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BIG IDEAS
The Micro-Magazine For High Growth Startups

The BIG IDEAS micro-magazine started with 
the mission to offer participants of the talk 
series events valuable content that will help 
them grow their ventures.

The pace of evolution being witnessed today 
is phenomenal. Humanity is moving forward 
at a speed that was not thought of even a 
decade back. 

We believe the origination of every evolution 
is a BIG IDEA. When this idea is followed up 
with grit, determination and hustle, it pushes 
humanity forward. 

Wishing you hyper growth! 
Satheesh Kumar, Paritosh Sharma



Stay Hungry 
Stay Foolish

Steve Jobs
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"Our vision is to make 

Karnataka the top 

innovative hub of the 

world. We are working 

towards an environment 

that is conducive for 

ideation, innovation and 

invention through policy 

intervention"

Priyank 
Kharge
M I N I S T E R  I T  &  B T  | |  T O U R I S M
:  G O V T  O F  K A R N A T A K A



What's your vision for Bengaluru as the startup destination and a 
“World Innovation Hub”? 

While Bengaluru has been an 

important startup destination for 

India, our vision is to make 

Karnataka the top innovative hub 

of the world. We are working 

towards providing an environment 

that is conducive for ideation, 

innovation and invention through 

policy intervention. More than 

7000 startups are registered in

Karnataka. 

Our aim is to identify startups 

from smaller cities and towns and 

support them by way of 

mentorship and funding. We want 

to provide a platform for startups 

to succeed by partnering with the

ecosystem. 

Our endeavor is to make 

Karnataka the hot bed for 

innovation. As a pioneer in the 

area of IT funding, Karnataka 

has always embraced 

innovative initiatives to 

support startups in all sectors. 

"More than 7000 startups 
are registered in 

Karnataka" 

The plan is to concentrate on 

skilling and providing a 

knowledge base for emerging 

technologies and startups. We 

need to ensure that an ideal 

environment is incorporated at 

the bottom of the pyramid.  

Global research firm 

2thinknow has placed 

Bengaluru at the 19th spot 

amidst 25 most hi-tech cities in 

the world. 



This has been possible only 

because of the government’s 

policies and vision. We are the the 

only Indian city to figure in the list 

and this is a vindication of the 

government’s initiatives. Our 

policies work to ensure that the 

ecosystem and innovation starts 

from down below and matures 

towards an innovation hub.

"We also intend to have cross-border 
entrepreneurship and knowledge 

collaboration with other cities" 

We also intend to have cross- 

border entrepreneurship and 

knowledge collaboration with 

other cities. Bengaluru-Boston 

corridor, Bengaluru-Hague 

corridor and Bengaluru-Finland 

corridor are early examples for 

such innovative partnerships. 

Worldwide tech startups play key a role in solving major 
problems like transport. Is there any specific initiative by 
Karnataka Government on this front? 

‘Grand Challenges— Karnataka’ is an initiative under the Start-up 

Policy that allows startups to contribute to effective, localised, and 

measurable change to the challenges facing Karnataka. This gives 

‘Startups’ a golden opportunity to channelise innovations for social 

impact, and also grow their business in the process. 

We recently announced ‘Grand Challenge Call 5 and Call 6’, to 

unearth innovative solutions to reduce traffic congestion in 

Bengaluru City as well as tackle the perennial water shortage. 



The future of commute is unlikely to lie in any one big invention. Instead it 

will grow out of many new innovations which can be used alongside 

existing technologies. They will work within the context of increasingly 

smart transport networks that are able to respond quickly and efficiently 

to our ever-changing needs. ‘Grand Challenge Call 5’ is an attempt to 

create a big picture from small solutions.

"The short-listed startups 
have access to Karnataka 
Government’s INR 400 
crore start-up fund" How is the Government 

supporting startups working on 
rural & social problems? 

The Government of Karnataka’s endeavour has always been to encourage 

innovators and thinkers from all parts of the state. We recently identified 

 Karnataka’s100 most innovative start-ups in Karnataka at Elevate100. 

This is something that is not done by any government in any part of the 

world. We have reached all corners of Karnataka and the bottom of the 

pyramid with Elevate100. 

After a rigorous selection process, 250 startups across Karnataka, 

including Mangaluru, Bengaluru, Kalaburgi, Mysuru and Hubballi, were 

identified to compete at the Elevate100 Finale. 

The short-listed startups have access to Karnataka Government’s INR 400 

crore start-up fund besides access to Government VC funds, pilots, private 

VC funds, world class accelerators and mentors. 



The efforts of Karnataka government doesn't stop at elevating the chosen 

100. We see ELEVATE 100 as a continuing process where the best ideas 

from the state gets the support and guidance it deserves. Karnataka is 

home to the world’s fastest growing startup ecosystem. The government 

is trying to nurture this ecosystem with strong policies like the IT Policy, 

Start-up Policy, BT Millennium Policy, ESDM Policy and the KAVGC Policy, 

giving the ecosystem a strong foundation to help entrepreneurs and 

established industries to flourish,

"Women entrepreneurs 
form an integral part of the 
small and medium 
businesses in Karnataka" 

Have you taken any special 
initiatives to encourage women 
entrepreneurship? 

Women entrepreneurs form an integral part of the small and medium 

businesses in Karnataka. Our government has rolled out a red carpet for 

women entrepreneurs to explore business opportunities in Karnataka and 

make it their base. Companies led by women employ almost five lakh 

people in the state. We are extremely proud of our women entrepreneurs 

who have raised companies from scratch and achieved tremendous 

success today. Our Policies give a special thrust to women 

entrepreneurship and facilitate creation of more women enterprises in 

the state. 

Under Karnataka Startup policy, women entrepreneurs have access to 10 

crores of government funding through the Start Up Cell. 



We are also trying to evolve a policy where a part of the Government’s 

procurement of products and services can be given to start ups.In order to 

support women tech entrepreneurs with access to mentoring and funding, 

at the grand finale of ‘Elevate 100’, we also organised a ‘Women 

Entrepreneur Innovation Summit’. More than 350 women entrepreneurs 

registered for Elevate100. Of these, 19 emerged as winners. 

"The short-listed startups 
have access to Karnataka 
Government’s INR 400 
crore start-up fund" 

Please share the success of Elevate 100 and its impact. How is it going 
to be taken forward in the future? 

‘Elevate 100’ is a one-of-its-kind initiative, whereby top 100 startups will 

be fostered by us to take them to the next level. Besides access to 

 Government’s Rs 400 crore start-up fund, the initiative will give startups 

access mentoring from industry experts, idea validation, advisory, legal 

support and the Startup booster kit. The impact has been tremendous. 

We are happy to see private players are joining hands with the 

government to ensure that fewer startups fail.The efforts of the 

Karnataka government won’t stop at elevating the chosen 100. 

We see ELEVATE 100 as a continuing process where the best ideas from 

the state gets the support and guidance it deserves. 

Karnataka is also the only state in 

India to house an all-women 

industrial park, spread across 300 

acres. Over 100 women 

entrepreneurs have expressed 

their willingness to set up their 

industries at this park.



TOP TECHNOLOGY 
TRENDS GAINING VC 
INTEREST



 

3D PRINTING 

 

AUGMENTED REALITY 

 

AUTONOMOUS VEHICLES 

 

BIG DATA & ANALYTICS 

 

BIOMETRIC AUTHENTICATION 

 

CLOUD COMPUTING 

 

CYBER SECURITY 

 

DIGITAL PAYMENTS 

 

GAMIFICATION 

 

PERSONAL HEALTH



GLOBAL VC FIRMS 
INVESTING IN 
FUTURISTIC TECH



 

SOFTBANK 

 

ANDREESEN HOROWITZ 

 

ACCEL PARTNERS 

 

GOOGLE VENTURES 

 

BENCHMARK CAPITAL 

 

CLOUD COMPUTING 

 

INTEL CAPITAL 

 

KHOSLA VENTURES 

 

LSVP 

 

DFJ 



SPACES THAT 
RECEIVED $1M+ 
FUNDING IN 2017



4956 companies raised >$1Million 
since January 2017

Gaming
Financial Products
Online Travel
Artificial Intelligence
EdTech
IoT Platforms
Cyber Security
Fashion E-commerce
Digital Payments
Energy
Business Performance on Cloud 
for SMEs

There is renewed interest in gaming  
globally. 

Across emerging markets financial in 
clusion is gaining traction 

Business performance tools on cloud 
 is a major emerging trend across SM 
Es globally 

"Investors expect 

greater founder 

maturity now"

Notable Trends



HOW DO YOU GET THE 
FIRST VC CHEQUE?



Cohorts 

are 

every 

thing.



Every 3 - 6 - 9 - 12 months track 

the mission critical metrics about 

your business. 

Mission critical metrics are the 

one's that clearly show business 

health. Think of a cohort excel 

sheet as the health report for your 

business. 

The fundamental metrics for every 

business are different. Founders 

must ensure they focus away from 

vanity metrics.

"Cohorts are 

extremely important 

to raise your first 

institutional 

investment" 

Investors find cohorts very 

useful to gather important 

information on the 

performance of the business 

overall. Eg: sales, spends, team 

efficiency and more.

COHORTS
First VC 
Cheque



What 

investors 

seek?



"Over 7 years of Blume, 

with every passing year, 

the answer is even more 

clearer - its the founders 

and their ability to build 

a team and obsess about 

solving a problem."

Karthik B. 
Reddy
M A N A G I N G  P A R T N E R ,  B L U M E  
V E N T U R E  A D V I S O R S



Blume's portfolio is impressive, what combination of signals 
convince you to write the cheque? 

In that simple line are embedded 

other essential cues - tenacity to 

build over a decade if not more, 

passion to fix the way customers 

use the product being built, ability 

to build great teams and become 

orchestrators of scale than just 

virtuoso solo players. 

Once we sense this strong signal, 

we are almost always half way to 

the decision point. Then comes 

the layer of market size and scale 

of ambition and the opportunity 

that the industry offers - for whom 

the problem is being solved. 

Market sizes allow for not only 

scaled outcomes and exits, but for 

pivoting to solve more important 

problems as you discover them. 

Large market sizes are a must for 

large outcomes and since the 

entire VC industry is built around 

this paradigm, there is 

unfortunately no escaping this.

Both of the above contribute a 

lot towards speed of achieving 

scale, and the absolute 

possible scale of business 

itself and we give them both 

almost equal weightage. 

When we are writing the 

cheque though, its usually 

because we have a strong view 

on the market beforehand. 

"Market sizes allow for 
not only scaled 

outcomes and exits, but 
for pivoting to solve 

more important 
problems as you 
discover them" 



What's the ideal revenue milestone/ customer base 
milestone for a venture to attract Blume's attention? 

We write cheques from an early 

seed stage all the way to a pre- 

Series A stage. 

What that means is that we are 

willing to price risk in companies 

which are addressing massive 

problems and are run by great 

founding teams, but where a 

500K-$1 million cheque makes 

some impact and gives the ability 

for the company to demonstrate 

either proof of concept or rapidly 

scale. 

Accordingly, we could be entering 

companies that are $1 mill in 

valuation to $10 mill in valuation - 

and we measure the associated 

risk for such valuations basis the 

traction they've achieved on 

revenues/customers and blend it 

with the team quality metric.

 We may choose several ways 

of defraying the capital risk by 

picking great co-investors. 

Therefore, its very difficult to 

give a set of specific numbers 

as an answer to this question. 

Like most things, the answer is 

"it depends"; albeit within the 

above construct. 

"We are willing to price 
risk in companies which 
are addressing massive 
problems and are run by 

great founding teams" 



What will be the focus of the next fund that you raise? 

We are currently in the last phase 
of investing from our $60 million 
Fund II. We will soon have capital 
only for follow-on rounds into our 
Fund II portfolio. 

We would like to raise a $80-90 
million fund and extend the same 
investing principles as we had in 
Fund II. 

By India consumption we mean 
both consumer and SMB 
marketplaces that are leveraging 
smartphones to solve problems in
the areas of Financial Services, 
Education, Healthcare, Media, and 
SMB operations.  

India Engineering is a theme 
where we see startups in 
software, hardware, IoT, 
biotech and clean tech build 
uniquely for global or regional 
pain points, but at Indian price 
points / cost structures. 

We think we can build many a 
world-beating firm out of India 
in the next decade using an 
Indian Engineering base.  

"In Fund II, we invested 
approximately in the 

2/3rd and 1/3rd ratio of 
these two themes and 

we will likely maintain a 
similar ratio in Fund III." " 

"We continue to believe 
in both the "India 

Consumption" story as 
well as the "Indian 
Engineering" story" 



" 



Growth 

marketing 

insights



Most startups have the common 

challenge of marketing with 

minimal budget. 

Globally people have coined 

various terms like zero dollar 

marketing and more, essentially 

growth marketing is a metric 

driven approach. 

For startups, successful marketing 

is no longer only about acquiring 

new customers, it’s about 

acquiring customers that will stick 

around as your business evolves. 

"Growth marketing 

is all about 

attracting more 

engaged customers" 

The fundamental to growth 

marketing is not just tactical 

marketing but deep 

understanding of the customer 

journey and hence experience.

GROWTH 
FUNDAMENTALS Growth



Growth marketing for startups

Growth marketing is a lot of 
creative experimentation and 
relentless testing of new ideas. 

Growth begins at the product/ 
service level. Most startups still 
think its only marketing. It actually 
begins with the product that's 
supposedly solving a meaningful 
problem.  

For almost all technology/ new 
age businesses growth follows a 
similar journey of on-boarding - 
activation - engagement/ 
retention - referral/ word of 
mouth - revenue - churn. 

Founders must figure out the 
customer journey and build 
growth tactics to ensure retention 
and growth at a low cost.

The growth marketing team 
must build a framework for 
rapid growth. This team is the 
mix of CRM, Marketing, 
Product and Sales. 

Growth marketers address all 
possible funnels across the 
customer journey to ensure 
growth not just as new 
customer acquisition but 
actually growth in retention 
and word of mouth to ensure 
growth with low cost customer
acquisition.

"Growth marketers 
address not just new 

customer acquisition but 
in retention and low cost 

growth as the overall 
lifetime value of the 
customer increases" 

"Growth is not about
marketing. It begins with 

the product/ service 
first" 





"Digital communication 

is the future that every 

business must adopt. 

Search leads to sale. 

Your brand must be 

visible in between to 

inspire & engage the 

customer."

Alisha 
Attarwala
F O U N D E R ,  I M P R E S S I O N S  
( D I G I T A L  C O M M U N I C A T I O N  
M E D I A  L E A D E R )



What platforms do you suggest high growth companies adopt?

Through my experiences of 
creating digital communication 
media, I would suggest high 
growth companies to invest great 
amount of thought, time and 
budget towards digital 
communication. Be it for internal 
or external stakeholders, you shall 
be able to catch and attract 
concentrated eyeballs through 
digital platforms.  

Mould your digital media plan 
depending on the demographics 
of your audience and implement 
the trends of the platform. Its not 
necessary to have a presence on 
all digital platforms, sometimes 
even being on one or two on 
which your target audience 
frequents can be equally 
impactful.  

Remember to tweak your 
content to suit each platform. 
Eg. Short formats suit a certain 
platform, whereas for internal 
communication and longer 
presentations longer formats 
work better in order to not 
distract the audience with file 
changes.  

People are spending more 
time with their gadgets in the 
virtual world than looking 
around and interacting with 
designs or people in the real 
world. So make the most of 
the digital time spent by your 
target audience. 

Merging offline and digital 
communication mediums is 
trending today with Digital 
Kiosks and Taxi tabs which can 
be used to catch eyeballs 
through offline digital 
mediums. 

"Mould your digital 
media plan depending 

on the demographics of 
your audience" 



Do you think presentations still work in the digital age for 
businesses?

Presentations lived and shall 
continue to live forever. Only will 
the form and medium of 
communication evolve through 
time. PowerPoint has been 
synonymous to presentations, but 
I encourage businesses to explore
other presentation mediums like 
Prezi, Interactive Ebooks, 
Explainer Videos or blending 
slides into a film with videos. 
Depending on your content and 
audience, its worth experimenting 
alternate storytelling methods 
through new mediums of digital 
communication. Even age old 
PowerPoint can be used 
creatively. 

If a logo is the face of your 
company, presentations follow as 
the body. They should carry equal 
importance as your logo, website 
and other branding material. Your 
potential clients shall be spending 
more time staring at your 
presentation than browsing 
through your website. 

Presentations give you the 
opportunity to connect and 
educate your audience with 
your information in a 
concentrated environment. 

Use this opportunity smartly 
by using engaging visuals, 
minimalistic text and 
customized presentation 
layouts to leave imprints in the 
viewer’s mind.  

"Build presentations with 
engaging visuals, 

minimalistic text and 
customized presentation 

layouts. Design every 
deck with a clear sense of 

purpose. That's the 
fundamental of winning 

presentations. " 



What are your top 5/ 10 commandments for high growth 
companies to communicate effectively with shareholders/ 
investors, employees and customers in the digital age?

Use a variety of mediums 
Create a healthy mix of text posts, visuals, presentations and videos. 
Think which medium shall be most effective to communicate that piece 
of content. For internal communication, one could use a video tutorial 
and a visual poster summing up the training as a take away to pin on 
their soft board. 

Maintain your branding style 
Use either your brand colours / font / logo throughout any medium. 
Each digital content should have a glimpse of your brand to maintain 
brand association. Often social media posts and presentations are given 
less importance to design and can be lost in relating to the brand. Don’t 
loose this opportunity to keep your audience connected to your brand. 

Cross-platforms 
Encourage users to interact with your brand across-platforms in order 
to tap the potential of each platform. Eg. Share a mini clip on Snapchat, 
Twitter or Instagram and link it to your Youtube channel or website to 
know more. Spread the hustle by sending different information like 
clues through different channels of communication, this shall keep the 
users engaged on multiple platforms. 



Timing is key 
Be consistent – set up a schedule and maintain activity for the longer 
run. Remember, slow and steady wins the race ! Continue to remain in 
the limelight rather than having a bell curve.  

Time and Day of Release – Observe the trend of your audience’s activity 
and interaction time with that platform. Which days of the week is 
there more traffic on that platform? A good strategy is to release posts 
based on the respective time zone you are targeting incase of 
international audiences.  

Keep it short practice minimalism 
Less words and content are easier for the brain to attract digest and 
retain. Keep your videos and presentations short and crisp. Less is the 
new more with today’s short attention span.   

"The world is always ready to hear a story that 
moves. Everytime you communicate on the 

digital media, imagine telling the greatest story 
you have ever told." 



"I have spent over 4 

years deeply 

understanding my 

customer. The Kunzum 

travel trucks have hit 

home run. The pivot 

took a lot, but worth it."

Ajay 
Jain
F O U N D E R ,  K U N Z U M  T R A V E L  
C A F E ,  T R A V E L  C E O  A W A R D S ,  
K U N Z U M  T R A V E L  T R U C K



Introduce us to Kunzum! What inspired you to become a full time 
traveler and finally a successful travel entrepreneur?

In June 2007 I decided to be a 
travel writer. Travel is a fantasy 
for many. 

“My first journey as a ‘travel 
writer’ was to Lahaul Spiti in 
Himachal Pradesh, within a few 
days of my decision.  

The trip included crossing Kunzum 
La- a spectacular junction in my 
journey – literal, and of life. I had 
never stood on such high ground; 
it seemed I was with the gods. The 
sheer beauty of the landscape and 
the overall experience just 
strengthened my resolve to 
pursue this profession,” 

In 2009, I took up space in 
Hauz Khas Village, a market 
that attracts creative people 
from all walks of life and from 
many nationalities too. 

One day, over homemade 
dosas at a friend’s place, the 
idea of the Kunzum Travel 
Café was born. We did the 
math and realised our 
downside would only be the 
raw material cost of the 
coffee, tea and cookies. 

We were anyway running the 
space as a gallery with staff, 
which was trained to make 
coffee. The café did not have 
any additional overheads. 

The place soon became the 
talk of the town, turning it into 
a hub for events. Over years 
several brands have worked 
with Kunzum Travel Cafe. We 
started club Kunzum to 
engage the passionate 
community. 

"Its really my passion for 
the world, its people and 
their phenomenal stories. 

Travel is life" 



From Kunzum travel cafe to the Kunzum travel truck, what led to 
the pivot? How did you arrive at it?

As the club Kunzum community 
grew, we realised the need to be 
the reason for our members to 
meet more often and travel more 
often. 

We also realised how people loved 
to travel with like minded others. 
This gave birth to the idea of the 
Kunzum Travel Truck.

"People love to travel with 
like minded other. This 

gave birth to the idea of 
the Kunzum Travel Truck 
that corporate & families 
today book. They love it." 



From Kunzum travel cafe to the Kunzum travel truck, what led to 
the pivot? How did you arrive at it?

The Kunzum Travel Truck is not 
exactly a pivot. Instead its a 
powerful value addition to the 
already existing set of services/ 
experiences that Kunzum offers. 

Customers that have experienced 
the truck also say that it provides 
them with the freedom to travel 
at their own pace. The trucks have 
been custom modified to deliver 
luxury, comfort, ease, hygiene and 
a personal travel experience with 
people you love and work with. 

The idea for the trucks emerged 
from club Kunzum. The members 
reached out with their ideas to 
make exploratory travel easier and 
happier. I took a leap of faith and 
invested in 4 travel trucks. 

I call it a leap of faith because I 
went purely by my hunch. I did not 
have a large size validation of the 
idea. Also, the investment in the 
trucks was sizeable for a growing 
company. I took the risk.

"The Kunzum travel trucks 
were sure a risk. It all paid 
off. I am thrilled with our 

trucks running full 
capacity. We are booked 
for the next few months." 



What inspired you to institute the CEO Traveler Of the Year 
Awards?

Growth marketing is a lot of 
creative experimentation and 
relentless testing of new ideas. 

Growth begins at the product/ 
service level. Most startups still 
think its only marketing. It actually 
begins with the product that's 
supposedly solving a meaningful 
problem.  

For almost all technology/ new 
age businesses growth follows a 
similar journey of on-boarding - 
activation - engagement/ 
retention - referral/ word of 
mouth - revenue - churn. 

Founders must figure out the 
customer journey and build 
growth tactics to ensure retention 
and growth at a low cost.

The growth marketing team 
must build a framework for 
rapid growth. This team is the 
mix of CRM, Marketing, 
Product and Sales. 

Growth marketers address all 
possible funnels across the 
customer journey to ensure 
growth not just as new 
customer acquisition but 
actually growth in retention 
and word of mouth to ensure 
growth with low cost customer
acquisition.

"Growth marketers 
address not just new 

customer acquisition but 
in retention and low cost 

growth as the overall 
lifetime value of the 
customer increases" 

"Growth is not about
marketing. It begins with 

the product/ service 
first" 



"We have delivered 

60,000 orders at 

ordervenue.com. The 

next growth phase for 

Tier 2&3 India is via 

offline stores. That's a 

pivot that's pushing our 

growth"

Ankush 
Garg
F O U N D E R ,  O R D E R V E N U E . C O M
A N D  R S . 9 9  S P E C I A L  S T O R E S



What inspired you to begin ordervenue.com?

E-commerce (I focus on online 
shopping) in India is yet to grow. 
While the urban consumer has 
been the early adopter, I figured 
the Tier 2&3 user is very different. 

I come from a small village in 
Haryana. This gives me a deep 
sense of people, their behaviors, 
aspirations and the culture. 

Ordervenue started with the 
vision to serve India's tier 2&3 
cities. This is a very large chunk of 
the total Indian population. 

Most of our sales come from the 
southern parts of India. The past 
few months have been exciting 
with more people across India 
discovering Ordervenue.

The tier 2&3 India is very 
different compared to the 
metros. While E-commerce has 
taken off in the metros, the 
larger part of India, as I 
realised was yet to catch up. 
The fundamental that drives 
consumption in emerging 
Indian cities is trust. 

I closely saw how trust and 
communication in local 
language drove consumption 
of products across various 
categories. We brought 
healthcare and lifestyle 
products to tier 2&3 markets. 

The small but emerging Indian 
cities are ready for the next 
level of growth. Customer 
experience for these 
customers though is a very 
different ball game.

"I come from a small 
village in Haryana. This is 

my advantage." 



It might be contradictory, but I still 
feel that tier 2&3 India still 
transacts offline. People in smaller 
cities develop a lot more trust 
when they touch and feel a 
product. Also, the conversation 
with the sales person over a 
counter still drives sales in the 
emerging Indian cities.  

We are looking to expand with 
physical retail stores across India. 
We will soon have the first store 
near Delhi-NCR and expand with 
partners. 

We see unprecedented growth for 
Indian e-commerce the physical 
store way and that's where most 
of our time and investment going 
over the next 12 months. 

A big part of getting ready for 
the future involves spending a 
lot of time on curating the 
right products. 

Product selection for the tier 
2&3 cities is a tricky affair. My 
team interacts and engages 
with the our customers 
frequently. Its only through 
these conversations that we 
predict the products that have 
the greatest potential 
amongst our audience. 

There is still a long way to go. 
The tier 2&3 markets have 
barely experienced e- 
commerce in its complete 
avatar. Ordervenue is poised 
well to serve the aspirations of 
a nation that's ready for 
change.

"We see unprecedented 
growth for Indian e- 

commerce the physical 
store way." 



"Accenture Ventures 

partners with and 

invests in growth-stage 

companies that create 

innovative enterprise 

technologies using an 

open innovation 

approach"

Avnish 
Sabharwal
M A N A G I N G  D I R E C T O R ,  
A C C E N T U R E  V E N T U R E S  A N D  
O P E N  I N N O V A T I O N



Avnish, tell us more about open innovation at Accenture

Accenture Open Innovation is part 
of the global Accenture Ventures 
practice which is a key pillar of the 
Accenture global innovation 
architecture. Accenture Ventures 
partners with and invests in 
growth-stage companies that 
create innovative enterprise 
technologies using an open 
innovation approach.  

We work with top-tier 
accelerators, venture capital firms, 
universities and corporate R&D 
labs, to build and bring to market 
innovative solutions that meet our 
clients' strategic business 
objectives. Think of Accenture 
Open Innovation as a bridge- 
maker in the global innovation 
ecosystem. We have 3 major focus 
areas for our Open Innovation 
Services in India: 

India Domestic Market: We 
are engaged with industry 
majors to drive their Digital & 
Innovation agenda.  To this 
effect, we help our clients 
identify their innovation 
hotspots, implement rapid 
PoCs with our startup partners 
and drive large scale rollout. 
We also help our clients in 
their innovation journey by co- 
innovating with them. A recent 
example of this is Bengaluru 
International Airport Limited, 
where we are jointly setting up 
BIAL’s Innovation center. 

Global Delivery Centers: We 
are engaging with startups in 
our delivery centers, both in 
the Technology and
Operations Delivery centers. 
We have several startups 
working out of the recently 
inaugurated Innovation Center 
in Bangalore. These startups 
are working with us on 
offering development, client 
PoCs and creating MVPs.

"Accenture Ventures 
partners with and invests 
in growth-stage 
companies" 



What are the focus areas relevant for Accenture when you 
choose to work with startups?

This kind of startup engagement 
opens up a whole range of 
opportunities for startups to 
partner with Accenture to solve 
some of the most complex 
problems faced by our global 
clients across NA, EU and APAC.  

Accenture Corporate Functions: 
Accenture in India runs a large and 
complex business serving our 
domestic and global clients. With 
our 140K employees and multiple 
facilities across 7 cities in India, we 
need to constantly innovate to 
improve the competitiveness of 
our operations and deliver 
superior experience for our 
employees. We are collaborating 
with our partners in the startup 
community to help us innovate in 
these areas. 

The last 5 years have been 
transformational for 
Accenture. Our global revenue 
from the new (which 
comprises of digital, cloud and 
security) is now about 50% of 
our total revenue, as per 
Q3FY17. We achieved this by 
“Rotating to the New” and 
focusing on new Digital 
services which are relevant to 
our evolving client needs. 
A good part of the “New” has 
come from our M&A 
investments in the Digital 
space and from engaging with 
startups. To stay ahead of the 
curve, we focus on areas that 
drive our client’s Digital &
Innovation agenda. 

So, while Social, Mobility, 
Analytics, Cloud & Interactive 
technologies continue to be a
part of our focus areas, we are 
now focusing more on startups 
in the areas of AI, Robotics 
Process Automation, 
Interactive, Cyber security, IoT, 
Blockchain, AR/VR/MR and 
New-IT. 

"Our focus is on startups in 
AI, Robotics Process 
Automation, Interactive, 
Cyber security, IoT, 
Blockchain, AR/VR/MR 
and New-IT" 



We typically focus on growth 
stage startups that have market 
validated products. We give 
startups access to our G2000 
clients and become their “growth 
partner”.  When it comes to 
leveraging startups for our own 
corporate functions we are more 
experimental since it helps in 
pushing our own innovation 
boundaries.  

When we work with clients on 
their Digital and Innovation 
agenda, we make sure that we 
stay focused on delivering 
business outcomes. We do this by 
focusing on revenue enhancement 
and EBITDA margin expansion
than by “doing” digital for the 
sake of it. For revenue 
enhancement opportunities, we 
look for startups in the space of 
Customer Experience, Digital 
Platforms etc.  

For EBITDA improvement, we 
look for startups which can 
help in augmenting digital tech 
to improve human efficiencies, 
reducing waste, maximizing 
asset utilization etc. 

Some of these are fast 
evolving areas and so it is 
important that we partner 
with committed startups who 
can work hand-in-hand with us 
to deliver business outcomes 
for our clients.  

"We give startups access to our G2000 clients 
and become their “growth partner”" 



Your recent trip to Israel and its deep rooted technology culture 
is fascinating, what are the top 5 lessons/ insights you'd share 
with Indian founders?

2017 has been historic for India 
and Israel—marking the 25th 
anniversary of diplomatic ties 
between the two nations. Over 
the last 25 years, both nations 
have stepped up their cooperation 
largely in sectors such as 
agriculture, cyber-security and 
defence. The two democracies are 
seeing a new high in relations with 
Prime Minister Narendra Modi's 
maiden visit to Israel earlier this 
year.  

I have been fortunate to visit 
Israel twice over the past 3 
months and soak in the start-up 
nation chutzpah. The verdict of my 
experiences - life changing! During 
my visits, I spent considerable 
time meeting serial 
entrepreneurs, startup founders, 
innovation centres, Army 
establishments, University heads, 
accelerators, Government bodies 
and investors.  

The in-depth conversations
I've had with them have given 
me a better insight into the 
Israeli startup engine and the 
lessons the Indian startup 
ecosystem could emulate if we 
want to become a name to 
reckon with in DeepTech and 
produce world class tech 
products and platforms in the 
future. 

Here are Top 5 lessons from 
the current to the aspiring 
start-up nation:  

1. Embrace Risks, accept 
failures: The one big lesson 
India needs to learn from Israel 
is to rise from the ashes and 
not get bogged down by 
failures. One major thing that 
differentiates the Indian and 
Israeli innovation systems is 
the way the Israelis accept 
failure, and how failed 
entrepreneurs are not 
stigmatized. 



Yoav Tzruya, Partner at JVP Cyber 
Labs at Beer Sheva in Israel, said, 
"One of the basic cultural 
differences that exist in Israel as a 
start up nation is how we look at 
failure. In Israel we do not 
penalize failures. We look at the 
entrepreneurs, who created their 
companies that failed, as people 
who have gained from their 
experiences. We have been asked 
by many countries around the 
world to replicate it, the 
successful model of innovation, 
and always culture was an 
obstacle. 

People that founded start ups and 
failed were looked down upon. It 
is critical actually to embrace 
failure, learn from it rather than 
look down upon it." Israel nurtures 
the start-up environment. 
Incubators are set up by the Israeli 
government and Israel Innovation 
Authority, which used to give USD 
600,000 risk free loan to 
promising starts ups. 

If companies fail they don't 
need to pay back the loan but 
if they succeed they pay back a 
3% annual royalty. This 
encourages Israeli start-ups to 
solve some of the toughest 
problems that the world is 
facing – in areas where private 
investors may be reluctant to 
put their money as the 
probability of failure is very 
high. 

2. Government and policy 
makers are catalysts for 
Innovation: Israel’s 
government has supported 
entrepreneurs with focused 
incentives and smart 
regulation. The government 
finances 18 incubators where 
start-ups receive up to 85 
percent financing. While the 
success rate of public- 
incubator supported 
companies has been less than 
amazing, the incubators have 
given some of Israel’s most 
brilliant entrepreneurs their 
start.  



Think of these incubators as a 
breeding ground for future 
entrepreneurs. Foreign investors 
also benefit from incentives such 
as tax breaks and grants for 
setting up R&D centers, incubators 
and innovation labs. These and 
other programs for entrepreneurs 
and investors will soon be 
administered by an integrated 
technology authority that 
combines previously separate 
programs at the Economics 
Ministry and the Chief Scientist’s 
office. 

There will now be a single 
authority responsible for all 
innovation policy and support – a 
far cry from the complex maze of 
government programs and offices 
trying to help entrepreneurs in 
most other countries. But perhaps 
the most important lesson from 
the Israeli experience is that the 
government mostly manages to 
get out of the way of 
entrepreneurs and lets them run 
with their ideas. 

3. Make premier education 
institutes the hub for 
Innovation: Israel’s reinvention 
as a high-tech powerhouse 
doesn’t just create
opportunities for companies 
and entrepreneurs, it also 
offers valuable lessons for 
policymakers around the world 
including India hoping to boost 
their own country’s start-up 
and innovation culture. 
Lacking natural resources, 
Israel has consistently 
prioritized education and 
research. Israel has the highest 
per capita of Noble prize 
winners. 

The nation spends 4.1 percent 
of GDP on civilian R&D – more 
than double the European 
Union average of 1.9 
percent. This investment 
produces a steady flow of 
technology and specialists in 
life sciences, IT and many 
other sectors. 



Today, tiny Israel is home to seven 
research universities, two of which 
rank among the world’s top 50 for 
science. Naturally, a globally 
competitive research and
academic sector that rewards 
bright ideas is a key building block 
for start-up success. In my recent 
visit I was fortunate enough to 
meet UniSpectral, a leading deep- 
tech start-up in the Computer 
vision and spectral analysis space.  

This start-up was conceived and 
developed over 7 long years at the 
Tel Aviv University and now counts 
Samsung and Bosch as its strategic 
investors. Commercialization of 
university assets is a key lesson for 
India to learn from Israel. Dr. Som 
Dutta, NASSCOM Product 
Council’s Co-Chair, said, “The 
powerful collaboration between 
Israel's academia, government and 
armed forces working towards 
fostering innovation is what 
makes them a class apart. 

The armed forces, Israel's 
largest recruitment body, 
becomes their finishing school 
in a sense that this is where 
the cream of the crop is 
selected, handheld and 
curated. The academia which 
plays a crucial role in doing 
deep scientific research and 
becomes their incubating lab.  

The academia is ably 
supported by the government 
through grants and funds for 
DeepTech, science and 
technology. 

4. Role of Israel Armed 
forces: “If you give us a very 
tough mission, we will do it 
immediately. An impossible 
one may take us a bit longer.”– 
Quote at the Israeli Air Force 
flight school. Israel gets a big
additional boost from defense- 
related research, where the 
country has had to excel to 
compensate for its challenging 
security environment. 



Military research has produced 
countless civilian spinoffs and 
provides the country with a 
constant stream of elite 
specialists trained in the Israeli 
Defense Forces’ advanced 
intelligence and technology units. 
One prominent example is Gavriel 
Iddan, a former rocket scientist 
specializing in missile optics who 
invented a pill with a built-in 
camera, using the same 
technology to revolutionize 
medical diagnostics.  

The company he founded, Given 
Imaging, was sold in 2014 for USD 
860 million. More recently, 
companies such as ICQ, Check 
Point and Metacafe were founded 
by former IDF specialists. Because 
of defense and intelligence 
research, Israeli companies are 
global leaders in cybersecurity, 
imaging, civilian drone technology 
and many other types of high-tech 
devices.  

This seamless way the Israeli 
government, Army and 
Academia all work with a 
common objective to innovate 
is a key lesson for India. 

5. Turning Adversity into 
opportunity: Israel’s lack of 
natural resources and 
precarious security 
environment have forced the 
nation to compensate with 
ingenuity. Learning to cope 
with barren land and lack of 
fresh water has turned Israeli 
companies into world leaders 
in desert agriculture, irrigation 
systems, water recycling and 
desalination technology. Their 
products – from Netafim’s drip 
irrigation systems to IDE 
Technologies’ state-of-the-art 
desalination plants – are now 
finding customers from India 
to California. 

A growing cluster of agro-tech 
start-ups is now focusing on 
precision farming, land-based 
fish and algae farms, as well as 
natural pest control.  



The important lesson here is that 
governments shouldn’t waste 
their resources on trying to copy 
others, but build on their own 
strengths. High-tech clusters 
aren’t created by planners from 
scratch, but coalesce around 
existing industries, universities, 
and creative urban environments. 

On the 25th anniversary of the 
establishment of diplomatic ties 
between the two nations, 
NASSCOM and 
Accenture developed a 
unique report, Collaborative 
Innovation: The vehicle driving 
Indo-Israel prosperity. The report 
sheds light on the opportunities 
and imperatives that must be met 
for the two countries to move 
towards Alliance 2.0—allowing 
both nations to transcend from 
the orbit of cooperation to 
collaboration.  

A key takeaway of the report is 
the IINSPIRE (Israel INdia Start-up 
Platform for Innovative Research 
and Entrepreneurship) 
framework,  

which aims to unleash the 
combined power of these two 
nations around the globe by 
uniting their strengths across 
three areas: Talent, 
Technology and Temperament. 

The full report is available here 
- 
http://www.nasscom.in/knowl 
edge- 
center/publications/collaborat 
ive-innovation-vehicle-driving- 
indo-israel-prosperity  





GOVERNMENT FOCUS 
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Incubators 

Booster Kit 

NASSCOM 10K Startup 
Warehouse 

GOK Incubator For Tech Start- 
Ups (GIFTS) 

GOK-Mobile 10X Start-Up Hub 

Bangalore BioInnovation Centre 

KARSEMVEN Fund 
Fund Size: 100 Crores 

Kitven Fund-3 
Fund Size: 50 Crores 

Startup Fund Of Funds 
Fund Size: 200 crores 

IDEA2POC Fund 
Fund Size: upto 50 Lakhs 

Grand Challenges Funds 
Fund Size: Rs. 15 Crores 

Funding



Karnataka Startup 
Booster Kit



"Karnataka 

government has set 

an example with INR 

415cr in funding for a 

world class startup 

ecosystem" 

Leading initiatives by the 

Karnataka government has 

attracted global investors and 

startups to set up base in the 

state. 

Government initiatives have 

also led to increased confidence 

in startup founders to invest in 

the state.

STARTUP KARNATAKA
Funding 



Karnataka Startup Policy 
2015 - 2020

Karnataka government has 

instituted a visionary startup 

policy. 

The government aims to build and 

support 20,000 technology based 

startups including 6000 product 

startups by 2020.  

They also aim to mobilize INR 

2000crore (USD 333mn) in funding 

for startups, by leveraging the 

fund of funds. 

Karnataka government will 

also focus on supporting 25 

innovative technology 

solutions with social relevance 

and impact. 

We think we can build many a 

world-beating firm out of India 

in the next decade using an 

Indian Engineering base.  

"The funding goal is to mobilize USD 333mn 

for startups by leveraging the fund of 

funds" 



Key Highlights Of 
Karnataka Startup Cell 



"Every decade is 

characterized by unique 

business revolutions. 

This decade belongs to 

e-commerce, fintech, 

startups & VC firms"

K 
Subramanian
D I R E C T O R ,  D R A W I N G  B O A R D



What can an SME learn from an MNC to scale up? 

India is undergoing a startup revolution. Every decade is characterized 
by unique business revolution and this decade belongs to e-commerce, 
fin-tech, startups & VC firms. The business journals and dailies are busy 
and never tired of covering news from startups / SME owing to their 
valuation, attracting investments, flight of human capital, technological 
breakthrough and innovations. This pace of Indian revolution augurs well 
for the country and it has come at an important time when successful 
SME’s are fuelling their vision to become more successful. As an SME 
grows, it reaches an important intersection of being successful yet 
unable to scale up. 

Many SME go through this phase of 
wanting to scale up and they can learn a 
lot from successful Indian companies and 
MNC. “Scaling up” is often referred to
replicating the business model across 
geographies or introducing more variants 
in their core product offering.  

"As an SME grows, it 
reaches an important 
intersection of being 
successful yet unable to 
scale up" 

At this stage, SME would do well 
to learn from successful Indian 
firms, MNC and embrace it 
thereafter. Successful companies 
follow three principles in their 
journey to becoming successful.  

The first principle is to “Invest in the 
Blue Book”. The Blue Book captures their 
operation guidelines and governing 
principles of the business. It encompasses 
“What is their Lead Generation Process, 
Sales Funnel and Management Process, 
Distribution Strength and what makes it 
strong, how to manage inventory, 
Working Capital Rules, Sourcing & Supply 
Chain, HR, Talent Management, Policies 
that govern their operations, Finance, 
Values etc.”.  



"If we analyze successful companies, they 
would always call themselves 

professionally run." 

This Blue Book captures the collective wisdom of their journey in 
becoming successful and is often embellished from time to time to 
reflect changes. But this would be the Holy Grail of the company. 

The second principle is to “Invest in Automation”. It makes the 
business management efficient, process driven and brings in controls 
and compliance. The automation would largely be in the areas of Sales 
Operations, Finance and Manufacturing / Sourcing. 

Once the above two principles are achieved, the third principle is 
“Invest in Talent”. This is the third critical piece for scaling up. Often 
entrepreneurs from SME overestimate themselves and take up 
operations. Being successful as an entrepreneur is different from being 
successful in running a company. Entrepreneurship success comes from 
converting an idea / untapped demand it into a business opportunity 
and monetizing it. However, managing operations is micro management 
and has executional excellence as the core operating principle. 
Successful companies are run by professionals with an entrepreneurial 
mindset and passion, who are empowered and mentored.  

If we analyze successful companies, they would always call themselves 
professionally run. This refers to having a process driven approach, 
automation to eliminate chaos and a professional culture that 
nurtures talent and values empowerment. While there are several other 
important learnings, these three are the most common ingredients for 
scaling up. 





"It isn't difficult to 

predict future. Its 

evident that innovation 

will keep businesses 

afloat in the future 

that's not too far."

Sathyanarayana 
VR 
M D  &  M A S T E R  C O A C H   
C O N S U M A X  L I F E
E M P O W E R I N G



One day, Ramaswami, a good old friend of mine visited me in my 
Business Tycoon Academy. I observed that he had lost the charm he 
earlier had in his face. Since he was evidently sad, I asked him what had 
happened. He said his business was not doing well and had hit rough 
patches. His turnover was not scaling up but rather declining. What was 
once a successful business had now turned stagnant. This is a case of lot 
of people who have followed a traditional model of business in their life. 
I'm sure even you might have come across businesses that were 
successful for decades together but have gone stagnant now. What do 
you think is the reason for this? Lack of innovation it is!   

We live in a competitive world where 
every eleven minutes an innovation is 
happening, be it in the technology, 
fashion, product manufacturing and the 
like! Gone are the days when there was a
single brand that had monopoly over the 
market. Today, even top brands have to 
compete with each other on an everyday 
basis! 

"We live in a competitive 
world where every 
eleven minutes an 
innovation changes 
everything" 

When there is such cut throat
competition, how do you sustain 
and stay on top? Well, simply 
innovate your business model! 

If you are wondering what are the 
key areas you must innovate your 
business in, do not worry! The 
answer isn't difficult! Here are 
three main areas you should work 
upon : 

1) Reduce the pain of the customer The 
pain reduction factors works wonders 
when done right! Once upon a time, you 
had to go all the way to the store to buy 
what you want. Now, everything comes at 
your doorstep! Why? Because someone 
initially worked on reducing that pain of 
going all the way to the stores! 



"I have stressed the 
importance of reducing 
the pain in my 16 
Business Secrets book " 

3) Enhance the experience of 
your customer! In my Business 
Mastery courses that I conduct 
where I wield business owners to 
reach the next level in their 
business, I often ask business 
owners to enhance the experience 
of their customers. People aren't 
just buying a product anymore. 

They are more than willing to buy 
the experience that comes with 
the product! If restaurants were 
enough to serve food, why did 
concepts of rooftop restaurants 
and candle light dinners come? 
Experience is what you should 
focus on! Make them feel special. 
Give them an unforgettable 
experience along with your 
product, and trust me with this, 
they will turn into your loyal 
customers!  

2)  Reduce the time invested by the 
customer Do you remember how you 
bought movie tickets fifteen years ago? 
You had to stand in queues and wait for 
the long line to go short until you could 
make it to the box office and collect 
tickets. Then came the option of 
telephone booking which slightly reduced 
the time. Now, you can book tickets on 
your finger tips. You can choose your 
timings, your seat and even your snacks 
before you make it to the theater! What
exactly happened is that the time for the 
whole process was shortened. Do you 
have any possibility of doing this with 
your business? If yes, do it!  

I have stressed the importance of 
reducing the pain in my 16 
Business Secrets book as well. You 
really got to look into it! So if you 
have a particular business, make 
sure you come up with ideas you 
can reduce the pain of your 
customers in availing that product 
or service!



Now that I've mentioned all the key areas of business you should bring 
innovation in, another question obviously rises! How do you bring the 
innovation into reality? Well, there are a few ways you can do it :  

1) Ask the right questions! How can I 
increase my sales, is a very generic 
question and won't help you go to the 
next level. Bring in variants in your 
questions. Ask yourself and your team 
questions like, What is it our customers
want but don't know themselves yet?and 
in the quest of finding answers, you will 
reach your goal!  

3) Keep yourself in the flow! When you 
are deeply engaged in your business, it will 
become so easy and effortless that you'll 
forget the existence of time. This is the 
kind of passion you got to have now when 
you're bringing innovations! Keep yourself 
flowing!  

"How do you bring 
innovation to reality? Is 
there a process to 
follow?" 

2) Stay in the front! When you 
began your business, it was 
necessary that you stayed in the 
front and took care of many aspects 
of your business yourselves. As your 
business grew, you hired employees 
and you're hardly in the front now. 
Change this habit, and go back to 
your early days! You will start 
afresh, and you'll innovate with 
ease!  

Well, those are few mantras on innovation which I can vouch for since I 
have experienced it all in the long years of my six business ventures! 

Remember one thing, at the end of the day, it doesn't matter if you have 
a good product when you can't make it a good selling product! And that 
happens with newness in the business every now and then! 

So don't stagnate, keep innovating! 



"Digital communication 

is the future that every 

business must adopt. 

Search leads to sale. 

Your brand must be 

visible in between to 

inspire & engage the 

customer."

Govind 
Babu
D I R E C T O R ,  G O W I N



When was the last time you lost your cool because things did not 
happen the way you wanted them to and you felt like you were 
losing control? 

Well as a corporate professional who worked my way up from a sales 
executive selling computers from office to office to a vice president 
handling million dollar business it was always about gaining control, 
everything around me had to be certain. Remember when I used to work 
in Cincinnati, USA would leave my office at 5.15 pm everyday, reach 
home by 5.45, a game of tennis by 7pm, traffic was predictable, weekend 
plans were known in advance, my scope of work was well defined, 
business models were clear, competition was known & most importantly 
- Salaries came on time ! Life was one big certain & controlled game. 

This is when my life's logic went haywire. 
My work visa went into a lottery system 
and i didn't make it through, few days ago 
I was basking in glory with everything 
certain in my life and here I am staring 
right in the face of an uncertain future. 

"As I moved back to 
India, I got the chance to 
train students during 
weekends" 

Talk about disruption, my life 
model itself was disrupted and i 
had to come to terms with it. On 
my flight back home to India a 
million thoughts were running, 
most of it was about not wanting 
to face the uncertain future and 
somehow bring back control and 
certainty into it.  

As I moved back to India and started 
applying for jobs, I got a chance to train 
students during weekends, some 
weekends students used to come, 
sometimes no one turned up, sometimes 
they used to pay, sometimes I didn't feel 
like collecting fees and did it free, things 
seemed so uncertain for the first 
time...but it felt great 



as I went back to the corporate world and took up another job, the 
certainty mindset kicked right back in, whew everything's now back in 
place, salary is on time, my job is defined, life is predictable I thought to 
myself, but something deep within me was just not feeling right. Just 
like the heroine in a movie who is forced to marry the villain but just at 
the last minute jumps and runs towards the hero whom she has been in 
love with... my heart was waiting for those weekends when I could go 
and train students and experience that uncertainty. 

My interest in a life which very certain was reducing, started slowly 
taking on bigger training assignments, one fine day walked out of the 
corporate world to start my own training company. Slowly the dots 
started getting connected, something was happening behind the 
scenes, was getting more and more comfortable with the uncertainty, 
customers did not pay on time, students did come to training as 
promised, trusted employees left. 

nothing of this uncertainty mattered, everything was just fine, the more 
uncertain it became, the more opportunities seemed to be opening up, 
the more clients did not pay on time, the more seemed to be my 
appetite to expand business..what kind of a crazy logic is this I 
wondered. This is the logic of uncertainty, the logic which has helped 
every successful entrepreneur walk their way to success. 

"This is the logic of uncertainty, the logic which 
has helped every successful entrepreneur 

walk their way to success." 



uncertainty is our road to freedom, we have to become comfortable 
with dealing with it, this is the bridge every corporate professional who 
wants to become a startup entrepreneur must cross. 

Your intention to serve customers genuinely, your willingness to give 
the best to your employees, your ability to circulate ideas, money, time, 
knowledge, everything will be tested time and again. 

Your old conditioned mind will drag you towards control and certainty, 
but beware you were born to be free, when you jump the amazing logic 
of uncertainty will appear to protect you, guide you and bring you home 
to become not only a successful entrepreneur but a powerful human
being who has reclaimed your freedom that truly belongs to you. 

"Uncertainty is our road to freedom, we have to 
become comfortable with dealing with it, this is 

the bridge every corporate professional who 
wants to become a startup entrepreneur must 

cross" 
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