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StartUp SMB
v' RecallValue Lessrisky v
v ValueAddition : - Samequality v
v Incredibly risky What Is The Difference Between A Startup And A Regular CopypastePATH v/
v Perfect solution SMB (Small Medium Business)? ExistingBusiness v
v' Temporary nature Permanently established v
v' Basedoninnovation/technology Canstartwithoneperson v
v Insearchofauniqueand profitable business model Youplanto stay withthe business v
v Oftentimes funded throughinner circle. then big-timeinvestors Moretraditional methods. takelessrisk v
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Common Reasons For Startup Failure

2% Legal 34% Lack of

Problems Product-Market Fit

o .
2 /o Operations —
Problems

\ 22% Marketing
6% Tech : Problems
Problems

16% Finance \ 18% Team

Problems Problems

Information from 80+ failed startup interviews we've carried out.

UH e 51 (6) 5119 /g g gla 6 jlu s e jglina|s p0 gy damxn o aiis il



STARTUP GLOSSARY

EXTREME l;}

UNICORNS, NARWHALS, DEDACORNS & HECTOCORNS

THE CLUB

Docu ;tr;rl
BuzzFeeD

(@) twilio

@) EVERNOTE
Eventbrite

% Spotify

Q) shopify
kik-

O slack

* Hootsuite

aviGgiLon

+ 13 Emerging!

10+ pilhan valuation 100+ Billan valuation

wework.
<5 Dropbox
Pinterest Google
SPACEX . Microsoft

S .n. facebook.
U DiDi
U ORACLE
Q Palantir
{2\ airbnb

* Alsa called "supar
unicoms”
* 1 -3 bown par year

+ By Blcombarg
Business
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TECH-SAVVY ‘ DISRUPTIVE . " /R
2 C Lw =S L:b ]JQg

Unicorns leverage digital Unicorns bring innovative

tools for automation, cloud and affordable solutions ,

computing and analytics. to the market. ~
p

. CONSUMER-FOCUSED

Unicorns offer products
that solve user problems.

‘ EFFICIENT ‘ GROWTH-DRIVEN

Unicorns build minimum viable Unicorns have a vision for
products to be repeatedly growth and a plan to scale
tested and adjusted. the company.
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Venture Capital
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Angellnvestors
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Startup Studio

iy j550
Incubator

duidvuliah

Accelerator




2 liasl gl |

oIS Cwlos j & Cuelgo |

sl (590

()8 waclw)
A
10000 = g23g5w! LU )Lwl
FOUNDERS
PR@JECTA ‘gf) ROCKETINTERNET
loco — . - prehype
Seedcamp betaworks AH%%}}EVEVS IS_IE;\J H&# s>
. G/ SEQUOIAL
108 = DR} BESSEMER
D - VENTURE PARTNERS
SVAngel
SIS slasus : \ QO\ khosla ventures
assih 8 A ‘z XSoftTechVC == Index
)9 = Ventures
lo — > mUnionSquareVemures
aidnd ghliSaslopw jl (glacgamo
] 1 | | | P aslojw Gaols

1 lo loo looco loooo (JYs i)



2 liasl gl |

0035 culas (S0 duléo |

(VC) yigshd ghliSalopmw 035 Sl 9239wl b Liawl
O-lo Jiuiiw g lo - Vo Wi ¥ Jlw 3 Sl jliwl slass

Slwg s 6 J=bo s Ay ol gl o el Lol als e
JwPiy oo IV G P Juw VP aoly oloj cuse

+ b > U9de sloaoly

B + ++ Ppe glacl g GiS)IS Cules (jue

+ + ++ ulse b bld)l glise

i + Es SIS s sjlail

+ + ++ bl ASad g EiunswgS] yu5U

992 Jljo Qoo jl i

992 Jljsd leo U Po (s

9492 Jlim oo Liloo gy - L Ll

+

++ aolips (glail 53 plgaw <udL)s (ljao

weld> 1S 0jg> 1 jSpal gljse




ol dL L 3320 (5135 dslosmw

UH e 51 (6) 5119 /g g gla 6 jlu s e jglina|s p0 gy damxn o aiis il



2 Uy bl piuowg Sl

oIl jSljo |

o333l jShpo ATy

< A
= AL
S 903 e 5> 903 s . a < s
" DIl aol 30 caawlgs)s Lty
(Post Demo Day) (Demo Day) = I ey )

Jl ::JUJL'E.wl d!la.'hnl o
ﬂmm,:m
&)1 asuds j3 wuguac o
s3Il lua=il

cwodd L Jouame ailjle

obliSaslops U blijl o

K jgiio (592 jSp05 ©

Joamo wuslw o

Clwesg G2k jl ©
Caglw b ssimsslias

F6S.com

P Ll 045 3 jS505 ©

slwasud Gayb jl 0
lculweg 9 selaizl

b#UJL‘iml wlosliag) o



"‘— ~-~\~ ”———_~\ ”' ‘\‘\ "_--\"/ \\A
Due Diligence Negotiation m Support m
Discover Evaluate Finalize Provide Offer guidance Pursue
investment startups’ investment funding to and resources profitable exits
opportunities market, team, terms, funding startups for growth such as IPOs
via networking, and financials, amount, and based on tracking. or acquisitions
referrals, and conditions. agreed terms. for returns.

events. \ \ )
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Defining the focus
areas

We meet with our partners and
they share with us their challenges
and technology focus areas.

Calling for startups

Based on our partners’ needs, we
call for applications and source
startups globally.

Finding the top 10%

Our Ventures team does all the
necessary due diligence and
narrows it down to the best

applicants.

Choosing startups for
Selection Day

Our corporate partners
collaboratively rank the startups
and choose a final selection to
present at Selection Day.

2 liasl gl |

5J9lgd 0 Buiulajl

Kicking off the program

After a final round of voting, the
selected startups enter a 12-week
acceleration program.

Wrapping up the
program

At the end of the program, they
present the progress they've made
in an Expo Day.
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Startups Business Plan Basics

L5Jlb9¥***’52}b|

WHO WHAT WHY
Who are the key players What products or services Why would customers
involved in the business? do you offer? choose you?

Market Product Marketing and
Opportunity Overview Sales Strategy

7 Key Components of
Startup Business Plan

I\

Key Financial

Team Structure

Milestones Plan

11111 e s U 6 5Lis ol Ll gTeri 6 lames o g itn [ 16 55 Uidyekacnn ro aiis |
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so an den Introduction

Include your name, job title, or company name.

Experience

Provide some background, like previous roles, projects, or initiatives.

Goals

State your goal or the pain point you hope to address.
We got a deal.

Solution

Share your unique solution to the problem or your idea for achieving your goal.

What Makes P I a n
What Do You Do? How Do You Do 1t? You Unique?

Brainstorming Your Elevator Pitch Lay out your plan or the specific reasons you will be successful.
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MINIMUM VIABLE PRODUCT

The most rudimentary,
bare-bones foundation

of the solution possible

Sufficient enough for

early adopters

Something tangible

customers can touch

and feel

Syl Sy ol glopls |

HOW TO BUILD A MINIMUM VIABLE PRODUCT

Not like this
vy v ) L
1 2 3 4
Like this
e " [Gid] "o 1
- - -— -— —
% o
— cn OO
1 2 3 4 5
eb www.engineerbabu.com
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1.

Main Reasons Why Startups Need Go-To-
Market Strategy

e A4 2 W

Secure Faster Reduce Discover All Make Investors Gaina
Profit Potential Risks Particularities More Sure Competitive
of Your Advantage
Business and
Product

QU] sy bzl slopls |

L b vg g & Blwl |
2.

How to Createa Go-To-Market Strategy for

Startups
Step 3
—— Find Out the Best Ways to
.7 - ig Communicate with Your
y; N Audience
’ ‘\
/ \

/ \

! \
o \

Step 2
e Define Value OAJT Step 4
Proposition o Choose Marketing

! ) Tactics Step 7
| : Plan Your Budget
|

! \

' \

|
0o

o
N

@ Step 5
Keep Testing Various
Step 1 Approaches-q

()

(w) Understand Your
Audience N\
\\ ,
\\\ P
o- 7

Step 6
Define Your
Goals

— — —

b bojdnso o ool
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- PDCAcycle - PDCAsteps

- Define what |
youwantto
- do and your |
. expected

 results ‘
""""""""""""" Testthe “Implement the

plan and ~ method that

Check if the |
results went
according to

the
,,,,,,,,,,,,,,,,,,,,,,,,, , expectations

observe ~achieved the
""""""""""""" ' ~ desired
§ results
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Quality
improvement

Time
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Business
Model
Generation
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