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early history of, 57–58, 65–67
early success of, following Y 

Combinator, 66–69
next phase of, 70–71
small- to -medium-sized businesses 

(SMBs), 59, 63–64
startup company maturity, 64–65
startup examples, 62–63
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startups, defined, 59–60
startups, key indicators, 60–62
startups, maturity of, 64–65
Y Combinator, 57, 59, 66–68

Startupbootcamp, 165
Startup experience skills of talent, 130–131
Startup partnerships units, 35
Startups

defined, 59–60
examples of, 62–63
key indicators of, 60–62
maturity of, 64–65
partnering with startups for hybrid 

machines, 43–44
small- to -medium-sized businesses 

(SMBs) vs., 59, 63–64
See also Startup accelerators

Startup sponsors as stakeholders, 116
Stone, Tobias, 237
Story arc, mentors and, 241–242
Strategic investment, 176–179
Strategic metrics, 202–203
Strategy, financial returns vs., 

100–101, 101
Studios for programming, 221
Summer Founder’s Program, 67–68

T
Take Two Interactive, 62
Talent, 129–137

collaboration by, 132
commercialization lead role, 132–133
corporate knowledge and connec-

tions of, 131
culture and talent as motiva-

tion, 103–104
employees as owners, 61
finding and retaining accelerator team, 

7, 130–133
mentorship programs, 104
metrics and KPIs, 198
personal component to  

programming, 222
project management experience of, 131
providing services as invest-

ment, 180–181
recruiting, 104

as Simple Innovation Machine, 49, 50
sourcing and paying, 133–134
startup experience skills of, 130–131
See also Outsourcing and delegating

Technology
application tools, 161–162, 162
disruptive vs. sustaining, 18–19, 19
emerging technologies, Three 

Horizons Model (McKinsey) on, 
20, 20–23, 22

rapid-growth technology and startup 
accelerators, 59, 60 (See also 
Startup accelerators)

Techstars
application tools, 162
as corporate venture accelerator, 80, 81
Equity Back Guarantee of, 187
Global Accelerator Network and, 75
motivation of, 98
outsourcing and delegating to, 140, 141, 

143, 147–148
partnership operations and, 255
success of, 13, 68
talent resources of, 130, 134

Telefónica, 69
Third-party funds, investing with, 188
Thoreau, Henry David, 111
Three Horizons Model (McKinsey), 

20, 20–23, 22
Three Ns (Now/New/Next strategy), 169
Timing

of investment, 177–178
program length and timing, 

212–213, 213
Tiny Speck, 63
Total value paid in (TVPI), defined, 78
Trust, 125
Twitch, 62–63

U
Ulukaya, Hamdi, 89–90
Unicorns, 68
United States Department of Defense, 257
Universities, recruiting from, 166
Unlocking Corporate Venture Capital (500 

Startups), 156
URBAN-X, 81, 106–107, 233, 239–240
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V
Value proposition,  

communicating, 152
VCPlatform.com, 280
Vendors

as mentors, 233–234
partnerships vs., 264

Ventilla, Max, 152
Ventura, Cristina, 159, 203, 222, 238
Venture accelerators

investment best practices for, 192
overview, 76–82

Venture capital. See Corporate venture 
capital (CVC)

Venture studios, 33
Verizon, 85, 159
Village Capital, 163, 171, 185–186
Virtual programming, 216–217
Volunteers as stakeholders, 117–118

W
Washington, George, 6
West, Nick, 97
Whole Foods, 10
Why, know your. See Motivation
Winfrey, Oprah, 151
Women-led companies, recruiting, 167
Workshops for programming, 221
World Economic Forum, 246

X
Xerox, 32

Y
Yang, Bedy, 12
Y Combinator, 13, 57, 59, 66–68, 

159, 212, 234

Z
Zuckerberg, Mark, 41
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