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YARO: Hello, this is Yaro Starak and welcome to an Entrepreneur’s Journey 
interview. Today on the line, I have a new guest, someone I have spoken to 
prior but, you probably haven’t heard of him because that was for one of my 
paid products. His name is Pete Williams. He is in Melbourne, Australia so just 
down from me here in Brisbane. I’ve known Pete for a while. I think we first 
connected, Pete at probably at an Ed Dale event?  

PETE: Yes. Probably been Ed’s event 

YARO: Would that make sense? 

PETE: Yes, probably, years ago now.  

YARO: Pete is one of those guys who he has a claim to fame where you oWen 
come in contact with him first hearing the story about how he “sold the 
MCG,” which is the Melbourne Cricket Ground, so it’s a big cricket field down 
in Melbourne. Now, that’s not all that Pete is about though. As I’ve discovered 
every 'me I talk to him, there is always a ridiculous amount of businesses 
going on, and he’s only one man. So, the fact that he can manage them all 
obviously, he’s got teams in the company. Pete, just as a summary, I know 
you’ve got a telco the last 'me I was speaking to you, right? 

PETE: Yes. I guess the main business out of everything is the telco, Infini' 
Telecommunica'ons. We got teams up and down the East Coast in these 
three states around Australia, selling and installing phone systems for SMEs 
and then, we got a whole bunch of e-com slots under that that are doing 
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million sales a year in e-commerce around sort of B2B headsets and 
conference phones and other telecommunica'ons peripherals, also involved 
in an outdoor retail store, a finger food catering company, and then, just 
doing a whole bunch of other consul'ng and more advising stuff to some 
other businesses. But, the ones I actually kind of have a share in is the telco, 
its related online businesses and then, the online and offline elements of a 
finger food catering company and outdoor retail store. So, very, very 
completely different businesses. Guess, you might touch over when I forget 
to in the call today. To me, they’re all the same, which are kind of ...  

YARO: And, of course, you haven’t men'oned that we’re coming together 
now in a li^le bit now because we want to talk about something you’re doing 
with Richard Schefren who has been a long-'me mentor of me. And, we can 
talk about that later in the call but, that’s an informa'on product, a training 
course for online marketers. You’ve taught how to get press coverage before, 
as well. Not to men'on, I think SEO, marke'ng in general. You do too many 
different things, Pete. It’s not natural. 

PETE: [Laughs]  

YARO: But, I think we’ll learn about how you actually can make all these work 
by interviewing you. So, let’s get this full story and thank you for joining me 
today. 

PETE: Oh, I’m more than happy to. More than welcome, I love your blog. 
Yours was one of the first Internet Marke'ng blogs I read years ago. So, 
loving to actually be on here and sharing some stuff back to everybody. 
YARO: Fantas'c. So, born and raised in Melbourne? 

PETE: Born and raised in Melbourne, yes. Back in a place called Bacchus 
Marsh which is sort of I guess on the outskirts of the city limits, almost you 
probably call it a bit country. Then, yes, born and raised in Victoria. I love it 
down here.  
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YARO: Now, did you have like a lemonade stand or some early entrepreneur 
gig as a kid? 

PETE: Yes. It’s really strange. My mom is a Math teacher and my dad is a 
Logis'cs manager. They’re not business people by any fact. But, mom loves 
telling this story. She’s very proud of it. I don’t really know why. But, when I 
was about three or four years old, apparently, I drew in crayon arrows all 
down our hallway to my bedroom. My mom, before she scolded me for doing 
that, she asked me what I was doing. I told her apparently, I don’t remember 
this, of course, but apparently, I told her that I was drawing arrows to my 
office so she can find me if I was busy.  

YARO: [Laughs] 

PETE: So, it’s kind of whatever we had raised and always been part of me. I 
never quite had the lemonade stand but, we used to holiday quite a bit © 
Yaro Starak ● h^p://www.entrepreneurs-journey.com ● Page: 4 down at 
Ocean Grove which is like a surf side beach town here in Victoria every 
Easter and Christmas. I’ve got photos and do have a very, very vivid memory 
of them having basketball card trading days at a place in the caravan park, 
running very so li^le entrepreneurial ventures, made a series of giW cards one 
Easter so people could buy Easter cards off me and give to their friends and 
family in the caravan park, and did some very random lemonade stand type 
things when I was younger and have always been that way since.  

YARO: Does that mean as you graduated from high school, you were not 
thinking full-'me job or did you go University or did you go straight into 
running your own business? 

PETE: No, I actually started my first business when I was in high school. In 
Year 11, started a business called Impact Plus which was a web design 
company. So, I think I got five clients -- my primary school, local basketball 
club, and a couple of other small businesses around town. That was the first 
business actually registered was when I was in Year 11.  
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YARO: So, you were code monkey like you could design pages like that? 

PETE: Look, Front Page, MicrosoW Front Page. I wouldn’t call it a code 
monkey. Back in the day HTML was pre^y bland. It was like frame sets and 
tables. It was pre^y basic but, yes.  

YARO: When was this by the way, what year? 

PETE: ’97, ’98, ’99, it would have been, late ‘90s.  

YARO: Exactly when I came online and I learned tables and HTML as well. 
Yes, it was a good year. I enjoyed the simplicity back then. 

PETE: Yes, it was good. It was very fun. So, I did that and then, yes, I went to 
Uni, so I finished up high school thinking I’d always be a business owner  but I 
made the assump'on that to learn how to run a business I have to go to Uni. 
So, I went to Uni down in Geelong, Deakin doing a Commerce degree down 
there and very early learned that Uni is a lot of fun. I’m definitely going to 
stay there and graduate for the enjoyment of Uni. The course itself was very 
much geared to be a white collar employee for a big corporate. It was a 
business course but, it was very much like, you didn’t really learn any direct 
response stuff or any sort of stuff that’s applicable straight away which I kind 
of was surprised about. I was just very naive going in to the course thinking 
that commerce meant learning how to run and grow a business as opposed to 
being a good employee in a business sort of firm which is into the next of just 
being asked to be on the advisory board for the Commerce Department of 
Deakin University. So, I’m now actually helping advice and change some of 
the syllabus. It can actually be^er match where I think the course needs to a 
certain extent.  

YARO: The irony, huh? 

PETE: Yes, it’s kind of funny. It’s come in full circle which is really cool. So, I’m 
really enjoying giving back in that way. But, got a job out of Uni so… Well 
actually, didn’t quite get a job. Did Uni, worked at Athlete’s Foot selling shoes 
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just to pay the bills at Uni and had some small perk in the side but, really 
enjoyed that, learned how to sell, which was really important. And then, finish 
University and had the ability to go and work overseas for a few months, 
work in the US. The original plan was to go out of US and spend six months 
working with Athlete’s Foot at various stores around the country over there 
to work at what they were doing in America, different to Australia, a bit of a 
reconnaissance mission, so to speak.  I know it was going to be great fun. I 
traveled in America on Athlete’s Foot dime and see the states and have fun 
before I came back to Australia and got serious. But, I started off in Florida. I 
moved over there in December -- University finished in November and 
moved over there in December and it was like, well, that’s America’s winter. I 
don’t want to be anywhere near the cold. I was a surf boy. I was a beach boy. 
So, I went to Florida to start with. That was Florida. As it gets warmer, I move 
across the country and then, basically just fell in love with Florida. And I went, 
“You know what? I might live here.” So basically, stayed at the one store for 
the majority of the 'me, met a girl, fell in love, lived on her couch for a while, 
had great fun and then, my VISA ran out and I got sent back to Australia. The 
plan was to be back at America, work at some way I can be back there and 
due to the rela'onship thing. It was at that 'me, when the whole MCG 
venture happened which you alluded to earlier, we won’t go too in depth for 
that but basically, the plan was obviously to go back to the States so, I took 
up another job at Athlete’s Foot just as an intern sort of thing to help them 
grow a new stall that just opened while I was trying to get my stuff together 
to move back to the US. It was a rela'vely new store so, it was pre^y quiet. 
So, there was 'mes where no foot ever coming to the store and stuff like 
that. So, I’d stand behind the counter and just read books just to kill the 'me 
and fuel and free that entrepreneur kind of fire inside me. One of the books 
was the One Minute Millionaire by Mark Victor Hansen and Robert Allen. It 
told a story in that book about a gentleman who later became… He’s a great 
marketer and publicist who, back in the late 80s or early 90s, bought a whole 
bunch of 'mber that was the Brooklyn Bridge walkway in Manha^an in New 
Jersey -- the bridge went between those two places -- and made cer'ficates 
up with the history of the Brooklyn Bridge, li^le A5 sized cer'ficates, history 
of the Brooklyn Bridge, a one-inch square  of the 'mber and then, word 
around the camp fire was they sold them off for about $19 each and made 
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about $2 million dollars out of it. I was just like, “Oh, wow! How good is that?” 
So, I started to think, “How can I easily replicate that as a quick li^le venture 
to make some money,” and that was kind of what I always had done. The 
Melbourne Cricket Ground which, for those who don’t know, is kind of 
Australia’s version of Yankee Stadium. It’s kind of THE stadium here, a sports 
sesng here in Australia. It was under renova'on. A rebuilder was doing in 
certain parts of the stadium. Rang the wrecking company or I was able to 
track down the wrecking company that was doing the demoli'on, they cannot 
just replicate that idea into cer'ficates out with the 'mber and things like 
that. But, speaking to them, they had a whole bunch of carpet now. It’s going 
to sound really strange but, the carpet that lay in the member’s area, the 
really exquisite member’s area in the stand was and has the crested logo of 
the grand on it so, it’s quite famous – very, very ugly but very, very famous. 
They had some of that sisng there in the back of the warehouse because 
they’d pull it down as part of the demoli'on. So, I bought all that over the 
phone, straight away, and then, to make the long story short, wrote a press 
release saying, “21-year-old sells the MCG for under $500,” because I made a 
series of memorabilia frames out with the photo of the MCG, a piece of the 
squared carpet and a limited edi'on plaque with a bit of a history of MCG. 
The media here in Australia went absolutely ballis'c with it so, I got news 
stories and na'onal press and radio and all that sort of stuff. That was a great 
li^le journey that was very profitable. I got a book deal out of it. I got 
approached by John Wiley and Sons, one of the largest publishers in the 
world, turned it into a book deal and then, started doing consul'ng work. 
That’s kind of how it sort of piloted into these other business which we can 
definitely touch on as well.   

YARO: Maybe because it sounds like before that you pre^y much were in 
retail selling shoes. 

PETE: Yes.  

YARO: It’s like one smart idea that really compelled you into the limelight. 
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PETE: Yes, I think because the retail for me was, I didn’t own the retail stores 
or anything like that. It was just more of a job that I enjoyed as a triathlete. I 
like running and stuff like that. So, the shoe kind of stuff was something that I 
enjoyed in. The thing I loved about Athlete’s foot from an entrepreneurial 
perspec've have kind of always been that way as we touched on this, 
theyo’re very much on sales and selling skills. It’s not just about it’s a retail 
store. They really spend a lot of 'me training their staff which is what I really 
like about it. So, I learned some really, really important lessons about selling 
and stuff like that and I was good friends with the owners of a number of 
franchises that I worked at. They kind of gave me a lot more responsibility and 
simply just telling and taking money over the counter and playing with 
people’s dirty socks. It was very much more beyond just that learning the 
business as well which was quite interes'ng. That was really helpful. But, yes, 
before the MCG venture was very much just retail, planning on going back to 
the US.  

YARO: Did the MCG venture give you enough money to then say, “I’m an 
entrepreneur,” and you quit the job? How did your life change? 

PETE: Yes, well, basically from that, I started doing some consul'ng work with 
some companies and stuff. They were sort of a role that I took where I was 
sort of dealing with a whole bunch of companies around Australia s'll doing 
consul'ng to help them grow their business and marke'ng and then,  from 
that kind of piloted into some speaking gigs and more advising and consul'ng 
stuff.  

YARO: Pete, you got to explain though, how did you become a consultant 
when really, prior you hadn’t ran businesses? You haven’t done much 
marke'ng.  

PETE: It was interes'ng. It was very interes'ng.  

YARO: You had a bit of success with the press coverage.  

PETE: Yes.  
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YARO: Is that what they hired you for to sort of get press for the companies?  

PETE: Yes, it was the press and the marke'ng stuff because obviously, with 
the MCG venture, there was more than just the press. The press was a big 
catalyst. There is no ques'on about that that drove a lot of the sales. But, 
they did a lot of direct response stuff as well, and I did a whole bunch of 
other sort of various online marke'ng for the frames and stuff like that. And 
look, we can play every… this whole way through. I do think people asking me 
for advice at the 'me was a li^le naive of them more so than me, and that 
that was sort of seeing this one venture and thinking I had all these 
experience and I was very transparent about. I never said that I knew it all. 
But, I think, what it really was was the book, when John Wiley approached me 
to do a book about how did the business and the project and other sort of 
stuff I’ve been involved with that was very, very cool. That kind of helped get 
a lot of credibility. I started doing some marke'ng consul'ng, kind of at the 
end of the MCG venture, anyway just because I was sick of doing the retail 
stuff and it was something I kind of fell into in terms of those company that I 
knew about, that I was friends with that did say, I was going to come in to 
help just do  some marke'ng work for so, you probably call it more of an 
employee role but, I was paid as consultant and produced myself as a 
consultant surely, because I was s'll planning on going back to the US. So, 
the consultant was sort of more purely because I didn’t want to have a job 
because I was going to leave at some stage back to the US. Now, that 
obviously, that fell apart. The rela'onship kind of fell apart a couple of years 
of me staying in Australia with the MCG venture and stuff like that, not 
wan'ng to leave because it was profitable. So, if not started with the telco 
guy, that sort of happened kind of the end of the MCG venture at the start of 
the book deal, that was kind of where I fell into that role. I came in, helped 
him do some marke'ng in a certain sort of way though dealing with some 
press and some direct response stuff. That was a consul'ng role for a short 
period of 'me. And then, that piloted into telco roles that they were in the 
telco space reselling fine lines, so they were actually just rebilling other 
people’s currents and then, helping you to save money on your phone lines. 
So, they came and helped me with that to start with and then, realized that 
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there’s no real space online for doing that well. But, we realize that there 
wasn’t anyone in Australia, this is about 8 years ago, doing online marke'ng 
for phone system sales. Anyway, it was a very, very un-tapped market. And 
now, you had some resources and some connec'ons in that space. The way 
we started the telco business was where I became a partner and let me 
change the focus from phone bills to hardware is we started the business and 
we s'll consider it as sales and marke'ng company. What we did is we put in 
place processes of websites and traffic genera'on and conversion engines 
and a whole bunch of other stuff designed to actually drive inquiries for 
phone system sales. We get that traffic engine wire to their drive inquiry. 
Then, we’d make the sale on the phone system to the client, we had 
rela'onships with hardware  manufacturers rela'vely easy and then, what we 
actually do is we’d actually outsource the installa'on of the phone system to 
our compe'tors. We’d sell our system in Sydney hypothe'cally, they were all 
based in Melbourne at the 'me, and we’d sell our system in Sydney because 
our website would generate a lead from Sydney and we got to do a proposal 
and price it well and all that sort of stuff. And then, we’d find a company in 
Sydney locally that could go and do the install for. So, technically it’s a 
compe'tor. We made sure we had a sales and marke'ng engine right and 
outsourced all the installa'on. The first hundred or so installa'on of phone 
systems we did, we actually fundamentally passed that client on to our 
compe'tor aWer the fact. We made a gross margin on the frontend and had 
no lost 'me value. We were very conscious about that and that was a big 
decision because we wanted to make sure we could get the business engine 
running. And, to me, any engine is traffic in conversion. The product itself has 
to be great, has to be good but, is a very much third considera'on whereas 
for so many business owners, I think it’s the main focus. That’s how we 
started that business is really just doing sales and marke'ng over the phone 
from warm leads we generated from direct response marke'ng and online 
marke'ng. That’s over 'me that business grew where we’re making enough 
sales in Melbourne and in Sydney that it was silly of us not to get our own 
technicians. It was only aWer sort of the point of reach and size when we 
went, “Okay, let’s actually start doing the product sort of things in-house.” 
That’s how we’ve been having our own stuff in terms of hardware supplies 
and technicians and then, offices in Sydney and Brisbane.  
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YARO: There are a lot to this, like you said, you’re doing the lead genera'on 
business to begin with online. That I can see you could keep reasonably small 
without gesng… basically, you have a bunch of websites, you get emails and 
phone calls, or you send emails and do phone calls and when you get 
converted customers, you send them off, and hopefully, there’s a margin you 
can make between that transac'on.   

PETE: Yes.  

YARO: Now, that’s a big difference though from then becoming basically a 
service and hardware.  

PETE: Yes, huge difference.  

YARO: Right, so how did you manage? Like, were you just a one-person or a 
two-person show when you were just doing lead genera'on?  

PETE: Ini'ally, there was four of us. Of the two business partners in the telco 
who I started consul'ng with and they had one employee at the 'me. They 
had a team of three when I came on helping them with the phone bill stuff. 
Then, I kind of join so, there was a team of four of us. For the first few 
months, there was only four of us because I was taking care of most of the 
marke'ng like online sort of stuff and then, now we’re basically handling all 
the sales calls and doing the sales stuff.  

YARO: You were building websites, Pete? Is that…?  

PETE: Yes, I was building some of the websites. We outsourced it and I was 
looking aWer sort of the main turn of the site and the copy and the ad words, 
pulling out of ad words sort of stuff and SEO. I was doing most of that sort of 
stuff, s'll a bit of sales but, predominantly worrying about the traffic and the 
lead gen stuff and the two business partners who were s'll amazing sales 
people were handling the inquiries once they came in and doing the 
conversions sort of things.  
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YARO: You must have been very good at direct response copy-wri'ng or 
were you farming that out?  

PETE: No, I was doing that myself but, again, you know, the thing is like I 
think over 'me, I got much be^er at it. I think, Adam, one of my business 
partners is an excep'onal sales person and as we all know, direct  response is 
just salesman in print and so, just basically take stuff that he was saying and 
sort of write it up or he’d write it up himself and it put on the site. But, again, 
the really cool thing was is that, at the 'me, there was no one really doing 
much online in the telco space. It was quite surprising eight years ago is an 
ancient history online but, it was very open to some. We were just doing 
adwords and you know, there wasn’t many compe'tors out there. So, what 
was happening was the boss of the office manager was saying to the 
recep'onist or someone else, “Hey, you go and get me some quotes for a 
phone system.” They worked. They were young. They were mid-twen'es, late 
twen'es at 'mes. So, they go and go to Google. That was they were doing 
when they were told to get quotes. They weren’t going to yellow pages at 
that 'me and stuff like that. Google kind of --  

YARO: Right place, right 'me. 

PETE: Right place, right 'me and doing good stuff like we s'll make sure that 
the beau'ful thing is, in the phone system… space and it s'll is to this state to 
a certain extent, that the majority of our compe'tors are technicians and not 
something like no one man band technicians but, technicians to the extent 
where they think it’s about the product. They talk tech and they talk about 
ISDNs and four-port routers and just all these sort of technical garbage that 
just gaze the heck out of the client; whereas because we were sales and 
marke'ng people who happened to sell phone systems, we only knew 
enough about phone systems of what it will do. We knew the features and 
the benefits not the technical stuff. We never got bogged down in 
communica'ng to the client what the actual cards were that you were gesng 
a four-port on ramp or anything like that because it meant nothing to them.  
So, we were very, I guess, smart or lucky depending on how you look at it, 
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delivery didn’t get technical. So, when we spoke to the clients and what we 
con'nue to hear over and over again and s'll do today is that what we 
communicate to them is in English. We don’t talk tech. It was more about that 
that was the real thing for us is that we didn’t get bombarded. We spoke in 
the language of our clients because it was the language knew which was 
really, really great. That was sort of the real killer was that, driving copy from 
ad words very, very well, be^er than anybody else and not many people were 
doing it but, those who were were s'll killing it from that perspec've. And 
then, when I got on to the side or called us for a conversa'on about a quote, 
we were using language they cared about. We were talking about the 
benefits. We were using long form copy on phone system sales pages and 
that sort of the long side copy then. My phone system wouldn’t work or my 
friends laughed me when I told them I can sit down on my phone would ring 
off the hook, silly direct response headlines that everyone’s heard. We 
weren’t using that sort of direct response. We were just using long form copy, 
really talking to people in their language and told them about the benefits and 
the problems they will experience with the phone system and really 
understanding what they wanted without being technical and that’s s'll the 
case with everything.  

YARO: Yes, sales is such an important skill. It’s amazing no ma^er what 
industry you’re in, that seems to be the deal breaker.  

PETE: Exactly.  

YARO: Tell us how you expanded to a full blown to hardware company as 
well?  

PETE: Oh, an… [Laughs]   

YARO: How do you manage this with your… did this make you rich, Pete? 
Was this like the, or for by then we kind of leaving off your Melbourne, MCG 
sales.  
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PETE: The businesses were profitable. They were all going really well and I 
was leaving it right off and just sort of s'll wan'ng to make more, and wanted 
to con'nue to feel that entrepreneurial fire. But, let me tell you, that was like 
the actual growing from the sales and marke'ng company to having 
technicians on the books was a nightmare like this is not our skill set. I s'll 
don't know how to install a phone system aWer eight years. It's s'll a li^le bit 
of a challenge to a certain extent because it's not our focus. But really a 
business, if your business is focused on technical, you’re going to have 
problems with sales and marke'ng. It's hard to have the best un'l you hire 
staff. We weren’t too big because we grew organically and we, I say like we 
just started having technicians in Melbourne. So, we'd s'll outsourced our 
installa'ons interstate to our compe'tors but, we just started with a 
technician in Melbourne. We hired one technician to do some of the work in 
Melbourne. Over 'me we just grew that way. But there was definitely a lot of 
growing pains because we were sales and marke'ng. We, right- or wrongly 
focused majorly on sales and marke'ng, and I do. I have apologized to many 
clients but we didn't give them the service they probably deserved at that 
'me, because we didn't have the technical resources or whatever reason, 
most of the persons is in place to handle that sort of stuff. So, there were 
issues in every business. At least, they only come on and say that they grew 
their business and never had a staff to climb around, never upset a client, 
never did a poor installa'on or poor service. It’s key in themselves. Every 
business goes through growing pains where you don’t do what you hope 
you’re doing for your clients. We did have growing pains and clients didn't 
have the perfect experience. But I think over 'me, we got be^er at that, and 
we put employees in place  who are technical; who can manage that. So, I 
don't have to. That allows for us to give the delivery of the product, delivery 
is… to be at but, s'll I’m sisng most of my 'me focused on sales and 
marke'ng.  

YARO: In hindsight, do you think, isn’t that all about lifestyle businesses? 
You’ve obviously made a choice there to take what was basically a purely 
online business and not get physical which, I'm sure you're working a lot of 
hours already but you know that would have worked a lot more hours when 
you went physical.  
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PETE: [Laughs]  

YARO: If you were to advise people it was back then, would you suggest, 
"Maybe you had kind of good situa'on and let’s maybe con'nue to look more 
online ventures" ?  

PETE: Great. That's an excep'onally good ques'on. I think for me at the 'me, 
I was in my mid 20s, half of the reason we did it for was obviously to make a 
bigger business. But also, I just wanted to experience what it was like to grow 
a real-world business. I had “money and I was rela'vely successful.” It wasn't 
necessarily about the money, but it was about the challenge of like, "Let's see 
if we can do this." I think if I did it now with my wife pregnant, we’re due with 
our first child in January, I probably wouldn’t do that again right now because 
my life right now, it’s all about lifestyle, it’s very much about that. It’s not 
about that challenges. I think the baby is going to be a big enough challenge 
[laughs].  

YARO: Yes.  

PETE: But in my mid 20s at that 'me I was like, "Yes, let's have a crack at 
this." Like I said, it wasn't , lifestyle wasn’t a huge issue for me back then, 
because I was able to go out and have fun in the weekends all that sort of 
stuff anyway. I think, for someone in their 20s I'd say, "Have a crack at it 
because you could build something excep'onally large that you can IPO with 
something  like that.” But I think if you, depending on where you are in your 
life your goals change. Back then, my goal was to try and take over the world. 
Right now, it is changing. It's all about like, "I want to have 'me with my child 
when it comes along. I want to be at this to do all thestuff. I really enjoy my 
consul'ng and I’m wri'ng a new book soon." That's the stuff I want to do 
now. I think it comes down to being what business you want or what your 
goals are because I think, really strictly, if the whole economy changed, where 
everyone just want to have passive income lifestyles, the economy is going to 
stop because no one is going to do your…  
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YARO: So, someone has got to do the job?  

PETE: Yes, someone has to do it. So, there's always going to be a need for 
that. I think this comes down to right style; right goal; and right outcome.  

YARO: So, tell us how did all these other businesses that joined this 
collec'on?  

PETE: Yes.  

YARO: How did you manage it all?  

PETE: [Laughs] Yes, so from that it was basically because the telco was 
primarily as I always said, we consider it sales and marke'ng company. We 
had that engine. We've got web designs, and it has now and copywriters and 
all that sort of stuff; and it has to do all sorts of stuff because we primarily 
focus on the business. Where we are, I’m just going to say, "I'm really strange," 
but, the finger food company is two doors from my office. We just got to 
know the old owner of the business because we shared a car park, and just 
got chasng with him in various stages and he was s'll saying, "I was 
struggling gesng business. Blah, blah, blah."  I said, well, “You know, our skill 
set is marke'ng and traffic genera'on, and conversion, we don’t know a 
finger food but, we know how to make the phone ring for any business.” We 
became involved in that business purely as helping that business generate 
traffic. Then over'me, obviously got to the point where we decided to buy 
the business because there was be^er ROI because the product itself, the 
finger food, but the product realis'cally is obviously the cooking of the food, 
the delivery, the serving of the food is not just the food itself. The product in 
my mind is the actual delivery.  

YARO: Is he a caterer? TIM: It is catering. So, it’s everything beyond just the 
physical food. The product in the defini'on of it takes care of itself to a 
certain extent. So, we came to the conclusion that it's be^er if he’s owning 
that business because the product was rela'vely mechanical on taking care of 
itself. So, we had more ROI but our business was s'll focusing on sales and 
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marke'ng. That’s how that business came about because to me which is kind 
of what I alluded to at the start of the call is that finger food is the same 
business as phone systems to me. I don't know how to use a deep fryer. I 
don't know how to install a phone system. But, I know how to make the 
phone ring and I know how to convert those people when they ring into 
buyers. Now, I have employees and team members whose sole focus is to 
make sure the product is really, really good. Be it an installa'on of the phone 
system or the catering of a 40th birthday party. Then, the outdoor store, is 
two doors the other side of the building. It was basically buying up the whole 
block.  

YARO: If you want get bought up by Pete, just open a business near you and 
you're good to go.   

PETE: [Laughs] Exactly. There’s an IT computer company that opened up 
downstairs last week so, we’ll put down the clock and see how long that 
takes. But, the outdoor store, it was a retail store, worked at a retail outdoor 
store for quite a while. I knew the product excep'onally well. The old owner 
of that business at a different loca'on wasn’t successful. He thought he’d 
have a crack at running the business. This is I think a downfall for so many 
people that, and this is why I talk like quite a bit where you look at somebody 
who does an appren'ceship. They become a plumber or a builder. They do an 
appren'ceship and know the tools. They know the product. They know how 
to build a… has to know how to… a plumber has to do deliver my bay. They 
do their appren'ceship and then, suddenly, they know how to run a business? 
They go on their own and they’re not successful. Because your 
appren'ceship does not teach you how to actually run a business. It teaches 
you how to do the mechanics. And, the issue there that I saw with retail store 
was the guy who went from being an employee at the store that filed to 
going out, I know the product. I know outdoor stuff really, really well and he 
knows. He loves the product. He knows rock climbing. He knows hiking. He 
knows all that sort of stuff excep'onally well. He’s out of the business and 
then, realized that it's not about the product. He realized that, "Oh, hang on. I 
got to let you drive traffic into my store. People have to go out walking to the 
store here and will come to my website?” That's another skill set. So, again 
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over conversa'ons with him in the car park, he kind of realize that he knows 
his product but doesn't know the marke'ng, and that was a big problem for 
his business. I think so many business owners face this. They know their 
product really, really well but they don't know how to market it. We came in 
and say, "Well, hang on. We know sales and marke'ng. We don't know 
outdoor but you do. So, let's partner up together.” So, that's a partnership 
arrangement in the line where we’ve rebuilt the website  completely from 
scratch, we’re driving new traffic to his store, and obviously online. He's 
worrying about the product, dealing with the clients and fulfilling their needs, 
and helping that really, really well. We’re just turning the traffic at the website 
and at the actual retail store. So, that’s how our business came about because 
again, to me, that's why I considered the outdoor store, the finger food 
catering company, and the telco stuff, and the e-commerce stuff that we do 
as well all being fundamentally the same business because it's not about the 
product.  

YARO: Now, I know you’re going to keep adding to this list of companies for 
you.  

PETE: [Laughs]  

YARO: But we haven't touched the online e-commerce yet.  

PETE: Yes.  

YARO: But before you do that, and maybe it sounds like these situa'ons are 
kind of similar in the sense that you see a company that could benefit from 
your marke'ng acumen and then eventually, you help them and poten'ally 
buy them out. On a personal level, how is your day to day to life changing 
with this? This is like a porxolio and you get more added each day. I'm sure 
these companies have lots of you working for them. They do all the main jobs 
but you s'll have to think about these companies.  

PETE: Absolutely.  
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YARO: And, talk about them and have mee'ngs with your partners, look at 
numbers and how things are going, and what are you going to do next? Does 
it not compound a bit and are you not gesng a bit over-worked and stressed 
from the different variables to think about here?  

PETE: Not really. Because to the point, we had been living in valued finger 
food for a couple of years now and we’re going to be involved in outdoor for  
about six months. The telco business was fundamentally running itself to a 
certain extent where I was very much working on the business not in it. As 
soon as I got to that point where I kind of, not have free 'me, per se but, I 
was like, "Okay. I'm not working in the business too much. We have the ability 
from a board perspec've so to speak to go, “Okay. We can pilot something 
new onto this.” That's when the finger food company came along really. So, it 
wasn't really an addi'onal 'me. It was just a shiW of movement because 
obviously at that point, I could have gone or we could have gone, business 
partners are going, "Look, let's not taking anything new on. Let's just actually 
live, work less hours and have more of a lifestyle." The choice we made at that 
'me, "Let's not do that. Let's grow the empire for one of the be^er term, we’ll 
grow the porxolio," that's probably a be^er way of pusng it, “…and rather 
than inves'ng that 'me in sunshine, and lollipops and rainbows, let's actually 
grow another business; and that's where the finger food came on. Then again, 
that conversa'on we had six months ago…  

YARO: I think the other business might be your sunshine and lollipops, Pete.  

PETE: [Laughs] Yes, I think really now, with the baby coming along in three 
months’ 'me or four months’ 'me, there won’t be many more anything 
popping on to the right act because you're right. At that point, the history of 
business is going to be very much sort of, I’ll say board mee'ng requirements. 
I'm involved to one of these board mee'ngs of course like on a daily basis 
but, I should go be able to go back to, the plan is next year, one day a week 
involved in the finger food; one day a week in the outdoor; one day a week in 
the Telco; and then, three days a week of baby 'me. That’s what I'm working 
towards for January. 
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YARO: Okay. Now that opens up a ques'on then. You’ve obviously managed 
to set these companies up or take them over and they func'on without you 
well.  

PETE: Yes.  

YARO: Obviously, it's way beyond the five minutes you'll get to answer this 
ques'on.  

PETE: [Laughs]  

YARO: But looking at that, is there one thing you could tell us that is the 
most important ingredient to make that work so you can step aside in your 
experience with these companies?  

PETE: Two great business partners.  

YARO: Right. What do they do?  

PETE: Same as me. In terms of the guys I started at Telco with, we’re in the 
outdoor together, we’re in finger foods. So, we can share responsibili'es. It’s 
definitely had its pluses, don’t get me wrong, it’s definitely had its cons is 
we're very, very similar which has been problems at 'me. We all focus on the 
same thing and no one's looking at the other thing about the business which 
has had tes'ng moments. But, when it comes to the way we've learned to 
work together and structured the businesses, it's all sales and marke'ng. We 
all know the same stuff. Now, I’m probably more of at the marke'ng than 
they are but, they are more of at the sales and conversion than I am. There is 
obviously a lot of cost service. So, that means we all think the same aWer 
eight years. So, in that perspec've, if I’m away one day and decisions need to 
be made, they can make them and I know they’ll make the right decisions.   

YARO: They must be though like good people at hiring, for example, get 
opera'ons manager.  
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PETE: Yes, absolutely. I would love to give you advice but I s'll don't have 
that right, and that's transparent. I don't think we've got it completely right 
yet. I think we got some amazing staff. I think I, my marke'ng team I wouldn't 
change it for a heartbeat. Accounts team is pre^y good. We went through 
some real headaches a couple of years ago with the accoun'ng team. I think 
from an opera'ons perspec'ves we're gesng be^er. I think there are 
probably a couple of roles we could probably fill to make it be^er, not change. 
We could add some other people to the team so, it takes some of the 
opera'onal staff across. I would love to get it set up here and say, "Look, I 
know a lot of secrets to that,” but I don't. I’ll talk marke'ng and traffic 
genera'on and conversion with confidence and congruence all day long. But, 
I can talk for an hour and a half about the lessons I've learned from 
opera'ons, but I am far from an expert on that because that has been our 
biggest downfall.  

YARO: Right, but you're relaxed enough to spend an hour today talking to me 
about your businesses. So, things are not exploding around you.  

PETE: [Laughs] Not today, it has been. I get up early. I’m a morning person. I 
was up at five. I had a conference call for an hour and a half this morning with 
the U.S. for project I'm working on. That was from 06:30 - 07:30; and then 
from 07:30 to 09:00… this morning I've been in the office all day today, 
talking to the telco staff about some marke'ng stuff and also talking to the 
web design team about the outdoor retail site that just been live the other 
week. Then, I jumped onto a three-hour Q&A which was probably a two-hour 
Q&A call today actually with some consul'ng clients that I do group 
consul'ng things with a two-hour Q&A call. Then, I was back at my office and 
just talking to people in the accounts team for about half an hour about some 
stuff; then, I’m on this call with you  for an hour, and then the rest of the 
aWernoon would be just in telco office just annoying people on being… and 
copying everything, and leaving.  

YARO: [Laughs]  
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PETE: So, that's sort of my Friday. So, I get too mixed up a li^le bit. But I think 
what it is that I'm really... with my 'me. I try to be. So, when I'm doing 
something like this is the outcome for the next 25 minutes. I'm going to get 
that outcome and move on. I think, from produc'vity perspec've, I think 
everyone really, if you look at the stuff, if you look at your eight-hour day and 
really broke down, how many team in a block who are actually produc've? 
You'll actually find most people only spending probably two hours a day being 
produc've. Whereas, I think I get more out of my 'me than most people 
because I've broke my day down to 25 minutes blocks. I'm in bed at 9:00 at 
night and I'm absolutely exhausted because I work so hard. I’ll be up at 5, 
changes that; probably in bed at 09:00 to 09:30 because I get Friday out all 
day. So when I'm on, I'm on, when I'm off, I'm off.  

YARO: You have a phrase you call for those 25-minute blocks, don't you?  

PETE: Yes, to me, it's “cri'cal focus 'me” or “core focus 'me.” Now, cri'cal 
focus 'me is a term that Ed Dale which you men'oned earlier, coined a 
couple of years ago. We were talking about it. We were hanging out with 
Frank Kern, an Internet marketer in Florida doing some stuff a couple of years 
ago. I kind of like, yes, that's basically a great way of pusng it in terms of this 
is cri'cal focus. I know exactly what my outcome is for these 25 minutes. I'm 
cri'cally focused on this one thing. I adapted that for over a period of 'me to 
now refer to it as “core focus 'me.” Because really strictly, if you look at most 
entrepreneurs or business owners, there's two types of task they do: they do 
core tasks and they do mechanical tasks.  To look at from an Internet 
marke'ng perspec've, a good example I oWen give from an Internet 
marke'ng perspec've to looks at it is, as an Internet marketer, you create 
videos, whether it's videos for your membership site, or videos for traffic 
genera'on on YouTube, whatever it might be. And, to break down the process 
of crea'ng a video and, look at the steps, you generally plan out what the 
video is going to be, you obviously have to record your voice, because you're 
the person who's giving the educa'on, or the lesson, or the training. You have 
to always get the slides created. That's going work. You have to pick the 
transi'ons and the fonts and images. You have to upload it to YouTube. So, 
most Internet marketers, when they look at their business they’d go, "Oh, I 
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have to create a video for my business. I have to do the video," all those steps 
I spoke about. If you really break it down, as an Internet marketer, you, Yaro or 
anyone listening, what is the core element of that par'cular process that only 
you can do? Realis'cally, it's the planning of the peculiar piece of content, 
mapping out what you’re going to talk about and then, you actually delivering 
the voice and the message of that video. That’s the core element. The picking 
of the transi'on of the slides; the picking of the fonts; the uploading it to 
YouTube; that kind of stuff is just mechanical. You, personally, add no value to 
that. I've really taken that approach to my real-world businesses, and now 
helping new Internet marketers apply the same methodology to their 
business. Well, look at video crea'on. All you really need to do is the core 
elements. If you listed a mind map, and then recorded an audio file of you 
talking through that mind map, this becomes the core element. You can have 
someone else create the slides to match that mind map and what you spoke 
about, and it will be just as high-quality, if not more highquality, than you 
were actually doing it yourself because the transi'ons don't ma^er.  Think 
about a video you watched in the last two weeks that was awesome in terms 
of educa'onal value, and you bullet point down the seven takeaways you can 
s'll remember from that video. If I ask you to bullet point down what 
transi'ons I used, what color slides they were, what graphics they were and 
what font face the video was, you wouldn't remember that stuff because it's 
completely irrelevant. It's important for the video to be there, but it's 
irrelevant, there's no value added, so that's mechanical stuff. So, I've very 
much broken up my day no ma^er what I'm doing whether it’s online 
marke'ng stuff or business stuff is that core focus 'me -- I will spend 25 
minutes to do, like a 5-minute mind mapping a piece of the content. Then I 
record an audio of me speaking for 20 minutes over that mind map. Then, my 
team will go off and create the slides and the transi'ons, and bring to the 
video together, to add audio and submit it to YouTube. So, that 2-hour 
process of crea'ng a video that most people spend doing, I do it in 25 
minutes because I only worry about the core focus element.  

YARO: That opens up a ques'on. This is something I've no'ced about you, 
Pete. You seem to have 2 worlds going.  
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PETE: [Laughs] 

YARO: Where you've got these businesses which are, they're kind of the 
bricks and mortar. You've got offices, you've got staff, you go in and like you 
said, you’re the CEO and you tell people and have mee'ngs, and talk to 
people and things get done. Then you stepped into the online marke'ng 
world and you've connected with a lot of people. You just men'oned Frank 
Kern before obviously, Ed Dale being a fellow Melbourne Knight, and you're 
about to just do a project with Rich Schefren and I’d love to hear how you 
met him.  Then, you obviously come to live events and you talk about online 
marke'ng. But, I'm pre^y sure some of the consul'ng you did was probably a 
bit more like as bricks and mortar, maybe applying online marke'ng to bricks 
and mortar companies.  

PETE: Yes. 

YARO: And, as part of your online, what you do there you built an 
outsourcing team which sounds like a core component of what you do. It's 
almost like another company itself, everything that happens around Pete.  

PETE: [Laughs] 

YARO: Right?  

PETE: Yes, absolutely. 

YARO: How have you done that and why is that something that's important 
to you?  

PETE: Yes, good ques'on. From that perspec've, I guess as what I said like 
the telco business was built on Internet marke'ng. If you really break it down 
and look at it, like just because we sell old phone systems in the real world, all 
our lead genera'on in marke'ng was online. So, 12 years ago I remember 
when I was just running website and stuff, I've also being intrigued with the 
Internet as a way it generate traffic. So, I was going to Internet marke'ng 
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events and hoping for years to learn Internet marke'ng techniques to apply 
to a real-world business. I can rant all day about this because I think, so many 
people look at their online business as this completely different world. But, 
success principles, business principles apply online as I do offline. Just 
because it's easier to send and it's cheaper to send an e-mail doesn't mean 
you should send them more oWen than you would if you did direct  marke'ng 
because the same principles of oversatura'on with the direct mail pace 
apply… just to get it free. You shouldn't change the laws. I think so many 
people do that. I think it's a different world. But, I came at was like Internet 
marke'ng is a way to generate traffic. The Internet is no different business 
model. You're s'll running a business. It's just a different path to market. So, I 
just applied that path to market my real world business. So, when I was 
applying all these Adword strategies and SEO strategies, and opt- in pages 
and conversion strategies to my real world companies and going to Internet 
marke'ng events and speaking to people at those events about what I was 
doing, how was I applying it kind of got to the point where people were 
asking me to speak and share this philosophy that in Internet business, there's 
no such thing as an Internet business. It's complete fallacy. Unless you sell the 
Internet, that is not an Internet business. You are in the business of marke'ng 
your products currently using your only path to market as the Internet. That's 
really what Internet marke'ng is, if you really break it down. It's a business 
which has one path to market, and that path to market is the Internet. So, 
when you have that mindset shiW, it really opens up the success because you 
go, "Oh yeah. I'm running a business." Business success principles are 
universal. Okay, I'll apply it to everything what I'm doing. I started speaking at 
events, at Internet marke'ng events with that philosophy and that message, 
and talking about how to actually apply business principles to your online 
marke'ng because I was applying marke'ng principles to a real business, and 
that’s how I’ve been teaching Internet marketers how to apply business 
principles to their li^le online website that they weren’t considering their 
business. That's how that transi'on became, and then consul'ng with these 
people who are like, "Oh yes. Okay. I’ve always treated my website like a 
business," and that's where the businesses actually takeoff.   

YARO: And then, you built a team then to help you do all these…?  
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PETE: Yes, exactly. We outsource. I've got a whole bunch of Philippine staff 
that actually works for our real-world business, applying Internet marke'ng 
principles. We've got some of our accounts team based in the Philippines 
because again, if you look at the actual process of inpusng accounts payable 
invoice into our accoun'ng system doesn’t need to be done by someone in 
Australia. They will e-mail from our suppliers and manufactures so, they can 
go to someone in the Philippines to enter… in our company. So, we've got a 
whole bunch of web developers overseas. We've got accounts people 
overseas. We don't have any customer service overseas, because obviously, 
we want to be different and add value and have an Australian person 
answering your phone in a telco space. It’s interes'ng theory that no… needs 
to apply. Like it's all a plug. There’s absolutely the same principles to my real 
world business because like, "Well, this is a business. What applies for an 
Internet marketer," it will apply for a real-world business. Then, obviously off 
the back of that I went, "Well, I’m going to start speaking, more on consul'ng 
and doing videos on my own, blogs and stuff like that." I built up my own 
outsourcing team in the Philippines to help me with that. So, if I want to 
create a video about a par'cular lesson that I think is not being 
communicated well enough or taught properly in Internet marke'ng space, I’ll 
create this li^le audio file like I explained and then have someone overseas, 
create the videos to match it and then send the video online because the 
mechanics can been done by anybody anywhere in the world.  

YARO: Has it been a long process gesng this team around you? Is it like 
hiring in the real world? [Laughs]  

PETE: Well, this is the thing I think to me, again this is something that I talk 
about quite a bit is that again, the way the people hire online, when they’re 
going to hire an outsourcer, they think the rules change. But, I’d go through  
the exact same process if I was hiring someone to work in the office unit in 
St. Kilda, Melbourne. I put job ads up and will get people to apply and we’ll go 
through a stringent interview process, and it has taken a while because when 
I started, when I first started hiring people, I took this approach that everyone 
was talking about Internet marke'ng that it should be different and just go 
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and hire someone and then worry about it aWerwards. So, I was hiring people 
on oDesk and then I realized that actually it does some work. I'm sure you've 
experienced this, and this is half true that the tradi'onal ways that you hire 
people in the “Internet marke'ng world,” don't seem to actually be 
sustainable. I thought, “Well, hang on. If I know that business is business, why 
don't I actually approach and hire in the exact same way that I approached it 
internally here.” I’d get a lot of overseas staff now off Job Street, which is a 
Philippines's version of seek.com.au or Monster like a normal recruitment 
company. If you're going for a job in the Philippines locally, then go to a place 
like Job Street. That's where we hire. That's where we put the job ads up. 
That's where we hire. We go through the exact same process as if you were 
hiring someone here. It's been a huge success. We get be^er quality people, 
be^er a^en'on, A-players. It has been a bit of a process in that’s some of the 
stuff I’ve been sharing as well when I would speak at events and stuff.  

YARO: Interes'ng. So, how did all of these lead to connec'ng with your Rich 
Schefren?  

PETE: [Laughs] Well basically, I was speaking in a marke'ng event in London 
about eighteen months ago at one of Ed Dale’s events. I was speaking on this 
offline, online business kind of philosophy that I touched on then.  Ed and I 
were having breakfast one morning, and he was asking the same ques'ons 
that you were, "How the heck do you manage all these businesses?” I started 
talking about core versus mechanics philosophy and how you work on the 
core elements of a par'cular task and then, have processes and systems in 
place to have all those other stuff done. Ed was like, "Wait, that's the stuff 
you have to be sharing. That's the stuff that’s going to really engage people 
and wow them." I’m like, "Oh. Okay." To me, it was just my second nature. I 
didn't really think of any value of it. So, Ed had an event few months later in 
Melbourne. I spoke at that event. Eventually, I stood on stage for 90 minutes 
with my laptop and did my work. It didn't take anything. I also went, "Hey 
guys, I've got 90 minutes to share with you. I'm going to actually just do my 
work and you can watch me do it." And, it sounds very strange.  

YARO: [Laughs]  
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PETE: But it was a three-day event with speakers from all over the world, and 
I was the only person who got a standing ova'on. I literally stood on stage 
and showed how I hacked my e-mail. I showed how I actually do forum 
pos'ng. To give you really quick example, the way I do forum pos'ng in 
certain forums that I’m involved with the telco and Internet marke'ng stuff is 
just core versus mechanics. I have a list of forums that I want to be proac've 
in everyday. I have a team member in the Philippines who know the topics 
that I'm comfortable talking about, I feel congruent talking about, and I feel 
correctly talking about. I wouldn't talk about major opera'ons or anything like 
this because it’s not my ideal skills that I can give some advice. But I'd rather 
talk about marke'ng. So, she goes through these forums everyday for me, 
and picks out the four or five threads that she thinks I could add value to with 
my opinions. So, then she sends me an e-mail. So, it’s 4 or 5 threads. I jump 
into only those  4 or 5 threads, read the ques'ons that's being asked, record 
an audio response of what my response is to those par'cular threads, e-mail 
that back to her, she then transcribes it and post it in the thread on my 
behalf. Because the only core value I actually add in that forum pos'ng 
process is my answer to the ques'on, there's no real value. It's mechanical. I 
don’t need value when I'm spending an hour trolling through that forum for 
three threads to actually find and see someone ran'ng about something 
that’s completely irrelevant and then, get distracted and end up on Facebook 
or YouTube watching cats play piano. That's how I do forum pos'ng. That's 
how I’m proac've in forums on a regular basis because my team cut out all 
the noise and just give me what I need to worry about. I add some great value 
content in an audio file. She then transcribes it. Takes out the "uhms" and 
post them off on my behalf. I did a whole bunch of 90 minutes of work flows 
like that, did some forum pos'ng, replied to some e-mail, train the staff 
member, created a video, a whole bunch of stuff. People went, “… I was blown 
away. I’m just not so over it,” which is really cool and very, very humbling and 
stuff like that. That video got shared amongst the inner circle so to speak 
between Ed’s friends and Rich saw it and I think, you know Rich and I'm sure 
a lot of your readers and listeners know Rich as well that he is very much that 
way, as well. You've seen his reading process where he does with a speed 
reading stuff on the oxygen?  
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YARO: Yes.  

PETE: It’s insane. So, he saw my video and went, "Oh, there's definitely a 
correla'on here." So, he tracked me down and tracked down our PA, got a 
hold of me and said, "Look, we should really expand this 90-minute 
presenta'on into an actual product." I went, "Alright. Let's check my 
calendars." It took about 12 months for me to actually get enough 'me in my 
calendar to actually make it happen. So, in June this year I flew over and 
spent  about three weeks with Rich’s team and help him implement all these 
hacks and workflow, and mechanic processes into his own business which 
has seen huge results.  

YARO: Before you get going, I'm really curious what Rich’s company applied 
that that really was a big change for them from what you taught?  

PETE: Sure. A big thing was that what they were doing, a lot of the content, 
beyond just the core versus mechanics, there is a whole bunch of just, "I 
leverage everything because I don't have much 'me. I don't have enough 
'me to do," and you blog post every single day, for example. So, I leverage 
everything I do. If I do a podcast, for example like a a half hour of podcast 
episode, I might use that podcast --  

YARO: Just like what we're doing right now, for example.  

PETE: Exactly. So, what I suggested to Rich was he has Q&As every single 
week. So, what I suggested to him is take those… he does those Q&As for his 
clients, and then that's it. Sits on the phone for 3 hours, answers all these 
ques'ons then, walks away from that content. I was like, "Hang on. Hang on. 
You have just created some massive core value right there. Why don't you 
take that audio? You've answered 15 ques'ons in that three hours. Take that 
audio, have it transcribed, and have that transcrip'on cleaned up so it's a 
standalone ar'cle that you can post on your blog." In that, he actually didn't 
do any work himself because it's already on the core value there. So, his team 
takes the transcrip'on and cleaned it up. Then, that also can be reworded. 
S'll the same core basically he’s created. Someone else can go straight to edit 
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that so, it’s unique content with his message, his voice, that can be an ar'cle 
in… magazine. Offline traffic.  He could then have that audio taken and have 
someone create a video about it and that video can then be posted on 
YouTube to drive traffic back to his sales page for the product that 
incorporates those Q&A ques'ons. It’s all about leveraging his inputs. So, he 
has done one input, had a leverage that, so, this podcast, for example, if you 
wanted to, you could take this and have a video created to match. You can 
get some images off my website, and have a team member create a video so, 
you have a video version of this podcast. You could then hire somebody, a 
writer to actually take the transcrip'on of this interview and write 
hypothe'cally a review ar'cle or a profile piece about Pete Williams wri^en 
by Yaro Starak. That could be an ar'cle that you could submit to a business 
magazine and say, " Today, I talk about me which should be great." Then you 
become a journalist and a reporter for offline magazines that can drive traffic 
back to your website. This is you as an expert and that's a great ar'cle that 
you could write. In that way, you can leverage it because this par'cular 
conversa'on we're having right now, it takes an hour, and produces a massive 
core value that you can leverage a whole different way of videos and ar'cles, 
and things like that. So, that’s the kind of stuff that I was helping his team 
work on and how to sort of put some of these processes in place and look at 
everything they’re doing and where was the core value that we’re crea'ng 
and where were they not leveraging that core value or, where is the 
mechanical stuff that Rich was doing, or certain things that his team were 
doing that could have actually been outsourced? His team, they were doing a 
lot of processes without doing core value things but, they’re also in 
mechanical things as well.  For example, the person who created the video 
will then also spend an hour crea'ng a video but then, spend 20 minutes 
uploading it to YouTube, DailyMo'on, blah, blah. We put in processes in 
places where they use soWware or outsource Filipino people at much cheaper 
rates than what Rich is paying this highend staff is to do the mechanical stuff. 
It’s all about just keep …breaking down core versus mechanics, core versus 
mechanics, core versus mechanics and gesng the mechanical stuff off that 
person’s desk to a lower paid price point person that overall makes a business 
more profitable.  
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YARO: Which is now come to be known as…?  

PETE: Profit Hacks. So, yes, aWer spending 'me with Rich, while we were 
there, we were kind of pusng this product together and we did a six-hour 
live stream for his clients, for his client list. While I was there helping his team, 
we did this live stream where I did a six-hour version of that 90 minute 
presenta'on and did a whole bunch of work. We had quite a few hundred 
people on the webinar. We made an offer saying, “Hey, guys we are rolling 
out these product, we’re going to call Profit Hack.” We are going to build it. It 
has a whole bunch of courses and it’s now a 100 videos, this product has got 
a 100 different workflow hacks and processes and you know, swipe and 
deploy resources and stuff. So, we got a 51% conversion rate off the webinar. 
It was insane. People just loved it. They saw that and went holy wow and 51% 
of people on the webinar over live stream bought, which blew me away. And 
then, so over the last few months, we’ve been working with them to actually 
build a product out, refine it, get their feedback and as I said 100 videos, 
heaps of blueprints, swipe and deploy job ads and job descrip'ons and 
literally, if you want someone to take a transcript and turn it into an ar'cle 
that can be in a magazine, you have the job ad to run on eDesk or Olance or 
something quite like or Elance or oDesk…   

YARO: [Laughs]  

PETE: … or then you’ve actually got the job descrip'on. You can take it and 
say here is the job descrip'on, take this audio file, transcribe it and do this 
with it and it’s all there swipe and deploy. So, we did that and then now we’re 
taking it to market to the general public, so to speak, through affiliates and 
things like that, which is super exci'ng.  

YARO: Yes, and I find that, I like to think of this as almost like outsourcing on 
steroids in the sense that you really have drilled it down. I love that phrase, 
“core versus mechanics.” That’s a great way of conceptualising what you’re 
doing there. And, there is so much you can do and I think… And I am thinking 
about this for my own purposes right now. I’ve got tons of blog content, I’ve 
got 70-80 podcasts, videos, there’s like four books worth of reports and 
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courses and things like that. So there is a huge back catalogue I could go and 
do everything, get it all re-purposed for all different purposes.  

PETE: Yes. Exactly and that’s … sorry…Go ahead.  

YARO: And the reason, like as I think about this I go, “Okay, well what I’m 
missing now is the people to do that.”  

PETE: Yes.  

YARO: And there’s obviously a hiring process to go through. Now, Profit 
Hacks is a course that you guys have created and like you said before you’ve 
been selling internally to Rich’s people and you are just about to go public, 
depending on when you’re listening this, it may already be public…  

PETE: [Laughs]  

YARO: …Pete was saying this could be the first 'me he has talked about 
Profit Hacks publicly or maybe not, it depends on when you listen to this  
interview. I’m really excited about it. I’m also worried though because I’ve 
have been excited about outsourcing concepts before and I just seem to have 
trouble gesng things rolling.  

PETE: Yes, fair enough. In terms of the outsourcing to give you some context 
as well, like to me only about 20% of the course is on outsourcing. Now I did 
a workshop a while ago here in Australia with some of the leading marketers 
in Australia. A lot of James Schramko’s team came along, some of Ed Dale’s 
team came along, a bunch of friends of yours were over there as well, sort of 
sharing ideas, sort of private workshop. And it was an 8-hour workshop. So 
that en're 8 hours is inside the programme. But beyond just that, we’ve got 
like, it’s basically five or six sort of core things that the product talks about 
and it’s all about leverage to me. So there is things in there about just thinking 
about, you know, taking these reports and selling them on Kindle for $2. It 
might not make you like a millionaire, but it might make you a couple of 
hundred bucks a year that’s sisng there doing nothing for you right now. So, 
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and the whole idea of the programme is to actually take people where they 
are right now in their business. So it’s not a sequen'al course like most 
courses it’s about, so that you dip into it where you need it. So at the very 
start, you do this triage in your business to work out where you are right now, 
what assets you have and where you are lacking whether it’s 'me for 
consump'on with how to actually read books quicker and how to actually 
consume videos and audios quicker, so there’s a whole bunch of you know, 
Profit Hacks on consump'on. There is a whole bunch of Profit Hacks on 
communica'on, how to communicate with your team, and your clients, and 
your staff more efficiently. How to create content in a whole bunch of 
different ways, you know, how to actually… you approach people to interview 
for content for your own website or you’re blogging these scripts for 
approaching people and e-mail  request scripts you can copy and paste and 
how to leverage your content and swipe and deploy processes for that. And 
then, there is the outsourcing at the end, so if you need to build a team, there 
is that en're 8 hour workshop with job ads, and job descrip'ons, and process 
maps to actually apply all this sort of stuff.  

YARO: And like the great stuff and obviously way too much to talk about in 
this interview and it’s obviously only one aspect of what you do Pete, but it’s 
the current thing you are focusing on.  

PETE: Yeah, I am so excited about it.  

YARO: I am excited about it. I’m going through the course right now, so I’m 
looking forward to implemen'ng some of that. My kind of goal is to do it all in 
2013 and hopefully somewhere through that year, I can be doing what you 
do Pete, in the sense of gesng a lot of value out of what I already create.  

PETE: Awesome.  

YARO: So I am excited about that now. So going forward, obviously you are 
doing this launch with Rich…  

PETE: Rich.  
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YARO: … and I’ll put some links up to go with this podcast once I know what 
they are exactly. And no doubt like there is a bunch of free training stuff that 
you and Rich will release as part of the launch so…  

PETE: Yes. As part of the launch with all the training videos and stuff, we’re 
doing another six-hour live stream again, so that’s where I will sort of teach a 
lot. It will be 6 hours of me teaching and people were blown away when I’ve 
done that before.  

YARO: So no doubt if you are interested in that part of what Pete has done 
and you can see I think listening to your interview, why it has become  
necessary for you to do this system. Like, I think there is more to it than just 
having a lot of mo'va'on there. There is some good coordina'on of people 
going on and to get the leverage you’re gesng out of all this. So, lots learned 
in that area. Pete, we are almost to the end of this interview, so what are you 
up to in the future and where is this all taking you? 

PETE: Yes, good ques'on. And so for me it’s sort of, you know, as I said 
before, you know, baby number one coming along in January. Just got 
married this year, so child on the way straight away, which is super exci'ng, a 
li^le baby boy, so…  

YARO: Congratula'ons.  

PETE: Thank you, mate. So that’s sort of the plan for 2013 for me is dirty 
nappies. That’s going to be interes'ng. Got a new book deal, so I have a new 
book that I have been wri'ng for a while which is called, “It’s Not About The 
Product.” So, I’m sure people kind of get based on a lot of what we talked 
about today the core of that book what that’s all about. It’s sort of talking 
about it’s not about the product and it’s about the marke'ng and sales and 
things like that. So, that’s sort of the big project for me next year is get that 
book and crazy goal, New York Times list kind of goal for the book and I think 
we can poten'ally do it. I’m really proud of how the book is coming along. It’s 
kind of like my two big things for next year. It’s kind of take that lifestyle you 
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were kind of talking about because the business is at that point now where 
they don’t need me to maintain and I no longer want to take over the world 
or anything like that, at least for the next sort of 4 or 5 years because I want 
to sort of have some 'me for myself and the family and do another… and so 
next year 2013 is about sort of Pete Williams and actually kind of sisng back 
a li^le bit, write a book and enjoy some family life and then, you know, in 
2014, who knows what I will sort of move into at that point. 

YARO: Yes, it’s a while away yet. So, okay, for anyone listening to this Pete, 
let’s wrap it up with a final ques'on. Now, I like to ask this of my people I 
interview because I think it’s oWen overwhelming when you reach this point 
in the interview because we kind of summed up your en're life.  

PETE: [Laughs]  

YARO: At least your business life in an hour. Now, a person listening to this is 
probably thinking all right, what I really learned here about what Pete’s 
coming across with is a couple of things. Obviously it’s about the marke'ng 
and the sales and not about the product that seems to be a big thing with 
you. And, I think for a lot of people the struggle they are coming against is 
really right at the beginning with issues of cash flow, issues of I want to do 
these Profit Hacks, but frankly I am struggling to even generate my first bit of 
cash flow to hire people to start doing all this content crea'on and find the 
'me to create the content, do that core from the mechanics. Could you 
maybe go back in 'me and okay, maybe because you are a serial 
entrepreneur and this is something that’s just come naturally to you? I don’t 
know. I mean everyone has trial and tribula'ons, but let’s put yourself into 
the shoes of someone who is a … working a job right now, but they are not 
meant to be a job worker. They are meant to be an entrepreneur, at least 
someone who has some form of lifestyle business that’s just making the 
equivalent to what their job makes for them…  

PETE: Sure.  
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YARO: ... but they don’t have to work the job, so they get that kind of 'me 
freedom, and lifestyle, freedom that they are aWer. Not necessarily wan'ng to 
follow in your footsteps and have six companies and you know, have a team 
of Filipinos but…  

PETE: Yes, I wouldn’t necessarily advice it.   

YARO: But you know, one website, or one business running. But it’s just this 
momentum it’s such a challenge. Like how do you find gesng this fly wheel 
started, like what’s the best piece of advice you can give to a newbie, a 
beginner at this process?  

PETE: Yes, absolutely. I think it’s not about outsourcing, but I do think it’s 
about core versus mechanics and I think it’s about this core focus 'me. So, 
what I have been talking to people about is what I suggest is, you know, you 
can’t outsource the mechanics straight away. You might not have the 'me or 
most of all you don’t have the resources or cash to do that, which is 
completely fine. But at least start looking at your diary going okay, every day I 
am going to do something that’s core for my business, you know, whatever it 
might be and you s'll have to do the mechanical side of the video crea'on, 
hypothe'cally as an example. So when you go to sit down and do a video 
really break it down and say okay, right now I’m going to put my li^le core 
business owner hat on and I’m going to do the core element of this task and 
that’s about what you might do in the morning before you go to work, 
hypothe'cally. Go to work, do your job, get annoyed at the man, come home 
and then put on your mechanical hat. And then do the mechanical side of the 
business. But make sure you really separate them in a way you actually go 
about your work because it’s really strange, I can’t explain it, I am not a 
psychologist. But when you actually feel you are sisng down doing core stuff 
and you’re very clear this is core and over here I am doing mechanics, you 
immediately find a way to get mechanics off your desk because you are very, 
very clear that this is stuff that I’m adding value to, how can I get rid of this? 
And without that clarity of connec'on or differen'a'on between the two 
elements, you kind of stumble along saying, “I want to outsource something, 
but I don’t know, they try and outsource the whole thing and it falls over.” I 
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think everyone has tried to outsource-- ar'cle wri'ng from scratch and just 
isn’t your voice and not your language or anything like that, whereas, if you 
break the two things up, you can see the differences there.  So, I think that is 
a very sort of eclec'c kind of answer or esoteric answer is probably a be^er 
word, but I think it is really about doing what you are doing in your business 
and just making sure that you look at your diary and go, okay, these are the 
core things I’m doing, these are the mechanical things I’m doing. And over 
'me just like look on a weekly basis and try and increase the core stuff you’re 
doing and decrease the mechanical stuff. Because it’s not about necessarily 
outsourcing the mechanical stuff, it could be as much as using soWware to 
quicken or fasten up the mechanical elements or for a lot of cases elimina'ng 
mechanics. This mechanics element is completely irrelevant in certain 
circumstances when you start looking at the task you are doing. So having 
that clear differen'a'on between the two will actually help you get some 
clarity and surprisingly whatever reason just frees people up a lot more and 
they can move forward a lot quicker.  

YARO: Right, so an example might be, if you are going to drop something 
mechanical, if you are doing videos, stand in front of a camera, talk it out, and 
upload it, rather than stand in front of a camera, worry about a slide 
presenta'on and screen flow, but just…  

PETE: Yes, absolutely.  

YARO: … Just get the content up there. I think the best, I guess analogy or 
another word I could see using for that core part of it is really what your 
crea've output is, where you are crea'ng something rather than just 
reproducing or doing like you said mechanical roles that only work if there is 
some sort of crea'vity in existence to begin with.  

PETE: Exactly and just when you are doing that crea've work, try and get all 
of the fric'on out of the way because fric'on is another word for mechanics. 
And so many people want to do some video hypothe'cally, but they spend all 
this 'me worrying about which microphone to buy and that sort of stuff. It’s 
like just get the content out there, just get the crea've juices out there and 
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just reduce the fric'on as much as you can. You can always go back and fix it, 
if you need to.   

YARO: All right, Pete, lets wrap it up. Thank you for doing the interview. 
Where can we send people to, there’s obviously a lot of sites for you, where 
do you like people to go to find out more about what you do?  

PETE: Well, to probably get the most overview for me, petewilliams.com.au, 
kind of covers all the craziness that is my life. So that’s probably a good place 
to start. So for me, you can kind of filter everywhere, but obviously, if people 
are interested in Profit Hacks you all got the links on your site and stuff like 
that so they can check it out.  

YARO: Awesome. Okay Pete, thanks for taking the 'me to answer all the 
ques'ons and of course go through your story. You know, you are s'll a 
young man, so there is a good story to con'nue, I think with all this so...  

PETE: Hopefully.  

YARO: …fingers crossed. So yes, thanks very much for taking the 'me and 
good luck with everything you do.  

PETE: I appreciate it mate. Thank you.  

YARO: And if anyone is listening to this and you do want to hear more 
interviews with inspiring and interes'ng people like Pete, head to my blog 
Entrepreneur’s Journey by Googling my name Yaro, Y-A-R-O and you will find 
my blog there and then just click the podcast tab, if you want to grab 
interviews. And, of course if you want to find the links that went along with 
this one by Pete, you can find that there, too. So, thanks for listening 
everyone and I will talk to you again very soon. Bye-Bye. 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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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