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Introduction

I'm looking at my charts.

They are all falling. Plummeting.

CyberLeads is dying. And I'm not sure why.

Why is this happening. I'm working harder than ever before.
Part 1: Searching for solutions

I'm on a call with Jonathan. It's been 3 hours already.

We've been having calls every day. And going through every
number.

We should be able to find the solution to this problem.
After all, we've been tracking everything for years.
A complicated machine

Our meetings have not been very productive. We can't find anything
in particular that is lacking. Out of 30+ metrics that we have been
tracking for years, nothing stands out clearly.

So we've come up with a plan.

Let's improve everything and bring every single metric back to where
it was when we were making $50k/month.



If we can replicate the inputs of the machine when it was making
$50k/month, we should be able to replicate the outputs too. In other
words, reach $50k/month again.

At least, that is our theory.

Organizing everything

We separated our metrics into different categories.
Fulfillment. Sales. Marketing. And business.

For the actual business we had metrics like "new paying
subscribers”, "new clients", "revenue”, "churn”, "MRR", "ARR",
"margins”, etc

For marketing we had "traffic", "new free newsletter subscribers",
"cold emails sent", "number of posts, views and traffic from Twitter,
LinkedIn, YouTube, Google, Chat GPT, referrals", "conversion from
each channel", etc

For sales we had "number of follow ups sent to hot leads", "meetings

booked with potential clients", "meetings had", "clients signed", etc.

And for fulfilment we had "time to onboard", "time to first lead",
"emails sent", "campaign reply rates", "leads per week", "pipeline

value in millions", "pipeline funding in millions", etc.
We were excited. We got to work. And felt extremely productive.

Blinded by metrics

It's been months since we started working on these metrics. And
we've been working harder than ever.

I'm checking Stripe. Revenue is still dropping. It's at $25k/month
now. It was $50k/month just a few months ago.

That's scary. A 50% drop. Boom. Out of nowhere. Why.



Out of 30+ metrics, some have improved. Others have not. Some
have stayed the same. Some have declined. And others have 5X'ed.

The problem is that we have no idea if the business is dying because
of the metrics that haven't improved yet. If it's dying because we
have to double down and improve our metrics even more. Or if it's
not dying and we just have to wait for the results to kick in.

Historically, it took three months to see my marketing and product
work result into revenue. Now it's been 4.

Our conversations have been going round in circles. For days. Until
we both finally admitted it. We are lost. We are lost in the numbers.

We are tracking too much. And we are working on too many things.
Equation of business
| open a brand new file and name it "north star metrics".

Forget about average and median onboarding times. Forget about
the average and median number of emails sent per week per client.
And forget about the number of follow ups we send to hot leads.

Maybe we don't need them. We did just fine without these metrics for
years. Actually, way better than we're doing now.

After tracking 30+ metrics for years, we came to the extremely boring
conclusion that only 3 inputs mattered.

It wasn't average and median onboarding times. It wasn't number of
posts on social media. And it wasn't even churn.

It was the average number of clients we sign each month. The
average number of months they stay. And the average price they pay
us.

In other words, how many customers do we get, how long do they
stay, and how much do they pay us. So simple.



For years, | used to sign 4 new clients on average per month. They
stayed for 4 months on average. And they paid me $2k/month.

For that reason, CyberlLeads plateaued at 4 clients X 4 months X
$2k = $32k/month. And stayed there. Stuck. Forever.

Similarly, the newsletter was stuck at around $10k/month. So, all
together, $42k/month or $500k/year.

Because, after a while, the number of customers coming in was
equal to the amount of customers leaving.

So my business hit an equilibrium.

This was mind blowing to me. Because | always somehow thought
that things would compound just for staying in business.

But everything made sense now.

The reason why | was stuck for $500k/year for years. And the reason
| didn't break through that plateau.

Working backwards
This equation gave me clarity. And, frankly, a little bit of hope.

| used to fly blind. Either by tracking too little. Or by tracking too
much. But now | could see just right.

So not only can | fix this mess. But maybe | can even reverse
engineer the magical $1M/year business I've been chasing forever.

After playing with the numbers for hours on end, | reached the
conclusion that this was my most realistic shot.

| needed for clients to pay me $3k/month, to sign 4 new clients per
month, and for them to stay for 5 months on average.

| called it the 3-4-5.



It seemed pretty realistic. I've charged people $3k/month in the past
without a problem. I've signed 4 clients in a month countless times.
And I've had clients stay for 5 months many times too.

| just need to improve my systems enough to lift the averages up to
this level. Increase my prices by $1k/month. Sign 1 more client per
month. And make them stay 1 month more.

Even if it's hard. Even if it's working on the wrong side of the 80/20
principle. It's worth it. Because it would double the business.

The service would reach $60k/month. Because $3k per month X 4
clients per month X 5 months retention = $60k/month.

If | could make another $10k to $20k from the newsletter and other
offers, which I've done before, the dream would be complete.

Maybe | could reach the magical $83k/month.
$1M/year.

Deep research

However, there is a problem.

| can't focus on "signing more clients", "making them stay longer", or
"making them pay more". They are too vague and mean nothing.

And | can't focus on those 30+ small individual metrics either. They
are too specific and too many.

What | need is a middle ground. A few individual metrics that will
influence those 3 big levers. One metric per lever.

And after a ton of analysis and crunching numbers, | found them.

They weren't what | thought they would be. Not even close. And | felt
happy about that. Because it made all my hard work seem worth it.

| felt like a scientist. Because | had clear winners. One golden metric
for each of the 3 big levers.



The single metric that correlated the most with "more new clients"
was "number of meetings with potential clients".

It wasn't traffic. And it wasn't impressions on Twitter either.

The single metric that correlated with "clients stay longer" was
"number of leads forwarded to clients".

It wasn't deals closed. And it wasn't having lower prices either.

And as far as pricing goes, lower prices didn't mean clients stayed
less. So | could freely charge $3k/month.

Actually, it was the price that maximized LTV.
So the gameplan was simple.

| was going to flood Jonathan's calendar with meetings. | was going
to maximize the number of leads we forward to clients. And | was
going to charge people $3k/month.

These 3 metrics should influence the 3 big inputs of the business.
And make the machine fly. At last.
Getting to work

| added "book a call" links everywhere. Upon signup for the free
newsletter. Inside the weekly newsletter email. Inside the monthly
list. Inside our cold email campaigns. And in the welcoming emails.

| offered free Al demos for Jonathan to blow their minds. Free
introductions with other agency owners. And free consultations on
how to run campaigns.

Within a couple of weeks, Jonathan's calendar was packed. We
5X'ed the number of meetings we were having.

For leads, | revived an old idea of mine. The agency network. | could
link up and match agencies with complementary services and similar
clients, in order to partner up.



| also created a new feature. The referral network. Everytime | got a
new agency for my free newsletter, | asked them if they are looking
to hire another agency. If yes, | would introduce them to my clients.

Within a month, we 5X'ed the number of leads we were forwarding to
our clients.

Finally, for good measure, | started posting like a maniac on Twitter. |
5X'ed the number of posts | was publishing.

For the first time in months, | was sleeping properly again.

| was optimistic and confident.

My last fight

It felt good working only with a few variables. | had clarity.

I've always done better this way. It was the same with fighting.

My best fights were always without a fight camp. On a random
Wednesday afternoon, after sparring, the coach would come by and
ask us.

"We have fights on Saturday, who wants to fight?"

If | felt confident, | would raise my hand. | knew that all | had to do is
not get injured, not get sick, and manage to run up and down a
massive mountain hill in my neighborhood 3 times.

If I could do those, | knew | was ready.

On the flip side, my worst fights were always with a fight camp. |
would try to focus on too many things at once and fuck up.

Try to peak correctly and overtrain. Try to focus on a specific element
of my game and neglect others. Try to study my opponent and
expect something different. Or spar too much and get hurt.

| would always fight injured, overtrained and stressed out of my
mind.



| will never forget my last fight. My best and worst fight.

A pro fighter out of my gym pulled out of his fight with an injury. My
coach asked if | wanted it instead. | was high on momentum from a
back and forth war just a couple of weeks before, so | said yes.

My 8 week camp was tragic. | had to lose 8 kilos while training twice
per day. | overtrained to the point | got rhabdomyolysis and my piss
was brown. My back hurt again. | injured my rib in sparring. And
even though | was training more than ever, | felt the least confident |
had ever felt leading up to a fight.

Fast forward to the night before the fight, in our hotel room, my
teammate is studying tape of his opponent.

His opponent had fought at Lumpinee stadium, the most famous
Muay Thai stadium in the world. And many years later, at the time of
writing this book, he's currently competing in ONE Championship.

He recommended | also study my opponent. Even a little.

It was the last thing | wanted to do. Especially now. So | told him that
| didn't even know who | was fighting. And that | didn't want to know
either. It's better this way.

But what he said stuck with me. And lying down in bed at night, |
couldn't help it. | googled the event and found my opponent.

Honestly, | wish | never did. Because it turns out | was fighting a
world title holder. He had 18 pro fights. And knockouts.

| couldn't believe it. What the fuck am | doing here. And what the fuck
am | doing fighting this guy.

| saw the first minute of his last fight. It was a title fight. He was
murdering a guy with leg kicks.

Then | turned it off and tried to fall asleep.



The next day, backstage, warming up for the fight, | was terrified. |
had the same internal dialog as | always do.

"Why the fuck am | doing this. | don't need to do this. How did my
entire life end up in me being here. | am way smarter than this. This
is my last fight. For real this time. | promise."

Luckily, as soon as | made the walk and stepped into the ring, the
nerves disappeared. Everything went silent. And | was running on
adrenaline.

Those 9 minutes felt like an eternity. Maybe a nightmare. But | felt no
pain. | felt no nerves. And | was completely on autopilot.

The fight went the distance. | lost on points. And | even enjoyed it.
But it wasn't close. At all. | got my ass beat.

For the entire fight, | was getting hammered in the head and body,
while waiting for his famous leg kicks. They never came. He only
threw one in the third round. | checked it.

He hit me 300 times. | hit him 3 times. All of my body was in pain for
weeks. It felt like | had been in a car crash.

After the fight was over, | felt betrayed by everyone. Myself. My
training. My preparation. My coach. And my teammates. | felt like |
was thrown to the wolves like a sacrificial lamb.

| asked my coach why he didn't tell me who | was fighting during
camp.

"Because it wouldn't help you. The point is to fight brave and free,
showing no respect for his credentials. Who gives a fuck about fake
belts and records anyway. It's a fight. Anyone can win."

| didn't believe him. And at that moment, | realized that he didn't care
about me one bit. | didn't want to see his face ever again.



When | got back home, | debated for a few days if | should double
down on fighting or start building businesses.

| started building City Vibes.
Part 2: Looking for answers

| have to open Stripe and check my monthly revenue. But for the first
time in years, | actually don't want to do it.

| check my monthly recurring revenue.
"$20,184"

When [ first hit $20k/month a few years ago, | felt like the richest
man in the world. Now | hate it.

It doesn't feel like $20k/month anymore.

It feels like minus $20k/month.

Doubting everything

At the same time, | still don't understand what's wrong.
| open the client report.

We are booking more meetings than ever. But we are not closing
more than we used to. We are actually closing less.

We are forwarding more leads to clients than ever. But they are not
staying more than they used to. They are actually staying less.

We're onboarding people faster. Bringing them their first lead faster.
Sending more emails and improving the reply rates of their
campaigns. Locking them in by building custom CRMs for them. And
communicating with them more often, being proactive and
presenting our work in @ more premium way.

We're also following up with hot leads weekly, monthly and quarterly.
Running cold email campaigns. Being active on every platform



instead of just Twitter. Offering them free stuff to show up on a call
with us. And even providing discounts and custom deals.

Yet everything is underperforming.

We never used to have to do these things in the past. The business
was doing great, we were growing and had happy clients.

But now, for some weird reason | don't understand, we have to do all
these things just to stay flat.

I'm not sure why this is happening. Or if this is normal.

But this is my reality.

Brutal conversation with myself

| check Jonathan's calendar. It's packed.

This is so weird. Everything looks great. But nothing is working.
Is it my team's fault?

Maybe Jonathan isn't as good at closing as | thought. Maybe Rayvin
isn't as good at writing campaigns as | thought. Maybe Joel isn't as
good at client communication as | thought. And maybe Nneka isn't as
reliable and fast as | thought she was.

Maybe that's the problem. That I'm not doing things anymore.
| had a brutally honest conversation with myself.

"Look. | know it was fun and cool working for 2 hours per day,
making $500k/year and enjoying life.

But maybe those days are over. Maybe you need to jump into the
business again and do the stuff you dislike."

| see no other way. | think | need to investigate myself.

Numbers lie



They say that numbers don't lie. But in my case they did.

| decided to jump in and do the actual work myself. See with my own
eyes and feel with my own hands what is happening. Not through
looking at metrics and asking others in meetings.

So | started tweaking campaigns that weren't generating leads. |
started performing tasks that were taking too long to complete. And |
even started watching recorded sales calls.

Honestly, my first reaction was horror.

| found crazy mistakes in client campaigns. Embarrassing emails
going out to clients. And everyone following systems that were
outdated instead of using common sense or updating them.

Extremely salesy emails going out to hot leads that were potential
clients. And sales calls that had no structure at all.

So much needed fixing. Things were actually not ok. My business
metrics were all lying. This is chaos.

| had many meetings with Nneka and sorted out our systems. | had
many meetings with Joel and sorted out client communication. And |
had many meetings with Rayvin to sort out client campaigns.

Taking sales calls

Finally, | decided to take some sales calls too. | wanted to see things
with my own eyes and understand why we can't close.

It didn't take long to realize that it wasn't Jonathan's fault. Aimost all
of the calls on our calendars were unqualified.

First of all, two of the calls never happened. They didn't show up. But
even the ones that did happen, were bad.

The first call was with a person we reached out to offering a free
lead. It looked like a great fit on paper, but he wasn't interested.



"Hey man, if I'm able to close a client from this lead, I'll definitely
consider booking a call for your $3k/month service."

The second call was with a person we contacted through cold email.
It felt like a police interrogation.

"How do I know if your testimonials are real. How many clients do
you have now. How long have they stayed with you. How many
years are you in business. Can | have some references. Why should
we trust you over the other 3 agencies we have spoken to that offer
the same service."

The third call was with a person that clicked on one of our "book a
call links" in the free newsletter.

"Hey man, I've been on your free newsletter for a while. I'll be honest
with you, when [ first saw your landing page and testimonials, |
thought to myself that this was definitely a scam.

Then | slowly started receiving the leads, looking into the
testimonials and clients one by one, seeing that they exist and are
real, contacted one of them, found your Twitter, YouTube and blog
and finally decided to book a call.”

Our question is if you do performance deals, because we have been
burned by a couple of agencies in the past already.

We have lost more than $10k working with agencies similar to
yours."

Finally, the fourth and final call went exactly like the good ol' days.
The person just found me from Twitter, went to the homepage and
booked a call.

He came by himself. Not from any of my new marketing efforts. And |
didn't have to do much to persuade him either.

| closed him easily. But for $2k/month, our new price of $3k/month
was too expensive for everyone.



Actually, he was the only one that | closed.
Interviewing clients

Things are getting worse and worse.

Or best performing client just canceled.

If our best performing client stays for 4 months, how the fuck am |
supposed to raise the average to 5 months.

| wanted to talk to him. To understand why he was leaving. And to
understand why he hadn't closed a client after receiving leads every
single day for months.

We had a chat. And what he said actually shocked me.

"I know we have been receiving the leads you said we would. But, to
be honest, they have been a bit overwhelming. It takes a lot of effort
to shift through the noise and schedule the calls. And most of them
were not great fits after all.

Honestly, we would prefer to have 1 solid call per week than
scheduling calls every day with bad fits."

| felt that. | had spent many hours that week too, talking to
unqualified people that were wasting my time.

Everything backfiring
It seems like everything | tried to optimize, backfired.

Increasing the number of booked sales calls after a certain point did
not increase our closes. It actually started backfiring and we were
wasting our time with unqualified leads.

Increasing the amount of leads we forward to clients after a certain
point did not increase retention either. It actually started backfiring by
becoming too much for clients.



And increasing our price from $2k/month to $3k/month did not
increase our LTV and retention either. Actually, it started backfiring
because we couldn't close anyone at that price.

Finally, increasing the amount of times | post on social media did not
increase my traffic and leads. It actually started backfiring, my
engagement dropped and people started unfollowing me.

Pools of blood
Somehow, | wasn't surprised.
I've had the same experience with my health.

| remember a phase when | was tracking individual biomarkers and
trying to become the healthiest version of myself.

| remember one time | got my lab results back. All of my blood
markers were fine. But my blood pressure was elevated.

| didn't like that. Chronically elevated blood pressure increases the
risk of heart attacks and strokes, the two leading causes of death.

| love life. And | love breathing. So | would love to live past 100.

| tried like crazy to move my blood pressure into the normal ranges.
But even when it got there, | wasn't happy. | tried going beyond that,
to "super-optimal" ranges below the reference chart.

Because, after all, | was being smart. Reference ranges are the
average values of the population. Not what is optimal for you.

A couple of weeks later, | woke up in the middle of the night on the
bathroom floor in a pool full of blood.

It took me a while to realize what happened. And | was so confused.
| had fainted for the first time in my life.

Part 3: Destroying the painting



We're in a meeting with Jonathan. Completely defeated. Admitting
that nothing we have done has worked.

We just cannot find the solution to our problem.

We tried working on every single metric in order to replicate the
inputs back when CyberLeads was at $50k/month. It didn't work.

Then we tried focusing on the few levers of the equation of business.
That didn't work either. Things even started backfiring.

We're running out of ideas.

Maybe it's time for something more radical.

A conversation with Jonathan

We only have one rule with Jonathan. No ego.

When we talk about business, it's about business. Not us. That way
we can be honest without getting our feelings hurt.

But Jonathan told me something that stuck with me. I'll never forget
it. | remember exactly the place | was sitting.

"Man, | feel like we could do so much more.

We could do so many things with Al and all these new tools coming
out, but we're still running things old school.

To be honest, | find it hard to sell what we do. Because even | don't
believe in our service anymore.”

What he said hit me. Probably because it's true.

| was very skeptical about Al and all these new tools coming out
because | had tried them in the past but nothing worked. They only
marginally improved things, if at all, while complicating things and
costing a whole lot of money.

But that was years ago. Maybe things have changed since.



Maybe CyberlLeads is completely outdated.
Asking for feedback

After my conversation with Jonathan, | decided to reach out to every
single client of mine. Current and past.

| felt guilty for the service they had received.
| didn't know exactly what to tell them. But this is my rule.
"When you don't know what to say, just say the truth.”

So | told them exactly what happened. That | tried to remove myself
from the business. That things started slipping. And that | was back.

| told them that | would love to have them as a client. And that | will
be handling their campaigns personally from now on.

They loved the honesty. They were understanding. And as business
owners themselves, they could relate.

Some stayed. Others left. And a couple came back.

| also asked for their brutally honest feedback. They opened
Pandora's box and started telling me everything wrong with my
service.

These were hour long conversations. And | took notes.
They were painful. But they were necessary.

Founder Mode vs Manager Mode

Maybe Jonathan was right.

All these years | was so focused on building the perfect business for
me, that | forgot to build the perfect service for my clients.

My goal was to work as little as possible, make as much money as
possible, while staying at or above industry standards.



| never wanted to be the best in the world at what | do.

Maybe that was my problem. Maybe | had my priorities mixed up.
Maybe my business exists to serve others first. And | come second.

Or maybe | should've gone back and forth inside and out of the
business more often.

Yes. Maybe that's it. Maybe it's seasonal.

Some times, you have to go into founder mode in order invent new
things, set things up and turn the business into a machine.

Then you switch to manager mode in order to take a step back.
Oversee everything. And take a break and enjoy life.

| thought this was where the journey ended. And as the years go by,
you remove yourself more and more.

But now I'm thinking that it may be cyclical.

There are times where you will have to go into founder mode again
in order to fix up everything and sort out the business again.

Re-inventing CyberLeads

It's time for a new CyberLeads. Sometimes you need to come out
with something that's new and fresh.

Like an artist that comes out with a new album.

To begin this whole process, | sat down and tried to imagine what my
service would look like if it was ten times more expensive.

Let's say $20k/month. What would it look like. In other words, what is
the maximum | could do for my clients.

| would join them as a co-founder. | would start sending them leads
from day one. All the leads would be incredible. And | would talk to
them every single week to consult them on their offer and business.



| would help them build partnerships with other agencies that work
with Silicon Valley startups. Help them build an audience and retweet
them from my account that gets millions of views every year.
Showcase them on my newsletter that 5,000 business owners
receive. And help them launch new products by posting them on my
Product Hunt that has tens of thousands of followers.

| would ask everyone new coming into my network if they are looking
to hire an agency. And if yes, | would introduce them as a referral.

| would leverage my connections with VC funds and agencies that
work with Silicon Valley startups and introduce clients to them.

| would build a community of founders in order to build a moat and
hedge my bets against new competition copying me and Al. And |
would build a network where we can like and boost each others
content in order to build our personal brands.

Finally, | wouldn't only reach out to funded startups. | would create
custom campaigns for each client.

| would use Al. And make sure we are using all the latest and
greatest tools. Even if they only help marginally.

This reminded me of an old lesson | had forgotten.

It's not about what you think your customers "need". It's about what
your customers "want".

And they all want Al. They all want to feel like they are using the
latest and greatest tools. And they all want to feel that they are not
getting left behind.

So let them have it.
Launching the new CyberLeads

I'm not even going to go over how | built the new service.



It took me months on end, working all day. And | even started asking
for cigarettes from my friends, after having quit for years.

Another 3 months went by this way.

| felt extremely productive. And in this time, CyberLeads became
unrecognizable. It felt amazing.

For the first 2 years, CyberLeads was just a monthly list. And for the
following 3 years it had a simple service on top.

So, for almost 5 years, it was almost the same.
But now, suddenly, it was so much more.

| was excited.

Bloated products

Sadly, everything has a cost.

The more | added to CyberlLeads, the more | diluted it's core. And
the core is what people wanted. Even now, five years later.

For the first time ever, people were confused as to what CyberLeads
does. And | had a lot of explaining to do.

Most of the time, peoples reactions was this.

"Look, we were interested in the funded startup list and the cold
email campaigns. But all the rest is cool too, | guess.”

This destroyed me. What the fuck.

Looking back, | think that's why | delt with competition so well.
Because for years, | added almost nothing to CyberlLeads.

Just the service. And my positioning was super clear.

Sometimes the first idea is the best idea. And then you just destroy it
over time. That's why launching fast is important.



| have noticed the same in photography. The first photo is usually the
best. The other 15 afterwards are never as good.

Most of the people that copied me kept adding features to their
product. Until one day we were not competing anymore.

Maybe they did it because it's not easy to stand your ground and
keep something extremely simple for years.

Especially as the years go by and building is becoming easier and
easier, simple products are like a breath of fresh air.

Or maybe they did it because they gave into that temptation.

Or maybe they did it because they were lost and were looking for the
answers to their problems inside their product.

Just like | am doing now.
A painter in Cyprus

A few years ago, | was staying at a big house in Cyprus with other
flat mates. One of them was an artist.

He was an abstract painter. The type that throws black paint on a
canvas. | was extremely interested.

He showed me a few pieces that he sells for $1k each. And
explained his complicated process and the story behind each work.
They were massive, mysterious, and intimidating.

| promised him that I'll visit his gallery when I'm in Athens. And that
when | have my own house, I'll buy some art from him.

We also recorded a podcast. It's on my YouTube channel.

My main questions were around Al and making money as an artist.
But the most interesting answer came from a different question.

"How do you know when a painting is finished?"



"When | name it. After | christen the painting, I'm not allowed to touch
it ever again. Otherwise I'll destroy the painting.”

| found that so interesting.
Pizza in Athens

Last summer | was in Athens. Getting ready to go out with my best
friend. It's tradition. | visit him for a month every year.

We were lazy, so we decided to order food instead of cooking. |
opened my laptop and instinctively visited the platform we used
years ago, when we were still in university.

The website was unrecognizable. So many popups, features, offers,
upsells and ads. Somehow, after many years, it was worse.

So many designers. So many engineers. So many product
managers. So much time. And so much money. Just to make it
worse.

It used to be so easy. Three clicks and the food was at your door.
Now it was 100 clicks, confusing and frustrating.

They never christened the painting. They slowly destroyed it. And |
wonder if I'm doing the same with CyberLeads.

Powerlifting
The first rule of powerlifting is this.

If you are progressing and adding weight to the bar, you don't
change anything to your program.

And the second rule of powerlifting is this.

If you are stuck, make only one change at a time, and make the
smallest change you can.

First add an extra rep. That's it. See if you progress. If not, add an
extra set. See if you progress. If not, add an extra day. See if you



progress. If not, add an extra exercise. And so on.

You don't nuke your entire program and start from scratch, just
because you are stuck. You need to iterate.

Changes should be done reluctantly. And one at a time.

And | feel like it's the same in business. If you are growing, change
nothing. And if you are to change things, make single tiny changes.

| remember one time | injured my back squatting.

| had no idea why it happened. Why did | get injured? Was it
because | did squats after deadlifting? | usually never do that. Or
was it because of the new weightlifting shoes | bought? Was it
because | slightly tweaked my technique? Was it all of the above? Or
was it just a moment of losing my focus and having bad luck?

Instead of a single session, it took half a year to troubleshoot the
problem. Because | introduced too many changes at once. And kept
getting re-injured until | found it.

Organisms vs Machines
Ok, back to when | fainted.

When | got back from the hospital, | called my best friend who is
studying to become a doctor.

Even though | was embarrassed, | told him about it. And, of course,
he made fun of me.

"Dude, the body is an extremely complex and interconnected
system. It doesn't like extremes. So stop with all this biohacking
bullshit.

Eat salt if your body is asking for it. Focus on sleep, diet, exercise
and stress. For your blood tests and biomarkers to be stable and
close to the reference ranges. And to feel healthy.

That's as optimal as it gets."



| think the same might apply to business too. Maybe CyberlLeads
resembles an organism more than it resembles a machine.

It responds better to simple levers. It doesn't like extremes. And it
doesn't like too many changes at the same time.

And maybe, like all organisms, it is influenced by the external
environment has a finite lifespan too.

Who knows.
lllusions

The older | get, the less control | feel like | have over myself, the
world and other things too.

| used to think that research studies gave me answers. Then |
realized that they study only a handful of people, over just a single
semester, under extremely specific conditions that don't resemble
real life.

The reality is that we don't know much.

| also used to think that | can fix all my health problems and injuries
with the best doctors, technologies and exercise.

After years of trying, at some point | realized that it was a million
times easier to simply adapt than fix all my pains in my back and
sternum from doing Muay Thai or Grappling.

The only thing | can do now completely pain free is boxing. And not
even conventional. Only southpaw.

It's not perfect. But it works. So I'm grateful.

| also thought that | could predict the future. But for every correct
prediction, | missed 100 other things.

These weren't things that | predicted wrong. There were things that |
didn't even see coming.



Finally, | thought that if | worked hard enough, | would find the
answers. After all, | had done it in the past.

But now | feel that maybe | cannot find the answers.
No matter how much I try.
Uncle Peter

| remember in high school, when the math professor assigned us a
book to read during the Christmas break.

It was called "Uncle Petros and Goldbach's Conjecture".

It's about a mathematician who dedicates his entire life to prove one
of math's unprovable theorems. It looks so simple.

"Every even number greater than 2 can be written as the sum of two
prime numbers."

And it's obviously true. He checked it himself, by hand, up to the
number 10,000. All he needed was a nice, elegant proof.

So he started working on it. He was in his twenties.

The solution didn't come to him straight away, but his mentality was
simple. Looking for this solution was like looking for his keys in his
house. He knows the keys are in the house. So he just has to keep
looking for them until he finds them.

He ended up working on it for decades. In the meantime, he became
the black sheep of his family. A failure. Unmarried. Isolated. With
everyone in his family feeling like he was wasting his life.

But he kept going. Searching. While slowly losing his mind.

He ended up living in a house full of beans everywhere on the floor,
in geometric patterns, so he could see Goldbach's Conjecture
visually.



The turning point of the book is when, after decades into his search,
a new theorem is proven.

It's called "Godel's Incompleteness Theorem". And it states that
some mathematical truths can be true but impossible to prove.

In other words, "Goldbach's Conjecture" might be true, but it might
not be possible to be proven true with our math.

The keys he was looking for might not be in the house after all.
This destroyed him. He started spiraling and losing his mind.

He completely lost his mind and kept working on the same problem
for his entire life, up until his very last breath.

Moments before his death, he called his nephew and narrator of the
book.

"Come immediately! | have found the solution to "Goldbach's
Conjecture" and | need you to write it down for me! Fast!"

By the time his nephew got there, he was dead. Stroke.

Some people believe that he had the stroke first. And in his final
confused state, he imagined that he had found the solution.

Others believe the opposite.

That after 70 years of searching, he finally found the solution. But the
extreme excitement caused him to have a stroke and die.

Appendix

| don't want to give up. But | also don't want to waste years of my life
searching for keys in a room that has no keys.

Looking back, | think I've done that already. I've wasted years looking
for keys that maybe didn'’t exist.

First, when | stuck at $500k/year and couldn't grow further.



And now, when CyberlLeads is dying and | cannot save it.

| always used to think that I'll always be able to find new keys to
keep growing with CyberlLeads.

But what scares me now is that maybe there are no more keys in
this house.

What's next?

Honestly? | don't know.

| don't want to give up. But | also won't keep looking forever.

| guess I'll have to keep on looking elsewhere.

The only place left is the external.

Time travel

Hey. This is Alex from the future writing this.

| decided to clean up and re-post my blog posts as free books.
Nothing changed. Even if | disagree with things | 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

* Leave a review on Amazon

* And message me so we can have a chat

Or don't. It's ok.

Thank you to everyone that has been reading throughout the years.



* Pieter Levels, thank you for building in the open and making this
movement happen for all of us. It was your revenue tweets and blog
posts that made me realize that | could do the same.

* Courtland and Channing Allen, thank you for building Indie Hackers
and putting a name to our little movement. | have read every single
post, listened to every single podcast and have day dreamed
countless times being on your show.

* Patrick and John Collison, thank you for building the tool that has
allowed us all to make a living online. No joke, Stripe changed our

lives. In awe of what you're building with Arc Institute. And huge fan
of your podcast "Cheeky Pint".

* DHH, thank you for bringing common sense to the tech industry.
Reminding us that you don't need to run a VC company and become
a billionaire to be successful. And that you can have work life
balance.

« Jason Fried, thank you for sharing your contrarian views regarding
work. It's inspiring to see how ahead of the culture you were with
remote work and SaaS. Your books are awesome too.

» Pat Walls (and Demi), thank you for replying to my emails back in
2021. Also for your awesome daily blog, which definitely inspired me
to continue to write daily. Finally, thank you for showing us the power
of focusing on one business, which you can adapt and evolve over
time.

* Daniel Vassallo, thank you for introducing me to Taleb's books and
philosophy, they changed my world view and helped me with my
journey. Also for sharing your authentic thoughts and taking a
stance, even if it's not popular.

» Stamos Venios, thank you for inspiring me to start this journey and
for teaching me that you learn by doing, not studying. Your story
inspired me a lot. I've told you this directly, but it's true. You are one
of the main reasons I'm here today.



« Sam Parr, thank you for sharing my little business with your
audience. Even more importantly, thank you for always being nothing
but kind and generous to me. Funnily enough, your show, "My First
Million", helped me make my first million.

 Derek Sivers, thank you for having the most awesome blog on the
planet. Also for writing all your books and giving everything back to
charity. You are awesome.

« Jon Yongfook, thank you for building and failing products at the
same time as me, from 2018 to 2020. You launched BannerBear
roughly at the same time | found CyberlLeads, after roughly the
amount number of failures. It was cool to not fail and succeed alone.

« Damon Cheng, thank you for showing us that even indie makers
can acquire and grow businesses. Your run from quitting your job till
today is legendary.

» Marc Kohlbrugge, thank you for building WIP.chat. Seeing other
successful makers public TODOs made me realize that everyone
just builds things, fixes bugs and makes mistakes. Like me. This was
actually one of my most important realizations. It was frame
breaking.

» 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.

« Jason Cohen, thank you for your amazing blog and talks. Probably
the best business blog in the world. And for your talk on boutique
bootstrapped businesses. Seriously, that talk helped me niche down,
raise my prices and change my life.

* Dru Riley, thank you for running an amazing campaign for
CyberlLeads together, back in 2020. Those high revenue months
were the final push and confidence | needed to quit my job. Thank
you my brother. Forever grateful.



» Andreas Klinger, thank you for being a class act and making an
effort to help me find a job when | needed one. Also, for always
replying to my emails and DMs.

* Vic, thank you for helping me find the next lever of growth for
CyberLeads. No joke, you helped me change my life.

» Mubs, thank you for launching 50+ projects in public throughout the
years and showing us how fast one can build.

» Andrey Azimov, thank you for your epic 2018 run, becoming Maker
of the Year and changing your life. Your scrappiness and
determination were infectious.

« Dimitris Raptis, thank you for being one of the very few people from
our little hometown that is in our little bubble and industry. Also,
thank you for reminding me that working on products you enjoy is
more important than the money you make.

 Katerina Limpitsouni, thank you for being the final person from our
little hometown that is in our little bubble and industry. I've used your
designs and illustrations countless of times. They are awesome.

 Dimitris Kourtesis, Nikos Tsoniotis and Stefanos Tsiakmakis, thank
you for accepting me in your startup incubator back when | knew
nothing. Thank you for teaching me that killing projects is just as
productive as building them. This was one of the biggest lessons |
ever learned.

« Justin Jackson, thank you for your essays and podcasts regarding
the importance of markets. You might not know it, but they were
super impactful to me and helped me end up in the lead generation
market, which helped me find CyberLeads and change my life.

« Josh Pigford, thank you for being one of the first people to show
your complete list of failed products before your big success. |
remember seeing the list and preparing mentally to go through the
same. | built 19 failed products, then the 20th changed my life.
Thank you.



» Nathan Barry, thank you for being one of the few people continuing
to share revenue numbers after reaching millions in revenue. We
have small businesses like myself doing that. We also have huge
public companies doing that. It's great to have companies in the
middle, like yours, do that too. Also, thank you for showing me the
value of niching down and focusing on one segment of the market at
a time. It really helped me grow CyberlLeads and change my life.

« Ali Salah, thank you for being one of the OGs from 2018 and
showing me that slow, consistent growth, in a saturated market,
while focusing on product, can actually happen. This hasn't been my
own experience and it's another example that anything and
everything can work, there are no magic recipes.

* Michael Aubrey, thank you for being another story of hard work.
Seeing you try for multiple years before finally achieving success is
inspiring. Reminds me of my own journey.

* 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
podcast. I've listened to so many episodes over the years and there
is always something interesting to take from them, because you and
your gueststalk from experience, not theory.

« Jack Butcher, Bilal Zaidi and Trung Phan, thank you for the
awesome podcast, the great art and the funny memes you've all
been sharing with us for the past many years.

* Nico Jeannen, thank you for showing us that building and exiting
multiple little businesses is possible. Also for keeping it real and
sharing the good and the bad. There aren't that many people that do
that and it's inspiring to see.



* Marc Lou, thank you for setting a new standard on shipping fast. |
thought | was prolific for shipping 20 products from 2018 to 2020, but
you took it to a whole new level. Respect.

 Peter Askew, thank you for blurring the lines between boring and
cool. Selling onions online is simultaneously one of the most boring
and one of the coolest businesses in the world.

» John O' Nollan, thank you for inspiring me to build a remote
business and travel the world. You were one of the first
entrepreneurs | looked up to, and still a massive fan.

 Harry Dry, thank you for showing me the power of storytelling and
copywriting. Seeing your Yeezy.Dating saga unfold in real time back
in 2018 was awesome and your climb to the top of the copywriting
world is inspiring.

» Jordan O' Connor, thank you for your amazing blog. | remember
reading every single post, multiple times, as you grew your business
from zero to tens of thousands of dollars per month, changing your
life for yourself and your ever growing family.

« Sahil Lavingia, thank you for building Gumroad, it helped me make
my first $100K online. Also, thank you for challenging the status quo,
thinking out of the box, doing things your own way and never being
too busy to reply to my DMs back in the day. Truly grateful.

» AJ from Carrd, thank you for showing us that you can build and
grow a simple, elegant and useful product by yourself and make
great money without charging high prices. Frame breaking.

* Alex Napier Holland, thank you for being real and having authentic
thoughts and opinions. Your are one of the very few non BS and non
cringe people on my timeline.

* Florin Pop, Mr Purple, thank you for staying humble and ambitious
at the same time. It's inspiring to see you set goals and then go after
them.



« David Park, thank you for sharing the good and the bad so openly
and authentically. Not only in business, but in life too. Your story is
inspiring.

» Andrea Bosoni, thank you for showing me the value of being
consistent and for being one of my ltalian brothers. It's been great
your amazing content for all these years, whenever | see your posts |
always get a nice feeling of familiarity.

* Flavio Copes, thank you for showing me the value of writing daily,
with the simple heuristic of "do stuff, encounter problems, write about
the solution". Your website and blog remind me of what the internet
was originally made for, real and authentic.

» Lim How Wey, thank you for sharing all of your knowledge around
SEO. It was really helpful to me. And thank you for always being kind
and supportive, | 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
your books.

» Swyx, thank you for inviting me on your podcast back in the day
and for always being kind and supportive. Also for being prolific and
constantly working on new things and technologies, it's contagious.

* Dmytro Krasun, thank you for showing me that progress happens
slowly, then all at once. Your journey is awesome.

* David Perell, thank you for spreading the benefits of writing and
specifically of writing daily. Your essays, podcasts and newsletters
are fantastic.

* Noah Kagan, thank you for building AppSumo and for always
keeping it real and honest. Seeing you embark on random new side
quests like YouTube and being successful is cool to see also.

» Andrew Wilkinson, thank you for showing me that you can build
insane wealth with boring businesses. Your essays and books are



amazing. It's great to see your progress from being a freelancer, to
running a small studio and being afraid to hire people, to managing
hundreds of employees, to running a portfolio of companies, to finally
going public. Insane.

» Andrew Gazdecki, thank you for building Acquire (formerly
MicroAcquire) and helping indies like myself exit our companies and
change our lives. Gazdecki style.

» Steph Smith, thank you for all the amazing essays. | remember
reading "How to Be Great? Just Be Good, Repeatably" and realizing
that | don't have to be fancy, just consistent. Also, every single one of
your MFM appearances was great.

» George Mack, thank you for being one of the few, modern, original
thinkers, popularizing new terms and expanding the lexicon. Your
newsletter is one of the best I've read in my life, your ability to
explain concepts is on another level.

« Jonathan Garces, thank you for all the amazing memories working
on CyberLeads together. You are the only business partner I've ever
had and helped me more than | could even imagine. It was a blast,
my favorite business era.

» Lachlan Kirkwood, thank you for all the amazing chats over the
years, going through similar milestones and challenges with our very
different businesses. I'm really proud of you exiting your business
and re-inventing yourself.

* VVytas Bu, thank you for believing in me and trusting me to work
together. Even more importantly, I'm grateful to call you a true friend
and thank you for treating me like a brother.

* Andreas Asprou, thank you for reminding me what true wealth is
and for pushing me to take a break and write these books. | wouldn't
have done it without you.

» Max DeMarco, thank you for inspiring me to continue being the
main character of my life. You always have main character energy



and it's contagious. Seeing you grow and always challenge yourself
was amazing. Hope to make it to your next Muay Thai fight.

* Niklas Christl, thank you for being one of the most successful yet
humble and honest people I've met. That contrast is amazing and
inspiring. Hope to see you soon and catch up again.

* Giuseppe Ettore, thank you for growing side by side since 2020. |
still remember showing you CyberLeads when it was just an idea,
during lunch break at the office. Time flies. We started our jobs on
the same day in Milan, we both quit our jobs since then, have
achieved a lot and always support each other. And | believe we
always will.

« Justin Gluska, thank you for the amazing chats in New York. | hope
to see you again somewhere around the world.

* Eracle, thank you for welcoming me to Las Palmas. We had many
amazing chats and nights out. Hope to visit again.

* Nikolas Konstantinou, thank you for welcoming me to the island of
Cyprus. You have always helped me when | needed help, without
asking for anything in return.

» Dawid Cedrych, thank you for being a dream client and for showing
me that true business is a win-win game. I'm forever grateful for your
trust in me, for encouraging me to write and for always being humble
and real.

» Pete Codes, thank you for featuring me in your awesome
newsletter and for being supportive over the years. It was also cool
meeting in person a few years back.

» Jonny Ward, Daniel Ward, Doug Ward and David Carter, thank you
all so much for being generous enough to invite me one of the
impactful coffee/dinners of my life, when you had absolutely nothing
to gain from me. | will never forget.



* Mohammad, thank you for giving me perspective on life and how
you can continue being happy and positive no matter what happens.

« All the staff and friends at Cafe Nero for giving me free coffee and
letting me write my books all day.

» Eneas Lari, for being my best friend in life.

» My family.

And to all the people that have supported me over the years or have
shared my books. If | missed you, it's not on purpose.

Constantly updating this list.
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