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Dreams
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https://www.youtube.com/watch?v=9WW_OceZSOM
https://www.youtube.com/watch?v=9WW_OceZSOM


7/13/2017

3



7/13/2017

4

Quick Questions

Why are you here?

Quick Opinions
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Three Challenges

Opportunity 
Cost

• Idea

• Timing

• Capital

• Risk

• Investors

Launch

• Product

• Pricing

• Selling

• Shipping

Scale

• Growth

• Expansion

• Scale

• Depth

• Talent

Stage I 
Decision

Stage II 

The Bet

Stage III

The Payoff

Stage I Failures

Opportunity Cost

• Idea

•Timing

•Capital

•Risk

• Investors

Can’t Sell Confused
(Selling what?)
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Can’t 
Deliver

(Sold too much)

Pitching

What is it like?

Influencing

Persuading

Convincing

Telling a great story

Engagement

Plot

Respect my 
intelligence

Get to the point

Roadmap to 
credibility

Who is the Hero?
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The  voice of customer

Customer

Pain Points

Reach Demographics

Pitch

Business Model

Model
What are 

you selling?

Who is 
buying?

For how 
much?

How 
Frequently?

How do 
you make 
money?

Building a Pitch

Concept Problem
Market 
Sizing

OpportunityCompetitionModel

Special 
Sauce

Numbers So What?
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Framework for Failure

•Give up check list

•Necessary and sufficient

Fail 
Quickly

•Keeping score

•Recipe BookFail Often

•You only live once

•Recoup, regroup, re-launchMove on

Failure Roadmap

Fail
Run out of 

Cash
Can’t cover 

expenses

Not enough 
revenues

No 
revenues

No Sales

No 
Customers

Is it time?

How will I know when I am 
ready?

Market Size & Segments

Actuarial & Treasury Education 
Audience 

Test Samples
Private & Confidential
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Treasury Education Actuarial Exams

Organic Monthly 
Searches

Continuing 
Professional Education
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Data & Traction

Course Plan

Day One -
Intro, 
failure

Day Two –
Unfair 

advantage

Day Three 
– Business 

Plans & 
Models

Day Four –
Product 

Dev

Day Five –
Pitching & 
Execution 

The Product

• 5 – 8 Minute Product Pitch for client/investor

• Scripted, visual with voice over

• Uploaded on Youtube and Vimeo
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Tools required

• Power point

• Camtasia – evaluation license

• Creativity

• Scripting

• Rehearsals

• Passion

Capital, Investors

Ideas, Plans

Exits, buyouts

Quick bucks

Starting up Myths

Starting up 

What does it take?

First Steps – 0 – 3 mths



7/13/2017

12

First Steps 3 – 8 mths First Steps – 6 – 12 mths

First Steps

Dreams
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Reboot

Mary
Decker, LA 

1984

Zola Budd, 

3K 
Olympics 

Final
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Episode I - Avicena

• E-education

• Founded while a 
student at CBS

• Funded by risking 
money borrowed to 
pay last term’s 
tuition
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Impact?

Reality distortion field
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What was the most painful moment 
when you went under?

Lessons



7/13/2017

18

Episode II – The sequel
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Risk & Actuarial 
Practice

0 – 50 head count 
in 6 years

0 – 700,000 US$ in 6 
years

From here 

7/13/2017 74

to here 
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From here 
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to here 
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True picture?
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Lessons - Reloaded

84

Ten Lessons

1 Technology

2 Big Projects / Big sales deals

3 Perfect products

4 Solving the wrong problem

5 Heroes

6 Capital

7 Leadership

8 Diversification

9 Faith, commitment, and the inability to fail

10 Expectation Management
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Recap

• The home ground advantage

• Embrace Failure

• Beware of the cycle

Nothing ever goes to 
waste.

There is always hope. 

1999-2001

FTC 2013

US$ 24,000 annual 
revenues 
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2003-2008

Cross border IPR sale

Jan 2014

Nothing ever goes 
to waste

Pitch in 25 Minutes
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5 min per step

Pick an Idea 

Pick a Market

Pick a Product 

Pick a Feature

Pick a Customer

Pick a Price

DAY TWO

95

Ten Lessons

1 Technology

2 Big Projects / Big sales deals

3 Perfect products

4 Solving the wrong problem

5 Heroes

6 Capital

7 Leadership

8 Diversification

9 Faith, commitment, and the inability to fail

10 Expectation Management

7/13/2017 96

Capital

• Operating, Risk & Signaling Capital 

• Underestimated needs

• The price of capital

– If Greed > Control - get outside capital, board members etc

– If Control > Greed - run your business on its own cash flow; 
keep your control.

• Partners 

• The nature of equity
– The bandwidth problem

– The customer solution
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97

Business franchise?

• Barrier to entry

– Economies of Scale – Scale

• Identifying scale?

– Proprietary tech - IP

• Replication test?

– Switching Costs - Captive Customer

• The power of niches

7/13/2017 98

Expectations 
Management

– Family

– Customers

– Vendors

– Employees

– Self

– Setting it up to fail

7/13/2017 99

Faith & Commitment

– Sunk costs is an alien concept

– The importance of failing quickly

– The new venture life style

– When is a good time to quit

– Irrational exuberance & faith’s place in 
the grand scheme of things

100

Thou shall not fail

• The road to failure framework

– Product

– Customer

– Capital

– Economics

– Team

– Timing

Feedback loop
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Business Plan - Model

?

Three Challenges

Opportunity 
Cost

• Idea

• Timing

• Capital

• Risk

• Investors

Launch

• Product

• Pricing

• Selling

• Shipping

Scale

• Growth

• Expansion

• Scale

• Depth

• Talent

Stage I 
Decision

Stage II 

The Bet

Stage III

The Payoff
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The  voice of customer

Customer

Pain Points

Reach Demographics

Pitch
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Business Model

Model
What are 

you selling?

Who is 
buying?

For how 
much?

How 
Frequently?

How do 
you make 
money?

Framework for Failure

•Give up check list

•Necessary and sufficient

Fail 
Quickly

•Keeping score

•Recipe BookFail Often

•You only live once

•Recoup, regroup, re-launchMove on

Credibility

• Action items

• Next steps

• Milestones already crossed
Roadmap

• First 10 customers

• Customer Pitch

• Sales script
Credibility

• Startup costs

• Running costs

• Growth
Numbers

25 minutes 

• Pick an idea – 5 minutes

• Pick a partner – 5 minutes

• Pick a product – 5 minutes

• Pick a feature – 5 minutes

• Pick a price – 5 minutes

• Pick a customer 



7/13/2017

29

DAY TWO Bad Ideas

Capital, Investors

Ideas, Plans

Exits, buyouts

Quick bucks

Starting up Myths

116

The First 5

Technology

Big Projects / Big 
sales deals

Perfect products

Solving the 
wrong problem

Heroes
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117

The next 5

6 Capital

7 Leadership

8 Diversification

9 Faith, commitment & inability to fail

10 Expectation Management
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Competitive Advantage

• Larger base creates a 
pricing advantage

Scale

• Refining

• Coke Formula

Proprietary 
Process

• Niches

• Switching cost

Captive 
Customers

Competitive Edge

Coke Pepsi

Kodak Polaroid

IBM Dell

Nokia Samsung

Microsoft Apple
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Competitive Edge

Coke Pepsi Scale

Kodak Polaroid
Prop 

Process

IBM Dell ?

Nokia Samsung Apple ?

Microsoft Apple
Captive 

Customer
s

Guess the Edge?
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A sample business 
plan / pitch

Business 

Models 

7/13/2017 130

Product 

Development 

7/13/2017 132
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The  voice of customer

Customer

Pain Points

Reach Demographics

Pitch

Business Model

Model
What are 

you selling?

Who is 
buying?

For how 
much?

How 
Frequently?

How do 
you make 
money?

Building a Pitch

Concept Problem
Market 
Sizing

OpportunityCompetitionModel

Special 
Sauce

Numbers So What?

Credibility

• Action items

• Next steps

• Milestones already crossed
Roadmap

• First 10 customers

• Customer Pitch

• Sales script
Credibility

• Startup costs

• Running costs

• Growth
Numbers
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Day 3

Product Dev

Product Development

7/13/2017 138

Features

Product Development

7/13/2017 139

Features

C
u

sto
m

e
rs

Product Development

7/13/2017 140

Features

C
u

sto
m

e
rs

A B C D

Constraints
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Minimal Acceptable 
Feature Set

Polycom Soundstation

Full-duplex sound quality good or better 

than competition

Simple to use

Looks “first-class”

Project Pillars - I

• Store 100 megs

• Fast enough

• 200 – 300 dollars

• Simple to install

• Ready for Comdex
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Kodak Funsaver
Camera

•Use 35mm film

•Packaged in a cardboard box

•Cost under $2

•Use a specific developing process

•Cut development time to 7 months

•Better than Ektralite

Powershot Stapler

Simple to use

Visually 

distinctive

Vecta Kart Chairs

•High reliability

•Long life cycle

•Cheap to manufacture

Project Pillars - II

• Full duplex sound quality

• Simple to use

• Looks first class

7/13/2017 148
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Project Pillars

7/13/2017 149

Questions

• Reason for being

• Level of excellence

• Feature set

• Design constraints

• Comparison points

• Target market / ideal customer

• Deadlines / Timelines/Milestones

• Business Model

• First Ten prospects/pitch

2 billion views

12 million downloads
6 years, 51 failed titles. 
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Informational Texts Rovio Angry Birds

• Easy to pick and play but hard to 
master.

• Instant get.

• Expandable theme and story lines.

• Priced at 0.99 cents. 
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Product Development & 
Innovation in Financial 

Services

Drivers

Innovation
Risk 

Transfer

Pricing

Regulation

Taxation

Structured 
Exposure

Financial Innovation

• Risk Transfer

• ParticipationVariable life

• Structured Exposure

• ReturnsHedge Funds

• Tax EfficiencyTax Arbitrage

• Tax Efficiency
Offshore 

Wealth Solution

• Structured Exposure
Structured 

Notes

• Religious code & preferenceIslamic Finance
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Pricing

• Cost plus

• Value share 

• Competitive benchmark

Your Pitch

• Who is the customer?

• What is he buying?

• Why is he buying from you?

• Why should I care?
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Linking Customer Persona 
with Minimal Acceptable 

Feature Set
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Credibility

• Action items

• Next stepsRoadmap

• First 10 customers

• Customer Pitch

• Sales script
Credibility

• Startup costs

• Running costs

• Growth
Numbers

Financials

7/13/2017 172
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Assumptions

7/13/2017 173

Where do the 
numbers come 

from?

7/13/2017 174

Revenues Model

Foot Traffic
Share of 

Foot Traffic
Conversion Ticket Size

Txns

• Think of a single transaction

– What will it involve?

– What will it cost?

– How much will you make?

– How long will it take?

Will you treat it differently if it is a product or 
a service?
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Cost drivers

• Operations – Space, Resource, 
Utilization

• Sales & Marketing – Commissions

• Distribution – Cost

• Servicing – Cost, resources

• Fixed versus Variable 

Services Company

• Number of transaction a month

• Gross Rev per transaction

• Net Rev per transaction

• Margin per transaction

• Linked services

• Product placement

• Upsell

Products Company

• Number of transaction a month

• Gross Rev per transaction

• Net Rev per transaction

• Margin per transaction

• Add on services

• Up sell

Pricing

• Outpatient services in a hospital

• Outpatient services in a clinic

• Buying a chair as a walk in

• Buying a chair on the phone

• Buying a chair online
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Core Questions

• Breakeven (volume)

• Fixed Costs per month

• Margin per Txn

• Growth rate

• Growth Capital

• Scale up

Roadmap to Launch

Life, Pensions & Wealth 
Management Lines

Regulatory Milestones

Validation of License

Revised Business Plan

Two products approved 
by Appointed Actuary

Marketing Collateral & 
Brochures

Policy documents

Policy Holder Contract

Allocation to Life Fund

Business Milestones

Product design & 
finalization

Sales compensation

Life & Wealth sales 
team core members

Life & Wealth System

Life & Wealth Process 
Manuals

Life & Wealth back 
office resources

Life Reinsurance Treaty 
& Rates
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Launch

Life & Wealth 
Branding

Retail distribution 
agreements

Quotas, Goals, 
Milestones

Allocation of 
marketing budget

Agreement on 
launch timelines

Lessons

• Iterations –
– Products, Customers, Pricing

• Failure
– Quickly, Acceptance

• Customers
– Voice

• Competitive Advantage
– Barriers

• Cycles
– What goes up…

Do or do not, there is 
no try.

Master Yoda

Pitching

Dry Runs
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Credibility

• Action items

• Next steps

• Milestones already crossed
Roadmap

• First 10 customers

• Customer Pitch

• Sales script
Credibility

• Startup costs

• Running costs

• Growth
Numbers

One line pitch

Your idea and why does it 
matters?

Customer Pain

Visualize your customer pain in 
under 45 seconds?

HR Head

Placement Services
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Quality of candidate

Time Management

Hassle of the process of 
hiring

Opportunity Cost

Competition for Talent

Focused Search

Experienced with Process

Pain points

Attributes Pain Point Describe

•Process
•Checklist
•Assessments that test fit   

and background, 
•Compliance with local 
immigration regulation

Quality of 
candidate

Ensuring that the right 
guy gets the right offer, 

not because we are out 

of time and need to fill 
the position. Shortcuts 

may be taken that we 
may end up paying for 

later

Combined Pitch Wrap up
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Priorities

• Customers & Sales

• Product Design

Test 
Assumptions

• Revenues
Define 

Milestones

• What can you do within your 
resources

Define 
Reach

• 3 month roadmapsGet started

Credibility

• Action items

• Next steps

• Milestones already crossed
Roadmap

• First 10 customers

• Customer Pitch

• Sales script
Credibility

• Startup costs

• Running costs

• Growth
Numbers


