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the great company

you cannot create a great company unless
you start with a good company, annd a good
company is one that stands for what society
stands for.

die a startup or become a bank

you either die a startup or live long enough
to become a bank.

vision

be stubborn on the vision and flexible on the
details.

goodharts law

when a measure becomes a target, it
ceases to be a good measure.

moneti​sation

there’s always a way to monetise
something - find it.

that’s the second issue, the first question is
how many people will be willing to pay for
this?

revenue drivers

sales are made on impulse (limited editions
induce fomo)

concen​trate on adjacent and synergies that
increase cash flow pools and revenue
overall.

30-40% of gift cards go unused.

expired domains

- SEO advantages (backl​inks, authority,
traffic)

- Ranking faster

- 301 redirect usage

 

go to market (gtm)

 

marketing

create constant reasons for the brand to be
in the news (the more frequent, the better)

use nlp (neuro​-li​ngu​istic progra​mming)

revenue (sales) boosters

import duty and tax
included

easy, tracked 30
day returns

free express shipping
on orders over [$X]+

receive your
order in 4-7
days

campaign

utm: a snippet of text added to the end of
a URL to track the metrics and
perfor​mance of a specific digital
marketing campaign.

numerical cognition

"a quarter of a millio​n" is likely to sound
bigger to the human ear compared to "two
hundred and fifty thousa​nd".

the deal (negot​iation)

- lawyers are deal killers.

- 4.7-5% commission on transa​ctional
finders fee and/or deal broking.

- the one who talks first, loses.

- you get the wife (manage to persuade
her), you get the man.

- convincing the other side that you are
crazy.

apr strata

0% APR tricks people into thinking “oh well,
I’ll get the highest spec” and the individual
spends more than they would have if they
purchased in full upfront.

 

ideation

- if the experts love you, run for the hills as
this could be an indication of a dated idea.

- invent tools and the tools will change
us/the team (and then we co-evolve)

creating a stack

like microsoft did with PC from cpu -> os ->
applic​ations -> servers -> cloud. then to the
end user (b2c) -> business (b2b) ->
consumer (c2b)

moat strata

planned obsole​scence

subscr​iption based business models

religion

pyramid scheme monopolies

middleman delivery services

consumer elasticity

set up a team revenue gross management
(simulate the effects on the consumer
elasticity of price increases)

speed, you must buy time

how: hire except​ional and well-c​onn​ected
talent

 acquire tech and/or integrate
systems

subscr​iptions

- 1.5T USD globally by 2025.

- subscr​iption model is transm​uting beyond
the digital world and into the physical world.

- more than half of consumers (54%)
undere​stimate how much they spend mostly
on subscr​iptions by at least $100.

- up to 70% forget​/rarely use their subscr​‐
iption services.
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subscr​iptions (cont)

- use dark patterns to make cancel​lation
complex (on avg. 6.7 clicks to get from
homepage to cancel​lat​ion).

- ultimately the end consumer will not own
anything.

design

consis​tency within design makes it easier to
recognise a brand.

 

good
design
is
simpli​‐
city:

kanketsu (simple, perfect,
complete).

less, but
better:

strip down the product to what is
essential, take the essentials
and amplify them to make it
better.

great
design
is iconic:

it's not a fas, it's not trendy or
ostent​atious and not easily
thrown away

design
is all
about
the
details:

- impacts how we feel about the
produc​t/s​ervice when we
interact with it.

 - design is not the output, design
is the process and everyone is
in it.

 - most easiest/ convenient to
use wins.

 - every single step added cuts
conversion by 50%.

 

 

design (cont)

design
is
intent:

- 1 second delay/​latency (7% less
conver​sions, 11% decrease in
page views, 16% less customer
satisf​action)

 - fast is the principle.

 - there is either careless design or
thoughtful design, with the latter
being the optimal.

meetings

tuesday: ~30% of weekly meetings

wednesday: ~25% of weekly meetings

monday: ~20% of weekly meetings

thursday: ~15% of weekly meetings

friday: ~10% of weekly meetings

best meeting times tend to be:
mid-mo​rning (10-11 AM)
early afternoon (1-2 PM)

minority report

a separate report presented by members of
a committee or other group who disagree
with the majority.

difference between product and manufa​‐
cturing

concepts is easy, product and manufa​‐
cturing is difficult. “product is 1% inspir​ation
and 99% perspi​rat​ion.” - thomas edison.

automation

automation applied to an ineffi​cient
operation will magnify the ineffi​ciency.

 

shopper -> purchase

shoppers are 7-8x more likely to buy your
products if they use the fitting rooms, and if
they receive great service in the fitting
rooms, they are 4 times as likely to
purchase your products.

revenue model (card)

- transa​ction fee (swipe fee)

- annual, foreign transa​ction, late and over-
t​he-​limit fees

- consumer carried debt

- discount revenues (58% TAR)

- charge a premium to merchant to accept
cards

- closed loop system (how much the
consumer spends is usually more important
than the number of transa​ctions made)

spend-​centric model*

B2B Saas

availa​bility (avoid product
not working when
customers need the
most)

security (no
account
breaches)

control (do not have to
reach out to support for
every single thing)

trust is the key
to keeping
customers
happy

decision making tree

should be ROI centric*
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cynefin framework

decision matrix and type2 decisions

similar to the concept of one way door
decisions vs two way door decisions. 

one way door = big, hard to reverse once
done.

two way door = revers​ible, can correct
mistakes quickly.

how to decide on what to build/​develop

companies are learning
organisms (the focus is
to learn as quick as
possible).

try various
hypothesis (if
they're set up
well then you
learn what to
do)

invest in various testing
frameworks (ship, get a
read-out, compare to the
base version of the
product)

when you do
stuff well you
don't have to do
big and crazy
things

“In a world that’s changing so quickly, the
biggest risk you can take is not taking any
risk.“

 

DIKW pyramid

illust​rates the progre​ssion of raw data to
valuable insights.*

eisenhower matrix

day 1 strata

day 2 is stasis, followed by irrele​vance,
followed by excruc​iating, painful decline,
followed by death.”. “And that is why it is
always day 1

reasons fenty clothing failed (case study)

the collection was boring:

- it was not reflective of her

- absence of dominant weight on artistic
talent of design and too much on person​‐
ality and publicity the individual attracts
(doesn’t work, not sustai​nable)

- her fans couldn't afford it

- the people who could afford it didn't care
about it

- the marketing sucked

 

data the decision

to prevent confir​mation bias

to prevent and mitigate loss aversion (loss
felt twice as hard than wins)

crm (customer relati​onship manage​ment)

a system for managing all of the companies
intera​ctions with current and potential
customers. the goal is simple: improve
relati​onships to grow business.

vertical v. horizontal integr​ation

vertical: apple's vertical integr​ation
enables the creation of superior
products and a seamless user
experience by mainta​ining
control over every aspect of
design and develo​pment, from
start to finish.

horizo​‐
ntal:

in contrast, horizontal partne​‐
rships, like those seen with
Android or Windows, often
struggle to achieve the same
level of cohesion and consis​‐
tency. The challenge lies in
aligning numerous indepe​ndent
companies and their resources
around a unified vision, let alone
delivering a singular product,
experi​ence, and ecosystem that
feels pre-em​inent.
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barrels and ammunition framework (keith
rabois)

“Most compan​ies​—once they get into hiring
mode—just hire a lot of people. And you
expect that as you add people your
throughput and velocity of shipping things is
going to increase. But it turns out it doesn’t
work that way. Usually when you hire more
engineers, you actually don’t get that much
more done. You sometimes get less done.”

Keith argues that the reason for this is that
most people in a compan​y—even great
people—are “ammun​ition.” But to improve
velocity, you need “barrels”. He defines
barrels as extremely talented people who
can take ideas from inception all the way
through to fully shipped product. Most
companies start with one barrel (the
founder). And when they add another, they
can get twice as many things done per
week, quarter, etc.

 

But true barrels are incredibly difficult to
find:

“When you have them, give them lots of
equity, promote them, take them to dinner
every week because they’re virtually irrepl​‐
ace​able. They’re also very culturally
specific. A barrel at one company may not
be a barrel at another company.”

distri​bution

the key is distri​bution, this is why apple
have been able to charge 30% for [X]
number of years.

if you have the distri​bution, developers pay
for SDK, if you do not then the burden falls
on the developer to do the heavy lifting to
attract customers and thus - grants are
utilised.*

 

long tail keywords

pharma

Buy up drugs that have been abandoned by
other companies for pennies on the dollar
and tries to bring them new life. It’s an
ethical problem of an undera​ppr​eciate
magnitude. So many drugs that would have
been of use to society are cast aside.
Certain drugs have gone by the wayside for
reasons that have nothing to do with their
underlying merits. 

Various field have been largely ignored by
biopharma and we have a real opport​unity
here to draw attention to it, to get
investment in this space and really start to
welcome innovative therapies for women
with these diseases 

Use fresh funding to launch new companies
outside of tradit​ional biopha​rma​ceu​tical
develo​pment. 

Attract world-​class talent in its pursuit of
developing and commer​cia​lising drugs that
target large unmet medical needs.

the long tail

 

knowledge pyramid

comp. stages

pitch decks

- psycho​log​ically, it is easier to make the
reader focus on the things he needs to be
focused on. In decks, it's the numbers.

- make it clear what the venture does and
why a potential investor should read on.

- numbers, growth, and profits are the
foundation and emotional peak of any deck.

network effect

scaling

launch, growth, constraint zone, scale

“The greatest predictor of a company’s
ability to SCALE, is the leader’s willin​gness
to ADAPT.”
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retreating back into growth

zeno's paradox

zeno argued that a swift runner like Achilles
cannot overtake a slower moving tortoise
with a head start, because the distance
between them can be infinitely subdiv​ided,
implying Achilles would require an infinite
number of steps to catch the tortoise.

law

sue early, sue
often.

sign definitive agreem​‐
ents.

SLA (Service Level Agreement) is a contract
between a service provider and a customer
outlining the expected level of service,
perfor​mance metrics, and respon​sib​ili​ties.

hiring

the way to poach people from other firms is
to highlight to them that they are wasting
their lives were they currently are and that
they are real big problems that need saving
in the world that they aren’t apart of.

increm​ental improv​ement

brailsford believed in a concept that he
referred to as the “aggre​gation of marginal
gains.” he explained it as “the one percent
margin for improv​ement in everything you
do.” his belief was that if you improved
every area related to cycling by just one
percent, then those small gains would add
up to remarkable improv​ement.

 

big leaders

identify the big
ideas.

enforce tough
execution against those
big ideas.

grow the next
generation of
leaders.

weed out all incong​‐
ruences*

profitable loss

where incurring a loss leads to greater
overall profit​ability in the long run. (for
instance, if a company invests in research
and develo​pment (R&D) or new technology
that initially results in a financial loss but
ultimately leads to increased effici​ency, cost
savings, or revenue generation in the
future.)

lean six sigma

a process improv​ement strategy that seeks
to eliminate ineffi​cie​ncies in a company's
process flow by identi​fying the causes of
waste or redundancy and developing
solutions to address them.

managing people

collab​‐
orative
company.

no commit​tees; like a startup.

teamwork;
trust.

arguments must be enabled;
that's how you keep great
people.

"if you wanna hire great people and have
them stay working for you, you have to let
them make a lot of decisions and you have
to be run by ideas not hierarchy. the best
ideas have to win, otherwise good people
don't stay."*

“teamwork is dependent on trusting the
other team members to come through with
their part without watching them al the time
"**

 

lean thinking

it's not a proxy of your seriou​sness that you
filled every minute in your schedule.

poison the auction

publish a false claim making the asset in
question less desirable to other market
partic​ipants.

hardball negoti​ations

“going to build ugly buildings to decrease
the value of your airspace if you don’t
approve permits.”
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