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Intellectual Property

1. Creative Commons

The consultation of this book is free, provided that the rules of use defined
by the Creative Commons license CC BY-NC-SA 4.0 are respected, as
explained below: This license requires attribution to the author for any
quotation. It allows distribution, remixing, adaptation, and creation from the
provided material, in any medium or format, for non-commercial
purposes only. If someone modifies, adapts, or translates the material,
they must distribute the modified version under the same conditions.

BY

You must give credit to the creator.

NC

Non-commercial use only. “Non-commercial” means not primarily intended
for commercial advantage or monetary compensation.

SA

Share under the same conditions: adaptations must be distributed under an
identical license.

The detailed conditions related to Creative Commons are available on the

2. Intellectual Property of Feedback

This work is made freely available with the aim of dissemination and
sharing. The author authorizes its consultation and use for non-commercial
purposes, in particular to encourage:

(i) the sharing of experience by the author, and

(ii) critical feedback and suggestions from readers.

Readers’ feedback may concern both the form (e.g., passages considered
tedious, difficulties of understanding, linguistic or typographical errors, etc.)
and the substance (e.g., divergent analyses, disagreements, omissions, or
lack of precision, etc.).

The author undertakes to acknowledge, as contributors, readers who so
request and whose input relates to the substance of the work, whether


https://creativecommons.org/licenses/by-nc-sa/4.0/deed.fr

such input takes the form of a substantial modification of the text or the
insertion of a quotation from their critique.

Terms and Conditions of Use

The Terms and Conditions were last updated on 4 September 2025

1. Introduction

These Terms and conditions apply to this website and to the transactions
related to our products and services. You may be bound by additional
contracts related to your relationship with us or any products or services
that you receive from us. If any provisions of the additional contracts
conflict with any provisions of these Terms, the provisions of these
additional contracts will control and prevail.

2. Binding

By registering with, accessing, or otherwise using this website, you hereby
agree to be bound by these Terms and conditions set forth below. The
mere use of this website implies the knowledge and acceptance of these
Terms and conditions. In some particular cases, we can also ask you to
explicitly agree.

3. Electronic communication

By using this website or communicating with us by electronic means, you
agree and acknowledge that we may communicate with you electronically
on our website or by sending an email to you, and you agree that all
agreements, notices, disclosures, and other communications that we
provide to you electronically satisfy any legal requirement, including but not
limited to the requirement that such communications should be in writing.



4. Intellectual property

We or our licensors own and control all of the copyright and other
intellectual property rights in the website and the data, information, and
other resources displayed by or accessible within the website.

4.1 Creative Commons

The content on this website is available under a Creative commons - Share
a like Noncommercial License, unless specified otherwise.

5. Newsletter

Notwithstanding the foregoing, you may forward our newsletter in the
electronic form to others who may be interested in visiting our website.

6. Third-party property

Our website may include hyperlinks or other references to other party’s
websites. We do not monitor or review the content of other party’s websites
which are linked to from this website. Products or services offered by other
websites shall be subject to the applicable Terms and Conditions of those
third parties. Opinions expressed or material appearing on those websites
are not necessarily shared or endorsed by us.

We will not be responsible for any privacy practices or content of these
sites. You bear all risks associated with the use of these websites and any
related third-party services. We will not accept any responsibility for any
loss or damage in whatever manner, however caused, resulting from your
disclosure to third parties of personal information.

7. Responsible use

By visiting our website, you agree to use it only for the purposes intended
and as permitted by these Terms, any additional contracts with us, and
applicable laws, regulations, and generally accepted online practices and
industry guidelines. You must not use our website or services to use,
publish or distribute any material which consists of (or is linked to)



malicious computer software; use data collected from our website for any
direct marketing activity, or conduct any systematic or automated data
collection activities on or in relation to our website.

Engaging in any activity that causes, or may cause, damage to the website
or that interferes with the performance, availability, or accessibility of the
website is strictly prohibited.

8. Registration

You may register for an account with our website. During this process, you
may be required to choose a password. You are responsible for maintaining
the confidentiality of passwords and account information and agree not to
share your passwords, account information, or secured access to our
website or services with any other person. You must not allow any other
person to use your account to access the website because you are
responsible for all activities that occur through the use of your passwords or
accounts. You must notify us immediately if you become aware of any
disclosure of your password.

After account termination, you will not attempt to register a new account
without our permission.

9. Idea submission

Do not submit any ideas, inventions, works of authorship, or other
information that can be considered your own intellectual property that you
would like to present to us unless we have first signed an agreement
regarding the intellectual property or a non-disclosure agreement. If you
disclose it to us absent such written agreement, you grant to us a
worldwide, irrevocable, non-exclusive, royalty-free license to use,
reproduce, store, adapt, publish, translate and distribute your content in
any existing or future media.

10. Termination of use

We may, in our sole discretion, at any time modify or discontinue access to,
temporarily or permanently, the website or any Service thereon. You agree



that we will not be liable to you or any third party for any such modification,
suspension or discontinuance of your access to, or use of, the website or
any content that you may have shared on the website. You will not be
entitled to any compensation or other payment, even if certain features,
settings, and/or any Content you have contributed or have come to rely on,
are permanently lost. You must not circumvent or bypass, or attempt to
circumvent or bypass, any access restriction measures on our website.

11. Warranties and liability

Nothing in this section will limit or exclude any warranty implied by law that
it would be unlawful to limit or to exclude. This website and all content on
the website are provided on an “as is” and “as available” basis and may
include inaccuracies or typographical errors. We expressly disclaim all
warranties of any kind, whether express or implied, as to the availability,
accuracy, or completeness of the Content. We make no warranty that:

e this website or our content will meet your requirements;
e this website will be available on an uninterrupted, timely, secure, or
error-free basis.

Nothing on this website constitutes or is meant to constitute, legal, financial
or medical advice of any kind. If you require advice you should consult an
appropriate professional.

The following provisions of this section will apply to the maximum extent
permitted by applicable law and will not limit or exclude our liability in
respect of any matter which it would be unlawful or illegal for us to limit or
to exclude our liability. In no event will we be liable for any direct or indirect
damages (including any damages for loss of profits or revenue, loss or
corruption of data, software or database, or loss of or harm to property or
data) incurred by you or any third party, arising from your access to, or use
of, our website.

Except to the extent any additional contract expressly states otherwise, our
maximum liability to you for all damages arising out of or related to the
website or any products and services marketed or sold through the
website, regardless of the form of legal action that imposes liability



(whether in contract, equity, negligence, intended conduct, tort or
otherwise) will be limited to the total price that you paid to us to purchase
such products or services or use the website. Such limit will apply in the
aggregate to all of your claims, actions and causes of action of every kind
and nature.

12. Privacy

To access our website and/or services, you may be required to provide
certain information about yourself as part of the registration process. You
agree that any information you provide will always be accurate, correct, and
up to date.

13. Export restrictions / Legal compliance

Access to the website from territories or countries where the Content or
purchase of the products or Services sold on the website is illegal is
prohibited. You may not use this website in violation of export laws and
regulations of France.

14. Assignment

You may not assign, transfer or sub-contract any of your rights and/or
obligations under these Terms and conditions, in whole or in part, to any
third party without our prior written consent. Any purported assignment in
violation of this Section will be null and void.

15. Breaches of these Terms and conditions

Without prejudice to our other rights under these Terms and Conditions, if
you breach these Terms and Conditions in any way, we may take such
action as we deem appropriate to deal with the breach, including
temporarily or permanently suspending your access to the website,
contacting your internet service provider to request that they block your
access to the website, and/or commence legal action against you.



16. Indemnification

You agree to indemnify, defend and hold us harmless, from and against any
and all claims, liabilities, damages, losses and expenses, relating to your
violation of these Terms and conditions, and applicable laws, including
intellectual property rights and privacy rights. You will promptly reimburse
us for our damages, losses, costs and expenses relating to or arising out of
such claims.

17. Waiver

Failure to enforce any of the provisions set out in these Terms and
Conditions and any Agreement, or failure to exercise any option to
terminate, shall not be construed as waiver of such provisions and shall not
affect the validity of these Terms and Conditions or of any Agreement or
any part thereof, or the right thereafter to enforce each and every provision.

18. Language

These Terms and Conditions will be interpreted and construed exclusively
in French and English. All notices and correspondence will be written
exclusively in that language.

19. Entire agreement

These Terms and Conditions shall constitute the entire agreement between
you and David Leblanc in relation to your use of this website.

20. Updating of these Terms and conditions

We may update these Terms and Conditions from time to time. It is your
obligation to periodically check these Terms and Conditions for changes or
updates. The date provided at the beginning of these Terms and Conditions
is the latest revision date. Changes to these Terms and Conditions will
become effective upon such changes being posted to this website. Your
continued use of this website following the posting of changes or updates
will be considered notice of your acceptance to abide by and be bound by
these Terms and Conditions.



21. Choice of Law and Jurisdiction

These Terms and Conditions shall be governed by the laws of France. Any
disputes relating to these Terms and Conditions shall be subject to the
jurisdiction of the courts of France. If any part or provision of these Terms
and Conditions is found by a court or other authority to be invalid and/or
unenforceable under applicable law, such part or provision will be modified,
deleted and/or enforced to the maximum extent permissible so as to give
effect to the intent of these Terms and Conditions. The other provisions will
not be affected.

22. Contact information

This website is owned and operated by David Leblanc.

You may contact us regarding these Terms and Conditions through our
page.

23. Download

You can also our Terms and Conditions as a PDF.


https://impactfactories.com/contact/
https://impactfactories.com/wp-content/plugins/complianz-terms-conditions/download.php

Prologue

Who is this book for?

You have a product idea in mind, but don't know where to start?
You are developing a product, but your customers and investors remain perplexed?
You want to implement agility in your company, but its principles remain unclear?

This book is for new CEOs looking to build a sustainable business from the ground up. For
technical profiles who wonder why product delivery isn't enough to make an impact, despite
Scrum-type recommendations. For product managers seeking a clear, structured, and
rational approach to decision-making. For anyone who wants to embark on an
entrepreneurial adventure... but would prefer to gain some insight and confidence from a
book before taking the plunge.

Impact Factories is a low-risk entrepreneurial experience for those who want to build useful,
desirable, achievable, and viable products.

What is an Impact Factory?

An Impact Factory is an organization that transforms a measurable ambition for
impact—social, environmental, or economic—into tangible reality. It aligns its activities
around this mission and moves forward through structured experimentation: defining
hypotheses, testing, measuring, adjusting. This process ensures both the relevance of the
chosen direction and the viability of the approach, in the short as well as the long term.

The Impact Factory brings forth meaningful products and services, recruits and engages
committed teams, and establishes governance adapted to its mission. Inspired by Lean and
Agile philosophies, it fosters continuous questioning, learns from both successes and
mistakes, and relies on a community that values people, passion, and the taste for
challenge.

Each factory evolves according to its own maturity, reflecting its history, its choices, and the
depth of impact it seeks to achieve.

Who am 1?

Learning. Creating. Sharing. These three verbs have always been a part of my life—long
before | discovered that they formed the basis of a movement: the Makers.

Makers are people who don't just ask questions: they build answers. Literally. With their
hands, their brain, their energy. They are people who experiment, tinker, test, and learn by
doing before seeking out the theory. They have a curious, sometimes obsessive mind,
always driven by the desire to understand by doing. And above all, they are people who
share what they learn, so that others can go further, faster, differently.



I am part of that tribe. Present me with a puzzle at the beginning of a meal, and you risk
losing my mental presence until dessert. Some problems haunt me for months, even years.
Until | find a valid answer, | don't give up. But thinking isn't enough: | need to experience the
answer, test it, build it myself, in real life, where things happen, where things fail, where
things are learned.

And once I've understood something, | have only one desire: to pass it on. To share it. To
confront it with other perspectives in order to continue to progress. And it is this maker
mindset that permeates this entire book. | invite you to get to know me here by sharing some
of the questions that have literally changed my life.

"How do you develop software?" That was the question that obsessed me at the age of
15. At the time, | was studying for a my A. level high school diploma in Industrial Science
and Technology, specializing in electronics. The internet was still billed by the minute and
was all the rage among teenagers my age. Mobile internet was called WAP and was nothing
to write home about. High school students had to wait a long time to access the few
computers available for their research, and librarians had to manage the flow of these
increasingly numerous users with watches and stopwatches. To solve this problem, |
developed a simple but effective software program: it managed traffic using counters, used a
voice synthesizer to announce the end of usage time, and produced a daily report on
consumption. This project was a revelation. Buoyed by this momentum, | then created a
dozen of tools for different audiences, which | distributed on my personal website
trousseaoutils.com. At the end of my high school studies, | was fortunate to have as my
technical subject a line-following robot equipped with an obstacle detection system. That's
where | was able to make the connection between computer programming, electronics, and
robotics. This growing passion naturally led me to pursue engineering studies in information
systems, at the crossroads of electronics and computer science, at ESIEA, an engineering
school specializing in computer science and electronics.

"How do simple ideas become great innovations?" This was the new question that
preoccupied me in my twenties, halfway through my studies. | quickly put together a team to
develop the first elements of a robot and the necessary design documents. The following
year, | decided to launch the Aquatis project with a clear goal: nine months to build an
autonomous underwater robot for the SAUC-E competition organized by NATO. This
competition brought together the best European universities. In 2010, thanks to a close-knit
and passionate team of 14 students, we proudly reached the final of the competition.

Stunned. That's the word | would use to describe the day after the competition. We had
managed to go well beyond our goals. | had spent two years with short nights and no breaks
to contribute to this result, and the end of the competition meant the abrupt end of a project
for me. | looked around me and realized that | had missed something important: passionate
and overwhelmed by technological issues, | couldn't see the meaning of what we had
achieved. Where was robotics hidden in our daily lives? What was its usefulness beyond
that promoted by the competition to clear underwater minefields and prevent oil spills?

So | began my research, created the blog shyrobotics.com, and started writing to share my
findings and get feedback. In two years, | published 450 articles that helped me understand
what | had gotten myself into. The site was a great success, attracting up to 600 unique



visitors per day, and allowed me to meet some fascinating people—including French MP
Bruno Bonnell, author of Viva la Robolution, who admitted to knowing my blog. Meanwhile, |
met Frédéric Boisdron, co-founder and editor-in-chief of Planéte Robot magazine, at an
Apérobo event. He opened the door to a new role for me: that of a journalist specializing in
robotics for Planéte Robots magazine. This was in addition to my full-time job. My first
interviews led me to talk with major figures in the field, such as Colin Angle, founder of
iRobot, and Rodney Brooks, director of the MIT Artificial Intelligence Laboratory for 15 years.

Some reluctant readers began to react. They warned me of their fear that robotics would
become an abominable sector that would eliminate jobs, call into question positions
dedicated to people with physical disabilities, and perhaps even replace spouses in couples,
etc. | realized that what | considered to be a purely technical subject was also an economic
and social issue.

That was enough! My curiosity was piqued, and | had to be able to respond to these attacks
on robotics! | could no longer continue to publish my articles without answering this question
that came up too often. But the questions that arose for robotics also arose for many other
sectors. And the answers lay in a much broader and more complex concept: innovation. A
term that we see everywhere today, without really understanding its meaning.

Starting in 2013 and for three consecutive years, | sought to understand what innovation
was, how it worked, how to give meaning to what | was creating, what the different forms of
innovation were and what they had in common, what the relationship between invention and
innovation was, and above all, what levers for action | could draw from all this. | held
numerous meetings and conducted surveys: | interviewed entrepreneurs such as Paul
Benoit, founder of Qarnot Computing, Massimo Banzi, co-founder of Arduino, and Milie
Taing, founder of Lili.ai. | also exchanged ideas with researchers and directors of incubators,
SATTs (Sociétés d'Accélération du Transfert de Technologies, or Technology Transfer
Acceleration Companies), and innovation hubs. At the same time, | conducted extensive
research sessions at the Francgois-Mitterrand National Library, surrounded by scientific
publications and academic journals. This led to the publication of my book Smart World in
2017.

Alongside this research, | was also enjoying an exciting professional adventure at Dassault
Aviation, where | progressed from a developer position to internal project and product
management responsibilities serving all of the group's factories.

"How have makers democratized innovation?" As | explored the world of innovation, |
was struck by the emergence of unusual places that sought to democratize access to
production tools once reserved for the factories of large industrial groups: FabLabs,
Makerspaces, and Hackerspaces. These spaces, often community-based, opened their
doors to everyone in exchange for a modest subscription fee and provided a veritable
arsenal of technology: Arduino boards, digital milling machines (CNC), 3D printers, laser
cutters, soldering stations, and much more.

There, anyone could invent, repair, repurpose, or manufacture objects themselves. Better
still, it was possible to explore huge online libraries of open-source models—tools,
components, spare parts—download them, customize them, and then share them again



once they had been improved. All of this was made possible by the machines available on
site. Some projects were simple, like a phone holder that could be printed in a few minutes;
others were much more ambitious, like building an entire drone from freely available plans,
electronic schematics, and tutorials.

It was fascinating.

That's when | realized that these initiatives were not isolated. They were part of a global
movement that began in the early 2000s, bringing together enthusiasts of technology, DIY,
design, and digital craftsmanship: the Maker Movement. A movement that celebrates
ingenuity, knowledge sharing, and the reappropriation of the means of production by citizens
themselves.

When | talk about innovation, | am thinking of a good or service that was previously
unavailable or uncommon within a given population, and which has managed to spread to
the point of becoming commonplace, or even standard. An innovation is therefore not just an
invention. It can be an existing tool or technology that, due to a change in context, cost, or
use, finally finds a new audience.

Large companies have learned to industrialize this process. They have structured
production, distribution, and communication chains capable of bringing innovation to a large
scale. It is this model that has shaped our contemporary world: a world where, with just a
few clicks, we can access thousands of standardized, optimized products, delivered within
24 hours. But this power of industrialization was based on a paradox: for an innovation to
reach this level of distribution, it required significant financial resources, a strong capacity for
influence, and sufficient volumes to justify the investment.

This is where the Maker Movement introduced a breakthrough. As Chris Anderson describes
in his book The Long Tail, digital technology has disrupted the old logic of scarcity and
standardization. In the physical world, only the most profitable items could justify their place
on a shelf. In the digital world, almost anything can exist, even items that only appeal to a
handful of enthusiasts. The "long tail" refers to the millions of niches, micro-uses, and items
with low distribution but high individual value that have suddenly become viable thanks to
lower manufacturing, storage, and distribution costs.

A telling example is music. For decades, a few "hit" songs dominated the charts and radio
stations. Everyone listened to the same artists at the same time, imposed by a logic of mass
distribution. Today, this uniformity has faded. Young people listen to completely different
artists depending on the communities they belong to: a local rapper on SoundCloud, a
Korean singer from an independent label, a beatmaker discovered on TikTok, or an
anonymous voice behind a remix on YouTube. "Hits" still exist, but their reach is less
universal. They coexist with an infinite number of micro-scenes, fandoms, and fleeting or
hyper-localized trends. Everyone has their own soundtrack, their own music scene.

The Maker Movement operates on a similar dynamic. It does not seek to compete with
manufacturers on their standards or volumes. It explores the margins: those objects that
large companies do not produce because they are too specific, too creative, too
experimental... or simply not profitable enough. Where industry aims for uniformity to make
mass production profitable, the Maker Movement champions personalization,



reappropriation, and diversity. Making your own camera mount and sharing the plans out of
solidarity or to gain recognition within the community, repairing an old device, adapting a tool
to a very specific need: all this becomes possible without depending on a mass market or a
centralized innovation cycle.

| turned this discovery into a documentary entitled "Les Makers: Une autre vision de
l'innovation" (The Makers: Another Vision of Innovation), which is freely available on
YouTube. It features several iconic figures of this silent revolution, including Dale Dougherty,
considered one of the fathers of Web 2.0. In the wake of this, | was also asked to
co-organize the Show Me The Maker events in Strasbourg, a series of conferences inspired
by TED Talks, but led by "ordinary" people: artisans, inventors, enthusiasts, activists, each
presenting a project or life experience capable of inspiring the audience.

"How to create a startup?" The vast majority of Makers remain driven by passion, curiosity,
and sharing. They create, modify, and experiment, often for the pleasure of understanding
and passing on their knowledge. But among them, some realize that their creation meets a
concrete need. So they test the idea that there could be a business opportunity there, a
chance to turn their contribution into a company.

It is at this precise moment that the paths of Makers cross those of entrepreneurs. The
energy of the garage joins that of incubators. Craftsmanship meets the ambition to make an
impact. These Maker-entrepreneurs join the startup movement, driven by a desire to change
the world with new, concrete solutions, often driven by a keen sense of purpose. But it is
also at this crossroads that the shock occurs: inventiveness collides with market realities,
passion confronts the harsh law of entrepreneurship—finding a business model, convincing
customers, raising funds, and sustaining the business over time.

It was in this context that | felt the call of adventure. At the time, | was working at Dassault
Aviation, a company where they build aircraft as well as long-term careers. Many people
plan to stay there until retirement. | was at a point in my life where | realized that | had built
teams around various projects, experienced rewarding successes, contributed to innovation,
and yet... something was missing.

What | needed was the full adventure. The kind where you start from scratch, with no safety
net. The kind where every decision counts, where every choice can make or break a project.
The adventure of building a business, not just a product. Creating a vision, building a team,
winning over the first customers, pivoting when necessary, learning everything else along the
way. A total experience, where you shape not only solutions, but also jobs, human
relationships, and a culture.

As an engineer by training and a technology enthusiast, | naturally wanted my company to
be innovative and technological. The start-up seemed like the ideal format: agile,
demanding, all-encompassing. After spending time with inspiring founders, the time had
come to move from theory to action. So | launched Lion-up, a company whose initial mission
was to facilitate relationships between SMEs and large industrial groups. Over time, the
project evolved into a platform dedicated to business development and knowledge sharing
between individual companies and very small structures.



With my team, | took on all the roles at once: CEO, CTO, developer, sales representative...
and, like many first-time entrepreneurs, | made all the classic mistakes. As a good engineer,
| started with an idea for a solution without taking the time to thoroughly understand the
needs or clarify the roles of each member of the team. When this initial approach failed, |
had to continue on my own, supported by a community of entrepreneurs who showed
incredible solidarity.

After being rejected three times by the local incubator in Strasbourg, | was lucky enough to
be selected by Y Combinator—the prestigious Silicon Valley accelerator that has seen the
emergence of Airbnb, Dropbox, Stripe, Reddit, and many other unicorns—and to follow its
three-month Y Startup School program, punctuated by personalized coaching. Little by little,
an initial solution emerged that was solid enough to start attracting customers—but it took
two years of relentless effort to get there. After three years of adventure, having failed to
generate significant revenue and having relied on a bootstrap strategy that was unsuited to
my context, | had to resign myself to handing over the project to one of my clients and
turning the page. But this ending was not a failure: on the contrary, it paved the way for a
new question, which was perhaps the first one | should have asked myself...

"What is a product?” For a long time, | believed that a product was simply the object you
unpack: a smartwatch, organic cotton jeans, or the latest mobile app. As an engineer, it was
obvious to me that the value lay in the creation of this object, and it was with this approach
that | questioned my interviewees in my surveys. Three years of entrepreneurship forced me
to shift my perspective. The real "product," the one that creates and captures value, is a
complete organism, a system; what the customer holds in their hand is only the tip of the
iceberg.

Take the smartphone that accompanies us every day. It all starts far upstream, in the distant
rumblings of lithium mines. Next come the engineering offices, where circuits are modeled,
designs are adjusted, and the interface is polished. The assembly workshop takes over:
robots, quality control, palletized boxes, transit under customs, regional warehouses. So far,
the consumer has seen nothing; yet each step already influences its future use, price, and
trustworthiness.

Then the product crosses the invisible border that separates the factory from the market.
Marketing analysts roll out their funnel: targeting, storytelling, A/B testing. On Instagram, an
image of a smartphone pops up in the potential buyer's feed; they are unaware that an
algorithm has selected it because their digital behavior resembles a thousand other profiles
converted the day before.

The scene shifts to a brightly lit store or an e-commerce page. There, a salesperson trained
in three e-learning modules touts record battery life; a recommendation engine suggests a
matching case. With a click of confirmation, the reverse logistics of returns, serial number
management, and payment gateway are activated. All the customer has seen is "Add to
cart."

Then comes the pivotal moment: the first power-up. Frustration-free packaging and a clear
onboarding guide—months of design and writing culminate in a few seconds of seamless
experience. If a bug occurs, a chatbot appears, backed by a support center on another
continent, a knowledge base powered by artificial intelligence, and yesterday's FAQs.



This is when the product's life truly begins. Webinars guide users in discovering hidden
features; a nightly update fixes a battery life issue; an email offers a trade-in program—and
its discreet counterpart: the recycling chain that will recover, dismantle, and reintroduce the
raw materials. At each stage, algorithms scrutinize usage, feeding into the roadmap for
future versions.

Thus, the smartphone, the biodegradable shoe, and SaaS software are just the tip of the
iceberg. Beneath the surface, an invisible architecture connects telecom operators, logistics
companies, support teams, data scientists, lawyers, marketers, agronomists, and recyclers.
It is this totality, from the mine to after-sales service, from the first advertising click to the
renewal email, that deserves the name "product." Understanding a product is not about
contemplating a beautiful object; it is about exploring the ocean that carries it, layer by layer,
until you discover that each interaction—acquisition, use, service, loyalty—forms a node in
the same network.

When my entrepreneurial adventure came to an end, | was looking for a position that would
keep me at the heart of creation—where customer needs, technical feasibility, and economic
viability meet—while sparing me the full entrepreneurial experience. | eventually discovered
the role of Product Manager. The Product Manager orchestrates all the activities that enable
the product to exist: user research, design, development, marketing, and monitors clear
indicators. Their horizon ends with the delivery of a measurable result for the customer and
for the bottom line. Entrepreneurs, on the other hand, must embrace the entire system:
creating or uprooting a market, raising funds, recruiting, managing cash flow, negotiating
with partners and investors, and sometimes even changing course under pressure from
circumstances. However, in all the complexity of the product system, Product Managers do
not work alone...
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Sample of the hats worn by the product manager

"How do you build a high-performing team?" A company, a product... you can never build
them alone. I've always known this, and | was fortunate enough to experience the intensity of
creating a team united around a common goal very early on. But what | learned from my
entrepreneurial experience, product management, and lean management at Dassault
Aviation goes far beyond simple group dynamics.

My entrepreneurial adventure brought me face to face with the realities of the field:
understanding business challenges, juggling constraints, and making quick decisions with
limited resources. Product Management provided me with the methodological structure, the
tools to move from intuition to reasoned action, and a systemic approach centered on the
customer and the user. Finally, Lean Management gave me a flow-based perspective: the
ability to think in terms of value chains, detect waste, and streamline processes without
sacrificing impact.

When you look at the building of a company, a vision, or a team from the outside, it can
seem like constant chaos. Everything is in flux, everything seems uncertain, and success
often gives the illusion that it is down to luck. But behind this turmoil, there is indeed a logic.
A logic that not only allows you to be effective—to achieve a goal—but also to be efficient: to
move forward accurately, mobilizing the minimum amount of energy for maximum results.
This is a fundamental principle in Product Management: minimum effort for maximum
impact.

It was with this perspective that | analyzed my experience at the end of my startup project. |
took the time to take stock: what had | been missing to go further? What skills did | lack to
better navigate uncertainty? From this reflection, a personal training plan was born, both
theoretical and practical. | completed a series of training courses and certifications in agility,
product management, project management, software development, Lean Six Sigma, and
more. | naturally steered my career in a new direction: seeking a position as a product
manager, at the intersection of strategic vision, operational rigor, and concrete value
creation.

Just as | was starting my search, | announced to my partners that | was closing my business.
Some still tried to convince me to continue, convinced that the idea had potential and that it
just needed a little more time to take off. But another conversation took an unexpected turn.

One of our technical partners—Outscale, the cloud entity of the Dassault Systémes group,
which was then hosting the Lion-up platform—immediately told me about an opportunity that
had just come up: a Product Manager position had opened up in their teams. This proposal
was no coincidence. It was the result of the relationship of trust we had built up over the
course of my entrepreneurial adventure, through technical discussions, sharing our vision,
and solving concrete problems.

That's how | joined the Dassault Systémes group. An iconic name, with a deeply systemic
vision of the product in its DNA—rigorous, technological, and ambitious. In the industry, we
know that when a product pushes the boundaries—whether it's a SpaceX rocket, a magnetic
levitation train, or an electric city car capable of hosting its own digital twin in the
cloud—there's a good chance that Dassault Systemes solutions are nearby.



This transition from entrepreneurship to a large corporation was not a break, but a natural
continuation, guided by the values | hold dear: creating useful value, mastering complexity,
and the desire to move things forward, on all scales. | saw it as an opportunity to reinvent my
career path and decided to put all my energy into it. | continued to self- d training in product
management while practicing it, thanks to e-learning, specialized organizations, reference
reading, and meetups.

Six months after joining Outscale, | was entrusted with the development of a new strategic
product: a cloud marketplace designed to diversify the range of services offered to a rapidly
growing customer base. Everything had to be built from scratch. | was given carte blanche to
put together the team and put my learning into practice. So | started by designing a team
structure and organization capable of carrying out the project. | was able to calibrate the
production flows, write the job descriptions, estimate the precise cost of each expense item,
and build a comprehensive, detailed, and costed plan. Based on this preparatory work, we
raised several million euros from BPI, convincing decision-makers of the soundness of our
vision and approach, and with the added bonus of a ministerial statement supporting the
initiative.

Thanks to the funds obtained, the organizational chart | had drawn up came to life. | oversaw
every step: writing job descriptions, choosing consulting firms, conducting
interviews—whether for contractors or future permanent employees—and setting up a
comprehensive onboarding process. At the same time, | refined the product vision and
launch strategy. But | wasn't alone. This is also an important point in this book: you never
succeed alone, far from it. Colleagues from all walks of life lent a hand: HR, lawyers, IT,
internal communications, finance, R&D, etc. Everyone played their part within their own
scope.

The result: we assembled a team of more than twenty complementary talents—product
managers, designers, developers, QA engineers, system administrators, technical
writers—the backbone needed to design, deploy, and operate an ambitious product. In June
2023, barely nine months after the arrival of the first recruit, we officially launched our cloud
marketplace: tangible proof that a project carried out head-on, supported by the
cross-functional enthusiasm of the teams, can go from sketch to reality in record time.

This experience has proved invaluable. Working on a living product on a daily basis, within a
close-knit team, constantly challenges me to push my own limits, forcing me to ask new
questions and learn more and more. And what better way to accelerate this learning process
than a marketplace? Such a product not only brings together all the classic development
issues, but also the more complex and exciting ones related to marketing, commerce, and
partnerships, with their diverse business models.

Since the creation of this team and the achievement of our goals, new opportunities have
come my way. | have been able to share what | have learned and discover other people's
situations, both internally and in other companies, thanks in particular to the Product Meetup
SXB that | co-founded in Strasbourg—my city since 2017—with the Alsace Digitale
association. This is a community dedicated to product management with the aim of
promoting these practices on the banks of the Rhine.



"How can we support an existing organization in adopting agile product practices?" It
was this first question that prompted me to write the book you are now discovering. It arose
from a seemingly simple moment, but one that was deeply revealing. Over coffee, a
colleague asked me how he could apply agile philosophy to a physical product, and |
suddenly realized that | was unable to clearly convey what | had learned to my peers. This
discrepancy struck me. For my own development and the success of my projects, | had been
able to create opportunities for feedback, take numerous training courses, read extensively,
and establish a dynamic of continuous improvement within my team. But | did not yet know
how to transpose this approach to effectively support other people or organizations.

To meet this need for support, | decided to write not a "change" manual, but a story of
creation. In my view, it is by returning to the foundations—where product culture, agility, and
a spirit of experimentation are born—that we can best understand how to evolve an already
established organization.

As a result, many leaders today prefer to build or acquire an entirely new entity, already
imbued with the desired culture and practices, and then migrate talent and activities to it.
Tech giants have long understood that it is often more profitable to instill a fresh culture in a
blank slate and transfer teams from an aging organization in waves than to try to uproot old
habits. Building a new organization with the desired DNA is less costly—in terms of both
energy and time—than revamping a colossus rooted in its historical processes.

Take Google and its galaxy of acquisitions: when it buys YouTube, Nest, or DoubleClick, it
doesn't immediately try to force the "Google" mentality on every department. Instead, it lets
the young companies grow in their native soil—small tribes, rapid sprints, user
obsession—and then gradually invites employees from older divisions to join these "starter"
structures. The result: engineers from advertising research immerse themselves in YouTube
culture, discover the cult of the creator, and bring back with them the data-driven approach
that was sometimes lacking in the video team.

So my conclusion is simple: it is always easier to start from scratch to build agile working
practices and a solid product culture than to transform an existing organization shaped by its
history, experiences, ingrained habits, sometimes divergent interests, and frustrations
accumulated over time. In my view, a key part of the success of Silicon Valley companies
lies in their ability to dynamically reorganize and regularly challenge their own operating
methods in order to achieve a new optimum of efficiency and innovation.

This is why this book can also be used in the context of business transformation.

"Are team performance and product quality the only pillars of success?" In 1996, the
web resembled a huge, unorganized library. Scattered pages, broken links, and fledgling
search engines unable to distinguish useful information from noise. To find a site, you had to
type in its exact address if you knew it, follow links from other pages, or browse through
thematic directories such as Yahoo! Directory or DMOZ. You discovered sites through word
of mouth, on forums, or by using approximate search engines such as AltaVista, which were
often more frustrating than effective.

It was in this fascinating chaos that two Stanford PhD students, Larry Page and Sergey Brin,
immersed themselves in the Digital Libraries Project, a program funded by the NSF and



DARPA. In the basement of the university, they came up with a different way of mapping the
web: no longer by counting keywords, but by analyzing the links between pages, like votes
of confidence. Thus was born PageRank, an algorithm that would become the heart of a
radically new search engine.

In September 1998, Google Inc. was founded in Menlo Park. Less than two years later, the
young company gained credibility: NASA offered to host one of its first data centers at the
Ames base, and the White House adopted its engine to power the FirstGov portal. These
first public contracts played a decisive role: they validated the technological robustness of
the engine, reassured advertisers, and positioned Google not as a promise, but as a credible
player—ready to enter the orbit of the Nasdaq giants.

How was all this made possible? Looking back on the many conversations and interviews |
have had the opportunity to conduct with renowned entrepreneurs, one question stands out:
what really makes the difference in a career? When | compare these testimonials with my
own successes, certain levers consistently emerge. These are the invisible nets that quietly
support us: a certain level of education, a stable environment, access to
infrastructure—whether digital, physical, or institutional. These are the discreet but decisive
foundations on which individual success is built.

But if there is one lever that, in my opinion, really makes a difference—and one that
everyone can influence—it is networking. None of the projects | have led have been carried
out alone. Behind every success, there have been exchanges, helping hands, and human
connections, starting with family, friends, classmates, and colleagues.

A network is not just a list of contacts. It is an invisible infrastructure that supports action. It
provides advice at the right time, unexpected opportunities, complementary expertise, and
sometimes even teammates or future partners. It is the collective energy that transforms an
idea into a project, and a project into reality. And when you look closely, it is often the quality
of the connections we forge that makes the difference between a stagnant trajectory and one
that takes off.

Yet, from school onwards, we are conditioned to celebrate the valedictorian rather than the
team that, together, took on an impossible challenge. We give the laurels to the most brilliant
individual, as if the economy thrived on solitary performances. In real life, entrepreneurial
success comes from alliances, complementarities, coalitions—the opposite of a ranking
system that pits people against each other instead of bringing them together. It's so obvious
to entrepreneurs that it's in their culture to help each other; it's natural.

Some inherit a network of contacts; others have to build it brick by brick. Some circles open
up by granting trust from the outset, while others require you to prove your worth before
letting you in. That's how the world works: everyone starts on the path that has been chosen
for them, but the result is collective. Measuring success or failure by considering only your
own contribution runs the risk of going around in circles in your own excellence or locking
yourself into self-deprecation.

Networks already place individual initiatives within a broader dynamic, that of a collective
whole that everyone contributes to growing. But the ease with which these networks are
woven—and the richness of the connections they enable—depend on an even more



fundamental factor: the ecosystem in which they take root. For a network, however
promising, can only flourish in fertile soil. It is never stronger than the environment that
nourishes it. A healthy ecosystem is a reservoir of skills, an education system that nurtures
ideas and know-how, and a climate that is calm enough to allow people to take a chance on
a risky venture. It is also a culture of information sharing and mutual trust that allows
intelligence to circulate rather than being stored in silos. Above all, it is the ability to capture
the value created—revenue, know-how, technological spin-offs—and immediately reinvest it
in new projects. A region that lets this wealth slip away will sooner or later become a
wasteland: talent will leave, initiatives will dry up, and the wheel of innovation will spin idly.

In the early 1970s, the commercial aviation market was dominated by American
manufacturers. Boeing, McDonnell Douglas, and Lockheed reigned supreme, and for airlines
around the world, buying an aircraft almost always meant buying American. In this context,
the idea that an aircraft designed by a European consortium could compete was more of a
political gamble than an industrial certainty. And yet, through a combination of determination
and willpower, Airbus was born. But creating a consortium is not enough to guarantee
success. It took nearly 20 years for this ambition to really take off. Twenty years for Airbus to
evolve from a fragile project, supported by public subsidies and a few institutional orders, to
a credible manufacturer in the eyes of the international market.

In 1972, the A300, the first aircraft produced by Airbus, made its debut. But airlines remained
cautious, sales were slow, and skepticism persisted. It wasn't until the mid-1980s, with the
arrival of the A320 and its fly-by-wire technology, that the tide turned. This shift marked a
break with the past: Airbus was no longer content to catch up, it was innovating and leading
the way. And with this new generation of aircraft, the European manufacturer began to
seriously eat into the market share of the American giants.

This success was no fluke. It was the result of long, patient, and often chaotic cooperation:
engineers from several countries learning to work together, governments providing funding
despite criticism, and companies agreeing to play the role of pioneers. Twenty years of effort
went into proving that Europe could not only dream of aircraft, but also make them fly.

Ambitions and choices must be consistent with the ecosystem in which they operate in order
to be supported by the network. A landmark product rarely arises from an isolated vision; it
first takes root in a living, existing ecosystem, then moves up the ladder. It all starts with
those who find immediate value in it: early adopters, the first customers, often from the same
environment as the founders. They are close to the need, motivated, sometimes even
involved in the design, through their feedback, their testing, or simply their contagious
enthusiasm. These initial circles are not enough to ensure the viability of a product, but
without them, nothing gets started. It is in this phas that the first alliances are forged in the
field, based on proximity, trust, and direct usefulness.

As the product gains legitimacy, the ecosystem expands. It incorporates new profiles:
integrators, distributors, consultants, and public actors. The product enters into calls for
tenders. It is no longer purchased solely for its vision or quality, but also for what it
represents: a credible, local, innovative alternative. Solidarity then becomes structural. It is in
this spirit that measures such as the US Small Business Act require large organizations to
open their markets to SMEs, with a view to achieving balance and stimulating innovation.



When the ecosystem reaches a certain level of maturity, public procurement comes into play.
In the case of Airbus, it was the states themselves that structured their support in the name
of industrial sovereignty: through subsidies, investments, but above all through political
action. Internationally, contracts become diplomatic. The purchase of aircraft or satellites can
balance trade balances. The success of the product goes beyond its initial use: it becomes a
matter of alliances between nations, between economic blocs, between models of society.

LinkedIn also illustrates this trajectory. Launched in May 2003 by Reid Hoffman, the network
was initially just a mirror for informal exchanges in Silicon Valley: investors, recruiters, and
engineers were already maintaining a highly liquid talent market offline. Eight years later, in
2011, the Department of Veterans Affairs signed a national retraining partnership: all
demobilized soldiers received LinkedIn training and a free premium subscription. This
federal seal acted as a mark of quality, and in the same year, the network surpassed 100
million members and went public. The adoption curve skyrocketed: from 2003 to 2011,
LinkedIn was useful; after 2011, it became indispensable. Meanwhile, in France, Viadeo was
forgotten.

At each stage of growth, nothing moves forward without the active solidarity of the
ecosystem: a network where skills complement each other like links in a chain. A product
progresses because some people design it, others adopt it, others recommend it, and still
others finance or protect it. Without this organic support, even the most brilliant innovation
remains a dead letter. Success depends on the ability of stakeholders to recognize each
other, understand each other's constraints, reconcile sometimes divergent interests, and
move forward together.

It is this vision of innovation that has driven me, since 2018, to volunteer with Alsace
Digitale, a non-profit association whose mission is to be the digital hub of Alsace. It brings
together ambitions, develops skills, and stimulates innovative initiatives across the region.

In concrete terms, this translates into meetups, hackathons, awareness-raising activities,
and above all, the development of a vibrant local network. A network that connects women
and men committed to regional economic development: elected officials, entrepreneurs,
project leaders, students, private actors... but also enthusiastic volunteers who are
convinced that digital technology can be a lever for positive and sustainable impact in our
region.

Whether we believe in it or not, whether a project seems too ambitious or perfectly
achievable, we collectively bear responsibility for our successes and our failures.

"What is sovereignty?" It's a question I've never really asked myself, but one to which I've
unwittingly found an answer at the crossroads of my entrepreneurial and professional career.
If | had to explain sovereignty to a five-year-old, | would tell them the following story, which
sums up my vision: "Imagine that a good friend lends you their bike. At first, it's just for fun;
then, since they no longer need it, they tell you that you can keep it for as long as you want.
You use it every morning to go to school; the bike becomes indispensable. A year later, your
friend moves away and suddenly asks for their bike back.

Overnight, you find yourself on foot: your freedom depended on an object you didn't own.
That's what it means to lose a piece of sovereignty. If you had sensed this, you could have,



for example, lent him your favorite shoes, the ones he would wear every day. They would
have become as vital to him as the bike was to you. This reciprocity would have put you on
equal footing, and who knows, he might have ended up giving you the bike for good in
exchange for the shoes.

Sovereignty is not about dominating others. It is about remaining in control of yourself. It is
about being able to contribute, act, and choose, in order to remain a worthy partner to those
around us. It is the condition for staying aligned with your friends, your body, and your
environment. And it is built every day, through responsibility, effort, and respect for yourself
as well as others.

It is a matter of collective choices, and therefore political choices. In the same way that this
book focuses on the mechanics of the product without claiming to embrace the full
complexity of business creation, it barely touches on the impact of the political framework.
Politics is the ecosystem's ability to question itself and organize itself to bring about shared
success and meet current and future challenges. It is the invisible hand that can adapt
regulations, secure research funding, build bridges between schools and businesses, focus
investment on key sectors for the future—in short, give the ecosystem the capacity to grow.
Without this ongoing maintenance, even the best networks eventually fade away, collective
ambitions become archives of good intentions, and we end up thinking that the ecosystem is
just a vast desert that we must leave in order to survive.

And to create a virtuous circle, it all starts with people, ideas, know-how, and the desire to
learn, create, and share...

Why this book?

"If 1 were to try my hand at entrepreneurship again, what would be the keys to
success?" And if | were to advise the young founder that | was at the time of Lion-up? What
would the more seasoned version of myself say to him? When my founder friends tried to
warn me about paths to avoid, | didn't have the vocabulary or the scars to understand them;
without experience, their advice sounded like empty aphorisms, and | still made costly
mistakes.

| still have a lot to learn, but the journey has already provided me with answers that | was
desperately seeking before diving into entrepreneurship. | can't simply package these
insights into answers that can only be understood after failure. What | want to convey are
reflexes, flashes of lucidity, keys to understanding: little beacons that lodge themselves in
your memory, ready to flash when you reach a similar crossroads.

Hence the idea of a professional novel, in the style of The Goal or The Phoenix Project. A
story where the method is told through characters, where we experience dead ends before
discovering the clear path; a book that we turn the pages of as we complete iterations,
where theory appears only in passing, always subordinate to the story.



What will you find in this book?

Here, the journey is more important than the method. The solutions presented—incomplete,
partial, inevitably imperfect—are valuable less for their accuracy than for the approach they
reveal: observe, test, learn, correct. "L'Usine a Impact" weaves together, in the form of
fiction, a continuous thread of experiences: my own, those | have observed closely, and
those that peers have confided in me. By weaving them together into a living story, | want to
allow everyone to grasp the complexity of the entrepreneurial world and product
management, to glimpse the invisible dynamics that drive it and, above all, to equip
themselves mentally before embarking on their own adventure. If these pages can offer a
little perspective and a framework for understanding, then the goal will be achieved: to
convey not definitive answers, but a way to come up with them yourself.

Depending on how much time | have to devote to writing, there could be six parts, each
focusing on a key artifact specific to the maturity of a company or product:
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Through the story of Sophie and Julien, founders of MelonsNet, you will dive into the daily
life of a startup in the making, with a focus primarily on the "product." You will discover the
behind-the-scenes of product management in a real-world context, without filters or
unnecessary jargon: difficult decisions, unclear priorities, costly mistakes, bold bets... and
above all, a fierce determination to create a product that matters.

But this book is not a guide. The tools used throughout the story are not the heroes. What
matters in this book is the experience and the philosophy with which each challenge is met,
the way decisions are made, the experimentation...

In each chapter, you will be invited to reflect on your own situation:

e How can you avoid building a product that no one wants?
e How can you choose between two strategies without giving in to instinct or fear?
e What should you do when your vision becomes blurred?



e What criteria should you use to recruit the first members of a product team?
e And above all: how can you make an impact without losing sight of what really
matters?

This book is here to help you take action. Whether you're a CEO, CTO, Product Manager, or
simply someone with an idea, my goal is to help you make better decisions, collaborate
more effectively, and build better, based on your own personality and context. So, are you
ready to roll up your sleeves and go behind the scenes of a product in the making? Welcome
to The Impact Factory.

PART 1: THE NEED






Chapter 1: Surviving a breakup with the solution

"Did you know that every click, every search, every purchase you make is already being
tracked, analyzed, and exploited without your full knowledge?" an activist suddenly
interrupts, grabbing the microphone at a conference on neurotechnology in San Francisco.
His voice, charged with urgency, echoes through the surprised room. "Now imagine that it's
not just your clicks, but your thoughts themselves that are being monitored!"

The murmurs of the audience mingled with the sound of security guards' footsteps
approaching rapidly. The activist, indifferent to the commotion he has caused, continues:
"We've seen the abuses with the internet, how our behavioral data has become a currency of
exchange. How can you assure us that the same thing won't happen with technologies that
claim to read directly into our brains?"

Before security finally expels him, he makes one last appeal: "Think about the implications
before it's too late!" These are his last words before he is escorted out of the room, leaving a
heavy silence behind him.

In the middle of the audience, Sophie, a robotics engineer passionate about brain-machine
interfaces, and Julien, a neuroscientist specializing in thought decoding algorithms,
exchange an amused glance for the first time. They whisper to each other, skeptical of these
alarmist claims. "Another armchair intellectual who doesn't really understand technology..."
comments Julien, a hint of irony in his voice. "He talks as if we could read thoughts as easily
as emails. We are far, very far from that." Sophie smiles slightly in agreement. "These ideas
are certainly captivating for a science fiction novel, but the technical reality is much more
complex and less threatening."



This initial exchange leads them to continue the day's conferences side by side. Between
each presentation, they meet for technical debates, exchanging arguments and ideas. Little
by little, their meeting ignites, and their ideas crystallize into a shared vision. Together, they
dream of a revolution: creating a helmet capable of reading thoughts. But not just any
helmet—not those devices still confined to laboratories or reduced to triggering simple
gestures, such as turning on a lamp or ordering a household robot to start preparing a meal.
Their ambition goes far beyond that. It is a shared passion, a fierce audacity, and the
conviction that they hold a fragment of the future in their hands. Carried by this momentum,
they decide to leave everything behind: their prestigious positions in world-renowned
research laboratories, their professional security, to embark on the MelonsNet adventure.
The name is far from random: in French, "avoir le melon" means to be pretentious or to have
a big head, an expression that makes them smile. They find it amusing and catchy to play on
this metaphor and imagine a network of brains connected to each other via thoughts.

MelonsNet

Their innovative headset will perfectly reflect the complementary nature of their skills: it will
combine the integration of complex neurological signals with the most advanced
open-source technologies in artificial intelligence. This device will be able to interpret
thoughts and translate them into words or text in the language and register appropriate for
any interlocutor, whether human or machine, in any country, in any professional context.

To finance this project, they are relying on their savings, government assistance—primarily
unemployment benefits—and an inheritance received by Julien. This will last a little over two
years with two employees and two interns paid the legal minimum wage. The goal seems
ambitious, but in their eyes, it is perfectly achievable.

Sophie and Julien know that they need to surround themselves with the best talent to make
their vision a reality. Julien remembers a brilliant and slightly eccentric electronics and
computer science student he met at a robotics competition a few years earlier. They get in
touch, and Eric, still as passionate as ever, agrees to join them. It wasn't just his technical
expertise that would later make the difference, but also his network , his friends from college,
who would become valuable allies in seamlessly integrating the helmet's electronics and
mechanics. One evening, after a long day of work, Eric told them how he had soldered his
first circuits at the age of eight, triggering a fit of laughter and further cementing their bond.



A year later, MelonsNet recruited Marc, a renowned developer in the open-source
community for his breakthroughs in neural decoding. Sophie and Julien discovered him by
chance in a café in the Latin Quarter that had been transformed into a hackathon arena. The
lingering smell of cold pizza mingled with the acrid scent of coffee flowing continuously.
Under the dim light, punctuated by a giant stopwatch, Marc codes in a corner, his silhouette
bent over his keyboard illuminated by ambient LEDs. Participants file past him to benefit
from his advice; he answers each question with an energetic smile, never stingy with advice
despite the mounting pressure.

When Sophie and Julien approach him, he immediately lights up: sleepless nights,
labyrinthine algorithms, intuition for Al... His enthusiasm is contagious. A few coffees later,
the decision is made: Marc joins MelonsNet. As soon as he joins the team, he forms a
dynamic duo with Eric, each admiring the other's prowess, determined to push the
boundaries of mind reading even further.

A year after Marc's arrival, and to cope with the growing workload associated with training
and fine-tuning neural networks, two interns, Fatima and Gunter, are recruited for a
six-month assignment. Both are final-year master's students in computer science and
electronics at Stanford. Sophie will long remember the day she met them at a conference in
San Francisco: young, brilliant, and resolutely ambitious, Fatima and Gunter asked a
barrage of pointed questions about the MelonsNet project, demonstrating an interest that
was impossible to ignore. A few weeks later, they joined MelonsNet, infusing the team with
their energy and skills.

Each member of MelonsNet has their own story and anecdotes, and the whole team is now
united by a shared passion and determination to see this project through. Convinced that the
only barrier to success is technological revolution, they are focusing on developing what they
consider to be the most technically challenging aspects. Their discussions are dominated by
terms such as "latency," "neural interface," and "prediction algorithm."

This strategy is paying off, as Julien and Sophie's office is gradually being transformed into a
state-of-the-art laboratory, with prototypes piling up, each symbolizing a new breakthrough in
existing technologies on the market. The once-bare walls are now covered with circuit
diagrams and neural data graphs, illustrating their progress in the complex integration of
hardware and software.

As the days stretch into long development sessions in their lab, Julien and Sophie regularly
treat themselves to media breaks filled with lively and sometimes tense exchanges. One of
these escapades takes them to the set of a famous talk show followed by millions of people
on social media, where the electric atmosphere initially unsettles them.

A strident jingle, blinding spotlights; the heavy heat of the set squeezes their lungs. Applause
erupts in bursts, just before the host, true to his reputation as a formidable interrogator,
launches his incisive question: "So, Julien, can your machine really read all our thoughts?
Admit it, it's a little scary, isn't it?"



He flashes a mischievous smile as the beams tighten around them, further heightening the
tension. Julien, unperturbed, responds with a soothing metaphor: "Imagine that our devices
work like a highly secure safe. They only open if you enter the right combination, and only for
specific, authorized thoughts. No random reading, no intrusion. Each access is consented to
and strictly controlled."

Sophie is not spared this commotion when she receives a question from a radio listener who
speaks with a voice trembling with concern: "Aren't you afraid of creating an era where our
thoughts no longer belong to us?"

Sophie, touched by the listener's palpable anxiety, responds with compassion. "l understand
your fears, but our goal is to help, not to invade. We place a high priority on the security of
our system in terms of confidentiality and regulatory compliance."

These interactions, whether on television, social media, or radio, provide them with a
valuable platform to clearly define their intentions and dispel misunderstandings about their
revolutionary work. At least, that's how they see it. Julien and Sophie's trips to trade shows
such as Vivatech in Paris , and CES in Las Vegas are becoming more frequent and are now
highlights of their calendar after two years in business.
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At the Vivatech trade show, Julien speaks to a curious and enthusiastic crowd. "And now,
let's see how our device can interpret the thoughts of our volunteer!" At his side, a young
woman selected at random from the audience, a little nervous but smiling, puts the headset
on her head.

Everything seems to be going smoothly until the device picks up a private thought from the
volunteer, revealing it through the speakers in the large conference room: "I really hope my
husband hasn't left his keys at the office again, it would be the third time this week." The
audience, initially surprised, bursts out laughing at the young woman's visible
embarrassment.

Sophie quickly grabs the microphone: "As you can see, our technology is still in the learning
phase. A new version of the software correcting this bug is currently being tested! It will soon
be a thing of the past." Her way of defusing the tension with humor and empathy charms the
audience, who applaud while continuing to laugh. Far from being discouraged, the two
inventors exchange a knowing glance, recognizing the incident as a valuable reminder of the
challenges that still lie ahead.

A little over two years have passed since the beginning of the MelonsNet adventure, and
new interns, Cassandre and Paul, have already replaced Fatima and Gunter. As MelonsNet
establishes itself in the media as a pioneer in mind-reading technology, Julien and Sophie
find themselves facing a new challenge. At the last CES trade show, under the dazzling
lights of Las Vegas, a rival start-up caused a sensation by unveiling a device strikingly
similar to theirs.

"Challenges are what shape us. MelonsNet doesn't just follow trends, it creates them!" says
Julien when asked about the subject. At the same time, Julien and Sophie have long
discussions about their vision for development. They come to a clear conclusion: if they want



to take the next step, they need a dedicated product owner. Someone capable of structuring
the product, carrying out the roadmap, and bridging the gap between vision and execution.

But money is tight, and funds are lacking. A few days later, without telling Sophie, Julien
makes a radical decision. He puts his house up for sale. To reduce expenses, he plans to
move his family into a rented apartment. When Sophie asks him how he intends to suddenly
inject money into the company, he mentions an inheritance from a distant great-uncle, an old
family story he had never talked about before.

She doesn't probe further. Perhaps she guesses, perhaps she chooses not to know. They
agree on a new distribution of shares in the company, taking into account the effort made.
Thanks to this discreet sacrifice, they can finally start recruiting their first product owner. To
do so, they attend a technology meetup in Paris. Sophie and Julien, a little nervous but
determined, present their ideas. That's where they meet Laura. From the moment they
exchange their first words, she is captivated by their project, and an immediate connection is
established between them. Laura is not only an experienced product owner; she embodies
the complete profile of the modern product manager. A graduate of a prestigious business
school, she first honed her economic and marketing skills before adding a year of web
development to her repertoire, driven by her methodical curiosity. This foray into coding
refined her technical knowledge and enabled her to communicate with engineers on an
equal footing. At the crossroads of these two worlds, Laura deploys key skills: strategic
vision, user listening, data analysis, mastery of Agile methods, ruthless prioritization, and the
art of storytelling to engage stakeholders. Her trademark? Transforming nebulous ideas into
concrete products that feed both the market and the technical roadmap. During the evening,
she shares anecdotes about her previous projects and how she motivated teams to achieve
ambitious goals. At the end of the evening, a decision is made almost instinctively: Laura will
join the MelonsNet adventure.

The months passed. Slowly. Wearingly. And yet, despite the mounting pressure, Sophie and
Julien's determination remained intact. Every criticism, every comparison with a competing
start-up that is raising funds or gaining visibility, acts as a reminder: they want to hold on, no
matter what. This is the message they hammer home, both to themselves and to those
around them. Yet behind the words, reality is crumbling.

The team has changed little. The core remains the same, almost frozen, while other
structures are pulling ahead. Laura joined them several months ago. She was supposed to
bring a breath of fresh air, but doubts are setting in: her commitment seems less deep than
they had imagined. The promises of the beginning are fading into inertia.

The initial vision, however brilliant, is no longer enough. The media hype has dissipated.
Daily life has become more difficult: they only have a little over nine months of cash flow left,
despite Julien's new contribution. The office, once a hive of activity, has turned into a
battlefield: abandoned plans, unfinished prototypes, yellowed Post-it notes. A mess that says
it all without a word being spoken.

Face to face, in this setting of accumulated fatigue, the tension is palpable. Behind their
eyes, it is less anger than disappointment that sets in: the disappointment of finding
themselves at a crossroads, without a map or a compass, and with the impression that time
has passed faster than their progress.



"We have to be smart," says Sophie, scrutinizing the numbers on her screen.

Julien nods, ever pragmatic. "We've managed to significantly limit our costs so far. Two of
our four developers are still interns, and we're making the most of all the open-source
algorithms available."
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These strategies allow them to present functional prototypes and maintain an image of
success despite internal challenges. In public, they project a facade of confidence and
progress, while in private, they struggle to keep their business afloat.

"Every presentation we give, every demo we succeed in, brings us closer to a viable
solution," adds Julien, trying to instill a dose of optimism.

Sophie keeps her eyes fixed on their accounts, as if to hold on to reality. "We have to face
facts, Julien. Our approaches so far... they're not working. We're going around in circles, we
still have zero revenue, the potential users we're targeting are fearful of the negative effects
of technology, development is extremely slow due to our limited staff, and we only have nine
months of cash flow left," she says, her voice betraying a sense of urgency tinged with
frustration.

Julien rubs his neck. "I know. We thought our technical expertise would be enough, and that
a product owner would save us... But something is missing..."

Their office, a place of effervescent creativity until recently, now reflects their disarray.
Sophie gets up and begins to pace nervously, avoiding the cables snaking across the floor.

Julien looks thoughtful. "You know, Sophie, | think our enthusiasm for convincing investors
on TV shows has led us astray a little. We thought that promoting would be enough to attract
investors and customers, but it seems much more complex than that..."



Sophie feels the reality of their actions weighing on her shoulders. "That's true, Julien. We
got carried away by our own story, the one we wanted the world to hear. But we were also so
absorbed by our technological vision that we lost sight of the essentials. We stayed among
ourselves without developing any network to fall back on. Maybe we just need a salesperson
who can sell our product better than we can! It's time to get out of this bubble."

Their eyes meet, a mixture of regret and clear determination in their gaze. "We have to
rectify the situation," adds Julien, "and quickly."

Sophie thinks of her little boy, sleeping peacefully at her sister's house. She has promised
him that this separation is only temporary and that she will soon be able to devote all the
time he deserves to him. This thought rekindles her determination.

"l refuse to give up now," she declares. "After all these sacrifices! And besides... who would
want us if we fail? Three years of start-ups doesn't fit into any HR box. What company, what
position? The competition?"

Julien nods; he feels the same concern. He straightens his shoulders. "You're right, Sophie.
We need to get some fresh air and recharge our batteries." He gives her an encouraging
smile. "Let's get out of our bubble and talk to people in the ecosystem. | saw the poster for
tonight's NUMA event in the lobby. Let's go: a fresh perspective might help us adjust our
strategy."

He immediately grabs his phone: "I'll be home late; sorry to miss bedtime stories again," he
texts his wife. Sophie dials her son's number to wish him a good night. Jackets in hand, they
leave the office, buoyed by this decision and a renewed energy.
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