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Life Cycle of Companies

Start Up Scale Up Sc@%w Up

Mice Gazelles Elephants
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FORMATION

Mission > Vision > Strategy

© Co-founder team formation

A - 1™ R A\A . s
° What. to whom? & Why and how?

Problem / Solution Fit

Ideating

Entrepreneurial
ambition and/or
potential scalable
product or service idea
for a big enough target
market, Initial idea on
how it would create
value. One person or a
vaque team; no
confirmed
commitment or no
right balance of skills
in the team structure
yet,

Startup Development Phases - From idea to business and team to organization.

Concepting

Defining mission and
vision with initial strategy
and key milestones For
next few years on how to
get there, Two or three
entrepreneurial core co-
founders with
complementary skills and
ownership plan, Maybe
additional team members
For specific roles also with
ownership.

,-~.‘

Vision / Founders Fit

Minimum Viable

Committing

Committed, skills balanced co-
Founding team with shared
vision, values and attitude.
Able to develop the initial
product or service version,
with committed resources, or
already have initial product or
service in place. Co-founders
shareholder agreement (SHA)
signed, including milestones,
with shareholders time &
money commitments, for next
three years with proper
vesting terms.

Froducl

VALIDATION
Lean Startup

Valldate /

(or pivot)

Validating

lterating and testing
assumptions for validated
solution to demonstrate
initial user growth and/or
revenue, Initial Key
Performance Indicators (KP|
s) identified, Can start to
attract additional resources
(money or work equity) via
investments or loans For
equity, interest or revenue
share from future revenues,

GROWTH
Scale Up

llerale

Establish &

strengthen

Business Model / Market Fit

Scaling

Fotus on KPI based
measurable growth in
users, customers and
revenues and/or market
traction & market share in
a big or fast growing
target market, Can and
want to grow fast.
Consider or have attracted
significant funding or
would be able to do so if
wanted, Hiring, improving
quality and implementing
Processes

Version 3.0 - www.startupcommons.org Qﬁiﬁ

Establishing

Achieved great growth,
that can be expected to
continue. Easily attract
financial and people
resources. Depending on
vision, mission and
commitments, will
continue to grow and
often tries to culturally
continue “like a startup”.
Founders and/or investors
make exit(s) or continue
with the company.
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The Lean
Startup |




b W L

gl g, Liel HhL 0w s 50 S o o]
9 Jyame SoB1S5 ol o eede oS Ulesl 050, cnl )

5 G b Gres Sl i 3550 g slgal Gl e 09550
i o yeS b (MVP) (g i Sl 51 Joud LB Jgame sl >k

ol Bar sla 5L 4 Q] &l g ey g




b W L

(Sorm OB SRl 4 5l e Wil el bl a5 (glaseS

Sy Coifgo il el o (Jyaze g Jate BeowS sloz,b




b W L

Sl e

WJyare cile yo JlS )

@ilial b oadad e 5L SO0 o 5, genS slam b b
e g ol i loe] Olog,ae b b




Wb Wi wlwl Jo! O

o > dod by o 81,15 )

ol Sy o (£95 d (Su3 L)

Wb o e cpl Ll o)l sls Cupane 4 g Cul Gl SO OU Ll
Al b Ol ple ylsn b cenlice

o) bie | b ylo o (g Sl

U anl oo g, SO bl sl 680l ol el pds ulida
.J; G?c.;..»)l.f:;.d 3 &L’.})‘ YL RS |) )lfj u.,...SfaL.c )“ g_i,).m Q‘g.’l.g




Wb Wi wlwl Jo! O

2918 & Il

o3l ) iy lime Il ol o o5 (6 i 42 wlsy 40 (sl
Soglgl o JEb 1) by g 0iS iy i askine Slaal (oS (6,5
Syl ol 4 o)l 5l guas g5 b5l 4 el gun
ol (o0 0975 4 (5 5l55

9ol g 5l

Fos Jeame 4 ) ool Wb Le‘j Al ol 4z > SOl Ol Ll

D A5 XS0 el o § G C8L 0 0,95 5L (1, 19) (6 e 5l oS
2usS (PIVOL) a5 > oSl b ases sl Lial

[ 300t ) [ st )

& B



Q.- * -

e i 1) lal e jo s e Bl o sl e
Az 3890 sl bl il (I slets o Ll lesl 5l 6 ke
G Jg &l es,S g9,5 LPDA Glp U olee a0 Ll - S5)lo (S i
basiC i colo L Ll - 0l sas Losebay T csls,
Jole W)Layd shylo @‘Leg CS o o o8 3 ng Al s, § 9y
Masl oo Jous
o= ol pslen ST el mee jlee wos lesdiaie o Cepw )




The Business Model Canvas

ey Parners & Moy Actvtes




Problem




(PIVOT) g y> &l

» Zoom-in pivot

» Zoom-out pivot

» Customer segment

» Customer need

» Platform

» Business Architecture
» Value capture

» Growth Engine

» Channel

» Tech
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1

A prototype as

2

Low-risk
investments

3

Short
a prove of
concept

development
time




MINIMUM VIABLE PRODUCT (MVP)

EMPATHIC

DESIGN TRUE MVP EMPATHIC

DESIGN

USABLE \
RELIABLE \

FUNCTIONAL \
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o

p—




(MVP) (58 o J gaxo dinoS

Cowloalds L5>‘).‘a QP‘ u.uLw‘ 5 aS ‘) LS’LQ)L“" L LS’; Gwl.: LS’L"}’ SlAQ
o Al s 0 s Jgame MVP S cisls waless
Olrie 4 (9,8 Sl &S Cenl (Jgame wdgi (Gl g g sl

Al adls |,

S3lanz «raidyy waligia g Al «(s3loy sl Julis slas 2MVP )
Gyarte ddg 4 e a5 Sy U awgp ool cwl Ldog g Sled
Ol Jgame oS A pl 4 oliiss 4 b eog 5L gllae a5 04
Qb o anlol ol ol

0350 550l (st Bl &S el Jpame I (sladsl ases MVP )
il (Seoe W yeS L) (6 e




This IS NOT MVP...
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This IS MVP...
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ES CBINSIGHTS
Top reasons startups fail

Ran out of cash/failed
to raise new capital

No market need

Got outcompeted
Flawed business model
Regulatory/legal
challenges
Pricing/cost issues
Not the right team

Product mistimed

Poor product

Disharmony among
team/investors

Pivot gone bad

Burned out/ — o
lacked passion = - S%

Note: Based on an analysis of 111 startup post-mortems since 2018



NO MARKET NEED
RAN OUT OF CASH
NOT THE RIGHT TEAM
GET OUTCOMPETED

PRICING / COST ISSUES

POOR MARKETING
IGNORE CUSTOMERS
PRODUCTY MISTIMED

LOSE FOCUS

DISHARMONY AMONG
TEA

u
EAM / INVESTORS

PIVOT GONE BAD

LACK PASSION

FAILED GEOGRAPHICAL
EXPANSION

ND FINANCING /
INVESTOR INTEREST

LEG AL {

HALLENGES

DIDN'T USE
NETWORK

BURN OUT

FAILURE TO

PIvVorT

BASEFD ON ANALYSIS OF

Top 20 Reasons Startups Fail
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