Building Authority Relationships Through Online Marketing
This book is the story of and another step in my constant mission to create a life of freedom
for myself. Freedom from trading a dollar for an hour. Freedom from a dreary job which has
the sole goal of reaping someone elses stacks of money. Freedom from a boss, from
driving to work five days a week, and freedom from being a slave to my paycheck.
The goal is for this to be a stepping stone in your path to creating your own future. It isn’t
easy and involves working hard now to begin to craft that new life of financial freedom and
being the master of your own schedule.
I’m motivated by the idea of being able to work without limits and studying some of the
most successful online entrepreneurs has shown me what is possible beyond the normal
95 grind.
It all starts with relationships. I am going to share with you my five plus years of failures and
my more recent success stories of how I overcame those struggles to connect with people
in authority positions and develop an honest relationship with them. These connections are
making me real money and helping to move my career in ways I never would have
imagined.
This book will teach you how to:
 Properly connect with authorities in the online marketing world through email and social
media
 Leverage online interviews to build powerful relationships.
 Use the relationships you have built to form joint venture partnerships, land guest posts on
authority blogs, and build a reputation as an authority figure yourself.
 Utilize referrals from others to land job opportunities.
 Use testimonials to stand out from everyone else and what results I achieved from
creating them
I am going to show you how I went from failing in an MLM company to starting my own
successful online interview show. I’ve gone on to start generating additional income every
month by connecting with others and utilizing internet marketing. I am now making an
income of around $500 a month with my online endeavors and you can do the same. It took
a good deal of work to get to this point but with consistent effort it is possible for anyone to
generate this type of income online and beyond.

I will share with you my resources to run a successful interview show and blog and will also
include multiple exclusive interviews with Podcast show hosts:
Pat Flynn of http://www.smartpassiveincome.com
Mike Thomas of http://www.mikefromaine.com
Meron Bareket of http://www.meronbareket.com/
Navid Moazzez of http://www.navidmoazzez.com
Michael O’Neal of http://www.solohour.com
Bryan Kelly of http://www.whatthespeak.com

Chapter 1: My Story - The Mission To End The 9-5
In 20082009 I became really interested in the home fitness workout program P90X, I lost
around 30 pounds doing the program and started to spend a lot of time around people who
were really into health & fitness. It took me about 2 years to lose the weight and various
attempts going through the program sometimes for just 30 or 60 days.
I changed my habits from eating tons of junk and drinking soda all the time to eating
healthier foods like chicken, vegetables, rice and consuming a ton of water.
I eventually ended up signing up as a Beachbody Coach, a distributor for programs like
P90X and Insanity. I was really motivated when I started out, I read a lot of personal
development books like “The Magic Of Thinking Big” & “The Slight Edge”. These books
really got me thinking about my future and the potential for myself to become more
successful in the long run.
Beachbody was very focused on approaching people in person and being very sociable
with strangers. I was never much of an outgoing person and have always found the biggest
difficulty with my social skills was approaching people out of the blue to strike up a
conversation.
I didn’t find myself in many situations to start up discussions with new people besides
being out a bar with friends. This of course was probably the worst place to talk about
health and fitness. It didn't make much sense talking to some half drunk person with loud
music blaring in the background about my passion for P90X.
I’d even constantly take out my license with a photo before losing 30lbs to show everyone
the difference. They would always be blown away that an infomercial product like P90X
actually worked that well. I was living breathing proof!
I really struggled trying to recruit people or sell programs to others though. I spent a lot of
time talking to coworkers, friends and family with little luck. I sold a few copies of P90X and
their monthly shake product to a few people but nothing that ever put me into positive
earnings compared to the amount of money I spent every month.
Because I didn’t have a lot of success in the offline world I started looking into ways to
promote myself online. I took up an interest in building websites using the Wordpress

platform, I saw a lot of other Beachbody affiliates promoting their websites through a blog
and I thought this was a great idea.
After building my first website I had no clue how to get myself out there to a new audience, I
really had no idea how to promote the site or how to build my audience but I was very
intrigued by the idea of building a blog.
I knew creating an online presence would expand the capabilities for being able to reach
more people and potentially sell more fitness products. I created a blog called Team Fit
Gamers based around the idea that I could bring fitness and gaming together. I wrote over
30 blog posts. Each blog post was around 300400 words in length discussing both fitness
and gaming topics.
I enjoyed the idea of blogging but found myself struggling to get much traffic to the site or
any real results with selling product, I was still in the same spot I had been in the offline
world. Because I didn’t really understand how to build an audience I put the project on hold
with hopes to eventually learn how to promote it.
I’ve since learned a lot more about blogging, you can read this epic blog post about
community building with Steve Kamb of NerdFitness.com on Medium.com
My site sat dormant for several months and I lost motivation to continue with it. I eventually
gave up on selling workout programs and fitness products altogether after 2 years without
any major success.
While browsing Facebook one day someone who was also in a Beachbody Facebook
group with me mentioned this new Blogging network he just joined called the Empower
Network. I was intrigued so I decided to talk with him about blogging and how I could
potentially make some money online by blogging.
Empower Network was basically a glorified Wordpress blog sitting on a single domain, the
only difference was I didn’t own the domain, I couldn’t install any addons like plugins or
themes. The idea was to bring more people into the blogging platform through their training
while you earn commissions through their affiliate model.
They offered various levels of training upwords of $1000 at the time, since I was serious
about making an online income I decided to take the plunge and purchase this training.
Through out most of 20112012 I started to become more and more interested in the
“Make money online” niche trying to learn about everything I could.

While I was in Empower I started connecting with other members, following guidance and
learning from these people with the hope that I could generate some additional income for
myself.
I dipped my feet into various topics like SEO, Keyword Research, Social Media, Lead
Generation, Landing Page Creation etc.
I suffered with what I call "Shiny Object Syndrome". This is basically buying new products
and training courses hoping some tactic or guide will teach me a way to make easy money.
What I found myself doing was a lot of unethical “junk” marketing tactics such as spamming
Facebook groups, and spamming my affiliate link in order to get others to join me in the
Empower platform. I knew this was shady but I assumed I’d just do what all these other
people were doing, it must have been working for them right? Wrong!
I didn’t get a single sign up, and worse was I felt like a fool just spamming a sign up link all
around the internet.
At the same time I was jumping from one training course to the other not making any
progress.
I was learning from the wrong crowd and found myself associated with what I like to call
“Bad Marketers”
I ended up paying someone $500 to “Coach” me where they essentially just asked me to
sign up to a number of their affiliate programs taking advantage of me by making even
more money for himself. I signed up with them after going through a training course they
had created. At the time I thought their course was well put together and offered a lot of
value. I assumed this was a trustworthy person. I thought it was a great course but soon
found out a lot of the methods being taught in the course such as posting in Facebook
groups were total junk methods for building a presence online because they don’t work!
I paid someone else over $200 to send an email ad blast to their email list of thousands of
subscribers yielding me only 10 leads and zero sales!
Luck was not in my favor!
So what did I do?

I’ve always been a huge fan of the Jim Rohn quote:
“You are the average of the 5 people you spend the most time with”
I knew I was hanging out with the wrong marketers, I needed to find the “Good Marketers”
the ones who were actually looking to help others succeed online.
I ended up discovering people like Pat Flynn, Ana Hoffman and Derek Halpern. These
marketers were helping people just like me, they were not using any “spam” or “black hat”
tactics so I started reading their blogs, listening to their Podcasts and consuming as much
valuable information as I could.

Finding That Niche
I still had to make a change by getting focused, I discovered the people I needed to learn
from but now it was just a matter of finding my focus.
I learned that the absolute best thing you can do is find something you like, take action
and then stick to it. It is very easy to get distracted by all of the new products coming out
each day, my honest opinion is to find something you enjoy and then start working on it and
keep at it.
So let's get to it shall we?
Chapter 2: How I Got the Idea To Start Reaching Out To Entrepreneurs
In December of 2012 I was listening to a free webinar on my lunch break at work. I was
attending a webinar Derek Halpern of Social Triggers was holding. Derek is one of my
favorite online entrepreneurs and someone I also highly recommend following online.
Why is Derek one of my favorite online entrepreneurs?
When I was in Empower Network I discovered a blog run by Ana Hoffman called Traffic
Generation Cafe. Ana mentioned Derek among one of her posts and I started to follow
Derek’s email newsletter and blog posts.
He offered tons of free valuable content through his blog so I decided to start reading and
consuming his content more and more. He is what I like to call one of the “Good guy
marketers” someone who is out to help others and not teach people the wrong way to

promote your business or blog, this is why I look up to him.
So while I was listening to Derek talk on this webinar I started to get ideas about what it
was I really wanted to do online. I had been struggling with Beachbody and Empower
Network.
I wanted to get away from recruitment or anything to do with network marketing based
systems. I wanted to do something I could tackle long term and not be bored with or feel
shady about. I thought a lot about how I really enjoy picking people's brains about
interesting topics.
I tend to be the type of person, when I'm in the workplace and a higher up such as the CFO
or CEO comes into the kitchen or passes me in a hallway I feel obligated to strike up
conversation. I usually try to get to know them as well as learn from them. I don't "suck up" to
them but I actually talk to them as if they were any other employee, learn about what's going
on in their lives, and what’s happening in the company allowing them to get to know me.
Doing this on a regular basis has allowed me to become more comfortable just asking
people for help or creating good connections in work and in life. Have you ever noticed
people tend to get jobs at companies through a connection or a friendship? Well in the
world of online marketing the opportunities are endless.
While listening to Derek's webinar and thinking a lot about this I came up with the idea to
simply start my own interview show. I could reach out and learn from some of the most
successful people online all while building great connections with them.
I started under my original blog name http://www.johnshea.net but soon realized after
speaking with Mike Thomas of MikeFromMaine.com and David Siteman Garland of
TheRiseToTheTop.com I realized I should really create a branded name and ditch the
hyphen in my domain, this is when I started my current show
http://www.voicesofmarketing.com
This guide is essentially going to give you some great examples of how I have used
interviews to leverage some great joint ventures and how the connections I have built have
opened up a lot of opportunities for me. Keep in mind none of the examples require that
you host an interview show but it will be one of the best ways to help you build great
connections with others.
I’m going to use this section of this guide to talk about what is involved in hosting an

interview show and then provide to you some examples and ways I have leveraged some
of the connections I have built.
Chapter 3: Starting Your Own Interview Show
So first off, you do not need to start your own interview show to leverage online experts but
this will absolutely be one of the most powerful ways to start learning from the experts.
I'm not going to lay out a massive tutorial here on starting an interview show because there
are already some great resources out there on this topic. I will provide some basics and
great "getting started" resources based on what I have learned since I started Voices Of
Marketing.
I like interviews because they tend to fit the mold of the "Be Everywhere" strategy Pat Flynn
of Smart Passive Income talks about. You can be in videos, podcasts and on a blog all
while conducting interviews.
With most interview shows it makes sense to create a Podcast for people to go and
download your content on say iTunes (Apple) and Stitcher (Android).
I highly recommend checking out Pat Flynn's free resource on starting a Podcast over at
http://www.podcastingtutorial.com
Pat’s course will take you through all of the steps for setting up a Podcast, it will take some
time to go through but very well worth it.
I also suggest using a site called Auphonic with an account linked to either Libsyn (paid
audio hosting) or Archive.org (free audio hosting).
Auphonic allows you to easily add an intro, outro and upload music to your favorite media
hosting provider all while improving the audio upload for a Podcast completely for free.
You can literally run your own interview show almost entirely free minus some startup costs
if you use the following services:
*Several of the links here link to my resource page where you can view all of the services
and tools I recommend.
Web Hosting:

Domain Names: I use GoDaddy because you can find good deals on domain names with
coupons. Search Google for 'GoDaddy 99 cent domain' and if you are feeling generous
you can use my referral code ‘WOWvoices’. Another option would be to use NameCheap.
Web Hosting: I use a company called Bluehost to host my websites which has easy
Wordpress 1 click Installs.
Wordpress: You can find many free themes to start a blog, I use a Studiopress theme
called Eleven40 on Voices Of Marketing.
Media Hosting:
Archive.org for free media hosting or Libsyn for paid.
Auphonic.com for optimization and easy uploading
See my Auphonic Tutorial here.
Google Hangouts for easy recording and uploading of video content to YouTube  See this
interview here with Ronnie Bincer as we discuss Google Hangouts to use as a powerful
video recording tool.
See my Google Hangout Tutorial here.
*Important Note: Make sure you use the “Hangouts on Air” feature when recording,
otherwise the video will not be uploaded to YouTube after a recording.
Skype Everyone reading this should hopefully know what Skype is, there is an app called
Ecamm recorder for Mac or you can use Vodburner for PC. *Note: I personally use a PC
and have had trouble with Vodburner so I just use Google Hangouts because it’s fast and
super simple.
Wonder All My Share to rip my videos off YouTube and reupload them to a specific
account for Voices Of Marketing where I keep all of my interviews organized.
This is not required but it’s an awesome tool and it’s also what I use to turn my YouTube
videos into mp3’s for my Podcast episodes. It’s only $30. I also use this because Google
Hangout videos do not show a view counter for the public and I think showing a view count

can encourage people to listen or watch a video.
Email list building  I use GetResponse which is only $15 a month but other options could
be Aweber or even MailChimp. MailChimp is free but they do not favor internet marketers
so I would be cautious with this one and what content you promote in a newsletter.
This is all a very basic outline of how I run my show.
My recommendation if you are truly serious about starting an interview show would be to
take a look at David Siteman Garland's course Create Awesome Interviews.
For more information on hosting your own interview show you can check out several
interviews I did with other people who run interview shows:
Learning About Hosting An Interview Show With Andrew Warner Of Mixergy
The Benefits Of Hosting An Interview Show With Mike Thomas
The Benefits Of Podcasting With Meron Bareket
Talking About Hangouts On Air With Ronnie Bincer
Becoming A Lifestyle Entrepreneur With Navid Moazzez
Learn How To Improve Your Public Speaking Skills With Bryan Kelly

All of these interviews discuss a lot of topics and information on hosting interview shows so
if this is something you are interested in I highly recommend checking them out.
Sending Simple Emails
I am going to show you the exact format I use when sending emails to land guests on my
show.
My name is John Shea and I have an interview show at http://www.voicesofmarketing.com
I wanted to reach out about interviewing you on my show to discuss your product via
Google+ Hangout.

Here is a recent interview with Pat Flynn which you can check out at:
http://www.voicesofmarketing.com/interviews/learningfrompatflynnofsmartpassiveinco
me/
If you are up for it, let me know and we can schedule a time.
Thanks,
John Shea
http://www.voicesofmarketing.com

This email is great because it’s simple and straight to the point. I also provide some
credibility by sending a prior interview with Pat Flynn of Smart Passive Income who is a
very wellknown and respected online entrepreneur.
I will also replace the word ‘product’ with a specific topic, brand or niche.
If I don’t get a reply within 57 days I usually will send a follow up message by sending a
Tweet directly to them on Twitter.

So I’m assuming by now you are probably interested in some of the methods and tactics
huh? The rest of this eBook is mostly a number of tactics and strategies all shared in the
form of short stories.

Chapter 4: The Joint Venture Deals
A few months ago I stumbled across an interview over on the Mike From Maine show that
really interested me. A fellow named Vinny Bock had released a product on the Warrior
Forum and Mike interviewed him about it. Vinny’s course involved a form of Arbitrage.

I liked the idea of his product so I purchased it, went through the course and realized I could
help him take his course to a whole other level. So reached out to Vinny personally through
email and we started discussing his course and what I could do for him. Vinny's course just
so happen to be a vague html page, filled with zipped up content and text files scattered all
over the place. His content was sound and the idea was great but the product could be
improved.
Having experience with building Wordpress sites I offered to help Vinny create a
membership site, we agreed to actually work together and split all profits of his product
50/50 so I could continue to help him with future products, maintain the site, get the product
launched on Clickbank, provide support for members and even help him out on the side
with his SEO business depending on how much work he was able to bring in.
This all started from a simple email conversation where I offered him something of value to
improve his product, now giving me the ability to earn extra side income utilizing skills
Vinny did not have.
I understand Wordpress and website design and Vinny knows copywriting and product
creation, giving us both the capability to help one another out by teaching each other skills
and making money together while we work on this project.
Derek wrote a post about an ingenious email marketing strategy: sending email. This is all
I had to do to form this partnership and create a great opportunity to bring in some extra
money while working with someone else I can also learn from.
The Facebook Fan Page Joint Venture
I wrote a very detailed post on my blog about this you can first check out here.
I will sum this up here in another example but I encourage you to check out the above blog
post as I get into most of the specifics there. I run another website where I promote a
subgenre of metal music.
I reached out to someone who managed a Facebook fan page, we teamed up and he
agreed to actually post content from my site to his 15,000+ Facebook fans through his
page. I added the fan page to my site and in exchange he would send me traffic, giving us
both ways to help each other and grow while providing content to the community who
enjoys this type of music.

Chapter 5: The Power of Referrals
Connecting with people you see on a regular basis can be very powerful when it comes to
referrals for job opportunities, both in the online and offline world. I'm going to share two
quick and easy examples of how this has worked for me.
Offline Example:
When I was in going through my last year of college in 2005 I had fairly small classrooms
with classmates I would talk to on a regular basis, I went through high school and college
learning about IT and obviously it was fairly easy to make friends with smaller class sizes.
When I graduated I found myself working a job only making $25,000 a year, I found myself
thinking of the most logical thing I could think of to get out of my current crappy job situation.
I started by reaching out to all of the people I graduated with, calling them on the phone or
contacting them through Facebook or even MySpace at the time asking what it was they
were doing ever since graduation.
I remember messaging someone on Instant Messenger having him reply to tell me he still
worked at the movie theater where he had been for years, another guy was in his same job
making maybe $1012 an hour, another guy switched his career completely and went back
to school, but then I found someone who actually got a job in IT doing software support.
His simple referral landed me a full time job boosting me $15,000 in salary over my current
salary position at the time. If I had never taken the time to build connections with the people
I went to college with I never would have landed that job.
Online Example:
I had reached out to an online blogger named Amanda Abella for an interview opportunity,
we did an amazing interview. She then emailed me and shared the interview with all of her
fans throughout her Facebook, this is fairly common when you do an interview with
someone but here was what really caught my attention.
Not only did she do all of these things but she kept me in mind because of the interview we
did, nearly a week after our interview she sent me an email with a job posting she found
over on the ProBlogger job board.
The job description fit perfectly for a skill I was qualified for, I managed to get an interview

and land a part time gig writing for a magazine on iTunes where I submit interviews and
write valuable content based around the interview.
This was awesome in my opinion because I never would have been over on this job board
looking for work, it's just not a typical place I'd find myself looking for ways to utilize my skills
so a simple referral gave me a chance at a new opportunity, all because of a relationship I
built from doing an interview.
Chapter 6: Long Term Connections Should Never Be Disregarded
This may not be familiar for some of you but there was a point about 8 years ago when
MySpace was actually really popular, I wanted to share another example of a recent
connection I built that is leading to another great potential partnership.
I had a Myspace profile back in college and used a lot of keywords in my profile like
'Networking, IT, Computers, Software, Hardware' etc. A fellow named James who ran a
web hosting company across the street from my college reached out and asked me if I
wanted to see what a real web hosting company was like, if I wanted to stop by and check
it out. At the time I was already graduated and was no longer living in the area, I kept in
touch with James throughout the past 8 years over Facebook chatting every once in a while
about business.
In 2013 I looked into investing some profits into a web hosting company and figured why
not ask James? I reached out to James on Facebook. I found out he was still building his
business and had literally created a real brand for himself through his company Axcelx, we
ended up meeting up. He took me for a ride over to his datacenters where he rents out
server space for colocation services (Think high end servers and bandwidth, not cheap). I
got to tour the data center free while we talked about IT and networking topics most of the
afternoon.
I brought up the topic of SEO and ranking to help him bring in more business for his
company, that very same night I then provided James detailed screenshots and some
reports on his current keyword rankings and some examples of where he can improve and
how I can help him based on skills I have learned in the past year.
He agreed to discuss the capability of me being able to take a percentage of the profits
from any new business I can bring him, alongside giving me access monitor his website
traffic with Google Analytics for his web hosting company Axcelx.

James has also provided free web hosting for all of my websites through his company, this
is something I was paying almost $100 for a year before he moved my sites over to his
host.
This is just another example of a long term connection that I knew would present something
in the future as James is the type of person I would want to learn from and work with, he is
the kind of person living a life of success and creating freedom for his family through hard
work.
Here is James living the life driving his S5 with his clever “Hosting” license plate!

Chapter 7: Leveraging Blog Comments
I wanted to share another example of how actively leaving comments on experts blogs can
help you really stand out.
I thought this would be an interesting share, over the past several months I’ve followed a
tactic I’m going to share with you that has allowed me to stand out and get noticed by one
of my favorite online marketing experts  Derek Halpern. Derek runs a blog called Social
Triggers, I briefly mentioned him earlier in this eBook but wanted to elaborate more in this
example.
Derek’s blog is all about psychology and online marketing strategies. He shares tons of

useful and valuable evergreen content on his blog all for free. His blog has over 100,000
email subscribers and has an extremely active community. You can sign up here.
There was a point when I started online marketing I was struggling by following people who
were marketing in unethical ways. Ever hear the phrase “You are most like your top 5
friends?” Well I was hanging around the wrong kind. When I realized there are lots of
bloggers just like Derek I started to follow a different crowd of people, people just like
Derek. I unsubscribed from many mailing lists in favor of people like Derek.
So how have I started to stand out?
Every time I see Derek share content on Facebook I generally almost always share and
like his posts.
I comment on his blog and subscribe to his RSS feed  I will generally be one of the first 10
comments since most people probably see his new posts via an email subscription which
he won’t send out till shortly after publishing a blog post.
This is also a tactic you can use to drive traffic. By leaving a comment quickly on a popular
blog you are almost guaranteed to see referral traffic. I have received over 300 clicks from
a niche site blog called nichepursuits.com by doing this.
I make sure my comments are relevant and not spam, they add to the conversation.
So by doing this, I managed to be one of the first commenters on a blog post Derek wrote
about:
“How To Ask Great Questions”. You can check it out here.
I left a comment sharing a story about how my friends didn’t believe in my online marketing
ventures. I captured a screenshot of the comment:

So here I am doing few things, I was the very first person to comment and I’m giving Derek
a great idea to create content about. The type of scenario I described in my comment can
also apply to a general audience which is generally what Derek does with his blog.
So what happened?
Within a couple months Derek wrote a new blog post called “What You Should Do When
Your Friends and Family Don’t Support You” you can check it out here.
Now at the time I did not realize Derek wrote this post inspired by my comment but later
told me over a Facebook conversation that my comment inspired that post. I took a
screenshot of part of our conversion to show you below:

How awesome is this? Not only am I getting noticed for reading Derek’s blog, and leaving
comments but he is writing content based on my question and comment.
This now opens up the opportunity for me to reach out and ask Derek if he would like to do
an interview. At the time of writing this Derek informed me he was currently involved in
some other projects but would be getting back to me shortly.
Chapter 8: People Start To Take Notice
As I approached my 30th episode for my own interview show I actually had someone email
me personally and ask if I would like to be interviewed. Obviously it took a lot of consistent

effort and time to get to this point but as you progress with any task and become good at
something people will want to learn from you. In my case this person wanted to learn about
how I do my interviews and how they have been beneficial for me.
You can check out the interview here, I was excited so I actually published this one as my
30th episode.
I even recently had someone comment on one of my interviews and ask me if I was
interested in joining a private group for Podcasters on Facebook:

Getting Noticed by Authorities in Your Niche
Being a big fan of Podcasting and Interview shows I've made an effort to reach out to as
many fellow entrepreneurs as possible by asking them to be guests on my show or to help
them out any way I can without asking for anything in return.
I wanted to share a story about how I was able to score a guest blog post on the
Entrepreneur on Fire blog. EoF is one of the biggest marketing podcasts out there today
hosted by John Lee Dumas.
John launched a private membership course earlier this year teaching others how to create
and grow their Podcast show. I decided to join the membership and learn as much as
possible about Podcasting. I had a lot of experience using the Google Hangout platform
and John didn't have any tutorials or videos on how to use this platform for conducting
interviews. I reached out and asked if he would find a tutorial useful for his members, he
responded that it would be a great addition to his site and to go ahead and create a

tutorial.
John posted my tutorial into the membership site and added various "pop up" boxes to the
video mentioning my website and some of the key tips I gave.
I knew at this point I'd be in a great position to ask to have a guest blog post published over
on the Entrepreneur on Fire blog. I came up with the idea to use what's called the Shout Out
Strategy with my guest post, a strategy I learned from David SitemanGarland of The Rise
To The Top.
I came up with an idea to write about my top 15 favorite email subscriptions, I then wrote an
indepth 3000+ word article featuring 15 top marketers I have been following for at least 6+
months. Once the post was published I simply sent out an email stating that I mentioned
them in my latest guest blog post.
This was a great way to open some new doors for me as a few of these people really don't
know me all that well if at all. When I emailed Neil Patel of QuickSprout for example he
replied stating that he tweeted my post.

What's so awesome about this is Neil has over 100k Twitter followers and I've now opened
up a possible opportunity to reach out to Neil asking if I can interview him. I wouldn't be a

total stranger if I were to reach out at this point and ask to have him on my Podcast.
Creating Testimonials
Another powerful way to get noticed by experts is to create testimonials. When Pat Flynn
released his book Let Go he had a ton of ratings and reviews over on Amazon.com
I added a photo of me and my fellow entrepreneur Meron Bareket leaving a video review
and Testimonial for Pat Flynn’s book. There are about 240 reviews at the time of writing
this and only about 5 or 6 people actually left video testimonials, among those people were
me and Meron.
By leaving a video review I stood out to Pat.
After doing this Pat personally reached back out and thanked me on Twitter and started
following me. What really shocked me was he even added my testimonial to his “Praise”
page for the Let Go book. You can see that page here. See the screenshots below:
Leaving a Review & Testimonial Video for Pat Flynn

Pat Flynn Thanking Me (He also followed me on Twitter)

Pat Flynn’s Let Go “Praise” Page With My Testimonial!

Chapter 9: Free Help and Motivational Support
Have you ever noticed a lot of experts charge for coaching services or charge hundreds
per hour for their services?
I’ve found since I started doing interviews, I have managed to reach out and have
conversations with people who would normally charge a lot of money for their time.
Just to give you another leverage example, I interviewed Pat Flynn of Smart Passive
Income who has one of the top business podcasts on iTunes. He gets millions of
downloads every month and has a huge raving community over on his blog.
Most people would probably pay Pat just to sit down and ask him questions for an hour.
The same rule applies for most 6 figure entrepreneurs.

I interviewed Shane Melaugh who is a product creator and runs the blog IMImpact.com.
After our interview he actually stayed on the video call with me and continued to chat with
me about internet marketing for another 45 minutes. This was absolutely killer in my opinion
because he generally is a very busy person and had invaluable experience. We spent
almost 2 hours between the interview itself and casual conversation.
I had several email conversations with Mike Thomas of Mike From Maine when I first
started my show as he was an inspiration for me.
I eventually approached him to start a Mastermind group and meet up every week, it turned
into basically 56 weeks of us meeting up for an hour each week to discuss goals and
tactics.
Mike normally charges hundreds of dollars an hour for coaching services! These are just a
few examples of how powerful reaching out to interview others can be. All I had to do was
ask!
Chapter 10: Bonus Interviews With Pat Flynn & Andrew Warner
I decided to include a couple of interviews I had transcribed through someone I found on
oDesk, these are two of my favorite interviews out of all 50+ episodes I’ve done. They have
also been the most popular. I slightly modified the content in each interview so it is easier
to read and focuses on the real details of each interview.

My interview with Pat Flynn of SmartPassiveIncome.com
You can watch the video on YouTube here.
John Shea: Today I have Pat Flynn from the Smart Passive Income blog.
So what I want to do today is something different, I actually came up with a list of questions
that I thought would be great for Pat.
For anybody out there, if you're not familiar with Pat, what I would recommend you do is to
actually go and check out interviews on these two web sites, these are two of my favorite
interview shows. David Siteman Garland, of TheRiseToTheTop.com and Andrew Warner
of Mixergy.com, Pat has done interviews on both these sites and it really kinda goes more
into their story, and a little bit more about Pat.

Pat also has a new book called "Let go", that he recently released as a Kindle book that
really goes into his story, and how he got started online. It’s a great, great book. So,
welcome to the show Pat.
Pat Flynn: Thanks for having me. I appreciate the plugs there at the beginning for these
interviews and the book, I really do. Thank you.
John Shea: Yeah, I loved your book it’s a great read for 3 dollars.
I came up with a list of questions I thought of after I've gone through all your podcast
episodes, and I think I've only got about five or six left, and they're all newer episodes. I
wanted to kind of get into, maybe like some strategy talk.
If you're to recommend to someone who is brand new online and obviously your blog has
tons of information, there's a lot of stuff on there, but if you were to provide advice for a
newbie starting out, what would be the direction you might think that it would be best for
them to go in?
You've got niche sites, you've done Ebooks, obviously you got a Kindle Book now, you're
doing podcasting, YouTube videos, just various ways of promotion and you have got
affiliate marketing as well. So if someone is just starting out out what do you recommend
they do if they want to start building a business or brand for themselves?
Pat Flynn: Sure, so this is even before any sort of idea pops in their head, just straight up
from scratch, that’s what you were asking about, right?
John Shea: Yeah.
Pat Flynn: What I would do is I would look around and just sort of open my eyes to
possibilities. And I think that just really is the flip of the switch once you start to get into
entrepreneurial mode.
You start to notice things that you may have not noticed before, things that you do every day
that may give you opportunities for business that you could create or…
You know, really what it's all about is just trying to find some sort of need, pain or a hole in a
particular market and then having yourself be the one who fills that hole or becomes a
resource to help people who have that specific need or problem.

it's going to take a lot of research at first, it's going to take a little bit of opening your eyes
and sort of thinking about the world in a different way.
But I mean if you live every day with that sort of a mindset just looking for opportunities,
you're going to find a lot opportunities as we live with them every day, we just don't pay
attention to them.
I think this is the first thing is just opening up your mind to the possibility of creating a
business out of something. And really, there are all kinds of opportunities out there right
now. It’s just amazing how a lot of people don't even think about it like that.
John Shea: Yeah.
Pat Flynn: Once you start to do that, you will start coming up with ideas. Maybe you can
start asking other people to ask you about something specific, maybe you are really good
at, you know, fixing cars or something and that's what everyone always comes to you for.
That would be a good sign that it’s something you potentially could take into an online
business of some kind.
Now, obviously, if you're good at fixing cars you just can't put up a website and say “Hey, I
am good at fixing cars". You need a sort out the next step after figuring out your base idea
or niche or market that you want to get into.
It's really looking at what is going to be your unique selling proposition within that particular
market, something that's different than what everyone else out there is doing. That's one
really important point, you know, a lot of times we come up with these ideas and we start to
do that research and then we immediately see that there's a ton of other people doing that
thing already.
That will put a stop to a lot of people's sort of momentum, I know it's done that for me too,
but it’s actually a good sign. When you start to see other people out there doing the same
thing then:
A: It means that there's a market out there for what it is that you have an idea for already.
B: That actually gives you a competitive edge because you're coming into this market sort
of fresh and from an outsiders point of view.

You can go in there and see what exists and see what might be missing and be able to
come in and fill in those holes. That's how a lot of businesses get started. They aren't happy
with the particular service that they've had and there is no other solution out there, so they
go and create it themselves.
It's called scratching your own itch and I've done that before, that's sort of how I built my first
business, I created a resource to help myself pass an exam in the architecture industry,
which then became the resource to help people pass this exam. I was my own perfect
customer at that point.
So again that's a good sign and you can do things like keyword research and analyzing
others who might be doing something similar, but that's not always necessary.
Sometimes you know you have a good idea. What I would do is something that was
recommended to me by John Saddington in one of my most recent episodes "Talk about it
with people".
One thing that happens with a lot of people when they get these ideas is that they keep
them to themselves and what that does is just that you're the only one thinking about it. As
much as you may be your own target customer, you're not your future customer and you
never know what other people might think about until you start talking to them about it.
You might worry "Oh, someone’s gonna steal my idea". Mostly likely, they will not, I mean,
they're not going to. We always think of the worst case scenario, but if they were going to
steal that idea, they would be doing something already.
So either:
A: They didn't have time to steal your idea because they are already working on something
else or
B: They are just not that type of person or they not going to act on it because you are the
one thinking better, you have to act fast and do it much better. Karma is real, so I think if
someone were to steal the idea this is not gonna work.
John Shea: Yeah.
Pat Flynn: There is a lot of things that go into that, but really it is just finding that need and
putting yourself out there and seeing what works and talking about it with other people,

that's when you get all these different opinions and you might find that after talking about
your idea with people, that really it wasn't actually good idea.
It's better that you learn that now, than year down the road, after you've built a website or
maybe created products, spent a lot of money and then figured out that it wasn't actually a
good idea.
Start to talk about other people and what that does it sort of like the Lean Startup model,
and I
don't know if you have read Eric Reis’s book “The Lean Start Up”?
John Shea: I haven’t
Pat Flynn: There is something called "The minimum viable product" If you are going to
launch something, just launch with the minimum. Launch with whatever's out there that can
help fulfill that need or fill in that hole, and then get people in there to kind of help you shape
it and take it to the next level.
Get a few people in their, talk to them personally. In the book they talk about this sort of
instant messaging, 3D avatar thing that they built and they wasted so much money on it so
when they did it again, they built it just from the scratch and got people in there and they
started to contribute and take it where they wanted it to go, instead of you just having to
guess what that product is for or whatever.
You're actually having your customers tell you how to shape it and where to go. A lot of
people who come out with courses, they do the same thing. They only open it up to maybe
hundred people at first and they close it down and they work closely with those hundred
people to make it even better before they launch it to something that they know is perfect
for everybody who's in that particular market.
So again talking to a lot of people, and the third thing to do is just really give it a shot! I
mean, that's the beauty of doing business online, as the risks are very, very low. And we
are not, more likely not we're not getting millions of dollars in angel funding or seed funding,
right?
John Shea: Yeah.

Pat Flynn: You are spending 6 dollars and 95 cents maximum maybe, for a shared
hosting service and a domain. To try something and if it doesn't work, well, at least you've
tried. You're not killing yourself later in the future saying "I wish I did that".
Instead of wondering what would have happened, you’re doing it, and you're giving yourself
a shot. You're probably going to fail a lot. I failed plenty of times and you're hardly ever
gonna hit a homerun the first time, but what you do is you learn from your mistakes and you
keep pushing forward.
If you have that drive and if you really want it and you know you have something that you can
add value to in a particular market, just keep going, because it's gonna happen.
I feel like those failures that happen are just like the way for nature to weed out those who
don't deserve to have a business, so just keep pushing forward really. That's really what I
say all the time. I sound like a broken record on my show "just keep pushing forward or
following forward", but it's true. All entrepreneurs fail.
John Shea: Yeah, I know. I know there was a particular show where this was like a big
topic. I can't remember the guest, who it was, but they said the same thing that if you really
want to, you should keep things moving forward, even if you want ask as many people as
possible. I think that he talks a little about NDA's in the episode, that they would not sign an
NDA, and things like that. I can't remember who he was…
Pat Flynn: Yeah, I think it was John.
John Shea: Yeah. You might be right, I have forgotten.I just think that's really important and
that's something I do myself, I ask a lot of people when it comes to ideas or anything. I just
ask tons of people and get their opinions, because I think that's important.
Pat Flynn: It is certainly important. You'll get these ideas and be like "wow, I didn't think of
that".
John Shea: Yeah.
Pat Flynn: Or you will get the other reaction "Wow I didn't think that". Like the same phrase
with two completely different meanings.
John Shea: Yeah. So I guess the next question I had, I know you praise these guys quite a
bit but I forget the name off the top of my head. I know that they did a podcast and when you

were laid off from your job, you had a month or so period of time where you were basically
riding on a train to and from work, you started listening to podcasts and you ended up
joining a particular program where you started learning about online marketing and online
business. I think it was….
Pat Flynn: Internet Business Mastery.
John Shea: Yeah. Was that the only course you took or did you ever have a point time
where you were just finding yourself involved in other courses or other things, kinda like the
whole new shiny objects in them, that certainly a lot of people like to talk about?
Pat Flynn: Yeah I know it's very common for people to see a new course come out
promising this so they join and then all of the sudden, there's another one and they go back
and forth.
Luckily, I was only into Internet Business Mastery, I didn't really explore a lot of the other
things that were out there and when I got into their course, they didn't really have shiny
objects into it. The course was great and taught me a lot of stuff.
There was some great stuff in there that took my existing income, which was very little from
advertising, to the next level.
It was really when I started to connect with people and build friendships with other people
on there. Not necessarily the courses which were in there, which I said we're good, but it
was when I actually started speaking to and meeting with people face to face and in San
Diego a bunch of us who were in the Academy, got together and met face to face, that's
really when things changed.
So I think, in addition to finding a course that might work for you if you're looking for
something out there, what I feel is more important is having other people to talk to you
about what you're doing, who can help you.
Again, this is sort of almost what we just talked about in the last question, but having other
people there to support you because we don't always get support when we're
entrepreneurs, especially when we're first starting out, there is a lot of people who are old
school, who were like "You’re gonna work on the same job forever" or "You went to school
for this but now you're doing this, why are you screwing up your life" type of thing. No, we
are trying to make it better by doing what we want. But you're going to get a lot of backlash
at first, it's very common.

You want to connect with people who are going to think the same way you do, or connect
with those that are already where you wanna be. I mean, that's what I had in that little group
of friends that I had in this course.
When we got together, that's when I learned about writing eBooks and that's when I wrote
an eBook for the study guide on the site I have. That eBook exploded and took off, and I
kept going back into that group because they just taught me so much. Now I am actually
part of three Mastermind groups, and it just means so much to me.
Going back to the topic of shiny object syndrome, that's definitely a disease that’s out there
that a lot of people have and we have to be careful of it.
This is coming from Jeremy of Internet Business Mastery, he has something called "just in
time learning", and that is when you want to do something, just learn about it then and then
do it. You know there are a lot of things out there, courses for Pinterest and this and that.
You can't possibly do all of them at the same time, take things one at a time. Do one and
focus on that for a while and then move on to the next. Jeremy calls it "just in time learning",
so when it's just in time to learn or do something, he'll invest in a course to help him do just
that. And then he will kill it or crash it then move on to the next thing. I really like that, you
know, taking one thing on at a time.
John Shea: Yeah, that's great advice. I mean, I've experienced kind of jumping around
and it's easy to get distracted because there's so much out there. I figured I'd ask you just
because I didn't know if you ever really had problems with that yourself or is that something
you encountered when starting out.
Pat Flynn: Yeah, I mean I got lucky, I wasn't reading everybody's blog and they were not
pushing stuff at me all the time. But I still get sort of that way sometimes. I mean there's so
many, maybe not needed courses that I'm interested in, but there is just a lot of distractions.
You know, social media, which is supposed to help our business and then there's SEO and
then just writing content and building connections and going to the conferences.
There's so many things out there and again it's just taking one thing in the time, I think that's
just the best advice anybody can give you, and that's the best advice someone has given
me. Just take one thing at a time. There are some people I know, there is a guy named
Clay Collins from leadpages.net. He has this thing where he works on one thing every day.
Like today I'm going to focus on this get this done and that's all he does, he doesn't think

about anything else and I think that's a great strategy if you're having trouble focusing on
one thing at the time. Just make your whole day devoted to that and then move on
something else next day.
John Shea: That's awesome advice. I think that that's a great way to look at it to move
forward with goals. I know you had a whole podcast on this and I have started writing down
very specific goals. I've been using Evernote to list out all the things I'm going to do do, and
just sort of plan to keep things focused. Like I make a list with specific tasks I am going to
work on. I just focus on one at a time and then move to the next. It makes is a lot of easier.
Pat Flynn: Nice.
John Shea: I've got my Evernote open for all the questions that I've got written down here
for you. It's just so much easier to keep everything organized this way.
This is another thing I wanted to ask you about. I know that in one of your podcast episodes
you briefly mentioned this. You had an old friend, I think it was either from the high school or
college, they asked you to come out to an event and I think at the time you may have not
known what it was about, but it ended up being an MLM based recruiting company. This
person hadn't talked to you for ages. He just kind of rubbed you the wrong way, because of
how they got in contact with you.
The question really is, I guess, what's your overall opinion?
I am not gonna rag on anyone in particular, any companies in particular, but I know recently
you had some problems with Facebook advertising because someone was using your
website to market with an MLM. I am not gonna mention what that company it is but I know
that company is an affiliate based system that actually involves recruiting other people.
I guess what I really want to is to know if that’s a direction you ever considered at any time,
making a team, or joining any of these types of opportunities? They are kind of everywhere
on the internet. That is what I seem to find when I connect with people on Facebook.
Pat Flynn: Yeah I mean it's a very interesting concept, the sort of pyramid scheme is
exactly what it is. My first experience with that was actually in High School. I had applied for
a job, and it was in the newspaper and it said "Come in, 15 dollars an hour plus
commission, it's a group sort of interview style thing". I went there and I put in my best foot
forward, I dressed up, and I participated in it. I didn't even know what the job was for yet.

After they recruited me, I found out that I was gonna be selling knives. And I was like "what I
didn't sign up for this?". And on the ad it said sports stuff and now it was like "Once you
graduate from knives, you can get the sports stuff". And I said "what?“
So it was for a company that sold knives and they did a training on how to sell these knives,
we learned all about these knives, and then the kicker was okay, you have to sell this to
your family and friends. One of the tactics was, at the end of all those presentations that we
do with our family and friends, get them to list ten people that they feel would be interested
in whatever product that I was promoting at that time. I just felt dirty, like I had to go home
and take a bath, because I don't like that, I need to soak myself in pure water, because I
was just like "wow, this is dirty, why would I get what they're doing. It's, I don't wanna say
genius, but it just makes sense for them as a business. But as far as morals…
So that was my first sort of experience with MLM, then I also got involved with another
company that I didn't know what was happening until I found out it was one of those things.
Then I went to a presentation, and all these Diamond and Platinum members came in and
said "I make three hundred thousand dollars a year doing this, you can do it too! I was right
where you were". Again, it was the whole model of “You are only successful when you
recruit other people who will recruit other people". And that just didn't settle with me right...
So when my buddy who was actually a Faculty member that I really looked up to in a High
School learned that I was doing business. He knew I was good at it so invited me at the
Starbucks. And then we started talking and he was like “yeah, I am getting involved in this
really cool thing, I want to talk to you about it". I was like “yeah, let's talk", like "I can even
help you out".
He pulls up a laptop and he starts to go through this PowerPoint presentation. I was like
"oh". There was even a slide with "This is you and this is me under here, and then when you
recruit people...". I was like "are you serious?". I haven't talked to him since then. I told him, I
was like "You can do way better than this, you are so much smarter, and you could do stuff
on your own".
John Shea: Yeah, it's just kind of irks you, I can tell.
Pat Flynn: Yeah, and a lot of people are "Pat, you do the same thing". And I am like "No, I don't".
Because I give people advice and I help them start their own businesses, I don't tell people to tell
other people to start their own businesses.
John Shea: Yeah.

Pat Flynn: With those things, it's the exact same thing. It's like selling, I don't know, medical
things, beauty products and stuff that you are just tapping into your existing network and your
group of friends. I mean that's just...I don't know, if it works for you, then great! And if you are
adding value to people's lives by doing that, that's awesome! My mom worked for Mary Kay's,
sort of the same thing.
John Shea: Actually, my mother did as well.
Pat Flynn: Yeah, did she... my mom didn’t get a pink Cadillac, but she got a lot of ribbons based
on her sales. Her friends were into it because they enjoy the product.
John Shea: Yeah.
Pat Flynn: I don't know how she promoted it or whatever, but it was probably sort of the same
stuff. But again, not my cup of tea.
John Shea: Yeah, yeah. That is something I figured I'd ask a little bit more about because I
hadn't really heard it was the thing that I've seen you really talk a whole lot about, so that was
something that interested me.
Pat Flynn: Lot of these guys are pretty vicious. I mean, to the higher ups, the people doing SEO,
if you start talking native about them, they're gonna crush you. I don’t ever talk negative about
them it just doesn't fly with how I do things.
John Shea: Yeah, I mean you've got your own stuff going on, why would you need to.
Pat Flynn: Right.
John Shea: I guess this is kind of... I had more questions and this is really a random, but there is
something that I have noticed on some blogs, and I have particularly noticed it on Social Triggers
and I've noticed it on your blog. Neither you or Derek use Google+ share buttons. Is there a
particular reason why?
Pat Flynn: I think I do.
John Shea: I could be wrong, I mean, unless I have like an ad blocker or something else is going
on. I just thought that was something I've noticed, and that was a random question.
Pat Flynn: Plus learning stuff.
John Shea: Yeah, and I was thinking, I know that there are many more social shares, I think that
the last time I looked at your blog, you had Facebook likes, tweets and I think Linkedin.

Pat Flynn: Oh yeah, you are right. No, I have Google+ at the bottom of my posts. It should be on
the share bar on the left hand side too, so thank you for catching that.
Although, I am going to redesign my blog soon, so we'll see what happens. That's in the next
couple of months. I like to utilize two primary social media platforms here and for me, that's
Facebook and Twitter. (Since the time of doing this interview Pat has since redesigned his blog
and now includes a Google+ share button with his posts)
Once you start getting into three or four, you need enough time to develop each of these to make
things happen, then you just sort of spread over other things. I believe 2 is a magic number. So I
have Facebook and Twitter. A lot of people use Google+ and Facebook or Google+ and Twitter. I
am just starting to see some movement in Google+, and that was the one that was showing the
least. These were sort of the results from it so I was like "okay, Facebook and Twitter are doing
awesome for me, why switching things up".
John Shea: Yeah, that makes sense. I thought that was kind of just a random thing I happen to
notice and I was curious about it.
Pat Flynn: It's good to do whatever Derek does too.
John Shea: Yeah.
Pat Flynn: Even if that you may not know what is he doing, that guy knows what's up.
John Shea: Yeah. No, I really like his content and I hope I will do an interview with him sometime
in the future.
Anyways, another question I thought would be interesting to ask. I know that by listening people
like Andrew Warner of the Mixergy he's talked about actually getting rejected when it comes to
asking people for interviews. You are doing your podcast, and obviously you kind of switch your
podcast episodes around. Some you are doing a lot of training and formal type podcasts, but a
huge portion of them are actually interviews.
Have you actually had anybody that you reached out to that rejected you or denied being a guest
on your podcast?
Pat Flynn: Um, no actually. A lot of my interviews are, maybe I would say half of my interviews
are done with people that I know well, so they're more than happy to get on the show. They're the
people who have successful online businesses, who I have sort of reached out to. People in my
network on Facebook or Twitter, asking for people who are interested.

Then they're are also people coming to me. A lot of people that I have on my show, the bigger
name people, I'm friends with. There will always be mutual "Hey, I will do this for you, if you do
this for me" type of thing.
A lot of these people like Corbett Barr, Chris Guillebeau, a lot of other people, they will just do it. I
haven't asked anyone who said no, although I know a few people who would probably say no,
just because they're so hard to reach. I even asked Gary Vaynerchuk and he said yes and then
we haven't even done it yet. So I don't even know if that counts. (Since this interview Pat has
interview Gary Vaynerchuk  You can find it here.)
John Shea: Yeah, I know you mention his name. I actually might wanna do my list or I guess
book list, it’s gonna be his “Crush it" book which I've heard you mention numerous times.
Pat Flynn: Yeah, it's a good book, superfast, easy to read, and really motivating so I definitely
recommend it.
John Shea: Yeah, I think right now on my list is the Four hour workweek by Tim Ferriss, I just
listened to that interview with him and it was great.
Pat Flynn: Yeah, Tim is a good guy.
John Shea: I mean that would be someone that I would love to have on my show because he's
just very popular. That's why I was curious about the questions, I didn't know if there are other
people, that might be kind of in his court that you might have had trouble reaching out to or
actually getting interviews with?
Pat Flynn: Yeah, I actually haven't been too active on reaching out to get people to interview.
Most people are coming to me, which is a good problem, or not assigned as problem. It's a good
thing.
John Shea: Yeah, well I mean you've got one of the top marketing podcasts right now on
iTunes, I believe, right?
Pat Flynn: Yeah. Which is awesome and I am very fortunate about that. It's just passed 3.75
million downloads
John Shea: Wow.
Pat Flynn: Since July of 2012. So it's pretty good. I switched to weekly show, because it's just
been that awesome for my brand, just for the listeners out there who are enjoying the show.

Yes, so I mean, I think I could definitely use that as leverage. If I were to ask someone who is
highprofile to be on my show. I've had some highprofile people on the show, which I can also
use. It's just sort of credibility to it.
John Shea: Yeah.
Pat Flynn: But, yeah, no big rejections yet, fortunately.
John Shea: Yeah, I know.
You may not want to reveal this one, but I thought I'd ask. Obviously you get hundreds of emails
a day you know from God knows who. It could just be just regular people visiting your blog or
from the podcast or whatever it is.
I don't know if there's any particular mailing lists that you are on, that you might want to
recommend others? Something that even me or other people would want to check out?
Pat Flynn: Yeah, I mean, I would definitely get on Derek Halpern's list at SocialTriggers.com.
That's a great one. Another good one is in the personal finance industry, but he's using a lot of
psychological stuff and just the way he crafts his emails and the way he leads into a particular
promotion is great. Ramit Sethi from IWillTeachYouToBeRich.com. I recommend signing up for
his email list. I can't stop reading them and I save them all, because I am just trying to see
exactly how he does things because it's just like crack. I don't use drugs but if I had to, that would
be his emails.
I used to subscribe to everybody, I was like on 30 or 40 email lists. Why did I do that? Because I
wanted to see what everyone else was doing or how they were using their email lists. Most of
them, I was just not very happy with. I just felt like I was being used, or I was just as a number on
their email list. There's very few that I was very happy about.
I think ThinkTraffic.net is another good one. I've since gotten rid of most of the people I was
subscribed to. I was just getting bombarded with emails and it was sort of interesting to see
patterns of big groups of people who were promoting the same exact product at the same time,
so that's very interesting. Oh Gosh, yeah, these would be my top three.
John Shea: I'm actually on all those mailing lists. Ramit and Corbett Barr, I've been on their
mailing list for probably like maybe 45 months, I have been on Derek's since before December
and his mailing list is probably my favorite.
At first I didn't really read them, but eventually something caught on with me, with him, and that's
kind of how I discovered people like you, and other people that are in this world of marketing,
people like Corbett Barr, Ramit etc. I actually personally messaged Derek on Facebook and he
told me to go subscribe to Ramit. And he also mentioned Marie Forleo.

Pat Flynn: Yeah Marie is good to. And David Siteman Garland is also a good one.
John Shea: Yeah. There's a lot. The other one I really like to use is Ana Hoffman of the
TrafficGenerationCafe.com
Pat Flynn: Oh yeah, she's awesome.
John Shea: Yeah and she has been helpful for me as well. But, yeah, I guess to move on, do
you have a few more minutes? I know we're pretty crunched for time.
Pat Flynn: Yeah sure, like maybe 5 more minutes.
John Shea: Okay. Let's see, I really only have two more questions, so…
Pat Flynn: Sure
John Shea: Is there any more kind of development on you creating your own course or your own
product?
Pat Flynn: Yes, actually. I'm in the middle of doing it right now and it's blogging products for
mostly beginners, although there's a lot of advance stuff in there too.
The reason I am doing this, for a long time my fans asked me for something like this, and I
always just said "You know what there's a lot of great content out there already that you can get
for free, and you can just go anywhere and get a lot of information for free. There are other
courses out there that are very good". Corbett Barr has one, called Build A Blog That Matters.
Derek has one called Blog That Converts, there is a lot of great beginners podcast blogging
courses out there as well. So many people are just demanding my stuff and I feel like, I have
almost come to a point where, I can't say no anymore, just because there are so many people
that are asking.
I almost feel like I'm doing them a disservice. This is what somebody actually told me, I think it
was Derek or somebody told me "Dude, if they're asking you that much, you're doing them a
disservice by not giving and them the path to do things.”
I know there is a path in a way of teaching, and I know I am really good at breaking things down
and teaching things. I’m really good at dubbing it down without making people feel stupid. That's
what I am good at.
So, that's what I'm working on now and I am in the middle of shooting videos, that's going to be
really high quality. You should probably see it in the next month or two. It's interesting and we will
see how that goes. I could have probably come out with this three years ago, but I didn't want to.

I didn't want to force anything out. I didn't want to just put it out there just to make money. I am
putting it out there now to help people who want that additional help and want that guidance. I
know that in return good things are going to be coming my way as a result and hopefully it's a
win for everybody. (Since this interview, Pat released his course Breakthrough Blogging)
John Shea: Yeah that's awesome man. I’m going to give you a major plug in here, my first
course that I ever purchased was 1000 dollars online on the internet marketing space.
I'm not going to say that it has bad information because it does have a ton of good information,
but some of the tactics that they teach, just aren't really the most...I guess some people would
frown upon some of the things that they teach. That would be the best way I could describe it,
without getting too indepth into it.
Just going through your podcasts, just listening to it every day in the car, I would've legitimately
rather given you the thousand dollars than purchased this course. It's just actually motivated me
to keep going and because you're so honest about what you're doing, I would rather have done
that. It's almost like when your going along with what you're saying and you’re going to be
releasing this course.
I really like following people like you and Derek versus some of the other people I initially started
following when I got involved in internet marketing about a year ago. I feel like now I'm on the right
path because I'm following people like you guys and that's exciting to me because here I am
doing an interview with you and that's kind of like how I thought about it. I think it would be great,
and I guarantee if you release a course, people will definitely jump on it.
Pat Flynn: Yeah, and one big thing, there is a lot of blogging courses out there, and mine is
going to be for meeting specific milestones in your blogging journey. So it's not just "here, learn
this" it's more "this is the goal for now, let's get there". I feel like that's gonna help people go
through it more, it's going to keep people motivated to go through it a little bit better than through
the other courses that they are getting. So, we'll see what happens, it will be fun.
John Shea: Yeah. So this will be my last question.
You say you get hundreds of emails a day?
Pat Flynn: Uhhum.
John Shea: Something I've noticed in those two particular people I mentioned Danny who runs a
blog called…
Pat Flynn: Firepole Marketing
John Shea: Firepole Marketing, yes. He actually has a support team that works with him, I

believe of three people. I know Derek sent an email or had a blog post where he hired someone
to work with him. I don't really think it's like a VA but actually hired someone full time maybe or
even part time to handle his email volume.
I know that you're more on the side of getting virtual assistants to do work for you and handle
specific tasks and things that you can outsource. Have you ever thought about actually creating
a team that could handle some of the things, like improving the things more from the support
angle?
I guess another person to give an example just falls on my mind. I did an interview yesterday with
Shane Melaugh from IMImpact.com, and he obviously does a lot of product creation, but he's got
like an entire team. I know he's got at least five or six people on his support team that can
answer emails for him.
Pat Flynn: Yeah, I think it's important, especially if you have products. I mean you wanna be
there for your customers especially.
John Shea: Yeah.
Pat Flynn: Me, I don't have any products yet. I think once products sort of allow, I may potentially
and will most likely, hire people to help in that support. I think that's crucial.
At this point I could hire someone to sort of go through my emails and answer questions to
people who may just require a specific really quick answer for their questions. It's hard for me
because when I was first starting out, I was answering all those emails personally, and I know
people appreciated that. People are surprised when they hear from me, which is awesome and
gets them to really think about it like "wow Pat actually emailed me and responded himself".
Who knows what potential might come as a result of that one little email that I've replied to, so
that 2 to 5 minutes reply, can overtime turn into something huge. Even if that particular person
doesn't buy anything or download my book or whatever, that's not what I'm looking for. I'm just
looking for fans who are going to be there to share whatever I come out with, whether it's paid or
free. I am looking for fans, that's what I'm looking for, so I feel like when I reply to emails
personally, it just makes that much more of the impact in the whole building of a relationship with
my audience.
That's something I don't wanna lose. Now, I know I'm getting to a point now where would be
smart for me and people would understand, if I had somebody to support me so I am sort of
working through that right now to see what kind of emails would be best for me to personally
respond to versus someone else and things like that. So it is on my mind, although I'm still I
answering a lot of emails, most, all the emails myself. It just takes a little bit of time.

John Shea: Yeah I know I recently read this and it may or may not be of use to you, but I know
Danny actually mentioned it because he has such a large subscriber base. He uses a program
in Gmail so when he replies it doesn't reply until hours later, so he's not getting such a huge
volume of response, even if he takes that 23 hour period time to reply. I thought that was pretty
interesting because then he's able to kind of do things without getting so many email resonses
so quickly, he can like buffer his emails to go out later on.
Pat Flynn: Yeah, that's cool.
John Shea: Yeah, so that's the majority of questions, I'm sure I could come up with more
questions I figured out. As I mentioned, I joined your niche site …
Pat Flynn: Awesome.
John Shea: Now that’s Niche Site Duel right?
Pat Flynn: Yep.
John Shea: I check that out and that's really interesting in me recently. So we will wrap up I
know you gotta get going
Pat Flynn: Sounds good John, thank you for having me, it was a total pleasure, thank you.
John Shea: Yes thanks, and real quick If anybody is listening this, go ahead a leave Pat a
positive comment or testimonial, if you have listened to his podcasts, if you read his blog, if Pat
helped you, go ahead and leave him a testimonial.
I made a video testimonial for his Let Go book on Amazon. I think I'm one of two people who
actually left a video interview, as far as I can tell.
Pat Flynn: Yeah, and thank you for that.
John Shea: So go ahead and do that if you work with Pat. I appreciate having you on and this
has been really motivating for me because, I'll just throw this in real quick, you're probably the top
person out of anybody that I'd like to interview.
Pat Flynn: Awesome.
John Shea: I don't know if there's anyone else right now that I like and that I am particularly
looking to interview that I'm like super excited about. I think maybe Derek Halpern but other than,
you are kind of on the top of my list right now.

Pat Flynn: Thank you John, I appreciate that and that means a lot to me. This is what I want to
do, I want to help, inspire and motivate people. Thank you.
John Shea: Your content is amazing, I recommend it to everybody so.
Pat Flynn: Thanks much.
John Shea: Alright, I'll catch you later. Hopefully we can do another interview in future maybe
after you get that new product out, I can help with that in the future, if that goes well.
Pat Flynn: Yeah cool. Thanks I appreciate it. We'll see what happens, but I would love to chat
again soon.
John Shea: Alright. Talk to you later.

My Interview With Andrew Warner Of Mixergy.com
John Shea: Alright, so today guys, I have Andrew Warner on the show. He is actually the host of
mixergy.com. I am really excited for having Andrew on today and I actually took time off work to
come and interview him.
Andrew Warner: Oh, wow, thank you.
John Shea: Yeah, I am only here for an hour and a half and I am going back to work after. But
you know, I took some time off, I told them that I have set this timeframe and I got to make sure I
am available. For someone like you, I knew that if I have to make a sacrifice that’s not a problem
at all. It’s worth it to have a high quality guests on my show.
Andrew Warner: Alright. I am glad that you did it and now I feel like I have double obligation to
make this thing killer. Alright, as I told you before we started, you should ask me the most jerky
question that you can imagine because it’s probably not jerky and if you honestly want to know
the answer to it, I think we should start with that. But, I should not even start directing you, I can’t
just sit back and let you ask the questions, I feel like I have to direct the questions that you give to
me. I am too used to be an interviewer, I got to shut up and let you ask your questions.
John Shea: Oh no, I like that, because even for the audience it’s a learning experience and you
are the one who has got the 800+ interviews under your belt, so for me to understand and think
about that more, it’s gonna give me more of an idea on how should I be doing my future
interviews and making things interesting. I guess to start out, I figured we could start with
questions, but I want that for anyone who doesn’t know who you are, maybe you could give a
little brief story on mixergy and how that started for you.

Andrew Warner: Mixergy started because my software company failed. I somehow found
myself running an invitation site for events. I spent about 300,000$ for getting it built and it didn’t
go anywhere. I didn’t even want it to go anywhere and I don’t know how I got into it. I just kept
trying to start out by building out something small, saying to myself “I have to make this work”, so
I spent more money and more money.
Anyway, at the end I just had to say that this failed and I said it in the video “I failed, I am going to
close that up and what I am going to focus my life on is interviewing entrepreneurs about how
they built their businesses so I can learn directly from them, so that I can never make that stupid
mistake again, or at least reduce my odds of doing it”.
I said I am going to publish all that publicly because otherwise I don’t think that I will get the level
of guests that I want, and so that other people can learn along with me. That’s where we were,
that's about 5 years ago, and since then I have done over 800 interviews.
John Shea: Wow! So I guess, you know for the questions, I figure I will just shoot them off from
the top of my head, because I'm thinking as we're talking. If you were to do it all over again, you
know, to start from the scratch, what would you change? What would be some things that you
might do differently, just going back and doing it over now when you have done over 800
interviews?
Andrew Warner: You know what, I should have respected my interview process more. There is
so much of my beliefs about how to do interviews, the power of talking to people and asking
questions that I didn't talk about publicly. I didn't show people what I was trying to do because I
didn’t see it as important enough. I thought “I am just an interviewer no one wants to hear from
me”, “I’m just interviewing and trying to learn, no one cares what I have to say until I've learned it
all”. When instead I should have stepped out and said “Here's one of the core beliefs that I have
and I think that the rest the world needs to consider it”.
For example I don't believe that you should, just because you have a blog, act like you know it all
and most people all the time say that you must have a sharp opinion and they still say that, that if
you have a blog you have to have a sharp opinion. You have to pick fights with people and that's
the commonly accepted belief about how to publish content online. I have an alternative belief
which is “quit acting like you know it all and instead be the curious, be someone who is curious
about other person”.
I should have stepped out and said “this is my belief and people need it to at least hear it”. I
should have told my audience more about my way of doing interviews, about all the work that
goes into the interviews, so that they value it more. One of the things that I've learned having
done all these interviews is that it's not enough to just do right, you also have to tell people what
you're doing for them, so that they could respect the process, so that they can enjoy the finished
product more.

I did an interview with one of the founders of honest tea, and if you look at the back of his label,
you'll see his story. If you open up, peel the label of the bottle of tea, you'll read the story, you will
read why his tea is different from other teas, about the ingredients, about the process and so on.
They use real tea leaves instead of powder. They filter differently, they don’t use heavy sugars
the way other people do and so on. If you peel the label of, you will read that.
He said “By talking about our story, we reinforce this message and we build this community of
people around what we're trying to do”. And I said “should we be doing that too”? And he said “of
course” and I realized that's a stupid question for me to have asked for, of course I should be
doing that and I should be telling my audience about the work that goes into my interviews, about
how I don't just allow anyone on, but I do research to make sure that I get the right guest,
because there are a lot of people who pretend that they are a business success story, and I
don't want them on and I don't want to treat them like they know everything.
I want people who genuinely have built successful businesses. So when I have them on, I do
heavy research on them, so that my audience isn't subjected to questions that don't go
anywhere but they end up getting questions that will change their lives. So, stuff like that, I should
have said, but I didn't own what I did, I didn't feel proud of it and I thought that this was means to
an end, instead of seeing that this is a part of my contribution to the world.
John Shea: Right, right now I mean….
Andrew Warner: Maybe there are people listening to us who are maybe starting their own
business and they're thinking “Until I make it no one should hear it from me until I made it”. I can't
tell my employees or my outsourcers what to do, because what do I know? I can't, I don't know,
stand up for anything until I've got it all. It’s a mistake I made so I hope I can help other people
avoid it.
John Shea: Yeah, I know I think that’s great information, something that I have to definitely take
into account now. Obviously for me this is like, as I mentioned before we started, this will be my
24th interview, so I mean there's plenty of road ahead.
Andrew Warner: So far you had more interviews than most people have the guts to do. Most
people don't have the guts to ask someone for an interview, let alone to get on and do the
interview and ask the questions that matter to them.
John Shea: Yeah, yeah, I know. I think that's good too. I mean, we are sort of on the topic, when
it comes to reaching out to people I heard you say in at least one of your interviews where you
mentioned the people that you have reached out to, and they may have said no, or I would
assume they probably just didn’t reply or whatsoever.
Andrew Warner: Yeah.

John Shea: Which is something I'm becoming accustomed to. I just have a list and I keep very
basic information. I have noticed that even a follow up with like Tweet on Twitter is actually A
great way to follow up. Two people have said that they didn’t even get my email, they didn't even
know that they got it in the first place. I had to resend it and stay persistent. Do you find that
following up with people is pretty common when it comes to reaching out to people you really
want to have on the show?
Andrew Warner: Yeah. Sometimes people just wanna see if you are serious and they have their
own test to see if you're serious. One aspect of their test is to not reply to see "Is this person is
gonna stick around or is he someone who is a dilettante, who has an idea that he's gonna do an
interview show and he does one episode and then he disappears and the whole cycle is down".
They don't want to be associated with that, so sometimes they just do a test, they don't respond
to the first one to see do you really want them. Or they respond and they say "check back with
me a month later" to see if you will still be around and remember to check back in.
John Shea: Right.
Andrew Warner: Even if it is not a test, whether they know it or not, if it's not an intentional test,
it's kind of a test, they are trying to see "Is the person who is asking me anything is he worth
working with" is he someone who's gonna follow up, is he someone who is paying attention to
the fact that I didn't respond". Those things go a long way when you follow up, when you
respond, when you check in with them. I don't do it excessively because I know that in some
people's lives the Mixergy interviews are just not the right fit at the moment, because I do ask
questions entrepreneurs at the startup phase should not answer. I don't push and I often know
that they'll come back in the future or we'll come back to them.
John Shea: Right, right. Yeah I mean that's good. One the other things I was thinking about and I
kinda wanted to touch upon was I know that you kind of created your interview show with the
profit model you have as far as I know is mostly through a membership?
Andrew Warner: Yeah. Majority of the revenue comes from membership, and small, small,
small, minority comes from advertising. I only keep the advertising in there too get a little bit of
revenue diversification for the site but…
John Shea: That's great. Now, if you were to do something different, let's say you didn't have a
membership site at all, what would be some ways you might monetize the show?
Andrew Warner: Ahh, it's an interesting question. I think it's all over the place, there are so many
opportunities to monetize when you do something like this. It could be selling services to the
people you interview, I've seen that happen. So let’s suppose then I cared about... I will pick
something out of the air, I care about copywriting. What I could do is do an interview with
entrepreneurs about how they've copyrighted or marketing departments about their copywriting,
and then, because I am now associated with all these copywriters and because I get to talk to so

many people who I have interviewed, I look like the expert and I get it, as I have direct access to
the people who wanna hire the expert.
So that kinda model works for a lot of people. Another model that works is the opportunity to do
the business with those companies. It's a really good business development tool to do interviews
with people who you'd like to work with.
John Shea: Yeah.
Andrew Warner: I am trying to think of other models. Oh, the conference model is a big one or
here's another one that's big; the mastermind model. I've seen some people charge a thousand
plus dollars to be part of a mastermind and there are tons and models
John Shea: Right.
Andrew Warner: For me I had to pick the one that I felt most excited about and for me it's not
charging high prices so that I can get a big audience because I like having a lot of people in there.
I wanted to keep that part simple so that I don't have to sweat it, keeping it consistent, so I can
depend on it and have people and pay people on the team based on that.
John Shea: Cool, cool, yeah that was something I was curious about because I know, I guess in
this space and the people that I follow, it seems having a membership site is somewhat unique.
A lot of other folks are doing like the mastermind group models or, you know, they've got
sponsorships or they're also doing product creation, they are creating their own products based
on what they've learned.
Andrew Warner: Product creation is terrific, and I don't want to put it down. I like the idea of
selling something for 1000 bucks instead of what I sell, which is 25 dollar product.
John Shea: Right.
Andrew Warner: Um, and in my model, people get a lot. Everything I do I feel like I have to give
to the premium members where if you're creating a product, you've sold it to your people, and
then you create another product and you have to go back to the same people and resell it to
them.
John Shea: Right.
Andrew Warner: You know, sell the new product to the old people and the new people. There is
a lot to be said for it. I decided that what I wanted was a broad audience, so I lowered my price
and I wanted consistent revenues, so I made it into a membership.

John Shea: Cool, cool. Now, in terms of, I guess, the volume or the amount of interview shows
that you do, there are two particular people I follow and I will mention them because they love to
hear shout outs. The two people I follow that I know do interview shows every single day are
John Lee Dumas from EntrepreneurOnFire.com and Mike from MikeFromMaine.com, I don't
know if you are familiar with these blogs?
Andrew Warner: Yeah.
John Shea: Both of those guys they do interviews every single day. Is that a model that you feel
is a good model or is that something like, where would you kinda view that? You've done 800
interviews, I mean you basically have done double what these guys have done.
Andrew Warner: There's a period when I was doing interviews every single day. I mean when I
was in Argentina living there, every single day an interview was coming out. When I flew to move
myself from living in Argentina back in the US, that day when I was on a 17hour whatever hour
flight, there was an interview going out and the next day, there was one.
Soon after I landed in Argentina when I had moved there, I had an interview scheduled, even
before I knew where my office would be. I was that consistent about it and it was important for
me because I wanted to learn how to be a better interviewer and I didn't wanna learn something
today from screwing up an interview or missing an opportunity or learning something and then
have to wait a week to try what I just learned, because then I forget it, and I want to be able to do
it day after day after day.
The only reason that I cut back from five interviews a week, one every single week day, to now
three interviews in one course every week which is four. So, the only reason I cut back by one
program is that my team got big and needed my support. I found myself being so into doing the
interviews that I dropped my team all the time to work with me.
After a lot of persuasion, by people on the team and people outside who I've interviewed, I said
"Alright, I will do two things: I will back up my interviews, so I record them now every Tuesday
and Wednesday, and I will cut back a little bit"and that helped so for example today, all I did was
talk to people on the team about how we work together. That's in fact pretty much all I did, and
what I will do after this call, is talk to people on the team. I talked with our producer earlier today
about how we preinterview guests, I have a call with Alex, who books the guests later today.
John Shea: Yep.
Andrew Warner: I talked to him about who we should get on, how we can work with them. I
brought him on to help systemize the company better, he and I are gonna have a conversation
later today about how we systemize. I couldn't keep up with the team and with my customers if I
was doing interviews every day.

John Shea: Right. Yeah, I mean, it's a lot of work. I know when I listened to an interview where
Pat Flynn actually interviewed John Lee Dumas and he talked about how on Tuesdays he literally
just does all of his interviews for the entire week, all on one day. That's how he does it, he
basically has a team now, and he is probably spending a lot of the time throughout the rest the
week with them. I can only imagine that, I mean for me, I'm in a scenario where I still work on a
regular 9 to 5 job and I have a girlfriend, so I am trying to make time to keep everybody happy,
making sure I'm getting my work done and be able to still... You know, my goal right now was
doing two a week or at very, very least, one.
Andrew Warner: I think that's fine. I also would suggest that you don't have to do the interview
via video, like you and I are doing right now.
John Shea: Right.
Andrew Warner: There are other ways to do it and what I would look for is a way that you can do
consistently over the perfect way, because frankly I had the problems with the video, with the
video format. I started out doing video interviews, other people learned from the model and
started doing the same things. I don't want people to think that this is the only way to do it.
Frankly, one of the problems with video interviews is that it takes a lot of work to edit, it takes a lot
of work to produce. The other problem is that it takes a lot of work to consume. People have to
give us half an hour to an hour to listen to the whole program, and that's a lot, that's a big ask
from both the guest and from the audience.
Another format to do it is to say "I'm going to ask three questions with every guest and I'll keep it
consistent, it'll be texted, I'll email it to them and I'll ask them to type it out and email me back or I
will call them back and I will ask them to type it up, and I'll type it up for them and publish it. There
are other formats to do it and my suggestion is to find something that you can do consistently.
John Shea: Yeah.
Andrew Warner: Because consistency is where you get to really learn and where you get to
keep improving.
John Shea: Right.
Andrew Warner: You want to do something that you can do, see where you've screwed up or
where you miss an opportunity, or what you could have done better and then make that
correction quickly.
John Shea: Right, I don't wanna talk too much about myself, but regarding this whole
consistency factor I basically spent the last year jumping around with the whole shiny object
syndrome which is very popular in the online space because, even regardless of the type of

people you connect with, everybody's got something different that seems to be working for them
and everyone has different methods.
I jumped around from thing to another. I think I was listening to a webinar one day, and then just
something popped in my head, and that's where this idea came from, that I can do interviews
and be really interested in what everyone's doing and make something of that.
So far, it's been more consistent for me and I see that there's a model in it because people like
you and some other people I follow like David Siteman Garland, or Mike Thomas or John Lee
Dumas, these models are working for them, so I know it's something good and I should keep
going.
Andrew Warner: But let's look at what works about it, so that we don't reproduce the whole thing
and we just don't carbon copy the whole thing, but we pick out the key parts and then we make
them our own. It works if you have someone else's opinion, someone else's point of view, so you
don't have to keep coming up with your own ideas every single day. You see the people who do
that and they end up coming up with BS opinions, just to have an opinion on that day.
John Shea: Yep.
Andrew Warner: The other thing is talking to someone else is good for promotion. I interviewed
the founder of honest tea and people who were into honest tea, who believe in their world view,
who are followers of that business, who are curious about that business come to my site to see
that interview then they discover my site and they stick around and watch the other programs.
So it's interviewing someone else or getting other people's point of view, that's helpful. The other
thing that's helpful is learning from them right, not just doing a show to do a show, you know, the
way the people in pop culture do it. We're doing it to learn, to grow ourselves so even if no one
else is in the audience, we learned and we grow from it. So there are other formats to do that.
John Shea: Right.
Andrew Warner: I mean, they may be more intense than this, maybe it could be going into
someone's office and doing some video around the office and then sitting down for an interview.
It could be less intense like I suggested maybe just text. The key points are that we want to learn
from other people and expose their ideas to our audience.
John Shea: Yeah, make sense. You know, something else in this literally just popped up in my
head and I could be wrong but I went through a course that David Siteman Garland put together
for interviews. You know, it's a great course and I believe he talks about reaching out after after
interviews and discussing sharing. When you reach out to the person and say "Hey, I've just
posted my interview". I believe he does not ask any of the people that he interviewed to share the

actual interview with their followers. I believe I read somewhere I don't know if it was in his
course or not, but I think he stated that you actually will ask the people to share the interviews?
Andrew Warner: Absolutely, and you know what? The way that he does it is he says "Hey I'm
pumped that I did this interview with you here's the link in case you wanna tweet it" or something
like that. To me, he's asking for it, but indirectly.
John Shea: Right
Andrew Warner: He's hinting at it, but indirectly. When I move through my day very quickly, if
you don't make a direct request, I don't know what you're asking. I don't know what you want.
What I found in life is that it's much better to be clear and say here is what I would like you can
say no I'm not forcing you, I'm not putting a gun to your head, but I'm saying that I would like
some help in promoting this and I think your audience or your followers are going to want to know
that you were on Mixergy.
I want you to know what I want and hopefully explain to you why it's a good thing for you to do. It's
my point of view. I think that's the right way for me to be, I'm not going to say that other people
should do it. What I will say is that when others have hinted at me, they've done an interview with
me and then they've said things like "I think your audience would love to see this". I don't know
who has processed what they want me to tweet. Maybe they don't need me to tweet it, maybe
there is something that is a paid site and I can't tweet it.
John Shea: Right.
Andrew Warner: Maybe... I have no idea what's going on in their heads. So I just move on. I think
"great, yeah my audience would like to see it, thanks for promoting it my audience. You and I
have a similar audience go do it. It's fine post it on my Facebook page or do whatever it is that
you want." I need you to be clear, and it's not just my belief about how I should be with guests
and how I think the other interviewers should be with me. It's my belief for everything in life. I don't
want to be afraid to ask for what I want. I don't want to hint at it and hope that you'll pick it up. I
want you to be clear "this is what I would like".
Think about it when you asked me to do this interview. You said "Andrew, can I interview you"? I
said to you "here is when I'm available" and I sent you a link. I want to be clear, super clear. You
came back to me and said "Andrew, I can't work with these dates". Yeah maybe I can do it
maybe I can't, but it's so much better when I'm clear with you and I say "these are the dates I am
available" and if I say "Well, I don't know, maybe I can, sure it would be great".
John Shea: Yeah, I get that a lot too. Yeah, so something else I also figure we can bring up, I
know for me it might be tough for a lot of people to maybe reach out to someone of your
standards where you are with your interview show and everything, to even say "I would like to
have Andrew on". You know, they might be afraid.

For me, I've done about 20 episodes and I've had a few people on that I know are doing really
well. So to me, I kind of just have looked at everyone as similar, but have you ever felt afraid to
reach out to people or be worried like "Well, this person might not reply to me"?
Andrew Warner: I don't worry so much that they may not reply. I worry that they will reply
sometimes because I think I don't know their business as well as my audience does. I don't
know their story as well as the people who I admire do.
The people who I admire, who know their story better, might be listening in, or reading a
transcript and thinking "Oh, this Andrew totally doesn't get it". That's starts to mess with my head
a lot. There are few things that have helped me get past it. One is, these things are a conveyor
belt of my business. I don't have time to worry about that and to stop the conveyor, the conveyor
belt is coming.
The interview has come and it's on the calendar. I can't do anything about it, I just have to man
up and get ready and do the interview. The other thing is, having done it so much, I know that I
have this worry and for the most part, on the the day of the interview, it just goes away.
After the interview I forget that I even had that worry. So, I have learned that this is just part of the
process. There are lots a little things like that that I do to keep me from getting in my head about
it. Like, you know what else? If I were gonna be a telemarketer for example, I wouldn't want to
have a list of people to call and have to dial it, because I know that if I had to sit back or I got tired,
I wouldn't make the next calls quickly, I wouldn't punch it into my phone. I would want instead a
system where soon as I hang up, my phone immediately dials up and connects me to the next
person Immediately.
John Shea: Right, right.
Andrew Warner: So there's no time to think "can I do this or not". I think in my life I want that kind
of setup, I want to create conveyor belts for myself.
John Shea: I found I'm one of those people that, when it comes to just about anything, growing
up as a young kid, you know when it comes to say approaching girls and taking too much time to
really think about something instead of just taking the action on it.
Andrew Warner: Yeah.
John Shea: It's about not being afraid to go ahead and do it. Having those thoughts of "what if
this happens", making excuses in your head as to why you can't do something.
Andrew Warner: I've had that too, say especially around talking to girls when I was growing up.

John Shea: Yeah.
Andrew Warner: It's just so painful but frankly, it happened to me with everyone. I was too afraid
to talk to the people I admired and I didn't, except that it was a fear of talking to them. I thought
instead "look at those jerks, they are of in their own little Alist world, and they don't care about
me, they just think I'm a Dlist player in this business world".
That's what I thought was going on, but if I really spent some time examining my head, what I
would have realized was going on was that I just didn't know how to talk to them. I was worried
that they would not want to talk to me, that I would be less important for them than the people
who they want to talk to.
John Shea: Right.
Andrew Warner: I didn't confront it, I didn't stop and think why am I not talking to them. I just
somehow had this floating belief that that's what was going on, that they thought they were too
good for me and they would never talk to me, and screw them I don't care about them anyway.
I think we need to stop and ask ourselves whether what we are really afraid is going on. Then we
need to deal with it, we need to question it. What are we afraid is going on? Well, when it came
to dating girls what I was afraid was to go on, I thought my friends thought of me as someone
who could make things happen, someone who was clearly a successful person. If my friend saw
that I was gonna go and talk to a girl and it didn't work out, then they would lose this belief that I
could make things happen, that I was that one kid in the class who is going to go somewhere for
sure.
John Shea: Right.
Andrew Warner: So that's one of the issues that I had to deal with. I should have just stopped
and recognized it. I should have stopped and recognized all those other thoughts that I had
around it. If I would recognized it, some of those things would seem silly and all of them would
have lost their power over me.
The next thing I would do is I would question it. Do I really care if Steve from High School thinks
that I'm going somewhere in life? No. Is Steve even going to lose respect for me if I get shut
down or is he going to be in awe that I actually tried? Probably he's gonna be an awe that I tried
even if I get shot down.
I have to really sit and question these thoughts just because these thoughts kind of counter my
thoughts, they just counter me In everything that I want to do this is meaningful, these thoughts
just try to sabotage countering.
John Shea: Yeah.

Andrew Warner: So if I question them, they lose their power. The next thing I would do is, for
anything, is to say "what do I really want", because I am so brought down by this feeling "what if
they don't talk to me when I go to a networking event". This was an issue when I was growing up.
What if I make a phone call to try to make a sale and they don't buy from me? I am so
consistently thinking about that that I don't stop and say "what do I want to have happen"? Well I
would like to at least have this girl, I would like to at least ask this girl out, not necessarily to have
her go out with me, not to have her go to bed with me, but at least have the guts to ask her out.
That would be a good accomplishment for me.
When it comes to sales I would like to close this sale and be able to bring in money into my
business dependably.
John Shea: Yeah.
Andrew Warner: You know, if I would have stopped and thought about these things that I
wanted. I got excited about taking action instead of feeling like I can't take action because of all
the counter mind thoughts that were growing in my head.
I would just sit and frankly I would write it out. I would have kept a journal with this list in it so that I
could be excited about what I want to have happen in life. I wish I would have found a way to
spend more time thinking about those positive things, those things that I want, instead of those
things that I don't want to have happen.
John Shea: Right, right. Now, something else I thought would make for a slightly interesting
topic. You'll typically see when people create products and courses in general, you'll see that
they are always like throwing the bonuses of “I did a conversation with this person and that's
included in the course”.
That's just a caveat of something that is additional so that they can sell their product. You know
they can use that to sell the product. I know I've seen you in some courses where you are
featured.
“Here is an additional bonus where I have a conversation with Andrew Warner on this topic.”
Is that something that you find that people are approaching you often to be included in something
that they're releasing a launching or they're working on and they want you to participate and bring
your knowledge to the table?
Andrew Warner: Yeah and I am happy to do it as often as they want me to do it. I think Neil
Patel asked for that first, and then other people did too. I'm always happy to do it, except when

the person is not giving anything back, when it's one of these takers situations where all they
want is to say that they are the experts.
I will try to explain what it is, it's, I guess, anything where they're not giving anything back. I don't
want money for it, I want to give it for free. I just want to feel like they respect the work that I've
done, that they respect the legacy that I've been building here by doing interviews and setting
them up with it and that's it! If they're happy with that, great!
If they are now suddenly the experts who are going to, even in the interview, teach me how I
should be doing interviews and so on, then what's the point of having me on.
John Shea: Yeah. I mean I kinda wanted to tie this question back into the last discussion on the
counter mind thought. I've been thinking as we talked about monetization and ways to monetize.
What it seems is that, you know, I noticed that Mike from MikeFromMaine.com basically
interviews people who create products and that's obviously very, very popular.
I thought to myself what would I do if I were to create a product. If I get to a point, when will I ever
be, or can I get to a point where I could reach out to people like you and create something that's
super awesome, really powerful, and get back to all those people, the people that are doing really
well in the online marketing space and actually deliver something that just gonna blow people
away. I guess I've thought about that and how I can formulate that, I mean, is that something you
maybe had some experience with?
Andrew Warner: I've seen people do it with me, I think it's a natural thing to do. I think you should
absolutely do it. What you will immediately think is "how do I give these guys money"? The
money you are going to make is not enough for me to come on. It's almost like you asking me to
help you move and I say "yes". If you say yes I will give you 25 bucks, certainly I will say no.
You're much better off saying the people what Neil Patel said with me, which is, "I respect the
work that you've done as an interviewer and I respect the business that you built before the
mixergy, I wanna learn from you as much as possible, and I want my audience to learn from you.
Will you let me interview you and give it to my paying customers"? I said" yeah absolutely. Take
the interview and I hope that your audience gets to learn a lot from it".
John Shea: Great and then he used that in the course that the he put together?
Andrew Warner: Yeah. I have to see if he still uses it, this was years ago, when he first started
selling his product. I bet it's still in there, but let's see.
John Shea: Yeah, I know that he's got a few that he promotes.

Andrew Warner: There is, session one, bonus material Andrew Warner. I used to think it was
just about sales, that it was just because what you want to do is use these people's names to
increase your sales.
What I found is that the audience for educational products does want case studies, does want to
see how other people are using what they're learning.
When I think back when I did Toastmasters to learn how to speak in public, I bought this CD
collection from a guy named Darren LaCroix. He had this great collection teaching you how to
give Toastmasters type speeches so that you can win at the Toastmaster competitions but also
go on and give paid professional speaking. He had these case studies that I loved. I used to ride
my bike and listen to them because I wanted to hear how other speakers prepare, what they did
to get to know their audience and to deliver for the person who hires them. All those things were
really interesting to me, so I understand now.
John Shea: Yeah. Now I guess this is kind of related on the same topic.
Andrew Warner: Yeah.
John Shea: I mean, you've got your membership site and those people that you had on, who are
included in a lot of the content that you are doing, in those, I guess you're calling them courses,
so are you kind of approaching them the same way or you are just giving them something of
value or are a lot of those folks really looking for money?
Andrew Warner: Not one of them has asked for money or received it. I've done this long enough
now and I have been so open about my mission the people support this mission and want to help
out.
That's where it comes from, it’s me saying "this is what I'm trying to do here" and me being open
about my process and then buying into it. Some of them are doing it just because I have the big
paying audience, but most of them, I believe, do it because they believe in the mission.
A great example of that was when I was starting out. I am trying to think because there are so
many different samples of people who... Actually, here's the first thing that I did. I went to my
audience and I said "I want to sell you something, I want to generate revenue with mixergy, but I
am not sure what to sell. So every Tuesday, I'm gonna try selling you something new, something
different. If you like it, buy. If you don't, fine, but I'm going to learn along the way what to create".
John Shea: Great.
Andrew Warner: One guy in my audience said "please never mention my name, but I want to
support you and show you that this can really happen. I will do the Skype call with you and I'll
teach you a little bit".

He personally took me through his PayPal and showed me the revenues, and said "you're not
going to believe that there's money in this, I want you to see that there is, so that you have
confidence in those days when you're secondguessing yourself". Then he said "here are few
things that I learned" and he just showed that to me. There's no upside form, I can't even
mention his name, so he is not doing it to get any credit, he just wanted to help out.
Then many other people who said "I will help teach a course", including the founder of Visual
website optimizer, who said "I'll be your first... I think he was the first one, and he wrote the
course himself. Today I help people create their courses, but he wrote it himself and he taught
my audience. And back then I was charging for those things individually and I got to keep a
hundred percent of the revenue.
John Shea: Wow.
Andrew Warner: Now, did he do it because he wanted to promote visual website optimizer to
his audience, to my audience? Maybe, but I don't think that there's enough in that. I think that he
was a friend and supporter, who new Mixergy before he started his business, and I'm grateful to
him for doing it.
John Shea: Well, yeah. I mean that's awesome! That's kinda of what I found too. I found a guy in
a Skype group, and he was the one of the recent interviewees that I had on the show. He spent
probably in total about three hours just on Skype through various sessions just chatting with me.
One day he was like "Let me take a look at your landing page if you wish". He was giving me tips,
and he showed me something on YouTube that I had no clue about. Just that kind of stuff, that
really sets people like him apart whereas I may have had to pay someone upwards of hundreds
of dollars to do something like that, where they would just take their time.
Andrew Warner: Being public is huge, just keep talking. There is a lot a risk to it or at least we
think that there is. What if I say something stupid, what if people judge me? Risk is nothing
compared to the upside of people like that helping you. What's your URL?
John Shea: For my site it is voicesofmarketing.com
Andrew Warner: I have it on my other computer, I don't have it here. I'm looking right now. One
of the things that I want to suggest to you is that you should sell more on your site, even if you
don't know what to sell yet.
John Shea: Yeah. I mean that's why I brought up a lot of the monetization kind of discussion, on
what do I really want to do. Tight now, I actually haven't made a dime with my interview show yet,
but it hasn't really stopped me, because I know that I'm watching the people like you and Pat
Flynn and Mike Thomas and John Lee Domas and David Siteman Garland.

Just seeing all these people, I see that they're doing really, really well with this model and I like
this idea a lot. I got to a point with just general blogging where I was sort of like in a rut with what
do I want to write about or I don't have enough knowledge about these topics to really make a
good piece of content, even I love writing.
With interviews I can bring people on that are having success with different ventures and then let
them share with the world and that's obviously something that you've been able to do.
Andrew Warner: Let’s go back to charging. I would suggest that, just like you have a home
contact in "about" link at the top of your site, I'd suggest that you put something up there that
sells.
A link maybe that says, at the very least one, that says "sponsor" and on that page have a little bit
of text, but basically an email box that says "add your email address and I'll send you my rate
card". People will put their email address in just out of curiosity about your prices and then you
can at least have a list of people who are interested in advertising.
So, at least, at the very least, put that at the top, not just you, but anyone who is doing an
interview. I had to take mine down because I was getting so many requests for sponsorships
and I didn't want to be distracted by it.
John Shea: That's a good idea
Andrew Warner: The second thing I would suggest is that you find one other thing to sell, that is
more for your audience, something that your audience would buy. Not that other people would
buy but reach your audience. I don't know what that is, but I would say “dude start just playing
around with it”.
John Shea: Yeah.
Andrew Warner: So one thing that you could do is, you could say, "consulting", have a link that
says "hire me" for consulting and then don't even tell them what they can hire you for, first just let
them offer to pay you. And the reason that you want to do that is that you want to see what are
the people interested in, what are they so interested in that they want to actually pay for.
John Shea: Right.
Andrew Warner: My wife and I for her personal site we spent a couple of hours on a Sunday
once, just adding some PayPal buttons, it's so easy. People for months, years afterwards,
started hiring her. It's not asking anymore, it's just plugging in and paying.

It's so cool, when people start paying you when they just hit that PayPal button. So that's one
thing you could do. Another thing you can do is, you can say, a lot of times people for all road
trips, want all the podcasts, all the mp3's in one place.
There are some people who are willing to pay for that. I want to see you charge on the site before
you're ready before people are going to pay you, because you want to make the statement to
yourself and to them that this is the real thing, it's a real business, it's not just a side hobby,
you're not just playing with model trains, you are doing something that's going to help them in
their business, in a way that's going to be so helpful that they would pay for it.
Get them trained to see that you're charging, get them trained to see that you value yourself and
you value your time and you value the work that you do. Put that on there. You can always sell
something else later, you can always sell something better later, but you need to get started.
John Shea: Yeah. I think that's an awesome idea. I will set that up by this weekend and I will
send you a link when it's done to see.
Andrew Warner: Here is the other thing I would suggest, put Mixergy higher on your list of
recommend podcasts, at the very top.
John Shea: Yeah.
Andrew Warner: I am the originator of all these interviews.
John Shea: Yeah I know. I actually was going to change that entire page and fix it. I think, I don't
know what I did with it, but maybe it's not displaying for me, but I had a widget that was on
iTunes, you could scroll through and see various podcasts. It was easier to connect in with all of
them but… yeah that wasn't in any particular order, I just threw all that together.
Andrew Warner: Frankly, I'm not even sure that you need it, except maybe to build relationships
with these other people, but I don't think you need such a big recommended podcast list at the
top, right now. I think you're ready to past it.
John Shea: Yeah, that was sort of just an idea, a filler I guess.
Andrew Warner: It's a good way of showing people like Pat Flynn "hey I appreciate what you're
doing, I’m a supporter of yours", so that if you ever want to talk to them, you got that on them.
John Shea: Exactly.
Andrew Warner: That way, you are actually showing that you care enough about them, to link
and to talk publicly about them. At this point I think you're ready to just focus on your own.

John Shea: Yeah and move past that. I think that's good advice, I guess really at the moment
I've thought more about it in terms of the promotion and obviously the discussion of how often I
do these podcasts, what types the promotional strategies can I start focusing on to bring more
people on the show, because right now, you know, I'm not getting, the most interviews I post I
am not getting a lot of comments, and the downloads are pretty sparing. I interviewed a guy who
has 50,000 people in his Google Circles and he shared that and I'm seeing constant referral
traffic so it's likely…
Andrew Warner: Frankly, if you want, I think that the best way to get traffic for interview
programs is to interview people have big followings like that.
John Shea: Yeah, there's another fellow whose interview is going up this Sunday and I believe
that he actually stated that right in the interview, it sounded like he might share that with his email
list because he's not someone who gets interviewed all that often.
I think that he has stated somewhere in his blog that he's been interviewed maybe once or twice
prior to me and he's doing really well, he was featured on ProBlogger, so he's someone who's
actually doing really well in the blogging sphere.
How are you doing for time Andrew?
Andrew Warner: Yeah, I'm starting to get a little concerned about it. Do you wanna go for couple
more minutes and then I'll head out?
John Shea: Yeah, that's fine. I'm trying to think of anything in particular that I wanted to ask. I
was trying to keep things at least somewhat interesting. I know this sort of came before we
started and I thought it would be interesting and different to bring up.
I'm assuming you've had a lot of people reach out to you to, you know, you're on their show just
like today, I'm here interviewing you.
Do you find that, if you ever go back and look at some of these people, do you find that they've
sort of just disappeared off the face of the earth? That they'd stop what they're doing, maybe they
just didn't feel that the model was good enough?
Andrew Warner: Yes, totally. I think it’s tough to keep anything up, you know. How many of us
have forgot blogging, forgot interviewing, are those really tough? How many of us have started
journals, diaries and quit on that?
You know, we're just writing for ourselves, so there's no question that the rest the world's is
going to judge us, there's no reason to have to ask someone to be a guest on it, it's just us
writing for ourselves and we can't keep that up.

I get it and I think I wish that more people would keep going and I think that there are ways to
keep going. But also I don't want to be hard on someone who tried and decided to move on. You
shouldn't do everything that you have started. Sometimes it is better to try and then realize it's
not right, it's not for you.
I would suggest that anything you want to keep doing on a regular basis that you set up some
external mechanisms to keep you going. So as we talked about, for me, one of my external
mechanisms is, no matter how nervous I am about doing interviews, I have another one on the
calendar coming up.
At any point of my life, I don't think since I started Mixergy, that I didn't have someone on the
calendar. There is always someone in the future on the calendar, so that's one external
mechanism that you can put together. So find those external mechanisms so that when you're
not feeling it, you still produce. When you don't feel like you have to do it, there's still something
out there that compels you to do it, makes you remember you want to do this and that you have
to do it.
John Shea: Yeah, I like the idea of the calendar, because that's something like for me, you
know, I know right now I have an interview that's not for another week and a half, and that's giving
me that much more time to just fill the rest of the month and keep going with it and stick to a goal
of doing one a week, which really is not unreasonable whatsoever.
Andrew Warner: Yeah.
John Shea: I really like that advice and I was curious about it you know
Andrew Warner: It has to be external, don't have to be some artificial internal thing, like where
you schedule a blog post, and that would be empty unless you write something in it. Now if you
really get lazy, if you really get insecure, you are going to change it.
So I would have it be external. On the internal part, I would really start to question what it is that's
making me nervous about publishing? What it is it's making me feel uncomfortable about asking
people to be interviewees if that’s if that's the kind of content that I am putting out there. And I
think that's really helpful to say "what am I worried about, how do I question that to make it go
away"? Alright, I've addressed all the questions about what I'm worried about, how do I get in
touch with the people that I want or that I'm excited about, because that's really what's gonna fire
me up"? And ultimately, I think that you need both, you need that external, but you need to work
on yourself internally too.
John Shea: Yeah. No, that's great advice. I know we're probably at least 40 minutes now if not
more, and I'll let you go, and I really appreciate having you on. I hope that in the future maybe I
can have you on again.

Andrew Warner: Or maybe you will make me a part of your course or whatever that is.
John Shea: Yeah, exactly. I'm hoping that I'll get to a point where I can really get to know these
people, not looking for anything more than an interview and then eventually reach out to and them
actually make them a part of something bigger.
Andrew Warner: Yeah, that something bigger is important and hell, if ice tea can make people
feel like they're part of something bigger, than you and me with our interviews, can do it. And by
ice tea, I don't mean that musician, I mean the drink. If honest tea can make people who drink it
feel like they're part of a bigger mission, part of a bigger tribe, then you and I with our content can
definitely do it, because ideas are much more galvanizing then tea.
John Shea: Yeah, yeah. It's really amazing what people have been doing with advertising.
Alright, I will let you go and I appreciate you have taken the time and the extra time as well.
Andrew Warner: Aright. Thank you for having me on.
John Shea: Yeah. Bye dude.

Chapter 11: Resource Articles That Are A Must Read & Conclusion
How To Get The Attention Of Your Favorite Expert by Selena Soo
Write Email: Click Send By Derek Halpern
The article by Selena is a really great read and elaborates even further on some of the
information I have shared with you in this eBook. I highly recommend reading that post.
Derek’s post will help you understand such a basic concept I feel so many online marketers
today don’t take advantage of, people are so prone to automation these days they forget
how powerful a simple email can be.
Hopefully the examples in my guide will help you better understand how to leverage and
reach out to experts. Most of these projects and relationships I have built took time and
effort but with consistency anything is possible.
You can use any of these examples to help you start creating better business relationships,
forming joint venture partnerships, joining private communities, and even reaching out to
expert entrepreneurs online.
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