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Start-up Accelerator 

A startup accelerator is a programme offered by a specific organisation. Accelerators gen-
erally offer mentorship, funding (i.e. startup capital), access to a group of investors and po-
tentially business partners which could open up to greater commercial opportunities for 
the business. It’s designed for select startups with promising MVPs and founders, as a way 
to rapidly scale growth. 

 

Accelerators are for startups that already have some sort of MVP that has been validated 
through initially speaking to customers and this may mean a few customers that have pur-
chased, some initial traction and milestones achieved and in general early signs of strong 
product-market fit. Accelerators also are very competitive and the acceptance rate for 
most if not all is low as many startups apply and only a few places are offered. This is due 
to the limited capital, working space, mentoring, time and capacity for support available 
from those who organise and run the programme.  

 

From a financial perspective, accelerators tend to invest money in the form of equity fi-
nance or a convertible (loan) note which is also an equity instrument but the loan note 
does not convert into equity until the business raises its seed round at a later valuation. 
Generally, the programme will take an exchange of equity in the business for a place on 
the programme (which usually comes with a non-negotiable cash sum). 

 

Solo founders with unvalidated ideas are a better fit for incubators than accelerators, be-
cause incubators work to help formulate a business model and team over a longer period 
of time. Accelerators are right for startups that are ready to scale, not startups engaged in 
customer development and trying to find product-market fit. 



Incubator 

Incubators are slightly different to an accelerator as they are more open-ended, and aren't 
usually designed to rapidly boost growth. Instead, incubators nurture and mentor startups 
over longer periods of time, i.e. over a year or even more. It gives early stage businesses 
the opportunity to work on an idea to determine product-market fit and very early valida-
tion to see whether the opportunity is truly there and worth pursuing further. While accel-
erators want to pay close attention to each startup, incubators provide ad-hoc help with 
legal and business services, as well as help turning a concept into something with product-
market fit. 

 

Incubators usually provide office space and consultations with experts, but take a more laid
-back approach. There’s no intense program here, just an environment of collaboration and 
support when needed and startup founders will be pleased to know the application pro-
cess for incubators is not as competitive as accelerators. They often focus on advancing lo-
cal startups and improving the area’s business ecosystem. This often means including busi-
nesses that aren’t showing signs of rapid growth or scalability. 

 

Incubators don’t traditionally offer capital to startups, instead offering office space, men-
torship and partner opportunities. Because no capital is given, incubators don’t ask for a 
cut of equity. 

 

Figure 1. A Summary of Accelerators Vs. Incubators (Credit/reference: Accelerators Vs Incu-
bators: How to Choose the Right One, Mass Challenge) 

 



My experience of an Accelerator – Lessons Learned 
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him to transition as an academic scientist into an entrepreneur and CEO. He has run two 
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Loughborough, Sal is also an Associate Academic at London South Bank University, teach-
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As an entrepreneur, I have been fortunate to go through a couple of accelerators myself 
and therefore have first-hand experience of the process itself and the journey you go on 
during an accelerator programme. The key accelerator I had been on for my first business 
was recognised as the world’s leading biotech accelerator and had a base in London (but 
originally was founded by partners in Silicon Valley and New York City). This provided a lot 
more funding than your traditional accelerator and as a business gave us access to special-
ised resources and mentoring which was essential to our business at the time. Due to the 
nature of running a pharmaceutical startup, we inherently required key instrumentation 
that would allow us to conduct prototyping and tests that would otherwise have been very 
difficult to gain access to, especially in one location.  

 

A few of the lessons I learned from being part of an accelerator are as follows: 

 

1. I believed I grew more from the programme than my business did although this is not 
a negative. It is important to note that accelerators do not only grow businesses but 
nurture founders to become entrepreneurs of the future. 



 

2. The access to investor networks, founder networking opportunities and potential 
partners/customers is unparalleled and can really take your business to the next lev-
el in a short space of time which would otherwise be very difficult to achieve. 

 

3. One thing founders are hesitant to do initially in their business is give away equity. 
Sometimes in business and in particular when you are early, it is important to note 
you should be prepared to give away a share in your business in order to grow from 
the exposure and cash that will fuel your growth. There is only so much access to 
networks you can have a business but cash is really what will help you progress for-
ward in hiring a team, covering operational expenses and working capital. 

 

4. As an accelerator suggests, it will ‘accelerate’ your business, so be prepared to work 
long hours, face rejection constantly, manage a team in a fast-paced environment 
and build momentum whilst managing many uncontrollable parameters. Accelera-
tors will ‘spin’ your business so that you truly progress at the pace that is expected 
of you to take the startup performance up by two levels. Part of this experience is 
also building you as a founder and CEO, so that you are mentally capable of with-
standing the demands that business brings as your grow and scale. 

 

5. You can get quickly sucked into meeting the demands of your accelerator programme 
from an admin perspective and also all the demands that are required of you as a 
director but make sure you enjoy the development. The person you become in the 
process is sometimes more important than the end goal! 

 

There are plenty of accelerators out there that will help excel your business to success alt-
hough finding the right one for you can be tricky and require a lot of research. Thanks to 
‘F6S’, it is possible now to find a good accelerator-sector fit for your start-up which this 
searchable engine: https://www.f6s.com/  

Finding a the right sector-fit for the accelerator business could even be the difference be-
tween success and failure of your start-up. It is essential you that do your homework on 
the ‘types’ of businesses they have previously supported/invested in and understanding 
beforehand whether their networks can open crucial doors for your business in addition to 
being connected with angels/VC’s that invest in the same area. 

https://www.f6s.com/

