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CHAPTER 1

The startup lifecycle, rebooted for 2026

Chapter 1 The startup lifecycle, rebooted for 2026 Al is reshaping how startups are built.
Founders who’ve never written a line of code are shipping production applications today, and
the lean 10-person unicorn has gone from scrappy underdog story to deliberate plan of action.
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In 2026, Al can write production code, conduct market research, synthesize competitive
landscapes, draft investor materials, and automate operational workflows. By eradicating the
once-steep learning curves that even experienced technical founders faced in integrating the
tools, platforms, and systems needed to bring their idea to life, Al has above all leveled the
playing field around who can launch a startup or build a product.
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In 2026, a good idea gets founders further than ever. Agentic coding compresses what used to
take a team of engineers into work a founder can ship themselves.
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The traditional startup growth arc assumes that the path from idea to scale is validate — raise
— hire — build — raise again — grow — hire more — repeat.
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Now , Al has erased the expectation that each new phase in the startup lifecycle requires a
bigger team, a different skill set, and a fresh funding round.
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This playbook remaps the four core stages of the startup journey (Idea, MVP , Launch, and
Scale) according to these new realities. W e examine what each stage looks like when Al is core
to your technical and organizational development, what the right tools are for each phase, and

how founders using these tools are compressing timelines. If you're ready to map the shortest
path between idea and exit, read on.
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CHAPTER 2

What it means to be a founder is changing

Chapter 2 What it means to be a founder is changing Founders used to be defined by what they
could do: technical founders wrote code, non-technical founders ran business ops and closed
deals. But the models, systems, and Al agents available to founders in 2026 have dissolved the
wall between "people who can build" and "people with ideas worth building." AI-native
startups are fundamentally transforming what it means to be a founder. Now someone with no
engineering background can build production software that brings their idea to life, while a
technically adept founder with little business knowledge can easily produce a go-to-market
strategy , a financial model, and a highly polished pitch deck.
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Historically , founders spent the bulk of their time in execution mode: writing code, managing
people, handling day-to-day operational work. In an Al-native startup, the founder role
becomes much less individual contributor and much more orchestrator of agents—specialized
Al assistants that can read files, run commands, execute code, and even browse the web. The
founder's attention shifts up the stack toward the higher-order work: generating ideas and
directing the systems (Al agents, tools, and whatever small team exists) that carry those ideas
out.
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The most revolutionary result of Al as central infrastructure, though, is to unblock non-
technical founders with subject matter expertise. When the founding pool expands beyond
people with engineering backgrounds, you get startups built by people with radically different
lived experiences, solving real problems that the traditional tech-founder pipeline never
prioritized (or perhaps even noticed).
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Al tool capabilities for lean startups The traditional startup model assumed you needed to hire
engineers to build, salespeople to sell, and ops people to run the business. Headcount was
treated as a sign of organizational momentum and product maturity.
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Early-stage startups in 2026 are radically different. They’re extremely lean by design, often just
the founder alone or a team with a few others. By centering both technical and organizational
development on Al as infrastructure, they can reach product validation, early revenue, or even
profitability before scaling the team. There are three areas in particular where AI helps a
startup function like a much larger org: research, agentic coding, and automating workflows
for key business operations.
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Conversational intelligence and research Think: on-call expert for every domain Consider
everything a founder needs to know in the first year that they almost certainly don't know
going in: how do I set up payroll? How do I plan product development sprints? How do I draft
a tight investor memo?
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Early-stage startup questions like these all used to have the same answer, which was Find
someone who knows. For a bootstrapped or pre-seed founder, this could consume time spent
knowledge-gathering instead of building, or possibly requiring burning a chunk of early capital
on a consultant. Now, they have Al as an on-call expert across every conceivable domain.
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« Deep research: competitive analysis, market sizing, financial modeling

c REERTIL: SEeortirs iplseqh e, I 55 st

« Document drafting: pitch decks, case studies, investor memos, PRDs

o SCRPEE: FEURSCRR. RO, BiE ST TR



« Strategic thinking partner: devil's advocate analysis, pre-mortems, scenario planning, roadmap
optimization

o GG EAECRE: BERAE AT SR BRI, BRI
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CHAPTER 2

What it means to be a founder is changing

Agentic coding Think: the engineer who's always available, never blocked Building software
used to require a technical co-founder , a contract dev shop, or a long enough runway to hire an
engineering team before you'd written a line of production code.
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Agentic coding tools now allow every aspiring founder to describe what they want to build in
plain language and direct Al to generate, test, debug, and refactor a production-grade codebase
at the speed and scale of a full engineering team.
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The timeline from “I have an idea” to “I have a product” has compressed. And the founder’s
role now centers on what to build and why, while AI handles the actual construction of real
infrastructure that’s ready for real users.
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Workflow automation Think: on-demand, automated ops team Even when a founder can
research like a consultant and build like an engineering team, there's still a whole category of
work beyond strategic planning or product development that still has to get done. Scheduling,
updating the CRM, pulling weekly reports, keeping documentation current, publishing content,
tracking compliance requirements, managing the connective tissue between the tools and
systems the company runs on all have to happen, too. In a lean startup, this load falls mainly
on the founder—and it’ s a significant tax on the time and attention that should be going
toward higher-order decisions.

TAEmE e 8% %5 A3z E HB . BMERIAGE ARG — R 70, (& AR A —HEA
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W orkflow automation with Al tools offloads that tax. Recurring operational tasks can be
configured to happen automatically so that the CRM updates when a deal moves, a weekly
report compiles itself, and product documentation gets updated in sync with product changes.
And, crucially, Claude Cowork integrates with the interconnected systems a startup runs on—
your project management tool, your communication stack, your data sources—without needing
someone to build and maintain those integrations. In Day Zero startups, that someone is
almost always the founder.

Bl AL THRE TAER A ML T X —0dH. EE M@ EES TECE N A ST, flnse St 5
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Timing and orchestration are everything Founders that effectively harnesses AI’ s research,
automation, and agentic coding capabilities can build a startup that operates with far more
leverage than its headcount suggests. They also get to dedicate the majority of their time and
bandwidth to the work that actually matters.

LS B R E S ARA ALREFTE. B SR REE g aE DR A, REHE R B EIL
PPz B3 T B s AR 23 W o Al AT I BERS R I TE) A 450 N B L IE T 2P0 T A v o

This work doesn’t happen on autopilot; the founder orchestrating these Al tools needs to know
how (and when) to apply them. The rest of this playbook is dedicated to exploring the goals and
challenges founders will encounter as they follow the Al-native startup path, and how to
effectively apply Al tools at each stage of the journey.
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CHAPTER 3

Idea Stage

Chapter 3 Idea Stage Every startup founder starts from the same place: a problem they can't
stop thinking about. This is the startup phase where idea meets reality: startup success in 2026
requires the discipline of not building until the evidence justifies it.

(5535 48 0 Bel SEOLADEI 28 R AI4E N AR M R — N RTTEG: —Mbfb A 1Toiks B B . X2
RS BLSERIAITH B 2026 4ERIHIQ 24 RS ZOR R — P2, AITEIESR 2 LAIE I H & P 2
ARTHE.

The work in this stage is research, customer discovery, competitive analysis, and honest
evaluation of disconfirming evidence, all before asking Claude Code to generate your first line
of production code.

"The work in this stage is research, customer discovery, competitive analysis, and honest evaluation of

disconfirming evidence, all before asking Claude Code to generate your first line of production code." -> "ZSffy
B AL B BT 554k B SR S B 455006 55 Claude Coe
éE}&’kag%—??éEfj{ﬁﬁgJZﬁﬁ% v R "

Idea stage goal While in the Idea stage, the founder’s main goal is research-oriented validation:

B B H AR FEMERT BL, BIA 03228 B PSR AT 9T 5 1 Y B L -

assembling solid evidence that a real problem exists (and that your proposed solution
effectively addresses it) before committing resources to building.

"assembling solid evidence that a real problem exists (and that your proposed solution effectively addresses it)
before committing resoutces to building." -> "YEF N & T B2 7, WO EE AW IE R IE BH B 52 |0 A AE
(H ARSI A T RBEARRE) o "

Practically speaking, the Idea stage is a series of questions a founder has to answer in roughly
this order:

by b A4 RRB B — R QIR A ZBHE I ER I N [l 25 S i 7

« Is this problem real, specific, and frequent enough to build around?

* XAFERBRSE. B HRGIHE, B EE?



» Who exactly has it, and is that a market?
c AERWIAE, XEOHE 12

« Is anyone else solving it, and if so, how and how well?

s R NIETEMRE . WA, A T g o DL il o534 2 4 2

» What would a solution actually need to do in order to solve this problem, and does my idea do that?

© fRORTT S bR LR A R A IR, SRR RE MR g ?

The results of these inquiries add up to answer a single, ultimate question: Is this worth
building?

R E R LERIDEER, SIEEE AR ZAR R X EAR R ?

That means getting specific before you get moving. "People struggle with expense reporting" is
an observation. "Finance managers at mid-market companies spend four-plus hours a week
reconciling submissions because their current tools don't integrate with their accounting
software" is a testable hypothesis.
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Idea stage exit criteria The Idea stage exit condition is finding problem-solution fit. Y ou’ve
established qualitative evidence, primarily from real human conversations, that you're solving
a real problem for real people before you start building the thing that solves it.

14 KB BB i pn e F SR B AR i AR AR B R - P TT SRICHC . 7ETT AR A T A DR I L) 7 i 2
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Y ou're ready to leave the Idea stage when you can answer yes to all three of the following:

BORREAS X LU ZAN &, A i B PR B T

1. Is the problem real and specific? Answering in the affirmative here requires that you can
name exactly who experiences this problem, how often they encounter it, how severely it affects
them, and what they currently do about it.
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2. Does your solution address the actual problem? Not the problem you originally assumed, but
the one the validation process revealed. Sometimes these are the same thing, but not always.

2. URAN R DR TT SR AR DR 1 SEBR IR AR SR AR i, TR B e R 7 Y TR A7 I A
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3. Do you have enough signal to justify building? Y ou will never have certainty at this stage,
and waiting for it is its own failure mode, but you need enough qualitative evidence that
committing to an MVP is a reasoned decision over an act of faith.

3ARREA RGN SORIEII R G B FEHB Bk im A A e, T4 Reafi e T4 B i
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Idea stage challenges The Idea stage is where the most important work of your startup journey
happens, because it’ s where the most consequential mistakes are made: getting something
wrong now can quickly run your budding venture right off the rails.

14 BB Bt A4 R BoR AR D 1) 2 R IRAR H e B TAR R AR AL, RO B A U T i R ™
SR BUESL T A SE DR 2 s R B A0 1) Aoll i B o

The majority of ideation phase challenges involve moving faster than your understanding
justifies, though, so founders who proceed with thoughtfulness and deliberation will
experience steady progress.

SR, 4 R BEEA R 2 A RS IS I B A7 Bl ok BE R B AR i SR AR BE BTG IR 28 DL i FEN R S s r e
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Idea Stage

Mistaking building for validating The challenge: When technical blockers are lifted, an
impassioned founder risks skipping the most important work in the startup journey: validating
that their idea is genuinely a solution that people need and will use.

DR AR IR IE Bh: HBOR BRI RRE . TR A A 4e AT e & Bhid 416 2 R e
2 BRI T AR T2 5 S ATV B & 8 A A R R T 5%

Even before the current era of agentic coding, 42% of startups failed because they built
something nobody wanted. Now, though, agentic coding solutions like Claude Code have
drastically collapsed the distance between "I have an idea" and "I have a product” and that
failure rate is only going to climb.

BV A 24 AR TR (R 2 L 429 FOBIEI/A FDRBE UL T T AAEBEROP BT 1014, 1%
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While there’s never been a better time to be a founder with a synapse-shakingly good idea, the
rapidity and ease of spinning up a prototype that looks something like a product also,
counterintuitively , presents a genuinely dangerous existential risk for the Al-native startup.

BN TG & NERIRA LR BIIE AR, KBV R I B, (EPRde HLRAA A 3 Y 200
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Until very recently, building required real dev time and budget, and getting even a basic
prototype together typically took months. Now that the hurdle of technical development is
largely gone, though, AT makes it all too easy for a founder to jump straight into building
without validating its utility in the real world.

BLEIRIT, MR SRIT R AP, @A AR R T B A . s, R
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Reaching problem-solution fit requires first validating your hypothesis then building, but many
first-time (and even experienced) founders mistakenly believe that Al short-circuits that
requirement, turning the flow into have an idea -> immediately build a prototype -> treat the
existence of the prototype as validation. The prototype becomes a reason to believe the
hypothesis was right all along, without ever testing whether it’s actually true.

IBFN R - P75 S DE R 7 B AR P, (HIF 2 H Ik (HRERARHNN) QIR AFIRIIA N
ALFERE T IX— 30K, KRtfefe s h: A — A > SEE A > K R R A E L RS . R
TG —EIEFNE L, AR S E IR

A working prototype is easy to mistake as concrete evidence that you're solving a real problem,
but it’s not. Y our prototype instead serves as a useful pressure- testing prop for conversations
with potential users. These conversations themselves are the real evidence.

— AT TARRY SR B 2 R A R A RS R R AAIE S, (H e SR ARt . R SR ST AT AR
ST P XA AT R R 7 GE B X ERTE AR B 7 2 L IERIEE o

Premature scaling The challenge: When building is effortless and instant, you can scale
execution far ahead of what business demands.

ARG Pl MR EEART effordess HENIFIT, RATHITY 5 1 AT AE 2 e 1 .55 75K o

Scaling prematurely means committing to a product path before you've genuinely validated
that the path is worth committing to.

o B IK RARE TR R AR BRI BR EARNZHT, BURT T — 57 ik .

This has always been a startup killer, but AT has made it dramatically easier for founders to fall
into the premature scaling trap without noticing. Agentic coding assistants are so powerful that
it’ s easy to scale execution far ahead of validating problem-solution fit without ever
consciously deciding to stray off course.

R IEAREHI I R R T, (HATEQIR NEASTEANZ SR F AL B kA fEE. A
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It will generate, test, debug, and refactor a codebase around a fundamentally flawed premise
with exactly the same enthusiasm it brings to a great idea. The intelligence in the system is
yours. The prime directive at this stage is keeping your sense-making ahead of your building,
especially when building is so quick and feels so effortless.
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Loss of objectivity The challenge: Ask an Al tool for evidence supporting what you already
believe, and it will find it. Confirmation bias now comes with a research engine.

L REFZMNE PR 1 AL THW P SCRHRE A FESHIEE ., EXEREE . BMmIRIAER 17—
G

Confirmation bias has always been an occupational hazard in startups:

BN 15— B2 A BI 28w A Bl U -

founders are, by nature, passionate about their ideas. Now, Al tools have given confirmation
bias a significant powerup. Ask Al to validate your startup idea and it will find supporting
evidence; ask it to size your potential market and it will find the number that makes your T AM
look fundable.

QG NRAXT A QAT . DUE, AL TRIEFIME R 7 R, 1k ALIEREIPIE) 28
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AT follows your direction, which means a founder who isn't asking hard questions can now
construct an elaborate, well-researched-looking case for a bad idea faster than ever before,
while feeling fully confident that they are, in fact, performing due diligence. The antidote is the
same tool, only pointed in the opposite direction: AI will pressure-test an idea just as
thoroughly as it validates one.

ALEREEVRIYTT 1], X EIRE — AR R RS B4 N, BUAE B LA AT ] B g A1 A B8 PRt by it — A
Rl AL PRI EEZR], R 5E42 A EmINN A S b LIEERIT RINEAE . 2R
[f]—A TR, JURSR AT s ALBSIE— M ERERIBIIRREEE . [ Ao RE X AR 2 A T e st

When research and structured adversarial thinking surface evidence that your idea needs
revision, this the signal to pivot.

AP GAG AL EN P B L IR ARVE 5 BT BIESR I . RS 1 55
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How Claude can help Idea stage founders Progressing your Al-native startup concept through
the Idea stage can feel like it takes forever . Y ou are a founder and you just want to build. But
this all-important kickoff phase is fundamentally a research and validation exercise, which
means reaching for the tools that help you think more rigorously before going all in on writing
code. Here are ways to use Claude across its product surfaces (Chat, Claude Cowork, and
Claude Code) for moving through the Idea stage as quickly as possible while doing proper due
diligence.

2. Claude Ufaf 1) 1KY BEQIR N A5 ek AT SRART0) A T GHESESI IR B, T A 2R SERET IS
Ko IRR—HOIAA, FUBTFRGRIEE. (RIS 6B RS BRI 1R — TSRS, X
REVRA 4 BN RIS, eSS W B ™ B4 0 T o LU FRA Claude 737
ST (Chat, Claude Cowork Al Claude Code) R, BIETAEREIE X RIBIAAIRI , KT febe
HST 3 0 R B

Chat, Claude Cowork, or Claude Code:
Chat, Claude Cowork g Claude Code:

choosing the right Claude surface

IR IEHERY Claude RE

Al makes it easier for startup founders to ship faster, automate tedious workflows, and operate
at scale, but the surface you use matters. Here’ s when to use Chat, Claude Cowork, or Claude
Code depending on the task at hand.

ALERIAI 2 R 106G NRE B PR AAT P= s B B BB TAER I e E s, Bl R 2 R E
B AR RT3 AT 55 3 B B ] Chat. Claude Cowork 8% Claude Code,

Chat is for quick exchanges without leaving the app you're already in. Use it for the constant
small tasks of running a company: pulling the one-sentence takeaway from a dense investor
memo, sanity-checking a claim before a board meeting, or making sense of a long Slack thread
with your team.

Chat 38 H] FYEA BT 24 B B B 00 T AT R il . T8 Rl E RS AMESS . BRI B
FDR PR AE R EEHES VAT LK. S5 HARELITRAY Slack £672.



Claude Cowork is for the knowledge work that actually takes time: pulling from many sources,
making sense of it, and producing something finished, like a doc, deck, or spreadsheet. Think
turning a folder of customer call transcripts into a themed findings doc for your next product
review , building a competitive landscape from a dozen vendor sites before a fundraise, or a
standing Monday-morning task that pulls metrics from your connected tools and drops a
weekly KPI brief into a shared folder.

Claude Cowork 1 F F HIE 7R 2 AR TAE: WEARIERIUEE . A BAFIEP s . a5

P R SRR B T A% o (A 5 I R S SR AR D R U™ PP R Y AU LSO FERR

BT A dozen AR R W iiAG HE TEAR R, BB T4 8 — LRI [ RE AR 55 . AR TR PSR BUR IR K 47
Ji KPR RIS

Claude Code is the agentic coding environment for the engineers on your team: direct codebase
access, Plan Mode, git integration, and local, IDE, or sandboxed cloud environments. It's where
a lean team ships features across a growing codebase, migrates legacy code from the MVP days,
and moves from prototype to production without waiting on more headcount.

Claude Code J& P A TARITHARBE g Rt : EHEYT ARG Plan #8350, oit 2%, LIRAHE. IDE &
DRI ERAE B AER P R B LA IIRE . A MVP GRS 15 B A FFAEAR G
2 NFHIEOL T R AL 8 2 A 7 A 7 o

If the task is... Reach for Why A question, a rewrite, a quick brainstorm Chat Fast,
conversational, no setup Research, analysis, or a finished document built from your files and
systems Claude Cowork Folder access, connectors, skills, scheduled runs Writing, testing, or
shipping software Claude Code Codebase access, diffs, git, dev environments

3RS - T EAEA] R U5 PR XA Chat PRad. XHEX. TofFBCE #F5E. . 3
BRSO R S 58 8 SR Claude Cowork STPFJeifiily g HifE. RIS @5, W
B LA A Claude Code REGFEYTIH] ZE 5 gits JFRIPE

The three share the same Claude underneath; what changes is the workspace around it.

KEAERREAY Claude; A5 {L AR ST Miworkspace.

Defining and pressure-testing the problem hypothesis Y our own domain expertise and up-
front research have already generated a hypothesis. The first job is to sharpen it until it's
actually testable. Claude is particularly useful here for forcing specificity: who exactly has this
problem, how often, how severely , and what do they currently do about it? A problem
statement that can't answer those questions precisely isn't ready to validate.

4. 5 SCRN I st (U Bese ¢ E S SUs & AR R BT RT S A i 17— M. BTS2 H
FTEE 2= S2hy AT PR RE B . Claude FERLAFRIAH . FOVERBBMERMAAL : TG,
RNy, FEEARFEANAT, LURARATTH AR T A AN TE IR 1 1 X L ) AR e AR A
BEATIRIE o



« Exercise: W ork with Claude to sharpen your problem statement until it's a testable hypothesis. For
example, "Contract review takes too long" is not meaningfully testable. But "In-house legal teams at
mid-market companies spend 3+ days per contract review cycle because redlines are managed across
email threads rather than a single version-controlled document” is very testable.

* %52]: 5ClaudeMEST BRI MIEIFRIR . H 2O TR RS, fln, “&F HAFeR S K IR AR
SCATIRR o B H 2R 2 W) PA 3 55 AT BA PR L AR AE R R 2 R i B — AR SO P B, SN R
A SR HIAE B 3K L bW mT

Y our next move is to ask Claude to argue against your idea, and to find disconfirming evidence
that refutes your hypothesis. This can surface negative market signals, failed competitors,
customer behavior patterns, and structural obstacles that a supportive synthesis would have
quietly deprioritized.

BH T — i Clande SRR . JFSHHREE BRI I X REIS/R AT 515 5 RN SE 4
X B AT AR LR SR LA T RE S T AR AL e R R 45 AR TR e o
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The goal is to arrive at customer discovery having already stress-tested your assumptions
against the strongest available counterarguments so that informational user interviews are
genuinely open-ended rather than a search for confirmation.

Hbriira % B, CREcmAa iyl BRI BRBcHEAT 7 ik, TR 5 S A 7 1%
FAETFRL, T4 AHIA

Note: Using Claude as structured devil’s advocate is a core use case at every stage of the Al
startup life cycle.

TERG: K Claude FEOSZMMLIIE RAF N, S ALRIEI 2> 5] A i i 84 By BLERAZ O 491 o

Market research and mapping the competitive landscape Sizing up your competitors There's a
startup-specific phenomenon called competitor neglect: the tendency to focus so intensely on
your own vision and execution that you systematically underweight what others are doing in
the same space. Fortunately , Al offers the antidote: ask Claude to make the most compelling
argument for why a competitor in this solution space would succeed while you do not.

5. AW SE I 55 S S5y PPAS ORI ZE 0 T A7 — MR E IR A) A RIBLRFR D FE 4 B AL e Fant
SRZNHISCTENR B CRESRIIT . LR T RGEVEHARAS R — S A N ERT . Sz, AL R
TR ik Claude $EH—MRATIHNE R, RN A X AR TT ZESURA 55X T2 2. T
TRE R

Claude can analyze why their approach is actually better, why customers would choose them,
why your potential differentiators may not be as defensible as you think.

Claude "] AT A Al AT I 77 28 52 m B BERF S Dl = s Bt 1 DAl AR A 198 A A 22 Al 35 T i
IR A AR R AT A o

« Exercise: Ask Claude to map your competitive landscape by tier: direct competitors, indirect
competitors, potential acquirers, and adjacent players who could move into your space. Then ask it to
argue for why each tier poses a genuine threat to your success, not just the version of the threat that's
easiest to dismiss.

* %52 ik Claude HZ HMUMRITEFHE IR : BLESEFXT T EHESEF0 T TENIETT . UL RES
MNRGUSHIAR RS 5 o SRIGLEEIRIE A A B ORI BIAA B IE B 1AM A A AR £
7 5 5 1B BB AS o



Market research Claude Code can synthesize publicly available customer feedback to surface
recurring complaints and unmet needs. Bonus: doing this is essentially free qualitative
research on your competitors' customers.

6. iR 5 Claude Code W LAZRA 23 TF AT %P Stk LAFEBA recurring complaints I LAY 7K o
WOMEFAL : XAEAECA L2t 38 40 -2 77 BEA T A 92 % e VERIT I

« Exercise: Direct Claude Cowork to synthesize competitor reviews across your key sources and identify
the top complaints that existing solutions haven't resolved. If your hypothesis addresses one or more of
them, that's strong evidence of problem-solution fit. If it doesn't, that's worth knowing too.

* %5.2): HE##ik Claude Cowork ZEE SRR IR FEF RS FAFIE . FF IR BUAT AR DR T7 58 I R gk e o) 228
complaints, HIRVRAMERBMRDE T — A B A RS, AR IR - k77 DT ECHY A JTIEd e . An SR BC#
P, XHERFRBE.

Claude Cowork can also extract relevant information and figures from dense industry reports,
analyst filings, and market research documents; next, these clean, synthesized inputs become
ideal context for Claude’ s analysis work.

Claude Cowork i A] LA SR EIATAVAR T 734 Ui B SR AN T 3 58 SCHF R SR IO S5 B AL 7 T
K, XEETH AR Claude S TAERFAR B F3C

« Exercise: Build T AM/S AM/SOM models from publicly available data and pressure-test the
assumptions behind them. Identify whether the market is expanding, consolidating, or mature; this
context influences how you think about timing and differentiation. Map the buyer landscape: who
holds budget, who influences decisions, and whether those are the same person.

* 45> BT AITEEME TAM/SAM/SOM R IE A R iR B ATy k. et
B e BRSO MR INAT BB AU ZE A . W KSR R R A TR, R, DX e A
S| i

Trend analysis Finally , use Claude to listen for early indicators that tell you whether you're
entering at the right moment. Track subreddits and LinkedIn groups where conversations
about your problem are already happening and the exact language users reach for when
describing their issues. Ask Claude to identify analogous markets where a similar problem was
solved, and extract what worked and what didn't. Surface regulatory , technological, or
demographic trends that could accelerate or threaten the opportunity.

B e, FIA Claude {5l RIS, DOAWT /R2E N ISR B IR 18 BIRLESC T IR FT e il
FRRH A 2% A2 BB LinkedIn B2, DLR P AEfiad 1) AU A B D35 5 o #11] Claude 57
RS, H 2R R O, FER R RL. MRS . fa7m vl REDIE BBZ L2 1
B PR TES



« Exercise: Ask Claude to identify three external trends—regulatory , technological, or demographic—
that could significantly affect your market in the next two years, and to assess whether each one is a
tailwind or a headwind for your specific hypothesis.

* %5.2): i Claude R ZAMIMREH—IE . BRSO ——X 2 ST GEAEARSR PIAEN B2 R i
AT, PP SR MURGE RS R, e s BB st o

Note: The market research and competitive mapping work in this section isn't a one-time
exercise. Y ou are going to continue making discoveries and evolving your thinking through the
MVP and Launch stages, so it’s important to repeat these exercises whenever your hypothesis
evolves.

TERE: A BT SR SE S WU TAEAE — R 25 2] o R 7E MVP 1A B Bedk St R B
LR YE, P R BB, B X LR ) JE R

Plan and design customer discovery The quality of what you learn by talking to potential users
for your product is determined by (1) the quality of the questions you ask and (2) whether you
are posing these to the right people. Claude is particularly helpful for conducting customer
discovery, including who to talk to, what to ask, and how to make sense of what you hear.

THIABET R P LB il SRR P SRR TR, T (D) ARER IR, PUR () 7R
A IEFR AR . Claude fE% R BT TR AHBY, BAEEHERZ R W4, DURAN o BR fgR B
W 21 R A 2%



<0riginal PDF Page 13)

CHAPTER 3

Idea Stage

Who to talk to A precise target profile is infinitely more valuable than a long contact list,
including specific job titles, company types, team structures, and seniority levels most likely to
experience the problem acutely . From there, identify where those people are actually reachable
—the communities, events, LinkedIn groups, and Slack workspaces where they congregate—
and build a prioritization framework for who to reach out to first based on how close they are
to the problem.

Bk KR BARmR LR RV R AL A HHE A5 AT REIR DA% IR AU AR R
fiis AFIRAL. PBIBAGEAGE TiKFo TERCELRY b, X e A SEBR T i B A b 77— AT TSR A A A
X &3, Linkedln FELHFN Slack TAEX——IF @2 —MESEHEFHESE . MR A1 5 IR0 ARG B A B B
SE 1 JeR R

What to ask With your targets defined, use Claude to build the interview framework itself:
W4 AEEPREE S, FIH Clande DT RHEZEA L -

the right questions, in the right order, structured to surface what people actually do rather than
what they think they would do. A rookie founder mistake is asking a generic, open-ended
question about the future ("would you use something like this?") instead of specifically
querying the relevant past ( "tell me about the last time you dealt with this problem. ")

P IERI O, HAEBRRINE , ARt m NATSEbRrEfttt 4 mArmA A b &t 4. 3 Fel
BN LB BRI 1 0 56 T AR B T GRR . ORI R ARG > ™) T A2 BRI I AH
Kk CHEFERERIREBXA R 2. 7)

Claude can flag where your draft questions are leading the respondent, too broad, or otherwise
likely to generate noise instead of signal. Claude can also help you in designing follow-up
questions to probe deflections or drill down on vague answers to important questions.

Claude JRRERMC IR FEAR MBS 2 V5% & Tz, SR AME MRS 5. Claude iffE
ARBETH S, DL B N 24 2 ) AR 1 2%

If your hypothesis involves more than one persona, Claude can also design different question
sets for each. A finance manager and a CFO have different relationships to the same problem,
and a single interview framework will flatten that distinction.

R AR BB R A H P mfg . Claude IREE R BN IERBETHAS WY PRI . W4 55 2230 CFO X R —
BRI R L B — AT R AEZR S PP P X 1 o



« Exercise: Draft your interview questions by hand first, ask Claude to audit them. Ask it specifically to
flag any question that is leading, future-facing, too broad, or likely to produce a socially desirable
answer rather than an honest one. Then ask it to suggest a follow-up probe for the two or three
moments in the interview most likely to generate deflection.

45> SR EIRIERK I, )51k Claude FREEAT. BAARTEEIRCEM S YRR, T AR,
Tz, B AR A A R AR A R . HEE L T E R P R T RE A [ 5 S
F 7 = A I 2 SR BB ] o

Post-interview analysis After each conversation, use Claude to debrief: feed it your notes and
ask it to identify what confirmed your hypothesis, what challenged it, and what was genuinely
surprising. Once you’ve gathered a batch of interviews, run your full set of interview notes
through Claude Cowork to surface recurring themes, contradictions, and the strongest signals
in both directions. Then take that synthesized output back to Claude and ask it to flag where
your own read of the data might be pattern-matching to what you want to hear rather than
what's actually there.

ViRIE s FUOHiR)E ., R Clande JEAT7E % KRR ZEICH NI, i B PREE P ZIESE T K
PR WREePkiR 7E . DIRRS EIEA AT . — BRI —Htrikids, BEEVIREILEDT
Claude Cowork 4bH, DI3E 7~ recurring themes ( recurring themes) 77 )& LSz IE = 95 75 T B Fe i A= 5o
WIFKzsa el Claude, JFRIEFMCHR B CAIECR I3 AT BEAEAT AL AR UL R R T IR AT
BN, MAESEPREERI N

« Exercise: After every five interviews, direct Claude Cowork to synthesize your notes and produce two
lists: the evidence that supports your hypothesis, and the evidence that challenges it. If the first list is
significantly longer than the second, ask Claude whether that asymmetry reflects what's actually in the
data—or what you were hoping to find.

*52): BRIV, fiiR Claude Cowork ZEGRIYEITIFA P AT B SCREIRIRBAIIESE . DLJ
PR BB IE SR . AR — i R T4 =, 18 Claude JAIBIX AP A I FRIE Sl i A B4 v ) 52
Brf oL, ERRA B BRI DL

Customer outreach and scheduling Use Claude Cowork to automate the operational lift around
building a contact list, running outreach, and scheduling user interviews.

ik S5HEN: FIA Claude Cowork F BlfLHISEHEE L HR R A4 B HEA TR Z2HEH = U k11878 L
=

Claude Cowork can use the target profile you defined with Claude (including job titles,
company types, and seniority levels) to research and compile a structured list of prospects and
verified contact information. It then drafts personalized outreach emails at scale, tailoring each
one to the individual's role and context.

Claude Cowork 7 LR Al 5] Claude 5 S HARRZ (GIRIRLLAT . AFRMABGOKT) KR
G BRI A P DU DIRE R R (5 e BR B RBLBGRBEAME LSNP, FEAR
R 1 G RS B 752



As responses come in, it connects to Gmail and Google Calendar via MCP to manage the
thread, handle scheduling requests, and get interviews on the calendar . The workflow
continues as Claude Cowork generates follow-up drafts on a defined cadence (a day-seven
follow-up for contacts who haven't responded, for instance) and updates your tracking sheet as
each step completes so you always know where every prospect stands in the pipeline.

WA S Rk, Bl MCP ##; Gmail fl Google Calendar RAFE N LA AL HARZHHE K
IR ZHER H b e TARRAERSEETT, Claude Cowork L Ty 22 AL R IE AR (Flan. XK
SRR NIATH 7 RIRPE) | I — 050 SR R IR Rk, DU AL T iR A 7R P A
BIET RS

« Exercise: Give Claude Cowork your validated interview target profile and ask it to build a prospect list,
draft a personalized outreach sequence, and set up a tracking sheet with columns for outreach status,
follow-up cadence, and interview completion. Then let it run the coordination while you focus on
preparing for the conversations themselves.

* %52 [A] Claude Cowork 42t CIRIE M I HARKEZE . ZOREMETRER FoI1%. REAEAMNK
H, I EAE NIRRT ZRE IR S R LS IR ER R . RE BB TR LA, MLt
THERXEA L o
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Design your final solution concept Y ou've done the validation work: the problem is real, you
know who has it, and you have a solution concept that the evidence supports. Use Claude to
develop and challenge your solution concept from every angle: What are the gaps? What
alternatives exist? What would have to be true for this solution to work at scale ?

BRI RTT WS IR T e TAE: B SEAFTE, (RANEEA XA R, JEHA
AT UL SRR BT M . (A Claude AN BETT R AR I M BT s A7 FEmR L 22
PP AWRLERRTT S EATLMRTT KBS, WA R A A S

This is an important reality checkpoint: does this design actually address the problem the
validation process revealed, and not the problem you originally assumed going in?

XA HEA I N RO R B E IR T I IEE R E s A R, T B R A R B Y ]
e

« Exercise: Present your solution concept to Claude and ask it to identify the three assumptions your
design depends on most heavily. Then ask what would have to be true for each assumption to hold, and
what the consequences are if any one of them doesn't.

* %52): [ Claude J&7RRIIFETT SMEE . IFEERAMIRIBEH R ARBI =AMBse. BB AR
JAL T BT A4 LRI AR — MR RSL S A AR R

Build a lightweight prototype with Claude Code Now for the fun part: with a validated
hypothesis and a stress-tested solution concept, you're finally ready to build something.

@Fﬁ Claude Code ¥yt AR : BUER] AR . A T L Wik BB Zead I 7 A g ok
RS, IRE TSI AEIERA T

This is the moment in the Idea stage where Claude Code enters the picture. Even if you've been
tinkering all along, now is the point where you generate your official lightweight prototype: the
minimum surface area needed to put your idea in front of a real human and get a genuine
reaction.

XL M Ber Claude Code fp NI Z] o Bk —B7E tinkering, BUYEHL AR RARE B 77T B EHUR
ZﬂE{’\J Tl XK UR IS RO S8 NS F ARG FL 5L SO P 5 R e /N FE T AR o



Y ou're not building a real-world product (yet); you're constructing a functional sample of your
idea to use in customer and investor conversations. Real users reacting to something they can
actually touch will tell you things that a dozen problem-solution discovery interviews couldn't.
Before, you were establishing that the problem you’re solving is real; now, you are asking
potential users to engage with the proposed solution.

IR (A FEMEBLSE R g™ i (RRAEM I RABVER DI RETEREAS, TR P A & xhE. H
SEFH PO T BRI SO, SRR dozen YR IAIE - TR T S R BV IR TCVE SRR G o LR, IR
SEAERASL AR IEAEAR DRI DR EL 520 . BUE, (RORAELRIETE AT 5 52 Hh R A ok 7 6 5.0

» Exercise: Define the single core interaction your solution depends on. Direct Claude Code to build
only that. When you have it, put it in front of five people from your validated target profile and ask
them to try it out. What you learn in those five conversations determines whether you keep building, or
go back to the drawing board.

« G520 8 SCURBIAR DTS ST B — 0 AL B fi57R Claude Code (UMEEZHR Y o MIRIHA BN, #4
HIRR 2 RUIE S B B AR EHR R BTN ST o AR IO 22 2R P 7 R g TR AR
R B ) A

Reaching the end of the Idea stage is a giant leap ahead in the Al startup race because now
you're not betting on a hunch; you're executing against evidence.

BIRQ B B2 U ALPIRI A R FESE P Y E R RER, OABEIR AT B, MR I e v
fridz.

Now comes the MVP stage, where the founder’s guiding question goes from “Is this worth
building?” to “What exactly should we build first?” and AT’ s primary role shifts from research
partner to construction crew.

TR MVP (B, G ARG M XA ? "4 A A AT R TR e @t 42 7,
AL BA) FE 2 0 MBI T AK 4 A8 it T P BA o
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Chapter 4 MVP Stage Plenty of founders treat the MVP stage as a construction phase, but the
MVP stage is still fundamentally an evidence-gathering exercise. The difference is that you are

CHAPTER 4

now gathering evidence about the solution instead of the problem space;

5 4 5 MVP [ BL: S A1 K MVP B B B B, (H MVP [ BeAs 5t EATS & — NS BR £ 25
o XAFET , RBUENCER IO T B 5 SRS . T AN 5% T s il F) L3 -

specifically , whether a real, identifiable group of people finds it valuable enough to use it,
return to it, pay for it, and/or tell others about it.

HAASRSE, g — AN ES AR ARSI E R A O A, NS, EYE. A3t
B/ SR AR E

MVP stage goals As the founder of an Al-native startup, your goal is to translate a validated
problem into a working product that real users will actually use. This is not the full version with
every roadmap feature but the smallest, most focused iteration of your idea that puts a real
solution in front of real users and generates real evidence of product-market fit.

MVP BB HAR: fER ALJFAERIBI A RIEIIE N, IR E br b 2 500 i) o) R 1k g — A~ Sk AT P
IESAERB AR e XAREE AL IR e BRA, TR R PR e % AR
A, EREIERFRTTZEIGEIERA . FERR T S T3 6 R FL SRR

At the same time, how you build now determines what's possible later . This means that the
MVP stage has a second, equally important goal of moving fast without accruing the type of
technical debt that compounds—and will haunt you the moment real users arrive in meaningful

numbers.

G, PRI T kg T AR AT REE . X IRE MVP B Bab A 5 A FRE A H bR Pk
HEBE, [ AR AP E A R—IFAE RS P AT R SR B R I Sz 2 R AR BB AR 5255 o



And finally , investing in persistent context from day one is what keeps Al a force multiplier
instead of a source of entropy. In an Al-native startup, your codebase is something you
collaborate with Al on session after session, which makes legibility foundational. Founders
who skip specs, architectural decisions, and context files (like CLA UDE.md) hit a predictable
wall where every new session requires re-explaining the codebase and Al-generated changes
drift from the original vision.

B, W REMBF A LTI, Zik ALSO A S IERIRI @ 76 ALFAEG AR,
TR RBS RS AL B RUMERIX S, XA AT et o 26t B ALV ZRA BN LR SO0
(4 CLAUDE.md) @146 Nt bS8 WL, BRI UCR & 16 0T BB AR 4 . i AL 2
JAGHR) B R M 8 D B 5 o

MVP stage exit criteria The MVP stage exit condition is genuine evidence of product-market fit:
proof that a specific, identifiable group of users has found the product valuable enough to
return to it (retention), pay for it (revenue), or tell others about it (referral).

MVP [ BGRHARHE: MVP By BB A A7 i 5 T 326 B A B SEIER - IERIRe s AR
R R BUZ SO EE DAL ATEDR R (BAF) « A3 (N) Bib i N (R ©

MVP stage challenges In the MVP stage, a founder’s prime directives are speed and judgment.
The challenges here center on whether you can build the right thing, the right way, fast enough
to matter, without cutting corners that will cost you later.

MVP [y Bepkik 76 MVP BB, G146 NI B B8 SRl RN ). BALHIBREET - IRAET UL 5P
A RE . HIESRE T SRS i, AT H e SR EE .

"/

Agentic technical debt The challenge: Because Al essentially removes every natural bottleneck
that once controlled what reaches production, speed is guaranteed. But when speed is the only
variable that founders factor into their MVP build, they risk accruing technical debt they’ll
struggle to pay off.

RIXBARBSS PRAET - T AT LIRS 1798 2Pl 7 i LR B2 3 A0S, A DLORIIE .
H GG 3R N UR 3 B/ R MVP )25 Ay, b 8w G AR RBOR G5 XU . H R HELUERIE -

Some technical debt is appropriate at the MVP stage, with the understanding that it must be
managed before scaling. It builds gradually and can be cleared over time or in a dedicated
sprint. Al technical debt, however, compounds.

ARG5S E MVP [y BUR S B, B ERAE PR AR Z BT E T . EXBHiRR . I
—BUN R A BRI bR R . R, ALERBIS S EFIHEK .



Without specs and architectural constraints written down somewhere the Al can read, each
session re-derives foundational decisions from scratch, and those decisions drift. Y ou end up
with a codebase that has no coherent mental model behind it, not because any single piece is

bad, but because the pieces were never designed to fit together . That's a real problem, and it
does tend to surface late.

WERBA TSR LR G A AL AR TS B TE R ML E T S ALK, T e s &
RIEER . BERAFBN—ADMREE, HEEBCAESR RO, R R AT 545 #AR
R, T O & MR BB M B . X2 — N EIER R, T BAEEAE R A B
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Falling for false product-market fit The challenge: Al tools can generate impressive early

CHAPTER 4

numbers, but these are not a guarantee that the market needs your product.

AT RA B PRRAET : AL TRAEA A N ENRIRZ M IR . (HX A ORIIE T8 75 2R )

vl =
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Early momentum is one of the most psychologically powerful experiences a founder can have.
After weeks or months of validation work and careful, disciplined building, shipping a product
feels like confirmation that you were right all along.

FLIE S B R AT RESH A A i O B IR S A 2 — o Zead B8 B8O IBAIE TAEFEH. At
A, AT i IR AR — BRI

Agentic coding tools can help you reach this moment faster than ever before, but early traction
is not the same as product-market fit. Launch energy is generated from ephemeral forces, like
your founder’s friends, prospective buyers at your investor’s other portfolio companies, or a
Hacker News headline that drives a spike. Unfortunately , none of these reliably predicts what
happens at week six or week twelve when that initial boost has faded.

RIS 5 T H AT LLAR B R b DA SE PRk B — k2], AHRHHHIF A /T i g 8 G . kA6
RERIR TR MR, LB NI B8 HAR SR A A RIRITE LR . Skl P
Hacker News k7t o AR, X S#RI0HE AT SE BTN 24 446 B #fE 7138 Ja B 28 S B+ — i &k AR
4.

Zero-friction scope creep The challenge: When building feels effortless and is nearly free,
there’s always one more cool feature to add or one more edge case to handle. This scope creep
can do more harm than good.

TR S PRAET : Al B Z A2 ) HILP et S BEn—A S ES Y D RE sk
BN GRS XD 2 W] RE BT A

Scope creep has always been a startup risk. The difference now is that the traditional forcing
function against it—the real cost of engineering time—no longer exists in the same way when
adding a feature takes an afternoon instead of a sprint.

N EAE — FLRADRIA TN PU . BUERT R ZAE T F S HOp LR —— TR R 2
LRI AR T TR RN R DR 7 2 4



The challenge here is that each individual addition is defensible. Of course the product should
handle that edge case; of course users will want that workflow .

KPR, B IREIRANECRE TR . SR, PR IRAC BN A DL MR, AP S
BB LA

These don’t feel like scope creep in the moment because each one takes so little effort to build
with agentic coding, but as your product sprawls beyond its original boundaries you risk losing
direction and momentum.

X LA I K MG TR A P A AR S P R AN DI RE T R 55 TN/ H S R I b
SR IR R R E S T R 1 U -

The antidote is a written scope definition created before building begins, describing what the
product does, what it deliberately does not do, and the specific evidence from real users that
would justify adding something new . This moves the decision point from "should we build
this?" to "a critical mass of users have told us they can't get value from the product without
this?" Insecure by inexperience The challenge: Founders using Al tools to rush applications to
market without first understanding fundamental security principles end up exposing their
users to preventable risks.

L RAETT IR I Z B QR B R . Hd P filt 4 BZIEAA 4, LBk BB P
A RAIESE X LIRS RAE IR IR A B . R DR RN AR AT RS XA "R ARy
KRB EFRAT, WRBARA, MITRTEE N SR A E? "R 2 AT A4 PR 4
R NAEH AL T BAE W AR B A 222 IR B O T S ATofs B R PP HE D 1T 37, S AR P el )
T EA XU H o

The hard truth is that agentic coding tools generate code that works, not code that is inherently
secure. Functional code is easy, because either the feature works or it doesn't. Security
vulnerabilities are invisible until they're exploited, which means there's no natural feedback
loop to alert a first-time founder that something is wrong. Shipping a live MVP to real users,
however, means real data, real exposure, and real consequences if something goes wrong.

WA, AEAGIS CRA R REETT, (HIFERAER S IRERIRA S, BRI
M, BATR BARFERGH AR, XEWRE BRI AN Z B R BHE AR5 5L H
Ao AR, 5 SC MVP HER ST, EORE BN Heae . DU BRI I H SRR

Slighting security isn 't brand new to Al-native projects. Bootstrapped startups in every era
often delayed security considerations until late in the build, sometimes waiting until the verge
of production launch. A security review before any user touches your app or solution is the
minimum responsible threshold for releasing a minimum viable product into the world.

BRI AR AL SR JFAATRE T . 45 ARAY 1 5 0 AV ol 24 LR B R R,
AT S BB R 2 bR, LR BRI 9 7 2 T 20 2 W A AT A7 7 B
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How Claude can help MVP stage founders Define your architecture before you build Before
Claude Code writes a line of production code, use Claude to define and document the
architectural decisions that will govern everything built in this stage: the patterns to follow
the dependencies to avoid, the tradeoffs being made and why . This output will serve as a
focused architectural context document and establish the guardrails that Claude Code will
operate inside.

Claude i By /1 MVP [ Be@il i A HEE B € LR 7E Claude Code B A—A7 AP RBBZ A, S
Claude & XFFIERHHE SA Y BT A M TAERZRM R BRI, BRI, IEAEMTH AAL
i K LR o e R A R AR 2R A R SOk . JF#SL Claude Code 5247 742

Without this context, each session starts from scratch and Claude Code is forced to infer its
own structural assumptions. Letting Claude Code build without guardrails produces a codebase
that will be functional but structurally incoherent, and iterating on and scaling incoherent
codebases is ultimately a waste of time and tokens. Sooner or later there’s a point where the
code inevitably collapses, forcing you to rebuild from scratch.

A LT, BASIERMZEIF . Claude Code YBAEWTH A I Z5 . 1k Claude Code FEf
ZY RSO, S ETRE S A (RS AN E SRR A T PG M AN B BA AR 2 ik AR
J&, FRZIEIT AN Token AIRSE. BRSBIA—AT A, REGAFEERHDI, BEAEIRMLERE,
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« Exercise: Before opening Claude Code, open Claude and describe what you're building: the core

CHAPTER 4

problem it solves, the users it serves, and the scale you realistically expect in the next six months. Ask it
to help you define the architectural principles that should govern your MVP build, the dependencies to
avoid given your constraints, and the tradeoffs you're consciously accepting at this stage.

* %3.2]: {E4TJF Claude Code Z i, SE4TJF Claude JERAIRIETEMERI NS : EMRIZO RS, Bk
SRR, PLRARTEARIRAAN A MBS HUHRI AL 5 EW IR E A TR MVP M 28R i) &
FARILI R BLEE R RAR R . DL ARTEREBT BOA BOREEZ AU -

Next, save this output as CLAUDE.md markdown file(s). This is your architectural context
document: the first artifact of your build, and the one every subsequent session depends on.
CLA UDE.md files serve as project- level instructions for Claude Code, providing project-
specific context and instructions that are automatically read by the Agent SDK when it runs in
a directory. Functionally, they are persistent "memory" for your project.

FETOR, Fsittha i fRA7 N CLAUDE.md Markdown SCff o RXIRAREIZRA B R SCCR - ARAIEEI 26— T
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Define and enforce your MVP scope Scope creep without friction is one of the defining failure
modes of Al-era MVPs.

SE SGFHATARIN MVP i 2 B U 8 2 AL IR MVP (15 SRR 2 —

Just as you defined and documented your product’ s application architecture, you also need to
define your MVP’ s scope before a single feature gets built.

IEINPRSE SRR T P R R 50 . IRIETR EAEMEAE M DI REZ 1 E L MVP [ -

Claude can help you create a scope document that describes what your MVP product does,
what it deliberately does not do, and feature amendment criteria:

Claude 7] LIAE B /RGN EE—ANVE R SCRY . 5B IREY MVP P2 i 4 BZIEAS 4, DIRIIREEITIR
HE

what specific evidence from real users would justify adding something new at this point.
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When new feature ideas surface—and they surely will—you use Claude to pressure-test whether
it's genuine signal from users or founder enthusiasm dressed up as product thinking.

2. BHIIRE AP ——EAMTE B2 ——FRF i Claude S FEMA: XFTERR A H P HY %
55, RO A B AR B R N o

Build your MVP with Claude Code Once architecture and scope are defined, Claude Code
becomes the primary MVP build tool. Use it to generate, test, debug, and iterate on your
codebase, but treat each session as an execution of product decisions you have already made,
not as an opportunity to throw in some new ones.

A Claude Code #a fR ) MVP —BRUGFITERE % . Claude Code gih T2 M MVP i TH. HI'E
KA A PKFLEAIREARD I, A ERR S TR RR AR B S R AT, ARSI
HREIPLZ o

Start each Claude Code session by (1) revisiting your scope document and (2)

5. JF#REEK Claude Code 231, 5E (1) EIBURHITEE SR, RE (2)

providing the model with your CLA UDE.md architectural context document.

6. IR BLARHY CLA UDE.md 22 T 5030k .

End each session by updating it with any decisions the session surfaced. The goal is a codebase
whose structure you can explain, not just a codebase that runs.

L RS WETRI , A S BB RBEEM R E . BhSRIAa — S5 /e g
AL — A REIET T H AR % o

« Exercise: Create a simple session template for your Claude Code work that includes the architectural
context document, the specific task for this session, and any constraints or patterns to observe. At the
end of each session, add a brief log entry to the context document that details what was built, what
decisions were made, and what assumptions the session introduced. Five minutes of documentation
per session is cheap insurance against architectural drift that compounds into an unmanageable
codebase.

2.« %5>): JfRHY Claude Code TAREGIE MR BAY S UUBHR . Hrp AR BR300 ARSUAH
LS5, DABAT T BB R 2R S e AR RS IUA RS, i B SOOI — A T S H 4%
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Security review before any user touches it As an Al-native startup founder , your responsibility
is to know what's in your codebase, understand any potential exposure vectors, and not ship
obvious vulnerabilities to real users who are trusting you with their data.

TEAEART 42 b AT BE A7 22 A WA A0 AL AERIRI A RIRIIE N, PRI STAER TR RBD R N A, BEAR
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Claude can do a useful first-pass security review of Al-generated code and can help identify
common vulnerabilities. It's a good habit to build into the loop before shipping. It is not a
substitute for security tooling, however, or, at higher stakes, a human reviewer—and founders
who treat it as one are the ones who end up in the breach stories.

5. Claude "] PLxf AL £ ARG HEA T A TR S AR 2 i, P BRI WIRTH . 785 A7 HipR HA8 N
FeR— M. SR, B 2 TR, BUE stakes B i, o3k AHA SR AU
— AR HAUA A S T BRI N, e MR Ri R L.

Claude Code Security goes further: it scans codebases for security vulnerabilities and suggests
targeted patches for human review, surfacing issues that traditional methods can miss.

6. Claude Code Security B gt—F: BRI AR K2R, I NRHEZBCATERFNT ., 38
ARG T3 ¥ AT BE RN A o

Note: At the time of this ebook’s publication, Claude Code Security is a limited beta release so
check current availability before building it into your workflow .

ERG: EARRTFPHBHMIE, Claude Code Security f54bFATFRMBARRHT BL, B AEH HI N TAERFEZ
HIl R i) AT A A

« Exercise: Before deploying to any real users, run your core application code through Claude with a
specific brief: review for authentication and session handling, data exposure in API responses, input
validation and injection risks, and dependencies with known vulnerabilities. Treat each finding
seriously and assess whether it requires a fix, with human review for anything that touches
authentication, secrets, or data handling.

* 53] FERMEMESEH P ERE AT, A Claude iz RIAZ O R AES, IFMEF BiAfE 4 #A
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Build your measurement framework before launch The founders who mis-identify early

CHAPTER 4

traction as product-market fit are typically the same ones who started tracking data after
launch, using metrics chosen to assess what was working rather than to surface what wasn't.
The antidote is to establish your measurement framework before the first user shows up.

TE AT B R VR A B SR B R R A ™ i I A W BN N 8 R IR e %A J A I ihia
ERBRRIBIAE N, ATV SR AR N TIRA T AR, AEERAT A T0R RERRAESE — A AP
I T SEAR R R HE 2 o

Use Claude to define which metrics matter for your specific product, what the benchmarks are,
and what patterns in the data would constitute genuine product-market fit versus flattering
noise. Specifically: set your retention benchmarks, your activation criteria, and your Day 7 and
Day 30 targets before releasing your MVP .

i f Claude & SCHRLEREHR O RS E /™ i B R R, FRMERAT 4, DUREE A DR L AR A B IE Y
PR TR BT AR AR AR o BRI S - (E%AT MVP 25, BEE RN B AR e SR hR i LU R 56
7 KN 30 K HAR.

Next, define what a false positive looks like for your specific product: signups without
activation, revenue without retention, or initial enthusiasm without repeat usage, for example.
When the data arrives, ask Claude to make the adversarial case against your own traction: what
would a skeptic say about these numbers?

BEFR, S SORIRAEE ™ AT B BIRAE R0 LU BOR N, A BAEROMON SRy T
PRI MBUBEIRNT, ik Claude SERHRE CARHCHR RIS FIRBES LR A2 fT
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Manage discovery and user feedback logistics Once real users are in the product, the
operational layer expands fast. Claude Cowork handles the important-but-tedious work like
building and maintaining user contact lists, running outreach sequences, scheduling feedback
sessions, triaging bug reports, and tracking iteration cycles. The same MCP integrations that
managed discovery logistics in the Idea stage apply here.

B IR U P RS 5 B A — BRSO  BEN A, 8BRS THGEY . Claude Cowork 4R H 22
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Keep a human in the collection loop for nuanced exploration of user feedback.

TEWCETEIA IR B NS5, LW P RS T BN AR R o

A user saying, for example, "this is great but I wish it could also...," requires interpretation: Is it
a core need or a nice-to-have ? Is it specific to this customer or representative of a segment? Is
the missing feature the real problem, or is something upstream in the onboarding? No tool can

answer those questions.

fdn, FP xR, HERAREHAE 7 KRR X OTORIE M EIRIE? XX
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» Exercise: Configure Claude Cowork to run your MVP-stage feedback loop:

* %:>]: BLE Claude Cowork PLETTHR MVP [ Be it S {5 5 34 -

draft outreach to your early user list, schedule feedback sessions, design structured intake
process for bug reports and feature requests, and write up a weekly synthesis of what's come in.
Review the synthesis yourself first; after that, you can ask Claude to analyze the information to
catch any significant points you may have overlooked.

REFLAT XTI B RSN A CHERB =, Bt AT bug 5 FIhRETE KA 5 M (Ll S
e, HREFRAILEMRE . fera WL EMmE: 25, IRATLLE Claude p47E R, LUK T REZ
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Iterate toward evidence, not toward completeness The MVP stage ends when you have genuine
evidence of product-market fit, no matter how “finished” the product feels. Declaring that
you've achieved product- market fit and are now ready to move on from the MVP phase to the
Launch stage is ultimately a judgement exercise that combines founder intuition with collected
evidence. There are some useful litmus tests, though:

16 LA T S8 B Pk A S RPN P i T R A B L SR IR, MVP B BeBISE R, Toitir midii % 4
SRR o EATIRC LU TR A IR N MVP [y BOgE N B AT B, R4 — T4 A Ol NS
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« The Sean Ellis test: Ask your active users: "How would you feel if you could no longer use this
product?" If more than 40% answer "very disappointed,” that's a meaningful PMF indicator.

< M BRFII: R ORAIE R URARAN R RE AR I . AR ST 2 T SR 40%
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« The effort test: Pre-product-market fit, retention requires constant intervention, including frequent
outreach, incentives, personal follow-up, and a heroic founder energy expended to keep users engaged.
Post product- market fit, the product starts doing that work on its own. When things begin pulling
instead of pushing, that shift in effort is one of the clearest signals that something real has changed.

c ZHMK: EPMETREZN . BAERTHERSETHL EB%RNANK. B N AIRE, DX
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Ultimately , no single data point confirms product-market fit because it's a pattern that has to
hold across multiple iteration cycles before you can definitively call it.

R, PR AR R ST RE . BROVER M, DAE S A AR S ek
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Pivot when the evidence demands it What if, even after investing all this work, you just can’t
seem to arrive at product- market fit? The fact that your results don 't confirm the direction you
started from is not failure, it's the system working: the MVP stage is designed to surface this
information before you over-invest in the wrong answer.

YL EOR I PEAT A MR BB TR XL A, R TRiE Bk i g 2 62 IRIEEHRAR
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When the data doesn't support your current product, use Claude to work through what that
data is telling you.

BEARA SRR A A, Claude SRAGFRECHE BT £ 180015 5. o

« Exploring alternative customer segments. Perhaps the users who aren't converting were never the
right target to begin with. Often the right audience is already in your data, just underweighted.

c WEBRE Ao IRLERFALH AL FTREMN —IF AR IE R H AR 8% . G SZ AR C LA 1
FAREE R, FORREARE

« Adjusting your product’s value prop. Maybe you have the correct audience but your MVP is just not
resonating with users. An adjustment to onboarding, messaging, or core feature emphasis can
potentially fix this without changing what you've built.

AR B E K WIFRIAIERRIZ AR, EAREK MVP BoRERA P I, XN, 5 E1%
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Stay open to the possibility that the disconnect may run deep enough to require a more
fundamental change

PRAFFEHOOAS, NIRRT T GE R AR 75 AR AR A i A

CHAPTER 4

« Exercise: If you've completed three or more iteration cycles without meaningful movement toward
your product-market fit benchmarks, use Claude to run a diagnostic before deciding what to do next.
Feed it your retention data, your user feedback, and your original problem hypothesis, and ask it three
questions:

< Z52) MRARCEREREE SRR, HARSIE M S TR E LT Stk g, 1E7EdE
T—%47 8 A Claude $472 W S NIRIE SR F P RS GG R B, I i H =4 1)
i

« Is there a segment in this data responding differently than the rest?

o B PR AT AE A AR 20 S AN ] B 4 23 A A

« Is the gap between designed value and experienced value a positioning problem or a product
problem?

o BT B AR (B 7] PR 22 R S8 37 ) R A 7 i I ?

» What would have to be true for the current product to find genuine PMF , and is that scenario realistic
given what you're seeing?

o BN HT P AR EBIEIER) PME, DA R 4550 ETRTIL. %R A ElsLe

Let the answers determine whether you adjust, pivot, or return to the Idea stage.
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Chapter 5 Launch stage If the MVP stage was about proving your product deserves to exist, the
Launch stage is about proving your business deserves to grow.

59554 A B A MVP B AR B T A B ST R0 5
Kk

Launch stage goals In the Launch stage, startup founders must turn early traction into a
repeatable, sustainable growth engine. Beyond making your product production-ready , you
also must harden the infrastructure underneath it while simultaneously building an actual
company around your product.

RATH B Hbs FELATY B, #1812 TR N AUR RIS LA D AT AT . ARSI RS % B T
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Startups are naturally founder-centric during the Idea and MVP stages because you need the
full situational awareness and tight feedback loops. Now, though, founders who still try to
personally hold every thread become a Launch stage bottleneck. The goal isn't to remove
yourself from the company , but to build operational systems that free your attention for the
decisions only a founder can make.

FEABTER Bl MVP BB, #0811 28 W R AR ELEIIR A A s, PR DA PR e 54 T ) 7 S5 T DRI 5% 8 ) S 5477
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Launch stage exit criteria The Launch stage exit condition has three elements:

RATHY BB HARHE AT BUR B I AR A2 A2

1. Growth is repeatable and channel-driven. Y ou're not just retaining users, you're acquiring
them predictably through specific channels with understood unit economics: CA C, LTV, and
payback period are numbers you know and can defend.

1. Growth is repeatable and channel-driven. Y ou're not just retaining usets, you're acquiring them predictably
through specific channels with understood unit economics: CA C, . TV , and payback period are numberts you
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2. The product can handle production workloads. Infrastructure is hardened, security and
compliance are in order, and reliability holds under real production conditions (not just the
conditions you tested for).

2. The product can handle production workloads. Infrastructure is hardened, security and compliance are in

order, and reliability holds under real production conditions (not just the conditions you tested for). 2. p= 5 fig
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3. Operations run without founder bottlenecks. Processes exist and automation is in place. Y ou
are no longer the person personally handling support, triage, sprint planning, or reporting.

3. Operations run without founder bottlenecks. Processes exist and automation is in place. Y ou are no longer
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the person personally handling support, triage, sprint planning, or reporting. 3. iz% A~ 320 45 NI 50 &
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Launch stage challenges Finding product-market fit is the hardest problem in the early startup
lifecycle.

RATYY B BRAR H B i 7 35 52 BE A B 2 ) A i J 00 S DR P e

Now, the founder’s challenge becomes keeping it. The Launch stage is where companies that
found real product traction may still fall apart if the organization that surrounds and supports
the product can’t keep up. These are the failure modes to watch for.

BUE, SR NMIPRIRAL A 7RI E » Launch By B ARLE4R 2 L9 Sh A2 5] J1 80 28 w75 7T RE 20 193 B AT Y
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T echnical debt comes due The challenge: The MVP codebase built for speed and validation ran
well enough to prove the product worked, but production traffic, new features, and growing
complexity are now exposing the shortcuts.

BiARG55 F PR D FERNIRAIE A ) MVP RIS AT RAF . R DUIERA P Ak, (HBUEA R
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At MVP , accumulating some technical debt was a reasonable tradeoff for velocity .

TE MVP BB, PR —LEROR 55 40 HOH B2 (15 BRAS A o

In the Launch phase, that debt starts accruing interest, and the longer it goes unaddressed, the

more expensive it is to fix.

& Launch BB, XERFSFIFUGAEFE . HIEBA, BERAE.



The solution consists of a systematic architectural audit to identify structural weaknesses,
targeted refactoring to address the worst of them, and a meaningful expansion of test coverage
so that the next round of feature work doesn't reintroduce the same problems.

f T R AAE . RGEVERZRA T DR A S5V 5, PR A B A DU o™ B R, AR
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The founder becomes the bottleneck The challenge: At MVP , the founder being in every loop
was an asset. At Launch, as support volume grows, product decisions stack up, and operational
complexity multiplies, that same instinct becomes the constraint.

QIR NSRS Bhlk: FEMVPITBL, SURAS H BT . 2] 1 Launchify B, FEE SR
Koo PARRPURHMERR 1Z7E SR BEREIE . RN B E BT 1 PR A o

The transition from doing the work to designing the systems that do the work is one of the
hardest shifts in the startup lifecycle. Because there's rarely a clear moment when it happens,
the risk is to miss it entirely and stay in builder mode while the organization stalls around you.
Telltale signs that this is happening include decisions that should take an hour now take a week
for you to get around to them, support requests that pile up because only you know the answer,
and operational tasks that only happen when you personally remember to do them.
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The remedy is an all-out audit of everything you're personally handling, from the tiniest task to
the most high-stakes decisions, in order to identify what can be systematized, what can be
delegated, and what genuinely still merits founder time and attention.
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Security and compliance are no longer deferrable The challenge: Keeping security and
compliance measures simple was OK for MVP but now, with real users, real data, and
potentially enterprise contracts on the table, it becomes a liability.
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At MVP , with a handful of beta users and no sensitive data in production, security
vulnerabilities were theoretical risks. The hypothetical, however, becomes very real exposure
risk the moment your product enters production with real users depending on it. Furthermore,
compliance requirements that didn't apply to a prototype definitely apply the moment you're
handling customer data, processing payments, or selling into regulated industries.
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The remedy is a systematic security and compliance review before production scale arrives, not
after, and treat everything that surfaces as a required remediation—not a suggestion—before
the next wave of users arrives.
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Expansion before you're ready The challenge: New markets and funding opportunities look like
growth opportunities. They can also be where product-market fit goes to die.

HER ALK Bl BB LS A P RS, (BT e i R A B T2 M.

The initial traction you've built is real, but it’ s also specific to your early audience.
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Expanding too early into a market that's meaningfully different from your original one
introduces new user behaviors, compliance requirements, payment infrastructure, and
baseline expectations that your product wasn't designed around. Suddenly there are too many
new variables and you lose the ability to interpret your own data clearly. Y ou also run the risk
of neglecting your original user base while chasing a new and unproven audience.
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How Claude can help Launch stage founders All three forms of Claude are in full use in the
Launch stage, and they support each other: each tool produces outputs that become inputs for
the other two. The results compound organically, and a founder using all three tools together
gets more than the sum of their parts.
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This is what makes the ultra-lean startup model structurally possible. When Claude Code
builds the product, Claude Cowork builds the company around it, and Claude helps
operationalize this product and organizational knowledge, a small team can run like a company
nx its size.

X IE 2 A 2 A8 2 AR S M B O T RER IR A o 24 Claude Code #47™ fi, Claude Cowork []4¢
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Remediate technical debt before it compounds Y our MVP codebase works, but it also needs a
systematic remediation pass in search of any technical debt that could become a structural
liability.

TERARGI S R EHITEE IRMVPAISEREETT, B HFE K AGHRNEE, DA S,
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First, use Claude Code to run a full architectural audit: identify where the codebase is brittle,
any shortcuts that will become expensive to maintain, and where test coverage is thin enough
that the next round of feature work will reintroduce the same problems.

H4E, i Claude Code szfr AR ZRM T PUMAEDEE M58 B b TT  ARAT s i o 4 T HH A
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Feed Claude Code's audit findings back to Claude to triage and sequence the remediation work:
what needs to be fixed before the next release, what can wait a sprint, and what represents
acceptable ongoing debt given your current stage.

¥ Claude Code [ i1 A& I i5i2h Claude, DLoyRFIHEFEE TAE: WRETEAE T A MBS, MRk
AT PHEIR A op R A, USSR RTHIRY B, WRES AR T 232 5 8245855

This is also the moment to document the architectural decisions you made during the MVP
stage (the ones that lived in your head because there was no time to write them down). Getting
them into a CLAUDE.md now ensures that every future Claude Code session starts from a
shared understanding of how the system was designed and why.

XA EAE MVP [y Befilt Hh B A4 DRI IS 220 (AR L8 PR D 35 ) 55 ok i U177 T S e o 114 ke
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« Exercise: Direct Claude Code to audit your MVP codebase and produce a prioritized list of structural
weaknesses, test coverage gaps, and refactoring candidates. Then feed that list to Claude and ask it to
sequence the remediation work across your several sprints: any significant issues that you need to
address first, things that can be handled in parallel with feature development, and things that can wait.
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Build the systems that replace founder attention Building the operational systems that free
your attention to handle responsibilities only the founder can tackle requires knowing exactly
where your attention is going. Use Claude Cowork to run a structured audit of your current
operational load, documenting every recurring task, every decision that lands on your desk,
and every workflow that only happens because you personally remember to do it. Then have
Claude Cowork categorize this inventory into what can be automated entirely, what needs a
human but not necessarily you, and what genuinely requires founder judgment.

PR AREIIE NTER IR R 58 M RERIRE R NI E R G, DMEALE A 016 NRERIERI THE
T R YIFE VR RO IR Ak . i Claude Coworkbf {7 24 Hif FIZ & BB T 45U 3T, IR
—IEE RS B IR LSRR I E AR NSRS & AR R . RJELE
Claude Cowork X {73 i Hi7r I - W 584 SLIER 7 TEARMEA—ERIRIER D, LIRHIER
BRI AW o



Once the audit is complete, use Claude Cowork to design the workflow logic for the automation
candidates: what triggers each workflow , what the decision rules are, what the output looks
like, and where it goes when it's done.
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Make security and compliance a product workstream Use Claude Code to surface code-level
issues that frequently come up in SOC 2, GDPR, or HIP AA audits and standards that your
target market requires. This will surface both vulnerabilities and compliance gaps. Feed those
findings to Claude to help you prioritize the remediation work and design the controls, audit
logging, and access management that enterprise buyers will ask for before they sign. Note: Al
scans are an aid but not a substitute for qualified compliance review.
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Next, build the compliance workstream into your development cycle rather than running it as a
one-time project; compliance documentation needs to be continually maintained and updated.
For founders approaching enterprise contracts or international markets, this is also the
moment where the Claude Code security scan can help you prepare for an independent security

assessment.
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 Exercise: Run a code-level security review with Claude Code oriented to the frameworks your target
market requires. Feed the output to Claude and ask it to produce two things: a prioritized security
remediation sequence and a list of the documentation and controls you'll need to produce to satisfy a
compliance review from a prospective enterprise buyer.

%52 : ] Claude Code £13f HART 7 e OAEZR A TSR e 2 Wi A . ki 45 R4 A\ Claude, f22
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Stand up the product management processes you've been skipping The Launch stage requires a
set of lightweight, repeatable processes that can run without requiring founder intervention to
trigger or function. Use Claude to design how your product timeline and work cycles will be
structured, what a spec needs to include before Claude Code touches a feature, how bug reports
get triaged and routed, and what your weekly metrics report covers and how it's distributed.
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Once process design is done, use Claude Cowork to build and run the operational layer:
scheduling sprint ceremonies, routing incoming bug reports to the right place, compiling
weekly metrics from your connected data sources, and maintaining the feedback loop that
keeps user signals flowing into product decisions.

AR SeJn . i A] Claude Cowork #IFBATIZE R ZHEmPRILE, HlEIH) Bug it it i 2 IE
FAOLE, MIRAZE R RIS 8 AR IREdroRs P 5 S RSN 7 il SR AR S B

« Exercise: Ask Claude to design a lightweight product management operating system: a defined sprint
cadence, a minimum spec template, a bug triage decision tree, and a weekly metrics brief that pulls
from your actual data sources. Then set up Claude Cowork to implement and run the system’s recurring
operational elements, like scheduling, routing, and report compilation, to happen on schedule without
you.
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Chapter 6 Scale stage During the Scale phase, the founder’s role re-centers from builder to
public- facing executive. The product is still central, but your personal day-to-day work

CHAPTER 6

becomes increasingly about the company itself . Y our attention must expand to new Scale-
stage activities like analyst briefings and IPO roadshows even as you strive to maintain the
lean, Al-centered structural advantage.

55 6 T PRI BL. (EY IR BL, QIR A M AR TR O [ S AR R . AT R
TEAREIA N H H TARBOR MR T A RS IRITER 77508 SR 2 73 A e 4 F0 PO B 437 K
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Scale stage goals The work of scaling technical infrastructure keeps on going, and is now joined
by the work of scaling the organization itself and maturing it into a business.

Pokpr B A bR ¥R R RS TR AR SE, FERiigd™ A ZUR 53544 o 45 1 TAE .

At the scale stage you're looking at going from thousands of users to millions, and from one
market to many. At every prior stage, growth was something you could feel your way through
by being close to users and adjusting course based on data from tight feedback loops plus a
healthy dose of founder instinct. Now, though, the goal is to build systematic growth that’s
sustained by mature organizational operations.

TENUEALIN BL, B IR TN TR BB E AP, N —Tigy REZ AW, 1EZHH
FAPEG MR RERT DUE WL P AR 5 S IR PR R de LB B A ik N B SR A H T
TS B0 ABEAE, FARREE L B R SUEE T S R e

For an Al-native startup, your goal should be to build a defensible moat through accumulated
depth, stemming from the expertise you’ve built into your product, your product’s depth of
integration with the other tools and platforms your users rely on, and the proprietary system
data and workflows. The founders who've been building consistently in one direction, on
consistent infrastructure, now have something genuinely hard to replicate.

XF—5 AP AR, R H bR R BUR PR @SB e S X TR TR b
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At this stage, public investors, analysts, regulators, enterprise procurement teams, and
acquirers apply greater pressure—along with greater skepticism— because the stakes are higher
now. Y our product and org have to withstand external scrutiny: not just the capabilities of
what you've built, but the governance, compliance posture, financial controls, and strategic
narrative that surround it.

TERLMYBE, ARBHEE BT AU ill R0 BRI I 77 23 0 B8 K B e —— PRI
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Scale stage exit criteria The exit condition at Scale is no longer a single milestone but a
threshold event:

POk BUB HARHE . 37Ok E BU R A F AN R B — BRI, T — A B (-

the company is sustainable even as the founder is, increasingly, not directly running day-to-day
operations. Y ou’ve demonstrated systematic growth; built organizational governance and
compliance infrastructure that satisfies the most demanding external reviewers; and have a
solid answer to the question, “If a well-funded incumbent copied your product today , would
your users stay?” In practice, this threshold will typically take one of three forms: sustainable
profitability at a scale that no longer requires external capital, IPO-readiness, or acquisition.
All three require that your growth is systematic and auditable, your product moat stands up
under scrutiny, and your organization is operationally mature and sustainable.
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When this is true, congratulations are in order: your startup has gone from being a bet to being
a business.
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Scale stage challenges Delegating the operational layer The challenge: Scale-stage operational
systems have to run reliably and sustainably without being babysat. For a founder who has
been hands-on since day one, that transition can be as much a psychological challenge as a
structural one.

Scale stage challenges: FELAL K Bk ik

Delegating the operational layer: RIEiaE 2

The challenge: BUBALIY BXHIZE RG] 5 H AT Fp2EHUETT, BHR%E NG WT HE KL
JIZENBIEA S, X —4 AR OBk, H g5k
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Y our Launch stage work was creating the systems; in the Scale phase, it becomes (1) maturing
these systems until they are fully trustworthy and (2) then actually trusting them.

CHAPTER 6

Y our Launch stage wotrk was creating the systems; in the Scale phase, it becomes (1) maturing these systems
until they are fully trustworthy and (2) then actually trusting them.: /R B I X TAE RO B RS0 fEHBE
BB, BN () THEXERFEHRT2EMREH, D& Q REHEFEENT.

This is harder than it sounds. Even if you're a founder who delegates well it's not always
obvious what to hand off and what to keep on your plate . Hand off too much, too fast—
especially to Al-automated systems—and critical decisions get made without crucial context
that only the founder can provide. Hold on too long, though, and you can become a bottleneck.

This is harder than it sounds. Even if you're a founder who delegates well it's not always obvious what to hand
off and what to keep on your plate . Hand off too much, too fast—especially to Al-automated systems—and
critical decisions get made without crucial context that only the founder can provide. Hold on too long,
though, and you can become a bottleneck.: JX Fulfr ek B xfE . RIMERE— (L3 THRALAAIIAN , AR
WM 4 BIRE 2. B L Sad h—JHR [ AL B 31 R ——R PR FE Gk
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The fundamental challenge here is identifying the institutional knowledge that lives only in the
founder's head or undocumented workflows, and then codifying it into systems that are
documented, auditable and transferable.

The fundamental challenge here is identifying the institutional knowledge that lives only in the foundet's head
or undocumented workflows, and then codifying it into systems that are documented, auditable and
transferable.: X B AARA PR AR PN LE T RI46 A SRk T B8R 123 TARR MU AR, SRJE 45 H g
AR AIH T H AR RS

Scaling technical operations The challenge: Customers no longer evaluate only your product;
they want to know that your organization can be a dependable infrastructure partner.

Scaling technical operations: §~ @ K1z
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T echnical challenges during the first three startup stages centered on the codebase: building
the right solution without accruing technical debt and then hardening security and compliance
for real users. Having reached the Scale phase, the challenge now becomes everything built
around the codebase;

PIE 2 BTG =AY BERB AR SR rp e AR - A IE R R A 7 T A BRUR B 5155 Bl 5K
M58 M. FEANBILETBIG . PR A2 o B Se AR A p g il — s

creating the support infrastructure, documentation, and reliability guarantees that signal
maturity.

creating the support infrastructure, documentation, and reliability guarantees that signal maturity: f1] @ 37 $F

SRR SORANTTSEVEGRALE . DISZ B A -

Larger-scale customers and institutional buyers signing multi-year contracts want these before
they'll sign, and they'll also hold you to them once they do.

Larger-scale customers and institutional buyers signing multi-year contracts want these before they'll sign, and
they'll also hold you to them once they dos % % 4 45 £ 7)) UM P RIBUM) S5 5% T8 240 Wk A 83K
L B R S PRI ESR AR S

The same Al infrastructure that got you this far, though, helps you build dedicated support
functions with defined response times and documentation that a new customer's engineering
team can actually use.

Ak, BRGE X B R —& ALIERIBOE ., W RER B IRE L% T BERAE SCRARIT] L 1OE B EA i 7 )
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Scaling organizational functions The challenge: A Scale-stage company generally needs
organizational infrastructure like hiring, payroll, accounting, and legal operations, regardless
of how many people are running it.

Scaling organizational functions: §~ fE 2 ZLHN{E
The challenge: BLBULIH B2 AEH T A SUERIN, 030, . SIHRLHGEE, Kibh%
D NEEL

At Launch, systematizing operations meant automating the workflows consuming founder
attention. A Scale-stage startup now needs to grow an even broader, and in some ways more
consequential, array of operational functions such as financial reporting, compliance
monitoring, contract management, and customer support, to name a few.

TERBIN B, ARG E BIRE A LR IHAERI I N M TARRRR : AL T HUELLRT B 1 €1
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Building a GTM function The challenge: Organic growth has a ceiling, and most Scale-stage
founders hit it before they've ever had to build a real go-to-market function.

Building a GTM function: ¥J#EHiiZ#E N (GTM) BHAE
The challenge: FHIIGKFATE FRR, K ZEFAH BB N TE M AR 8 FAER Tk NERRE T C
fik K2 1% FRR

Idea, MVP, and Launch stage growth often originates from founder-led selling, from a well-
timed Product Hunt post to personal relationships with early customers. Organic growth like
this works only to a certain point, though, and most startups hit this limit in the Scale phase.
Signs include flattening user curves, rising customer acquisition costs, and a pipeline that only
moves when the founder is personally involved.

AR MVP FURAG B B RAEA T RGN T SRS . WRORHILE Product Hunt i -2 5 L1
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Scale-stage growth requires building a dedicated growth engine to reach new and broader
audiences for your product. Most startup founders, though, probably have never had to run
things like marketing, sales, and analyst relations programs before. A legit GTM motion
requires not just establishing new systems and processes, but also creating a brand voice and
story for how you want to talk about your product. Because, at this stage in the startup
lifecycle, you're going to need one to reach not only individual new users, but also entire target
audiences like investors and enterprise buyers.
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Fortunately , the GTM function doesn't have to be large to be effective, and the same Al
infrastructure that built the product can bootstrap bringing it to market.
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How Claude can help Scale stage founders Early startup stages use Claude as foundational
infrastructure for the product itself: a research partner for validating the idea, the engineering
team that designs and builds the prototype, and the AI operational layer that makes a single-
founder startup possible. Al-native startup founders who reach the Scale

Claude I BHALTH 5K By BEEABIIR N - FIRDBIFY BOKE Claude FIFE b S AU SEREBERI - 17 IR IE
RULABFFUKAE . Bt I SR AR BN, DL B AR AR B 28 RO AT RER ALIZE 2. 18
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stage can now use Claude, Claude Code, and Claude Cowork to keep scaling the same way they
built.

CHAPTER 6

B H 5 AT #2384y Claude Cowork

Handing off day-to-day tasks to Claude Cowork Start the Scale stage with a clear-eyed view of
where you most need to invest your time and attention now , which can be a challenge for first
time founders who’ve never built a business before. Claude can help by building the list of
things only you should be doing at this stage, which could include things like product narrative
decisions, board relationships, enterprise deals, and founder- to-founder conversations.
Anything not on that list is a candidate for delegation or Claude Cowork automation.

e HEALS H24y Claude Cowork: DUTSREAI LA IT R MUSILIT BL. B 20/ B 5 BEARN IS TR RIDRS g
77, X0 AR S A oll BRI R B 45 AR 35 AT RE R — kiR Claude W] DU 51 HRARKY BOLUA 1k
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« Exercise: Use Claude to produce a bottleneck map of your current operational layer: every workflow ,
decision, and approval currently routed through you.

(45181 521 . FIA] Claude A2 02 iz & R ARSI - ELITA H A4 BRI TARRAE . RIS
HIFT .

Now , ask Claude to extrapolate what happens to each one when you're unavailable for a week.
The workflows that stall are the ones where you are still hands-on enough to derail progress.

(£518] )5 . 1 Claude HfEERY (REYE — B, _bBildg—Tia LA M 4. IREER NSRRI TARRRE, IE
SRS T35 B AR LARHAGBE R PR o

How do these map to the inventory of founder priorities and responsibilities you made with
Claude ?

X LGN 6E BT RS Claude $ [w] il 5 B 81 46 A2 56 S I00RN 5 4F: 1 5.2

Next, it’ s time to pressure-test that the systems you've already built are actually ready to scale
with your business as it grows.

BTk, RGBSR ORI RS, BRENIIHLRERE LS KD .



« Exercise: Use Claude to map your current workflows, and then ask it what happens to each one when
you're unavailable for a week. The workflows that stall are the ones where handoff criteria, escalation
paths, or exception handling still need tightening. Claude can help analyze the failure points and
recommend appropriate fixes so you can update or replace Claude Cowork automations as necessary.

* 45> A Claude BUSHRS AT TARRARR . ARG S IRES — RGN RS R A 4 (SR
PR AR LE IR UE . THEBR AR B H AL 58 B M iAE . Claude WA B TR RO FHERE Y 1B 52 7
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Scale technical operations into enterprise-grade infrastructure As you scale, buyers need
reassurance that your product and your organization can be trusted as long-term
infrastructure. Technical work still goes on inside the codebase as always, but now there is
technical work around the codebase to handle, too.

BBARZEY B FIERB : BEHE MR, SR T Z 5 VR0 SRS A K I
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The first step is to convert institutional knowledge into a system that scales.

R R AT i R 5

Use Claude to draft and maintain the written infrastructure that enterprise procurement
expects to see, including product documentation, support playbooks, and SLAs.

fifi f Claude jE2 85Il R W 75 B2 B 00 F i L ab Be it . 457 ih SCRS . SRR SLA,

In parallel, direct Claude Code to audit and harden the codebase against the specific reliability
and security standards that enterprise contracts require, and to build out the technical support
infrastructure that Discord-based community support never had to provide: logging,
monitoring, incident response tooling, and the observability layer that makes SLAs actually
enforceable.
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Claude Cowork then runs the operational layer of enterprise support itself: ticket routing,
escalation workflows, documentation updates triggered by product changes, renewal tracking,
and the reporting cadences that enterprise customer success relies on. Together, these three
give a small team the support posture of a much larger organization, which is exactly what
signing a multi-year enterprise contract requires you to demonstrate.
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« Exercise: Pick your three most demanding prospects or identify three ideal customers for your
product that you’d love to sign. Ask Claude to produce a gap analysis: what documentation, SLAs, and
support infrastructure would an enterprise procurement team at each of these accounts expect to see
before signing a multi-year contract, and where do you currently fall short? Use the output to sequence
the technical and documentation work across Claude Code and Claude Cowork.

c G52 R EATRET AR . B E =B RS L MEBAE P . 1 Claude AR IERE )
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Build a real GTM function Founder hustle got you this far, but scaling your startup requires
creating and implementing an actual go-to-market strategy. Al can help you build, then and
run, that complete GTM engine.

M EIER GTM IREE . RIS NBIBHELEIRERIX 0, (HMELIREIAIE] 2 R T 2 QI SL i FL R R
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Claude can assist with building foundational GTM resources from scratch:

Claude "] DLpp B NI IS REREE T A 0E N (GTM) B

market segmentation, messaging architecture, analyst relations strategy, sales playbooks, and
the investor-facing metrics narratives that matter once you're talking to public investors,
enterprise buyers, and Wall Street analysts. Each of these audiences has its own vocabulary
and evaluates you against its own
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standards; Claude's job is to translate your product’ s value props into a product marketing
approach that’s relevant for each audience segment.

PRUERPPAG IR s Claude B TAERAFHORI ™ S B TR FE A R 5 54 32 AR A0 500 SR B 77 g B T 1 o

CHAPTER 6

Now , Claude Cowork can become your tactical execution layer: content pipelines, outbound
sequences, analyst briefing logistics, newsroom and PR cadences, CRM hygiene, pipeline
reporting, and the many recurring cycles that turn GTM strategy into actual commercial
motion.

BUfE, Claude Cowork T US A RENRASITR : WAEIE SNRTI. MR8, B Emas
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Where the GTM motion requires product marketing infrastructure—interactive demo
environments, integration documentation, sandbox tenants, API references, technical one-
pagers—Claude Code can build it for you. Buyers expect to evaluate your product technically
and, in the Scale phase, a Loom video and a sales deck no longer suffice. This is also the
infrastructure that lets your GTM motion run asynchronously: a well-built demo environment
closes deals while you're in board meetings.

Y GTM iz 3l F 2 ihE SRR —— S EAGBUR IR RO YA APL 2%, BoR—
Ji4t——Claude Code W[ LI R4 . LK MBOR R HEAG REG P b, TIAERUEIERT B, — Bt
Loom YUBA— i BEm SR E ARG . X ifkik CTM iz s F a7 Eat s : — Mad LI
7R R T AFE IR S N e S MR IR AL 5 o

Turning domain expertise and institutional knowledge into AI context Many ultra-lean startup
founders are building highly specific apps or tools for a real-world problem they experience or
observe first-hand in a particular sector .
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Agentic Al now makes it possible for founders who have never written a line of code to use
their domain expertise to build products that solve sophisticated problems. Claude, Claude
Code, and Claude Cowork each play a part in converting founder knowledge into compounding
product specificity .
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Using Claude to capture, organize, and refine founder knowledge puts domain expertise
somewhere the product can reach. Through extended conversations, projects, and memory, a
founder can share everything they know—industry jargon, regulatory gotchas, edge cases,
frustrations, reasons why the obvious answers to this problem don ’t work —into a structured,
searchable context. Skills can then codify recurring workflows (e.g., "how I audit a commercial
lease," "how I triage a patient intake form") into reusable routines Claude runs the same way
every time. Over months, this becomes a proprietary knowledge substrate that no generalist AI
can match.
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Externalizing your domain knowledge with Claude becomes invaluable for encoding industry-
specific edge cases into your product: a generalist AI medical billing tool breaks on 340B drug
program claims, for example, but yours has specific logic for them. Claude Code helps you
translate common frustrations experienced by other professionals in your field into validation
logic, prompt refinements, or an MCP integration with a niche industry system your
competitors haven't heard of . As a result, your app or tool’ s depth and breadth both
continually compound in a way that competitors simply can’t replicate.
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« Exercise: Identify one edge case a generic competitor would definitely get wrong in your vertical.
Work with Claude Code to build a dedicated test case for it (not a unit test) based on a scenario you've
actually seen. Every time a similar edge case surfaces, add it. Y our test suite becomes a map of your
moat.
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Compound accumulated user data into a defensible advantage As users interact with your
product, they generate behavioral signals (i.e., which outputs they accept and which they
reject), which informs the product roadmap.
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Over time, you’ll learn the specific patterns, preferences, and edge cases of your particular user
base. This is what we mean by compounding value: each improvement makes the product more
useful, which drives more usage, which creates more feedback, which drives more
improvement.
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This data is time-locked, context-specific, and impossible for a copycat to recreate: you simply
can't buy the behavioral fingerprint of thousands of users who've been refining their workflows
inside your product.
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Claude can help audit whatever user interaction data you've collected, identify the highest-
signal behavioral patterns within it, and design the feedback loop that turns ongoing usage into
systematic model improvement.
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« Exercise: Feed Claude a summary of your product's interaction data: what you've been collecting, how
long you've been collecting it, and what you know about how users engage with your product over time.
Ask it to identify the three highest-signal behavioral patterns in that data and design a feedback loop
that turns each one into a systematic model improvement. Then ask it to help you draft a one-page
moat narrative to inform product marketing: the story of how your data flywheel works, how long it's
been spinning, and why a well- resourced competitor starting today couldn't replicate it in under two
years.
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Create workflow lock-in Compounding data network effects make your product harder to

CHAPTER 6

replicate, but user workflow lock -in makes your product harder to leave. The longer users run
your product inside their daily operations, the more deeply it gets embedded in how they
actually work. They've built automations on top of it, trained people to use it, and connected it
to their data sources and other tools. The prompts they've developed, the workflows they've
refined, and the outputs they've standardized have all been shaped around what your product
does and how it does it. At this point, switching goes from product decision to full scale
operational project.
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The first step in creating workflow lock -in is asking Claude to map your current customer base
by integration depth. For each customer segment, identify what workflows they've built on top
of your product and which integrations they depend on. This shows where your product is
sticking, and where it needs to go deeper.
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ERRAY = bz LA TR AR . DL A TR L e X B 7R ER 7 S e R AR . L%
T EAEPR RN o

The more integrations you offer , the more surface area a customer has to construct workflows
that rely on your product. Claude Code helps you quickly spin up native integrations with the
data pipelines, project management tools, and other systems that your target users depend on.
Claude Code can also build the APIs, webhooks, and SDKs that let customers not just use your
product, but build on top of it—the deepest form of lock-in

IR RGBS, 2 P M AR 0™ b R AR ) R T AU K o Claude Code F5Bh B 5 3l 5 4L
PEEIE T H BT RAIE A AR PRI RS A AR, Claude Code 3RH] DLFEE API,
webhooks I SDK, 112 FOAMUBESE I EERHY P, IEREFEHZ LA ——X R IR Z R BUE



« Exercise: Ask Claude to help you build a workflow integration audit for your top ten customers. For
each one, document the automations they've built, the integrations they depend on, the team
workflows that run through your product, and your estimate of their switching cost. Then ask Claude to
identify the patterns across the group: what types of integration create the deepest lock -in for your
specific product, and what you could build or enable to deepen integration for customers who are
currently at the surface.

* %5>]: 7§ Claude PRI IRGIRIIHTHRZ PR TARRE R E T A%, e E sk
AR PRI AR BT A TAER . DURO HAEHs A B il 5. )51 Claude SR AR
Hr AR AR DR 2R R A AR RN R AR S P A B3 T SR IR BUE RO, DURAR T LA R AT 2 5% i
FI G (AL I 2 A % B4R o
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Chapter 7 Same job, new rules In the Al area, the founder's job hasn't changed: find a real
problem, build something that solves it, and scale it into a company that matters. What's
changed is the path to get there. Across the four stages—Idea, MVP , Launch, and Scale—AI
compresses quarters into weeks.

557 B R AR, FTEORLN AE AL GUR, QUG NB TAEBCA SR : B A EIER R, gk
BRI, TR EY RN — R EERN A BURRREAER AR, ERA Y B—E. MVP,
RATHY J——ATL K425 B 45 494 o

V alidation cycles that used to take months now take afternoons. A working prototype no
longer requires a co-founder with the right stack; it requires a clear problem and a few focused
sessions with a coding agent. Launch readiness compresses from a pre-launch scramble into a
continuous workstream. And at scale, the operational weight that used to force early hires into
firefighting roles can increasingly be handed off to Al, freeing your team to spend their
attention on the judgment calls that become your moat.

6L JA S At 2 8 H e AR LAY T e — AN AT AR A P 5 BT IE MR BRI & 1 4R
N B TR BN MRG58 RE PR e TE il o vl v i DA SR A i PR L S 0 DA 4
A TAER . TR B, b 2518 0 53 TR AR A (R is g B, BT LOBOR % A% 52
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The bottlenecks are no longer what you can build, but what you choose to build.
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Resources Building with Claude
R {£F Claude %

« Building AI Agents for Startups: Shares how startups use agents to become less founder-dependent as
they scale.

* IR FIREE AL REMR 4> AR 2 wIAn A AR RE AR AE AR L 1oL A2 AN 61 46 A PR3 o

« Claude Code docs: Carries builders from initial installation to advanced agentic workflows. Pro-tip:
get started with the "How Claude Code works" overview .

* Claude Code SZ#Y: 5| S HE ML B RPN TIER . $2/R: M Claude Code TAF " BERTT
1o

« Claude Code best practices: Covers patterns that have worked inside Anthropic and across
engineering teams — context management, permissions, planning, and verification workflows.

* Claude Code fAESLE: 3 Anthropic R TR A sp AT Z ARAIRA—— B FSCEHL. AR M
R FEIE TAE I o

« Using CLAUDE.md files: W alks through how to configure Claude Code for your specific codebase.
Essential reading for MVP-stage founders setting up their development environment.

{1 CLAUDE.md Sz AR A5 FU B C B Claude Code, MVP Wy Br@ i A\ H B JF 5 R EE A
B

« Claude Code power user tips: Highlights workflow patterns from the Claude Code team itself
including parallel sessions and verification loops.

* Claude Code g 4775 %Hi Claude Code BN B BB LARRA, QHEIFTSIEREIEIEIR

« Get started with Claude Cowork: Shares how teams can set up Claude Cowork and start implementing
skills, plugins, and other features that scale its impact across your startup.

* JFAAEH Claude Cowork: 73 =2 H BAGNA] $5  Claude Cowork, FFIFUGSLHHAE HifH S HARLIRE . LA
P RFAERD BN 28 7] M o

» Tutorials: claude.com/resources/tutorials offers a searchable list of hands-on walkthroughs for
specific tasks.

o #(F2: claude.com/resources/tutorials FEAL R[4 R I FIE AL SIS I £ -



Founder stories
Sl A=

« How three YC startups built their companies with Claude Code: Examining how HumanLayer (F24),
Ambral (W25), and V ulcan T echnologies (S25) used Claude to get prototypes to market fast and scale
Al-powered platforms with agentic coding workflows.

* =% YC #1810~ w51 an4n #) ] Claude Code #37 HVH] . #%¢ Humanlayer (F24). Ambral (W25) Fl Vulcan
Technologies (525) M7l Claude Bl BURMER 4% . IFiBid (UMD TR IR AT SESNIITA

» GC AT s founders used domain expertise to build a responsive, Claude-powered legal platform for
how in-house teams actually work: company-specific playbooks, cross-functional stakeholders, and
variable risk tolerance thresholds

* GC AL B0 NS & LS. 1 A0S TR SRR T —MWIBTBIE. i Claude 3l
MIEHOPE AL FORERO TR AL, STRAERI SIS H L2 T 50 U A B

» Carta Healthcare uses Claude to power their clinical abstraction platform, processing 22,000 surgical
cases per year and reducing data abstraction time by 66%.

« Carta Healthcare Fi| f] Claude IR HIG RIS TG . BAFEALH 22,000 | FARZEH], FRECHE Th 5 I R
BT 66%

« Anything, powered by Claude and the Agent SDK, has helped 1.5 million users turn ideas into working
software products without writing code, including a non-technical founder who built and is already
selling a full recruiting platform. Anything’s AI agent handles the full build so solopreneurs can double
down on their domain expertise.

« Anything i Claude il Agent SDK 3Kz, T 150 5 Fil P22 Fe 25405 AR RIKS QU RCHEAL A7 8 1
P, E G RGIAA, HIRIEEAE R — A e RS IR 4 . Anything f) AT [RBLALHIA
AR, R R 2 T T L4 2 LR

« Cogent is an applied AT lab building agents to automate critical enterprise security tasks. The startup
uses Claude as the reasoning layer for agents that automate investigation, prioritization, and
remediation across the full vulnerability lifecycle.

* Cogent Jg=—5X Wl AL ey, SO TR LLE sk R i ok 2255 . %4081 A R Claude
PERRELHERLZ , DUE Sk Imii A ap 0P g a2 DLSEZHE P RiE & AR

» Airtree uses Claude Cowork as the center of its operations infrastructure, uniting data that used to be
scattered across a dozen different tools and teams.

» Airtree fiff ff Claude Cowork /F 4z B R RIBOMHIAZ Lo . K JFUA 3 B+ T URPAS 6] T H P BA H R 25 4
ik



Now , when one person builds a workflow automation with skills, everyone in the organization
can use it to do all the things on their to-do list that never got done.

WAE, 24— NP TR B 3 ki, ZHZ P i A AR AT DL ok 58 AR 90 0157 K
AR L A 58 FRHIAE S5 o

« Duvo builds AT agents that run procurement, supply chain, and category management processes
across ERPs, supplier portals, spreadsheets, email, and even phone calls. Duvo is built entirely on
Claude, using the Agent SDK to orchestrate across workflows.

* Duvo #4 ALMRER, 75 ERP. BERRGITM. BFRA%. IR 2Bl hs TR Be 5ER 2R
. Duvo 5543k Claude M5, fii ] Agent SDK Wi TAR -

« Zingage is an Al agent platform built for 24/7 automated operations for home- care agencies. The
startup uses Claude’s structured tool calling to orchestrate across an EMR and multiple communication
channels, and Claude’ s contextual reasoning to build agents that can give nuanced, patient-tailored
outcomes rather than pattern-matching to the most common response.

* Zingage &A% M R ZAF B UMATIE R 24/7 A3z E ALRIEES . 02 FFIH Claude 45
TR AAEE T ) (EMR) F12AN@ F0E 2 (0 BEA7 i, JFAIH Claude ) 1R SCHERBE ST AR
L DURBAEG FehEE R SER W ARO i DL R BEA T AT AL

« Kindora is an Al-powered platform built by a nonprofit executive who used Claude Sonnet to build a
desperately-needed tool for intelligently matching charities with funders. After filtering thousands of
matches down to the

+ Kindora f&— AEE RIS BB ALSKEIP-A . %856 Claude Sonnet g T— A AT H T
R AR R U 5 Ve B 7 AT U . ZENS BT UG EITI 1 B A SR B T



<0riginal PDF Page 35)

RESOURCES

Resources

few worth pursuing, Kindora ’ s MCP connector lets nonprofits access its prospecting tools
directly within Claude.

Kindora ff) MCP #8531 EIREFIHZRENS BLIEAE Claude A ERTS M HTEER P28 T A

» Wordsmith was founded by a lawyer-turned-CTO to provide reliable AI- powered legal technology for
in-house legal teams. Claude is the reasoning engine for Wordsmith’s contract review, agreement
drafting, and document review capabilities, and the startup’s engineering team uses Claude Code for
building and evolving the platform itself.

* Wordsmith fj—{; WAL CTO fy AR, 578N TRESS A1 AR BE T SE 0 AT BRBN A A R
Claude & Wordsmith &[] B PRI ELRISCRY B A RE T HERE S| B8, 24081 2 =)0 A F A
Claude Code R4 g Fl 3 5 4 B o

Startup support and opportunities
VEIABZFSIE

« Anthropic Startups Program: For startups working with Anthropic's V C partners, the program
provides free API credits, the highest tier of publicly available rate limits, and invitations to exclusive
founder events and workshops.

* Anthropic F]8I A FETH&I: %F5 Anthropic i) VC SARKFESAERIMIBI A, i@ it g iy APL
BE~ A TT AT B R v SR g AR R AR B A6 N SRR 2 R 37

« Claude community: Forums and community spaces for builders.

* Claude #:[X : i [is) 4 35 HOTE IR FIAL IX 25 ] o

« Live learning resources: Conferences, webinars, livestreams, and recordings.

o SERPRESTHEUR: & MY S BEIERAS.
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