INDEX

A attitude (personal Scorecard element),

advantages, unfair advantages 103_108
coin-operated laundry example, 212-213 .coclln—(operatedllgundry e;ample, 107-108
o attitude (personal Scorecar:
definition, 209 element), 103-108
coin-operated laundry example, 107-108
definition, 103-104
examples, 107
practical experiences, 106-107
relevance, 105

examples, 212

practical experiences, 211
relevance, 210

score elevation tactics, 210-211
where to find answers, 210

coin-operated laundry example, 93 score elevation tactics, 106
ambushers (competition), 89-93 Swindoll's essay, 104
definition, 89-90 where to find answers, 105
examples, 92-93 available high profile persons,
practical experiences, 91-92 story presentation
relevance, 90 coin-operated laundry example, 273-274
score elevation tactics, 90-91 definition, 269-270
where to find answers, 90 examples, 273

practical experiences, 272-273
relevance, 270

score elevation tactics, 271-272
where to find answers, 271

appearances (professional
presentation), 141-145
coin-operated laundry example, 145

definiti 141-142
etimition, available resources, 165-169

les, 144— .
examp els, .145 144 coin-operated laundry example, 168-169
practical experiences, definition, 165-166

relevance, 142
score elevation tactics, 143-144
where to find answers, 143

examples, 168

practical experiences, 167-168

relevance, 166

appropriateness of location. See score elevation tactics, 167
enterprise location where to find answers, 166
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B score elevation tactics, 286
backup plans, 203-207 where to find answers, 285
coin-operated laundry example, 207 low hanging fruit, 291-296
definition, 203 coin-operated laundry
example, 295-296
definition, 291-292
examples, 294-295
practical experiences, 293-294
relevance, 292
score elevation tactics, 293
where to find answers, 292-293
cash flow, 149-153
coin-operated laundry example, 152-153
definition, 149
examples, 152
information inventory, 305
practical experiences, 151
relevance, 150
score elevation tactics, 150-151
where to find answers, 150

d 194 cash requirements, financing before
woman-owned, launch, 223-227

examples, 206

practical experiences, 205-206

relevance, 204

score elevation tactics, 205

where to find answers, 204-205
breaching the chasm strategy, 181-185

coin-operated laundry example, 185

definition, 181

examples, 184

practical experiences, 184

relevance, 182

score elevation tactics, 183

where to find answers, 182-183
businesses

going businesses, 22

minority-owned, 194

C definition, 223
examples, 226
practical experiences, 225-226
relevance, 224
score elevation tactics, 224-225
where to find answers, 224
celebrities. See high profile persons
closable customers, 71-75
coin-operated laundry example, 74-75
definition, 71
examples, 74

capital
financing requirements

coin-operated laundry
example, 222

definition, 217-218

examples, 221-222

practical experiences, 221-222

relevance, 218-219

score elevation tactics, 220-221

where to find answers, 219-220 practical experiences, 73-74
information inventory, 305 relevance, 72
venture capital, 229-233 score elevation tactics, 72-73
coin-operated laundry where to find answers, 72
example, 233 coin-operated laundry example
definition, 229 Carpe Diem elements
examples, 232 government relevance, 289
practical experiences, 231-232 low hanging fruit, 295-296
relevance, 230 demand elements
score elevation tactics, 231 ambushers (competition), 93
where to find answers, 230 compelling unserved needs, 30-31
Carpe Diem elements (Innovator's competition, 58, 63
Scorecard), 281-296 customers, 74-75
government relevance, 283-289 demonstrable concepts, 51
coin-operated laundry explainable uniqueness, 37
example, 289 hot markets, 99
definition, 283 market timing, 86-87
examples, 288-289 pricing, 68-69
practical experiences, 286-287 quality of evidence of demand, 80

relevance, 284-285 sustainable differentiation, 44-45



INDEX

financing elements
capital requirements, 222
cash requirements, 226
visible capital, 233
harvest elements
foreseeable harvest, 246
high potential value, 241-242
negative elements
pretending not to know, 266
showstoppers, 259
taboo, 253
operation elements
available resources, 168-169
backup plans, 207

breaching the chasm strategy, 185

cash flow, 152-153
delivery advantages, 162-163
enterprise location, 201
market penetration

strategy, 178-179
partnerships, 194-195

preemption and domination, 174

proprietary ownership, 190
revenue models, 158
unfair advantages, 212-213
personal elements
attitude, 107-108
commitment, 113
honesty and integrity, 133-134
management
competence, 127-128
passion, 122
professional presentation, 145
staying power, 118
success ethic, 139-140
score summary, 297-299, 327-329
story elements
available high profile
persons, 273-274
compelling stories, 278-279
commitment (personal Scorecard
element), 109-113
coin-operated laundry example, 113
definition, 109-110
examples, 112
Game Caution, 313
practical experiences, 111-112
relevance, 110
score elevation tactics, 111
where to find answers, 110-111
compelling stories, story
presentation, 275-279

coin-operated laundry example, 278-279
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definition, 275

examples, 278

practical experiences, 277-278

relevance, 276

score elevation tactics, 277

where to find answers, 276-277
compelling unserved needs, meeting

demand, 23-31

coin-operated laundry example, 30-31

definition, 23-25

examples, 30

practical experiences, 27-29

relevance, 25-26

score elevation tactics, 27

where to find answers, 26
competence, management competence

coin-operated laundry example, 127-128

definition, 123-124

examples, 127

practical experiences, 126-127

relevance, 124

score elevation tactics, 125-126

where to find answers, 124
competition, $3-63

ambushers, 89-93

coin-operated laundry example, 58,

63,93

definitions, 53-54, 59, 89-90

examples, 57, 62, 92-93

practical experiences, 56-57, 61-62,

91-92

relevance, 54-55, 60, 90

score elevation tactics, 56, 61, 90-91

where to find answers, 55-56, 60, 90
confidence in idea. See attitude
confidentiality issues, 29
contacts, information inventory, 307
contracts, information inventory, 307
costs, revenue models

coin-operated laundry example, 158

definition, 155

examples, 157

practical experiences, 157

relevance, 156

score elevation tactics, 156-157

where to find answers, 156
customers, 71-75

coin-operated laundry example, 74-75

definition, 71

examples, 74

information inventory, 302

practical experiences, 73-74

relevance, 72
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high potential value, 237
negative elements
pretending not to know, 261-262
D showstoppers, 255-256
daunting negatives (Innovator Scorecard taboo, 249
elements), 247-266 operation elements
pretending not to know, 261-266 available resources, 165-166

score elevation tactics, 72-73
where to find answers, 72

coin-operated laundry
example, 266
definition, 261-262
examples, 264-265
practical experiences, 263-264
relevance, 262
score elevation tactics, 263
where to find answers, 262-263

showstoppers, 255-259

coin-operated laundry
example, 259

backup plans, 203

breaching the chasm strategy, 181
cash flow, 149

delivery advantages, 159-160
enterprise location, 197-198
market penetration strategy, 175
partnerships, 191

preemption and domination, 171
proprietary ownership, 187-188
revenue models, 155

unfair advantages, 209

definition, 255-256

examples, 258-259 attitude, 103-104

practical experiences, 258 commitment, 109-110

relevance, 256 honesty and integrity, 129-130

score elevation tactics, 257-258 management

where to find answers, 256-257 competence, 123-124
taboo, 249-253 passion, 119-120

personal elements

coin-operated laundry professional

example, 253 presentation, 141-142
definition, 249 staying power, 115
examples, 252 success ethic, 135-136
practical experiences, 251 story elements

relevance, 249-250 available high profile
score elevation tactics, 251 persons, 269-270
where to find answers, 250-251 compelling stories, 275
definitions delivery advantages, 159-163

Carpe Diem elements coin-operated laundry example, 162-163
government relevance, 283 definition, 159-160
low hanging fruit, 291-292 examples, 161-162

demand elements practical experiences, 161
ambushers (competition), 89-90 relevance, 160
compelling unserved needs, 23-25 score elevation tactics, 160-161
competition, 53-54, 59 where to find answers, 160
customers, 71 demand (Innovator Scorecard
demonstrable concepts, 47 elements), 21-99
explainable uniqueness, 33 ambush exposure (competition), 89-93
hot markets, 95 closable customers, 71-75
market timing, 81-82 compelling unserved needs, 23-31
pricing, 65-69 competition, 53-63
quality of evidence of demand, 77 demonstrable concepts, 47-51
sustainable differentiation, 39 explainable uniqueness, 33-37

financing elements hot markets, 95-99
capital requirements, 217-218 information inventory, 302
cash requirements, 223 market timing, 81-87
visible capital, 229 pricing, 65-69

harvest elements quality of evidence, 77-80
foreseeable harvest, 243 sustainable differentiation, 39-45



INDEX

demonstrable concepts
coin-operated laundry example, 51
definition, 47
examples, 50
practical experiences, 49-50
relevance, 48
score elevation tactics, 49
where to find answers, 48—49
desirability of product, information
inventory, 307
direction of the market. See market timing
distribution, information inventory, 306
domination, 171-174
coin-operated laundry example, 174
definition, 171
examples, 174
Game Caution, 312
practical experiences, 173
relevance, 172
score elevation tactics, 172-173
where to find answers, 172
duplicating concepts, 239

E

elements (Innovator's Scorecard)
Carpe Diem, 281-296
government relevance, 283-289
low hanging fruit, 291-296
demand, 21-99
ambush exposure
(competition), 89-93
closable customers, 71-75
compelling unserved needs, 23-31
competition, $3-63
demonstrable concepts, 47-51
explainable uniqueness, 33-37
hot markets, 95-99
market timing, 81-87
pricing, 65-69
quality of evidence, 77-80
sustainable differentiation, 39-45
features of each item, 17-19
definitions, 17
examples, 18-19
practical experiences, 18
relevance, 17
score elevation tactics, 18
where to find answers, 17-18
financing, 215-233
capital requirements, 217-222
cash requirements, 223-227
visible capital, 229-233
harvest, 235-246
foreseeable harvest, 243-246
high potential value, 237-242
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irrelevant, 14-15
negatives, 247-266
pretending not to know, 261-266
showstoppers, 255-259
taboo, 249-253
operations, 149-213
available resources, 165-169
backup plans, 203-207
breaching the chasm
strategy, 181-185
cash flow, 149-153
delivery advantages, 159-163
enterprise location, 197-201
market penetration
strategy, 175-179
partnerships, 191-195
preemption and
domination, 171-174
proprietary ownership, 187-190
revenue models, 155-158
unfair advantages, 209-213
overlap, 16
personal, 101-144
attitude, 103-108
commitment, 109-113
honesty and integrity, 129-134
management
competence, 123-128
passion, 119-122
professional
presentation, 141-145
staying power, 115-118
success ethic, 135-140
story presentation, 267-279
available high profile
persons, 267-274
compelling stories, 275-279

evidence of demand

coin-operated laundry example, 80
definition, 77

examples, 79

practical experiences, 79
relevance, 78

score elevation tactics, 78

where to find answers, 78

examples

Carpe Diem elements
government relevance, 288-289
low hanging fruit, 294-295
demand elements
ambushers (competition), 92-93
compelling unserved needs, 30
competition, 57, 62
customers, 74
demonstrable concepts, 50
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explainable uniqueness, 37
hot markets, 98
market timing, 86
pricing, 68
quality of evidence of demand, 79
sustainable differentiation, 43-44
financing elements
capital requirements, 221-222
cash requirements, 226
visible capital, 231-232
harvest elements
foreseeable harvest, 245-246
high potential value, 240-241
negative elements
pretending not to know, 264-265
showstoppers, 258-259
taboo, 252
operation elements
available resources, 168
backup plans, 206
breaching the chasm strategy, 184
cash flow, 152
delivery advantages, 161-162
enterprise location, 200-201
market penetration strategy, 178
partnerships, 194
preemption and domination, 174
proprietary ownership, 189-190
revenue models, 157
unfair advantages, 212
personal elements
attitude, 107
commitment, 112
honesty and integrity, 133
management competence, 127
passion, 122
professional
presentation, 144-145
staying power, 118
success ethic, 139
story elements
available high profile persons, 273
compelling stories, 278

explainable uniqueness, 3345

F

coin-operated laundry example, 37
definition, 33

practical experiences, 35-37
relevance, 34

score elevation tactics, 35

where to find answers, 34-35

fearlessness. See attitude
financing (Innovator Scorecard

elements), 215-233
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capital requirements, 217-222
coin-operated laundry
example, 222
definition, 217-218
examples, 221-222
practical experiences, 221-222
relevance, 218-219
score elevation tactics, 220-221
where to find answers, 219-220
cash requirements, 223-227
coin-operated laundry
example, 226
definition, 223
examples, 226
practical experiences, 225-226
relevance, 224
score elevation tactics, 224-225
where to find answers, 224
multiple-round financing packages, 219
visible capital, 229-233
coin-operated laundry
example, 233
definition, 229
examples, 231-232
practical experiences, 231-232
relevance, 230
score elevation tactics, 231
where to find answers, 230
finding the right idea, 3-8
compelling unserved needs, 3-4
identifying irritations, 4-5
imagining a scene you want to see, 6—7
opportunities in technology, 6
reacting to jealousy, 5-6
"sleeves off the vests" potential, 5
surprise reactions, 7
flexibility, information inventory, 308
flow of information, 24
foreseeable harvest, harvesting ideas
coin-operated laundry example, 246
definition, 243
examples, 245-246
practical experiences, 245
relevance, 244
score elevation tactics, 244-245
where to find answers, 244
franchising strategy, 240
funding. See financing

G
Game Caution, 311-314
commitment, 313
passion, 312-313
preemption and domination, 312
going businesses, 22



INDEX

government, role in marketing your idea,

283-289

coin-operated laundry example, 289
definition, 283

examples, 288-289

practical experiences, 286-287
relevance, 284-285

score elevation tactics, 286

where to find answers, 285
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relevance, 130
score elevation tactics, 131-132
where to find answers, 131

hot markets, 95-99

coin-operated laundry example, 99
definition, 95

examples, 98

practical experiences, 98
relevance, 96

growth potential, information inventory, 304

H

harvest elements (Innovator Scorecard IK
elements), 235-246 ideas

score elevation tactics, 97-98
where to find answers, 96-97

foreseeable harvest, 243-246
coin-operated laundry
example, 246
definition, 243
examples, 245-246
practical experiences, 245
relevance, 244
score elevation tactics, 244-245
where to find answers, 244
high potential value, 237-242
coin-operated laundry
example, 241-242
definition, 237
examples, 240-241
practical experiences, 240
relevance, 238
score elevation tactics, 239-240
where to find answers, 238-239

high potential value, harvesting

ideas, 237-242

coin-operated laundry example, 241-242
definition, 237

examples, 240-241

practical experiences, 240

relevance, 238

score elevation tactics, 239-240

where to find answers, 238-239

high profile persons, story presentation

coin-operated laundry example, 273-274
definition, 269-270

examples, 273

practical experiences, 272-273
relevance, 270

score elevation tactics, 271-272

where to find answers, 271

honesty (personal Scorecard

element), 129-134

coin-operated laundry example, 133-134
definition, 129-130

examples, 133

practical experiences, 132-133

Carpe Diem elements (Innovator
Scorecard), 281-296
government relevance, 283-289
low hanging fruit, 291-296
daunting negative elements (Innovator
Scorecard), 247-266
pretending not to know, 261-266
showstoppers, 255-259
taboo, 249-253
demand elements (Innovator
Scorecard), 21-99
ambush exposure
(competition), 89-93
closable customers, 71-75
compelling unserved needs, 23-31
competition, $3-63
demonstrable concepts, 47-51
explainable uniqueness, 33-37
hot markets, 95-99
market timing, 81-87
pricing, 65-69
quality of evidence, 77-80
sustainable differentiation, 39-45
financing elements (Innovator
Scorecard), 215-233
capital requirements, 217-222
cash requirements, 223-227
visible capital, 229-233
finding the right idea, 3-8
compelling unserved needs, 3—4
identifying an irritation, 4-5
imagining a scene you want to
see, 6-7
opportunities in technology, 6
reacting to jealousy, 5-6
"sleeves off the vests" potential, 5
surprise reactions, 7
harvest elements (Innovator
Scorecard), 235-246
foreseeable harvest, 243-246
high potential value, 237-242
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intuition, 10-11
operation elements (Innovator
Scorecard), 147-213
available resources, 165-169
backup plans, 203-207
cash flow, 149-153
delivery advantages, 159-163
location of the
enterprise, 197-201
market penetration
strategy, 175-179
partnerships, 191-195
preemption and
domination, 171-174
proprietary ownership, 187-188
revenue models, 155-158
strategy for breaching the
chasm, 181-185
unfair advantages, 207-213
personal elements (Innovator
Scorecard), 101-144
attitude, 103-108
commitment, 109-113
honesty and integrity, 129-134
management
competence, 123-128
passion, 119-122
professional
presentation, 141-145
staying power, 115-118
success ethic, 135-140
story elements (Innovator
Scorecard), 267-279
available high profile
persons, 269-274
compelling story, 275-279
subjectivity, 10-11

information

flow of information, 24
product information inventory, 301-309
added value, 303
capital, 305
capital markets, 306
cash flow, 305
contacts, 307
contracts, 307
customers, 302
demand, 302
desirability, 307
distribution, 306
experience, 307
flexibility, 308
growth potential, 304
integrity, 307
IRR (internal rate of return), 305
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key personnel, 307

lead times, 306

legal infrastructure, 306

margin characteristics, 305

market structure, 303

pricing, 306

production, 308

production cost structure, 304

profit after taxes, 304

proprietary protection, 306

R&D (research and
development), 305

ROI (return on investment), 304

scale of the market, 303-304

share potential, 304

technology, 308

time to break even, 305

timing, 308

tolerance, 308

user benefits, 302-303

valuation comparables, 305

Innovator's Scorecard elements

Carpe Diem elements, 281-296
government relevance, 283-289
low hanging fruit, 291-296
daunting negatives, 247-266
pretending not to know, 261-266
showstoppers, 255-259
taboo, 249-253
demand elements, 21-99
ambush exposure
(competition), 89-93
closable customers, 71-75
compelling unserved needs, 23-31
competition, 53-63
demonstrable concepts, 47-51
explainable uniqueness, 33-37
hot markets, 95-99
market timing, 81-87
pricing, 65-69
quality of evidence, 77-80
sustainable differentiation, 39-45
elements table, 9
financing elements, 215-233
capital requirements, 217-222
cash requirements, 223-227
visible capital, 229-233
harvest elements, 235-246
foreseeable harvest, 243-246
high potential value, 237-242
numbering schemes, 11-13
scoring, 11-13
weighting, 13
operation elements, 147-213
available resources, 165-169



INDEX

backup plans, 203-207
cash flow, 149-153
delivery advantages, 159-163
location of the enterprise, 197-201
market penetration
strategy, 175-179
partnerships, 191-195
preemption and
domination, 171-174
proprietary ownership, 187-190
revenue models, 155-158
strategy for breaching the
chasm, 181-185
unfair advantages, 209-213
personal elements, 101-144
attitude, 103-108
commitment, 109-113
honesty and integrity, 129-134
management
competence, 123-128
passion, 119-122
professional
presentation, 141-145
staying power, 115-118
success ethic, 135-140
score summary, 297-299, 323-325
coin-operated laundry
example, 327-329
story elements, 267-279
available high profile
persons, 269-274
compelling story, 275-279
integrity (personal Scorecard
element), 129-134
coin-operated laundry example, 133-134
definition, 129-130
examples, 133
information inventory, 307
practical experiences, 132-133
relevance, 130
score elevation tactics, 131-132
where to find answers, 131
internal rate of return. See IRR
Internet, search engines, 263
interpreting Innovator's Scorecard
score, 297-299
intuition, 10-11
IRR (internal rate of return), information
inventory, 305
irrelevant elements, 14-15

L

launch financing, low cash
requirements, 223-227
laundry example, . See coin-operated
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laundry example
lead times, information inventory, 306
legal infrastructure, information
inventory, 306
licensing, 240
location of the enterprise, 197-201
coin-operated laundry example, 201
definition, 197-198
examples, 200-201
practical experiences, 199-200
relevance, 198
score elevation tactics, 198-199
where to find answers, 198
long-term potential. See high potential value
low hanging fruit, attracting customers and
vendors, 291-296
coin-operated laundry example, 295-296
definition, 291-292
examples, 294-295
practical experiences, 293-294
relevance, 292
score elevation tactics, 293
where to find answers, 292-293
low scores (Innovator's Scorecard), 14

M

manageable capital requirements, 217-222
coin-operated laundry example, 222
definition, 217-218
examples, 222
practical experiences, 221-222
relevance, 218-219
score elevation tactics, 220-221
where to find answers, 219-220

management competence, 123-128
coin-operated laundry example, 127-128
definition, 123-124
examples, 127
practical experiences, 126-127
relevance, 124
score elevation tactics, 125-126
where to find answers, 124

margin characteristics, information
inventory, 305

market penetration strategy, 175-179
coin-operated laundry example, 178-179
definition, 175
examples, 178
practical experiences, 177-178
relevance, 176
score elevation tactics, 176177
where to find answers, 176

market structure, information inventory, 303

market timing, 81-87
coin-operated laundry example, 86-87
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definition, 81-82

examples, 86

hot markets, 95-99

practical experiences, 85-86
product demand, 83-84
relevance, 83

score elevation tactics, 85
where to find answers, §3-84

mass velocity, market timing, 82
minority-owned businesses, 194
Moore, Geoffrey, 181

multiple-round financing packages, 219
muzzle velocity, market timing, 82

N

needs, compelling unserved needs, meeting

demand, 23-31

negatives (Innovator Scorecard

numbering schemes, Innovator's Scorecard

(@)

elements), 247-266
pretending not to know, 261-266
coin-operated laundry
example, 266
definition, 261-262
examples, 264-265
practical experiences, 263-264
relevance, 262
score elevation tactics, 263
where to find answers, 262-263
showstoppers, 255-259
coin-operated laundry
example, 259
definition, 255-256
examples, 258-259
practical experiences, 258
relevance, 256
score elevation tactics, 257-258
where to find answers, 256-257
taboo, 249-253
coin-operated laundry
example, 253
definition, 249
examples, 252
practical experiences, 251
relevance, 249-250
score elevation tactics, 251
where to find answers, 250-251

elements, 11-13
scoring, 11-13
weighting, 13

objective Scorecard. See

information inventory
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operations (Innovator Scorecard

elements), 149-213
available resources, 165-169
coin-operated laundry
example, 168-169
definition, 165-166
practical experiences, 167-168
relevance, 166
score elevation tactics, 167
where to find answers, 166
backup plans, 203-207
coin-operated laundry
example, 207
definition, 203
examples, 206
practical experiences, 205-206
relevance, 204
score elevation tactics, 205
where to find answers, 204-205
breaching the chasm strategy, 181-185
coin-operated laundry
example, 185
definition, 181
examples, 184
practical experiences, 184
relevance, 182
score elevation tactics, 183
where to find answers, 182-183
cash flow, 149-153
coin-operated laundry
example, 152-153
definition, 149
examples, 152
practical experiences, 151
relevance, 150
score elevation tactics, 150-151
where to find answers, 150
delivery advantages, 159-163
coin-operated laundry
example, 162-163
definition, 159-160
examples, 161-162
practical experiences, 161
relevance, 160
score elevation tactics, 160-161
where to find answers, 160
enterprise location, 197-201
coin-operated laundry
example, 201
definition, 197-198
examples, 200-201
practical experiences, 199-200
relevance, 198
score elevation tactics, 198-199



where to find answers, 198

market penetration strategy, 175-179

coin-operated laundry

example, 178-179
definition, 175
examples, 178
practical experiences, 177-178
relevance, 176
score elevation tactics, 176177
where to find answers, 176

partnerships, 191-195

coin-operated laundry

example, 194-195
definition, 191
examples, 194
practical experiences, 193
relevance, 192
score elevation tactics, 193
where to find answers, 192-193

preemption and domination, 171-174

coin-operated laundry
example, 174

definition, 171

examples, 174

practical experiences, 173

relevance, 172

score elevation tactics, 172-173

where to find answers, 172

proprietary ownership, 187-190

coin-operated laundry
example, 190
definition, 187-188
examples, 189-190
practical experiences, 189
relevance, 188
score elevation tactics, 189
where to find answers, 188

revenue models, 155-158

coin-operated laundry
example, 158
definition, 155
examples, 157
practical experiences, 157
relevance, 156
score elevation tactics, 156157
where to find answers, 156

unfair advantages, 209-213

coin-operated laundry
example, 212-213

definition, 209

examples, 212

practical experiences, 211

relevance, 210

score elevation tactics, 210-211
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where to find answers, 210

Orion Satellite Corporation, 317-318
overlap of elements, 16

ownership, proprietary ownership, 187-190

P

coin-operated laundry example, 190
definition, 187-188

examples, 189-190

practical experiences, 189
relevance, 188

score elevation tactics, 189

where to find answers, 188

partnerships, 191-195

coin-operated laundry example, 194-195

definition, 191

examples, 194

practical experiences, 193
relevance, 192

score elevation tactics, 193
strategic partnering, 240

where to find answers, 192-193

passion (personal Scorecard

element), 119-122

coin-operated laundry example, 122
definition, 119-120

examples, 122

Game Caution, 312-313

practical experiences, 121
relevance, 120

score elevation tactics, 121

where to find answers, 120

personal elements (Innovator

Scorecard), 101-144

attitude, 103-108

commitment, 109-113

honesty and integrity, 129-134
management competence, 123-128
passion, 119-122

professional presentation, 141-145
staying power, 115-118

success ethic, 135-140

personnel, information inventory, 307
practical experiences

Carpe Diem elements
government relevance, 286-287
low hanging fruit, 293-294
demand elements
ambushers (competition), 91-92

compelling unserved needs, 27-29

competition, 56-57, 61-62
customers, 73-74
demonstrable concepts, 49-50
explainable uniqueness, 35-37
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hot markets, 98
market timing, 85-86
pricing, 67-68
quality of evidence of demand, 79
sustainable differentiation, 42-44
financing elements
capital requirements, 221-222
cash requirements, 225-226
visible capital, 231-232
harvest elements
foreseeable harvest, 245
high potential value, 240
negative elements
pretending not to know, 263-264
showstoppers, 258
taboo, 251
operation elements
available resources, 167-168
backup plans, 205-206
breaching the chasm strategy, 184
cash flow, 151
delivery advantages, 161
enterprise location, 199-200
market penetration
strategy, 177-178
partnerships, 193
preemption and domination, 173
proprietary ownership, 189
revenue models, 157
unfair advantages, 211
personal elements
attitude, 106-107
commitment, 111-112
honesty and integrity, 132-133
management
competence, 125-126
passion, 121
professional presentation, 144
staying power, 117
success ethic, 138
story elements
available high profile
persons, 272-273
compelling stories, 277-278

Prait's Guide to Venture Capital

Sources, 230

preemption, 171-174

coin-operated laundry example, 174
definition, 171

examples, 174

Game Caution, 312

practical experiences, 173
relevance, 172

score elevation tactics, 172-173
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where to find answers, 172

prelaunch financing, low cash

requirements, 223-227

pretending not to know (negative Scorecard

element), 261-266

coin-operated laundry example, 266
definition, 261-262

examples, 264-265

practical experiences, 263-264
relevance, 262

score elevation tactics, 263

where to find answers, 262-263

pricing, 65-69

coin-operated laundry example, 68-69
definition, 65

examples, 68

information inventory, 306

practical experiences, 67-68
relevance, 66

score elevation tactics, 67

where to find answers, 66—-67

product demand, market timing, 83-84
production cost structure, information

inventory, 304

products, information inventory, 301-309

added value, 303

capital, 305

capital markets, 306

cash flow, 305

contacts, 307

contracts, 307

customers and demand, 302
desirability, 307

distribution, 306

experience, 307

flexibility, 308

growth potential, 304

integrity, 307

IRR (internal rate of return), 305
key personnel, 307

lead times, 306

legal infrastructure, 306

margin characteristics, 305
market structure, 303

pricing, 306

production, 308

production cost structure, 304
profits after taxes, 304
proprietary protection, 306
R&D (research and development), 305
ROI (return on investment), 304
scale of the market, 303-304
share potential, 304

technology, 308
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time to break even, 305
timing, 308
tolerance, 308
user benefits, 302-303
valuation comparables, 305
professional presentation (personal
Scorecard element), 141-145
coin-operated laundry example, 145
definition, 141-142
examples, 144-145
practical experiences, 144
relevance, 142
score elevation tactics, 143-144
where to find answers, 143
profits after taxes, information
inventory, 304
proprietary ownership, 187-190
coin-operated laundry example, 190
definition, 187-188
examples, 189-190
information inventory, 306
practical experiences, 189
relevance, 188
score elevation tactics, 189
where to find answers, 188
PTAT System, Inc., 319-320
public persons. See high profile persons

Q

quality
backup plans
coin-operated laundry
example, 207
definition, 203
examples, 206
practical experiences, 205-206
relevance, 204
score elevation tactics, 205

where to find answers, 204-205

evidence of demand, 77-80

coin-operated laundry
example, 80

definition, 77
examples, 79
practical experiences, 79
relevance, 78
score elevation tactics, 78
where to find answers, 78

R

R&D (research and development), informa-

tion inventory, 305

relevance (to successful launch of an idea)

Carpe Diem elements
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government relevance, 284-285
low hanging fruit, 292
demand elements
ambushers (competition), 90
compelling unserved needs, 25-26
competition, 54-55, 60
customers, 72
demonstrable concepts, 48
explainable uniqueness, 34
hot markets, 96
market timing, 83
pricing, 66
quality of evidence of demand, 78
sustainable differentiation, 40
financing elements
capital requirements, 218-219
cash requirements, 224
visible capital, 230
harvest elements
foreseeable harvest, 244
high potential value, 238
negative elements
pretending not to know, 262
showstoppers, 256
taboo, 249-250
operation elements
available resources, 166
backup plans, 204
breaching the chasm strategy, 182
cash flow, 150
delivery advantages, 160
enterprise location, 198
market penetration strategy, 176
partnerships, 192
preemption and domination, 172
proprietary ownership, 188
revenue models, 156
unfair advantages, 210
personal elements
attitude, 105
commitment, 110
honesty and integrity, 130
management competence, 124
passion, 120
professional presentation, 142
staying power, 116
success ethic, 136-137
story elements
available high profile persons, 270
compelling stories, 276

resources, available resources, 165-169

coin-operated laundry example, 168-169
definition, 165-166
examples, 168
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practical experiences, 167-168 high potential value, 239-240
relevance, 166 negative elements
score elevation tactics, 167 pretending not to know, 263
where to find answers, 166 showstoppers, 257-258
revenues taboo, 251
cash flow, 149-153 operation elements
coin-operated laundry available resources, 167

example, 152-153
definition, 149
examples, 152
information inventory, 305
practical experiences, 151
relevance, 150

score elevation tactics, 150-151

where to find answers, 150
revenue models, 155-158

coin-operated laundry

example, 158

definition, 155

examples, 157

practical experiences, 157

relevance, 156

score elevation tactics, 156-157

where to find answers, 156

ROI (return on investment), information

inventory, 304

roll up strategy, 240

scale of the market, information

inventory, 303-304

score elevation tactics (improving

Scorecard score)
Carpe Diem elements
government relevance, 286

backup plans, 205
breaching the chasm strategy, 183
cash flow, 150-151
delivery advantages, 160-161
enterprise location, 198-199
market penetration

strategy, 176-177
partnerships, 193
preemption and

domination, 172-173
proprietary ownership, 189
revenue models, 156-157
unfair advantages, 210-211

personal elements

attitude, 106
commitment, 111-112
honesty and integrity, 131-132
management
competence, 125-126
passion, 121
professional presentation, 143—
144
staying power, 117
success ethic, 138

story elements

available high profile
persons, 271-272
compelling stories, 277

low hanging fruit, 293 Scorecard (Innovator's Scorecard)
demand elements Carpe Diem elements, 281-296

ambushers (competition), 90-91
compelling unserved needs, 27
competition, 56, 61

customers, 72-73

demonstrable concepts, 49
explainable uniqueness, 35

hot markets, 97-98

government relevance, 283-289
low hanging fruit, 291-296
daunting negatives, 247-266

pretending not to know, 261-266

showstoppers, 255-259
taboo, 249-253
demand elements, 21-99

market timing, 85 ambush exposure
pricing, 67 (competition), 89-93
quality of evidence of demand, 78 closable customers, 71-75
sustainable differentiation, 41-42 competition, 53-63

financing elements demonstrable concepts, 47-51
capital requirements, 220-221 explainable uniqueness, 33-37
cash requirements, 224-225 hot markets, 95-99
visible capital, 231 market timing, 81-87

harvest elements pricing, 65-69
foreseeable harvest, 244-245 quality of evidence, 77-80
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where to find answers, 256-257
smart money, 231
social acceptability (personal Scorecard ele-

sustainable differentiation, 39-45
elements table, 9
financing elements, 215-233

capital requirements, 219-222
cash requirements, 223-227
visible capital, 229-233
harvest elements, 235-246
foreseeable harvest, 243-246
high potential value, 237-242
operation elements, 147-213
available resources, 165-169
backup plans, 203-207
cash flow, 149-153
delivery advantages, 159-163
location of the
enterprise, 197-201
market penetration
strategy, 175-179
partnerships, 191-195
preemption and
domination, 171-174
proprietary ownership, 187-190
revenue models, 155-158
strategy for breaching the
chasm, 181-185
unfair advantages, 209-213
personal elements, 101-144
attitude, 103-108
commitment, 109-113
honesty and integrity, 129-134
management
competence, 123-128
passion, 119-122
professional
presentation, 141-145
staying power, 115-118
success ethic, 135-140
score summary, 297-299, 323-325
coin-operated laundry
example, 327-329
story elements, 267-279
available high profile
persons, 269-274
compelling story, 275-279

ment), 141-145

coin-operated laundry example, 145
definition, 141-142

examples, 144-145

practical experiences, 144
relevance, 142

score elevation tactics, 143-144
where to find answers, 143

speed to the market, market timing, 84
staying power (personal Scorecard

element), 115-118

coin-operated laundry example, 118
definition, 115

examples, 118

practical experiences, 117
relevance, 116

score elevation tactics, 117

where to find answers, 116

story presentation (Innovator

Scorecard), 267-279
available high profile persons, 267-274
coin-operated laundry
example, 273-274
definition, 267-270
examples, 273
practical experiences, 272-273
relevance, 270
score elevation tactics, 271-272
where to find answers, 271
compelling stories, 275-279
coin-operated laundry
example, 278-279
definition, 275
examples, 278
practical experiences, 277-278
relevance, 276
score elevation tactics, 277
where to find answers, 276-277

strategies

breaching the chasm, 181-185
coin-operated laundry

search engines (Internet), 263
share potential, information inventory, 304
showstoppers (negative Scorecard

example, 185
definition, 181
examples, 184

element), 255-259

coin-operated laundry example, 259
definition, 255-256

examples, 258-259

practical experiences, 258
relevance, 256

score elevation tactics, 257-258

practical experiences, 184
relevance, 182
score elevation tactics, 183
where to find answers, 182-183
franchising, 240
licensing, 240
market penetration, 175-179



346

coin-operated laundry
example, 178-179
definition, 175
examples, 178
practical experiences, 177-178
relevance, 176
score elevation tactics, 176177
where to find answers, 176
partnering, 240
roll up, 240
subjectivity, 10-11
success ethic (personal Scorecard
element), 135-140

coin-operated laundry example, 139-140

definition, 135-136

examples, 139

practical experiences, 138

relevance, 136-137

score elevation tactics, 138

where to find answers, 137
sustainable differentiation (demand

Scorecard element), 39-45

coin-operated laundry example, 44-45

definition, 39

examples, 43-44

practical experiences, 4243

relevance, 40

score elevation tactics, 41-42

where to find answers, 40
Swindoll, Charles, value of attitude

essay, 104

T

taboo products, 249-253
coin-operated laundry example, 253
definition, 249
examples, 252
practical experiences, 251
relevance, 249-250
score elevation tactics, 251
where to find answers, 250-251

tactics for elevating scores
Carpe Diem elements

government relevance, 286
low hanging fruit, 293
demand elements

ambushers (competition), 90-91

compelling unserved needs, 27
customers, 72-73
demonstrable concepts, 49
explainable uniqueness, 35
hot markets, 97-98

market timing, 85
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pricing, 67
quality of evidence of demand,
78
sustainable differentiation, 41-42
financing elements
capital requirements, 220-221
cash requirements, 224-225
visible capital, 231
harvest elements
foreseeable harvest, 244-245
high potential value, 239-240
negative elements
pretending not to know, 263
showstoppers, 257-258
taboo, 251
operation elements
available resources, 167
backup plans, 205
breaching the chasm strategy, 183
cash flow, 150-151
delivery advantages, 160-161
enterprise location, 198-199
market penetration
strategy, 176-177
partnerships, 193
preemption and
domination, 172-173
proprietary ownership, 189
revenue models, 156-157
unfair advantages, 210-211
personal elements
attitude, 106
commitment, 111-112
honesty and integrity, 131-132
management
competence, 125-126
passion, 121
professional
presentation, 143-144
staying power, 117
success ethic, 138
story elements
available high profile
persons, 271-272
compelling stories, 277

technology, information inventory, 308
time to break even, information

inventory, 305

timing the market, 81-87

coin-operated laundry example, 86-87
definition, 81-82

examples, 86

practical experiences, 85-86
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relevance, 83

score elevation tactics, 85

where to find answers, §3-84
tolerance, information inventory, 308

U

unfair advantages, 209-213
coin-operated laundry example, 212-213
definition, 209
examples, 212
practical experiences, 211
relevance, 210
score elevation tactics, 210-211
where to find answers, 210

uniqueness (ideas), 33-45
coin-operated laundry example, 37
definition, 33
examples, 37
practical experiences, 35-36
relevance, 34
score elevation tactics, 35
where to find answers, 34-35

user benefits, information inventory, 302

A%

valuation comparables, information
inventory, 305

value added by product, information
inventory, 303

velocity, market timing, 82

venture capital
capital requirements, 217-222
visible capital, 229-233

visible capital, financing, 229-233
coin-operated laundry example, 233
definition, 229
examples, 231-232
practical experiences, 231-232
relevance, 230
score elevation tactics, 231
where to find answers, 230

W-Z
where to find answers (locating information)
Carpe Diem elements
government relevance, 285
low hanging fruit, 292-293
demand elements
ambushers (competition), 90
compelling unserved needs, 26
competition, $5-56, 60
customers, 72
demonstrable concepts, 48-49
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explainable uniqueness, 34-35
hot markets, 96-97
market timing, 83-84
pricing, 66—67
quality of evidence of demand, 78
sustainable differentiation, 40
financing elements
capital requirements, 219-220
cash requirements, 224
visible capital, 230
harvest elements
foreseeable harvest, 244
high potential value, 238-239
negative elements
pretending not to know, 262-263
showstoppers, 256-257
taboo, 250-251
operation elements
available resources, 166
backup plans, 204-205

breaching the chasm
strategy, 182-183

cash flow, 150
delivery advantages, 160
enterprise location, 198
market penetration strategy, 176
partnerships, 192-193
preemption and domination, 172
proprietary ownership, 188
revenue models, 156
unfair advantages, 210
personal elements
attitude, 105
commitment, 110-111
honesty and integrity, 131
management competence, 124
passion, 120
professional presentation, 143
staying power, 116
success ethic, 137
story elements

available high profile persons, 271
compelling stories, 276-277

woman-owned businesses, 194

work-arounds, 24-25



