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BUILDING A FAST
GROWING TECH
STARTUP IS

SUPER EASY




@ METROSERT | Applied Research Center

You have to make
the right decisions

+

have
winds of luck
IN your sails
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Ble
startups
fall due to
strategic or tactical
decisions?



TASK =

Write Into a chat the main
reasons you think tech
startups
fall




Strateqgy

What you have to
deliver to achieve
the startup’'s goal



Tactic

How you are going
to achieve delivery
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Tell me your
value proposition



TASK (3 minutes)

Write down your
value proposition to
customers
In 1-2 sentences.
Copy It to the chat!
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VALUE
BENEFITS
FEATURES
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VALUE

How multiple
penefits add u P 0 a y
bigger goal your
A+ customers
care a lot about
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BENEFIT

Someting your A+
customers can
do, be, or feel

thanks to a
feature
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FEATURE

Something unique |
your product has or
can do




TASK =

Answer the poll:

o How many features you listed In
your value prop?

o How many benefits or values
you listed In your value prop?
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40-60% of B2B

sales end with
NO DECISION
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Value Is
apout them

Features Is
about you




VBF: fancy blender

Eat healthier every day

o Make vitamin-packed smoothies
IN a shap with commercial-grade
blades

2D A S 5D £ S




FBV: fancy blender =

Commercial-grade blades

o Our commercial-grade blades
make vitamin-packed smoothies
quickly, so you can eat healthier

2D A S 5D £ S




VBF: performance
observation software

Resolve I1ssues before customers notice

o Stop problems before they start by
monitoring your entire stack's
performance In one dashboard

2D A @D 2 I A1 SD X I




FBV: performance
observation software

Intuitive dashboard

o Our dashboard provides visibility into
your entire stack's performance, so you
can resolve Issues before customers
notice

2D A @D 2 I A1 SD X I




FEATURE WAR

TOO GENERIC
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90 WHAT™
GAME




Al chatbot for
recruiters

. Itlet's you have a real-
time conversations
powered by Al with
candidates on the
recruitment site

SO WHAT?




Al chatbot for
recruiters

2. SO you can automate
the manual part of
screening candidates

SO WHAT?




Al chatbot for
recruiters

3. S0 you can speed up
your screening process by
asking candidates
guestions while they're on
your site

SO WHAT?




Al chatbot for
recruiters

4. SO you can engage
talent at the right time

SO WHAT?




Al chatbot for
recruiters

5. S0 you can hire the
best candidates

SO WHAT?




Al chatbot for
recruiters

6. SO you can exceed
your KPIs for talent
acquisition

SO WHAT?




Al chatbot for
recruiters

/. SO you can help grow
the business with the right
people

SO WHAT?




1

1. Play ,so what
ame (/7 asks

2. Post the result to
chat




What does It
have to with




T ST

April Dunford

Position 4
I Position 3

Position 2
I Position 1

Strategy




Enterprise IPosition4
r: .
CRM - osition 3

Position 2
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CRM for
Investment

b an kS I Position 4
I Position 3

I Position 2
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Strategy




CRM for
financial
services

Position 3
I Position 2

Strategy

I Position 4
I Position 1




Enterprise
CRM

Position 4
I Position 3

Position 2
I Position 1

Strategy




$3mM

I Position 1

Position 4
I Position 3

I Position 2

Strategy



$70m

I Position 2

$3mM

I Position 1

Position 4
I Position 3

Strategy



Acquired for
$975 million

Strategy



Strateqgy

What you have to
deliver to achieve
the startup’'s goal



What investors are
expecting?

Revenue (€M)

144




SaaS FunDIvG IV 2023
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e —
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Round size

~ $5-15N ~ $8-20N
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DEEP TECH HARDWARE NAPKIN W momentum

Dee/:r Tech companies that raise from Vs are fa@éﬁ'ng ﬂa.rje markets with 4reaéf/nrou§/t fec/«m@ojy /nroaluch that can ﬁmdamew‘a”y %a.nye mn(u:t‘ry a(7namws
/oraler of nmgmhw(e c/wu«ﬂer (n ecomomics, o/aem'ug up wmp&fe@ novel a/a/a&cafwm and. markets efe. //

PRE-SEED SEED SERIES A SERIES B

VALUATION (€) Em - 14m G — 25m 40m - 100m 50 — 400m

——

TEAM Founders w/a(ee/ﬂ technical 73/9 notch techmnical hires & Sfronﬂ leaders hired {or ke7 C&ar/aafh to 100+ FTEs, firet
expertise & w@y signs of frst non ~tech individual functions across ops, sales & and second Uine of management
“comumercial savviness” contributors /commu‘aﬁ/o/ysj. A inp Do

Gradual shift to more balanced Sfronj foens towards holistic
Al:l‘éhﬁ acrogs functions. scaﬁ'uﬂ of orq across Functions.
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THE — v
FOUNDER'S

FAI l o ANTICIPATING AND ———
.............................................. AVOIDING THE
PITFALLS

A NEW ? THAT CAN

S SRR T S g0
ENTREPRENEURIAL L A

SUCCESS x--me ; STARTUP $
TOM EISENMANN o NOAM WASSERMAN

470 Interviews

3600 startups

GROWTH
LEVERS

A A~ R A

AND
HOW TO FIND THEM

MATT LERNER

200 startups
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THE — v —
FOUNDER'S

DILEMMAS |8
S

ANTICIPATING AND R
‘ AVOIDING THE
PITFALLS

35% tech did not work or weak demand
65% relationships (people problems)

? THAT CAN
1 SINK
L A
STARTUP $

NOAM WASSERMAN
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Relationships
» Should you establish a company with friends or THE £ )

specialists? .
 Consider how the situation might change when F_OUNDER S

Involving investors.

* Create a plan for the scenario "if we have a conflict."
Roles

* "We |lead together" is a bad idea. F ANMWLN&‘END —

« Agree that as the company grows, it might be 2 f.ﬂﬁ"ékﬁ
necessary to hire a new leader. I SINK

Rewards L STAIIR\TUP $

* Dividing ownership 50/50 is a very bad idea.

° Clarlfy who wants to get rich CIU|Ck|y and who Is NOAM WASSERMAN

building a long-term foundation for retirement.
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Early-stage

 Bad Bedfellows. Wrong team,
Investors, or partners.

» False Starts. “Launch before you're
ready,” founders risk wasting time and
capital on the wrong solutions.

» False Promises. Success with early
adopters can be misleading.

---------------------------------------------

A NEW
ROADMAP FOR
ENTHEPHENEUHIA[

----------

.
.................................

.......
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Later-stage

» Cascading Miracles. Silicon Valley
exhorts entrepreneurs to dream big.
But the bigger the vision, the more
things that can go wrong.

» Speed Traps. Hypergrowth can spell
disaster

* Help Wanted. Lots of capital and
talent needed

---------------------------------------------

A NEW
ROADMAP FOR
ENTHEPHENEUHIA[

----------

.................................

.......




Overthinkers
 Measure nine times, cut once.

* Prefer listing reasons why a new idea won't work instead
» Argue repeatedly over the same topics.

Underthinkers I.EVERS

* Action Is the top priority.

» Continuously adding features to products renders them \ ¢ p S

useless.

AND
» Lack sufficient resources to arrive at the right solution. HOW TO FIND THEM

Delegators
MATT LERNER

* Hire the best and provide them with resources.
» Strategic conflicts cannot be delegated.
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€ Discovery vs Optimization

GROWTH
LEVERS

AND
HOW TO FIND THEM

MATT LERNER




[E) METROSERT |

Write into chat which
problems listed above
you have seen In
action?




Metrosert for startups

¢ Testing and development labs
- Autonomous driving
Drones
Hydrogen tech
Biorefining
Health data

[=) METROSERT



Metrosert for deep techs

¢ Testing and development labs

¢ Scaling manufacturing

- Measurements: samples
- Certifications: 1ISO, AQAP-2110 etc

[=) METROSERT



Metrosert for deep techs

¢ Testing and development labs
¢ Scaling manufacturing
¢ NATO DIANA Test Centre

[=) METROSERT




“Smart and deeply practical. This book is
a gem for anyone looking to up their messaging game.”
APRIL DUNFORD, author of Obviously Awesome

EMMA STRATTON




THE HONEST TRUTH
ABOUT VENTURE CAPITAL
FROM STARTUP TO IPO

Jounder

investor

o ST T Y

ELIZABETH ZALMAN
vs JERRY NEUMANN

FOREWORD BY SANDY LERNER,
FOUNDER OF CISCO AND URBAN DECAY







“Sales Pitch is chock-full of practical, real-world
advice on how to use a story to sell.”
BRUNO AZIZA, head of data and analytics at Google Cloud
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SALES
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How to Craft a Story to
Stand Out and Win
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APRIL DUNFORD

BESTSELLING AUTHOR OF OBVIOUSLY AWESOME




“Ounce for ounce, there’s no better way — John Mullins

to learn what customers want and will Author of The New
buy than this wonderful little book. If you Business Road Test

want your new product or new business
to succeed, start here”

\ /
_ @

Rob Fitzpatrick

THE

MOM
TEST

How to talk to customers and learn
if your business is a good idea
when everyone is lying to you

Ch. 1-3

5

-

~

GROWTH

LEVERS
X SALES

-y . ¥y .Y .

STOP SELLING

AND ficles
HOW TO FIND THEM
e —>

BﬂB MUESTA with Greg Engle
MATT LERNER

Ch. 4 Ch. 3 &2



http://creativedestructionlab.com

A BUSINESSWEEK BESTSELLER

CROSSING
THE

WITH ALL NEW EXAMPLES FROM 21ST-CENTURY SUCCESS STORIES

OVER ONE MILLION
COPIES IN PRINT
WORLDWIDE

GEOFFREY A. MOORE

TALKING
10 HUMANS

Overcoming the Resistance
That Awaits New lIdeas

Loran Nordgren | David Schonthal

WILEY

THE SECUEL TO THE AWART-WIMRNENG BO0K TALKNG T HLANS

TESTING
WITH HUMANS

How to use experiments to drive faster,
more informed decision making.

GIFF CONSTABLE

with Frank Rimalovski

APRIL DUNFORD

OREILLY’ %,

ASH MAURYA

RUNNING

LEAN

Iterate from Plan A
toa Plan That Works

THE LEAN SERIES
ERICRIES SERIES EDITOR

“Sales Pitch is chock-full of practical, real-world
advice on how to use a story to sell.”
BRUNO AZIZA, head of data and analytics at Google Cloud

How to Craft a Story to
Stand Out and Win

APRIL DUNFORD

BESTSELLING AUTHOR OF OBVIOUSLY AWESOME

WALL STREET JOURNAL BESTSELLER

A FORMER F8I TOP HOSTAGE NEGOTIATOR'S FIELD-TESTED TOOLS
FOR TALKING ANYONE INTO (OR OUT OF) JUST ABOUT ANYTHING

NEVER
SPLIT THE
DIFFERENCE

NEGOTIATING AS IF YOUR
LIFE DEPENDED ON IT

WITH TAHL RAZ

MASTERCLASS!!!



Everything you need to reach product-market fit

GO-TO
MARKET
STRATEGIST

~
7
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MAJA VOJE
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