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Entrepreneurial Life Cycle

Vlidea
V Opportunity

VV Businessnodels

Temporary
Diversions

Hazard

V Business model V Regularevenues

V Niche and client V Acceptable

efficiency in
V Valueproposition operations
V Channel

\/ Price

RECESSION RENAISSANCE

V New business
model introduction
V Regular revenues

V Absorb the shock
internally

V Learning

V Refocus business model

STAGNATION DOWNFALL

V Hard to finance WCR

VHigh Stress

V Negative economic
results

V Constant Sales

V Margins shrink

V Lack of internal energy

V Dependenceon
subsidies

V Optimizeoperations
V Set up Organization

V/ Scale the business

V Company
consolidation

V Bring
Professional
Management
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Entrepreneurial Life Cycle

IdealLife Cycle

INTRODUCTION GROWTH || TRANSITION

Goal: Find and define the business opportunity that will allow us to achieve our mission

Framework \ Tihe most significant features that describe this stage are listed

. _ below:
u Validation a Idea Sense

d  Mentors

Uncertain Sacrifice
[he ¥

cd

d  SubjectMatter Experts el Informal Public/Private
ad
cd

I d a  Third party Market Research Austerity Learning
e a I yYR { dzNBBSe Qa Speed Transition
ad  OwnMarketResearch
l S l n : : And few key actions during stage are:
ad  FamilyandFriends & Seek the opportunity behind the idea, and shape

i  Fundsequirement Itinto a rough business model.

. cl Identify and reduce that huge uncertainty.
ad  Minimalor None fy 9 y
cl Learnalot in both dimensions, deep vertical and

i  Sourceof funds wide horizontal.

a Self c Market analysis: product, client, rivalry, industry,
size, trends (up/down/steady), channel,
regulatory, potential new entries

i Fulltime teamrequirement A Seek feedback on the idea and the business

K a Self / opportunity, again from trusted people.
! NN

d  FamilyandFriends
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Entrepreneurial Life Cycle
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IdealLife Cycle

INTRODUCTION GROWTH ‘l TRANSITION

Goal:Build and validate the business model

/
Framework

U Validation
ad  Mentors
A SubjectMatter Experts
a 39 party Market Research
ad OwnMarketResearch
ad  FamilyandFriends
U  Fundsequirement
ad  Minimal
U Sourceof funds
a  Self,FamilyandFriends
U  Teamrequirement
ad  Fulltime ¢ SELF

a Parttime ¢ few more /

Most significant features of this stage are:

ad Sense Opportunity

a Formal Flexibility

a  Efficiency Workingcapitalrequirement
A  Vulnerability Heuristic

a  Validation Dynamism

And few key actions during this stage are:
d Plan and raise required capital; prefer strategic
investors (even if small)

a  Develop Productt get feedback on your
prototypes first

QD

Find and develop Customers(look for friendly
customerdirst)

Lookfor goodalliancesandpartners
Setupadvisoryboard with experts
Incorporatethe company

Buildan acceptablecorporateimage
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Protectintellectual property
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