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“When you make a 
company, you make 
a utopia. It’s where 
you design your 
perfect world.”

Derek Sivers
Founder of CD Baby

Author of Anything You Want
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Introduction 
The whole point of building a business is that 
you get to call the shots: there is no uniform, 

universal way to start and launch a successful 
venture. There are useful tactics, tools and 

techniques to be aware of and this workbook 
outlines some of them. 

As with everything, assess this information 
critically – choose what you want to keep and 

discard what isn’t helpful. The links and ideas in 
this document have been included to spark a 
conversation. They are not your final answer.  

We designed this workbook to prompt 
questions that you can bring to share with the 

group. It is through conversation and 
exploration that this course will deliver its full 

potential value.

This isn’t simply about learning facts and rules 
as if we were back at school. You can start 

absorbing information independently before the 
course: being in the classroom with others 

allows you to further increasing your 
understanding so that you can better apply the 

techniques yourself.
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contents… 
1. Module 1 – Idea Generation
2. Module 2 – Strategy & Metrics
3. Module 3 – 21st Century Marketing
4. Module 4 – Sales
5. Module 5 – Finance & Funding
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Each Module has the following sub-sections:

– Definition
– Perspective
– Syllabus
– Starting Ideas
– Questions To Ask Yourself
– Recommended Reading

4



Module 01 
Idea Generation 

DEFINITION

The creative process of generating, developing 
and communicating new ideas. These can be 

visual, concrete or abstract. For startup ideas this 
is a two-step process. The first step is the act of 
coming up with uncensored ideas. No idea is too 

unrealistic or naïve. The second step involves 
filtering the ideas through various criteria (your 

personal preferences, your skills, and – crucially 
of course - business viability).

When building a startup, idea generation is less 
an event and more of a permanent state. The 
process isn’t just required when you come up 
with the idea behind your startup, it is used to 

form all the sub-ideas that inform how you’ll build 
it. Jack Dorsey, co-founder of Twitter, talks about 
having ‘multiple founding moments’. You should 

never stop developing the idea behind your 
business and, in this context, idea generation 

means innovation.
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We are often better served by 
connecting ideas than we are by 
protecting them…when one looks 
at innovation in nature and in 
culture, environments that build 
walls around good ideas tend to 
be less innovative in the long run 
than more open-ended 
environments. Good ideas may 
not want to be free, but they do 
want to connect, fuse, recombine.

Steven Johnson
Where good ideas come from

http://www.amazon.com/Where-Good-Ideas-Come-
Innovation/dp/1594485380 

Idea generation 
Perspective 
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Idea Generation 
Syllabus 

How do you generate lots of 
creative and business ideas?

How can you test ideas before 
fully committing to them?

How do you distinguish projects 
from viable business ideas? 

How do you get from idea to 
execution and launch?
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Idea Generation 
Starting Points – 1 

Write a list, every day, of ideas – to build your idea muscle.

Whenever I’ve been stuck on the floor I knew the only way to kick into 
action was to start building my idea muscle again. Because it is in those 
moments that my brain had become smaller, damaged, and my idea 
muscle had atrophied. And from that moment it takes six months (on 
average) to 100% change my life around.

If you were sick in bed for ten days and then tried to walk you wouldn’t be 
able to. How come? Because your leg muscles have  atrophied. Just two 
weeks of non-use and you might need six months of therapy to walk 
normally again.

We’re in a world that is running 1000 miles per hour. If you let your leg 
muscles atrophy you will get left behind. The idea muscles in your mind are 
the EXACT same way. They atrophy in about ten days of non-use. So start 
now, every day list 10 ideas. I make a list every day. It can be a list on 
anything. Today I did a list of 10 kindle singles I can write. One of them I 
will pick and do within the next 2-3 weeks.

James Altucher – Entrepreneur, Writer

Eureka moments are very, very rare – an unhelpful myth.

Innovation is one of those cases where the defining image …[turns] out to 
be completely backward. It's very, very rare to find cases where somebody 
on their own, working alone, in a moment of sudden clarity has a great 
breakthrough that changes the world. And yet there seems to be this 
bizarre desire to tell the story that way.

Steven Johnson – Writer
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Idea Generation 
Starting Points – 2 

Don’t just look for a business idea.

Look for a problem, preferably one you have direct experience of yourself

Pay particular attention to things that chafe you. The advantage of taking 
the status quo for granted is not just that it makes life (locally) more 
efficient, but also that it makes life more tolerable. If you knew about all the 
things we'll get in the next 50 years but don't have yet, you'd find present 
day life pretty constraining, just as someone from the present would if they 
were sent back 50 years in a time machine. When something annoys you, it 
could be because you're living in the future.

Paul Graham – Founder, Y Combinator

Concentrate on making meaning.

Great companies tend to be built around one of three kinds of meaning:

1. Increase the quality of life. Make people more productive or their lives
easier or more enjoyable.

2. Right a wrong. A variant on the above. Be a part of the solution, not a
part of the problem.

3. Prevent the end of something good. Preserve something classic or
historical. Save the whales.

Guy Kawasaki – Entrepreneur, Investor, Author

Simpler still is to try to come up with ideas that either make things more efficient, 
cheaper or more fun for a large enough group of people. The two lines that define 
Escape the City’s founding are: “Solve a problem” and “Scratch your own itch”.
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Idea Generation 
Starting Points – 3 

Develop your customers, not just your product.

Very few startups fail for lack of technology. They almost always fail 
for lack of customers. Yet surprisingly few companies take the basic 
step of attempting to learn about their customers until it is too late.

Eric Ries – Entrepreneur, author of The Lean Startup

Test a variety of ideas by going lean.

"Lean Startup" is an approach for launching businesses and products, that 
relies on validated learning, scientific experimentation, and iterative 
product releases to shorten product development cycles, measure 
progress, and gain valuable customer feedback. In this way, companies, 
especially startups, can design their products or services to meet the 
demands of their customer base without requiring large amounts of initial 
funding or expensive product launches.

http://en.wikipedia.org/wiki/Lean_Startup 

Build, measure, and learn through building a prototype.

The minimum viable product is that version of a new product which 
allows a team to collect the maximum amount of validated learning 
about customers with the least effort.

Eric Ries – Entrepreneur, author of The Lean Startup

What is the simplest version of your world-beating vision that you could launch 
without spending masses of time, money and effort on it? Before quitting your 
job? Before raising investment? All startup ideas include large ‘leaps of faith’. In 
an age of rapid product cycles, the best approach to testing ideas is to launch 
fast (and small), learn as much as you can, and react accordingly.
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Idea Generation 
Questions To Ask Yourself 

What frustrates you about the world?

What do you have not only the conviction to want to 
change or improve but also the skills and the time?

Can you come up with twenty creative ideas by the 
end of the day?

Could you turn three of them into businesses?

Can you choose one of them to spend the next 
month exploring and testing?

What are the main leaps of faith with this idea?

What could you do by the end of the week to test 
some of these core assumptions?

What are the individual steps required to get the very 
simplest version of your product or service out into 

the world?
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Idea Generation 
Recommended Reading 

General:
• The Art Of The Start

Brainstorming:
• How To Get Startup Ideas
• How To Have Great Ideas
• How to Brainstorm Business Ideas
• Business Model Generation
• When Ideas Have Sex
• Where Good Ideas Come From

Lean Startup
• Summary And Outline
• Lean Video Summary
• Running Lean
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Module 02 
Strategy & Metrics 

DEFINITION

Strategy: A plan of action or policy 
designed to achieve a major or overall 
aim. All strategy starts with a specific 

vision. The strategy is formed by 
logically breaking down the steps 

required to reach that vision into different 
activities, milestones and goals.

Metrics: Standards of measurement by 
which efficiency, performance, progress, 
or quality of a plan, process, or product 

can be assessed. You use metrics to 
track your progress against your goals. 
This allows you not only to monitor how 
you are executing on your strategy but 
also to evolve your strategy based on 

incoming information.
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“The essence of 
strategy is choosing 
what not to do.”

Michael Porter
Harvard Business School

http://convertinnovations.com/2008/11/the-
essence-of-strategy-is-choosing-what-not-to-do/ 

Strategy & Metrics 
Perspective 
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Strategy & Metrics 
Syllabus 

How do you develop a viable 
business strategy?

How do you measure progress 
against your goals?

How do you test towards 
success (not plan)?

How do you conduct customer 
development?
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Strategy & Metrics 
Starting Points – 1 

What is a startup?

A startup is an organization formed to search for a repeatable and 
scalable business model.
Steve Blank – author, entrepreneur

The difference between a business plan and a business model…

A business plan is useful place for you to collect your hypotheses 
about your business, sales, marketing, customers, market size, etc. (Your investors 

make you write one, but they never read it.)  A Business Model is how 
all the pieces in your business plan interconnect.

Steve Blank – author, entrepreneur

For a startup, your first strategy will be to find a business model.

How do you find a business model? By developing potential customers. It sounds 
obvious, but most entrepreneurs assume they already know what their customers 
want and spend all their time developing their product (often wrongly).

 There Are No Facts Inside Your Building, So Get Outside
 Failure is an Integral Part of the Search for the Business Model
 Iterations and Pivots are Driven by Insight
 Validate Your Hypotheses with Experiments
 No Business Plan Survives First Contact with Customers
 Startup Metrics are Different from Existing Companies
 Fast, Fearless Decision-Making, Cycle Time, Speed and Tempo
 If it’s not About Passion, You’re Dead the Day You Opened your Doors
 Preserve Cash While Searching – After It’s Found, Spend
 Startups Demand Comfort with Chaos and Uncertainty

Steve Blank – author, entrepreneur
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Strategy & Metrics 
Starting Points – 2 

Summarise your initial plan on one page.

The Business Model Canvas is a useful tool for mapping out business models. It is 
a visual chart with elements describing the value proposition, infrastructure, 
customers, and finances.

Assume that your initial plan is most often wrong.

‘Getting to Plan B’ is about the process of discovering a business 
model. The discovering process can be made systematic by 
constantly formulating different hypothesis and measurements and 
continuously follow up and iterate the business model into a new Plan B.

The starting point for a new business model is to learn from successful 
examples worth mimicking in some way and examples to which you explicitly 
choose to do things differently, where the ultimate judge is the customers 
and the cash flow generated from your business model.

The concepts of analogs (successful predecessors), antilogs (predecessors 
that you want to differ from), and Leaps of Faith (beliefs about answers with 
no evidence) is covered with the key take out to learn, mix and match to 
create your own business model, to experiment to test different hypothesis 
to prove or refute them.

Measure progress against goals through a dashboard.

The concept of dashboarding (a systematic way to guide experiments and 
track results) is presented with examples showing that measuring of specific 
parameters or results increases the focus of the company's activities, and 
that the dashboards, including parameters and goals, need to evolve over 
time based on the learnings they uncover.

Randy Komisar – Author of Getting to Plan B 
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Most companies are pursuing an explicitly bad strategy. 

The tell-tale signs of bad strategies for which leaders should be on the 
lookout: fluff, that is "gibberish masquerading as strategic concepts" that 
uses buzzwords to restate the obvious; failure to face the challenge; 
mistaking goals for strategies; and bad strategic objectives that fail to 
address critical issues.

All good strategy has a basic underlying structure. 

 The ‘kernel’ of good strategy contains three elements: a diagnosis, 
 a guiding  policy and a set of coherent actions.

 Richard P Rumelt - Good Strategy, Bad Strategy

All businesses have a funnel – what is yours going to be?

The traditional sales funnel (turning prospects into contacts into sales) is an 
excellent way of conceiving of your business as a whole. You need to acquire 
customers and you need to prompt some kind of ‘monetisable’ behaviour.

Your metrics should align to the funnel. So, when building your dashboard, you kill 
two birds with one stone. When you get the right funnel you not only measure the 
right stuff but you understand how all the bits of your customer journey fit together.

The best model for developing your dashboard was created by Dave McClure in 
his presentation ‘Startup Metrics for Pirates’. You should be able to map your 
customers to the following journey: Acquisition, Activation, Engagement, 
Retention, Referral and Revenue. 

The combination of a good dashboard and clear business model canvas will get 
you a long way down the road towards finding the right strategy for your startup.

Strategy & Metrics 
Starting Points – 3 
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Strategy & Metrics 
Questions To Ask Yourself 

What is your vision for your business? I.e. What could it look 
like when you have finished building it?

What is your mission? (Your mission differs from your vision in 
that it is the problem that you are trying to solve – as opposed 

to a specific vision for the organisation).

Can you break your vision down into a step-by-step strategy? 
I.e. What do you need to do this year, this month and this week 

to be on the right track?

Do you understand the difference between a business plan (a 
collection of assumptions) and a business model (the 

repeatable, scalable system that you are searching for)?

Who are your ideal customers?

Do you understand what is meant by ‘customer development’? 
If so, how can you begin customer development today?

What are the key hypotheses you need to solve to validate your 
assumptions?

What will your dashboard for monitoring progress look like?
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Strategy & Metrics 
Recommended Reading 

Strategy:

• Seizing the White Space: Business
Model Innovation for Growth and
Renewal

• Getting to Plan B

• The E Myth: Why Most Businesses
Don't Work and What to Do About It

• Good To Great: Why Some
Companies Make The Leap And
Others Don’t

Business Models:

• Open Business Models: How to
Thrive in the New Innovation
Landscape

• The Ultimate Competitive Advantage:
Secrets of Continually Developing a
More Profitable Business Model

• The Profit Zone: How Strategic
Business Design Will Lead You to
Tomorrow's Profits

• New Business Road Test

Customer Development:

• Steve Blank’s course

Metrics:

• Startup Metrics for Pirates

• 5 steps towards building a metrics-
driven business

• Book review: The Lean Startup
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Module 03 
21st Century Marketing 

DEFINITION

Marketing is a conversation between the 
customer and an organisation. Learning 

about customers happens through 
marketing to them and seeing which 

messages resonate. 

Great marketing is based on deep 
understanding of the customer and how 
they think and speak. It communicates 

the benefits of the product and educates 
the audience around why they should 

buy what the company is selling.
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Markets are conversations. 
Markets consist of human 
beings, not demographic 
sectors. Conversations 
among human beings 
sound human.

The Cluetrain Manifesto
Rick Levine, Doc Searls

http://www.cluetrain.com/

21st Century Marketing 
Perspective 
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21st Century Marketing 
Syllabus 

How do you establish a strong 
brand identity?

How do you navigate the world of 
social media? 

How do you measure the impact of 
your efforts? 

How do you do startup PR that 
gets coverage?
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21st Century Marketing 
Starting Points – 1 

Make Meaning

People don't buy what you do; they buy why you do it. And what you do 
simply proves what you believe.

Simon Sinek – Start With Why

Be Remarkable

If you're remarkable, then it's likely that some people won't like you. That's 
part of the definition of remarkable. Nobody gets unanimous praise -- ever. 
The best the timid can hope for is to be unnoticed. Criticism comes to 
those who stand out.  Playing it safe. Following the rules. They seem like 
the best ways to avoid failure. Alas, that pattern is awfully dangerous. The 
current marketing "rules" will ultimately lead to failure. In a crowded 
marketplace, fitting in is failing. In a busy marketplace, not standing out is 
the same as being invisible. 

 Seth Godin – Purple Cow

You cannot determine your brand – your customers do.

A brand is a person’s gut feeling about a product, service, or company. It’s 
a GUT FEELING because we’re all emotional, intuitive beings, despite our 
best efforts to be rational. It’s a PERSON’S gut feeling, because in the end 
the brand is defined by individuals, not by companies, markets, or the so-
called general public… In other words, a brand is not what YOU say it is. 
It’s what THEY say it is.

 Marty Neumeier - The Brand Gap
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21st Century Marketing 
Starting Points – 2 

Gain permission before you push a message.

“Permission marketing is the privilege (not the right) of delivering 
anticipated, personal and relevant messages to people who actually want 
to get them. It recognizes the new power of the best consumers to ignore 
marketing. It realizes that treating people with respect is the best way to 
earn their attention.

Pay attention is a key phrase here, because permission marketers 
understand that when someone chooses to pay attention they are actually 
paying you with something precious. And there's no way they can get their 
attention back if they change their mind. Attention becomes an important 
asset, something to be valued, not wasted.” 

Seth Godin - Permission Marketing

Make your message sticky by making it simple, unexpected, concrete, 
credible, emotional, and story-based.

A key to making an idea sticky is to tell it as a story.

Stories encourage a kind of mental simulation or reenactment on the part 
of the listener that burns the idea into the mind.

For example, a flight simulator is much more effective than flash cards in 
training a pilot. The hard part about using a story is creating it. The best 
way to use a story is to always be on the look out for them. Most good 
stories are collected and discovered, rather than produced de novo.

 Chip & Dan Heath - Made To Stick
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21st Century Marketing 
Starting Points – 3 

Recognise that in this new complex media world, the sequence of seeing 
social media results goes as follows >>> Investment > action > reaction > 
non-financial impact > financial impact.

ROI is a business metric, not a media metric. ROI is 100% media-agnostic. 
Only measuring digital or social won't get you anywhere.

 
 Olivier Blanchard – Basics of Social Media ROI 

Excellent social media is about throwing a great online party. 

Marketing in the 80s was all about the product, and then it moved into the 
“new marketing” era which was about “you deserve this car because you 
are amazing” and now we are in the era of “us marketing”. It’s not enough 
to just build a community – it’s like organising a party without a plan.

Kristen Boschma – Head of Online Communications @ Telstra

Successful companies in social media act more like party planners, 
aggregators, and content providers than traditional advertiser.

 Erik Qualman – Socialnomics

Build relationships with journalists before you need them. 

Consider making a list of the top 5-10 journalists in your industry that you'd 
like to build relationships with and then move forward, focusing on those 
journalists every time you have a story to convey. Read up on the 
journalists' articles and get a clear understanding of what each of them 
covers. When you pitch them, showcase that you follow their work and feel 
that your startup fits in with their coverage.

10 Essential PR Tips for Startups – Mashable
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21st Century Marketing 
Questions To Ask Yourself 

Who are you trying to communicate with?

What channels are you going to communicate with 
them through?

Why does your product or service exist – why do you 
believe in it? What do you stand for?

Why should other people care? What benefits do you 
offer people?

Is your message simple, unexpected, concrete, 
credible?

Who are the publications, journalists or bloggers who 
may be interested in your story?

How will your customers be part of your story?
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21st Century Marketing 
Recommended Reading 

Marketing:
•  Permission Marketing
•  In Praise Of The Purple Cow
•  The Brand Gap
•  Tribes

Communications:
•  Made To Stick
•  Simon Sinek, the Golden Circle

PR:
•  PR For Startups
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Module 04 
Sales 

CONTEXT

Sales is the simple act of selling a product or 
service in return for money. It is the final act 

completing some form of commercial 
activity. The fact that it is a ‘final act’ is an 

important point… sales is a process, not an 
event. It starts with customer identification 

and acquisition and ends with revenue. 

It is worth referring to the Strategy & Metrics 
funnel from Module 02. The art of good 

selling involves finding customers, engaging 
them in some form, developing the right 
product, pricing it right, and persuading 

them to buy it. A sustainable sales strategy 
will look more like an ecosystem than a 
collection of one-off transactions. Your 
challenge is to figure out how to move 

enough people along the process to justify 
the time and effort spent with profitable 

revenue.
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Your first paying customer 
is always the hardest to get 
but also the most exciting 
to acquire. 

Brenda Porter-Rockwell
Inc Magazine

http://www.inc.com/guides/2010/07/how-
to-find-your-first-customer.html 

Sales 
Perspective 
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Sales 
Syllabus 

How do you find your potential 
customers? 

How do you get to your first paying 
100 clients?

How do you price your products 
intelligently?

How do you build effective sales 
funnels?
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Sales 
Starting Points – 1 

Sales is everything. Without sales you will not have a business.

 In launching new businesses, many entrepreneurs do the opposite of 
 spending 80 percent of their time on selling.

 They spend most of their time, attention, energy, and capital on 
 things such as setting up an office, designing logos, printing 
 business cards, filing forms, writing contracts, and refining product 
 […] The activities that relate to making the business look and feel like 
 a real business are tertiary considerations at stage one of a business lifecycle.

Getting your product right is a very important goal, but it should not be 
your priority in stage one, because it is impossible to know what ‘right’ is 
until you get feedback from your customers.

There is a direct relationship between the success of a business at any 
given time and the percentage of its capital, temporal and intellectual 
resources that are devoted to selling.

 Michael Masterson – Ready, Aim, Fire

Go Lean. Speak to Customers. Try to make sales first and foremost.

This is the same line of thinking as the customer development approach outlined 
in both the Idea Generation and the Strategy & Metrics modules. The best way to 
eliminate assumptions, reduce the risk wasted effort, and develop a sustainable 
business model is to go to the market as soon as you possibly can.

We put massive pressure on ourselves for our product to be perfect and, as 
entrepreneurs, we back our emotional assumptions to the hilt. unfortunately, both 
of these attitudes are increasing our chances of failure.

Get out there!
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Sales 
Starting Points – 2 

Perfect your Pixar pitch.

You know the elevator pitch: that 30-second blurb you’ll blurt when you 
discover you’re on the elevator with the CEO of the company, and you 
have until the 23rd floor to sell him your genius. Now, the Pixar pitch refers 
to how every Pixar movie follows the same pattern. Since they’re the only 
movie studio in history to turn out 100% hit movies, it’s worth analyzing.

Once upon a time there was . . .
Every day, . . .
One day, . . .
Because of that, . . .
Because of that, . . .
Until finally, . . .

 To Sell Is Human

Sell Benefits, Not Features.

 When you want to inform, you list features; When you want to sell, 
 you list benefits.

 The Clear Copywriter

As With Everything In Business – Be Human.

Copywriting is more than any one “formula” — it’s an exercise in 
communication and persuasion.

 CopyBlogger.com
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Sales 
Starting Points – 3 

Listen first, sell second.

Shut up. Listen to their problems, listen to what their needs are and while 
you’re listening, develop the solution in your head. Repeat what you 
believe they said and give them your thoughts on what your solution to 
their problem might be. If you haven’t been able to weave the answer to all 
of your prospects’ problems, there’s nothing wrong with repeating what 
they need and telling them you’ll get them the answers in a short period of 
time.

 Inc.com - 3 Tactics to Become A Better Salesperson

Good Sales is Simply Permanent Customer Development!

Customer Development involves speaking to customers early and often and 
understanding their needs. Do this and you will not only build products and 
services that they want to but you will already have an authentic relationship with 
them focused on problem-solving and value-exchange.

Treat your special customers differently.

There should be a clear and obvious difference between regular customers 
and other customers – a difference that your regular customers perceive as 
showing that you value them. How can you expect customer loyalty if all 
customers are treated as “someone off the street”? There are all kinds of 
ways that you can show your regular customers that you value them, from 
small things such as greeting them by name through larger benefits such 
as giving regulars extended credit or discounts.

 6 Sure Ways to Increase Sales
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Sales 
Questions To Ask Yourself 

Where are you going to find your first customers?

What product will you sell them first?

How much will you charge for it?

How will you convince them to buy it?

How do you feel about making sales and why?

What are the main psychological barriers you face 
when trying to sell your product or service?

How can you overcome those barriers?

Who is the best salesperson you have ever come 
across?

How will you structure your sales funnel?
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Sales 
Recommended Reading 

•  How To Sell If You Hate Selling
•  How To Find Your First Customer
•  How To Price Something
•  The 10 Essential Ingredients of Successful Sales Pages
•  Ready, Fire, Aim: Zero to $100 Million in No Time Flat
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Module 05 
Finance & Funding 

CONTEXT

Startup funding in this context means 
any capital flowing into an early-stage 
startup business. This can range from 

personal savings, debt, and (gasp) 
revenue to external investment in the 

form of angels or venture capital. 

Typically at this stage the business 
model is unproven and the startup 
certainly hasn’t hit proper financial 

growth. Investors are investing in the 
plan, the team and the idea. Such 
investments are high-risk but also 
include potentially high rewards.
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It’s easy to get lost in the 
soup of “X company raised 
$Y” and forget that it’s not 
about fundraising, but 
building a business. 

Brad Feld
Investor – Foundry Group

http://www.feld.com/wp/archives/2011/11/dont-forget-to-
bootstrap.html 

Finance & Funding 
Perspective 
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Finance & Funding 
Syllabus 

What are all the different financing 
options for building your startup?

How do you get ‘investment ready’ for 
pitching to angels and VCs?

What are the do’s and don’ts about 
approaching investors?

What are the do’s and don’ts about 
pitching for investment?
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Finance & Funding 
Starting Points – 1 

Outside money should be Plan B (or Plan Z)

 “The first priority of many startups is acquiring funding from investors. 
 But remember, if you turn to outsiders for funding, you'll have to 
 answer to them too. Expectations are raised.  Investors want their 
 money back — and quickly. The sad fact is cashing in often begins to 
 trump building a quality product. These days it doesn't take much to get rolling.”
 Fund Yourself – Getting Real by 37 Signals

Understand the game before you start playing it

 “Startup investing is a very strange business. Nearly all the returns are 
 concentrated in a few big winners.”
 Paul Graham – Founder, Y Combinator

What does that mean?

Be really honest about two things: 1) What stage in the startup lifecycle are you at? 
There’s no point wasting time and energy on pitching to the wrong people at the 
wrong time. 2) What size of business do you want to build? £1m eventual 
valuation? £10 million? £100 million? Do you want a small shot at building 
something massive that you don’t control or do you want a bigger shot at building 
something small/medium-sized where you’re still in charge?

You probably aren’t a Venture Capital deal (at least not yet)

VC firms normally make large investments in startups with demonstrable traction, 
revenue and huge growth potential. They also come with much stricter terms and 
the process of chasing funding can become a full-time job in and of itself. Angels 
operate similarly (in terms of the growth potential of the business) but typically 
invest smaller amounts and at an earlier (seed) stage.
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You may want to join an accelerator for funding plus guidance

There are tons of high-profile accelerator models (usually application-required 
incubators providing a combination of funding, mentoring, & training in 
exchange for equity). This can be a low-risk way of surviving the early months.

Be clear on how much you need (as opposed to want)
 
 “Venture funding works like gears. A typical startup goes through 
 several rounds of funding, and at each round you want to take 
 just enough money to reach the speed where you can shift into the next gear.”
 Paul Graham – Founder, Y Combinator

Take a long, hard look in the mirror

 “Most companies don’t raise lots of money from sophisticated 
 investors – they raise smaller amounts from people their founders 
 know personally […] Are you and your founding team really ready 
 for  the big time? Are you prepared for the punishing 
 expectations of your investor? The get-big-or-go-home 
 philosophy? The possibility you could get fired as CEO of your 
 own business if you’re not delivering? If so, then go for it. But 
 remember, there are benefits (control, lifestyle, flexibility) to taking 
 a less extreme path up the mountain.”
 Greg Marsh – Entrepreneur & former VC investor

What do entrepreneurs need to pitch successfully?

 “…traction, users (a small number is fine as long as they’re 
 increasing), usage, metrics, and feedback – after all, investors 
 need to know there’s something real, and that someone other 
 than the entrepreneur thinks it’s good.”
 Mark MacLeod – entrepreneur (quoted in the Sprouter blog)

Finance & Funding 
Starting Points – 2 
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It all starts with a compelling idea or angle

“Every entrepreneur believes his or her idea is compelling. The reality is 
that very few business plans present ideas that are unique. It is very 
common for investors to see multiple versions of the same idea […] What 
makes an idea compelling […] is something that reflects a deep 
understanding of a big […} opportunity, and offers an elegant solution. This 
is the starting point for getting venture investors interested, but...”
Garage Technology Ventures

[…] the idea itself doesn’t make you fundable!

You also need: a strong core team, a clear market opportunity, clear maintainable 
competitive advantages, realistic (and big enough) financial projections, and 
validation in the form of good evidence (‘traction’).

Our recommendation – for early-stage entrepreneurs

Bootstrap. Build something people want. Beg and borrow (no stealing please) 
your way to funding the very simplest version of the world-beating product or 
service you plan to build. There’s no harm in planning for future funding events 
(you should) and if you want to go to Angels and VCs eventually you could 
starting building a relationship with them as soon as possible. But focus all your 
energy on Doing It Yourself. Best case, you fund it yourself off revenues. Worst 
case, it fails. Or you work your way towards investment. Either way, there’s a lot 
of work to be done before you get anywhere near your own investment pitch.

 With all the talk of massive amounts of cash sloshing around the 
 web/ mobile startup ecosystem, you would think that nobody 
 bootstraps anymore. But that is not true at all […] at least half of our 
 most recent twenty investments were bootstrapped for well more 
 than a year, and often for a lot longer, before we made our initial investment.
 Fred Wilson – VC, Union Square Ventures

Finance & Funding 
Starting Points – 3 
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Finance & Funding 
Questions To Ask Yourself 

What motivations are driving you wanting to start a startup? What 
are your personal financial objectives? What are your financial 

objectives for your business?

How many employees do you think your startup idea could support if 
it reached its full potential? How much annual revenue could the 

business be making at that stage? 

Do you have an idea of the likely valuation for that size of business in 
the sector you are building your startup in? Do you think that 

valuation is big enough for a professional investor to be 
interested?

How far do you think you could push this idea yourself?

What is holding you back from building your product today?

If someone gave you a million pounds tomorrow, do you know what 
you would spend it on?

Do you understand the implications of taking Angel or Venture 
Capital Investment? If so, are you up for the ride?

Are you clear on the levels of ‘traction’ your startup would need to be 
taken seriously be an Angel Investor or a VC firm?

Can you summarise your startup’s idea, vision and plan on a single 
page in a way that your mum would understand?
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Finance & Funding 
Recommended Reading 

General:
•  Where Do Entrepreneurs Get Their 

Money?
•  Insights And Advice About Funding 

Startups
•  10 Top Tips For Raising Startup 

Capital
•  How To Fund A Startup
•  How To Navigate The London Startup 

Scene
•  How to Raise Start-Up Capital
•  The Future Of Startup Funding

Bootstrapping:
•  Don’t Forget to Bootstrap
•  The Bootstrapper’s Bible
•  Bootstrapped, Profitable, & Proud
•  Start With Nothing

Crowdfunding:
•  Crowdfunding Startups Show How To 

Sidestep Bank Loans
•  The Venture Crowd
•  Crowdsunite (comparison site)
•  Enterprise Investment Scheme (UK)

Angel Funding:
•  Angel Funding Advice
•  The Future of Startup Funding

Venture Capital:
•  Do You Really Even Need VC?
•  Garage’s Recommended Resources
•  Critical Factors For Obtaining Venture 

Funding

Investment Readiness / Pitching:
•  How To Get Your Startup Ready For 

Investment
•  Writing A Compelling Executive 

Summary
•  How to Create an Enchanting 

Business Plan
•  The Modern Business Plan

Tools & Services:
•  Startup Loans
•  Funding Circle
•  Crowdcube
•  Seedrs
•  Seedcamp
•  BAM London
•  Kickstarter
•  Angel.co

Books:
•  The Art Of The Start

Blogs:
•  Fred Wilson
•  Mark Suster
•  This Is Going To Be Big
•  Brad Feld
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Module 06 
Tech & IT Systems 

CONTEXT

Every business today is an internet business in 
some form. Be it simply an element of brand-

building, marketing and advertising or a wholly 
digital product. Understanding the power of the 
internet to execute your strategy is crucial in any 
increasingly competitive economy. So many of 
us want to build things with a technical element 

and don’t possess the skills. Speaking the 
language of technical people and knowing what 

to ask for and where to get it is paramount.

The systems and software that support all 
successful businesses are wide-ranging and 

often cheaply or freely available. Knowing what 
tools and techniques to easily implement is a 
necessary requirement for anyone wanting to 
build an efficient and competitive startup. You 
can achieve a huge amount before touching a 
line of code if you know what software to use.
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Technology is dominated 
by two types of people: 
those who understand 
what they do not manage, 
and those who manage 
what they do not 
understand.

Archibald Putt
Putt's Law and the Successful Technocrat

http://en.wikipedia.org/wiki/
Putt's_Law_and_the_Successful_Technocrat 

Tech & IT Systems 
Perspective 
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Tech & IT Systems 
Syllabus 

How do you build a website if 
you can’t code?

How do you find good web 
developers?

How do you pick the right 
software tools?

How do you build landing 
pages and  A/B test?
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Tech & IT Systems 
Ideas from the Experts – 1 

To find a developer, make friends, not pitches.

The problem with pitching your idea to a developer is that they’ve heard it 
before. Maybe not your exact pitch, but they’ve most likely been approached 
by a number of people that have this “awesome idea”, and they “just need a 
developer”. Instead of pitching to them, make friends with them. Grab a 
beer, organise a paintball session, and listen to what’s happening in their 
world of code. What you’ll find is that developers have developer friends, 
and once you’re in their crowd, you’ll have a much better shot of getting 
something off the ground.

If you want a tech co-founder, create ideas together.

You probably think that your idea is the best thing since sliced bread. What’s 
really important though is to turn your idea into reality. The best way to do 
this is to not make it your idea, but to make it ‘our’ idea. Ask developers for 
help, or for their thoughts on an idea.

To bring on tech talent, paint a picture, and tell people about it

Tell everyone about what you’re doing – get used to talking, go to meetup 
groups and demo your progress thus far. If you’re serious about your idea 
you’ll get started on it with or without a developer. Do customer 
development, prototype your idea, and show the world what you’re about. 
The next thing you know, someone will make an introduction, and you’ll be 
one step closer to making your dream come true.

One last thing… if you’re like me and you come up with ideas all the time, 
you might want to consider learning how to create the first versions of your 
ideas yourself. There are plenty of online materials and courses available.

Why you can’t find a Tech Co-founder

51

http://blog.escapethecity.org/categories/startup/why-you-cant-find-a-tech-co-founder/


Tech & IT Systems 
Ideas from the Experts – 2 

Make sure you know who the point of contact on development will be. 

Make sure your communication is clear from the very first meeting with any 
web developer. Is the person who is selling their technical and development 
skills to you in the first place going to be involved if and when the project 
begins for real? If not, who is going to be your main point of contact, and are 
you sure you can effectively work with that person? By their nature web 
development projects can require a lot of back and forth communication 
between client and developer, so establishing that you're going to have 
effective lines of communication is a must.

Your developer and you should be able to communicate on the same level.

If you are new to the world of web development or not technically 
experienced, it's essential that your developer is aware of the fact and can 
communicate with you on the right level. Can they de-mystify the technical 
issues which you need to make important decisions about? Yes, you are 
paying for technical expertise but it’s also vital that you can make informed 
decisions – so don’t be reluctant to ask your developer to explain things at a 
level which is right for you.

Clarify the scope of changes allowed to the project after completion.

Pricing presents a similar challenge, especially if you are working to a small 
or inflexible budget. It's vital that you avoid any nasty surprises when it 
comes to cost, so agree very specifically what is included in the price you 
agree and what isn't. To what extent are you allowed to amend the project 
specification without incurring additional cost, for instance? Have you 
established a process whereby the developer can alert you if you are going 
down a path which risks additional charges?

 27 Stars - Working with a web developer
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Tech & IT Systems 
Ideas from the Experts – 3 

Use a one-page mini-site or sales page (also known as a landing page) to 
gauge demand before investing in a website – a great landing page has a few 
key elements.

Use a clear and concise value statement so visitors understand the purpose 
of the page immediately. Focus the whole page on a single message, with a 
single primary call to action (CTA). Use conversion design rules to make your 
CTA stand out (whitespace, color, contrast, directional cues). When using a 
form to collect data, balance the amount of information requested with the 
perceived value of the item being given in return (report, eBook etc.). Use 
modal dialogs for supplementary information (terms & conditions, privacy 
policy, product details) as opposed to sending them to your website (which 
removes them from your intended conversion path).

Use social media to grow your traffic. 

The keys to making social sharing and promotion work for link building are 
connecting with the right audience. Don’t just look to get any followers or 
fans. Try to follow and interact with people who will be interested in your 
updates. Particularly try to follow bloggers in your industry - they will be 
most likely to link to you within their posts, and there’s nothing better than an 
in-content link 

Create “linkbait” content. This includes infographics, videos, tutorials, how-
to guides, lists, podcasts, and other valuable information. Also, share your 
link at different times. Remember that just because it is 9am to 5pm for you 
doesn’t mean it is for everyone else. Maybe your next potential link 
opportunity is still asleep a few time zones away. Be sure to tweet a few 
times a day, and to keep your account from sounding like a broken record, 
vary the text in the tweet to make it sound unique.

 Wordtracker Academy: Social Sharing 
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Tech & IT Systems 
Questions To Ask Yourself 

What technical skills do you need in order to make 
your prototype or product a reality?

How will you source that technical talent?

Can and should you up skill yourself technically in 
order to be able to better communicate with your 

developer?

What are the most important features or functions 
that you would need to demonstrate in a technical 

prototype?

What tools or systems can you learn or install this 
week in order to start making progress? 

54



Tech & IT Systems 
Recommended links 

The software we use at Escape:
• Basecamp for Project Management
• Ruby on Rails platform
• Google Apps for email management
• Google Forms for surveys
• Dropbox for file storage
• Eventbrite for event tickets
• Mailchimp for newsletters

Blogging:
• Wordpress
• Tumblr

Web development:
• Useful web design links
• Examples of beautiful social links
• Color Scheme Designer
• Themeforest
• About.me

Landing pages
• LanderApp
• Unbounce
• Launchrock
• 35 beautiful examples

Social media:
• Social Fresh
• Gary Vaynerchuck
• Getting started with social media
• 101 Social Media Resources
• Jeremiah Olwang

Online community:
• Feverbee

Tech Industry news:
• ReadWrite
• Techcrunch

Upskilling yourself:
• MakersAcademy.com
• General Assembly

CodeAcademy•
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Module 07 
Team & Recruitment 

CONTEXT

Startup funding in this context means 
any capital flowing into an early-stage 
startup business. This can range from 

personal savings, debt, and (gasp) 
revenue to external investment in the 

form of angels or venture capital. 

Typically at this stage the business 
model is unproven and the startup 
certainly hasn’t hit proper financial 

growth. Investors are investing in the 
plan, the team and the idea. Such 
investments are high-risk but also 
include potentially high rewards.
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Individuals 
don’t build 
great companies, 
teams do.

Mark Suster
General partner, GRP Partners

http://startupquote.com/post/3293103725 

Team & Recruitment 
Perspective 
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Team & Recruitment 
Syllabus 

How do you structure strong partnerships?

How do you make your first hire?

How do you incentivise your team? 

How do you assemble a board of advisors?
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Team & Recruitment 
Starting Points – 1 

Strong partnerships are like strong marriages.

The metaphor of being in a relationship, when you talk about business 
partners, it gets used a lot for a very good reason and it’s mostly true,” said 
Stewart Thornhill, a professor of entrepreneurship at the Richard Ivey 
School of Business in London, Ont. “In some cases getting out of a 
marriage or dating or romantic relationship can often be easier than getting 
out of a business partnership.

For that reason, he said, Ivey emphasizes the importance of shareholder 
agreements to set out a clear process for an exit. He noted that enduring 
partnerships are often formed based on similar attitudes and values, views 
on short-term versus long-term goals, and financial versus non-financial 
ambitions.

 How to Find The Perfect Business Partner
 
You never know when you’re going to meet someone.

“Meeting a person like that is probably just luck but once you meet 
someone, you usually know. It’s probably just a gut feeling of a sort, 
intuition.”

 How to Find The Perfect Business Partner
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Team & Recruitment 
Starting Points – 2 

Humans are driven by three factors. 

(1) Autonomy—the desire to direct our own lives;

(2) Mastery—the urge to make progress and get better at something that 
matters;

(3) Purpose—the yearning to do what we do in the service of something 
larger than ourselves.

 Daniel Pink – What Really Motivates Us

People care about joining you for the meaning, not just the money. 

Herzberg’s research found that what he called “hygiene factors”—such as 
salary, security, and status—were crucial for avoiding job dissatisfaction, 
but had little impact on job satisfaction. Satisfaction depended on “growth 
or motivator factors”—things like interesting work, greater responsibility, 
and the opportunity to grow.

Organizations that tried to boost performance by using hygiene factors—
say, by offering bonuses or holding out the prospect of a promotion—were 
playing a game they couldn’t win. The better approach, he argued, was 
to focus on job enrichment and make the work itself more challenging and 
meaningful.

 Daniel Pink – What Really Motivates Us
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Team & Recruitment 
Starting Points – 3 

External mentors can help to keep you on track. 

I was under the impression that once you start a business, a mentor came 
along as part of the package. Wow, was I wrong! My experience with a 
mentor became jaded by his inability to provide good information that 
helped me make a qualified decision to grow my business.

I turned to entrepreneur accountability partners. Find other entrepreneurs 
who share the same passion and drive you have, and want to grow their 
business. You gain access to successful business strategies from other 
industries that can be crossed referenced and used in your industry.

If you can’t find a mentor, then turn to other entrepreneurs and join an 
accountability group. Hold weekly meetings, trade expertise and help one 
another reach their goals.

James Taylor – 44 Ways To Find A Mentor

Hire For Pain, Not For The Business Plan’s Sake.

Deciding when to hire is as important as knowing that you need to hire at 
all. The problem is that too many entrepreneurs with funding start hiring 
because it was part of the business plan. The first sign of trouble is when 
there is too much emphasis on filling out the org chart and making sure all 
of the key titles are in place.

Most entrepreneurs get put through the ringer trying to raise money and 
they’ve lived and died by their models and forecasts. But when it comes to 
hiring, sometimes you just need to throw the model in the trash and let the 
reality of […] your business determine your true need to hire.

TechCrunch - How To Hire The Right Person For Your Startup

61

http://www.toiletpaperentrepreneur.com/the-right-actions/44-ways-how-to-find-a-mentor/
http://techcrunch.com/2012/02/25/how-to-hire/


Team & Recruitment 
Questions To Ask Yourself 

What kind of company culture do you want to build?

Who might be interested in helping you as an advisor 
and why?

What are the priorities in building your team?

Who can help you define your strengths and 
weaknesses as a leader, manager, or partner?

How might you go about finding potential advisors?

How persuasive are you about your business and the 
vision? Why should people want to join you?
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Team & Recruitment 
Recommended Reading 

On making your first hire:
•  How to Hire Your First Employee – click here

On motivation:
•  What really motivates us? – click here

Business partners:
•  How to find the perfect business partner – click here

Governance:
•  Great board meetings – click here
•  What makes an awesome board member? – click here
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Module 08 
Accounting & Legals 

CONTEXT

Your accounting system (recording or 
settling accounts in financial 
transactions; the methods of 

determining income and expenses for 
tax and other financial purposes) lets 
you get a cash-flow snapshot of your 

company, and the legal frameworks help 
you enforce a right or redress a wrong 

asserted in a lawsuit.
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While creating a growth 
business can be exhilarating, 
many entrepreneurs – 
especially those starting a 
company for the first time – 
don’t pay enough attention to 
some core issues surrounding 
the financial management of 
their businesses.

Brad Feld
Investor – Foundry Group

http://www.feld.com/wp/archives/2004/07/financial-fitness-for-
entrepreneurs.html 

Accounting & Legals 
Perspective 
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Accounting & Legals 
Syllabus 

How do you cover off all your legal 
bases?

How do you automate financial 
reporting?

How do you know what numbers to 
measure?

How do you find the right payment tools?
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Accounting & Legals 
Starting Points – 1 

An intelligently designed P&L (profit and loss) report will be a practical tool 
in managing your business. 

The external income statement does not serve this purpose well. A good 
P&L report highlights the key variables that drive your business’s profit 
performance. The basic P&L template should be adapted to fit each profit 
center in your business. A good P&L report focuses on margin, sales 
volume, variable expenses, and fixed expenses.

Margin equals sales price minus product cost and minus the variable 
expenses of making the sale. Your business must sell enough volume to 
earn total margin equal to fixed expenses before breaking into the profit 
zone. After your business reaches its break-even point, the margin from 
additional sales goes entirely to profit (before income tax).

Educate yourself to clearly understand every cost figure you use. 

Many costs depend on which accounting method is used, such as the 
choice between the last-in, first-out (LIFO) and the first-in, first-out (FIFO) 
methods, or they depend on rather arbitrary allocation methods. Know 
how your costs are calculated!

Build and maintain strong internal controls.

Businesses handle a lot of data and money, which present countless 
opportunities for errors and fraud. Make sure bulletproof internal controls 
are in place and working. If your internal controls are weak, someone may 
steal some of your hard-earned profit.

John A Tracy, CPA
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Accounting & Legals 
Starting Points – 2 

You will sleep well at night knowing that all risks have been thought through.

Lawyers can highlight what your risks are and how to protect yourself.
Written agreements will spell out all eventualities and avoid 
misunderstandings e.g. when you expect to get paid! You can limit your 
liability whereas with no terms, your liability is wide open. By law, website 
owners must have certain information and specific terms on their website or 
else they could face big fines and trouble from Trading Standards.

 Joanna Tall

The right legal tools protect your brand, and yourself.

Trademarks protect your business name and logo from being copied.  Aside 
from forming a limited liability company or partnership, taking out relevant 
insurance policies can protect your business too. Public and Employers’ 
Liability policies are the most common, and if you allow the public access to 
your premises, this should also cover Occupier's Liability.

Employment contracts should be as thorough as possible.

Having a watertight contract for employees and suppliers formalises the 
relationship between them and your business. Have you taken into account 
the statutory allowances, such as sick pay and maternity leave? Are you 
aware of the differences between an employee and a contractor?”

Make sure your terms of business are watertight.

Using generic Ts & Cs that you found on the internet will place your business 
in a very vulnerable position as there’s a good chance that they won’t stand 
up under scrutiny. Your terms should be specific to your business.

Legal Tips for a New Business
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Accounting & Legals 
Starting Points – 3 

Set a date every week with yourself to organise your accounting. 

Set aside about 15 minutes every week — that’s the equivalent of just one 
Facebook visit every seven days — to organize your finances, and don’t let 
other things take priority during this time.  You’ll have more insights into 
your business, be able to make more informed financial decisions and have 
everything organized when tax time approaches. Something always feels 
more pressing than your finances. But when you find the time every week, 
you’ll feel your stress levels — now and at year-end — fall fast.

Keep accounts separate. 

By keeping separate bank and credit card accounts for business and 
personal, you’ll save yourself hours of work and make it easy to keep track 
of deductible expenses in one place. Some applications can automatically 
handle the behind-the-scenes accounting for crossover expenses, but 
even so, we recommend handling business and personal finances as 
independently as possible.

Use a professional account.

Since the days of the abacus, accountants have been trusted and 
respected allies to small business owners everywhere. Their intimate 
knowledge of the profession as well as tax laws in their jurisdiction will save 
you money almost every time. I know how tempting it can be to save a 
buck and do it yourself, but it’s almost never more cost-efficient in the end. 
An accountant will almost always find more deductions and keep you 
penalty-free. On that note, the cleaner your records, the fewer billable 
hours you’ll have to pay, so make sure you’re organized year-round. But 
when things get technical or taxes are due, save yourself the money, time 
and headaches and call in a trusted professional.

 Forbes magazine
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Accounting & Legals 
Questions To Ask Yourself 

How will you determine the structure of your 
company?

Which accounting system will you use?

How will you teach yourself to measure your 
profit and loss?

What legal documents do you need to get 
started?

When will you have your weekly accounting date 
with yourself?
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Accounting & Legals 
Recommended Reading 

Basics:
•  Entrepreneur.com Accounting 

Basics 
•  Small Business Accounting 

Accounting:
•  Xero
•  ACCA: http://

www.accaglobal.com/ 
•  Companies House: http://

www.companies-house.gov.uk/
•  HM Revenue & Customs: http://

www.hmrc.gov.uk/
•  Office of Fair Trading: http://

www.oft.gov.uk/
•  Audit & assurance
•  Insolvency  

Legal:
•  14 Legal Tips for Starting Up
•  Tailor made documents: http://

offtoseemylawyer.com/just-
starting-out/oven-ready-
documents/ 

Intellectual property information: 

•  Intellectual Property Office

Data Protection and registration:
•  Information Commissioner’s 

Office

To check if your advertising copy 
is legal: 
•  Advertising Standards Authority
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AN INTRODUCTION TO 
BUILDING A STARTUP 

- PREPBOOK -  

- FULL DAY COURSE -  
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