


Invented Here) syndrome. If it is necessary to adopt another approach you should be brave enough to do it. 

Another tough decision when building a technology company is to try not to kill today for tomorrow, OR 
tomorrow for today. In general, you will start as an R&D centric organisation, and then when you get the first 
market traction you will move into a mode where you try to maximise the return from the first generation of 	
your product, but please ensure that you are already planning to design it out with your second generation. 	
If the market is big enough, and you don’t design yourself out, somebody else will.

“Although you need to make sure your plans are aggressive; they 
must also be realistic and achievable.”
Although you need to make sure your plans are aggressive; they must also be realistic and achievable. You 	
will be judged by your investors and your customers on your execution – the toughest thing to do is to deliver 	
a project on time, in budget and to the customer’s requirements. If your plans are too optimistic or have too 
much fat, they will not be achievable or survive diligence. There are three things to watch out for:

• Being too optimistic about the time to build your team, and the overheads of getting them functional and 
performing. Include milestones that are measurable and that de-risk the project, but also motivate the team, 	
and provide evidence of progress to the outside world.
• Not having sufficient time to validate or stabilise the product before launching it to many customers, will 
cause you problems and may damage your reputation – that will take much more effort to recover. So it is best 
to restrict the early customers to the minimum strategic needed, and those who are already familiar with the 
technology or are stakeholders somehow in the technology.
• Relying on the hockey stick sales curves. It is in everyone’s plans, but I have never seen it actually happen. 
Customers don’t always move at the pace you want, and often there are seasonal effects to the markets or 
customer design cycles that you need to respect. Make sure you know what your contingency plans are. 	
If one month kills you, it is not a good plan.

Finally, I’ll touch on the question of finance, to get financing there are four elements your proposal must have:

• There needs to be a significant market, and that market should be growing rather than declining.
• There needs to be something unique about your offering that can be turned into something sustainable, and 
can be mapped into the fundamental needs of the target markets.
• There needs to be good people in the organisation, both technical and management, ideally with track records 
of success.
• There needs to be a plan for a product that the market wants that is ‘just mad enough’ – if it is too easy you will 
not be able to answer the question of why can’t the competition do it, if it is too difficult you will not be able to 
justify that you can do it.

Even then, there are many other hurdles to cross. You will be funded to keep you lean and mean until you prove 
that you can manage the money and the project successfully. Make sure that you communicate effectively with 
your investors, and work at maximising your value while managing the risk and it will work out well, and they will 
have to ensure that they maximise the potential in the next round of funding.

I hope that by now I have not disillusioned you. I should have stressed that although it is hard work and at times 
very stressful, being part of a technology start-up is hugely rewarding. You get to attempt to change the world, 
to make the seemingly impossible become possible, you get to build a team and a technology from scratch, and 
hopefully you will get the unexplainable pleasure from seeing your “baby” reach the shelves (and get significant 
financial reward). I can vouch that after 20 years of being involved in silicon technologies, and the last 12 years of 
being involved in start-ups, it is still fun and I think I made the right decision, all that time ago.
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