
Here’s how you actually get someone interested AND invested in your stuff. 
 
Your stuff being anything and everything you want. 
 
Could be an orphanage, could be your plan to organize excursions to take orphans to the 
South Pole so they can club baby seals to death, could be your plan to take baby seals to 
orphanages so they can get even and kill a bunch of orphans. And everything in between. 
 
The idea doesn’t even have to make that much sense. 
 
BUT. 
 
it does have to be CRYSTAL CLEAR. 
 
Let’s take our dark example of the Titanic bullshit submarine. 
 

 
 
This is objectively a bad idea. Think about it. You’re going to the bottom of the ocean to look 
at a shipwreck and you’re using something that was put together by a bunch of diversity 
hires and controlled by a Playstation 2 controller. 
 
Objectively not smart. 
 
BUT. 
 
They could sell it. Why? Because the idea was crystal clear. Unlike the view you’d get on the 
pitch black bottom of the ocean with endless forces bearing down on you just waiting for the 
tiniest crack in your homemade submarine so it can turn you into flesh colored toothpaste. 
 



The idea is: BE ONE OF THE SELECT FEW THAT HAS ACTUALLY SEEN THE TITANIC IN 
REAL LIFE, UP CLOSE AND PERSONAL. 
 
One of the best books on selling and pitching an idea is the book by Oren Klaff called Pitch 
Anything. 
 
He starts the presentation the same way YOU should start any presentation. Could be sales, 
could be school, could be public speaking, could be a pitch, could be you negotiating for 
your life with the Al Qaida terrorist (just speak American, the CIA probably has him on the 
payroll). 
 
Join us in an expedition to follow the alleged route that Hitler took when he fled the 
allies and went into Agartha, AKA Middle Earth.  
 
Let’s say you invent a new bed. Weave some rubber and gold threads through the fabric and 
the earth rays don’t penetrate your skeletal system and the Reptilians can’t reach you. 
 
If we’re pitching this idea you need two things to actually get money from people. To be fair, 
you only need one, but two really really really really really helps. 
 

1)​ We need to sell some of the stuff that we’re saying is going to sell well. So some 
proof is necessary and will 100x your ability to get sales, investing, capital, etc​
 

2)​ We need to be able to enunciate our proposition in a way that a 12 year of average 
intelligence can understand  

 
 
So the litmus test is this. 
 
If you show your “plan” to the 12 year old and he reads the first page… 
 
… does he even finish the first page? Or do his eyes glaze over and does he die of 
information overload? 
… does he understand what the plan entails? 
… does he get at least a little bit excited about all this? 
 
 
 
 



Here 
 
 
 

 



 
If I see another lame, convoluted, long winded, endless business proposal I will seriously 
consider seppuku. 

 
 

 
 
 

 
 
 
 



 


