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YARO: Hello, this is Yaro Starak and welcome to an Entrepreneur's Journey 
podcast interview. Today with a very special guest, Miss Natalie Sisson 
coming from all the way in the Wellington, New Zealand presently but, can be 
found all over the planet. She is otherwise known as the Suitcase 
Entrepreneur. 

Natalie, thank you for joining me. 

NATALIE: Thank you so much for having me. Do you always find that every 
guest you have is special? Because I do. I'm always like, "Oh, I have this 
special guest." And, I'm like, "Damn it," I say that every 'me. 

YARO: Yes, I do think that every single 'me but, I do mean it. You are special 
[chuckles] so, don't feel like you're not. 

So, Natalie, this is going to be hard possibly for you to do but, I always like to 
give a claim to fame at the start of this so people know why it's worth 
listening to you. Obviously, with a 'tle like the Suitcase Entrepreneur, there's 
one thing you have to sort out straight away. You don't sell suitcases, do you? 

NATALIE: I do not. I have been asked if I do. 

YARO: No, so it has not anything to do with luggage as retail? It's more to do 
with the whole idea of traveling and lifestyle freedom, right? 

NATALIE: Absolutely. Se\ng up a business that supports the lifestyle you 
want. 
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YARO: Okay, so what's the biggest achievement you'd like to tell our 
audience that's worth listening to you about? There's money we can talk 
about, countries you've visited, give us your best work. 

NATALIE: You know, probably, I think one of my biggest claim to fame for me 
personally was cycling down Africa six and a half thousand K's which is 4000 
miles over two months and raising about $12,500 for charity because it was a 
huge personal challenge like my ass hurt every single day and I'd never cycled 
120 to 180 kilometers for that many days in a row. And it just was, as I said, 
hugely challenging for me personally but, also such an achievement in terms 
of the whole success of the trip that I did with lots of other people who were 
doing it, around forty or fidy others but that was preey momentous in terms 
of going through eight different countries and cycling past elephants and 
visi'ng safaris and changing five flat 'res a day. I became known as "flat lady" 
because I got this flat 're problem that happens. So yes, that was probably 
my biggest claim to fame. 

YARO: [Chuckles] That sounds epic. You make it sound like it's downhill all 
the way though when you said you rode down Africa but, I assume it's not. 

NATALIE: No. 

YARO: That's preey epic. So, you've done I guess, what you could call this 
lifestyle... these experiences throughout your travels. I know you've wrieen a 
book and you've obviously funded your travels through Internet business. 
How long has this all been going for? 

NATALIE: You know what? This is my fidh year now so, April 2015 will be five 
years in the business even though the first six months of having my business 
which was just a blog as you probably well know, Yaro, we come from a 
similar background. I didn't make any money in that first six months. 

But, I actually just had my first mul'ple six-figure year so, that was preey 
awesome and it always astounds me that it's coming up to five years in 
business. 
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YARO: I did read your 2014 end of year report and it was quite a few 
milestones there. There's bought a couple of proper'es, saved $100,000, 
travelled to X number of countries, dated two men at the same 'me 
[laughs]... 

NATALIE: [Laughs] 

YARO: So many highlights! 

NATALIE: So, you picked up on it. You know I never talk about this stuff in my 
blog. It's always just about business and travel and more about business. And, 
I thought, you know what? I'll just show a liele bit more of myself because I'm 
sure people always wonder , if you're travelling all the 'me, how do you hold 
down rela'onships, etc, etc? 

So, I was like, oh, I'll just put a liele bit in there but, nothing really and people 
have just jumped on it, kind of, "Oh, that's so exci'ng!" 

And, I'm like, "Oh, god!" 

YARO: Transparency, you know. Once you do it, you open the door. 

NATALIE: Yes. 

YARO: All right, Natalie, let's tell people how exactly, first of all, you make a 
living because that's really important for I think anyone who is listening who 
wants to replicate this. I am always curious about the how you make money 
part. 

But, before we get to that, can we go back in 'me and look at your life before 
you became the Suitcase Entrepreneur, in par'cular, any sort of 
entrepreneurial endeavours during your early days, teenage years even pre-
teen years, were you an entrepreneur from the beginning or have you had a 
career before this? 

NATALIE: No, I actually was never an entrepreneur although, looking back, 
last year I came back home to New Zealand to visit family and we had a bit of 

�4



a flood in the basement and have forced these boxes that I had, all these 
diaries and journals. 

The only thing that I dumped into my suitcase is those. I had to go through all 
of them because a lot of them got damaged and it was incredible reading 
back over diaries that I wrote for about eight years in a row. 

So, one my love of wri'ng. Two, I apparently was on the magazine commieee 
at school. I can't remember that. Three, I studied two degrees in the 
University and one of them was Tourism and Travel, and the other one was 
Informa'on Systems. 

As I was looking through all the stuff, there was this really beau'ful 
connec'on that I could see. I was like, "Ha! It was always there right there in 
front of me," this fact that I love to travel, that I studied Tourism, that I wrote 
in a magazine and I wrote journals that I was always thinking about different 
ways to kind of I guess, make a liele bit of money when I was studying and at 
school. And, I really wish I had gone back to that earlier because now, it 
seems perfect that I have the Suitcase Entrepreneur plamorm. 

But some'mes, we have to go through life like eight years in the corporate 
world, which is what I did before you recognise what you really should be 
doing. 

YARO: So, you graduated from those two degrees and went straight into 
work as a...? 

NATALIE: Recruitment consultant. What a shocking choice, a decision for a 
career. I mean, it was just good money. It was a good money. It was a good 
opportunity and I hated it and I led it nine months later and then, I got into a 
baseline entry level marke'ng role in the motor industry organisa'on and 
then, I went into loeeries commission. I went into being a na'onal brand 
manager for a major hair care brand... I've done a lot of different jobs, and 
every single 'me I have kind of progressed up the rank. I've always shot way 
higher than I suppose at least should for that job. 
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So, I've taught my way into a lot of jobs and had some incredible ones actually 
right to the end when I was working in London as the head of proposi'ons 
development which my friends always thought was so appropriate for their 
business associa'on basically turning doctors into entrepreneurs. 

So, that was my final super well-paid role that looked amazing on paper but, 
in reality, it was just horrible and forced me into star'ng my own business 
which I am very thankful that I did it. 

YARO: So, it sounds like you do get to travel a bit because you are from New 
Zealand originally but, you are in England for your final job. 

NATALIE: Yes, I did get to travel a lot with my role. Previous to that, I was 
actually the product manager of the EMEA -- Europe, Middle East, and Africa 
-- so, I got to travel all over Europe and I loved that and even when I was 
working and living in London, I have traveled all the 'me every weekend, like 
most people do in London, got out for ul'mate Frisbee tournaments and 
seeing other places and some'mes for work. Yes, so travel has always been 
there since I was about two years old. 

YARO: But clearly, you were not happy with this whole full 'me employment 
thing. What was it about it and did you see entrepreneurs doing things? Were 
you star'ng to study the Internet and Internet Marke'ng at this stage? When 
did that doorway open for you? 

NATALIE: You know what? I actually wasn't. Isn't that crazy? I just knew that I 
didn't want to be working for somebody else anymore and par'cularly, the 
last job that I had was in a trade union professional associa'on where 
everybody clocked in at nine, led at five, didn't want to do anything extra in 
their role. It was just heaped and just tons of poli'cal and social obliga'ons 
and game playing and all those sorts of things that you probably maybe have 
never experienced. 

So, that was the thing that put me off. Totally, it was just that I didn't actually 
want to wake up in the morning and go to work which is very rare for me and 
I was sick of all the games that people were playing and the office poli'cs and 
it just made me want to run away from it by a mile. So, I shot off to 
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Vancouver in Canada, actually and played ul'mate Frisbee at World Champ 
level and then, went, right, I'm going to start my own business. 

But, to answer your ques'on, no, I wasn't even really involved in the online 
stuff. I've been dabbling in some social media and when I got to Vancouver 
Canada, I started a blog. So, that was 2008. I wasn't exactly the first to test 
that blogging by any means. In fact, it was probably late to the game. 

YARO: Why did you choose a blog? 

NATALIE: I just wanted to talk about my experience, I guess. So, I had made 
this major change and I was like, "Okay, I'm going on an entrepreneur's 
journey (how appropriate)," and I was like I wanted to go back to diary wri'ng 
but, I didn't want to write in diaries anymore so, I thought a blog was a 
perfect place to be able to kind of collect my thoughts and have a cathar'c 
experience of sharing what I was going to be going through. 

YARO: Had you like saved in nest eggs? Because I am assuming you dropped 
this job and career as an ul'mate display I'm assuming wasn't something as an 
op'on [chuckles]... 

NATALIE: [Chuckles] Definitely not. Before I really had and I tend to live my 
life my throwing myself into a situa'on that I have to work to get out of. So, I 
felt if I had a nest egg, which I didn't because I'd actually just invested in a 
property in London so, I'd spent all of my last liele bit of bonus and the 
pension from this job into that and I really didn't come to Vancouver with 
much which in hindsight was tough because it's an expensive city. 

So, I had to make things work and I had to get going like straight away. I was 
very fortunate to meet a few great friends who put me up in their apartments 
for longer than they should have. I just budgeted as hard as I could un'l I met 
my co-founder of the technology startup that we started. 

But, had I not had that kind of desire to do that because I needed to earn 
money, I don't think I would have goeen to what I was doing as soon as I did. 
So, I always think it's good to not have a backup plan and a huge amount of 
savings and I'm not advising that for everybody. But, for me, it works. 
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YARO: I do think you need to be somewhat self-mo'vated. Nothing like 
si\ng on the couch ader qui\ng your job going, "Ah, it will all work out. I'm 
sure something will find me." 

So, okay, you're in Vancouver. You've got some friends helping you out in 
terms of accommoda'on but, you're obviously running out of money. What 
happened next, Natalie? How did you survive? 

NATALIE: Well, I didn't start pimping myself out if that's what you're 
insinua'ng. 

YARO: [Laughs] I wasn't going to go there but... 

NATALIE: [Laughs] I luckily took myself into this co-founding role with my 
business partner who had an idea for a technology company which was 
actually to build a Facebook app that allows you to make payments on 
Facebook which in 2009 at the 'me which was kind of beyond what anyone 
would think about and a liele bit risky. 

But, he kindly paid me a salary and we also did a whole lot of finance rounds 
and I got investors on board so, it was a huge learning curve for me. It was 
like dropping myself into the entrepreneurial game and just going, "Oh my 
goodness, I am learning so much," which is why I was blogging. So, I was like, I 
can't even keep up with everything that I am being exposed to and the 
people that I met and the way that it was going and the fran'c pace that tech 
companies are kind of built and I just learnt so much during that 'me. 

My role really as co-founder was one, get investors on board, two, figure out 
the business model and three, build a customer base from zero with zero 
budget using social media and blogs and all those great tools. 

YARO: So, did you get rich from the start up? 

NATALIE: No. I actually didn't but, rich in terms of experiences. The company 
is actually doing really well now. They are the number one fund raising app on 
Facebook and I absolutely know that they are going to rock it as they keep 
going and become even more profitable and I can't say that I was responsible 
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for much of that success at all, and I'd like to think I was there from the 
beginning but no, I did not become rich from that like so many takes that all 
people think, they are going to be the next big thing. 

But, I did learn a lot about that industry as well and is massively male-
dominated which led to me star'ng my blog, Women's World to kind of talk 
about that whole aspect of being a woman and a tech industry and how do 
you lay it and how do you build a business and how does that differ which is 
to this day my blog but totally different now obviously in terms of target 
audience and what I talk about. 

YARO: So, why did you leave it there? Was there...? Because it sounds way 
beeer than what you are doing for a job, I assume, very stressful no doubt 
but, at least you're in charge of your own des'ny in some regard, right? 

NATALIE: Yes, I did feel that to a point because we were business partners 
but I think because it was always Daryl's money that was being put in there 
and then, obviously because money that we've got that it wasn't solely my 
thing. 

And, I also didn't fully believe in the product that we have been building. So, 
at the beginning, I was 100% into it but as we built it, it just became one of 
those perfect feature-rich thing where everybody tells you what should be 
part of the product and then, it becomes this clunky piece of crap. 

And so, from my standpoint of integrity, I couldn't market it with full heart just 
because I didn't believe it truly did what it needed to do, and we knew that 
there were problems and I couldn't do my role well enough and actually 
through his credit, my business partner said, "You know what, Natalie? You've 
been doing such a great job on the Social Media front and marke'ng this and 
building the networks and building a community. It's clearly a strength you 
have. Maybe you should consider taking your blog and turning it into a 
business." 

And, we had a really great honest transparent conversa'on. I was like, "That's 
a great idea." So, I gave it a couple more months and led him with a really 
good place with everything handed over and all sort of plans there to go and I 
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was like, "Great, now I've got this blog," and then, I woke up one morning 
going, "Oh my god, all I have is a blog. What was I thinking?" 

So, it was a bit of a reality check for me. 

YARO: I have been hesitant to ask your age throughout this whole process 
just for obvious sensi'vity reasons but, could you sort of 'mestamp where 
we're at now because you said you started blogging late. But, I'd love to hear 
people who, you know, they haven't started when they were 16 with their 
first business and they were really successful by 21. That sort of scenario 
which is oden portrayed by the media as sort of the standard story but, it's 
certainly not and obviously, people started at different points in 'me but, 
you... So, you actually started your blogging business which is probably the 
founda'on for what you do today, late 20 year old, right around in that area? 

NATALIE: You know, what if I'm looking at, I must have been 32. I'm 37 now 
so, 37 years young. So yes, I was really late to the game, big 'me late to the 
game and that's why I oden pinch myself when I look back because so many 
entrepreneurs I meet now who are 18 or 19, I just look at them and I'm like, 
"Ah, damn I wish I would have thought about doing some of this back then or 
had been exposed to in University, the communi'es that would really help me 
or mentors." I didn't have any of that really un'l I hit Vancouver when I did 
meet a lot of entrepreneurs and just got exposed to their world. So, I'm really 
apprecia've of them but in some ways I would have loved to have started 
earlier. 

YARO: Okay, so take us forward from that transi'on point. You were 32. 
You've got a blog, you have been wri'ng for a while but you hadn't really 
seen it as your business. You've led your startup-- 

NATALIE: [Laughs] 

YARO: Why are you laughing? 

NATALIE: I'm laughing because 32 with a blog sounds like a terrible place to 
be isn't it? And how did I ever dig myself out of that hole? 
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YARO: Well, tell us [laughs]. What did you do? 

NATALIE: I hustled. I hustled strategically, I would say. I did throw a lot of 
spaghe\ at everyone to see what stuck but, I really just focused on the 
strengths of the rela'onships that I built in Vancouver, the strength of the 
network that I had and taking what I had done really well in all my previous 
roles in marke'ng, brand management, business development plus what I'd 
learned from the startup over the eighteen months of building something 
from scratch and I applied it to other people who took me on as a consultant. 
I needed a couple of consul'ng gigs. Consul'ng was not for me. I was like, 
"Ah, I don't want to be paid by somebody else to solve their problems either." 
It might be strange like that but I just wanted to work on my own thing. 

So, I looked at all my talents combined. I figured out my sweet spot and I was 
like, "You know what? I break stuff down that's complex and I make social 
media and online tools and technology seem easy to people and how they 
can apply it to grow their business." 

So, the very first thing that I got paid for by a client piece of work that I 
literally got paid for, 50% upfront, went across the road and banked it 
because I didn't have enough money for my rent for the first 'me in my life. It 
was a scary thing. 

Aside from that, I went from zero to $15,000 in one month by running some 
social media boot camps for entrepreneurs and that was like me oden 
running. From there, I never really looked back. I'm not saying it was smooth 
sailing by any means but every single 'me, I just looked at well, what did I 
know? What was I doing well? What were people asking me about all the 
'me and how could I build something that they would pay for that would 
create tons of value for them and that was a good use of my 'me and theirs. 

YARO: Okay, so you offered a live workshop like a boot camp in person for 
social media training. 

NATALIE: I did. 
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YARO: Can you just break that down because for a lot of people, that's the 
challenge. It's like, okay, you have an audience. You put a sales page up. You 
have an email list. You send them an offer and they buy your product. 

Did you know how to do...? You must have known some of that from your 
previous experience obviously but, did that all coalesce into this perfect offer 
you've made for the first 'me ever from your blog? How did it come to be? 

NATALIE: Well, this was great because what you just said, I didn't do at all 
and had I known you back then and asked you, I would have just followed 
your instruc'ons. 

But no, I didn't actually have much of an email list at all. I certainly didn't really 
have a great blog at that point and what did I do? I actually put it on 
Eventbrite. I reached out to my networks to share it around the networks in 
Vancouver only. I think I did talk about it a bit on my blog but not everybody 
on my blog was based in Vancouver and I just once again talked to any single 
person that I could about this workshops coming out. 

I also found out that there was some government funding and if you are an 
entrepreneur, and you went along to training of any type, people get up to 
$1500 rebate. 

So, I priced my workshops at $1500 for the weekend and then said, "Hey, 
there is this government funding which essen'ally means you $100 and you 
get the rest for free." 

That was brilliant like I just worked every single angle and so, I don't charge 
that much for my workshops now but, I could because of that loophole. And, I 
ran three of them because each 'me I put one on, I realised it was actually 
ge\ng booked out. It was only like eight to ten people that I could fit and I 
was just smart about where I held them. I held them in really good loca'ons 
but good deals on the rentals and did my numbers and went like, "Okay, I 
think I can do preey well from this." 

And then, the biggest hurdle that I had to get over actually, I was saying, 
"Who am I to teach social media to small business owners?" 
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That was the biggest hurdle like who am I? Because it was s'll rela'vely new 
at that stage. I know Twieer and Facebook have been around since 2004 and 
2005 but people weren't really using them to drive business. And, I just 
developed materials and went through everything that I thought would be 
useful and ran the workshops live and con'nued to tweak and improve them 
and they got really great response. There's nothing like holding a live 
workshop to get people to actually show you how they are learning from 
what you're doing and what else they need to know. And, I loved it. 

YARO: When you say you reached out to your contacts, can you just clarify, 
does that mean ge\ng on the phone or just emailing everyone with like a bcc 
in your address book because it's different from today where you blast your 
mailing list, post on Facebook, share on Twieer, share on LinkedIn and that 
would be reaching out to your network. It sounds like you didn't have those 
online networks to, you were not so established yet so, you had to do it old 
school. 

NATALIE: Yes, I did actually. So, I did get on the phone, talked to the people. I 
went for coffees with people. I went to networking events. I talked about 
what I was doing. Eventbrite itself is a directory lis'ng as you know so, there 
was some people who just found it through that but, I was fortunate enough 
to know from all the entrepreneurs' meet-ups and things that I'd been to that 
there was a good amount of people out there who were interested in it. So, I 
just had to find one or two key people who would be like gung-ho for it and 
who already had a bit of an audience or community, not even online but, who 
could suggest a few people and then, those people would say, "Yes, I'm in," 
and then, they'd suggest somebody. 

So, it really became, if I can get one or two people to talk about it along with 
myself, they'd suggest people and then, it's word of mouth and then, people 
started kind of rocking out and going, "Yes, I'd love to come." 

YARO: Okay, so you paid your rent and then, some and was doing well. Did 
you see yourself doing events for the rest of your life? Like how were you 
going to transi'on to the next step? 
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NATALIE: It was preey funny, actually. I had this amazing month of being 
from broke to actually profitable and unlike anybody else that I know, I 
decided, "Wow, this is a great 'me to just up and leave." All my networks, all 
the friends that I had, and everything that I've established over the last two 
years in Vancouver, to go and take this business which wasn't s'll really a 
business really to be honest and go travelling. So, I actually took off the preey 
much five days ader my last workshop and headed off to LA to stay with 
friends and then, went down to Buenos Aires in Argen'na to live. 

YARO: You didn't have the Suitcase Entrepreneur domain name yet, did you 
at that point? 

NATALIE: I didn't. It came about three months later. So, at that point, it was 
s'll Woman's World and I took this workshop that I did. I turned it into an 
online program. I recorded over top of all my Powerpoints and spent 30 hours 
producing all these videos and audios and then, did what you said earlier 
which is, "Oh, now I need to figure out what a sales page looks like, what 
should be on it, how I build a membership site, what I should charge for it, 
how I group feed content, all the stuff," and do that while I'm travelling to the 
other side of the world to a place where my Spanish really sucks. 

YARO: You don't like making it easy for yourself, do you? 

NATALIE: No, I don't. Oh my goodness, no I really don't. And this the paeern 
that has happened throughout my en're life, something it's like I've kind of 
got it established. I tend to, you know... 

YARO: Run away [laughs] on a plane. 

NATALIE: Yes, and it makes it more challenging but, I think it makes you 
stronger and it makes you more... it's easier to adapt where you get very 
much more crea've. So, I think in many ways, while it might have put me 
back some'mes, it strengthened me in so many other ways. 

YARO: Can you maybe take us through all those things you did so, learning 
how to do a sales page, the membership site. I know you love keeping abreast 
of all the latest technology. You told me in person. We met in Melbourne. 
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That's one of your favourite things, knowing all the gadgets online. Did that 
sort of start at this point? You were really looking at everything? 

NATALIE: Yes, I think so. I do a liele less of that these days because I've got 
some really good system so, I don't want to mess with it but yes, at that 'me, 
I was like, "Okay, how does one do this? I'm using Wordpress. Can it be used 
in a beeer way?" I didn't know about Lead Pages at that point. It wasn't 
available. I certainly didn't want to go through using something like Wish List. 
I think I ended up going with Op'mize Press at the 'me and just figured out 
the back end system of that. How do I use Vimeo to embed these videos? 
How do I upload all of these documents or use Dropbox to share the files on 
there? How do I give people access to the site without making it overly 
complicated? I was using Paypal so, I wasn't trying to do anything too full on 
there then, it was all just about really the key part which is marke'ng it. 

So, I will actually say that I didn't do a very good job with that and I ran a 
webinar, the first webinar in my life and it was a great webinar but, I'd almost 
lost my voice. That wasn't very cool and I made one sale! 30 people turned up 
and I made one sale and I was like, "Hmm, I don't know if this was going to 
cut it." 

I probably did all the things wrong that you should do and I didn't invest in 
anybody else for sales page copy. I didn't invest in hiring someone to help me 
with the membership site setup. I did it all myself but, I am so glad I did 
because I never did that now really. I s'll get involved but it was just good to 
go through it myself and see what is involved because later, that actually 
became something that I could teach as well and some'mes, you just have to 
do things on a budget. 

YARO: So, you were in Buenos Aires si\ng there just learning everything 
yourself. 

NATALIE: Yes, with crappy internet and ea'ng like empanadas and drinking 
fernet and coke and going out in the street and forge\ng that I was in 
Argen'na. I couldn't really talk to anybody. And yes, that was definitely an 
interes'ng 'me. 
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YARO: No doubt and you were con'nuing to tell these stories, right because 
by that point, have you started the Suitcase Entrepreneur as well? 

NATALIE: Yes, I think I re-branded it so, I got there in like November of 2010, 
November or December and by January of 2011, I had re-branded over to 
Suitcase Entrepreneur which I had talked to somebody about at the 
conference in the US and they were like, "You're a travelling entrepreneur." 

And, I was like, "Yes, I guess so." And, they were like, "No, you're a Suitcase 
Entrepreneur." I was like, "That's brilliant." 

So, I really stepped into the brand from there and everything started to 
change because I finally had... You know, Women's World which is for all 
women entrepreneurs around the world is not a niche as you know, and so, I 
could never really get specific on what it was that I offered apart from 
inspiring women to become business owners. 

And so, when it became Suitcase Entrepreneur, everything clicked into place 
like all those things you talked about online tools and technology and social 
media to run a business from anywhere suddenly made sense or every 
product and guide and book that I wrote and program that I produced was 
always based around crea'ng a freedom of business and adventure in life. 

YARO: Throughout this process, because you're quite an established 
informa'on marketer now, as you said, lots of products, all digital, I know you 
s'll do a bit of live events but, I am assuming, most of your income today 
resulted to the product, did you ever study anything like the sales funnel or 
did you just keep sort of learning by prac'cing yourself? 

NATALIE: Yes, I'm a self-taught student of life like I've wrieen a book on what 
makes an effec've sales funnel but un'l I set up Infusionsod myself and 
started looking through how to work it out and figure that out, I hadn't really 
considered all those avenues. I think I had for other businesses that I'd been 
running as the product manager or the brand manager. There was a certain 
amount of marke'ng campaign, new ones that I had to know and I was 
playing with other people's budgets and really working through their crea've 
and looking at what works. 
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So, I would say eight years of corporate experience definitely served me well 
but, it wasn't related to the informa'on marke'ng world like websites back 
then weren't the key thing for those businesses that was all around the client 
rela'onships and then, marke'ng and the adver'sing which is quite different 
to how we sort of run our businesses online. I was pu\ng out billboards and 
magazines... I would never do that in my own business. 

But yes, I think every single thing that you do serves you well, right? In fact, 
when I play ul'mate Frisbee and captain teams from 'me to 'me or I coach 
or I'm part of teams... all of the stuff actually starts to add up in your beau'ful 
experience of what makes up life then you apply it in every single way, every 
single day. That's what I find so fascina'ng. 

YARO: Yes, speaking of adver'sing, how did the growth go for you in 
par'cular with traffic growth? I know for example, the Suitcase Entrepreneur 
has been a fantas'c brand for you ge\ng press coverage because people 
love to hear the story of this woman travelling around the world running her 
own business. 

But, in terms of the core customer acquisi'on, how you have grown your list, 
how you found the customers, how have you built your audience? 

NATALIE: Through just genuine connec'ons and pu\ng out repeatedly what 
I would hope as useful, valuable, 'mely, great content, providing it in a way 
that makes it easy for people to apply it. So, I wouldn't actually call myself an 
informa'on marketer. I always think of myself as a leading learner which I 
stole off Roger Hamilton which is where I know just enough more than the 
person who's coming up behind me to be able to teach them, and they find 
that valuable. 

And so, that's what I sort of banked on all this 'me is just being a liele bit 
ahead of the game and showing people how they can make their life easier, 
save more 'me, save more money, streamline their business front up from 
anywhere and I think that's the key, that being a female entrepreneur with a 
kiwi accent, with an adventurous a\tude I think helps and just living and 
breathing my brand. That's probably what I get the most feedback on 
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everyday for my podcast, for my blog, for my videos. It's just people feeding 
back that they love how authen'c I am and honest and down to earth and 
how useful and I think they just like it. 

So, I've just banked off being a likable person who genuinely cares for other 
people and wants them to have their best life. 

YARO: Can you maybe talk about any 'pping points, or because I can't 
imagine you, I'm sure you're likable, you produce valuable content but, a lot of 
people are like, won't produce valuable content, sit there and blog all day and 
no one even knows they exist where you've turned this into a mul'ple six-
figure business and travel around the world, wrieen a book, and you do a lot 
of things -- there's this podcas'ng, wri'ng a book is no small task as well, so 
what's been the key, it maybe hard for you to answer this but, could you 
advice the person listening to this who feels that they have a lot of good 
content but no one knows they exist? 

You're famous. What have you done differently that they're not doing now? 

NATALIE: You know that's a great ques'on. I can easily answer it actually. I 
read Turning Pro by Steven Pressfield about 18 months to two years ago, 
right at that 'me where I have been, like those people you were just 
describing, I have been blogging consistently. I've been doing good stuff. I've 
been star'ng to make trac'on. I had a fairly decent list but nothing was really 
coming easily. It s'll felt like a bit of a struggle. Revenue was not consistent, 
and I wasn't... I don't know. I just felt like I was kind of failing more oden than 
I was succeeding. 

And I remember reading that book where essen'ally, Steven says, choose 
yourself and step up one day and just say, 'Hey! I'm an expert in this maeer,' 
or I'm turning pro and I think the biggest hurdle had been if I came back to 
myself, just not believing in myself enough and maybe fully never considering 
that I was an entrepreneur through all those years when I was not giving 
myself permission to step fully into it. 
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And, at the same 'me, when I did that, it wasn't like I read the book and just 
suddenly did it but, the book was the catalyst to what I had already been 
thinking. It just formalised what I was thinking. 

I started inves'ng more in myself and in my team and in everything I did. I 
s'll didn't have a huge amount of revenue but, I was like, "You know what? If I 
really want to take this seriously, I need to be working with great people who 
were smarter than me and more talented. I need to put more money and 
professionalism into what I do and I need to step up and own this space and 
become the best version that I can possibly become of myself." 

And that is honestly when I think things really started to turn because you 
put that out there and people no'ce and then, they see you like holding 
yourself a liele bit smarter, get your head up a bit higher, the quality of your 
products and programs are just that much beeer. 

Your content becomes beeer. The quality of your wri'ng... just everything 
you do has more of a professional 'nt and then, people start to step up and 
no'ce that and start to pay more for it and start to become interested and 
involved. 

And, there's plenty of people you probably see online, Yaro because you've 
been in this longer than most people I think. You can probably see when they 
turned as well, when they went from doing liele crammy YouTube videos on 
their laptop to buying a decent camera to ge\ng a full professional edi'ng 
suite, people with podcasts just recording it off the laptop to ge\ng a great 
studio set up to having a podcast editor. It's just making that leap of faith for 
yourself and believing. 

YARO: Now, speaking of outsources, it sounds like that was a big change for 
you. Who did you hire and what do they do for you? 

NATALIE: The very first person I hired was a virtual assistant, two weeks 
before I went away on my trip to Africa because I was like, "Oh my God, I'm 
going to be offline for two months." And well, my business wasn't exactly 
huge at that point. There was enough that I needed to have somebody just 
looking ader stuff. So, I'd pre-wrieen all these blog posts. I was very 
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organised. I had all my emails ready to go and I just needed her to kind of 
oversee it. 

So, I hired her through oDesk. She was based in India. It was something 
ridiculous like $5 an hour, trying to wrap in the stuff that I knew over that two 
weeks and then, basically, headed offline on a bicycle. 

YARO: [Chuckles] 

NATALIE: I didn't get actually online for three full weeks. I didn't even know 
what was happening and I was a bit worried but, at the same 'me, I was also 
biking down Africa like I had beeer things to do. 

And, when I did get online just to check, everything was perfect if anything I'd 
made money while I have been cycling. And, I also found out that nobody 
really cared or missed me on social media like I think we get this self-fulfilling 
prophecy that were more important than we are or that, "Oh my gosh, if I 
don't post today, things are going to go downhill," and everything was just 
great and I was like, "Gosh, I should go offline more oden. It's good for me." 

And, when I did jump online very few 'mes during that en're trip, one, I 
didn't actually want to be online which was quite interes'ng for me to think 
about and two, I was ridiculously effec've because I only had like half an hour 
or an hour every week to do something. 

So, it was a great experience. The VA handled it really well and since then, I 
have taken on a podcast editor, I had a video editor as well, taken on like an 
online business freedom manager, and I have just sort of grown my team 
where I need it and then, I hired people with contract for launches and things 
to do like membership sites or copywri'ng or roles around that. So, I hired 
people on when I need them. 

YARO: Okay, well I'd love to I guess take it forward. I know you con'nue to 
travel and maybe in summer, we can say, Natalie went around the world 
several 'mes [laughs] and grew everything she was doing, it might be the 
safer way to describe what you did although as you might be here for a long 
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'me, right? Because you have travelled a lot like how many ci'es or countries 
have you been to? 

NATALIE: 69 countries right now which happens to be my favourite number 
not for other reasons by the way. I used to live at 69 7th street but, yes, I'm 
actually at 69 countries of which some of those I have seen several 'mes. I 
don't count ci'es but it would be hundreds. 

YARO: And, you've been crea'ng product and releasing content for your 
audience the whole 'me, right? 

NATALIE: Yes, absolutely. 

YARO: Can we maybe just do a quick breakdown of what your business looks 
like today? I'd love to know like sort of to have the confidence to keep 
travelling, buying 'ckets... I know you're a travel hacker so, you're good at 
finding certain... 

NATALIE: I won't say I'm that good. I mean I am beeer but I am not the kind 
of travel hacker. I don't have tons of points accrued at all. I just buy really 
good flight deals when I feel like going to places and organize myself. But, I 
am not the best travel hacker in the world. 

YARO: Well, you know how to do that part. You know how to obviously save 
some money enough to keep traveling as much as you do because travelling 
that much, you must have ten, twenty or thirty or $40,000-flight budget 
alone some years. So, just to make sure you're making enough money on top 
of your flights and living expenses from your online business, I'd love to know 
how you structured, because you know, I am very interested in that funnel 
process myself personally as well in the sense that, do you have low-priced 
products, some sort of membership site, high-end courses, how have you 
ended up building a product funnel and what's worked for you in that area? 

NATALIE: Well, first of all, I just love to come back to the travel piece for one 
minute because I actually think travelling full 'me is cheaper than moving in 
one place full 'me. 
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YARO: Okay. 

NATALIE: And, I don't think I've ever spent $10,000 in a year on travel. It's a 
lot cheaper when you book things in advance and there's lots of different 
airlines that service different parts of the world like Air Asia for example has 
super cheap flights across Asia. Europe is renowned for having super cheap 
flights as well. 

So, it's really only the Interna'onal legs that cost and then I think you'd get 
away because you don't have car payments, mortgage payments, Internet 
payments. Everything that you do is kind of bought as you go. So, just for 
those people listening, I actually think travel is really reasonable depending on 
how you plan. 

And, coming back to revenue streams, I've got about seven or eight. I had 
about seven or eight for the last couple of years and this year, I am focusing it 
down to just probably more like four to five but, they have all been built over 
'me. 

So, as you know, the very first thing that I made money from aside from 
consul'ng was this social media boot camp that I turned into an online 
program then, I produced the Entrepreneur's Toolkit which was a guide and 
also a mini-membership site. 

And then, I created this blog, not a blog challenge but a blog series over 
twelve weeks, and I turned that into one of my best selling digital guides and 
then, I created a series from that. So, the Be Wired, Build Your Online 
Business series. There's a sales funnel book in that now and there's also Am I 
Your Customer which is all about finding your ideal customer, figuring out 
your niche and charging what you're worth. 

So, I've actually note it down. I really only have four guides or digital products 
that are available including a kick starter book. And, I've narrowed it right 
down to two-level offerings where I have the Freedom Plan which is my 
flagship program. I created it last year. It's come out of four and a half years' 
worth of my work and it's my defini've kind of one stop program over eight 
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weeks where I teach people how to build an online business and also the 
whole freedom lifestyle aspect. 

And then, I have a high-level offering for people who are established 
entrepreneurs who are ready who want to mastermind and be mentored and 
take their business to the next level. That's a recurring quarterly membership 
through the high flyer club. 

So, I really love that I have this flagship program, The Freedom Plan, which is 
for people star'ng out or are in the interim stage of the first few years of the 
business and then, the high flyer club which is for people who are much more 
established with real earning poten'al, who want to be hanging out with like-
minded people. 

YARO: Well, I'm not confused [laughs] but, thank you for breaking it down, 
Natalie. I'm sure we could go check out your page and your products are 
listed there so, I'll have to men'on your website. Well, men'on it now for 
people who want to go check it out while we're talking. 

NATALIE: It's SuitcaseEntrepreneur.com, the best place to go. Everything is 
on there, all my social media sites and podcasts and blogs. But, it's a bit 
confusing that you're confused so, I probably need to do a beeer job at that. 

I essen'ally would say that my revenue comes out of products and programs, 
affiliate marke'ng, live events, workshops, and retreat style events. My book 
which is it's own individual stream because it's through Amazon, speaking 
which I get paid for, thanks in part hugely to the book. 

And, this is the main thing really that I guess I make money on these days. So, 
it's preey streamlined down and I know exactly which sort of percentages of 
my revenue come out of those now having done a full financial audit. 

So yes, and at any one point, depending on what I am launching or not 
launching, one of those areas will dominate more than the other. 

YARO: Mm-hmm. For a listener who is thinking about their first product given 
how much experience you have now and I know I would actually tell myself 
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to do something completely different to what I did first 'me from my product, 
what do you tell people to create first as the first thing they sell to start kick 
off the cash flow. 

NATALIE: Oh, that's a great ques'on because I actually don't tell them to 
create one defini've thing. I do get them to really focus in on what is their 
sweet spot so the intersec'on between what they are good at, what their 
skills are and what people pay them for. But, it really depends on the type of 
business they want to build, the personality that they have. I know this all 
sounds you know this stuff as well, you can't just tell one person to go out 
and get paid speaking gigs when they are an introvert and you can't tell 
somebody who is not par'cularly tech savvy to go and build a membership 
site and a great program. 

So, I always get them to really listen to what do they love doing? What are 
people always asking them for and how can they merge those things to 
create a product, a program, and an offering whether it's service-based to a 
more passive income-based that's going to work for them. 

YARO: Well, let me give you context then. So, let's say it's someone who in 
par'cular wants to replicate this travelling lifestyle. 

NATALIE: Right. 

YARO: You know, it's probably not workshops and speaking because that 
requires being somewhere plus it's a liele bit labor intensive. 

NATALIE: Yes. 

YARO: Let's talk about lifestyle freedom. I want something where I create it, it 
keeps selling, it keeps making money while I travel the world. 

NATALIE: Absolutely, yes. So, first off, I'd say, well, what can you create that 
is going to just con'nue to make you income even when you're not running 
it? 

And, for that, I think, a suite of digital guides and products that relate to the 
work that you do would be excellent or more importantly, probably one 
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defini've program that can be run as an evergreen or you can launch it two 
to three 'mes a year and you focus all your efforts into the marke'ng and 
then, you can go off travelling for the rest of the 'me while it's running. 
Something like David Siteman Garland creates or some online courses is a 
good example of that. 

So, he con'nually runs that and he does webinars with affiliates. He markets 
it through Facebook adver'sing and once people have bought they're in and 
it's all drip fed to them. So, he doesn't actually run the course live anymore. 
And, it's just a con'nual game changer and earner for him every single year. 

That would be most useful if you're wan'ng to go offline and travel and not 
have to worry about things. 

The reason I s'll do events and retreats though is that I've worked out that I 
just love the people element and for me, that lights me up and I get a lot of 
amazing results when I am in person with people plus I love bringing other 
people together to meet like-minded entrepreneurs. 

So, I have now worked them into my travel schedule that wherever I am 
going, I'll run an event or a retreat. And so, people kind of come to me based 
on my travels whereas I used to go to other people for that. 

So, it really depends on what you want out of it and I think your preference 
has changed as well. 

YARO: Okay, so what are you doing next now? I know we're recording this at 
the start of 2015 and you had a very busy previous year which has no doubt 
impacted your choices for what's coming up in your future. What are you 
doing? What's your goals now? 

NATALIE: It's ironic. It's doing less, traveling less and spending more 'me in 
fewer places to really enjoy the culture and the place that I am in plus the 
friends that I have made around the world and to just be able to enjoy, I 
consider slightly slower pace. 
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So, my year is actually split out. The first half of the year is all focused on 
con'nuing to build the community and doing twice a week podcast and all of 
that is to include basically helping me build my email list, build my community, 
and be able to launch the Freedom Plan on the first of May into a huge 
community, hopefully, hundreds and hundreds of people going through it 
which will set me out for the rest of the year when I'm going to be completely 
switching texts but s'll talking about freedom and I'm going to be 
undertaking this huge new project that I wanted to talk to you about. 

So, I guess I can announce it here which is I would love to create the first ever 
global study on freedom. I want to create a freedom framework that can be 
used by individuals and organisa'ons and companies and governments 
around the world. So, it's a big body of work that I'm commi\ng to for the 
next three to five years that's going to involve academia, collaborators, team 
members, it's not something I can do by myself but it's a huge project, right to 
freedom and it has a philanthropic arm to it and just a whole lot of research 
and work that I need to do behind it. 

The second half of this year is going to be all about star'ng on that and 
star'ng to create this founda'on for it, and it s'll totally related to freedom 
as I said with the Suitcase Entrepreneur so, I think it's kind of a beau'ful mix 
of the online focused on that business and then, switching to this other big 
body of work. 

YARO: So, are you talking about ge\ng a PhD in Freedom? 

NATALIE: [Laughs] Oh my god, I love it. If I believe in the educa'onal system 
that the Internet was that important to me, maybe I will just create my own 
PhD version. 

YARO: Wow, [laughs] I mean who wouldn't want to sign up for a PhD in 
Freedom. It sounds preey awesome. 

NATALIE: Or, you might just find yourself on the board of [strategy] which is 
I'm not saying that completely, that's what I've called it the board of 
[strategy]. I've got a few key players that I've been asking to come on there to 
help me because there is such a big piece of work in it and has so much 
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depth and applica'on but, at the same 'me you go down so many rabbit 
holes. So, we can definitely talk. 

YARO: If there's an opportunity to wear one of those, what do they call it, 
when you graduate, you get to wear the... 

NATALIE: Oh yes, the... hat and the cape. 

YARO: There is a name for it. I don't want to do this but, I can't remember 
but, if I get to wear like the gown and the outfit as part of the board, I mean... 

NATALIE: [Laughs] 

YARO: Not superficial at all, Natalie [laughs]. 

NATALIE: [Laughs] That's a strange way. 

YARO: [Laughs] What's the academic nature of ... anyway. 

Okay, Natalie, SuitcaseEntrepreneur.com and that's where we can find 
everything that you're doing. It sounds like podcas'ng is a big part of what 
you are doing at the moment so, definitely go and check out your work in 
podcas'ng. 

And, obviously, any training products if you want to work with Natalie closer, 
anything else you want to men'on to my audience before we say goodbye? 

NATALIE: No, but I just love the line of ques'ons and I hope it's been super 
valuable to people and I guess, if anything, I would love for people to step up 
and turn pros. 

So, if they're listening to this and they have gained any nuggets or they just 
think I'm some crazy lady who lives in a suitcase, I'd actually applied a lot of 
ruthless determina'on to what I do and a lot of focus to priori'ze freedom 
which is my underlying value and everything has been built out of that. 

So, I'd say focus in on that one thing you really want out of life and build your 
business around it. 
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YARO: I think we're kindred spirits, Natalie. I think I've said the word freedom 
on a lot of podcasts myself along with the words avoiding a full 'me job 
which is kind of two sides of the same coin, I think. 

NATALIE: [Laughs] 

YARO: But, thank you Natalie and yes, good luck with everything you're up 
to. I can't wait to hear more about this PhD in Freedom you're working on 
and possibly bump into you at some point this year as well as I'm hopping on 
a plane to visit some places where you might be close by. 

So, thank you again. Good luck. Thanks from everyone at Entrepreneur's 
Journey as well. 

Thanks everyone. You've been listening to the Entrepreneur's Journey 
podcast. You can head to my blog which you can find at Entrepreneurs-
Journey.com for more episodes like this or you can google my name. It's 
always the easiest way to find me -- YARO and everything that I have done 
will show up on Google. 

Thanks again for listening and I'll talk to you very soon. Goodbye. 
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LAUNCH, GROW AND PROFIT 
FROM YOUR OWN PODCAST 
USING THE ‘INTERVIEW 
STORY’ FORMULA 

 
Podcas'ng can be a great way to engage with your audience, drive traffic to 

your website and promote your products and services. If you’ve ever 

thought about star'ng a podcast but don’t know where to start, Yaro has 

created Power Podcas9ng: a step-by-step training program that teaches you: 

• The basic technical tools you need to start podcas9ng FAST 

• How to refine the strategic purpose behind your podcast by becoming 

clear about what you want it to do for your business 

• How to conduct a ‘Podcast Launch’ so you can make a big splash 

when you first publish your podcast 

• The 10 step process for crea'ng a powerful storytelling interview 

• How to NOT be dependent on iTunes for your podcast traffic growth 

by tapping into other powerful referral traffic sources 

• Three different op'ons for charging money for podcast content, and 

what op'on I recommend you focus on.
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