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Start Up?  

Entrepreneurship?  

How to start up?  



The old business 

plan model 



Time 

Cash 
Flow 

II III IV I 

The Entrepreneur’s Challenge 

Visioning the Future into the Present 



. . . on the way to glory! 

 IDEA 

• Valuation 
• Shareholder rights 
• Board representation 
• Major transaction approvals 
• Governance 
• Other 

T E RM S HE ET 
F O R S ER I E S   A   P RE F ERRE D   S T O C K  F I NANC I N G   O F 

[ I N S E R T  C O M P AN Y  N A ME ] ,   INC . 
[                 __ ,  200_ ] 

T hi s T e rm S hee t  su mm a ri ze s t he   pr i nc i pa l   t e r m s  o f   th e S e ri es   A   Pr e f e r red   St ock  Fi nanc i ng 
o f   [ ___________ ] ,   I nc. ,   a   [ De l awa r e ]   c orpo r a ti on   (t he   “ Co mp any ” ) .     I n   c ons i de r a ti on   o f   th e 
tim e  a nd   expen s e   devo t ed   a nd  t o   b e  devo t ed   by   t h e   I nves  t o r s   w it h   r e s pec t t o   t hi s i nve stm en t ,   t he 
No Shop /C onf i den ti a lit y   and   C ounse l   and   E xpen s es   prov isi ons   of  t hi s   T e rm   S hee t   sha ll   be 
b i nd i ng   ob li ga ti on s   o f   t he   Co m pany   whe t he r   o r   no t   t he   fi nanc i ng   i s   c onsu mm a t ed .    No o t he r 
l ega ll y   bind i ng   ob li ga ti ons   w i l l   be cr e a t ed   un til   def i n iti ve   agr e e m en t s   a r e  e xecu t ed  a nd de li ve r ed 
by   a l l   pa rti es .    Th is   T e r m   S hee t   i s   no t   a   c o m m itm en t   t o   i nve s t ,   a nd   is  cond iti oned   on  t he 
co m p l e ti on   o f   due d ili genc e ,   l e ga l r ev i ew   and   do c u m en t a ti on  t ha t   i s   s a ti s f ac t o r y   t o   t he  I nve st or s . 
T hi s   T e rm   S hee t  sha ll  be gov e rned  i n a ll  r e spec ts  by  t he  l a w s of  t he  [St a t e o f  De l awa r e ] . 

C l o si ng Da t e : A S   SOO N   A S   P RACT I CAB L E   FO L L OW I N G   TH E 
C O M P ANY ’S   ACC E P T ANCE   O F   T H I S   TE R M   SH E E T   A ND 
S AT IS FAC T I O N   O F   T H E   C O NDI T I O N S   TO   C LO S I N G ( T HE 
“ C L O S I N G ” ) .    [ P ROV I DE   FO R   M UL T I P L E   C L O S IN G S   I F 
A P P L I C AB L E ] 

I nves  t o r s : I N VE S T O R   N O .   1:     [ _______ ]   SH ARE S  ( [ __ ] %) ,  $ [ _________ ] 

I N VE S T O R   N O .   2:     [ _______ ]   SH ARE S  ( [ __ ] %) ,  $ [ _________ ] 

[ A S  WE L L  O T H ER   INV ES T O R S  MU T UAL L Y   A G R E ED 
U PO N  B Y   I NVE S T O R S  AND  TH E   C O MPAN Y ] 

Term 
Sheet 

• Entity 
• Governance 
• Etc. 

Legal 
Formation • Dividing the pie 

• Founders’ Rights 
• Buy-Sell 
• Employment 

agreements 
• Other 

1st Team 
Agreement 

• IP: patents, licenses, 
copyrights, trademarks 

• Name registrations 

Rights 

• Leases 
• Vendor contracts 
• Banking  
• Employment/HR 
• Etc. 

Contracts,  
etc., etc. 

• Market data 
•  customer 

segments  
• Entry strategy 
• Market trends 

Statistics 







The Planning Model was Broken 

and hundreds more…  









Lean Start Up 101 



Lean Start up 



“ Everyone will love this “   



“ Everyone will use/buy this “   



Test  



Better to do just in time than 

just in case    



The Problem: 

Management was Focused on Planning 

Design 
• Processes 

• Positions 

• Pathways 
Learning 
• Sensing 

• Seizing 

• Managing 



Steps of Lean Start Up 

• Opportunity Recognition 

 

• Customer Development 

 

• Agile Product Development 

 

• Business Model Development 

 

• Bootstrapping / Creative Financing  

Experimental Mindset & Design Thinking 



Opportunity 

Recognition 



Opportunity Recognition 

Attractiveness 

Try Don’t do it 

Customers Accessible Distant, difficult 

Experimentation Cheap Expensive 

Community Buildable / capturable Fractured 

Management team Can build MVP Not passionate 

Competition Lessons to be learned 
Recently funded and in 

your way 



Customer 

Development 



Lean is about 

eliminating waste 



The biggest waste is 

building something that 

nobody wants 





Customer development helps in 2 ways 

1. If you're building the wrong thing, it helps 

you learn that sooner 

2. Once you're building the correct thing, it 

helps you find customers before you launch 



It's very simple 
1. Talk to lots of customers 

2. Deeply understand their 

needs 

3. Write down what you learn 



But it is not sales! 



It's about learning 
There are lots of possible ways to learn what 

your customers want 



Customer Testing Model 



Agile 

Development 



Extreme Programming 

• Customer Hypothesis 

• Minimally Viable Products (MVPs) 

• Small teams 

• Iterative Customer Acceptance Cycles 

• Small/Fast releases 

• Integration into Customer Development 

• SCRUM 



NOW LETS PLAY 

A GAME! 



Business Model  

Generation 
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This is what you want… 



This is what you get if you aren’t careful 

 



This is your Frame 





































Bootstrapping & 

Creative 

Financing 



The Affects of the Change 

• The Business “Plan” is dead! 

• Entrepreneurs have more opportunity, but lots 
more risk 

• Social networks taking the place of informal 
networks 

• Exuberance! 

• Venture Capital is responding cautiously 



New Financing Models 

AngelList 



Experimental 

Mindset & Design 

Thinking 



A process not an 

event 



Thank you! 


