— eSpaceBros —

MISTAKES

THAT STOP PEOPLE
FROM MAKING REAL MONEY

_WITRAI

|~ (AND HOW TO AVOID THEM) - — & E‘ﬂ




eSpaceBros

Contents

INTRODUCTION
The Al Gold Rush Problem

MISTAKE 01
Collecting Tools Instead of Building Systems

MISTAKE 02
Selling Al Instead of Selling Outcomes

MISTAKE 03
Trying to Serve Everyone

MISTAKE 04
Building a Product Before Building an Audience

MISTAKE 05
Undercharging Because ‘Al Made It Faster'

MISTAKE 06
One-Time Sales Thinking

MISTAKE 07
90% Building, 10% Marketing

CONCLUSION

What the People Who Actually Win Do Differently

espacebros.com | Real Opportunities. Real Freedom.

7 Mistakes That Stop People From Making Real Money With Al



eSpaceBros 7 Mistakes That Stop People From Making Real Money With Al

INTRODUCTION

The Al Gold Rush Problem

There has never been a moment in modern history where a single person could do what an entire
company used to do. Al changed that. And right now, millions of people are rushing to take
advantage of it.

Most of them will fail. Not because Al does not work — it does. Not because the opportunity is not
real — it is. They will fail because of a small set of predictable, completely avoidable mistakes that
almost nobody discusses honestly.

This guide is about those mistakes. Seven of them. Each one is common, each one is costly, and
each one is entirely preventable once you know what to look for.

You do not need more tools after reading this. You need a clearer picture of what separates the
people making real money with Al from the people who are simply busy with it. Read this before you
build anything, before you buy any tools, before you run any traffic. The clarity it gives you will be
worth more than any shortcut you might be looking for.

"The people making real money with Al are not the ones with the most tools. They
are the ones who avoided these mistakes while everyone else was making them."
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MISTAKE 01

Collecting Tools Instead of Building Systems

The trap is almost invisible when you step into it. You discover one Al tool and it blows your mind.
Then you find another. Then five more. Before long you are paying for eight or ten subscriptions,
spending several hours every week watching tutorial videos, and wondering why you have not made
a single dollar despite all the time you have invested.

This is one of the most common patterns among people who are serious about making money with Al
but are not yet making it. They are busy. They are learning. They are constantly exploring. They just
have not made any income yet. Weeks turn into months. The tool stack keeps growing. The income
does not arrive.

Why Tool Collecting Feels Like Progress

The trap is psychological. Every new Al app promises a shortcut to the result you want. The action of
signing up, exploring, and learning something new creates a brief, genuine feeling of momentum. It
looks like work. It feels like work. But the action of evaluating tools is categorically different from the
action of building income. It is productive procrastination — the kind that feels virtuous precisely
because it so closely resembles real progress.

The average person caught in this pattern spends months in what they call 'setup mode' before they
earn anything. They have access to more Al tools than they will ever need. What they do not have is
a working process that converts any of those tools into money.

The Difference Between a Tool and a System

A tool is a capability. A system is a repeatable process with a clear input, a defined series of steps,
and a predictable output. In a business context, a system looks like this: a specific person discovers
you, lands on a page, joins your email list, receives a sequence of useful messages, develops trust,
decides to buy your offer, and pays you. Every step in that chain is measurable, improvable, and
scalable.

A collection of Al tools without that chain connecting them produces nothing. You might be able to
generate beautiful images, write compelling copy, create professional voiceovers, and build
sophisticated automations — all with different tools — but if those capabilities are not wired together
into a process that ends with a transaction, they are expensive hobbies, not a business.

The real cost of tool collecting extends beyond subscription fees. Every hour spent evaluating a new
tool, watching its tutorial, and experimenting with its features is an hour not spent building and
improving a process that generates revenue. The opportunity cost is enormous, and it compounds
silently until one day you look back at six months of busy effort with very little income to show for it.
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m THE FIX — The 'One Tool, One Problem, One Result' Framework

Before adding any new tool to your stack, you need a working system. Start with three decisions:
Who exactly are you serving? What specific problem are you solving for them? What does a
successful outcome look like for both of you?

Once those three questions have clear answers, find the single Al tool that best handles the core
task. Not the most impressive one — the most functional one for this specific job. Build a
repeatable process around it and run it for thirty days without adding anything new.

After thirty days, you will have real data. You will know exactly where the process breaks down,
what is working, and what would genuinely help. Any new tool you add from that point should
solve a specific, identified bottleneck in your existing process — not just look interesting or get
good reviews. This discipline alone separates the people building income from the people building
tool stacks.

One working process with a single adequate tool will always outperform a collection of impressive
tools with no process connecting them.
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MISTAKE 02

Selling Al Instead of Selling Outcomes

Walk through any freelancer marketplace or Al services website and you will see the same mistake
repeated hundreds of times. 'Al-powered content creation services.' 'Machine learning solutions for
your business.' 'Automated Al workflows that scale.' It sounds current. It sounds capable. And it
converts almost nobody.

The problem is not that these services are bad — many of them are genuinely excellent. The problem
is the framing. Nobody searches the internet for 'Al-powered content." Nobody lies awake at night
thinking 'l really need automated Al workflows." What people think about is: 'l cannot keep up with my
content schedule and it is hurting my business.' 'I am drowning in repetitive tasks that someone or
something else should be handling.' ‘My leads are falling through the cracks and | am losing money
because of it.'

When you describe your offer in technology terms, you are asking the buyer to do translation work.
They must figure out what 'Al-powered' means for their specific situation, their specific problems, their
specific goals. Most people will not do that work. They will scroll to the next option without a second
thought.

What Buyers Are Actually Asking

Every potential buyer, whether they articulate it or not, is asking one question: what does this mean
for me? When you lead with technology, you leave that question unanswered and ask them to figure
it out themselves. When you lead with the outcome, you answer the question before they even ask it.

'I use Al to help with content creation' means something to you. 'l take content completely off your
plate — every blog post, every email, every social caption — so you never have to think about it
again' means something to them. The second version makes the buyer feel the relief of the result
before they have asked a single question about your process or your tools.

The Same Service, Completely Different Positioning

This reframe applies in every niche and every context. ‘Al automation services' becomes 'l free up
fifteen hours of your team's week by automating the work they spend the most time on.' ‘Al chatbot
development' becomes '| make your website answer customer questions around the clock, even
when your team is offine — so you never lose a sale to a slow response.' ‘Al video production’
becomes 'l give you a full month of short-form content in a single afternoon.’

Same capabilities. Same tools. Completely different language. The outcome-first version creates
immediate desire because it addresses what the buyer is actually trying to achieve. The tool-first
version creates mild curiosity at best, and indifference at worst.
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m WHAT MOST PEOPLE DO m WHAT ACTUALLY WORKS

"l use Al to write content for your business." "l take content completely off your plate —
blogs, emails, social posts — so you can
focus on running your business. Al is how |
deliver it fast and at a fraction of what an
agency would charge."

m THE FIX — Lead With the Outcome, Mention Al as the Method

Rewrite every description of your offer around the result the client receives, not the process you
use. The formula is straightforward: [specific person] gets [specific result] [in a specific timeframe]
without [the thing they are afraid of or annoyed by].

Take whatever you currently say about your offer and ask: does this describe my process, or does
it describe my client's result? If it describes your process, rewrite it. Apply this to your website
headline, your social media bio, your pitch messages, your email subject lines. Outcome language
in every place a potential client might encounter you.

Stop describing what you do. Start describing what changes for the person you do it for. Al is how
you deliver it. The transformation is what they buy.
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MISTAKE 03

Trying to Serve Everyone

‘I help businesses of all sizes with Al implementation.' That sentence is technically true for many Al
providers. It also tells a specific potential client absolutely nothing useful about whether you are the
right person for them. The breadth that feels like competitive advantage is actually invisibility.

When someone has a specific, urgent problem and they are looking for help, they are not searching
for someone who helps 'businesses of all sizes.' They are searching for someone who helps people
exactly like them solve exactly this problem. Breadth makes you disappear from that search entirely.

Why People Resist Niching Down

The impulse to serve everyone comes from a reasonable-sounding fear: if you specialise in one type
of client, you might miss out on all the others. That fear is almost entirely unfounded. In practice, the
opposite happens. Real estate agents find you faster. They trust you sooner because you clearly
understand their world. They pay you more because you are a specialist, not a generalist. And they
refer other real estate agents to you — people who are exactly the clients you want to work with.

Breadth creates noise. Specificity creates signal. When your message is aimed at everyone, it
resonates with no one in particular. When your message is aimed at one specific group with one
specific problem, every person in that group who has that problem reads it and thinks 'this is for me.'

What Specificity Actually Means in Practice

Niching is not a permanent identity. It is a starting position. You are not saying 'l will only ever work
with real estate agents for the rest of my career.' You are saying 'l am going to get known in one
community, build real social proof there, and grow from that base." Many successful businesses
started narrow, mastered one niche, and expanded naturally from that credibility.

There is also a pricing dimension that most people miss. Specialists command higher prices than
generalists — always. A general practitioner and a cardiac surgeon both completed medical school.
The specialist earns significantly more, not because they work harder, but because their specific
expertise is more valuable in specific situations. The same dynamic applies to Al services, consulting,
marketing, and virtually every knowledge-based business. When you can say 'l specialise in this
specific type of person and this specific problem,' the market pays a premium for that specificity.

The Referral Advantage

There is a compounding effect to niching that most people underestimate: referrals happen within
communities. Real estate agents talk to other real estate agents. Fitness coaches know other fithess
coaches. E-commerce founders share resources with other e-commerce founders. When you serve
one community well and become known there, every satisfied client becomes a referral engine to
other potential clients who are exactly your target. This kind of word-of-mouth growth is impossible
when you serve everyone, because your satisfied clients do not have a shared network to refer
within.
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"You do not have to niche forever. You just have to start specific enough that the
right person can actually find you — and trust you when they do."

m THE FIX — The Niche-Down Formula

Three elements working together: a specific person + a specific problem + your specific Al
solution. When all three are clear, you have an offer that gets noticed. When any one is vague,
you have a pitch that converts nobody.

Start with what you already understand. What industries have you worked in? What communities
do you belong to? Who do you know? The easiest niche to enter is one you understand from the
inside — you already speak the language and know the real problems.

Identify the one problem your chosen group faces most frequently and most urgently. Not every
problem they have — the one that costs them the most time or money. Build your Al-powered
solution around that single problem, describe it in their exact words, and you have a starting point
capable of producing real traction.
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MISTAKE 04

Building a Product Before Building an Audience

Of all the mistakes in this guide, this one tends to be the most expensive — not just in money, but in
the months of effort that precede an underwhelming launch. The pattern is so common it almost
deserves its own name: build, perfect, launch, silence.

Here is how it typically plays out. You have an idea for an Al-powered product, service, or tool. It is
genuinely good. You are excited about it. You spend sixty to ninety days — sometimes longer —
building it out, refining it, testing edge cases, making it better. You get it to a point where you are
proud of it. Then you announce it to the world. And you hear very little back.

The silence is not because the product is bad. It is because you built the product before building the
audience that would want to buy it. You spent all your energy creating something to sell, and none of
it creating the trust, familiarity, and reach needed to sell it. When you press launch, there is no one
there who has been waiting.

The Hidden Cost: Building the Wrong Thing

There is a second cost beyond the silent launch: without an audience to learn from, you had to guess
what they wanted. Sometimes those guesses are right. More often, they are subtly wrong in ways that
matter — the wrong format, the wrong price point, the wrong emphasis, the wrong problem being
solved. An audience built before the product tells you exactly what to build, at exactly the right price,
in exactly the format they want. You are not guessing. You are responding to real signals from real
people.

The sequence matters more than almost any other decision you will make in your business. Building
first and searching for an audience second means you are creating a solution and then hoping to find
a problem that matches it. Building your audience first means you discover the problem with
precision, and then build the exact solution they have already told you they need.

Why Email Is the Most Valuable Version of an Audience

When we talk about building an audience first, we are not saying you need to go viral on social media
before you launch anything. We are saying: accumulate real people who know you exist, trust what
you say, and have chosen to hear from you. The most durable, valuable version of that audience lives
on an email list.

An email list is the most powerful distribution asset in any digital business for three distinct reasons.
First, you own it completely. Social media followings can vanish overnight when a platform changes
its algorithm, reduces organic reach, or shuts down entirely. Your email list belongs to you regardless
of what any platform does. Second, email converts dramatically better than social media — the
typical email open rate is fifteen to thirty times the typical organic reach of a social post. Third, when
you send an email, you reach your subscribers directly, with no algorithm deciding whether your
message is worth showing them.
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What Building an Audience Actually Looks Like

Building an audience before you have a product does not require a sophisticated strategy or a large
production budget. It requires two things: consistency and generosity. Share what you are learning.
Document your process honestly. Answer the questions people in your target niche are already
asking. Give specific, useful value every week. Invite people to join your email list with a compelling
reason to do so.

Do this for two to three months before you build anything to sell, and you will launch to a warm,
interested group of people who already trust you — not into silence. The people who subscribe to
your list while you have nothing to sell are the most valuable subscribers you will ever have. They
signed up for the value, not the offer. When the offer arrives, they are already ready to consider it.

m THE FIX — Build the Audience First — As an Owned Asset

Set up a simple email capture page with a clear reason to join — a useful PDF guide, a resource
list, an honest newsletter about what you are learning, or a short email course. Start directing
people to it now, before you have anything to sell.

At the same time, start sharing what you know in public. One useful piece of content per week, in
whatever format feels natural. Not polished perfection — just genuine, specific value for the
specific person you want to serve. This builds trust and attracts the right audience over time.

Every subscriber you collect while you are still building is a potential buyer on launch day. Every
piece of useful content you publish is a permanent asset that keeps attracting the right people. The
audience you build before the product is the difference between launching into demand and
launching into silence.
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MISTAKE 05

Undercharging Because 'Al Made It Faster’

When Al cuts the time required for a project from ten hours to two, the almost universal instinct is to
adjust the price accordingly. If you used to charge five hundred dollars for ten hours of work, should
you now charge one hundred dollars because it only takes two hours? This instinct is
understandable, extremely common, and extremely expensive.

The fundamental error is a category mistake: confusing the cost of production with the value of the
result. Clients do not pay for your hours. They pay for the outcome — the functioning website, the
completed campaign, the organised content calendar, the automated system. None of those
outcomes become less valuable because you produced them more quickly. A business owner whose
website is now converting visitors into buyers does not care whether it took you two days or two
weeks to build it. They care that it works.

The Real Math of Al-Enabled Efficiency

Let us walk through the actual numbers. Before Al: a project took ten hours and you charged five
hundred dollars — fifty dollars per hour in effective earnings. After Al: the same project takes two
hours. If you reduce the price proportionally to one hundred dollars, you still earn fifty dollars per hour.
You gained nothing from the efficiency Al gave you. The correct response is one of two options:
charge five hundred dollars for two hours of work, increasing your effective hourly rate to two hundred
and fifty dollars per hour — or take on five of these projects in the same time you used to spend on
two, multiplying your total revenue without increasing your working hours.

Both options mean significantly more money. Reducing the price means exactly the same money for
less work, or less money overall. There is no version of ‘charge less because Al was involved' that
makes financial sense.

Speed Delivered Is Value Added

There is also a competitive dimension that most people miss entirely. Your competitors are likely
doing the same work the old way — spending ten hours on projects you can now deliver in two. If you
drop your price because Al is involved, you are pricing at the market rate for work that costs you a
fraction of what it costs competitors to produce. Your Al efficiency is supposed to give you better
margins than your competitors, not the same margins they earn at much higher production costs.

Furthermore, a result delivered faster has additional value to the client. Speed means they can act
sooner. They can launch sooner, respond to market conditions sooner, or address their problem
sooner. That faster delivery is worth more to them, not less. When Al allows you to produce in two
days what used to take two weeks, you are not delivering less — you are delivering the same
outcome faster, which is objectively more valuable.

The Mindset Shift Required
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The shift here is from 'l should charge for the time | spend' to 'l should charge for the value | deliver.'
This is a shift many service providers need to make regardless of Al — but Al makes it more urgent,
because the gap between time spent and value delivered has never been wider. A two-hour project
that completely solves a critical problem for a client is not a two-hour project in terms of its worth to
them. It is a fully solved problem. Price it that way.

m THE FIX — Charge for the Result, Not the Hours

Remove time references from your proposals and conversations. Instead of telling clients how
many hours a project will take, describe what will be different for them when it is done — and price
based on what that difference is worth to them.

A content retainer that keeps a business's marketing consistently active is worth a specific amount
based on the business value it creates. It is not worth 'your hourly rate times the hours you spend.’
The hours are your concern. The result is what they are paying for.

With Al in your workflow, your margins are better than they have ever been. That extra margin is
yours — the direct financial reward for investing in your own capability. Use it to fund your
business growth, reinvest in your distribution, and build financial freedom. Al is your margin
advantage. Keep it.
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MISTAKE 06

One-Time Sales Thinking

If your business model is find client, do the work, get paid, go find another client — you are running
what looks like a business but functions like a treadmill. It produces income only while you are
actively running on it. Step off the treadmill for a month and the income stops. Take a vacation and
the counter resets. Get sick and you have a financial problem as well as a health one.

People rarely talk openly about the emotional weight of this model, but it is significant. When every
month starts at zero, every month carries a low-level financial anxiety that rarely completely goes
away. Good months feel like relief as much as success. Slow months carry real stress. The one-time
sale model extracts not just your time but your peace of mind — and it compounds over years into a
kind of chronic exhaustion that most entrepreneurs mistake for the normal cost of running a business.

Why People Default to This Model

Most people start with one-time sales because it is the most obvious model when you are beginning.
Someone needs something. You do it. They pay you. The transaction is complete. It maps naturally
onto employment and feels safe because the exchange is simple and immediate. But simple and
sustainable are different things. The one-time sale model is simple. Recurring income is sustainable.
And the gap between them, compounded over time, is enormous.

The Income Comparison Over Time

Consider two people who each start an Al business in the same month. Person A earns one
thousand dollars from one-time projects each month and focuses entirely on finding the next client.
Person B earns five hundred dollars in month one — half as much — but structures it as a recurring
arrangement. By month six, assuming Person B adds five hundred dollars in recurring income each
month, their total monthly recurring revenue is three thousand dollars. By month twelve, it is six
thousand dollars — six times what Person A is still earning, and Person A is working just as hard
every month.

This is the compounding advantage of recurring income. It applies at any income level and in any
type of Al business. The earlier you build recurring arrangements into your model, the more powerful
the compounding effect becomes.

How Al Enables Recurring Income

Al enables recurring income in more ways than most people realise. Monthly content and social
media management retainers where you produce consistent output every month. Subscription access
to tools, dashboards, or resources you build with Al. Affiliate commissions from subscription-based
platforms you genuinely recommend — where someone who subscribes through your
recommendation continues paying monthly and you earn a share of that payment indefinitely.
Monthly maintenance and optimisation for Al systems you initially set up. Membership communities
where members pay for ongoing access to your curation and expertise.
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Each of these models produces income in the background, every month, including months when you

are not actively pursuing new clients. The income does not stop when you stop. It continues because

the value you created continues delivering.

"Stop asking ‘how do | get more clients?' Start asking ‘how do | get clients who
stay?' That single shift changes everything about how you build — and what your
income looks like twelve months from now."

m THE FIX — Build Systems That Compound and Keep Paying

Structure every client relationship to include an ongoing component. Instead of a one-time
deliverable, offer an ongoing service alongside it. Most Al work naturally lends itself to monthly
maintenance, updates, and consistency — these are the seeds of recurring income.

Identify the value you continue delivering after the initial project is complete. Automation systems
need monitoring. Content needs to keep being produced. Audiences need to keep being engaged.
Build a monthly arrangement around that ongoing value and you transform every client acquisition
into a long-term income stream rather than a single transaction.

For audience-based businesses — email lists, content channels, and communities — affiliate
partnerships with recurring commission structures are among the most powerful recurring income
models available. A single honest recommendation for a product someone continues to use can
pay you every month for years.
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MISTAKE 07

90% Building, 10% Marketing

Ask most people building an Al business how they split their time between creating their offer and
getting that offer in front of people — and you will hear some version of the same answer. Most of the
time goes to building. Marketing is something they plan to do more of once the product is ready. This
is one of the most dangerous sentences in any early-stage business: once it is ready.

The product is never ready in the way that sentence implies. There is always another feature, another
refinement, another section that could be improved. ‘Once it is ready' is often code for 'l am not
comfortable putting this in front of people yet." And while that discomfort is entirely understandable, it
is also extraordinarily expensive.

Why Building Feels Safe (and Why That Is the Problem)

Building is comfortable. Every hour you invest produces tangible, visible progress. The website gets
better. The offer gets more polished. The product becomes more complete. You can see the
improvement, which creates a feeling of momentum — even when the activity is producing zero
income. Marketing is different. You put something out and most of it goes unacknowledged, at least
initially. It feels like effort with no return. So people default to more building, because building feels
like it is working even when it is not generating any revenue.

The market does not reward excellence in isolation. It rewards excellence that is findable. There are
mediocre services making extraordinary income because the people behind them got serious about
distribution early and built real reach. There are exceptional services making almost nothing because
the creators kept polishing instead of promoting. Distribution is not secondary to the product. In most
cases, distribution is what determines whether the product ever earns anything at all.

What Distribution Actually Means

Distribution is the system that consistently puts your offer in front of the right people. It includes the
channels you use — email, social media, paid advertising, partnerships, word of mouth — and,
critically, the consistency with which you use them. A strong distribution system means that
regardless of what is happening in your business on any given day, the right people are being
introduced to what you offer. Without it, your business depends on occasional discovery, chance
referrals, and hope.

Of all the distribution channels available, the ones you own are the most valuable. Social media
followings are rented — platform algorithms change, reach collapses, accounts get restricted,
platforms themselves can become irrelevant. An email list is owned. A content archive is owned. A
community you host is owned. Building owned distribution channels alongside whatever short-term
channels you use for immediate traffic is the long-term strategy that makes every other marketing
effort compound in value over time.

Building in Public While You Build in Private
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The most effective approach for early-stage businesses is to build distribution and build the product
simultaneously — not sequentially. Every product you are creating in the background can be
announced, teased, and discussed with your growing audience. Every lesson you learn while building
can be shared as content that attracts the people you eventually want to sell to. The building and the
distributing happen at the same time.

This approach means that when you finish building, you already have an audience waiting. The
product launch becomes a moment of fulfilling existing demand rather than an attempt to create
demand from scratch. It also means your product is better, because the audience you built while
building it has been telling you — through their questions, their responses, and their engagement —
exactly what they need and exactly what they want you to create.

s WHAT MOST PEOPLE DO m WHAT ACTUALLY WORKS
"Let me perfect this a bit more before | start "How is the right person going to find out this
promoting it." exists? | answer that question first. Then |

build to meet the demand | have already
created."

m THE FIX — Flip the Ratio — Distribution First, Always

Before you add any new feature to your product or spend another hour on refinement, answer this
question: how is the right person going to find out this exists? If you do not have a clear, reliable,
repeatable answer to that question, the building can wait.

Choose one primary distribution channel and commit to showing up there consistently every single
week — not to sell, but to give value and be genuinely useful to the people you want to eventually
serve. Every week you do this is compound interest on your most important business asset.

An email list deserves special emphasis here. It cannot be taken from you. Its reach is not subject
to algorithm changes. Every subscriber on it voluntarily chose to hear from you. A list of one
thousand engaged, trusting subscribers is a more powerful distribution asset than a social media
following of one hundred thousand strangers. Build it from the beginning, treat it with care, and it
will be the engine that makes every future offer land in a room full of people ready to listen.
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CONCLUSION

What the People Who Actually Win Do Differently

Look at every mistake in this guide and you will find the same root cause running through all of them:
treating Al as the whole answer.

People think — | have access to Al, therefore | will make money. But Al is not the business. It is the
accelerant. The business is still a specific person with a specific problem, an offer that genuinely
solves it, a distribution system that consistently puts that offer in front of the right people, and a model
that creates income which compounds over time rather than resetting to zero every month.

Al changes the efficiency with which you can build all of those things. It does not change what those
things are. The fundamentals of a profitable business are unchanged. Al just means you can build
them faster, serve more generously, create more value per hour, and grow your distribution further —
if you avoid the mistakes that cause most people to stay stuck despite having access to extraordinary
tools.

The people making real, lasting income with Al right now are not the ones who found the most
impressive tools. They are the ones who chose one working process and ran it. They sold outcomes,
not technology. They built the audience before the product. They priced for results and structured for
recurring income. They treated distribution as the primary work, not the afterthought.

The complete picture in six lines:
- Know exactly who you serve and what specific problem you solve for them.
- Build the audience before you build the product.
- Sell the outcome you deliver. Let Al remain the invisible method behind it.
- Price for the value of results delivered — not the hours you spend.
- Build income that recurs. Every one-time client is a potential long-term relationship.

- Put more consistent energy into distribution than into perfection.

That combination — applied consistently and honestly over time — is what actually produces the kind
of income and freedom that most people come to Al hoping to find.

Everything you need to start is already in these pages. The only variable that matters now is what you
do with it.

Brought to you by eSpaceBros
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