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What is a
Startup ?

A startup is a small, dynamic,
flexible, high-risk company that
has a reproducible and scalable
business model and provides
innovative products and/or services.




1. A Balanced Team
with Clear Role

You need a CEO

Technical + Sales + Marketing + Operation

Provide alternate communication channels for external
interface

Boost confidence for stakeholders

Too few result in weakness, too many create chaos, and
the wrong one produces dissension




Cash flow is by far the most important financial

2 . Manage control in a startup venture
YO ur Project your cash flow
Cash

) Adequate cash for receivable/payable

Periodic review and forecast future demand

(/N
/

Looking for funding without diluting your shares
e.g. government funding

Don't count on banks




Nofe: See Guidelines and Explanation confained in this fife, for instructions on the cormpletion of this cash flow projection.
Checking: See cefl A55 for checks thal spreadsheel is calculating comrecily.

Monthly Cash Flow Projection
Enter Company Name Here
Enter Date Here
Pre-Startup Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 TOTAL

1. CASH ON HAND
[Beginning of month] _ _ _ - _ _ _ = E i - -

2. CASH RECEIPTS
(a) Cash Sales -
(b) Collections from Credit Accounts -
{c) Loan or Other Cash Injection -

3. TOTAL CASH RECHPTS

[2a + 2b + 2c=3] = = = = = = = = = = = = = =

4. TOTAL CASH AVAILABLE
[Before cash out] (1 + 3) = = = = = - - - - - - E -

5. CASH PAIDOUT
(a) Purchases (Merchandise) -
(b) Gross Wages (excludes withdrawals) -
(c) Payrdl Expenses (Taxes, elc_) -
(d) Qutside Services =
(e) Supplies (Ofice and operating) -
() Repairs and Maintenance -
(g) Advertising =
(h) Auto, Ddlivery, and Travel -
(i) Accounting and Lega -
() Rent 3
(k) Telephone -
(1) Utilities -
(m) Insurance -
(n) Taxes {(Real Estale, eic_) -
(o) interest =
(p) Other Expenses [Specify each] -

(q) Miscellaneous [Unspecified] -

(r) Subtotal z x _ = _ Z Z Z _ - - - - -

(s) Loan Principal Payment =
(t) Capital Purchases [Specify] g
(u) Other Start-up Costs =
(v) Reserve and/or Escrow [Specify] -
(w) Owner's Withdrawal =
6. TOTALCASH PAIDOUT
[Total 5a thru S5w] = £ - - = = - - - - - - - -

7.CASH POSITION
[End of manth] (4 minus 6) _ - - - - - - - - - - - -

ESSENTIAL OPERATING DATA

[N on—cash flow information]
A Sales Volume [Ddllars] -
B. Accounis Receivable [End of Manth]
C_ Bad Debt [End of Manth] -
D. Inventory on Hand [End of Month]
E_ Accounis Payable [End of Month]
F. Depreciaion -

CHECKING {calculation verification}



Guidelines

		

		GUIDELINES

		GENERAL

		Definition:  A cash flow projection is a forecast of cash funds a business anticipates receiving and paying out throughout the course of a given span of time, and the anticipated cash position at specific times during the period being projected.  [For the purpose of this projection, cash funds are defined as cash, checks, or money order, paid out or received.]

		Objective:  The purpose of preparing a cash flow projection is to determine shortages or excesses in cash from that necessary to operate the business during the time for which the projection is prepared.  If cash shortages are revealed in the project, financial plans must be altered to provide more cash until a proper cash flow balance is obtained.  For example, more owner cash, loans, increased selling prices of products, or less credit sales to customers will provide more cash to the business.  Ways to reduce the amount of cash paid out includes having less inventory, reducing purchases of equipment or other fixed assets, or eliminating some operating expenses.  If excesses of cash are revealed, it might indicated excessive borrowing or idle money that could be "put to work." The objective is to finally develop a plan which, if followed, will provide a well-managed flow of cash.

		The Spreadsheet:  The cash flow projection worksheet in this file provides a systematic method of recording estimates of cash receipts and expenditures, which can be compared with actual receipts and expenditures as they become known.  The entries listed in the spreadsheet will not necessarily apply to every business, and some entries may not be included which would be pertinent to specific businesses.  It is suggested, therefore, that you adapt the spreadsheet to the particular business for which the projection is being made, with appropriate changes in the entries as required.  Before the cash flow projection can be completed and a pricing

		structure established, it is necessary to know or to estimate various important factors of the business, for example:  
What are the direct costs of the product or services per unit?  
What are the monthly or yearly costs of the operation?  
What is the sales price per unit of the product or service?  Determine that the pricing structure provides this business with reasonable breakeven goals [including a reasonable net profit] when conservative sales goals are met.  
What are the available sources of cash, other than income from sales; for example, loans, equity capital, rent, or other sources?

		Procedure:  Most of the entries for the cash flow spreadsheet are self-explanatory; however, the following suggestions are offered to simplify the procedure:

		(A)  Suggest even dollars be used rather than showing cents.

		(B)  If this is a new business, or an existing business undergoing significant changes or alterations, the cash flow part of the column marked "Pre-start-up Position" should be completed.  [Fill in appropriate blanks only.]  Costs involved here are, for example, rent, telephone, and utilities deposits before the business is actually open.  Other items might be equipment purchases, alterations, the owner's cash injection, and cash from loans received before actual operations begin.

		(C)  Next fill in the pre-start-up position of the essential operating data [non-cash flow information], where applicable.

		(D)  Complete the spreadsheet using the suggestions for each entry, provided in the partial spreadsheet on the next worksheet.

		CHECKING

		In order to insure that the figures are properly calculated and balanced, they must be checked.  Several methods may be used, but the following four checks are suggested as a minimum:

		CHECK #1:  Item #1 [Beginning Cash on Hand – 1st Month] plus Item #3 [total Cash Receipts – Total Column] minus Item #6 [Total Cash Paid Out – Total Column] should be equal to Item # 7 [Cash Position at End of 12th Month].   In other words, Item #1 + Item #3 - Item #6 = Item #7.

		CHECK #2:  Item A [Sales Volume – Total Column] plus Item B [Accounts Receivable – Pre-start-up Position] minus Item 2(a) [Cash Sales – Total Column] minus Item 2(b) [Accounts Receivable Collection – Total Column] minus Item C [Bad Debt – Total Column] should be equal to Item B [Accounts Receivable at End of 12th Month].  In other words, Item A + Item B [pre-start-up] - Item 2(a) - Item 2(b) - Item 2(c) = Item B [at 12th month].

		CHECK #3:  The horizontal total of Item #6 [Total Cash Paid Out] is equal to the vertical total of all items under Item #5 [5(a) through 5(w)] in the total column at the right of the form.

		CHECK #4:  The horizontal total of Item #3 [Total Cash Receipts] is equal to the vertical total of all items under #2 [2(a) through 2(c)] in the total column at the right of the form.

		ANALYZE the relationship between the cash flow and the projected profit during the period in question.  The estimated profit is the difference between the estimated change in assets and the estimated change in liabilities before such things as any owner withdrawal, appreciation of assets, change in investments, etc.  [The change may be positive or negative.]  This can be obtained as follows:

		The change in assets before owner's withdrawal, appreciation of assets, change in investments, etc., can be computed by adding the following:

		(1)  Item #7 [Cash Position – End of Last Month] minus Item #1 [Cash on Hand at the Beginning of the First Month].

		(2)  Item #5 (t) [Capital Purchases – Total Column] minus Item F [depreciation – Total Column].

		(3)  Item B [Accounts Receivable – End of 12th Month] minus Item B [Accounts Receivable – Pre-start-up Position].

		(4)  Item D [Inventory on Hand – End of Month] minus Item D [Inventory on Hand – Pre-start-up position].

		(5)  Item #5 (w) [Owner's withdrawal – Total Column] or dividends, minus such things as an increase in investment.

		(6)  Item #5 (v) [Reserve and/or Escrow – Total Column].

		The change in liabilities [before items noted in "change in assets"] can be computed by adding the following:

		(1)  Item 2(c) [Loans – Total Column] minus 5(s) [Loan Principal Payment – Total Column].

		(2)  Item E [Accounts Payable – End of 12th Month] minus E [Accounts Payable – Pre-start-up Position].

		ANALYSIS

		A.  The cash position at the end of each month should be adequate to meet the cash requirements for the following month.  If too little cash, then additional cash will have to be injected or cash paid out must be reduced.  If there is too much cash on hand, this money is not working for your business.

		B.  The cash flow projection, the profit and loss projection, the breakeven analysis, and good cost control information are tools which, if used properly, will be useful in making decisions that can increase profits to insure success.

		C.  The projection becomes more useful when the estimated information can be compared with actual information as it develops.  It is important to follow through and complete the actual columns as the information becomes available.  Utilize the cash flow projection to assist in setting new goals and planning operations for more profit.  A suggested way to do this is to enter actual cash receipt amounts and cash paid out amounts in the "Actual" spreadsheet included in this file.





Explanation

		

		Monthly Cash Flow Projection

		Explanation of Data to Enter

		1. CASH ON HAND
[Beginning of month]		Cash on hand same as (7), Cash Position Previous Month

		2. CASH RECEIPTS

		(a) Cash Sales		All cash sales.  Omit credit sales unless cash is actually received.

		(b) Collections from Credit Accounts		Amount to be expected from all credit accounts.

		(c) Loan or Other Cash Injection		Indicate here all cash injections not shown in 2(a) or 2(b) above.  See "A" of "Analysis" on Guidelines worksheet.

		3. TOTAL CASH RECEIPTS
     [2a + 2b + 2c=3]		Self-explanatory

		4. TOTAL CASH AVAILABLE
     [Before cash out] (1 + 3)		Self-explanatory

		5. CASH PAID OUT

		(a) Purchases (Merchandise)		Merchandise for resale or for use in product [paid for in current month]

		(b) Gross Wages (excludes withdrawals)		Base pay plus overtime [if any]

		(c) Payroll Expenses (Taxes, etc.)		Include paid vacations, paid sick leave, health insurance, unemployment insurance, etc.[this might be 10 to 45% of 5(b)

		(d) Outside Services		This could include outside labor and/or materials for specialized overflow work, including subcontracting

		(e) Supplies (Office and operating)		Items purchased for use in the business [not for resale]

		(f) Repairs and Maintenance		Include periodic large expenditures such as painting, decorating, repair of broken equipment

		(g) Advertising		This amount should be adequate to maintain sales volume – include telephone book yellow page cost

		(h) Auto, Delivery, and Travel		If personal vehicle is used, charge in this column – include parking

		(i) Accounting and Legal		Outside services, including, for example, bookkeeping and tax return preparation

		(j) Rent		Real estate only [See 5(p) for other rentals]

		(k) Telephone		Self-explanatory

		(l) Utilities		Water, heat, light, and/or power

		(m) Insurance		Coverages on business property and products, e.g., fire, liability; also workers' compensation, fidelity, etc. Exclude "executive life [include in "5w"]

		(n) Taxes (Real Estate, etc.)		Plus inventory tax – sales tax – excise tax, if applicable

		(o) Interest		Remember to add interest on loan as it is injected [See 2(c) above]

		(p) Other Expenses [Specify each]		Unexpected expenditures may be included here as a safety factor

				Equipment expenses during the month should be included here [Non-capital equipment]

				When equipment is rented or leased, record payments here

		(q) Miscellaneous [Unspecified]		Small expenditures for which separate accounts would not be practical

		(r) Subtotal		This subtotal indicates cash out for operating costs

		(s) Loan Principal Payment		Include payment on all loans, including vehicle and equipment purchases on time payment

		(t) Capital Purchases [Specify]		Non-expensed [depreciable] expenditures such as equipment, building, vehicle purchases, and leasehold improvements

		(u) Other Start-up Costs		Expenses incurred prior to first month projection and paid after the "start-up" position

		(v) Reserve and/or Escrow [Specify]		Example:  insurance, tax, or equipment escrow to reduce impact of large periodic payments

		(w) Owner's Withdrawal		Should include payment for such things as owner's income tax, social security, health insurance, "executive" life insurance premiums, etc.

		6. TOTAL CASH PAID OUT
     [Total 5a thru 5w]		Self-explanatory

		7. CASH POSITION
     [End of month]  (4 minus 6)		Enter this amount in (1) Cash on Hand following month – See "A" of "Analysis"

		ESSENTIAL OPERATING DATA
[Non-cash flow information]		This is basic information necessary for proper planning and for proper cash flow projection.  In conjunction with this data, the cash flow can be evolved and shown in the above form.

		A. Sales Volume [Dollars]		This is a very important figure and should be estimated carefully, taking into account size of facility and employee output as well as realistic anticipated sales [Actual sales performed – not orders received]

		B. Accounts Receivable [End of Month]		Previous unpaid credit sales plus current month's credit sales, less amounts received current month [deduct "C" below]

		C. Bad Debt [End of Month]		Bad debts should be subtracted from (B) in the month anticipated

		D. Inventory on Hand [End of Month]		Last month's inventory plus merchandise received and/or manufactured current month minus amount sold current month

		E. Accounts Payable [End of Month]		Previous month's payable plus current month's payable minus amount paid during month

		F. Depreciation		Established by your accountant, or value of all your equipment divided by useful life [in months] as allowed by Internal Revenue Service





Cash Flow Projection

		Note:  See Guidelines and Explanation contained in this file, for instructions on the completion of this cash flow projection.

		Checking:  See cell A55 for checks that spreadsheet is calculating correctly.

		Monthly Cash Flow Projection

		Enter Company Name Here

		Enter Date Here

				Pre-Startup		Month 1		Month 2		Month 3		Month 4		Month 5		Month 6		Month 7		Month 8		Month 9		Month 10		Month 11		Month 12		TOTAL

		1. CASH ON HAND
[Beginning of month]				- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		2. CASH RECEIPTS

		(a) Cash Sales																												- 0

		(b) Collections from Credit Accounts																												- 0

		(c) Loan or Other Cash Injection																												- 0

		3. TOTAL CASH RECEIPTS
     [2a + 2b + 2c=3]		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		4. TOTAL CASH AVAILABLE
     [Before cash out] (1 + 3)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		5. CASH PAID OUT

		(a) Purchases (Merchandise)																												- 0

		(b) Gross Wages (excludes withdrawals)																												- 0

		(c) Payroll Expenses (Taxes, etc.)																												- 0

		(d) Outside Services																												- 0

		(e) Supplies (Office and operating)																												- 0

		(f) Repairs and Maintenance																												- 0

		(g) Advertising																												- 0

		(h) Auto, Delivery, and Travel																												- 0

		(i) Accounting and Legal																												- 0

		(j) Rent																												- 0

		(k) Telephone																												- 0

		(l) Utilities																												- 0

		(m) Insurance																												- 0

		(n) Taxes (Real Estate, etc.)																												- 0

		(o) Interest																												- 0

		(p) Other Expenses [Specify each]																												- 0

																														- 0

		(q) Miscellaneous [Unspecified]																												- 0

		(r) Subtotal		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		(s) Loan Principal Payment																												- 0

		(t) Capital Purchases [Specify]																												- 0

		(u) Other Start-up Costs																												- 0

		(v) Reserve and/or Escrow [Specify]																												- 0

		(w) Owner's Withdrawal																												- 0

		6. TOTAL CASH PAID OUT
     [Total 5a thru 5w]		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		7. CASH POSITION
     [End of month]  (4 minus 6)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		ESSENTIAL OPERATING DATA
[Non-cash flow information]

		A. Sales Volume [Dollars]																												- 0

		B. Accounts Receivable [End of Month]

		C. Bad Debt [End of Month]																												- 0

		D. Inventory on Hand [End of Month]

		E. Accounts Payable [End of Month]

		F. Depreciation																												- 0

		CHECKING (calculation verification)

		[See Guidelines worksheet for details]

		CHECK #1		Verified

		CHECK #2		Verified

		CHECK #3		Verified

		CHECK #4		Verified





Actual

		Note:  See Guidelines and Explanation contained in this file, for instructions on the completion of this cash flow projection.

		Checking:  See cell A55 for checks that spreadsheet is calculating correctly.

		Monthly Cash Flow Projection

		Enter Company Name Here

		Enter Date Here

				Pre-Startup		Month 1		Month 2		Month 3		Month 4		Month 5		Month 6		Month 7		Month 8		Month 9		Month 10		Month 11		Month 12		TOTAL

		1. CASH ON HAND
[Beginning of month]				- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		2. CASH RECEIPTS

		(a) Cash Sales																												- 0

		(b) Collections from Credit Accounts																												- 0

		(c) Loan or Other Cash Injection																												- 0

		3. TOTAL CASH RECEIPTS
     [2a + 2b + 2c=3]		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		4. TOTAL CASH AVAILABLE
     [Before cash out] (1 + 3)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		5. CASH PAID OUT

		(a) Purchases (Merchandise)																												- 0

		(b) Gross Wages (excludes withdrawals)																												- 0

		(c) Payroll Expenses (Taxes, etc.)																												- 0

		(d) Outside Services																												- 0

		(e) Supplies (Office and operating)																												- 0

		(f) Repairs and Maintenance																												- 0

		(g) Advertising																												- 0

		(h) Auto, Delivery, and Travel																												- 0

		(i) Accounting and Legal																												- 0

		(j) Rent																												- 0

		(k) Telephone																												- 0

		(l) Utilities																												- 0

		(m) Insurance																												- 0

		(n) Taxes (Real Estate, etc.)																												- 0

		(o) Interest																												- 0

		(p) Other Expenses [Specify each]																												- 0

																														- 0

		(q) Miscellaneous [Unspecified]																												- 0

		(r) Subtotal		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		(s) Loan Principal Payment																												- 0

		(t) Capital Purchases [Specify]																												- 0

		(u) Other Start-up Costs																												- 0

		(v) Reserve and/or Escrow [Specify]																												- 0

		(w) Owner's Withdrawal																												- 0

		6. TOTAL CASH PAID OUT
     [Total 5a thru 5w]		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		7. CASH POSITION
     [End of month]  (4 minus 6)		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0		- 0

		ESSENTIAL OPERATING DATA
[Non-cash flow information]

		A. Sales Volume [Dollars]																												- 0

		B. Accounts Receivable [End of Month]

		C. Bad Debt [End of Month]																												- 0

		D. Inventory on Hand [End of Month]

		E. Accounts Payable [End of Month]

		F. Depreciation																												- 0

		CHECKING (calculation verification)

		[See Guidelines worksheet for details]

		CHECK #1		Verified

		CHECK #2		Verified

		CHECK #3		Verified

		CHECK #4		Verified
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» Understand your resource limitation Q Fiance @
* Do not underestimate amount of work SRRy e

involved

- Diversify at early stage is a formula
to failure
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Judge Business School TO YOUR STRATEGY

ExecutiveEducation




4. Think

' No matter you are
Blg one-man band

No matter it is
mission impossible
at that moment

The people who are crazy enough
to think they can change the world
are the ones who do.

Steve Jobs
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5. Strategy

» Set out your Strategic Objective (a measurable target); it
provides directions to your business and a yardstick by which
you can measure your success e.g., to breakeven in 2 years,
grow revenue 20% a year

« Define your Mission Statement: /BM - Solutions for a small
planet; Nike - To bring inspiration and innovation to every
athlete in the world

» Branding the company, not the product in technology
market, e.g., Apple, Tesla the company itself is a brand. Your
company can benefit enormously by creating a brand that
presents the company as distinctive, trusted, exciting,
reliable or whichever attributes are appropriate to that
business

» Brand Positioning Statement: to express the unique value
the brand will offer to selected customers.




6. Select the Right Business Model

ODM

ORIGINAL DESIGN
MANUFACTURING

oBM

OwWN BRAND
MANUFACTURING

 Create your own brand?

« OEM for big players in the

market?

* License your technology?




—

7. Thorough Marketing Audit

The Market need to Clear market |dentify your Know your |dentify your |dentify the value of
be big enough to positioning potential customers competitions uniqueness, your
make an investor strength & product/service to

want to invest weakness set price




8. Solid Business Network
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« Customers/ Suppliers/
Investors/ Bankers

* How to build up your
business network?

O Attend trade shows

O Join trade associations

Q Join LinkedIn




9. Protect
your
Innovative

Ideas



https://www.uspto.gov/

10. Fund Raising

* Prepare your pitch desk
e Use the 10/20/30 rule
10 slides, 20 minutes, 30-point font.

« Know the right time to pitch investors at different
stages (Seed, Angel, Series A, B, C, IPO)




The Ten
Slides -
First Five

. Cover - contact information and

tagline.

. Opportunity - the problem and pain

points.

. Team - investors are investing in you, so

| like this slide right up front.

. Product - benefits and how it

addresses the problem (opportunity in
number 2).

. Market size - supported by research




The Ten
Slides -
Last Five

6. Business model - how you make
money.

7. Competition - why you're better, but
don’t "knock” the competition.

8. Go to market strategy - how will you
gain users/customers.

9. Traction - what have you already
accomplished - revenues, users,
partners.

10.What you need - how much, how
used.

Put financials projections, headcount, milestones
or timelines in an appendix. Pull them up if asked
(and that's a good sign).




11. Keep Learning

« The world is changing very fast

e Learn from the others

e Quotations from B&O former Chief Executive Tue
Mantoni:

O

©)

©)

Design is where you can make a difference
You can’t compete on cost as you don't have the scale

You can’t compete on technology because you don't have
the research budget

The electronics business is a fast-evolving industry where
you cannot afford to wait

Make decision faster, which puts you in the competition




11. Keep Learning

 DOGFIGHT

How APPIE
and GOUOGILE
— Went to WAR
and Started a
- REVOILUTION
~ Fred Viogeistein

"“Losded with f.ru.'h. never-bedore-reported details.” —FORTUNE

-

How the

Best Brands
Keep it Simple
and Succeed

T Simple

Allen P. Adamsen

L e B A5 - -
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