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START HERE 

The tech was never the problem. 

Right now, founders are watching the AI market correct and assuming the technology is the issue. 
It isn't. The infrastructure is solid and the models work. What's breaking is something quieter and far 
more dangerous: the front door to your business has closed. 
 
Search changed. Buyers changed. The old playbook of "rank on Google and wait" is dead for AI 
startups. 

 

60% 
of Google searches now end without a 
single click to an external site 

83% 
end without a click when an AI Overview 
appears 

80% 
of top-of-funnel discovery traffic lost by 
some SaaS companies 

 

So the founders who survive the crunch won't be the ones with the cleverest architecture. ​
They'll be the ones who built a real acquisition engine while everyone else refreshed ​
the bubble headlines. 
​
This is the short version of how to do that. Seven moves. Each one tested on live AI-first 
businesses fighting for their first 1.000 paying customers. 
Pick the two that hit hardest for where you are right now. Start this week. 



 
 
The first three moves 

Get the foundation right 

1 
Hand-deliver your first 100 customers 
Before you automate anything, you earn the first 100 by hand. Founder-led outbound, warm 
intros, niche communities, real conversations. The unscalable phase is where you learn the exact 
words your buyer uses and the exact pain they pay to remove. 
Do this: List 50 ideal-fit companies. Reach out personally to all of them this week. No automation, no 
templates. One human message at a time. 
 
PS: adjust the amount of customers to your ratio of your platform or AI. If you have big high ticket 
clients with a huge AI system, do your first 10 - 15 clients hands-off. 

 

2 
Become the discovery layer, not the SEO victim 
In a zero-click world, you can't wait to be found. You become the channel: Founder-led content 
on LinkedIn, podcasts, short-form video. Your face, your voice, your point of view, showing up 
where your buyers already spend their attention. Talk about their PAIN! 
Do this: Pick one platform where your buyer already complains about the problem you solve. Post there 
daily for 90 days. Not weekly. Daily. 
 
PS: LinkedIn could be only on working days, although in my experience I’ve seen a lot of founders 
wander on LinkedIn on Sunday Morning. 

 

3 
Sell the outcome, never the architecture!! 
Your buyers do not care about your model, your stack or your clever LLM routing. They never did. 
They buy business outcomes. Rewrite every landing page, email and pitch around the result you 
create, not the technology you use to create it. 
Do this: Open your homepage. Count how many sentences describe your tech vs the customer's outcome. 
If tech wins, rewrite it today. 



 
 
The next two moves 

Plug the leaks, capture the intent 

4 
Engineer a retention loop before you spend on acquisition 
Most AI products have a usage problem dressed up as an acquisition problem. You pour people 
in the top and they vanish after week one. Pouring more money into a leaking bucket just 
empties your runway faster. Fix the activation moment first. 
Do this: Find the single action that correlates with users sticking past week two. Engineer everything 
around getting people to that action faster (website, lead magnets, social content). Hold them longer. 
Retention can be found in your current customers. ​
​
Do this for at least 90 days. 

 

5 
Build a bottom-of-funnel capture system 
The losing move in 2026 is buying volume-based AI SDR tools to spam ten thousand cold emails 
into the void. The winning move is capturing the high-intent buyers who are already aware and 
already looking. Comparison pages, clear demo flows, targeted lead magnets, fast follow-up. 
Do this: Build one comparison page (you vs the obvious alternative) and one lead magnet that solves a 
real, narrow problem for your exact buyer. 
 
Lead Magnet? The document you’re reading atm IS a lead magnet 



 
 
The last two moves 

Compound everything 

6 
Turn every sales call into content 
Your sales calls are a G-O-L-D-M-I-N-E of the exact objections, language and desires of your 
buyers. Record them with an AI-notetaker! Pull the recurring objections. Turn each one into 
content that pre-handles it before the next prospect even gets on a call.  

The funnel sells while you sleep. 
Do this: After your next five calls, write down the objection you heard most. Make one piece of content 
answering it this week. Run them through your preferred LLM (I advice Claude or Gemini Pro for this) and 
analyse the shit out of them. 

 

7 
Make your marketing your LOUDEST product demo 
If you sell AI, your own marketing should visibly run on AI. A newsletter that writes itself, before 
you review it and schedule it. Content systems that compound. Reporting on website visitors. 
And still, I see so many AI founders, not use their own vices!  

When founders see your marketing engine working, that IS the proof your product works. Stop 
hiding the thing you're best at. 
Do this: Automate one marketing task end to end this month. 

 

When you want it done for you 

You don't have to build all seven alone. 

This is exactly what Luminate installs for AI-first B2B founders. Full-funnel acquisition systems 
built to win your first 1.000 paying customers, while the rest of the market panics about the 
bubble. 
If your product is live and you're stuck between zero and 1.000 customers, let's talk. 

  Book a growth call  →   

Luminate Productions  ·  Antwerp  ·  luminate-productions.com 

http://luminate-productions.com/meet-cute

