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Early stage startup success 
blueprint
When you have a million-dollar idea and want to turn it into a startup, you will face multiple 
difficulties along the way. For example, you might assume the wrong role, choose the wrong 
software development team or create the product that totally misses the market expectations. 
Here is a blueprint for increasing the chances of success for an early stage startup lifecycle, as 
the correct execution will make the difference.



1 Step
Idea validation
Before even trying to design the product, the entrepreneur has to validate the viability (and 
feasibility) of an idea. The questions to ask yourself are the following:

Ask a lot of questions
Start from DEFINING YOUR idea. What would HELP YOU or what can HELP OTHER PEOPLE, as 
you know for sure. Create polls in social media groups and ask on open discussion platforms like 
Quora, Stack Exchange, and other relevant public channels. You need to be sure there is an 
eagerly expecting market for your product. Then move forward defining that idea based on 
feedback

Show your expertise
You should be able to explain how your product will solve some real-world problem, and why it 
will do it better than the rest. This is important, as in order to compete with the market leaders 
that have 5-8 years of headstart you do not need a mere MVP. People will expect your product 
to have some basic features — but in order to gain traction it has to have some brilliant feature, 
a treat the competitors do not provide.

Choose the business model
Will you provide a subscription-based model or in-app purchases for your product? Will there be 
a free trial or a lifetime free access with paid premium content? Choosing this from the very 
beginning will affect the product structure and influence a plethora of decisions, from the need 
to provide APIs for integration with third-party payment gateways to choosing the correct 
hosting type to ensure the security of your customer’s banking details.

Does my idea solve any real-world problem?

Is there a ready market for this product?

What will the business model be?
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2 Step
Building the team
Once you know the idea is valid and there will be some room for growth for your product, you 
need to form the backbone of your team. A one-man orchestra is possible, but forming the 
future tech startup’s C-suite is more preferable. There was an article on TechCrunch back in the 
August of 2016, stating more than 45% of successful startups have only 1 founder.

The crucial question to answer at this stage is what will the target audience for your product be. 
What market are you trying to serve? Are you developing a niche product or trying to create a 
new social media, a Facebook-killer? You will not be able to re-aim your product mid-develop-
ment, so make sure you know whom you want to sell your product to.

Changing the business model or adjusting the idea is relatively easy and you might have to go 
through these iterations more than once. But swapping the market segment is close to impossi-
ble, so choose wisely from the start.



However, running a startup all by yourself can be a nightmare, so forming a group of 
co-founders is usually the way to go for a startup. There are but two key positions to fill:



It is important to keep in mind CEO does not equals CTO in terms of the degrees of 
decision-making responsibilities! They should work together like two gears in an engine, yet they 
should complement, not substitute each other. The CEO often brings the initial capital, while the 
CTO delivers the technological expertise needed to create a product. Thus said, a CTO can be an 
outsider, a tech consultancy firm hired to provide instant access to said expertise.

The most important question to answer is NOT HOW MANY co-founders should there be, but 
WHO should you choose as a co-founder. If you decide to take that route, look for the following 
qualities:

Hunger. Even if they have already secured their financial position, they should strive for 
more. In other case, they will not devote enough effort to their tasks and the startup will 
meet the dead wall soon enough.

Matching vision. All the co-founders should accept and wholeheartedly support a single 
vision and strategy of startup development. Endless altercations can ruin everything.

Trustworthiness. You should trust your co-founders with your life (well, you actually do 
that, when you co-found a startup). Shady people make bad lifebuoys.

Integrity. You will have to build the product, the team and the brand. This requires a ton 
of energy to overcome the obstacles, and obstacles will be in excess. If your co-founders 
ask you to change the direction every time the investors would like you do this, your 
boat will sail to no haven.

Professionalism. Your core team should be comprised of experts. Money do not equal 
expertise, nor do they replace it. The co-founders should have sound technical 
background in their respective fields. Amateurs will most likely fail, no matter the 
enthusiasm.

Cultural fit. In order to succeed, the team must be efficient. To be efficient, the team 
must be culturally fitting, and such an stance cannot be ordered. Company culture grows 
on itself around the the co-founders. Make sure they fit each other well.

Fanaticism. To do great things your co-founders should be able to sacrifice their free 
time, overcome sleep deprivation and hunger, commit quite a lot of time and effort to 
the startup tasks, takin it from their families and loved ones. This is the sad truth, but 
either your co-founders are fanatics able to overcome the challenges as a team — or 
they will eventually scatter once the strain becomes too high.
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Now, there are quite a lot of things and processes in the company, which need constant 
attention. This is why the Chief Operating Officer position exists, covering the tasks of 
monitoring the existing operations. However, we do not mention COO as a MUST because you 
do not need a COO until your team becomes around 100 people strong. Below that level the 
teams will organize themselves and operate under their Project Managers and Team Leads, with 
a small effort from CEO.

Thus said, the barebone team for a tech startup journey should include a CEO and a CTO. The 
rest of the roles can be added along the way, once the MVP exists. At that stage you need to 
double the effort on promoting the product to the intended market, securing new sales and 
ensuring smooth handling of revenues and expenses. This is when you will need to add VP of 
marketing, VP of sales and VP of finances

The startup can choose between 4 most popular ways to build the software development team:

Whichever way you choose, the next challenge will be building the prototype of your product, or 
the Proof of Concept. This will be the first test of your managerial skills, as well as the test of 
your team’s tech skills.

Another tasks to constantly keep in mind are communicating with your target audience to keep 
it engaged, building the brand identity, forming the product marketing plan and polishing the 
UI/UX and design of the product. All of these activities should come in parallel with the Proof of 
Concept development.

Building an in-house pool of talents. This is the most time-consuming and the most 
expensive, yet the most beneficial in the long run process.

Hiring a dedicated development team. The tech consultants and Managed Service 
Providers can offer various models of IT outsourcing to suit the needs of any startup. 
This is a cost-saving way, yet with time the product management should be transferred 
back to the in-house team.

Outstaffing, or combining the in-house staff with the dedicated team. You can 
combine the in-house talent with the outside specialists to fill the skill gaps as you go. 
This way you will be able to access the talent pool at once to build the product and 
slowly replace the dedicated specialists with in-house team in time.

Working with freelancers. There are multiple platforms like Upwork, where an 
entrepreneur can hire the professionals to complete the product development and cut 
costs. However, aside from obvious security reasons, the questions of skill proficiency, 
communication and project management still arise.
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3 Step
Securing the investment
Once you have made sure there is a market eagerly waiting for your product, have built the 
brand style and formed the team able to develop the product, you must secure the investment 
to fuel the journey to success. 

The team should be paid for their work, so you need some initial capital to run the business for 
6 months at least.  It is quite possible you will spend around 80% of your time looking for 
investors for 3 months in a row, so have some financial background to keep you going in the 
process. Where to get it?

Personal savings, or loans from friends and family

Various institutional and state funding programmes like Startup Europe

Startup seed accelerators like Ycombinator

Venture Capital firms and angel investors on the platforms like AngelList

Crowdfunding companies like Kickstarter

ICO, already surpassing early-stage VC funding by raising $1.25 billion in 2017
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What option to choose? While friends and family might be the first place to ask for, they are 
usually bad business partners. A startup might fail and ruining the family relations along is not 
the desirable outcome. If you do decide to go that route, hire a lawyer to make a contract and 
make all effort to stay on the safe side.

VC investment is concentrated within several regions across the US, which naturally became the 
innovation hubs. Should you decide to choose the VC funding route, these are the places to go 
(with funding spread percentage):

Different startup VC hubs have different orientations. Silicon Valley is mostly working with 
technical startups that develop the software tools like Docker and Kubernetes. New York hub is 
more interested in financial and blockchain projects. Boston area startups are concentrated 
around MIT and mostly develop scientific and analytical applications. LA startups like SpaceX, 
Oculus, Tinder, Snap and Riot Games are mostly consumer-based and develop consumer-facing 
applications and ecosystems. 

Thus said, while Silicon Valley is the beating heart of the startup culture, you might get better 
terms if you offer your product to investors more interested in it. Keep in mind, VC companies 
love the projects that already have some traction, so it’s best to have an MVP, a team and some 
customers before you go for VC funding. Thus said, you must go for the best choice available. 
Maybe you will even need to come back to step 1 and reiterate the idea. This happens quite 
often in the real world.



Word of mouth and brand advocacy from the initial adopters can provide natural 
growth for consumer apps

Direct sales through cold calls are the best for business software and enterprise-grade 
solutions

Presentations and marketing campaigns are valuable auxiliary tools for any app
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4 Step
Getting traction

Once the investment is secured, you have around 6 months to deliver the MVP. Keep in mind 
modern customers take certain features for granted, so to win their affection you will need to 
provide some AWESOME features in addition to a bare MVP. However, done is better than 
perfect, so you should deliver the most important functionality, which solves the real-world 
problem of the initial adopters. The rest of the features can be added afterward.

You must also define the pricing model. Free trials for a month are also expected from all apps 
nowadays, but how will you monetize the app afterwards? Recurring payments are the sweetest 
choice both for the startup and the investors, yet freemium content/features, or in-app 
purchases are also a viable choice. Try to get all the development and operational expenses 
covered by your 3-annual subscription package and make monthly subscription 20-30% more 
expensive to stimulate long-term commitment.

The last, yet almost the most important question is where to get new customers? 
This largely depends on the type of the app in question. 

These three components should be always present, you must simply adjust their share 
depending on the market situation and product type.

Your next concern should be the constant analysis of the sales funnel in order to minimize the 
customer churn. Search for the product mentions in the social networks, read, respond and 
apply to the customer feedback on your site, devote every possible effort to providing positive 
customer experience.



In order to ensure the startup sustainability you need to constantly grow the numbers of your 
customers and diminish the quantity of frustrated visitors that left without purchasing your 
product. When you succeed with this task, your startup will enter the scaling stage, which is 
covered in our other whitepaper. Listing your company on stock exchanges like NASDAQ would 
be a wise step at the moment. The other choice would be heading for exit, selling the product to 
some corporation and beginning the cycle anew.

Good luck with your early stage startup journey and contact us should you need any assistance!



About IT Svit

We help industry-leading companies in the US, EU and 
worldwide innovate and overcome their challenges. IT Svit does 
this using enterprise-grade technology solutions to drive value 
and ensure business continuity. We pride ourselves on 
delivering great user experience and brand advocacy.

IT Svit specializes in DevOps services, Big Data technology, 
Machine Learning, bespoke Blockchain platforms, full-cycle 
services for startups, web development and QA.

itsvit.com


