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Praise for crash course


“CRASH COURSE will make you realize that failures are your friends. They teach you a lot—and also teach you about yourself. How you deal with them will determine your success.”

—DANIJEL VIŠEVIĆ

General Partner and Cofounder of World Fund

“IT’S HARD TO PAY attention to someone’s mistakes when you haven’t heard of that person, but once I gave Crash Course a chance it turned out to be a very easy read. I realized 90 percent of us founders will relate more to this story than to one from Mark Zuckerberg.”

—MARC ROVIRA

Founder & Co-CEO of Polaroo

“YOUR BOOK IS very inspiring. I admire your trust in your vision of wanting something different. It’s very open minded and evolved, like a capacity of seeing further. It’s your gift! Your consciousness.”

—JHOHANA BALLESTEROS

Founder of Yo Elijo & Isha System Facilitator

“CRASH COURSE builds up as you read. I got so much value in the latter chapters in which I felt you were finally giving us founders the treasure of your personal spiritual journey.”

—SEBASTIAN JARAMILLO

CEO and Cofounder at Pinbus.com

“DIVE INTO Crash Course by Ricardo Jiménez, where entrepreneurship meets spirituality. This concise guide unveils the profound synergy between business acumen and soulful principles. A game-changer for entrepreneurs, it redefines success as a holistic journey in which the heart leads and financial achievement is trusted to follow.”

—GRACE RAMÍREZ

Chef, Author, Entrepreneur & Global TV Personality

“PARADOX, PERPLEXITY, ambiguity—those are some of the words that don’t fit the stories around startups, but which are part of it. Ricardo crashes into reality and shows vulnerability and how difficult it is to cope with failure but above all, he shows what you can learn with it!”

—RICARDO PIRES

Angel Investor & CEO of Semapa

“WHAT A POWERFUL story Crash Course is. Ricardo Jiménez shares the unvarnished truth. Entrepreneurs rarely share their emotional journeys with failure. Vulnerability is hard. Hiding behind a façade, the actions of others, strict NDAs, make-believe outcomes, or new opportunities is easy. Expect page-turning plot twists that will teach you more than every self-help business book combined on the real challenges and rewards of entrepreneurship.”

—MICHAEL RODOV

CEO and Founder of AdNode

“IT’S SO REFRESHING to cut the BS and be honest about failure. Everyone speaks about ‘speaking about failure,’ but barely anyone has the guts to do it, especially not so publicly. A refreshingly honest look at what being an entrepreneur really means. Conveying the lessons he learned by embedding them in humor while telling his own story makes Crash Course a genius page-turner.”

—SOPHIE SPITZER

Head of Education of AustrianStartups

“RICARDO SPEAKS about the unspoken, the silent pioneers—those who are bold enough to build companies yet sometimes are left behind. Crash Course felt like a warm embrace.”

—ANA-MARIA PRICOP

Cofounder of Outdid.io & Sigma Squared UK Coexecutive

“BUILDING A VENTURE is like climbing a first ascent up a mountain. It is a constant uphill struggle, with avalanches. It demands sacrifice. It takes a team to get to the summit. Often, the team does not summit. But regardless, if the team returns to base camp, they have valuable lessons to share from their journey. The first ascents of Everest or the North Face of the Eiger were possible only thanks to the lessons learned from the many failed attempts prior. The same applies to creating a company. In Crash Course, Ricardo Jiménez tells his story and shares the lessons he learned the hard way.”

—OMAR BAWA

Cofounder of Goodwall

“YOU’LL NEVER read a book so raw about challenge, sacrifice, failure, and triumph. Ricardo is masterful in turning obstacles into opportunities and helping entrepreneurs avoid the same pitfalls he learned along his career.”

—MARCUS LANNIE

Cofounder of Redcoat AI

“CRASH COURSE is the perfect guide for anyone who wants to start a company or has had some struggles in their role as a founder. It’s remarkable how Ricardo openly shares his story and lets others benefit from his experiences and learnings. Almost everyone will go through something like this in their journey as entrepreneur. My takeaway: Trust in yourself, follow your heart, and you will find your path.”

—ANDREAS TSCHAS

Founder of Pioneers.io & Glacier.eco, Keynote Speaker

“WHAT LESSON is better learned than through hardship, and failure. Building resilience and humbleness along the way surely makes the best leaders! The startup world will learn a lot by reading Ricardo’s book. I can’t wait to share it with all the entrepreneurs and investors to build compassion.”

—LAURA COPPEN

Sustainability Investments at H&M Group Ventures

“CRASH COURSE seamlessly merges spiritual wisdom and business savvy, providing a lesson-packed road map to prosperity with purpose.”

—DAVEN MICHAELS,

New York Times Bestselling Author & Thirty-Year CEO

“DIVE INTO the world of entrepreneurship with Crash Course. Packed with practical wisdom and raw stories, this business memoir is your shortcut to understanding the emotional angle and non-linear path success often takes. Whether you’re a budding entrepreneur or a seasoned pro, Ricardo equips founders with the vision of the inner game you won’t find anywhere else.”

—AMIT PRADHAN,

Founder and CEO of Rainfall AI & General Partner of JetVentures

“WE, AS ENTREPRENEURS, are a special kind. We’re driven by big dreams, willing to risk it all, and suffering through pains and setbacks. Even at the end of the journey, it might not be the big pot of gold we are hoping for. But there might be valuable lessons for us to jump-start another venture and reach our destiny in ways we didn’t intend or even dream of. Ricardo’s story is as raw and authentic as it is valuable. It recounts the ups and downs of a founder’s journey and gives great lessons and hope for anyone dreaming of becoming an entrepreneur.”

—JIA JIANG,

Bestselling Author of Rejection Proof, TED Speaker, Top Keynote Speaker on Rejection and Resilience

“FOUNDERS CAN become like robots, but Ricardo reminds us of what is important, which is to take care of our physical and mental health. Operating from that place will make you an even better entrepreneur. This book is so needed. We are more than our company is what I took from it. Reading Crash Course made me feel someone else experienced what I experienced in terms of burnout. It was so authentic, but with you it wasn’t a buzzword. Ricardo Jiménez presents a candid insight into personal development, guiding readers to burst the bubble of idealism and evolve into more aware leaders. This shift fosters a life of equilibrium, transcending the cult of busy to rekindle a life of deep purpose. As a friend, I can attest to the authenticity of his words. He brings a presence filled with love to every setting. I could relate to it and other top performers will be able to relate and give themselves the present of being themselves. His profound compassion and dedication extend well beyond that of a driven entrepreneur; he is a mindful leader who generously shares his love and profound wisdom with the world.”

—LEON FORD,

Cofounder of The Hear Foundation & Author of An Unspeakable Hope

“RICARDO’S WISDOM and heart first approach as our investor has been a superpower during the best and worst of times for us at Snowball. It helped us earn $8 million with only $2 million raised and turned the bear market as one of the best opportunities for us while others were failing. This wisdom can be captured in his new book.”

—PARUL GUJRAL,

Founder & CEO of Snowball

“WE GLEAN more from our mistakes than our victories. Crash Course masterfully recaps them all, offering a personal and emotional perspective that resonates deeply. This inspirational journey serves as a powerful ode, reminding us that the very act of navigating through challenges is a triumph in itself—a testament to the resilience of the human spirit. A must-read for those seeking wisdom and motivation on their life’s journey.”

—IVAN FERNANDEZ,

Founding Partner of Enzo Ventures

“IN THE THROES of World War II, an invaluable lesson emerged from the debris of battle: understanding failure is pivotal to success. The Allies, upon observing the returning fighter planes riddled with bullet holes, initially thought to reinforce the most damaged areas. However, mathematician Abraham Wald shifted this perspective, suggesting that true resilience lay in strengthening the areas untouched by gunfire—the very reason these planes made it back. This insight transformed aerial warfare. Crash Course offers a groundbreaking perspective on entrepreneurship, akin to Abraham Wald’s WWII insight that understanding and reinforcing unseen vulnerabilities lead to resilience. By candidly sharing his startup’s failure, Ricardo illuminates the overlooked pitfalls in the entrepreneurial journey. This book isn’t just about building a startup; it’s about fortifying it from the inside out, making it an essential guide for anyone looking to navigate the complexities of entrepreneurship successfully.”

—SARI STENFORS

PhD, Forbes Futurist & Serial Entrepreneur
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Dedicated to my parents:

Your unconditional support always made me feel I was doing my entrepreneurial backflips with a safety net.






The only joy in the world is to begin.

—CESARE PAVESE, Italian author








Introduction

I WAS A STARTUP founder, and I failed.

That’s not much of a public admission. Most entrepreneurs don’t become millionaires. The reality is that 90 percent of startups don’t succeed in the long run, and 10 percent go out of business in the first year.1 You don’t hear much about those, though, do you? We mostly hear about the wildly successful startups that bring unique products and services to the market and change the lives of consumers—and the lives of those who created the company, along with their early investors.

Sadly, that’s not my story.

But even though I failed, I want to share my experience. There is no shortage of books about entrepreneurs who kept trying and trying and finally achieved the kind of wealth and market saturation that fuel every startup founder’s dreams. We take inspiration from those stories and a belief that we might achieve that kind of success ourselves. There is much to be learned from failure, too, but we just don’t hear those stories very often. People usually don’t want to experience someone else’s misery. Who would? We have enough troubles to deal with in our daily lives without spending energy processing a stranger’s sadness because their company fell on its face.

And yet, we might want to reconsider that we can learn valuable lessons from someone else’s struggles.

Just because you have the will and fortitude to keep trying doesn’t mean you will eventually succeed (or that you should even keep trying). I want to help people understand and grow from the value they can extract from not succeeding. There are enough stories about entrepreneurs who lived their American dreams, but what about those of us who put ourselves on the line, worked endless hours, did everything we could to give our companies life, and still faltered and lost our money without ever creating a truly profitable enterprise? That’s not a story people usually want to hear, but I am convinced it’s important—maybe even more important than endlessly studying Cinderella-like success stories. That’s what prompted this book: my personal realization that failure can inform a different narrative of success.

Let me start by saying something you already know, which is that there is no formula for winning at entrepreneurship. Tim Ferriss, author of The 4-Hour Workweek, created his own personal, unofficial MBA course by taking the estimated tuition cost of $120,000 for an MBA degree and, instead of taking the classes, invested that amount in startups. He argues that you can learn more from the investment experience than you would in the classroom.

“The two-year plan was to methodically spend $120,000 for the learning experience, not for the ROI,” he says.2

I did both. I spent that amount on my MBA from a top business school and then, years later, I created my own personal MBA by investing that amount in one startup—my own. That really is a personal MBA—on steroids.

I spent even more money than that traveling to more than sixty countries (and, sometime later, investing capital in ventures).

I certainly failed at the ROI part…but not at the learning part.

And experiences, you ask? Well, I wonder if I had a few too many.

Nothing turned out as I expected.

I offer here no recipe for business success because there was no such thing in my company—at least not in the traditional sense. I am not, however, writing strictly about failure either. I’ll discuss my emotional journey through all the obstacles and plans that never worked out. I will relate stories of struggle and even mistreatment that shrank my business’s chances of becoming much more than an idea. I’ll also share many great lessons I learned throughout my six-year campaign to build a viable, profitable company (even though it ultimately wasn’t). I want to offer those insights to help others who are contemplating starting their own business.

When I first considered writing this book, I told a few other entrepreneurs about my experience and asked what they thought of me recounting the story of my struggle. Their responses were almost universally positive. Many even expressed relief; they could relate to what I was saying, and they (finally) felt understood.

That surprised me. I felt as if no one had ever spoken about their troubles—or made them public. Too many, it seemed, shared my occasional inclination to lock myself in a closet, curl up on the floor, and hide for a while. That’s not an exaggeration. There might be no other response after your biggest customer refuses to pay for delivery of a product or when the marketing agency that promised you the moon ends up delivering almost nothing, blaming their failure on the weather. (That actually happened to me.) Maybe you were deterred by technical vendors who broke up the integration of your website with your fulfillment house, refused to do repairs, and then just disappeared. That happened to me too.

Is that closet starting to sound like a safe space yet?

My greatest hope is that this narrative can provide entrepreneurs with comfort, companionship, and an understanding that whatever you may end up going through is simply life and business, and there is nothing wrong with you. Trust in yourself, follow your heart (which is disguised as a venture) where it leads, and don’t fear the outcome, because you are much bigger than your company. If I can convince you of that, I’ll consider this book a huge success. Never forget that you (and your family) come first, and the business comes second. And that’s not just a mental health principle; it’s a business principle. By remaining healthy and optimistic, you are more likely to reach your goals.

Before starting my business, I read The Art of the Start by Guy Kawasaki. A friend recommended I spend time with the book, and I’d offer the same advice to any entrepreneur beginning their own journey. Kawasaki’s message is motivational and will help you kick things off. While his great success lessons will get you rolling “making meaning” and changing lives,3 I hope what you find here will keep your tires and your spirit from deflating when things don’t go well along the journey.

I also recommend having at least a one-sentence plan for worst-case scenarios. My approach was to outline three potential outcomes that included the optimistic, the realistic, and the pessimistic. You can also transcend the extremes on either end of my scale. That was in the business plan. My situation became far worse than I could have imagined, and I’m not just talking about the cold numbers on a spreadsheet. The emotional swings and dark moods were also problematic. I never expected to feel so lost and overwhelmed. It was very important in those moments to have already articulated the worst-case scenario, which, for me, was having to sell my house to pay my company’s debts—knowing I could live/be okay with that. Some nights, holding on to that—my personal worst potential outcome—was the only thing that enabled me to sleep at night. Oddly, I think it also increased the likelihood of my success.

Reading about someone else’s failures and struggles may seem strange. It might feel like a cautionary tale or a warning against chasing your dream. That’s not my intent at all. I do not want to deter anyone from going after their dreams. My goal is to share my experience in the hope that you will be able to see the main square of the town from a different balcony. And if reading this book prompts you to skip the emotional pain of starting a company that might fail—and, according to the odds, it probably will—then maybe it will have accomplished an important task of helping by showing a potential outcome that others may be able to avoid beforehand. Fail fast, as they say in the startup world.

Of course, I will admit up front that no such book would have stopped me from launching my company. Like most new entrepreneurs, I was stubborn and naïve. Stats did not apply to me, and misfortune and difficulty were not going to apply to my startup. Those were the problems of less-capable people with less-shiny ideas. I was pushed ever forward by the brilliance of my thinking and my capacity to “make it happen.” I jumped in knowing that, even if the worst outcome happened, I was committed to pressing on to see things through for myself…all the way to the end.

And that’s what I did.






SECTION 1 Beginning with an Ending







chapter 1 I Demand Euphoria


THE DECISION HAD been made. I was going to start my own company. My background included enough education, business expertise, and life experience to give me the confidence to succeed, and I started by seeking the advice of professionals in the booming tech city of Austin, Texas.

Unfortunately, instead of feeling like an entrepreneur in charge of my own personal destiny, I began to see myself as everyone’s bitch.

One of my first meetings was with a man named Carlos. An associate had suggested he was the right guy to help me launch my sales efforts and grow my revenue. His resume was impressive enough over the course of his twenty years in business that I was excited about the possibility of a collaboration. We met at a restaurant not far from his house, a location he frequented because of its tequila selection. I, of course, was picking up the tab.

“So, tell me about your product,” Carlos said.

“Well, it’s something that both parents and children will be interested in,” I said. “I think that’s what gives it so much market potential.”

“I’m not sure I understand.”

I offered a bit more detail as Carlos quickly moved on to sipping his second tequila, which I noticed had come from the top shelf. I hoped he wasn’t hungry too. I gave him enough information to pique his interest, and he gave me the names of some people he knew from his sales career.

“You think you could introduce me?” I asked.

“I could. But I just can’t give away my contacts. I’d need some kind of a retainer to cover my time and the value of my relationships.”

“Oh, I see.” I leaned against the back of my chair, and he finished off his second Patrón shot.

“I’m sure you understand,” he said. “My wife likes nice things, and we’ve got a lifestyle to maintain.”

My shoestring budget could not begin to meet the needs of his spouse, or, for that matter, his thirst for pricey tequila. Instead, I suggested a strong sales incentive, but Carlos was having no part of that either. By the time I walked out the door, I had wasted four hours of my day and more money than I could spare.

I already knew that being an entrepreneur would not be easy and that 90 percent of such ventures fail.4 I’m sure that statistic is bumped up by first-time entrepreneurs with no real budget or experience—in other words, people like me. We don’t, however, hear much about the stories of failed ventures, or, if we do, it tends to be after the entrepreneur has been successful in a subsequent attempt. Then, from this new position of accomplishment, they talk about their past and all the times they failed before they finally struck gold.

My story does not come through the perspective of success.

I will be telling you about failure and all those things the entrepreneur does and suffers through to achieve “success,” even if—as in my case—they never get where they want to be as a businessperson. People don’t often talk about this path because, unless the struggle culminates in success, the story seems incomplete, not worth sharing, maybe even uninspiring. And don’t we expect entrepreneurs at least to be inspiring?

We miss a big part of reality when we view entrepreneurship only through the lens of winning. Thinking of entrepreneurship—or life—as winning or losing is seeing life in black and white. Almost as fantasy, the way women are held to the unrealistic physical standards of Victoria’s Secret models and filtered Instagram images of perfection. There is already enough psychological pressure that comes with the noble and challenging mission of building a company where there once was none.

Carlos was a symptom of my entrepreneurial disease. Although he was not responsible, I realized that in a matter of just a few weeks, I had begun to question my plans and strategies. I tried to trust myself and the decisions I was making, but when they ended in failure, I had only created more internal doubt. Constantly questioning myself was not constructive and seemed to accelerate things falling apart. I admit I was inspired by the romantic picture of becoming the entrepreneur who creates an innovative product to solve a real problem, improves the lives of half the world’s population, and eventually wins intellectual acclaim and wealth as the result of hard work.

But there’s considerably more to my business story than failure. To understand my business “crash,” you first need to know a bit about my background, which will provide context for what happens throughout this narrative.

For as long as I can remember, something deep inside me has wanted more than what meets the eye. I never knew what that was, but there had always seemed to be something missing in my life, which manifested itself in a subdued feeling of constant dissatisfaction. I suppose I was trying to grasp more than what I could see around me. Whatever that was, I sensed its absence, and I think that had much to do with keeping me from feeling fulfilled. I can’t even think of any people I admired or things that impressed me as a child, but maybe that’s because I always took everything for granted and had developed almost no capacity for appreciation.

Before I get too far into my story, I need to make something crystal clear: this book is not about inspiration. My intention is to expose the twists and turns of the entrepreneurial path and the ups and downs I went through. I also want to point out that I am not giving you only a tale of a failed startup. This is not just about the machine being built; it’s mostly about the person building it—the entrepreneur—and their emotional journey, because there is a good chance the journey will also be your story if you are choosing the startup life.

This book won’t teach you how to fix your business issues. Rather, it will speak to the pains suffered by young, low-budget, first-time entrepreneurs. And you will come to see that feeling like a failure and being overwhelmed are common experiences for anyone starting a new company. I won’t spend a lot of time explaining how to build an enterprise, because what I want more than anything is to help you avoid being internally demolished in the name of a goal. This book is not about building the perfect Formula 1 car or winning a grand prix; it’s about taking care of the pilot—you.

I finally came to understand that there is nothing more dangerous to the entrepreneur than a narrow view of reality that tells us that our worth and future depend on the success of our company. We allow this to add a layer of psychological pressure to our endeavors, which creates unrealistic expectations, and we do not need that pain.

I did go into business with one distinct advantage, which was that I knew from the time I was very young that I wasn’t going to be sitting in the same office chair for twenty years. I realized this even before I began working at my first paid job for the Spanish airline company Iberia in Madrid.

There were a hundred interns like me who were informed near the end of our year at the airline that continuation with the company wasn’t guaranteed, and we were encouraged to look for another job. Fortunately, I had heard about a foreign commerce program offered by the Ministry of Economy in Spain. This seemed like a perfect fit for me because the internship involved spending the first year as a trade advisor in a commercial office in an embassy of Spain somewhere in another country, and a second year working for a Spanish company that had international activity.

I was only twenty-three, and this seemed like the perfect opportunity to begin exploring the world—which was one of my great ambitions. There were only one hundred fifty open positions, and thousands of students from across Spain applied. All of them, like me, were hungry for opportunity and adventure.

The selection process took months and involved test scores, country preferences, and an assessment of your character, goals, and background. Those who were selected to participate had no real control over where they were assigned. That’s how I landed in Indonesia, a country I could barely locate on a map. I was concerned about what my life might look like there, but not enough to let it stop me from exploring the options offered by this experience.

My top two choices had been Rio de Janeiro and São Paolo. I entertained images of broad, sweeping beaches filled with beautiful, sun-kissed women. Instead, I got on the phone with the Spanish intern I was to replace in Indonesia, who told me I was very lucky to get this assignment because the supervisor liked to give his interns plenty of days off so they could travel around Southeast Asia. He also suggested there was great opportunity to meet women and that a certain part of my physiology was likely to become overused.

“Your cock is going to turn into an eggplant,” he said a bit bluntly.

Regardless of potential anatomical alterations, Indonesia still seemed not particularly attractive to me and, from my total ignorance, I thought it might be restrictive or even dangerous.

While I pondered the risks of moving to the unknown country of Indonesia, I also considered the possible professional trajectory before me if I were to keep my job with Iberia. The employee my boss reported to was about twenty years older than me, and I had less interest in his job than I did in my intern position. I could not imagine being somewhere for two decades, just to change chairs or offices. I craved uncharted places and engagements that were the opposite of the corporate environment. Ideas such as warmth, a lack of restraint, maybe even a touch of the wild, were what appealed to me. I began to suspect Indonesia might actually be very appropriate for where I wanted to be early in my career.

I felt that I was being true to my heart when I decided to accept the position in Indonesia. I tend to be analytical about my decisions, which can lead to indecision, but I knew what was right for me early in my professional life. I did not know, however, what my passion was—or even if such a thing existed for me. My friends were clear that they wanted to be teachers and engineers and judges. I had no such certainty, and if I ever felt an inkling of it, the conviction was brief and rarely lasted more than a few weeks. There was pressure, though, or it was implied, because I felt like I was part of an educational assembly line and needed to move on to the next machine to be properly molded into whatever I was to become. As a result, I chose my early career without passion. I had to write it down on a college application and could not leave the space blank.

Maybe I had character flaws that led me to become an entrepreneur. As a teenager, I don’t recall myself being curious. I remember spending a few days with my friend Juan and our families when we went on a field trip to collect edible wild mushrooms. Juan studied and classified the samples and, when he presented his project to our classroom, the teacher adored his effort and even built a lesson around his findings. My friend was celebrated, and I was just the guy who’d gone along on the trip. I was not interested in those mushrooms. Was there something wrong with me, or was Juan simply a standout? I don’t think I ever figured that out.

Maybe I just mistook certain activities for work. I know this attitude or perspective had caused me to lose many chances to engage with people and life in new ways. When I studied at Duke University, I thought my friends were crazy for trying to join multiple student clubs when I felt as though keeping up with the classroom workload was more than enough responsibility. Eventually, I understood that it was possible to find time for extracurricular activities, and my friends may have had more fun than I did even with a bigger commitment load. Looking back, I wonder if I was properly engaged with life. Maybe I was just disconnected and didn’t realize it, lost in my little world.

I did have passions, though, which absorbed me from time to time. I exchanged a flurry of correspondence with my favorite music artist from North London during my early twenties, and I wrote multiple saccharine love songs about girls I had met. I suppose that made me similar to every other young man coming of age, not understanding romance but hurting over a relationship that didn’t exist, which did nothing for my confidence. I was also a bit behind in making money. I didn’t make my first dollar until I was twenty-one and working at a Starbucks in downtown London.

In some areas of life, though, I was already flying. I was only eleven the first time I went to England as an exchange student, traveling without my parents. I got on my first airplane before my father ever took a flight himself. I was fortunate to spend summers with exchange families in English-speaking nations, and the number of countries I visited was well above average for people far older than me. When one of my regular customers at Starbucks in London told me she liked my “cosmopolitan accent,” I felt like I might be on my way to becoming a citizen of the world.

These kinds of early experiences inform who we become as adults, and I have needed to look back on my life to understand many of the decisions I made. I’m not sure where my confidence originated when I explored foreign locales without any fear or even apprehension. There were times when I ended up in risky situations that could have been avoided, but I relied on what I considered my wit, charm, and resourcefulness to deal with precarious circumstances.

I did have some minor underlying anxiety and was not in touch with my physical self. I had many unfulfilled dreams, too, which is normal for young people. My self-image, though, was that my mind was stronger than my body, and I perceived myself as intelligent, creative, and even a bit visionary.

But I didn’t yet have the success I envisioned for myself, and I felt a disconnect between who I was in my head and who I was in real life. It felt like I was driving somewhere but didn’t know where I was going. I was pressing the accelerator with one foot and the brakes with the other all at the same time. Unchanneled energy consumed me from the inside. I wanted—I needed—more. I was the living embodiment of an old Calvin and Hobbes cartoon I had pinned to my wall. “That’s the difference between me and the rest of the world,” it said. “Happiness is not good enough for me. I demand euphoria!”

I’d settle, however, for independence, freedom, plenitude, maybe a bit of ecstasy, followed by a touch of rapture. Who wouldn’t? My ideals were probably unrealistic. I had a desire to create, to express myself, and to live in possibility. Envisioning a twenty-year tenure of sitting in an office chair waiting for a promotion never was my definition of success.

There are three common traits found in successful people as explained by entrepreneur Alex Hormozi that describe my personality since I was a young kid with more nuance than I ever could have:


“One, that these people have superiority complex. They believe that they are better than everyone else. They have a bigger vision because they think they deserve it.

“The second thing is they have crippling insecurity. Which is a paradox of paradoxes. They feel they’ll never be enough, and they will always be measured against the things that they achieved.

“So you have this crazy dynamic between they think they are better than everyone, they want to go after this big goal but at the same time they fear they will never actually achieve it and they actually suck.

“And the third piece, which adds the beautiful mix to this is impulse control. They are able to control their actions and focus on a single thing for an extended period of time.

“So, if you put these three things together, you have a big goal that is pulling you this way, you have this big fear that you are running away from, and you have impulse control to keep you focused on the thing that matters.”5



As important as what we are trying to accomplish is the place from which we are acting. Are we doing something because it’s meaningful for us or because we want someone else’s approval?

I attended a major university and earned a master’s in business administration (MBA), but the idea of knowing what I wanted to be “when I grew up” was debilitating to me. There was too much pressure involved in figuring out something that important before I had acquired the actual clarity to make such a decision. Why can’t we just be open and joyful, explore life and career possibilities, and do what makes sense in the moment, day by day, year by year? Why the absurd rush to define our futures and make them an aspect of our personality at such an early age?

What began to emerge for me was a notion that had never once occurred to anyone else in my family. My dad, now retired, was a doctor for forty years. My mother practiced law for fifteen years, became a judge, and has sat on the bench for a quarter of a century. My uncles were teachers or worked as public officials in hospitals. My grandmothers stayed home and raised their children. One of my grandfathers studied chemistry and spent his entire working life in a leather company. The other grandfather traded horses in a village, which, I suppose, is as close as any member of any generation in our family came to being an entrepreneur or a businessman. My two brothers are teachers in public schools, and my cousins became engineers and pharmacists who found corporate employment and never left.

I cannot recall anyone on either my mother’s or father’s side of the family who had been in business for themselves, and yet I think I was well-prepared to build a company out of nothing. My experiences were supplemented by my ambition to achieve financial and personal freedom. My dream might not yet have been fulfilled, but it was beginning to become clear to me I was suited to be an entrepreneur.

Maybe I could achieve happiness and even begin to approach that whole idea of euphoria with my future successes. That didn’t seem like an unreasonable goal… at the time, anyway.

What I got, however, would certainly not be described as euphoric by any sane person.

Instead, I was about to be taught some of life’s hardest lessons about business and people.



OEBPS/e9781637632970/xhtml/nav.xhtml


Contents



		Cover


		Title Page


		Dedication


		Epigraph


		Introduction


		Section 1: Beginning with an Ending

		Chapter 1: I Demand Euphoria


		Chapter 2: Moving Counterclockwise


		Chapter 3: An Open Door (That I Was Kicked Through)


		Chapter 4: “What’s Going to Feed You, Son?”







		Section 2: Starting Up

		Chapter 5: World Friends


		Chapter 6: Build It and… Will They Come?


		Chapter 7: The Best Team (No) Money Could Buy







		Section 3: Market (Mis)Fit

		Chapter 8: Who’s This For?


		Chapter 9: More Product, More Marketing


		Chapter 10: Everybody’s Pinball


		Chapter 11: When “No” Is the Norm


		Chapter 12: Eating Rejection for Breakfast







		Section 4: Fighting for Survival

		Chapter 13: Windows of Perception


		Chapter 14: Breaking Down


		Chapter 15: Sure, a Sales Team


		Chapter 16: Bringing in Legal


		Chapter 17: Bro Savior Turns Bro Bully







		Section 5: The End

		Chapter 18: When You’ve Already Tried X, Y, and Z


		Chapter 19: No Confusion, No Choice







		Section 6: What I Learned, What I Felt, and What I Still Don’t Know

		Chapter 20: One Swipe Away


		Chapter 21: New Lottery Tickets


		Chapter 22: Throwing Spears


		Chapter 23: Driven by Self-Expression


		Chapter 24: A Crash Course in Entrepreneurial Sanity







		Section 7: Finding the Rewards among the Risks

		Chapter 25: Like Ice Cream


		Chapter 26: Is There Value in the Effort (Even When There’s None in the Results)?


		Chapter 27: Pounding Butterflies


		Chapter 28: Popping the Bubble of Idealism







		Afterword


		Acknowledgments


		About the Author


		Notes


		Copyright







Guide



		Cover


		Start of Content


		Title Page


		Dedication


		Epigraph


		Introduction


		Afterword


		Acknowledgments


		About the Author


		Notes


		Copyright








		1


		2


		3


		4


		5


		6


		7


		8


		9


		11


		12


		13


		14


		15


		16


		17


		18


		19


		20


		21


		22


		23


		24


		25


		26


		27


		28


		29


		30


		31


		32


		33


		34


		35


		36


		37


		38


		39


		40


		41


		42


		43


		44


		45


		46


		47


		48


		49


		50


		51


		52


		53


		54


		55


		56


		57


		58


		59


		60


		61


		62


		63


		64


		65


		66


		67


		68


		69


		70


		71


		72


		73


		74


		75


		76


		77


		78


		79


		80


		81


		82


		83


		84


		85


		86


		87


		88


		89


		90


		91


		92


		93


		94


		95


		96


		97


		98


		99


		100


		101


		102


		103


		104


		105


		106


		107


		108


		109


		110


		111


		112


		113


		114


		115


		116


		117


		118


		119


		120


		121


		122


		123


		124


		125


		126


		127


		128


		129


		130


		131


		132


		133


		134


		135


		136


		137


		138


		139


		140


		141


		142


		143


		144


		145


		146


		147


		148


		149


		150


		151


		152


		153


		154


		155


		156


		157


		158


		159


		160


		161


		162


		163


		164


		165


		166


		167


		168


		169


		170


		171


		172


		173


		174


		175


		176


		177


		178


		179


		180


		181


		182


		183


		184


		185


		186


		187


		188


		189


		190


		191


		192


		193


		194


		195


		196


		197


		198


		199


		200


		201


		202


		203


		204


		205


		206


		207


		208


		209


		210


		211


		212


		213


		214


		215


		216


		217


		218


		219


		220


		221


		222


		223


		224


		225


		226


		227


		228


		229


		230


		231


		232


		233


		234


		235


		236


		237


		238


		239


		240


		241


		242


		243


		244


		245


		246


		247


		248


		249


		250


		251


		252


		253


		254


		255


		256


		257


		258


		259


		260


		261


		262


		263


		264


		265


		266


		267


		268


		269


		270


		271


		272


		273


		274


		275


		276


		277


		278


		279


		280


		281


		282


		283


		284


		285


		286


		287


		288


		289


		290


		291


		292


		293


		294


		295


		296


		297


		298


		299


		300


		301


		302


		303


		304


		305


		306


		307


		308


		309


		310


		311


		312


		316


		317


		318


		319


		320








OEBPS/e9781637632970/images/9781637632970.jpg
“I recommend this book to all startup founders.
It’s about you and your life. It’s about finding meaning
and purpose and joy in the journey.”

—Paul Allen, CEO and Founder of Soar Al Studio, Cofounder of Ancestry.com

crash
course

A Founder’s Journey to

“SAVING YOUR STARTUP AND SANITY
Ricardo Jimeénez





OEBPS/e9781637632970/images/title.jpg
crash
course

A Founder’s Journey to
SAVING YOUR STARTUP AND SANITY

Ricardo Jimeénez

G

Forefront

aaaaa





