EIRRIRI AT EEERIE R, R2
ﬁiﬁi&ﬁ%ﬁﬁ%ﬁ’ﬂo {REZAN(AEE ST AT 1E S

R eesE [EREEER] ROURER
BRI, (REERSEJEINEIIRIRIL,
Eﬂ%ﬁ@'&%ﬂ&iﬁi@@ﬁﬁb%@ﬁ

EEKIERZA, (RURNSEREFEE
B—ERT LSS THIRE, —RY—
IR B (RAYE mEiRTS.

%)\ Sramana Mitra BY Digital Mind Al &

%@WE’\J@U%@%U%EEEELWE’\J EEG

PARHOXIRBLATERE (8X—E) -

1 [BANMTERB BEDHERAI]
EU’AJEJ‘%EUE{%EHE@'EE’\JB%
27

2. [EHRBFENF, AEREE
R EFRR? |

3. [ BIEIRERL SRR AR —(E
AR SRIHERIE? |

4. [BRESIERT LSRRI B iRlF
EITRIRL? |

5. [TEEXIERZAI, 1MbylM 40
(AT B RS — R BRI R R ES |
FIRIEETE? |

6. [N 1MbylM HERRZD?
fitFISCER S D RHE? |

AL BRI HREIR T RSN EET R RIE
1TH5E. AAEHIAREERIMEYS, EXDkE
B, IR0 ALBRIERE. T2,
Bt 57 'EES. £FERRIRES.

HeFIHFRNE,

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 I 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 I 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 Al 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.
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