








Introduction

An American inventor once described the composition of genius as 1 part inspiration and
99 parts perspiration. Anyone who has started a business understands the accuracy of this
axiom. You began with a great idea and have worked tirelessly since then to turn it into a
sustainable business, one that will Il a product or service gap, alter an industry or simply
grow and expand at a reasonable and steady rate.

But — and with apologies to Mr. Edison — sometimes a good
idea and hard work are not enough. You now recognise that

to push your business to the next stage of development, to
clear the remaining obstacles between where you are now and
your long-term objectives, you need a little help. You need to



A start-up accelerator is a mon






The status quo

While incubators, accelerators, corporate-sponsored entities and other community-oriented
assistance programmes all have distinct characteristics, they also o er many of the same
services. Typical business acceleration services include access to mentors, advisors and
potential investors, peer networking, business plan and strategy development, physical

0 ce space and infrastructure, and legal and marketing assistance.

Most of today’s accelerators also adhere to the same,
prescriptive structure and business models. The average
programme runs for 12 weeks, culminating in a “demo day,” a
sometimes make-or-break audition or showcase event before
prospective investors. The typical accelerator rarely charges a
fee, instead taking a share of equity, often ranging from 5% to
12%, in exchange for its services and modest seed funding.

That the traditional accelerator services programme has
evolved slowly, if at all, sinspao O theling.









What does it take to nurture a great idea, product or service into a successful, sustainable



accelerator leverages the focused and innovative attributes of foundation for building long-lasting, sustainable businesses,
corporate- and university-sponsored accelerators without the as well as the potential for cross-collaboration.
self-serving focus of many specialised acceleration services.

Not-for-pro t: How much of your business are you willing

Non-competitive: Some businesses and business leaders to cede to another entity in exchange for access to the
thrive in a competitive learning environment. Incubators and support and relationships required to put you on the path to
accelerators that Il up programme vacancies with cohorts sustainability? If the transaction means the di erence between

in pursuit of the same commercial opportunities provide the
perfect training environment for these types of start-ups.

The post accelerator, though, takes a di erent approach,
purposely placing start-ups in shared environments with
complementary or non-competitive cohorts. Pairing cohorts with
competitors means competing for resources, including mentors,
advisors and potential investors. The goal of the post accelerator
is not for the ttest to survive but for each participant to acquire
the tness to survive in a competitive, commercial environment.
A heterogeneous environment provides start-ups with the












