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A123Systems, Inc., 73-75
Acquisitions, 39
Action-oriented questions, 25
Action(s)

decisive, 11

as factors in entrepreneurship, 6
Advertising. See also Virtual channels

pay-per-click, 117

on the Web, 121

word-of-mouth, 151
Advisors, as resources, 175
Airline industry, 94-95
Amazon Elastic Compuce Cloud, 130
American Express, 146
Analysis, in the strategy process, 141
AngelDeals.com, 97, 117, 118, 120,

235

needed resources for start-up of, 236
Angel investors, 213, 216
Anti-customer behavior, 224
Apprentice, The, 2
Art of War (Sun Tzu), 95
Assessment, in the AVOID cycle, 251
Assessment, Vision, Options, Initiatives,

Do It! (AVOID) cycle, 250-253

Assets, 160

values of, 63
Assumptions, 164, 165

265

Auctions 5¢
onling, .05-106
Avacais, 124-125

PABSON negotiation phase,
204-205
Bad industries, 94-95
Balance sheet, 157, 158-161
Banking relationship, beginning, 195
Bankrupt properties, 64
barackobama.com, 125-126
Beading Café, executive summary of,
188-190
bebo.com, 124
Being unstoppable, 11
Ben & Jerry’s, 134-135
Ben & Jerry’s Foundation, 134-135
Beristain, Edith, 39-40
Best Alternative Before Shutting Off
Negotiations (BABSON)
negotiation phase, 204-205
Best practices, 93
absorbing, 40-41
borrowing, 38
competitors’, 95
in technology ventures, 77-78
best-web-directories.com, 118
Big opportunity, lack of, 22
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bizbuysell.com, 38, 65
bizquest.com, 65
blogger.com, 118, 127
Blogs, 118-119, 124
starting, 127
bocajava.com, 116, 117
Boldness, 8
Bold visions, 9
Bookstore café business, 165-167,
168-169
Bootstrapper’s Checklist, 86, 87
Bootstrapping, 79-87, 109, 215
downsides to, 80
process of, 85-86
pros and cons of, 86
reasons for, 80
Boston Duck Tours, 40
Brainstormed ideas, examples of,
239-240
Brainstorming, 10
power of, 26
as a problem-solving tool, 23-26
sessions, 230
Brand recognition, 5
Breakeven analysis, 157, 168-169,
170
Breakeven sales, 168-169
Bright Horizon child care centers, 105
Brown, Elizabeth, 68
Buffett, Warren, 65
Burning bridges, 21
Business, start-up phase of, xv, See also
Businesses
Business activities, enjoying, 41
Business design, See also Virtual business
design
elements of, 103-104
in an executive summary, 186-187
focus on, 114
importance of, 104
Money Machine and, 101-103
socially conscious, 133-137
Business design lessons, 107, 110
Business design options, 101, 105-106,
107-111
socially responsible, 134-136
Business education, 107

Businesses. See also Bootstrapping;
Large businesses; Small businesses;
Socially conscious businesses;
Successful businesses

acquiring, 65

assessment of, 36-37

healthy, 160

launching, 79

launching to benefit from
government spending, 70

launching to satisfy consumer needs,
66, 68

launching to satisfy pressing business
needs, 68

steps in coalescing. 253-240

success versus fairire of, 27

Business fit, 41. Sec also Fit; Personal fit

personal, 37, 41-42

Business gcals, clarifying, 208-209

Business goal statement, 208

Busisiess growing pains, 243-254

Business growth

bootstrapping and, 80

stages of, 246-248
Business growth experiences, 243-253
Business ideas

finding, 36-37

personal fit of, 37, 41-42

Business identity, creating, 234-235

Business methods, differentiated, 29,
145-147

Business needs

exploiting changes in, 69

launching a business to satisfy, 68
Business networking site, 124
Business plan

developing, 181-195

importance of, 4-5

topics in, 181-182

Business service providers, as resources,
175-176

Business Size, Growth Rate, Risk,
Capital Needs matrix, 58, 59

Business skills, growing, 77

Business stages, 18-19

Business strategy, importance of, 139

Business sustainability, 37
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Buyers, power of, 91
Buying decisions, customer, 226-227

Capital issues, 55
Capital sources
miscellaneous, 213
putting together, 215
selecting, 211-215
Career risks, 21
Casey, Jim, 68
Cash flow, 157-158
controlling, 86
critique of, 193
draft projection of, 170
Cash flow analysis, 159
Cash flow projections, 70
Cash flow statement, 157, 168
Cash-producing assets, acquiring, 63—-64
Catalogs, ideas from, 39
CEO (chief executive officer)
compensation for, 31
critique of, 192
Challenging economic times, exploiting
opportunities during, 61-71
Changes, as opportunities, 250-253
Chiang, Yet-Ming, 74, 78
City Year, 134
clarizen.com, 129
Cloud computing, 129-130
code.google.com/appet.oine, 130
Cohen, Len, 79, 82, 23
Collaborative sites, 126
types of, 130
Collateral, 211
Collateral assets, 160
College Hype, 85
Commercial property, 64
Commitment
making, 12
power of, 8-9, 253-254
Commodore Hotel, 1
Communication
continuous, 230
effective, 10
Community, giving back to, 135-136
Companies, perspective on
relationships, 227-229

Printer Name: Courier Westford, Westford, MA

267

Company culture, as a resource,
174-175
Company growth, financial needs for,
210
Company growth phases, money needs
at, 209-211
Competing marketplace forces, 89-93
Competition
analysis of, 95
bootstrapping and, 80
consequences of, 93
critique of, 193
in an executive summary, 185, 189
knowledge of, 94, 95
plan for dealing wita, 238-239
planning for thewar with, 89-100
Competitive Adzaniuge (Porter), 140
Competitive avantage(s), 49, 56
achieving, 93, 95
approaciies to gaining, 142-147
exjuolting ways to gain, 150-151
puints of, 145
sources of, 153-154
using Web 2.0 for, 123-131
on the Web, 115-120
Competitive rivalry, intensity of,
92-93
Competitive Strategy (Porter), 139-140
Competitive success, factors for, 27
Competitor analysis, 99
Competitor dynamics, 100
Competitor entry, erecting barriers to,
146
Competitors
best features from, 100
differentiation from, 103-104
obtaining information about, 95-98
Competitor sleuthing, 95-98
Competitor strategies, uncovering,
154
Competitor Web sites, 95
Computer consulting, 68
Computing capacity, mobilizing, 130
Concept, Design and Development,
LLC, 75-78
Concept growth stage, money needs at,

209
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Confidence, lack of, 23
Connectors, 121
Consulting companies, 52
Consumer businesses, 42
Consumer needs
ideas for satisfying, 67
launching a business to satisfy, 66, 68
Content providers, 121
Contrarian mentality, 71
Core capabilities, unique, 146
Core technology, in an executive
summary, 185
Corporations
forming, 235
socially conscious, 133
Cost of goods sold (COGS), 162,
164-167, 168
Costs, squeezing, 142, 143
Cowin, Peter, 145
Craigslist, 106, 120
Creativity, 29
Critical risks, understanding, 238-239
Culture, as a factor in competitive
success, 28-29
Current ratio, 160
Customer capture, cost of, 229-23(
Customer care, 225-226
Customer-centric company
importance of, 223-226
steps to building, 230-231
Customer-company retationship, 231
Customer complatnt monitoring, 230
Customer feedback sites, 126
Customer issues, 55
Customer model, 27-33, 146, 250
holistic nature of, 32-33
Customer needs, satisfying, 140-142
Customer neglect, 224-225
Customer relationships
developing, 146
managing, 130
mutually beneficial, 226-229
Customer relationship strategy, 147
Customers. See also Potential customers
access to, 32
bringing value to, 12
capturing, 239-240
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creating value for, xvi
fixating on, 223-231
perspective on relationships, 226-227
Customer satisfaction, 223
importance of, 28
Customer service, 98
superior, 145, 146-147
unsurpassed, 152
Customer treatment, rewarding,
230-231
Customized Web design, 128, 129

DaimlerChrysler AG, 144

Databases, usefulness of; 97

Debt, 211

Debt to equity ratic;.160

Decision making, 11

Decisive Actian; 11

Deflatios, ¢5

Dell PCs. 44

Dificientiated business methods,
employing, 145-147

wifferentiation, 103-104

Differentiators, 56

Disruptive global changes, navigating,
249-250

Distributors, dominant, 32

Diversification, 107

DMOZ.com, 118

docs.google.com, 130

Dobherty, Jack, 85-86

Doing business as (DBA), 235

Do It!, in the AVOID cycle, 252-253

Do-it-yourself model, 79-84

Do-it-yourself sites, hosted, 128

Door-openers, seeking and nurturing,
77

Dow Jones Industrial Average, 61

Ducks, 40

Due Diligence process, 183, 220

Dun and Bradstreet directory, 97

Early growth stage, money needs at,
209
Early-stage funding
path to, 216-218
sources of, 218
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Earnings before interest, taxes,
depreciation, amortization
(EBITDA), 162, 167

eBay, 104-105, 120

business design and, 105-106

Economic mission, of Ben & Jerry’s,
134

Economic recessions, 61-62

fallout from, 66

Economies, distressed, 63

Edison, Thomas, 17

eIBD online, 121

Einstein, Albert, 223

Eldred, Gary, 64

Electronic databases, 97

Emotional obstacles, 21

Energy storage technology, 74

Entrepreneurial culture, 31, 146

Entrepreneurial directors, hiring, 252

Entrepreneurial ideas, finding, 35-46

Entrepreneurial imagination, 119

Entrepreneurial opportunities

assessing, 50

characteristics of, 53-57
location of, 63-70

possible scenarios for, 51-52

Entrepreneurial optimists, 63

Entrepreneurial power, urleashing,
xiii-xiv, 3-13, 99

Entrepreneurial power ckills, success
and, 78

Entrepreneurial process, 4-6

Entrepreneurial resources, 171

categories of, 173

variations in, 172-178
Entrepreneurial skills, improving, 7-8
Entrepreneurial strategy, 152-154

defined, 139-142

issues facing, 51

proactive orientation of, 12

successful, 8, 172
Entrepreneurship

benefits of, 16

challenges and rewards of, xiv

defined, 6-7

Donald Trump on, 1-2

as a trial-and-error activity, 16-17

Environment, searching for new ideas
in, 37
Equipment, auctioning, 50
Equity, 211-213
Equity investor funding, improving
your chances of, 214, 216
Equity investors, interest from, 219-220
Equity partners, 217
Essential entrepreneurial power skills,
9-12
absorbing, 23
Essential Entrepreneurial Power Skills
self-diagnostic test, 12
Essential entrepreneuriqi skills, actions
related to, 12
Essler, John, 153
Example, setting, 251
Execution piceass, as a factor in
con.vetive success, 31
Executive summary, 182-183
deeloping, 194
cxample of, 188-190
outline and subtopics of, 184-187
10-Point Self-Critique of, 191-194
Existence business stage, 246
Expectations, reality-based, 219
Extreme knowledge, developing, 77

facebook.com, 124

Face-to-face meetup groups, 127

Face-to-face networking groups, 125

Face-to-face relationships, 147

Factoring companies, 213

Failure, 17

Family, as a resource, 176

Family pressure, as an obstacle, 21

fasrp.sc.egov.usda.gov, 64

Fatal flaws, 56

Fear, overcoming, 15-26

Federal Deposit Insurance Corporation
(FDIC), 70

Fiercest competitor, becoming, 98

50/50 partnership, 199-200

Finance companies, 213

finance.yahoo.com/lookup, 97

Financial assumptions/projections,
critique of, 193-194
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Financial literacy, 170. See also Money
entries
Financial loss, potential for, 18-20
Financial needs, stages of, 19
Financial performance, superior
sustainable, 139-140
Financial projections, in an executive
summary, 187
Financial resources, 177
brainstorming related to, 25
committing to opportunities, 54-57
conserving, 79
decision making and, 80
lack of, 17-18
Financial risk, 20
Financial statements, 157, 169
First-mover advantage, gaining, 146
Fit. See also Business fit; Personal fit
examples of, 42-44
exploring, 41-44
Five Forces, 89-93
Foreclosures, 64
Fractional ownership revenue model,
145
Franchising, 43-44
global, 245
information about, 98
Franchising Opportunities Guice, Y8
freshbooks.com, 130
Friends, as resources. 176
Fulop, Ric, 73-75,72
Funding plan, 207
Funding process, orchestrating,
218-219
Funding sources, advantages and
consequences of, 217-218
Funding targets, 218
Future growth and developments, in an
executive summary, 187

Gawain, Shakti, 26
Geo-Centers, Inc., 52
Geographic market, defining, 95
Getting to Yes, 10

Gillis, Frederick, IIT, 178
Girard, Joe, 151-152
Give-and-take exchanges, 197

Giving back, 78, 135-136
Global changes
disruptive, 249-250
turbulent, 38
Global franchising, 245
Global Money Machine, building,
65-66
Goals, in the entrepreneurial process,
8-9
Goethe, J. W. von, 254
Go/no-go decisions, 54, 58
Good industries, 93-94
Google, 120
Google AdSense progriin, 121
Google Adwords, 117
Google.com, 117,121
Googledocs, 129
Gordon, Micheel E., 2, 81-84
Gordon’s CUSTOMER Model, 28, 29,
335+, 149, 154
Geraon’s Money Machine, 101-102
Gordon’s Strategic Money Machine,
150
Gordon’s Strategic Planning Cycle, 251
Gordon’s Value Cycle, 243-246
Gourmet coffee bags, 113-115
Government spending, launching a
business to benefit from, 70
Graham, Nicholas, 84-85
Grand Hyatt, 2
Great Depression, 61-62, 70
Greene, Mark, 47-52, 79
Gross domestic product (GDP), 61-62
Gross profit margin (GPM), 162, 167
Group thinking process, 23
Growing pains, 243-254
Growth, projecting, 157-170
Growth phases/stages, 246-248
money needs at, 209-211
Growth trajectory, healthy, 243
Guerrilla financing, 213-215
Gut feeling, relying on, 58

Harvest issues, 56

Hay Market, 143

Health issues, 22

High-potential venture, critique of, 192
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High-technology company, building, 30

Holistic customer model, 32-33

How to Sell Anything to Anybody (Girard),
153

hud.gov/homes/homesforsale.cfm, 64

Hymotion, Inc., 75

IBM, 146
Iconix Brand Group ICON), 85
Idea funnel, 37, 38
Idea-hunting grounds, 38-39
Ideas

borrowing, 40

brainstormed, 239-240

defective, 54

Donald Trump on, 34

finding, 35-46

opportunities versus, 52—58

prevalence of, 37-41

recognizing the potential of, 39-40

for satisfying consumer needs, 68
Imagination, using, 146
Imagination resources, 32, 178
impact of changes on, 141
implementing, 152
Improvement

constant, 78

ideas for, 230
Income-producing property. 64
Income statement, 157, 1¢2-168

simplified, 16214
Income stream, loss of, 21
Industries, good and bad, 93-95
Industry Analysis Checklist, 96
Industry dynamics, 89, 100
Industry entrants, threat of, 92
Industry potential, sizing up, 93
Industry profitability, five competitive

forces that determine, 89-93

Industry trade shows, 91
Inertia, as an obstacle, 22-23
Infrastructure resources, 177-178
Initiatives, in the AVOID cycle, 252
Injection molding, 49-50
Innovation, 29

technological, 143-144
Innovative products/services, 143-144

Integrity, behaving with, 11

Interests, importance of, 41

Internet, word-of-mouth advertising
over, 118. See also Web entries

Internet technology, 73

Investment property, milestones for
purchase of, 178-179

Investment summary, in an executive
summary, 190

Investors, 183, 211

Invoicing, 130

Iron and Steel Technology Conference
and Exposition, 98

Jet transportation, crsoraized, 145
Joe Boxer company, 84-85

Joint Medical Products Corp., 77
Joint replaczinent technology, 75-78

Kepner/1 -egoe problem-solving
approach, 10-11
Ketde Creek Canvas Company, 53
I €y people, relationships with, 2
Keys to Success, 9
in an executive summary, 188
understanding, 238-239
kickapps.com, 128
Knowledge, developing, 77
Knowledge resources, 177

Large business, future of, 58

Leadership, transitioning to, 248-249

Leadership actions, 249

Leadership functions, 31

Learning process, xv

Leasing companies, 213

Liabilities, 160

Libraries, as an industry resource, 97

Licensing contracts, 34, 46

Life, as a work of art, 26

Life cycle, of an industry, 93

Life goals, listing, 8

Lifestyle venture, critique of, 192

LinkedIn, spreading your message on,
127

LinkedIn.com, 124

LinkedIn network, building, 131
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Liquidity, 65

Lithium-ion battery technology, 74-75
Low-cost supplier, becoming, 142-143
Low-price strategy, 143

Magazines, ideas from, 39
Magic customer, capturing, 239-240
mahara.org, 128
Management, as a factor in competitive
success, 30-31
Management team
building, 175
in an executive summary, 189-190
as a resource, 174
Market characteristics, in executive
summary, 189
Market dynamics, 55
critique of, 193
Market penetration strategy
critique of, 194
in an executive summary, 185-186
Marketplace
competing forces in, 89-93
power in, 90
Markets, unique access to, 146
Marram, Ed, 52
Marriott, 146
Master bootstrapper, becen:ing, 36
McTighe, Tim, 75-78
Meat business, businest. design of, 107
meetup.com, 125, 127
meetup.com groups, 131
Membership revenue models, 120
Mentors, seeking and nurturing, 77
Meta tagging, 116
Microelectronics industry, 93-94, 110
Milestone Chart, 9, 178-179
developing, 235-238
Milestones, reaching, 15
Mind-set, as a factor in
entrepreneurship, 6
Minnesota Mining and Manufacturing
Company 3M), 57. See also 3M
Corporation
Mission statement, in an executive
summary, 184, 188

Money, raising, 207-221. See also Cost
entries; Financial entries
Money Machine(s), xv, xvi, 16, 27, 29,
47,52,59,102-103, 110-111, 157.
See also Global Money Machine;
Strategic Money Machine;
Ultimate Global Money Machine
business design and, 101-103
converting an opportunity into, 244
designing, 101-112
strategic, 150
virtual business design for, 113-115
Money needs, 207
understanding, 209211
moonrisedesign.com, 128
Mortgages, securiug, 137
Multi-family rental property, acquiring,
64-65
myspace con, 124
mystarcucksidea.force.com/ideaHome,
20

NASDAQ, 61
National Labor Relations Board
(NLRB), 70
neededhere.net, 115, 130
Needed resources, mobilizing, 178
Needs, paying attention to, 173-174
Negative cash flow, 80, 158
Negotiating skills, 2, 71
Negotiating techniques, positional,
203-204
Negotiation
with Donald Trump, 196
principles of, 197
win-win, 10
Negotiation process, phases of,
200-205
Netjets, Inc., 145
Networking skills, growing, 77
Net worth, 160
New Deal, 70
New entrants, threat of, 92
New products, developing, 92
New ventures, ideas for, 37-38
Niche targeting, 29, 144-145
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ning.com, 128

Nonprofit organizations, strategic
alliances with, 134

Nonsuccess, 16-17

Nordstrom, 146

Nowachek, Charles, 76

NY Cheek boutique, 243-246

Obstacles, 1
actions related to, 26
types of, 16-23
understanding, 15
Olive, Peter, 145
Onmidyar, Pierre, 105
Online data searching, 97
On-site computer training business,
165, 167
Open Directory Project, 118
Operating profit, 162
Operational features, eBay, 105
Operations
in business design, 103, 105-107
eliminating pollution from, 135
in an executive summary, 186
for gourmet coffee bag Web business,
114
Opportunities. See also Opportuaisy
critique of, 191
Donald Trump on, 34,46
entrepreneurial, 47
in an executive s mary, 184-185
exploiting during cnallenging
economic times, 61-71
versus ideas, 52-58
lack of, 22
selecting, 47-59
Opportunity, 35-36. See also
Opportunities
as a factor in competitive success, 30
Opportunity hunting grounds, 63, 70
Opportunity recognition, 34, 46
Opportunity recognition stage, 54
Opportunity Screening Checklist,
53-54, 55-56
Opportunity Screening Funnel, 53, 54,
58-59
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oprius.com, 130

Options, in the AVOID cycle, 252

orkut.com, 124

Orthopaedic Development Corp.
(ODC), 77

Orthopedic reconstructive implants, 76

Partnering, 78
Partners, as resources, 174
Partnerships, creating, 71
Passion, following, 41, 43-44, 77-78
Pay-per-click advertising, 117
peopleaggregator.com, 128
People resources, 173-176
Permission marketing, 120
Personal fit, 55. Sze /o Business fit;
Fit
Personal powerskills, 53
Personal ‘elwidonships, bargaining
process in, 198
Physteal resources, 176-177
Plaiico Succeed negotiation phase,
201-202
Plastechnology
bootstrapping of, 79-86
case study of, 47-52
Plastics injection-molding business, 94
design of, 107-110
Polaroid Corporation, 142
collapse of, 250-253
PolaVision, 142
Political science networks, 125-126
Pollution, eliminating from operations,
135
Pollution Prevention Program, of 3M,
135
Porter, Michael, 89, 139-140, 152
Porter’s Five Forces, 89-93
Portfolio, 65
Positional negotiation techniques,
203-204
Positive cash flow, 68
potential of, 6364
Potential customers, identifying,
finding, and communicating with,
150-152
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Power
of buyers, 91
of commitment, 253-254
of suppliers, 92
Powerful resources, mobilizing,
171-179
Power of Zero, 10, 244-246
PowerPoint presentation, 218, 221
Power skills, personal, 53
Preproduction growth stage, money
needs at, 209
Present recessionary economic cycle, 62
Present status, in an executive summary,
186
Press releases, 118
Price
competing on, 142-143
undercutting, 49
PrintroneX Corporation, 48
proace.com, 128
Proactive, Energetic, and Purposeful
(PEP), 44
Proactive management team, 252-253
Problem solving
brainstorming in, 23-26
seven-step approach to, 10-11
Process, as a factor in entreprensarship,
6-7
Product development, 1¢9
Product e-tailers, 114,20
Product issues, 55
Products
differentiated and innovative, 29,
143-144
valuable and differentiated, 91
workable, 142
Professional standards, 183
Profitability, 55
increasing, 109
projecting, 157-170
Profit from operations (PFO), 162,
167
Profit margins, low, 107
Progress
continuous monitoring of, 253
monitoring, 231
visible, 230
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Project management, 130
tools for, 129
Property know-how/knowledge, 177
commercializing, 146
Proprietary know-how/knowledge, 177
Publicity releases, 118

Quinn, Larry, 47-52, 79

R & D laboratories, A123Systems, 74
Rapid-growth, high-potential
companies, 58
Real estate development opportunities,
37-38
RealtyTrac.com, 64
Recessionary ecoromic cycle, 62
Recessions, 61--62
fallout frein; 66
pressing concerns during, 68
Reciprecar links, 116-117
Regiscer.com, 235
Keratonship builders, 198
ikental property, multi-family, 64-65
Repeat purchases, online, 119-120
Rescue package of 2008, 70
Resource Maturity business stage, 248
Resources
commercializing, 41
as a factor in competitive success, 32
financial, 177
imagination, 178
infrastructure, 177-178
knowledge, 177
mobilizing, 2, 11, 171-179, 235
people, 173-176
physical, 176-177
Return on investment (ROI), 219
critique of, 191
Revenue streams
in business design, 103, 104
eBay, 105-106
for gourmet coffee bag Web business,
114
Ridings, E. J., 137
“Right customer” idea, 228
Riley, Bart, 74
RImarinas.com, 121



P1: OTA/XYZ P2: ABC

ind JWBT144/Gordon September 16, 2009 13:48 Printer Name: Courier Westford, Westford, MA

INDEX 275

Risk(s). See also Critical risks
controlling, 16
managing, 1
minimal tolerance for, 22
tolerance for, 41
Roosevelt, Franklin D., recovery model
of, 70
Ross, George, 99
Royalty lenders, 213

Sacrifices, during start-up, 81
Sales, closing, 152-153
Sales and marketing budget, 229
salesforce.com, 129
Sales funnel, 117
Sales systems, 153
Scalability, 55
Screen printing T-shirt business, 85
Seabait, Ltd., 145
Search engine meta tagging, 116
Search engines, 95-97
Search Pages Ads, 116, 117
Search results, 115-116
sec.gov, 97
secondlife.com, 124-125
Securities and Exchange Commissicn
(SEC), 70
Self, as a resource, 173
Self-confidence, lack of, 21
Self-education, 76-77.78
Self-perception, strevatiening of, 21
Service providers, 121
Services, differentiated, innovative,
143-144
Sexton, Michael, 112
Situations, assessing, 9
Skills
commercializing, 41
opportunity and, 70
Small Business Administration (SBA),
43,211
Small businesses, 68
future of, 58
smallbusiness.findlaw.com/business-
structures/business-structures-
quickstart.html,
235

Small Web businesses, 120
Smart For Two car, 144
Social consciousness, defined, 133
Socially conscious business design,
133-137
Socially conscious businesses, 42
Social mission, of Ben & Jerry’s, 134
Social networking
participation in, 123
potential of, 128
software for, 128
Web-based, 130
social-networking-website-design.com,
128
Social networks, reaching target
customers viz, +19
Social responsibility, as part of a
compariy vussion, 134-135
Social Security system, 70
SOFTEALCH, Inc., 68
Sofiviare, social networking, 128
Soivware applications, accessing, 129
Southwest Airlines, 94
Starbucks Coffee, 126
Start-up
financial needs for, 210
stepwise process in, 240
Start-up costs, spending on, 20
Statement of strategy, formulating, 148
State-of-the-art technology, 30
Static control business, business design
of, 110
Static control company, 90-93
Stephens, Mellanie, 53
Stock investment meetings, 38
Stock market collapse of 1929, 61-62
Stock market investing, expertise in, 66
Stock market losses, xiii
Stock markets, 62
Stock portfolio, 65
Strategic alliances, with nonprofit
organizations, 134
Strategic competitive advantages,
approaches to gaining, 29
Strategic decisions, 32
Strategic initiatives, 31
Strategic Money Machine, 150
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Strategic opportunities, pursuit of,
243-246
Strategic plan, implementing, 149-153
Strategic Planning Cycle, 251
Strategy, See also Winning strategy
in business design, 103-104
defined, 140
eBay, 105
as a factor in competitive success,
29-30
for gourmet coffee bag Web business,
114-115
importance of, 139
as a process, 141-142
Stress, as an obstacle, 22
Substitute products, 92
Success, xv
Success, Profitability, and Stabilization
business stage, 247
Success culture, 174
Successful businesses
future of, 58
growth pace of, 57
personal definition of, 57-58
risk associated with, 57
size of, 57
Sunk costs, 19
Sun Tzu, 95
Superior sustainable financial
performance, 139-140
Superorganism, 122
Suppliers, power of, Y2
Survival business stage, 246-247
Sustainable financial performance, 29
Sustainable traffic, 115, 122
Swartz, Jeffrey, 134

Table of Fit between You and Your
Idea, 45
Table of Obstacles and Risks, 24
Takeoff business stage, 247-248
Target customers, defining, 228
Team
critique of, 192
in an executive summary, 186,
189-190
Team cultures, 28-29

teamworkpm.net, 130
Technological innovation, 143-144
Technology
as a driving force for competitive
success, 73
as a factor in competitive success, 30
learning about, 78
Technology businesses, 41
Technology Review magazine, 30, 73
Technology ventures, examples of,
73-78
Techno-preneurs, best practices for,
77-78
Techno-preneurship, 75-78
Technorati, 124
“Ten Forces Thattlactened the
World,” 249
“Ten Techrciegies That Will Change
the Waiid,” 30
3M Cozrporation, 31. See also Minnesota
\uning and Manufacturing
Company (3M)
pollution prevention program of, 135
Timberland Company, 134
To-Do List, 9, 237
Total operating costs (TOC), 164-167,
168
Total revenues (TR), 164
Toyota Prius, 143
Trade shows, 38, 97-98
Trade Show Week Data Book, 97
Trade Show World, 97
Traffic
sustainable, 122
for Web-based companies, 115-120
Transactions, faceless, 147
Transition, from manager to leader,
248-249
Triple Convergence, 249-250
Trump, Donald, xvi, 71, 112
on entrepreneurship, 1-2
on ideas and opportunities, 34
negotiating with, 196
Trump brand, 34, 46
Trump Mortgage, 137
Trump Signature Collection, 46
trumpuniveristy.com, 119
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trumpuniveristy.com/entreprenerusipl01,

33
Trump University, 2
building, 112
Trump University Real Estate 101:
Building Wealth with Real Estate
Investments (Eldred), 64
Trying Game, 16-17, 18
twitter.com, 124
typepad.com, 127

Ultimate Book of Low Cost Franchises, 98

Ultimate Global Money Machine, The
(TUGMM), building of, 65-66

Unblock Stalemate negotiation phase,
202

Unique value, adding, 4

United Parcel Service (UPS), 68

Unstoppability, 11, 15

Used book stores, 65

Value
adding, 4, 37
creating, xvi
Value-adding activities, 244, 246
Value chain, 151-152
Value Cycle, 243-246
Value proposition, 188
values of, 63
Venture, critique of, 192. See also
Ventures
Venture capital investors, 58, 213
Venture capitalists, 216
Venture-Preneurs Network
critical risks for, 238
Keys to Success for, 238
Venture proposition, communicating,
219
Ventures
launching, 233-241
technology-based, 73-78
Video, creating, 127
Viral marketing, 118
Virtual business, 41
design of, 113-115
Virtual channels, 116-119
Virtual continuing studies, 112

Virtual revenue models, 121

Vision
in the AVOID cycle, 251-252
importance of, 1
realizing, xiv

Vision Establishment negotiation phase,

201
Volvo, 144

Walco, charitable culture of, 135-136
Waldman, Ellis, 135-136
Waldman, Myron, 115, 130
Wal-Mart
domination of, 143
positive social impact of, 135
Web, making mouey.on, 120-121. See
also Interpet eiitries
Web 2.0
harnessinp, 126-128
represericative examples of, 123-126
using for competitive advantage,
123-131
Web 2.0 features, adding to Web sites,
128-129, 130
Web 2.0 sites, types of, 127
Web advertising, 121
Web-based companies, traffic for,
115-120
Web design firms, 129
Web directories, 118
Web entrepreneurs, 114
Web service, pay-to-use, 130
Web sites
adding Web 2.0 features to, 128-129,
130
ease of finding, 115-116
empowering, 130
repeat purchases on, 119-120
visitor satisfaction with, 119
Web strategy points, 121-122
Web-traffic building, rules for,
115-116
Welch, Jack, 40
wikipedia.com, 126
wikipedia.org, 116, 125
Wilson, Andy, 40
Win-lose negotiation, 199
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Winning Language and Winning Yahoo!, 120

Techniques negotiation phase, Yahoo.com, 118-119

202 Yahoo! Search Marketing, 117
Winning strategy, devising, 139-155 Yellow Pages, 98
Win-win negotiation, 197-205 You, in the entrepreneurial process,
Word processing, 129, 130 7-8. See also Self entries
Work environment, loss of, 21 Your goal, in the entrepreneurial
World-class team, building, 2 process, 8-9
World Is Flat, The (Friedman), 249 youtube.com, 122, 124, 127

World stock markets, 62
World trends, 39 ZipCar, 141



