
Zero to One Summary with 20 Lessons Learned 

Here are the 20 lessons to learn from Zero to One Summary: 

#1 Just A Job 

To be a successful entrepreneur, you must devote all your attention to just one business. Do not 

try to work on 3-4 alternative ideas and try to bring them all to life. If you think with the logic 

that if one does not exist, there is one, you cannot achieve any of them. 

#2 Don't Drown in Details 

You've probably heard of the 80/20 rule. 80% of your profit is generated by 20% of your 

customers or your product. So stay on top of the 20% of your business that pays, and doesn't 

dwell too much on the rest. 

#3 Being Original 

If you can find a gap in your field where no product or service has been introduced before, you 

can have a monopoly in the industry. This will quickly lead you to success. As a result, you can 

also turn to areas where money is already made in the sector. 

#4 Retirement 

Make your future investments as early and high as possible. Those days will come very quickly 

and if you make the right investment now, a very nice retirement process will be waiting for you. 

Do not neglect or belittle. 

#5 Don't Imitate 

You can achieve something by imitating others, but you cannot make your dreams come true. As 

an entrepreneur, you want to launch a new product or service. It is not for you to copy a very 

popular business model and earn less. 

#6 Versatility 

You may be talented in different areas, but this is only useful for the creativity part that is needed 

in the initial production phase of the product. After the product is out, you should give your full 

attention to your project. You should cut yourself off from other fields. 

#7 It Won't Be Easy 

You will stumble a lot, especially at the beginning of the road. You will have to deal with 

problems that you cannot imagine. In such cases, think about the future, imagine that you are 

launching the product, receiving investment and your name is on the list of successful 

entrepreneurs. 



#8 Sales Techniques 

Those who have just started their entrepreneurial adventure think that it's all about the technical 

part. At the end of the day, they have an established company and an emerging product. But 

when they can't find a single customer to knock on their door, they realize that's when the real 

entrepreneurship begins. If you do not improve yourself in sales and marketing, there is no point 

in producing a product. 

#9 Automation 

Don't get stuck in automation. In today's world, where changes are very fast and inevitable, a 

uniform production model will not work for you in the long run. 

#10 Leadership 

If you are a good leader, you should work to become a better leader. Because you may be 

managing your current team very successfully, but as the business grows, you will have to 

struggle with new teammates and more difficult people. You must be prepared now. 

#11 Non-Repetitive Jobs 

For some projects, all the conditions have been met and they can achieve incredible success. But 

this does not mean that you can achieve the same success by following the same path. Only you 

can be inspired by these achievements. 

#12 Invent 

No formula leads directly to success in entrepreneurship, but there is such a thing as having the 

mindset to be successful. Entrepreneurs must invent. Try to find what people don't need, but 

what they don't know they need yet. 

#13 Asking Questions 

From the moment the first idea about the job you will do is put in the room, all you need to do is 

to constantly ask questions. While looking for answers to questions, you will be revealing the 

deficiencies of your product and drawing a roadmap. 

#14 The Advantage of Being New 

Entering the market later is not a disadvantage. This is a great opportunity as your predecessors 

created markets. If you enter a field that has a customer and market with a solid project, you can 

achieve greater success than your predecessors. 

#15 Flexibility 



A company's strength comes from its flexibility. If you can think beyond traditional methods 

while looking for solutions to problems, then you are a candidate to become one of the biggest 

companies of the future. Because when you encounter problems that no one has experienced 

before, you will not have a chance other than to find creative solutions. 

#16 The Power of Advertising 

Entrepreneurs fall in love with their products and may fall into the misconception that they don't 

need advertising. However, the right advertisement can bring even an ordinary product to the 

user. Ad-free trading is not possible. 

#17 Entrepreneurship is an Operation 

Idea phase, prototype production, presentation to investors, company establishment, team 

formation, mass production of the product, advertising, marketplace... This list goes on in more 

detail. Entrepreneurship is an adventure in itself and a huge business. Those who underestimate 

cannot succeed. 

#18 Success Doesn't Happen By Chance 

It would be unfair to claim that people whose ventures have achieved worldwide success are 

simply lucky. But it would not be right to say that there is no luck factor at all. For extraordinary 

successes, too many external factors must have taken place. In this case, we can talk about luck, 

but you can be sure that those entrepreneurs also experience all the other difficulties. 

#19 The Secret 

People think there is a secret path to success. Unfortunately, there is no hidden path. Here's what 

you need to do. If you do, try again. Having the strength to try again and again until it's all work. 

#20 Being Ready 

Taking care of your venture comes with a great deal of responsibility. But we also have other 

responsibilities in life. Here you have to make sacrifices. You don't have to give up on your 

dreams, but don't worry about it being a little late. 

Top 10 Quotes from Zero to One 

1. “New technology has never been an automatic feature of history. Our ancestors lived in static, 

zero-sum societies where success meant seizing things from others.” 

2. “Positively defined, a startup is the largest group of people you can convince of a plan to build 

a different future. A new company’s most important strength is new thinking: even more 

important than nimbleness, small size affords space to think.” 



3. “In a static world, a monopolist is just a rent collector. If you corner the market for something, 

you can jack up the price; others will have no choice but to buy from you. Think of the famous 

board game: Deeds are shuffled around from player to player, but the board never changes.” 

4. “Monopolies drive progress because the promise of years or even decades of monopoly profits 

provides a powerful incentive to innovate.” 

5. “In the world of business, at least, Shakespeare proves the superior guide. Inside a firm, 

people become obsessed with their competitors for career advancement.” 

6. “Technology companies follow the opposite trajectory. They often lose money for the first few 

years: it takes time to build valuable things, and that means delayed revenue.” 

7. “The clearest way to make a 10x improvement is to invent something completely new. If you 

build something valuable where there was nothing before, the increase in value is theoretically 

infinite.” 

8. “In Silicon Valley, nerds are skeptical of advertising, marketing, and sales because they seem 

superficial and irrational. But advertising matters because it works. It works on nerds, and it 

works on you. You may think that you’re an exception; that your preferences are authentic, and 

advertising only works on other people.” 

9. “All salesmen are actors: their priority is persuasion, not sincerity. That’s why the word 

“salesman” can be a slur and the used car dealer is our archetype of shadiness. But we only react 

negatively to awkward, obvious salesmen—that is, the bad ones.” 

10. “Nerds might wish that distribution could be ignored and salesmen banished to another 

planet. All of us want to believe that we make up our own minds, that sales don't work on us. But 

it's not true. Everybody has a product to sell—no matter whether you're an employee, a founder, 

or an investor.” 

 


