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Management Consultants for Entrepreneurs with Pre-Revenue Stage Companies

CEOCFO: Mr. Ferrero, what was the concept when you founded Ignyte Lab 
and where are you today?
Mr. Ferrero: About 10 years ago, I transitioned from the mature business sector 
and moved into early stage business development. About three years ago, I thought 
that I was going to develop an accelerator model and after researching various 
efforts around systematizing startups and supporting entrepreneurs we designed a 
new model, a new category called Ignyte two years ago and we are just about to 
enter our third year. It has been a pretty fantastic journey. Essentially, we are a 
management company that partners with seasoned entrepreneurs to build their 
companies that are already in revenue so it is not during the pre-revenue stages.

CEOCFO: How does your approach differ than others? What do you 
understand about the process that others may not?
Mr. Ferrero: By working with seasoned entrepreneurs or veterans, we all can share 
a history of failures and successes. Out of that there is scar tissue and learning 
providing there is enough fuel in the tank to go do it again. We tend to see that time 
and money is spent much more effectively. The speed that you get things done and 
the network that you are able to leverage is more sophisticated so we tend to see 
that there is less chaos with our process than generally what you would see out of 
incubators and accelerators.

CEOCFO: How do you decide what companies to take on?
Mr. Ferrero: We are sector agnostic. We are not allergic to any category or sector of business. We like to have a broad 
swath to start our review and review opportunities that sit well with our team and with our model. From there we go 
through a robust process, whether or not these relationships will work. We see hundreds of companies apply and they are 
mostly fantastic people. The passion and the leadership that we see out of entrepreneurs are contagious. It is a wonderful 
environment to be in. By taking them through this discipline process, we can better vet how their model, stage, core 
competencies of their team, and the opportunities within the sector. We review all of those potentials and then overlay 
them with our core competencies and our interests and out of their we get to a number that is a combination of both 
objective and subjective criteria and out of that number we can generally see with a good degree of reliability if there is 
going to be a good fit or not.  

CEOCFO: How do you assess the intangibles and who is really ready? How do you assess where personality 
makes a difference?
Mr. Ferrero: It certainly does. What is interesting about the question is that intangible is MORE important than what is 
tangible. In other words, a high quality, flexible, malleable, coachable personality can be more compelling to us than the 
actual product or company that they are leading. People lead the way and that might go back to why we are sector 
agnostic. If we have the right fit with culture, drive, energy, and openness; being a leader of a learning organization, that 
can be very exciting. Again working with seasoned, veteran entrepreneurs you could get a glimpse into their flexibility and 
their willingness to learn. What we tend to find is that after you have gone through several efforts of business 
development, there is a humbleness that can happen where those leaders now have a clear view on where their 
weaknesses are and what they need around them to succeed. When you are a first timer, it is easy for ego to get in the 
way where you really think you can be a world dominating person with all of the abilities that you need to succeed and it is 
not. It is understanding team composition. So we are hopeful that our platform attracts that type of malleable, veteran 
leader but it is not always the case. Business does require some strong personalities especially to lead them and often 
that is the case where the mentality can get in the way of a good idea. 
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CEOCFO: How do entrepreneurs find you? Are they coming to you because they understand the depth and 
quality of what you do or are they surprised when they learn?
Mr. Ferrero: We do not market ourselves for business submittals. It happens organically. We have a unique niche in that 
we are not mentors or consultants. Again, working with veteran leaders, they need help to do make decisions and build, 
so we are a management partner with them. We take the ball we run with it we have a goal line and we try to get that ball 
across the goal line with various tasks led by our team. In the middle there is naturally a place for strategic guidance, 
mentorship, and even having a sounding board can help with the priorities and the decision making those leaders need. 
What they find when they find us is that we are unlike the typical VC, the common accelerator and we lean  in to the 
business with them shoulder to shoulder to help them succeed through their next stages of business. Another way to put 
that is when you work with these entrepreneurs that have been there and done that, they often get into a stage where they 
might at first think an accelerator is the right model for them but when they see how those systems operate it feels wrong. 
It feels like the foosball table in the corner or the free beer at 4o’clock does not speak to their professionalism or their 
sense of urgency. So we tend to stand up a little taller with action and let the mentorship and consolation be a nice side 
effect.

CEOCFO: What is an example of how you are able to get them over the hump?
Mr. Ferrero: We work with a variety of companies. We have an outdoor recreational company that has 150 skus and 
these are high quality products that are multigenerational, all about outdoor recreation and activity. This is a four-year-old 
company that is looking to expand with new channel partners, strategy, finding the right capital. When I say finding the 
right capital, it is growth capital with the right people behind it. That would be one example. We have another company 
that was incubated and partnered with a world leading ad agency, Crispin Porter, and Bogusky. It is a membership 
benefits company called Beer Tooth Tasting Society, which is really a fun name. This is a company that brings an 
aficionado experience to this fast growth craft beer industry so we call beer with benefits. Essentially this membership 
brings annual publication, special invitations, beer pairings, education, and certification to those who really want to know 
more and be more integrated with the industry. We are helping with scaling; scalable customer acquisition strategies, 
scalable revenue models and bringing this model to hot bed markets around the U.S. Another company we’re in due 
diligence with is out of the San Francisco area. This company is what they call a listening company to social media. What 
they do is aggregate with a very unique algorithm. All of the important social media conversations that are happening 
worldwide are being quantified, mapped, and understood so that companies can understand the important conversations 
that are happening and not get sidelined or distracted by those that are not relevant. 

CEOCFO: Are there certain types of projects that would prefer?
Mr. Ferrero: I like learning myself each day. I like to be able to really dig in and learn. On top of that, I want to be able to 
apply what I have learned in the past. I do not want to get into foreign territory and feel like a fish out of water but I do like 
to get into new categories so that can be anywhere from nutrition, we are doing a project with astrophysics right now, we 
have a finance tech company that we are dig in deep with. The answer really is true innovation comes from cross-
pollination. I think being sector specific and going deep makes sense for many people but it is remarkable how something 
that we learn in the outdoor recreation is genuinely applicable to something that we are doing with a finance tech 
company. To bring that visibility and to bring those new strategies and tactics is how you get a differentiated brand. It is 
how you bring something to market in a new and fresh way that gets attention and that is what we are about. To try to be 
disruptive and truly bring innovative value to the market.

CEOCFO: When is it time to move on from a company? 
Mr. Ferrero: We have a higher degree of success than typical accelerators or VC models. We are not fail proof so there 
are engagements that we get into that either do not work, product efficacy does not fulfill our dreams, relationships may 
not work so we have what we call affectionately a graduation ceremony and we know that this is just going to take too 
much time and too many resources to make it happen. For the most part, what we look for are bringing companies 
through the next stage of scalability. When they are in the mode of wash, rinse, repeat and they have a lock down model 
that is scaling, we will move them into the next relationship, which can often be venture capital where growth capital can 
come in applying money to a lock down system, and they can let the market forces take it from there. 

CEOCFO: What is next for Ignyte Lab?
Mr. Ferrero: We are in growth mode. We are adding to our team. We are adding a fund to support our companies. We 
are moving internationally with our visibility where we have been nationally so we have been talking to folks around the 
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world. Recently talking with an investor/technological professional from Bangkok that has been on the ground there for 17 
years and is very adept. We are moving into our third year now. We have a model here that is working. It is replicable. It is 
fun and if we can add, the right people that appreciate what we have and they add their DNA and their investment to it. 
That is the right way we want to grow.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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Ignyte Lab LLC
For more information visit:

www.ignytelab.com

Contact:
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