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Startup Businesses In Tourism
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WHAT IS 23
STARTUP?

Startup is basically a company that is in the @
preliminary stages of its time in terms of =
business operations.
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STARTUP COMPANY
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Organizations Companies
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entrepreneurs

startup team members
investors

mentors

advisors

other entrepreneurial people
people from related organizations _

Research
Organizations

Service Funding P omiled b= Jluly = by — ol 095 (gl Al v

lojbe 5 Slusl 595695 oS5k 51 JSaan v/
oled g ol 31 51 (gl vy b S i g Loy T8 1 (e
v
v
v

Providers Organizations

Ao L 91515 9w LS b B S g S p
059 S (5,105 aloyw g g — ()l i — CudMS Wl g Sludl glad

(281505 e g 0o 8T5L5) O1 81 9= (6 yiion = dslo o H3b— (g ) — Sod 3 Joud jl (5 polie JUis LS



> -
i 9 Sl da o)
Al gl ;3 )kl
NEITLY
Sl 65 las!
OL13S 2la
Ol o
Olslie
32 AL o131 S0
by sla Glasle 51 gol,s)

(H90 Glilojl b LalKiils) 59T (8 9 ok slo )L
(1,55 (93 slaoles oy 35150

(Ll mé b slil) b sacds ol

SBazas aslyl

Oloas

(o9 g olﬂ - ¢l «5’3 —‘sbm‘b) 5‘“)9”]— )5|).o

(55195 asloy SleBgaiuo — pdy yhas )5 arlo jaw — (202 oy (yoli — Al y8 (41,135 Ao ) (o (yaoli (SLeBguiuo

91 91 S0yl s o5'1

il ) 5o o o5 o9l (ol (e

N N N NN



11

01Assessvour
- Entrepreneurial Skills

@) 2 evelop Your Stertup ldea
@ 3. Create  Startup Roadmap
0 4. Build Your Founding Team

0 5. Establish Your Stertup 7

0 6. Get Startup Funding

@10.Launch and Scale
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HOW TO
TART A START-UP __
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STARTUP DEVELOPMENT PHASES

Vision > Target > Mission Minimum Viable Product Growth

Product / Market Fit Business Model / Market Fit

Ideation Concepting Commitment Validation Scaling Establishing

Business Costumer/ : Problem/ Product/
Model Problem Fit Solution Fit Market Fit

Startup

A.Aminizadeh



5 9 s
BUSINESS

o9l
INNOVATION

E E 93 hao 20l )3 yn) ity
) ENTREPRENEURSHIP
BUSINESS MODEL

W ycws z,b
BUSINESS MODEL



- (BUSINESS )33‘!’“‘

° 15 a 7 . . v Hed o by ot
/ /~Pw@\ ﬁf\ wl(/)‘\-f_\ Al o0 ()] 9 gm0l 3O S (Gl oo plliS Glpsidled iy i U
"}?@ 2 A meney/ \ oS (0 ol W02 9 (S (SRS g oS Awd 90 4y Logese U

* ‘ﬁ:‘ ‘1:} & & .
§Cr s — ’\( v 2oga3 5&1 Al o0 Sy 9 bwgie « S g5 sl g oS SR sus pnts U

% :@ - = .nl.llﬂ <
;_5( : L&&l'l;\ T *
®”"’°@ p=s

0391 2979 4 sl S 5l ooliiwl b cngi sl ol (505 L 4 iy U
bl (o0 )31 3939T G S 50 WA Cwds b Jguarme
g S 3 65915 U
Wil Wilgi (oo Cwods b Jguazmo ddgi 5o
wil wlgi (oo ewus b Jpamo adgi sl p waa (9,
Ol Ay (20 )1 g e Juko 53 et Slony

g L ST (s
T e 548

‘_9.19 S 30 9 Gl 00l oég}é‘ U“'\" ‘5)5T93 as Cowl ‘S)lf 9 u..wS uu).:; (|
bl (o g 3 g (Pl ()l




30 g s Juo

M g o (ol A 9w U

O 9 yg0l ploxil = Sguw g el jo 4y Sliws ez 9 Coz )l U
ol (2 lolw 9 iyl alyl g G5 9
So @8 wledblwss U

WS z b

U 9 S o0l (90 g Al oSS al> 0 U

(ol b aliy — o¥game g )5 5 cuns By Jolo U
290l (20 plojlw 9 Lo pae 9 (Jbo o Slilos

Sgw 9 b 4y 3o ol Jlo g)lel s wledly, U




C2C s
B2C |

B2B

B2G N
C2B N

Molzo  3bo (3 5 bl g3 415 g o (S8 Ao

., BB %0 slss b 4y 4y O
\A\“ B2C @Le‘.a OACS B a0 4 A & (M|
B2G cdgo aw as e (|

218,V C2C Fuiss & pao oy w)lxi s U
ur C2B b s basgi (i3 36 yos O

S 58 Juo bl 9 515 g e’ G diwd

Direct Sales guiiwe o9y Jole U
Franchise plxilys Juo U
Freemium pseuo,d Joo U

Subscribtion o'l Joo O



G3S s LssalSiglacalled | Gbj)l oS
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(Key Resources)
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1- Customer Segments
2- Value Propositions

3- Distribution Channels
4- Customer Relationship
5- Revenue Streams

6- Key Activities

7- key Resources

8- Key partners

9- Cost Structure
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Problem Solution Unique Value | Unfair Customer
Proposition | Advantage Segments
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Existing Key Metrics Channels Early

alternatives: High Level adopters:
O Concept e

Cost Structure Revenue Streams
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Ideas

LEARN BUILD

Build
Measure
Learn
Loop

M Minimum

Data Product

The most rudimentary, Sufficient enough for Something tangible

MEASURE bare-bones foundation early adopters customers can touch

of the solution possible and feel
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Accelerator

Angel investor

Bootstrapping

Business

Business model generation
Business model canvas
Business plan

Business to business (B2B)
Business to customer (B2C)
Business to government (B2G)
Channel product fit (CPF)
Cost driven

Cost structure

Core business

Crowdfunding

Customer acquisition cost (CAC)
Customer lifetime value (CLV)
Customer relationship
Customer segments
Customer to business (C2B)
Customer to customer (C2C)
Demo day

Direct sales

Distribution channels

Early adapters

Early stage

Ecosystem Startup
Entrepreneurship
Existing alternatives

FFF- friend,family,fools (3F)
Franchise

Free cash flow

Freemium

Founder

Fundraising

Growth or late stage

High level concept
Hockey stick

Incubator

Initial public offering (IPO)
Innovation

Key activities

Key partners

Key resources

Mentor

Mid stage

Minimum viable product (MVP)
Open innovation

ab 51y

Personal brand

Pitch deck

Problem customer fit (PCF)
Problem solution fit (PSF)
Problem validation
Product market fit (PMF)
Repeatable

Retention cost (RC)
Revenue streams
Scale-up

Smart money

Solution

Subscription

Startup

Strategic alliances
Scalable

Seed money

Unfair advantages
Unique value proposition
User acquisition cost (UAC)
Valley of death

Value driven

Value proposition
Venture capital (VC)
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Contact us

www.educateme.ir

ahmadaminizadeh@gmail.com



