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Do you feel
trapped doing just
one thing?

GARY URYNERGHUK

by JASON FEIFER
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fyou want to see
the future of work,
just look at Gary
Vaynerchuk’s DMs.

He’s spent his
career pushing peo-
ple toward action—
telling them to build
something, to own
something, to take
control of their lives and financial desti-
nies. Now, millions of entrepreneurs and
career-builders turn to him for advice,
DMing him their most pressing and per-
sonal questions. The patterns of their anx-
ieties tell a story: Here’s what people need
now. Here’s what bothers them the most.

Today, Vaynerchuk is seeing something
new and interesting: “They’re feeling
trapped,” Vaynerchuk tells me. “They’re
starving out there.”

Why? Because they have one main job
or company, but they want more. Maybe
their economic anxiety is pushing them
to make more money or to find more lines
of revenue. Maybe they’re watching the
rise of Al, seeing how it can make their
lives more efficient, and wondering what
else they can do with their time. Whatever
it is, they want to expand. But they don’t
think they’re allowed to.

Entrepreneurs and professionals have
been told a very specific story: Success
requires relentless focus. Pour every-
thing you have into one thing. Commit
yourselfto it fully. As David Packard (of
Hewlett-Packard) famously wrote: “More
businesses die from indigestion than star-
vation.” In other words, the greatest risk
to your business isn’t doing too little. It’s
doing too much.

Vaynerchuk agrees, to a point. Many
people thrive with focus. And a business
requires dedicated operators who think
nonstop about its needs and opportunities.

But many people are built differently,
he says. They are the creative thinkers.
The restless builders. The ideas people.
They have boundless energy and ambi-
tion, and it drives them to start new busi-
nesses or seek new accomplishments
outside their day jobs. And here’s the
most important part: For these kinds
of people, doing one thing is stifling. It
drains their energy and makes them less
productive. But when they’re let loose,
everything they do thrives.

So if you want more, Vaynerchuk says,
you should get more. “More” means more
personal and professional satisfaction.
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You’ll create more opportunities for your
team, and have more energy and enthu-
siasm and ideas for everything that you
do. “For literally more than 50% of you
reading this,” he says, “you need this for
your soul.”

But it requires know-how to make this
happen. Because “more” requires strategy
and intention—or else, yes, everything you
do really will fall apart.

Vaynerchuk offers himself as living
proof of how it can work. He may be known
for his social media output, but he’s equally
prolific as a builder of companies—having
founded the ad agency VaynerMedia, pro-
duction company Eva Nosidam, media
publisher Gallery Media Group, marketing
agencies Tamara Group and ChukMedia,
corporate barter and trading company
Tingley Lane Trading, thought leader-
ship platform Marketing for the Now,
VeeFriends, VeeCon, a speaking agency,
sports agency, food and hospitality group,
original content, and...well, more.

And if he didn’t do these things? “I’d be
burned out,” Vaynerchuk says, “because I
wouldn’t be happy enough.”

If you feel the same, then he wants to
show you a path forward.

phy here because I think he’s right.
But also because I've struggled with
this question too.
Ijob-hopped my way through my
career—because I’d get bored and miserable
after about two years of working anywhere.

I am sharing Vaynerchuk’s philoso-

A few years ago, I met a billionaire who
wanted to mentor me. We began having
monthly calls. But every time we talked,
the billionaire would press me on the same
point: You’re doing too much, the billionaire
would say. Pick one thing and focus. Make a
list of all the things you’ll stop doing.

This tore at me. Here was a wildly suc-
cessful person, known and admired by
many, and he was showing me his path-
way to success. But deep in my gut, what
he said felt wrong for me. I didn’t want to
pick one thing. It felt limiting and stifling.
So instead, I stopped scheduling calls with
the billionaire.

It’s been a few years now. I still wonder
if that was a mistake.

Then, a few months ago, Vaynerchuk
called me and suggested this article. He
said he wanted to talk about being a “jug-
gler”—because that’s what he thinks of
himself as, and he wants to give others
permission to do the same. And he knew
I'd relate. We first met in 2009, just as he
was launching VaynerMedia and I was
entering national magazines, and our
careers grew in parallel frenetic ways.

SoIarrived at Vaynerchuk’s office—the
one his fans are familiar with, with the
shelves full of sports and pop-culture par-
aphernalia, which serves as the backdrop
for so much of his social content. And as
we talked about this, he predicted that,
five years from now, someone who read
this article will approach him about it.

He narrates the future conversation:

“Gary,” they’ll say. “I read your

“If you only do one thing, you're
only exposed to one set of
experiences. If you do more, your
network and experience expand.”

I'm too curious. I crave newness. The same
would have been true at Entrepreneur,
where I've been the editor in chief for 10
years...except that here, I learned how to
transform myself into an entrepreneur.
While running this magazine, I now juggle
many outside projects: I start companies,
join advisory boards, and make my own
media. Every day is different.

Entrepreneur article five years ago, I lis-
tened, and now I actually make less money.”

“Oh?” Vaynerchuk will reply.

“Yeah. I used to make $530,000 as a
lawyer. Now I’'m a lawyer and I own a beer
garden, and I make $330,000.”

“But are you happier?” Vaynerchuk
asks the imaginary person.

He feels sure the answer will be yes.
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This feels orienting to me. Because it
cuts to the heart of a question that every
entrepreneur must ask themselves: What
do Iwant from my work? Your answer is
what you should optimize for.

Vaynerchuk knows his answer: “I'm
doing all of this for myself,” he says. “I
want to see how good of an entrepreneur
ITam.” His goal isn’t to build one specific
company. His goal is just to build. It is to
take that specific action, and embrace
that challenge, and live life as a builder,
because that is his core. And that means
one company will never do.

This made me think of the billionaire
who mentored me. What is that man’s
goal? Well, he’d told me: His goal is to
build companies toward massive exits.
He measures his success by the creation
of extreme wealth. And if that’s the case,
then of course he wants to focus on one
thing! He pours everything into one com-
pany, because that’s his pathway to selling
it. He’s done it many times.

But me? And maybe you? Money is not
what drives me. And that’s why the billion-
aire and I didn’t understand each other.
Yes, Ilike making money, but I don’t need
mountains of it. I primarily want to live
a life of my own choosing, free from the
demands and restrictions of bosses and
corporate life. I want full autonomy of my
time. I want to explore unexpected paths,
and to push the boundaries of my talents
and usefulness.

SoIask Vaynerchuk: How do you do it?
How do you become a juggler?

aynerchuk stands up. He plants
v both feet on the ground, next to

each other. Then he takes a half-
step to the right.

This is the visual he wants you to con-
sider. Your weight was fully planted in one
place. Now you’re shifting that weight—
potentially destabilizing where you started,
while also needing to build a solid founda-
tion for your other foot to land on. Before
you step, you must do an audit on yourself.
Ask: What are you excellent at, and what
excellence do you need from others?

Start with yourself. Vaynerchuk remem-
bers when everyone doubted his ability
to start VaynerMedia. He was just a guy
making YouTube videos out of his parents’
wine store, and then he launched an adver-
tising agency. It seemed unserious at the
time. Today it operates as the flagship of a
diverse portfolio of brands under parent
holding company VaynerX, a nearly $400
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million business. So how did he do that?
And how, today, can he start a production
company that’s creating TV shows for Hulu
and the History Channel? And how can he
sell eight figures’ worth of assets through
VeeFriends? And how can he open a mem-
bers-only club, Flyfish Club, in Manhattan?

The answer to these questions is the
same: “Because we’re good at marketing,”
he says. “If I start a doughnut shop or a
nuclear power plant or a SaaS business,
my competitive advantage is the ability
to outmarket anyone and everyone in
every sector.”

That’s it. One skill, transferable across
industries. He can drive viewers to the
TV show, drive excitement to VeeFriends,
and drive members to a club. The guy
just knows how to market. And in this
way, a seemingly incoherent collection of
businesses has an internal logic. It is tied
together by a core discipline.

built VaynerSpeakers with Zach Nadler,
who was his speaking agent at CAA for six
years. He built Wine Library with Brandon
Warnke, his best friend since age 14. These
are relationships he never has to question.

Then you must get comfortable with not
being the person who does everything.
That’s a hard adjustment for entrepreneurs,
especially if you’ve been laser-focused
on one thing for a long time. We come to
believe that we are integral to our compa-
nies’ success—as if everything must be done
by us or else it won’t get done right.

But Vaynerchuk has some tough news
for you: “Most things don’t matter,” he
says. Not only do entrepreneurs inflate
their own sense of value, but they also
inflate the importance of the things they’re
devoting their time to—which means
you’re often putting valuable time into
things that just don’t require it. “There’s
15 people in your company that can do it,”

“It requires humility to let
people shine outside of you,
evenifyouarethe
reason they are shining.”

“And other people have disciplines too,”
he says. Maybe you're great at finances, or
team building, or partnerships, or sales.
“Someone could be a great operator—and
they could go into a private equity firm,
or a flyer shop, and either way they could
look at the P&L and say, ‘God, they’re wast-
ing $2 million a year.””

Whatever it is, you must know this about
yourself. Recognize what your transferable
value is. Because in this way, every new
thing you do is just a new expression of
your core skill set.

Next, let’s look at what other people
in your orbit are excellent at—because
if you’re going to divide your time and
energy, other people will need to rise in
your place. “It requires humility to let peo-
ple shine outside of you, even if you are the
reason they are shining,” Vaynerchuk says.

At the highest levels, Vaynerchuk
has always leaned on people he trusts
deeply. He’s built VaynerMedia and
VaynerSports with his brother, A.J. He

Vaynerchuk says, “and most people’s B’s
and C’s are actually better than your A’s,
because the overall impact on this thing
isn’t big enough.”

Whenever there’s a new initiative,
Vaynerchuk likes to operate with what he
calls the 15-80-5 rule: “I need to be involved
in the 15% up front, to really synthesize the
idea,” he says. “I'm the offensive coordina-
tor. Then my direct report and their team
go away and do 80% of it. And then I get
involved in the last 5% to put a cherry on
the sundae, and we move on.”

He pulls up his calendar to show me
what this looks like. We’re staring at Google
Calendar on his monitor, and it is a dense,
color-coded wall of appointments. Most of
them are just 15 minutes long, which he says
is plenty of time to make important deci-
sions. “Hourlong meetings are just 15 min-
utes of meat anyway,” he says.

Once you start structuring your days like
this and empowering your team to operate
without you, something tremendous hap-
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pens: You create more optionality for your
top performers, because you now have
more opportunities for them to pursue.
He offers an example: One of his employ-
ees has been at VaynerMedia for nine
years. She’s a superstar, but was some-
what frozen in place because the person
above her wasn’t leaving. This is often why
companies lose great talent; there’s just
no more room for advancement. But in
this case, the VaynerMedia employee was
just able to shift to a more senior executive
role at another one of his companies.

“So not only does this create option-
ality for me,” he says, “but it creates
optionality for everyone.” Because
Vaynerchuk knows: He isn’t the only
guy at his company who wants to do
more. By thinking so ambitiously, he’s
attracting and retaining exactly that
kind of person.

fIran all this by the billionaire who
mentored me, he would probably
offer the following counterpoint: If
you only commit a fraction of your energy
to one project, you’ll only see a fraction
of the rewards. Companies grow slower
when you spread yourself thin.

I share that with Vaynerchuk, and he
concedes the point. Yes, if he focused
exclusively on VaynerMedia, it would be
pulling in significantly more. If he focused
solely on his production company, it
might have 50 shows on TV now instead
of the 10 in development. But he’d feel

we’re burned out or exhausted, not
because we’re doing too much, but we’re
doing too little of the things that make us
come alive,” he says.

Vaynerchuk loves that. And he wants
you to consider an important final ques-
tion: What happens when you do the
things that make you come alive?

The answer is: Everything you do ben-
efits. And you could prove that billion-
aire wrong.

He lays out a scenario: Imagine you run
a PR firm, and you also dream of owning a
coffee shop. “You haven’t opened the cof-
fee shop in your town because everyone
told you to focus,” Vaynerchuk says. But
without that coffee shop, your days are
feeling sluggish.

So you open it. And at first, your PR
firm shrinks a little. You’ve diverted your
energy elsewhere. But then...wait. The
coffee shop energizes you. It also puts
you in touch with more people, who
become PR clients. It gives you new ideas
about how to reach people and to com-
municate brand stories, and you become
better at PR as a result, and your PR com-
pany grows. “It gave you the escape you
needed,” he says.

Iam living proof of this. People are
often surprised at how supportive
Entrepreneur is of my own personal
entrepreneurship. But Entrepreneur is
not foolish; the company directly ben-
efits from my external pursuits. First of
all, 'm happier—which is why I've stayed

“I'm doing all of this for myself.
| want to see how good
of an entrepreneur |am.”

trapped inside that success. It wouldn’t
feel satisfying.

And that would be even worse for his
company. Again, he says, it’s a ques-
tion of what you’re optimizing for. Is it
growth? Or happiness? Which do you
need more? To him, expansion is happi-
ness. And a happy half-time Vaynerchuk
is vastly more productive than an
unhappy full-time one.

I’'m reminded of the way brain coach
Jim Kwik talks about burnout: “Sometimes
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in this role so long. But also, I'm con-
stantly meeting people, learning things,
and encountering ideas that I then bring
back to Entrepreneur. My personal con-
nections often become my employer’s
partners and sources.

This shouldn’t be shocking. If you
only do one thing, you're only exposed
to one set of contacts and experiences.
If you do more, your network and expe-
rience expand. You become a source
of collective wisdom and experience.

Vaynerchuk sees it himself-how he
learns something through one of his
companies, and then benefits from that
learning at another. “I have an unbeliev-
able depth of knowledge,” he says. “I'm
fucking unstoppable in every meeting. I
have too much context.”

aynerchuk doesn’t unplug for

vacation often. But when he

does, he goes all out. “I have no
interest in seeing a sight. Do not get me
a tour guide,” he says. “I don’t want to
do anything.”

Most recently, he went to Turks and
Caicos. He pulled up a chair on the
pristine beach, plugged in some head-
phones, and listened to Lil Wayne, Jay-Z,
and Biggie for nine hours straight. And
as he stared out into the great blue noth-
ingness, he also started to watch a little
kid nearby, who was building the most
immaculate sandcastle Vaynerchuk had
ever seen.

From maybe 8 a.m. to 5 p.m., this kid
worked and sculpted. His attention to
detail could rival the architects of medie-
val cathedrals. It was a masterpiece.

Then, as evening approached, the kid’s
mom called him in for dinner.

“I watched this kid look at his castle,”
Vaynerchuk says. “Then he smashed it.
And he left. And I sat there and thought,
‘Oh, my God, I'm this kid.””

Why do entrepreneurs build?

For some, it’s about belonging. We build
something to identify with, and to occupy
us, and to immerse ourselves inside.

For some, it’s about outcome. We build
toward an exit to make a ton of cash, and
to enjoy those spoils.

For others, like Vaynerchuk, and the
sandcastle kid, and me—and maybe
you—we build for some of those reasons.
We love our work, and we want to be
rewarded. But mostly, we’re building for
ourselves. Because it’s how we explore
the world around us. Because one thing
will never satisfy us. Because it makes us
happy. Because we want to see the bound-
aries of our potential.

So if you want to build, build. Don’t let
someone else’s definition of success hold
you back. Build until it’s time to smash
it to the ground and walk away. The act
of building was always the part that mat-
tered most. H

Jason Feifer is the editor in chief of
Entrepreneur magazine.
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