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UVC Vision: 
Make it easier for entrepreneurs to connect with 
resources who want to help them
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Accelerating  High Growth Startups by Propagating 
Best Practice Programs – Led by Entrepreneurs
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Vconnect: Online platform that connects 
entrepreneurs to high impact mentors
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UVC: Developing the startup ecosystem to support

1000 Startups in 2000 Days
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www.UVC.org



My context:  A Silicon Valley lens
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A continuum of outside equity investors

• 3F’s 

• Angels/Seed Capital

• Strategic/Corporate

• Venture Capital

• Buy-out/Private 
Equity

• Public market (IPO)
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Complexity

Deal 

Size



Martin Babinec presents “Upstate Perspective 

on Lessons from Silicon Valley”9

Upstate Venture Capital not in proportion with 
our region’s assets

12 Other Markets

$98B

Silicon Valley

$109B

California 

outside of SV

$32B
New England

$39B

NY Metro

$28B

Upstate NY

$1B

Venture Capital Investment 1999 to 2007

Source: PWC Moneytree 9

Colorado

$10B

Philadelphia

Metro

$9B



Who are the Upstate stars for commercialized  
research? 

Representative Sources:

• Zach Shulman, Cayuga Ventures, Ithaca

• Judy Albers, Excell Partners, Rochester

• Marnie LaVigne, Center for BioInformatics, Buffalo

• Nasir Ali, Seed Capital fund of Central NY, Syracuse

• Dick Frederick, RPI Incubator, Capital District

• Mike Totterman, CEO, iCardiac, Rochester

• Jim Senall, High Tech Rochester

• Tom Schryver, Triad Foundation, Ithaca

• Todd Tidgewell, Nixon Peabody, Capital District
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Lots of companies, where are the exits?



1st Threshold Question:  Are you seeking a lifestyle 
business or building a company with equity value?
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2nd Threshold Question: How much time am I 
ready to dedicate to building a company?
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Is my company on a path to qualify for outside 
equity investors?

© Andrew Toos. Used with permission.



Equity investors require high reward potential

• Very large and fast growing market

• Proprietary advantage

• Scaleability

• Team
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Four Principles Emerge From Upstate 
Commercialized Research Stars



1. Pursue early market feedback to drive strategy



Pre-Seed Workshop – www.PSW-NY.com
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Using market input to: 
narrow development focus, but as needed - pivot
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2. Proactive Development: 
Not just product, but relationships

• Customers

• Partners

• Funding sources

• Future team

• Mentors

• Support services
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Working multiple paths to find top mentors
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Common traps deter relationship development

“It’s going great”
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“I can’t tell you”



3. Learn to manage product development 
milestones
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4. Build the company, not just the product
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Getting capital ready is under your control

1. Pursue early market 
feedback

2. Proactive relationship 
development

3. Manage product 
development 
milestones

4. Build the company, not 
just the product

The reward is the journey



Martin Babinec presents “Upstate Perspective on Lessons from Silicon Valley”
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1000 Startups in 2000 Days – Join Us!

Martin Babinec

Upstate Venture Connect

Register at www.UVC.org

Martin@UVC.org

Tel: 315-823-2682

http://www.uvc.org/

