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作者简介



马克·耐格


周末创业的共同创办人、董事及执行长。这是一个非营利性组织，在全球超过55个国家从事周末创业活动。他曾亲自参与了450多家企业的草创。毕业于南加州的查普曼大学。


克林·尼尔森


周末创业的共同创办人，同时在史丹福大学讲授创业。毕业于威斯康辛大学白水分校。


法兰克·诺里格特


周末创业的共同创办人，目前担任该公司技术长。






译者简介


乐为良／资深新闻与文字工作者，译作超过30本，包括《数字神经系统》、《六标准偏差》、《股神巴菲特II》、《正义：一场思辨之旅》、《中国共产党不可说的秘密》等，译着曾两度获经济部金书奖，现在菲律宾担任《联合日报》副总编辑。


主题广告牌——告诉你，现在最流行：周末创业！

研究再研究，许多创业的灵感在「研究」中不了了之。没错，创业困难艰辛，需要寻找资源，必须确定创业的点子是否可以成真，但血液中蠢蠢欲动的创业基因，让这些问题都不再是问题。找个周末，开始创业吧！本书作者感受到了创业环境的变化，因此投入创办周末创业（Startup Weekend, LLC）非营利组织，鼓励大伙儿抛弃无止尽的市场调查研究，找出一个可行的创意点子，点燃创业的第一把火。想要摇身一变成为创业家吗？

其实没有那么困难，只要掌握2个重点：

即知即行＋创业团队

Youtube创办人陈士骏只带着200美元就直闯加州硅谷展开创业，以行动将心目中的梦想实现；阿里巴巴创办人马云不懂IT科技，却带领着团队打下了网络霸业。空谈与畏惧向来是创业成功的最根本杀手。由周五晚间轻松地展开创业计划，将多虑与迟疑抛在脑后，立即动手规画整合，就有机会透过周末的缜密流程，完成一个能够吸引创投资金的创业计划。当然，必须要有一群志同道合的朋友，大伙儿一起激发创业的火花。

一群臭皮匠聚集在一起，每个人提出脑袋中迸发出的创业点子，透过互相了解、选择团队成员，周末这个临时组成的团队就可以发展出产品或服务的原型，厘清营运模式，并且在周末即将结束时，向专家小组提出简报。透过检核与评鉴，很有可能你创业的第一笔资金就来自这个周末，密集铺陈在54小时之间的努力。

创业困难吗？或许一点都不难，只要大伙儿一起展开行动！



五分钟摘要

一场创业革命正在发生　
英文





周末创业就是利用周末这段时间，把一个构想变成可以经营的事业。避免漫长且昂贵的产品开发期，而是边做边学。周末创业的实务精髓如下：


大师观点：

「未来，当我们回顾这10年（2010年至2020年），它所掀起的经济革命，将和16世纪的科学革命和18世纪的工业革命一样惊天动地且意义非凡。我们现在正站在创业革命的起点，它代表的不只是有更多技术本位的产品（虽然我们一定会因此受惠）；甚至，这是一场即将把我们熟悉的商业运作改头换面的革命；更重要的是，它将改变未来整个地球的生活质量。像周末创业这样的组织便站在这一突破性发展的最前线。」

——卡尔·施拉姆与史蒂夫·布兰克



过去的创业者从来没有这么多的内容和资源可供使用。周末创业位于这场革命的最前线：一次从基层崛起的运动，把技术、工具和网络带给最想为世界创造良性改变的人们。

周末创业之所以可行，要归功于几项相互关联的科技发展。摆脱无止尽的分析导致一事无成的窘境，取而代之的是让参与者选出点子并努力让它实现。周末创业法清楚揭示一个创业黄金时期即将诞生。

周末创业的整体基本理念可以精简为两个概念：

早期的创业家在成立公司时有一定的模式，首先是坐下来撰写一份商业计划书，把一切细节条列清楚。接着开始募集资金、聘用人员，然后着手执行计划。周末创业法不写计划，而是选定一个点子，并努力达成。然后，根据回馈意见，不断改进你的构想。只管放手去做，任何点子都可能意外出现可行的新创事业。

今天，任何想举办周末创业活动的人，都可以自行发动去做。周末创业活动的好处之一就是它们属于地区性的活动——参与者被迫与人并肩共事，而这些人以后可能成为值得信赖的合作伙伴、供货商、客户等等。

周末创业很了不起的一点是，他们鼓励了那些过去可能从来没想过要成为创业家的人放手一试。叫人花一个周末想出一个可行的经营点子，确实要比你要求他们坐下来好几个星期拟出一个商业计划容易多了。周末创业原则上要求的付出较低，因此人们更乐于参加。


大师观点：

「人们参加周末创业的理由各不相同。有些人心里已有一个商业点子，他们把周末创业当作实现点子的工具。然而，这种情况有时会遭遇困难。万一你组了一个团队，成员都认同你的点子，或至少认同部分想法，但对于执行的方式则有不同的认知，要怎么办？想成为一名主动且有价值的周末创业成员，你必须信任你的合作伙伴，授权他们对你的点子做出决定。唯一能真正成功的团队，就是那些在初期就针对点子做了充分讨论的团队。因此，这个点子应该还有待开发，而它的提出者也应该还没决定究竟要如何执行。愈早虚心听取意见的人，就愈有可能创业成功。然而，对于许多人来说，周末创业的价值在于参加活动时广结善缘，更胜于商业构想本身。在周末创业活动结束后，人们会善用这些关系，协助他们成立新公司，并在商场建立新的人脉。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



周末创业得以顺利推展的另一个原因是创业的普及。或换句话说，科技消除了过去许多伴随新创事业而来的费用和障碍：

产品研发周期大幅压缩。现在可以用非常便宜且快速的方式做出原型。过去10年来，无论是数字和实体产品的开发成本已经减少到1/10。

创投活动日益普及。不再集中于硅谷少数几家菁英公司，现在有更多不介入经营的天使投资人和创新育成者。种子资金来源的增长，意味今后会有更多新创事业成立。

新创事业已被广为认识，也逐渐形成一门管理科学。人们不再把新创事业当成大企业的缩小版来经营，反而更清楚明白应该如何创业。更好的管理工具也随处可得。



周末创业第1步：打造以行动为主的合作网络　
英文



【让周末创业得以运作的关键，就是打造一个以行动为主的网络合作氛围。你不必花力气营造美好的印象，而是去理解和挖掘周围的人和他们的本事。参与周末创业的人都必须加入团队，并且做出实质的贡献。对参与者坚持这种要求，形成一种特殊的高活力、低风险的环境，让创意可以尽情挥洒。】

有些人进商学院的目的就是想结交一些人脉，但问题是在多数的社交活动中，人们都一心想要表现出最好的一面。如果你是想透过新创事业，找人帮你将构想成真，那么更重要的是，你得清楚知道和你谈话的对象究竟有什么本事——这正是周末创业最独道的工夫。

每个来参加周末创业活动的人都必须加入一个团队。如果你有一个想要发展成事业的想法，你可以试着在周五晚上的公开发言场合，利用60秒的发言机会，招揽一群想和你携手合作的组员。发言活动结束后，会选出「20个最佳」点子。如果你的点子获选，你就能组成一支团队，让那些挺身而出表示有兴趣的人协助你开发构想。如果你的点子不在这20个最佳名单之内，你就得决定加入其中一支团队。

要注意的是，周末创业的主要精神是与人串连。

周末创业的主要精神是要你与人相互串连，并从和他们一起工作中汲取经验，合力发展出这些成果，而不被局限于只学到一些如何做事的理论——即绝大多数商学院的学习模式。经过整个周末与团队成员密切合作，你会十分清楚他们的能耐——他们的长处、短处、干劲、竞争力、热情、才华及其他等等。在如此紧迫的时间压力下工作，每个人的本性表露无遗。


大师观点：

「以行动为主的合作网络，不仅仅能快速且有效地为创业者找到团队成员；还摒除了许多创业者之间的人为障碍。以传统方式会晤潜在商业伙伴，往往代表的是挑选与自己雷同的人，或来自同校的校友，或出身同一个地区的人。然而，我们都知道，这些聘用员工或寻找合作对象的理由都毫无道理可言。在周末创业活动的这种安排下，创业者能用的成员就是现场上的人。他们不能坐着等待好相处的人出现，他们必须找到可以合作的人，而且愈快愈好。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



周末创业让你以非常低的风险找人创业。

你做出的承诺不过就是暂时抛下平常没完没了的杂务，与团队工作一整个周末。这几乎不需要承担任何风险。活动一结束，如果你不喜欢与其他人合作，你可以拍拍屁股走人。周末创业作为一种商业开发工具，低风险是促使它整体可行的重要因素。在实务上，周末创业是一种高活力、低风险的商业开发环境。他们迫使像你这样有抱负的创业者，走出自己的幻想，与自己完全不同的人组成合作的关系。然而商场老手可以证明，在一个项目上工作的人背景越多样，最后得出的点子就越像样。


大师观点：

「周末创业开始吸引投资者与创业老手参加它的活动，这些人想看到下一件大事是什么（或者，更重要的是谁是明日之星）。投资者听多了全新经营理念的提案，他们怎么知道谁可以贯彻执行？首次创业、没有纪录可供参考的人，也很难让人优先考虑他们的提案。但是周末创业活动，让投资者目睹从周五晚上的一个点子（八字还没一撇），到周日晚上变成真正商业模式的过程——有时甚至真的变成一个事业。即使投资者不喜欢那个点子，他也可能找到一个未来愿意支持的对象。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特





周末创业第2步：挑选人才　
英文



如何表达自己：

【想要实现好点子，就要有一流的团队。周末创业的第一个活动就是发表点子——每个人都有60秒的时间提出自己的构想，并吸引一组人马来实现它。】

每个参加周末创业活动的人都有60秒发言的机会，目的是挑选人才让你的点子成真——这种做法与你平常募集资金的方式显然不同。那么，在60秒内你可以说些什么呢？根据曾经参与周末创业活动、超过3万4000人的经验，最好的方式如下：

此时此刻最要紧的是迅速说出你的重点，并解释你注意到的问题，以及你想开发的解决之道。多数人会不自觉花许多时间去注意你是谁。所以尽管听众确实想要认识你，你只要简短说一两句就足够了。除此之外，其他都只是点缀而已。

再考虑到观众听到一个接着一个的发言，如果你的解决方案动听又好记，当然大有帮助。事实上，如果你能把所有内容化作一句精彩标语，效果会更好。周末创业过去曾出现一些让人朗朗上口的标语：


	巨人想得美：快速、好玩、让人上瘾的游戏。

	飞弹发射：几分钟内制作一个病毒式「预告」页面。

	快快帮我打扮好：让人莞尔的风格！

	美食现形：介绍美食及地点。

	任务大道：一有需要就记得该做什么。



像这种公开发言抢人才的活动，它的难处是你必须设法一语惊人，以吸引能让你的构想成真的必要人才。有些人天生善于此道，有些人则做得很吃力。你必须想方设法做好它。


大师观点：

「是有一些人，他们对自己的点子充满热情，但不太懂得如何去表达。考夫曼基金会创业组的经理尼克·塞甘认为，虽然企业家有冲劲很好，但如果你不能吸引其他人加入，光靠激情也没用。如果你找组员遇到困难，你必须扭转局势，并设法：「更清楚地」沟通愿景或让现有的愿景继续调整改进，好让大家达成一致的立场。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



你是否为此做好准备：

人们会被好点子吸引，但是如果你看起来有旺盛的精力、决心和热情，他们就更愿意共襄盛举。如果你能把气氛搞好，组出一支条件互补的队伍，那么在短短一个周末的时间，必然会有一番令人刮目的作为。有了这层认知，也不妨事先想想一些关于你的计划的未来：


	你有意长期经营这个案子吗？

	这是一个你想全力以赴的案子，或只是利用闲暇时间、行有余力才做的案子？

	如果你想进一步推动这个构想，你会想成为执行这个构想的公司的执行长，或者你希望吸引别人来担任这个角色？

	你有一个计划或暂定时间表吗？

	你是否已经很清楚知道要找哪种类型的人，参与你的案子？



这些问题并没有放诸四海皆准，绝对正确或错误的答案。重要的是，你要去思考这些问题，然后清楚明白地告诉那些想要加入的人，你想要的是什么。



周末创业第3步：组成团队　
英文



【一整个周末像团队一样一起工作，让每位参与者都经历一场紧凑的体验式教育。学习的最好方式就是动手去做，而不是清谈或空想。透过挖掘团队成员的才能，和找到确实可行的解决方案，你自然明白你的方向。问题的症结在于能否妥当分配有限的时间、调配事情的轻重缓急和简化程序。】

周末创业是一种密集式的学习体验，让你边做边学。当你组成一个必须找到解决方案、克服障碍、秣马厉兵以满足市场真正需求的团队，你会全然浸淫在新创事业的氛围。这要比研读个案研究实际多了。你被迫离开舒适圈，从必要的工作和当下立即获得的回馈中学习。


周末创业的项目管理方法


周末创业就只给你一个周末的时间，代表有明确的最后期限。这是件好事，因为它迫使所有参与者不得不缩小任务，只保留最重要的项目。为了在周日晚上拿得出东西来展示，你不得不减少想做的事，就只专心做好几件关键的工作。事实上，多数的团队发现他们都是遵循以下的方式进行项目管理：


	多数项目从脑力释出开始，每个人都可以提出自己的想法——不设任何限制。团队中每个人尽其可能针对讨论的点子提出建议，同时你也可以上网稍微找找看，是否已经有类似的产品。在脑力释出的最后，你就有可行的构想了。

	接着，你要排出优先级，决定哪些事必须要做，做到什么程度，才能在周日晚上拿出来一决高下。此时你的目标是在周末。这段期间做出最低限度的可行产品。你要非常清楚透过团队可用的时间、资源和才干，究竟可以完成什么，并且着手去做。

	最后，你分配任务，并设定最后期限。有时候谁负责做什么显而易见，但有的时候要处理好这件事会有点伤脑筋。由于时间很短，你不得不把任务分派给组员，并让他们全权负责完成任务。你必须很务实地面对组员的能耐，但同时也要安排高难度的任务，督促每个成员发挥极限努力达成。请记住，这些人只承诺投入一个周末，因此风险相当低；而在这种高压的环境下，人们最后完成的成果，却往往令人惊艳。



周末创业的进度追踪，追踪进度的方式应尽量简单。

针对团队中的每个人，将分配给每个人的任务写在随意贴上，并把它们贴在对应的栏目上。每当他们完成一项任务，就把随意贴从「待办事项」移到「完成事项」。经验证明，通常每个人一次做一项任务最好。减少分心，才能让人们专心达成任务。组员每隔几个小时也必须向组长回报进度。

周末创业的关键要素：是产品究竟有没有市场。

验证构想可行——探查清楚你的产品究竟有没有市场——是周末创业非常关键之处。你也必须想清楚如果真的有这项产品，人们是否现在就会想要。知道这点要比做一份未来5年呈现巨幅成长、创造疯狂营收的数字报表更加重要。把问题以及你的解决方

案和别人的想法搞清楚。你或许可以在周末创业活动上找人谈谈，或是在你的社交网络界面页面上丢出几个问题，看看人们在周末这段期间会有哪些回应。


关键思维

「功能太多会让用户不知所措，并且偏离你想要达成的本意。最后你还是要『专注』于构想的核心，不断淬炼，直到推出最简洁的版本。」

——艾利克·柯斯特，Zaarly共同创办人（Zaarly是一个提供在地服务和产品的在线交易市场）





周末创业第4步：开发商业模式　
英文



【利用一个周末时间创造出一个商业模式的优点，在于你不必费心思考平常那种不切实际、又高度乐观的成长曲线。反之，重点要放在与潜在客户交谈、找出他们真正想要的东西，然后建立一套系统提供这些解决方案。开发商业模式就是去验证你的构想可行、保持精实，并能应付自如地视情况做出关键转折。重点就是倾听客户心声，并把他们的想法和意见认真当回事。】


大师观点：

「周末创业提供真正的实验教育。在生活各个领域都可以发现实验式教育的机会。从烹饪班到飞行课，学习就是卷起袖子干活！」

——马克·耐格，克林·尼尔森与法兰克·诺里格特




开发商业模式的关键是得知客户想要什么


由于真正崛起的新创事业屈指可数，绝大多数的新创事业往往半途而废，许多人因此认为创业要不是靠运气，要不就要设在像硅谷这种地点，那里才有完备的资金、人才和专业知识。周末创业的理念是企业之所以蓬勃发展或凋零，是因为他们的商业模式，而不是地理位置。与其担心如何创造营收和现金流量，开发商业模式时真正要评估的关键要素，在于得知客户想要什么。


大师观点：

「史蒂夫·布兰克以他在新创事业成败案例中发现到的模式，建立他的客源开拓理论。并且开始在加州大学柏克莱分校和斯坦福大学的课堂上解释其中的关键。首先最重要的是：走出办公室、与客户交谈；在知道客户想要什么之前，不要在一条路上走得太远，也不要花太多时间开发任何产品。布兰克表示，新创事业所犯的重大错误之一，就是把创办人的愿景和激情（他指的是『一开始本质上就是基于信念成立的公司』）与真实、具体的事实混淆不清。同意加入新创事业的人都会以为，创始人或多或少一定了解客户的问题和需要。他们签约加入工作，是因为他们十分相信这个事业的基本信念。团队与其领导人才是吸引人加入的因素——不是点子。记住：点子不值什么钱。但创始人无论多么聪明，都不可能读取客户的心思。如果人们把他们对创始人的信心与对点子的信心混淆了，那么他们就犯下另一个致命的错误。他们等于把创始人的愿景当真并做出以下结论（如同布兰克描述的）：『现在我只要依照我的愿景开工生产，等我完工，我就开始出货、运送，钱就开始滚滚而来。』」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



有鉴于此，周末创业特别强调的是密切留意这些被点子吸引成军的团队，在他们与潜在客户交谈后，如何决定整体愿景，作为努力的方向，以及有谁确实已经认同这个构想。只要妥善达成这些条件，商业模式几乎肯定能水到渠成。

判断用户需求：

那么你要如何在一个周末的时间里，判断人们对一项产品的需求是什么？一些点子如下：


	你可以快速进行网络民调。微博、社区等在线调查。

	你可以四处走动，与其他团队的人交谈。

	你可以走出大楼，找刚好有一点空档的人交谈——例如坐在咖啡馆或美甲沙龙的人。靠双脚学习到的东西常会令人大感意外。



记住，这里所说的并不是要你去兜售产品。相反地，你是去了解市场以获取知识。因此，你要问的是开放式的问题，万一别人对你的初步构想不屑一顾，也要避免动怒。既然到目前为止你投入项目的只是时间和精力，愈早遇到这样的反应愈好。


大师观点：

「你有没有注意到，最好的谈话经验通常会从原来的话题岔开，朝向有趣而未知的领域而去？当你与潜在客户谈话时，尽可能促成这种浑然忘我的讨论。当他们在座位上身体前倾、睁大双眼、肾上腺素上升、全神贯注、认真交谈时，不要阻止他们。我过去习惯用一板一眼的方式与客户访谈，直到我发现我从来没有从这些谈话中得到多少好点子或意见。我事先拟好的问题让人坐立不安，让他们不愿意打开话匣子对我说真心话。现在，我把这些访谈当成建立人脉的机会，并向有趣的人学习。我询问他们的人生阅历，如何开始从事他们现在的工作？他们最近读了什么书？5年内希望达成什么愿望？这样做让我对事情有了全盘认识，没有任何调查可以做到这点，因为要让人们感到放心自在，需要人与人真实的接触。」

——纳森·伯萧，Thoughtback.com创办人




征询产品意见


不只在构想要做什么时，才去听取一些意见。一旦做出了最低限度的可行产品原型，你必须再一次去搜集回馈。原则还是一样：


	亲自去找不认识的人，问他们一些开放式的问题。

	别被结果惹得不开心，或试图操纵他们，要他们顺从你的定见。要诚实以对。

	看看你是否能把现实世界的反应融入你的下一个版本。

	就你的产品试着提出一些假设：
	这个产品能讨好谁？

	市场上这种人有多少？

	我们要如何找到这些人？

	有多少人会上我们的网站？








大师观点：

「市面上有很多企管书（写给创业家及所有其他人）强调坚持的重要性。它的概念是，你要不断尝试你的产品，并以各种不同的方式谈论它；继续在地下室努力，最后一切辛勤工作都会有代价。但是，结果未必如此。如果你尽早并且经常跟你的客户交谈，你会及早发现，并让自己得以转做实际可行的点子。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



早出手、常出手，缩短产品开发周期。

近几年来有一个概念颇受注意，就是强调「精实」和「敏捷」的商业模式。这些观念和其他类似方法论的背后深意，可以简述为：「早出手、常出手。」取代冗长的产品开发周期，直接把一些初期的产品原型放在顾客面前，听取他们的意见。不断改变产品以便纳入他们的建议。此刻，你要做的就是这件事。

当然，只有在必要情况或机会出现，你准备做出关键转折时，这里所提的精实、敏捷方法才会奏效。当你为了产品开发已花了大笔钞票和长期努力时，要这么做并不容易，但要在一个周末里做这样的决定就容易多了。周末创业活动是学习如何做到这点的理想场所，可以提高最后成果的质量。


大师观点：

「我们再三强调周末创业的时间限制；这显然是个突出的特点。然而，花些时间组成团队可能比一头钻进项目有用。当你这么做，乍看之下好像很浪费宝贵的时间，但长远来看（即未来的24小时），当压力来时确实很有帮助。你可以在事情相对平静时，妥善安排好流程，然后在事情开始变得失控时，靠它安全过关。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特

「正在发生的是比技术变革更影响深远的变化，那就是创业和创新上的诸多抑制和局限，正在消失。突然之间，就是现在。这让我们想起美国经济复苏的往日时光，我们的国内生产总值开始起飞，美国和世界达到前所未有的财富水平。现在也许正是以创业和创新打造美国新经济时代的破晓时分。周末创业位于这场革命的最前线：一次从基层崛起的运动，把技术、工具和网路带给最想为世界创造良性改变的人们。总之，当后代蓦然回首这个时代，会不禁赞叹我们在此最黑暗的时刻，竟看见星光。」

——卡尔·施拉姆与史蒂夫·布兰克





周末创业第5步：调整、精进直到成功　
英文



「成为创业家是一段历程，不可能一个周末就走完，但你可以在54小时内打好必要的基础。关键就是从你必经的历程开始着手。」

创业就是决定自己想做什么，然后让人付钱请你做。怎样才能成为一位成功的创业家？实际上，成为创业家就在于决定自己想做什么、擅长什么，然后设法让人付钱请你做这件事（通常是照此顺序）。这需要策划与创意，以及一些不可避免的风险。

用阶梯来描绘这段历程是最好的方式：


	有些人一开始是「意外创业者」——他们先是有个创造额外收入的副业，然后有一天，他们决定试试看能不能把兴趣转换成某种工作。不是每个人都经过这一阶段，所以错过这个阶段也很平常。

	下一阶段是采取「创业的跃进」——此时你想解决一个问题，并付诸行动解决这个问题。

	第三阶段是「共同创办人的跃进」——你若不是自组团队便是加入跟你志同道合的团队。在这里你开始开发一个最低限度的可行产品，并持续进行精进，直到潜在客户认为它又好又有价值。

	接下来是「新创事业的跃进」——这时你获得所需的资金，并且全职投入新创事业。屡见不鲜的是，在这个阶段你会想办法靠副业存活下去，直到新创公司有固定的营收来源，足以自给自足。通常在这个阶段，为了省钱你会在车库或朋友提供的场地工作。

	然后是「取得资金的跃进」——现在因为你有不错的产品和持续增加的客层，吸引投资者开始参与。此时你要决定所有权的结构，并成立法人机构，让投资者可以投入资金。你搬进你的第一间办公室。

	其次是「扩大规模的跃进」——这时你引进创投基金或更多投资者，好让你雇用更多人，在未来成长更快。

	如果一切顺利，你来到「向外拓展的跃进」——这时你开始收购较小的新创事业，同时打造你的管理团队。或者换种方式，也可能是你被大公司收购，你拿到一大笔钱，重新把这些阶段再走一遍。

	如果你鸿运当头，就会进入「股票首次公开上市的跃进」——当你的股票挂牌交易，早期投资者获得现金回报，新投资者加入行列。这种事并不常见，但确实会发生。

	随着你的企业继续成长，直到你做到「财富500大公司的跃进」——这时你已是个大咖了。



重点在于爬这个梯子一步比一步困难。成长的每个阶段各有其挑战和冒险。你必须牢牢记住自己身在何处，欲往何处，才能持续往上爬。


大师观点：

「这是我们在周末创业活动中行之有年的模式，我们相信这是一个很好的出发点。它让我们每个创业者形成共识，据此判断我们在鼓励新创事业的形成上做了多少。例如，我们可以看到，人们是否受困于某个特定的阶段，并决定我们能否投入资源帮助他们。就我们的经验，很多人被卡在创业的跃进和取得资金的跃进之间，因为他们往往跳过共同创办人的跃进这一阶段。他们对自己的点子守口如瓶，既不知道如何组成团队，也不知道到哪里找合适的人才。我们认为这是周末创业的重要利基。但是，我们也希望有更多已经成立的团队，加入周末创业——招募更多新人才同时听取新观点，并且帮助他们推动已经展开的项目。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



周末创业的优点是，它可以帮助人们更常往上一个阶梯跃进。创业吸引关注形成全球普遍的现象，其中最有趣的一些发展则发生在地方上。周末创业提供面对面的沟通机会、促成团队形成，并让那些有意跃进的人找到适合的人才，帮助他们往上层阶梯跃进。参加这些活动的人互相形成所谓的「创业生态系统」，是件很棒的事情。


大师观点：

「一场创业革命正在发生。许多人怀疑这会不会是另一场泡沫，有泡沫就会有破灭。但新创事业革命建基在科技和商业的结构性与持续性的改变。诚如创投家查理·奥唐那所言：『从来没有见过这么多的内容和这么多的资源，可供创业者使用。如果你想开创什么，你已没有借口说有所不知。』与其孤军奋斗，开发不出理想的构想，你可以直接去查明创投家愿意资助哪些项目。许多创投公司有部落格描述他们特别感兴趣的模式。整个系统近年来已变得格外透明。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特



这场革命主要由持续的科技变革所推动。使用像谷歌应用程序这种工具，现在只要10至15分钟，就可以成立一个网站并开始运作。每个人都可以取得使用才付费的工具，而这些工具对早期的创业家来说，曾经昂贵到让人却步。现有各种网络社交工具，可以迅速、果断地验证点子是否可行。


大师观点：

「周末创业提供不同的人不同的功能。周末创业帮助创业家，在各自的历程中爬上另一个阶梯，无论他们目前处于阶梯的哪一个阶段。对于那些知道自己在做什么的人，这个周末提供一个把事情完成的浓缩时程。他们知道他们可以找到人才，在那个周末仅仅关注与他们创业愿景有关的事务，并实际推出某项成果。还有一些人，则把周末创业看作结交人脉的机制，一个单纯与人结识的方式，即使这个周末过后，你离开这里没有成立任何公司，但至少有70位之前互不相识的人，现在彼此认识。谁知道接下来会发生什么事呢？也许若干年后，当某个参加过周末创业的人进入一家新公司，他或她或许会联络团队成员并询问，是否有人对新机会感兴趣。随着时间推移，周末创业将继续为有志创业的人，制造一些简单的联系关系，当然也可能是强而有力的关系。周末创业在真正有心想让创业生态系统发挥作用的社群中，形成人脉的枢纽。我们都习于仰赖经济体系中的大咖——如政府、大企业、超级富有的慈善家——并以为只有他们才能决定我们的社会或世界的成败。但现在有意愿，也有才干的全球人脉，他们投入这个新创事业的模式。这些创业家——所有的创业家——是世界上最强大的向上力量。」

——马克·耐格，克林·尼尔森与法兰克·诺里格特





Main Idea

Startup revolution　
中文





There has never seen so much content and so many resources available for entrepreneurs. Startup Weekend is at the forefront of this revolution: a grassroots movement that brings technology, tools, and networks to the people who are most committed to creating positive change in the world.

Startup weekend is about taking an idea and turning it into a going business concern over the course of a weekend. Instead of having a long and expensive development period, this is learning by doing. The essence of the startup weekend experience is:


"In the future, we will look back at this decade (2010 to 2020) as the beginning of an economic revolution as significant and world-changing as the Scientific Revolution of the sixteenth century and the Industrial Revolution of the eighteenth century. We are currently standing at the beginning of the entrepreneurial revolution. This doesn't mean just more technology-based products (though we'll certainly get our share of those). Rather, this is a revolution that will permanently reshape business as we know it, and more importantly, change the quality of life across the entire planet for all who come after us. And organizations like Startup Weekend are at the very forefront of this groundbreaking development."

—Carl Schramm and Steve Blank



The idea of going from vague concept to a going business concern over the course of one weekend has become feasible because of several interlinked technological developments. Instead of getting bogged down in analysis paralysis, participants pick idea and get to work making it happen. The startup weekend approach may well signal the birth of a future golden era of entrepreneurship.


Underlying Philosophy


The whole underlying philosophy of startup weekends can be encapsulated in two ideas—

Earlier generations of entrepreneurs had the mindset to launch a company, you first had to sit down and write a business plan which mapped everything out in fine detail. You then attract funding, hire staff and get to work executing the plan. The startup weekend approach is instead of writing a plan you pick an idea and get busy making it happen. Then you make ongoing improvements to your idea based on the feedback you receive. Functional startups can crop up around any idea if you just do it.

One of the great things about startup weekends is they encourage people who have possibly never even entertained the idea of becoming entrepreneurs before to have a go. It's much easier to get people to commit to spending a weekend coming up with a viable business idea than if you say they need to sit down and spend weeks generating a business plan. The startup weekend philosophy has lower levels of commitment and therefore people are more likely to participate.


Key Thoughts

"People come to Startup Weekends for different reasons. Some have a business idea already in mind, and they see Startup Weekend as a vehicle for making that idea succeed. However, this can be difficult at times. What if you assemble a team and the people on it like your idea, or a part of your idea, but envision it playing out in a different way？Part of being an active and valuable participant at Startup Weekend is making sure that you trust your partners and that you empower them to make decisions about your idea. The only teams that will be really successful are those who discuss an idea at an early enough stage. The idea should be sufficiently undeveloped, and have a founder who hasn't yet decided exactly how it should be executed. The earlier that people are willing to get input, the more likely they are to have a successful venture. For many people, though, Startup Weekend's value lies much more in the relationships that they form at our events than in the business ideas themselves. People will leverage those relationships after Startup Weekend has ended in order to form new companies and gain new contacts in the business world."

—Marc Naggers, Clint Nelsen and Franck Nouyrigat



The other reason why startup weekends work is in recent times, there has been a democratization of entrepreneurship. Or put another way, technology has removed many of the expenses and impediments which previously applied to startups:


	Product development cycles have been compressed and it's now feasible to get prototypes put together very cheaply and quickly. The development costs for both digital and physical products have come down by a factor of 10 or more over the past decade.

	Venture capital activities have become more widely dispersed. Instead of being concentrated just to an elite few forms in Silicon Valley, there are now more angel investors and more incubators around. The sources of seed capital have grown which means more startups are happening today.

	Startups have become better understood and a management science has grown up around them. Rather than running a startup like a small version of a large enterprise, people understand what needs to happen at a startup. Better management tools are becoming available all the time.





Chapter 1　Action-based networking　
中文



The key to making the startup weekend work is to create an atmosphere of action-based networking. Rather than working on making the right impression, you get to understand and tap into the skill sets of the people around you. Everyone who attends a startup weekend must join a team and must contribute in a meaningful way. That insistence on participation creates a unique high-energy, low-risk setting where ideas can thrive.

Some people attend business school to try and generate some networking opportunities but the problem is at most networking events, people are focusing on looking and sounding good. If you're looking for someone to help you turn your idea into reality through a startup, it's more important to get to know what the person you're speaking with can do-and that's what the startup weekend concept excels at achieving.

Everyone who goes along to a startup weekend is expected to join a team. If you have an idea you want to develop into a business, you try and attract a team of people to work with you at an open mic event on the Friday evening where everyone gets to make a 60-second pitch. After that open-mic session, the "Top 20"ideas get selected. If your idea is one of those selected, you can then form a team to help you develop your idea from those who come forward and express an interest. If your idea doesn't make that Top 20 list, you can then decide which team you want to join.

The whole ethos of startup weekends is you get to network with people and gain experience by working alongside them developing something rather than being restricted to learning about the theory of how to do something-the learning style of most business schools. After working intensively with the people on your team over the course of a weekend, you will understand their skill sets very well-their strengths, weaknesses, energy, competencies, passions, talents and more. The pressure of working to such a tight timeline forces people to show their true colors.


Key Thoughts

"Action-based networking does more than provide entrepreneurs with team members quickly and efficiently. It also breaks down a lot of the artificial barriers that stand between entrepreneurs. Meeting potential business partners through the traditional routes can mean picking people who look like us, or went to the same schools, or come from the same part of the country or the world. However, we all know that these are arbitrary reasons to hire someone or work with someone. In a setting like the one presented at Startup Weekend, entrepreneurs use the people who are there. They can't sit around and wait for someone they feel comfortable with in a social situation. They have to find someone they can work with, and the sooner, the better."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



The other key aspect of the startup weekend experience is this is a very low-risk way to find people to build a company with. All you're committing to doing is to work with your team for one weekend away from all the normal distractions and time drains.

At the end of that time, you can walk away if you don't like working with the other people. That low level of risk is an important element to the overall viability of startup weekends as a business development vehicle. In practice, startup weekends are a high-energy, low-risk setting for business development. They force aspiring entrepreneurs like yourself to get out of your bubble and form working relationships with people who don't do what you do. As business veterans can attest, the more diverse the backgrounds of the people who work on a project, the more robust the end idea which comes about will be.


Key Thoughts

"Startup Weekend has begun to attract investors and startup veterans to its events, people who want to see what (or, more importantly, who) is the next big thing. Investors are often bombarded with proposals for new business ideas. How can they know who will follow through？First-time entrepreneurs with no prior track record will have difficulty getting their proposals to the top of the pile. But Startup Weekend allows investors to watch the development of an idea from a pitch on Friday night (a twinkle in the founder's eye) to a real business model—and sometimes even a real business-by Sunday night. Even if an investor doesn't fund that idea, he may find a person he would be willing to back in the future."

—Marc Nager, Clint Nelsen and Franck Nouyrigat The startup weekend template





Chapter 2　Pitch for talent　
中文



Good ideas need great teams if they're to go anywhere. The first activity of any startup weekend is the cattle call for ideas-everyone has 60 seconds to present their idea and attract a team of people who can make it happen.

Every participant in a startup weekend experience has the opportunity to make a 60-second pitch. The idea here is to pitch for talent to make your idea become a reality-which is different to the usual practice where you pitch for funding. So what can you cover in 60-seconds?

Based on the experience of the 34,000+ people who have attended startup weekends thus far, the best way to do this is to use your 60-seconds this way.

The natural inclination of most people is to spend too much time focusing on who you are. While it's true the audience will want to know something about you, that should be covered off with just a brief sentence or two. The key here is to get to your main point quickly and to explain the problem you've noticed and the solution you want to develop. Everything else is just window dressing.

And taking into account the audience will be listening to one pitch after another, it helps if your solution sounds catchy and memorable. In fact, if you can get everything down into a sound-bite, the entire better. Some of the catchy tag lines which have been used in startup weekends of the past include:


	Giant Think well: Fast, fun and addicting game play.

	Launch Rock: Create a viral "Coming Soon" page in minutes.

	DressMe: Style with a smile!

	Food spotting: The best foods and where to find them.

	Task Ave.: Remember what you need to do when you need to.




The whole challenge in this kind of open mic style call for talent is you have to figure out a way to rise above the din in order to attract the kind of talent you will need to make your idea happen. Some people are naturally very good at doing this while others struggle. You have to figure out how to pull this off.



Key Thoughts

"Then there are those people who, though very passionate about their ideas, have difficulty when it comes to communicating them. Nick Seguin, Manager of Entrepreneurship at the Kauffman Foundation, says that while it helps for an entrepreneur to be driven, the passion is not going to save you if you can't get other people on board. If you're having trouble finding teammates，"you have to be able to extract yourself from the situation and figure out how to either communicate the vision [more clearly] or evolve the vision so you can get people on the same page with you."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



People will be attracted to a great idea but they will be even more likely to get involved if you display a high degree of energy, commitment and passion. If you can get the chemistry right and assemble a team where people complement each other, it's impressive what you can achieve over the course of just one weekend. With that in mind, it's a good idea to also give some thought beforehand to your plans for the future:


	Are you planning on pursuing this project in the long term?

	Is this something you will commit to full-time or is it just a side spare-time project for you?

	If you take the idea forward, would you expect to be CEO of the company executing this idea or do you hope to attract someone who would fill this role?

	Do you have a plan or tentative timeline?

	Do you have a clear idea of the kind of people you're looking to get involved with your project?



There are no universal or absolutely right or wrong answers to these questions. The important thing is that you think about these issues and then be transparent in explaining what you're looking for when you talk to the people who want to join your team.



Chapter 3　Assemble a Team　
中文



Working together as a team over the course of a weekend provides an intense experiential education for everyone involved. The best way to learn anything is to do it rather than to talk about it or just think about it. By tapping into the talents of your team and coming up with real-world solutions, you get a feel for where you need to head. This is a matter of prioritizing your limited time and prioritizing and simplifying.

Startup weekends are an intense learning experience where you learn by doing. You get totally immersed in a startup atmosphere as you put together a team which must build solutions, overcome obstacles and ideally gear up to meet real market demands. It's much more hands-on than reading a case study. You learn by getting outside your comfort zone and by doing what's required and by the instant feedback you receive.

The fact startup weekend is precisely that-a weekend-means there is a clear-cut deadline. This is good because it forces all participants to narrow their tasks down to just the most vital ones alone. To have something ready to showcase by Sunday night, you have to pare back what you'd like to do and get down to work on just the key ones. In fact, most teams find they end up following this kind of project management approach:


	Most projects start with a brain dump where everyone comes out with their ideas-no holds barred. Everyone on the team contributes whatever suggestions they can to the idea being discussed and you do a little digging on the Internet to see what's already out there which is comparable. By the end of the brain dump, you come up with a viable idea.

	Next, you prioritize what needs to get done to get that idea to the point at which you can present it in the Sunday night competition. What you're aiming for here is to build a minimum viable product (MVP) over the course of the weekend. You have to figure out what you can accomplish with the time, resources and talent your team has available and get going.

	Finally, you allocate tasks and set deadlines. Sometimes who does what will be obvious while at other times figuring this out will take a few smarts .Since time is short, you will be forced to allocate tasks to members of the team and let them take full ownership of completing it. You have to be realistic about what people can do but at the same time set tasks which are challenging and force everyone to stretch to achieve them. Remember, people are committing to the team for just one weekend so the risks are quite low but it's amazing what people can accomplish when placed in this kind of pressure cooker environment.



Keeping track of progress should be kept simple. Often, a chart like this will suffice:

For each person on the team, you write their assigned tasks on individual Post-it notes and place them in whichever column applies. As they complete a task, the Post-it note moves from the "To Do" column to the "Done" column. Experience has shown it's generally best to have each person working on one task at a time. That minimizes distractions and lets people focus on doing those tasks well. Team members then check in with the team leader every few hours to talk about how much progress they've made.

Idea validation-funding out whether or not there is a market for your product-is an essential and vital part of startup weekends. You have to figure out whether people would want this product today if it was available. It's more important to know this than it is to develop a spreadsheet which shows hockey-stick growth plans and insane amounts of revenue five years down the line. Figure out the problem, your solution and what people think. This maybe a matter of speaking with others at the startup weekend or you could post a few questions on your Face book page and see how people respond over the course of the weekend.

It's also helpful to keep in mind the three main criteria which the judging panel will be using for the Sunday night presentations.


Key Thoughts

"Too many features overwhelms users and takes the focus away from what you are trying to do. Ultimately, you need to[concentrate]on the core of the idea, iterate, and launch the most simplistic version."

—Eric Koester, cofounder of Zaarly (an online marketplace for local services and products)





Chapter 4　Develop your business model　
中文



Working together as a team over the course of a weekend provides an intense experiential education for everyone involved. The best way to learn anything is to do it rather than to talk about it or just think about it. By tapping into the talents of your team and coming up with real-world solutions, you get a feel for where you need to head.

This is a matter of prioritizing your limited time and prioritizing and simplifying.


Key Thoughts

"Startup Weekend offers true experimental education. Opportunities for experiential education can be found in all areas of life. From cooking classes to frying lessons, learning means rolling up your sleeves and getting to work！"

—Marc Nager, Clint Nelsen and Franck Nouyrigat



Since only some startups soar while the majority falls by the wayside, many people assume starting a company is a matter of having good luck or being in a location like Silicon Valley where there is the right mix of capital, people and expertise. The startup weekend philosophy is that businesses flourish or die because of their business model rather than their geographical location. And rather than worrying about revenue generation and cash flows, the key input to gauge when developing a business model is to figure out what customers want.


Key Thoughts

"Steve Blank developed his theory of customer development in response to the patterns he saw in startup successes and failures. He began to explain the keys to this idea in his classes at Berkeley and Stanford. The first and most important: Leave the building. Talk to customers. Don't go too far down any road, and don't spend too much time developing any product until you know what the customers want. Blank says that one of the major mistakes startup enterprises make is confusing the founder's vision and passion (which he says is" essentially a faith-based enterprise on Day One") with actual, concrete facts. People who have agreed to work on a startup believe that the founder somehow implicitly understands the customer's problems and needs. They have signed on to do the work because they have a great deal of faith in the business's underlying concept. The team and team leader are the elements who should make people want to join-not the idea. Remember: Ideas are a dime a dozen. No founder, no matter how smart, can read customers' minds. And if people confuse their confidence in the founder with their confidence in the idea, then they make the next fatal error. They simply take the founder's vision at face value and conclude, as Blank puts it: "Now I should simply start building the product as per my vision, and when I'm done, I'm going to release it, ship it, and money will just start rolling in."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



With this in mind, the emphasis for startup weekends is to look closely at the team that comes together around an idea, the overall vision for where they want to head as a result of speaking with potential customers and who has actually bought into the idea. Get these factors right and it's almost certain the business model will come together as well. So how can you gauge what people want out of a product in the course of a single weekend? Some ideas:


	You can do quick electronic surveys. (Twitter and Face book polls, aytm. com, wufoo surveys, poll daddy, etc.

	You can walk around the room and talk with the people on the other teams.

	You can leave the building and start talking with those who have a little time on their hands-like people in coffee shops or nail salons. It's amazing what you can learn by using your feet.



Remember, the idea here is not to sell people your product. Instead, you're trying to explore the marketplace in order to gain knowledge. Therefore, you need to ask open-ended questions and avoid being offended if people trash your initial product idea. Since you've invested nothing but time and energy into the project thus far, it's far better to get this feedback sooner rather than later.


Key Thoughts

"Have you ever noticed how the best conversations tend to wander away from the original talking point, and head towards interesting, uncharted territory? When you're talking to potential customers, do everything you can to let these types of engaging discussions emerge. Don't stop them when they're leaning forward in their seat with their eyes wide, adrenaline surging, paying rapt attention to the conversation. I used to take a rigid, formal approach to customer development interviews until I realized that I never got many good ideas or feedback from those conversations. My scripted questions made people uneasy, and they weren't willing to open up with what they*really*think. Now, I don't think of these interviews as anything more than an opportunity to build a relationship and learn from an interesting person. I ask about their story, how they got started doing what they do, what they've been reading lately, where they want to be in five years. This gives me a holistic understanding that no survey will ever be able to replicate, because it takes a genuine human connection for people to feel comfortable opening up."

—Nathan Bashaw, founder, Thoughtback.com



It's not just when you're thinking about what to build that you should source some feedback. Once you've developed the prototype of your minimum viable product, you should revisit these sources of feedback. The same rules will apply:


	Go to people you don't know personally and ask them some open-ended questions.

	Don't be offended by the results or try to manipulate them to align with your preconceived ideas. Be brutally honest.

	See if you can incorporate this real-world feedback into your next version.

	Try and formulate some hypotheses about your product:
	To whom will this appeal?

	How many of these types of people are out there?

	How will we get to these people?

	How many people will come to our Web site?








Key Thoughts

"A lot of business books out there (for entrepreneurs and anyone else) emphasize persistence. The notion is that you should just keep trying your product, and talk about it in different ways. Keep working in your basement and eventually all that hard work will pay off. The bottom line, however, is that it may not. And if you talk to your customers early and often, you will find that out sooner rather than later and free yourself to move on to an idea that will actually work."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



One concept which has gained a lot of attraction in recent years has been the idea of "lean" and "agile" business models. The mantra behind these and other similar methodologies can be succinctly stated as: "Release early, release often." Instead of taking your products through a long-winded development cycle, get some early prototypes in front of customers and let them give you feedback. Keep changing the product to adapt to incorporate their suggestions. That's what you're attempting to do here.

Of course it will be obvious the lean/agile approach outlined here only works if you're prepared to pivot and head off into new directions as the need or opportunity arises. This is not something that comes easily when you've spent thousands of dollars and many months of effort on product development but it's much easier to do over the course of a weekend. The startup weekend is the perfect venue to learn how to do this well so you can Improve the quality of what comes out at the end.


Key Thoughts

"We put a lot of emphasis on the time limits of Startup Weekend；They are obviously a salient Feature. However, it can be helpful to take some time to organize your team rather than diving right into the project. It may seem like you're wasting precious minutes when you do this, but it can really help in the long run (i.e.，the next 24 hours) when the pressure is on. You can put the process in place while things are relatively calm, and then rely on it to carry you through when things start to get crazy."

—Marc Nager, Clint Nelsen and Franck Nouyrigat

"What's happening is something more profound than a change in technology；The change is in the fact that the many inhibitors and limitations to startups and innovation are being removed. All at once, starting now. We may recall it as the time when we reinvented the U.S. economy and our gross domestic product began to take off, and the United States and the world reached a level of wealth never seen before. It may be the dawn of a new era for a new U.S. economy built on entrepreneurship and innovation. Startup Weekend is at the forefront of this revolution: a grassroots movement that brings technology, tools, and networks to the people who are most committed to creating positive change in the world. In short, this era may be the one upon which our children will look back and marvel that when it was the darkest, we saw the stars."

—Carl Schramm and Steve Blank





Chapter 5　Adapt and iterate to success　
中文



Becoming an entrepreneur is a process. It doesn't happen in a weekend but you can put in place the foundation upon which it can come about in that 54-hour timeframe. The key is to get started on the path you need to take.

What does it take to become a successful entrepreneur? In practice，becoming an entrepreneur is about determining what you'd like to do, what you can do well and then figuring out how to get someone to pay you to do that (usually in that order) . It requires planning, creativity and always some risk. The best way to visualize this pathway is as a ladder:


	Some people start as "accidental entrepreneurs"-they have a sideline project which earns a bit of extra cash and then one day they decide to see if they can turn their passion into a job of some sort. Not everyone goes through this step so it's not at all unusual to miss this altogether.

	The next step is to take the "entrepreneurship leap"-where you want to solve a problem and you commit to doing something tangible about it.

	The third step is the "cofounder leap"-you either form or join a team which is focused on the same issue you are. This is where you develop a minimum viable product and start iterating it over and over until you have something which is robust and valuable in the eyes of potential customers.

	Next is the "startup leap"-where you secure the funding that's required and commit to work full-time on or in your startup. More often than not, in this stage you figure out a way to survive by doing side projects until your startup has established revenue streams from which you can pay yourself. Typically in this stage you work out of your garage or a friend's space in order to save money.

	Then comes the" funded leap"-you now have investors getting involved because you have a great product and a growing customer base. Here you need to decide on an ownership structure and you form a legal entity which investors can put money into. You move into your first office.

	Next is the "scaling leap"-where you bring in venture capital or additional investors so you can hire more people in order to grow faster in the future.

	If everything is going well, you then come to the "external growth leap"-where you start acquiring smaller startups and building your management team. Or alternatively, you may be acquired by a major corporation and be able to cash out so you can started working the ladder all over again.

	If you're exceptionally fortunate, you then go through to the "IPO leap"-where early-stage investors cash out and new investors come onboard as you list on the stock exchange. This is not a common occurrence but it does happen.

	You then continue to grow the enterprise until you make the "Fortune 500 leap"-where you become a big player.



The whole point is each rung on this ladder is harder to reach than the one below it. Each stage of growth has its own challenges and adventures. You have to keep in mind where you are and where you want to head next in order to keep moving up the ladder.


Key Thoughts

"This model is something we have been working on at Startup Weekend for a while now. We believe it is a good place to start. It gives all of us in the entrepreneurial community a common understanding by which to judge how well we are doing at encouraging the formation of startups. We can see, for instance, whether people are getting stuck on a particular step and determine whether we can add resources to help them. In our experience, a lot of people get stuck between the entrepreneurship leap and the funded leap, because they tend to skip over the cofounder leap. They are keeping their ideas to themselves. They are not sure how to form a team or where to find the right people. We see this as an important niche for Startup Weekend. But we'd also like to get more groups that have already formed to take part in Startup Weekend-recruiting more of the new talent and listening to fresh perspectives, as well as helping them progress with projects on which they are already working."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



The good thing about startup weekend is it helps people make leaps up the ladder more often. For all the attention entrepreneurship is attracting as a global phenomenon, some of the most interesting developments in entrepreneurship are taking place at the local level. Startup weekends are an opportunity for face-to-face communication, for teams to form and for people who are interested in taking the leap to secure team members who will help them move up the ladder. People who attend these events network with other members of what can be termed an "entrepreneurial ecosystem" which is good.


Key Thoughts

"There is a startup revolution currently taking place. Many people are wondering if it's just another bubble. There is probably a bubble and it will burst. But the startup revolution is based on structural and sustainable changes in technology and business. As venture capitalist Charlie O'Donnell says，"There has never seen so much content and so many resources available for entrepreneurs. If you're looking to start something there's no excuse for you to be uninformed. "Rather than becoming frustrated while trying to develop ideas alone, you can actually find out about the kinds of things that venture capitalists are willing to fund. Many venture capital firms have blogs that describe particular models that are of interest to them. The whole system has become much more transparent recently."

—Marc Nager, Clint Nelsen and Franck Nouyrigat



Much of this revolution is driven by ongoing changes in technology. By using a tool like Google Apps, it's now feasible to have a Web site up and running in 10 to 15 minutes. Everyone has access to pay-peruse tools which would have been prohibitively expensive for earlier generations of entrepreneurs. There are all kinds of social networking tools which can be used to validate ideas quickly and decisively.

Key Thoughts

"Startup Weekend serves different functions for different people. Startup Weekend is helping entrepreneurs reach the next step in their respective journeys, wherever they currently are on the startup ladder."

For those who know what they're doing, the weekend offers a condensed chronological period in which to get things done.

They know they can access people, focus solely on things related to their entrepreneurial vision over that weekend, and actually launch something. For others, Startup Weekend is a community builder. It's simply a way to meet people, and even if you walk away with no fully formed companies after the weekend, at least 70 people who didn't know each other before now do. And who knows what could come out of that at some point down the line?

Maybe a couple of years from now when one person from that weekend gets involved in a new company, he or she will call the team and ask if anyone is interested in a new opportunity. Over time, Startup Weekend will continue to create loose ties among people who have some interest in entrepreneurship, and it will create strong ties as well.


"Startup Weekend has formed a kind of nexus of people in communities who are really committed to making the startup ecosystem work. We all have a tendency to look at the big players in an economy-government, big business, super-wealthy philanthropists-and assume that they will make or break the eventual success of our community and our world. But now there is a willing and able global network of people who are committed to the startup model. These entrepreneurs-all entrepreneurs-are the most powerful force for good in the world."

—Marc Nager, Clint Nelsen and Franck Nouyrigat
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