
Amy Sardone, PhD

CE O ·  S P E E D  CL E A NI N G

OS U/ C CA P P  F e l l o w  ~2 0 1 9 -

2 0 2 3



≈5× Company growth
in twelve months.





T OD AY 1 0  Y E A RS  OU T



T H E  P R O B L E M

Monthly revenue 2 0 2 0  —  F e b  

2 0 2 6

Flat at ~$65,000 / month. For years.





T H E  A P P R O A C H

01 Form a hypothesis about the customer

02 Design the creative

03 Run the test

04 Measure the performance results

05 Iterate ↻ back to 01



T H E  R E S U L T —   O N E  Y E A R  A P A R T

F E B RU ARY  2 0 2 4

$61K
per month

5.1×

F E B RU ARY  2 0 2 5

$314K
per month

T h e  d i f f e r e n c e ?  A s k i n g  t h e  r i g h t  q u e s t i o n s .



T R A N S F E R A B L E  S K I L L S

1  CO M P L AI N T 5 , 0 0 0  OR DE RS



T R A N S F E R A B L E  S K I L L S



WHAT I’M CURRENTLY WORKING ON...

T R A N S F E R A B L E  S K I L L S  -  T H E  1 0 X  M I N D S E T

4,000
OR DE RS  /  M O NT H —  NO W

40,000
O R D E R S  /  M O N T H  —  I N  3 6  M ON T H S



Pebbles

Recurring commitments. Fit around the rocks.

Sand

Everything else. Fills the gaps — never the jar.

Rocks

Big, goal-moving work. In first.

Your calendar is your to-do list. Not your email.



W H A T  I ’ D  T E L L  M Y  P O S T D O C  S E L F
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