ST dF ATIHT FTEIEHT Gl I3
(repeatable) STEl 81 SITCT, T« T 31T Tohel
& T AHA| 3T GIETT H FATT §2
3T ST FIAL FI& Thel 76T FT
THA| 31T STENT & WTT T M 81 31K
16T I qeEeT T o g §1 A
& 9 HIT & 98, 3T9H g Jifed
HTEAT BT T TeF aR-aR @Y F3a &,
s VY gfshaT & AtewH @ o g
TR fAsaIfed #T Tha &1 o BT
& R3fScer A1gs wans dex & afer g7 A
39T T 3 319ells FY AT AT Teadex
R 9ve #¥1 Y Feafaf@da vea ve-
TF FIE IO 1) “HF et FIEIHT HY
QIENTd T H FEELT F FHATE?” 2)
“IY faeAw Avsd & S Har fr@an
227 3) “ue qIgVg AT T ufhar Y
SO et 3 Far 77 T et SoTeY
aRw?” 4) “FT ¥ ARFE ART FAE
s 3 Tt 0 & AT RIR §27 5)
“IMby1M fa&Ta & NS H1eT § gga
AETT AT EFAT T AN AR F1a &
A A FA FTTHATR?” 6) “IMbyIM
# A @1 Y drera FAT 82 I fFae
sfFadl A &2 T3S AT 3TIH ITaeTqw
91dt & aR & gqreen 3R 3T9F q1Y Hae
| freY sft Tosdentor & farw g
FHRT T3S Fe sl 8 gfdva 81 57
AT 3 24/7 3uerey g1 TfAT qE FA
gl

You can’t scale until your startup is
repeatable. How do you build
repeatability?

You cannot scale by spraying and praying.
You scale with repeatability. And
repeatability can be bootstrapped.

Before you chase growth, you must prove
that customers buy, again and again,
through a process you can execute
consistently.

Log into Sramana Mitra’s Digital Mind Al
Mentor.

Upload your pitch deck or paste your
elevator pitch.

Then ask the following questions, one at a
time:

1) “How can [ bootstrap my startup to
repeatability?”

2) “What does repeatability look like in
my business model?”

3) “What steps should I take to validate a
repeatable sales process?”

4) “What metrics prove | am ready to
scale?”

5) “How can 1Mby1M help me design a
path to repeatable traction before chasing
growth?”

6) “What does it cost to join 1Mby1M?
How much equity do they charge?”

The AI Mentor will walk you through the
essentials and dialog with you. Ask for
any clarification. Our Al Mentor is Private.
Safe. Available 24 /7 in 57 languages. Let’s
get going!


https://1m1m.sramanamitra.com/
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