








you're gonna need

SUPPORT

Family & Friends Vendors

Don't expect them to "get it" "This one time we had
/70 websites go down..."

Expect them to make crazy assumptions

Get spouse's support, know when to give it back

Community & Government Resources

Most of this stuff didn't exist in such an accessible format 10 years ago.

Yourself

Learn to be honest with yourself.












What | knew:

- "not motivated" to get a job

- could make websites for food

- had a decent network established (map)

- didn't want to rely on anyone ever again
- | had a 2 month runway



WORK HARD + SMART

Lean office space - early customers didn't care
Stay as liquid as possible - save cash, pay with cash

Understood the customer's needs, understood my strengths

Answered the tough calls
"No one is something all the time" - me

Learn how to say NO, know when to say YES

Business model allowed for recurring revenue + project spikes

Maintained relationships by building trust



H*T HAPPENS

Understand your competition & the market.
(lost an early project because the bid was too low)

Ask me about the time we lost 70 websites...
(communication plan + good backups = crisis averted)












Legal documents. Do 'em: Articles of incorporation, operating agreement, buy/sell agreement.

A WHOLE NEW APPROACH

Vertical Market Solution

Tradeshows Cold calling
Trade Pub Ads
Direct Mail

Travel

Having "subject matter"” experts was key to attacking the vertical market.
Bootstrapped early marketing efforts with an internal investment of $10K
Revenue was pumped back into the business to continue sales & marketing

Buying Lists

We created VALUE! More importantly, people PAID us for it.

(an angel investment (debt note) made after six months of sales)

WHOA, WHAT?
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(an angel investment (debt note) made after six months of sales)

WHOA, WHAT?

| know this is about bootstrapping, but, yes, we took on an investor

Presented Catchwind at VNI in 2006.

Wasted, and | mean wasted, valuable time and
energy talking to investors (things have improved).

Didn't have a clear spending plan - we'd thrown mud on the
wall and some stuck. Bootstrappers don't get the luxury of
test markets and panels.

An investment Is not bad -justify it with the right numbers.
Find a strategic partner who can fill gaps and help you grow.









this slide (and company) is a

WORK IN PROGRESS

Found a co-founder and officially became a stand-alone company in 2009

Pulled in two additional partners in 2010

Received a Demo Fund grant from the State of lowa (Dept of Economic Development).
Small investment to fuel 2011 marketing initiatives (from myself & one of the partners)

Marketing tactics: trade pub advertising, direct mail campaign, AdWords, convention attendance

Using 2011 to explore ideal market verticals,
business model options, product usage &
best marketing tactics.



Final thoughts...

Utilize the community & other resources.

Build a realistic business model and execute a marketing strategy.

Be smart about picking partners & vendors.

Embrace bootstrapping! Build value, maintain control, keep your
equity until the time is truly right for an investment.

Thank you for attending! Find me at
@bheme and about.me/bheme



