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BASEL

AREA?~ The 6 stages of a startup

MORE TO DISCOVER

»

Pre-Seed Stage Seed Stage Growth Stage

- Laying the foundation - Confirmation of market demand ‘ i nd of ventur - Scale to abigger market fitable i self-sufficient - Expand by acquiring more
- Ideation, testing and analysis - Gain financial support WY - Maintain long-term profitability SovIpeERes
s : : I pre t . ) - Tt ssibility of selling
- Validation of the hypotheses - Validate your business model SR - Raise funding ( repassibiityofseling
f - Decidel See
- Bringing in key stakeholders - Verify hypothesis with a S . e - More diverse funding sources Deiciaetiawio pracesd
g ki I{ E ’ - Theexitdepends
- Clarify market needs WaigpcEnLe - Expand the team (;jr(i;;q(llseﬂefl(boﬂ
- Finding the right market solution / = SRS
- Understand target group - Aim for healthy growth Pla -
. - Plan an exit strategy
§ - Make the right contacts . .
- Conduct detailed - Counting on the right people i .
. ; ) ; | £t ) L - Get support of agood team
market research - Rely on multiple financial sources ‘ D ¢ ‘ SR

of lawyers
- Presentyour business plan
to your network



VALIDATION
& DECISION

0
0

5 STAGES OF A START-UP

What entrepreneur does How entrepreneur feels

* Market research * Fresher — wants to make an impact
» Competitive analysis * Unhappy with current job/business
* Naming, branding * Need of a Coach, Get new certification

* Full of emotion ¢ Obvious victories, celebration
* No Revenue

» Getting A in 1st std doesn’t mean you're
getting into Harvard

* Website
* Content marketing
* Word of mouth

* First customers e+« Problem-solution fit « |terations o Clarity about what to focus on
* Product -Market Fit * Realize what you signed up for
* Test business model, pricing » Take a decision (do you enjoy it?)

* Automated Sales funnel & e Thank God! e« What you stood for was worth it

product development » Feel confident and in-charge, you have refined
* Management « External Investors every aspect of business by now

* Grow * Your passion and business goals drive

* Take public your decision to continue or to sell. You
e Sell may choose to start another stari-up
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VALIDATION

Mission > Vision > Strategy

] ldea and co-founder team formation Minimurm

. What, to whom, why and how?

Levels of validation

Problem / Solution Fit Vision / Founders Fit
Ideating Concepting

Entrepreneurial Defining mission and

ambition and/or vision with initial strategy

potential scalable and key milestones for

product or service idea  next few years on how to

for a big enough target  get there. Two or three
market, Initial idea on entrepreneurial core

how it would create co-founders with

value. One person ora complementary skills and
vague team; no ownership plan, Maybe
confirmed additional team members
commitment ar no for specific roles also with
right balance of skills ownership.

in the team structure

yet.

GROWTH Establish &

strengthen

W

Lean Startup Scale Up e
Viable Validate / lterate ‘rocesses & r_:l::-
Product lor pivot) KPl's 0

Committing

Committed, skills balanced
co-founding team with shared
vision, values and attitude.
Able to develop the initial
product or service version,
with caommitted resources, or
already hawve initial product or
service in place. Co-founders
shareholder agreement (SHA)
signed, including milestones,
with shareholders time &
money commitments, for next
three years with proper
westing terms.

Validating

Business Model / Market Fit

Scaling Establishing

Iterating and testing Focus on KPI based Achieved great growth,
assumptions For validated measurable growth in that can be expected ko
solution to demonstrate users, customers and continue. Easily attract O
initial user growth and/or revenues and/or market financial and people 0o
revenue, Initial Key traction & market share in respurces, Depending on [+T}
Performance Indicators a big or Fast growing vision, mission and =
(KPI's) identified. Can start target market. Can and commitments, will ,-_-,N_-.
to attract additional want to grow Fast. continue ko grow and T
resources (money or work Consider or have attracted often tries to culturally g
equity) via investments or significant funding or continue "like a startup”.
loans For equity, interest or would be able to do soif Founders and/or investors
revenue share from future wanted. Hiring, improving miake exit{s) or continue
rEVEnues., quality and implementing with the company.

ProCesses

Startup Development Phases - from idea to business and talent to organization.

Version 3.6 - www.startupcommons.org
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One-liner
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Solar Py On-Crid GLOBAL STATISTICS
MAATION Bizg 12000 Market Size (2021)

>340 GW

Ground Mounted Solar PV

CAGR
(2023-2032) > 4% CAGR
2022-2032

Residential End-Use Segment
>5%
>%$26 BN (2032) -

Market Size (2032)

North America Share ~$260 BN
e >4% 2ox2.2032

O:Globol Market Insights







Designed by .. .
Liz Slocum Autonomous Driving/Smart Mobility Landscape & suoocar

Autonomous Driving

Sensors Semi- _Testin_g Parking EV V2V, V2|
Conductors Simulation Charging V2X
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Camera Training ol HERO 5
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Sensor Fusion Localization Location —
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DELTA

- "
QL Characteristics
. \ - H
+ Across all age brackets, most middle-aged @ Attitudes and behaviours
* Primarily home owners [+ Respondents stated they typically had spare tirh »
« 47% suburban: 30% urban: 23% rural. between journeys, suggesting that opportunities for
charging may be available.
A Car use « If a convenient charge point came at a higher cost,
- ) this would only be used for topping up. 79% of
+ On average, 10 individual car journeys carried out per respondents agreed with this statement.
week. + Attitudes and behaviours between customer segments
+ half use their car for commuting. \varied significantly — there is no “one customer” / #
+ 85% indicated their car use is predictable and regular.
. i

. Just under two thirds have one car,
Most have off-street parking. with a third having two
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:
Honeywell -> Honeywell.com

Solar Energy Company Needs and Challenges

Customer Needs (Inverter Manufacturers and Solar Panel Installers)

1. PV solar panel manufacturers — not our focused customers
« Three technologies are competing for cost-leadership
— Silicon-wafer-based photovoltaics
— Thin-film PVs
— Concentrated solar thermal power
2. Equipment/instrument manufacturers
+ Improve the efficiency of power generation
« Maintain stable output of electricity vs. time and temperature
« Prevent voltage spikes
3. Solar panel installers

« Maximize efficiency of power generation by
tracking the sun

Prevent the panel from overheating - spikes in i o .
voltages above safe levels for their inverters s
when the panel temperatures get too high -

* Identify the location of bad cells, shorts in
wiring caused by corrosion

Key Challenges
— Harsh environment
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Adapter fits any
servomotor

Large tapered-roller
bearing for high-load

Input-stage
gearing

flange
gets fixed
to the

inertia
input
coupling

Qutput-stage
gearing

FKM oil
seals

Mounting

Four helical planet flange
gears for high torque
capacity or\g stiffness
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Competitive analysis framework

Product/service
Market share
Growth

Target audience

Price structure

Marketing strategies

Customer satisfaction

Strengths

Weaknesses

Key advantage

Competitor1

SEO/Paid ads
40%
12%
Dentists

Hourly

Email/Blog/
Social media

Brand visibility
Expensive

Industry leader

Competitor 2

SEO/Website
design

35%
8%

Dentists

Project-based

Social media/
Email/Paid ads

Package deals

Questionable
customer service

Highly skilled
team







Business Owner

Utility Grid Solar PV Plant
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) I
4E ProductPlan Technology Roadmap - |
“ People
~  Increase Staff to 100 Split Groups in Special Task Forces (max 10} )
50 IT Sec
Onboarding & Training :
v Technology
- '
Increase to Five #5. ¥ |
Migration Plan . o QWIW : o
© Migration QA |~ | software Patches "]
Bug Fixes (Round 1)
| Bug Fix QA (Round 1) |
~ Security
Agres on 2020 Security Plan .
-nmm ¥
+
—
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Good Luck...
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