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February 26th 2015 Group Coaching Call 

 
YARO: I'm doing a backup recording on a call recorder as well just in case 
something goes wrong with the conference software.  
 
Okay so, I think I have everything ready to go. We are recording this call. 
My name is Yaro. Thank you for joining this EJInsider/blog mastermind 
coaching call. I can see we already have a room full of people so first of all, 
for those who arrived late, if you would like to ask a question, all you have 
to do is press the five and star key on your dial pad, your phone, your 
Skype. You can do that now and I will see your hand raised. I already see 
one person has done that. Fantastic. So, we'll get started on that in a 
moment and if we don't have any hands raised, I will jump to the email 
questions of which we have several... 
 
As I said before, bear in mind this is a recorded call so anything you say to 
me now will be redistributed to the members. It is a public call so, don't say 
anything that you don't feel comfortable having other people listen into in 
the future. 
 
All right, moving to the first caller, here we go. 
 
Hello caller? We'll just try that again. All right, now you're live. Go ahead. 
 
BRIAN: Hey, Yaro! It's Brian here. How are you doing, man? 
 
YARO: Good, Brian. How are you? 
 
BRIAN: I'm good, man. Real quick, congratulations on your move to San 
Francisco. That's my favorite city in the world. I'm happy for you. 
 
YARO: Thank you. I hope it's as good as everyone says it is. 
 
BRIAN: Yes. 
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So, my question, I hope I don't sound like too much of a broken record. 
This is my first time on a coaching call but, I'm still having trouble picking 
my topic. I have gone through the first couple of videos of the Blog Money 
Finder and I basically kind of came up with the same strengths and 
interests and things that I had before when I talked to you which were all 
very vague. I want to talk about lifestyle design and business and 
marketing and sales and investing and I obviously haven't gone through the 
rest of the program yet to find where the money is and master too in finding 
the sweet spot. I'm assuming that probably will solve the problem. 
 
But, as of this moment, that is still my biggest problem. It's figuring out 
exactly what I want to teach people because I can't call it down. So, that's 
what I wanted to throw out there if you did have any additional advice for 
me on that. 
 
YARO: Well sure. I think all the subjects you mentioned are money makers 
for plenty of other people. It's the narrowing aspect that you have to get 
right. Have you actually helped anyone in those areas? Do you have any 
case studies or people who would say that you are very important to their 
change? 
 
BRIAN: You know, after the coaching call I had with you, I did get one pro-
bono coaching student like you suggested. I'm working on getting another 
and I have had a few coaching calls with him. And so, yes. I could get 
some testimonials if that is what you are talking about. 
 
YARO: I mean, yes. That's for sure but more so for you getting a feel for 
who they are and how you help them. And, when I say who they are, 
demographically and emotionally why they were there with you just to help 
you refine this process because it's, to be honest, the only way you can 
really ever find out and narrow a niche is to spend time talking to the 
people who give you money. As far as I am concerned, there is no other 
way to really get a good hand on. You have to have dialogue with people 
who are willing to spend money for your help.  
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The closest thing you can get to that if you haven't charged is some kind of 
pro bono consulting, coaching, obviously speaking to people face to face at 
events and so on. It's helpful as well but you never really know for sure until 
you put out a check out in front of people and say, "Give me money," for 
help. But, you can get close to something worth testing at least by asking 
those questions. 
 
So, some of these is a bit of having a gut feeling as well like what you feel 
your own personal results are strongest in, where the market is right now 
like some markets have a very sophisticated status. Like right now, if you're 
going to go into something like smartphones, that's becoming more and 
more sophisticated but if you went into something like electric cars, it's 
probably still early days. I'm not saying you go into those kind of markets 
but that sort of shows where the market is. So, you might find it's even 
more relevant for you to jump in to a marketplace that is at just before your 
current level, if you know what I mean, by looking at your own results and 
you've gone this so far, what group are just behind you and are they fairly 
active now. Any of that sort of triggering something in you? 
 
BRIAN: Yes. I think, and tell me if I am right or not, I think I'm getting too 
hung up on this choose your headline, choose your message sort of thing. 
Not that it's that important. I know it's very important but, I think that when I 
choose something, it's going to be my end-all, be-all and it has to be 
perfect.  
 
But, I think what I am getting from you is that I need to take a niche, pick a 
unique, I guess, offer kind of sort of angle to pierce my way into a market 
and then, once I'm there, I can expand and talk about all these other 
aspects that I can go into what I want to teach which is ultimately giving 
people back control of their time so that, they can be in control of their own 
life. Basically, it's still broad but I think I'm starting to understand. 
 
YARO: Yes, we've got a few people, Tor who is in our community as well, 
he's doing time management and productivity and he's gone through a 
process going, "Oh, I want to focus on entrepreneurs and help them do 
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that," and maybe, I just want to focus on bloggers and help bloggers with 
time management. 
 
But, sometimes, like I certainly agree with you, don't focus on the headlines 
and the bullet points as something you have to get right now because that 
never changes. You have to keep changing that. That's an area where you 
always come up with new headlines and often, it's a reflection of your own 
development in your market. Two years from now, you will know so much 
more about the people you'll help. You'll have a much better headline 
possibly because of your different headlines... tweaked it to go after a 
slightly more focused market. I actually think that at the beginning, it's more 
important to get some dialogue happening. You have to get these 
conversations with people as I said, preferably getting to pay you money 
but that can be difficult if you're not even sure what to go out there and 
charge for yet. 
 
So, even anytime pro bono work, attending a conference where the type of 
people you want to help are in attendance and just speaking to them and 
even asking them why they are here because I think you've got what you 
want to do. You want to help people with productivity and to get more out of 
their life and spend less time doing things they don't want to do. But, that's 
obviously a huge market that you can't go into and just say, "Hi, I am a 
productivity expert," unless you've got some massive credibility like you've 
written books, or you've been on Oprah... something like that so, to make 
you stand out until you have something like that then, you really want to go 
out there and say, "I'm specifically the productivity guy for CEOs of Fortune 
500 companies," I'm not sure of that market but, at least that would give 
you a point of differentiation to the other productivity people. 
 
And to me, the only way you'll ever find that out is the two areas you can 
ask. What have you personally done and who you are, so your own story 
will link to other people's stories and then, this dialoguing process with the 
market until you spend enough time getting people to talk to you and 
answer these questions, you won't really know. It will always feel fuzzy. It's 
very frustrating because you're basically trying to pull something out of the 
air and it's not in the air. It's in the heads of the people you want to service. 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 5 

 
So, until you speak to them, you're not going to get the clarity you want. 
 
BRIAN: Okay. This is the highest and best use of my time and this stage is 
to just figure out who my customer is, my customer avatar and just go talk 
to them as much as possible and figure out what they need. 
 
YARO: Yes, I think there is no higher value thing you can do other than 
charging money for that same service if you are already at the point where 
you could charge for something. And, it's not a bad thing to have a process 
where people can buy coaching from you that might sound too generic at 
the moment, like you say, "Hey, I am a productivity coach. You can hire 
me." It just looks like you're having that page there because you at least 
have potential to get a customer and when you're having these pro bono 
conversations, you can always graduate them to some sort of paid 
consulting. That's what I talk about in the Blog Profit Test doing a 15-
minute pro bono call but then, that is actually pre-selling to a one-hour 
coaching service. 
 
As you go through the Blog Money Finder and the Blog Profit Test, I break 
down three different layers of research. You've got your observation where 
you're just watching people, you've got your interactive where you're 
actually asking them questions, and then, you've got charging money for 
something, the conversion test. So, I would work on those three things and 
get as close to that conversion test where you're charging money as you 
can get up to the whole point really of doing, you do observational to help 
you figure out where you want to do interactive research. You do interactive 
research to help you figure out where you want to charge money for a 
conversion test. So, it's trying to get you a little bit further in terms of clarity 
to reach process so that, you can start charging money for something. 
 
BRIAN: Yes, sure. Okay. That definitely helps a lot. Thank you very much. 
You can move on now to someone else. 
 
YARO: No problem, Brian. Feel free to ask another question though if you 
want. Just tick your hands up later on. 
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BRIAN: Okay, sounds good. Thank you, Yaro. 
 
YARO: All right. Thanks for your questions. Talk to you soon. 
 
BRIAN: All right. 
 
YARO: Okay everyone, so if you're new or if you haven't been on a call 
before, you can press five and star and I will see your little question and 
answer hands go up. I don't have any hands up at this moment so, I'm 
going to jump to some of these email questions.  I have a few that have 
been sent in advance. 
 
First one from Lisa from LoveHorsebackRiding.com.  She asks... 
 
"What is a typical open rate for an email list? Is there a target open rate?" 
 
Lisa, there is no typical open rate because it varies based on industry, how 
you build your list, how fresh the list is, that's usually the biggest one, how 
recent, the recency of the subscription because people who recently 
subscribed are more likely to open. 
 
In my experience as an internet marketer, and I'm in a very, very over 
saturated market of making money online, people in my industry tend to 
have quite low open rates. They can have as low as 5% even on their email 
list and still run successful businesses. Mine is usually being closer to sort 
of 10% to 20% to 30% and I clean my list.  
 
So, when I say I do that, I actually delete people or records from my email 
list if they haven't interacted with my messages in like, I think, I do it every 
sort of like three to six months. So, if they haven't interacted in three 
months or six months, then they are cut. And, of course, when you cut the 
people not interacting, your open rate goes up because instead of having a 
thousand people opening from a hundred thousand, let's say that you've 
got a thousand people opening from 50,000 so, it's dropping your overall 
sample size which increases your open rate even though you're not 
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actually getting more opens but it's getting a cleaner list. That's the point of 
doing that. 
 
I have heard of some people getting high almost 100% open rate but that is 
for a very small list usually and very highly qualified people and even 
people who are paying money because they are paying money to be on the 
list so, they are going to open it.  
 
I think if you aim for anywhere between 10% and 40% with the internet 
today, you're doing pretty well. I hope that helps. 
 
I'm going to jump back into a live question since we've got one from a 
caller. So, here we go. 
 
JAMES: Hi Yaro. 
 
YARO: Oh, you're live. 
 
JAMES: James Taylor here. 
 
YARO: I'm sorry, who is this? 
 
JAMES: James Taylor here, how are you? 
 
YARO: Good. Thanks James. How are you? 
 
JAMES: Very well. 
 
Just a quick question on something we're struggling with, just a bit context 
for anyone listening, we have a thriving business offering people online 
assistance to their English pronunciation video-based courses with audio 
and written notes supporting for eleven to fifteen week period.  
 
We created the flagship courses say three years ago now or two and half 
years ago and they're going really well. One of the issues we have in these 
courses is it is priced only about $400 to $500. We don't have that entry-
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level product. We've created these courses so that, they do the job of 
helping a person improve their English pronunciation starting with the 
basics right into the complex series and tailoring based on their intonation. 
 
The challenge we have is creating some sort of an entry-level product 
without re-jigging the whole product offering if that makes sense. So, we've 
got this, the... we'd sell and the basic product which will now lead to 
upgrade to the premium course but, becase the premium course does all 
that job but with some duplicated content and we're just trying to sort of 
juggle around with that. Would you have any observations on that? 
 
YARO: Yes, I actually faced a similar issue back with the first version of 
Blog Mastermind because I didn't have a front end product for that before 
that course and it was my first course and afterwards, I just released back 
end courses again like pretty much, I only had back end courses that were 
over $500 each. And then, I was learning about this funnel. I am going, 
wow, do I want to go and put a bunch of $30 products in front of people? 
Will that possibly cannibalize my sales and my flagship program too? Plus, 
I don't want to re-jig the whole email sequence and so on. 
 
I think, for this, you have to look at segmentation. So, the best way to do 
would be since you have an existing funnel set up, to look at the people 
who don't convert in the existing funnel and put the front end in front of 
them because there's obviously a reason why they don't convert. It's either 
too expensive, it doesn't meet the needs that they've got, they're not in the 
right timing right now to take it so, you can try and understand the reason 
why they are not signing up and you obviously have way more insight than 
I will for that, and then, create something front end for those people and 
see if you can perhaps, even at the end of the funnel, like in the sense that 
they go through your free information you offer them the flagship program, 
if they didn't drop out at the end without having purchased then, start 
showing them some other products to see whether you can bring them in 
as a customer that way. That's one way I suggest you could consider doing 
it and that needs something to change anything in your current system. 
You just add this to the end of it. I know it's a backward spot. You can't 
bring in some new customers and chances are, once they bought the front-
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end product, they might actually then convert to the flagship course later 
on. They are more likely to do so in that case as well. 
 
It's the same something like Blog Mastermind, I could have the products at 
the end of it if they didn't buy Blog Mastermind because it's just out of their 
pricing point. So, I could offer them something that's new, not as 
comprehensive but it's good introduction at a lower price. 
 
The other way is to start setting up brand new funnels so don't again, touch 
the current system you got that's working but create a new product with a 
new email sequence, make the offer. You can upsell your existing product 
to that same group of people.  
 
But, what I would do is be very clear on th segmentation. Like I would take 
one narrow slice of your market whether that's one language or one group 
of people trying to learn one language, something you feel that doesn't 
conflict with your existing program and maybe it's not even serviced well 
with your existing program or as well as people who want help with. 
 
And then, sorry got your phone coming... 
 
JAMES: Sorry, sorry. 
 
YARO: That's all right.  
 
And then, put that out there as basically a separate opt in, a separate email 
sequence, separate offer and funnel the right audience to that group. That's 
actually a new way to become a customer and potentially also buy your 
backend course but, they go through the new front end. 
 
This sounds to me what you don't want to do is have the challenge of re-
jigging your existing system. Is that right? 
 
JAMES: Yes. That's kind of the crack to it and the problem, the biggest 
problem I find is the duplicate content, if that makes sense, the duplicate 
content. 
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YARO: Duplicate content, do you mean free content or content in the 
product? 
 
JAMES: That's content within the product. 
 
YARO: So, this product you've created covers everything [chuckle]. You've 
got nothing else to cover. 
 
JAMES: I know that sounds funny but it kind of does because the products 
we created takes you through the fundamental things you need to know. 
So, let's just say for example writing a whole... or something like that 
probably four or five basic skills that you have to have and of course, our 
flagship product ... But, it's also the only logical place you can start with a 
cheap product. So, we're just struggling a little bit with how to create 
something that cater the interest at a lower price point but isn't a duplicate 
within the flagship course. I know that sounds unusual but we've really 
thought of that for so long. I haven't come up with a good answer. 
 
But, it might be, I think perhaps what we're doing is giving away too much 
in our free product. 
 
YARO: I'm always hesitant to say that because I kind of don't think it's 
possible to give away too much unless you're clearly getting no sales 
because everyone is solving their problem before they reach any product 
offers which is pretty rare especially in a market like yours because it takes 
a while to solve that problem. It's not something you can solve in a week, 
right? 
 
JAMES: Sure. 
 
YARO: I would suggest, it sounds to me like what you need is your 
audience to tell you what they want that perhaps isn't actually talked about 
in this product. 
 
JAMES: Yes. 
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YARO: Because you don't know it yourself already. So, have you done any 
kind of surveying of your customer base? 
 
JAMES: Only existing customers in terms of what can be added to the 
program... We do have this out a year. Actually, we've got a lot of that at a 
time. We can be rather... to look for some sort of clues, yes. 
 
YARO: I find it surprising. I mean, I know the fundamentals don't change 
and once you teach them, they are in the product and then, that's it. But, I 
find that that's strange. You can't find another vertical or another horizontal 
market. What's the next step for people after they've done this course that's 
not covered in the course or what's the step to the left or to the right that 
they don't need the same information but, they have a similar sort of 
background because they can always do that.  
 
With Blog Mastermind, well, I know that I'm not covering the depth of 
product creation and linking products together. I just don't have the space 
to put in that program but, it's a bit too advanced for Blog Mastermind. 
 
JAMES: Yes. 
 
YARO: That's why I have the Membership Site Mastermind. And, I also 
want to do a more lifestyle design kind of product that will have some 
overlap with Blog Mastermind but, not much so, there's a space for another 
product there and I feel like as a person who serves their customer base, 
you should get the feel for that just by how people email you, interact with 
you, ask you questions, where they are coming from. 
 
Maybe they, yes, they have gained the fundamentals from you but, there's 
one other topic that's not fundamental. They want more. They are not 
getting enough depth. 
 
For example, in my market, it's how to choose a topic. We could continue to 
talk about that subject forever because most people who are getting started 
just struggle at. Even just talking to Brian before we spoke to you.  
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JAMES: Yes, sure. 
 
YARO: It's the most common question I get and I could probably have four 
or five different products on this topic selection that's why I decided to 
create one stand-alone, one separate from Blog Mastermind but, if you 
don't have the answer to that sort of research about your audience in your 
head or in your existing sort of experience serving your customers, then I 
think you got to start doing more surveys, start asking more questions, find 
out who they are, where they are coming from, what they are trying to do 
and even ask them what are you not succeeding at even after taking our 
program? Where are you still stuck? 
 
JAMES: That's a really good insight. We've got an idea for another parallel 
product and an idea for an after product. It's just that we will get... and I 
think you've given me plenty of ideas to look for so, thank you. But, it's just 
fill this product with basically $100 entry-level product or $50 or something 
like that. You've given me some good ideas. I'm going to look at that. That's 
to get... Because we get a lot of visits from offshore, in side countries with a  
lot less disposable income and that's where we normally... traffic. 
 
YARO: I have one suggestion for that too. I am actually kind of 
experimenting  with this. Take a slice of this flagship course and sell it as a 
front-end product knowing that it's duplication, obviously. But, pick the 
really big question, maybe the beginner question that everyone goes 
through in your market. Sell that as a $100 product but then, offer them a 
voucher or a gift code to get $100 off or whatever it is of your flagship 
course. So, that's where the duplication isn't uncomfortable because you're 
compensating for that. They are getting the same material plus they are 
getting the 90% rest of the course. It's basically an upgrade. So, here's an 
important for $100 if you want the rest of the puzzle, buy the whole course 
and we'll give you back the hundred you already paid for that first piece of 
the puzzle, if you know what I mean. 
 
JAMES: Yes. I think that's a really simple way of approaching it. Yes, and 
then, it's quite easy to implement as well which is a bit... That's fine. 
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YARO: I personally find the hardest  part of this is not the product. It's 
everything around the product sales page, email sequence, all that 
because testing these ideas, that's the part that takes more time. 
 
JAMES: Yes, right. 
 
YARO: All right, James. Let me know what you get up with this at. 
 
JAMES: Thank you very much. 
 
YARO: No problem. 
 
JAMES: Yes, I will. I"ll let everyone know how we go in the forum. 
 
YARO: Sounds good. Talk to you there. 
 
JAMES: All right. 
 
YARO: All right, thank you, James. I am going to jump to one more 
question from the email so I can work my way through that and then, we'll 
jump back to the live calls. 
 
So, question from Clarentino. 
 
After watching some of your videos in Blog Mastermind about finding the 
best niche to work on, I stumbled upon a well-known niche that is not 
properly served in my country -- Malaysia and the dating niche. The 
number of searches per month on Google Adwords planner is pretty 
decent, 500 searches per month for the keywords "online dating," "dating 
Malaysia," etc. I am planning to create a blog for this market. 
 
Question one, how would you attack or position yourself for this market? 
Question two, would you go blog like creating a large array of dating topics 
or focus on sub-niche like get the ex back? And three, in your opinion, can 
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people still make money in dating? I have to admit that competition in this 
niche is really high. 
 
Okay, Clarentino, first of all, great niche, lots of money, well and truly 
proven and still developing. The fact that we've got so many apps coming 
out about dating and that's still changing, I think that's a market that you 
can do well in and I love the fact that you're going to differentiate yourself 
by going geographically. So, Malaysian dating in particular or you could 
even go more specific. You might want to go Malaysian men or Malaysian 
women dating because you obviously want to start with one of the sexes 
and you can go further than that but that may be the only level of 
differentiation you need. 
 
So, how I would attack that market is to actually, as always, do your 
research. Go and talk to the people you're planning on serving. So, if you 
say it's Malaysian men in their 20s trying to get a date that lead to a 
relationship, I will start talking to them and ask the question, "What are you 
struggling with in this market and what are you hoping to get from your 
dating experiences," trying to find their emotional needs. Just get a deep 
understanding of the audience first. That will help you build everything else 
afterwards. 
 
So, even ask friends or anyone you know who's in that demographic to 
start and keep the dialogue going. And, also do some research. Are there 
any people selling information products specifically to Malaysians or are 
there other Malaysian companies offering dating services, or even online 
dating businesses or applications and so on. 
 
Question two, would you go blog? 
 
So, in this case, I wouldn't go blog to begin with. I would go specific to 
begin with, as you're suggesting in terms of getting an ex back product but, 
I would go with whatever you find out is the most important issue to these 
groups. 
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I remember when I was very, very... like twelve years ago looking into what 
Eben Pagan was doing in the dating niche and his business, his research 
found the number one problem his target audience had which were young 
guys trying to get dates was the act of approaching a woman and getting 
over that fear. That was the number one issue. Obviously, there were other 
problems afterwards but if they can't go up and talk to someone, it's hard to 
do anything more. So, he dealt with that first. He often used that as his 
main marketing angle because that's the main problem going on in the 
heads of his target audience. 
 
So, I would make all of your initial funnel on that. So, if it's approach anxiety 
as it is called, then get that. If it's maybe, how do you or where do you meet 
people? Then, I would focus on that. If it's how to actually how to ask a 
person for a date, how do you do that? What to do on a date? Pick 
whatever you find out in your research is the most important thing and then, 
build your funnel. Build the email sequence. Build the blog and the first 
product all on that and then, you can expand after that. 
 
Last question is can you still make money in this market? 
 
Yes, I wouldn't look at the competition as a bad thing. It's actually a good 
thing because that shows they are making money. If they are still in 
business and they have been for a long time, that means they are making 
money and a lot of the dating companies that are still around now are ten to 
fifteen years old, they are still making money. 
 
So, it's a market. There's definitely a market there. I think like I said, 
because you're going after Malaysia, that's a nice form of differentiation. 
Obviously, I would write it in your language as well. I doubt there's nearly 
as much competition in Malaysian dating as there is in global dating advice.  
 
So, great market and I suggest you go for it if you're passionate about 
helping guys in that market, of course. You have to care about that. It 
would kind of help if you're also pretty good at dating yourself. I don't know 
if you are, Clarentino but it would certainly be helpful if you've got your own 
experiences to draw and talk about with your training. 
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Okay, I'm going to jump back into the live questions. I hope that was helpful 
Clarentino. So, moving on, next live caller. Here we go. 
 
Hello, you're live. 
 
RICHARD: Hello Yaro. This is Richard. 
 
YARO: Hi Richard, how are you?  
 
RICHARD: I am well, sir. I am well. Excited to be with you, guys. I just 
joined the community yesterday.  
 
YARO: Oh wow, you're early. Good call. 
 
RICHARD: [Chuckle] Yes, so a couple of questions. 
 
The first one, I'm having a lot of issues with, just like a lot of your folks here, 
finding a niche, without going over the same stuff over again, I saw that you 
had posted to one of the members in the forum to go ahead and make a list 
and I guess, the members would help me narrow things down. Will that be 
the best start for me right now? 
 
YARO: If you have a list, if you feel you could come up with one, then for 
sure, as we kind of like, I do feel like we've talked about this with everyone. 
There's nothing wrong with that because we all have the same issues on 
getting started. It's finding that sweet spot between that list of what you're 
good at and what you've experienced and then, the next phase is making 
sure that there's a paying audience base for something in that list. And 
then, starting to refine that market. 
 
So, yes. I think self-reflection on your own part, your own strength, step 
one, market research based on that list is step two and then, picking one 
and refining it is step three. 
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RICHARD: Okay, okay great. So yes, I think what I'll do right now is pretty 
much finding what I'm good at. I need to really dig in and discover that but, 
I'll be posting the list. I do have some sort of list right now and some ideas. 
I'll go ahead and post them in. 
 
YARO: Yes, definitely do that. I think the discussion is helpful. 
 
RICHARD: Okay, great. 
 
The second thing is writing itself. What are your suggestions as far as 
bringing them to their habit? I think as far as grammatically and structurally, 
I think I am pretty sound. And so, right at the door, I am going to have a 
challenge with the whole creativity part. I saw it suggested somewhere, and 
this was suggested to start bringing in money. I know it's not a lot which 
was, it's really not my primary goal right now but, I saw it suggested to go to 
the sites such as for example, Infobarrel would be maybe another one to 
just pick something or pick a topic in there and write about it.  
 
I thought that would be two things for me. First of all, it may help you find a 
niche and find out what's close as far as a subject to write on. And, also it 
might just get me into the habit of writing and so, what are your thoughts as 
far as going to sites like that? 
 
YARO: I'm not a fan of publishing content externally to begin with unless 
you're very clear that it's a marketing exercise. If you just want to explore 
your own writing, then I would do it on your own blog. I realize that might be 
difficult if you don't have a subject yet. So, you might feel like you don't 
have a domain name because you can't pick one until you know what your 
subject is so, you can't set up a blog which is fair enough. 
 
But, if you are just looking to practice the writing, I would be more inclined 
to say pick the list of things you've got and choose the one you think is the 
most likely topic for you and actually start writing content on that if you just 
want to practice your writing because at least then, you're building towards 
the outcome you're looking for which is your own platform. That is the 
problem with something like InfoBarrel or Medium is a very current one 
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that's not designed to make money. It's designed just to get exposure for 
your writing. 
 
But, you could go on Medium because you can always take your content 
back from them and use it yourself if you want to. But, I think you're better 
off spending time writing to your own site because you're just starting to 
build the little basic platform there even if the subject turns out not to be the 
subject you end up building your blog about. It's still on your own platform 
like if you go back to my blog archives, I was writing about a different 
company in the first couple of months on my blog and it's still there. And, 
that's fine. It's actually good because it started getting a little bit of search 
traffic, Google knew I existed, things like that.  
 
So, if that's all you want to do is practice your writing, I don't see why you 
need to do it externally. Unless, you are trying to get an outcome from 
something externally like you're trying to bring traffic back to your site or 
you are trying to make money getting paid to write for other sites, that's a 
different story obviously. That's a different strategy as well. So, it's not what 
I got into in certainly not in the first phase of starting a blog. It's all about 
building your own platform to begin with. 
 
RICHARD: Understood and I'm glad I asked. I'll take your advice there. 
 
You mentioned your blog archives, is that in the community? 
 
YARO: Well no, it's publicly in my blog. You can go to my blog and go back 
to January 2005, that's kind of embarrassing for me to be honest but 
there's a lot of my very, very first blog posts there. So, you can see what I 
was writing about at the beginning. 
 
RICHARD: Okay, very well. Since I have you, I might as well ask you about 
one of my ideas here. 
 
YARO: Sure. 
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RICHARD: I know there's a lot of tips you've said as far as coming up with 
a niche or something you are passionate about and I know this is a very 
probably saturated market but, eversince I could remember, eversince I do 
my trip to the first bookstore and I still do it to this day, I go to self-
improvement sections and I've done that for a very long time even actually 
with my son who gave me the idea of maybe starting a blog about self-
improvement books to teach or what's that, um... like reviews, there you go, 
reviews on self-help material. What are your thoughts on that and is that 
pretty saturated also? 
 
YARO: Well, first of all, self-help definitely a great market. So, I would 
certainly encourage you to explore that. There's a lot of money being 
made. I actually think it could be bigger than my own market within the 
make money online industry. It's booming as well. It's primarily thanks to 
everyone trying to improve themselves and questioning me life sort of 
questions. 
 
But, you're asking me about doing reviews. That's a bit different. I would be 
more inclined for you to not focus too much on reviewing because that sort 
of takes you down the pathway of becoming more of a reporter than a 
magazine writer kind of blogger where I'd like you to, I am assuming this is 
why you're looking to build a blog business or an Internet business is to find 
an area where you're going to start directly helping people and delivering 
some kind of coaching or teaching or something along the lines that's value 
derived from your own experience as opposed to reviews.  
 
So, I'd prefer you to spend time. If you decided that personal development 
was your industry, that's the first choice, the top level is personal 
development and then, you want to break that down to, okay, who is it in 
this market and what are they trying to do? Why does this person go and 
get personal development advice? And, that's when you can start breaking 
it down into hundreds of different areas and I'd like you to start refining it. It 
can be personal development for spiritual side. It can be personal 
development for career advancement. It can be personal development for 
better relationships with your spouse. There are so many different areas... 
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financial gains... start looking at which one of those areas you'd want to 
focus on because to begin with, you have to get narrow. 
 
That's that hardest part of this. It's easy for people to say, "I like helping 
people. I like helping people get more time, make more money, have better 
relationships, lose weight..." Those are all money-making topics but they 
are two top level. If you go in at that level, it's very crowded, and if you 
have no background, no history, no fame, no celebrity, you won't stand out 
so, you have to bring it down to a specific group that you can really focus 
on to become a specialist to begin with and then, potentially expand over 
time. 
 
So, your job is to find what area you enjoy enough and feel confident 
enough that you want to continue to spend time exploring in order to 
transfer that knowledge you're gaining plus the experience that you've had 
in the past into value as a specialist for a small but buying group of people. 
That's your job right now to figure out who they are. 
 
RICHARD: Right. Okay, very well. That was a lot of help, Yaro. Thank you 
so much and I hope you safe travels. 
 
YARO: Thank you. I'll just give you one more suggestion since you want to 
practice your writing, the hardest part is headlines. So, check in the forums 
because there is in the training section, there is a headline, basically a 
whole document that myself and Brian Clark put together about headline 
writing and that to me is the area most people struggle with for writing. So, 
that's where I would suggest you practice first. 
 
RICHARD: Okay. Training and then, I'll look for something for headline 
writing. 
 
YARO: Yes. 
 
RICHARD: Okay, very well. Thank you so much, sir. 
 
YARO: No problem. I'll see you in the forums. 
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RICHARD: Okay. 
 
YARO: Bye. 
 
All right. Thank you for the question. I am going to jump to an email 
question. Here we go. This is from Shayla. Shayla asks...  
 
"Should I sell a PDF or an ebook on my website as my first front-end 
product. I will be offering a pre-publishing checklist for authors and I am just 
not sure if someone would pay money for a PDF. But, I want them to be 
able to check off items on their list which a PDF would work great for. Plus, 
as someone being in the publishing world for a while now, I really don't 
want to mess with an eBook at this point. What would you suggest I do?" 
 
Shayla, okay, Shayla, just to clarify, most eBooks are published as PDFs 
so, they are one and the same. So, I think what you are asking here is, 
"Should I create a checklist as a PDF or should I write an entire eBook 
which also would be a PDF." So, we're comparing a checklist to an eBook. 
It's not the PDF that's the difference. 
 
So, I like both. Yes, you write eBooks, it takes more time. Checklists are 
helpful. I would struggle though to see how you could justify a front-end 
product being just a checklist. Most checklists are one or two or three 
pages long. If you don't provide some kind of ancillary training to go with 
the checklist as in how to use it and what it's for, it's hard to justify charging 
for it. I think checklists are great freebies to get people to join an email list 
but not so much for a front end product. I just think you need more 
substantial content to deliver enough value to charge money. So, I would 
ask you that question, if you can say to me that no, no, this checklist is 
really high value and really blows people away and you feel you can charge 
for it, then I bow to your wisdom about your industry. 
 
But, I rarely see just a checklist as a product. I would be more inclined to 
have some training with it in which case, an eBook with a checklist is 
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probably more likely as a product. Different if it was a freebie as a front end 
though. 
 
Happy to talk about that more with you, Shayla. If you want to clarify more 
but, hopefully that was helpful and thank you for your question. 
 
All right, jumping back into the live calls. We've got a hand up. If you 
haven't asked a question yet and you would like to, or even if you have 
asked the question and you still like to ask another one, you can press five 
and star on your phone dial pad or your Skype pad and your hand will go 
up but, I have a hand up now so, I'll jump to that question. 
 
Hello, you're live. 
 
MARK: Hi Yaro! This is Mark here. Can you hear me? 
 
YARO: Yes Mark, go ahead. 
 
MARK: Excellent. Now, I am interested in applying some of your principles 
to direct response marketing so, obviously, I take a lot of these principles 
from direct response marketing, especially from Module 2 or workshop 2, 
the email module where basically, the bakground for me is I'm a workplace 
mediator and and I've gotten some referrals through Google and places like 
that. But, I obviously aim to increase the amount of workplace mediations 
that I do so, I have a pretty good understanding of  what these HR 
managers are wanting to hear.  
 
So, I was thinking I'd direct to a direct mail and email. I don't know, my 
question is, what, out of all the different I guess psychological triggers, 
which ones would you recommend in particular for that application? 
 
YARO: So, workplace mediation. First of all, not a market I know well just to 
clarify with, not having worked in HR. But, I can say that from my 
experience no matter what market as long as you're dealing with human 
beings, scarcity will always be the most powerful trigger -- having a 
deadline, having a limited quantity, having something that they will miss out 
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on if they don't sign up now or say yes now will always push people to take 
action more than any other trigger I've ever come across. So, if you can 
factor that in, I would do that first or do it last in the sequence but make 
sure it's in there. 
 
Outside of that, for me, the other most powerful tool has actually been case 
studies which tend to include more than one trigger so, you've got social 
proof in there. You've got credibility in there and authority in there. You're 
establishing your credibility because of your case study but, you're also 
establishing social proof because the case study shows other people have 
done this and either other people like them. 
 
So, I actually think you can almost get away with just those two as a 
starting point, really good case studies with the scarcity-driven element -- 
and if you wrap that into an email sequence, that can be enough. 
 
That being said, most direct response marketers, especially if you're doing 
direct mail which is as funny as an older technology now but because it's 
not used as much, it tends to stand out more but, it does cost more, I think 
you really want to make sure you're testing this somewhere else first before 
you spend money on direct mail. So, doing emails first and then, trying a 
similar campaign on direct mail would make sense because you don't have 
the upfront cost with email. 
 
And with email, and with direct mail but moreso with email, there's no 
reason why you can't use them all, I mean, you can put in as many triggers 
as you want if you're willing to do a long enough sequence. Some people 
have a yearlong sequence that keeps repeating the same triggers.  
 
For example, a scarcity every three months, for example. You could be 
doing a launch and every three months, you open it and close it, and open 
it and close it. And, a lot of people do that. Some of the biggest players in 
the teaching market will do that once a year as you probably might have 
seen right now on Marie Forleo who's opening up her B School. She does it 
once a year, does a huge campaign, sells multiple millions of dollars, 
teaches the program and that's it for the year basically in terms of 
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monetization. She just continues to do a YouTube channel and write her 
emails but it's really just B School that runs her business. It's a once a year, 
deadline-driven, scarcity, social proof, case studies, all that goes out. 
 
But, it's up to you. You have to decide because you're talking about a 
market that's a bit more corporate. 
 
MARK: Yes. 
 
YARO: Probably you're not used to getting overt sales messages through 
your email the same way internet marketing is in markets that are more 
common internet marketing so, you might want to look at the way people in 
HR currently pay attention to content like how do they interact with this sort 
of content because there's probably some accepted practices and you don't 
want to go against something to the point where they completely ignore 
what you're sending them because it's just is so far out of what they are 
expecting. That being said, they are human beings. Chances are, you go 
through a proper launch campaign over an email sequence. They are going 
to respond perhaps even because you don't sound like everything else they 
perceived.  
 
I'd be very inclined to have you test proper internet marketing. I say 'proper' 
in the sense that it's probably a bit more prolonged, a bit more direct, a bit 
more copywriting than they're used to seeing in their typical sort of 
materials. 
 
But, what I love about it, if you can do this, as you should be learning if you 
go into my program, is being that unique individual and coming across this 
as a person not who's selling but just having a conversation with them. 
Yes, you are selling something but, you're emailing like a friend. And, that 
really breaks through the barriers. I think it's really powerful. They'll want to 
see your messages because you're interesting as a human being. How 
you're telling your stories and talking about your case studies and doing all 
that. And, that's the kind of reaction you're looking for. They don't want to 
perceive you as only trying to sell something. You're an interesting email 
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everyday or every week  for them to get it and that's so good and especially 
in the corporate world because it's so rare. 
 
MARK: Yes. Because I haven't signed up to my newsletter because I had 
been given their email addresses, well I paid for them including the postal 
address, am I allowed to start any sequence or am I only allowed to send 
one email and one direct mail? I am just concerned that if I start sending 
them multiple emails on a sequence that, I guess, they'll get offended 
because they haven't actually signed up to anything. 
 
YARO: Yes, you have to be careful here. You'd want to check the spam 
laws. You've purchased the list, right? 
 
MARK: That's correct, yes. 
 
YARO: I would check... I've actually never purchased a list. I have talked to 
people who have... you have to obviously go into the spam laws. I am 
pretty sure, what people usually do is send one email which then asks for 
the optin to something and that's it. Otherwise, you will become flagged as 
unsolicited email. I mean, technically, you're probably an unsolicited email 
already with the first one that's why... I mean, the reason that the group that 
you bought the list from, they obviously have some rules so they could 
probably tell you, right? 
 
I'm assuming you could check with them what you're allowed to do with that 
list. I know it's different for snail mail, direct mail than it is for email. Sending 
spam through snail mail is still kind of normal, I guess, where it's not so 
much normal or this is not approved on the Internet. People don't want 
unsolicited emails and you can even go to jail for it so, I would definitely be 
careful with the email one. Direct mail probably, I'm pretty sure, the laws 
are a bit more relaxed on that because it's costing you.  
 
So, I don't expect you to just constantly send them junk mail but, I would 
definitely check the rules. But, you want a proper list. You want a qualified 
list that's why I think it makes sense even, not  just for avoiding law issues 
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but you want someone to say, "Yes, I want to join your list." So, getting 
them to double opt in, I think is a good thing. 
 
MARK: Yes, okay. And, just one final way that I was thinking is just to send 
the one email with maybe links to the different, I guess, psychological 
triggers, in terms of like a blog article, for example in my website where 
there's a link to a case study as you say or the author page. That's sort of 
another way that I thought of getting around it through the same in the one 
email having the different triggers to links in that one email. 
 
YARO: Yes, I don't send so many messages in one email because it just 
dilutes. I would just have one really compelling thing you can get if you go 
here and make that an offer so that you can capture the list and then, give 
them what they came for so, email, here's a great case study on how to do 
this. Click here to get it. Enter their email. And then, they get the case study 
immediately and then, you got their permission to continue to mail them. 
 
MARK: I see. 
 
YARO: That's the way I would do it. Yes, if you have four or five points in 
one email, you're going to actually reduce the conversion. It's that paradox 
of choice. Too many options don't do anything. 
 
MARK: Sure, okay that makes sense. So, focus on gaining them on to an 
email list by signing up to it. 
 
YARO: Yes. I mean, long-term, if you want a real business, you have to 
own your own list that has to be qualified. That's how you make good 
money. 
 
MARK: Yes. Okay, thanks a lot. 
 
YARO: No problem, Mark. Feel free to pop in again if you have more 
questions. 
 
MARK: Got you.  
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YARO: Talk to you soon. Bye. 
 
Okay, going to jump to an email question and then, we go back to the live 
questions. All right, this is from Cheddy.  
 
I am now startingworkshop three of Blog Mastermind and have a couple of 
questions. 
 
One, I am aware of the benefits of hiring a virtual assitant to help out on a 
business venture. My first question is with regards to blogging outside of 
the content creation part. What are some tasks a blogger can assign to a 
VA which helps the blogging business grow? 
 
I actually once assigned content creation to a VA, that's the one area 
where I think if you want to be known as the expert then, you probably 
should write your own content. If you're doing a magazine blog where there 
are multiple authors, then, by all means, outsource the writing. 
 
I think the first two core areas I get any outsourcing contracting done is 
always technical, so if you're having issues with tech, blog set up, web set 
up, membership site set up, product delivery, sales pages, all the things to 
do with setting up a business on the internet, technical help is the first thing 
to get help with. I definitely recommend everyone unless you're very, very 
good at tech yourself. 
 
The second thing is the customer support. I think getting emails out of your 
workflow is a great idea. Obviously, you have to do some  email work but 
you should have an assistant as your, I guess, a line of defense in your 
customer support system who then sorting your email, replying to the ones 
they can reply to, flagging the ones for you that only you can deal with. I've 
had that for over fifteen years now. It's one of the prospective productivity 
tips you can have and it's also just relaxing not having to see an inbox 
that's full of hundreds of messages. I don't know how people live with that. 
That's pretty stressful in my mind. 
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So, my inbox goes down to zero almost everyday. Thanks to my assistant. 
So, I recommend that. 
 
Other things are just all those odd outsourcing tasks like transcripts of 
podcasts,uploading files to servers, installing plugins, maintaining plugins, 
all those little technical jobs that can be handled by a VA, there are so 
many different things.  
 
What I actually recommend you do with this though, don't go looking to 
make tasks for a VA that you don't actually need to solve the problems 
you're working on right now. That's why I love the theory of constraints. So, 
if you haven't looked up the theory of constraints, I've got a blog post about 
it on my blog. I also cover it in Blog Mastermind and also my Mindset and 
Productivity e-guide. It simply means, you're looking for the thing that's 
stopping you from getting the result now or maybe, there's tasks required to 
get that and... your business operational. 
 
I would look into those tasks and those are the ones you outsource first 
because that helps to move forward. So, I think VAs should be, especially 
at the beginning, hired and made use to solve existing problems. 
 
Otherwise, you end up creating more problems... need you to feed them 
jobs and that actually takes you away from the work that you need to do. 
The VA at the beginning certainly should be about removing jobs from you, 
not creating new ones so, you have to know what jobs you need to get 
done to get a result today 
 
Question two from Cheddy... 
 
My last question involves the process of having an exit strategy. For 
instance, possibly selling your blog. Is planning for an exit strategy an 
important part of your to-do list when still in the beginning phase of the 
blogging or is it all right to set that aside until your blogging venture has 
become successful income-wise? 
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You're definitely right to think about this early. It is a strategic question to 
answer. In particular... business model you'd go after. If you want to exit 
with profit and have a sale of your company, it's not difficult to do that if you 
built an expert -based blog based on your personal brand which pretty 
much Blog Mastermind is about. It's not a great course if you're trying to 
build a startup that you sell. 
 
It's possible. The best thing you can do if that's your goal is to actually use 
not your own name. Use a pseudonym as the main author of the blog and 
then, when you sell the business, that suit... wit them and they can take 
over that profile without you needing to be the person behind the blog. 
 
For example, it's very difficult for me to sell Entrepreneurs Journey. That's a 
Yaro focused website. I could but I wouldn't get nearly the value that it's 
worth in terms of how much income I derive from it because the new owner 
won't have the same sort of potential to make money without starting well, 
at least, losing a lot of value and then, starting to build it up again. 
 
So, if you go for a magazine blog with multiple authors, you're not focusing 
on information products as much as building up a very large audience, 
making money with advertising, basically doing a magazine like a 
Huffington post or Mashabale or TechCrunch, those big blogs, that's great 
for selling, very hard to get doing that's why I don't really focus on it 
anymore because I just don't think it's realistic for most people to succeed 
at the sort of $100,000 a year level with that kind of business. It's just so 
much harder to get going. 
 
So, that being said, that's great to sell. I think though if you want to go 
down that path, you'll be completely change your strategy. You're not trying 
to build a small audience to sell products. You're trying to build a large 
audience to throw advertising at -- very different strategies, good for an exit 
though. 
 
So, I would think about that either pseudonym, if you want to exit with a 
personal expert blog or choose a magazine...  don't have an exit strategy 
that's about flipping for lots of money. Just think of this, it's a lifestyle 
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business. It's a cashflow source. It's a low-maintenance, very enjoyable 
business that can make a lot of money for you but the money doesn't... it 
comes from running the business. That's the focus with that model. 
 
All right, Cheddy. I am going to move back to a live quesiton. Cheddy, ifyou 
do want to discuss more though, feel free to ask me another question on a 
future call or email or  jump in the forum if you're in the EJ Insider.  
 
Okay, here we go. Next live caller. 
 
ADRIAN: Oh hello, Yaro. 
 
YARO: Oh, hi! 
 
ADRIAN: This is Adrian. 
 
YARO: Hi Adrian, how are you? 
 
ADRIAN: I'm good, thanks. Can you hear me clearly? 
 
YARO: Yes, slight delay but I can hear you clearly. 
 
ADRIAN: It's my first time on a coaching call. I've never done this before. 
My question about, still about deciding my market and building my market. 
I've been into other community. I've been asking a bunch of questions with 
my market being chronic fatigue. 
 
YARO: I know. I remember, yes. 
 
ADRIAN: I guess, everytime I do some research, it sort of creates more 
questions in my head about who my market is. One point you made was 
that chronic fatigue in itself is niched down market. I'm just struggling with 
the idea of that and what that means. Should I be looking at choosing a 
topic within chronic fatigue? So, if certain groups of people have chronic 
fatigue or do I aim for the chronic fatigue market itself? 
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YARO: Yes, that's a tough one to answer without knowing the realities of 
the current market, when I said chronic fatigue is a niche, I meant in the 
sense that you've got overall healthcare and then, you've got people who 
have chronic fatigue. So, you've already taken one step. You're not dealing 
with back problems or something like that. It's a specific group of people 
with a specific problem. 
 
The thing with chronic fatigue is I don't know what the overall population 
who have that need are and that's why I say, it couldn't be a niche in itself 
because maybe, it's only large enough if you go after everyone with chronic 
fatigue. If you start going any narrower than that, there may not be enough 
people. That's my only concern because I don't know how prolific chronic 
fatigue is. You might be more well-aware of that. 
 
Either way, I think for us to answer these questions, it's time for you to start 
directly speaking to an audience and making an offer because you already 
know you can help people with chronic fatigue. 
 
So, what you can do now is get infront of people who have chronic fatigue 
somehow, we can talk about that, and then, offer something either a free 
15-minute call like I talked about in the Blog Money Finder where you're 
saying, "Hey, we can talk about your chronic fatigue issue, feedback and 
advice  for 15 minutes for a free call," and then, at the end of the 15 
minutes, you're actually going to offer one hour paid consulting call to really 
flesh out a plan for that unique individual and you'll get more from getting 
paid for that one hour call. You'll learn more about your audience than you 
will with any other kind of information research you do. I guarantee that. 
You can do a handful of those types of paid call. You will feel a lot more 
comfortable about who you're going to go for we can build a business 
around, and I think I'll answer the question too of whether you can just say, 
"I am a chronic fatigue solution" or, "I am a chronic fatigue solution 
specifically for women, specifically for men..." whatever it is you decide to 
narrow it down to. 
 
The only concern I have of going with chronis fatigue as a top level subject 
is the opposite problem of not having a large enough market if there's 
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actually too much competition and when they see you up against other 
options, you don’t say the things to them that makes them go, "Oh, this guy 
has something different to say. I want to learn more from him." 
 
I am pretty confident though based on our conversations Adrian, that 
you've got plenty of different things to say and you've got stories to share 
because ofyour own experience with recovery. I actually think you could, 
this is almost oversimplifying things but, you could step into a chronic 
fatigue forum where a bunch of people with the condition are talking and 
helping each other. You could step in there, write a long forum entry where 
you just talk about your experience, you know, like basically,  a mini-life 
story of you doing, what have you done with this chronic fatigue. Give them 
heaps of advice on that through your story and at the end of it, so to say, I 
am looking to start a practice at helping people with that. I'd love to speak 
to some people to find out where you want to get help. I bet you'll get a 
bunch of people who will love your story and then, say, "Yes, I'd love to 
speak to you," and that's the start of getting those free calls and start 
getting those refined, you know, people learning about who they are, what 
they want and how to target them. 
 
Answered all that? 
 
ADRIAN:  Excellent. The second part of my question was then about how 
do I find those people? I think you've already answered that. 
 
YARO: Yes, I mean, forums are great. Facebook groups, are there any 
current bloggers or well-known chronic fatigue bloggers, are there any 
current podcasts that may not be specifically about chronic fatigue but 
maybe, they are about healthcare or about chronic illnesses and you can 
jump on one of those to talk about your story. 
 
Your story is the key with all your marketing. You just go out there and say, 
what you did, how you did it, and as long as you're comfortable saying, "I 
basically sent them free and talk about everything." You went to doctors, 
doctors advice didn't necessarily work or some of them did and some of 
them didn't and just break it down, what you did, how you fix things, what 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 33 

particularly change at each point. Anyone with the condition will just be so 
engaged with what you're talking about because how strong is the need to 
cure yourself for this condition? It's very powerful.  
 
So, I don't think it's a problem. I think you just got to step out there and say, 
"Hello everyone! I have done this. I'd love to help you." You'll find people 
eager to talk to you. 
 
ADRIAN: That's nice, man. And so, from a technical perspective, should I 
be having a website that's concurrent with this so, these peope are waiting 
in the forum reading my story and when they sort of go and check me out, 
is that sort of I wouldn't other doing that befrore I've spoken to people. 
 
YARO: It depends how quick you are wth setting  technical things and it's 
worth having at least a landing page with an opt in form. But, if you just 
want to go straight to getting these phone calls, you don't need that. You 
can be in the forum and say, "Here's my email. Email me." And, I'd like to 
talk to anyone who wants to talk or you could limit it to five or ten people 
because that will sort of drum up the scarcity and you could just use their 
email addresses, email them back and say, "Let's put the Skype call when 
you're free." Lock it in. Do the call. And then, once you've done those calls, 
you can go, "Okay, I now know that there's a market here. I know who they 
are. Let's build the optin form that's build a blog and let's start building a 
funnel to start selling a product as well." 
 
ADRIAN: Understood. 
 
YARO:  All right, that's it Adrian. 
 
ADRIAN:  Yes, thank you. I think that's all.That's enough for me to sort of 
crystallize things for at the moment. So, I'll work on that. 
 
YARO: Okay, awesome. If you do want to ask again, just put your hands up 
again. I've still got a few more email questions and a few more live 
questions but, you know, I am happy to keep talking afterwards. 
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ADRIAN: Great, thank you. 
 
YARO: Okay. Bye! 
 
Okay, jumping to the next email question. This is from Tor, he's got a few 
so bear with us everyone. Here we go. 
 
Tor, I've recently been contacted by Evan Carmichael's right hand and 
Evan wants to interview me on his radio show which broadcasts 583 
stations across America and published on his YouTube channel. 
 
So, Evan has asked Tor to decide on a topic to focus on of interest for his 
interview and what questions to ask him. So, he wants to know what areas 
Tor should highlight on the interview. 
 
So, he's asking to send through ten possible interview questions that Evan 
will ask Tor, and now, Tor is asking me one. How do I capture theopt in in 
the best way possible since it probably can't give them a long URL to a 
landing page since it's on radio. I'll probably just send the traffic to my 
website where I would capture opt ins through my welcome gate, feature 
opt in and pop up exit and opt in. Does that sound okay? 
 
Definitely okay. It really depends on how much you want to tailor the call to 
action to the radio audience. There's no reason why you can't say, get 
some kind of redirect URL and say you've got something specific for 
listeners of Evan's show about the topic that you discussed in the interview. 
If they want to take the next step based on what you talked about, go here. 
Download my free audio, free report, free sign up for my next free webinar, 
whatever it is you feel would gel well.  
 
It may be another audio piece of content. Get a free podcast or something 
like that would work well because they are coming from the radio. It's more 
about being on topic though so, whatever you talk about in the interview, 
make sure that directly links the next step for the call to action. 
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If you don't have anything specific then, yes. Send them to your website, 
your blog... mention your name though because you want them to 
associate your name and hopefully, you're welcome gate and your pop ups 
will grab the people who are interested. 
 
The problem with that is if they are not resonating with what the pop up 
offer directly to what the radio show is on, you're going to get some drop 
outs there. They are not going to engage. So, better targeting, better call to 
action, better conversion rate -- simple standard direct response. So, try 
that Tor. 
 
Question two. Which area should I choose to talk about? I will most likely 
talk about time management, productivity and goal setting. Those are key 
factors when it comes to getting more time and success in your life and 
business. Is it perhaps too broad to pick three topics even though they are 
correlated?  
 
Perhaps I should choose time management and productivity then. They are 
more lined with my free optin and my funnel guide. It sounds like you're 
answering your own questions, Tor. Yes, if it is more in line with your funnel 
then, I will pick the subjects and the topics for questions that lead people 
naturally to that.  
 
That being said, when you're on the radio or any kind of point of exposure, 
there's usually only one story angle that people remember and engage with 
so, if you can talk about a result you got or something that your clients have 
got, this is that claim to fame.  
 
Like I will start every podcast interview I do with my guest's claim to fame 
because that gives the listener a reason to pay attention to the rest of the 
interview. 
 
So, if you say, "I help President Clinton gain an extra ten hours a day," you 
know, that's pretty hard for a president. Obviously, that's not your claim to 
fame but that is pretty interesting so, people want to listen. So, if you can 
find something like that, in somewhere in your story or client's story or even 
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linking it to someone else and you can talk about how that connects to your 
work, you can say, "Well, I am actually teaching this same techniques that 
Richard Branson applied and that's how he can run six companies one day 
and seven the next days." So, if you can connect it with something like that 
to engage people, if you don't have your own story, that can work well and 
then, derive the questions on that. 
 
But, I would try and stick to one outcome. Don't jump around too much 
because you'll lose people. Think about one thing they really want to do 
and try and focus your productivity and time management advice on that 
one thing they want to do. That will very much relate to whoever Evan 
Carmichael's audience is. 
 
Question three, do you have any great suggestions regarding questions? 
Yaro, you have a lot of experience when it comes to being interviewed and 
also interviewing other people. Is there something in particular I should let 
them ask me? 
 
Well, I think I pretty much just covered that. You gave me the suggestion of 
one, question about my life situation, my previous corporate job when I was 
working insane amount of hours and slowly becoming more unhappy. Yes, 
great. That's your story. So, if you can have your own personal story of 
being unhappy in your job and then, how you used time management to 
become happy again, that will resonate with an audience who are currently 
unhappy with their jobs so, that's definitely a great angle. 
 
The other one you're asking about is how volnteerism, trip to Guatemala 
where I participated in building bottle schools in my area, decided to leave 
my six figure job and follow my passion which is to help entrepreneurs free 
up more time. 
 
Yes, that sounds a little bit more disjointed, the Guatemala to the 
entrepreneurship thing but it is a good story. You might want to mention 
that if you end up sort of telling your life story and how you used to have a 
job that you didn't like then, you went to Guatemala and you saw how these 
people were poor and it motivated you to want to help people then, that led 
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to you leaving your job and the only way you can do that was by using a 
key set of productivity techniques that you'd like to teach other people now 
who are in a job they don't like, that's a nice way to introduce yourself to 
Evan's audience, demonstrate your value and have a connection to a core 
motivation they have. So, that's a great way to do that and that's what you 
should always do anytime you have the opportunity to go on a podcast or 
do some kind of live video or audio, tell a story to initially engage them, 
make it emotional, passionate, personal and then, start getting more 
practial because emotions engage first, I certainly covered this in Blog 
Mastermind, emotions first, logic second, don't go the other way around. 
 
So, try and do that with your own story, Tor and then, good call to action at 
the end. Very related obvious next step and I am sure you will find it a good 
experience. So, good luck with that, Tor and let us know how it goes. 
 
Okay, going to have a sip of water and jump to our next live question. Here 
we go for a live caller. 
 
SAMITE: Hello? 
 
YARO: Hello, you're live. Who is this? 
 
SAMITE: Hello, can you hear me? 
 
YARO: Yes, go ahead. 
 
SAMITE: Hello, hi Yaro this is Samite, how are you? 
 
YARO: ... And, how are you? 
 
SAMITE: Very good, thank you. I actually joined the Blog Mastermind in 
November and my niche that I discussed with you was a healthy diet trend 
based on my website www.healthydietstrend.com. 
 
When I came to your blog in your website, that was pretty intense like really 
people can create a business out of a computer and they don't have to 
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worry about the rest of their life. What I try to do because coming straight to 
the point, I'm a quaified chef and I run a really good restaurant in 
Melbourne and I worked in London and France of Europe for four years 
and then back to Melbourne again in 2012 and I found a really good job. 
But, the same thing working for someone else is just I think it's not my cup 
of tea. 
 
So, I quit my cheffing and I started a small business but then, I set off with 
that business as well because my partnership didn't work properly. Then, I 
started doing this, I came across with you and now, I want to teach people 
how to cook. And, I think I mentioned my question with you, because I'm 
vegetarian now so, I want to teach people how to cook vegetarian food. 
 
I am a bit confused if there is a vegetarian piece market for vegetarian or 
how do I target this market and how do I present myself in my website? 
 
YARO: Yes, I remember our conversations about food and we talked about 
Pinterest and getting lots of pictures on your blog of food and so on. I think, 
yes, for starters somewhat there's definitely a market in vegetarian food. It's 
a crowded one. You've got so many free blogs out there putting out recipes 
and so many websites offering recipes. So, you will struggle unless you find 
something that makes you unique and special or you just produce so much 
content that you can't help but build traffic and grow but, that's a hard job. 
That's a lot of writing, a lot of pictures. 
 
I don't know if you had a chance but recently, I saw on Pat Flynn's podcast 
an interview with a couple. I can't remember their name right now. I have to 
find it for you but they specialize in food blogs and they also talk a lot about 
how to run a food blog business in particular. Their niche is essentially food 
blog coaching and also running a food blog. And, when you look at their 
site, they actually have income reports and you can see how much money 
they make. They're a bit like Pat in that regard and they talk about how 
their income, a lot of it comes from teaching a few food blogs which makes 
sense but, they also do a lot from advertising. It's a lot of sort of magazine 
model style income streams. Advertising, affiliate income and that requires 
a lot of traffic. They have a lot of traffic but a lot of the best food blogs have 
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tons of traffic. If you want to specifically say that you're going to help people 
cook vegetarian food, I honestly think your only path for with that is really 
go for the more magazine model, producing a lot of content, a lot of 
recipes, maybe a cookbook down the line but, you make most of your 
money from probably affiliate marketing and advertisement from having lots 
of traffic. You're not going to have a front end program, a flagship course 
and so on.  
 
If however, you, for example, change your market a little bit and say, you 
want to help other young chefs who are just getting started, how to get 
great jobs in cities like Melbourne, Paris, New York, London, all these 
places you worked in, how to get the qualifications necessary, how to find 
the work, how to do well in the job interview, how to travel with your 
qualifications, that's the sort of questions where you could build a good 
teaching business behind it because it's quite clear you're helping people 
get work as chefs and rise to great jobs in that area.  
 
That's different from being someone who helps with vegetarian cooking. It's 
a different strategy. It's a different target market but I think hopefully, you 
can see the difference there in the target audience and why you choose a 
different type of business model. One is more about volume of lots of 
pictures of foods. The other one is more about teaching and how to 
become a chef and they lend themselves well to different ways of making 
money. Some are more difficult than others though. I think you will struggle 
if you just want to be a vegetarian helping chef because you got all these 
other people doing it.  
 
So, the only way to stand out is to either have some sort of really amazing 
story like you used to be Jamie, what's the name... Jamie... the famous 
chef. I can't remember the last name. Anyway, Jamie, yes. You were an 
assistant or you work with him or you're on his TV show or maybe you're on 
a reality show, something that makes you stand out in the hope of getting 
more traffic. So, if you have that story, you can then go to TV shows, radio 
shows, other blogs, other podcasts, and say, "Hey, I was on Jamie's 
kitchen and I'd love for you to interview me about my new way of cooking 
vegetarian food." And, that story of being on Jamie's show is the door 
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opener, is the reason why they pay attention to you as opposed to you just 
being another vegetarian chef.  
 
So, you have to either find the angle in vegetarian cooking that makes you 
different and stand out or you re-jig the purpose to teaching something else 
that's not quite so broad the way cooking is.It might be helping other people 
get jobs as chefs. So, how does all that sound? 
 
SAMITE: Yes, it sounds absolutely right because that's what I asked you in 
a group discussion like... because the food industry is very big so, I have to 
find the niche. So, you have suggested to me the vegetarian option or you 
can choose like how to use vegetarian and be muscular.  
 
So, what I decided after that, I was thinking like, okay there is a way maybe 
like for example, I teach people how to like for example, there is a two 
website teaching how to cook which means like how to get the best 
chopping board, how to cut the onions, like the basic steps, basic things 
what actually we learn when we go to the cooking schools. And, plus like 
basic steps like how to make a different salad without , to be not to buying 
expensive products... what's just in your pantry or some technique like to 
teach people like how to get things right because like everyone can cook 
but not everyone knows when to stop the cooking. 
 
YARO: And eat, right [chuckle]? 
 
SAMITE: You know what I mean? Like for example is what do you feel and 
do you find any difficulties on while you cook? Do you cook at home or...? 
 
YARO: I do but, it's... I'm not trying to change the world or anything with my 
cooking. It's just to feed myself. But, I can see where you're going with 
these questions. I think you're following down the right path. What you 
need to do is connect these questions to the person and what they're trying 
to do and why they are trying to do it. We talked about this a little bit in the 
forums because a person who is looking for quick meals and their mum, I 
have another client actually who has a blog that talk about being a 
wholesome mom, so creating wholesome food particularly for you kids. 
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You see, that's a particular market. It's moms cooking for their kids and 
trying to keep them healthy so, avoiding junk food, avoiding sugar and 
creating wholesome foods but also being able to do it quickly, easily, 
packing the kids' lunches and so on. The great thing about that is, you 
know, who they are and what their goal is, and they're building a blog 
around that. They are doing quality presentations. She's doing videos. It's 
very personal. She's building a personal brand. She's a mom herself. It's all 
connected. 
 
So, we need  you to find the same connection to a core group of people 
and if it was, for example, how to prepare the cooked food, all the knives 
and the cutting boards and the cutting skills, those sorts of things you want 
to teach, you have to decide why. Why does the person need those skills? 
Is it you teaching students or about to go into the workforce or are taking a 
course right now in preparation to go to the workforce because they want to 
learn cooking skills because they want a job as a chef or a cook? So, that's 
the core motivation. You have to tie up everything you do into that.  
 
If it was, "I want to gain weight but I didn't want to eat meat," totally different 
angle. You focus all of your training, all of your recipes, all your videos, all 
your pictures on vegetarian food designed specifically for weight training to 
put on muscle and that's very different. It would help if you yourself looked 
like a big body builder as a chef as well because there's a connection there 
to what you're teaching and what you're selling and then, who you are. So, 
I would really encourage you to find this group of people and what you're 
trying to help them do. That's the most important question. 
 
SAMITE: The number one thing I decided like in a couple of, last week like 
because that was really getting confusing for me so, I was thinking, okay, 
what I am going to do, once people opt in in my page then, I am going to 
send them three video training which is free absolutely, which shows how 
to set up your kitchen and how to cut the onions and how to do this and like 
the basic steps like three basic videos and then, I am going to send them 
some newsletters and stuff and finally, I need to create a program which is 
like Beginner Chef program like Beginner Cook like it has to be like starting 
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with maybe I give them videos, three or five videos, how to create a 
vinegarette or how to create pickles and how to do this and this... some sort 
of program with videos and the PDF and then, that could be my product. 
What do you think with that idea? 
 
YARO: Yes, I like where you're going with that. What you're going to need 
though is something to differentiate yourself because you're sort of talking 
about how to cook there in generic terms. That can work but if you do that, 
you need to differentiate yourself on your personality. So, the way you 
teach, how you present it, you'll need a certain level of quality with the 
videos you produce, certain level of quality with your blog presentation 
because there has to be something that people go, "I really want more from 
you. I watched this free video on YouTube..." There's something 
entertaining and also helpful about this. It was very clear and maybe, they 
resonate with you because they are from the same country as you or they 
like the same type of food that you like to focus on or whatever it is.  
 
Again, there's something that's a special X factor about what you're doing 
especially in a market like cooking because you go to YouTube now and 
you type in how to cook anything and you're going to find a YouTube video 
about that, and the people who get the big following and build their email 
list and then can sell these products have an X factor. 
 
That's where it's all about personality or looks or personal background story 
or quality of production or unique  angle in the core message that you've 
got so, I'd say definitely go for that sort of funnel you're talking about. That 
sounds great but, if you want to build an actual audience and start making 
sales of those things, we're going to have to find something about you to 
get traffic. Just because you put those videos in YouTube doesn't mean 
you're suddenly going to get lots of traffic. You could lucky but that's pretty 
rare. We need to find something. 
 
In most cases unfortunately with YouTube, it's all about producing a lot of 
videos over a long period of time. It's being consistent, starting from the 
beginning with no traffic and slowly getting your first 100 subscribers, 200, 
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500, like we do with blogging but you can speed up that process if you 
know something special in your story or in your angle. 
 
So, I think we need to keep refining that and keep talking about it but I think 
you should also start doing this because you got to get this stuff out there 
to start getting feedback and start seeing how people interact with your 
work. 
 
SAMITE: Okay, and one more question, actually because I am from India, 
right? I came in Australia and learned this stuff so, I did not know anything 
about cooking. And, finally, I went to the big restaurants like it was Best 
Western in Melbourne or in Australia. Do you know the restaurant called 
Vue de Monde in Melbourne? 
 
YARO: Yes, I think I've heard of that. Yes. 
 
SAMITE: Yes. So, I was with these kind of chefs and then, I went to 
London. And then, I worked in a Michelin Star restaurant n France as well. 
So, what do you think that kind of story would work because I came from 
this no background. There's no skills or whatever, whatsoever. And then, I 
end up in working in Michelin Star restaurants. What do you think, that 
story would work or...?  
 
YARO: Yes, I think that's great. That is fantastic credibility. It's also 
captivating and you know who it resonates with the most, it's your fellow 
Indians who want to be chefs around the world. They will, in particular, love 
your story because they'll see that they could do that, too.  
 
So, yes. I think it's important that you connect what  you've been through 
and how you've achieved it to what you do with your videos, your content, 
your pictures... I talk about this in Blog Mastermind putting together... posts. 
I think that will be very critical for you. Tell that story you just told me. Make 
it long. Talk about every step from how you started in India, how you got 
your basic training, how you got your big breakthrough to leave India, how 
you eventually got into Michelin... whatever it was for the three star, four 
star, five star restaurant. Each of those steps, be detailed about it. This is 
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not about cooking. This is about you and certainly, you can talk about the 
food you made and prepared at each of these restaurants and how you got 
there. But, this is about you connecting with your audience and sharing that 
story. 
 
And what will happen is they go watch a video on YouTube and they find 
you interesting, they go back to your blog and they read your story and 
then, they are hooked then, they subscribe because they see that you're 
someone with something unique and special about you and that's why they 
keep paying attention and that's why you get them on your email list so, 
that's how you can get that business happening behind what you're doing. 
 
SAMITE: So, you're saying like my market can be Indian people because I 
just came from there. I just came from India and then, most of my friends 
there became really fat and it's like how do you like keep yourself look 
slimmer and I was like, "There's a formula." So, they said, "Can you email 
me the diet plan or something?" And, I was like, then I came back here, I 
was like, "Maybe I should create something for them and send them free 
and then see how it goes." 
 
YARO: Oh gosh, I mean, yes. If you wanted to do weight loss for fat 
Indians [laughter], or say it any other way than that, but that's the market 
for sure. It's a different market though from teaching vegetarian. It's still 
teaching vegetarian but it's teaching vegetarian-- If you want to go weight 
loss... 
 
SAMITE:  One way is weight loss and one is I feel like I should teach what 
I've learned like how to cook and can I connect it with like maybe I have the 
weight loss program for Indians and then, there's something for free and 
then, connect with the cooking skills or... 
 
YARO: Yes. I mean, the short answer is yes and that's even better 
because you then have a goal. You're talking about people who wants to 
lose weight but, bear in mind, you have to focus all your information then 
about weight loss. It's not so much about how to become a chef who 
travels around the world. That's still your story and that gives you credibility 
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but you tie it into helping people lose weight with your style of cooking, with 
your vegetarian focus. I actually think that's much better because people 
are very motivated to try and lose weight. And, that's something they'll pay 
money for now, that's something that's proven. You can build an audience 
around it. It's a bit more difficult if you just sort of go with generic vegetarian 
cooking but, if it's generic vegetarian cooking with a goal of losing weight, 
or with the goal of becoming a chef and leaving India and travelling the 
world, those are outcomes that people want. So, I would pick one of those. 
You want to help people lose weight. You want to help Indians become 
chefs and travel the world... pick something or even just help anyone 
become a chef. 
 
Whatever you do, tell that story. Your story is key to this. In fact, what I'd 
like you to do after we talked here is go write that life story and then, send 
us a link in the community so, I can check it out, the other people can do 
that. I think you can get that out first and then, you can build everything 
else afterwards once the story is there because the story is relevant no 
matter what you should go after. 
 
SAMITE: Okay, so you're saying just take one niche whether you want to 
cook for Indians or for everyone or whether weight loss. I just have to pick 
only one. I can't merge two in one place. 
 
YARO: Well, you could cover them both but, I suggest the email funnel that 
leads to the product is very specific so, "Sign up here and I'll send you my 
7-day weight loss vegetarian secret formula, I'll give you the recipes..." 
That's what the email sequence will be about. You can talk about a few 
more different things in the blog but, your email sequence leading to the 
product needs to be that focus. 
 
SAMITE: Okay. All right then, Yaro. Thanks so much to clear up my mind. 
 
YARO: No problem. 
 
SAMITE: We'll see whether I should look into it, maybe teaching being 
vegetarian, how to cook or go for veg... because in India, there's a big 
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problem because everyone is getting fat and yes, that can be a very big 
market. 
 
YARO: I think so. Have a think about it and let's have a chat in the forums. 
 
SAMITE: Yes, and one more thing I would like to ask because before I 
didn't know how to choose the URL so, I just picked up Healthy Diet Trends 
so, do you think that may make a big difference to choose something...? 
 
YARO:  Have a think first about your market and when you feel more clear 
about that, let's talk about the domain names because it's sort of no point, 
one comes after the other. So, when you, like don't let the domain name 
change anything for you. Think about your audience, decide that then, we 
can say, "Is this domain name relevant or not?" 
 
SAMITE: All right then. Thanks, Yaro. Thanks for your help. 
 
YARO: No problem. 
 
SAMITE: And, I'll make sure I'll put my story in the blog and then, they can 
take it from there.  
 
YARO: Sounds good. I look forward to reading it. 
 
SAMITE: Thanks Yaro. 
 
YARO: Talk to you soon. Okay, bye! 
 
SAMITE: Bye. 
 
YARO: Okay, I am going to dive in to the last few email questions and I will 
hop on to the last few live questions. 
 
So, Nicolas writes... what Wordpress themes do you recommend for a life 
coach... I think I've heard you say you favor something simple. Are there 
instances where more elaborate is better? 
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I don't have any themes specifically for a life coach. That's very specific. I 
always go to Theme Forest and that's where I look at different designs and 
to be absolutely truthful though, my theme is customed, but if you're just 
getting started, I would go to Theme Forest. Yes, simple. I think two 
columns, even one column but two columns is a good place to start. So, 
one main column and one right sidebar, something like that, pretty 
standard. 
 
The only time when a more elaborate theme might be better is if you have 
a magazine blog where you're trying to put a lot of advertising in it, put a lot 
of content in it but, you're a life coach. You're selling a service. You want to 
focus on the funnel. So, keep it simple. Focus on the email opt in and start 
selling your services. 
 
Question two, as you know I have been doing lots of pre-sessions and I 
feel more strongly I can solve people's anxiety problems. I have noticed 
more women in their 50s and 60s are drawn to me for EFT and emotional 
processing but I found my deepest satisfaction working with career people 
in their 30s and 40s who have stopped believing in themselves due to low 
self-esteem issues and these are mostly men. Because of my eleven years 
at the monastery where I ran the organic farm, I also have created talents 
on the arts, and all of these I feel situates me perfectly to market to a 
particular type of person - the artsy-spiritual type. 
 
I feel intuitively, I should play on my spirituality and connection to nature 
through branding and focus on emotional wellness from the ground up and 
target people in careers who feel anxious and disconnected from their 
purpose in life as in giving their fullest gift in their careers and also from 
disconnected from nature, their spiritual ground. 
 
Do you think I have narrowed my target enough or should I focus less on 
the nuts and berries stuff or choose a specific gender [chuckle]? I love the 
nuts and berries comment. 
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I actually think all of that is great, Nicolas. I think nuts and berries, as you 
call it, the spiritual aspect and all of that, it's your strength. I mean, even the 
conversations we've had, it comes through. I think you should use that. 
 
I am more concerned about the career young people angle because that's 
often a group that doesn't have a lot of money to spend on things because 
they are out of work and they are in their early twenties.  
 
So, if you're talking about 30s and they've had a career but maybe they 
want to change things up, they already made some money, yes, because 
they have money to spend. They probably want to explore themselves 
more or they are having a bit of a career crisis.  
 
So, short answer is yes. I think you've done a great job with your pre-
research. I think you definitely need to go into the spiritual aspect of what 
you teach, obviously connected to the goal that that group wants which is 
more clarity and more satisfaction and more happiness with that career and 
you're using EFT and emotional processing. 
 
So, I think you should start charging some money. That to me, I think you 
should have charged the money a long time ago but, I know you're wanting 
to do a lot of free calls. So, let's start offering something for sale to this 
audience and see if you can get some customers.  
 
Keep the nuts and berries. I don't think you need to go to a specific gender 
right now. Just go out there and see who responds to you offering that at a 
fee now with a price so, you can really test and see if you have an 
audience. 
 
Quick one from Terry... I have a question for you. When we found 
established markets via Amazon for instance, is there any technique we 
can use to then subdivide them into smaller niches to find topic areas. 
Thank you for the great job you're doing and valuable information you give 
us. 
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Okay, Terry, there's always an opportunity to subdivide a market and you 
can do it easily through demographics and characteristics of human beings 
so, you can do a biography gender, marital status, demographics, but you 
can also do it within subject matters like most subjects at the top level are 
very broad. You go into personal development, you can start dividing 
personal development into spiritual development, financial development, 
relationships development, physical health development. They are all part 
of personal development and then, you can subdivide each of those. 
 
So, you got physical development. It might be weight loss and muscle gain 
or it might be endurance or cardio. So, with all these different layers, I don't 
think there's a rule for doing this. It's about looking at the human being 
within a specific market and seeing who they are and why they are active 
because you're trying to get to the active people. That's the important 
reason we subdivide is to find a large enough sub-group that you can 
service them, make money from that business and separate yourself from 
the more crowded spaces where you're not going to stand out. People are 
not going to listen to you because you just don't have, you haven't built up 
the profile. That's why you subdivide. Plus, usually your own personal 
story. So, there's something about you. You're a male who can solve this 
problem or you're a woman who's doing something, achieve something. 
That connects to the market. That's the subdivision. So, try and look at 
yourself and your clients and the people around you to find potential 
subdivisions of niches as well. 
 
I hope that helps, Terry. Feel free to ask some more if you want further 
follow up. 
 
And, last one, I'll just quickly answer from Ed... I am interested in traffic 
generation today. My target market is CEOs of small- to medium-sized 
companies and I sell a mastermind for them. Question one, can you tell me 
some best practices regarding getting traffic from interviewing guests and 
then, posting their interviews as podcasts?  
 
Funny timing for you to ask me this one, Ed. I've just finished the Power 
Podcasting Program which all Blog Mastermind people are getting as a 
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bonus. Actually, I'll send an email out for that next week but, you can find 
that right now if you're a Blog Mastermind member inside the members' 
area. 
 
But, to answer your question,I believe the best technique for traffic from a 
podcast is the guest you interview and getting them to share it with their 
audience.  
 
In my opinion, that's the lowest hanging fruits. Any other marketing you do 
with podcasting is pretty much standard internet marketing so, going out 
there, trying to find the right audience, promoting your work. 
 
The good thing about an interview guest, they are part of the content 
creation process and they are more inclined to want to share it, their name, 
their voice, their story. So, I would focus on the guest as the best source of 
new traffic. If you can get them to email their list, that will do amazing things 
because you're reaching their audience with their content that you are also 
associated with. So, try and get that as an outcome.  
 
Two, can you tell me some of the best ways to do guest post to get traffic? 
I'll just have a sip of water. 
 
Okay, now guest post is a huge subject that we cover a lot inside the EJ 
Insider. I know Sue, one of our members there always talk a lot about her 
guest posting, Tor has been doing guest posting... A lot of you will do guest 
posting.  
 
The key with that is just having the right information on the right sites and 
having the relationships in place with the website owners who are willing to 
have you as a guest. I think, in my opinion, it's about having a plan that's 
more important than anything because you want to put content on other 
people's sites to try and get them back to whatever it is you offer. It needs 
to be related. There needs to be targeting so, you're trying to bring in 
someone back who is likely to join your list and become a customer. So, I 
would suggest you focus on who has the audience you want to reach and 
then, start building relationships with them that can lead to getting guest 
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posts on those sites or just flat out ask. Some sites are actually welcoming 
to people who write content for them. So, there is no harm in seeing where 
they have a policy regarding that or just asking them straight up front. 
 
But, there are lots of information like guest posting. In my experience, it's 
all about relationships though . If you know someone and they respect you, 
they have a connection with you, they are more likely to say yes to you 
writing something on their site to get traffic. 
 
Three, do you do much with affiliates sending your traffic and why is it good 
traffic or why do you not do much with them? 
 
Yes, I don't do so much with affiliates now. I have done a bit in the past but, 
I actually think affiliate traffic is potentially the best source of traffic that you 
can ever get in terms of buying traffic because... endorsement so, you've 
got someone saying, "Go here and get this valuable content," and then, 
there's a product being sold so it's basically free. You only pay money if 
they make sales because you pay the affiliate commissions and it's a 
person who has a relationship with an audience who then recommends 
you. 
 
So, it's a peer recommendation. It's not advertising. Big difference there. 
Peer recommendations have credibility built in. You don't have to do as 
much work to build trust. So, trust comes from the peer recommendation if 
it's a good affiliate. 
 
Some affiliates just don't have large audiences or they are just trying to 
make a quick buck and they won't. But, if you have good affiliates who 
have solid relationships with their audience, they can do really well. 
 
And, you also asked me, if I was to rank the three areas as far as difficulty 
to do traffic potential and time spent, how would you rank them and which 
one would you do first? 
 
All right, well, affiliates and doing a launch, if you are just getting started 
but, you got credibility and you got some relationships built up, doing an 
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affiliate promotion, especially a launch campaign like a Jeff Walker style 
product launch formula, I don't think there's any format of direct response 
sort of internet marketing that can quickly grow a business than that. That 
is by far the best and a lot of it is based on affiliates.  
 
If you're looking for a more long-term sort of stable growth business, which 
you kind of have to do anyway, like I really think you need to do all three 
but, podcasting and guest posting, they are more that sort of slower build 
the platform, cement the pillars, each individual piece of content brings 
some traffic but nothing is going to be a big breakthrough all of a sudden 
and it takes ongoing work, content production work. 
 
Affiliate marketing and launches, they are a heck a lot of work when you do 
them  but they're usually built well and you got the relationships in place, 
you get a lot of quality traffic, a lot of customers in a short period of time 
and that can be enough to build a platform from one event so, if you've got 
the conditions to do an affiliate launch, I would definitely consider it. 
 
Okay Ed, thank you for your questions. I hope that helps and that is the last 
of our email questions. So, I am going to jump over to possibly the last of 
our live questions. Here we go... 
 
JODIE: Hi Yaro. 
 
YARO: Hello. 
 
JODIE: I just have a few questions for you. It's Jodie Sue here. 
 
YARO: I recognize you, Jodie Sue. 
 
JODIE: Can you hear me? 
 
YARO: Yes, I can hear you. 
 
JODIE: Okay, so I might have mentioned this to you earlier but basically, I 
got an email sent to me through Wordpress and it's actually through 
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someone who I know in the TV industry. So, he's a TV personality and a 
sporting personality. 
 
So, he contacted me through Wordpress asking me basically that he was 
just... and what he said was I will be able to really benefit with his clients. 
So, what he actually recommended is like or felt... clients, I don't know if 
you've heard of anything like this before but, basically, I clicked on and we 
exchanged email lists. 
 
So, my dilemma is, it sounds like a great opportunity being in the whole TV 
and sporting industry. Here, he's giving me his whole email list where I 
guess, I'm at the stage where I'm just building up content. So, I haven't 
really honed in to actually creating an email database for myself yet. Would 
you, it's just the whole moral thing. Would you feel comfortable exchanging 
email lists? 
 
YARO: Yes, I'm not sure what exactly this is Jodie Sue. Most people, when 
you say exchaning email lists, that sounds a bit like an affiliate promotion 
where you promote your list, something he has and he promotes to his list, 
something you have. It's like a cross-promotion where it's designed for you 
both to benefit from exposure to each other's audiences. I'm not sure that's 
actually what you are talking about. You said it came through Wordpress. I 
don't quite know what you mean. I think I need to see the actual email 
you've got so I can clarify what it is. 
 
JODIE: Okay. Yes, because he sent an email through email, through my 
Wordpress, so, you can actually contact me through Wordpress, through 
my site. 
 
YARO: Okay, the contact form. Right, got you. 
 
JODIE: Yes, and through that, he said, so I've added you to... network so, 
here's a link to exchange referrals.  
 
YARO: I think I know what that is now. That sounds to me like something 
like LinkedIn or similar to LinkedIn where I get a lot of these actually in my 
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emails as well. Someone has signed up for something like LinkedIn. It's a 
connecting network and then, when you say yes to promoting to your own 
email like whoever is in your contacts, they'll send an email for you inviting 
them. It's how they grow their platform. 
 
So, I actually don't think that's him specifically asking you to do cross-
promotion. He just wants you to kind of like sign up for that social media 
site, that networking site. 
 
I mean, you could do it if you want to but, I don't think it's going to do 
anything bad or good either way.  
 
You have LinkedIn, don't you Jodie Sue? 
 
JODIE: Yes, I do but I don't believe it's connected with LinkedIn. I think 
basically -- 
 
YARO: No, they might be one of the other ones like LinkedIn. 
 
JODIE: Okay. So yes, I guess my question is if it is, all my emails that I 
have collected through Wordpress would have been exchange between his 
Wordpress site possibly my Wordpress site of email contacts. And, I guess, 
with me, I don't have really any on my Wordpress site, most of them are old 
personal contacts that I kept on and off the database. So, therefore, I'm not 
really doing much of an exchange. He's not really getting anything from me. 
Yes, I possibly could benefit from him. But, is that morally, I guess 
unacceptable? 
 
YARO: I don't think that's what it is Jodie Sue. 
 
JODIE: It is not. 
 
YARO: I actually don't think, I don't think that's what it is. Can you forward 
me the email? I want to see it because I actually don't think it's quite what 
you're talking about there. Let me have a look at it and then, I can properly 
answer your question. Otherwise, I am guessing. So, forward it through to 
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me. You know how to do that and then, let me have a look and then, we 
can solve this problem. 
 
JODIE: Okay, fantastic. And also, I have another question for you. Do you 
want me to forward it now? Or, you're going to have a look later? 
 
YARO: I'll have a look later because I am going to run out of time with this 
coaching call. What's the other question? 
 
JODIE: Okay. My other question is that you mentioned earlier on this 
coaching call is really reach out to your audience personally and use logic 
secondary. So, I guess, my question is of course, I'm writing a book so, 
with my whole life coaching, I find that when I am doing one on one 
coaching with people, they interact really well with me on a one on one 
basis because I'm obviously sharing my own personal stories and relating it 
into what they're struggling with and pulling them through with the hopes for 
them that, like they can say that's where I've gotten now, I guess despite 
everything I have been through. 
 
So, when I started doing the videos again this year and I find a lot more 
comfortable writing than what I do speaking, being a little slightly more 
introverted. So, that way, I guess, I am happy to reach out to a certain 
degree to writing as well and I will open up a lot more personally but my 
question is can you give away too much of yourself personally and then, 
having nothing to intrigue your audience with?  
 
Like you mentioned about writing a life story, my life story is pretty complex 
and most people wouldn't be able to even swallow that in one reading 
anyway. So, how would you appraoach opening up, I guess to people 
without giving away too much? 
 
YARO: The too much aspect is a bit of a personal choice. Like I can't tell 
you how far you want to go in terms of how much you want to reveal about 
your own life. The answer from a business standpoint for what you're doing 
is to tell the life story as it relates to the goal you're helping people achieve. 
I mean, the listeners don't know but Jodie Sue is focusing on helping 
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people with depression so, I would tell the life story about whatever is 
related in your own life story, maybe helping other people, your own 
experiences with it... You don't have to talk about your pet dog if it has 
nothing to do with that aspect of what you're trying to help people with. 
 
One of the examples I like to use, if you were helping people with collecting 
stamps as an investment strategy, you would tell your life story as it relates 
to getting a passion for stamps. So, you might briefly touch on where you 
were born and what your parents were like and where you grew up and 
where you went to school but you'd quickly get to the point where that day 
when I first discovered a stamp and it was a rare one and I opened up this 
new passion and then, I started going to stamp fairs and started my own 
collection, and then, I realized it as a business and you'd go into more step 
by step detailed story at that stage when it's relating to the subject matter 
that people are there for.  
 
So, I would do that with your own story that's focused on the subject of 
helping with depression because that is what you want to help people with. 
 
In terms of -- 
 
JODIE: Yes, I'm not... I guess, my thing is I don't want to depress people in 
the process of helping people with depression and I know a lot of people. 
It's hard because on a one on one basis, I know what exactly they want to 
hear about like I've gone through a relationship break up but, I can't fall in 
love but I have met an amazing girl in my life and I am having trouble 
moving forwards. And now, I am suffereing depression because I can't 
move forward and I've got this girl hanging around because I don't know 
what to do.  
 
So, that's very specific. At least, I can help with that and I know how I can 
relate that into my own story and help them through that but, I guess, as a 
writer, I find it easier, the writer again because then, okay, you've got your 
headings, you've got your sub-headings and then, you've got your 
particular topics but then, when it comes to getting out on a video as well, I 
find that quite daunting. And, I'm happy to open up personally and my 
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audience, I'm getting emails asking me they want to hear more about your 
story. We want to relate, we can see that through a lot but, have you been 
through? And, I am like bloody hell, like excuse them like where do I start?  
 
And, my audience are actually asking me specific. So, I guess, are you 
saying when I went through the element of depression, this is how I took it 
on and just relate specifically into those zones and not talk about the 
buildup beforehand, I guess? 
 
YARO: I think though that's relevant. It's part of the story. It's like the 
precursor to the climax in a lot of ways but you still need to get to that point. 
You just don't spend too much time on it. 
 
With this situation, you can't possibly cover every angle of depression in a 
story, in your life story. You have an experience of every angle of 
depression either. Everyone is going to have their own story for how they 
got to where they are but what you do is you tell your own story and you'd 
be as transparent as you feel like, as comfortable as you feel like and 
what's relevant, especially because, as you said, you have a sensitive 
subject matter. So, you have to be cognizant of who you're talking to and 
where they are coming from emotionally when you help them because you 
don't  want to make them feel worse as you said, as a result of you sharing 
your story. You want to make them feel that there's an opportunity for 
improvement here. 
 
So, yes. You tell the whole story and the bad bits as well as the good bits 
but it's clear, you're reaching a point where you got better. I mean, that's 
the point of the story. Everyone wants to know as this people are emailing 
you, they want to know what you went through because they see what 
you're like now as well. So, they want to see the whole connecting flow. 
 
And, the fact that they are emailing you is already a good thing because it 
shows how much they are interested. You've got engagement and in the 
future, when people email you that sort of question, you can just go, "Hey, 
go check out this link on my blog. You can read through my last story. It's 
there," and feel free to add to that over time. 
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My first life story was six blog posts written over a period of many months 
but are interconnected because like you, I thought I had too much to share. 
I had too much to talk about so, I ended up doing it over time. It might work 
well for you as well Jodie Sue. 
 
JODIE: Okay, thank you. 
 
YARO: No problem, and send me that email. I'll have a look for you. 
 
JODIE: Thank you, I'll send it today. Thanks Yaro. 
 
YARO: Okay, talk to you soon. Bye! 
 
JODIE: Bye! 
 
YARO: Okay, so I am out of email questions and I have no hands raised 
anymore but I will give you guys one more chance if you want to ask me a 
question befrore I hang up the call. This has been a long one. We're about 
to hit two hours so, a lot to cover. Last call, if you want to ask a question, 
it's five and star. Otherwise, I am going to break for lunch and I'll send you 
guys all a recording and I'll get ready for my move over seas which begins 
on Sunday. So, I will be, as some of you know who were with me at the 
beginning of this call, I am heading off on Sunday and going to Sydney first 
but then, HongKong, Tokyo, Vancouver and settling in San Francisco for a 
period of time. 
 
So, for the Blog Mastermind students who might be wondering, I'm going to 
be working on materials while I travel but I am a bit concerned about my 
ability to record video. I know once I get to Vancouver, it will be more stable 
and obviously, when I have settled in San Francisco. I did just wrap up the 
Power Podcasting bonus which I have already just released to all Blog 
Mastermind members and I'll set up the email to go out next week so you 
can check that out. 
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There's a full traning program, five modules, over three hours of training, 
everything I've done with podcasting as a traffic channel is there. So 
hopefully, that will be something you can work on. 
 
In the meantime, plus you've got all four workshops which as I know most 
people who are listening to this call will know how much there is to do in 
terms of setting up your funnel, choosing your topic if you're still at that 
stage, traffic, content creation, all of that... So, there's plenty to work on 
while I'm in transit to San Francisco. 
 
Okay, I haven't seen any hands go up so, I think that means we can wrap 
up the call. Thank you everyone for staying with me all the way through the 
end of two hours. This has been a great call. We're putting this up within 
the next hour or so one's the teleconference software gives it to me and 
you can catch it on the teleconference call page and also I'll email you out 
a link. 
 
Thanks to everyone who sent in email questions in advance as well. I 
appreciate those and I hope that was helpful. I look forward to speaking to 
you all on the next coaching call which would probably be in rather a 
month's time. I think I'll be in Vancouver at that time, too. So, hopefully, we 
can do a, (I'll be in North America), North American call for me and that will 
be fun. Thanks everyone again for sticking to the end if you're still here, 
otherwise I'll speak to you on the next call or I'll see you in the forums.  
 
Thank you for listening in. My name is Yaro and I'll talk to you guys very, 
very soon. 
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