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Epitaph for an Entrepreneur

Posted on June 18, 2009 by steveblank | Edit

Raising our kids and being an entrepreneur wasn't easy. Being in a startup and
having a successful relationship and family was very hard work. But entrepreneurs
can be great spouses and parents.

This post is not advice, nor is It recommendation of what you should do, it's simply
what my wife and | did to raise our kids in the middle of starting multiple companies.
Qur circumstances were unigue and your mileage will vary. Read the previous post
first for context.

Bilological Clocks

After Convergent and now single again, | was a co-founder of my next two startups;
MIPS and Ardent. | threw myself into work and worked even more hours a day. And
while | had great adventures (stories to come In future posts,) by the time | was in my
mid-30's | knew | wanted a family. (My friends noticed that | was picking up other
people's babies a lot) | didn't know if | was ready, but | finally could see myselfas a
father.

| met my wife on a blind-date and we discovered that not only did we share the same
interests but we were both ready for kids. My wife knew a bit about startups. Out of
Stanford Business School she went to work for Apple as an evangelist and then joined
Ansa Software, the developer of Paradox, a Mac-database.

Product Launch
Qur first daughter was born about four months after | started at SuperMac. We ended
up sleeping in the hospital lounge for 5 days as she ended up in Intensive care. Our
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Steve Blank has an additional screen for opportunity – the “Type of Market”

Three types of markets
 Each with a radically different set of needs
 Palm in 1995 created a “New Market”
 Handspring in 2000 with the exact same product, entered an “Existing Market
 Microsoft with the Pocket PC, is attempting to “Resegment” the Market
 Why does this matter in weighing and assessing opportunity?




In looking at how companies succeed and fail, their success tends to be organized around groupings of customers and markets.
 More importantly it is how these groupings of customers view their needs and how your new product satisfies those needs
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 Each “type of market” is radically different
 Different ways to size the market opportunity
 Different sales costs
 Different demand creation costs
 Different time to liquidity
 Very different capital requirements
 And as we’ll see market type choices radically effect the Customer Development process.
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