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BUILDING A BUSINESS

So you want to start a biotech company
Commercializing research is fraught with pitfalls, but a thoughtful checklist can ensure you set off on the right path 
and give your fledgling business the best chance of success.

These days, it feels as though more and 
more academics are venturing into 
the dynamic and fast-paced world of 

life-science startups. Many US academic 
institutions now provide access to training 
programs for academic founders. But taking 
the plunge into the realm of business, 
finance and law can nevertheless be a 
daunting process. A new startup founder 
faces numerous (often unforeseen) obstacles 
when seeking to commercialize their 
research. This article lays out those critical 
issues and provides some helpful tips for 
faculty members seeking to commercialize 
their research.

Valuing your idea
New life sciences companies are almost 
always founded around a novel idea, 
technology or invention. Hence, the first 
step in the startup process for you should be 
an honest and in-depth assessment of the 
commercial potential of your research. To 
accomplish this, you will need to conduct a 
freedom-to-operate (FTO) search, which is a 
way to determine whether your idea—which 
could eventually be a product or process—
would infringe any existing patents. The 
FTO search, whether performed as part of 
a patent application filing or more formally 
by an intellectual property (IP) attorney, is 
valuable because it can provide a path to 
developing a workaround should the need 
arise. One important thing to note is that 
you should not confuse the patentability 
of your findings with FTO; your patents 
would block others from doing the same 
thing, but an issued patent provides some 
assurance that you are not, in fact, blocked 
by others. Although there are instances in 
which companies are launched solely based 
on proprietary know-how and without any 
patent filings, that happens more frequently 
in technical fields outside biotech.

You will also need to study the potential 
market need and size for your potential 
product. Scoping out the potential ‘upside’ 
of your business is a key parameter both for 
attracting investors and for justifying the 
overall value of your idea.

So where can you go to do a FTO search, 
carry out a market analysis and assess 
whether your research is enough to form the 
basis for a startup? The usual place to start 

is your institution’s Technology Transfer 
Office (TTO). Your TTO can help with 
these evaluations, depending on the level 
of complexity involved, and the resulting 
analysis can allow a collegial and confidential 
discussion about whether a viable new 
company (NewCo) opportunity may exist. 
If there is agreement in the affirmative, then 
the process can continue, with proper TTO 
support and all of its accompanying resources.

For researchers at institutions that do not 
have an experienced TTO, the IP assessment 
can be outsourced to any reputable IP law 
firm as a one-off project, with the price 
negotiated in advance. Depending on the 
complexity and desired level of depth, this 
can range from $5,000 all the way up to 
$40,000 or more. In deciding which law firm 
to use, you should interview a few of them, 
assess whether their attorneys’ expertise is a 
fit for your specific technology and also ask 
for referrals from other founders.

For the market assessment, the internet is 
a reasonable place to start. Beyond this, you 
may be able to get help from business school 
students looking for a case-study project. You 
could also enlist one of the many consulting 
groups that can research the field for a fee, 
ranging anywhere from $5,000 to $20,000. 
If your institution has an entrepreneurship 
center, this might also be a source of guidance. 
What you need to find out is whether there 
is a viable and ultimately profitable customer 
base (i.e., ‘total addressable market’) for 
your invention, technology or product. It is 
possible that, after the assessment of FTO 
and market opportunity, the TTO might not 
agree that your idea merits IP protection and 
that the opportunity is suitable for a startup 
(see Box 1 for next steps). But if the FTO 
search and potential market opportunity are 
encouraging, and you and the TTO are in 
agreement, that creates the initial momentum 
for forming a NewCo.

Box 1 | Getting a red light

An initial assessment of a researcher’s 
idea may lead the TTO to conclude that 
there is insufficient opportunity for a 
NewCo. For example, an FTO search may 
reveal existing patents in the space that 
might prove difficult to work around. Or 
there might be differing interpretations 
of the market opportunity. In such cases, 
however, the researcher may still have 
options.

Many institutions still allow a 
researcher the ability (with reasonable 
economic returns back to the institution) 
to personally obtain the IP rights to their 
inventions. In the United States, if the 
invention was generated using government 
funding, the agreement will have to follow 
federal IP management guidelines that will 
basically return the title of the invention 
to the researcher. Outside the United 
States, rules governing the return of rights 
vary by region and employer. Researchers 
should understand that although the 
institution will retain the right to use 
the invention for research, institutional 
policies may prohibit development or 
improvement of the idea using institutional 

facilities. Any release by the institution 
will be limited to what is disclosed to the 
institution. This return-of-rights process 
can be complicated, and the arrangement 
requires the inventor to take on all 
obligations and liabilities for advancing the 
IP. These may include payments back to 
the institution, development reports and 
requirements to indemnify the institution 
from any liabilities that arise during the 
commercialization of the invention. If, 
as a researcher, you find yourself in a 
position where you have secured the 
rights back from the institution, you 
have to carefully navigate the issue of not 
doing any additional work on the subject 
matter of the invention in your academic 
lab. You will have to find affordable law 
firms that will file patent applications for 
your company. As with any other NewCo, 
you will have to network and find the 
appropriate entities (angel networks, 
venture capitalists) interested in funding 
your work, and although the fact that your 
institution declined to protect the idea is 
not a deal-killer, it is an issue that some 
investors may not view favorably.
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Now both you and the institution are 
ready for the next stage of startup company 
creation. A set of subsequent questions now 
arise (Fig. 1). These can be answered one 
by one, or concurrently, or in pretty much 
any order you choose, depending on the 
resources available to you and the stage of 
the technology.

Determining your role
At some point early on, you will need to 
consider what your role, as the inventor, will 
be in the new company. This could include 
chief executive officer, chief scientific officer 
or simply taking a place on the scientific 
advisory board (SAB). This is obviously 
a big decision, and there are important 
questions you should ask before deciding. 
For example, do you have any executive 
experience and, if so, what was the outcome? 
Do you have the resources (such as unpaid 
time) and flexibility to commit to an 
executive role? If the answer to some or all 
of these questions is “no”, then does it really 
make sense for you to have a pivotal role?

In addition, many institutions either 
prohibit or strongly discourage their 
researchers from taking on executive 
positions within their own startups. Or, 
an institution might require that their 
personnel give up such company roles at a 
future point as the startup makes a certain 
amount of progress, either financially or 
operationally (for example, advancing 
toward the clinic). Consequently, be sure to 
check on these details with your institution 
before making any decisions.

Regardless, although some researchers do 
leave their institutions to help run startups, 

the vast majority do not go that far. Instead, 
inventors often remain involved by taking 
on key advisory roles within the company—
perhaps as chairperson of the SAB—while 
leaving executive positions to other people. 
Also, if permitted by their institution, faculty 
members might take a sabbatical from 
teaching and research to fully participate in 
the venture’s earliest days.

The next consideration is creating the 
relevant founder team. Often the most 
pressing need is for a formal or de facto 
CEO, and the relationship between the 
inventor and CEO is vital to the success of 
any new venture. Faculty who have more 
experience with commercialization may 
be able to identify a possible CEO through 
their own networks; another useful resource 
is the TTO, which often can suggest an 
entrepreneur-in-residence or other credible 
individual for the position. Additional team 
members may also be required, and in some 
cases it is possible to recruit interested junior 
staff from the inventor’s own lab, such as 
graduating students or postdocs who are 
nearing the ends of their fellowships. Such a 
staffing proposal will need to be vetted from 
a potential conflict-of-interest perspective 
depending on the particular circumstances.

The overall objective when creating 
‘founding team’ should be to ensure that this 
initial group of two or more people shares 
a common purpose and vision of launching 
the company and that everyone understands 
their obligations toward that goal. In its 
embryonic stage, the NewCo may have been 
an idea only in your mind as a founder, 
and you were best qualified to provide all 
the insights about the opportunity and 

the innovation. However, it is crucial to 
remember that even though this company 
came from you, you will need to hire people 
with diverse skill sets to enable it to grow 
and mature. As such, the team will need to 
be energized by the same vision around, and 
aligned with, the company’s ideological and 
commercial goals.

lining up the ducks
You will need to hire various service 
providers, such as a law firm, to represent 
your NewCo. It is also recommended 
that you, as inventor, consider enlisting 
a separate, personal attorney who will 
represent your individual interests. Despite 
all the initial best intentions, sometimes 
inventors and their companies part ways, 
in which case inventors will need their own 
representation. The NewCo also will need an 
IP lawyer at some stage in its development. 
For many academic startups, the law firm 
engaged by the institution can suffice in 
early stages, but founders must always be 
aware that their institution’s patent attorney 
represents the institution, rather the NewCo, 
which is fine unless, or until, the interests of 
those two parties begin to diverge.

It is possible that you might have a friend 
or neighbor who is an attorney, perhaps 
specializing in something like divorce law, 
but this person would not be a wise choice 
of counsel for your startup. The TTO may 
point you in the direction of experienced 
and appropriate law firms, but also may 
not be in a position to recommend any 
particular firm, as the office itself will likely 
be negotiating an option or license with this 
firm in the future.

If there is no obvious candidate, you 
should meet with multiple attorneys before 
deciding on the right one. The right attorney 
should be familiar with the intricacies of 
startups, preferably life science startups, 
and should have extensive experience in 
licensing matters. Many major law firms 
with specialties in the life science offer 
‘startup’ programs that provide decreased 
and/or defrayed expenses, with the idea 
that this ‘investment’ by the law firm can 
result in substantial future billings should 
the startup prove successful. The attorneys 
will help set up the legal paperwork and 
will ensure that your obligations in any 
agreement are identified and recorded. This 
extends beyond simple IP licensing matters: 
for example, many early investors retain 
participation rights for subsequent rounds 
of funding, and the company therefore has 
an obligation to notify the investors of such 
rounds so that such investors may choose to 
exercise those rights.

A similar process should be undertaken 
to identify and retain an accounting firm; 

Feasibility analysis/
prototype development

IP due diligence?
IP filed?
License signed?

Incorporate yourself
or hire attorneys? 

Divide up the 
equity and put the
paperwork in place

Idea Legal Fundraising Conflicts Team

Assess market
potential 

Disclose idea to
tech transfer office 

Friends, family,
angel and
VC investors

SBIR/STTR
and other grants

Possible leads from
tech transfer office

Disclose to university
conflicts office

Sign conflict
management plan

Talk to lab members
about potential 
conflicts

Graduating student
or postdoc?

Network to find
‘outside’ help

Determine team
member roles

Fig. 1 | a bioentrepreneur’s to-do list. At every step of the journey, there are tasks that must be tackled.
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here, again, life science experience and a 
startup ‘package’ should be high on your 
list of considerations. You will also need a 
commercial bank, hopefully one with at least 
some familiarity with the idiosyncrasies of 
life sciences companies as well as the ability 
to provide the needed services as your 
company grows.

Forming (and naming) the startup
At some point you will need to formally 
create the company and give it a name. 
You can do this after the market analysis, 
or after you’ve talked to lawyers. When 
choosing the name, be sure to secure an 
appropriate domain name and confirm that 
no other company or commercially available 
products by the same (or a highly similar) 
name exist1. This momentous occasion 
will establish an entity into which IP from 
your institution can be in-licensed (or 
optioned). There are two main choices for 
structuring your NewCo: C corporations 
and limited liability companies (LLCs) 
(see Supplementary Glossary for further 
explanation of these terms). Both structures 
serve to protect founders from lawsuits 
against the corporate entity, though C 
corporations are typically used when the 
entity expects to raise institutional capital, 
whereas LLCs can have tax advantages for 
individual investors. And although you 
might be able to navigate the incorporation 
process without legal assistance, it is often 
economical (and prudent) to bring the 
chosen corporate attorney in at the outset to 
help with identifying the most appropriate 
structure and avoiding mistakes that can 
prove costly to correct later on.

When you are incorporating the 
company, you must also decide on how the 
founder’s equity will be divided. This can 
be the most contentious part of the early 
phase of startup formation, as individuals 
often disagree on the true value that they 
have provided (and will continue to provide) 
to the enterprise. There are a few things to 
consider that might help (Box 2).

As you proceed, it is likely that there will 
be changes to either your core team or the 
company’s business objectives. This is part 
of the growing process. It’s possible you may 
end up disagreeing with the direction your 
company is taking; however, the founding 
team should understand that change will 
happen and that the underlying goal is to 
create a vibrant NewCo that can successfully 
commercialize the proposed technology.

Next you’ll need to decide where your 
company will be physically located, or if 
it’s best to start with a virtual structure. If 
wet labs are required and if the institute 
allows sponsored research by the NewCo 
on its premises (with appropriate conflict 

management plans), then that would be a 
good place to start. If not, then finding a 
nearby incubator that all personnel involved 
could have access to is the next best choice, 
as easier face-to-face communication 
will improve productivity. However, if 
the founding entity is located somewhat 
‘off the beaten track’ when it comes to 
biotech startups, you might consider 
moving the company to a well-established 
life sciences ‘hub of excellence’ once 
initial (or subsequent) external financing 
is acquired. There are good reasons for 
doing this, including the ability to recruit 
an experienced and talented team and the 
availability of shared laboratory space. 
Groups such as Alexandria LaunchLabs, 
JLabs and BioLabs have relatively large 
turnkey operations in many major (as well as 
some not-so-major) cities all over the world, 
at which your NewCo can rent lab benches, 
desks, offices and specialized technical 
services (for example, cell culture capability) 
on an à la carte basis. A final reason for 
relocating is the social, troubleshooting  
and networking value gained by being in 
close proximity to a cohort of similarly 
staged companies.

Securing institutional approval
In most cases, IP discovered or developed at 
an institution will be assigned to the relevant 
institution, rather than being owned by the 
investigator themselves, and the NewCo 
and its legal representatives will therefore 
be responsible for negotiating a license 

with the institution for this IP. Securing the 
license comes with its own set of challenges 
in regard to addressing every relevant issue 
that is required to put the license in place. 
Most institutions worldwide have been 
out-licensing for a substantial period of time 
by now and have adapted their policies to 
the times.

From the moment you decide to start a 
company, you are required to disclose this 
intent to your relevant compliance office so 
that a conflict management plan can be put 
into place. The inventor disclosure process 
should include (i) the amount of equity 
estimated to be held in the company; (ii) 
the role that the inventor will play in the 
company and (iii) the time commitment 
required by the inventor to fulfill these roles. 
If the total compensation package changes 
after disclosure, the disclosure must be 
updated with the most recent numbers.

Most institutions have a business conflict 
or compliance office that will review each 
case independently. If such an office does 
not exist at your institution, you must 
ensure that your actions do not run afoul 
of your employer’s policies and any other 
relevant laws. Institutions are careful about 
allowing commercial activities to proceed 
on campus, as doing so may affect their 
status as a not-for-profit entity. If you are a 
physician–scientist, there will be a higher 
level of scrutiny of your activities related to 
the Newco because patient care might be 
affected. And if your new company wishes to 
fund research at the institution, there will be 
questions around the involvement of other 
institutional employees. For example, there 
can be no restrictions on graduate students 
publishing and incorporating into their 
theses any work they have performed in the 
lab. If you plan to require lab members and 
other collaborators to sign confidentiality 
agreements, this may or not be accepted 
depending on the particular circumstances. 
If you will need company scientists to visit 
the lab for transfer of know-how, then you’ll 
need a formal visiting scientist agreement. 
The founder will also need to share copies 
of any agreements that they sign, such as 
consulting or SAB member agreements, with 
the institution’s conflicts office. This helps 
ensure that agreements are not in conflict 
with the founder’s existing employment 
agreement with the institution.

During license negotiations, remember 
that most institutions are seeking the best 
partner to develop the technology, and that 
if the research was funded by the federal 
government, the institution is required 
to add certain provisions to the license 
agreement to comply with the Bayh–Dole 
Act. This act allows institutions to elect to 
take title of federally funded inventions 

Box 2 | Dividing your pie

Deciding on proportions of founder 
shares can depend on several aspects, but 
getting answers in these three areas can 
help guide the decision5,6.
 1. Who came up with the key idea(s) 

for the technology, and who did the 
actual work?

 2. Different founders’ extent of active 
involvement in the company going 
forward (you get more equity if you 
leave your academic post, versus 
remaining safely ensconced in the 
hallowed halls).

 3. Overall status and reputation: for 
example, with all due apologies to 
talented postdocs, Nobel Laureate 
lab heads will receive a premium in 
recognition of their fame and past 
accomplishments, which makes 
sense because their imprimatur 
could well allow more successful 
fundraising.
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under certain terms and conditions, and 
it stipulates that companies licensing 
institution technologies must agree to grant 
the government a non-exclusive, irrevocable, 
paid-up license to use the subject invention 
throughout the world; require substantial 
manufacture in the United States for 
any exclusive licensee; and allow the US 
government to exercise march-in rights  
(i.e., the government can require the 
company to license the patent to others  
on reasonable terms).

It is important to understand that 
although institutions may have some 
leeway on the business terms, they have 
relatively little latitude with diligence 
requirements and contract stipulations that 
might compromise academic freedom or 
federal regulations. A typical license will 
lay out the up-front fee and an agreement 
to reimburse previous payment made 
for the IP in question and to pay for 
future costs, royalties, maintenance and 
milestone payments and a percentage of any 
sublicensing income, as well as any equity 
that will be allocated to the institution. Most 
institutions understand that NewCos need to 
spend funds on developing their technology 
in their early years and therefore are willing 
to consider back-end-loaded payments. And 
they will usually expect to be shareholders 
because of their historical contribution and 
support of your technology.

Investors in startups want to see that 
companies have an exclusive worldwide 
license for patent-based technologies, and 
this is what you should seek from your 
institution. If you want to license know-how 
either instead of, or in addition to, patents 
and/or patent applications, note that your 
institution will generally only offer a 
non-exclusive license to this particular  
class of IP.

tuning up for the road show
As an academic, you are probably used 
to presenting ideas as grant proposals 
and sharing findings with the research 
community. But as a founder, you should be 
prepared to present ideas for raising funds 
or securing corporate partnerships. These 
presentations will take a different form. You’ll 
need a short, non-confidential slide deck and/
or a one- or two-page executive summary to 
describe the underlying problem, the core 
technology involved, how the implementation 
will take place and, finally, your team. This 
is basically your NewCo’s ‘story’ (or ‘elevator 
pitch’). It’s a clichéd term, but a company 
founder should always be ready to pitch if the 
opportunity arises.

You’ll also need to participate in ‘road 
shows’, to present the technology in 
front of investors. Many investors will be 

ex-researchers themselves, or will have 
access to technical experts, and will ask 
relevant due-diligence questions that you 
will be expected to address in a transparent 
manner (though it is always better to say 
you’ll get them answers later, rather than 
make something up). The slide deck for an 
investor meeting should look different from 
the one presented at scientific conferences. 
Keep in mind the expertise of your potential 
investors (their bios are often available on 
the internet), and keep your message simple 
and direct. For ‘podium’ presentations, as 
with academic presentations, the team is 
usually shown on one of the last slides, but 
for ‘sit-down’ presentations, present the team 
slide early, as investors are as interested in 
the team as in the science.

The deck normally includes a summary 
of how the inventor began working on 
the problem, and by the time they have 
seen the first few slides, investors should 
understand why they should pay attention 
to the innovative ideas and solution on offer. 
This can be done by describing an unmet 
need or a pain point in the market that your 
technology will address. Practice this pitch, 
so that you know how much substantiating 
data to show, and tailor your message to 
the particular audience. A highly technical 
group of investors may want to see your 
data, whereas a more finance-focused group 
may want to be assured that you have the 
‘secret sauce’ to solve the problem at hand. 
Advance consulting with a few subject 
matter industry experts will help you find 
this balance.

Most investors will want to see a timeline 
for a profitable exit. By providing one, and 
detailing milestones for potential value 
inflection points, you will indicate that you 
understand the commercial side of company 
development. Also, you should be prepared 
to answer questions about technical, 
regulatory, financial and IP-related risks, 
and describe ways you plan to mitigate these 
risks. If you find that a particular question 
comes up repeatedly, that’s a good indication 
that you should include an answer in the 
presentation itself.

You will also need to make clear how 
much funding you are seeking and how 
you’ll spend those funds. Investors want to 
see that you have a laid-out plan to perform 
proof-of-concept studies and the standard 
preclinical work, and plans for potential 
clinical trials. Use easy-to-understand 
graphics to describe complex science, and 
consider simplifying your writing in ways 
that are not necessary with scientific papers. 
Your presentation must be understood by 
a broad range of individuals with varying 
levels of expertise in your field, and you’ll 
need to reach all of them.

Final thoughts
Once you’ve checked off all the designated 
items on this list, it is then time to raise your 
first round of funding. This is a multistep, 
intense process that has been covered in 
detail elsewhere2–4. The old expression 
that advises entrepreneurs to “take the 
hors d’oeuvres when they’re being passed” 
remains just as true today. But it’s also 
advisable to seek out all the places where the 
food is being cooked. And although it might 
appear from media reports that funding is 
everywhere, be prepared to look under every 
rock for the money you need (Box 3).

Most institutions now offer a variety of 
resources on campus to support a startup 
idea, and these often are coordinated via 
the institutional TTO. But even before 
embarking on such an endeavor, one of the 
best things you can do is speak to others 
who have done it before, either within your 
own institution or outside. The journey is 
not easy, but by being prepared mentally 
and strategically, you can at least minimize 
the jolts from speed bumps along the way. 
Ultimately, the challenges are well worth it to 

Box 3 | Multiple potential sources of 
funding

For that first round of funding, you’ll 
likely need to tap a combination of 
sources. (More information can also be 
found at these links7–9.)

Typical non-dilutive funding sources 
(no equity involved):
•	 Federal Small Business Innovation 

Research (SBIR) and small business 
technology transfer (STTR) grant 
programs

•	 Entrepreneurship competition awards
•	 Crowdfunding (if for future 

rewards)10

•	 Some (but not all) foundation grants
•	 Collaborations with larger or more 

established companies (although in 
this case ‘dilution’ may often take the 
form of giving up certain downstream 
economics)

Typical dilutive funding (equity-based):
•	 Friends and family investment
•	 High-net-worth 

(non-friends-and-family) investors 
(also known as ‘angels’)

•	 Family offices
•	 Institution internal investment funds
•	 Foundation grants
•	 Venture capitalists and other ‘institu-

tional’ investors
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turn innovations, papers and concepts into 
products that improve people’s lives. ❐

Sadhana Chitale1 ✉, Colm Lawler2 and 
Arthur Klausner3

1Technology Operations and Ventures, NYU Langone 
Health, New York, NY, USA. 2Mass General Brigham, 
Boston, MA, USA. 3Goldilocks Therapeutics Inc, 
Bedford, NY, USA.  
✉e-mail: sadhana.chitale@nyulangone.org

Published: xx xx xxxx 
https://doi.org/10.1038/s41587-022-01239-9

References
 1. Harroch, R. 12 tips for naming your startup business. Forbes 

https://www.forbes.com/sites/allbusiness/2016/10/23/12-tips-for-
naming-your-startup-business/?sh=4c2507b1904e (2016).

 2. Ford, D. & Nelsen, B. Nat. Biotechnol. 32, 15–23 (2014).
 3. Ford, D. & Kohlbrenner, W. Nat. Biotechnol. 34, 226–230 (2016).
 4. Beylin, D., Chrisman, C. & Weingarten, M. Bioentrepreneur 

https://doi.org/10.1038/bioe.2011.5 (2011).
 5. Seibel, M. How to split equity among co-founders.  

Y Combinator https://www.ycombinator.com/library/5x-how-to- 
split-equity-among-co-founders (accessed 1 February 2022).

 6. Wasserman, N. & Hellman, T. The very first mistake most 
startup founders make. Harv. Bus. Rev. https://hbr.org/2016/02/
the-very-first-mistake-most-startup-founders-make (2016).

 7. University Lab Partners. Funding options for biotech startups. 
University Lab Partners blog https://www.universitylabpartners.
org/blog/funding-options-for-biotech-startups (2021).

 8. Murphey, R. Top biotech venture capital funds of 2018–2021. 
BayBridge Bio https://www.baybridgebio.com/blog/top_vcs_2018.
html (2021).

 9. Henderson, B. Guide: how to approach life sciences fundraising.  
Brex https://www.brex.com/blog/approaching-life-sciences- 
fundraising/ (2020).

 10. Moran, N. Nat. Biotechnol. 35, 299–300 (2017).

Competing interests
The authors declare no competing interests.

Additional information
Supplementary information The online version 
contains supplementary material available at https://doi.
org/10.1038/s41587-022-01239-9.

Nature BiotechNoloGy | www.nature.com/naturebiotechnology

mailto:sadhana.chitale@nyulangone.org
https://doi.org/10.1038/s41587-022-01239-9
https://www.forbes.com/sites/allbusiness/2016/10/23/12-tips-for-naming-your-startup-business/?sh=4c2507b1904e
https://www.forbes.com/sites/allbusiness/2016/10/23/12-tips-for-naming-your-startup-business/?sh=4c2507b1904e
https://doi.org/10.1038/bioe.2011.5
https://www.ycombinator.com/library/5x-how-to-split-equity-among-co-founders
https://www.ycombinator.com/library/5x-how-to-split-equity-among-co-founders
https://hbr.org/2016/02/the-very-first-mistake-most-startup-founders-make
https://hbr.org/2016/02/the-very-first-mistake-most-startup-founders-make
https://www.universitylabpartners.org/blog/funding-options-for-biotech-startups
https://www.universitylabpartners.org/blog/funding-options-for-biotech-startups
https://www.baybridgebio.com/blog/top_vcs_2018.html
https://www.baybridgebio.com/blog/top_vcs_2018.html
https://www.brex.com/blog/approaching-life-sciences-fundraising/
https://www.brex.com/blog/approaching-life-sciences-fundraising/
https://doi.org/10.1038/s41587-022-01239-9
https://doi.org/10.1038/s41587-022-01239-9
http://www.nature.com/naturebiotechnology


So you want to start a biotech company

In the format provided by the 
authors and unedited

https://doi.org/10.1038/s41587-022-01239-9

Supplementary information

https://doi.org/10.1038/s41587-022-01239-9



Accelerator: Similar to an incubator, this is a program that in addition to office/lab space and 

mentorship also offers a limited amount of capital for startups, often in exchange for equity in 

the startups.  

 

Angel investors: Individuals, typically with a significant personal wealth, who invest their 

personal capital into early-stage private companies. 

 

Burn rate: The rate at which a company spends cash reserves to cover expenses. Running out of 

cash is referred to as “hitting the wall.”  

 

Bridge loan: A short-term loan from investors designed to keep a company in operation  until 

the next round of funding can be secured.  

 

Cap table (capitalization table): Ownership list of a startup’s stocks, options, warrants, etc. It is 

an important source of information for potential investors as it helps identify current 

shareholders and their equity holding. It is also used by founders to model how future rounds of 

funding may affect their personal share of the company.  

 

Convertible note: Also known as convertible debt, this kind of loan can be issued towards a 

round of future funding. Unlike loans from banks that are designed to be repaid (with interest), a 

convertible loan (and its accumulated interest) converts into shares that are issued in the next 

equity financing (usually at a discounted price).  

 

Corporation. Companies are incorporated as one of several types: In a C Corp, shareholders or 

owners of a business are treated as separate entities. Profits are taxed as they are earned and the 

shareholders are taxed when profit is distributed to them. Shareholders’ personal assets are 

usually protected from any legal action. Both the C-Corp and the shareholders pay income tax. 

This structure is preferred by venture capitalists. An LLC (limited liability company) in contrast 

offers a company’s owners the limited personal liability of a corporation and the tax advantages 

of a partnership. This is a popular early structure, but can create headaches if institutional 

investors become involved later. An S Corp is a corporation taxed as a partnership or 



proprietorship for federal income tax purposes. Individual shareholders enjoy the benefits under 

state law of limited corporate liability, but avoid corporate federal taxes. This structure is fairly 

uncommon in life sciences. 

 

Crowdfunding: Asking the general public to help fund the company. This is usually done via a 

third-party platform (i.e., website). Crowdfunding can be donation based, wherein donors get no 

returns, or reward based, where donors are promised rewards such as the ability to purchase the 

company’s product in future for a discounted price. Equity based crowdfunding gives funders the 

ability to purchase equity interests in a company. 

 

Deck/Pitch deck: A presentation that covers all aspects of your business and its revenue model, 

targeted at generating investment from angels, VCs, etcetera.  

 

Dilution: Refers to the dilution of stock that occurs each time a startup issues new shares or 

options, thereby resulting in a decrease in existing shareholders’ ownership percentage. This 

happens during funding rounds. However, if the price per share of the new shares is higher than 

previous levels, the total value of stock held by existing investors will increase, even though the 

percentage ownership decreases. 

 

Discounted cash flow: A method of valuing an investment by estimating future cash flow 

returns over time and then “discounting” those returns by an appropriate implied interest rate. 

 

Due diligence: The process performed by potential investors to assess the viability of an 

investment target, and to ensure that the information provided by the startup is accurate. 

 

Exit: An event wherein founders and other shareholders have the opportunity to sell or reduce 

their stake or ownership in the business Exits generally occur via the following activities: 

 

1. Liquidity events: the company is sold or has an IPO 

2. Merger/acquisition: being bought by or combing with another company. 



3. Special purpose acquisition company (SPAC): a shell company that acquires your company to 

take it public. 

 

Exit strategy: A founder’s plan to increase the value of their shares and then to sell their 

ownership to investors or another company. An exit strategy gives a shareholders path to reduce 

or liquidate their stake in a business for appropriate financial return. 

 

Family office: Wealth management firms that serve ultra-high net worth individuals (or, quite 

often, families); these groups will often devote a small portion of their capital to speculative 

investments in privately held companies. 

 

Follow-on funding: A repeat investment from funders who have previously provided capital for 

the company. 

 

FFF: Friends, family (& some ‘fools’): Early investors, usually related to or friends of the 

company founders. Typically, these are investors who may not be as savvy as seasoned  

investment professionals.  

 

Hockey Stick: A term use to represent a growth chart/graph showing sudden and exponential 

growth. 

 

Initial public offering (IPO) or ‘Going public’ or ‘floating’: Is when a privately held company 

becomes a publicly traded and owned entity, allowing it to gain access to capital, expand 

operations and diversify ownership.  

 

In-kind support: This includes the donations of goods or services that a startup might receive 

(other than money). This may include equipment, reagents, project management services and 

also legal work. 

 



Licensing: This is  business arrangement by which a company or institution provides another 

group with permission to manufacture its product or utilize intellectual property in return for a 

specified payment.  

 

NPV: Net present value. A way to calculate the value of investments or the return on 

investment (ROI) that an investor is expected to receive. It is the value of projected future 

income discounted to the present.  

 

Non-dilutive funding: Funding for a company that does not receive in return an equity 

ownership position in the company. 

 

Pre-seed round: Typically refers to the period in which a company’s founders are first getting 

their operations off the ground, and is often funded by the founders themselves (or friends and 

family) to cover the costs of launching operations or doing the initial proof of concept or 

prototyping work. 

 

Pre- or post-money valuation: The value of a company before or after external investments or 

the latest round of funding.  

 

Priced round: Is  an investment round in which the valuation of the company is determined as a 

negotiation between the company and the investor. It specifically includes an agreement on the 

price-per-share. 

 

Proof of concept (POC): The main purpose of developing a POC is to demonstrate functionality 

and to verify a certain concept or theory that can be achieved in development.  

 

Prototyping: An exercise that allows an inventor to visualize and model how the product will 

function. A prototype should give an idea of the design, navigation and layout of the end 

product.  

 



Return on investment (ROI): A metric used to understand the profitability and/or efficiency of 

an investment. ROI compares how much was paid for an investment to how much was returned.  

 

Runway: Is the amount of time the company has before it is projected to run out of cash. 

 

SAFE (Simple Agreement for Future Equity). Similar to a convertible note, that allows 

investors to buy shares in a future priced round but in this case without the accumulating interest. 

Preferred by many startup companies. 

 

SBIR/STTR: The US government’s largest source of early stage/high risk funding for start-ups 

and small businesses specifically in areas that are of interest to several federal agencies. These 

agencies designate R&D topics and accept proposals. They fund innovative research that will 

meet the objectives of the particular agency.  

Seed funding: Is the first official equity funding stage, sometimes representing the first 

institutional money that a startup raises.  

 

Series A funding: Typically the second round of startup funding, but often the first stage 

of venture capital financing. Series A funds are typically used to further enhance or develop a 

product and generally greater than the earlier provided seed funding..  

 

Series B funding: Series B venture round often happens when a company has finished its 

preclinical work and is ready to expand to new markets or launch large scale clinical trials. 

Series B usually requires hard evidence and very accurate data to attract investors, and will 

involve previous investors and perhaps newer ones.  

 

Series C funding: This is typically sought by companies looking to scale up operations and 

continue their growth. At this stage large financial institutions and hedge funds will typically 

start to participate. Companies at the later stages of development generally come with high 

valuations and these new investors are likely to pay high prices for the company’s shares. For 

many companies, this is the final phase of private funding.  

 



SPAC (Special-Purpose Acquisition Company): Is a publicly listed company (generally a shell) 

designed solely for the purpose of acquiring a yet-to-be identified privately held company. A 

SPAC has no existing operations or assets other than cash and investments. 

 

Stock and shares. This is can come in several flavors. Common stock: A term for a form of 

equity ownership of a company also sometimes known as voting shares or ordinary shares that 

allows its holders voting rights at shareholder meetings and the opportunity to receive 

dividends. If the corporation liquidates, then common stockholders receive their share of the 

proceeds of the liquidation after all creditors and preferred stockholders (see below) have 

been paid. In contrast, preferred stock is a form of equity ownership most often insisted 

upon by VC that has a more senior claim on the assets of a business than common stock. In 

the event of liquidation, the holders of preferred stock must be paid off first before common 

stockholders, but after secured debt holders   

 

Sweat equity: The equity in a startup given to early employees or contractors in place of some 

(or all) of their wages. 

 

Syndicate: A group of multiple VCs or angels specifically assembled to participate in a 

particular investment round.  

 

Term sheet: A nonbinding agreement that shows the basic terms and conditions of a planned 

investment. The term sheet serves as a template and basis for more detailed, legally binding 

documents. 

 

Valuation: Is the he calculation of a startup’s worth.  

 

Value proposition: (also expressed as unique selling point/USP) this is the attribute(s) that make 

the business uniquely attractive to customers and investors. 

 

https://www.accountingtools.com/articles/what-are-dividends.html
https://www.accountingtools.com/articles/2017/5/9/liquidation
https://www.accountingtools.com/articles/2017/5/4/creditor
https://www.accountingtools.com/articles/2017/5/6/equity
https://www.accountingtools.com/articles/what-is-an-asset.html
https://www.accountingtools.com/articles/2017/5/4/common-stock
https://www.accountingtools.com/articles/2017/5/9/liquidation
https://www.accountingtools.com/articles/2017/5/16/stockholder


Venture capitalists (VCs): Professional investment firms that typically use funds from pension 

plans, insurance companies, university endowments and wealthy people to invest in exchange for 

equity in companies. 
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