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Introduction

After | released one of these outlines, then watched sixty copycat posts go viral, | knew releasing a hundred more
would break the pendulum, the balance of what was.

Would it change the way society fundamentally looked at writing?
Would it change the way people interact online forever?

All it takesis several.

Several writersto pursue this craft every day for the reach of the book will affect millions, if not, billions. It had to
happen. Waiting became no longer an option.

| didn’t understand the impact a book like this could have until my roommate, Jacobie Jane, laughed about it. She
recognized that the book had nothing to do with my writing. It had everything to do with breaking the norms.

She said, “People have been writing poetry like this forever. 1t's only because you made it popular for peoplein
business, do people care. And most importantly, you're using it to sell.”

She wasrright.

| was among the first to make it culturally acceptable for othersto write vulnerable business content. Content about
failure, rejection, and hardship. This content isn’t new. Y oung men had written this way before, but few to the extent
| had. Close to a thousand pieces over the span of several years.

Founders don’t want to be seen as non masculine or imperfect. Same with many women because they have pressure
to appeal to the male-dominated entrepreneurial culture. As result, everyone wants that tough-person look. The
problem isthislook doesn’t build trust. They need alook of openness to conversation - approachable. The
characteristics women excel at much more than men, but get suppressed because of them.

So as aresult of my writing, something remarkabl e happened.

| created a movement among women and men.

A community.

A force to be reckoned with. In a short time, my writing took me from a little-known entrepreneur to the big stage.
Over 2017, | was one of the most-viewed writers on LinkedIn. | received Top Quora Witter of 2017 & 2018 awards.
| reached over 200 million people with content and created a strong community of 19,000+ marketers and founders.
Then | used this audience to scale my company from 0 - 26 employeesin 8 months on track for several million

dollarsin revenue thefirst year.

The audience helped us recruit most of our initial employees and customers. It pushed a little-known company,
BAMF Media, into the limelight forced to fit into its brand as Reuters, Forbes, Entrepreneur, Mashable, Inc., and
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https://www.bamf.media/grow
https://www.reuters.tv/v/wiO/2018/02/05/broetry-a-new-form-of-storytelling-lighting-up-linkedin?edition=US
https://www.forbes.com/forbes/welcome/?toURL=https://www.forbes.com/sites/forbestechcouncil/2017/10/27/12-innovative-founders-to-watch-and-learn-from/&refURL=https://www.google.com/&referrer=https://www.google.com/
https://www.entrepreneur.com/article/251726
https://mashable.com/2017/11/07/influencer-markting-tips-tricks-25-most-influential/
https://www.inc.com/dakota-shane/scared-of-opening-up-this-young-entrepreneur-showed-that-being-vulnerable-is-key-to-marketing-success.html

BuzzFeed covered our work. It meant my co-founder, Houston Golden, and | would need to brace ourselves for
growth, stay nimble, and test fast. That's exactly what we did, and it paid off big.

My co-founder and | were nominated by Forbes as “12 Innovative Founders to Watch.” | was given opportunitiesto
speak at Growth Marketing Conference, Traction Conference, Startup Grind Global, and SXSW. And have such an
incredible journey, it'd provide me the opportunity to write several books about my learning experiences: THE
BAME BIBLE, LinkedIn Influencer, and Content Machine.

Here's what people don't see: The origin didn’t begin with the result of money and afollowing in mind. A year after
graduating college, | started writing more vulnerable content. My parents had gone through a divorce, my family
relationships were broken, and | was off trying to become a successful entrepreneur, but failing at every turn. Eight
failed startups.

| had nothing, but pain.
| needed away to releaseit. To tell someone.

Asmy release, | wrote statuses on Facebook, Quora, and LinkedIn. Statuses with stories detailing my pain,
insecurities, and goals. This pain turned into an understanding, a common bond with an audience, and a rightful
passage of trust because | had nothing to hide about my journey.

The twist: After years of writing thistype of content, | can write about almost anything and make it interesting. This
gives me the ability to write about my company constantly without the audience ever feeling like they’re getting
sold to. Today, it’s the most powerful skill in online marketing, building a brand, and becoming a company that’s
not a product or service, but a movement.

It'son Linkedin:

Josh Fechter men
< Co-Founder of BAMF Media | Growth Agency | 3X Author | Top Quora Writer of 2017 | ...

1mo - Edited

My boss left me after day one.

Several weeks later, | received an email - “We’re letting you go.” ...5ee more

29,512 Likes * 666 Comments

It's on Facebook:
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https://www.buzzfeed.com/ryanmac/why-are-these-posts-taking-over-your-linkedin-feed-because
https://www.producthunt.com/posts/the-bamf-bible
https://www.producthunt.com/posts/the-bamf-bible
https://www.producthunt.com/posts/the-bamf-bible
https://www.producthunt.com/posts/bamf-linkedin-influencer
https://www.producthunt.com/posts/the-bamf-content-machine

# Josh Fechter
© Admin - March 9 at 11:31am

I had a brilliant talk with Noah Kagan.

The one thing | learned: You don't own shit on the internet.

Not even your email list. ... See More

o5 Like (O comment

oo % Austin Distel, Shervin Shaikh and 304 others

View 45 more comments

It's on Quora:

How do I develop razor-sharp focus?

Josh Fechter, Co-Founder of Badass Marketers & Founders | Advisor |
Mentor

Updated Mar 8
I read 170 business books in a year.

After the tenth book, I became an addict.

My entire routine was built around reading.

I'd wake up at 5 a.m., then read for three hours before work.
Ten minute lunch break?

I'd read.

Two hours before I'd go to sleep?

I'd read.

1 couldn’t stop.

I skipped events with friends, family, and even the gym.

All I could think about is one more page.

Razor-sharn focu
Ly

Many of these stories are re-posted across multiple platforms with zero alteration.

Because the platform doesn’t change the impact of the stories. Only the writing does. I’ ve reused the same stories

countless times to reach millions and millions of more people.
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In business verticals where companies have historically relied on paid advertising, there’s a movement happening.
It's content marketing through storytelling. Not in the way you're used to it with blog articles detailing case studies.
Instead, these are deep, vulnerable stories about who we are and where we're headed.

Through these stories and outlines, you’'ll see how anyone can push through the noise of marketing to stand out. Best
yet, how you can do it too. Not all of these stories are mine, but | have inspired almost all of them.

The structure of the outlines included in this book are mobile optimized.
It's not required for them to pop.

The same writing works in chunks:

.. Josh Fechter we-
é Co-Founder of BAMF Media | Forbes Top 12 Innovative Founders to Watch | Mi...
® 2w
Here's what makes my day. When | call my Mom at 7 a.m. Then wish her the
best day ever. My Mom has worked almost every day of her life. Twelve-hour
week days. Even many weekends.

When | was young, | wanted to help her. | didn't know how. My jobs paid me
close to nothing. Construction and dishwashing wasn't ideal for a family of five.
So | gave her something else beside money.

| gave her time. Every morning she'd wake up at 6 a.m. to make coffee. Then
one day, | woke up at 5:30 a.m. to get it ready for her. This way she could wake
up to a hot cup. No wait time. She almost cried. It was the first time someone
really lended a hand.

| did it again. And continued to do it for years. Even through her divorce and
depression. It was a simple reminder that someone cared about her. When |
joined the workforce after college, | moved to San Francisco. She no longer had
that reminder.

Rather than stop. | did something different. | called her every morning to wish
her the best day ever. It's selfish - because it's the best gift I've given myself.
To understand how you can change someone’s life with appreciation.

What makes your day?

575 Likes - 53 Comments - Add Likers to LH Add Commentators to LH

&y Like = Comment g Share
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Several-line spurts:

Says, "You need to earn my business,” you hang up.
Asks to meet at your office, you say "no."
Wants five references, you move on.

The only person who cares about your time?
That's you.
Mobody else.

90 percent of our clients never asked for a full audit of their business.
90 percent of our clients kept calls short and to the point.

90 percent of our clients didn't meet at our office beforehand.

90 percent of our clients never asked for a reference.

The other ten percent?
They've wasted 90 percent of our time.
That's the reality of sales.

When you realize there's a difference between prospects and buyers.

385 Likes - 57 Comments - Add Likers to LH Add Commentators to LH

& Like = Comment 2 Share

There are many variables that help the writing get traction like the wave-like structure that hel ps readers process the
words.

But the most important part about all these pieces?
It's the tangibility. Y ou can feel the emotion of the story.

In these hundred outlines, you'll realize just how you can transfer that emotion to the reader. All while genuinely
telling the story of your company in almost every piece.

If you're ready to understand storytelling copy, then let’s break the internet.
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https://www.producthunt.com/posts/the-bamf-content-machine
https://www.producthunt.com/posts/the-bamf-content-machine

Major Change to Pursue Your Dream

1. Start with amajor change:
| left to anew city.

2. Digintothe pain:
| took a fifty percent pay cut.

3. Because | needed a way to make the right relationships:
| needed away to dive deep into the tech world to find my kin.

4. When it happened, | could tell | had finally jumped into my mission:
When | made it to San Francisco, | felt like | had taken my first big step in accomplishing my dream of building a
high-caliber team.

5. 1t took alot of time before | found my next step:
A year and a half later, | found my co-founder, Houston Golden.

6. It wasn't where| expected it:
Not in San Francisco, but in Los Angeles.

7. 1t made sense because of these tangible benefits:
He's the smartest growth guy | know having experience of managing up to twenty clients at once with viral
marketing campaigns to ridiculous amounts of ad spend.

8. It took thistangible hard work to find this step:
| interviewed hundreds of marketers and foundersto find him.

9. Here'smy learning:
It takes patience.

10. When you find that step, then do whatever you can to takeit. For me, this meant taking X life change:
When you find your teammate, it's important you sacrifice to make them a part of your team. For me, | moved to

Los Angeles aweek later.

11. 1 madeit happen fast - now herel am:
A month later, we've officially moved into our new office in Santa Monica.
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Criticisms in the Face of Fear

1. Highlight several tangible criticismsyou receive to make your self vulnerable:
"Y our company name is childish."

"I can't take you serioudly with that LinkedlIn profile photo."
"The phrase 'growth hacker' is for people who don't understand marketing."

2. Thishappens often:
| get these comments every day.

3.1 keep a positive response:
| love them.

4.1 turn thisnegative into a positive outcome:
They add fuel to my fire.

5. It’seasy to feel down on your self when you chooseto stand out:
It's easy to feel bullied once you start posting lots of content on Linkedin.

6. Haterswill come after you in waves:
People attack you in the comments left and right without offering solutions.

7.1 make mistakes:
I'm not perfect.

8. 1 know thisiswhy:
I'm an early-stage founder.

9. I'm finding more problems every day:
I'm discovering new weaknesses every day.

10. That’swhy I’'m open about them in front of you guys all the time - like now:
I'm using this platform to be entirely transparent about my business, so | can get constructive feedback and make
genuine connections.

11. It means| haveto takethe extra step of being vulnerablein thisway:
This means sharing failures and successes.

12. If you do decide to come after me because of a weakness, then realize I’ m till learning:
So, when you decide to bash me because of afailure, realize I'm not an expert at hiring or simply being human.

I'm trying.
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13. Not only me, but many other s face the same obstacles. | look at them in a positive way:
And for the millions who take a step forward every day in the face criticism, | respect you.
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Why I've Only Chosen this Route

1. I’veonly done X:
I’ve only worked for startups.

2.1t doesn’t mean | haven't thought about the opposite:
However, I’ve had moments where | was sitting at alaptop and applied to hundreds of big brand companies.

3. It never happened, but | still dipped my toesin:
I’ve never made the jump, but | know why | sent out my resume.

4.1 did it because of the pain:
| felt tired.

5. Four tangible examples:
Tired of seeing alow bank account balance.

Tired of coming to work where everyone is on edge.
Tired of working months on a project with a high probability of failure.
Tired of not seeing my girlfriend for weeks at a time because I’m working too much.

6. It'snot easy:
It takes atoll.

7. 1t feelslike thisimaginary tangible example:
It can feel like you're suffocating.

8. Digthepainin:
You gasp for air, but there’ s nothing there.

9. You don’t experience all the fun everyone else getsto:
You look at people who work for corporate companies. Y ou see their pictures on Facebook of them going on
vacation, hanging out at the beach with their girlfriend, and attending conferences.

10. You'releft out in the dust:
Not you.

11. You're doing the exact opposite - something miserable:
You'rein your empty office on a Saturday night working until 3 am.
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12. It’shard, but you have hope:
You feel very aone, but you tell yourself it's worth it.

13. Because of the legacy:
| can be a part of something great.

14. You'll experiencethis specific moment:
| can say, “| was there from the beginning. | helped build it.”

15. You keep pushing through because of these three beliefs:

Y ou continue working because you believe in creating a great legacy.

Y ou believe passion and perseverance will conquer all obstacles.

You believein yourself.
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Scared to Take Action Because of My Title

1.1 didn’t do thisone common practice because of my title:
Asan employee, | didn't post alot on Linkedin.

| was scared.

2. Self-conscious thought:
"What if | lose my job over a statement management takes the wrong way?"

3. A big life change happened, so | no longer had fear. | could take action:
When | became afounder, | broke free of my chains and began posting more.

4. Thisaction led to great results:
Something remarkable happened: | received hundreds of opportunities.

5. We need to combat the self-conscious thoughts of the people on our team:
| realized founders should encourage their employees to post more - to share their experiences.

Why?

6. You'd get these tangible results:
Their company would generate more leads.

Their company would stand out amongst their competition.

Their company would develop more trust through a transparent culture.

7. Say a statement everyone can agree with, then tieit into the overall picture and make it relevant to the
setting wher e the controversial action takes place:

The most untapped potential of a company lies within the voice of their employees, especially on Linkedin.

8. Dig deeper into this confirmation bias statement:
Give them reign to what they've always deserved:

Their opinion.
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When | Was X, | Knew Two Things

1. Lead into arealization:
When | was twenty-two years old, | knew two things:

2. A painful one:
| wasn't happy with my career.

3. With some hope:
| would do anything and everything to find happiness.

4. Thishope led meto have a wild life:
In the span of five years, | went through ten startups and moved eight times.

5.1 discovered progress:
Each startup and place | lived were better than the last.

6. Sure, | could’ve been like everyone else, but | wanted more so | took risksby doing X & Y:
| could’ ve settled, but | demanded more from life. | followed my gut and took calculated risks. | never waited.

7. To makeit happen, | had to not do X:
| canceled out all of these negative thoughts:

8. That included these tangible thoughts:
“What if my co-workers get upset because | leave?’

“How will this company survive without me?’
“Will my friends hate meif | no longer talk to them as much?”’

9. You can’t do this:
Stop it.

10. Otherwise thiswill happen to you down the road:
I’ ve seen friends stay at their miserable job for five years because they’ re scared the company will fail without them.

THAT SINSANE.

11. When you have this advantage, it’sthe best time to chase your dreams:
As atwenty-two year old, the chances are you don’t have alot of responsibility.

It's the perfect time to take risks.
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12. Don’t wait until these tangible examples happen, then it’stoo late:
It's so much harder once you have a significant other and kids, and have to take care of your parents because they’ ve
grown old.

13. Thetimeisnow. Here' satangible exampleto help you see the bigger picture:
Y ou have a choice to do anything in life right now. There are over seven billion people to connect with, and close to

two hundred countries filled with opportunity.

14. Theright timeis now:
Don't waste a second doing something you don’t enjoy.

Nothing is obligatory.

15. Go discover what you want:
Y ou must move fast to find what you love.
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Keeping Your Promises

1. | made a business promise:
We had a handshake deal on a non-compete agreement for a client.

2.1 got offered a better opportunity soon after that’d break my promise:
Several days later, a competitor stepped on our toes with 10X more revenue wanting to work with us.

3. Tangible conver sation moment:
"Houston, | know we said we wouldn't work with anyone else.”

"Josh, that's true. | wasn't expecting this."

4. From a vanity per spective, it made sensefor usto chaseit:
As a startup with revenue that could always be higher, it's hard to turn down opportunities.

5. Wethought about it:
| would be lying if | said | didn't think about taking the deal.

After al, we didn't sign anything.

6. Then | remembered my principles:
Then | remembered what my Dad says,

"In business, nothing hurts you more than lying."

7.1 kept my business promise;
I made the executive decision to keep our handshake deal because | know trust is earned.

8. We might’ ve missed out on all these tangible benefits:
Could we have grown our team by taking the bigger deal ?

Sure.
And abigger office wouldn't hurt.

9. But culture and principles are more important, especially with my position:
Asthe co-founder of BAMF Media, | know we're in the game for the long run.

When we commit to something - even if it's a handshake - we honor it.

10. It’sabout the bigger picture:
Running a successful business is not about the amount of revenue you close.
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It's about the culture you inspire.

11. Tiethe story back:
And moments like this one define it.
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A Huge Life Change on a Gut Feeling

1. Big life change because of an individual:
My co-founder convinced me to moveto Los Angelesto start a media agency.

2. Decided in short period:
It took him three hours and a couple of beersto win me over.

3. On zero evidence:
And | had never met him in person before that night.

4. Sometimes you need to dare greatly:

There are afew momentsin life where you meet people who inspire you to work next to them.

5. 1t’shard to see the opportunity because of everything you'll leave behind:
The problem: These moments are disguised with pain.

I'd leave one of the best jobsin tech.
I'd move to a new city with no network.
I'd have to solidify our service offerings to attract clients.

6. It never makes senseto jump:
All for what?

To work with someone | had a beer with for several hours?

7.Here'swhy you doiit:
What |'ve learned: Obstacles will always be there.

Theright people won't.
When you find them - hang on.

8. Don’t focus on vanity. Focus on what matters:
It's never the money that makes opportunities worth chasing.

It's the people.

9. Thank theindividual mentioned up top:
Thanks Houston for inspiring greatness into everyone around you.

If you hadn't, BAMF Mediawould never exist.
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Survived a Hard Time Because of This Habit

1. Overcoming an obstacle:
| survived hell week.

2. The problem and timerelevance:

Entirely drained, | took a nap on the floor of my office (we don't have couches yet) and woke up a minute ago to
write this.

3. Thisproblem exists because we're doing well with these tangible examples:

This week, we announced the launch of our agency, moved into our new office, and co-hosted our first LA BAMF

event.

4. Even mor e tangible examples:
We booked many sales calls from referrals, conducted a few webinars, and built out a large part of our website.

5. Many people wonder how this can happen:
Many people ask me how | have time for life balance.

6. | hold this one tangible principletrue:
It'ssimple - | avoid pointless sales conversations.

Thefirst question | ask every person who wants to work with our agency:
"What's your marketing budget?"
For advising and consulting, | state my price in the first reply.

7.1 dothisto avoid these negative outcomes:
| rather not talk to someone for an hour to realize they can't afford our services. It's awaste of our time.

8. Most people don’t because of thisreason:
Most people don't do this because they're afraid to scare people off with their pricing.

9. Her€e' sthetruth of why that’swrong - with a benefit:
The truth is you should want to scare people off with your pricing.

Because the right people will stay.

10. Here' sanother unseen benefit:
On the other side, thisis one of the fastest ways to understand whether someone knows their shit.
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11. Thisiswhy:
If they don't state their price immediately, then they don't value their time.

12. Sometimes I’ m among the few:
| often find myself the only person in aroom who's willing to admit how much money they've lost and are making.

13. Asaresult, this positive benefit happens:
Thisiswhy peopletrust me.
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| Paid My Dues to Get Here

1. Lead them into a vulnerable part of who you are;
| get it.

2. The vulner ability:
I'm ayoung founder.

3.1 stay humble, but don't tell me | still need to overcome certain obstacles:
I'm always willing to listen, but if you say | till need to "earn" my success, then you're wrong.

4. Many people do this:
| can't count the number of times people have said this.

5.1 had my lear ning experiencesthrough these tangible failures:
| went through eight failed startups as an intern, founder, and head of growth.

I've lost tens of thousands of dollarsin bad social media and stock investments.

6. I'veearned it:
I've learned from my mistakes.

7. Because | grew asa person. Thisisshown with these tangibleresults:
After my early failures, I've led growth at several successful companies.

And | used my community to help grow over one thousand companies this year alone.

| get thank-you messages every day.

8. Doesn’t matter how many people you help. There will always be influencer swho doubt you:

And till, "well-respected” people in the industry tell me | haven't "earned" it.

9. Thetruth isthe only opinion that mattersis my own:
As atwenty-six-year-old founder, I've learned the only respect | need to earn is my own.

10. Therewill always be haters:
People will always find a reason to knock you, especialy if they're jealous.

11. They'll stay distracted while you'll keep winning:
Let them concentrate on youl.

Then ignore them to concentrate on the people you're helping.

WAR
m“ﬁg *“"}
b J
® "BAMF
» o
#, Q¢

<
2 Fgun®

Page | 23



| Took a Dumb Opportunity, Then Came Up

1. Start with an incredible opportunity:
| had the opportunity to work with people from Google, McKinsey, and Amazon.

2. Makethe work funny and/or ironic:
We had a startup: "Tinder for Jobs'

3. 1t doesn’t matter because the opportunity was given to you after afailure:
| came from a state school and recently left my failed startup, so | felt blessed for the opportunity.

4. At thistime, you had help from a credible source;
During thistime, | had a mentor, Scott Case, co-founder of Priceline.

5.1 got this credible source to help me through hustle:
| sent him a cold email after | saw him speaking at a conference. | told him I'd try to offer him value even as arecent
college graduate.

6. All because of one question:
The ask? Grab a quick coffee.

7. What happened when we met:
When | met him for coffee, | showed him the company's mobile app.

8. The blunt feedback on our work with a tangible example:
"It'sgoing to fail."

Harsh.

9. Dig the knifein with a tangible example of further feedback:
Then, it got worse.

"Josh, | want you to know something. When it comes to startups, no one has any idea about what he or sheis doing.
It doesn't matter what company or college they came from."

10. They wereright:
It'strue.

None of us knew how to find product/market fit or get traction.

11. Asaresult, we came across these problems at our work:
We felt stuck.
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Losing more users every day.

Seeing our runway decrease every day.

12. Werealized we were missing a fundamental principle:

It turns out, we didn't understand "growth,” the systematic approach to solving problemsto help a startup get
traction.

13. So, | decided to spend an extended period figuring it out. Asa result, this positive outcome happened:

For the next several years, | devoted my lifeto figure it out. It's no coincidence that today, | work with thousands of

startups to help them grow.

14. Bad things happen - it’sup to usto over come them to help others:
Aslong as we decide to rise from the ashes, we can lend a hand to help others do so as well.
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| Set the Tone for My Company Culture

1. Hit them with vague pain statement:
It's hard.

2. Here swhat’s painful:
Waking up at 4:30 am.

Going to sleep before 9 p.m.

3.1 doit because it makes me a leader :
| set the tone with my routine.

4. Here' swhy:
As ayoung company, there's one variable that matters more than every other one: culture.

Theright culture can keep employees healthy; discover product/market fit; and move mountains of problems when
all seemslost.

5.1 had a tangiblereminder recently:
My co-founder reminded me last night, "It starts now."

"If we want a culture where people enjoy working here, we need to go home earlier and focus on our health.

6. People follow what we do:
They model their lives after us.

7. So let’sbeat our best:
Let's make sure we're happy, so they're happy."

8. We have these two tangible options:
We can get caught up in building a business by working long hours, then burn out.

Or, we can get caught up in building alegacy.

9. The positive onesrequirethese attributes:
That requires longevity.

And that requires happiness
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Take Action Now

1. | grabbed the wheel on my future:
| fired myself from ten different jobs.

2. Beforethey did it for me:
| never waited until my hiring manager did it for me.

3.1 didn’t wait for a plan B:
And | never lined up another job.

4. Assoon asit hit me, | was gone:
Assoon asit *clicked* that | wasn't learning, | didn't spend another day chasing a dead end.

5. Here arethe tangible moments:
When | didn't get feedback from executives, | fired myself.

When | realized our startup didn't have product/market fit, | fired myself.
When management wouldn't give me permission to pursue new marketing channels, | left to found BAMF Media

6. Primary reason:
Lifeistoo short.

7. That other option?
That job you want to line up before you jump ship?

8. You don’t deserve the pain of waiting:
That may take another three months of you listening to executives who ignore every one of your opinions.

Stop it.

9. Take control of your life;
If you wait to get fired, you're reacting to life.

If you fire yourself, then you're acting on life.

10. The right moment is always now:
Theright time to be happy and grow as an individua is never yesterday.

It's always now.
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The Best Thank You Is Doing the Same for Others

1. Start the piece with the problem in a conver sational tone:
"What's your business model?"

"How will you hire new employees?"

2. Tieit into your story and problem:
| had no idea what | was doing when | founded my agency from an operations standpoint.

3. It wasn't all shit. | had a bit of hopewith these tangible examples:
But | knew three things:

1. | can get clients excellent results.
2. | can generate hundreds of inbound |eads.
3. | canfind the right mentors to help me skip over early mistakes.

4. Tiethelast bit of hope into who you’ re appreciating and drop some credibility about them:
By chance, one of the people | met who saved me years of struggle was Aaron Agius, the founder of one of the most
well-renowned content marketing agencies.

5. Insert tangible credibility:
He works with the largest brands, including Coca-Cola.

6. Why he'simportant to you:
| looked at him as a hero.

7. They decided to help someone lower who needed help:
And he looked at me as a young, inspired entrepreneur who needed a hand.

8. How did they help you in a positive way and avoid negative pitfalls:
Over the next several weeks of scaling my agency, he took his time to walk me past many problems that would have
dug our agency into aditch.

9.1 try torepay them, but they all they wanted wasto help:
| offered him equity, time, and anything else he wanted in appreciation for his effort.

10. Tangible conver sational response:
Hereplied, "Thisiswhat | do. | like your team. I'm here to build the right relationships. | don't need a thank you."

11. People like this are why we have hopefor [X]:
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People like Aaron Agius are why successful entrepreneurs exist.

12. Reiterate the why:
They're willing to help because relationships underlie everything we have.

They'rein the industry for the right reasons.

13. Theresult is| can do thisfor others:
The best thank-you | can give is doing the same for others.

o WARy
“* Page | 29
BAMF

)
s

Y

]
&
s

Founs®



| Had an Accomplishment but Realized This Was a Faster Way

1. I had this huge accomplishment accor ding to most people:
| read one-hundred-and-twenty-booksin a year.

2. Thisisproof:
| documented the entire process online.

3. Asaresult | learned something counterintuitive:
And | learned something valuable:

Execution matters more.

4.1 took the wrong route because of thisfailure:
| began to read non-stop when two of my startups failed.

5. Twist the knifein:
| lost al my money.

6. | wanted an answer:
| wanted to know why this happened to me.

7. My failuresled to morefailures. It forced meto take a bad opportunity:
Because my resume looked like chopped liver, | took ajob as alow-paid copywriter.

8. Timewent by and | had my counterintuitive aha moment:
Eight months later, | looked up from the pages and realized: I'm till fucken broke.

9. Asaresult, | took another direction that involved sacrifices, but held promise:
| stopped reading and took another risk. | took a pay cut from my aready low-paid copywriter job to work at a
Facebook software startup on contract.

10. The opportunity provided a tangible benefit, then helped me improve my social standing:
The co-founders took their time to mentor me. Eventually, | worked my way up and became their head of growth.

11. We had a big win:
We became the first company to live stream on Facebook.

12. From taking the counterintuitive approach, | gained X benefit faster than when | took the common route:
With amonth and a half of being in a high-performing team, | learned more than | did from reading the one-
hundred-and-twenty books.

13. Here'swhy:
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Why?
| jumped into the unknown.

14. 1t comes down to these two basic principles:
Y ou won't find the answers to life in a book.

You'll find them living outside your comfort zone.
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They Rejected Me, Then | Found People Who Didn't

1. When | had afailure, | looked for a solution:
When one of my startupsfailed, | interviewed at companies across California, including Grammarly, Marketo, and
Looker.

2.1 didn’t find it:
| hit aroadblock.

3. The opportunitieswerethere, but | couldn’t accessthem. Asaresult, | lost everything:
Each company said | could offer value, but | didn't fit the specific role they were hiring for. With no offers, | ran out

of savings, moved in with my Dad, then worked my way up to found two companies.

4. Don’t dismiss people from opportunity:
If you believe someone can offer value, don't dismiss them.

5. Givethem a chance:
Give them an opportunity to find afit.

6. Here'show:
How?

Put them on contract or start them as an intern.

7. Here'swhy:
There's always a place for value.

8. The one per son/company who decided to give me opportunity, got the benefits:
It's no surprise the one company that did offer me a part-time contract position reaped the rewards - | became their

head of growth within several months.

9. Don't look for a specific criteria:
Don't look for people who fit titles.

10. Looking for thethingsthat matter:
Look for people who want to solve problems, believe in great work, and share your vision.

o WARy
‘t‘
[

)
s

Page | 32

Y

BAMF

]
&
s

Founs®



| Fought Biases, Then Came out on Top

1. Start with the problem:
| couldn't land a marketing role at a growing startup in Silicon Valley.

2. Why the problem didn’t make sense using tangible examples of credibility:
| had four years of startup experience under my belt, including founding a publication that reached an average of
24,000 visitors/day and teaching myself web development.

3. Dig deeper into why the problem didn’t make sense using mor e tangible examples of credibility:
| recruited 150 writers in three months and published over 300 pieces of content, spent a year copywriting, and
another leading marketing at the first company to live stream on Facebook.

4. But | fought biases:
The problem: | wasn't in Silicon Valley and didn't have a brand name on my resume.

5. Biasesincluded these tangible examples::
Startups would rather hire a Stanford graduate with a year of marketing experience at Google than someone who had
years of real startup experience and built 6-figure sales funnels from scratch.

6. | had to go above and beyond:
| realized the only way to separate myself wasto write an entire book about Facebook marketing.

7. After all of thistangible hard work, | made progress:
Two-hundred-and-fifty pages later, | landed arole as the head of growth for afast-growing startup.

8. Thisisrepresentative of a bigger problem:
That's the problem with Silicon Valley.

9. They want vanity metrics:
They want to see 500 Startups, Y Combinator, Berkeley, and Stanford.

10. How tofix this:
If Silicon Valley wants quality startup talent, then founders and V Cs should stop paying attention to vanity brand
names and look at metrics.

11. Why it’simportant from a bird’s eye view:

There are thousands of people who have all the skillsin the world, but nobody in Silicon Valley wantsto look at
them.
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| Didn’t Get the Opportunity, So | Hustled and Made It Happen

1. Denied an opportunity from a big brand name:
| never got an offer from Facebook.

2. Even though | tried many times. | kept pushing:
I've applied multiple times. But that wouldn't stop me from finding a way to make this dream areality.

3. Lead into the next part:
Inturn, | never expected what would happen next.

4. | took a mor e unconventional route:
Rather than keep applying, | decided to create on their platform.

5. 1t resulted in a large accomplishment:
With my knowledge of Facebook, | built one of the most engaged communities of marketers and founders online.

13,000 membersin a Facebook Group.
6. This opened the denied opportunity:
Facebook loved the community | created, so they gave me a special invite to their Facebook Community Summit in

Chicago.

7. 1t’seven better than what | wanted in thefirst place:
Today, I'm flying out to attend this exclusive conference for the top creators on their platform.

8. | realized thedream isclear, but path isnever that way:
The journey often doesn't make sense because there are so many ways to achieve what we want.

Which is our path?
Y ou can't expect to know.

9. Thisiswhy we must do this:
Our job isto keep chasing because there's always a way
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| Took the Traditional Route, Then Left to Take Action

1.1 took a career risk:
| spent my entire month's salary on a General Assembly course.

2. For thistangible benefit:
I'd learn cutting-edge data anal ytics skills.

3.1 did exceptionally well:
With a strong background in Excel and SQL, | crushed the first half of the course.

4. Then the big moment happened where|’d choose a path:
Then came project time.

Wed all do the same one based on a fake data set, then give a presentation on it.

5.1 chose the one everyone else didn’t:
| couldn't doit.

6. It wasn't purposedriven:
The thought of creating the same "fake" project as everyone else killed my creative passion.

So | took adifferent route.
7. Thisroute led meto this awesome desired result:
Asthe head of growth for an event subscription company, | created an analytics model for event retention using

everything 1'd learned.

8. It took hard work and waswell worth it:
For several weeks, | put every ounce of creative passion init.

It was anal ytics masterpiece.

9. Here'show | know - people care more about it:
When it came time to present, everyone was dying of boredom from seeing the same "fake" project over and again.

Then came my turn.
| walked up to the front of the class and said, "I created an analytics model for my company."

10. Tangible example of them caring:
Every student perked up.
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Why?

11. In that moment, everyonerealized | wasright:
| was the only student who'd solved areal-world problem.

That day several students came up to me and said, "I admire what you did."

12. I'm not remar kable. | take small actionswith a meaningful difference:

| didn't do anything special.
Y ou can always choose to make areal difference.

13. Look at the bigger pictureand don’t be afraid:
It's often disguised by the status quo.

It's up to you to break the rules.

14. Because that’swhat these people you admire do:
That's what entrepreneurs do.
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We Didn’t Get Results, So We Changed the Process

1. My team invested alot of timeinto helping someone:
| watched our team spend ten hours on a proposal .

2. Wetried to keep communication open:
We followed-up with emails and calls.

3. But we got nothing in return:
We heard nothing back.

4. 1t hurtsnot to receive even one piece of thanksin return:
It's painful to see our team put so much effort into a presentation, then not even get a sentence of feedback.

5. No big deal:
It happens.

6. To fix this, we alwaystake the higher road. We know that’swhat works and make us great:
Well listen to the worst feedback to improve. We're excellent problem solvers. That's what makes us exceptional .

7. That’swhy we have this processto ensure weimprove our chancesfor the future:
We've recently implemented a"why" system.

Whenever someone chooses not to work with us, we ask why.

We tell them it's okay to be brutal.

8. Asaresult, we'veimproved fast:

This nudge took our proposals from beginner to looking sharp in a matter of weeks. It doesn't only work with

proposals, but every area of your business.

9. Thelearning lesson:
Never believe you're better than the criticism you might receive.

Stay humble.

Ask why.
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They Denied Me an Opportunity, So | Rose Up

1. Problem:
Lyft didn't hire me.

2. Thisiswhat the opportunity looked like:
| had two calls with them to help lead their social media efforts.

3. At first, | almost had a chance using a tangible instance:
Thefirst call went well with ajunior growth marketer as the interviewer.

"You'll make an impact here."

4. Then, | was completely dismissed with thistangible instance:
The second call | had was with a senior growth manager.

"What specifically do you want to do?"

5. Here'smy credibility that over qualifies me using several tangible examples:
| said, "Inthe last year, | created one of the largest and most active communities online for founders.

| hosted eighty tech events and racked up 10 million views on Quora.
I've created five social mediatoolsto help automate my workflow.

6.1 don't fit the mold. I’ m better than that:
I'm a problem solver.

Put me anywhere. I'll make a difference.”

7. They want someone who can fit the mold in a specific area:
"We're looking for someone who can fit a specific role like a Facebook marketer."

8. 1'm already the best in that area, but don’t want to act like a square pegin around hole:

"I wrote a 300-page technical book on Facebook marketing filled with case studies, but I'm a problem solver, not a

Facebook marketer."

9. They gave me a rude impression:
He cut the call short.

10. Two times over:
Not one follow-up.
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11. Now I’'m even mor e successful in thearea | applied to help in:

Four months later, | hit 25 million LinkedIn views then founded two successful companies on track for over 2

million ARR in one year.

12. Thisrepresentsa culture problem that hurtsthem:
Thisiswhy companies can't innovate - they don't hire problem solvers.

13. It hurts people like me:
If you don't fit a specific role, they put you out in the cold.

14. That’swhy I/we do things differently:
At Badass Marketers & Founders, we do things differently.

15. And the best we can do isthe opposite with a thank-you example:

Thank you, Hendry Sukir, for solving enough problems to become one of our first hires.
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| Didn’'t Get an Opportunity, So | Gave Someone Else One

1. Something bad happened and left me vulnerable:
When one of my startups failed, | became desperate.

2.1 lost thisvaluable asset and desperately tried out for these lower opportunities:
| ran out of cash and began walking into companies unannounced applying for entry-level writing positions.

It hurt.

3. They didn’t even want me:
Each company said | could offer value, but didn't hire me.

4.1 took the only opportunity | could find:
| took a bottom of the barrel copywriting job convinced | would crawl out.

5. It was awful for these tangible reasons:

| worked as a copywriter under a marketing manager who ignored me, and a boss who' d throw her feet up on my
desk when talking to me.

6. | left assoon as| could for a new opportunity:

Assoon as | saved up enough money to escape, | joined a Facebook software startup to hone my technical writing
skills.

7. That'd lead to this awesome tangible result:
Now | write many of the most-viewed technical how-to posts on the web.

8. Never close an opportunity because someoneis different:
If you believe someone can offer value, don't shut the door on them.

And don't start them with a small task.

9. Givethem a chanceto find their fit:
Give them a chance to find their task.

Why?

10. Because individuals are unique:
Excellent problem solvers seek where they add the most value.

11. My unique skill is X:
For me - that’s writing.
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12. Today someone wanted to partner/work with/for me and they reminded me of myself:

Today, we hired a new employee for BAMF Media.
She reminded me of myself.

13. Tangible example of how:
Y esterday, she knocked on our door without a scheduled interview.

True hustle.

14. Her unique problem:
The problem: she had visaissues and was overqualified.

She had three daysto get hired or she'd be deported.

15. We still moved forward because of thisinspirational reason:
We decided to move forward for one reason:

| promised myself I'd be better than my past experiences.

Today, | had the chanceto proveit.
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Don't Piggyback off the Back of Others

1. Relevant situation to most readerswhere | met someone with a problem:
Y esterday, | was riding in an Uber, and the driver had just finished working an entire month. No breaks.

2. They were a good per son:
He's one of those people who you remember because he's self-made and has a world of ambition.

3. But in thisawful situation:
But here he was working an insane number of hours.

All for what?

4. For someonethey loved:
To pay his daughter's student loans.

5. Even though that per son made the wrong decisions:
She went to an expensive private college to study design. Without many job prospects, she went back and started her
masters.

6. It hurtsthem:
He hesitated when mentioning the student loans.

He could barely justify it.

7. Tangible conver sation expressing pain:
"Why design? | understand she lovesit. But it's hard, you know? We put in al this work. Why not a doctor?"

8. These loved onesdon’t realize the pain they cause their loved ones:
Many students don't realize the pain they give their parents.

9. They can do these tangible thingsinstead:
We have access to Udemy, trade schools, Y ouTube, Quora, Stack Overflow, Google, and more.

10. We need to ask this question:
Do we really need many of these degrees?

11. Because of this:
Collegeis one option.

12. And thisisnot the best way to doit:
And not the best one if it requires students to step on their parent's back when they have dreams of their own.
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13. Remember their dreams:
Maybe their parents want to start a new company, write a book or volunteer around the community.

14. They deserveit:
Don't they deserve that?

Be resourceful.
Bekind.
Especially to parents.

15. Do thisinstead next time:
And rather than take - students should work ajob that enables them to pay for college.

Help them understand they need to work for what they want.
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Overcame Biases that We Need to Fix

1. Start with a question that impliesyou’re about to rant:
What's your chip on your shoulder?

2. People used to doubt me;
Would you imagine that alittle over ayear ago, | couldn't land a marketing role at a growing startup in Silicon
Valley?

3. In caseyou don’t know me, here’s my credibility backed by hard numbers:
| had four years of startup experience under my belt, including founding a publication that reached an average of
24,000 visitors/day and teaching myself web development.

| recruited 150 writers in three months and published over 300 pieces of content, spent a year copywriting, and
another leading marketing at the first company to live stream on Facebook.

4. None of it matter because of this:
The problem: | wasn't in Silicon Valley and didn't have a brand name on my resume.

5. Makeit tangible with an example:
Startups would rather hire the graduate from Stanford with a year of marketing experience at Google than someone
who had years of real startup experience and built 6-figure sales funnels from scratch.

6. All because of a petty pre-conceived notion:
All because | lived in another city, went to a state school, and didn't work for a well-known corporate company.

7.1 needed to overcomethis problem. There was only one way:
At some point, | realized the only way to separate myself was to write an entire book about Facebook marketing.

8. Asaresult of brutally hard work, | accomplished my goal:
Two-hundred-and-fifty pages later, | landed arole as the head of growth for a fast-growing startup.

9. Ther€'sa bigger problem at hand:
That's the problem with Silicon Valley.

Nobody cares about you if you don't have a brand name on your resume.

10. Knifetwisting:
Doesn't matter what you've done.

They want to see 500 Startups, Y Combinator, Berkeley, and Stanford.

11. Tofix thisproblem:
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If Silicon Valley really wants to take care of their diversity problems, then maybe many of the foundersand VCs
should stop paying attention to vanity brand names and look at metrics.

12. No surprisethere salso thisHUGE related praoblem:
No wonder when | came to Silicon Valley they didn't have a single community that gave startup founders cutting-

edgetactics.

13. Can you believeit?
In the tech mecca of the world, they could care less.

14. Knife twisting:
Accelerators rather take your equity and give you a mentor who's never been afounder or created traction from

scratch.

15. Tieit back to the question:
That's my chip.

It's what drives me every day.

16. It's not about me, it’s about everyone who needs our help:
They're thousands of people who have all the skillsin the world, but nobody in Silicon Valley wantsto look at them.
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Don’t Give Advice

1. Don’t take advice from people:
| can't stand people who give career advice on what jobs people should do.

2. Traditional people don’t under stand:
My parents have no ideawhat | do.

3.1 can’t blame them:
My job didn't even exist a couple of years ago.

3. Theworld is changing too fast to give advice:
With today's learning advancements, we're creating the next generation of opportunities.

We need to alow students to chase more creative routes.
Routes that didn't exist when we grew up.

4. We need peopleto learn these cutting-edge things:
Let them learn data science, programming, or engineering at an earlier age.

5. They should no longer go through these old traditional routes:
Not every student needsto sit through a math class where the teacher refuses to let them use calculators.

Or pulls them off of their phone because "they're not reading” from a book.

6. Thisisthe world today:
We're in atech-driven world.

7.1 can't even give advice:
| can't tell a student what career to choose.

8. Because | can’t predict it:
| don't even know what careers will be available once they get into the workforce in four years or even six months.

9. How | can help peoplethink differently.:
All | can do is encourage the right mindset while making connections where need be - whether investors or mentors.

10. Don't tell peopleto walk in your shoes:
Y our path is not theirs.

11. Help them find their own path with metaphorical action:
It's to hand these young pioneers a light when everything goes dark.
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My Biggest Mistake

1. At the bottom:
I hit my lowest point.

2. 1t wasn't these bad, tangible things:
Not when | lost $500,000 of investor money.

Not when | got kicked out of a company.

3. It’swhen thisbad tangible thing happened:
It'swhen | blamed my own faults on my co-founder.

4.1 had thisgreat tangible accomplishment:
We recruited 150 writers, and we were driving 24,000 visitors every day to our online publication.

Everything seemed perfect.

5. But then everything went downhill:
And | let my ego get the best of me.

6. | even did thisdumb thing:
| turned down fantastic job offers telling hiring managers we were building a hundred-million-dollar company.

Lies.

7.1 knew it wasfalling apart:
Deep down | knew it was all falling apart.

A year later, it did.

8. Here'swhy:
We had no revenue.

New to online marketing and entrepreneurship, we were still figuring out the basics to product/market fit and
monetization.

9. And we made these mistakes at the wor st time:
As abootstrapped startup, we didn’t have the runway to figure it out.

We needed answers.

9. It all culminated to this one horrible moment:
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| yelled at my co-founder blaming him for not finding a way to make our company money. He didn’t fight back.
He took the blame.

10. Then it all fell apart (escalate the failure):
We pivoted.

It failed.
| fired all 150 writers.
Then people on the managerial team.

11. 1 didn’t have the awar eness to take r esponsibility:
Asthe co-founder and CEO, | didn’t realized it was my fault.

12. Here' swhy:
| didn’t have the self-awareness to lose my ego. Instead, | lost my best friend and co-founder.

13. It’sfine now, but | fucked up:
We're friends now, but | totally screwed up.

14. Now | don't takeit for granted:
Today, | thank my co-founder every day.

15. Ingpirational line:
It takes alot of courage to remind yourself that you're never perfect.
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Attacked for a Unique Culture

1. They tried to hurt me:
People attacked me.

2. Doing these negative things:
Hundreds of negative comments because of our company culture.

3. Because of thisreason:
We remove soda from our workplace and encourage people to work out.

4.1 chosethisroute:
As the co-founder, | built a health conscious company.

5. 1t’snot for everyone:
Does everyone fit in with our culture? No.

6. That’sfine:
We don't need everyone.

7. We associate with people welike:
We need people who we want to surround ourselves with.

8. And most peopledon’t:
Most companies don't care at al about their employees’ health.

9. And here swhat they do that’ s wrong with tangible examples:
To keep employees longer, they go to the other end of the spectrum.

More bean bags.
More candy jars.
More happy hours.

10. It leadsto this negative outcome:
This attitude gets people addicted to your culture for the wrong reasons.

11. L et people be unique:
My culture doesn't have to be yours.

12. 1 let people choose:
Nor do | force people to accept it.
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People have aright to choose where they want to work.

13. Wedon't careif we end up with only a few:

If we scare the magjority of our applicants away, then that's fine.

We're for the few.

14. That’swhat makes us great:
That's what makes us exceptional .

15. We'll keep it that way:

And welll do whatever we can to keep it that way.
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Short-Term Sacrifice for Big Gains

1. We made a tough business decision:
We fired our first employee on hisfirst day.

2.In arough time:
This was week one of our startup.

3. It’snot easy when you'rein our position:
Hiring is brutal for an early-stage company looking to scale fast.

4. And we're not perfect:
We're not perfect.

Far fromit.

5. Thisiswhat | did wrong:
Asthe CEO, | spent five percent of my time hiring.

6. Thisled to these tangible problems:
Thisled to rushed decisions and bringing on candidates with red flags.

We lost hundreds of hours and it almost suffocated our business.

7. Then we made progr ess:
This week we hired three new employees.

A senior growth strategist.
A copywriter.

A designer.

All rockstars.

8. It happened because we did the opposite:
We searched through thousands of candidatesto find them.

To do this, | delegated half of my tasks.

9.1 had to overcome these issuesto make it possible:
The problem?
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10. At first, we took a hit in a counterintuitive way:

These tasks had an immediate effect on revenue. We had to lose money to make money.

| had to take therisk.

11. 1t didn’t matter, we knew it would lead to a positive outcome:
Without the right employees, you'll never scale.

12. If you don’t, then you'll never grow:
Y our company will remain you and your co-founder.

13. Thelearning lesson:

Whenever | question my investment in hiring, | always remember a great vision without great peopleisirrelevant.
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Started from the Bottom - Focus on the Small Things

- Jinny Hyagjin

1.1 started at the lowest of positions:
My very first client paid me $5/hr (I wrote 3 articlesfor $30 TOTAL).

2. It wasa sign of progress:
| wasn't upset, but rather ecstatic.

3. Thishappened at this point in my lifewhen | had so much credibility:
This was exactly 3 years ago. At this point in my life, | held two Master's degrees and could've easily had a 6-figure
job.

4. But | chosethisrouteinstead becauseit aligned with my dreams:
Instead, | was excited over $5/hr, which barely paid for agallon of gasin LA; however, it was the thought that this
was the 'start' of endless possihilities that excited me.

5. It'shard to start, but then there's momentum:
Going from 0 to 1 isthe hardest. If | can get one client, what's to stop me from getting 2, or 3 or even 10?

6. Step one gave methe credibility | needed in thistangible way:
After my first project with this client, he wrote a paragraph long review of how | wasthe BEST freelancer he's ever
hired.

7. Theresult:
Since that day, |'ve worked with over 200 clients who've all added value to my credibility.

8. Today, we're a largeteam with a big, positive outlook:
Today, I'm no longer a one-girl operation, but part of a 15-person team called Wander Agency. Our prices increased
3000% since the day | started and we make more revenue in one month than | did my whole first year.

9. Know what you can be, but know it takesthe little things:
It'simportant to know your worth, but you also have to start somewhere small.

10. Don’t reach for the stars. Start by building a foundation knowing one day you'll get there:
All the 'big dream'’ ideas | had failed because I'd bite off more than | could chew. Wander, however, has grown
month after month because of the foundations | built.

11. Thelearning lesson:
Rome wasn't built in aday. Neither should your business.
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Traditional Job Problems

1. I met a per son who works a traditional jab:
I met a nice banker who's been working for Wells Fargo for the last several years.

2. They told me about their dreams:
As | wasfiling paperwork with him, he told me his plan to start his own company that helps local businesses with
social media.

3. How they’ ve been working on traditional methods over and again:
He said he's been working on his business plan for two and a half years.

4. The problem;
The chances are that this person will never launch their business.

5. Lifefor them won’t change:
They will continue working their 9-5 job.

6. Stop waiting, take action:
Today, you can get validation for your product or service in less than a week, and for some of us, it's less than a day.

7. Tradition isof the past - it will make you complacent:
Industries are changing so fast that making business plans for the next six months won't do you much good. And it
may just chain your ankles around a corporate desk chair for the rest of your life.

8. The person paid these people to help him get better at atraditional skill:
The banker explained how his MBA experience helped him make his business plan. Y our MBA teaches you to plan,
plan, and plan some more.

MBAs are outdated.

9. Timesare different:
Ten years ago, you couldn't get validation for your product or service as fast as you can now.

10. If you don’t keep up, you'll get left behind:
Many people don't pay enough attention to technological advancements; as aresult, they spend an enormous amount
of money on an outdated education.

11. If you're an entrepreneur, thetime is always now:
There's no reason to wait to become an entrepreneur.

12. Therealization:
Creating value for others has never been as easy.
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13. Thelearning lesson:
Lifeistoo short to plan everything.

Stop waiting.
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Advice | Took to Help Me Rise Above Failure

1. I had a big negative life change:
My boss left me after day one.

2. Then it got wor se:
Several weeks later, | received an email - “We're letting you go.”

3. Why it happened:
She disappeared to raise funding, then never got it.

4. At thetime, | didn’t get it:
| didn’t understand.

5. Because | saw people have positive life changesin similar positions:
My college roommate was the first employee at a growing startup.

6. With thistangible example:
After three months, he was making close to $200K annually.

7. Thisiswhat | thought it would belike:
Thiswas my first impression of startup life.

8. But | was experiencing the opposite:
And here | was getting fired from an unpaid startup internship.

9.1t didn’t matter because it gave me hope:
My roommate’ s success was the best thing to ever happen to me.

10. To overcome these tangible obstacles:
It gave me the courage to work for four more failed startups.

Because | saw it was possible.

11. | saw the positivein the negative:
Rather than scream that life wasn't fair, | took it as a positive sign.

12. So | asked them why they experience the positive:
| asked what made him successful.

13. Thereply (learning lesson):
Hereplied, “I have the mentality of arock climber. | don’t pay attention to politicsor TV. | focus on what | can
control. The three feet around me.”
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14. | took the feedback and went all in:
Since that conversation, | dialed in my focus.

15. With these tangible actions:
The next year and a half, | read close to 200 books about business.

Then published over 1000 articles.
16. Asaresult, now | have the positive experience:
Five years later, |'ve stepped into similar shoes as my roommate. I'm the co-founder of one of the fastest growing

agencies, BAMF Media.

17. Thelearning lesson:
If you want something bad enough - stop craving control for what’s out of reach.

Think like arock climber.

18. Theresult:
You'll feel confident.

You'll feel empowered.
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Don’t Define Yourself by Your Mistakes

1. A person on my team made a mistake:
My employee made a mistake.

2. 1t could’ve led to a huge bad outcome for the both of us:
It could've cost us a potential client.

3.1 looked at it asa blessing:
| laughed about it.

4.1 gave him the benefit of the doubt:
Rather than scold him, | explained that he's more valuable now after learning from his mistake.

5. Because at the end of the day, you learn from mistakes:

If he makes a $50,000 mistake, then that's a $50,000 learning lesson | don't have to pay for again.

6. | told him that mistakes don’t define you:
| said, "Don't define yourself on what you've done. Define yourself on where you're headed."

7. Because I'd never be hereif | thought that way with these three tangible examples:
If | defined myself as a dishwasher, | would've never stepped into digital marketing.

Asafailed founder?

| would've never founded a successful company.
Asapoor fiction writer?

| would've never had millions of people read my work.

8. Don’t define your self by mistakes:
Y ou are not your mistakes.

9. Define your self by where you're headed:
Y ou are everything you're aiming to become.

10. Bélieveit - and it will happen:
Because if you want it bad enough, it will happen.

And | know he does.
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Bad Culture Move, So | Moved on and They Lost Everything

1. | found out about a negative changein my future:
They posted my job online.

2. 1t would lead to this negative outcome:
| was getting fired.

3. Thiswasthe wor st way for thingsto happen:
And | found out in the worst way.

4. So when my team tried to pretend likeit didn’t happen, it hurt me:
When my manager greeted me with asmile, | couldn't even look at him.

He betrayed me.
| wasn't ready for the conversation.
So | didn't mention it.

5.1 told everyone about the situation who matter ed:
Instead, | broke down and told all my coworkers at lunch time.

"They're letting me go. | saw my job posted online."
One employee spoke up.

6. Then | found out it’sworsethan | thought:
"That's how the last two people in your position found out."

7. Everyonetied to the situation saw the problem:
In abrief second, every employee lost faith in management.

8. It resulted in this negative effect for management:
It destroyed their culture.

9. Rather than continue, | prepared, took action, and got results:

The next few days, | did zero work.
| applied to hundreds of jobs.

| got three interviews.
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10. Then the fateful day happened:
At the end of the week, | got an email from my CEO.

"Let'sfind atimeto talk."
| walked into her office ready to quit.

11. They mentioned they knew | saw what happened:
She said, "We understand you saw your job posted online. To be upfront, we are looking for someone else.”

12. 1 madethe processfaster:
| replied, "1 won't wait here. It'sbest | go."

13. 1 didn’t carefor the team anymore:
| left never wanting to hear the company's name again.

14. Even if they have these tangible benefits:
It doesn't matter how talented your employees are.

It doesn't matter how much funding you secure.

14. They need these benefitsfirst:
Y ou need a transparent culture.

No matter how small the details.

15. It comes down to people:
Because companies are not built on the foundation of revenue.

They're built on the foundation of mutual respect.

And that starts with people.
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Loved Ones Over Work

-Aaron Agius

1. Someone | cared about interrupted me and told me they needed help:
My five year old son woke me up at near 5am one morning telling me he had a problem in the living room and
needed my help now.

2.1 was upset about theinterruption:
I’m never thrilled about being up at that time of day and to be told he had a problem meant | was already angry by
thetime | got downstairs.

3. Then | saw them looking innocent:
When | got downstairs he was sitting at his small table working on a drawing.

4.1 asked about the problem:
| asked him, rather abruptly “What' s the problem??”

5. They responded it’s about the time we spend together:
He responded “We don’t get to draw together much anymore because you' re away for work and I’ m trying to draw
apicture of me and you at the park and | keep going outside the lines - can you help?’.

Instant paradigm shift.

6. | felt horrible about it:
| went from tired and cranky, to remorseful and emotional in an instant.

7. Sometimes | forget about the people who mean the most to me:
| travel alot for work as we have clients globally and my wife and | both work hard to support the family
financially.

8. They taught me a valuable lesson:
My son taught me a valuable lesson that day.

9. You need to prioritizewhat’sright:
Y ou can work your hands to the bone, getting all sorts of business accolades, buying new clothes and other fancy

material things, but in the end it's quite ssmple.

10. Therealization - the experience with those who matter that is:
What kids need most istime, not material things.

11. Learning lesson:
Family first always.
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Help Someone Out in Need By Chance

-Aaron Agius

1. | overheard someone with a problem:
“1 don’'t know what I’m going to do.”

2. They werein arough state:
| overheard the woman sitting next to me in the coffee shop burst into tears.

3.1 wasn't having a good day, but she explained to her friend that they werein dire need:
| personally wasn't having a great day, but | listened as she told her friend she was on her way back from an
interview.

“1 really needed that job,” she cried.

4. Because of thisreason:
| overheard that she was a mother of young children and needed flexibility that most companies weren't willing to
provide.

5. After monthsof trying, they’'d lost everything:
She'd been searching for months and kept coming up empty.

6. They were committed and | admired that:
| couldn’t help but notice how committed this lady was and admired how much she wanted to get back to work.

7. After their conversation, they were about to leave so | introduced myself:
Her friend left first and as she was getting up to leave something made me lean over and introduce myself.

8. | asked them arelevant question to their problem:
| asked what line of work she wasin.

“1 used to do Marketing”.

9. | then introduced myself as someone who could help:
Asi introduced myself as the CEO of a global marketing agency, her face turned to shock.

10. Weweren't in the position to give an opportunity, but | gave them an intro who helped:
We weren't hiring at the time, but | called a friend who hired her and she started working within a week.

11. The timing was per fect:
| couldn't get over the timing that created the situation.

12. Sometimes life wor ks out that way:
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But that's just how the world works sometimes.

13. It’sareminder to pay attention to other people'slives:

It was areminder to me to stay open and aware of other people's lives and not just my own.

14. Therealization:
Y ou never know who's around you who could change your life.

15. Thelearning lesson:
Reach out and try to help everyone you meet. The connections you make will astound you.
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Put People You Care About Before Work

-Aaron Agius

1. Vague Pain Statement:
It's brutal.

2. 1 work hard with these tangible examples:
Waking up at 2am to put your kids back to sleep.

Then getting back up at 6am to go to work.

3. But it makes me a great person:
| did it because it makes me a great father.

4. The balanceishard:
As ayoung parent running a company, it's hard to find the balance.

5.1 need to betherefor the people | careabout, but also other people who depend on me:
Y ou want to be the best you can for your kids, but you want the best business success so your employees can spend
time with theirs.

6. You need to own it all:
Y ou have to champion them all.

7. 1’ snever enough:
The hardest part as an entrepreneur - it's never enough.

8. It will only get harder:
With kids, the problem grows because you have less money, focus, and sleep. Y ou feel like you have to put more
time into work - but you can’t.

9.1 try tobetherefor theones| careabout. Not everyone doesthis:
| focus as much as| can to ensure | can come home by dinner time every night with my kids. A lot of businessmen |
know only care about making this happen a couple of days aweek at best.

10. They deserve more:
Kids deserve better.

11. Therewas atime when | almost messed up:
| remember years ago, with one of our first international prospects for our agency.

12. For this opportunity:
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We'd put weeks into the proposal and negotiations. Then they told me that they could only do weekly meetings after

7 p.m.

13. But | didn’t:
| said “no.”

14.1 lost the opportunity:
And lost the client.

15. | did think about it:
I'd belying to say | didn’t think about flipping my schedule.

16. But it would cut into thetime | spend caring:
The problem: That’s the same time when I'm home to play with my kids.

17.1 knew it would never replace thistangible moment of purejoy:

And seeing my kids smile when | open the front door means the world to me.

18. It reminds me of why | chose this path:
It reminds me of why | became a father.
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Finding Balance When Caring for Others and Work

1. Vague pain statement:
It's rough.

2. | takethese tough actions:
Every morning | hit the gym at 4:30 am.

Then get to the office by 7 am. to write for two hours.

3. Tohelp those | care about:
| do it because it makes me a better employer.

4. Balanceis hard to find:
As ayoung entrepreneur running a company, it's hard to find balance.

5. Between these two important things:
Y ou want to be at the top of your game for your employees, but you don't want to sacrifice your health.

6. Have to champion everything:
You havetodoit all.

7. You want to go further:
And as afounder - you're never satisfied.

8. But you have limits;
Y ou want to put more into work, but you can't.

There will always be more tasks.

9. Make sureto get the rightsthings done:
| ensure to come home with an hour to talk to family and friends.

10. It doesn’t alwayswork out that way:
But this doesn't always happen.

11. Asin thistangible example:
Back when we only had four people on the team, we once signed severa clientsin aday for BAMF Media.

12. 1 suffered with these tangible examples:
For aweek, | didn't get any sleep and missed every workout.

13. 1 almost didn’t make it back:
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It took me an entire month to get back into my routine.
| vowed | would never do this again.

14. Now I’'m better at what | do:
Today, | set better expectations for my clients.

Rather than say "today," I'll say "two weeks."

15. | «till feel the pressure:
I'd belying if | stated that | no longer get pressured to sacrifice my health when | feel behind at work.

16. | don’t make the mistake because | do X:
But then | call my parents and hear their appreciation for making time to talk with them.

It reminds me of why it's worth it.

17. And, of course, thisreason, too:
And, most importantly, seeing employees put their family before work.

18. Tied into thisinspirational line:
Because asthe CEO, | set the example.
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Fought Tradition to Achieve Success

-Ben Lee

1. I made a huge life decision against the traditional path:
| dropped out of college.

2. Here' sthe exact moment | knew it would happen:
“If | see you texting again, I'll kick you out of class.”

The teacher scolded mein front of everyone.
| answered, “1’m busy calculating shipping costs to send fine art to Dubai.”
Hereplied, “What does that even mean?”

3. | was successful outside of tradition:
| was hustling on eBay.

At first, we weren't making any money.

4.1 had alot of successwith these two tangible examples:
Then sales starting coming once we found our niche - collector items and pop art.

After | sold aMr. Brainwash original for $12,000 to a collector in Dubai, it hit me.

5.1 realized | didn’t need tradition:
| didn’t need college.

So | left.

7. 1t took methis exact amount of time to make the decision:
| struggled with dropping out for over ayear and a half.

8. | had these self-conscious thoughts about it:
What would my future employers think?

What would my parents think?

9. That small success propelled me forward:
But that one sale was al the validation | needed.

10. I even had close friends/family say stuff like thisto keep mein tradition:
| remember my Dad saying, “Ben, you need to go to law school. That's where you'll be successful.”
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11. It wasn't true because of this:
The truth is school would never give me the ROI in business that the real world would.

12.1'd only get negative results:
It would only give me debt.

13. 1 left in a memorable way:

So | wrote a check for my last semester at Loyola Marymount University paying it off in full.

14. Then | became successful:
A month later, | founded the most successful online learning resource for law students.

15. Realization:
If you're not satisfied with where you are, then reach higher.

16. Backed by a tangible example of the opportunity cost | faced:
| could’ ve wasted the next couple of yearsin college.

Instead, | became an entrepreneur.
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| Found Opportunity in the Dust They Left Me In

1. My team member did this negative thing to me:
My employer outsourced my job.

2. At thetime, | was hustling to makeit:
| was ayoung, hungry technical sales guy.

3. 1 was doing well relative to my circumstances:
| was 20 and making six figures working with a world-class team.

4. Even people | respected said so:
My boss had said, "Ben, you' re the most badass employee without a CS degree.

5. Then they cut off the opportunities:
Then out of the blue, | wasn't getting included in dev calls.

6. | could seeit happening:
| could feel the ground slipping beneath me.

Then it happened.

7.1 wasleft in the dust:
The entire team received aticket to an upcoming conference except me.

8. | found opportunity in the dust:
“Ben, we should talk.”

At that moment, | took thereins.

“You didn't give me proper notice - fly me out.”
And they did.

Then fired me.

9.1 used it to propel my success:
| used that trip to found a company, Neon Roots.

10. Now we're successful with these tangible credibility points:
Today our partners include Salesforce, Spotify, and Snoop Dogg.

11. | remember people still doubting me:
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| remember my first prospect saying, “How can you recruit the best engineers when you aren’t coding?’
“Recruiting isn’'t about engineering - it's about people.”

12. I'velost opportunities:
They passed.

13. But it didn’t matter because | came out on top:
That year, | hit over amillion dollarsin revenue because | inspired the world' s best engineersto work for me.

14. You won't do well if you don’t value hustle and uniqueness:
Thisiswhy companies struggle to stay relevant - they forget everything is about people.

If you don't fit their mold, they kick you to the curb.
Culture comesfirst.

15. Today, my team doesit the opposite way:
At Rootstrap, we do things differently.

16. Thank you to a particular current team member for contributing to a 3rd party credibility that we're not

like the bad team:
Thank you, Fernando Colman, for allowing meto create a culture that made us one of the top employersin America.
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Most Viral Piece

1. Start the piece by drilling down into the problem and “ knife twisting” in a total of eight words:
| quit my job.

| ran out of savings.

2. Explain the negative outcomes and release vulner ability within the next threelines:
| bootstrapped down and moved into my Dad’ stiny apartment.

Without much space, we dept in the same room.”

3. Diveinto the aha moment:
During thistime, | learning something beautiful:

Success and happiness parallel how much value we create for others.

4. Reiteratea clearer picture of the problem with mor e confidence:
“Not how many books we read, podcasts we listen to, or Y ouTube videos we watch.

The problem. | had no skills. | had no money.

5. Diveinto the sacrifices you needed to make to solve the problem:
“With few options, | began writing for many hours every day.

Tofocus, | stopped...

-Talking to friends who didn’t help me create value
-Opening my Facebook News Feed

-Paying attention to politics

-Watching T.V. and Netflix

-Going out to eat

6. The result of the sacrifices (first step of the hero’sjourney):
First, | wrote on my blog.

7. Escalate thefirst step to the second step fast:
As | became a better writer, | contributed to publications.
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8. Beneficial outcome:
People began to recognize and respect my ability to create value.

9. Problem solved:
| left my low-pay copywriting job to work for a Facebook software company and moved out of my Dad’ s apartment.

10. Escalate the benefit to give mor e credibility to the lear ning:
| then took ajob asthe VP of marketing for an events company spread across five cities, then eventually, | became

the head of growth for aVC firm.

11. Say directly or imply how you give back from your lear ning:
Now, I'm a founder of two companies and a 15,000-person community.

12. Ask your self thisif you have similar problems:
If your life is not on a successful track, then ask yourself:

Am | aconsumer or acreator?
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Community Access

1. Personalized intro for the platform:
Hey LinkedIn friends,

2. Relevant question to your network:
Are there any funded founders working in tech?

3. Make it more specific:
| created a private but free Facebook community for tech startup founders that have raised money.

4. Thevalue in the community:
WEe're sharing proven fundraising, marketing and operational strategieslike:

+ How to optimize your investor deck

+ How to nurture potential investors

+ How to hire early employees

+ How to optimize your acquisition channels

+ How to practice a healthy work/startup life balance

5. Add credibility with brand names:
Some brilliant-minded investors in my network from Draper Associates, AngelList, Graph Ventures, and 500
Startups are already in the group along with other foundersin tech.

6. The ask:
Interested in joining?

7. Detailson how to ask (keep alow barrier to entry):
Comment “interested” and 1’1l send you an invitation link via private message.
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Asking for Feedback

1. Personalized intro:
Hey LinkedIn friends,

2. Ask for what you need help with:
I need your help with choosing a book cover.

3. Explain you already made a huge investment:
I've already written the book (300+ pages)

4. Why it'svaluable:
It's the most comprehensive book ever written on growth hacking case studies from the best marketers and founders.

5. Why their contribution isimportant (play to scarcity):
And thisisthe last piece.

6. Help me decide with thislow barrier to entry for helping:
Comment with which cover you like the most.
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Sending Out Proposals

1. Ask a broad question most of your target market would say yesto:
Wish you had a network of 6000+ founders and C-level executives?

2. Tell them you released something secret:
| recently did another soft launch of my membership community. Mostly word-of-mouth right now.

3. That it will help them get these tangible KPIs:
I'm taking people step by step of how | reversed engineered all of thisin the last twelve months:

1. Facebook to build one of the most active communities of founders (15000+ members)
2. Quorato become atop writer with over 10 million views

3. The consistency to output over 1,200 pieces of content

4. LinkedIn to get over 25 million views on my content

5. Launching two 6-figure companies in one month

4.1'm not selling. It’srisk free:
The program is 100% refundable within the first 30 days.

5. Now ask them to show interest with alow barrier of entry:
If you want to know how I'll do all of this for you, then comment below "interested" and I'll send you the details.
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Sell Before You Build

1. Start with a big positive announcement:
After launching our agency a month ago, we recently landed a big enough client to hire a couple of more employees.

2. Talk about how you hustled to make it happen in a counterintuitive way:
We were pitching this client before we even had an LLC, office, or logo.

3. Why wedid it thisway - it works:
We're always selling because we know that's what it takes to have the opportunity to create results.

4. Wethink differently - it’spart of our culture:
Rather than waiting as most founders do, we ingtill selling as a natural part of our culture. We think a sales mentality

helps people understand that opportunities are everywhere.

5. It startswith knowing that these core principlesaretrue:
Y ou don't need the product or even a company.

Y ou can sell to create anything you want.

6. If they weren't, then thisthing you know that istruewouldn’t exist:
That's why crowdfunding exists.

7. Ther€ san exception, but don’t be that exception:
Aslong you deliver on your promise, both parties will be happy.
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My Sacrifices Are Not Sacrifices

1. Assomeone who’s at the beginning of their journey:
As atwenty-six-year-old founder, | remember all the

2. All these pleasures| didn't take part in:
Netflix shows | tuned out.

Bar invites| dismissed.

Festivals | skipped.

3. Particularly thistangible example:

And late Saturday nights walking out of a coworking space and seeing a line outside of a popular club across the
street.

4. 1t’snothing compared to the work I’m doing:

What I'm missing out on is nothing compared to the thousands of entrepreneursin my community who want to

change the world.

5. Because | can give people everything | missed:
Andif | lend my hand, | can give them and the millions they reach thousands of memories.

6. It’snot a painful choice; it's morerewarding:
| don't make sacrifices.

| help people.
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How to Spot Intelligent People

1. A know-it-all statement (ex. how to identify wealthy people):
How to spot intelligent people:

2. Theact in afew short words:
They ask you questions.

3. They persist:
When you answer, they ask you more.

4. They keep persisting:
When you start using big words, they ask for clarification.

5. Tothe point wherethey sacrifice all ego:
When they can’t understand anything you’ re saying, they ask for you to explain it to them asif they were afive-
year-old.

6. They savor the benefit:
When you say something intriguing, they write it down in their notebook or phone.

7. 1t'snot nature; it’snurture:
These people are not naturally more intelligent. They're better |earners which makes them more intelligent.

8. Why isthisthe case?
Why do they learn better?

9. Because they sacrifice all ego and here’ satangible example from a credible sour ce:
They’re genuinely curious and ask questions from a humble standpoint. I’ ve met billionaires who' ve said, “explain
itto measif | were afive-year-old.”

10. This has changed my life:
This simple phrase has changed my life when it comes to learning.

11. Break it down into two key actionswith their result:
As soon as you stop asking questions, you stop learning.

As soon as you stop writing down ideas, you forget them.

12. You need to take a strong stance to get the results:
The hardest part of becoming intelligent is not bullshitting yourself about what you know; it’s being humble enough
to ask questions. If you can do this, then people will see you as intelligent, too.
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How to ldentify a Liar

1. A know-it-all statement (how to identify wealthy people):
How to identify aliar:

2. Theact in afew short words:
Ask them about afailure.

3. Here' satangible example with high stakes:
| took acall with the founder of a marketing agency who wanted to partner with our venture capital firm.

4. The problem happened with this person:
The founder wouldn't stop talking about the company's accomplishments.

5. A tangible, conver sational example of the problem:
"We've made our clients alot of money. We work with the best startups.”

6. They should’ve done this:
He wasn't explaining how he could help us.

7. Instead they did this:
He kept talking about himself.

8. To maketheright judgment, | used thistactic:
| was fishy about his approach, so | used my trick to identify liars.

9. Asked about a specific time that would reveal his perception of responsibility:
"Tell me about atime when your client didn't get their desired result. A time when you failed."

| was looking to see if he would take responsibility for the failure. If he did, then I'd consider his proposal.

10. They gave me the wrong statements. Here'swhat they should’ve said:
After each of his statements, here's what | thought:

"They were the worst company."
He should've said, "We didn't vet the company.”
"They had unrealistic expectations.”
He should've said, "We didn't set the right expectations."
"They didn't have enough leverage with their assets."
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He should've said, "We didn't correctly assess the value of their assets."

11. It was over beforeit ended. | made my decision:
| stopped listening.

12. Don’t do that if you want success:
Knowing how to deal with failureis acritical piece of success. If you blame others, then you won't improve.

13. Because it revealsthis negative quality:
It shows you have an ego and fail to take responsibility when things go south.

14. That meanswhatever | identified you as:
That'sasign you'realiar.
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How to Identify Creative People

1. A know-it-all statement (how to identify wealthy people):
How to identify creative people.

2. Theact in afew short words:
They repeat what you say with examples.

3. With these tangible examples:
They use anaogies, synonyms, and metaphors.

4. When a problem arises:
When conversations become complex -

5. They solveit:
They make them simple.

6. For thesereasons:
Because creatives don't tell people facts or opinions.

They show them.
By using examples to provide empathy.

7. Here€ satangible example with celebrity credibility:
Few can remember the definition of e = mc 2.

Because even though Albert Einstein was one of the best physicists -
He was even better at turning observations into numbers.
Hisinspiration didn’t come from equations.

It came from real life examples.

And imagination.

8. They have a quality that’snot what you’d think:
These people are not naturally more creative.

They’ re more empathetic which makes them more creative.

9. The quality you need isn’t easy to express.
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The hardest part?
Being vulnerable enough to show how you feel with examples.
And curious enough to explore them.

10. Thereason it’simportant:
Because people don’'t remember what you say.

They remember how they felt.
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Appreciation of a Meeting

1. Use credibility to set atime and place of your meeting (e.g. LinkedIn’slaobby):
Today, | had a meeting in LinkedIn's lobby in San Francisco.

2. Expressthe pain in a few words:
| needed help.

3. Dig the knifein:
The last few months, 1've been struggling to get my community members to write copy like | do.

4. Tiethisinto the“why” behind your meeting:
| sought help from the best - Neville Medhora.

5. Expand on the person’s credibility:
He owns the most famous copywriting course online and was the mastermind behind AppSumo's emails.

6. Dive back into your problem with a tangible conver sation piece:
| explained my issue:

"Not everyone in my community is catching up to speed with writing copy like | do."

7. The solution - using another tangible conver sation piece:
His answer:

"Don't expect them to become like you. Expect them to become great in their own ways - ways you may not even be
aprofessiona in."

8. My reflection on my problem:
For the longest time, | wanted my mentees to become like me.

9. What | learned - aka the solution:
What | learned: They may not write copy like | do, but that doesn't mean it's bad copy.

10. The aha moment:
It's often a beautiful sign - they've found their voice, not mine.
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Parody of Chasing Your Passion

1. Big life change:
My best friend |eft her job.

2. Left afantastic opportunity for this one:
She worked for Google and had a nice, cushy salary.

3. Because of this cheesy inspiration many of us are exposed to every day:
Then one day, she read an article on Facebook, "10 Reasons to Chase Entrepreneurship & Travel the World"

She felt so ingpired she quit her job.

4. They chased the “ good life” then realizeit’s not easy:
She tried to become a lifestyle entrepreneur and realized it's fucken hard - way harder than anything she imagined.

5. Nothing worked out:
Every venture of hersfailed.

6. They ended up with these tangible problems:
In only ayear, sheran out of savings and moved in with her parents.

7. Now they add to the cheesy reason to help other people make big life changes:
Now she writes articles like " 10 Reasons to Chase Entrepreneurship & Travel the World" so other people will leave

their jobs.

8. To givethem back their original opportunity:
This way there will be a spot open for someone to hire her.
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Weekend Hustle

1. When I’'m working harder than everyone else, | remember why | get results:
When it's 10 p.m. in an empty co-working space, | remember why it's not luck.

2. | started with nothing. Now | launched this service:
| came to San Francisco a year ago with no network. And aweek ago, | launched my service to help founders

become social media evangelists.

3. We'realready off to an excellent start:
We're on track for 20K MRR in our first month.

4. 1've spent all my free time dedicated to making this happen:
For the last year, | put every weekend, early morning, and late night into this project.

5. The doesn’t cover the last [period of time] of relevant experience:
That doesn't count the four years of experience in startups and growth | had prior.

6. | wouldn't have doneit differently:
It'sall worthit.

7. Because one day you can do your own thing with this great metaphor:
Because one day, you can separate free, build your own ship, raise your own flag, and hire your own crew.

8. Therealization of the goal:
It's the freedom to build your dream.

9. I’m almost there:
And | finally have ataste of it.

o WARy
‘t‘
[

)
s

Page | 86

Y

BAMF

]
&
s

Founs®



Promoting an Event

1. I had a hugetangible problem in a few short words:
| went $25,000 into the hole.

2. | started from the bottom with thistangible scene;
A year and a half ago, | brought ten peopl e together in a conference room to talk about growth marketing.

3. | pursued this passion every week with a positiveresult:
As| did this week after week because | love helping startups, we grew fast.

4. Aswe put in more effort, our community grew:
We went from hosting eventsin a small office space to a coworking space, and eventually, the Nasdag.

5. We expanded and now we have a brand name:
To complement our in-person community, | made an online community - now it's one of the most renowned
communities for startups.

6. | invested in the community because | believein reciprocity:
| continued to spend my money on building the Badass Marketers & Founders' brand because | knew one thing:

When | found the right ask, the community would support me.

7. They supported mewhen | finally asked:
And it did.

8. Asaresult, my community helped me create these cool tangible examples:
| used my community to start two companies: adigital agency, and a membership program.

9. It got better. | received thistangible opportunity:
Then | leveraged it for a presentation in front of 30,000 registrants of the largest growth marketing event ever -
hosted by Growth Tribe.

It's happening this week!

| get to present right next to the best growth marketers and hackers, including Savvas Zortikis, co-founder of Viral
Loops.

10. It wasn't easy. | had to persist for along time:
It took ayear of full-time work and losing money to see the light.

11. Here swhat | learned:
It's clear:
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12. What you want is not about X:

Your career is not about making money.

13. It'sabout Y:
Your career is about longevity.

14. So chase what syncswith Y
Chase what you can't ignore.
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Promoting an Article

1.1 don’t need validation from other people:
Y ou don't need to like me.

2.1 don’t carewhat you think about these thr ee semi-controversial things| do:

My writing style.
My use of expletives.
Talking openly about my failures.

3. Ther€' sonly one of me:
['m unique.

4. Let’skeep it that way:
| plan to stay that way.

5. Here arethetangible benefitsit’s provided:
Here's what being true to myself has done for me:

Led to my life being seen by over 25 million on Linkedin in four months.
Inspired thousands of Linkedln usersto open their voice.
Helped others build successful businesses.

6. It culminated in this one awesome thing happening in my life recently:
And today, it got my entire LinkedIn story featured in Forbes.

| put the link to the article in the first comment:
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Don't Settle When Others Depend on You

1. When | wasthisage, herearethetwo important realizations | had:
In my early 30's| knew two things:

1. | didn’t like the attitude that | brought home after work
2. 1 didn’'t want my kidsto grow up seeing their father stressed al the time

2. Weplanned a big life change to see the realizations thr ough in a positive way:
For the next 6 months, my wife and | planned our trip to escape.

3. Wetook a drastic move:
We bought tickets to Thailand with no plan on coming back.

4.1 was skeptical it would work, but | had todo it - for them:
| always thought travel hacking was a fluke, but it itched at me because if it were true - my kids deserved to see their

parents happy.

5. It was scary like this metaphor:
In the meantime, juggling a business while planning to move felt like ajumping off a cliff while searching for the
parachute.

6. | had these self-conscious thoughts:
“What would my family think?’

“Would my friends get upset because | left?”
Stop it.

7. Here swhy you shouldn’t worry:
There'sreal risk.

Then there' s perceived risk.

8. Don’'t belike these people who worry:
| see my friendsin the rat race - they have perceived risk. Whenever they want to follow their dreams even for their
kids, they can’t pull it together. Instead, they pull out excuses.

9. | remember these tangible benefits from taking therisk:
| remember looking out of our villa at the beach & thinking “thisisit.”

We were paying penniesto live in one of the most beautiful placesin the world and our kids grew up with parents
who'’ d never been happier.
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10. Therisk led to another positiveresult:
Today, we have a fully remote team with over fifty people.

The reason?

11. Today, we providethis benefit to our team:

Our team deserves to take the right attitude home to their kids.

Because culture doesn’t end in the workplace.
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| Got Greedy, Then Learned This Valuable Lesson

-BenLee
1.1 had a problem:
| lost every cent.

2.1t'd only get worse:
But | couldn’t stop.

3.1 remember when | took therisk:
| bought my first bitcoin for $100.

4. It escalated fast:
| was working long hours and trading all over the world.

5. Then people consider ed me an expert:
By 2013, | wasthe lead Fiverr seller teaching people how to create bitcoin wallets.

6. | was at thetop of my game:
| had pioneered Cryptocurrency and came out on top.

7. Then | lost everything:
Then it all came crashing down, hard.

8. Because the entire system was faulty:
Theft and fraud caused the MtGox bitcoin exchange to collapse.

9.1 tried to cushion the damage:
| desperately tried to get it back.

10. But | wasforced to let it all go:
| was forced to sell my Gox coins for pennies on the dollar.

11. Then | went in again:
| put more money down.

12.1 had dreamsit’d improve:
“If I invest more time and energy, it will turn around.”

13. It never did:
The more | gave, the more | lost.

| had nothing left.

o WARy
‘t‘
[

)
s

Page | 92

Y

BAMF

]
&
s

Founs®



14. With this credibility, | get lots of questions:

Asthe CEO of three successful companies, | get hundreds of emails every day.

15: Especially about the area where | lost everything:
People want to know my Cryptocurrency investment strategy.

16. | don’t respond:
I never reply.

17. Until now:
Here' sthe strategy for the first time:

18. How towin:
Create agoal and amultiplier for yourself.

Stick to the plan.
When you hit your goal, get out.

19. It’snormal to want to takerisks:
Asafounder, you always want to chase the next ‘big thing.’

20. Because they sometimes work:
After al, that's how you got started.

21. Doesn’'t mean it alwayswill:
But just because it’s shiny, doesn’t mean it will scale your business.

22. Under stand what’s mor e important:
Founders need to understand that their employees come first.

| support over seventy full-time employees and I’ ve never missed a payroll.

23. Here'sa simplerecap of thelearning lessons:
Know your limits.

Accept your losses.

And move on.
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Be Resourceful When Getting Started

-Ben Lee

1. | didn’t have much when | started:
| started my company with $1200.

2. Barely enough for the basics:
That covered payroll.

3. Wecouldn't afford fancy things:
We looked for office space, but couldn’t afford it.

4. But we did land a credible sour ce of revenue;
With hustle, we landed Concord Music Group as a client, the fifth largest record label with artists like Bruce
Springsteen and Marilyn Mason.

5. This sour ce of revenue had it going well for them:
They had the most expensive real estate next to Beverly Hills, 90210.

6. Wewanted in, so we found a way to get closer:
To move closer to our first major client, we found a production studio.

7. Wetraded services:
They were willing to barter.

They wanted web devel opment.
We needed an office.

8. It helped us get by in the early days - and even grow:
Not only did we save money, they referred us countless clients because we were simply “right there.”

Thisled to working with Fox, Village Roadshow, and Steve Angello.

9. Wedid it again:
When we outgrew that space, we did the same thing with Snoop Dogg.

We worked out of his office for two years.

10. Othersdidn’t under stand:
| remember clients saying, “Isn’t it weird being in the same office as your client?’

11. But we made it work:
| replied, “They respect our boundaries because we make it clear where they are.”
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12. Thisisthe positiveresult:

This model has allowed us to stay lean and build a million-dollar agency without paying rent.

13. Sure, wewanted it to be better:
We always dreamed of having our own space.

14. Today, we do - now that we paid our dues:
Today, we do.

It took us over three years.

15. If you find your self in similar shoes, then ask your self X:
Whenever you find yourself stuck.

Ask how you can change the circumstances given to you.

16. For thissimple reason:
Because your resourcefulness will always define your steps forwards.
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Respect Your Competitors

-BenLee
1. Ironic statement of how you met someone:
| first met my lawyer when he tried to sue me.

2.1 wasdoing providing this service at the time:
| was running a service consultancy for startups.

3. Andin the early stages, | experienced this bad moment with someone on my team:
Working with my first client, my developer left the project and went on a cruise.

The next day, | woke up with an invoice for $17,000.

4.1 fought it:
| disputed it.

5. For these tangible reasons:
The code was awful.

He missed every deadline.
And | had to hire a replacement.

6. They didn’t care with thistangible conver sational statement:
Hereplied, “I coded the work and whether you choose to useiit is your problem, not mine.

7.1 pursued the case further:
| let my ego get the best of me and threatened to sue.

8. They partnered with the best against me:
In return, he hired the best lawyer in San Francisco for labor disputes.

9.1 lost the fight. | had no chance:
When | read the letter from his lawyer, | knew | had lost.

The guy was a pro.
And | couldn’t afford to fight him.
They asked to be paid in full by Monday or they’d take me to court.

10. I almost lost everything | owned:
| paid and almost went bankrupt.
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Here' sthe twist:

11. After time had passed, | wasin the middle of a huge opportunity:
Three years later, | was negotiating a major contract with Salesforce for Neon Roots.

It took six months to get in the same room as them. | needed legal counsel to review the contracts.

12. 1 needed help and knew whereto find it:
| told my co-founder, “1 know where to find the best lawyer.”

13. 1 called the person who helped my bad team member:
| called the lawyer who tried to sue me.

14. They did a fantastic job with thistangible example:
He negotiated the contract and got us an incredible deal in two days.

15. Today, | still work with them:
Six years later, Gabriel Levineisstill my lawyer.

16. That’sthe best mistake | ever made:
That $17,000 was the best investment | ever made.

17. Thelearning lesson:
If you can’t beat them, hire them.
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Give Advice from Experience

1. State who you arewith age:
I'm a 26-year-old founder.

2. Be controversial to your age:
And | won't listen to your advice.

3. All these people want meto listen to them:
Every day | get hundreds of comments telling me how to build my company.

4. Her€' sthe problem:
Most don't come from experience.

5. For thistangible reason:
They've never worked or founded an early-stage startup.

6. The cold truth with a metaphor:
These startups are not rainbows and sunshine.

7. Tangible examples:
It takes sweat, tears, and overtime.

8. Diginto the pain:
And countless failures.

9. It’salonely journey:
| don't expect most people to know what it's like.

10. | had to takethisrisk:
To move cities to live with your co-founder.

11. Then thisrisk:
Build a company on a credit card.

12. Then this negative thing happened:
Have every friend call you crazy.

13. It didn’t matter because we madeit areality in the best way:
Then still create an agency, BAMF Media, on track to employ over thirty peoplein itsfirst year - entirely
bootstrapped.

14. What nobody wantsto hear, but isuniversally true:
The hard truth: Giving adviceisfree.
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Giving advice from experience is earned.

15. If you want to change your life, then take this specific action:

Block out 99% of noise to focus on what matters.

16. Expand on the action with metaphors:
And that's listening to people who've been in your shoes.

Then made it out alive.
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First Employee Taking a Risk on You

1. Something you should not do to a subordinate:
| paid my first employee amost nothing.

2. Makeit even wor se:
Helost his apartment.

3. The person didn't care:
And yet, he decided to work with us.

4.1 wanted to lend a hand especially because they deserved it:
| wanted to pay him more.

Especially because he had years of marketing experience.

5.Here'swhy | didn’t have a choice:
The problem: we only had one client.

6. | was suffering too with these tangible examples:
And | didn’t even have enough money to take a salary for myself.

But | did have enough for rent and an individual who believed in us.

7.1t had to happen:
We were desperate for talent.

And had more than enough leads to fill our pipeline.

8. | let him know upfront with thistangible conver sation piece:
When he interviewed with us, | said, “We can’t pay you what you want.”

Hereplied, “I understand.”

9.1 told them they need to take therisk on us:
“Y ou have to take a bet on our momentum.”

And he did.

10. They did it because our visions aligned with these tangible examples:
Hendry saw what we saw.

A co-founding team with veteran experience.

Not enough helping hands.
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And most importantly, a company that had yet to fit inside its brand.

We run a community of over 15,000 marketers and founders.

And reach two million people every week with content.

11. Because of those examples, we knew we'd become successful:

So we decided to bootstrap BAMF Media.

12. Therisk paid off with these tangible examples:
In the next three months, our first employee took the wheel.

He created atask management system.
Then automated our sales system.
And even jumped on callsto land clients.

14. Asaresult, theteam had this benefit:
In that time, we grew from three to twelve employees.

15. And they got a benefit that made up for all their risk:
And he was promoted three times.

16. Here'smy controversial realization:
When it comes to startups, what you get paid is secondary.

It's about the people.
The culture.

Momentum.
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What a Startup Will Pay You

1. | did something controversial:
| took another offer.

2. Because of thiscontroversial reason outside of my control:
Because you don't pay enough.

| hear this al the time when hiring.

3. Thereality iswe don’t have a choice:
We're a startup.

4. But to create this controversy for these reasons:
We pay people competitive salaries for specialists.

The problem: Y ou hire people who were once managers.
Because they don't have anyone to manage in afive or ten-person startup - they'll take a pay cut.

5. The good news:
It's a short-term sacrifice.

To be apart of abetter culture, and the core group of people who'll make a shared vision areality.
6. So if the controver sy does happen, we'll have a good result for thissimple reason:
In the early stages, if a candidate dismisses us because they're looking for a corporate or managerial salary, then we

win.

7. Explain thereason:
They would've never fit in anyways.

It saves us the pain of letting them go later.

8. Thereality of the situation isthat it’sup to the “victim” to prove themselves:
The truth: if you deserve managerial pay, then a startup is the place to prove it by scaling yourself.

9. They know what they’'re getting into - for these benefits:
When you apply to work for an early-stage startup - you start fresh.

10. These benefits:
Y ou're choosing anew culture.

To defineit.

Tolead it
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Question the Majority

1. What the majority did:
Everyone stood up.

2.1 did the opposite:
| sat down.

3. Here'swhen and whereit happened:
| was boarding a plane to Chicago.

And each person had an assigned seat.

4. Here' stheirony:
It didn't matter where you werein line.

Y our seat would be there for you.

5. They chose the wrong decision:
Still, people chose to stand in line and complain about waiting.

6. | did the opposite:
Rather than join, | worked on my laptop.

And boarded last.

7. And got the benefit:
| took my assigned seat with zero wait time.

And | got an entire hour of work done.

8. Thishappensall thetime:
This happens every time | fly.

9. It provesthisfallacy about humans:
When everyone movesin one direction, we're often quick to follow.

No matter how little sense it makes.

10. Next time do what | did:
When you see aline, don't look for your place.

Pause, reflect, and ask why you should stand in it.

o WARy
‘t‘
[

)
s

Y

BAMF

]
&
s

Founs®

Page | 103



Stay Nimble for Opportunities

1.1 didn’t have much:
| dept on a couch.

2.1 got a small improvement:
Then upgraded to a mattress.

3. Thishappened over alength of time:
Thiswas ten years of my life.

4.1t wasn't these people's faultsfor thisreason:

| love my parents. They would do anything and everything for me.

5. Her€ sthe vulnerable problem we had:
But we didn't have alot of money.

6. The problem got unknowingly brought up herein conversation:
At dinner with one of our largest clients, they asked, "What did your bedroom look like as a kid?"

My mind went blank.

7.1 heard someone say they had the opposite with these tangible examples:

My co-founder went on explaining his childhood room.
He had posters of al his heroes.
And surf boards.

8. It wasthe best it could be:
Everything a kid would want.

9. Not my lifewith thistangible examples:
| never had a bedroom or even a bed until years after college.

10. It’sled to this positive outcome:
Thisiswhy I've survived in startup life for so long.

11. Even through all of these obstacles:
I've moved over ten times.

And had ten startup jobs.

When | got fired.
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12. Because of thisreason:
| could pack up and move to another city in the same day.

When | quit.
| could do the same.

12. So when an opportunity came, | took it:

When | met my future co-founder, Houston Golden, it took me one day to pack up everything in San Francisco to

work with him in Los Angeles.

13. We get stuck because we're not willing to be vulnerable:
We're often in a hurry to add things to our livesto feel validated.

Then when the right opportunity appears, we're stuck.

14. By having less, | did and found what matters:
| stayed light on my feet.

And looked inwards.
| found my validation in work, and relationships.

16. The learning lesson is you need this characteristic to get this benefit:
When you're early in your career, realize there are thousands of opportunities.

You'l only see the them if you can move fast to find what you love.
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Someone Who Helps You When You're Getting Started

1. I did thismuch positive work:
| interviewed 150 people.

2. Had this bad outcome:
And went $25K in the hole.

3. It took thislong:
Thistook two years of pure hustle.

4. Lifeismuch better today:
Today, I'm flying to Greece to keynote a conference.

5. Because | did thework:
Because | paid my dues.

6. | didn’t have much to do it with:
With only an iPhone camera, a stand, and social media.

7. Because| didn’t havealot:
That'sall | could afford to interview people.

8. Then | upgraded:
Two years later, | bought my first real camera.

9. During thistime | hustled:
All the while, | spent $25,000 of out-of-pocket money hosting close to one hundred events.

Brutal.

10. Here'swhy | persisted:
Here'sthething: | knew if | gave value every day, 1'd receive more than |'ve ever asked for.

11. The person | oweit to:
Because of one name: Dennis Yu

12. 1 needed help:
Desperate for speakers, | posted online for help.

13. They had no reason to help me, but did so anyways even with obstacles:
Dennis, awell-known keynote speaker, flew across the country to give atalk at my small Meetup.

14. They didn’t ask for anything in return:
Hedid it for free.
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15. Thisled to a huge benefit:
And attracted a crowd three times larger than any previous talk.

16. Ther€e' sno way to give back:
| didn't even know how to thank him.

| had nothing.

17. That gift helped provide the exact solution | needed:
That small gift of kindness gave my community momentum.

18. The solution that led to thistangible, positive result:
The same momentum that turned our community into over 16,000 members.

19. Thelearning lesson:
When you lend a hand, there's no telling how far it will go.

20. A hugethank you:
Dennis, | wish there were more people like you.

Thank you.
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Don’t Sacrifice Your Values

1.1 lost all of this:
| lost out on $100,000 last week.

2. A huge person of credibility came our way:
We had a powerful Hollywood celebrity approach us.

3. We met them here:
The meeting took place at our office.

4. They weren’t alone:
And he brought his business partner.

5. They said this:
“1 want to build an app.”

6. | asked them to explain:
| asked why.

7. They did:
“We got the next billion-dollar idea.”

8.1 didn't likeit:
Red flag.

9. Here'swhy:
| explained that the app needed validation first.

10. They disagr eed:
“It’' s time sensitive. We need it now.”

11. So we explained our point of view:

We explained that app development is a process much like building a house.

Y ou create a blueprint and specs - then you start building.

12. They want mor e details:
They replied, “How long will this take?”’

13.1 gaveit to them:
| said, “3 weeks for scoping.”

13. They stopped listening:
The prospect stopped listening.
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14.1 told them there sa process:
| explained, “We're not rented mules. App devel opment takes collaboration.”

15. They didn't care:
“1 don’'t want to learn about your process. | want an app.”

16. So | told them it’s not happening:
“It looks like we won't be working together”

17. Welost out on something huge:
In one meeting, we tossed out a $100K opportunity.

18. It’seasy to say yes:
It's easy to be impressed by famous people.

19. For thisreason:
As your business scales, so do your clients.

20. Foundations needsto remain:
But your values should never change

21.You got alot to lose:
At the end of the day, it's your reputation on the line.

22. Stand up because you don’t want this result:

If you don't push back for what you believe in, then you'll fall for everything.

23. A naive mewould’'ve doneit:
| could see my earlier self taking adeal like this one.

24. 1'vegrown:
But today, I'm awar veteran.

25. It'sabout to get ugly:
And Winter is coming.

26. Here'sa metaphor to better explain my point:
Rome didn’t get built in a day.

27.1t'sno different for anyone else:
Don't expect it to be different for a billion-dollar idea.
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Be Resourceful to Find Opportunity

1. We had almost nothing:
We were broke.

2. Only thisone person with credibility:
And had one client.

The producer and DJ from Swedish House Mafia, Steve Angello.

3. We needed to help this person in a short time for a big reason:
We were on atight deadline to release their app for the Ultra Records Winter Music Conference in Miami.

4. And | wanted to do this positive thing for us:
| wanted to do something nice for the team before our hyper-sprint mode.

5. Hereitis:
The plan: to rent out a mansion in Uruguay.

6. | didn’t have enough to make it happen:
With asmall budget, | almost gave up.

7. So | took a chance:
Asajoke, | inquired into a $20,000/week mansion on VRBO.

The next morning, | got areply.

8. Then saw opportunity:
| visited the owner’ s website and saw that it wasin flash.

| met her at her Santa Monica office.

9. We had this conver sation to exchange services:
“Ben, | know | need a new website, but we don’t have the budget.”

“Well, you're in luck. We need a house and don’t have the budget.”
We bartered.

10. It worked out:
And closed the deal.

Then moved into the 5-star house with a personal chef and full staff.

11. It had these extr a benefits:
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It motivated the employees.
And we hit our deadline for Steve Angello.

12. The relationship continues:
Six years |later, we' ve done many projects with her.

13. With this great tangible benefit:
And she' s one of our best referral sources.

14. We' ve even gonethisfar with it:

We even had my co-founder, Drew Harding, get married on her property.

15. Her€'sthelearning lesson:
Y ou never knew where you'll find business.

So ask accordingly.
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| Sacrificed a Lot to Get to Where | Am

1. I have this huge amount of credibility:
| run three companies and I'm 29 years old.

2.1t wasn't easy:
| had to give up alot to get here.

3.1 gaveup all of this:
| skipped countless parties and nights out with friends.

| missed out on big trips and memories.

And | can definitely say my romantic life suffered from it as well.

4.1 never got to have this:

Few things hurt as much as watching everyone in your community build a vibrant social life while you're working

late and getting up early.

5. But I've had thisincredible tangible experience:
But at 29, I've overseen the launch of more than 250 successful projects.

I’ve worked with first-time founders to help them achieve their dreams of building an app startup.
I've helped the startups I" ve worked with raise more than $50 million combined.

6. 1’'m only at the start of my journey:
And you know what? That's just the beginning.

7. For theseimportant reasons.
Because | know there’ s more to be done. More companies | can build. More visionaries | can help to change the

world.

8. Sure, | missed out on this:
Yes, | may not have made the memories that my friends did.

9. But | got the most important thing in the end:
But | traded them to make my dreams come true.
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Learning From My Biggest Loss

1.1 wasin this sad state:
| wanted to cry.

2. For thishorriblereason:
| lost my entire business.

3. | had the best opportunity:

Ratner's Deli, LL C was one of the hottest restaurants and barsin New Y ork City.

And | was about to open onein Los Angeles.

4. Then it came crumbling down:
And then, we were sued.

A group of residents known for their unfair legal settlements wanted to discuss the project.

5. Unknowingly | made a critical mistake:
| missed our meeting.

6. It led to thisawful situation:
Thisled to abloodthirsty battle.

The weapons: money, lawyers, and higher courts.

7. 1t cost me almost everything:
Thiswar cost my investor hundreds of thousands of dollars.

8. After so much investment, we almost gavein:
After five years of fighting, we were on the brink of giving up.

9.1 got saved by this person:
And then, an angel came to the rescue: Victor De La Cruz.

10. He had good char acter:
He was tired of small business owners getting beat up by bulliesin court.

11. Helped us without asking anything in return:
And took on our case pro bono.

12. He helped us survive:

With his help, | got the permits and liquor license to open Ratner's Déli, LLC.

13. In the end, we wer e left without enough to persist:
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But because of the lawsuit, | no longer had the money to open.

14. 1 gave away everything:
| sold my permits.

15. | learned thisimportant lesson:
As an entrepreneur, | know that losses are devastating.

But | also know that each one holds a lesson.

16. In theend, | actually won:
My losses gave me a better education than a 'Y ale Law degree.

17. And it showed with thistangible example:

Losing the restaurant led meinto to tech where | am a CEO of three companies.

18. You'll go through it too:
One day you'll look back and redlize:

19. And come out with the same important realization:
The most painful moments got you to exactly where you needed to be.

20. Knowing that, you should do this:
Enjoy the highs.

Ride the lows.

And no matter what - keep grinding.
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Find Your Obsession

1. Abrupt statement:
Stop it.

2. An often agreed upon opinion:
Take Friday nights off.

| heard this over and again.

3. Negatives things people say about you:
My entire life people called me OCD, strange, and compulsive.

4. For thisreason:
When | want something to happen - it does.

5. Compar e yoursdlf to a powerful metaphorical person:
I'm like The Terminator.

6.1 don’t fit in - in these places:
The problem: this attitude never fitsinto corporate culture.

7. For thisreason with these tangible conver sational touch points:
Every job I've had in larger companies people complained.

"Y ou never come to happy hours."
"Stop working so much."

8. Knowing what | know now, | realized it had to be thisway:
Connecting the dots looking back, my only choice wasto start a company.

9. Thisinstant came up again with someone close to me:
| talked to my co-founder the other day, and he said, "Y ou're obsessive."

| replied, "1 know."

10. They accepted it:
He paused, then laughed, "No wonder you kick ass at what you do."

11. That’swhat we look for people with the same quality:

When hiring early-stage empl oyees, we look for people consumed by their craft.

12. Here are examples:
Coders who contribute to Stack Overflow.
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Designers who dream about design.
Writers who carry notebooks.

13. It comes down to thisimportant lesson:
Because finding one's obsession is life's greatest gift.

14. The catch:
The key isto know you're obsessed.

Then live it conscioudly.
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A Funny Way Things Worked Out in Your Favor

1. I needed thiscrucial result to get a bigger result:
| needed a“C” to pass my college communications course.

2. 1f I didn’t, I'd be screwed:
If | didn’'t geta“C,” | would fail to meet my college major requirements setting me back an entire semester.

3. Here' sthetangible problem:
Here' s the problem: The semester was over, and | had a D+.

4.1 had one option:
My only hope was to email the teacher asking for a bump in my grade.

5.1 took it to help my case:
| wrote an email to her explaining how my past school performance warranted a higher grade and that not passing
me would only hurt an ambitious student.

6. Then | screwed up - big time:
When | hit send, | realized | made a HUGE mistake.

| addressed her using another teacher’ s name.

7.1 made a mistake that was the foundation of getting my result:
| tried to calm down, but then | remembered we’ d spent half the semester covering email etiquette.

Shoot!
What did | do?

8. | get aresponse from the per son who decides my fate:
Two days later, she emails back.

9. They're upset, but let me move forwar d because they don’t want to deal with me anymore:
First, she addresses the glaring mistake then says she bumped my grade up to a“C” to never have me as a student

again

10. | celebrate:
| went out for drinks that night.

11. A recap:
Thisis by far the best mistake I’ ve ever made.
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Perfect Days

-Gilles De Clerck

1. | take hard tangible steps to improve my lifein this exact order:
| wake up at 6am.

| stretch and drink a glass of lemon water.

| read for half an hour, then get in a 20-minute workout.

| take a cold shower, drink a protein shake and brush my teeth.
On my way to work, | listen to a podcast.

In the office, | dig deep into my creative flow.

| get tons of work done and reach my goals.

On the way back home, | call my dad and do groceries.

| make myself a healthy meal, then workout.

One hour of writing and one hour of reading.

| turn the lights off and fall asleep with a big smile on my face.
| couldn't have done more. | gave my all.

| feel amazing, on top of the world.

2. The overall result:
A perfect day.

3. Thisrarely happens:
| have them sometimes, about once a week.

4. Here'swhat really happens with negative tangible examples:
On other days, | wake up at 7:30.

| don't work out, my shower is hot, my podcast is music, social mediafucks with my flow and | don't get my
work done.
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| don't read, | don't write. | order take-out and watch Netflix.

4.1t ends on this positive note:
But | still deep like a baby.

5. Here swhy it’s okay to have the negative:
It's okay to not always have perfect days. It's okay to not always be on top of Motivation Mountain.

6. Because we think about it thisway:
We tend to think of motivation as atireless source of driving intrinsic energy and we get confused when we

lose it, when we feel unmotivated.

7. 1t’sreally likethis:
But motivation is not a sprint, it's a marathon.

It's not giving up on trying to have perfect days.
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Makes Decisions on the Intangibles

1. We made a big decision recently to work with someone:
We HIRED a new employee yesterday.

2.1t’'s become a problem:
And he already created a problem for us.

3. For these controversial reasons:
He's remote. He's young.

And ambitious.

4. Then they did this out-of-line action:
He took part of my co-founder’s job in the first three hours.

Didn’t even ask him.

5. But they did it to provide value:
He saw an area for improvement, then just did it.

6. We gave them a chance:
We gave him a stepping stone.

Part-time this month working remote.

7. They took it as an opportunity:
And he took the small opportunity to get noticed.

8. It’s not easy taking chances in our position:
As a startup, it's hard to hire remote workers.

9. For this reason that will lead to this larger tangible result:
You're building your core team.

The team to lead hundreds of employees one day.

10. Still, I need to do it:
The worst thing | can do is look at all the traditional reasons not to hire him.

The best thing -

11. That means taking this action to find these characteristics:
Look at his motivation, skill set, and values.
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And the fact that he’s been following our company for almost a year.

12. You won't find these characteristics in the traditional area:
That’s not written on his resume.

These are the intangibles.

13. I'm not a saint:
I’'m not perfect at hiring.

14. Here's atangible example:
| let three people go in our first three months.

15. I'm getting better:
But I'm improving.

16. That's why today | can help where | once couldn’t:
That's why today | lend my hand in areas where | once hesitated.

17. It's up to me to give them a chance:
As the CEO, it's my responsibility to vouch for them.

Then provide a window to see their potential.
No matter how small.

18. It doesn’t matter if they have these qualities:
| don'’t care if you're remote.

A minority.
Over 50.
Young.

19. The learning lesson:
Value is only seen once given an opportunity.

Only then can you measure persistence.

And ambition.
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Trust Your Gut

1. Someonereached out for help:
A young woman messaged me on LinkedIn.

She wanted career advice.

2. Wemet in a nice place:
We met in acafe.

3. They told metheir problem:

She said, "I'm at a crossroads. | want to found a company, but | have an offer to work in real estate.”

4.1 asked a smple question:
| replied, "What are the benefits of each?"

5: They gave an inadequate r esponse:
"People tell mel'd be great at real estate.”

6. | cut them off to tell them arelevant story:
| stopped her.

And told her a story.

7. No one believed in what | wanted to do:
When | started writing, all my friends and family laughed for years.

8. It’snot their fault:
| don't blame them. | was an awful writer.

9. They told meto do something different:
They said,

"Y ou should get into finance."
"Y ou should study law."

10. | never gave up:
| refused every time.

11. Even when | expected their appreciation and they didn’t giveit:
Even when | published my first book, they didn't take me serioudly.

12. 1t’sonly when | did all of this- did they respect me:
It took five years, thousands of articles, and three books before | developed aloyal audience.
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And earned their respect.

13. It worked out:
It was worth it.

Because | loved writing.

| wouldn't trade it for anything in the world.

14. So | asked them a question related to the learning lesson of the story:

| then said, "What you believe you can become is far different than what others believe. The best thing you can do is
trust yourself first.

What does your gut say you want to do with your life?"

15. They didn’t need to respond:
She didn't respond.

16. The answer was obvious:
But we both knew the answer.

17.1t’snot my job to give advice nor anyone else's:
It's not my job to tell her what route to pick.

Nor isit the job of her family and friends.

18. It’sup to the person to choose their route:
It's her choice.

She already knew the right decision.

19. | reminded them of that fact:
| didn't do anything special.

| just reminded her.
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Being Recognized by Brilliant People

1. I had a high-stakes meeting with an important individual:
Y esterday, | was on a phone call with a founder of a billion-dollar company.

2. They needed an important job done:
He was interested in having us manage his personal brand.

3. They explained their hero'sjourney story:
He talked about his story of being homeless and collecting cans to leading a company that employed 10,000 people.

4.1 took the opportunity serioudly:
Knowing the rarity of such a conversation, | listened to every word.

5. They expressed a statement of praise:
He said, "Josh, you sound like someone who knows what they're doing."

6. | said the praise is better for my team:
| replied, "It's not me. Thetruthis| have a brilliant team."

7. Thisproved their point:
He laughed, "Y ou just proved my point."

8. The conversation resonated with mefor areason that tiesinto my praise:
| thought about that conversation all today.

As I've stepped into leadership shoes, I've realized how important it isto hire people smarter than you.

9. That reason iswhy I’'m surrounded by great people:
Everyone around me knows more about their niche than | do.

10. It providesthis benefit to what we'reworking on:
It makes me more confident in my company, BAMF Media, than ever.

And it's humbling.

11. It’sthe best feeling with this metaphor:
| get to feel like akid who learns something new every day.

12. Her€' sthe overarching lear ning lesson:
If you can put enough smart friends in aroom together, then you have unlimited potential.

13. Some peopleforget thisand seeit in this negative way:
Most entrepreneurs forget this.
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They look at entrepreneurship as alonely journey.

14. 1 wasoncethere:
| did this, too.

It's not.

15. Her€'sthereal secret - it'sthe opposite:

The key to entrepreneurship is building relationships.

Surround yourself with people smarter than you.
If you like each other, it's even better.
If you can agree on an idea -

16. The positiveresult:
Then you have a company.
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Take Advantage of More Opportunities

1. | made a big life change:
Last night, | took aflight to South Korea.

2. Duringit, | met someone;
| sat next to an older Filipino lady.

3.1 don’t normally meet peoplein thistype of life change:
Rarely do | talk to the passengers | sit next to on aplane.

4. Because | have this“innocent” quality:
I'm too shy to make an introduction.

5. They introduced themselvesto me:
She turned to me with awide smile, "What's your name?"

| said, "Josh."

6. Thisled to something unexpected:
This small moment led to severa hours of conversation.

7. They told their incredible story:
She talked about her passion to rebuild broken communities.

And about the Filipino culture.
Then she said, "My husband and | have been adopting runaways from broken homes for the last ten years."
It'sinspiring.

8. They surprised me because they had this obstacle to overcome:
She's held to a wheelchair and has more energy than | do.

9. | asked them what’sthe difference:
| asked her what keeps her motivated.

"I surround myself with people who laugh often."

10. | made sureto keep in touch:
Right before we departed, we exchanged contact information.

11. They gave a reason to continue conver sation:
With kind eyes, she said, "When you're back in Los Angeles, come visit my family for dinner."
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12. This made me feel bad for thiscommon action |’ ve taken:
This small exchange made me ashamed at every time I've taken a plane and didn't introduce myself.

13. It all comes down to thisone question:
It all started with asimpleline,

"What's your name?'

14. That’s all it takesto get this benefit:
That's how easy it isto open yourself up to a new learning experience.

15. The majority doesn’'t doit:
Y et, so many of usdon't do this.

16. Therealization:
The key to growth islistening.

17. How it tiesinto the learning lesson of the story:
We often forget the best opportunitiesto listen are all around us.

18. A tangible way to use thelearning lesson:
Whether on a plane, bus, or even an Uber ride.

Next time, I'll say "Hi."
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How to Stand out With Hustle

1. | went above and beyond with hustle:
| took asalescall at 2 am.

2. Then hustled even harder:
Then dept for an hour before another sales call at 4 am.

3. For thisreason:
As January approaches, companies are choosing their vendors.

We're in go mode.

4. That’swhy | take thisabove and beyond action:
This means working with international prospects when they work.

5. 1t’smy job to make it happen:
Asthe CEO, | maketime.

6. Even if | suffer thisamount:
If it means napping between calls, then so be it.

7. Because here'swhat | learned:
If you want to compete with the best, you have to be willing to do what they're not.

And more.

8. When people aren’t taking action:
In December, when our competitors are sleeping -

9. We'retaking action with these specific steps:
We're hopping on video calls.

Designing proposals.
Sending emails.

10. It’sfor our brand:
Y ou can't have the word BAMF in your company name, then put out average work.

We take pride in what we represent.
Not by words.

By action.
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11. Here arethe positive results of this mentality:

This attitude took us from O - 2 million in annual revenue in six months with zero client churn.

12. Thelearning lesson:

If you want to set yourself apart, then stop copying your competitors.

And take action where they're afraid to.

13. Timeisbetter now than ever:
December is not peacetime.

It's wartime.

14. So her€'sa metaphor of taking action:
Strap your vest on, then get in the trenches.

15. To get this positiveresult:
If you want to be first on your prospect'slist -

16. Take this counterintuitive advice:
Do things that don't scale.

And do them well.
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Choose Value Over Vanity

1. | met this person from a controversial setting:
The night before | left Thailand, | had dinner with awoman | met online.

2. They had a lot of credibility:
She owns one of the largest luxury hotel chains.

3. Thiscredible person was also there:
Sitting at the table was also an Instagram influencer with over 12 million followers.

4. First person had a problem:
The woman didn't know much about social media.

5. They wanted usto solveit:
She wanted to learn about it from us.

6. | told them they already havethe sKkills:
| said, "It's no different than in-person communication. It's when people think it's different - is when they lose."

7. She asked why that’strue:
She responded, "Why is that?"

8. | brokeit down in a simple way:
"We all build rapport the same way whether online or offline. If you want to make a strong connection, you need
quality communication."

9. She expressed happiness about it:
"That's so refreshing to hear."

10. Her€' sthe overarching problem:
Many people are scared to use social media because they think it's vanity driven. It's true.

11. Her€' sthe problem boiled down:
Here's the problem: The vanity doesn't get results.

12. Tiethe problem back to #8:
No real relationships get built.

13. Thisiswhat people should do instead:
It's the people who share genuine stories who see the benefit.

14. For thisreason:
Because people don't buy things, they buy the journey behind them.

15. Remember these big negative events:
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And the tools will always change.
Friendster no longer exists.

Same with MySpace.

And Vine.

16. Tie#15 into #14:
The stories stayed.

They just moved to another platform.

17. Therealization:
That's why it doesn't matter if you have the latest tech.

It's only an amplifier.

18. The learning lesson:
Y ou win with genuine communication.

By simply being you.
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Perfect Timing

1. Person asksyou a vulnerable question about something that’s happening for many people (i.e. Christmas):
My employee asked, "How much time do | have off for the holidays?'

2. You reply in the most positive way:
| replied, "As much time as you want."

3.1 don’t take this negative action:
| don't micromanage.

4.1 doit theright way:
Instead, | hire people | trust.

5. For thisreason with this metaphor:
Because | didn't found BAMF Mediato provide daycare services.

6. Here' san expanded reason:
| founded it to give people the creative freedom they've always wanted.

7.1f 1 do it thisway, then it will work out:
And if | hire people who respect this culture, they'll make the right decisions.

Agree?
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Stand up for Someone Close to You

1. A controversial characteristic about someone close to you:
My first employee is an immigrant.

2. They went through this hard time with big brand names because of it:
He got rejected by Facebook, Snapchat, and Google.

They didn't want to deal with visa issues.

3. 1took arisk to associate with them not knowing how close we'd become:
| knew we were taking a risk hiring him. I just didn't know how valuable he'd become.

4. Now the worst thing might happen to them:
And now he might get deported.

5. For this relevant situation most of us our in (i.e. holidays), | want this to get fixed:
All I want for the holidays are better immigration laws.

6. They've accomplished so much:
He studied at Berkeley for 4 years, worked for notable tech companies, and helped us grow to a company
of sixteen.

It doesn't matter.

7. But that’s not what the broken system says:
The immigration system says "he's not worthy" to participate here.

8. Even though they did everything they could:
Many people like our employee, Hendry, sacrificed everything to move to the U.S. to build their career.

9. They have this important commonality we all share:
They have an American Dream.

10. It's been ripped away by this evil thing:
The government is taking it away.

They don't care how much value he adds.

11. we'll stand up for them:
But we care.

12. No matter what:
So even if they deport him, we'll still work with him.
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13. For this controversial reason:
Because 2018 doesn't recognize borders.

We're here to prove it.
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Make Exceptions for Exceptional People

1. A problem of someone close to you that many people can resonate with:
My employee didn't haven't anyone to celebrate Christmas with.

2. They'reaminority:
He'sa21-year-old army veteran.

3. Taking a chance;
He just flew in from Chicago.

4.1 solved their problem by doing this:
| spent the day with him.

He's staying at my place while he finds housing.
We ate Chinese food, listened to music, and watched funny videos.

5. They didn’t have these prestigious qualities:
He didn't come from any fancy school.

He never graduated college.

6. It didn’t matter because they took these positive actions:
Thefirst time | met him, he drove an hour and a half to see me speak.

| was impressed with his understanding of marketing technology.
And that he had founded an agency.

7. They told me they wanted tojoin what | created:
He said, "I want to work for you."

| replied, "I'll see what | can do."

8. | gavethem a small chance:
Two weeks later, we started him on contract working remote.

9. They exceeded expectations:
A month later, he was on calls with $200K prospects.

10. Even with this obstacle:
At only twenty one, Arri isalready making an impact.

11. They had these polar opposite attributes:
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Hisroute?

Untraditional.

His attitude?

The difference maker.

12. Wefully brought them into what | created:

We hired him.

13. Giving them what they wer e missing:
He didn't have a place.

So we gave him one.

14. Thisisthelearning lesson:

When you have exceptional people - you make exceptions.
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Funny Step by Step to Accomplish a Goal

1. How | accomplished this huge goal:
How | founded a multi-million-dollar agency in six months:

2. Took arisk:
Step 1: Quit job.

3. Took another risk:
Step 2: Move cities.

4. Did something to hurt my sense of judgment:
Step 3: Go out drinking with a new friend.

5. That led to taking a crazy risk:
Step 4: After several hours of knowing them, invest all your money into their idea.

6. Then | took another risk:
Step 5: Purchase an office you can't afford.

7. Had to admit it to people | cared about:
Step 6: Call your parents saying, "I made a huge mistake."

8. Then | saw hope, but my circumstances didn’'t improve much:
Step 7: Land one client who barely covers rent. And keep paying yourself nothing.

9. 1 took advantage of all the small benefits of my situation:
Step 8: Make sure to drink all the free beer in the coworking space to survive.

10. Then made the most out of the hope:
Step 9: Turn the client into a believer who refers two more clients.

11. Made a big step in progress:
Step 10: Hire your first paid intern.

12. Decided to do everything differently:
Step 11: Change everything about the business.

13. Came to a funny realization:
Step 12: Realize that nothing you do is certain to work out.

14. That had an ironic twist:
Step 13: Something works out.

15. So | put all my chips down:
Step 14: Double down on it.
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16. Got a great result:
Step 15: Profit.

17. So | take these funny and ironic steps now:
Step 16: Write viral rags to riches LinkedIn posts.

Step 17: Call your parents saying, "I'm a genius."

Step 18: Learn to ignore the haters.
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Change Your Mind, Not Theirs

1. | had arecent event where someonetold me| wasn't worth it:
| was on a call yesterday with a prospect. He wanted a discount.

2. They said this statement devaluing my work:
He said, "l want you to earn my business."

3.1 said it works both wayswith a metaphor:
| replied, "It's atwo-way street."

4.1 remember when it wasn’t alwayslike this:
When | founded my company, 1'd do anything to land a client.

5. Wegaveinto peoples demands:
We gave lots of discounts.

6. It turned out ugly:
The result?

Low margins.
Clients who always wanted more.
Asking for a discount says, "l don't trust you to deliver."

7. Instead of getting angry, | looked for a solution:
Rather than getting upset at prospects, | flipped it around.

| asked, "How can we build more trust?"

8. Then created that solution:
We wrote two books.

Published more blog posts.
Did more speaking engagements.

9. Asareault, it didn't change how they approached me:
And you know what happened? They still asked for discounts.

10. I had leverage now because of a key action:
This time we were prepared.

All that trust building gave us more prospects.
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It gave usthe confidence to say "no."

11. Her€' sthelearning lesson:
What | realized?

Y ou can't always change the mind of your prospects.

But you sure can change yours.
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Get People to Demand What You're Worth

1. | talked to someone who had a huge accomplishment:
| interviewed an entrepreneur who sold his company for 50 million dollars to Wal mart. Here' s what happened:

2. | asked them about the negative situation it started in:
Me: “When you found out Walmart didn’t want to acquire you, what did you do next?”’

3. They told ushow it turned into a positive:
Fraser: “We continued working on the company, and eventually Amazon approached us.”

Me: “Oh wow. Amazon.”

4. Then how that positive turned into a bigger one:
Fraser: “As soon as Walmart found out about Amazon, they offered to acquire us.”

5. Here' sthelearning lesson:
When people perceive you’re in high demand, then they’ll chase after you.[]

6. I’ve used thislearning lesson beforein these situations:

I’ve used this tactic by interviewing with two companies that are direct competitors. This moves you through the
interview process faster.

I’ve also used this tactic when a hiring manager asks me what my timeline looks like to start the job.

7. 1've used thislearning lesson beforein these situations:

“It can be in aweek or two months. | have a few founders who want to do projects with me. Let me know what

works best for you."

8. Here'swhy | used it:
If you said you had nothing happening, then that shows a low demand for you. [

9. Here'stheprimary lesson reiterated in other words:
The lesson: encourage people to compete for your time.

You'l get better opportunities faster.
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Gave Someone a Chance Because of Their Hustle

1. | gavethisperson a chance even with this controversial background:
| hired a 21-year-old immigrant without a college degree.

2. | turned down these people with traditionally more qualified backgrounds:
| turned down Stanford and USC graduates for the same position.

3. No one gave them a chance:
As adropout, no one wanted to hire him.

4. Not even the people who care about them:
His parents told him, "being an immigrant with no degree is the last position you want to bein - in this country."

5. They didn't listen - and hustled:
Rather than take a marketing 101 course, he left college and took an online Messenger marketing course.

It's one of the hottest skills in-demand today.

6. Hustled even more:
To keep aroof over his head, he drove Uber every week.

7.1t didn’t alwayswork out:
Several times over, he ran out of savings.

8. They kept going and had some success:
Still, he kept grinding.

Then landed afew clients.

9. So we gave them a window of opportunity:
We tested him out.

10. They exceeded expectations:
After aday, we knew we'd hire him.

11. It’snot our position to do favors:
As abusiness, we don't run like a charity.

12. Wejust see people differently:
We hire people who will give usthe highest R.O.I.

13. Her€ swhat we lear ned:
The best part?
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He proves there's more than one way to become successful.

14. You don’t need traditional ways of success:

Y ou don't need Stanford, Berkeley, or Harvard on your resume.

Y ou don't even need college.

15. They're proof of it:
Because at the age of 21 -

Arri has awell-paying job.
No debt.

And the brightest future ahead of him.
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Being Right Doesn’t Matter

1. Wetook a drastic step with someone close to us:
We had a three-month contract with a client.

Then brokeit.

2. We almost didn't:
My co-founder, Houston, wanted to honor it.

"He signed for three months. And we're doing good work."

3. The problem:
The client didn't care.

Histimeline had changed for the project.
He wanted out.

4. Wetried to resolve theissue with the per son:
We hopped on a phone call.

5. 1t only got wor se:
Tempers flared.

Accusations were made.

6. Then we remembered thisimportant value:
We looked at each other and remembered a core company principle,

"Kill them with kindness."

7. Thismeans:
Time wasted arguing is time wasted not getting results.

He agreed.

8. So wetook the drastic step for thisreason:
We let the client out of the contract.

For one reason: we have an abundant mindset.

9. It’snot easy, but here swhat you can do about it:
The hard reality is you won't get along with every client.

And it's better to move on faster.
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10. Take a positive per spective on it:
But moving on requires you to look at new opportunities.

Not chasing what could've been with lawyers.

11. Then we took a positive action:
After the conversation ended, | said, "let's send out a hundred emails to leads in the next thirty minutes.”

The result?

12. Got positive results:
I woke up this morning with five replies from prospects interested in working with us.

13. Here'show it showsthe bigger, positive picture with these learning lessons:
It's areminder,

A reminder that no contract is perfect for every situation.
That time is your most precious asset.
That being right doesn't matter.

14. For thisreason:
Because when you no longer accept mediocrity -

Fear of loss disappears.

15. So you achieve this positive result:
And you're left taking the most important step -

One forward.
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Leadership is a Choice

1. An emotional obstacle:
It's intimidating.

2. Assomeone X yearsold in Y position, | face this controversial situation:
As a 26-year-old CEO, most of my employees are older than me.

3.1 don’t act needy:
And | never asked for their respect.

| earned it.

4.1 paid my dueswith these tangible experiences:
| went through 8 failed startups as a founder and marketer.

Built acommunity of 17,000 founders and marketers.
Wrote four technical marketing books.

5.1 even climbed thisfar up theladder:
After my early failures, I've led growth at several successful companies.

6. Then made this huge accomplishment:
And | used my community to grow over one thousand companiesin 2017.

7. 1t comeswith recognition:
| get thank-you messages every day.

8. But there' s always hate with these tangible examples:
And dtill, "well-respected” people in the industry tell me | haven't "earned" it

9. At least | know thisfrom experience:

Asayoung founder, I've learned the only respect | need to earn isthat of my employees and my own.

10. Therewill always be the negative:
People will always find a reason to knock you, especialy if they're jealous.

11. Don’t worry about - focus on moving forward:
Let them concentrate on you.

Then ignore them to concentrate on the people you've hired.

12. You got people depending on you:
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Because they need you for their families, job security, and to have a mission that gives them purpose.

13. Don’t let your vulnerabilities hold you back:
And never forget - your age doesn't matter.

14. Anyone can be great:
Leadership isachoice.

A choiceto feel the fear,

Then take the first step anyways.
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The Best Insist on Taking Action

1. We brought an experienced person onto our team:
This week, we hired a senior marketer.

2. Hedemanded a larger role:
Heinsisted he take part in our $200,000 deal negotiation.

3. Then succeeded:
And crushed it.

4.1 don’t want people who don’t want to level up:
| can't afford people who are content with clockingin 9 - 5.

People who work ajob because it's just that - ajob.

5. Here are some examples of negative feedback people get when demanding a larger role:
"Y ou don't do that in your first week."

"It's not even why we hired you."
"You need to earniit.”
Don't believe it.

6. Focuson growth over everything else:
Y ou do what helps the company grow.

Not just your job description.

7. Break therulesto grow:
If we all followed guidelines, then we'd never improve.

8. These arethe type of people we add to our team:
We hire people with a growth mindset.

Willing to step on toes.
Willing to place their foot down and say, "Bring me to the table"

9. Here' swhy:
Every employee is a salesperson.

And apraoblem solver.
10. And most importantly, they do X [tie back to the beginning]:
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The best ones?
They insist onit.

Welcome to the team, Charles.
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Stand for Something

1. Start with a controversial statement:
2018 doesn't recognize borders.

2. Explain why it’strue:
I can hire and scale aremote team of hundreds of workers.

| can serve thousands of clients.

3. All with lesswork:
While never leaving my room.

4. M akeit moretangible:
We employ peoplein the Philippines, Indonesia, Florida, Chicago, San Francisco, South Africa, Morocco, and
Thailand.

5. It’squality over quantity:
It's not about how many people are on your team.

It's about who's on your team.

6. No matter what:
If | want to hire the best -

| don't care where they live.

7. At the end of the day, thisiswhat matters:
| care about resullts.

8. It doesn’'t matter if thisnew popular and controversial event happens:
Even if the law passes to curb H-1B visa extensions resulting in 500,000+ deportations -

Well till hire you.

9. Tiethe reason back to the beginning, then humanizeit:
Because in 2018, great work doesn't recognize borders.

It recognizes people.
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Prepare By Taking Action

1. | wanted to add a lot of peopleto my team:
| sent four offer letterslast night.

2. 1t worked out well:
Two accepted this morning.

3. It wasn't always this easy:
I'm not perfect.

We let go of our first three employees.

4. Weimproved with thistangible example:
But we learned.

So we only let go one of our last twenty.

5. Asaresult, we' ve had success:
And here | am eight months later with almost twenty-six employees at BAMF Media.

6. It'sironic for thesereasons:
The funny part?

It's my twelfth try at startup success.
| worked for eight startups that failed.
And three that did okay.

7. 1t’sfar from easy:
That's brutal odds.

8. It worked out because | put in thework:
The reason I’ m more successful today is simple: practice:

Over and over again.
| practiced every day for five years being a better entrepreneur.

9. That meant | had to do all of these things:
That meant | had to learn al of this:

-How to make sales
-Find a co-founder
-Hire employees
-Fire employees
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-Market my company

-Work with alawyer

-Work with a CFO

-Create a service customers love
-Price services

-Understand business analytics
-Motivate employees

-Create a community

That’s aton of lessons.

10. That’swhy few can doit:

And why it can take along time to found a successful company.

11. Her€' sthetruth about lear ning - you need to take action:
Here' sthe twist: Every learning lesson above requires you to practice entrepreneurship.

So if you want to know the best way to prepare yourself - jump right in.
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Can’'t Control What Happens to You

1. Recently | had to leave my setting ASAP:
Y esterday, | heard a knock on my hotel door.

A staff member stood there.

"Y ou have ten minutes to one."

"Do | need to check out or something?'
"Yes."

2.Heré stheproblem - | had alot on theline:
| thought, " Shoot - | have a video call with a prospect at one.":

Not just with one person, but an entire C-level team.

3.1 figured out a solution:
| asked myself, "What are the solutions here?'

...."Hotel lobby."

4. Then made it happen:
| rush to pack up everything in 30 seconds.

I go down to the lobby and check out while looking at my phone.
2 minutes till the meeting.

| sit on one of the empty couches.

Flip open my laptop.

5. Then trouble ensuesright when the solution is put in place:
Then | hear a hundred footsteps walk through the door.

It's a group getting off a charter bus for a conference.
I'm hopelessly praying that they'll be quiet.

Then | hear athunder of rattling.

A construction noise a couple of floors below.

6.1 can’t fix it:
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Before | can find a solution the screens changes.
They're there.
The CEO, CMO, and right-hand executives.

7. It'sadisaster:
And I'm in the middle of Jumanji.

For forty-five minutes | present.

8.1 try my best:
I'm at a 150% confidence the entire time.

9. It doesn’t work out - that’s okay:
Here'swhat | do know: Y ou can’t always control what happensto you.

10. Here'show | stay proactive:
So | apply afive-minute rule.

11. Here'show | stay proactive:
| allow myself to be upset for 5 minutes.

That'siit.

12. For thisreason - | seethe bigger picture:
Because | got alot of years ahead of me to close deals.

13. Thelearning lesson:
And the biggest ones you lose today?

Will be the smallest in the long run.
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You Don’'t Need Everything to Win

1. You can havethis small benefit:
Y ou can have alanding page that gets leads.

2. And leverageit to create this huge benefit:

Then create an entire business out of it.

3. You don’t even need these commonly thought important pieces:
Y ou don't even need a payment page.
Not even athank-you page.

4. For thissimplereason:

Because here's the secret - you just need to be good at starting relationships.

5. Here'san example:

If you have a page that captures leads, you can filter through those leads and reach out to the most qualified via
LinkedIn, personal email, or Facebook.

6. Here show you can take advantage of it with simple steps:
Get on video calls.
Meet them in person.

And develop alot of rapport.

7. 1t’snot easy, but it’sbetter than not taking action:

Sure, it's not the most scalable way.

But you know what's less scalable?

Y ou not building alanding page because you don't know exactly how and when you'll make money from leads.

That'sinsane.
8. | had successwith the small things:
Most of my funnels never led to a payment page.

Still, | started.

9. Here'sthe positiveresult:
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And had thousands of conversations with prospects.

Then sold millions of dollar in services.

10. Without taking the normal route:
Without a single payment page.

11. Thisiswhat holds people back:

If you're scared to get into online marketing because you can't build an entire funnel, then realize it's not a technical
problem.

It's a psychology problem.
Y OUR psychology problem.

12. Thisis how it worked before we had these systems:
How do you think people made sales before the internet?
They had conversations.

"Hey Josh, I'd love to write about your thoughtson X."
It'sthat simple.

13. Don’t expect greatnessright away:

The perfect funnel to make you a million dollars plus this year is great, but for 99 percent of people that won't
happen.

14. Expect to get started:
Y ou know what everyone can do?
They can build one landing page.

Then reach out with value.

15. You can get theseresultsthisway:

And you can build a multi-million-dollar business this way.

16. Don’t let these self-conscious thoughts stop you:
So if you're stuck because you can't do it all.
Y ou don't have the marketing knowledge.

Y ou don't have the technical chops.
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17. Thisisthelearning lesson:
Then redize this -

Y ou never needed it to be successful online in the first place.
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You Don’t Need the Traditional Path

1. Controversial statement:

| don't have a mentor.

2. Digin the controversy:

Haven't had one for four years.

3. Ther€'sa small exception:

| have people | admire such as Dennis Y u, but that'siit.

4. Learning point most agree with:
What |'ve realized -

Some people learn better from experience.

5. Here' swhy thisholdstrue using an example of myself:
If a mentor tells me not to put my hand on a hot stove, I'll do it anyways.

| need to know.

6. 1’'m not alone:
Many people have a similar personality to me.

They place action over listening.

7. Comedic break:
It works - | turned out fine.

At least so far.

8. Here'swhat |'ve learned:

There's no clear path to success.

9. Second controversial learning:

Y ou don't need books, mentors, or an MBA.

10. Here' swhy:

Those are all secondary to grit, communication skills, and a willingness to be different.
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11. Her€' sthe problem with self-conscious thoughts:

The problem:

Most people place secondary success factors first.
"I need a MBA to show employers I'm competent.”
"I need mentors before | start my company."”

"I need venture capital for my idea."

12. The negative bigger picture of these thoughts:
Notice the trend here?
These people sound needy.

Neediness is unattractive for results.

13. Her€ swhat they should think:
What they should say,

"“I'm just going to do it anyways."
"Let's see what happens.”

14. Here€' swhy:

Y ou say these phrases enough times, and eventually, you get something right.

That's the personality trait that wins.

15. The learning lesson:
Because life doesn't need permission.

So don't act needy for it.
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Why | Work With the Best

1. Bold statement favoring experience:

Hire senior people to avoid salespeople.

2. The stakes were high:
We had a $25K/month deal on the line yesterday.

3. | put someone new to the team on it:
| asked our new strategist, Melanie Balke, to lead it.
It's her first week.

4. |1 had todoit:

And | didn’t have a choice.

5. For thisreason:

These meetings don't happen every day.

6. It’sabout them getting this benefit:

She needs to get the experience when she can.

7. Under thisdeadline, | realized it:
With two hours beforehand, | realize thisis the case.

8. | took a chance on them:
So | asked her to lead the presentation.

She says"yes."

9. A reminder that they’re new to theteam:

And again, it's only her first week with us.

10. Tough situation they get thrown into:
She presents for the next hour and a half in front of five people on the client's team.

She covers seven different services and case studies.
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11. They get great results:
By the end of the presentation, they're overjoyed.

And coming in today to discussterms.

12. Her€ swhat our competitorsdo:

Here's what most agencies do -

13. Get someonewho isn't as good for these qualities:

They hire someone for half the cost.

14. Do the samething | did:

Give them the same position.

15. But don't allow them to do thiscrucial part of their role:

Never bring them to high-deal sales meetings.

16. And then make it even worse with this:

And take months to train them on basic marketing skills.

17. Ironic that they think they'reright:
The funny part?
They pay lessin overhead thinking they're winning.

18. Until they don’t:
Then the CEO realizes he's till the only person selling.

Here's what we do -

19. We do the exact oppositein thisunique way:

We hire experienced marketers who demand higher pay.

20. Then give them this opportunity:

Then give them the opportunity to sell their experience to prospects.

21. How it validates your first sentence:
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The best part?
We no longer need salespeople.

21. Provide an example of validation:

And it's why we can scale $25K +/month meetings.

22. Asaresult, this happens:

It's simple: | no longer have to be there.

23. Here'show the benefit is more than what we originally thought:
It gets better -

We have a 100 percent close rate for in-person meetings when competing against other agencies.

24. Here why:

The main reason?

We bring the strategist who they'd work with to the meeting.
And they present.

24. Here satangible conversation of a negative example;
Imagineif | told the prospect,

"I just gave you this nice presentation, but you won't be working with me. It'll be with this person who you don't
know. We didn't include them in the meeting because they're too junior to sell their experience.”

25. Thisiswhen it’sagainst my statement in thefirst sentence:

Thisiswhat it's like having salespeople at an agency.

26. You get these problems:
More hand-offs.

More friction.

26. Thelearning lesson:

Want bigger deals?

Y ou need account leads who can sell.
And a strong inbound machine.

That'siit.
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Hard Work Pays Off

1. Recently, I met someone who had this huge accomplishment:

Last week, | met a guy who sold his company for a 100 million dollars.

2. They wanted to team up with us:

He'sinterested in working with us.

3. They met usin an impressive way:

He pulled up to our officein a brand new car.

4. We went to this exclusive location to talk:

We went to the roof of our company to talk. It's a beautiful spot that overlooks all of Venice and most of Los

Angeles.

5. They explain a story with two parallels, high stakes, and huge benefits:
There, he told us a story.

"| started my company at the same time my friend started his.

We both sold our companies for a hundred million dollars.

Here's the difference.

He took funding.

Worked himself to death over five years.

6. They explain how they got polar opposite results:
Y ou know how much he got out of it?"

| replied, "How much?"

7. The other guy didn't get much compar ably:
"Three million."

"Y ou know how much | got?"

"No idea”

He took along pause, then grinned.

"All of it."

8. Thelearning lesson:
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At that moment, | realized we made the right decision to bootstrap early on.

I've never seen anyone happier.
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Adopt This One Habit

1.1 did alot of work with risk:
| worked at four startupsin two years.

2. None of it worked out:
They al failed.

3.1 took therisksin different areas:
And they were in four different markets: pharmaceuticals, real estate, crowdfunding, and the music industry.

4.1 moved on to take more risksunder my own lead:
So | founded my own company, an online publication.

5. That didn’t work out either:
A year later, that failed, too.

6. | tried again and failed:
Then | became the VP of Marketing for a mobile app company that failed.

7. | wasleft with these bad results:
| lost al my money.

Had zero job prospects.

8. | was desperate and had to do this:
So | moved into my Dad’ stiny apartment.

Without space, we slept in the same room.
| got ajob as a copywriter that paid $12 an hour. It was awful.

9. | madethiscritical decision to learn:
At the same time, | made a decision to read for five hours every day on average.

10. Tangibleresult:
Thisled to 170 books read over the next year about psychology, business, and marketing.

11. Even at the lowest point, | took another risk:
A few months after my copywriting gig, | had saved enough money to take arisk.

To work at a Facebook software company where | got paid half.

12. 1t worked:
In eight months, | led their marketing.

Landed afew clients, then wrote a book about Facebook marketing.
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13. 1 leveraged this positive outcome into another one:

Took that credibility, became the head of growth for a venture-backed company in San Francisco.

14. Then another one:
Then the head of growth for a 50-million-dollar VC firm.

15. Another:
Next the growth evangelist for one of the fast-growing SaaS companies.

16. And finally today:
Today, I’'m the co-founder and CEO of a multi-million-dollar company.

Entirely bootstrapped.

17. Here€' swhat | realized:
The lesson -

Adopt the habit of persistence.

18. Her€' san expansion on what | realized:

Persistent enough to where you' |l pursue what you want no matter where you live, how much money you make, or

connections you have.

19. Here'swhat | learned:
If you want results, do what 99% of people won'’t.
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What Makes My Day

1. Thisvulnerable moment of caring for others makes me happy:
Here’' s what makes my day: When | call my Mom at 7 a.m.

Then wish her the best day ever.

2. Here'swhy | carefor them:
My Mom has worked almost every day of her life.

Twelve-hour week days.
Even many weekends.

3.1 couldn’t do it before:
When | was young, | wanted to help her.

| didn’t know how.

4. Because of these tangible reasons:
My jobs paid me close to nothing.

Construction and dishwashing wasn’'t ideal for afamily of five.

5.1 decided to carefor them in a non-traditional way:
So | gave her something else beside money.

| gave her time.

6. | helped them in the simplest most meaningful way:
Every morning she’d wake up at 6 am. to make coffee.

Then one day, | woke up at 5:30 am. to get it ready for her.
This way she could wake up to a hot cup.

No wait time,

She amost cried.

7. Therealization:
It was the first time someone really lended a hand.

8.1 didn't stop:
| did it again.

And continued to do it for years.
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9. Even through the hardest of times:
Even through her divorce and depression.

10. For thisreason:
It was a simple reminder that someone cared about her.

11. Then | faced thisobstacle to continuing:

When | joined the workforce after college, | moved to San Francisco.

She no longer had that reminder.
Rather than stop.
| did something different.

12. So | changed up theway | did it:
| called her every morning to wish her the best day ever.

13. 1t’snot just helped them:
It's selfish -

Because it’' s the best gift I’ ve given myself.

14. Because of thislearning experience:

To understand how you can change someone’s life with appreciation.
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Take the Untraditional Route

-Ben Lee

1. Controversial short statement:
SEO isdead.

2. Explain why it’strue using authorities:
Google doesn't care about your optimized blog post.

And Amazon isn’t fooled by your search ranking hacks.

3. Don’t even bother learning why:
If you're thinking about paying someone to teach you SEO--

Don't.
Save your money.

4, For thesereasons:
It'sancient history.

You'll be a21st-century dinosaur.

5. Her€ swhat works:
Wheat, then?

Content.

6. Here'swhy:
Thekind of stuff people actually love reading:

-- Because it offersreal, actionable value

-- Because they’ll tell all their friends about it

-- Because it’ sjust too damn interesting to click away from
And social media.

7. Here€ show you should play the game:
Facebook, Linkedin, Instagram, Pinterest.

Putting yourself and your work out there in a genuine, human way.

And finaly, good ‘ol e fashioned paid advertising done right--
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8. With tangible examples:
Ads with punchy copy selling real products that solve real problems.

9. Here'show tojump in:
Where to start?

Learn from people who are doing it successfully.
Keep coming up with new and creative ideas.
Refine and clarify your message--

Until you build areal following.

10. The twist - it won't be easy:
The catch?

A classroom won't teach you how to do it.
And there are no shortcuts.

You'll have to put in the hours.
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Take the Untraditional Route to Learn the Most Valuable Lessons

-Ben Lee

1. | took an unconventional route of success:
| bought a small gaming studio instead of doing an MBA.

2.1 invested everything into the decision:
Then | spent $500K devel oping mobile games over 2 years.

3. None of it worked out:
And every single one of them failed.

4. For thesereasons:
They weren't addicting enough.

People stopped playing.

5. The sad result with tangible examples:
My team and | were crushed.

We couldn’t look each other in the eye.
Not aday went by when | wasn't filled with doubt.

6. It didn’t matter - because we lear ned:
Theirony?

Failure was the best thing that happened to me.

Without outside funding, we learned:

-- To handle al of our marketing in-house

-- To run the company asif we only have a one-month runway

7. The bigger picturelearning lesson:
And by seeing what people didn’t like.

We understood what they loved.

8. These lessons helped us prevail afterwardswith these wins:
Since then:

-- A hardware product we marketed raised over $2.5M on Kickstarter

-- Internal apps have gotten 100s of 5-star reviews.
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-- We've launched a#1 game on Product Hunt

9. Rather than losing out on the traditional route, | won by making mistakes:
Instead of spending $200K on an MBA--

| doubled down on my own company.

10. The valuablerealization:
And got my masters.

A masters in running a successful bootstrapped business.
Bottom line?

11. Thelearning lesson:
ROI is not only about making money on every dollar you spend.

Those lessons learned along the way?

Priceless.
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Enemy to Partner

-Ben Lee

1. | stopped working with someone:
| fired an engineer.

2. Because they took this controversial action:
He outsourced all hiswork to China.

3. Wevetted him and didn’t seethe negative signs.
We tested him in Ruby, iOS, and JavaScript.

His work came back flawless.
And we spoke to three references.
Before us, he was employed at Cisco for more than five years.

4.1 had a feeling something waswrong:
My gut instinct didn’t like him, but he checked all the boxes.

5. We needed the help - it didn’t matter:
And we were desperate for help.

6. Even though they made controversial requests:
When he started, he came up with every excuse to work remotely.

7. We abided because we wer e accepting:
It was 2015, and everyone requested it.

Especially engineers.
We approved it.

8. Then thefirst problem occurred:
Then we saw inconsistencies in the code.

He was leaving time stamps for UTC+8 which is China’ s time zone.

9. Then a second problem:
Then we saw a Trello card signed with a username handle of a Chinese pop star.

10. We had a meeting with them:
My CFO and | met him in a conference room.
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11. Told them it was over:

We cut to the chase, “We have a check and separation agreement. We expect your full cooperation or we'll be

handing this issue to the authorities.”

12. They confessed:
He spilled the beans in less than five minutes -

How he's never been a coder.
And outsourced his work to China for the past nine years.

13. They took delight in their actions:
In aweird way, he was almost proud of it.

We were stunned.

14. 1 was my fault:
AsaCEO, | had faled. | didn’t trust my gut.

15. Even though they had tricked many high-level people:
He fooled multinationals with multiple divisions for over nine years.

16. They didn’t last long with us:
And then lasted two weeks with us.

It'sareality check | needed.

17. Thelearning lesson:
Talent comes and goes.

Intuition comes first.
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Keeping up With Changing Settings

-Ben Lee

1. A sad setting for a vulnerable per son was unfolding before me:
On my planeride, | saw a mom about to have a nervous breakdown.

2. Because people who this per son cared about deeply wer etaking negative actionsfor their health:
Her kids were glued to their screens.

3. “Digtheknifein”:
And one was complaining.

4. The situation got hectic:
The mom looked at her hushand, “Honey, she’s missing her iPad”

| watched the dad rummage through their luggage.
“Give me one second.”
Y ou could feel the tension.

5. This makes me nervousfor otherswho may suffer:
I’m scared for this younger generation.

6. | didn’t go through thisbecause | wasin a different setting:
I’m grateful to have been born when | was.

| skateboarded, rollerbladed, and read books before the iPad.

7. Here sthe harsh truth about this new setting:
Many kids won'’t experience the world like many of us have.

Most of their experiences will come through screens.

8. It’sbetter to do these things than these things:
| would rather exercise without a VR headset.

And not spend my weekends playing video games.

9. Here& swhy with credible examples:
The most successful people | know don’t let screens control them.

Warren Buffett doesn’t check his Slack channel every day.

Let alone his Berkshire Hathaway e-mail account.
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10. Here'sa completely different setting with the opposite happening:
I’ ve been visiting Uruguay for six years.

Fashion, tech, and music trends are delayed here.

11. Here'sa completely different setting with positive effects happening:

Their kids till read books, paint, and talk in person.
It makes me sad that | don't see thisinthe U.S.

12. Therealization:
If we want to lead future generations.

We need to accept one thing:

They’re growing up in an entirely different world.
And it doesn’t exist offline.

It exists online.

13. Thelearning lesson:
It's our job to show them real relationships are built on handshakes.

Not on Instagram likes.
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Leadership is a Choice

-Ben Lee

1. | take this strange action:
| take seven Uber rides a day.

2. It getseven weirder:
They make me sit in the front seat.

3. It'sadifferent culture:
In Uruguay, the taxi drivers hate Uber drivers.

They'll slash their tires.
And even resort to physical violence.
To stay under the radar, they don't use the Uber stickers.

4. That’swhy #1 makes sense:
And don’t put people in the backseat.

5. 1t’s because technology disruption has had a big impact:
Uber messed up the drug trade - and it hit some important pockets.

Especially taxis that were once used as drug mules.

6. | learned thisbecause | take every extra effort to learn about others’ cultures:
I know all of this because | talk to my drivers about their culture.

The drivers don’'t meet many Americans so they’re always game.
Asafounder, | take every opportunity to learn.

7.1t helps mein indirect ways aswell:
My Spanishisfar from perfect.

This allows meto practice.

8. The culture here allows you to meet inspiring people like this person who wantsto createthis
product/service:
Thecity | livein, Montevideo, is so small.

| had the same driver twicein 48 hours.

That's how | met Felipe, an Uber entrepreneur who wants to create an app.
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It would help tourists overcome cultural hurdles.
There' salot of smart people here.
And business opportunities.

9. The only way to see these opportunitiesistojump in:
The only way | seethem is by immersing myself.

10. I'm not in my culture and have a lot of responsibility:

I’'m a CEO, leading ateam of designers and developersin another country.

It's humbling.
It's scary.

11. Thelearning lesson:
It reminds me that leadership is a choice.

Not ajob title.
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Value Your Time

1. It hitsyou:
At some point - you get it.

2. When someone triesto take advantage of you in these ways:

When a prospect tries to turn a thirty-minute call into atwo-hour call, you tell them "anytime after this half hour and

I'll need to charge you for a consultation."

Asksfor you to provide afull analysis of their business before you work together, you say "no."

Says, "Y ou need to earn my business,” you hang up.
Asksto meet at your office, you say "no."
Wants five references, you move on.

3. The only person who will fight it:

The only person who cares about your time?
That's you.

Nobody else.

4. Because thisiswhere most of the benefit comes from:

90 percent of our clients never asked for afull audit of their business.
90 percent of our clients kept calls short and to the point.

90 percent of our clients didn't meet at our office beforehand.

90 percent of our clients never asked for areference.

5. Theleast comesfrom here:

The other ten percent?

They've wasted 90 percent of our time.
That's the reality of sales.

6. Tieinto previous sentence and overall realization:
When you realize there's a difference between prospects and buyers.
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Focus on Longevity

1.1 met with an influencer and learned this hard lesson:
| had a brilliant talk with Noah Kagan. The one thing | learned: Y ou don't own anything on the internet. Not even
your email list.

2. Here' swhy thisproblem istrue:
If email dies, so will your list. If something bigger than the internet arrives - AND IT WILL -, then most businesses
will fail.

3. Here'show you survive:
The only difference between entrepreneurs who survive in the long run is they stay nimble and test often.

4. Don't do this:
Businesses die every day because they over-invest into a channel without saving budget for testing. That's why they
have no lifetime value. None.

5. How you know whether you’ll over come the problem:

Can abusiness turn off one traction channel without going broke?
Can it turn off two without going broke?

How about three?

Probably not.

99% of businesses would disappear overnight.

6. Therealization and solutions:

As aresult, the most scalable marketing model doesn't depend on the internet - it's offline. It's get-togethers,
workshops, and events. A better word for it? Community. It'll be there tomorrow, five years from now, and even
fifty years.

7. Her€ sthe opposite:
Here's what won't: Everything you see online today.

8. Here swhat you need to do and keep in mind to survive:
As aresult, the most scalable marketing channels - if you want to build a 50-year brand -, happen in person.

It may take longer.
It may be more expensive.
But in thelong run? Y ou'll win every time.

9. Thelearning lesson:

If you want to build an empire -

Don't focus on speed like most founders.
Focus on longevity.
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Why I'm Wealthy

1. I had this quality even when most people wouldn’t think so:
| consider myself wealthy.
| did even when | was broke living in my Dad’ s tiny apartment.

2. For thisreason:
Because | owned the most expensive gift in the world: clarity.

| knew exactly what | wanted to do.

3. A long timeago | made a promise:

Several years ago, | wrote down that | wanted to build a 100-million-dollar company and write a best-selling fiction

and non-fiction book.

4. Today, I’'m closeto that promise:
Today, | run a multi-million-dollar agency.
And I' ve published four books.

Here' sthe thing -

5. Not there, but close:

| still haven't hit my goals.
Even after three years.

But I'm closer than ever.

6. For thisreason:

Because clarity creates reality.

And when you have the confidence that you'll build your dream -

7. 1t'1l createthis outcome - tie back to #1:
Y ou' re the wealthiest person in the world.
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Bonus: 20 Statuses to Drive Community Engagement

1
Hey [community member names - ex. fit founderg].
Comment below with your [relevant - ex. favorite workout].

2.
Let the follow train begin.

Drop your [social media platform] profile link below.

4,
What are you selling?

Drop it in the comments bel ow

5.
What are you selling below $997?
Drop it in the comments below :)

6.
What can you give the community for free?
Drop it in the comments below :)

7.
Who are you looking to partner with?

We've added thousands of more [community name] to the community over the [time span].

Let's make some connections

8.
Hey [community name],

| got a question for you: How do you focus?

Drop a comment below

9.
Who are you looking to partner with to help take you to the next level ?

[list relevant positions here - ex. founders, companies.

Let's build relationships. Comment below.

10.
What's one decision that changed your entire career path?
Let's hear it
11.
What are your goals for this week?
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Let's hear it .

12.
What's motivating you today to crush it?

Let's hear it

13.

Hey [community name],

What was your biggest adrenaline rush moment as an entrepreneur?

Comment below

14.
Looking to hire a[relevant positions]?

Make your pitch in the comments

15.
Hey [community name],

What did you accomplish this week?
Let's hear it

16.

Areyou ALREADY [relevant position to the group - ex. fit founder]?

17.
Ask. Me. Anything.

Comment below.

18.
Where are you from?

19.
Who helped get you to where you are today?

20.
What did you do before [X]?
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“No force on earth can stop an idea whose time has come.” - Victor Hugo

To learn more about BAMF Media, please visit our website here: https://www.bamf.media/grow
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