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THE SIX WEAPONS
T0 SURVIVE AND
THRIVE IN THE AGE
OF A.L

MOST WILL NOT SURVIVE

Most entrepreneurs won’t survive the next three years. Not
because they aren’t smart. Not because they don’t work hard.
Not because their ideas aren’t good. They’ll fail because the
battlefield has changed — and A.I has changed everything.

Al is flooding the world with content and noise. Anyone
with a laptop can generate a business plan, a marketing
campaign, or a book — instantly. Attention is vanishing
because AL has leveled the playing field.

AL is multiplying competition. Entire industries are being
swarmed by new entrants armed with the same tools as you.
Barriers to entry are gone.

AL is collapsing trust. Customers don’t know what’s
real anymore — fake expertise, synthetic influencers,
manipulated reviews — all powered by machines.

Al is compressing time. What once took months now
takes minutes. What worked last year is obsolete today
— and AL will erase today’s advantage tomorrow.
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This isn’t about motivation. This isn’t about tips. This is
about survival in the Age of AL

If you don’t wield A.L as a weapon, it will be used against
you. If you don’t adapt, you die. If you don’t arm yourself with
the right weapons, you will not last.

SURVIVAL IS NOT A METAPHOR

I know this because I lived it. I was practicing M&A law in
one of the most prestigious firms in New York City. On paper,
I had what most people dream of: money, prestige, security.
And then I walked away.

I traded skyscrapers for a basement. Billion-dollar deals for
folding tables. A stable career for an idea. Almost everyone
thought it was insane.

[ started IncentOne — the first company to reward people
for healthy behavior. Back then, no one wanted to hear it.
Employers literally said: “We will never do this.”

For years, people laughed. VCs passed. Prospects rejected it.
I went from big law to being the guy in a basement clinging
to an idea no one believed in.

But eventually, we broke through. IncentOne grew. Clients
came. Capital followed. At our peak, we had 800 employees.

And then, almost overnight, it was gone. The financial
crisis hit. Contracts disappeared. Investors vanished. Payroll
didn’t. What we built in ten years was almost destroyed in ten
days.

Every morning I woke up knowing I might have to tell
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hundreds of people their jobs were gone. We worked 20-hour
days for three years straight just to claw our way back from
the brink.

It was trauma — the kind that leaves scars you never lose.
That crisis was my battlefield. Yours is A.L

COLD SHOWERS AND SURVIVAL

In the middle of that storm, I started taking cold showers
every day. Not because I liked it — because I needed to shock
my system. [ needed to prove to myself that nothing in
business — no lost deal, no collapse — could be worse than
the pain of standing under freezing water.

Cold showers weren’t about hygiene. They were about
survival. My daily ritual to say: “I will not break.”

And today, as A.L reshapes everything we know, you need
your own version of the cold shower — practices that push
you beyond comfort and prepare you for a fight that never
ends.

FROM SURVIVAL TO EXIT

Slowly, we stabilized. We grew again. Then something
remarkable happened: the same people who once dismissed
the idea came back — this time to acquire it.

From basement to exit. From ridicule to acquisition. From
almost dead to alive again.

And today, IncentOne is considered the pioneer of an
industry once thought impossible — proving that rewarding
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people for healthy behavior actually works.
AL will follow the same pattern. Right now, people are

dismissive, fearful, and careless. But those who endure will
turn today’s chaos into tomorrow’s standard.

THE LONELY ENTREPRENEUR

After I sold the company, I was helping someone with their
business for fun. They said, “Being an entrepreneur is really
lonely.”

It stuck. Weeks later, walking down the street with a friend,
I said it out loud: “Lonely entrepreneur.”

My friend stopped. “What did you just say?” I said, “Lonely
entrepreneur.” He said, “That says it all.”

Minutes later, we walked into a Starbucks in New York City.
The place was packed with people on laptops, grinding,.

My friend turned to me and said, “Watch this.”

He stood up and yelled, “Who here
is a lonely entrepreneur?”

Every hand went up. , ,

That was the moment. The Lonely Entrepreneur wasn’t
a brand — it was the truth. And in the Age of AL, that
loneliness is sharper than ever — too much to know, too few
to trust, and no margin for error.

MICHAEL DERMER - 13



WHY THIS GUIDE EXISTS

Back then, the survival crisis was about contracts and cash.
Today, it’s about chaos and change.

AL is rewriting every rule. Competitors are multiplying.
Trust is collapsing. The pace is merciless.

The loneliness is sharper than ever — because survival
now isn’t about working harder. It’s about arming yourself
with the right weapons.

That’s what this Guide gives you. Six weapons. Six

disciplines. Six truths forged in fire. If you master them, you
won’t just survive — you’ll thrive.
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THE ARSENAL:
THE SIX WEAPONS OF SURVIVAL

AL created a new battlefield. The Six Weapons are the line
between extinction and evolution.

Most entrepreneurs will not survive it. Passion won’t save
you. Hard work won’t save you.

On this battlefield, only six weapons matter:

-WEAPON 11—

FINDING YOUR
PLAYGROUND

If you are trying to differentiate between A and B,
you have already lost — to stop competing and start
defining.

-WEAPON 2 —

BRAND CHEMISTRY

In a world of machines, chemistry is the only human
advantage — to connect where logic ends.

-WEAPON 3 —

OBSESSION

Obsession isn’t optional — but it has to be
operationalized — to do what most won’t, long after
they’ve stopped.
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-WEAPON 4 —

RESILIENGE

You will get punched in the face. The resilient stop
noticing — to keep standing when no one else does.

-WEAPON 5 —

STRETGH YOUR LIMITS

If you don’t stretch, your ceiling becomes your coffin
— to bend time, limits, and fear until they yield.

-WEAPON 6 —

Al

You must apply A.L to your business goals and the right
things — or you risk investing in tools that don’t make
a difference — to turn data and tools into strategy and
execution.

Most step onto the field naked. These Six Weapons are the
only armor that will keep you alive long enough to win.
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WEAPON 1

FINDING YOUR
PLAYGROUND

If you are trying to differentiate
between A and B, you have already
lost. , ,

HOW TO BEAT GIANTS (AND A.l.)

When we built IncentOne — the first company in the U.S.
to reward people for healthy behavior — we were walking
into a war zone.

Reward programs were everywhere. The average American
was already enrolled in 27 different programs — airlines,
hotels, retailers — everyone fighting for the same attention.

And our competitors weren’t startups. They were giants:
Visa, Mastercard, American Express. They owned the
payments universe.

So how do you survive in that world? You don’t outspend.
You don’t outmuscle. You don’t try to be a “better Visa.” You
find a playground they can’t see.

While they fought over transactions and fees, we went
somewhere no one was playing — rewarding people for
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healthy behavior. A new category. A new field.

If a market already has a name, a definition, or a search
term, you'’re too late — it’s already crowded. That’s the brutal
truth.

People don’t even open their own emails. You could send
them the winning lottery numbers, and 99 percent wouldn’t
click.

The world is drowning in sameness, and attention is
scarcer than oxygen. Survival doesn’t come from being a little
better at someone else’s game — it comes from creating a
game where you’re the only player who matters.

When you find a Playground, it’s yours. To this day, we’re
known as the inventors of the health rewards industry. And
when it’s yours, you don’t compete — you dictate. You define
what customers should buy, what they should pay, and what
outcomes actually matter. Everyone else is left selling what
the market no longer needs.

That’s what we did at IncentOne. Health insurers weren’t
asking for one reward platform across all conditions. They
were buying point reward solutions — diabetes here,
smoking there, maternity somewhere else. We showed
them they needed one enterprise-wide platform covering
everything. Once we set that frame, everyone else was stuck
selling something the market had outgrown.

THE SURVIVAL REALITY

Entrepreneurs today don’t just fight competitors — we
fight clutter.

MICHAEL DERMER - 19




Before COVID, a yoga instructor competed with the studio
down the street. After COVID, she competes with one in
Shanghai. Add AL, and “hyper-competitive” doesn’t begin to
describe it.

Nobody cares about #1 vs. #2. Sameness Kills.

Finding your Playground isn’t a luxury — it’s survival. If
you haven’t found yours, you won’t make it.

YOU DON'T WIN BY FIGHTING HARDER
IN CROWDED SPACES.
YOU WIN BY FINDING THE ONE FIELD
NO ONE ELSE IS PLAYING ON — AND
\ OWNING IT. \
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THE FIVE TACTIGS
OF FINDING YOUR
PLAYGROUND

- Tactic1 — Don’t Penetrate Markets, Define Them
If you can Google it, it’s not a Playground.

- Tactic 2 — Insight and Risk
See What They Don’t — And Show The Risk
of Not Knowing,.

- Tactic 3 — Put Things Together that don’t Normally
Go Together. If You Want to Create a Playground,
Combine What Doesn’t Belong — Until It Does.

- Tactic 4 — Positioning Is More Important Than
Product. Founders spend 80% on product. 20% on
Positioning. Flip it and Flip Your Fate.

- Tactic 5 — Apples vs. Oranges
Put them all in one bucket, then stand in another.
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TACTIC 1 -
DON'T PENETRATE
MARKETS, DEFINE THEM

If You Can Google It, It’s Not a
Playground. You don’t win by competing,

You win by defining. , ,

Entrepreneurs die trying to “penetrate” existing markets.
They think, If I can just grab 1 percent of a huge pie, I'll win.
But 1 percent of a crowded market is still death.

Competing in someone else’s arena means playing by
rules built for you to lose. You don’t survive by squeezing into
crowded spaces. You survive by defining markets that don’t
exist.

THE $0 TEST

Before they existed, these markets were worth zero:

- Uber > not taxis — ridesharing

- Airbnb > not hotels — home sharing

» Henry Ford > not faster horses — cars

- Bottled Water > “Isn’t water free?” — multi-billion
industry

If your market size looks like zero, you'’re probably onto
something.
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FOCUS GROUPS WILL KILL YOU

People can only describe what already exists. No one in a
focus group ever said:

- “I'd love to rent a stranger’s house.”
« “I'd pay for water in a can with skulls on it.”
- “I want to wear a stranger’s clothes to a wedding.”

Your job isn’t to ask what they want — it’s to define the
Playground for them.

MODERN PLAYGROUNDS
Markets that sounded absurd — until they didn’t:

- Pickleball > backyard game > billion-dollar sport

- Rent the Runway > “Wear someone else’s clothes?” >
fashion empire

» Shein > S5 dresses > Gen Z domination

» Liquid Death > water in a beer can > S700M brand

« The Farmer’s Dog > human-grade pet food >
billion-dollar redefinition

IF YOUR MARKET ALREADY HAS
A NAME, IT'S ALREADY
CROWDED. DEFINE IT YOURSELF

— ORDIE TRYING. \
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TACTIC 2 -
INSIGHT AND RISK

See What They Don’t — And Show
The Risk of Not Knowing , ,

Everyone says the same things: “Our product is better.”
“Our customers love us.” “Look at our testimonials.” That’s
noise. It doesn’t separate you — it buries you.

And today, half those testimonials could be written by A.L
After all, how many websites say “We suck”?

What cuts through is when you reveal something your
customer didn’t see coming. When you can say, “You’re
about to make a mistake you don’t even know you’re making,”
you stop sounding like an option and start feeling like a
necessity.

Insight without risk is trivia. Risk without insight is fear.
Together, they create urgency and gratitude.

THE POTHOLE THAT WON AN ELECTION

A polished, well-funded state senator faced an unknown
local challenger. Polls: 60 to 10.

At the debate, the moderator asked what each would do
in their first 90 days. The local candidate said: “I'd fix the
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pothole on 5th and Collins.” The seasoned senator smiled and
gave a political answer: “We’ll fix every pothole in the city.”
The local politician replied: “There is no pothole on 5th and
Collins. I've lived here my whole life.”

One line — total collapse. He had the insight she didn’t
and exposed the risk of electing someone who didn’t know
the community. Money, polls, and polish vanished. He won
because he saw what she couldn’t.

AUTHENTICITY FROM THE INSIDE

Retailers poured millions into “Hispanic outreach,” buying
“authentic Mexican art.” Every vendor promised authenticity.
But who would they buy this art from?

She grew up in a Mexican artist town — knew the hands,
tools, and language of the artists. She didn’t say, “I know
Mexican art.” She said, “I grew up with them and know the
materials and methods they used.”

Then she showed them the risk: buy something that gets
one detail wrong — the phrase, the brushstroke, the material
— and you insult the community you’re trying to reach. Your
risk would not be art — but all of your Hispanic product lines.

Her insight and risk made her indispensable. While others
sold from the outside, she defined authenticity from within.

WHEN YOU SEE WHAT OTHERS DON'T
— AND EXPOSE THE RISKS THEY CAN'T
IMAGINE — YOU DON'T JUST WIN
CUSTOMERS. YOU MAKE YOUR PLAYGROUND

\ THE ONLY PLACE THEY CAN SURVIVE. \
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TACTIC 3 -
PUT THINGS THAT
DON'T GO TOGETHER

If You Want to Create a Playground,
Combine What Doesn’t Belong —
Until It Does

Most entrepreneurs think they’re being different when all
they’ve done is add sprinkles to the same ice-cream cone.
Take yoga:

« Pre-COVID: yoga mats, candles, playlists — every studio
is the same.

« During COVID: yoga on Zoom — same product, new
delivery.

« Post-COVID: yoga + nutrition + journaling +
aromatherapy

— still the same cone with more sprinkles.

Sprinkles don’t create a Playground. They keep you in
the same bucket as everyone else. Giants (and A.I)) can copy
sprinkles overnight.

Areal Playground is born when you fuse two worlds that
don’t belong together — not adjacent but alien — so the
result is incomparable.
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- Yoga + Heavy Metal Concerts > downward dog to
Metallica

- Yoga + Skydiving Prep > breathwork before the jump

» Yoga + Corporate Negotiation > body control for
boardrooms

That’s not better yoga — it’s a new category.

HAMILTON

“I'have an idea. Let’s do a show about Alexander Hamilton.”

“But so few people even know who he is — 71 percent of
Americans think he was a President.”

“Let’s make it a musical about a guy no one knows. In
Hip-hop. Seriously?”

Hamilton is now the fourth-highest grossing musical of all
time, earning S1 billion.

SAVANNAH BANANAS

They took America’s oldest sport — baseball — and
collided it with a circus, a comedy show, and a TikTok
spectacle. Players dance on the mound. Fans wear costumes.
Umpires break into choreography.

Purists hate it. The world can’t look away. They didn’t
make baseball better — they made it unrecognizable,
unforgettable, and theirs. That’s what happens when you
stop improving what exists and start colliding worlds that
never belonged together.
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REAL-WORLD COLLISIONS
— CATEGORIES OF ONE

« Massage Therapist + Jiu-Jitsu > combat-engineered
recovery.
« Accounting Firm + Tattoo Culture > CPA for tattoo

shops.
« Laundromat + Language School > wash-and-words.

« Ice Cream + Dogs > pup cones and family rituals.

IF YOU WANT YOUR OWN
PLAYGROUND, PUT THINGS TOGETHER
THAT DON'T BELONG
— UNTIL THEY DO.

\
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TACTIC 4 -
POSITIONING

IS MORE IMPORTANT
THAN PRODUCT

Founders spend 80% on product. 20%

on Positioning. Flip it and Flip Your
Fate.

When you’re surrounded by giants — or algorithms —
you’ll never win by just building a slightly better product.
They can outspend you, out-engineer you, and copy your
features overnight.

Your only chance is to define the game differently. That’s
what positioning does. It gives your product a meaning the
competition can’t copy — because it lives in people’s minds,
not in your code or your cookie recipe.

In a world where attention is the rarest currency, the story
you tell matters more than the thing you sell. Most founders
spend 80 percent of their time perfecting the product and 20
percent shaping the story.

Flip it. 80% Positioning. 20% Product. 100% Survival.
Flip your focus, and you flip your fate.
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PROOF IN THE MARKET
Nike

Ask a serious runner which shoes are technically superior
— many will say Asics or Saucony. But Nike outsells them a
thousand to one. Why? Because Nike doesn’t sell shoes
— they sell victory. The swoosh isn’t rubber and mesh; it’s
you winning.

Budweiser

A medieval Super Bowl ad:

A chariot gallops up to the Budweiser castle, “We’re here to
deliver your corn syrup!”

“You’re mistaken — we don’t use corn syrup. Try Miller
Lite or Coors Light.”

No one knew beer even had corn syrup — and no one
cared. Budweiser took one irrelevant difference and made it
the difference. They didn’t change the beer. They changed
the criteria. That’s positioning.

The Car With the Kid

In one of the most talked-about car commercials ever, a
teenage boy goes to dinner with his mom. Afterward, she
hands him the valet ticket while she pays the bills. He hops
into a car that pulls up — Mom walks out just in time to see
her car speeding away.

She panics — until the car returns. A supermodel steps

out. The kid emerges, hair perfectly tousled — like he just
lived a dream.
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No one cared about horsepower or mileage. They cared
about how the car felt. That’s positioning.

IN A WORLD DROWNING IN BETTER
PRODUCTS, MEANING WINS.
POSITIONING ISN'T DECORATION

— IT'S SURVIVAL. \
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TACTIC 5 -
APPLES VS. ORANGES
‘ ‘ Put Them All in One Bucket, Then
Stand in Another ,,

Everyone promises innovation. Everyone sounds the same.
Stop polishing your apple. Put every competitor in one bucket
— then stand outside it. The win is when everyone is selling
apples — and you’re selling oranges.

EXAMPLE 1— VOLVO
Everyone Sold Performance. Volvo Sold Safety.

While every other carmaker chased speed and style,
Volvo built an empire on peace of mind. Crash-tests replaced
glamour shots. Safety became status. Decades later, that

single choice still defines the brand.

They didn’t sell excitement. They sold survival.

EXAMPLE 2 — FOX NEWS
Everyone Claimed Neutrality. Fox Claimed the Other Side.

CNN, NBC, and ABC all claimed objectivity. Fox reframed
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the field: “the liberal media.” In one move, they bucketed
every rival together and made themselves the one place for
conservatives.

They didn’t out-report anyone — they out-framed them.

WHEN EVERYONE SELLS APPLES,
THE ORANGE DOESN'T COMPETE
\ — IT OWNS THE SHELF.
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PUTTING IT TOGETHER - THE PLAYGROUND
OPERATING SYSTEM

- Define, don’t penetrate. If you can Google it, it’s
crowded.

- Insight and risk. Reveal the danger they missed.
Become essential.

- Collide worlds. Stop adding sprinkles; create a collision
category.

- Positioning over product. Change what people value.

- The bucket move. Put them all together — and stand
apart.

STOP COMPETING. START CREATING.

The most dangerous place is the middle of the field
— everyone shouting the same story at the same
customer.

Ideas don’t die because they’re bad. They die because
they’re not different enough to matter.

Giants — and now A.I. — can copy almost anything: your
product, your price, even your personality. But they can’t copy
a point of view that lives in a place only you built.

A Playground is where the rules bend in your favor. Where
competition turns into contrast. Where the goal isn’t to be the
best — it’s to be the only.

Look at your market and smile at the sameness. Sameness
means opportunity — a brand-new field waiting for you to
chalk the lines.

Don’t fight for a slice. Bake a new pie — and name the flavor.
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WEAPON 2

CHEMISTRY

THE FRAMING INSIGHT

In an age when algorithms write copy, automate ads,
and optimize every click, sameness is inevitable. You can
buy reach. You can rent attention. But you can’t automate
connection.

As AL floods every corner of business, logic is no longer a
differentiator — it’s a commodity. Chemistry is what’s left.

It’s the invisible bond between brand and human — the
spark that turns buyers into believers and customers into
community. Machines can replicate logic, but not longing.
They can generate words, but not warmth. They can calculate
trust, but not create it.

When everything looks efficient, Chemistry feels alive.

And in the Age of AL, that’s the one advantage no machine
can steal.

HARLEY-DAVIDSON: THE ENGINE OF BELONGING

Harley-Davidson was the last place
you'd expect to see a digital community —
yet today, the Harley Owners Group has

over a million members. , ,
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“It isn’t just a bike. It’s identity.”

Harley didn’t build Chemistry through horsepower
or chrome. They built it around freedom, rebellion, and
belonging — a language no machine can translate.

They didn’t market features; they modeled feeling. The
rumble of the engine became a heartbeat. The leather jacket
became armor. The open road became a rite of passage.

Specs sell function. Chemistry sells identity. That’s what
turns customers into a tribe — and why Harley’s community
outlives every campaign.

THE DEEPER TRUTH

To create real Chemistry, you must be intimate with your
customer’s life — not their life in relation to your product, but
their life, period.

Know the fears that wake them at 2 a.m., the small
victories they celebrate when no one’s watching, the dreams
they won’t admit out loud.

Harley didn’t ask, “How do we sell more bikes?” They
asked, “What does freedom feel like to someone trapped in
routine?”

That’s intimacy. That’s the soil where Chemistry grows.

MACHINES CAN
REPLICATE LOGIC
\ — BUT NEVER LONGING.
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IN A WORLD
OF MACHINES,
CHEMISTRY IS

THE ONLY
HUMAN




THE FIVE TACTICS OF CHEMISTRY

- Tactic 1 — More Than They Ask, Before They Ask
Give more than they expect — before they expect it.

» Tactic 2 — The 3 Cs: Clear. Concise. Compelling.
In the noisiest world in history, the right message breaks
all the rules.

« Tactic 3 — Ride the Wave of Belief
Don’t fight belief — ride it.

« Tactic 4 — Stories Tell the Story
Facts inform. Stories transform.

- Tactic 5 — You Know Me
Understand your audience so deeply they are heard
before they speak.
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TACTIC 1 -
MORE THAN THEY ASK,
BEFORE THEY ASK

Anyone can respond. Only the rare ones know before
they’re told — and give before they’re asked.

Chemistry lives in two words: More
and Before. Give more than they

expect — and do it before they ask. ,,

Chemistry isn’t generosity — it’s precision empathy. It’s
knowing someone so deeply that you act before they ask
— and give them more than they ask. That’s when you stop
selling. That’s when you start connecting.

It’s your birthday. One friend asks what you want and gets
it for you. Nice. Another remembers you once mentioned
wanting to see Coldplay — and gets you tickets. Nicer. But the
third friend — the one who really knows you — doesn’t ask.
They show up with the gift you never mentioned but needed
most, because they know what you’ve been through — the
breakup, the burnout, the quiet.

That’s not generosity. That’s understanding. That’s
Chemistry.
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Now imagine you’re a small-business owner being sold
by a small business banker. One banker asks, “What are your
challenges?” Another brings brochures. But the third already
knows your industry struggles to recruit good salespeople —
and brings you a résumé of someone who might fit.

That’s More Than They Ask, Before They Ask. It shows
you know them — really know them. You solved a problem
that had nothing to do with your product and everything to
do with their life. That’s when you stop being a vendor and
start being trusted. That’s when Chemistry begins.

KNOW YOUR CUSTOMER
WELL ENOUGH TO GIVE MORE
— AND BEFORE
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TACTIC 2 -
THE 3 CS: CLEAR.
CONCISE. COMPELLING

We live in the noisiest marketplace in human history. A.L
pumps out ten thousand new messages a second. Every post,
pitch, and product screams for attention — and most die
before they’re even seen.

In this chaos, confusion is death.

The only words that survive hit both
the brain and the gut — instantly. ,,

That’s why Chemistry demands all three: Clear. Concise.
Compelling. Miss one, and the other two won’t save you.

Clarity isn’t decoration — it’s respect. It says, “I value your
time enough to make this simple.”

When your message is sharp enough to cut through noise
and true enough to move them, you don’t just get attention
— you earn belief. Because clarity is empathy. It’s how people
feel understood by your words.

When IncentOne was nothing more than conviction,
I cold-called the ten C.E.O.s of America’s largest health-

MICHAEL DERMER — 45



insurance companies. No deck. No slides. One line:

“In five years, any health plan without a rewards program
like Amex Rewards won’t be able to compete for consumers.”

Seven called back. Five became clients. They didn’t call
because of technology. They called because, in one breath, I
gave them clarity, urgency, and inevitability.

That’s the 3 Cs: truth made visible, simple, and impossible
to ignore.

Every VC said the same thing: “Submit your deck online.
Wait in line.” T didn’t. I said:

“People know what to do for their health. They just don’t do
it. If we reward them, they will. A 1% improvement in health
costs saves S20 billion — and you only pay the reward after the
behavior.”

At 2 am.,, the phone rang. They didn’t call because of a
PowerPoint. They called because the message was clear,
concise, and compelling.

That’s what Chemistry does — it cuts through noise, not
because it’s louder, but because it’s truer.

Advertising legend Lee Clow once argued with Steve Jobs
about messaging. Jobs wanted five points in one ad. Clow
crumpled five sheets of paper and threw them. Jobs caught
none. Then he threw one — Jobs caught it. Clow smiled:
“That’sa good ad”

More messages. Less impact. One message. Connection.

46 — ENTREPRENEUR SURVIVAL GUIDE




Machines can produce copy that’s clear and concise. But
they still can’t make it compelling. Only humans make
someone feel.

WHEN YOU'RE CLEAR, CONCISE,
AND COMPELLING
— PEOPLE BREAK ALL THE RULES TO
\ FIND YOU. \
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TACTIC 3 -
RIDE THE WAVE
OF BELIEF

When you build something new, you’re defining the rules —
and defining is hard. New ideas demand people see the world
differently. They challenge comfort, convention, and control.

Even great ideas die when they must fight disbelief too early.

The smartest entrepreneurs don’t start by swimming
upstream — they start by riding the current.

They connect their new idea to what people already believe
— and let that wave carry them farther than any marketing
campaign ever could.

You don’t have to make people believe something new. You
have to show them what they already believe — and how you
make it real.

When we built IncentOne, everyone believed two things:
1. No one does what they should for their health.
2. Everyone loves rewards.

People already believed both. We didn’t fight to convince
them — we combined them.

“If people don’t do what they should for their health — and
everyone loves rewards — what if we rewarded people for
being healthy?”

48 — ENTREPRENEUR SURVIVAL GUIDE



That’s how we created a new category. We didn’t fight the
current. We used it.

Before Sex and the City, women in pop culture were one
or the other — strong or sexual. The show didn’t invent
independence or desire. It validated that women could be
both. It didn’t ask permission. It reflected what millions
already felt but rarely saw — that ambition, friendship, and
sexuality could coexist.

They didn’t fight society’s discomfort. They rode the
wave of a belief already rising — and turned it into a cultural
movement.

Fifty Shades of Grey didn’t invent desire — it revealed it.
It voiced fantasies people already had but rarely admitted. It
didn’t shock because it created something new. It shocked
because it said what everyone already knew — that what’s
private, hidden, or taboo is profoundly human.

When you tap into what people feel but don’t say out loud,
you ride the strongest current of all. Entrepreneurs can fight
disbelief — or build from the truths people already live by.

That’s the current The Lonely Entrepreneur rides every
day. We didn’t have to convince the world that being an
entrepreneur is lonely. We simply said what everyone
already felt: “We Are All Lonely Entrepreneurs.” And that
truth became our wave.

DON'T FIGHT BELIEF — RIDE IT. BUILD ON

WHAT PEOPLE ALREADY HOLD SACRED,
AND IT WILL CARRY YOU FARTHER
THAN YOU EVER COULD ALONE. \
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TACTIC 4 -
STORIES TELL
THE STORY

Facts inform. Stories transform.

We live in a world drowning in facts, features, and
frameworks — but no one reads the manual anymore. They
scroll, they skim, they decide in seconds whether something
feels right.

Information doesn'’t stick. Stories do. , ,

Story isn’t decoration — it’s the delivery system of belief.
In an age where AL can generate content but not connection,
storytelling is how you make people care.

A good story isn’t what you tell. It’s what they remember
— and retell.

When everything was falling apart — the financial crisis,
the lawsuits, the sleepless nights — I started taking freezing-
cold showers every morning. People thought I was insane.
But it wasn’t about toughness. It was about control.

“I used the daily cold shower to shock myself — so nothing
in business would ever seem impossible.”
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At first fifteen seconds. Then thirty. Then five minutes.
Each morning I’d brace and breathe through the pain. Once I
did that, nothing the day threw at me felt harder.

That’s what story does. It turns the ordinary into a
metaphor for survival.

After selling my company, I was helping someone else with
their business. They said: “Being an entrepreneur is really
lonely” It stuck. Weeks later, walking down a New York street,
I said it out loud: “Lonely Entrepreneur.”

My friend stopped. “Say that again.” We walked into
a Starbucks — packed with people on laptops, grinding
alone. My friend stood up and yelled: “Who here is a lonely
entrepreneur?” Every hand went up.

That was the moment. The Lonely Entrepreneur wasn’t
marketing. It was truth. And in the Age of AL, that loneliness
is sharper than ever — too much to know, too few to trust, no
margin for error.

That’s why story matters. It’s how truth becomes
movement.

NO ONE REMEMBERS INFORMATION.
THEY REMEMBER THE STORY
THAT MADE THEM FEEL.
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TACTIC 5 -
YOU KNOW ME

Chemistry happens when you actually know me.

Most people in business think knowing someone means
remembering their name or title. Real Chemistry starts when
you know me before I tell you. When you know what gets me
a bonus, what gets me fired, and what I secretly want next.

For consumers, it’s knowing what they crave, what they
fear, and what they dream about. It’s not personalization. It’s
precision empathy — reading the room before you’re handed
the manual.

AL can analyze patterns, but it can’t read people. Only you
can look someone in the eye and know what they need before
they speak.

Imagine a bartender who’s known you for years. Some
days they pour rosé before you ask. Others, a dirty martini.
On the hard days — they slide a bourbon across the bar
before you even sit. That’s Chemistry — knowing what
someone needs before they ask.

When people feel that you read them without explanation,
they stop thinking about price or competition. They just
think, “You get me.”

In New York City’s top law firms, young associates land
dream jobs — and within a week they’re working fifteen-
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hour days, answering emails at 2 a.m., wondering what
they’ve signed up for. Then the recruiters start calling. This
was the start to my career in NYC.

Nine out of ten say the same thing: “We can get you a job
across the street.” They know the market, but they don’t
know you. Then there’s the tenth recruiter who says:

“I don’t want to know what you want to do in ten weeks. [
want to know what you want to do in ten years.”

That recruiter isn’t chasing a transaction. They’re building
a relationship. Nine recruiters knew your résumé. One knew
your reality. And that’s the one who built Chemistry.

When you know what people really want — not what
they say they want — everything changes. They stop seeing
you as a vendor or a transaction. They start seeing you as
someone who helps them win.

People don’t stay loyal to companies or brands. They stay
loyal to people who get them.

See the whole picture. Know their pressures, politics, and
personal stakes. Listen for incentives — understand what
gets them promoted or burned out. Ask long-term questions
— “Where do you want to be in ten years?” Show memory
through action — anticipate what they’ll need next, before
they ask.

CHEMISTRY COMES FROM BEING
UNDERSTOOD
BEFORE BEING ASKED
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THE LAST HUMAN ADVANTAGE

You’ve learned the science. You’ve seen the stories. Now
here’s the truth:

It’s not about being liked. It’s about being felt. In a
world where machines can do almost everything faster,
cheaper, and louder, the only thing they can’t replicate is
understanding.

Chemistry is the last human advantage. ,,

AL will replace tasks. It will optimize processes. It will
write your emails and analyze your data. But it will never
replace the moment someone feels seen.

People don’t remember the best product. They remember
the person, the brand, or the business that saw them first.

That’s Chemistry — the moment someone says, “You
get me.” In the Age of AL, this isn’t optional. It’s the only
competitive advantage left.

Chemistry turns attention into attachment. Transactions
into tribes. And business into belief.

Because in a world of infinite noise and artificial
intelligence, connection is the last human advantage.
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OBSESSION
ISN'T OPTIONAL —

BUT IT HAS TO BE




WEAPON 3

OBSESSION

THE ESSENCE OF OBSESSION

In the past, being obsessed made you stand out. Today, it’s
the only reason you have a shot.

It’s the difference between the entrepreneurs who make it
— and the ones who almost do.

It’s the fuel when you have no money, no process, no
brand, no safety net.

It’s the glue that holds everything together when logic says
you should quit.

AL is rewriting entire industries. Millions will lose their
jobs in the next decade. Competition is global, instant, and
merciless. In this new world, obsession isn’t optional — it’s
the entry fee.

THE OBSESSIVE STANDARD

Obsession isn’t about hours. It’s about ownership. It’s not a
burst of motivation — it’s the air you breathe when there’s no
other oxygen.

Most people stop when it hurts. The obsessed keep going
— not because they love pain, but because they can’t accept
the alternative.

58 — ENTREPRENEUR SURVIVAL GUIDE



Obsession means the goal owns you. You think about
it in the shower, on a run, in your sleep. It shapes every
conversation, every dollar, every decision.

There’s no version of greatness without it. You can learn
skills, hire talent, or raise capital — but if you aren’t obsessed,
it all collapses the first time you get hit.

And how do you know when you’ve crossed from
dedication into obsession? In 1964, Supreme Court Justice
Potter Stewart was asked to define pornography. He said he
couldn’t — but he knew it when he saw it.

Employee > Entrepreneur:
“Jennifer is having surgery today so she’ll be out.”

Entrepreneur: “Is she getting general anesthesia? Do you
know what time it will wear off?”

Employee > Entrepreneur:
“Bob has kidney stones, so he’ll be out.”

Entrepreneur: “Do you know what time they expect the
stones to pass?”

Obsession’s the same. You can’t always describe it, but
when you see it — when you feel it — you know.

Everyone else calls it crazy. Entrepreneurs call it Tuesday.

THE TRUTH ABOUT OBSESSION

Raw obsession without direction burns bright — and
burns out.
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Not knowing how to operationalize
obsession can be just as dangerous as
not having it.

Obsession is the human engine — the thing that drives
you to keep building when everything says stop. It turns
chaos into purpose and pressure into fuel.

Anyone who tells you otherwise has never sat in your
shoes.

THE MASTERS OF OBSESSION

Enzo Ferrari obsessed over speed — not the kind in
marketing slogans, but in fractions of a second no one else
could see. He refused to sell cars to people he thought weren’t
worthy. To Ferrari, every car wasn’t a product — it was
perfection. And not everyone deserved it.

Estée Lauder obsessed over touch and fragrance. She stood
in department stores handing women samples with her own
hands — one jar at a time — convinced that if they felt the
cream or smelled the scent, they’d never leave without it.

That kind of obsession once built empires. Today, it just
keeps you in the game.

IN THE AGE OF A.l.,, BEING SMART ISN'T
ENOUGH. BEING FUNDED ISN'T ENOUGH.
BEING LUCKY ISN'T ENOUGH.
YOU MUST BE OBSESSED. \

\
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THE FIVE TACTICS OF OBSESSION

- Tactic 1 — Work-Life Balance Is Bullsh*t
Balance is the myth. Obsession is the requirement.

- Tactic 2 — Obsession with Messaging
One message. One truth. One voice. Repetition with
precision builds belief.

- Tactic 3 — Obsession with Standards
Excellence is non-negotiable. Champions act like
champions before they are champions.

- Tactic 4 — Obsession with Customers
Treat their wins as your oxygen or risk suffocating.

 Tactic 5 — Obsession with Costs
Every dollar. Every day. Control it or it controls you.
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TACTIC 1 -
WORK-LIFE BALANGE
IS BULLSH*T

You don’t build something great by balancing. You build
it by being obsessed. When you don’t have the people, the
money, the process, or the brand, obsession is the glue that
keeps it all together. It’s what makes you show up when
logic says quit. It’s what lets you fight one more round when
everything feels lost.

Work-life balance sounds nice because it feels safe. But
safety doesn’t build companies. It doesn’t create movements.
And it doesn’t bring something new into the world.

Balance gives you rest. Obsession gives you fire. And fire is
what fills the gaps that balance can’t.

What fills the gaps in time when the clock runs out?
Obsession.

What fills the gaps in energy when you’ve already spent it
all? Obsession.

What fills the gaps in creativity when your brain’s empty
but the world still needs more? Obsession.

What fills the gaps in strategy when the plan falls apart
mid-flight? Obsession.
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What fills the gaps in resources when the money’s gone
and the people aren’t enough? Obsession.

What fills the gaps in belief when even you start to doubt?
Obsession.

When you’re building something
from nothing, there will always be
gaps — and obsession is the only thing

big enough to fill them. ,,

During the financial crisis, when IncentOne was hanging
by a thread, I stopped for gas on the way to a meeting that
might keep the lights on. While the tank filled, my mind was
ten miles ahead — running numbers, rehearsing the pitch. I
pulled onto the highway and heard the crack. The nozzle was
still in the car. That’s obsession.

Weeks later, I was driving to a meeting with a new sales
rep doing a ride along. And we were late. My rep turned to
me and asked me to pull over. I said “We can’t. We are late.”
She said, “Pull over.” I did and she leaned out the window and
threw up from motion sickness. She sat back, pale.

You would think I would say to myself, “I hope she’s
okay.” But I didn’t. I thought, “Will she smell like puke in the
meeting?” That’s obsession. It consumes everything but the
mission.

Balance tells you to slow down, to step back, to shut it off.
Obsession never shuts off — it owns you.

Most people stop when it hurts. The obsessed keep going
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— not because they love pain, but because they can’t live
with the alternative.

Obsession shapes every conversation, every dollar, every
decision. It’s the force that fills every gap — until it burns
through you.

But even fire needs release. Because what keeps you
moving is obsession — and what keeps you standing is
learning to let that fire breathe.

WHEN YOU GET BALANCE,
YOU FALL BEHIND
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TACTIC 2 -
OBSESSION WITH
MESSAGING

In today’s cluttered, A.I.-driven world, everyone is
shouting. The ones who win don’t shout louder — they
repeat clearer.

One message. One truth. One voice. That’s how you cut
through noise. That’s how you build belief.

Even when Apple was enormous,
Steve Jobs personally approved

every word — , ,

fonts, phrasing, punctuation, tone. Not for control. For
precision. Because he knew one truth: clarity is culture.

“1,000 songs in your pocket.”
Not “portable digital music device.”

That line wasn’t written by an agency. It was carved by
obsession. Jobs knew every word carried weight — and every
extra one dulled the blade.

When you’re obsessed with messaging, you understand
it’s not marketing — it’s meaning. It’s how you turn fire into
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language the world can feel.

Say less, but sharper. Make every channel sound like one
voice. Never outsource clarity — the leader owns the words.

Repeat it until the world believes what you already know
You can hire people to write, but not to mean it. Meaning
can’t be delegated.

Your message isn’t decoration. It’s the drumbeat — the
rhythm that drives how your team sees itself and how the
world sees you.

“You can build all the health programs you want
— but if you can’t get people to use them, it doesn’t matter.”

That line didn’t describe a product. It described a truth. It
made people stop and nod because they felt it.

“Why isn’t there a one-stop shop for entrepreneurs? Now
there is.”

That’s not copy. That’s conviction. It’s The Lonely
Entrepreneur in a single sentence — simple, bold, undeniable.

A powerful message creates gravity. It doesn’t just inform;
it transforms how people see their world. A powerful message
makes you inevitable.

When you’re obsessed with messaging,
you stop chasing attention and start

building belief. ,,
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Say it. Sharpen it. Repeat it until they can’t forget it.

Your message is the bridge between your obsession and
the world. Without it, your fire never leaves your chest. With
it, the world starts to burn with you.

CLARITY IS THE ONLY FREQUENCY
THAT CUTS THROUGH NOISE.
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TAGTIC 3 -
OBSESSION WITH
STANDARDS

Standards are the backbone of obsession — the invisible
rules that make excellence inevitable. You can have all the
fire in the world, but without standards, obsession burns
out. Standards turn emotion into execution and drive into
discipline.

Champions don’t wait to win before they act like winners.
They practice, prepare, and perform like champions long
before the scoreboard agrees. That’s what standards do
— they make greatness the minimum requirement.

In early-stage organizations, the structures that exist in
larger organizations are lacking. And often this makes us
think that standards are not appropriate. Nothing could be
further from the truth. In the same way that obsession is the
glue that fills the many holes,

standards are what make the bubble

gum and duct tape perform. , ,

Don’t let anyone tell you that standards don’t apply to
every generation, location and resource type.
- A generation (Gen Z, etc.)

MICHAEL DERMER - 71



- A type of resource (employee vs. independent contractor)
« A location of a resource (office, at home, overseas)
« An internal resource vs. a vendor

Many will tell you that standards are different for each
of these groups. Standards are standards or they are not
standards. Standards also don’t bend for generation,
geography, or job title. Excellence doesn’t have a timezone.

If you’re part of the mission, you live the standard
— period. And if someone won’t, it doesn’t make them bad
— it just means they can’t be here. Protecting the mission
sometimes means protecting it from good people who don’t
share the standard.

So what are the standards that matter?

- Ownership. True ownership. What is that? What if they
took your child away if you didn’t get it done? Would you
“own” it? Ownership means everyone feels the outcome
belongs to them. Contractors act like founders. Everyone
feels results in their gut.

« Goals. Goals set the standard of performance. Even if
they are hard to set, set them. And not just any goals.
Goals that reflect your obsession. Safe goals don’t demand
obsession — just effort. Obsessed goals scare you.

- Set a S10 K goal and people give what’s convenient.
- Set it at $10 M and they call C.E.O.s, host events, tap
networks they didn’t know they had.

The size of the goal determines the size of the fire.

- Discipline. I've worked out every day for 38 years
— never missed once. Not for travel. Not exhaustion.

72 — ENTREPRENEUR SURVIVAL GUIDE




Not even on safari in South Africa where I went for an
ill-advised “jog” and almost became lion lunch. That’s
discipline. Discipline turns the extraordinary into the
everyday. It’s showing up with excellence when no one’s
watching. In an obsessed culture, discipline shows up
everywhere: you’re on time, you deliver early, you sweat
every detail.

Obsession is fuel. Ownership is ignition. Goals are a
roadmap. Discipline is an engine.

That’s how champions act like champions before the
world calls them one.

YOU DON'T DEMAND STANDARDS
— YOU LIVE THEM. EXCELLENCE IS
NON-NEGOTIABLE
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TAGTIC 4 -
OBSESSION WITH
CUSTOMERS

It’s not enough to serve your customers. You have to
obsess over them. Service helps them do their jobs better.
Obsession helps them beat their competition.

Service says, “How can I help you?” Obsession says, “How
can I make you unstoppable?”

Fred Smith, founder of FedEx, once
traveled to the North Pole to deliver a
single package for a key client.

He didn’t have to — the company was already massive.
But he understood: obsession isn’t about scale; it’s about
standard.

“If it matters to our customer, it matters to us.”
That’s obsession.

A health-plan client of ours was about to lose one of its
largest employer accounts. Their meeting in Dallas with the
client wasn’t about rewards (our business) — but I flew there

anyway.
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Halfway through the meeting, frustration filled the room. I
jumped in and said,

“Before you decide, you should know this program ranks in
the top five percent for cost savings nationwide when it comes
to rewards.”

The room shifted — from blame to curiosity, from doubt
to partnership. Bloodbath to lovefest. That’s customer
obsession.

What gets them promoted. What gets them fired. What
keeps them up at night. What makes them look brilliant.

Know not only what customers ask
for — know how they win and lose. , ,

When you see the world through their scoreboard — not your
pipeline — you stop selling and start making them better.

Listen harder than anyone else. Anticipate needs before
they ask. Care about their success more than they expect.
Understand their scoreboard better than they do. Make their
competition irrelevant by making them great.

When you operate that way, customers stop being
transactions and start being teammates. They root for you.
They forgive faster. They sell for you.

SERVICE IS WHAT THEY EXPECT.
OBSESSION IS WHAT THEY
\ REMEMBER.
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TAGTIG 5 -
OBSESSION WITH
COSTS

Cost obsession isn’t about frugality — it’s about freedom.
It gives you options when others are out of breath. You can
survive mistakes in marketing or hiring. But if you run out of
cash — you die.

Obsession with costs isn’t about being cheap — it’s about
staying alive long enough to matter.

Cash is the quietest form of power. It’s control. It’s
confidence. It’s oxygen.

At SpaceX, Elon Musk walked the factory floor with
calipers in his hands.

“Why is this so heavy?”

If engineers said, “That’s how rockets are made,” he
replied, “That’s how NASA made them. We’re not NASA.”

They redesigned and cut costs by 90 percent. He didn’t
want it cheaper — he wanted it smarter, lighter, launchable.

Every dollar you waste is a breath you lose.
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Jetf Bezos did the same.

“We can’t ask customers to pay for our desks.”

Early Amazon executives worked
at desks made from doors. ,

That wasn’t about thrift — it was about respect. Obsession
with costs doesn’t mean cutting; it means caring. Every dollar
serves the mission.

When I built my first healthcare company, I lived that
truth. Salespeople shared hotel rooms. I took overnight trains
instead of hotels. Every euro saved was another day alive.
Cash wasn’t a metric — it was oxygen.

Every cost has a story: the office that drains your oxygen,
the agency that invoices more than it delivers, the tool that
multiplies complexity instead of output.

Walk through your business with a scalpel and ask: “Does
this help us win?” If not — it goes. Protect cash, and you
protect choice. And choice is freedom.

EVERY DOLLAR IS OXYGEN. EVERY

EXPENSE IS A CHOICE.
PROTECT BOTH LIKE YOUR NEXT
BREATH DEPENDS ONIT
— BECAUSE IT DOES. \
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THE OBSESSION MANIFESTO

We are all lonely entrepreneurs. And we all carry the same
truth: obsession is essential.

It’s the fire that wakes you at 3 a.m. The balloon ready to
burst. The baby you refuse to call ugly. The cold shower at
4 a.m. reminding you nothing in business can shock you more.

Obsession is messy. It’s irrational.
It’s lonely. But it’s the only thing that

gives you a chance to win. , ,

Because obsession isn’t a strategy — it’s a survival instinct.
It’s what holds everything together when there’s no plan, no
safety net, no second chance.

Structured obsession builds empires. Unfocused
obsession burns people out. You can’t just feel it — you
must build for it.

- Release pressure daily — because obsession without
release explodes.

- Set standards that never bend — because excellence
isn’t situational.

- Own everything you touch — because obsession
doesn’t outsource.

- Speak with one message — because clarity builds
belief.
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- Obsess over customers — because their wins are your
oxygen.

- Protect cash — because oxygen without discipline still
runs out.

That’s how you operationalize obsession. You don’t tame
it — you build systems strong enough to contain it.

AL is changing everything — how we work, sell, think,
and live. The machines will be faster, smarter, tireless. But
they’ll never care.

They’ll never feel the anxiety of payroll, the pride of saving
a client, or the heartbreak of almost losing everything and
rebuilding anyway.

That’s why obsession is the last competitive advantage
that can’t be automated. If you don’t live it, breathe it, and
build around it — you won’t just fall behind. You’ll disappear.

The future belongs to those who can
hold both — the fire and the framework.

The ones who can turn obsession into
execution. , ,

In the Age of AL, being smart isn’t enough. Being funded
isn’t enough. Being lucky isn’t enough. Obsession isn’t a
choice. It’s the cost of greatness.

Obsession is essential.
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YOU WILL
GET PUNCHED
IN THE FAGE.

THE RESILIENT




WEAPON 4

RESILIENGE

“Everyone has a plan until they get punched in the face.”
— Mike Tyson

In the past, if someone wanted to steal your idea, it might
take six months. Now — with A.I. — it takes six minutes.

Technology moves faster than talent. Capital moves faster
than contracts. And the punches come from everywhere
— competitors, markets, machines.

Resilience isn’t a trait anymore. It’s a capability. You build it
the same way you build sales, marketing, or product. Because
in a world that never stops hitting, the skill that keeps you
standing is the one that keeps you alive.

When the financial crisis hit, my company was nearly
destroyed overnight. Contracts vanished. Cash dried up.
Payroll didn’t. It took working twenty-hour days for three
years — with no end in sight. One wrong move, and it was
over.

That’s when I learned: resilience isn’t motivation. It’s
systems.

It’s not a feeling — it’s a framework that lets you keep
moving when logic says stop.

Most people think resilience is grit. It’s not. It’s discipline
under collapse. It’s clarity under chaos. It’s the ability to
perform when your world is burning.
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THE FIVE TACTICS OF RESILIENCE

» Tactic 1 — Not Work-Life Balance: Constant
Obsession + Daily Release

There’s no balance — only intense burn and release.
Empty the tank each day so it doesn’t explode.

- Tactic 2 — Sleep: The Entrepreneur’s Way
Who has time to sleep? No one unless we do it the
entrepreneur’s way. The resilient recover on purpose.

- Tactic 3 — Only Spend Time and Energy on What
You Can Control

Work the problem. Not the emotion.

Energy is currency. Spend it wisely.

- Tactic 4 — Build Systems That Can Take a Punch
Emotion breaks under pressure. Systems don’t.

- Tactic 5 — Don’t Evaluate Your Life in the Middle
of the Fight

When you’re getting hit, perspective disappears.

Stay standing — you can reflect after the bell rings.

Most people think resilience is an attitude. But attitude
alone runs out of gas. True resilience is an aptitude — a set of
skills you can build, measure, and train.

When the next punch comes — and it will — you won’t rise
because you feel strong. You'll rise because you're built for it.

In a world where A.I. moves faster than you ever could,
your ability to bend — but not break — is the one skill they’ll
never automate.
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IT'SNOT A
FEELING — IT'S
A FRAMEWORK

THAT LETS YOU

WHEN LOGIC
SAYS STOP.




TAGTIC 1 -

NOT WORK-LIFE
BALANGE: CONSTANT
OBSESSION + DAILY
RELEASE

Everywhere you look, people preach work-life balance.
Entrepreneurs know that’s bullsh*t.

You don’t build something great by balancing — you build
it by being obsessed. When you don’t have the people, the
money, the process, or the brand, obsession is the glue that
holds it together. It makes you show up when logic says quit.
It lets you fight one more round when everything feels lost.

But obsession alone will burn you alive. To sustain it,
you need a release — every day. A release is anything that
pulls you completely out of your head — the moment you
get lost. When your favorite song comes on and your body
moves before your brain catches up. Not balance. Constant
Obsession. Daily Release.

Release isn’t betrayal of your obsession — it’s what makes
obsession sustainable. It’s the pressure valve that lets you
keep going when everything in you wants to stop. Without it,
obsession breaks you. With it, obsession builds you.
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THE DAILY RELEASE FRAMEWORK

I learned this the hard way — during the collapse, when
twenty-hour days became normal and there was no finish
line. The only way to keep going was to let the pressure out
before it crushed me.

Release isn’t rest — it’s renewal. It’s how you make
resilience sustainable. You can’t just “relax.” You have to
release — to fully empty yourself so you can fill back up.

What matters isn’t what you do, but
that you do it every day.

And one afternoon, I watched my niece and nephew —
three and five years old — for a few hours. Neither cared
about my cash-flow problems. They just wanted to play.

For those moments, it was pure joy. Pure release.

For me: sweat every day at 5 AM. Every day.

Here are a few to choose from. It doesn’t matter which one
you choose as long as you do one every day to let the pressure
out.

Physical Releases — Get Out of Your Head
and Into Your Body

« Lift or train until thought gives way to heartbeat.
« Run, cycle, hike — motion as meditation.
» Box, roll, spar — turn aggression into discipline.
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- Yoga, stretching, breathwork — intensity through
control.

« Cold plunge or sauna — shock and purge.

- Swim, float, immerse — water resets the nervous system.
- Massage — pressure that forces surrender.

- Foot Massage — intense pressure in the right spots.

Creative Releases — Channel Obsession into
Expression

- Music — sing, play, dance, or blast it until you feel again.
« Writing or journaling — dump the noise onto paper.

- Art, design, photography, film — translate emotion into

form.

- Cooking or gardening — creation you can taste or touch.

Connection Releases — Remember Why You Fight

- Play with your kids or your dog — joy without agenda.
« Dinner with family or friends — presence without
performance.

« Mentor someone — gratitude through giving.

Sensory Releases — Full Inmersion, Pure Presence

 Music — rhythm as therapy.

- Sex — intensity that empties the mind.

« Movies and storytelling — lose yourself in another
world.

« Reading fiction — live someone else’s life for an hour.

Mental + Spiritual Releases — Quiet the Noise

« Meditation, prayer — stillness as reset.
- Long walks or drives with no destination.
« Nature — quiet that humbles and re-centers you.
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« Gratitude and faith — remembering you’re more than
the battle.

You can only carry the weight so long before it crushes you.
Release isn’t weakness — it’s survival.

Entrepreneurs don’t seek balance.
They seek rhythm. Obsession. Release.

Obsession. Release. Every day. , ,

That rhythm is how you endure the endless grind without
losing yourself in it. Resilience begins here — learning to let
go before you explode.

Work-life balance is for people chasing comfort. Obsession
and daily release are for people built to survive.
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WORK-LIFE
BALANGE IS FOR
PEOPLE CHASING
COMFORT.

OBSESSION AND
DAILY RELEASE
ARE FOR PEOPLE
BUILT TO




TAGTIC 2 -
SLEEP: THE
ENTREPRENEUR'S WAY

Who has time to sleep? No one — unless you do it the
entrepreneur’s way.

When the crisis hit, my company was almost destroyed
overnight. Contracts vanished. Cash dried up. Payroll still
loomed. For three years we worked twenty-hour days with no
end in sight — and we had to be at our best. One wrong move
and it was over.

One night, a friend looked at me and said, “You look like
sh*t — you need some sleep.” I laughed: “Who has time to
sleep?” That’s when it hit me — sleep couldn’t be a luxury. It
had to become a skill.

THE ENTREPRENEUR'S WAY OF SLEEPING

1. Daily Naps — Micro Reboots

20-30 minutes. Long enough to flush the noise, short
enough to avoid the fog. Couch, car, floor — wherever you
can steal quiet. Each nap buys a few more hours of clarity
and a few more right decisions.

2. Eight Hours Once a Week — Full Recharge
You won'’t get eight every night. Pick one night and force
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it. Mine was Wednesday. Shut it down at 10 p.m., sleep
eight straight. One deep night refuels the week.

3. Sleep on Command — The Shutdown Switch

At 2 am., you can’t fix payroll. But you can protect
tomorrow’s brain. Train this: head hits pillow then sleep.
No guilt. No thinking. Lights out.

Sleep isn’t rest. It’s reloading. You don’t do it to escape —
you do it to perform.

Who has time to sleep? No one — unless
you do it the entrepreneur’s way. , ,
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TACTIC 3 -

ONLY SPEND TIME AND
ENERGY ON WHAT YOU
CAN CONTROL

Work the problem. Not the emotion.

When the oxygen tank exploded on Apollo 13, the mission
changed from exploration to survival. Panic crept in. What-ifs
spiraled. Captain Jim Lovell cut it off:

“There are a hundred things that have to happen in
order. We’re on number eight. You're talking about
ninety-two. Work the problem.”

Translation: Work the problem. If you don’t stay on eight,
you never reach nine.

When my company was collapsing, the same rule applied.
Every day there were ten fires and oxygen for three. If I spent
energy on fear or hypotheticals, we lost ground. If I focused
only on what we could actually move, we survived another
day.

Resilience isn’t unbreakable. It’s directing a scarce energy
budget to the few things that matter — and refusing to fund
anything else.
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THE OPERATING PRINCIPLE

Only spend time and energy on what

you can control. , ,

Not on what might happen. Not on what should have
happened. Not on what someone else ought to do. Time and
energy are your most expensive fuel. Burn them only on
levers that move the ship.

THE APOLLO 13 METHOD —
A FRAMEWORK FOR DAILY SURVIVAL

1. Define the Problem You Can Actually Move (Number
Eight)

Write the problem in one simple sentence. If it includes
other people’s decisions, the economy, or luck — rewrite
it until it’s yours.

2. Control - Influence - Ignore (C-I-I) Triage

Sort every issue into three buckets:

- Control — actions you can execute unilaterally.

» Influence — outcomes you can shape but don’t own.

- Ignore — everything else.

Spend 80% on Control, 20% on Influence, 0% on Ignore.

3. Pick Today’s Three

You'll always have 100 hours of work and 10 hours of time.
Choose three actions that actually move the needle. Do
them in order — no multitasking. When your mind drifts
to #692, say: Back to eight.
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4. Plan > Execute Until Complete

Create the plan. Then stop replanning. In chaos, constant
replanning is procrastination wearing a spreadsheet.
Execute twice a day in focused sprints.

5. Kill Doom Loops on Sight

“What if we lose the deal?” “What if payroll bounces?” If a
thought doesn’t change today’s actions, park it on a Worry
List and return to number eight.

6. Protect the Energy Budget
Every yes steals fuel. Shorten meetings, default to no,
batch communication, and sleep the Entrepreneur’s Way.

7. Win Inches, Not Movies

Resilience is inches: close one blocker, ship one fix, get
one invoice paid. Stack inches until momentum returns.

WHAT THIS LOOKS LIKE
« Cash crunch: Don’t forecast disaster. Call five customers
who owe you today. Renegotiate one vendor today.

Convert idle assets today.

- Product delays: Stop rewriting the roadmap. Ship the
smallest shippable unit that helps one customer today.

- Slipping deal: Stop perfecting the deck. Book the
meeting, confirm next steps, send a price in writing today.

Work the problem. Stay on number eight. If it isn’t in your
Control or Influence bucket, it doesn’t get your fuel.
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WHEN THE
WORLD
COLLAPSES,

PROCESS
KEEPS YOU




TACGTIC 4 -
BUILD SYSTEMS THAT
CAN TAKE A PUNCH

When the crisis hit, it felt like a tsunami. Every day another
customer folded. Every night another spreadsheet of bad
news. The market was chaos — the rules kept changing —
and everything that used to work stopped.

Today, the same thing is happening again — only
faster. A.I. moves at lightning speed. Entire industries shift
overnight. The tools we relied on yesterday become obsolete
tomorrow. You can’t control the storm — but you can build
systems that take the waves.

STRUCTURE CREATES STABILITY

When everything around you is collapsing, process is
oxygen. The more chaotic the world gets, the more structure
you need — not bureaucracy, rhythm.

Long before the crisis, we built discipline into the business:
weekly meetings across every key function — sales,
marketing, operations, money — each with a clear agenda,
clear KPIs, clear accountability.

When the tsunami came, those systems became armor. We
didn’t invent new meetings — we compressed the rhythm.
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Weekly one-hours became fifteen-minute daily huddles
when we needed them most. Same time. Same format. Same
focus.

Each huddle followed ruthless structure:

- Performance vs. Goals — where are we today?

« KPIs — what numbers tell us we’re alive or bleeding?
- Action Items — what must move before tomorrow?
- Attention Items — what’s breaking that needs a fix?

Fifteen minutes. No stories. No slides. No excuses. Just
facts, accountability, forward motion.

SYSTEMS BUILD RESILIENCE

Resilience isn’t just emotional toughness. It’s operational
discipline — the ability to keep functioning when everything
is on fire.

In an A.L-accelerated world, fires spread faster than ever.

« Meeting Rhythm — weekly > daily huddles
when speed matters. Ritual creates accountability;
accountability beats panic.

- One Dashboard for Truth — sales, cash, deliverables
— updated daily. One source of truth or you die by rumor.

- Tight Decision Loops — Define > Decide > Document >
Move. The loop must run faster just to stay even.

- Redundancy for the Critical Few — map the five things
that can kill you and assign backups. No single point of
failure.
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- Written Playbooks — for every recurring task. When
you can’t think straight, process thinks for you.

- Post-Mortems Without Emotion — ten minutes: what
worked, what failed, what changes. No judgment — just
iteration.

Build systems before you need
them. You can’t pour a foundation in a
hurricane. , ,

Lock your rhythm. Build the dashboard. Create
redundancy. Write the plays. Train the team.

When the world collapses — market crash or AL
shockwave — it’s not the strongest who survive. It’s the
structured.

Systemized survival. When the tsunami comes, emotion
won’t save you. Systems will.
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TACGTIC 5 -
DON'T EVALUATE YOUR
LIFE IN THE MIDDLE OF
THE FIGHT

After every championship bout, Jim Lampley asks the
winner: “What’s next — are you going to retire?” Fresh from
two hours of punches, the champ grins: “Of course I'm going
to retire.” Two weeks later — rested, repaired, hungry — that
same fighter is back promising he’s nowhere near done.

You can’t decide how you feel about your life while you’re
still in the ring.
WHAT WE FEEL

This is much harder than I thought. When things go
wrong, the mind wanders: Why am I doing this? Am I cut out

forit? Am I happy?

Entrepreneurs hit moments when the gears grind and the
questions start:

What am I doing? I never sleep. Everyone thinks I'm crazy.
My family barely sees me.

Ask any entrepreneur under truth serum how often it
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happens: at least once a week — and always after ten hard
rounds, never after a win.

WHY EVALUATING MID-FIGHT DESTROYS YOU

» It drains the fuel you need to move forward. Deep
questions steal energy from the tasks that actually fix the
problem.

- It warps judgment. Exhaustion makes everything look
worse. The grass seems greener everywhere else.

- It leads to bad decisions. Mid-fight you can’t tell venting
from quitting. You can’t evaluate whether — or how — to
fight while you’re still getting hit.

HOW TO EVALUATE WITHOUT
SELF-DESTRUCTING

» Schedule Reflection — every two weeks, block two
quiet hours. Be brutally honest.

- Ask Four Questions: Am I happy? Do I still feel energy
from progress? Is the pressure worth the sacrifice? What
drains me that I can stop or delegate? Do I still want to be
the builder — or the visionary?

« Keep a Worry List — when thoughts hit mid-week,
park them. Empty them during the check-in. Most will
have shrunk.

- Impose a 24-Hour Rule — no major decisions within
24 hours of a major hit or win. Eat. Sleep. Then decide.
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- Experiment, Don’t Overhaul — end with one 14-day
experiment. Small test, not a grand reinvention.

Stand first. Assess later. Mid-fight, adrenaline lies. After
the bell, truth speaks.
THE REAL DEFINITION OF RESILIENCE

Most people think resilience is an attitude — grit, will, the
“never quit” speech. Attitude matters. Without it, you don’t

make it into the ring.

But attitude alone runs out of gas. The hits get harder. The
nights get longer. Willpower burns out.

Real resilience isn’t just attitude
— it’s aptitude. It’s a set of skills and

systems that keep you moving when
motivation fails: , ,

- The meetings that keep you focused.

« The sleep that keeps you sharp.

« The release that lets you breathe.

« The discipline to work the problem, not the panic.
- The awareness to stand before you assess.

When you combine the attitude to endure with the
aptitude to execute, you become more than tough — you
become unbreakable.

Resilience isn’t just the ability to take a punch. It’s the skill
to keep standing long enough to win the fight.
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IF YOU DON'T
STRETCH,

YOUR CEILING
BECOMES YOUR




WEAPON 5

STRETCH YOUR LIMITS

WHAT WE FEEL

“I can’t do more.” “I’'ve done everything I can.” “This
should be working by now.”

Every entrepreneur hits the ceiling. You've obsessed,
sacrificed, done everything that used to work — and it’s
no longer enough. Now A.I. moves faster than instinct. It
rewrites the playbook in real-time. What you mastered
yesterday becomes irrelevant tomorrow.

That’s the moment that separates survivors from statistics
— because the difference between those who plateau and
those who endure isn’t more time, money, or luck. It’s the
ability to stretch.

THE ROLE OF STRETCHING

Stretching isn’t motivation — it’s survival. It’s the
discipline of pushing past what your current self can handle
and building a new version that can.

Every weapon before this — Playground, Chemistry,
Obsession, Resilience — prepared you for this one. But here,
the rules change. You’re no longer just competing; you're
evolving. You're fighting the physics of time, fatigue, and
automation.

If you don’t stretch, what once made you successful
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becomes what traps you — your ceiling turns into your

coffin.
cycles, amplifies competition, and exposes
every inefficiency, stretch can’t be an event.

It has to be an identity. ,,

THE FIVE TACTICS OF STRETCH

To win in a world where A.I. compresses

Tactic 1 — Stretch the Mind
When rules stop working, make new ones.

Tactic 2 — Stretch the Body
Stamina outlasts the chaos of being an entrepreneur.

Tactic 3 — Stretch Your Skills
New capabilities are a must. Those who stop learning start
losing.

Tactic 4 — Stretch the Team
When the team rises, the potential of your business sets

new ceilings.

Tactic 5 — Stretch Time
Bend the 24 hours until they serve you.

Stretching is how you evolve from entrepreneur to
organism — adapting faster than the world can break you.
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FRAMING THE WEAPON

Stretch isn’t about working harder; it’s about redefining
what “harder” even means. It turns pressure into capacity,
discomfort into muscle, and exhaustion into evolution.

Most people hit the ceiling and stop. Survivors hit the
ceiling — and learn to breathe there. Because in a world
reshaped by A.L, those who endure aren’t the ones who know
the most — they’re the ones who can stretch the farthest.

Next: Every kind of stretch begins in the same place

— between your ears. Let’s start with the first tactic:
Stretch the Mind — There’s Always a Way.
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TACGTIG 1 -
STRETCGH THE MIND:
THERE'S ALWAYS

A WAY!

WHAT WE FEEL

“We don’t have the money.” “We don’t have the people.”
“We don’t have the time.”

Every entrepreneur hits that wall — when logic says
stop and exhaustion whispers quit. We may lack capital
and resources, but what we never lack is the ability to think
differently.

Because when survival’s on the line,
creativity becomes currency — and that’s
why the ones who make it all share the
same mantra: There’s Always a Way. ,,

THE RULE OF SURVIVAL
— MAKE IT UP

During the financial crisis, everything collapsed — clients,
markets, banks. If we followed the rules, we were dead.
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[ told my team:

“If we do what everyone else does, we’re done.

This isn’t a recession — it’s a tsunami and we are sitting on
the beach reading the paper. You have to move — now.”

My instructions were simple:
“Don’t kill anyone. Don’t break any laws.
Other than that — make it up.”

Because in chaos, normal doesn’t work. In survival mode,
creativity isn’t an asset — it’s oxygen. That became our code:
no rules except survival. If we followed the same playbook as
everyone else, we'd be another casualty in the pile.

THE APPLEBEE'S MIRACLE

When the crisis hit, my company — IncentOne — owed
$15 million in rewards and had S$1 million in cash. Every
spreadsheet said “game over.”

But survival doesn’t live in spreadsheets — it lives in
stretch.

We’d been buying Applebee’s gift cards at 80 cents on the
dollar. We went to their corporate group and asked to buy
them for 20 or 30 or 40. They said no. So we went local —
straight to a New Jersey Applebee’s.

I walked into a local Applebee’s and said, “We would like to
buy $50,000 of gift cards. In reality, I had to buy S1 million in
the next 60 days. The 18-year-old at the stand said, “That’s
great. We have a contest where the restaurant that sells the
most nationwide can send their whole staff to Hawaii.” I
asked them how much they needed to sell to win. They said
the year before it was $27,000.
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By the time I was done talking to them, we were not paying
80 or 60 or 40 or 20 cents on the dollar. We were paying 5
cents. What cost us S1 million now costs us $50,000.

We went to every retailer on Route 17 and did the same
thing. When we were done, the $15 million cost us $900,000.
We had $1 million in cash.

That’s how you turn S1 million

into $15 million — with $100,000 to
spare.

That wasn’t luck. That was stretch — the refusal to accept
the ceiling. The belief that There’s Always a Way.

HOBOKEN
— “THERE'S ALWAYS A WAY" IN ACTION

It was 6 a.m. in Hoboken. I had 30 minutes to catch a flight
from Newark after oversleeping. Between me and the airport:
a maze of one-way streets and stop signs.

If T followed every rule, I'd miss the plane. So I did what
entrepreneurs do when time runs out — I found another way.

I drove the wrong way down one-way streets — because
going the wrong way meant I could see every car coming.
I could run every stop sign safely. Every block was a
calculation. Every turn was a risk.

But it worked. I made the flight. That’s what stretching the
mind looks like in real life — not reckless, just relentlessly
resourceful. When the system is designed to slow you down,
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you don’t freeze — you find a route no one else sees. Because
There’s Always a Way.

THE LAW OF STRETCHING THE MIND

The greatest entrepreneurs don’t think differently because
they want to — they think differently because they have to.

You can’t always buy your way out. You can’t always hire
your way out. But you can think your way out.

Stretching the mind isn’t blind optimism — it’s disciplined
defiance. It’s the refusal to accept the obvious and the courage
to invent under pressure.

When the world says “no,” the
entrepreneur’s mind whispers, “Maybe

the rules are wrong.” , ,

When others see limits, you see angles. When others see
endings, you see openings.

AL will automate the predictable. Your job is to make sure
your thinking never is.

Because the entrepreneur’s mind isn’t logical — it’s elastic.
And the more it’s stretched, the stronger it gets.

In the fight for survival, money runs out. Time runs out.
People give up. But the entrepreneur’s mind never stops
searching for the crack in the wall — the opening everyone
else missed.
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In the end, survival doesn’t belong to those with the most
capital. It belongs to those with the most creativity.

You will run out of money. You will
run out of time. You will run out of help.
But you will never run out of ways —

as long as you stretch your mind beyond
what logic allows. , ,

When others see the end, the entrepreneur smiles and
says — “There’s Always a Way.”
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TACTIC 2 -
STRETCGH THE BODY:
BEYOND LIMITS

Stamina outlasts the chaos of being an entrepreneur.

WHAT WE FEEL
“Im tired.” “I can’t keep this pace.” “I just need a break.”

Every entrepreneur says it — and every one of them is
right... until they realize they don’t have that luxury. Survival
doesn’t care how tired you are.

When you’re leading, building, or saving something that
matters, the body becomes your last line of defense. You can’t
think clearly, sell passionately, or lead effectively if your body
quits before your will does.

That’s why great entrepreneurs don’t just stretch their
minds — they stretch their bodies.

BASEBALL WITHOUT GLOVES

When I was in college, I insisted on doing fielding drills
without a glove. Every ground ball stung. Every catch left red
marks.

But after a few weeks, the pain faded. My reflexes
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sharpened. My confidence exploded. If you can field without
a glove, everything with a glove feels easy.

That’s what it means to stretch the body — you remove
comfort until excellence becomes instinct. You stop chasing
strength and start building it.

THE COLLAPSE — AND THE COLD SHOWER
Take a five-minute cold shower. Every day. I did.

When everything was falling apart — the financial crisis,
IncentOne on the edge, sleepless nights wondering if we’d
make it — I needed a way to shock myself back into control.

Every morning I woke up with a weight on my chest — the
kind that steals your breath before the day even begins. If I
didn’t find a way to command myself, I was going to drown
in that feeling.

So I turned the knob all the way to cold — and stepped
in.The first morning, I lasted ten seconds. It felt like knives
cutting through my skin. My body screamed to get out.

The next day, I did it again. Ten seconds became thirty.
Thirty became a minute. Then two. Then five.

Five minutes. Every day. Proof. Control. Reset. By the
time I stepped out, I wasn’t shaking — I was calm. Clear.
Centered.

If I could survive that every morning, nothing in business
could touch me. That’s what stretching the body means
— you don’t train for comfort. You train for control.
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THE LONG GAME — 38 YEARS, NO EXCUSES

For 38 years, I've worked out every
single day. Not most days — every day.

I've eaten no carbs for 32 years. ,,

And I can still drop into a full split. Put me in a yoga class
with 50 women, and I’ll be more flexible than 49 of them.
That’s not normal for a guy — but that’s what happens when
you stretch your body, literally and figuratively.

People call it discipline. It’s not discipline — it’s design.
When you train daily, you remove the option to be weak. You
don’t decide whether to work out; you decided decades ago.
And that’s freedom.

The entrepreneur’s world is chaos. Your body is the one
thing you can control — the one thing that has to show up
no matter what.

THE NEW AGE OF DISCOMFORT

The world is just catching up to what entrepreneurs have
always known: discomfort is the new currency.

The cold-plunge craze isn’t about ice — it’s about
command.

David Goggins runs 100-mile races on broken legs to
remind himself pain doesn’t define him.

Wim Hof breathes through frozen lakes because calm
beats cold.

Serena Williams won a Grand Slam pregnant.

Tom Brady trained like 25 at 44.
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They all prove the same thing: the body doesn’t set your
limit — comfort does.

THE STRETCH PRINCIPLE

You can’t stretch your limits if your body breaks every
time the world bends. Your body must become your proof
— the physical evidence that your will is stronger than your
fatigue.

When the clock hits midnight and the deal’s not done
— your body keeps you awake.

When the cash dries up and the team’s scared — your body
gives you the strength to smile anyway.

When the pressure mounts and your chest is tight — your
body keeps you calm enough to think.

That’s the weapon you’re building when you stretch the
body — a foundation that doesn’t flinch. You can teach
strategy. You can learn finance. You can hire talent. But you
can’t fake stamina.

You don’t stretch the body to show strength — you stretch
it to earn it. Every day. Every cold shower. Every workout
when no one’s watching. Every moment when your body
says stop and you say go.

Because when the world hits hard, you’ll already be used
to discomfort. You won’t panic. You’ll breathe. You’ll move.
You'll stretch. And when everyone else is exhausted,
you’ll still be standing — because you built a body that bends
but never breaks.

Stretch the body — because if you can control your
body, you can control your world.
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TACTIC 3 -
STRETCGH YOUR
SKILLS: INCLUDING
SOME THAT SEEM
COUNTERINTUITIVE

New capabilities are a must. Those who stop learning start
losing.

WHAT WE FEEL

“I'don’t know how to do that.” “That’s not my skill set.”
“I’ll just hire someone for that.”

You can’t master everything — but you can’t afford to be
blind.

Every entrepreneur hits this wall — the wall built from
everything they don’t know. And that wall is getting higher
every day. Because the skills that once made you successful
aren’t enough anymore. You have to keep learning — not
just the obvious skills, but the ones that surprise you. The
ones that make you uncomfortable. The ones you thought
you’d never need — but now can’t afford to ignore.

114 — ENTREPRENEUR SURVIVAL GUIDE



Al WON'T
REPLACE
ENTREPRENEURS.
BUT

ENTREPRENEURS
WHO USE A.1.




Yes, that means mastering A.I. — but also stretching into
new abilities that challenge how you think, lead, and build.
Stretching your skills isn’t about knowing everything. It’s
about refusing to stay blind to the things that control your
future.

MASTER A.L

You have to master A.L It’s not a gadget. It’s the next
industrial revolution — and it’s happening right now. If
you don’t learn it, it will outrun you. If you master it, it will
multiply you.

A1 won’t replace entrepreneurs. But entrepreneurs who
use A.I will replace the ones who don’t.

Stop saying you’re “not technical.” Stop saying you’ll “hire
someone who gets it.” You're the entrepreneur — you’re
supposed to get it. A.I. can make every system faster, smarter,
cheaper — but only if you understand it.

You don’t need to code. You just need to think with it.
Master A.I. — or it will master you.
KNOW ENOUGH TO KNOW — THE DIFFERENCE
BETWEEN A BUSINESS AND A SKILL

A skill creates value. A business captures it.

If you only master your craft, you’ll work hard forever
— and still lose to someone who understands how it makes

money.

A chef who can cook but doesn’t know food costs runs
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chaos, not a restaurant. A designer who can create but can’t
price their work owns a hobby, not a studio. A doctor who
can heal but can’t manage billing or scheduling runs stress,
not a practice.

You don’t need to be the mechanic — but you’d better
know what a healthy engine sounds like.

If you want to survive, understand the foundations:

« Goals & Metrics — What does success look like?

» Money — How do margins and cash flow actually work?

- Strategy — Why would anyone choose you?

- Process — How do you deliver consistently?

- People — Who does what, and who’s accountable?

If you don’t know these, your business owns you. If you do,

you own it.
KNOW WHAT YOU KNOW
— AND WHAT YOU DON'T

Every entrepreneur lives inside four truths:

« What You Know — Use it to move fast.

« What You Don’t Know — Admit it quickly and get help.
Ignorance isn’t weakness — denial is.

« What You’re Good At — Double down, but don’t hide
behind it.

- What You’re Not Good At — Understand it well enough
to manage it.
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Self-awareness isn’t soft — it’s structure. When you know
your blind spots, you can fill them. When you don'’t, they
fill you. The goal isn’t to know everything — it’s to know
enough to never be blind in your own business.

EGO AND HUMILITY

Ego builds. Humility scales.

When I launched a company that rewarded people for
being healthy, an industry executive laughed and said,
“No one will ever pay people to be healthy.” I told him, “With
all due respect, you control one-sixth of all dollars in the
U.S. — and you’ve been screwing it up for decades. Why
wouldn’t we try something new?”

You need ego to do something new

— especially when the world tells you
not to.

That’s ego — the belief you can do what others think is
impossible. But ego can’t run the company forever.

“ Once you've proven you can build,
humility is how you grow. It lets you
ask for help sooner, hire better,
and listen faster.

It reminds you your job isn’t to have all the answers — it’s
to find them.

Ego builds walls. Humility builds capacity. Replace pride
with curiosity — and your learning curve becomes your
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competitive edge.

PROCESS IS NOT A DIRTY WORD

Entrepreneurs love chaos — but chaos doesn’t scale.
Process isn’t bureaucracy. It’s clarity. It turns chaos into
consistency.

If you don’t stretch your skills to understand systems,
your business won’t grow — it’ll just become a faster version
of confusion. Process doesn’t kill creativity. It protects it —
making brilliance show up every day, not just on the days
you feel inspired.

FROM FOUNDER TO C.E.O.

If your business revolves around you, gravity will
eventually give out.

“ When every decision, deal, and
direction depends on you, you’ve built
a solar system with one sun.

When that sun burns out, everything freezes.

You have to build systems — roles, processes,
accountability — that make the company spin on its own.
That’s the shift from founder to C.E.O.

The founder creates momentum through force. The
C.E.O. sustains it through design. The founder works in the

business. The C.E.O. works on it. It’s not a change in ambition
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— it’s a change in altitude.

DOING IT ALL ISN'T DEDICATION
— IT'S BAD LEADERSHIP

Entrepreneurs wear exhaustion like armor. They think the
more they do, the more dedicated they look.

But doing it all isn’t dedication — it’s bad leadership.

If the business only works
when you touch everything, you don’t

have a company — you have a cage. ,,

They say things like, “I just can’t delegate,” as if that’s
noble. It’s not. It’s a failure of structure. If you constantly
have to lean in, it’s not heroism — it’s proof you don’t have
the right people or the right process. Diving in doesn’t make
you a great C.E.O. It proves you’re being a bad one.

NO ONE CARES AS MUCH AS YOU DO

Every founder eventually says, “No one cares as much as I
do.” They’re right — and it doesn’t matter.

Your team didn’t mortgage their homes for this. They
don’t wake up at 3 a.m. thinking about payroll.

Stop trying to make them care like you. Start building
systems that make them perform like you.

They can’t think like you — unless you teach them how.

120 — ENTREPRENEUR SURVIVAL GUIDE



Build the processes, tools, and training that transfer what’s
in your head into something they can use.

You can’t scale passion. You can scale process. Leadership
begins when you replace emotion with expectation — and
insight with infrastructure.

EVERYONE SUCKS...
UNTIL YOU SET THEM UP TO SUCCEED

Most people don’t fail because they don’t care. They fail
because you didn’t make it easy to win.

A team without process is built to disappoint you. Define
roles. Set metrics. Show what excellence looks like.

You can’t demand accountability if you never designed it.
Build structure first — then expect performance. Even great
people suck until you build the environment that lets them
win.

THE LAW OF STRETCHING YOUR SKILLS

Stretching your skills doesn’t mean mastering everything.
It means refusing to be blind in your own business.

Know what you know — and what you don’t. Know what
you’re good at — and what you’re not. Then fill the gaps with
people and systems instead of ego.

Stretch your skills — especially the ones that feel
counterintuitive.

MICHAEL DERMER - 121



YOU DON'T

NEED T0 BE

THE EXPERT

IN EVERYTHING —

JUST THE ONE

WHO
T0 LEAD
EVERYTHING.




TACTIG 4 -

STRETCH THE TEAM:
DEMAND NEW CEILINGS
FROM THEM

When the team rises, the potential of your business sets
new ceilings.

WHAT WE FEEL

“If I don’t push, nothing happens.” “Why do I have to do
everything?” “No one cares as much as I do.”

If you’re the only one growing, your team becomes your
ceiling.

Every entrepreneur hits that point — when your team’s
pace lags behind your ambition. Stretching the team isn’t
about working harder for them. It’s about raising their ceiling
— with clarity, ownership, and systems that make them as
relentless as you are. Because if you’re the only one growing,
your team becomes your ceiling.

FROM 5S TO 7S — RAISING THE CORE PERFORMERS

Not everyone has the same ceiling — pretending they do is
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how growth stalls.

Rule to live by:

“ You can stretch a 7 into an 8 or 9
— they already want it. But you can’t turn

a5intoa7 Don't try. ,,

Trying to stretch everyone equally is like putting premium
gas in a car with three tires — it doesn’t make it go faster; it
just makes the ride bumpier.

If you spend your energy pulling 5s up, you’ll burn out.
Your job isn’t to carry those who can’t; it’s to build around
those who can. Get rid of the 5s and find the 7s to invest in.

OWNERS VS. DOERS

Entrepreneurs are tempted to hire doers — people who
check boxes — because they’re used to doing everything
themselves. It feels safer. Faster. Familiar.

But doers can’t carry a company. Owners can.

A doer waits for direction. An owner drives outcomes. A
doer asks, “What do you want me to do?” An owner asks,
“What are we trying to accomplish?”

‘ ‘ Doers need clarity. Owners create clarity.

A doer executes a task. An owner drives
a business goal and that’s what you
need.
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You’ll know you’ve built owners when they stop waiting
for your direction — and start creating their own.

SET VALUES THAT ARE NON-NEGOTIABLE

Culture isn’t built on slogans — it’s built on standards.
Strong teams don’t just share goals; they share
non-negotiable values that govern every stretch:

« Accountability — Own results, not excuses.

- Teamwork — Win together. Lose together.

- Candor — Speak truth early; avoid apologies later.
- Discipline — Consistency beats brilliance.

When these values are clear — and lived, not laminated
— they create a culture that polices itself. A team without
standards drifts. A team with them accelerates.

SET GOALS THAT REFLECT THE STRETCH

Don’t set goals that can be reached by working harder. Set
goals that force people to think differently.

An accounting firm aiming to grow from $10 million to
$25 million might say, “There’s no way we can do that with
our current team.” The wrong move is to grind harder. The
right move is to think differently — “What if we bought
another firm?”

That’s what stretch goals do — they shift the conversation
from effort to imagination. They make you rethink how you
hire, structure, and operate. They demand creativity, not just
capacity.
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Goals show what winning looks like. Values show how to
win. Together, they create culture.

THE LAW OF STRETCHING THE TEAM

If your standards rise faster than your team’s, you’ll
outgrow them. If their standards rise with yours, you’ll grow
together.

Stretching the team means raising
expectations until they become culture
— turning passion into process and

accountability into autonomy:. , ,

When you’re the only one carrying the fire, you burn out.
When your team carries it with you, you build something
sustainable.

You can’t scale passion. You can only scale performance.

Stretch your team until they can carry what used to
depend on you. Turn emotion into process, standards into
structure, and expectations into execution. Because when
your team rises, you rise — and the ceiling moves with you.
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TACGTIG 5 -

STRETCH TIME: BEND
THE 24 HOURS UNTIL
THEY SERVE YOU

You don’t need a 30-hour day — you need to master the 10
hours that matter.

Every entrepreneur is waiting

for the next great invention — the
30-hour day. , ,

We joke about it, but we secretly believe it.

We tell ourselves that if we just had a few more hours, we
could finally catch up — finish the work, answer the emails,
solve the problems, sleep. But even if you got those extra six
hours, you’d fill them with the same noise you already have.

Time doesn’t stretch for you. You have to stretch for it.

100 HOURS OF WORK AND 10 HOURS OF TIME

Every entrepreneur has 100 hours of work and 10 hours of
real-time. That’s the math of the job.
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You’'ll never get to everything — and you’re not supposed
to. You don’t get more hours. You get better use of them.

1. Set Strategic Priorities

You can’t chase every opportunity. You have to decide
what truly matters to the business — the three big
objectives that move it forward.

I know you think you can’t prioritize — that you have to
do everything. But that’s not leadership. That’s a race to
the bottom.

Most entrepreneurs confuse activity with progress. They
fill their days with motion instead of momentum. Pick
three strategic priorities for the next 90 days — the ones
that define success. If you focus your team on those, you’ll
make real progress. If you chase everything, you’ll just
make noise.

2. Manage the 10 Hours — Do the Three, Not the 97
Every entrepreneur wakes up to 100 demands, 100 fires,
100 distractions. But only a few of them actually move the
business forward.

If you try to do 100 things, you’ll
finish none. If you pick the three that
truly matter and crush those, you’ll
move forward — and the rest won’t

matter nearly as much as you think. , ,

Each morning, ask: “If I could only accomplish three
things today, which would truly move the business?”
Because if you don’t get to those three, you certainly
won’t get to the other ninety-seven. And if you spend
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your day chasing the hundred, you’ll burn out and stay
stuck.

3. Do the Hardest Thing First

Start your day by conquering resistance. Do the hardest,
most important thing first — not after meetings, not after
email. If you win the morning, you win the day.

Comfort doesn’t create momentum. Courage does.

4. Build Process — Even for Yourself

Process isn’t bureaucracy. It’s design. Have a system for
planning your week, starting your morning, and shutting
down your day. Block time for deep work. Batch tasks.
Review and reset daily.

Structure doesn’t kill creativity — it protects it.

5. Use A.L as a Force Multiplier

If a task can be learned, it can be automated. From
research to writing to analysis, A.L can turn hours into
minutes.

Let A.L draft what you edit. Let A.I. research what you
refine. Let A.L. organize what you decide. You bring the
judgment. AL brings the speed.

If you're still doing manually what a machine can do
in seconds, you’re not showing grit — you’re wasting
greatness. Stretch your time by stretching your tools.

6. Shut Off the Noise

You can’t stretch time if you let the world interrupt

you every five minutes. Your phone, your inbox, your
notifications — they don’t just steal attention, they steal
momentum.
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Every ping costs you re-entry time. Every distraction
breaks your rhythm. Turn off notifications. Close your
email. Put your phone across the room. Multitasking isn’t
mastery — it’s a tax on focus.

THE LAW OF STRETCHING TIME

You can’t make more time — but you can decide what
your time makes.

The entrepreneur’s job isn’t to chase hours — it’s to
design leverage. Stretching time isn’t about speed. It’s
about intention. It’s how you make sure your 10 hours go to
momentum, not motion.

When you pick the right priorities, do the three instead of
the hundred, build process, use technology, and protect your
focus — you turn 10 hours into 100 hours of impact. That’s
the real math of time.

You don’t stretch time by doing more. You stretch it by
designing it to serve you.

There will never be enough hours — but there will always
be enough clarity.

Stretch time — because the clock isn’t your enemy. It’s
your advantage.

STRETCH YOUR LIMITS — THE FINAL TRUTH

You don’t get to stay who you are. Not anymore. The world is
changing faster than any of us can keep up. A.L, automation,
speed, expectations — everything is accelerating.
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If you don’t stretch, you snap. You can’t outwork the
machines. You can’t outpace the noise. You can only outgrow
your limits.

Stretching isn’t optional — it’s survival. Because the
moment you stop stretching, you start shrinking. And in
this world, shrinking doesn’t mean standing still — it means
disappearing.

The next generation of entrepreneurs won’t win because
they’re smarter. They’ll win because they’re more adaptable.
They’ll bend. They’ll break patterns. They’ll evolve faster
than the world can pressure them.

That’s the new game. And it’s not fair — it’s true.

You don’t stretch because it’s inspiring. You stretch
because it’s the only way to stay alive in business and sane in
life.

Stretch your Mind — until it finds new ideas.

Stretch your Body — until it finds new energy.

Stretch your Skills — until nothing intimidates you.
Stretch your Team — until they outgrow you.

Stretch your Time — until every minute bends to your will.

Because the world isn’t slowing down. And survival now
belongs to those who do what others won’t — and become

what others can’t.

If you don’t stretch, you don’t survive. If you do, you don’t
just survive — you create what’s next.
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WEAPON 6

A.l

Al is the modern entrepreneur’s leverage. It automates
motion, amplifies intelligence, and levels battlefields once
reserved for giants. But survival doesn’t come from tools — it
comes from how you use them.

AL isn’t just about disruption or innovation. It’s
about using intelligence to run core functions better —
accounting, marketing, HR, operations — and build new
functions smarter — forecasting, decision-making, content
creation, automation. It helps you do the work you already
do faster, cheaper, and more accurately — while unlocking
capabilities you never had before.

THE FIVE TACTICS OF ALl

- Tactic 1 — A.L for Revenue

Sell smarter and faster with data-driven precision.
- Tactic 2 — A.L for Cost Savings

Spend less. Save time. Scale profit.

- Tactic 3 — A.L for Speed to Market

Get there first. Get there faster.

- Tactic 4 — A.L for Decision-Making

From data to decision — faster, clearer, smarter.

» Tactic 5 — A.L for Content & Brand

Scale your voice, presence, and consistency across every
channel.

AL intelligence is how you turn automation into advantage
— running core functions better and building new functions
smarter.
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TACTIC 1 -
A.l. FOR REVENUE

PURPOSE

To turn A.L into your 24/7 growth
engine — finding, converting, and keeping
customers faster than human capacity ever
could.

CORE PRINCIPLE

Revenue follows relevance. Al gives you the ability to see
and serve the right person, at the right moment, with the
right message — automatically and at scale. It doesn’t replace
selling. It replaces wasted motion.

AL transforms how you grow — helping you run your
sales engine better and build your growth machine
smarter.

USE CASES

Core Applications — Run Your Growth Engine Better

- Lead Identification: Use A.I to score leads, surface
buying intent, and focus time on high-probability targets.
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- Personalized Outreach: Auto-write emails, InMails, and
videos tailored to each prospect.

- CRM Hygiene: Eliminate admin work — data entry,
reminders, and follow-ups happen automatically.

- Proposal Generation: Auto-build quotes, presentations,
or proposals from CRM and product data.

- Pipeline Forecasting: Predict monthly revenue with
accuracy, not intuition.

- Customer Retention: Spot churn risk early and trigger
renewal or upsell offers.

- Pricing Optimization: Test pricing, discounts, and
bundles dynamically with A.I-driven feedback loops.
Extended Applications

— Build Your Growth Machine Smarter

« Predict lifetime value and recommend next offers
automatically.

» Detect stalled deals and prescribe the “next best action.”

- Analyze sales calls and emails to identify what closes
deals.

« Build account-based strategies from real-time buyer
intent data.

- Use conversational agents to qualify, schedule, and hand
off leads 24/7.
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MODERN A.l. REVENUE STACK

Let’s talk through some of the top A.L tools companies are
using to drive revenue — what they do, and why they matter.

First — Clay.

It's used for prospect research and enrichment.

Why it matters: it automates personalization and prioritization
at scale.

Next — Humanlinker.

It's all about one-to-one A.l. personalization.

Why it matters: it writes custom outreach that actually feels
human.

Third — Regie A.l.

It powers outbound campaign automation.

Why it matters: it can build entire multi-step sequences from
your ICP profiles.

Fourth — Aomni.

This one acts as your account-research copilot.

Why it matters: it pulls key insights on target accounts in just
seconds.

Fifth — Gladia.

It focuses on conversation analytics.

Why it matters: it turns sales calls into coaching data and
deal intelligence.

Sixth — Tavus or HeyGen.

These handle personalized video creation.

Why it matters: they generate unique video messages for
each lead — without you ever having to film.

Seventh — Warmly.

It's used for intent detection.

Why it matters: it reveals who's visiting your website and
automates your follow-up.
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Eighth — Browse A.l.

It's your market-signal scraper.

Why it matters: it tracks competitor moves and prospect
behavior automatically.

Ninth — Snov A.l.
It handles lead generation and verification.
Why it matters: it builds verified lead lists in just minutes.

And finally — Taktile.

It's used for decision logic around pricing and offers.
Why it matters: it automates qualification, approvals, and
discounting logic.

Together, these tools form a powerful A.L-driven revenue
stack — turning outreach, engagement, and decision-making
into measurable growth.

CASE STUDIES

Sidekick Consulting — Automating Personalization
A 10-person consulting firm used Clay + Regie.ai to
personalize outreach for 300 prospects in 2 hours. Reply
rates tripled (11% > 33%) and pipeline value grew 48%.

SaaS Platform — Retention Through Prediction
AL linked usage data to renewal patterns, triggering
proactive offers and outreach. Churn fell 22%, and
renewals became automatic.

B2B Services Firm — Video at Machine Scale
Warmly identified ICP visitors and Tavus auto-sent
personalized videos within minutes. Demo bookings
jumped 41%, and response time dropped from days to
hours.
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METRICS TO TRACK

- Lead-to-opportunity conversion rate

« Win rate (%)

« Pipeline velocity (days from lead to close)
- Average deal size

« Renewal and upsell revenue

REVENUE COMES FROM

INTELLIGENCE IN MOTION
— NOT MOTION WITHOUT
INTELLIGENCE. \
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TAGTIC 2 -
A.l. FOR GOST SAVINGS

PURPOSE

To reclaim hours, reduce errors, and
free capital for growth by automating
the unglamorous work that bleeds
entrepreneurs dry.

CORE PRINCIPLE

Al turns labor into leverage.Every repetitive task that
steals attention from strategy becomes a candidate for
automation.

Al isn’t about cutting corners — it’s about cutting friction.
It helps you run core functions better and build new
functions smarter, turning efficiency into a weapon.

USE CASES

Core Applications
— Run Your Business Better

- A.I. Bookkeeping: Auto-categorize transactions,
reconcile accounts, and close books in hours.

- Invoice Processing: Extract line items, match POs, and
route approvals automatically.
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- Cash-Flow Reporting: Generate real-time P&L
and 13-week forecasts on demand.

- Expense Control: Detect anomalies, duplicate charges,
and unused subscriptions.

- Payroll & HR: Automate onboarding, time-off tracking,
and pay runs with precision.

- Document Management: Index contracts, receipts, and
NDAs for instant recall.

- Vendor Oversight: Track supplier costs, timelines, and
reliability automatically.
Extended Applications

— Run Your Business Smarter

» Predict equipment or software failures before they
happen.

- Use AL agents to handle renewals, procurement, and
vendor payments.

- Auto-generate compliance reports and filing reminders.
« Model cost scenarios for pricing, staffing, or expansion.

- Connect finance, ops, and HR into one autonomous
back-office loop.
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MODERN A.l. COST SAVINGS STACK

Let’s talk through some of the top A.L tools companies are
using to drive cost savings — what they do, and why they
matter.

First — Glean A.l.

It's focused on spend intelligence.

Why it matters: it surfaces duplicate spend and vendor waste
you'd never see on your own.

Next — Bardeen.

It handles workflow automation.

Why it matters: it replaces manual admin with repeatable
automation that never forgets.

Third — Levity ALl

It's for document and email classification.

Why it matters: it sorts invoices, receipts, and contracts
— all without a single line of code.

Fourth — Mindflow.

It's your operations automation studio.

Why it matters: it connects APIs and approval rules across
teams — so ops just flow.

Fifth —E.V.A. A.l

It specializes in recruiting and HR automation.

Why it matters: it screens, schedules, and tracks candidates
autonomously — saving hours per hire.

Sixth — BaseTemplates.

It powers automated finance dashboards.

Why it matters: it auto-builds live P&L and cash-flow visibility
SO you can spot problems early.
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Seventh — Wasp A.l.

It's an internal tool builder.

Why it matters: it lets you create small, custom A.l. tools for
repetitive operations work.

Eighth — Taktile.

It's a decision engine.

Why it matters: it codifies finance and risk rules — so nothing
bottlenecks approvals or deals.

Ninth — RillaVoice.

It's built for voice analytics.

Why it matters: it converts field calls into structured insights
and quality data.

And finally — the Glean and Bardeen Hub.

It creates a complete finance control loop.

Why it matters: it monitors cash flow and acts on anomalies
automatically — before they become losses.

Together, these tools show how Al can remove friction,
automate judgment, and turn cost control into competitive
advantage.

CASE STUDIES

Retail Group — A.l. Accounting in Action

A five-store retail chain used Glean.ai and Bardeen to
automate expense categorization and invoice matching.
Monthly close dropped from 10 days to 1, saving S42K
annually in bookkeeping costs.

Manufacturing Supplier — Predictive Maintenance
Prevents Downtime
Mindflow tracked machine logs and flagged anomalies
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before breakdowns occurred. Downtime decreased 37%,
maintenance costs fell 22%.

Creative Agency — HR Automation That Scales
EVA.ai handled candidate screening and interview
scheduling. Hiring time was cut from

28 days to 12, freeing hundreds of hours for client work.

METRICS TO TRACK

+ Book-close cycle (days)

« Cost per invoice or ticket

* % of spend recovered or duplicate charges removed
« Hours automated per month

« Payroll accuracy and processing time

EFFICIENCY ISN'T DOING MORE
—IT'S ELIMINATING
WHAT DOESN'T MOVE YOU
FORWARD.
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TACTIC 3 -
A.l. FOR SPEED TO
MARKET

PURPOSE

To collapse the distance between idea
and execution — transforming A.L into your
unfair advantage in speed, iteration, and
delivery.

CORE PRINCIPLE

You don’t outwork machines — you out-accelerate them.
AL replaces hesitation with iteration, giving entrepreneurs
the ability to test, build, and launch in hours instead of
months.

Speed isn’t chaos when it’s powered by intelligence. It helps
you bring core ideas to market faster and build smarter
systems that never slow down.

USE CASES

Core Applications — Move from ldea to Action Faster

- Market Research: Summarize competitive landscapes
and customer gaps in minutes.
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- Concept Validation: Generate wireframes, mockups,
and prototypes from text or sketches.

- Launch Assets: Auto-create landing pages, ad copy, and
creative for immediate testing.

- Product Documentation: Draft PRDs, specs, and task
briefs directly from founder notes.

- User Testing: Build and analyze customer surveys
automatically.

- Localization: Translate websites, decks, and ads into
multiple languages instantly.

- Campaign Execution: Launch paid ads or content across
channels simultaneously with A.I orchestration.
Extended Applications — Build and Iterate Smarter

- Predict emerging market trends and timing for product
categories.

- Generate synthetic test data to simulate customer
behavior.

- Use generative design to optimize user experience.

« Auto-analyze campaign results to improve future
iterations.

- Create videos, demos, and explainers automatically from
launch materials.
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MODERN A.l. ACCELERATION STACK

Let’s talk through the modern A.L acceleration stack — the
tools companies are using to move from idea to launch faster
than ever before.

First — Perplexity Pro.

It's used for market and competitor research.

Why it matters: it turns hours of desk research into instant,
actionable insight.

Next — Uizard and Framer A.l.

They're built for design and prototyping.

Why it matters: they convert rough ideas into interactive,
high-fidelity prototypes in minutes.

Third — VO.dev

It's all about turning design into code.

Why it matters: it converts mockups directly into
production-ready components.

Fourth — Galileo A.l. and Diagram

— also called Genius.

They specialize in U.X. automation.

Why it matters: they design interfaces automatically based
on user intent and behavior.

Fifth — Magical Dot Dev.

It's an automation assistant.

Why it matters: it connects daily build and launch tasks
seamlessly — so nothing slips through the cracks.

Sixth — Scenario Dot GG.

It focuses on generative assets.

Why it matters: it produces brand visuals and product images
instantly.
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Seventh — Runway Gen Three and Pika Labs.
They handle video generation.

Why it matters: they create launch videos and ad spots
directly from text scripts.

Eighth — Motion A.l. and ClickUp Brain.

They power project automation.

Why it matters: they build and update launch timelines
dynamically as work progresses.

Ninth — DeepL Write and G.P.T. Translate.
They're for localization.

Why it matters: they help you launch globally with
tone-consistent, human-quality translations.

And finally — Tavrn.

It's a prompt-to-product agent.

Why it matters: it orchestrates multi-tool build flows
autonomously — connecting every step of creation from
concept to completion.

Together, this stack turns A.L into your launch engine —
compressing months of design, build, and content into days.

CASE STUDIES

EdTech Startup — MVP in 72 Hours

A founder used Framer A.IL + V0.dev to turn an idea for
micro-learning into a functional demo in three days. Five
paying pilot customers signed before a single backend line
was written.

Consumer App — Research Sprint on Fast Forward
Perplexity Pro and Diagram analyzed the top 100
competitors and user pain points in two hours. Insights
guided a unique “quiet-time” app niche that reached 10K
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users at launch.

Marketing Agency — Creative in a Weekend
Runway Gen-3 and Scenario.gg generated 40 ad variants
and 10 promo videos in 36 hours. CTR doubled and
production costs dropped by 80%.

METRICS TO TRACK

- Time from idea to prototype

« Number of validated tests per month
« Average iteration cost

« Launch frequency (per quarter)

- Customer feedback cycle time

SPEED WITHOUT INTELLIGENCE
IS CHAOS

— INTELLIGENCE WITHOUT SPEED
IS DEATH. \
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TACTIC 4 -
A.l. FOR
DECISION-MAKING

PURPOSE

To replace instinct-only judgment with
data-driven clarity — so you can see truth
sooner and act with evidence, not emotion.

CORE PRINCIPLE

Every entrepreneur operates on limited information. A.L
expands awareness by turning scattered data into patterns,
forecasts, and probabilities. It doesn’t remove judgment
— itrefines it.

AL allows you to run core decisions better and build new
decisions smarter — moving from reaction to precision.

USE CASES

Core Applications
— Make the Right Calls Faster

- Cash-Flow Forecasting: Predict financial health weeks
or months ahead.
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- Profitability Analysis: Identify which clients, projects,
or products actually make money:.

« KPI Dashboards: Ask questions in plain English
(“Which region grew fastest last month?”) and get instant
answers.

« Anomaly Detection: Catch financial or operational
irregularities before they become crises.

- Performance Tracking: Compare marketing channels,
campaigns, or employee output automatically.

- Budget Planning: Build rolling forecasts instead of static
annual budgets.

« Goal Measurement: Automatically update OKRs and
performance metrics in real-time.

Extended Applications
— Build Smarter Decisions with Intelligence

« Run “what-if” simulations on pricing, hiring, or
expansion.

« Predict demand and resource needs using multi-variable
models.

- Correlate marketing activity with revenue outcomes.

- Auto-generate board, investor, or executive reports with
narrative summaries.

« Use A.L copilots to synthesize data across tools and
recommend next steps.
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MODERN A.l. DECISION-MAKING STACK

Let’s talk through the modern A.L decision-making stack
— the tools companies are using to turn data into clarity,
and clarity into confident action.

First — Akkio.

It's built for no-code predictive analytics.

Why it matters: it turns your spreadsheets into real forecast
models that anyone can use.

Next — Causal.

It powers scenario planning and budgets.

Why it matters: it replaces static spreadsheets with live,
collaborative forecasts you can adjust in real-time.

Third — Obviously A.l.

It's a conversational data-science tool.

Why it matters: it explains the “why" behind your numbers in
plain language — no analyst required.

Fourth — Rows Copilot.

It's your smart spreadsheet assistant.

Why it matters: it builds and explains models directly inside
Sheets, so you never leave your workflow.

Fifth — Equals A.l.

It delivers operator-grade finance analytics.

Why it matters: it combines your accounting data and
dashboards into one live, actionable view.

Sixth — Notably.

It focuses on qualitative insights.

Why it matters: it analyzes customer feedback and
interviews to uncover patterns you might miss.
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Seventh — Prophecy Dot I-0.

It manages data-automation pipelines.

Why it matters: it connects raw data to your analytics models
automatically — no manual prep required.

Eighth — Mem A.l. and Windsurf.

They handle intelligent note memory.

Why it matters: they keep critical insights organized,
searchable, and always within reach.

Ninth — Kinetix.

It's used for KPl anomaly detection.

Why it matters: it warns you before your key metrics drift,
decline, or collapse.

And finally — Narrative B.I.

It builds natural-language dashboards.

Why it matters: it converts complex data into
executive-ready summaries that tell a clear story.

Together, these tools form your decision engine — turning
information into intelligence, and intelligence into action.

CASE STUDIES

Retail Chain — Cash Flow with Clarity

A multi-location retailer used Causal to build rolling
13-week cash forecasts. It identified a S250K shortfall six
weeks before it hit, adjusted inventory orders, and avoided
layoffs.

Marketing Agency — Profitability in Real-Time

A 10-person agency connected Equals A.IL to QuickBooks
and time-tracking data. It revealed that two clients were
consuming 60% of resources but only 30% of profit. The
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team restructured retainers and lifted margins by 14%.

SaaS Company — Feature Kill, Churn Drop

Akkio analyzed user data and revealed that one low-use
feature correlated with 40% of churn.

Removing it simplified the product — and retention
jumped 15%.

METRICS TO TRACK

« Forecast accuracy (%)

« Time-to-decision (hours > minutes)

« Reporting cycle time (days > hours)

« Variance between forecast and actuals
* % of decisions backed by data

IF YOUR GUT WERE ENOUGH,
EVERYONE WOULD WIN
— A.l. BUILDS PROBABILITY WHERE
\ JUDGMENT USED TO LIVE. \
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TACGTIG 5 -
A.l. FOR CONTENT &
BRAND

PURPOSE

To scale your voice without losing your
soul — using A.IL to create, distribute, and
personalize content that builds trust at the
speed of attention.

CORE PRINCIPLE

In a world of machines, chemistry is the only human
advantage. A.I. doesn’t replace creativity — it multiplies it.

It helps you communicate the core of who you are better
and build your brand ecosystem smarter — turning content
into connection at scale.

USE CASES

Core Applications — Build Brand Presence Better

- Copywriting: Generate and edit blogs, emails, and web
copy that match your brand voice.

- Content Repurposing: Turn webinars, podcasts, or
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videos into clips, posts, and newsletters.

- Design & Graphics: Create branded visuals, carousels,
and thumbnails automatically.

- Video Editing: Cut, caption, and repurpose long-form
video into platform-ready snippets.

- SEO Optimization: Write titles, meta descriptions, and
keywords to rank faster.

- Social Media: Schedule, format, and optimize posts
across every major channel.

« Localization: Translate and adapt content to new
audiences while keeping tone intact.
Extended Applications — Build Your Brand Smarter

+ Model your unique brand voice so every A.L output
sounds like you.

« Analyze performance across platforms to identify what
drives engagement.

- Personalize content and offers for each audience
segment automatically.

- Use generative tools to create ad variations and measure
performance.

- Build conversational assistants that represent your voice
and values 24/7.
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MODERN A.l. CREATIVE STACK

Let’s talk through the modern AL creative stack — the
tools brands are using to create, distribute, and scale content
faster than ever.

First — Jasper, Copy A.l., and Lindy A.l.

They handle copy and scripting.

Why it matters: they produce content in your voice — fast,
consistent, and human.

Next — Ideogram and Recraft.

They focus on visual generation.

Why it matters: they create on-brand images using your
colors, your style, and your tone.

Third — Runway Gen Three, Pika, and Sora

— currently in beta.

They're built for video generation.

Why it matters: they produce cinematic video from simple
text prompts.

Fourth — ElevenLabs, Descript, and Riverside Magic
Clips.

They're your audio and voice tools.

Why it matters: they turn podcasts or recordings into
micro-content instantly.

Fifth — Typeface, Writer, and Cohere Command R.
They handle brand-voice modeling.

Why it matters: they lock in tone and vocabulary across all
your A.l. tools — so every message sounds unmistakably like
you.
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Sixth — Notion A.l. and Repurpose Dot I-O.
They're used for content atomization.

Why it matters: they break one long piece of content into
dozens of short-form assets ready for every platform.

Seventh — Buffer A.l., Metricool, and Later A.l.

They manage distribution and analytics.

Why it matters: they publish automatically and track
engagement by platform — so your data always informs your
next move.

Eighth — Gamma A.l. and Tome A.l.

They're built for presentations and storytelling.

Why it matters: they auto-build decks, pitches, and creative
briefs with a clean, modern design.

Ninth — Brandfort and Blackink A.l.

They focus on comment monitoring.

Why it matters: they keep engagement safe, positive,

and on-message — protecting your brand’s tone in public
spaces.

And finally — Synthflow and Custom G.P.T.s.

They power conversational brand voices.

Why it matters: they extend your brand into chat, coaching,
and community experiences — where your audience can
interact directly with your message.

Together, this stack turns creativity into a system

— producing human-sounding, on-brand content at the
speed of AL
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CASE STUDIES

The Lonely Entrepreneur — Scaling Storytelling
Jasper + Ideogram + Repurpose.io transformed 10 blogs
into 120 branded assets. Output grew 6x while production
cost per post dropped 72%.

Consulting Firm — Video First Content

Runway + Descript turned 20 hours of recorded calls into
80 short-form videos. LinkedIn and YouTube engagement
rose 240%, and video cost fell 90%.

E-Commerce Brand — Global Expansion with
Personality

DeepL + Copy.ai localized site copy into six languages
while preserving humor and tone. International
conversion rate increased 27%.

METRICS TO TRACK

- Content output velocity (assets/month)
- Engagement and retention rates

« Cost per asset

« Content-to-lead conversion rate

- Brand consistency and tone accuracy

THE CREATIVE EDGE
ISN'T MORE CONTENT
—IT'S MORE INTELLIGENCE

BEHIND IT.
\
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THE A.l. MULTIPLIER

Smarter and faster — or left behind.

In the Age of AL, intelligence isn’t optional — it’s survival.
Everything you’ve built — Finding Your Playground,
Chemistry, Obsession, Resilience, and Stretch — finds its
multiplier here.

AL fuses data with instinct, turning every part of your
business into a system that learns as it runs. It doesn’t just
help you keep up — it helps you run ahead.

FINAL LAW

Advantage belongs to the fastest learners.

Everything else can be copied. Seeing what others
can’t — and acting before they do — is how you win,

and how you survive.

Master AL Move smarter. Move faster. Or get left behind.
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THE NEW BATTLEFIELD

‘ ‘ There was a time when entrepreneurship
was a game of will. You outworked. You
outlasted. You won.

But the battlefield has changed. Today, A.I itself has joined
the fight — learning faster than we can type, adapting before
we can decide, turning every choice into a data point in
someone else’s machine.

Al isn’t coming. It’s here. And it doesn’t care how hard
you work. It only cares how fast you learn.

We used to fight for customers. Now we fight for
relevance. We used to compete on price, product, and
performance. Now we compete on speed, chemistry, and
depth of understanding.

The entrepreneurs who will survive aren’t the ones who
shout the loudest — they’re the ones who listen the deepest.
Who sense patterns before others see them. Who feel when
the current shifts — and move before the wave breaks.
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THE ONES WHO
STILL BELIEVE
THAT HUMAN

JUDGMENT —
SHARPENED BY

INTELLIGENCE,
TEMPERED BY
OBSESSION,

SUSTAINED BY

RESILIENCE —




These are your weapons — six disciplines forged in the
chaos of building something from nothing:

- Finding Your Playground — to stop competing and
start defining.

« Chemistry — to connect where logic ends.

- Obsession — to do what most won’t, long after they’ve
stopped.

- Resilience — to keep standing when no one else does.
- Stretch — to bend time, limits, and fear until they yield.
« A.I. — to turn your data into instinct.

This is the new arsenal of entrepreneurship — not theory,
not optimism, but survival.

We are the last line of human intelligence. We are the
generation that must prove that instinct still matters, that
creativity still wins, that heart still beats faster than code.

Because in the end, the algorithms will never feel what we
feel — and that is our edge. So step back onto the field. The
world is different now — but so are you.

You are not behind. You are not broken. You are not alone.

You are a lonely entrepreneur.

Armed. Awake. Ready. You won’t just survive the future
— you’ll build it.
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M2 JEV THE LONELY ENTREPRENEUR
ENTREPRENEUR SURVIVAL GUIDE

“Taylor Swift connects because young women feel like she’s talking directly to them.
Michael connects with entrepreneurs the same way — he says what we all feel every day.

WILL YOU SURVIVE IN AN Al WORLD?

Most founders will not.

THE NEW BATTLEFIELD

Al has created a new battlefield. This is your playbook for how to survive and thrive in the world of Al

»

WHAT’S INSIDE: THE SIX WEAPONS YOU MUST USE TO SURVIVE

1. Finding Your Playground

If you're trying to differentiate A from B, you have already lost.

2. Brand Chemistry

Inaworld of machines, chemistry is the only human advantage.
3. Obsession

Obsession isn't optional — but it has to be operationalized.

4. Resilience

You will get punched in the face. The resilient stop noticing.

5. Stretch Your Limits

If you don't stretch, your ceiling becomes your coffin.

6.AlL

Youmust apply A L to your key goals — or it will be used against you.

THELONELY
ENTREPRENEUR

SURVIVAL — FROM SOMEOGNE WHO LIVED IT

Michael Dermer lived through the perfect storm. He left
aprestigious New York law firm to build IncentOne — the
first company to reward people for healthy behavior. What
took 10 years to grow to 800 employees was nearly destroyed
overnight in the financial crisis.
Three years of 20-hour days led
to rebirth — and a successful exit.

/ That was his survival.

W Alis yours.
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