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CEI 036: Starting in Software with Jack Born 

 

Megan 
Dougherty 

Hey there, and welcome to episode number 36 of connect, engage, inspire, 
the Firepole Marketing podcast with Danny Iny, creator of Firepole 
Marketing and bestselling author of “Engagement from Scratch”. Online 
entrepreneurs like you tune in to this podcast every week to learn how to 
build an engaged audience that connects with their humanity and drives 
their business to success. 
 
For today’s episode, Danny caught up with Jack Born, who’s behind the 
scenes of marketing for industry leaders like Perry Marshall. And who has 
successfully built two software businesses on the side. Let’s get on with 
the show. 

Danny Iny Hi, there. I’m Danny Iny, and I’m here today with Jack Born. Jack, I want 
to start with a quick intro to our listeners because you’ve really got your 
hands in a lot of pots. So what’s your story? What do you do? 

Jack Born First of all, it’s great to be here. I love talking to folks who have an 
audience of small business owners and entrepreneurs. So it’s great to be 
here. Thank you for the opportunity. 
 
What I do is I create software that helps entrepreneurs connect with their 
audience on a deeper level. So some examples of that, and we might 
discuss this a little bit more. But some examples would be for folks who 
use AWeber, AW Pro Tools, which add list segmentation and some 
advance marketing features to AWeber. And we’ve got some other things 
that we’ll talk about later. But basically my passion has to do with creating 
software for people who are just like me, entrepreneurs who have, either 
they’re going at it alone or they have a small team, especially if it’s 
outsource. And I just love hearing from my audience that the software 
that I’ve created for them is just what they were hoping someone will 
create or it’s made their life easier. So that’s really what I’m passionate 
about. 
 
In addition to that, I also have had the honor and the privilege of working 
with Perry Marshal for the past either four or five years as his marketing 
manager. And for anyone who isn’t familiar with Perry, I would 
recommend that you go to Amazon.com, he’s got some great books on 
marketing. 
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So some of them are based on AdWords, some on Facebook. But one that 
just came out recently, which I just want to give a shout out for is 80/20 
Sales and Marketing. It’s a great, great book that anyone at any stage of 
business is going to get a lot out of. So again, that’s Perry Marshall. So I’ve 
had the privilege of working with him as his marketing manager and 
helping him grow his business. 

Danny Iny So, Jack, we’re in Mastermind together, and I was really excited to 
connect with you and do what we could do together. But particularly 
because of your work and your experience with software because as I 
shared with you, I’m interested in kind of exploring the idea of taking 
Firepole Marketing in the direction of software possibly. 
 
So I’m excited to do this interview just to, you know, create some great 
content for our audience but for myself as well 

Jack Born Great. 

Danny Iny So let’s start with this like how did you get into software? How did you 
come to the world of software and maybe software as a service? Where did 
that come from? What inspired you and problem did you get into it? 

Jack Born Well, there’s a long version but I’ll give you the short version. The short 
version is that from a very early age, I have always been dabbling with 
computers. I’m going to date myself, but I used to have an Apple 2E, and I 
have the 3.5 floppy disk where you would lock the thing down. 
 
So this was pre internet. But even back then I love dabbling with code. 
One thing I want to mention right up front is that even though, I’ve had a 
passion for it for a long time, I moved away from software much to my 
detriment and came back to it later on. 
 
And really, I came back to it for a couple reasons. One was reconnecting 
with that passion and what I feel like put on earth to do in terms of my 
business life. But the other thing is that there were certain aspects of my 
business where I wanted to be able to accomplish something and I 
couldn’t. And I thought well, I could solve this with software. And rather 
than waiting for someone else to create it, I’ll create it. 
 
And sometimes that’ a very profitable way to come out with a new 
product, creating something for yourselves, and sometimes—and what 
Perry sometimes refers to that as scratching around itch. Sometimes it can 
be dangerous, and we’ll talk about some of the pitfalls of creating 
software, I’m sure. But the other thing I want to mention real quick is 
that, you don’t have to have any skills or strong connections to writing 
code whatsoever. 
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So even though I think that it definitely helps in some aspects, it’s 
certainly not required. You can create software products without ever 
touching a line of code or really knowing how to code or whatsoever. But, 
you know, it does help a little bit, and we could touch on that a little bit 
later. 

Danny Iny Well, yes, let’s talk a little more about that because you were saying you’ve 
been playing with codes since forever, and I know that you actually coded 
your prototypes yourself. How much technical knowledge you need in 
order to do this? I mean, I’m not a programmer; can I do this like how 
does that work? 

Jack Born Yes, absolutely. I would say the most important thing about creating 
software is the same thing that you would really want to make sure of even 
if you are creating a new information marketing training course or a 
physical product. So basically anything new where it starts with an idea, 
the most important thing is not the code or getting your product, your 
physical product, where you’re going to get it manufactured and the terms 
in which you buy like all of those things are important. But the number 
one most important thing is making sure that there’s an audience that has 
either a problem or a strong desire that your product will fit into. And just 
because you think it’s a great idea, it doesn’t mean that the rest of the 
world does. 
 
So there’s a really important piece where you don’t need to but it’s very 
helpful to validate that yes, there are people who will passionately go after 
this product and purchase what I’m creating before you actually go out 
and start either sourcing, how am I going to get this code written or how 
am I going to get this physical product prototyped and all of those sorts of 
details. 
 
So even if—as quick as it is to create even an information product, I would 
still say that you really want to lower your risk and save yourself the time, 
the energy and the frustration, and sometimes the money of going down 
the path of getting an idea. I call it getting a hunch and betting a bunch. 
And all of the sudden feature creep or project creep comes in. And six 
months later, you’re just now beginning to bring out what you thought 
originally was going to be a one month of creation cycle. And all of a 
sudden, you’re just hearing crickets. You really want to try to avoid that. 
And so, I would say the most important thing is making sure that you 
have validated early on that there’s a market looking to buy this. 
 
Now, let me finish and actually answer the question that you asked, how 
much technical knowledge you have to have? And the answer is, once 
you’ve validated that there is a market for this software product, and there 
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are people with money in hand ready to give it over to you if you can 
create what they have indicated will solve their problem, you really don’t 
need to have that much technical expertise. 
 
I would say one of the biggest skills that you can have is a really simple 
skill which is to be able to prototype and take the ideas that are in your 
head and put them down on either paper, literally, pen and paper and 
scan them in, and send them over to whoever is going to be creating this 
for you. Or a process that I love is a really—I haven’t seen a whole lot of 
people talking about this, but the ability to take—I use a Mac, so I’m going 
to say Keynote but if you’re using PowerPoint, then just PowerPoint. And 
to be able to open that up and just to take screenshots of various other 
segments of things that you can then rearrange on the page into what 
amounts to be a picture of an admin. Sometimes you can very quickly 
create something that looks like it was coded out. 
 
So if we were doing a GoToMeeting and I was showing you a screen, it 
would look like okay, Jack is showing me the inside of one of his products. 
Well, no it’s just a slide that’s from Keynote or PowerPoint. 
 
So if you have the skills to be able to say, okay, here’s what it should look 
like and here’s where this button goes. And when they click this button, 
here’s what the slide box comes up, you can do all of that very, very easily 
with some PowerPoint and Keynote skills. And then what that gives you 
the ability to do is to communicate the ideas that are in your head to 
someone else. And the better that you can communicate those ideas to 
your team, whoever that team is, whether they’re in-house or across the 
world, the easier it is, the fewer iterations you’re going to have to go 
through before they get it, and the quicker you’re going to be able to 
actually release your products in the world, the lower your cost is going to 
be to actually develop the software. 
 
So does that help answer that question? 

Danny Iny It helps a lot. Now, I want to come back to the programmer and the team 
that is local or remote and how you find them and what to look for and all 
that. 

Jack Born Sure. 

Danny Iny You talked about prototyping, right? And getting a sense, validating that 
people actually want to pay for what you’re doing. So in the training and 
education space, I know how to do that. And we teach our students how to 
do that, right? We talk about making sure people are willing to pay you for 
advice to solve the problem before you build a product, let’s going to teach 
them how to do it. We talk about pre-selling and doing like a live version 
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that you build collaboratively with students, et cetera. How does that 
work? How do you validate that someone is actually going to be willing to 
pay you for software without having built the software? 

Jack Born So that’s a great question. And it’s the type of the topic that we could 
spend two hours going through to really truly do it just as, because it’s 
such a critical part of it. And if you get it right, you know with almost 100 
percent certainty that your time is going to be well spent moving forward 
with this. And you will know exactly what things to put in the first version 
and what things to leave out because one of the biggest mistakes—and I’ve 
made almost every mistake you can make as a software entrepreneur and 
I’ve… 

Danny Iny The famous last words. 

Jack Born Yeah, yeah. And I’m still committing some mistakes. Learning is never 
over. But I willingly spent over $25,000 over a period of six months and 
had no finish product or no buying customers to speak of. That was a very 
painful experience for me. Luckily, I was successful outside of that 
venture. And so, I was able to absorb that loss and move on, lick my 
wounds and then after analyzing how did I make these mistakes, how can 
I avoid this. If I ever, ever, ever I’m going to try software again, I need to 
figure this out before I spend another dime. And that lead me to two 
books that I really want to make sure that I tell your audience about. 
 
So anyone who’s really interested at all about really not just software but 
any sort of new product or new venture, I would highly recommend that 
you read these two books. And I would recommend them in this order. 
One is called “The Lean Startup” by a guy named Eric Ries, R-I-E-S, a 
very, very smart guy. And another very smart guy wrote a book called 
“Running Lean” which is written by a guy whose name is Ash Maurya, M-
A-U-R-Y-A. 
 
And these two books really helped me figure out, okay, this is what I was 
doing wrong, this is where I assumed certain things and got into lot of 
trouble. So let me wind my way back to how do you actually go and 
validate these things. So I recommend that you get those books because 
those books are like the PhD answer to your question, but I’ll give the 
short version. 
 
The short version is that, you want to do the thing that almost no one 
who’s in the internet marketing or anyone who works with computers and 
builds things, no one really wants to do this. We all secretly want to avoid 
this as much as possible, and that is to actually talk to someone who could 
be a potential customer and talk to them on the phone. 
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It’s really, really important to have—I would recommend having at 
minimum, five conversations with people who would be in that ideal 
market. And how you have that conversation is really, really important 
because if you launch into that conversation with “Hey, I’ve got an idea, 
what do you think about this?” Even if the person doesn’t know you, even 
if you’re not on a friend basis, friend to friend basis, the natural instinct is 
that if the person doesn’t like your idea or doesn’t like the way that you 
presented your idea or doesn’t understand your idea, they’re very unlikely 
to actually give you the true and honest feedback. 
 
It’s really important that you ask your questions in a way where it’s not 
about this idea that you have, even though you do have the idea, it’s a 
hypothesis. And so, as an experimenter, you want to really ask questions 
about them. You want to delve into their situation, what products they’re 
currently using, do they have the problem that you think that they have 
that your software would be designed to fix. And if they truly do have that 
problem, how much time have they devoted to trying to solve it? Have 
they done any Google searches to try to solve that problem? Have they 
tried to patch different duck tapes and different solutions together, and 
they’ve spent hours and hired people to glue this product to this product 
to this product in order to find some sort of solution. Those would all be 
very, very strong indicators that there is a problem we’re solving because 
they have tried some really convoluted ways and invested time and energy 
if not money to be able to try to solve it. 
 
And so, those are the types of questions that have nothing to do with 
“Hey, I’ve got an idea, what do you think,” and a lot more to do with, “Tell 
me about your situation, do you have X, Y, Z problem? Do you ever 
struggle to do X? Tell me how you do X, Y and Z? Well, can you tell me 
more about that?” 
 
So you ask a lot of these investigative deeper questions and you follow it 
up with where things like, what best sounds interesting, tell me more. Can 
we back up? Tell me more about what you were saying just a minute ago, 
and really diving into how it is that they get going. And you want to be 
really tuned into some sort of emotional reaction of, “Gosh, it’s so 
frustrating when I do X, Y and Z, if someone could just solve this.” And 
then you start to get an idea of some of the critical features that would 
have to be in the first version of the product. 
 
And just to step forward a little bit, what you want to do is you really want 
to design your first version of whatever you come out with around the 
fewest number of features as possible but still good enough to get 
someone to say, okay, I’m going to pay you money and I see where this is 
going. 
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So that’s the signal when you say, “Look, we have this interview two 
months, take a look at these screenshots of what I’ve put together. I know 
this isn’t the complete solution, but I’m launching a beta program with—
I’m going to sign up 10 people who are going to give me their feedback 
and really shape the path of where this project goes. So that’s a huge 
benefit for anyone who signs up, plus it’s only going to be half as much as 
it’s going to be once I roll this out. I’d really like for you to sign up, what 
do you say? 
 
And if they say, you know, gee, I don’t know. I’m not ready to commit to 
that. This is not the time when you say, “Okay, well, let me handle your 
objections and hard close you.” This is the time when you say, “Okay, 
selling time is over. I’m not going to try to sell you, but I want to find out 
just for my benefit so I can improve the product and really make this, 
shape this in a way that has a possibility of succeeding, why is it that you 
said no with your reservations, I swear I’m not going to try to sell you, just 
tell me, talk with me what are your concerns? What’s missing or what 
have I added that needs to be removed? 
 
So I’ve been doing a lot of talking. But does that give you a better picture 
of the types of steps that you go through to try to validate whether you’re 
onto something? 

Danny Iny It does. I’m making all bunch of kind of mental notes as we go. And I want 
to point out to our listeners that, a lot of that customer insight you can 
shortcut that if you’re doing the whole scratching your own itch kind of 
thing. You know it’s a problem that you have and you’ve done all this 
convoluted of things you tried to solve. Just because you would buy it, it 
doesn’t mean that other people would. You still have to go out and do that 
same validation with potential customers. 

Jack Born Absolutely. Yes, and that’s one of the things that’s gotten me into trouble. 
I got an idea that was going to scratch my own itch. And you just fall in 
love with that idea. And then what happens is something called feature 
creep. And so, you start to say, well, I’ll add in this and I’ll add in this, and 
boy, it would be so much better if I just did this. And if you really peel 
back the layers of what you’re doing and you’re honest with yourself, at 
least for me, so let me speak for myself, what I was doing, and I’ve seen 
this in other people. What I was doing was I was just delaying the time 
where I would actually have to put my product out to the market place 
and someone would use, say yes, or say no.  
 
It’s a whole lot safer to say, oh, I’m done what I said that I was going to do. 
I’ve checked off all the check boxes. But if I just added this extra thing, it 
would be so much better. What you’re really doing is you’re delaying the 
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time where someone could actually reject what you’ve created. They could 
reject your idea. And it’s just safer to stay in the bubble of continuing to 
polish what maybe a winner or frankly maybe a third. 

Danny Iny So at what point should you try to get people to actually be willing to see 
that, yes, people are willing to put money in for this, like, do you do have 
the point where you just have like wire frames and mock-ups? Do you 
have to have code written? I mean, how far from a beta launch you have to 
be before you start taking people’s money? 

Jack Born Yes. So what I personally done is that because I’m a coder and because I 
know some shortcuts, I’ve been able to actually get the basic rudimentary 
platform up and running. Some people will say that you should not create 
one line of code and do one single thing, maybe even register the domain 
name until you actually you’ve shown someone. Here’s what it’s going to 
do. My team is going to build this, and it’s all theoretical, but they’re 
probably looking at a GoToMeeting if you’re doing this virtually and 
you’re showing them your Keynote or your PowerPoint, and you’re 
walking them through what really truly looks like an admin. But of course 
you’re very clear that this is not an admin, this is what the admin 
schematics—this is what it’s going to be. But it’s not a live admin.  
 
And you take the order ahead of time. And you tell people very clearly up 
front, this is going to take 60 days for us to build out. So pay me 100 bucks 
now and maybe that’s their fee for the entire first year. Pay me 100 bucks 
now and that’s all it’s going to be. Everyone else is going to pay 49 bucks a 
month. That’s our plan. So I want skin in the game. I want someone who’s 
going to use a software. And I’ll tell you as a quick aside, that you really 
need to resist the urge to put people into your beta program and to have 
them using the software for free. 
 
And there’s a couple reasons, one and the most important reason is 
because again, it’s another way to delay someone actually saying yes or no. 
And by delaying someone saying yes or no, you’re delaying the timeframe 
at which you start to learn, because if they say no, yes, it stinks, but it’s an 
opportunity to learn, okay? Why did you say no? I’m not trying to sell you. 
I’m not trying to close you, but why? Why did you say no? 
 
That information if you’re talking to them either face to face or over Skype 
or GoToMeeting, that gives you tremendous amounts of information that 
you can use to actually turn it into a viable product. You can turn it 
around. 
 
The other thing is that, if you get them to say, yes, it’s so much easier to 
move forward with confidence knowing that you have people who have 
already paid you just based on the concept. And number two, that you are 
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able to then use that to finance the actual coding because if you’re not a 
coder, you’re going to have to hire someone to do it. So it’s a lot of better if 
some of that development cost if not all of it, but at least some of it is 
offset by clients who have told you yes. 
 
I’m an early adaptor. I want in. I’ll take the discount because I see where 
this is going. Does that help? 

Danny Iny It helps a lot. And, you know, we’re already passed 20 minutes. I feel like 
we’re getting probably go for a little while longer. But this could easily be a 
podcast series come think of it. But there’s one thing I want you to talk 
about a little more. 
 
So you’ve gotten that market validation. Some people are willing to spend 
money or you feel like you need to start getting close to having a prototype 
but you know, you are going to do that. You’re going to do that validation. 
But at some point you got to get code written. If you’re not a programmer, 
how does that happen? How do you make that happen in a way that is at 
all reliable and affordable? 

Jack Born Sure. So let me give you some big tips. So one huge tip would be to pick 
whatever language you’re going to use. Now, I code in PHP. I’m not going 
to get into an argument of PHP versus Ruby versus Python. Some people 
are very hardcore,don’t use PHP or don’t use this or don’t use that. I’m a 
PHP programmer. And I’ll tell you one quick advantage is that, if you go 
into Elance, oDesk, Freelancer.com those are some of the places where 
you could go to hire someone. I’m sure lots of people already know that. 
And there are many more folks to choose from who code in PHP than say, 
Python or Ruby. 
 
So if you absolutely have no idea, I would say, by default, go with PHP. 
But whatever language you choose, every language that you choose has 
what’s called a framework or a library. Now, with PHP there’s multiple 
types of frameworks or libraries. I’m going to throw out some names that 
probably for anyone who doesn’t know PHP coding, this doesn’t mean 
anything but I’ll explain the benefits. 
 
So there is this Codeigniter, Kohana, CakePHP and my favorite, the one 
that I use is called Laravel. So what are these frameworks? These 
frameworks are open source libraries of code that have been sort of 
banged on and hammered out by the open source community so that 
when you have someone who connects to, say, a database, they’re not 
creating the code from scratch or using something that they wrote back in 
1998. And it turns out, oh, there’s a major flaw in that and there’s a major 
security hole. And then you find out wow, my team built something from 
scratch and there’s big door way into my database that people can do 
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some really nasty stuff, and also hurt my customers. You don’t want that. 
 
And so, one way to reduce the risk of that happening is to use a 
framework. The other thing that does really powerful meta framework is 
that a lot of the better freelancers out there will use frameworks and the 
familiar frameworks. One of the things I mentioned in my Elance postings 
is I want you to use these—like I list very specific tools. You’re going to use 
this, you’re going to use this and you’re going to use this. Well, what does 
that communicate? 
 
That communicates that I know what the H-E-L-L I’m talking about. And 
so, I’m not someone who doesn’t know the lingo. I’m not green. I know 
what I’m talking about. So dropping some of those lingo definitely helps. 
But the other thing is that if you need to switch out person A, remove 
them and put in person B, because person A wasn’t working out, by using 
a framework, person B will be able to pick up right where the other person 
left off. 
 
And so, there’s a whole lot—and plus multi-person teams will be able to 
work together very, very easily. And it just makes your code a whole lot 
cleaner. And when you have clean code, just your software products is 
going to run a whole lot better. Does that help? Those are just a few tips. 

Danny Iny Yes. I mean, obviously it’s a starting point, right? You could probably do a 
three-day seminar on this. But it’s a great starting point. And I think 
there’s a lot there to get the wheels in people’s heads turning. 
 
Now, Jack, I do want to wrap this up. But before we do, tell people where 
can they find you and particularly you’ve got two pieces of software that 
could be very interesting to a lot of our listeners, and those are Boxshot 
King and AW Pro Tools. Tell us about both of those, what they are, what 
they do and where people can find them? And where people can find you? 

Jack Born Well, those two, and I’ll give you one more are really the best place to go. 
So let me run through them real quick to be respectful to everyone’s time. 
You can go to boxshotking.com/danie. And that will take you to a page 
where you can get a discount if you want, Boxshot King. And what it does 
is it makes it real simple and easy to create three-dimensional product 
graphics that you can use in emails, websites, order pages. I’ve used them 
on webinar slides. 
 
So these three-dimensional graphics without using photo shop, very, very 
quick and easy to use even if you’re a complete beginner. 

Danny Iny And I’ll just throw in there that if any of our listeners have seen really 
snazzy graphics of the audience business master class on an iMac screen 
or like a physical or a presentation of campaign master, this is like report 
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like on pieces of paper, that was done using Boxshot King. 

Jack Born Yes, fantastic, yes. So those are great examples. And real quickly if you’re 
listening and you use AWeber, AW Pro Tools is for you because what it 
does is that it plugs into AWeber account, and quickly gives you 
automation that you don’t get from AWeber out of the box. Things like 
someone clicks a link and they move your copy to another list. They finish 
a follow-up sequence; you can move them to another list. You can do 
some really cool stuff. And automate AWeber in a way that typically you’d 
have to get a something like Infusion Software if you wanted that type of 
automation. So my tool does that at just a fraction of the price. 

Danny Iny And where do people go for AW Pro Tools? 

Jack Born Awprotools.com/danie, awprotools.com/danie. And third one is one that 
I’m coming out with, which is a free email countdown image. So if you’re 
ever doing some sort of promotion whether it’s an Evergreen promotion 
or a some sort of launch, you can—a lot of times you’ll send out an email 
and says, hey, two days left, one day left. Why not put an image in there of 
an actual countdown? 
 
So my tools actually makes it super dead simple to add in there. And it 
tracks the clicks of who did what and when. And if the countdown is done 
it takes them to a different page. So it’s a cool thing to add to an email. So 
they--when they open the email, they actually see the countdown in the 
email. So you can go to emailcountdownapp.com/danie. 

Danny Iny Sounds perfect. I’m writing it down myself. I see that being very useful, 
perfect. Jack, thank you so much for coming on the show, it’s been great. 
There’s a lot of really valuable stuff here. And you can definitely count on 
me picking your brain in the next few months for sure. So thank you for 
that. 

Jack Born Oh, you’re welcome. I would love to help your audience any chance I get. 

Speaker 1 Thank you for tuning in. You were just listening to Connect, Engage, 
Inspire; the Firepole Marketing podcast. If you enjoyed the show, we’d 
very much appreciate a rating and review here on iTunes and make sure 
to head over to firepolemarketing.com where you can get free access to 
top rated marketing books, dozens of special reports on engagement and 
audience building, access to expert Q&A with Danny and a whole lot 
more. And of course stay tune for upcoming episodes on marketing, 
engagement, and successful online business. 
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