
T H E  F I R S T  +  S E C O N D  T U R N S  ·  P R O D U C T I O N  P R O O F

THE AI
BUSINESS
MANIFESTO
Why an AI That Truly Knows You Changes
Everything

THE MACHINE GOT FASTER.
THE BUSINESS HAS TO CHANGE.
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THE AI  BUSINESS MANIFESTO ORIENTATION

THE THREE TURNS
First, make the machine useful. Then make its capability yours. Then
make sure all that leverage is carrying you toward the future you chose.

01
THE FIRST TURN — THE BUSINESS AROUND THE AI
The First Turn put the machine to work: jobs that took a team and a week now begin in seconds, and the
first eighty percent arrives before the coffee is cold.

02
THE SECOND TURN — YOUR JUDGMENT BECOMES THE ADVANTAGE
The Second Turn decides who that machine works as. The corrections you make every day stop dying
when the chat closes and start compounding into the one advantage your competitor cannot rent at any
price—because it can only be built from you.

03
THE THIRD TURN — THE PERSON BEHIND THE JUDGMENT
The Third Turn decides whether AI compounds your strengths or accelerates your self-sabotage. A
shallow system feeds the distraction, perfectionism, and loops already costing you. A deeper one learns
when to interrupt them—so more capability produces a better future, not merely more of your past.

THE FIRST TURN → THE SECOND TURN → THE THIRD TURN
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THE BUSINESS
AROUND
THE AI

Make the machine useful.
Then redesign the business around what it
makes possible.

F I R ST S E C O N D T H I R D



The money is already moving toward people no more talented than you.

Whether you want AI to make more money in the business you already have, help you launch an AI-native
business, or simply bring more of what you are capable of into the world—or, like me, you want all three—the
path begins in the same place.

There are three specific reasons AI has not gotten you there.

All three have fixes. I know because I watch entrepreneurs apply them inside our AI programs and begin
turning AI into revenue while the program is still underway.

In the pages ahead, I’ll walk you through each fix, step by step. You’ll see what is blocking the money, how to
remove it, and what your business must become to compete in the age of AI.

READ THIS BEFORE YOU OPEN YOUR AI AGAIN
You’re about to uncover what most entrepreneurs will never know about AI //

You’re about to see four AI-use cases most entrepreneurs still don’t know about //

Because you’re about to see:

How a bootstrapped founder built and sold his company for $80 million in one year with less than 10
employees (most entrepreneurs are NOT doing this) 

The 80% Trap: the dangerous false sense of productivity AI gives you BEFORE you've shipped your
product, launched your business or generated more revenue 

Why the advice that built hundreds of 8, 9, and even 10-figure online companies is now outdated. I know
because I wrote the blueprint for their growth - and 5 million people downloaded it.   

The ONLY multi-million or billion-dollar business asset you have now, which no competitor can buy, no
model can generate, and no vendor can own (unless you hand it over.)

And by the end of this report, you’ll have everything you need to plug the exact same tools into YOUR
business…

So you too can experience exponential growth with AI.

There is no buy link at the end of this report and I am not asking you to buy anything here. This report is about
moving YOU toward your highest potential in business and life.

If I succeed in doing that, my hope is you get as much joy and pleasure as I do, sharing this report with others
who are ready to experience their infinite potential with this technology.

• 

• 

• 

• 
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Are you ready? Let’s dive in.

THE MOST DANGEROUS HAND IN POKER
APPLIED TO AI
In poker, the worst hand rarely breaks you.

You look down, see garbage, fold, and lose almost nothing.

The most dangerous hand is the second best one at the table. It is strong enough to trust. Strong enough to bet
everything on. And the only hand that beats it is the one you never see coming.

Right now, you may be holding the second-best hand with AI in your business.

Meaning, you use AI. You make things faster. You keep up with every new release.

And that feels like winning.

But second best never feels like losing. It feels like winning right up until the cards turn over.

T H E  D A N G E R  H I D I N G  I N S I D E  A P PA R E N T  P R O G R E S S

SECOND
BEST

FEELS LIKE WINNING

RIGHT UNTIL THE CARDS TURN
OVER.

How would you even know if the way you use AI is setting you up to win—or
to lose?
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So ask yourself the question most entrepreneurs aren't asking:

How would you even know if the way you use AI is setting you up to win—or to lose?

You wouldn’t know from the speed of the output your AI gives you.

You wouldn’t know from the number of AI platforms you use.

And you definitely wouldn’t know from the amount of time you’re spending with AI.

So ask yourself…

Has AI changed your business?

Has AI made you more money?

Has AI given you more time to do what you do best?

If you answer honestly, the answer is probably NO.

Because winning with AI isn’t just about having AI… or using AI…

It’s about fundamentally transforming the way you build, operate and produce value AS A RESULT of AI.

So realize…

THIS IS NOT A WARNING ABOUT SOMETHING
COMING
The shift in who wins and loses with AI has already started.

Maor Shlomo started Base44 alone and bootstrapped it. Within months, Wix announced an $80 million

acquisition. And Base44 had fewer than ten employees.1

And Maor’s not a fluke. Pieter Levels — one man, no staff, no funding, a dozen profitable products — took a
brand-new product from zero to a million a year in seventeen days with AI writing nearly all the code. And
Pieter posts his numbers live on X. Go look up @levelsio.

AI success stories are everywhere once you start looking.

In high school, Zach Yadegari started Cal AI — point your camera at your plate, the AI counts the calories. It
made thirty million dollars in revenue last year and sold to MyFitnessPal the day he turned eighteen.

Danny Postma runs HeadshotPro alone from Bali — AI headshots, three hundred thousand dollars a month,
zero employees.

And it isn’t just solo operators. Small teams are growing big businesses fast.

Vulcan builds software for state governments — from a founding team that can’t write code. They described
what they wanted, the AI built it, and within months Virginia’s governor signed an executive order requiring
every state agency to buy it and run it. Built by non-coders. Mandated by law.

01  ·  THE F IRST TURN This Is Not a Warning About Something Coming

THE AI  BUSINESS MANIFESTO 6



And Cursor: at the end of 2023 they had 20 employees and did a million a year. Today, in under 3 years…
Cursor has three hundred employees doing $2 billion in revenue. Which means their headcount grew 15x
while their revenue grew 2,000x. That’s the fastest growing software company in history. And all this
happened before being acquired by SpaceX for $60 billion.

That’s WINNING with AI.

Now, know this:

THEY DIDN’T BEAT YOU WITH BETTER AI. THEY
BUILT FORTUNES WITH WEAKER, OLDER
MODELS
That’s right - every success story you just read was built on models weaker than the ones on your screen right
now.

So answer the only question that matters:

Why isn't their story yours?

You know the answer cannot be the tools.

You have the tools. You have probably bought too many of them.

So ask the question beyond all the hype, buzz, and FOMO is this: 

How much more has AI added to your bottom line?

Even if it’s made you faster or more productive... 

Has it made you meaningfully RICHER? 

It’s one thing to do all the prompts, or upload voice samples, or give AI your biggest context files. Or even
follow experts on social media and implement their advice. 

But at the end of the day, what comes back is still the same business... did anything fundamentally change? 

Sure, you can throw together a draft or presentation now in minutes instead of days or hours. That’s great. But
everything that still has to happen before (or after) those assets reach a customer is still the same. 

AI shortened some steps. It did NOT significantly grow current revenue, add new sources of revenue, or
even allow you to work less to earn the same money.

The work accelerated. Your income did not.

And after enough rounds of that, a nagging suspicion begins to form in your head. 
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You would never post it. You would never say it at a mastermind table at two in the morning.

“Maybe it is me. Maybe *I’m* the problem.”

WHAT ENTREPRENEURS TELL ME IN PRIVATE
WHEN AI ISN’T MAKING THEM MORE MONEY
No matter what doubts you have now, I’m here to say - IT’S NOT YOU. 

Because I see the same pattern in information very few people ever get to see.

I coach business owners. Coaching only works when someone tells me what is actually happening—not the
polished version, the real truth. The stalled launches. The abandoned systems. The places where the business
keeps falling back on them. The doubts, fears and uncertainties they cannot share with anyone else.

And before a client enters one of my higher-level programs, an AI system I built interviews them. With their
approval, it gathers the documents, offers, numbers, and decisions that explain the business. Then it builds a
dossier detailed enough for my team and our AI to build their architecture, agents and skills.

Hundreds of those dossiers sit in the system I use every day.

Different markets. Different personalities. Different stories.

And they each believe their challenge in making AI work for them is unique. But after reviewing hundreds of
dossiers myself, I'd have to be blind not to see the pattern.

Three, and only three problems kept repeating.

01  ·  THE F IRST TURN What Entrepreneurs Tell Me in Private When AI Isn’t Making Them
More Money
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T H R E E  R E P E AT I N G  C O N S T R A I N T S

THE WORK ACCELERATED.
YOUR INCOME DID NOT.

01

AIMED WRONG
AND TOO SMALL
You only assign work you
already know how to supervise.

THE WORK RETURNS TO YOU ↓

02

BRILLIANT
BUT BLIND
Each tool sees a slice. You carry
the missing context.

THE CONTEXT RETURNS TO
YOU ↓

03

NEW ENGINE
OLD DESIGN
AI speeds the old workflow. You
still make every handoff.

THE DECISIONS RETURN TO
YOU ↓

EVERY PATH RETURNS TO YOU REVENUE
STAYS FLAT

01  ·  THE F IRST TURN The Top Three Problems Keeping AI Revenue Growth Flat
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THE TOP THREE PROBLEMS KEEPING AI
REVENUE GROWTH FLAT
You aimed wrong—and too small.

Maybe you tried giving AI the whole project once. It came back wrong in ways you had not known to warn it
about. So you got a little more specific. 

Now you specify the length, tone, format, sections, and steps. But this usually leads to you giving AI only the
work you understand well enough to supervise. If you do not know how something is done, you do not know
how to ask AI to do it.

Every disappointment makes your prompt longer and the scope of your assignment smaller. Soon the most
capable tool you have ever touched is operating entirely inside the boundaries of what you already know.

That limit cripples your potential in ways you can’t even see. 

Every new job begins the same way. Find the file. Paste the transcript. Re-explain the offer, the customer, the
goal, and everything that changed since the last conversation. The AI may be brilliant, but it’s blind to the very
things it needs to give you breakthrough results. 

The tool writing the email never heard the sales call. The one building the webinar cannot see where buyers
dropped. The one analyzing the numbers does not know which promise changed yesterday. Each can move
fast inside the slice you handed it. None can see what the slices mean together.

So every output comes back to you. You carry it into the next tool, supply the missing context, catch the
contradictions, and decide what should happen next.

The email got faster. The deck got faster. The report got faster. You inserted AI wherever work was already
being done. 

But you never gave it enough to level up your entire system - not in a way that moves the needle in your
business. 

You put the new engine inside the old design.

You did not build a new kind of business. You gave the old business a machine capable of producing more
work than it could absorb.

01  ·  THE F IRST TURN The Top Three Problems Keeping AI Revenue Growth Flat

THE AI  BUSINESS MANIFESTO 10



Before I show you how to fix all of this, you should know why I am the person telling you to take this road—
and why I know these changes work.

I’M THE MOST FLAWED PERSON I KNOW -
AND THAT EXCITES ME
I’m going to get pretty vulnerable here in this report. 

That means I’m going to share things I would normally rather keep private: my personal shortcomings, the
challenges and setbacks underneath everything I’ve learned, the limits I’ve battled with. 

I’m also going to share my triumphs and the track record of success that gives me the right to ask you to act on
them. You deserve the whole picture, unfiltered. 

Before we get into the struggle, let me tell you where I am today.

When I step in front of the five screens on my desk, it feels like I am putting on an Iron Man suit.

The real Rich Schefren can't even send an email through Keap or GoHighLevel. I cannot design a webpage,
hook up a funnel, or do half the technical things required to carry an idea into the world.

But now, in front of my machine (my complete computer setup - mobile, cloud, desktop), I feel like I can do
anything.

At fifty-five, I am more excited to work than I was at twenty-five. I come to my desk asking a question I never
used to ask:

What awesome thing can I create today that will move my business or life forward?

I feel like a kid again.

For most of the past twenty-five years, saying I was excited about working would have been a strong
overstatement. I dragged myself to my desk thinking about everything I was behind on, everything waiting for
me, and everything that required me to struggle up against something. I could do well, but only with intense
effort paired with a lot of caffeine, stimulants and beating myself up along the way

Why?

Because despite having vast marketing and business knowledge - so much so that a single day of consulting
from me could produce millions or even billions in value for others - I could never personally execute even
HALF of what I knew was possible. 

I could see the right move for someone else with painful clarity. I could hand it to them, watch them build an
empire, then return to my own desk and stall.

Nearly three decades of journals. Volume after volume of things I knew I should do and did not.

01  ·  THE F IRST TURN I’m The Most Flawed Person I Know - And That Excites Me
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That gap between knowing and doing has been the central fight of my life.

It is also why I spent twenty years studying the person underneath the business: how you see, decide, avoid,
commit, change, and get in your own way.

I did not know that work would become the foundation of everything AI needs next.

HOW A CLIENT TURNED MY ADVICE INTO A $1.25 BILLION
COMPANY
More than twenty years ago, I built the first online business coaching program. The video lessons, live calls,
and structured coaching model you now see everywhere had no established model I could copy.

Many of the people who later led this industry were my students, or students of my students.

I helped Bill Bonner's Agora grow from $250 million to $1.25 billion in a year. I coached Ryan Deiss before
DigitalMarketer became a multi 8-figure juggernaut. Russell Brunson before ClickFunnels hit $100M ARR and
a $800 billion peak valuation. 

Most of the early “who’s who” of internet entrepreneurs could tie some meaningful part of their breakthrough
success to me. Across those clients, I have been credited with roughly $15 billion in growth.

There is a reason people started calling me the "Guru to the Gurus". My best work has often shown up more
clearly in someone else's company than in mine.

That is not false humility. It is the contradiction that produced this report: I became unusually good at seeing
the move and unusually frustrated by my inability to make those same moves in my own business.

Then the AI revolution began. 

I put AI inside my business and used it to create new programs, deliver them, rebuild older ones—and rebuild
myself. The programs and growth that followed produced millions of dollars in revenue.

Yes, for the last three years, I’ve generated multiple millions in revenue - driven directly by AI products and
systems.

As exciting as the money was, something far more personal and revolutionary was happening.

Ideas that once would have ended as another painful journal entry about what I
should have done were making it all the way into the world. More of the moves I
could see were becoming things I had actually built.

The gap between knowing and doing—the central fight of my life—was finally beginning to close.

That was the discovery I had not seen coming.
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That’s why I’m so eager to share these three fixes with you. Just partially addressing them in my own business
allowed me to generate surprising results. 

$2.2 MILLION IN MY FIRST AI LAUNCH
When you fully fix all three limitations I’m about to show you, your revenue potential with AI immediately
multiplies. 

Not just potential, though - you start to experience truly exponential results. 

The first changes what you ask. The second changes how deep into your business the AI can go. The third
changes the actual business your systems run through.

FIX ONE: STOP TELLING THE AI HOW
Every instruction you give AI does one of three jobs.

It supplies the context: what to read, what to know, what facts and constraints matter.

It dictates the method: the format, steps, structure, and route.

Or it defines the outcome: what the work is for and what must become true when it succeeds.

The usual mix is backward.

You give the AI almost no context, no real outcome, and a prison full of method.

F I X  O N E  ·  S T O P  T E L L I N G  T H E  A I  H O W

FORMAT

STEPS

LENGTH

STRUCTURE

METHODS
CAGE

→
A R M  I T  W I T H

CONTEXT
T H E N  G I V E  I T

AN OUTCOME
TO HUNT.

Same model. Same task. A completely different demand.
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"Write a follow-up email. Under 150 words. Two paragraphs. One bullet. Friendly but professional. Clear
call to action. Add a P.S."

It looks precise (method instructions often do).

It has no destination (no real outcome).

So the AI returns a clean little template no one remembers.

Now give the same job a clear outcome:

"Here is Tuesday's call and the proposal. Write the follow-up. Success means he feels we heard the hesitation he
never said out loud and replies to book Thursday. If he will never buy, surface that now instead of letting this drag
for a month. Format and length are your call."

Same model. Same task. Yet clearly a different demand.

The first prompt asks the AI to obey your route. The second asks it to hunt the result.

That is when it starts finding moves you did not know to request.

METHODS CAGE. CONTEXT ARMS. OUTCOMES HUNT.
Be a tyrant about context. If the source matters, make the AI read it. If a fact can't be invented, say so. Ask for
proof back - read receipts and other novel ways to confirm your steps were followed.

But also be a libertarian about method. Give the machine room to find a route better than yours. By providing
less instructions on method you give your AI more opportunity to find better solutions to provided outcome.

Be an evangelist about outcome. Tell it what the work must change, what the customer should feel, and what
should happen next. The clearer and more specific you can be about the outcome, the higher the probability
you'll get it.

The outcome is not the final link in the chain. It is the starting point. Once the outcome is clear, the right
inputs become obvious and the AI can use its full intelligence to get you the result.

The best part of making the shift from method based prompting to outcome based is how you quickly realize
you've just shifted your limits.

It literally takes you from being limited by skill...to being limited only by the full extent of your
imagination. It’s hard to convey in words how liberating this is. Most of us have lived our entire lives
confined to thinking our creativity or achievements were bounded to skill. But removing that limit means
your IMAGINATION now determines what you can build, how far you can grow, and what you can produce.
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THE OUTCOME-PROMPTING RULE

Be a tyrant about context. 

Be a libertarian about method. 

Be an evangelist about outcome. 

Ask for proof that the important constraints were
followed.

This alone will release energy, motivation, but more importantly processes to accelerate in your business and
boost revenue. 

That said, it’s far from the only thing to fix. 

FIX TWO: GIVE THE AI SOMEWHERE TO STAND
Twenty years ago, I put a diagram on the cover of the original manifesto.

You were in the center. Sales, finance, content, traffic, hiring, legal, customer service, dozens of other
overwhelming functions—all running through one person’s brain and nervous system.

Yours.

Back then, you were the bottleneck - and the answer was to pull yourself out of the web. 

• 

• 

• 

• 

D O C U M E N TA RY  E V I D E N C E  ·  2 0 0 6

YOU WERE
IN THE CENTER.
Sales, finance, content, traffic, hiring, legal, customer service—
everything running through one person’s brain and nervous system.

YOURS.

Original Internet Business Manifesto cover, used here only where Draft 40 calls for the historical U-diagram.
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Today, the answer is to give AI a dynamic place inside the web.

I call that place a harness.

FROM CHAT WINDOW TO BUSINESS OPERATING SYSTEM
A harness is not a chat window or a folder of prompts. It is a model-independent operating environment that
gives AI memory, reach, and a place to work inside the business. 

It’s everything that makes an AI model useful - and perform optimally for you.

Your offers, customers, numbers, meetings, content, sales history, standards, and work in motion stop
arriving as separate briefings. They become one working memory—not one giant dump of files, but one
connected business the AI can draw from as the work requires.

Underneath, hooks fire automatically. The right context is injected at the start of each job. Your standards
travel with the work. The morning's intelligence is compiled before you sit down. What happens today
becomes available to the next decision. And because the harness sits outside the model, I can run Claude, GPT,
and Gemini—or replace any of them—without rebuilding the business around them.

WHAT A HARNESS PROVIDES

Memory 

Context 

Tools 

Reach 

Automation 

Standards 

Continuity 

The ability to act across the business

• 

• 

• 

• 

• 

• 

• 

• 

T H E  H A R N E S S  I S  T H E  O P E R AT I N G  L AY E R  A  C H AT  W I N D O W  L A C K S

THE BUSINESS

CALLS
CUSTOMERS
NUMBERS
WORK

→

PERSISTENT WORKING LAYER

THE HARNESS

MEMORY · CONTEXT · STANDARDS · CONTINUITY

→
ANY MODEL

CLAUDE
GPT
GEMINI

ACTION RETURNS TO THE BUSINESS What happens today becomes context for the next decision.
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NOW GIVE IT THE WHOLE MAP
Your AI should not only see the meetings, Slack conversations, active projects, marketing calendar - it should
also see your CRM, critical data, and sales as they happen.

That does not make it magical. It makes it briefed.

Now it can answer questions no isolated tool can touch: Which objection keeps appearing before a refund?
Which idea from a meeting changed the sales numbers? Which campaign looked healthy on the dashboard
but had already died inside the team?

And it can act on the answers. An objection from a sales call can change the webinar close. The drop-off at that
close can change the follow-up. The replies can change the next sales conversation, and it can do all this 
automatically, without me carrying the context between tools.

Twenty years ago, I taught you to map the business so you could see it whole. That’s still true. The difference
is that before it was you reading the map - now it’s AI.

That is what makes the five screens on my desk feel like an Iron Man suit. The AI is no longer trapped inside a
chat waiting for me to bring the business to it. I set the direction, and the intelligence can move unrestricted
through the company.

During a two-day program, former prosecutor Pearl Lockwood used a connected AI
setup to build an entire email campaign. It brought in $25,000 before the weekend
ended.

Not because the model changed.

The full intelligence of AI could finally leverage all of the context and connections within the business -
instead of a thin brief.

This is how you go from that exhausting feeling of carrying the business... to effortlessly directing it.
You stop being the tired, worn-out connective tissue between every person, tool, and decision. Intelligence
easily runs throughout the entire company. You simply set the direction.

KEEP IN MIND - THE HARNESS IS THE PRICE OF ADMISSION,
NOT THE PRIZE.
If you want to compete in today’s AI accelerated business environment, you MUST have a robust harness. Your
context, tools, integrations, and everything we’ve talked about here in this section are no longer optional. Just
don't confuse infrastructure with advantage.
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Harnesses get easier every month. LLMs introduced memory (it’s not good enough, but it’s there). You can
integrate every tool imaginable with 2 clicks. Automations can be set up in less than 30 seconds. Soon a good
harness - something almost nobody had 6 months ago - will be as ordinary as a good website. Necessary.
Valuable. Available to everyone. The harness is the carrier, not the thing carried. It can bring your
workflows and standards to every job. It can't render your verdict on one.

Your edge has to come from something no competitor can download with the same subscription.

I’ll take you deeper into what that is in just a moment.

First, let’s make sure your new engine is not racing through work that should no longer exist.

FIX THREE: REDESIGN THE WORK BEFORE YOU SPEED IT UP
Every major technology gets used twice. First, people bolt it onto the work they already do. Then someone
rebuilds the work around the new ceiling the technology makes possible. The second person wins.

The automobile began as the horseless carriage. The supercomputer in your pocket is still called a phone. And
AI—a machine that can research, reason, create, and act across a business—is called a chatbot, assistant, or
operating system. We name the new technology after the old limitation, then use it accordingly.

F I X  T H R E E  ·  R E D E S I G N  T H E  W O R K  B E F O R E  YO U  S P E E D  I T  U P

F I R ST U S E

BOLT ON THE TOOL

NEW TECHNOLOGY → OLD WORKFLOW → MORE OUTPUT.
SAME BUSINESS.

REDESIGN THE  WORK ↓

S E C O N D  U S E

REBUILD THE SYSTEM

NEW CAPABILITY → NEW WORKFLOW → THE GAINS
COMPOUND.
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THE REAL GAINS WAITED FOR THE REDESIGN
The same adoption cycle repeats across every major technology: replace the old tool, preserve the old design,
wonder why the gains aren’t exponential as promised—then redesign the system and finally harness the full
potential.

Factories did it with electricity. Owners put a small electric motor on each machine—but left the machines
where steam had put them. New power. Old floor plan. The business barely changed.

The real gains arrived forty years later, when they finally redesigned the floor around the flow of work.

Electricity did not just replace the old engine. It removed the reason the factory had been designed that way in
the first place.

Computers repeated it. In 1987—already decades into the computer revolution—Nobel-winning economist
Robert Solow said, "You can see the computer age everywhere but in the productivity statistics." He was right.

Companies replaced typewriters with PCs—then printed the file and carried it down the hall in interoffice
mail, because that was what the typewriter-era process required. The computer replaced the tool. Nothing
around it changed. New technology, bolted onto the old workflow.

The gains arrived when companies rebuilt work around networks, databases, and software—when
information stopped following the old paper route.

AI is repeating it now. Companies are adding copilots to old tasks, agents to old handoffs, and generation to
old approval chains. The work accelerates. The business does not.

The gains will arrive when you redesign the business around what AI makes unnecessary—and what it can
now carry from outcome to outcome.

Economists call this the Productivity J-Curve: bolt new technology onto old processes and productivity can
actually fall, because you absorb the cost and disruption without capturing the gain; the curve turns upward
only when the work is redesigned around what the technology makes possible.

If you have already made the first two fixes and AI still is not making you more money, you are probably stuck
at the bottom of that J. The prompt changed. The harness changed. The business did not. You bolted AI onto
the way you already work instead of reinventing the work around what AI now makes possible.

Every time, the technology arrives first. The real exponential gains wait for the redesign.

Build now, or get built around.

ASSEMBLERS CONTINUE THE OLD, ARCHITECTS BUILD THE NEW
The original manifesto separated the opportunity seeker from the strategic entrepreneur.
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AI brought both of them back.

The opportunity seeker became the Assembler. He aggressively searches for tools and tactics as he bolts AI
onto the business he already has and asks:

Can AI do (or speed up) what I am already doing?

The strategic entrepreneur has now become the Architect. He starts with a different question:

What NEW system, product or entire business does AI now make possible—and what would I build
from that?

The question you ask about AI determines the level and profitability of the business you build with it.

An Assembler and an Architect watch the same AI build a webinar in an afternoon.

The Assembler sees a shortcut. He wants the tool, the prompt, and the finished deck.

T H E  Q U E S T I O N  D E T E R M I N E S  T H E  B U S I N E S S

THE ASSEMBLER

ASKS

CAN AI SPEED UP
WHAT I ALREADY
DO?
Shortcut. Tool. Prompt. Output.

THE ARCHITECT

ASKS

WHAT NEW
SYSTEM
DOES AI MAKE
POSSIBLE?
Outcome. System. Judgment.
Compounding.
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The Architect sees a bottleneck disappear—and starts thinking about how AI can compound the gains he just
realized.

If the webinar no longer consumes weeks of work with a human building it from scratch, that liberated time
can be focused on a bigger vision.

So he asks: revenue system becomes possible when building the webinar is no longer the bottleneck?

What must exist around the webinar for it to produce revenue? What is the campaign actually for? Where does his
judgment have to enter? What can run without him? What feeds the system—and what should the system feed next? 

That chain of questions pulls the whole business into view.

That is not the thinking wandering.

That is the thinking working.

Every Assembler question can be answered without changing the business. That is why it feels easy.

A question that cannot change anything fundamentally in a system or business cannot be worth very much.

The deck is stacked against the Assembler because every ad, email, and demo answers their one question by
focusing on a familiar task done faster. They become the easy mark.

It's much more difficult to create desire for a business that needs to be redesigned. So they aren't saturated
with ads for AI.

What the market sells is speed. What the Architect needs is redesign - in order to
build far bigger and better.

THE ARCHITECT REPLACES LINES WITH LOOPS
Most entrepreneurs use AI in a straight line. They give it a task. It returns an output. Then everything stops
until they review it, decide what happens next, and give it another task.

The Architect removes the stops. When one task finishes, the next begins. Or, the task that just finished cycles
back to improve itself.

The AI drafts, checks its work against the standard, revises, ships, reads the response, and uses what it learns
to enhance the next round.
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T H E  A R C H I T E C T  R E P L A C E S  L I N E S  W I T H  L O O P S

TASK → OUTPUT → YOU

E V E RYT H I N G  STO P S  U N T I L  YO U  M OV E  I T.

T H E  O U T P U T B E C O M E S  T H E  N E X T I N P U T.

DRAFT

CHECK

REVISE

SHIP
READ RESPONSE

LEARN

YOUR JUDGMENT ENTERS AT CHECKPOINTS
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That is a loop. The output does not return as another task for you. It becomes the next input for the
system.The loop can be automated all the way until it produces a powerful result and usually only stops in the
event a human needs to validate. 

The email produces replies. The replies update the objections. The objections change the next email.

The Architect does not remove himself from the loop. He decides where his judgment matters, which
decisions must come back to him, while pushing the system move more and more without supervision.

Between those points, the work keeps moving.

That is the foundation every architect intelligently builds upon: outcomes, a harness, and redesigned loops.

Now watch what becomes possible when one ordinary business activity is redesigned as a set of
connected loops.

THE CALL HAPPENED ONCE. THE BUSINESS GOT BETTER
EVERYWHERE.
I have been holding live Q&A calls for more than twenty years.

First they happened on teleseminar and teleconference lines. Later they moved to webinar platforms. Today
they happen on Zoom.

The technology kept changing.

What happened after the call barely did.

In the early years, I paid someone to transcribe every call. Then someone on my team cleaned the transcript,
turned it into a PDF, and posted it.

TELESEMINAR
ERA CALL → HUMAN TRANSCRIBES → HUMAN CLEANS → PDF + POST

Eventually, the platforms began generating the transcript automatically. The transcription cost disappeared.

But the process still required a person.

Someone on my team still had to download the transcript, clean it up, turn it into a PDF, and post it. All in, it
took roughly an hour of paid team time.

ZOOM ERA CALL → AUTO TRANSCRIPT → HUMAN CLEANS → PDF + POST

The cost came down. The human handoff remained. And after twenty years, one Q&A call still produced one
transcript.

AI does not merely eliminate that remaining hour of labor.
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O N E  C A L L  ·  S I X  C O N N E C T E D  L O O P S

RICH-APPROVED CANON · CHECKSUM PROTECTED
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That is the smallest part of what changed.

Now when AI reads the call, it can actually take actions on the basis of that context - WITHOUT requiring
another employee, another assignment, or another hour of paid labor.

So the Architect asks: What other systems, workflows or outcomes could this one Q&A call improve?

And the answer touches ALMOST EVERY AREA OF THE BUSINESS.

Watch How Agentic AI + a Webinar Transcript Loop Adds New Customers and Revenue

Now that you understand loops AND how the architect employs them, let’s look at real-world example of how
this one shift can multiply a business. 

1. Customers Improve the Curriculum

I’ve always done webinars in all my businesses. I was one of the early pioneers of this format for marketing
purposes, and even invented the automated webinar. 

Yet AI was not a thing back then, so I could never capture all of the questions, attendance, usage, and results
reveal where the customer journey or the teaching failed. Now I can, and this allows the system to act,
measure what changes, and improve the path for the next customer.

Five clients ask different versions of the same question → the system traces the confusion to the exact
lesson or missing prerequisite → repairs it → measures whether the question disappears and behavior
improves. 

A client's attendance, question sophistication, assignments, and usage reveal where they actually are →
the next action is delivered → progress is measured → both the client's path and the progress model
improve. 

Everything a customer reveals about their business, goals, obstacles, progress, and commitments updates
their CRM record → the next follow-up, recommendation, and intervention begins with what is already
known → their response corrects and deepens the record again. 

Missed calls, early exits, and fading participation signal disengagement → the best-performing
intervention for that pattern is triggered → renewal and results are measured → the retention response
improves. 

A future personalized-replay loop identifies what each client missed and what matters now → delivers
only the relevant moments and next action → measures what they watch and do → improves the next
replay. 

Repeated stalls between learning and implementation reveal where time is being lost → the sequence,
support, or intervention changes at that exact point → time to result is measured → the path keeps
getting shorter.

2. Results Become Proof

• 

• 

• 

• 

• 

• 
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Now, when one of my clients tells me a result - whether they used AI to make $25,000 over the weekend OR
they launched a new product that generated 7-figures - everything is captured, verified, permissioned,
deployed, and measured. What the market does with that proof determines which proof gets used next.

A client shares a recent success → the exact video moment and words are captured → the claim is verified
→ clip-specific permission is requested → the approved proof enters the testimonial library, becomes an
email that is sent to promote the program, and reaches the prospects most likely to care → response
reveals where and how that proof should be used next. 

A promising result is missing the baseline, timeline, mechanism, or evidence → the system triggers the
right follow-up questions → completes the case study → tests whether the fuller proof changes belief
and conversion. 

Each approved testimonial is matched to the prospect's segment, objection, starting point, and desired
result → deployed → measured for trust, conversion, fit, refunds, and retention → rematched based on
performance. 

A result matures, reverses, or gains stronger evidence → the proof is refreshed, restricted, or retired →
downstream performance is measured again → the proof standard improves.

3. Stories and Ideas Become Assets

Stories, explanations, analogies, frameworks, and moments of insight are captured once, connected to what
the business already knows, and put to work wherever they can help. What happens next improves what gets
captured, how it is shaped, and where it appears.

I add a detail to one of my 1,000-plus stories → the system finds the existing StoryBank entry and merges
only what is new, or creates the missing story → places it where it can change the right belief →
measures the response → improves when and where that story is told. 

A lesson, rant, demonstration, or analogy visibly resonates on the call → a context-preserving social post
is created and published while the idea is still timely → qualified response is measured → the next post
and the future teaching of that idea improve. 

A new distinction, framework, or way of explaining something is recognized → connected to the lessons,
tools, and intellectual property it improves → customer understanding and use are measured → the idea
is sharpened, expanded, or dropped. 

Every story is tagged by the belief it is meant to change, the person it is for, and where it was used →
response across teaching, content, and sales reveals where it actually works → the system gets better at
choosing the right story for the right moment.

4. The Best Customers Teach You How to Find More of Them

• 

• 

• 

• 

• 

• 

• 

• 
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Every question, breakthrough, stall, refund, and result is traced back to the ad, email, affiliate, search,
promise, and path that brought that customer in. The system stops optimizing for clicks and cheap leads. It
learns which marketing produces customers who buy, engage, succeed, stay, and refer—then uses that
evidence to find more of them.

Each customer is linked back to the exact ad, email, affiliate, search term, page, and promise that brought
them in → the sources producing the best customers receive more traffic, budget, and attention → the
next cohort's results confirm or reverse the shift. 

The exact words customers use to describe their hesitation, desire, and breakthrough become new angles,
headlines, ads, and emails for prospects like them → those campaigns run → sales, engagement, results,
refunds, retention, and referrals—not clicks alone—decide what survives. 

Every time a customer explains the problem in their own words, that language enters a living Problem
Bank for copy and marketing → recurring phrases, failed solutions, distinctions, and emotional stakes
improve the customer avatar and the next campaign → the customers that campaign attracts add new
language and sharpen both again. 

The questions, language, progress, and results of customers from each affiliate or list reveal what that
audience responds to and where it gets stuck → that partner's message, examples, bridge page, and
follow-up change → customer quality determines the next version. 

When customers repeatedly arrive confused by the same promise, ad, or sales argument, the system
repairs the marketing upstream → confusion, support load, implementation, refunds, and results reveal
whether the repair worked → the promise keeps changing until expectation and reality match. 

What customers believed before buying is compared with how successful customers describe the value
afterward → a more accurate position is put into the market → conversion, fit, implementation, and
retention decide whether it replaces the old one. 

What is working across the market is compared on a set cadence with what your own customers are
asking, buying, using, and achieving → a meaningful gap triggers an alert and a live test → the result
determines whether the business follows the market, rejects it, or finds an opening competitors missed. 

A desired outcome that keeps appearing on calls but the current program does not deliver is separated
from random requests → the smallest useful offer is placed in front of the right segment → demand,
usage, results, and delivery burden determine whether it expands, changes, or dies.

5. Promises Improve Operations and Community

Promises, recurring questions, coach responses, and peer behavior become actions inside the business. Their
outcomes improve the operating process, the team, and the next call.

Every unresolved question, promised resource, and commitment enters the next lesson's preparation → it
is answered or delivered → completion is verified → only what remains open moves forward. 

Every real promise, task, owner, deadline, and dependency routes to the right system → completion is
verified from evidence → failed outcomes reopen automatically → recurring failures repair the process
that created them. 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

01  ·  THE F IRST TURN The Call Happened Once. The Business Got Better Everywhere.

THE AI  BUSINESS MANIFESTO 27



A question that keeps reaching support triggers the right diagnostic, answer, checklist, or tool for the next
similar client → resolution and repeat tickets are measured → the response improves until the question
stops reaching support. 

Coach diagnoses and interventions are compared with what happened afterward → the strongest
become training examples and harmful patterns become guardrails → future coach performance updates
the standard. 

A participant whose explanation causes others to understand and act receives a small peer role → the
effect on the group and that person is measured → the role expands, changes, or disappears based on
results. 

Patterns of who energizes, reassures, dominates, silences, or fragments the group change facilitation and
peer matching → participation and outcomes are measured → the community redesigns around what
makes members better.

6. Friction Redesigns the Product and the Business

Workarounds, stalled customers, refunds, and unmet outcomes reveal what the business itself must change. A
fix is tested, its effects travel through the other loops, and the evidence redesigns what happens next.

Repeated customer workarounds reveal whether the real cause is education, motivation, process, or a
missing feature → the smallest fix is tested → adoption, support load, and outcomes determine whether
it is kept, reversed, or advanced. 

Later confusion is traced back to the exact promise, instruction, or missing prerequisite in onboarding →
that step changes for the next cohort → activation, usage, questions, and results determine which version
survives. 

Poor fit, unmet expectations, product friction, and stalled implementation are separated before a refund
→ the appropriate correction is triggered → refunds and customer outcomes reveal whether the offer,
onboarding, product, or customer selection must change. 

Customers whose questions and results reveal readiness for a different level of help receive the
appropriate next path → acceptance, delivery burden, fit, and success determine the next offer, timing,
and segment. 

The call's frequency, length, agenda, participant mix, facilitator, and my involvement are tested →
customer outcomes and business value determine the next version—or whether part of the call should
disappear entirely. 

Every signal, action, intervention, and outcome becomes evidence for the next prediction and decision →
the next result expands the evidence again → the business compounds intelligence no competitor can
buy or reconstruct.

One call now feeds six connected loops. And because the loops feed one another, the next call, lesson,
customer, campaign, offer, and product all begin from what the business just learned.

The Assembler uses AI to post the transcript faster.

The Architect turns one call into a business that gets smarter everywhere.

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 
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The Q&A call is not the point. It is the smallest example. One hour. One conversation. One ordinary event in
the life of a business. If it can improve six areas every time it happens, imagine what becomes possible when
you redesign something larger—a campaign, a launch, your sales process, or the entire customer journey—
the same way.

BEFORE WE TURN: WHAT YOU CAN DO NOW
You can now:

Move from skill to imagination. Break the Methods Cage. Arm AI with context. Give it outcomes to
hunt. Then let it find a better route than the one you knew to prescribe—so what you can build is no
longer capped by what you already know how to do. 

Move from the chat window to a business operating system. Give AI somewhere to stand: a Harness
with memory, context, reach, continuity, standards, and the ability to act—so it can carry real work
across the business while you set the direction. 

Move from Assembler to Architect. Redesign the work before you speed it up. Replace lines with loops
that act, measure, learn, and improve—so one activity can strengthen the entire business and growth no
longer requires the same people, handoffs, and hours.

Put those three shifts together and massive new opportunities open up in your existing business - as well as
the potential for totally new businesses. Which can be scaled without more staff or capital. And your life and
career become more about building the new, instead of painfully fixing the old.

As valuable as all of that is, if that were all I had to tell you, I would not have written this manifesto.

Everything in the First Turn describes what entrepreneurs and businesses at the leading edge are already
doing with AI today.

I needed to lay that foundation first. Because I could not show you how to secure your advantage in what
comes next... without first showing you how to capture what is already possible now.

• 

• 

• 
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02T H E  S E C O N D  T U R N

YOUR JUDGMENT
BECOMES THE
ADVANTAGE

Capture the calls only you can make.
Then let those calls compound through the
machine.

F I R ST S E C O N D T H I R D



This turn is about the #1 way to fully leverage AI when everyone has access to the most powerful models,
memory and tools. 

I am going to walk you through the critical layer above memory: the part of your AI that learns how you judge,
and therefore what you can uniquely build, based on your real decisions and corrections.

You can begin setting it up today.

As it grows, your AI will operate with more autonomy, make more of the calls you would make, and carry your
taste and judgment into work at scale. This delivers uniquely valuable outcomes (new systems, products,
businesses, revenue) that the “old” you would never have the time or bandwidth to do without AI. 

And unlike the model, tool, or method, your competitor cannot rent this advantage from a major model
provider. 

It has to be built from you.

Let me translate that, because judgment usually either gets dismissed as a soft skill and “nice to have” - OR -
it’s treated like an end goal itself. It is neither. Judgment is simply a means to an end. It’s what you combine
with everything else—outcome focus, harness, superintelligent AI models, deep context and some elements
I’m about to share with you—to produce unique and highly desirable outcomes in business and life. 

In other words, given that we live in an accelerated, competitive environment where everyone has access to
the same AI superpowers—judgment is what chooses the breakthrough idea worth pursuing, the marketing
worth transforming, the new business worth building. Those choices are where revenue, margin, and
exponential life changes actually come from.

The Real Exponential Opportunity of AI

T H E  R E A L  E X P O N E N T I A L  O P P O R T U N I T Y

MODEL MEMORY TOOLS EXECUTION

EVERY COMPETITOR CAN RENT THE  STACK

T H E  N O N - R E N TA B L E  L AY E R

YOUR JUDGMENT
BUILT FROM YOUR DECISIONS · CORRECTIONS · TASTE

Shared capability becomes unique advantage only when it compounds something the
market cannot rent.
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Again, two businesses can now rent the same intelligence, find the same information, and automate the same
execution. When the stack is shared, the difference in results has to come from what is not. All the things that
make you unique—whatever opportunities, talents, and gifts you have, even those you may not be fully aware
of—are present in your experience and judgment. AI now presents an opportunity to: 

1 - Capture, codify and operationalize that judgment - your unique genius - and...
2 - Multiply the “best of you” out to 10X or 100X more customers.
And this is not a theory I need you to take on faith. The market has been paying for judgment all along. In a
study of 474,108 operations, the difference between surgeons moved a patient's odds of dying by a factor of
four. Nearly a fifth of a company's performance now traces to the judgment of the one person in the corner
office. Businesses spend billions every year insuring against the loss of a single person's judgment. I will show
you undeniable proof later in this turn. 

For now, just know that everything you earned the hard way—the scars, the expensive lessons, the pattern
recognition that took twenty years to build—could travel only as far as you could personally carry it: one
room, one problem, one decision at a time. Or at least that’s how things used to be. This turn is going to
change that forever.

STOP PAYING THE FINAL TWENTY TWICE
The First Turn showed you how to shift your focus from methods to outcomes - and to set up your AI
environment in a way that gives you the foundation to redesign your work and scale revenue up. But it still
requires your judgment, often manually given, at the beginning and end of every key process. 

So the result gets better. But the correction disappears with the chat or the stale session. The next job begins,
the machine makes the same kind of mistake, and you stay stuck in a very limited multiple of what you’re
doing now.

Right here, right now - you’re going to shift that. You’ll stop merely getting AI to use your judgment once.
Instead, you'll give your judgment a way to systematically accumulate—so every real correction, edit, and
layer of feedback directly improves the next decision, the overall system, and the bottom line outcomes it
produces - at scale. This is the real promise of AI.
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It’s the difference between an assistant that saves you time and a system that compounds you. One returns
hours. The other turns the choices behind your best results into an asset the business can use again—across
more work, more decisions, and more opportunities than you could ever personally reach.

That cycle keeps compounding and growing for the same reasons your judgment is becoming more valuable:
when all of your competition has access to the same AI, it’s YOUR unique judgment, genius and vision -
multiplied by superintelligence - that will ultimately make you rich (on all levels, not merely financial).

Before I show you how to codify and scale your judgment with AI, I need to tear apart the advice I spent
twenty years teaching.

AI JUST REVERSED THE ADVICE I BUILT MY
CAREER ON
On June 22, 2006, I posted the Internet Business Manifesto on my blog.

By my count, more than five million people downloaded it. It became one of the earliest lead magnets to go
viral. Its message was simple:

Stop being the bottleneck. Build the systems. Take yourself out of the work.

That advice built real companies. It gave owners time, scale, and freedom. I stand behind it.

S T O P  PAY I N G  T H E  F I N A L  T W E N T Y  T W I C E

AI
DRAFTS → YOU

CORRECT → CHAT
CLOSES →

SAME MISTAKE

THE CORRECTION DIES

AI
DRAFTS → YOU

CORRECT → JUDGMENT
CAPTURED →

BETTER NEXT CALL

THE CORRECTION
COMPOUNDS

One returns hours. The other turns the choices behind your best results into an asset.
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But the times have changed.

For twenty years, scaling meant removing what made the business depend on you.

Simplify the work. Streamline the process. Standardize the decisions. Document the steps. If something
depended on your unique judgment, turn it into a rule or take it out of the workflow.

That was how you made the business repeatable without you.

THE OLD BLUEPRINT REMOVED YOU. THE NEW ONE MULTIPLIES
YOU.
AI changes that tradeoff. It can scale work that once had to be simplified and standardized.

It does not need your judgment to produce generally competent or above-average work. And it does so FAST.
But the same exact reality exists for your competitors. 

When capable execution is available to everyone, competence becomes the baseline. The unique advantage is
when you merge judgment with superintelligence to architect a new vision and then operationalize your
judgment so that it can expand your business FOR you. 

T H E  B L U E P R I N T  R E V E R S E D

THE OLD BLUEPRINT

REMOVE
YOURSELF
Simplify the work.
Standardize the decisions.
Scale the process.

→

THE NEW BLUEPRINT

MULTIPLY
YOURSELF
Capture the judgment.
Operationalize the calls.
Scale what is uniquely yours.
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Why do you think some of the most AI-forward companies we’ve talked about, like Cursor - which went from
0 to a $60 billion exit in just a few years - or Anthropic, which grew revenue 10X two years in a row - achieved
such exponential results? It’s not merely their tech genius - it’s that they took the taste, judgment and tacit
knowledge of their top engineers and operationalized it. Now, their machines write code like their best people
- scaling to tens of millions of customers - and getting better every single day. 

This is why, when you operationalize yours, the limits that previously stopped you—lack of time, overwhelm,
inability to execute or scale—all go away. And an increasingly larger percentage of your business becomes a
reflection of you—the best of you—while adapting, learning, and growing faster. 

And the more capable AI becomes, the more leverage that judgment gains.

So the new blueprint is not "stay trapped in every task." It is sharper than that:

Stop removing yourself. Multiply yourself. Scale your judgment throughout your business instead of
your process.

KLARNA AUTOMATED THE WORK BEFORE IT
CAPTURED THE JUDGMENT THAT MADE IT
WORK
In 2024, Klarna announced that its AI assistant was handling two-thirds of support chats, doing work
equivalent to 700 full-time agents, and cutting resolution time from eleven minutes to less than two. During
the same AI push, headcount fell from roughly 5,000 people to 3,800, mostly by leaving departing workers
unreplaced.

Fewer people. Lower cost. Faster answers. The metrics looked great.

Then, in 2025, Klarna's CEO said the focus on cost had produced lower quality and that customers must
always be able to reach a human.

The usual lesson—AI handles volume, humans handle complexity—is too shallow. The mistake was not
handing work to AI. It was removing people before capturing the judgment inside them.

For a financial company, customer service is not a side function. It is where trust in the product gets tested.
And the judgment that made it work was never fully written in a policy. It lived in the support people, who
had learned how the hard conversations actually go.

Klarna reduced the people holding that judgment, assuming its stated standards could carry the operation
alone.

But standards tell you what good looks like. They do not hold how the job gets done well.
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That craft lived in the support people's heads—in no policy, no handbook, no system. So when they walked, it
walked.

The model did not fail them. The sequence did. They removed the judgment before they captured it.

Keep your eye on what went missing: judgment. The rest of this turn is about why it just became the most
valuable input in the business—and what changes when it can finally be captured instead of lost.

AI IS MAKING EVERYTHING RENTABLE EXCEPT
YOUR JUDGMENT
In 2018, three University of Toronto economists made the economics of AI legible in Prediction Machines. Their
thesis: AI makes prediction—the answer-making engine inside Claude, ChatGPT, and Gemini—cheap. That
makes the things around it—data, judgment, and action—more valuable.

They were right. But AI kept moving. Prediction was only the first input to become widely available. Data and
execution are moving there now.

Prediction is what Claude, ChatGPT, and Gemini do every time they answer you: take what you give them,
match it to patterns in their vast database, and predict what token should come next. Yes, it’s a form of
intelligence, but you rent that intelligence from the same companies your competitors use. The models will
continue to get smarter and the prices will move, but by definition, an ability sold to everyone cannot remain
your unique advantage.

Data was supposed to become the scarce asset. That was the idea behind the phrase you heard everywhere in
the 2010s: data is the new oil. As prediction got cheaper, whoever owned the most data was supposed to own
the advantage. But data did not stay scarce. The major models arrived trained on vast stores of information

K L A R N A  ·  T H E  S E Q U E N C E  FA I L E D

FASTER
two-thirds of chats → FEWER PEOPLE

judgment holders leave →
JUDGMENT LOST

standards remain, craft
walks

→ QUALITY FALLS
human access returns

The model did not fail them. The sequence did: the judgment was removed before it was
captured.
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and can retrieve or generate more on demand. Your private customer behavior and live results still matter. But
again, the simple fact your competitors can access most or all of the same data means it can never be your
moat.

Execution used to be the big thing, what separated good from great. It required the best people, top talent,
and was the biggest expense in most companies. But now a huge percentage of execution can be handled by
AI. Work that once required hours, specialists, and handoffs can now happen in minutes. AI agents are
becoming increasingly capable of executing across all layers of a business. That does not make execution
unimportant. It makes execution abundant—and frees us to spend less time making things happen and more
time deciding what is WORTH making happen, what good looks like, and which outcomes the business
should pursue.

That’s where YOU come in. The models know the generic structure of business. They do not know your
version of it. Your history, scars, customers, standards, and pattern recognition were never fully written down.
They could not have been in the training data because they never entered any data at all. It’s your
internalization of that data, your experience, that informs your judgment and allows you to build a business
no one else can.

THE MARKET WAS PAYING FOR JUDGMENT
ALL ALONG
Earlier, I promised you the receipts. Here they are: five worlds that agree on almost nothing, each placing
serious money or real consequences on the judgment of a particular person.

W H AT  A I  M A K E S  A B U N D A N T  ·  W H AT  I T  M A K E S  M O R E  VA L U A B L E

RENT

PREDICTION
Answers become cheap.

RENT

DATA
Information becomes
available.

RENT

EXECUTION
Capability becomes
abundant.

BUILD

JUDGMENT
Decide what is worth
doing and what good
means here.
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Venture capital bets on the founder. Startups often change course. Slack began inside a failed game
company. Instagram began as a cluttered check-in app. The original idea is allowed to be wrong because the
real bet is on the founder's judgment—the perspective that lets them read what happens next and change
course before the money runs out.

The operating table prices the surgeon. A study followed 474,108 Medicare patients through eight major
operations. In some procedures, patients of low-volume surgeons faced nearly four times the odds of dying as
patients of high-volume surgeons. The procedures were named. The steps were known. The operating room
was governed by protocols and checklists. Yet the variable that moved survival that far was still which human
picked up the scalpel.

The corner office measures the person. Researchers measured how much of a company's performance could
be traced to the individual CEO. It rose from roughly eight percent in 1969 to nearly twenty percent by 2009—
two and a half times as much. During those same forty years, technology and the tools of management
advanced beyond recognition. If better tools were making the person at the top less important, that number
should have fallen. It didn't. As the tools got better, more of the company's performance traced to the
judgment of the person at the top.

The actuarial table prices the person. Every year, businesses spend billions insuring themselves against the
loss of a single person's judgment. It is called key-person insurance. Every premium is a confession: whatever
the org chart says, the company knows some judgment cannot simply be replaced.

The recording studio pays for taste. In a 2023 60 Minutes interview, Anderson Cooper asked Rick Rubin
whether he could work a soundboard. Rubin answered: "No. I have no technical ability. And I know nothing
about music." Cooper asked what he was being paid for. Rubin said it was confidence in his taste and his
ability to express what he feels.

The equipment was not the scarce input. His point of view was.

F I V E  M A R K E T S  ·  O N E  V E R D I C T

VENTURE CAPITAL

bets on the founder

OPERATING TABLE

prices the surgeon

CORNER OFFICE

measures the CEO

ACTUARIAL TABLE

insures the key person

RECORDING STUDIO

pays for taste

THE VALUABLE THING WAS NEVER MERELY THE WORK.

IT WAS THE JUDGMENT OF THE PARTICULAR PERSON DOING IT.
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Want more proof? Rick Rubin works very selectively and has a net worth of $300 million. Why do musicians
pay him? It’s because his taste and judgment help the artists make their best music - music that moves
millions of albums and billions of streams. 

AI, on the other hand, has every point of view—which is the same as having none.

It needs yours to carry value into the world at scale. VALUE AT SCALE \= WEALTH.

Anyone can rent the equipment. Anyone can rent the execution. Your point of view is the one thing AI will
never arrive with. It has to come from you.

Venture capital. The operating table. The corner office. The actuarial table. The recording studio. Five worlds
that agree on almost nothing. All five expose the same fact: the valuable thing was never merely the work. It
was the judgment of the particular person doing it.

“IF MY JUDGMENT IS SO VALUABLE, WHY HASN’T IT MADE ME
RICHER IN THE AGE OF AI?”
Good question. And it’s because your judgment still has a hard limit: one location.

The founder could sit in one meeting. The surgeon could stand at one table. You could review one marketing
campaign, one hire, one deal at a time. If the person left, the judgment left. If the person stayed, the business
paid in dependence, delay, and limited reach.

That is the trapped tax: the premium a business pays when its most valuable intelligence lives in one person
and can only be used wherever he or she happens to be.

Systems reduced the tax. Training reduced it. Great teams reduced it. None of them could remove it, because
the knowledge doing the most important work was most often the knowledge the expert could not fully
explain.

This is more difficult to capture and codify into AI systems. However, that means it also represents a much
bigger opportunity for building a multi-million-dollar AI-centric business in the next 1-3 years—because it
combines something few can do with the expertise, experience, and judgment that ONLY you can deliver.

WE KNOW MORE THAN WE CAN TELL
Michael Polanyi put the problem into eight words: we can know more than we can tell.

He called it tacit knowledge. You may have heard the lived experience described as unconscious competence:
you know what to do, but you cannot fully explain how you know—or reduce what you do to exact steps
someone else can follow.

The surgeon's hand knows a pressure she cannot convert into a paragraph. The negotiator feels the instant to
stop talking. You can read a proposal that checks every box and know, before you can say why, that the deal is
wrong.
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In each case, the judgment arrives before the explanation—and sometimes the explanation never arrives at
all.

THAT IS WHY THE DEEPEST CRAFT HAS ALWAYS MOVED
THROUGH APPRENTICESHIP. YOU PLACE THE NOVICE BESIDE THE
MASTER AND LET THE NOVICE WATCH. NOT FOR A WEEK. FOR
YEARS.
Why years? The routine cases arrive quickly. The apprentice learns those in months. What takes decades is
waiting for the exceptions: the strange customer, the misleading symptom, the one case in three years where
the standard move is exactly wrong. The master sees it, does something unexpected, and the apprentice gains
one more piece of a pattern no manual could hold.

For most of history, that was the lock. This kind of judgment could only be transferred through proximity
because someone had to be standing there, at the moment of the call, to catch it. There was no way to record the
call as it happened.

Either you were there when the judgment revealed itself and learned from it—or it stayed trapped in the
person who made the call.

THE RIGHT AI SYSTEM CAPTURES YOUR
JUDGMENT EFFORTLESSLY
Once you’re sold on the power of judgment as a core business driver - there’s usually an unpleasant question:
“So now I have to train my AI on my own judgment??? I don’t have time for that—I’m already behind!” 

I get it. But it’s wrong to assume that this requires extra work. Even though most of your tacit knowledge
remains invisible—even to you—there’s an easy, automatic way to draw it out and codify it. And I’m going to
GIVE IT TO YOU, FREE. It starts with a decision—or with you giving explicit, precise feedback:

This client, under these conditions: yes.

That promise, in this market: no.

This draft is correct and yet still not good enough for these three specific reasons, and here’s how I would
change it to be ready.

Each decision or correction makes your hidden knowledge visible for a few seconds. AI only needs those
seconds to capture it.
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Instead of preserving only the final decision, AI can capture the entire judgment event: what was in front of
you, the context surrounding it, the call you made, the feedback or correction you gave, the standard that
correction revealed, and what happened next. It keeps that chain together, then brings the pattern forward
when a similar situation appears.

That is the opening - and the beginning of scaling your judgment. In this new world, you are the master and
AI is your apprentice. It has direct, ongoing, daily proximity to you AS you work and express your taste, talent,
vision and discernment. For the first time, AI can be there for every decision and correction, capturing the
pattern as it happens.

YOUR IMPRINT: CAPTURED, NOT GUESSED—
YOUR MOST VALUABLE ASSET IN THE AGE OF
AI
I define your “Imprint” as your unique judgment, deeply understood and captured in a way that the machine
can act on it.

In a moment, I’m going to give you - yes GIVE YOU (nothing to buy) - the foundation for building your
own Imprint, which includes a personalized system of capture. To be clear, the Imprint is far more than
that. But capture is a necessary first step.

This is beyond your archive, or chat history, or profile you’ve assembled. I’m talking about a SYSTEM that 
automatically captures your thinking, perspective, decisions and ultimate judgment - WHILE you work each
day. No extra training hours required. It works around you so that soon it can work FOR you. 

T H E  M O M E N T  TA C I T  K N O W L E D G E  B E C O M E S  C A P T U R A B L E

CASE

what was in front of you → CONTEXT

conditions around it → VERDICT

the call you made →
STANDARD

what the correction
reveals

→ OUTCOME

what happened next

The decision makes hidden knowledge visible for a few seconds. Capture the whole
event.
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No competitor can buy it. No model can generate it. No vendor can own it unless you hand it over.

Remember what we said about the harness? That’s your foundation - everything in your work environment,
from the AI model, tools, plugins, context, memory, rules and more - that gives AI the ability to deliver value.
Your Imprint is what expands and multiplies that value to its fullest potential.

AMAZON COULD SCALE EVERYTHING EXCEPT BEZOS'S
JUDGMENT.
Jeff Bezos had been trying to solve this for years before AI could do anything about it.

Bill Carr was Bezos’s number two at Amazon. He said one of the problems Bezos obsessed over was how to
“actually inject his lens of thinking into all those meetings” across the company.

Not his policies. Not his procedures. His lens. His IMPRINT!

If any company on earth should have been able to solve this, it was Amazon.

It may be the most systemized company ever built. It pioneered cloud computing. Today, it is one of the
companies deciding what AI becomes.

And for decades, it built leadership principles, six-page narratives, tenets, and process after process to make
Bezos’s thinking travel without him.

Yet every one of those systems had the same limit: it could carry only what Bezos managed to put into words.

Everything else still lived in Bezos.

The Imprint was there.

The machine to capture it wasn’t.

Now it is. Today, Amazon uses AI trained on the operational genius and systems Bezos spent decades
perfecting. As a horizontal enabling layer, its own custom AI helps scale its operations—acting as a massive
multiplier for Jeff’s original "flywheel" vision. By automating supply chains, personalizing the customer
experience, and maximizing cloud infrastructure, this judgment-encoded AI multiplies Amazon's operational
output and profitability.
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FIVE THOUSAND AGENTS SHOW WHAT
HAPPENS WHEN THE BEST JUDGMENT
STARTS TO TRAVEL
A Fortune 500 software company trained an AI assistant on millions of successful and unsuccessful customer-
service conversations, then placed it beside 5,179 support agents. The result was not merely faster typing.
Productivity rose fourteen percent across the operation and as much as thirty-five percent among the least-
skilled agents. Within four months, workers using the system were outperforming workers who had been on
the job more than twice as long. Customer sentiment improved. Employee retention improved.

The researchers found the reason inside the conversations: the system had learned behaviors from the
company's most effective agents and was passing those behaviors to newer workers in real time. Practices
that had been difficult to explain in a training manual were suddenly showing up in calls handled by people
the experts had never personally trained.

W H E N  T H E  B E S T  J U D G M E N T  S TA R T S  T O  T R AV E L

5,179
SUPPORT AGENTS

BEST AGENTS’
BEHAVIOR → AI CAPTURES

THE PATTERN → NEWER WORKERS
USE IT LIVE
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That system was not a complete Imprint. It did not capture the full judgment of an owner across an entire
business. But it proved the economic move underneath one: AI can extract patterns from stronger human
performance, carry those patterns beyond the people who developed them, and change measurable business
results when it does. The best agents were still only in one place. Their judgment no longer was.

YOU’RE ALREADY DOING THE WORK. SO USE AI
TO CAPTURE YOUR TASTE AND JUDGMENT AS
YOU WORK
Ask an expert to explain his or her complete judgment and they'll usually hesitate, not out of false modesty -
but because it’s often beyond explanation. Yet ask him or her to judge a specific case and the answer arrives
immediately.

So stop trying to upload your taste. Far easier and more accurate to give AI something to taste.

Monday, the AI writes a headline. You reject it: too clever, promise buried, sounds like the category instead of
us.

Tuesday, it proposes an angle. You correct it: true claim, wrong tension; the customer is afraid of wasting
another year, not another thousand dollars.

Wednesday, it drafts the close. You pull the pressure out because this audience protects autonomy and
pressure will cost the sale.

By Friday, it can begin recognizing the pattern you keep correcting. A month later, the first pass can begin
where the third used to begin.

You never wrote a theory of your taste. You spent your judgment on real work, one decision at a time, and now
- when you have a system of capture - the value of your decision-making carries forward.

RULES PRESERVE INSTRUCTIONS. VERDICTS REVEAL
JUDGMENT.
Some corrections are rules. Never invent a testimonial. Use the customer's exact numbers. Put the guarantee after the
mechanism. Write those down. A good skill can carry them.

The more valuable corrections are verdicts: this is trying too hard; that is the right promise but the wrong moment; I
trust this person and not that proposal. They expose the judgment underneath the rule, firing on a specific case.

A verdict may look small—a yes, a no, a short correction. What makes it useful is that it is labeled. The exact
situation remains attached to the response it produced.
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That distinction matters.

Look only at a finished sales letter or product page and a machine can infer hundreds of plausible reasons it
came out that way. Was the short opening about urgency, audience sophistication, voice, channel, or a
deadline? The output is the answer with the question torn off.

A captured verdict keeps them stapled together: this opening, for this audience, under this objective—no, because it
performs intelligence instead of creating recognition. Situation and call. Input and judgment.

One pair teaches little. Enough pairs begin to reveal a pattern without requiring you to reduce that pattern to
a rule.

That is how apprenticeship always worked. The master did not lecture the apprentice on an abstract formula
for every exception. The apprentice accumulated watched cases until the pattern crossed over.

There is one difference now: everything moves much faster than before. You can simulate in days or weeks
what previously took years. Put two offers in front of you and choose. Compare two clients who look equally
attractive on paper. Ask the AI to find prior decisions that appear inconsistent and hold them up for
confirmation—or correction. 

I N S T R U C T I O N S  P R E S E R V E  T H E  R U L E  ·  C A S E S  R E V E A L  T H E  J U D G M E N T

R U L E

NEVER INVENT A
TESTIMONIAL.
Explicit. Repeatable. A skill can carry it.

V E R D I C T

RIGHT PROMISE.
WRONG MOMENT.
The exact case stays attached to the call and
the reason.

Enough labeled situation-and-call pairs reveal a pattern no flat rule could contain.
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That confirm-or-correct step is not politeness. It is the mechanism. Your confirmation is new data. Your
correction is better data. Without your verdict, the system has only its own plausible story about you.

THE FIRST PROMPT MATTERS. THE FEEDBACK MATTERS MORE.
In the First Turn, outcome prompting moved the limit from what you already knew how to do to what you
could imagine. But it changes more than what the AI can produce. It changes what your feedback reveals.
When you dictate the method, you correct the method. When you define the outcome, your corrections
expose what actually mattered—and why the first result missed it.

The Assembler corrects the method: so if he’s trying to use AI to write better ad copy, he may use multiple techniques
to make the output better. And sure, the AI mirrors his request back in its answer, but it does NOT capture his
judgment in a way that produces consistently better outputs. 

The Architect, on the other hand, corrects the outcome: this would not move this customer; the claim is true but it
makes us sound like everyone else; the pressure will cost more trust than it wins in sales. Here’s exactly why. And here’s
an example of an ad we did that worked before. Those are verdicts. Each reveals what mattered here and why the
first move failed.

Six months of method feedback can create a more obedient stranger. Six months of outcome feedback can
begin creating a brilliant apprentice that learns from you and your decisions - not just your instructions.

That is why the Imprint is not another file you prepare. It grows effortlessly and automatically inside the
work. Every time you reject an answer for a reason that matters, the judgment can disappear with the chat or
become part of what the system knows next time.

And the captured calls cannot remain a flat list.

A LIST REPEATS. A WEB CAN GENERALIZE.
Suppose the system has kept five marketing decisions you made months apart:

After a hard promotion, you chose ten quiet days and two value-only emails before asking again. Trust
needed time to recover. 

You rejected a lower-priced flagship tier because the price was part of the promise. 

You refunded a five-figure sale because the buyer was wrong for the program. 

You opened a campaign by naming who should not buy because fit mattered more than volume. 

You killed the clever subject line and chose five plain words because the inbox should sound like a person.

• 

• 

• 

• 

• 

02 ·  THE SECOND TURN The First Prompt Matters. The Feedback Matters More.

THE AI  BUSINESS MANIFESTO 46



None of those decisions contains a launch plan.

But now, by combining the AI model’s intelligence with your captured judgment, you ask it to plan one.

The plan brings value to the list before the campaign: two useful sends, no offer. The launch opens by doing
something counterintuitive - naming who should not buy. Subject lines stay short and plain. The price holds
through the final day.

Find that plan in the five stored lines. You can't. No line contains it.

The plan appears at their intersection: cadence crossed with give-first, customer refusal, price integrity, and
voice. The system used several confirmed parts of you to make a call you had never made. The result is still
recognizably yours—and different in exactly the places where different turns into significant revenue. There’s
no way for me to know your business or list size, but what I do know is that my clients can add five or six
figures to a week’s worth of work - simply by improving their email campaign. 

See the difference? A generic system could produce a competent launch plan. Yet it would not know to protect
trust before conversion, check customer fit before pushing volume, price integrity before short-term sales, and
human voice before cleverness—not for this business, in this combination, without the judgment that made
those tradeoffs. 

A  L I S T  R E T R I E V E S  ·  A  W E B  G E N E R A L I Z E S

TRUSTRECOVERY CUSTOMERFIT

PRICEINTEGRITY HUMANVOICE

GIVEFIRST

NEW LAUNCHPLAN

No stored line contains the plan. It appears at the intersection of confirmed parts of your
judgment.
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In business, the gap between those two plans is not style. It becomes direct margin: what you can charge,
whom you attract, what customers trust, what the offer preserves, and what the business refuses to trade
away. The interconnection of the decisions that make up your judgment creates a web that can meet a new
case with something infinitely more effective (and profitable) than mere retrieval or imitation.

DO THIS... SO YOUR JUDGMENT STOPS DYING
IN THE CHAT
The Imprint does not remove you from the business. It removes the old limitation that you could contribute
your judgment only by personally touching each decision. As you capture your judgment systematically
through the Imprint, every verdict you render in one place can improve the call you make in another. A
correction you make tonight can inform work next month instead of disappearing with the chat.

Your best decisions, your judgment, your vision - all compound and grow WITH the AI model’s intelligence,
rather than being washed away by it. That’s how the Imprint connects you to the exponential - your highest
potential - because you tie its growth and evolution to the unstoppable evolution of AI itself. 

MEMORY KNOWS WHAT HAPPENED. THE
IMPRINT KNOWS HOW YOU JUDGE IT.
“But Rich, my AI already has memory?” 

Yes, it does - and memory is useful. Your AI should know what you wrote, which offer you ran, what the
customer said, what you decided, and what happened next. Without memory, every conversation begins with
a stranger.

But a record of your decisions is NOT yet a model of your judgment.

The distinction hides because memory creates an immediate feeling of recognition. The machine remembers
your daughter's name, the offer you launched, the phrase you hate, the goal you set in January. It feels as
though it knows you.

It knows facts about you.
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That is different from knowing which fact matters now, what you will sacrifice when two goals collide, or why
you break your normal rule in one case and defend it in another. A customer database remembers what
someone bought. A strategist understands what the purchase means. More memory gives you a richer record.
It does not automatically give you an exponentially smarter strategist. It can know that you rejected the
lower-priced offer. It may not know whether you rejected it to protect positioning, avoid support load,
preserve partner trust, or because you were afraid of changing the model. Same decision. Four different
judgments. Four different implications next time.

YOUR JUDGMENT IS EITHER CAPTURED OR GUESSED
There are only two ways the missing layer gets filled.

The machine guesses backward from your output. Or it captures the call while you make it.

A guess can sound uncannily right. That is what makes it dangerous. Once accepted silently, it becomes
context for the next guess. Three months later the machine is producing polished work from a picture of you
that contains one false premise near the bottom. Nothing telegraphs the drift. The work still sounds like you.

That is why you must have a system of capture, so every decision is tracked. You can return to the exact case,
see what you decided, see what the system concluded from it. And yes, sometimes you can see where the
conclusion went too far and fix it. The correction does not merely repair today's output. It repairs the
connection that would have carried the same mistake into tomorrow's work.

R E C O R D  I S  N O T  J U D G M E N T

M E M O RY

WHAT HAPPENED?
The offer. The words. The decision. The result.

I M P R I N T

HOW DO YOU JUDGE IT?
Which fact matters now? What tradeoff
governs? Why does the rule bend here?

More memory creates a richer record. It does not automatically create a smarter
strategist.
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The objective is not a machine that never gets you wrong. That promise would be fantasy. The objective is a
machine whose errors create the evidence needed to correct its model of you.

ONE CHANGED AI BELIEF PRODUCES REVENUE DOWNSTREAM
That creates another requirement. When one important belief changes, everything downstream must be
reconsidered.

Suppose your Imprint contains this belief: We do not discount the flagship because scarcity protects trust. A year
later the market changes and you decide reach matters more than scarcity. A flat memory stores the new
sentence beside the old one. Now the system has two truths and no idea which governs.

A connected system knows the old pricing calls depended on the old belief. Change the belief and those
dependent calls come up for review. You confirm what survives, replace what does not, and the web moves
with you.

The ripple matters because your business is full of decisions that look separate and are not. The pricing belief
shaped the affiliate terms. The affiliate terms shaped the launch calendar. The calendar shaped how often the
list heard from you. Change the premise without tracing those relationships and the old strategy survives in
pieces, each one quietly fighting the new one.

This is how ordinary memory goes stale. It treats every statement as a loose fact. A web treats a belief as a
load-bearing part of a structure.

ATLAS KEEPS THE IMPRINT CURRENT
The Imprint can capture a true judgment and still become dangerous if the structure around it goes stale.
Capturing you is only half the job. The system also has to know when you have changed—and what that
change should force it to reconsider.

O N E  B E L I E F  C H A N G E S  ·  T H E  D E P E N D E N T  B U S I N E S S  M U S T  M O V E

PRICINGBELIEF → AFFILIATETERMS → LAUNCHCALENDAR → LISTCADENCE

A flat memory stores two truths. A connected system knows which conclusions
depended on the old one.
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That is what Atlas is for: helping keep the relationships visible so a changed premise can travel through the
conclusions built on top of it. I made it open and free - because a personal intelligence that cannot update
cleanly eventually becomes a museum of the person you used to be.

Atlas is available in public alpha at https://github.com/RichSchefren/atlas.

Memory keeps the record. Atlas helps keep it coherent as you change. Your Imprint supplies what neither can
invent: the actual judgment being preserved.

Captured, not guessed. Current, not fossilized. Yours, not trapped in a vendor's private picture of you.

That is why Atlas is not an accessory to the Imprint. The Imprint codifies your judgment into the AI. Atlas
KEEPS that judgment coherent as you change. Together, they create the conditions under which autonomy
can be earned instead of merely granted.

THE BOUNDARY MOVES ONE EARNED DECISION AT A TIME
That gives you a clean division of labor.

Rules handle what is already explicit. The Imprint handles what you know through accumulated judgment.
You handle the frontier—the situation neither your rules nor your captured history has earned the right to
decide yet.

Today those three layers collapse onto your desk. The machine runs a rule, reaches a gray area, guesses at your
judgment, and presents all three as one smooth answer. You have to inspect every inch because you cannot
tell where obedience ended and invention began.

A U T O N O M Y  W I T H  A N  E A R N E D  B O U N D A RY

EXPLICIT

RULES HANDLE IT
Routine work passes.

EARNED

THE IMPRINT
HANDLES IT
Prior calls support the decision.

NEW

YOU HANDLE THE
FRONTIER
The answer creates new intelligence.
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An Imprint is designed to separate them. Routine work can pass without ceremony. Decisions supported by
your prior calls can arrive with the reasoning and evidence they drew from. A true exception can be marked
and routed to you.

That is not autonomy through blind trust. It is autonomy with a boundary the system has earned.

At first, the process may feel a tiny bit intrusive. The machine asks more often so that it really knows you. Each
answer gives it another anchored case, and the boundary can move. You remain involved where your
involvement produces new intelligence, not where the machine is merely asking you to supply the same old
judgment again.

IMPRINT WHERE YOU WIN. RENT THE REST.
You do not need to imprint every function in the company. Where the work is commodity, rent excellent
capability. Point the machine toward strong methods, clear standards, and the best available examples. Let it
do the job well.

But do not confuse rented intelligence with your edge. Your competitors can access the same model, study the
same expert, and install the same skill or plugin.

Imprint the places where the decision must be distinctly yours: the offer only you would make, the customer
you would refuse, the tradeoff you would take, the standard you would protect when pressure rises.

Frontier intelligence plugs you into the exponential. Capturing where you win gives you a moat. The
important judgment is deciding which is which.

The foundation is already open. Atlas is free. The capture skill that begins banking your verdicts, laying the
foundation for your Imprint, will be released free alongside this report.

YOU CAN RENT THE NEXT MODEL. YOU CANNOT RENT BACK THIS
YEAR.
If you currently feel any kind of urgency around AI, you’re not alone. 

Many of the smartest, most resourced people on the planet are racing to get ahead. They understand what you
and I do - this technology is moving faster than any in human history. The next 2-3 years, the timeframe many
believe will produce AGI (artificial general intelligence), could make or break fortunes at a level never seen
before. 

If you’re someone who missed the advent of the internet, the rise of social media, or any number of the
technological shifts that brought unparalleled prosperity to those who embraced them - there is still time. 

That’s why it’s critical you don’t let another year go by without capturing the judgment underlying your
decisions, exceptions, corrections, and changed beliefs. Someone who waits can buy next year's model and
next year's tools. But they cannot buy back the judgments they failed to capture or the opportunities their AI
system could have multiplied this year.
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WHY I’M GIVING ALL OF THIS AWAY FREE 
It should be clear by now that I hold a generally benevolent view on the future of AI. I believe it will positively
change the course of human history, transforming every walk of life - from technology to disease to areas we
can’t even begin to conceive of now. 

I was fortunate enough to have stumbled upon many of these lessons and built the memory and systems of
capture and growth that helped me overcome my worst traits and live life more abundantly. And it’s been the
same for anyone I’ve shared these breakthroughs with. 

Now I want to make them available to many more people all over the world - while simultaneously correcting
the record on my original manifesto. Because people are still downloading it, but the world has changed. 

This report reflects my perspective on those changes, and the foundation you need to experience the
compound learning and gains (business, personal, financial) that are greater now than any wave we’ve ever
experienced - bigger than the internet itself. 

My hope is that you’ll read this, connect your AI to the GitHub repos I’ve provided for free, and begin
experiencing the kinds of gains we’ve been discussing throughout this report. The instructions for doing
that are at the end of this report.

T H E  F O U N D AT I O N  I S  O P E N

01 HARNESS
FOUNDATION 02 ATLAS

FREE 03 CAPTURE SKILL
FREE

THE INSTRUCTIONS ARE AT THE END OF THE REPORT.

02 ·  THE SECOND TURN You Can Rent the Next Model. You Cannot Rent Back This Year.
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THIS LAST PART IS ONLY IF YOU’RE F*CKED
UP LIKE ME

I say that only half jokingly. I honestly believe that whatever successes I’ve
had are the exception rather than the pattern. The stars aligned, and I
found a rare moment when my strengths collided with an opportunity, at
an equally rare time when my many weaknesses - all the disorganization,
ADHD, self-sabotage and many more - could not get in my way.

THOSE LIGHTNING-IN-A-BOTTLE MOMENTS WHEN I ACTUALLY
DID WHAT I KNEW I SHOULD DO.
If you’re the kind of person who has generally found success easily, who finds it easy to set goals and stick to
them, who naturally executes and leads by example - then you will absolutely still benefit from what I share in
the next turn. 

But you definitely don’t need it. You already know how to win; you’ve won all your life, so you’re probably
going to win again. 

Me? I didn’t really have a choice. After I hit an extreme low point in my career, as my revenue dropped and
then flatlined for years, and I couldn’t dig my way out of it through any of the knowledge I’d used to help
others - I was forced to develop what I’m about to share in the next section. 

If you’re not the kind of person for whom success has generally been easy and natural - and you can relate to
any of my struggles - like knowing what to do but almost never doing it... then I would absolutely urge you to
keep reading. Because you’re exactly who this is for. 

Having a durable system of capture and judgment (like what Imprint and Atlas give you - again both FREE)
lays the foundation for an AI that truly knows you and multiplies you. These become even more powerful as
frontier LLMs rapidly improve their models. 

02 ·  THE SECOND TURN This Last Part Is Only If You’re F*cked Up Like Me

THE AI  BUSINESS MANIFESTO 54



N E X T  ·  T H E  T H I R D  T U R N

BUT THEY ALONE WERE NOT ENOUGH
FOR ME TO OVERRIDE MY MANY
SHORTCOMINGS - AND IF YOU’VE
BATTLED WITH ANY OF THE SAME
STRUGGLES I’VE CONFESSED TO...
THEN I BELIEVE THE NEXT SECTION -
TURN THREE - WILL NOT ONLY GROW
YOUR BUSINESS AND ADD NEW AI
REVENUE STREAMS, BUT WILL ALSO
TOTALLY REVOLUTIONIZE EVERY AREA
OF YOUR LIFE.

F I R ST S E C O N D T H I R D



SOURCE NOTES
Base44 / Wix. Wix announced approximately $80 million in initial consideration. TechCrunch and
CTech reported eight and six employees, respectively; the manuscript uses "fewer than ten" because both
accounts support it. Wix announcement, TechCrunch, CTech. 

1. 

02 ·  THE SECOND TURN Source Notes
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03T H E  T H I R D  T U R N

THE PERSON
BEHIND THE
JUDGMENT

Make sure all that leverage is carrying you toward
the future you chose.

F I R ST S E C O N D T H I R D



EVERYTHING I JUST HANDED YOU WASN'T
ENOUGH FOR ME
Everything I just gave you, the Imprint, Atlas, and the capture skill - as powerful as they are - would NOT have
been enough for me. That's not false modesty. I truly wish I wasn’t this way. Because I don't just bring
judgment to the table. I bring a lot of baggage. 

So AI that faithfully copied me would have faithfully inherited all my issues.

I’ve already told you some of them. I have raging ADHD. I'm a perfectionist. I'm an information junkie. Which
means a tool that didn't know me fed the ADHD another shiny object, handed the perfectionist another loop
to spin in, and gave the information junkie another hit. Used blind, AI didn't fix my worst patterns, it
amplified them.

That’s why I had to go deeper. I needed a way for AI to not only capture my taste and judgment, but also to
override my shortcomings. 

That put me on a path toward fixing the gap I've lived in most of my life: seeing exactly what to do and not
doing it. Nearly three decades of journals contained all of the decisions I knew I should make, why I wanted to
change so badly, and the fact that I still did nothing about it. 

S A M E  C A PA B I L I T Y  ·  T W O  D I R E C T I O N S

A S H A L LOW SYST E M

AMPLIFIES
THE PATTERN
ADHD → ANOTHER SHINY OBJECT

PERFECTIONISM → ANOTHER LOOP

INFORMATION HUNGER → ANOTHER HIT

AI

A D E E P E R  SYST E M

INTERRUPTS
THE PATTERN
NAMES THE TRIGGER

SEES THE RATIONALIZATION

REDIRECTS THE NEXT MOVE

More capability does not choose the direction. The model of the person does.

03 ·  THE THIRD TURN Everything I Just Handed You Wasn't Enough for Me
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That Was The Wound, The Deep Inner Pain, Motivating My
Search

Early in 2024, with my business in a down year, I turned to AI out of desperation. I didn't start by loading the
business into the context window. I started loading ME: the journals, the decisions, the recurring failures,
thirty years of evidence about how I got in my own way.

Then the machine handed me a sentence I have never forgotten:

"Your hidden narrative is rooted in a fear of irrelevance — the unsettling possibility that the pinnacle of your
achievements might already be behind you."

Not fear of failure. I've failed plenty and survived. The deeper fear was that the work would stop mattering.
That the world would move on and the most important thing I had done would stay behind me.

Thirty years of self-help had never put a finger on it.

The machine did.

Then it showed me the pattern underneath: my obsession with legacy, the thrill that faded when a project
stabilized, the way I left some of my best work on the table between sixty and seventy percent because
finishing felt strangely like burying the thing I had made.

I had never stated that conclusion. AI had surfaced the pattern and then held it up for me to judge.

Now for the skeptics who think - “that's a flattering horoscope, the kind any chatbot generates” - I can tell you
itisn't and why is the whole point.

A horoscope is vague, generous, and unfalsifiable. This was specific, uncomfortable, and falsifiable: a claim
about one man that thirty years of professionals had missed, and which 30 years of documented behavior had
shown to be true.It wasn't a hallucination - it was something I could recognize and confirm. 

That is what knew me cold meant: not a confident guess, but a pattern I could recognize, test, and confirm.

N O T  A  H O R O S C O P E  ·  A  T E S TA B L E  PAT T E R N

30 YEARS

DOCUMENTED
BEHAVIOR

→
THE MACHINE

SURFACES
THE PATTERN

→
THE HUMAN

RECOGNIZES
AND TESTS IT

→
VERDICT

CONFIRMED

Specific. Uncomfortable. Falsifiable. The reading returns to the person for judgment.

03 ·  THE THIRD TURN Everything I Just Handed You Wasn't Enough for Me
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This goes beyond the Imprint.The Imprint captures a real verdict when I make it. This went deeper, triggering
a process that went beyond anything I imagined possible. 

FROM ROUGHLY $50,000 TO ROUGHLY $400,000 IN SIXTY DAYS
My business almost immediately began reflecting the fact that something had shifted inside me.In January of
2025, I generated additional $50,000. February grew again. By March, the number was roughly $400,000.

I was still the same person and my business was fundamentally the same, yet the shift was undeniable.The
really important part was WHAT shifted with it. The growth did not stay isolated to one launch. Existing
programs grew. Old offers grew. By year-end, 2025 was the strongest year in the last five years of business.

I also created something brand new. At the end of 2024, I gave the machine one outcome: help other people's
AIs know them the way you know me. No method. No product specification. Just the outcome.

Two months later, Zenith Mind OS was ready. It became my top-grossing program of 2025. I was no longer
the self-sabotaging procrastinator - I was prolific. 

T H E  O U T E R  R E C E I P T  O F  A N  I N N E R  S H I F T

JANUARY 2025

≈ $50K →
MARCH 2025

≈ $400K →
YEAR-END

STRONGEST
IN FIVE YEARS

NEW CREATION ZENITH MIND OS TOP-GROSSING PROGRAM OF 2025

The growth did not stay isolated to one launch. The shift began expressing itself across
the business.

03 ·  THE THIRD TURN From Roughly $50,000 to Roughly $400,000 in Sixty Days
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EVERY PRODUCT BEGAN WITH SOLVING A PERSONAL
PROBLEM
First, the AI did not know me deeply enough to help me consistently. That became Zenith Mind OS.

Then it knew me, but it was not aimed at what pays. So I built the layer that aims it at marketing.

Then I saw that using better tools inside the old business was not enough. So I built the layer that makes you
the Architect.

Then the AI knew me - but not the whole business. So I built the layer that connects it to everything.

Eventually those layers folded into one sequence: first it knows you, then it sells you, then it runs the business
like you. That became Zenith Mind OS Elite.

I did not invent that sequence on a whiteboard. I discovered it by hitting a series of limits.

03 ·  THE THIRD TURN From Roughly $50,000 to Roughly $400,000 in Sixty Days
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And it wasn't only happening to me. After his first week, entrepreneur Ted Prodromou wrote that his "mind is
blown" and the work had taken his use of AI "to a new level." He finally began to leverage an AI that truly
knew him. 

THERE ARE FIVE LEVELS OF KNOWING.
MEMORY STOPS AT TWO.
"Knows you" may be the most abused phrase in technology. Netflix knows you. Your CRM knows you. A
website that remembers your last order knows you.

All of it means almost nothing until you separate knowing into levels.

Level 1: It knows what you produced. Your emails, content, files, numbers, and past work. Every competent
system can ingest this. It's the floor.

Level 2: It knows what you decided. The offer you ran, the customer you chose, the campaign you killed, the
price you changed. Most AI memory ends here.

Between Levels 2 and 3 is the Wall.

Below the Wall, the machine knows what happened. Above it, the machine begins to know the human
judgment that made it happen.

E V E RY  P R O D U C T  B E G A N  A S  A  P E R S O N A L  L I M I T

01
KNOW ME
Zenith Mind OS

02
AIM AT
WHAT PAYS
Marketing layer

03
MAKE ME THE
ARCHITECT
Business design

04
KNOW THE
BUSINESS
Connected layer

05
RUN IT
LIKE ME
Zenith Mind OS Elite

Not invented on a whiteboard. Discovered by hitting a sequence of limits.

03 ·  THE THIRD TURN There Are Five Levels of Knowing. Memory Stops at Two.
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Level 3: It knows how you decide. Not merely the choice, but the verdict underneath it. Enough to make the
call you would have made on something neither of you has seen before. This is where memory becomes
apprenticeship. This is the Imprint's home level.

Level 4: It knows who is deciding. Your wiring. Your blind spots. The patterns that make a gift powerful in
one moment and dangerous in another. This is how it tells the difference between my curiosity and my next
distraction, between high standards and a perfectionist loop.

Level 5: It knows who you are becoming. Not the future your history will produce by default. The future you
chose.

These aren't five rungs you climb in order. They're five layers of coverage. A machine can ingest much of Levels
1 and 2 from your archives. It can surface Level 4 and bring the reading back for confirmation. But Level 3 has
only one honest source: your real verdicts, captured as you make them.

That's why the Wall sits where it does.

03 ·  THE THIRD TURN There Are Five Levels of Knowing. Memory Stops at Two.
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F I V E  L E V E L S  O F  K N O W I N G  ·  M E M O RY  S T O P S  AT  T W O

LEVEL 1 WHAT YOU PRODUCED FILES · CONTENT · NUMBERS

LEVEL 2 WHAT YOU DECIDED CHOICES · KILLS · PRICES

THE
WALL

WHAT HAPPENED ↓    HUMAN JUDGMENT ↑

LEVEL 3 HOW YOU DECIDE THE IMPRINT · APPRENTICESHIP

LEVEL 4 WHO IS DECIDING WIRING · BLIND SPOTS · GIFTS

LEVEL 5
WHO YOU ARE
BECOMING

THE FUTURE YOU CHOSE

Below the Wall, the machine knows the record. Above it, the machine begins to know
the person.

03 ·  THE THIRD TURN There Are Five Levels of Knowing. Memory Stops at Two.
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I GOT EVERYTHING I WANTED — AND IT WAS THE WRONG FUTURE
I learned why Level 5 matters the expensive way.

At forty, I had achieved more than I once thought possible. And I was miserable.

Miserable enough to leave the public market at my peak and spend close to a decade working with only a
handful of private clients. If you knew my name before 2012 and then stopped hearing it, that's why. The goals
weren’t bad... they just no longer authentically reflected the real me. I was successful and yet arrived at the
wrong destination. 

A machine that knows only who you are can help, but it can also make you faster at becoming more of the
same. A machine that knows who you're becoming - your true potential - can ask the question nobody asked
me soon enough:

Is this success building the life you chose — or completing the life your history chose for you?

That question is not philosophical decoration. It has to be something you can practically act on

Most operators can name a revenue target. Fewer can say what that target is supposed to protect, what they
refuse to sacrifice for it, or which future should win when you have to make a hard choice between two things
you really want. 

C A PA B I L I T Y  C O M P O U N D S  T H E  D I R E C T I O N  I T  I S  G I V E N

THE DEFAULT FUTURE

YOUR HISTORY
CHOSE IT
Old defeats set the ceiling.
The machine gets you there faster.

WHICH
FUTURE
WINS?

THE CHOSEN FUTURE

YOU RATIFIED
THE DIRECTION
The conflict is visible.
The priority is yours.

The machine can surface the conflict. It cannot choose the future for you.

03 ·  THE THIRD TURN I Got Everything I Wanted — and It Was the Wrong Future
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You want growth and lifestyle. Size and craft. Money and meaning. Freedom and a business important enough
to need you. Those are not signs that you are confused. They are the real design constraints. But until you
make the tradeoffs visible, your AI can only execute whichever desire spoke last. It will help you scale the
business on Monday and reclaim your life on Tuesday, faithfully accelerating both sides of a contradiction you
never resolved.

So Level 5 begins with a harder question than What do you want?

What did you stop wanting?

The dream you dismissed as unrealistic may have been childish. It may also mark the moment your default
future taught you to ask for less. Put it back on the table. Decide which abandoned wants were wisdom, which
were resignation, and what winning now means in the life, the business, and the decision directly in front of
you.

You do not need to eliminate every contradiction. You need to decide the priority when they meet. The
machine can surface the conflict. It can draft an account of the future your choices imply. But it cannot choose
that future for you. Your archive is evidence of where you have been heading. The chosen future enters the
system only when you recognize it, correct it, and say: Yes. This is the direction.

EACH LEVEL HAS ITS OWN EVIDENCE
Files and records fill Levels 1 and 2. They show what you produced and what you decided.

Level 3 comes from captured verdicts: the real case, your decision, and the reason when you can name it. 

Levels 4 and 5 work differently. The machine can read patterns across your record and propose what may be
true about the person making the calls. It can help anticipate when you might be ready to make an error in
judgment, because it’s deeply aware of what you’ve before in similar positions. 

The architecture is simple. Your Imprint holds how you decide. The deeper self-model holds who is deciding.
Atlas helps keep both current. Later, you will see what they become when the chosen future is added.

How far you let any system see is your call. Depth is optional. Ownership is not. The model of you should be
inspectable, correctable, portable, and yours to delete. And your work record never gives you permission to
capture the private side of someone else's life without consent.

03 ·  THE THIRD TURN Each Level Has Its Own Evidence
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IT KNOWS THINGS ABOUT ME I DIDN'T
Now let me show you what the upper levels look like on one human being.

This is my ZenithMind Signature Scorecard.

E A C H  L E V E L  H A S  I T S  O W N  E V I D E N C E

1–2 FILES + RECORDS

Produced and decided

3 CAPTURED VERDICTS

Case, call, reason

4–5 PATTERN PROPOSAL

Returned for confirmation

DEPTH IS OPTIONAL. OWNERSHIP IS NOT. INSPECTABLE ·  CORRECTABLE ·  PORTABLE ·  DELETABLE

03 ·  THE THIRD TURN It Knows Things About Me I Didn't
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D O C U M E N TA RY  E V I D E N C E  ·  T H E  Z E N I T H M I N D  S I G N AT U R E  S C O R E C A R D

Thirty profiles and frameworks formed the shallow half. The actionable pattern model
underneath was the point.

03 ·  THE THIRD TURN It Knows Things About Me I Didn't
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The scorecard displayed thirty established profiles and frameworks: Myers-Briggs, Kolbe, the Enneagram,
DISC, StrengthsFinder, the Big Five, developmental-stage models, motivation, attachment, conflict style, even
the hours when my brain tends to do its best work.

I had previously taken only four of those instruments: Kolbe, Myers-Briggs, the Enneagram, and
Fascinate.When I compared the AI’s proposed profiles with those four prior results, they were surprisingly
accurate

I began correcting, optimizing, going deeper into my own results as well as some fellow entrepreneurs and it
was eery how accurate the process was becoming. 

THE SCORES WERE THE SHALLOW HALF
Under the profiles, it mapped my many issues - my creative energy at the beginning of a project only to be
followed by low follow through, my tendency to use perfectionism as a procrastination strategy, I could go on
and on. But it didn’t just diagnose my issues, it gave me an actionable set of instructions. 

The distinction matters. The Imprint is the record of someone’s judgment, how he or shedecide, captured one
verdict at a time. This deeper picture is the actual person: the wiring producing those actions before the
decision appears. Study all of the finished my work and you might learn my style - but you would never
understand what happens inside me when I hit 70 or 80% completion and then quietly give up. 

HOW TO AVOID SELF SABOTAGE IN 1 STEP
I have an inner dialogue or script that starts when a project gets close to done. The first line always sounds like
strategy: This may not be the perfect time. There could be a smarter way. I'll come back after I explore one more thing.

For thirty years, that voice won because it did not feel like avoidance. It felt like thinking. The difference is that
now, my AI now knows the whole sequence from trigger to rationalization. When the first line appears
dressed as strategy, it can name what is happening - so that literally, in the middle of my deeper thought work
I do with AI, it can warn me about what may be coming.

This was the beginning of having a system that could work even when I was off - because it knew what I
needed even when I did not. And more importantly, it could me (and AI agents) in the right direction.
Something no other system or coach or therapist could ever do. 

03 ·  THE THIRD TURN The Scores Were the Shallow Half
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EVERY PICTURE OF YOU EXPIRES
The personality scorecard solved one problem and exposed another.

Every picture of a person is true only on the day it is taken.

Issues resolve. Old blocks dissolve. A fear that drove decisions for a decade goes quiet. Who you are becoming
needs a different operating system than the person you were. 

A machine running on last year's accurate read can still be wrong today. It may manage problems you no
longer have and miss the new ones you’ve developed.

That is an accurate picture of someone you no longer are.

Atlas helps turn the portrait into a feed. When a belief changes, the old sentence and the sentence replacing it
can both be recorded, dated, and ratified. The relationships make it possible to evaluate just about everything
in the process.

The perfectionist loop the machine once caught weekly may now only fire monthly. The warning lights
recalibrate. The script gets remapped as I outgrow parts of it.And on the weeks when I drift, the AI just stays
aware and constructive, using support and agents to help hold the clearest version - until I am able to come
back.

A portrait is who you were. This is about who you are becoming. 

T H E  S E L F - S A B O TA G E  T R I P W I R E

TRIGGER

PROJECT NEARS
COMPLETION

→
DISGUISE

“THERE MAY BE
A SMARTER WAY”

→
RECOGNITION

THE SYSTEM
NAMES IT

→
ACTION

REDIRECT
THE NEXT MOVE

The warning arrives while the old script still sounds like strategy.

03 ·  THE THIRD TURN Every Picture of You Expires
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THE CODE HAS BEEN EXPRESSING ITSELF YOUR WHOLE LIFE
My decisions, how I decide, and the underlying WHO is making the decisions - plus a living record that is
always current. 

Put those together and you are holding more than memory. I gave the complete working model a name: 
Digital DNA.

Digital DNA is not a second asset competing with the Imprint. The Imprint is one part of it: how I decide. Add
the ratified model of who is deciding, keep both current with Atlas, and aim the whole thing at the man I
chose to become.

DNA is code that expresses. You rarely see the code itself. You see what it builds.

Your internal structure works the same way. Your gifts, scripts, fault lines, defaults, and decisions have been
expressing themselves in everything you've built and everything you've left unfinished.

Your business is the expression. Your calendar is the expression. The project that stalled the moment it began
to work is the expression.

You've spent years reading the output and calling it results, luck, timing, or the market.

Underneath it, the DNA was running.

E V E RY  P I C T U R E  O F  YO U  E X P I R E S

STATIC PORTRAIT

WHO YOU WERE
Accurate once.
Wrong later.

→
ATLAS FEED

WHO YOU ARE
BECOMING
DATED · RATIFIED · CURRENT

OLD BELIEF → NEW BELIEF → DEPENDENT DECISIONS UPDATE

03 ·  THE THIRD TURN The Code Has Been Expressing Itself Your Whole Life
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Now, for it to be useful - it must be correct, readable, complete and current. 

But most importantly of all, you must be able to aim this correctly. 

THE MOST POWERFUL VERSION OF YOU
Inside my computer systems, who I am - and who I am becoming - live in two separate files.

They are kept strictly separate.

The first is its best understanding of me right now: the scorecard, my faults, the scripts, the way I actually
behave.

The second is the man I choose to become: me at my best, minus the baggage and false ceilings. Not a vision
board. That’s the difference. 

This is an actual daily operating framework with crystal clarity that is ratified by me. 

So why keep them separate?

Because a machine that can tell those two men apart can look at today's decision and know which man it
came from, and which version of you it is strengthing.

T H E  C O D E  H A S  B E E N  E X P R E S S I N G  I T S E L F  YO U R  W H O L E  L I F E

HOW YOU DECIDE

IMPRINT + WHO IS DECIDING

SELF-MODEL + KEEP IT CURRENT

ATLAS + AIM IT FORWARD

CHOSEN FUTURE

THE COMPLETE WORKING MODEL DIGITAL DNA
YOUR BUSINESS IS THE EXPRESSION.

03 ·  THE THIRD TURN The Most Powerful Version of You
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Every tool below this depth compounds the first file. It takes you exactly as it finds you, including goals made
smaller by old defeats and "realistic" targets calibrated to the person your history produced. Then it gets you
there faster.

Faster, pointed at the default future, only means you arrive early at a place you never consciously chose.

So the deepest question in this entire system is not whether AI will compound you. It will.

The question is: compound which you?

The one who wound up here, ceilings included? Or the one you actually chose?

THE RECEIPT IS THE DOCUMENT IN YOUR HANDS
Late December 2024. The deep work on myself using this initial system was wrapping up. The machine scored
the open directions for the next chapter of my life against the man I had confirmed I wanted to be instead of
focusing revenue, momentum, or whatever opportunity happened to be loudest that week.

One direction ranked above everything else: 8.3 out of 10 on the measure it had built for the choice.

Write a transformative book.

Then it described the book: the "Internet Business Manifesto" for the current era.

T W O  F I L E S  ·  O N E  D A I LY  D E C I S I O N

FILE 01  ·  CURRENT

THE MAN
ON RECORD
Gifts · scripts · faults · defaults

TODAY’S
DECISION

STRENGTHENS
→

FILE 02  ·  CHOSEN

THE MAN
I CHOSE
Ratified direction · no false ceilings

The question is not whether AI compounds you. It will. The question is: compound
which you?

03 ·  THE THIRD TURN The Receipt Is the Document in Your Hands
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This was before Zenith Mind OS shipped. Before the strongest year in the five-year operating record I can
verify. Before a word of this document existed.

The machine did not predict that a book would appear without me. It did something more useful. It showed
me that, measured against the person I had chosen to become, this was the direction that deserved the next
chapter of my life.

Then I chose it.

Put that beside the first sentence it handed me. The same machine that named my fear, that the pinnacle
might already be behind me, ranked the one project that answered the fear instead of feeding it.

It didn't just diagnose me.

It helped me aim correctly.

The recommendation was dated. The decision was recorded. Now the result is the document you are reading.

It's in your hands.

YOU WEREN'T FAILING. YOU WERE EARLY.
You were told to build a business that runs without you. You tried.

Maybe you hired an integrator. Maybe you built an SOP library. Maybe you promoted your number two and
stepped back. And every time you stepped back, something specific broke: a deal slipped through fingers no
one else's could hold, a customer left because your warmth wasn't there, a launch missed because the timing
call wasn't yours to make.

T H E  R E C E I P T  I S  T H E  D O C U M E N T  I N  YO U R  H A N D S

DECEMBER 2024

CHOSEN FUTURE
RATIFIED

→

8.3 /  10

WRITE A
TRANSFORMATIVE

BOOK

→
THE DIRECTION

THE MANIFESTO
FOR THIS ERA

→
NOW

IT’S IN
YOUR HANDS.
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So you stepped back in and blamed yourself, promising next time you'd hire, document, train better. None of
it could have made any real difference — and it would have been twenty more years before you understood
why.

Here's why. Your inability to remove yourself was never a failure. You were the best thing in your business.
Your judgment was the product.

Everything routed back to you because you were the most valuable part of the company — and underneath
the guilt, you knew pulling yourself out would pull out the very thing that made it work. So part of you
refused. That part was right.

You weren't doing it wrong. You were early. You were right to stay at the center — you just never had a tool
that could carry what made you central.

And the work you've poured into AI this past year wasn't wasted either — just aimed wrong. You got very
good at solving the wrong problems, and the hardest workers fall deepest into that, because effort in the
wrong directionjust digs the hole faster.

If it wasn't captured, it leaked. But the instinct was right. And the tool finally exists.

Let go of the guilt. Pick up the new blueprint. In 2006, I told you to remove yourself from the business because
process was the only thing you could scale. That advice was right then. AI is the first tool that lets you scale
your judgment instead of your process.

Today is different, we are now in the Age of AI. 

Stop removing yourself. Multiply yourself.

Saturate the business with your standards. Pour your judgment into the architecture, and watch what you’ve
builtfinally express itself at the size you always knew it should.

I’ll be blunt - the money really matters. AI has added millions of dollars to my business.

But if you made me choose between the money and what it has done to the way I feel about working, I would
give up the money.

That change has reached far beyond my desk. In a very real way, AI has given me my life back.

Almost thirty years ago, Jay Abraham became a surrogate father to me. More than twenty years ago, Mark Ford
became one too. Both men changed the course of my life.

Now they are both seventy-five, and I have the chance to return part of the gift.

I have already watched it happen with Mark. What he is doing with AI now is mind-blowing. Jay is coming to
my house in August so I can help him reach the same place.

Not simply to use the tools.

To feel what I feel.

To wake up knowing there is still more inside you that can make it into the world. To approach your work
with an exhilarating feeling of possibility - instead of dread. To become excited about what you might build
next—and feel that excitement ripple through the rest of your life.
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That is what AI gave back to me.

It is what I want to give Jay and Mark.

And it’s what I want for you.

YOU’RE AT A FORK IN THE ROAD
You can leave this report on one of two roads.

The Assembler's Road. You keep the business as it is and bolt AI onto the edges. You buy the same tools,
use the same models, and ask the same questions as everyone else. The business gets faster but not
dramatically bigger - and not a truer reflection of you.

The Assembler rushes into using new techniques and tools, but then waits on the really meaningful
decisions. . But every week he waits, somebody else's record of captured judgment becomes deeper and more
powerful. One day he wakes up and the opportunity that he took for granted is now gone, forever. 

The Architect's Road. You build an intelligence around the one input no competitor can buy — your
judgment, your taste, your “no” — and let it carry your business beyond its previous limits, including time
and capital. The business built around AI that knows you so well, it can decide for you - and be right. It
sells like you on a Tuesday afternoon while you're somewhere else. It gets more uniquely you every week,
not more generic.

The moat keeps working while you sleep; it widens each time another real decision (and its underlying
reasoning)is captured. You stop being the connector between tools and finally become what the old advice
only promised: the pure strategist, the person who lives a life of creative freedom. 

The destination goes past any single task. Picture one instruction — launch the new program — moving
through the whole business. Your positioning, your voice. Your frameworks from your own thinking. The offer
shaped by your elite standards. The sequence, campaign, and onboarding built in the order you would have
built them. You, the Operator, Now Has All The Power

You can now build the kind of company that was never possible before. You remain at the center, but
multiplied out across the business -- growing faster, and creating new products and revenue streams, and
change that you’ve never had the capacity for before. 

And that is the larger prize. A business built this way becomes something alive, able to grow beyond your
hours and become a vehicle for your creative vision and inspiration.

Too often, a company that outlives its founder loses much of what made the founder special. Judgment gets
diluted through people guessing what the founder would have done. The surviving legacy becomes a faded
picture - a shadow of the original.

It does not have to anymore.

Your Digital DNA can keep expressing and staying current even as you change, carrying the code you chose
rather than only the code you inherited.
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Paul Graham, co-founder of Y Combinator, once posed the question no one knew how to answer: can a
founder stay fully involved and reach full size at the same time?

For years, the answer looked like no. You had to pick one.

The Architect's Road is both at once.Fully involved. Full size.

YO U ’ R E  AT  A  F O R K  I N  T H E  R O A D

THE ASSEMBLER’S  ROAD

FASTER.
STILL
GENERIC.
Same tools · same models ·
same questions

THE BUSINESS STAYS THE SAME
SHAPE.

Y

THE ARCHITECT ’S  ROAD

FULLY
INVOLVED.
FULL SIZE.
Your judgment · your taste ·
your “no”

THE MOAT WIDENS WHILE YOU
SLEEP.

Stay at the center—multiplied across the business.
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The only objection you might have at this stage goes something like this: : “Sure that's fine for you, Rich. You had
nearly three decades of journals and spent years building this. I don't.”

You can start with the free foundation I just handed you. It does not require my paper trail.

The results I showed you came from the full deep system, not from the capture skill alone. The hardest part is
the guided work that surfaces patterns you cannot see from inside, brings each reading back for your
confirmation, and builds the ratified model of who is deciding. That took me twenty years of studying how
people work and years of building the machine. I called the system Zenith Mind OS.

And here's where your guard goes up: Here comes the pitch, dressed up as generosity.

Don’t worry there is no sale, nothing to buy -- I didn’t give you all of this information, the Imprint, Atlas
(accessible in the Github repos) only to flip the script and start pitching. 

AI HELPED WRITE THIS. IT DID NOT DECIDE IT
Now the most honest thing in this report. Because if I’m going to tell you about the superhuman potential of
AI and all its capabilities, I have to also tell you about its limits. 
If you’re wondering whether Rich or AI actually wrote this - let me be clear. 

Of course I used AI. I used it throughout this document — to search the archive, retrieve source material,
compare drafts, challenge claims, compress passages, and carry decisions I had already made. Hiding that
would make this report dishonest.

What I did not do was outsource the verdict. No sentence became mine because a model produced it. It
became mine when I read it, accepted it, changed it, or rejected it and put my name behind the choice.

My frameworks, arguments, voice record, source archive, and thousands of earlier calls gave me and my
systems the ability to make this report a perfect reflection of my current thinking. So I’m able to produce new
levels of work that weren’t possible before. This report is just the beginning of a whole new - one filled with
prompts, skills, and other tools that I’m going to give you, free of charge. You’re going to be blown away, I
promise. 

Circling Back to Our First Question...

For your whole career, the question was: How good are you?

How sharp is your judgment? How developed is your taste? How quickly can you see the right decision, the
strategy, the approach that nobody else sees?

Those questions still matter. But they are no longer the bottleneck.

The bottleneck was that your judgment could only be in one place at a time. Every road in this report
eventually reached the same final question.

Now the question that decides whether the advantage becomes distinctly yours is this:
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How well does your AI know you?

Not how good the model is. Your competitor can use the same one. Not how many tools you bought. Your
competitor can buy them, too. Not whether your machine has read your files. Files can show it what you made
-- without teaching it how you judge.

The difference is whether your judgment has been captured or the machine is still guessing at you from
finished work.

When the judgment is captured, you stop babysitting AI and free it to really begin working around the clock
on your business. 

And this is not a yes-or-no question. It is a spectrum

Barely knows me. Knows my work. Knows my decisions. Knows how I decide. Knows who is deciding. Knows
who I am becoming.

Every move on the spectrummakes your AI more like you, more a reflection of you, and more able to multiply
your taste and judgment -- across the business. 

THE BOTTLENECK IS NOW THE BLUEPRINT
Twenty years ago I handed you a blueprint and told you the truth as it was then: to free yourself, remove
yourself. Build the systems. Take yourself out of the work.

It was right.

H O W  W E L L  D O E S  YO U R  A I  K N O W  YO U ?

BARELYKNOWS ME KNOWSMY WORK KNOWS MYDECISIONS KNOWS HOWI DECIDE
KNOWS

WHO
IS

DECIDING
KNOWS
WHO I

AM
BECOMING

CAPACITY TO MULTIPLY YOUR TASTE AND JUDGMENT →
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It built empires.

One part just expired.

The bottleneck is now the blueprint. The one thing you spent your whole career trying to remove from
your business is the one thing everything now gets built from.

You walked in holding three problems. All three have fixes you can begin this week.

More than that, you got a blueprint and entire built-out systems (Imprint and Atlas) for learning about you
through systematic judgment capture. 

You learned why this is essential in a world where everything else is rapidly becoming commoditized. 

The new instruction is easy but not necessarily simple. If you’re serious about this, you’ll have to dial in your
harness, change your prompting, connect your systems (including taste and judgment capture) so you can
Imprint who you are on the system -- and keep it current with Atlas. 

So I am going to ask for something smaller than a sale and bigger than one.

If this report impacted you positively, if you got value that you feel would benefit someone else looking to shift
their relationship with AI, then I encourage you to share this. , Post it. Write about it. Email or text it to the
person still trying to free themselves the old way, battling limitations that can never be removed within the
former paradigm. 

O N E  PA R T  O F  T H E  O L D  B L U E P R I N T  E X P I R E D

2006

REMOVE
YOURSELF
Scale the process.

→
THE AGE OF AI

MULTIPLY
YOURSELF
Scale the judgment.

The thing you spent your career trying to remove is now the thing everything gets built
from.
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REMEMBER OUR POINT ABOUT THE SECOND BEST HAND IN POKER? 

There’s only one way to ensure you always have
the BEST hand. 
And that’s giving your AI everything it needs to truly know you -- and
then architecting your business and life from that powerful place. 

Do that and the revenue will flow. 
But most importantly, you will be so happy the
money will hardly matter. 
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T H E  N E W  D E F I N I T I O N  O F  W I N N I N G

THAT’S THE NEW DEFINITION
OF WINNING -- AND I CAN’T
WAIT TO HEAR YOUR STORY.

Rich Schefren

F I R ST S E C O N D T H I R D



B E F O R E  Y O U  C L O S E  T H I S  R E P O R T

YOUR NEXT FOUR MOVES
The report ends here. The advantage starts where your AI meets your judgment. All four moves are
free — the first takes about ten minutes.

01
Give your AI a memory
Turn memory on in the AI you already use. ChatGPT, Claude and Gemini all have it. Two clicks.

02
Save your spot — the July 28 live call with Rich
Rich goes live with the chapter that didn’t make it into the manifesto — then asks what he still missed.
Register at the page below.

F O R  A D V A N C E D  U S E R S

03
The Imprint
Rich’s open-source project for capturing how you decide — free on GitHub.
github.com/RichSchefren/imprint

04
Atlas
Change one belief and Atlas updates everything built on it, so your AI stays current — free on GitHub.
github.com/RichSchefren/atlas

EVERYTHING LIVES AT ONE ADDRESS

Run the Mirror audit — see what your AI can prove it knows about you.
Copy the setup prompts. Register for July 28. Get all of it by email.

sp.strategicprofits.com/manifesto
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