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THE STARUP GUIDE:

How to validate, protect & fund yc
new business venture.

Alexandra Fraser
Business Development Manager
Innovation Summit 2011 @invenfin
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VALIDATING YOUR
BUSINESS VENTURE




n1l f a t f 1 r st
not absurd, then there
| S no hope f

Albert Einstein









Market research is like
going to the dentist 1 | t
pal nf ul b ut
something that you have

to do.



WHY DO YOU NEED TO DO RESEA@CFH

A Gain insightful intelligence on all aspects of the business
A Position your business for maximum success

A Determine what your customers really want, what they will pa:
they will use your product or service

A Differentiate yourself from competitors

A Identify new market & business opportunities
A Focuses the organization

A Decrease risk

It will save yowtimeymaney: &effortfin therlang: riumg run
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What Is the burning need
that you are solving?
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How are you solving this &8
need or pain differently? SR




\\\
ol oS »

How ig ISy

our market?

“




Y

A ey o nd gt g
Sl "W NS e

Who are your competitors?
The Golden Rule is that thereare | = " =
never NNO COMPETI TOR
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COMPETITOR ANALYSIS 9%

A Compare and contrast the
features of each of your
competitors services or
products to yours Strengths

Alt is important to do this thro!
the eyes of your customer

A Features vs. benefits

A Matrix structure or tables wo
well

A SWOT Analysis
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PROTECTING YOUR
BUSINESS VENTURE
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2. COMMON IP MISTAKES o

1. CONTAMINATION OF IP AT ORIGIN
A Originating the idea )( owning it
Donotrwork onwothirkky ‘porsona@ atywdrkhni ng npersonal 0O

2. NOT SECURING RIGHTS FROM CONTRACTING ENTITIES
A Disputes over IP ownership can be an issue
Draw up contracts and ensure full IP assignment

3. AGREEING TO JOINT OWNERSHIP OF IP WITHOUT AN
AGREEMENT

A Share split, valuations, licensing, sale & use can be an issue
Agreement on % ownership, rights & responsibilities

Source: Seven sins i intellectual property mistakes start-up technology companies should avoid at all cost; R.P.Patel, 2010
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2. COMMON IP MISTAKES o

4. PUBLICALLY DISCLOSING IP BEFORE DECIDING & EXECUTING ON A IP
STRATEGY

A Affects protection of IP down the line
ID IP, assess risks, sign NDAs & communicate what is confidential

5. RELYING ON ONLY ONE TYPE OF IP FOR PROTECTION

A Incomplete protection for technology & brand
FW*

6. UNDERESTIMATING COST & IMPROPER MANAGEMENT
A IP protection is expensive, must be budgeted for & annually renewed
A New types of IP need to be continually identified, protected & managed

Assign a staff member or founder to be responsible for IP protection &
management

Source: Seven sins i intellectual property mistakes start-up technology companies should avoid at all cost; R.P.Patel, 2010
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