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The Startup Journey Map:.
From Science to Strategy

This course teaches you to transform insight into an investor-ready pitch through

a structured, strategic system.

Think of it like a cross-country road trip—from Boston to San Francisco. Today, we

show you the route. In the coming weeks, you’ll experience the drive.

. by James Jordan



You can’t fund a problem—you must frame a solution.

Every startup begins with a spark. The TPP turns that spark into a roadmap.

> Unmet Need - Defines the real-world problem you’re solving.

¥ Strategic Solution > What path will your product follow to deliver value?

(¥ Target Product Profile (TPP) - Your venture’s starting pin on the map—
defining clinical, commercial, and regulatory success.

The TPP is your strategic first move from idea to investability.



The TPP fuels integrity into your strategic plans

From insight comes structure. These three plans turn potential into proof.

X Product Development Plan -> What you're | _y
o Product Dev'l ‘ Commercialization
building and how Plan Plan

¥ Commercialization Plan > How you’ll reach
and grow your market "
Business Investment

) Business Plan > How you’ll fund, operate, Plan \/ Pitch
and scale

These plans form the foundation of the Journey Map.



The pitch is the answer. The Journey Map shows your work.

Just like in school—you don’t just give the answer, you show the steps.
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d The Pitch - A confident, investor-facing

. Product Dev'l ializati
narrative o ‘ CommePrlcalzralllzatlon
¥  The Journey Map —> A visual synthesis of all

your strategic work

(® Why It Matters = It connects the dots: Business tment

problem, product, capital, market, exit Plan




The pitch is the answer. The Journey Map shows your work.

It connects the dots: problem, product, capital, market, exit

2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027
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Commercialization Costs | 24 - 36 months @ 510-515M IDE Pilot 10-24 months @ $10-520M | PMA Clinical Trial = 36 months with 1 year follow-up @ S60-590M | Post Survelliance Demonstrate customer acquisition
Pre-clinical Work | 24 - 36 months @ 510-515M : : :
FDA approval i Ouestions.
Hospital IRE

Trial execution PMA Clinical Trial Enrollment ~ 3 yrs

1 yr patient ffu | Quastions |

Data collection and reporting

L
CE Mark strategy | 18 months @ $1.5-63M | : :
0 . |
| | |
Hospital IRE 1 1 ]
) ’ I | |
Trial t
rlal execution I I |
Data collection and reporting Company is Here | | Orphan Device |
| | |
° I I ° I
Fund Raising Schedule Round 0~ 1 yr Round 1~ 1.5 yrs Round 2~ 2 years Round 3~ 2.5- 3yrs Round 4 ~ 2.5-3 yrs Round 5~ 2-3 yrs
Pre-money 0.2 B4 22.7 B2.5 130.0 250.0
Raise 2.2 100 25.0 50.0 450 40.0
Post-money 2.4 184 477 112.5 175.0 290.0
CVC & Exit Points Successful 1st in human IDE authorized PMA autharized PMA trial complete & initial data favorable FDA approwval 1st 525M in revenue Cash Flow +
Cash-in 12.2 12.2 37.2 B7.2 172.2 172.2 172.2
Probable multiple 0.8 0.8 15 1.4 2.0 4.0 5.7
Gross returns 92 9.5 56.3 1225 348.0 696.0 986.0
Net returns (3.0} (2.7} 19.1 35.3 1758 523.8 Bl13.8
Simple RO 258 22% 51% 40% 102% 304% 473%
Intermal rate of return 279 19% 5% 4% 53% B0% 78%




Your pitch is the trailer — The JourneylVEIsRER1 R (e1aY o Jo (o F

Investors don’t read documents—they scan for conviction.

& Problem You Solve | N
Clear, compelling pain point ‘ \
- | J 4
@© Why Now '
Timing and market readiness ‘ " _
L > \
»
¢ Why You \

Unique qualifications

2 How Value is Created : 4 ‘ &
K

How money becomes more 7
7
i

The pitch works because the Journey Map makes the plot believable.
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Smart startups de-risk in the right order.

Demonstrate market
Validate manufacturing readiness

Prove the science works  and regulatory paths

Show customer validation

Validate core technology Ensure feasibility and compliance

compliance

This is your startup’s forward momentum. It shapes your pitch—and your capital strategy.

Show path to scale and
exit

Present growth and return potential



Aligning the Big Three: Customer. Investor. Acquirer.

This is how you balance risk, reward, and relevance—and make your venture inevitable.

Customers
(I

Efficacy, access, usability
O

Investors
O A

ROI through milestones
O

Acquirers

Strategic fit, future growth

The Journey Map exists to show this alignment clearly—on one page.



What You Will Build in This Course

Foundation Documents
(Inputs)

Target Product Profile
Product Development Plan
Commercialization Plan

Business Plan

End Result

Strategic Tools
(Integration)
e Journey Map (visual input)

e |nvestor Pitch (verbal output)

output)

Not just slides. Not just science. You're building a fundable venture.
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