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Million	dollar	weekend	noah	kagan

Noah	Kagan,	founder	of	AppSumo.com,	has	successfully	launched	a	seven-figure	business	in	just	one	weekend	-	seven	times!	He's	now	sharing	his	secrets	through	"Million	Dollar	Weekend."	With	entrepreneurship	becoming	more	accessible	and	the	world	needing	new	businesses,	it's	surprising	how	hard	it	is	for	many	people	to	take	the	leap.	Most	day
jobs	are	unfulfilling,	and	people	want	out,	but	they're	held	back	by	fear	and	uncertainty.	Many	wannabe	entrepreneurs	are	stuck	on	social	media,	while	few	actually	run	their	businesses.	People	often	get	caught	up	in	creating	a	perfect	website	or	logo,	but	still	struggle	with	getting	customers.	Kagan's	"Million	Dollar	Weekend"	process	is	designed	to	be
completed	in	just	one	weekend,	yet	it's	powerful	enough	to	help	you	create	a	scalable	business	idea	that	can	grow	even	when	you're	sleeping.	By	following	this	plan,	you'll	have	a	market-tested	business	and	be	on	the	path	to	financial	freedom	by	Monday.	Find	Your	Creator's	Courage:	Overcome	Fear	&	Have	Fun!	Use	the	"Million	Dollar	Weekend"
Process	to	Get	Customers	Excited	to	Give	You	Money,	Automate	Your	Business,	and	Scale	It	While	You	Sleep.	By	Monday,	You'll	Have	a	Market-Tested,	Scalable	Business	Idea	and	Be	on	the	Path	to	Seven	Figures.	People	often	struggle	with	finding	their	first	customers	when	starting	a	business.	One	key	thing	to	know	is	who	you're	selling	to,	what
problem	they	have,	and	where	they	are.	To	find	these	early	customers,	use	people	in	your	own	orbit,	such	as	friends	or	colleagues,	and	look	for	problems	that	irritate	you	or	are	on	your	to-do	list.	Another	way	to	find	ideas	is	by	looking	at	bestsellers,	marketplaces,	and	search	engine	queries.	Consider	solving	your	own	problems,	using	existing
successful	products	or	services,	and	looking	at	what	people	are	searching	for	online.	To	determine	if	a	business	opportunity	is	worth	pursuing,	think	about	the	size	of	the	market	using	Google	Trends	and	estimate	potential	profit	per	customer.	Also,	consider	the	dials	you	can	use	to	affect	revenue	such	as	average	order	value,	frequency,	price	point,
and	add-on	services.	Validation	is	also	crucial	to	get	feedback	on	your	idea.	You	can	validate	through	direct	preselling,	marketplaces,	or	landing	pages	with	ads.	Another	important	aspect	of	building	a	business	is	creating	a	community.	People	want	to	follow	others	who	are	genuine	and	add	value	without	expectation.	To	create	this,	you	need	a	unique
angle,	be	authentic,	and	deliver	content	that	follows	the	outcome	you'll	deliver.	Instead	of	just	having	followers,	think	about	engaging	with	each	one	of	them.	To	achieve	growth,	focus	on	completing	100	specific	actions	like	emails	or	posts	that	will	drive	you	closer	to	your	goal.	This	idea	is	based	on	"The	Law	of	100".	When	creating	a	marketing	plan,
ask	yourself	five	key	questions:	What's	your	main	goal	for	the	year?	Who	are	your	ideal	customers	and	where	can	you	find	them?	Which	single	marketing	activity	should	you	focus	on?	How	can	you	exceed	your	first	100	customers'	expectations?	If	you	had	to	double	your	business	in	just	thirty	days	with	no	extra	money,	what	would	you	do?	To	succeed,
concentrate	on	one	key	goal,	design	a	list	of	experiments,	double	down	on	effective	strategies,	and	eliminate	unsuccessful	ones.	Think	about	how	you	could	grow	your	business	even	without	new	customers;	this	will	help	you	think	creatively	about	overdelivering.	The	"Dream	Year"	concept	involves	writing	down	your	desires	and	then	turning	them	into
achievable	goals.	Build	a	calendar	with	color-coded	tasks	related	to	these	objectives	and	show	it	to	someone	for	feedback.	As	an	entrepreneur,	having	accountability	and	support	is	crucial.	Get	an	accountability	buddy	who'll	check	in	with	you	regularly	to	ensure	you	stay	on	track	with	your	goals.	Try	to	connect	with	ambitious	people	before	they
become	successful	influencers	(Prefluencers),	build	a	referral	network	by	following	up	with	new	contacts	and	asking	them	to	refer	others	to	you.	The	key	to	success	lies	in	facing	fears	head-on,	even	if	it	means	failing	multiple	times.	Start	taking	action	towards	your	dreams	and	be	prepared	to	start	again	when	faced	with	setbacks.	If	you	want	to	learn
more	about	overcoming	the	fear	of	asking,	read	"Million	Dollar	Weekend"	by	Noah	Kagan.	Wanting	something	is	not	enough.	You	have	to	ask	for	it.	Whether	it's	a	new	job,	more	money,	or	something	from	your	partner	or	children,	asking	is	the	only	way	to	get	what	you	want.	This	is	true	in	every	aspect	of	life.	Million	Dollar	Weekend	emphasizes	the
importance	of	validating	your	business	idea	by	securing	customers	within	48	hours.	Many	entrepreneurs	spend	years	developing	products	without	knowing	if	customers	will	pay.	The	book	suggests	launching	a	product	and	testing	it	within	a	weekend,	or	risk	killing	the	idea	altogether.	If	there	are	no	purchases,	run	another	experiment	to	move
forward.	Some	businesses	fail	because	they're	not	providing	painkillers,	but	rather	vitamins.	A	business	should	focus	on	solving	real	problems	for	customers,	not	just	offering	nice-to-haves.	Coaching	can	be	positioned	as	a	painkiller	by	focusing	on	how	it	helps	individuals	achieve	their	goals.	Being	an	entrepreneur	means	being	willing	to	take	risks	and
ask	for	what	you	want.	Many	people	don't	ask	because	they're	afraid	or	lack	confidence.	However,	asking	is	the	only	way	to	get	what	you	want	in	any	situation.	I'm	not	good	at	asking	for	things	because	I	fear	rejection.	But	Noah	Kagan	thinks	that's	a	habit	you	can	break,	like	getting	used	to	tasting	bitter	coffee.	He	says	if	you	ask	enough	people,
eventually	it	won't	hurt	as	much	and	you'll	get	better	at	it.	That's	what	he	did	in	his	book	Million	Dollar	Weekend.	Noah	shares	this	exercise:	go	into	any	store	or	shop	and	ask	for	10%	off	something	simple,	without	making	a	fuss	about	it.	This	is	to	make	you	feel	uncomfortable,	but	don't	say	anything	else.	The	goal	of	the	exercise	is	so	that	you	can
learn	how	to	ask	for	what	you	want,	which	is	helpful	if	you're	trying	to	start	a	business	or	test	out	new	product	ideas.	The	idea	is	to	get	used	to	rejection	by	doing	this	simple	task	many	times.	Buy	Million	Dollar	Weekend	on	Amazon,	says	Marie	Forleo,	because	it's	"essential	reading"	that	will	help	you	build	confidence	and	make	starting	a	business	fun.
Even	Gary	Vaynerchuk	thinks	Noah	Kagan	is	great	and	has	put	in	the	hard	work	over	the	years.	Noah	Kagan	used	to	be	one	of	Mark	Zuckerberg's	employees	at	Facebook	when	he	was	just	24,	and	later	worked	at	Mint.com	too.	He	now	lives	in	Austin,	Texas.	I	had	always	dreamed	of	creating	something	truly	impactful,	and	when	I	got	0.1	percent	of
Facebook's	stock,	it	seemed	like	the	universe	had	smiled	upon	me,	making	my	life's	work	worth	about	$1	billion.	But	in	a	matter	of	seconds,	everything	changed.	Matt	Cohler,	an	early	friend	and	colleague,	called	me	a	liability,	a	word	that	still	haunts	me	to	this	day.	I	remember	partying	with	colleagues	at	Coachella	when	I	accidentally	leaked
Facebook's	plans	to	expand	beyond	college	students	to	a	prominent	tech	journalist.	At	the	time,	I	was	trying	to	self-promote	by	using	my	role	and	experiences	to	throw	startup	gatherings	and	write	blog	posts	on	my	personal	website.	But	as	the	company	grew,	the	talents	that	had	served	me	so	well	in	startup	chaos	became	liabilities	in	the	corporate
structure.	I	felt	like	I	was	fighting	for	my	place,	pleading	with	Matt	to	let	me	stay.	In	the	end,	it	took	just	20	minutes	to	make	the	decision,	and	I	spent	the	next	eight	months	wallowing	in	grief	on	a	friend's	couch,	trying	to	make	sense	of	what	had	happened.	It	was	a	defining	moment,	one	that	made	me	realize	that	being	part	of	a	group	of	super-nerds
who	were	changing	the	world	wasn't	necessarily	about	feeling	like	you	belonged.	Growing	up	in	California,	I	had	always	felt	like	an	outsider.	My	father	was	an	immigrant	from	Israel,	and	my	mom	worked	as	a	nurse	at	night	shift.	I	didn't	want	to	follow	in	their	footsteps.	But	despite	being	an	average	kid	in	a	competitive	Bay	Area	school,	I	caught	the
eye	of	some	of	the	tech	elite's	sons	and	daughters.	My	friends	went	on	to	work	at	Google	and	Lyft,	while	I	struggled	to	find	my	place.	Getting	into	Berkeley	was	a	struggle,	too.	I	had	to	sneak	in	through	the	side	door	because	another	freshman	dropped	out,	and	during	my	first	year,	I	was	placed	in	ESL	class	because	I	performed	poorly	on	English	tests.
It	was	a	humbling	experience	that	made	me	question	my	worthiness	of	success.	Looking	back,	it's	clear	that	my	early	career	was	filled	with	"almost	successes."	I	got	an	internship	at	Microsoft	but	failed	interviews,	had	a	job	offer	from	Google	rescinded	because	I	couldn't	do	long	division,	and	eventually,	Mark	Zuckerberg	fired	me.	But	despite	the
setbacks,	I	never	gave	up	on	myself.	I	still	feel	like	I	was	already	defeated,	like	everyone	around	me	had	it	together	while	I	was	struggling.	Those	feelings	resurface	sometimes,	but	even	then,	I	knew	I	had	something	special	-	the	ability	to	create	sparks.	My	gift	was	raw	and	untapped,	a	talent	that	needed	to	be	refined.	I	had	a	knack	for	finding	great
opportunities,	but	kept	failing	miserably.	Feeling	like	a	total	failure	after	being	let	go	from	Facebook	still	haunts	me.	Being	three	months	away	from	becoming	partially	vested	made	my	confidence	plummet.	Maybe	they	were	right?	They	were	the	ones	whispering	in	my	head	that	I	was	worthless	and	incompetent.	But	deep	down,	I	realized	that	I	needed
to	find	my	own	way	with	entrepreneurship.	Sharing	my	"failure"	with	others	became	a	turning	point	for	me.	It	even	turned	into	a	calling	card	-	"The	guy	who	got	fired	by	Facebook!"	People	loved	it,	and	my	fears	about	what	others	thought	of	me	were	utterly	misplaced.	Looking	back,	I	feel	liberated	from	the	fear	of	doing	things	on	my	own	terms.	I	was
no	longer	held	back	by	the	worry	of	being	rejected	or	failing	miserably	again.	It	freed	me	to	take	risks	and	experiment,	to	find	my	path	in	life.	I	started	anew,	tackling	every	business	opportunity	that	came	my	way,	daydreaming	about	scoring	big.	I	made	mistakes,	learned	fast,	and	lived	an	endless	experiment	of	launching	side	hustles,	website	ideas,
and	adventures.	Some	highlights	included	teaching	online	marketing	on	Jeju	Island,	consulting	for	startups,	and	setting	up	a	conference	business.	It	was	during	this	time	that	the	Million-Dollar	Weekend	formula	started	to	take	shape	-	not	just	for	starting	a	business,	but	for	creating	a	life	that	felt	free	and	fulfilling	through	entrepreneurship.	Each	day
was	a	new	experiment,	a	new	lesson	learned,	living	on	the	rush	of	possibility	until	one	day,	I	stumbled	upon	an	incredible	product	from	an	unknown	company.	The	company	was	initially	called	My	Mint,	but	its	founder	Aaron	Patzer	created	a	tool	that	blew	me	away.	As	someone	who	blogged	about	personal	finance	on	OkDork,	I	saw	huge	potential	in
Mint	and	wanted	to	be	its	director	of	marketing.	Despite	having	no	experience,	I	took	the	initiative	and	developed	a	marketing	plan	that	got	100,000	users	before	launch	and	1	million	six	months	later.	This	led	to	a	full-time	job	offer,	but	it	was	short-lived	as	Intuit	bought	Mint	for	$170	million	two	years	later.	Although	I	didn't	receive	a	payday	of	$1.7
million	(¯\_(ツ)_/¯),	the	math	showed	that	I	wouldn't	have	made	close	to	$2	million	if	I	had	stayed	in	middle	management.	Instead,	I	focused	on	creating	formulas	for	starting	businesses	through	Kickflip	and	Gambit,	which	generated	over	$15	million	in	revenue	despite	plummeting	later	due	to	external	factors.	My	experience	taught	me	the	importance
of	being	a	starter,	experimenter,	and	learner,	focusing	on	the	process	rather	than	measuring	myself	against	others	for	happiness	or	self-worth.	Starting	something	new	can	lead	to	unexpected	rewards	that	change	your	life.	The	first	step	is	to	take	action.	Introducing	the	"Dollar	Challenge":	ask	someone	you	trust	for	just	one	dollar	in	support	of	a	future
business	idea.	This	simple	act	sparks	entrepreneurship,	and	people	have	seen	thousands	of	lives	transformed	by	it.	In	return,	share	regular	updates	and	give	them	a	front-row	seat	to	the	process	of	building	a	business	from	scratch.	The	key	script	to	use	is:	"Hey	[first	name],	I'm	reading	this	book	Million	Dollar	Weekend,	and	they	said	I	need	to	get	$1
from	someone.	You're	the	first	person	I	thought	of,	and	it	would	mean	a	lot	to	have	your	support.	Can	you	send	me	$1	right	now?	[Your	name]"	This	small	act	can	be	intimidating	at	first	but	is	essential	for	growth.	As	Ralph	Waldo	Emerson	said,	"Do	the	thing	you	fear,	and	the	death	of	fear	is	certain."	Many	people	proudly	post	pictures	of	their	first
dollar,	symbolizing	a	new	era	in	entrepreneurship.	The	process	of	starting	something	new	is	not	just	about	learning	more;	it's	about	taking	action.	The	Magic	of	NOW,	Not	How	Habit,	refers	to	embracing	the	present	moment	and	taking	immediate	action	without	overthinking	it.	This	superpower	allows	you	to	start	many	things	without	getting	bogged
down	by	unnecessary	details.
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