A STARTUP 
smartcut “exerts” guide 
to experience success from experiences with FAILURES 
Failure is experience  and experience is learning: A Must WATCH TEDTALK
Failures, repeated failures, are finger posts on the road to achievement. One fails forward toward success.

C. S. Lewis

Stay Hungry. Stay Foolish.  The Crazy One’s
Steve Jobs.
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A STARTUP SMARTCUT GUIDE to INCREASING SUCCESS FROM FAILURE
why startup’s fail and some observations for helping you increase your success from the grips of failure.
This is organized by the highest value websites and services available. We try to offer you 7 forms for gaining information about a related subject, they are READ  this is where we provide a link to a book or article that is relevant to the topic; WATCH  this is where you can watch a YouTube video on the subject; LISTEN  is a link to a popular Podcast service; VIEW  are links to presentations on Slide Share; LEARN  are links to educational videos from leading institutions; REVIEW  is a link to a Website and ASK  are questions we pose to you to make you ask yourself or think what you might do.

Additionally, we provide INDIVIDUAL PROFILES for what we believe are need to know about individuals in the startup space  these profiles provide easy access to their CRUNCHBASE profile that will show some of their investment activity; LINKEDIN profile offers a way to connect with them; BLOG provides you access to their personal blogsite; WEBSITE  if they have a business or personal site; PODCAST  this links to a recent podcast event you can listen to; YOUTUBE  we link to a YouTube video or their channel if they have one; READ  offers articles from Business Insider about them or if they wrote something and if they ever appeared on a TEDTALK we provide a link to that as well.

The objective here is to provide you a wide range of access to many resources to help minimize startup failure and provide you with a well rounded perspective on a particular individual that you might want to know more about. 
The following data has been collected from various sites that speak to the top reasons startups fail. The following are the primary sources for this data.

1. CB Insights
1. READ  Business Insider / Amazon Book site
2. Quora
2. WATCH  YouTube or Vimeo
3. Crunchbase
3. LISTEN  Podcasts (Entrepreneur on Fire/Foundations)
4. LinkedIn
4. LEARN  STANDFORD/HARDWARD/OTHER INSTITUTION
5. Twitter
5. VIEW - SLIDESHARE
6. TedTalk Presentations
6. LEARN  LEARN Yourself a Hard Question
7. Reddit
7. Review - WEBSITE
8. Instagram

CORNERSTONE PRINCIPLES TO FOLLOW TO REDUCE ODDS OF FAILURE
1. Master the principles of burn-rate hiring management and understand the 3 Stages of Company Development.


a. building product stage


b. building usage stage

c. building business stage
2. Use the principles of the Lean Startup: Understand the Minimum Viable Product

3. LEARN and Embrace the principle of pivot across the entire organization.
4. Master the understanding of the cost of acquiring customers and customer lifetime value. (CAC/CLV)
5. LEARN how to hire, ask for help and work with your co-founder

If the top 3 reasons for startup failure are No Market (poor Lean Startup understanding/lack of pivot courage/poor understanding of CAC/CLV); Ran out of Cash (lack of pivot courage/poor burn-rate understanding); and Poor Team (poor hiring skills and Founder blow up), then if you master the above 4 Core areas you will increase the odds for your success. Less is more is a Golden Rule for Startups  build this into your DNA and you will find more success than failure. Understand that failure is apart of growing and succeeding. As an entrepreneur you are expected to understand these cornerstone principles and know how to think critically at every stage of the companies evolution. 
According to CB Insights the top 20 reasons why a startup failed were as follows:
Build Something People Want
	Failure Reasons * CB Insights Data/Research
	% 
	Resource References

	1. NO MARKET NEED
Tackling problems that are interesting to solve rather than those that serve a market need was cited as the number one reason for failure in a notable 42% of cases. As Patient Communicator wrote, “I realized, essentially, that we had no customers because no one was really interested in the model we were pitching. Doctors want more patients, not an efficient office.” Treehouse Logic applied the concept more broadly in their post-mortem, writing, “Startups fail when they are not solving a market problem. We were not solving a large enough problem that we could universally serve with a scalable solution. We had great technology, great data on shopping behavior, great reputation as a though leader, great expertise, great advisors, etc, but what we didn’t have was technology or business model that solved a pain point in a scalable way.
NOTABLE ADVICE

“Don’t halfass a dozen ideas. Pick one and kick ass instead!”- Devesh Dwivedi @deveshd
 “When building a product, solve the problem for someone in the cheapest,  most rudimentary way before building too much tech. Often this means using spreadsheets, the telephone, or email. You get two benefits. First, by doing the dirty work you understand the problem. Secondly, you can ask them to pay you. People telling you what they’d like in a customer interview does not guarantee they’ll ever pay you or use it. Until someone pays you, you don’t have a customer.” - Jon Cartwright @Jon_Cartwright 
	42%
	READ: The 7 Day Startup

READ: The Wide Lens: What Successful Innovators See That Others Miss

READ: Zero to One: Notes on Startups, or How to Build the Future

READ: The Innovator's Dilemma:

READ: Startup Lessons LEARNed at Google: It’s All About Data

READ: How to Know When You Have a Winning Idea.
WATCH: Steve Jobs Stanford Speech
LISTEN: (Tina Wells, founder and CEO of Buzz Marketing Group)

VIEW: Google Analytics tells you what's happening. KISSmetrics tells you who's doing it.
LEARN: How do you evaluate a market need before starting to develop the idea.

LEARN: Where do you go to validate an idea

LEARN: How do you match the market need with the right investor profile/interest

REVIEW: validating your idea better. http://www.fiverr.comas a resource

http://www.quirky.com


Cash Flow Management

	2. RAN OUT OF CASH
Money and time are finite and need to be allocated judiciously. The question of how should you spend your money was a frequent conundrum and reason for failure cited by failed startups (29%). As the team at Flud exemplified, running out of cash was often tied to other reasons for startup failure into product-market fit and failed pivots, 
“In fact what eventually killed Flud was that the company wasn’t able to raise this additional funding. Despite multiple approaches and incarnations in pursuit of the ever elusive product-market fit (and monetization), Flud eventually ran out of money — and a runway.”
NOTABLE ADVICE

From Marc Andreessen:

 High cash burn rates are dangerous in several ways beyond the obvious increased risk of running out of cash. Important to understand why:

First: High burn rate kills your ability to adapt as you learn & as market changes. Co becomes unwieldy, too big to easily change course.

Second: Hiring people is easy; layoffs are devastating. Hiring for startups is effectively one way street. Again, can't change once stuck.

Third: Your managers get trained and incented ONLY to hire, as answer to every question. Company bloats & becomes badly run at same time.

Fourth: Lots of people, big shiny office, high expense base = Fake "we've made it!" feeling. Removes pressure to deliver real results.

Fifth: More people multiplies communication overhead exponentially, slows everything down. Company bogs down, becomes bad place to work.

Sixth: Raising new money becomes harder & harder. You have bigger bulldog to feed, need more and more $ at higher and higher valuations.

Therefore you take on escalating risk of a catastrophic down round. High-cash-burn startups almost never survive down rounds. VAPORIZE.

 Further, to get into this position, you probably had to raise too much $ at too high valuation before; escalates down round risk further.

Seventh: Even if you CAN raise an up round, you are increasingly likely to incur terrible structural terms like ratchets to chin the bar. That nice hedge fund investor willing to hit your valuation bar? Imagine him owning 80% of co after down round. How nice will he be then?

Eighth: When market turns, M&A mostly stops. Nobody will want to buy your cash-incinerating startup. There will be no Plan B. VAPORIZE.

Finally, there are exceptions to all this. But if you're reading this, you're almost certainly not one. They are few and far between. Worry.
NOTABLE ADVICE

“When launching a new product or service, you need to focus on doing one thing really, really well and then expanding out. Novices try to build out everything too quickly, and get their offering diluted.” - Jeff Goldenberg  @jeff_goldenberg
“Always remember that less is more. That is what your design should be.” - Salman Aslam @salmanamughal
	29%
	READ: Burn Rates How Much?

READ: The Hard Thing About Hard Things
READ: How Darma Raised $100K in the First Day of their Kickstarter Campaign

READ: Startup Metrics

WATCH: Motivation to Sell
LISTEN: both sides of the entrepreneur/investor table
VIEW: 
LEARN: 
LEARN: Do I truly have product/market fit? Without it there is no sense in increasing burn aggressively to drive future growth. For a particular business model like (SaaS) there are several indicators to monitor: MRR growth, churn rate, cost of customer acquisition and payback period. For consumer startups it could be usage/engagement, each model is unique.

LEARN: Am I scaling up hiring because we have a real need, or am I stockpiling talent because people keep telling me its an arms race?

LEARN: Is more than 5% of my budget going to things outside of payroll, payroll tax, benefits and rent? If so you are probably overspending on things like servers (get AWS!), advertising, meals and travel.

LEARN: Am I spending like we’re chasing a big market, when it’s actually a small one? If you’re getting a lot of feedback that the market seems small and you don’t agree, you might need to re-frame your vision. (old vision: Bloomberg for startup investors, new vision: Google for B2B)

LEARN: Is the kind of growth we’re seeing sustainable beyond the first six months? It’s awesome to build something a small group of people love and are willing to pay a lot for, but don’t forget to go find the next group.


Team and Culture
	3. NOT THE RIGHT TEAM
A diverse team with different skill sets was often cited as being critical to the success of a starting a company. Failure post-mortems often lamented that “I wish we had a CTO from the start, or wished that the startup had “a founder that loved the business aspect of things”. Standout Jobs wrote in their post-mortem, “…The founding team couldn’t build an MVP on its own. That was a mistake. If the founding team can’t put out product on its own (or with a small amount of external help from freelancers) they shouldn’t be founding a startup. We could have brought on additional co-founders, who would have been compensated primarily with equity versus cash, but we didn’t.” 
In some cases, the founding team wished they had more checks and balances. As Nouncers founder wrote, “This brings me back to the underlying problem I didn’t have a partner to balance me out and provide sanity checks for business and technology decisions made.”
NOTEABLE ADVICE:

“Whenever you have a rough time in your startup, read the biographies of great achievers and you will know that every single one of them went to the rock bottom before they saw the signs of success. So persevere, work hard and enjoy the roller coaster!”- Abdul Munda @amunda
“One of the most important and powerful tools every entrepreneur possesses is their attitude. How we respond to opportunities and challenges, wins and losses, ups and downs plays a tremendous role in whether we succeed or fail.”- Ian Yates @iwyates

	23%
	READ: The Hard Thing About Hard Things

READ: Rhythm: How to Achieve Breakthrough Execution and Accelerate Growth
WATCH: Steve Jobs Profile: How a Dreamer Changed the World 
SPORTS: Becoming a Team
LISTEN: Nailing the Hard Things


Competitive Capability
	4. OUT COMPETED 
Despite the platitudes that startups shouldn’t pay attention to the competition, the reality is that once an idea gets hot or gets market validation, there may be many entrants in a space. And while obsessing over the competition is not healthy, ignoring them was also a recipe for failure in 19% of the startup failures. Mark Hedland of Wesabe talked about this in his post-mortem stating: 
“Between the worse data aggregation method and the much higher amount of work Wesabe made you do, it was far easier to have a good experience on Mint, and that good experience came far more quickly. Everything I’ve mentioned — not being dependent on a single source provider, preserving users’ privacy, helping users actually make positive change in their financial lives — all of those things are great, rational reasons to pursue what we pursued. But none of them matter if the product is harder to use.”
NOTABLE ADVICE

“Do not be afraid of competition, as competitors signal that a market opportunity exists. If you find there are no competitors in your market, it is safe to assume on the balance of probabilities that demand may be weak or non-existent. Unless of course you are a true visionary in the Steve Jobs mold!” - Alan Gleeson @AlanGleeson
	19%
	READ: Little Bets: How Breakthrough Ideas Emerge from Small Discoveries
WATCH: "underdog" startups
LEARN: - How do you know when your are losing to your competition? How well do you know your competition? 
READ: Traction. A Startup Guide to Getting Customers
READ: Crossing the Chasm

READ: Creating Business Agility


Poor Understanding of Impact of Pricing


	5. PRICING/COSTING ISSUES
Pricing is a dark art when it comes to startup success and startup post-mortems highlight this difficulty in pricing a product was not too high or too low to make money in context of the particular costs of a company. Delight IO saw this struggle in multiple ways, writing, 
“Our most expensive monthly plan was US$300. Customers who churned never complained about the price. We just didn’t deliver up to their expectation. 
We originally price by the number of recording credits. Since our customers had no control on the length of the recordings, most of them were very cautious on using up the credits. Plans based on the accumulated duration of recordings make much more sense for us and the number of subscription showed.”
NOTABLE ADVICE

“Persistence and continuous learning together is the only thing you need to do. Improve and keep going!”- Sean Fahey @VidCruiter
	18%
	READ: Impact Pricing: Your Blueprint for Driving Profits

READ: The Strategy and Tactics of Pricing
The BASIC Components of Your Startup Financial Model
PRODUCT PRICING 101 FOR ENTREPRENEURS

Product Pricing Wiki Page  great links to pricing models

How to design Web Pricing Pages  from Smashing Magazine

What Influences Daily and Monthly Active Users (DAU/MAU)  Andrew Chen

How to determine your advertising CPM rates  Andrew Chen

How to solve the “cold start” problem for social products  Andrew Chen

Design social products with 3 feedback loops  Andrew Chen

Growing user signups with data and analytical thinking  Andrew Chen


Lack of Product Planning and Validation of Need



	6. POOR PRODUCT
Bad things happen when you ignore a user’s wants and needs whether done consciously or accidentally. Here’s what GameLayers wrote on their product UI, “Ultimately I believe PMOG lacked too much core game compulsion to drive enthusiastic mass adoption. The concept of "leave a trail of playful web annotations" was too abstruse for the bulk of folks to take up. Looking back I believe we needed to clear the decks, swallow our pride, and make something that was easier to have fun with, within the first few moments of interaction.”
NOTABLE ADVICE

“If you have to sell your product hard, you don’t have it right yet. Great products are in demand. Trying to build a company based on awesome sales people who can push any product is a difficult, uphill battle.” - Mike Kelland @mkelland
	17%
	WATCH: Jonny Ivie about Design
READ: The User Experience Team of One

READ: How to Create Products and Services Customers Want

READ: The Lean Startup

READ: Lean UX 
WATCH: Jonny Ivie Tribute to Steve Jobs
LISTEN: 
LEARN: Start Now. No Funding Required

VIEW: Startup Metrics, a love story
LEARN: Do you know when to pivot?
WATCH: Why Products Fail


Failure to Design a Solid Business Model


	7. LACK OF A BUSINESS MODEL
Failed founders seem to agree that a business model is important  staying wedded to a single channel or failing to find ways to make money at scale left investors hesitant and founders unable to capitalize on any traction gained. As Tutorspree wrote, “Although we achieved a lot with Tutorspree, we failed to create a scalable business….Tutorspree didn’t scale because we were single channel dependent and that channel shifted on us radically and suddenly. SEO was baked into our model from the start, and it became increasingly important to the business as we grew and evolved. In our early days, and during Y Combinator, we didn’t have money to spend on acquisition. SEO was free so we focused on it and got good at it.”
NOTABLE ADVICE

“Successful social media marketing is not about what time of day you tweet or how often you update your Facebook page. It’s the way you make people feel, it’s the story you share with your community.” - Shanelle Mullin @shanelle_mullin
	17%
	WATCH: Top 10 Business Model Pitfalls
WATCH: Talking About Business Models
LISTEN: Using Business Models to Beat the Competition
LEARN: Mapping Customer Pains to Value Proposition

LEARN: Sketching Out a Business Model

LEARN: The Business Model Canvas 1
VIEW: The Business Model Canvas 2
LEARN: The Business Model Canvas 3
READ: Business Model Generation

READ: Scaling Up:

READ: The Road to Reinvention: How to Drive Disruption and Accelerate Transformation. Audible Version 
READ: Behind the Cloud


Lack of Respect for Marketing


	8. POOR MARKETING
Knowing your target audience and knowing how to get their attention and convert them to leads and ultimately customers is one of the most important skills of a successful business. The inability to market was a function of founders who liked to code or build product but who didn’t relish the idea of promoting the product and came up in 14% of the startup post-mortems. 
As Overto wrote, “Thin line between life and death of internet service is a number of users. For the initial period of time the numbers were growing systematically. Then we hit the ceiling of what we could achieve effortlessly. It was a time to do some marketing. Unfortunately no one of us was skilled in that area. Even worse, no one had enough time to fill the gap. That would be another stopper if we dealt with the problems mentioned above.”
NOTABLE ADVICE

 “If you become the doctor of your customers, they’ll become marketers of your business. It’s that simple - solve their actual pain and you won’t have to spend a dime in marketing.” - Adeel Vanthaliwala @adeelv
“Be undeniably good. No marketing effort or social media buzzword can be a substitute for that.” Anthony Volodkin @fascinated
NOTABLE VIDEO

WATCH: Leadership and Motivation: THE ART OF PERUASION
	14%
	READ: 
WATCH: Marketing Plan  How To
WATCH: Series on Social Media

LISTEN: Toby Jenkins: How to find the pain points of your potential customers
READ: Crossing the Chasm
READ: Use Content to Find Customers


No Customer Integration Plan into Product Development

	9. IGNORE CUSTOMERS
Ignoring users is a tried and true way to fail. Tunnel vision and not gathering user feedback are fatal flaws for most startups. For instance, eCrowds, a web content management system company, said that “We spent way too much time building it for ourselves and not getting feedback from prospects — it’s easy to get tunnel vision. I’d recommend not going more than two or three months from the initial start to getting in the hands of prospects that are truly objective.” 
Similarly, VoterTide wrote, “We didn’t spend enough time talking with customers and were rolling out features that I thought were great, but we didn’t gather enough input from clients. We didn’t realize it until it was too late. It’s easy to get tricked into thinking your thing is cool. You have to pay attention to your customers and adapt to their needs.”
NOTABLE ADVICE

 “Create advocates and mobilize them. That is the way to market dominance.” - Mark Organ  @markorgan

“It’s okay to have a long-term goal of wanting to help a wide range of people. It’s important to realize, however, that often, trying to help all of them up front isn’t an efficient customer acquisition approach. Start with a specialized product, on the most focused niche within the larger group that you want to reach. The group that has the biggest pain as a result of the problem you’re trying to solve. Build your product and trust for your brand there. Then expand to other niches within that larger group until eventually, you’ll be helping all of the people that you originally envisioned.” - David Spinks @thecmgr
	14%
	READ: Stanford School – Customer Development Series
REVIEW: Voice of Customer Insights

SPORTS: Impossible is Nothing
READ: Interviewing Users
The hero of your story is the main target user you are serving. Finding out what helps your hero to reach his goal is a way to differentiate what’s core to your business and what isn’t.


Market Timing


	10. PRODUCT MIS TIMED
If you release your product too early, users may write it off as not good enough and getting them back may be difficult if their first impression of you was negative. And if you release your product too late, you may have missed your window of opportunity in the market. As a Calxeda employee said, “In [Calxeda's] case, we moved faster than our customers could move. We moved with tech that wasn't really ready for them  i.e, with 32-bit when they wanted 64-bit. We moved when the operating-system environment was still being fleshed out - [Ubuntu Linux maker] Canonical is all right, but where is Red Hat? We were too early.”
NOTABLE ADVICE

 “You should get the market in, not the product out! Understand the needs of your potential customers and address them in your marketing campaigns and biz dev meetings. You should know what pain you solve for your customers or which need you satisfy. Tell them you have the solution for their need or pain and they will look for you.”- Gaia Costantino @earthgaia88
	13%
	READ: Avoid Building Poor Products
WATCH: 
LISTEN: (Tina Wells, founder and CEO of Buzz Marketing Group)

READ: Hooked: How to Build Habit-Forming Products. AUDIBLE Version
READ: Making It Right: Product Management For A Startup World


Issues with Focus and Priorities


	11. LOSE FOCUS
Getting sidetracked by distracting projects, personal issues, and/or general loss of focus was mentioned 13% as a contributor to failure. As My Favorites wrote on the end of their startup experience, “Ultimately when we came back from SXSW, we all started losing interest, the team was all wondering where this was eventually going, and I was wondering if I even wanted to run a startup, have investors, have the responsibility of employees and answering to a board of investors.”
NOTABLE ADVICE

“Work for 5 years like no one else will and you will live the rest of your life like no one else can. As an entrepreneur, it truly is all about that type of hustle. Know that it takes determination, hard work, sacrifice - basically a very strong work ethic in order to be successful. Opportunity recognition is also a key element of success. And know you will make mistakes. The difference between an entrepreneur and an average person is that entrepreneurs call these ‘learning curves’. It’s about adopting the mindset of perpetual learning, which allows your mistakes to motivate you to improve rather than discourage you.”- Monica Rivera @monicaBMH
	13%
	READ: 
WATCH: Leadership and Motivation: The 
SPORTS: Give it your all  Be Perfect
- How do you know when to Pivot

READ: Focus. Finding New Ways to See the World
READ: Focus: The Hidden Driver of Excellence

READ: Do One Thing Well as a Startup. Identify Your "One Thing" Like This


Internal Conflict


	12. DISHARMONY ON TEAM/INVESTORS
Discord with a cofounder was a fatal issue for startup post-mortem companies. But acrimony isn’t limited to the founding team, and when things go bad with an investor, it can get ugly pretty quickly as evidenced in the case of ArsDigital. Phillip Greenspun writes: 
“For roughly one year Peter Bloom (General Atlantic), Chip Hazard (Greylock), and Allen Shaheen (CEO) exercised absolute power over ArsDigital Corporation. During this year they,
1. spent $20 million to get back to the same revenue that I had when I was CEO 
2. declined Microsoft’s offer (summer 2000) to be the first enterprise software company with a .NET product (a Microsoft employee came back from a follow-up meeting with Allen and said “He reminds me of a lot of CEOs of companies that we’ve worked with… that have gone bankrupt.”) 
3. deprecated the old feature-complete product (ACS 3.4) before finishing the new product (ACS 4.x); note that this is a well-known way to kill a company among people with software products experience; Informix self-destructed because people couldn’t figure out whether to run the old proven version 7 or the new fancy version 9 so they converted to Oracle instead) 
4. created a vastly higher cost structure; I had 80 people mostly on base salaries under $100,000 and was bringing in revenue at the rate of $20 million annually. The ArsDigita of Greylock, General Atlantic, and Allen had nearly 200 with lots of new executive positions at $200,000 or over, programmers at base salaries of $125,000, etc. Contributing to the high cost structure was the new culture of working 9-5 Monday through Friday. Allen, Greylock, and General Atlantic wouldn’t be in the building on weekends and neither would the employees bother to come in. 
5. surrendered market leadership and thought leadership” 
NOTABLE ADVICE
“Successful entrepreneurs only surround themselves with hard working, high integrity people. Find co-founders, employees and mentors that are highly skilled and knowledgeable in areas where you are not.” - Jonah Lupton @JonahLupton
	13%
	SPORTS: Bill Walsh Coaching Philosophy 
READ: Save the Deal, Save the Relationship

READ: 7 Habits
READ: Team Building

READ: Leaders Eat Last

SPORTS: Building a Team
RESOURCES

READ:  FounderDating  premiere site for founders/co-founders
VIEW:  CoFoundersLab  find a co-founder in any city
VIEW:  YouNoodle  founder matching

READ: CodeArmy  CTO’s for Non-Tech Founders
VIEW:  FoundersNation  founders in Israel, London & NY
READ:  AngelList  Angel List jobs board

VIEW: Startup Weekend  Launch a Startup and meet a co-founder
READ: How to hire developers  mike greenfield


Poor Execution


	13. PIVOT GONE BAD
Pivots like Burbn to Instagram or ThePoint to Groupon can go extraordinarily well. Or they can be the start of a path down the wrong road. As Flowtab’s post-mortem explains, “Pivoting for pivoting’s sake is worthless. It should be a calculated affair, where changes to the business model are made, hypotheses are tested, and results are measured. Otherwise, you can’t learn anything.”
NOTABLE ADVICE
“Successful entrepreneurs only surround themselves with hard working, high integrity people. Find co-founders, employees and mentors that are highly skilled and knowledgeable in areas where you are not.” - Jonah Lupton @JonahLupton
	10%
	REVIEW: Voice of Customer Insights
READ: Pivot. How to
READ: Running Lean: Iterate from Plan A to a Plan That Works
LISTEN: Do the Things Others Don’t want to Do


No Deep Connection with the Idea


	14. LACK OF PASSION
There are many good ideas out there in the world, but 9% of startup post-mortem founders found that a lack of passion for a domain and a lack of knowledge of a domain were key reasons for failure no matter how good an idea is. In their post-mortem, NewsTilt candidly spoke about their lack of interest in the domain they selected writing: 
“I think it’s fair to say we didn’t really care about journalism. We started by building a commenting product which came from my desire for the perfect commenting system for my blog. This turned into designing the best damn commenting system ever, which led to figuring out an ideal customer: newspapers. While there, we figured they were never going to buy, and we figured out a product that people were dying to use if it existed. 
But we didn’t really care about journalism, and weren’t even avid news readers. If the first thing we did every day was go to news.bbc.co.uk, we should have been making this product. But even when we had News Tilt, it wasn’t my go-to place to be entertained, that was still Hacker News and Reddit. And how could we build a product that we were only interested in from a business perspective.”
NOTABLE ADVICE

“If you were going to sell your business in five years, how would you describe it? What would be its value? Why would someone want to buy it? Now, build your business.”- Joyce Fredericks @inbodytraining
“When you start a company, burn your ships and never look back. Don’t give yourself any option but to move forward to build a great company. You will succeed because life rewards and reveres those who persevere.” - Adeel Vanthaliawal @adeelv
	9%
	WATCH: I am a Champion
SPORTS: John Wooden simple Principles
READ: How I Raised Myself From Failure

READ: A Passion for Success

READ: Ignite Your Passion and Power of Why

READ: Start with Why
READ: 25 Inspirational Quotes on Building a Strong Startup


Business Location


	15. BAD LOCATION
Location was an issue in a couple different ways. The first was that there has to be congruence between your startup’s concept and location. As Meetro wrote, “We launched our product and got all of our friends in Chicago on it. We then had the largest papers in the area do nice detailed write-ups on us. Things were going great…The problem we would soon find out was that having hundreds of active users in Chicago didn’t mean that you would have even two active users in Milwaukee, less than a hundred miles away, not to mention any in New York or San Francisco. The software and concept simply didn’t scale beyond its physical borders.” 
Location also played a role in failure for remote teams. The key being that if your team is working remotely, make sure you find effective communication methods; else lack of teamwork and planning could lead to failure. As Devver wrote, “The most significant drawback to a remote team is the administrative hassle. It’s a pain to manage payroll, unemployment, insurance, etc in one state… for a small team, it was a major annoyance and distraction.”
NOTABLE ADVICE

“Learn fast. Test your assumptions. Know thy customer.”- Dan Stone @stonemit
	9%
	READ: Remote. Office Not Required




Lost of Investor Interest
	16. NO INVESTOR INTEREST
Tying to the more common reason of running out of cash, a number of startup founders explicitly cited a lack of investor interest either at the seed follow-on stage (the Series A Crunch) or at all. 
NOTABLE ADVICE

“Know what you get yourself into. Don’t be naive. Go learn something. Soak in your failures. Test often. Iterate all the time. Dream about it. Iterate some more. Convince them to give you funding. Freak out because you got funding. Iterate some more. Stay hungry even if it’s tempting not to. Stay in the ‘let’s build this startup’ frame of mind. You’re just getting started. Entrepreneurship isn’t for everyone. Not even for entrepreneurs.”- Eyal Toledano @EyalToledano
“Don’t take rejection personally. Think of everyone who slams a door in your face, whether it is an investor or a customer, as saving you valuable time. It’s a quick no!  Move on to the next house, rinse and repeat.” - Jordan Smith @JordanYFC
NOTABLE VIDEO

WATCH: Leadership and Motivation: HOW TO SURVICE REJECTION
	8%
	READ: Venture Deals: Be Smarter Than Your Lawyer and Venture Capitalist

READ: Hacking the Investor Pitch

READ: Matching Investors with Startups


Legal and Regulatory Issues


	17. LEGAL CHALLENGES
Sometimes a startup can evolve from a simple idea to a world of legal complexities that can prove to be a core cause of shutting a startup down. As Decide.com wrote in their post-mortem, “We received a notice from them informing us we weren’t compliant and unless we removed it they’d suspend our affiliate account. 
We weren’t making a lot of money but that account probably represented more than 80% our revenue.” 
A couple music startup post-mortems also associated the high costs of dealing with record labels and legal headaches as a reason for startup failure. High-profile startup Turntable.fm wrote, “Ultimately, I didn’t heed the lessons of so many failed music startups. It’s an incredibly expensive venture to pursue and a hard industry to work with. We spent more than a quarter of our cash on lawyers, royalties and services related to supporting music. It’s restrictive. We had to shut down our growth because we couldn’t launch internationally.”
NOTABLE ADVICE

“Learn fast. Test your assumptions. Know thy customer.”- Dan Stone @stonemit
	8%
	READ: About Startup Lawyers. Inside their Minds


Failure to Leverage Outside Assets


	18. DON’T USE NETWORK/ADVISORS/BOARD OF DIRECTORS
Often startup entrepreneurs lamenting their lack of network or investor connections. Get your investors involved. Your investors are there to help you. Get them involved from the start, and don’t be afraid to ask for help. Don’t make the mistake early on of trying to do (and know) everything yourselves, perhaps out of insecurity over being so new to the business world or whatever the reason. This is a mistake.
Not learning how to best work with a board of directors can prove to be fatal. Use them wisely and they will be amongst your best asset. Fail to use them, and they will quickly turnout to be your undoing.
NOTABLE ADVICE

“Starting is hard, and determining where to start may be the toughest task of all. I frequently encounter people who have good ideas, but no idea how to get them moving - and this is when they often give up. My advice is simply to start, and accept that where you start will likely be wrong, but at least you started. Then take the second step, and third. And accept that these may not be correct either, but you are moving! If you have to go back and re-do or fix some steps along the way, it is OK because you started which is much more than most people with ideas.” - Sunny McGaw @EdithLeaver
	8%
	READ: How to get the most from your Board

READ: Building Your Network w Linkedin




Work Overload
	19. BURN OUT
Work life balance is not something that startup founders often get and so the risk of burning out is high. Burn out was given as a reason for failure 8% of the time The ability to cut your losses where necessary and re-direct your efforts when you see a dead end was deemed important to succeeding and avoiding burnout as was having a solid, diverse and driven team so that responsibilities can be shared.
NOTABLE ADVICE

“Don’t fall into the trap of confusing activity for achievement. Pause during your day and ask: ‘Is this helping us build sh*t or sell sh*t?’ If the answer is no, then you’re working on the wrong things.”- Christian MacLean @FourSlice
	8%
	READ: Reclaiming the Fire: How Successful People Overcome Burnout 
WATCH: 


Execution Failure
	20.FAIL TO PIVOT
Not pivoting away or quickly enough from a bad product, a bad hire or a bad decision quickly enough was cited as a reason for failure in 7% of the post mortems. Dwelling or being married to a bad idea can sap resources and money as well as leave employees frustrated by a lack of progress. 
Pivoting requires courage. If you are pivoting you are doing so because your initial plan and assumptions are not being proven and the team has determined the need to pivot while still able to operate within this pivot period.

NOTABLE ADVICE

“Learn fast. Test your assumptions. Know thy customer.”- Dan Stone @stonemit
	7%
	READ: Pivot Points: Five Decisions Every Successful Leader Must Make 
WATCH: Knowing when to pivot 
LISTEN: Peter Reinhardt raised money, failed, pivoted, failed again… and then?
LEARN: Ideas, Products, Teams and Execution


	STARTUP MYTHS
	

	THE NAKED TRUTH ABOUT STARTUP FAILURE
	

	1. The myth of epiphany. Few people mention the millions of “epiphanies” people have had that ended in failure.
2. The myth that we know history. We romanticize the past to fit the present, creating traps for creatives who don’t know the true history of their own field.

3. The myth of a method. The challenge with creative work, especially in a marketplace, is the many factors beyond your control.

4. The myth that we love new ideas. We are a conservative species: try something as simple as standing, rather than sitting, in your next group meeting.

5. The myth of the lone inventor. It’s easier to worship a hero if they are portrayed as superhuman. But even people worthy of the title genius or prodigy like Mozart, Picasso and Einstein had family and teachers who taught them.

6. The myth that good ideas are rare. If you watch any 6 year old child they will invent dozens of things in an hour. We are built for creativity.

7. The myth your boss knows more than you. A fallacy of workplaces is that senior staff are better at everything than the people who work for them.

8. The myth that the best idea wins. We lionize winners and history blames losers for their fate, even if they did most of the same things the winners did.

9. The myth that problems are less interesting than solutions. Einstein said “If I had 20 days to solve a problem I would take 19 to define it.

10. The myth that innovation is always good. All innovation is change and all change helps some people and hurts others.

Much of the information below has been curated from Quora and other blogs and sites about Start ups. Quora in particular is a question-and-answer website where questions are created, answered, edited and organized by its community of users.. They are answers and opinions from many very intelligent people. 
I have collected a number of them, tried to organize them in a reasonable manner and then pointed to some related resources to help try to answer the question or provide an element of direction and even humor at times.
Just as an encyclopedia was not designed to be read from cover to cover, but merely to act as a searchable resource to a specific area of interest, so too is this document. It is a collection of the top reasons as to why companies so commonly fail during their startup phases. 
I tried to offer a resource I wish I had available to me more than 20 years ago when I was bouncing around trying to figure out how to be successful within the mid-nineties timeframe with my collection of startups.

Today, startups are sexy, trendy and do not carry the stigma of failure they once use to. Today, and happily so, we now better understand that failure is meant to be embraced and learned from  while the sting and pain of a failure is still present, the social stigma of failure does not last. True entrepreneurs are true American heroes. Not to be worshiped, but to be appreciated for the courage it takes to risk rejection and face financial ruin and continue to run the race.

Enjoy.




	ABOUT YOU: The Entrepreneur 
	


LACK OF PASSION


	KNOW YOUR WHY
	SUGGESTED REFERENCES

	 1) What Are You Deeply Passionate About, 
2) What Can You Be The Best In The World At, And 
3) What Best Drives Your Economic Engine.

SMARTCUT CONSIDERATION: 
Brands with lofty purposes beyond making profits wildly outperformed the S&P 500
NOTABLE VIDEO

Watch: Leadership and Motivation: MOTIVATION FOR ENTREPRENEURS
	WATCH: Steve Jobs Stanford Speech

WATCH : BBC  Steve Jobs Bio

WATCH: Steve Jobs: One Last Thing

WATCH: Know Your Why. Simon Sinek

WATCH: Biz Stone in Conversation with Steven Johnson  SXSW Interactive

WATCH: Startup Lessons From Google: Give People a License to Dream 
LEARN: How to Startup a Startup. Instructor/Deck: Sam Altman

REVIEW: Startup Pyramid
INDIVIDUAL PROFILE: 
SIMON SINEK


CRUNCHBASE; 
LINKEDIN:

 BLOG / WEBSITE

TWITTER: @SIMONSINEK 
PODCAST: 
YOUTUBE: 
READ:. 
TEDTALK: 
INDIVIDUAL PROFILE: 
BIZ STONE
CRUNCHBASE; 
LINKEDIN; 
BLOG / WEBSITE

TWITTER: @BIZ 
PODCAST:
 YOUTUBE: 
READ: 
TEDTALK

	
	


LEARNING TO PUSH THROUGH BOREDOM
	Working on your own idea is exciting! For a while anyway. Then, invariably, you get bored with it. And it's at this point that you start talking to yourself. You start doubting yourself. Doubting the idea. You get bored with it. And you naturally start seeking more stimulation in a new idea. Some people repeat this cycle again and again, and never get anywhere. Instead, keep pushing forward, and get it done. Then you'll know if your idea was crap. Then you can adjust, and if need be, then you move on.

SMARTCUT CONSIDERATION:
The common pattern among these fastest-rising US presidents’ journeys is that they didn’t parlay up a linear path. They climbed various ladders of success and then switched to the presidential ladder. The people that go into Congress go step by step by step, but presidents don’t.

NOTABLE VIDEO

Watch: Leadership and Motivation: MOTIVATING BY AUTONOMY

	LISTEN: Joe Fairless shares how to do a lot in a little time
WATCH: Seth Godin on Failing Until You Succeed

INDIVIDUAL PROFILE: 
SETH GODIN
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @SETHGODIN 
PODCAST: 
YOUTUBE: 
READ:. 
TEDTALK


	ABOUT: The Team 
	

	FOUNDERS/TEAM/EMPLOYEES
	

	SINGLE FOUNDER
	

	Have you ever noticed how few successful startups were founded by just one person? Even companies you think of as having one founder, like Oracle, usually turn out to have more. It seems unlikely this is a coincidence.

What's wrong with having one founder? To start with, it's a vote of no confidence. It probably means the founder couldn't talk any of his friends into starting the company with him. That's pretty alarming, because his friends are the ones who know him best.

But even if the founder's friends were all wrong and the company is a good bet, he's still at a disadvantage. Starting a startup is too hard for one person. Even if you could do all the work yourself, you need colleagues to brainstorm with, to talk you out of stupid decisions, and to cheer you up when things go wrong.

The last one might be the most important. The low points in a startup are so low that few could bear them alone. When you have multiple founders, esprit de corps binds them together in a way that seems to violate conservation laws. Each thinks "I can't let my friends down." This is one of the most powerful forces in human nature, and it's missing when there's just one founder.
	Paul Graham Essay
FIND A CO-FOUNDER RESOURCES

FOUNDERDATING 
COFOUNDERSLAB 
YOUNOODLE
CODEARMY 
FOUNDERSNATION 
ANGELLIST 
STARTUP WEEKEND 
FOUNDER STRENGTHS 
MEETUP 
HOW TO HIRE DEVELOPERS 

	SINGLE FOUNDER 2
	

	Obviously the founding team and the first hires are key factors for startup success. Notable things to consider here:

Single founder. Making a successful company in general requires an ability to a) build something, b) sell something, and c) operate something. In rare occasions it is possible for a single founder to do all three aspects, but most often it is not. Having more people onboard brings in additional perspectives as well as moral support for the periods where things is more depressing than rewarding. Furthermore, being more founders serves as an external validation of the idea, since at least more than one person is crazy enough to believe in the project.

Many investors will not invest in a Single Founder. Most startups have 2-3 founders 
"Talent wins games, but teamwork and intelligence wins championships." - Michael Jordan
	WATCH WORDS OF WISDOM (1): Daymond John, CEO FUBU /Panelist Shark Tank, START UP TV SHOW

INDIVIDUAL PROFILE: 
DAYMOND JOHN
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE

TWITTER: @THESHARKDAYMOND PODCAST: 
YOUTUBE: 
READ:  
WEBSITE 2


	SINGLE FOUNDER 3
	

	Obviously the founding team and the first hires are key factors for startup success. Notable things to consider here:

Single founder. Making a successful company in general requires an ability to a) build something, b) sell something, and c) operate something. In rare occasions it is possible for a single founder to do all three aspects, but most often it is not. Having more people onboard brings in additional perspectives as well as moral support for the periods where things is more depressing than rewardine. Furthermore, being more founders serves as an external validation of the idea, since at least more than one person is crazy enough to believe in the project].

"Talent wins games, but teamwork and intelligence wins championships." - Michael Jordan
	WATCH: The Art of Finding a Co-Founder | LEARN A VC with Paul Lee

LISTEN: Carter Thomas on promoting ambition and thinking outside of the box

INDIVIDUAL PROFILE: 
BIZ STONE
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @BIZ 
PODCAST: 
YOUTUBE: 
READ: - . 
TEDTALK

	LACK OF TRUST. 
	

	Trust really is essential for a startup's success. If there is a lack of trust in the founding team from day one, it will be a slow poison that kills the company. A sub point is the lack of chemistry. This soft issue of trust and chemistry has killed many startups
“Trust is everything. When I reflect back on our journey here at OneLobby, it’s clear to me that everything evolves around this one simple fact: building trust with your customers, your team and your investors is paramount to success. Trust with customers is not given, it’s earned. Listen early and often to your customers. They will guide your business to success. In order to grow your business quickly, you need to hire and surround yourself with people you trust. In the early stages, everyone plays a crucial role. Productivity increases dramatically when you know  your team will deliver on their end, so you can focus on yours.” - Jason Misener @J_misener.
	READ: I fired a top performing employee WATCH: Startup Lessons LEARNed at Google: Hire for the Company, Not for the Job

SPORTS: Vince Lombardi Winning Is a Habit

SPORTS: Attitude Reflect Leadership

WATCH: Founder Trouble  The Social Network

	FOUNDER CONFLICT WITH FOUNDER
	

	Fights between founders are surprisingly common. About 20% of the startups we've funded have had a founder leave. It happens so often that we've reversed our attitude to vesting. We still don't require it, but now we advise founders to vest so there will be an orderly way for people to quit.

A founder leaving doesn't necessarily kill a startup, though. Plenty of successful startups have had that happen. [11] Fortunately it's usually the least committed founder who leaves. If there are three founders and one who was lukewarm leaves, big deal. If you have two and one leaves, or a guy with critical technical skills leaves, that's more of a problem. But even that is survivable. Blogger got down to one person, and they bounced back.

Most of the disputes I've seen between founders could have been avoided if they'd been more careful about who they started a company with. Most disputes are not due to the situation but the people. Which means they're inevitable. And most founders who've been burned by such disputes probably had misgivings, which they suppressed, when they started the company. Don't suppress misgivings. It's much easier to fix problems before the company is started than after. So don't include your housemate in your startup because he'd feel left out otherwise. Don't start a company with someone you dislike because they have some skill you need and you worry you won't find anyone else. The people are the most important ingredient in a startup, so don't compromise there.
	READ: The Forgotten Twitter Co-Founder 
Paul Graham Essay on Why Startups Fail

	FAILURE TO LEARN
	

	Founders that learn are more successful:

SMARTCUT CONSIDERATION:
To study the moves that make masters great: Two people can study the same business model, watch the same video, or even take the same advice from a mentor, and one person might pick up critical details that the other misses. This is a key difference between those who learn more quickly than others.

Informal mentoring produced a larger and more significant effect on career outcomes than formal mentoring
	LEARN: Hiring and Co-Founder

Instructor/Slide Deck: Sam Altman

INDIVIDUAL PROFILE: 
SAM ALTMAN
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @SAMA 
PODCAST: 
YOUTUBE: 
READ: - .READ 2 
TEDTALK

	NO MENTORSHIP
	

	Startups that have helpful mentors, track metrics effectively, and learn from startup thought leaders raise 7x more money and have 3.5x better user growth.

SMARTCUT CONSIDER:
The mentor story is so common because it seems to work - especially when the mentor is not just a teacher, but someone who’s traveled the road.
	WATCH: paul graham + charlie rose: how to judge startup founders
INDIVIDUAL PROFILE: 
PAUL GRAHAM
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @PAULG 
PODCAST: 
YOUTUBE: 
READ:  - .READ 2 
TEDTALK
WATCH: Mentor Minute - "Hiring Attitude, Not Aptitude" with Matt Allen

LISTEN: Dan Granger: From startup to over $1M a month, in under a year

SPORTS: Keep Your Goals To Yourself

	TOUGH CONVERSATIONS
	

	A major reason some startups fail is due to the inability of the founders to have tough conversations with each other. Often, a startup is as much a family as it is a business, especially early on when its 3 or 4 people in a room. As the startup grows and moves forward on its plan, like every human endeavor, things get done and don't get done. Some things get done better than others. Some things not at all. What happens is the founders fall in love with each other in the process of the shared struggle to get the business going and begin to act and see each other as family. Ultimately, it becomes very difficult to bring themselves to hold each other accountable for failures to execute. In one startup I was involved with, it was not just one big failure, but a string of small failures that went unchecked, never discussed frankly and allowed to fester until the business was no longer salvageable. The saddest part of it is, to this day, none of the founders are on speaking terms

SMARTCUT CONSIDERATION:
The tough part about negative feedback is in separating ourselves from the perceived failure and turning our experiences into objective experiments. But when we do that, feedback becomes much more powerful.

By embracing all these tiny failures, there is no actual failure
	READ:  - . TEDTALK Slideshare
READ: The Hard Thing About Hard Things
WATCH: A Series from Startup Grind

WATCH: Steve Jobs Lost Interview 1990 - A must watch for any entrepreneur LISTEN: 
WATCH: Dave McClure: The Gospel of a Lean VC [Entire Talk]
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	SIZE OF FOUNDING TEAM
	

	Solo founders take 3.6x longer to reach scale stage compared to a founding team of 2 and they are 2.3x less likely to pivot.

Startup Genome
	READ:  Calculating the Founders Equity Pie
WATCH: Who do you need to build a successful company?

	We had a team that was too experienced for the budget. They have huge overheads and were unable to contribute time for pure equity.
	WATCH: The Tribes we Lead

	IDEAL FOUNDER TRAITS
	

	But most important of all, it must have an entrepreneur on whom I'm willing to bet. And the attributes I look for in that entrepreneur are:

Integrity. Passion. Startup experience. Personal domain expertise. Operating skills. Leadership ability. Commitment to the venture. Long-term, extensive vision. Realism and pragmatism. Flexibility. Even temperament. Coachability. Alignment on vision.
SMARTCUT CONSIDERATION:
Even though an individual failure experience may contain valuable knowledge, without subsequent effort to reflect upon that experience, the potential learning will remain untapped
NOTABLE ADVICE
“You can’t fly with the eagles if you’re hanging out with turkeys.” - Sally Ng @sallycng
“Hiring? Stop competing on productivity hacks and office perks. Find one thing you can do that shows you were waiting for them. Startup=Family.”- Oren Ellenbogen @orenellenbogen

“Play a game with your potential co-founder or employee and be on the losing team. It’ll be obvious if you match or not!”- Piotr Yordanov @yordaKhof
NOTABLE VIDEO

WATCH: Leadership and Motivation: ATTUNEMENT IN LEADERSHIP

	WATCH: Steve Jobs Tribute

WATCH: Enchantment : Guy Kawasaki* 
WATCH: What Y Combinator looks for in a founder

WATCH: The Wolf of Wall Street  I love you
WATCH: Persistence: Characteristics of a Successful Entrepreneur

WATCH: How Entrepreneurs Should Approach Investors

LISTEN: Eventual Millionaires 
WATCH: Michael Scott Leadership

WATCH: The Social Network

	PERSONAL CHARACTER
	

	Most successful founders are driven by impact rather than experience or money

SMARTCUT CONSIDERATION: - LEARN from Others
Surgeons who botched the new procedure tended to do worse in subsequent surgeries. Rather than learning from their mistakes, their success rates continuously declined. On the other hand, when surgeons did well on the new surgery, more successes tended to follow. Surgeons who SAW their colleagues fail at the new CABG procedure showed significant increases in their own success rates with every failure that they saw another doctor experience. This made the failure of a colleague quite valuable. Since it was that guy’s fault, fellow surgeons instinctually zeroed in on the mistakes. “I’ll make sure not to do that.”
NOTABLE VIDEO
WATCH: Leadership and Motivation: MOTIVATING BY MASTERY
	WATCH: Simon Sinek: Why Leaders Eat Last
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	People can lie, steal, get tired, fall out, break up, sue, obsess, lose their health, mind and have their wills broken. Walt Disney didn’t get a job as a newspaper cartoonist because he apparently “lacked imagination and had no good ideas”; Henry Ford had two car companies fail before success. Good thing they didn't let it stop them.

To succeed you need a good idea, better execution and to keep your head and those around you. All odds considered, I think the developed world does pretty well.
NOTABLE VIDEO
WATCH: Leadership and Motivation: MOTIVATING BY MASTERY
	WATCH: John Wooden: The difference between winning and succeeding
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	A HALF-HEARTED EFFORT
	

	The failed startups you hear most about are the spectacular flameouts. Those are actually the elite of failures. The most common type is not the one that makes spectacular mistakes, but the one that doesn't do much of anything—the one we never even hear about, because it was some project a couple guys started on the side while working on their day jobs, but which never got anywhere and was gradually abandoned.

Statistically, if you want to avoid failure, it would seem like the most important thing is to quit your day job. Most founders of failed startups don't quit their day jobs, and most founders of successful ones do. If startup failure were a disease, the CDC would be issuing bulletins warning people to avoid day jobs.

Does that mean you should quit your day job? Not necessarily. I'm guessing here, but I'd guess that many of these would-be founders may not have the kind of determination it takes to start a company, and that in the back of their minds, they know it. The reason they don't invest more time in their startup is that they know it's a bad investment. 
I'd also guess there's some band of people who could have succeeded if they'd taken the leap and done it full-time, but didn't. I have no idea how wide this band is, but if the winner/borderline/hopeless progression has the sort of distribution you'd expect, the number of people who could have made it, if they'd quit their day job, is probably an order of magnitude larger than the number who do make it. 
If that's true, most startups that could succeed fail because the founders don't devote their whole efforts to them. That certainly accords with what I see out in the world. Most startups fail because they don't make something people want, and the reason most don't is that they don't try hard enough.

In other words, starting startups is just like everything else. The biggest mistake you can make is not to try hard enough. To the extent there's a secret to success, it's not to be in denial about that.
NOTABLE ADVICE

WATCH: Leadership and Motivation: ATTUNEMENT IN LEADERSHIP
	Paul Graham Essay on Why Startups Fail
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	BAD ATTITUDE.
	

	A few years ago I read Marina Krahovsky's article in Stanford Magazine titled "The effort effect" highlighting psychology professor Carol Dweck's work on fixed vs. growth mindset  . Dweck's work shows how the success depends on whether a person conceives talent as either something given that needs to be demonstrated talk or as something that can and needs to be developed. Although Dweck's work derives from her studies of professional sportsmen, I believe it holds true for entrepreneurs too. You simply won't become a good entrepreneur without effort, and if you blame your failure on lack of ability, you have the wrong attitude for being an entrepreneur.
	WATCH: A Night With Simon Sinek

INDIVIDUAL PROFILE: 
SIMON SINEK


CRUNCHBASE; 
LINKEDIN:

 BLOG / WEBSITE
TWITTER: @SIMONSINEK 
PODCAST: 
YOUTUBE: 
READ:. 
TEDTALK: 
WATCH: Mentor Minute - Nobody Cares by Phil Morle

	when they share their common secret; they (entrepreneurs) don't know what they are doing. Other bad attitudes for entrepreneurs include being pessimistic, protective and only focus on easy wins. To build a great company you need to be in it for the long haul and appreciate inputs from others
	WATCH: 25 Common Characteristics of Successful Entrepreneurs

	Not devoted . You need to believe in the vision of your startup! The vision provides you with direction and motivation to keep on going. Devotion also implies the necessity to say no to other opportunities and to fight distractions. Continuously turning down friends and families for pursuing your startup requires that they are extremely supportive. This goes especially for your partner. However, remember to balance the long working hours with a) a bit of social life, b) regular exercise, and c) decent food - no need/benefit from isolate yourself completely from society. Also, do consider to leave your day-time job and go all in your startup, that is, if you believe enough in it...

SMARTCUT CONSIDERATION:
Jimmy Fallon: Manager Siegel cared more about his long-term journey than his short-term paycheck; she screened every offer through the lens of, “Will this help Jimmy get SNL one day?” He said “no” to television sitcoms, “no” to acting jobs that might take him too far away from SNL.
	WATCH: Mr. Startup: Paul Graham, founder of YCombinator, and his "no asshole" rule
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	Stubborn/conviction beyond reason. Although it is important to be devoted talk and passionate about your startup, this should not turn into stubbornness. Stubbornness will make you ignore feedback from the customers, thus preventing you from changing direction when necessary. You will often be able to spot stubbornness when observing a founder during a user interview, just check if the founder is pitching rather than interviewing]. This is evident through two questions: a) who is talking the most; is it the founder or the user? And b) does the founder try to convince the user of problems that the user does not have? One common misconception about listening to the users is that users don't know what they want, thus serving the needs of your current users will result in loosing future relevance. I have two remarks on this misconception. 
First of all, startups are in the process of building a large user base, thus they are not big corporations with "outdated" users as is the problem of big companies facing what Clayton Christensen popularized as the Innovator's dilemma. Secondly, and probably even more important, no one has ever said you need to listen to all of your users. Instead, focus on your lead users and/or early adopters. Michael Margolis of Google Ventures has a decent guide on how to conduct user research. Note: some stubbornness is needed, as you will need to make decision with limited and conflicting information.

SMARTCUT CONSIDERATION:
A high-pressure feedback barrage tends to make us self-conscious. We get stuck inside our own heads. The closer feedback moves our attention to ourselves, the worse it is for us. The research showed that experts - people who were masters at a trade - vastly preferred negative feedback to positive. It spurred the most improvement
	

	Unskilled. It goes without saying: you need skilled people onboard. Having skills and knowing various tools in-depth will also help you know more ways to solve problems (like using LinkyDink, Tumblr or Google spreadsheet to build a MVP  ). Paul Graham has a good point stating that it can be difficult for a business person or designer to judge the skills of a good programmer  . This is another good reason why it is important to have a skilled developer as co-founder. As a business person, I would argue that it can also be difficult for a developer to recognize a skilled sales person, while acknowledging that sales is easier to learn than programming. Maybe, and just maybe, karma/meritocracy systems of Topcoder etc. can help non-developers to increase their ability of spotting good developers. 
	WATCH: Leadership Lessons

	Norm-core. Successful founders seem to be those with the right skills and living on the edge. These founders are able to draw from their own experience and solving problems that is not (yet) evident to the majority of the population by noticing what is missing. 
For advise on how to be less norm-core I recommend John Cutler's Quora answer on how to find startup ideas and read Steve Blank's recently published thoughts on The Inventure Cycle. And don't forget that it is backed by science that spending time aboard increases your creativity.
	WATCH: Lean Startup Meets Design Thinking

WATCH: Tim Ferriss on what inspires him to write daily, invest mindfully, and push his body to the limits

	Lying to ourselves
Inside our brains, we are brilliant. Every one of our ideas is unique. We are better than the best people the world has ever known at what we do.
This house of cards is called self-esteem. The lie we tell ourselves so we bother to get up in the morning.

But the reality is rather different. 
We may be good at what we do, but not the best, just a plot on a continuum.
We're good at some things, but we've achieved it by ignoring other things.
We're probably behind the times in key areas, but we haven't recognized what those areas are.

So we live in our own little version of reality - we're the earth and everything else revolves round us.

What makes a start-up work is when our idea appeals to other people. It can be the most brilliant in the world, but if other people don't buy into it - along with all their prejudices and worlds moving round them - then your idea goes nowhere.

Most of us can't handle that version of reality. Because they haven't built a network of people to tell them what's real, what people really think. Only those who are truly connected to people and their aspirations should launch a business. But by the very nature of things, it is the people cut off from those networks who delude themselves with "their great idea".

“Want to change the world? Upset the status quo? This takes more than run-of-the-mill relationships. You need to make people dream the same dream that you do.” Guy Kawasaki

The Answer: Test, test and test again. Find out what people really, really want. Before you invest time and money.
	WATCH: Popular Startup company & Business videos

LISTEN: Pat Flynn Podcast



	Treating your start-up as a hobby rather than a real company 
	WATCH: The New New Startup Economics: Stephen Forte

	Thinking you’re too young or too old
	WATCH: Never too old to learn, never too young to teach | Max Lenoy

	LEADERSHIP
	

	Leadership paralysis Is the leadership team inspiring or slowing down progress? Are the co-founders driving the vision and pushing the company or are they largely disengaged, distracting and misaligned? Leadership alignment is so important. A healthy startup must be focused and aligned at all times, especially as your company is learning from mistakes, growing, and making adjustments to the business model. If your leadership team is muted, secretive, withdrawn, in disagreement, and unpredictable you’ve got a red flag. Trust your gut. Does your leadership team know what they are doing or are they frozen with paralysis?
NOTABLE ADVICE

WATCH: Leadership and Motivation: MOTIVATING BY MASTERY
SMARTCUT CONSIDERATION: - Risk Takers

First movers have to create their own wagon trails, but later movers can follow in the ruts. First movers take on the burden of educating customers, setting up infrastructure, getting regulatory approvals, and making mistakes. Fast followers, on the other hand, benefit from free-rider effects. The pioneers clear the way in terms of market education and infrastructure and learn the hard lessons, so the next guys can steal what works, learn objectively from the first movers’ failures, and spend more effort elsewhere. The first wave clears the way for a more powerful ride.

While the pioneers were entrenched in early technology and practices, the tailgaters got ahead.
	WATCH: Simon Sinek: Why Leaders Eat Last
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	Lack of respect: Related, respect in the workplace is critical. Leaders respect their team by staying engaged and paying attention to every detail while trusting and empowering the team. Leaders that are mysteriously absent from the office and withdrawn from day-to-day tasks will quickly lose the respect of the core team.
	WATCH: Seth Godin on the Difference Between Leadership and Management
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	Procrastination: Have a big milestone coming up and team members are madly running errands and avoiding work? Red flag. Procrastination is something teenagers struggle with, not startups. Startups are fueled by a sense of urgency. Finish it. Today.
	WATCH: Entrepreneurship Through the Lens of Venture Capital: Chris Douvos, Venture Investment Associates

	Lack of communication norms: As Ben Horowitz points out, frequent, well-structured 1:1s can be the backbone of company communication. 
 
“Perhaps the CEO’s most important operational responsibility is designing and implementing the communication architecture for her company. The architecture might include the organizational design, meetings, processes, email, yammer and even one-on-one meetings with managers and employees. Absent a well-designed communication architecture, information and ideas will stagnate and your company will degenerate into a bad place to work
	WATCH: Y Combinator's Paul Graham sits down at LAUNCH Festival 2014
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	Lack of vision: Every startup needs a bold vision or you’ll just regress into a me-too company, building something that is not much different from current products in the market. Solve a huge problem. Re-invent a huge market. The vision inspires, motivates, and aligns the team as you work on day-to-day tasks. Teams without a memorable, simple, inspiring vision start to forget why they come into work every day, which is uninspiring and emotionally draining.

SMARTCUT CONSIDERATION:
With every increase in communication, we increase our access to the great models in every category
NOTABLE VIDEO

WATCH: Leadership and Motivation: MOTIVATE BY PURPOSE

	WATCH: Peter Thiel on Innovation and Stagnation
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	SUCCESSFUL TEAMS: SURVIVING ON BREAD CRUMBS
	

	Young teams who can survive on very minimal cash. These are teams of 2-5 people who have a blend of skills (technical, design, business) and can execute an entire startup between their core team. They are able to stretch $30k to 9 months as they all live in one house, work 15 hours a day, 7 days a week and survive on ramen noodles.
	WATCH: Small Business Tips Video #16 - When Should a Small Business Owner Start Paying Themselves

LISTEN: James Garvin shares how to successfully bootstrap your startup

LISTEN: Eric Ries of The Lean Startup
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WATCH: Failure Is Not an Option

WATCH: Why are you still here

	SUCCESSFUL TEAMS: EXPERIENCED AND WELL FUNDED
	

	These are teams that are generally spear headed by an entrepreneur who has had a successful exit in the past. The entrepreneur goes around and recruits a bunch of his or her friends from their 6 figure jobs and convinces them to help create their next vision. Due to their strong track record and the experienced team formed, they are able to raise money before a single line of code is written. The money raised can be anywhere from $250k to $40 million
	WATCH: WATCH Eric Ries Discuss "The Lean Startup"
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	FINDING THE PEOPLE
	

	This often comes back to item 1. We know we're brilliant at coming up with an idea. Otherwise we wouldn't have got this far. But are we prepared to admit we're lousy at accounts, at marketing, at public speaking, at managing staff. And are we prepared to let go enough to get people in there who are good at those things? Probably not.

Any business is 10% idea and 90% good systems. Systems to bring in money. Keep customers happy. Get product out to where it is needed on time. Drive down costs. Build awareness and desire. Innovate. Self-promote.

But most startup entrepreneurs would rather have 100% of a company limited by our own inability to create powerful systems, with the excuse that they want to keep control or they haven't the money. Often that is a very small, or even non-viable enterprise.

The Answer: Treat creating the systems as more important as idea or product. Prize yourself on service. On customer care. Customers are for life, products only for Christmas.
	WATCH: Hiring the Right Team for Your Startup!

LISTEN: The New Business Podcast with Chris Ducker

LISTEN: Jay Samit: The Champion of Startup of the Year
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WATCH: You Can’t Handle the Truth

WATCH: I Already Fired You

	QUALITIES THAT ATTRACT INVESTOR INTEREST
	

	Large And Growing Market. • Real Domain Expertise. • Provable Product Need •

Scalable Business Model • Competitive Advantage • Platform/Partnership/Biz Dev/API Strategy • External Validation (Ideally Traction And/Or Passionate Customers) • Viable Business Structure And Cap Table • Reasonable Valuation • Proven Team (Tech/Product/Design/Marketing/Sales/Domain/Etc.)

SMARTCUT CONSIDERATION: Win-Win-Win. Critical Thinking Problem Solving 101

You are driving a car in the middle of a thunderstorm and you happen upon three people on the side of the road. One of them is a frail old woman, who looks on the verge of collapse. Another is a friend who once saved your life. The other is the romantic interest of your dreams, and this is a once-in-a-lifetime opportunity to meet him or her. You have only one other seat in the car. Who do you pick up? The old woman, of course. Then, give the car keys to your friend, and stay behind with the romantic interest to wait for the bus!
	WATCH: Gotta LEARN  Willing to Fail  Steve Jobs

WATCH: Fundraising is a Full-Time Job

WATCH: How to Get an Investor to Say Yes, by Adeo Ressi

WATCH: Don’t Pitch Your Product, Pitch Your Passion

WATCH: Investor Minute - Just "Doing" A Startup Won't Fool Anyone According to Mike Maples, Jr
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	COMMON CHARACTERISTICS FOR GREAT TEAMS
	

	1. Great need, under-served users
2. Kick-ass team
3. a track record of execution 
4. Scalability - can customer acquisition strategy and revenue model be scaled from X customers to 10X customers.
5. Benchmarks/economics - similar to the previous point. What are the actual benchmarks (I don't believe is investing based on assumptions and no facts) and how they might evolve
	WATCH: Investor Minute - The One Thing that Almost Always Destroys a Startup by Thomas Korte
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	Investors will want to know why an opportunity exists and understand ways (and failed ways) of addressing the need. There are many important due diligence questions. But the key question I have in mind is this: the contemplated business is likely entering a low barriers to entry field (by definition, it is hard for a startup to enter a high barrier business). Would the business be able to establish high 'post-entry' business barriers? or will this remain a low barrier to entry business? If this remains a low barrier to entry business with companies entering and competing on similar dimensions, then it will be a dog fight. Not all business models and industries are created equal. Some allow for more permanent advantages than others. Think carefully when you plan out your business. It is perhaps a tougher way to build a business with this in mind, but I think you end up with a much better business

SMARTCUT CONSIDERATION: - Pattern Recognition

Pattern hunting and deliberate analysis can yield results with high accuracy on the first try. Deliberate pattern spotting can compensate for experience. But we often don’t even give it a shot. Through deliberate analysis, the little guy can spot waves better than the big company that relies on experience and instinct once it’s at the top. And a wave can take an amateur farther faster than an expert can swim.
	WATCH: CrowdFunding, Angel Investors, Venture Capital - What is right for you?

	INVESTORS OBSERVATIONS: ON BUSINESS. 
	

	Investors are looking for enduring economic characteristics. A business 'moat', if you will. A good litmus test is whether a potential competitor with more resources/money and better people can assail your business. You want high barriers to entry where it is uneconomical for new competitors to enter. Think how hard it is to compete with Coca-Cola on brand power or for Google+ to compete with Facebook in family/friends network. A wide and deep moat protects the cash-flow and earnings power of the company from competition.
	WATCH A SERIES on Angel Investors

WATCH A SERIES on Startup Elements

	1- Potential growth
2- Business Model
3- Revenue $$$$, is there a real revenue or not!
4- Founder background, if it's a tech startup and the founder has no tech background - just stay away - you don't want to invest money in a guy that is learning stuff that others take for granted.
5- Creativity, solution finding, you don't want to invest in a startup that got 2 million $ without a real product, then asks for more funds when they launch a service that is already available and has 100+ competitor
	WATCH: Root Access: What do investors look for in a founding team?

LISTEN: Ben Horowitz, co-founder of Opsware and now General Partner at Andreessen Horowitz

	INVESTORS OBSERVATIONS: ON PEOPLE
	

	 Investors are looking for good managers. At this point, the company is large enough to be a self-running machine. You are looking for a good manager to first and foremost protect the competitive position of the business. You want a manager who has integrity, passion, leadership skills, and the right qualities to steer a fairly large ship. Your interest as shareholder needs to be well represented. However, in truth, business quality trumps management quality in most instances. As Peter Lynch once said, "Invest in business any idiot could run, because someday one will." Business before people.
	WATCH SERIES OF FOUNDER INTERVIEWS
What's In Your Head?" Founder Interviews from Inc. 500|5000

	Team, team, team, and actual experience in managing failure and turning that into success are the top priorities.
	WATCH: Bill Reichert: Top 10 Lies VCs Tell Entrepreneurs
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	The founders and team are of utmost importance. Your business and business plan is young and will almost definitely change dramatically over time. Very few businesses end up looking the way it was envisioned when it started. The entrepreneur and team IS the bet. With a large mature business, I have the option of changing management potentially with minimal impact; with a startup, you live and die with the people. Management generally trumps business. You are expected to have relevant operating experience and technical/industry skills. The focus shifts to the hands-on building process (which is the allure of entrepreneurship, in my view), and the necessary hustle, creativity, problem solving, flexibility, humility, etc. People before business. And hey, if the business doesn't work out, at least I've met a few great people who will likely go on to do some other interesting things. 
	

	INVESTORS OBSERVATIONS: ON PRICE
	

	More importantly, the relationship between price and value. Investors will try to determine the value of the business and invest at a reasonable, preferably, cheap price. A margin of safety, if you will. Stable and predictable cash-flow is highly prized. You are exchanging money today for money in the future for a good rate of return.

Here is where I say, "I have no clue." I have seen and performed my fair share of valuations. I think they end up garbage-in garbage-out, self-rationalization work. Personally, I go with a risk mitigation and 'fit' exercise. I manage risk by having a more diversified portfolio with smaller investment sizes. I manage risk by breaking the business plan into 'verifiable milestones'. Each milestone reveals more information about the potential market. It improves my ability to assess the business, tighten the valuation range, and decide whether I should cut my losses or invest more. I check 'fit' by asking whether I can improve the value of the business through my other existing investments, connections or experience. I strongly prefer to see a fairly clear path to breakeven or profitability. Put time on your side and you have options. Lastly, while I don't know what the right price is, I know a 'wrong' price when I see one. 

	

	ABOUT: The Investor 
	

	WHAT TO LOOK FOR IN AN INVESTOR
	

	INVESTOR CHARACTERISTICS
	

	
	

	Know where they can help and where they cannot: where they cannot, to stay out of your hair (investors and board members can subtract substantial value)
Where they can help:
 - relationships / introductions: strategic advice, employees, deals, customers, financing (follow-on)
 - strategic advice: product, company building, financing, deals, competition, business strategy with all players (company, investors, founders, employees, etc.) - credibility: add credibility to the company (anticipated talk future value, persistence) by their brand, network, and selection
	WATCH: How to pitch to a VC

WATCH: Smash Fear, LEARN Anything


	It is important to think of the angel investors (and vc investors) as part of the team: so the chemistry of your partnership and teamwork is very important. 
SMARTCUT CONSIDERATION:
Looks like the advice of “what doesn’t kill you makes you stronger” and “failure makes you wiser” isn’t actually true.

	WATCH: Startup Grind Global Conference 2014 -- Opening Fireside Chat: Mark Suster & Ben Horowitz
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	I would also add for the entrepreneur to do your due diligence on your angel investors--how have they performed in the past? Speak with former investment CEOs, ask them if they were helpful or not.
	WATCH: Vinod Khosla (Khosla Ventures) at Startup Grind Silicon Valley
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	WHAT TO EXPECT FROM INVESTORS
	

	I think you should think of your set of angel investors just as you would think of any other team - what are the sets of strengths the various angels bring to bear and how do this match your needs as a company? Often having a mix of investors who can help out with key operational needs is optimal.

My experience has been that angels typical contribute in 1 of 7 ways:

1. Connectors. People who can make introductions, help with BD etc.

2. Product people. People to help you rev on product.

3. Tactitions /Operators. They will give you tangible advice on how to close candidates, negotiate your series A, etc.

4. Business people. Sharp on marketing, pricing, your business model, customer sales cycle etc.

5. Domain expert. I think these are often very valuable early on and then become less so as you become an expert yourself.

6. The Brand. The person with the big brand name all the engineers you want to hire have heard of. Sometimes these people are amazingly helpful, and sometime they want to spend all their time jet setting around the world.

7. The filler. AKA "dumb money". They can deploy a bunch of capital when you want to get back to working on product. Avoid them if you can, but minimally find filler that is not destructive (i.e. they leave you alone).
	WATCH: Crash Course on Startup Boards with Brad Feld, Managing Director, Foundry Group
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LISTEN: Ryan Blair on Nothing To Lose, Everything To Gain
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	Here are the top qualities based on my experience of working directly with 30+ angels, and indirectly with 100+. Very rarely can you check everything here - but make sure to ALWAYS check 2) and 5) for angels investing a non-trivial amount - since there's a lot of potential downside here if you get it wrong.

1) Have successful (and ideally unsuccessful) experience of navigating the most critical moments in the early stage of a company: 
 a) Funding process and negotiation (in particular surrounding control) with investors
 b) Understanding what potential users, clients or critical partners really want
 c) Hiring key team members
 d) Building the team and company culture in a scalable way

Check: have they founded and built a company with similar characteristics and value to the one that you want to build? What was their experience in raising money themselves?

2) Be on your side 100% with any work with investors, lawyers, and clients who are prone to negotiation and possibility of ulterior motives.

Check: is there any personal motivation to being on your side, and what are all possible motivations to be on the partner's side?

3) Be able to influence any potential investors, partners or clients through introductions and brand value - but keep in mind 2) above.

Check: who will be significantly more likely to work with me purely based on a recommendation from the angel?

4) Be consistently able to give you the time when you need it to help with any of the above - even on short notice.

Check: How well do you know and respect each other? If not much yet, set up a regular meeting or call; and ask the angel before committing: "Are you usually good with replying to emails quickly?"

5) Finally - very entrepreneur friendly. Ideally, obsessively so.

Check: Talk to the CEOs of the companies they invested in. How quickly did the angel make decisions previously? Did they push for control in any way or form? Were they ever unreasonable in a situation that needed their approval or help to move forward in a critical stage? What is their opinion of venture and other investors in general?
	WATCH: Angel Investors: How to Get Funded

SPORTS: Duke Basketball Coach K

	A good angel investor for a specific project is ideally a former or current entrepreneur with operating experience and an extensive personal network in the sector the project is in. A good angel investor is patient, communicates well and has mentoring skills. Capital is the last of his/her contribution(s).
	WATCH: Keen On.. with Ron Conway: What Makes a Good Investor

	Not sure if this a quality of an angel vs. A filter in choosing an angel, but alignment if goals and vision is super important. If you want to use this angel round to establish proof points then raise VC and your angels want you to get to cashflow positive on their cash you will be in for some painful discussions. Similarly if you have a product-focused angel who has a different vision for your product there will be friction. Ensure full alignment as this will be the beginning of a long relationship. 

Also, look for angels that have deep relationships in the VC community and can help with follow on funding (if that is your strategy). 

Finally, only work with angels that use standard, clean terms. This may not be an issue in the Valley where YC graduates are running around doing uncapped notes, but in less frothy markets, I have seen some wacky angel terms that ultimately act to make me not want to invest in the company.
	WATCH: Ron Conway at Startup School SV 2014
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	An Angels Investor's top qualities are the WINGS.Knowing when to fly in and even better when to fly out is crucial to the success of most Angel/Entrepreneur relationships.

A sense of timing helps this process too :-)
	WATCH: Silicon Valley Angel Investors Panel

	The best way to characterize angel money is that it should represent "nurture capital" which means giving as much or as little help as the company needs; when you find an angel investor whose intangible value to you/your company equals or exceeds that of the funding, you've found a good fit (IMHO)

SMARTCUT CONSIDERATION:
Those who train with successful people who’ve “been there” tend to achieve success faster. The winning formula, it seems, is to seek out the world’s best and convince them to coach us.
	WATCH: Raising Money Bill Reichert: The Art of Angel Investing
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	Depending on the trends each investor follows, an early prototype and an experienced founding team are some key things.
	

	INVESTOR INVOLVEMENT
	

	Investors who provide hands-on help have little or no effect on the company's operational performance. But the right mentors signiﬁcantly inﬂuence a company’s performance and ability to raise money. (However, this does not mean that investors don’t have a signiﬁcant effect on valuations and M&A)

Startup Genome

SMARTCUT CONSIDERATION:
We can spend thousands of hours practicing until we master a skill, or we can convince a world-class practitioner to guide our practice and cut the time to mastery significantly.
	

	POOR INVESTOR MANAGEMENT
	

	As a founder, you have to manage your investors. You shouldn't ignore them, because they may have useful insights. But neither should you let them run the company. That's supposed to be your job. If investors had sufficient vision to run the companies they fund, why didn't they start them?

Pissing off investors by ignoring them is probably less dangerous than caving in to them. In our startup, we erred on the ignoring side. A lot of our energy got drained away in disputes with investors instead of going into the product. But this was less costly than giving in, which would probably have destroyed the company. If the founders know what they're doing, it's better to have half their attention focused on the product than the full attention of investors who don't.

How hard you have to work on managing investors usually depends on how much money you've taken. When you raise VC-scale money, the investors get a great deal of control. If they have a board majority, they're literally your bosses. In the more common case, where founders and investors are equally represented and the deciding vote is cast by neutral outside directors, all the investors have to do is convince the outside directors and they control the company.

If things go well, this shouldn't matter. So long as you seem to be advancing rapidly, most investors will leave you alone. But things don't always go smoothly in startups. Investors have made trouble even for the most successful companies. One of the most famous examples is Apple, whose board made a nearly fatal blunder in firing Steve Jobs. Apparently even Google got a lot of grief from their investors early on.
	Paul Graham Essay on Why Startups Fail

	VENTURE CAPITALISTS FAVOR EXTREMELY HIGH-RISK BUSINESSES
	

	If left to their own devices, most business owners in technology would take mid-growth strategies oriented toward 15-40% per year growth without existential risk to the company. That's a sane, organic, healthy way of doing things, and that's how many consulting companies operate. However, venture capitalists have no taste for that. It bores them. They give you enough money to live for 18 months, and expect you to have grown 150-300 percent (84-152% per annum) by that time. It's very rare that one can grow at that rate without taking on bet-the-company existential risks.
	WATCH: Root Access: How do venture capitalists think?
WATCH: How to Acquire These 3 Sources of Capital

WATCH: Startups - Thomas Korte of AngelPad -TWiST #307
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	ABOUT: The Idea:
	

	TRUTH ABOUT IDEAS
	

	#1 Reason Why Startups Fail:  MAKING SOMETHING NO ONE WANTS.
	

	Many founders fall in love with their idea. They spend months developing their solution, only to discover that their precious product does not solve anyone's problem. These days a common trend is what Paul Graham labels derivative ideas, where entrepreneurs are basically just imitating a successful startup. The main problem with this trend appears to be that startups launched this way indirectly assumes that the solution for a specific problem in one market can easily be transferred to other contexts. Sergio Romo has written an excellent Medium story elaborating the fallacies of this thinking and the problems faced by startup clones. To avoid making something no one wants, the lean startup methodology, design thinking and customer development research is doing a great job providing tools & methods for entrepreneurs to reduce waste by focusing on solving problems. 
	LISTEN: Neen James: How focusing on productivity can be YOUR game-changer!
REVIEW: WATCH: Startup Lessons LEARNed at Google: Think Money Last and User First

WATCH: Build something people want: Solving real problems

WATCH: Start Now, No Funding Needed!
INDIVIDUAL PROFILE: 
DEREK SIVERS
FB
LINKEDIN; 


BLOG / 
WEBSITE

TWITTER: @ SIVERS


PODCAST: 
YOUTUBE: 
READ:. READ 2
TEDTALK
SLIDESHARE

WATCH: Leah Busque: Have Big, Hairy, Audacious Goals And Take Baby Steps
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	MARGINAL NICHE
	

	Most of the groups that apply to Y Combinator suffer from a common problem: choosing a small, obscure niche in the hope of avoiding competition.

If you watch little kids playing sports, you notice that below a certain age they're afraid of the ball. When the ball comes near them their instinct is to avoid it. I didn't make a lot of catches as an eight year old outfielder, because whenever a fly ball came my way, I used to close my eyes and hold my glove up more for protection than in the hope of catching it.

Choosing a marginal project is the startup equivalent of my eight year old strategy for dealing with fly balls. If you make anything good, you're going to have competitors, so you may as well face that. You can only avoid competition by avoiding good ideas.

I think this shrinking from big problems is mostly unconscious. It's not that people think of grand ideas but decide to pursue smaller ones because they seem safer. Your unconscious won't even let you think of grand ideas. So the solution may be to think about ideas without involving yourself. What would be a great idea for someone else to do as a startup?
	Paul Graham Essay on Why Startups Fail

	DERIVATIVE IDEA
	

	Many of the applications we get are imitations of some existing company. That's one source of ideas, but not the best. If you look at the origins of successful startups, few were started in imitation of some other startup. Where did they get their ideas? Usually from some specific, unsolved problem the founders identified.

Our startup made software for making online stores. When we started it, there wasn't any; the few sites you could order from were hand-made at great expense by web consultants. We knew that if online shopping ever took off, these sites would have to be generated by software, so we wrote some. Pretty straightforward.

It seems like the best problems to solve are ones that affect you personally. Apple happened because Steve Wozniak wanted a computer, Google because Larry and Sergey couldn't find stuff online, Hotmail because Sabeer Bhatia and Jack Smith couldn't exchange email at work.

So instead of copying Facebook, with some variation that Facebook rightly ignored, look for ideas from the other direction. Instead of starting from companies and working back to the problems they solved, look for problems and imagine the company that might solve them. 
	Paul Graham Essay on Why Startups Fail

ASK: What do people complain about? What do you wish there was?

	BAD IDEA
	SUGGESTED REFERENCES

	Most ideas are bad. 
Even the best business minds have off days: Steve Jobs founded NeXT to try and sell $6.5k computers to educators  ; Bill Gates didn't see the freakin' Internet coming.
As an entrepreneur you're essentially gambling on your hunch of an uncertain future, and for a healthy economy we should expect a lot of misguided ideas in the process. (The alternative - high barriers to entry - is much worse).

SMARTCUT CONSIDERATION:
An exercise in lateral thinking. It’s the kind of puzzle in which the most elegant solution is revealed only when you attack it sideways. New ideas emerge when you question the assumptions upon which a problem is based (in this case: it’s that you can only help one person).
	READ: How to Find Startup Ideas

WATCH: 
WATCH: Don't Stop Looking for Ideas

LISTEN: After interning at Odeo and working at Google, Kevin founded Instagram.
LEARN: Before the Startup. Instructor/Deck: Paul Graham 
PSYCHOLOGY: Obvious to Me Is Amazing to You

WATCH: You Can’t Handle the Truth

WATCH: You Want Something go get it.

	GOOD IDEA
	SUGGESTED REFERENCES

	Good ideas are competitive.
Assume you have the fortune and/or skill to land on a killer idea. The free market is an assiduous beast that will soon latch onto your success. Others will want a piece of it, and for many markets, that can spell your ultimate demise. MySpace came first, but Facebook - a company born from a student's dorm - was able to conquer them in just a few years
"Most good startup ideas seem a little crazy; if they were obviously good ideas, someone would have done them already." - Paul Graham

SMARTCUT CONSIDERATION:
Lateral thinking doesn’t replace hard work; it eliminates unnecessary cycles. Once they’ve shortened their path, overachievers tend to look for ways to do more with their effort.
	WATCH: Leading Digital: Turning Technology into Business Transformation
LISTEN: being an early investor in Twitter, Chris is the founder of Lowercase Capital.
WATCH: Mentor Minute - Don't Stop Looking for Ideas by Chris Hogg
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	IDEAS ARE EASY AND EXECUTION IS NOT. 
	SUGGESTED REFERENCES

	The ability to finish is critical, and if you cannot follow through to point where your idea enters the wild, you will never succeed. Some people get stuck in cycles of planning, talking, meeting, adjusting, testing, adding features, etc. You have to get it done, and get it out. Then the real work starts.

SMARTCUT CONSIDERATION: 
Elon Musk: To gain support for his big vision, he would himself have to step into the public spotlight. In other words, he had to get people to believe. So the geek brushed up on speaking skills and started talking big. This-is-the-future-of-mankind big. Incremental progress, he says, depends on working harder. More resources, more effort. 10x progress is built on bravery and creativity instead. Working smarter. In other words, 10x goals force you to come up with smartcuts.
	WATCH: Casey Neistat: Ideas are Easy - Execution is Everything
LISTEN: Founder and former CEO of SecondLife. Philip Rosedale talks about his startup LoveMachine/Coffee & Power
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	PROBLEM UNDERSTANDING
	

	Making something everyone wants. Investor and entrepreneur, Peter Thiel, tests people by asking them: "What important truth do very few people agree with you on?"  . This question tests two things: a) the prospect's ability to think brilliant, and b) the prospect's courage. Peter Thiel and Blake Master argue that highly successful companies will be those changing the norms of society. To change social norms implies a need to do something different than what most people will accept a priori - e.g. renting out your spare rooms to strangers (AirBnb) or sharing your private life online (Facebook). Truth be told, you can probably still create a profitable company without changing social norms. However, when building such companies, it is still important to build for a specific user segment. This also goes for when you are building platforms! Just look how Facebook started with a very specific user segment: university students at Harvard.

	NO AWARENESS FOR YOUR PRODUCT
	SUGGESTED REFERENCES

	Not enough people know about the created product. The people who know about it don't understand the product. The people who understand it don't want it.
	WATCH: How to Get Your Customers to Tweet About You
REVIEW: Click to Tweet
WATCH: Innovation Illusion 
WATCH: The Secret to Viral Success from Filmmaker Casey Neistat
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	FAILURE TO HAVE A CLEAR IDEA
	SUGGESTED REFERENCES

	One of the key lessons I learned is that great startups have a blindingly obvious, ideally really large and painful problem that the company is trying to solve. Solving this problem should drive almost every decision in the startup. 
I tried to spin up problems that I could use in pitches and conversations like “its difficult for people to create collaborative videos” but I couldn’t even convince myself, let alone anyone else. The problem just wasn’t real enough.
	WATCH: Alexis Madrigal: Why Startups Need To Solve Real Problems Again
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	SIMPLICITY AND SOLVING PROBLEMS. THAT’S ALL PEOPLE REALLY WANT
	SUGGESTED REFERENCES

	Next to the people involved in the startup, the perhaps most important aspect of startup success is the problem they are trying to solve.

	LISTEN: Neil Patel: Top Influencer On The Web, Top Entrepreneur: Keeping it simple.




	ABOUT: The Market:
	

	TOO EARLY  TOO LATE  NEVER WAS
	#1 STARTUP FAILURE REASON 

	The market simply isn't there. The startup could be way too early, too early, or just never was
	WATCH: Type of Market you are in.

WATCH: How to identify the right product for the market

	Lack of understanding of market -- the market doesn't really want what you're offering OR the market is actually far smaller than you thought it to be.
	LISTEN: Squarespace founder and CEO Anthony Casalena 

	A major reason why companies fail, is that they run into the problem of their being little or no market for the product that they have built. Here are some common symptoms:

There is not a compelling enough value proposition, or compelling event, to cause the buyer to actually commit to purchasing. Good sales reps will tell you that to get an order in today’s tough conditions, you have to find buyers that have their “hair on fire”, or are “in extreme pain”. You also hear people talking about whether a product is a Vitamin (nice to have), or an Aspirin (must have).

The market timing is wrong. You could be ahead of your market by a few years, and they are not ready for your particular solution at this stage. For example when EqualLogic first launched their product, iSCSI was still very early, and it needed the arrival of VMWare which required a storage area network to do VMotion to really kick their market into gear. Fortunately they had the funding to last through the early years.

The market size of people that have pain, and have funds is simply not large enough
	LISTEN: Brian Horn: Helping entrepreneurs clearly define their magic 
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	Timing is huge. I was the Director of Community of a web-based online community in 1996, the CCO of a site where you could upload and share your video on the internet (fancy that!) in 2000. The former had no business model and a tiny runway since it was under-funded to begin with, the latter, well -- let's just say that it wasn't called YouTube. External economic instability was a major contributor for both companies when they went out for additional funding, and both were ahead of their time, WAY ahead, which is a problem.

Being first might be awesome when you're commenting on blog posts, but it's often not so hot when you're breaking into new territory. As my friend Antony Van Couvering has said to me in the past, "the true pioneers are often the ones you find dead on the frontier, arrows in their backs."

So yea, timing, but also as an entrepreneur myself I am painfully aware of how easy it is to get distracted from your vision and/or end up getting side-lined by projects that have nothing to do with making the most amazing best product ever. For instance, raising money can be a HUGE distraction -- it's nearly impossible to run your business and fund-raise simultaneously and once you do raise it, investor relations can (and should) take up a good chunk of your time.

SMARTCUT CONSIDERATION:
Upworthy sent the same video with a handful of different headlines to different subscribers. Upworthy wrote alternate versions of the winning headline and sent it out to several other groups. It repeated the process a ruthless 18 times, for a total of 75 variations in all..
	WATCH: Root Access: Timing and Market Conditions

	MARKET SIZE
	

	Startups that haven’t raised money over-estimate their market size by 100x and often misinterpret their market as new.

Startup Genome
	

	Making something only very few people needs. The third aspect of the problem is the potential market size. Although it is a strength to solve a problem for a specific customer, it is equally important for success, that this is a sizeable problem. Elon Musk and Google X is perhaps the best places to look for inspiration in this matter. You are also likely to witness how much easier it is to gain external support if you are pursuing big ideas (like one laptop per child), compared to when you are merely copying other successful startups. One challenge faced by many extraordinary startups is that their idea seems meaningless or irrelevant at the outset. Thus it is difficult to find the right balance between making something that is relevant for a specific group, but later can be relevant for a very large group.

"We wanted talk flying cars, instead we got 140 characters." - Peter Thiel
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	MARKET SEGMENTATION
	

	B2C vs. B2B is not a meaningful segmentation of Internet startups anymore because the Internet has changed the rules of business. We found 4 different major groups of startups that all have very different behavior regarding customer acquisition, time, product, market and team.

Startup Genome


	


	ABOUT: The Product:
	

	POOR PRODUCT COMMUNICATION
	

	Not enough people know about the created product. The people who know about it don't understand the product. The people who understand it don't want it.

SMARTCUT CONSIDERATION: - Super Connecting

Super connecting, the act of making mass connections by tapping into hubs with many spokes. Which is easier - making friends with a thousand people one by one or making friends with someone who already has a thousand friends? Which is faster - going door to door with a message or broadcasting the message to a million homes at once?

J. J. Abrams is “a giver,” a rarity in an industry full of takers. Look at Abrams’s credits from after he became wildly successful; it turns out that even once he was on top, he continued to co-write, co-direct, and co-create almost all his projects. He started lending his own Sinatra-style credibility to less known but talented writers and directors and actors, so they could climb their ladders faster.

When Sonny (Skillex) remixed artists like Lady Gaga or Avicii or Nero, he gave their tracks a boost and helped them reach new fans. This in turn superconnected Moore to audiences larger than his own and led to surges in his popularity.

When we give and teach, we build up fan bases that become more likely to support us.

Giving is the timeless smartcut for harnessing super connectors and creating serendipity.
	WATCH: Marketing Communications/B2C Sales  Entrepreneurship 
WATCH: Simon Sinek: If You Don't Understand People, You Don't Understand Business

LISTEN: Chad Hurley, co-founder of YouTube, and founder of AVOS
WATCH: Know Your Why. Simon Sinek
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Design And Test Your Product

TOOLS: https://www.fluidui.com/ 

	PRODUCT REQUIREMENT UNDERSTANDING. PROPER RESOURCE ALLOCATION
	

	When I budgeted my initial capital for the business, I budgeted to get an MVP out the door. While I understood there would need to be a marketing effort for the product, I didn’t take into account the extent of tweaking that would need to be done to the product after the MVP to get it to a point of consistent user uptake. The UX is the most important marketing tool for an early stage startup. If people are not using your product, it doesn’t matter how well you market it.

I consistently had user feedback to add, remove or enhance features or experience. But continually found myself saying “it’s on the road map but we don’t have enough money to build it”. A position I should have never been in.
	WATCH: The Future by Steve Jobs
WATCH: Steve Jobs on Product Design
LISTEN: Product Introduction. Sean Ellis*
Review: Startup Marketing Pryamid

WATCH THIS SERIES ON PRODUCT REQUIREMENTS
WATCH: Agile Movie
WATCH: Eric Ries-Building the MVP
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	FIELD OF DREAMS SYNDROME. “IF YOU BUILD IT, THEY WILL COME.”
	

	Founders of start-ups think they have a great idea. Otherwise why would they build it? Employees and investors who join, also get it. But what about the users, and the market?

SMARTCUT CONSIDERATION:
Momentum - not experience - is the single biggest predictor of business and personal success.


	READ: Smartcuts: How Hackers, Innovators, and Icons Accelerate Success
WATCH: Woody Allen

WATCH: How We Got To Now: Steven Johnson in conversation with Fred Wilson and Manoush Zomorodi

LISTEN: Evan Williams talks candidly about his experiences building Blogger, Twitter, and his latest project, Medium.
REVIEW: Product Dev Survey Service
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	HAVING NO SPECIFIC USER IN MIND
	

	You can't build things users like without understanding them. I mentioned earlier that the most successful startups seem to have begun by trying to solve a problem their founders had. Perhaps there's a rule here: perhaps you create wealth in proportion to how well you understand the problem you're solving, and the problems you understand best are your own. [4]

That's just a theory. What's not a theory is the converse: if you're trying to solve problems you don't understand, you're hosed.

And yet a surprising number of founders seem willing to assume that someone, they're not sure exactly who, will want what they're building. Do the founders want it? No, they're not the target market. Who is? Teenagers. People interested in local events (that one is a perennial tarpit). Or "business" users. What business users? Gas stations? Movie studios? Defense contractors?

You can of course build something for users other than yourself. We did. But you should realize you're stepping into dangerous territory. You're flying on instruments, in effect, so you should (a) consciously shift gears, instead of assuming you can rely on your intuitions as you ordinarily would, and (b) look at the instruments.

In this case the instruments are the users. When designing for other people you have to be empirical. You can no longer guess what will work; you have to find users and measure their responses. So if you're going to make something for teenagers or "business" users or some other group that doesn't include you, you have to be able to talk some specific ones into using what you're making. If you can't, you're on the wrong track.
	Paul Graham Essay on Why Startups Fail

	CONSUMER EXPERIENCE MISFIRE
	

	Engineers and product managers at most start ups believe their product is intuitive and easy to use. For them, it is. But for the majority of customers, it is not
	WATCH: What Steve Jobs learned From The Ritz-Carlton
LISTEN: David Copperfield explains how he combines magic with storytelling, recounts when Francis Ford Coppola taught him to text)

	PRODUCT COMPLEXITY (MVP)
	

	You're building something far more complex than it needs to be. WHY(?!!) do entrepreneurs have a desire to include 100 features that a) spread the management team way too thin b) the market doesn't care for in the first place? If more entrepreneurs would stick to the KISS principle, they'd spend less money, and be able to go deeper in solving the problem they set out to fix in the first place.
	WATCH: Think Differently. Steve Jobs

WATCH: Don't be Crippled by Perfection!

WATCH: Joshua Davis: Never Let Success Get In The Way of Creativity
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	NO PRODUCT SPECIALIST
	

	We had no invested User Experience/Design specialist. Our team ran out of runway and could not develop new features into the product. The product was not getting the traction needed nor could we get the viral loop to work, this made the product unappealing to investors. We did not have enough money to support the team in executing the required UX tweaks and experiments, thus were unable to further develop the product to a point where it could get enough traction to attract investors
	WATCH: Hub 2014: Designing a Great User Experience 

	LACK OF UX FOCUS, PLANNING AND EXECUTION
	

	The lack of UX focus was another key factor in the (lack of) success of Vitoto. 
The first element to this was that we had no dedicated talk UX specialist on the team. We did bring in outside expertise for the graphics design, and while the quality delivered was high, this put further constrain on the budget.

The second element was that the team never properly sat down and brainstormed the UX. Quick decisions were made to get the MVP out the door and these had serious impacts on how the product was received by customers.

What's the solution? Follow a tried and tested talk customer development process which will help you keep complete focus on the problem you are solving.
	WATCH: #LEARNGaryVee Episode 28: How to Keep Your Startup Competitive

WATCH: Why The Best CEO's Invest in Customer Experience

WATCH: Find your one thing

	FOCUS: FOLLOW ONE COURSE UNTIL SUCCEED 
	

	I always say that running a startup is ‘survival of the focused’. If you lose focus on the problem you are trying to solve, that's when cracks start to appear.
Losing focus means that the product suffers, customers suffer and team relationships can suffer to the point of failure.
	WATCH: How To Stay Focused - The Key To Being Extremely Productive & Clear-Minded

	PRODUCT LAUNCH
	

	Launching too slow. No one I know feels comfortable putting something out there that is not yet finished. This is especially true when it comes to projects where people have invested talk a lot of time, money, emotions and/or reputation in the process. Unfortunately, very few, if any, projects will ever reach a state where it is finished nor perfect. Thus postponing the launch until the product is finished, is not only harmful, it is probably impossible. The key task is rather to build something (a MVP) that allows you for a meaning learning. So before you build your next landing page or paper prototype, ask yourself if you will be able to gain valuable feedback or if you are simply measuring reactions of assumed future behavior. People are ridiculous poor in predicting their future behavior and often want to make you happy by confirming your assumptions, thus make sure to ask about past behavior instead of future behavior.

"I'm focusing on finishing stuff. Not talking, not reading, but finishing and launching." - Pieter Levels
	LISTEN: Jack Dorsey on Twitter/Square

 

	SLOWNESS IN LAUNCHING
	

	Companies of all sizes have a hard time getting software done. It's intrinsic to the medium; software is always 85% done. It takes an effort of will to push through this and get something released to users. [3]

Startups make all kinds of excuses for delaying their launch. Most are equivalent to the ones people use for procrastinating in everyday life. There's something that needs to happen first. Maybe. But if the software were 100% finished and ready to launch at the push of a button, would they still be waiting?

One reason to launch quickly is that it forces you to actually finish some quantum of work. Nothing is truly finished till it's released; you can see that from the rush of work that's always involved in releasing anything, no matter how finished you thought it was. The other reason you need to launch is that it's only by bouncing your idea off users that you fully understand it.

Several distinct problems manifest themselves as delays in launching: working too slowly; not truly understanding the problem; fear of having to deal with users; fear of being judged; working on too many different things; excessive perfectionism. Fortunately you can combat all of them by the simple expedient of forcing yourself to launch something fairly quickly.
	Paul Graham Essay on Why Startups Fail

	LAUNCHING TOO EARLY
	

	Launching too slowly has probably killed a hundred times more startups than launching too fast, but it is possible to launch too fast. The danger here is that you ruin your reputation. You launch something, the early adopters try it out, and if it's no good they may never come back.

So what's the minimum you need to launch? We suggest startups think about what they plan to do, identify a core that's both (a) useful on its own and (b) something that can be incrementally expanded into the whole project, and then get that done as soon as possible.

This is the same approach I (and many other programmers) use for writing software. Think about the overall goal, then start by writing the smallest subset of it that does anything useful. If it's a subset, you'll have to write it anyway, so in the worst case you won't be wasting your time. But more likely you'll find that implementing a working subset is both good for morale and helps you see more clearly what the rest should do.

The early adopters you need to impress are fairly tolerant. They don't expect a newly launched product to do everything; it just has to do something.
	Paul Graham Essay on Why Startups Fail

	MARKETING EXECUTION
	

	1) Unclear vision and mission
2) Poor segmentation
3) Unclear target audience
4) Lack of strong positioning
5) Lack of unique value proposition in product
6) Poor branding
7) Poor product protection
8) Bad pricing strategy
9) Weak distribution
10) Cluttered or lack of promotions channels, with little integration
11) Lack of budget and ROI measurements
12) Refusal to adjust

Marketing as a science is sound. Hence those who fail have executed it wrongly and badly
	WATCH: Failure as a Tool - Vinod Khosla, Founder of Khosla Ventures
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	PRODUCT EXPERIENCE/DOMAIN EXPERIENCE
	

	Product outside area of specialization. Nobody in the team had built a successful consumer product before. We all had experience in the enterprise space, selling to businesses. We had no experience in consumer of video. We were not playing to our strengths
	WATCH: I am a C-Programmer

WATCH: Impossible



	FEATURES
	

	Entrepreneurs don't lack ideas for their startups. In fact, they seem to have plenty of things they want to improve/launch. However, it is important to focus on doing something very well, before launching new features. At my previous workplace, Board of Innovation, we often used a template called The Innovation Battlefield to guide startups to focus on the core feature(s). READ also Andy Dunn's brilliant Medium story, Get one thing right, where he resonates why customers just need one thing from your brand.

"When Microsoft asked their users what they wanted added to Office, they found that 90% of the requested features were already there." - Des Traynor.

SMARTCUT CONSIDERATION:
How most businesses operate: When releasing a new product, a company will spend months, sometimes years, fine-tuning, building up to one critical moment: the launch. Then on launch day the product either is a success or a failure. People buy it and the company makes a profit, or they don’t and the product fails.


	WATCH: Will investors invest in someone with domain expertise but lacking technical expertise


	ABOUT: The Business Model:
	


MONETIZATION STRATEGY
TOP 5 STARTUP FAILURE REASON

	As outlined in the introduction to Business Models section, after spending time with hundreds of startups, I realized that one of the most common causes of failure in the startup world is that entrepreneurs are too optimistic about how easy it will be to acquire customers. They assume that because they will build an interesting web site, product, or service, that customers will beat a path to their door. That may happen with the first few customers, but after that, it rapidly becomes an expensive task to attract and win customers, and in many cases the cost of acquiring the customer (CAC) is actually higher than the lifetime value of that customer (LTV).

The observation that you have to be able to acquire your customers for less money than they will generate in value of the lifetime of your relationship with them is stunningly obvious. Yet despite that, I see the vast majority of entrepreneurs failing to pay adequate attention to figuring out a realistic cost of customer acquisition. A very large number of the business plans that I see as a venture capitalist have no thought given to this critical number, and as I work through the topic with the entrepreneur, they often begin to realize that their business model may not work because CAC will be greater than LTV.
	WATCH: How to Build a Great Co.

VIEW: Customer Acquisition Methods

 

	This is important, but not as important for consumer focused products. If you are building a consumer app without a clear monetization strategy, just make sure you have the runway as mentioned in point 3. You will either gain traction or you won’t. If you gain traction you can figure out monetization, if you don’t, well, you’re dead in the water anyway.
	 

	PRODUCT SUCCESS BEFORE BUSINESS MODEL DEVELOPMENT
	

	When I said at the beginning that if you make something users want, you'll be fine, you may have noticed I didn't mention anything about having the right business model. That's not because making money is unimportant. I'm not suggesting that founders start companies with no chance of making money in the hope of unloading them before they tank. The reason we tell founders not to worry about the business model initially is that making something people want is so much harder.

I don't know why it's so hard to make something people want. It seems like it should be straightforward. But you can tell it must be hard by how few startups do it.

Because making something people want is so much harder than making money from it, you should leave business models for later, just as you'd leave some trivial but messy feature for version 2. In version 1, solve the core problem. And the core problem in a startup is how to create wealth (= how much people want something x the number who want it), not how to convert that wealth into money.

The companies that win are the ones that put users first. Google, for example. They made search work, then worried about how to make money from it. And yet some startup founders still think it's irresponsible not to focus on the business model from the beginning. They're often encouraged in this by investors whose experience comes from less malleable industries.

It is irresponsible not to think about business models. It's just ten times more irresponsible not to think about the product.
	Paul Graham Essay on Why Startups Fail

	THE ESSENCE OF A BUSINESS MODEL
	

	As outlined in the Business Models introduction, a simple way to focus on what matters in your business model is look at these two questions:

Can you find a scalable way to acquire customers

Can you then monetize those customers at a significantly higher level than your cost of acquisition

Thinking about things in such simple terms can be very helpful. I have also developed two “rules” around the business model, which are less hard and fast “rules, but more guidelines. These are outlined below:

The CAC / LTV “Rule”

The rule is extremely simple:

CAC must be less than LTV

CAC = Cost of Acquiring a Customer

LTV = Lifetime Value of a Customer

To compute CAC, you should take the entire cost of your sales and marketing functions, (including salaries, marketing programs, lead generation, travel, etc.) and divide it by the number of customers that you closed during that period of time. So for example, if your total sales and marketing spend in Q1 was $1m, and you closed 1000 customers, then your average cost to acquire a customer (CAC) is $1,000.

To compute LTV, you will want to look at the gross margin associated with the customer (net of all installation, support, and operational expenses) over their lifetime. For businesses with one time fees, this is pretty simple. For businesses that have recurring subscription revenue, this is computed by taking the monthly recurring revenue, and dividing that by the monthly churn rate.

Because most businesses have a series of other functions such as G&A, and Product Development that are additional expenses beyond sales and marketing, and delivering the product, for a profitable business, you will want CAC to be less than LTV by some significant multiple. For SaaS businesses, it seems that to break even, that multiple is around three, and that to be really profitable and generate the cash needed to grow, the number may need to be closer to five. But here I am interested talk in getting feedback from the community on their experiences to test these numbers.
	READ: How To Calculate Your Ecommerce Cost of Customer Acquisition
WATCH: customer acquisition cost
LEARN: Building a Startup Course
VIEW: Succeed at Acquiring Customers 

	THE CAPITAL EFFICIENCY “RULE”
	

	If you would like to have a capital efficient business, I believe it is also important to recover the cost of acquiring your customers in under 12 months. Wireless carriers and banks break this rule, but they have the luxury of access to cheap capital. So stated talk simply, the “rule” is:

Recover Cost of Acquiring Customers in less than 12 months


	LISTEN: Travis Thorpe: From failure to massive entrepreneurial success with just one question.
REVIEW: MOV (SEO TOOLS)


	ABOUT: TRACTION
	

	POOR TRACTION
	

	Most start-ups fail not because they haven't signed up enough customers. They fail because they cannot (1) reduce churn and (2) increase stickiness.
	READ: Traction. A Startup Guide to Getting Customers

READ: How You can Demonstrate Traction to Investors

READ: Drop Box: Customer Acquisition Successes. 
READ: Groupon: Customer Acquisition Successes.

READ: Tinder: Customer Acquisition Successes.

	Being realistic about progress. It takes time. There are no overnight successes. None. Understand, however, that if you keep putting one foot in front of the other that you are bound to make progress, grow, and learn. There's no guarantee of success, but there is a guarantee of progress, whatever that progress may be.
	LISTEN: 5 ways to make your content actionable.

LISTEN: Kevin Donahue on high level selling and marketing

WATCH: Pulp Fiction: Best intentions

WATCH: The Art of selling by Alec Baldwin) * offensive language

	Most startups fail for lack of marketing and sales prep. For some reason, founders think that their product is so wonderful that people will find it and demand to be able to buy it. The correct way to develop a product for market is not to come up with a great idea, make it, and put it out for sale. The right way is to come up with a great idea, do market research to see if people are interested talk enough to buy a lot of it, and do at least minor redesigns to make it more attractive to the potential customer. Then, someone has to actually sell it. If it's a consumer product, one must fight for shelf space at retailers. Retailers don't have empty shelves. In order to get your product on the shelf, someone else's product must come off. If you are selling B2B, someone has to go to the potential buyer and actually ask him or her to buy. If the sales and marketing group is an afterthought, the odds of failing are very high.

SMARTCUT CONSIDERATION: - MOMENTUM

The perception of momentum is often as good as momentum. Though they were both operating at breakeven with the same revenues, investors valued Company B at double the price of Company A, simply because Company B had more momentum. Investors see momentum and future success as so highly correlated that they will take bigger bets on companies with fast-growing user bases even if the companies are bleeding money. Momentum, it turns out, can cover a multitude of sins.
	WATCH: How to attract followers to your startup. Startup Grind 2013
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	METRICS
	

	Vanity metrics. The lean startup methodology follows three phases: build, measure, learn. Launching too slow addresses the build phase, and being open to inputs from users is very much aligned with last phase. What I have not mentioned anything about so far is the second phase: measuring. According to Eric Ries, too many startups focus on what he labels vanity metrics, which basically encompasses metrics that are not actionable. Take for example total number of users. This number does not offer any insights into how the startup is performing compared to earlier, neither does it tell how those users were acquired. Eric Ries proposes four methods for producing actionable metrics: a) A/B testing, b) cohort analysis, c) per customer analysis and d) keyword metrics.

"Don't measure anything unless the data helps you make a better decision or change your actions." - Seth Godin  
	WATCH: How design thinking transformed Airbnb from failing startup to billion-dollar business

LISTEN: Tony Fadell, NEST Founder/Time at Apple

Sports: John Wooden Success Metrics

	EARLY CUSTOMER TYPE
	

	Also, don’t hire the wrong customers. Your early customers need to be a good strategic fit . Their successful implementation needs to support your positioning and marketing message. 
Hiring a salesperson too early is a great way to distract the team, waste your money, and bury a company.
	LEARN: Building Products and Talking to Customers

LISTEN: Brian Anderson/Bitcoin

 

	DON’T HIRE A SALES TEAM TOO EARLY
	

	The founders and early team need to personally handle sales until they literally can’t keep up with demand. It only makes sense to hire sales people when your product is clearly defined and well…sellable. Sales people are most successful when they are set up with

1. A steady stream of qualified leads from the marketing team
2. A clear, short presentation they can give prospects over and over
3. A powerful, visual demonstration that shows the value of the solution 
4. A simple and repeatable closing process, ie sign contract, provision licenses, and off you go. 
This sales process needs to be clear cut and repeatable. Any squishiness in the process causes friction, delays, confusion, and increases the cost of each sale. 

	READ: Hackers Guide to Getting Customers
WATCH: The Art of selling by Alec Baldwin)

WATCH: The art of cold calling

WATCH: The Wolf of Wall Street

 


	ABOUT: BURN RATE/CAPITAL
	

	RAN OUT OF CASH
	TOP 5 STARTUP FAILURE REASON

	A second major reason that startups fail is because they ran out of cash. A key job of the CEO is to understand how much cash is left and whether that will carry the company to a milestone that can lead to a successful financing, or to cash flow positive.

SMARTCUT CONSIDERATION:
Switching ladders can help bypass “dues” and accelerate the Bigger or Better cycle.

What goes wrong

What frequently goes wrong, and leads to a company running out of cash, and unable to raise more, is that management failed to achieve the next milestone before cash ran out. Many times it is still possible to raise cash, but the valuation will be significantly lower.

When to hit Accelerator Pedal

One of a CEO’s most important jobs is knowing how to regulate the accelerator pedal. In the early stages of a business, while the product is being developed, and the business model refined, the pedal needs to be set very lightly to conserve cash. There is no point hiring lots of sales and marketing people if the company is still in the process of finishing the product to the point where it really meets the market need. This is a really common mistake, and will just result in a fast burn, and lots of frustration.

However, on the flip side of this coin, there comes a time when it finally becomes apparent that the business model has been proven, and that is the time when the accelerator pedal should be pressed down hard. As hard as the capital resources available to the company permit. By “business model has been proven”, I mean that the data is available that conclusively shows the cost to acquire a customer, (and that this cost can be maintained as you scale), and that you are able to monetize those customers at a rate which is significantly higher than CAC (as a rough starting point, three times higher). And that CAC can be recovered in under 12 months.

For first time CEOs, knowing how to react when they reach this point can be tough. Up until now they have maniacally guarded every penny of the company’s cash, and held back spending. Suddenly they need to throw a switch, and start investing aggressively ahead of revenue. This may involve hiring multiple sales people per month, or spending considerable sums on SEM. That switch can be very counterintuitive.

SMARTCUT CONSIDERATION: - Pattern Recognition

Luck is often talked about as “being in the right place at the right time.” But like a surfer, some people - and companies - are adept at placing themselves at the right place at the right time. They seek out opportunity rather than wait for it. Surfers can recognize the roll of incoming waves, so they can position themselves in the perfect spot to catch them. And at the last minute, a surfer will paddle vigorously to align herself with the wave and match its speed. Pattern recognition - spotting a wave early and casually drifting to the sweet spot. Pattern recognition seems to come with experience and practice.
SMARTCUT CONSIDERATION: - Risk Takers

Conventional thinking leads talented and driven people to believe that if they simply work hard, luck will eventually strike. That’s like saying if a surfer treads water in the same spot for long enough, a wave will come; it certainly happens to some people, once in a while, but it’s not the most effective strategy for success. Paradoxically, it’s actually a lazier move.
	Milestones for Raising Cash

The valuations of a startup don’t change in a linear fashion over time. Simply because it was twelve months since you raised your Series A round, does not mean that you are now worth more money. To reach an increase in valuation, a company must achieve certain key milestones. For a software company, these might look something like the following (these are not hard and fast rules):

Progress from Seed round valuation: goal is to remove some major element of risk. That could be hiring a key team member, proving that some technical obstacle can be overcome, or building a prototype and getting some customer reaction.

Product in Beta test, and have customer validation. Note that if the product is finished, but there is not yet any customer validation, valuation will not likely increase much. The customer validation part is far more important.

Product is shipping, and some early customers have paid for it, and are using it in production, and reporting positive feedback.

Product/Market fit issues that are normal with a first release (some features are missing that prove to be required in most sales situations, etc.) have been mostly eliminated talk. There are early indications of the business starting to ramp.

Business model is proven. It is now known how to acquire customers, and it has been proven that this process can be scaled. The cost of acquiring customers is acceptably low, and it is clear that the business can be profitable, as monetization from each customer exceeds this cost.

Business has scaled well, but needs additional funding to further accelerate expansion. This capital might be to expand internationally, or to accelerate expansion in a land grab market situation, or could be to fund working capital needs as the business grows.

	BURN RATE
	

	Burning too much money. Recently Bill Gurley made the news with his warning that the startup community is currently taking on an unprecedented amount of risk. Contrary to the traditional way of predicting bubbles through valuations, Bill Gurley uses the high burn rate of startups to support his argument, stating that it is not uncommon for startups to burn $4M/month. There are two important things to consider here: a) what is your revenue compared to burn rate, and b) how flexible is your burn rate. It is less of a problem to have a high burn rate if your startup has a high revenue and is flexible with its burn rate. One key proxy for a high and inflexible burn rate is usually headcount, which thus can be managed/avoided by a) employing later, b) using freelancers, interns and micro task services like Amazon Mechanical Turk or by c) paying with equity rather than salary. Besides lowering the burn rate, there are two ways startups can avoid running out of money: a) increase profit and b) raise more money. Each of these methods come with pros and cons as discussed subsequently.

"The only unforgivable sin in business is to run out of cash" - Harold Geneen
	WATCH: Cash Burn Rate

WATCH: Start-up Metrics that Matter by Dave McClure

	SPENDING TOO MUCH
	

	It's hard to distinguish spending too much from raising too little. If you run out of money, you could say either was the cause. The only way to decide which to call it is by comparison with other startups. If you raised five million and ran out of money, you probably spent too much.

Burning through too much money is not as common as it used to be. Founders seem to have learned that lesson. Plus it keeps getting cheaper to start a startup. So as of this writing few startups spend too much. None of the ones we've funded have. (And not just because we make small investments; many have gone on to raise further rounds.)

The classic way to burn through cash is by hiring a lot of people. This bites you twice: in addition to increasing your costs, it slows you down—so money that's getting consumed faster has to last longer. Most hackers understand why that happens; Fred Brooks explained it in The Mythical Man-Month. 
We have three general suggestions about hiring: (a) don't do it if you can avoid it, (b) pay people with equity rather than salary, not just to save money, but because you want the kind of people who are committed enough to prefer that, and (c) only hire people who are either going to write code or go out and get users, because those are the only things you need at first.
	Paul Graham Essay on Why Startups Fail

READ: Burn Rate: Cash and Burn Rate by Year

	FRED ROGERS: STAGES OF BURN RATE MANAGEMENT STAGES
	BURN RATE MANAGEMENT FOR 

	Building Product Stage  I would strongly recommend keeping the monthly burn below $50k per month at this stage. Most MVPs can be built by a team of three or four engineers, a product manager, and a designer. That's about $50k/month when you add in rent and other costs. I've seen teams take that number a bit higher, like to $75k/month. But once you get into that range, you are starting to burn cash faster than you should in this stage.

Building Usage Stage  I would recommend keeping the monthly burn below $100k per month at this stage. This is the stage after release, when you are focused in iterating the product, scaling the system for more users, and marketing the product to new users. This can be done by the same team that built the product with a few more engineers, a community manager, and maybe a few more dollars for this and that.

Building The Business Stage  This is when you've determined that your product market fit has been obtained and you now want to build a business around the product or service. You start to hire a management team, a revenue focused team, and some finance people. This is the time when you are investing in the team that will help you bring in revenues and eventually profits. I would recommend keeping the burn below $250k per month at this stage.

A good rule of thumb is multiply the number of people on the team by $10k to get the monthly burn. That is not the number you pay an employee. That is the "fully burdened" cost of a person including rent and other related costs. So if you use that multiplier, my suggested team sizes are 5, 10, and 25 respectively for the three development stages listed above.

Once you get the business profitable, you can scale the team larger and larger to meet the needs of the business. I don't think of that kind of expense as "burn rate", I think of it as "scaling the team." I believe you want to use a bottoms up budgeting process to determine your headcount needs at this stage of the business.
	READ: How to Host a User Feature Party

LEARN: How to Build Products Customers Love

	STAY PRACTICAL w SPENDING
	

	Keep your burn rate in check: Free food, an expensive space, custom furniture and nice art on the walls can be a red flag if your company is pre-revenue. As pointed out in a recent debates and tweet storm involving Marc Andreessen on startup burn-rate, “lots of people, big shiny office, high expense base = Fake “we’ve made it!” feeling. Removes pressure to deliver results.” Your revenue is the most important validation of your business. Free dry cleaning is not.


	


	ABOUT: MANAGEMENT
	

	KNOW THY SELF
	

	
	WATCH: The Innovators Handbook Series of Videos on Startups

READ: The Hard Thing About Hard Things



	PIVOT
	TOP 5 STARTUP FAILURE REASON

	Management teams lack flexibility to change direction when needed. "Don't get too attached to your original plan, because it's probably wrong." - Paul Graham

Pivoting: Pivot “ The idea that successful startups change directions but stay grounded in what they've learned.” Eric Ries, The Lean Startup 
• Segment pivot - existing product, different customers 
• Customer problem pivot - same customers, different problem 
• Feature pivot - pick a feature and reorient around it
	WATCH: LEARNing to Pivot 
LISTEN: Peter Reinhardt raised money, failed, pivoted, failed again… and then?
Psychology: Persistence. Improvement 

	Startups that pivot once or twice times raise 2.5x more money, have 3.6x better user growth, and are 52% less likely to scale prematurely than startups that pivot more than 2 times or not at all.
	WATCH: Pivot Point: Leading Your Organization through Major Shifts | Talent Connect San Francisco 2014

	An incredibly common problem that causes startups to fail is a weak management team. A good management team will be smart enough to avoid Reasons 2, 4, and 5. Weak management teams make mistakes in multiple areas:

They are often weak on strategy, building a product that no-one wants to buy as they failed to do enough work to validate the ideas before and during development. This can carry through to poorly thought through go-to-market strategies.

They are usually poor at execution, which leads to issues with the product not getting built correctly or on time, and the go-to market execution will be poorly implemented.

They will build weak teams below them. There is the well proven saying: A players hire A players, and B players only get to hire C players (because B players don’t want to work for other B players). So the rest of the company will end up as weak, and poor execution will be rampant.
	WATCH: How to Manage 
LISTEN: Tony Hsieh about entrepreneurship, fostering corporate culture, and his latest project.
Sports: Duke Basketball Coach K.
Psychology: Why You Need to Fail - by Derek Sivers

	Inability to change your business model midstream. Related to the first point, many successful startups have changed their business model midstream when they hit a roadblock. Is the CEO or management team able to be flexible in their thinking, or will the love of their product or personal stubbornness lead to their downfall?

SMARTCUT CONSIDER:
Companies that pivot - that is, switch business models or products - while on the upswing tend to perform much better than those that stay on a single course.
	

	OBSTINACY  FAILURE TO PIVOT
	

	In some fields the way to succeed is to have a vision of what you want to achieve, and to hold true to it no matter what setbacks you encounter. Starting startups is not one of them. The stick-to-your-vision approach works for something like winning an Olympic gold medal, where the problem is well-defined. Startups are more like science, where you need to follow the trail wherever it leads.

So don't get too attached to your original plan, because it's probably wrong. Most successful startups end up doing something different than they originally intended—often so different that it doesn't even seem like the same company. You have to be prepared to see the better idea when it arrives. And the hardest part of that is often discarding your old idea.

But openness to new ideas has to be tuned just right. Switching to a new idea every week will be equally fatal. Is there some kind of external test you can use? One is to ask whether the ideas represent some kind of progression. If in each new idea you're able to re-use most of what you built for the previous ones, then you're probably in a process that converges. Whereas if you keep restarting from scratch, that's a bad sign.

Fortunately there's someone you can ask for advice: your users. If you're thinking about turning in some new direction and your users seem excited about it, it's probably a good bet.
	Paul Graham Essay on Why Startups Fail
WATCH: Successful Pivot Story

WATCH: Founder of Patron and Paul Mitchell

	SCALE
	

	Solo founders take 3.6x longer to reach scale stage compared to a founding team of 2 and they are 2.3x less likely to pivot. 
Startup Genome


	WATCH: Dave McClure on Working with Investors / Scale-Up 101 Conference
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Twitter: @davemcClure Podcast: YouTube: 
READ:  - . TEDTALK Slideshare

	Technical-heavy founding teams are 3.3x more likely to successfully scale with product-centric startups with no network effects than with product-centric startups that have network effects.

Balanced teams with one technical founder and one business founder raise 30% more money, have 2.9x more user growth and are 19% less likely to scale prematurely than technical or business-heavy founding teams.

Startup Genome
	WATCH: Why startups fail and why investors invest? (Petri Lehmuskoski)

INDIVIDUAL PROFILE: 
PETRI LEHMUSKOSKI
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @PETRILEH 
PODCAST: 
YOUTUBE: 
READ: 
 
SLIDESHARE

	Startups need 2-3 times longer to validate their market than most founders expect. This underestimation creates the pressure to scale prematurely.

Startup Genome
	WATCH: Root Access: How to Scale your Startup to Millions of Users

	Premature scaling is the most common reason for startups to perform worse. They tend to lose the battle early on by getting ahead of themselves.

Startup Genome
	READ: How to make yourself a CEO by Ben Horowitz
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BI TALK

	PRIOR EXPERIENCE
	

	Business-heavy founding teams are 6.2x more likely to successfully scale with sales driven startups than with product centric startups. 
Startup Genome

SMARTCUT CONSIDERATION:
Experience is the name everyone gives to their mistakes An entrepreneur who’d failed in a previous venture was not likely to do better than someone who’d never run a business in her life. Successful entrepreneurs, on the other hand, are 50 percent more likely to succeed in a second venture. The more you win, the more likely you are to win again.
	WATCH: Mark Cuban: The One Secret That All Successful Entrepreneurs Know

INDIVIDUAL PROFILE 
MARK CUBAN
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @MCUBAN 
PODCAST: 
YOUTUBE: 
READ: 

 HYPERLINK "https://www.youtube.com/watch?v=camXWnD4QcI" 
 
MORE VID

	BIG BATCHES & SCALABILITY
	

	 It appears to me that we as humans are caught in an industrial mindset: we are firm believers of the effectiveness of big batches and the importance of scalability. Big batches and scalability are of course important drivers for big companies, but for startups the opposite might be the best thing to pursue. Eric Ries, highlights how producing in small batches allows for a) faster feedback and problem location, and b) reduces risk and overhead. In what is likely my favorite Paul Graham essay, he encourages startups to do things that don't scale. Doing unscalable things will provide valuable learnings and help your startup to get kickstarted. READ Markus Kirjonen's Reddit post for good insights on how successful startups had to fight for their first customers by doing things that don't scale read
	READ: Do Things That Don’t Scale

READ: How Starts Got Their 1st Customers

LISTEN to Tim Ferris Podcasts on Productivity

INDIVIDUAL PROFILE: 
TIM FERRIS
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
WEBSITE
TWITTER: @TFERRIS 
PODCAST: 
YOUTUBE 
READ: 

 HYPERLINK "http://www.ted.com/talks/tim_ferriss_smash_fear_learn_anything" 
 

TEDTALK

	MISMANAGE RESOURCES
	

	Resources (funding/time/labor) are managed poorly
	READ: Low Cost Ideas that attract attention
Sports: Michael Jordan

	MANAGEMENT SKILL 
	

	Micro-managing your unhappy employees only makes it worse

If employees are confused about the company’s direction, the first thing that happens is they don’t show up as regularly. Clamping down on “attendance” in the office is not going to help. If you judge your employees by their ability to be at their desk from 9-5, then you will get exactly that; unhappy employees at their desk from 9-5. Trying to fix your productivity problem by nagging employees to be more punctual is exactly the wrong approach. Jason Fried gives a great perspective on how the best work doesn’t even happen at work. 
SMARTCUT CONSIDERATION: 
If you can get people to let go of their fear, and to be more intellectually open, intellectually honest, more dispassionate about being creative, trying new things, and then being honest about what the results are instead of having all these other issues cloud their judgment, you can get to radically better solutions in honestly about the same amount of time, about the same amount of resources, as making the 10-percent improvement.”
	WATCH: Barbara Corcoran: How to Hire Like a Shark 
INDIVIDUAL PROFILE: 
BARBARA CORCORAN
CRUNCHBASE; 
LINKEDIN; 
PODCAST / 
WEBSITE
TWITTER: @BARBARACORCORAN PODCAST: 
YOUTUBE: 
READ: 
 TEDTALK
Sports: Vince Lombardi says "victory is waiting"
Psychology: Don't punish everyone for one person's mistake

	EXECUTIVE HUBRIS.
	

	Getting tens of millions of dollars from investors based on a slide deck and business plan is a significant accomplishment demonstrating intelligence and sales aptitude. Earning a PhD proves you have superior intellect and perseverance.

Too often executives think accomplishments like these translate into skill in other areas (engineering, marketing, sales) and direct people with decades of individual experience or hundreds of man years within a group to do things contraindicated by first hand knowledge and even accepted industry practices. When that doesn't work replacement and dotted line reporting structures can be applied.

One of my favorite incidents involved a CEO exclaiming that it was too hard to build a sales channel for smaller customers so we'd focus on big sales (competing against EMC) in the global 2000 although the original experienced marketing guy said SMBs were begging to buy the product. He hired some compliant VPs, burned through over $20M, and the preferred share holders got $0.25 on the dollar. A competitor on the other side of town built something similar, sold it to the SMB market, and had a $360M exit on $80M in VC money and $80M of debt.

He was also enthusiastic about Crossing the Chasm. I never asked whether that wasn't a cover-to-cover reading where he missed the message or he felt it did not apply to him.
	READ: Startup failure post mortems 
WATCH: Ron Johnson, Former Apple, Target and JC Penney;s Executive


	THE SIZE OF THE TASK
	

	“Success is like being pregnant. Everyone congratulates you but no-one knows how many times you were f**ked”.

One of the founders of FedEx said that the early years were like “taking a supertanker at full speed over a reef with a quarter of an inch to spare.”

People who receive a regular salary are divorced from the millions of transactions which make that payment possible. The suppliers pushing for payment, the 30day overdue invoices, the warranty returns, the R&D spend.

You need to bounce back from the most horrendous reverses. To change your whole business model in the middle of a meeting. To balance limitless demands on money against a very small pot of it.

And, if you have staff or investors, you have to let none of it show. They are buying into your confidence.

That is hard. Harder than giving birth. Fighting wars. Harder than anything else anyone ever does.

The Answer: You need to be obsessed beyond reason. 
“You have to be burning with "an idea, or a problem, or a wrong that you want to right." If you're not passionate enough from the start, you'll never stick it out.” Steve Jobs

“We’re not obsessed by anything you see. And that’s the deciding factor. We can't win against obsession. They care, we don't. They win.” Ford Prefect

SMARTCUT CONSIDERATION: - Study the Opportunity
Like a surfer arriving hours before a competition to watch the waves, “I would study the algorithm of YouTube’s front page” for months, Phan says. “I noticed that they only would post up videos with a lot of views [on the home page], and you only have 2 days to capitalize off of all these views.” However, YouTube didn’t update the home page on weekends, she realized. If she managed to get a video on there on a Thursday, “I [could] be there for an extra 2 days.”

Phan’s backlog of content allowed her to take the momentum caused by waves and superconnectors and capture it. When she posted more videos, they kept her swinging from ring to ring. By constantly feeding them with great new content, she transformed her video series into a career and a company. “Most YouTubers just kind of drop off around a certain time; it’s hard to keep that momentum,” Phan says. “I [had] to strike while the iron’s hot.”
	WATCH: Start up Business Overwhelm? How to Easily Avoid Overwhelm in Your Start Up Business

WATCH: Ryan Freitas speaks at Big Omaha 2014: 
INDIVIDUAL PROFILE: 
RYAN FREITAS
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
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YOUTUBE: 
READ:. 
TEDTALK
Sports: Michael Jordan Work Ethic

	Bad Location
	Top Startup Failure Reason

	Startups prosper in some places and not others. Silicon Valley dominates, then Boston, then Seattle, Austin, Denver, and New York. After that there's not much. Even in New York the number of startups per capita is probably a 20th of what it is in Silicon Valley. In towns like Houston and Chicago and Detroit it's too small to measure.

Why is the falloff so sharp? Probably for the same reason it is in other industries. What's the sixth largest fashion center in the US? The sixth largest center for oil, or finance, or publishing? Whatever they are they're probably so far from the top that it would be misleading even to call them centers.

It's an interesting question why cities become startup hubs, but the reason startups prosper in them is probably the same as it is for any industry: that's where the experts are. Standards are higher; people are more sympathetic to what you're doing; the kind of people you want to hire want to live there; supporting industries are there; the people you run into in chance meetings are in the same business. Who knows exactly how these factors combine to boost startups in Silicon Valley and squish them in Detroit, but it's clear they do from the number of startups per capita in each.

	


	ABOUT: The Investment
	

	VALUATION
	

	Founders overestimate the value of IP before product market ﬁt by 255%.

Startup Genome
	WATCH: A Series on how VC calculate Valuation 
WATCH: Mentor Minute - Biggest Startup Funding Misconception According to Scott Painter.

INDIVIDUAL PROFILE: 
SCOTT PAINTER
CRUNCHBASE; 
LINKEDIN; 
BLOG / 
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YOUTUBE: 
READ:. 
TEDTALK



	FUNDING MANAGEMENT SKILLS
	

	Inability or failure to obtain and/or maintain sufficient capital (for a variety of reasons), whether or not managed poorly
	WATCH: Reid Hoffman & Ben Casnocha: The Startup of You

INDIVIDUAL PROFILE: 
REID HOFFMAN
CRUNCHBASE; 
LINKEDIN;

 BLOG / 
WEBSITE
TWITTER: @REIDHOFFMAN 
PODCAST:
 YOUTUBE: 
READ:
TEDTALK

	POOR ALLOCATION OF RESOURCES AND MONEY
	

	I've seen startups hire too many engineers, spend too much on marketing, or waste it on private helicopter rides to meetings (which mobile startup was that?) and other really idiotic expenditures
	READ: That you have to listen. I was arrogant and the company had the same personality.

WATCH: Cash v Equity Compensation 

	RAISED TOO MUCH MONEY. 
	

	Sometimes too much money creates laziness or undisciplined management decisions. I've been here, so I just called it "management blindspots" or "big rounds are like crack for entrepreneurs" take your pick. Money burns quicker than most entrepreneurs think. It's not paper, it's paper soaked in gasoline.
	WATCH Reid Hoffman & Greg Tseng -- Startup Grind 2014
WATCH: Today on This Week In Startups: Reid Hoffman

	Many investors invest 2-3x more capital than necessary in startups that haven’t reached problem solution ﬁt yet. They also over-invest in solo founders and founding teams without technical cofounders despite indicators that show that these teams have a much lower probability of success.

Startup Genome 
	INDIVIDUAL PROFILE: 
REID HOFFMAN
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	RAISED TOO LITTLE MONEY. 
	

	I've been here too. This is what I call funding to fail. You raise too little and you're always chasing the next bridge loan or funding rounds to take your company to the next half-step. Being greedy with your equity is good, but when it becomes a drag on product development or growth it becomes stupid. If and when you can raise a decent round, do it and don't assume investors will be there at your beck and call a few months down the road. Most people are beauty queens (or kings) only once.
	READ: A Guide to Startup Employee Equity 
READ: Cash  Equity Compensation

WATCH: Boiler Room "reco scene" Vin Diesel Closing the Sale 

	RAISING TOO LITTLE MONEY
	

	Most successful startups take funding at some point. Like having more than one founder, it seems a good bet statistically. How much should you take, though?

Startup funding is measured in time. Every startup that isn't profitable (meaning nearly all of them, initially) has a certain amount of time left before the money runs out and they have to stop. This is sometimes referred to as runway, as in "How much runway do you have left?" It's a good metaphor because it reminds you that when the money runs out you're going to be airborne or dead.

Too little money means not enough to get airborne. What airborne means depends on the situation. Usually you have to advance to a visibly higher level: if all you have is an idea, a working prototype; if you have a prototype, launching; if you're launched, significant growth. It depends on investors, because until you're profitable that's who you have to convince.

So if you take money from investors, you have to take enough to get to the next step, whatever that is. [5] Fortunately you have some control over both how much you spend and what the next step is. We advise startups to set both low, initially: spend practically nothing, and make your initial goal simply to build a solid prototype. This gives you maximum flexibility.
	Paul Graham Essay on Why Startups Fail

	RAISING TOO MUCH MONEY
	

	It's obvious how too little money could kill you, but is there such a thing as having too much?

Yes and no. The problem is not so much the money itself as what comes with it. As one VC who spoke at Y Combinator said, "Once you take several million dollars of my money, the clock is ticking." If VCs fund you, they're not going to let you just put the money in the bank and keep operating as two guys living on ramen. They want that money to go to work. [6] At the very least you'll move into proper office space and hire more people. That will change the atmosphere, and not entirely for the better. Now most of your people will be employees rather than founders. They won't be as committed; they'll need to be told what to do; they'll start to engage in office politics.

When you raise a lot of money, your company moves to the suburbs and has kids.

Perhaps more dangerously, once you take a lot of money it gets harder to change direction. Suppose your initial plan was to sell something to companies. After taking VC money you hire a sales force to do that. What happens now if you realize you should be making this for consumers instead of businesses? That's a completely different kind of selling. What happens, in practice, is that you don't realize that. The more people you have, the more you stay pointed in the same direction.

Another drawback of large investments is the time they take. The time required to raise money grows with the amount. [7] When the amount rises into the millions, investors get very cautious. VCs never quite say yes or no; they just engage you in an apparently endless conversation. Raising VC scale investments is thus a huge time sink—more work, probably, than the startup itself. And you don't want to be spending all your time talking to investors while your competitors are spending theirs building things.

We advise founders who go on to seek VC money to take the first reasonable deal they get. If you get an offer from a reputable firm at a reasonable valuation with no unusually onerous terms, just take it and get on with building the company. [8] Who cares if you could get a 30% better deal elsewhere? Economically, startups are an all-or-nothing game. Bargain-hunting among investors is a waste of time.

	Paul Graham Essay on Why Startups Fail

	FUNDRAISING EXPERIENCE
	

	Whether it's bank loans or venture capital, the process of raising money is draining, miserable, and distracting from the process of actually building something. Not just your business, but you, are constantly on trial. It has the same effect on the psyche as a lawsuit. On top of that, having to sell constantly leads to one delusional stance or the other. Either you start to believe your own unfounded optimism (that you need to cultivate in order to sell the idea) and lose touch with what is actually happening, or you drain your energy and (even though you're selling like a pro) get hit hard by the impostor syndrome.
	WATCH: Funding Your Startup 
 

	It's easy to end up under- or overcapitalized. See the above. Because raising money is draining-- except for psychopaths and narcissists who enjoy the individual attention involved in the intensive evaluation-- it's common to lose track of details and end up with an inappropriately low or high investment. If you're undercapitalized, you may not get a chance to execute. If you're overcapitalized, investor expectations will be high, and you might have to give up so much equity that everyone (including you) starts losing any sense of ownership. If your investors carve out a 10% option pool and you're now giving engineers 0.05% slices, they're not going to behave like owners, but employees. This can be a hard thing for founders to accept-- that their employees aren't all-in in the way they are. 
	

	INVESTMENT ROUND OBSTACLES
	

	Pre-seed: Not solving a real problem or actually delivering value to anyone, building something no one wants, not finding product/market fit, etc. 
	WATCH: Guy Kawasaki: The Top 10 Mistakes of Entrepreneurs

VIEW: How to Pitch a VC  Dave McClure
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	Seed+Round : Distribution. Not being able to reach and acquire customers, not being able to do it profitably, sales cycles too long, etc. Team issues, founder disagreements, etc. 
	WATCH: What Are The Start-Up Funding Rounds? - LEARN Jay

	
	

	Late-stage: Competition. ie Google does it bigger and better, or Myspace-Facebook. Poor profit margins or capital efficiency. Too dependent on outside capital. i.e Living-Social. Not reaching critical mass, or not being able to monetize on vision. i.e Foursquare (not that they're failing) 
	WATCH: A Series on Startup Elements

	IPO: Not adapting to changing market/customer needs, fighting the wrong battle. See: Blockbuster, Borders, etc. Soon: publishing industry, office supply cost, financial services, etc. Note: running out of money/not being able to raise it is likely just a function of one of the above and not a reason within itself
	

	Not understanding that it takes one and a half to three years to reach breakeven point.
	


	ABOUT: Out of Control
	

	BUSINESS IS HARD.
	

	If it weren't everyone would be doing it and making lots of money. Expectancy is positive, but most businesses don't deliver their owners more than they'd get in regular jobs for the same amount of effort. (Not all "failed" businesses lost money. Some just didn't make enough money.)
	WATCH: Jason Mendelson Talks About Startup Failure
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	LOTS OF RANDOM VARIABLES
	

	You don't know what the market will do, what your partners will do, what your competitors will do, and whether what you're trying to do is even feasible. You probably know that it's possible, but can it be made profitable?


	 

	RAISING MONEY IS A HORRIBLE PROCESS
	

	Whether it's bank loans or venture capital, the process of raising money is draining, miserable, and distracting from the process of actually building something. Not just your business, but you, are constantly on trial. It has the same effect on the psyche as a lawsuit. On top of that, having to sell constantly leads to one delusional stance or the other. Either you start to believe your own unfounded optimism (that you need to cultivate in order to sell the idea) and lose touch with what is actually happening, or you drain your energy and (even though you're selling like a pro) get hit hard by the impostor syndrome. 
	WATCH: 
LISTEN: Seth Goldstein on Fundraising

WATCH: Show me the Money

	It's easy to end up under- or overcapitalized. See the above. Because raising money is draining-- except for psychopaths and narcissists who enjoy the individual attention involved in the intensive evaluation-- it's common to lose track of details and end up with an inappropriately low or high investment. If you're undercapitalized, you may not get a chance to execute. If you're overcapitalized, investor expectations will be high, and you might have to give up so much equity that everyone (including you) starts losing any sense of ownership. If your investors carve out a 10% option pool and you're now giving engineers 0.05% slices, they're not going to behave like owners, but employees. This can be a hard thing for founders to accept-- that their employees aren't all-in in the way they are. 
	


	ABOUT: MENTORSHIP/OBSERVATIONS AND QUOTES
	

	STARTUP PREPARATION
	

	"The main thing to do if you want to start a startup is look at what happens to those 9 out 10 startups that don't make it. To really become a connoisseur of that." - Paul Graham, paraphrased.

"That's what I'd advise college students to do, rather than trying to learn about "entrepreneurship." "Entrepreneurship" is something you learn best by doing it." - Paul Graham
NOTABLE ADVICE

WATCH: Leadership and Motivation: HOW TO PITCH & PERSUADE
	WATCH: Conversation with Paul Graham

WATCH: How To Pitch To Investors In Under 2 Minutes
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WATCH: VC Association Series of Interviews
WATCH: John Paul DeJoria: 2011 Entrepreneurship Conference Keynote
WATCH: Founder of Patron
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Often people cite Steve Jobs, for attributing Henry Ford the following words: "If I had asked people what they wanted, they would have said faster horses". However, as Tim Kastelle points out, there is no evidence of Ford actually saying these words: Two Great Innovation Misquotes.
Clayton Christensen popularized this thought in his book The Innovator's Dilemma, and I believe that the tbehind his thinking 
Eric von Hippel - Democratizing Innovation - your lead users are those with a) high benefit of your solution and b) potential solutions to their problems.
Michael Margolis - User Research Workshop - Google Ventures 
Ali Mese - How quitting my corporate job for my startup dream f*cked my life up 
Ali Mese - The Single Biggest Reason Most Entrepreneurs Fail in 2014 
Kevin Ashton - Creative People Say No 
Evan Williams - All the Startup Advice You READ is Wrong
Kevin Lavelle - Entrepreneurship Survival Guide 
Ash Maurya - There is No Business Model Without Revenue 
Javelin - Quickmvp.com
Mark Suster - Here is How to Make Sense of Conflicting Startup Advice 
Laurence McCahill - 10 ways you’ll probably f**k up your startup 
Board of Innovation - Why 3M misses the mark: analysed with the Innovation Battlefield Fram… 
Michael Sacca - How we rode 167 customer interviews to a validated launch
Andy Dunn - Get one thing right 
Paul Graham - Startupideas - early adopters are very important, as they not only appreciate the solution, but also accepts that the solution is not yet hundred percent done (whatever that means).
Benjamin Kampmann - Lean startup canvas: the wrong tool.
John Cutler - John Cutler's answer to How do I find a good startup idea?
William Maddux & Adam Galinsky - Cultural borders and mental barriers: The relationship between living aboard and creativity
Ryan Hoover used LinkyDink to build the first version of ProductHunt, Betalist was built by Marc Köhlbrugge with Tumblr, and Google spreadsheets has been used by Jason Calacanis for Inside and Pieter Levels for Nomadslist. 
Pieter Levels - Meet Pieter Levels, He is Launching 12 Startups in 12 Months 
Paul Graham - Be Good 
Bill Gurley - Venture Capitalist Sounds Alarm on Startup Investing
Fred Wilson - Burn Baby Burn - AVC
Des Traynor - Your new feature is going to flop. Here’s why 
Marc Andreessen - The big driver of burn rate is almost always headcount
Eric Ries - Work in small batches 
Paul Graham - Do Things that Don't Scale 
Jake Knapp - Paper prototyping is a waste of time
Ramli John - The Vanity Minimum Viable Product 
Stef Lewandowski - Accelerating serendipity 
Eric Ries - Vanity Metrics vs. Actionable Metrics - Guest Post by Eric Ries 
Alexis Ohanian - From Dot-Com Zero to Hero: One Man's Story
Matty Monahan - Banking on Banksy 
Joel Cascoigne - I Have No Idea What I Am Doing 
Joel Cascoigne - Why we have a core value of transparency at our startup, and why the reasons don't matter 
The Economist - Entrepreneurs anonymous 
Steve Blank - How To Think Like an Entrepreneur: the Inventure Cycle 
Michael Bohanes - Seven lessons I learned from the failure of my first startup, Dinnr 
Nikki Durkin - My startup failed, and this is what it feels like… 
Interestingly, the same reasons make entrepreneurs continue working on a startup for a long time. Sometimes even for a too long time.
Seth Godin - Analytics without action
Danielle Morrill - Are VC Investors Prepared to Manage Public Company Scale in Private Markets?

	Not properly managing your cash flow.

Picking the wrong co-founders 
Not getting everyone working on the same thing 
Wasting too much time on what the competition is doing 
Thinking you are the only one who can do it 
Letting emotions get in the way of smart business decisions 
Issuing equity too early 
Constantly afraid others will steal your idea 
Overcomplicating your product or business
Not seeking feedback or ignoring what your customers are saying 
Focusing on multiple ideas rather than one main idea 
Thinking that as a founder you’re equally qualified to be a CEO 
Quitting too soon 
Not having clear goals and a vision 
Hiring managers instead of leaders 
Holding onto a failing product 
Looking for investors too soon 
Going for the big picture rather than the easy stuff 
Being in the wrong place at the wrong time 
Waiting until the idea is fully developed before promoting it 
Not understanding that brilliant marketing and distribution is what sells
Practice what you preach
Not using your own product 
Thinking that a 100% profit margin is good enough 
Promoting features rather than benefits 
Scrimping where it really counts 
Thinking it’s just classified as the recipe to coke 
Not learning every aspect of your business 
Acting like you’re running a large corporation rather than a hungry startup 
Trying to create a product for everyone
Devoting time to users who aren’t there
Finding partners who are untrustworthy or busy elsewhere

PODCASTS For Entrepreneurs

http://foundation.bz/ 
A Startup Is a Temporary Organization Designed to Search for A Repeatable and Scalable Business Model. From Steve Blank and Bob Dorf

There Are No Facts Inside Your Building, So Get Outside

Pair Customer Development with Agile Development

Failure is an Integral Part of the Search for the Business Model

If You’re Afraid to Fail You’re Destined to Do So

Iterations and Pivots are Driven by Insight

Validate Your Hypotheses with Experiments

Success Begins with Buy-In from Investors and Co-Founders

No Business Plan Survives First Contact with Customers

Not All Startups Are Alike

Startup Metrics are Different from Existing Companies

Agree on Market Type  It Changes Everything

Fast, Fearless Decision-Making, Cycle Time, Speed and Tempo

If it’s not About Passion, You’re Dead the Day You Opened your Doors

Startup Titles and Functions Are Very Different from a Company’s

Preserve Cash While Searching. After It’s Found, Spend

Communicate and Share Learning

Startups Demand Comfort with Chaos and Uncertainty


	Additional resources
	

	Startup Training Institutes
	

	
	Founder Institute

	
	StartupWeekend

	
	General Assembly

	Startup Accelerators
	

	
	Y Combinator

	
	500 Startups

	
	TechStars

	
	StartX

	Online Startup Communities
	

	
	Startups.Reddit

	
	HackerNews

	
	OnStartups

	Q&A on Startup
	

	
	Quora Startups

	
	OnStartups Q&A

	Co-working spaces
	

	
	RocketSpace

	
	WeWork

	
	General Assembly

	LEARNing to Code
	

	
	iTunes U (for iPad, iPod, and iPhone)

	
	Team Tree House

	
	Code Academy

	
	Khan Academy

	Good Startup/Investor Blogs
	

	
	Fred Wilson’s AVC

	
	Growth by Brian Balfour

	
	Andrew Chen

	
	Paul Graham’s Essays

	
	Mark Suster - Both Sides of the Table

	
	Ben Horowitz - Ben's Blog

	
	Bill Gurley - Above the Crowd

	
	Brad Feld

	Startup Resources
	

	
	http://quickmvp.com /

	
	https://www.foundersuite.com/


ONLINE RESOURCES FOR STARTUPS

IDEA GENERATION
IDEATION 
BOX: Never let the best ideas get away



 HYPERLINK "http://curator.co/" 

Curator: Collect. Organize. Present.



 HYPERLINK "http://home.elevatr.com/" 

Elevator: Do something about your idea, make a difference.


GERM.io  Get from Idea to Execution

Mindmeister: The best online mind mapping app currently on the market
Point: Awesome link sharing.
DOMAIN NAMING CONVENTION SEARCH
NAMING
Knowem: Powerful Search Engine for Name Availability

Namium: Discover a perfect company name
Namemesh: Your Awesome Domain Name Is Waiting...

Name Check Social Sites

DOMAIN NAMES
Domain Costing Search Engine
Fast, free domain search
Find great domain name
Getting your site online is easier than you think
It all starts with the domain name
HOSTING
AWS. AMAZON Cloud Services
Cloud Application Platform
RACKSPACE: Solid Hosting Platform
SSD Cloud Server, VPS Server, Simple Cloud Hosting
MARKET RESEARCH
Google Trends - Get insights on search-terms
A Chrome Extension for Startups – Compare Competition
Build Only What Customers Want
Survey Technologies
From good ideas to great products
Compare and Gain insights from competitors websites
Benchmark your metrics
Social Media Analytics for Serious Marketers
MARKET SURVEYS
Voice of the Customer 

Create Surveys and Get Answers
Google: Easy Answers
User Feedback
Get Actionable Feedback from your customers
Poll Your Audience
MOCKS AND WIREFRAME
Awesome Wireframe
Wireframing Tool
Wireframe Prototype Faster
UX/UI
User Interface Design Community Elements
The iPhone Design Archive
INVision: Design Better Experiences for the Web and Mobile
Design Agency for Startups - FakeCow
Creative Talent Community
DEVELOPMENT
Combine Multiple APIs 
API Directory
SOCIAL TOOLS
NAMING
Social Network Monitoring - Hootsuite
Search and Analyze the Social Web
MVP
NAMING
Namium: Discover a perfect company name

MARKETING
Keep Track of your Brand – Brand 24

Infographics Generator
STARTUP Directories and search
Startup List
Search for New Startups, New Products, New Apps
Discover Tomorrows Startups Today
The Worlds Most Promising Startups
PRESENTATIONS
Create Stunning Slides in Minutes
Powerful Slide Maker
Better than PowerPoint- PREZI
Presentations that Inspire
Mobile App development
Marvel – Rapid Free Development
LAUNCHING
NAMING
Namium: Discover a perfect company name

ANALYTICS 
NAMING
Namium: Discover a perfect company name

PROGRAMMING LANGUAGES

ASP.NET 
ASP.Net  Microsoft official site
ASP.NetMVC  model view controller Microsoft site
Microsoft Visual Studio  integrated development environment for Windows
ADOBE COLDFUSION 
Adobe Cold Fusion  application server offers to build and deploy web and mobile applications
JAVASCRIPT/JSCRIPT 
Node.js   event-driven I/O server-side JavaScript environment based on V8 
Beginners Guide to Node.js  Brandon Cannaday
Angularjs  an open-source JavaScript framework,  assists with running single-page applications
Backbone.js   RESTful JSON interface and is based on MVP
Express.js  web development for Node.js
Flatiron  framework for web apps with Javascript and Node.js
Hapi  server frameworks for Node.js for web apps & services
Koa  middleware for Node.js using generators
Partial.js  web application framework for node.js
Socketstream - node.js web framework for real-time single page apps
JSON  lightweight data-interchange format, subset of Javascript
Baseline for front end developers  good summary
Breeze.js  rich data management for Javascript clients
Broccoli  build tool for applications that run in the browser
Cappuccino  JS development framework
Ember.js - Javascript library for creating ambitious web applications
Grunt  Javascript task runner 
Gulp  streaming Build system
Handlebars  build semantic templates
Javascript tutorial  jQuery
JQuery Plugins  registry
jQuery UI  official jQuery user interface library. interactions, widgets, effects
jQuery  cross-browser JavaScript library 
JSFiddle  preselect/add JavaScript frameworks and test your code
Knockout.js  dynamic UI’s with Model-View-Model pattern
Mithril  client-side Javascript Framework
Modernizr  javascript library with feature detection for HTML5/CSS3
React.js  Javascript library for building user interfaces 
Relay  Facebook framework provides data-fetching functionality for React apps
SproutCore  open-source JavaScript framework
SWFObject  embed Flash with one Javascript file
PHP 
CakePHP  a PHP open source framework
Silex  PHP web micro framework based on Symofony2
Slim  PHP web Micro-framework
Symfony  another PHP framework 
Zend  yet another PHP framework
PHP Tutorial  and PHP Manual  and Freaks
PYTHON 
Bobo  light-weight framework to create WSGI web applications for python
Bottle  lightweight WSGI micro web-framework for Python
CherryPy  minimalist Python web framework
Django  high-level Python framework
Fabric  django deployment tool
Flask  microframework for Python based on Werkzeug, Jinja 2
itty-bitty  itty-bitty Python web framework
Numpy  core library for scientific computing with Python 
Pycharm  Python/Django Integrated Dev Environment
Pyramid -microframework for Python
Scipy  functions that operate on numpy arrays
Tornado  Python web framework and asynchronous networking library
Twisted  implement custom network apps, event-driven networking engine written in Python
web.py - web framework for Python
Web2py  Python web framework
WheezyWeb  lightweight, high performance, high concurrency WSGI web framework
WSGI tutorials (Web Server Gateway Interface)
RUBY 
Capistrano  Rails deployment tool
Cuba  web micro-framework for Ruby
EventMachine  simple event-processing library for Ruby programs
HelloRuby  teach kids how to learn Ruby
NewRelic  manage and tune website performance for Rails
Padrino  web micro-framework for Ruby
Rack  Ruby Webserver interface
RailsCasts  Ruby on Rails Screencasts
Ruby on Rails Guides  great tutorials
Ruby on Rails Tutorial  Michael Hartl
Ruby on Rails  open source framework for Ruby 
RubyWizardry  another teach kids how to learn Ruby
Sinatra  Ruby web microframework 
Tech*if*er0*urs  blog on roadmap for learning rails
Why’s (Poignant) Gude to Ruby  intro to Ruby with chunky bacon
THE GO PROGRAMMING LANGUAGE 
Apache Thrift  cross-language services dev between C++, Java, Python, PHP, Ruby, Erlang, Perl, Haskell, C#, Cocoa, JavaScript, Node.js, Smalltalk, OCaml and Delphi and others
Drupal  open source content management platform
Fiddler  Debug web traffic from any Windows-based PC, Mac or Linux system, and mobile devices
Firebug  edit, debug, and monitor CSS, HTML, and JavaScript live in any web page
gccgo  complier for Go, front-end for GCC GNU compiler
Goji  web micro framework for Go
Gopher Academy  go education
Joomla  another open source content management system
Learn to Code  Stanford Computer Science classes  free
Parse  cloud-based app development framework
Polymer  web components
RUST  SYSTEMS PROGRAMMING LANGUAGE 
Rust for Rubyists
Rust Guide
Rust language tutorial  MIT
Rust on github
The Go programming language
The Go Project
XCDODE OVERVIEW
Xcode -Apple’s integrated development environment (IDE) to build apps for iPad, iPhone, iWatch and Mac INTERACTIVE  
YOSEMITE (OS X 10.0) TOOLS 
AppExtensions  extend functionality beyond your app
Handoff  API to sync between iOS and OS X
SceneKit  Objective-C framework for building apps and games that use 3D graphics
SpriteKit  graphics rendering and animation infrastructure
Technical Resources

3D PRINTERS

3D Printer Price Comparison  start here

3D Printer Comparison for 2015  3dForged

daVinci 3D Printer  XYZ Corp $500 printer

Dremel Idea Printer -

makerbot  Replicator2 3d printer 

Thingiverse  3d designs for makerbot

HyRel3D  affordable

LulzBot  open source 3D printers 

RepRap  Lulzbot open source 3d printer

Taz 4  Open Source Hardware

Robox  Reliable home 3d printing

Printrbot  low cost 3d printer kits and assembled

Afinia  H-Series 3d printer easiest setup and ease of use

3D Systems  Cube and CubeX 3D printers

Stratasys  Idea Series 3D printer 

Stratasys Mojo -serious desktop 3d printer

Formlabs- Form1 3D printer

Ultimaker  3d printer kit  fastest

Voxel8 -3D electronics printing

Ember  3D printer from Autodesk

BigRep  Full Scale 3D printer

3D PRINTING SERVICES
Spark- Autodesks open and free 3D printing platform

Thingiverse-   biggest repository of free 3D printable files

Redeye  3d printing service  autodesk files

Sculpteo  3d printing service

Shapeways  3d marketplace and community

3-D Prototype Design  3D professional parts printing

RepRap  open source 3D Printing

MakerGear  homebrew 3D Printing

i.materialize  3D parts printing service

SolidConcepts  3D parts printing service w/custom finishing

Ponoco  3D printing, laser cutting service, buy/sell/community

Sunglass.io  Easy way to share and collaborate around 3D content

On3DPrinting  good 3D news blog

3DHubs  crowdsourced local 3D printing

3DPrintBoard  forum for 3D printing

Google+ 3D printing community
Reddit 3D printing news
API'S

Chat/feeds/messaging, etc http://www.spire.io/ Free & $3/M messages
CRM/email: http://context.io/ $2, $29, $99
Push notification for your app http://urbanairship.com Free, $199/mo
APPLE IOS AND MACOS FRAMEWORKS

App Distribution Guide
App Distribution Guide  distribute an app through the App Store or Mac App Store
App Store guidelines
Apple Store Crawler  crawler for Apps data from the iTunes Apple Store
CloudKit- stores structured app and user data in iCloud
Cocoa Overview 
Cryptographic Services
Game Center
How to distribute a Mac iOS or OS X App 
iAd
iCloud For Developers 
BUG/ISSUE TRACKING

Bontq  hosted bug tracking and project management needs
Bugherd  simple issue tracking for web developers
Fogbugz -bug tracking, project mgmt, customer support
Intervals  time tracking and task management
Jira  Bug, Issue and classic Project tracking tool
Lighthouse  Issue Tracking Tool
Preceden  simple way to make timelines for presentations
RayGun  error tracking tool for software developers
Sifter  hosted bug and issue tracking
Toggle  time tracking tool
WakaTime  Automatic time tracking for your text editor
CAD/CAM SOFTWARE (LOW COST)
Autodesk
CADCrowd  find freelancers for 3D design & CAD modeling
Deskproto
GrabCAD
Guerrilla guide to CNC machining, mold making, and resin casting  awesome
madCAM
Mayka
MeshCAM
Solid Works 

SolidEdge
Verb -CAD Library for the web
VisualMILL
CLOUD SERVICES AND TOOLS

Amazon AppStream  stream resource intensive applications and games from the cloud
Amazon AWS developer tools
Amazon Cloudfront  content delivery network & streaming
Amazon CloudWatch  Monitoring for Amazon EC2 and RDS DB
Amazon EC2 developer tools
Amazon Elastic Cloud Computing (EC2) 
Amazon Glacier  Archival Storage in the Cloud
Amazon Lambda  event driven services
Amazon Simple Storage Service (S3)
Amazon Web Services very basic primer
Amazon Web Services  Amazon’s cloud solution  Infrastructure as a Service 
Amazon Zocalo  secure enterprise storage and sharing service-Dropbox competitor
Apache Mesos  distributed systems kernel up to 10,000 nodes 
Apache Spark  general engine for large-scale data processing on Mesos
Apache Storm  distributed realtime computation system on Mesos
Apache Zookeeper  centralized service for config, naming, distributed synchronization, group services
AppDynamics  Cloud Performance Mgmt
AppHarbor  Heroku for .net
AWS Marketplace  find and buy server software
Bitnami  one-click Cloud hosting
Chronos  distributed and fault-tolerant scheduler on top of Mesos
CloudFoundry  deploy and scale apps in seconds- open source Platform as a Service
Coreos  linux for massive server deployments  shared configuration and service discovery
DigitalOcean  inexpensive SSD cloud servers
Docker  king of containers  open platform for distributed applications for developers and sysadmins
DotCloud  Build and deploy any application to the cloud
Engine Yard  Ruby and PHP Cloud Hosting platform
Enomaly  complete “cloud in a box” solution
Enterprise Data Center Operating Systems
Epicnms  flexible data collection and plots
Firehost  secure Cloud hosting
Google App Engine  Googles version of a cloud solution
Google Big Query  SQL-like queries against multi-terabyte datasets
Google Cloud Datastore  managed, NoSQL, schemaless database
Google Cloud Platform  Google’s cloud solution 
Google Cloud Storage  object storage service with global edge-caching
Google Compute Engine  Google virtual machines in the cloud
Google SQL  Googles version of MySQL in the cloud
Hadoop  running on Mesos
Heroku  Ruby, Node.js, Clojure, Java cloud platform  Platform as a Service 
How Heroku Works
Joppar- content mgmt for web & mobile apps
Joyent  high performance cloud  Infrastructure as a Service
Kubernetes  Manage a cluster of Linux containers as a single system from Google 
Linode  Linux SSD virtual servers in the cloud
Marathon  cluster-wide init and control system for services in cgroups or Docker containers runs on top of Mesos
mcrouter  facebook memcached protocol router for scaling memcached deployments
Mesosphere  distributed systems for data centers
Netflix experience in moving from datacenter to cloud
Omega  Google flexible, scalable schedulers for large compute clusters
Omega/Borg Overview  Wired
Rackspace Cloud Tools marketplace
Rackspace  Managed and cloud hosting- Infrastructure as a Service 
Scalr - Tool to manage scaling servers in Amazon’s cloud.
Scheduling on Large Clusters  Tiwari
ServerPilot - hosting control panel for PHP developers using cloud servers
Web Hosting Tutorial
Why the data center needs an os  O’Reilly
Windows Azure  Microsoft Cloud Platform
Wistia  video hosting for businesses
Wowrack  managed Cloud hosting
YARN -Apache Hadoop NextGen MapReduce
DATA CENTER ORCHESTRATION AND CONFIGURATION MANAGEMENT TOOLS

Ansible  configuration management, app deployment
Apache Kafka  high-throughput distributed messaging system
Apache Nifi  dataflow system (directed graphs of data routing, transformation, and system mediation logic)
CFEngine  IT infrastructure automation
Chef  configuration management system
NixOS  Linux configuration management system
Puppet  configuration management system
Saltstack- cloud orchestration, server provisioning, configuration management
NoSQL Databases
Amazon Elastic MapReduce (EMR)  Hosted Hadoop framework
Data Analysis class  Coursera free class
Hadoop  distributed processing of large data sets across clusters 
Hive  data warehouse for Hadoop
Intro to Haddoop and MapReduce  Udacity Free class
Mining Massive Data Sets  awesome tutorial/text free
NoSQL list  start here for a list
Apache Accumulo  distributed key/value store based on Google’s BigTable design and is built on top of Apache Hadoop, Zookeeper, and Thrift
Amazon DynamoDB  NoSQL hosted on Amazon Web Services 
Amazon Kinesis  real-time processing of streaming data at massive scale
Amazon RDS  Cloud Relational Database
Cassandra  facebook open source scalable database no single point of failure
Couchdb  document database
MemSQL  SQL in memory
MongoDb   NoSQL database
Rdbhost.com  browser SQL database hosting.Python/Javascript APIs
Redis  data structure server
Riak - NoSQL database implementing Amazon Dynamo
WebscaleSQL  Facebook open source MySQL for scale
Yelp/mrjob  run map reduce on AWS or Hadoop
DEVELOPMENT TOOLS
VirtualBox  x86 Virtualization

Perl Object Environment  Perl framework for reactive systems, cooperative multitasking, and network applications

Codeacademy Labs  program in Ruby, Python, and JavaScript online without downloading a code editor or IDE

Koding  cloud development environment, code editor, hosting service, collaboration platform

CircleCi  Continuous integration and deployment tool for web apps

yUML  sketch uml diagrams.

WebSequenceDiagrams -sketch sequence diagrams. automatic links to generated images

Rietveld - asynchronous code reviews on changesets

Fluid  turn webapps into Mac OS X apps

TextMate  code and markup editor

Coda  one-window web development app for the Mac

Coderunner  Edit/run code in any programming language with a click

SourceLair - cloud coding platform C, Python, Ruby and API

WebBiscuits  framework for web apps for smartphones and tablets

Best free programming books
CodeAcademy  learn to code

Webkit  build your own browser 
Webkit Tutorial  Paul Irish

Appery  Cloud-based HTML5, jQuery Mobile & Hybrid Mobile App Builder for Android, iOS and Windows Phone

DESIGN

99Designs http://99designs.com/ Design contest
Elegantly (find a designer) http://elegant.ly/
Folyo (find a designer) http://folyo.me/ $100
http://dribbble.com/ Find a designer
http://twitter.github.com/bootst... Front end framework
http://www.brandcrowd.com/ READy made logos
http://www.designcrowd.com/ Design contest 
http://www.edit-room.com/ web design in the browser. Free and paid. 
MarketSplash (drag & drop marketing materials)https://www.marketsplash.com (free)
OnSwipe (Makes your blog iPad friendly) http://www.onswipe.com/
SlideDeck http://www.slidedeck.com/
UpStack http://upstack.com/
Clipular.com - fastest web screen capture/clipping tool
http://proto.io/ mobile prototyping free, $24, $49
http://www.axure.com/ Interactive HTML prototypes web and apps
http://www.invisionapp.com/ create interactive mockups. Free
https://www.wireframes.org/ Create quick and easy sketches. Free to $49
MindMeld - Intelligent conversation assistant for your iPad.
UsabilityTools - better user experience (UX) and higher conversion
Usersnap - accurate screenshot feedback
UXPin: UX Design & Wireframing Tools As Beautiful As Your Work
EMOTION ANALYTICS

Affectiva  Test content for emotional engagement by facial analysis
Emotient  facial expression recognition software
Realeyes  measure peoples emotions via a webcam
Sension  use webcams as a visual interface for interacting with content
ENGINEERING

Github

Aptimize (optimize your website/Double your speed)http://www.aptimize.com/
Assembla.com code repo (svn or git), wiki, bug tracking.http://www.assembla.com/plans $9/month

Beanstalk code hosting / deploying http://beanstalkapp.com/
Loggly http://loggly.com/ analyze customer usage. $149/month
ManageEngine (IT/server management) http://www.manageengine.com/
New Relic ( for real user monitoring and performance) New Relic : Web Application Performance Management (APM) & Monitoring Free, $24, $150
Pivotal Tracker (project management/bug tracking) $50 for 10 users

SmartBear (Code review, load testing, QA) http://smartbear.com/
Unfuddle - Bug Tracking

Usersnap (screenshot feedback) Usersnap - Feedback Reinvented.(Starting from 49$, discounts avail)
FIND BETA USERS: 
Betali.st
IN-APP PURCHASES
Instruments  performance-analysis and testing tool for dynamically tracing and profiling OS X and iOS code
Internationalization and Localization
iOS Developer Library
iOS Simulator   prototype and test builds of your app
iTunes Connect  how to build and submit an iOS app
NewsStand  delivering a newspaper or Magazine in iOS
Push Notifications
Sales and Trends  view how your product is doing
Swift Programming Language  for iOS and OS X apps  builds on C and Objective-C,
TestFlight Beta Testing  how to test an iOS with 1000 testers
LOCALIZATION

Applingua  iOS, OSX and Android app localization
ICanLocalize  website and app translation and localization
Onesky  apps and websites translated
SmoothLocalize -automatic iOS app localization
MOBILE USABILITY TESTING/HEATMAPS/BUILD TOOLS

Amazon Mobile SDK- build mobile apps, mobile-optimized connectors to AWS data streaming, storage and database services
Appery  Cloud-based HTML5, jQuery Mobile & Hybrid Mobile App Builder for Android, iOS and Windows Phone
AppMockUpTools  iPhone App Mockups
Apptimize  mobile A/B testing for iOS and Android
Bugclipper  plug n play bug reporting library  capture screen shots, highlight issues & record screen activity
Clutch.io  A/B testing for Mobile Apps
Compuware  test your website for “mobile ready”
Corona  mobile development platform
Elusivestars  mobile app testing for developers
Google Page Speed  test your mobile speed
HeatData  heatmaps for Mobile website
Heatma.ps - Heatmaps for IOS apps
MobiReady  testing tool evaluates website mobile-readiness
PerfectoMobile  mobile app testing
Pusher  hosted API for realtime mobile/web apps
Rigor  test/monitor performance of mobile apps/websites
Taplytics  A/B testing on IOS without app store updates
TestFlight  IOS beta testing on the fly
Testin  cross platform automated app testing solutions
W3C Mobile OK  test your website for mobile
PASSWORD API’S

Authy  add two-factor authentication to your sites
Userbin  add two-factor authentication to your sites
MINDMAPS

FreeMind
MindJet  What is an Idea Worth
MindMeister  Ideation 
ROBOTICS/DRONES

DIYDrones  community for amateur UAV’s
DroneDeploy  outsourced drones
ETTUS Research  hardware for software defined radio
Gazebo  3d Robot simulation software
GNU Radio  open source software defined radio
HackRF  software defined radio 10 MHz to 6 GHz
MRPT  Mobile robotics C++ libraries
Navio+  raspberry pi autopilot
OpenPilot  Open Source UAV autopilot
Paparazzi  open-source hardware and software  autopilot  for fixedwing & multicopters
QGroundControl  open source UAV ground control operator station
Ros Software
ROS  Robot Operating System  open source framework for writing robot software 
Software Defined Radio
TEXT ANALYSIS TOOLS/NATURAL LANGUAGE PLATFORMS

ClueWeb09 Corpus
ClueWeb12 Corpus
coreNLP  open source natural language processing analysis tool
Cortical.io  Natural Language platform
etcML  open source text analysis tool via machine learning algorithms
GATE  general architecture for text engineering
Google Wikilinks Corpus  40 million total disambiguated mentions within over 10 million web pages
idibon  Natural Language platform
Indri  text search engine
Lemur Project - text analysis tools, and data resources for R&D of information retrieval and text mining software 
Luminoso  Natural Language platform
NLTK  Natural Language Toolkit build Python programs- interface to over 50 corpora and lexical resources
NY Times Annotated Corpus  1.8 million articles January 1, 1987 and June 19, 2007 with article metadata
Penn Treebank Project  annotates naturally-occurring text for linguistic structure 
StanfordNLP  great list of language processing tools 
StanfordParser  natural language parser grammatical structure of sentences
TIMIT  Acoustic-Phonetic Continuous Speech Corpus
wit.ai  Natural Language platform
USER TESTING

http://startuplift.com/ $79/mo.  website user feedback
YouEye https://www.youeye.com/#platforms $0-$49/mo
WEB SCREEN SCRAPING TOOLS

Import.io  screen scraper and crawler  free
Word Cloud Generators
Taxedo  word cloud with styles
VocabGrabber  word cloud plus visual thesaurus  really useful
Worditout  word cloud generator
WordMosaic  create word cloud inside your own symbol/picture
Worldle  word cloud generator
Yippy  create world cloud for your blog-generates html and matches blog style
WEBSITE USABILITY TESTING/HEATMAPS/MOUSE TRACKING

Clickheat  heat map of a website (where do users click)
Clicktale  watch live clicks and browsing, optimize usability
Clixpy  tracks users clicks and browsing
Criticue.com  web designers get free feedback about their designs
Experimently  heat maps, A/B testing experiments
FeedbackArmy  $20 website usability testing
FiveSecondTest  fine-tune landing pages
InspectLet  Usability testing/Heat Maps and screen capture
LookTracker  eye tracking maps
LuckyOrange  affordable usability testing, heat maps, polls, visitor map
Mouseflow  attention heatmaps, mouse tracking and video playback
Openhallway  lets you remotely record user test scenarios
OptimalWorkshop  tool suite for remote user research
ProdThink  test a feature before you code it
SessionCam  session replay, heat maps, conversion funnels
TryMyUI- watch videos of users using your site
UsabilityTools  discover user needs, increase conversion rates
Usabilla  Micro usability tests
Usertesting  $39 live users testing your site  cheap
Validately  Test a feature before you write code
WhatUsersDo  UK live usability testing
YouEye  usability testing with webcam eye tracking
WEBSITE A/B AND LANDING PAGE TESTING

37Signals Advice on A/B testing
A/B Testing Tutorial  read first
Evan’sAwesomeA/BTools  evan miller
FeedbackArmy  web usability testing
Fivesecondtest  Landing page optimization
How not to run A/B testing -evan miller
Landing Page Tutorial
Optimizely  A/B testing (split tests) made easy
Silverback  usability testing for designers and developers
Subintent  A/B testing + page optimization for best conversion rates
Unbounce  Build, publish & A/B test landing pages without I.T.
UsersThink  get feedback on your landing page
VisualWebSiteOptimizer - A/B testing (split tests)
WEBSITE/BROWSER TESTING

99Tests  Crowdsourced software testing
BetaList  get beta testers online
Browershots  free  browser testing makes screenshots in different os’s and browsers
Browerstack  test websites across all browser w/debugging tools
CrossBrowserTesting  pick an OS, pick a browser, pick a website
Sauce Labs  cross-browser testing in the cloud
Testling - cross browser testing
WEBSITE PERFORMANCE TESTING

Google Pagespeed  performance recommendations
Monitive  site uptime monitoring
Monitor  free website monitoring
NewRelic  manage and tune website performance for Rails
PingDom  uptime and user monitoring
SpeedCurve  front-end performance benchmarking
Super Monitoring  uptime and basic website functions monitoring
WebPageTest  website speed test from multiple locations around the world
WEB APPLICATION FRAMEWORKS

Bento  everything you need to know about web development
Comparison of Web Application Frameworks  continue here
Really Helpful Guide to technology choices  Danny Boice
Visual Basic, PHP, Rails, Node.js next?  Andrew Chen
Web Application Frameworks  start here
WIREFRAMING TOOLS

AppCooker  iOS mockup, wireframe or prototype
Axure  mac/pc wireframe software & mockup tool
Balsamiq– rapid wireframing tool. software mockups in minutes 
Briefs  mac prototyping tool for iOS
Cacoo  free online drawing tool
Creately  online diagraming and collaboration
CSS Hat  Turn Photoshop layers into CSS3
Draw.io  draw diagrams online
Flinto-  web prototyping tool for iOS and Android from your screen designs
FluidU/I - mobile prototypes for IOS
Free Wireframe templates for iPhone, iPad and Web
Gliffy  Online Diagraming
Great list of rapid prototyping tools here  dan harrelson
HotGloo  Online Wireframing Tool
Invision  web and mobile iOS and android prototyping & collaboration tools for design
Justinmind  mac/pc mobile and web highly interactive prototypes 
JustinMind UserNote - get user feedback/test usability
Keynotopia  use PowerPoint/Keynote to create web/mobile apps  Cool!
Keynotopia  wireframing + high fidelity (pixel perfect) prototyping tool
Lean Design - design using HTML5-editor and automatically convert it to XHTML/CSS
LucidChart  Cloud-based drawing tool
LucidPress  Cloud-based create and print digital documents
Lumzy  quick mockup creation and prototyping
Mockflow  online/offline, extensible wireframing tool w/design library
Mockingbird  Mock it up and share web site wireframes
Mocksup  Share your web site mockups
Moqups  HTML5 App used to create wireframes, mockups or UI concepts
MxGraph  client side JavaScript diagramming library
Napkee  export Balsamiq Mockups to HTML/CSS/JS and Adobe Flex 3 at a click of a button
OmniGraffle  it’s been around before the web even existed
Pencil- Firefox add-on to do GUI prototyping and simple sketching
POP  Prototyping on paper for the iPhone
Proto.io - web prototyping tool for iOS and Android
Protoshare  web prototyping tools for web & mobile wireframing
Read this UX tutorial first  Alan Wells 
Saas  CSS Extension Language
Solidify  web prototyping clickable mobile prototypes
Then read Brad Felds article and the comments
Web Fundamentals  Google
Web Starter Kit  Google
Wireframing Tutorial
Wirify  turn any webpage into a wireframe
WEBSITE

CREDIT CARDS/PAYMENTS 
2Checkout  accept payments globally; credit cards, paypal, debt cards
Amazon Payments  login and pay with Amazon
Balanced  Payments processing, escrow & payouts API
BancBox  Payments service platform
BillMeLater  PayPal service that lets you buy now and pay later
Braintree  online credit card merchant processing
CCBill  merchant services & credit card payments
E-Junkie  shopping cart plug-in for downloads and tangible goods
FeeFighters  find the cheapest credit card processors
Paymill  accept online payments on the web
Paypal  the standard for payment 
Paypal Payments Pro  accept debt and credit cards on your website
SendOwl  add a “Buy” button to your website
ShopLocket  ecommerce solution for hardware makers
Square  accept credit cards from ipad/iphone/android
Stripe  accept credit cards on the web
Venmo  make and share payments on your phone
WePay   payment API for platforms
Zombaio  billing for adult entertainment
DIY WEB SITE CREATION 
StudioPress http://studiopress.com
ThemeForest (themes) www.themeforest.net $8+
WooThemes http://www.woothemes.com/ $70-$200
WordPress http://www.wordpress.org
DRAG AND DROP SITE CREATION

Balsamiq - Drag and Drop website mockups - http://www.balsamiq.com/
CloudSponge (email/ importer) http://www.cloudsponge.com/ $25/mo
Easel.io Easily create the front-end of your app in your browser. Automatically generates your HTML & CSS. Free, up to $30 per month.
Gigya (Social plugins, social logins, gamefication, http://www.gigya.com/
HeadWay Themes. Drag & drop word press theme) $68http://headwaythemes.com/
HelloBar http://www.hellobar.com $4.95/mo
HelpJuice Knowledge base software http://helpjuice.com/ $49-$149/month
LIFEYO http://www.lifeyo.com $8/month
Olark (Live chat for your site) http://www.olark.com $15/mo
Pinegrow Web Designer $49 (desktop)
Qualaroo (Formerly KISSinsights - Adds quick 1 question survey to site visitors) https://qualaroo.com/ Free, $29 or $49/mo
SquareSpace http://www.squarespace.com $12, $20 or $36/mo
Weebly http://www.weebly.com $8/month
FORMS

Collatebox Collect validated data with Excel-like online form
Contact Us Form: http://www.dropifi.com/ 
Wufoo (online form builder) http://www.wufoo.com Free, $15-$200/mo
HOSTED: 
KickOffLabs: http://www.kickofflabs.com/ $15/month
Optimizely: https://www.optimizely.com/ $17/month
UnBounce (landing pages) http://www.unbounce.com $50/mo
LAUNCHING SOON PAGE: 
LaunchRock http://www.launchrock.com
LaunchSoon http://launchsoon.com
LANDING PAGES SELF HOSTED: 
ThemeForest http://www.themeforest.net $8+
MOBILE 
CloudMine (mobile back end for apps) https://cloudmine.me/$0.0005
iGenApps (prototype your app) http://igenapps.com/website/ 
Make mobile apps & mobile fan pages http://www.cabanaapp.com/ 
Push notification for your app http://urbanairship.com Free, $199/mo 
Test your app http://www.soasta.com/ 
ThemeForest (mobile front end for apps) http://www.themeforest.net $8
UppSite (turns your site into a mobile app)   http://www.uppsite.com/
ONLINE STORE AND MARKETPLACE CREATION 
Amazon Web Store  hosted ecommerce website software
BigCartel  shopping cart for artists, designers, bands, record labels, jewelry, crafters
BigCommerce  ecommerce software & shopping cart
Bizwebs  create an online store
CoreCommerce  online store & shopping cart software
EKMPowershop  create an online store using templates
EStoreApp  a webstore in 5 minutes
Estoreify  create your own online store in just 5 minutes
Fortune3  shopping cart software, ecommerce & hosting
IndieMade  Create an artist website with a store, blog, galleries
Nearme  create your own branded marketplace
PinnacleCart  shopping cart software, ecommerce & hosting
Selz  sell on Facebook, WordPress, from any website w/PayPal
Shopify  create an online store
SquareSpace  build a website with commerce
Volusion  shopping cart software, ecommerce & hosting
Yahoo Small Business  hosted ecomerce website
PROTOTYPE/MANUFACTURING CONSULTANTS

Proto Services  ISO 9001/2000 certified manufacturing in Silicon Valley

The Build Shop  3D printing and Laser cutting shop in LA

Jatco  plastic molding and manufacturing in Silicon Valley

Studio Fathom - Prototype Fabrication & Bridge-to-Production Services

Fictiv   order 3D parts easily for hardware prototyping

Dix Metals - provider of precision-cut, machine-ready blanks

Tempo Automation  desktop pick and place robot automates surface mount assembly

Dragon Innovation  works with startups to provide a clear from prototype through production with manufacturing expertise and trusted connections

MakeSimply  idea to production, simplified  get MVPs, get products into production

Manufacturing Resources

Digikey  Electronic components distributor that offers products including semiconductors, passives and interconnects.

Custom Circuit Boards   Printed circuit board manufacturer (USA) for prototype and production quantities

Alibaba.com
GlobalSources.com
Sourcing in China
Sourcing Blog
Smart China Sourcing
SupplyBetter  find the right contract manufacturer for custom mechanical parts, by analyzing CAD drawings

CUSTOM MACHINE PARTS/INDUSTRIAL SUPPLIES

eMachineShop  machine custom parts online

Hackerspaces - people can meet and work on their projects
Instructables  shared maker community

Fastenal  more industrial supplies

FandFIndustrial  family-run industrial tool and supply company
McMaster-Carr  480,000 parts of hardware heaven

onlinemachinist  more custom parts online

Octopart  search engine for electronic parts

Protolabs  custom CNC machined parts and injection molded parts
Quirky  shared social inventor community

TechShop  Bay Area and Raleigh N.C. open machine shop, ClubWorkshop  Denver

W.W. Grainger  Industrial supplies

SELF CREATED PRODUCTS SELLING SITES

Amazon 3D printing store
Blurb  publish books
Cafepress  buy and sell T-shirts, Personalized Gifts, Unique Mugs, posters & more
Etsy  buy and sell all things handmade
Folksy  buy and sell handmade gifts and crafts
Gumroad  sell your digital products directly to your audience
RedBubble  art gallery & community
Storenvy  buy and sell goods and brands that inspire
Zazzle  buy and sell T-shirts, Personalized Gifts, and more
TURNKEY WEBSITES

Just Add Content http://justaddcontent.com $69 or $99/mo
VIDEO

GrumoMedia (video production)  
321 FastDraw (Sketchbooks like Kauffman's)  
Camtasia: instructional videos 
CommonCraft (splainer videos)  $2,500-$10k
EasyVideoPlayer $205
GoAnimate (DIY Animated Video)  $59/mo
Mineo - Mini Teaser Videos($199), Presentation Videos($799) and Simple Explainer Videos($1499).

PowToon - (DIY animated videos)  
Screenr (Explainer videos/Screen casting)  
SimpliFilm Explainer video production 
The Cuillin Collective - (Explanation Videos)  Starting from $800 explanation videos
VismoMedia (video production)
WEBSITE DESIGNERS

99 Designs - marketplace for crowdsourced graphic design
FindIcons  400,000+ icons on the web
IconFinder  great way to find free graphic icons on the web
Scoutzle  curated community for the best mobile designers
xScope  measure, align and inspect on-screen graphics and layouts
WEBSITE DESIGN TOOLS

123RF  19 million stock photos
AppMakr  Mobile Ap Creator create quick mobile apps
Appointlet  add a scheduler to your web site
Bootsnip-  free HTML snippets for Bootstrap
Bootswatch  More themes for Bootstrap
Builtwith  tells you which technologies a website uses
Buttons for Bootstrap
ColorSchemeDesigner  find complementary colors
ColourLovers  share colors, palettes, and patterns
Dropr  share your portfolio online
EditMe  create collaborative websites
Fotolia  images, vectors and videos- pay as you go or subscription
Google Font Pairs  how to mix fonts and finding ideal pairings
Google Web Fonts  open API of 613 web fonts 
Google: HTML, CSS and Javascript from the Ground Up
GooglePageSpeed  optimize your web pages
iStock Photos  Royalty Free stock photos and images
Krita  Photoshop Alternative
Launchbit  online web site class for novices
Meteor - open source platform for building web apps
Microsoft WebMatrix  Web server, database, and ASP.NET and PHP
Pixelmator  Photoshop Alternative for Mac and iPad
Scraster- Record screen and webcam. Simple editing. Perfect for screencasts or user studies
StartBootstrap  free HTML templates for Bootstrap
Subtle Patterns  free tileable textured patterns
ThemeForest  site templates cheap
Twitter Bootstrap  Twitter toolkit for development of slick, intuitive webapps and sites 
WrapBootstrap  Themes for Bootstrap
Zencoder  online video converting/encoding/transcoding service

WIDGET FOR YOUR WEBSITE 
ClickDesk
Hootsuite

http://InlineManual.com - create interactive inline help/walkthrough for any web based product
http://www.clickdesk.com/
LiveChat.com
LivePlan

Olark - Excellent live chat with free plan and doubles as contact form when you aren't online.
Profiles.io - Instantly Call Leads
RedHelper live chat system
SuperReceptionist
vhelp.me
WhatFix - for creating interactive support faqs, product tours and trainings
Operational Resources

ACCOUNTING:

BlinkSale Send Invoices w/payment http://blinksale.com/ $15/mo
ClickTime (Time sheets & expense tracking) http://clicktime.com/
Expensify

FreshBooks http://www.freshbooks.com/ Free
Lemon (receipt tracking)

LessAccounting http://lessaccounting.com/ $30/month
Mint.com
Quickbooks Online

SurePayroll (Payroll) http://www.surepayroll.com/
TradeShift (free online invoicing) http://tradeshift.com/
Xero

CLOUD STORAGE/BACK-UP

Carbonite

CrashPlan (back up) http://www.crashplan.com
Dropbox  free store, sync, and, share files online.

Tresorit  secure dropbox alternative

Google Drive  cloud storage and file backup

iCloud  Apple store everything in the cloud

OneDrive  Microsoft store everything in the cloud

Box  online file sharing

COMMUNICATION

Ginger - Modern discussion platform for teams & communities
Hall - Business Messaging
Piethis.com - Better chat for work 
CONTINUING EDUCATION: 
Berkeley CS: Software Engineering for SaaS https://www.coursera.org/course/... 
http://startupdatatrends.com/
http://www.udacity.com/ 
Stanford online free classes: http://see.stanford.edu/see/cour...
COWORKING SPACES

Coworkify  find a workspace in your city
FoundersDen  San Francisco workspace
HackerDojo  community center in Mountain View
NextSpace  coworking spaces across California
OpenDesks  find workspace/meeting places
RocketSpace  SF Bay Area shared workspace
SandBoxSuites  SF Bay Area shared workspace
ShareDesk  find a workspace in your city
CRM

Agile CRM
ClinchPad
Close.io
Connected

http://pipewise.com/ User Relationship Management
https://redbooth.com (formerly Teambox)
https://www.zoho.com
Insightly
OnePageCRM - http://www.onepagecrm.com/ - from $15/month
Pipedrive
Pipedrive, 9$ per user
SalesForce.com
Small Business CRM, Web-Based Contact Manager:
Streak
SugarCRM

SugarCRM
Xobni plugin (CRM search for Outlook)

Yesware
CUSTOMER SUPPORT: 
Assistly  Support customers by Web, email, chat, and social networks
Clickdesk  Help desk, live chat, social toolbar
CustomerSure   online customer service, feedback into retention
Desk  from Salesforce, easy and simple; email/social/chat/phone
Freshdesk  completely unique never seen before web help software
GetSatisfaction - conversations between companies / customers
Groove  simple online Help Desk
HappyFox  collate, categorize and respond to all requests
HelpScout  simple setup, easy integration, help desk software
HelpSpot  Helpdesk software
JitBit  Help desk ticketing system, cloud and on premises versions
LiveChat  live customer chat, archives of conversations
Olark  live customer chat and customer loyalty
OneDesk  ideation to delivery and support issues, tickets, tasks
SnapEngage  live chat integrates with your apps
SupportBee  help customers via email, robust ticketing
Tender  support, knowledgebase tool for your site
Triibe  incentive-based customer service
Vision Helpdesk  Support for multiple companies from one place
VisitorEngage  behavioral-based feedback button, surveys & website notifications
Webengage  engagement; website survey, feedback and notification tool
Zendesk  web help software
Zopim  real time customer support/live chat
COLLABORATION/GROUPWARE

Campfire  team collaboration
Clipboard.com - web-based alternative to Evernote
Doodle  online group scheduling
Evernote . Free, and $45 per year remember everything
Freeconferencecall.com  Free conference calls  awesome!
Fuzebox  web/mobile online conferencing
Google Apps  Email, Chat, Docs
Google Hangouts  Googles uber Skyoe
Hipchat  private group chat & IM for business and teams
Join.me  free screen sharing
LibreOffice  free wordprocessor, spreadsheet, drawing, presentation, pdf maker and database office suite
Ning  Create your own social network
Oogwave.com - team content sharing and collaboration
Pastebin  store and share text snippets online
Piktochart  make infographics
RealTimeBoard  online whiteboard & collaboration tool
Skype- free voice and video communication tool
Slideshare  share Powerpoints and docs with customers
Speek  easy to setup conference calls, file sharing
Syncpad  real time mobile collaborative whiteboard
Typewithme  document collaboration tool
UberConference  online conference with visual icons
Wikispaces  wikis for everyone
Yammer  private social network for companies
FILE SHARING: 
Dropbox

Box.net
CollateBox [is a new service, still in Beta by invitation]www.collatebox.com 
ip-messenger

WeTransfer - https://www.wetransfer.com/ - free
Zukmo (Notes, file sharing, back-up)

FRAUD DETECTION 
Brighterion  fraud and data breech protection
feedzai  fraud detection that learns
SiftScience  machine learning based fraud detection
socure  identity fraud detection
ThreatMetrix  context-based authentication
HUMAN RESOURCES/RECRUITING: 
ActiveInterview  Video interviewing
CADCrowd  find freelancers for 3D design & CAD modeling
ClearGears (performance reviews) http://www.cleargears.com/
DesignersCouch (find a designer) http://designerscouch.org/ 
Elance - http://elance.com
Elegantly (find a designer) http://elegant.ly/
Find an engineer https://www.whitetruffle.com/ 
Folyo (find a designer) http://folyo.me/ $100
Founder2be.com
GroupTalent  hire short term help/or freelance
HiringThing -online recruiting
JobPage  applicant tracking and social recruiting
JobVite  recruiting software, applicant tracking
LauncAStartup - http://www.launchastartup.com
LinkedIn  the uber connector
MasterBranch  show off your skills
Odesk - http://odesk.com
OneRecruit  free applicant tracking
RecruiterBox  recruitment software, applicant tracking
RecruitmentWorx  online recruitment and tracking
Resumator  applicant tracking and social recruiting
simplicant.com
Startup Weekend (find a co-founder) http://startupweekend.org $100
UnRabble http://www.unrabble.com
VidCruiter  video interview software
vWorker (formerly Rent-A-Coder) http://www.vworker.com/
Workable  recruitment and applicant tracking
Zartis  social recruiting
Zoho Recruit  applicant tracking
INTELLECTUAL PROPERTY ADVICE

Patents  U.S. Patent Office

Trademarks  U.S. Patent Office

Intellectual Property in the “Real World”- Antone Johnson

“Nuts and Bolts” of Intellectual Property  Antone Johnson

Intellectual Property for Startups  Mashtag

Intellectual Property Basics  great tutorials from Bryce Pilz of Univ of Michigan

Trademark University  Gerben Law

INFORMATION, PAYROLL DATA, ETC.

Aria  online billing platform
Ballpark  online invoicing, time tracking
Billfaster  cloud invoicing and accounting
Boomerang  scheduled sending and email reminders for gmail
Chargebee  subscription & reoccurring billing
Chargify  Recurring billing without the headaches
CheddarGetter  online recurring billing
Harvest  online time tracking
HealPay  Collections made easy
Inv24  online invoicing and accounting software
iProsh  manage your office and workspace online
QuoteRoller  create, deliver and negotiate proposals online
Recurly  Subscription billing
RescueTime  time mgmt software, work/life balance
Slack  team communicationBilling/Invoicing 
Think-Cell  Powerpoint (windows) plug-in for advanced charting
Vindicia  on demand billing and fraud management
WordsRU  proofreading and editing service
Xobni  Outlook plugin to search
LEGAL

Hello Sign 
LegalZoom.com
Share certificates & electronic option grants  $20/option grant
SignNow  
SnapTerms (Terms of Service as a Service)  $149-$499
OFFICE GEAR:

ActivePBX  cloud unified phone system
Amazon Workspaces  desktop computing service in the cloud
Autotax  eFile IRS 1099 forms
BambooHR  Employee Records, Benefit 
Coworking Directory of spaces
Coworking WIki 
Expensify  billing, expenses, receipts
Freedom Voice and FreedomIQ  $3.95 800 #’s, hosted VoIP telephony
Freshbooks  cloud accounting and invoicing
Google Apps  cloud mail server, calendar, docs, etc.
Grasshopper  virtual phone system
GrassHopper (phone number) http://grasshopper.com/ $10/mo
Hoiio  business communications apps
InDinero  easy business finance software
PivotDesk  host or look for a coworking space
RingCentral  cloud based phone system
Ringio  cloud phone system
RingRevenue call performance http://www.ringrevenue.com/
SharedDesks  Coworking and Office Space
StartupAdmin  outsourced Exec Asst, HR, Office Mgmt, & Bookkepping
Twillio (Text alerts/phone call API) http://www.twilio.com/ $0.01/text
WagePoint  online payroll for small businesses
ZenPayroll  delightful employee payroll software
OUTSOURCING/FREELANCE HELP

Amazon Mechanical Turk  set up any task and get answers
BusinessTalentGroup  consultants and executives on demand
Elance  find/hire freelancers
Freelancer  outsourcing for small business
GroupTalent  developers and designers on demand
Handy  outsource home cleaning, Ikea assembly, handyman
Medicast  house call doctors on demand
Odesk  hire low-cost international engineering talent
SkillsHive  become a/hire freelancer online
TaskRabbit  outsource errands and skilled tasks
Tongal  get creative work -TV commercials, social videos, music videos, branded entertainment on demand
VWorker  find/hire freelancers
PAYMENT:

Authorize: http://www.authorize.net/
Balanced: (payments for marketplaces) https://www.balancedpayments.com/ (2.9% + 30c for CC transacts)
Chargify: (subscription billing) http://www.chargify.com
Paypal: https://www.paypal.com/webapps/m...
Recurrly: (subscription billing) http://www.recurrly.com
Square: http://www.SquareUp.com
Stripe: www.stripe.com
SUBSCRIPTION SERVICES

Cloudware City  online app store for subscription services
Spreedly  sell subscriptions on your site. signup, upgrade, trial pricing
Zuora  online subscription management
TRAINING

TalentLMS: http://www.talentlms.com
VIDEO CONFERENCING:

Join.me
Audio: http://podcastanswerman.com/lear... 
FreeConference.com
Google+ hangouts

GoToMeeting

http://www.bigmarker.com (webinars)
http://www.cisco.com/web/telepre...
Skype

Marketing

ADVERTISING

Google AdSense
AUTOMATION 
Marketo  
ANALYTICS / DASHBOARD 
StartUp Genome Project (benchmark your metrics with other startups) 
(data viz and dashboarding tool) http://bimeanalytics.com/ $60-$240/mo
AdobeAnalytics  ex Omniture
Amazon Analytics  cross–platform mobile analytics reporting service for your app or game
Awesome (Social media analytics) http://www.Awe.sm, $15-$50/month
Bime Analytics 
Chart.io - easy analytics for business data
Chartbeat
Chartbeat  website analytics for doers
ClickEquations (paid search anaytics) http://www.clickequations.com/
Clicky http://getclicky.com/ real time analytics. FREE, $5-$25/month.
Comscore  ad agency/enterprise analytics
CrazyEgg (eye tracking) http://www.crazyegg.com/ $9 to $100/month
Crazyegg– visualize analytics
Cyfe  monitor social media, analytics, marketing, sales, support
Cyfe (dashboard)
DbFace  SQL database application builder build no coding PHP or any frontend html, css
Diffbot  identify and extract from any web page (stealth search engine!)
DigMyData  analytics dashboard for sales, email, social and ad marketing
DoubleClick Floodlight  now owned by Googel
Ducksboard  very cool way to measure any online metrics
Ducksboard (dashboard)
FacebookDomainInsights  provides developers and Page owners with metrics about their content
Forsee  web, mobile, social, contact center analytics
Geckoboard  widget-driven business dashboard
Geckoboard (dashboard)
GetClicky  real-time web analytics
GoodData - data analysis and visualization

Google Analytics  web analytics and optimizer from the borg 
Grappster  dashboard for your cloud apps
HeapAnalytics  captures user action Clicks, taps, swipes, form submissions, page views and lets you measure it
http://thetoolbox.cc/ 
http://www.kixie.com
https://www.rjmetrics.com/ LTV, Cohort analysis, etc $500/month
Keylines  amazing email visualization tool (Palantir for the rest of us)
Kissmetrics– actionable analytics
KissMetrics http://www.kissmetrics.com/ $29-$149/month.
Kontagent  user analytics for the social and mobile web
Kumu  track, visualize and leverage relationships
Leadlander  marketing automation analytics
Leftronic  dashboard for real-time analytics
Leftronic (dashboard)
Lexity (watch your store live http://lexity.com/ Free to $10k/month
Mention  media and social monitoring
Mint  site analytics
Mixpanel - Real Time analysis of your users & metrics. FREE. $150/mo.

Mixpanel Analytics Tutorials
Mixpanel– real-time event tracking 
PirateMetrics  track acquisition, activation, retention, referral, and revenue
Piwik  open source web analytics
QuantcastMeasure  measure reach, traffic, frequency, demographics, interests/lifestyle, etc
Recon.io  Twitter brand monitoring
Segment.io  analytics API
Serpico  monitor your competition, backlinks & rankings
SpringMetrics

StatsMix  track and display internal & web metrics
Swix  analytics for social media and online
TrendSlide Graph your key metrics http://www.trendslide.com/ $5/mo
Ubiq -data into dashboards
Visistat  web analytics measure marketing campaigns
Webtrends  analytics and segments
WhatRunsWhere  locate and assess competitors ads and copy
WhosTalkin  Social Media Search tool
Wistia (video strategy) http://wistia.com/ $23, $79, $399/month.
Woopra  real time customer and visitor analytics
Wordtracker  find the best keywords and links
CONVERSATION RATE OPTIMIZATION: 
BrandGlue (FB newsfeed algorithm optimization) http://brandglue.com/
ConversionVoodoo (landing pages) http://www.conversionvoodoo.com/Pay for performance
http://www.walkme.com (interactive onscreen walk-through's). Free, $19, $97, $325/mo
Lead Converter - http://www.lead-converter.com - capture leads and increase conversions and revenue - from $5/month
MarketingSherpa (publication) http://www.marketingsherpa.com
Optimizely (A/B testing) http://www.optimizely.com/ $17/month
SeeVolution (heat maps) http://www.seevolution.com $29/mo+
Spinnakr http://spinnakr.com/
Tomazo (landing pages) http://www.tomazo.com/
Trada PPC optimization by crowdsourced experts http://www.trada.com/Cost: By performance.
VisualWebsiteAnalyzer (A/B testing for website) http://visualwebsiteoptimizer.com/ $49/month
WhichTestWon (A/B testing publication) http://whichtestwon.com/
COPY WRITING: 
CopyBlogger http://www.copyblogger.com/
ProofREADingPal http://proofreadingpal.com/
COLLABORATION/CLIENT PORTAL

Clinked 
CONTACT FORM

Dropifi

Snapenag

UsersDelight - http://www.usersdelight.com
Webengage


CONTENT MARKETING TOOLS

Roojoom - turn content into leads
ScoopIt  publishing by curation
SnapApp  Content Marketing platform
CUSTOMER ACQUISITION 
Connect6  Chrome extension for people discovery
Data.Com  find business connections
Harrisinfo  sales leads for sale
Hoovers  phone and email contacts for sale
InfoUSA  email lists for sale
LinkedIn Alumni  awesome way to contact school alumni
Rapportive  find Linkedin profiles inside of Gmail
RelateIQ  relationship intelligence
ThomasNet  find any company
Vibe  get info about email contacts
CUSTOMER REFERRAL PROGRAMS: 
Ambassador https://getambassador.com/ $99/mo+
CureBit http://www.curebit.com/ $50/month
Extole http://extole.com
http://spinnakr.com/ target customers on site. Free
InviteBox (referral marketing) http://invitebox.com 
MailFinch (direct mail marketing) https://www.mailfinch.com/
Referral Candy http://www.referralcandy.com/oth... Cost: 1.5% or 7.5% of revenue
ShopLogic give discount codes to site visitors http://apps.shopify.com/shoplogic Free 
Shoy (QR codes) http://shoy.com/ $19/mo
Social Twist (Tell-a-Friend button) Free. http://tellafriend.socialtwist.com/
DATA ACQUISITION 
Amazon AWS  public crawl

API  petroleum industry

CMR  chemical

Gartner, Forrestor, Yankee  IT

Frost & Sullivan  mulitple industries

NPD  entertainment

IMSHealth   health care

InfoChimps  Big Data. Service

MedMix  lifesciences

StartupCompass  benchmark your core business metrics

Stanford Large Network Dataset
WindowsAzure  Data Marketplace
EMAIL MARKETING/BLASTING

Amazon Simple Email Service (SES)   pretty cool
Aweber (opt in marketing) http://www.aweber.com/pricing.htm $19/mo
Best email Subject-lines
Boomerang  scheduled sending and email reminders for gmail
Campaign Monitor  basic email software
Campaigner - email marketing suite
CampaignMonitor http://www.campaignmonitor.com/ $5/campaign, or $15/month
Constant Contact

Constant Contact  email, event promotion, social campaigns
Emma  basic email marketing
Exact Target  social media and email marketing
GetResponse  email blast software and autoresponder
GroupVine  email marketing, community engagement, surveys
LiveIntent  turn-key premium email advertising solutions
LocBox Create offers for your contacts http://www.getlocbox.com $10/mo or 9% of sales.
Mad Mimi  email blast software
MailChimp

MailChimp  free basic email blast software
MailTester  awesome tool to validate email addresses
Opt-Intelligence  opt-in email subscriber acquisition
PostMark http://postmarkapp.com/
ReplyBoss -simple, automated email marketing
Sailthru  email marketing via web, mobile, social
SendGrid http://sendgrid.com/ $0.10 per 1000.
SendinBlue  online email marketing & SMS
Sendy  blast 100x cheaper via Amazon SES
Tout  email blast and mgmt software
UserFox (User retention) http://signup.userfox.com/
EMAIL TESTING

Litmus  email previews and email analytics
GAMIFICATION

Badgeville  gamification platform
Bunchball  gamification for user engagement and loyalty
Gigya  social plugins, gamification
Hoopla  motivate employees, increase sales productivity
GROWTH HACKING

Customer Creation - Chapter 5 of the Four Steps to the Epiphany
Find a GrowthHacker  Sean Ellis Article that turned Customer Creation into Growth Hacking
GrowthHackers  Community
GrowthHacking Skeptic  Muhammad Saleem
LOYALTY PROGRAMS

500Friends  customer loyalty program for ecommerce
BigDoor  gamified loyalty and reward programs
NextBee  customer referral and loyalty programs
RewardStream  loyalty, customer referral
UrbanAirship  push marketing for mobile
MARKET RESEARCH RESOURCES ONLINE

Asymco  great market intelligence blog
BizStats.com  free business statistics and financial ratios
ChangeDetection  know when any web page changes
Chemical Industry data
Claritas  psychographic information and analysis of zip code areas
Crunchbase  tech company/people database
EASI  estimated demographic statistics within a user-specified radii for any address
Edsurge  educational software
Encyclopedia of Associations
Facebook demographics  strategy labs
FDA News  medical device and drug data/news
FindTheCompany  corporate and organization data
International Trade Statistics -
IOS / Android Market Size - Installed base
MarketReseach.com   Retailer of private market research reports
NVCA  venture capital industry data
PWC MoneyTree  more venture capital data
SBDC  National Information Clearinghouse of the U.S. Small Business Administration
SEC EDGAR  research on public U.S. firms
Silicon Valley Bank Analytics
Standard and Poors  Industry Surveys
Thomas  find any company in any industry
U.S. Bureau of the Census
ZapData.com  Dun & Bradstreet offers free statistical industry data
MARKET SIZING TOOLS

Facebook ads 
Google Insights
Google Trends 
Marketing Lifestyle and Demographics Service
Marketing Research - GALES

MOBILE APP LOCATION / AD PLATFORM / MISC

Ampush (performance marketing) http://www.ampushmedia.com/
Appbackr  market, sell and distribute your apps
AwareLabs PR in a box. http://www.awarelabs.com/
Burstly  mobile app monetization tools
Chartbeat (www.chartbeat.com)
Chartboost  make money with mobile games
Email Tracking ToutApp  
GeoToko (location based promotions) http://geotoko.com/
Google AdMob  monitize and promote your mobile games
HasOffers (create affiliate program)

HelpAreporter (PR: be a source for a journalist) http://helpareporter.com/
http://www.hasoffers.com/ $99/mo
Hubspot. Inbound marketing. (25 software marketing tools all in one). $200-$5000 per month.

Involver (Build social media campaigns) http://involver.com/
Marketo $2,000 and $3,600 per month

MEDIA MONITORING MENTION  
MixRank (view successful campaigns of competitors) http://mixrank.com/
NationBuilder http://nationbuilder.com
OnlyWire (automated submission of your content) http://onlywire.com/
OpenX (Sell or Buy ad inventory) http://www.openx.com/
Placed  location based analytics for mobile apps & websites
Playtomic  game analytics for all platforms
ReferralSnip - simple referral program tool
Social Media Management - Hootsuite
Social Media Tools: Buffer; Klout use the handy Chrome extension. Hootsuite  Tweetdeck  
SongWhale http://songwhale.com/
Switchrus - free ad space for startups 
Tapjoy  mobile app turnkey ad platform
Trada (performance ppc optimization) http://www.trada.com/
URL Shortening Bitly .
Vungle  integrate video ads into your apps
Webinars GoToWebinar 
WildFire http://www.wildfireapp.com/ $5 to $250 per promotion
Yozio  campaign tracking & viral optimization for mobile apps
MOBILE APP STORE CUSTOMER ANALYTICS / AD PLATFORM

Amazon Mobile Analytics
Amazon Mobile Analytics
Amazon Simple Notification Service
App Annie  Apple/Google/Amazon app store analytics
Appfigures  mobile analytics and sales data
AppsFlyer  mobile app tracking & Attribution analytics
Apptrace  app store intelligence
Apsalar  mobile apps analytics & ads
AskingPoint  mobile analytics with polling
Capptain  mobile analytics + push
Count.ly  multiplatform mobile analytics
Distimo  Apple/Google/Amazon app store analytics
Flurry  mobile app analytics and traffic acquisition
Google Analytics  for Mobile
HeapAnalytics  captures user action Clicks, taps, swipes, form submissions, page views and lets you measure it
KeenIO  analytics as an API
Mopapp  mobile analytics, sales data, rankings
TapStream  Marketing analytics for apps
TestFlight  IOS analytics in beta testing on the fly
Xylogics  search engine for Apple/Google/Amazon app store
ONLINE MARKETING SUITES

Act-on  marketing automation suite
Crowdtap  Influencer Marketing platform
Custora  customer retention, churn reduction, lifetime value
Eloqua  marketing automation
Genoo  marketing automation software
Helloworld  promotions, loyalty, mobile, live events, analytics
Highrise  small business CRM
HipCricket  mobile marketing platform
HootSuite  social media dashboard
HubSpot  online marketing and web analytics system
Intercom  CRM and web messaging tool for web apps
InviteBox  referral program platform
OntraPort  small business CRM, email management, list segmentation, marketing automation, billing, easy website building
Pardot  marketing automation for multi-touch sales
Performable  personable web analytics/lifecycle marketing
Pipedrive  sales pipeline management
Salestrakr  low cost CRM
Silverpop  end to end marketing automation
Wishpond  social media marketing
Zferral  affiliate and referral marketing on the web
Zoho  free/cheap web customer relationship mgmt software
PRODUCT LAUNCH TOOLS/LANDING PAGES

Atmio  mobile landing pages
Clickthroo  landing pages with split-test, segment, personalization
Great Landing Page Tutorial  ConversionXL
Instapage  create a free landing page
Ion  create landing pages that convert
KickoffLabs -product landing pages
Lander  create a landing page in minutes
LaunchEffect  WordPress Landing pages for viral launches
LaunchGator  create a viral landing page
LaunchRock  Create a viral “coming soon” landing page
LaunchSoon  create a coming soon landing page
Ooomf  iPhone app store build/push/launch
Prefinery- Beta and Launch Mgmt software
Unbounce  create, publish & test promotion specific landing pages
PRODUCT DEMO VIDEOS

Amazon Elastic Transcoder  video transcoding in the cloud
Apptamin  App videos and websites
DunkTank - create product demo videos
Epipheo Studios  animated product videos
Explainify  product explaining videos
FireStarter  animated product videos
Grumo Media  product demo videos
How to roll you own  Grumomedia
Kasara  animated and live action explainer videos
Loose Keys  product videos as stories
MyBrainshark  online and mobile videos
NobleDigital- Video Ad Campaigns to drive traffic to your site
PandaMotion  animated and live action explainer videos
Piehole.tv  product demo videos
Sandwich Video  tech demo vidoes
SimpleStoryVideos  tell the right story to your customers
Switch Video  produce an animated video
The Video Animation Company  Animation  For Business
Thinkmojo  animated product videos
Tongal  get creative work -TV commercials, social videos, music videos, branded entertainment
VideoScribe  create awesome animated videos
Wick Video  animated explainer videos
PLATFORM AS A SERVICE

BigCommerce http://www.bigcommerce.com/
Daily Deals-as-a-service http://dailydealworks.com/ 18% or $49+5%
DonorTools (fundraising for social entreprenuers & non profits)http://www.donortools.com/ $5-$60/month
DoZuki (create wiki manuals for any niche. iFixit platform.http://www.dozuki.com $99-$499/mo
FastSpring (sell digital products) http://www.fastspring.com/ 9% of sales
Kajabi (create private membership site) http://www.kajabiapp.com$99/mo
NationBuilder (Fundraising, organizing supporters) http://nationbuilder.com
OfficeAutoPilot (Information marketers, experts, & coaches)http://officeautopilot.com/
Shopify (online store) http://www.shopify.com $26/mo
Wolf Frameworks Online Database Application Platform, SaaS, Platform-as-a-Service, Excel, Web Databases
Public Relations (PR) For Tech Companies

Tech Reporters Contact Info - http://www.publicize.co/

Beginners Guide to PR
Should Startups Announce their Funding  Marc Suster

Should Startups target Tech Blogs?  Marc Suster

7 steps to get press coverage  Leo Widrich

How to get media coverage  Leo Widrich

SEO FOR MOBILE APPS

AppCodes  iOS app store optimization
AppStoreRankings  mobile SEO and keyword optimization
Fuisz -makes video interactive
IOS SEO Tutorials  excellent primer
MobileDevHQ  app store optimization made simple
SearchManSEO  mobile SEO for IOS apps
SEO FOR MOBILE APPS

AppCodes  iOS app store optimization
AppStoreRankings  mobile SEO and keyword optimization
Fuisz -makes video interactive
IOS SEO Tutorials  excellent primer
MobileDevHQ  app store optimization made simple
SearchManSEO  mobile SEO for IOS apps
SEO

Advanced Web Ranking - http://www.advancedwebranking.co... - desktop seo application - $99
AWR Cloud - http://www.advancedwebranking.co... - online SEO application - from $49/month
BlueGlass http://www.blueglass.com/
http://www.rankpop.com/ Pay for performance: $450 per month 
SEMRush - answers the question, "What am I ranking for?" http://www.semrush.com/
SEOmoz SEO & Social monitoring. http://www.seomoz.org/ $99/month
Tynt http://www.tynt.com/
SEARCH ENGINE OPTIMIZATION AND TOOLS
Ad Contrarian  Grumpy old ad guy with great insights
Ahrefs  SEO tool, backlinks and keyword analysis
Clickable  Pay per click management
Great SEO Programmers Tutorial
Great tutorial on the conversion funnel  andrew chen
How Does Google Adwords Work?
Majestic  SEO Backlink checker and site explorer
MoonSearch  SEO tool, backlinks and keyword analysis
Moz  SEO Software Tools and Resources
SearchEngineLand  News about Search Marketing
SEO Digest  helpful articles
SEO Digger  Find the top ten keywords ranking to your websites
SEOBook Tools  Free SEO tools
WooRank  SEO optimization tool
SOCIAL ACQUISITION

Woobox  Facebook, Twitter, Instagram and other social sweepstakes and coupons
SOCIAL MEDIA

BuddyPress (private label social network www.buddypress.org
Social Apps Turnkey fb tabs https://www.socialappshq.com/pro... $9 to $99/mo
SOCIAL MEDIA ADVERTISING

Atlas  Facebook’s cross platform solution

Adaptly  twitter and facebook advertising platform

MarinSoftware  online advertising platform

Adroll  retargeting and display advertising

Kenshoo  predictive marketing

Adstage  manage google, bing, facebook, twitter & linked in Ads

Tweetdeck  twitter real-time tracking, organizing, and engagement

SOCIAL MONITORING

InfiniGraph  Social Media monitoring
SocialMention  Social Media monitoring
Topsy  Social Media monitoring
ZignalLabs  Social Media monitoring
SURVEYS

123ContactForm  create HTML forms and surveys
Amazon Mechanical Turk  you can set up a question and get answers 
AskYourTargetMarket  market research surveys
AYTM  Ask Your Target Market
Ethnio  Recruit real people from your website for user research
FluidSurvey  web/mobile/tablet surveys
FormAssembly  Create order forms, service requests or registration forms and collect payment securely
Formcrafts  free online form builder
Formstack  Online Form Builder
Google Consumer Surveys  online market research
KissInsights  survey visitors while they surf your site
PickFu  Instant Market feedback A/B testing, polls
PollDaddy  from the makers of WordPress, powerful reporting & filtering
Poplytics  online surveys and analytics
Qualaroo  target surveys, boost signups, increase usage
Qualtrics Wiki  Joseph Williams
Qualtrics  cloud-based survey, free account a complete game changer  incredibly well built and powerful 
QuestionPro  on surveys, plus templates
SimpleSurvey  free online survey creator
SmartSurvey  UK’s leading survey tool, complies with the Data Protection Act
SnapSurveys  online and mobile surveys
SogoSurvey -web surveys w/analytics
SuperSimpleSurvey  survey creator, branching, mobile ready
SurveyGizmo  free version, survey creation and data integration tools
SurveyMonkey-  granddaddy of on-line surveys
SurveyMoz  free on-line surveys
SurveyNuts  Free survey-maker/online questionnaire creation tool
Using Mechanical Turk for Customer Discovery  Joseph Williams
Using Mechanical Turk to interview 100 customer in 4 hours  Nick Soman
Wufoo - create contact forms, online surveys and event registrations
Zoomerang  Free basic version, surveys polls, 150+ templates
TESTIMONIALS/SOCIAL REVIEWS

Kampyle  turn customer feedback into sales and relationships
Kayako  Help desk
PostKudos  collect customer testimonials
Testimonial Monkey   integrate customer feedback into your site
UserVoice  turn customer feedback into action
Yotpo  social reviews for eCommerce
TRANSACTIONAL EMAIL

JangoMail  marketing and transactional email
Mailgun  mail server API’s for developers
Mailjet  bulk and marketing email
PostageApp  API for transactional emails
Postcron  schedule posts on Twitter or Facebook
Postmark  email blast and mgmt software for web apps
SendGrid  email blast software
Silverpop  transactional email
SmtpProvider  bulk email
Yesware  email tracking
PROJECT MANAGEMENT


ONLINE COLLABORATION

iprosh.com - all in one solution for small business and freelancer
Atlassian http://www.atlassian.com/ $10+
Basecamp http://basecamp.com/ $49/mo
Bitrix - http://www.bitrix24.com/ -Hipchat https://www.hipchat.com/ Group chat & IM. $2/mo/person.

Collatebox Organize and share parts of your spreadsheets (Currently free)
FireTalks Anonymous Group chat https://firetalks.com/en Free
Flowdock https://www.flowdock.com/ Shared team inbox & group chat. $19/mo
Google Docs

Hojoki (http://hojoki.com) Integrates all your cloud apps into one news feed. Dropbox, Evernote, Zendesk, Highrise..etc. Free while in beta
http://interstateapp.com/ FREE
http://www.getflow.com/ $10 per month
Mavenlink Project Management Software for the Smarter Workplace Free-$114 per month
Mendeley (It's like Evernote) http://www.mendeley.com/
PlanBox https://www.planbox.com FREE. + Free for students
Resource Guru (Resource scheduling software | staff management tool & employee planning app | Resource Guru) cloud-based team calendar / $19 per month
Rizzoma.com (collaborative writing, knowledge base ) FREE
Task Science https://taskscience.com - Real-time collaboration and task management platform (Currently free)
TeamBox (facebook for work) http://teambox.com Free for 1-5 users.
teampworkpm.net $12/month
Trello https://trello.com/ Organize tasks on boards. Free.
ZoHo http://www.zoho.com/
PRODUCT ROADMAPS FOR PRODUCT MANAGERS

Aha!  road mapping software for product managers
ProdPad  create product roadmaps
Wizeline  create product roadmaps
REAL WORLD

GoToMeeting or equivalent

http://spangle.io
IP Phone (with voice mail forwarding)

Large empty wall

Large LCD Monitor (meetings, collaboration, dashboard)

Large table

MethodKit (physical cards to help structure projects & discuss)
Notebook

Post-its

Smartphone

Tape

SOFTWARE / WEB

Aha! - the new way to create brilliant product roadmaps
Autosend - send email and text messages to customers
Collatebox
Creately
Distill
Domize.com - domain name search
Doodle.com
Expensify - expense reports tool
Exterminator
Focusalot.com - Task planner & time tracker
Helpjuice.com (knowledge base)
Hexigo.com
http://Teamgum.com - Knowledge Discovery & Sharing tool for teams.
http://www.usersthink.com - Landing page feedback
https://www.wunderlist.com - very simple and easy-to-use task management tool
Kato - Team chat
KickoffLabs.com - social landing pages
Knowlium - Startup planning & management application
oDesk - freelance talent marketplace
Pandaform
Pocket.com
Pugmarks.me - news and people intelligence for your context
ReferralElite.com
RescueTime
SaneBox
SelfControl - block distracting websites and applications
Skitch
SyncPad - real-time whiteboard/documents sharing
Teamspotted.com
TheBrain.com
Timedoctor.com
VideoRascal.com - create animated explainer videos
Visual.LY
Xobni - contacts info lookup tool
TASK MANAGEMENT

5pm  Online project management tool
AgileZen  project management visually see and interact with your work
Akomplish http://akomplish.com/ Free.
Ansible  configuration mgmt, app deployment, continuos delivery
Apollo  integrated project and contact management
Asana

Asana  shared task list for your team
Basecamp- web-based project management and collaboration tool
Blossom  lean product management
BrightPod  product mgmt for marketing teams
Centroy  online project mgmt
ChiliProject  web based project management
Clarizen  cloud project mgmt tool
DaPulse  cross company collaboration
Do[Box] - project mgmt, save, resuse and share project models
Exepron  cloud based project management
Flow  collaborative task and project management
GetFlow - Productivity, Management & Delegation
GoPlan  collaborative project management
http://www.plancake.com/
Industrial Logic  Agile eLearning
Interstate  open project management
iProcrastinate
Kanbanchi  dashboard/collaboration tool for Google Apps
Kiln  Version control and code review
Managewith.us  Collaborative Task Manager
Mavenlink  manage project communications, documents, schedules, budgets, payments
Milestone Planner - planner for deadline/outcome driven environments
NeuLexa  enterprise project mgmt
OmniFocus
Pivotal Tracker  Agile project management tool real time collaboration
PMToolkit  project management templates
Podio  collaborative project management
ProcedureRock  operations and procedures mgmt
ProcedureRock  create, procedures, instructions, guides, online help
ProcessPlan  task mgmt via email
ProdPad  proj mgmt w/road mapping
producteev
Producteev  web/mobile task mgmt
ProjectManager  project planner, time/expense tracking
Projify  simplified project management
ProofHub  web project mgmt & collaboration
PushPinPlanner  online real-time resource planning for agile teams
Rally  agile product management
Redbooth -combines social networking and project management
Sandglaz http://sandglaz.com
Sprintly  agile collaborate>prioritize>create git integration
TaskAnt (To Do Repository) https://taskant.com/
Taskpoint  online project mgmt and collaboration
TeamCity  continuous integration/unit testing, code quality analysis, pre-tested commits, report on build problems
TimeBill  Replicon task management tool
Trajectory  agile product mgmt, write and discuss user stories, bugs, and to-dos
Trello  team collaboration around “boards”
Unfuddle -hosted project management solution for software teams
Userlike  live chat software for websites
Webplanner  online collaborative project management application.
wunderlist.com
TIME TRACKING:

Harvest (time tracking & invoicing)

Hours Tracking (http://hourstracking.com) - $1/month, scalable
http://www.focusboosterapp.com
LazyMeter (http://www.lazymeter.com)
PayMo (time tracking, invoicing, & project management)http://www.paymo.biz/ Free, $10/mo,
TimeDoctor.com
Toggl - https://www.toggl.com
WEBSITE CREATION

Bubble  enables your to program web and mobile apps without code
Edicy  Create a website
Google tag manager  create and update tags for your website and mobile apps
GoogleSites  simple web host provider 
How Much Does a Website Cost?  folyo
Moonfruit  free website/mobile builder
Pagelines  build a website with WordPress
Plinqs -simple web page creation
Squarespace  build an exceptional website
Strikingly  build mobile-optimized websites
Web Fundamentals  Google
Web Starter Kit  Google
Webs  Create a free website
Weebly  get a website up quickly with no tools
Wix  free website builder
Yola  get a website up quickly with no tools
Zozolo  start a website within Facebook
WHITEBOARDING

http://realtimeboard.com Endless collaborative whiteboard. Free up to 3 private boards. Pro accounts at $10/mo/person.
SUBSCRIPTION MANAGEMENT

Braintree
ChargeBee
Recurly
Stripe
SOFTWARE LISTING SITES

http://sus.io - Startups Using Startups (lets you see who uses what)
Product Hunt
Toolyo
INDUSTRY NEWS

Alltop Startups
Entrepreneur.com
Entrepreneurship Daily
Forbes
Inc.com
PandoDaily
TechCrunch
VentureBeat
COMPETITION AND SALES RESEARCH

Action Automation Zapier  
Analytics Google Analytics  
Calendar Google Calendar .
Communication Skype  GoToMeeting  Join.me  
CRM Salesforce  
Customer Service SnapEngage  Desk  
Datafox - Market inteligence tool 
File Storage Box Dropbox Google Drive  
FUNDRAISING/STARTUP ADVICE

Screencasts & Screenshots Jing 
SimilarWeb - Competitive Intelligence Tool
Unomy - Sales inteligence tool
ANGEL/SUPERANGEL INVESTORS
Angel Financing Tips and here
AngelList - connecting startups and angels
Guide to Super Angels  Chubby Brain
Gust  Platform for Startup Funding
Seed-Db  database of seed accelerators and their companies
Types of Angel Financing
Venture Hacks Angel List  raise money with angel investors
ADVICE ON RAISING STARTUP CAPITAL

Alternate Funding Ideas  Business Insider
FindtheBest Venture Capital
Fundraising 101 Checklist  Walker
How much should I raise in an Angel Round in 2015  calacanis
How VC’s Evaluate Startups  Thomvest Ventures
How VC’s Calculate Return on Investment  Fred Wilson
LinkedIn’s SeriesB Pitch  Reid Hoffman
Pitching a VC - Mark Suster Advice
Raising Capital 2014  Andreesen Horowitz
Seed Stage Valuation Guide  Jordan Cooper
Startup Valuation Advice  Mark Suster May 2011
VentureFundio  let your data do your pitching
BEST STARTUP ADVICE

AnswersOnStartups
Best of Y-Combinator Startup Advice
Fred WIlson MBA Mondays  worth reading through all of these
State by state incorporation advice  Harbor Compliance
Tom Eisenmann Platform & Networks  Harvard Business School
Uber list of Startup Resources  Legal, Equity, etc.  Bottom Line Law Group: Incorporating Your Company
VentureHacks
BUILDING/MANAGING A BOARD OF DIRECTORS
Building an Effective Board  Kauffman Foundation (PDF)

Why board meetings suck Part 1  steve blank

Why board meetings suck Part 2  steve blank 
LaunchPad Central - share Bus Model Canvas/Customer Development progress

Seederboard  startup reporting dashboard

Don’t Give Away Your Board Seats  steve blank

CAP TABLES / VALUATION

2014 Valuation advice  AndreessenHorowitz
Awesome Valuation/Equity Calculator  ownyourventure
Cap Table Template  Fred Wilson 
Cap Tables
Capography  Cap Table Mgmt software too
CapTable.io  set up your companies cap table
Captable.io  startup cap table mgmt
eShares  Cab table management 
Foundrs  co-founder equity calculator
How VC’s Calculate Valuation  Mark Suster
Pricing Follow-on Rounds
Simple CapTable calculator  David Miller
StartupCompass  benchmark your core business metrics
TrueEquity  Cap Table Mgmt software
CROWDFUNDING

Appbackr  crowd funding for mobile apps
Indiegogo  crowdfunding
Kickstarter - crowdfunding
Quirky  shared social inventor community
Rock The Post  crowd funding
RocketHub  crowd funding, partner with A&E
Tindle  crowd funding for makers to sell their hardware
ENTREPRENEURSHIP ONLINE

Cornell eClips
Stanford Entrepreneurship Corner
Techstars U Videos
FOUNDER EQUITY/COMPENSATION ISSUES

Fred Wilson Advice and spreadsheet 
Employee Equity
Dilution
Appreciation
Options
Option “Strike Price”
RSU’s (Restricted Stock Units)
Vesting
How Much?

The Right Way to Grant Equity  Andy Rachleff Wealthfront

Intro to Stock and Options  David Weekly

Startup Founder Equity Stakes  Tom Tunguz

Startup VP Eng & VP Product compensation  Tom Tunguz

An Engineers Guide to Stock Options  Alex Maccaw

Venture Hacks equity section
Dilution  Mark Suster

Joel Spolsky Advice on fairness
Awesome Valuation/Equity Calculator  
Splitting the Founders Pie  Frank Demmler

ScottEdWalker  this legal blog is gold for a startup

TruEquity Mgmt Tool  cap table management, free for founders

Valuation on Revenue  Bill Gurley Above the Crowd

Startup Salary & Equity  Wealthfront

Advisory Board Equity Template  FounderDating

The Funded Standard Advisor Template
Advisor Equity  Quroa

Advisor Equity for 500 Startups companies  Quora

Everything you ever wanted to know about advisors Part 1  Venture Hacks

Everything you ever wanted to know about advisors Part 2 Compensation  Venture Hacks

Should Your Startup have an Advisory Board  Mark Suster Upfront Ventures

Comp Study  Executive Compensation Website- unbelievably useful

SaaS Sales Team Compensation  Philippe Botteri, Bessemer Venture Partners

FINANCE 101 FOR ENTREPRENEURS

MBA Mondays  Fred Wilson’s Tutorials 
Index
Accounting
The Income Statement  Profit & Loss
The Balance Sheet
Cash Flow Statement
Key Business Metrics
How to Read a Financial Report, and here  Merrill Lynch

FUNDING

AngelList http://angel.co/
GrowThink http://www.growthink.com/
Gust https://gust.com
http://www.microventures.com/home 
ProFounder (crowd funding) https://www.profounder.com
TruEquity (Cap table as a service) http://www.truequity.com $0-$20/mo
Hardware Incubators/Accelerators/Crowdfunding 
LemnosLabs  best hardware incubator in San Francisco

Bolt  seed stage hardware fund in Boston and San Francisco

Y combinator for hardware
Highway1  hardware accelerator in San Francisco

Springboard  techstars style hardware accelerator in London

R/GA  techstars style hardware accelerator in New York

ZahnCenter  hardware incubator in New York

Microyza  crowdfunding for Science Research grants

MakeSimply  sourcing and manufacturing services

Crowdsupply  crowd funding for physical stuff

Dragon Innovation  crowdfunding platform for hardware

HWTrek  crowdfunding platform and community for hardware

INCUBATOR LIST/ STARTUP JOBS

A Quora list of Incubators
FindTheBest Incubators
Founder Dating  find a cofounder
List of Startup Incubators
Lunch with Entrepreneurs
Techcofounder  find a technical cofounder
MARKETPLACE REVENUE MODELS

Inside sales metrics  Tom Tunguz

Web/Mobile Revenue Models  Fred Wilson

Optimal Platform Pricing Strategies  Bill Gurley

Dangers of Lifetime Value formula- Bill Gurley

Advertising Revenue Models  Fred Wilson

Subscription Revenue Models  Fred Wilson

Peer to Peer Revenue Models  Fred Wilson

Transaction Processing Revenue Models  Fred Wilson

Licensing Revenue Models  Fred Wilson

Mobile Revenue Models  Fred Wilson

Gaming Revenue Models  Fred Wilson

Tech Acquisitions, cost per user  Brightside

Tech Acquisitions, cost per user versus total users  Brightside

METRICS/BENCHMARKS/GROWTH

Key founder/startup metrics  Tom Tunguz

Key metrics for Saas startups  Tom Tunguz

The Illusions of Product/Market Fit for SaaS companies  Brad Feld

Rule of 40% for a Healthy SaaS Company  Brad Feld

The SaaS adventure  Neeraj Agrawal
MUST READ BLOGS

Best Blogs Every Entrepreneur should read

Top VC Blog List
Fred Wilson  A VC
Marc Andreessen
Paul Graham
Hacker News
Brad Feld
Chris Dixon
OnStartups-Dharmesh Shah
Both Sides of the Table  Mark Suster
37signals
Eric Ries  Startup Lessons Learned
Venture Hacks and http://twitter.com/venturehacks
Andrew Chen
Dave McClure
Venture Made Transparent
Brad Feld and Jason Mendelson  Ask the VC
Dharmesh Shah   On startups
Josh Kopelman   Redeye VC
David Hornik  VentureBlog

PIPE LINE DEALS

InviteReferrals.com
Rebump - Gmail plugin that makes sure your emails get answered.
Vibe
STARTUPS DATA

AngelList - connecting startups and angels
Compass  Turn data into actionable insights
Mattermark  quantifying company growth for startup investors
VC’S FOCUSED ON COMMERCIALIZING UNIVERSITY TECHNOLOGY

Allied Minds  in Boston
IP Group  in the UK
M34 Capital  in Berkeley
Osage Partners  in Princeton
All content contained herein was curated from dozens of websites, forums, blogs and video websites.
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