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1) Define the customer
2) Define the pain to be solved
3) What do your customers buy
4) What do the customers pay now
5) Why will they buy from you
6) Invent something or license something
7) Get to market in < 12months
8) Only start things that customers want to buy
9) Look for distribution channel funding before you look for 

invention money



3

4 Custom packaging
4 Consolidation
4 Pre-assembly
4 Sequencing

4 Milk round collections
4 Material management
4 Inventory ownership
4 JIT delivery
4 Kitting
4 Hub operations

4 Sub-assembly
4 Custom packaging
4 Material handling

4 DC management
4 Outsourcing
4 Inventory 

management
4 Labour management

4 Transport
4 Consolidation
4 Cross-dock
4 Merge-in-transit
4 Customs clearance
4 Express, global 

forwarding

4 Secondary
4 Reverse logistics

4 Inventory factoring
4 PO financing
4 L/C financing
4 Inventory ownership

4 freight payment
4 Intermediate  

financing
4 Equipment leasing

4 Project financing
4 Equipment financing
4 Private fleet financing

4 Equipment financing
4 Project financing

4 L/C financing 4 Credit servicing

4 EDI services
4 VMI services
4 ECR services

4 Hub centre
4 MRP systems
4 RF systems

4 Integrated supply 
chain tools

4 Production planning 
tools

4 WMS
4 DRP systems

4 Transport routing 
systems

4 Pipeline visibility
4 Command & control

4 Satellite tracking
4 POD verification

Suppliers
Inbound

Logistics
Manufacturing

Distribution 

Centres

Finished Product 
Distribution

Customer
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Make sure every single facet of any business

start is in place and fit for purpose: technology,

design, product, plant, production, market,

marketing, sales, delivery, support, aftercare,

people,financeetc



1. Identify all or the biggest competitors - and their state of play 

2. Look out for oblique threats from outside the sector 

3. Do not be blinded by enthusiasm for a technology or idea -

especially if it is yours

4. Do Not let pride get in the way

5. Identify the out (Exit/Liquidity) Strategy - as well as the in! 

6. Realize it is never too late to shout stop!



Science

Technology

Knowledge

Engineering

Products

Services

Education

Employment

Change

Markets

Sustainability 



The have pain that MUST be fixed (they 
need solving )

They have money to spend

They have desperation in their eyes



Developing new businesses (technologies & products) 
imply:

-a basic vision

-a sound business model

-a mature technology or a technology that has been 
validated by a customer

-an eager market

-the right resources at the right times

-a good team

-good leadership & management

-sufficient money



È Customer PAIN

È Investment

È Burn rate

È Time to market

È Time to break even/profit

È Market share

È ROI

È Efficiency

È Profitability

Risks for the licensee

Up-scaling

Implementation

Access to know -how and developer

Market acceptance

Insolvency of licensor

Freedom to operate

Significant basic investments

Results

NO transfer

NO innovation

Risks for the licensor - EGO

Insolvency of licensee

òShelvingó of the technology by the 

licensee

Proper accounting of royalties

Uncontrolled sublicensing

Definition of licensing subject

Design -around by licensee



ÅMarket size

ÅProblem/demand/value proposition

ÅAccess to market

ÅCompetition

ÅAmount of capital vs. progress

Assumptions are just wrong

ÅHiring suffers from the top

ÅWonôt/canôt change quickly enough
ÅTeam comes apart or doesnôt 

come together

Leadership is weak

ÁExecution is sloppy

ÁFocus wanes

ÁOptimism fades as tough 
problems arise



È Clarity ïless is more

È Game size development

È Logic of presentation ïfacts, storyboard

È Inconsistent altitude ïparts at 50k feet, parts at 100 feet

È Value proposition is sloppy or weak or fuzzy

È Market segmentation/research is sloppy/hopeful

È Competitive maps are incomplete or tilted

È Defensiveness, ignorance, and arrogance

È Financial wizardry including lousy or no financials

È Really poor assumptions ïfacts vs. assertions vs. hopes

È Doesnôt present realistic risk or a plan for it

È Inability to describe technical differentiation/advantage

È Doesnôt really show the thinking of the team



È Hydropower, Air Conditioning, Solid State 
Lighting, Fuel Cells, Exhaust Technologyé

È Solar cells,  Peltier Devices, Photovoltaic , 
Hybrid, Energy Storageé

È Software of almost any form

È iPad/iPhone applications

È Telecommunications/Mobile

È Agricultural

È Renewable energy

È Green Technologies of almost any form



Bar is way 
higher 

(goodness)

There is time 
to build 

a company 
properly

Good people 
are available

Great ideas 
are NOT

the constraint

Support 
services 

begging for 
business

Venture firms 
have time 
for new 
projects

Money 
available

Good teams 
stand out


