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So You Want to be
 an Entrepreneur!

(Are You  Crazy ?!  )



ÒWorking with new companies can be
unbelievably exciting work, offering

experiences that rarely occur in large
organizations, especially for younger

employees.  It can be one heck of a lot of
fun with room for great personal and
professional growth.  Even riches if it

succeeds!Ó
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ÒHad I known five years ago when I took this job
that it would end here, I’d do it again in a heartbeat

-as would virtually all of my excellent staff. This
magazine celebrates the startup world, and itÕs

impossible not to get swept up in it. That said, we
knew that failure is the most likely fate to befall any

new enterprise. Yet the challenge of working on
something new-of trying to find a path to success-is

its own reward. Even, it turns out, when you fail.Ó

                                 Josh Quittner, Editor
  BUSINESS 2.0 !  October 2007



ÒCold Hard Facts Ó

ÒSolid Strategic Thinking
About These Facts Ó

ÒExcellent Detailed Execution Ó

                                    PAHowley



Science/Analysis
¥ Collect all the Relevant Information
¥ Reduce Uncertainties
¥ Experience Counts
¥ You Know More Than You Think
¥ Know What You DonÕt Know
¥ Meetings can be Powerful
¥ Always Keep Learning
¥ Pure Technology Rarely Wins
¥ Changing Behavior is Tough
¥ DonÕt Ignore the Bottom of the Pyramid



Pete Õs General Scientific
Approach

¥ Does the Business Really Make Sense
Ð Particularly from the Customers Viewpoint?

¥ How do we get the Product/Service to Customer?
¥ WhatÕs our Competitive Advantage?
¥ Financial Analysis

Ð Key: are Financial Assumptions Realistic?
Ð What kind of Return can I Expect?

¥ Strength & Experience of the Management Team



Competitive Advantage:
Attacking ÒHoles Ó in Incumbents

ÒThere really is nothing new in life.
So what you have to do is take the things

you have and make them better.Ó

Telco Executive



Competitive Advantage
We prefer to look for a ÒBig Itch Ó

ÒDrawbacks of going after big incumbentsÉ they really
are quite powerfulÉ  squeezing the margins.Ó

ÒYou definitely want to have first-mover advantageÉ but
you also want to have the Òlast mover livingÓ benefitÉ

to be there at the finish line.Ó

ÒÉmost success had nothing to do with their margins
É (but) had to do with how protectable the idea was.Ó

       Bill Gross, CEO Idealab
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Once Launched-an Art

¥ Leadership & Culture

¥ Customer Service Focus

¥ Action over Analysis

¥ Problems, Mistakes, Errors
 -No Penalty: Find & Fix

¥ Intelligent Persistence



Goal

          Aim High

If You Õre Right, Fight

       Luck Helps!


