
The 11 Timeless Strategies 

For Rising to the Top in Record Speed 

 

  Note: For Your Eyes Only.    

 
These are the 11 most powerful, proven ways to launch your career to the top and 
reach success in your industry (or leave it and strike out on your own). 
 
If you were to learn these strategies on your own, you would most likely need to read 
a ton of books and pick the brain of billionaires, serial entrepreneurs, and Masters 
who have reached the highest echelon of their fields. Like I did. 
 
These strategies are timeless and will apply just as well now as they will in 10 or 20 
years. I’m using (or have used) many of them myself and I know exactly how other 
people from a wide range of industries can also use them. So this is not theoretical.  
 
You can use the strategies to gain an edge over just about anyone in your industry. 
Rise to the top of your field in record speed: instead of doing it the normal way in 20-
30 years (or not at all), you can do it in 5-10. Here are the eleven strategies:  
 
1. Become a Linchpin 
2. Rise with the Boss 
3. Survey the Industry Value Chain 
4. Learn Transferable Skills 
5. Use The Four Capitals 
6. Master a Medium     
7. Learn Public Speaking and Sales (overcome amygdala slavery) 
8. Network, Join Clubs or Masterminds 
9. Build a Team    
10. Pick a Future Industry 
11. Go Where You’re Needed 

 

The three most crucial ones are: Picking a future industry, going where you’re 

needed, and thinking in terms of the four capitals. 

Brief note before we begin: No one will teach you these things in business school, 

university or at work. There, you will only learn how to fit in and get in line; not how to 

rise. This is the sad truth.  

In addition to that, I don’t recommend you talk to others about these strategies—nor 

that you are using them—because even though there is nothing devious involved, 

most people are likely to judge you and think worse of you for it.  

There are two reasons for this: (1) this is the sort of thing that will give rise to envy 

from those less ambitious and too lazy to do it themselves, and (2) if word gets 

around, your co-workers may want to sabotage or be less cooperative, just to 

prevent you from getting ahead of them… 



Intro: The 4 Types of Jobs You Can Have 
 
One of the most crucial decisions to make is how you spend your 20s and 30s. 
  
The saying goes that you should spend your 20s learning and your 30s earning. I 
think this is roughly right. If you have an idea of what you want to do or how you want 
to live, you can either start paying the price now or you can postpone it indefinitely. 

  
The dilemma is this: Most jobs in your 20s are relatively boring (with much routine 
and limitations to learning and self-improvement). Even if you have the best 
education in the world. Or so my friends tell me. 
  
--Boring, but safe. 
  
That safety and comfort, though boring, eventually becomes addicting. Habituation 
and Homeostasis become the default state. Consumptionary spending goes up to 
compensate, and the rat-racing kicks in a second gear.... 

  
Making a change only becomes harder over time. Partly for psychological reasons, 
but also practical reasons. Like industry lock-in. For example: Is your expertise 
useful across many areas? Do you have a network? Even if you do, the 
psychological reasons remain. Many are afraid to make the leap.  
  
I know a bunch of people in their early 30s with good careers, having worked for this-
and-that prestigious company. They are safe and comfortable, but somewhat bored 
and disillusioned. Some of them are now branching out on their own, as consultants 
or pursuing start-ups and such. They all regret not doing it earlier. Not necessarily for 
the money, but to regain their sense of purpose. 
 
This calls to mind an important idea.... 
   

There are 4 Types of Jobs You Can Have: 

1. The sort that only pays bills. 
2. The sort that pays bills and is fun because you learn useful things.  
3. The sort that pays bills, is fun because you learn useful things, and gives you 

the opportunity to meet smart and interesting people. 
4. ......and aligns with your sense of purpose. 

It's not Black-and-White, but the difference should be clear enough. 
  
What should be equally clear is, there are few jobs that belong in category #3 and 4. 
If you want one, most likely you will have to *create* it for yourself.  
  
There is no "Magic Formula" for how to do this... 
 
But if there were one, it would be to use the 11 Strategies you’re about to learn. 
Starting with becoming a Linchpin… 



Strategy 1: Become a Linchpin 
 
A linchpin is the little pin in the middle of a wheel that holds it all together. 
 
If you take out the linchpin, the wheel breaks down and will be bothersome to fix. 
 
In terms of your career this means that you want to be difficult to replace.  
 
The opposite of a linchpin is someone who is easily replaced, like a commodity. If 
this person switches jobs, it will be a little Goodbye and then everyone will have 
forgotten it the next week.  
 
Generally speaking, the university system produces graduates like a car factory 
churns out spare parts. A diploma doesn’t give you an edge. The more difficult you 
are to replace, the harder you are to fire and the higher a salary you are worth. 
 
There are three main ways to become a linchpin: 
(1) Becoming irreplaceable to someone important.    
(2) Becoming a social nexus (―the go-to-guy‖) that everyone likes and;  
(3) Specializing to become really good at what you do.  
 
All of those take some time and effort, but specialization takes by far the longest.  
 
What are the implications of this?  
If someone important likes you, you have that person on your side in getting a raise 
and the managers will think twice about firing you for whatever reason. If you are 
popular, people will miss you. Managers don’t want to ruin morale. As a specialist it 
might be costly to replace you, but it’s still possible, because you don’t have the 
human element on your side.  
 
Let’s assume you’re just beginning your career… 
 
Here are some practical suggestions to get started: 
 

 Speak up in meetings often so that people take notice of you 

 Work longer hours than others (especially first 6 months) 

 Be seen working often  

 Whenever someone asks for a volunteer, say ―Yes‖ 

 Find an important person and offer to help them out (just make sure they 
appreciate you are doing this—that they respect the extra time you put in) 

 
Note: A great way would be to use the ―Tools & Resources‖ (one of the long-term 
systems mentioned in Part 4 of TUCS). So, read that if you haven’t already.  
 
After you have proven that you are a reliable and hard-working person, who takes 
initiative and asks for more responsibility, it should not take long until you become 
the boss’s ―Shadow‖, or Right-Hand Man. 
 
This takes us directly to strategy 2. 



Strategy 2: Rise with the Boss 
 

This is the natural follow-up of becoming a linchpin to someone important.  

When that person gets a promotion, moves to another department or gets 

headhunted by another company, they will want to bring you along.  

In the beginning of your career, this is probably the fastest way to rise in prominence.  

Why? Because you’re attaching yourself to someone else’s momentum.  

Think about it: Who is likely to have more ideas, the bigger network, or better 

reputation – you or the boss?  

Two examples from famous TV Series you may be familiar with are Suits where 

lawyer Mike Ross rises with Harvey Specter and Mad Men where copywriter Peggy 

Olsen rises with Don Draper.  

An even better example from real life is Charles Schwab, who was the steel magnate 

Andrew Carnegie’s right-hand man. Or Edwin Barnes, who was broke and 

unemployed but made up his mind to work for Thomas Edison and ended up with a 

mountain of money of his own. 

They were hard-working and indispensable to their bosses, and so shall you be. 

Guidelines: 

There are no exact guidelines for this, as circumstances will be unique. Fast-rising 

bosses are ambitious and eccentric people. Make it rub off on you! 

The point is to find someone you like and respect and who is going places, and then 

do everything you can to be helpful to them and have them like you back. If all goes 

well, they will become your ―mentor" and they will bring you along for the ride.  

In terms of the boss, it should be someone who is rising fast, but still has a long way 

to go. If the person has already come a long way, chances are it will be harder for 

you to help them enough for the two of you to build a relationship. 

It should also, preferably, be someone that you can—and want to—learn from.  

And a word of warning: Avoid sociopaths and self-serving bosses. They will not pay 

you back for your help. 

Assuming you have become a linchpin—indispensable to them—you should soon be 

able to create a new job as their Right-Hand Man. 

  



Strategy 3: Survey the Industry Value Chain 
 
All industries are composed of many different firms and subcontractors. The first few 

years of your career will be like standing on top of an iceberg.  

 

You don’t see all the stuff underneath.  

But eventually, if you stay in the same industry long enough, and pay attention, you 

will see how the different parties work in unison like a complex system. When you 

get to that point, it will be relatively easy for you to understand how changes (like 

new technology, commodity prices or regulation) will impact the industry dynamics, 

shifting profit margins from one player to another along the value chain. 

One of my friends is doing this as we speak. He is an architect. He has worked as a 

building consultant, for the city planning office, and soon in constructions. He is an 

enterprising fellow. If he doesn't start a venture of his own (he has many ideas), I'm 

sure he will do well with this strategy within the next 5 years.  

This strategy also summarizes Mikael Syding’s career in finance. He started out as 

an analyst at a bank and found a niche in IT companies, then he worked on the Buy 

Side, then the Sell Side, and finally became a hedge fund manager (at which point 

he had a big picture view of the whole industry). 

This strategy was my Plan B after university, if I had not been able to go at it alone. 

The idea was to start working in In-Store Marketing for IKEA or another big retailer 

and then to learn eCommerce and create my own niche combining the two and be 

seen as the foremost expert by the time I was 30. 



Guidelines: 

If you know you’re going to stay in an industry for more than 5-10 years, make a 

conscious effort to survey the value chain—the whole ecosystem—as you go along. 

50% of the benefit will come from simply making up your mind to do it.  

The remaining 50% will come from mental exercises like this one: 

 Break down your industry into as many different actors as you can think of. 

o Ex: Raw materials  Production layers  Marketing & sales  Delivery 

 Think about how the actors work together (like an organizational chart).  

 How does the industry, as a whole, work with other industries?  

This is far from a quick fix, and you probably will not ―get it right‖ on your first try, but 

thinking about these things from time to time will give you a better idea how the 

industry works. Eventually you may be able to ―sense‖ or see it visually in your head.  

That means you have gained a fundamental understanding. 

 

  



Strategy 4: Learn Transferable Skills 
 

A transferable skill is a skill that’s useful across many industries or areas of life.  

Picking them up will make you a more well-rounded person and widen your career. 

The opposite of a transferable skill is an expertise you can only use in one job; like 

learning to use some complicated machine or program that only your employer uses.  

The broadest transferable skills are social skills, psychology, goal-setting and 

learning how to learn new things fast. This is why so many managers are good at 

that—and sometimes seem to be doing nothing. It’s also why managers can easily 

change jobs across industries. 

Other examples of transferable skills: 

 Mastering a Medium 

 Sales and Marketing 

 Programming Languages 

 Basic Online Skills (setting up websites) 

 Basic Financial Skills 

 Project Management 

 Task Division & Outsourcing 

 Lateral Thinking & Creativity 

 Metacognition and Self-reflection 

There are two ways to think about transferable skills: (1) as a career Safety Vest and 

(2) as a Force Amplifier for your natural talents and existing expertise.  

Guidelines: 

How ambitious are you? 

How risk-averse are you?  

Is it more important that you get rich fast, or that you can ensure a steady and 

sustainable career around your interests and be able to sleep soundly at night? 

If you have a tendency towards Generalism and many eclectic interests, making an 

effort to learn transferable skills will help you tie together these interests and hold 

many jobs. Down the line it will likely lead you to create your own job.   

If you have a tendency towards Specialization, and a high risk-tolerance, you should 

still pick up a few of them (see Strategies 6 & 7). It will make you more self-sufficient 

and well-rounded. It will also help you get along with different types of people. 

 



Strategy 5: Use The Four Capitals 
 

We all have underappreciated assets. These are areas of our life where we can put 

in relatively little time, but gain an outsized reward. The ability to identify these 

opportunities more often is what makes you more effective.    

Thinking in terms of the 4 Capitals will help you do this more often. 

They are:  

 Financial: what you own.  

 Cultural: what you know 

 Social: who you know.  

 Influence: authority and how much people trust you.  
 

Here are some stereotypical characters for each one: 

 Financial capital – Uncle Scrooge 

 Cultural capital – Richard Feynman 

 Social capital – The Godfather 

 Influence capital – Oprah 

Out of the four, influence capital is by far the trickiest. Here’s a way to make it more 

concrete: How many people will take your advice in more than one area?  

For most people the answer will be ―Zero‖ outside their family. For someone like 

Oprah, Warren Buffett, Elon Musk, or Conor McGregor the answer will be ―Millions‖. 

But you can still have a lot of authority and influence even if you’re not famous.  

There are many little-known billionaires who keep their circle small and private. They 

may not know a lot of people, but those people probably have impact; the ability to 

start off a ripple effect and change public opinion or the rules of their community.  

* * * 

The reason I like the idea of thinking in term of the 4 Capitals is because we all want 

different things at different points of our lives. Most of the time, however, we are 

unconsciously pursuing just one of these capitals. And we tend to do it waaay past 

the point of diminishing returns.   

It would then be a good idea to shift your focus onto the getting of another capital—

money, knowledge, network, authority. Variation is the spice of life and they all have 

their own rewards. This ties in with my philosophy of Breaking out of Homeostasis. 

 

 



Guidelines: 

 Consider how you currently rank along the 4 Capitals.  

o In general (universally). 

o Relatively (versus your peers or friends). 

 

 Are you currently past the point of diminishing returns in one capital? It might 

make sense to shift your focus to cultivating another capital for faster gains. 

 

 Thinking like this makes you more likely to find low-hanging fruits1 than if you 

didn’t, like most people (who are socially conditioned to be overly focused on 

money and credentials). You can be effective in short bursts of time.  

 

 For example: Let’s say you already have some nice credentials, knowledge, 

and achievements under your belt, you can easily leverage that for authority 

simply by displaying it more prominently and in more places. This might not 

take more than a few days or weeks to do, but its effect would probably be 

stronger than putting in a whole year to gain another title for your resume. 

o This can be done in many ways (website, newsletter, industry 

conference, social media, book, etc) and it is one of the highest ROI-

activities for someone who has 5-10 years of experience in an area. 

 

Always think in terms of the 4 Capitals.  

Which one of them should you focus on next? 

  

 

 

  

                                            

1 Consider the ―Newbie Gains‖ of people who are out of shape and then start exercising regularly. 

They look better, their mood and confidence improves, and they become stronger and healthier. This 

rapid progress might go on for as long as a year. Compare this to someone who has consistently 

exercised for +5 years; they’re either improving marginally, or they’re just maintaining the habit.  

Note: This example might be stretching it a little bit, as health is not really a ―Capital‖… but at the 

same time, you can’t work very hard if you’re unhealthy and brainfogged.) 

 



Strategy 6: Master a Medium 
 

This is something you may notice about successful people from all areas: they are 
good communicators. The question is: what sort of communication? 
 
In the same way that every kid thinks they’re going to grow up to be a music artist, 
every adult now thinks they have it in them to become an author or social critic.  
 
This is not true. Most people cannot become good writers. They only think so due to 
the hype and availability of crap books ghost written by Indian production farms.  
 
Many people who have had success with Instagram and Youtube are good-looking. 
Especially in niches like fitness, cooking, and vlogging. A person with an Ugly Body 
and the same skills could not replicate that success. Similar to news broadcasters 
and TV pundits. Their good looks and extraversion are their main asset. 
 
These days we have a diverse range of podcasts, Youtube channels, streams, and 
other types of niche content, but back in the day when mainstream TV and radio 
dominated, everyone who was the host of a show had good looks and a radio voice.  
 
In theory, you can do everything. In practice, the likelihood of your becoming 
successful is strongly tied to your natural talents. This includes the medium(s) you 
use. It is possible to be naturally good at more than 1 medium, but it’s not common. 
 

Guidelines: 
 

Find a medium that comes naturally to you and then practice it consistently until 
you’re better than anyone you know at it, then communicate using this medium as 
much as you can. Stick to your dominant medium in order to be understood more 
clearly by others and seen as more intelligent. 
 
Here are the main mediums:  
 

 Writing – long-form (books and essays) vs short-form (chat & emails) 

 Speaking – monologues, jokes, stories, moderating conversations 

 Body language – dancing, moving, being physical 

 Video – filming or editing footage 

 Music – beats or vocals 

 Visual – drawing, photography, funny pictures (memes) 

 Social media – mix of all the above, depending on medium 
 
If you have already mastered one, either stick to it or practice another one. 
 
In the future, we may have even more mediums, like how social media came into 
existence just 10 years ago. This will probably be a good thing because it will give 
more people an outlet where they can express themselves. Also: Whenever a new 
medium arises, there are huge market opportunities. These typically go to young 
people (who are most likely to learn it first). Like the first-mover advantage of the 
early Youtubers (who now have millions of subscribers). 



Strategy 7: Learn Public Speaking and Sales 
 
These are two of the most dreaded things by most people.  
 
…and… that is perhaps why they are valuable. 
 
So how do you do it? The main obstacle is not that it’s hard to understand; it’s to 
Overcome Amygdala Slavery and dare to say how you feel and what you want. 
You cannot be apologetic when making bold propositions. 
 
I put myself through a tremendous repertoire of embarrassing experiments while I 
was 21-23 to overcome my own Amygdala Slavery. It included giving speeches in 
school and at the organization Toast Masters; talking in front of a camera every day 
for several months (often outdoors in public places), and picking up girls.  
 
Now I don’t give a shit.   
 
Well, I do. But I’m not afraid to be rough around the edges.  
 
Whenever I find myself caring too much, I will often do something weird and 
nonsensical to embarrass myself on purpose! Just to show my brain who’s boss.  
 
This is a good habit, but it can also make others think you are a bit crazy for acting 
―out of character‖ so suddenly. Use at your own risk. Respectability might take a hit. 
 

Practical Guidelines: 
 

There is so much information on public speaking and sales. Where do you begin? 
With honesty and simplicity. That’s what wins the day. Not complex arguments or 
sophisticated rhetoric. 
 
Much of the material on sales and public speaking, from what I have seen, is 
established around ―techniques‖ and people get caught up in using these tricks and 
tactics—without appearing genuine. It’s similar to Acting Schools. You can’t teach 
someone to be a great actor. You can only teach people to express themselves 
better and more authentically. That applies to all communication, I believe.  
 
Think about it: When you hear someone speaking and you pay attention, is it 
because you are swayed by their fancy rhetoric or is it that they’re talking about 
something that interests you?  
 
Consider my podcast Future Skills. The audience doesn’t listen because I or Mikael 
are ―good speakers‖; they listen because they want to learn something new and they 
think we cover cool topics with interesting guests. 
 
I’ve met a bunch of people IRL who have heard Future Skills or Swedish 25 Minuter. 
Never have anyone commented on my eloquence (or lack thereof). 



Strategy 8: Build a Network,  

Join Clubs or Masterminds 
 
Go up—or be dragged down.  
 
It’s extremely difficult to be around most people when you have distinctly different 
goals and ambitions; especially if they have none. 
 
Birds of a feather flock together. High-achievers hang around with other high-
achievers, and low-achievers settle down with other low-achievers. 
 
When we talk about networks, clubs and such I think there are three things to 
consider here: (1) avoiding loneliness, (2) building a network of interesting people, 
and (3) gaining exclusive access to Hard-to-Come-By information. 
 
Finding a happy medium can be hard.  
 

Avoiding Loneliness 
 
The problem is that the high-achievers are fewer and tend to be far apart. Some 

people are lucky to be at a workplace where they meet and associate with high 

quality people from the same niche. Most people aren’t. 

Free agents and small-time entrepreneurs tend to suffer it worse—at least the first 

few years. The biggest problem of all is for young people who work over the Internet: 

most people cannot understand what they do or relate to them.  

In the short-term it might not matter much, but if it becomes a long-term thing it will 

evolve into a real problem. Not having people to talk to, who understand the things 

you spend most of your time doing, will make you bored and unhappy. Then that 

unhappiness can create a downward spiral—isolating yourself even further. You 

might cope with the situation using drugs and alcohol, overeating, playing video 

games, watching TV, or some other excessive indulgence.  

Well, we don’t want that to happen. 

As with other things in life, an ounce of prevention is worth a pound of cure. If you 

are proactive about meeting new people this problem may never happen to you. 

Building a Network 

In the beginning of your career you should focus mostly on learning useful skills and 

building yourself up. When you have done that, if you want things to keep 

accelerating, you’ll need to leverage the help of others.  

There is a lot of confusion over what it means to ―network‖. Like the word ―mentor‖, it 

has become a clichéd buzzword in the last couple of years.   



My definition of a network is: Anyone I know or understand well enough to help out 

occasionally or ask a favor from. If someone is ―one degree of separation apart‖, I 

might consider that too.  

My network is not limited to my social circle. My social circle is small and personal. 

My network is wide enough that I don’t need to talk to everyone in it.  

High Quality Info 

What’s the big deal about the Free Masons and the Illuminati? They have secrets.  

Well, obviously, I wouldn’t know that. But that’s the big pull for ordinary people. 

In the case of groups like the World Economic Forum, Renaissance Weekend, the 

Trilateral Commission and the Bilderberg Group, that belief is justified. 

High-level people that are interesting and high-quality info that’s hard to come by. 

You might consider putting together your own special group—or joining an industry 

mastermind group—for the same purposes. 

Guidelines: 

If you’re ambitious and learning things all the time, the older you get the fewer 

people will be on your level. Even if you’re not super ambitious, this is also true if 

you’re specializing in a field that most people don’t understand. In order to find a 

happy medium between what helps your career and your happiness, you may need 

to make a distinction between friends and special-interest associates.   

 Make an effort to meet ambitious people in similar lines of work as yourself. 

 If you work on the computer (isolated), make a habit of talking to strangers. 

 Get to know people both in your city and internationally.  

 Join a special interest club or business association if you can justify the time 

investment required. 

 If you’re working in a weird niche with few equals or associates, pay for 

membership in a mastermind or create one of your own. 

 If you know lots of people—create a Rolodex. 

The older you get, the more important this type of thing becomes. 

* * * 

Note: If you’re young and you don’t have anyone interesting in your surroundings, it 

might be best to build yourself up in solitude. That’s basically what I did in university 

(when I first got serious about improving myself). Outwardly, I was not a loner, but I 

kept to myself mostly because there was such a lack of people who had similar 

interests and ambition. I spent much of my time reading books and getting to know 

people over the Internet instead. Starting my blog was imperative to that. 



Strategy 9: Build a Team 
 
Frederick the Great said not to play with unfamiliar instruments.  
 
Movie directors Martin Scorsese, Quentin Tarantino and Paul Thomas Anderson 
must have taken a note out of his book. Because they are using the same actors in 
all of their movies…. 
 
Martin Scorsese: Casino, Gangs of New York, Taxi Driver, Shutter Island  

 Leonardo Dicaprio 

 Robert DeNiro 

 Harvey Keitel 

 Joe Pesci 

 Daniel Day-Lewis 
 
Quentin Tarantino: Reservoir Dogs, Pulp Fiction, Kill Bill, Inglorious Basterds… 

 John Travolta 

 Samuel L. Jackson 

 Uma Thurman 

 Michael Madsen 

 Zoe Bell 
 
Paul Thomas Anderson: Magnolia, Boogie Nights, The Master, There will be Blood  

 Philip Seymour Hoffman 

 Johnny Greenwood 

 Melora Walters 

 Luis Guzman 
 
I know this is also the case for movie writer David Mamet. I wouldn’t be surprised if it 
was something a lot more of the top people did. 
 
After all: Making movies is a business. If you find actors you know well and can trust, 
why not re-use them? Makes your job a lot easier—and certainly more enjoyable 
with the camaraderie that comes from long-term relationships. 
 
Why should any other business be different? A captain needs a crew. 
 

Guidelines: 
 

If the 80/20 Principle is correct (which it usually is), then you can expect that at least 
80% of all your money and career enjoyment will come from less than 20% of the 
people you work with. AKA: Your business partners and frequent collaborators.  
 
This will likely be true regardless of what you do. 
 
Why not pre-emptively accelerate the process?  
 
Over the years, keep an eye out for good people. For example:  
 



 People who are optimistic 

 People who think win-win 

 People who have an expertise that’s synergistic to yours, and  

 People who have a big network. 
 
Get to know reliable experts you can work with over and over in different fields. 
Eventually, you should be able to put them into place in your projects (like the movie 
directors) or at the very least, help find them work and career opportunities.    
 
It will be much appreciated and everyone will be better off for it. 
 

Take Note: 
 

As you can see, building a Commonplace System is synergistic with strategies 1, 5, 
8 and 9. Especially building systems around reminder lists, a Rolodex, and a Tool 
Box. Alternatively, you could just keep it all in your head. But you’d probably forget to 
use the knowledge and network as often as you should. 
 
 
  



Strategy 10: Pick a Future Industry 
 
Warren Buffett famously said: "Even a bad jockey can win on a good horse." 
 
The idea is simply this: It is better to be in cloud computing than the bicycle industry.  

 
It's better to be mediocre in a good industry where your salary rises every year, than 
to be great in an industry that's standing still or shrinking in size. 
 
If you had been one of the first hundred or so employees of Facebook, your salary 
would have gone up every single year (and your stock options would be worth a lot). 
 
This is easy to understand but harder to do. However, being equipped with the 
knowledge will help raise your chances of finding something similar.  
 
Like Jeff Bezos. When he quit his high paying job at a hedge fund at 31, he did it 
because he bet it all on the Internet; which at the time had a growth rate of 3000% 
per year. Courtesy of his job, where he monitored new companies in the intersection 
of Internet technology, he was fortunate to observe this evolution at a very early 
stage, but he was skilled to bet on it as boldly as he did. Now he is--by a landslide--
the richest man in the world. 
 
What will be your Amazon? 
  



Strategy 11: Go Where You’re Needed 
 

I don’t know what the job market is like in your country, but in Sweden (where I’m 

from) there are too many academics. The supply is high. 

Obviously, there’s an inflation in terms of grades and titles and all that… and then 

there are lots of academic educations that have no market value (like being a 

Gender Specialist or having a PhD in poetry studies).  

Still: I find it funny that many plumbers, electricians, carpenters and construction 

workers make more money than the average Swedish white-collar worker with a 

bachelor or master’s degree from university.  

Why is it this way? We could spend all day long talking about that…. But facts are 

facts: Sweden is a great country to work in for manual laborers! 

Where is a good place for your talents and expertise? 

For example, it could be:  

 A particular market niche (real estate agent selling balconies) 

 A particular place (another city where there’s low supply of people like you) 

 Another company (as you may know, getting a raise is harder at existing 

jobs, because they’ve mentally anchored you to a starting salary.)  

 Another team in your company (where your personality & talents can shine—

like being an IT pro working with old people) 

--There’s no step-by-step method for doing this, but it's a principle that works for 

exactly everyone. You just have to be a bit observant.  

Go where your skills command a premium.  

Go where your personality, intelligence or good looks will stand out. 

Go where people need your talents. 

Play to your strengths. 

  



Summary: 
 

When you see people succeed at an early age (which we’re now doing more than 

ever before, due to media bias), you may notice they’ve done many of these things.  

In some cases they might not have done it consciously. There are people who 

stumble their way into doing the right things. They are not many; but they exist. 

One common pattern is social media celebs: Talent + Medium + Extraverted 

Another common pattern is online entrepreneurs: Talent + Future Industry + Team   

Summary of the 11 Strategies: 

1. Become a Linchpin 
2. Rise with the Boss 
3. Survey the Industry Value Chain 
4. Learn Transferable Skills 
5. Use The Four Capitals 
6. Master a Medium     
7. Learn Public Speaking and Sales (overcome amygdala slavery) 
8. Network, Join Clubs or Masterminds 
9. Build a Team    
10. Pick a Future Industry 
11. Go Where You’re Needed 

 

Best of luck. 

//Ludvig 


