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We are the one of oversea magazines 'distributors in Shanghai.
Our Commitment:

*Fast delivery of the latest versions of magazines

*Committed to timely deliver the latest U.S Magazine

*Door to door service,reasonable price

*The more you subscribe, the more discounts you can enjoy, plus the free EMS fee!

Cataloge & Price (per copy)

Newsweek(18 RMB), HBR-Havard Business Review (78 RMB), Forbes (18 RMB),
Times(25 RMB), Fortune(25 RMB) ,Economist(25 RMB),
National Geographic(48 RMB), Reader Digest(30 RMB)

*Delivery Fee is extra from only 5 RMB; Ordered more than 3 copies, plus the free EMS fee!

*For any enquiry, email or MSN: b2bay@hotmail.com
or call our booking line directly (+86) 13661517344
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Stages of a Start-up
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5 key factors for success of innovative start-ups

Networking
* Matchmaking
* [nnovative service provider
— Venture capitalists
— Headhunters

Business angels




Elements of a promising business idea

The key to success is
satisfied customers, not
a great product

Ideas should be feasible
with realistic time and
resource plans

“There is nothing in the world as
powerful than an idea whose time has
come”

Victor Hugo

Successful ideas
demonstrate how big
the market is, the target
customers and how the
produ ct differs from the
competition

Create a new product or
a new way of delivering
an existing product —do
both and create a new
industry



Innovation classification scheme

Product/service
Innovation

Convention

Convention Innovation

Business system



Role of traditional service providers

Market E
researchers
Tax RESEARCH
consultants
Patent TAX
lawyers

PATENTS
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Professional advisors can help to
clear hurdles



Role of a venture-capital company

* Seed capital (pre
start-up)

e Start-up capital (at
or shortly before
start-up)

* Expansion capital

£EE

* Young, growing
companies

* IPO (Initial Public
Offering) EXIT
* Sale of stake to
third parties




Collective team strength
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Well constructed teams
provide a strong basis for
success



Network support

Use all
connections
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“Writing a Business Plan forces you
Into disciplined thinking, iIf you do an
Intellectually honest job. An idea may
sound great, but when you put down
all the details and numbers, it may fall
apart”

Eugene Kleiner, Venture Capitalist
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Characteristics of a successful Business Plan
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Elements of a Business Plan

[ ] Focus of this phase
- Part of this phase

Draft ‘Final’
Business business business
concept plan plan

1. Executive summary

2. Product or service

3. Management team
4. Market and competition

5. Marketing and sales

Impo

6. Business system and organisation
7. Implementation schedule

8. Opportunities and risks

9. Financial planning and financing
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Key questions — 1. Executive Summary

Business concept

Draft business plan

‘Final’ business plan

* What is your business
idea? In what way does it
fulfil the criterion of
uniqueness?

* Who are your target
customers?

* What is the value for those
customers?

* What market volume
and growth rates do
you forecast?

* What competitive
environment do you face?

* What additional stages of
development are needed?

* How much investment is
necessary (high level
estimation)?

* What long term goals have
you set?

What do you estimate
your financing needs to
be?

What are the sales, cost
and profit situations?
What are the most
important milestones
along the way to your
goal?

What test customers have
you approached/could
you approach?

What distribution
channels will you use?
What partnerships would
you like to enter into?
What oppo rtunities and
risks do you face?

What is the picture on
patents?

* What are the results of
your detailed business
planning?

* What are your exact
financing needs?

* How will you delegate
management tasks?

* How much production
capacity is necessary?

* How will the
implementation of your
business idea be
organised?

* What are your next
concrete steps?
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Key questions — 2. Product or service




Key questions — 3. Management team

nt team
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Key questions — 6. Business systems &

organisation




Key questions — 7. Implementation schedule
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ons — 8. Opportunities & risk







Contents

* Business start-up process

* Writing the Business Plan

24



“Invest in people, not ideas”
Eugene Kleiner, Venture Capitalist
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Characteristics of a powerful management team

e Common vision — everybody wants to succeed
* Complementary attitudes and strengths

* At least 3, but usually no more than 6 people

* Sticks together through thick and thin

* Staying power, even when there are setbacks
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Criteria applied by investors

* Has the team already worked together?
* Do team members have relevant experience?

e Do the founders know their weaknesses and are
they willing to make up for them?

* Have the founders agreed on their future roles
and are ownership issues settled?

* Has the management team agreed on a common
goal, or are there underlying differences of
opinion?

* Do the team members fully back the project?
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