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Entrepreneurship Challenge

What to write in Executive Summary
Gilad Saadoun

Based on M.D/Ph.d Lior Yankelson, Misgav

Venture Accelerator and BizTEC co-founder
http://www.biztec.org.ll

®
Luzzatto® comy7#touch
Luzzatto & Luzzatto CANAAN PARTNERS - .
Patent Attoreys Real Security. In Real Time.

Sl (nteD copital g3 | TP T71] RAFAELGH MultiPlanner | uisea/

i~ Technion
%VC M Isgellnstitut?of

Technology

eIC VA, L&

A 1 * -
z | -
D'SWITPa AV AUTDNNR 0 !‘a‘n Y % * IDC 5
: A b, Al TP 177000 X°T) namn
The Hebrew University of Jerusalem ,j =Y 2 «Re¢ = HERZLIYA -1 -] -] 1 1 -]
ASPER Center for Entrepreneurship — : T - » 1 n I n DI | U 011 ] I Nl

FIAN-HN PCDIN



| BizTEC
The BizTEC's recipe for ES
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e Learn the ES’s chapters and understand the
target(s).

 Research on each chapters in the ES

 Write each chapter in the ES

* Write the venture mission statement \ vision (first
paragraph in the ES)

* |teratively improve each section and make sure
that it is coherent.
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Basic assumptions - “real world”

1.

2.

The Investor Is actually searching for a
deal (although may pretend not to...)

The investor has an internal agenda
(find out what it is...)

. The investor reports / discuses projects

with other investors / experts (make it
easy for him...)

. Investors have their own language

(be fluent...)
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BizTEC looks for atechnology based start up
company that is led by a strong team and
focused on a growing market.

The team must clearly understand its way to the
market (including risks, barriers and
opportunities) and the required steps

(milestones) to get there, especially to the first
fund raising round (if it Is required) or to
generate revenue.



Problem / Pain / Need

In the lines Between the lines
Define the problem  Is this for real???
Do not exaggerate  Who cares?

Be professional e Its to big
Personal experience e Isitatrendy field?

Data support



Define

Example - DataStrata | mescore

eCatalogs are digital catalogs that contain detailed
Information about the products and product properties
provided by an eCommerce company. ... Many e-
commerce companies (like eBay or Wal-Mart) invest
lot of efforts to create their own e-catalogs. These h
expenses are made in non core activities ... hence ©

; : : . problem
carry high implementation and maintenance costs ...\
A recent survey of over 2,500 IT consumers found that

“access to detailed product specs” was the #1 factor for
consumers making online purchase decisions. Current

data licensing companies (like CNET Channel) offer
expensive catalogs ..., as they have to keep huge Current
data-miners staff. This solution is affordable for big .solution

players only, leaving medium and small-sized
merchants coping with e-catalogs in house.




Solution

In the lines

Doable
Novel

Stand alone (or part of
whole product)

TTM
Differentiation
Entrance barrier

Between the lines

Does this make sense?
Does he know what he Is
talking about?

Is this trendy solution?
Is this realistic?
Is this a commodity?



Metaphor

Example - Approtect

* ApProtect’s patent pending technology for software
protection can provide practically unbreakable protection
at low-costs that suits the home entertainment software
market in particular. This breakthrough technology is
based on the idea that software can be protected only by
executing part of the code on a separate impenetrable
device. ... ApProtect’s technology works as follow. At the
first step the binary (distribution, not source code)
version of the software application goes through an
automatic process that is called “software
decentralization”. Two products are outputted at the end
of this process: one is called the “secret code” and the
other is called the “protected version”.



Team

In the lines Between the lines

e CV e You are more than what
« Experience you are trying to sell

e Execution » Charm

« Adherence \ passion * Intelligence

« Management o Attitude

« Talent * Quality

o Qua”fica_tions e Self confidence



Market

Between the lines

In the lines

Size

Growth

Segmentation
Opportunity
Competition

Reports, Charts, Data
Go To Market

First deal \ customer

Where did this come
from?

Is there potential?
Could we go there?

Do we have anything
within this field?



Competition

In the lines

Major players and stats.
Minor players

New developments
Competitive edge
Value proposition
Thorough research
Market analysis

Don’t cannibalize

Between the lines
It's a jungle out there
e No one is there...

« Potential partners /
buyers?

e Do | know them?
e Canlreach them?



Development plan

In the lines

Understand challenges
Milestones

Specific

Realistic

Aggressive

Speed to market
Investment needed

Relations with the other
plans

Between the lines
e Tells a lot about

experience and
knowledge

 Where do | get with my

money?

How much more will be
needed?

Ease of following fund
raising



Intellectual Property

In the lines

Is there a patent filing?
Who filed it?

Life expectancy?
Extensive search?

By who?

Will there be following
patents?

Is this a strong patent?

Between the lines

* | have seen many of
these...

e |ts to reminiscent of other
patents...

e The patent will not hold...



Financials

In the lines Between the lines
Define the business o X factor
model . Realistic?
Detailed financials e Professional?
(P&L, Cash Flow > 0,
Balance sheet)
Highlights ?
— Breakeven
Be Realistic

Integration with the other
plans



