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Introduction

If you’re reading this book, you’re likely a startup founder or a key team member 
charged with a critical mission: securing corporate clients, selling your product, and 
ensuring its successful implementation. You might also be responsible for forging 
partnerships with other companies to drive your business growth and enhance your 
startup’s market visibility.

If you’ve spent any time in business development, you’ve probably discovered that 
initiating cooperation with corporations is challenging. The difficulties emerge from the 
start, even with seemingly simple tasks like finding the right contact within an organization. 
Large corporations typically operate as complex, hierarchical structures with multiple 
layers of decision-makers and gatekeepers. Identifying the appropriate person can feel 
like navigating a maze.

Even after identifying the right contact, establishing that initial connection presents 
its own challenges. Corporations receive numerous inquiries, pitches, and partnership 
proposals daily, making it difficult to stand out in a crowded inbox or secure a return 
call. Moreover, the decision-making process within large organizations tends to be 
prolonged and involves multiple stakeholders, each with distinct priorities and concerns. 
What appears to be a straightforward decision from your perspective can evolve into 
extensive negotiations, requiring multiple meetings, presentations, and justifications 
before securing any commitment.

Success in corporate partnerships requires understanding these complexities and 
developing strategies to address them. This demands not only persistence and resil-
ience but also a strategic approach to communication, relationship building, and value 
proposition development. The better you understand a corporation’s internal dynamics 
and challenges, the more effectively you can tailor your pitch and position your startup 
as an ideal partner.

In this book, I will share valuable insights and practical tips to help you better 
understand corporate representatives’ expectations. This knowledge will prepare you 
for each stage of your collaboration with corporations and enable you to navigate the 
inevitable complexities that arise.

By understanding what motivates representatives like myself and the concerns 
we typically face, you’ll be better equipped to engage with corporations effectively. This 
book will guide you through each phase of the cooperation process, from initial outreach 
to negotiating terms and ensuring successful product implementation. Throughout each 
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stage, I will provide actionable strategies to help you align your approach with the cor-
porate mindset, anticipate potential challenges, and establish your startup as a valuable 
and trustworthy partner.

Who Am I?
You might wonder what qualifies me to guide you through the intricacies of working 
with corporate clients. Having spent over a decade in major corporations, I’ve had the 
unique opportunity to engage with startups across various stages of their development. 
My role has consistently involved identifying promising startups and establishing cooper-
ation through diverse approaches, from basic implementations to strategic partnerships.

As the Head of Startups at Microsoft Poland, my primary responsibility was iden-
tifying and initiating cooperation with the most promising startups, encouraging their 
participation in the “Microsoft for Startups” program. During this tenure, we launched 
numerous initiatives to help startups scale their businesses. These ranged from marketing 
and public relations activities to facilitating introductions with potential partners and 
venture capitalists, as well as developing joint projects. We actively supported startups 
in their outreach efforts and initial cooperation with potential customers, including 
major corporations.

Later in my career, I moved into a strategic role focused on identifying cutting-edge 
startup solutions for internal implementation. These solutions aimed to improve efficiency, 
optimize workflows, and enhance lead generation and sales while addressing various 
operational challenges. I also actively sought startups offering solutions to our clients’ 
specific challenges.

Throughout my decade of experience, I’ve evaluated over 1,000 startup pitches. 
While some were outstanding and led to lasting partnerships, others were so poorly 
executed that they immediately precluded any possibility of further discussion.

My extensive direct experience with startups has allowed me to witness or partici-
pate in numerous successful partnerships that evolved into long-term, mutually beneficial 
relationships between startups and corporations. I take pride in our remarkable joint 
achievements, which have positively impacted many people’s work and lives.

However, I’ve also encountered many unsuccessful attempts at cooperation where 
interactions ceased after the initial meeting due to critical mistakes by the startup. This 
book serves partly as feedback to those startups that made significant missteps during 
our discussions on various stages of cooperation. While I’ve changed the founders’ names 
and startup descriptions to maintain anonymity, some may recognize their situations and 
understand why our cooperation never materialized or ended prematurely.

I hope the insights I share, drawn from years of close collaboration with startups, 
will provide valuable guidance. This book compiles proven strategies and practical in-
sights for every stage of your discussions with potential corporate clients, supported by 
real-life examples from my startup meetings—highlighting both best practices to adopt 
and critical mistakes to avoid. My aim is to help you navigate the often challenging and 
complex process of collaborating with large corporations. This book will equip you with 
the knowledge needed to understand and implement best practices that can significantly 
improve your chances of success.
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For Whom Is This Book Intended?
While every startup founder will find valuable strategies in this book for approaching 
corporate clients, closing sales, and building enduring business relationships, I particularly 
dedicate it to first-time founders. Throughout these pages, you will learn from the expe-
riences of numerous startups through detailed case studies that illustrate both successful 
approaches and costly mistakes. As a corporate representative, I offer unique insights into 
what professionals like myself expect when startup founders present their products. This 
understanding will enable you to make compelling impressions on potential clients and 
successfully navigate the complexities of corporate collaboration.

What Will You Learn?
This book serves as your comprehensive guide to navigating the complex landscape 
of corporate partnerships. Through these pages, you’ll gain essential insights and strategies 
for building successful, long-term collaborations with large corporations.

The first part addresses common misconceptions startups hold about corpora-
tions—including the belief that corporations collaborate with startups merely to ap-
propriate their technology or impede their growth. This section distinguishes fact from 
fiction, offering a realistic perspective on the motivations driving corporate partnerships. 
You’ll discover various types of cooperation and partnerships available, helping you dif-
ferentiate between potential clients and partners while identifying those who truly align 
with your technology and vision.

The second part focuses on developing effective approaches to corporate clients 
through short-term, mid-term, and long-term strategies. You’ll learn immediate tactics 
for reaching potential clients, comprehensive strategies for securing valuable long-term 
customers, and methods for building a strong brand presence that naturally attracts 
corporate interest. Each approach provides tools for connecting with key corporate 
decision-makers and establishing meaningful relationships.

In the third part, we explore the critical first meeting with a corporate client. You’ll 
learn how to prepare thoroughly and create a compelling first impression that encour-
ages further cooperation. This section covers essential elements such as understanding 
corporate needs, aligning your pitch with strategic objectives, and managing meeting 
dynamics effectively. You’ll also gain insights into successful deal closure, converting initial 
interest into formal agreements.

The final part guides you through the implementation phase of your partnership. 
Here, you’ll learn about legal, technical, and security considerations typical in large cor-
porate collaborations. We’ll also examine how to leverage successful implementations 
as marketing tools, using your achievements within large corporations to attract new 
customers and strengthen your startup’s market position.

By the book’s conclusion, you’ll possess comprehensive knowledge of initiating, 
negotiating, and maintaining successful corporate partnerships, equipped to transform 
challenges into growth opportunities.



How to Read This Book?
To maximize the value from this book, I encourage you to engage with its content using 
the “Start—Stop—Continue” methodology. This structured approach to note-taking 
will help you transform insights into actionable strategies.

Begin by dividing your notes (whether digital or paper) into three sections.

Start: Record new and promising ideas that 
could benefit your business. These are strate-
gies or practices you should implement in your 
company.

Stop: Document behaviors or approaches that 
may be hampering your ability to attract corpo-
rate clients—particularly those you recognize 
from your own experience. These represent prac-
tices to eliminate from your strategy.

Continue: Note strategies you’ve already im-
plemented successfully or those still under eval-
uation. These are practices worth maintaining 
in your business approach.

This active engagement with the content will generate a customized action plan by the 
time you complete the book. Your notes will provide clear direction on which practices 
to implement, which to eliminate, and which to maintain, helping you integrate these 
insights effectively into your startup strategy.

The “Start—Stop—Continue” approach transcends passive learning—it’s an active 
exercise in strategic planning. As you progress through the book, consider how each 
concept applies to both your personal development as a reader and your role as a busi-
ness leader. This engagement helps you filter information in ways that are meaningful 
to your specific situation.

Upon completion, you’ll have developed a comprehensive, actionable roadmap 
tailored to your business needs. The methodology’s strength lies in its clarity, providing 
you with specific, targeted guidance for moving forward. Each section of your notes will 
help focus your efforts on implementing the most effective tools and strategies.

Now, let’s begin our exploration of the corporate world!

The “Start—Stop—Continue” 
Template

https://aibooks.pl/suppl_materials/1_The_Start_Stop_Continue_Template.pdf
https://aibooks.pl/suppl_materials/1_The_Start_Stop_Continue_Template.pdf
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Chapter 1

Are You Afraid  
of Big Corporations?

In 2018, I attended a major startup event that served as a focal point for the entire startup 
ecosystem. The venue was bustling with representatives from large corporations, inves-
tors, accelerators, legal and advisory firms, and industry experts across various sectors. 
And, of course, at the heart of it all were the startups themselves. The experience was 
genuinely energizing. I found myself immersed in conversations with innovative minds, 
each sharing unique ideas about changing the world and improving existing systems. 
This atmosphere of collective enthusiasm for shaping the future served as a catalyst for 
my own professional development and ideation.

What made these gatherings particularly valuable was their collaborative nature. 
Everyone freely exchanged experiences—discussing successes, failures, and emerging 
trends. Startups were there to showcase their innovations, eager to demonstrate how 
their solutions could enhance corporate efficiency and effectiveness.

During one session, I participated in a speed dating event between startups and 
corporations, with each conversation limited to 15 minutes. As I sat at my table awaiting 
the next presentation, a founder rushed in, apologizing for his tardiness, and scattered 
papers across the table. Noticing his breathlessness, I gave him a moment to collect 
himself while delivering my standard introduction about Microsoft’s startup support 
initiatives and programs—my well-practiced elevator pitch that I shared with startups 
during such events.

However, when his turn came, instead of presenting his solution, he produced 
a document and pen. It was a non-disclosure agreement (NDA). He explained that he 
had been cautioned about large companies appropriating ideas from smaller innovators 
like himself. His intention was to protect his intellectual property from potential theft 
by companies like Microsoft, ensuring he could pursue legal action and compensation 
if such a situation arose.

This was hardly an ideal way to initiate a conversation with a potential partner. 
I could only respond, “I’m sorry, but I can’t sign that document. At Microsoft, we have 
specific protocols for legal matters—only an authorized proxy can sign an NDA after 
our legal department’s approval.”

His silence spoke volumes; clearly, this wasn’t the response he had anticipated. 
Attempting to break the awkward silence, I inquired whether he had requested NDAs 
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