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The World 1. The world is destined to change; you and your big idea are the key to making it happen. Conviction, ambition, action/make things 

happen. 

The Entrepreneur 2. Being Entrepreneurial in an organization is also Being An Entrepreneur. Being entrepreneurial is a way of life. Only reason you do that 

is because it is fun. 

 3. Conviction is a feeling that you are going to change the world. Unless you have a strong conviction it is very unlikely that you are going 

to succeed. Without strong conviction, you will give up the first time you hit a roadblock. Conviction, however, is a necessary but not 

sufficient condition. 

 4. As an entrepreneur, you need to have irrational conviction about your idea. The entrepreneurial life is about making irrational 

decisions. The number of unknown’s overwhelm the number of known’s. You have a thousand bridges to cross, many without knowing 

completely what’s on the other side. If you make a decision and it becomes obvious that it was wrong, admit it, and then change it 

quickly. You can’t waste time. 

 5. Have balance in your conviction; don’t be too shallow such that you will change the moment you face your first objection, or too 

bullheaded that you won’t change if the market does not respond to your idea. 

 6. If you happen to have a long and good track record things will be easier.  On the other hand, if you are starting off fresh and don't have 

that record, a very good idea bundled with grit and determination become much more important. 

 7. Make sure what you do does not feel like a sacrifice. You have to want to do what you do and have fun doing it. Same goes for your 

key team. 

 8. Entrepreneurs with engineering backgrounds make good sales people. Ultimately, selling is about solving a customer’s real problem in 

a way that the customer values and will pay for. 

 9. It is hard to convince that you can go from being an employee to a first time entrepreneur that can build a billion $ company. To get 

funding for a Billion $ idea, you need to have credibility and a track record of making a difference (e.g. make $ for someone else, or 

P&L responsibility)  

 10. If you don’t have a track record, you can build it – either by joining a smaller company or joining partners that have credibility. E.g. join 
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a company with a 100 people and be there for 4-5 years, then one with 10 people, and then start off on your own.    

 11. You are the CEO of your life. The biggest asset you have is the ability to jump in and make a difference.  

 12. Every difficult situation broadens your comfort zone and you don’t get bothered by little things. 

The Big Idea 13. Figure out if it is an idea that you can bootstrap (e.g. consulting) or one where you need to move quickly capture 25%-35% of the 

market. For the latter type of idea, you need people and money. 

 14. Is there merit in your idea? Identify the smallest piece (of your big idea) that will generate revenue quickly. Start and build the smallest 

possible piece to generate the highest value revenue.  

 15. Break a large problem into smaller pieces, find a unique piece that is very valuable to a customer and develop a core competency in it. 

Cut the idea down in size until you are "over resourced". 

 16. Share your ideas with others. Implementing an idea takes a lot of effort so no need to worry about competition. 

 17. Set deadlines for validation/funding right at the beginning and stick with it. Don’t set a deadline mid-way through the journey. Use the 

deadline to get validation from the outside. 

 18. Be like a rifle bullet. Small targeted and concentrated. As a startup you will always be under resourced so you need to bring the idea 

into a small scope. Resource limitation induces focus. Don’t think about contingencies – you can’t afford them yet. If you have two 

ideas, kill one and cut the scope of the other in half! 

 19. As you execute on your idea, you will learn more about customers, markets etc. Don’t get distracted by new ideas and opportunities 

while you continue to learn things around your original idea. 

 20. You are the # 1 Salesperson for your idea; if you are not passionate and able to sell to customers; no use in having a VP of Sales. You 

are the most passionate and knowledgeable person about your idea. 

 21. If you have a brand new idea, it can take time to learn how to plan / promote / price etc., vs., an existing market where you can and 

must move more quickly. 

 22. Focus on one and only idea at a time. If you get another idea or opportunity along the way, kill the original idea and only then take the 

new one. You are under-resourced to start with; you cannot succeed if you focus on more than one idea at a time.  

 23. As a startup, don’t hedge with contingency plans. Rather, take the simplest of an idea and overpower it with resources, talent, capital 

etc. Find a simple and small idea that people find value in. 

 24. People who plan too much fail in startups because you don’t know which of the 1000 bridges you will cross. 



Market 25. Services and products require a fundamentally different market mindset. Services can be bootstrapped with lower risk, and short runs 

to liquidity (e.g. like filling a gas tank in a city). Products require an anticipation of what the customer needs and taking a gamble, so 

that you are ready with a solution when the market needs it. This requires longer runs to liquidity (e.g. like filling a gas tank on a cross-

country drive). 

 26. Go after the markets where you have resources and can be over-resourced. Start with an area where you have core expertise. 

 27. For startups, it is easier to compete in a fragmented, competitive market than trying to break into a market dominated by a few, large 

players. In a fragmented competitive market, players want to constantly differentiate themselves, and will end up being good prospects 

/ customers. In a consolidated market, it is harder to sell into the players. 

 28. Get experienced talent from the market you are targeting. Build success momentum and let it snowball. Drawing successful talent is a 

signal to the market that something successful is about to happen. 

Money 29. Given a choice of say 20K from a VC vs. 20K from a customer: pick the 20K from the customer. 

 30. Let us consider the scenario where you have only 20K, and are looking for validation of your excellent idea. You are better off 

spending the 20K and talking to 20 customers, and getting commitments from 1-2 customers who can commit to buying it once the 

product is built. This would help in getting funding from the VC, as opposed to spending 20K to build a prototype that is not used by 

anyone. Set a deadline by this date you have to sell the idea to finance the idea. 

 31. If you are operating in a fast moving market, you need investment to be able to rapidly gain 25-30% market share. Need VC funding 

for fast moving, big market, competitive market. If your idea is very novel, you might be able to afford to take a bit more time and 

bootstrap it. 

 32. VC’s add value; however their big contacts don’t always convert into paying customers. 

Team 33. Look for personal balance sheet of past accomplishments, not just boasts. 

 34. Look for honesty, transparency, openness, and humility. 

 35. Team needs to be as passionate / energetic as the entrepreneur. 

 36. Look for intellectual depth and common sense. 

Journey 37. Most major startup decisions are irrational because the unknowns overwhelm the knowns. 

 38. Surrounding yourself with overachievers will force you to exceed your goals 



 39. Do not over plan and have enough leeway to constantly adjust as you cross each of the 1000 bridges. 

 40. Be flexible, quick in making decisions, and have the confidence to correct wrong decisions immediately. 

 41. Leaders have to communicate and collaborate. Make sure you know where the compromises are when you make decisions and make 

sure your team either buys into, helps develop the compromise, or understands it. 

 42. As a company grows larger, what breaks you is your weakness. Leaders need to make the emotionally difficult decision to let go early 

employees whose skills are not sufficient when scaling an organization. 

Customer 43. Understand the customer's pain points; then build a product that makes your customer successful. Hear customer's problems when 

talking to them. Look for hungry customers, usually the smaller competitive customers. Find 2 or 3 of these customers before 

prototyping a product. 

 44. Cold calling is a better way to find customers than C-level networking, because cold calling generates excitement amongst people who 

"feel the pain" the most, whereas networking can take a long time as you are referred from person to person within an organization, 

and it might never lead to a sale. High level networking and connecting isn’t all that exciting – you need to get to the people who feel 

the pain and can buy your stuff. The Chairman or CEO can’t and you end up chasing meetings, not sales. 

 45. It makes more sense to try to connect to 100 or so direct decision makers and get 3-4 definite customers. 

Pricing 46. Price based on value to customer not cost. 

Closing Thoughts 47. Entrepreneurs work on the minimum needed piece with common sense and don’t make a big issue out of it. Intellectuals on the other 

hand, make thinking complex. 

 48. A startup is not about changing the world. 

49. A startup is about anticipating where the world is headed and being there to serve a specific need as an early provider. 

 50. Success = Ambition + Execution. Success = An opportunity to work with good people, on good challenges, and make a difference. 

*Thanks to the following attendees for participating in this crowd-sourcing exercise: Ravi Rajan, Nagendra Rao, Bruce Trvalik, Suresh 

Gopalan, Dhruv Mahajan, Bhavin Dutia, Jos Scheffelaar, Keith Larson, Ursula Engler Larson, Mani Sundaram, Rumi Sheryar Gonda, Nitesh 

Mehrotra, Venkatesh Chari, Chesley Chen, Ram Srivastav, Raghu Nandan, Indu Anand, Bhavdeep Shah, Ashish Sharma, Dinesh Chayya, Sumit 

Yadav. 
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