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A Letter Before You Begin 

You sat in that room for two days. You took notes. You missed some things. You captured 
others. And now you want one document that brings it all together — so completely, so deeply, 
that you never need to go looking elsewhere. 

That is exactly what this book is. 

Everything in these pages is what I covered at the Sales Growth Masterclass in Kathmandu. But 
here, I am going to go deeper than I could from a stage. I am going to explain not just the 
WHAT, but the WHY behind every idea. Because when you understand the WHY, you don't just 
follow a framework — you OWN it. And when you own it, you can adapt it to any situation, any 
business, any market. 

Here is what I want you to understand before you read a single chapter: 

Most people who attend masterclasses leave with excitement. That excitement lasts about 72 
hours. Then life comes back. The old patterns return. And the notes collect dust. 

This book exists so that never happens to you. 

This is your Bible. Open it when you are stuck. Open it when your team is lost. Open it when 
sales slow down and you forget the fundamentals. Open it at 2am when you are building 
something new and need a north star. 

Every concept here has been tested. Everything I teach, I have done. I built 12 lakh+ hours of 
content. I went from charging Rs. 20,000 for training to Rs. 1,00,000. Not because I changed. 
But because of the principles you are about to read. 

Now — let's build your next 20 years. 

 

— Paritosh Sharma 

Founder, ShunyaAI | AITrustedBusiness.com 
  



CHAPTER 01 

The Big Why 

Why 20 Years of Growth in 2 Years Is Not a Fantasy 

 

Why Are We Really Here? 

When I walked into that room in Kathmandu, I said something that I want you to really sit with: 
we are not here to learn theory. We are here to compress time. 

Most businesses in Nepal and India grow at a slow, linear pace. Year 1 — survive. Year 2 — 
stabilize. Year 5 — maybe start to gain traction. Year 10 — finally see real results. That is the 
traditional trajectory. And it made sense in the pre-internet, pre-AI world. 

But we are no longer in that world. 

The tools available to you today — AI, organic content, metadata, social media — have 
completely broken the old rules. A solo entrepreneur with a Rs. 25,000 mobile phone can now 
reach more people in 6 months than a company with a Rs. 10 crore marketing budget could 
reach in 5 years just 15 years ago. 

That is not an exaggeration. That is exactly what happened to me. 

 "My entire content empire — 12 lakh+ hours of watch time on social 
media — was built with a Rs. 25,000 phone, a simple DJI mic, and a 
small magnetic tripod. 100% organic. Zero rupees spent on advertising." 

— Paritosh Sharma 

 

The gap between where Nepal is today and where it could be is not 2 years. It is 20 years. But 
with the right strategies — the strategies in this book — those 20 years can be compressed into 
2. That is the mission. That is what this Masterclass is built around. 

The Technology Timeline You Must Understand 

To understand where we are going, you need to understand where we have come from. Every 
era has had a dominant force that separated those who thrived from those who got left behind. 

Era Dominant Force Who Won? What Happened to the 
Rest? 

Dinosaurs Physical Strength Largest creatures 
dominated 

Extinction when 
environment changed 

Industrial Age Machines Factory owners scaled 
massively 

Manual laborers replaced 



Information Age Internet Those who adapted early 
dominated 

Traditional media 
collapsed 

AI Age (NOW) Artificial Intelligence Those with data + content 
+ AI 

Those without metadata 
get invisible 

 

But here is the most important thing I said on Day 1, and I want you to underline it mentally: 

 "Something more powerful than AI? Human Courage." 

— Paritosh Sharma 

Every tool in this book requires courage to execute. Courage to show up on camera. Courage to 
teach publicly. Courage to invest in people. Courage to change how your company thinks about 
sales. The technology is available to everyone. Courage is not. That is your competitive 
advantage. 

Your Immediate Obligation 

You attended this Masterclass. That means you now have information that most business 
owners in Nepal do not have. Information without action is just entertainment. And this is not an 
entertainment workshop. 

⚡ YOUR OBLIGATION 

→  Apply at least ONE concept from each chapter within 7 days of reading 

→  Share this knowledge with at least ONE person in your business 

→  Build your system, not just your intentions 

→  Review this Bible every quarter — your context changes, your reading of it will too 

  



CHAPTER 02 

Love & Fear 

The Only Two Emotions That Make People Spend Money 

 

The Most Fundamental Truth in Sales 

In two days of masterclass, if there is ONE concept that underlies absolutely everything else — 
every video you make, every piece of content you create, every pitch you deliver, every sales 
conversation you have — it is this: 

 "People only spend money when they act under Love or Fear. 
Everything else is noise." 

— Paritosh Sharma 

This is not a theory. This is human psychology operating at the deepest level. Before you spend 
a single rupee on marketing, before you make a single video, before you hire a single sales 
person — you need to deeply internalize this. 

Let me prove it to you across every major industry: 

Industry The Love Angle The Fear Angle 

Fashion Love of beauty, identity, status, being 
admired 

Fear of being unfashionable, irrelevant, 
judged 

Insurance Love of family, security, legacy Fear of death, accident, financial ruin 

Electric Vehicles Love of innovation, environment, 
technology 

Fear of fuel price crisis, pollution, global 
energy collapse 

Education Love of growth, ambition, better future Fear of falling behind, being 
unqualified, missing opportunity 

Healthcare Love of family, longevity, vitality Fear of disease, pain, loss of loved 
ones 

Real Estate Love of home, belonging, stability Fear of rising prices, not having a 
home, losing savings 

 

Look at that table. There is not a single industry that escapes this framework. Not one. Because 
this is not about industry — it is about human nature. And human nature has not changed in 
10,000 years. 

 



How I Used Love & Fear in That Very Room 

Here is something you may not have consciously noticed on Day 1 of the Masterclass. I want to 
make it visible to you now, because once you see it, you cannot unsee it. 

From the very first moment I walked into that room in Kathmandu, I planted a thought in your 
subconscious: 'Today you are going to learn something that will give you 20 years of business 
growth in 2 years.' 

What did that do? 

• It created LOVE — love of ambition, love of growth, love of the possibility that your business 
could be transformational 

• It created FEAR — fear of missing out on what I was about to share, fear that if you lost 
focus or left early, you would miss the key insight that would change everything 

That is why you stayed. That is why you paid attention. That is why you took notes. Not because 
I am some magical person — because I used the right emotional framework from minute one. 

And here is the other moment I want you to recall. At some point during the session, I 
mentioned that my mother was hospitalized, but I still chose to be there to teach. What did that 
do? 

It created an enormous surge of love and respect. It made you think: 'This man sacrifices for us. 
He genuinely cares.' When someone feels that about a teacher or a business, trust skyrockets 
instantly. That was not accidental. That is love-based connection at work. 

Donald Trump: The Love & Fear Case Study 

I used Donald Trump as an example in the Masterclass, and it is worth going deeper here. 
Think about Trump from a pure sales and communication perspective — leave all politics aside. 

Half the world loves him passionately. Half the world fears or despises him intensely. But here is 
the key insight: NO ONE IS INDIFFERENT. And in business, indifference kills you. Nobody 
buys from someone they feel nothing about. 

Trump has mastered the art of making people FEEL something — strongly. His communication 
is always in the territory of love or fear. His supporters love his boldness. His critics fear his 
policies. But everyone talks about him, searches for him, watches him. That is the power of 
operating in the Love & Fear zone. 

 "If people are indifferent to your business, your content, your product — 
you are invisible. Love and Fear make you impossible to ignore." 

— Paritosh Sharma 

How to Apply This to YOUR Business Right Now 

Here is the practical question: what are the specific love and fear triggers that apply to YOUR 
business and YOUR customer? 

This is not a generic exercise. You need to do this specifically. Here is the framework: 



🎯  ACTION STEPS 

1 
Write down your top 3 customer profiles (who they are, what they want, what they are 
afraid of) 

2 For each profile, list 5 'Love triggers' — what do they deeply desire or aspire to? 

3 For each profile, list 5 'Fear triggers' — what do they dread, avoid, or lose sleep over? 

4 
Every piece of content, every sales conversation, every email — start with one of these 
triggers 

5 
Build a 'Love & Fear Dictionary' for your business. This becomes the language your whole 
team speaks. 

And remember what I said about HR: this is not just a sales tool. If you are building a team, you 
need to think about what love and what fear keeps your employees engaged, motivated, and 
retained. What do they love about working with you? What do they fear about leaving or 
underperforming? This is leadership through emotional intelligence. 

⚡ LOVE & FEAR KEYNOTES 

→  Every purchase decision is ultimately emotional, justified rationally after the fact 

→  If fashion had no love or fear, the industry would collapse overnight 

→  EV and insurance are built almost entirely on fear — understand this and sell accordingly 

→  HR retention: think Love & Fear, not just rewards and recognition 

→  Make your content FEEL something. Neutral content gets zero engagement. 

  



CHAPTER 03 

The Content Machine 

100% Organic. Zero Rupees. Maximum Reach. 

 

The Setup That Changed Everything 

People assume that to create great content, you need a professional studio, a full-time 
videographer, expensive lighting, and a big production team. I am living proof that this is 
completely false. 

My entire content library — which has generated over 12 lakh hours of watch time, 133.8 million 
views on Facebook alone, and 2.5 million+ content interactions — was created with: 

Equipment Cost (Approx) Purpose 

Smartphone (mid-range) Rs. 25,000 Camera, Audio backup, Content 
creation 

DJI Mic (clip-on) Rs. 6,000–10,000 Clean, professional audio 

Small Magnetic Tripod Rs. 500–1,500 Stable shots, hands-free recording 

 

That is it. Three items. Total investment of under Rs. 40,000. The result? A multi-crore personal 
brand built over 8+ years that now generates views in the tens of millions every year and is 
compounding. 

The key word there is COMPOUNDING. Content compounds. Every video you make today will 
be watched tomorrow, next month, next year. It does not disappear. It keeps working for you 
while you sleep. 

The Content Formula: What Goes Inside the Video 

The most common question I get is: 'What should I talk about in my videos?' Here is the answer 
that most people do not expect: 

 "Talk about how you solve your daily life problems. Talk about normal 
things. Basic communication of your thoughts. That is it." 

— Paritosh Sharma 

Not fancy production. Not scripted corporate messaging. Not perfectly edited montages. Just a 
real person, talking directly to the camera, sharing thoughts that are rooted in love and fear. 

The videos that have worked best for me are 3 minutes or 5–7 minutes long. Not because there 
is a magic length — because that is enough time to deliver one complete, valuable thought. 
Short enough to keep attention. Long enough to build connection. 



The Probability Mindset — Why Volume Beats Perfection 

Here is the most liberating thing I want to tell you about content creation: stop trying to make the 
perfect video. There is no such thing. 

Content creation is a probability game. The more videos you make, the higher the probability 
that: 

• One of your videos resonates massively and goes viral 

• Your total watch hours accumulate and the algorithm starts recommending you 

• A specific customer who is ready to buy finds your content and trusts you enough to act 

• AI systems (LLMs, recommendation engines) have enough data about you to recommend 
you 

I did not start by thinking about algorithms. I did not analyze what was trending. I simply created 
more videos. And because I kept creating, eventually the probability of reaching the right 
customers kept increasing. 

 "Don't be critical and precise about your target customer when making 
videos. At the end of the day, it's all about probability. The more you 
make, the more you reach." 

— Paritosh Sharma 

This does not mean quality does not matter. It means that consistency beats perfection. A good 
video published today beats a perfect video that never gets made. 

The 8-Year Compounding Effect 

I want to address the question I know many of you are thinking: 'This sounds great Paritosh, but 
when will I see results?' 

The honest answer: you need to commit to 6 months to 1 year before you expect to see 
meaningful traction. My numbers — 133.8 million views, 2.5 million interactions — are the result 
of 8+ years of consistent content creation. 

But here is what most people miss about compounding: the growth is not linear. For the first 6–
12 months, growth is slow and can feel discouraging. But then the algorithm starts noticing. AI 
systems start indexing you. People start sharing. And then — the curve bends upward, and 
suddenly the same effort produces 10x, 100x the results. 

⚡ THE CONTENT MACHINE ESSENTIALS 

→  Equipment: phone + DJI mic + magnetic tripod. Total cost under Rs. 40,000 

→  Video length: 3 mins for quick insights, 5–7 mins for deeper topics 

→  Content topic: how you solve problems, rooted in Love & Fear 

→  Mindset: probability over perfection. Volume matters. 



→  Timeline: commit to 6–12 months before expecting visible results 

→  Don't think about the algorithm. Just create. The algorithm rewards consistency. 

→  Your content compounds. What you make today works for you for years. 

Branding vs. Content: Understanding the Difference 

Here is a distinction that is absolutely critical for businesses with limited resources: 

Approach What It Is Who It's For Cost Trust Type 

Branding Paying celebrities or big 
media to force trust 
(e.g., Shah Rukh Khan 
endorsement) 

Large 
companies 
with massive 
budgets 

Crores 
of 
rupees 

Rented trust — borrowed 
from the celebrity's 
credibility 

Content (Love 
& Fear) 

Building genuine 
connection through 
teaching and storytelling 
over time 

Any business 
at any stage 

Minimal 
(phone 
+ mic) 

Owned trust — built from the 
ground up, long-lasting 

 

When I say branding, I mean the traditional approach of paying famous faces to get people to 
trust you. When you are already a large company with money to scale, that makes sense. But 
when you are building — when resources are limited — content based on Love & Fear is how 
you build trust that lasts. Because you earned it. 

  



CHAPTER 04 

AI Engine Optimization 

Metadata Is the New SEO — And Most Businesses Are Invisible 

 

The Old World vs. The New World 

For the last two decades, if you wanted your business to be found online, you needed to master 
Google SEO — Search Engine Optimization. Get the right keywords on your website, build 
backlinks, get mentioned in news articles. Then Google would rank you, people would find you, 
and business would follow. 

That world is dying. Not slowly. Fast. 

Major news sites are already seeing dramatic drops in traffic because of AI and LLMs. Why? 
Because increasingly, people do not search Google and click on 10 links. They open ChatGPT, 
Claude, or Gemini and ask a question — and they get one answer. One recommendation. 

 "Google SEO is the past. AI is continuous metadata. If LLMs don't know 
you, you will not be recommended." 

— Paritosh Sharma 

And here is the terrifying thing: if ChatGPT does not know your business exists, it will never 
recommend you. No matter how good your product is. No matter how many years you have 
been in business. You are invisible. 

What Is Metadata, and Why Does It Matter? 

Metadata, in this context, is all the information about your business that exists on the internet. It 
is the sum total of everything an AI can find, scrape, and understand about who you are, what 
you do, and why you are trustworthy. 

Metadata includes: 

• Your videos on YouTube and Facebook 

• Articles and blog posts about you or written by you 

• FAQ pages on your website 

• Research papers and reports you have published 

• Comments, reviews, and testimonials mentioning you 

• LinkedIn posts and other social content 

• Podcast appearances and transcripts 

The more metadata you have, the better AI understands you. And the better AI understands 
you, the more it recommends you to people who are searching for what you offer. 



How Metadata Gets Built — The Only Way 

Here is the uncomfortable truth: there is no shortcut to metadata. You cannot buy it. You cannot 
fake it. You can only build it. And you build it the same way I built 12 lakh hours of watch time: 
by consistently creating content rooted in Love & Fear. 

Metadata is a year-long activity at minimum. And it does not stop. If you go inactive — if you 
stop creating content — you gradually drop in AI listings and recommendations. Just like a plant 
that stops being watered. 

The compound effect of metadata means: the more you have, the easier it is to get more. But 
the first year requires faith — faith that the seeds you are planting today will bear fruit even 
when you cannot yet see the results. 

The Amazon Rufus Proof 

I gave you a real-world example at the Masterclass that I want you to fully absorb: Amazon's AI 
system called Rufus. 

Rufus is Amazon's AI shopping assistant. When customers ask Rufus to recommend products, 
Rufus recommends based on the data it has about those products. If your product has no 
metadata — no reviews, no descriptions, no content that AI can understand — Rufus does not 
recommend it. It does not matter if your product is the best in the category. 

This is already happening across every platform. Google now has AI Overview that directly 
answers questions without users clicking any links. If you are not the source that AI references, 
you do not exist in that answer. 

This is not coming. This is now. 

⚡ THE METADATA IMPERATIVE 

→  Customers are trusting AI recommendations more than human recommendations 

→  If AI doesn't know your business, your business effectively doesn't exist for AI users 

→  Metadata is built through thousands of pieces of content over time 

→  It requires consistency — going inactive means dropping in AI recommendations 

→  LLMs check MULTIPLE platforms — your website, YouTube, LinkedIn, published articles, 
everywhere 

→  Gemini is especially powerful for search queries since it is Google's AI — optimize for it 

AI Engine Optimization (AEO): Your New Strategy 

Forget SEO as your primary digital strategy. Start thinking AEO: AI Engine Optimization. 

AEO means deliberately creating content so that AI systems recognize, understand, and 
recommend your business. Here is how to approach it: 



🎯  ACTION STEPS 

1 
Create an FAQ page on your website (website.com/faq) with 10,000+ questions your 
customers ask — even the weirdest ones. This is your primary metadata foundation. 

2 
Publish a monthly research report or insight document at website.com/research. Make it 
downloadable. LLMs index downloadable content as high-authority material. 

3 
Post every piece of content on LinkedIn as a question format. 'Are you an AI Trusted 
Business?' not just 'Here is why AI matters.' Questions create data and patterns. 

4 
Create content on ALL platforms — YouTube, Facebook, Instagram, LinkedIn — because 
LLMs scan multiple platforms to understand authority. 

5 
Get others to write about you. Comments, reviews, articles from other websites 
mentioning your business are powerful metadata signals. 

6 
Think of your business name as metadata. A name that EXACTLY describes what you do 
(like AITrustedBusiness.com) creates instant metadata in every mention. 

The Business Name as Metadata: 
AITrustedBusiness.com 

I revealed a business I run called AITrustedBusiness.com, and the naming principle behind it is 
worth an entire section. 

When you pitch a business to an investor, a potential partner, or a customer, you often have 10 
minutes or less. In those 10 minutes, you need to establish who you are, what you do, why it 
matters, and why they should care. Every second counts. 

A name that exactly describes what you do eliminates the first 2–3 minutes of every 
conversation. 'AITrustedBusiness.com' — the moment someone hears that name, they know: 

• It is about AI (relevant and current) 

• It is about trust (the most critical element in modern business) 

• It is a business framework or certification 

And the genius question embedded in that name: 'Are you an AI Trusted Business?' What does 
that create? Fear. Because most businesses are not. And nobody wants to be the business that 
got left behind. 

  



CHAPTER 05 

Sales = Probability 

The Mathematical Truth Behind Every Sale 

 

The Fundamental Equation 

Let me give you the single most important equation in sales. Not a motivational quote. An actual 
equation that, if you understand it deeply, changes how you build your entire business: 

SALES  =  PROBABILITY 

 

What does this mean? It means that selling is not a mystical art. It is not about charisma or 
persuasion tricks. It is a numbers game governed by probability — and probability can be 
improved systematically. 

The two variables that determine the probability of a sale are: 

Variable What It Means How to Increase It 

Search How likely is it that your target customer 
finds you when they are looking for a 
solution? 

More content, more metadata, more 
platforms, better AEO 

Response When they find you, how likely are they 
to respond positively and move toward 
a purchase? 

Trust-building through teaching, Love & 
Fear content, strong FAQ, social proof 

 

The full equation with AI added in: 

PROBABILITY  =  SEARCH  +  RESPONSE  +  AI 

 

With AI in the equation, your probability of being found increases exponentially — but ONLY if 
you have invested in your metadata. AI does not discover you. It recommends you based on 
what it already knows. So your content today directly increases your probability of sales 
tomorrow, next month, and next year. 

 



AAPA: What AI Actually Does With Your Data 

Understanding what AI does is critical for understanding why data creation is such a high-
leverage activity. AI is not magic. It follows a process — and that process can be predicted and 
optimized. 

Stage Full Name What Happens Business Implication 

A Analysis AI breaks down your data into 
patterns and insights you cannot see 
manually 

Your sales data tells you things about 
customer behavior you would never 
notice 

A Advice Based on patterns, AI recommends 
actions: 'do more of this, stop doing 
that' 

Better decisions made in hours, not 
weeks of meetings 

P Prediction AI forecasts future outcomes based 
on historical patterns 

Know which customers will buy, 
when, and what before they do 

A Automation Repetitive tasks are automated based 
on patterns and rules 

Your team focuses on high-value 
work; AI handles the rest 

 

This is what I call the AAPA Framework. And it works only when you feed AI with quality 
structured data. 

QDPR: The Framework for Creating AI-Ready Data 

Most businesses have data but they cannot use it well because it is messy, unstructured, and 
without context. QDPR is the framework for changing that. 

Letter Stands 
For 

In Practice 

Q Question Start with a business question you want to answer. 'How many years in 
business? How many customers did we acquire this month?' 

D Data Collect factual real data OR synthetic data to answer the question. Make it 
structured (categories + timeline). 

P Pattern Ask AI to find patterns in the data. 'What trends do you see? What is driving 
growth/decline?' 

R Reasoning Ask AI to reason from patterns. 'Why is this happening? What should we do?' 

 

 

 

 



The Data Table Every Business Needs 

The single most important piece of structured data you can maintain is a monthly business 
performance table. Here is the template: 

Month/Year Monthly 
Revenue 
(Rs.) 

New 
Customers 

Repeat 
Customers 

Revenue 
from Repeats 

Total Cost Net 
Profit 

Jan 2025       

Feb 2025       

Mar 2025       

 

Fill this table every month without fail. Collect it across products and departments in separate 
sheets. Then give it to Claude AI and ask: 

• What patterns do you see in my customer acquisition? 

• Which months are strongest and why? 

• Predict my next quarter revenue based on this history 

• How is my repeat customer base growing or declining? 

The answers will show you things about your business that you have never noticed — because 
humans are terrible at spotting patterns in large datasets, and AI is extraordinary at it. 

⚡ DATA RULES FOR AI 

→  Every data set needs two things: CATEGORIES and TIMELINE — without both, AI cannot 
find patterns 

→  Collect sales documents and files for each product in separate sheets 

→  Use Claude for all data-driven operations — it is the best AI for analysis tasks 

→  Real data is ideal. Synthetic (hypothetical) data still produces valuable predictions. 

→  The more historical data you have, the more accurate predictions become 

  



CHAPTER 06 

The Ultimate Sales Hack 

Teach. Don't Sell. 

 

The Counterintuitive Truth About Sales 

Everything you have been taught about sales is wrong. 

Sales training, for decades, has focused on persuasion, objection handling, closing techniques, 
pressure tactics, urgency creation. And yes — some of those work, short term. But they all have 
one fundamental flaw: they create friction. 

Friction is the invisible force that sits between you and your customer. It is the resistance they 
feel when they sense they are being 'sold to.' It is the voice in their head saying 'wait, is this a 
scam? Do they really care about me or just about my money?' Friction kills deals. 

The Ultimate Sales Hack eliminates friction entirely. And it does not require any technique, 
script, or pressure tactic: 

THE ULTIMATE SALES HACK: 

TEACH 

 

When you teach, something profound happens. The customer stops feeling like a target and 
starts feeling like a student. And students trust their teachers. Naturally. Automatically. Without 
being asked to. 

 "Change your Marketing Department into a Teaching Department. Train 
your sales people to be teachers." 

— Paritosh Sharma 

Why Teaching Works: The Psychology of Trust 

Here is the deep psychology behind why teaching is the most powerful sales tool in existence: 

When someone teaches you something valuable — something that helps you understand the 
world better, solve a problem, or see something you could not see before — your brain registers 
a gift. And human psychology is wired for reciprocity. When someone gives you something of 
value, you feel a natural impulse to give back. 



In the context of business, that 'giving back' looks like: buying their product, recommending 
them to others, returning as a loyal customer, trusting their next offer. 

This is not manipulation. This is the natural flow of genuine human exchange. You give 
knowledge. They give trust and eventually money. And because the trust is earned — not 
forced — it is durable. 

 "Humans have trust by default. You just have to tap into it. When you 
teach, the friction ends. And when friction ends, sales happen." 

— Paritosh Sharma 

The Power of Questions: Who Controls the Narrative 

At the Masterclass, I taught you one of the most powerful communication principles in 
existence. And most people missed its depth. Let me give it to you fully: 

Position Behavior What Happens Power Level 

Question 
Asker 

Asks questions, controls the 
direction of conversation 

Sets the narrative, decides 
what gets discussed, reveals 
nothing 

HIGH — leads and 
controls 

Question 
Answerer 

Responds to questions 
asked by the other party 

Shares data, reveals 
thinking, follows the direction 
set by the asker 

LOW — follows and 
responds 

 

This is why I end every video with a question. It is not just engagement. It is a strategic move to 
shift the power dynamic — I ask, you respond, you share data, and I understand you better. And 
every time you respond, you are deepening your engagement with me and my content. 

In sales conversations: the person who asks the best questions controls the sale. Not the 
person who presents the best pitch. The question asker guides the customer to their own 
conclusion that the product is right for them. The customer feels they made the decision 
themselves — because they did, guided by the right questions. 

This is also why critical thinking education is so important — and why the education systems in 
Nepal and India have traditionally failed at it. Schools reward those who answer correctly. The 
real world rewards those who question deeply. 

FAQ: The Most Underrated Business Tool 

Here is something that most businesses overlook completely. Their website has a 'Contact Us' 
page and a 'Products' page. What it is missing is the single most powerful metadata and trust-
building tool available: a comprehensive FAQ page. 

When I say FAQ, I do not mean 10 generic questions. I mean 10,000+ questions. Every 
question a customer has ever asked you. Every objection. Every confusion. Every 'what if.' 
Every 'how does it work.' Even the weird ones. 

Why? Because: 



• FAQ content is pure metadata — it tells AI exactly what problems you solve and for whom 

• FAQ content builds trust — customers see you anticipate their concerns and answer them 
honestly 

• FAQ content eliminates friction — a customer who has had their questions answered before 
a sales conversation is already halfway convinced 

• FAQ content follows a Q&A pattern that LinkedIn's algorithm (and AI) rewards heavily 

🎯  ACTION STEPS 

1 Go to your website RIGHT NOW and create a /faq page if you do not have one 

2 Gather every question your sales team has ever been asked — compile into a master list 

3 Ask your team: 'What is the weirdest question a customer has ever asked?' Add it. 

4 
Use AI to generate additional questions you may not have thought of (prompt: 'What 
questions would someone have before buying [your product]?') 

5 Build towards 10,000+ FAQs over time — add to it monthly 

6 
Make every LinkedIn post a question. Not 'Here is my insight' but 'Have you ever noticed 
that...?' 

  



CHAPTER 07 

Patterns & Tailwinds 

How Repetition Creates Unstoppable Sales Momentum 

 

Patterns: The Most Powerful Thing in the Human Brain 

The human brain is, at its core, a pattern recognition machine. This is not a metaphor. 
Neurologically, your brain is constantly looking for patterns in everything it encounters — so it 
can predict, so it can decide faster, so it can survive. 

What does this mean for your business? It means: 

 "Creating Patterns is the Ultimate Hack in Sales." 

— Paritosh Sharma 

When a customer sees your brand, hears your language, encounters your message repeatedly 
and consistently, their brain starts to build a pattern around it. And once a pattern is established, 
two things happen: 

• RECALL: They remember you instantly when a need arises, without any additional 
prompting from you 

• TRUST: Because familiarity breeds trust. What the brain recognizes, the heart accepts. 

This is why major brands spend billions on consistent messaging, consistent colors, consistent 
taglines. They are not trying to inform you. They are trying to build a pattern in your brain. So 
that when you need what they offer — you think of them first, automatically. 

How to Build Patterns: Keywords + Repetition 

Here is the practical system for building patterns in your customers: 

Step 1: Find your Keywords. These are words and phrases that simultaneously incite love or 
fear AND describe what you do. Your keywords come from your FAQ analysis — what language 
do your customers use when they describe their problems and desires? 

Step 2: Build your Dictionary. Compile these keywords into a company dictionary. Every person 
in your organization — sales, marketing, customer service, HR — uses this language. 
Consistently. Always. 

Step 3: Repetition. Your sales team repeats these keywords in every customer interaction. Your 
content repeats them in every video. Your emails repeat them. Your pitches repeat them. The 
goal is for a customer to hear certain phrases so consistently that those phrases become 
associated — neurologically — with your brand. 

Industry Example Love/Fear Keyword Pattern Built 



Insurance 'Your family's security' Whenever someone thinks of family 
safety, they think of you 

EV Company 'Free from fuel prices forever' Every time fuel prices go up, they think of 
your product 

Training Business '20 years of growth in 2 
years' 

Ambitious entrepreneurs immediately 
associate with your brand 

AI Business 'Are you AI-trusted?' Every business owner asks themselves 
this and remembers your name 

Tailwinds: The External Force That Multiplies Your Sales 

A tailwind is a business concept that not enough entrepreneurs understand. Let me define it 
clearly: 

 "In business, a tailwind is a favorable condition, trend, or event that 
propels a company's growth, boosts profits, and makes it easier to 
succeed — external forces acting as 'wind at your back,' accelerating 
performance." 

— Paritosh Sharma 

Every major industry has tailwinds. Your job is to identify them, connect them to Love & Fear, 
and create content that links your business to those tailwinds. Here is how: 

🎯  ACTION STEPS 

1 
List all the major trends, news events, and global conversations happening in your 
industry right now 

2 
Give all relevant YouTube links and articles to AI and ask: 'What are the tailwind signals 
for my business market?' 

3 For each tailwind, find the Love or Fear angle for YOUR specific customer 

4 Create content that connects: TAILWIND → LOVE/FEAR → YOUR SOLUTION 

5 
Your customer is already searching with their own context — make sure you appear when 
they search for what is on their mind 

Example: If you are in the EV industry, tailwinds include global fuel prices rising, climate change 
conversations, government EV subsidies, new model launches. A customer worried about rising 
petrol prices is feeling FEAR. Your content connecting tailwind (fuel crisis) + fear (I cannot 
afford this indefinitely) + your solution (here is how EV saves you money) creates a perfect 
sales bridge. 

 



Perception is Everything: The Rs. 20k to Rs. 1 Lakh Story 

I shared something personal at the Masterclass that I want to unpack fully. I used to charge Rs. 
20,000 for training sessions. Today, I charge Rs. 1,00,000. Same person. Same knowledge 
(more refined, but fundamentally the same Paritosh Sharma). 

So what changed? One word: Perception. 

Perception changed because I now have: 

• 133.8 million views on Facebook 

• 12 lakh+ hours of watch time 

• Millions of engagements 

• AI systems that know who I am 

• A metadata presence so strong that searching 'business training India' often surfaces my 
content 

When people see those numbers, their perception of my value changes. The content did not just 
get me customers. It changed what customers believe I am worth. And that belief directly 
translates to the price I can charge. 

This is the invisible ROI of content creation that most people never calculate. It is not just about 
the leads today. It is about the premium you can command in 3 years because of the content 
you create today. 

⚡ PATTERNS & TAILWINDS SUMMARY 

→  Establish patterns through keyword repetition across ALL customer touchpoints 

→  Build a company keyword dictionary — Love & Fear words your entire team uses 

→  Find tailwinds by giving AI your industry content and asking for trend analysis 

→  Connect tailwind → love/fear → your solution in every piece of content 

→  Perception is built slowly and compounds. Your content today determines your pricing power 
in 3 years. 

→  Train your sales team to build patterns in customers — not just close deals 

  



CHAPTER 08 

The Knowledge Graph 

Building Your Company's Permanent Brain 

 

The Problem Every Business Has (And Nobody Talks 
About) 

Here is a scenario that has happened to almost every business owner: 

Your best salesperson leaves. With them goes 3 years of customer relationship knowledge, 
sales patterns, objection handling techniques, and process knowledge. The new person starts 
from zero. Customers notice the difference. Revenue dips. 

Or: A customer asks a question that your team has answered a hundred times — but nobody 
bothered to write it down. So the new hire answers it wrong. Or inconsistently. Or not at all. 

The Knowledge Graph is the solution. It is how you make your company's knowledge 
permanent, scalable, and AI-ready. 

What Is a Knowledge Graph? 

A Knowledge Graph is an organized, structured collection of all the knowledge that exists within 
your company. It is not just a folder of documents. It is a living, breathing system that captures: 

• Customer FAQs and their best answers 

• Sales processes and scripts 

• HR policies and procedures 

• Meeting notes and decisions 

• Research and competitive analysis 

• Product information and case studies 

• Financial data and performance history 

The key difference between a Knowledge Graph and a regular folder of files is STRUCTURE. 
Raw, unstructured data is almost useless to AI. A well-structured Knowledge Graph becomes 
the most powerful business tool you have. 

 "When a new employee comes in, the folder built by the old employee is 
given to AI. The new employee can start working effectively from Day 1." 

— Paritosh Sharma 



Context is Everything: The Foundation of AI 
Effectiveness 

Every tool in AI is limited by one thing: context. The better your context, the better your results. 
Give AI bad context — vague, unstructured, incomplete — and you get mediocre outputs. Give 
AI rich, structured, specific context — and AI gives you insights that feel almost magical. 

This is why building your Knowledge Graph is not optional. It is the foundation of everything else 
in this book. 

Type of Data Example Value to AI 

Unstructured Emails, meeting notes in random folders, 
WhatsApp messages 

Very low — AI struggles to 
extract patterns 

Semi-structured Spreadsheets without categories or timeline, 
narrative reports 

Medium — some patterns 
visible but limited 

Structured Tables with Category + Timeline, tagged 
documents, organized databases 

Very high — AI can find 
patterns, predict, automate 

 

The Weekly Knowledge Graph Meeting 

I gave you a specific action at the Masterclass that I want to make very concrete here: hold at 
least one meeting per week specifically dedicated to your company's Knowledge Graph. 

Why? Because your Knowledge Graph is not a one-time project. It is ongoing infrastructure. 
Like maintenance for a building. If you do not regularly update it, it becomes outdated and loses 
its value. 

Treat it like insurance for your company. Because that is exactly what it is. If your top employee 
left tomorrow, how much knowledge would leave with them? That is the gap your Knowledge 
Graph fills. 

🎯  ACTION STEPS 

1 Create a master company folder structure this week — one folder per department 

2 
Start with FAQs as your first Knowledge Graph nodes — they are the easiest to create 
and the most valuable 

3 
Record every important meeting and add the summary + action items to the Knowledge 
Graph 

4 
Schedule one 30-minute meeting per week dedicated to Knowledge Graph updates — 
make it non-negotiable 

5 
Feed your Knowledge Graph to AI (using tools like NotebookLM or SpringBase AI's 
Knowledge Base) so it becomes instantly queryable 

6 Make Knowledge Graph onboarding the first thing every new employee goes through 



NotebookLM: Your Research Superpower 

I mentioned NotebookLM at the Masterclass as a powerful research tool. Let me give you the 
full picture of why it is essential: 

NotebookLM (by Google) allows you to upload up to 50 sources — YouTube video links, PDFs, 
articles, documents — and then have a conversation with ALL of that information 
simultaneously. It synthesizes across sources, finds connections, and answers your specific 
questions. 

The practical applications: 

• Research a potential partner, investor, or client before a meeting (give it all their public 
content) 

• Understand your competitive landscape (give it competitor content and ask for analysis) 

• Turn your research into a 2-person podcast (the Audio Overview feature) that you can listen 
to while commuting or exercising 

• Convert your pitch or proposal into a 2-minute audio summary and email it to prospects 
BEFORE requesting a meeting 

That last point is worth pausing on. Imagine emailing Dr. Mahato (or any high-value prospect) 
with a message that says: 'I did deep research about your business and the problem you are 
trying to solve. I converted it into a 2-minute audio overview. Please listen to this before our 
meeting — I am not here to sell anything, just to share what I found.' What does that do? It 
creates enormous trust and curiosity. Because nobody does that. 

  



CHAPTER 09 

The 8 Money Machines 

Every Business on Earth Fits One of These Models 

 

The Framework That Explains All Business 

Day 2 of the Masterclass began with a framework that I want you to keep forever. Every 
business that has ever existed, or will ever exist, operates in one or more of these fundamental 
domains. Understanding this gives you an extraordinary ability to see where money flows and 
how to access more of it. 

# Domain 
(Hindi) 

English 
Equivalent 

Core Human 
Need 

Example Businesses 

1 Roti Food & 
Sustenance 

Survival — the 
most basic 
human need 

Restaurants, FMCG, Agriculture, Food 
delivery 

2 Kapda Clothing & 
Fashion 

Protection + 
Status + Identity 

Fashion brands, Textile, Retail 

3 Makan Shelter & 
Infrastructure 

Safety, Home, 
Tools for work 

Real estate, Construction, SaaS tools, 
Equipment 

4 Sikshya Education & 
Skills 

Growth, 
competitiveness, 
better future 

Schools, coaching, online courses, 
training 

5 Chikitsha Healthcare Health, 
longevity, pain 
relief 

Hospitals, pharma, wellness, fitness 

6 Entertainment Content & 
Experiences 

Escape, 
pleasure, 
stimulation 

OTT platforms, gaming, events, sports 

7 Bhagwan Spirituality & 
Religion 

Meaning, peace, 
community, 
identity 

Temples, spiritual products, yoga, 
meditation 

8 Investment Wealth & 
Finance 

Security, growth, 
legacy 

Banks, stock market, insurance, real 
estate 

The Combination Strategy: Where Real Money Lives 

Here is the strategy that transforms ordinary businesses into extraordinary ones: combine two 
or three of these domains. 



The moment you combine domains, you create a business model that is greater than the sum of 
its parts. Let me show you with the examples I gave at the Masterclass: 

Combination 1: Roti + Sikshya (Food + Education) 

If you are a great cook, you can feed people (Roti). But your scale is limited to how many people 
you can cook for. 

Add Sikshya — teach cooking — and suddenly you can teach 1,000 students at once. Your 
knowledge becomes a product. Your skill becomes scalable. The cooking class industry is worth 
billions globally. 

Combination 2: Sikshya + Makan (Education + Tools) 

Sell education AND integrate the tools students need to apply that education. You build trust 
through teaching, then sell the tool that enables what you taught. 

Example: A digital marketing trainer who teaches a course and then sells their marketing 
software. Students trust the teacher, so they buy the tool. Two revenue streams from one 
relationship. 

Combination 3: Bhagwan + Roti (Spirituality + Food) 

This is the genius story of the Agarbati (incense) business from Bihar. A business owner was 
struggling. He was selling incense — Makan (a product). Nobody was excited. 

He renamed his product 'Shiv Aradhana Agarbati' and put a God photo on the packaging. Now 
he was in the Bhagwan category. His incense was no longer just a product — it was sacred. It 
was an offering. It had emotional and spiritual weight. Result: Rs. 2 lakh per month. 

Then he extended further — adding unique aromas (entertainment element) and built a 
complete brand experience. Same core product. Multiple domain combinations. Revenue 
multiplied. 

Combination 4: Bhagwan + Entertainment (Spirituality + Content) 

Ramdev. This is the most sophisticated combination on this list. He offers a free YouTube 
channel with yoga content (Entertainment — no direct cost, maximum reach). Through that free 
content, he builds enormous trust (Bhagwan domain). Then he monetizes through Patanjali 
products — food, healthcare, clothing. 

The result? A business that earns from every domain while using free content to retain 
customers indefinitely. This is the template for the modern Indian business empire. 

The Zerodha Customer Retention Genius 

In Investment — one of the 8 domains — Zerodha taught me something profound about 
customer retention. Here is their logic: 

They know that when a customer loses money trading, they are likely to leave the platform (and 
blame the platform). So Zerodha — at enormous effort and minimal direct revenue — provides 
free trading education, free webinars, and openly tells customers: 'If you do not understand, do 
not trade.' 



Why would a business tell its customers NOT to use its service? 

Because they understand something most businesses miss: a retained, educated customer who 
succeeds is worth infinitely more than a burned customer who leaves. Educated customers 
trade longer, trade better, refer others, and increase the company's valuation. 

 "In any casino, the house always wins. But the brilliant businesses help 
their customers win too — because they understand that customer 
success IS business success." 

— Paritosh Sharma 

The lesson: think about how you can serve your customer in a way that retains them long-term, 
even if it costs you short-term. Free education. Free webinars. Free guides. The retention cost 
is almost zero compared to the lifetime value of a loyal customer. 

⚡ 8 MONEY MACHINES — KEY INSIGHTS 

→  Every business fits one or more of the 8 domains — identify which ones you are currently in 

→  The biggest opportunity is in COMBINING two or three domains 

→  Bhagwan (spirituality/meaning) has the lowest compliance costs and highest emotional 
connection 

→  Entertainment is the most scalable domain — content costs almost nothing to distribute 

→  Customer retention through free education (Zerodha model) beats any other retention 
strategy 

→  When valuation matters: retained + new customers compounding = exponential business 
value 

  



CHAPTER 10 

The AI Business Stack 

From Pitch to Prediction — Your Complete Toolkit 

 

Prompt Engineering: The CGR Framework 

Knowing that AI is powerful is not enough. You need to know HOW to talk to AI to extract 
maximum value. The CGR framework is how I structure every AI prompt that matters: 

Letter Stands 
For 

What to Include Example 

C Context Give AI all relevant 
background. The more specific 
and rich, the better the output. 

'Attached PDF contains 3 years of sales 
data for my company selling B2B software in 
Nepal...' 

G Goal Tell AI exactly what you want it 
to do or produce. 

'Analyse current performance, identify our 3 
biggest growth opportunities, predict Q3 
revenue...' 

R Reasoning Ask AI to explain WHY it 
reached its conclusions. 

'Show your reasoning. Explain what data 
points led to each recommendation.' 

 

Note: for data operations, always use Claude. For deep search queries, Gemini is powerful 
because it is connected to Google's entire search index. For predictive analysis, ChatGPT 
works well. Use the right tool for the right job. 

The QDPR Pitch Research System 

I showed you how to research a high-value prospect before pitching to them. This changes 
everything about how you approach important meetings. Here is the exact system: 

🎯  ACTION STEPS 

1 Identify your target (e.g., Dr. Mahato, an investor, a potential partner) 

2 
Collect every public link about them: LinkedIn, YouTube videos they appear in, articles 
they wrote or were mentioned in, companies they are involved with 

3 Put all links into a Google Sheet 

4 

Feed everything into ChatGPT or NotebookLM and use QDPR: 'Based on all this context, 
what would resonate most with Dr. Mahato? What are his known priorities, concerns, and 
goals?' 



5 
Ask AI: 'What should I say in the first 10 minutes of a pitch to this person, given their 
context?' 

6 
Convert your research summary into a 2-minute NotebookLM audio podcast and email it 
to the prospect BEFORE the meeting 

The result: you walk into every important meeting knowing more about that person than most 
people who have known them for years. And they can feel it. That kind of preparation signals 
respect, intelligence, and seriousness — all of which are trust builders. 

SpringBase AI: Your Company's AI Command Center 

At the Masterclass, we were introduced to SpringBase AI — a Nepalese-based AI company 
(founded by Bharat Golcha and Aakash Jatia). It is an AI platform built specifically for 
businesses, combining multiple powerful features into one workspace. Here are the core 
capabilities: 

Feature What It Does Business Application 

Knowledge Base Stores all your company data, 
HR policies, files — privately 
and securely 

Create your entire Knowledge Graph here. New 
employees query it on Day 1. 

Agents AI that actively does things — 
emails, research, code review, 
meeting summaries 

Replace repetitive manual work. Your AI 
employee that never sleeps. 

Recipes Workflows you create once 
and run forever 

'Strategic Financial Analysis' — upload report, 
get complete analysis automatically 

Pipelines Chain multiple AI actions 
together in sequence 

Complex multi-step business processes 
automated end-to-end 

Meeting 
Intelligence 

Bot joins your meetings, 
transcribes in 100+ languages, 
summarizes, creates tasks 

Every meeting becomes a searchable, 
actionable workflow automatically 

Automation Schedule tasks to run 
automatically on a schedule 

Weekly reports, monthly analysis, recurring 
workflows — all automatic 

 

The Meeting Intelligence feature deserves special attention for Nepali businesses. It works in 
100+ languages, transcribes meetings in real time, summarizes, identifies action items, and 
makes the entire meeting permanently searchable. Imagine being able to search across every 
meeting your company has ever had. That is your company's memory, perfectly preserved. 

Fireflies.ai and Zapier: The Meeting-to-Action Pipeline 

Beyond SpringBase, two other tools were mentioned for building a meeting-to-action pipeline: 
Fireflies.ai for AI-powered voice and meeting analysis, and Zapier for connecting tools and 
automating workflows across platforms. These work together to ensure that no insight from any 
meeting is ever lost — and that decisions automatically trigger next actions without manual 
intervention. 



The Predictive Sales Model 

One of the most powerful things I demonstrated on Day 2 was building a live predictive model 
for sales using ChatGPT. Here is how to build yours: 

Ask ChatGPT (or Claude): 'Create a mathematical model for predicting sales for my business. 
Give me context to fill in. Then turn that model into an Excel sheet where I can change variables 
and see how the prediction changes.' 

The model output will look something like this: 

Factor Weight Your Score (1-10) Weighted Score 

Quality of content & metadata 15%   

Sales team pattern-building 
consistency 

20%   

Customer retention rate 15%   

Lead generation volume (Search) 25%   

Trust indicators (reviews, 
testimonials) 

10%   

AI recommendation presence 15%   

 

Fill in your scores. The model calculates a total probability score and gives you a Decision 
Recommendation. This is not a crystal ball — it is a structured way to see where your business 
is strong and where you need to invest. Build it for your business and update it every quarter. 

⚡ AI TOOLS QUICK REFERENCE 

→  Claude: Data analysis, long-form thinking, complex document work 

→  ChatGPT: Predictive models, synthetic data, creative generation 

→  Gemini: Search-based queries, current information, Google-connected research 

→  NotebookLM: Research synthesis, multi-source analysis, audio podcast generation 

→  SpringBase AI: Company Knowledge Base, meeting intelligence, automation, agents 

→  Fireflies.ai: Meeting voice analysis and transcription 

→  Zapier: Cross-tool automation and workflow connections 

→  Hacker News: Daily technology updates (bookmark and check every morning) 

  



CHAPTER 11 

CEO as Chief Data Officer 

What Leadership Looks Like in the AI Age 

 

The New Definition of CEO 

In the AI age, the role of the CEO has fundamentally changed. Not the title. Not the 
responsibility. But what the most important activities of a CEO now are. 

If AI is doing analysis, advice, prediction, and automation — what is left for the human leader? 

 "As CEO, your job is now two things: be the Chief Data Officer and be 
the Chief Communicator. Create data. Communicate context. That is it." 

— Paritosh Sharma 

Here is what that means in practice: 

Old CEO Job New CEO Job (AI Age) 

Gathering and analysing data manually Creating systems that continuously generate rich, 
structured data 

Making decisions after weeks of research Making decisions in 2 hours using AI with proper 
context 

Communicating strategy once a quarter Continuously communicating context so AI can 
execute correctly 

Building processes manually Building Knowledge Graphs that AI and teams 
can execute autonomously 

Being expert in everything Being expert in the right questions to ask AI 

Take Better Decisions Faster 

One of the most valuable things that separates great leaders from average ones in the AI age is 
decision speed. The decisions you previously made after 10 meetings spread over 4 weeks — 
that same decision can now be made in 2 hours with the right AI framework. 

 "TIME SAVED = MONEY SAVED. The CEO who decides in 2 hours what 
their competitor takes 4 weeks to decide will compound their advantage 
exponentially over 5 years." 

— Paritosh Sharma 



This is not about being reckless. It is about using AI to compress the research, analysis, and 
synthesis that previously required weeks of human effort into hours — so you can move, iterate, 
and learn faster than your competition. 

The One KPI Rule 

Here is a business discipline that sounds simple but most companies violate constantly: work on 
ONE KPI at a time. 

When you try to improve 5 things simultaneously, you improve nothing. Your team's attention is 
split. Resources are fragmented. Progress on each metric is too slow to be meaningful. And you 
cannot clearly understand cause and effect — when multiple things change at once, you cannot 
know which change drove which result. 

The system I recommend: 

🎯  ACTION STEPS 

1 
Define your ONE most critical KPI for this quarter (revenue growth, customer retention, 
lead generation, etc.) 

2 Put ALL resources and attention on improving that single metric 

3 
Set a specific, measurable target (not 'improve retention' but 'increase retention from 60% 
to 75% by June 30') 

4 Review progress monthly on that ONE KPI only 

5 Only when it is achieved or stable do you move to the next KPI 

6 Document the entire process in your Knowledge Graph — what worked, what did not 

The Growth Framework for Your Business 

I shared a 3-step framework for how businesses can work with me (and how you can structure 
your own growth process). This framework works beyond coaching — it is a template for 
structured business growth: 

Step Activity What Happens 

Step 1 Share your business problem 
with full context + build your 
Knowledge Graph around it 

You create structured, AI-ready information about your 
specific challenge 

Step 2 Monthly problem-solving session 
— set ONE KPI, focus all energy 
on it 

Measured, accountable progress on the single most 
important metric 

Step 3 Network effect — connect to a 
broader network (PS → AITB → 
Your Business) 

Your growth accelerates because you are connected to 
people and patterns beyond your immediate world 



Stick to One Tool for Two Years 

I gave you a specific instruction at the Masterclass that most people ignore: pick ONE AI tool for 
your business and stick to it for at least 2 years. 

This is not about blind loyalty to a platform. It is about depth over breadth. When you jump 
between 5 tools, you become a beginner at each. When you deeply master ONE tool — its 
prompting, its capabilities, its quirks, its integration possibilities — you unlock levels of 
productivity and insight that superficial users never reach. 

Your company's data, context, and history builds up in that tool. The more you use it, the 
smarter it works for you. Switching tools means starting over — losing all that accumulated 
context. 

 "The biggest problem in the world is not cancer. It is overthinking. Take 
fast decisions. Take action. Done is better than perfect." 

— Paritosh Sharma 

⚡ CEO IN THE AI AGE 

→  Your primary job: create data and communicate context — everything else AI can handle 

→  Decision speed is now a competitive weapon — use AI to compress weeks into hours 

→  Work on ONE KPI at a time — focus beats parallelism every single time 

→  Build your Knowledge Graph as insurance for your company 

→  Pick ONE AI tool and go deep for 2 years — depth creates advantage 

→  Meet weekly to update your Knowledge Graph — make it non-negotiable 

  



CHAPTER 12 

Your 90-Day Action Plan 

From Bible to Business Results 

 

Theory Without Action is Entertainment 

You have read this far. You have the complete framework. Now comes the only thing that 
matters: what you actually do in the next 90 days. 

Most people who attend workshops leave with excitement and do nothing. The notes collect 
dust. The frameworks stay theoretical. 90 days later, nothing has changed. 

I refuse to let that happen to you. 

Here is your 90-day plan, broken into three phases: 

Days 1–30: Foundation 

• Define your Love & Fear triggers for your 3 core customer profiles. Write them down. Create 
your keyword dictionary. 

• Set up your content creation equipment: phone, DJI mic, magnetic tripod. Budget under Rs. 
40,000. 

• Create your FAQ foundation: collect every customer question your team has ever been 
asked. Start with 100. Build to 1,000. 

• Create /faq page on your website. Publish at least 50 FAQs this month. 

• Start your company Knowledge Graph: one folder per department. Start with sales and HR. 

• Make your first 10 content videos. 3–7 minutes each. Rooted in Love & Fear. Do not aim for 
perfection. 

• Define your ONE KPI for this quarter. Write it down. Share it with your team. 

Days 31–60: Systems 

• Build your monthly business data table. Fill in as much historical data as you can. Feed it to 
Claude for analysis. 

• Publish your first research report on website.com/research. Make it downloadable. 

• Set up SpringBase AI or NotebookLM. Upload your Knowledge Graph into it. 

• Create your first sales FAQ from your Love & Fear dictionary. Train your team on it. 

• Research one high-value prospect using QDPR. Create a 2-minute audio pitch and send it 
before requesting a meeting. 

• Post 3 LinkedIn questions per week — always in question format. Build the habit. 

• Publish 30 more pieces of content (videos, posts, articles). Consistency over quality. 



Days 61–90: Acceleration 

• Analyze your first 60 days of content: which topics got most engagement? Double down on 
those. 

• Build your predictive sales model in Excel. Fill in your scores. Review monthly. 

• Do your first tailwind analysis: give AI your industry's recent content and ask for trend 
signals. Create content connecting tailwind to your Love & Fear framework. 

• Hold your first Knowledge Graph review meeting with your team. Make it weekly from now 
on. 

• Calculate your Cost of Customer Acquisition (CCA). If content is working, your CCA should 
be dropping. Track it. 

• Identify which of the 8 Money Machines you are currently in. Identify one adjacent domain 
you could enter. Plan the combination. 

Your Daily Non-Negotiables 

Beyond the 90-day plan, here are the daily habits that compound into massive results over 12 
months: 

Habit Time 
Required 

Why It Matters 

Check Hacker News 
for tech updates 

10 minutes Stay ahead of AI and tech changes that affect your business 
and your tailwinds 

Create one piece of 
content (video, post, 
or FAQ) 

30–60 minutes Consistent metadata building. The compound effect starts 
here. 

Review ONE 
customer interaction 
and extract a pattern 

15 minutes Pattern recognition improves with daily attention to customer 
data 

Record key decisions, 
meetings, insights 
into Knowledge 
Graph 

20 minutes Your company brain grows every day you add to it 

Ask AI ONE specific 
business question 
using CGR 
framework 

20 minutes Daily AI habit builds the intuition for good prompting 

The Final Word 

You came to Kathmandu for two days. You sat in a room. You took notes. And now you have 
this. 

But I want to be completely honest with you: this book — as comprehensive as it is — is not 
magic. Reading it will not grow your business. Understanding it will not grow your business. 

Only one thing grows your business: action. Consistent, daily, courage-requiring action. 



Remember what I said at the very beginning: Something more powerful than AI? Human 
Courage. Every framework in this book requires you to have the courage to execute. The 
courage to show up on camera. The courage to teach publicly when you feel like you do not 
know enough. The courage to take one KPI and bet everything on it. The courage to be 
consistent when results are slow. 

That courage is the moat. That is what separates you from everyone who reads the same books 
and attends the same workshops but stays exactly where they are. 

Nepal is 20 years behind where it could be. With what you now know, you have the power to 
contribute to closing that gap — in your business, in your industry, in your community. 

The question is not whether you have the tools. You do. The question is not whether you have 
the knowledge. You do. 

The question is: what will you do tomorrow morning? 

 

 "Go build. I'll see you at the next level." 

— Paritosh Sharma 

 
 

— END — 
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