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1 Tara Spalding

An Introduction from Tara
I have an idea. What’s next?
Based on over twenty-five years of 
experience as an entrepreneur, as an 
advisor on innovation, and as a firsthand 
witness to the growth of Silicon Valley 
and Silicon Slopes ecosystems, I have 
developed strong views about what 
drives innovation. I have learned what it 
takes to be a successful entrepreneur.

I had a front row seat as I contributed to 
Silicon Valley’s explosive growth during 
the 00s. For the past seven years I’ve 
been an entrepreneur working on the 
leading edge in the booming technology 
sector along Utah’s innovation corridor, 
Silicon Slopes.  

This eBook places you at the very 
beginning of the journey, where a spark 
of inspiration glows bright but needs 
fuel. That spark will grow into a steady 
flame as you progress through these ten 
preliminary stages of starting a business. 
Hopeful entrepreneurs who apply the 
principles of each stage will dramatically 
improve their likelihood of success, 
because their business plans will have 
been tested, scrutinized, revised, and 
validated along the way – before any 
capital is invested.

After experiencing two hyper-growth 
markets and working with hundreds 
of founders and founding teams, I 
can easily discern when someone has 
skipped thorough research or a business 
discovery stage. The results are often 
costly mistakes that fall directly on the 
founder’s shoulders. 

Sadly, too many founders did not know, 
or were not told to “spend more time” or 
“test something else” before they jumped 
into incorporation. Founder failure is 
more likely to be caused by naiveté or 
inexperience than by lack of effort or 
zeal.

Even if you don’t have much experience, 
you do not have to be naïve. You’re 
smart, you’re conscientious and you 
can channel your enthusiasm for 
your product or service into careful, 
comprehensive planning guided by the 
well-earned wisdom of proven experts.

Throughout this eBook, IsoTalent and 
BoomStartup will provide links to 
resources (red or yellow), webinars, 
and toolkits that can quickly educate 
you on aspects to consider with a long-
term growth perspective during each 
stage. Any link that starts with “OpenUp” 
is a program that BoomStartup hosted 
that’s now available to you through this 
eBook. OpenUp is one of BoomStartup’s 
accelerator programs that offer online 
education to founders at any stage, age, 
or location on financial and funding 
strategies. More information available 
here.

Founder failure is more likely to be 
caused by naiveté or inexperience 
than by lack of effort or zeal. 

https://boomstartup.com/openup/
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Introduction from IsoTalent
You have a great idea for a new business, 
and you’re all fired up. Maybe it sounds 
a little crazy, but the idea shapes your 
dreams and you want to make them 
real. You’re picturing a busy office 
with bright windows, a constellation of 
collaborators, a roster of capable, on-
board colleagues and employees. Happy 
customers and five-star reviews. Most of 
all, you’re picturing the kind of life you 
want to lead: work you value, service that 
means something, profits that matter.

It’s about the future – hard to predict, 
but with commitment, adaptability, 
hard work, real guts and enough luck, 
it’s navigable. Passion unfurls the sails 
and launches the vessel. Meticulous 
preparation, proven tools, and astute 
judgment move it forward.

This guide is designed to help you 
prepare for the launch. Every sailor must 
know that the high seas are the wrong 
place to plan the journey. Crew and 
passengers want to believe the ship was 
constructed, inspected, and stocked by 
experts who understand the route and its 
hazards. And every person on board must 
trust the captain to interpret the map 
with purpose and skill.

In this eBook we bring you the wisdom 
of a first-class tech business expert. 
As hiring and recruiting experts, 
the IsoTalent team has worked to 
supplement her pre-launch guidance 
with resources, links, context, and 
commentary. Tara Spalding is the founder 
and director of Hen House Ventures, an 
organization that specializes in helping 
companies “who intend to better the 
world through technology innovations.” 

Spalding is also the Managing Director 
of BoomStartup Accelerator, overseeing 
the various programs that provide 
business growth guidance, investment 
preparation, and capital structuring 
relevant to profitability and investment 
strategies that match today’s early-
investment strategies.  

At IsoTalent, our specialty is attending 
to the ways real businesses succeed by 
managing their human capital. We’re 
doing it ourselves: we understand how 
hiring and operations can be affected by 
budget constraints, investor relations, 
and strategic pressures once you hit your 
formal growth stages. 

The cargo you load on your ship is 
one thing; ensuring the fitness of the 
vessel for the pressures and caprices 
of the route is another. The real ocean 
swallows ships, all the time. The real 
market sinks startups – statistics make 
it very clear that over ninety percent 
of new businesses fail within ten years. 
Tara Spalding lays out ten clear and 
unskippable stages of preparation before 
you formally start your startup.
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Tara’s Ten Stages | #Taras10
Take a careful look 
at yourself. What 
will it take for 
YOU to become a 
successful CEO?

Identify and 
articulate your 
strengths and 
weaknesses 
before designing a 
business creation 
path.

Ask potential 
customers: is your 
solution to their 
problem worth 
paying for?

Riff, replay, and 
revise your idea – 
again and again. 
And again. (And 
again!) (again). 
Figure it out.

Study – and 
comprehend – 
pricing elasticity 
and purchasing 
habits.

Recruit the 
founding team; 
anticipate 
what’s to come.

Become financially 
intelligent.

Draft your 
business strategy 
and business plan.

Formalize the 
creation of your 
company.

Strengthen and 
expand your 
network to support 
your business.
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Take a careful look at 
yourself. What will it 
take for YOU to become a 
successful  CEO?
Many people are fascinated by 
inventions, but a good idea is only 
one component of a viable business. 
Entrepreneurs must identify their 
motivations, drivers, and desired 
endpoints. These 13 questions will help 
you see if you’re ready. An idea-person 
and a CEO are very different characters. 
Yes, you can play both roles, but you 
must understand important distinctions.

A rigorous exercise in self-assessment 
helps you keep a healthy perspective on 
entrepreneurship. There are no right or 
wrong answers to these questions – they 
will simply help you understand yourself 
as you chart a course toward your 
entrepreneurial goals. Only unanswered 
questions are problematic.

1. How much does this idea mean to 
you? What are you willing to sacrifice 
to pursue this idea?

2. What are your sources of influence or 
inspiration?

3. What kind of results would satiate 
your true desire?

4. How long has this idea been rolling 
around in your head? Do you see a 
point in your life where it’s no longer 
exciting?

5. How much knowledge and expertise 
do you have that pertains to this 
invention?

6. How well does your knowledge 
and expertise match your potential 

customers’ knowledge?

7. What knowledge and expertise can 
you bring to create sales and financial 
sustainability? What do you still need 
to learn?

8. How good are you on commitments? 
How well do you follow through? How 
well do you tolerate chaos? How well 
will you manage days with no rules or 
playbook, and likely no support?

9. How much power and authority do 
you want in transforming this idea into 
a sustainable business?

10. What are you willing to sacrifice? How 
much is “too much?” What things or 
activities will you refuse to give up?

11. How much can you realistically 
budget to invest in the business 
creation process? 

12. What’s your timeline?

13. What end point defines success? At 
what point will you want to let go of 
this dream?
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“Promise yourself that if you do this, 
you’ll do it well. But keep the other 
things that are highly important in 
your life, too. If the business pulls 
you into a space that you do not 
want to go, it’s okay to stop or 
pause the pursuit. Don’t get lost in 
the idea of being an entrepreneur 
over being yourself.”  
—Tara Spalding

“Before starting your business, self-
evaluate. Make sure you’re prepared 
to devote your time and energy for 
the first few years. It’s also important 
that you’re financially stable enough 
to live without relying on your new 
business for a while. Last, don’t start 
your business at a time when your 
life is filled with emotional stressors. 
Wait until you have a clear head to 
concentrate on your new venture.”
—Financial Advisor Derrick 
Kinney, principal of Derrick Kinney 
&Associates (via PR Newswire, New 
York)

A business is a team, and even if you’re 
the “boss,” you’re only one member of 
that team. An honest self-assessment 
helps you understand your qualities as a 
collaborator – and, further, it will guide 
you as you consider the kind of talent 
you’ll need to attract. Many ventures 
begin among friends – not a bad place 
to start, but an effective working group 
must continue to evolve in well-designed 
ways.

Enlisting and surrounding yourself
with the right people – a bright 
constellation of skill, experience, 
education, and temperament – goes 
well beyond chatting up family and 
friends. Yes, tap into your most promising 
personal networks, but that’s only the 
start. As you work your way through 
these initial stages, keep the upcoming 
growth challenges of hiring in mind.
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Who’s with you on this journey?
A proto founding team is a mix of 
complementary and collective expertise, 
timing, passion, and interpersonal 
chemistry. While the many variables 
might seem uncontrollable, you can 
go a long way beyond gut “feels” and 
subjective bonding to make sure your 
team is up for the journey. Research 
on actual organizations illuminates key 
insights you can trust:

• The cohesion and expertise of a 
proto team is a crucial indicator of a 
startup’s long-term success.

• Your proto team’s collective and 
individual reputations will attract 
employees, service providers, and 
investors.

• Your partners’ networks, experience, 
work histories, and education add 
value and versatility at launch time and 
beyond.

• Many studies, including “Diversity 
Matters” by leading analyst firm 
McKinsey, acknowledge that founder 
diversity and higher business’ financial 
performance are correlated, so be 
strategic in selecting different 
founding members.

A cool and surprising resource: 

CB Insights, a tech-driven business 
research service, scores hundreds 
of successful startups on the 
strength of their founding teams.

• You might be working alone right now, 
but eventually you are assembling a 
team of actual people. Chemistry 
matters – but it’s about productive 
chemistry, collaboration, mutual 
inspiration, and innovation.

• Friendship and business can overlap, 
but, just like business and personal 
accounts should be tallied on different 
ledgers, business and personal 
relationships require dedicated 
lanes.

• Each founder must have strong 
leadership skills, able to accept 
critique and feedback, and to perform 
and delegate tasks appropriately.

“Since you will never have every 
skill necessary to run a successful 
business, the most crucial skill is 
learning how to form a founding 
team that can cover the gaps.”
(Sunday Tribune ; Durban [Durban]. 
02 July 2017: 6.)

https://www.mckinsey.com/business-functions/people-and-organizational-performance/our-insights/~/media/2497d4ae4b534ee89d929cc6e3aea485.ashx#:~:text=The%20analysis%20found%20a%20statistically,above%20their%20national%20industry%20median.
https://www.mckinsey.com/business-functions/people-and-organizational-performance/our-insights/~/media/2497d4ae4b534ee89d929cc6e3aea485.ashx#:~:text=The%20analysis%20found%20a%20statistically,above%20their%20national%20industry%20median.
https://www.cbinsights.com/research/best-y-combinator-founders/
https://www.cbinsights.com/research/best-y-combinator-founders/
https://www.cbinsights.com/research/best-y-combinator-founders/
https://www.cbinsights.com/research/best-y-combinator-founders/
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Who and what’s in your network? Connect with Local Resources
• Consider friends and family: you know 

their talents, work ethic, personalities, 
and expertise. This is a good time, 
however, to review your own self-
assessment, as emphasized in items 
8, 9, and 10 in the following Forbes 
article.

10 Ways Newer Entrepreneurs Can 
Expand Their Network

• Explore the next circle of contacts: 
people your people know. Find. Ask. 
Talk. Listen.

• Get serious about contacting your 
local chamber of commerce, the Small 
Business Administration (Click here), 
and other organizations designed to 
draw you into the business community.

• Explore and compile a list of other 
business websites. Contribute articles 
and blog entries. Actively use LinkedIn 
and other business networking venues.

• Consider your external resources 
for managing people, logistics, and 
preliminary operations. The time and 
effort it takes to prepare to start 
a business can feel like running a 
business all by itself.

http://www.forbes.com/sites/theyec/2020/02/06/10-ways-newer-entrepreneurs-can-expand-their-network/?sh=644e08be4218
http://www.forbes.com/sites/theyec/2020/02/06/10-ways-newer-entrepreneurs-can-expand-their-network/?sh=644e08be4218
https://www.isotalent.com/
https://slchamber.com/
https://www.sba.gov/
https://boomstartup.com/
https://www.1millioncups.com/saltlake
https://www.growutah.com
https://spacestation.com/
https://newpattern.org/utah/
https://www.clubability.org/
https://www.sorensonimpact.com/
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https://www.womentechcouncil.com/
https://venturecapital.org
https://wbcutah.org
https://www.uammi.org
https://utahblackchamber.com
https://www.winutah.org/
https://techbuzz.news/
https://www.suazocenter.org
https://www.revroad.com/
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Articulate your strengths 
and weaknesses before 
designing a business 
creation path.
A business creation path is your point-
by-point guide to the actual launch of 
your business. In fact, the content you’re 
reading here is guiding you through the 
process of writing a business creation 
path.  

Writing a business plan is one of the 
indispensable tasks you’ll accomplish 
along the creation route. We discuss that 
process in more detail at Stage 7.

Stage 2 builds forward from your Stage 1 
self-portrait. Your task is to apply your 
self-knowledge toward understanding 
your current – and potential – abilities 
as a CEO. Becoming an entrepreneur 
should not be a sequence of careless 
stumbles. A realistic perspective on 
who you are as a business professional, 
and knowing where help or growth will 
be necessary, will make the experience 
enjoyable instead of painful.

The insight you can gain from an 
objective personality assessment can be 
invaluable – and you might be surprised 
by what it reveals. Discovering your 
strengths and behavior patterns will help 
you clarify priorities in your business 
creation path.

Each of these skill areas help define a 
leader. An entrepreneur, with or without 
employees, must always comprehend 
every aspect of the business, bearing 
ultimate responsibility for every 
interaction, transaction, and relationship. 
If some of these questions reveal a need 
for growth, delineate a plan for you to 
focus and improve as you create your 
company, so your weaknesses do not 
sabotage your startup.
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Questions to help you analyze your weaknesses 
and strengths as a future CEO:

1. What type of personality do you have? Take a personality test like the Clifton 

Strengths Finder

2. Are you a self-starter? A finisher?

3. What skills are you an expert in? What can you do efficiently and effortlessly?

4. What skills appeal to you even though you are not an expert?

5. How well do you understand the fundamentals of business?

6. How well do you manage your personal finances?

7. How well do you manage your personal time?

8. How well do you manage your personal health and wellness?

9. How well do you manage key relationships?

10. How strong are your written and oral communication skills? How well can you “perform?”

Worksheet: Future CEO Questions

http://www.gallup.com/cliftonstrengths/en/252137/home.aspx.
http://www.gallup.com/cliftonstrengths/en/252137/home.aspx.
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More Resources and Links
Want to boost your knowledge of 
business fundamentals? Lindsay 
Kolowich Cox (via HubSpot) provides 
an impressive cache of accessible 
resources for self-education – no matter 
where you are in the learning process: 
Click here.

“While it may be easy to succumb to 
stress and skip the morning workout, 
remember you owe it to yourself to 
stick to a healthy lifestyle. It means 
keeping your fitness regimen, getting 
enough sleep and having a balanced 
diet. Keep away from bad habits 
that would inevitably cause health 
problems and reduced efficiency at 
work. Bear in mind that taking care 
of yourself also means taking care of 
your business.”
—Irfan Jafrey, CEO and Founder of 
Roosterly
(Click here)

Nervous about your public speaking 
skills? Want to sharpen up? Toastmasters 
isn’t just about passive tips and 
instructions – this organization is a 
community that facilitates practice, 
feedback, and human interaction: 
Click here.

https://blog.hubspot.com/marketing/business-resources
http://www.forbes.com/sites/forbestechcouncil/2018/01/09/a-healthy-ceo-is-a-good-ceo-why-wellness-matters/?sh=2a763e3c3739
http://www.toastmasters.org/
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Comments on Andragogy: 
Principles of Adult Learning 
(for those of us who aren’t going back 
to business school but have plenty to 
learn)
Careful attention to the weaknesses 
you may identify in Stage 2 can help 
you design a “syllabus” for self-directed 
entrepreneurial education. Gaps in your 
skills or experience are simply invitations 
for you to learn what you crave to 
know (and hey! No grades!). You’re the 
professor as well as the student, so step 
into both roles with wonder, motivation, 
and an eye for relevance.

The educator Malcolm Knowles 
emphasized “andragogy” – the art of 
teaching and learning as adults. Keep 
touchstone adult-learning insights in 
mind as you progress through your 
personalized education. Wrapping 
around key concepts can help you act 
well on your learning motives, tactics, 
and capacities.

A few links you may appreciate:
8 Important Characteristics Of Adult 
Learners

17 Tips To Motivate Adult Learners

The Major Characteristics of Adult 
Learners

Adult learning theories and principles.

Andragogy (Adult Learning)

OpenUp: Lessons from Mentors

http://elearningindustry.com/8-important-characteristics-of-adult-learners
http://elearningindustry.com/8-important-characteristics-of-adult-learners
http://elearningindustry.com/17-tips-to-motivate-adult-learners
http://webpages.charlotte.edu/dcassidy/References/Major%20Characteristics.htm
http://webpages.charlotte.edu/dcassidy/References/Major%20Characteristics.htm
http://www.wgu.edu/blog/adult-learning-theories-principles2004.html#close
http://www.youtube.com/watch?v=vLoPiHUZbEw&t=477s
https://boomstartup.com/events/openup-lessons-from-mentors/
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Adult learners tend to be:
• Anxious to maintain our self-esteem. 

Real education requires us to face 
personal deficiencies. Recognizing 
that your capacity to learn is itself a 
strength can boost your courage to 
encounter, absorb, and apply new 
concepts. 

• Busy and tired. Right? So, making 
a new entrepreneurial enterprise 
a priority requires deciding how to 
channel, conserve, and expend our 
energies.

• Motivated by relevance. We’re 
overworked and time bound so, 
make new knowledge relevant to our 
purposes.

• Resistant to philosophical or 
paradigmatic change. This can be a 
real obstacle to progress. You may need 
to loosen your grip on prior certainties.

• Loaded with life experience. Bad 
part: we may limit our perceptions 
to protect our world views, blocking 
new possibilities. Good part: we can 
draw from past experiences to give 
dimension to flat concepts.

• Invested in participation. We recall, 
apply, and incorporate information 
through interaction. Segment your 
educational experience accordingly. 
Learning is a process, not an event.

• Capable of “deep learning.” Adults 
can make connections between 
apparently unrelated concepts or 
disciplines, and we can assemble the 
“big picture” beyond random facts. We 
can transform ourselves in remarkable 
ways, even late in life, by integrating 
new forms of knowledge.

• In need of reinforcement and 
consolidation. Kids learn by filling 
blank brain space, while adults must fit 
new knowledge into crowded rooms. 
Prior knowledge is a fertile bed for deep 
learning, but it needs to be structured 
by conscious review, reiteration, and 
“downtime” rumination.

• Insistent on self-pacing. Adults learn 
best without the pressures of rigid 
timelines. The takeaway: you can design 
your own calendar, you can schedule 
pauses and downtime, and you can set 
personal deadlines that make sense to 
you.

• Sensitive to the learning 
environment. We’re distracted by 
temperature, time of day, quality of 
light, humidity, unconducive sounds 
and even colors. Designate a good 
space, the best time of day, light that 
soothes but invigorates. Not many of us 
have a perfect learning space, but we 
have more control than any classroom 
– for all its benefits – can provide.

• Motivated. Nobody is forcing you to 
learn this stuff. You’re on it because you 
want it. Ask any teacher or professor – 
that makes all the difference.

• Loaded with high expectations. This 
means we’ll go after it. But it can also 
make us impatient, unwilling to pursue 
depth or hypotheticals, or resentful of 
the time real learning requires. Keep 
moving forward, slow down to practice 
and apply, and (here’s what adult 
learners do very well) come back to the 
“books” with brilliant questions, real-
life insights, and reformulations.

And now, on to 
Stage 3 
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Listen to people: is your 
“solution” relevant to a 
problem people would 
pay to resolve?
Four out of five people who aspire to 
start their own business come to me 
saying that they have discovered a great 
solution to a perceived problem. They 
are enamored of the possibilities of the 
widget, feature, service, or function – but 
they do not recognize that “inventor” 
does not mean “entrepreneur.” A 
“eureka” moment is only one very early 
stage of discovery.

People start businesses to make money. 
An invention will only generate revenue if 
people will pay more money than it takes 
an entrepreneur to make and deliver the 
product. Before investing in a company’s 
creation, really, really do your homework 
to predict whether customers will 
actually buy the product. If so, you’re 
onto something.

The easiest way to discover a business 
is to start with the problem, not the 
product. Since you know this space and 
already have ideas about who might buy, 
get as close to a sale or transaction as 
possible – before you even create the 
product. Get to know your prospective 
buyers: their names, and where they live, 
how often they encounter the problem at 
hand, and how problematic it really is for 
them.

Ask these prospective customers how 
they are currently solving the problem, 
and how well it’s working for them. Ask 
whether they are seeking a new way 
to solve the problem. If you track their 
individual responses (asking the same 
questions of everyone) you will get a 
sense of how viable your business will 
be. You’ll also trace a foundation for your 
business plan and market entry path.

This is the core approach around 
customer validation, which should be 
done as frequently as possible to ensure 
a comprehensive understanding of their 
situation, perception, and willingness 
to change. With enough responses, 
ambitious entrepreneurs will identify 
patterns that point toward an ideal 
customer profile (ICP).
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Questions for potential customers should be 
straightforward and answerable.

Analyzing your results with a level 
head is crucial. If the scores/
responses do not overwhelmingly 
show that your idea solves a real 
problem for potential clientele, they 
may be showing you that one to 
three things are happening:

1. You’re asking the wrong people – 
that is, you’re soliciting the wrong 
market.

2. The timing is not right, and you 
may need to reconsider your 
launch time.

3. The problem your invention 
is designed to solve is not 
significant enough to market.

Here’s a good list to inspire your own variations:

• How long has the problem been occurring?

• How significant is the problem?

• How frequently does it occur?

• How much does it hinder work or everyday function?

• When does the problem happen?

• What triggers the problem?

• How much money and/or time does 

this problem cost?

• What does the solution look like to the potential customer?

• Can they accomplish their objectives by avoiding the problem or leaving it unresolved?

• Do possible paying customers have a 

satisfactory or appeasing workaround?

• WOULD THEY PAY TO RESOLVE 

THE PROBLEM?

Worksheet
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Anticipating Go-to-Market Strategy

KEEP IN MIND...
Completing Stage 3 and getting 
obsessed with your problem and 
solution has helped set you up to 
think about an effective Go-to-Market 
Strategy. It’s not yet time for you to write 
the whole thing out (that comes in Stage 
7) but this crucial task is now visible on 
the horizon.

A GTM strategy is exactly what its 
name attests: a meticulous, well-
researched plan for bringing your 
product or service to customers likely 
to purchase. A Go-to-Market Strategy 
is one part of a whole marketing plan. 
GTM strategizes the initial moves to make 
your product available, attractive, and 
buyable.   

Keep in mind: people earn advanced 
degrees in marketing. Professional 
marketers continue to learn, tailor, and 
revise effective practices throughout 
their careers. We can’t cover it all in one 
section of an eBook (and you’d probably 
make a run for it if we did), but we can 
highlight terms, methods, purposes, and 
tactics.

We’ll make sure you can step into the 
Go-to-Market process, gauge your 

current capacities, resources, and 
priorities, and assess outsourcing 
options.

Let’s circle back to the initial thrill of 
inventing something great. Yes, a novel 
product, value-add, or efficient solution 
to a real-world problem is the heart 
of your enterprise. However, spend 
a little time on the internet, among 
entrepreneurs willing to convey real 
experience, and the message is clear: a 
great product will not sell itself. Great 
marketing is as important – maybe 
even more important – than the 
invention itself.

Jasnar Klemenc Puntar puts it 
bluntly: “The sad story is that a large 
company with a better distribution 
system launches something far 
inferior and wins. That is why a killer 
Go-to-Market always wins over a 
great product.”

Your solution? Devise a killer Go-to-
Market strategy AND provide a great 
product. This will be an ongoing process, 
guiding the life span of your enterprise. 
You can learn and tweak as you go, 
of course – and you can hire valuable 
consultants and expertise as you identify 
problems – but if the GTM strategy fails, 
the learning curve takes a very different 
direction – as in, hard and down.

http://medium.com/omneechannel/go-to-market-strategy-framework-and-deep-dive-a0a77f5474e8
http://medium.com/omneechannel/go-to-market-strategy-framework-and-deep-dive-a0a77f5474e8
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The strongest, most accessible in-depth 
online guide we’ve seen, complete 
with a GTM strategy template, is HERE. 
Jasna Klemenc Puntar zeroes in on 
the processes and principles that we 
paraphrase in this section. We’ll stop and 
elaborate on steps that we recognize as 
most crucial to initial applications.

1. Identify the “buying center” and the 
people who play purchasing roles.

Selling to individual customers/users 
(B2C) will produce a very different set 
of answers to this inquiry than selling 
to other businesses (B2B). Go-to-
Market strategies will take different 
forms depending on where the 
product is destined to land and who 
will make purchasing decisions. B2B 
sales can involve complex teams and 
an understanding of how various roles 
affect others in the buying process. 
This means you must understand 
how specific kinds of buyers will 
decide to purchase, and what kinds of 
facilitation they need from your team. 
Want a good example of how complex 
these processes can be? Check this 
out.

2. Assemble a “value matrix” based on 
your customer roles and profiles to 
help you craft and direct your sales 
messaging.

Translation: find out what your 
customers value, and why, and 
systematically craft specific 
messaging to connect your product 
to those values.

Entrepreneurial resources abound. 
Examine sample templates on the 
internet to wrap around the concept 
of “value matrix.” Find one – or 
combine a few – that best facilitates 
your thinking patterns. Groschupf’s 
example is stellar, but other experts 
will show you excellent variations.

Components of a customer value matrix 
chart and identify:

• Individual customers or buying team 
members.

• Breakdowns of each customer’s 
“problem” your product will solve. B2B 
strategies identify each member of a 
purchasing team, answering precisely 
to their assigned roles and interests.

• A top-level guiding statement, 
articulating a foundational “solution” 
message for each identified buyer.

• Pithy, well-articulated foundational 
“pillar” sales messages, 
branching from the guiding                                                           
statement.

• A range of well-crafted statements 
tuned in to the customer, guiding the 
resulting sales campaign.

Here’s a more detailed analysis of 
customer values and the principles 
behind value messaging from the 
Harvard Business Review.

On to Steps 3-6 

https://medium.com/omneechannel/go-to-market-strategy-framework-and-deep-dive-a0a77f5474e8
http://www.gartner.com/en/sales/insights/b2b-buying-journey
http://www.gartner.com/en/sales/insights/b2b-buying-journey
https://hbr.org/2016/09/the-elements-of-value
https://hbr.org/2016/09/the-elements-of-value
https://hbr.org/2016/09/the-elements-of-value
https://hbr.org/2016/09/the-elements-of-value
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3. Test your messaging. Get it out there, 
record responses, tweak in response 
to feedback, track your results.

4. Circle back to your ads and revise, 
based on your testing, before 
implementing the campaign.

5. Understand the complexity of each 
buyer’s purchasing path. People who 
search for a product on the internet 
procure products and services very 
differently from corporate buying 
teams. Step into their shoes, and, 
to the best of your ability, walk each 
route. Your job is to make it much, 
much easier for any customer or 
team to make the purchase – and 
this means configuring a sales force 
and contracting distributors to deliver 
a unique value proposition and gain a 
clear competitive advantage.

6. Choose a sales strategy. Again, 
this is an entire field of professional 
practices but, you can tap in. Sources 
spell out four bottom-line Go-to-
Market strategies.

Some say there are five: Building Radar

LinkedIn Business

Some say seventeen: Hubspot

Inbound marketing (the short 
definition): Marketing designed 
to bring the buyer to you. Internet 
search engines and keyword systems 
are highly conducive to corporate 
communications, websites, and 
valuable content. Good inbound 
marketing shows up on the screen 
when potential customers search for 
solutions to problems you can fix.

A great tutorial on inbound 
marketing and the “SCOPE” method: 
CLICK HERE

Outbound marketing (the short 
definition): Traditional advertising 
and outreach, including sales teams, 
print and online ads, billboards, 
television commercials, door-
to-door and floor contacting, 
pamphlets and tracts, handing out 
business cards, convention booths, 
demonstrations … it’s about “going 
out” – however that translates in 
our networked world – to contact 
potential customers.

“Traditional” forms of outbound 
marketing have evolved in response 
to the internet. Some business 
professionals argue that outbound 
marketing is obsolete, but we’re 
not ready to go that far. Here’s 
one helpful article to help you 
consider outbound strategies and 
contemporary methods: CLICK HERE

Anyone? Anyone?

https://buildingradar.com/construction-blog/the-5-most-successful-sales-strategies-of-the-pros/
https://business.linkedin.com/marketing-solutions/technology-marketing/tech-insights/five-principles-for-building-tech-marketing-strategies
https://blog.hubspot.com/sales/sales-strategy
https://www.newbreedrevenue.com/blog/the-five-principles-of-inbound-marketing-scope
https://www.cience.com/blog/b2b-outbound-marketing-strategy
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You get our drift, right? Do your 
homework. Make good choices.

7. Use inbound and outbound methods 
to build brand awareness and 
generate demand.

8. Create website content to attract 
inbound leads.

See what we’re doing here, producing 
this helpful and informative eBook? See 
how we beckon you onward to discover 
our other services >> Click Here << as 
you find rewarding content? That’s what 
we’re talking about. Now that you’re 
aware of inbound marketing, you’ll 
discover example after example. Emulate!

As your methods show results, stay 
on top of the evidence and feedback. 
Groschupf’s final steps make it clear that 
Go-To-Market strategies evolve beyond 
first launch

9. Refine and improve communications 
and delivery as you analyze processes 
and results.

10. Find ways to make your sales 
cycle more efficient – that is, 
help your customers find you 
sooner, understand your product 
better, purchase more easily, and 
recommend your services.

11. Streamline the costs of acquiring new 
customers.

12. Serve your existing customers well; 
loyal buyers will trust new products 
and innovations.

Twenty-five! Close.com

“The bigger the pain your survey 
registers, and the more visceral 
responses potential customers 
provide, the more you can be 
confident that you have the 
beginnings of a clustered customer 
group: people who share a problem-
based cause and effect and who 
have similar attitudes.  

You also know how they currently 
solve the problem and understand 
why they are dissatisfied. Think 
how important this is for you as an 
entrepreneur: you have identified the 
prospective customer’s willingness 
to change – to try something new 
that you can provide.

This discovery stage is the heart of 
creating a business. It will dictate 
the innovation, sales approach, go-
to-market strategy, onboarding, 
and ultimate profitability of your 
enterprise. This is a universal step 
in business formation. It applies 
to every industry, every business 
model, and every innovation. If you 
cannot understand your customer, 
you cannot understand how to 
deliver value as a business.”

—Tara Spalding

13. Don’t assume the job is ever “done.” 
Analyze, adjust, circle back, revise, 
streamline, and augment. Forever.

Hubspot provides some excellent, 
adaptable Go-to-Market value matrix 
templates, click here.

https://www.isotalent.com/
https://blog.close.com/sales-strategies/
https://blog.hubspot.com/sales/gtm-strategy
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Riff, replay, and revise 
your idea – again and 
again. And again. (And 
again!)
(again). Test it on real people. 
Figure it out. 
Current tech business jargon calls this 
kind of feverish review “iteration.” 
After completing your market analysis, 
now fortified with lists of prospective 
customers and their characteristics, 
return to your profiles – and your data – 
several times to sharpen and refine your 
solution. Figure out which components 
deliver the best value in response to the 
information you gather.

The people who have responded to your 
queries so far are your alpha testers, 
because often they see many iterations 
of raw concepts related to your idea. 
Their input can save you a lot of guessing 
about possible customer interest – or 
lack of it.

For alpha testers, come up with a few 
sample products that can solve their 
problem, not just one. Respondents can 
compare the options side by side and 
specify which one they judge as superior. 
Attend closely to their reasons and 
elaborations. The more they like and 
value it, the more they will pay for it.

Want to read more on the importance 
of understanding customer behavior? 
Omniconvert provides a super-
informative overview here.

Note: alpha testing does not 
require a completed product. The 
alpha stage is conceptual testing, 
an investment of your creativity 
in mock-ups, exemplification, and 
storytelling.

https://www.omniconvert.com/blog/consumer-behavior-in-marketing-patterns-types-segmentation
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IsoTalent Insights: Alpha Testing

Alpha testing is much more than a test 
of the product alone. A good alpha 
design allows you to analyze customer 
behaviors and interactions with your 
product.

This is a good point in your ideation 
process to remember that your product, 
gadget, or service will make its way into 
the hands of users – and you won’t be 
around to guide users through their 
experience. Watch them interact! Don’t 
intervene! No “voiceovers!” Take good 
notes, and compile your observations.

Remember, also, that the alpha stage 
sets you up to better prepare to raise 
and allocate funding – before you have 
to spend real money. You’ve invested a 
lot of time, rumination, and creativity 
– and likely some personal cash – to 
produce a test product that looks and 
performs like the real thing (“minimum 

viable experience”). But the alpha 
testing stage comes before real real 
money needs to flow. Alpha testing 
sets you up to improve user interface, 
eliminate the expense of unnecessary 
or distracting features, or even go back 
to the drawing board without wasting 
money on unpromising results.

The stages of planning, testing, learning, 
and iteration prescribed in this guide 
are, in fact, emphatically designed to 
help you conserve time, reputation, 
and money until you – and potential 
investors – can be as certain as possible 
that your business will succeed. An idea 
that fails at the market level is costly 
and often irretrievable. An idea that 
“fails” at the alpha testing level is a 
cushioned disappointment that simply 
inspires further thought, revision, and 
innovation.

We’re impressed with Kathi 
Hendrick’s sharp and accessible 
breakdown of ten stages of tech:

Focused alpha testing on this Peer 
Insight website (and we love their 
philosophy of collaboration): Click 
here. 

John Kensinger specifies important 
differences between alpha and beta 
testing here.

“Your best assessment move now: 
rank testers’ preferences after 
they experiment with your samples, 
mockups, or prototypes. People with 
a stake in your solution will be very 
communicative about the aspects 
that most resonate with them. Your 
findings here should determine the 
core qualities of your product that 
you need to develop and protect 
going forward.” —Tara Spalding

https://peerinsight.com/blog/art-of-alpha-testing/
https://peerinsight.com/blog/art-of-alpha-testing/
https://test.io/resources/blog/alpha-vs-beta-testing
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Testing and Analyzing Your Product, 
Real or Imaginary

Armed with a new round of information, run side-by-side product tests and compare the 

responses (and make sure you’ve set up your testing and questions to help you analyze 

the following content):

• Is this product cool? Easy? Enjoyable? Customer pleasure matters; make a point of 

measuring attraction and impulse.

• Does it solve the customer’s problem? Here, you are measuring satisfaction, trust, and 

life improvement.

• Would the customer keep it? With this question, you are measuring the difference 

between a gimmick and something real.

• Would the customer re-use it? You need to know whether your product is a one-time or 

recurrent tool.

• What would the customer pay for it? This is a psychology question – how much peace of 

mind will your product provide?

• What does the customer need to have or know, in order to use your product? This 

question will help you gauge dependence and motivation to buy.

Worksheet: Product Testing and Analyzing
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Study – and comprehend 
– pricing elasticity and 
purchasing habits
“Purchasing habits” refers to your 
potential customers’ spending patterns. 
Your research at this point helps 
formulate an ICP: Ideal Customer Profile. 
Simply put, you want to understand the 
motives, inhibitions, desires, buying 
behaviors, consumption patterns, and 
resources that influence likely buyers.

As you conduct this portion of your 
business research, you will discover what 
your ideal customers are purchasing 
and using now. That means you’re also 
learning a lot about your product’s 
competition. Keep after the inquiry. Learn 
how related or competing products solve 
similar problems, or don’t. Make sense of 
their pricing, distribution, and customer 
satisfaction.

Identifying competing products – and 
relevant consumer patterns – allows 
you to spot niche opportunities, gaps 
in service or function, and value adds 
that will help differentiate your product 
from others. However, this stage is also 
an exercise in emulation. Understanding 
how competing products are sold, 
tracking prices and packaging, and 
following distribution channels will guide 
you as you draft your own business plan.

One revealing trick is to present a test 
customer with an array of your top 
products along with competing products. 
Award your customer with a hypothetical 
100 dollars, and then ask how they would 
allocate that money across the product 
line. The answers reveal how your ideal 
customer would prioritize buying your 
product against the others – a realistic 

simulation of actual purchasing options 
and behaviors.

Once you understand enough to refine 
and iterate a solution driving the most 
value to the consumer, you can come 
up with a pricing plan that makes sense 
to you and to your sales channel or 
network. You can determine a price point 
that your customers will accept.

As you consider your sales channel or 
network, it’s important to remember 
that every entity between you and the 
customer is also seeking profit. Make 
sure you have factored their “cut” into 
your Cost of Goods Sold, so it does not 
hurt your profitability or price point.

Research typical profit points for 
products based on the industry to help 
you build out your budget. It helps to 
understand your break-even point on the 
number of units you need to sell before 
you reach profitability.
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Become financially 
intelligent
Running a business requires strong 
financial management skills. If you 
have shied away from balancing your 
checkbook, get ready for a painful ride. 
Gain as many CFO skills as possible. 
There’s no need to panic – you learned 
most of the necessary math skills in 
elementary school. Now it just comes 
down to good habits and accountability 
to truly make you a financial expert. 

Even if you have not yet officially set up 
your business, every expenditure you 
make should be tracked on a balance 
sheet, as this is your financial investment 
into your startup. If you haven’t begun 
creating a monthly Profit and Loss (P&L) 
statement, do so now. These tools will 
allow you to model out what your sales 
could look like, and how that revenue will 
be spent to fund your business.

Here are some BoomStarup free 
educational webinars.

OpenUp: Product Market Fit Playbook 
presented by Growth X

OpenUp: GTM Trends – Bottoms Up, 
Top Down or Middle Out presented by 
Mayfield Fund

OpenUp: How Use Cases Validate Your 
Business

OpenUp: Merging Product and 
Revenue Creation

https://boomstartup.com/events/openup-product-market-fit-playbook/
https://boomstartup.com/events/gtm-trends/
https://boomstartup.com/events/gtm-trends/
https://boomstartup.com/events/how-use-cases-validate-your-business/
https://boomstartup.com/events/how-use-cases-validate-your-business/
https://boomstartup.com/events/openup-merging-product-and-revenue-creation/
https://boomstartup.com/events/openup-merging-product-and-revenue-creation/
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Although they contain similar 
information, a balance sheet and 
a P&L statement are two different 
documents, with distinct functions. 
A balance sheet is a record of assets, 
liabilities, and shareholder equity (even 
if that’s just you, right now) at a given 
point in time. It is an ongoing, perpetually 
updated record of a company’s financial 
transactions, contextualized against the 
“big picture” of equity, expenditures, 
debts, and income. 

A balance sheet accounts for a 
company’s value at any point of 
record – a clear demonstration that 
organizational assets (property, sources 
of funding, equipment, accounts) 
equal or exceed liabilities (debts, 
purchases, loan obligations, “one-
time” or “extraordinary” expenses, etc.) 
and shareholder equity combined. 
A balance sheet is a close – but more 
exacting – analogy to consistently 
tracking the bottom line, income, 
and outflow in your personal assets 
and accounts. You might be able to 
get away with somewhat negligent 
personal accounting, but there’s no 
leeway in business – you have investors, 
shareholders, customers, and viability at 
stake. 

The real-time record your balance 
sheet provides will document the 
information on a P&L statement. A 
Profit and Loss statement, sometimes 
called an income statement, is a clear 
summary of a company’s funding/
revenues, costs, and expenses. A P&L 
statement is usually produced monthly 
or quarterly and the information will be 

scrutinized by shareholders, potential 
investors, customers, and collaborators 
as proof that your company is viable and 
profitable. 

Keep in mind, here: a balance sheet tends 
to calculate the ongoing or fluctuating 
value of your company. A P&L statement 
provides evidence of profit, which is not 
quite the same thing. (Tax time will make 
the distinction urgent: value isn’t taxed, 
while profit is). P&L statements show 
that a company is making money, not 
just preserving static value. Investopedia 
puts it this way: 

“The P&L statement shows net income, 
meaning whether or not a company is 
in the red or black. The balance sheet 
shows how much a company is actually 
worth, meaning its total value. Though 
both of these are a little oversimplified, 
this is often how the P&L  statement 
and the balance sheet tend to be 
interpreted by investors and lenders.” 

(And we recommend Investopedia’s full 
discussion of these concepts as you 
reach this stage in your planning and 
execution of your business): Click here.

For founders who need a better 
financial planning path, and a walk 
through on how the Balance Sheet, 
Income Statement and Cash Flow 
are interrelated, check out OpenUp: 
Transferring your Balance Sheet to a 
Financial Statement with Christina 
Sjahli.

https://www.investopedia.com/ask/answers/121514/what-difference-between-pl-statement-and-balance-sheet.asp
https://boomstartup.com/events/transferring-balance-sheet-financial-statement/
https://boomstartup.com/events/transferring-balance-sheet-financial-statement/
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Draft your business 
strategy and business 
plan.
Once you have captured and measured 
your innovation viability, understand 
the market conditions, understand who 
exactly you are competing against, and 
how lucrative bringing your innovation 
to market could be, it’s time for you to 
formalize your business strategy. 

There are many business strategy 
templates and tools to help you capture 
your findings into a crisp and direct plan, 
delineating your path for the next 
three years. Choose the plan builder 
that is best for you. 

By defining your...

• customer 

• innovation and product (and initial 
packaging) 

• business model (how you will make 
money) 

• go-to-market approach (how you will 
market and sell to your customers)

• process, procurement, and staffing 
needs

• best task sequence

...you’ll save yourself from the headaches 
and guesswork of choosing what needs 
to be done next.

A business strategy (or strategic 
plan) is a defined route to the 
future, assessing current conditions 
and environment as a platform for 
designing future goals, targets, and 
means of accomplishing them. A 
business strategy is about charting 
a company’s future, usually within a 
defined time frame.

A business plan delineates the 
foundations, structure, and 
processes of a company, describing 
its owners, contextualizing the 
industry, defining its capabilities 
within the market, and tracing 
how it generates and projects 
revenues. A business plan charts the 
organization as it exists now. 



27 Tara Spalding

A business plan will become your 
guiding light during dark days.
The plan should be revisited to reveal 
and incorporate new findings as your 
business matures. A business plan does 
not have to be elaborate, but it should be 
crafted to remind you of your purpose, 
plan, and threshold for committing your 
efforts. 

You will become your business 
spokesperson, so refine (and practice!) 
phrasing to tightly define and present 
your product/service to entice 
customers, investors, team members, and 
collaborators. 

Additional aspects you need to test out, 
and adjust if the result are not strong or 
positive: 

• Value proposition

• Packaging

• Sales cycle

• Sales channel

• Competitive positioning

• Supply chain and related development 
resources

• Human capital strategy 

• Intellectual property and uniqueness 
defensibility

• Marketing

• User experience

• Market activities / influencers

Links to some business strategy 
templates and resources to help 
you lift off: 

What is the difference between a 
business plan and a strategic plan?

10 best strategy planning templates 
you can use right now

The 15 Most Popular Strategic 
Planning Templates On Our Site

32 Great Strategic Plan Templates to 
Grow your Business

How To Write A Strategic Plan

Links to some business plan 
templates and resources:

Write your business plan

SCORE is an organization offering 
resources and mentorship for small 
and startup businesses. Check them 
out, beyond this downloadable 
template they provide: Click here.

Woohoo! Shopify has a helpful 
how-to video here (and, reminding 
you: explore and collect links to 
the excellent organizations that 
speak best to your ongoing self-
educational needs): Click here.

We remain impressed by the depth 
and clarity of Hubspot’s online 
resources: Click here.

https://www.bdc.ca/en/articles-tools/business-strategy-planning/define-strategy/business-plan-vs-strategic-plan-whats-difference#:~:text=While%20the%20business%20plan%20lays,initiatives%20to%20develop%20your%20business
https://www.bdc.ca/en/articles-tools/business-strategy-planning/define-strategy/business-plan-vs-strategic-plan-whats-difference#:~:text=While%20the%20business%20plan%20lays,initiatives%20to%20develop%20your%20business
https://conceptboard.com/blog/strategy-planning-templates/
https://conceptboard.com/blog/strategy-planning-templates/
https://www.clearpointstrategy.com/strategic-planning-templates/
https://www.clearpointstrategy.com/strategic-planning-templates/
https://templatelab.com/strategic-plan-templates/
https://templatelab.com/strategic-plan-templates/
https://www.cascade.app/blog/how-to-write-a-strategic-plan
https://www.sba.gov/business-guide/plan-your-business/write-your-business-plan
https://www.score.org/resource/business-plan-template-startup-business
https://www.shopify.com/blog/business-plan-template
https://offers.hubspot.com/business-plan-template
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Formalize your company 
creation
By now you have confidence that your 
customers are there. You understand 
their problem, the efficacy of your 
solution, and what they would reasonably 
pay for it. You know how the finances will 
work. You have attracted strong support 
and you have created well-iterated plans 
that will allow you to operate within your 
comfort zone. Your thoughtful work so 
far will give you confidence in your ability 
to lead. 

The next step is to create your company 
formally. Commit the funding and the 
dedicated collaborators to launch the 
journey. 

If you intend to raise capital by procuring 
outside investment, set up your company 
as a C-Corp to ensure proper formation 
with a capitalization table that accepts 
the distribution of ownership among 
multiple entities or individuals. Such 
entities or individuals might include 
employees or co-executives enticed by 
equity benefits, lien holders or investors, 
family entities or trusts, corporate 
partners, or venture capital investors and 
management. 

If your business will not raise capital 
outside of debt, there’s no need for the 
C-Corp hassle. Set up an LLC (Limited 
Liability Company) to protect your 
personal assets. 

Helpful resources from BoomStartup:

OpenUp: Startup Formation and Equity 
Process

OpenUp: Interplay Between Cap Table, 
Valuation, and Financial Planning

However you incorporate, you’ll be 
assigned an EIN (Employer Identification 
Number) as your corporate tax 
identification. You’ll need a business 
license for the county where you’re 
located, and you’ll need a business bank 
account. Eventually, as your business 
grows, you will attain lines of credit. 
You will also need to consider proper 
business insurance, based on your 
business type and level of risk. 

Once your company begins to work with 
other entities and individuals make sure 
you specify tasks, roles, responsibilities, 
and distributions to keep control over 
your business, the intellectual property, 
and the learnings or data you’ve 
accumulated as you do business.

BoomStartup has a special partnership 
with Gust Launch that offers 
incorporation services as a reasonable 
package deal: Click here. 

Good link overview of insurance needs: 
Click here.

C-Corp overview

LLC overview

https://boomstartup.com/events/startup-formation-equity-process/
https://boomstartup.com/events/startup-formation-equity-process/
https://boomstartup.com/events/how-valuations-work-two/
https://boomstartup.com/events/how-valuations-work-two/
https://boomstartup.com/marketplace-gust-launch-start/
https://gust.com/launch/blog/insurance-policies-every-startup-should-have
https://www.investopedia.com/terms/c/c-corporation.asp
https://www.investopedia.com/ask/answers/062915/what-family-limited-liability-company-llc.asp
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How to legally hire once you’re 
incorporated 
Here’s the all-important takeaway: 
when you pay people, you must pay 
appropriate taxes, set up in appropriate 
ways. There’s no leeway here. Make sure 
you understand legal procedures and 
accountability. 

The Small Business Administration 
provides an informative guide to hiring 
employees and managing compensation 
here. We’ll highlight heads-up points, 
but, when it’s time, make sure you give it 
your full attention. 

Also, perusing the current IRS 
“Employer’s Tax Guide” will convince 
you that payroll laws are no trifling 
matter. 

You may already have contracted or 
consulted with a CFO type (if you 
aren’t one yourself), which we certainly 
recommend. Surveying the complexities 
of hiring and compensating your 
employees may prompt you to hire a 
consultant, outsource hiring services 
(like, say, IsoTalent!), take a training 
course online or in person, or recruit a 
full or part time financial expert for your 
staff (also: IsoTalent can find the person 
you need).

IsoTalent Insights: Hiring

https://www.sba.gov/business-guide/manage-your-business/hire-manage-employees
https://www.irs.gov/publications/p15
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However you choose to follow 
through, keep a few foundational (and 
manageable) rules in mind: 

1. Determine the type of employee 
you’re hiring and paying, because 
your tax obligations differ with each 
category. Likely most relevant to 
you right now is the IRS-informed 
distinction between an independent 
contractor and a common-law 
employee. The differences can be 
subtle, and the IRS will likely require 
you to defend your answer. Here’s a 
clip from the IRS guide: 

Facts that provide evidence 
of the degree of control and 
independence fall into three 
categories:

I. Behavioral: Does the company 
control or have the right to 
control what the worker does and 
how the worker does his or her 
job?

II. Financial: Are the business 
aspects of the worker’s job 
controlled by the payer? (these 
include things like how worker 
is paid, whether expenses are 
reimbursed, who provides tools/
supplies, etc.)

III. Type of Relationship: Are there 
written contracts or employee 
type benefits (i.e. pension plan, 
insurance, vacation pay, etc.)? 
Will the relationship continue 
and is the work performed a key 
aspect of the business?

Businesses must weigh all these 
factors when determining whether a 
worker is an employee or independent 
contractor. Some factors may indicate 
that the worker is an employee, while 
other factors indicate that the worker 
is an independent contractor. There is 
no “magic” or set number of factors 
that “makes” the worker an employee 
or an independent contractor and no 
one factor stands alone in making this 
determination. Also, factors which are 
relevant in one situation may not be 
relevant in another.

The keys are to look at the entire 
relationship and consider the extent 
of the right to direct and control the 
worker. Finally, document each of the 
factors used in coming up with the 
determination.

Other kinds of workers the IRS defines: 

• Statutory employee

• Statutory non-employee

• A government worker

On to Steps 2-9

https://www.irs.gov/businesses/small-businesses-self-employed/statutory-employees
https://www.irs.gov/businesses/small-businesses-self-employed/statutory-nonemployees
https://www.irs.gov/government-entities/federal-state-local-governments/tax-withholding-for-government-workers
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2. Procure the EIN (Employer 
Identification Number) to make your 
payroll legal and reportable 

3. Procure federal, state, and local tax 
IDs as the laws in your locale dictate

4. Make sure every person you hire and 
pay completes (and returns) a W-4 
form before receiving money. 

It is also wise to have them sign a 
letter of employment and a non-
disclosure agreement so what they 
create is owned by the company, that 
they may not divulge trade secrets, 
and their role and contributions are 
clearly outlined.

5. Match payout schedules to conform 
with IRS tax withholding schedules. 

6. Attend to leave, vacation, and 

holiday pay policies. 

7. Make clear and actionable decisions 
about who will administer, manage, 
and track your payroll system. 

8. Report to the IRS and state 

according to guidelines. 

9. Know how long you need to keep 
payroll records to comply with the 
IRS (the answer is four years, but 
pursue further understanding in the 
IRS Employer Tax Guide, which we 
keep linking for your convenience.

Links and resources: 
Employer Withholding

Even if you aren’t a “foreign” founder, 
Crystal Stranger of Gust Launch is 
worthy reading: Click here.

And here’s another Gust Launch blog 
article from Ryan Cutter, written for 
startup founders who need to wrap 
around the basics of preparing for taxes: 
Click here.

IsoTalent recruits, hires, and onboards 
financial and HR aces: Click here.

Plenty of good help and excellent 
technology for making the whole payroll 
process much easier: Click here.

On to Stage 9

https://www.irs-ein-taxid-number.com/?utm_source={source}&utm_medium={medium}&utm_campaign={content}&gclid=EAIaIQobChMIhIGbjeP99gIV0RZ9Ch3MBQ9IEAAYASAAEgI3Y_D_BwE
https://www.sba.gov/business-guide/launch-your-business/get-federal-state-tax-id-numbers#section-header-5
https://www.sba.gov/business-guide/launch-your-business/get-federal-state-tax-id-numbers#section-header-5
https://www.irs.gov/publications/p15t
https://www.irs.gov/publications/p15#en_US_2022_publink1000294375
https://www.irs.gov/publications/p15#en_US_2022_publink1000294375
https://tax.utah.gov/withholding/employers
https://gust.com/launch/blog/us-corporation-tax-tips-for-foreign-founders
https://gust.com/launch/blog/a-startup-founders-quick-guide-to-preparing-for-taxes
https://gust.com/launch/blog/us-corporation-tax-tips-for-foreign-founders
https://www.top10.com/payroll/comparison?
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Strengthen and expand 
your network to support 
your business.
Your business plan, lean canvas (click 
here), projects, and customers will all 
evolve, but your advisory network will be 
there through most of it (unless things 
change and someone no longer aligns 
with your business, which does happen). 
Find people who can help you succeed. 

Look for resources that will help you 
stick to your path. Create goal boards, 
block out two hours every first day of 
the month to re-examine goals and 
accomplishments, and check in to 
make sure you are on track to achieve 
what you originally specified with your 
business concept. If this is done regularly 
and in writing, you are creating a 
masterpiece that reveals the psychology 
and storyline behind your business. Years 
from now, you can re-read your record 
and embrace the wins and losses as 
ultimate success. 

Also, look around you. Leverage 
communities, nonprofits, and academics 
to help you grow your skills in 
transforming your idea into a business. 
Fantastic resources and networks are 
stacked with people who truly want 
you to succeed. Make time to network 
and grow from the strength of your 
surroundings, not just what you can do 
alone.

https://study.com/academy/lesson/lean-canvas-definition-principles.html
https://study.com/academy/lesson/lean-canvas-definition-principles.html
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A few communities that provide 
spectacular resources for starting a 
business include: 

Utah has a gold mine of academic 
support for entrepreneurs. I have 
personally worked with these 
programs and can vouch for their 
credibility.

Several colleges and universities in 
Utah also have specialized resource 
programs for women:

https://utahsbdc.org/
https://www.suazocenter.org/
https://www.score.org/women-entrepreneurs?
https://wbcutah.org/
https://startupignition.com/
https://lassonde.utah.edu/
https://brc.davistech.edu/
https://www.weber.edu/goddard/WEA.html
https://www.uvu.edu/entrepreneurship/welift/index.html
https://huntsman.usu.edu/wiba/
https://www.we.byu.edu/
https://slchamber.com/wbc-launches-virtual-locations/
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Here are some resources to help you 
with funding your business.
• BoomStartup.com – which, as you 

know, is my business, and we’d be 
delighted to assist you. 

• New Pattern Utah

• RevRoad

• VentureCapital.org

On to Stage 10

https://boomstartup.com/events/gtm-trends/
https://newpattern.org/utah/
https://www.revroad.com/
https://venturecapital.org/
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Stop here a moment, take 
a deep breath

Remind yourself: you don’t have to feel 
overwhelmed by all of this. You may 
feel like you’re on a crash course in 
business or racing through a mini-MBA. 
Hang in there and keep going. We can’t 
overemphasize the importance of really 
doing the homework, and ultimately 
incorporating a roster of skillsets 
that have proven to be invaluable for 
entrepreneurs. 

Even so, it’s not a cram session. It really 
is a learn-as-you go proposition, the 
equivalent of trying stuff, practicing, 
knowing what to look for, keeping sight 
of the big picture, and, maybe most 
importantly, it’s a guide for continuous, 
recursive learning. On first reading, 
absorb one stage at a time – track 
resources, consult mentors, learn 
from dry runs. Skim the familiar parts 
and dedicate focused attention to the 
unfamiliar. Theory and practice are 
mutually reinforcing.

Personality profiles of entrepreneurs 
vary wildly, but here’s a nearly-universal 
statistic: beginning entrepreneurs 
tend to be dangerously optimistic 

about themselves and their “luck.” 
Experienced entrepreneurs with a 
proven track record? Not so much. 
Any business venture is a leap into an 
uncertain future. Successful business 
owners must trust the unknown enough 
to step in, but potential success 
depends on preparing for the hazards, 
incorporating the wisdom of role 
models, and using proven tools. 

Back to our seafaring metaphor: blind 
faith in your natural navigation instincts 
is simply inadequate on the high seas and 
barrier reefs. Don’t know what a sextant 
is for? Didn’t bother to comprehend 
why a compass points north? Optimism 
and natural talent (and sincerity and 
enthusiasm and that eager “can do” 
attitude) are potent enhancements to 
the knowledge you’re taking time to 
gather here. But they won’t propel the 
ship through the doldrums. Nor will 
they keep it afloat in the heaving storms 
ahead. Take the time you need to do this 
right, and then launch with courage and 
cautious confidence.
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Recruiting the 
Founding Team
As you formalize your company creation 
(perhaps with a proto founding team in 
place) and follow the business creation 
steps outlined, you now face important 
decisions about recruiting a team and 
managing your startup business. If you 
don’t have the people you need, your 
product won’t happen, innovation stops, 
and growth doesn’t occur.

The talent you recruit to light up your 
business is, well – everything. Your team 
should be an investment, not a liability. 
Consider it a profit driver and then make 
sure that’s what it becomes.

You can take all this on yourself, of course. 
In these early stages, it’s necessary to 
be personally involved in who to partner 
with, when to outsource, and how to get 
the most of your founding team.

Put another way, in these early stages, 
you have one primary task: recruit or 
continue to manage a scrappy founding 
team — who, let’s face it, may be working 
for free. The formal compliance of hiring 
and running a business will come later, 
but we’ve outlined a few basics to help 
you anticipate what’s over the horizon.
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There are several reasons to 
outsource your recruitment and talent 
maintenance. Here is a pointed preview 
for your first perusal:

• Employee hiring and recruitment 
expend your time, money, and 
resources. It takes time to find 
qualified candidates, onboard and 
train them properly, and address the 
learning curve. When employees leave, 
resources and time go down the drain.

• The long list of tasks necessary to 
find top candidates can devour 
time better spent on other duties. 
Think about the whole span of hiring 
steps: developing the job description, 
creating compelling job ads, screening 
resumes, scheduling interviews, waiting 
for candidates’ responses, completing 
background checks, contacting 
references, onboarding and training, 
evaluation and retention – all while you 
(and the people you’ve hired) worry 
about the mission-based tasks your 
company was designed to do.

Job recruitment agencies talk to clients 
about their labor needs every day. 
Statistics show 45% of small business 
owners spend a day or more per week on 
human resource issues. This quick step 
saves countless hours per year, which 
results in very real savings for your 
company.

• Physical and Emotional Costs can 
take a toll. Careful recruitment is 
necessary to choose intelligently, 
with a strategy to ensure success 
on the job. If a new hire is not a 
good culture add, other employees 
may become frustrated, leading to 
loss of productivity. This problem 
can cascade, driving customer 
dissatisfaction – and your company 
loses profits.

When employees leave because they’re 
unhappy with their job experience, 
replacement can take weeks to months, 
especially if your company’s reputation 
has taken a hit. A report from SHRM 
found 83% of HR professionals have 
had difficulty in their recruitment efforts 
over the past twelve months.
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Costs of hiring a new employee:

Not-so-obvious but very real costs to plan for as you 
form – and run – your business

Most online statistics you’ll find on the 
cost of hiring a new employee cite a 
2016 study from the Society of Human 
Resource Management (“Human Capital 
Benchmarking Report”) from 2016. Keep 
that date in mind as you hire in 2022 and 
beyond – the costs aren’t likely going 
down. 

The SHRM report says you can expect 
an average of 42 days at a cost of 
$4,129 to complete a new hire – and 
that’s just the cost of getting a qualified 
applicant to the onboarding stage. Here’s 
a quick review of key steps and costs, 
and re-link to a more detailed depiction 
of the hiring process on the IsoTalent 
website: Click here.

The long list of tasks necessary to find 
top candidates can devour time better 
spent on other duties. These include:

• Developing the job description

• Creating compelling job ads

• Screening resumes

• Scheduling interviews

• Waiting for candidates’ responses

• Completing background checks

• Contacting references

• Onboarding

Again, this is stuff you can learn to 
do, but consider the real costs versus 
negligible savings of do-it-yourself 
hiring. Job recruitment agencies talk to 
clients about their labor needs every day. 

https://www.isotalent.com/blog/the-cost-of-hiring-employees
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Prepare for Onboarding

Key takeaways from the report here: 

Though you may be in the midst of
“pure startup mode” (i.e., you’ve got a 
home office and a two-page website), a 
formal hiring and onboarding plan will hit 
fast. Most credible sources back up our 
insistence on the importance of training 
new employees, incorporating them into 
your organization’s mission, culture and 
workflow. Losing a new hire after six 
months can be a devastating loss of your 
hiring investment – especially because 
it takes at least that long for a new hire 
to reach the “break even” productivity 
milestone.

Bliss breaks down the productivity scale 
into three periods:

• Roughly the first month: After training 
is completed, new employees are 
functioning at about 25% productivity, 
which means that the cost of lost 
productivity is 75% of the employee’s 
salary.

• Weeks 5 through 8: The level goes up to 
50% productivity, with a corresponding 
cost of 50% of the employee’s salary.

• Weeks 9 through 12: In this timeframe, 
the employee usually reaches a 
productivity rate of up to 75%, with 
the cost being 25% of the employee’s 
salary.

• Following the 12-week mark: 
Companies can expect a new hire to 
reach full productivity.

Training costs extend beyond the needs 
of new hires. Every person who works 
for your organization (including YOU) 
will benefit from perpetual education. 
Educational resources take many forms 
– mentorships, educational software, 

progress tracking, team building – 
and all of them deserve your careful 
consideration and planning. 

Training Magazine’s 2019 Industry Report 
graphs super-informative statistics that 
emphasize the importance of effective 
onboarding –it’s worth close perusal: 
Click here.

• Average annual training budgets 
across industries (large, medium, and 
small businesses): $5,128,305. Here’s 
the small business average for 2019: 
$367,490.

• 2019 average training expenditure per 
employee, small business: $1,511.

• 2019 average hours of training (paid, 
on the job) for new employees, small 
business: 49.8.

Hiring a High-Growth Executive 
Team: The Key Players.

https://blissassociates.com/
https://www.investopedia.com/financial-edge/0711/the-cost-of-hiring-a-new-employee.aspx#citation-2
https://trainingmag.com/sites/default/files/2019_industry_report.pdf
http://www.isotalent.com/content/high-growth-executive-ebook
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Actual costs of employee 
compensation: 
Credible sources assert that employee 
compensation will add up to 1.25 to 
1.4 percent of an employee’s wage or 
salary. Your costs will vary according to 
part or full-time status, an employee’s 
rank or level of expertise, and the costs 
of supporting your employee with 
the technology, space, or equipment 
necessary to do the job. Here’s a 
rundown of potential budget items, 
beyond hourly or salaried compensation: 

• We’ve already mentioned recruiting, 
onboarding, and learning curve costs.

• Employment taxes and workmen’s 
compensation.

• Benefits: possible categories: life 
insurance, health coverage, long-term 
disability, vacation and leave, dental 
plans, dependent care assistance, 
tuition plans, retirement savings 
plans. This is a lot to consider. Do your 
homework. We’re citing here from a 
pithy and useful report by Joe Hadzima, 
published originally in the Boston 
Business Journal: Click here. 

• Workspace and specialized equipment, 
including offices, desks, computers, 
online subscriptions and access, safety 
and ergonomics, comfort control. 

Keeping the 1.24 – 1.4 rule in mind: 
an employee hired at $50,000 per 
year will actually cost $62,000 to 
$70,000 per year. Want to make 
your employee costs profitable? 
Make it worth a valuable employee’s 
time and commitment. Professional 
recruiting and retention investments 
are far more cost effective than new 
hiring.

https://web.mit.edu/e-club/hadzima/pdf/how-much-does-an-employee-cost.pdf
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Think your startup status prohibits 
you from offering a strong benefits 
package?
You’re right, to a point. The attractive 
benefits packages of large companies, 
established organizations, and 
government entities are prohibitive to 
fund while you’re putting your resources 
toward development. However, once 
they hit growth stage, great startups 
are known for creative benefits, which 
you can perpetuate as your company 
gains traction – even while adding more 
traditional perks as you stabilize and 
grow. 

Here’s a great piece on unique – and 
effective – startup benefits: Click here.

Beth Scheer posts a meaty guide, with 
resources, for establishing benefits 
packages for startup employees: Click 
here.

Failory provides a list of startups that 
specialize in helping you provide benefits 
for your employees, even at your own 
startup stage: Click here.

Food for thought from Zach Friedman, 
via Forbes: Click here.

Startups can suffer from credibility 
issues when they play a little too hard 
to the “funtime” base. John Boitnott 
provides a list of more “serious” benefits 
that attract employees beyond the game 

https://www.entrepreneur.com/article/344591
https://coda.io/@homebrew/benefits-at-startups
https://coda.io/@homebrew/benefits-at-startups
https://www.failory.com/startups/employee-benefits
https://www.forbes.com/sites/zackfriedman/2017/11/14/startup-human-resources-benefits/?sh=59aa08aa7acf
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“An important component to 
entity formation is to create a 
capitalization table that identifies 
shareholders and their percentage 
equity ownership in the company. 
And as the company grows, raises 
capital, gains investors, and has 
headcount changes, so does the cap 
table to reflect these modifications.

BoomStartup has several resources 
that teach founders how to think 
about incentivizing employees, 
advisors, and key constituents 
with future equity options. The 
cap table has to be considered 
at the beginning of creating your 
company so it does not become a 
hinderance when outside capital 
is attained. Here are four webinars 
where industry experts explain what 
you need to know to successfully 
structure your company.“ 
—Tara Spalding

OpenUp: Introduction to Cap Tables

OpenUp: Startup Formation and 
Equity Process

OpenUp: Interplay between 
Valuation, Cap Table, and Financial 
Planning

OpenUp: Employee Stock Option 
Fundamentals

Equity benefits: 
Equity benefits or compensation commit 
future profit-sharing or stockholder 
value to employees who stay with 
your company beyond the startup 
stage. Under certain circumstances, 
equity compensation can attract talent 
willing to forego immediate market-
level salaries in exchange for a real 
stake in organizational growth and 
profits. This can free up cash flow and 
startup revenues for other development 
expenses – at least for an initial period. 

Equity benefits can be a powerful 
retention strategy, as employees have a 
real stake in success and profits. Equity 
in a company – in the form of stock 
options, restricted stock, or performance 
shares – is a form of sharing ownership.

Further breakdown here

And, here, from GoCardless

Here’s how Indeed.com explains equity 
compensation to potential employees

https://boomstartup.com/events/introduction-to-cap-tables/
https://boomstartup.com/events/startup-formation-equity-process/
https://boomstartup.com/events/startup-formation-equity-process/
https://boomstartup.com/events/how-valuations-work-two/
https://boomstartup.com/events/how-valuations-work-two/
https://boomstartup.com/events/how-valuations-work-two/
https://boomstartup.com/events/employee-stock-option/
https://boomstartup.com/events/employee-stock-option/
https://www.investopedia.com/terms/e/equity-compensation.asp#:~:text=Equity%20compensation%20allows%20the%20employees,accompany%20a%20below%2Dmarket%20salary.
https://gocardless.com/en-us/guides/posts/equity-benefits-for-employees/
https://www.indeed.com/career-advice/pay-salary/being-offered-equity-in-a-company
https://www.indeed.com/career-advice/pay-salary/being-offered-equity-in-a-company


43 IsoTalent

Trackability: 
Every component of your business 
operations should be tracked, analyzed, 
and reinforced by data. Business thinking 
is, by definition, money thinking. Every 
hour, decision, or dollar that goes into 
production and eventual sales affect 
your profitability. Clearly tracking costs, 
processes, production links, cash flows, 
individual and team productivity, and 
profits is crucial to understanding how 
–or even whether – your company is 
making or losing money. This information 
is indispensable, as it facilitates:

• Streamlining organizational processes 

• Analyzing and negotiating supply 

sources

• Staffing redundancies or unmet talent 
needs

• Attracting and retaining investors 

• Determining KPI (Key Performance 
Indicator) touchstones 

• Iteration, tweaking, and innovation

Well-tracked profitability is the kind of 
information you want to “put out there” 
for investors, an eager but jumpy bunch 
who are committed to doing their own 
research. A clear and ongoing record 
of your company’s financial savvy will, 
simply put, attract more money. 

The Forbes Business Council recently 
(Jan 2022) posted a telling anthology 
of what they choose to track to analyze 
organizational health: Click here. Even 
a quick browse is a potent reminder 
that time, process, purchasing, and 
supply systems are all components of 
profit generation, with multiple sub-
components – and they are all trackable. 
Tracking tools and resources abound, 
but you may at this point consider adding 
a professional to your team (and, of 
course, we’re here to remind you that 
we’re here to help you find the perfect 
CFO).

“Key Performance Indicators (KPIs) 
illuminate business growth and are 
the cornerstone of key operational 
insights that drive every business 
forward. KPIs provide a universal 
way to communicate results that 
companies can measure their 
achievements by, and as such, 
becomes a common part of the 
business description. Learn more 
KPIs by watching OpenUp: Matching 
KPIs to Business Models for Startups 
and OpenUp: How Use Cases Validate 
Your Business.” 
—Tara Spalding

https://www.forbes.com/sites/forbesbusinesscouncil/2022/01/18/make-sure-your-business-is-tracking-these-16-essential-metrics/?sh=63ee7e2e4c8a
https://boomstartup.com/events/matching-kpis-to-business-models-for-startups/
https://boomstartup.com/events/matching-kpis-to-business-models-for-startups/
https://boomstartup.com/events/how-use-cases-validate-your-business/
https://boomstartup.com/events/how-use-cases-validate-your-business/
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The point of summarizing needs for 
human capital is, one way or another, 
you’re paying for recruitment and 
positive retention. Put that money 
toward dedicated professional services. 
We do our job very well, so you and your 
employees can do yours. 
• Recruitment consumes precious 

company resources. Costs add up 
from advertising and interviewing 
candidates, allocating resources 
for onboarding and training, and 
time spent training and evaluating 
employees.

Job recruitment agencies have years 
of experience choosing candidates 
that are most likely to succeed in your 
company. Hiring agencies draw from a 
deep pool of candidates with different 
backgrounds and skills. Agencies know 
how and where to search and post job 
ads that attract high-quality applicants.

Time spent recruiting and training costs 
companies more than just the salary 
they’ve committed to a new employee. 
Job recruitment agencies can help 
you avoid pitfalls by saving your 
company time and money and ensuring 
successful recruitment.

• Traditional recruitment agencies 
charge an average of 25% or more of 
the employee’s salary – not feasible for 
start-ups, which is why startup teams 
believe they must do the recruitment 
themselves. Diverting energy to 
recruiting is counter-productive at a 
time when it’s more important to focus 
on building relationships and expanding 
their customer base.

However, this means no recruitment 
takes place, and a startup company 
misses the opportunity to hire the best 
employees for their evolving needs. 
A better option is nontraditional 
job search agencies that charge an 
hourly rate instead of a percentage 
fee.

IsoTalent contracts hiring services 
at hourly rate, so any size business 
can afford the help of a professional 
recruitment agency.

You might think hiring agencies charge 
an immense amount per hour, but 
IsoTalent’s hourly rate is not as expensive 
as it may seem – and the benefits are 
worth it. You might think hiring agencies 
charge an immense amount per hour, but 
IsoTalent’s hourly rate is not as expensive 
as it may seem – and the benefits are 
invaluable. One benefit is access to a 
pool of diverse, qualified candidates that 
professional recruiters scour to find the 
best fit for your openings.

They can post job ads in a broader 
variety of places and keep them there, 
longer than you could on your own.

The time saved from recruiting 
employees is invaluable for small 
businesses. Recruiters know how to find 
the right candidates with less stress, 
saving time and resources.

IsoTalent is your partner in helping you 
build a profitable business through 
successful recruitment. Contact us to 
discuss hourly rates today, and, before 
you reach the hiring stage, spend more 
time exploring our services: click here.

You’re almost done!

https://www.isotalent.com/blog/the-cost-of-hiring-employees
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Conclusion
This eBook summarizes Tara Spalding’s 
insights on 10 of the complex and 
challenging stages of business creation, 
from personal reflection and product 
analysis to anticipating a founding team 
and formal business creation. If you 
are considering or beginning to start 
a business, we hope this information is 
helpful and encouraging. Our intention is 
to provide you with invaluable guidance 
on when you should pull the trigger and 
commit to the business.

By referring to this eBook, let’s improve 
the 90% failure statistic that every 
startup entrepreneur faces during their 
first three years. We hope this saves you 
from heartaches and headaches, and 
helps you make many dollars and cents.

From the IsoTalent and BoomStartup 
teams, please share your feedback, 
questions, and experiences, so we can all 
learn from each other. It is by supporting 
a community of mentorship, networking, 
opportunity, diversity, and continuous 
learning that we rise together. Onward!



High-volume placements are billed at 
the standard rate and typically fill 10x 
faster than standard averages.

Additional PEPM fees apply to international 
roles. Please speak to your global EOR 
expert for details.

Recruiting Reimagined
IsoTalent is a job recruitment firm based 
in the Silicon Slopes area of Lehi, Utah. 
We help high-growth startups, executive 
teams, hiring managers, and HR 
professionals find the talent they need at 
flexible and affordable pricing. Our low-
cost hourly model saves organizations 
thousands of dollars compared to 
traditional hiring agencies. Our recruiting 
services help clients save an average 
of 40% to 70% to place high-volume, 
standard, technical, and executive roles.

Hourly-Rate Recruiting
Standard Role

$110/hr
Technologist Role

$125/hr

Executive Role

$200/hr

This work is licensed under a Creative Commons 
Attribution 4.0 International License

Contact

sales-marketing@isotalent.com
(877) 619-3486
www.isotalent.com
Lehi, Utah

Talk to an expert recruiter
IsoTalent

International Role
After EOR Rebate

$75-$100/hr

IsoTalent

https://creativecommons.org/licenses/by/4.0/
https://creativecommons.org/licenses/by/4.0/
https://www.isotalent.com/


About Us

Outcomes

What We Offer

Founded in 2010, BoomStartup 
Accelerator, a division of Assure, 
provides early-stage growth and 
investment programs for startups. 
BoomStartup intends to be the most 
inclusive accelerator in the world 
by leveraging an open and opt-in 
format, disrupting the traditional 
accelerator approach. We provide 
learning opportunities and mentoring 
that assist first-time founders with 
business maturity guidance, investment 
preparation, capital structuring, and 
investment strategies.

BoomStartup has worked with over 1,000 
startups from around the world in 2021 
alone. Through our program participation 
and funding guidance, $9.7 Million was 
raised by 18 startups in 22 funding rounds 
in 2021. Our founders have raised over 
$65 Million since 2010.

BoomStartup blends the flexibility and 
educational support native to online 
platforms with human encouragement 
and hands-on expertise from our 
diverse business community. The result? 
An action-oriented, change-making 
ecosystem that provides an optimal path 
to success for startups. BoomStartup 
runs a rolling merit and participation-
based funding program that formalizes 
a startup’s first investment opportunity 
through SPVs powered by Assure.

Our curriculum covers viability 
preparation, entity formation, capital 
planning, investment funding, and post-
close funding activities.

BoomStartup
Providing early-stage growth and investment programs for startups.
www.boomstartup.com

Our community serves each other. Our 
inclusive approach creates meaningful 
connections and lasting relationships. 

Founders - Jumpstart growth. 
Engage in early stage growth and 
investment programs, networking, 
evaluations, to improve results.

Investors - Pre-seed dealflow. 
Connect and potentially invest 
into high-growth startups who are 
groomed and guided by BoomStart- 
up’s community.

Mentors - Change trajectories. Give-
back by contributing knowledge and 
guidance to the next-generation of 
startups who want to improve the 
world.
Providers - Activate alliances. 
Establish your service and create a 
long-term relationship by becoming 
the first trusted resource early in a 
startup’s life.

http://www.boomstartup.com


Our mission is to shine a spotlight on 
important things happening in the Utah 
technology and startup community. We 
strive to be a fair, independent voice for 
the Utah tech scene.

Please reach out if you’re interested in 
interviewing for a TechBuzz article or 
would like to connect us with a story 
lead.

TechBuzz

Contact

mark@techbuzz.news
amelia@techbuzz.news
techbuzz.news
Lehi, Utah

TechBuzz

https://techbuzz.news/

