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Basics Industry Sources 
 

(you probably already know) 
 

and Examples of How to Use them 
 

(that You’re Probably too Smart for) 
 

without Showing You How to Put It together 
 

(just a call to DIY it) 



PLAN 

What follows is not an overview of how to start up – that’s a bigger topic 
 

This is merely some basic tools and examples of how to use them with an end in mind 
 

The idea is to explore on your own, build your own knowledge base – you’ve probably seen 
these resources before, but the idea is to use them as tools critically for a specific purpose 
 

You can do this by yourself or with a group - whether you have a start up idea in mind or are 
looking for one 
 

Goal is to 1) build a basic knowledge base to be able to carry an informed conversation, 2) 
identify an network of folks to have that conversation with, 3) put together the basic collateral 
to structure that conversation and take it from talk to a funded start up 
 

Could put together some samples showing how to put this together, but that’s an exercise for 
another time – for now use your imagination, be creative yet specific, weird even 
 

Even if you end up taking the desk job, do this as an exercise – you’ll learn more than you think 
and it will be good for your soul 



BASIC INDUSTRY SOURCES 

HACKER NEWS 

Read this every day for 3 months – seriously –  
the whole is greater than the sum of the part and the effect cumulative 

This is the Y 
Combinator feed 
essentially 
 
Think of it as a 
crowd sourced 
Wall Street Journal 
for start ups (good 
people will have 
read and digested 
this – it will be 
part of the star-up 
discourse) 



What’s this Y Combinator thing? 

Who is Wattvision?   
 
Why would they be funded  
by Y Combinator? 

What is Kickstarter?   
 
Why is this featured in Hacker 
News?   
 
What does is means that this 
was voted up by readers of 
Hacker news? 
 
Why is Kicker starter posting this 
in the first place? 



What is price discrimination? 
 
Why is the topic featured / 
popular for start ups? 

Who is Clay Shirky? 
(Hmm…  3rd time I’ve seen his 
name -- click link, repeat 
process, subscribe to him) 

Who is  
this guy? 

Hmm… 
similar or 
analogous biz 
to my idea – 
find him  on 
LinkedIn, 
Facebook, 
Twitter – ask 
him a 
question 

Does this point 
ring true? 
 
Is it for DTC or 
B2B or both? 
 
How would it 
apply to a start 
up based on my 
idea? 



BASIC INDUSTRY SOURCES 

CRUNCHBASE 

Use this as a historical research tool and find what makes success for 
companies like yours  – also use this to find current trends 

Again, Y 
Combinator 
network 
 
This is a database 
of companies vital 
stats including 
funding & 
personnel.  Think 
of this as case 
history of 
successful and 
unsuccessful 
companies 



Local search might also make easy to meet 
– or if you’re looking for something in a 
smaller region (companies, people and 
funding emphasis by geography)  

Build up your basic knowledge 
base using these categories 
(each important in their own 
way) 
 
Companies – who are the 
companies (in your space or 
similar) that are successful?  
Success defined as exit.  Cf. 
“Acquisitions” 
 
People – who are the people (in 
your space or similar) that are 
successful? Success defined as 
exit.  Cf. “Acquisitions” 
 
Financial Organizations – who is 
funding similar companies, at 
the stages you are looking for 
(seed, VC, etc.)?  Cf. Funding 
Rounds.   
 
Funding Rounds – who is 
funding early stage vs. more 
developed, etc. 
 
Acquisitions – this, not media 
coverage etc., defines success. 



This is Chris Dixon’s thing.  Ultra successful person with cult of personality trying to reinvent search.  Brought in 
the Flickr woman to social-ize it.  Bunch of MIT folks too.  They had a huge article in Wired and were darlings.  
Ebay purchase is a sexy acquirer but after years and massive investment (click to drill down) they only sell for 
$80MM?  QUESTION: How do you determine Hype vs. Value? 

These are recently active 
acquirers.  But who are they 
acquiring?  Are they small or 
large?  Early stage or late stage?  
In which verticals?  Why? 
 
Click / drill down to find out. 
 
Research the acquirers’ trends 
(cash-laden health plan with  
mandate to spend for market 
differentiating technology 
product?)  For large public 
acquirers cf. their public updates 
(dial into the calls, read the 
reports) – for smaller acquirers  
google to cf. interviews, etc. 
 
Once you have your buyer 
profile, make the list then find 
the individuals there doing the 
deals or setting the strategic 
direction (alumni network, 
linked in, twitter, etc.) 
 

Very small $4MM  exit – 
likely ‘boutique’ – media 
space in ‘personal interest’ 



Search for a vertical: 
Health Care 

Show me 
companies 
founded in 
the last 2 
years, that 
are small 
(50 or less) 
that have 
been 
funded  

Build your 
taxonomy.   For 
competitive 
landscape, 
existing 
business needs 
and acquisition 
categories, etc. 
 
What kind of 
‘health care’ 
company are 
you?  How do 
you need to 
position 
yourself? 

Quicken for healthcare - 
$2MM Seed – DTC? 

Web-site - $100k seed – 
DTC? 

Doctor house call 
service – B2B? 



How are they describing themselves?  Why?  
What trend are they capitalizing on?  What are 
they trying to communicate to their buyer? 

What has their path looked like? 
When did they bring specific roles on? 
When did they take funding? 
 
 
 
Hmm… Wonder what the “Advisory Board “ is? 

Who is their competition? 
How are they different (funding, biz model, etc.) 
How far along is the market? 

Given they are new, what 
features are included in their 
Minimum Viable Product? 

What are they sharing?  Why? 
Subscribe, follow 



BASIC INDUSTRY SOURCES 

QUORA 

Follow specific topics and people relevant for general strategy and 
specific tactics – ask something meaningful and get a real answer 

This is a question 
board 
 
Popular with very 
high powered and 
experienced start 
up founders and 
investors 
 
Includes detailed 
specific topics 
 
Things disclosed 
here you can’t find 
anywhere else 



Calacanis is a 
heavyweight  
fonder (and 
investor), but his 
latest (Mahalo) 
isn’t meeting 
expectations.  
Ask him directly: 
“Are you 
profitable?”  

He’s saying that’s he’s profitable, and could turn up 
the juice but are running hot, reinventing in their 
app infrastructure? 
 
Is this a credible answer? Can an app investment 
really draw that much juice?  Does it answer the 
fundamental question of are you sort of profitable 
vs. red hot profitable as expected? 

Is Quora itself the 
competition and 
has it bested 
you? (hint: you’re 
answering this on 
Quora) 

Okay, so you’re 
‘profitable’ – let 
me restate: Are 
you considered a 
‘success’ by your 
investors? 

Okay, then why are you 
laying of 40% of your staff? 

The founder is actually 
answering this directly, 
himself – as well as the 
follow ups. Ask a question or 
follow him directly 

Who else is following this & why? 



Searching for 
start up funding, 
foreign 
accelerators are a 
popular topic 
 
Would you do a 
start up with 
seed money in 
Chile?  (note 
$40k goes a long 
way there) 
 
If you do it and 
fail, is this better 
on a resume for 
an office job than 
a cookie cutter 
internship? 

Do your official 
reading 

Do your unofficial 
reading 

Ask the guy for a 
contact 



Big question on a 
specific domain 
 
People want to 
know about it 

Think you have the chops?   
 
Give an answer, start a conversation, establish yourself 
(and start up) as an expert to investors & clients 



BASIC INDUSTRY SOURCES 

ANGEL LIST 

Join, use as a resource for what works (which verticals, what 
positioning, who is investing) and your potential competition 

This is an online 
community of 
active angel 
investors, 
founders and their 
case histories 



Hmm… someone 
had multiple 
term sheets over 
the course of a 
week end? 
 
What is the 
company? 
 
What was the 
positioning? 
 
What is the 
team? 

What are these things?   
 
Seedcamp? 
Founder School? 
Start X? 
 
How do they fit into this ecosystem? 



What are the 
characteristics of 
the companies that 
they feature on 
their front page? 
 
Team, idea, plan, 
problem/solution, 
positioning, 
technology? 



Hmm… what are the 
characteristics of the 
companies they 
feature not in the 
main front page, but 
broken up by vertical 
below? 
 
Are these all DTC, 
B2B? 
 
Are they experienced 
teams? 
 
Are they solving real 
problems? 
 
What is their secret 
sauce? 
 
Do they seem to 
value PR over profit? 
 
   

How are these 
companies different 
than those buried 
under the “more” 
button? 

Hmm… I saw these 
guys back on Crunch 
Base – cf. 



These guys are front page, but it seems like they are 
just making more mobile apps – and there’s a 
boatload of those out there already.  So what gives? 
 
Oh, I read abut these guys in Wired.  I think one of 
the founders is the son of an Apple guy or something, 
right? 
 
They want to solve health care through ‘better 
design’ like Apple or the Arts & Crafts architectural 
movement 

They seem very confident. 
 
Are they DTC? If so, no one has made any real 
money doing that. 
 
Are they B2B? If so you need to show real 
outcomes – and will ‘better design’ really do that? 
 
Didn’t Adam Bosworth set out to solve health care 
through better tech pipes?  How did that work 
out?  Cf. Google Health & Keas. 

They’re funded, but 
none of their backers 
really specialize in 
health care.   
 
Hmm. I remember 
that article from A VC 
Fred Wilson on how 
health care has such 
different dynamics (cf. 
below)?  Wonder if 
that means anything 
related to  this?  (Hint, 
it does and it’s very 
important – but not 
widely understood .  
Can you figure it out?) 
 



BASIC INDUSTRY SOURCES 
 

Okay, more tracking apps.  
What’s in their product’s 
feature set and why? 

Who are the folks following them? 
Why? 

Okay, more tracking apps.  But this 
does bills, and even to spot “errors.” 
Is it B2B, designed to be acquired by 
a plan or provider network? 

What sort of team do they have?  
What skill sets?  What roles? 

Who was their original angel?  What 
else are they investing in? 

Hmm… they got their start with some 
accelerators?  Which ones?  How 
does this funding timeline intersect 
with the team timeline? 



BASIC INDUSTRY SOURCES 

Okay, a Personal Health 
Record for parents? 
 
Team is all male?  And tech 
heavy.  Hmm. 

Is this DTC?   
 
If so has any DTC PHR ever 
worked? 
 
Does the founding team need 
a perspective of the buyer (a 
mom – the company is 
Mother Knows Best) 

Previous investors are tech heavy too.  
No health care experience really.  

Looks like one of the investors is from 
Google, ad sense, palo alto. Hmm, what 
does background have to do with DTC 
optimism?   

Hmm. The referrer is the same company 
behind the ‘solving health care through better 
design’ company above.  Likewise a non-health 
care expert biased to DTC and thus heavily 
weighting  Apple / Google credentials.   
 
QUESTION: So folks are funding, but do they 
have an investment thesis in the space that will 
get you an exit (cf. A VC / Fred Wilson article 
below).  Will their bias help or hurt you if you 
want more than funding but a successful exit.  
Is this “smart money”? 



BASIC INDUSTRY SOURCES 

CHECK YOUR DATA Pro Tip: Google this and find it yourself 



BASIC INDUSTRY SOURCES 

CHECK YOUR TRENDS Pro Tip: Google this and find it yourself 



BASIC INDUSTRY SOURCES 

CHECK GOOGLE’S LATEST Pro Tip: Google this and find it yourself 



BASIC INDUSTRY SOURCES 

TECHCRUNCH 

Skim the headlines – make sure you know anything in your space and 
use the meta trends as an investor or client’s awareness horizon 

This is the Y 
Combinator 
network again 
 
This is much 
broader, more 
popular level stuff 
than Hacker News.  
Consider this the 
USA Today of start 
ups.  If it’s hit 
here, it’s gone 
mainstream and 
you need to be 
aware 



BASIC INDUSTRY SOURCES 

“Doctor’s or Algorithms” 
is now a category for 
discourse.   
 
If you are using a 
Recommendation/ 
automation/learning 
tech in your biz, you’ll 
need to have some 
language in your 
materials recognizing 
this. 
 
Even if this isn’t ‘real’ or 
doesn’t ‘apply’, you’ll be 
asked and can actively 
address it in materials - 
perhaps explaining how 
your product navigates 
this, etc. 



BASIC INDUSTRY SOURCES 

INDUSTRY REPORTS 

Find and read the basic industry reports on both your vertical and 
horizontal and ideally where they intersect 

For example, 
Forrester on tech 
adoption in 
healthcare. 
 
This is mainstream 
for investors and 
strategic clients. 
 
If it raises 
challenges (i.e. 
tech adoption), 
you’ll need to 
speak to it in your 
pitch and even 
sales process 



BASIC INDUSTRY SOURCES 

INDUSTRY SITES 

Find 2 or more industry insider sites and read them regularly 

For example, 
fierce health care 
 
These raise the biz 
problems that a 
good start up 
could solve – and 
get you inside the 
mind of your client  
- as in what they 
are concerned 
about as well as 
what they are 
getting pitched 



BASIC INDUSTRY SOURCES 

INVESTOR BLOG 

Find a blog of a 2 savvy VCs – one who specializes in your vertical and 
one who is more general but still has a presence 

For example, Fred 
Wilson – look at the 
thought process and 
market reads. 
 
Here Fred Wilson 
says that he can’t 
figure out health 
care and doesn’t yet 
have a market thesis 
on it - a year or two 
away (e.g. Why is 
this important?) 



BASIC INDUSTRY SOURCES 

MAINSTREAM MEDIA 

Set up a google reader RSS auto alert for key people/topics in your 
vertical from traditional media – skim the titles and read the applicable 

For example, Marc Andreessen 
(netscape, et al) in the WSJ. 
 
Here he’s explaining how 
software is the only business to 
invest in regardless of vertical (& 
he’s investing). 
 
This is an investor’s bible.  
Consider addressing / 
positioning with your pitch. 
 
Note: this is in the Life / Culture 
section – use an RSS alert 



BASIC INDUSTRY SOURCES 

PLAYBOOKS 

Pay particular attention to ‘Playbook’ or ‘Landscape’ trend summary 
articles – even if you disagree know the narrative 

thefunded.com/fun
ds/item/8811 
 
Here is a summary 
of funding trends 
(rise of angels & 
incubators; fall/shift 
of VCs to seed-
based or multi-stage 
agnostic deals; 
mega-rounds 
replacing IPO; etc.) 
 
 

http://thefunded.com/funds/item/8811
http://thefunded.com/funds/item/8811


BASIC INDUSTRY SOURCES 

SOMETHING CRAZY 

Read something silly / crazy not about your vertical but keep an eye out 
for ‘alternative’ take on trends 

From The Oatmeal 
(parody of Microsoft-
Skype-Facebook deal). 
 
Know at least a handful 
of alternative 
perspectives – about 
general trends and 
about your vertical 
form sources your 
investors / clients / 
competition won’t 



BASIC INDUSTRY SOURCES 

SOMETHING WIERD 

Not just different, weird – not just notorious, but un-commoditizable 

Seriously, if you’re 
going to do a start up, 
you’re likely insane – as 
in clinically diagnosable  
 
Embrace it – create 
value from it 



BASIC INDUSTRY SOURCES 

How to run a business 
 
Two instincts 
 
Know what to be patient 
for and what not 
 
Know what’s important 
and what’s not (to the biz 
strategically and tactically) 
 
http://www.buzzfeed.com
/danmartin/this-letter-
steve-albini-wrote-to-
nirvana-is-just-incredible 

READ THIS LETTER 



BASIC INDUSTRY SOURCES 

How to run a business 
 
Two instincts 
 
Know what to be patient 
for and what not 
 
Know what’s important 
and what’s not (to the biz 
strategically and tactically) 
 
http://www.buzzfeed.com
/danmartin/this-letter-
steve-albini-wrote-to-
nirvana-is-just-incredible 

READ THIS LETTER 



BASIC INDUSTRY SOURCES 

READ THIS LETTER 

How to run a business 
 
Two instincts 
 
Know what to be patient 
for and what not 
 
Know what’s important 
and what’s not (to the biz 
strategically and tactically) 
 
http://www.buzzfeed.com
/danmartin/this-letter-
steve-albini-wrote-to-
nirvana-is-just-incredible 



BASIC INDUSTRY SOURCES 

How to run a business 
 
Two instincts 
 
Know what to be patient 
for and what not 
 
Know what’s important 
and what’s not (to the biz 
strategically and tactically) 
 
http://www.buzzfeed.com
/danmartin/this-letter-
steve-albini-wrote-to-
nirvana-is-just-incredible 

READ THIS LETTER 



You think he’s finally  
going to get to the data? It’s about  

darn time! 

BASIC DATA SOURCES 

What about the DATA ?!? 



BASIC DATA SOURCES 

REAL SOURCES 

Hit the main sources. 
 
These drive the ACA 
market but they are 
geared towards unit of 
payment (contract, etc.) 
not like the APCD. 
 
Also see new sources,  
like payment on 
physicians using CMS FFS 
data and making 
mainstream headlines 
(NYT, WSJ, USA Today…) 



BASIC DATA SOURCES 

CREATIVE SOURCES 

Strategically, if your 
sole source is claims 
data, it’s probably a 
flaw in your business 
model. 
 
But it also means you 
have an extra challenge 

Use something 
besides claims  

ICD What? 



BASIC DATA SOURCES 

CREATIVE SOURCES 

Strategically, if your 
sole source is claims 
data, it’s probably a 
flaw in your business 
model. 
 
But it also means you 
have an extra challenge 

Use something besides claims  

‘Tis ICD10 



Classic Start Up Trap* 

You can’t demonstrate your system 
unless you have working data 

But you can’t get data unless you have 
a working system to demonstrate 

(either restricted access or real world 
pilot to get real data) 

*Perhaps the most frequent fail point for an analytic start up in the real world 

BASIC DATA SOURCES 

CREATIVE SOURCES 



The Power of Puff! 

Use the DE-SynPUF for your demo! 
 
Use it for your build,  
your first iteration,  
to showcase a real working system. 
 
Then get your pilot,  
restricted use access, 
funding...   

… and… 

BASIC DATA SOURCES 

CREATIVE SOURCES 



Get through the funnel…  

Exit 

Exit w/  
Good Multiple 

Idea 

Prototype 

Funded 

1 %* 

1 %* 

1 %* 

1 %* 

*Health Care Start Ups  
fail at astounding, 

disproportionate rates 
WIN 

BASIC DATA SOURCES 

CREATIVE SOURCES 



… and avoid getting stuck! 

BASIC DATA SOURCES 

CREATIVE SOURCES 



BASIC INDUSTRY SOURCES 

REMEMBER: “INTESTINAL FORTITUDE” 

There’s an office job around the corner, why not take it?  

The highest highs and 
the lowest lows – 
greater joy and deeper 
despair than you’ll find 
during a life time of 
office jobs – and all 
before noon each day. 
 
And a 1 in 1000 
‘success’ rate, when 
counting conservatively. 
(note: exit/liquidity is 
success, not funding, 
he’s writing this to 
those already funded). 
 
Do you really want to do 
this? 



PUT IT TOGETHER 

Do It Yourself (after all that’s the nature of a start up) 

Build your collateral, start the conversation & revise 
 
Build your market map 
 
 Trends (financial, technical & vertical) 
 
 Business problem/solution & your place vs. competition 
 
Build your demo (w/ data) – what is your minimum viable product,  
                  differentiation 
 
Sketch out your team – contact them if needed via tools above 
 
Identify your funder – contact them via tools above 
 
Where is your exit – start w/ the end and contact them first via tools above 


