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CRM and Scoftwares
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APIs & Tools
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Mvtbs and truth

Myth: FIE3TT P B T b [e1Q Tgd ¥ 9= ATMET.
Truth: g} WTE3T BT TB T4 b [o1Q 3TTUD U Sl ¢ IU AT BT T YT BRaT g1, 37 IR U
SIS T 42T €. AfS ISRO T W=l af 98 FiTet a6 Y 81 Uga.

) My_th:;?:l’ésmaa BT & TeIQ T Market Trend 1 Follow TR STa90% €.
“Fruth:Innovation TEAYO! &, Wit It Trend BT Follow T 4T 3193 T8l & | 3TTUH! 379
IE3T &b o181, IgaT 3R IUTG a1 WaT I Market Demand & 3TER UR &l Innovation & Market
Trend @ Follow 4T 96T,

Myth: 3T BT THEA T & Te1Q Uge! T ST A1 AR AT UTH S[1S SeTell 1.
Truth: RE3T ABA 219 & T 92 Fi 37 A1 2T 3NaTH T2l €. 3T Ahol ol Febd ¢ PR 3P UTH
AT, 3T IeTE AT WATS § 3R ITEH! I STt bl dededl | YT Hed &.

Myth: T 38T |dea & T WIE3TT BT AHBe JTdT 6.
Trath: F&f, Startup @1 AbeAdT, T FrAT=ad, Innovation, TR, Creativity 3R AT A F
Wie R ok =ar 2.

T Myth: 2reegR 3iR Tt ITel T Tt Aol s R wed ¢

Truth: TEER 3R TN IATE B RIEAT BT FBeTdT BT AR T €. IATG P HT-TT IR HIHTET, TTSTR
I I, Mgk T, faxiig UeEe, Competitive Positioning 3R Execution Process *t Hg«yui g.

Myth: I T RIETT AH EIdT ¢, Al T Faet Tr R R Far &,

Truth: R A6 & (T Bad qPT 6l 8ldT; Heeld, Hal (901, I0THI[dD JIsTdT, HIde bl AT,
TTEH o STET AT 2T 3R e Jum it sMaredes €. STUe! 3TUa ey & WS WS Eio Bl Head el
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Myth: Failures are Permanent Losses.

Truth: R I NUH! ATEE TE 311 JgaR 8 BT Wehd 6. TPNT & Startup Tl & A8 SRIBEI
H I[OTRAT &, 3R T 3TU=N HBeTdT T S5aTgd] e of STl bl Wl F=ITeT .

Myth: Startup Pl Tbel FTd & TelQ & U HT SId1d Sl AT(8G.

Truth: ST BT Execute TR &b GIRTT It T2t o7 IR A W9 92l & Hit & Trial B it =
TSl &, STd 3T BB 4T B 3¢ &, STUH! A TadT BT FTHAT BeelT US HebelT &, Whel Entrepreneur 8
% & HaTe! &1 e e &

Myth: IENT BT THA Tl & TS Tgd A BT bl STl Bldl 6.

Truth: RIEANT THA & F 1T 3128 3iv @Zafed Employees & 3TaeddwsdT gidl €, o 19 Sgd & bl .
IR ATTHR AT TATE o 311 IS &THAT Tt A RT Bl 3TU WRATeT | TTHA e,
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(How to choose the ideal name
for your startup?)
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FR@M OGO CREATION TO TRADEMARKING:-
A COMPREHENSIVE GUIDE
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Email: Info@neusourcestartup.com
Website: www.neusourcestartup.com
Contact:- +91-7305145145, +91-11-460
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