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Who	
  lets	
  you	
  beam	
  	
  
money	
  with	
  Palm	
  Pilot?	
  



Who	
  is	
  behind	
  this	
  Da5ng	
  site?	
  



Where	
  do	
  you	
  	
  
“make	
  plans	
  to	
  go	
  somewhere”?	
  



Two	
  words	
  about	
  me	
  



Can	
  you	
  define	
  

	
  “what	
  is	
  a	
  startup”	
  	
  

in	
  few	
  words?	
  



Startup	
  is…	
   An	
  Experiment	
  	
  
taken	
  under	
  condi5ons	
  of	
  	
  
Extreme	
  Uncertainty	
  



Extreme	
  Uncertainty	
  

What	
  is	
  the	
  product?	
  

What	
  is	
  the	
  problem?	
  
What	
  should	
  be	
  the	
  solu5on?	
  

Who	
  is	
  the	
  customer?	
  
Where	
  is	
  the	
  money?	
  

Who	
  are	
  the	
  compe5tors?	
  
What	
  team	
  is	
  needed?	
  



(2X	
  +	
  Y/4	
  –	
  Z*31)/(4L	
  +	
  2M)	
  =	
  ???	
  



Startup	
  Management	
  is…	
  Science	
  





The	
  Facebook	
  Channel	
  



The	
  Corporate	
  Way	
  

a	
  year	
  +	
  hundreds	
  $K	
  for	
  R&D	
  



almost	
  a	
  year,	
  hundreds*	
  $K	
  

The	
  not-­‐so-­‐lean	
  startup	
  



The	
  lean-­‐startup	
  style	
  



3	
  weeks,	
  no	
  more	
  than	
  $10K	
  

The	
  lean-­‐startup	
  style	
  



The	
  most	
  common	
  	
  
mistake	
  for	
  startups	
  is	
  

that	
  nobody	
  wants…	
  

building	
  a	
  GREAT	
  product	
  



The	
  Waterfall	
  Model	
  

Maintenance	
  

Installa5on	
  

Tes5ng	
  

Integra5on	
  

Implementa5on	
  

Design	
  

Requirements	
  specifica5on	
  



How	
  can	
  we	
  avoid	
  that?	
  

The	
  feedback	
  loop*	
  

*Developed	
  by	
  Eric	
  Ries	
  
	
  the	
  author	
  of	
  “The	
  Lean	
  Startup”	
  



The	
  Lean	
  Startup	
  Feedback	
  Loop	
  

Ideas	
  

Build	
  

Product	
  

Measure	
  

Data	
  

Learn	
  



Minimal	
  Viable	
  Product	
  

MVP	
  should	
  let	
  us	
  finish	
  a	
  first	
  
	
  build-­‐measure-­‐learn	
  cycle	
  

We	
  need	
  to	
  decide	
  what	
  	
  
we	
  are	
  going	
  to	
  measure	
  





Pivot	
  is	
  a	
  change	
  in	
  strategy	
  	
  
without	
  a	
  change	
  in	
  vision	
  	
  



The	
  Pivot	
  

Zoom-­‐in	
  pivot	
  
Zoom-­‐out	
  pivot	
  

Customer	
  segment	
  pivot	
  
Customer	
  need	
  pivot	
  

Pladorm	
  pivot	
  
And	
  so	
  on…	
  



Famous	
  pivots	
  



Where	
  to	
  start?!	
  



1.	
  Document	
  your	
  “plan	
  A”	
  Business	
  Model	
  
	
  
2.	
  Iden5fy	
  the	
  riskiest	
  parts	
  
	
  
3.	
  Systema5cally	
  test	
  your	
  plan	
  

The	
  Lean	
  Canvas	
  	
  
developed	
  by	
  Ash	
  Maurya	
  	
  



1	
   2	
  3	
  
4	
  

5	
  

6	
  7	
  

8	
  

9	
  

Your	
  product	
  is	
  your	
  Business	
  Model	
  Your	
  product	
  is	
  NOT	
  your	
  product	
  



The	
  Rules	
  

•  It’s	
  OK	
  to	
  leave	
  sec5ons	
  blank	
  
•  Be	
  short	
  -­‐	
  use	
  the	
  space	
  in	
  the	
  canvas	
  
•  Think	
  in	
  present,	
  not	
  future	
  
•  Finish	
  your	
  sketch	
  in	
  15	
  min.	
  



The	
  Problem	
  +	
  Customers	
  	
  

•  List	
  up	
  to	
  3	
  problems	
  
•  Define	
  customers	
  and	
  users	
  
•  Possible	
  early	
  adaptors	
  



Unique	
  Value	
  Proposi5on	
  

•  Why	
  are	
  you	
  different	
  and	
  worth	
  aqen5on?	
  
•  Focus	
  on	
  benefits,	
  not	
  features	
  
•  Instant	
  Clarity	
  Headline	
  =	
  End	
  Result	
  Customer	
  
Wants	
  +	
  Specific	
  Period	
  of	
  Time	
  +	
  Address	
  the	
  
Objec5ons	
  (formula	
  by	
  Dane	
  Maxwell)	
  

•  Answer	
  “what”	
  and	
  “who”	
  
•  High	
  concept	
  pitch	
  “Facebook	
  for	
  Dogs”	
  



Key	
  Metrics	
  

40 CHAPTER 3

Every business has a few key numbers that can be used to measure how well 
it is performing. These numbers are key for both measuring progress and 
identifying hot spots in your customer lifecycle.

A model I use heavily is Dave McClure’s Pirate Metrics,2 shown in Figure 3-7.

ACQUISITION

ACTIVATION

RETENTION

REVENUE

REFERRAL

How do users find you?

Do users have a  great first experience?

Do users come back?

How do you make money?

Do users tell others?

Figure 3-7. CloudFire: Pirate Metrics

Even though Pirate Metrics was built with software companies in mind, 
the model is applicable to many different types of businesses. Let’s walk 
through each step using a flower shop and a software product as examples.

Acquisition

Acquisition describes the point when you turn an unaware visitor into an 
interested prospect. 

In the case of the flower shop, getting someone walking by your window to 
stop and come in to your shop is an acquisition event.

On a product website, getting someone to do anything other than leave 
your website (abandon) is a measure of acquisition. I specifically measure 
successful acquisition as getting my visitors to view my signup page.

Activation

Activation describes the point when the interested customer has his first 
gratifying user experience.

2 Dave McClure called them Pirate Metrics because when you put the first letter in each 
funnel step together, they spell the word: AARRR.

Dave	
  McClure’s	
  Pirate	
  Metrics:	
  	
  



Top	
  3	
  problems	
  
Target	
  
Customers	
  Single,	
  clear,	
  

compelling	
  
message	
  that	
  
states	
  why	
  you	
  
are	
  different	
  

Top	
  3	
  features	
   Can’t	
  be	
  easily	
  
copied	
  or	
  
bought	
  

Revenue	
  Model	
  
Life5me	
  value	
  
Revenue	
  
Gross	
  Margin	
  

Customer	
  Acquisi5on	
  Costs	
  
Distribu5ng	
  Costs	
  
Hos5ng	
  
People,	
  etc…	
  

Key	
  ac5vi5es	
  
you	
  measure	
  

Path	
  to	
  
customers	
  

Document	
  your	
  Business	
  Model	
  


