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✔ Hybrid organizations
(combining social and economic value creation)

✔ How to turn antagonistic assets into valuable resources?
…

To recap
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https://youtube.com/shorts/Z4BC6XALzzA?si=c3oS9fqMelBPrc3f

What Is a Startup? Steve Blank Reveals

Steve Blank shares his concise and impactful definition of a startup: "A temporary organization designed to search for a repeatable and scalable business model." Dive into Steve's insights on what truly makes a startup and why this definition matters for entrepreneurs.

#SteveBlank #StartupDefinition #Entrepreneurship #BusinessModel #StartupJourney #LeanStartup #StartupInsights #BusinessGrowth #Innovation #EntrepreneurTips

http://www.youtube.com/watch?v=Z4BC6XALzzA


Generally, a startup is a company in its early stages of 
development characterized by its focus on creating and delivering 
a unique product or service that has the potential for rapid growth 

and scalability.
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Generally, a startup is a company in its early stages of 
development characterized by its focus on creating and delivering 
a unique product or service that has the potential for rapid growth 

and scalability.

With the use of TECHNOLOGY (!!!)

e.g. Restaurants x Uber eats

_startups



_startups

A few general characteristics...

✔ Problem solving (gaps, inefficiencies...)
✔ Flexibility and adaptability
✔ Innovative business models
✔ Focus on customers feedback
✔ High risk and uncertainty



_startups



90% of startups fail within 3 years (!!!)



_startups

Why?



Why?



_startups

Why? 
Some of the biggest challenges are...



_startups

Why? 
Some of the biggest challenges are...

✔ (IN)Ability to pivot...FAST!



_startups

Why? 
Some of the biggest challenges are...

✔ (IN)Ability to pivot...FAST!
✔ Lack of resources



_startups

Why? 
Some of the biggest challenges are...

✔ (IN)Ability to pivot...FAST!
✔ Lack of resources

✔ Build a strong and balanced team



Source: IES – Social Business School; Filipe Santos
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1st stage:

• Customer/user/problem 
focus 

• Creativity

• Pilots/Validation

• Challenge assumption  
(get out of the box)
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• 3rd stage:

• Team building

• Processes

• Ecosystem

• Systematizing

4th stage:

• Influencing

• Advocacy

• Public Policy
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The economics of the “1 unit”
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The economics of the “1 unit”

Does the company profit from its user unit?

So:
✔How much the company spends to acquire a user

and

✔How much the company makes from that user?

_unit economics



Cost of Acquiring a Customer (CAC)

+ Marketing

+ Sales

/ # of customers 

= the value of acquisition of a new customer
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Cost of Acquiring a Customer (CAC)

+ Marketing

+ Sales

/ # of customers 

= the value of acquisition of a new customer

Lifetime Value (LTV)

+ revenues from a customer

_unit economics



Why is it important?

To check whether the business is ready to sustain.

Tricky question: what’s THE unit?

Uber?
Airbnb?

Spotify?

_unit economics



• LTV > CAC = positive unit economics. 
You make more money from users than you spend on acquiring them

• LTV < CAC = negative unit economics 
The money you make from each user is less than the amount spent to 
acquire them

_unit economics



To come:

✔ A bit more about startups



See you on next session :)
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