
]1[ 
 

 
 

The Imperfect Guide  
to Entrepreneurship 

 

 

Ron Yachini 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



]2[ 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



]3[ 
 

The Imperfect Guide  
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"There is a crack in everything –  

 that is how the light gets in"     

                                -- Leonard Cohen.  

 

 

Just as there is no such thing as a perfect parent but 

rather a "good enough parent", an entrepreneur too, 

needs to let go of the desire to be perfect and rather aim 

for being good enough. 
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1. Introduction 
General Thoughts. Setting the Scene. Who this guide is 

for and what it is all about. 

 

When faced with the question of why they wish to 

become entrepreneurs, a great many people cite 'money 

envy' as an explanation. Then you have others, mainly 

those who had never gone down the entrepreneurship 

route before, quoting 'freedom' and 'independence' as 

predominant reasons. Both money and independence 

are very nice things indeed. However, the probability of 

one gaining them via entrepreneurship is no higher than 

if one were to remain in one's nine-to-five job.     

 

Above all else, entrepreneurship is, and should be, an 

act of self-expression. It is about translating an idea into 

a success. Okay; so before actual "success", it is about 

turning an idea into a "reality.‖ Alright! Before we even 

make it to the reality bit, it is about propelling an idea 

into a serious effort.  

 

Allow me to begin by laying out the rules of the game, 

starting with just what entrepreneurship is, and painting 

what might be for you readers, an eye-opening portrait 

of an entrepreneur. My intention is not to open your 

eyes too widely, as going on this journey requires that 

one possess a certain degree of blindness, so-to-speak. 

Many entrepreneurs will tell you in hindsight, how 

fortunate they were, not to have realised how difficult 
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the road ahead would be, for had they known, they 

might never have ventured down it in the first place.  

 

Much like in those classic Road Runner cartoons, 

oftentimes, entrepreneurs will find themselves 

confidently 'walking on air',  and as long as they do not 

look down, they will not fall.  

                

Now, this is not intended to be the ultimate guide or the 

holy bible of entrepreneurship, especially as so many 

truly wonderful books have already been written on the 

subject. I can, however, say with an absolute certainty 

that this guide is shorter than most of the others, which, 

for many of you, might actually be a plus.   

 

Confession Time: As my "mother tongue" is 

technology ventures, there is a bias in certain parts of 

this book towards that segment. That said, the vast 

majority of ideas, thoughts and tips do also hold and 

apply in other areas of entrepreneurship as well; from 

running a small business to social entrepreneurship. 

When coming across some elements, e.g. venture 

capital funding, that are not applicable to your domain, 

simply disregard them. This is also the place to remind 

you to ignore anything else in this guide that you just 

disagree with– remember that entrepreneurs are known 

to be highly opinionated, vocal people.  

 

In this guide, I plan to touch upon what constitutes 

'great ideas,' and how to evaluate them; starting in the 
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small confinements of your own home garage or 

whatever room you choose to make your own;  

building your team; telling a story; differentiating and 

positioning;  putting together a presentation; drafting 

work plans and crunching numbers for budgets; 

business planning; fundraising; managing to successes 

and sometimes, failures too, with a few other bits and 

pieces that are sure to come up along the way. With so 

many exciting surfaces to scratch, our visit to each and 

every entrepreneurial destination will have to be short 

but sweet.  

 

Now, my fellow travel companions; take a deep breath 

and remember; "Rome was not burnt in a day." In fact, 

it is said that it took somewhere between three to seven 

days for it to be reduced into a pile of ashes. And let's 

face it; building it was no walk in the park either.   
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2. What is Entrepreneurship? 
Rebellion. Irrationality. A path to success. A great 

opportunity for self-expression and for learning. 

 

An Act of Rebellion 

 

Entrepreneurship and innovation are what I call, 

"underground activities." Borrowing from Matthew 

Arnold's notion of how poetry acts as "criticism of life," 

one might argue that entrepreneurship, similarly, is 

criticism of conventional business. It all starts with the 

claim and conviction that there is an element or aspect 

to your business or idea that stands out as being 

different and better than others'. Such an element can 

be new technology, exceptional design, an innovative 

business model, or outstanding customer support. 
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While anarchistic mantras and spirits are all well and 

good if your goal is defying and challenging "old world 

thinking", remember employing methodic, productive 

and structural thinking is pivotal in phasing out the 'old' 

and hailing in the 'new.' As Jim Collins poignantly put 

it:  

"Innovation = Creativity + Implementation." 

Chaos is a great appetizer for creativity, but the worst 

digestif for implementation. Use it at the right time and 

in the right portions.  

 

An Act of Irrationality 

 

Statistical data taken from US tech ventures has 

revealed how out of 2.5 million "great ideas" that come 

out of  people's heads, approximately 500,000 reach 

initial business plan level. Of those, some 15,000 

manage to get any sort of funding towards starting a 

company, with only 5000 actually getting venture 

capital funding. Ultimately, a mere 600 of those 

companies get acquired or go for an IPO.  

 

Do the math, folks. We are looking at less than one out 

of a thousand potentially great ideas! This pivotal 

statistic may save you some precious reading time that 

would otherwise be spent curled up on the sofa with a 

great detective book. I mean, what else can one say, in 

the face of so much overwhelming statistical data 

stacked up against you and your brain child? In most 
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any other scenario, "Just Don‘t Do It!" would be the 

soundest advice you could possibly get. 

 

                     

 

 

 

 

"If one feels one could live without writing, then one 

shouldn't write at all," Rilke once said. The fact is, out 

of all novels penned, the likelihood of one actually 

becoming a best seller is very low indeed. And in truth, 

Rilke's words hold every bit as valid when discussing 

entrepreneurship. Luckily, enough people are "crazy" 

enough to go against the tide; are hungry for success 

and simply cannot resist taking the plunge. In the words 

of Fredric Herzberg, "Innovation can only come about 

by not thinking in rational ways." This certainly also 

applies to one's irrational decision to go into 

entrepreneurship.  

  

Redefine "success" and the odds will look that 

much better  

  

In an entrepreneurial context, success should not be 

seen as a mere quick, get-rich scheme. Therefore, while 

any idea faces a challenging 1:1000 ratio of ever 

becoming a 'success,' if one broadens one's definition of 

'success' and how it is measured, then chances of 

success, immediately rise dramatically. A venture can 
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be labelled a "success" for any number of reasons; from 

all that you have learnt from it, to the extent of which 

you have grown as a result of all the challenges you 

have met head on, and the incredible journey you have 

gone on throughout a certain period of time in the 

company of an inspiring group of other talented people. 

 

So if you simply must do it, make sure to do it with  

talent, daring, drive, hard work, professionalism and 

serve to the market and customers with love.  

 

It is that simple. What are you waiting for, then? Go and 

follow Dr. Seuss's "Oh, the places you'll go's" lead.  

 

"You have brains in your head. 

You have feet in your shoes 

You can steer yourself 

any direction you choose." 

 

Incidentally, Dr. Seuss is a great example 

of entrepreneurial resilience. In 1936, he wrote And to 

Think That I Saw it on Mulberry Street. After the book 

was rejected by no less than 27 publishers, he ran into 

an old friend who decided to give him a chance. Being 

something completely different on the scene ultimately 

did not stop Seuss from becoming the legendary 

success he went on to be. To this day, his children's 

books remain worldwide top-sellers.  
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Make something exceptional – be exceptional!  

 

In Tel Aviv's Nahalat Benjamin Market, dozens of 

jewellery makers and stall owners continue to struggle 

to make ends meet and actually turn a profit as a 

business. Designer, Michal Negrin, first set up her 

market stall way back in 1988 and now, some quarter of 

a century later, her chain lists 27 shops in Israel alone 

and an additional 29, worldwide. With that kind of 

success, one can only imagine Ms. Negrin had to have 

done some things differently and better to others. It 

could have been the product, the service or the 

commercial talent; whatever it was, the results make it 

abundantly clear that exceptional outcome is the result 

of exceptional activity.  
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3. Are you an Entrepreneur? 
Head in the sky, feet on the ground! Understand your 

domain; Exuberance; Personality Disorder; Both sides 

of the brain. 

  

While I will admit to liking you already for the sheer 

fact that you are, right now, reading these words, the 

truth is our acquaintance thus far is not very deep, 

therefore I cannot presume to answer the above 

question. That is not to say that you, knowing yourself 

better than anyone else, are not already fully equipped 

to answer it. Of course, you can also turn to your 

nearest and dearest for their opinion, however; bear in 

mind, that they may very well not understand what 

being an entrepreneur entails. Asking yourself this 

question is paramount. It is also highly advisable that it 

be asked (and answered!) and before taking that major 

leap of faith into the great entrepreneurial unknown. 

Keep in mind that you may not know whether you do in 

fact possess these qualities, whether on account of 

being overly self-confident or alternatively, humble.  

 

Jerry Kaplan, Co-Founder and Chairman of the GO 

Corporation was the brain behind PenPoint – a 

pen-based operating system, developed in 1987. In his 

1996 bestseller, Startup – A Silicon Valley Adventure, 

Kaplan recalls precious advice he had received, which 

went something along the lines of "Your ideas will go 

far if they don't have to carry you on their back".  
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Now ask yourself this; Are you the one to thrust your 

idea forward? And can you? Who will you pick along 

the way to assist you? Do you possess something that 

others do not? Are you committed? Willing to work 

hard? Willing to partner up with equally savvy (and 

even savvier) people along the way? Could you take a 

major risk but then aim to reduce it over time? 

There is no need to answer all those questions on the 

spot, although it is highly advisable to do so over time.  

  

Allow me to now profile the entrepreneur, in the hopes 

of making your decision as to whether to go down the 

entrepreneurial rabbit hole, somewhat easier.  

The Merriam-Webster definition is as follows: 

entrepreneur – "one who organizes, manages, and 

assumes the risks of a business or enterprise."  

 

The table below shows a division along two axes; 

creativity and innovation on the one hand, and 

execution and managerial capabilities on the other. 

Looking at it, it suggests that the best entrepreneurs 

must have a firm grasp of both.  

 

As is the case when practising one's posture in Yoga, an 

entrepreneur must always remember, "Head in the sky, 

feet on the ground!" This calls for maintaining a 

balance between one's own strategic thinking and big 

dreams and one's tactical aim to score small victories in 

the short haul. 
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The Entrepreneurial mind 

 

Entrepreneurship is both a personality trait and an 

acquired skill. It calls for commitment and 

determination, relentless opportunity-seeking, 

risk-taking and having the ability to cope with 

ambiguity and uncertainty. And while having a fresh 

point of view is important, some of the best sources of 

entrepreneurial inspiration can be found in one's own 

relevant experiences and in-depth knowledge of one's 

own field. Experience helps you avoid repeating yours 

and your predecessors' mistakes and focus on making 

new ones. It helps you to put together your team, hone 

in your management skills and better your knowledge 

and understanding of the market you operate in.  
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Exuberance 

 

Exuberance is a state of mind that is of great value to 

innovation, creation and entrepreneurship. In her book, 

Exuberance: The Passion for Life, Kay Redfield 

Jamison describes this important quality; "Exuberance 

usually denotes a mood or temperament of joyfulness, 

ebullience, and high spirits, a state of overflowing 

energy and delight," she explains. This natural mode of 

elation is the very thing that helps people to 'reach for 

the stars.' Redfield refers to this famous quote by 

Winston Churchill; "We are all worms. But I do believe 

that I am a glow-worm." Read Churchill's  speeches to 

realise just how right indeed he was.  

 

 

 

 

 

 

 

 

 

 

 

In Winnie the Poo terms, it is the Tigers and not the Iors 

of the world who embody the spirit of entrepreneurship. 

By the by, Tiger could do better in terms of his 

managerial skills.   
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An entrepreneur has to exude high levels of excitement; 

therefore you must choose your team on the very basis 

of that. Lack of exuberance will make leading a team, 

raising capital, liaising with analysts and winning 

clients over a very difficult undertaking. If exuberance 

is not one of your strongest suits, then by all means – do 

make sure it is compensated for in the form of the right 

entrepreneurial partner.  

 

Or, in the words of Avraham Halfi,  

"With naught but a patch of sky in hand 

 I would go through life  

 Cross the sea I would, with my own two feet 

 With naught but a patch of sky in hand." 

 

An entrepreneur must have "a patch of sky in hand", as 

well as a dream and some truly magical, infectious 

enthusiasm. There is a proverb that goes, "married life 

is hard enough, even when you start it with love". One 

can paraphrase that the entrepreneurial path is hard 

enough even when entered into with the outmost energy 

and excitement. This energy will be very much needed 

in order to create change and overcome challenges. It is 

also important to refuel that energy by celebrating the 

small triumphs and by adding energetic, motivated 

people to the team.  
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Personality Disorder 

 

While entrepreneurship is not (yet) listed as a 

personality disorder on the DSM-IVTM list, one could 

strongly argue that it ought to be. There will be several 

scenarios where an entrepreneur's personality may be 

prone to certain extremities; from megalomaniac 

ambitions and an obsession for detail, to slight paranoid 

tendencies, a warped sense of perception of event 

probabilities and wild mood swings, to name but a few 

traits. This does not prevent most entrepreneurs to 

function in society and occasionally even do so 

extremely well.  

 

There are entrepreneurs that whilst looking at the 

following Rorschach Test will actually envision a new 

product.  
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Entrepreneurship is not so much about being smart 

as it is about having street smarts.  

 

Daniel Goleman, author of the book, Emotional 

Intelligence, attempted to measure just how big a role a 

person's IQ plays in their career success. His 

conclusions suggested a very meagre role indeed, no 

higher than four to ten percent.  

 

In reality, one cannot become a good entrepreneur 

without some mixing of both the right and left side of 

one's brain. With the left hemisphere manning logic, 

sequencing, literality and one's analytical abilities, and 

the right one helming our synthesising and 

contextualising prowess, one's emotional 

expressiveness and ability to look at 'the big picture,' 

put the two together and what you get is a formidable, 

business-savvy machine. 

 

Going into entrepreneurship one should be willing to 

fail. Armed with a good sense of humour, occasionally 

aimed at oneself, you will be able to laugh off a failure. 

Nevertheless, laughter is by far easier when it comes on 

the heels of success.  
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4. Dreams, Ideas and 'Aha! Moments' 
Importance of dreams. Dreams of all sizes. Out of the 

box. Having no box. Letting go of conventions. Shake 

that tree. Patents.  

 

"I have a dream!" are the four words for which Dr. 

Martin Luther King will forever be remembered by. 

 

   

 

 

 

 

 

 

 

 

 

 

 

 

 

Having a dream is next to meaningless unless you break 

it down; go public with it; include people in on it; 

influence those who do not yet share it with you – and 

of course, try your damn hardest to make it happen. 

It was not Dr. King's dream but rather, his ability to plot 

it out: to organise, to lecture and to ultimately, translate 

it into action which made all the difference. Execution 

of one's dreams is undoubtedly the hardest part.  
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Success = Dream + Partners + Supporters + Action plan 

+ Persistence + Luck 

 

To make a prairie, it takes a clover and one bee; 

One clover, and a bee, 

And reverie. 

The reverie alone will do 

If bees are few. 

      (Emily Dickinson, Complete Poems, 1924) 

 

It all starts with a dream. Allow yourselves to escape 

that which is mundane and conventional. Imagination is 

the first tool en route to creating a new reality. 

  

 

Aha Moment! 

 

How do you make four, equal-sided triangles out of six 

matches?  

 

 

 

 

 

 

 

Take few minutes to play around with this question. 

It takes an "Aha! moment" to solve this one. Once you 

have realised that they do not have to be at one plane, it 
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truly becomes an easy one. A triangular pyramid is the 

answer. It is not easy to come to simple solutions when 

you have to let go of a hunch or a thought pattern which 

felt truly intuitive. A creative insight or an "Aha! 

moment" is very much called for in these situations.  

 

 
 
 
  

  

 
 

 

 

Edwin Abbott's 1884 novel, Flatland: A Romance of 

Many Dimensions, describes a two-dimensional world 

(Flatland) that is visited by a 3D object. He walks us 

through the thought process of a two dimensional 

creature's understanding of the new situation via an 

analytical process. The novel also argues that additional 

dimensions may also exist, that we, three- dimensional 

creatures are not aware of. This is a truly great 

inspiration, allowing us to realise that life is indeed 

multi-dimensional, and that if we are looking at 

something from a certain perspective, we may very 

well be blind to any other. If you try to solve an 

emotional problem in a rational way, the solution might 

appear lacking. If you have a problem with customer 

care that is the result of an actual technical problem 
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with your product, then making improvements to the 

call center simply will not cut it. Life and 

entrepreneurship are multi-dimensional. This adds to 

the challenge but appropriately, also to the fun.  

 
Many Haiku poems (a Japanese form of poetry, 

condensed into 17 syllables) feature a revelatory 

moment of inspiration. They are the literary equivalent 

of "Aha! moments". A relevant  example would be the 

classical poem by 17th century poet Basho) 松尾芭蕉( 

 

"With plum blossom scent,  

this sudden sun emerges  

along a mountain trail" 

 

Moments such as that, are all around us, and can lead us 

to an epiphany or an understanding of what can be done 

differently; how we might look at things from a new 

perspective, implement one solution onto several 

scenarios, make sense of and grab certain opportunities, 

etc.  

 

Now onto a quiz: How do you bypass all points, using 

all four connected lines without lifting your hand up 

from the paper? 

 

 

 

 

Hint – step out of the conventional square. 
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The "official" solution: 

 

 

 

 

 

 

 

Or you can always just opt for the thick enough line…  

 

 

 

 

 

 

I hear some of you saying "That's not fair. You've gone 

and changed the rules…" Well, to that I can only say 

that "changing the rules is what entrepreneurship is all 

about." Much like Alexander the Great's attempt at 

untying the Gordian Knot, sometimes you just need to 

slice the proverbial?  knot in half with a single sword 

strike.  

 

An "Aha! moment" does not have to be of rocket 

science proportions. It is often the result of one's 

intuition or the simple thing someone has said or done. 

Let us look at the wonderful example of online shoe 

retailer Zappos.com. Everyone agrees that service is 

important, but when the folks at Zappos tell the world 

how, "We want Zappos.com to be known as a service 
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company that happens to sell shoes" – they announce to 

anyone and everyone listening that they mean business. 

And when the company does actually deliver and offers 

outstanding service, the world is instantly at their feet 

(pardon the pun). Taking the notion that "service sells" 

onto a whole new, higher level of capabilities and 

know-how will give you a huge competitive edge. In 

Zappos' case, it was translated in effect to over a billion 

dollars in revenue per annum, within a decade.     

 
 
At the end of the day, it will be the innovative "Aha 

Moments" that will lead to non-linear growth within 

one's business. You cannot sit and wait for such 

moments, however; make sure you always stay attuned 

so that you not miss such any opportunities for these 

nonlinear leaps.  

 

 

 

 

 

 

 

 

 

 

 

 

Where do the good, new ideas come from? 



]27[ 
 

First and foremost, new ideas come in when you make 

room for them by letting go of the old ones that have 

only gotten you so far. It is fairly easy to let go of an 

idea that did not work out or rather, was only partially 

successful. The hard part is letting go of things that did 

work out well and even led to success. Why let go of 

them at all? Any number of reasons: the changing 

times, loss of edge and relevance, or simply that 

everyone has already taken to using the ideas and 

products so that there really is no competitive edge 

anymore. You want to be driving and looking ahead; 

not into the rearview mirror. There is another important 

reason to let go of one's comfort zones. Sometimes you 

have to descend from a local maximum, in order to 

ascend to a global one. You climb down from what was 

the top of a great achievement in order to look for a 

higher mountain to conquer.  
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Positive attitude and an optimistic mindset are essential 

to coming up with new ideas. At times, it will be the 

experienced people who will lose that optimism and   

declare that this idea "will never work" as opposed to 

trying to see "how to make it work".  

New ideas come from a meeting of things that are 

different. Creativity is born out of the unlikeliest of 

unions. The best way to maximise differences within a 

group is by mixing ages, cultures, and disciplines 

together. It is also important to encourage the 

differences in thinking between different team 

members. Make sure that you do not follow the 

example of the Japanese proverb "The Nail That Sticks 

Out Gets Hammered". 

Failure is the only prelude to success. Only the BIG 

failure can be the precursor to your BIG success. Screw 

up. Get up. Dust yourself off, quickly, and try again 

 

Looking for ideas is much easier when you are an 

expert within your field. Having said that, too much 

knowledge tends to keep us on the road most travelled 

by. Consult other people. Their ideas could be your pot 

of gold. Free your mind. Read Sci-Fi books, watch a 

comedy, have a glass of wine, or engage in other 

activities that further increase your mental flexibility. 

Browse through many interesting ideas before 

focussing on the one. Remember that often, being good 

is preferable to being too original. Originality is a tool 

not a mean. If don‘t want to have an analytical exercise, 
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you must look at ideas parallel to listening to 

stakeholders' needs. 

 

Don‘t wait for an apple to fall on your head – shake the 

bloody tree! 

 

 

 

 

 

 

 

 

An idea is a mere five percent of the whole story 

With all due respect to ideas, much to the misfortune of 

many entrepreneurs, a great idea is merely five percent 

of the journey towards success. Take Dropbox for 

instance; a file hosting service which offers cloud 

storage and synchronization;, , by no means an 

innovative idea – however, a phenomenal success 

owing to superb execution. The founder, Drew 
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Houston, in an MIT lecture, describes the skeptical 

reactions of investors due to the many previous 

attempts at launching similar ventures. To those he 

replied, "If you are not using those services, it is a sign 

that they did not do a good job". This is a very inspiring 

approach indeed. In the spirit of the movie Field of 

Dreams one might say "Build it WELL and they will 

come!" 

Dropbox launched a simpler service with a cleaner 

design and viral marketing elements. It took the market 

by storm. They moved from one million users in April 

2009 to 25 million by April 2011, and 100 million users 

by November 2012. Judging by this exponential 

growth, they must have done something right. Yes, 

some of it was innovation, but the majority of it was 

just great execution.  

Execution was the key element in Zappos's case as 

well. The idea of two-way, super quick free shipping 

i.e. to and from the customer's home (in case they 

wanted to return an item), and is indeed a reasonable 

enough idea. However, in order to stand out; a company 

must take that idea and develop outstanding logistic 

capabilities around it. This development is the real 

challenge and also a company's real competitive edge, 

should it get it right. The idea is merely the compass 

that gave you directions. It's heading in that direction 
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and eventually arriving at your destination that is the 

actual trophy.  

Many years ago, the CEO of Nokia is said to have 

asked his teams if they knew why women do not use 

mobile phones as much as men do. His marketing 

people offered an observation that women want a small 

mobile phone that does not have an outside antenna. 

When this was taken up with Engineering, they then 

explained why reception is better the bigger and phone 

is, and when the antenna is external. This is a great 

example of the sub cultural clash between R&D and 

Marketing. I have some difficult news for you R&D 

folk, marketing is king as they represent the divine will 

of customers. Much to Nokia's great fortune, marketing 

won that debate. After some iterations and hard work, a 

new, smaller phone with an internal antenna was 

launched by Nokia. And guess what? It was an instant, 

outstanding marketing hit amongst women. Again, in 

this case, making an observation is only five percent of 

the success story. In many companies,   a 

thumbs-down from R&D would have killed that move. 

It is the persistence at the heart of taking an important 

observation and turning it into a great product that leads 

to success.  
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Patent Protection 

Not all ideas are eligible for patent application. Not all 

patent applications are granted. Not every idea that can 

be patented should be, as you would be disclosing 

information which you might otherwise want to keep 

confidential. This is a rather complex field that requires 

some professional consultation. Do bear in mind 

though that patent attorneys, like any other 

professionals, are biased and will also speak out of 

their own interests. Patent attorneys may actually think 

that patents are important; however, they also need to 

make a living out of providing the services that they do. 

This is not to say that they are not right in a lot of cases. 

There are companies for which patent protection is 

utterly critical and highly essential for any future 

dialogue with customers, competitors, partners and 

potential acquirers. That said, for many other 

companies, patent registration is no more than an act of 

sheer ego-stroking no business value whatsoever.  

The world of patents is full of ideas whose creators 

thought them highly valuable to protect. For example, 

look at the case of the Elephant-shaped house. A patent 

application had been submitted for this important 

invention, and was subsequently granted. Having said 

that, the fact that no other versions or "knock-offs" of 

the same building have emerged since, should not be 
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attributed as much to the value of patent protection than 

to that of the actual idea.    

 

                           
`  

Another example here is an application (also granted) 

for moose-horn-shaped sunglasses with advertising 

space on top.  

A moose's horn-shaped advert is a pretty crazy idea.  
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This crazy idea also probably ended up generating zero 

income to whoever went through the effort of patenting 

it in the first place. On the flipside, take the windscreen 

sunshade. Someone actually had an idea to place a 

piece of folding cardboard inside a vehicle over its 

dashboard, featuring images or some sort of 

advertising. Whoever came up with that idea way back 

in 1978 also went to the great effort of patenting it in 

many countries and has since been enjoying 

considerable royalties – a fortune made out of a simple 

yet useful idea.   

 

 

 

  

http://tzxinwei.en.alibaba.com/product/50120922/50551764/Car_Sunshades/Sunshade/showimg.html
http://tzxinwei.en.alibaba.com/product/50120922/50551764/Car_Sunshades/Sunshade/showimg.html
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5. Explore the Idea: Will it Make a 
Difference? 

"I have a great idea". Implemenmtable and useful. 

Timing an idea. Contrary but right. When and when not 

to take criticism. Blind spots.  

 

Implementable and Useful 

 

There are many attractive ideas out there, and naturally, 

twice as many which are not. An attractive idea is an 

idea that is intriguing, creative, colourful, different, or 

inspiring. Playing with attractive ideas is like plying 

with toys – It is an all-round good and educational 

experience. A great idea on the other hand, is an 

attractive idea that is also implementable, useful and 

can have an impact on people.  

 

Many years ago, I remember how I would come up to 

my boss and say, "I've got a great idea," to which his 

reply would be, "Let me help you with that heavy load 

and carry some of the burden – you will tell me the idea 

and I will tell you if it is great." Now, in many 

instances, bosses are not necessarily is a better position 

to tell you whether an idea is great. However, my lesson 

was and remains that it is essential that one must not 

think within a void. Much like with the human eye, we 

all have a blind spot when it comes to looking at our 

ideas, and therefore, we tend to miss out on certain 

elements, both good and bad, that we surely would have 

spotted in any else's idea.  
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Seek out other people's wisdom. Share your idea with 

them but choose what take with you from their reaction. 

Bear in mind that novelty tends to bring out resentment. 

That said, consider that there might actually be merit to 

this resentment. 

 

A great idea is an idea that took off 

 

Now, that is a bit of a tautology and kind of stating the 

obvious, if we are being honest. It is almost the 

equivalent of saying that a great idea is an idea which is 

great. In reality, how in the hell can you know if an idea 

is going to succeed? Many ideas may look or sound 

great but never do materialise.  

 

In 1995, I had a meeting with the CEO of Swatch, 

Nicolas Hayek, and also, with Senior Managers of 

Solomon Ski came into that meeting, knowing 

something that they did not. The internet was about to 

revolutionise commerce as we knew it. I came to them 

with the idea of adding Mass Customisation to their 

manufacturing lines, pitching to them how each user 
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could change/create a design for their own watch or 

Ski. Using online systems, you can order a unique Ski 

or Swatch based on the image and design you have 

created. That design was to be sent to them using an 

online app. The unique text, image or design would be 

incorporated into the production line and sent to the 

customer via FedEx the next day. And while it would 

require that some development be done on user 

application, order management, manufacturing lines 

and order tracing to name but a few domains, it would 

ultimately allow the company to uniquely and 

individually address their customer's every need. They 

did not buy the idea. Almost twenty years later, 

although the idea remains pretty darn cool to this day, 

mass customisation in the world of manufacturing is 

virtually non-existent. Yes, I know that off the top of 

your heads, you can think of several other 

counter-examples for mass-customisation success 

stories right now. So can I. However, when a theory 

always ends up using the same, limited set of examples 

to support itself, then it probably is wrong.  

 

Why did 'Mass Cass' in manufacturing never take 

off? 

 

One possible reason could be that it may have been 

"nearly there" but ultimately, still "not quite," as is the 

case with many of those ideas that take a very long time 

to fully materialise and take off. Touchscreens are such 

an interesting case. For over 20 years, they remained as 
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a technology, marginal at best. Then, along came the 

iPhones and the rest is history. Nowadays, you see 

three-year-old kids swiping on regular screens and 

looking genuinely baffled when nothing happens. The 

technology by now has completely crossed over to the 

mainstream.  

 

Another example which is somewhat more relevant to 

the world of mass customisation is the 

three-dimensional printer. This idea was born in the 

'80s with the initial result being massive, bulky printers. 

Only nowadays, the product has started becoming more 

affordable and subsequently, began taking off.  

 

While I would love to think that it is only a matter of 

time before I am able to order my personalised Swatch 

or Ski, I have to consider that manufacturers may find it 

all to be too complex and that customers may not be 

looking for that individual touch after all.  

 

In the wonderful Monty Python film, Life of Brian, 

there is a great scene where Brian has the following 

exchange with his audience of listeners.   

Brian: "You are all individuals." 

The crowd in unison: "We are all individuals." 

Brian: "You are all unique." 

Crowd: "We are all unique." 

One guy: "I’m not." 

 

It is entirely plausible that customers are not looking for 
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that extra touch. A good example would be video 

conferencing. After so many years, and in spite of the 

fact that using it nowadays from whatever device costs 

next to nothing, the total percentage of video calls made 

is basically next to nothing 

 

Why have some of the great ideas taken off whereas 

others were dead on arrival? It all goes back to the 

question of what people need and want. Naturally, 

articulating one complex question, only to then 

intertwine it in an even more complicated one, does not 

make finding an answer any easier… 

 

Some great ideas are non-mainstream and indie and 

may lead to objection 

 

Some great ideas are not mainstream by nature. An idea 

of a contrary nature will most likely lead to some 

degree of resentment at first.  Who on Earth could 

possibly have conceived of a white phone?! Or a 

camera phone for that matter? See how quickly we 

went from prophecies of "this camera phone thing will 

never work" to not even being able to imagine going 

without one today.  

 

More Importantly – "The right kind of Indie" / 

Controversial but right! 

 

Being non-conformist and sometimes anti-mainstream 

is a necessary, but not always a sufficient pre-requisite 
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for having a great, innovative idea.  

Doing things in a different way, is the only way you 

will outperform and outdo others. The problem is, that 

those in and of the consensus are usually right. There is 

a reason why everybody is doing some things a certain 

way. This kind of pattern is usually the result of many 

trials and errors that have led to good enough solutions. 

This means that you have the job of finding and seizing 

those instances where consensus is actually missing 

something, in a way that allows you to swiftly 

recognise an opportunity and act quickly and 

efficiently.  

There is a joke about a guy who is driving in his car and 

his wife calls him along the way to tell him how on the 

news, it has been said that there is a mad man driving on 

the motorway against traffic. The guy then replied, 

"one man?! There are thousands of them!" 

 

 

 

 

 

 

 

 

 

 

Make sure that when you go the non-conventional 

route, you are also right about your instincts, as 

opposed to just driving into oncoming traffic. For truly 
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great ventures, a separate lane will be built over time.  

Now, to backtrack to the question of "who in the hell 

would buy a white mobile phone with a touch screen?" 

– In answering it, the burden of proof is on you to show 

that everybody will, with the right design and 

marketing". 

 

A Dream that others can relate to 

 

When you have a dream, ask yourself, "is it of interest 

to anyone other than myself?" There is a philosophical 

question that goes, "If a tree falls in the forest and no 

one is around to hear it, does it make a sound?" Well, in 

entrepreneurship, it is pretty much the same deal. If no 

one was around you - you did not have any impact. If 

your dream and your story do not impact people's 

imagination, and later, their consumption habits, 

day-to-day behaviour or overall lives, then they are, 

sadly, of no merit. The buzzing of a crowd during a live 

gig is every bit as important as the actual music played. 

Entrepreneurship is created at the meeting place of your 

ideas and their audience. 

 

As the world continues to become more complex and 

populated with products and services, there is growing 

struggle for grabbing and maintaining one's attention. 

You must be different. As Seth Goddin has said in his 

remarkable book, Purple Cow, "you are either 

remarkable or invisible" illustrating his point with an 

analogy of a purple cow that sticks out amongst the 
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other cows.  Bring a different story that people care 

about. As you go along, refine it according to its needs. 

. Make sure your cow sticks out. Ford once said, "You 

can have your car any colour as long as it's black". 

Goddin meanwhile, would probably have said, 

"Anything but black." To this one might add, "Have 

your cow be both colourful and producing lots of milk".  

 

Timing an idea 

 

Victor Hugo once said, "Greater than the tread of 

mighty armies is an idea whose time has come." When 

the time is right, amazing things start to happen. 

Friendster was there six years before Facebook; 

VocalTech provided Voice Over IP services eight years 

before Skype; the computer mouse was invented 18 

years before Steve Jobs adopted it for personal 

computing uses use. Ideas are meaningless if they're not 

in synch with the market. As Yaron Soffer, an inspiring 

entrepreneur put it, "You need three ingredients for 

starting a fire: burning material, a match and oxygen. The 

market is the burning material. The capabilities are the 

oxygen and the idea or novelty is the match to spark it all 

up." If the market is not there - there is no flammable 

material to start a fire with. 

  

Timing of an idea is akin to timing in surfing. You 

would like to have your startup all set up and running 

ahead of the oncoming market wave and start 

swimming before it has hit the shores. However, you do 
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not want to spend hours upon hours, aimlessly floating 

about in the water, and waiting for that wave to come, 

or rather, swimming in a still, wave-free sea. 

 

 

 

 

 

 

 

 

 

 

Don't think in a void – listen to the world. 

 

Henry Ford once said, "Had I asked my customers what 

they want, they would have said a faster horse". Indeed, 

especially when dealing with very innovative ideas, 

listening to your target demographic, can be 

misleading. That said, writing off consumer reactions 

and saying that "they just don‘t get it ", can be every bit 

as risky. As your success is determined to a great extent 

by external factors, if you wish to understand these 

factors and manoeuvre your business accordingly, then 

listening becomes the single-most important quality to 

possess. After all, if you don't listen, how can you then 

write off what you have been told and do your own 

thing anyway?  It is not about what people think they 

want and need, but rather what they really want and 

need. "Listening," in this context, essentially means, 
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remaining ever-observant and ever-attentive to outside 

signals you are given by early adopters and potential 

customers. Those could be anything like vocal opinions 

explicit actions, implicit gestures, subtext, body 

language, etc.   

 

Listen to the market; to your competition; to the old; the 

young; the investors; workers; anyone essentially, who 

is willing to talk to you or give you a sign of life about 

your idea. When we listen we are making an effort to 

understand people; the same people who will 

eventually influence the venture's success.  
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Here is a poem. A people's poem; 

Of what they think, and what they desire, 

And what they think they desire; 

Outside of that, far and few things 

In this world, 

Are worthy of our interest. 

  
An Opening to a Poem, Nathan Zach – from Different 

Poems 
  

 

Great Idea! 

 

Just how great is your "great idea?" 

 

Get as much outside feedback and opinions as possible 

– keeping an idea a secret is a guaranteed recipe for 

failure. Being your own adviser, consultant and control 

group is pretty much the equivalent of being a software 

developer who does their own Quality Assurance. 

While the developer certainly does know the product 

best, an additional set of outside eyes is an essential 

form of sanity check for you. Knowledge comes with 

experience; consult with those who have that 

experience from similar situations. How sharp is your 

intuition when it comes to teen consumer behaviour in 

Japan? Data centre priorities in Banks? French cable 

operator requirements? Intuition is the product, if not to 

say, reward that comes out of having gained a lot of 

experience. Be sure to have experienced people around 
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you. Keep them engaged as employees or consultants. 

Do not be overly critical when you come up with ideas. 

This is the time to invite innovation in. Be über-critical 

when you examine them. 

 

How important is a great idea? 

 

Although I have previously quoted the proverb which 

said that "nothing is as strong as an idea whose time is 

right," I would now also like to add that "nothing is as 

dangerous as a proverb that sounds right!"  

 

An idea makes up for no more than five percent of your 

potential success, with its execution and the people who 

will get you there, ranking way ahead on the priority 

list. One of the forefathers of modern venture capital, 

General Doroit, who had invested in Intel in 1965 and 

did reasonably well on that investment, recommended 

that one back "an A-Quality person with a B-Quality 

project, but not the other way round." Thesis and 

practice have shown that a Grade A team will tweak 

and adjust the idea over time, modifying the plan along 

the way, while a lesser team will miss out on seizing 

even the great opportunities. Understanding that the 

quality of the team is the most important indicator of a 

venture's potential success should urge you towards 

recruitment and training for excellence.   
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Few examples of great ideas you would have 

expected would take the world by storm 

 

Global Satellite Systems – The plan: offering global 

telephone and data coverage using satellite technology. 

Several projects, including Globalstar and Iridium were 

backed by blue chip companies and raised over $5B 

each; a big mistake. Huge!  

 

Video Telephone – Bell System put its Video 

Telephone into limited commercial use in 1964. In 

1992, the company amped-up its marketing efforts with 

the Videophone 2500 – a full-colour version that would 

be integrated over standard landlines at an initial cost of 

$1500. After 40 years and although nowadays, the 

market is overrun with affordable webcams, video 

conferencing never did take off.  

 

Now, unlike the abovementioned ideas, an example of 

an idea that took its sweet time to materialise but 

eventually took the world by storm is mobile telephony.  

 

Mobile Phone – In 1946, AT&T Labs developed car 

phones and thus, the first ever mobile telephone call 

was made. The idea was initially unable to take off due 

to technical reasons as calls would cut off once you 

have reached the limit of a cell. In 1983, almost 40 

years later, AT&T Labs came up with the 

groundbreaking idea of automatically switching 

between wireless communication-cells, as the callers 
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moved from one onto another. Nowadays, over a billion 

mobile phones are sold per annum.  

 

In conclusion: while some innovations never did take 

off, others went on to become bigger than anyone could 

ever have anticipated. They just needed some further 

development, a breakthrough and some time to 

materialise. 

 

Innovations and Revolutions – Based on Needs 

 

When searching for the next revolutionary novelty, one 

must begin this thousand-mile march with baby steps, 

looking for preliminary small trophies. It is very useful 

to have a "Northern Star" to look up at and turn to for 

guidance, nevertheless, whilst still allowing for things 

to grow with smaller and feasible, milestone goals set. 

Some revolutions take longer, whereas others just never 

happen. When a delay occurs, you need to establish 

which of the above scenarios you are actually facing 

here, and that is by no means an easy task. 

Entrepreneurs always think that it is just a matter of 

time. Try to delve deeper into understanding the 

reasons behind the delay. The main impetus is 

ultimately consumer needs and wants. However, 

identifying and pinpointing those needs is anything but 

trivial.  

 

As previously mentioned, videophones and 

video-conferencing, a novelty that had struggled for 40 
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years to take off since its 1964 inception, never did take 

off. A main reason for this novelty's failure to pick up is 

that most people would rather remain unseen. The 

technology was looking for a market that simply was 

not there. Global Satellite Systems (GSS) introduced 

worldwide satellite telephony. Billions were invested 

by Iridium and Globalstar, yet cellular coverage ended 

up being good enough if not more so. The project was 

subsequently delayed and by the time it was up and 

running, mobile phones' market infiltration had far 

exceeded anyone's wildest expectations. Then, there 

was also the mild issue of GSS's technology not 

working indoors. Having said that, Mobile telephony 

did go on to become a major success as having a 

telephone that is on the move as you are,  is in fact, a 

genuine, actual need.  

 

Bessemer Venture Partners – Anti Portfolio 

 

One of the leading venture capital funds in the world, 

Bessemer, keep what they call an "anti-portfolio" list 

on their website. This is a list of great investment 

opportunities they had missed out on. Such a list is truly 

a great idea to help keep one humbled and open 

minded. Here are some select titbits of what they had 

said about the following: 

 

eBay – "Stamps? Coins? Comic books? You've GOT to 

be kidding, a no-brainer pass" Was the reaction to a 

startup that ended up becoming a leading e-commerce 
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platform with over a 70 billion dollar market cap.  

 

Check Point – In 1994, Gil Schwed pitched his idea to 

BVP and Managing Partner David Cowan, who then 

predicted that Gil would never make it to distribution in 

the US. The following year, Check Point sealed a huge 

OEM deal with Sun and reached $25M in sales of 

firewall software. As of 2012, their market 

capitalisation stands on $10 Billion with revenues of 

over $1.2B. 

 

Google – A college friend of Cowan's rented out her 

garage to Sergey and Larry during their first year of 

their Google venture. She even tried to introduce 

Cowan to "these two really smart Stanford students 

writing a search engine." Students? A new search 

engine? In the most defining moment on Bessemer's 

anti-portfolio, Cowan then asked his friend, "How can I 

get out of this house without going anywhere near your 

garage?" 

 

It takes real character and lots of self-confidence to go 

public with an anti-portfolio list such as this. Bessemer 

is an outstanding fund with an outstanding track record. 

Such confidence can only come from having had a 

significant amount of success stories.  

 

In 2008, I had a meeting with Roni Zehavi, the 

entrepreneur behind Contendo, an early-stage startup 

aiming to compete with Akamai. The company entered 
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this very tough market with neither an experienced 

CEO nor a prototype. Moreover, they were aiming to 

raise 5 million dollars at first round. Not only did they 

pull that off within two weeks after that meeting, they 

raised their funding from none other than Sequoia; one 

of the world's leading VC funds. Four years later, the 

company was sold for $268M to Akamai allowing it all 

to come full circle. When I want to work on my 

modesty and remember that I do not have a crystal ball, 

I make sure to recall this early stage meeting.  

 

Critical – but not too critical 

 

Allow little blossoms to grow into flowers and turn to 

fruit. One can kill any great idea with criticism. Like 

with any great show, you must suspend disbelief and 

delay your criticism at the initial stages. Perhaps the 

idea is great, and while there may have been a certain 

flaw to it, overcoming that flaw might be the very thing 

that will propel it to success. The great Leonard Cohen 

said, "There is a crack in everything – that‘s how the 

light comes in." We are looking for a good enough 

'Wow moment,' not the 'perfect wow', and it is 

important not to kill that moment with too much 

criticism.     

 

Interesting fields to launch a company into 

 

What potentially interesting fields could you set up 

your venture in? My answer would be any field that you 
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have a true, all-round understanding of, and which you 

enter into, armed with an innovative and unique 

solution, applicable to large scale market needs (and 

occasionally, "market wants").  

 

Be wary of trendy, hyped fields. While it is always 

easier to go with the flow as opposed to against the tide 

– the hyped fields are very crowded spaces that call for 

that much harder work towards excelling. Moreover, if 

the hype is not lived up to, your fall from that greater a 

height, stands to be that much more painful.  

 

If the field is hyped, you have the following options 

at your disposal: avoid that place as it is too crowded, 

be first on the scene, be different, be the best, be the last 

one standing, create the best image, or better yet, be 

some, if not all of the above. At any case, remaining 

aware of the fact that you are in a very much hyped 

field is important.  
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6. Initial Cost of Participation –The 
Cost of Doing Business 

 

Buy the damn ticket! Room of One's Own. Sharing 

Ideas. Committed, not Involved. Writing as a 

crystalising process  

 

There is this Yiddish joke where a guy who is praying 

to God says, "God! I'd love to win the lottery. How I‘d 

love to win the lottery!" After a month of habitual 

praying, the guy suddenly hears this booming voice 

which says, "Alright, already! I would have answered 

your prayer a long time ago, but buy the damn ticket 

first!" 

 

I cannot assure you that if you buy the ticket, you will 

win. I can however, guarantee, that if you do not buy it, 

you will definitely be out of the game. There are few 

basic actions that you must take in order to be taken 

even remotely seriously. Consider those the equivalent 

of an admission fee. 

 

A Room of One's Own 

 

"A woman must have money and a room of her own if 

she is to write," said Virginia Woolf in 1929. What 

great advice this was and remains for entrepreneurs as 

well. 

 

One needs to literally make room for entrepreneurship, 



]54[ 
 

as well as time and enough head space. It starts with 

location.  

 

A home environment with children running about is 

less than ideal. Cafes and pubs are not the perfect 

meeting places. Find a place where you can put a desk 

to call your own; this coveted space can be that spare 

room your lawyer friend has offered you; it can be 

some inexpensive office space or even that good old 

fashioned garage.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Set a daily, fixed time to work. Now, I must admit; I 

truly dislike the term "moonlighting", originally coined 

by people working steady jobs, to describe the ventures 
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they were working on in their free time. Have you ever 

succeeded in doing anything under moon lighting, short 

of lovemaking, to your satisfaction? Entrepreneurship 

is a hard enough task even if you have given it your full 

time and attention. Finally, it takes one's full, undivided 

attention. You must get out of bed in the morning and 

rest your head on the pillow at night with nothing but 

that idea in your thoughts.  

 

Yes, I know; easier said than done, you have a day job, 

need the money, and have a million other constraints. 

Fair enough. Start with baby steps: take the week off to 

work solely on your idea. Take Fridays off and spend 

them on your venture. Twice a week, get out of the 

office at 3pm and work on your idea until midnight. 

However, understand this:  at the end of the day, 

unless you are fully immersed in your venture it most 

likely will not take off; sad but true.  

 

Have you ticked the room of one's own box, then? 

Cleared some of your schedule as well? Brilliant! Now, 

here is what's next on your to-do list:  a website, 

business cards and company registration. If you are 

asking yourself, "Is that really important?" the answer 

is 'Yes!' All of the above have their practical value; 

however, every bit as important is their declarative one 

too.  
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Don't be overly secretive – overprotected ideas die… 

 

When you present a new idea, you must not be afraid of 

the prospect of it being stolen. It is more likely that you 

will have to put up a hell of a fight in order to get people 

to follow it. Without sharing ideas and plans with 

others, you limit your ability to learn and fine tune your 

venture tremendously.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Commitment 

 

"On a plate of ham and eggs, the chicken is involved, 

but the pig is committed…". Entrepreneurs must be 

committed and have "skin in the game"! 
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When Spanish Conquistador, Hernando Cortez, landed 

in Mexico in 1519, one of the first orders he gave his 

men was that they burn down the ships. This was a true 

act of commitment which made sure that there was 

absolutely no way back. 

 

Sikorsky, one of the pioneers behind the advent of 

helicopters, used to say that in his days things were 

better as people used to fly their own creations. This 

way, both the bad designs and their bad designers were 

sure to disappear. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

In the early days of the lift, Mr. Otis needed to cut the 

rope whilst still inside the lift, so as to demonstrate to 

people that its breaks were absolutely safe. 
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I do not believe it to be a coincidence that Otis is 

currently in control of over 20 percent of the world's lift 

market. With my first venture (in my defence, I was 27 

at the time), I came up to a savvy businessman who was 

the grandfather of a dear friend of mine, and proudly 

announced before him how I had managed to pull it all 

off, whilst doing other things simultaneously. From the 

height of his experience, he looked at me with his 

clever, learned eyes and asked, "Have you ever seen 

anyone swimming with one leg inside the pool and the 

other, still ashore?" 

So right was he. Get on board your own ship!  

 

Write down your ideas! 

 

Writing crystallises the mind and brings about a sense 

of commitment. It forces you to move from the 

daydream to the detailed plan. After reading what you 

have come up with (and letting others read it too), make 

it your goal to locate what you believe is the weakest 

link in your idea or plan – Once you have done that, 

focus all of your efforts on that weak spot. Just like 

when you are having a massage, stay right on that painful 

spot until you've unknotted it. Your plan should read like 

a good book; coherent, convincing, and with a super 

satisfying conclusion. If it does not, then, your idea has 

still yet to ripen, and you will find it hard to get others to 

come on the bandwagon with you. 
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While we are all and always "in the dark" about the 

future, avoid an anarchistic/nihilistic mindset 

 

Anarchy is great when you are at the idea conception 

phase - "Free your mind, and the rest will follow," 

right? Well, many entrepreneurs believe that even after 

the idea stage, they are unable to predict anything as 

their ideas or ventures are, naturally, different to 

anything else that is currently out there, in the world. 

That is a wrong, harmful mindset to be in. There are 

always good analogies to turn to for education and for 

the valuable lesson or two. As Mark Twain once said, 

"History does not repeat itself, but it rhymes." You can 

(and should) try to make intelligent, educated 

predications about the future!   

 

If there is not one standout analogy that seems 

appropriate, then perhaps consider breaking it up into 

several analogies. Your technology could somewhat be 

similar to X, while your marketing efforts are similar to 

Y, whereas your competitive state is a lot like Z. Your 

predictions and plans may be wrong and you might 

have to adjust and revise along the way. However, 

make sure to give your best possible effort towards 

assessing what might lie ahead. If you do not have the 

crystal ball – just buy or borrow one from those who 

have already used it before or are currently in 

possession of one.  
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7. Build a Great Team and a Solid 
Group of Advisors 

 

Hire bigger players than ourselves. A push towards 

excellence. The importance of diversity within the 

group. . 

 

Whenever a new O&M Head of Office was appointed, 

Ogilvy would give them a Matryoshka doll. When they 

would open it and take it apart, inside the smallest doll 

there was a note that read, "If each of us hires people 

who are smaller than we are, we shall become a 

company of dwarves. But if each of us hires people who 

are bigger than we are, we shall become a company of 

giants." 
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If you can bring outstanding people into your team, it is 

a shortcut towards infusing your company with truly 

amazing capabilities. Working with outstanding 

people, is by no means a given. You must give those 

deserving, their dues, be they financial or emotional, 

and the well earned recognition of their talent and 

contribution.  

 

It is important to keep in mind that a contributing, 

outstanding team member cannot be replaced by three 

mediocre ones. The rules are binary. The rules are 

cruel. Nobody gets any medals for trying.  

 

According to a great proverb, "leadership is getting 

outstanding results with ordinary people". Yes, 

educating and pushing towards excellence is important. 

However, having a truly great team from day one, 

allows you to make some truly great magic, with 

outstanding results becoming so much easier to achieve 

and that much more probable.  

 

 

Diversity within a group 

 

People tend to team up with those most akin to them. 

Entrepreneurs are people. Therefore entrepreneurs tend 

to team up with others, cut from a similar cloth. Having 

actual diversity in one's founding group of 

entrepreneurs or partners, and in management teams is 

of paramount importance. Gathering people of various 
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ages and track records; with complementing skill sets, 

different perspectives, and business connections which 

they bring to the table, is a highly valuable and 

worthwhile strategy. Look no further than Apple's 

famous founding team, Steve Jobs and Steve Wozniak. 

Wozniak is a techy, cautious introvert, whereas Jobs 

was an outspoken, marketing-orientated, risk taker. 

Their strengths and powers combined, made for a 

formidable and truly outstanding team.  
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8. Your Working Tools 
Presentations; Executive Summary; Budget and 

Financial Projections; Business Plans are nothing – 

Planning is Everything! 

 

Writing is your best anti-bullshit weapon. When you 

need to write down your ideas and plans, you must, 

sooner or later, move from "hand waving" and 

brainstorming to actual, in-depth detailing. Outlining to 

the "smaller," action-oriented details is every bit as 

important as writing out your overall, broad vision, or 

the "big picture" behind your idea. While the "big 

picture" may be more important to the outside world to 

whom you actually have to sell your idea, the fine print 

and the minute details are what is more important to 

your success.  

 

Your working tools usually include: 

 PowerPoint presentation 

 Executive summary 

 Budget / Financial Projection 

 occasionally, a full Business Plan may be needed 

 

 

What are investors looking for in a business plan? 

 

While planning is important for the entrepreneur and 

the company, in the next couple of pages, we will be 

assuming the point of view of a potential investor, 

seeing how they might look at the information. An 
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outside look is of great importance as it is firstly, a great 

deal less emotionally invested. Moreover, it can offer 

you a genuine, objective assessment of how you 

measure up with the competition. 

 

In general a business plan is like an anti-anxiety pill for 

all parties involved. It aims to address any and all 

unresolved fears and concerns that investors / 

supporters might have. Business plans will usually 

present one with evidence, research and also, customer 

and market indication, suggesting a higher probability 

of the idea's and plan's success (or alternatively, a lesser 

likelihood of failure). Among the things investors look 

for are: 

 

 A solid, highly-experienced management team - 

open-minded, respectful, honest, aggressive, 

hands-on, thoughtful, adaptive, reflective, 

optimistic, hardy, creative, tough... -  yes, I do 

know that some of these qualities often do clash. 

We are all complex people and entrepreneurs, even 

more so.  

 A large, fast-growing potential market. Potential 

is a key element here; pre-FedEx, there was no 

market for same-day delivery; however, the 

potential was huge.  

 Solving a real problem which real people are 

willing pay good money in order to have solved. 

 Acknowledgment of competition and a strategy for 

dealing with it. This is preferably done using unfair 
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advantage, sometimes in technology, sometimes in 

services offered.  

 An articulated business model - bottom-up 

financial projections from detailed assumptions 

including sources of capital, use of cash, revenue 

streams, etc. 

 

A Typical Business Plan Includes: 

 

 Executive summary 

 Industry analysis and market research 

 Product, technology or service, and proof of 

competitive edge 

 Company & Management team (and recruitment 

plans) 

 Sales and Marketing plan 

 Operating plan 

 Development plan 

 Financial plan, including the use of capital raised 

 Critical risks and success factors 

 Schedules, deadlines and benchmarks 

 

A great proverb comes to mind; "Business plans are 

nothing – but planning is everything!" 

 

Business planning is an ongoing process. Know this: 

when looking at older, earlier drafts of your business 

plan, if you are feeling embarrassed, it is a good sign. It 

means you have come a long way. Never delegate the 

preparation of your material onto others. I repeat, never 
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delegate the preparation of your material onto others – 

no matter how much you suffer from the process! It is 

okay to have assistance from others; however, at the 

end of the day, you must take full ownership of the 

process. The "Do It Yourself" approach will force you 

to think through the big issues and come out on top of 

them.  

 

Business plans are much like modern architecture 

(a-la Mies van der Rohe).  

 

"God is in the details",  

"Less is more" and  

"It is better to be good  

         than original" 

 

 

God is in the (small) details: 

 

From an altitude of 10,000ft, all business plans look the 

same. Of course, all entrepreneurs then argue that "this 

is a great market, large and fast-growing; we are better 

than the competition, the team is exceptional and if you 

just give us your money we will take the world by 

storm".  However, when you zoom in on the finer 

details, things start to look different. Some markets are 

great and some, less so. Some have a competitive edge 

whereas with others, the edge is no more than an 

illusion. 
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Less is More 

 

It is so hard to nail down a focused, simple enough yet 

not overly simplistic description of one's venture. In 

business plans, simplicity rocks. However, this short 

description of yours – had better be good! Without this 

very concise and impressive description, busy people 

will not find the time to delve into the finer details of 

your venture.   

 

It is better to be good than original 

 

While there should be an element of originality at the 

heart your venture, with everything else surrounding it, 

avoid trying to reinvent the wheel. The best practices 

within your industry are called "best practices" for a 

reason – they work. Therefore, what is good for 

everyone else, might also be good for you.  

 

Executive summary 

 

An executive summary is far more important than a full 

business plan. A good executive summary should 

convey the full business plan in no more than three 

pages. It takes a lot of work to write a short and good 

synopsis. Make no mistake though: your pitch is not a 

teaser. Some people will read only that and will expect 

to find all of the essentials in your concise and 

convincing executive summary. Charlie Chaplin once 

said, "A good script can be written on the other side of a 
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stamp". My father also used to tell me, "I am sorry that I 

did not have time to write to you a shorter letter." In 

many instances, in order to write three good pages, you 

need to write 15 mediocre ones and then delete 12 in 

brave yet necessary keystroke. 
 

 

 

 

 

One of the interesting qualities of holograms is that if 

you break one, each piece holds the full image 

information. An executive summary needs to be just 

like that. Whilst being very concise and to-the-point, it 

must tell the reader all. Think of it as full business plan 

in three pages. At the end of the reading, your reader 

must have a firm grasp of who you are, what you do, 

what makes what you do differently, which market you 

are part of, why/how do you intend to win the market 

over, how are your planned financials looking, etc. 

Have people who do not know you, your field or your 

plans, read your summary over. If they don't get it – 

then you have only yourself to blame. There are no 

excuses. It is never the reader and always the writer 
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who is responsible for any lack of understanding. Every 

high-end idea can be explained in a simple yet not 

overly- simplistic way.  

 

Out of all the things in a business plan – Market is the 

toughest to analyse and by far, the most important. You 

must become the master of your sandpit. Know every 

kid on the block and their toys. Solid market knowledge 

starts with all things factual but then, it runs to a far 

deeper level of understanding of trends, of future 

directions and unwritten rules. The toughest question to 

answer is what customers' needs are. There is great 

importance in talking to one's customers. Surely, you 

do not have to listen to every single thing they have to 

say, nor do you have to agree or accept it all as if it were 

the gospel truth (in fact, you must not do that at all, 

because customers do tend to confuse and mix together 

their wants, needs, thoughts, reservations and desires to 

name but a few.) However, if you do not ask enough 

questions, you will not have enough feedback, good or 

otherwise, to work with. 

 

The issue of asking people to sign a Non-Disclosure 

Agreement (NDA) is tricky. First off, people hate 

signing them. Secondly, if you talk to them at a high 

level then it really is not needed. Now, if you have got a 

unique, core technology which you do intend to patent 

and are about to discuss it with industry experts in great 

detail, then that would be the time to get your guards up 

and consider an NDA. As a whole, life is too short; 
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therefore, if investors have an hour or so to discuss a 

potential venture, rest assured they would not want to 

be spending it going through tedious NDAs. 

 

You have to possess an in-depth understanding of your 

competition. Try to learn from their successes as well 

as from their mistakes. Market understanding gives you 

the full picture of your revenue potential (units, pricing, 

margins, etc.) While an Excel spreadsheet can take all 

the abuse you throw at it, very few customers can or 

will. If your competitor is efficiently distributing a 

better product for half the price, you had better know 

about it. No less important is the knowledge that unless 

you can do something about it and meet them at their 

own playing field, then you had better start looking for 

another venture. 

 

Many people will say how "we've spoken to customers 

and they liked our concept / product / service and 

offering" That is good but just not good enough. 

Always document in writing and in great detail the 

feedback you get from potential customers, analysts, 

experts and pretty much any clever and savvy person 

you talk to about your venture. "They liked it" is far too 

obscure and vague. Was it merely out of politeness that 

they did? What would be their actual willingness to 

buy? At what price? Of the 10 features of the 

product/service you have described, which is the most 

important? What they did not like about your offering 

that might prevent them from moving forward with it? 
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When will they buy? What quantity? What does their 

decision making process look like and what should 

your product possess in order to sail through all stages 

of one's decision making process? What other 

alternatives do they have? Make sure you ask 

open-ended questions, do not "lead the witness" and be 

sensitive to all nuances. Do not shy away from asking 

"why?" over and over again. It may very well help you 

to unlock the true meaning behind the answers you get.  

 

 

A plan speaks louder than words 

 

An entrepreneur may tell you how "marketing and sales 

are my top priority", but if their plan reveals 35 people 

in R&D whereas marketing only employs one part time 

rep then that plan has spoken louder than any word.  
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Some turn offs when reading a plan 

 

Being consistent is of paramount importance. Very few 

people can tell a good plan from a bad one on the spot, 

but inconsistencies are easy to point out. Make sure that 

the plan is consistent, from the smaller details (e.g. the 

figure on page 2 matching the one on slide 9) to the 

crucial ones, e.g. showing headcount growth to be in 

proportion with the tasks at hand. Have you switched 

from two products to four? Well then your customer 

support team may need to grow accordingly. Are you 

now catering to customers in three additional 

territories? Your customer service efforts may need 

some adjustments then.  

 

We all like enthusiastic people and "larger than life" 

visions. That said, do avoid any "over-the-top" 

hyperboles which will only cost you your credibility and 

audience's attention. Before you say "Our conservative 

estimate is $50M revenues in third year" – take a look 

whether any of your team members has actually handled 

sales in the past, at what volumes, how many years it has 

taken them to reach that level, what the comparable 

companies are doing, how many years it has taken them 

to get to where they are now, what size of a sales team 

would it require, the number of years required to recruit 

and train that team, etc. Aggressive planning is great. 

Unrealistic planning however, undermines your chances 

to be taken seriously.  
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When you say "Gartner predicted xyz market to be 

$15B", it may have a negative impact on your listener. It 

is clear that such a large market is not a very good 

reference point. You simply did not know how to narrow 

down your market segment.  

 

Avoid any statements along the lines of "if we have only 

5% of that market", if those cannot be corroborated with 

actual data and numbers. This is especially true for 

highly fragmented markets where the leader has a one 

percent market share that has taken them over a decade 

and one billion dollars in investments to achieve.   

 

When you say "Key employees will join our startup as 

soon as we get funded," – understand that people expect 

total commitment and a sense of stability and solidity 

before they join you as investors. 

 

You have to find good people along the way who would 

not hesitate to tell you what they did not like about your 

pitch. They may say that the team is not broad enough or 

that the competitive edge is not sufficiently compelling. 

Such feedback can allow you to improve upon certain 

elements in your venture or at the very least improve the 

way you pitch your "story."  

 

Planning is all about risk and risk-reducing actions 

 

Don't think about business planning as "this marketing 

shtick that you do to wow investors". It is a process that 
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actually reduces your chances of failure. At the starting 

point, the risk is at its ultimate highest at all fronts: 

technology, product/service, team, management, 

financial, etc. Almost anything can go wrong. Planning, 

and executing that plan, helps you to reduce that risk. 

Picking the right people, right market, right partners 

and the right pricing creates a far more desirable 

risk-reward profile. Famous golfer, Gary Player, was 

once asked about the reason behind his success. He 

began to answer "pure luck", but then quickly added 

that "the harder I work the luckier I get." Leverage your 

luck with the right kind of planning and execution. 

 

 

You may pull it off without a plan 

 

In 1968, Arthur Rock, one of the of the forefathers of 

modern venture capital, raised $2.5m in two days, 

presenting a three- page business plan and without 

doing the necessary, thorough due diligence. 

 

© Intel 
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That venture was Intel; however, there was a reason 

why funding it was fundamentally different. Gordon 

Moore and Bob Noyce founded Intel after starting 

Shockley Semiconductors and Fairchild 

Semiconductors. Sure, being the most knowledgeable 

team on Earth does help your fundraising (and later, 

executing). At the end of the day it is about identifying 

a great market opportunity and attacking it with the 

right team and the right solution. For Intel it was 

identifying semiconductor memory as a golden 

business opportunity and the company indeed, went on 

to reach revenues of $65M after just five years from 

inception (that amount nowadays, is the equivalent of 

$340 million; likely a world record in growth). 

 

The rest of us mortals however, need to anticipate some 

serious due diligence questions and may need more 

than a fluffy, three-page description. Be prepared for 

that. The most likely scenario is that you would be up 

before an investor who would want to understand that 

the real opportunity here is being addressed and seized 

by the right team and with the right type of solutions 

and action plan at hand. 

 

Budgeting 

 

There is nothing like a good budget to show that you are 

on top of things. Do I need two developer \s or 20, for 

six or 18 months?, Do I get one office or two? You must 

understand what resources you are using and when; 
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what do you have to give? And what will you get in 

return? I am a big fan of keeping one Excel sheet only, 

bottom-up, with the monthly figures feeding the 

quarterly and the annual ones. Make sure that this sheet 

offers you the big picture as far as spending on 

Research and Development, or Sales and Marketing 

goes, but also have it include information regarding the 

drill down on each element so that you know what the 

sub elements of each calculation are.  

 

How do I know what my expenses are going to be, two 

years or even six months down the line? I don't! Who 

does? All plans are the basis of change. You are not 

expected to know it all, but you are expected to come 

up with a good plan and prove that you do know the 

rules of the game. Granted, the game and its rules, and 

you, will all change over time. That is perfectly fine. In 

the process of formulating that plan, you will realise 

what you know at a high level of certainty and 

accordingly, what you do not. If you do not know the 

cost of your infrastructure /work force / sales channels / 

product pricing – your problem runs a lot deeper than 

how to fill out your spreadsheet. . You have a gap in 

knowledge. Have you recognised it? Brilliant! Now go 

and fix it! Fill the information gap by talking to 

experienced people or if need be, recruiting them as 

either employees or advisers.  

A good budget and the Excel sheet which breaks it 

down should present both the big picture and the finer 

details behind it. 
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Using the "Grouping" function on Excel allows you to 

hide your budget's details, or contrarily, hit the + button 

and dig even deeper into it if you so choose.  

There is no need to pick on the cost of your office's hole 

puncher in your budget. However, do show that you 

have created your budget, bottom up, relying on the 

details – that is critically important. 

 

Start with a standard budget and financials format 

template. Don‘t forget that this might not necessarily be 

the right format for your specific venture. Sit down 

with people who have done this exercise previously and 

leave enough time to wrap your head around the 

model's main drives.   

 

 

 

 



]78[ 
 

The structure of the PowerPoint Presentation  

 

A presentation is a tool to provide both vision and 

details about the status of your ideas and your forming 

plan of action. Two common mistakes are usually made 

when it comes to PowerPoint presentations. The first 

being, spreading the text without utilising PowerPoint's 

visual capabilities. The second refers to overdoing it 

with the pyrotechnics and not spending enough time on 

the actual information and the story at the heart of it all. 

A new venture's PowerPoint presentation is most 

commonly made up of the following elements: 

 

 Company Name – a one-line description, date, 

presenter name, presented to, etc. 

 Overview – One slide that says it all; from basic 

facts about the company (year established, 

number of employees, location, major 

milestones…) to vision, market, etc. 

 Team – Your management's background, 

advisers/ board. When the company is more 

established, this clause can be moved to a later 

part in the presentation, complete with an 

organisational chart. 

  Market - Trends, Historic and projected sizes in 

dollars  

 The Pain - What is the 'problem' that the 

company is set on solving.  

 Product and Technology - product description, 

development schedule, differentiation) 
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 Competition – Competitors, their offerings and 

positioning.  

 Barriers to Market Entry – How does the 

company intend to   keep its edge over the 

competition. 

 Go to Market Strategy - sales channels, 

partnerships, customers.  

 Pricing.  

 Financials – Historic and projected P&L (first 

two years by quarters), projected headcount by 

functionality area.  

 Summary. 

 BACKUP SLIDES (as many as needed) 

 

This can ideally be pulled off in 20 slides. Some topics 

may take two slides to cover but make sure it is kept 

simple. A clean, professional design of the slides sells. 

Do not overdo it with too many words or colours. Use 

poignant   bullet points and solid visuals. Just so you 

know, it is both common and advisable to use 

incomplete, "non-grammatical" sentences, e.g. instead 

of saying, "the company targets a great market" try, 

"serving $500m market."  Avoid spelling mistakes at 

all costs, and make sure a native English speaker 

proofreads your presentation beforehand. People will 

assume that if you cannot create a good PPT for 

investors, then you are even less likely to produce a 

good one for customers. They will also assume that if 

you do not proofread your PPT, then you will 

ultimately not do good Quality Assurance on the 
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product. That is just the way people are and it may well 

be that they are right. Also, consider presenting a nice 

and inviting User Interface for the product. Quality is 

the key behind all topics, as people pick up on it 

immediately. The presentation will evolve from meeting 

to meeting based on audience feedback be it verbal 

feedback, questions or through body language indicating 

lack of interest or understanding during certain parts. 

After a few months, when you look back at your first 

presentation, it is almost guaranteed that it will seem 

infantile and incoherent to you. That is a good sign of 

progress made.  

 

Opinions on this subject will naturally vary. As a 

whole, there is an emergent trend of PowerPoint 

presentation-bashing. Nowadays, people look at 

presenters who use images with no text and make an 

effort to sound just like Steve Jobs at an iPhone launch, 

in absolute awe. What they are overlooking is the fact 

that this is just one presenter out of thousands who has a 

natural gift for that and may very well has spent over a 

month practising. A presentation given by we "mere 

mortals", should be a well-oiled, organised vehicle that 

knows how to move from one key point onto the other. 

I do believe that a PPT needs to be able to hold its own, 

i.e. be read and understood without the need for you to 

be physically present in the room. If you have done a 

good job with your PPT then rest assured that people 

will look at it a week later and potentially forward it to 

their colleague who had missed the original meeting. 
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You do not want them trying to recall "what was that 

really important thing that he said at that point". Your 

strongest selling points cannot come across as vague. 

This is not stream-of-consciousness fiction. They need 

to be in your PPT., Your punchlines must all be present 

without exception, from team experience to potential 

customer reactions. Never save your ammunition for a 

later stage, seeing as if you do not open strong, then 

there simply will not be a later stage meeting.  

 

Avoid sending a presentation in advance, unless 

explicitly asked for. Even then, I would rather send the 

executive summary as opposed to the full presentation. 

Do not leave a copy of your presentation to your 

audience after the meeting. Instead, email it few days 

later after having had the chance to correct or update 

anything if necessary.  

 

Executive summary, PowerPoint presentation and 

Financial Projections are also selling tools 

 

Whilst fundraising, you are selling yourself and your 

venture at any and all times. You have a story to tell. 

Your job is to find the right angle and spin for it. Then, 

work the room to your maximum advantage. Here is 

my uncle Oded's take on selling bagels (his side-job 

while he was a Computer Science student). "When the 

bagel is hot," he used to say, "you call out -Hot Bagels! 

When it's not hot you announce, 'Fresh Bagels!'' And, 

when they are no longer fresh, you shout out, '"Great 
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Bagels!'" Now, picture what might have happened if he 

were to have called out, "Cold Bagels!" This is the 

essence of marketing and sales. You do not say 

anything that is not true. However, you pick the angle 

that is most likely to yield your highest success rate.   
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9. Fundraising  
When? Who? How much? Why? (and other 'wh' 

questions), funding to milestones, the fundraising 

process, the due diligence process 

 

As a rule of thumb, it is always better to use other 

people's money. And even when they put up the money, 

you, yourself, are placing at risk your most valuable of 

resources – your best years (which are always in the 

present moment). By using other people's money, you 

allow them to jump on board your winning ticket too. 

The terms, however, need to be appealing and worth 

their while. 
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The majority of successful companies need 

professional funding at some point during their 

lifecycle.It takes some $15-25M in some technological 

fields to build a successful company. Internal growth, 

without outside funding, may either be too slow, 

impossible, or simply not optimal. External funding 

allows you to meet goals that you might otherwise not 

have be able to, and at a different pace. Naturally, with 

fundraising, your equity holding in the company is 

diluted. But do not forget – you need to maximise 

success, as opposed to equity holding. Brilliant! The 

earlier you get rid of the desire to hold on to 100 percent 

of nothing – the better. You need to maximise overall 

success and value, not just your immediate holdings. 

You need to remember that good investors can be a 

huge asset and of great assistance to the company. 

 

Now fundraising is a long, laborious and at times, less 

than glamorous process. You need to have the patience 

and bear in mind that good investors (and their money) 

can be of great assistance to your company. You want 

to make sure that your proposition appeal to the better 

ones and seem attractive enough. While investors may 

be hands-on and opinionated (and occasionally a 

nuisance) an outsider's second set of eyes will give you 

great professional advantage and insights. Statistics 

show that VC- backed companies outperform their 

peers.  
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An entrepreneur friend of mine used to position 

investors along two axes: smart-to-stupid and 

hardworking-to-lazy. He also recommended avoiding the 

hardworking- stupid ones like the plague.  

 

Investors (like most humans) are driven by fear and 

greed. You need to work both of these fronts and show 

them how you can maximise their upside (greed) whilst 

neutralising their downside (fear) by doing the right 

things and having the right plan in place for risk 

management.  

 

Sources of Funding 

 

It has been said that "money has no fragrance." Well, 

investors do, and some, a particularly appealing one. It 

is nice if you are in a position to identify which is 

which, and out of that, make an educated choice. 

 

As far as funding your brainchild goes, your main 

sources of funding are: private investors (wealthy 

individuals or professional "angels"), Venture Capital 

funds, Chief Scientist grants and of course, debt from 

the bank.  

 

Each source has its own upsides and downsides and 

may suit a company during different circumstances and 

stages in its life cycle. You will notice that one very 

common source of funding is missing from my 

checklist: investing your own money. This option 
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should be avoided, and in case it is a step that must be 

taken, then you must never invest a penny which you 

cannot or will not write off. Let us now take a closer 

look at those potential funding sources:  

 

Friends & Family  

 

This is often referred to as FFF, with the third F 

standing for Fools. For these types of investments, you 

will need to leverage friendships and trust, however, 

that may come at the cost of compromising the 

relationship and sometimes good family relations too. 

Usually, such investments are of a smaller size, with 

not much professional know-how brought along. It is 

highly advisable to alert the investor to the reality that 

this is a high risk investment and that they should not 

give any money that cannot be written off later without 

any regret.  

 

Private investors / Wealthy individuals / "Angels" 

 

This group contains several very different types of 

investors. Some of these investors may have a working 

knowledge of the industry, e.g. doctor investing in a 

medical device related to his field. Some might have 

zero understanding of the field they are entering into, 

having made their fortune in other areas. Nevertheless, 

they still wish to get involved in the next big thing 

which they can brag to their kids about, or alternatively, 

give back to society somehow through their investment. 
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Some may be what you call professional "angels" who 

have made many investments over the years and know 

the rules of the game much better than you do. Bear in 

mind that some may also demand large equity interests 

and might have a tendency to dominate 

decision-making processes. This type of investors 

usually also bring limited amounts to invest and are 

unlikely to go beyond the first round of investments and 

participate at later rounds of financing. Of course there 

are exceptions to this rule as well.  

 

If your round of investment is made up of small 

amounts that have come a from large number of 

investors, then it is advisable that one of those 

investors, preferably the more experienced and 

committed ones, possess both proxy and voting rights 

on behalf of the rest of the investment group, so that in 

times when crucial decisions that have to be made, 

there will be a focaliser, thus saving you the need to run 

after 20 different investors.  

   

Venture Capitalists (VCs)  

 

Venture Capital funds are entities that usually manage 

very large pools of money, invested by much larger 

institutional investors with very deep pockets. It is 

commonly joked about that VCs have deep pockets but 

short hands. The large funds will tend to want to invest 

bigger amounts in your venture. Do not assume that a 

VC will want to invest a lot of money unless your 
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venture looks like a winner. It is also common that at 

early stage, even a large fund will place a small 

investment, just to get a feel for the venture, buy the 

visibility into it as well as the ability to invest larger 

amounts further down the line.  

 

VCs are very experienced with startups and the good 

ones offer extensive networking potential. Some VCs 

assist with the recruitment, with the development of 

vision for the market, strategic thinking, contacts to 

potential customers, would-be partners, etc.  

 

As professional investors, VCs come with very defined 

and high criteria for investment: Searching for that 

"super deal". In practice  this means looking for very 

high-risk, high-reword deals, or at is commonly 

referred to in baseball terms, a "homerun". They are not 

looking for a 50 percent chance to double the money 

invested but rather for the 10 percent chance of a 

30-time return on the invested capital. In practice, many 

VCs are in fact very conservative people who, like all 

humans, hate risk.  

 

VCs come across hundreds of deals and will usually 

only go forward with a handful. VCs are given an 

investment mandate from their investors, usually large, 

financial institutions. This mandate, for instance, may 

mean going to look for "early stage medical device 

deals". If you are outside their investment focus, e.g. 

later-stage medical deals or early stage software deals, 
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then they will not even look twice in your direction. Try 

to understand the fund's areas of interest. Those may be 

prominently featured on their website and may also be 

derived from lookingor by at their recent deals.  

 

VCs look for experience, a top-quality management 

team and the best managerial practices to be set after 

the deal is sealed. 

  

Debt 

 

In general, debt is easy to obtain, both as a venture and 

an individual, upon proving that one can do without it; 

Sad but true. In many instances, debt providers will not 

be interested in touching high-risk deals.  

 

Chief Scientist Office / Governmental grants 

 

In various countries, you can get grants from the 

government for starting a new company or for 

researching a new venture. Oftentimes, those come 

with strings attached such as promoting local 

employment, royalties from future sales, commitment 

to keep the intellectual property in the country, sharing 

the results, and so on. Some of those schemes are 

basically about as close as it gets to a free meal ticket. 

Do read the fine print and understand their pros and 

cons. 
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Funding to Milestones – "Staged" 

 

Investments always take place in stages. Investors will 

not be inclined to fund five years of operations in 

advance as it is simply too risky to put all that money 

upfront. The entrepreneur will not want to have all that 

money upfront either, as the "first round" is the most 

costly in terms of equity dilution, as the valuation is 

low. This is when investors usually demand a larger 

share of the company. On the other hand, funding a 

period that is too short is just not good practice. Each 

fund raising process is very time consuming process, 

eating up a great deal of managerial attention and 

resources along the way. Where is the optimum then? 

Many people like to know that they have secured 

funding for 18 months ahead. Naturally, this is just one 

criterion out of the full set of criteria that would 

ultimately determine your funding strategy.  
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Financial planning is an art form. As a rule of thumb, 

you will almost always need more cash than you think. 

Also, fundraising can take a while and should 

commence six to nine months ahead of the time the 

money is earmarked for. Revenues on the other hand, 

come later than anticipated. My preference and advice 

is to always take more than what you think is needed 

and spend less than what you can.  

 

In general, as time goes by, each stage sees the 

venture's risk levels going down, while the amount of 

cash invested continues to increase, along with 

valuation. 
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Funding to Milestones  

 

Some investment rounds are created with milestone 

mechanisms built into them. It may be a $2M round, of 

which $1M is invested immediately with the remaining 

million going in after 12 months, no terms and 

conditions. Alternatively, it may also be a scenario of 

$1M on the spot  and the remainder when you will 

have secured 10 paying customers. It is sometimes set 

that the investor must put in a certain amount, while at 

other times, it is merely an option for them. As a whole, 

if it is only an option for the investor, then it would be 

in the company's best interest to leave that clause out.  

And, when the time for the option to expire comes, you 

can always negotiate the terms with the investor. Also, 

any potential investor who would see that the existing 

investors have not exercised their option, will ask 

themselves whether they should even go in. Now, there 

could be good, valid reasons behind the existing 

investors' motives and it may well be that the investor 

has simply maxed out their allocated capital for this 

particular field, however, this always complicates 

matters. A commitment upon a milestone however, is 

something else entirely. You know that upon reaching 

it, you can just call the money, not  have to sidetrack 

from your plans and simply dive into fund raising.  
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The Financing Process 

 

The fund raising process may take 6-9 months and 

comprise of the following steps: 

   

 Approach - Sending an executive summary or doing 

a spontaneous, elevator pitch. 

 Meeting and presenting PowerPoint Presentation  

 Sending additional info and perhaps, a full business 

plan 

 Additional Meetings 

 Initial Due Diligence  

 Have the company be "investment ready"    

 Negotiation of Term Sheet 

 Final Due Diligence 

 Closing & Financing 

 Company Value Creation 

 Additional financial rounds  

 Exit via Initial Public Offering (IPO) or company 

sale  

 

So…how does one get in front of investors?  

 

Cold calling is one option. Alternatively, you can send 

your Executive Summary along with a covering letter. 

That said, if you opt for latter, it is better you do it 

through people both you and the other side know. Make 

sure the information that you send is clear and concise. 

Serious investors are busy people and you should be 

respectful of their time. Make your point quickly; 
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articulate the heart of the story. Life is too short to read 

poorly-presented marketing information, or even 

well-presented for that matter.  

 

Occasionally, you may run into a potential investor at 

an event. This is an opportunity to give what is known 

as the "elevator pitch"; a very brief summary of your 

venture, highlighting what makes it so interesting and 

appealing. Practise that pitch. Keep it short , spot-on, 

and sweet. The point of that pitch is to generate that 

click between you and your would-be investor that 

would in turn, lead to an exchange of contact details 

and even a meeting.   

 

Start with investors that are low on your "wish list" so 

that you can practice and test drive your pitch, and learn 

a lesson or two along the way. This will allow you to do 

better at future meetings that are higher on your priority 

list. All marketing is about storytelling. Some are born 

with that talent and some need repeated practice. When 

you tell your story to investors, it had better be in the 

form of an interactive dialogue. Listen carefully to their 

questions and observations; study their body language. 

It is perfectly acceptable to come up to a would-be 

investor and tell them that while you are not at 

fundraising mode yet, you would nonetheless love to 

get their preliminary feedback on your idea and plan. 

Do not worry. If your potential investor thinks that your 

idea is the best thing since sliced bread then they will 

not stop short of physically shoving the money down 
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your pockets. What you have done here is create open 

channel of communication between you and your 

potential investor, and a learning opportunity. If by the 

end of the process, you will have emerged knowing 

what they like and more importantly, what they dislike 

about your plan, then you have done your job very well 

indeed. From that point, the path towards 

self-improvement and perhaps even a keen potential 

investor becomes that much clearer. 

 

Before the first meeting 

 

Prepare all the relevant information. You can release 

info gradually but preparing it all in advance is 

essential, it will allow you to guarantee that all parts are 

in fact coherent. Before making contact you need to be 

ready with an: 

o Executive summary (a three-page business plan) 

o Roughly 20 PPT slides (and many backup 

slides) 

o A financial projection / budget  

 

Read about the investors. What domains do they 

usually invest in? Are they also investors with your 

competitors? Who are the relevant people to see? 

 

First meeting 

 

It is essential to be punctual. Switch off your mobile. 

Open with a strong and confident handshake. Make an 
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effort, dress up, not down; essentially, follow every 

piece of advice your parents gave you at some point, 

trivial as it may sound. If you are 20 minutes late 

however justified the reason may be, it will 

unfortunately leave a bad first impression and lead to a 

potentially a rather short meeting.  

 

Make your point quickly and make sure it stands out 

straightaway. You will only have one shot at a first 

impression. Do not bore your listener with trivialities 

before you have explained exactly just what it is you 

do. Follow Beethoven's Fifth; start with a bang! Ta Ta 

Ta Ta !  

 

Come with business cards, this indicates a most basic 

level of commitment. You haven't issued any yet? Well 

then head to the print shop first thing tomorrow.  

Introduce your team and discuss your background and 

the relevance of your experience to the venture; no need 

to be overly humble.  
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Show 20 PPT slides (may have more as appendix) 

which tell a story that is simple but not simplistic. Run 

through that story prior to, in front of a friendly 

audience. Make sure that you get genuine, honest 

feedback on the presentation. Practise and then practise 

some more.   

 

Show excitement but do not preach. Listen to questions. 

Dialogue; do not lecture. Questions may derail the 

discussion. Avoid deflecting answers, a-la "I will 

address that later in slide 17," etc. If you do that, then 

you might end up losing your audience, seeing as how 

for the next 10 minutes they will think of nothing else 

but their question that went unanswered. Give short, 

on-the-spot answers with the promise of later 

elaboration, along the lines of "Basically, we intend to 

focus on direct sales in the US market, as you will see in 

a minute when we break down our sales strategy". This 

way, you have managed not to ignore the immediate 

need for an answer, but also were not sidetracked into 

talking sales, whilst still in the middle of the technology 

part of your presentation. Having said that, if such 

questions are an indication that the audience has now 

understood the technology bit and that you have gone 

on too long about it, then you would be wise to pick up 

on that cue, keep that part shorter and move to the 

issues which the listener really cares about. 

  

Do not ask that Non-Disclosure Agreements (NDA) be 

signed hitherto. VCs and other investors are usually not 
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inclined to sign them. The reason that VCs do not sign 

them is that if they only have one hour to spend with 

you, then they certainly will not want to waste that hour 

negotiating NDA terms. Remember they have probably 

already met with several other entrepreneurs with 

similar dreams to yours.  If there is an extremely 

sensitive part that you intend to patent, then perhaps it 

is better that you not get into it at the first meeting (just 

bear in mind that if you have failed to impress them at 

that first meeting, then there likely will not be a second 

one). However, your more general ideas are not worth 

safeguarding with an NDA at the cost of alienating your 

would-be investors. Remember, your biggest concern 

should not be your ideas potentially getting plagiarised 

but that they might never materialise. Talk to investors 

openly.   

 

Pay attention to everybody in the room. You can never 

know whether the seemingly most silent member of 

your audience, is in fact the person who has been 

assigned to carefully examine this potential investment 

in you. Talk to everybody, not just the senior partner. 

Make eye contact with everyone. Smile and create a 

good atmosphere in the meeting. Business is conducted 

so much more easily when there is good faith to start 

with in the room which usually leads to open minds and 

trust. 
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Follow up 

 

After the meeting, send a thank-you email. Try to 

reference specific elements that were pleasant or useful 

in the meeting. Refer to all participants by their name.  

Send all the information that you had promised to. If 

you attended the meeting with your fellow team 

member you will have ideally split up your tasks so that 

while you were busy pitching, they were taking notes 

for all additional information, requests, questions, etc. 

Pay special attention to issues brought up in the 

meeting. Leave no loose ends. If the investors think the 

market is small or that your product is less than likely to 

take off whereas you have three sources that suggest 

otherwise, as well as two key potential customers 

showing great excitement, this would be your prime 

opportunity to prove your point and earn your 

credibility, turning question into exclamation marks. 

You should take the issues raised by the potential 

investors very seriously. First and foremost, because 

there may be some truth in their concerns and as an 

entrepreneur it is your responsibility to address it. 

Secondly, the same issues may trouble other potential 

investors, even though they may not have brought it up. 

Coming with solid answers, preferably fact-based, will 

give you a leg to stand on and soothe audience 

concerns. Be hyper attentive to comments, feedback or 

questions that recur time and again. Remember the old 

proverb that goes, "If three people tell you that you are 

drunk, sit down". 
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While a follow up is a two-way responsibility, it 

remains above all else in your interest. Hard-selling is 

good. Investors will assume that this quality will come 

in handy when you go on to recruit staff, customers and 

further investors down the road.  

 

Unreturned emails or unanswered calls should not be 

inferred as lack of interest. It may very well mean that 

your investors are simply busy on a previous deal or 

other, current investments. Time to grow a thick skin 

and keep the bad vibes out the door. 

 

When you get a "no" from investors– do not just take it. 

As they say in Portal Two (the brilliant video game) 

"When life gives you lemons, don‘t make lemonade – 

send the lemons back!" But in all seriousness, I am not 

saying, reject your rejection letter. On the contrary. Be 

a good sport and do not get overly emotional about it. 

Follow up, in a manner that is both courteous and 

seeking constructive criticism. Be thankful for the time 

and attention given to you. Try to understand the 

reasoning behind your rejection. Try to move beyond 

the standard "it is not you, it is us/ this is not in line with 

our investment criteria" lip service that investors 

usually offer as a courtesy. You may learn a lot from 

the rationale behind the refusal which in turn, will help 

you come better prepared for future investor meetings. 

Maintain a dialogue with a potential investor that has 

given you a "no", e.g. write in a few weeks later, saying 
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how you "just wanted to offer an update re: our first 

customer / recruitment / publication, etc." or any other 

developments that may have ensued since. This does 

not have to lead to renewed talks, but is nevertheless a 

solid demonstration of a much appreciated quality in 

entrepreneurs, i.e. tenacity and an ability to maintain 

long term relationships. Keep updating on your 

progress in the hopes of revisiting the opportunity to 

raise funds again with the same would-be investors in 

the future. 

 

Remember: nothing is as appealing to an investor as the 

knowledge that you are about to receive funding from 

another tier one investor. Most people are influenced by 

"brands" and move in herds. Investors are people. 

Therefore, the majority of them are likely to follow 

similar patterns. During the process, if they feel as 

though they are about to lose the deal, then there is a 

possibility that they might become inclined to move 

faster towards making a decision, and offering better 

terms.   

 

Due Diligence process is useful! 

 

Due Diligence (DD) is in fact the set of steps that 

investors go through so as to validate your "story". It 

involves a critical, factual and an in-depth "leave no 

stone unturned" analysis of your pitch. At first glance, 

all business pitches will sound the same, from the 

"There is a large market for what we're offering" 
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observations, to the über confident promises about "our 

unique solution that is better than the competition's and 

which is sure to take the market by storm." However, 

remember that God is in the details and a good, 

thorough Due Diligence process will really show a 

profound understanding of the market, of the product or 

service that are being offered, of the team at hand, the 

business model, etc. Investors will try to delve into the 

details through endless meetings, analysing each and 

every aspect to death; they will interview you, your 

team, analysts, potential customers, competitors and 

lots more. With that in mind, why would I be telling 

you that this ongoing, agonising and rather tedious 

process is in fact good for you? 

 

As an entrepreneur you invest more in the startup than 

your would-be investors do. It is in your interest to 

conduct the full DD yourself and locate as early in the 

game as possible, any potential hurdles. For instance, 

realising that your cost structure dictates that you must 

sell your product at a price that is 20 percent higher than 

your competition (which will likely undermine sales 

performance) is an important insight to have gained. 

Early identification of a problem allows you to work 

harder and more efficiently on solving it. With this 

example, the answer might be cost cutting, tinkering 

with the technical solutions, repositioning the product 

in a way that would allow and justify higher pricing, 

etc.. In any case, meet any challenge head on with eyes 

wide open.  
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A methodological, DD process keeps you honest and 

forces you into giving solid answers to the toughest 

questions. Having said that, the process may be very 

challenging indeed.  

 

Some questions investors may throw at you... 

How experienced is each member of your managerial 

team? Would you count them as "overachievers?"  

What motivates you? What makes your business and 

product unique? Is it just your opinion or have others 

concurred?  How does your product fit in the industry? 

How do you determine your sales and growth 

projections? Having to compete with larger companies, 

how do you, nevertheless, intend to succeed? Have you 

sought out Intellectual Property (IP) ownership rights 

in the form of trademarks and patents?  How are you 

currently staffed? What is your staffing and training 

plan? What are the main risk factors your plan may 

encounter and how you intend to address them?  

 

The above is but a sample of the questions that may 

come up. It is said that the thickest of people can ask ten 

times more questions than the brightest person could 

possibly answer. Most investors are rather clever, so do 

bear in mind that they are likely to ask even more than 

that.  

 

Fortunately, investors have been known to ask pretty 

much the same questions, and if you build up a stock of 

good answers for one investor, they will most likely 
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come in handy with another. Experienced 

entrepreneurs prepare some of those answers well in 

advance, long before they are even asked the question.  

 

Do not be afraid to say ‗I don‘t know‘ when presented 

with a tough question. It may be good practice to tell 

someone, when met with a question you are struggling 

to answer, that you will send them more detailed 

information when you are back at the office. Naturally, 

there will be questions that you will not know the 

answer until a time in the future when you'll have had 

your product released, had your first customer, first 

trade show etc. When met with such questions, it is 

important to give your best estimate and most educated 

guesses, preferably having approached those estimates 

from several directions. It is also okay to examine 

several scenarios based on the outcome of such events.  
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10. Term Sheet 
What does every part say? Why is it important to 

understand? What are the important issues? The "good 

problems" you will face when someone is interested in 

your venture  

 

When investors want to propose a deal, they send you 

what is called a Term Sheet. This is a document that 

outlines the deal's main terms. If and when you agree on 

the terms of the document (of course, after some 

amendments and revisions have been made) you and 

the investors will sign that document. Usually this will 

lead to final due diligence and detailed legal work. This 

detailed legal work will be based on the terms agreed 

upon on the Term Sheet. The detailed legal contracts 

are: the Stock Purchase Agreement (SPA), Certificate 

of Incorporation and Investor Rights Agreement. You 

can see examples of such documents at the US NVCA 

(national venture capital association) at www.nvca.org 

or simply, consult with your lawyer. 

 

With so much red tape and legalese to cut through, it 

will be very tempting to just say, "Oh, I'll just get a 

lawyer who's handled many similar deals in the past 

and they'll explain it all and sort it out". However, now 

is the time when you, as an entrepreneur must get 

involved with all the many things that you have not 

come up before in the past, but are nonetheless, every 

bit as important for you to understand. Yes, you will 

have a lawyer to sort all that out, but as there are 
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important issues involved, all this "legalese" must be 

interpreted into intelligible, clear English for you. At 

the end of the day, liability will rest on your company's 

and your shoulders, not on the lawyers'.  

 

A Term Sheet contains the following elements and 

legal definitions: 

 

The Parties 

 

The parties are the persons/entities signing the Term 

Sheet from either side of the table, who will be taking 

on the pursuant commitments and liabilities. If dealing 

with a large set of private investors, try to have one of 

them act as representative who could speak and vote on 

their behalf, so that interactions be made simpler (this is 

also known as holding a "proxy" on their behalf).  

 

Securities to be issued  

 

Every company has shares (little pieces of paper 

defining the ownership). Some are known as 

"common" whereas others as "preferred," as they are 

given preference over the common shares. Usually the 

founders will have common shares while the investors, 

get the preferred ones. This "preference" will act as 

their protection as they (the investors) are initially the 

minority. An example of a preference can be getting an 

assurance that they will see their money back before the 

common holders do or alternatively, granting them 
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different voting or veto rights on certain decisions. 

Usually, if there is a second round of funding, a 

different class of securities is issued (e.g. "Proffered B" 

which has preference over the Preferred A, and the 

Common Shares too). Every round of financing comes 

with its own set of specific terms. Those terms are a 

product of your negotiating skills, but equally as 

important, also of market conditions at that time. Please 

note that "Preferred Participating Shares" means that in 

case the company is sold, your investors will first get 

their investment back (plus annual interest in most 

cases,) followed by their relative share of the remaining 

cash.   

 

Amount of Financing & Disbursement Schedule: 

 

Funding can be given to the company upon "closing," 

i.e. when all documents are signed, once shares have 

been issued to investors and they have transferred the 

money. With some deals, funding is "milestone based," 

e.g. half of the cash is invested at closing and the other 

half, on the 13th month after closing / after a board 

decision / after the product has been completed, etc. 

Funding by milestones, while making a lot of sense, 

does however, come with some downsides, especially 

if the terms are not well-defined or very hard to meet. 

When you come to raise the next round of funds, having 

an investor who did not put their second tranche in the 

first round (whatever their reasons were), will make it 

that much more challenging to raise capital from others. 
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New investors will naturally assume that inside 

investors have more information and as they have not 

supported the company thus far, then there must be a 

reason for that. Of course, they may be wrong.  

 

Pre-money Valuation 

 

This is the value assigned to the company before 

coming to the round also known as "Pre-money 

Valuation" i.e. how much the company is worth before 

the investment round. This is where entrepreneurs 

usually take offence. How is it even possible that you 

have worked your bum off for 12 months and investors 

now come out and say that your venture is worth a 

meagre one million? Deep breaths now; If Checkpoint 

could complete its first round at less than $1M – then so 

can you.  

 

If the money invested during the round is $1M and 

pre-money valuation is $3M, then the value of the 

company after the investment (or "Post-money 

Valuation") is $4M. This also means that the share (or 

"holding") of the investor in the company is 1/(1+3) = 

25%  

 

Option Plan 

 

Other than shares in the company, it is common, 

especially in the HiTech field, to incentivise workers 

via an "option plan". The option essentially grants one 



]119[ 
 

the right to buy a share of the company at a set price. If 

you have the right to buy a share of the company at a 

"strike price" (value) of one dollar and the value of that 

share has since, gone up to $10, then your right is 

essentially worth nine dollars. This effectively aligns 

both the employees' and equity holders' interests as 

both now have mutual interest in seeing an increase in 

the share value. In order to incentivise employees to 

stay with the company, you may want to make sure that 

their options be "vested over time", i.e. released to, or 

earned by the employee gradually. For example, if you 

have given an employee, 20,000 options with a 

four-year quarterly vesting, and they have left after 

three years, then they are left with 15,000 options. 

Setting up an option plan is a very specific field that 

calls for professional consultancy (for terms, tax 

implication, etc.). With "early-stage" ventures it is 

customary that a plan be set up and that the total amount 

of options be meaningful, for instance,  10% of the 

company's equity. In many cases, with each investment 

round, a request is usually made to allocate additional 

options so that new employees and existing ones whose 

option plan is in need of a boost, have the right 

incentive plan. 

 

Use of Proceeds 

 

This essentially outlines what you can use the money 

for. It is usually a means to execute the company plan 

that you had presented before the investors as well as 
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on the budget that had been outlined for the coming 

years. 

 

Liquidation Preference 

 

"Liquidation Event" is the point when you turn the 

shares into cash (There is just something so refreshing 

in this watery imagery that liquidity connotes.) Let's 

say that you have raised a million dollars from 

somebody and that that somebody owns 25 percent of 

your company. Now, let us say that the company has 

been sold for a mere $800,000 (Naturally, your 

ventures will of course sell for trillions upon trillions). 

Without any liquidation preference the money received 

ought to have been divided according to the equity 

holding, i.e. $600,000 to you and $200,000 to the 

investor. As the investor was wise enough to put in a 

liquidation preference clause, the full $800,000 should 

and will go to your investor. When you think about it, 

even with that clause in place, they have still lost 

$200,000 on the adventure you have brought them into. 

Now, if there had been several financing rounds, the 'C 

Round' would usually have "liquidation preference" 

over the 'B Round' and so on. In other words, 

Last-money-in is the first-money-out with the rest, if 

there is any, divided accordingly. Usually, you will 

need to add an annual, compounded interest rate to the 

amount invested. Only after the last class of equity 

investors will have received their right for liquidity, 

will the next class in preference be given theirs. After 
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all preferred shareholders will have gotten their share, 

will the common shareholders get their part. If the 

preferred shares are classified under "preferred 

participating shares,", then they will converted in the 

end into common shares which will also participate in 

the last distribution to take place.  

You may think that this imbalance is unfair. However, 

do bear in mind that (a) no one is forcing you to take 

your investors' money (b) on average, most investors 

will lose out, even at these favourable terms. In other 

words, the upside of the investment must be equally as 

appealing as the downsides and risks are clear. 

 

This liquidation preference is a legal right. However, in 

some instances it may be renegotiated. For example, the 

company could be in a "fire-sale" scenario, i.e. having 

to sell at a low valuation, like in the previously 

described scenario which had a company sold for just 

$800,000. The investors may think that this is the best 

way to recover from damages sustained, however; 

management and/or the founders who are in possession 

of Common Shares have no interest in promoting any 

such deal and will keep looking for a better one; a step 

which in turn may lead to losing it all. In such a 

scenario, the investor may suggest a "curve out" 

mechanism, making sure that some of the liquidity be 

given to founders and employees in order to support the 

transaction, even if legally there is no obligation, and 

preference has been given to investors. 
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Protective Provisions, Voting Rights and BoD  

 

Participation: Every company has a Board of Directors 

(BOD) which the CEO reports to. Most major decisions 

and matters require board approval. You need to know 

that once you have brought the first dollar into the 

company, a certain "loss of innocence" takes place. 

There and then, you have officially started working for 

other people, with all the responsibilities that ensue. If 

an investor holds 25 percent of the company, then they 

deserve at least one out of every four seats on the board 

of directors. This, of course, can be negotiated by the 

parties involved who may end up taking more or in 

some instances, less of their proportional holding.   

The role of Chairman may be permanent or 

alternatively, defined on a meeting-to-meeting basis. 

The Chairman of the Board may have an additional, 

deciding vote on deadlocked cases, where no decision 

could be made.  That vote can also be given to the 

CEO or to your investors' representative. Some 

investors and entrepreneurs are very wary of the 

prospect of either side abusing their rights if they are 

not in possession of sufficient board control. Imagine 

an extreme-case scenario where someone has raised 

money for one venture and then decides to go off do 

something completely different with it. This is why 

investors would ask for veto rights on most major 

issues. This list may look long and scary, but it is 

common practice to have veto rights. There will be 
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arguments on what areas will warrant veto rights and at 

what conditions. All of that is natural. However, the 

sooner you come to terms with the fact that investors 

will have veto rights, the better. This is a product of the 

mere fact that the CEO is the one working for the board 

and not the other way around. Read that sentence over 

and over, or copy it 100 times if necessary. This is not 

an insight most entrepreneurs come to intuitively.  

The ratio of seats at the board is important but is 

certainly not the only factor. Bear in mind that you 

could be in a scenario where investors may hold 75 

percent control on the Board of Directors, but the CEO 

nonetheless, retains total independence. On the flipside, 

an investor can only have a 25 percent share of the 

company and may still have a very prominent position. 

At the end of the day, it is all about people, managing 

their expectations and your relationship with them.  

In general, a good Board of Directors is an important 

support team for the CEO. Being CEO is a very lonely 

position indeed; a lot like the goal keeper on the 

receiving end of a penalty shootout, with a world of 

responsibility resting solely on his shoulders and so 

much at stake. Supportive investors on board could 

lend their experience, thus increasing the likelihood 

that right decisions be made and followed through on. 

A clever entrepreneur will make sure their investors are 

kept up to date about all major events and issues, 

regardless of board meetings. In addition to founders 

and investors, it is common practice for the CEO to also 

have an industry expert sit on the board. At times, those 
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will not be considered official board members, but 

rather as advisers to the CEO or the board. 

 

My preference, personally, is for a small board as it has 

been experience that those operate far more effectively. 

Occasionally, you may add "observers," especially if 

you are dealing with a small-scale investor who is not 

in possession of a large company share. Such an 

investor may want to have insight into all that is going 

on within the company, but go about gaining that via 

having an observer on the board, as opposed to an 

actual voting board member. 

 

Anti-dilution 

 

Every new round of investment "dilutes" (i.e. cuts the 

percentage of holdings in the company) its predecessor. 

If you had invested $1M at a $3M 

pre-money-valuation, then you hold 25% of the equity 

(shares) of the company, at the end of that round. If 

later on, a $10M round at 10M pre-money-valuation 

were to come along, that you had not participated in 

(thus leaving you with no new shares from this latest 

round) then your holding has been "diluted" to 12.5% 

of the company after that round. This actually is a lot 

better than it sounds. Think about it. Your earlier, $1M 

investment has been translated into a 12.5% share of a 

company that is now valued at $20M (post-round). Do 

the maths: 12.5% x $20M = $2.5M. Not bad, eh? 

Therefore, the regular course of investment leads to 
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"positive dilution." On paper, the investor's investment 

is now worth 2.5 times more. Meanwhile, the company 

now gets to enjoy greater resources towards pursuing 

success. 

 

The exiting investors do not have to be diluted from the 

new round of investment. If the investor takes their "pro 

rata share" during each coming the  round and keeps 

participating in the risk and reward, their holding will 

not be diluted and they will maintain the same holding 

percentage within the company. For instance, in the 

above example, say they have invested 25 percent of 

the $10M, which makes for another $2.5 M, then 

said-investor, would still be holding 25% after the latest 

round and their holdings will have not been diluted. To 

keep on investing is a great act of support and may be a 

clever move. It also means that more money is at risk, 

though with potential for greater rewards.  As the 

rounds are getting hopefully larger, some initial private 

investors or even small funds, will find it hard to keep 

up =, in which case it is perfectly okay to be diluted and 

hold a smaller stake in a much larger, fast-growing 

company. 

 

Some dilutions however, can be less than pleasant, 

particularly when you have had a "down round," i.e. a 

round whose pre-money-valuation falls below the 

previous round's post money valuation. For the above 

example, if the second round is $1M at a $2M 

pre-money valuation, this means it is basically half of 
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the post money valuation of the last round. How did this 

happen? Well, it may very well be that the last 

valuation round was a little over the top, or that the 

company did poor R&D work. Alternatively, it could 

mean that the market has had a questionable reaction to 

the demo version, that the financial markets are weak, 

or any number of other reasons. At the end of the day, it 

does not really matter, as company value, like any 

product in the marketplace, is only worth as much as 

people are willing to pay for it. In our example, it is 

now worth half of what people were willing to pay 

during the last round. Such a round would mean that the 

new $1M invested now holds 33% of the company, 

with the previous $1M invested now worth 16.6% (the 

original 25% diluted by 33%). If the investors in the 

previous round negotiated an anti-dilution clause (e.g. 

Full Ratchet Protection or narrow based weighted 

average, to name but a couple of options) that would 

mean that their previous $1M investment is amended 

according to a formula whose aim is to reflect these 

very changes in valuation. A full protection would 

mean that the investors receives additional shares asif 

the previous investment were conducted at this round's 

terms. The calculation may be iterative and complex as 

the amount of shares have an impact on their price; 

which consequently affects the amount of 

compensation shares investors are getting. You are 

advised to follow that exercise carefully. In the above 

example, under a full ratchet protection, the new 

investor, the first round investor, and yourself each hold 
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33 percent at the end of the round. Without this clause, 

you would be holding 50 percent. One could argue that 

the amendment is fair as the investor had been 

overpaying. Alternatively, it may also be argued that 

that this is the risk the investor knew they were taking. 

At any rate, this is an important clause that is negotiated 

in advance. Depending on market conditions and 

alternatives, there is a chance that the end result will be 

a somewhat less painful mechanism than full ratchet 

(e.g. Broad Based Weighted Average).   

 

Tag-along/Bring-along/Drag-along clauses 

 

Such clauses provide an up-front agreement for all 

shareholders to participate in a sale of shares event to a 

third party. Those are usually standard terms but 

nevertheless; be sure to discuss them in greater detail 

with your lawyers.  

 

Reporting 

 

What you need to report to shareholders and when. A 

typical definition would include when you provide both 

your quarterly and annual reports and whether they had 

been audited externally.  

 

So we have covered all the main bases regarding the 

Term Sheet. Again, none of this should come at the 

expense of seeking legal counsel so as to help you 

navigate through the finer details. Scary legal language 
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aside, at the end of the day, most of these clauses are 

standard and are extremely common. At the same time, 

make sure that you consult with educated and 

experienced individuals so that you not end up 

consenting to draconic and unusual terms and 

conditions, or arguing about common practices. When 

it comes down to it, you are the one who must sign the 

eventual contract so make it your responsibility to 

understand everything that is in it.    

 

Reflections on the sensitive topic of Company 

Valuation 

 

There is one line on the Term Sheet that always gets an 

emotional reaction out of people – the value of the 

company that the investment is conducted at.  

 

Antoine de Saint-Exupéry's The Little Prince illustrates 

it rather accurately:    

"If you were to say to the grownups, 'I saw a beautiful 

house made of rosy brick, with geraniums in the 

windows and doves on the roof,' they would not be able 

to get any idea of that house at all. You would have to 

say to them, 'I saw a house that cost $20,000.' Then they 

would exclaim, 'Oh, what a pretty house that is!'" 

 

That said. You do have to set a value to a company as a 

basis for investment.  

  
                 

                   
 is not the formula for calculating it.  
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The valuation of your venture is derived from its 

"market value" or out of the value investors are willing 

to give it. Naturally, this is a subjective assessment. The 

term "market value" gives out the distinct odours and 

colours of a bazar. The value is influenced by market 

condition and references from other private investment 

deals. There are periods during which valuations are 

high, meaning the value would depend on the 

availability of funding, as well as on some softer 

parameters, e.g. the investors' mood. As there are many 

other ventures looking for funding alongside countless 

other alternative investments, the entrepreneur must go 

for a deal that is on par with market conditions. If there 

is competition around the deal, it will make sure that 

investors will up their offer to a number that is high 

enough and would still be worth their while but at the 

same time, also seal the deal. Sophisticated investors 

also back track from comparable exit values (values at 

which companies are acquired) having factored their 

expectations for additional rounds, dilution and 

probability of success.  
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From all of the above you can gather that at the end of 

the day, valuation is more art than science.  The value 

always factors in compensation for the risk that is part 

of the deal. The entrepreneur, by definition, always 

underestimates the risk compared to experienced 

investors.    

 

Bear in mind that while valuation is usually the major 

issue in negotiations, there are other factors too (out of 

whose share will the employees options be allocated, 

liquidation rights that investors may get, etc.) that will 

have a direct influence on assessing the deal's level of 

appeal. One illusive variable remains the chemistry you 

will have with investors and the support you will be 

getting from them both in order to attract future 

investment rounds and in their capacity as active board 

members.  

 

You should aim to keep the deal as clean and as simple 

as possible, never losing sight of potential implications 

to future rounds as well.   

 

VCs may also want to make sure you are not going to 

leave the company after short while. This may be 

guaranteed by some form of reverse vesting where you 

would stand to lose some (if not all) of your share in the 

company if you leave before an agreed upon period. 

 

Remember this as the bottom line here is simple – if 

you are not deeply involved in the company then when 
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it is time for an exit, or when the company has made a 

substantial growth – you will not get significant share 

of the upside. "Ideas," ultimately, make for a very small 

portion of success and are valued by the market 

accordingly.  

 

Do not be too greedy. Think what you stand to get out 

of a good investment (higher likelihood of success) and 

only then, consider what you will give (a piece of the 

dream). 
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11. Company Long Term Buildup 
Planning, Do it right the first time, the importance of a 

CEO, dialogue with the market, the importance of 

organisational culture, attention to detail, fund raising 

as a means as opposed to an end.  

 

Build To Last 

 

Build your company to last – have a long-term vision. 

We are always rushing off to put out the immediate 

fires, and put off  investing in fire safety infrastructure. 

A long term vision and thorough planning ahead may 

prevent the next crisis altogether. In the office of the 

late Jacob Herbst (an entrepreneur and a dear 

"mentsch,) it was written that "If we do not have the 

time to do something properly the first time round, then 

we will have to make the time to redo it…twice". How 

very true. 

 

Do not be afraid to make mistakes. Uncertainty is 

aplenty and it is perfectly natural. We make sense of 

life, looking back at it; however, we must live it, 

looking forward and ahead. When it comes to decision 

making, taking your time is obviously appealing and 

will help you gain more necessary information. Having 

said that, in many instances, waiting simply is not an 

option and you will have to make a decision based on 

whatever information you do have and a leap of faith.  

My grandmother had a saying; "Had I known where I 

would have fallen in the street," she would say, " –I  
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would have put a cushion there beforehand." (it sounds 

better in Yiddish. I promise.) In other words, be happy 

with the decisions you make today, knowing that a year 

from now you will look back at them as mistakes with 

regret. Nevertheless, just do it – staying in motion is 

vital for your success and your learning. 

  

If you can get a truly great and trustworthy partner 

(or two) then you are already off to a great start. 

Entrepreneurship is a very lonely road. Partners must 

be people whom you can trust implicitly. Any such 

partnership is like marriage. When it is good – it 

infinitely better to being alone. When it is bad, you will 

wish you had never said "I do". Make sure that your 

partners complement your skills. As there are many ups 

and downs along the way, one major advantage in 

healthy partnership is that when you are down, your 

partner will be the one to pick you up and jolt you back 

to life. 

 

The relationship amongst members of the founding 

team should be the model for any future intra-team 

dynamics. If the atmosphere is professional, 

cooperative, respectful, and honest, then it is sure to 

inspire the rest of the team. 'Company culture' is an 

extremely important value and is highly essential for 

one's success. A culture of excellence, responsibility, 

optimism, respect for details, and a range of other 

values, makes a world of difference. Recruiting people 

who share the same values is an important shortcut en 
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route to instilling these very values. That said, good  

interaction amongst  team members is every bit as 

important. HR Managers are famous for saying, "Hire 

for attitude, train for skills". This slogan holds very 

valid indeed. In a startup environment, you will often 

not have the time to teach people the basics, therefore, 

be sure to recruit people who tick both attitude and 

skills boxes.  

 

Put together an A-team. Infuse culture and joy in your 

organisation. 

 

CEOs   

 

CEOs make or break companies – get an experienced, 

first-rate figure to do the job or grow into one yourself. 

There is great advantage to an entrepreneur also being a 

great CEO. For one, it takes care of any potential 

friction between CEO and entrepreneur, in cast those 

are not one and the same. Even if you do not see 

yourself as the right person for the job, keep in mind 

that you may have to assume that position for a while, 

anyway. Many good CEOs do not have the necessary 

faith and courage it takes to come on board at the very 

early stages when there is so much technological, 

commercial and financial uncertainty surrounding the 

venture. This may mean that you will have to push the 

wagon up the hill all on your own, at least for an initial 

period, until you can show the prospective CEO that 

there is traction, some funding and a higher likelihood 
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of success. Bringing a CEO very early on as co-founder 

is wonderful – just make sure that you get on well. Get a 

Board of Directors and advisers who can really help 

and offer substantial contributions. 

 

The weakness of the team is its weakest link and the 

strength of the team is its strongest link  

 

At a startup you are always working "on the edge". On 

the one hand, the raison d'être of a venture is its drive 

for excellence, with the knowledge that the sum of 

several mediocre initiatives will not add up to 

outstanding results. Achieving top-quality results 

requires top-quality team work. Two average service 

reps are not the equivalent of one very good service rep. 

Three decent designers will not give you the 'wow' 

factor that one great designer will. In this respect, only 

excellent team members can bring in this 'edge' that is 

need for any new initiative to stand out. On the other 

hand, having an outstanding sales rep will not do you 

much good if the supply chain is underperforming and 

the product does is not reaching the customer. The 

weakest link could undermine and altogether nullify all 

other achievements you have had to date. What do you 

need to do then? Follow the path of constant 

improvement. 
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Some More Pieces of Advice: 

 

Entrepreneurs and CEOs must engage with the market 

and customers from day one. During a meeting I had 

taken few years ago with the founder of kayak.com, a 

truly inspiring experience, he was telling me that each 

one of Kayak's employees has to take customer service 

calls. What a magnificent idea that was! How much 

more responsible and attentive a software engineer 

would be after having a spent time liaising with 

disgruntled customers over the phone. Suddenly, the 

software bugs will have both a face and a voice.  

 

Be aware of cultural differences.  It may sound like 

the Australians and the British speak the same 

language. They don't. Australians speak Australian. 

More importantly, they think differently and if you 

would like to be a player in this market, it is your job to 

stay attuned to cultural nuances.Once you have a grasp 

of those, never lose sight of them and have a plan in 

place for how you would address them. 

 

Demonstrate top-notch managerial know-how and 

execution capabilities from day one. Never say that, 

"When we reach the revenue stage we will think about 

financial matters" or wonder aloud, "why think about 

customer service before having customers"? Put as 

early as possible, the right procedures in place and put 

together all the right teams who would cover all bases 

and leave no stone unturned.   
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Pay attention to detail! In Hagakure, a 16th-century book 

which describes the Samurai code, it states that, 

"Matters of great concern should be treated lightly. 

Matters of small concern should be treated seriously".  

Working out the finer details in the name of making 

constant improvements should always be high up on 

your list. While there are some large scale issues that 

cast a shadow on the future, you need to take care of all 

the immediate things that are under your control.  

  

The financial side is a means, not an end. 

Fundraising, IPO, and M&A are not the goal. Success 

is the goal, along with the great emotional and financial 

rewards you stand to gain. Any financial activity along 

the way is a means to enable accelerated growth and a 

means towards establishing leadership. 

  

Aligning all of the Stars – Technology, Markets, 

Finance, People, Luck... 

 

The truth? Startup can be rather annoying. It is like this 

massive, logic-based, AND operator. You have to get 

all things right (and preferably, some things not "just" 

right but damn great) in order to be successful. Any 

type of failure in any one of the abovementioned fields 

in this section can spell your ruin. You may have a great 

solution but a subpar service, misguided pricing or just 

a wrong partner and in the process, keep you from 

turning your venture into success. You must get all of 
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the stars to align – technology, markets, finance, 

people, luck, etc. The good news is that if you get the 

right people on board, they will help you get the rest of 

it right. Just remember, it might not all happen straight 

away. Edison had burnt through thousands of materials 

prior to the creation of the light bulb. He was also a 

huge commercial success.  

 

Set a learning organization. The sooner you lay down 

your professional infrastructure and codes of behaviour 

and conduct, the better it is and the better off you all 

will be. Keep your basic processes well documented (in 

writing) and goal metrics in place and operating. Those 

will make sure you always have a truthful indicator of 

your actual progress. And above all else, recognise your 

limitations and be open to learning. 

 

Create the right Organisational Chart 

 

A correct organisational chart is a thing of beauty.  

 

Modernist architecture has taught us that form ought to 

follow function (FFF). This is also very true for 

organisational structures. Think first what is it that you 

need to do, then, build an organisation around that; one 

that would support your goal and be equipped to work 

for you in dealing with challenges ahead, en route to 

realising it. There must be consistency between 

function and form in terms of headcount and 

capabilities.  
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There is no such thing as overqualified team. 

Challenges of a new venture are such, that you need 

great talent to overcome the inevitable hurdles. In many 

instances, it is much simpler to be a great executive 

within a large, already-established organisation, than to 

lead a new venture at high levels of uncertainty level 

and with only limited resources at your disposal.  

 

If possible, staff your company with the most 

outstanding of teams from day one. Doing that will 

come with a price tag, e.g. having to offer them 

competitive compensation, an option plan (and of 

course, a bit of tender love and care along the way as 

well), but rest assured, it is an investment you will see a 

return on in the future. Oftentimes, you will have to 
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recruit and place above the initial team, a more senior 

manager. This is never a simple move. Ego tends to get 

in the way of these things at times, however, do 

remember that experience has shown that good, quality 

people will accept outstanding people above them.  

 

You must exercise the utmost sensitivity and human 

attentiveness when recruiting and putting together 

teams. Managing people's expectations is an art form. 

Make sure you master it as soon as possible.  

 

A Fulltime, dedicated team – If a certain activity is 

important to the company, then a member of your 

organisation will be in charge of it. Now, if the 

organisation is comprised of 10 people or more, then 

you will need to have that one person whose 

responsibility lies solely with that activity at hand. 

Quality Assurance (QA) is not some side gig for one of 

your employees who was unable to get out of you 

adding another task to their task list. QA is a very 

important activity. It may determine the quality of your 

offering and eventually your competitiveness, market 

acceptance and ultimate success. This is an activity you 

want someone with the outmost professionalism and 

excitement to be in charge of. Equally important are 

customer support, marketing, and finance. When you 

are a two-person venture, it is okay and inevitable to 

give these activities only part-time attention. Keep in 

mind that we all have a tendency to [prioritise all things 

fun that we excel at over the most important issues. 
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What this means that if we do things in half measures, 

most people are likely to end up neglecting and 

overlooking some of the very important things. In the 

long run, all those important tasks and activities will 

need to have someone exclusively devoted to them.   
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12. Capital Efficiency  
Maximum effect with minimal effort, the advantage of 

the need to choose, less is more, excellence substituting 

expenses, outsourcing  

 

Founder of modern Judo, Jigoro Kano, described his 

martial art as ―The Art of Minimum Effort and 

Maximum Efficiency ―. This is an important and 

inspiring statement, although, many do not agree with 

this approach at all. There is a bit of a  

theological debate here; an emotionally-charged one, 

that is all about choices and beliefs. That said, like any 

decent missionary, I am certain that this is the way to 

build a startup. Even if you do side with "the 

opposition", you will have to agree that my position is 

more in the spirit of the times i.e. the scarcity of capital. 

It also stands to appeal to larger portions of the 

audience, the 95 percent who need to chase after as 

opposed to beating off with a stick investment offers.  

After this long introduction, allow me to now make my 

point why Capital Efficiency may be a common 

constrain on the one hand, but on the other, I do 

genuinely believe that it is also a great value for an 

entrepreneur to have. Plants will put down deeper roots 

if they do not have much at their disposal. However, 

overwater them and you stand to compromise their 

health. Same goes for startup. Some of the best success 

stories are companies who could only manage 

recruiting small funding and were then just forced to 
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"get it right" and reach profitability and financial 

independence as quickly as possible. We all know that 

one terrific developer is a manifold more productive 

than three decent ones. However, if you do not have 

enough funds to hire three, spend a little more time 

recruiting until you've found the one. Scarcity forces 

one into focus. You cannot develop too many products 

simultaneously, set up shop in two territories, take on 

too many people – you must make tough choices, and 

tough choices are a good thing. If you actually do make 

the right tough choices, then they will pay off, give you 

focus and lead to excellence. Get it right the first time 

and then, and only then, you may start repeating the 

process.  

 

Checkpoint was only able to raise $400,000 and 

therefore had to lock Sun as a distributor in order to 

succeed. Had they had $20M in the bank, they would 

have had many other options, most of which probably 

would never have led them down such a successful path 

and could actually have meant them missing the boat. 

 

37Signal is a legendary startup company that is behind 

winning products such as Basecamp, with millions of 

paying users worldwide. In their own words, describing 

their company themselves: "We‘re a privately-held 

company committed to building the best web-based 

software products possible with the least number of 

features necessary. Our products do less than the 

competition — intentionally." This is the poetry of 
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startups at its finest.  

 

Less is More for Startups means 

Less cash, people, features, partners, talking… 

But more creativity, differentiation and engagement.  

 

So how do you run capital-efficient company? 

 

I am sorry to say, but we are back to the human factor. 

If you bring on board people who can do what you ask 

for them in half the time and at twice the efficiency and 

quality then you are off to a great start. Outsource 

anything that is not absolutely core and essential to 

your organisation. High-quality, inexpensive, 

centrally-managed outsourcing is the key. Here is the 

story of a friend of mine who had founded a company. 

With a team of no more than five people and no outside 

funding, he was able to perfect a world-class, fully 

operational product. From the outside, the venture 

looks like a 50-person company. To contract the 

project, he turned to oDesk – one of several online 

marketplaces for contractors and freelance service 

providers. His website was built in India for no more 

than $150 and later, redone by another contractor for 

$400. The graphic design was done in Uruguay and the 

technical writing, in the US. It all came down to just a 

few hundreds of dollars and took only one week to 

finish. And, when he gave his team a bonus of $35, he 

had made them into his friends. Most sites that cost 

$400 look accordingly. There is an art form to 
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squeezing high quality out a very low budget. It also 

means that sometimes, some of the work will have to be 

redone, if the first stab at it was not as successful as it 

could have been.  

 

Build a support system that helps you. However, make 

sure that this relationship is mutually beneficiary. 

Never become "beggars for favours" and quickly look 

for opportunities that would allow you to pay back your 

debt as quickly as possible. Your IP attorney will no 

longer bill you by the hour after you have sent two new 

clients their way. Your accountant will want to work 

with you for a deferred / lower retainer if you bring 

them into your dream and give them the sense that what 

you are developing here can be a very beneficial, 

long-term relationship for them too. 
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13. Summary  
 

Is that it? Is time to go already? So it would seem. I 

have stated in advance that this is the imperfect guide 

for entrepreneurship. I can only hope that after having 

read it, some of you may have gained some better 

understanding of the entrepreneurial road ahead. While 

jokingly I had said that entrepreneurship is a 

personality disorder, and that it is sometimes referred to 

as a "virus", at the heart of it is a burning passion for 

self-fulfillment.  

We have described the entrepreneurship process. It all 

starts with the idea or a dream to do something 

meaningful. At his book Man's search for meaning, 

Victor Frankl talks in great length about our quest to 

find and give meaning to our lives. He also hints that at 

the end of the day, love is the answer. Entrepreneurship 

at its prime is the product of one's love of a certain field, 

their need for activity and desire to create something 

meaningful. Before you go off launching the next 

Starbucks, you have to love coffee, love customers and 

love to translate ambition into action.  

Entrepreneurship is a lonely journey which is why you 

will need partners for the road ahead; co-founders, 

managers, investors and whatever other good souls you 
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come by who share your vision or at the very least, have 

faith in it.  

Take yourself and the venture seriously because if you 

do not, rest assured, no one else will. Even at the height 

of seriousness, remember to always leave a little corner 

in your heart for some self-humour and 

lightheartedness. Act swiftly, with drive and 

excitement; life – yours and your venture's is just too 

short. 

Raise money when possible. If you can, have it be 

clever money or better yet, clever and friendly money. 

Creativity is increasingly playing a more pivotal role in 

our lives. Letting go of conventions, taking on a 

different outlook, showing willingness to take risks 

(and fail); it is all happening right now and can end up 

with you having made something very good. This is the 

"creation of value." We are living in an emotional era. 

Develop your abilities to deal with issues that are 

beyond the functional, such as design, empathy, play 

and other soft skills. Understand that in many cases 

impressions count more than reality.  

So to sum it all up,  

entrepreneurship = idea + need + talent + capital  

but above all else, it is hard and tedious work – so start 

your engines! 
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14. Prologue 
 

We all aim for success. That is a good thing. It is also a 

self-fulfilling prophecy. Having said that, let's  have a 

couple of words now on the F word - failure  

Innovative ideas equal high risk. High risk equals high 

failure probability. That said, any alleged "failure" can 

also be seen as "success" as it equals a precious learning 

experience.  

 

In that last scene of the film, Zorba the Greek, Alexis 

Zorba, a local Greek islander, convinces Basil, an 

English writer, to invest in his mining venture, which, 

of course, proves disastrous; financially and otherwise. 

This was a classic Venture Capital transaction. Zorba 

had devised a system to move timbres from the 

mountain. "The tree belongs to the church, and the 

church to God, and God to everyone, so the trees 

belong to everyone," he reasoned, ever-so logically. 

When it all came crashing down, Zorba turned to Basil 

and asked, "Have you ever seen a more Splendifulus 

Catastrophe?" Our sympathies for poor Basil's 

predicament aside, Zorba ultimately made sure that the 

young writer learnt more about life, love and dancing, 

from this experience than he could ever have thought 

possible. Therefore, he ultimately did become richer 

person…at heart, albeit less-so in the bank. 

 

Failure is the drug that begets creation. Enjoy its high. 
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In some cultures, entrepreneurship is more common 

than others. Not every country has a Venture Capital  

industry. This is mainly because in some countries,  

failure is socially unacceptable. In such cultures, you 

are not encouraged to take risks or dream big. Stay in 

line. Follow the best practices within the industry. Do 

not question conventions. These environments simply 

do not offer sufficient ground for new ventures.  

 

Understanding that you may make mistakes and fail 

occasionally is a part of your path to success. It is true 

whether you are at corporate level, starting a small 

venture or even home raising your children. It is always 

nice to win, but if you do lose – don't lose the lesson! 

 

Good luck ! 


