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EXTREME CONTRACTS
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WE'LL TALK ABOUT
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WAR STORY

T-ACTIX
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SOFTWARE DEVELOPMENT
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T-ACTIX

FAIL FAST
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T-ACTIX

BETTER CUSTOMERS



T-ACTIX

EASY ACQUISITION
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T-ACTIX
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T-ACTIX

HIGH MANEUVERABILITY
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TWO GROUPS OF
CUSTOMERS



TWO GROUPS OF CUSTOMERS

Many

Informal

Short conversations
Frequent virtual meetings
Better revenues

Better net income

Fast decisions
Antifragility

Trust



TWO GROUPS OF CUSTOMERS

Many Few

Informal Bureaucratic

Short conversations Long conversations
Frequent virtual meetings Rare live meetings
Better revenues Lower revenues
Better net income Lower net income
Fast decisions Slow decisions
Antifragility Fragility

Trust Fear
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CONTRACTS ARE FAKE TRUST



FIXED PRICE



TIME & MATERIALS



AT LEAST ONE EXAMPLE



A ReAL LIFE EXAMPLE



ctXAMPLE
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8 PRINCIPLES



Complex
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COMPLEX DOMAIN

TRUST IS AMONG PEOPLE




COMPLICATED DOMAIN

CONTRACTS = NITPICKING




8 PRINCIPLES



SKIN IN THE GAME




HE ULTIMATE METRIC OF
HEALTH FOR A COLLABORATION




IN THEIR SHOES
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WE SHOULDN'T CHARGE
FOR COSTS



"My fee represents my contribution to this project
with a dramatic return on investment for you and
equitable compensation for me.”

—ALAN WEISS
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“"Never trust the thought of anyone who is not
free.”

—-NASSIM N. TALEB



ETHICS OVER RULES




NITPICKING MAKES YOU
NO SAFER
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OPTIONALITY
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ONE-PIECE VS SERIAL



EVERYTIME WE DESIGN A PRODUCT
OR A SERVICE WE ARE IN A COMPLEX
DOMAIN.




"NEGOTIATION"
MEANING



MAKING DECISIONS
TOGETHER



1T.EVERYBODY IS A
NEGOTIATOR EVERYDAY



DISCRETIONARY TIME IS
I'He ULTIMATE WEALTH



"Slave, noun: a person who is the legal property of
another and is forced to obey them.”



BE SLAVERY-AWARE

A Bryna Production - A Universal Infernational Release




2. WITHOUT A PROPER
AGREEMENT YOU ARE A SLAVE



Q&A



EXTREME

Il knowledge work

alla collaborazione




JACOPOROMEI.COM



http://jacoporomei.com

THANK YOU



