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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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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
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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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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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THANK
YOU

Contact us

www.educateme.ir

ahmadaminizadeh@gmail.com



