
SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

From the MixCache.com library

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

Zero to Durable: Scale Smart, Stay
Resilient, and Build a Business That Lasts
MixCache.com

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

Table of Contents
Introduction
Chapter 1 Clarify Your North Star: Vision, Mission, and the Durable Thesis
Chapter 2 Product–Market Fit that Lasts
Chapter 3 Unit Economics and Cash Discipline
Chapter 4 Business Model Design for Flexibility
Chapter 5 Risk Mapping and the Resilience Audit
Chapter 6 Customer Discovery at Scale
Chapter 7 Minimum Lovable Product and Iteration Rhythms
Chapter 8 Retention and Habit Loops
Chapter 9 Pricing and Monetization Patterns
Chapter 10 Distribution and Repeatable Go-to-Market Plays
Chapter 11 Hiring for Scale: Roles, Scorecards, and Onboarding
Chapter 12 Org Design: Span of Control and Decision Rights
Chapter 13 Leadership, Communication, and Meeting Rhythms
Chapter 14 Compensation, Equity, and Retention Strategies
Chapter 15 Building a Culture that Survives Change
Chapter 16 Operational Systems and Process Playbooks
Chapter 17 Financial Planning, Forecasting, and Scenario Modeling
Chapter 18 Technology Stack, Architecture and Technical Debt
Chapter 19 Legal, Compliance, and Data Governance
Chapter 20 Outsourcing, Partners, and Vendor Management
Chapter 21 Scaling Playbooks for Different Growth Modes
Chapter 22 Fundraising, Capital Strategy, and Investor Relationships
Chapter 23 Crisis Management and Recovery Roadmaps
Chapter 24 Mergers, Acquisitions, and Strategic Partnerships
Chapter 25 Exit, Legacy, and Next-Stage Stewardship

Sample from MixCache.com - The Online eBook Marketplace



SHARING STRICTLY PROHIBITED - For personal use of the licensed account only - See MixCache.com Terms of Use.

SA
MPL

E 
CO

PY

Introduction
The business world glorifies speed. We celebrate the overnight success, the meteoric
valuation, the headline-making round. And yet, when markets wobble or sentiment
turns, speed without substance becomes fragility. Durable companies—those that
scale smart, stay resilient, and are built to last—don’t reject growth; they insist on
growth that survives contact with reality. This book is a field guide for founders and
operators who want both: the torque of rapid expansion and the grip that keeps you
on the road when the weather changes.

You won’t find abstract strategy essays here, nor a romanticized memoir about a
single company’s heroic journey. Instead, Zero to Durable is deliberately practical. It’s
built for the founder doing payroll while interviewing a VP of Sales; for the COO
spinning up a data pipeline while rewriting onboarding; for the investor who wants to
help a portfolio company improve retention without burning cash. Each chapter opens
with a short, real-world vignette, then gets into frameworks, templates, and checklists
you can use this week. Sidebars highlight founder mistakes, mini-cases, and interview
insights. The tone is authoritative but plainspoken—no buzzwords, just tools that work.

Before we go further, let’s define durable. A durable company compounds value
through volatility. It can absorb a bad quarter, a platform policy change, a new
competitor, or a fundraising drought without losing its core. Its leadership makes
decisions with clear guardrails; its product continuously earns retention; its unit
economics improve with scale; its culture holds standards under stress; its systems
degrade gracefully. A “fast-growth-only” company, by contrast, may post eye-popping
top-line numbers but relies on a narrow channel, subsidized pricing, brittle processes,
or a handful of heroic individuals. When conditions shift, its weaknesses are exposed
all at once. Durability is not slowness; it’s the ability to accelerate and brake without
skidding.

Two companies, similar markets, very different outcomes. In a bull cycle, Nimbus, a
workplace-collaboration startup, raised a sizable Series A on the back of a viral
freemium feature and aggressive paid acquisition. Their CAC looked great—until they
realized they were counting sign-ups, not activated teams, and that enterprise
retention lagged far behind SMB. Nimbus staffed up quickly: sales from 5 to 40 reps in
a quarter, engineering split across three time zones, and a marketing budget designed
to “blitz” the category. Processes were ad hoc. Decisions lived in the CEO’s head. A
single integration partner accounted for 60% of new logos. When that platform
changed an API and a large renewal slipped, Nimbus felt a sudden lurch: pipeline
softened, churn ticked up, payback stretched, and cash runway, once “ample,” looked
thin after hiring and commitments. The fix was frantic—price discounts, a new vertical
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push, layoffs. Morale cratered. By the time Nimbus stabilized the product and focused
the go-to-market, the team had shrunk by a third and the brand had lost momentum.
They had chased speed without installing the shocks.

Across town, Harbor Systems built software for specialty logistics. Less glamorous,
more complex. Their CEO, a former operator, wrote a “Durable Thesis” before the
seed round: clear customer segments with painful, frequent jobs; a 12–18 month CAC
payback ceiling; two acquisition channels that must each carry 30–50% of new ARR;
gross margin targets with explicit cost levers; and a simple rule—no hiring sprees
without a documented process and a 90-day ramp plan per role. Harbor instrumented
cohorts early. When pilots converted, they expanded predictably because the product
slotted into existing SOPs. Sales grew through a mix of partner-led introductions and
founder-led enterprise deals. They priced thoughtfully, testing value metrics tied to
shipment complexity rather than seats. In year two, a macro slowdown hit their
customers. Harbor didn’t panic. They ran the playbook they’d rehearsed: tightened
discounting, slowed hiring, re-sequenced roadmap items to strengthen retention,
renegotiated a vendor contract, and spun up a “minimum lovable” module for a
counter-cyclical segment. Cash stayed tight but never dire; their weekly forecast,
reviewed religiously, gave them an early warning system. When the market recovered,
Harbor already had the muscle memory to accelerate, and they used it to win share.

Nimbus and Harbor had talented teams and smart founders. The difference wasn’t
vision—it was systems. Nimbus treated growth as a sprint and assumed everything
else would catch up. Harbor pursued growth as a series of sprints inside a marathon,
where form mattered as much as speed. Nimbus relied on channel luck and heroic
efforts; Harbor relied on coherent design—of product, unit economics, decision rights,
and culture. Nimbus “blitzed” with partial information; Harbor instrumented learning
loops so each sprint made the next one easier. Nimbus’s fragility showed up when a
single partner moved the goalposts; Harbor’s resilience showed up when they had to
reprioritize without losing customers or team cohesion.

If this book has a single premise, it’s that durability is designed, not discovered. You
design it when you attach your vision to measurable guardrails. You design it when
you define sustainable product–market fit and keep validating it with cohorts, not
anecdotes. You design it when you align your business model to multiple paths to
revenue, when you insist on payback discipline, when you write down decision rights,
when you clarify who owns what risk—and how you’ll respond when it materializes.
You design it when you invest in culture as a set of behaviors and rituals that scale,
not slogans that fray the moment numbers wobble.

Here’s how the book works. Section I, Foundations (Chapters 1–5), helps you clarify
your North Star and write a Durable Thesis, then pressure-test product–market fit, unit
economics, business model choices, and risk exposure. Section II, Product &
Customers (Chapters 6–10), puts you in continuous learning with customers, upgrades
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your MVP to a Minimum Lovable Product, and builds retention and monetization
engines that don’t break when you tweak price or packaging. Section III, Team &
Culture (Chapters 11–15), shows you how to hire and onboard for scale, design a
pragmatic org with clear decision rights, run leadership rhythms that prevent meeting
bloat, compensate fairly, and build a culture that survives rapid headcount growth.
Section IV, Systems & Operations (Chapters 16–20), is your operator’s toolkit for SOPs,
forecasting, technical health, legal basics, and vendor management. Section V,
Growth, Resilience & Legacy (Chapters 21–25), provides scaling playbooks for different
growth modes, a clean view of capital strategy, a crisis response and recovery
roadmap, how to do M&A without breaking your company, and how to exit or hand off
stewardship while preserving what makes the business valuable.

Each chapter follows a consistent structure so you can use it in the flow of work. You’ll
get a short vignette that puts the problem in context, three to five frameworks you
can apply, a mini-case with numbers, and a template or checklist. At the end: “3
Actions to Take This Week,” a concise checklist, and split guidance—“If you’re the
founder” vs. “If you’re the functional lead.” A set of simple diagrams—unit economics
worksheet, funnel, org charts, decision trees—help you explain ideas to your team. A
companion set of downloadable templates—unit-economics spreadsheet, hiring
scorecard, weekly leadership meeting agenda, incident response playbook, and a
12-month rolling cash forecast—saves you from reinventing the wheel.

You can read front to back, or jump to the problem that’s burning your fingers. If
you’re pre–product/market fit, live in Section I and Chapter 2; if you’ve just hired your
first five managers, Chapters 11–13 will keep you out of common traps. If you’re
staring at a wobbly pipeline and a tightening cash position, Chapters 17 and 23 will
give you the moves. However you read, do it with a notebook or a doc open. At the
end of each chapter, pick one exercise and one metric to track for four weeks.
Durability doesn’t click in a single off-site; it compounds through small, repeated
changes that make your company stronger every month.

This is an evidence-based field guide, not a theory book. Where possible, we use
current benchmarks and practical ranges (like CAC payback, hiring velocity, or typical
expansion rates) and pair them with qualitative judgment. But benchmarks are
starting points, not commandments. The right payback for a category-leading
enterprise product may be very different from a self-serve tool; your risk appetite and
cash position matter. The frameworks here are designed to be adapted. When you use
a template, add your context: seasonality, channel dependency, regulatory
constraints, customer concentration. Durability is local.

A word about culture and people. Durable companies are built by durable
teams—teams that can debate without drama, commit without confusion, and carry
clear standards forward as they grow. They make decisions where information lives.
They use meetings to decide, not to perform alignment theater. They write things
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down so new hires become contributors in weeks, not quarters. None of this happens
by accident. Chapters 11–15 will give you scorecards, onboarding plans, comp
structures, and rituals that scale. If your company doubles next year, will it get better
or just bigger? Culture is the multiplier on every other system you build.

And a word about risk. You’ll run past risk every day because growth distracts and
rewards are immediate. That’s why we install early warning systems: a resilience audit
to map single points of failure; a simple decision tree to route incidents; a cash
forecast that tells you the truth weekly; a vendor scorecard that prevents lock-in; a
tech-debt triage that keeps your core clean. Risk is not something to fear; it’s
something to price, manage, and rehearse for—so you can keep your promises when it
counts.

If you’re a founder or operator holding this book while juggling real
constraints—limited cash, hiring pressure, product gaps—know this: durable growth is
available to you. It doesn’t require perfect timing or infinite capital. It requires clarity,
discipline, and a willingness to build systems a little earlier than feels comfortable.
Start by writing your Durable Thesis (Chapter 1). Then test your product–market fit for
staying power (Chapter 2). Tighten your cash model (Chapter 3). Build flexibility into
your revenue mix (Chapter 4). Map your risks (Chapter 5). From there, pick the next
weakest link and strengthen it with the relevant chapter. Repeat.

The companies that last are those that invest in being easy to run, easy to buy from,
and hard to kill. They turn good decisions into habits, and habits into systems. They’re
ambitious without being reckless, careful without being slow. If that’s the kind of
company you want to build, you’re in the right place. Let’s get to work.
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CHAPTER ONE: Clarify Your North Star: Vision,
Mission, and the Durable Thesis
The reunion was not the victory lap the founders imagined. Five years after their seed
round, the team behind a promising analytics tool gathered at a brewery, the mood
somewhere between reunion and wake. The early story had been electric: two college
friends built a lightweight dashboard for social media teams, launched on Product
Hunt, and got a flood of signups. Investors were interested. They raised a modest
seed, hired four engineers, and poured fuel on paid acquisition. Their weekly active
users climbed, the vanity metric they shared with outsiders. But behind the scenes,
the engine sputtered. Most teams stopped using the tool after a few weeks. The one
team that stuck around—a mid-sized agency—didn’t pay enough to cover acquisition
costs. When the agency got acquired and switched to the acquirer’s preferred stack,
the startup’s monthly recurring revenue dropped by a third. A pivot into a different
vertical failed; the product was generic enough that it couldn’t adapt without breaking.
The brews were half-empty when the former CEO spoke: “We knew how to get
attention. We never really defined what we were building and for whom, in a way that
would survive us changing our minds.” A North Star, she realized, isn’t a poetic
sentence you pitch to investors. It’s a compass you can actually use when the weather
turns.

A durable company starts with clarity. Vision, mission, and a Durable Thesis are not
esoteric exercises; they are decision tools that help you say no. They let a team
choose which customers to serve, which opportunities to skip, which metrics matter,
and how to recognize when the business is drifting off course. Without them, you can
succeed at getting traction and still fail at building a company that lasts. The point
isn’t to write a manifesto. The point is to create a shared mental model that makes
daily, ambiguous choices easier—and to attach that model to measurable guardrails
that keep you from drifting.

Vision and mission are frequently muddled. In practice, the vision is your destination:
a simple, enduring statement of the future you intend to create. The mission is your
method: the way you will move toward that destination, expressed in terms of who
you serve and how you deliver value. A strong vision clarifies the change you want to
see in the world, and is often timeless. A strong mission is more grounded, naming the
customer, the job, and your unique approach. You don’t need wordsmithery. You need
resonance with your team and specificity to guide tradeoffs. “Democratize access to
high-quality mental healthcare” is a vision. “Build an app that pairs first-time therapy
seekers with clinicians based on outcomes, not just availability” is a mission that
outlines customer, job, and approach. Each plausibly informs a roadmap and a go-to-
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market strategy.

What moves vision and mission from poster material to operating material is the
Durable Thesis. Think of it as the company’s theory of durability: why this business
deserves to exist, why it will compound value over time, and what constraints will
keep it from becoming brittle. A Durable Thesis is not a bet on a single market trend. It
is an argument that the company can repeatedly earn customer trust, improve
margins as it scales, and remain valuable even if any single channel, feature, or
customer segment falls away. It usually names: the customer(s) you will and will not
serve; the core problem you solve; the economic engine that makes the model work
(for example, subscription, usage-based, or marketplace take rate); and the
constraints you will live within (payback period, gross margin floor, customer
concentration limits).

A practical way to start is to write a one-page Durable Thesis. This is not a long
document. It should fit on one page, be readable in five minutes, and survive a year of
actual decisions. The components are simple: a customer hypothesis that identifies an
ICP with acute, recurring pain; a solution hypothesis that ties directly to measurable
outcomes for that customer; an economic hypothesis that connects value delivered to
revenue capture with improving efficiency; a channel hypothesis that shows at least
two viable paths to customers, where neither accounts for a majority of growth; and a
resilience hypothesis that names key risks and the non-negotiable guardrails to
manage them. If any piece is missing, your thesis is incomplete. If you can’t measure
the hypotheses, they’re not thesis statements; they’re hopes.

To make this tangible, imagine a marketplace for specialty manufacturing services.
The vision: “Make bespoke manufacturing accessible to hardware founders in weeks,
not months.” The mission: “Match small-batch buyers to vetted fabricators using
transparent specs, reviews, and guaranteed timelines.” The Durable Thesis might
read: We serve hardware founders ordering 50–500 units with complex tolerances. We
deliver guaranteed lead times through pre-vetted fabricators and standardize specs to
reduce back-and-forth. Our economic engine is a take rate that improves as
transaction volume and reviews accumulate; we track average order value and repeat
purchase rate. We acquire customers via founder communities and trade shows,
aiming for neither channel to exceed 40% of new bookings in a quarter. We mitigate
concentration risk by requiring at least 50 fabricators across two regions by month 12
and hold a 25% gross margin floor even if it means limiting discounts. This thesis gives
you a filter: Should we add a new buyer segment? Only if it fits the acute pain and
doesn’t dilute the margin floor. Should we invest in a new channel? Only if it diversifies
exposure and has payback under six months.

A Durable Thesis also forces clarity on what you will not do. Atlassian famously ignored
enterprise sales teams for years and focused on product-led adoption. Spanx stuck to
a narrow product line and channel mix for a long time, which preserved brand and
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margins. Durable choices are often about constraints. A constraint can be an anchor.
For example, a B2B SaaS company might set a rule: No deals with >15% revenue
concentration in any single customer and no product work that can’t be traced to a
named ICP’s urgent job. When a large enterprise demands a custom feature, you can
run it against the thesis. If it violates the constraint, you say no—even if the check
looks big. The muscle to say no consistently is what turns your thesis into durable
value.

Translating vision to measurable objectives is where most teams stall. Abstract
statements don’t guide behavior. So, use a simple bridge: pick one measure of mission
success, one measure of vision progress, and a few input metrics that predict them.
The measure of mission success is often a product engagement or retention metric
tied to the core job: for a collaboration tool, daily active teams in the first 30 days; for
a marketplace, repeat booking rate within 60 days. The measure of vision progress
might be a macro metric like “number of founders shipping hardware within 21 days,”
but it must be trackable with reasonable accuracy. Input metrics are the levers your
team can pull: qualified pipeline coverage, onboarding completion rate, or response
time from support. The right combination is specific enough to be falsifiable. If an
objective can’t be proven wrong, it’s not an objective.

Guardrails keep you from optimizing your way into fragility. Growth attracts
optimization energy. Without guardrails, a team can chase any number that looks
good in a slide. A guardrail is a boundary condition that applies across decisions.
Examples include: CAC payback period under a threshold (say, 12 months for SMB, 18
months for enterprise), gross margin floor (e.g., 70% for SaaS, 40% for hardware-
attached services), new logo churn cap (e.g., annual churn  5% of revenue), and burn
multiple targets (e.g., burn multiple under 1.5 for established segments). Guardrails
should be simple enough to recite in a sales standup and robust enough to trigger
action when violated. A guardrail is not a goal. It’s a tripwire. When the tripwire trips,
you change behavior, not just the forecast.

When teams align on a Durable Thesis, meeting conversations change. A monthly
leadership meeting that used to be a parade of updates becomes a forum to review
thesis-relevant metrics and decide on tradeoffs. The thesis becomes a check for every
proposal: Does this deepen our moat with our core ICP? Does it diversify risk or
concentrate it? Does it improve our margin profile or threaten the floor? Are we adding
a capability that will scale, or a custom patch that only works for one customer? The
Durable Thesis is the difference between a team that chases opportunities and a team
that compounds value.

Here is a practical one-page structure you can fill in with your cofounder or leadership
team. It is designed to be used in a 90-minute session and refined quarterly.

 DURABLE THESIS (One-Page)
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1. Destination and Method

Vision (the change we seek):
Mission (our method, customer, job, and approach):

2. Customer and Problem

Primary ICP and their acute, recurring job-to-be-done:
Secondary ICP we will not serve yet:
Outcome that signals success for this customer (e.g., time saved,
revenue gained, risk reduced):

3. Economic Engine

Pricing model and value metric (what we charge for):
Unit economics sanity check (target ranges):
Gross margin % floor:
CAC payback period (months) ceiling:
LTV:CAC minimum ratio:
How value capture improves with scale (network effects, usage growth,
automation):

4. Channel Strategy

Primary channel(s) and target mix (% of new bookings):
Secondary channel(s) (must prove viability):
Concentration guardrail (e.g., no channel > 40% in a quarter):

5. Resilience and Guardrails

Key risks (customer, supplier, tech, people, regulatory):
Guardrails that limit exposure (e.g., customer concentration, gross
margin floor, payback cap, diversification targets):
Non-negotiables (behaviors or standards we will not compromise):

6. Metrics that Matter

Mission metric (weekly or monthly):
Input lever(s) the team can influence:
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Dashboard link:

Once you fill this out, test it against scenarios. A durable thesis survives reality checks.
Imagine a 20% increase in CAC due to rising ad costs. What happens to payback? If it
crosses your guardrail, what lever will you pull: raise price, improve onboarding, re-
segment ICP? Imagine losing your primary channel. Do you have a secondary channel
that can pick up half the volume within 90 days? Imagine your largest customer
churns. Does your concentration guardrail keep you from a cash crisis? If not, the
thesis is weak. The point is not to plan for every contingency but to ensure you have
thresholds and levers that make your response predictable, not reactive.

It also helps to understand the difference between a mission and a vision in practice,
because conflating them leads to muddled choices. A vision describes a future state
you want to help create; it is the horizon. A mission is what you do every day to move
toward that horizon; it is your lane. A vision that is too narrow limits ambition; a
mission that is too broad dilutes focus. When the vision is “make bespoke
manufacturing accessible,” it gives permission to explore different formats for
accessibility—software, services, education. The mission, “match small-batch buyers
to vetted fabricators via transparent specs,” keeps the team anchored in the core
transaction. If a new feature doesn’t make matching better or faster for that buyer, it’s
out of scope. If an opportunity increases accessibility but not through matching, it may
deserve its own thesis—perhaps a separate product line.

A durable thesis also shapes your hiring plan. If your thesis emphasizes two channels,
you’ll hire a marketplace ops lead before a growth marketer. If your thesis sets a gross
margin floor, you’ll hire a supply chain operator early. If your thesis requires a
concentrated ICP with a painful job, you’ll prioritize customer success and
implementation specialists. Job descriptions become easier to write because they
reference the thesis. Interview questions test for alignment. Candidates are asked not
just what they’ve done, but whether they can operate under your guardrails. The
thesis is a talent magnet: people want to work on a clearly defined problem with an
honest plan.

A founder I interviewed for this book, who scaled a B2B workflow tool to $40M ARR,
put it plainly: “Our thesis was three sentences long. Every time we debated a feature,
we asked, ‘Does this make our ICP’s core workflow measurably faster within 30 days?’
If the answer was fuzzy, we passed. We never built a mobile app because our
customers worked at desktops for the heavy lift. The thesis was boring, and boring
kept us alive.” Another founder, who burned through $2M in seed capital chasing
three different customer segments, said, “I thought the thesis would limit us. Instead,
it protected us. By the time we figured that out, we had to lay off half the team. Don’t
make that mistake.”

Your thesis should be revisited quarterly. Markets evolve, customers change behavior,
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and channels saturate. A quarterly review is not an exercise in rewriting; it’s a check
for drift. Compare last quarter’s metrics to your guardrails. Did you stay inside them?
If not, why? Did an opportunity pull you off-lane? Did a channel concentrate risk? Did a
big deal push you below your gross margin floor? The goal is not perfection. The goal
is to notice drift early and decide intentionally whether to correct or to change the
thesis. The moment you stop using the thesis as a decision tool is the moment it
becomes a poster.

Here is a simple exercise to move from words to numbers. Use it to translate your
vision and mission into measurable objectives and guardrails.

 Exercise: From Vision to Metrics

1. Write your Vision and Mission in one sentence each.
2. Identify the single outcome metric that proves your mission is working (e.g.,

weekly active teams, repeat bookings, net revenue retention).
3. Choose two input metrics your team can influence that predict the outcome

metric (e.g., onboarding completion, average response time).
4. Define one guardrail that protects your business from fragility (e.g., payback

under 12 months, gross margin > 70%, no single customer > 5% of revenue).
5. State a threshold for that guardrail that, if crossed, triggers a leadership review

and a plan change.
6. Put these five items in a shared doc with the target numbers and check them

weekly for 90 days.

When this exercise is complete, you will have a small set of numbers that your team
can argue about productively. When someone proposes a new initiative, you can ask
which metric it improves and whether it threatens any guardrail. That conversation will
be honest because the thesis made the priorities explicit. A good test of clarity: If your
new hire can repeat your thesis and metrics back to you after week one, you’ve
communicated it well. If they can point to a decision they made last week that aligned
with it, you’ve embedded it.

A final note on durability and aspiration. A durable thesis doesn’t cap ambition. It
channels it. A company that insists on CAC payback discipline is not saying “no to
growth.” It is saying “yes to growth we can afford to keep.” A company that refuses to
over-concentrate in one customer segment is not afraid of big logos; it is building a
business that doesn’t hinge on a single relationship. A company that holds a gross
margin floor is not pessimistic; it is ensuring it can reinvest in product and service
when markets tighten. Durability is the infrastructure of ambition. With it, you can
scale faster because you’ve already built the brakes.

You now have the tools to turn your vision and mission into a working thesis. Fill the
one-page template. Pressure-test it with scenarios. Set metrics and guardrails. Use it
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to guide hiring and prioritization. Revisit it quarterly. Do that, and you will have a
North Star you can steer by, not just pitch. In the next chapter, we will pressure-test
your product–market fit to ensure the business you’re building is one that customers
will keep paying for, even when budgets tighten.
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