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

" A Jawwad
_Farid film
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Quick Questions

q_lchem_y q__lchem_y

Why are you here?

Quick Opinions
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Wchemy Three Challenges chemy Stage | Failures

Oppco(;TLTmiTy Launch Opportunity Cost
N

«ldea « Product * Growth e |dea

¢ Timing * Pricing * Expansion . .

* Capital « Selling *Scale L4 Tlmlng

* Risk « Shipping * Depth -

* Investors * Talent ° COp”Ol

* Risk

Stage | Stage Il ’ Stage Il e |[nvestors
Decision The Bet The Payoff

wiw.slchenys.com

Schemy ey

Can'tSell | Confused

(Selling what?)




Sichermy

Sichermy

Can’'t
Deliver

(Sold too much)

Influencing

Persuading
Convincing

7/13/2017

eichemy

Hifelgligle!

What is it like?

e Teling a great story
Engagement

Plot

Respect my
intelligence




ceicnll The voice of customer

\Glysts.

Pain Points

wiw.slchenys.com

STRATEGIC KEY
PARTNERS ACTIVITIES
o e e

VALUE
PROPOSITION

CUSTOMER CUSTOMER
RELATIONSHIP SEGMENT
ot
=== | & [
DISTRIBUTION
CHA

7/13/2017

Business Model

For how
much?

Who is
buying?

How do
you make
money?2

What are
you selling?

www.slchemys.com

Building a Pitch

Competition ‘ Opportunity

Special ”

www.slchemys.com



SSEWl  Fromework for Failure

Fail ¢ Give up check list
Quick|y *Necessary and sufficient

. *Keeping score
Fail Often [ Recipe Book

*You only live once
*Recoup, regroup, re-launch

aichemy

s it time?¢

How will | know when | am
ready?

7/13/2017

g Failure Roadmap

Run out of Can't cover
Cash expenses

. Not enough
revenues

\ 4

e

Qichemy

Market Size & Segments

Actuarial & Treasury Education
Audience

Test Samples
Private & Confidential



RN [rcasury Educo’rion

Choose Your Andience

Age:

Precise Interests:

Supgested Likes and Interests

Gondar: 11 @

ngars

£

#vcromof el

ab Emiraes

Bzt x| Canado

Audionca

8,052,100 ;-

Suggested B

$0.12-$0.63 s

@ichemy

Anclysfs.

Actuarial Exams

7/13/2017

[choose Your Audience

Age:

Gender

Precise Interests:

Broad Categories

Suggested i

$0.17-$1.1115

Organic Monthly

Searches

@ichemy

Anclysfs.

Continuing

Professional Education

17 Core Topics Total Global & US Search Query Estimates 30,301,750 7,635,100
Topics Tags and keywords Global Search Local US Search
Risk Management Posts: risk management 12,500,000 4,500,001
Basel Il & II Posts: i, basel-iii 6,000,000 300,00
ALM Posts: lity management 5,000,000 500,001
Interest Rate Posts: interest rate 2,700,000 1,000,001
Portfolio Optimization Posts:  portfolio optimization, investment manage 1,500,000 673,00
Collateral Posts: collateral 673,000 246,001
Corporate Finance Posts: finance 368,000 90,001
Stress Testing Posts: stress testing 300,000 110,001
Stop Loss Posts: stop loss 256,000 90,001
Black Scholes Posts: black scholes 250,000 50,001
Monte Carlo Simulation Posts:  monte carlo simulation, montecarlo simulz 220,000 2000(
Value at Risk Posts: risk 200,000 40,001
I}Etinn Plicing Posts: Options Pricing 100,000 5009

Continuing Professional Education Market
Specialization Membership Bodies Membership
[Themes Grand Total 1,179,000
Risk PRMIA 86,001
|Actuaries SOA 35,00
[Accounting AICPA 368,001
Risk GARP 150,00
Investment Certified International Investment Analyst (CIIA) 60,00
Project Management |PMP - PMI 370,001
Investment CFA Institute 110,00
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t t_ [FTC - Sales Analytics May 1, 2013 - May 31, 2013
Q@ichemy D &1
iy,
FTC - Sales Analytics Oct1, 2012 Cet 31, 2012
T - Product Reven, Purchase Comglete (Goal § Completions) and Store. Keywior
e e— o | Frodel G $2,400.46 Country / Territory Revenve  Visits Ecommerce
aal Keyword Product ¢ ersion
72 $1,705.41 United States. $158298 3004 Revenue ™o e
ML
Luxembourg $35199 % ot set $162947  051%
Add To Bag (Goal 10 Conversion Rate) & e Ecommerce Conversion Rate
Belgum 18 mariet sk ma
0.74% ® Ecommerce Camersion Fae ot 0.41% nagementtiaini  $35199  300.00%
st | | Compiotons ComrErion At Pesigy “ ngexcel
Add To Bag (Goal 10 Conversion Rat... & 5 Netherlands 2% (ot provided)  $15000  047%
AddTo Hag ' snn Uniue Purchases United Kingdom s49 17 asset labilty
X (G081 10 . s . management tr  $139.00  10.00%
ource Charaian o 567 \ndorra 1 i
Rate) 54 A o
—c A~/ United Arab Emirates 5000 128 heath, jamaw a
= 4 To Bag (Baal 10 Completions) and Ad Ta Bag Aghavistan 5000 2 o ok dSERRY L0
an0g com ? ol + excel fle
ay Add To Bag AadTo youliba com [ Add To Bag (Goal 10 Conversion Rate) Albenia $0.00 5 bond comvexdh
; Kaywerd AGoui 10 - P fomdawihse  S000 100008
s-stabc ak fa Completions) Jawwad - Ma 0/ ol hse o %
ot e 3 " A
. ik providac) ¢ r— S iyl A
! i 1 T E v Gag (Coal edtrskbmts  S000  5000%

ing

tarups com

Course Plan aichemy The Produc

Anclysts.

e 5 -8 Minute Product Pitch for client/investor
» Scripted, visual with voice over

Day Three * Uploaded on Youtube and Vimeo

- Business
Plans &
Models

Day Four - Day Five —
Product Pitching &
Dev Execution

Day One - Day Two -

Intro, Unfair
failure advantage

10



Qichemy Tools required

* Power point

* Camtasia — evaluation license
e Creativity

e Scripting

* Rehearsals

e Passion

Sichermy

N[elgilglelV]e

What does it take?

Llesiod Starting up Myths

Capital, Investors
ldeas, Plans
Exits, buyouts

Quick bucks

www.slchemys.com

7/13/2017

RSl First Steps — 0 — 3 mths

Ne s about who

leed to a
IMPACT you are, wi you special,
why should 1 give you work, how can | trust
o

you

11
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First Steps — 6 — 12 mths

Stationary i a little expensive and can wait The sooner you get these done, the better 1t generally takes about six months for you As 500n 25 you are ready with a product or
IMPACT Email can be done earlier as long as you IMPACT off you would be. IMPACT tofind your feet if you are bootstrapping IMPACT service to sell, start adding partners that
have the name and the domain. for the first time. will push customers your weay.
Opinions on lawyers is spiit, ask a friend for
Don't do hosting till you ready. Find a friend bis coples then customize Some models require you to hire from day 86 wary of big names and big players, go
who would be willing to lease you space on one and for those you need funding. Others after the small guys who need you as
his servers are ok with you meandering for a few much as you need them

months experimenting before you commit
102 head count.

Dreams

As you raceive feadback, both yays and You start with a world view which wiill
lMPACT nays, incorporate what you have learnt in IMPACT most likely be wrong.
your pitch.
As your world view gets updated based
Refine your back story. It will make it more on market feedback, your business and
credible and realistic and increase the your model also changes. It is 3 good
chances of conversion. thing. Bet up to 100 dollars on your
experiments,

12
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Qlchemy

Reboot

Qlchemy

Zola Budd,
3K
Olympics
Final

4 SeR— ¥ L 3 4 Decker, LA
, 1984

13
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gichemy

seandavey.

COﬂ\?h'\J

h\QRprh_)-' - sociof\ﬂ\;

— clveless

{c)gapingveid.com

14



aichemy alchemy

¢ E-education

¢ Founded while a
student at CBS

Episode | - Avicena

* Funded by risking
money borrowed to
pay last term’s
tuition

7/13/2017

15
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Reality distortion field

16
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alchemy

What was the most painful moment
when you went undere

alchemy

.

Lessons | (‘YSTEM FAILURE]

Press a'ny key or click anywhere in this window to stop pn:viewin;mls boot screen.

17
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alchemy

Episode |l - The sequel

18
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alchemy ' gichemy From here

alysts.

Risk & Actuarial
Practice

0 - 50 head count
in 6 years

0-700,000 US$ in 6
years

www alchemya. com www.slchig 15342017

Actuores. Analysts.

Qichemy From here

wen SlchFfI34R01 7 www.slchB4R017

19
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eichemy to here Alter the B9 Roys
& : ~ J\\-wl( '.} vp cmP\.lee\J,

fee\ free to give us
3 .

shifcreekconsulting com

wen slchFifI34R017

@Mavba“k §[§WIN}EBNMQN& TEYiB

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

j}
WMSL <R25dq

marcusevans
O "
< FaABJY Asian Development Bank
T STREAMglobal
% "\\"’ gl Lo
- IgUl @l L
SISk Gydiall 0 First Gulf Bank NwR
Dubai Iamic Bafk mashreq
Deutsche Bank InvestCap. :j
e,
oot

s WSy
MR ruyodbonk @ KINETRIX

20



7/13/2017

Lessons - Reloaded

wiw.slchenys.com www.slchemys.com

alchemy Ten Lessons
Technology

Big Projects / Big sales deals
Perfect products

Solving the wrong problem
Heroes

Capital

Leadership

Diversification

Faith, commitment, and the inability to fail
Expectation Management

— N0 00 N O O hWN —

wiw.slchenys.com www.slchemys.com

21



Sichermy

* The home ground advantage
* Embrace Failure

e Beware of the cycle

7/13/2017

eichemy

Nothing ever goes to
waste.

There is always hope.

eichemy

1999-2001

FTC 2013

US$ 24,000 annual
revenues

22
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eichemy

2003-2008

Cross border IPR sale
Jan 2014

eichemy

Pitch in 25 Minutes

23
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S min per step
Pick an Idea
Pick a Market

Pick a Product

DAY TWO

Ten Lessons Capital

*"Operaiing, Risk & Signaling Capital
* Underestimated needs
* The price of capital

Technology
Big Projects / Big sales deals
Perfect products

Solving the wrong problem
— If Greed > Control - get outside capital, board members etc

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

Leadership

Diversification

Faith, commitment, and the inability to fail
Expectation Management

e Partners

* The nature of equity
— The bandwidth problem
— The customer solution

— N0 00 N O~ U N WN —

won S FHEBR017

24



LSISWE B siness franchise?

 Barrier to entry

— Economies of Scale — Scale
* |[dentifying scale?

— Proprietary tech -IP
* Replication test?

— Switching Costs
* The power of niches

- Captive Customer

Sichermy

Faith & Commitment

— Sunk costs is an alien concept

— The importance of failing quickly
— The new venture life style

— When is a good fime fo quit

— Irrational exuberance & faith's place in
the grand scheme of things

Expectations

Qichemy
Management

— Family

— Customers

— Vendors

— Employees

- Self

— Setting it up to fail

www.sichEB4R017

eyl Thou shall not fail

e The road to failure framework
— Product
— Customer
— Capital
— Economics
—Team
—Timing

Feedback loop

www.slchemys.com

7/13/2017

25



wiw.slchenys.com

alchgr_n_y

\Glysts.

Business Plan - Model

7/13/2017

Business Model Canvas
9 bullding blocks define your business model
7 N~ B X ~\ ™
[ Partner | Key Activities ( Value Relationship Management | Customer
Network i | Proposition Segments
|
| ‘
‘\
[ Key Resources Distribution Channels
)\ AN /
G e N

Cost Structure

Qichemy

Opportunity
Cost

*ldea

* Timing

* Capital
* Risk

* Investors

Stage |
Decision

www.slchemys.com

Revenue Flows

Three Challenges

Launch

* Product * Growth

* Pricing * Expansion
« Selling *Scale

* Shipping * Depth

* Talent

. Stage Il
The Payoff

26



Business Model Canvas

9 building blocks define your business model

Partner
Network

Key Activities Value Relationship Management | Customer

Proposition Segments

Key Resources Distribution Channels

Cost Structure Revenue Flows

© Aex Osterwalder

A
27&’- Customer Relationships
- C
Key
Activities
Ke
! Customer
Partners - Saatnants
‘)? Value €
‘9 Propositions
Key
Resources
(\) Cost Structure || Revenue Stream
Sources http:/; usine ssmodelgeneration.com/

7/13/2017

STRATEGIC KEY VALUE CUSTOMER CUSTOMER
PARTNERS ACTIVITIES PROPOSITION RELATIONSHIP | SEGMENT
— ot —

cleisw@ The voice of customer

Analysts.

Demographics

www.slchemys.com

27



7/13/2017

Sichomy Business Model SSEwWl  Fromework for Failure

For h . } .
:Lcﬁ\g Fail * Give up check list

Who is QUiC |(|y * Necessary and sufficient

buying?
*Keeping score
*Recipe Book

How do
What are .
you selling?@ you make *You only live once

money?
*Recoup, regroup, re-launch

ey Credibility chemy 25 minutes

 Action items

Roadmap BEEES * Pick an idea — 5 minutes
* Milestones already crossed e Pick a por‘rner — 5 minutes

. e Pick a product — 5 minutes
o * First 10 customers . X
(@((=Ye|[6]|[}AYAN + Customer Pitch * Pick a feature — 5 minutes
° Sales script * Pick a price - 5 minutes

* Startup costs * Pick a customer
* Running costs

¢ Growth

28
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Qichemy aichemy

2L AL Bad |Ideas

=g Starting up Myths aichemy The First 5

. Technology
Capital, Investors

Big Projects / Big
ldeas, Plans sales deals

Perfect products
Exits, buyouts

Quick bucks

ow.8lchemya.com

29
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aichemy The next 5 aichemy

Capital

Leadership

Diversification

Faith, commitment & inability to fail
Expectation Management

Sichermy ey

30



Sichermy

Sl Competitive Advantage

e Larger base creates a
Nelel[S pricing advantage

Proprietary EEigllsle
Process » Coke Formula

* Niches
* Switching cost

wiw.slchenys.com

eichemy

Competitive Edge

, fene

7/13/2017

31



q Prop

m heee ‘

Captive
Apple Customer
s

wiw.slchenys.com

Business Model Canvas

9 bullding blocks define your business madel

~
Partner Key Activities Y Value
Network Proposition

~
Relationship Management | Customer
Segments

Distribution Channels

Key Resources

Cost Structure Revenue Flows

e >4
© Aex Osterwalder

7/13/2017

C ”/
Customer Relationships

N
% f%
Activities

Key
Partners

Customer
Segments

Value
Propositions

Key
Resources

Cost Structure || Revenue Stream

Source: http://vrwnbusine ssmodelgeneration.com/

wu mys.com

ESEl Guess the Edge?

www.slchemys.com

32



Sichermy

A sample business

plan / pitch

Key
Partners

Key
Activities

Key
Resources

)

e

Custome

)

Channels

r Relationships

3

Customer
Segments

Cost Structure

Revenue Stream

eichemy

Business
Models

eichemy

Product
Development

7/13/2017

33
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ceicnll The voice of customer Qichemy Business Model

\Glysts.

For how
much?

Who is
buying?

Pain Points

What are
you selling?

Wchemy Building a Pitch chomy Credibility

Market * Action items
Concept Problem .
= Roadmap [EHES

* Milestones already crossed

o * First 10 customers
Model Competition | 4l [N (@i (=Yoll o]I[jAAM - Customer Pitch
« Sales script
« Startup costs
Special * Running costs

wiw.slchenys.com

34



Sichermy

Day 3
Product Dev

eyl Product Development

L ED

Features

silBwosnd

7/13/2017

aichemy Product Development

B R

Features

lersud Product Development

Constraints

siawoysnd

Features

35



Sichermy

Minimal Acceptable
Feature Set

ESEWE  Polycom Soundstation

Full-duplex sound quality good or better
than competition

Simple to use

Looks “first-class”

1
2

Group Name
Partners

Pain
Paint
Adressed

10-veryimportant 10-veryeasy  10-verywell  10-CanCharge  0-Costimpact
0-notimportant  0- not easy 0-notatall  0-Can'tcharge  10- no cost impact

Impartance to Pitch / Position
Customer

leyzund Project Pillars - |

e Store 100 megs

* Fast enough

* 200 - 300 dollars
e Simple to install

* Ready for Comdex

www.slchemys.com

7/13/2017

36



Kodak Funsaver

Qichemy C
amerda

*Use 35mm film

*Packaged in a cardboard box

*Cost under $2

*Use a specific developing process

*Cut development time to 7 months

«Better than Ekiralite

% FILM s, CAMERA

@lchemy Vecta Kart Chairs

*High reliability
*Long life cycle

*Cheap to manufacture

7/13/2017

lepcud Powershof Stapler

Simple to use

——{ o e
Visually

distinctive

Easy STALE

LoAD CHAMBER]
AL MeTaL e

Boov . mm
3 «

=T
STAPLES/NAILS
Srarie ExiT Spasremi)
INDICATOR

Winoow

leyzund Project Pillars - i

* Full duplex sound quality

e Simple to use

e Looks first class

won S FHEBR017

37
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alchemy alc Questions
— BESSS . Reason for being
e Level of excellence
e Feature set

P - -l- P'l | * Design constraints

rOJ e C I O rS e Comparison points
» Target market / ideal customer
* Deadlines / Timelines/Milestones

* Business Model
* First Ten prospects/pitch

Schemy ey

2 billion views

oy 6 years, 51 failed fitles.
12 million downloads v

38
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[%@WW @[@E @&1@@ m&:@@ #1 @f%@ l@@)ﬁ clcher_n_y

4 140 1441

Rovio Angry Birds

| 12 Milion Sold
Angry Birds
Seasons Released

Android Version

e Easy to pick and play but hard to
master.

* Instant get.

e Expandable theme and story lines.
* Priced at 0.99 cents.

wiw.slchenys.com

www.slchemys.com

HOW_AIRBNB STARTED HOW INSTAGRAM STARTED -~

Or How Two Guys Made an App in 8 Weeks

s B h b

learned bullt an gmetn  malnvestors S qussno0
modeatnigt  HWSprosotype  friends: atapany,showed  tookthe jump. nfunding
aher work. called Bubn ouse them Butn

and Ut s joo
B

e K & Miith fmb i
think make it
can't pay

launched

co-founder
idea

pe BT B B =

i Mk
) i °
- 20O 4 & i3
went realized —_—
% first funding ‘ulta esty rototyped _ seceas Tooked T 7
== notgrowing first money tothecld awtul ?mmng focus onone mzmyh:u- co-founder
- verson (Burbn) photo app pptrom thing: photos an app that &d a
No ) scah veryhing fom P
° o ° Lﬁ‘ [ ® 0 l,'%\’ chckirc 1o photos
e 1 ST § Wi oo g x” T
grow felected seed round hany mﬂ@m;llfﬂm threwout  renamed  launched
i aniPronearp bt averyt itIntaggar Monday &
entire house bl 5 $10 BILLION i . e mwn?«m oagam  ona
VALUATION became #1
B Func ders  basstontep ' L o The At KA Funders and Founders i

39



alchemy

Product Development &
Innovation in Financial
Services

aichemy giale]gleile]Niglsle)Yelile]g
H B * Risk Transfer

Variable life
Hedge Funds
Tox Arbifrage

S ol
Wealth Solution

e

weiw.alchemya.com

Pricing

Risk
Transfer

Drivers

Regulation

Taxation

Structured

Innovation
Exposure

7/13/2017

40
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Group Name 10-veryimportant 10-veryeasy  10-verywell  10-CanCharge  0-Costimpact
Partners 0-notimportant  0- not easy 0-notatall  0-Can'tcharge  10- no cost impact

Pain Importance to Pitch / Position
Paint Customer
Adressed

www.slchemys.com

Pricing ! Your Pitch

* Cost plus * Who is the customer?

¢ Value share e What is he buying?

e Competitive benchmark * Why is he buying from you?
* Why should | care?

wiw.slchenys.com www.slchemys.com

41



alchemy

Linking Customer Persona
with Minimal Acceptable
Feature Set

7/13/2017

Customer Development

/ N\
Customer Customer Customer Company
Discovery Validation Creation Building

— —
Problem- Product- -
Solution Fit Market Fit .
Scale
Organization

Scale Execution

Propased
we

——
Scale Operations

Propased
Funnel(s)
p Steve Blank's Customer Development by Brant Cooper; custdev.com

—
THE et
I i
; o N S
aund
PROCESS ( &=
(:"3 1. 5.(
= Idea- Get One!
Iterate to 8
Beta Continue .
lolterate(
Market
Research and
Validation Ckieiiads
(7~ ( (
7 @
2. Build Alpha 3. ZQC) RA

Roadmap |

identify customer w/E deliverables? |,
My

oW MVP

1 market research start BUILDING

SAT
LUNCR
Sustomer validation

keep BUILDING oAt
M\ VALIDATE! got fans/customers?

e
Ly

Pitchprep biz moder?

_ﬁ\ PRACTICE YOUR PITCH finish
TIME!

»

i JPITC‘I-I%%-f 3

42
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280 cubic inches
of pure imagination.

= . M he world's most advanced
5 echnology, minus the technology

- «m

Cover

Credibility

* Action items

ROOdmOp * Next steps

* First 10 customers

Credlblll‘l'y « Customer Pitch

« Sales script

« Startup costs
* Running costs
* Growth

Water

FiInancials

o S LEBAR017

43
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Schemy ey

. Where do the
Assumptions numbers come

from?e

Lecul Revenues Model Qichemy

e Think of a single fransaction
— What will it involve?2
— What will it cost?
: Share of — How much will you make?
Foei Tielfite Foot Traffic — How long wiill it take?2

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

44
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Wchemy Cost drivers ESEWl  Services Company

* Operations — Space, Resource, * Number of fransaction a month
Utilization e Gross Rev per transaction

 Sales & Marketing — Commissions * Net Rev per transaction

* Distribution — Cost * Margin per transaction

* Servicing — Cost, resources e Linked services

* Fixed versus Variable * Product placement

e Upsell

q_lchem_y q__lchem_y

Products Company Pricing

e Number of transaction a month » Qutpatient services in a hospital
* Gross Rev per transaction e Qutpatient services in a clinic

* Net Rev per fransaction

* Margin per transaction * Buying a chair as a walk in

e Add on services * Buying a chair on the phone

* Up sell * Buying a chair online

45



Sichermy

Core Questions

* Breakeven (volume)

¢ Fixed Costs per month
* Margin per Txn

* Growth rate

e Growth Capital

e Scale up

q_lchem_y

Regulatory Milestones

Validation of License
Revised Business Plan
Two products approved
by Appointed Actuary
Marketing Collateral &
Brochures

7/13/2017

eichemy

Roadmap to Launch

Life, Pensions & Wealth
Management Lines

Business Milestones

Product design &
finalization

Sales compensation

eichemy

Life & Wealth sales
team core members

Life & Wealth System

46



aichemy Launch

Sichermy

Do or do noft, there is
no fry.

Master Yoda

alchemy Lessons

e lterations —
— Products, Customers, Pricing
* Failure
— Quickly, Acceptance
e Customers
- Voice
* Competitive Advantage
— Barriers
e Cycles
— What goes up...

www.slchemys.com

eichemy

Hifelaligle

Dry Runs

7/13/2017

a7



L g Credibility

* Action items

Rogdmgp * Next steps

* Milestones already crossed

* First 10 customers

Credlblllfy « Customer Pitch

« Sales script

o Startup costs
¢ Running costs
e Growth

aichemy

Customer Pain

Visualize your customer pain in
under 45 seconds?

One line pitch

Your idea and why does it
matters?

Qichemy

HR Head

Placement Services

7/13/2017
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Pain points

Quality of candidate

Time Management

Hassle of the process of
hiring

Opportunity Cost

Competition for Talent

Focused Search

Experienced with Process

Combined Pitch

7/13/2017

Pain Point Describe

*Process
-Checklist _ Qualityof  Ensuring that the right
-Assessments that test fit  candidate guy gets the right offer,

nd backgroun
f’c:m;fm?c:tv:ﬁ local nofbeccuse we are Quf
immigration regulation of time and need to fill
the position. Shortcuts
may be faken that we
may end up paying for
later
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. Product 1 111
d Tech’nolugy Don'taim at perfectionis Soare heroes. Prl Orl TI es
oesn’tmatter. the elephants. overrated
* Customers & Sales
o P N P P . .
E‘apltal, d Who will cast Youdon’tneed Missingthe exit ASSUI’ﬂDTIOﬂS * Product Design
partnersan o will cas leadersinthe fortheright
the equity thefirststone. garage. markets.
| paradox. L : .
. * Revenues
Milestones
Whyis
‘ diversificationa LR
Expectations. fourletter * What can you do within your
L J word? resources
From Reboot, the iBook on startup failure, by Jawwad Farid G
et started |3 month roadmaps
www.alchenya.com www.alchemya.com

Credibility

* Action items

ROQdep * Next steps

* Milestones already crossed

* First 10 customers

Credlblh'l'y « Customer Pitch

« Sales script

« Startup costs
* Running costs
* Growth

wiw.slchenys.com
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