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Growth is not free.
It never has been.
It never will be. 
And even when you pay its steep fee,  
Life will reward you on its timeline and terms, not yours.
The only refuge is discipline and patience. 

From 2004 to 2008, FORT did not have a website.

I would pick up the phone and call every single company I could 
find, ironically on the internet, and offer them our services. It was 
a numbers game. The more no’s I received, the closer I knew I 
was getting to a yes. I figured it was only a matter of time before 
someone on the other end of the telephone needed something 
at the exact same moment I was offering everything their facility 
could use.

My previous position in sales taught me a valuable principle: The 
law of repetition. The more you repeat any task, the better the 
performance and outcome.

THE 
PRICE OF 
PROGRESS
Every choice is a 
trade. Most people 
refuse to pay.

Humanly written by:
François Damian Aristhomene Martinez

CVO & Founder 
FORT International
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grace of God, I had just enough of a financial 
cushion to sustain.

But sustaining was not the goal. It was time to 
grow and the recession created opportunities 
in the marketplace. This was uncomfortable. It 
meant taking another financial risk, while many 
were just trying to survive.

I always knew I could grow the company, but 
I was comfortable and safe. I could continue 
to provide for my family with no change in 
structure, but the business would own me.

The combination of added responsibility and 
internal desire for growth, forced me to let go 
of what I had already achieved in order to make 
room for a bigger blessing.

Change is always uncomfortable and this was 
no different. At times, I felt like I was starting 
from zero all over again. I now had to hire, 
teach everyone I hired what I was doing, how I 
was doing it, and make sure they were doing it 
well, all while still having to generate revenue 
and maintain current customers. 

The days were long, heavy, and full of good 
problems. My brain was always on, sometimes 
to a fault, but my “why” kept me focused. I 
wanted to raise my youngest two children with 
more time flexibility. I wanted to see them 
grow, not just watch them pass me by.

Sometimes you need to take a chance and 
listen to that inner voice. The alternative is 
boring.
This period of my life was challenging and 
rewarding. It tested me, and it confirmed what I 
thought of myself. 

This was not new to me.

At inception, I was a one man operation. That 
limited how deeply I could dive into sales, 
but this was by design. Corporate had given 
me an early taste of what I didn’t want, time 
restriction, and it was enough for me to try my 
luck at entrepreneurship.  Flying solo and being 
obsessively meticulous about every dollar and 
its spend, helped me maintain healthy margins 
which allowed me to more than double my 
previous salary in my first year. But there was 
a catch. Anytime I didn’t work, I didn’t produce.

Years earlier, while chasing my Futbol dream 
in Costa Rica, I managed to live on fifty dollars 
per week. That experience taught me how 
to budget and live with financial discretion. 
Discipline in spending was never a problem for 
me.

Two years later and now back in the States, 
I was clearing six figures while working ten 
months out of the year. My expenses didn’t 
change and the margin allowed me to enjoy 
the ride. That comfort however came at a price. 
Stagnation.

While it was great to sign my own check and be 
comfortably self-sufficient, my structure was 
not sustainable, at least not if I wanted to truly 
own my time. I needed systems and structures 
that could propel me and my business to the 
next level. That required a shift in mindset 
and that shift was triggered by the birth of my 
youngest son in 2009.

Things got real.

Five years earlier, I had gone into business with 
nothing more than unshakable self-belief and 
fifteen grand. Now there was another mouth to 
feed on the way, the country was entering the 
painful stages of the 2008 recession, and by the 
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Life had been grooming me for this 
transitional moment since childhood. 
Trying out for the PAL soccer team, the 
High School varsity team, the Olympic 
Development Program at fifteen, talking 
to my high school crush and jumping on 
the highway for the first time with zero 
supervised experience at 17. All risks. 
Innocent, but real.

Progress has a price. A tax attached to it 
and every choice you make in your daily life 
is a trade. Every single one.

Looking back, the choice to give up comfort 
and challenge myself once again in 2009 
was one of the best decisions I could have 
made, not only for my future, but the future 
of my children. Calculated risks, the ones 
where you minimize the chances for failure 
by doing your due diligence, are the ones 
you should pursue with intent and logic, not 
emotion.
Tomorrow truly starts tonight.

What you choose to give up today will 
determine what you are open to receive 
tomorrow. Time does its work whether you 
respect it or not. Your body ages. Your mind 
does not have to. It should remain sharp, 
agile, and motivated by new challenges if 
you force it to.

Every choice you make is a trade. The 
cost is either comfort or growth. You are 
choosing one daily.

Do not allow routine to command your 
steps. In the grand scheme of things, they 
are not that many. 

They are all counted.
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Alignment Is 
Not Free. It Is 
Chosen Daily
Alignment is often treated as a shared 
understanding that simply exists. In reality, 
alignment is an active discipline that must be 
reinforced repeatedly.

Teams drift when assumptions replace 
communication. When expectations are implied 
instead of stated. When leaders assume awareness 
without confirmation. None of this is malicious. It is 
human. But it is costly.

Alignment is not consensus. It is clarity. Who owns 
what. By when. With which constraints. Silence 
around these questions does not create flexibility. It 
creates friction.

The cost of alignment is time and attention. It 
requires checking in even when things seem fine. It 
requires confirming priorities even when they feel 
obvious. Many teams avoid this work because it 
feels inefficient. It is not.

Organizational 
Leadership & Governance

Misalignment rarely announces itself loudly. It 
shows up as rework. Missed deadlines. Frustration 
that feels personal but is structural. When left 
unaddressed, it erodes trust.

The role of alignment is not to eliminate tension. It 
is to surface it early. When teams talk openly about 
expectations, pressure decreases. When they avoid 
those conversations, pressure accumulates.

Strong organizations revisit alignment often. They 
restate priorities even when it feels repetitive. They 
clarify ownership even when roles appear clear. 
They understand that alignment decays without 
maintenance.

The price of alignment is discomfort in the short 
term. The cost of misalignment is confusion in the 
long term.

Alignment is not free. It is chosen daily.
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Operational 
Choices 
Always 
Invoice 
Later

OPERATIONS

Operational discipline is rarely tested in 
moments of calm. It is tested when volume 
increases, timelines compress, and decisions 
stack faster than teams can react.

In operations, every shortcut feels harmless 
in the moment. A delayed process update. 
A temporary workaround. A decision made 
verbally instead of documented. None of these 
appear costly at first. The invoice comes later.

What organizations often misunderstand is that 
operational debt behaves like financial debt. It 
compounds quietly. Each exception becomes 
precedent. Each undocumented decision 
creates confusion downstream. Eventually, 
the system absorbs more stress than it was 
designed to handle.

Strong operations are not built on heroics. 
They are built on boring consistency. Clear 
workflows. Defined ownership. Predictable 
handoffs. These things feel slow when nothing 
is broken. They are invaluable when everything 
is moving at once.
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Operational maturity requires leaders to resist 
the temptation to reward speed at the expense 
of stability. Fast decisions that bypass process 
often feel productive. Over time, they erode 
trust in the system itself. Teams stop relying on 
structure and start relying on people. That shift 
increases risk.

Well run operations remove guesswork. 
They allow teams to execute without asking 
permission for every step. They reduce friction 
by making expectations explicit. When systems 
are respected, accountability becomes quieter 
and more effective.

The price of operational maturity is restraint. 
Saying no to convenience. Choosing structure 
over urgency. Accepting short term friction to 
avoid long term chaos.

Organizations that endure do not confuse 
movement with progress. They understand that 
every operational choice carries a cost.

The invoice always arrives. The only question is 
whether it was anticipated or ignored.
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Revenue Is a Choice. So Is 
the Quality of the Client

Sales is often framed as the pursuit of growth. 
In practice, it is a series of decisions about 
what kind of business an organization wants to 
build.

Every client accepted introduces complexity. 
Every deal closed shapes future operations. 
Revenue does not arrive in isolation. It 
brings expectations, demands, and long term 
consequences.

Organizations get into trouble when they 
treat revenue as neutral. It is not. The wrong 
client at the wrong time can consume more 
resources than the revenue justifies. The right 
client requires patience, clarity, and sometimes 
restraint.

Sales discipline means qualifying honestly. It 
means saying no when fit is poor, even when 
pressure is high.

SALES

It means understanding that not all revenue is 
worth pursuing.

Short term wins often hide long term strain. 
A misaligned client creates operational drag. 
It shifts focus away from core priorities. Over 
time, these decisions compound.

The most stable revenue is not the fastest 
revenue. It is the revenue that fits the system. 
That respects capacity. That aligns with 
values and process. Sales teams that perform 
consistently understand this. They do not chase 
every opportunity. They choose deliberately. 
They protect the business from growth that 
compromises stability.

Every sale is a trade. Between speed and 
fit. Between urgency and sustainability. 
Organizations that scale well choose their 
revenue with intention.
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Every 
Financial 
Shortcut 
Eventually 
Becomes an 
Expense

Financial clarity is rarely lost in a 
single decision. It erodes through small 
compromises made repeatedly.

Delaying reconciliations. Deferring 
documentation. Treating estimates as facts. 
None of these appear harmful individually. 
Together, they create blind spots.

Accounting discipline exists to protect 
decision making. When numbers are clean, 
leadership can act with confidence. When 
they are not, uncertainty enters every 
conversation.

Shortcuts often come from pressure. Time 
pressure. Growth pressure. Performance 
pressure. But pressure does not change the 
rules. It reveals whether they were respected 
in the first place. Strong financial systems 
value accuracy over speed. Transparency 
over convenience. They do not rush clarity. 
They protect it.

ACCOUNTING

When accounting discipline slips, leaders lose 
visibility. Decisions become reactive. Risk 
increases quietly. What was once manageable 
becomes expensive to correct.

Financial shortcuts do not disappear. They 
resurface later as expenses. Sometimes in the 
form of missed opportunities. Sometimes as 
compliance issues. Often as lost trust.

The cost of discipline is consistency. The cost of 
shortcuts is correction.

Organizations that endure understand this 
trade. They invest in clarity early. They treat 
financial truth as non negotiable.

Every shortcut eventually becomes an expense.
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Visibility 
Is a Trade. 
Integrity Is 
the Cost.

Visibility is often treated as a 
reward. Something earned naturally 
once your work is good enough, 
your story compelling enough, or 
your mission meaningful enough. In 
reality, visibility is a trade, and the 
price is rarely discussed honestly. 
It is not given freely, and it is never 
neutral.

Creating media is hard, especially 
when you are not a marketing 
major or someone formally trained 
in branding and communications. 
There is a common assumption 
that if your intentions are pure 
and your impact is real, visibility 
will eventually follow on its own. 
However, that assumption is false. 

SOCIAL 
RESPONSIBILITY 
& MEDIA

By: Kaylee Vasquez
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Those choices are rarely dramatic, but they are 
constant, and over time, they shape the kind 
of voice you build and the kind of audience you 
attract.

Then there is the algorithm. The wildcard. It 
rewards timing, consistency, and momentum, 
not necessarily quality. You can do everything 
right and still go unseen. Or you can do one 
thing right, once, and be amplified overnight. 
Relying on the algorithm means accepting 
uncertainty as part of the trade. 

You gain access without paying money, but 
you pay in patience, repetition, resilience, and 
emotional stamina. You learn to show up even 
when the response is minimal, trusting that 
visibility is not always immediate or linear.

Visibility is never neutral. It always costs 
something. Money. Time. Truth. Peace. 
Sometimes all four. The cost is not the same 
for everyone, but it exists for everyone who 
chooses to be seen.

The real work is not chasing visibility at 
all costs. The real work is deciding which 
costs you are willing to pay, and which ones 
you refuse. That decision is what separates 
visibility that feels empty from visibility that 
feels earned, aligned, and sustainable.

Media requires strategy, consistency, technical 
skills, and emotional endurance. You are 
learning platforms while actively creating 
content. You are studying audience behavior 
while trying to remain authentic. You are 
expected to present expertise, confidence, and 
clarity before you are ever given the space to 
practice, fail, or grow.

Media is not just creativity. Media is a business.
If you do not pay for promotion, you are 
barely seen. At the same time, creators are 
increasingly encouraged to monetize every 
aspect of their activity. Platforms are designed 
to reward spending, not intention. Organic 
reach is limited by design, not by a lack of 
effort or quality. 

Choosing not to invest financially in promotion 
means accepting slower growth, missed 
opportunities, and the frustration of knowing 
your message is strong while your distribution 
is weak. In this case, the trade becomes time 
instead of money, and energy instead of speed. 

You work longer, post more, and wait harder 
for results that may never come.This is exactly 
where integrity comes into play.

The pressure to be visible creates temptation: 
the temptation to dilute the message for 
numbers, to soften the truth for engagement, 
to prioritize trends over substance, and to 
package serious work in a way that feels more 
marketable, even if it feels less honest. 

Visibility constantly asks the same question: 
How much are you willing to bend to be seen? 
Integrity is the answer. Every piece of media 
forces a choice, between reach and alignment, 
performance and purpose.
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Creative 
Freedom 
Still Requires 
Limits

SOCIAL 
RESPONSIBILITY 
& MEDIA

At times, we mistakenly come to 
believe that creative freedom can 
exist in a space without rules, where 
imagination can overflow without 
obstacles and ideas face no restrictions. 
However, we must be clear that this 
view is flawed to a certain extent: for 
creativity to be effective, it must include 
certain boundaries. Recognizing these 
limitations can serve as a driving force 
to give shape, focus, and depth to the 
creative process.

In artistic and intellectual disciplines, 
the absence of such limits can result in 
an overwhelming sense that may even 
paralyze individuals, because when 
“everything is possible,” designers can 
be confronted with countless options and 
no clear goals to achieve. Restrictions 
can provide an opportunity to define 
timelines, formats, and rules that help 
produce better results. Knowing the 
rules allows us to bend them slightly in 
order to achieve impactful outcomes.

By: Sebastian Vasquez
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We often forget that irreverence and 
transgressive messages can, in specific 
contexts, be valid social expressions that 
reflect our current way of life. The creative 
challenge lies in learning to work with the tools 
we have, interpreting them, and in some cases, 
overcoming them.

Creative freedom does not mean the absence 
of rules, but rather the ability to choose how to 
relate to them. True creativity emerges when 
the creator understands the limits of their 
medium and uses them as points of support to 
go further. Constraint ceases to be a barrier 
and becomes the force that gives shape, 
direction, and meaning to creative freedom.

History is full of such examples, especially 
in the fields of art and innovation. On many 
occasions, limitations have fostered genius. 
One need only recall the rigid structures of 
poetry or the use of grids in graphic design, 
those invisible lines that divide and constrain 
the page to create more compelling designs, 
as just a few among many other examples. It 
should not be forgotten that even in technology, 
many innovations arise from the need to solve 
problems under specific conditions.

It is well known that restrictions also cultivate 
discipline. Creative freedom without any kind of 
limit can lead to endless projects, disconnected 
ideas, and unfinished results. Limits help 
determine when a project can be considered 
complete and allow us to accept that absolute 
perfection is impossible. Discipline is not the 
enemy of art; it is an ally that enables ideas to 
become concrete works.

Today, the world, and cultures in particular, are 
constantly developing, changing, and evolving. 
Language is also a significant constraint when 
creating graphic pieces, and like the others, it 
is in constant evolution. The message conveyed 
in a graphic piece from 20, 30, or more years 
ago is not the same when compared to today’s 
reality; it simply would not fit and might even 
feel somewhat jarring. All of these restrictions 
compel creative practitioners to “enter into 
dialogue” with the world.

Of course, there are certain limits that should 
neither be desired nor praised, such as 
censorship. In recent times, there has been a 
disproportionate increase in censoring what 
goes against our ideals and beliefs, posing a 
major challenge for some content creators 
who must walk on fragile ground.



www.Fortinternational.com

The Social FORT
Are you a Social media buff join us!  
Comment and see what the FORT difference 
is all about!

C
Follow us on

LinkedIn Profile

E
Follow us on  

Facebook

Q
Follow us on Instagram
@fortinternationalinc

Entertain yourself for a while and solve this word search as quickly as possible. If 
you prefer you can click on the link below and solve the challenge from your cell 
phone or computer.

Word 
Search

Play this puzzle online at :  https://thewordsearch.com/puzzle/7047846/qualities-of-successful-entrepreneur/


