SMALL BUSINESS AND
ENTREPRENEURSHIP

STARTUP BASICS



WHAT IS A STARTUP

66

A HUMAN INSTITUTION DESIGNED TO DELIVER A NEW
PRODUCT OR SERVICE UNDER CONDITIONS OF

EXTREME UNCERTAINTY
— Eric Ries (Lean Startup)

23
66

THE PURSUIT OF OPPORTUNITY ... WITHOUT REGARD
TO RESOURCES CURRENTLY CONTROLLED

— Howard Stevenson/Jack Thorne

23



DIFFERENT FLAVORS OF ENTREPRENEURSHIP

Lifestyle / Small Products High Growth
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The truth is: Everyone is and can be an entrepreneur

Flexibility Ability

Age
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Starting Company

20 25 30 35 40 45

Age



100 LATE TO START? ...
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HOW TO START A STARTUP

THE NEW YORK TIMES BESTSELLER

» Observe and identify TH E LEAN

market needs (speak to people!)
ST rl

» Build MVPs quickly to validate \
needs (Make sure the dog eats the 4 |
dog food)

How Today’s Use
Continuous Innovation to Create
Radically Successful Businesses

» Use metrics that measure your leap
of faith assumptions




e Zero to one

* The hard thing about hard things
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HOW TO START A TEAM

» #1 reason startups fail: Team issues

» Must have chemistry — Together every day for 3-5+ years
» Look for complimentary skills sets — Fill the gaps

» Trial periods — Test the waters

» Don’t bake the equity pie too soon



INVESTOR TYPES

Incubators / Co-Working Accelerators
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-
@ @, EIL
- birchmere é/\(l; T(N: ERS

VENTURES

ANDREESSEN
HOROWITZ

>VANge! B..'.t.l?T{(ee! *




INVESTMENT TERMS TO KNOW

» Equity and Convertible Debt Investment
-Friends & Family
-Pre-Seed
-Seed
-Series A
-Series B
-Series C
-IPO

» Crowd Funding
» Liquidity Event / Exit (M&A Sale or IPO)



HOW TO PITCH TO INVESTOR

1. Problem

2. Solution

3. Underlying Magic / Technology

4. Business Model

5. Market Size (TAM: Total Addressable Market)
6. Competition / Why You're Unique

7. Status and Timeline

8. Projections and Milestones

9

1

. Team
0. Summary and Call to Action / Ask



HOW TO PITCH TO EVERYONE

Market
Definition

Opportunity
Need

Value/Compelling
reason to buy

For(target customer)

Who (statement of the need

or opportunity)

The (product name)
is a (product category)

That (statement of key benefit
— the compelling reason to buy)

Unlike (pnmary competitive
advantage)

Our product (statement of
primary differentiation)

Executive
Summary

Web site,
collateral

Tagline



BOOKS TO READ

» The Lean Startup (Eric Ries)
» Crossing the Chasm(Geoffrey Moore)

» Zero to One (Peter Thiel)
» The Hard Thing About Hard Things (Ben Horowitz)

» Venture Deals (Brad Feld and Jason Mendelson)
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