMMEND FORM -
ING A SEPARATE GROUP
TO PURSUE
DISRUPTIVE
INgOVA-
TIONS.

L

IT WILL BE A GLORIOUS
PLACE @ FULLY FUNDED,
AMAZING AMBIANCE,
BRILLIANT PEOPLE,

FREE FROM
BUREAUCRACY! ¢

POy 200N Adens, i D by UPS e

BEST OF ALL . ONCE A
YEAR THEYLL LET YOU
LOSERS TOUR THEIR
WORK SPACE AND SIT
IN THEIR

BEAN BAG

CHAIRS. é’%

EUrD nc

Copyright Image



Disruptive Innovation

@ 12manage.com

Disruptive Innovation
Clayton M. Christensen

[ Sustaining Innovations /
_______ »
R rerformance that customers]
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[ Disruptive Innovations ]

Disruptive
Technology

Performance

Time

Solving a similar need at a drastically lower price point
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Agile makes the (Startup) World Go
Round

paily cycle

*> Daily scrum
> Daily work ;4

Preparation

> Business case & funding
» Vision

> Initial product backlog

» Initial release plan

> Stakeholder buy-in

» Assemble team

» Logistics

Release n

Impediment list

Scrum artefacts

Product backlog
delta report

Sprint backlog



Customer Development

Customer
Discovery -

Customer

Customer @ dustome

Cml> Company
Validation

Building

Even more critical than Agile Development!

Credits: Steve Blank (http://www.steveblank.com)



Customer Development

Customer Development
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Credits: Eric Ries



Crossing the Chasm

The Chasm

The Mainstream
Market
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Credits: Jeffery Moore












Required Reading!

Steve Blank & Eric Ries e Books:

— http://steveblank.com/ — Crossing the Chasm
http://www.amazon.com/
Mark SUSter Crossing-Chasm-Marketing-High-
_ htt ,, Tech-Mainstream/dp/0066620023
www.bothsidesofthetabl — Good to Great
http://www.amazon.com/Good-
M Great-Companies-Leap-Others/dp/
0066620996)
Paul Graham
— The Four Steps to
- h_’ftp_ll Epiphany
Www.paulgraham.com/ http://www.amazon.com/Four-
. Steps-Epiphany-Steven-Blank/dp/
Fred Wilson 0976470705

— http://www.avc.com




