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Captures the stories of established entrepreneurs to help those who want to learn.
The CEO of Founders Space, one of the world's leading startup incubators and
accelerators, prepares entrepreneurs to avoid disastrous mistakes, surmount sizable
obstacles, and master the skills necessary to make the right choices along their path to
success. The fact is, over 90 percent of all new startups fail. Every entrepreneur must
face this harsh reality and learn to master it if they hope to survive and wind up on top.
In Surviving a Startup, Steve Hoffman, the CEO of Founders Space, brings readers on
a wild ride, sharing with them the tumultuous journey of launching a venture-funded
startup and revealing what it takes to make it. This one-of-a-kind guide: Provides deep
analysis and insights into the major challenges every entrepreneur faces when
launching a business. Prepares entrepreneurs to make the best possible decisions and
deal with crisis situations. Illuminates strategies for raising capital and growing a
business, even when it seems impossible. Divulges secrets on how to manage difficult
employees, demonstrate leadership, and overcome disasters. Describes the essential
traits that enable startup founders to survive and succeed. Reveals the best way to
develop innovative products, conduct guerilla marketing campaigns, obtain PR, and
outmaneuver competitors. Shows how to recruit the best talent, even with no money,
manage highly efficient teams, and motivate employees to go above and beyond their
assigned responsibilities. Lays out the steps necessary to take a fledgling idea and
transform it into a robust, rapidly growing business that has the potential to become the
next multimillion-dollar acquisition or IPO. As the captain of one of the world's leading
startup incubators and accelerators, Steve knows what it's like to be on the front lines,
how tough it can get when the battle turns against the entrepreneur, and what it takes
to taste victory and overcome seemingly impossible odds.
Explore the many options available to get the money you need for your business
Whether your business is a new start-up, an established company attempting to grow,
or somewhere in between, Get Your Business Funded gives you the full range of
options for raising capital in today's challenging economy. Covering everything from
bank loans to angel investors to equity financing to more unorthodox methods, this
complete guide uses clear, easy-to-understand language to explain each approach.
Divided into two sections: "Sources and Funding" and "What You Need to Know"
Explains such unorthodox financing sources as peer-to-peer lending, online grants,
business plan competitions, and the "friends and family plan" Reveals untapped funding
streams available through the government Follows on the success of the author's
previous work The Small Business Bible Pick up this reader-friendly guide and discover
the many ways you can Get Your Business Funded right now.
This revised and updated edition of Nesheim's underground Silicon Valley bestseller
incorporates twenty-three case studies of successful start-ups, including tables of
wealth showing how much money founders and investors realized from each venture.
The phenomenal success of the initial public offerings (IPOs) of many new internet
companies obscures the fact that fewer than six out of 1 million business plans
submitted to venture capital firms will ever reach the IPO stage. Many fail, according to
start-up expert John Nesheim, because the entrepreneurs did not have access to the
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invaluable lessons that come from studying the real-world venture experiences of
successful companies. Now they do. Acclaimed by entrepreneurs the world over, this
practical handbook is filled with hard-to-find information and guidance covering every
key phase of a start-up, from idea to IPO: how to create a winning business plan, how
to value the firm, how venture capitalists work, how they make their money, where to
find alternative sources of funding, how to select a good lawyer, and how to protect
intellectual property. Nesheim aims to improve the odds of success for first-time hightech entrepreneurs, and offers an insider's perspective from firsthand experience on
one of the toughest challenges they face -- convincing venture capitalists or investment
banks to provide financing. This complete, classic reference tool is essential reading for
first-time high-tech entrepreneurs, and entrepreneurs already involved in a start-up who
want to increase their chances of success to rise to the top.
Few would deny the crucial role that entrepreneurs play in our increasingly global
economy-but exactly what is this vital, yet loosely defined business force we call the
entrepreneurial spirit? This landmark study is the first to examine analytically the nature
of the opportunities that entrepreneurs pursue, the problems they face, the traits they
require, and the social and economic contributions they make. Until recently,
entrepreneurs have been largely ignored in modern economic theory. But at the dawn
of a networked age, marked by the advent of e-business and the home office, there's
no question that entrepreneurs have recaptured the popular imagination. Studies now
show that most men and women dream of starting their own businesses rather than
rising through the corporate ranks. Yet in spite of increased attention by many of
today's leading business schools, entrepreneurship has remained largely a mystery, an
apparently intuitive sense of values possessed by certain individuals.; This book targets
the issues central to successful start-up ventures, such as endowments and
opportunities, planning versus adaptation, securing resources, corporate initiatives,
venture capital, revolutionary ventures and the evolution of fledgling businesses.
Focusing on hard data and evaluations of numerous start-up businesses, including
many of today's major industry leaders, this book presents a new economic model-a
key to understanding the guts, determination, luck and skills that constitute the
underpinnings of corporate success. Written in clear, concise prose, The Origin and
Evolution of New Businesses goes behind the charts and graphs of business theory to
the true heart of success. It is essential reading for business students, would-be
entrepreneurs, or executives wanting to incorporate the vitality of the entrepreneurial
spirit into their organization.
“No two exit experiences are exactly alike. Some people wind up happy with the
process and satisfied with the way it turned out while others look back on it as a
nightmare. The question I hope to answer in this book is why. What did the people with
‘good’ exits do differently from those who’d had ‘bad’ exits?” When pioneering
business journalist and Inc. magazine editor at large Bo Burlingham wrote Small
Giants, it became an instant classic for its original take on a common business
problem—how to handle the pressure to grow. Now Burlingham is back to tackle an
even more common problem—how to exit your company well. Sooner or later, all
entrepreneurs leave their businesses and all businesses get sold, given away, or
liquidated. Whatever your preferred outcome, you need to start planning for it while you
still have time and options. The beautiful part is that if you start early enough, the
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process will lead you to build a better, stronger, more resilient company, as well as one
with a higher market value. Unfortunately, most owners don’t start early enough—and
pay a steep price for their procrastination. Burlingham interviewed dozens of
entrepreneurs across a range of industries and identified eight key factors that
determine whether owners are happy after leaving their businesses. His book
showcases the insights, exit plans, and cautionary tales of entrepreneurs such as Ray
Pagano: founder of a leading manufacturer of housings for security cameras. He turned
down a bid for his company and instead changed his management style, resulting in a
subsequent sale for four times the original offer. Bill Niman: founder of the iconic Niman
Ranch, which revolutionized the meat industry. He learned about unhappy exits when
he was forced to sell to private equity investors, leaving him with nothing to show for his
thirty-five years in business. Gary Hirshberg: founder of organic yogurt pioneer
Stonyfield Farm. He pulled off the nearly impossible task of finding a large company
that would buy out his 275 small investors at a premium price while letting him retain
complete control of the business. Through such stories, Burlingham offers an
illuminating and inspirational guide to one of the most stressful, and yet potentially
rewarding, processes business owners must go through. And he explores the emotional
challenges they face at every step of the way. At the end of the day, owning a business
is about more than selling goods and services. It’s about making choices that shape
your entire life, both professional and personal. Finish Big helps you figure out how to
face your future with confidence and be able to someday look back on your journey with
pride.
Crack the Funding Code demystifies the world of angel investing, venture capital, and
corporate funding and lays out a strategic pathway for any entrepreneur to secure
funding fast. Lack of funding is one of the biggest reasons small businesses fail. In
2016 in the United States alone, more than 31 percent of small business owners
reported that they could not access adequate capital, and the lack of capital prevented
them from growing the business/expanding operations, increasing inventory, or
financing increased sales. Most business owners believe that their only feasible funding
options are (1) savings or personal credit, (2) friends and family or (3) bank loans. They
may have heard about venture capitalists or angel investors, but they don’t have
enough information about what these investors do, what they can provide for a
business, and on what terms. What’s worse, entrepreneurs often don’t know how to
access the people who are looking to put their money into young companies with
potential. Finally, business owners don’t have enough expertise to navigate the
treacherous waters of outside funding. Many small companies don’t believe they are
the type of company that gets funded. Even when business owners are brave enough
to look for the right outside investors, they don’t know how to create the compelling
pitches or how to structure the deals that will get them the funding to expand and grow.
Crack the Funding Code will show readers how to find the money, create pitches that
attract investors, and then structure fair, ethical deals that will bring them new sources
of outside capital and invaluable professional advice. It will give readers the broader
perspective—how funding works, how investors think, and what they need to hear to put
their money where your mouth is. Every entrepreneur who reads this book will get easyto-follow deal checklists, a roadmap of where and how to locate the best funding
resources and top business mentors for their particular industry and/or geographical
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location, and a step-by-step process to create pitches that make their idea or business
irresistible.
Start a successful business mid-life When you think of someone launching a start-up,
the image of a twenty-something techie probably springs to mind. However, Gen Xers
and Baby Boomers are just as likely to start businesses and reinvent themselves later
in life. Never Too Old to Get Rich is an exciting roadmap for anyone age 50+ looking to
be their own boss and launch their dream business. This book provides up-to-date
resources and guidance for launching a business when you're 50+. There are snappy
profiles of more than a dozen successful older entrepreneurs, describing their
inspirational journeys launching businesses and nonprofits, followed by Q&A
conversations, and pull-out boxes containing action steps. The author walks you
through her three-part fitness program: guidelines for becoming financially fit, physically
fit, and spiritually fit, before delving more deeply into how would-be entrepreneurs over
50 can succeed. • Describes how you can find capital to start your own business •
Offers encouraging stories of real people who have become their own bosses and
succeeded as entrepreneurs • Written by PBS Next Avenue’s entrepreneur expert,
Kerry Hannon • Teaches you how to start your own business Never Too Old to Get
Rich is the ideal book for older readers looking to pursue new business ventures later in
life.
The world’s foremost expert on pricing strategy shows how this mysterious process
works and how to maximize value through pricing to company and customer. In all
walks of life, we constantly make decisions about whether something is worth our
money or our time, or try to convince others to part with their money or their time. Price
is the place where value and money meet. From the global release of the latest
electronic gadget to the bewildering gyrations of oil futures to markdowns at the bargain
store, price is the most powerful and pervasive economic force in our day-to-day lives
and one of the least understood. The recipe for successful pricing often sounds like an
exotic cocktail, with equal parts psychology, economics, strategy, tools and incentives
stirred up together, usually with just enough math to sour the taste. That leads
managers to water down the drink with hunches and rules of thumb, or leave out the
parts with which they don’t feel comfortable. While this makes for a sweeter drink, it
often lacks the punch to have an impact on the customer or on the business. It doesn’t
have to be that way, though, as Hermann Simon illustrates through dozens of stories
collected over four decades in the trenches and behind the scenes. A world-renowned
speaker on pricing and a trusted advisor to Fortune 500 executives, Simon’s lifelong
journey has taken him from rural farmers’ markets, to a distinguished academic career,
to a long second career as an entrepreneur and management consultant to companies
large and small throughout the world. Along the way, he has learned from Nobel Prize
winners and leading management gurus, and helped countless managers and
executives use pricing as a way to create new markets, grow their businesses and gain
a sustained competitive advantage. He also learned some tough personal lessons
about value, how people perceive it, and how people profit from it. In this engaging and
practical narrative, Simon leaves nothing out of the pricing cocktail, but still makes it go
down smoothly and leaves you wanting to learn more and do more—as a consumer or
as a business person. You will never look at pricing the same way again.

Are you looking for an alternative to a career path at a big firm? Does founding
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your own start-up seem too risky? There is a radical third path open to you: You
can buy a small business and run it as CEO. Purchasing a small company offers
significant financial rewards—as well as personal and professional fulfillment.
Leading a firm means you can be your own boss, put your executive skills to
work, fashion a company environment that meets your own needs, and profit
directly from your success. But finding the right business to buy and closing the
deal isn't always easy. In the HBR Guide to Buying a Small Business, Harvard
Business School professors Richard Ruback and Royce Yudkoff help you:
Determine if this path is right for you Raise capital for your acquisition Find and
evaluate the right prospects Avoid the pitfalls that could derail your search
Understand why a "dull" business might be the best investment Negotiate a
potential deal with the seller Avoid deals that fall through at the last minute
You have a new venture in mind. And you've crafted a business plan so detailed
it's a work of art. Don't get too attached to it. As John Mullins and Randy Komisar
explain in Getting to Plan B, new businesses are fraught with uncertainty. To
succeed, you must change the plan in real time as the inevitable challenges
arise. In fact, studies show that entrepreneurs who stick slavishly to their Plan A
stand a greater chance of failing-and that many successful businesses barely
resemble their founders' original idea. The authors provide a rigorous process for
stress testing your Plan A and determining how to alter it so your business makes
money, solves customers' needs, and endures. You'll discover strategies for:
-Identifying the leap-of-faith assumptions hidden in your plan -Testing those
assumptions and unearthing why the plan might not work -Reconfiguring the five
components of your business model-revenue model, gross margin model,
operating model, working capital model, and investment model-to create a
sounder Plan B. Filled with success stories and cautionary tales, this book offers
real cases illustrating the authors' unique process. Whether your idea is for a
start-up or a new business unit within your organization, Getting to Plan B
contains the road map you need to reach success.
The Mom Test is a quick, practical guide that will save you time, money, and
heartbreak. They say you shouldn't ask your mom whether your business is a
good idea, because she loves you and will lie to you. This is technically true, but
it misses the point. You shouldn't ask anyone if your business is a good idea. It's
a bad question and everyone will lie to you at least a little . As a matter of fact, it's
not their responsibility to tell you the truth. It's your responsibility to find it and it's
worth doing right . Talking to customers is one of the foundational skills of both
Customer Development and Lean Startup. We all know we're supposed to do it,
but nobody seems willing to admit that it's easy to screw up and hard to do right.
This book is going to show you how customer conversations go wrong and how
you can do better.
WHAT IF YOU HAD AN ANGEL ON YOUR SIDE? "Terrific advice from a master
of the angel investing game. Brian Cohen reveals the art and craft of raising
angel money. An investment in this book will pay off a thousandfold." -- DR.
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HOWARD MORGAN, founder and partner at First Round Capital When you
connect with the right angel investor, it's like finding a new best friend--you just
have to know what makes him or her happy. Smart funding is waiting for smart
founders. Raising funds is all about connecting with the investor who's right for
you--and What Every Angel Investor Wants You to Know shows you exactly how
to succeed. Veteran early-stage investor Brian Cohen knows how to spot a great
company destined for success, and in this groundbreaking book he offers soup-tonuts guidance for any entrepreneur seeking to launch an invention, a product, or
a great new idea into a receptive marketplace. As chairman of the board of
directors of the New York Angels, Cohen is one of the most engaged angel
investors out there today. The first investor in Pinterest, he describes exactly
what angels want to see, hear, and feel before they take out their checkbooks: A
clear exit strategy before the startup even launches Facts that turn "due"
diligence into "do" diligence Authenticity--"save your spinning for the fitness
center" Proof that you "live inside the customer's head" Cohen gives invaluable
insight into how the most successful angels view due diligence, friends and family
money, crowdfunding, team building, scalability, iteration, exit strategies--and
much more. This one-of-a-kind book provides a rare look inside the minds of
people who are in the business of funding businesses just like yours. Read What
Every Angel Investor Wants You to Know to get your best shot at funding for your
product after your very first pitch. PRAISE FOR WHAT EVERY ANGEL
INVESTOR WANTS YOU TO KNOW: "Brian Cohen is truly the entrepreneur's
best friend. Cohen and Kador haven distilled their first-hand experiences into an
intensely personal, highly readable journey into the mind of angels that should be
kept at the bedside of every startup CEO." -- DAVID S. ROSE, founder, New
York Angels, and CEO, Gust "Meet one of the fundamental building blocks of the
entrepreneurial scene. In one easy-to-read package, readers now have the
wisdom of Brian Cohen, perhaps the most well-connected investor/entrepreneur
in New York." -- MURAT AKTIHANOGLU, founder and managing director,
Entrepreneurs Roundtable Accelerator "What Every Angel Investor Wants You to
Know gives you an actionable checklist for success in fund-raising and
entrepreneurship. Cohen and Kador provide an exhilarating ride for those who
want to pilot their own business." -- REED HOLDEN, serial entrepreneur and
author of Negotiating with Backbone "Personal insights from a seasoned angel
investor. An important addition to the reading list for today's entrepreneurs." -SCOTT CASE, CEO, Startup America Partnership "What Every Angel Investor
Wants You to Know is a must-read for entrepreneurs and investors who want to fi
nance startup dreams--an accessible, jargon-free, practical primer." -- WHITNEY
JOHNSON, author of Dare, Dream, Do: Remarkable Things Happen When You
Dare to Dream and cofounder, Rose Park Advisors
Starting your own business is a daunting task. No matter how talented you are,
no matter how much capital you have, no matter how good your business plan is,
if you're pursuing a fundamentally flawed opportunity you're heading for failure.
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So before spending time and money on a new enterprise it's vital to know if your
idea is actually going to work in practice. The New Business Road Test shows
you how to avoid the obvious mistakes that everyone else makes. The new
edition of this best-selling book features: * *A new version of the 7 domains
model. *Updated case studies that reflect the changes that have happened in the
last four years. *Chapter 13 has been rewritten to make the Industry Analysis
Checklist more understandable. *A new author run companion website for
readers to access extra information. The third edition of The New Business Road
Test will show you how to honestly assess your idea so that you can ensure your
business is built on a winning concept. Building on lessons learned by real
entrepreneurs and international companies including Nike, Tesco and Starbucks,
and using his unique seven domains model of attractive opportunities, John
Mullins will show you how to avoid the obvious mistakes that everyone else
makes and make sure that your business stands a fighting chance of success.
#1 NEW YORK TIMES BESTSELLER If you want to build a better future, you
must believe in secrets. The great secret of our time is that there are still
uncharted frontiers to explore and new inventions to create. In Zero to One,
legendary entrepreneur and investor Peter Thiel shows how we can find singular
ways to create those new things. Thiel begins with the contrarian premise that we
live in an age of technological stagnation, even if we’re too distracted by shiny
mobile devices to notice. Information technology has improved rapidly, but there
is no reason why progress should be limited to computers or Silicon Valley.
Progress can be achieved in any industry or area of business. It comes from the
most important skill that every leader must master: learning to think for yourself.
Doing what someone else already knows how to do takes the world from 1 to n,
adding more of something familiar. But when you do something new, you go from
0 to 1. The next Bill Gates will not build an operating system. The next Larry
Page or Sergey Brin won’t make a search engine. Tomorrow’s champions will
not win by competing ruthlessly in today’s marketplace. They will escape
competition altogether, because their businesses will be unique. Zero to One
presents at once an optimistic view of the future of progress in America and a
new way of thinking about innovation: it starts by learning to ask the questions
that lead you to find value in unexpected places.
From a TechCrunch founder and award-winning strategist comes the most
comprehensive guide to the newest fundraising options for today’s
entrepreneurs. Fundraising for startups has changed dramatically in the past
decade. There was a time when VCs were rock stars and a founder with a big
idea and a little drive could raise a few hundred thousand dollars to build a
business. But those days are gone. In the aftermath of the Great Recession and
a massive drop in tech investments, it’s become harder and harder for founders
to raise money. The good news? Today’s entrepreneurs have more options than
ever before—with greater opportunities to get the ball rolling, get investors excited,
and Get Funded! A comprehensive, cutting-edge guide from tech journalist and
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entrepreneur John Biggs and communication strategist Eric Villines, Get Funded!
will enable you to: Create a solid business plan and a powerful story that
investors respond to Explore a wide range of funding options—and find the ones
that are right for you Understand valuation and dilution Plan, prepare, and deliver
the perfect pitch Raise money through grants, micro-loans, micro-donations, and
crowdfunding Take advantage of the latest online resources and financial tools
Filled with step-by-step strategies, ready-to-use resources, and on-the-ground
insights, this is a must-read for every entrepreneur. Even if you’ve started a
business before, you’ll discover a whole new funding landscape with exciting
tech-driven models?including crowdfunding platforms like GoFundMe and
Patreon, cryptocurrencies like Bitcoin, IEOs (Initial Exchange Offerings), microloans, and micro-donations?as well as more traditional, tried-and-true methods.
Beyond a road map to the current world of funding, Get Funded! provides proven
strategies for pitching, marketing, bootstrapping, and more. It’s a complete
360-degree tool with easy-to-follow worksheets and online resources that will
help you build a sustainable funding strategy that’s right for your business—and
crucial to your success. Whether you’re starting a food truck or a biotech startup,
Get Funded! has got you covered.
Shares advice for transitioning away from unfulfilling jobs to embark on
adventurous, meaningful careers, outlining recommendations for starting a
personal business with a minimum of time and investment while turning ideas
into higher income levels. 60,000 first printing.
Business startup advice from the former president of the Ewing Marion Kaufmann
Foundation and cofounder of Global Entrepreneurship Week and StartUp
America, this “thoughtful study of ‘how businesses really start, grow, and
prosper’...dispels quite a few business myths along the way” (Publishers
Weekly). Carl Schramm, the man described by The Economist as “The
Evangelist of Entrepreneurship,” has written a myth-busting guide packed with
tools and techniques to help you get your big idea off the ground. Schramm
believes that entrepreneurship has been misrepresented by the media, business
books, university programs, and MBA courses. For example, despite the
emphasis on the business plan in most business schools, some of the most
successful companies in history—Apple, Microsoft, Google, Facebook, and
hundreds of others—achieved success before they ever had a business plan.
Burn the Business Plan punctures the myth of the cool, tech-savvy twentysomething entrepreneur with nothing to lose and venture capital to burn. In fact
most people who start businesses are juggling careers and mortgages just like
you. The average entrepreneur is actually thirty-nine years old, and the success
rate of entrepreneurs over forty is five times higher than that of those under age
thirty. Entrepreneurs who come out of the corporate world often have discovered
a need for a product or service and have valuable contacts to help them get
started. Filled with stories of successful entrepreneurs who drew on real-life
experience rather than academic coursework, Burn the Business Plan is the
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guide to starting and running a business that will actually work for the rest of us.
This book reveals: * Where to to find investors and the best approaches to win
their support * What investors are really looking for but won't tell you * How to
persuade banks, business angels, VCs and public funders * Insider tips for
compiling material that satisfies investors * Little-known strategies that will boost
your success
This state-specific title in Entrepreneur's evergreen SmartStart series shows the
reader how to start a business in Florida. The staff of Entrepreneur Media
presents essential guidance to aspiring business owners including state-specific
rules, regulations, contacts, and statistics. Includes updated forms, worksheets,
and tax information.
"Most books on entrepreneurship focus on strategic issues like product/market fit,
deciding what market to be in, or what business to buy, how to get traction with
customers, etc. Examples include bestselling perennials such as The Lean
Startup, Art of the Start, Zero to One, Startup Owner's Manual, et al Simple
Startup, covers a completely different part of the process: the concrete details of
business launch, growth, and management. Most best-sellers that promise to tell
people how to start a business do so very briefly, and quickly end up
recommending that readers seek guidance from lawyers, accountants, and other
paid advisors. Simple Startup gives readers the detailed insights they need to
understand exactly what they need from each of these professional counselors,
to ask the smart questions that will help them get their money's worth, and to
make intelligent decisions independent of their advisors' recommendations.
Simple Startup is aimed at those who want to make it really big, not just the homebased artisans, daycare providers, or dry cleaning stores. These are innovators
and visionaries who have the passion, drive, and creativity to launch a great
company, but who need a nuts-and-bolts guide to the hundreds of complex
challenges that derail many a business on the journey from their first business
card to a successful company sale or IPO"-To start a successful business, you need a comprehensive toolbox full of
effective financial and business techniques at your fingertips. Entrepreneurial
Finance provides the essential tools and know-how you need to build a sturdy
foundation for a profitable business. This practical road map guides you from
crafting a meaningful business plan to raising your business to the next level. It
offers potent methods for keeping firm financial control of your enterprise and
insightful tips for avoiding the multitude of financial barriers that may block your
entrepreneurial dream. Written by Steven Rogers, a leading educator at the
prestigious Kellogg School of Management, this reliable guidebook covers: The
dual objectives of a business plan and how to ensure that both are fulfilled
Differences between debt and equity financing and how and why to use each
Real-world methods for structuring a deal to benefit both the financier and the
entrepreneur Valuation techniques for understanding what your business is truly
worth Essential resources for finding the detailed information you need
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Entrepreneurial Finance clearly explains the inescapable rules of finance and
business by using real-world examples and cutting-edge data from the Global
Entrepreneurship Monitor (GEM) research project. It features up-to-date
coverage of phantom stock, options, and the state of entrepreneurship in such
countries as Canada, Europe, Asia, and South America. This definitive guide is
effective in today's business climate, with robust, no-nonsense coverage on
everything from the new realities of revenue valuation and the growth of women
entrepreneurs to the fallout from the dot-com boom and the impact of SarbanesOxley on corporate governance. Just because you're in business for yourself
doesn't mean you're alone. Entrepreneurial Finance helps you create a long-term
plan for achieving maximum profit.
Where are you in your business journey? Most entrepreneurs are looking for
ways to push their companies to grow and get bigger. But they struggle with
decisions about how big they want to become, how much money to keep
investing in their company, and how to even go about it. They want more, but
they’re not sure how to think about the problems, obligations, and risk that come
with growth. This is the growth dilemma. In The Growth Dilemma, Ami Kassar,
author and nationally renowned expert on access to capital for entrepreneurs,
shows you how to sort through your choices to build your business to the size
and complexity that makes the most sense for you. He’ll walk you through
exercises that help you: • Answer the crucial million-dollar question • Figure out
what entrepreneurial stage you’re in • Determine your personal risk profile •
Identify your own growth aspirations ?Knowing these parts of your puzzle will not
only influence how you think about your growth dilemma but also allow you to
discover your financing comfort zone. Through the profiles of fifteen real
entrepreneurs and companies, you’ll also be able to see, throughout the book,
examples of how different financing decisions affect every kind of business. As
you apply the strategies you learn, you’ll find the financing structure that will help
you reach your goals.
Presents information how to spot and sidestep roadblocks on the entrepreneurial
journey and sets readers on a path to startup success.
Outlines a revisionist approach to management while arguing against common
perceptions about the inevitability of startup failures, explaining the importance of
providing genuinely needed products and services as well as organizing a
business that can adapt to continuous customer feedback.
More than 100,000 entrepreneurs rely on this book for detailed, step-by-step
instructions on building successful, scalable, profitable startups. The National
Science Foundation pays hundreds of startup teams each year to follow the
process outlined in the book, and it's taught at Stanford, Berkeley, Columbia and
more than 100 other leading universities worldwide. Why? The Startup Owner's
Manual guides you, step-by-step, as you put the Customer Development process
to work. This method was created by renowned Silicon Valley startup expert
Steve Blank, co-creator with Eric Ries of the "Lean Startup" movement and
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tested and refined by him for more than a decade. This 608-page how-to guide
includes over 100 charts, graphs, and diagrams, plus 77 valuable checklists that
guide you as you drive your company toward profitability. It will help you: • Avoid
the 9 deadly sins that destroy startups' chances for success • Use the Customer
Development method to bring your business idea to life • Incorporate the
Business Model Canvas as the organizing principle for startup hypotheses •
Identify your customers and determine how to "get, keep and grow" customers
profitably • Compute how you'll drive your startup to repeatable, scalable profits.
The Startup Owner's Manual was originally published by K&S Ranch Publishing
Inc. and is now available from Wiley. The cover, design, and content are the
same as the prior release and should not be considered a new or updated
product.
In 2017 34% of the workforce was considered part of the gig economy. This
growing workforce of freelancers and side-giggers is also estimated to grow to
43% by 2020. That’s 4 million freelancers, soon to be 7 million by 2020. Whether
it’s people looking to earn extra money, those tired of their 9-to-5, to
entrepreneurs looking to grow their side hustle, Entrepreneur is uniquely qualified
to guide a new generation of bold individuals looking to live their best lives and
make it happen on their own terms. Whatever industry or jobs this new workforce
takes, Start Your Own Business will guide them through the first three years of
business. They’ll gain the know-how of more than 30 years of collective advice
from those who’ve come before them to: How to avoid analysis paralysis when
launching a business Tips for testing ideas in the real-world before going to
market with insights from Gary Vaynerchuk Decide between building, buying, or
becoming a distributor What to consider when looking for funding from venture
capitalists, loans, cash advances, etc. Whether or not a co-working space is a
right move Tips on running successful Facebook and Google ads as part of a
marketing campaign Use micro-influencers to successfully promote your brand
on social media
Give your business the chance to be one of those that make it.";Mullins has hit
the nail on the head. The New Business Road Test for the first time successfully
defines the starting point for a business. He delivers a clear and concise road
map for anyone wondering whether they have a good business idea and what to
do about it. I wish it had been given to every entrepreneur who appeared before
me on Dragon's Den.";Doug Richard, Dragon on Dragon's Den ";Mullins' New
Business Road Test provides the entrepreneurial equivalent to the proverbial
'sleeping policeman' on the Sunday drive: the necessary jolt of reality for those
hanging on to the belief that value is created on a computer spreadsheet or a
fancy PowerPoint presentation. The business plan is the road map between idea
and sustainable business, and John offers the most valuable journey planner
available.";Benoit Leleux, Professor of Entrepreneurship & Finance, IMD,
Lausanne, Switzerland ";We work with hundreds of CEOs reviewing their investor
pitches. The truth is that all businesses, even those already funded, can improve
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their business models and their road show presentation to investors or strategic
partners. Good entrepreneurs understand that their emerging business remains
'work in progress'. Even on the road, they work the map. We recommend that all
new entrepreneurs look at John's excellent new business road maps before
hitting the ground.";William Stevens, E-Unlimited Got an idea for a new
business? Take it for a road test to make sure it works before you invest valuable
time and money in it. Most new businesses fail. Why? Because no matter how
talented you are, no matter how much capital you have, no matter how good your
business plan is, if you're pursuing a 'lousy business' -- a fundamentally flawed
opportunity -- you're on the fast-track to failure. The new edition of this bestselling book will help you to road test your idea, making sure that the business
you build is based on a winning concept. It will enable you to invest your time and
money wisely and pitch to investors and customers with confidence. No budding
entrepreneur should leave the day job or face an investor without having read
this book.
"This book is designed to provide an overview of early-stage angel investing from
both the investors' and the entrepreneurs' perspectives."--Introduction.
The Founder's Dilemmas examines how early decisions by entrepreneurs can
make or break a startup and its team. Drawing on a decade of research,
including quantitative data on almost ten thousand founders as well as inside
stories of founders like Evan Williams of Twitter and Tim Westergren of Pandora,
Noam Wasserman reveals the common pitfalls founders face and how to avoid
them.
Who needs investors? More than two generations ago, the venture capital
community– VCs, business angels, incubators and others –convinced the
entrepreneurial world that writing business plans andraising venture capital
constituted the twin centerpieces ofentrepreneurial endeavor. They did so for
good reasons: thesometimes astonishing returns they've delivered to their
investorsand the astonishingly large companies that their ecosystem hascreated.
But the vast majority of fast-growing companies never takeany venture capital.
So where does the money come from to startand grow their companies? From a
much more agreeable and hospitablesource, their customers. That's exactly what
Michael Dell, BillGates and Banana Republic's Mel and Patricia Ziegler did to
gettheir companies up and running and turn them into iconicbrands. In The
Customer Funded Business, best-selling author JohnMullins uncovers five novel
approaches that scrappy and innovative21st century entrepreneurs working in
companies large and smallhave ingeniously adapted from their predecessors like
Dell, Gates,and the Zieglers: Matchmaker models (Airbnb) Pay-in-advance
models (Threadless) Subscription models (TutorVista) Scarcity models (Vente
Privee) Service-to-product models (GoViral) Through the captivating stories of
these and other inspiringcompanies from around the world, Mullins brings to life
the fivemodels and identifies the questions that angel or other investorswill – and
should! – ask of entrepreneurs or corporateinnovators seeking to apply them.
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Drawing on in-depth interviewswith entrepreneurs and investors who have
actually put these modelsto use, Mullins goes on to address the key
implementation issuesthat characterize each of the models: when to apply them,
how bestto apply them, and the pitfalls to watch out for. Whether you're an
aspiring entrepreneur lacking the start-upcapital you need, an early-stage
entrepreneur trying to get yourcash-starved venture into take-off mode, an
intrapreneur seekingfunding within an established company, or an angel investor
ormentor who supports high-potential ventures, this book offers themost surefooted path to starting, financing, or growingyour venture. John Mullins is the
author of The New Business Road Testand, with Randy Komisar, the widely
acclaimed Getting to PlanB.
The must-read summary of John Mullins' book: "The Customer-Funded
Business: Start, Finance, or Grow Your Company with Your Customers’ Cash".
This complete summary of the ideas from John Mullins' book "The CustomerFunded Business” tells you to forget about the complicated methods of securing
start-up funding. According to Mullins, the best way of getting the funding is from
your future customers. If you can find enough customers who will pay for the
solution that you’re offering to their problem, this is the perfect way of starting a
customer-funded business. There are five different customer-funded business
models: 1. Matchmaker 2. Pay-in-advance 3. Subscription 4. Security/Flash sales
5. Service-to-product This summary will take you through all five of these
different business models, giving you all the information you need to decide
which approach will work best for you. Added-value of this summary: • Save time
• Stop applying for start-up funding and get the money from your future
customers • Find out which customer-funded business model is right for your
business To learn more, read “The Customer-Funded Business” and find out
how you can secure start-up funding from your customers!
The venture capital world is often intimidating and hard to navigate, even for the
most seasoned entrepreneurs. But it doesn’t have to be. Entrepreneurs who run
effective fundraising processes don’t do it by accident. With this book, you’ll
learn what it takes to successfully raise a round of funding for your company.
Author Katherine Hague explains how the venture capital industry works, and
walks you through each step necessary to plan, execute, and optimize your own
fundraising round. Packed full of exercises, checklists, and templates, this book
guides you through the process from start to finish. It’s ideal for entrepreneurs
raising later rounds of capital, as well as those just starting out. Gain an
understanding of core venture capital concepts and standards Learn how to
develop and hone an investor pitch Come away with a plan to hit the fundraising
trail for your company Develop the confidence you need to negotiate key terms in
a funding deal Understand best practices in fundraising, and learn how to avoid
the top 10 fundraising mistakes
Most startups don’t fail because they can’t build a product. Most startups fail
because they can’t get traction. Startup advice tends to be a lot of platitudes
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repackaged with new buzzwords, but Traction is something else entirely. As
Gabriel Weinberg and Justin Mares learned from their own experiences, building
a successful company is hard. For every startup that grows to the point where it
can go public or be profitably acquired, hundreds of others sputter and die. Smart
entrepreneurs know that the key to success isn’t the originality of your offering,
the brilliance of your team, or how much money you raise. It’s how consistently
you can grow and acquire new customers (or, for a free service, users). That’s
called traction, and it makes everything else easier—fund-raising, hiring, press,
partnerships, acquisitions. Talk is cheap, but traction is hard evidence that you’re
on the right path. Traction will teach you the nineteen channels you can use to
build a customer base, and how to pick the right ones for your business. It draws
on inter-views with more than forty successful founders, including Jimmy Wales
(Wikipedia), Alexis Ohanian (reddit), Paul English (Kayak), and Dharmesh Shah
(HubSpot). You’ll learn, for example, how to: ·Find and use offline ads and other
channels your competitors probably aren’t using ·Get targeted media coverage
that will help you reach more customers ·Boost the effectiveness of your email
marketing campaigns by automating staggered sets of prompts and updates
·Improve your search engine rankings and advertising through online tools and
research Weinberg and Mares know that there’s no one-size-fits-all solution;
every startup faces unique challenges and will benefit from a blend of these
nineteen traction channels. They offer a three-step framework (called Bullseye) to
figure out which ones will work best for your business. But no matter how you
apply them, the lessons and examples in Traction will help you create and
sustain the growth your business desperately needs.
ROAD TEST YOUR IDEA BEFORE YOU WRITE YOUR LEAN START-UP
Thinking about starting a new business? Stop! Is there a genuine market for your
idea? Do you really want to compete in that industry? Are you the right person to
pursue it? No matter how talented you are or how much capital you have, if
you’re pursuing a fundamentally flawed opportunity then you’re heading for
failure. So before you launch your lean start-up, take your idea for a test drive
and make sure it has a fighting chance of working. With an accompanying app,
available on iTunes and Android, that will enable readers to easily capture their
road test data - notes, interviews, photos or videos - while they are on the go.
www.newbusinessroadtest.com
(Black & White version) Fundamentals of Business was created for Virginia
Tech's MGT 1104 Foundations of Business through a collaboration between the
Pamplin College of Business and Virginia Tech Libraries. This book is freely
available at: http://hdl.handle.net/10919/70961 It is licensed with a Creative
Commons-NonCommercial ShareAlike 3.0 license.
Provides an overview of business plans that didn't require an influx of cash from a venture
capitalist, but rather received money from their customers and describes five ingenious
approaches used by innovative entrepreneurs at companies like Threadless, TutorVista and
GoViral.
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Working Backwards is an insider's breakdown of Amazon's approach to culture, leadership,
and best practices from two long-time Amazon executives. Colin started at Amazon in 1998;
Bill joined in 1999. In Working Backwards, these two long-serving Amazon executives reveal
and codify the principles and practices that drive the success of one of the most extraordinary
companies the world has ever known. With twenty-seven years of Amazon experience
between them, much of it in the early aughts—a period of unmatched innovation that brought
products and services including Kindle, Amazon Prime, Amazon Studios, and Amazon Web
Services to life—Bryar and Carr offer unprecedented access to the Amazon way as it was
refined, articulated, and proven to be repeatable, scalable, and adaptable. With keen analysis
and practical steps for applying it at your own company—no matter the size—the authors
illuminate how Amazon’s fourteen leadership principles inform decision-making at all levels
and reveal how the company’s culture has been defined by four characteristics: customer
obsession, long-term thinking, eagerness to invent, and operational excellence. Bryar and Carr
explain the set of ground-level practices that ensure these are translated into action and flow
through all aspects of the business. Working Backwards is a practical guidebook and a
corporate narrative, filled with the authors’ in-the-room recollections of what “Being
Amazonian” is like and how it has affected their personal and professional lives. They
demonstrate that success on Amazon’s scale is not achieved by the genius of any single
leader, but rather through commitment to and execution of a set of well-defined, rigorouslyexecuted principles and practices—shared here for the very first time.
The Customer-Funded BusinessStart, Finance, Or Grow Your Company with Your Customers'
CashJohn Wiley & Sons
ROAD TEST YOUR IDEA BEFORE YOU LAUNCH YOUR LEAN START-UP Thinking about
starting a new business? Stop! Is there a genuine market for your idea? Do you really want to
compete in that industry? Are you the right person to pursue it? No matter how talented you
are or how much capital you have, if you’re pursuing a fundamentally flawed opportunity then
you’re heading for failure. So before you launch your lean start-up, take your idea for a test
drive and make sure it has a fighting chance of working. Now in its fifth edition, The New
Business Road Test is the essential handbook for anyone wanting to launch a start-up. The
new and fully updated case studies – Ella's Kitchen, Whole Foods, eBay and more – and
‘seven domains’ framework will help you avoid impending disaster and enhance your chances
of achieving your entrepreneurial dreams. This book will help you answer the live-or-die
questions: · Are the market and industry attractive? · Does the opportunity offer both customer
benefits as well as competitive and economic sustainability? · Can you deliver the results you
seek? The accompanying app (available on iTunes and Android) makes it easy to assemble all
the evidence you need for your road test, wherever you are. www.newbusinessroadtest.com
Business models are the beating heart of your firm's value proposition. Great business models
drive rapid growth; bad business models can doom the most promising ventures. Brilliant
Business Models clearly shows you how to create, test, adapt, and innovate successful and
appropriate business models in any business context. Every company has a business model.
When the business model works, the company creates value. Brilliant Business Models
combines the latest research, straightforward tools and current examples to bring this
surprisingly tricky topic to life. Straightforward cases from the author's research and experience
highlight key lessons. This book applies a novel, life-cycle based approach to make business
models relevant to your company's development stage. Your company changes over time—so
should your business model. Understand how and why business models matter to your
organisations success Learn how to evaluate and test business models to identify the most
appropriate model Use the business model life-cycle approach to keep your business model
relevant and successful. “Clever, innovative, and simple -- a must read workbook for
entrepreneurs!” Charles CHEN Yidan, Co-Founder, Tencent Holdings. “Buy it. Read it. Most
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importantly, use it!” John Mullins, London Business School, Author of The Customer-Funded
Business and The New Business Road Test. “This may well turn out to be your scrapbook for
business models. An excellent resource that will get your ideas flowing!” Shane Corstorphine,
VP, Regional Growth (Global Regions) and General Manager (Americas), Skyscanner.
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