Not
Scaling
–
Part
2:
Starting Small to Build Big
The big news to share this week
on bounceit!™ is that the app
went live in the app store,
after a long period of creation,
and we are starting the process
of scaling by not scaling, as
was discussed in last week’s
blog. This week will be focused
on getting a small group to use
and try it out on all devices to
make sure everything is flowing
well. Then, we will move to our local and social media friends
to give it a try and to share with others, if they like it.
And finally, on to the rest of the world.
Well, sort of to the rest of the world. Some people think big
launches matter and they want to create a big event with a lot
of hoopla, excitement and media attention. After this happens,
then everyone will know about it and you are set to go viral.
We thought about this approach a while back and decided
against it. Interestingly, Paul thinks that this is not the
way to go either. He says founders like to think that they
have a great building and everyone who hears about it will
want it. Even the best of the viral applications don’t start
this way. He also says it is part laziness, that with the big
launch, the hard work of creation is done and you can sit back
and watch your amazing creation take off. This will not happen
and will require getting users one at a time.
Another thing that usually doesn’t work on the way to
scalability, is partnerships. Paul’s experience is that they
don’t work for startups in general, in the form of getting the

big break. They usually take lots of work and don’t lead to
the scalability that was hoped for in the beginning. That is
where you are trying to be scalable. When you get with
organizations or other companies to work on building a core
group of users in a certain demographic to experience the
feedback, then this approach is doing the non-scalable with a
few users at a time. We will be doing this with the University
of Tennessee and with Regal Cinemas.
We will move in small, non-scalable aspects first, to build a
presence with certain groups that we are targeting.
Paul says that what matters is not the big launch or the big
partnership, but the ability to delight your customers is the
key to getting bigger. Take a handful of people, make them
really happy, watch what they do so you can learn, and they
will get friends like them taking you further down the road.
So our plan is to go slowly with our initial roll-out to build
a core group of users in our local community and test the app
with the different ways new people may think about using it,
and also to make sure all the software and hardware running
the app will handle the pressure of hundreds of pictures and
votes, and then thousands.
Bounceit!™ will have announcements locally next week in the
press and we will have an article in Nibletz, which has agreed
to use bounceit!™ to get feedback on speaker choices for their
two big conferences.
This is an exciting time for founders and also a time not to
sit back and wait for things to happen. Entrepreneurism is
about getting out and creating the success you want!!
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Many of us look at the world we
live in today and think about an
idea we may have that, if
launched in our connected world,
it would spread and we would
become super rich. With the
internet and smart phones
allowing us to be connected
everywhere, this is not a pipe dream. The right idea, combined
with enough money and a strong management team, can push an
idea out in the marketplace and accomplish those dreams. It is
easier now than it has ever been to launch an idea and make it
grow. But of course, the world is not an easy place. It takes
a lot of effort to get the flywheel spinning and spitting out
cash.
At Efficience, we are in a position to scale an idea that Gary
Hardin and Rick Metzelder brought to us, and we have partnered
with them and built an application called bounceit!™. This
mobile app is a cross between Instagram and Twitter, with the
difference being you can vote on pictures or comments and see
a graph that will reflect the up and down feeling of those
responding, eliciting emotional feedback. Those sharing will
provide information that will allow participants to make
decisions based on a collective intelligence. The tag line is
very reflective, with opinions shared, decisions made.
Given the type of app that we built and the fact that it will
be in the App Store this coming week, we would assume that
success would take place on a scalable level. But, Paul Graham
from Y Combinator shared a very interesting article called “Do
Things That Don’t Scale.” In it, he says that sitting back and

waiting for your app or web idea to be pushed out and take off
in the marketplace is what a lot of entrepreneurs believe they
should do, but it is not true. He adds that startups take off
because the founders make them take off, and the most common
effort that is non-scalable that founders need to do, which is
to recruit users manually.
What did you say Paul? We need to go out and make this happen
on our own?
Yes! So Gary, Rick and Greg need to be the sales people,
leaders and connectors they are and go out and make it happen.
So Paul, how do we recruit users manually?
Well Greg…you go out and solve your own problems, and then you
find the peer group that wants the same problem solved and you
invade this group with your offering, one by one. You can also
do this by doing an untargeted launch and see which users are
most excited about your offering. Pinterest’s Ben Silbermann
observed that the earliest users were interested in design and
went to a conference of design bloggers to get new users and
had success there.
Paul also discusses the power of delighting their customers,
but a lot of founders don’t put effort into that because they
don’t see it as scalable. They think one by one won’t get them
there. However, if you look at the major of compounding and
start with 100 users and grow 10% a week (just 10 users the
first week), then after a year you have 14,000 users, and
after 2 years, 2 million. A lot of time, the founders are
engineers and are more interested in building something robust
and elegant, and not thinking about the attention to customers
like salespeople usually are.
It was nice to hear Paul say this, because this grassroots,
non-salable approach was something that I experienced growing
my businesses. When I started the mutual fund, it was very
grassroots and my goal of 2 million under management first

year was hit on the last day, then 5 million next year and 12
million the year after turned into 650 million at end of year
five. The power of compounding!
I have been writing my blog for more than four years now, and
something that I am going to start doing is sharing with you
my experience with bounceit!™ and give you a sense of what it
is like to kick off an app and put it out there in the world
and work to scale it using the non-scaling approach. This is
my entrepreneurial journey, and I feel it would be interesting
to allow others to see the ups and downs of pushing to making
something successful. This will be kind of like the reality TV
we experience with programs like American Idol. You would
experience our progress along the way, as well as our ups and
downs, failures and successes! I look forward to sharing this
real-life growth story.

