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Lots of people dream of walking the path from employed to
entrepreneur, but Steve Glaveski’s actually done it. Best of all, he took
notes on what works and what doesn’t and now he decided to show
you how.

— David Burkus, author of FRIEND OF A FRIEND

At its core, this book is about transformation. Beyond a conversation

about how you work and make money, it is a guide to reimagining a
life that you fully own.

—Sherry Walling, Ph.D., host of ZenFounder podcast,

co-author of The Entrepreneur’s Guide to

Keeping Your Sh*t Together

Glaveski makes the case for entrepreneurship as the bastion that
safeguards employment and meaningful contribution from the
rapid encroachment of technologies that are distrupting every
realm of traditional human work. He builds on that foundation with
a framework to inspire aspiring innovators to make the leap—to
evolve from employees/pawns of stagnant and dying corporations
suffering ‘paralysis by analysis’, to successful entrepreneurs who can
embrace the right risks, walk the edge of uncertainty with confidence
and good judgement, avoid (most) beginner mistakes and turn the
inevitable failures into future triumphs. An optimistic book, well-
articulated and worthwhile; an antidote to doomsday prophecies
about the future of work.

— Whitney Johnson, Thinkers50 Leading Management
Thinkers, author of the bestselling Build an A Team,
and critically-acclaimed Disrupt Yourself

Steve takes his personal learnings from years of doing the work and
packages them up into one concise book—making his hard-won
insights available to all of us.

—Pascal Finette, co-founder, radical Ventures, Chair
for Entrepreneurship & Open Innovation,
Singularity University

A must-read for anyone looking to make the transition from what
Steve calls ‘miserably comfortable’ at a large organisation to the
freedom and fulfilment that comes with entrepreneurship.

— Cy Wakeman, author of No Ego: How Leaders Can Cut the Cost of
Workplace Drama, End Entitlement and Drive Big Results
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PREFACE

I was summoned to Human Resources on the 15th floor of a central
Sydney office tower in the city’s iconic Martin Place precinct, home to
Macquarie Bank, the country’s largest investment bank. Earlier that
day I was featured in a one-page article in The Australian newspaper,
in which I was referred to as an employee of the bank. Only it wasn’t
for anything I'd done for the bank. HR wanted to know how this
media attention had come about. What a loaded question! My mind
shifted back almost 12 months.

At the time I was working 800 kilometres away at EY in Melbourne.
As a consultant for the big four accounting and professional services
firms, I saw acres of vacant office space at almost every client site I
visited, which prompted me to turn over the idea of an ‘Airbnb for
office space’, connecting vacant office space with flexible workers,
freelancers and business vagabonds. And the idea of Hotdesk
was born.

I took the gig with Macquarie in April 2013, which meant moving
to Sydney, but I kept working on Hotdesk, reading and learning
everything I could about building a startup. I quickly realised how
right Socrates was when he observed almost 2500 years ago that the
more you know, the more you know you don’t know.

I first tested customer appetite for the concept by posting a free
advertisement for a non-executive director on the Australian
Institute of Company Directors’ website. At the time, I was interested
in obtaining some guidance by bringing on a non-executive director;
but what I ended up doing instead was learning what a number of
people with business acumen thought about my idea.
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Placing this free ad scored me about 25 meetings with both corporate
executives from the commercial real estate industry and successful
startup founders. They all asked me many questions that hadn’t
crossed my mind, all of which I used to go back to the drawing
board and update my business model. The overwhelming consensus,
however, was that I was ‘onto something’.

Based on this early positive feedback, I decided that I'd build what
Eric Ries, author of The Lean Startup, refers to as a ‘minimum viable
product’, or MVP. This is, effectively, the simplest version of a product
that creates sufficient value for customers that they are willing to
pay for it. I hacked together a prototype, using a $500 online script
that mimicked Airbnb’s two-sided marketplace platform and an
India-based web developer I'd found on the gig economy platform
Freelancer.com. This bare-bones version of what I envisaged putting
to market cost me a little under $2500 and took a couple of months
to develop.

With prototype in hand, and with more than a hint of healthy
naivety, I decided to Google ‘how to write a press release’ and try
my hand at writing one. After working through a number of drafts,
I mustered up the courage to send my final attempt to almost every
email address 1 could find (or guess) belonging to technology,
startup and commercial real estate journalists. Often I would glean
these addresses from their Twitter profile. (Of course, today there
are a number of online tools you can use to find email addresses, and
we'll get to those later!)

The days went by and I heard ... nothing. The proverbial crickets, if
you will.

Just when I had given up all hope and resigned myself to a career in
banking, one journalist (out of almost one hundred I had emailed)
got back to me. It happened to be a cadet journalist at The Australian
by the name of Gina Rushton. The email went something like this:
‘Hi Steve, thanks for this. Sounds interesting. Do you have a moment
to chat?’

The next morning, after excusing myself from the office for a ‘business
meeting’, I was interviewed over coffee, which for a wantrapreneur
like me was quite the thrill. I thought I'd already made it! As I would
later discover, this kind of foolish confidence makes and breaks
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many an entrepreneur. Gina contacted me again later that afternoon.
‘We're going to run the story...but we need a photo. Are you free
tomorrow at noon?’

What followed was a pretty elaborate photoshoot (for me anyway!)
in the middle of Sydney’s Martin Place, around the corner from
Macquarie Bank’s corporate HQ. Inevitably, given that the photoshoot
took place at noon, I was spotted by a number of perplexed colleagues
on their way to their respective lunch spots.

The article dropped the following day. Not only was it circulated
nationwide to the paper’s 300000 readers, but it was also distributed
through the ‘Macquarie News’, a daily compendium of press clippings
mentioning the bank that was emailed to every one of the bank’s
14000 employees. So I wasn’t surprised when my manager at the
time asked for a word. I assured him this was just ‘a little side project’
that was not infringing on my work at the bank—which it wasn’t.
I found 1T could easily meet and even exceed daily expectations
with two to three hours of solid effort a day (excluding meetings,
of course, which were usually meetings to prepare for meetings, to
revisit what was discussed during a previous meeting or to get out of
actually doing work).

That's when I got the call from HR summoning me to the 15th floor.

I quickly dismissed the mention by the journalist that I was a
Macquarie Bank employee as an irresponsible oversight on my part
and swore it wouldn’t happen again. They seemed satisfied. Less than
three months later, thanks to the interest generated by this article, I
had raised seed funding to the tune of US$120000 and my fittle side
project’ was fast becoming a full-time pursuit.

Fast forward five years and Hotdesk has effectively evolved into
Collective Campus, a team of entrepreneurs, designers, builders,
thinkers, rebels, writers, teachers and modern-day philosophers
working to unlock the latent potential of large organisations and
startups alike. The venture has blossomed into a fast-growing, seven-
figure business that works with brands such as Microsoft, Clifford
Chance, Fox Sports, Village Roadshow, BNP Paribas, MetLife
Insurance, Telstra, National Australia Bank, Charter Hall, King &
Wood Mallesons, Maddocks, Mills Oakley, Asahi Beverages and
Australian Unity.
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During this time, I started my podcast, Future Squared, and found the
time, inspiration, knowledge and desire to self-publish two books.
Our team also spun off the children’s entrepreneurship program
Lemonade Stand to inspire a new generation of kids to leverage
the power of the internet, not only as mindless consumers but as
empowered producers.

I've lost count of the times I've been approached by corporate
executives who have ‘an idea’, want to create meaningful change in
their own lives and want to know how I did it. So I decided to distil
the insights I've gathered over the past seven years in this book to
help you unlock your potential to create more impact and lead a
more fulfilling life. I hope you enjoy it.
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Chapter 1

THE FUTURE
IS HERE

‘The only thing that is constant is change.’
Heraclitus

This isn't a book about building the next billion-dollar unicorn.
I'm a first-generation Australian, the son of working-class Eastern
European factory workers. I grew up in a socioeconomically
challenged suburb in Melbourne’s west, and went to public schools
where illegal playground transactions were common. Several of my
fellow alumni would be glorified on TV shows about Melbourne’s
underworld such as Nine Network’s Underbelly series. 1 earned my
bachelor’s and master’s degrees at universities that don't feature in
the world’s top 500. Despite this inauspicious start, I managed to
hustle my way into gigs with powerhouses such as EY, KPMG and
Macquarie Bank before starting and building my own business,
hosting an award-winning podcast and writing books like this one.

In other words, if I can do it, anyone can.

This book is about earning your freedom, progressing from being
miserably comfortable in a cushy corporate gig where the only thing
getting you out of bed each morning is your salary, to running your
own seven-figure business, all while doing something you love and
find meaning in.

Let’s go on a journey.



Employee to Entrepreneur

Exponential change

If you took a one-metre step today and doubled the distance every
day for 30 days, how many metres do you think you might have
walked by the end of the thirtieth day?

I've posed this question, inspired by XPRIZE founder Peter Diamandis,
to corporate executives and entrepreneurs at some of my keynotes.
Responses range from a self-censoring silence to guesstimates of
‘thousands’, ‘100000’, ‘one million’ or simply a playful ‘lots’. T use this
idea to illustrate Moore’s law, which observes that computing power
has been doubling every 18 to 24 months since the 1960s. In 1971, Intel
released the world’s first microprocessor, the 4004. The chip measured
12 square millimetres and contained just 2300 transistors. Today
AMD’s Epyc contains 19.2 billion transistors. Before you reach for your
calculator, that’s 8.3 million times more transistors than the 4004.

In the 18 months to December 2017, computer processor companies
added about 10 billion transistors to a microchip. That’s 10 times
more in the past 18 months than we managed in the entire decade
of the noughties, a time that also gave us the iPhone, Borat and Limp
Bizkit's Chocolate Starfish and the Hotdog Flavored Water (human
beings are fallible, after all).

This, then, is the difference between linear and exponential growth.

MOORE’S LAW
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The future is here

We've reached a major inflection point in human history —not
so much in the quality of Top 40 music, as in the acceleration
in technological development and the implications of this
on society.

It's easy to write off Moore’s law as just another buzzword, like
innovation, agile and disruption. People overuse such terms because
they conveniently encapsulate a phenomenon we simply can’t ignore.
It doesn’t make them any less relevant or important. So, to put Moore’s
law into perspective, I ask the 30-steps question.

The answer?

One billion and seventy-three million metres. That's 1073000
kilometres, or about 666000 miles...sorry, I hope that number
doesn’t summon the beast! It’s also the equivalent of walking around
the world’s circumference 26 times!

Remember the famous legend in which the grateful emperor of
India asked the inventor of chess to name his reward? The inventor
requested one grain of rice for the first square of the chess board
and double the number of grains for each succeeding square. The
emperor happily agreed to what he thought was a modest reward.
It turned out that by the 64th square the inventor had earned nine
quintillion grains of rice (that's nine million trillion), equivalent to
over six trillion 50-kilo bags of rice, enough to cover all of India with
bags of rice.

The power of exponential growth is essentially why ideas like
immersive virtual reality environments, artificially intelligent
systems, autonomous vehicles and multi-planetary humans are
slowly but surely moving from science fiction to science fact. In many
areas, these innovations are already being realised. As cyberpunk
science fiction writer William Gibson famously noted, ‘The future is
already here—it’s just not evenly distributed’.

What this means

Let’s put science fiction aside for a second.

Twenty-five years ago, if someone had told you that you could
enter a query into a computer form and generate an archive of
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thousands of results within a split second, you probably would
have imagined it was some kind of magic box descended from
the heavens (or perhaps from the fires of hell, depending on your
religious persuasion). The more logical among you might have
guessed that the trick involved a ‘really big hard drive’, rather than
a search algorithm that effectively queries every indexed website in
the world.

The search algorithm determines relevance before presenting you
with the best fit-for-purpose results. If it relied purely on search
terms, without filtering, you'd probably end up with what we had in
the early days, when an innocent search for cars would generate a
list of pornographic websites that featured the word ‘cars’ a thousand
times over in black text on a black background in order to game the
system. You probably wouldn’t understand (any more than most of
us do today) how that same search function handles 40000 queries
a second or 3.5 billion queries every single day. Google’s capacity is
something we take for granted.

Ten years ago, if someone had told you that you could push a button
and within a couple of minutes your own private black car would
pull up and take you to your destination, and charge you for it
without your having to utter a single word to the driver or hand
over any physical payment, you probably would have thought such
a thing possible only for card-carrying Freemasons (or, for fans of
The Simpsons, the Stonecutters). As an aside, I don’t advocate not
speaking to Uber drivers. I've had many fascinating conversations
with them. On one occasion, I learned that my driver had escaped
a detention camp in Iraq in a flurry of bullets, made for a camp in
Saudi Arabia, and eventually claimed refugee status and safe passage
to Australia.

Today we take ride-sharing services like Uber and Lyft or China’s
Didi Chuxing for granted, so much so that if the estimated
wait time is longer than five minutes, we get annoyed. Damned
annoyed! Infuriated even, though of course I'm not talking
about myself.
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It was
_ three minutes

FIVE MINVUTES
AG0!

For better or worse, Facebook’s tentacles reach deep into many
aspects of our lives, yet 12 years ago it was nothing more than a
rather crude idea emanating from a Harvard college dorm room.

Today these things are a part of life. On average, each day we
check our smartphone more than 80 times and spend more than
145 minutes engaged with our phone. We take Facebook, Instagram,
Snapchat and other social media for granted, as we do video calls to
our friends on the other side of the world.

Moore’s law underpins this rapid change. It paved the way for the
web, cloud computing, smartphones, connected devices, and game-
changing platforms like Amazon and Google. It has changed the
way we connect, consume and learn. And settle disagreements:
‘Hey, Google ... ?’
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With these shifts has come massive disruption to incumbent
organisations across almost every conceivable industry—and, by
extension, to employees and their livelihoods. Historically, though,
each wave of innovation ultimately created more jobs than it
destroyed. The first industrial revolution gave us machines, chemical
manufacturing, iron production, steam power and the factory
system, giving rise to entirely new industries. The second industrial
revolution gave us steel, petroleum, automobiles, mass production
and the transition to electric power. Today the third industrial
revolution has given us computers and the internet, new sources
of energy and vast improvements in productivity, all helping to
reduce the cost of producing and distributing goods and services
virtually to zero. The total number of ‘things’ (including physical
devices, software and electronic sensors) connected to the internet
(IoT) is projected to reach 21 billion by 2020. Increasingly, this is
changing the way we interact with our surroundings and even with
each other.

Productivity is indeed increasing, However, median household
income in the United States has stagnated since the turn of the century
and in many regions, such as the Rust Belt (the US manufacturing
heartland), median household income is actually decreasing. Mass
discontent with this reality had a lot to do with why a certain Donald
Trump came out on top in almost all these electorates. In the early
1970s, more than 45 per cent of the Rust Belt’s population was
employed in the manufacturing sector. As shown in figure 1.1, the
decline of US manufacturing jobs over the past half century has left
many withoutareliable source of income. In Australia, manufacturing
jobs dropped 24 per cent in the five years to 2016 alone.

Since 1999, productivity and income have not increased in lockstep,
the first time in recorded history this link has been broken. It's
happening because technology is becoming more ‘intelligent
and is learning to do more of what we once thought only humans
could do. After all, if you believe that intelligence is simply about
processing information, then arguably a computer that can collect
more information and process it faster than a human has the upper
hand. As world-renowned economics professor and author Tyler
Cowen comments, ‘It's becoming increasingly clear that mechanised
intelligence can solve a rapidly expanding repertoire of problems.
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Employment, in millions
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Figure 1.1: US manufacturing jobs have declined while manufacturing output
has increased.

Source: Bureau of Labor Statistics
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TEN THINGS COMPUTERS COULDN'T DO
10 YEARS AGO (BUT NOW CAN)

Play chess.

Write poetry.

Write and play emotionally engaging music.
Read human emotions.

Diagnose diseases.

Read lips.

(continued)




Employee to Entrepreneur

TEN THINGS COMPUTERS COULDN’'T DO
10 YEARS AGO (BUT NOW CAN) (CONT'D)

7. Transcribe.
8. Read the news.
9. Customer service.

10. Create brand-new Rembrandsts (see, for example,
www.nextrembrandt.com).

The threat goes far beyond blue-collar jobs. Expert automation and
augmentation software (EAAS) is expected to at first augment and
eventually replace much of what today’s lawyers, HR managers,
marketers, sales clerks, researchers, consultants, accountants and
auditors, compliance officers, reporters and editors, investment
managers, teaching assistants and even software developers do.

The CEO of online investment platform Wealthfront, Andy Rachleff,
writes that ‘software is better than people...in just about every
industry I know, software-based solutions deliver better functionality,
convenience and speed than their human counterparts. There’s no
way people can keep up’.

At its peak in 2002, Blockbuster Video employed more than 60000
staff worldwide and had a market capitalisation of US$5 billion. I
remember during my teens gleefully making my way down to my local
Blockbuster outlet to hire two overnight and three weekly rentals,
immersing myself in cheesy early-1990’s comedies like Mike Myers’


http://www.nextrembrandt.com

