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Abstract 

 

This dissertation examines the four empirical studies of Technology 

Companies and list of Startup Technology Organizations from Startup Thailand 

- National Startup Committee to study the strategy with the goal of investigating 

the strategy for management in startup or technology organization within the 

area of Thai Digital Industries. 

In the first empirical study, Investigating Goal-Setting Method by 

studying the position in organization has affected the power for expressing 

opinion or solution; achieving objective and key results in timeline planning; 

setting the objective and key results too hard to achieve. 

In the second empirical study, Investigating Early-stage Startup Strategy 

by studying the key considerations to preparedness analyze the business model; 

effecting of personal branding for CEO and Organization’s image; effecting of 

valuation method; creating a pitching deck; effecting and methodology of 

raising capital; strategizing of business negotiation. 

In the third empirical study, Investigating Startup Organization 

management Strategy by planning the lean canvas to analyze the overall of 

organization; effecting of RARRA Metric for digital platform growth; 

practicing of human resource Netflix methodology; managing the financial 

strategy; effecting and preparing of law and regulation. 

In the fourth empirical study, Investigating Startup Technology 

management Strategy by using the technology product review & design; 

planning and using the technology stack and cost; practicing project 

management with agile; managing and constructing develop, test and 

production; planning and using automation CI/CD; studying technology R&D 

research.  

From the results, we recommended using both of KPI and OKRs as the 

goal setting method for organizational strategy management. เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 
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Chapter 1 

Introduction 

1.1 Motivation 

Due to many newcomers, startups in Thailand do not gain equality of opportunity. Also, 

startups in Thailand that already established the company have struggled to scalable their 

startup with a variety of problems in organization and technology management, goal-settings, 

business models that are not suitable with the scope market, law and regulation and venture 

capital presentation preparation process.  

Guideline of Scalable Startup Management with Objective and Key Results(OKRs) is 

invented as a guideline to  help newcomer’s startup and startup company in Thailand startup 

ecosystem to construct the stable scalable startup to collaboration and reach to the unicorn 

startup  

1.2 Objectives 

This study is written to investigate the investigate the success factors of the New 

Startups and Startup Organizations to compare the performance of working under OKRs or 

KPI and Management Strategy in Organization and Technology.   

This dissertation will utilize OKRs capability and property as a start up guideline. The 

Start-up can read and actually follow the guideline strategy and providing knowledge about 

Startup Guidelines in Organization and Technology Management to enhance newcomer 

knowledge that lack opportunity to join the startup events.  

1.3 Scope of Work 

The scope of this project can be listed as follows: 

1. Creating Technology Startup Management Guideline according to Thai law and 

regulation  

2. Surveying from: เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 
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● Startup organization list from Startup Thailand Center, National Innovation 

Agency 

● Top-tier Technology Organizations 

● Successful Established Technology Startups 

● Employees from Technology Organization and Startup 

● Technology Startup Owners or Management Position 

3. Creating Guideline that cover in Early Stage of Startup from pitching, valuation, etc. 

Till Scalable the Startup Organization with the strategy in organization and technology 

management. 

4. Showing the benefit of using Objective and Key Results (OKRs) to be the goal-setting 

method for the organization’s mission and vision to the squad or team’s project goals. 

5. Showing the synergy between the Objective and Key Results (OKRs) and Agile 

methodology that both focus on short period for measurable the Key Results that 

according to Objectives.  

1.4 Thesis Structure 

This thesis consists of five chapters which are arranged as follows: 

Chapter 1 Introduction - Providing knowledge about Startup Guidelines in 

Organization and Technology Management. Organization Management using Lean 

Canvas, OKRs 

Chapter 2 Literature Review – proposes the Literature survey that is relevant to this 

project, and comparison. 

Chapter 3 Research Methodology – explains the methods that you use to conduct 

your research. 

Chapter 4 Results and Discussion – shows the results obtained from your research 

and discusses those results. 

Chapter 5 Conclusion and Recommendations – concludes what you have done and 

what you have found, and gives some recommendations related to the use of your 

research results. 

เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 
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Chapter 2 

Literature Review 

2.1 Background Theory 

2.1.1 Failure of Startups  

Ms. Anattaphisa Jantathai Program Director of the Academy under the Dtac Accelerate 

Program said that the rivalry in the Thai startup industry is as strong as ever in 2019. Most Thai 

startups lack funds and fail to break through the "Series A Bottleneck" in which startups are 

trapped at the seed stage and are unable to scale up to the Series A level. Top 3 weaknesses 

that prevent Thai startups from scalable have been found by global VCs:  

Lack of strategic vision and strategy for growth in wider markets, A minimum target of ten 

thousand users per day and Management skills and the shortage of programmers for 

exponential development ("VCs said 99% of Thai startups cannot grow unless they think about 

global expansion from day one and know when to exit and launch new business idea if their 

business fails", 2019). Of the top 20 reasons startups fail because of the number of founders 

being bold enough to share tales of the failure of their company.  

เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 
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Figure 1.1. Top 20 Reasons Startup fail ("Why Startups Fail: Top 20 Reasons l CB Insights", 

2019) 

 Therefore, to scale startups in Thailand and decrease the failure rate by guiding the 

strategy through Goal Setting Method, Early Stage Management, Startup Organization 

Management and Startup Technology Management. By Studying through the others academic 

thesis study and hypothesis to reflect the problem and solution that can adapt in Thai Startup 

Ecosystem. 

 According to Bristol-Faulhammer, M. (2017), Refugees' motivation to start a business 

is mostly driven by opportunities, as they see the potential for ethnic products and services that 

go along with migration to Vienna. Their use of human resources, but also their awareness of 

the reasons for their start-up, as well as favorable market conditions, the economic climate, 

social networks and exposure to entrepreneurship, are factors that allow refugee entrepreneurs 

to become productive business owners.  

Recommendations for Start-Up Service suppliers 

From the lens of shoppers of start-up programs, start-up agencies might take the subsequent 

recommendations on each program and systems level into consideration: 

Program level recommendations. 

1. As a result of access to monetary capital is a difficulty for all entrepreneurs, not solely 

at the start however conjointly as their businesses develop, start-up agencies might do a lot to 

foster collaboration with angel networks, personal equity companies, and alternative investors เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 
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to produce necessary capital for promising business concepts. additionally, they may explore 

choices to provide micro loans or monetary incentives for entrepreneurs who encourage be 

successful within the early stage. coaching modules the way to write appealing funding/grant 

applications in addition as monetary property training can be enclosed within the programs. 

2. Considering the variety of competences and circumstances of exile entrepreneurs, 

general startup programs do not live up to. General recommendation or capacity-building got 

to be complemented with personalized help. Additionally, incubation officers (who act as case 

managers) get to invest in intake interviews to know the profile and aspiration of their shoppers 

and build personalized road maps for entrepreneurial development. 

Systems level recommendations. 

1. As a result of exile entrepreneurs conduct their analysis regarding beginning a 

business themselves and regularly use sources that are suspect in each quality and amount of 

info, they waste time and energy. setup agencies could not solely speed up this info method 

however conjointly offer a lot of correct information and direct clients to applicable 

establishments. 

2. As a result of a lot of and more agencies are providing startup services and since of 

a growing and a lot of various target cluster, start-up agencies got to shift from a generalist 

approach to a coordinated specialist approach to avoid over- or under delivery of services. 

3. As a result of start-up agencies have a stronger voice within the entrepreneurial 

system, they need to leverage their power to be amendment agents and advocate for diversity 

and multiculturalism in governmental agencies and monetary establishments, to Illustrate, by 

having multilinguistic employees with a migration background. 

4. Considering the principles and rules within the institutional setting (e.g., tax and 

social security regulations), start-up service suppliers might advocate for different 

regulations —especially within the transition from welfare system into the first 

stage of business. 

 According to Guth, K. L. (2017), The probability for start-ups to thrive is also slim, 

with just one in ten succeeding in becoming a full-fledged firm. Although the internal dynamics 

of information management and organizational socialization may contribute to a start-up 's 

resilience, research has often failed to examine these phenomena in real working groups. 

Scholars have been calling for more organizational ethnography, particularly of real-world 

entrepreneurs, to better understand the process of organizing and improving process theory and 

change for better results. To start-ups and technology firms aimed at turning revolutionary 

ideas into practical goods in Silicon Valley or elsewhere, the key findings of the thesis bear on เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 
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confidence issues and creative cooperation among people on a vision that can change as they 

work and at the same time set up their organization. Presentation of conceptual and operational 

guidance in company contact management and support. The grounding method often carries 

related costs for formulation, development, reception, comprehension, start-up and delay, 

asynchrony, change of speaker (turn-taking), show, fault, and repair — all costs associated with 

communication. With staff spread around time zones or countries, startups and early-stage 

technology companies face higher costs compared to other geographically located young 

companies. 

Communication techniques should bring together these different points of view in a way that 

overrides the language of individual experience, eliminating some of the potential pitfalls of 

miscommunication and fractured perceptions. 

 According to Eagle, K. A. (2016), Small businesses play an important role in an 

economy's wellbeing. Entrepreneurs who succeed in their ventures can expand their companies, 

hire more employees, and pay more taxes; vice versa, companies struggling or failing can 

trigger job losses, salaries, and tax revenues. Identifying 2 styles of entrepreneurs: lifestyle and 

high growth. High-growth entrepreneurs create a competitive edge by introducing innovative 

innovations into the technological, industry, or business-model domain and developing what 

they term "innovation-driven companies" (IDEs) with global growth potential opportunities. 

Entrepreneurs in lifestyle build the more popular category of entrepreneur, "small and medium-

sized enterprises" (SMEs) whose business concepts are more conventional and serve local 

markets. The demands for these entrepreneurs differ considerably. Though the needs of these 

forms of entrepreneurship are drastically different, governments that seek to encourage 

entrepreneurship typically bring together all startups. Entrepreneurship and education 

initiatives would discuss the gaps between those founders and the appropriate financial 

strategies. Policymakers should decide which groups they wish to help and grow; 

understanding them will distinguish between success and failure 

 

2.1.2 Factor of Startup 
 Such constraints on decision taking are especially relevant for entrepreneurs. 

Entrepreneurs are heavily dependent on the strategic decision-making process and the results 

that their decisions produce. To entrepreneurs, this dependency is greater than for most other 

executives, since certain decisions that precede start-up are permanent and impact the whole 

company. Such sweeping decisions are comparatively uncommon until the venture has begun, 
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and decisions produce several results. These include both financial and personal achievements, 

and other types of achievements. Such outcomes are important because business is being done 

for its purpose, not for its own sake. A company that is conducted without profit considerations 

is a hobby. Outcomes measure the quality of the opportunity, the entrepreneurs and the 

decisions and actions driving the venture. To decide if the decisions taken by the entrepreneur 

are worthy of emulation, they need to be measured in terms of success and failure (Chatfield, 

B. V. 2008). 

 According to Gonzalez, G. T. (2017), Both internal and external factors which may be 

causal to the macro survival rate of U.S. startups have been studying this research. Inner factors 

were examined qualitatively, using a grounded theory procedure. Qualitative analysis revealed 

three internal factors which allowed the startups studied to survive. Those inside considerations 

were: 

Work Flexibility – Work-motivated businessmen were much more likely to achieve long-term 

sustainability. 

Allies – More likely to survive were the entrepreneurs who identified and utilized allies. 

Purposeful safety margin model – Companies whose founders were more likely to succeed 

with a thorough understanding of the safety margin (MOS) and the underlying elements of 

pricing and break-even analytics. 

The development of Risk Analysis for Initial Needs (RAIN) was inspired by the desire to 

pursue a solution to the business issue of consistently high failure rates by enhancing company 

startup planning. RAIN strengthens the start-up business strategy by replacing conventional 

environmental auditing with resource-based auditing (RBA) and concentrating on 

sustainability and scalability in post-launch incubation. Using the RAIN start-up planning 

model at time zero and during the early stages of the business lifecycle will boost profitability 

and inspire entrepreneurs to support the creation and use of start-up plans. 

 According to McLeod, J. S. (2000), A successful startup requires not only that several 

disciplines work together, but that these disciplines look at the project from a system 

perspective as well. It's not a straightforward process to shift the project team from a discipline-

based construction model to a system-based startup model. Moreover, because the project's 

early stages have the greatest effect on project progress, it is important that start-up preparation 

happens earlier in the project cycle. The results show that work on these activities began in 

"very successful" startups at the same time or earlier than suggested in the model, suggesting 

that the phase recommended in the model may not be sufficiently early. It is worth noting that 
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Table 1.1. McLeod, J. S. (2000, page 147). “Activities Started Significantly Earlier in Very 

Successful Startups” 

 
 According to Bujnoski, M. T. (2017), The Optimal Maturity Model will show, as a 

guide to business managers, whether the skill maturity of a company ranks ahead or behind the 

average for companies of its size. With that information business manager may fix possible 

inefficiencies of capability if the measures are large, or deficits of capability if the measures 

are small. When faced with growth, business managers could foresee and introduce required 

operational advances before recruiting more workers and experiencing growing pains. The 

Optimum Maturity Model will be of great benefit for startup investors. Seventeen of the twenty 

subject firms are seeking funding. An investor in a company purchases a portion of the 

corporation with the hope of a potential return. Although a start-up can promote an enticing 

opportunity, one problem for investors should be whether the start-up will fulfill the 

requirements of building a company. The Optimal Maturity Model 's diagnostic feature will 

provide the required insight to investors. Business that helped improve many of its processes 

to accommodate the high number of total workers, in particular many call center workers (> 

100), who had fewer technical skills and increased turnover. Although there was only a 
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process development, documentation, and training that penetrated the software teams. Small, 

young enterprises can increase capacity maturity more easily because low capacity maturity 

levels are less onerous, young enterprises have little or no pre-existing systems for burdening 

implementation, and processes and procedures with fewer people are easier to implement. 

Fourteen of the fifteen smallest businesses listed the word MVP (Minimal Viable Product). It 

was difficult to say in isolation whether the word was used as part of a product development 

plan or was it an excuse to launch a minimally solidified product lacking organizational 

capabilities and lacking a business vision. 

 According to (Nurcahyo, Ilhamsyah Akbar & Sihono Gabriel, 2018), For example, 

some of the external factors used in previous research are: competition, economic effects, 

demographic social cultural, political, natural environment, technological change, patterns, and 

market share. The internal considerations to be considered are management staff, 

organizational structure and culture, unique abilities, competitive advantage, logistics, 

marketing, human resources, finance & accounting, information tech / system, research, and 

development. There are 11 alternative approaches which have been categorized into 4 major 

clusters: convergence, concentrated, diversification, and defensive.  

 

Table 1.2. Nurcahyo, Ilhamsyah Akbar & Sihono Gabriel (2018, page 45). “Types of Strategy” 

 
 

Most of Indonesia 's fashion startups use Intensive Strategy: Market penetration, market 
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consumer awareness is Instagram and through group or forum. Business creation is an option 

since fashion enthusiasts are rising in cities other than Jakarta. Growing up small brand retail 

is a chance to be abused. The creative production of the company will take quite a large 

infestation, so make sure the startup has a good market to use. 

 

2.1.3 OKRs - Objective and Key Results 

According to Kanket, W. (2019), Performance evaluation is concerned with employee 

performance management within the enterprise, in which OKRs are a way to set targets and 

monitor progress that have increasingly been implemented by successful organizations across 

the globe such as Google, Intel, LinkedIn, Oracle, Twitter, or others in lieu of conventional 

KPIs. The findings indicated that OKRs promote the process of knowledge sharing and 

information exchange within the team, which in turn contribute to better organizational success 

in terms of innovative capacities, productivity , and effectiveness in adapting to changes in the 

environment. In other words, it can be said that OKRs are best suited to knowledge / creative 

workers rather than to repetitive labor. Participants also acknowledged from the experiment 

that they had a problem with preparing the job. This may mean that the KPI work practices are 

not acceptable when team members have little expertise or knowledge and no leader, resulting 

in inefficient preparation and setting up of the KPI. It is anticipated that the performance of the 

KPI team will be improved by having an efficient leader who can direct the design and setting 

the correct KPI for performance analysis. In other words, it can be inferred that OKRs will lead 

to better results, as it allows quality and quantity performance analysis to enhance job 

outcomes. To improve the efficacy of OKRs in performance assessment and management, it is 

proposed that team members need to have strong expertise or skills so that they can contribute 

to the team as well as the efficient means of communication and accountability in order to 

achieve the main results. Training by job simulation can help workers learn more about OKR 

's philosophy and method and its meaning. 

According to Shende, V. (2019), Increasing strategic challenge involves employee 

engagement and cooperation from various departments and levels. Consensus therefore needs 

to be built around the company on strategy so that workers can better understand, accept, and 

execute the strategy. Therefore, the aim of the strategy is not to optimize the success of a certain 

company or department but to optimize the corporation's overall efficiency.  

A comparative study conducted to compare various System Strategy. BSC (Balanced Score 

Card) and OKRs (Objective and Key Results) share much overlap across a scientific 
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comparison. Both concentrate on objectives — broad objectives intended to move the company 

forward — and metrics (known as key results in the field of OKRs and measurements in the 

BSC) that assess the progress of the organization in achieving the target. The biggest difference 

between the two is that of cadence. When BSC is established, most companies will draft goals 

and initiatives intended to remain in place for at least one year, but sometimes longer. However, 

with OKRs, most companies change their priorities and main results every quarter, reflecting 

on what could generate the most value over the next 90 days. The main distinction is in 

"development criteria." Companies develop four distinct targets and metrics while creating a 

BSC, but similar success viewpoints are: Economic, Consumer, Internal Processes, and 

Learning & Development. On the other hand, OKRs do not depend on using perspectives. The 

emphasis again is on what will be most important in the next quarter.  

According to Hung, E., & Monastyrsky, M. (2017), Companies are modifying their PM 

processes in different ways, to match PM with organizational expectations. Sometimes they do 

so with limited results data, as when performance ratings are dropped. Changes do generally 

enhance individual efficiency, often in uncharted territories. Of the organizations that 

participated in Deloitte's 2017 Human Capital Survey, 90 percent that have improved 

performance management see significant changes in collaboration, 96 percent say the processes 

are smoother, and 83 percent claim they see an increase in the quality of communications 

between employees and managers. That is because companies are implementing successful PM 

strategically, over doing the bare minimum. To highlight enhancements to PM processes, we 

will point out progress and outcomes in three main areas: evaluation of staff, setting targets and 

feedback. A 'bottom-up' strategy, where workers set targets while referring to corporate goals, 

allows goals to be more unique to each individual and contributing to larger programs. Through 

accountability around goals, such as publicly announcing a target, requires workers to act on it 

to show honesty. This also helps individuals to freely gage development as opposed to others.  
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Table 1.3. Hung, E., & Monastyrsky, M. (2017, page 5). “Performance management: Old rules 

vs. new rule”  

 
According to Trinkenreich, Bianca & Santos, Gleison & Barcellos, Monalessa & Conte, 

Tayana. (2019), As the industry has increasingly used OKR (Objective Key Results) to promote 

the development of tangible and achievable objectives to encourage collaboration, engage the 

team, and pursue a fast pace, the IT director has shown interest in using it. The OKR literature 

provides information to construct OKRs and track outcomes (examples, good practices, tips, 

concepts). However, there is no realistic path or method for collecting quantitative information 

and transforming a conceptual objective into a tangible aim for a main outcome. There is also 

no guide on how to get programs to achieve targets. That kind of information is given by 

GQM+Strategies. They had previous experience using GQM+Strategies in other company 

divisions, and so we wanted to merge these two approaches. By doing so, we expected OKR 

to meet the need for a faster approach, while GQM+Strategies will provide complementary 

information for the activities to be carried out. First, we present the planning and 

implementation details for the report.  
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Figure 1.2. Trinkenreich, Bianca & Santos, Gleison & Barcellos, Monalessa & Conte, Tayana. 

(2019, page 7). “Process to support defining and monitoring OKRs and strategies to achieve 

them”. 

The method and expertise gained from using together OKR and GQM+Strategies practices can 

be useful for practitioners to replicate or adapt the method, as well as being motivated by our 

experience to identify their own OKRs and initiatives. In addition, researchers may define 

specific problems to be resolved in future work (e.g., gaps in information in OKR). They found 

no research documenting the use of OKR in the IT domain which combines OKR and 

GQM+Strategies. As future works, they plan to carry out new studies implementing the 

generated method to obtain and develop new data about its use. 

 

2.2 Topic-Specific Readings 

2.2.1 Early Stage Startup Management 

 A company incubator provides a creative approach to promoting higher education 

technology. It is like the traditional patenting / licensing scenario and yet separate from the 

transition of technology in far higher education. An incubator's job is to provide an environment 

in which university-derived start-up companies can be "incubated" into real businesses, and 

patents and licenses can potentially be turned into long-term equity revenues. It was appropriate 

strategic planning, reliable market analysis, reasonable and reasonably priced legal assistance, 

and suitable office space during their early years that the incubator services most desired by 

the respondents. Because there are major variations in incubator resources most desired by 

firms developing different product categories, with the software, pharmaceutical and 

consultancy / service companies providing the most diverse and needs. That there are major 

variations in services needed depending on how long it has been since the establishment of the 
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finding a management team, legal assistance, employee benefit systems, and office equipment. 

Newer company respondents cited planning, finance, market research assistance, and cheap 

office space as the most critical concerns (Scott, J. L., 2000). 

 According to Hao, W. Y. (2018), Staff find work justified in an early-stage combat tech 

startup, in the sense of seeking reasonable, equitable, attractive, and meaningful arrangements. 

The research uses as its theoretical structure the rational sociology of critique by Boltanski, 

complemented by Pierre Bourdieu's sociology of action. There is a dual sense of the 

Boltanskian notion of justification. There is no void to attain a justified situation, a position in 

which actors consider relationships fair and reasonable. It is based on critiques of a form 

situation's competing structures as much as it qualifies it positively. The startup is defined as 

engaged in practical and socially beneficial research to solve real world problems through 

creativity, and it is usually presumed that working in the post-bureaucratic organizational 

context is conducive to the individual's "development." To understand how it is justified to 

work in the early stages of fighting startups is to understand how their participants accept this 

situation and make it fair. Justification would be further operationalized as the participants 

attractiveness and meaningfulness derive from work. This study shows that participants 

consider the startup sector justified as a place to work in which it is fairer, more important, 

desirable, and economically secure. The startup is defined as engaged in substantive and 

socially beneficial "problem solving" research, and it is usually assumed that working in the 

organizational context is conducive to the individual's development. The dangers of working 

in an early-stage company are privatized in this sense and converted into opportunities. This 

sense of modernity is the same environment to which future remuneration criticisms are 

displaced in a startup. Wage-remuneration equity issues are made subordinate to one's goal of 

optimizing one's ability. The workers may agree, but counter-argue that it is not worth that 

much because this design is mass-produced in factories and is worth very little. For many of 

my subjects, though, it was clear and convincing that development, fairness, and a sense of 

purpose can be found in the startup. Where being entrepreneurial is qualified as growth, and 

innovation qualifies technological innovation, justification often explains technological 

innovation, wage levels, and the uncertainties and risks of entrepreneurship re-work. 

 According to Yau, L.(2019), In general, larger companies have clearer and more 

defined goals and strategies than start-ups and, more importantly, most of the actions taken 

within a larger company have already been proven to work both internally and externally on 

the market. Managers in large businesses are more likely to judge and have strong incentives 
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for startups; the very existence of a startup demonstrates the goal of changing the status in the 

marketplace, again internally and externally. Co-founders typically have a particular / equal 

shareholding in the company over which they all have a degree of control and power. But I 

think it is difficult to define a strong leader in early-stage companies within a co-founding team. 

I think the members of the co-founders' community serve as leaders and followers at the same 

time. This may therefore be a perfect situation to research 'leadership' and 'followership' 

without applying the bias of a given lens. This would also logically lead one to look at this 

work from a viewpoint of cooperation, rather than as one in which everyone is a leader and 

others are just followers. Therefore, a leadership model tailored to start-ups in the early stages 

takes a more inclusive approach, or at least a multi-to-many partnership structure (team 

members are both leaders and followers at the same time, or simply partners working with 

equal partners). The researcher has thus determined that leadership as a practice (L-A-P) is the 

framework that best addresses the root of the issue without relying on labels. In both cases, 

before venturing into starting a company together, the co-founders formed some sort of 

partnership. And this relationship extends to the business relationship that the startup created. 

All participants were asked to use adjectives or words to describe their relationships with their 

co-founders, respectively. While they differ from one another, these are not typical words that 

one would find in a larger organization to describe colleagues. Co-founders should be prepared 

with this dimension of high fluidity with two main perspectives. One is the common core values 

and intent for the startup to bring everything together as well as developing its DNA. The other 

has to do with day-to-day operating procedures, which are mostly what business theorists and 

practitioners often are concerned about, staying clear and straightforward. For anything that 

happens on a regular basis, there is often no time and place of shared decision taking. Although 

co-founders should expect leadership and partnership within the team to continue to evolve, 

they need to build clear and specific decision-making ways and allow an agile framework to 

respond to the external market. 

 

2.2.2 Organization Stage Startup Management 

 According to BOYD, G. W.(2017), The aim of lean startup is to build a minimum viable 

product; get it into the consumer's hands quickly; evaluate their approval, rejection, or subtle 

improvements; and then turn or step forward. The philosophy here is: Construct, calculate, 

learn, and do all as quickly as prudence can. The thought is: Why produce and scale before you 

know whether the product and business model are acceptable and workable. Minimum viable 

เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



16 
 

product is a crucial concept central to the technique for lean startups and is taught with great 

emphasis. Furthermore, if the entrepreneurs genuinely follow the lean startup approach, as 

supported by Blank or Ries, then the regular operations after start-up are also seriously affected. 

Startups that survived the first few rough years did not adopt the conventional product growth, 

which has been heralded for decades as a product-centered launch model. Alternatively, all 

successful entrepreneurs developed an alternative solution through a rigorous trial and error 

process. This was deliberate at times, but it was also almost accidental much of the time. The 

alternative "learning and development" process could properly be called Customer Growth. 

This went against conventional / traditional business startup wisdom, however, and was not the 

standard way to write a proposal, raise funds, and then execute the plan. Resourcing, shaping, 

and educational organizations were reluctant to adopt modern paradigms like lean startups. 

Government departments, banks and other lending institutions tend to use conventional criteria 

to support start-ups. In comparison, colleges and universities were very reluctant to explore 

any lean startup ideas, and even slower to follow. Evidence of that lies in the fact that the 

participants' level of education in our survey did not matter at all. It should be. Company 

education respondents, or university graduates, would have come across this lean startup idea. 

Most entrepreneurs are simply not performing sufficient self-research. The same mentality 

which makes heavy risk takers for entrepreneurs also makes them highly independent. They 

are also given so much negative feedback in creating their dream that the inclination is to step 

forward and to shut out the naysayers. In our report, the survey question about the minimum 

viable product should have been a dead giveaway to any startup literature researcher.  

 According to Wang (Wong), F. (2016), Communication from WOM, marketing 

messages are transferred (embedded) in the information received by online users. In each 

individual piece of information, the characteristics, goals, and consequences of marketing 

messages are varied, influencing the creation of specific attitudes of online users toward the 

information environment brought into the message. In other words, information generated on 

social media by entrepreneurs will inevitably contain a certain number of messages related to 

their company. Provides a theoretical and empirical study into how the use of social media by 

entrepreneurs is reflected both in the effect on their industry and the resulting amount of venture 

funding. Specifically, the findings indicate significant impact on specific start-up outcomes of 

entrepreneurs' tweets (WOM effects), whereas insightful, persuasive, and disruptive tweets 

were positively linked to start-up engagement. In the main sample, transformative tweets have 

the best relationship with start-up interaction, but the relative strengths of the coefficients have 
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 According to Sineni, S. (2014), Growth hackers are powered by data and recognize the 

value of rapidly checking every step to improve conversion levels and user experience. 

Everything that a growth hacker does is with a sense of urgency and the sole focus being 

growth. Ginn notes that a growth hacker "thinks outside the box and is able to use guerrilla 

tactics to achieve growth objectives. To effectively tackle growth hacking, first user interface 

(FUE) must be optimized and conversion set as the marketing target. An FUE is a user's first 

contact with the product. Potential customers who see the message from the company and 

check out the product need to realize what it provides and want those benefits. The determining 

factor in whether a new user is turning would be an ideal first user experience. Using a pull 

approach and optimizing a successful first user experience for customers are not modern 

marketing strategies, like most of the ideas that are focused on growth hacking. The difference 

is that entrepreneurs and online marketers are searching for innovative ways to refine these 

concepts to solve a different collection of issues than long-standing businesses. 

BrandYourself.com, for example, employed growth hacking tactics to reach 60,000 followers 

within the first 60 hours following the launch of the website. Maintaining a data-driven attitude 

is a central component of that hacking, and one that can transform the thinking behind any 

marketing campaign. Data may show that methods of growth hacking would not produce more 

results than conventional marketing, in which case the team will concentrate on a traditional 

approach. The point is that rapid testing of every step of the process from start-up to millions 

of users will decide the most efficient way of getting users and delivering value. Growth 

hacking also offers startups the ability to compete directly with larger, better-resourced 

companies and market leaders. The relative lack of capital puts a startup at a significant 

disadvantage as it meets an organization with a large customer base and millions of dollars in 

sales. Growth hacking and targeted communication offer a free, or at least more affordable, 

way for startups to gain exposure and market share.  

 According to Okafor, A. (2018), The findings of this study show that shareholders will 

benefit from enhanced valuation methods and an increased aggregate net worth. The outcome 

of the study can help to reduce the country's unemployment rate as more people take on 

entrepreneurship due to increased awareness of asset valuation and access to funding and exit 

strategies. The likelihood of CAPM mergers and acquisitions was 58.40%. Using DCF process, 

mergers and acquisitions are 1.677 times more likely to be accomplished. The likelihood of 

mergers and acquisitions of high-tech start-ups using DCF was 62.60% from the statistics. The 

figures for the real options valuation system predictor generated an odd 2.052 with a probability 

of 67.2 percent occurrence. In comparison, the asset-based approach, the relative valuation เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 
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approaches, as well as the mixed valuation process, had lower chances of predicting mergers 

and acquisitions of high-tech companies with incidence estimates at 30.2%, 31.10%, and 48.0% 

respectively. As noted, five of the predictors used in the model (capital asset pricing model, 

discounted cash flow method, real options valuation method, venture capital method, and other 

methods of valuation) significantly predicted the probability of mergers and acquisitions of 

high-tech startups. The study findings show that with the use of real options valuation system, 

discounted cash flow methods, capital asset pricing process, and venture capital approaches, 

the chances of achieving mergers and acquisitions increase. In support of the current theory, 

the model built for the study presented evidence along these lines that the probability of 

achieving mergers and acquisitions can be estimated through the binary logistic regression. The 

slow speed of growth in the high-tech sector needs no further clarification as most of the 

companies surveyed indicated a preference for organic growth. Such results will guide the 

application of valuation methods in the industry in future direction. 

 According to Meyer, R. C. (2015), The ability to learn was considered to be the most 

appealing aspect of a startup company in a survey of 436 mainly working, college educated 

participants. Therefore, startup companies looking to raise their applicant rate and hire new 

hires can advertise the ability to learn in their recruiting statements. Conversely, the findings 

indicated that the small size of the company was deemed the least desirable of five features. 

Despite the size of the business being ranked as the least attractive on average, it was the only 

feature where substantial differences were identified. Specifically, the unemployed participants 

found the small business size to be substantially more attractive than the participants who were 

working. Older participants (age 55-64) often found small business size appealing, slightly 

more so than their younger counterparts (i.e., participants aged 18-35). Such results underline 

several prospective candidate groups' diverse preferences and highlight the importance of 

tailoring a company's recruitment strategy. In other words, a startup company might perform 

an examination of the workforce to identify differences in employee diversity, temperament, 

and ability. The company will then use the findings of this study to establish a recruitment plan 

designed to increase the number of applicants with the desired backgrounds and personalities. 

Findings showed that expectations for the unemployed / actively pursuing participants were 

greater than those for the unemployed / passively pursuing participants and for the employed / 

passively seeking participants. Most surprisingly, the participants currently employed / actively 

seeking showed the largest mean intention score, even greater than the participants who were 

unemployed / actively looking for. Inspection of the data seemed to suggest that the observed 
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finding suggests that there are many working individuals available to jobs in a startup business, 

and that it might be prudent for an entrepreneur or human resources recruiter to devote a greater 

portion of their energy to hiring or stealing currently employed individuals who have the skills-

setting needs of a startup. 

 

2.2.3 Technology Startup Management 

 According to Pazderski, P. I. (2018), This initiative focused primarily on the IT 

industry, as it was the pioneer in agile practices at the time. Initially, agile approaches were 

developed and created for safer, quicker, cheaper product creation and bringing software 

engineers closer to the app customers. Over time, agile approaches were growing, developing, 

and morphing for use in all aspects of IT, such as supply chain, logistics, distribution and 

maintenance. Subsequently agile approaches started to penetrate other markets such as banking 

and retail. In addition, different developments in engineering, such as lean processes, started to 

balance and integrate with agile practices. Hypotheses H1a, H2a, H2b, and H2c have been 

discussed to address the first part of the original question: agile management activities were 

landmarks in the agile IT sector? The endorsed hypothesis H2b offered a partial or conditional 

answer: The more efficient an enterprise was viewed, the more successful its operations were 

on average. So, address the second part of the original question, the hypotheses H1b and H2c 

were explored: What agile market trends were landmarks in the agile IT industry? All theories 

were underpinned by the survey data element analysis and cluster analysis. Specific agile 

patterns for enterprises have been identified, labeled, and analyzed. Hypothesis H1c was 

discussed to address the third part of the original question: The agile business archetypes have 

become landmarks in the agile IT industry? The forms fell into archetypal groupings. Analysis 

of the clusters identified three main agile archetypes of enterprises that were labeled and 

analyzed. 

 According to Kausar, M. (2017), Regular stand-up meeting is an agile process that lets 

the team organize their day-to-day operation by addressing three questions: I What did you do 

yesterday ii) what will you do today? And iii) What does it get in the way? Whereas daily 

morning stand-up meetings are an agile pattern, as it has been observed that performing daily 

stand-up meetings in the morning is more effective than performing them in the middle of the 

day or at the end of the working day. The continued observation of the changed procedure 

contributed to the development of trends for regular morning stand-up meetings. Using this 

template, we tackled the problem of information transfer and collaboration and teamwork 
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problems. Distributed agile practices differ according to their granularity and abstraction level. 

Since there are several distributed agile trends, we grouped them into four groups, which are 

trends of control, coordination, cooperation, and testing. This grouping helps to understand and 

classify which behaviors are to be used in a specific scenario. Depending on the issue they 

solve, we have categorized distributed patterns. The description for the four categories follows: 

Management Patterns: Because the team is spread over various time zones of offshoring, it is 

challenging to handle all the scattered team members and as they work on separate project 

projects, it is difficult to determine the overall success of the project. To tackle this issue, we 

use management trends as they consist of strategies that help coordinate onshore and offshore 

team members and their actions in a collaborative environment to efficiently implement agile. 

Communication patterns: Since the team is physically dispersed around various time ranges, 

they have minimal overlapping operating hours, making it impossible to establish real-time 

contact with the onshore and offshore team members. Contact practices reflect on how scattered 

team leaders can sustain a productive communication platform in an agile environment using 

numerous online platforms to include synchronous and asynchronous communication methods. 

Collaboration Patterns: Even though the project 's purpose is offshoring; certain joint work 

tasks also need to be carried out to enhance communication between the onshore and offshore 

team members. And if the onshore and offshore team leaders do not know each other, this 

causes confusion and uncertainty among the team members that affects the effectiveness of the 

overall team. To address this issue, teamwork dynamics include suggestions to which tasks 

onshore and offshore team leaders can perform together to increase team cohesion and project 

development. Verification patterns: As in agile we focus on creating the best product according 

to customer feedback. However, since the team is dispersed at different locations, it is difficult 

to create a common rule for all the scattered production sites and how to show the client the 

progress of the project. To solve this problem verification patterns focuses on how effectively 

customers can get a distributed project developed according to their needs and monitor what 

has been developed. 
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Figure 1.3. Maryum Kauser. (2017, page 130). “Distributed Agile Patterns Application on 

Traditional Scrum Lifecycle”. 
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Chapter 3 

Research Methodology 

 

3.1 Startup Goal-Setting Method 

3.1.1 Objective and Key Results (OKRs) 

 

How to set goals for everyone in the organization to have goals that are consistent across 

the organization with the objective. Which describes the aims of the organization at various 

levels? And the key result is the method of achieving a set goal by determining the value of 

success that achieved that goal. The OKRs system will let all personnel in the organization 

know. How to achieve the goals of the organization in the same direction, which will make the 

organization move forward quickly. 

 

3.1.2 Real Case’s Example using OKRs 

1.Google 

Google is successful in using OKRs in the company. OKRs help companies to develop 

forward in every project.  

Google has also used OKRs since 1999 because it helps them convert them from a 

company of 40 employees to 60,000 employees. Google has been using OKRs framework for 

a long time because they get remarkable results from it. They set ambitious objectives and 

grade their key results on a scale with 0-1.0 by the end of each quarter.  

And In 2008 Google launched Chrome to the market by setting OKRs. The objective will create 

an era browser to market and the challenge key results that are used for measurement in 1 week. 

It will have 20 million active users. 

  

            The initial results show that Chrome cannot approach the goal of OKRs and at that time 

Chrome had only 3% of market share but Google got good feedback from users. 

            Google's OKRs is too hard. But the heart of OKRs is making the employee excited with 

our works and making them feel not secure if they save in each comfort zone 
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            In the same year Larry and Sergey, the founder of Google wrote OKRs “We should 

create a web that changes pages like a magazine” and then they established the second team to 

manage applications on Chrome. This team is responsible for making applications perform fast 

similar runs on the desktop. So, they must cooperate with other companies to make real OKRs. 

             After 4 months, Chrome can run JavaScript faster than Firefox up to 10 times. And 2 

years passed, Chrome can run JavaScript faster than Firefox to 20 times and after that Google 

Chrome can overcome OKRs. More than 20 million people use Chrome per week. 

Later in 2009, Google played bigger. By targeting the OKRs of 50 million Chrome users per 

week. But the result appears to have failed Because there are only 38 million users 

  

In 2010, instead of following the original goal, set up a new OKRs for the Chrome team that 

requires 100 million users per week, but the results show that this time, Google has succeeded. 

This time, Google comes with a bigger OKRs Do whatever it takes to reach your target. By 

starting to adjust the business direction of the "Chrome Fast" campaign in the United States to 

increase awareness. Followed by the release of Chrome for iOS and Linux to expand the market 

beyond the existing Windows system. 

  In addition, it does some small things, such as alerts users with Chrome in their hands 

but does not use it. And unbelievably, this method is more effective than you think. Because in 

that quarter (Quarter 3/2010) Chrome has used from 87 million to 107 million and shortly after 

that, Chrome has 111 million users per week. And keep going 

In 2018, just counting on mobile phones alone, Chrome has more than 1 billion users a day. 

Google can really thank OKRs. This time, Google comes with a bigger OKRs Do whatever it 

takes to reach your target. By starting to adjust the business direction of the "Chrome Fast" 

campaign in the United States to increase awareness. Followed by the release of Chrome for 

iOS and Linux to expand the market beyond the existing Windows system. 

  In addition, it does some small things, such as alerts users with Chrome in their hands 

but does not use it. And unbelievably, this method is more effective than you think. Because in 

that quarter (Quarter 3/2010) Chrome has used from 87 million to 107 million and shortly after 

that, Chrome has 111 million users per week. And keep going 

In 2018, just counting on mobile phones alone, Chrome has more than 1 billion users a 

day. Google can really thank OKRs. 

Present, the browser proportion of people around the world   

demonstrate that 58.94% of Chrome, 13.7% of Safari, 5.17% of Firefox. Chrome is the number 
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Google strongly believes that OKRs are transparent, and everyone has the right to view 

what other workers are doing. According to them, OKRs that are between .6 to .7 are considered 

successful because if someone is continuously hitting 1.0, it shows that their goals are not that 

ambitious. 

            Google also does not consider low grade OKRs a bad thing because they believe that 

these OKR’s are used as data for the OKRs of next quarter. 

  

2.Intel 

In November 1979, Intel was Janus-faced with uncertainty. Its flagship silicon chip was 

being crushed by 2 competitors Motorola and Zilog. Intel was in a dice scenario. Andy Grove, 

Intel’s then President, knew that they had an enormous downside. So, they designed and 

enforced the OKRs system. A goal designed to stretch the boundaries of what’s potential. 

By Jan 1980, Intel crushed the competition taking its place because of the high chip maker. 

beneath Grove, Intel magnified revenue from $1.9 billion to $26 billion. 

They triple-crown with ideas that do not go anywhere while not executed. while not a team 

operating along ideas peter out and firms fail. 

  

3.LinkedIn 

            The CEO of LinkedIn, Jeff Weiner, provided clear directions and goals to employees 

and he believed that the best destinations need clear vision and mission. And the good leader 

can provide strategy, defining clear objectives and measured results. 

            He considered that OKRs has limited time. So, he must motivate the entire team to set 

goals that are challenging. The quantity of OKRs should be between 3-5 in a quarter, 

            Weiner set up a meeting with the team once a week to follow how all the employees 

are working towards, specify problems, share the achievements. 

  

3.1.3 Best practices for writing good OKRs 

Setting objectives for all will be important to the organization's goals. Each goal should be 

clear, that is to separate the activities of each group. Obviously understanding the purpose, the 

program was developed by Intel's Andy Grove and implemented by large and small companies. 

You have got to understand the OKRs character before you write something. These are two 

essential characteristics. Structure Each team, department or individual should have 3-5 

objectives. The objectives should be achieved within a very limited timeframe (e.g. one year 
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or one quarter). It is not an ongoing task. Objectives are supposed to be formidable. Google's 

70th success rate considers motivating performance. 

The two major queries that should be answered once you have made OKRs for your company 

square measure given below: 

1.Where do we expect our business to need (goals)? 

• Unfair aim could be a person within the company should genuinely realize the ability that 

should be comfortable to perform within the individual. And can do the job. 

• Linear targets are difficult to rely on the simplest results. 

The department's priorities are verified by subordinate managers in conjunction with senior 

management. Subordinate supervisors must achieve structure targets in accordance with the 

organization's top-level executives. 

Employees have their own targets to achieve. In conjunction with one's own department 

For key results: There are three key outcomes per goal. 

Core outcomes will have to be tangible. 

They are the steps necessary to understand the goal of the associate. So, reaching them is equal 

to attaining your goals. 

They are not actioning but performance. 

2.How can we tend to get there (measurable steps)? 

Your entire team should consider these inquiries to be vital once following the OKR best 

practices for your company. It is essential for key leadership groups all the way down to team 

members. respondent these 2 queries fosters a cascading interaction of objectives that keep the 

complete company aligned and awake to what direction the corporate is taking. 

OKRs: obtaining Started 

The process explained below can assist you and your team adapt to OKRs in regarding six 

weeks before the beginning of another year or quarter.  

First Step: establish Team Objectives and Key Results 

Identify 3 to 5 primary objectives of your team within the returning year or quarter. It ought to 

be in line with the vision and mission of the corporate. Identification of the key results return 

when this. The steps to attain these goals ought to even be explicit. 

Second Step: want however Your Team can Organize OKRs 

Monitoring OKRs is difficult, however there are square measure tools and strategies that your 

company will build use of to try and do this. you will be able to build use of spreadsheets. 

Your team needs to establish a scientific method to roll out the OKRs to your team members, 
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Third Step: operating with Team Leads in Drafting Objectives 

You need to assemble all division heads and cascade the importance of OKRs. the advantages 

of OKRs to every department and the company as a full ought to be explicit. 

Organize a gathering with the heads/executives concerned therefore you will be able to produce 

a method of rolling out OKRs along. 

Fourth Step: Cascading OKRs to Team Members 

The next step would be to organize the team leads/managers World Health Organization can 

cascade the new method to their several groups. they need to confirm that the OKRs square 

measure is understood by the team members. 

  Fifth Step: Writing of Individual OKRs 

Following the meeting of the leads/managers, the team members ought to be directed to put in 

writing their individual OKRs. Managers and team members ought to collaborate at this stage. 

At the initial arrival, the team member ought to build a comparison between individual 

objectives and what the manager expects. The individual’s objectives must be compelled to be 

in line with those of the corporate. At the tip of the arrival, the immediate superior and team 

member ought to reach a compromise. The immediate superiors ought to permit their team 

members to form their own selections and goals, however at identical times, make sure that 

these square measures are in line with the values and goals of the corporate. 

Sixth Step: activity 

At the tip of the primary cycle of OKRs, it is crucial for your company to judge however the 

individual OKRs could have affected any of the team or high-level company OKRs. This 

analysis can precede a company-wide meeting wherever team heads can discuss the direction 

of the corporate for consecutive quarter or year. 

Seventh Step: observance Individual OKRs 

Managers should check on the progress of the staff and see thereto that the key results square 

measure being achieved. OKRs also are a good thanks to live performances of team members 

and promote responsibility. 

With the higher than steps and best practices declared, the adoption of OKRs by your company 

is a simple method. If you would like steering on a way to implement this, be at liberty to 

achieve bent U.S. 
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3.1.4 Upsides of OKRs 

1. Focus 

Focus is that the 1st good thing about OKRs because of after you set OKRs, you are 

restricted within the range of them. There is over one objective, however invariably but seven. 

Fewer is best. each objective ought to work on one line. As for key results, you ought to have 

not any over 5 per objective. As a result of this inherent necessity to limit the quantity of things 

to specialize in, OKRs very force direct choice-making. associate degree OKRs cycle ought to 

begin with the question, what is most vital for ensuing 3 (or six, or twelve) months? This time-

bound question sets OKRs aside from alternative goal-setting systems because of they convey 

to the surface the few initiatives that may create a true, immediate distinction whereas deferring 

fewer pressing ones. By standing firmly behind a couple of top-line OKRs, leaders offer their 

groups a compass and a baseline for assessment. 

2. Alignment 

Once top-line objectives square measure set is once the important work begins. As they 

shift from designing OKRs to execution, managers, and contributors alike tie their day-after-

day activities to the organization’s company-wide vision. The term for this linkage is 

alignment, and its price cannot be overdone. In keeping with the Harvard Business Review, 

corporations with highly aligned workers square measure over double as seemingly to be prime 

performers. 

3. Commitment 

After focus and alignment return commitments. Commitments square measure OKRs 

that each one has in agreement are going to be achieved, and schedules and resources are going 

to be adjusted to make sure that they are delivered. pursuit these commitments are finished 

transparently. every team member should produce terribly clear signals for everybody that they 

are operating towards their OKRs. whether or not this can be done through a Google Sheet or 

associate degree OKRs code pursuit tool like BetterWorks, sharing OKRs progress on all-hand 

slides each single month, or printing them out and posting all of them over the workplace walls 

to mention you currently apprehend what you are pains for and if you are striking it or not, it 

does not matter as long as there's alignment and transparency. 
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4. Tracking 

Tracking OKRs from output to outcome is why management by objectives is therefore 

fashionable top-tier corporations. each OKRs ought to be ready to be half-track via the metrics 

established once they were written. And whereas OKRs do not need daily chase, regular check-

ups—preferably weekly—are essential to forestall slippage. Having these reference points to 

grade your current OKRs is the long run magic of them on the individual level. area unit you 

not off course to satisfy this objective or not? Why or why not? 

5. Stretching 

Stretching is last however not least. As John Doerr says, "Larry Page of Google is that high 

priest of 10x-ing everything, stretching additional. He’ll say, ‘I’d rather have the target be to 

travel to Mars, and if we tend to disappoint, we’ll get to the moon. this is often however you 

create moonshots.’" OKRs inherently push organizations to attempt additional, to eke out a 

touch quite what they thought was potential. 

The main profit is to stay vision, goals, and objectives continuously before the staff. 

they will understand what is precisely expected of them. they will then additionally align their 

work to team, department, and company goals. 

OKRs are a unit typically darling by leaders and managers seeing their individuals begin 

moving towards vital goals, not tiny unimportant tasks. Focus and productivity is the result of 

smart OKRs methods. OKRs, on a private, team and company level structure, a system that 

shows however everything one person will connect to the work of others. 

If an Associate in Nursing worker is aware that not meeting his goals makes achievements 

more durable for individuals in alternative departments, they will need to undertake more 

durable ones. Once everybody is aware of however their work matters, it will increase overall 

engagement, motivation, and determination. It’s a psychological effect: nobody desires to be 

the weakest link; therefore, they’ll attempt more durable. This is often an awfully powerful 

tool. 
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3.1.5 Downsides of OKRs 

1. Goal unclear 

The overall relationship between OKRs is not obvious. OKRs are an area unit alleged 

to be clear, with everyone’s OKRs visible to anyone else. That is nice, however it does not 

essentially flag up the connection between totally different objectives and the way one 

objective would possibly feed into another. OKRs area units are generally simply an easy list; 

however, I am abundant like a technique map approach. A visible map of objectives shows, at 

a fast look, the connection between objectives – and helps to confirm everyone seems to be 

taking possession in a similar direction. 

2. Importance Ranking 

OKRs designed from the bottom-up will lack company-wide alignment. whereas it is 

nice that OKRs are a unit created with input from everybody within the organization, this will 

have its disadvantages. Namely, if each team is planning their own OKRs, overall alignment 

with the highest organizational priorities is lost. For the bottom-up approach to be extremely 

prosperous, there must be absolute clarity on what the organization as an entire is attempting 

to realize. OKRs ought to then feed into this. 

3. Framing 

The “how” is too prescriptive for a few folks. Instead of going people Associate in 

Nursing groups to create their own best manner towards an objective, OKRs began clear results 

that lead, stepwise, to the target. This can be too prescriptive for a few folks, notably if they’re 

accustomed loads of autonomy, and will probably leave them feeling reasonless or detached – 

albeit the target itself thus me thing |are some things are a few things} they were antecedently 

engaged with! That is why it is so vital to involve everybody within the method of setting 

OKRs. People will set too many OKRs. whereas a technique map or Balanced record focuses 

attention on the terribly high strategic priorities, in theory, a listing of OKRs can be if your 

arm. With an easy list format, there is no structure to stick to, no limit to what you will add. 

this will result in objective-overload, that is rarely an honest factor. It is much better to stay to 

high priorities solely.  
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3.2 Startup Corporate Management 

3.2.1 Early-stage Startup Management Strategy 

Key Considerations 

1 Is the creation a troublesome period? If now not, how wouldn't it be sorted?  

2 How rapidly can a mechanical item come to advertise?  

3 What is the degree of hazard related with this startup?  

4 Does the period have clear bundles and a quantifiable market?  

5 Who claims the Intellectual Property (IP)?  

6 What could be my job in the new business endeavor: full–time worker, warning load up part, 

official, or expert?  

7 What are the fantasies for the business? Is it to build up the business and capacity for a 

securing or a likely first sale of stock (IPO)? Or on the other hand, is it to build a little, yet 

economical business?  

8 Will capital from private venture organizations be required? Provided that this is true, will 

the business thusly be offered or open to the world? Private financial specialists rely upon these 

leave procedures to get an arrival on their ventures.  

9 What is the current day charge of the business? Pre-money valuations (valuation of an 

organization past to a speculation) of early-degree bunches are commonly inside the $1–3 

million territory.  

Key Considerations Below are contraptions to remember while choosing whether or how not 

to start a NewCo:  

The valuations depend on various variables, including:  

• In what phase of advancement is the age?  

• Is there confirmation of-thought lab information?  

• Is there a working model?  

• Are there paying clients?  

Converse with limit clients. The data got by means of posing inquiries will offer significant 

remarks that not best will build trust in the startup's latent capacity, yet in addition will beautify 

the likelihood of getting speculation and, at last, the satisfaction of the endeavor.  

• Who are your clients?  

• What do they care about?  
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• Can the business endeavor's product(s) clear up their issues?  

• How are they at present tending to the issues?  

• How does the period clear up their issues in a totally novel manner?  

• How monstrous is the market?  

• How an extraordinary arrangement would they say they will pay for an answer? 

 

Personal Branding 

Companies need to differentiate themselves and reinforce their brand on the 

marketplace in the ever-evolving innovation environment, even if it means making their own 

episodic content in the Netflix model. Why waste precious business capital on producing the 

content? Building up your company will go a long way to building excitement and reputation 

through this form of branding. A solid, personal brand can be the cornerstone of success for 

many entrepreneurs. Personal brand of a founder shines a light on his or her startup, but 

business success is more than brand awareness: it is also about reputation and trust. Consumers 

tend to be confident about a new company's leadership before they become its customers. 

In 2017, 42 percent of Americans consider brands less trustworthy than they did a few 

decades ago, according to McCann. Last year's follow-up report showed that 56 percent of 

customers around the world now claim they trust local brands more than global brands, an rise 

of 13 percent since 2015. In both studies survey respondents demonstrated optimism that 

brands would have a positive effect on the planet, but the main theme was the value of 

authenticity and identification. That is what a strong personal brand will bring to your business. 

"When a company lacks legitimacy because it's so new to the market, a well-known, reputable 

founder will open doors and close deals," says Malte Kramer, founder and CEO of Luxury 

Presence, a real estate platform, and marketing network. For that reason alone, ensuring that 

your personal brand is firing on all cylinders is a critical factor in your startup growth. Of 

course, you'll need a great product or service, a successful marketing campaign, and so on, but 

the difference between public approval and apathy will be your personal brand. 

And how is it that you develop a good personal brand? The first step is to discover how you 

view yourself today. Perform a search on Google. Tell the people on your network what your 

strengths they think are. Why do you see your own abilities in this alignment? Hold those 

differences in mind when you follow your search for legitimacy using the tactics below. 
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1. Raise other leaders in startups. 

Showcasing other smart people's skills does build your own reputation. Although 

rivalry is an important part of entrepreneurship, partnerships and mutual support will make 

successful startups. This puts the brand in a good light by demonstrating that you value other 

players in startup space. 

Drybar founders Alli Webb and Michael Landau, for example, host a podcast called "Raising 

the Bar." They interview founders around the world, helping listeners learn about 

entrepreneurship, business risks and work-life balance. Through improving fellow founders' 

skills, Webb and Landau build legitimacy for other new company owners and underline their 

own beliefs. A core part of their branding is contributing to the current global dialogue about 

how to deliver greater productivity, comfort, health, fun and innovation to the planet through 

great business ideas. 

2. Educate your fans on social media. 

By serving the social media people as a valuable educational or knowledge outlet, you 

build a bond of trust. That trust carries your company into their confidence. You should educate 

your followers in whatever sector you have the experience in, but it is better to search for places 

where you can really make a difference in their lives. Sharing useful perspectives on subjects 

such as personal finance, job, health, and entrepreneurship can be perfect ways of creating a 

thankful audience for that cause. Of course, if you happen to have a lot of SEO expertise and, 

for example, your followers are in marketing then share this information! Look at how to add 

value. 

3. Share your know-how as a guest. 

You do not need to restrict your efforts to blog posts, videos, tweets and other social 

media platforms of your own. You can also use guest posting to market yourself. Give your 

original material to online commercial publications or business blogs. This strategy is the 

culmination of the last two points, as it demonstrates alignment with the business community 

as well as positioning you as an information source. 

Start the sculpture of a successful personal brand, one that will improve the atmosphere around 

your new company. Learn how to be community-oriented and share experiences that are of 
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high quality. Your impact in your field will increase over time — right along with your 

company. 

Startup Valuation 

Venture capital companies and individual investors have hundreds of models for 

valuing a company, ranging from the simplest to the most nuanced ones that require multiple 

qualitative variables and statistical analysis. Some of the most popular startup valuation models 

include:  

Venture Capital Method  

A startup valuation that uses a forecast start-up terminal value and an investor's expected return 

(often reported as 10X, 8X, and so on) to assess pre- and post-money valuations. Formula of 

the Venture Capital Method is:  

Pre-Money Valuation = Post Money Valuation — Invested Capital                                     with 

the Post-Money Valuation being the terminal value divided between the expected return. Let 

us say an investor values your startup at a terminal value of $1,000,000 and he wants a 20X 

return on his $10,000 investment. In this case, your Post-Money valuation would be $50,000. 

And, according to the Venture Capital Method, the Pre-Money Valuation would be: Pre-Money 

= $50,000 — $10,000 = $40,000 

Berkus Method 

A straightforward approach that values startups based on five main aspects and gives each 

aspect some money  

Qualitative element to be considered Value 

● Sound Idea 

● Prototype 

● High-Quality Management Team 

● Strategic Relationships 

● Product Rollout or Sales Made $500,000 each. 
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The value will increase by $500,000 for each feature the startup possesses in full. Nevertheless, 

the investor may reduce the value of the item to say $400,000 or $250,000, to decide the final 

value, depending on the degree in which each product is created. 

Cost-to-Duplicate Method 

This startup valuation approach involves some intense due diligence, since its main objective 

is to decide how much it will cost from scratch to start the same company. The cost-to-duplicate 

strategy is a very practical solution, which brings into question a startup's competitive 

advantages. If the startup duplicate cost is very small, then its value will be next to zero. In 

addition, if replicating the business model is expensive and complicated, then the startup's value 

will grow as the complexity increases. 

 Discounted Cash Flow Model (DCF) 

A mathematical technique used by financial analysts to calculate a company's worth by 

predicting its future cash flows, discounting them to achieve their present value at a certain 

discount rate. The sum of those discounted cash flows will be the startup's corresponding value. 

Given that this approach relies heavily on assumptions that allow some historical data to be 

implemented, startups are not the most used. 

Comparable Method 

This method makes use of referential knowledge and numbers from other related transactions 

to estimate a startup's value. Let us say a similar app to the one built by the company has 

recently been valued at $5,000,000 by a venture capital firm and the app has 100,000 active 

subscribers / users. This means the company was priced at $50 per customer. An investor could 

use this benchmark to evaluate a startup with a similar application. 

Valuation by Multiples Method 

The Valuation by Multiples approach is one of the most used for startups which have already 

made some money and display profits. Let us say the startup produces $250,000 in EBITDA. 

Depending on the industry you are in, your market, your management team and some other 

qualitative factors, an investor might tell you he's valuing your company at say 5X, 10X or 15X 
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measure the value of a more mature company rapidly. Other popular valuation models include 

the Scorecard Model, the Book Value Method, and the First Chicago Method. 

Picking the right method for your stage 

Startups have various phases they are going through from the moment the concept comes up to 

the point the business evolved into a fully operating organization. Both startup valuation 

models could be more appropriate for some stages than others, so you need to decide the stage 

you are in before selecting the best approach for you. Here is a rundown of the four rising 

startup stages: 

Seed Stage 

Seed Stage Companies Valuation The earliest of the phases for any company. There is typically 

no revenue at this point, no money, no team, no company. Only a thought, and the desire to 

proceed. The Berkus method, or even the Venture Capital Valuation Method, may be the most 

recommended for you at this stage. 

Round A Stage 

Now your startup is a good idea going forward. You possibly already have a trial product or a 

prototype or have already made some sales. You may rely on more quantitative approaches at 

this point such as the Cost-to-Duplicate method, or indeed, the Venture Capital approach again. 

Bear in mind that what you have done so far is not always a clear sign of what is to come, so 

make sure that you don't undervalue your company by using current statistics as though they 

were your startup's greatest success measure. 

Round B Stage 

What you need at this point is capital to expand and to continue to grow. The business model 

has already been proved (to some extent) by now, and the capacity for generating revenue can 

be measured. Now you can integrate some startup valuation models that rely heavily on 

financial data for a number to come up with. These approaches include the Standard DCF and 

Multiple Standard Valuation. 

เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



36 
 

There are some other advanced stages that are similar to an IPO, but given that getting to those 

stages requires some serious development and guidance, at that point you do not need this 

guide, investment bankers and advisors will probably do a great job in valuing the company at 

those stages. 

How much can I expect to raise on each stage? 

This depends on many factors including your network, the ability to build a convincing pitch 

deck and the idea / business model's soundness. You may expect to lift a quantity similar to the 

following ranges however: 

· Seed Stage: From $250,000 to $2,000,000 

· Round A Stage: From $2,000,000 to $15,000,000 

· Round B Stage: From $15,000,000 to $50,000,000 

 

Creating a Pitching Deck  

1. The Problem 

It is where you can illustrate why your product or service works as the key to your pitch by 

explaining the crucial problem it addresses. This problem plays a major role in attracting 

investors' attention. If you accurately explain the question, you can communicate with your 

audience by touching upon an issue they have faced in their own lives. 

· Clearly defines the dissatisfaction of the target group-using figures and observations. Why 

did you understand the frustration? Share your stories and be a storyteller. 

· Focus on the "normal" aspect – You were motivated to come up with a solution, as you 

saw the issue impacting others too. How did you conclude that others are trying to address 

this problem you've been observing? Is this question only applicable to a single party, or is 

it a wider issue? 

 2. The Solution 

There is a solution to where there is a problem. You want to highlight your product or service 
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how where the value of your product fits into this market. Where are you going to fix the 

question you found out? Is there a solution to the question already? And is the question that the 

solutions already in place are not good enough? 

Using the SWOT analysis for your company as well as your rivals to get a better view of the 

market and where the solution fits in. Diving into your rivals will help you understand why 

potential solutions fail and how those failures can be avoided. You will illustrate these 

advantages for investors once you recognize the essential factors that describe your specific 

value proposition. Remember that your idea may sound revolutionary, but the most important 

factor is viability. Greater viability would result in greater investor interest. 

 3. Value Proposition 

Now that you have stressed the problem and the approach, it is time to show your specific value 

proposition. You should have a persuasive letter describing why you deserve to invest in it. 

Keep in mind using a common phrase, which means it should be very straightforward and 

comprehensible. 

Fast tip: To help you identify your specific value proposition, using the Product Positioning 

Canvas. 

4. The Competition 

You will need to look at other businesses in the sector here. How do they deal with the same 

question, what is their solution and where does this scenario suit your product / service? Using 

images is the best way to illustrate the market scheme in investor minds and explain it with 

clarity. You will use the Competitive Analysis guide to bring together your data and study 

before incorporating them in your pitch list. 

5. Competitive Advantages  

Indicate the factors that give the firm a competitive advantage after the rivalry is displayed. 

What would set you apart and how did you explain those advantages? 

· What features are unique to your product / service? 

· What is the pace of take-up? 

· You're the first product on the market to solve the problem? 

· How do you fix an old problem in a whole new, creative way? 

· What does your plan look like for pricing? Does it fit with the budget of your target market 

to spend on solving the problem? 
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· Do you find possible alliances, now or in the future?  

Each of these elements should show the quality of your work in the business. If you know these 

factors, you will be more convincing and be able to answer questions from potential investors 

without any hesitation. 

6. Market Validation & Traction 

Using key metrics like monthly active users, ARPU (average revenue per user), profit margins, 

etc. ... Showing these key metrics will prove you are practical in your strategy and willing to 

further grow your company. 

You may want to replace this slide with a Progress or Timeline slide to show what you have 

done and what's to come if you're pre-launching or don't have a minimum viable product yet. 

You can also use your business model focused on financial predictions. But bear in mind that 

because of a wrong business model, a lot of startups fail. You would need a solid business plan 

that guarantees financial sustainability to be able to collect funding. 

7. The Team 

Have you ever heard the expression that "Investors are not investing in ideas, they are investing 

in you? "In fact, when you think about your idea, it can be all about business relationships and 

how passionate you seem. It is not a single-person game. You will need a good team of people 

who are united in this and willing to put their energies into shared objectives for the future of 

the business.  

8. The Ask 

Here is the part you've been really looking forward to! Time to score the investment which will 

help your idea expand. What are the objectives that you mentioned on this deck that you need 

to achieve in your venture? What will fix your business' financial problems, and launch 

operations? 

· Please state explicitly why this sum is important. 

· Explain how long the number will support your future actions. 

· Explain where the Investment Graphs will be used. Provide a roadmap for the organization 

to display the next big moves. 
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Raising Capital 

How much money should I raise? 

You should already have some sort of a business plan by this point. At least the canvas for a 

business plan. And please consult. Your strategy will contain realistic projections for the next 

three to five years about revenue and expenses. They are going to be wrong. That is perfect. 

When you take the business plan exercise seriously, it shouldn't be so wrong that you can't 

come up with a low-resolution burn idea that is, the amount of money you're going to lose, net, 

on a monthly basis before your company is self-supporting. The consensus converges around 

raising enough for 12 to 24 months of service. If you think you're going to have a positive cash 

flow in that period and there might be a lot of new companies, but high-growth startups are 

rarely you can only collect enough to make a positive cash flow. In other words, if you believe 

that all you need in nine months is $200,000 of seed capital to achieve profitability, then collect 

$200,000 of seed capital. (Raising $300,000 of seed capital, because nothing really goes 

according to plan.) 

If at tolerable terms, you cannot find 12 to 24 months of money, then raise as much as you can 

just if you can raise enough to execute on any iteration of your strategy. Ideally, you'd collect 

as much as you can to make it last 12 to 24 months and change your strategy. Cut the fire. 

Bootstrapping. De-risk the business. And go higher. Just because you want to capital for 18 to 

24 months does not mean it's going to be there. 

Here are two wise but seemingly conflicting pieces of advice: negotiate for less than you would 

like; collect more than you need. You can also increase the size of a round without losing face. 

This does not work the same way. And because nothing ever goes according to plan after the 

boost, if you have the chance to raise more money without crushing dilution or onerous terms, 

do so. 

A Strategic approach to finding the right investors 

1. Build a list of potential investors, with whom you would like to collaborate. 

2. List the investors by chance and probability of investing (A, B, C, Passed). 
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3. Qualify the investors to ensure that they are a match. 

4. In the case of VC, know all about the business, but also know the individual partners, 

and know which partner conducts deals such as yours. 

5. Look at the interactions of the partner to find a good intro. Never talk to someone 

without an intro. 

6. Hold on. Follow in. Remember this is a promotional campaign. 

The right investor shares your Vision, Objectives, and Moral Outlook 

It is a risk to take money for the sake of money from an individual whom you don't agree with 

on vision, priorities and morality. I just saw it happen. I have seen this ruin perfectly successful 

companies and generate needless tension that consumes life. Here is the actuality. You are 

better off paying nothing than leaving poor investors to raise. Entrepreneurship is difficult 

when everyone rows in the same direction. Failure to take a nine-to-five job for a while and try 

again later than offering an employer the next 10 years of your life which would make them 

miserable is vastly better. 

10 Funding Options to Raise Startup Capital for Your Business 

1. Bootstrapping your business 

To order to be successful with your company venture for the first time, you have to make sure 

that you have some saved up funds that you can quickly access or get from friends or family. 

The method of using personal saved money or friends and family support is known as 

bootstrapping or self-funding. Having your family and friends funding is a great way to kick 

off your company. Friends and family are often much more forgiving when it comes to paying 

the loan debt than other outside outlets. And if you are approaching the right friend or family 

member who supports your project, you will get some, if not all of the funds you need to start 

up. 

Pros - Funds can be quickly obtained, few to no regulatory barriers and Flexible interest rates 

Cons - Bootstrapping doesn't work for big business; it works exclusively for small companies 
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2. Crowdfunding 

Digital technology has made sharing of their issues on an open media network simpler for 

people. Crowdfunding sites are primarily designed for individuals to sell their business ideas 

or problems to an investor group or people willing to support their ideas or cause. How it works 

essentially is that a person makes a pitch on the crowdfunding site, shares his business model, 

and it's growth potential. When the crowd-funders on the site embrace his idea, they must make 

a pledge to publicly support his business plan and donate money, respectively. 

Pros  

- Crowdfunding effectively generates public support for your business, thereby running some 

free ads and at the same time providing financing for your business  

- Crowdfunding removes the intricacies involved in putting your company in the hands of an 

investor or broker and allows simpletons on the crowdfunding site  

- Has the ability to draw venture capital investments 

Cons 

- The intense rivalry inherent in crowdfunding platforms can be daunting if somebody or people 

pitch the same business concept as yours. 

- If the pitch of your company is not as good as your competition, your business idea is likely 

to be ignored or rejected  

3. Seek Angel Investment for Your Startup 

Curious maybe if there is something like Angel investment or Angel investor? Yeah, it is. 

Angel investors are essentially individuals with vast amounts of money and able to invest in 

business ventures off the edge. 

Often Angel investors come together in groups to scrutinize business ideas to pick the right 

candidate to invest in. 

Pros - Angel investors give mentorship alongside start-up money and can take chances on 

company ventures because they expect a strong investment return from start-ups 
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Cons - Capital investors provide the company ventures with lower investment costs relative to 

venture capitalists. 

4. Seek Venture Capital for your Startup 

Venture capital funds are operated by experts who check out businesses with promising 

potential with a sharp eye. A modus operandi means investing in a solid rather than an equity 

firm. When the company they are working with has an IPO or acquisition, they then pull out 

and try other investments. 

Pros 

-Venture Capital tracks effectively the success of a business in which it has invested, thereby 

ensuring the viability and development of its investment. 

- Businesses with exponential growth levels such as Uber, Flipkart, have a pre-designed exit 

plan that allows them to reap massive profits that they can, in turn, reinvest in their company's 

growth-mentoring and experience venture capital can also effectively support a business or 

company. 

Cons - Venture capitalists must stay loyal to your company until its money and income have 

been recovered. This typically takes place over a slim three to five-year period-you appear to 

lose ownership of your company when you give up a significant part of it to venture capital 

investors-venture capital investors are looking for bigger businesses with defined viability 

levels and recognizable employees. It could prove to be a challenge for you as company startups 

typically do not have this degree of stability. 

5. Seeking Funds from Business Incubators and Accelerators  

Companies just starting out will access funds supported by incubators and accelerators. The 

services they are selling can be found around the globes in major cities. Slight variations 

distinguish the terms "incubators and accelerator for business." Core Difference Business 

incubators effectively grow companies while fast-track businesses accelerate. 

Pros - Company owners seek mentorship from their founder’s links with other startups can be 

built 
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Cons - Over its lifetime of 4-8 months, if there is no commitment, the startup could spiral 

downwards 

6. Source Funds by winning contests 

Another great way to raise funds is by competing or contesting that allows entrepreneurs to 

demonstrate or sell their business module to other rivals competing for the same business 

funding. As a contestant, if you are trying to win over investor trust, you are expected to present 

a thorough and detailed business plan. 

Pros - Press coverage will be allocated to your company during competing in these 

competitions, thereby giving you the much-needed exposure for starting up your business. 

Cons - Losing competitions or tournaments will demoralize the fainthearted, causing them to 

abandon their business startup plans. 

7. Raise Money through Bank Loan 

Banking institutions offer financial insurance on loans to individuals with a clear business 

strategy to handle them. The business plan must be well designed to express the modus 

operandi, expected income and projected maturity date. Banks' financial arrangement is in two 

forms, they are working capital loans and investment. Working Capital Loan This loan is 

expected to go through one full period of producing revenue. Assets and debtors typically have 

a default leverage. Funding This process includes presenting the business plan and succinct 

valuation information along with the project report that approved the loan. 

Pros - Entrepreneurs can access big if resources can easily monitor the cycle of producing 

income 

Cons - High risk of collateral loss because loan grants are a significant requirement 

8. Acquire Loans from Microfinance Providers or NBFCs 

Microfinance was set up to offer small-scale enterprises access to capital who lack exposure to 

traditional banking capital or lending. Individuals with low credit scores perceive microfinance 

institutions as a respite if traditional banks are out of favor. 
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Non-Banking Financial Corporations (NBFCs) make loans available to individuals seeking 

loans without automatically enforcing any regulation such as traditional banks and credit repair 

services. 

9. Government Programs that Offer Startup Capital 

Government schemes providing startup capital are an ideal way to get the company funded. 

You are expected to apply a proposal, which the grant committee may approve. Once your 

proposal is scrutinized and approved, you will be given the funds to start your company. 

Pros - Government funding is typically large, and you have surplus resources to finance your 

startup 

Cons - Because of government bureaucracy, the process of review, approval and subsequent 

release of funds will take a long time 

10. Other Ways you can Raise Money for your Startup 

Stock Pre-Sale: An innovative way to collect funds for your company is by pre-sale of the 

goods before formally releasing the products. This increases customer trust in your brand and 

enables you to size up your product's demand before its official launch. Companies such as 

Apple and Samsung follow this practice, which enables customers to make pre-purchases 

before their goods are officially released. 

Selling properties: removing properties of high financial value in your hands will effectively 

act as an immediate source of funding for your start-up. 

Credit Cards: Corporate credit cards are an immediate source of financing. New companies 

that are incurring heavy spending can use credit cards if they meet the minimum payment 

criteria. 
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Business Negotiation 

Negotiation on business is a world of inconsistencies. You must be steady but versatile. Open 

and share, but still cagous. There is a great deal to wrap your head around. Perhaps the most 

important thing may be your attitude. Look for a mutually beneficial result, and you will feel 

more confident with the entire exercise. Follow these five tips to get the next negotiation ready. 

1. Do your homework 

Always do your homework before beginning the business negotiations. You will come as 

far as you can to the table thinking about the business you are working with and the 

industry, they are in. 

● Know the key words and definitions they are likely to use so that terminology does not 

confuse or scare you. Yet if anything comes up that you do not understand, then asking 

for clarification is okay. 

● Inform yourself about their goods or services, their markets, and their rivals. It will 

provide you with a sense of their strengths and weaknesses and help you foresee what 

can be negotiated. Social networking is such a fantastic resource for research of this 

kind. 

● Comprehend your point. Understanding what you bring to the table is critical, and why 

they would choose to do business with you. It is not just income that is the biggest 

factor. You can be easier to deal with as you are more sensitive or nearby. Should not 

be afraid to encourage the issues that divide you from yourself. 

2. Do not be Anchor 

Being the first to claim a number can be a good way to take control of a negotiated market. The 

first statistic is also a point of reference for the remainder of the discussion. With a severe 

number, some negotiators will open-either very high or very low. They are hoping it anchors 

the other side. You have been grounded if you realize that you must shift someone a long way 

from their original position – and that makes you feel awkward. When you buy your first car it 
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someone wants to bind you – even if you don't want to do it – you should be mindful of this. 

When this happens, do not be afraid to say you are a long way apart. This will give the message 

you will not get steamrolled. 

3. Know where you can compromise 

Being an owner of small business, you may need the contract more than your negotiating 

partner. For that, be rational. Do not let this get your ego in the way. To make it worthwhile, 

determine what you need from the contract and be prepared to compromise on anything 

else. This is something that you can do strategically. Identify and convey incentives for you 

to give way on your least respected terms when you do. Do not whine about it – just make 

sure that your bargaining partner sees you pass. For their own compromises they will be 

more likely to reciprocate. 

4. Aim for a win-win (be nice) 

Negotiating is not about seeking to get an adversary dominated. This is company – you are 

trying to come up with a positive outcome that helps all. Think of it this way. Scientifically 

confirmed a win-win mindset strengthens business negotiations. As people collaborate, 

their brains produce oxytocin – a hormone that makes them feel comfortable and shared. 

At the other hand, a person losing an aggressive negotiation feels assaulted and releases 

cortisol from their brain. This makes them cynical and potentially resentful – thus 

undermining the chances of repeating business. Just note that all sides can win and the 

power of being polite is not underestimated. 

5. Have a plan B 

Even if you both walk off the deal. Consider what you will do if business talks fail and ask 

if you will be able to live with that result. This exercise will help you find out how hard 

you are negotiating. If you are not in a good spot, you need to be rational about it from the 

beginning. Getting a Plan B also means that if talks hit a snag, you can keep going. You 

are never taken aback. So, if you've got a plan B-leave it up to you. If the other party knows 

the options too well, they will know how hard they can pressure you. 
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Common Hard-Bargaining Tactics & Negotiation Skills 

To prevent your negotiation from disintegrating into hard-bargaining tactics, you first need 

to make a commitment not to engage in these tactics yourself. Remember that there are 

typically better ways of meeting your goals, such as building trust, asking lots of questions, 

and exploring differences. The better prepared we are for hard-bargaining strategies in 

negotiation, the better able we will be to defuse them. 

Extreme demands followed up by small, slow concessions. Perhaps the most 

common of all hard-bargaining tactics, this one should stop dealers from making too fast 

concessions. This can, however, discourage parties from making an agreement, and drag 

business talks out unnecessarily. Have a good idea of your own priorities, best alternative to a 

negotiated agreement (BATNA), and the bottom line – and do not be fooled by an aggressive 

rival to fend off this strategy. 

Commitment tactics. The adversary can say that his hands are tied or that he can 

bargain with you only with minimal discretion. Do what you can to find out if those methods 

of dedication are real. You may find you need to negotiate with someone with more authority 

to do business with you. 

Take-it-or-leave-it negotiation strategy. Offers are never to be nonnegotiable. To 

defuse this difficult-bargaining strategy, seek to disregard it and focus solely on the substance 

of the deal, then make a counteroffer that satisfies the needs of all parties. 

Inviting unreciprocated offers. You can find that, when you make a bid, your 

counterpart asks you to make a concession before making a counteroffer itself. Through raising 

your demands, do not bid against yourself; rather, show that you are waiting for a counteroffer. 

Trying to make you flinch. Sometimes you can find your adversary continues to make 

higher and higher demands, waiting for you to hit your breakpoint and surrender. Name the 

hard-bargaining strategy and make it clear that you are just going to engage in a mutual bid 

exchange. 
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Personal insults and feather ruffling. Personal attacks will render you vulnerable and 

feed on your insecurities. Take a break if you feel flustered, and let the other party know you 

do not tolerate insults or other cheap ploys. 

Bluffing, puffing, and lying. Exaggerating and misrepresenting evidence will ward off 

you. Be suspicious of statements that sound too good to be true, and carefully examine them. 

Threats and warnings. Want to learn how to treat threats? The first move is to 

understand threats and oblique reminders as the strategies that they are hard bargaining. 

Ignoring a threat and identifying a threat can be two successful defusing techniques. 

Belittling your alternatives. By belittling your BATNA, the other party may be trying 

to make you cave in. Do not let her mess up your determination. 

Good cop, bad cop. When facing off with a team of two negotiators, you can find that 

one person is fair and the other hard. Realize that they work together and are not swept up in 

these hard-negotiating methods. 

5 Win-Win Negotiation Strategies 

Business negotiators realize the value of win-win negotiations: the chances of a long-lasting 

and productive business relationship are far better when both parties are happy with their 

compromise. Yet practical approaches to establish a win-win negotiating deal still seem 

elusive. The following five, from experts at Harvard Law School's Negotiating Program, 

will help set up you and your counterpart for a genuinely win-win contract. 

1. Win-win negotiation strategy #1: Make multiple offers simultaneously. 

You will know very little when you put just one bid on the table at a time if the other party 

turns it down. In comparison, think about what happens when you pose several offers 

simultaneously, each of which is equally important to you, advises Professor Max H. Bazerman 

of the Harvard Business School. When the other side does not consider all the proposals, ask 

her which one she likes best. Her preference for a specific offer will provide you with a clear 

hint as to where you could find value-creating, win-win trades and mutual benefit. In addition 

to recognizing possible win-win moves, you demonstrate your welcoming and versatile 
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disposition as well as your ability to consider the desires and needs of the other party while you 

are making several offers simultaneously. So, the next time you're about to make a bid, 

Bazerman suggests, consider making three that you, instead, trust equally. 

 

2.Win-win negotiation strategy #2: Include a matching right. 

According to Harvard Business School and Harvard Law School professor Guhan 

Subramanian, in negotiations, having a reciprocal right in your contract  a promise that one 

side will suit any offer the other side later receives  can be a classic win-win move. Imagine 

you are a property owner negotiating with a prospective tenant. In the future, you want to retain 

the right to sell the apartment to someone else because the prospective occupant needs a 

promise to rent the apartment for as long as she wishes. Offering a reciprocal right to the tenant 

the ability to match any valid third-party offer  would allow you to maintain your own 

flexibility while allowing the tenant the opportunity to avoid interrupting a transfer. Matching 

rights in this way will increase the chances of a win-win arrangement. 

3.Win-win negotiation strategy #3: Try a contingent agreement. 

Parties often hit impasse in negotiation because they have conflicting expectations about the 

probability of future events. For example, you may be persuaded that your company will 

produce a project on schedule and under budget, but the customer may find your plan 

unrealistic. In these cases, a contingent agreement — negotiated "if, then" helps to minimize 

risk of potential uncertainty — offers a way for parties to agree to disagree when going forward, 

writes professor Lawrence Susskind of the Massachusetts Institute of Technology in his book 

Good for You, Better for Me: Discovering the Trade Zone and Winning at Win-Win 

Negotiation (PublicAffairs, 2014). Contingent obligations also provide opportunities for 

enforcement or consequences for failure to comply, Susskind explains. You may recommend 

charging defined fines for turning your project up late or agree to lower your rates substantially, 

for example, if you go over budget. To add a contingent arrangement to your contract, start by 

making both parties write their own scenarios about how they plan to unfold in the future. Then 

discuss standards and criteria that any scenario appears acceptable. Finally, include both the 

situations and the consequences and incentives agreed in your contract. A contingent 

arrangement will dramatically improve the chances of satisfying yourself with whatever 

solutions are in place — and help create a win-win contract. 
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4.Win-win negotiation strategy #4: Negotiate damages upfront. 

Since contingent arrangements can not foresee all potential occurrences, another way to 

promote a win-win arrangement is to include in your contract provisions on liquidated damages 

that stipulate how much will be paid if the contract is broken, according to Subramanian. Know 

that if one party sues the other side down the line for breach of contract, the complainant (if 

she wins) will seek monetary damages, rather than the actual goods or services that have been 

lost. For example, agreeing up front precisely how much is to be paid for each late or delayed 

delivery will streamline any potential dispute resolution mechanisms or litigation that occur. 

Additionally, damage mitigation brings a new problem on the table — and thereby increases 

the scope for value development. In this way, bringing new issues to the mix increases the 

likelihood of win-win negotiations. 

5.Win-win negotiation strategy #5: Search for post-settlement settlements.  

Consider only having come to an understanding. You are pretty pleased with the offer but think 

you could have eked out more interest from it. According to traditional wisdom, you should 

stop talking to your counterpart about the arrangement, and move on, so as not to break the 

deal. In comparison, Bazerman tells the other person to ask whether he will be willing to take 

another look at the agreement and see whether it can be changed. Explain to your counterpart 

that if it does not change any of your results you will both be able to refuse a revised contract. 

This form of post-settlement settlement can lead to a division between you of new sources of 

value. If you did not have one before, it can also help produce a win-win deal. Your success in 

hammering out your initial agreement might have provided the trust that is required to explore 

the possibility of an even stronger contract. 
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3.2.2 Startup Organization Management Strategy 

Lean canvas 

Lean Canvas is a tool to help you quickly build a business plan that fits startups, which 

are also common in the Hackathon at times. Executives or rivals can see the market summary 

in a short period of time. It is to ensure that the company goods and services that are generated 

(Product and Service) meet customer needs. Including strengths Sales channel Earnings and 

income source, etc., can be used as a small whiteboard. 

- Product: Problem, Solution, Key Metrics and Cost Structure 

- Market: Customer Segments, Channels, Unfair Advantage and Revenue Stream. 

With a Unique Value Proposition as a connection point on both sides. 

For writing a Lean Canvas business plan, we must first understand all as follows: 

1. Customer Segments 

The first factor of Lean Canvas is identifying the target customers. That is, identifying 

all potential consumer groups of the organization. We will give priority to those who are likely 

to switch to use first, which is the Early Adoption, such as the Customer Segment of Terebinth 

Cloud ERP, which is the SME group that is developing their business, with Early Adoption as 

the group. Who are looking for corporate management programs, accounting programs, etc. 

2. Problems 

It identifies all the problems that our customers have identified in Part 1 that they are 

trying to solve. In order to understand what the main problems of customers are causing 

customers to want to buy or change to use our products and services Including other options 

Of customers that use alternatives to solve problems (Existing Alternatives), which need to 

specify Problems in Lean Canvas because in order to develop products and services based on 

the understanding of the problems of target consumers. 

3. Unique Value Proposition 

Once we know the customer groups and the problems of our customer groups the next 

section identifies the strengths of our products and services. Which we must specify are the 

Features and Benefits that meet the needs of our target customers as well, such as a low-cost 

ERP system that covers all business processes of customers, etc. 

4. Solution 

This step is an analysis and brainstorming process to identify the company's methods 

or methods that can solve the existing problems of customers. Which must be consistent with 
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the problems of the customers (Problems) in part 2 as well, such as a flexible ERP system that 

can be applied to all types of business operations 

5. Channels 

Is to identify ways in which we can bring products and services or communicate the 

value of products and services to the target customers such as through SEO marketing with the 

Keyword that the target customers use to find a Solution to solve their problems or Showcase 

at Can be issued or Direct Sales etc. 

6. Revenue Stream 

Identify revenue flows, including pricing mechanisms for products and services Which 

will identify all sources of possible revenue for the company Whether it is sales revenue, 

service fees, membership fees, maintenance fees, etc. 

7. Cost Structure 

Is the cost structure Specify the total cost of the company Both in terms of fixed costs 

(Fix Cost) such as office rental Staff salary And variable costs (such as operating costs, water 

costs, electricity bills, brochures for investment presentations in Sales Pitch etc. 

8. Key Metrics 

Are key factors or indicators that can help determine whether a company is successful 

or unsuccessful And have the opportunity to grow in the future or not, such as the number of 

products sold in each month The number of customers that sign-up, the number of customers 

that cancel the contract, etc. 

9. Unfair Advantage 

The advantage or advantage of the company that is more outstanding than the 

competitors in the market and must be able to copy hard This may include various techniques 

or resources that the organization has. 

  

Benefits of Lean Canvas 

1. Understand the market 

From the analysis of customer segments and problems, which is the heart of Lean Canvas, it 

helps to understand the real needs or problems of the target customers. Can offer a solution A 

way to meet the new needs that match the target customers very well. Considered as a very 

useful marketing research 

2. Understand the product 

Businesses can produce products. Outstanding service There are strengths that competitors are 

difficult to imitate. And able to deliver unique value to target customers เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



53 
 

3. Understand marketing methods 

The business arranges tools to effectively connect with target customers. Both ways of 

awareness Purchase channel Shipping method Communication channels and evaluation 

channels 

4. Understand the business overview 

Lean Canvas helps to know the source of income. The cost structure which is the total expense. 

Knowing investments, monthly profits, can assess business stability and payback period 

correctly. In addition, it helps to understand key factors and indicators that make a business 

grow and succeed. 

5. Understand yourself 

Once the Lean Canvas is complete, entrepreneurs can analyze themselves perfectly for the 

business they want to build or not. Know the strengths that can be used to develop a business. 

And learn more to reduce weakness. 

 

RARRA Metric  

Typically, everyone knows AARRR. It is a tool that is used to measure the result of a 

product. In general, RARRA is the same model but more than a reordered list of AARRR for 

the modern, and highly challenging in the real app store. 

-Acquisition 

Is observing the number of people who visit our website. Acquisition, the more, the better, 

because it is considered to create opportunities for people to come to the website as much as 

possible.  

-Activation 

It is considered another important step, because if many people come to our website, it is true. 

But we can't activate him, it's useless. One thing that is important is that we should allow users 

or customers to come to the website and have a good user experience from the first time.  

-Retention 

If we have more customers that have applied for membership But he doesn't come back to use 

us repeatedly, like we can change the passerby in front of the fitness To become a client who 

has applied for a fitness membership for 1 month, but he rarely goes back to play The likelihood 

that he will join the members in the next months should be lower, etc. Therefore, we should 

have a way to bring the same customers back to use our products more often. 
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Most commonly used tools and we often see, such as Email, Line, which may be set to order 

to log out from the Auto at all, maybe every 3 days, 7 days or every 1 month etc. 

-Referral 

Meaning customers have a good experience or have a good first impression And they will invite 

friends to use our system more 

We will see many Current systems have already set the goal of Viral growth, which, if effective, 

will help increase product growth. 

-Revenue 

Depending on how each business model is generating revenue from, for example, some systems 

may allow users to use it for free and collect money from certain features later. Or some systems 

may collect money from the first use, for example, but nevertheless you have to measure and 

always improve the metric for each cycle 

RARRA is a re-prioritized funnel  

We must focus on maintenance. Then move on to Referral, Activation, Revenue. And 

Acquiring should be the last step. 

How to use RARRA to build a growth strategy. 

1. Start with Retention  

As we have said, retention is the foundation for the growth of the mobile app. And the 

lens you see in every part of your marketing campaign should be that. 

The first step is to retain the current rate for the device as well as your primary transfer point. 

Calculate your N Day retention to see how many users are coming back to your app and where 

your efforts should be directed. Who are the most users, and what are they doing in your app? 

What are their features? Which times of the day are the most active? 

Using cohort analysis to identify the optimal user journey for your application and enable new 

users to follow that path. 

2. Speed Up App Setup  

You have only one shot to trigger new apps. So that makes it even more important to 

have a nice first experience with your app. 

You were not making an app just for someone to download it — you want them to take some 

action. You would think a well-designed UI would mean you do not need an official onboard 

flow. But when you have got a super easy setup, you will need to direct new users through their 

first device experience. Efficient onboarding lets users spend less time finding out the app's 

route and getting right to the cause. 
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3. Create an Efficient Referral Network  

By encouraging users who already like your product to recommend it to others, you can 

grow your user base quickly and provide the prospective users with powerful social proof. You 

will enable users to invite their networks and keep them active on your app by providing loyalty 

incentives like cash back or discounts on future purchases. Two-sided rewards can also provide 

an effective way to engage existing users and draw new users. Take for example Airbnb and 

Uber. Airbnb-Uber-Referrals These companies are creating a viral loop which turns their 

referral programs into a powerful customer acquisition engine by offering incentives to both 

current users and those they refer to. Create interest in your referral system via email reminders 

or use in-app messages like Uber's above to capture the attention of users and provide them 

with a fast way to share their specific connection link. 

4. Increase Customer Loyalty Value  

Submit Email notification to keep users returning to your application. To attract the 

customer work cycle by creating the bold title or the interested subject. 

Examples of the company use RARRR Duolingo’s achievement emails Identify Upsell and 

Cross-Sell Opportunities. Using behavioral data to submit personalized deals to users on 

similar goods or services, packages of goods and common or trendy products. By offering free 

shipping or exclusive discounts with a minimum order, build upsell opportunities. 

Take Amazon's mobile app: It features prominently recommended items based on the 

purchasing background, scores, and browsing activity of a customer. 

 

Growth Hacking  

Growth Hacking is a type of marketing. Is a low-cost marketing By going deep into the 

matter of using technology to help To make the most of In order to attract early stage customer 

acquisition or to expand into a new customer base to grow at leaps and bounds. 

Growth Hacking is a type of marketing. Is a low-cost marketing by going deep into the 

matter of using technology to help To make the most of In order to attract early stage customer 

acquisition or to expand into a new customer base to grow at leaps and bounds 

Examples of growth hacking techniques that are evident in Thailand now Like various 

websites That has set many interesting topics today Make people interested to click to read And 

the sharing became enormous until the website became famous. 

Funnel is like dividing the customer experience into pieces. Beginning with customers 

seeing us on advertising media Go to the beginning of use until the end of use and with payment 
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Give an example of quantitative analysis. Let us say we have 100 users entering our 

website in the first step. And 50 people pressed to the next page, representing 50% and only 10 

people pushing to go, accounting for just 20%. From then to analyze Qualitative information 

(Qualitative) Now we will get in-depth information that That customers don't like Because I 

don't like this picture on that page Or feel which button in front When it's not clear Or can't 

find the button. That is the User Experience that we must go deeper and finally We make 

assumptions to solve those problems. And experimenting with what kind to do to get better 

customer feedback 

Case Study Airbnb Growth 

Let us look at another example of the Startup Growth Hacking of Airbnb, a website for 

people who have room. Can post to open to find people to rent daily Now starting to see many 

Thais using Airbnb booking methods instead of renting hotels when traveling. Because cheaper 

and really experience the owner of the room in that country. Of course, when opening new 

Airbnb, it is still not very well known. The usual marketing is to advertise on Facebook or in 

various media. For people to press in but Airbnb has a better way of 

Airbnb created the Post to Craigslist feature so homeowners can post announcements 

from beautiful Airbnb images. Clear details can be posted on Craigslist, making Airbnb posts 

more prominent than those posted by others. 

In addition, Airbnb sends an email to people posting Craigslist rentals on their website 

to invite them to announce their home details on Airbnb.com. 

Most tools are Google Analytics, Mix Panel, and back-end systems for viewing 

consumer behavior on our platform. 

In addition, we use various marketing tools to look at consumer behavior when seeing 

our advertisements, such as Facebook Analytics or MailChimp etc. Because we want to see 

consumer behavior from start to finish. And take an analysis to see gaps in the development of 

the user experience of users. 
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Human Resource Netflix methodology 

Human Resource Management means the management of human resources in an 

establishment in relation to planning. And arrange for each person to work in a position suitable 

for their qualifications to achieve continuous development 

Netflix is a good example of human resource management and management. 

Netflix developed from a video rental store. Changed to the website that offers movie viewing 

services via the website. Netflix changed the management of human resource management 

from the old way. Focusing on freedom, creativity, and personal responsibility, using 7 

principles. 

1.Values are What we value 

Netflix’s employees have the courage to make decisions when the situation arises. Being a 

listener rather than a retaliator Endures the pressure and can quickly summarize problems. Is a 

person who learns quickly, can perform tasks in a specific job, and creates motivation for others 

to drive the organization and do everything honestly. There is sharing of others, such as sharing 

knowledge and new ideas. 

2.High performance 

For Netflix, hiring a qualified employee means hiring an employee who pays attention to the 

company first, and as a result turns out to be the most effective employee. 

3.Freedom and Responsibility 

Ideal people for Netflix have self-awareness, self-reliance, discipline, continuous 

improvement, and leadership. Netflix allows them to grow with quality. Companies do not 

suppress freedom when business grows often. 

4.Context, not Control 

Focus on efficiency and non-formalities, be informal and deal with increased complexity 

through self-discipline and self-assessment. Focus on the necessary rules such as ethical rules 

and laws and regulations that prevent major disasters. 

Netflix has only one main policy: 

“Act in the best interests of the company” 

Management will follow the ideology and objectives of the company. They define clear 

priorities and set the correct parameters. Supervision is important in specific situations: for 

example, if an employee is still trained if he or she is not suitable for that role or in an 

emergency. 

 

เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



58 
 

5.Highly aligned, loosely coupled 

In Netflix meetings between different departments are kept to a minimum and are almost 

always flexible. There is an agreement and strategy sharing between employees without 

approval. Big, fast, and flexible are the goals, made possible by people who are highly effective 

in the right context. 

6.Pay top of market 

The best employee compensation will be reviewed every year by answering the above 

questions. In this way, compensation will vary between roles and can increase quickly or 

remain stable in the long run - and well-performing employees are often at the top of the market. 

Not everyone on Netflix will grow and stay in the company forever. 

Getting promoted is important. 

7.Promotion and development 

Netflix inspires great people to improve, giving them the opportunity to develop in the 

company of great colleagues, as well as offering great challenges. On the other hand, 

companies avoid traditional growth processes, their career planners are not organizations. 

 

Financial Strategy  

Create financial planning 

Financial planning is the process of approximating the capital required and figuring out an 

organization's market competition. It is the process of framing financial policies in relation to 

procurement, investment, and administration of funds of an enterprise. 

Financial Planning is the process of framing objectives, policies, procedures, programs, and 

budgets regarding the financial activities of a concern. This ensures effective and adequate 

financial and investment policies. The importance can be outlined as- 

● Decent Funds must be ensured. 

● Financial planning helps ensure a fair balance between the outflow and the 

inflow of funds to preserve stability. 

● Financial Planning ensures that the suppliers of funds are easily investing in 

companies which exercise financial planning. 

● Financial Planning helps in making growth and expansion programs which 

helps in long-run survival of the company. 

● Financial Planning reduces uncertainties with regards to changing market trends 

which can be faced easily through enough funds. เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



59 
 

● Financial Planning helps in reducing the uncertainties which can be a hindrance 

to growth of the company. This helps in ensuring stability and profitability in 

concern. 

Financial for start-up business 

Get back to your business plan and analyze your budget plan. Then, look at your forecast sales 

and expenditures every month. Do not forget to be realistic. Determine what the months or 

days that there could be possible lower sales are. Know how much resources you have right 

now that you are ready to finance some costs in the budget plan. 

Determine what precisely in the budget plan you would require financing and how much you 

need. Normally, expect that start-up businesses will be spending much in the starting years. 

The high spending rate will continue until the company will breakeven.  

Determine also if your business is seasonal, i.e., toy manufacturing. The cash flow of this type 

of business can be predictable. Consider some contingency funding because there may be 

unexpected problems that entail costs. Review your business plan and know what the risks are. 

Addled on the review of all your forecast and figures, decide how much financing you require. 

Thus, access to start-up financing is used to cover development costs and start-up losses. 

Hence, the sources of finance are your own hard-earned money, friends, family and investors. 

Determine what short-term and long term that will suit your needs. Their banks are 

offering overdraft funding. You pay interest on the amount you overdrawn each day. There are 

financing facilities of lenders that provide a more significant amount of credit but higher risks 

and complex requirements. Check your qualifications for any start-up financing support. Thus, 

the qualifications and requirements depend on the institution offering the loan opportunity for 

starting-up businesses. In addition, prepare all the documents and make a self-assessment to 

build your confidence to make the loan application get the approval. It is advisable that you 

should not rely on your business start-up for financing. You may have saved some money 

where you can use it for start-up. You might also have some investments like properties you 

can sell to use the profit as start-up capital. The point here is that you should diversify the 

source of funds to kick-off your business. The government is now helping and encouraging 

entrepreneurs to set up a business and open accessible fund sources. However, as a business 

newbie or starting a new business in town, you must always remember that nothing is free. 

Lenders often look for something in return for their money that goes out via credit. Usually, a 

loan will need collateral or personal guarantee. 
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1. Crowdfunding  

The idea is to take advantage of the influence of online networks like social media. The 

crowdfunding approach may include peer-to-peer loans, peer-to-business loans, reward-based 

lending and equity. 

● Peer-to-peer loans may include private investors lending money to a private for a fixed 

interest rate. 

● Peer-to-Business is a business loan by investors, businesses or government agencies. 

● Reward-based crowdfunding is you collect funds from investors in return for your 

goods or services. 

● Equity crowdfunding provides in return for investment in the stock or equity of your 

company. 

Crowdfunding based on incentives is typically the most successful and quickest for start-up 

business. Crowdfunding strategy was not only common for providing a lower risk but also for 

rewarding creative and innovative business ideas. 

2. Short term loans  

Those are straight loans and interest rates with a pre-agreed duration. The loan period is the 

interest rate which is shorter and higher. The investment is comparatively expensive. To access 

the credit facility, there is a need for some protection or guarantee. This lending facility is the 

best one for you if your company has unpaid invoices. To banks, the interest of unpaid invoices 

may be lent up to 85-90 per cent. It will be refunded until you get the payments 

3. Business grants  

Policy helps start-up companies. The Local Enterprise Partnership (LEP) is one of the state 

grants given in EU countries. The European Commission's Competitiveness of Industry and 

SME (COSME) also offers funding to small and medium-sized enterprises. Competitions can 

also act as a great opportunity for funding sources. Virgin Enterprise's VOOM Pitch, for 

example, offers start-up companies the chance to sell their ideas and creativity to Sir Richard 

Branson and win prize money. 
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4. Angels  

There are affluent individuals and executives of former firms who also want to be in the 

business sector. Also, some individuals are able to invest directly in small businesses owned 

by others. In their field they are experienced and full of wisdom that can contribute experience, 

network, technological expertise, and knowledge of management. They have the right to 

supervise management activities because of their rich experience. Having a seat on the board 

of directors will make it. 

5. Venture capital  

Venture capital is a basic approach for start-up funding. The capitalist typically searches for 

technology-driven business which has the potential to grow high. The venture capitalists 

typically take on an equity stake within the business. This is because they want to be a part of 

balancing their investment's high risk and high return. If you want to move into capitalism, 

make sure the investor brings appropriate business experience and expertise. 

Law and Regulation  

Startups should have clear knowledge of the variations in employment law between startups 

and SMEs such as outsourcing, NDA and NCA job contracts, Intellectual Property Law (IP), 

Intellectual Property Regulation Of what intellectual property should be registered and, if 

infringed, what should be done and business rules. 

Furthermore, once the company starts to expand and the company plan is in place 

Entrepreneurs need to start raising funds. Either in the form of investors (VC) or crowdfunding, 

in order to enter into a joint venture agreement, startups need to understand the term sheet 

offered by investors. 

 

The basic laws for start-ups that should be started from the start of business are divided into 2 

essential sections that are  

Part 1: Regulatory Sandbox  

Signing partnerships with 30 organizations to develop several areas, whether traveling 

FinTech finance, tourism, etc. by doing the Regulatory Sandbox would give us the opportunity 

to try out new business models that the law is not yet comprehensive. Developing prospects for 

new business sectors, including regional innovation. 

Part 2: Speed up the draft Start-up Business Act  
เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 

ไม่ว่ากรณีใดๆ ทั้งสิ้น อีกท้ังห้ามมิให้ดัดแปลงเนื้อหา และต้องอ้างอิงถึงเจ้าของเอกสารทุกคร้ังที่มีการนำไปใช้ 



62 
 

In many countries, such as Italy, the Philippines, India, there are different laws for start-

ups that will help promote the development of the start-up ecosystem in order to be accessible 

and changeable and make Thailand able to compete with other countries. 

 

Introduction to the basic law The start-up must know the following. 

1. Enterprise Law  

2. Law relating to intellectual property  

3. Regulation on labor  

4. Legal act, treaty  

5. Business-specific legislation (such as Fintech start-ups should also be mindful of the 

regulatory standards, financial law rules and regulations, etc. 

 

3.3 Startup Technology Management 

Technology Product Review & Design 

 

Tech product Review Process   

Identify the Total Addressable Market  

The Total Addressable Market (TAM) is an indication of the future potential size of the 

enterprise and is something we look at in depth when investing in companies. We are also 

searching for bottom-up sizing rather than top-down as it offers a far more practical and 

observable size measure. 

Once you have established the total adjustable market and thus the potential size of the 

company, you are on the way to building the basis for your valuation. 

Find comparable companies  

Do not need to be in the very same field when looking for comparable companies. What 

is crucial is that they have a business model similar to that of the company that you create. For 

example, if you are developing a software-as - a-service company, then looking at companies 

like Open Table, Sales Force, DropBox, Box, and others will be helpful. You will need to check 

for data relevant to public or private companies 'sales, valuations (or market capitalization / 

business value if you look at public companies). 
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Build a cap table  

When looking to invest in a startup, the first thing we do is build a capitalization table, which 

shows the different funding rounds that have been raised by the business, the investment and 

the number of shares (with percentages) owned by each shareholder. Once the historical cap 

table is built, and you’ve reached the current shareholding, you need to insert the new funds 

required and provide an assumption for the valuation. This should help generate a price per 

share for investors.Once we have established a working model (here is a useful link for that), 

we would then make an assumption on the number and sizes of the future rounds required 

(since we invest early, there is likely to be a further 2 or 3 rounds of funding). The future 

rounds, if all goes well, will be done at higher valuations, but will also dilute all shareholders, 

including the investor. When we invest, we assume that we would at least participate on a pro-

rata basis 

Test scenarios to reach a fair valuation  

So now we have our model, with expectations of the future size of the business and implications 

on future rounds to the investor’s shareholding. The next step is to link the 2 together. The idea 

here is to pick a valuation scenario, typically the GOOD scenario, and then projection the 

investors shareholding of that valuation. 

 

Tech product Design Process   

Alignment with technical founders 

Do you truly understand the founders’ vision? Could you pitch it to a new candidate the way 

that they pitched it to you? As product ideas are validated with customers, the pitch is likely to 

change frequently— you’ll need to stay in sync with the messaging. Participating in customer 

calls or visits, leading part of the company all-hands, and having regular check-ins with the 

founders can help ensure that you stay aligned on communicating the vision. 

Somewhat more difficult is aligning on roles and responsibilities. If one or more of the founders 

are technical, you need to establish your role relative to theirs very early on—preferably before 

you even start. Technical founders often want someone else to handle the drudgery of 

management, leaving themselves free to focus on technical decision-making. This can be a 

delicate dance on numerous levels. First, you obviously have technical opinions that are likely 

as valid as a founder’s, and egos may start to come into play. If a founder is the CTO and you’re 

brought on as the VP of engineering, the most common division of labor is: 
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Table 2.1. Role and Scope of CTO & VPE 

Role Scope 

CTO Technical vision and architectural decision-making 

VPE People and process management; responsible for 

delivery 

 

Recruiting and interviewing 

Whether you’re starting from scratch or joining a startup that already has a small team, take the 

time to flesh out and document your recruiting strategy and interviewing process. Winging it 

is all too common, but it’s destructive and shortsighted. Your people are the most important 

aspect of your business: They enable everything else. One task often delayed is establishing a 

career ladder, as time to market and establishing product-market fit are often considered the 

most important things to tackle early on. Career ladders, on the other hand, are seen as a 

management artifact only needed when the organization gets larger. It’s better to look at them 

as a recruitment tool. Potential hires are evaluating you as much as you’re evaluating them. 

Demonstrating that you’ve put some thought into their future at your organization helps to 

demonstrate an inclusive mindset, particularly to underrepresented candidates. 

Read several career ladders and borrow the ideas that resonate with your team’s emerging 

engineering values. However, start small! Some companies have elaborate ladders based on 

their size and experience, which may not match your eventual trajectory. Consider starting with 

these simple ladders: 

Table 2.2. Engineering track & Management track 

Engineering track Management track 

Engineer Engineering manager 

Senior engineer Senior engineering manager 

Staff engineer Director of engineering 

Principal engineer  

 

Collaborate with your team to define the expectations for each job title and the grounds for 

promotion to a higher position. Avoid the temptation to have too many levels, e.g., senior 

engineer 1–6. Often, this is driven by compensation issues such as salary bands and equity 

distribution. Instead, work with your leadership team to develop wide and overlapping salary 
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increase their compensation. This, in turn, leads to overpromotion and level-jumping. Your 

goal as a leader is to reinforce that promotions are and should be about mastery of current skills 

and the acquisition of new ones. Emphasizing this concept is best done by separating the 

process from compensation.  

Equally important is your interview procedure. First, you need to be able to explain the process 

clearly and succinctly to both your interview team and the candidates. A poorly prepared 

interview team creates a bad experience for all participants. Each interviewer needs to know 

the expectations of the role, what they are expected to assess, how to provide feedback, and 

how the final hiring decision will be made. Second, interviewing is exhausting and time-

consuming for everyone, especially candidates, who are likely interviewing at multiple places 

at the same time. Explaining the end-to-end process early helps them better assess if they should 

make the time commitment. 

 

Team composition 

Keeping teams small and cross-functional is generally considered an industry best practice. 

While this is a solid guideline from startup to enterprise-level, the guidance often ends there. 

Just how small should a team be? Which functions should be considered part of the cross-

functional team? Take the time to establish these policies from the get-go. 

Teams should be no smaller than three people, excluding the manager. There’s no such thing 

as a team of one, so if you have any, you should move quickly to correct the situation. No 

matter how talented an individual is, there’s no team dynamic with a single person, and no 

incentives for them to reduce the inherent risks of working in isolation. A team of two has 

similar issues. At three people, there’s the minimum amount of structured communication and 

process required to form the basis of a team. 

If three is the minimum size, what’s the maximum? In my experience, seven to eight people is 

ideal and 10 is the maximum. Beyond that, it’s difficult for a manager to maintain a solid sense 

of overall team health. A model that I find works well is to have a staff-level engineer, three 

senior engineers, and four engineers led by an engineering manager. Not only does this offer 

diversity of experience but it creates a built-in mechanism for mentoring. Staff and senior 

engineers should be encouraged to mentor the other engineers on the team. This, in turn, 

strengthens the overall team dynamic and builds up team identity. 
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Technology Stack & Cost 

 
The technology stack is a set of programming languages, frameworks, and libraries composed 

to build a web or mobile application. It enables to create a system where different application 

functions work on the same infrastructure. Tech stack of any software consists of client and 

server sides. But there are projects that require only the client side. 

The client-side or front-end is the visual part of the application that clients can see and interact 

with via web and mobile browser.  

The server-side or back-end is responsible for software functionality and is not visible for 

users. Also, backend empowers the communication between server and database.  

The technology stack of both sides can be built by using plain programming language, 

framework, CMS, or combination of all. 

Cost 

As a startupper, you are likely to have a strict budget that is split between development and 

marketing. So, here are a few things that you should know about the development costs. 

Technology’s price 

Being a startup founder, you would not want to waste money. Thus, the most profitable thing 

for you to do would be to embrace open-source solutions. The beauty of open source is that the 

original source code is available and open to the public, meaning you can use such technologies 

for free.  

The programming languages developers said they use most for open source projects. 

Back-end technology        Front-end technology 

Table 2.3. Back-end Technology & Front-end Technology 

JAVA JavaScript 

Python HTML 

Ruby CSS 

Microsoft.NET  

PHP  
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A framework is a development environment, with ready-made solutions and tools, 

which speeds up the development process. A framework is like a semi-finished product, from 

which you can create a complete project. Every language has many different frameworks. 

There are both common ones that can be used for developing any solution, and specialized ones 

for narrow tasks. Frameworks are used to develop large and complex projects with unique 

functionality. It is much faster and cheaper than developing in plain language. 

Back-end framework                              Front-end framework  

Table 2.4. Back-end Framework & Front-end Framework 

Angular Spring 

React  Hibernate 

Vue.js Symfony 

jQuery Play 

Bootstrap Laravel 

 

CMS is a ready-made solution, a constructor, which enables you to assemble a project from 

different parts on your own. CMS is suitable for building small projects. It allows creating a 

simple customized product in short terms. This is a ready-made software that only requires 

some configuration. There are many solutions in all languages, but all popular CMS are made 

in PHP. 

Table 2.5. CMS readymade framework 

WoldPress 

Joomla 

Drupal 

Magento 

Wix 

Each of the solutions is the basis for building other ones. Frameworks are made on plain 

languages, while CMS is made on frameworks. 

Community 

Make sure that the technology you are going to use for a startup has a vibrant and active 

community.  

Overall, the community mirrors how good the technology is. If it is not good, then the 
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learning resources which would be beneficial for any startup developer. Moreover, the 

community offers support for solving technical issues that a startup might have. Our team 

happens to work with one of the most active communities – the Ruby community. We can 

assure you, that a community is a big factor for a startup. Thanks to communities of Ruby and 

its RoR framework, they can be called “startup technologies”. 

Scalability 

You are planning on growing your startup and engaging with more users, right? Well, then 

choosing a programming language that is easily scalable is a must-have.What exactly does a 

scalable product mean? – you might ask.Well, a scalable application, whether mobile or web, 

should be able to process multiple requests quickly to your server. Say, you have a hundred 

requests per day, your product functions perfectly. But will this continue to happen as you 

begin to gain traction and get more requests? What if it crashes in the worst possible moment? 

Startup horror. In order not to face such a horror, use scalable programming languages and 

frameworks, like PHP, Python or Ruby. 

Project size 

The right startup goal should be not creating a large startup all at once, but focusing more on 

gradual business growth.Obviously, at first, you are going to focus on creating an MVP 

(Minimum Viable Product) that will help collect the necessary feedback from your target 

audience and figure out what features are missing. However, your tech stack should have a 

promising future in creating not only a basic MVP but rather the grown-up startup that your 

heart desires. 

Project type 

Whether you want to build a marketplace, a social network app or a file hosting service, your 

technology stack for web applications or for mobile apps will highly depend on it.If you are 

interested in building a marketplace, then Ruby is a suitable candidate for this job. Ruby on 

Rails with React are a perfect combination for an e-commerce website. There are many 

examples of service marketplaces built with Rails, and to name a few: Fiverr, Airbnb, TikkTalk, 

Shopify and Couchsurfing.If you are eager to develop a social network app or a file hosting 

service, then Python is your best shot. Just look at Facebook, Instagram or Dropbox.What about 

creating a game? Want to build another Minecraft? Then, you should choose Java.Also, you 

can always have a look at the tech stacks of companies that are already on the market. You can 

check them out at Stackshare, a platform showing the software tools that companies are using. 

A technology stack should function as a tool to get your startup up on its feet. Time plays here 
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economy. If you neglect the product quality and only focus on the speed, cost or design, the 

result just might be another dropped project that did not see the light of day.  

 

Project Management with Agile 

Transparency criteria for custom production project management systems are much higher than 

those for the in-house teams. External expectations for the consumer do not extend to us, so it 

is easy for them to avoid calling for our services. Have you ever heard that an internal team of 

a corporation has been fired for one failed release? That happens to custom software 

development companies all too much. 

Custom production has three significant peculiarities:  

● The client requesting the program still needs to know how much the project will cost 

before you start  

● Projects can not be reliably measured due to a lack of details  

● The job itself will inevitably change during the whole phase. 

Teams are in circumstances where they are required to assess proposals but can not do so with 

a high degree of accuracy. They do need to consider the fact that the variety is certainly going 

to change. If it weren’t for the need to include a detailed assessment of the project, classic 

Scrum could be used. But there's no such thing as a customer who wants to hear, "We'll be 

working on creation for a few months, assessing pace, and then letting you know exactly how 

long the rest of the work will take." 

Understanding the task 

First, to get a clear understanding of what we must do we familiarize ourselves with the project. 

It's crucial for the team to understand the following at this point:  

· What product does the customer want to deliver, and why? 

· Who is going to use the drug, and how does it make a profit? 

· How is the company built around that product going to work? 

· How do the sales and marketing work? 
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Understanding the answers to those questions is more critical than just assessing the project 

correctly. To help the customer develop the first iteration of their product in such a way that it 

can evaluate as many product theories as possible, the team needs to understand its mission. A 

strong understanding of the mission also lets the team provide the right options when something 

goes wrong to change the scope, so that nobody inadvertently loses a function that is vital to 

the company.  

Project planning 

When we have a clear understanding of the overall task of the project, we help the customer 

build a first version of the product, or minimum viable product (MVP), and provide a rough 

estimate in terms of man-hours and resources. We negotiate with the customer on the price of 

the team members per hour, and we inform the customer how the job will be completed. This 

helps us to adjust this version deadline and budget, but we decide in advance that if anything 

goes wrong (which will eventually happen) we will change the scope without changing the 

deadlines or the budget. The evaluation should always be practical (you can't release a bike 

instead of a car) but this is how we get some versatility. When all the documents are signed, 

we establish a file and add to it all the documents we have at this point: file interview notes, 

use case list, MVP description notes, initial project estimate and a milestone schedule. We build 

features based on the assessment we initially gave, saving the original estimate as the Initial 

Estimate. We use simple business language in product descriptions, which focus on the market 

importance of a function. Then, we agree with the customer on milestones. As Releases we 

build them and put features in the releases. In doing so we have a record of the issues we 

originally decided on in the project management system. 

Iteration Planning 

We continue using a classic Scrum method in the planning stage of iteration. We use a calendar 

to schedule iterations in a release, setting out an outcome for each iteration that has business 

meaning and is transparent to us and to the client. For example, we enforce the production of 

materials and the uploading of images in the first iteration, but in the next iteration it is done to 

determine the location and save it on the server. The development team breaks down apps into 

User Stories, discusses them with the company, reviews them, prioritizes them, and uses them 

in a sprint. In a sprint the tasks included no longer change. However, features can alter in 

updates, and there may be additional user stories in a feature. The only constraint is our initial 
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commitment to these changes: release deadline and budget. It is relatively easy to monitor, as 

summary data is automatically collected about the initial assessment and the time spent per 

release and function. 

Kanban and time tracking 

The team works with a classic Kanban project board at each iteration. We put tasks on the 

board and create ties between them, taking note of their status. The Kanban board lets us see 

the state of the current iteration: which tasks are stuck, which team members are overworked, 

and who is bored and who has done his job. This Board's main aim is to make our process clear 

and to signal issues. We ask the team to keep track of the time spent at the end of each day, 

splitting the hours into their different tasks. Thus, we see the overall amount of time spent on 

tasks and apps, and we can take timely action. To monitor the association between the initial 

evaluation of a function and the time spent on related activities, we use reports with charts: 

Reports 

We send out a paper with the iteration plan and measurements at the beginning of each iteration, 

and at the end of each iteration we do a demo of what was done and give a report. 

We indicate in the report which task or issue we've been working on, what function its part of, 

and how much time each team member has spent on it. 

We use an API for getting these reports into Google Sheets from the Target process. We issue 

invoices to our clients, based on these data. 

Bugs 

In projects glitches are inevitable. Bugs are more than just clear code bugs — they are all 

instances where the software does not work the way the customer or consumer wants to. 

QA engineers typically find bugs and are given priority by project managers, consulting with 

the client when required. We spend about 20–25 percent of our time fixing errors in each 

iteration. This includes more than just feature level bugs; it also includes unpredictable things 

like testbed problems, glitches in Continuous Integration scripts and more. 
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When reviewing a project first, we try to compensate for the time spent correcting mistakes, 

but we can't foresee anything that will go wrong. Errors are always, therefore, what necessitates 

changing a release content. 

Changing the Scope 

When we know there is a chance of missing a deadline, we start a conversation with the 

customer about which functionality to drop or simplify to get the release on time. We typically 

have a fair idea at this stage about which improvements will free up considerable time and 

which will not. The consumer, in effect, has a clear understanding of how important the role of 

the product is to the company. 

Changing the distance is a very difficult process both for customers and our team. Yet it is 

necessary, at the same time. It is important to realize that you cannot constantly change the 

scale or else the product is going to be a complete failure. 

 

Managing and Constructing Develop, Test and Production Server 

The main three environments are: development, stage, and production. 

Development 

This is the setting that is on your computer. This is where all your code updates will be 

done. It is where all of your responsibilities and divisions coexist with those of your colleagues. 

Typically, the production system is designed differently from the system in which the users 

function. It will be linked to some local database or dummy database, so you can write your 

code without messing up the actual data. Since several people work in the development 

environment, you can manage any branch splitting as well. In the creation world, nothing that 

you do changes what users see when they pull up the website. It is for you and the other web 

developers to see how new features are going to work, and to try to change. There is going to 

be a lot of preliminary research in this area. You don't want to see the application published 

until you make sure it at least works locally. Work through the code as carefully as you can to 

minimize the bugs that squeak through to the next configuration. 
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Stage 

The stage setting is as close as it can be to the production environment. This time, 

instead of getting a local computer, you can have all the code on a server. It will connect to as 

many facilities as possible without affecting the surroundings of development. Here all the 

hard-core work is happening. Any migrations to the database will be checked here and any 

configuration changes will occur. When you need to upgrade big versions, the stage 

environment will help you identify and address any bugs that may arise. When you have got a 

customer, this is when you'd send them a sample of how things work and feel. Once they make 

it live, they will be able to see how things work and they will be able to give you any input you 

need. Think of the stage setting as the location where the last tests are carried out, and polish 

things up. 

Production 

This is the environment you are talking about each time you talk about making your project 

live. After all the changes and checking, the production environment is where users access the 

final code. This one is the most critical out of all the ecosystems. That's where businesses are 

making their money and you can't have any catastrophic errors here. That's why for all the 

research you need to go through the other two environments first. Any bugs or mistakes that 

exist will be noticed by a customer once you're in production and you can only hope it's 

something minor. For certain situations, you can be carrying out the adjustments on a timeline 

to tackle load problems or to make sure there are no big issues that slip through. If there is an 

emergency, you can release changes to the production environment without going through the 

stage environment even though it is not something you want to do regularly. 

The Use Case 

This issue is very popular and over the years we have seen it not only in cloud-based 

deployments and environments but also in local deployments, similar to "3 blades in the next 

room rack." This issue applies to any deployment in the picture with more than 1 climate, such 

as DEV, QA, STG, PROD etc. And, as you've probably guessed, the problem is the 

configuration data and its management. Wiki talks extensively about Configuration 

Management(CM) — CM planning and management, controls, status, etc., but as an architect 
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and DevOps engineer I'm just concerned about the specifics and how to get things done in the 

quickest and most effective way. At first, the question occurs when you start thinking about 

how you can handle your device or service's simple configuration parameters, such as a port 

number, a database link string, or your Consul DNS — I mean you can't hardcode them! All 

right, there are ways to solve this (config files, etc.). Yet what happens if the device runs in 

VMs or is containerised? Meaning, you will have to re-deploy the device to adjust one 

configuration parameter. And, if you change one thing in the environment of your app, it will 

cascade into re-deploying other components. So, when you go through the project, you're 

adding complexity to the approach, you'd have to think about how to handle more and more 

configurations, anything along the lines of getting a Hadoop cluster, plus a Spark cluster 

through running work, plus the whole infrastructure environment to run load balancing and 

application discovery Web services. Now, multiply all of this by number of environments you 

might have (i.e. growth, prod, staging, sandbox # 1, sandbox # 2, engineering, etc.).  

The most irritating part of all this, there's no longer any single version of reality — your settings 

start changing as you go through the program or system's life cycle, and most often you don't 

have a clear record of what's changed and by whom. CM's sophistication took on a whole new 

dimension when we delivered Analytical Projects — making it possible for Data Scientists to 

create, train and deploy the models without needing a bunch of engineers helping them all the 

time. In other words, the Analytical Framework needs to be robust and reliable, but customized 

to Data Scientists' needs to avoid having 5–6 digit numbers on the bill for cloud use. 

To sum up, we discovered the need for configuration data:  

Provide a single version of the reality. 

Provide a clear record of changes and a guide to what caused the change (the audit trail, in 

other words). 

Implement concern separation i.e. applications should be busy applying business logic and not 

handling configurations. 

Manage various configuration data complexities like nested configs. 

Cloud-agnostic service as far as possible, hence the application service distributed across 
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The simplification and streamlining of delivery procedures. 

All config data rates-program, device, network, deployment, schedule, etc. 

Solution highlights as follows 

The centralized HA configuration software helps users (clients) to access data using 

keys. Config modules can be deployed in the stand-along node / machine or in the Kubernetes 

cluster as container.                                                                                                                                                                    

· Configuration data obtained by API, in the form of key-value pairs. For example, an 

application will make a REST call like Where Cassandra is server configuration, sandbox is 

the environment, and cassandra port is config parameter-key, to retrieve the Cassandra database 

port number.  

Configuration data stored in JSON format and can take the form of a flat or relatively 

complex nesting style. 

To store config info, we used Github service as a backend. We have a corresponding 

Git branch for each deployed environment (dev, qa etc.). Linkage between divisions and 

environments is not limited to 1-to-1. For an example, you can have multiple branches 

referencing DEV environments: one for implementations, one for Application A, one for 

infrastructure. The divisions usually don't merg. This approach enables us to make changes to 

configure data in one of the branches, and the changes are automatically propagated to 

applications and services running within the provided context. It also makes the monitoring of 

who and what improvements have been made super easy. GitHub configuration data repository 

can be either public or private. Also, one can use GitLab, GCP Source Control, and so on, 

instead of GitHub. 

Config service has pluggable architecture by default — we can plug it to any backend, 

such as Consul, Cassandra or Git-compliant. 

A key security backend such as HashiCorp Vault, Azure Key Vault and AWS KMS 

makes it simple to incorporate. 
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Deploy many apps on many clouds, still, use same configs 

When you need to install multiple applications on more than one cloud platform, as I did during 

one of the commitments, and you also want to maintain a single repository for all of your config 

data needs. Multi-cloud deployment model offers continuity in how config data is handled and 

creates a consistent version of the reality when configurations are involved. If you deploy 

config service on Kubernetes in the container, run it on a VM, or run it on your laptop locally, 

you always connect to the same config backend (in this case git repo) which ensures 

consistency across the board of configurations. 

 

Automation CI / CD  

Continuous integration 

The aim in modern application development is to have several developers working on different 

features of the same app simultaneously. However, if an organization is set up to merge all 

branching source code together on one day, the resulting work can be tedious, manual, and 

time-consuming. That's because when a developer who works in isolation makes a change to 

an application, there's a chance that it will conflict with other developers making different 

changes at the same time. This problem can be compounded further if each developer has 

customized their own local integrated development environment (IDE) instead of agreeing on 

one cloud-based IDE. 

Continuous integration (CI) lets developers merge their code changes back into a common 

branch, or "trunk," more often — sometimes even hourly. When the changes a developer makes 

to an application are integrated, those changes are tested by automatically constructing the 

application and performing various levels of automated testing, usually unit and integration 

testing to ensure that the changes have not changed the software. That means checking 

everything from classes and functions to the various modules that make up the entire device. 

When automated testing finds a mismatch between new and existing code, CI makes fixing 

those bugs easily and even easier. 
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Continuous delivery 

Continuous delivery automates the release of the approved code to a server following the 

completion of builds and device and integration testing in the CI. So, it is critical that CI is 

already integrated into your development pipeline in order to have an efficient continuous 

delivery process. Continuous delivery is aimed at providing a codebase that is always ready to 

deploy to a production environment. 

Each stage in continuous production — from the fusion of code updates to the distribution of 

ready-to-produce builds — involves test automation and automation of code release. The 

operations team can launch a production device quickly and efficiently at the end of the process. 

 

Continuous deployment 

A mature CI / CD pipeline final stage is the continuous deployment. Continuous deployment 

automates the release of an update to production as an extension of continuous delivery, which 

automates the release of a production-ready prototype into a code repository. As there is no 

manual gate before output at the pipeline level, continuous deployment relies heavily on well-

designed test automation. 

Continuous delivery in practice ensures that a developer's update to a cloud application 

will go live within minutes of writing it (assuming automated testing passes). It makes the 

continuous collection and integration of customer reviews much simpler. Taken together, both 

related CI / CD activities make it less risky to deploy an application, making it easier to deliver 

changes to software in small bits, rather than all at once. Nonetheless, there is still a lot of initial 

work, because automated programming would need to be designed to meet a range of 

programming and release stages in the CI / CD pipeline. 

The CD pipeline automates changes to several environments 

Continuous delivery is the automation moving applications into deployment environments. 

Most development teams typically have one or more development and testing environments 

for testing and reviewing the application changes. To automate the steps and provide 

documentation, a CI / CD platform such as Jenkins, CircleCI, AWS CodeBuild, Azure DevOps, 

Atlassian Bamboo or Travis CI is used. 
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A typical CD pipeline has phases of development, testing, and deployment. Lots of these phases 

include more complex pipelines: 

● Pulling code and executing a build from the version control. 

● Implementing the necessary implementation measures that are automated to stand up 

or tear down the cloud infrastructure as code. 

● Move code to the framework for goal computation. 

● System variables are managed and optimized for the target system. 

● Pressing components of the application to their providers, such as web servers, API 

providers, and database services. 

● Executing the appropriate steps to restart services or call service endpoints required to 

move new code. 

● If tests crash, perform continuous checks and rollback conditions. 

● Providing log data and the distribution status warnings. 

Jenkins provides us with various interfaces and tools to automate the entire process. 

 

Figure 2.1. Jenkins automate process 

We have a Git repository where the Code is committed by the development team. So, from 

there, Jenkins takes over, a front-end platform where you can describe your whole job or 

mission. Our role is to ensure that the integration and distribution process for that specific tool 

or program is continuous. 
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Jenkins removes the code from Git, and then Jenkins transfers it into the commit process, where 

each branch commits the code. Construction step is where we compile the code. If it's Java 

code, we're using tools like maven in Jenkins and then compiling the code to run a series of 

tests. Also, these test cases are supervised by Jenkins. 

Instead, to deploy it using Docker it passes on to the staging server. This goes on into 

development after a series of unit checks or equilibrium measures. 

Docker is just like a virtual world we can create a server in. Creating a whole server takes a 

few seconds and deploying the objects that we want to check. But here the problem arises:  

 

Figure 2.2. Docker pipeline process 

You can run the whole cluster in a couple of seconds as we said earlier. We have an image 

storage registry where you create and store your image forever. For any system that can 

reproduce itself you can use it anytime. 

Technology R&D Research 

 

Main Hypothesis 

We are describing a major theory together that we want to explore. In several months 

the theory will be our North Star. We describe desired learning from here to concentrate on. 

Such necessary lessons are used to generate interventions but also to evaluate our job. 

Let's say our company is providing services to older people. We focused on a watch style 

system to monitor their falls and their health. A Subscription Service supports our company. 
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We have a strong plan to build on this dream, but we still believe that creativity can have an 

immense impact. 

Hypothesis: "We agree that leveraging incorporation of home automation will put children and 

parents together, thus the mental wellbeing of both groups."  

Context: The business partner is very interested in a possible new revenue stream, the Product 

partner is talking about the plan for next year and the viability of such an approach. Everyone 

is talking about separating themselves from both the rivalry and the future ROI. Everybody's 

excited about the project but there are still too many unknowns to apply to the roadmap this 

year. 

Desired Learnings 

1. Who are the key providers of home automation, what's needed to integrate with them? 

2. What kind of interactions are we able to give our users? 

3. Which is the necessary technological investment to build / ship a first experience on the 

largest platform? What about being integrated with other platforms? 

4. How do we calculate usage, traction and the relationship between our 2 groups? 

5. What are the ways to monetize a service like that if we were to ship it? 

Such necessary insights come from R&D stakeholder discussions. When the hypothesis is 

verified and the stakeholders agree to add a similar project to the plan, they need to be able to 

address the obvious questions the teams may have. 

The aim is not to have anything ready to ship to customers, but to have gathered enough 

information to make the right planning decisions for the business to have enough exposure. 

The decision may be as easy as seeking an opportunity or not, or should we not. Both outputs 

are nice because decisions are what makes companies move forward. Proving that we shouldn't 

do it would also save a massive amount of time and resources and solidify the path the business 

is going. 

Setting goals and scope 

Setting goals for a team is a great way to establish priorities and to make sure that we 

are comfortable with why we operate a certain way and what we do. Let's start by breaking 

down what I hope R&D can accomplish:  

Explore technological & business opportunities, Evaluate feasibility and Evaluation 

technologies  
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The big question is how do we do that, particularly in a software company that believes 

in small iterations and agile planning? And how do we leave space for the technical team to 

find appropriate solutions by themselves. 

Operating timeline 

Now that we have targets we have to realize where the team is going to be operating. 

By this I mean what part of the company's timeline the team will concentrate on. The way I see 

it, this is how I break down an annual timeline:  

1. The current quarter: a straightforward plan for achieving well-defined priorities from the 

executive team. This is the VP of Engineering and Product's main priority. It is not R&D that 

is concerned. 

2. Next quarter: execs have rough business targets in preparation which need to be translated 

into priorities and metrics. Discuss pragmatic strategies to get there with product vice president 

and engineering vice president focusing on roadmap concretization. R&D to advise if 

necessary, possibly investigating something that comes up and that the "execution team" can't 

handle (more on that later). 3. 6 months from now: research and development to identify 

prospects & viability to help shape future priorities and strategies. Key goal of R&D squad. 

Execution and R&D teams 

Let's think about the implementation team as opposed to the research and development 

department. The execution team is the shipping team which focuses on this section, it's the 

frontline team. The main goal of that team is to provide solutions to the issues that the exec 

team agreed we needed to address this quarter. It isn't a team made up of "janitors" (a word I 

learned from a boss in a previous company), nor is it a team of "contractors" heading down a 

list of predefined stories for them. It's a team of amazing people who understand our goods, the 

required sacrifices, the quality of value, and see the rubber hit the ground every day. It is a team 

that builds and ships continuously. 

The R&D squad, in contrast, is not shipping to consumers, or at least not. This support 

team is there to address very hypothetical or deeply difficult issues. Their production is what 

feeds into the decision-making process that allows us as an organization to figure out the things 

we want to address next or next quarter after. They help the other departments consider our 

future contingency needs, personnel needs or strategic decisions like acquisitions. 

This isn't a mad team of scientists working on what could one day be great. This is a 

project that discusses issues that may be getting closer to our North Star faster. This is a 

technical, product- and business- team as they represent those departments. This is a team that 
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often offers partial answers to tough questions, so that others can use it to determine whether 

and when a problem is worth solving. 

Scoping 

For almost all levels some form of work will occur. We seldom get exact answers to 

questions without having to spend some time researching / discussing options. This would 

make space for both the implementation and the analysis teams. Let's speak about discovery vs 

analysis to help us with the words. 

Discovery: is conscious of a well observable question in the solution. Discovery is usually fast 

(from day to week) and ready to be virtually instantly enforced. One way to think about it is 

that we know that a solution is there right, so we need to make sure we find it. 

Research: as described in the dictionary: "systematic analysis and review of materials and 

sources with a view to establishing facts and drawing new conclusions." In other words, the 

compilation and establishment of facts that help us make informed decisions. 

The implementation team needs time to learn, they have issues to deal with, and they have a 

lot of background, but also they need space to explore and find the right solution to a particular 

issue that we are about to address. 

The R&D department is focused on long-term research projects with less tangible production 

and a lot of throw-out work to gather evidence and come to new conclusions. 

Output 

The goal is to have a big effect on the company's future, and we are doing so by shaping 

the roadmap. Therefore, our performance must achieve this aim. For most organizations, a 

Product department controls the roadmap. And we need to tell them what they need to 

understand and determine whether it makes sense to alter the roadmap. There are three key 

types of performance which tend to help: 

● Product Updates — using the vocabulary of the Company to sum up the learning. 

Occasionally it's a little uncomfortable, because we answer a question and make a 

suggestion but don't have a complete development plan, it will be something that the 

product team will do later. However awkward it may sound to non-Product people, 

speaking a common language is super important. I used a basic outline that I can modify 

as I go, here are some sections: the one sentence concept, priorities, counter-goals, 

motivation, theory, use cases, key open questions, key open questions, suggestions. And 

finally, a detailed experiment overview, with links to the experiments, code and demos. 
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● Prototypes / demos — providing people with an opportunity to see what we can create 

together whenever possible. 

● Documentation, plenty of documentation and examples — there are two explanations 

for this, first the product briefs do not go through all the specifics of what we have 

discovered and the findings of tangents. Furthermore, even if the research turns into a 

solution that can make it to the roadmap, you want to give as much knowledge as 

possible to all departments (eng, design, etc ...), so that they don't lose time and feel 

assured that they will operate under a certain timeframe. 

 

3.4 Research Proposal Evolution 

 

Research Question 

 

1. OKRs (Objective and key results) helps IT management and corporate management 

startups to become successful and scalable. 

2. If not which methodology helps IT management and corporate management startups to 

become successful and scalable. 

 

Research Hypotheses and Justification 

 

H0a:  OKRs helps Technology Startup and Organization in Early-stage management, 

Corporate-stage Management and Technology Management with the the strategy. 

H1a:  OKRs does not help Technology Startup and Organization in Early-stage management, 

Corporate-stage Management and Technology Management with the strategy. 

 

H0b:  KPI helps Technology Startup and Organization in Early-stage management, Corporate-

stage Management and Technology Management with the strategy. 

H1b:  KPI does not help Technology Startup and Organization in Early-stage management, 

Corporate-stage Management and Technology Management with the strategy. 
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H0c:  Using Both KPI and OKRs helps Technology Startup and Organization in Early-stage 

management, Corporate-stage Management and Technology Management with the strategy. 

H1c:  Using Both KPI and OKRs does not help Technology Startup and Organization in Early-

stage management, Corporate-stage Management and Technology Management with the 

strategy. 

 

Operationalization of Variables 

 

Common control Variables 

Types of business are Tech company and Startup company. 

 

Extraneous Variables 

- Political 

- Economic 

- Socialogical 

- Technological 

- Legal 

- Environmental 

 

Independent variables and Dependent variables. 

- Independent variables  

Position in Startup Organization 

  

- Dependent variables 

Result of using OKR’s in the organization. 
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Chapter 4 

Results and Discussion 

 

4.1 Survey, Consent and Participants 

 

Survey 

 A survey and letter of consent were prepared in order to enable data collection. The aim 

of the survey was to define statistically patterns and trends in agile organizational activities 

extracted from the initial exploratory research I performed, with the additional potential goal 

of surfacing possible linkages between its various elements. 

 From Figure 6. Survey Questionnaire in Appendix A, Clustering each survey by using 

the position in organization; area field of startup or technology organization; current stage of 

startup or organization; kinds of method that organization have used to measurable key results 

and goal-setting.  

Consent 

The participation in this research project is completely voluntary.  They may decline 

altogether and stop at any point.  Their responses will be masked and will remain confidential 

and anonymous.  Data from this research will be kept under lock and key and reported only as 

collective combined summaries.  No one other than the researchers will know your individual 

answers to this questionnaire.   

Also, Don’t collect the personal information like name, email, company name to 

prevent the conflict of interest and prevent the reveal of information. 

 

Participants 

 15 people from 108 Startup companies from Startup Thailand Ecosystem, National 

Innovation Agency (May, 2020). and 6 Technology Well Known Companies in Thailand. 
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4.2 Collection, Analysis, and Results 

 

 

Data Collection 

 We invite people to participate in this research, studying: “Guideline of Scalable Startup 

Management with Objective and Key Results (OKRs)”.  

The purpose of the research is to investigate the success factors of the New Startups and Startup 

Organizations to compare the performance of working under OKRs or KPI and Management 

Strategy in Organization and Technology.  

The related questionnaire has been designed to collect information on this topic.  

 

Survey Result Accumulation 

 

Question A 
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Question B 

Question C 
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1. The following questions are about the Objective and Key Results (OKRs) 

Question 1.1 

 
Question 1.2 
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Question 1.3 

 
Question 1.4 
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Question 1.5 

 
Question 1.6 
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Question 2 

The following questions are about the Startup Early Stage strategy 

2.1 Key Consideration 

Question 2.1.1 

 
Question 2.1.2 
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Question 2.1.3 

2.2 Personal Branding: 

Question 2.2.1 
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Question 2.2.2 

 
2.3 Startup Valuation: 

Question 2.3.1 
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Question 2.3.2 

Question 2.3.3 
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2.4 Creating a Pitching Deck: 

Question 2.4.1 

 
Question 2.4.2 
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2.5 Raising Capital: 

Question 2.5.1 

 
Question 2.5.2 
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2.6 Business Negotiation: 

Question 2.6.1 

 
Question 2.6.2 
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3. The following questions are about the Startup Management Stage strategy 

 3.1 Lean Canvas: 

Question 3.1.1 

 
Question 3.1.2 
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3.2 RARRA Metric: 

Question 3.2.1 

 
Question 3.2.2 
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3.3 Growth Hacking: 

Question 3.3.1 

 
Question 3.3.2 
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3.4 Human Resource Netflix Methodology: 

Question 3.4.1 

 
Question 3.4.2 
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3.5 Financial Strategy: 

Question 3.5.1 

 
Question 3.5.2 
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3.6 Law and Regulation: 

Question 3.6.1 

 
Question 3.6.2 
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4. The following questions are about the Startup Technology Management Stage 

strategy  

4.1 Technology Product Review & Design: 

Question4.1.1 

 
Question 4.1.2 
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4.2 Technology Stack & Cost: 

Question 4.2.1 

 
Question 4.2.2 
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Question 4.2.3 

 
4.3 Project Management with Agile: 

Question 4.3.1 
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Question 4.3.2 

 
4.4 Managing and Constructing Develop, Test and Production Server: 

Question 4.1.1 
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Question 4.4.2 

 
4.5 Automation CI / CD: 

Question 4.5.1 
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Question 4.5.2 

 
4.6 Technology R&D Research: 

Question 4.6.1 
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Question 4.6.2 

 

Data Analysis 

 

Correlation from MS-Excel 

 We using Correlation to find relationship of the KPI’s users, OKRs users and Both 

using KPI and OKRs users with the survey questionnaire answered that coverage all topics 

from Goal-setting method, Early-stage Startup Management Strategy, Startup Organization 

Management Strategy and Technology Management Strategy. 

 We have classified the survey questionnaire in 3 groups that are the KPI’s user, OKRs 

users and Both using KPI and OKRs, then correlate each group to find which methodology 

have the most factor relationship and prove the hypothesis that methodology are suitable  with 

guideline that presented strategy for Early-stage and Organizational-stage of Technology 

Startups. 

 Correlation coefficient values below 0.3 are considered to be weak; 0.3-0.7 are 

moderate; >0.7 are strong.  
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Figure 3.1. Survey Qustionnaire headname change for Correlation Table 

 

The Correlation of the KPI’s users with the survey questionnaire answered: 

 
Figure 3.2. Survey answered by KPI’s users 
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From Appendix “Correlation Table from survey answered by 7 KPI’s users”, the 

acceptable of total strong positive correlation coefficient values are 55 pair of relationships 

 
Figure 3.3. KPI’s user Strong Positive Correlation Coefficient Value 

 

The Correlation of the OKRs users with the survey questionnaire answered: 

 
Figure 3.4. Survey answered by OKRs users 
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From Appendix “Correlation Table from survey answered by 5 OKRs users”, the 

acceptable of total strong positive correlation coefficient values are 115 pair of relationships 

 

 
Figure 3.5. OKRs user Strong Positive Correlation Coefficient Value 

 

The Correlation of the Both using KPI and OKRs users with the survey 

questionnaire answered: 

 
Figure 3.6. Survey answered by Both using KPI and OKRs users 

 From Appendix “Correlation Table from survey answered by 3 Both using KPI and 

OKRs users”, the acceptable of total strong positive correlation coefficient values are 326 pair 

of relationships 
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Figure 3.7. Both using KPI and OKRs user Strong Positive Correlation Coefficient Value 

 

Findings 

 

 Findings that Using Both KPI and OKRs for methodology in strategy management of 

Early-stage Management, Corporate Management and Technology Management have 

coverage most of the factors and strategy that suggested by our guideline that reflect in survey 

questionnaires. Also prove the “H0c:  Using Both KPI and OKRs helps Technology Startups 

and Organizations in Early-stage management, Corporate-stage Management and Technology 

Management with the strategy”. The result of correlation from “Correlation Table from survey 

answered by 3 Both using KPI and OKRs users” show the strong positive correlation 

coefficient values (0.7 - 1.0) in 325 values. 

 

 The using of OKRs for methodology in strategy management of Early-stage 

Management, Corporate Management and Technology Management have coverage in the area 

of Early-stage Management and Corporate Management from the result of “Correlation Table 

from survey answered by 5 OKRs users” show the strong positive correlation coefficient values 

(0.7 - 1.0) in 115 values. That proves the hypothesis “H0a:  OKRs help Technology Startups 

and Organizations in Early-stage management, Corporate-stage Management and Technology 
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The using of KPI for methodology in strategy management of Early-stage Management, 

Corporate Management and Technology Management have coverage in the area of Corporate 

Management and Technology Management from the result of “Correlation Table from survey 

answered by 7 KPI’s users” show the strong positive correlation coefficient values (0.7 - 1.0) 

in 55 values. That proves the hypothesis “H0b:  OKRs help Technology Startups and 

Organizations in Early-stage management, Corporate-stage Management and Technology 

Management with the strategy”. 

 

 Summarize, all of the three methods have different characteristics. For KPI it works 

well in the Corporate Organization which has a systematic hierarchy. For OKRs it works well 

in Early-Stage Organization which needs the agility to prepare to scale up the organization. For 

the merger of two methods above, using both KPI and OKRs works well in every kind of 

organization which can serve the purpose of agility and systematic hierarchy. Also, goods for 

organizations that need to scable or transform their organization. 
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Chapter 5 

Conclusion and Recommendations 

 

5.1 Early Stage Startup OKRs patterns Identified 

 

There are 4 companies currently in the Seed stage state. 

 

Company no.2 is doing AI, IOT, Robotics, Agriculture. 

The method used to measure the results is KPI. 

Company no.7 doing with digital platforms, 

The method used to measure the results is KPI. 

Company no.8 doing with agriculture. 

The method used to measure the results is the KPI and OKRs. 

Company no.14 doing AI related 

The method used to measure the results is KPI & OKRs. 

There are 3 companies currently in the Early stage state. 

Company 1 deals with IOT, Biotech, Digital platform, Agriculture, Healthcare. 

The method used to measure the results is KPI. 

Company 5: Robotics, Digital platform 

The method used to measure the results is OKRs. 

Company 12 deals with digital platforms. 

The method used to measure the results is KPI. 
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5.2 Corporate Startup OKRs patterns Identified 

 

There are 5 companies that are currently in the Growth and Establishment stages. 

 

Company no.3 is doing AI. 

The method used to measure the results is KPI. 

Company no.9 deals with digital platforms. 

The method used to measure the results is KPI. 

Company no.11 deals with digital platforms. 

The method used to measure the results is KPI & OKRs. 

Company no.13 does stock analysis, wealth management 

The method used to measure the results is OKRs. 

Company no.15 does sales and operation 

The method used to measure the results is OKRs. 

There is 1 company that is currently in the Maturity stage status. 

Company no.6 deals with digital platforms. 

The method used to measure the results is KPI. 

 

There is 1 company that is currently in the Acquisition stage. 

Company no.4 is doing AI, Customization modules on ERP. 

The method used to measure the results is OKRs. 

 

And there is 1 company that does not specify stage, which is the company no.10 using 

measurement is OKRs. 
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Figure 4.1. Early Startup OKRs and Corporate Startup OKRs pattern identified 

Graph above show the information of each company that have different current stage and 

measurement. 

5.3 Implications of the Study 

 Theoretical implications in this dissertation are coverage in Goal-Setting Method: 

OKRs (Objective and Key Results); Real Case’s Example using OKRs; Best practices for 

writing good OKRs; Upsides and Downsides of OKRs.  

 

In Early-Stage management strategy: Key Considerations before starting the startup; Personal 

Branding the image of CEO and Organization; Startup Valuation methods for value the startup; 

Creating a Pitching Deck for presentation in fundraising or competitive events; Raising Capital 

method suggestion; Business Negotiation technique. 

 

In Organization management strategy: Lean canvas for analyze the unfair advantages, source 

of revenue and etc; RARRA Metric focus on retention of organization product usage by 

customers; Growth Hacking agility marketing method;  Human Resource Netflix methodology 

which encourage employee to discuss the problem directly by focus on the good of company 
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to achieve the objective and key results of company; Financial Strategy for organization; Law 

and Regulation of Thailand Startup. 

 

In Technology management strategy: Technology Product Review & Design; Technology 

Stack & Cost; Project Management with Agile; Managing and Constructing Develop, Test and 

Production Server preparing for hybrid cloud computing; Automation CI / CD for software 

deployment pipeline; Technology R&D Research. 

  

 Managerial implications in this dissertation recommend using the combination of 

upside of the KPI and OKRs to be a tool for goal-setting and key results for organization 

management and technology management which covers the need of agility and hierarchy 

structure. 

5.4 Limitation of the Study 

Limited Number of Responses 

 From the 15 participants, half of participants with the Technology Organization scope 

were contacted to do the survey via Line messenger, Facebook messenger and Startup group 

in Facebook.  The Technology startup and organization were contacted to do the survey via 

Email and Startup Page’s Facebook Messenger which they answer via their Facebook 

Messenger neither Email. 

 For the future researcher, we recommend contacting the National Startup Committee of 

Startup Thailand, National Innovation Agency directly to spread the survey questions with a 

high probability of answering more than sending the email directly to the startup company that 

mostly ignores the survey email.  

 

Researcher’s Bias 

 Due to research questions and theoretics that focus on Objective and Key Results 

(OKRs) because researchers see the benefits of using OKRs to be the other indicator which can  

replace or combine the existing goal-setting indicator to give the best advantages for the 

organization. Also researchers have observed that “Human Resource Netflix methodology and 

Project Management with Agile” have similar foundations with OKRs methodology which is 

the bottom up structure that will enhance the operational position in a company and express 

more opinions to achieve or support the organization's main goal and objective. เอกสารนี้เป็นเอกสารที่สงวนไว้สำหรับการใช้งานเพ่ือการศึกษาเท่านั้น ไม่อนุญาตให้นำไปใช้ประโยชน์ด้านการค้า 
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5.5 Future Research Opportunities 

From this research, there are still many shortcomings such as New data collection of 

new startup businesses that fail, what the cause of the failure really is, and questionnaires 

should focus on startups that have the same business background. If anyone wants to make the 

research more accurate Should specify the number of companies and not more than 10-15 

companies with the same type of business and give 1-2 months to respond to the sent 

questionnaires and create interesting content or topics to attract the companies to answer the 

questionnaire And forced to answer all questions Questions should not exceed 10-12 questions 

that are comprehensive and can be analyzed to find the conclusion. 
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Appendix 

Figure 5.1. Survey Participant Consent 
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Figure 6. Survey Questionnaire 

 

The five-page dissertation survey was provided to research participants. The online equivalent 

is at https://docs.google.com/forms/d/1SzJUIoIibEFwVJYPWEN1gWMI3-E-

jJcDH2kTenJTZjU/prefill (Kanokwan Onraksa & Kaong Htat Lwin & Nuttachart Suwan, 

2020). 
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