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Tom Fairey is largely unimpressive. He grew up on the Isle of Wight and did unimpressive things. Then three years ago he went from being broke and unemployed to building a world-leading business in a sector he’d never worked in and hosting one of the UK’s largest entrepreneurship shows. Tom now lives in Kent and dreams of one day owning a rugby club that he can brag about to his friends.
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INTRODUCTION



January 2019


I was unemployed, and I had the same career prospects as a member of a nineties boyband that nobody can remember the name of. The company I had been working for was great, but I hated what I had been doing for the last decade, and the thought of continuing for even another week filled me with misery.


Despite the state of my situation, I felt fricken awesome. I had made this choice and left my job because I had the most sensational idea for a business. Everything was going to be fine, because I was going to build a startup and become something magical: a tech entrepreneur.


The game was on. I was going to wear T-shirts to work every day, do conference calls in edgy coffee shops and have a slide in my office. I was going to be the new Steve Jobs. Zuckerberg would be inviting me to join him for jiu-jitsu sessions and Jessica Alba would be calling me for advice on very complex entrepreneurial things. I was already planning which rugby club I was going to buy when I sold the business in three years for eleven squillion pounds.


Ambition, or lack of it, had never been my issue.


The problem was, as great as the idea was, if I was going to succeed I would need to work in an industry I had never worked in before. I came from a data background and I was moving into gaming. I was a sales guy and I needed to code. I knew compliance people at banks and I needed to know video game influencers. Looking at it conventionally, I was destined for failure. And to make things worse, I was effectively broke, and this was going to cost a lot of money. People told me I was making a mistake and this was going to be a massive fuckup.


Society is pretty good at telling people they can’t do things. ‘You need this qualification.’ ‘You need this expertise.’ And there are undeniably situations where these statements are true. As great as I am at Googling medical procedures and watching TikTok instructional videos, it is reassuring to know that the surgeon opening me up has some relevant letters after their name. But in general, you don’t need a PhD or 10,000 hours to do what you want to do. Usain Bolt was told he was too tall to be a sprinter. Bill Gates was told he was an idiot for dropping out of Harvard. I took confidence from this and thought, Screw these haters; I’m doing this!


I produced a simple strategy: I wrote down what I’m good at and made a list of all the skills and knowledge I would need but didn’t have. Pretty basic. From there, I consumed all the startup and entrepreneurship material I could find – podcasts, books, articles, events, videos . . . So. Much. Content. And on top of that, I found people who had the skills I needed, sold them the dream of what I was doing and asked if they wanted to come along for the ride.


As I charged through this montage-style journey of education, networking and self-discovery, three things occurred to me:


Business books, on the whole, were painfully inauthentic and far removed from the specific problems I was facing. They were written by people who experienced the problem ten years earlier and had become so successful they couldn’t remember the pain. Nothing’s changed, and I still believe that is the case today. As much as I love Reed Hastings and admire what he’s achieved at Netflix, when I’m choosing between a $6- or $5-per-month software package, it’s hard for me as a one-man show to relate to his billion-dollar problems.


Secondly, the business books I had read were a waste of three hundred pages. Typically, the main lessons would be covered in the opening chapter, and everything else was written to justify the concept, so they could say they’d authored a book rather than a tweet.


The third thing that occurred to me was that if I was experiencing these issues as a budding entrepreneur, surely everyone else in the same boat must have been too. And that’s how this book was born. There are so many lessons out there and solutions to problems you will face on the journey that I wanted to lay them down in one place, so other founders like you and me could hopefully avoid fucking up their startups.


The advice that I’ve presented in this book comes from people who are living the problem at the time of writing or have just been through it. This is stuff you can put into practice. I’ve tested every single piece of it on my own startup, and anything that didn’t work didn’t make the cut.


It’s been three years since my moment of startup epiphany. I don’t have an exit, but I do have a slide in my office. My company is the biggest in the world at what it does, it employs people I love working with and I get to wear T-shirts to work.


It’s not been easy, I have cried a lot and it will continue to be great one day and heartbreaking the next; but all of that is worth it, because nothing will bring more sense of reward than doing something that takes you beyond what you and others thought you could. It could all collapse tomorrow, but nothing can take away the lessons I’ve learned, the experiences I’ve had and the positive impact on people’s careers. You win, or you learn.


If there are only three things you take away from this book, I hope they are these:




1.   You are a winner. The fact that you have taken a single step on the path towards building something that is truly yours and have taken the risk to do something that could fail in a million ways means that you are a world changer.


In truth, founders shape the world. All our daily practices – from the way we consume food, the way we communicate, the clothes we wear and the bed we sleep in – started with a founder having an idea and striving to make it happen. You’re in that club now. Salute yourself.


2.   Every problem you are facing has been faced by someone else before you. Some of them are covered in this book, but if they aren’t, ask for help. You will be astonished by how much people are willing to support you if you ask. And most of the time, they’ll do it out of the goodness of their hearts.


3.   Never ever (ever) let anyone tell you that you can’t do something. Everyone started from zero at some point.


Let’s smash this!
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1.



DON’T FUCK UP YOUR LIFE


I could easily have called this chapter ‘Why Do You Want to Start a Business?’, but if you’re not cut out for the role of founder, you’re better off putting this book down now and looking for a full-time job that suits your temperament. There’s nothing easy about launching and nurturing a startup. The only short cut is doing it right and putting more effort into it than an Irish dancer on Haribo gummies, and when things go belly up, which they can and will, it will feel as though you have completely fucked up your life. That’s a risk worth taking if that’s the path you’re meant to choose, but a hell of a lot of unnecessary pain and aggravation if it’s not; so, if it’s not for you, figure that out now, use this book as a doorstop, and don’t fuck up your life.




‘The single biggest thing that will make a better world will be if every single person becomes more self-aware, understanding who they are, how they react to things, start architecting more of the life they want; it will stop people from being angry, emotional, frustrated, depressed.’


Alex Dunsdon – Partner at Saatchinvest





How Do You Know If You’re an Entrepreneur?


What kind of person gives up the perceived security of a monthly paycheque to go on the roller-coaster ride that is launching a startup? In my case, it was the only option because I was becoming increasingly unemployable. The more time I spent in any job, the more I would start pulling things apart and looking for ways to make them better. That’s not because I’m special or smarter than the next person, but because I questioned everything. Most managers don’t want people like that on their teams because their answer to a lot of questions will be,




‘That’s how we’ve always done it.’


Unknown . . . but quoted by unimaginative business execs all around the globe!





I was in sales, and if you know anything about that role, you will know that it’s all about recognising the pain points that your customers care about and offering solutions that take those pains away. Salespeople are naturally curious. They are problem solvers through and through, and are driven by the belief that they can offer improvement, just like entrepreneurs. I wanted to work for an organisation where I could do what the fuck I wanted, and I could create rather than being told what to create. That company didn’t exist. If you’re not happy with the way someone else is running the company you work for, and you think you could do a better job, why not start one of your own?


According to Alex Dunsdon, a partner at early-stage tech fund Saatchinvest and a bit of a philosopher, entrepreneurs can’t do anything else but become founders. They can’t not be entrepreneurs. The pull becomes so strong that they will have to do it. He sees people as ‘prebaked’ from birth but distracted from their inner mission because of conditioning from their parents, their peers and wider society.


Alex did ten years in advertising before diving into the world of venture capitalism, and he describes that period as a decade of working hard, feeling like an imposter, and being terrified of failure. It wasn’t where he was supposed to be, and the voice of doubt grew steadily louder until he had to take the leap of faith into the unknown.


Self-knowledge is the key to freedom, so take the time to reflect and know who you are and what you want, and dare to control your destiny instead of trying to meet other people’s expectations. That’s Alex’s message to the world, and it’s a mindset that a lot of entrepreneurs share. Take Emma Davidson, for example.




‘So, what does your success look like? Not what everybody else thinks. What do you want? What does your eighty-year-old self look back on and is proud of?’


Emma Davidson – Director at Staude Capital





After a whirlwind career in investment banking, which saw her smashing through every obstacle and becoming the stuff of legend in the process, she went on to found Affinity Capital, her own successful London-based investment boutique, specialising in structured investments and derivatives.


Her main motivation for leaving her steady corporate job was because she’d come to realise that she couldn’t stand having to follow other people’s rules and ‘was not the easiest person to control as an employee’. She was also sick of corporate politics and a culture that allowed mediocre people to gain promotion not because they were gifted or qualified but because of tenure. Success should be earned, not inherited. Remember what I said about thinking you can run a better company than your boss?


Go Where Your Heart Takes You


Having put all the hard work in to create a company that was thriving and bringing in an excellent income, Emma gave it up to support her husband’s company, Staude Capital, even though it wasn’t making as much money as Affinity. Ironically, her husband, Miles, had set up Staude because he was inspired by Emma’s business.


Although both companies were successful, the twelve-hour days were taking their toll on Emma and her husband. They used to imagine themselves as octogenarians looking back at their younger selves and reflecting on their lives, and they concluded that something needed to change. Miles needed Emma’s help to run his business, and he needed money to grow it. Emma was keen to start a family and wanted a better work–life balance, and she could see Staude’s potential, so she jumped aboard.


If you’re thinking about launching a business, ask yourself why, and understand what success will look like for you. What will the older, balder, toothless version of yourself think about you when they’re sitting on the commode and complaining about their haemorrhoids?


Who’s That? Is He a Doctor, an Accountant or a Lawyer?


He’s Chris Smith, the managing director of Playfair Capital, an early-stage fund that’s on a mission to commit to companies early and with conviction; however, he spent the first ten years of his professional life as a lawyer. What made him leave such a lucrative career after giving so much of his energy to the legal industry?




‘When I was working as a lawyer, I felt like I was a persona. I was a fake version of myself!’


Chris Smith – Managing Director of Playfair Capital





At the traditional school where he was educated, Chris’s teachers identified that he was smart and hard-working and encouraged him to work towards becoming either a lawyer, an accountant or a doctor. He hated the sight of blood and didn’t have a passion for numbers, so he opted for the legal profession.


Once he was enrolled at university as a law school undergraduate, law firms began reaching out to him on campus, where they were holding regular events two to three times a week and talking up how wonderful their firms were. He was invited to spend the summer working for them following his first year of study, and with that came the chance to walk straight into a job with a starting salary of £40,000 upon graduation.


To a young man of eighteen, this all sounded incredibly exciting, and he was easily seduced. Have you seen what a typical big-name law office looks like? When you think of lawyers, what do you see? Sharp suits, flash cars, champagne wallets and early retirement! Then he started working for a firm, and reality bit.


He was spending most of his time photocopying, proofreading and filing, and there were no opportunities for creative thinking. Worse still, he looked upstream to those who had been working there for decades and guess what he saw: a bunch of very miserable human beings who were usually overweight, divorced and bored out of their minds. A dollop of turd rolled in glitter is still a dollop of turd, and if those people were what his future looked like, he was doing something wrong because that life was a turd rolled in glitter.


Initially, Chris thought he could change the situation by hopping over to another firm but soon discovered he’d gone from watching red paint dry on one wall to watching green paint dry on another. Either way, it was soul-destroying, and he felt no passion for what he was doing.


Lawyers must look and act a certain way, and Chris felt as though he couldn’t bring his authentic self to work. It was as though he was putting a mask on every day, standing tall and straightening his tie as he entered the building, and he’d have to maintain this pretence when talking to clients. No matter how rough it gets, lawyers have to remain deferential to clients, incredibly responsive, and never appear to be flustered or concerned about anything. It was stifling, and he knew he had to get out.


When he finally quit the profession, some of his colleagues were stunned because he was so close to becoming a partner, the holy grail for legal eagles, but that just goes to show how desperate he was to get out and breathe again. We can only shine when we play to our strengths and indulge in our passion, and Chris has found his, as the managing partner of a venture capitalist (VC).


Fancy a Kick in the Teeth?


Warwick Hill has always worn many hats but one of his main ones is being the general partner at Supercapital Partners LLP, which provides investment services to tech startups. He is also the chief executive officer (CEO) of Electricboxx.com, which provides businesses with innovative solutions to move to sustainable mobility. His CV reads like a novella. He’s worked in business development, was the CEO of an Indian and Middle Eastern wholesale carrier company, spent nearly three years in Hong Kong as the CEO of 3rd Space Services Ltd, worked as an advisor to NHS England, was a board advisor to Fineqia in Canada, led startups at Microsoft, and has served as a non-executive board member, non-executive director, chairman of the board and ambassador for a long list of dynamic, state-of-the-art London-based businesses. Am I launching the Warwick Hill Appreciation Society? Is this book going to be all about Warwick? Nope, but I wanted you to know that when it comes to startups, this guy knows his onions; and besides, he’s a Kiwi, with a terrific accent. What’s not to love?




‘Being the CEO of an emerging company is like being kicked in the face daily.’


Warwick Hill – General Partner at Supercapital Partners LLP





As a founder, I can attest to this, but the taste of winning is like the finest honey that you’ve ever had the pleasure of experiencing, and that’s what makes it worthwhile. Founding a company and doing everything you can to watch it grow is as near as it gets to giving birth and raising a child without giving birth and raising a child. When you hear people referring to their startup as their baby, they mean it, and that feeling gets stronger the more time, money and energy they invest into it.


Are You a Quitter?


Let’s look at the statistics because they will tell you all you need to know about what you’re up against. Around 80 per cent of startups fail for reasons ranging from running out of money to building products that have a poor product fit or that don’t work as well as they should. But do you know what the real reason for failure is? Giving up. Founders give up.


If you’ve spent tens of thousands of pounds developing a pair of trousers that sings Rick Astley’s ‘Never Gonna Give You Up’ every time the wearer breaks wind, only to discover that no one’s buying them, I hate to break this to you, but that’s probably not going to change no matter how much money you throw at it. Give up. For the love of God, give it up. There’s a difference between having the resilience and determination to keep going and self-delusion.


For those of you who have given a little more thought to the market and created a product that people want, it’s worth turning over every stone to find a solution before throwing in the towel. Even if you’ve fucked up, and no one’s buying your heated beanie that you’re flogging for the bargain price of £78.50, you may just need to make a few tweaks to turn things around.


Whatever happens, don’t let you be the reason that your business fails, and that’s why you need to know why you’re getting into this right from the beginning and know that you’re going to be getting kicked in the teeth daily, as Warwick puts it.


Don’t Be a Control Freak


When I interviewed Warwick for the Back Yourself Show and asked him what he thought his biggest mistake was, it was thinking that he could do everything himself. Running a startup is an intensely emotional roller-coaster ride. He advises founders to look for someone they trust to mentor them and help them discover if they are ready for the journey.


You are better off joining forces with other co-founders anyway, because no one can be the best at everything. Perhaps you are a superb developer or a marketing wizard. More than likely, you fancy yourself as a conceptualist, an idea person, and you think you’ve discovered the golden fleece – you won’t be the first to have come up with that idea, by the way, but more on that in the next chapter. Working with others, who are better at the things you are not as good at and whom you trust to challenge your thinking, will make your company stronger; and according to Max Kelly, managing director of the UK branch of Techstars, the world’s biggest startup accelerator, sole founders are far less likely to attract investors at every stage.


Take Care of Your Money Maker


Your brain, that is! Yes, even if someone chooses to shake their arse to make money, and I’m not here to judge, it’s the brain that calls the shots. Dan Murray, a co-founder of Heights, a company that produces a range of food supplements designed to improve brain health, turned his attention to nutrition and how it affects the brain while on a quest to resolve his mental health issues. He had started having trouble sleeping for no obvious reason, and it wasn’t long before his sleepless nights began to impact him in other ways, making him feel anxious and depressed. Dan’s doctor referred him to a dietician.


The dietician diagnosed the cause of Dan’s mental health problems within minutes and prescribed a course of nutritional supplements. They worked so well and so quickly that Dan couldn’t wait to thank the dietician for facilitating what amounted to a miraculous recovery. She was having none of it, however, because she had known it would work from the moment she had diagnosed him and couldn’t understand why others don’t see what is so clear to her: brains need to be fed correctly just as other parts of the body do. Looking after our grey matter is a no-brainer, right? It’s the thing that’s going to make us successful.




‘Your brain is your money maker. However you look at this, it is the thing that gives you your energy. It gives you your thoughts. It gives you your career.’


Dan Murray – Co-Founder of Heights





And it’s not just the fuel that we inject into our brains that will affect how they function. We also need to think about how we use the brain. Think of it as a muscle. If you spent all day every day flexing your biceps without taking a rest, it wouldn’t take long for those muscles to tear or burn out. Why would we treat the brain any differently?


. . . And Your Mind!


Even if you’re eating the right foods and taking supplements to ensure it’s fully fuelled, it’s worth investing a little time to find out how best to maintain your brain and the mindset that lives in it.


I know the big buzzword is ‘mindfulness’ these days, and I’m not knocking that, but rest for the brain comes in many shapes and sizes, from sitting back for five minutes to the sound of baroque classical music or a dose of heavy metal, if that’s what floats your boat. It’s about disengaging from the intensity of running a business.


Taking care of the body is also part and parcel of taking care of the brain, and that doesn’t have to mean doing a Rocky Balboa and sprinting to the top of the nearest set of outdoor steps. They say going for a walk is remarkably good for mental and physical health, and you’re not going to injure yourself or burn out in the process. In fact, according to a 2016 study from psychologists at Iowa State University,1 walking for just twelve minutes, even without traditional happiness-inducing magic such as sunshine, nature, social contact and up-tempo music, turns out to be a powerful mood-lifter.


Let me insert a disclaimer here:


My name’s Tom Fairey, and I’m a founder and investor, not a bloody clinician, so don’t take anything I say as medical advice, and don’t start legal proceedings against me if you slip on a dog shit while you’re taking your morning stroll. It’s always best to consult with a professional before embarking on any new diet or exercise campaign.


All I’m saying is that, if you haven’t planned stuff into your daily routine to ensure you’re at your best, mentally and physically, get it done before you embark on a startup mission, because you’re going to need all the strength you can muster.


Know How to Keep Going When It’s Feeling Fucked Up


The world doesn’t like you. We need to accept this. The hard truth is that it’s much easier to fail constantly and die than it is to live and succeed. Just give up, then. Stick to commuting to an office job in the city, drinking tall lattes at lunchtimes and admiring each other’s Oliver Sweeneys, and stick it out, bouncing from job to job, until you are ready to cash in your retirement package, which may pay for your gas and electric if you’re lucky.


Wrong.


You said you want to be an entrepreneur the moment you bought this book! The clue’s in the title. Go for it but remember this: you don’t have time to feel down, and your ability to perform is the lifeblood of your business, so the burden of being upbeat is heavier than a bacon cheeseburger and fries at Five Guys washed down with three pints of Guinness.


My company Stakester is only four years old and has already had enough issues to make my hair fall out and give me more wrinkles than Mick Jagger. Oh, and my hamstring’s killing me. The cost of pushing too hard on a run. What can I say? I’m competitive! I’m also tired, very tired, and that’s the timeless thief of motivation. How do I fix this, and how will you fix it when making progress feels like trying to wade through three feet of treacle? When we feel like giving up, how do we rise again like that beautiful orange bird in Dumbledore’s office?


I’m not a motivational speaker and don’t plan to be, I’m not a psychologist, and I’ve never met Tony Robbins, but I hate feeling down, negativity and anguish, and I know the importance of getting back on track as quickly as possible. Let’s look at a few ways of doing that.


You’re a Winner


I can hear you. You’re thinking, You said you’re not a motivational speaker, Tom. I smell bullshit! Hold on. Before you dismiss what I’m saying, look at the stats. They’re not complex. If you’re reading this, you have a 100 per cent survival rate. You can’t beat that. All the shit you’ve ever been through, you’ve survived. Every. Single. Time.


This time is no different. Yes, it might be rough and, yes, you might pick up some scars, but those scars are trophies; trophies you only pick up from being in the competition.


Action Kills Doubt


Doing nothing changes nothing and will probably make things worse. A muscle that isn’t used will waste away. When you’re in a rut, and you’re not feeling it, ask yourself how you got there, and you’ll soon figure out a way to get back on track.


Start with something small, whether that’s writing a quick thought piece, building that spreadsheet, or even cooking a lasagne. Do something and get a win under your belt. That said, if your problem’s procrastination, you’re probably better doing something constructive that helps you progress before finding those other jobs to distract you . . . and the lasagne can wait until dinner time.


Talk About It


This doesn’t come to me easily, as I’m an entertainer by nature and being misery guts isn’t a crowd-pleaser, but it helps exponentially. Talking about it doesn’t have to mean being the killjoy at parties and sobbing to everyone you meet. It’s about making sure you have a confidante in your life, that one person you can share with, who is not going to judge you or say the wrong thing when you’re already feeling like a loser. You can do the same for them.


Verbalising your feelings will help you rationalise, and it will take the weight off your shoulders. There’s a reason why therapy is a squilliondollar industry. If you’re the sort who likes to dig deeper with a little research, visit MentalHealth.org. They rank talking as the best thing you can do for improving overall mental health, so be ready to pick up the phone, jump on a Zoom, or go for a coffee. It’ll make all the difference when you need it to.


So, before you carry on reading this book, reflect on the main takeaways of this chapter. As Alex Dunsdon pointed out, self-awareness is one of the most important life skills you can develop. Whether you have a super-glam, well-paid role, a crap job on the till in the local supermarket, or you are founding a sexy startup that produces a cool product, make sure that the path you take is right for you.


Sometimes, that person who appears to be going nowhere in life, doing the job that would drive you nuts, is as happy as a fly on a dog dollop. If they know in their heart that they haven’t got what it takes to run a business or don’t want the aggravation, that’s a sign of true wisdom.


Likewise, as Chris Smith’s story teaches us, having more money in the bank than you know what to do with, a home that a Hollywood star would be glad to live in, and a motor that’s so beautiful you look forward to driving in the densest London traffic doesn’t guarantee contentment.


Be mindful and brave enough to choose the path that’s right for you, so that the old, cantankerous version of you doesn’t moan every time they reflect on what they did with their lives. And whatever you do, make sure you look after your mind and your body. It’s not about having the body of Adonis. It’s about feeling energised enough to live your best life. It sounds corny, but your health is your wealth.


Are you ready to start a business without fucking up your life?


You’re going to need an idea . . .





 


1 Miller, J. C. & Krizan, Z., ‘Walking facilitates positive affect (even when expecting the opposite)’, Emotion, 2016 Aug;16 (5):775–85. doi: 10.1037/a0040270. Epub 2016 Apr 21. PMID: 27100368.
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IDEATION:
THE MOTHER OF ALL STARTUPS


The fact that you’re still here after I said everything I could to put you off the journey speaks volumes. You know what you’re up against, you’re ready for it, and you’re fully invested in the journey. Good. I wouldn’t have it any other way, and that’s why I launched the Back Yourself Show – to encourage others to back themselves. Everyone has what it takes to control their destiny, so I want everyone to know how they can back themselves and take charge of their lives.


It’s Time to Back Yourself


The Back Yourself Show is for the dreamers, the creators, the builders, the inventors and the founders, so they can tap into the mindsets, experience, knowledge and wisdom of the entrepreneurs who have already succeeded (and failed many times, believe me) and hear how investment decisions are made, directly from the mouths of angels, VCs and other funders.


And now, you, my friends, will get to benefit from all that gold dust without having to listen to a single minute of a podcast, read a single line of any of my Medium articles, or enrol on a ‘How to Succeed In Business’ course, because it’s all condensed here in this book. That said, the people I’ve interviewed for the podcast are all remarkable and have shared far too many wonderful anecdotes for me to cram into a single volume, so they’re still well worth a listen when you get the chance.


Lightbulb Moments


I am also guessing the other reason you’re still here is that you’ve had an idea. Who hasn’t, right? People get them all the time, but what makes you, me and the other seemingly crazy people like us different is that we act upon those ideas and strive to make something of them.


Where did it all start for me? When was my lightbulb moment, when I was struck with a concept so simple but so useful that I had to jump into the abyss to make it happen? It started in a local jiu-jitsu club and because of a chance meeting with a huge Russian guy called . . .


Meet Sergei


The first time I saw Sergei, he was rolling with someone on the mat in a jiu-jitsu gym. Rolling, I hear some of you thinking, What’s rolling? Were you making dough? ‘Rolling’ is the term we use for ground fighting or wrestling because participants often end up looking like a tangled web of arms and legs rolling around on the floor.


Sergei was a big guy; taller, heavier, more conspicuously muscled than me, and he had that no-effort haircut that some Russian guys sport when they want to draw attention to their biceps rather than their head or what may lie within it. He was wearing a vest, always a slightly dodgy choice, so when he rolled over and slowly looked my lightweight frame up and down, I wasn’t sure what to expect.


‘I recognise you,’ he said. ‘You win competition.’


‘Yeah, I did win a competition,’ I replied with a slightly surprised tone, and it was true; I had recently won a local Muay Thai tournament – a completely different discipline to jiu-jitsu. I appreciated the acknowledgement, and it was good while it lasted because what followed was not as complimentary.


‘But you look so weak,’ he continued as a puzzled expression took shape across his brow. Then his eyes lit up, and it was obvious that he’d had a thought. ‘Do you want a match?’


‘Sure,’ I said, without hesitation. I’m competitive; I always have been, always will be, and I can’t help it, even if the odds don’t look great, which in this case they didn’t. It’s fair to say that I don’t think Sergei rated my chances very highly and, looking at the size of his biceps, I couldn’t blame him. Any opportunity to beat up the little guy!


‘Shall we do it for money?’ he asked. By this point, a couple of my gym buddies had tuned in to the conversation, and I sensed them willing me to take the bet.


‘Name your stake!’ I said, picking up the gauntlet.


‘Okay . . . ’ For a second or two, Sergei looked away and his face took on the demeanour of someone in a pawn shop pricing up an old necklace. ‘Maybe ten pounds, yes?’


‘Let’s do it!’


It was game on. Confidence, competitiveness, arrogance . . . that’s me.


A Short Bout


We shook hands and made our way to the nearest bit of mat space, where I had no time to contemplate my fate before we were grasping each other’s tops and vying for dominance. For a moment, I was aware of the tension in his frame, the strength in his arms, and his single-minded will to win. Then, in just a matter of seconds, it was over; a whirl of limbs, my body dropping down, my leg flying up, the impact of my back on the mat . . . and there was Sergei, safely pinned and helpless in a triangle lock between my legs. Well, I wouldn’t be telling you this story if I had lost, would I?


At this point, I should confess that the move I pulled, a triangle choke from guard, is the classic beginner’s play. I’m not very good at jiu-jitsu, but fortunately for me, my opponent just happened to be a lot worse. Confidence, competitiveness and arrogance are not always the smartest combination of personality traits to possess, but on this occasion they had served me well, and now Sergei owed me ten pounds.


Winning and Getting Paid Are Two Separate Things


Winning the bet had been easy. Collecting, on the other hand, was another matter.


‘No cash. Maybe next time?’ Sergei announced without even a hint of embarrassment.


‘Can you PayPal me?’ I asked, feeling slightly miffed.


‘Sorry. No PayPal,’ he shrugged.


Would a more open question save the day?


‘So . . . how can you pay me?’ I asked with as much gusto and confidence as I could muster. I wanted to believe he was going to pay, but his answer said it all:


‘Maybe next time.’


Who says ‘maybe’ in a situation like that? There wasn’t any ‘maybe’ about it. It was Sergei’s idea to bet on the contest, he had lost, and he owed me a tenner. That was when I realised that what I needed, at that exact moment, was an app that would let me set up a wager with someone, knowing that whoever won would be paid; an app version of the person who holds the stake until the bet is over.


The Napkin Moment


Here was a pain point, and I had thought of the solution. Then, I looked past Sergei’s maybe-next-time bullshit and recognised that it wasn’t just me. If I needed it, so did other people, and such an app would work just as well for people playing Tekken, FIFA, streetball or chess. That was the ‘napkin moment’, the instant I had a great idea, and Stakester was born.


Everybody’s different, but if there’s one thing that most people have in common, it’s that they can’t predict when they’re going to get an idea. It could happen during a morning stroll, while jogging, in the shower, or even while taking a dump.


When the sparks start flying in your brain unexpectedly, and you know you’re onto something precious, what do you do? You have to make a note of it somewhere, and that’s why some of the greatest ideas have started life on a napkin.


These days, with modern technology, there shouldn’t be any excuse for not capturing an idea – you can record it as a voice note, type it into a cloud-based notebook, or even WhatsApp it to your mum, but try to get it off your chest as quickly as you can. If it ever happens during an intimate moment, never – seriously, never – pause proceedings to write it down. Sometimes, you just have to let things go, and your partner’s highly unlikely to appreciate your genius if you show that your mind was on other things.


Creativity Comes in Many Shapes and Sizes


Creativity is a broad term that can include anything from producing art by putting random shapes together, to solving a riddle by thinking differently. What counts for us, as entrepreneurs, is how effective we are at coming up with fresh ideas that we can use, and when it comes to that skill, everybody’s different. Is there anything we can do to increase our CQ, our creativity quota? If you hear anyone else using the term ‘CQ’, tell them I got there first.


Apart from feeding our brains with the right nutrients, exposing them to as many ideas as possible, and putting them through their paces with regular mental exercises, we probably can’t improve our base level of creativity, but there is plenty we can do to make the most of our quota.


I’ve spent my life asking two questions – wouldn’t it be cool if and wouldn’t it be better if – and that’s how Stakester came about. Having discovered I was screwed because I had no way to claim my winnings from Sergei, I asked whether it wouldn’t be cool to have an app that would solve that problem.




‘If you’re a creative, your education doesn’t matter. It’s your passion that makes you stand out.’


Mae Yip – Co-Founder of ERIC Festival





Find a Different Way to Achieve the Same Goal


There are other questions that you can ask to prompt the brain to do its magic. When I came up with Stakester, I took an idea that wasn’t new – having a stakeholder to mind the stakes until the bet’s over – and created an app to do the same job. That simple change made all the difference because it meant two or more people could engage in a fair bet without the need of a human stakeholder.


Take a Product and Make it Better


Co-founder of Snag Tights, Brie Read, looked at an idea that had already been developed into a product but was determined to find a way to make the product better. This kind of questioning still falls under the umbrella of ‘Wouldn’t it be better if . . . ’, but instead of asking whether it would be better if we replace a human with an app, as I had done, she asked whether the product she was wearing could be made to perform its job more effectively.


From a Tight Situation to Tights That Stay Up


Brie’s problem began when the tights she was wearing kept slipping down her legs as she was trying to walk down a street in Edinburgh.


In the end, being a practical person, she stopped in her tracks, took her shoes off, and promptly removed her tights where she was standing. All’s good in the hood, you may be thinking. It’s a free country, and if she wants to strip in the street, good on her. Well, this wasn’t any old street. This was George Street, which Brie describes as being quite ‘judgy’, where everyone is dressed to the nines and checking each other out. Think of it as the Knightsbridge of Edinburgh.


Brie was so wrapped up with sorting her tights out, that she completely forgot about her environment. Her Levi 501 stunt almost brought the street to a complete standstill, and once she’d finished with the tights, Brie noticed she was being stared at by around a hundred gobsmacked people. Was she overcome with embarrassment? Oh, hold on . . . some of you are still wondering what I meant by the ‘Levi 501 stunt’, aren’t you?


Lev Strauss and Co. pulled off a stroke of genius in the mid-eighties when they hired a young, well-toned, fiendishly handsome male model, in the shape of Nick Kamen, to strip down to his socks and boxer shorts in the middle of a busy 1950s launderette and load his Levi 501 jeans in the washing machine for an award-winning commercial. The beautifully produced video was accompanied by the smooth tones of a Marvin Gaye soundalike singing Gaye’s 1967 hit I Heard It on The Grapevine.


Essex-born Kamen, who died in May 2021, aged fifty-nine, became an overnight sensation, with almost every young person in the land either wanting to be him or get with him; the soundtrack became a chart-topping success for the first time since its release in the 1960s; and sales of Levi’s 501 jeans went up by a whopping 800 per cent! RIP Nick. You breathed new life into the Levi brand, sold tons of jeans and records, and all with just one fifty-second commercial.


So, after being caught stripping off her tights in the middle of Edinburgh’s most fashionable street, was Brie left red-faced and almost fainting with embarrassment? Not really. She did what any self-respecting twenty-first-century person would do: she had a laugh about it on social media. That’s when she discovered her tights fail had nothing to do with her body shape. Most women had the same problem. The next question naturally followed: were there any tights out there that did fit and would stay up? If so, where could she find them?




‘Nobody could find tights that fit, and everybody thought it was them, not the tights, that were wrong, so everybody thought they had a weird body, or it was their shape that tights didn’t fit, and actually, it was tights that were broken and not the people.’


Brie Read – Co-Founder of Snag Tights





In her quest for knowledge, Brie purchased all the tights she could get her hands on from every retail outlet she could think of, in the high street and online. Apart from not fitting, every pair of tights she bought had one thing in common: while the leg lengths varied, the widths of the waist and the legs were the same across the board. She had identified why none of the tights on the market fitted properly. What followed was some clever detective work to find out why tights were made this way, and that led Brie and her co-founder, Tom Martin, on a two-year adventure to create innovative designs and find a manufacturer to produce them.


I guess you could say the rest is history because by the time I interviewed Brie and Tom for the podcast, their startup, Snag Tights, had gone from scratch to almost £2 million a month in less than two years!


Where Brie and Tom struck gold was in providing a solution to a problem people cared about. They weren’t just selling tights. They were selling peace of mind, comfort and the product that their customers had been wanting to buy since the year dot but had been unable to purchase. The best bit? Brie’s background had nothing to do with making any garments, let alone tights. All she needed was the idea and the passion to take it forward.


If It Works There, It Will Work Here


Back in the days when a Tamagotchi counted as a real pet, Dawson was still with Joey and boybands ruled the charts, a young and ambitious Kiwi made the pilgrimage to the UK. Like many an intrepid Antipodean explorer, he spent 90 per cent of his time in the gym and the other 10 per cent working in hospitality.


One evening, as Warwick Hill, whom you met in the last chapter, waited for a cab home from a late shift, he took his first step onto the entrepreneurial ladder. The last tube typically reached its terminus around midnight, and the service wouldn’t resume until 5 a.m., so there was a clear opportunity for someone to plug the gap, and Warwick was determined to be that someone. He’d seen the problem before, he knew how to solve it, so all he needed to do was to replicate that solution in London.


From Auckland to London – The Staff Night Bus


While in Auckland, he had worked in the hotel and leisure industry, a sector that depends on staff working around the clock. All forms of public transport used to close around 11 p.m., and hotels had been racking up taxi bills of thousands of dollars a month to make sure that employees finishing work after that time got home safely. Warwick wondered if anyone was operating a similar service in London.


He began making calls to hotels to see if any of them would be interested in using a late-night bus service for their employees and got four sign-ups within a matter of days. It was a fantastic start, but Warwick was left with a new challenge. He had an excellent proposition and four customers who wanted the service he was offering, but he had no buses, no drivers and no company. Oops!




‘If somebody offers you an amazing opportunity but you are not sure you can do it, say “yes” – then learn how to do it later!’


Richard Branson – Founder of Virgin Group





There’s nothing like the promise of paying customers and the whiff of success to motivate action, and Warwick was confident he had a winner, so he approached the Prince’s Youth Business Trust for help, and they gave him the funds he needed to kickstart his business.


One of the most important steps for any startup is finding the right people. The wrong people, especially in those roles that form the fabric of the business, such as customer-facing roles, can destroy even the most promising young company. Warwick chose his drivers carefully and funded their training to obtain their public service vehicle (PSV) operator licences. He took out a £5,000 loan, which he leveraged against a couple of leases of minibuses, and he was ready to make money. The customers were already lined up, so Warwick’s newly formed company began bringing in £18,000 per month almost immediately. Instant profit!


Warwick ran that business for five years before successfully exiting. The idea wasn’t rocket science because he’d already seen it implemented on the other side of the world. All it took was the will and determination to go for it. No venture is risk-free, but Warwick could march forward more confidently than most because the idea had already been validated in Auckland and by the four hotels that signed up in London.


No Frills with All the Benefits


It’s great when you get that feeling that you’re the first to come up with an idea, but you don’t have to be original to strike gold. Sometimes, it isn’t what you do but how you deliver it.


Samantha Hornsby and Mae Yip are unusual for co-founders because they were best mates before they started a company together – and still are, which is even more surprising. Friends going into business is not usually considered a sensible idea as it invariably means one of them has to be the boss, and conflicts can arise around the issue of who does what. For that reason, funders are sometimes hesitant when it comes to investing in startups founded by friends.


Some people are naturals, and they don’t even know it, and that’s the case for Samantha and Mae, whose backstories couldn’t be further apart but eventually came together because they realised that they needed to solve a problem in the world. They took the highly risky step of giving up successful careers to go it alone, together. Now, they run ERIC, the largest creative careers festival in the UK, and are pivoting to create market-changing tech.


One of the beautiful qualities about Mae and Samantha is that, without even knowing it, every time they play their hand, they land on best practice. These superheroes of entrepreneurship don’t wear MBAs and VC money. They wear capes hewn of humility and passion. Let’s delve a little into their backgrounds.


Meet Samantha Hornsby


Samantha was a creative soul and wanted to study for an art degree at Falmouth University but didn’t get in, so she chose to study law at the University of Leeds instead because, you know, art and law are so similar!




‘Don’t do it. It’s a terrible idea – even worse than smoking in a space suit!’


Tom Fairey – Founder of Stakester





Her dad knew what Samantha was letting herself in for because he was a lawyer, and he tried his best to convince her that going to law school was the worst idea since Doctor Yoshiro Nakamatsu’s Love Spray – you should Google that when you get the chance – and she would hate it, but she was eighteen years old; how many of us listened to our parents or knew what we were doing at that age?


Pops was right, of course, and even before she’d completed the first year, she couldn’t wait to leave. Not only did she find the course about as stimulating as a snail race in an empty room, but she wasn’t into university culture either. Why make a small error in judgement when you can get it completely wrong?


The University of Leeds has been around the fifth largest in the UK for years, the city has a massive student community, and it is well known for being a buzzing place to be. While that’s heaven for many young people, who are determined to ‘discover’ themselves – i.e., socialising and partying – Samantha wanted a quiet life and had chosen one of the noisiest and busiest places to get one.


Persuaded by her father not to quit without finding work first, she bagged one of the few jobs on Gumtree that didn’t involve having to strip off for a photographer, transport strange packages from one county to another, or help an amateur filmmaker with his new and exciting project.


The job she landed was working for a public relations startup, specialising in serving high-end restaurants. While Samantha was not destined to stay there for the long haul, she enjoyed the two years she spent there and gained some insight into the day-to-day running of a startup.




‘I think everyone is naturally entrepreneurial. I was just so lucky to be exposed to people who were essentially unafraid to make and take risks themselves.’


Samantha Hornsby – Co-Founder of ERIC Festival





She left that company for an exciting opportunity at Decoded, an innovative tech startup that creates software to help people learn to code. Samantha had no interest in tech whatsoever but had joined the company only six months after it had formed, as their second hire. The four founders each had specific roles within the organisation, and they regularly included Samantha and her co-worker in discussions about company strategy.


Her time at Decoded formed the basis of what I call ‘the startup degree’. By the time she moved on, she had watched the organisation grow its team from two to fifty and had learnt enough from the experience to know that she wanted to set up something of her own.


Samantha believes everyone is naturally entrepreneurial, but most people don’t take the plunge because they are held back by fear. By being around people who were ambitious and prepared to take risks, she adopted the skill through a process of osmosis, so when the time came for her to start something, she didn’t feel it was that much of a big deal.


Meet Mae Yip


Mae’s parents, originally from China, worked hard to give her a good life. She loved art just as much as her friend Samantha did, but although her parents were also creative and encouraged her to study art as a hobby, they didn’t take the arts seriously as a career route. Mae was expected to train to become a doctor or an accountant. She had a head for figures, so she chose the latter.


As a young, typical teenager, she had no idea what being an accountant entailed, but she knew it was a job that pays good money. Accountants, like law firms, can look glamorous to the outside world – plush new offices, Armani suits, evenings in fashionable cocktail bars and trendy restaurants, and personalised number plates on Bentleys to boot – but the reality is hard graft, hours on end of number-crunching, and the huge responsibility of looking after the financial affairs of multimillion-pound or even multibillion-pound clients.


After completing an accounting degree, Mae strolled into a job at PricewaterhouseCoopers LLC, where the only activity she enjoyed was changing the fonts and colours on the spreadsheets she had to use. Everything else felt as exciting as sitting in a doctor’s waiting room for hours on end without the latest copy of Cosmopolitan to get stuck into.


What Was Their First Startup Idea?


As they were already friends and both working in London, Samantha and Mae used to meet for coffee to put the world to rights and complain about their jobs. Both of them were fascinated by creative, interesting people who had managed to succeed on their terms. The biggest issue they had with their jobs was the feeling that their creativity was being stifled, and they wanted more.


They wanted to know how other people had managed to make a living or launch businesses on their terms, as creatives, so they cold-emailed people who they thought were interesting, and Mae would go and meet them for lunch to interview them about their journeys. She started writing about the people she was interviewing in a blog that she and Samantha had launched. They were speaking to everyone and anyone who was winning in the creative industries, from a local graffiti artist to the founders of Hummus Bros, a legendary cafe chain that specialised in homemade hummus products.


A Magazine for Gen Ys


In a way, what they were doing was market research, even if that hadn’t been their original intention. What had begun because of their own need to break free and grow had evolved into a bigger mission: to help young people find a route to the creative industries. The pair were so determined to do this, they quit their jobs to focus on it.


At that time, just about everyone had a blog, so only the most well-established and fandabulous were being noticed, and no one was reading Samantha and Mae’s posts. The blog market was saturated, but that didn’t stop them, however, from persevering and developing their page into a full-on online magazine targeting young generation Ys.


What About the Bills?


Meeting so many extraordinary people was fun, and they enjoyed drafting the articles, but while they were trying to inspire young people to dare to do something different, they still had bills to pay, and there was no money coming in. No one can live on dreams alone.


Fortunately, Samantha had been given the chance to try so many things in her previous job, she had some (‘very limited’, to quote her directly) experience with video production. While blogging had died with the noughties, video had replaced it as the hottest way to share content. Samantha spotted the opportunity and suggested that they set up a video production company. Mae agreed.


They bought a tripod and a camera and immediately started pitching businesses. Unfazed by the fact that, compared to the competition, their combined experience was minimal, they began winning business by offering simple talking-head promotional videos, and you have to admire the sheer audacity of it. They embodied the perfect blend of naivety, the spirit of who dares wins, and a nothing-to-lose attitude.


We Can Do That, and We’re Fucking Cheap!


They succeeded in turning their relative lack of experience and video training into an advantage. Their email pitch was along the lines of ‘You don’t need a massive production to create a basic talking head or explainer video for what you do as a business. We are a team of two people, and we are fucking cheap. We can do that for you’ (not a direct quote, just to be crystal). And they offered a taster video for free. They’d identified a gap in the market. The competition had not adapted to what clients wanted – cheap, cheerful, simple content that they could share on social media. Business owners were biting the pair’s hands off in their eagerness to book them.


By stripping video production down to its bare bones, delivering the value proposition without the extra expense of unnecessary trimmings, videographic snobbery and perfectionism, they were giving customers exactly what they wanted at an affordable price. They’d stumbled upon a niche opportunity almost by accident, because they were sticking to what they knew rather than trying to provide the bells and whistles that other more expensive production companies were charging megabucks for. Customers were loving them for it.


They specialised in filming events and making heavy use of B-roll material to produce finished content. ‘B-roll’ is the industry term for secondary footage and can be anything from a dramatic reconstruction of the story being told to natural, undirected shots of people and activities. By carefully splicing B-roll material with the main footage (a talking-head video, for example), you can take an otherwise amateur video and make it look slick and professional.


ERIC


While they were making money as a video-production company, they had not lost sight of their mission to help young people break into the creative industries. A key part of their business development strategy, which was highly effective, was trawling Eventbrite for female-focused or female-run events and pitching themselves as a female-focused, female-run video company. They’d usually email prospects, but they also attended events for the chance to network, and this is where serendipity lent its hand beautifully.


At one such event, they got chatting to one of the organisers, a lady they had already emailed. The timing couldn’t have been better because she was about to run an event about marketing to millennials, and she asked Samantha and Mae to shoot the video.




‘Most people in senior roles have forgotten what it’s like to be a grad. If you want to attract them, you need to put yourself in their shoes.’


Samantha Hornsby – Co-Founder of ERIC Festival





They showed up for the shoot, and their first impression was that the event was excellent. All the exhibitors had made a massive effort to engage and be interesting, and there was an excellent line-up of speakers. An otherwise boring company had set up an oxygen bar, another cosmetics brand was giving away skincare products, and everywhere they looked there was something quirky going on.


It was an amazing event . . . except that not one millennial was in the room to say what they were into and how they wanted to be engaged. There were plenty of senior-level marketers, who were busy explaining how to market to millennials, but where were all the millennials? Surely, it would be beneficial to hear from them about their perspective. When they looked around the room, they felt it was a cool event that young people would love, but there were no young people there.


And that’s when Samantha and Mae experienced their eureka moment. Why not take the same kind of ideas they had seen at this fair, and apply them to a careers event aimed at millennials? And this is where naivety worked wonders for them yet again.




‘Do you think career fairs are boring? Because we do!’


ERIC Festival Marketing Blurb





They had never run an event, but they were driven by pure enthusiasm, impulsiveness and the belief that no one had done what they wanted to do before. Without even booking a venue, they created an event on Eventbrite and called it the Educational Revolutionary Inspirational Creative (ERIC) festival. The name was another clever ploy to attract the attention of the people they wanted to reach. Even now, young people ask them who ‘Eric’ is, what the name means and how they came up with it. What did they write in the blurb?


‘Are you 16 to 25? Do you think career fairs are boring?


Because we do!


Are you bored of recruiters in suits? Are you bored with free pens?


Come to a different festival where we will show you how to enter the creative industries,
and you will be able to meet creative professionals.’


It was the perfect pitch because it showed empathy and an understanding of the pain point that they were addressing. They highlighted an issue and solved it. How did they do?


Only TWO THOUSAND sign-ups . . .


With NO MARKETING!


They just uploaded a logo and some blurb to Eventbrite, and the magic happened. Not only did they not have a venue, but they didn’t have a date. They had made everything up on the spot because they hadn’t expected to get any bookings. Typically with free events there’s a 75 per cent dropout rate, but that still left them with five hundred ideal candidates that they could leverage to attract paying exhibitors. It was beautiful.


You Make Your Own Luck


Their story is a perfect example of how we can make our own luck. Success hadn’t happened by itself. They succeeded because they knew their audience, they understood what they needed, and they were impulsive and naive enough to give it a go.


Neither of them paid me to mention them or say so much about them in this book (perhaps I missed a trick), and I supplied refreshments for the interview. The reason I wanted to make a bit of a fuss about them is that their story highlights some excellent approaches to ideation.


They weren’t the first people to set up a video production company, and they probably had less experience and training than any of the others out there. And let’s face it, it is also unlikely that they were the first female-run organisation to target other female-run organisations.


Where they pulled off a stroke of genius was thinking that they could dive into the market as absolute beginners and offer a bog-standard, back-to-basics, grassroots video production service, compete with the experts, and win. They won because they were cheaper, easy to get on with, and delivered the value that people wanted and needed in an ever-changing digital age.


Then, they did it again with ERIC. They had the audacity and innocence to believe they could run events, something they had never even tried before, better than everyone else. You also have to admire their bravery – giving up well-paid jobs to dive into the unknown with nothing more than passion, charisma and the determination to accomplish a mission. There are so many takeaways from Samantha and Mae’s story, but one that sticks in the mind is this: if you think something’s naff, and you believe you can do it better, just pretend you can, and give it a go. Sometimes, it pays to be naive.


Find the Sliver of a Gap in the Market


To illustrate the next method for making money from an idea, let’s look at how co-founders Nick Telson and Andrew Webster found the sliver of a gap in the market and built a company that managed to grow from $500,000 angel funding to a $30 million exit.


Nick had a high-flying career in marketing, working for L’Oréal, and they had offered him the chance to go to Paris to be an MD. Andrew was succeeding in a well-paid role at Axentia. They had known each other since their university days, had similar perspectives on life, and both knew they wanted to start a business. Again, just like Warwick Hill, Nick and Andrew didn’t create something new. They spotted a tiny niche that had been missed and capitalised on it.


They saw the opportunity to take the kind of e-ticketing and e-voucher software being used extensively by event organisers and repackage it for the food and drink sector, and BookMyNight was born. It’s worth noting that their approach wasn’t just to spot a gap and go for it.


From the beginning, they had an eye on the future, and a plan to sell. They asked themselves who would be likely to buy the business further down the line, and they got there first, knowing that the big players in the market, who had simply missed the opportunity, would later approach and say, ‘Okay. Nicely done! How much do you want for it?’ And that also made the business more appealing to investors.


Since exiting the company, the pair have gone on to launch Horseplay Ventures, an investment playground that matches top startups to the investors best-suited to them. Nick is also the founder and host of the Pitchdeck podcast, which I highly recommend to anyone in the startup space. It’s an incredible resource for finding out what investors are looking for and gaining insight into how to fund a startup.


There’s More Than One Way to Skin a Cat


. . . but I’d rather you left our feline friends alone and focused on building a fantastic startup. Ideation happens in lots of ways. As we’ve discovered through the stories of other founders, sometimes the problem is staring us right in the face, and all we need to do is acknowledge it and see if anyone’s come up with a way to fix it. If they haven’t, there’s the opportunity.
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