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01:24
Speaker 1
Hey, Mike. 

01:25
Speaker 2
Hey, Michelle. 

01:26
Speaker 1
What's up? Not much. Lots of meetings today. 

01:32
Speaker 2
We'll keep this one fun. High value, right to the point. 

01:38
Speaker 1
Perfect. Perfect. 

01:40
Speaker 2
So did Tiffany share the LTC dashboard? 

01:46
Speaker 1
Oh, yes, she did, but I haven't had a chance to look at it. 

01:49
Speaker 2
Okay. So we can pretty much just. She built a cool little. A cool little dashboard. A section for. Sorry, let me. I'm trying to multitask here. That's never good. 

02:05
Speaker 1
Yeah, I read her. I read her. 

02:09
Speaker 2
She put. 

02:12
Speaker 1
She added more tabs to the dashboard she already built. Right. 

02:15
Speaker 2
Yeah. So the one being what would Jay do? Which is kind of cool. 

02:19
Speaker 1
Yeah. 

02:22
Speaker 2
So what would Jay do? We can probably go to the top. Okay. So pretty cool. So, like, email thread. So it's all in one place. We can literally click into each one, see everybody's, you know, responses, which is super cool, Right? 

02:39
Speaker 1
Yep. Yeah. 

02:40
Speaker 2
And then analyzing communications before next negotiation. Jared's full response. What he actually said, what each sentence is actually doing. Very cool stuff. 

02:54
Speaker 1
Yeah. 

02:55
Speaker 2
And then what would Jay do? So call Jared today, privately. Exactly what to say. Oh, sorry. Yeah. So a few different things here,. 

03:11
Speaker 1
I. 

03:12
Speaker 2
Guess maybe I just want to check in any. First of all, did you get the group text that I sent to you and Nathan? Okay, perfect. I don't know how Android works. I tried to set up a group message with someone that had Android a few months ago, and it was very weird. Like, they wouldn't get all of the responses from everybody else. So that's why I was. I'm not sure how it works there, but. Okay, as long as you got it, that's. That's fine. That's the most important. 

03:46
Speaker 1
Okay. 

03:48
Speaker 2
If I get a response, I'll just make sure that you're getting it. Just. I guess I'm a little paranoid from that. That first group message experience with the Android. So we'll make sure that's. That's good. We'll try to line that up asap. I would say, hoping. Hoping he can say he's. He's good to go. 

04:08
Speaker 1
Okay. I also just sent it just to see if he got it. 

04:11
Speaker 2
Oh, perfect. 

04:12
Speaker 1
Awesome. 

04:14
Speaker 2
Cool. You just sent it now? 

04:17
Speaker 1
Yeah, just now. Just because I didn't know what. Because usually I sent in my. When I was working at the city, one of my staff had android too, so I would. I set up a group text and she was getting the message, so that's why I just assumed he. That wouldn't be a problem. 

04:36
Speaker 2
Okay, perfect. So maybe it's just me. I did not, however, get your message. Just yet, but I'll. I'll keep an eye out for it. Okay. So that. That's. That's cool. That's. That's settled. Any other kind of insights, I guess, or reactions to since the last. 

04:56
Speaker 1
Yeah, I guess, like, I'm happy with Jared's response. 

05:00
Speaker 2
Yep. 

05:03
Speaker 1
A little bit. Not entirely surprised, but based on our last group call with everyone together, it just sounded like, you know, Jared and JF were going to align, but it doesn't sound like they're aligned. 

05:20
Speaker 2
Yeah. Yeah. That's interesting. That's probably the. The biggest insight that we have from that. Huh. Like, so there's. There's something there. I think it's worth fleshing out. Sorry, I got. Yeah, I got my room service breakfast ringing the bell here. Just give me one moment. 

05:39
Speaker 1
Yeah, yeah,. 

05:48
Speaker 2
Sorry. Just. Here's fine. Yeah. Thank you. Yeah. So. So I think what I'm going to do, I'll. I'll. I'll follow J Virtual J's advice here and reach out to. To Jared directly. Essentially, say this. Pushing for service agreement, if you're okay with that. I mean, it's really like, we need to align on the. The strategy and, you know, hoping that, you know, it kind of moves into the right direction, the response that we get. So this would be actually moving away from. Thank you. This would be moving away from equity, which is kind of interesting. Right. So, yeah, we just need to, I guess, align on that, make sure we're. We're on the same page for that. We're not sure what they're gonna say, obviously, I. I imagine, because. Because JF has mentioned it a couple times. Right? That. 

07:05
Speaker 2
Sorry, Jared has mentioned it a couple times. He's like, whatever you guys want to do. Right? 

07:10
Speaker 1
Yeah. 

07:11
Speaker 2
So, you know, we're just kind of taken. And that seems the path, like, you know, he opened the door for that. It's. It's our, I think, ideal situation, frankly. And, yeah, you know, that. That. That essentially solves the JF problem. I guess. So. So, yeah, I mean, if you're open to that, I can literally just execute this strategy. We can read through the whole thing here and just make sure that it's good. So do you have a hard stop or you have a time cap? I want to keep this as, you know, right to that point. 

07:54
Speaker 1
Yeah, I'm good. 

07:54
Speaker 2
Okay. Okay. So, number one, what Jay would do. Jay would not reschedule. We already rescheduled, but Jay would reframe the entire game before anybody picked up his piece. The insight Jay would start with Jay just Handed Mike something extraordinary valuable, and nobody in the thread has used it yet. So Jared publicly called JF's proposal. Not a serious considered proposal, in writing with JF on the copy. That means JF is now negotiating without his anchor. So his 55, 45 has been publicly demoted to a starting point by his own supposed co presenter. So you are not in a negotiation. You are in a positioning moment. The person who defines the frame wins before a word is spoken. How cool is this, by the way? 

08:48
Speaker 1
It's awesome. It's awesome. 

08:50
Speaker 2
It's. It's amazing. Right? So, number one, call Jared today. Privately. Not to negotiate, not to discuss numbers, to do one thing. Confirm the separation. So Jay's principle. Know your true allies before you walk into any room. Jay has signaled. Sorry. Jared has. Has now signaled publicly. He is not joined at the hip with jf, but signaling and confirming different things. The call is short and it is warm. The only real question is, Jared, I want to make sure I understand your position independently of jfs. Are you open to a service agreement structure? I want to come to the meeting with something that actually works for you. It's not just something that. Not just something that responds to what JF sent. So the call does two things. It confirms Jared real position. 

09:40
Speaker 2
It makes Jared feel respected and seen as an individual, which makes him a quiet ally in the room rather than a neutral partner. Party number two, do not respond to Jared's email with anything that reveals the counteroffers. So Jay's principle. Never let your offer arrive before you do. The reschedule holds. The response to Jared is generous, warm, and says nothing about what is coming. It uses its own. His own language. Collaborative, exploratory, no hard instances. Turns it into a reason to prepare properly. This is exactly the spirit we want to bring to the table, Jared. We are building something real here, not hammering out terms. Which is why we want to arrive fully prepared, to move forward, not just move incrementally. So he has now told. He has now told them that he. That he wants the meeting. You want what? 

10:45
Speaker 2
He wants the meeting to feel like. Mike agrees to that feeling. Mike just disagrees with the timeline. Hold the reschedule, use his framing. Deny him the urgency. So come to that meeting. Not with the counteroffer, with a vision. This has been the most important J move and the most. And. And the one most people miss. So Jay never leads with what he wants. He leads with what everybody in the room gets. His concept of strategy, of preeminence. The advisor who acts in everyone's Best interest, including people who are technically on the other side. I love this by the way. This is why I respect Jay so much is for this exact concept that he has. 

11:33
Speaker 2
So I would open the meeting not by saying here is our counter to your 5545 but by painting the picture of what this becomes if the structure is right. So before we get into mechanics, I want to make sure we all see the same thing. The Squamish GICs are coming due in June. The Cree nation conversation is on the table. If we get the structure right in the next two weeks. We are not talking about a 20 million dollar fund. We are talking about something that could be north of 150 in year one. Everything we decide today could be sized to that number. Not the original November conversation. He has now made the pie so big about arguing over percentages of a small pie looks embarrassing to everyone in the room. Present scenario four not as a counter offer scenario four. 

12:29
Speaker 2
Okay, so it goes back to a previous thing. Not as a counteroffer but as the model that makes everybody everyone the most money. So Jay's core insight. People do not resist what they help create and do not they do not fight what they can see in their is in their own best interest. He would not say we are countering your 45 with a profit share model. He would say Jeff, I run the around the numbers on what happens if you source the Cree nation at even 200 million in year one under a 25 profit share model attributed permanently to you. Your annual income from that one relationship is over. Is alone is over 800k. That number grows every year. They stay under a flat equity split on a smaller fund. The math is nowhere close to that. 

13:22
Speaker 2
I'm not trying to give you less, I'm trying to give you more attached to what you actually do. That's brilliant. He has not taken equity away. He is showing JF why the profit share model makes him richer if he performs that is Jay's leverage, not confrontation, but clarity of interest. Give Jared the clean exit with dignity built in. So Jay would say Jared is the easiest conversation in the room if handled correctly. Jared has already told Mike what he wants. A founding fee, a defined service agreement and a pre agreed buyout number. Jay would formalize that as a gift, not a concession. Jared, we want to propose something that respects what you have built. Founding fee of 60,000, a flat annual service agreement per investor signing fee and a pre agreed buyout number that we set out together with Norton Rose. 

14:26
Speaker 2
One that reflects the real value. You are Transferring when LTC eventually takes the function in house clean, honorable and set in writing from day one. Is there anything that you agree. Disagree on that one? 

14:44
Speaker 1
On the number five? 

14:47
Speaker 2
Yeah. Because it's going purely on service. I think what we have to remember and to the. I may or may not have put it in the group, but I think we need to remember like, you know, whatever dollars come in, that becomes Vesta's cost of capital over 8%. Right. Like, yeah. I think we should probably mention that at some point where it's like they can easily make 15% and you know, they're winning. 

15:26
Speaker 1
Yeah. 

15:27
Speaker 2
Right. And we never. 

15:28
Speaker 1
And that's. Yeah, that's the piece that I was asking for clarity on. Like, we don't know what Vesta would make beyond the 8% and therefore Jared would make beyond like by. Because of the money we're bringing into Vesta. 

15:45
Speaker 2
Yeah. 

15:46
Speaker 1
Peace is not clear to us. 

15:48
Speaker 2
Yeah. 

15:48
Speaker 1
And it's like, it's speculative because we don't know, but we would like to know based on assumptions. 

15:55
Speaker 2
Yeah. I think it's probably safe to assume that like they're, they'll, they're taking that capital. They're. They're helping US lock into 2%. Right. Yeah, but and he said it a couple times, like, the cost of that is for going the extra above and beyond the 15, the 8%. Right. So like, I, I know there's. And, and this is where their advantage really comes into play is like they have all sorts of ways to make money on that 8%. 

16:30
Speaker 1
Right, exactly. 

16:31
Speaker 2
Which will never fully understand because that's their secret sauce. Right? 

16:35
Speaker 1
Yeah. Yeah. 

16:38
Speaker 2
So, you know, but I think we just like for me, it kind of helps in the sense that knowing like Jared by way of Vesta profiting most likely very well from this. They're getting access to capital. They're helping us build the infrastructure, the 6 and 8 and the 2%. But then. Yeah, they're also. That becomes their capital that they wouldn't have had otherwise that they can make money on top of. So that's their benefit ultimately. Right. 

17:15
Speaker 1
Yeah. 

17:16
Speaker 2
So, and really like the double dip would be, would really mean that they have equity in the, on the 2%. 

17:27
Speaker 1
Yeah. 

17:28
Speaker 2
So, yeah, I mean that just kind of clicked for me this week. It's like they're going to be more than taken care of. 

17:35
Speaker 1
Oh yeah. 

17:37
Speaker 2
And, and why. I also know that's true because they said this 6% or the 6 and 8 spread is not guaranteed every year. It's. It's based on market conditions. Right. So they're, they are. If they're willing to say, we know we can get 8% or we know we can. We can guaranteed 6%. We know we can guarantee the 2% at like the 6, 2 and 8, which means they're not taking a huge risk on this. They know that they can make money on that 8%. 

18:14
Speaker 1
Yeah. 

18:15
Speaker 2
And he's, and you know, he said that will change every year and we just have to, like, we don't. I guess we, you know, eventually we may have to. We may want to push back, I guess, or the more we know, like, maybe, you know, maybe 9% is not outrageous. Maybe 10%. Right. Is. Is not outrageous considering the market conditions. But. So I think over time we'll, I. I'm assuming we'll get more sophisticated on what exactly? The cost that 8%. What does that actually mean? And he did say that spread may change over time next year, depending on market conditions. It may be four and six. Right. 

19:17
Speaker 1
Yeah. 

19:18
Speaker 2
Which would. But that would also mean that GICs are paying even less. Right. So that. Yeah, the 4% would still need to be very attractive relative to the other options that are. That are in the market. So. So it's still a little unclear, frankly, but I think at least for. It clarifies things as far as us insisting that we get full equity on that 2%. 

19:52
Speaker 1
Yeah. 

19:53
Speaker 2
So number five. Oh, yeah, we already did that. So. So Jay's principle make the exit as attractive as the entry. Jay, Jared already said he would accept this. Mike gives him warmth and generality. First, Jared becomes the social proof that the deal is fair, which softens Jeff's resistance. We don't know exactly what Jeff's gonna. Gonna feel. Right. It sounds like he's. He's emotional and playing some. Some hardball. I think so. 

20:29
Speaker 1
Yeah. 

20:30
Speaker 2
We don't, you know, frankly, I just. We. We just need to stick to the guns, make the. We know that Jared is. Is the one with Jared is the relationship that we want to manage or maintain and stay in sync with. So I think this way kind of. It naturally cuts through that and it forces them to kind of choose, like, okay, like what. What is their relationship really? I think so. So the one line Jay would put in Mike's mouth to open the meeting. I did not ask you here to negotiate. I asked you here because I believe we're the right people to build something that has never existed in this Country. I want to make sure the structure we choose is worthy of what. What is it is meant to become. 

21:24
Speaker 2
So nobody fights that nobody counters that the sentence resets the entire room before a single number is spoken. What Jay would say about Jared's email specifically. So this is. This is not a complication. This is an open. This is the opening you needed. Jared just publicly broke formation with JF. He told you in writing that JF's proposal is not his position. Use that not against JF for Jared. Call Jared today. Confirm the service agreement. Walk into that meeting with one partner already aligned. The social proof of Jared accepting will do. Do more to move JF than any counter offer you could write. The question. The question was what Jay would do. What Jay would do is refuse to play the game that JF set up. Reframe the stakes to a size that makes percentage arguments feel small. Locked in Jared, private luck. 

22:29
Speaker 2
Lock in Jared privately before the meeting. Walk into the room as this as the person who is building something, not the person who is responding to someone else's proposal. He would make the pie so undeniably large that arguing about slice feels like the wrong conversation to be having. 

22:52
Speaker 1
Yeah, agree. 

22:54
Speaker 2
That's. That's pretty awesome, I think. 

22:57
Speaker 1
Yeah. So basically it's. It's given us a reframe on what, like, gets us out of the emotion of the initial JF email. Y suggesting that we go back to, like, the structure options scenario four, which we talked about, I think, in yesterday's call. 

23:17
Speaker 2
Yep. 

23:19
Speaker 1
So JF receiving 25% of the net profit from personally introduced clients. Yep. So just for my own clarity, JF would only get the 25% net profit to the people he brings to the table. Not squamish, as an example. 

23:41
Speaker 2
Y. Essentially. Yeah. 

23:43
Speaker 1
Okay. 

23:44
Speaker 2
Yeah. We would maintain 100% equity. I have to have the conversation with Jared to. To make sure that they want to invest the service agreement. Yeah. Jeff receives his 25 of net profit from personally introduced clients permanently. Attribution first. Attribution rule first introduction. Permanent ownership optional. I would need to know. I would want to just get clear on this thing. I know that's what it suggested. 

24:26
Speaker 1
Yeah. 

24:27
Speaker 2
I think it's just saying, like, he at least gets 2,500amonth. Just draw that way. 

24:33
Speaker 1
Yeah. I think down below, she put in there, like, the break even. So JF would need 7.1 million and attributed assets under management to cover the 2500 per month draw. So I'm not. I'm not sure how we feel about a monthly Draw. I don't think we've talked about it. 

25:00
Speaker 2
Yeah. Yeah, I think. Yeah. 

25:07
Speaker 1
Because what if you can have 7.1 million in. 

25:11
Speaker 2
Exactly. Yeah. There would, there would need to be something. Some sort of clause that's, you know, he's not just drawing that for extended period of time. 

25:24
Speaker 1
Yeah. 

25:25
Speaker 2
Without. Without doing so. I mean, that's, I think that would just be a. Something that we can put into contract. 

25:32
Speaker 1
Yeah. I'm curious because I don't. From, not from my recollection. I don't think JF asked for a monthly draw. It might have been just like an optional thing that AI created. 

25:44
Speaker 2
Yeah, most likely. Yeah. I, I think it's, I think to. Let's see if that is in any other of the. Doesn't seem to be in any other ones. Yeah, I think it's. It addresses the profit share which is purely based on performance and to I guess meet him halfway because of that suggested suggest a minimum. But again, we could easily write that in that if there's nothing produced over X amount of months, then, you know, we just turn that off. But how does this feel? I mean, overall, what's your. 

26:40
Speaker 1
Yeah, overall it feels good to me. I think. I appreciate the. That what would Jay do tab because it resets our emotions about the email and kind of refocuses us back to like what we're trying to build here. And that's what I was trying to do in the converse, like the legacy building conversation. The one thing I noticed a little, A little twitch in JF when I was talking about that, which just told me that he didn't really understand where I was coming from. Which is fun. 

27:19
Speaker 2
Exactly. Yeah. 

27:21
Speaker 1
But yeah, this goes even further to reset us. 

27:27
Speaker 2
Yeah. 

27:28
Speaker 1
Which I think is good. 

27:29
Speaker 2
Absolutely. And one thing I was on to that popped up immediately was that if he's having, if he's having reactions to that, if he sees that as a tactic, which I think he, you know, he kind of explicitly said it was a tactic, which means that, you know, he's, he thinks that we're using it just as a tactic, which means he doesn't really believe it. Right. And he. 

27:59
Speaker 1
Yeah. 

28:00
Speaker 2
And also he's diminishing our. Diminishing our. How should I say our vision of that to just the tactic. Right. So that's pretty, that's pretty telling, I think. 

28:17
Speaker 1
Yeah. 

28:18
Speaker 2
Which just kind of goes further. Reinforces like is this something somebody we want to Be tied to partner wise, long term. No. I would say no. 

28:30
Speaker 1
Yeah. 

28:31
Speaker 2
So if we agree. Yeah. If we keep it this way, it's like, you know, he's, we still get the upside of any value that he can create it, but it puts it on him to create that. Right. And it I think. Highly incentivizes him to do it. If he thinks it's not enough money to, you know, 800K or whatever, then that also said something. He just wants to tag along to this thing that. Sure. He was there for the initial conversations. And so I was kind of thinking about, you know, like, how much did he really kind of help make this idea concrete. And you know, there's no doubt that he definitely through. Through a lot of conversations sounding bored and kind of just back and forth. 

29:31
Speaker 2
But again, like, if he wants to be paid for that time, I don't mind, you know, giving that. But to get into a marriage for partnerships with all of the, I guess red flags that we've seen, it just, it doesn't seem like he's aligned with what we want to do. So. 

29:54
Speaker 1
Yeah, you know, agree. 

29:55
Speaker 2
And I, I think. 

29:56
Speaker 1
Yeah. 

29:57
Speaker 2
Yeah. I think my main thing was like I wanted to fall like I wanted to have the utmost integrity for, you know, things that we talked about and not promised but you know, like to stay true to my word also. And also I, you know, to have continued loyalty to somebody that just clearly is showing that they're not on board for the more meaningful vision. That's, you know, settles that for mentally at least. So. 

30:40
Speaker 1
Yeah. Yeah, no, that's good. I, I agree with the suggestions of, on what would Jay do in terms of you calling Jared and having that private conversation and then leading our whole group meeting with the suggested commentary. I'm totally supportive of that. 

31:03
Speaker 2
Yeah. What I would suggest also, just so like we also show up as a unified front. I, I think what we can also do take this a little step further and kind of like, you know, give each of us some cues or some topics to kind of reinforce it that way. It's, it's coming like from both of us as a unified front. So we could take this a step further. We can also take this call and put it. Well, I think it'll automatically come into this or is this just. This might be just looking at email threads, not necessarily calls. So yeah, when Tiffany wakes up in seven hours, I'll. I'll send it. Send her the transcript from this, which yes it is. It is recording in the background. So. Yeah. So it'll fully prep us for that. That call. I'll try. 

32:17
Speaker 2
No, I, I'll keep the call with Jared offline just like personal. That way I, you know, he feels like we're, you know, it's just like me and him type thing. Even, even the call. Like I was kind of unsure about how he would react to certain things just because of the, you know, the note taker. I think at some point I did take it out just so we can speak a little more freely. But yeah, I think that call might best just to set the stage a little bit. But yeah, and then we'll have Virtual Jay coach us on how to show up as a unified front and take it from there. 

33:03
Speaker 1
Yeah, I like it. 

33:05
Speaker 2
Cool. As far as Nathan, when he responds, we could. Tiffany already knows about the NDA, maybe the nca, the non compete agreement can, you know, quickly fire something up with AI. That's not the issue. I guess. I guess you know our strategy on how do we want to approach it. What exactly do we want to. Oh, do we want to open the door for, you know, to see if he would want to approach the bank. The wealth management strategy that he mentioned. How. How do you. How would you like to kind of proceed with him? 

33:59
Speaker 1
Yeah, I guess like the reason for engaging Nathan and to begin with was like to help us understand what's in the of with JF and Jared. I think now that we're aligned in a way forward. 

34:15
Speaker 2
Yeah. 

34:17
Speaker 1
Depending on how this meeting goes. Especially if we're not approaching it as like we're not here to negotiate. We're. This is. But we're not saying it hardline like we're here to build this model that's never been done before. And we'd like you to be on board with this proposal is essentially what we're saying to JF and Jared. Where do I see Nathan coming on after that? I'm not sure. I see there's. And maybe it's building out the next pieces. So once we have the fun set up like we talked about, the education piece we talked about. I can't even remember what phase. Phase two was now. There are so many ideas floating around. 

35:16
Speaker 2
Yeah. 

35:17
Speaker 1
As far as I'm building out capital,. 

35:20
Speaker 2
As far as Nathan goes or Jared. 

35:24
Speaker 1
No Little Spain. Remember we're talking about like our f. This was like the fund was our first phase and then were Talking about like, oh, that's phase two and phase three. As we, as we perfect this, we're going to move on to something else. So I'm really not sure, to be honest, how we would now engage Nathan. But I'm open to whatever vision you have. 

35:51
Speaker 2
Well, I mean we can tag in Jay for this at least. Virtual Jay. How would he approach. How would he approach this. This thing? Right. So we can. We'll take this. This transcript and analyze it. How would Jay approach a deal like this with Nathan? The great thing is we have the transcript from that original call as well as this one. Now the AI knows you know, the path we're going with JF and Jared, so it has the whole picture. So yeah, I think we can take a lot of direction from. From virtual Jay. 

36:35
Speaker 1
Yeah, no, sounds good. 

36:39
Speaker 2
Cool. So I will put a message in our group chat. I'll schedule it just for when Tiffany wakes up that we had this conversation. I'll put the transcript from this call in there. I'll tell her we want to kind of have J style prep for even the Nathan call. And I think that'll be our next steps. I think that'll give us a lot of clarity on moving forward. 

37:11
Speaker 1
Yep, sounds good. 

37:12
Speaker 2
Sweet. 

37:16
Speaker 1
And then just our schedule call that we're supposed to have tomorrow morning for me. Are we rescheduling that? Because it'll be really late your time, I think. 

37:29
Speaker 2
Right. So let's see here. Oh, it's. It's my tonight. Wow. 

37:37
Speaker 1
Yeah. 

37:38
Speaker 2
Yeah, true. How would you want to. 

37:48
Speaker 1
What time. So what time is it at your tonight? 

37:53
Speaker 2
That would be 10pm my time. 

37:56
Speaker 1
10Pm that's. 

37:59
Speaker 2
Yeah, that's my tonight. Technically that's in 10 hours. 

38:03
Speaker 1
And how many hours in 10 hours? 

38:05
Speaker 2
Because it's. It's noon my time and that's. 

38:08
Speaker 1
Yeah. 

38:08
Speaker 2
It would be 10pm if you. The earlier you can make that, the better would. Would be for me, honestly. 

38:19
Speaker 1
Okay. I could do. Do you want to do 6:15? 

38:30
Speaker 2
Perfect. Yep. 

38:34
Speaker 1
Okay. I could do that. 

38:35
Speaker 2
Great. Thank you. Why does it say 10am okay, I'm going to move this. I think it worked. I just dragged it on my calendar. Did you get a notification for the meeting change? 

39:13
Speaker 1
Yes, perfect. But now it says 3:15 my time. 

39:21
Speaker 2
3:15, 10. So. 

39:33
Speaker 1
Would it work if I dragged him? 

39:36
Speaker 2
Maybe we're getting the. Oh, wait, wait. No, no. We're. I'm thinking in times of the 12 hour difference with the Eastern, but we're actually 9 hours difference. 

39:49
Speaker 1
So. 

39:51
Speaker 2
So we are. We are calculating it incorrectly. 

39:57
Speaker 1
So my oh you need to go three hours later than what you just dropped in there. 

40:02
Speaker 2
So 9:15. So I am an. I've been thinking of probably I would probably extend my trip here. I'm just having so much fun and I'm just so happy here that like oh yeah I just want to continue it there but so I will not be most likely unless Leia is off the grid completely and she can't arrange my or at least cancel my flights. I think she will be available though but so tomorrow will open up and even my Saturday frankly. So. So 9p. 9:15. I'm just wondering if the time tonight. Should we keep 9:15 my time tonight or just reschedule tomorrow? How's your tomorrow looking. 

40:57
Speaker 1
Tomorrow I won't be. The morning is totally fine up until 8:30 my time and then I have a full day of meetings during the day and we'll be free again after around 4:45pm oh okay. 

41:15
Speaker 2
So now we gotta do some math. 

41:19
Speaker 1
So whatever. Because we like the 4:30 meetings that we had scheduled I think for 7:30 your time. Like 4:30 my time was 7:30am Your time? 

41:35
Speaker 2
Yep. Did did the Tuesday call two days ago? Did that work for you? That was 10am My time. And that would work Tuesday. 

41:49
Speaker 1
What time did we talk on Tuesday? 

41:52
Speaker 2
For me it was. 

41:53
Speaker 1
Oh, oh that was Monday. That was 7pm My time. 

41:57
Speaker 2
Yeah sorry. Does that work? 

41:59
Speaker 1
Cuz that Yep that works. 

42:00
Speaker 2
Okay so let's put that for tomorrow. 10:00Am My time. And you said that would be 7. 

42:12
Speaker 1
7:00Pm 7:00pm My time. Yeah. 

42:14
Speaker 2
Let me create a Google invite here shall book just so we get it. Okay so just saved it. Let me know if you get the inv. And it's, it would be a good time. It's not inconvenient for you? 

43:18
Speaker 1
Yep. No it's fine. Tomorrow night. So you sent a new request. 

43:25
Speaker 2
Yeah. 

43:27
Speaker 1
Okay. And so no 6:15am Tomorrow. Just the seven. 

43:33
Speaker 2
Exactly. Yeah. My tonight. Your tomorrow morning. If that works for you. 

43:39
Speaker 1
Yeah. So we're still doing the 6am tomorrow morning? 

43:46
Speaker 2
Yes. 

43:48
Speaker 1
Okay. 

43:48
Speaker 2
Yeah. The one I just sent would be the one we're doing. 

43:55
Speaker 1
Okay, so seven tomorrow night. We're doing not my tomorrow morning. 

44:01
Speaker 2
I guess I'm not sure anymore. 

44:03
Speaker 1
Okay. Because I've got two in tomorrow. That's why I'm asking. 

44:06
Speaker 2
Okay. Okay so the original one. Oh let me. I just sent. No, I declined the one we're not doing. 

44:16
Speaker 1
Okay, I will decline that one as well, cool. Okay. 

44:20
Speaker 2
Sorry about that. It's crazy. 

44:22
Speaker 1
Yeah. Okay, so your tomorrow morning. My tomorrow night is when we're meeting. 

44:28
Speaker 2
Yes. Yeah, exactly. 

44:29
Speaker 1
Sounds good. 

44:30
Speaker 2
Cool. Awesome. Well, I really feel good about this call. I feel about. 

44:34
Speaker 1
Yeah. 

44:35
Speaker 2
Good about next steps. Much more clarity for how to approach this, and I'm looking forward to it. Really. 

44:43
Speaker 1
Yeah, me too. I. Yeah, I definitely appreciate the AI tools. I definitely appreciate, like, asking Jay. Because sometimes that. That external perspective, especially Jay, is. Is helpful to get us out of our heads so much. 

45:00
Speaker 2
Absolutely. Yeah. And we'll keep using it. I mean, why not? I mean, I. I think we can build a system how to each call, each conversation we have, each gap. You know, we should obviously record every call going forward. Just gives us such, like, a deep understanding of all the stakeholders involved and. 

45:22
Speaker 1
Yeah. 

45:23
Speaker 2
And just. It. The system will just compound. Right. Right. 

45:26
Speaker 1
Yeah, exactly. 

45:27
Speaker 2
Yeah. Really cool. Really cool. 

45:29
Speaker 1
Yeah. All right. 

45:31
Speaker 2
Awesome. 

45:31
Speaker 1
Well, have a great day. 

45:33
Speaker 2
Yeah, have a great day. 

45:35
Speaker 1
Get ready for bed here. 

45:36
Speaker 2
Yeah, sounds good. Nice seeing you again. And we'll see you tomorrow morning. 

45:42
Speaker 1
Yeah. Okay. 

45:43
Speaker 2
All right. 

45:43
Speaker 1
Hey. Bye. 

45:44
Speaker 2
Bye. 
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