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o recap

v Hybrid organizations
(combining social and economic value creation)

v/ How to turn antagonistic assets into valuable resources?



Social sustainability

Non-profit
Traditional with income-
non-profit generating

activities

T
Social value creation

Sustainability equilibrium

Social
enterprise

Socially
responsible
business

~ hybrid spectrum

Economic sustainability

Corporation
practicing Traditional

social for profit
responsibility

Economic value creation
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~ startups

https://youtube.com/shorts/Z4BC6XALzzA?si=c30S9fqMelBPrc3f


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

~ startups

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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With the use of TECHNOLOGY (!!!)



~ startups

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

A few general characteristics...

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






90% of startups fail within 3 years (!!!
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DREAM BIG

IE —ITERATE SMALL

Why?



~ startups
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Some of the biggest challenges are...



~ startups

Why?
Some of the biggest challenges are...

v (IN)Ability to pivot...FAST!
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_ startups

Why?
Some of the biggest challenges are...

v (IN)Ability to pivot...FAST!
V' Lack of resources
v/ Build a strong and balanced team



~venture lifecycle

BUDGET

Dissemination
! Scaling

Organizational
Growth

Business
Miodel

Problem and
solution

] ]
] ] i

iststage | 2ndslage  © gjrdstage  © gthstag

Source: IES — Social Business School; Filipe Santos



~venture lifecycle

1st stage:

e Customer/user/problem
BUDGET focus

Disseminalion

! . ! Scaling | 5 Creativity
| Organizational

Growth |7 e Pilots/Validation
Business :

T B By e Challenge assumption
I.Iﬂl::lﬁm:-ﬁl“' ( get out of the bOX)

iskslage © 2nd slage rd stage sth stage

Source: IES - Social Business School; Filipe Santos



~venture lifecycle

BUDGET

Dissemination
! Scaling

. Organizational
Growlh

Business
Model

Problem and
solulion

2nd stage:

N N
] ] ]

istslage  © andslage grdslage © gthslage e Mo d e”in g

e Codification
e Metrics

* Partnering

Source: IES - Social Business School; Filipe Santos



~venture lifecycle

3rd stage:

BUDGET e Team bui Iding

e B2 bt

. Organizational

Growth o ECOSVSte m
Model * Systematizing

Problem and
solulion

N N
] ] ]

istslage  © andslage grdslage © gthslage .

Source: IES - Social Business School; Filipe Santos



~venture lifecycle

BUDGET

Dissemination °
! Scaling

. Organizational | e
Growth ; ; <

Business _ ; ;
Model : : o

Problem and
solulion

4th stage:

Dt M PN D N BN  Influencing

istslage  © andslage grdslage © gthslage .

 Advocacy

e Public Policy

Source: IES - Social Business School; Filipe Santos
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~ unit economics

The economics of the “1 unit”



~unit economics

Does the company profit from its user unit?



~unit economics

So:
v How much the company spends to acquire a user?



~unit economics

v 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



~ unit economics

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
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See you on next session :)
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