
- But revolution is a term that people use only when you’re successful. Before that, you’re just 

a quirky person who does things differently. 

- Success comes from persistently improving and inventing, not from persistently doing what’s 

not working. 

- If you’re not saying, “Hell yeah!” about something, say no. When deciding whether to do 

something, if you feel anything less than “Wow! That would be amazing! Absolutely! Hell 

yeah!” then say no. When 

- Anytime you think you know what your new business will be doing, remember this quote 

from serial entrepreneur Steve Blank: “No business plan survives first contact with 

customers.” 

- My well-funded friends would spend $100,000 to buy something that I made myself for 

$1,000. They did it saying, “We need the very best,” but it didn’t improve anything for the 

customers. 

- It’s counterintuitive, but the way to grow your business is to focus entirely on your existing 

customers. Just thrill them, and they’ll tell everyone. 

- If you want to be useful, you can always start now, with only 1 percent of what you have in 

your grand vision. It’ll be a humble prototype version of your grand vision, but you’ll be in the 

game. You’ll be ahead of the rest, because you actually started, while others are waiting for 

the finish line to magically appear at the starting line. 

- Starting small puts 100 percent of your energy into actually solving real problems for real 

people. It gives you a stronger foundation to grow from. It eliminates the friction of big 

infrastructure and gets right to the point. And it will let you change your plan in an instant, as 

you’re working closely with those first customers telling you what they really need. 

- To me, ideas are worth nothing unless they are executed. They are just a multiplier. Execution 

is worth millions. 

- To make a business, you need to multiply the two components. The most brilliant idea, with 

no execution, is worth $20. The most brilliant idea takes great execution to be worth 

$200,000,000. That’s why I don’t want to hear people’s ideas. I’m not interested until I see 

their execution. 

- Have the confidence to know that when your target 1 percent hears you excluding the other 

99 percent, the people in that 1 percent will come to you because you’ve shown how much 

you value them. 

- So please don’t think you need a huge vision. Just stay focused on helping people today. 

- Never forget why you’re really doing what you’re doing. Are you helping people? Are they 

happy? Are you happy? Are you profitable? Isn’t that enough? 

- let’s just say that any business that’s in business to sell you a cure is motivated not to focus 

on prevention.) 



- If you set up your business like you don’t need the money, people are happier to pay you. 

When someone’s doing something for the money, people can sense it, like they sense a 

desperate lover. It’s a turnoff. 

- Don’t punish everyone for one person’s mistake 

- When you’re thinking of how to make your business bigger, it’s tempting to try to think all 

the big thoughts and come up with world-changing massive-action plans. But please know 

that it’s often the tiny details that really thrill people enough to make them tell all their friends 

about you. 

- Every outgoing e-mail has a “From:” name, right? Why not use that to make people smile, 

too? With one line of code, I made it so that every outgoing e-mail customized the “From:” 

field to be “CD Baby loves [first name].” So if the customer’s name was Susan, every e-mail 

she got from us would say it was from “CD Baby loves Susan.” Customers loved this! 

- “We’ll do anything for a pizza.” If you needed a big special favor, we’d give you the number 

of our local pizza delivery place. If you bought us a pizza, we’d do any favor you wanted. 

- Even if you want to be big someday, remember that you never need to act like a big boring 

company. Over ten years, it seemed like every time someone raved about how much he loved 

CD Baby, it was because of one of these little fun human touches. 

- But no matter what business you’re in, it’s good to prepare for what would happen if business 

doubled. Have ten clients now? How would it look if you had twenty at once? Serving eighty 

customers for lunch each day? What would happen if 160 showed up? 

- When you sign up to run a marathon, you don’t want a taxi to take you to the finish line. 

- But I never again promised a customer that I could do something that was beyond my full 

control. 

- Ten minutes later, a new question. Same process: Gather everybody around. Answer the 

question and explain the philosophy. Make sure everyone understands the thought process. 

Ask one person to write it in the manual. Let everybody know they can decide this without me 

next time. After two months of this, there were no more questions. 

- Because my team was running the business, I was free to actually improve the business! I 

moved to California, just to make it clear that the running of things was up to the employees. 

I was still working twelve-hour days, but now I was spending all my time on improvements, 

optimizations, and innovations. To me, this was the fun stuff. This was play, not work. 

- There’s a big difference between being self-employed and being a business owner. Being 

self-employed feels like freedom until you realize that if you take time off, your business 

crumbles. To be a true business owner, make it so that you could leave for a year, and when 

you came back, your business would be doing better than when you left. 

- I learned a hard lesson in hindsight: Trust, but verify. Remember it when delegating. You 

have to do both. 



- Then I realized that there’s such a thing as over-delegation. I had empowered my employees 

so much that I gave them all the power. After a complete communication breakdown, it was 

eighty-five people (my employees) against one (me). I became the scapegoat for all of their 

dissatisfaction. 

- Lesson learned too late: Delegate, but don’t abdicate. 

- I realized that the bigger learning and growing challenge for me was letting go, not staying 

on. 

- As with any breakup, graduation, or move, you emotionally disconnect, and it all feels as if 

it’s in the distant past. I felt like I was already on the highway with a little box of stuff, moving 

cross-country, with my old home long gone, never to be seen again. By the end of that day, I 

was no longer derek@cdbaby.com. 

- But most of all, I get the constant priceless reminder that I have enough. 

- Business is as creative as the fine arts. You can be as unconventional, unique, and quirky as 

you want. A business is a reflection of the creator. 

- Just pay close attention to what excites you and what drains you. Pay close attention to when 

you’re being the real you and when you’re trying to impress an invisible jury. 

- You’ll notice that as my company got bigger, my stories about it were less happy. That was 

my lesson learned. I’m happier with five employees than with eighty-five, and happiest 

working alone. Whatever you make, it’s your creation, so make it your personal dream come 

true. 

- The coolest people I meet are the ones who find me through something I’ve written. So if 

you made it this far, please go to http://sivers.org and e-mail me to say hello. I get really 

inspired by people’s questions, so feel free to ask me anything, or just tell me what you’re 

working on. I’m glad to help. 


