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Introduction

I'm looking at my dashboard. I just hit $10,000/month.

Normally, this would be cause for celebration. Champagne. I have
made it. All these years of work have finally paid off.

But the truth is, nothing has even started yet.

I just received an email from one of my clients to setup a weekly
meeting schedule so they can guide me through everything.

And another email from another client who tells me that he
completely trusts me and is sure everything is going to work out
perfectly.

I'm not sure which is worse.

I don't like either.

Recap

Before we begin, here's a quick recap:

• In 2016 and 2017 I learnt how to code and built my first product. I
spent two years building it but made $0 from it.

• In 2018 and 2019 I built and failed a lot. I built 15+ products and
reached $200/month in revenue.



• In 2020, I launched and grew CyberLeads to $2k/month, then
doubled my salary and quit my job.

• In 2021, I spent the whole year searching and eventually found the
next lever of growth for CyberLeads.

• In 2022, I am starting a productized service on top of CyberLeads.
Hopefully it takes me to the $10,000s per month.

Part 1: Higher stakes

The first payments just came through.

And my calendar is packed with meetings.

It's go time.

Harder than I thought

I download a few books and guides on outbound marketing and read
them in a weekend. I'm taking detailed notes and I'm excited
because I'm learning new things.

I have 5 clients at the moment. And setting up everything for
everyone takes time. I'm making mistakes.

A simple 30m task per client can turn into a full day of work. And
mistakes are costly.

Sometimes I have picked the wrong tool and I only realize it once I
have setup everything for everyone. By that point, I have wasted 2
weeks, hundreds of dollars and I'm pissed.

I'm also writing the campaigns. I didn't expect this, but I enjoy
analyzing offers and explaining them simply.

But sometimes I'm too embarrassed to ask dumb questions.

Sometimes I just want to interrupt them in the middle of our meeting
and tell them to start from scratch.



"Ok.. what is your name again and what exactly do you do? No
buzzwords please. Explain it like I'm five."

But I don't. I hold a pen and pretend to look professional. Kinda
reminds me of my days working in an office.

Too many names. Too many companies. Too many offers. Too many
folders.

I take the time to do my research by myself later, going through all of
their studies, past work, about page and website.

I am proud of the campaigns. And the clients like them too.

But the questions have started.

They want to know when we're launching our campaigns. We're late,
even though I'm trying my best.

I'm going to bed at 3am every night. And waking up at 8.

Launching the first campaigns

After many sleepless nights, I finally launched the first campaigns.

For the first time in a while, I feel like I can take a deep breath, relax
and finally sleep.

I notify the clients, and they immediately ask when we can expect
the first results. I have no idea.

I tell them 2-4 weeks, just to be safe.

It feels amazing. I did everything according to the guides and books I
read. I did everything correctly.

Over the next 2 weeks, the first replies started coming in.

It was a blood bath.

• Every single reply was negative, sarcastic or rude.



• We accidently emailed a client's friend who made fun of him.

• I forgot to add a subject line on one campaign.

• One person threatened to sue one of my clients.

• LinkedIn warning me that they would ban my clients' accounts.

• And another clients' emails got blacklisted.

I felt battered. This feeling was new to me.

It wasn't just me failing. It wasn't just me being embarrassed. It
wasn't just me being threatened with a lawsuit. And it wasn't just me
being banned.

I was taking risks on behalf of others.

Digging my own grave

At the same time, I am still signing new clients.

I don't know why. I can't say no. I will figure this out.

I have 10 clients now. I'm digging my grave deeper and deeper.

More contracts signed. More meetings on my calendar.

My confidence is so shattered that I have to watch the Wolf of Wall
Street to pump myself up for sales calls.

One evening, as I was watching, a thought came to me.

"Wait a minute.. this guy is a scammer. Am I a scammer too?"

Part 2: Running out of time

Everything I had tried so far had failed. Zero results.

And I was running out of time.



Following the experts was not working for me. So I decided to do the
opposite and think for myself.

I had no other choice.

Return of the shotgun

I bring out the shotgun. This time for my clients.

I try as many things as I can within the campaigns. And double down
when something hopefully works.

• Like reaching out to people on LinkedIn. Through email. And
combined, complicated flows with LinkedIn and emails together.

• Opening the emails with a generic compliment. Or a specific
compliment generated with AI. Or nothing, just straight to the point.

• Using a long email subject line. A short one. Or a clickbaity one.

• Asking for a call. Or offering something for free.

• Including a case study. Namedrop all of our big clients. Focus on
the founder's credibility. Or nothing at all.

• Framing our offer around how we could help them save money.
Save time. Make money. Or anything else I could think of.

• Reaching out only to funded startups. Or everyone like hotels,
ecommerce stores and enterprise companies.

• Writing very long professional emails. Or very short messages on
LinkedIn joking and talking about the weather.

And spliting test everything else I can think of. The days and times
we send emails. Whether we email the founder, CTO or Marketing
officer. Number of follow ups. And so on.

Losing my first client

A couple weeks go by. A client tells me that he wants to cancel.



I explain to them that we are waiting for the first results and that I
have credited their account for the delays.

But they are not interested. They just want to cancel.

I fully refund them. And offer to keep running their campaigns for free
for another 3 months, to try and turn it around.

They took it well and even thanked me. That wasn't too bad.

But I lost hundreds of dollars on their account.

Against the clock

It's been 2 months since I signed my first clients.

And 1 month since we launched our campaigns.

I have absolutely zero positive replies. For anyone. Zero.

They have paid me thousands of dollars for me to do so. And this is
the month we are supposed to have results.

I feel like an impostor. I don't even know what I'm doing. I need to
figure something out. Otherwise I'm fucked.

All the replies are still negative. If it was a rude one, I would jump out
of bed to make sure I delete it before the clients see it.

Most of the times they still did. And would bring it up on our weekly
calls, telling me that they were worried.

I'm still experimenting. But I'm running out of ideas.

The first positive reply

I will never forget this moment.

I was back in Greece to sort out some legal stuff.

It was midnight. Overcafeinated. Underslept. And full of nerves.



I was going through all of my clients replies for the tenth time that
day, while setting up my new clients and making mistakes.

Finally, I check David's replies. I couldn't believe it.

A startup that had recently raised millions wanted to have a call with
him to talk about his software engineering services.

I had to read it 3 times and check the domain to make sure it's real.

I started jumping up and down laughing. I sent him the lead. And
then went to find my brother and wrestle until one of us quits.

Reading between the lines

The next morning, I found another positive reply for David!

It felt like a dream. It was happening. I had solved the puzzle.

I sent him this lead too and their information. Now he had 2 leads
that raised $15M collectively in the past year.

He was very happy. I couldn't stop smiling.

I quickly updated all of my clients campaigns to be as similar to
David's as possible.

But after 1 week and thousands of emails, I only had negative
replies. It was still only David that was getting positive replies.

I was very confused. Why aren't these campaigns performing the
same, when the text is the same? And why is nothing ever easy?

Maybe it wasn't the exact words but something else?

I tried reading between the lines, and kept running custom
campaigns for everyone, focusing on their individual strengths.

If they had a strong LinkedIn presence, I'd use LinkedIn. If they had
a strong brand, I'd namedrop their clients.



If they had a strong case study in the Fintech industry, I'd run a
Fintech campaign and mention it.

If they were based in a big city like London or New York, I'd reach out
to other founders locally and suggest a friendly coffee.

It was so much work. Way more than I expected or wanted. And
nothing about it felt scalable, productized or right.

But it was slowly paying off. Out of all of my clients, around 3 were
getting replies now.

Bleeding clients

Month 3 is almost over. My clients should have closed deals by now.
But absolutely no one has. Zero.

I lost 4 clients in the span of 2 weeks. Four very difficult
conversations. And minus $100k/year in annual recurring revenue.

The swings are more aggressive now. And there is still nothing
recurring about my revenue, even with this business model.

They didn't care about my effort. They didn't care about leads either.
They wanted deals. That's the only thing that matters.

I refund them and offer to keep running the campaigns for them for
free so I can maybe turn things around. I also wanted to keep
experimenting and collect more data from campaigns.

They all agree. All of them are grateful and patient.

The first deal

One of my most difficult clients requested a meeting. His co-founder
is also invited to the call.

I was certain that this was going to be another cancellation, refund
and tough conversation.



So I braced myself for it and joined the call like a scared dog with it's
tail between it's legs.

But after the small talk was over, he surprised me.

"Well, Alex, I actually wanted to talk to you today to tell you that we
have just closed 2 clients from our campaigns! Big deals too.
Probably around $120k each."

I tried to act cool, as if this was part of the plan all along. But I was
close to fainting. Haha.

The rush was something else. A thousand times stronger than
signing a new client.

Then, a couple weeks later, another client closes a deal.

I can't believe it. It's happening.

Part 3: Building systems

I didn't have a magic recipe for clients to get results yet, both clients
that closed deals felt like flukes.

All the campaigns I was excited about went nowhere. And some of
the campaigns that I thought of the least were the most successful.

One client closed deals from a random LinkedIn campaign asking
other founders to have a casual coffee. The other client from a
random campaign that looked exactly like every other. And David's
campaign is still raining leads but he hasn't closed anyone.

But the process I follow for each client is the same every time.

Maybe I can streamline that.

From artist, to athlete

I am still working all day. But at least I have clarity now.



Somehow I prefer this to being stuck in artist mode and looking for a
new product or new lever of growth.

There is still an element of "magic" and uncertainty for each client.
Finding a winning campaign for them.

But apart for that, all the systems, steps and setups are the same. I
just have to put in the work in every day.

I'm back in athlete mode. But a very unhealthy one. I am not working
out at all at the moment.

Pick your poison

In some ways I feel more stress than I did before. But in other ways I
feel less. It's strange.

On one hand, I don't feel existential stress anymore. And I don't feel
competition stress either.

At $2k/month, I need to find 40 clients from the entire world to make
$1M/year. And I already have 10.

No marketing channel can stop me from finding 40 people. And no
competitor can stop me from finding 40 people either.

I can open my laptop right now and find 40 companies that I could
work with inside 10 minutes.

But, on the other hand, the actual work and responsibility is on a
completely different level.

I am not sending a little monthly list to people anymore. I'm taking
risks on their behalf that could backfire. And I am charging
thousands of dollars a month in exchange for results.

Generating results is not easy. It's a puzzle I have yet to solve.

But somehow I prefer this type of stress.

Documenting



I started documenting everything I do.

Word for word. Comma for comma. Click for click. With screenshots,
arrows and text explanations.

Every single task is explained in crazy detail. And the whole client
experience and management is documented.

Things like:

• Send onboarding questionnaire to the client asking for all the info I
need to start setting things up.

• Send present to client, different depending on which country they
live in and which store supports their country.

• Create a new board for the client so I can have their dedicated
TODOs organized there.

• Create a new folder for the client so I can have all the notes from
our meetings, their information and campaigns there.

• Setup their LinkedIn, emails and gather their leads.

• Write the campaigns, based on best practices and my own best
performing campaigns.

• Review and launch the campaigns with the client.

• Monitor the inboxes daily and forward leads to clients.

• Send weekly report to the client.

Automating

While documenting processes above in detail, I realized that I could
automate them.

Documenting things step-by-step was exactly like programming. Just
in human language and images, instead of code.



Go to this website. Login with these credentials. Left click here. Right
click there. Copy paste this.

All I had to do was translate it into code. Which I did.

It was crazy. I was turning this monster into a SaaS.

It took me 45 days to onboard my first client. And 10 days to onboard
my latest. And their campaigns were running on autopilot now.

The only things that were left to do manually were monitoring the
inboxes, sending the weekly reports and writing the campaigns.

The results were not guaranteed. Which is the only thing that
matters.

But at least I had more time to focus on that now.

The factory is the product

Boredom was dead.

Everytime I wanted to, I could work, even without a laptop, in my
head. I would just think of my systems and ways I could improve
them.

And everywhere I went, I saw systems and processes.

On the train. On the plane. On the bus. In the mall.

I was blind but now I see. The real business is not the final product.
It's all the behind the scenes stuff that's invisible.

It's the kitchen and cooks you don't see running around when you're
at the restaurant. Or the people working at warehouses. The
suppliers and delivery drivers you never see. And now, all the
CyberLeads automations and processes you never see.

I never had detailed systems or processes before. For example, my
process for generating a random password for the monthly list was
smashing my keyboard randomly.



But now I did. My landing page hadn't changed one bit in months.
But behind the scenes, CyberLeads was unrecognizable.

My desire for building new things was satisfied too. I was coding and
building new things every day.

I was exhausted, stressed, happy, overworked and excited about the
future, all at the same time.

Gordian knots

As results improved, things got simpler.

Every process that stayed had to fight for it's life. It was a war
against complexity. If it was just ok or good, it would be killed.

• I went from running complicated omnichannel campaigns across
LinkedIn and email, to email only.

• I went from weekly meetings with clients, to zero meetings.

• I went from running campaigns in any language, to just English.

• I went from running campaigns towards any target customer, to just
funded startups.

• And I went from running 10+ different niche campaigns, to one
monster campaign reaching out to my whole database.

My life became easier. The process became faster. Results
remained the same or even improved. And I could take on more
clients.

And most importantly, my clients were happy. They loved that I didn't
give them too many options to choose from and told them exactly
what will be done, when it will be done and how it will be done.

That's what they wanted.

Hitting industry standards



Focusing only on funded startups, email, and seeing the same types
of agency offers again and again made me an expert.

I was able to find nuances I would never have found otherwise.

Like which angles work best, depending on when the funded startup
last raised. Or which angle works best depending on their funding
stage. Or even predicting when they are going to raise again and
reaching out to them before everyone else.

The campaigns were still extremely custom. Results felt random.
And there was still no guarantee that they anyone would close a
deal.

But somehow, inside this chaos, things were improving.

I remember one morning in particular, when I realized that every
single one of my clients had received a lead that week.

And high quality lead. Startups with millions in revenue, that had
raised millions and were interested in working with them.

Asking around and comparing, I understood that this is considered
good. Some of my clients had worked with another agency before
me and received 0 qualified leads in 6 months.

Slowly, more clients started closing deals too. My landing page was
full of testimonials from clients that had collectively made millions.

I felt so proud.

Most advice is marketing

Once again, following recipes and playbooks didn't work. And I only
started seeing results when I started thinking for myself.

Most of the guides I had been following were marketing in disguise.

I remember realizing the same when I was working on my SEO last
year and noticing that every article my competitors were posting was
to plug their own product or affiliate links.



It was a mind blowing. Made me wonder how many of all the articles
I had been reading for years were marketing all along.

The person telling me to build a personal brand was selling personal
brand building as a service.

The person telling me that I have to surround myself with successful
people was running a founder community.

And the person telling me that SEO is the best channel was selling a
course on SEO.

It felt like an "Alice in Wonderland" moment. I now saw a surrealistic
world of walking and talking books. And I couldn't unsee it.

Everyone is talking their own book. And everyone's advice somehow
perfectly aligned with what they are selling.

I'm trying not to be harsh. But I do know this.

I was a privacy advocate. Until I started CyberLeads and found
success selling business data.

It was a million times easier to tell myself that "information should be
free" than build a privacy focused business. I told myself that I was
now helping small business owners bypass gatekeepers, access
Silicon Valley and grow their business.

I also wanted my business to be my passion and make the world a
better place. Until I failed hard with Epilepsy Blocker.

It was a million times easier to tell myself that I prefer "a boring
business with an exciting life", run Epilepsy Blocker for free and give
money to charity. It even felt cleaner and more effective.

I just snapped my fingers and changed my worldview to feel
comfortable. It was easy. And it even felt true.

So when I see someone preaching a philosophy that perfectly aligns
with what they sell, I don't immediately assume they are evil.



But I also don't assume anymore that it's pure.

It's a million times easier to change your beliefs and the advice you
give, than change your actions and your business.

Words are flexible. Actions are not.

Part 4: On the brink

I'm in Paris. I just cut my finger badly while cooking as fast as I can
in between meetings.

My sister is worried. She tells me I should go to the hospital. But I
don't want to, I believe I'm fine. And I might lose clients.

She is telling me that my stress might be too much.

I don't sleep well. I can't cook. I forget my phone at the cafe. I book
the wrong tickets. And I have no idea what day it is.

I cannot even function anymore.

Systems breaking

I thought that automating things would solve everything.

But my automations were breaking all the time.

Because many services don't provide APIs I can use, my
automations are pretending to be a human and clicking around.
Every time these websites change, even slightly, the automations
break.

Also, every time I do custom things for clients, like accepting bank
transfers instead of using Stripe or sending them their report in the
specific way they want it, my automations break again.

Finally, every so often Google will publish an update and the whole
process of registering and configuring emails changes.



Ironically, maintaining all these automations while handling their
edge cases is almost as much work as doing it manually.

Vicious cycle

I am also having a very hard time constantly switching between
marketing and fulfillment.

When I have too many clients, I instinctively stop marketing to focus
on getting results for them.

And when my clients finally leave, I rush to do marketing again.

But it's too late, because I have no pipeline now. And my revenue
dips until the effects of my marketing kick in again.

Another problem is that a lot of my marketing is posting about my
business and how much money I make without employees.

That used to be cute at $100/month, but now it feels off.

People might feel bad about themselves seeing it. And my clients
might see me boasting instead of trying to get them results.

I tried switching things up and post about the real ugly side of things,
but that never gets any engagement.

On social media, I find myself subconsciously dancing to the
algorithm gods. For the rest, at least I have these books.

So, this vicious cycle of marketing and fulfillment just keeps
happening. I end up pulling punches on both.

And I end up doing a half ass job at both.

Explosive growth

A few weeks later, I woke up to messages from friends.

One of the most famous podcasts in the world found out about me
on Twitter and talked about me and CyberLeads.



The podcast is called "My First Million" and had millions of listeners. I
had never experienced virality like this before.

I would go run down the Seine, as far as I could, trying to clear my
mind. It was savanna stress all over again.

I didn't listen to the actual podcast segment in its entirety for days. It
felt so strange to hear people I have been listening to for years talk
about me. It actually felt like they were talking about someone else.
And I jolted every time I heard my name.

The segment was actually great. They sold CyberLeads better than I
ever could and they were funny. It was awesome.

But this was new territory for me and beyond my capacity. I couldn't
handle any more clients, so I wanted it all to stop.

I was getting 10 new subscribers for the newsletter per day and
multiple people booking calls to talk about the service.

Over the next month, the newsletter doubled and reached
$20k/month. And the service was making another $20k/month.

So combined, CyberLeads was making around $500k/year.

Insane.

Joining the 1%

I remember 2 years ago when I reached $2k/month and realized that
I was in the top 1% of indie hackers. It felt amazing.

Two years later, I am now making almost $500k/year, which means
that I am in the top 1% of income earners in the entire world.

Wow.. So I actually went from absolute zero to the very top inside 3
years. Or 5 years. Or 7 years. Depends when you start counting.

In any case, I'm still 27 years old. That's pretty cool.



Half of the days I feel like Tony Montana from Scarface, thinking that
the world is mine. It even feels illegal to be making all this money.

I sit on the plane and wonder if I'm the richest. And I realize that I
love making money more than spending it. I'm addicted.

Every problem apart from health problems seems like a problem I
can easily solve. Lost my flight? I will just buy a ticket for the next
one. Luggage over the weight limit? Just tell me how much.

Everything feels like a speeding ticket. I feel zero stress outside of
work. I'm unstoppable.

On those days I'm also cynical.

I have caught myself overhearing people talking confidently and
trying to sound smart and thinking the following.

"If you're so smart, where are your millions? What have you actually
done or built?"

But the days I am not cynical, I remember that I am exactly the same
person I was 5 years ago. Yet, there are days I make more than my
yearly salary back then, when I was still in my hometown.

This can't be fair. Life isn't fair. I am the same person, with the same
character, work ethic and intelligence. I'm simply working on things
that make money now.

I also remember that all my friends in Greece are struggling to
survive and are living with their parents. I could've been like that.

Finally, I wonder if I'm providing any value to the world or even
deserve this money. I'm just part of the global GDP engine and flow
of money. I've just placed my bucket strategically and making bank.

I will never forget one morning specifically, I was in London, walking
to a university library to grab a coffee and work.



A girl saw me and gave me a leaflet. It was about a seminar to help
young people find a job and figure out their career.

I looked at the leaflet and threw it away in the next bin, with a smirk
on my face, almost laughing.

Then I remembered that just 5 years ago I would have taken that
piece of paper, read it carefully, folded it and put it in my pocket.

I have started giving more money to charities lately.

I think I feel dirty.

No escape rope

The conveyer belt is still running. I am signing new clients while
bleeding old ones.

Many of them are not happy. And my escape rope is not as strong as
I thought it would be.

My refund policy was the following.

I charge people $2k/month for 3 months. And if they are not happy at
the end of this period, I refund one month back in cash, give them
access my database and newsletter for 1 year and keep running the
campaigns for them for another 3 months.

It's a full money back guarantee, but structured in a smart way.

But some people don't honor the contract and request a full money
back guarantee, otherwise they threaten to initiate a chargeback
through their bank and put my Stripe account at risk.

And others are not interested in playing ping pong with their money.
They have goals. They want results. And they are losing time and
opportunities, even if you refund them.

I remember a client specifically telling me.



"I was going to refer you to all of my agency owner friends because I
like you as a person and I know you tried, but I can't do that now. I
will have to do the opposite and tell them to stay away."

That hurt a lot. Because he was right.

I could refund money. But I couldn't refund my reputation.

Breaking point

I am in Italy, finally emptying my house to complete my transition to
Cyprus and this nomad lifestyle.

I was hoping for an easy morning. And I had made sure to finish all
my tasks the night before.

As I am packing my stuff in order to leave and go to my new house, I
receive an email from a client.

"Hey Alex, just got a call from my largest client, they told me to
immediately stop using JPMorgan as well as their company in all of
our outreach messages.

Someone let them know somehow, they told me we're not allowed to
mention their work with JPMorgan because of strict NDA and they
could be in serious trouble.

Please let me know ASAP, I just had a panic attack. Thanks.

Let's cancel this whole thing entirely."

I thought I had developed thicker skin and was better at dealing with
clients. But this one destroyed me.

I just caused someone a panic attack and possibly to lose their
biggest client. I have destroyed them.

Maybe I should shut this whole thing down.

The second cage



The irony is that apart from the insane highlights and milestones that
felt like taking drugs, my every day life sucks.

I don't spend that much money. I don't exercise much. I'm not
reading any books. And I'm not socializing as much as I would like
either.

For the first time in my life, I'm working from cafes and libraries
because I have to force myself to do things I don't enjoy.

Reply to emails. Work on clients. Schedule meetings.

I also never leave my laptop. I have it with me 24/7. It even stays on
my bedside table when I'm sleeping. Close to me so I can see it.

I remember one night specifically. I was in Colombia and it was a
Sunday night.

I was dreading the next morning. Monday is my most difficult day. I
have to send every client their weekly report, answer questions and
deal with who knows what else.

In that moment, I asked myself a simple question.

"If you weren't making all this money and this was a normal job with
a normal salary, what would you say?"

I didn't have to think much. The answer was simple.

"I would say that I absolutely hate my job. Even more than the job I
quit two years ago. And I would want to quit."

That shocked me. And I was a little sad.

I used to love CyberLeads. It was my baby. But now I hated it.

I had created a new cage for myself.

The second rat race

I don't understand why I'm doing this.



Yes, I'm making a lot of money. But it's not sustainable.

I started CyberLeads to gain my freedom. And I had that already.

I had escaped the rat race. Only to find myself in another one.

My first rat race was my nine to five.

My second rat race is wanting to run a successful business, be a
millionaire, travel the world, and have an impact.

But do I even want that?

In this very moment, I hate my life.

Appendix

I can't do everything by myself. So I have to make a choice.

Either I go back to running the newsletter. Or I scale this down
significantly and coast as a glorified freelancer. Or I go all in and
build a real business by hiring people.

But that would require becoming exactly what I once hated.

Someone's boss. It's ironic.

I guess either you die a hero, or live enough to become a villain.

Sacrifices to the gods

As the years go by, I am realizing that so many of the beliefs and
morals I held were just words.

And that my morals and beliefs don't mean anything unless they are
tested in the real world under extreme pressure.

I knew this from fighting. It doesn't matter who I think I am in my
head, shadowboxing, hitting the pads or even sparring. All that
matters is who I am in the middle of the fight, when things are not
going my way, my coach is screaming at me, and I have to adjust my
strategy and start taking chances.



And I'm noticing it again in business. My beliefs and morals don't
mean shit until they are tested and I have to make a choice. Only
then I know if they are real.

This is my little personal heuristic:

• If a belief I hold benefits me, I am suspicious of it.

• If it's neutral, I treat it as cosmetic and just words.

• If a belief costs me and I still hold it, then I believe it's real.

So many of my so-called beliefs have been sacrificed to the
business gods for favorable winds to reach my destination.

The problem is I have no idea where I'm going.

What's next?

I never thought I would ever say this, but I have decided to go all in,
hire people and build a team to scale.

I have no idea if this is the right move. And I have no idea how to do
any of this.

I guess we'll see. Thank you for reading.

Time travel

Hey. This is Alex from the future writing this.

I decided to clean up and re-post my blog posts as free books.

Nothing changed. Even if I disagree with things I said back then.

Regardless of marketing or algorithms, the greatest books have
always ended up in my hands through recommendations.

So if you you enjoyed them, you can do the following:



• Share them on X or LinkedIn

• Message me so we can have a chat

Or don't. It's ok.

Thank you for reading.
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• Danny Postma, thank you for showing us that even indie products
can exit to a larger company. And that even after an exit, if you want
it bad enough, you can go back to square one and try again and
again until you succeed again.
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• Andreas Klinger, thank you for being a class act and making an
effort to help me find a job when I needed one. Also, for always
replying to my emails and DMs.
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• Reilly Chase, thank you for showing me that you can build a boring
business, on top of an existing platform, and grow alongside it. Been



inspiring to watch you grow over the years, build a team, a house
and a life for yourself and your family.

• Rob Walling, thank you for your books and for your amazing
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SEO. It was really helpful to me. And thank you for always being kind
and supportive, I truly appreciate it.

• Arvid Kahl, thank you for sharing the story of exiting your SaaS
business. It's been awesome to see you re-invent yourself and write
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