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‘Want to make the world a better place? Learn how to be an entrepreneur! In See, Solve, Scale, Danny is masterful at breaking that intimidating word into simple, clear steps that anyone can follow’

Evan Sharp, co-founder of Pinterest

‘Danny Warshay is an entrepreneurial hero unlocking the power of entrepreneurship for the rest of us. Read it, roll up your sleeves and change the world’

Andrew Yang, former 2020 Presidential Candidate,
entrepreneur and non-profit founder

‘In my work, I’ve studied how organisations can create optimal environments to foster creativity and innovation. In this book, Danny Warshay describes the process you need to succeed in those environments. If you are an entrepreneur or ever dreamed of creating something that matters, this book is a low-risk, high-reward resource for making it happen’

Teresa Amabile, Baker Foundation Professor and Edsel Bryant Ford Professor of Business Administration, Emerita, Harvard Business School

‘Brown University doesn’t need a business school - it has Danny Warshay. For liberal arts grads with a passion to improve the world and be their own boss, See, Solve, Scale helps you escape Plato’s cave and see the entrepreneurial light. Entrepreneurship is full of minefields. You’ll be glad to have Danny lead the way’

Barry Nalebuff, Milton Steinbach Professor at Yale School of
Management and co-founder of Honest Tea

‘See, Solve, Scale makes what has been exclusive Ivy League training accessible to everyone. It is now my go-to recommended reading for all entrepreneurs we engage within the diverse communities we serve and beyond’

Marcos Gonzalez, founder and Managing Partner of VamosVentures

‘Danny Warshay’s See, Solve, Scale makes a fundamental connection between a liberal arts education and entrepreneurship. We at liberal arts schools teach our students how to observe acutely and analyze deeply. It turns out, as Danny demonstrates, these skills translate perfectly to the role of entrepreneurs, which is to identify a problem and seek a solution. That he does so with stories and examples of a diverse set of founders of all ages and backgrounds makes this the perfect book for all aspiring entrepreneurs’

Mary Schmidt Campbell, Ph.D., President, Spelman College
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Vision without action is just a dream, action without vision just passes
the time, and vision with action can change the world.

—NELSON MANDELA
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INTRODUCTION

Food scarcity, illiteracy, inequitable access to education, climate change, violent conflict in the Middle East, poverty, pandemics: as a society, we face these problems and so many more that are in dire need of solutions. As individual consumers, we also confront problems daily, such as challenges to our sleep-related experiences and confusing dietary choices. In big companies and other established organizations, we face problems that result from doing things the same way for too long, fail to innovate, and risk obsolescence. And our research scientists, on whom we rely to discover solutions to many of these kinds of problems, are frustrated when their standard research methods no longer create the breakthroughs we count on. More than ever, we need to see and empower ourselves as entrepreneurial problem solvers, even if we have been held back by a lack of confidence and training, to develop large-scale solutions with impact.

The premise of this book is that anyone can become an entrepreneur and a solver of problems when armed with the right tools—not just those who conform to the entrepreneurial myth of swashbuckling heroes unbound by rules, on the hunt for unicorns. I have written this book to empower those of you who may not see yourselves as an entrepreneur because you don’t fit this stereotype. This does not mean that the process is easy. It’s challenging, and it can be frustrating and even intimidating. It also does not guarantee you success. But my experience teaching entrepreneurship to thousands of students has shown me that there is a vast, untapped entrepreneurial layer of society that has been neglected because of strong biases the conventional world of entrepreneurship sustains. At the same time, this book is designed to solve a problem all entrepreneurs face: too often, they are making things up as they go, relying on instinct and intuition in places where a structured process would make their lives easier and more efficient and their startups more successful.

Just as all new products need to offer something that differentiates them from their competitors, the See, Solve, Scale Entrepreneurial Process does this in three ways:

• It teaches entrepreneurship as a structured process for solving problems, using an anthropological approach to figure out what problem to solve. This prevents the expensive and often fatal mistake many entrepreneurs make of developing a solution in search of a problem.

• It teaches entrepreneurship as a liberal arts skill. Like other liberal arts, we can adapt its lessons across all types of contexts, from classic business startups to established corporate, nonprofit, and governmental organizations, and even more unexpected contexts like academic research labs. Studying history in college did not make me a historian, any more than learning the scientific method makes people scientists. And yet I have drawn on my history training, and science students draw on theirs, in all sorts of unexpected ways. The See, Solve, Scale Entrepreneurial Process has produced many traditional entrepreneurs, including some you will meet in these pages. It has also empowered many within established organizations and elsewhere who previously had not seen themselves as entrepreneurs.

• It is based on rigorous scientific research and is animated by entrepreneurship experiences—my own and many others’. This practice-backed-by-research draws from my combined roles as entrepreneur and teacher.

Once you see how See, Solve, Scale works, you will see why the standard notion of who can be an entrepreneur is so limiting. If you are what I call an “entrepreneurial underdog,” you will become unleashed from selfdoubt and armed with a system proven to help you tackle this process. If you are an investor, you will start to uncover a broader pool of potential entrepreneurs whom your competitors may never consider. Among the things you will learn:

• Entrepreneurs do not need abundant resources. In fact, early in this process, scarce resources can be a benefit and abundant resources are often a burden. After reading this book, you won’t worry about not having enough money, expertise, education, or pedigree. And if you happen to have abundant resources, you will learn techniques to prevent those resources from getting in your way.

• There is no “entrepreneurial psychological type.” For example, you do not need to be an extrovert. In fact, the creative strategies of introverts add disproportionate value to entrepreneurship teams. Research I will share proves that diversity is a critical characteristic of successful entrepreneurship teams. As an important part of this diversity, different personality types complement each other and lead to greater success. You will no longer feel blocked because your personality differs from the image of the stereotypical entrepreneur.

• Entrepreneurs do not need to come from, live in, or be trained by the “right crowd,” such as Silicon Valley, developed countries, or elite universities. They do not need to adhere to gender and racial stereotypes. I realize that when only 2.3 percent of venture funding goes to women,1 1.5 percent to Latinx founders,2 and 1 percent to Black founders,3 this may sound naive. These dismal percentages are explained in part by research from my Brown University colleague Banu Ozkazanc-Pan and her coauthor Susan Clark Muntean that concludes “an investor is highly likely to rely on stereotypes” when deciding who to fund.4 This approach can and should change. While far too often sexism, racism, and unconscious bias perpetuate these numbers, the hopeful news is that you are more likely to succeed if you recruit diverse team members from beyond your own crowd and beyond your own strong network ties.

• Successful entrepreneurs don’t always invent something from scratch. You can build on prior inventions and translate existing models to new contexts. This knowledge will empower you if you feel stymied or intimidated by your current level of technical, design, or creative skills.
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While entrepreneurs vary in their resources, personalities, and backgrounds, I want to warn you about common entrepreneurial tendencies that can work against you. In their groundbreaking research that led to the development of behavioral economics, Nobel Laureate Daniel Kahneman and Amos Twersky demonstrated that our biased intuition can cause errors in judgment. In Kahneman’s words, they “documented systematic errors in the thinking of normal people, and traced these errors to the design of the machinery of cognition rather than to the corruption of thought by emotion.”5 In other words, as humans, our judgment is influenced by things outside our awareness, even when we think we are being rational and logical. At critical junctures throughout this process, therefore, I will caution you that sometimes relying exclusively on your intuition will be a mistake, as doing so will cause you to make these following common errors in judgment:

• More than half of venture teams are formed with friends and family, though research shows that those teams are less likely to succeed.

• To find and recruit team members, you may be tempted to mine your network of close contacts, yet you are better off tapping your weak ties more than your strong ones.

• Even in diverse teams, many focus on what they share in common, rather than leveraging the full range of diverse expertise and insight available.

• Overfamiliarity can cause us to miss what in retrospect seems obvious.

• Our enthusiasm for solving problems can cause us to converge too early on a potential solution, rather than forming a portfolio of options.

• We rely too heavily on “Corporate Immune Systems,” which reject not only actual threats but also valuable innovations that compete with existing ways of operating.

• Because we tend to think more is better, we cling, we covet, we accumulate, despite the benefits of scarce resources that I reference above.

• We suffer from fixedness—a cognitive bias or a mental block against using something (e.g., an object, an idea, a service) in a new way—which often inhibits our ability to see solutions to a problem.

• In a creative process, we tend to add things, which often makes products more complicated, rather than subtract things, which often yields simpler and better solutions.6

• At the same time, many entrepreneurs have a hard time thinking big as they believe that the way to mitigate the inevitable risk of starting a venture is to keep it small, tidy, and easy to get your arms around. This tendency gets in the way of scaling over the long term.

• Our personal and organizational resistance to failure limits our ability to learn, iterate, and improve, and it reduces our ability to think big.

Because this theme of human error is so powerful, throughout each step of See, Solve, Scale, I have created “Caution” callouts that will help you identify and avoid these common stumbling blocks.
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I began the journey to developing the See, Solve, Scale Entrepreneurial Process as a college undergraduate, when a group of fellow Brown students and I addressed a data-collection and data-management problem that office workers faced, built a software startup to solve that problem, and sold the company to Apple. Perhaps like you, I was a complete entrepreneurship novice, and I discovered I loved learning and doing all the steps in this process. After a period developing my skills at Harvard Business School and in brand management at Procter & Gamble, I spent several more years launching, growing, and harvesting startup ventures in fields ranging from software and advanced materials to consumer products and media.

Teaching anything forces you to zero in on its essence. And so I was able to hone this process during the last sixteen years of teaching the See, Solve, Scale Entrepreneurial Process to over three thousand mostly liberal arts students at Brown University; MBA students at Yale and Tel Aviv University; and corporate, nonprofit, and governmental professionals throughout the world. To date, this process has spawned many successful classic startups that have made their founders millions of dollars, as well as many other successful ventures in the nonprofit world and in other unexpected contexts. These entrepreneurs are creating solutions to significant problems that range from food waste and the deforestation of the Amazon to illiteracy and the Middle East’s transition away from an oil-dependent economy. As my Brown colleague Stephen Porder, a professor of ecology, says, “I spend all semester depressing my students about environmental problems like the climate crisis, famine, drought, pollution. And then I send them to you, Danny, to learn how to solve them.”

In writing See, Solve, Scale, I have embraced and benefited from this same process. In years of both doing and teaching entrepreneurship, I identified an important problem: a much wider group of aspiring entrepreneurs needed a process that would help them solve consequential problems (Step 1: See: Find and Validate an Unmet Need). The structured See, Solve, Scale Entrepreneurial Process I had developed was doing that on a small scale for roughly forty students in each new class (Step 2: Solve: Develop a Value Proposition). And then many of my students nudged me to write this book as the third critical step (Step 3: Scale: Create a Sustainability Model) to share this process with millions of aspiring problem solvers who may not even know they are entrepreneurs.

Among a wide diversity of entrepreneurs whom this process has empowered, here are a few of the classic business entrepreneurs I describe in more detail in later chapters:

• Ben Chesler was distraught when he learned about the billions of pounds of food we waste every year. How could we throw away so much perfectly good food when there are so many people starving? And so he channeled his frustration into building Imperfect Foods—a company that fights food waste by finding a home for “ugly” produce, sourcing it directly from farms and delivering it to customers’ doors for about 30 percent less than grocery store prices. Ben and his team built Imperfect from a startup to a thriving venture-capital-backed company doing over $250 million in sales and saving over 150 million pounds of food waste.

• Gwen Mugodi shook her head in frustration when she realized so few children in her native Zimbabwe and neighboring African countries learned to read because of the lack of native language reading materials. She is now using her startup, Toreva, to publish reading materials in native languages and is teaching African children to read.

• Tyler Gage, Dan MacCombie, Laura Thompson, Charlie Harding, and Aden Van Noppen cringed at the low wages Ecuadorian farmers were paid and at the deforestation of the Ecuadorian Amazon that was devastating these farmers’ land. They launched the RUNA beverage company as a vehicle for empowering Ecuadorian farming families with a fair trade wage and for reforesting the Amazon. They raised over $25 million from investors and ten years after its founding sold the company to Vita Coco.

• Scott Norton wondered why Americans obsessed about a wide variety of mustards, but cared about only one brand of ketchup. To fill that variety gap with condiments that are better for you and better tasting, Scott cofounded and built Sir Kensington’s condiment company and later sold it to Unilever for $140 million.

• Luke Sherwin questioned every part of the mattress-purchasing process and cofounded Casper sleep company, which reinvented the mattress industry and is now generating over $400 million in annual revenue as a public company.

What isn’t “classic” about these entrepreneurs is that they all were liberal arts students who learned the See, Solve, Scale Entrepreneurial Process in my Brown courses and at our Center for Entrepreneurship.

An even wider range of unexpected entrepreneurs learned this process in my workshops in corporate, nonprofit, academic, and governmental contexts throughout the United States, and in China, Egypt, Portugal, Bahrain, Slovenia, South Africa, Jordan, Palestine, Israel, the UK, and Jamaica. Here are a few of them:

• Micah Hendler, a member of the Seeds of Peace peacebuilding organization, figured if Israeli and Palestinian teens could sing together, they could live together, and so he started the Israeli/Palestinian Jerusalem Youth Chorus. It took learning the See, Solve, Scale Entrepreneurial Process for him to envision how to think bigger and to scale his vision into Raise Your Voice Labs.

• May El Batran, an Egyptian Parliament Member, and Dan Stoian, a U.S. Department of State executive at the US Embassy in Bahrain, each saw a need to teach citizens of these Middle Eastern countries how to use entrepreneurship to solve their country’s economic and social problems. Each invited me to conduct See, Solve, Scale Entrepreneurial Process workshops as a catalyst for economic development. When in 2008 May and I led some of Egypt’s first entrepreneurship training sessions, there was barely an Arabic word for entrepreneurship, and the economy was so tightly controlled that the Ministry of Commerce had to approve these sessions. Those students have now become leaders in fields of social entrepreneurship and other movements having impact. And now I return yearly to lead workshops at RiseUp—the Middle East’s largest entrepreneurship summit, teeming with thousands of entrepreneurs from the region.

• Patrick Moynihan, a Catholic deacon, founded the Louverture Cleary School in Haiti to educate young Haitians from very poor families. This was literally God’s work into which Patrick poured his soul for thirty years. Patrick used this See, Solve, Scale Entrepreneurial Process to begin to scale his enterprise to a system of ten tuition-free boarding schools providing 3,600 students with a quality education and 1,200 alumni with university scholarships each year.

• Executives at established companies including CVS, Delta Dental, a large family-owned South African shampoo manufacturer, and a Slovenian hardware manufacturer all thirsted for a way to regain the energy and enthusiasm that had launched their companies years ago. They all have used this process to overcome forces that inhibited their corporate innovation to drive internal entrepreneurship.

• Neuroscientists, chemists, and psychologists who never imagined that entrepreneurship was relevant to their scientific research were shocked to learn that this process could help them reinvent their methods: to discover more meaningful problems to target and to achieve more sustainable outcomes in their solutions. As Brown neuroscientist Chris Moore noted after my Bottom-Up Research workshop, “While I never would have imagined that an entrepreneurship workshop would have helped me see it, your training will now significantly change the way we do brain research.”

Imagine being armed with the same tools that will empower you with a way to solve problems that you care about. Too often when we think about entrepreneurship, we think about only shiny new tech gadgets. There is nothing wrong with those things. But there is another layer. On a deeper level, when you see these and other entrepreneurship examples, you are seeing interesting people using this method to solve important problems. Some of them are making money, some are doing good. Many are doing both.

See, Solve, Scale is a “Swiss Army Knife” that has utility in both expected and unexpected ways. It is everyone’s entrepreneurship. Including yours.
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This book is designed to mirror the experience of my students. Like they do in the classroom, you will explore entrepreneurship as a structured process (part 1); then you will delve into the three discrete steps—See, Solve, and Scale—detailing each step through case studies and examples (part 2); and finally, you will learn how to pitch your venture to investors, team recruits, and other stakeholders (part 3).

By the end of this book you will learn how to:

• Define what entrepreneurship is and see that it applies to a much wider range of contexts than you may have imagined

• Leverage key academic and practical insights to form a successful venture team

• Master the structured See, Solve, Scale Entrepreneurial Process

• Observe and listen like an anthropologist to identify important problems to solve

• Design solutions to those problems initially on a small scale

• Create models to amplify those solutions on a much larger scale

• Hone and enhance your analytical, writing and verbal skills to communicate your solutions

• Develop entrepreneurial confidence in some ways far outside your comfort zones

• Build your entrepreneurial network and stay in touch with me by joining the online network of other See, Solve, Scale readers worldwide

In order for this to work as it has with my students, I refer you to videos and other resources used in class to reinforce your understanding of the material. These are essential. The other part of the course that is essential is developing a network of peers with whom to share ideas and perhaps collaborate. In class, my students work in close-knit groups where they can share and reflect on what they have learned. For you I have arranged a private online group where you can meet and interact with a community of fellow readers and, if you like, to stay in touch with me. You can learn more about this online network and access additional relevant content and resources at dannywarshay.com.

Just like in the classroom, participation is 30 percent of the grade.

Let’s get started.





PART 1

Entrepreneurship: A Process, Not a Spirit

I teach entrepreneurship around the world, and I often hear people describe something they call “entrepreneurial spirit.” It seems to refer to something innate. You either have it or you don’t. I don’t buy this.

Imagine if we taught the engineers in charge of building our bridges to rely on a similar “bridge-building spirit.” That would be insane. In bridge building, there are fundamental principles that follow a step-by-step process that can be taught and learned. While each bridge is different— functionally, operationally, and aesthetically—there is a beginning, a middle, and an end to building a bridge, a structured building process that you can master and apply.

Over the course of my own career, I have launched several successful entrepreneurial ventures. With each new company, I became more mindful of common principles and a series of steps that increased our likelihood of success. It turns out that while every entrepreneurial venture is different, just like in bridge building, there is a beginning, middle, and end to this See, Solve, Scale Entrepreneurial Process that you can master and apply, and this is not dependent on some inherent quality you happen to have.






CHAPTER 1

THE LIBERAL ARTS ROOTS OF THIS
STRUCTURED ENTREPRENEURIAL PROCESS

I studied European intellectual history at Brown University in the 1980s. In those days, Brown was not the first place, or even the twentieth place, you would have thought of if you were interested in business. Then, as now, the university had no business school. It took pride in the purity of its dedication to the liberal arts, and its student body had a reputation for being quirky, progressive, and not pre-professional. It had its own names for things: a major was a “concentration,” letter grades were optional, and even the pass/fail option was known as “SNC” (satisfactory/no credit).

Brown was not a hotbed of students looking to succeed in business. To be sure, some graduates ended up in business careers, and in those days that typically meant working as consultants or investment bankers. Although very few of my peers pursued the startup world, what attracted me to it in the very early days of the tech boom was an opportunity to team up with a few other Brown students on a software venture called Clearview. I was drawn to the romance of being our own boss, as well as to the lure of a lifestyle that stories of Silicon Valley had begun to popularize on campus. The “create your own rules” counterculture reminded me of the Brown ethos I was experiencing as a student. We eventually sold Clearview to Apple.

Although then I did not envision a structured process of entrepreneurship, in retrospect I see some of the early influences on the process that later became the basis of my teaching. I liked the idea of solving a problem that held people back. Based on my partner Matt Kursh’s observations in his father’s medical office, we set out to automate mundane but important office-management tasks. I am sure we did not call it Bottom-Up Research then as I would decades later, but in some ways we were anthropological, as we observed and listened to detect a strong need for automating the design and management of forms that were the front end of data collection in any office. We iterated (again, not knowing that years later that concept would be so central to this process), and we focused our Value Proposition on solving that strong and enduring unmet need. We provided a software system that empowered office workers to create their own beautiful forms on the newly launched Macintosh and then collect and manage data on electronic form equivalents.

I got a rush out of seeing our products in use in all sorts of offices and hearing customers rave about the efficiency impact they were driving. I had never known that something as mundane as office forms could be so exciting. At that point, in the mid-1980s, I didn’t know that entrepreneurship offered an exciting kind of work experience and life. I only knew that I liked it.

Throughout the rest of my career, in several other startups across a wide range of industries, I built on that first entrepreneurship experience. I was never the domain expert in any of them: not the tech-savvy programmer, not the food scientist, not the journalist. Instead, I was focused on the business side of the company, and with each startup, I gained more experience in this structured Entrepreneurial Process. Later, when I circled back to teach at Brown, I was able to see how elements of my own experience could inform a process that I could teach.
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Fast-forward sixteen years. In 2005, I got a phone call out of the blue from Barrett Hazeltine, a legendary Brown engineering professor whose courses were among the most popular in the entire university. The engineering department was looking to formalize the teaching of entrepreneurship, he told me, and it was looking for a successful entrepreneur with a range of business experience. He liked that I had entrepreneurship experience, had studied at Harvard Business School, and that I had also worked at an established company like Procter & Gamble. Would I be interested in returning to Brown to teach?

I had never taught anything. And what the heck did he mean by “teach entrepreneurship”? Was that even possible? To develop our products, my Clearview partners drew on their Brown computer science training and their obsession with Macintosh software, but to grow the business, we had relied on our best judgment and on raw liberal arts skills. Further, Brown still had no business school. In the university’s liberal arts environment, I would encounter students without even basic business training. Barrett explained that the university was responding to the fact that increasing numbers of Brown students were being drawn to the growing popularity of internet startups. It was looking for someone who could meet the needs of Brown students in ways that would integrate the teaching of entrepreneurship into its liberal arts–based curriculum. I’m not sure everyone in Brown’s leadership knew exactly what entrepreneurship was or how it would fit. Still, I liked the sound of what Barrett described. This was an opportunity to return to Brown and teach what I had experienced in my career in the same liberal arts environment I had so valued as a student.

I soon found that I had overestimated my Brown students’ familiarity with business fundamentals. Partway through my first semester teaching, when I asked my students to evaluate the financial status of a company depicted in a case study, a student named Scott Norton sheepishly raised his hand to ask “what’s an asset?” Of course there’s no reason why a college student would know a given business term, and I realized that if Scott— one of my best students (and someone who would later build a wildly successful company)—did not know what an asset was, then neither he nor any of his fellow students had any clue about accounting basics or about how to “keep score” in business. It felt like teaching advanced music composition to students who couldn’t read music.

It was then that something important dawned on me. The point of a liberal arts curriculum, as the former president of Harvard, Derek Bok, had put it, was, “to create a web of knowledge that will illumine problems and enlighten judgment on innumerable occasions in later life.” It was about critical thinking and problem-solving skills unrelated to a specific body of knowledge. Studying European intellectual history had taught me how to formulate important questions, to think critically, to seek and evaluate evidence from primary texts, to use research to develop rational answers, and to communicate persuasive arguments on paper and in a presentation—all fundamental skills that had been essential throughout my career, particularly in my startup roles.

And so I began to worry less about whether my students knew the difference between a debit and a credit. I would arm them with a fundamental skill that all Brown students—regardless of their primary focus of study— could master and apply in all sorts of professional contexts, throughout their lives after Brown. In short, not having a business school restricting what entrepreneurship was or who should learn it was an advantage. It gave me freedom to teach a more expansive approach to entrepreneurship to many more students whom traditional approaches had ignored.

As I distilled the fundamental traits that entrepreneurial startups in my career had in common, they all had a similar objective: to solve a problem. As I mention above, that first startup that I was part of and that we sold to Apple, Clearview Software, identified a data-collection and datamanagement problem that frustrated many office workers. Getaways, a startup travel magazine and internet startup company that I cofounded, sought to address the challenge that hundreds of bed-and-breakfasts faced to attract travelers to their properties. The focus of this particular liberal art—entrepreneurship—that I could teach at Brown, therefore, was a process for solving problems.

To avoid retelling only my own startup experiences, which may not have been replicable or even relevant, I looked for rigorous research and case studies to inform this process. The freedom I had to define and teach a more expansive approach to entrepreneurship also empowered me to draw from a much broader range of academic disciplines than exclusively from the business and technology examples that dominated entrepreneurship. With great pleasure, to highlight this broader potential impact of entrepreneurship, I included a case about the Aravind Eye Hospitals chain in India on my first syllabus. In addition, I created a formal alumni network of my former students and workshop participants, who would provide a continuous feedback loop and enable me to hone, refresh, and improve the process based on their entrepreneurial experiences. For these alumni, this real-time discussion keeps things current and allows them to continue to learn from me and from each other.

Over the subsequent fifteen years, I continued to refine that process as I have taught it to thousands of students at Brown and elsewhere around the world. This structured process involves three fundamental principles that all aspiring entrepreneurs can master and apply.

1. See: Find and Validate an Unmet Need: what is the problem you are looking to solve? This is the most critical part of this structured process and demands an unexpected investment of time and effort.

2. Solve: Develop a Value Proposition: through an iterative process, develop a small-scale solution to that problem.

3. Scale: Create a Sustainability Model: expand your solution to have big, long-term impact.

This structured process applies to a wide range of problems and results in a wide range of Value Propositions and Sustainability Models—not only conventional businesses. In short, as a methodology not an ideology, See, Solve, Scale has empowered my students to solve problems in contexts far beyond business, including research labs, peace-seeking nonprofits, and economic development initiatives of US embassies. Yes, this method has made a lot of people a lot of money, but for many more people, it is about something bigger. Many of these entrepreneurial solutions are “doing well by doing good” and have made the world a better place.

While traditional notions of entrepreneurship focus on business applications of technical inventions, this process has turned out to be useful to would-be problem solvers in a range of contexts. Traditional notions of entrepreneurship focus on business outcomes. This process considers a business model as only one of many Sustainability Models that empower you to solve a problem at a large-scale over the long term.

Just as learning the scientific method does not lead many of my liberal arts undergraduates to become scientists, and learning how to write does not lead many to become professional writers, these fundamental skills prove essential throughout their professional lives. Mastering the See, Solve, Scale Entrepreneurial Process does not necessarily lead my students to become entrepreneurs in the narrow business tech sense. Instead, it proves essential in their wide range of professional endeavors. Entrepreneurship is not just for business anymore.

The See, Solve, Scale problem-solving approach reflects and leverages my own liberal arts background; it draws on influences of the humanities, arts, sciences and social sciences; and it treats entrepreneurship as a liberal art of its own. While this book includes references to familiar entrepreneur heroes like Steve Jobs, you will also encounter insights from Einstein, Pasteur, St. Augustine, Maya Angelou, mathematician Ruth Noller, and James Baldwin. And you will hear an even more diverse set of inspirational voices that the process of writing this book has introduced me to, including sociologist Bertice Berry, botanist Robin Wall Kimmerer, and scholar of Chicana cultural theory, feminist theory, and queer theory Gloria Anzaldúa.


OEBPS/images/line.png





OEBPS/font/DejaVuSans.ttf


OEBPS/images/title.png
How Anyone Can Turn an Unsolved

Problem into a Breakthrough Success

PROFESSOR DANNY WARSHAY

X

PIATKUS





OEBPS/images/cover.jpg
How Anyone Can Turn an Unsolved

Problem into a Breakthrough Success

—See
Solve

Scale

DANNY WARSHAY

PROFESSOR OF ENTREPRENEURSHIP
AT BROWN UNIVERSITY






