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Intro
Hi! And thanks for grabbing your very own Kindled-out version of what I like to call TFP 
(short for The Fire Path). 

I thought it only proper to introduce myself before we dive in and I share all kinds of 
crazy-awesome steps, strategies and lessons learned with you that John and I have 
come across the hard way while growing our own business.  

(That’s code for: We’ve failed and messed up a lot, and we’re passionate about sharing 
what we’ve learned so you can get to where you want to be faster.) 

So, who’s “John and I”? 
Well, I’m Kate Erickson, former Human Resources Rep, Project Manager and 
Advertising & Marketing Acct Exec turned full-time Entrepreneur.  

Today, I’m the implementer / “engine” at EntrepreneurOnFire, a 7-day a week business 
podcast that interviews today’s most inspiring and successful entrepreneurs.  

My biz and life partner is John Lee Dumas, and he launched EntrepreneurOnFire in 
September 2012 against the cries of many who warned him that he was crazy to think 
he could handle publishing a 7-day a week interview podcast.  

“You’re going to get so burnt out, John! No one will want to listen to an interview every – 
single – day!” << That’s what they said. 

Six months after John launched EntrepreneurOnFire, we had our first stream of 
recurring revenue coming in (sponsorships for the podcast). That’s when I joined the 
team as the behind-the-scenes implementer of all the larger-than-life ideas John 
brought to the table.  

These ideas have since allowed us to generate multiple 7-figures in less than two years 
through over 8 different streams of recurring revenue. We’ve turned a podcast into a 
successful and sustainable business. 

But The Fire Path isn’t going to be JUST about podcasting. In fact, I only dedicate one 
chapter to it. The strategies I’m going to be talking about throughout can be applied to 
any online business – and in many cases to any brick and mortar business, too. 

How on earth did I get here? 

http://www.entrepreneuronfire.com


Straight up: in 2011 I experienced the first of two major mindset shifts that have helped 
shaped my life up to this point.  
 
Long story short, one day my boss called me into her office and promised me a 
promotion. While I waited for my offer letter, the hiring manager brought someone in 
from outside the company for the position instead.  
 
This experience smacked me straight across the face, and it taught me that no one else 
is going to give me what I want.  
 
That day I realized I couldn’t keep living my life as if someone owed me something, and 
that if I wanted to see something in my life, it was up to me to go out and create it. 
 
More on that later… But my main point is, this was a major turning point for me, and 
without this experience I would not be where I am today.  
 
This is part of the reason why I believe your mindset is THE most important thing when 
it comes to entrepreneurship – without that mindset shift, I wouldn’t be living my dream 
today.  
 
Every single day I wake up and experience feelings of gratitude and gratefulness for 
where I am.  
 
I wake up excited about “going to work”, and as we continue to grow our business, 
every day I’m getting closer and closer to only working on the things I love most – and 
delegating everything else. 
 
Which brings me to… 
 

Why I wrote The Fire Path 
 
My first day at EntrepreneurOnFire was spent trying to figure out how to enable 
notifications in AWeber (our email client at the time) so that every time someone opted 
in to our email list I could reach out to them individually and ask them one single 
question: 
 
What’s the #1 struggle you’re facing right now in your business? 
 
I wrote The Fire Path for you.  
 
I wrote The Fire Path for each person who responded to my email and told me what his 
or her #1 struggle was. 
 
I wrote The Fire Path because in response to this single question, you told me things 
like finding your perfect customer, managing overwhelm, facing fear daily, growing your 



audience, and ultimately, not knowing what steps to take next in order to move your 
business forward are your biggest struggles. 
 
Because John and I are passionate about the Invest, Learn, Teach model, we face 
every one of these struggles right here in The Fire Path together, in effect, delivering 
clear steps and actions plans in order to help you grow your online business; in order to 
help you create the freedom you’ve always wanted. 
 
Like I said before, we’ve failed and messed up a lot – but we’ve also done a lot of things 
right – and with complete and honest transparency, The Fire Path shares the step-by-
step, in-depth process we’ve followed to create and grow a 7-figure business in less 
than two years. 
 

Quick tips for leveraging The Fire Path to the fullest 

1. Don’t skip ahead 
 
Each Chapter in The Fire Path builds on the last, meaning if you skip ahead to Chapter 
7 without reading the first 6, then there will be missing pieces that will make it really 
difficult to put into action the strategies I’m talking about. 
 
Even if you think you’ve already laid a strong foundation for your business, it’s a good 
idea to start at the very beginning. 
 

2. Look for Action steps 
 
The Fire Path is different from most business books in that I provide several Action 
steps for you throughout. I don’t want to just tell you about strategies, I want you to 
actually implement these strategies with success, too! 
 
You can quickly identify the Actions steps by looking for the italicized, center text, like 
this: 
 

>> Action steps will be italicized and centered. << 
 

3. Additional content that accompanies The Fire Path 
Option 1: The Fire Path Roadmap 
  
This is a free, 6-day email course where we share the steps we followed to create 
EntrepreneurOnFire from the ground up.  
  



The Fire Path Roadmap will simply deliver the first 5 chapters of this book to your 
inbox in a more bite-sized manner (plus, if you opt in for the Roadmap, then we’ll keep 
you up to date on anything else we create related to The Fire Path). 

Grab The Fire Path Roadmap today! 

Option 2: Listen in to the Audio Version! 

Yep! I’ve recorded every one of The Fire Path chapters as podcast episodes and made 
them available to you for FREE via Kate's Take.  

So if you prefer to listen, click here for iTunes, and click here for Stitcher! 

Option 3: The Fire Path Action Guide 

The Fire Path Action Guide is a PDF download that will give you a step-by-step action 
plan to help you implement everything we talk about in The Fire Path. 

Click here for more info! 

Only question that remains now, is are you prepared to IGNITE?! 

Let’s do this :) 

http://thefirepath.com
http://eofire.co/katestake
http://www.stitcher.com/s?fid=52272&refid=stpr
http://www.entrepreneuronfire.com/tfpaction
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Chapter 1  
Mindset: Embracing fear 
 
When I took my first entrepreneurial leap, I was really scared. (And pretty much every 
single day since then, I've felt some type of fear.) 
  
I was quite comfortable in my corporate job: I had a steady paycheck, a team of people 
around me for support, and good health insurance – I was set. 
  
Taking my entrepreneurial leap meant giving all of that up.  
 
Remember that promotion I told you about in the Intro to this book? It was at that 
moment – when my only hope for being recognized, rewarded, and feeling 
accomplished was ripped away from me – that I experience my first of two major 
mindset shifts. 
 
I realized at that very moment that I was waiting for someone else to give me what I 
wanted. I was waiting for someone to recognize me; reward me; help me feel 
accomplished. And it was in that exact moment that I also realized that no one else but 
ME could create that. 
  

What’s at stake? 
  
Once I had that mindset shift, what was at stake for me if I didn’t take my leap was 
MUCH bigger than any paycheck or the benefits my corporate job could provide. And it 
was definitely much bigger than standing by, continuing to let fear control my actions. 
  

What was at stake was my freedom. 
 

My ability to grow. 
 

My life. 
  
Have you ever stopped to think about what's at stake for you? 
  
When I realized what was at stake for me – that was the exact moment I realized I 
needed to get out of the Corporate World. It was in that moment that I believed there 
was something bigger out there waiting for me, and also, that I was only person who 
was capable of getting it for myself. 
  
Did I feel fear? Ohhhh... you better believe it! But I knew that in order to make an impact 
and create the life I wanted to live, that I needed to embrace my fear. 
  



Embracing fear 
  
One of the biggest mindset challenges that I still face today – nearly four years after 
taking my first entrepreneurial leap – is one I know we both probably share: the 
imposter syndrome, which raises questions led by fear, like:  
  

Am I really qualified to be doing this? 
  

Will anyone care about what I have to say? 
  

What if what I create isn't good enough? 
  
I want to share 3 ways I've found to embrace fear in order to breakthrough it, because 
let's face it: fear isn't going anywhere.  
 
However, we do have the opportunity to change our mindset around how we react to 
fear so that it's no longer something we allow to hold us back from making an impact 
and creating the life we want to live. 
  

3 Ways to embrace fear 

1. Community 
  
Surrounding yourself with the right people on your entrepreneurial journey makes all the 
difference.  
 
Having support is unparalleled, because when you feel like you can't take that next step 
– when you find yourself doubting your capabilities and feeling fearful that what you 
have to say won't matter – your community will be there to help you move forward 
despite that fear. 
 
We’ll be diving into community and building relationships in a later chapter, so stay 
tuned for that. 
  

2. Baby steps 
  
Sometimes we set ourselves up for failure by looking at what it is we want to accomplish 
as something that is unattainable: That project is way too big… What if I try it and I fail? 
or, I don't know how to do that so I'm not even going to try. 
  
We make excuses because we fear we won’t be able to accomplish this huge project or 
task that’s before us. 



 
But if we begin to look at our end goal as something we can attain through a series of 
baby steps, then suddenly it's not so scary.  
 
Instead of a huge leap from point A to point Z, break down the steps you have to take 
so you’re starting out with simply finding a way to make it from point A to point B, then 
from B to C, and so on. 
  

3. Focus outward 
  
A lot of our fears are focused inward on ourselves: I can't make a difference; I'm not 
good enough; I don't have the knowledge; What if I fail? 
  
Instead of focusing inward, let's instead try to turn our focus outward. 
 
Think about the results of us not putting ourselves out there.  
 
When you allow fear to control your actions, it turns out you're doing a great disservice 
to those who you could be helping. 
  
If there's one thing I want you to take away from this first step on our journey 
down The Fire Path, it’s this: 
 
In order to make the impact you want to make and start creating the life you want to live, 
you need to learn to embrace fear. And whenever that's feeling extra tough, just 
remember what's at stake for you. 
  
I'm willing to bet that whatever is at stake for you (time with your family; having to go get 
a corporate job; not being able to travel; feeling stressed out all the time) is MUCH 
bigger than the fear you're letting hold you back. 
 

>> Take out a piece of paper and actually write out what’s at stake for you. << 
 
Then, keep it in a place where you’ll see it every single day.  
 
When you’re up against a deadline; when you’re feeling like you can’t keep going; when 
you’re frustrated and feeling like you’re not making any progress, look at what’s at stake 
for you if you don’t push forward. 
 
Remember, mindset is the #1 most important thing as you start your entrepreneurial 
journey, and it will continue to guide you the entire way. 
  



Chapter 2  
How to come up with a viable business idea 
Now that we’re on the same page about the importance of mindset, and you know 
what’s at stake for you if your business doesn’t work, let’s dive into the actual creation of 
your business. 

Coming up with a viable business idea isn't JUST about finding an idea that has legit 
potential to make you money. It's going to take a combination of a few things in order to 
find a viable business idea you'll actually fall in love with. 

And who doesn't want to create a business they love? 

Here's the winning equation: 
An interest + Your experience + A need 

= Viable business idea 

Now that we've got the equation to help us come up with a viable business idea, let's 
take a look at how we can put it together in 3 steps. 

3 Steps to your viable business idea 
Step 1: Create an interest list 
First, let’s figure out what you're actually interested in, because if you're not interested in 
a topic, subject, industry, niche, or style, then chances are you're not going to fall in love 
with a business idea based on that. 

So grab those handy little sticky notes and clean off your whiteboard! 

Color code it, categorize it, organize it – whatever helps you in creating an interest list, 
let's put it to work. This might even just be opening up your Workflowy or Evernote and 
starting to type out your interests. 

Give yourself a couple of days. Some interests might be blatantly obvious to you, while 
others might only come to you after giving yourself some time to think about it. 

>> Our goal is get your list to 25 interests <<

https://workflowy.com/
https://evernote.com/


One thing I had on my interest list? 
  
Among a whole lot of other things I'm interested in, writing was one that I came up with.  
 
I also included other things on my interest list like: 
 

Spending time with family 
 
Meeting new people 
 
Reading 
 
Teaching 
 
Writing 
 
Project planning 
 
Traveling 
 

...just to name a few ;) 
  
Okay, so you're actively creating your interest list... now what? 
  

Step 2: Gather your experience 
  
Next, it's going to be helpful to take inventory of what you have experience doing. 
  
Whether it's something you learned at a previous job, what you studied in school, or just 
something you learned growing up, bust out those sticky notes again (or open up your 
Workflowy / Evernote) and start jotting down the things you have experience doing. 
  

 >> Our goal is to get your list to 25 things you have experience doing << 
  

One thing I had on my experience list? 
  
Marketing. Since I used to work at an Advertising & Marketing agency, Marketing was 
one thing I had on my experience list. 
 
I also included other things on my experience list like: 
 

Project planning 
 



Communication skills 
 
Organization 
 
Attention to detail 
 
Teaching 
 
Traveling 
 

...just to name a few ;) 
  
So now you have 2 lists: one of them with your interests and the other with those things 
you have experience doing. 
  
With those 2 lists side-by-side, start to pick out where there is overlap: which of your 
interests in some way, shape or form aligns with your experience? 
 
It might looking something like this: 

 

 
 



This overlap will represent your potential business ideas 
  
Now that you have a handful of potential business ideas, and you’ve identified those 
things you’re both interested in AND have experience doing, it's time to find out whether 
or not they can become viable ideas. 
  

Step 3: A need in the market place 
  
At this point, you should have a few ideas that are based on where your interests and 
your experiences align. 
  
For me, I chose to combine my interest in writing and my experience in marketing: this 
exact exercise is what I used to come up with the idea to start my first entrepreneurial 
venture: Kate's Copy. 
 
I also noticed that given the alignment of some of my interests and my experiences that 
project planning and communication would be strong points to leverage. 
  
John also used this exercise to come up with his idea to start EntrepreneurOnFire.  
 
One of his interests was listening to podcast interviews with those whom he viewed 
as inspiring and successful entrepreneurs. His experience? His experiences included 
great communication skills, along with dedication and drive to accomplish anything he 
set his mind to. 
 
A lot of brainstorming and a light-bulb moment later, the idea to launch a 7-day a week 
interview-based podcast was born.  
 
John took an interest of his, married that with things he had experience doing, and 
identified a need when he realized he had run out of podcasts to listen to (no one has a 
7-day a week interview-based podcast on entrepreneurship?! – BINGO!) 
 
So now that you have an idea or two, it's time to go through that process of finding out 
whether or not one or more of your ideas can help solve a problem that a specific group 
of people has.  
 

How will you know? 
  
This part can get a little tricky. In order to figure out whether your idea can help solve a 
problem that a specific group of people has, you need to do a bit of market research. 
  
This could be by way of doing research on Google Keyword Terms (to see how 
frequently others are searching for the idea you want to create to “prove” whether or not 



there is interest that exists for this idea); or by doing just a regular search in Google to 
see how many others have already created an offering around your idea, (which in 
many ways will give you “proof of concept” if others are doing it successfully). 
 
But the route I want to take you on involves actually knowing who is in that specific 
group of people you’re looking to target – this is how John came up with proof that there 
was a need out there for a 7-day a week interview-based podcast on entrepreneurship.  
 
This leads us to our next step on The Fire Path: Finding your perfect customer.  
  



Chapter 3 
Finding your perfect customer 
  
In order to prove you do in fact have a viable business idea, you need to know there is a 
group of people out there who want and need what it is you’re going to offer. 
  
So, in order to make this super easy to follow (and even easier to actually do), let's start 
by defining your avatar: the individual who is actually in the group of people who want 
and need what it is you’re going to offer. 
 

What's an avatar? 
 
An avatar is a single person who embodies your perfect audience member and/or 
customer. 
  
Let's check out the step-by-step process you can follow right now to actually define 
them, which will lead us nicely to finding your perfect customer... 
  

Defining your avatar in 3 steps 
Step 1: Demographics 
  
Ask yourself: Given my business idea, what type of person exists out there who might 
want and need the information I'm going to provide? 
  
Start to take notes on who this person might be: a male or female; a mom or a dad; a 
Gen-yer or a Baby Boomer; someone who makes $100k+ / year or someone who is 
struggle to make ends meet... 
 
This first step is to cover their demographics. 
  

Step 2: Dive deep 
  
Now that you have an idea of your avatar's demographics, let's really get to know them. 
  
Ask yourself: What's their biggest struggle? What keeps them lying in bed awake at 
night because they can't stop thinking / stressing / obsessing over it? What are their 
dreams and aspirations? 
  



It's important to get to know your avatar on a deeper level, because this is the 
information that will truly help you create the type of content that will help them. 
  

Step 3: Write it up! 
  
Now that you know your avatar's background and current situation (this is more or less 
their demographics), AND you have an intimate knowledge of their biggest struggles 
and their biggest dreams, it's time to define them. 
  

>> Take out a paper and write a description of who your avatar is << 
  

Here's an example... my avatar for Kate's Copy: 
 

 
 

Once you have a *working definition* (yes, it is likely your definition WILL change and 
evolve as you start to create and grow your business – so don't worry, this isn't SET IN 
STONE!), it's time to circle back to your perfect customer. 
  

Good news: you just found them! 
  
Now, it's time to go out there and start engaging with your perfect customer or avatar. 
It's through communicating with your avatar and getting to know them better that you'll 
be able to close to loop on whether or not your business idea is a viable one. 
  
Take your definition of your avatar and use that in order to go out and find them: 



In free online communities (Facebook, Twitter, LinkedIn) 

At in person meetups (via MeetUp.com, or at conferences) 

...and then ask them: "Would it be helpful for you if you had a guide on (insert 
something you might create to help solve the pain point you've just identified)?" 

This is your first step to validating your business idea: speaking directly to your perfect 
customer (or avatar) and asking them if they want and need what it is you're looking to 
create. 

Your avatar's job doesn't end there 
Yes, they're integral in helping you validate your business idea, but they're also integral 
in every step along your journey. 

As an entrepreneur, there are going to be days when you feel as though the weight of 
the world is on your shoulders. 

The pressure to come up with new ideas for your content every single day; to 
brainstorm your product and service ideas and what those include; to create an outline 
for a course or a book you're going to write, and then decide whether or not you've 
included everything necessary... 

Guess what? None of those decisions should be resting on your shoulders. These are 
decisions you should be consulting your avatar about. What is it that THEY want? 

I promise you this: If you're able to define your avatar, go out there and find them, 
provide them with valuable content on a consistent basis that helps them solve a pain 
point, and continue to care about what they care about, then coming up with product 
and service ideas and an outline for your next book is going to be a walk in the park. 

Fire Nation Elite: An example 
One example of this is the Elite Mastermind Tribe we created at EntrepreneurOnFire: 
Fire Nation Elite. When John and I were both first starting out on our own 
entrepreneurial journeys, we realized very quickly the importance of surrounding 
ourselves with like-minded people. 

Taking your entrepreneurial leap and doing something “different” can sometimes make 
you feel like you’re on an island. Who can you talk to about your ideas? Who can you 
turn to for support and encouragement when you feel like giving up? 

http://meetup.com
http://firenationelite.com


Because this is something that John and I both struggled with early on – but that we 
were both able to move past once we found mastermind groups to join of our own – we 
knew that others in our audience must be struggling with this, too. 

So we asked our avatar, and then we listened. 

What did we hear? 

Our avatar had the exact same struggle. He felt alone, like he didn’t know where to turn 
for support, and he knew he could get to where he wanted to go a lot faster if he had 
others to bounce ideas off from and share recommendations with. 

That’s why we created Fire Nation Elite: because our avatar wanted and needed it. And 
every step of our creation relied on him – not us – to come up with. The structure, the 
cost, what it included, the number of people we’d let in… every one of these decisions 
were decisions we turned to our avatar for. 

Okay, so you now not only have a business idea, but you’ve also proved it’s a viable 
one through defining your avatar and going out and talking to your perfect customer. 

Next up? Let’s make sure our idea is targeted and focused by finding our niche. 

http://firenationelite.com


Chapter 4  
Ways you can niche! 
 
How important is niching?  
 
Well, if you don't find a niche, then it may cost you your business. 
  
I know that might sound kind of harsh, but I only say it because I experienced it myself 
with Kate's Copy. Yep – true story. 
 

What the heck happened to Kate's Copy? 
  
I've already shared with you how I came up with the idea to start Kate's Copy, along 
with who my avatar for Kate's Copy was (Hi Josh!) – all good, right? 
  
Yep, it was definitely all good – until I skipped over finding my niche. 
  
I wanted to help Josh so darn bad with his brick and mortar business and enhancing his 
online presence that I never stopped to realize there was absolutely NO REASON for 
Josh to want to come to ME for help.  
 
(If you're wondering who Josh is and why I want to help him so bad, head back to 
Chapter 3.) 
 

3 Reasons why Josh didn't want my help 

Reason 1: I didn't give Josh a clear solution 
  
I wasn't offering Josh a clear solution to his problem. While his main goal (and what he 
really wanted) was to grow his business so he could bring in enough revenue to be 
financially free, I was trying to sell him on hiring me to enhance his online presence 
through – like – 3 different services. 
 
This wasn’t giving Josh a clear solution to his problem, rather it was telling him that I 
didn’t have what he wanted. 
  

Reason 2: Josh was confused 
  



My website wasn't clear about what I had to offer, so as Josh was searching for ways to 
grow his business, I was over here offering SEO help, social media, and website 
optimization through copywriting. (Doh!) 
 
If Josh did happen to ever land on my website (by some miraculous slap of luck), he’d 
be confused as to what I had to offer and then promptly leave to find what he was 
looking for somewhere else. 
 

Reason 3: I didn't present myself as an expert 
  
I was scared to offer people just 1 thing because I thought I'd be missing out on a whole 
other audience by doing that. Have you ever felt this way when looking to niche? – like 
you’ll be missing out on a huge amount of customers and potential revenue if you don’t 
offer a bunch of things to a bunch of people? 
 
Turns out, it’s just the opposite: I was missing out on having ANY audience as a result 
of offering too many things to too many different groups of people. 
  
Josh is serious about overcoming his biggest struggle: in fact, his brick and mortar 
business AND his family depend on it. You think he wants to hire someone who is 
presenting themselves as "good at a lot of things" instead of GREAT at ONE thing?  
 
No, no. 
 

How did John niche EntrepreneurOnFire? 
 
I’m glad you asked, because niching doesn’t always have to mean you’re getting more 
specific within your actual industry or category – it could mean niching from a different 
point of view.  
 
Here’s what I mean: 
 
After John came up with his idea to start a Business Podcast that interviews today’s 
most inspiring and successful entrepreneurs, and he defined his avatar, Jimmy, he 
thought back to the very reason why he came up with the idea to launch 
EntrepreneurOnFire in the first place: because he himself (John) ran out of podcasts to 
listen to on his drives to and from work. 
 
A Business Podcast that interviews today’s most inspiring and successful entrepreneurs 
isn’t necessarily a niche. It’s not like John was only going to interview entrepreneurs in 
the coaching space, or in the personal development space.  
 



But he DID niche in coming up with the ONLY 7-day a week interview-based podcast 
that was sharing the journey of today’s most inspiring and successful entrepreneurs. 
THAT is EntrepreneurOnFire’s niche. 
 
Now let’s turn this over to you so you can piece this together for your roadmap: 
  

3 Ways you can niche 
  
When you niche, you're giving yourself the opportunity to speak directly to someone 
(your avatar) and offer him or her specific content that will help him or her in a 
specific area. Remember: it's tailored – not generalized. 
 

1. Dig deeper 
  
Given your current business idea and what you'll offer, how can you dig deeper within 
your industry specifically in order to get wayyyyy narrower in your focus? 
  

Not: "Enhance your online presence", but: Optimize your website 
 
Not: "Become a gardener", but: Learn how to grow herbs 

  

2. Turn to your avatar 
  
See, I told you they'd be around every step of the way! So go ahead, ask them... Given 
your avatar's biggest pain points, what's the #1 thing they want and need? Helloooo 
niche! 
  

3. The 3 levels exercise 
  
This is my personal favorite: Niche yourself 3 levels, and chances are you'll have niched 
till it hurts :)  
 
The 3 levels exercise forces you to continue getting more and more specific with each 
round. Start out with what you have right now for your niche, and then niche another 
level, and then niche another level. 
  
This is actually how I landed my first client for Kate's Copy: by using The 3 levels 
exercise.  
 
Check it out: 
  



Niche level 1: Help brick and mortar businesses enhance their online presence. 
 
Niche level 2: Help brick and mortar business optimize their website through 
copywriting. 
  
Niche level 3: Help business owners with eBook editing so they can publish their 
first book online. 

  
What!? I know... crazy, right? 
  
The day I started offering eBook-editing services through Kate’s Copy is the day I 
landed my first client... and then another, and then another. 
  
Kate's Copy went 6 months with zero prospects or clients, all because I didn't niche. 
Once I niched, I was in business (literally!) 
 
And for John – when he was first starting out with EntrepreneurOnFire – he attracted an 
audience that was filled with hundreds of his avatars because he was providing a 
specific solution to a specific problem: inspiration delivered straight to your ear buds 
with advice on how to become a successful entrepreneur 7-days a week. 
  
Starting a business that offers multiple things to multiple people sounds like a great idea 
on the surface. I mean, you’re giving yourself more opportunities to get sales and gain 
exposure, right? 
  
Wrong.  
 
When you try to talk to everyone, you end up talking to no one. 
  
Sweet! Now that you have a viable business idea, you know who your perfect customer 
is (your avatar), AND you've niched, it's time to dive into a topic that single-handedly 
allowed John to launch EntrepreneurOnFire with a bang!  
 
Building relationships and networking.  
  



Chapter 5 
Building relationships & networking 
  
John literally refers to this topic as "the lifeblood of entrepreneurs". Yep – it's really that 
important. 
  
In the last chapter we talked about ways you can niche, and knowing your niche plays a 
pretty critical role in this stage of the game: the more precise your niche focus, the more 
effective you'll be in finding the right connections.  
  
Think of it this way: if it was your first day of college and you declared your major to be 
Latin American Studies, then you wouldn’t spend your time joining a group of students 
who are meeting on a weekly basis to talk about Sports Medicine, right? 
  
Knowing your niche is like declaring your major: it is what will help you focus in on 
where you should be hanging out in order to start building relationships and networking 
with others in your industry or niche who you can help support (and who can help 
support you) on your journey.  
 
This was such an integral step for John on his journey to creating EntrepreneurOnFire 
because it was through the initial relationships he built, and the networking he did, that 
allowed him to launch the podcast with not just any all-star lineup, but with an all-star 
lineup that was pumped to help spread EntrepreneurOnFire’s message and to share 
their episode with their own audience. 
 

Why were John’s guests so pumped?  
 
Because, John is a genuine guy who truly cares about others.  
 
Not once did John introduce himself and take; instead, every time John introduced 
himself, he gave. This is how you build strong relationships: you care about what other 
people care about. 
 
The momentum that was built up for EntrepreneurOnFire through these early interviews 
is the foundation for our success.  
 
Today, EntrepreneurOnFire gets over 1 million listens every single month: that’s nearly 
35,000 listens every single day, all thanks to the relationships John built when he was 
first starting out. 
 
In addition, the relationships that John and I both continue to build every single day – 
whether it’s in online communities we’re a part of, in our own mastermind groups, or 
while at conferences and meet ups – these are the relationships that have helped us 
create an incredible community of raving fans who know, like and trust us. 



 
On that note: 
  

"You can have everything in life you want,  
if you will just help other people get what they want.” 

~ Zig Ziglar  
 
Ready to find out the top ways you can start building relationships and networking? 
Let’s take a look... 
 

5 Ways to start building relationships & 
networking 
1. Join a free online group or community 

  
Facebook, LinkedIn, Twitter – these platforms all have more than just social media in 
common: they give you the opportunity to connect with like-minded people via "Groups" 
and "Communities".  
  

>> Start by doing some research! << 
  
Just type into the search bar in any of these social sites keywords for your industry or 
niche. If I was looking to connect with other entrepreneurs, then I'd start by typing in 
"entrepreneur groups". 
  
A search for "entrepreneur groups" is going to yield A LOT of results. 
  

>> So next, you'll want to narrow the search. << 
  
Choose 1 or 2 groups or communities you want to join to ensure you have the time to 
be an active member. Building relationships takes time, so be ready to invest about 30 
minutes – 1 hour per day (or more when you first join) to be an active member. 
  

>> My motto: You will get back what you put in. << 
  

2. Join a paid mastermind 
  

Look to those who you already follow within your industry or niche for 
recommendations. Reach out and ask if they know of any paid mastermind groups that 
might be the right fit for you. 
  



If you're having trouble finding a paid mastermind, then ask around in the free online 
groups you're a part of. 

Why go the paid route when there are options out there for 
free? 

Free groups are a great place to start, but at some point you'll want to be surrounded by 
those who have invested in themselves and their businesses. With a free mastermind, 
there may be members who aren't willing to fully commit because there is no monetary 
value on the line. 

Also, paid groups are going to naturally put you in front of a higher caliber group of 
people, which in turn will open up opportunities for you to meet and engage with the top 
leaders in your industry or niche. 

Fire Nation Elite is our paid mastermind here at EntrepreneurOnFire, where members 
pay $597 a quarter to be a part of an amazing group of inspiring and motivated 
entrepreneurs who are making things happen. 

In addition to the live Webinars we host every month with today’s top entrepreneurs, the 
interaction, support, and success that comes out of this group of 100 Elites is 
INCREDIBLE! 

3. Attend conferences

Conferences are becoming more about the relationship and networking opportunities 
than anything else. 

You already know the people there are interested in the same things as you – at least 
on some levels – plus you get to spend quality time really getting to know them over 
several days. 

Quick tip: It's always a good idea to reach out to other attendees ahead of time who 
you'd like to get to know better so that you can schedule time to meet up during the 
conference. 

Conferences are also your opportunity to put yourself in front of people you might not be 
able to reach otherwise, like speakers and conference organizers. Make an effort to 
attend the sessions of those speakers you want to connect with and introduce yourself 
afterwards. 

I know that conferences and travel aren't cheap, so you’ll want to sit down and decide 
which conference is most important in relation to your business goals – both in content 
and participants. 

http://firenationelite.com


> Our list of Conferences to attend in 2015 << 

4. Participate in local meet ups
Join community email lists, sign up for alerts online, and keep your eyes and ears open 
on social media! 

Even if you don't know a ton of people in your city, chances are there is an organization 
or group who puts together local events and mixers for entrepreneurs and small 
business owners. 

> Meetup.com is a great place to start! << 

5. Reach out!
What ever happened to simply reaching out and introducing yourself? 

Frequent blogs / websites of those in your industry or niche; 

Join the conversation on social media; and 

Send a good old email every once in a while! 

If you’re a big fan of someone in particular – or if you're looking to learn from someone 
who has been in your industry for longer than you – then reach out and introduce 
yourself in order to start building that relationship. 

Join the conversation on their blog, send them a Tweet, or interact with their email 
newsletter next time it comes around. These are all great ways to break the ice and 
start building a relationship. 

Whatever you do, don't be the one to end the conversation. 

Don't be a one-and-done type of person. If you're going to follow someone's blog, then 
really follow their blog. 

If you leave a comment on someone’s Facebook post, then check back so you can 
continue the conversation. 

Staying in touch and continuing to care about what other people care about is what is 
really going to help you in building strong relationships. 

http://meetup.com
http://www.entrepreneuronfire.com/conferences-to-attend-2015/


Attention extroverts... 
  
As John Maxwell says: 
 

"If we're growing, we're always going to be out of our comfort zone." 
 
Yes, sometimes you’re going to be put in situations that are incredibly uncomfortable. 
You might have the opportunity to introduce yourself to someone who has inspired you 
to start your journey in the first place; or better yet, to someone who you follow every 
day and look up to as a mentor.  
 
Think back to our very first chapter in this book, when we first started piecing together 
your roadmap. There are going to be several times on your journey when embracing 
fear will be the difference between you moving forward, or not. 
 
Choose to move forward by embracing fear and taking advantage of the opportunities 
you have to build relationships. Strong relationships might be just the spark you need to 
IGNITE your online business.    
 

Congratulations on creating your roadmap! 
 
Yep! You now officially have the step-by-step approach we followed to create 
EntrepreneurOnFire from the ground up at your fingertips, and if you haven’t already, 
it’s time to put it to action. 
 
Let’s review what we’ve covered quick in the last 5 chapters of The Fire Path: 
 

Chapter 1: Mindset: What's at Stake? 
 
Chapter 2: How to come up with a viable business idea 
 
Chapter 3: Finding your perfect customer 
 
Chapter 4: Ways you can niche! 
 
Chapter 5: Building relationships & networking  

 
If you haven’t already, this is a great checkpoint and an opportunity to reflect back and 
take action, because up next, we’re moving into several chapters that will do a deep-
dive on how to grow your audience. 
 
Warning: Growing your audience is going to be very difficult if you haven’t successfully 
completed and / or implemented the steps from the 5 chapters above. Conversely, it’s 



going to be REALLY FUN if you have completed and implemented the steps from the 5 
chapters above! 
  



Chapter 6 
How to start creating your platform 
Now that you know the core essentials for building a strong foundation for your business 
(Chapters 1 – 5), it’s time to create your platform. 

Your platform is made up of 4 main elements, and the importance of your platform is 
unparalleled because it will serve as a support system for your future growth. 

It’s important to practice patience when creating your platform because it will take time 
to get everything in place. Always remind yourself to take imperfect action – it’s better 
than no action at all! 

Let’s take a look at how you can get started with each of the 4 main elements. 

4 Main elements of your platform 
1. Your website
Your website is your home base: a place where your audience and potential customers 
can go in order to consume the valuable content and resources you’re providing, and 
also a place where they can get to know you better and connect with you. 

Once your potential audience members are on your site, you have the opportunity to 
prove that you have what they want and need most so they’ll continue coming back, but 
sometimes you only have seconds to grab their attention. 

Here are 5 things that can help you get started with building your website around the 
content that’s most important. 

5 Things every website needs 
1. Easy navigation

Giving your visitors easy-to-use navigation is one of the most critical pieces of 
your site. If you’re not making it easy for people to find what they’re looking for, 
chances are they aren’t going to stick around to figure it out themselves. 

Here’s an example of a site with clear and easy-to-use navigation: Pat Flynn’s 
Smart Passive Income: 

http://smartpassiveincome.com
http://smartpassiveincome.com


Notice that Pat gives his visitor a clear navigation bar so they can go directly to the 
content they want most:  

About | Blog | Start Here | Podcast | Ask Pat | Resources 

2. A clear message

After landing on your home page, your visitor shouldn’t have to guess whether or 
not they’re in the right place, or what the next step is that they should take. Make 
it very clear what your message is, why your visitor should care, and don’t be 
afraid to tell them what to do once they’re there. 

Make it easy for them to stick around by letting them know you have content, 
resources – even products and services – that can help solve their biggest pain 
points and that will help them in accomplishing what it is they want most. This 
way, you’ll not only gain a fan, but also a repeat visitor. 

Here’s an example of a site with a clear message: Hey! That’s us at 
EntrepreneurOnFire :) 

http://www.entrepreneuronfire.com
http://www.entrepreneuronfire.com


 
 
One of the first things our visitors see when they hit our home page is a concise, clear 
description of what EntrepreneurOnFire provides: 
 
Daily Podcast Interviews with Inspiring Entrepreneurs 
 
So even if someone is visiting our site for the first time, we’re giving them a clear 
description of what they can expect. 
 
Also, we give them a call to action, which rotates on a regular basis in our “FEATURED” 
section. This is an opportunity for our visitors to opt in to one of our email lists. 
  

3. Opt in giveaway 
 
If you’re looking to launch a successful and sustainable business, then one of 
your top goals should be to start growing your email list. This is your one and 
only direct connection to your fans and followers that you own. 
 
How do you start growing your email list?  
 
Well for starters, you need to have people coming to your website. More on this 
in the next chapter... 
 



But once you do have people coming to your site, you want to have something of 
value to give away in exchange for your visitor’s email address. 

This is oftentimes called an opt in giveaway, and it’s a piece of content – an 
ebook or a PDF download of some sort – that hits home with your avatar: when 
they read the title, they want it instantly and are more than happy to give up their 
email address in exchange. 

You also want to give them a compelling reason to stay on your list, so rather 
than just send them a giveaway and then never reach out to them again, take the 
time to set up an auto responder welcome series that introduces your email 
subscribers to your business and what they can expect as a subscriber. 

One email a week is a good place to start. 

Your auto responder series might include emails that answer the following 
questions: 

Who are you? 

What do you have to offer your subscribers? 

Why should they care? 

What can they expect in the future? 

Here’s an example of a site with a great opt in giveaway: Jill & Josh Stanton’s 
Screw The Nine to Five 

http://screwtheninetofive.com
http://screwtheninetofive.com


 
 
Jill and Josh are speaking directly to their avatar with their opt in copy: 
 
Make Monday your favourite day of the week! 
 
They know their avatar’s biggest pain point is getting out of their 9 to 5 and into 
entrepreneurship, and so giving them the opportunity to turn their least favorite day into 
their favorite day is definitely going to appeal to them. 
 

4. About page 
 
I’m sure you’ve heard this more than once, but it really is absolutely necessary to 
have a well-crafted About page.  
 
As one of the most visited pages on your site, it’s important that your About page 
speaks to your visitor. This is your opportunity to really connect with them. 
 
The #1 piece of information visitors are looking for when they hit your About 
page: What can you, your site, your products, and your services do for me? 
 
Seems kind of funny that an About page isn’t even really about you, huh?  
 
Well, don’t take that thought too far, because it is supposed to be a little bit about 
you. You definitely want to create the opportunity for your visitor to connect with 
you personally, so don’t be afraid to share your unique personality and a bit 
about your background. 

 



Some ways you can do this are to include things like: 

Your name and where you live; 

A bit about your family life (are you married, do you have kids?...) 

Some pictures of you doing the things you love; 

A blurb about why you started your business/website/blog 

Here’s an example of a site with a great About page: Amy Schmittauer’s Savvy 
Sexy Social 

Amy’s about page speaks directly to what she has to offer her visitor – and in the 
process, it tells them about who she is.  

A great About page will combine the two seamlessly. 

5. Contact page

Of course you want people to be able to get in touch with you! 

Your Contact page should include an email form (or just an email address they 
can use to get in touch with you), any applicable information about your business 
(location, your terms & conditions, and the like), along with your social media 
handles so people can connect with you. 

Here’s an example of a site with a solid Contact page: Greg Hickman’s Mobile 
Mixed 

http://savvysexysocial.com
http://savvysexysocial.com
http://mobilemixed.com
http://mobilemixed.com


Greg’s Contact page makes it easy for his visitor to do anything they want to do: email 
him, connect with him on social media, or search for content on his site. 

2. Your content
Now that you have your site up and running, you’re going to need to create some type 
of content to share on it. 

The content you create should serve your avatar directly, and ultimately, your avatar is 
looking for something that will: 

1. Solve a pain point they’re experiencing, and

2. Is delivered in such a way they don’t want or need to go anywhere else for it.

Your content – whether it’s in the form of a podcast, blog post, guide, video course, or 
your weekly email newsletter – is what’s going to help people decide if what you’re 
offering is something they want. 

Don’t skimp on your content. 



This is your chance to make a great impression for those who might be visiting your site 
for the first time, and also your chance to provide real value to your audience on an 
ongoing basis, which is ultimately what will get people to stick around. 
 
Once you're able to provide people with the type of content they want and need, they'll 
become loyal followers, and you'll become an authority figure in your niche. 

3. Be social! 
 
People love being on social media; open the doors for them to connect with you while 
they’re there! 
 
Depending on your business, some social platforms may be better than others. Do 
some research to find out where you can make the biggest impact for your business 
before you start creating profiles anywhere and everywhere.  
 

>> I recommend starting your platform out with one primary social media account / 
platform, and then expanding from there. Choose your one platform and make that your 

focus. << 
 
Being active on your social media channels is a great way for you to engage with and 
get to know your audience (and vice versa!)  
 
Posting questions, or even sending out surveys on social media can give you key 
insights into what your audience is truly searching for.   
 
In addition, social media gives you an opportunity to share other people's content that 
you know will benefit your audience. Doing so helps you build strong relationships within 
your industry (by sharing and supporting others’ content), and with your audience (by 
delivering value to them – regardless of whether it’s your own or someone else’s.)  
 
Don’t feel overwhelmed by this step of creating your platform. It’s important to start with 
a single social media platform and focus based on where you know your audience is 
and where you’re willing and able to commit your time to being, too. This will ensure 
you’re able to make the biggest impact while still having control over your platform. 
  
A quick example: if your audience isn’t on Pinterest, then why create a business profile 
there? Start with one, and then you can continue to grow your social media platform 
from there. 
 
Be smart with your time and resources – you only have so much of them.  

4. Leverage multiple mediums  
 



Leveraging multiple mediums is a strategy that will spark your exposure and jumpstart 
the growth of your audience, which is why I like to include this as one of the four main 
elements to creating your platform. 

What’s a platform if no one knows about it? 

We talked earlier about actually getting people to your website, and leveraging multiple 
mediums is what will help you do just that. 

So what does leveraging multiple mediums mean, exactly? 

Essentially, it’s about being seen in several places instead of just one. 

As an example, let’s say that you’ve created a website and your main medium to share 
your content with your audience is via a podcast. 

But just because your main medium is your podcast doesn’t mean you can’t share that 
content across multiple mediums (instead of just one) in order to reach a wider 
audience and gain exposure. 

So instead of just publishing a podcast episode and having that episode show up in 
iTunes, you might also post a show notes page on your website, a video teaser on 
YouTube, and advertise the episode on social media. 

The benefits are endless: by leveraging multiple mediums you’re able to reach a wider 
audience, more people find value in the content you're providing, and all the while, 
you're build even more authority and credibility in your niche. 

Plus, leveraging multiple mediums to publish your content doesn’t mean double or triple 
the work. Finding ways to repurpose your content on multiple mediums is becoming 
increasingly popular, and it’s a smart way to maximize the content you’re already 
spending time to create. 

My podcast, Kate’s Take, is a perfect example of this: instead of just publishing blog 
posts and leaving it at that, I also leverage this content to record podcast episodes, 
social media posts, and I’ve even turned a group of posts into a book that I’ve self-
published on Amazon (oh!... that’s the one you’re reading right now!) 

Time to take action! 
Now that we’ve covered the 4 main elements of creating your platform, you have all the 
necessary steps to forge ahead with growing your audience. 

But before we move on, remember that your platform isn’t something you create 
overnight; it takes time and is something that will continue to grow and evolve overtime. 

http://www.entrepreneuronfire.com/blog


 
A great place to start is to think about what each of these elements might look like for 
you and your business, and then, over the next several days (or weeks depending on 
your schedule), start writing out a strategy and plan for how you're going to implement 
each of these elements. 
 
>> Go ahead! Write out your platform strategy so you have a reference for what steps to 

take next based on the elements we covered in this chapter! << 
 
All right – let’s talk growth!  
 
Now that you have your platform, it’s time to start building trust and loyalty through 
consistency so that you don’t just have a 1-time visitor to your site, but a lifetime fan. 
  



Chapter 7 
How to build trust and loyalty through 
consistency 
 
Consistency is one of the simplest, yet most under-utilized techniques in existence for 
building trust and loyalty with your audience – an integral step in the process of moving 
your leads from not knowing who you are, to eventually buying from you. 
 
Wait – if consistency is really that simple, then why don't more people just do it? 
 
Great question. 
 
It’s because we’ve become really good at making excuses.  
 
Being consistent with creating valuable content that serves your audience takes a lot of 
planning, researching, listening – and above all, it takes time. 
 
It requires that you make sacrifices and that you stretch yourself – challenge yourself to 
do things that, yesterday, you might have not even thought were possible. 
 
That’s why more people don’t just do it. 
 
Good news is, consistently creating valuable content – whether that's a blog post, a 
podcast episode, or even creating value through coaching or being a great leader – is 
something you can choose to commit to. 
 

What’s consistency for you? 
 
Not everyone’s consistency is going to be the same. What’s consistent for one business 
might be very different for another. 
 
The best way to determine what your consistency should be is to:  
 

1. Be honest with yourself about how much time you’re willing to commit to 
creating valuable content, and  
 
2. Ask your perfect customer what they want.  

 
Remember, you’re creating this for your perfect customer – do they want to consume 
content daily, or is one time per week enough?  
 



Whatever you decide, consistency is defined by repetition on a specific basis: daily, 
weekly, bi-weekly – it’s up to you to decide. 
 
Let’s look at how consistency in your business can help you build trust and loyalty by 
walking your potential customers through 4 stages. 
 

Consistency’s 4 Stages 
1. Consistency builds trust 
 
Once your perfect customer discovers you, they’ll grow to expect whatever you’ve 
established as the norm: your consistency. 
 
If that’s a daily podcast, and suddenly three days go by without you publishing an 
episode, that will affect their trust in you and what you’re promising to provide. 
 
Conversely, if you continue to provide content on a consistent basis, then your audience 
members will start to make coming to you a habit based on what you’ve promised them.  
 
They’ll trust that you will continue to provide. 
 

2. Trust easily funnels into loyalty 
 
If someone can’t trust that you’ll provide him or her with the content they’re looking for, 
then they aren’t going to continue coming back for more. 
 
But if you're consistent – and let's say being consistent means you launch a weekly 
podcast – and you continue to publish an episode every single week on Wednesday’s, 
then your listeners begin to trust that they can go to you for content.  
 
They also know when they can go to you for that content. 
 
They’ll start to make coming to your site a part of their routine, and in doing so will 
become loyal followers. 
 
Guess what?...  
 

3. All the while, you’ll be building momentum 
 
The more content you publish, the more content your audience will have to consume.  
 



When someone finds your podcast, whether you launched two weeks ago or two 
months ago – if they like what they hear – they’ll be downloading ALL of your episodes, 
not just the most recent one. 
 
This creates momentum for you, for your business and for your content. 
 
Once you're in that flow of creating consistent content, you'll also begin to receive more 
consistent visitors. And once you start to receive more consistent visitors, you'll want to 
create more content for them. The more valuable content you provide them with, the 
more likely they are to tell their social networks about you, and so on. 
 
Notice I continue to refer to your content as valuable content. This is, of course, an 
integral piece of the puzzle. And just because YOU think it’s valuable, doesn’t 
necessarily mean that others do, too. 
 
This is why finding your perfect customer (Chapter 3) and nailing your niche (Chapter 4) 
is so important. Knowing these two things is how you’ll also KNOW that what you’re 
providing is valuable. 
 

4. Enter: engagement 
 
Once word starts going around about your content (whether it be a podcast, a blog, or 
videos), people are going to want to start engaging with you. With that solid platform 
you've been building, it's going to very easy for them to do so, right? =) 
 
They'll want to connect with you – get to know you and get to know your business more 
intimately. Don't be shy – invite them in! 
 
The engagement part is where it really starts to get fun. This is when you'll have the 
opportunity to start connecting with your audience one-on-one, and that is SO 
important. 
 
Okay, so your consistency has helped you build trust, loyalty, momentum and now 
you're starting to engage with your audience. 
 
But what if after you've already started, you realize that you've bit off more than you can 
chew? 
 
It happens. 
 

In any case, just be honest with your audience 
 



Your audience deserves to know what’s going on, so just tell them. This could also help 
confirm that trust you've been building with them. This is true no matter what your 
content might be.  

Let’s say you’re starting a daily blog, and you come out of the gates ready to go. But 
after a couple of months, you realize that a daily blog just isn’t working for you, not just 
because it’s a lot of work, but because you realize you’re not producing quality content 
every single time; plus, your audience barely has the time to read a daily post from you 
anyway. 

As long as you've tested and have proof that decreasing your consistency will lead to 
better results, then it’s the right move to switch it up. 

In fact, this is exactly what I did with the EntrepreneurOnFire blog. 

I started out daily, and shortly thereafter realized that not only was my content suffering, 
but our audience just didn’t have the time to read everything. 

After testing what would happen if I spent more time promoting the great content I was 
writing, and publishing just twice a week versus every single day, I found that my posts 
got MUCH more engagement, and the quality of my writing was a lot better. 

You can check out how I announced this change to our audience here. 

So remember, being consistent is very important in building trust, loyalty, momentum 
and getting that engagement going. This is what will help spark your business growth. 

I encourage you to really take some time to think about what you want your consistency 
to be, because unless you have tested and proven reasons for switching it up, it could 
reflect negatively on both your brand and your following. 

Consistency – check! What’s next? 
Well, I’m excited that you’re fired up about our next stop, because so am I! Keeping in 
line with our theme of growing our audience, let’s take a look at 5 ways you can start 
building your email list. 

http://www.entrepreneuronfire.com/blog
http://www.entrepreneuronfire.com/frequency-of-blog-posts/


Chapter 8 
5 Ways to build your email list 
 
You’ve got your platform started, and you’re familiar with the importance of building trust 
and loyalty through consistency, so now let’s talk about some ways you can be building 
your email list in order to stay in touch with the audience you’re growing. 
 
The powerful thing about an email list is that it’s the only direct connection to your 
audience that you own.  
 
Facebook likes, Twitter followers – those could all go away tomorrow, but your email list 
is YOURS, and there’s not a more intimate way you could be connecting with your 
entire audience at once than inside of their email inbox. 
 
So let’s look go over 5 ways you could be building your email list right now. 
 

1. Create meaningful and unique content 
 
I know, I know, you're probably rolling your eyes right now and thinking to yourself, 
"Ugh, that's what everyone says..." 
 
Perfect, then you're hearing it one more time from me – because it's true. 
No one is going to opt in to your email list unless you give him or her a reason why they 
should. 
 
The reason why they should? 
 
Because you're sharing meaningful and unique content that is exclusive, plus it’s 
valuable (to them), consistent and free. 
 
When you're creating meaningful content that people can’t find anywhere else, and it 
reaches and touches them (via social media, through a Google search, in an email from 
a friend), they're going to want more.  
 
Enter: your email list.  
 
Your email list is an opportunity for you to offer even more free content or updates that 
are exclusive to your subscribers. 
 

2. Have a strong Call To Action (CTA) 
 



Phrases that DON'T work: 
 

Stay up to date! 
 
Get weekly updates! 
 
Join our list! 

 
None of these phrases tell me what I'm going to get or why I should care. Stay up to 
date on what? Join your list why? 
 
Phrases that DO work... Well, how about I just show you? 
 
From Pat Flynn's Smart Passive Income site: 
 

 
 
From James Clear's site: 
 



 
 
From Jill & Josh Stanton's Screw the Nine to Five site: 
 

 
 
Notice how every single one of these opt in opportunities gives people a reason why 
they should click the button and give up their email address? 
 
In each of these examples they're making it extremely obvious that there is big value 
being offered up in exchange for their email address.  
 
Give your visitors what they want. 



3. Create multiple opportunities 
 
Setting up multiple opportunities for your website visitors to opt in will increase your 
chances of this happening because you’re allowing it to take place when it’s convenient 
for them – not forcing it on them in just one place. 
 

Multiple opportunities might include (but are not limited to) a: 
 
Welcome gate 
 

 
 
Sidebar opt in 
 



 
 
Content upgrade on your blog post or podcast show notes 
 

 
 



Pop up box 

Offering your visitors multiple opportunities throughout your site allows them to opt in 
when they want to. 

4. Host a Webinar or Workshop for your community

Another great way to start growing your email list is to offer up a free Webinar or 
Workshop on a topic that you know about and regularly talk about in your content. 

We started hosting a free, live Podcast Workshop in October of 2013, and we hosted 
that free, live Podcast Workshop at least one time per week for all of 2014. Sounds 
pretty crazy, right? 

Well, what's crazy is that we now have a segmented list of subscribers to our Podcast 
Workshop that we KNOW are interested in podcasting, and it's 16,000+ people strong. 

Wondering what type of Webinar or Workshop you might run for your own audience? 
You can sign up for our Free 10-day Course that will teach you everything you need to 
know about how to Create and Present Webinars! Just visit TheWebinarCourse.com! 

5. Paid ads

http://thewebinarcourse.com


Running paid ads on Facebook, YouTube or any other 3rd party site is something you 
have the potential to do with success; but it also takes time and patience to figure out 
how it will best serve you and your business. 

There are several online resources that will help teach you the ropes of leveraging paid 
advertising on social media platforms, like Rick Mulready's opt in giveaway on his home 
page, which focuses on FB ads. 

You can also learn a fair amount from the social sites themselves, like through 
YouTube's Get Started series for how to leverage YouTube ads. 

A couple of ideas for what types of ads you might run: 

Ads to free content on your site (like a blog post) that has a content upgrade offer 
as the call to action that people have to opt in to receive.  

Ads to a Webinar, Workshop or Q&A session you're hosting that requires an opt 
in to sign up. 

A native video that teases your next podcast episode and links to a show notes 
page with an opt in as the call to action once they land there. 

Growing an email list takes time 
Growing an email list takes time, and you need to start caring about what your audience 
cares about in order to start building it, otherwise there won't be a reason for them to 
subscribe.  

So first and foremost, you need to find out what it is your audience really wants and 
needs, then deliver that to them on a consistent basis so they’ll continue coming back to 
you for more. 

Wondering how to actually get more traffic to your website so you have someone to opt 
in to your email list? Perfect, because next we’re going to be talking about growing your 
audience through podcasting. 

http://rickmulready.com
https://www.youtube.com/yt/advertise/en-GB/get-started.html


Chapter 9 
How Podcasting can help you grow your 
audience 
 
When John launched EntrepreneurOnFire he had zero online presence, zero credibility 
and zero connections in the industry.  
 
Through the podcast John was able to not only grow a loyal audience, (who we lovingly 
refer to as “Fire Nation”), but also a full-on sustainable and successful business, and we 
want to share how podcasting can help you grow your audience, too. 
 
Even if podcasting isn’t going to be your main medium for content, it can still serve as a 
powerful extension of your marketing efforts to attract new leads and customers to your 
existing business. 
 

>> Interested in starting your own podcast? Check out our FREE, 15-day email and 
video course: Free Podcast Course << 

 

5 Ways podcasting can help you grow your 
audience 
1. Offers targeted, on-demand content 
 
With a podcast, you get to choose what you want listen to. That means you can 
target your perfect customer very easily. 
 
Do they like to cook? Are they interested in kickboxing? Do they sell products on Etsy? 
Do they want to learn how to plant flowers? Grow their business? 
 
There is a podcast that talks about every one of these things, and it’s available to them 
anytime they want it. 
 
Best part is, because podcasts are audio content, you don’t have to say no to what 
you’re doing right now to be able to listen to a podcast: driving, working out, on a walk, 
folding laundry, cooking... 
 
YOU could be the one filling that void for your perfect customer by creating a podcast 
around the content that matters most to them.  
 

http://freepodcastcourse.com


2. Authority and credibility in your industry 
 
Building authority and credibility in your industry or niche is important for a number of 
reasons. With all the noise out there, it's easy for people to find the information they're 
looking for without having to look very far.  
 
What's going to make your business successful?  
 
YOU being the one to give them exactly what they're looking for. 
 
Creating a podcast gives you instant authority and credibility in your industry or niche 
because you're providing valuable information to your audience that they're looking for.  
 
If you're creating quality content that your audience wants and needs, then your 
audience WILL continue to grow, and they'll start coming to you for advice and insights 
as oppose to someone else.  
 
Use the platform that podcasting offers to reach your audience and to give them what 
they want. Once you do this, you'll have loyal fans who know they can come to YOU for 
the information they're looking for. 
 
Don’t feel like an expert yourself? That’s the beauty of podcasting. With an interview-
based show you don’t have to be the expert – you can invite the experts on and have 
them provide the value! 
 

3. An intimate connection 
 
Imagine a platform that not only allows you to deliver the quality content that your 
audience is looking for, but that also allows you to speak to them every single day (or 
however often you publish your podcast).  
 
When people hear your voice, there is a different type of trust that is established. They 
aren't just reading words on a page – they are hearing the passion in your voice for the 
content you're delivering.  
 
Just think: thousands of people hear John's voice every single day when they listen to 
EntrepreneurOnFire. They start to recognize his voice, and they start to feel like they 
know him. 
 
Building trust with your audience is so important, and that's why it's key to remember 
that you need to stay true to your word.  
 
The consistency you deliver and the resources and recommendations you provide to 
your audience are all part of establishing a solid relationship and building that intimate 
connection. 



4. It’s FREE
I saw your eyes get a little bit wider just now... 

That's right, podcasts are FREE. 

There is not one podcast in the iTunes or Stitcher store that isn't free (unless it’s turned 
into an album).  

It's not like going on Amazon and having to purchase that eBook you just heard about – 
all you need is an Internet connection to be able to download or stream an episode, and 
you're good to go. 

What this means is that your listeners are receiving expert advice from individuals (like 
you) in any given industry at no cost. They don't have to go searching for it – it's right 
there in iTunes and on Stitcher. 

This idea of giving away free content tends to freak people out a bit. I’ve heard this from 
a lot of people: 

What if I’m giving away too much free content? 

Not possible. 

A quick example I like to use here is what we recently created here at 
EntrepreneurOnFire: Free Podcast Course. 

Free Podcast Course is a 15-day email and video series that costs exactly $0 – it’s 
completely free. All we ask for is an email address (and any time you’re giving away 
content for free via your own platform – like your website – you should be asking for an 
email address, too!) 

So, how does this free content help us generate income if it’s free? 

Well, for starters, it has helped us build a segmented list filled with only those people 
who are interested in podcasting – nearly 11,000 subscribers and counting as of today. 

Secondly, this email and video series leads into our flagship product and community, 
Podcasters’ Paradise. 

Free Podcast Course allows us to give massive value to a large number of people for 
free – all automated – and as a result, helps us gain trust, credibility and build a 
relationship with our audience.  

http://freepodcastcourse.com
http://podcastersparadise.com


Since creating Free Podcast Course, we’ve had over 453 new members join 
Podcasters’ Paradise who have also been a part of the free course. That’s an invoice 
total of over $540,000. 
 
That is the power of free content. 
 
We’ve also heard from several of our members in Podcasters’ Paradise that they can 
attribute tens of thousands of dollars in revenue directly to their podcast.  
 
Their perfect customer tunes in to the free, valuable content they’re providing; finds out 
about them for the first time as a result of tuning in; goes to their site to find out more 
about them and what they have to offer; and then becomes an actual paying customer 
and a loyal follower. 
 

5. Accessibility & reach 
 
You can listen to podcasts from your Smartphone, tablet, laptop, TV and now even from 
the dashboard of your own car. That's a lot of options! 
 
When Apple created a separate, stand-alone app for Podcasts they opened a door for 
you to easily stream and/or download episodes and take them with you anywhere you 
go.  
 
You also now have Stitcher Radio, who allows you to stream podcasts straight from 
their mobile app. And now that several car manufacturers are starting to include podcast 
stations right in the dashboards of cars, you truly have access to podcasts no matter 
where you are. 
 
EntrepreneurOnFire is downloaded in over 145 countries around the world, proving that 
we live in an incredibly tech-savvy world where Internet connections are no longer rare.  
 
You can publish a podcast in California at 5am on a Tuesday, and within seconds that 
podcast is accessible to people in Japan, Australia, England, Africa – all around the 
world.  
 
Podcasting has a worldwide reach, and the globe is the limit. 
 
Not to mention that today, our grandparents own iPads and have email addresses. Our 
nieces and nephews are grabbing for our Smartphones so they can play games, and 
they talk about Words With Friends like it's old news. (Okay, so maybe it is old news…) 
 
Technology is no longer a "Gen Y thing". It's an "every-Gen thing", and you could be 
reaching practically anyone in the world with the power of podcasting.  
 
How’s THAT for business growth? 



 
Podcasting is one of the many mediums you could be leveraging to grow your audience; 
you shouldn’t feel like it HAS to be the one you choose.  
 
Podcasting isn’t right for EVERYONE, so take some time and ask yourself: is 
podcasting the ONE thing I want to focus on right now? 
 
If no, that’s okay. Choose your ONE thing and you can always revisit other options later 
down the road. 
  



Chapter 10 
Leveraging joint opportunities in your 
business 
There are several tactics you can use in the online space that will allow you to 
commingle audiences with other leaders in your industry or niche.  

This is an incredibly powerful way to grow your audience, because with each of these 
tactics you’re exposing yourself to a whole new audience who has potentially never 
heard of you before. 

Let’s take a look at the top 3 ways you could be commingling your audience with a joint 
partner, giving you the potential for huge results. 

3 Ways to leverage joint opportunities 
1. Guest posting

Guest posting is incredibly underutilized. 

Are people too lazy? Do they not like to write? Do they "not have the time"? 

I'm not sure what the reasoning behind it is, but between May 2013 and May 2014 we 
found the time to submit over 23 guest posts to blogs within our industry and niche – 
that's nearly 2 per month! 

This helped us increase our email list subscribers by over 300%: we went from about 
5,000 to over 18,000 in that same time period. 

How did we do it? 

Well, I created a step-by-step guide on How to request to guest post, but to put it 
simply, we just sat down and did the work: We researched blogs we wanted to guest 
post on, and then we started pitching ourselves to them. 

Guest posting played a major role in our growth, and without these opportunities, we 
wouldn’t be where we are today. 

When you guest post on someone else’s blog, your content is put in front of a whole 
new audience who has potentially never heard of your before, plus you’ll get a 
“backlink” to your site – good for both traffic and your Google rankings. 

http://www.entrepreneuronfire.com/request-to-guest-post/


2. Guest podcasting
Same idea here as with guest posting. 

Are there podcasts in your industry or niche that are reaching an audience similar to 
yours? If so, start making a list of these podcasts, and then, reach out and see if you 
can be a guest. 

The more people who hear about you, the more likely you are to increase traffic to your 
site and gain exposure for your brand. And the more traffic you have on your site and 
exposure you have for your brand, the more likely you are to continue to grow your 
audience. 

In fact, when John was featured on Pat Flynn’s Smart Passive Income Podcast, we 
were able to track hundreds of email opt ins and tens of thousands of website visits 
directly to that joint opportunity. 

Don’t underestimate the power of sharing your message through others’ platforms. 

3. Online Summits
An increasingly popular way to share information online is to host (or be a part of) an 
online summit.  

What is an online summit? 

An online summit is where a host brings several experts together online – and it can be 
either recorded and released over a few weeks, or it might be live and span just a few 
days – and has them share their experience and expertise with those who have opted in 
to participate. 

Online summits should be focused in their topic, so for example, you might see an 
online summit that is all about email marketing, or about leveraging relationships to 
grow your network. 

Oftentimes online summits are offered for a very low price to the viewer (and sometimes 
they’re even offered for free), in hopes that those who attend the summit will take an 
upsell offer that is put into play either mid-way through, or sometimes at the end of the 
summit. 

The reason why online summits are so powerful in terms of leveraging joint 
opportunities will vary depending on whether you’re a participant in the summit (one of 
the experts), or the actual host. 

http://www.entrepreneuronfire.com/the-pat-flynn-effect/


 
As a participant, you have the opportunity to share your knowledge with the summit 
attendees (so this could be great exposure for your business to a wide audience who 
doesn’t know you yet), and you also have the opportunity to get to know the host of the 
summit, along with the other presenters. 
 
As a host, you have the opportunity to grow your email list by potentially huge numbers 
because oftentimes you’ll be asking your presenters to drive traffic to your summit opt in 
page (again, exposure to new audiences for you), plus your business name will stand 
behind the entire summit, which could mean a lot of attention for you. 
 
In either case, you’ll be taking part in a huge opportunity to build strong relationships 
with the host, and the other participants (all while exposing yourself to a whole new 
audience with the attendees). 
 

Congratulations on crushing the grow 
section! 
 
Yep! You now officially have the top tactics we’ve used to grow EntrepreneurOnFire 
from zero followers to now over 1 million downloads every single month, and if you 
haven’t already, it’s time to put it to action. 
 
Let’s review what we’ve covered in the last 5 chapters of The Fire Path: 
 

Chapter 6: How to start creating your platform 
 
Chapter 7: How to build trust and loyalty through consistency 
 
Chapter 8: 5 Ways to build your email list 
 
Chapter 9: How Podcasting can help you grow your audience 
 
Chapter 10: Leveraging joint opportunities in your business 

 
If you haven’t already, this is a great checkpoint and an opportunity to reflect back and 
take action, because up next, we’re moving into several chapters that will do a deep-
dive on how to monetize your audience. 
 
Are you ready for this?! Let’s do it… 
  



Chapter 11  
Monetizing through affiliate relationships 
 
We’ve reached an exciting milestone on The Fire Path: from here on out, we're going to 
be talking about strategies that will help you monetize your business – IF you’ve 
followed the last 10 Chapters! 
 
No – seriously. The steps we’re about to cover will not work if you don’t have an 
audience to talk to, so if you’re feeling like you haven’t fully implemented the steps 
we’ve already covered, I encourage you to do so before moving on. 
 
Okay, first up we're going to talk about how to monetize through becoming an affiliate. 
 
Several businesses launch and within days start beating themselves up about what 
products and services they're going to create in order to start monetizing. 
 
The thing they don't stop to realize is that monetizing through your own products and 
services (unless you launched as a product or service-based business to begin with) 
shouldn't be your focus. 
 
I’ve already talked a lot about providing value to your audience above all else, and even 
long after you've created your own products and service, you should still be thinking first 
and foremost about providing value to your audience. 
 
That said, I realize that we all need to make money, which is why I want to give you a 
couple of tips about monetizing through affiliate relationships.  
 
Why an affiliate, you ask? 
 
Because being an affiliate can create passive income that will allow you to focus on 
getting to know your own business better and on building the right products and 
services for your audience. 
 

Being an affiliate can benefit you in multiple 
ways 
 

1. You get the opportunity to build strong relationships with those who you create 
an affiliate relationship with; 
  
2. You start to earn trust and credibility with your audience through offering them 
products and services you know can help them; and 
  



3. You have the potential to start earning passive income. 
 
Okay, so you might be wondering how you even go about becoming an affiliate in the 
first place...  
 

Affiliate relationships typically start out like this 
 
Either you've tried a product or service, or several people who you trust have tried a 
product or service, and they’ve raved to you about it. Because you value the product or 
service AND you believe it can help your audience, you decide to reach out to the 
creator and ask if they have an affiliate program.   
 
Once you confirm that an affiliate program exists, you sign up to be one of the people to 
promote that specific product or service to your own audience.  
 
You might email your list about the specific product or service if it's time sensitive (the 
product or service is a course or a one-time offer), or you might create a widget or an 
entire Resources page on your website to promote the products and services on an 
ongoing basis (if the product or service is always available). 
  

Note: It’s very important that you... 
  

1. Have either tried – or trust others who have tried – the product or service 
(ideally, you’ve tried it yourself); and 
  
2. Know that the product or service will truly benefit your audience. 

  
If both of these things aren't true, then you should not become an affiliate partner. The 
risk is way too high that you'll either ruin a potentially strong relationship with the creator 
of the product or service, and/or you’ll lose trust and credibility with your already-existing 
audience. 
 

Identifying the right types of products and 
services 
  
Remember way back when we started on The Fire Path we talked about how important 
knowing your perfect customer (your avatar) and having a niche are?  
 
This is yet another reason why. 
 



If you know your avatar and have a niche, then the possibilities for products and 
services you can recommend to your audience is endless. 

What types of products and services can help your audience on their journey? What are 
some tools or resources that anyone who is doing what you’re teaching would need to 
have? 

Once you start to promote the product or service, the rest of the process is pretty 
automated. 

Depending on the payout structure, you might receive payment every time someone 
purchases through your affiliate link, once per month, every quarter, or on another 
schedule determined by the creator of the product or service.  

I’m going to share some of the affiliate relationships that John and I have pursued so 
you have an idea of the route we've taken with affiliates.  

Note: the links below are our actual affiliate links, and if you decide to use them, we will 
receive a commission from the sale. 

Given that our avatar is Jimmy, and he’s sick of his day job and would love to take his 
own entrepreneurial leap, we know that the products and services we recommend to 
him have to make sense for someone looking to take their entrepreneurial leap. 

Fizzle 
Fizzle is a community where you’ll find honest online business training from experts, 
along with massive support from the community around you.  

We’ve already talked about joining online communities here on The Fire Path, and for 
those who are willing to make an investment in themselves, Fizzle is a great option. 
You’re not only surrounding yourself with like-minded people for support, but you’re also 
receiving advice and insights from already established entrepreneurs. 

BlueHost 
Everyone who is just starting out needs a website! 

We know that BlueHost provides great service, so why not recommend them to new 
entrepreneurs looking for a great hosting service? Plus, we have a special bonus for 
anyone who uses our BlueHost link to purchase their domain and hosting: 23 Free 
WordPress Video Tutorials! 

http://fizzle.co?aid=2192
http://www.bluehost.com/track/entrepreneuronfire


Quick note: You might think about creating bonus trainings or other additions that will 
“sweeten” the deal for those who purchase through your affiliate link, like the 23 
WordPress tutorials we offer. They may even be videos that the company who has 
created the product or service has created, in which case the only additional work for 
you is to get the company to agree to let you give them away. 

This is a great way to make it a no-brainer for someone to purchase through your link, 
all the while providing additional value to them. 

WPCurve 
Everyone who is just starting out needs a website, but not everyone who is just starting 
out knows how to manage a website.  

Enter: WPCurve. Looking for 24/7 WordPress support? This is your team. 

LeadPages 
Landing pages are an important part of your business for several reasons – first and 
foremost because they help you capture leads through an opt-in form.  

Having an easy online builder that allows you to create beautiful landing pages without 
knowing anything about design or code is valuable, and LeadPages does just that. 

Amazon 
Amazon is great for several reasons, but why we became an affiliate: Our audience 
comes to us asking for recommendations on podcasting equipment, video equipment, 
office and computer equipment all the time. What better place to direct them to than the 
largest online retailer in the world? 

Every time we use our affiliate link to share a product with someone, we receive 
commission for that sale based on the price of the product. 

To check out the Amazon Affiliate program for yourself, just click here. 

Podcasters' Paradise 
On the flip side of being the requester of an affiliate relationship, you can also be the 
one offering an affiliate relationship to help increase sales and awareness of your own 
products and services.  

https://op139.infusionsoft.com/go/johndumas/dumaspcf/
http://link.leadpages.net/aff_c?offer_id=6&aff_id=1132
https://affiliate-program.amazon.com/
https://affiliate-program.amazon.com/


We’ve created an affiliate program for Podcasters’ Paradise that is a win/win for both 
our affiliates and us. 

Note: We’re currently revamping the Paradise Affiliate program; therefore, it’s currently 
closed to new affiliate partners. 

Conferences 
We also request affiliate links from the major conferences that we know will benefit our 
audience (and we know because we’ve been to a lot of conferences!)  

If the conference has to do with building, growing, and sustaining an online business; 
with podcasting; or with social media strategy, then we know to keep our eye on it. 

Affiliate wrap up 
Just to be clear, affiliate partnerships aren't something you create or determine on your 
own. It's up to the person who created the product or service to offer the affiliate 
program so that you can sign up for it. 

For example, we don't have an affiliate program for our Elite Mastermind Tribe, Fire 
Nation Elite; therefore, you wouldn't be able to reach out to us and become an affiliate 
partner for that product because we choose to not have an affiliate program for it.  

You can typically find out through someone's website whether or not they have an 
affiliate program for their products or services. If there is ever a question, don't hesitate 
to reach out to them and just ask.   

Even if they don't have a full-blown affiliate program set up through an automated 
system, they might be willing to set something up with you so that when you refer 
people their way, you can do some type of value exchange. 

Disclaimer: There are several variables that go into participating in, and on the flip side, 
managing an affiliate program, like disclosures. I’m not a lawyer, so don’t take this as 
legal advice, but I do recommend that you check out the FTC Disclosure Requirements 
prior to creating your own affiliate program.  

Choosing your affiliate relationships 
So, what do you think? Are there products and services you use that you think might 
benefit your audience, too?  

http://firenationelite.com
http://firenationelite.com
https://www.ftc.gov/sites/default/files/attachments/press-releases/ftc-staff-revises-online-advertising-disclosure-guidelines/130312dotcomdisclosures.pdf


If so, have you checked out the website or reached out to the creator to see if an 
affiliate program exists?  
 
If you feel you're ready to become an affiliate, then I invite you to take some time and 
really think about affiliate relationships that can give you the three benefits listed above.   
 
Ask yourself questions like:  
 

"Have I used this product or service, or do I trust someone else who has used 
this product or service and who would recommend it?"  
 
"Do I believe in this product or service?"  
 
"Would this be of value to my audience?"   

 
>> Jot down 8-10 possible products or services that meet this criteria, and then write out 

how you're going to approach the creators to ask about an affiliate program. << 
 
This doesn’t have to be a fancy note. Simply saying something like:  
 
“Hi! I absolutely love your XXXX, and I’m wondering if you offer an affiliate program? I’d 
love to recommend it to my audience on my site: EntrepreneurOnFire.com” 
 
YES, I KNOW!! …You’re getting kind of anxious, as any business owner would be at 
this stage in the game – I get it. 
 
That’s why on our next stop along The Fire Path, we’re going to get down and dirty with 
some brainstorming for service creation ideas! 
  



Chapter 12 
Brainstorm: Ideas for service creation 
 
Alright, now that we’ve covered some ways you can start monetizing through affiliate 
relationships, which is a great way to start creating passive income right away so that 
you can concentrate on growing your audience and creating great content, I want to 
dive into brainstorming ideas for service creation. 
 
Why service creation? 
 
When you’re first starting out, it’s likely that you won’t have a ton of resources available 
to help you with creating an actual product, and since service-based offerings are 
typically you trading time for money, it’s a good place to start when your focus is to 
figure out how to start monetizing your business.  
 
What about scaling?... I don’t want to trade my time for dollars anymore! 
 
Yep – we’re definitely going to dive into how to scale in our next chapter when we start 
brainstorming ideas for product creation :) ...But first, it’s important to understand that 
you won’t always be able to scale – not in the beginning at least.  
 
Remember, this is a marathon, not a sprint. 
 
Okay, let’s start our brainstorming out by focusing on: 
 

Finding out what the need is FIRST – what your perfect customer’s pain points 
are; and 
 
THEN we’ll start talking about how to find ways you can create a services that 
can help solve that pain point (solutions). 

 

Find out what the need is first 
 
Ask yourself questions like: 
 

What are some questions or requests that keep coming up over and over again 
when my audience reaches out to me? 
 
What are some of the common themes that my audience gravitates towards in 
response to my content? 
 
What are some of the recurring struggles people are talking about in the online 
communities I’m a part of that are related to my business idea? 

  



Start by creating a list of all the things your audience (or those in your online 
communities) come to you asking about – or for.  
 
What are the recurring themes that come up? 
 
>> Try and make a list of at least 15 things you hear from your audience over and over 

again << 
 

Now it's time to brainstorm solutions 
 
Next, you’ll want to start thinking about ways you can solve the pain points your 
audience is coming to you with. 
 
Perhaps the most common form of service creation is coaching, so that’s definitely an 
idea you might consider. 
 
Some other service-based ideas that might help solve your audience’s pain points: 
 

Taking on parts of a process that your audience doesn’t want to do 
 
Software as a service (SaaS) 
 
A community support forum 

 
Okay, let’s break each of these down so you get a good feel for what might actually be 
involved. 
 

Coaching 
 
Coaching is an amazing service not only because it’s in high-demand, but also because 
it gives you direct access to your perfect customer. While they’re learning from you, 
you’re also learning from them – uncovering new pain points and valuable information 
about what they’re struggling with.  
 
You’re also making a huge difference in people's’ lives, all the while, helping them also 
make a huge difference in others’ lives. This creates a great ripple effect and can be 
very rewarding and fulfilling. 
 
Note: as a coach, above all else, you need to value and respect your own time. Don’t 
undervalue your time, and don’t let others take advantage of you.  
 
Depending on your level of expertise and the amount of credibility and authority you’ve 
built up, I would recommend charging anywhere from $100 / hour to $1,000 / hour (and 
beyond if you’re REALLY good). ;) 



Huge range, I know. But only YOU know what your time is worth. 

If you find that one-on-one coaching is taking up too much of your bandwidth, or you’re 
not able to take on as many clients as you’d like, then you might also consider offering 
group coaching at a discounted rate. 

Taking on parts of a process 
One of the first products John ever created at EntrepreneurOnFire was called Pod 
Platform. It was a service-based offering where podcasters could sign up on a monthly 
recurring fee basis to send John their complete mp3 files.  

Why would someone want to send John their mp3 files? 

Because there are a lot of podcasters out there who don’t enjoy everything that comes 
after recording and editing, like tagging, uploading, submitting, scheduling… Pod 
Platform would do all of that for you. 

There are also several podcasting services out there that will edit for you, create show 
notes for you, find guests for you… The opportunities to create services around certain 
parts of a process that people don’t enjoy doing are endless.  

What parts of a process might you create a service around for your audience? 

Software as a service (SaaS) 
This one is a bit more advanced, and probably not something you’d create if you’re just 
starting out. There is a lot that goes into creating a SaaS offering, and so unless you’re 
a developer or have knowledge in this area, it’s probably not something you’re going to 
look at as a viable option. 

However, if you do have the background (or a team of people who have the 
background), then software as a service might be an option. 

Examples of SaaS products: 

Webinar Ninja (a webinar platform that brings a lot of moving pieces together to 
help you host and present webinars) 

Mobile apps (this might include productivity apps or a podcast app) 

http://webinarninja.co


A community forum 
 
Sometimes all people need is a platform to help them form a community of like-minded 
people who are there to help support and hold them accountable. 
 
You could be the one to create a community forum that you host and then invite people 
into for a monthly service fee or other pay option you choose. 
 

Determining what’s actually viable for you 
and your business 
 
Now that we’ve covered your service creation brainstorming (so you first came up with 
ideas brought to you by your audience, and then you came up with some potential 
solutions), it’s important that you think about which of your ideas are actually attainable 
for you.   
 
If you’re thinking about one-on-one coaching, then how many clients will you actually be 
able to serve? 
 
If one-on-one coaching isn’t an option, then can you offer group coaching in order to 
serve more people at once? 
  

Don’t know what makes sense because you’ve never 
tried it? 
 
Start testing! Everyone’s bandwidth and everyone’s business is different. No one is 
going to be able to tell you what your time is worth or how much time you have – YOU 
decide that. 
 

Here’s another example of how we got started out with 
services 
 
After John launched the podcast and started gaining credibility and authority in the 
podcasting space due to his ranking in iTunes and his ability to land big name guests on 
his show, others who wanted to start their own podcast reached out to him for help. 
 
Their biggest questions were around how they could start a podcast and launch with the 
same type of success that John had. Questions like: 
 

Where do I start? 



 
How do I know what to podcast about? 
 
What should I name my podcast? 

...were among the most common. 

That’s when John realized there was a need for one-on-one coaching when it came to 
his perfect customer’s biggest pain points. They wanted someone to walk them through 
the process. 

So John started offering one-on-one coaching, and that service was one of the first 
ways we started monetizing EntrepreneurOnFire on a recurring basis. 
  
Remember, creating the right service-based offerings is about listening to your 
audience. 
  
Okay, now that we’ve covered brainstorming ideas for service creation, let’s brainstorm 
some ideas for product creation! 
  



Chapter 13 
Brainstorm: Ideas for product creation 
Brainstorming ideas for product creation is almost identical to the process we just 
followed for service creation. 

First, you want to find a need, then a solution. 

Because you already have a list of your audience’s biggest pain points, we can work off 
that same list to brainstorm solutions that are product-based (instead of service-based). 

Some ideas for product-based solutions might include: 

A book 

Info courses (a membership site with video tutorials and resources) 

Physical products 

Mastermind community 

What we did at EntrepreneurOnFire 
Let’s check out how we approached product creation in the beginning here at 
EntrepreneurOnFire to give you a couple of examples of how this might play out: 

John launched EntrepreneurOnFire to provide people with daily inspiration via 
interviews with successful entrepreneurs – inspiration and killer advice that would help 
them take their own entrepreneurial leap.   

In the process, he realized there were a lot of people in Fire Nation who were also 
interested in starting their own podcast, and because of the success he had seen with 
launching his own podcast, they were coming to him and asking questions about how 
he did it.  

Once John sat down and brainstormed some ideas for how he could create a product-
based solution to these questions and recurring themes, he came up with the idea to 
write a book: Podcast Launch.  

Podcast Launch is a step-by-step guide to creating and launching your own podcast, 
and it continues to sell on Amazon even today. We bring in around $100 / month profit 
from selling this book for $0.99 on Amazon. 

http://www.amazon.com/gp/product/B00BJUIT1W/ref=as_li_qf_sp_asin_il_tl?ie=UTF8&camp=1789&creative=9325&creativeASIN=B00BJUIT1W&linkCode=as2&tag=entreprcom-20


You DO have knowledge and expertise to share, and self-publishing on Amazon is an 
incredible opportunity to do so in exchange for money. 

Don’t like to write? Let’s check out how we came up with the 
idea to create our own mastermind community... 

John always thought it would be amazing to create an Elite Mastermind for Fire Nation 
because when he was launching EntrepreneurOnFire, he had a tough time. He wasn't 
surrounded by like-minded people who could relate to him and who could support him 
on his journey (and vice versa). 

Because John was his own avatar, he realized there was a good chance that if he was 
feeling this way, a lot of others in Fire Nation were probably either experiencing – or 
were about to experience – the same feelings. 

So he started out by creating a landing page that talked about the idea of an Elite 
Mastermind, just to confirm that he was right about there being interest out there. 

A few handfuls of people reached out to him and were very interested in what the 
mastermind would include, and also, how they could become a member.  

They were saying things like, "I would LOVE to have a group that I could turn to for 
support – somewhere I could go and know there are people there who I can count on to 
help hold me accountable."  

So, what did John do? 

He created Fire Nation Elite with these pain points as the cornerstone and the 
foundation for what the Tribe stood for: 100% support, 100% of the time. 

Fire Nation Elite wasn’t developed over night, and I really want to stress this here 
because creating products (and services for that matter) isn’t always going to be a 
“quick win”. 

John put up that opt-in page to evaluate interest around November of 2012, and if we 
want to get into some detail here (yes, please!), the interest page was actually for a 
Tribe he was going to call IGNITE. 

Roadblocks, more bandwidth, a lot of twists and turns, and several months later (July of 
2013 to be exact), we launched Fire Nation Elite. 

See, John realized that he wanted to create this Tribe, and there was definitely interest 
out there for it, but he didn’t have the bandwidth himself to do it right. As a result, he 

http://firenationelite.com


waited nearly 8 months to launch the community – once I was on board and we had the 
support to make it happen. 

As you can see from both of the examples above, creating the right products isn't about 
you having all the answers, or you having to go out there and blindly figure out what it is 
you should be working on building. 

Creating the right products and services is about listening to your audience. 

Determining what’s actually viable for you and your 
business 
As with service creation, once you’ve figured out what product creation idea you want to 
pursue first, it’s time to think about which of those ideas are actually viable for you.   

As I just mentioned, when John first had the idea to start an Elite Mastermind, there was 
NO WAY he had the bandwidth to actually make it happen. He knew he wanted to do it, 
but he also knew it wasn't something he would be able to create right away.  

Podcast Launch, on the other hand, was definitely something he could create right 
away, plus it was scalable: he wrote the book and created the videos that accompany it 
one time, and to this day the book is selling over and over again while he’s recording 
the podcast, sleeping, at conferences, and so on.  

When you think about info products (like a membership site with video tutorials, 
resources, a community aspect), know that those take time to create, and that you’ll 
likely have to hire contractors (if not actual team members) to help you manage 
everything. 

Just to give you a quick look, here’s a checklist of the difference software / elements 
that are required when creating an info product (and this all comes after you’ve nailed 
the idea and proven the concept): 

Email marketing provider (Mailchimp, AWeber, Infusionsoft) Video 

recording tool (Camtasia, Screenflow) 

Opt in page (LeadPages, Infusionsoft) 

Sales Page (LeadPages, Infusionsoft)

Email campaign to promote the product (email marketing provider) 

Email campaign to welcome buyers (email marketing provider) 

http://www.amazon.com/gp/product/B00BJUIT1W/ref=as_li_qf_sp_asin_il_tl?ie=UTF8&camp=1789&creative=9325&creativeASIN=B00BJUIT1W&linkCode=as2&tag=entreprcom-20
http://mailchimp.com
http://www.aweber.com/?399871
https://crm.isrefer.com/go/viewdemo/a56147/
http://telestream.ojrq.net/c/39137/36262/1255
https://www.techsmith.com/camtasia.html
http://link.leadpages.net/aff_c?offer_id=6&aff_id=1132
http://link.leadpages.net/aff_c?offer_id=6&aff_id=1132
https://crm.isrefer.com/go/viewdemo/a56147/
https://crm.isrefer.com/go/viewdemo/a56147/


Membership site / platform (Wishlist, Customerhub) 

Video hosting service (Wistia, Vimeo) 

Payment processor / merchant account (PayPal, Stripe, Gumroad, Authorize.net) 

Order form / marketing platforms (SamCart, WooCommerce, Infusionsoft) 

Community forum (BuddyPress) or Facebook group 

That said, John and I created and launched Podcasters’ Paradise in probably about 2 
weeks time (of course, we’ve been adding to it and evolving and improving it ever since, 
but just to get it launched, it took about 2 weeks once we had nailed the idea and 
proven the concept). 

So this is definitely possible, but I just wanted to give you an idea of what all is involved. 

The moral of the story: make sure you’re being very realistic with your time, because the 
last thing you want to do is start promising your audience something that you can't 
deliver on.   

Okay, now that we’ve covered how you’ll know what the right types of products are to 
create for your audience are, let’s continue down The Fire Path. Our next stop: Using 
webinars in your business. 

https://crm.isrefer.com/go/viewdemo/a56147/
http://www.woothemes.com/woocommerce/
http://member.wishlistproducts.com/
http://marketplace.infusionsoft.com/app/customerhub-infusionsoft
https://vimeo.com/
http://wistia.com/
http://paypal.com
https://gumroad.com/
https://stripe.com/
http://reseller.authorize.net/application/?id=5559607
https://buddypress.org/
https://samcart.com/


Chapter 14 
Using Webinars in your business 
Webinars are an amazing opportunity for you to provide massive value to your audience 
all while introducing a product or service that you have to offer. 

In fact, when we launched Podcasters' Paradise in October 2013, we spent over 1 year 
doing live WEEKLY Webinars for those interested in podcasting. This not only allowed 
us to share some really valuable, free content around podcasting, but it also gave us the 
opportunity to introduce those on the webinar to the Paradise community. 

During the year that we were doing live weekly webinars for Podcasters’ Paradise, 
which we refer to as The Podcast Workshop, we found that over 80% of our lifetime 
membership sales were a direct result of those live webinars. 

Conversion to dollars? Over $2 million dollars in sales as a direct result of our Live 
Podcast Workshops. 

But how do you actually create and present webinars? 

Great question, and it’s exactly why we created a free, 10-day email and video course 
called The Webinar Course that walks you through how to create and present webinars 
that convert. 

How do you use them in your business? Let’s take a look... 

Ways you can use webinars in your 
business 

1. Free, valuable content
Not every webinar you host has to be you selling. 

In fact, holding free webinars where you share valuable content you know your target 
audience wants and needs is a great way to build trust, likeability, credibility and an 
email list. 

What are some of the topics you cover on your blog, or on your podcast? 

What are some of the most common struggles your audience faces that they’ve 
revealed to you? 

http://podcastersparadise.com
http://thewebinarcourse.com


 
Any of these topics or struggles is the potential topic for a webinar presentation you can 
host with the goal of building trust, likeability and credibility, or as a way to grow your 
email list. 
 

2. Free, valuable content + sales 
 
This is the model we use for The Podcast Workshop. Anyone who wants to come learn 
about how to create, grow and monetize their podcast is welcome to join – for free – 
and they’ll gain a ton of knowledge – no purchase necessary. 
 
The added bonus here is that we do have a community to offer people at the end of the 
webinar that is a logical “up-sell” to the content and value we’ve just provided.  
 
Now that we’ve given people advice and the top ways to create, grow and monetize 
their podcast, we’re going to invite them to join our community that will offer them video 
tutorials on every topic they need to know about, a full resources page with email 
templates and sample documents, a private Facebook group where they can connect 
with over 2,000 like-minded podcasters, plus monthly expert guest webinars AND live 
Q&A sessions with me and John Lee. 
 
Webinars work so well for this because unlike a static sales page that offers no intimate 
connection and few ways to build trust or gain credibility, you can actually turn the 
camera on and look your audience in the eyes. You can talk directly to them so they can 
hear your voice and your passion behind what you’ve created.  
 
This also gives you the opportunity to build scarcity around your offer. For example, a 
discount for those who buy on the live webinar, or added bonuses for those who join 
live. 
 

3. As a bonus 
 
You could also use a Webinar as a bonus you’re offering up to action takers. Whether it 
be for people who have joined your community, or a bonus for signing up for your email 
list, you can offer a live training on a topic you know your audience wants to learn more 
about as an actual piece of bonus content. 
 
We’ve done this with great success on Webinars where we’re offering Podcasters’ 
Paradise or WebinarOnFire: we throw in a bonus Q&A session, or a bonus training via 
live webinar just for those who take action and join our communities. 
 
This is also valuable when you’re doing joint ventures. So if you’re teaming up with 
someone else to present a webinar, offering a bonus webinar session to those who 
purchase or take action on your offer definitely helps sweeten the deal. 



 

4. To build community 
 
Webinars are a powerful tool to create an intimate connection with your audience, and 
they’re an incredible way to start building your community. 
 
Even holding a webinar to “meet & greet” your community is a great way to open the 
door and invite them in. It’s also a great way to bring people together in one place – just 
like an event. 
 
So if you’re doing any type of group coaching, Q&A sessions, or other type of hangout, 
a webinar is a great platform to help you do that. 
 

What else is involved with webinars? 
 
It's important that you have a good email sequence in place when you’re hosting 
webinars, which should include personalized touch points with those who opt in for your 
webinar from start to finish. 
 
Once someone opts in to your webinar, you’ll want to send them a confirmation email 
with details on the webinar: the date, time and where they’ll need to go in order to 
actually attend, along with the details of what will be covered.  
 
Your confirmation email might look like this: 
 



 
 
Then, depending on how far in advance someone has signed up, it’s a good idea to 
have a mini-training, or at least a worksheet download they can grab to bring with them 
to the webinar. This might happen a day or two after they opt in, and at least one or two 
days before the actual webinar. 
 
We typically recommend advertising your webinar anywhere from 5 – 7 days in 
advance, but it shouldn’t be more than that, otherwise people tend to forget or lose the 
excitement to attend they had when they first signed up. 
 
Then, you’ll also want to have at least 3 reminder emails set up to go out to them: 1 the 
morning before the webinar, 1 the morning of the webinar, and 1 that goes out 15 
minutes prior to start. Here’s what our reminder sequence looks like in Infusionsoft: 
 



 
 
These reminders are integral, and should be optimize to make it as easy as possible for 
people to attend live. 
 
The post sequence is also important, especially if this is a webinar where you’ve offered 
something: a membership or other product or service. 
 
Your post sequence should consist of at least 3 emails: 1 that goes out after the 
webinar with a replay link and a repeat of the offer you made on the webinar, 1 that 
goes out the next morning with the replay link reminder and a repeat of the offer you 
made, and 1 that goes out either the next afternoon or the next evening with a “last 
chance” call to action to join the community. 
 
The tricky thing with a post-sequence is that you’re going to want to be communicating 
with different groups of registrants based on the actions they took (or didn’t take) during 
the webinar. 
 
Here’s what our entire Webinar sequence setup looks like in Infusionsoft, including our 
initial confirmation, our follow up emails, our post-sequence and our final offer: 
 



There are some webinar software platforms, like Webinar Ninja, that will help you 
understand who attended, who didn’t attend at all, and who attended but left early. 
These are important distinctions to make in your post sequence since you’ll of course 
be sending these 3 different groups of people different messages. 

Because we’re not able to make this distinction using Google+ Hangouts On Air, we 
simply segment our post sequence by sending those who didn’t buy 1 message, and 
those who did buy another. 

There you have it! Now you have everything you need to start using webinars in your 
business in all different kinds of ways, including The Webinar Course :) 

http://webinarninja.co
http://thewebinarcourse.com


Chapter 15 
How to stay focused, work efficiently and be 
most productive in your business 
Well, if you’ve made it this far, then I KNOW you’re prepared to Ignite ;) 

But don’t think we’re done just yet – this is perhaps the biggest chapter of them all. 

What happens once we’ve been given all the information, resources and tools we could 
possibly need to start creating, growing and monetizing our online business?  

That’s right: we have to tip to scale from consumption to creation and DO THE 
WORK. 

Being able to stay focused, work efficiently and be productive are three of the biggest 
struggles I hear from our audience on a regular basis, and without these three things, 
you’re going to have a really hard time making any progress with your business growth. 

So I thought it would be helpful to close out The Fire Path with some strategies on how 
you can tackle these three struggles on an ongoing basis. 

Staying focused 
Tim Ferriss writes in his masterpiece The 4-Hour Work Week, “Focus on being 
productive instead of busy.” 

I think back to when I was working at the advertising and marketing agency – how easy 
it was to “get stuff done”. I would go into the office, look at my list, take on one task, 
complete it, check it off the list, and then move to next. 

I would go home at the end of an 11-hour day feeling like I had been really productive. 

I’ve come to realize after working on my own that there was one major reason why I 
was able to go home from my corporate job feeling like I had gotten a lot of stuff done: 
someone else was telling me what to do. Someone else was giving me my "to-do" 
list. 

It wasn’t this open abyss of me, myself and I being my only accountability partner. It 
wasn't me creating goals. It wasn't me determining what projects were going to be due 
by this date, and which would be due by that date. 

http://www.amazon.com/gp/product/0307465357/ref=as_li_qf_sp_asin_il_tl?ie=UTF8&camp=1789&creative=9325&creativeASIN=0307465357&linkCode=as2&tag=entreprcom-20&linkId=257BLZGE7IQGBPO6


When you’re just starting out with your business there is a lot of knowledge out there, a 
lot to learn, and a lot of distractions, and it's hard to determine what to work on – and 
when to work on it. But as an entrepreneur, these are decisions and deadlines we have 
to learn to set – and stick to – on our own. 
 

FOCUS: Follow One Course Until Success 
 
When you’re an entrepreneur, it’s on you, and you alone, to figure out what you need to 
do – and how long you’re going to give yourself to do it – in order to be most productive. 
 
This is different for everyone, so there isn’t an exact formula to follow, and it’s no longer 
as black and white as saying you start at 9am and you have until 5pm to get x, y, z (a 
list of tasks dictated by someone else) done. 
 
Before you find your sweet spot for productivity – because it definitely takes time – you’ll 
find yourself feeling very busy, and at the same time, very unproductive. 
 
So what should you do when you fall into that abyss of "busy unproductiveness"? 
 
Learn to FOCUS. 
 
There WILL be days filled with frustration, especially in the beginning. If you’re like me, 
and you’ve grown accustom to a working environment where someone else is telling 
you what to do, then you might find that going at it alone is difficult. 
 
Luckily, there are ways we can teach ourselves to focus, and to be blunt, learning this is 
not an optional thing. 
 
If you’re not able to focus, then a lack of progress (and productivity) will crush your 
business before it even gets off the ground. 
 

A Strategy 
 
There’s one strategy I want to share here that will help you FOCUS and set yourself up 
for maximum productivity, and it starts with setting aside just one hour per week. 
 
Sounds pretty reasonable, right? Here's how… 
 

First: Choose a day 
 
Choose a single day of the week that works best for you to set aside 1 hour to 
implement this strategy. 



 
Okay, do you have your day and your 1 hour time block scheduled? Seriously, actually 
write it on your calendar (schedule it to make it real!) 

Second: Follow these 5 steps... 

1. Write down your goals for the week 
 
This doesn’t have to be an exhaustive list of every single thing you’re going to do at 
specific times each individual day. It might be that your goals for the week look 
something like this: 
 

Read five articles;  
 
Write one blog post; 
 
Learn more about one new system or piece of software you’re not currently 
using, but that has been recommended; 
 
Meet with two potential clients or industry leaders; and 
 
Request a guest post on another blog. 

 
Don’t just think about your goals – write them down. 
 
This is a good habit to get into because it's one way to hold yourself accountable for the 
goals you want to accomplish. 
 

2. Set a time 
 
After you’ve written down your goals for the week, figure out when the best time to 
accomplish these things will be for YOU. 
 
To start, pull out a calendar and block off any times when you have appointments, calls, 
meetings or other commitments. 
 
Then, start by using blocks of time as your “productive periods”. For example, you 
might have an appointment on Tuesday afternoon at 1pm, so perhaps from 9am – 
12pm you can “block” time to start writing your blog post. 
 
Once you have a better idea of how much time you need to complete a task, you can 
start to become more precise in blocking off productive periods for yourself depending 
on the task at hand. 
 



The important thing for you to do during these productive periods is to remove 
any distractions and FOCUS. 
 
Only work on ONE thing at a time.  
 
Don’t get in the habit of being everywhere on your computer – be in one place. That 
place might be Google Chrome if you’re reading articles, or it might be Microsoft Word if 
you’re writing, but don’t let it be both. 
 
Challenge yourself to FOCUS. 
 

3. Set Boundaries 
 
Burning out is easy to do if you’re not careful. Don’t expect that because you’re starting 
a business you have to work 24/7. 
 
Just the same way you block off time to be productive, be sure to also block off a couple 
of 15 – 30 minutes slots throughout the day to step away from your computer, to go for 
a walk, to workout, to chat with a friend, or to just laugh! 
 

4. Revisit your goals 
 
It helps me feel productive when I can physically check things off my list – do you feel 
this way, too? 
 
If so, then make it a point to revisit your list of goals and update them every day. You 
can either mark them a certain percent of the way done, or check it off your list 
completely. 
 
This is also a great way to hold yourself accountable and build momentum.  
 
The more you can remind yourself of the goals you've set, the more likely you are to 
stick to them. 
 
Another helpful way to help hold yourself accountable is to join a small mastermind 
group or online community (we talked about this in Chapter 5).  
 
A mastermind might be made up of just you and one other person, or it might be you 
and 3 or 4 others who you’ve met through an online community you’re a part of.  
 
If you have someone you can check in with daily, weekly or even bi-weekly, that 
accountability is HUGE when it comes to meeting your goals. 
 



5. Repeat 
 
Don't forget this step! It's important to understand that this strategy is not a one-time 
thing, rather something you get in the habit of doing every single week. 
 
If you get to a point where you feel like you've mastered this stuff, awesome! Then I 
challenge you to start doing it daily. 
 

Test it out 
 
Once you’ve gotten the hang of this strategy you can start testing out some different 
scenarios. Everyone works differently, so you should definitely tweak and test this 
based on what works best for you. 
 
For example, maybe you're better at concentrating in the morning, and so setting aside 
a block of time before noon is more effective. 
 
Or perhaps you find that you get more done in the evening. Great! Schedule that block 
of time at night. 
 
You might also try blocking off entire days for projects, or even "theming" your days, 
which is one of my favorite things to do (more on that later in this chapter).  
 

For the pros 
 
Once you're a pro at being productive and know exactly what your schedule will look 
like on any given day, then FOCUS will take on a whole new meaning for you. 
 
Instead of blocking off time to be productive in 2-hour increments, you might sit down 
and say to yourself, "I'm not going to move on to my next task until I have this one 
finished." 
 
It's an amazing skill to have, and I know that if you can learn to Follow One Course Until 
Success by giving yourself productive periods, then you, too, will soon be one of the 
pros. 
 
Being busy is really easy. Anyone can open tons of Word Docs and surf the web 
reading articles and messing around on social media. But not everyone can be 
productive. 
 
Choose to be the one who is. 
 



You know what?... I’m SO into project management, creating systems and processes, 
and finding ways to work most efficiently that I could probably write an entire book on 
this stuff.  
 
But for now, let’s continue this productivity train and I’ll share with you two ways I’ve 
found to work most efficiently on an ongoing basis. 
 

Working efficiently: Theming + Scrum 
 
A few months ago I implemented a simple technique that has helped me become more 
efficient, get more done and make more money in my business. 
 
It's called theming your days. 
 
Whether you love planning and execution or hate it, theming your days can help you do 
both without having to hold actual planning sessions and meetings with yourself every 
day. 
 
So let's talk about how you might implement this concept of theming your days in your 
business. 
 

Establish your themes 
 
First part is simple: what themes are required in your business in order to make it run? 
Or, in other words, what do you do on a regular basis that actually creates your 
business? 
 
Some examples might be: 
 

Creating podcast episodes  
 
Writing blog posts 
 
Emailing a weekly newsletter to my list 
 
Hosting Webinars 
 
Moderating a community Forum 
 
Email 
 
Social Media 
 
Creating videos 



 
...you get the idea. 
 
Now pick 4 to 5 themes that are recurring for you and that, together, create your 
business. 
 

Schedule it 
 
Once you have your themes, create a schedule around them, giving each day of your 
"work week" a theme. 
 
Here's what this might look like: 
 

 
 
You'll notice that the greater part of each of my days has a theme: 

Monday's theme: Writing 
 
Monday's are my writing days, so whether it's a blog post, an email newsletter, or a 
book that I'm working on, Monday is when I'm going to be focusing in on that single 
theme and getting everything I need for that week (or the next) completed. 

Tuesday's theme: Podcasting 
 
Tuesday's are my podcast days, so that means whatever I work on throughout that day, 
it's going to be directly related to my podcast: recording, editing, social media 
promotion, and so on. 
 



Do the work 
 
Two major reasons why theming your days works – why you're able to be more efficient, 
get more done, and make more money in your business – are: 
 

1. You no longer wake up asking yourself, "What should I work on today?" 
 
2. You don't have to re-adjust and re-focus 3 to 4 times throughout the day as 
you jump from one unrelated task to the next. 

 
But theming your days is only going to help you be more efficient, get more done, and 
make more money in your business if you actually do the work. 
 
Theming isn't a way for you to be able to just say you're going to do something. 
 
Theming isn't meant to be used in order to draw up a bunch of plans and then not take 
the first step towards implementing them. 
 
Theming isn't about sitting and thinking about how you don't really feel like doing it… 
 
Just Do The Work. 
 
Get yourself in your theme zone, because guess what?... You don't have to get out of 
that zone when you're working within a theme for an entire day! 
 

What about daily or unexpected tasks? 
 
Of course there are always going to be those daily tasks or "unexpected" things that 
come up – tasks that need to be taken care of right away that you didn't necessarily 
plan for. 
 
Some of your daily tasks might include: 
 

Email 
 
Customer service 
 
Community engagement (social media) 

 
And some unexpected tasks might include: 
 

Creating an invoice 
 
Putting up a LeadPage for an opt in giveaway you've just created 
 



Updating an email campaign with new links 

The daily tasks will remain daily, but with theming you have to become very disciplined 
as to not crush the time you've promised to your daily theme. This might mean using an 
online timer to remind you that 1.5 hours in Facebook isn't necessary going to ensure 
great community engagement :) 

As for the unexpected tasks, once you're in a solid rhythm with your themes, you'll start 
to find that those come up less and less frequently. 

How so? 

Because when you actually stick to your schedule and do what you’ve planned, you 
won't find yourself up against the wall to publish that next podcast episode, blog post, or 
email newsletter like you used to. 

Here's an example 

Every single week, on Sunday, I used to find myself writing our email newsletter that 
was supposed to go out on Monday. Sometimes I'd start it on Wednesday or Thursday, 
but without fail, it was always on Sunday that I found myself finishing it. 

Now that I have an entire writing day, I don't have to break it up like that anymore. 

Given an entire day to write, I'm able to account for anything I need to get done that 
week: blog posts, email newsletter, our Paradise Digest... Whereas before, I'd maybe 
write the blog on Tuesday, the email newsletter on Thursday and Sunday, and the 
Digest on Friday. 

Now that I have a writing day, all of these tasks are accomplished on Monday's – for the 
entire week – which prevents any type of writing "popping up" on my schedule 
throughout the week. 

As for the unexpected tasks that will inevitably come up: set aside a break in your day, 
or perhaps as you're wrapping up your day, to tend to any loose ends you've 
encountered throughout the day. 

Remember: the power of theming is that you're not skipping from one task to a totally 
unrelated one – don't let unexpected tasks break your theme focus. You'll get it done, it 
just might not be for another couple of hours :) 

What about Scrum? 

http://e.ggtimer.com/
http://e.ggtimer.com/


Ahhhhh – yes!  
 
When I started checking out the process and idea behind the Scrum concept, it 
reminded me very much of theming my days. 
 
Scrum takes theming your days to a whole new level: it's more like theming your week – 
or month – which is referred to as a "sprint": a period of time when you're fully focused 
on a single project in order to get it to completion. 
 
The whole idea with Scrum is that you fully focus on a single project (one task at a time) 
in order to go from whatever step you're at right now to step done. 
 
No distractions, no pauses, no excuses. 
 
Here's what the Scrum process looks like: 
 

 
 
Looks like a pretty amazing process, doesn't it? 
 
That's because it is. 
 

How to implement Scrum in your business 
 
Let's first talk about how you might implement this concept in your business. 
 



The plan 
 
The Scrum process starts with you creating a plan. If you have a team you'll be working 
with on the project you select, then they should be involved in this entire process. 
 

What projects do you have in line to complete? 
 
Which of those projects is most critical? (Choose the one you'll work on during 
your first sprint & invite your team – if applicable – to your planning meeting.) 
 
Once you have a project, establish how long your sprint will be in order to 
complete that project. (Set a deadline! Scrum says to choose a sprint anywhere 
from 7 – 30 days in length) 

 
Assign individual tasks to that project. (What is required to get that project from 
where it is right now to completion, and who will handle each of those tasks?) 
 
Given your deadline, how much time will you assign to each of those tasks take? 
(Be specific and as accurate as possible given your deadline.) 
 

The sprint 
 
Once you have your plan in place, you're ready to start your sprint! Logically, your 
planning meeting would be based on your sprint start date; let's say you have your 
planning meeting on Friday, then you would start your sprint on Saturday (or Monday). 
 
Then, every day of your sprint should end with a team (or individual if you're working 
alone) check-in meeting (Scrum calls this a daily Scrum meeting). During this meeting, 
you'll spend 15 minutes max reviewing deliverables: 
 

What did you accomplish yesterday; 
 
What did you accomplish today; 
 
What (if anything) stands in your way of reaching your goal? 

 
During your sprint, you'll focus completely on the task at hand: remember, no 
distractions, no pauses, no excuses. 
 

The review 
 
At the end of your sprint, you should hold two separate meetings (either with yourself or 
with your team). 



No: it is not weird to hold a meeting with yourself. 

The first meeting is a sprint review 

This is your opportunity to actually "submit" (or publish or launch) what you created. 
This is also the time to call out any tasks you said you would finish, but that you didn't. 

The second meeting is a sprint retrospective 

This is your opportunity to improve. In our 2014 Review, John and I covered in detail the 
importance of taking a look back at what has worked for you in the past, and of equal 
importance, what hasn't worked for you. In doing so, you're allowing yourself to double 
down on what did work, and NOT do what didn't work for you in the future. 

I'm not just writing about stuff that "might work" here. 

John and I implementing the Scrum process into our workflow here at 
EntrepreneurOnFire has helped us become more efficient, get more done, and make 
more money in our business. 

A quick example: we used Scrum to create and launch Podcasters' Paradise, a 
community now filled with over 1,800 podcasters who are looking to create, grow and 
monetize their own podcast. 

So whether you love planning and processes or not, I think we can agree in closing that 
you do love building and growing your business. 

Congratulations on crushing the monetize 
section! 
Yep! You now officially have the top tactics we’ve used to monetize 
EntrepreneurOnFire, and if you haven’t already, it’s time to put it to action. 

Let’s review what we’ve covered in the last 5 chapters of The Fire Path: 

Chapter 11: Monetizing through affiliate relationships 

Chapter 12: Brainstorm: Ideas for service creation 

Chapter 13: Brainstorm: Ideas for product creation 

Chapter 14: Using Webinars in your business 

http://podcastersparadise.com


Chapter 15: How to stay focused, work efficiently and be most productive 
in your business 

 

In closing 
 
Thank you SO much for joining me on The Fire Path. I’m grateful you’ve decided to 
come on this journey with me.  
 
And Congratulations! – you’ve just taken a huge step in growing your business: 
you’ve invested the time to learn about the steps and strategies you can take TODAY to 
help move your business forward. 
 
The key to remember now that we’re at the end of The Fire Path is that none of this 
content will matter unless YOU put it into action.  
 

>> What’s ONE thing you’re going to do TODAY  
to help move your business forward? << 

 
>> What’s ONE thing you’re going to do TODAY  
to help you get one step closer to your goals? << 

 
The Fire Path book has come to a close, but your journey to growing your online 
business has only just begun.  
 

Here’s cheers to your business growth! 
 
Want to share The Fire Path Book with your friends and followers? Share the love! 

http://ctt.ec/WC4Qy

