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Aaron Ross, Jason Lemkin : From Impossible To Inevitable: How Hyper-Growth Companies Create 
Predictable Revenue  before purchasing it in order to gage whether or not it would be worth my time, and all praised 
From Impossible To Inevitable: How Hyper-Growth Companies Create Predictable Revenue: 

4 of 4 people found the following review helpful. Insightful, fun, authentic - advice from people who've done it, not 
just studied it ;)By Chris McKenzieI've been following Aaron and Jason on Twitter Quora for over a year and when I 
saw the promo video, I had to preorder.FITI was a just a fun, authentic read you only get from people who've done it, 

http://f3db.com/pub/links.php?id=B01AXTFMSW


not just studied it ;)There's lots of stuff I liked but probably my favourite parts were the seeds, nets spears analogy; the 
motivation-agitation matrix; and the letters written from the perspective of employee, executives and board (that was 
novel, and it's amazing what difference it makes when people simply understand where others are coming from).Best 
of all was the roadmap format. This month we finish prototyping validating our MVP within our network, and I know 
the next step is generating leads outside our network while we close those opportunities from inside it. So the book did 
what I hoped, which is telling me what things I need to action now, in what order, to stay a few steps ahead.Highly 
recommended!- Chris McKenzie, Director, Gekko Analytics4 of 4 people found the following review helpful. Game 
changingBy CollinThe Nail Your Niche chapter changed the way we do business. We run an outsourcing business + 
build software based on Predictable Revenue and our team uses this exercise for every new client. It's had a massive 
impact with both new and existing clients and campaigns.If you're thinking of implementing an outbound sales 
strategy, you need to start here first.2 of 2 people found the following review helpful. Highly recommend this book for 
any entrepreneur, CEO, or sales leader!By Ask J.BrownWhether it's because of my current business challenges or just 
because it's a great book, I found the content in From Impossible to be extremely valuable. I highlighted parts of 110 
pages (292 page book) and crashed Evernote twice while capturing all of my notes. While there are seven "parts" to 
the book, I feel like each one could stand alone as it's own book -- there is that much information packed into 
each.Biggest takeaways:- How to know if you've nailed a niche- Are you a nice-to-have?- Corporate marketing vs 
demand generation- The 15/85 rule: early adopters and mainstream buyers- How make sales scalable (this alone could 
be Predictable Revenue 2.0)

Impossible Goals, Inevitable Successes Why are you struggling to grow your business when everyone else seems to be 
crushing their goals? If you needed to triple revenue within the next three years, would you know exactly how to do it? 
Doubling the size of your business, tripling it, even growing ten times larger isnrsquo;t about magic. Itrsquo;s not 
about privileges, luck, or working harder. Therersquo;s a template that the worldrsquo;s fastest growing companies 
follow to achieve and sustain much, much faster growth. From Impossible to Inevitable details the hypergrowth 
playbook of companies like the record-breaking Zenefits (which skyrocketed from $1 million to $100 million in two 
years), Salesforce.com (the fastest growing multibillion dollar software company), and EchoSignmdash;aka Adobe 
Document Servicesmdash;(which catapulted from $0 to $144 million in seven years). Whether you have a $1 billion or 
a $100,000 business, you can use the same insights as these notable companies to learn what it really takes to break 
your own revenue records. For instance, one of the authors shows how he grew his income from $67,000 to $720,000 
in four years while maintaining a 20-30 hour work week and welcoming a new childmdash;nine times. This book 
shows you how to surpass plateaus and get off of the up-and-down revenue rollercoaster by answering three questions 
about growing revenue to tens times its size: Why arenrsquo;t you growing faster? What does it take to get to 
hypergrowth? How do you sustain growth? This powerful, effective book provides a template for you to kick off your 
biggest growth spurt yet. This template includes The 7 Ingredients Of Hypergrowth: Yoursquo;re not ready to grow 
until you Nail a Niche. Overnight success is a fairy tale. Yoursquo;re not going to be magically discovered. You need 
sustainable systems that Create Predictable Pipeline. Growth exposes your weaknesses and it will cause more 
problems than it solvesmdash;until you Make Sales Scalable. Itrsquo;s hard to build a big business out of small deals. 
Figure out how to Double Your Dealsize. Itrsquo;ll take years longer than you want, but donrsquo;t quit too soon. 
Make sure you can Do the Time. Your people are renting, not owning their jobs. Develop a culture of initiative, not 
adequacy by Embracing Employee Ownership. Employees, you are too accepting of ldquo;realityrdquo; and too eager 
to quit. You can Define Your Destiny to make a difference, for yourself and your company, no matter what you do or 
where you work. The authors take each ingredient and break it down into specific steps to guide you through 
implementation. From Impossible to Inevitable helps you take impossible goals and turn them into inevitable 
successes for your business and team. You will achieve success even bigger than you can imagine from where 
yoursquo;re sitting today.nbsp;

From the Inside FlapDo you want to predictably double, triple or 10x your revenue growth? In From Impossible To 
Inevitable, serial entrepreneurs and business growth experts Jason Lemkin and Aaron Ross show you how to break 
business plateaus and get off the up-and-down revenue rollercoaster. This book shows you how to answer the 
questions. 1) Why aren't we growing faster? 2) What does it take to get to hyper-growth? and 3) How do we sustain it? 
In this systematic growth manual, the authors outline a template that the world's fastest growing companies follow to 
achieve and sustain much, much faster growth. Discover how companies like Zenefits, Salesforce.com, and 
EchoSignmdash;aka Adobe Document Servicesmdash;rose to impossible heights and skyrocketed to become 9-figure 
companies in record time. Businesses of all sizes, from small to Fortune 100, have found "The 7 Ingredients of 
Hypergrowth" (and the associated 7 Painful Truths) invaluable. Step by step Lemkin and Ross walk you through the 
hyper-growth template to show you how to break revenue records: 1. You're not ready to grow . . . until you Nail A 
Niche. 2. Overnight success is a fairy tale. You're not going to be magically discovered, so you need sustainable 
systems that Create Predictable Pipeline. 3. Speeding up growth creates more problems than it solves. Things will 



actually get worse until you Make Sales Scalable. 4. It's hard to build a big business out of small deals . . . so figure out 
how to Double Your Deal-size. 5. It'll take years longer than you want . . . don't quit too soon or let a Year Of Hell 
discourage you. Be prepared to Do The Time. 6. Your employees are renting, not owning their jobs. Embrace 
Employee Ownership to develop a culture of taking initiative beyond a job description. 7. If you're an employee, 
you're letting frustrations stop, not motivate, you. Stop waiting for someone else to fix it, and turn your frustrations to 
your advantage to Define Your Destiny.From the Back CoverPRAISE FOR FROM IMPOSSIBLE TO INEVITABLE 
"If I'd have had this book at my last company, we would have scaled 4x faster. Aaron Ross and Jason Lemkin have 
brought to the masses what only a few extreme experts have been able to figure out. I get asked all the time from 
people, 'What should be the next book I read?'hellip;this is it. Don't think twice, just get it, devour it and do it." Bubba 
Page, CEO, QuotaDeck "Aaron and Jason, I don't want to freak you out like 'who is this weirdo,' but you are so 
awesome that I'd rather meet you in person than anyone famous like Tim Ferriss, James Hetfield or Richard Branson! 
In your new book, my favorite sections were how to implement Customer Success and Nail A Niche. Plus, the case 
studies, with real world examples and specific tactics, made this book invaluable." Loren Yadeski, COO, Crimcheck 
"In the 'Do The Time' part of the book, Aaron and Jason brilliantly illustrate a message that entrepreneurs and 
everyone need to hear, see and feel: success is not overnight. It takes brutal hard work but, in the end is worth it." 
Mark Roberge, CRO, Hubspot and Author, The Sales Acceleration Formula "We used the 'Nail A Niche' ideas to grow 
to our first $2 million on inbound leads alone, by hyper-focusing on a specific problem: re-using social existing media 
content." Laura Roeder, Founder, MeetEdgar.com "Jason and Aaron clearly laid out for me which tactics to use for 
early stage funnel building versus accelerating pipeline conversion, to avoid wasting my marketing spend and energy. 
This book offered me plenty of hands-on details to put these concepts into action." Lucia Marchese, SVP Global 
Marketing, SunGard "As an employee, reading the section on 'Embracing Employee Ownership' was dead on. I used 
to think my boss was a jerk. But after reading this section, I realized he wasn't. He was trying to help me out and 
challenge me to do my best here. I've been a complainer, but this section changed my whole perspective." Chelsea 
Sanchez, Sales, Agility Recovery Visit FromImpossible.com for Free Resources "Director's Cut" MaterialAbout the 
AuthorAARON ROSS (@motoceo) is married with 12 children (mostly through adoption), loves motorcycles, and 
keeps a 25-hour workweek. He's a popular keynote speaker and the best-selling author of??Predictable 
Revenue,??called "The Sales Bible Of Silicon Valley." Aaron cofounded the software company??Carb.io. JASON 
LEMKIN (@jasonlk) founded SaaStr.com, the largest community of SaaS founders on the planet,??and has invested 
in SaaS companies worth collectively in excess of $1.5 billion. Jason was CEO of EchoSign, and led it from $0 to 
$100 million+ in revenues and a sale to Adobe. He is married with two kids, runs every single damn day, and loves 
anything related to Hawaii. 


