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What’s a startup?

“A startup is a venture that 
is initiated by its founders 
around an idea or a 

problem with a potential 
for significant business 

opportunity and impact.”

START-UP

HIGH GROW AMBITION & VERY 
SCALABLE BUSINESS MODEL
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Entrepreneurship means balance

FREEEDOM

INDIPENDENCE

RESPONSABILITY

TIME

UNCERTAINITY
Income, losing 

investment

Long hours and hard work;

Lower quality of life until the 

business gets established

Towards your 
family, employees, 
society, etc.

Freedom from supervision 

and the rules of bureaucratic 

organizations.

Freedom from routine, boring, 
unchallenging jobs.

PROFIT

Freedom from the limits 
of standardized pay for 

standardized work.
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Characteristics of a successful entrepreneur

 Passion

 Persistence

 High need for achievement

 Willingness to take measured risks

 Self-confidence and self-reliance

 High energy level

 Desire for responsibility
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Evaluating startup potential
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The equations to solve for entrepreneurs

The financial instruments 
allow to support the 

implementation of several
steps of the product

development / 
commercialization.

The team is relevant to 
answer to the identified

problem. The 
complementarity of the 

talents composing the team 
is justified for the targeted

market.

TEAM/ PROBLEM 
ADEQUATION 

The developed solution 
answers to real needs

(expressed or latents) of the 
final users.

There are peaple whom
agreed to pay for solving the 

adressed problem, for 
themselves or others.

PRODUCT / MARKET 
ADEQUATION

PROBLEM / SOLUTION
ADEQUATION

PROJECT / FINANCES
ADEQUATION
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8 Steps to Create a Startup

Problem to solve

Ideation and Solution

Prototype & Validation

Find your Dream Team

Customer Validation

INTERNAL FACTORS EXTERNAL FACTORS

Value Proposition

Business Model and Plan

Funding
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Problem to solve

But the problem is much more important !

 cable channels are too expensive,

 television broadcasting severely limits user choice

 Impossible to run on portable device, etc

Netflix allows its 

users to be able to 

watch any movie or 

series on any 

device for a small 

fee per month.

The problem may change as you become more 
familiar with the problem you plan to solve. It is 

precisely for this reason that you should devote as 

much time as possible to articulating the central 

problem that you are going to tackle.
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Ideation and solution
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Ideation and Solution

 Once you have identified your problem, you will be able to find

a solution. This is called ideation.

 Ideation is precisely having a lot of ideas. This phase will

allow you to refine the solutions, filter the « not terrible » from

the reasonable, then test them. A good way to do this may be

to submit them to your target users, to find out what they think,

and to refine your ideas based on their suggestions.

 Finding the perfect match between the problem and the

solution requires a good understanding of your market and

your future customers.

1

2

3
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Prototype & Validation

Where we are now?

What we want to be?

After multiple iteration 
of the idea, we finally 
found out a solution to 
our problem.

Ready to put our 
product on the market

A minimum viable product (MVP) is a version of a product 
with just enough features to be usable by early customers 

who can then provide feedback for future product 
development. 
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Find your Dream Team

Identify the key skills you need 
before you start looking for the 

talents who will join your dream 
team. A good start-up team will 

most often consist of a CEO, 
CTO, CSO and COO.

Beyond the skills and 
experience, look for people 
who will share your vision! 

The most valuable 
profiles you will be able 
to integrate are those who 
will be able to adapt and 
take on multiple roles if 
necessary.

Investors must be 
considered part of your 
team ! Pay attention 
when you choose to let 
some of them in your 
company. 
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Customer Validation

PREPARING TO SELLPREPARING TO SELL

Any sales materials 
required in order to 
present to customers

A preliminary channel 
strategy

A preliminary sales road 
map based on information 
learned during the 
customer discovery 
process

VALIDATING YOUR 

PROCESS

VALIDATING YOUR 

PROCESS

Did you sell enough to 
validate your value 
proposition?

Have you identified a 
profitable and sustainable 
sales and business model?

Did you develop sufficient 
insights to scale your 
business?

DETERMINING YOUR 

POSITION

DETERMINING YOUR 

POSITION

Develop your 
positioning statement

Test your positioning 
statement on industry insiders 
for comments and 
constructive criticism.

Set up your 
communication 
strategy

SELLING TO EARLY 

ADOPTERS

SELLING TO EARLY 

ADOPTERS

Target customers are 
those Blank calls 
“Earlyvangelists”; 

Bear in mind that just a few 
deals will provide sufficient 
validation at this stage

Regard any failures as an 
opportunity to learn more 
and improve the process.

STEP 1 STEP 4STEP 3STEP 2
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Value Proposition

Who are my 
competitors ?

How does my project is 
facing the environment ?

Which partner could help me 
to overcome my 

technological barrier ?

My IP strategy is it the 
right one ?

Which key opinion 
leaders should I 
interview to evaluate 
my project ?

What could be any 
other applications of 
my technology ?
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Business Model and Plan

• Your business model: the way in

which you will generate value for

your customers (and the income

you will derive from it). You can

also operate multiple business

models simultaneously;

• Your business plan: the concrete way in which you will generate your income

(such as subscription, commission, advertising or even freemium). Each

customer segment can contain one or more sources of income.
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Funding
Personal Savings

Love money

Suppliers

Banks

Government Programs

Business Angels

Venture Capital

Crowdfunding

Founders’ shares are the most valuable asset for a newborn startup! 
So pay attention before giving it up to an investor ! 
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KEY PARTNERS KEY ACTIVITIES

KEY RESOURCES

VALUE PROPOSITIONS CUSTOMER RELATIONSHIP

CHANNELS

• How do you deliver your product 

or service?

• How are you reaching your 

customers and prospects?

CUSTOMER SEGMENTS

COST STRUCTURE REVENUE STREAMS

• How do you get, keep and upsell 

customers?

• How do you interact with your 

current and potential customers?

• What type of relationship do they 

expect from working

with you?

• What do you need to do well to 

make money?

• What kind of activities you need to 

provide that value

to the customer?

• What resource do you

need to deliver that value 

proposition?

• What value do you deliver to 

the customers?

• Which problem(s)are we 

helping to solve for the 

customers?

• How do you get, keep and 

grow/upsell customers?

• How do you interact with

your current and potential 

customers?

• Who are your customers?

• Who are you creating

value for?

• What the major cost drivers for the business?

• Include key resource and key activities in this.

• What type of cost structure are you going to be using ?

• How is the business earning revenue from customers & delivering the value proposition ?

• What kind of revenue stream will the business be (primarily) replying on? 
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Measure, always, and everything…!
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Technology Transfer Policy for startup
1 issue 3 negotiating leverages 13 questions

Patent fees

To 
negotiate

with a 
startup

=
To adapt

the 
licensing

conditions

1. Who pays what ?

2. Who is taking the risks ?

3. Ways to spread the payments…

4. A license, an IP asset…

Financial conditions

Legal conditions

5. Royalties

6. Milestones

7. Minima of royalties

8. The renegotiation

9. Intuitu Personae

10.Obligations to develop

11.Domains and out-of-domains

12.The termination and the collective proceedings

13.The exit clauses
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