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Myth:  Be ing  your own bos s  
means  flexib ility 

 
Tru th :  Be ing  your own bos s  
means  you  have  no  free  time  
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Myth:  Be ing  your own bos s  
means  I can  s e t my own s a la ry 

 
Tru th :  Be ing  your own bos s  

means  you  might have  no  
regula r s a la ry 
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Myth:  A s ta rtup  is  a  cons tan t 
uphill ba ttle  

 
 
 
 
 

Tru th :  It is  an  endles s  ro lle r 
coas te r 
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Myth:  You need  an  exit s tra tegy 
 

Tru th :  You need  a  bus ines s  tha t 
will s ca le  
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Myth:  S ta rting  a  company = 
build ing  a  produc t 

 
Tru th :  A produc t is  no t a  

company b /c  of the  o ther 50% to  
dea l with  (recru iting , s pace , team 
management, fund  ra is ing , taxes , 

ins urance , bank accounts ……) 
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Myth:  You need  $$ to  s ta rt a  
bus ines s  

 
Tru th :  You need  an  opportunity, 

c rea tivity, res ourcefu lnes s   
and  tons  of  
willpower 
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Myth:  You need  a  written  
bus ines s  p lan  to  ra is e  $$ 

 
Tru th :  You need  a   

bus ines s  model to  ra is e  $$ 
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So, you  need  a  product/s e rvice  
tha t you  can  provide  a t a  price  

tha t g ives  you  a  profit 
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Myth:  Growth  ru les  
 

Tru th :  Profit ru les  
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Myth:   
S tea lth  = awes omely cool 

 
Tru th :  Public  wins  the  race  b /c  

of cus tomer driven  ite ra tion  
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Myth:  Finding  the  s o lu tion  to  the  
problem is  the  hard  part 
 
Tru th :  Finding  a   
p roblem tha t the   
cus tomer cares   
about is  the   
hardes t  
part by fa r 
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Myth : I need  a  product before  I 
can  s ta rt ta lking  to  cus tomers  

 
Tru th : Always  be  s e lling  to  and  

informing  your cus tomers ; s ome 
cus tomers  like  to  be  a  part o f the  

build ing  proces s  
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Myth:  You know your product 
bes t and  know what is  bes t for 
your product 
 
Tru th :  Only the   
cus tomer knows  
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Said  another way:   
It is  no t about your  

g rea t  
idea , it is  a ll  

about your cus tomer 
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Myth:  I don’t need  a  marke ting  
p lan  b /c  the  product will s e ll 

its e lf 
 

Tru th :  Marke ting   
ru les ;  

know the   
cus tomer 
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Myth:  I can  re ly on  government 
gran t programs  

 
Tru th :   

Bull@#$% 
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Myth:  Hiring  s mart people  is  
enough 

 
Tru th :  Hire  Rocks ta rs  
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Myth:  Conflic t is  bad  
 

Tru th :  Conflic t moves  the  ba ll 
when handled  properly 
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Myth:  You can  learn  “s ta rtup” in  
a  book or b log  

 
Tru th :  You learn  “s ta rtup” by 

doing  
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Myth:  Grea t s ta rtups  happen  
overn ight 

 
Tru th :  “Twitte r was  an  overn ight 

s ucces s  tha t took 5 years ” Biz 
S tone  
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Myth:  Verba l is  OK! 
 

Tru th :  Verba l is  Worth les s  
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Myth:  I need  to  en te r a  marke t 
with  no  competitors  

 
Tru th : If no  one  is  making  money 

doing  it, you  probably won 't 
e ither 
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Myth: I have  firs t mover 
advantage  becaus e  I thought of 

it firs t! 
 

Tru th : Mos t mis applied  bus ines s  
advantage  ever 
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Myth: I'll qu it my job  and  s ta rt 
the  bus ines s  as  s oon  as  I ge t the  

funding  
 
 
 
 

Tru th : If you 're  no t willing  to  
commit, why would  inves tors ?  
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Myth:  You need  a   
NDA for advis ors   
and  inves tors  
 
Tru th :  As k for it  
and  you  los e   
c red ib ility 
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Myth: VC's  g ive  you  money 
 

Tru th : VC's  inves t money 
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Myth: Taking  outs ide   
cap ita l is  the   

ho ly gra il 
 

Tru th : Only take   
ou ts ide  capita l if  

you  rea lly need  it 
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Myth: I've  got a  grea t idea  for a  
bus ines s , I'll jus t h ire  s ome 
cheap  engineers  in   
Ind ia  to  code  it 
 
Tru th : You need   
key technica l ta len t  
in  hous e  
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Myth: We don 't need  a  bus ines s  
pers on  on  the  team ye t 

 
Tru th : You won 't be  a  bus ines s  

until you  do  
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Myth: As  a  bus ines s  guy/g irl, 
you  dont need  to  know the  

technica l s ide  
 

Tru th : you  need  to  unders tand , 
no t neces s arily build , the  

ins /outs  of your product s o  you  
can  s peak in te lligently about 

your bus ines s  
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Myth:  Contac ts  a re  everyth ing  
 
 
 
 
 
 
 

Tru th :  Execution  is  everyth ing  
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Thanks ! 
 

zjs 2@corne ll.edu  
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