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The world is changing faster than most people realize. Technology, the internet, artificial intelligence, renewable energy—these forces are reshaping every industry and every part of our lives. What was considered impossible just a decade ago is now within reach. And the pace of that change is only accelerating. If you’re still thinking of business as it was in the past, you’re already too late.

I didn’t build Tesla, SpaceX, or any of my companies to just follow the crowd. I built them to disrupt. I built them to take on the impossible. Because that’s where the real opportunity lies. The businesses that will succeed in the coming decades won’t be the ones that stay inside the safe zone, following old playbooks—they’ll be the ones that innovate, adapt, and push the limits of what’s possible.

That’s why this book isn’t about how to start a regular business. There’s enough information out there about that. This is about how to start a business that fundamentally shifts how we think, how we live, how we work. It’s about how to create a company that doesn’t just make a profit—it changes the game entirely. That’s the difference between a good business and a great one. A great business doesn’t just follow trends; it sets them. A great business doesn’t just solve problems; it redefines problems.

The best companies I’ve been involved in weren’t about creating a product or service to fill a gap in the market. They were about building something that could change the course of history. Whether it was pushing the limits of electric cars at Tesla, making space travel cheaper and more sustainable at SpaceX, or even just trying to solve energy problems in new ways—everything I’ve done has been about creating lasting change.

What you’ll find in this book is a distilled version of everything I’ve learned from building companies from the ground up. These aren’t just “tips” or theoretical ideas. These are actionable, proven methods for building businesses that can scale quickly and last. These are the principles I used when I was starting out—and the principles I still use now.

You might think that building a world-changing company is about having some big breakthrough or secret idea. And sure, innovation plays a key role. But the most important thing I’ve learned through all of my ventures is this: it’s not about being the smartest person in the room, and it’s not about being lucky. It’s about solving real problems in a way that no one else can. It’s about taking risks and making decisions that others won’t make, because they’re too scared or too comfortable with the way things are. It’s about sticking to your vision when everyone else tells you it’s impossible.

You’ll face tons of resistance along the way. Most people will tell you you’re crazy. They’ll say you’re going to fail. And they’ll be wrong. The difference between success and failure isn’t whether you can avoid mistakes or avoid failure—it’s whether you have the persistence to keep going after you’ve failed. Every business, even the most successful ones, goes through near-death experiences. There’s no getting around that. The key is knowing that those moments are just part of the journey. What matters is whether you’re willing to get back up and keep pushing forward.

If there’s one thing I’ve learned in my career, it’s that the road to success is never linear. You don’t just decide on an idea, start your company, and watch it grow without any setbacks. No. You’ll face challenges you never expected. You’ll make decisions that won’t work. You’ll have to pivot and adapt and evolve as you go. But that’s part of the process. In fact, you should expect to fail. You should be prepared for it. Because failure is the best teacher you’ll ever have.

If you want to scale a business to the level where it becomes a dominant force in its industry, you can’t just follow the typical paths. The market doesn’t care about your feelings. If you try to make a product or service just to satisfy what’s already out there, you’ll be too late. You have to be bold enough to ignore what’s currently working and instead focus on solving a problem that hasn’t even been recognized yet. You have to be willing to think 10 or 20 years ahead. And then do the work to make that vision a reality.

Take Tesla, for example. Electric cars were considered impractical and expensive when we started. No one thought it would be possible to make an electric car that was both high-performance and affordable. But we didn’t let the current state of the industry dictate what was possible. We set out to change the entire automotive industry, not just make a better electric car. And that’s how you scale. You have to think beyond your product and look at the entire ecosystem around it. How will your product or service fit into the larger trends? How can it evolve as new technologies emerge?

To build a company that scales quickly, you also have to understand the power of leverage. Leverage means being able to do more with less—whether it’s money, people, time, or resources. It’s about using technology and automation to multiply your efforts. When we started SpaceX, people said it was impossible to make rockets that could land back on Earth and be reused. But we didn’t just accept that. We set out to make the impossible possible, and in doing so, we changed the entire space industry.

The best way to scale fast is to build products that can iterate quickly. This means creating systems, processes, and products that are designed to be improved over time. Don’t fall into the trap of perfectionism. If you wait for everything to be perfect before launching, you’ll never launch at all. You have to be ready to learn as you go and iterate as quickly as possible. Some of the best breakthroughs come when you fail and then go back and fix it.

I can’t tell you how many times I’ve been told something was impossible. I’ve been told SpaceX wouldn’t survive, that Tesla would never succeed, that we’d never make a profit. And yet, here we are. Why? Because we believed in the vision. Because we were willing to take risks. Because we were relentless in our pursuit of that vision, and we didn’t let anyone else’s doubts get in our way.

The hardest part of starting a business isn’t coming up with the idea. It’s sticking with the idea long enough to see it through. It’s about pushing through the tough times, when things aren’t working, when you feel like you’re getting nowhere. It’s about building a culture that’s relentless, that refuses to quit. I’ve learned that the most successful companies are the ones that keep going when everyone else gives up. That’s the key to success.

If you’ve decided to start your own business, you’ve already made the most important decision. You’ve already taken the first step. But don’t make the mistake of thinking that starting a business is the hard part. It’s not. The hard part is scaling it. The hard part is making sure it doesn’t just grow quickly—it grows sustainably. You need to have a plan for how to handle rapid growth, how to manage a growing team, how to scale your operations. That’s why you need to think about the big picture from day one. Don’t just think about your product. Think about how you’re going to scale your operations, your marketing, your team, and your supply chain. Every decision should be made with growth in mind.

This book isn’t about making incremental changes. It’s about making a leap. It’s about thinking big. Because if you don’t aim high, you’ll never get anywhere. Don’t just focus on how to make a product better. Focus on how to change the world. That’s the only kind of business that can survive the long haul. The businesses that last are the ones that disrupt the status quo. They take risks. They do things that seem impossible at the time, but with persistence, they end up creating an entirely new reality.

So, if you’re reading this and thinking, “That sounds impossible,” I want you to know one thing: it’s not. Every big success started as something that seemed impossible. It’s only by pushing through the impossible that you get to the point where it becomes possible. That’s what this book is about: showing you how to take the impossible, make it real, and scale it into something that lasts. If you’re ready to change the world, to build something that’s truly transformative, then let’s dive in. The future is yours.
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Vision Comes First, Everything Else Follows
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The first step in launching a business that will scale and last is deceptively simple, but it’s also the most important: you have to ask yourself one fundamental question: What’s the big problem that no one else is solving?

Most entrepreneurs get caught up in the logistics of starting a business—setting up a website, sourcing suppliers, registering a company name, etc. And that’s all fine and necessary in the short term, but if you want to create something truly impactful, something that lasts, you need to focus on the real question: What’s the most important problem in the world that no one is solving yet?

The businesses that make the biggest difference don’t just fit into an existing market; they change the market. In some cases, they change entire industries, entire ways of life. Think of Tesla. When I started Tesla, the prevailing belief in the automotive industry was that electric cars were impractical. They were seen as expensive, underpowered, and limited in range. Everyone was chasing the same goal—making slightly more efficient internal combustion engines, or making hybrid cars a little bit better. No one was addressing the fundamental issue: how to create a truly sustainable form of transportation that didn’t rely on fossil fuels.

So, instead of playing it safe and tweaking existing technologies, we aimed to create an entirely new paradigm. We didn’t just ask, “How do we make a better electric car?” We asked, “How can we take electric cars mainstream and make them better than gas-powered vehicles?” That’s a much bigger, bolder question, and it required thinking beyond what anyone else thought was possible at the time.

This is the mindset that will allow your business to scale fast and last. It’s not about looking at what already exists and making small improvements. It’s about challenging the assumptions that everyone else has and solving problems in a way that no one else has figured out yet. It’s about creating something that doesn’t just add value—it fundamentally changes things.

Vision Is the Core of Your Business

Vision is the core of your business. It’s the North Star that guides everything you do. It’s what keeps you focused when the inevitable challenges arise. Without a bold vision, your company will simply be another player in a crowded field. But if you’ve got a vision that’s compelling enough to disrupt the status quo, you will attract the right team, the right customers, and the right partners.

If your business isn’t trying to solve a big problem—one that changes the course of history in some way—you’re aiming too low. This doesn’t mean your business needs to be about changing the entire world all at once. It’s about setting a goal so ambitious, so visionary, that it forces you to think bigger, do more, and push harder than you ever thought possible.

Look at SpaceX. When I started SpaceX, the idea of private companies launching rockets into space was considered absurd. The space industry was dominated by government agencies, and the costs involved were astronomical. So, instead of asking, “How do we make a slightly more efficient rocket?” we asked, “How do we make space travel cheaper and more sustainable?” That vision gave birth to reusable rockets—something that had never been done before. If we had followed the existing path of just making small improvements to existing technology, we would have never gotten anywhere.

The key is to think about the long-term goal, the ultimate purpose of your business, and not just about the product or service you’re offering. It’s about what impact you want to have on the world. At Tesla, we didn’t just want to make electric cars. We wanted to accelerate the world’s transition to sustainable energy. That’s a vision that’s both bold and broad. It’s not just a product—it's a movement. And that’s what has allowed us to build a brand that resonates with people on a global scale.

Vision is what attracts people to your company. People don’t join companies for the paycheck—they join because they believe in the mission. Your vision should be so compelling that people want to be a part of it, even if they don’t fully understand how you’re going to get there. You need to create a sense of urgency around
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