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Early Growth 
Problems

 Initial 30 - 90 
days capital 
applied towards 
refining and 
validating 
product

 Too many paths 
pursued 

Early Growth 
Results

 90% of startups 
fail



Example: 
App Problems

 Features nobody 
wants

 Development $ 
significantly more 
expensive than first 
prototyping

Example: 
App Results

 At least 25% of 
apps are 
abandoned after 
the first use.



Established Problems

 Incremental change



Established Problems

 Innovation priority but…innovation an activity not process (not 
aligned, tribal, top-down)



“Less than 3% of new consumer packaged 
goods exceed first-year sales of $50 
million—considered the benchmark of a 
highly successful launch.”

Established Results

 Many products fail, 
many innovation 
initiatives fail to 
realize promise



Most market entries fail 
outright, don’t do as 
well as expected, or 

take longer / cost more 
than anticipated.
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Our back-of-envelope analysis, initial conversation, and personal lives 
revealed demographic opportunities and challenges.

 There’s a real market 
opportunity via increase in 
dual income families, 
greater work hours, longer 
commutes in many places, 
and time-pressures from 
active kids 



 Within market dynamics, 
need for affordable / 
quality child care

 Also need for 
transportation

 Addressing these real 
problems = provide 
discrete functional (e.g., 
logistics) and expansive 
emotional benefits (e.g., 
being a good parent)

Our back-of-envelope analysis, initial conversation, and personal lives 
revealed needs-based opportunities and challenges.



Market 

 Childcare and transportation not aligned with needs of today’s dual-income 
families = white space or bad idea?

Parents

 Split shifts (at home) or overhead (physical location) = high fixed costs fixable?

 Quality key = more vetting than others (Uber) = greater costs / greater time

 Growing expectations busy parents = on-demand parity or differentiation

 Breaking through hard = relevantly differentiated brand over long-term? Cost?

Providers

 Low wages / job security = high turnover, difficult to recruit and maintain quality

Investors

 Investor-driven rapid scale = continue delivering on quality assurances? 

Our back-of-envelope analysis, initial conversation, and personal lives 
revealed business model opportunities and challenges.



Our back-of-envelope analysis, initial conversation, and personal lives 
revealed competitive opportunities and challenges.



Our back-of-envelope analysis, initial conversation, and personal lives 
revealed go-to-market opportunities and challenges.

Chicago has large 
addressable 

market, ample 
providers (moms, 

teachers etc.), 
media to gain 
notice…but 

insurance and 
other costs make 

startup 
expensisive, so 

right place?

Investor community one of 
nation’s most dedicated to 
local investments…but still 

hard to get attention

Previously discussed 
premium pricing to 

achieve cash positive in 
1st year smart niche 

play…but higher price 
align with target’s high 

expectation, initial 
product’s development 

costs?

Our direct 
experience + 
observations 
of this market 
+ research =

very few built 
it and it will 

come 
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We’re living the 2 income family life – so we get it. 



Non-Profit

Financial 
Services

Transportation

Manufacturing

Leading 
Manufacturer 

of Food 
Ingredients

Agencies

Media

Retail

$15 Billion B2B 
Service Brand

Blue Cross and 
Blue Shield

Global 
Pharma 
Brand

Leading B2B 
Healthcare Brand

Private-Equity 
Backed 

Healthcare 
Startup

Healthcare

Well-Known 
Brand In 

Personal Health 
Segment

Apps

Retail 
Extension 

Into 
iMessage

Luxury 
Goods Web 

Site 
Extension 
Into App

CPG

100 Year Old 
Household 

Products Brand

Month 16’s broad experience and deep skills 
could add value to Mobile Nanny  Startup and its 

team.



Overall, we address growth challenges by 
bringing businesses - not products - to market

Client Needs

We partner with senior leaders at 
three types of growth-oriented 
enterprises:

Startups - focused on business 
strategy rather than product 
strategy

SMBs – excel at their 
businesses but aren’t sure how 
to grow

Investors – want to make 
strategic bets on new products 
and services

Value Delivery

We customize our Viable Growth 
Solutions to meet their needs

Robust - from idea through 
creation

Concise - from idea to “go / no-
go” 

Capacity - from assessment to 
empowerment

Advisory - from core  team to 
core team + Month 16 



1. ENVISION

What do you want 
to change in the 
world?

Pre-Ideation 
Session

Articulate via client 
statement or Vision 
Session

Add Mission (how 
get there) and, if 
possible, “Do Good” 
component

Result 

Vision, Mission 

2. ANALYZE

What marketplace 
dynamics getting 
there?

Pre-Ideation 
Session

Macro dynamics 
(e.g., more working 
moms)

Category dynamics 
(e.g., lack of sticky 
apps)

Adjacent dynamics 
(e.g., golf habits 
relevant to 
recreational 
boaters)

Tools – client 
supplied materials, 
desk research, 
stakeholder 
interviews

Result 

First Take

3. DETERMINE 

What “jobs” do 
your customers 
need done?

Pre-Ideation 
Session

Using First Take, 
what are the Jobs-
To-Be-Done?

Filters – key / other, 
on Vision / off Vision

Completion context 
(e.g., solitary for 
B2C, other decision-
makers for B2B)

Buckets of jobs 
(e.g., search, check, 
modify)

Quotes that bring 
Jobs to life?

Result 

Jobs Based 
Persona (s)

4. CLASSIFY

What kind of 
company can most 
powerfully meet 
these needs?

Pre-Ideation 
Session

Product Innovation 
Focused companies 
do X

Customer Intimacy 
Focused 
Companies do Y

Operationally 
Efficient Companies 
do Z

Result 

Company 
Classification

5. FOCUS

Based on 
Classification, 
what types of 
activities should 
you focus on?

Ideation Session

What types of of 
activities should you 
focus on?

What kind of 
“generic” strategies 
aligns with these 
activities?

How does your risk 
tolerance and 
available assets 
impact these 
“generic” strategy 
options?

Given filtered list, 
what’s plan for 
making money?

How will this 
business be 
relevantly 
differentiated over 
the long-term?

Result 

Draft Valued 
Proposition 

6. CHECK

Is this really a 
viable business?

Ideation Session

Are we talking to 
ourselves or is there 
a real business 
here?

Assuming yes, what 
is the funding plan?

Does that funding 
plan impact what 
built, when built?

Result 

Finalized Value 
Proposition

7. CREATE

How can you get 
to market with on-
strategy offering

Post-Ideation 
Session

Raise (or allocate) 
money

Build

Adjust

Finalize

Launch

Result 

Minimum Viable 
Business

Viable Growth Solutions Address Market Dynamics Through Business-Focused Approach 



Most market entries fail outright, don’t do as well as expected, or take 
longer / cost more than anticipated.

Opportunities

 Refine, validate model?

 Refine, validate brand?

 Refine, validate go-to-market?

 Identify, connect with investors?

 Expand team as needed, 
ongoing, or for long-term?

Delivery

 Shorter version of Viable Growth 
Solutions – project fee

 Ongoing (e.g., weekly) POVs, 
conference calls etc - retainer

 As-needed POVs, conference 
calls etc - retainer

 Team or board membership –
retainer, equity

 CIO role – retainer, equity

 Programming resource – pass 
through or PM



Again, thanks for your time.


