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THE WINNING STARTUP PERSPECTIVE 

Outcomes, Not Solutions 

By Tom Collopy 

Unbiased Insights 

You did everything the startup playbook told you to. So why isn’t it working? 

Most founders build from a single perspective they were never told they were using: 
solution-first. See a problem, build a product, demo it, get people to try it, refine it, chase 
leads, sell. Seen instead from the outcome the customer already wants, the same goals, 
the same frameworks, the same sequence, and the same work reorganize, and a great deal 
of the confusion simply dissolves. 

In these pages you will learn how to: 

• See the two ways to build a startup, and why the one you are using keeps you stuck 
• Understand what each startup framework was actually built to answer 
• Tell the difference between customers who buy from you and a market that repeats 
• Stop building around a story your customers do not share 

If you have done the right things and they have not worked, this book hands you the 
perspective no one gave you, and shows what changes the moment you stand in it. 
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A note before we begin 

This is the entry book in a series. The other books go deep on specific tools: how 
customers move from interest to commitment, how to run the content loop that gets you 
there, how to spot the beliefs that quietly steer you wrong. This book is about something 
that comes before all of that: a shift in perspective that makes those tools finally make 
sense. 

I want to be honest about two things up front, because they shape everything that follows. 

This book will not hand you a single new task. You have enough to do. You have probably 
done more than enough already. The problem was never that you skipped a step. The 
problem is the angle you were looking from, and you can change an angle without adding to 
your to-do list. 

None of this means your product doesn’t matter. I am going to spend a lot of pages 
arguing that the product is not where you should start. That is not the same as saying the 
product is unimportant. The product is how your customer reaches what they want. It 
matters enormously. It is just not the thing that earns their commitment, and confusing 
those two ideas is where a great deal of founder effort goes to die. 

The founders in this book, Marisol, Dev, and Renu, are composites. They are drawn from 
more than a hundred early-stage founders I have advised and sat across from in 
accelerator rooms. None of them is one real person. All of them are true. 

Let’s begin where they did. Stuck. 
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INTRODUCTION: Three Founders, One Wall 

Three founders. Three completely different situations. The same wall. 

Listen to them describe it in their own words, because you are probably about to recognize 
one of them as yourself. 

❖ ❖ ❖ 

Marisol is six months into her first company. She is building a scheduling and payments 
tool for independent tutors, and she has, by every visible measure, done everything right. 

“I did the customer discovery interviews. Forty of them. I built the landing page. I shipped 
an MVP. I got into an accelerator and went to every session and did every exercise. People 
tell me the product is great. My mentors tell me to keep going. And nothing is happening. 
Not nothing-nothing. I have a handful of users who barely use it. But the thing I keep waiting 
for, the moment where it starts to work, never comes. I would never say I’m lost. I’d say I’m 
iterating. But I have started to suspect that ‘iterating’ is just the word I use so I don’t have to 
say I have no idea what’s wrong. My real fear is that I’m doing everything correctly and the 
idea is simply bad. My second fear is that there’s something obvious everyone else figured 
out and nobody told me.” 

❖ ❖ ❖ 

Dev is a senior engineer building his second product and making his first serious run at a 
startup. He has shipped real software that real people use. He is building a monitoring tool 
for small engineering teams, and he is allergic to anything that sounds like a motivational 
seminar. 

“Here’s my operating assumption. The product is good. I know it’s good because I built it 
and I know what good looks like. If the product is good and people who have the problem 
see it, they’ll use it. Startup failure is a build problem, not a words problem. So when 
people don’t convert, my instinct is to fix the product, add the feature they mentioned, 
tighten the onboarding, ship faster. I’ve done a lot of that. The conversion didn’t move. And 
I’ve started to notice that every piece of advice I get is soft: ‘tell your story,’ ‘find your voice,’ 
‘lead with value.’ I don’t want a story. I want to know what counts as evidence that I’m on 
the right track, and nobody will give me a straight answer.” 

❖ ❖ ❖ 

Renu is further along. She has fourteen paying customers for her client-onboarding tool for 
independent consultants. She came up through a Slack community and her grad school 
network. She uses the word traction in her investor updates, and she has been to three 
pitch events. 

“On paper I’m winning. Fourteen customers, real revenue, good logos for my stage. But 
there’s a thing I don’t say out loud. Thirteen of those fourteen came from people who 
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already knew me, or knew someone who knew me. One came from a stranger, found me 
on Google, signed up, paid. One. And every time I try to get more strangers, it’s like pushing 
a car uphill. My network bought fast. Strangers don’t buy at all, or they ‘love it’ and 
disappear. I keep telling myself the next push will crack it. But quietly, I’m scared that what 
I’ve built is a really good way to sell to my friends, and that doesn’t repeat. I don’t want to 
be told my fourteen aren’t real. They’re real. I want to know if they’re repeatable.” 

❖ ❖ ❖ 

Three founders. One has nothing converting. One has a great product and no movement. 
One has revenue she’s afraid won’t repeat. If you had put them in a room, each would have 
assumed they had a different problem, and each would have been wrong in the same way. 

I’ll tell you the thing all three have in common, because I have seen it more times than any 
other pattern in early-stage startups. 

None of them is stuck for the reason they think. Marisol thinks her idea might be bad. 
Dev thinks he needs to ship more. Renu thinks she needs to push harder on the same 
motion. All three explanations feel actionable, which is exactly why they’re so easy to 
believe and so hard to escape. 

But the real issue is not effort, or product quality, or persistence. All three of them are 
running a sensible process from the only perspective they were ever shown. They start 
with the solution. They organize all their work around the solution. And from inside that 
perspective, every confusing thing that’s happening to them looks like a problem to be 
solved with more solution. 

There is another perspective. It is not more advanced, or more clever, or harder to 
understand. It is just a different place to stand, and from that place, the goals reorganize, 
the frameworks reorganize, the sequence of the work reorganizes, and a great deal of the 
confusion simply dissolves. 

That’s the whole book. Not a new method. A new vantage point, and what you can see from 
it. 

You heard problem and solution so many times, in every blog post, every pitch template, 
every piece of advice, that no one ever thought to hand you the other way of seeing it. That 
missing perspective is the gap. Let me show it to you, starting with a beach. 
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CHAPTER 1: The Beach 

Picture someone who wants, very badly, to be sitting on a beach in the Caribbean. Warm 
sand. A drink. The sound of water. They have wanted this for months. 

Now picture what stands between them and that beach. 

A flight. Which means: choosing dates, finding a fare, booking the ticket, getting to the 
airport two hours early, the security line, taking off their shoes, the cramped seat, the 
screaming child two rows back, the layover, the second cramped seat, baggage claim, the 
wait for a bag that may or may not arrive, finding the shuttle, the forty-minute transfer to the 
hotel. 

Nobody wants any of that. 

❖ ❖ ❖ 

Here is the question that quietly runs this entire book. 

What does that person actually want? 

They want the beach. They do not want the airline. They do not, in any sense, want to take 
off their shoes at security or fold themselves into seat 34E. They tolerate every bit of it 
because they want the beach badly enough to put up with the plane. 

Let me give you four words, because getting them straight is most of the work. 

The outcome is the beach. It is the state the person actually wants to be in. 

The roadblock is that they are not there. Something stands between where they are and 
where they want to be. 

The solution is the flight, the whole apparatus of ticket and airport and seat and shuttle. 
The solution is the thing that gets them through the roadblock. 

The mistake is thinking the customer wants the solution. 

They don’t. Nobody has ever wanted a flight. People want to be somewhere. The flight is 
the price they pay, and the less they notice it, the better. 

❖ ❖ ❖ 

Now watch what this does to the word everybody uses without defining it: outcome. 

I’m going to give you a definition you can actually use, and then a test that keeps it honest, 
because I’ve watched “outcome” decay into a meaningless buzzword in real time and I 
don’t want that to happen to you. 

An outcome is a state your customer already wants badly enough to spend money, 
time, or social capital to reach. 
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The two words doing the heavy lifting are already and badly enough. The customer wanting 
the beach didn’t need anyone to convince them they wanted a beach. They showed up 
wanting it. And they wanted it enough to endure a genuinely unpleasant day of travel to get 
there. 

Here is the test. When you think you’ve found your customer’s outcome, ask: 

Would they still want this if your product never existed? 

The beach passes instantly. People wanted Caribbean beaches long before airlines 
existed, and they’ll want them after. The wanting does not depend on the mechanism that 
delivers it. 

Now run the test on what most founders call their “outcome,” and watch it fail. “The 
outcome is that they use my dashboard.” No, nobody wakes up wanting to use a 
dashboard. “The outcome is that they adopt our workflow.” No, your workflow is a flight, 
not a beach. If the thing you’re describing only makes sense in a world where your product 
exists, you haven’t found the outcome. You’ve found the solution and called it an outcome. 

The real outcome is always something the customer would want even if you’d never been 
born. 

❖ ❖ ❖ 

Now here is the part I love. I told the beach story to versions of Marisol, Dev, and Renu, and 
each of them heard a different sentence inside the same story. That’s not a flaw in the 
story. That’s the story doing its job. 

Marisol went quiet, then said: “My tutors don’t want a scheduling app. Nobody has ever 
wanted a scheduling app. They want a full week of lessons and to never have an awkward 
conversation about money again. That’s the beach. I built them a really nice plane and I’ve 
been describing the plane.” 

Dev crossed his arms, because that’s what Dev does. Then: “Okay. So the question isn’t 
whether my monitoring tool is good. It obviously is. The question is whether engineering 
leads at small companies already want the thing it delivers badly enough to act. And the 
thing they want isn’t ‘observability.’ It’s not getting paged at 2 a.m. It’s sleeping through the 
night after a deploy. I’ve been selling them an instrument panel. They want the sleep.” He 
paused. “I can test that. That’s the first thing anyone’s said that I can actually test.” 

Renu got there a different way, through her fourteen customers. “My consultants want 
their clients to feel taken care of, and they want to stop looking like amateurs in the first 
week of an engagement. That’s the beach. And here’s the thing that just landed. My 
network already knows I help with that, because they know me. So they bought the beach 
on trust. The strangers are only seeing the plane. I’ve been showing strangers a client-
portal tool and expecting them to feel what my friends felt. They can’t. They don’t know me. 
All they have is the plane.” 
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Same beach. Three recognitions. Hold onto all three, because we’re going to follow these 
founders the rest of the way. 

❖ ❖ ❖ 

One more time, because everything rests on it. 

The founder sells the plane. The experienced founder sells the beach. 

Not because the plane doesn’t matter: you cannot reach the beach without it. But because 
the plane is never what the customer wanted. It is what they’ll tolerate to get what they 
wanted. Lead with the beach, and the plane becomes a reasonable price. Lead with the 
plane, and you’re asking people to want something nobody has ever wanted. 

The rule: Customers do not buy solutions. They buy outcomes, and tolerate solutions 
to reach them. Find the beach before you describe the flight. 
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PART ONE: Why the Advice Didn’t Work 
 

CHAPTER 2: Two Ways to Hear the Same Sentence 

Marisol has a folder on her laptop called “Startup.” Inside it: a customer discovery 
worksheet, forty interview transcripts, three landing page drafts, an MVP feature list, the 
slides from every accelerator session, and a document titled “Action Items” that is 
nineteen pages long. 

She has done all of it. Carefully. She is, by temperament, a person who does the reading. 

And she cannot understand why a person who did all the reading is exactly as stuck as a 
person who did none of it. 

❖ ❖ ❖ 

I’ll tell you what happened to Marisol, because it happens to almost everyone, and almost 
no one notices it happening. 

She heard good advice. Then she translated it into the wrong thing. 

When an experienced advisor told Marisol to do customer discovery, here is what the 
advisor meant: go find out whether you’re wrong. About the customer, about what they 
want, about whether they want it badly enough to act, about what’s really stopping them. 
Discovery, to the person who invented it, is a way of building judgment, a way of testing 
your beliefs before you bet your life savings on them. 

Here is what Marisol heard: go talk to customers so you can get more detail on the problem 
and make your product better. 

Do you see the swap? It’s subtle and it’s everything. The advisor was trying to get Marisol to 
question whether her whole idea held together. Marisol heard a research task that 
assumed the idea was fine and just needed polish. She ran forty interviews that confirmed 
people have scheduling headaches, which she already knew, and learned almost nothing 
about whether anyone wanted her beach badly enough to change what they were doing. 

Same sentence. Two completely different activities. 

❖ ❖ ❖ 

It wasn’t just discovery. Watch it happen again. 

When Marisol heard MVP, the advisor meant: build the smallest possible thing that tests 
your riskiest belief. Marisol heard: build the first usable version so people can finally see 
what this is. So she built a usable version, which took four months, when the riskiest belief 
could have been tested with a landing page in four days. 
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When she heard product-market fit, the advisor meant: evidence that a market repeatedly 
chooses your path to the outcome. Marisol heard: people are using the product. So a 
handful of lukewarm users started to feel like fit. 

Every framework Marisol encountered was trying to create judgment. Marisol 
translated every one of them into product execution. The expert was trying to change 
the order of her learning, to get her to test the dangerous beliefs first. Marisol was trying to 
move the idea forward, to get the thing built, shown, and improved. 

These are not the same project. One asks, should this idea move forward at all? The other 
assumes it should and asks, how do I push it along? And here is why the confusion is so 
durable: moving the idea forward feels like progress, and questioning whether it 
should move feels like doubt. Founders are selected for optimism and bias toward 
action. Of course they hear “do discovery” as “do a task” rather than “consider that you 
might be wrong.” The wrong translation is the natural one. 

❖ ❖ ❖ 

Dev did the same thing, in his own dialect. Told to “talk to users,” he turned it into usage 
analytics and bug reports, behavior, which he trusts, but never the question of whether 
anyone wanted the outcome enough to switch tools. Renu did it too. Told she had 
“traction,” she heard “the startup is working” instead of “you have a number that may or 
may not mean what you think it means.” 

None of the three is dim. All three are doing what intelligent, action-oriented people do: 
they take a tool meant to build judgment and use it to build the product instead. The advice 
wasn’t wrong. The translation was. 

So before we go anywhere else, I want to name the thing you’ve been feeling, the one that 
made you pick up this book: I did the right things and they didn’t work. You probably did do 
the right things. You just did them in service of the wrong question. That’s not a character 
flaw. It’s a perspective you were never offered. 

Let me show you the perspective you’ve been standing in, clearly, so you can see its 
shape, before I show you the other one. 

❖ ❖ ❖ 

Marisol reads back through her nineteen pages of action items with a new question in her 
head, not “did I do this?” but “what was this actually for?” Most of the items, she realizes, 
were ways of pushing the idea forward. Almost none of them were ways of finding out 
whether the idea deserved to be pushed. 

She doesn’t feel stupid, exactly. She feels like someone who studied hard for the wrong 
exam. 

The rule: Frameworks are built to create judgment. Founders translate them into 
tasks. The advice wasn’t wrong: the question underneath it got swapped. 
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CHAPTER 3: The Product-First Spine 

Dev has a whiteboard. On it, in his neat engineer’s hand, is the plan. It is a good plan. It is 
the plan almost every founder draws, usually without realizing they’re drawing it, because it 
feels less like a choice and more like the way things obviously go. 

❖ ❖ ❖ 

Here is Dev’s plan. I’ve seen it on a hundred whiteboards. You have it too, somewhere, 
even if you’ve never written it down. 

Step 
The 
work What the founder is thinking 

1 Problem I see a real problem. 
2 Solution I have a product that solves it. 
3 Demo I need something to show so people get it. 

4 Pilot I need people to try it so they see the value. 
5 Refine If they don’t say yes, I improve the product, the demo, the message, the 

features. 
6 Leads I need more people to show it to. 
7 Sell I need to turn interested people into buyers. 

Look at how reasonable this is. Build something. Show it. Get feedback. Improve it. Find 
more people. Sell it. It maps almost perfectly onto what startup advice sounds like it’s 
telling you to do. It is logical, it is active, and every single step produces something visible, 
a demo, a pilot, a new feature, a lead list. It feels like progress at every stage. 

I call this the product-first spine, because every step bends around the product. The 
product is the spine; everything else hangs off it. The customer enters the story late, at step 
four, when there’s finally something to try, and again at step seven, when it’s time to sell. 
For the first three steps the customer is essentially absent. The founder is talking to the 
product, about the product, for the product. 

❖ ❖ ❖ 

This spine has one assumption holding it up. The whole structure depends on it. And 
almost no founder ever says it out loud, which is why it never gets tested. 

The assumption is this: 

If the solution is good enough, people with the problem will want it. 

Read it again, because it’s Dev’s entire operating system, and probably some of yours. If I 
build something good enough, and put it in front of people who have the problem, they will 
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want it. It feels less like an assumption and more like a law of nature. Good solution plus 
real problem equals demand. How could it not? 

Here’s how it could not. 

People run into problems all day long. Hundreds of them. Almost none of those problems 
cause anyone to search for a solution, adopt a tool, change a habit, or spend money. You 
have problems right now you will do absolutely nothing about. The existence of a problem, 
even a real, genuine, you-correctly-identified-it problem, does not create demand. A 
problem is not a wanting. 

What creates action is wanting an outcome badly enough. The problem only matters when 
it’s standing between the customer and an outcome they actively want, when it’s the 
roadblock to the beach. A “good solution to a real problem” can sit on the shelf forever if 
no one wanted the beach on the other side of that problem badly enough to move. 

This is the trapdoor under the product-first spine. It assumes the wanting is already 
there, waiting, and just needs to be unlocked by a good enough product. Sometimes 
that’s true. Often it isn’t. And the spine gives you no way to find out, because it never asks 
the question. It starts at “I have a solution” and races toward “sell it,” and the wanting, the 
one thing the whole business depends on, is simply assumed. 

❖ ❖ ❖ 

Dev pushed back on this, hard, which is what Dev does and what I want you to do too. 

“This sounds like you’re telling me the product doesn’t matter. That’s absurd. A bad 
product won’t sell no matter how you talk about the outcome.” 

He’s right, and I told him so. The product matters. A genuinely bad product will fail. But 
notice what he did: he heard “the product isn’t where you start” as “the product doesn’t 
matter,” and those are different claims. Of course the plane has to actually fly. But a flight 
that flies perfectly to a destination no one wanted is still an empty plane. Product quality 
is necessary. It is not sufficient. And the product-first spine treats it as if it were both. 

Dev’s monitoring tool was, by his own high standards, excellent. It worked. It was fast. The 
product was not the problem. The problem was that he had spent eleven months 
perfecting a flight and roughly zero hours confirming that engineering leads wanted the 
destination, uninterrupted sleep after a deploy, badly enough to rip out the tool they 
already had. The spine never made him check. It just told him to refine and ship. 

That’s the danger of a logical-feeling plan with a hidden assumption. It keeps you 
productive, busy, and shipping, right up until you run out of money, without ever surfacing 
the question that would have saved you. 

❖ ❖ ❖ 
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Dev looks at his whiteboard for a long time. The plan is still good. He’s just seen, for the first 
time, the thing it quietly assumes, the load-bearing belief he never wrote down because he 
never knew it was a belief. 

He picks up a marker and writes one line under the seven steps: “Do they want the 
destination?” Then he stares at it, because he realizes he does not actually know. 

The rule: The product-first spine assumes the wanting is already there. A real problem 
is not the same as a customer who wants the outcome badly enough to act, and a 
great solution to an unwanted outcome is still an empty plane. 
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PART TWO: The Reorder 
 

CHAPTER 4: The Outcome-First Spine 

Experienced founders still start with an idea. They are not more patient, or more virtuous, or 
less in love with their products than you are. The difference is smaller and stranger than 
that. 

They start in the same place. They just organize the work around a different center. 

❖ ❖ ❖ 

The product-first founder organizes everything around the solution. The experienced 
founder organizes everything around the customer’s outcome. That’s the entire shift. 
Everything else in this chapter follows from it. 

Here’s what the work looks like when the outcome is the spine instead of the product. 

Step The work What the founder is trying to understand 
1 Idea What do we believe, and what must be true for this to become a 

business? 
2 Outcome What outcome do customers already want badly enough to act? 
3 Customer Who already wants that outcome and has a reason to act now? 

4 Roadblock What’s actually stopping them from reaching it today? 
5 Alternatives What are they already doing, tolerating, avoiding, or paying for 

instead? 
6 Offer What outcome can we credibly promise to deliver? 
7 Message Can we make that outcome feel clear, valuable, and reachable? 
8 Commitment Will they take a real step toward it? 
9 Delivery Can we help them reach enough of the outcome to justify that step? 
10 Leads Can we find more people who already want the same outcome? 
11 Sell / Repeat Can we move those people from interest to commitment, again and 

again? 

I know it has more steps. Don’t let that fool you into thinking it’s more work. It’s the same 
work, reordered, plus a few questions at the front that the product-first spine skips 
entirely, and skipping them is exactly what costs founders their runway. 

Notice where the customer shows up. Not at step four, when there’s finally a demo. At step 
two. The customer’s wanting is the second thing you think about, right after “what do we 
believe.” The product, meanwhile, has gone quiet. There’s no “build the demo” step near 
the top. Building happens (it shows up around delivery, step nine), but it has moved from 
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the beginning of the story to the middle, after you understand what you’re building toward 
and for whom. 

❖ ❖ ❖ 

The experienced founder is not asking the product-first founder’s question. This is the 
heart of it, so I’ll put both questions side by side. 

The product-first founder asks: “Do they have the problem my solution solves?” 

The experienced founder asks: “Do they already want this outcome badly enough to 
change behavior, spend money, risk time, or use their political and social capital?” 

These point you at completely different evidence. The first question is satisfied by a 
customer nodding and saying “yes, that’s a real pain.” The second is satisfied only by a 
customer doing something, switching, paying, committing, sticking their neck out. The first 
collects opinions. The second collects behavior. 

Dev, predictably, perked up at this, because behavior over opinion is his entire religion. “So 
the outcome-first spine is the one that actually has an evidence standard. The product-first 
spine collects ‘this is great.’ This one collects ‘I’ll act.’” Yes. That’s exactly it. The reorder 
isn’t softer than the product-first approach. It’s harder, because it refuses to count a 
compliment as data. 

❖ ❖ ❖ 

Watch the spine run on a real beach. 

Marisol’s outcome (step 2): tutors want a full, predictable schedule and to never have an 
awkward money conversation. Her customer (step 3): independent tutors who are already 
turning away students or chasing late payments, people the wanting is live for, today. The 
roadblock (step 4): they’re juggling texts, a paper calendar, and Venmo, and things fall 
through the cracks. The alternatives (step 5): a messy spreadsheet, a free calendar app, 
and a lot of mental load they’ve learned to tolerate. 

Only now, step six and beyond, does the product re-enter. The offer: we’ll give you a week 
that fills itself and money that arrives without you asking. The message: not “a scheduling 
and payments app,” but “stop chasing students and stop chasing money.” The 
commitment: will a tutor who’s never met you actually move their booking over? The 
delivery: does it work well enough to be worth the switch? 

Same product Marisol already built. Completely different starting point, and therefore 
completely different content, and therefore, for the first time, strangers who lean in. She 
didn’t need a new product. She needed to enter through the outcome instead of the app. 

❖ ❖ ❖ 
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Marisol redraws her plan. It takes her an afternoon. The strange part, she tells me, is how 
little of it is new: she’d done versions of almost every step. She’d just done them in the 
wrong order, starting from the app and working outward, so the customer’s wanting was 
the last thing she examined instead of the first. 

“It’s the same pieces,” she says. “I just had the spine backwards.” 

The rule: The experienced founder starts at the outcome, not the solution. The 
question shifts from “do they have my problem?” to “do they already want this badly 
enough to act?” and that question only accepts behavior as an answer. 
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CHAPTER 5: The Core Contrast 

Renu lays the two spines side by side on her desk. She has read them both. She agrees with 
the second one. And she notices that agreeing with it on paper has changed nothing about 
what she does on Monday. 

“I believe you,” she says. “I just don’t know what believing this is supposed to change.” 

❖ ❖ ❖ 

Fair. Let me make it concrete, line for line, so you can feel the difference at every step 
rather than just at the headline. 

Product-first thinking Outcome-first thinking 
I see a problem. Customers already want an outcome. 
I have a solution. Something is blocking that outcome. 
I need to demo it. I need to make the outcome clear. 
I need people to try it. I need them to take a real step toward the outcome. 
I need to refine it. I need to learn what’s blocking commitment. 
I need leads. I need more people who already want the outcome. 
I need to sell it. I need to help people commit to what they already want. 

Read down the left column and you’ll notice every sentence starts with I and centers on the 
product. Read down the right column and every sentence starts with the customer and 
centers on the outcome. That’s not a wording trick. It’s the whole reorientation in two 
columns. The left column is a founder talking about their thing. The right column is a 
founder thinking about a person. 

❖ ❖ ❖ 

Now, the guardrail, because this is the exact moment the message gets misheard and I 
want to catch it before it gets away from us. 

Reading that table, it is tempting to conclude: so the product doesn’t matter, only the 
outcome matters. That is wrong, and believing it will hurt you as much as the product-first 
spine did. 

The product is not the starting point for commitment. It is still essential to delivering 
the outcome. Both halves of that sentence are true at once. The outcome-first founder 
doesn’t love their product less. They’ve just understood its job correctly. The product’s job 
is to get the customer to the beach. That makes it indispensable (there is no beach without 
the plane), and it also means the product is not the thing you lead with, because no one 
ever wanted the plane. 

So when I say “start with the outcome,” I am not saying “neglect the product.” I’m saying: 
understand what the product is for before you pour another six months into it. Build the 
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plane, build it well, make it fly. Just make sure, first, that there’s a beach people want to 
reach on the other end of it. 

Renu’s instinct here was sharp, because she’d lived the trap from the inside. “This is why 
my friends bought and strangers didn’t. My friends were already at the beach with me, sort 
of. They trusted that I’d get their clients taken care of. So they tolerated the plane, the 
actual product, on faith. Strangers never saw the beach. I handed them a plane and 
expected them to want the flight.” Exactly. The product was identical in both cases. What 
differed was whether the person had a reason to want the destination before they ever 
touched the mechanism. 

❖ ❖ ❖ 

So what does believing this change, on Monday? 

It changes what you do first when something isn’t working. The product-first reflex is to fix 
the product. The outcome-first reflex is to ask whether you’ve made the right outcome 
clear to the right person who already wants it. Same problem, two completely different 
next moves, and one of them is a lot cheaper than rebuilding. 

That’s the practical payoff of the reorder, and it’s worth saying plainly: you stop spending 
your scarcest resource, time and money, on the product when the problem is actually 
the outcome. Most founder waste isn’t bad building. It’s correct building aimed at the 
wrong target. The reorder doesn’t make you build faster. It makes you build at the right 
thing, which is far more valuable, because the fastest possible work on the wrong target is 
still wasted. 

❖ ❖ ❖ 

Renu writes herself a note and tapes it to the edge of her monitor. It says: “When a stranger 
doesn’t buy, fix the beach before you fix the plane.” She tells me later that the note saved 
her from building two features that quarter, features her network had requested, that no 
stranger had ever needed, that would have eaten a month each. 

“The product still matters,” she says. “I just stopped reaching for it first.” 

The rule: Start at the outcome; the product still matters, but as the path to the beach, 
not the reason anyone wants to go. Most founder waste is correct building aimed at 
the wrong target. 
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PART THREE: The Questions the Frameworks Were Built to Answer 
 

CHAPTER 6: Frameworks Aren’t Steps 

Marisol’s nineteen-page action-items document was, she now sees, a list. Customer 
discovery: done. MVP: done. Landing page: done. Each framework a box; each box 
checked. And nothing worked. 

The problem wasn’t that she did them. The problem was that she thought they were boxes. 

❖ ❖ ❖ 

I want to take the weight off you now, because Part Three is going to look, at first glance, 
like the very thing that’s been crushing you: a list of startup frameworks. Customer 
Discovery, Lean Startup, MVP, Product-Market Fit, the Value Proposition, the Business 
Model Canvas, Go-To-Market, Traction, Selling, Scaling. The whole syllabus. 

But I’m not going to add a single one to your to-do list. I’m going to do the opposite. I’m 
going to show you what each of these was actually built to do, so you can stop performing 
them as chores and start using them as what they are. By the end of this part, the goal is for 
you to feel lighter, not more burdened, because half of what you thought you were failing 
at, you were simply misunderstanding. 

Here’s the first thing nobody tells you: these frameworks are not all the same kind of 
thing. You’ve been treating them as interchangeable steps in one big sequence, but they 
belong to completely different categories. 

Some are methods, ways of working (Lean Startup). Some are plans, coordinated 
approaches (Go-To-Market). Some are evidence labels, names for a kind of proof (Product-
Market Fit, Traction). Some are activities, things you do (Customer Discovery, Selling). 
Some are artifacts, things you make (MVP, the Business Model Canvas). 

When you hear all of these as items on a single checklist, you flatten that whole structure 
into “stuff to complete.” You build the MVP and check the box. You run discovery and 
check the box. But an evidence label isn’t something you complete; it’s a state you either 
have or don’t. An activity isn’t a box; it’s a thing you do to learn something specific. Treating 
a method like a deliverable is like treating “the scientific method” as something you finish. 

❖ ❖ ❖ 

So here is the reframe that organizes all of Part Three, and it’s a small change in wording 
that turns out to be enormous. 

Stop asking, for each framework, “have I done this?” 

Start asking, “what question was this built to answer?” 
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A framework is not a step you complete. It is a tool for answering a specific question 
about your business, almost always a question about the outcome, the customer, the 
roadblock, or the evidence that someone will actually act. When you know the question, 
the framework becomes useful. When you don’t, it becomes a chore you perform to feel 
diligent, generating activity and no judgment. 

I’m framing it as a question, not a “purpose,” on purpose. A purpose is a thing the 
framework has. A question is a thing you ask, and as long as you’re asking, you stay in the 
right posture: a founder trying to find out whether they’re wrong, not a founder collecting 
tools. Founders hoard frameworks the way some people hoard kitchen gadgets. The 
question keeps you using the knife instead of buying another one. 

So as we go through the syllabus in the next three chapters, every framework gets the same 
treatment. What do founders usually hear it as? And what question was it really built to 
answer? Keep the beach in mind the whole way through, because nearly every one of these 
questions is, underneath, a question about the beach. 

❖ ❖ ❖ 

Marisol re-titles her document. It used to be “Action Items.” Now it’s “Questions I Haven’t 
Answered Yet.” The list barely changes. The way she holds it changes completely. 

The rule: Frameworks aren’t steps to complete. Each one was built to answer a 
specific question, usually about the outcome, the customer, or whether anyone will 
act. Ask the question, don’t check the box. 
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CHAPTER 7: The Learning Questions 

Three frameworks live at the front of every startup’s life: Customer Discovery, Lean Startup, 
and the MVP. They are the ones founders reach for first, perform most diligently, and 
misunderstand most completely. 

They are all, underneath, asking the same kind of thing. They are trying to help you learn 
whether you’re wrong before it gets expensive. 

❖ ❖ ❖ 

Let’s take them one at a time, each with the two questions: what you probably heard, and 
what it was built to answer. 

Customer Discovery. 

What founders hear: talk to customers to confirm the problem and get ideas to improve the 
solution. 

What it was built to answer: am I wrong about the customer, the outcome, the roadblock, 
the urgency, and whether anyone will actually act? 

Discovery was never meant to confirm your idea. It was meant to attack it, to find out, while 
it’s still cheap, whether the wanting you’re counting on is really there. Marisol’s forty 
interviews confirmed that tutors have scheduling headaches, which told her nothing she 
didn’t already know and nothing about whether anyone wanted her beach enough to 
switch. When she went back and ran discovery as it was meant, asking what outcome 
tutors were already chasing, what they’d already tried, what they’d paid for, she learned in 
five conversations more than her original forty had taught her. Same activity. She just 
finally asked it the question it was built to answer. 

Lean Startup. 

What founders hear: build fast, measure, learn, improve, repeat. 

What it was built to answer: how do I avoid wasting months building the wrong thing? 

Lean is a method, a discipline for reducing wasted building. But founders hear “build fast” 
and delete the word “wasted,” so it becomes a license to build more, faster. Dev was 
extremely lean. He shipped constantly. He was, in the truest sense, missing the entire 
point, because the question Lean exists to answer is “how do I build less of the wrong 
thing,” and Dev was building the wrong thing very efficiently. 

MVP. 

What founders hear: the first usable version of the product. 

What it was built to answer: what’s the smallest test that reveals whether real customers 
will actually move? 
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This is the most expensive misunderstanding on the list. “Minimum viable product” got 
heard as “the smallest real product,” so founders spend months building a usable thing. 
But the V was never about usability; it was about viability: does this test the riskiest belief? 
Marisol’s riskiest belief (will a stranger want this enough to sign up?) could have been 
tested with a landing page and three conversations in a week. She built a four-month 
product instead. The MVP wasn’t a small product. It was a small test, and she’d turned it 
into a small product because that’s the version the product-first spine could understand. 

❖ ❖ ❖ 

Notice the pattern across all three. The framework was built to help you learn whether your 
beliefs are true. The founder turns it into a way to advance the product. Discovery becomes 
feature research. Lean becomes fast building. The MVP becomes a small product. Every 
time, a judgment tool gets converted into a product task, and the founder runs it diligently 
and learns almost nothing about the only thing that matters: whether anyone wants the 
beach enough to act. 

If you’ve “done” all three of these and you’re still stuck, this is almost certainly why. You 
did them. You just asked them the wrong question, so they answered a question you didn’t 
need answered. 

❖ ❖ ❖ 

Dev reruns “Lean” on his own work and laughs, not happily. “I optimized my build loop. I 
A/B tested onboarding. I shipped weekly. I did everything Lean says and I never once tested 
whether engineering leads wanted the outcome badly enough to switch. I made the plane 
more aerodynamic for a year.” 

The rule: Discovery, Lean, and the MVP were built to help you learn whether you’re 
wrong, cheaply. Run as product tasks, they make you efficient at building the wrong 
thing. 
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CHAPTER 8: The Evidence Questions 

Renu has fourteen paying customers. She has said the word “traction” in seven investor 
updates. She has, by the standards of her stage, proof. 

She also has a feeling, late at night, that the proof is made of something softer than it looks. 
This chapter is for that feeling. 

❖ ❖ ❖ 

Two frameworks on the syllabus aren’t activities or methods at all. They’re evidence labels, 
names for a kind of proof. And because they’re labels, the only thing that matters is what 
they’re labeling. Get that wrong and you’ll put a true word on a false thing. 

I want to start by saying clearly, because Renu needed to hear it and you might too: your 
customers are real. Your revenue is real. Nobody is about to tell you the money in your 
account is imaginary. The fourteen are fourteen. That’s not in question. 

What’s in question is what they prove. And that’s a different thing entirely from whether 
they’re real. 

Product-Market Fit. 

What founders hear: people are using the product. 

What it was built to answer: is a market repeatedly choosing this path to the outcome? 

The load-bearing words are market and repeatedly. Usage isn’t fit. A handful of people 
using your thing isn’t a market choosing it; it might be a few people doing you a favor. Fit is 
when strangers, people with no reason to be kind to you, keep choosing your path to the 
beach, on their own, again and again. Renu had usage. She did not yet have evidence of a 
market repeatedly choosing her, and the word “fit” had been quietly papering over the gap. 

Traction. 

What founders hear: I have users, revenue, demos, a waitlist, signs the startup is working. 

What it was built to answer: are customers taking meaningful action in a way that repeats? 

Here is the distinction that this whole chapter exists to give you, the one Renu most 
needed and the one that’s hardest to face: the difference between warm traction and 
cold traction. 

Warm traction is people who buy because they know you, or know someone who knows 
you. They trust you before they ever see the product. They give your beach the benefit of 
the doubt because they trust you’ll get them there. Thirteen of Renu’s fourteen were warm. 

Cold traction is strangers, people with zero trust at the start, who buy only because your 
content made the outcome clear, credible, and reachable on its own. They fill in none of 
your gaps with goodwill. Renu had exactly one of these. One. 
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Both are real revenue. But only one of them repeats at scale, because you cannot scale 
your personal relationships. You run out of friends, and friends-of-friends, fast. Warm 
traction proves people will buy from you. Cold traction proves the market will buy 
from your content. Those are different businesses, and a founder who reads warm 
traction as proof of cold demand is about to scale a pattern that doesn’t hold. 

❖ ❖ ❖ 

This is also why the founder reflex to “get more leads” so rarely fixes anything. Renu’s 
instinct, when strangers weren’t converting, was to get more strangers in front of the same 
content. But here’s the thing: 

More leads do not fix weak commitment. They manufacture more weak signals. 

If your content can’t turn a stranger into a committed customer, pouring more strangers 
onto it just gives you a bigger pile of people who “loved it” and vanished. You don’t have a 
volume problem. You have a commitment problem, and commitment problems are 
problems of the outcome, whether you’ve made a beach a stranger already wanted feel 
clear and reachable. No quantity of leads fixes a beach that isn’t landing. It just produces 
more confusing data that looks like activity. 

Renu felt this immediately. “So when strangers don’t convert, getting more strangers is the 
exact wrong move. It just makes my dashboard look busier while teaching me nothing. The 
thing to fix is whether the outcome lands cold, without me in the room.” Yes. The single 
most useful data point she had wasn’t her fourteen. It was her one. One stranger had 
bought from the content alone, and she had never studied why, because thirteen warmer, 
louder data points had drowned it out. 

❖ ❖ ❖ 

Renu makes two columns in her customer list: “knew me” and “didn’t.” Thirteen and one. 
She stares at the one for a while. Then she does something she’d never thought to do: she 
emails that one stranger and asks what, exactly, on the page made her sign up. The answer 
reshapes Renu’s entire homepage. Her second cold customer arrives nineteen days later. 

“I had the proof backwards,” she says. “I was counting the wrong number as the win.” 

The rule: Fit and traction are evidence labels: what matters is what they’re labeling. 
Warm traction proves people will buy from you; cold traction proves the market will 
buy from your content. Only one repeats, and more leads never fix weak commitment. 
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CHAPTER 9: The Market and Money Questions 

The back half of the syllabus is where founders feel most like real businesspeople: the 
value proposition, the business model, go-to-market, selling, scaling. This is the grown-up 
stuff. The stuff with spreadsheets. 

It’s also where the product-first spine does its most expensive damage, because by now 
the founder has committed real money, and the frameworks get used to justify that 
commitment instead of question it. 

❖ ❖ ❖ 

Five frameworks, same treatment. What you heard, and what each was built to answer. 

Unique Value Proposition. 

What founders hear: explain why my product is better than the competition. 

What it was built to answer: can I make the outcome clear, credible, and meaningfully 
different? 

A UVP isn’t a feature comparison. It’s a promise about a beach, stated so a stranger 
believes it’s real and believes it’s reachable through you specifically. “Faster, cheaper, 
more integrations” is plane-talk. “Sleep through the night after you deploy” is beach-talk. 
Dev’s first value prop was a spec sheet. His second was a promise about sleep. Only the 
second one made anyone lean in. 

Business Model Canvas. 

What founders hear: fill in the boxes to show how the business makes money. 

What it was built to answer: what has to become true for this company to work, and which 
of those things have I not tested? 

The canvas is a map of assumptions, not a planning worksheet. Every box is a bet. Filled in 
confidently, it’s a fiction that feels like a plan. Used correctly, it’s a list of the things most 
likely to kill you, ranked by how little evidence you have for them. Most founders fill it in to 
feel organized. It was built to make you nervous in the right places. 

Go-To-Market. 

What founders hear: marketing, channels, leads. 

What it was built to answer: do I have a repeatable path to find, reach, convince, and keep 
a defined market? 

The operative word is defined. You can’t go to a market you haven’t named. Renu’s go-to-
market was “post in communities I’m in”, which isn’t a market, it’s a network. A real GTM 
names a kind of stranger who already wants the beach and finds a repeatable way to reach 
more of them. 
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Selling. 

What founders hear: the thing you do once the product is ready, to convince people to buy. 

What it was built to answer: why will customers commit, or not? 

This one matters most, so slow down here. Selling is not the act of pushing a finished 
product on people. Selling, done right, is how you learn why people commit and why 
they don’t. Every sales conversation is a free experiment in whether your beach lands and 
what’s blocking the step from interest to commitment. Dev resisted “selling” for a year 
because it sounded like personality and manipulation. When he saw it as a disciplined 
process for testing commitment, behavior, evidence, the thing he loves, he started doing it 
the next week. The founders who “hate selling” almost always hate the caricature of 
selling. The real thing is just learning, out loud, with a real customer. 

Scaling. 

What founders hear: add marketing, sales, headcount, features, funding, grow. 

What it was built to answer: what already repeats, so I can do more of exactly that? 

Scaling is not how you find what works. It’s how you multiply something that already, 
demonstrably, works without you holding it up. Scale a pattern that hasn’t proven it 
repeats, say, warm-network revenue, and you don’t grow the business, you grow the leak. 
Scaling expands what repeats. If nothing repeats yet, there’s nothing to scale. Renu 
was one strategic conversation away from raising money to scale a motion that only 
worked because she personally knew the customers. The framework would have looked 
like growth right up until it didn’t. 

❖ ❖ ❖ 

Step back and look at the whole syllabus now, all ten, across these three chapters. Every 
single one, correctly understood, is asking a question about the same small set of things: 
the outcome, the customer who wants it, the roadblock between them, and whether 
anyone will actually act. Discovery asks if you’re wrong about the wanting. The MVP asks 
for the cheapest test of it. Traction asks whether the wanting repeats with strangers. The 
UVP asks whether you can make the beach credible. Selling asks why people will or won’t 
commit to it. 

They were never ten separate chores. They were ten different questions about one 
beach. That’s why doing them as a checklist felt like so much disconnected work, you 
were performing ten rituals without the single thread that connects them. The thread is the 
outcome. Pull it, and the whole syllabus snaps into a single coherent line of inquiry. 

❖ ❖ ❖ 

Dev redoes his value proposition, his sales conversations, and his definition of “ready to 
scale,” all in one week, all by asking the question underneath each one instead of 
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performing the ritual. “It’s the same words I’ve been using for a year,” he says. “Value prop. 
Selling. Scaling. I just finally know what each one is asking.” 

The rule: The value prop, business model, go-to-market, selling, and scaling are all 
questions about the outcome, the customer, and what repeats. Selling is learning why 
people commit; scaling is multiplying only what already works without you. 
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PART FOUR: Living the Reorder 
 

CHAPTER 10: The Discomfort Is the Point 

There is a moment, when a founder first runs the outcome-first spine honestly, where it 
stops feeling like progress and starts feeling like a threat. I want to warn you about that 
moment, because it’s where most people flinch back to the old perspective, and the flinch 
is the most important tell of all. 

❖ ❖ ❖ 

Here’s what nobody tells you about the reorder: it feels worse before it feels better. The 
product-first spine is comfortable. Every step gives you something to do and something to 
show. Build the demo. You have a demo. Run the pilot. You have a pilot. Add the feature. 
You shipped. The activity is constant, visible, and reassuring. 

The outcome-first spine asks harder questions before it lets you build, and the questions 
are uncomfortable on purpose: 

What outcome do customers already want, and what if it’s not the one I built around? Who 
wants it badly enough to act, and what if that’s fewer people than I hoped? What are they 
already doing instead, and what if it’s good enough that they won’t switch? What’s really 
blocking commitment, and what if it’s not something a feature can fix? 

Do you feel the difference? The product-first questions can all be answered by doing more. 
The outcome-first questions can all be answered by learning something you might not want 
to know. They can reveal that the beach you built around isn’t one people want badly 
enough. That the customer you imagined doesn’t act. That your story is weaker than you 
hoped. 

That discomfort is not a sign you’re doing it wrong. It’s a sign you’re finally asking the 
questions that can actually save you. The product-first spine felt good precisely because 
it kept those questions away from you. It let you stay busy instead of finding out. And 
founders run out of money staying busy far more often than they run out of money finding 
out. 

❖ ❖ ❖ 

I want to be careful here, because there’s a way to misread this chapter as “stop building 
and just think.” That’s not it at all. 

The goal is not to stop building. The goal is to stop building around a story your 
customers don’t share. 

Building is good. Shipping is good. The product still matters. We never stopped meaning 
that. The reorder doesn’t ask you to build less out of caution. It asks you to make sure that 
what you build is aimed at an outcome someone already wants, before you spend the 
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months. You will build plenty. You’ll just build it pointed at a real beach instead of an 
imagined one, and that single change is the difference between effort that compounds and 
effort that evaporates. 

All three founders hit this wall. Marisol’s hard truth was that “tutors who want to look 
professional” was a smaller, more specific group than “tutors.” Dev’s was that some 
engineering leads genuinely didn’t want the outcome enough to switch off a tool that 
mostly worked. Renu’s was that her motion didn’t repeat cold. None of those were fun to 
learn. All of them were cheaper to learn in a week of conversations than in a year of 
building. Every one of them, faced honestly, redirected real effort onto something real. 

❖ ❖ ❖ 

Marisol tells me the hardest part wasn’t the work. It was the afternoon she realized the 
outcome she’d fallen in love with, “help tutors run their whole business”, was bigger and 
vaguer than anything a stranger wanted badly enough to act on. She had to let it shrink into 
something specific and a little less grand. “It felt like losing,” she says. “It was the 
opposite. I’d just been in love with the plane.” 

The rule: The outcome-first questions are uncomfortable because they can reveal 
your story is weaker than you hoped. That discomfort is the point. The goal isn’t to stop 
building. It’s to stop building around a story customers don’t share. 
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CHAPTER 11: The One Thing to Do 

You’ve reached the part of the book where most books hand you a forty-step system. I’m 
not going to do that. I told you at the start that this book would never give you a single new 
task, and I meant it. 

There is exactly one thing to do. Not a method. A single decision you can make this week. 

❖ ❖ ❖ 

Here it is. 

Before you build the next thing, re-examine the things you already have, through the 
outcome. 

That’s it. You don’t need to start over. You don’t need a new product, a new market, or a 
new plan. You have an idea, content, and, even if it’s just a few, customers or 
conversations. Run those through the new perspective, once, honestly. I call it the 
outcome audit, and it’s less a system than a set of questions you already have everything 
you need to answer. 

Take your idea and ask: what outcome does this really deliver, the beach, not the plane? 
Would anyone want that outcome if my product never existed? If I can’t name a beach 
people already want, that’s the thing to fix, and no amount of building fixes it. 

Take your content, your homepage, your pitch, your one-liner, and ask: does this lead with 
the outcome, or does it lead with the mechanism? Am I describing the flight or the beach? 
Read it as a stranger with zero trust. Does it make a beach I’d want feel clear and 
reachable, or does it explain a tool? 

Take your customers and conversations and sort them into two columns: the people who 
knew you, and the strangers. Look hard at the strangers, however few. They’re your only 
real evidence about whether the outcome lands cold. If you have zero, that’s not a failure. 
It’s the most useful thing you could possibly know right now, because it tells you exactly 
where the next work is. 

That audit will tell you, more honestly than any metric, which spine you’ve been running 
and where the real work is. You will almost certainly find that some of what you thought 
was a product problem was an outcome problem all along, and that’s good news, because 
outcome problems are cheaper to fix than product problems. 

❖ ❖ ❖ 

When you’ve run the audit and you want to go further, to get systematic about turning that 
perspective into committed customers, that’s where the rest of the work lives, and where 
the companion books pick up. One goes deep on how customers actually move from 
interest to commitment. One walks through the loop of making content, testing it on real 
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strangers, and iterating until the outcome lands. One catalogs the specific false beliefs 
that pull founders back toward the plane. 

But notice the order. The audit comes first. The tools are the how. This book was only ever 
about the where you stand, and you can’t use the tools well until you’re standing in the 
right place. Run the audit, and the tools will finally do what they were built to do, because 
you’ll be asking them the right questions. 

❖ ❖ ❖ 

Renu runs the audit in an afternoon and finds, to no one’s surprise but her own, that her 
entire homepage describes a client-portal product and never once names the outcome her 
consultants actually want. She rewrites it that night. Dev runs it and discovers his “value 
proposition” is a feature list with no beach in it. Marisol runs it and finds that the strangers 
who didn’t convert were reading a page written for someone who already trusted her. 

Three different findings. One decision, made once. Everything downstream of it changed. 

The rule: Don’t start over and don’t add a system. Run one outcome audit on the idea, 
content, and customers you already have. It tells you which spine you’ve been on and 
where the real work is, and it comes before any tool. 
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CONCLUSION: You Were Never Behind 

Let me bring the three of them back one last time, because the best way to show you what 
the reorder does is to let you hear them describe it, the new way they’ll build, and how it 
differs from the way they started this book. 

❖ ❖ ❖ 

Marisol, who began by fearing her idea was simply bad: 

“I came in thinking I’d done everything right and the idea was the problem. The idea wasn’t 
the problem. The order was. I used to start with my app and work outward, build it, demo it, 
find people to try it, refine it. Now I start with the tutor’s beach: a full schedule, no awkward 
money talks. I figure out who wants that badly enough to switch, I make that outcome clear 
before I touch the product, and only then do I worry about whether the app delivers it. 
Same pieces. I just had the spine backwards. The wild part is I’m doing less than before, 
and more is happening.” 

❖ ❖ ❖ 

Dev, who began certain that a good enough product would speak for itself: 

“My assumption was that startup failure is a build problem. It’s not, or it wasn’t for me. I 
built a great plane to a destination I never confirmed anyone wanted enough to switch for. 
Now there’s an evidence standard in front of every decision: not ‘is this good?’ but ‘will they 
act?’ Selling turned out to be the most useful experiment I have, not the salesy thing I was 
avoiding. I stopped asking ‘is my product good’, I knew it was, and started asking ‘does 
anyone want the outcome badly enough to leave what they’ve got.’ That’s a question I can 
test. It’s the first thing in two years I’ve been able to actually test.” 

❖ ❖ ❖ 

Renu, who began afraid her revenue wouldn’t repeat: 

“I had fourteen customers and a quiet fear. The fear was right, and naming it was the best 
thing that happened to me all year. Thirteen bought from me. One bought from my content. 
I used to count fourteen as the win and chase more leads. Now I know the one is the real 
signal, and the work is making the beach land cold, without me in the room, before I scale 
anything. My customers were always real. I just stopped mistaking ‘people who like me’ for 
‘a market that repeats.’ I’m growing slower on paper and building something that will 
actually hold.” 

❖ ❖ ❖ 

Here is what I want you to take from all three. 

You were never behind. You were never bad at this. You did real work, often a great deal of 
it, and you did it intelligently. You were simply running a sensible process from the only 
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perspective anyone ever handed you, solution-first, product at the center, the customer’s 
wanting assumed rather than examined. You heard problem and solution so many times, 
from so many sources, that no one ever thought to show you the other place to stand. 

That missing perspective was the whole gap. Not your effort. Not your idea, necessarily. 
Not your persistence. Just the angle. 

And an angle is a wonderful thing to have been missing, because you can change it today, 
for free, without adding a single task. Stand at the outcome instead of the solution. Watch 
the goals reorganize, from “build a good product” to “deliver a wanted outcome.” Watch 
the frameworks reorganize, from ten chores into ten questions about one beach. Watch 
the sequence reorganize, the customer’s wanting moving from the last thing you check to 
the first. Watch the work itself reorganize, from building around a story you hoped was true 
to building toward one you’ve confirmed people share. 

You don’t waste less effort because you work harder. You waste less because you finally 
aim before you build. And people try and buy sooner not because you sell faster, but 
because you stopped offering them a plane and started offering them the beach they 
already wanted. 

Go find the beach. The plane was never the problem. 

 

The founders in this book are composites drawn from more than a hundred early-stage 
founders. None is a single real person. All of them are true. 


