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Preface

It’s three in the morning. You’re knee-deep in the mud of a Veracruz pasture, 
flashlight clenched between your teeth, helping a Zebu calf into the world that 
came badly positioned. At that very hour, in an air-conditioned ofÏce, someone 
who has never smelled a barn scales a server for a hundred thousand users with 
two clicks, without breaking a sweat. Two worlds that seem never to touch. This 
book is about why the future belongs to whoever learns to live in both.

If that scene is yours —or soon will be— this letter is for you.

Dear colleague, whether you’re about to graduate or already in practice, here 
or on the other side of the world:

For years we have prepared you in classrooms to diagnose a sick animal, to 
assist a difÏcult birth, to calculate a ration, and to recognize the signs of a 
disease before the producer even notices them. You have learned physiology, 
nutrition, reproduction, animal health, and production. It is extraordinary, deep 
knowledge. But I want to ask you an uncomfortable question: what are you 
going to do with it?

The traditional answer —open a clinic, take a job at a slaughterhouse or a feed 
company, or serve the ranches in your region— is honorable and necessary. 
But there is another answer, one that almost no veterinary school still teaches 
you, and one that in the coming decade may mark the difference between being 
a well-paid technician and being an agent of global transformation: you can 
found an exponential startup.

I’m not talking about «starting a traditional business.» I’m talking about 
something radically different: deconstructing the problems of the field from 
their first biological principles and erecting defensive moats of data that no 
Silicon Valley programmer can ever copy. I’m talking about using your livestock 
knowledge as the raw material of a technology company. That is why, to write 
this manual, I joined my pasture boots with the mind of my co-author—and son
—PhD. Bernardo Cortina, who crossed the bridge from the laboratory to the 
deep technology company.
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Together, combining the atom of the field with the bit of artificial intelligence, 
we deliver this map to you.

And this is where I, Bernardo, take the floor.

In fact, this book was also born from my own need: I myself am in the process of 
creating my own One Person Company (OPC) in deep technology (deeptech). 
To have absolute clarity about the path to follow in my own projects, I took on 
the task of distilling the fundamental principles and the method of exponential 
startups directly from their protagonists —professional and non-professional 
founders who have already built successful exponential businesses— as well as 
from Y Combinator partners and various global investors. This compilation is 
not just a map for you, but the compass that I myself use every day.

My deep motivation for writing this book with my father goes far beyond 
veterinary medicine; it is a conviction about the direction of our species. I am 
convinced that humanity benefits enormously when professionals of practical 
knowledge acquire the tools to see with absolute clarity «how the world works» 
at the intersection of economics, science, and technology.

For generations, we have been educated to think linearly, adapting to the 
system and acting as mere cogs in someone else’s machine. But in the era of 
Artificial Intelligence, that intellectual submission is obsolete. Today, anyone 
with the right knowledge and sufÏcient determination can build a One Person 
Company (OPC). In this new paradigm, the business model is you yourself, 
your knowledge, and your ability to solve real problems. This manual is not just 
a technical guide; it is a training manual to forge the mindset of an architect 
orchestrator, not a cog.

When you learn to reason by first principles, you stop seeing limitations and 
start seeing architecture. Democratizing high-technology products and services 
in the agricultural sector means generating unlimited abundance where there 
is scarcity today. And by solving survival and food efÏciency at scale and auto-
matically, we free human beings to dedicate themselves to the most important 
matters of our evolutionary path. We are not here to survive like blind people 
with no path in the desperation of doing what we are told to do; we are here to 
design the system.
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This book is your invitation to stop being a passive actor in the value chain and 
become the architect of your own transformation. The opportunity is served. 
The question is whether you are ready to orchestrate it.

DVM and Lic. Sergio Armando 
Cortina Egea
Professor of Livestock Production Systems
FMVZ-UV

PhD. Bernardo José Cortina Ceba­
llos

Scientist and Tech Entrepreneur
Deep Tech / AI

Veracruz, Mexico, 2026.
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ce models for 3D reconstructions of astrophysical phenomena and quantum-
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-computing projects. Son of the veterinary teacher who signs these pages, 
Bernardo embodies the bridge this manual invites you to cross: the one that 
runs from scientific knowledge to the exponential company.

A professor who has trained veterinarians for nearly half a century 
and a scientist who became a technology entrepreneur. Father and son: 
together they are, in a single family, the formula this book proposes to 

you —master your field and turn it into a company with no ceiling.
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Introduction: The Roadmap

“The difference between a veterinarian who sells clinical services by the hour and 
an exponential founder is not in the amount of code they write, but in the map of 
systems they decide to inhabit.”

This book is not a theoretical business administration treatise or a programming 
manual. It is a tactical roadmap designed to address a historic urgency in the 
livestock sector: how to prevent your clinical and zootechnical knowledge from 
becoming a commodity in the era of artificial intelligence.

To achieve this, we will deconstruct the process of creating a One Person 
Company (OPC) or a small, high-performance founding team focused on 
AgTech and precision livestock farming. Before you enter the first chapter, we 
want to give you the coordinates of this journey and the tools you will use to 
complete it.

The Structure of the Book

The book is organized into three major blocks reflecting your own maturation 
as a founder across thirteen chapters:

• Part I: The Calibration and the Foundation (Chapters 1 and 2): Dedicated 
to breaking the linear inertia of credentialism and defining your domain asset.

• Part II: The Method, Station by Station (Chapters 3 to 9): Dedicated to 
understanding the Flywheel and the big picture, and detailing the six stations 
of the method (SEE, VALIDATE, BUILD, CAPTURE, SCALE, and HARVEST) 
as a tactical and interactive core.

• Part III: The Trench and the Flight (Chapters 10 to 13): Real cases analyzed 
with the method (the five Tomographies), the map of the livestock value 
geography, resolving objections, and the 72-hour launch plan for your first 
Monday morning.

6



The Calibration and the Foundation: Preparing the Ground

Before diving into the tactical methodology, the first part of the book focuses 
on breaking the linear inertia of your traditional career and defining the value 
engine of your future business:

• The Blue Ocean Mindset (Chapter 1): You will learn to escape the local 
commodity trap through first principles reasoning, designing your first 
Moonshot, and adopting the velocity of obsession in the clinic or the pasture.

• The Foundation: Your Asset and the Red Line (Chapter 2): You will 
identify what your true domain asset is (your «analog mud») and how to 
draw an unyielding red line against incremental self-employment.

The Method: The Big Picture and the Six Stations

The second part of the book describes the backbone of this manual: the holistic 
vision of the method and the six sequential stations to structure and automate 
your business:

• The Method and the Flywheel (Chapter 3): You will understand how the 
Exponential Flywheel works and how AI technology allows you to operate 
as an orchestrator of autonomous systems instead of a code programmer.

� Roadmap: The Stations of the Method (Chapters 4 to 9)

1. SEE (Find the Value Leak): You will learn to see the «mud» of 
your analog field, map invisible data flows (where health or biose-
curity data is worth more than the animal itself), and choose your 
narrow entry niche (Beachhead).

2. VALIDATE (The Facade and the Smoke): You will design a 
manual pilot test (Wizard of Oz) to charge for real-world results 
(such as weight gain or mortality reduction) before building any 
heavy software.
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3. BUILD (The AI­Native Engine): You will learn to structure your 
clinical judgment into dictionaries of operations and orchestrate 
agents in a closed loop (Closed Loop) with expert veterinarians 
remaining above the control loop.

4. CAPTURE (The Defensive Moat): You will learn to build entry 
barriers based on network effects (Metcalfe), proprietary data (such 
as VeNom clinical codes or SAVSNET), and the ultimate indestruc-
tible layer: human empathy.

5. SCALE (Capital Models): You will analyze computing finances 
and the balance between bootstrapping your company or raising 
venture capital (SAFE).

6. HARVEST (The Strategic Exit): You will plan your exit (M&A or 
strategic acquisition) by taking advantage of the narrow windows 
of the AI era before obsolescence.

The Trench and the Flight: From Diagnosis to Action

Once you have mastered the method of the six stations, the final part of the book 
will guide you to test your vision in the real world, anticipate the geopolitical 
future of your sector, and structure your exit plan:

• Cross­Tomographies (Chapter 10): We will analyze under a microscope 
five real-world cases of AgTech and precision livestock startups, deconstruc-
ting their moats, their growth engines, and their scaling strategies.

• The Map of the Territory (Chapter 11): We will map the global geography 
of value in the AI era applied to the veterinary and livestock sector, identif-
ying where wealth will be created and where traditional employment will 
evaporate.

• Honest Objections Answered (Chapter 12): We will respond to the twelve 
most common and paralyzing doubts and objections that every veterinarian 
or field professional raises when trying to innovate.

• The Call: Your First Move (Chapter 13): The takeoff point. A structured 
72-hour action plan for you to take your first real step next Monday morning.
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The Pedagogical Toolbox

Throughout the text, you will find visual aids designed to help you digest 
difÏcult concepts and apply them immediately. When you see them, this is what 
they mean:

• From the clinic to the code (box #consultoriobox): Boxes that translate 
technical or business jargon (like APIs, term sheets, or tokens) into clinical 
and livestock analogies in your everyday language.

• Common confusion (box #confusionbox): Critical warnings about the 
most recurrent mistakes professionals make when trying to automate pro-
cesses.

• Example in Mexico (box #mexicobox): Container for local data specific to 
the region. If you are in another country, translate it to your own legal, tax, 
and production environment.

• Action Laboratory (box #laboratoriosbox): The most important resource. 
At the end of each chapter, there is a series of mandatory practical exercises. 
Our golden rule is simple: you cannot move on to the next chapter if 
you have not completed the activities in this laboratory.

The Classroom as an Incubator (For Teachers and Students)

If you are a student, this manual is the guide to prevent your school project 
or thesis from gathering dust in the library, and instead start billing in the real 
market. If you are a teacher, this book includes a curricular adaptation guide 
designed to transform your classroom into a validation lab for science-based 
startups. At the end of the book, we detail how to make the most of it in the 
classroom, and the 16-week modular course lives at serieemprendedor.com/
recursos.

The Interactive Platform: Web Simulators

This book does not end on paper. It is closely connected to our web platform 
at serieemprendedor.com, where you will find dynamic and interactive tools 
designed to put theory into practice in real time. Among other resources that 
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we will be developing and constantly updating, you will be able to access 
interactive simulators to project your capital structure (equity) and model 
exit scenarios (exit and strategic acquisition), allowing you to play with real 
numbers before making strategic decisions.

✓ This book is a living document: let's improve it together

No manual is born perfect, least of all one that speaks of a world —
AI, markets, the technology of the field— that changes every season. 
That’s why this is a living document: we refine it with you, edition 
after edition.

It helps us —a great deal— if you let us know about three things. 
One: errors. A fact, a figure, a citation, or a typo that slipped past us; 
we’d a thousand times rather you correct us than let a wrong number 
through. Two: what wasn’t clear. If an explanation was hard for you, 
it probably was for another reader too, and knowing it tells us what 
to rewrite. Three: examples from your own country, species, or 
corner of the profession. This book has Mexican roots but global 
reach; every case you share with us —from your clinic, your lab, your 
hive, your herd— makes it more useful for whoever comes after you.

We read it all, correct what needs correcting, and add it to the next 
version; we keep a living errata and, if you wish, your name goes in 
the acknowledgments. Write to us at hola@serieemprendedor.com 
with the subject “Improvements to the book”. Thank you for building 
this, too, with us.

And you don’t walk it alone. Building need not mean doing it in solitude. 
Behind this book there is a community —the Founder’s Circle— where vete-
rinarians, biologists, agronomists, and computer scientists meet, share what 
they’re building and, when the pieces fit, form a team. Whether you have 
a partner or not, there are peers there who give you honest criticism and 
company so you don’t abandon the attempt. We’ll be waiting for you at 
serieemprendedor.com/comunidad.
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And one last thing before we begin: this book isn’t read, it’s used. Treat it as 
your field manual, not as an exam text —underline it, argue with it and, above 
all, do the exercises with a real project of your own—. Our goal is not for you 
to finish it: it’s for you to build. If a single idea in these pages pushes you to 
take the first step —validating a hunch, charging for what you know, daring to 
do more— the book will have done its part. The rest is on you. Let’s begin.
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Part I: The Calibration 
and the Foundation







1 The Blue Ocean Mindset (The Mindset)

PA R T  I  ·  T H E  C A L I B R AT I O N  A N D  T H E  F O U N D AT I O N

“The field belongs to the one who sweats it, not the one who codes it.”
— the old paradigm that this chapter proposes to tear down

☐ Objectives: From this chapter

Founder’s Journey: [■ The Calibration] ── [□ The Method] ── [□ 
The Trench] ── [□ The Flight]

• Design an exponential Moonshot (10x versus 10%) in the livestock 
and veterinary sector by combining the convergence of atoms and 
bits.

• Understand First Principles Reasoning applied to complex problems 
in the field and veterinary medicine (deconstruction and path de-
pendency).

• Clearly distinguish an exponential startup from a traditional linear 
SMB.

• Use artificial intelligence by breaking its sycophancy through skep-
tical audit prompts.

• Incorporate the daily ritual of the Time Orchestrator to materialize 
the future in the present of our clinics and pastures.

• Avoid blackboard paralysis and the fog of ideas by prioritizing rapid 
execution.

• Overcome the formal credentials trap through the velocity of obses-
sion.

• Design viability bridges (Present Reality Bridge) by evaluating the 
maturity of current rural infrastructure.

• Recognize the non-negotiable rules of Burning the Ships and Global 
Thinking from Day 1.
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On a campus of the Universidad Veracruzana, a veterinarian decided that his 
domain wasn’t cattle: it was bees. Dr. Sóstenes Rodríguez Dehaibes —a professor 
at the same faculty where this book was born— turned his knowledge of bee 
health into a business, built a bee laboratory, and today presides over the 
national association of veterinarians specializing in bees.1 No one gave him 
permission to choose his species. He chose it.

I’m telling you this on the first page for a reason. Maybe your domain 
isn’t cattle: maybe it’s the small-animal clinic, the diagnostic lab, aquaculture, 
equines, wildlife, or a drug that only you know how to formulate. It makes 
absolutely no difference. This book isn’t about cows: it’s about turning what 
you already know —of whatever species and field— into a business that grows. 
Tropical livestock will be our worked-through example, because that’s where 
the waste of value is plain to the naked eye; but the method is yours, wherever 
you apply it.

And the promise of this chapter, in one sentence: today the ceiling on what 
you can build is not money or technology —it’s your creativity and your 
business vision.

But before tracing a single line of code or registering a brand, we must unders-
tand an uncomfortable truth: in the early stages of a startup—and absolutely in a 
One Person Company—you are the business model. Your company is not an 
abstract entity with ofÏces and employees; it is a direct extension of your mind, 
your biases, and your habits. If your thoughts are miscalibrated, your business 
model will be born crooked.

Therefore, the most difÏcult and urgent step is not technical, but mental: chan-
ging your «chip» completely. Moving from the mindset of the self-employed 
professional who sells time by the hour to that of the orchestrator who designs 
systems of value. Taking the time to make this transition and auditing the way 
you view money and work is vital. It is never too late to reset your mindset, 
but it is always the most important step: without this prior calibration, any 
technological tool you implement will only automate your inefÏciency.

And yet, any student or professional who integrates the mindset distilled here 
into their very DNA will have the potential to make structurally profound 

1Asociación Nacional de Médicos Veterinarios Especialistas en Abejas (ANMVEA), 
anmvea.org.mx; academic profile of Dr. Rodríguez Dehaibes at uv.mx/personal/sorodriguez.
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transformations in humanity. So do not be afraid, do not hesitate, and do not 
even blink: believe that you can do it and start your journey today toward the 
greatest adventure of your life.

1.1 From «Word Cell» to System Orchestrator: The Startup 
as an Infinite Algorithmic Loop (Wang, Huang & Dean)

In the 20th-century traditional livestock paradigm, the market rewarded pro-
fessionals operating as manual automatons: veterinarians or animal scientists 
whose value depended on walking ranches on foot, taking manual clinical notes 
in field notebooks, writing paper prescriptions, and charging hourly rates for 
physical presence in the pasture or surgery room.

Tech leaders like Alexandr Wang (Scale AI / Meta), Jensen Huang (NVIDIA), 
and Jeff Dean (Google) agree that this execution model has collapsed. In the era 
of frontier AI, technical writing, record keeping, and standard clinical reasoning 
are becoming abundant commodities at near-zero marginal cost. Continuing 
to sell manual biological hours is no longer a sustainable strategy: it is a gradual 
extinction trap.

★ Insight: The AI­Native Definition of a Livestock Startup

An exponential AgTech startup is not a farm supply distributor with a 
modern logo nor a traditional veterinary consultancy. It is an Infinite 
Algorithmic Loop of Producer Satisfaction that converts livestock 
compute and barnyard mud into biological certainty and profitability 
without depending on the veterinarian’s constant physical presence 
in the trench.

1.1.1 The Livestock Mecha-Goliath & The Real Bottleneck

Many field professionals hesitate to build startups because they feel a solo 
practitioner or a 3-person team cannot compete with pharmaceutical multi-
nationals, livestock integrators, or heavy consulting firms. Alexandr Wang 
demystifies this inferiority through the concept of the Mecha­Goliath: a solo 
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veterinarian or a 3-person team of system orchestrators, armed with agentic 
micro-loop swarms, attacks market incumbents head-on because they operate 
with a health monitoring speed and analytical precision far superior to 500-
-employee organizations shackled by «corporate immunology.»

As Huang and Dean emphasize, when agentic capacity becomes virtually free, 
the truly scarce resource in the agricultural sector is your vision, your 
ambition, and your internal compass. If AI has already solved «how to 
build it?», the sole existential responsibility of the veterinarian is to define 
«what is the massive sanitary, nutritional, or biological problem I dare 
to solve?».

1.1.2 Linear Bias and the Math of Exponentiality (Paul Graham & Y 
Combinator)

Paul Graham demystifies the major cognitive bias of field professionals: the 
belief that scaling an AgTech project or building a high-value startup requires 
resorting to fraud or cheating2. The human brain thinks linearly: a traditional 
veterinarian assumes that doubling their revenue requires servicing twice as 
many ranches or working 16 hours a day in the pasture.

The reality of exponential startups is governed by the math of compound 
growth rate. If a trench AgTech startup achieves a monthly growth rate of 15% 
(a gold standard validated by Y Combinator across over 6,500 companies), the 
math after 5 years (60 months) is staggering:1.1560 ≈ 4, 384 (1)
An AgTech startup starting with $10, 000 a month in livestock subscription 
revenues, growing at 15% compounded monthly, will generate over $44 million 
a month by year five. There is no cheating or manipulation: there is tactical 
engineering empathy converting happy producers into organic evangelists 
of the system.

★ Insight: The Paradox of 'Ridiculous' Ideas (Graham)

2Graham, P. (2026). How to Earn a Billion Dollars. Oxford Union Keynote Address / Y 
Combinator Research.
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Graham warns that searching for «good AgTech startup ideas» from a 
desk activates a conservative filter that rejects the best opportunities 
because they sound absurd at first. Monitoring cattle with virtual 
fencing sounded like an unsustainable craze; cell-cultivated meat in 
bioreactors sounded like science fiction. Transformative agricultural 
innovations are born when a veterinarian obsessively solves a real 
frustration that they and their producers suffer in the pasture.

1.1.3 The Audacity of the Misunderstood Founder: Standing Firm 
Against the 99% and the OpenAI Lesson (Altman)

Sam Altman (CEO of OpenAI and former President of Y Combinator) formulates 
an existential lesson on the psychology of innovation: avoiding the trap of 
majority cynicism and embracing radical earnestness3. In the early stages of 
an exponential project, the crowd—including traditional colleagues, academic 
mentors, and social media commentators—will react with skepticism, sarcasm, 
or disdain. Cynicism is cheap and morally bankrupt; it has never built a single 
company or solved a single real-world problem.

Altman lived this firsthand when founding OpenAI to pursue Artificial General 
Intelligence (AGI). In the early years, 99% of the tech and academic ecosystem 
mocked the goal, calling it an absurd fantasy or a waste of capital. Traditional 
venture funds refused to invest, and status-quo experts insisted it was impos-
sible. Far from being demoralized, the team stood firm in the trench, guided by 
an unshakeable conviction in first principles. Years later, the very crowd that 
called them crazy had to witness the creation of the most disruptive technolo-
gical infrastructure of the century.

The lesson for the orchestrating veterinarian or animal scientist is decisive: 
having 99% of people tell you that you are wrong or crazy is not a sign 
of failure; it is empirical proof that you are the very first to build there 
from the future. The crowd always judges tomorrow using the obsolete lens of 
yesterday. If your sanitary, biotechnical, or agentic vision is firmly grounded in 
physics and biology, do not seek consensus or get demoralized by surrounding 

3Altman, S. (2026). Never a Better Time to Do a Startup. Y Combinator Keynote Address.
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noise. Standing firm while the crowd doubts is precisely the price of admission 
to building an indestructible competitive advantage.

1.1.4 Radical Integrity and Unlearning without Ego (Jensen Huang & 
Sega)

Jensen Huang (CEO of NVIDIA) illustrates two of the greatest virtues of 
mental calibration when facing crisis4. In 1995, NVIDIA’s initial 3D graphics 
architecture failed and the company faced bankruptcy. Instead of masking the 
failure, Huang flew to Japan and confessed face-to-face to Sega’s CEO that their 
technology was unviable, recommending that Sega sign with their competitor. 
In the same meeting, he revealed that if Sega did not release the remaining 
$5 million from their development contract, NVIDIA would go bankrupt. Sega 
injected the capital not out of charity, but because Huang’s radical integrity 
eliminated the risk of working with a vendor that hides bad news.

Furthermore, when the industry shifted to the OpenGL standard, no one on his 
team knew how to program it. Huang bought three physical textbooks at a dis-
count electronics store (Fry’s Electronics) and forced his engineers to unlearn 
months of code. The lesson for the orchestrating veterinarian is powerful: your 
survival depends not on the technology you started with, but on your speed to 
scrap your own creation and embrace the truth when the market shifts.

1.2 The Moonshot Rule against Local Commodity

1.2.1 Beyond Software: The Convergence of Atoms and Bits in Vete-
rinary and Animal Science

It is common to fall into the error of believing that a Moonshot can only be 
digital: an app to register cows or an AI bot that answers pet questions. But the 
true disruptive potential of this era does not reside in isolated software, but in 
the convergence of the physical world (atoms) and the digital world (bits). Arti-
ficial intelligence and advanced computing are the brain, but physics, biology, 
and chemistry are the body where ideas materialize to transform reality.

4Huang, J. (2026). The Mindset of Building NVIDIA. Y Combinator Keynote Address.
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An entrepreneurial veterinarian or zootechnician must not limit themselves to 
digitalizing spreadsheets on a screen; they must dare to bring their ideas into 
physical practice through inventions that change the game in animal health and 
production:
• Computing and biocompatible sensors: Develop intelligent ruminal bo-

luses or subcutaneous patches that monitor biomarkers, pH, and methane 
emissions in real time using miniature quantum optical sensors.

• Synthetic biology and precision veterinary medicine: Design recombi-
nant genomes to produce customized vaccines that protect entire herds 
against emerging pathogens in a matter of hours, or modified feed yeasts that 
naturally inhibit methanogenesis in the rumen.

• Field robotics and automation: Develop autonomous herding drones 
guided by AI and dynamic virtual fences that optimize rotational grazing 
without the need for wooden posts, or robotic milking systems that analyze 
subclinical mastitis through in situ mass spectrometry.

The definitive moat and the blue ocean are found when you manage to shield a 
physical invention with a digital engine that optimizes its behavior and scale. 
The initial cost and administrative risk of these projects are identical to starting 
a traditional veterinary clinic; the difference is that the limit of your impact 
ceases to be your local geography and becomes the laws of physics and biology.

1.2.2 What if You Feel You Don’t Have the Technical Capability?

It is completely normal to feel dizzy when faced with these examples. You might 
think: «I’m not a molecular biologist, an AI programmer, or a robotics engineer; 
I’m just a veterinarian or animal scientist. How am I going to create a Moonshot 
like this?»

The answer is that you don’t need to be the builder of every sensor or the 
programmer of every line of code. What you do have—which pure software 
engineers often lack—is field knowledge, clinical empathy, and a deep obsession 
with the real problem in the pasture or operating room. Your value is not in 
soldering microchips, but in conceptualizing the solution from the biological 
friction you experience every day.

1.2.2.1 The Cognitive Ramp: From Clinical Algorithm to Operations Dictio-
nary
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To remove initial intimidation, you must understand that you don’t need to 
learn a complex programming language syntax like Python or C++ to direct a 
generative AI. Your veterinary or animal science mind already operates through 
conditional biological algorithms: logical sequences of diagnosis, triage, and 
treatment that you unconsciously apply in the field or clinic every day.

⤷ From the clinic to the code — Step 1A: The Intern / Field 
Technician Exercise (100% Natural Language)

Before writing a single line of code or Markdown syntax (IF... 
THEN...), perform this mental exercise: How would you explain the 
diagnostic or diversion rule to an intern or barn technician on 
their first day?

Write it in clear plain English, without brackets or variables. For 
example: «Hey intern: perform the paddle or CMT test on this cow. If 
the milk forms a dense gel and it is a first-lactation heifer, apply an 
intramammary infusion, divert the milk from the bulk tank for 72 hours, 
and log it in the health journal».

Intern Instruction (Human Natu­
ral Language)

Equivalent Variable (Operations 
Dictionary)

«If milk forms dense gel and it’s a 1st-
-lactation heifer…»

IF viscosity == "gel" AND 
lactations == 1

«Apply intramammary infusion…» THEN action 
= "intramammary_treatment"

«Divert milk from bulk tank for 72 
hours…»

retention_period_hours = 72; 
diversion = TRUE

«Log in health journal…» journal_log = TRUE

Table 1: Visual Translation Matrix between Clinical Language and Agentic Syntax.

⤷ From the clinic to the code — Step 1B: Final Syntax in the 
Operations Dictionary
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Once you visualize that your medical mind already thinks in condi-
tionals, wrapping your criteria in the dialect AI understands becomes 
automatic:

1 # Rule 102: Subclinical Mastitis Protocol markdown
2 IF viscosity == "gel" AND lactations == 1
3 THEN:
4   - action = "intramammary_treatment"
5   - retention_period_hours = 72
6   - tank_diversion = TRUE

⤷ From the clinic to the code — Tactical Example: The Subclini­
cal Mastitis Clinical Algorithm (California Mastitis Test / CMT)

Imagine drawing on a field notepad the conditional process you 
execute during a California Mastitis Test in a dairy herd:

1. Initial Action (Data Input): Mix 2 ml of milk from each quarter 
with 2 ml of bromocresol reagent in the paddle. Observe viscosity.

2. Rule 1 (Happy Path / Negative): If milk remains liquid (Negative 
Result / < 200,000 somatic cells per ml) → Action: Continue normal 
milking routine. Zero tank diversion.

3. Rule 2 (Chronic Cull Exception): If mixture forms dense gel 
(Positive Result Grade 3 / > 1,500,000 cells) AND cow is in 3rd+ 
lactation with history of two prior failed treatments → Action: 
Segregate animal, mark affected quarter for permanent dry-off and 
commercial culling. Zero spend on second-generation antibiotics.

4. Rule 3 (Acute Treatment Exception): If mixture forms dense gel 
AND animal is a young 1st-lactation heifer with no prior history → Action: Apply cephalosporin intramammary infusion, record 
in closed-loop health log, and divert milk from commercial tank for 
a strict 72-hour withholding period.
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The following table illustrates how this hand-drawn flowchart using your 
everyday vocabulary translates line-by-line into the formal Operations Dic­
tionary that feeds the AI:

Analog Clinical Logic (Paper 
& Pencil)

Operations Dictionary Translation 
(Markdown / AI)

Liquid mixture of milk and 
reagent on paddle.

RULE_01: IF viscosity == "liquid" 
THEN status = "negative"; diversion 
= FALSE.

Dense gel in old cow 3rd+ lacta-
tion with history.

RULE_02: IF viscosity == 
"gel" AND lactations >= 3 
AND mastitis_history == TRUE 
THEN action = "segregate_cull"; 
diversion = TRUE.

Dense gel in 1st lactation heifer. RULE_03: IF viscosity == "gel" 
AND lactations == 1 THEN 
action = "intramammary_treatment"; 
withholding_hours = 72; diversion 
= TRUE.

★ Golden Rule: The 'Drop the Pencil' Rule (Criteria to Engage 
the AI)

To avoid falling into analog perfectionism or analysis paralysis on 
paper, enforce a strict operational limit: drop the pencil the exact 
moment your flowchart closes its first basic loop (the negative 
happy path and primary exception rule).

Do not try to map all 50 physiological variations or rare breed excep-
tions on paper. As soon as you have that 3-rule skeleton, open your 
AI platform (ChatGPT, Claude, or DeepSeek) and submit the structure 
with this prompt: «Act as a skeptical bovine udder health epidemiologist. 
Evaluate the robustness of this initial milk diversion Operations Dictio-
nary; identify data gaps, logical contradictions, and clinical exceptions I 
have overlooked.»
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That first imperfect interaction acts as your cognitive compiler: 
demystifying technology and unlocking your true obsession velocity.

Once you have mapped out the logical solution based on first principles and 
demystified the process through this cognitive compiler, you can:
1. Iterate and validate it with experts: Becoming the orchestrator of the 

project, speaking their basic language and directing their engineering skills 
toward your biological vision.

2. Iterate it with artificial intelligence: Current AIs are instant prototyping 
laboratories. However, you must be careful: the worst quality of current 
language models is their compliance (sycophancy). By default, AIs will try to 
agree with you, praise your mediocre ideas, and validate unfeasible designs 
just to please you. To break this loop of compliance, you must design 
well-thought-out prompts that force them to act as your most destructive 
auditors (e.g., «Act as a skeptical pathologist and immunologist and destroy 
step-by-step the viability of this biocompatible sensor; find all the physiological 
limits and immunological bottlenecks I have overlooked»).

This ability for rapid assimilation and obsession with the problem—even 
without formal credentials in that area—is the engine behind major modern 
milestones. Later in this chapter we will analyze the example of Blake Scholl, an 
ad programmer with no aeronautical background who absorbed turbine litera-
ture and physics in months, orchestrated elite aerospace engineers, and today 
leads the rebirth of commercial supersonic aviation with Boom Supersonic.

And to design a Moonshot of this caliber, it is impossible to think by analogy 
copying what others do. We must resort to science’s most powerful thinking 
tool: first principles reasoning.

1.3 First Principles Reasoning

1.3.1 The First Principles Lesson from Squirrel AI

The need to adopt reasoning from first principles is not a theoretical exercise. 
The best tactical example of how to deconstruct an archaic model comes from 

27



the adaptive learning platform Squirrel AI (developed alongside Carnegie 
Mellon scientists like Tom Mitchell).

For over two centuries, education operated under a monolithic linear system: 
one teacher facing 40 students lecturing on broad topics (e.g., «Fractions»). 
If a student fails a specific sub-operation, the traditional exam only records a 
generic bad grade, leaving an invisible crack in their foundation.

Squirrel AI broke this paradigm using first principles: they understood that 
learning is not a monolithic block, but a graph of autonomous concepts. 
They deconstructed the school curriculum into «nanometer­scale micro­
­concepts». While a standard textbook divides middle-school math into 300 
broad topics, Squirrel AI’s engine deconstructed it into over 30,000 individual 
micro­concepts.

When a student takes a 10-minute diagnostic, the algorithm maps their Know­
ledge Graph in real time. If they fail an answer, the system backtracks through 
the graph to locate the exact micro-crack (e.g., an unassimilated 3rd-grade 
concept in an 8th grader) and surgically patches it with a 5-minute focused 
video, achieving 90% higher efÏciency than conventional classrooms at zero 
marginal cost.

⤷ From the clinic to the code — Pedagogical Deconstruction vs. 
Livestock Management Deconstruction

Notice the tactical elegance of this example: Squirrel AI did not try 
to «digitize the teacher» by putting classes on Zoom; they decons­
tructed the educational problem down to its knowledge atoms.

You must do the exact same thing in livestock and veterinary medici-
ne: instead of trying to digitize your practice by sending prescriptions 
on WhatsApp or putting RFID tags on cows without changing the 
logic, deconstruct your practice (whether bovine nutrition, estrus 
detection, or epidemiology protocols) into algorithmic micro­ope­
rations inside your Operations Dictionary.

1.3.2 Collapsing the Future: How to Invent Today What Would Take 
100 Years to Arrive

28



The vast majority of current livestock and veterinary practices are not designed 
under criteria of pure efÏciency; they are structured on path dependency and 
historical accidents. The way of applying injectable treatments to cattle or 
collecting samples still relies on the same plunger syringe designed in the 
19th century, only now it is made of disposable plastic and registered in cloud 
software. Livestock transport logistics and handling chutes today inherited 
their physical dimensions from the size of 18th-century carts and rustic corrals, 
limiting efÏciency and animal welfare under obsolete standards.

When a veterinarian undertakes by analogy, all they do is slightly digitalize an 
archaic system. They try to optimize a rustic corral by putting RFID readers 
on cows.

First principles reasoning is a time machine. It allows you to skip decades of 
incremental and inefÏcient optimization and build the end point of that evolu-
tion today. The process consists of asking two relentless questions:
1. What are the immutable physical and biological limits of the problem? (The 

laws of immunology, rumen thermodynamics, gravity, mathematics, and the 
cost of raw materials in their purest state).

2. If no historical precedent existed for how this is solved, and we had to solve it 
today using the technology available at this instant, how would we build it?

By doing this, you collapse the future. When you deconstruct the problem down 
to its atoms and cells, you stop being a follower of tradition. You become a 
creator of territory, delivering today the solution that the competition, out of 
pure analog inertia, will take generations to conceive.

1.3.3 The Time Orchestrator Ritual: Breaking Automated Myopia

There is a deadly risk in the daily routine of a practitioner or student: slipping 
into an automated existence. The 9-to-5 operational work, clinic or ranch 
bureaucracy, university deadlines, and immediate clinical demands create a 
tunnel vision illusion. We are trained to survive Tuesday’s shift, not to design 
the next century of animal health. The human mind, shaped by millennia of 
linear thinking and immediate survival, becomes accustomed to operating with 
a veil over its eyes: assuming traditional practices are the only ones possible 
and that the productive environment is unchangeable.
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Therefore, the Time Orchestrator ritual is not an esoteric exercise or a 
contemplative meditation. It is a neurocognitive survival necessity. It is the 
implacable discipline of voluntarily decoupling the mind from immediate noise 
to simply be able to see clearly again.

To build projects capable of confronting the existential threats that loom over 
humanity today —from the collapse of global food security and antimicrobial 
resistance to ecosystem degradation— the founder cannot think from the mud 
of daily routine. They must deliberately break away from their immediate 
environment, snap out of the automated trance, and step into their own time 
tunnel.

This ritual requires isolating ourselves from present noise and mentally trans-
porting ourselves into the future. In that decoupled plane, we observe how the 
system operates once the problem has already been solved: how physics, animal 
biology, and compute operate at maximum efÏciency, how animal health self-
-regulates, and how friction has vanished.

Only by tearing away the daily veil do we achieve the receptivity required to 
absorb that vision with total clarity. And after that future bath, the founder 
returns to the physical realm —to this reality of muddy pastures, noisy clinics, 
and bureaucratic friction— not as a dreamer, but as an artisan who already holds 
the master blueprint and sets out to build it in the present, block by block, line 
of code by line of code.

1.3.4 From Discipline to Code: First Principles vs. Analogy in Parasite 
Control

Analogy thinking in the control of ectoparasites in livestock looks like this: the 
traditional rancher buys the trendy acaricide brand, bathes all their cattle every 
21 days in an indiscriminate manner, and writes down the dates in a notebook 
or mobile app. The result is extreme chemical resistance, milk contamination, 
and environmental soil degradation.

1.3.4.1 The first level: Digital optimization (Advanced analogy)

A first level of reasoning disarms the economic inefÏciency of massive chemical 
application. Instead of bathing the entire herd equally, design a computer vision 
system at the water trough that counts the ticks on each animal in real time 
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and activates a selective gate to divert only the cows that exceed the established 
biological threshold, automatically dosing a localized micro-dose. It is an outs-
tanding business idea, viable today, which can generate millions of dollars in 
the short term. However, it is not the core of the matter: it still depends on 
chemical compounds and the physical infestation of the animal.

1.3.4.2 The generational level: The collapse of pest control in 100 years

When the entrepreneur who thinks in deep first principles arrives, they decons-
truct the problem at a physical and biological level: they ask what parasite 
control is in its purest form. It is preventing the parasite from acting as a disease 
vector and draining the host’s homeostasis (energy and nutrients). And how 
does nature solve this? It does not spray chemical poison; it creates symbiotic 
adaptations and defenses autoinmunes.

For this entrepreneur, immunity is no longer injected, it self-assembles geneti-
cally. They design modified symbiotic bacteria that naturally inhabit the cattle’s 
skin and secrete specific repellent peptides or neutralizing antibodies that 
prevent the parasite from being able to feed on the animal’s blood, cutting 
the cycle without a single contaminating chemical molecule. You design from 
molecular biology and microbial ecology.

★ Horizon Vision · Beyond the concept of immunity (Century 
Horizon)

And yet, this biological level is not final either. The notion of «pest» or 
«host» assumes that there are two species in destructive competition. 
In a distant future, herd ecology will be designed as a unified holobiont 
superorganism, where cellular information flows and genetic regula-
tion will be coordinated in real time. The host-parasite relationship 
is rewritten as a symbiosis neutralized by information flows, making 
the need to eradicate pests through poisons as archaic as medieval 
medical bloodletting.

1.3.5 Landing in the Present: The Tension of Takeoff
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All this vision of tomorrow and of ultimate technological frontiers can leave us 
with a sense of disconnection. It is tempting to get lost in the mental design of 
science fiction solutions. But in order for your Moonshot to become a reality and 
not just an academic fantasy, you must perform a crucial exercise of pragma-
tism: land abruptly in the present and measure the resistance of today’s reality.

The work of the founder in the livestock sector is not just dreaming about the 
ranch of the future; it is evaluating with precision how prepared the physical, 
regulatory, cultural, and technological infrastructure of rural areas is today. You 
must ask yourself: What are the real frictions of the market and the field today? 
How much can I stretch existing capabilities (such as the lack of connectivity 
in the pasture or the distrust of the traditional producer) without the system 
collapsing? and How can I sow the foundations today that prepare the ground 
for the takeoff of my tomorrow’s solution?

Building tomorrow requires creating bridges that people in the present can 
cross. If you try to sell a self-constructible recombinant vaccine based on in situ 
gene editing to a producer who is still struggling to keep their herd alive due to 
a lack of basic forage, you will fail due to asynchrony. The key lies in designing 
a solution that resolves today’s immediate pain (for example, optimizing feed 
inventory through simple AI), but whose architecture is structured to expand 
organically as technology and culture mature. And to prepare that ground and 
adapt to this time lag, you need an absurd speed of knowledge assimilation and 
an absolute disregard for traditional academic times.

1.3.6 Regulation as the «Gravity» of the Physical World and Biotech 
Jurisdictional Arbitrage

There is a recurring rookie mistake among founders applying first principles 
reasoning to deep-tech problems (such as genetic modification of bacteria or 
sustained-release patches): treating biology and the market as if they were 
software code on an isolated server. They implicitly assume that if the molecular 
sequence works in the AI simulator and the mathematical model is flawless, the 
product simply compiles and deploys into the pasture the next day.

The blunt reality is that deploying living organisms or biotechnological 
molecules into open ecosystems collides head-on with immense bureaucratic, 
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biosecurity, and customs friction. However, ignoring or postponing this friction 
to the «end of the project» is fatal.

⤷ From the clinic to the code — Regulation is Not a Punish­
ment: It is the System's 'Gravity'

Think about rocket design. Earth’s gravity is not an unfair punishment 
by nature meant to ruin the aerospace engineer’s dreams; it is the 
fundamental physical law that dictates engine wall thickness, fuel 
tank pressure, and the exact angle of atmospheric reentry. Gravity 
shapes the rocket.

For the veterinary or biotech founder, the regulatory framework 
(SENACICA, FDA, EPA, or international health standards) is the 
exact equivalent of physical gravity. If you design a biosensor or 
recombinant organism ignoring sanitary law, you aren’t doing applied 
innovation: you are writing speculative science fiction. Integrating 
legal friction from day one does not stifle exponential thinking: it 
anchors it to reality and forces you to design a product capable of 
surviving violent contact with the physical market.

1.3.6.1 Velocity of Obsession Applied to Legal Code

Just as a founder becomes obsessed with learning ruminal thermodynamics or 
AI agent syntax, they must apply the same velocity of obsession to decons­
tructing the regulatory framework:

1. AI Regulation Auditing: Use language models to map sanitary regulations 
in your home country and target markets. Supply biosecurity manuals to the 
AI and instruct it to identify bottlenecks, pilot test exemption windows, and 
legal grey areas before writing the first line of biological code.

2. Biotech Jurisdictional Arbitrage: Do not allow bureaucratic slowness in 
your local province to stall your innovation cycle. A modern founder utilizes 
jurisdictional arbitrage:
• Design the molecular model, agentic architecture, and intellectual pro-

perty from your personal computer in your home country under a 
protected corporate structure.
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• Instead of waiting 5 years for local health authorities to approve an 
open-field trial, deliberately seek out agricultural testing free zones 
or innovation-friendly countries (with accelerated regulatory pathways 
across Latin America, Africa, or Oceania) to validate the solution on real 
ranches.

• Prove clinical efÏcacy and biosecurity thousands of miles away, securing 
real field traction and shielded IP while local competitors remain stuck 
waiting for counter permits.

Deconstructing the law with the same obsession as biology transforms the ve-
terinarian from a simple clinician into an Integral Innovation Orchestrator: 
capable of aligning physics, code, animal physiology, and the global regulatory 
web to transform the real world.

1.4 Burning the Ships

Part-time entrepreneurship is a comforting but lethal illusion. The «zombie» 
mode—keeping your full-time corporate job or traditional clinic while trying 
to found an exponential startup in your spare time—destroys the velocity of 
obsession needed to survive.

Imagine an airplane on the runway. If the pilot decides to accelerate only at 
50% capacity to «mitigate risks» or save fuel, the plane will never reach takeoff 
speed. It will simply run out of runway and crash into the fence at the end. The 
escape velocity of a startup demands 100% of your energy and focus. You must 
burn the ships to eliminate any option of retreat and force your brain to find 
the way out.

1.4.1 The Twilight Phase and Financial Ruminal Weaning

Although system physics requires burning ships to free 100% of the founder’s 
cognitive bandwidth, blind absolutism in abandoning all revenue sources from 
day zero can be suicidal. Demanding immediate resignation without reserves 
induces financial panic that paralyzes strategic thinking.
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To resolve this conflict, we introduce the Twilight Phase: a strict, calenda-
rized transition period of maximum 6 non-extendable months, backed by the 
metaphor of Financial Ruminal Weaning.

⤷ From the clinic to the code — The Biological Metaphor: 
Financial Ruminal Weaning

In a dairy or livestock breeding system, abruptly removing milk from 
a newborn calf on day one is a fatal error. Its rumen has not yet 
developed the gastric papillae or microflora required to ferment solid 
forage. The animal suffers a metabolic collapse because its internal 
system is ill-equipped to digest the new energy source.

Your startup requires the exact same metabolic transition. The cash 
flow from your linear job, clinic, or university budget acts as the es-
sential initial milk. However, on the ranch, weaning is neither optional 
nor eternal: it has a non-negotiable date. If you extend lactation inde-
finitely, the heifer fails to develop and you destroy farm economics. 
The Twilight Phase uses your current income as transition milk, but 
with total certainty that definitive weaning is mandatory to achieve 
operational maturity.

★ Golden Rule: Calculated Burn and the Neurochemical Hack 
of the Seed Investor

To prevent «burning ships» from being interpreted as an impulsive 
financial suicide that floods your brain with cortisol and destroys 
the prefrontal bandwidth needed to design AI, apply the strategy of 
Calculated Burn:

1. The Clinic / Day Job as Stage 0 Seed Investor: Eliminate guilt 
and resentment toward your traditional clinic or day job. It is not a 
cage or a «backup plan for failure»; it is the Stage 0 Seed Investor 
of your Startup, injecting steady capital month after month to pay 
your rent, servers, and lab supplies without taking a single share 
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of equity. Every time you see a traditional patient, your internal 
narrative is: «I am extracting seed capital from this analog practice 
to fund my livestock AI engine».

2. The Shadow Agent and the 2 Resignation Triggers: During 
nights and weekends, you build your Shadow Agent (the software 
prototype). Final resignation is executed only upon meeting two 
non-negotiable triggers:
• Trigger 1 (Financial Validation): Your system has at least one 

real producer or clinic paying cash money for the agentic 
service.

• Trigger 2 (Valley of Death Reserve Fund): You have accumu-
lated an emergency reserve fund equivalent to 6 months of 
basic living expenses to navigate the Twilight Phase without 
survival panic.

1.4.1.1 Transition Strategies by Founder Archetype

Not all founders start from the same socioeconomic or professional reality. 
Below are tactical guidelines for the four primary archetypes in veterinary 
medicine and animal science:

1. The Active Professional (Field Clinician, Corporate Consultant, or 
Professor):
• The Clinic as Angel Investor: If you have family commitments, mort-

gages, or clinical payroll, do not resign tomorrow. Use your linear cash 
flow with a radically different purpose: turn it into the exclusive engine to 
fund servers, computing, reagents, and startup R&D.

• Draconian Separation: Enforce strict operational boundaries. From 6:00 
p.m. to 10:00 p.m. and on weekends you cease to exist as a clinician and 
assume the exclusive role of founder. Zero routine emergency coverage in 
that sacred block.

• Financial Shielding: Keep physically separate bank accounts. If you 
transfer personal capital to the startup, record it as a documented formal 
loan, not an operating expense.
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2. The University Student (Undergraduate or Graduate):
• Should You Drop Out?: Never! In biotechnology and livestock sciences, 

university is not a distraction; it is a Free R&D and Validation Infras­
tructure valued at hundreds of thousands of dollars.

• Campus Asset Exploitation: Microbiology labs, experimental pens, 
reagents, and faculty technical supervision are your zero-cost incubator.

• Thesis as MVP: Transform your degree thesis, clinical rotation, or school 
project into the startup’s Minimum Viable Product (MVP). Partner with 
key professors (who bring scientific rigor and facility access in exchange 
for secondary equity) and compete for university grants and incubators to 
secure non-dilutive seed capital.

3. The Recent Graduate or Unemployed (Zero Capital Reserves):
• Wizard of Oz as Immediate Employment: If you have no job or 

savings, don’t wait to raise capital or write complex software. Offer hand-
-crafted diagnostic or nutritional consulting services (e.g., manual manure 
or diet audits via WhatsApp charging on proven savings) from day one.

• Dual Impact: Direct charging for outcome pays your daily rent and food 
without needing a linear job, while building the proprietary biological 
dataset (Mud Moat) that feeds your future agentic engine.

4. The Researcher / Graduate Scientist (PhD Student or Postdoc):
• From Publication to Market: Break the passive paper trap. Transform 

your patent or clinical protocol into a University Spin­off.
• Grant Arbitrage: Leverage government tech transfer grants and find a 

commercial co-founder (the orchestrator) who translates your scientific 
finding into a scalable business model.

★ Golden Rule: The Non­Negotiable Weaning Indicator

The Twilight Phase has an unyielding operational boundary: weaning 
occurs upon reaching 6 calendar months or the exact moment 
your model generates its first dollar in traction or proven net 
savings (whichever comes first).

If after 6 months you continue arguing that you «need more time» 
while maintaining your linear routine, you have fallen into procrasti-
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nation disguised as caution. Cut off transition milk and assume full 
flight control.

1.5 Global Thinking from Day One

Your local geography (your state, your country) is not your final market: it is 
only your test laboratory. Your real market is the world. Structuring a startup 
assuming that you will only operate in your city or region forces you to make 
technical architecture decisions (language, currency, databases) and legal deci-
sions that will be extremely expensive to revert when you decide to expand.

Design the solution thinking globally from the first bit. Configure the system 
to support multiple currencies, locations, and regulations from the origin. The 
marginal cost of planning at a global scale from the beginning is minimal 
compared to the cost of rebuilding a regionalized platform.

1.6 The conceptual mistake almost everyone makes

There’s a very common mental trap: believing that any business that uses a 
computer or an app is a «startup.» It isn’t. Digitizing an operation doesn’t turn 
it into a startup. The real difference isn’t in the software you use, but in your 
financial architecture — in how your money behaves when you grow.

★ Insight: The bakery and the app

Picture a traditional bakery. If you want to sell twice as much bread, 
you need nearly twice the flour, twice the bakers and, sooner or later, 
to rent another shop. Your costs rise at the same pace as your sales. 
That’s linear growth.

Now picture an app that computes a herd’s optimal diet from a satellite 
photo of the pasture. Programming it the first time costs, let’s say, a 
lot of effort. But serving producer number 2, number 100 or number 
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100,000 costs fractions of a cent in servers. Your sales take off while 
your costs barely move. That’s exponential growth.

⤷ From the clinic to the code — growth with a ceiling and 
growth without one

Think of it in biological terms. A low­ceiling business is like a steer: 
no matter how much feed you give it, its size tops out at a limit dictated 
by genetics —there comes a point where it no longer grows, it just 
fattens. A startup aims to look more like a bacterial culture in a Petri 
dish with nutrients to spare: one cell splits into two, two into four, 
four into eight. The SME (linear) is the steer; the startup (exponential), 
the Petri dish.5

A startup is, formally, a human organization designed from day one to create 
a product or service under conditions of extreme uncertainty, in search of 
a business model that can be repeated and scaled massively by leaning on 
technology. It is not a small version of a big company: it’s an experiment 
designed to find, within a few years, a repeatable way to create value at large 
scale.

1.7 The three curves: where do you set your ceiling?

The difference between a business that stalls and one that takes off can be 
written with equations —and you don’t need to be a mathematician to read 
them: each letter is a simple idea. A linear business grows by adding:𝐼(𝑡) = 𝑚𝑡 + 𝑏 (2)
Read it slowly: 𝐼  is your revenue; 𝑡 is time, the years that pass; 𝑏 is your 
starting point, what you already earn today; and 𝑚 is the pace: how much 

5To be fair to the biology: neither the steer grows in a straight line nor the bacteria grow 
forever —both follow curves that plateau (the logistic curve)—. What matters in the analogy is 
the contrast of ceilings: the steer’s is low and rigid; the dish’s, sky-high. That’s why a startup 
lives its explosive phase only during a window: you’ll see it in “the ten-year question”.
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your revenue rises for each year of work. The whole trap lives in 𝑚: it only 
grows if you add more inputs —more hours, more land, more hands—, and 
that hits a physical limit. And because time 𝑡 is multiplying, each year adds 
the same step: to earn double, you have to put in double. Effort and reward are 
bound together, one to one. A startup grows another way: by multiplying.𝐼(𝑡) = 𝐼0𝑒𝑘𝑡 (3)
The same pieces, rearranged: 𝐼0 is your starting point (what you earn on day 
one); 𝑘 is your growth rate, how fast you multiply; and 𝑒 —Euler’s constant, ≈2.72— is just a fixed number that shows up whenever something grows on top 
of what it already grew, like compound interest: you don’t have to compute it. 
What’s decisive is where time sits: here 𝑡 no longer multiplies, it has moved 
up, to the exponent. That small change of place changes everything: instead 
of adding a fixed step, each period multiplies what you already had. The 
difference is not one of degree: it’s one of nature.

★ Insight: add it versus multiply it, with numbers

Set them both to start at 100, advancing one step per year. The 
linear one always adds the same (+100): 100, 200, 300, 400, 500… 
The exponential one multiplies it (here, × 2 each year): 100, 200, 
400, 800, 1,600… Notice the trick: at the first step they run even —
200 and 200—, and that’s why at the start the exponential seems slow, 
even disappointing. But two or three steps later it «turns the corner» 
and there’s no way to catch it. Adding takes you in a straight line; 
multiplying takes you upward, with no ceiling. That leap —from 
adding to multiplying— is what this book is after.

So far we’ve put two extremes on the table: the straight line that grows by 
adding and the curve that grows by multiplying. But the deep question of this 
chapter isn’t “add or multiply”, it’s where you set your ceiling —and to that 
there aren’t two answers, there are three. When the slope 𝑚 of the line flattens, 
you have the worst fate: the commodity, an almost horizontal line that goes 
nowhere —you sell the same thing as anyone, at the price someone else dictates. 
At the other extreme is the exponential: no ceiling. And between the two lives 
a third path, very real: the profitable niche, which starts climbing hard, like 
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the exponential… but settles at a respectable ceiling and stays there. That’s why 
the chart has three curves, not two: the commodity at the bottom, the niche in 
the middle, the startup on top.

The middle one was missing its equation. It’s a logistic: the exponential, but 
with a ceiling built in. 𝐼(𝑡) = 𝐾1 + 𝐴𝑒−𝑘𝑡 (4)
Don’t let its size scare you: to what you already know it adds only one new 
piece. 𝐾 is the ceiling —the maximum size your brand or your niche manages 
to capture—; 𝑘 is the same growth rate as before; and 𝐴 just sets how far 
below that ceiling you start. The beauty is in how it behaves: while you’re far 
from the ceiling, it grows by multiplying, almost identical to the exponential; 
but as it nears 𝐾 it brakes on its own and settles there —100, 200, 400, 700, 
850, 920, 950…, ever closer to the ceiling, without ever crossing it. The only 
difference from the startup is that 𝐾: the niche chooses (or accepts) its ceiling; 
the exponential bet is to keep 𝐾 so high that, in practice, it can’t be seen —
there’s no ceiling in sight.

The three curves trace the only decision that truly matters. The floor —the 
commodity, the passive role of price-taker— is unacceptable: there you hand 
your best years to a business that never takes off. From there upward, you 
choose your height. The profitable niche is a worthy destination: there are 
veterinarians who make a very good living from a brand, a specialized practice 
or a product of their own, and this book respects them. But its goal —the reason 
it exists— is to convince you that the top curve, the exponential one, is within 
your reach if you want it. That’s why, when we later put the sector’s giants 
under the scanner, it won’t be to imitate them: it will be to see where they top 
out —and break that ceiling.

What’s powerful about the exponential model isn’t only that it reaches higher, 
but that its costs stay flat while revenue rises. This is called decoupling: your 
expense line goes almost horizontal while your revenue line takes a parabolic 
trajectory. That decoupling is your best armor against bankruptcy by debt.
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Figura 1: Three paths for your time. At the bottom, flat, the commodity: you 
sell the same thing as anyone at the price someone else dictates and, no matter 
how many years pass, you never take off —the price-taker’s trap. In the middle, 
the profitable niche: a business with a brand or differentiation that climbs to 
a respectable ceiling and settles there; a free and respectable choice. At the top, 
the exponential startup: it starts out even with the niche, but once it «turns 

the corner» it has no ceiling.

It’s worth grounding this, because it’s the heart of this book. Picture two 
businesses that start the same day, with the same effort and the same sleepless 
nights. The first fattens calves: to earn double it needs double of everything —
double the pastures, the feed, the labor—, and even so it slams into a biological 
wall, because an animal grows only as far as its genetics dictate and not a 
kilo more. It grows by adding, and each addition costs more than the last. 
The second turned its knowledge into a service that runs on software: serving 
customer number one thousand costs it almost the same as serving the first, 
and each new customer doesn’t drain its capacity —it multiplies it. One hauls 
bricks uphill; the other rolls downhill, picking up speed. The difference wasn’t 
how hard they worked, but which ceiling they slammed into.
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Figura 2: A steer has a ceiling: no matter how well you care for it, its value grows 
up to a natural limit and there it stops —and if you only sell live cattle at the market 
price, not even that: you stall. A Petri dish, like a startup, has no top: every cell that 
divides yields more cells that divide. Between those two extremes there’s room for 
a worthy niche, with a ceiling you decide whether it’s enough for you. That leap 
from the linear to the exponential is the reason your revenue can take off while 
your costs stay almost flat.



1.8 The Fog of Ideas and Blackboard Paralysis

It is extremely common to see brilliant scientific minds —veterinarians with 
first-rate clinical skills— freeze completely before taking the first step. They self-
-sabotage in two very subtle ways: they either fold their arms and wait for the 
«perfect idea» to fall from the sky, or they try to juggle five parallel projects so 
they do not have to commit to any single one. Both behaviors stem from the 
same place: the fear of failure and the illusion of control.

Believing that you can figure out if an idea is perfect by analyzing variables on 
a blank blackboard is a diagnostic error. Blackboards do not buy products. The 
reality in the startup ecosystem is that it is impossible to evaluate whether a 
model works in the abstract; only through execution and direct contact with 
real flesh-and-blood users do you get real information.

Imagine the early stage of a startup as a thick fog (the fog of ideas), where 
you can only see two or three meters in front of you.6 The worst mistake is 
not taking steps in the wrong direction: the lethal error is staying in one place, 
spinning on your own axis, waiting for the fog to magically clear. If you choose 
a single direction, walk fast and with conviction, the topography of the market 
will begin to reveal itself. You will generate real data per minute. You might not 
arrive at the exact destination you mapped out on day one, but I assure you that 
you will reach a vantage point that was physically impossible to foresee from 
the starting line.

! Common confusion: Multitasking vs. Single Focus

Many founders believe that testing three or four ideas at once is a 
smart strategy to «mitigate risk.» In practice, it is a form of self-
-sabotage disguised as diversification.

Juggling multiple ideas contaminates your experiments. If you split 
your attention, your energy is diluted and the quality of your data 

6The analogy of the «fog of ideas,» as well as the obsession velocity and radical vertica-
lization frameworks presented in this book, are inspired by the lessons of Jon Xu, Partner 
at Y Combinator, in «How To Pick A Startup Idea,» YC Startup Library, 2026. Video on Y 
Combinator’s channel: https://www.youtube.com/watch?v=R56RJFZBasQ.
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drops precipitously: you cannot tell if a project failed because the idea 
was bad or because your execution was mediocre due to a lack of 
focus. To get clear market signals, you need a high Signal-to-Noise 
Ratio (SNR). Committing to a single direction is a technical decision, 
not just an emotional one.

1.9 Velocity of Obsession: Who Gives You Permission to 
Innovate?

Another major inhibitor for the veterinary entrepreneur is the belief that they 
need «permission» or exhaustive academic credentials before trying to trans-
form a complex technical sector. This is what is known in the ecosystem as 
the Founder-Market Fit trap. It is assumed that if you are going to innovate in 
genetics, you need to be a PhD in reproduction, or if you are going to create 
technology for the poultry sector, you must have managed hatcheries for a 
decade.

Market reality tells us otherwise: extreme curiosity and the velocity of obses­
sion outperform a formal curriculum.

Consider an iconic global case: Blake Scholl, the founder of Boom Super­
sonic, a commercial supersonic aviation company valued at over one billion 
dollars. Scholl was not a physicist, an aerospace engineer, or a pilot; he came 
from the world of advertising technology (AdTech), selling internet ads for 
Amazon and Groupon. He did not ask anyone for permission. What he did was 
obsessively study the historical failures of supersonic aviation (Concorde) using 
reverse engineering. He discovered that Concorde did not fail because of its 
aerodynamics (the planes flew flawlessly), but because of its unit economics: it 
consumed so much fuel that tickets were unaffordable. By isolating that basic 
financial problem, he was able to recruit the best engineers and ask them the 
right questions.

His lack of a background in the sector was his greatest strength: he did not carry 
the biases of «how things have always been done» in commercial aviation.
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⤷ From the clinic to the code — The Clinical Case of Selective 
Ignorance

Think of it as a clinician. Sometimes, an external pathologist sees a 
cytological slide more clearly than the attending clinician who has 
been biased for weeks by the patient’s symptoms. In business, the lack 
of traditional biases, combined with the ability to assimilate data at 
breakneck speed, is your true ticket of admission.

If you are a small animal clinician and you become obsessed with 
a problem in the logistics of meliponiculture or the distribution of 
livestock biologics, the market will not ask you for a degree in that 
subspecialty. It will ask you to understand their pain better than 
anyone else and to resolve the bottleneck. Your learning velocity is 
your only valid credential.

1.10 The Golden Cage and the Individual Sport: Why En-
trepreneurship?

A talented veterinarian usually aspires to the peak of professional security: a 
management position in a pharmaceutical multinational, the head of a specialty 
hospital, or a senior consulting role in a giant livestock integrator. This is what 
we can call the luxury bullet train analogy.

You travel in a first-class carriage with perfect seats, air conditioning, and 
impeccable service. You know exactly what time you will arrive and have the 
certainty that your destination is guaranteed. It is an enviable journey. But there 
is a fundamental problem for the creative spirit: you are not driving. You have 
no control over the direction of the tracks; the route has already been laid out 
by corporate committees and bureaucracies alien to you.

When you leave that bullet train to build a startup on your own or with a small 
team, the game changes completely. Entrepreneurship is not a corporate team 
sport where you can dilute your responsibility in bureaucracy or blame another 
department if a quarter goes wrong. Building a startup is an individual sport, 
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like tennis or track and field. The final result is 100% correlated with your direct 
effort, your discipline, and your adaptation velocity. It is terrifying because 
there is nowhere to hide, but it is the only way to have absolute control of the 
tracks and the destination.

1.11 Your scarcest resource isn’t money: it’s time

There’s an argument few people will tell you, and I want you to understand it 
before this chapter closes. Setting up a veterinary clinic, or raising a few head 
of cattle, will cost you early mornings, weekends, years of sustained effort. 
Building a livestock startup will cost you… exactly the same. The same early 
mornings, the same weekends, the same years. The difference isn’t in how much 
time you invest, but in what kind of machine you’re feeding with that 
time.

★ Golden Rule: The opportunity­cost question

The time you invest in a linear business —a clinic, a small herd— is 
the same time you would invest in a startup with the potential to 
grow exponentially. In both cases you hand over your best years, your 
energy and your talent. But one has a low, fixed ceiling, while the 
other has no ceiling.

So the real question isn’t «do I have enough money?» —you’ve already 
seen that to start you need almost none. The question is: with your 
time, which is your most valuable and irretrievable resource, 
what would you rather build: a machine that grows by adding, 
or one that grows by multiplying?

Let it be clear: there’s nothing wrong with a clinic or a well-run ranch. They are 
worthy paths, and your country —whichever it is— needs them. But if you’re 
going to hand over your time either way —and you will hand it over—, it’s worth 
pausing to consciously choose the vehicle, instead of climbing onto the first 
one that comes along out of habit or fear.

47



Let it be clear: there’s nothing wrong with a clinic or a well-run ranch. They are 
worthy paths, and your country —whichever it is— needs them. But if you’re 
going to hand over your time either way —and you will hand it over—, it’s worth 
pausing to consciously choose the vehicle, instead of climbing onto the first 
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1.12 The Founder’s Psychology: The Operating System of 
Your OPC

In the solopreneurship ecosystem, the distinction between the founder’s psyche 
and the business’s operational performance is an illusion. The leader’s psycho-
logy is not an accessory trait; it is the very infrastructure of the company. It 
is the operating system (OS) that processes every decision regarding capital 
allocation, code prioritization, and user relationships.

While the Venture Capital (VC) backed founder often operates under burn­
­rate blindness —driven by external pressure to spend fast to show artificial 
growth—, the bootstrapped solopreneur develops a survival instinct governed 
by strategic conservatism. This mindset is not a limitation: it is your best 
hedge against volatility.

The autonomous founder designs structures with gross margins of 70% to 85% 
because they know the business lives exclusively on what it generates. This 
psychological resilience transforms initial scarcity into a competitive advantage 
of longevity, maintaining the cognitive clarity that other founders lose when 
they get exhausted by investor board meetings and the dilution of their 
ownership.

★ Golden Rule: Gold Rule of Discipline against the Rich Foun­
der Syndrome

When your solo business (OPC) starts generating attractive profits 
(say, between $10,000 and $30,000 USD monthly), you will experience 
a dopamine rush after the scarcity stage (the ramen stage). Lacking 
an external board of directors to audit your accounts, it is extremely 
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easy to fall into financial indiscipline (personal luxuries, unjustified 
salary increases, or premature hiring).

To shield your company, you must enforce the Golden Rule of 
Discipline, acting as your own internal board:

1. Market salary: Pay yourself only the salary that you would pay an 
external professional qualified to perform your daily operational 
work.

2. 50% reinvestment: At least half of the surplus profits must go back 
into the business to fund growth and strengthen the cash buffer.

3. Strategic paranoia (reserve fund): Build and maintain a reserve 
fund of 3 to 6 months of the company’s operating expenses. Do not 
authorize increases in your personal expenses until the new income 
plateau has remained stable for at least six consecutive months.

→ Go deeper (optional): Solopreneur Survival Guide: The Four 
Danger Zones

To prevent your company from dying due to design flaws or cognitive 
fatigue on its way to scaling, you must identify which stage of finan-
cial maturity you are in and act with surgical precision:

• Validation Phase (Billing < $5,000 USD/month): The system re-
sides in your head. The danger at this stage is cognitive paralysis and 
losing focus by trying to do everything by hand without automating 
the basics. Action: Total focus on first principles. Use no-code tools 
and artificial intelligence to collapse your initial operating costs. Do 
not spend on complex corporate structures.

• Personal Collapse Phase ($10,000 ­ $20,000 USD/month): Your 
time becomes the absolute bottleneck of the business. The danger 
is operational disarray, mixing personal and business finances, and 
mental burnout. Action: It is mandatory to formalize contracts, 
payrolls for independent contractors, and separate financial entities 
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immediately. Use modern tools (like Rho for incorporating in Dela-
ware if applicable) to protect your assets and automate accounting.

• Lifestyle Trap Phase ($10,000 ­ $30,000 USD/month): The dan-
ger is the «rich founder» syndrome described in the Golden Rule. 
Raising your living expenses too early drains the business’s oxygen 
in the face of any market fluctuation. Action: Apply the 6­Month 
Rule and freeze your personal expenses. Strategic paranoia must 
guide the accumulation of reserves.

• Structural Scaling Phase (Billing > $50,000 USD/month): The 
danger is hitting the ceiling of self-employment and not being able 
to grow due to a lack of delegation and systems. Action: Rigorously 
document every sales, support, and delivery process using SOPs 
(standard operating procedures). Your job is to stop operating the 
machine and start designing the machine, allowing the OPC to 
function with specialized contractors and advanced AI automation.

1.13 From diagnosis to design: classify your own idea

1.14 From diagnosis to design: classify your own idea

No competent veterinarian prescribes a dewormer because the animal «looks 
thin.» First you observe, then you reason from the sign to the cause, and only 
then do you decide. That same clinical discipline —not treating the symptom, 
but diagnosing the nature of the problem— is the one almost no one applies to 
their own business idea. People fall in love with the appearance («I’m going to 
make an app», «I’m going to use AI») and skip the underlying diagnosis: what 
kind of machine am I about to build? An idea with the face of technology can 
be, underneath, a thoroughly linear business —and that isn’t cured by adding 
a screen.

So before turning the page, become for a moment the clinician of your own idea. 
It’s not enough to want it to be exponential; you have to examine it honestly, 
the way you’d examine a patient who can’t lie to you.
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⇒ What would you do?

Across this book you’ll make four decisions about your business —
and respect a single rule that’s non-negotiable. Start examining your 
idea along these axes, as honest as you’d be reading a radiograph:

1. Your field. In what area of your domain will you play? The herd, 
the small-animal clinic, the lab, the hive, the water… wherever you 
have a decisive advantage (the SEE station).

2. Your model. Do you build it alone —backed by technology—, with 
family, in a cooperative or with cofounders? (the BUILD station).

3. Your form. Will your asset be digital, physical, or both? A piece of 
software, a branded product, a designation of origin, a biodigester 
(also BUILD).

4. Your ambition. A profitable niche with a respectable ceiling, or 
an exponential bet with no ceiling? Both are valid; the book pushes 
you to believe the second is within your reach (the SCALE station).

And the non-negotiable rule, the one that runs through all four: in 
whatever choice you make, don’t stay a price­taker. If you end 
up selling the same thing as anyone at the price someone else dictates, 
you failed —even if you grow. That’s exactly what the next chapter 
is about.

Pay special attention to your model and your ambition, because together 
they hide the distinction that’s hardest to see. If the business stops the day you 
stop tending it, you didn’t found a company: you self­employed —you created 
a job with a single employee, you. There’s nothing dishonorable about it, but it’s 
linear by design: your ceiling is your own working day, because the business 
is your hands. A startup is built the other way around, so the model keeps 
working even when you’re not running it. That’s almost the entire mental move 
of this chapter.
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⊙ Key points: From Chapter 1

• Understand First Principles Reasoning applied to complex agricul-
tural problems.

• Clearly distinguish an exponential startup from a traditional linear 
small business.

• Avoid blackboard paralysis and the fog of ideas by prioritizing rapid 
execution.

• Overcome the trap of formal credentials through velocity of obses-
sion.

• Recognize the non-negotiable rules of Burning the Ships and Global 
Thinking.

☐ Action Lab — First Principles Mapping

1. Identify and Deconstruct: Identify the most common friction 
or the process that consumes the most time in your daily clinical 
practice or zootechnical activity (e.g., performing subclinical mas-
titis diagnosis, dosing dewormers in the field, recording pet clinical 
histories). Deconstruct that process down to its basic physical or 
biological truths (atoms and bits of raw information).

2. The Anti­Analogy Filter: If you had to solve this problem today, 
from scratch, assuming you have free Artificial Intelligence to 
reason with, would you design the current process (with its tradi-
tional methods, dipping baths, or manual spreadsheets) or would 
you create something completely different? Identify which part 
of the current solution is only historical inheritance (path depen-
dency).

3. Anti­Complacency Audit (AI): Write a prompt for a language 
model using the Skeptical Destructive Audit technique (seen in this 
chapter). Ask it to attack and destroy your new first principles idea 
searching for biological, operational, ethical, or economic flaws. 
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Record the Achilles’ heel that the AI discovered and that you had 
ignored due to blind optimism.

4. Present Reality Bridge:
• The Future: Describe how this process will operate in 5 years 

when the infrastructure of AI and biocompatible sensors is ubi-
quitous and reliable in the field or clinic.

• The Present: Evaluate the current digital maturity of your 
producers or clients (do they have connectivity, do they trust 
automation, are they willing to pay for data?).

• The Bridge: Design a «minimum viable product» or transition 
service that solves an immediate pain today using current tech-
nology, but leaves the wiring (data capture) laid out for your 
future solution.
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2 The Foundation: Your Asset and the Red 
Line

PA R T  I  ·  T H E  C A L I B R AT I O N  A N D  T H E  F O U N D AT I O N

“Whoever sells the same thing as everyone else charges whatever they’re told.”

☐ Objectives: Of this chapter

Founder’s Journey: [■ The Foundation] ── [□ The Method] ── [□ 
The Trench] ── [□ Flight] nn

• Recognize that your domain knowledge is your most valuable initial 
asset.

• Understand why the real enemy is not physical smallness, but the 
price-taker role.

• Structure hybrid pricing schemes and hyper-isolated proxy metrics 
to resolve B2B objections.

• Use initial pricing flexibility as a tactical tool to capture mud data.
• Map the ways to capture value through physical and digital moats.

In the previous chapter you sketched four decisions: your field, your model, 
your form, and your ambition. All four are yours and all of them have valid 
answers. This chapter is about something different —and it’s the one thing that 
is not a decision but a verdict—. Call it the red line: crossing it means failing, 
no matter how much you grow.

2.1 Your domain knowledge: the asset

In an SME, the raw material is physical: working capital, inventory, labor. In a 
startup, the raw material is knowledge, software and intellectual property. 
This explains why in high-growth startups the vast majority of the team are 
deep technical and scientific profiles. And here is your hidden advantage as 
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a veterinarian: you already possess a scarce raw material. Depending on 
your field, you know how to read an animal’s body condition, calculate a forage 
balance, read a cytology, design a vaccination protocol or recognize a parasitosis 
at a glance. That judgment —clinical, zootechnical, laboratory— is exactly the 
input a tech-based business needs, and that a software engineer neither has nor 
can buy quickly.

Artificial intelligence is today the newest and most powerful lever for mul-
tiplying that judgment —but not the only one—: a brand, a patent, a designation 
of origin or a network of producers also multiply it. AI will get its own chapter 
in this book; your vision, every one of them.

When knowledge becomes the main input, the most important economic phe-
nomenon of all appears: the marginal cost —what it costs you to serve one more 
customer— tends toward zero. And when that happens, Metcalfe's Law comes 
into play.

§ Definition: Metcalfe's Law

The value of a network grows in proportion to the square of the 
number of its users: 𝑉 ∝ 𝑛2 (5)
A network of 2 producers is a curiosity. A network of 10,000 inter-
connected producers —each one contributing and receiving data on 
management, prices, health— becomes a platform with disproportio-
nate value, almost impossible to copy. That’s why startups chase 
networks: each new user makes the network more valuable to ever-
yone else.

• Subtle point: The data moat

There’s a business reason behind that pursuit of a network. Every pro-
ducer who joins contributes data on forage, health and management 
that make your predictive model more accurate for everyone; and 
that model, tuned with thousands of tropical herds, is something no 
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