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I. The Real Problem 
I exited more startups than I finished. If that sentence makes you wince because you’ve lived it, 

this paper is for you. 

When I started building companies, the playbook was clear. Find a co-founder. Raise money. 

Hire a team. Build a product. Sell it. The sequence was gospel, and deviating from it felt like a 

career risk. So I followed it. Multiple times. Across multiple ventures. And every single time, the 

same pattern emerged: the work that mattered most — getting a solution into a customer’s 

hands and fitting it to the market — got squeezed into the margins by everything else the 

playbook demanded. 

Hiring consumed months. Not just the recruiting, but the onboarding, the alignment 

conversations, the management overhead, the inevitable moment when someone didn’t work 

out and the cycle started again. Fundraising consumed quarters. Not just the pitch meetings, but 

the deck revisions, the due diligence requests, the board updates, the strategic compromises 

made to keep investors comfortable. Co-founder relationships consumed energy. Not because 

anyone was acting in bad faith, but because two people with strong opinions and partial 

information will inevitably diverge on priorities — and resolving that divergence takes time, 

emotional bandwidth, and compromise that rarely makes the product better. 

Now, I call these the sideshows. They feel productive. They look like progress. They generate 

activity, meetings, Slack messages, and the comforting sensation that the company is moving 

forward. But they are not the work. The work is understanding the customer’s problem deeply 

enough to build something they will pay for, and then proving that the solution actually delivers 

the outcome you promised. Everything else is overhead. 

In my early ventures, the sideshows consumed eighty percent of my time and produced zero 

percent of my revenue. The twenty percent I spent on actual product and customer work was 

where every dollar came from. That ratio is not sustainable, and it is not necessary. But for 

years, I didn’t know there was an alternative. 

Then something changed. The tools got better. 
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Claude Code made me ninety times faster at product delivery. Not incrementally faster — 

categorically faster. Architecture decisions that used to require a week of whiteboarding with a 

technical co-founder now take an afternoon of structured conversation with an AI that can 

reason about trade-offs, generate working code, and iterate based on feedback. KForce — the 

sales and marketing automation platform I built at Kinetic Tricks — made me ninety times faster 

at go-to-market. Outreach that used to require a dedicated SDR, a content manager, and a 

marketing consultant now runs through two AI agents that draft, schedule, and track everything 

while I review and approve. 

But the real shift was not the speed. It was the clarity. When I started documenting everything 

as I went — problem definition, solution architecture, customer conversations, market 

positioning, delivery outcomes — in markdown files stored in GitHub, something happened that 

had never happened in any of my previous ventures. The noise cleared. I could see what was 

actually working. I could show other people — potential customers, potential partners, potential 

investors — exactly what I had built and exactly what it had produced. I could make decisions 

about hiring, fundraising, and scaling based on documented proof, not intuition. 

This paper is the playbook I wish I had twenty years ago. It is a step-by-step guide for domain 

experts — people who know the problem, know who has it, and know how to solve it — to move 

from idea to paying customers without the sideshows. No co-founder required. No funding 

required. No team required. Just clarity, tools, documentation, and focus on the work that 

matters. 

The best way to scale is not to hire people. It is to recruit people who are already 
aligned to your vision — and that only works when you have proof that the vision is 
real. 
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II. Document Your Idea 
A vague idea stays vague. It confuses customers. It confuses investors. It confuses you. The 

moment you write it down — really write it down — you stop pretending you know more than 

you do. 

Every successful product I have built started with a single document. Not a pitch deck. Not a 

business plan. Not a financial model. A one-page markdown file that answered five questions 

with brutal specificity: What is the problem? Who has it? What is the solution? Why am I the 

right person to build it? And how big is the market? 

The discipline of writing these answers down — in prose, not bullet points, not slide titles — 

forces a level of clarity that most founders never achieve before they start building. The problem 

statement cannot be vague. “Communication is hard” is not a problem statement. “Sales teams 

at B2B companies with 10 to 50 employees spend twenty percent of their working hours on 

CRM data entry, follow-up scheduling, and pipeline updates that could be automated” is a 

problem statement. The difference between those two sentences is the difference between a 

company that wanders and a company that executes. 

The ICP definition cannot be abstract. “Small businesses” is not an ICP. “Founder-CEOs at pre-

seed to Series A B2B SaaS companies with one to ten employees, two hundred fifty thousand 

to ten million dollars in annual revenue, who are personally responsible for sales and marketing 

because they cannot yet afford to hire” is an ICP. When you write it with that level of specificity, 

you immediately know where to find these people, what language resonates with them, and 

what their day looks like. 

The solution description must be outcome-focused, not feature-focused. “An AI-powered CRM 

platform” tells nobody anything. “We replace the need for a founder to hire an inside sales rep, a 

sales ops manager, a social media manager, and a marketing consultant — four roles that cost 

three hundred twenty-five thousand dollars a year — with two AI agents that cost thirty-five 

thousand dollars a year” tells someone exactly what they are buying and exactly what it is 

worth. 
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Using AI to Pressure-Test Your Thinking 
Here is where the world has changed in a way most founders have not fully absorbed. You no 

longer need a co-founder, an advisor, or a paid consultant to pressure-test your idea. You can 

have a rigorous, challenging, multi-hour conversation with Claude about every assumption in 

your one-page brief — and Claude will push back harder and more consistently than most 

human advisors, because it has no social pressure to be polite about weak thinking. 

The approach I use is what I call the interview method. You do not ask Claude to validate your 

idea. You ask Claude to destroy it. You present your problem statement and ask: Is this problem 

painful enough that someone will write a check to solve it? You present your ICP and ask: Am I 

targeting the right buyer, or is there a more urgent segment I am missing? You present your 

solution and ask: What are the three strongest objections a skeptical buyer would raise, and 

how would I answer them? 

Sample Prompt — The Interview Method: 
I am building a solution for [your ICP]. The problem I am solving is [your 

problem statement]. My proposed solution is [your solution]. My domain 

expertise is [your background].  I want you to act as a skeptical but fair 

evaluator. Challenge every assumption:  1. Is this problem painful enough 

that my ICP will pay to solve it? What evidence would I need? 2. Who else 

is solving this today? What are they getting wrong? 3. What is my unfair 

advantage — and is it durable or temporary? 4. What are the three most 

likely reasons this fails? 5. If I could only solve one part of this 

problem to start, which part would create the most value? 

 

Claude will ask clarifying questions. Answer them honestly. Refine your brief based on what you 

learn. Keep doing this until your one-page document is tight enough that a stranger could read it 

and immediately understand what you are building, who it is for, and why it matters. That 

document becomes your north star for everything that follows. 

Store it in GitHub. Create a private repository. Commit the markdown file. This is not busywork 

— it is the beginning of a documentation practice that will compound in value at every stage of 

your journey. When you eventually need to recruit team members, raise capital, or pitch 

partners, your GitHub repository will contain the entire documented history of your thinking, your 

decisions, and your results. That history is more persuasive than any pitch deck. 
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III. Build the Product 
 

You do not need a technical co-founder. You need clarity on what you are building and why. 

Claude Code handles the rest. 

The single most common reason domain experts never become founders is the belief that they 

cannot build the product themselves. They know the problem intimately. They know the 

customer. They know the solution architecture at a conceptual level. But they do not write code, 

and they believe — because the startup ecosystem has told them so for decades — that they 

need a technical co-founder or a development team before they can move. 

That belief is now wrong. Claude Code has fundamentally changed the economics of product 

development for domain experts. I am not talking about generating boilerplate code or 

autocompleting function names. I am talking about having an extended, iterative conversation 

with an AI that can reason about system architecture, evaluate trade-offs between technology 

choices, generate working implementations, write tests, create documentation, and refine 

everything based on customer feedback — all in a fraction of the time it would take to recruit, 

hire, onboard, and manage a development team. 

The key insight is that Claude Code does not replace engineering judgment. It replaces 

engineering labor. You still need to know what to build and why. You still need to make the 

architectural decisions that determine whether your product scales, whether it is maintainable, 

and whether it actually solves the customer’s problem. But the translation of those decisions into 

working software — which used to require months of development time and hundreds of 

thousands of dollars in salary — now takes weeks and costs effectively nothing beyond your 

own time. 
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What You Are Building 
The most important discipline at this stage is restraint. You are not building the complete 

product. You are building the minimum viable version that solves enough of the problem that a 

customer will pay for it and give you feedback. Most founders build too much. They want the 

product to be impressive. They want it to be complete. They want it to handle edge cases, 

support multiple user roles, integrate with third-party systems, and look polished. All of that is a 

sideshow. The only thing that matters at this stage is whether a real customer, facing a real 

problem, will use your solution and confirm that it delivers value. 

Four to eight weeks is a realistic timeline for an MVP built with Claude Code. That number 

would have been laughable five years ago, when it described the timeline for writing a 

requirements document, not shipping a product. But the development velocity that AI-assisted 

coding enables is not incremental — it is a phase change. Architecture decisions that required a 

week of whiteboarding now take a structured afternoon. Implementation that required a sprint of 

coding now takes a series of well-prompted conversations. Testing and documentation that 

were always deprioritized under deadline pressure can now be generated alongside the code 

itself. 

Documenting Your Decisions 
Every architectural decision you make during the build phase should be captured in a markdown 

file in your GitHub repository. Not because documentation is inherently virtuous, but because 

these decisions are institutional knowledge that you will need later — when you are onboarding 

a customer, explaining your approach to a partner, defending your technical choices to an 

investor, or training the first engineer you eventually hire. 

Document what you chose and why. Document the alternatives you considered and why you 

rejected them. Document the customer feedback that changed your direction. Document what 

broke and how you fixed it. This documentation is not a burden — it is an asset that appreciates 

over time. Six months from now, when a potential investor asks why you chose this technology 

stack, you will have a written record of the reasoning, not a hazy memory. 
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IV. Reach Customers 
Your domain expertise is your most valuable marketing asset. The question is whether you are 

deploying it or hoarding it. 

Most domain experts who become founders make a critical error in their go-to-market approach: 

they treat sales and marketing as activities that require hiring. They believe they need an SDR 

to do outreach, a content manager to write posts, a social media strategist to build presence, 

and a marketing consultant to develop positioning. They defer all of these activities until they 

can afford to hire for them, which means they defer reaching customers until they have revenue, 

which means they never get revenue because they never reached customers. The circular logic 

is obvious from the outside and invisible from the inside. 

The alternative is simpler than it sounds: you already have the single most important ingredient 

for effective marketing, and it is not a budget or a team. It is credibility. You have spent years — 

in some cases decades — understanding a problem that your customers face. You have seen it 

from the inside. You know why existing solutions fail. You know which workarounds people use 

and why those workarounds create their own problems. That accumulated expertise, expressed 

consistently on the right channel, is more effective than any marketing campaign a hired team 

could produce. 

Know Your Customer Before You Choose a Channel 
Before you post anything, you need to answer a deceptively simple question: where does your 

customer actually spend their attention? The answer determines everything about your go-to-

market strategy, and getting it wrong wastes months. 

If you are selling to enterprise or mid-market B2B buyers — executives, directors, senior 

individual contributors — the answer is almost certainly LinkedIn. These buyers check LinkedIn 

daily. They engage with thought leadership. They use LinkedIn as a professional discovery 

mechanism for vendors, partners, and ideas. Twitter/X matters for developer tools, SaaS 

infrastructure, and real-time industry conversation. Instagram and TikTok are rarely relevant for 

B2B unless your product is visual or your buyer skews young. Community platforms — Slack 
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groups, Discord servers, subreddits, industry forums — matter for niche B2B categories where 

peer validation drives purchasing decisions. 

If you are selling to consumers, the calculus is different. Instagram and TikTok dominate 

attention for visual products, lifestyle brands, and younger demographics. Facebook remains 

relevant for older demographics and local businesses. Email is the most underrated channel for 

both B2B and B2C because it is owned — you control the relationship, the algorithm does not. 

The point is not to be everywhere. The point is to be consistently present on the one channel 

where your specific customer is most likely to encounter you and engage. Pick one primary 

channel. Post two to three times per week. Do this for four to six weeks before you approach 

any prospect directly. What you are building is not a content library — it is permission. When 

you eventually reach out to a potential customer, they will check your profile. If they see six 

weeks of credible, insightful content about the problem they face, you have already earned the 

right to a conversation. 

What to Post 
Post about your journey, not your product. This sounds counterintuitive, but it is the single most 

effective content strategy for a founder at this stage. Share the problem observations that led 

you to build. Share what you are learning from customer conversations. Share the decisions you 

are making and why. Share the metrics — even the small ones. Founders who build in public 

attract exactly the audience they need: people who recognize the problem because they live it 

every day. 

The content does not need to be polished. It needs to be specific. “We’re building something 

exciting in the CRM space” generates zero engagement. “Last week I interviewed seven 

founders about their CRM habits. Six of them hadn’t updated their pipeline in over a month. The 

seventh said he updates it every morning — but only because his investor requires it, not 

because it helps him sell. Here’s what that tells me about the real problem” generates 

conversations, follows, and inbound interest. 
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V. Create Market Relevance 
Posting is not positioning. You need a point of view that is clear enough to attract believers and 

specific enough to repel the wrong customers. 

Consistent social presence gets you visibility. But visibility without positioning is noise. Market 

relevance requires something more: a clear, defensible, articulated point of view about why the 

problem exists, why current solutions fail, and why your approach is fundamentally different. 

Every successful company I have built or studied has a positioning statement that can be 

expressed in three sentences. The first sentence describes what is broken: “Most solutions in 

this space focus on X, which sounds right but fails because of Y.” The second sentence 

describes what you believe: “We believe Z is more important than X, and here is why.” The third 

sentence describes what you do differently as a result: “That is why we built our solution around 

Z instead of X.” 

This three-sentence framework is deceptively powerful. It forces you to name the conventional 

wisdom in your market and explicitly disagree with it. That disagreement is your positioning. It is 

what makes you interesting to the people who have experienced the failure of the conventional 

approach and boring to the people who are satisfied with it. Both reactions are valuable. The 

people you attract are your customers. The people you repel are not — and the sooner you stop 

trying to appeal to everyone, the faster you grow. 

Document your positioning statement in your GitHub repository. Every piece of content you 

create, every outreach message you send, every conversation you have should reference this 

narrative. Consistency is what transforms a point of view into a brand. When someone 

encounters your content for the third or fourth time and recognizes the same underlying 

argument expressed through different examples and lenses, they begin to associate you with 

that idea. That association is market relevance. 
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VI. Deliver and Support First Customers 
Your first customers are not revenue. They are proof. Treat them accordingly. 

The transition from building to delivering is where most solo founders discover whether their 

idea actually works. Not in theory — in practice. Not in a demo environment — in a customer’s 

real workflow, with their real data, under their real constraints. This is the moment of truth, and it 

deserves more attention and care than any other phase of the journey. 

Be deliberate about which customers you take first. Not every inbound inquiry is a good first 

customer. The ideal first customer is someone whose problem is close to what your MVP 

already solves, who is willing to give honest feedback, and who is genuinely excited about the 

problem you are addressing — not just evaluating alternatives. A first customer who is excited 

about the problem will forgive MVP rough edges and collaborate with you on improving the 

product. A first customer who is merely comparison shopping will demand enterprise-grade 

polish and disengage when they don’t get it. 

The delivery process at this stage should be high-touch and deeply personal. You are not 

scaling yet. You are proving. That means you onboard every customer yourself. You understand 

their specific version of the problem — not the generic version you wrote about in your idea 

brief, but the specific, messy, contextual version that exists in their organization. You help them 

get set up. You check in daily if needed. You are obsessed with their success, because their 

success is your proof. 

The feedback loop is the engine of this phase. What is working? What is broken? What did the 

customer try to do that the product does not support? What surprised them? What disappointed 

them? Every piece of feedback is a product decision. Document it all in your GitHub repository 

— not as a vague “customer feedback” file, but as structured notes linked to specific features, 

specific workflows, and specific outcomes. 

The ultimate success metric for this phase is simple: did the customer get the outcome you 

promised? Can they quantify it? Will they say so publicly? If the answer to all three is yes, you 

have proof. If the answer to any of them is no, you have more work to do before you move 

forward. 
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VII. Show the Outcome 
The most valuable content you will ever create is not thought leadership. It is a case study with 

real numbers from a real customer. 

When your first customer achieves a quantified outcome using your product, you have crossed 

the most important threshold in the life of a startup. You have proof. Not a hypothesis. Not a 

projection. Not a founder’s promise. Documented, measurable, attributable proof that your 

solution works for someone other than you. 

Package that proof immediately. Do not wait for a second customer. Do not wait until the 

numbers are bigger. Do not wait for a professional writer or a design agency. Write the case 

study yourself, in your own voice, and publish it everywhere you have an audience. 

The structure that works best follows a simple arc. Start with a hook: one sentence that captures 

the customer’s outcome in quantified terms. “How a seed-stage SaaS founder reduced GTM 

overhead from twenty-five hours per week to eight without hiring.” Follow with education: why 

this problem matters to your broader market, not just to this one customer. Then walk through 

the process: what you did, in two to three concrete steps, to deliver the result. Include the 

specific example: the customer’s situation, what you implemented, the timeline, and the 

quantified result. End with a call to action: if this sounds familiar, here is how to start a 

conversation. 

Publish the case study as a blog post on your website. Break it into a LinkedIn post series — 

one post per section of the arc. Email it to every warm prospect in your pipeline. This single 

piece of content will generate more pipeline than a month of thought leadership posts, because 

it is not an opinion. It is evidence. 
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VIII. Organize Your Data 
Messy data tells no story. Clean data tells the story that investors, partners, and future team 

members need to hear. 

By this point in the journey, you have accumulated a significant body of information: customer 

conversations, usage patterns, outcome metrics, competitive intelligence, content performance 

data, and market signals. All of this information is valuable, but only if it is organized in a way 

that allows you to tell a coherent story — to yourself and to others. 

Set up a simple CRM. It does not need to be Salesforce. Open source is free and sufficient for a 

solo founder. What matters is that you have a single system where every customer 

conversation, every prospect interaction, every deal stage, and every outcome metric is 

recorded and searchable. The CRM is not a sales tool at this stage — it is an institutional 

memory system. When you eventually bring on a co-seller, a partner, or an investor, the CRM 

tells them everything they need to know about your pipeline and your proof. 

In your GitHub repository, create a README that tells your story with numbers. How many 

customers have you acquired? What is your revenue? What outcomes have your customers 

achieved? How is your market position evolving? What is trending? This document is your proof 

narrative. It serves as your fundraising deck summary, your recruiting pitch, and your 

partnership proposal — all in one place, all grounded in documented facts rather than 

aspirational projections. 

The discipline of maintaining this data is what separates founders who can scale from founders 

who plateau. When every customer interaction is documented, every outcome is quantified, and 

every decision is traceable to a documented rationale, you have something that most startups 

lack entirely: institutional memory that does not depend on any single person’s recollection. 

  



Build It Yourself Kinetic Tricks White Paper 

© 2026 Citus Technologies, LLC. All rights reserved. kinetic-tricks.ai  |  sales@kinetic-tricks.ai
 Page 14 

IX. Bring It to Market 
You have proof. The conversation changes completely. 

There is a moment in every startup’s life when the founder stops selling a vision and starts 

selling evidence. That moment is now. You have a product that works. You have customers who 

can confirm it. You have documented outcomes with real numbers. You have a GitHub 

repository that contains the entire intellectual history of your journey from idea to proof. The 

question is no longer “will this work?” The question is “how do I want to grow?” 

Four paths are available, and they are not mutually exclusive. 

Scale bootstrap. If your revenue is growing and your unit economics are sustainable, you can 

continue to grow without external capital. The story you tell is simple: “Here is the revenue. Here 

is the growth trajectory. We are hiring to accelerate.” The people you recruit in this mode are 

believers — they can see the proof, they understand the market, and they want to be part of 

what is clearly working. That is a fundamentally different hiring conversation than “join my pre-

revenue startup and trust that it will work out.” 

Raise capital. If you need capital to accelerate growth beyond what organic revenue can fund, 

you are now raising from a position of strength. You are not pitching an idea. You are presenting 

documented proof: here are the customers, here is the revenue, here are the outcomes, here is 

the TAM, and here is what we will build next with your investment. Investors fund proof, not 

ideas. The documented GitHub history of your journey — from one-page idea brief to paying 

customers — is more compelling than any pitch deck. 

Partner. If your product integrates with or complements an existing platform, partnership can 

accelerate distribution without dilution. The story is: “We have demand. We need distribution or 

integration help. Here is the evidence of demand.” 

Recruit believers. The most powerful outcome of the proof phase is that it changes who you 

can attract. When you have revenue and documented customer outcomes, you are no longer 

recruiting skeptics who need convincing. You are recruiting believers who can see the evidence 

and want to be part of it. That is a completely different team dynamic — and it is the reason that 

companies built on proof scale faster and with less drama than companies built on promises. 
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The best way to scale is not to hire people. It is to recruit people who are already 
aligned to your vision — and you can only do that when the vision is proven, 
documented, and real. 

 

 
X. Start the Conversation 
Steps I through IX above are doable alone. They are also clearer with someone who has been 

through them multiple times. 

This paper is designed to be actionable without any outside help. If you have domain expertise, 

customer access, and the discipline to document as you go, you can move from idea to paying 

customers using the tools described here — Claude Code for product development, social 

media for customer reach, GitHub for documentation, and a simple CRM for data organization. 

Thousands of founders are doing exactly this right now. 

But there are moments in the journey where guidance matters. When your positioning is unclear 

and you are wasting time reaching the wrong customers. When your GTM strategy feels chaotic 

and nothing is landing. When customer delivery is consuming all your energy and you cannot 

see the forest for the trees. When the first hire decision is approaching and you are unsure 

whether to hire for sales, engineering, operations, or something else entirely. When fundraising 

or partnership conversations start and your proof is strong but your story needs refining. 

Kinetic Tricks exists for these moments. We partner with founders who have domain expertise 

and a clear problem to solve but need help with the execution infrastructure — positioning 

clarity, GTM strategy, customer delivery operations, hiring decisions, and fundraising narrative. 

You drive the work. We guide the decisions. The goal is not to create dependency but to 

accelerate the transition from proof to scale. 

If anything in this paper described your situation, let’s talk. Fifteen minutes. No prep needed. No 

slide deck. Just an honest conversation about where you are and whether we can help. 

 

 



Build It Yourself Kinetic Tricks White Paper 

© 2026 Citus Technologies, LLC. All rights reserved. kinetic-tricks.ai  |  sales@kinetic-tricks.ai
 Page 16 

Book a call:  cal.com/shawn-ennis 

Email:  sales@kinetic-tricks.ai 
Learn more:  kinetic-tricks.ai 
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