Heidi Roizen Case

Introduction:

· Roizen is currently a venture capitalist at SOFTBANK Venture Capital, working there 80% after four months at the job

· Over her career in Silicon Valley, she has developed a network that included many of the most powerful business leaders in the technology sector

· Now wondered what impact her role at the VC firm would have on her ability to build and maintain her network in the future – does she need to tailor her approach to either venture capital or networking to do both successfully?


Background

· Surrounded by technology and entrepreneurship at a young age

· High school years marked by financial conservatism

· Attended Stanford as an undergrad, majoring in creative writing

· Fiancé killed during her junior year – Roizen thus made a life-changing decision to never again be so dependent on the fate of another person

· After undergrad, become editor of company newsletter for Tandem Computer (Tandem)

Building a Network
Tandem:

· Roizen’s first experience with networking was getting the Tandem position by hitting it off on the phone when applying for the job

· During this position, she sat in on top management meetings to stay abreast of company events – by using this opportunity to get to know the CEO, she began to build her reputation

T/Maker

· Leveraged relationship with CEO for b-school recommendation and went to GSB in 1983

· As early adopter of personal computer, decided to work with her brother, a computer programmer, to turn a software program he had written, called T/Maker (Tablemaker)

· Roizen wanted T/Maker to operated completely on its own cashflow to give the company flexibility to make the “right decisions” in business

· Due to the limited capital, Roizen began an aggressive campaign to build awareness about the company and its product

· She leveraged her outgoing personality to build relationships with members of the press, attended numerous industry conferences and events, and joined a handful of well known technology-oriented groups

· Roizen also become president of Software Publishers Association (SPA), a trade group dedicated to raising awareness about specific issues relevant to the software industry; she was passionate about specific issues and helped rally the industry around them

· Many of the industry participants that Roizen met in the ‘80s became leaders in the technology industry – she acknowledged that it was earlier to get to know people when they’re not famous

· Roizen’s willingness to invest time into developing relationships with people she found interesting and smart, as opposed to powerful, paid off

· T/Maker designed software for the Mac when it came out in 1984, including Click Art Personal Publisher and broadened its product line; in 1986, Roizen and Farros (co-founder of T/Maker) bought out her brother’s ownership stake

· Personal Publisher was a great success, swamping the company’s operations, so they sold the product to Software Publishing Corporation in lat 1986 and eventually sold the company in 1994 to Deluxe Corporation, where she said on as CEO of the T/Maker subsidiary until 1996

Maintaining and Leveraging a Network

Apple

· In 1996, joined Apple as VP of worldwide developer relations, where her primary job was to shore up Apple’s relationships with its 12,000 external software developers to ensure that they continued to support the Apple platform and give them a sense of confidence in Apple’s long term viability (people were panicked at this point because Apple was losing market share)

· Leveraged network to get software CEOs to proclaim affinity with Macintosh in a full-page age in the WSJ – first time she called in favors

· Roizen is a firm believer that “consistency” and “performance” were far more important than frequency of interactions in maintaining a network

· Became involved with helping senior management refocus Apple’s strategy, while still doing her old job 

Roizen as a Mentor Capitalist

· Burnt out by the relentless pace at Apple and discouraged by the huge technical and political issues the company was facing, Roizen left in 1997 and decided to work as a “mentor capitalist,” in which she served as an active outside board member for start-ups that had received at least one round of venture capital banking 

· She didn’t contribute capital but time and experience, for which she received an equity stake in the company in return

· Roizen also frequently helped people she liked and respected to find new career opportunities

· In her mentor capitalist role, Roizen found her network to be one of her greatest assets

· Rule of Thumb:  would only leverage network if connection would benefit both parties (win-win situation)
· Also managed the number of times she contacted someone – the busier the person, the fewer times she felt she could ask for their assistance

· She was also careful to employ the lesson of reciprocity, and was highly efficient in her communication techniques (emails that were to the point)

· As a mentor capitalist, Roizen was able to dedicate more time to her family and active social life 

· She enjoyed having small dinner parties at her home in Atherton, where she invited 8-12 people, and each person knew half of the other people invited – enough to create a sense of familiarity, but few enough so people could met new people

· Only invited people she liked and respected on both a personal and professional basis – goal of parties was to make every person feel comfortable and at east

· Part of Roizen’s appeal was her genuine, down to earth personality

SOFTBANK Venture Capital

· Signed on in 1999 as a part-time general partner for its new $636 million fund dedicated to Internet investments (while still sitting on four board of directors and five advisory boards)

· Reason for career change: 1) as mentor capitalist, didn’t carry enough financial weight for start-ups, 2) being typecast in the desktop software and operating system industries, and 3) missed the discipline of the team approach

· SOFTBANK focused on early stage start-up companies – in return for leading an early round investment, the SOFTBANK partner leading the investment took a seat on the company’s board

· Roizen received an average of 10 business plans per day (high volume) – and therefore published investment criteria to manage entrepreneur’s expectations

· Felt obligated to respond to every plan she received – felt it was important to maintain good relationships with the entrepreneurial community given that “you never know where people will end up in the future”

· Downsides of network:  thousands of people felt they had a personal relationship with her, and she didn’t have a lot of time

· Due to the demands on her time, Roizen became more efficient in maintaining her network by establishing close ties with people who were the nuclei of other networks so that she could tap into their networks if needed, without having to stay in close contact with each person in those networks individually
· At the same time, she also “goes deep” with some people who aren’t in the nuclei because they are just average people that she likes
· Roizen and her husband decided in Nov. 99 to take a hiatus from hosting parties at her house
· Strong network had contributed to her ability to lead five SOFTBANK investment for a total of $40 million in her first six months at the firm
· As her role as a VC increased, she couldn’t help but wonder what impact it would have on the nature of the network that she had worked so hard to establish
