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DEAR READER
DON'T JUDGE ME FOR MY 100 BAD IDEAS JUDGE ME FOR

MY 1 GOOD ONE BECAUSE IT'S THE ONLY ONE THAT MATTERS

PLEASE FIND ENCLOSED INSIDE

MY PRIVATE JOURNAL FOR BOTH LOOM

OFFERS AND LOOM LEADS THESE BOOKS

HAVE CONSUMED A LOT OF MY TIME B

EFFORT OVER THE PAST FEW YEARS I

CURATED ONLY THE MOST LEGIBLE OF

MY NOTES AND I GROUPED THEM IN

A WAY THAT MADE SOME SENSE OF
THE CONCEPT EVOLUTION AS YOU LOOK

THROUGH THESE NOTES YOU WILL

SEE ME WRESTLE WITH IDEAS
IN FRONT OF YOUR EYES YOU'LL
SEE HOW THEY EVOLVED AND MAYBE
GET A DEEPER UNDERSTANDING AS
A RESULT YOU'LL ALSO SEE SOME

IDEAS I CUT FROM THE BOOKS BUT
STILL HOLD MERRIT IN THEIR OWN

RIGHT I HOPE YOU ENJOY BOTH

THESE NOTES AND THE BOOKS AS
MUCH AS I ENJOYED MAKING

THEM FOR YOU

YOUR BIGGEST FAN

ALEX HORMOZI
PS YOU CANNOT LOSE IF YOU DO NOT QUIT
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RULE OF 100
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