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Business Plan
Finalists Compete
for $15,000 Prize

C

ompeting final presentations for the
WPI Venture Forum’s 13th annual
business plan contest will wrap up the
season at the June 13 meeting. An all-investor
judging panel will provide the contestants and the
audience with business plan writing and presentation tips to increase the likelihood of angel,
institutional and venture investor interest in a
company.
The 2006 WPI Venture Forum Business Plan
Contest was open to technology-based pre-start,
startup, and ongoing businesses located in New
England, as well as students and professors of
WPI. Entries included the development of a new
product, a new application or process in an
existing business, and the start-up of a new
business. Most of the contestants are startup
technology-based businesses, spanning the
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Change Is In the Air!

T

here are new and exciting innovations planned for the WPI Venture
Forum for next year and beyond.
These changes are the result of the hard and
creative work of the committees and the
Executive Board, whose members are
dedicated to making the WPI Venture Forum
the premier forum to serve the needs of the
entrepreneurial community.
I took the position of Program Committee
Chair this year with a two year term. My
vision for my two years of service is that: in
year one, I learn to lead the organization and
“keep the wheels on the bus;” and in year two,
we add some innovative programming to
monthly meetings to in some measure push
the envelope of the WPI Venture Forum.
The Executive Board and the Program
Committee met on May 9 in an historic firsttime joint meeting to discuss innovative
approaches for the upcoming year, as well as
other significant plans. Here is some of our
thinking from that meeting:
• More Innovative Meetings: At the joint
meeting, it was agreed that there is a great
value in teaching the fundamental topics
we are known for but that many of them
can be presented in new and more innovative
ways. In the upcoming year, look for
meetings that bring home these topics to
increase the value of the message to the
membership base.

• Making Companies Stronger: The WPI
Venture Forum will publicly focus its attention on each presenting case CEO’s “Three
Burning Questions” – what stands in the
way of the company’s ultimate success. The
committee and that month’s moderator
build an expert panel for the WPI Venture
Forum meeting and to push the company
along. Our work helps to make the case a
stronger company and often leads to
resources and new perspectives through
which the company reaches its goals. All of
us at the WPI Venture Forum are extremely
proud of the entrepreneurs who pass through
this process and come out better, stronger,
and more ready to succeed. In the upcoming
year, we will publicly recognize this goal,
because it is a very important part of what
the WPI Venture Forum does — we make
companies stronger.
Next year is going to be extremely exciting.
I thank the Executive Board and Program
Committee for their passion, drive, and hard
work. Thanks are always due to WPI for its
support, with special thanks to Mac Banks,
Gina Betti, and Lorelle Tross for their endless
help.
Finally, consider joining one of our committees if you want to be involved. As you can see,
we are always looking for new faces and ideas.
Sincerely,
Ricky Berger
Chair, WPI Venture Forum Program Committee
President, Berkent Legal Services, P.C.

Read this newsletter online and forward it to your network of business associates.
New subscribers welcome.

Visit www.wpiventureforum.org and click on Newsletter
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The Seven Deadly Sins of Start-ups

T

he Scriptures tell us there are seven
deadly sins. To refresh your
memory, they are envy, sloth,
gluttony, wrath, pride, lust, and greed. These
transgressions can be fatal to your spiritual
progress. Having watched the development
and growth of early-stage companies for a
number of years, I have seen a number of sins
or mistakes that both successful and unsuccessful companies have committed. The
difference is the companies that succeed
recognize the errors of their ways, repent, and
move on to become successful.
I submit there are at least seven deadly sins
of start-ups. They are:
1. The doctrine of no surprises — When
you take money from an outside source, be
it a bank or a venture capital firm, you
have bought yourself a partner. Like all
partnerships, you need to share the good
and the bad news with your partner. Bear
in mind that good news is great and a
rising tide can float a lot of boats, but
when the seas get rough, make sure you
communicate with your partners. Most
importantly, don’t spring last minute
surprises on them.

2. Product development — It always takes
more time and, consequently, more money
than you anticipated. Make sure you have
both timeline and cost-line charts for
product development. If you start to have a
negative deviation from these charts, sit
down with your staff and others to figure
out whether this is a temporary glitch or a
real problem. If the problem can be fixed,
great! If not, call a meeting with your
investors. They have as much at stake in
solving the problem as you do.
3. The speed bump — Having invested in
more than 114 early-stage technologybased companies, we at MTDC know that,
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at some point, a company will hit a speed
bump whether it is in product development, sales, marketing, finances, or
human resources. Our experience is that
successful CEOs grab the steering wheel
and get the company back on course. The
unsuccessful ones go off the road.
4. Feature creep — When you are developing
a new product, particularly for a large
company, there is a tendency to want to
make sure you are completely attuned to
the customer’s needs. When the customer
asks if you could just add this little bell or
whistle, be careful. That little bell or
whistle could be expensive, you may not be
able to produce it, and it is going to take
you away from developing the product you
originally outlined. Save the bells and
whistles for version 2.0.
5. The “better mouse trap” trap — In 1858,
Ralph Waldo Emerson uttered these
immortal words, “if you build a better
mouse trap, the world will beat a path to
your door.” People forget that in 1858, the
world’s biggest problem was mice, so if you
developed a better mouse trap, you had a
ready market for it. Too many times, we
run into companies that have a cure for a
disease that does not exist. Remember, if
you are not solving a problem, no one is
going to buy your product.
6. Not staying focused on the vision or big
picture — Investors invest in a new
company because they believe the company
leader can do what he or she says they can
do. The successful CEO delegates the
details and recruits talented people to help
achieve the objective so that he or she can
stay focused on the big picture. The unsuccessful early-stage CEO is usually a very
successful micro-manager.

by

ROBERT J. CROWLEY
President, Massachusetts Technology
Development Corporation

7. Not understanding that “you will never
be fired for buying IBM” — If you are a
new technology company trying to sell a
new technological product to a large
company, this is a real uphill fight.
Remember, the reason that the major
company is talking to you is because you
have something they don’t have. However,
you are going to have to prove that you
can deliver what your product promises.
Getting some real sales and demonstrated
results before you try to do business with a
major company will significantly raise your
credibility. Credibility is the critical issue in
getting a large company to buy new
products from small technology
companies.
There may be other “sins” or mistakes that
early-stage companies make. I would be glad
to hear about them. You may reach me at
rcrowley@mtdc.com.
Robert J. Crowley is President of Massachusetts
Technology Development Corporation (MTDC),
an early-stage venture capital firm owned by the
Commonwealth of Massachusetts. This article
first appeared in Mass High Tech in November
2003.
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A LOOK

AT

M AY ’ S M EETING

Leadership Essential to

by

RICHARD O’BRIEN,
Nagoghill Partners

Case presenter Alfred Chi of CHI Scientific
listens to panelist feedback.

Moderator Richard O’Brien welcomes keynote
speaker David Stone.

T

he May WPI Venture Forum
meeting offered a stimulating series
of discussions on the theme of
leadership.
Renowned and dedicated entrepreneur,
biotech investor and life sciences growth
consultant, David Stone, Founder, Liberty
Tree Advisors, and Partner, Flagship Ventures,
presented his factual and entertaining firsthand testaments and observations of entrepreneurial leadership to lead off the evening.
Stone used his gifted wit and charm to
deliver compelling stories of four entrepreneurs he has worked with who are superb
examples of successful entrepreneurial
leadership in action. David’s personal witness
and succinct interpretations added immensely
to the examples of how the entrepreneurial
leadership that he identified had occurred.
He illustrated how specific leadership action
and strategy led to the success — and failure
— of entrepreneurial companies.
His point: in emerging enterprises, even
the smallest missteps in leadership can defeat
a company, which is not true of larger enterprises with the infrastructure to withstand
poor decisions.
After Stone’s keynote address, WPI Provost
and Senior Vice President Carol Simpson
introduced Paul Kalenian, who presented the
first Kalenian Award with a check for $25,000
to a group of three innovators selected by WPI
and the Kalenian family (see Kalenian Award
story on page 6).

Case Presenter
Alfred Chi, Ph.D., founder, CHI Scientific, a
supplier of proprietary lab cell biology and
cancer research product solutions, presented
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Annette Reynolds gives a “pitch” for WPI
Venture Forum affiliate, 128 Innovation
Capital Group.
his emerging company on the same day of
the $10.6 billion merger announcement
creating Thermo Fisher Scientific
Corporation, the soon-to-be-dominant
competitor in the lab services industry.
In presenting his one-year-old company,
Dr. Chi explained his company had started
offering 103 proprietary ready-to-use kits
(patents pending) to help life science
researchers and their lab teams meet reliable
results and laboratory standards for primary
cell cultures. These kits can be a critical
productivity benefit bringing significant
savings to time-driven lab users. CHI
Scientific kits offer dramatic time savings and
enable reproducible results for researchers.
The company has also developed and/or
sourced molecular biology reagents to provide
replenishment for users and has identified a
premium offering of next generation
membrane, microarray or microchip offerings
(patents pending) to expand his platform
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Entrepreneurial Success

Every WPI Venture Forum meeting offers networking opportunities.
when he receives further investment funding.
Dr. Chi presented first-year revenues and
demonstrated he has a large target market of
$1.5 billion to address. He noted he must
now raise additional funds, having provided
$180,000 of his own investment in early
stage funds, to build his management team,
develop a marketing presence and a sales
capability, and continue product development.
Panelists David Stone, Gail Radcliffe and
Joseph Kalinowski reviewed the CHI
Scientific business. They assessed the company
and offered future recommendations. Before
the meeting, each panelist made time to visit
with Dr. Chi, tour his facility, listen to his
business plan presentation, and begin to learn
about the company.
David Stone observed that CHI was a
unique company in his experience, as it has
already exceeded initial sales projected
revenues (of real product to real customers)
while holding the expense burn rate below
projections. Stone also complimented Dr.
Chi on his virtual research and development
strategy of working with university labs,
offering them a product definition and specs
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for a new product, having them develop the
product, in exchange for and ongoing profits
from the product’s sales. This strategy has
launched CHI Scientific with new product
without initial R&D staffing.
Gail Radcliffe, Ph.D., President, Radcliffe
Consulting, and herself an entrepreneur
currently launching her own new laboratory
facility, advised Dr. Chi to carefully segment
the lab target audience to identify exactly
who will benefit most from the time-saving
and results replication benefits offered by
CHI. Choosing potential customers wisely
will give CHI Scientific strong repeat sales to
build the company.
Joseph Kalinowski, founding principal of
life sciences growth consultant Trilogy
Associates, applauded Dr. Chi for his
diligence. He pointed out that investors will
take careful note of Chi’s own background as
an experienced researcher. He noted that big
players dominate the lab market – entrenched
competitors who are well-financed.
Nevertheless, CHI Scientific has a good shot
at success as long as the firm avoids major
missteps and resists the temptation to

overreach in its product offerings, limiting
those offerings to only the strongest
competitive entries.
In answer to audience questions, both
Kalinowski and Dr. Radcliffe emphasized
proprietary protection of intellectual property
as one key barrier to larger competitors and
to insure CHI Scientific can compete against
established competitors. Dr. Radcliffe underlined that they should take their time and
any necessary resources to conduct market
research with the target audience of prospects/
customers to clearly understand and clarify
their needs in this fast changing market,
which will be critical to building a CHI
Scientific brand among users. Kalinowski
also agreed with the importance of protecting
the CHI brand to facilitate Dr. Chi’s choices
in any subsequent exit negotiation.
Richard O’Brien is a business development
consultant, a member of the WPI Venture Forum
Board and its Program Committee. His
consulting practice involves helping service
companies to seek new growth through customer
acquisition and new revenues. He can be
reached at nagoghill@aol.com.
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First Kalenian
Award to
Powered Arm

A

new prize for inventors
looking to commercialize
their ideas was presented at
the May WPI Venture Forum meeting
to a professor and two graduate students
for their “Powered Arm Othosis.” Paul
Kalenian, son of Aram Kalenian ’33,
presented the $25,000 check to
Professor of Mechanical Engineering
Allen Hoffman, Michael Scarsell ’05
and Steven Paul Toddes ’05.
In sharing some of his father’s history,
Kalenian noted “he knew that the
highest and best use of a WPI education
was to understand a need, invent a
solution, patent it, and then build a
business that employed.” His father died
in 1975. The business he founded in
1952, Vee Arc Corp. in Westborough,
was sold to Siemens Electric. Aram’s
wife, Alba, established the prize to
honor his memory.
The prize winners, who beat out 36
other applicants, developed an arm
prosthetic for people with muscular
dystrophy, a disease that wastes muscles
in the shoulders, upper arms and trunk.
The motor-powered brace both raises
and twists the arm to enable people to
perform everyday tasks with their hands
using a joystick with one hand to guide
the other. The award will continue to be
given annually or every other year on a
competitive basis to WPI alumni,
faculty or students.
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Member News
NEW COMPANY TESTS FOR
DEHYDRATION
A new company created by a team
including Jerrold M. Shapiro, Ph.D. filed
a patent application for a handheld device
that tests for dehydration in just five seconds.
Useful for military, first-responder and
nursing home settings, the product, called
HydrAlert, measures sodium levels in a small
drop of blood to determine whether a person
is suffering from dehydration.
Shapiro is one of three inventors on the
patent filing for the new company, Hemetrics
Development Corporation, which incorporated in Delaware in late April. For more
information, visit www.hemetrics.com.

WORTHINGTON PRESENTS ON
LEAD GENERATION
Shari Worthington, President, Telesian
Technology, discussed best practices and
techniques for customer acquisition and
retention using today’s technologies at the
Measurement, Control, and Automation

Association (MCAA) 2006 Executive Forum
on May 22 in Orlando, Florida. In her
examination of the changing landscape of
marketing, she noted the Web’s easy access to
online information, and its impact on
marketing techniques. Keeping pace with the
technology is now a day-to-day challenge for
all marketers, from CMOs to product
managers to PR professionals.
Her presentation used case studies and
current research to look at the best practices
of today’s marketers in the engineering and
manufacturing space. As part of this session,
she also presented the findings of the 2006
MCAA survey on challenges in new marketing with results on e-business initiatives
completed and planned in the last 12 months,
lead generation methods that are most
productive face-to-face, venues that best
generate leads, sales methods for differentiating
products, and services’ biggest marketing
challenges today. For more information, see
www.telesian.com/mcaa/.

Business Plan Finalists
CONTINUED FROM FRONT PAGE

spectrum of technology areas, from high tech
to biotech, and medical devices to software.
The first round of contest judging took
place in May. Each business entry made a
presentation to a judging panel with expertise
in the technology area of the business,
selected from professional service and
advisory groups. The judges provided
feedback on the quality of the presentation
and the business opportunity, and ranked the
contestants.
The finalists will present their full plans at
the June WPI Venture Forum meeting.
Panelists include Tripp Peake, Managing

Partner of the venture firms Long River
Ventures and Worcester Capital Partners, and
Elliot Katzman, General Partner of Kodiak
Venture Partners. The judges will select the
winner immediately after the finalist presentations. The prize will then be awarded to the
winner.
Come learn the key elements of a
business plan, see how others present and
critique their plans, and applaud the contest
winner!
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Traps and Trials
of an Entrepreneur
BY

A

MITCHELL SANDERS, Founder and CTO, ECI Biotech

n entrepreneur needs to put
together a credible team of advisors
that will help provide a sounding
board for the entrepreneur and start to attract
capital and additional resources. Every step
that an entrepreneur takes, in the path from
starting a company to launching products, is
about taking baby steps towards building
trust and credibility every day.
The first step is to find business savvy and
honest people to put on your board. You will
need to surround yourself with industry
leaders that people respect. People that come
out of the woodwork the moment you open
your doors are not the people you want on
your board. The best people are busy and you
need to find them.
When raising capital from angels or VCs,
spend less time worrying about dilution and
put more effort into understanding whether
your opportunity and objectives for your
company are aligned with the investors. The
right investors can make a huge difference on
the trajectory of the company. The best way
to consider it is that your will be married to
your investors for better or worse, thus,
choose wisely. Angel investors can be more
forward thinking and less formulaic than VCs
but the investment terms are indistinguishable. Be proactive with your investors by
getting them to weigh in on new opportunities. Many of the investors have a wealth of
experience in financial circles and they will
appreciate your candor.
The biggest trap that entrepreneurs face is
that they focus on the technology but spend
far less time understanding the market and
the business case. The technology presentation may get you in the door, but in the
end the unmet need, competitive advantage,
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Renew for
Next Year!

cost of goods (COGS), and revenue
projections are what will get the deal done.
If the company is successful, there will
come a time when the founder has to give up
the reins to let the company grow. Embrace
change and be a team player. Taking a company public is typically not something you
want to leave up to beginner’s luck. In the
end, you will be able to take most of the credit
for the company’s success and have many
financial backers for the next big opportunity.
Dr. Mitchell Sanders is Founder and CTO of
ECI Biotech and an Assistant Research Professor
WPI. He can be reached through his website at
www.ecibiotech.com.

A

nnual membership in the WPI
Venture Forum expires in June.
Take a moment now to renew so you can
stay up to date on upcoming events and
continue to receive all member benefits as
the new program year gets underway next
September. Please join through our secure
online payment option or by
downloading a membership form and
mailing it with payment to WPI Venture
Forum, 100 Institute Road, Worcester,
MA 01609-2280.
Renew today!
Visit www.wpiventureforum.org/
Membership/application.html
and you’ll be set through June 2007.

E LEVATOR
P ITCHES
Servprise International, Inc.

Cory Wallenstein
Product: WebReboot Enterprise, a patentpending remote reboot technology.
Customers restart servers remotely when they
crash. $2.19 billion market of 29 million
servers, targeting large enterprise corporations, data centers/customers, hosting
providers, collocation companies. Lucent and
Microsoft are already customers. The
company has resellers worldwide.
Seeking: $600,000 to bring beta version to
mainstream market, production and
marketing.
Phone: 508.340.0958 or 800.832.3823
Email: cory@servprise.com
Website: www. servprise.com
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