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what op'on I recommend you focus on. 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YARO: Hey, this is Yaro and today I have a long'me friend on the line with 
me who I have interviewed many years ago now, back to share his story - 
well, a couple of stories. It was about outsourcing virtual assistants. 

He's lived in the Philippines though he definitely doesn't have a Filipino 
accent, as you'll hear in a moment. He's well and truly Bri'sh, and he also was 
famous for essen'ally removing himself from his business. So successfully 
crea'ng a business that runs itself, and that's what we ini'ally talked to my 
guest (about). I'll put through the link for that previous interview. 

But that idea has morphed and evolved to become something bigger — a 
movement that we're going to talk about today, as well as a book about this 
movement, so I'd like to welcome Chris Ducker back to the virtual stage. 
Chris, thank you for joining me today. 

CHRIS: It's a pleasure to be back, man. Thank you very much for allowing me 
to grace your audience again. 

YARO: So we're here to talk about Youpreneur, but I want to talk a liWle bit 
more about your background first, because there are a lot of people who have 
no idea, and I know might be surprising because you're kind of world famous 
now, but who don't know what you've done where you've come from. 
Obviously this podcast is very much about informa'on marketers and 
bloggers and people who made that kind of living. 
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Before that it was sort of general entrepreneurship, and I think you kind of fit 
in both categories because you are unique in the sense that you built a 
business that's... I won't say 100% offline, but it's got employees. 

Last 'me I spoke to you, it was 300. I'm sure it's way more now because 
we're talking years ago. But you also do online marke'ng and informa'on 
marke'ng, and you sell your own digital training products and books and you 
run a brand new conference. So can we maybe in 5 minutes, sum up the 
lifelong journey to get Chris to this point. What have you done so far Chris? 

CHRIS: Sure yeah, well I mean my background is in sales and marke'ng. 
Specifically within the publishing and the event organiza'on space. So that's 
kind of what I did in the corporate life. And then sort of around 14 years or so 
ago, I set up my first consul'ng company, which within 18 months kind of 
morphed into a BPO. 

It was a call center facility in the Philippines, which you know when we 
started we had like 6 employees and 2 of them were me and my wife. Almost 
went bankrupt aeer about four months. Clawed our way back, and now you 
know, here we are all these years later, and we have just over 450 employees 
and staff from literally all around the world. Or rather, clients from all around 
the world. 

And that's really... That's the big corporate company that I s'll own and 
operate. I don't manage it anymore. I've got people in there doing all that for 
me now, but you know really up un'l about 2010 the only thing that I would 
use the Internet for was you know, Google searches and email. That was 
literally it. And then I burnt out as a lot of entrepreneurs do, and in 2010 I 
started blogging and in the middle of that year I started podcas'ng the sort of 
tell-the-journey of how I was going to remove myself from the business and 
avoid burnout again. 

And that was where the whole kind of, 'Internet business' world began for 
me. And s'll that call center today... Right now today, the only thing we really 
have to do with the online business world is a website, and we just get found 
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organically you know from prospec've customers. We don't blog there. We 
don't do anything. It's just kind of a brochure site. 

So all of the work that I do in terms of crea'ng content and building 
communi'es, and you know, my email lists and things like that — that's all at 
chrisducker.com, and youpreneur.com, which is only a few years old. But 
that's kind of the focus for me now going forward and helping these personal 
brand business owners such as coaches and authors and bloggers and 
podcasters, and speakers create real profitable business en''es around them, 
their experience and the people that they want to serve. 

YARO: So tell me... You built this... I guess it's a bricks-and-mortar business. 
That's a funny term… 

CHRIS: Oh it is… 

YARO: ...you know, but it is right? You got an office with people in it taking 
phone calls and servicing other businesses around the world, so it's a B2B 
business. 

CHRIS: Yep. 

YARO: And you grew it, you ran it, and then you put people in place to 
manage it and take it over for you. And it does very well, and no doubt it 
supports you and your family. 

At that point you could have done anything, really. Because you obviously 
had the sort of financial freedom and, the decision you made next would 
have been based not purely on money, so I'm kind of curious. I know you as a 
guy with a fairly big personality. I do wonder... correct me if I'm wrong Chris, 
but I do wonder... was the old... not the old business, but the business that is 
not running itself in telemarke'ng... was that maybe not suited to your 
personality as much, because it didn't give you a plajorm to maybe express 
parts of yourself that you get to express now as a Youpreneur? Is that fair to 
say? 
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CHRIS: I would say that's bang on the money man, and this is why I love 
being interviewed by you. You're so good. You go deep. You go way deeper 
than a lot of other podcasts hosts. So, I started that company because I had 2 
kids. Almost 3. I now have 4. 

YARO: You sure you don't have 5? 

CHRIS: [laughs] I'm preWy posi've. 

YARO: [laughs] OK. I lose track. You've got a wide range too. One is 14 and 
the other 0. 

CHRIS: Yeah, something like that. [laughs]. Yeah, thanks for making me feel 
really old, man. 

YARO: But you look great. You only look like you're in your 30s. 

CHRIS: Thank you. Thank you very much. It's amazing what plas'c surgery 
can do. But I...You know... What it was, was I started the business because 
that was what I had been doing. I'd been serving that industry and the 
industry is a very financially buoyant one. It's very healthy. It's never been 
bad. And so I saw the money, quite frankly. And you know, I've got a family — 
that's my number one role. I'm a provider first and foremost, before anything 
and everything else. 

And so you know we set it up. We grew it. Like I said we almost went 
bankrupt. I made major mistakes at the beginning hiring the wrong people,  
genng involved with the wrong clients and all that kind of stuff. But we 
clawed our way back, and we did what we needed to survive in that first year, 
and then slowly but surely it started to grow. 

But one thing I no'ced... and It didn't really hit me un'l 2010 when I started 
the blogging and the podcas'ng... Is that when I was involved with this 
content crea'on, what was happening was I felt this level of crea'vity that I 
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hadn't felt for a long, long 'me since when I was back in, you know, the event 
and the publishing game back in the UK. And I really enjoyed it. But I was 
suppressing it. 

So there was a lot of smoke and mirrors. I wasn't being the real Chris with my 
content crea'on on my site because I was upset or I was worried about 
upsenng some of my corporate clients should they come over my blog or my 
podcast. And so I was really suppressing the real me, and it was actually back 
surgery, to be honest with you, that put me over the edge. Middle of 2012, I 
have an L5 S1 spinal fusion procedure done, and I was laid up for a couple of 
weeks, and it really, really got me thinking about what I really wanted to do 
for my... a career perspec've because I didn't want to feel like I was holding 
back anymore. 

I'd been very lucky in a couple of years of blogging and crea'ng shows that 
you know, I created a liWle bit of a community - maybe 5000-6000 people on 
my email list. Whatever it was. And I wanted to give them more of me. I mean 
they liked me, it seemed. Why not give them all of it? And so yeah just before 
the end of 2012 we switched everything over for my ini'al domain, which is I 
think when you and I first came in a touch with each other, which was Virtual 
Business Lifestyle, and then I just switched everything over to 
ChrisDucker.com, my personal domain name. 

And from that moment onwards, I promised myself and everyone around me 
that it was going to be me, all the 'me. No smoke and mirrors. What you see 
is what you get. If you don't like what you're genng you can bugger off. 
Because I'm not going to hide anymore. I'm going to be exactly who I am. And 
you know what happened? The corporate clients freaking loved it! They loved 
it! 

YARO: They want more business. 

CHRIS: Now I'm thinking jeez I should have done this 2 years ago. You know 
what I mean? Yeah, they absolutely loved it because you know they were 
listening to the shows. My corporate clients were listening to the shows and 
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they were like "I didn't know that you were a Bruce Lee fan. That's so cool!" 
Or "I didn't know that you played basketball, I thought you were a Brit. I 
thought you'd be kicking a football around." 

You know, so it was it was really... It was nice. It felt great to not sort of have 
that in the shadows anymore and ever since then, you know, it became very 
apparent to me that when I look back through the growth of the business it 
became really apparent to me that people do business with me as a person, 
way before they do business with any of my companies. And so that was 
when I really started get very serious about the personal brand aspect of the 
business. 

YARO: Yeah, you can see the seeds for Youpreneur right there. Now, I'd really 
like to sort of connect the dots and maybe make us a few subtle dis'nguished 
points here because going back in 'me, I remember studying… 

CHRIS: One of us has to be dis'nguished. It might as well be you. [laughs]. 

YARO: I'll try. I'll have the Bri'sh accent so...[laughs]. Back in... I don't know 
when it was long 'me ago... I remember studying Jay Abraham's content - 
you might, probably know him. 

CHRIS: Yep. 

YARO: ...and he's from the old school world of direct response marke'ng, 
even prior to the internet days. I remember reading... and this is probably the 
one takeaway I get from him more than anything else... He introduced the 
concept of educa'on-based marke'ng, and his ini'al sort of star'ng point for 
that was you know, send a CD in the mail with the CEO or the founder of 
your company talking and teaching to really create a personal connec'on, to 
educate people, you know, to show your pre-eminence as Jay would say.  

Now that to me, you know, educa'on-based marke'ng always makes a lot of 
sense. And it's something I grew up on with blogging and sharing my ideas 
online and teaching as well. But I feel like, the Youpreneur concept and 
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possibly the Internet itself with YouTube - they all have the word "you" in it. 
You know, You-Facebook, You-Instagram [laughs]. 

CHRIS: [laughs]. 

YARO: They all sort of further emphasize, or even took a liWle bit of a lee 
step from educa'on-based marke'ng to personality-based, educa'on based 
marke'ng. Is that kind of accurate to say you think? Has that sort of evolved 
to that point? 

CHRIS: I think it has. I think the reason why is because, like I said, people 
want to do business with other people. I really believe that. And I've been 
saying that for years and years. That's not a Youpreneur thing at all. I've just 
been saying it for a long, long 'me. And so you know, again when I look back 
at all the deals I've closed in my sales career... All of the dinners that I've been 
out, all the exhibi'on floors that I've stood on. All of the mee'ngs that I had 
at events and everything ended up, or whatever ended up with sales being 
created... It was because I had a great rela'onship with the people that I was 
selling to. 

And you know what? A lot of the 'me, I never even thought about it is being 
sales. I genuinely thought about it as just servicing my clients. You've got a 
need. I've got the solu'on. Bosch. Thank you for playing. Let's do a deal. And 
so that was kind of my mentality to the whole sales thing. I never forced a 
sale on anyone. 

I always made sure that what they were genng was exactly what they 
needed. They respected that. They were happy to refer me. I mean I sold 
second-hand cars. If look under the hood of a car, I have no idea what I'm 
looking at, to this day. But I sold second-hand cars, because I knew the type 
of cars to sell to the type of clients, because of their needs and their 
requirements. And you know, I was what, 18 when I was selling cars? 

I didn't even have driving licence. You know what I mean? It was ridiculous. So 
I think that people really do want to do business with other people, and I 
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think that's why this personality, and this more personal brand marke'ng is 
becoming more and more important. You know, you're talking about 
something that happened decades ago, you know what I mean? 

And yet, nobody really saw this coming. Like nobody really saw the personal 
brand as a genuine business model coming un'l very, very recently. And it 
kind of surprises me because when I think back... You know, you think Jay 
Abraham. I think Zig Ziglar. Other people might, you know, be thinking 
Richard Branson. I'm also a big fan of Sir Richard Branson as well, but you 
know... It's as I always say, it's about becoming somebody's favorite. It's about 
falling in love with somebody and what they're all about, what they stand for. 

And Zig has been gone for many years now, but to this day, I s'll... I can tell 
you right now, there isn't a month that goes by where I don't consume on 
mass, some kind of Zig Ziglar content. Whether it be reading parts of a book 
of his, or listening to an audio recording, or watching a video on YouTube. 

I I love Zig Ziglar very, very much. I've got a genuine affec'on for the guy. I 
never got the opportunity to meet him. I wish I did. But when you find 
someone like that, that really kind of pulls on your heartstrings a liWle bit as 
well as your head strings, it means something. It's a genuine rela'onship, and 
that's why I think it's now becoming so important to really treasure your 
rela'onships, and not use them you know? 

YARO: That is a... Was he born Zig Ziglar? I always wondered that. 

CHRIS: No. His real name was... I think his real... I believe its first thing was 
Hilary. 

YARO: [laughs] 

CHRIS: No, I'm not even I'm not even joking. Hang on. As we're channg, I'm 
going to Google his name. 
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YARO: I always thought it was either fantas'c parents giving you the perfect 
name for anything you want to do, or he's gone and, you know, changed his 
name to give him a more perfect marke'ng branding kind of name. 

CHRIS: I know right? So he was born... He was born Hilary Hinton Ziglar. His 
nickname was Zig. 

YARO: Not bad. That's preWy good. 

CHRIS: It's a preWy good nickname. It is preWy good. [laughs]. 

YARO: So let's make this relevant for the, you know, the listeners who 
possibly actually, might be where you are or where you were when you had a 
business. In the sense that you had an offline business, and you wanted to 
take a... Well you decided to take a step into a completely different direc'on 
really. You know, you went to this online personality-driven business. 

You started like everyone. With I'm assuming, no connec'ons, no tech skills, 
You weren't a media person before. You weren't exactly wri'ng books or 
recording videos or speaking out audios for anything in your life. And then 
suddenly, it sounds like around about 2010, you decide to do that. How do 
you... How do you begin that, especially when you've spent... And you're 
already an adult. You already had family. It's not like you were doing this at 18. 
You had already spent 'me building a skill set. You know, genng immersed in 
an industry in a way of doing things. You're star'ng from scratch at like, a bit 
of an older age. Not old, but older. 

CHRIS: [laughs] 

YARO: How do you how do you do that? 

CHRIS: Well, I think... You know, looking back on it, I think there was like a lot 
of things that you know, when it comes to an entrepreneur you try things out, 
right? 
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I mean, that's... We're always tes'ng. We're always trying new things. Well we 
should be anyway. And I didn't really know what to expect if I'm to be really 
honest. I just knew that I... You know, by the end of 2009, I was consuming, 
you know, Duct Tape Marke'ng as a blog, from John Jantsch. I was 
consuming... You know, Ihad  just discovered Pat Flynn and Smart Passive 
Income. And we've now become very, very close friends. And you know, 2 or 
3 other blogs I was reading and maybe I was watching YouTube videos. 

I can't remember exactly, but what I what I do recall was that I remember 
thinking to myself "You know what? I can string a few words together. You 
know, I've been in business for a while. I've got stuff I can share and help 
people with. And I'm on this journey where you know, if people are 
interested. They can kind of follow along and see what happens.” 

And that's the thing. It's like you know, I call it the Car Chase Theory. When 
OJ Simpson you know, got in his Bronco and started driving all over LA (Los 
Angeles), they interrupted the NBA finals on TV in America for that. 

YARO: Wow. 

CHRIS: They cut the finals and went to just following this car. These 
helicopters. It was a car chase. Why? Because people want to see what's 
going to happen at the end when it's all over. What's the outcome? And so I 
figured, you know what? I'll take people on my own car chase in 2010, and 
we did it. You know it worked great! 

YARO: Ended a bit beWer than [laughs] that car chase might have ended. 

CHRIS: [laughs] Probably. 

YARO: For the person listening in, who's thinking the same thing. Do you 
nowadays for today, you know, 2018... Do you suggest people pick a plajorm 
and just go hard with it, and you know, somehow try and grow an audience 
from that? Give us a few steps. Let's make this prac'cal for people Chris. 
What would you advise the beginner to start with? 
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CHRIS: Yeah, I mean look. I think in terms of content... Because you got to 
build a plajorm, right? So you know, it's either one of the three big ones. You 
know, either blogging, podcas'ng or video. One of the three. 

I think you go with the one that you're the most confident with and the most 
at home and comfortable with. It could be wri'ng. You know, you don't 
necessarily want to be in front of the camera. Then maybe you're just right. 
Or maybe you'll podcast. Maybe you haven't got you know, any ruling 
inclina'on to want to record a show, but you're happy to do YouTube videos. 

Whatever it is, just pick one of the three to begin with. And what will 
happen... Something amazing will happen. When you start out, you'll start 
crea'ng content that you think... And that's the key word in this sentence... 
That you think the people that you want to aWract will want to hear and see 
and consume from you. Some that might be true. Some of it might not. 

But aeer a certain period of 'me of consistently... and there's the other 
keyword... consistently crea'ng this content, you will actually start to get 
somewhat of an audience. It could be a small audience. It could be a very big 
one. But ul'mately you will create an audience of people that are consuming 
your content on a regular basis, and this... At this moment is the exact 'me 
where the real magic begins. Because what will happen is they'll start talking 
back to you. 

They'll tell you what their struggles are. They'll tell you what they liked about 
that latest blog post or this latest video. They'll tell you what they didn't like. 
They'll tell you what they need help with. And then you can start crea'ng 
content that you know that they actually need and want to see from you. And 
that's when the magic begins.  

Because once you start giving people exactly what they want, you become 
their favorite, and if you become their favorite, sooner or later down the line 
when you create a course or you put together an event or you start a service 
that can help them... What's going to happen? Because they trust you, 
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because you're one of their favorites, they're going to end up buying from 
you, and you're going to end up solving a problem for them. Everybody's a 
winner. 

YARO: So as you go through that process, whichever plajorm you choose to 
start with... What are the metrics you believe are worth kind of monitoring to 
see how you're going? Because I hear a lot of people kind of maybe say you 
know, how do I know this is working? We're talking about a kind of 
amorphous subject area you know? 

CHRIS: Yeah. 

YARO: It's like I'm doing personal branding. Branding itself is already a liWle 
bit amorphous. You don't know how to judge it. It's not like tracking clicks on 
an ad. You know, it's not even like ra'ngs on TV in some levels. It's just 
punng stuff out there and hoping people interact, but I got to make money 
from this at some point. 

Especially let's say I'm already a business owner and someone's told me I got 
to be more Youpreneur in order to sell what I already sell for my business. I've 
got to stop talking about my business and start talking about myself, which 
feels really weird. But you're telling me that's going to help me sell more of 
my stuff. So how do I kind of gauge what's working and what's not working? 

CHRIS: Well, I mean for me there's only one way that I gauge what I'm...  
What I'm crea'ng is either being effec've or not. And it's not a follower 
count. It's not a subscriber count. Or an e-mail list count. Or even a share or a 
like count. 

I gauge everything that I do in terms of its effec'veness from feedback. Plain 
simple. So emails, or direct Facebook messages, or tweets, or people coming 
up to me at conferences and saying hey that podcast that you did on burnout 
that really helped me... That's how I gauge what I'm doing and its 
effec'veness. 
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Not every piece of content that I create hits home obviously. Some of it, you 
know, ends up being hardly ever consumed. But you know what? One thing I 
have learned aeer crea'ng content for 8 years now... You've been doing it 
longer than me, and I'm sure you probably agree with me in some way with 
this statement, is that if I can just change one person's life, whether it be 
solve a problem for them at home, or make them more money at work, or 
whatever... If I can do that, then working on that piece of content was 
worthwhile. 

And I mean that genuinely. And I learnt that in a very, very direct manner in 
2015 when I was... I came off the stage at a conference in America, and I had 
done my keynote on Virtual Freedom which was my book, which came out in 
2014 and I was sort of winding down. You know, you do about a year of 
keynotes to promote a new book, and you know, that sort of thing. 

I was winding down. I came off... It was in New Orleans. I came off stage, and 
we were doing a book signing. I made about 400 or so books or so. Some of 
them are pre signed, some of them weren't. If people wanted to get one 
personally signed, they could come up to me, and I had maybe a queue of 70 
or 80 people that wanted a personally signed book. So I'm signing books 
away and the very last guy in the line comes up to me, and he said "You know 
I queued up last because I wanted to tell you my story. Your book changed 
my life.” 

And in you know when you write a book... If it's half decent, you're going to 
hear that from 'me to 'me. It's kind of a standard thing that people say, 
right? And so I'd heard it a few 'mes and it's great to hear it. Don't get me 
wrong. I'm not blasé about it. 

But then he con'nued to tell me that his wife of what whatever it was, 4 or 5 
years or something, had died of cancer and that they had a 3-year-old 
daughter. And that he had no idea what he was going to do because he'd 
been a you know, a high-end consultant I think in the finance game for years. 
And now he was at home, and he had no real way of making money and so 
on and so on and so on. He needed to be there to look aeer his daughter. 
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He picked up my book literally the week it came out by the sound of it, and 
he started to build his virtual team to help him launch his own sort of real 
hardcore consul'ng company. And it allows him you know, to take his 
daughter to kindergarten and pick her up and spend weekends with her, and 
he's no longer traveling and all this type of stuff. By the 'me he was done 
Yaro, telling me this story, I've got tears streaming down my face because I 
just realized I wrote this book for this guy. 

Forget everybody else I wrote it there him and for his daughter, and so that's 
what I'm talking about. That's how I measure. That's my metric right there, is 
feedback from people that consume my content. That's it. 

YARO: It's the tear factor Chris. I'm hearing more and more about your crying 
[laughs]. 

CHRIS: [laughs]. Shocking. It really is. 

YARO: It's a good... There's a metric for you. How many 'mes do you cry 
because of feedback? 

CHRIS: How many 'mes... Yeah, how many 'mes does your audience make 
you cry on a monthly basis right? Anything less than 5 and you're not doing a 
good enough job [laughs]. 

YARO: I mean, I like that. I like feedback as a metric. It's so personal. That's 
fantas'c, But I have to take the side of another group of people here who are 
also saying, "I need to make money." 

CHRIS: Sure. 

YARO: So you know, it's great to get this feedback, but when do I start 
coun'ng the sales and see the Stripe or the PayPal or even old school checks 
in the mail? When does that start happening, and how do I gauge if I'm even 
heading in that direc'on? 
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CHRIS: Well you see that's the thing. When you start genng feedback like 
that, you know you're doing the right thing. Then it just comes down to 
digging deeper with the people that you're serving and finding out where the 
real struggles are. Once you find out what the real struggles are, you can start 
crea'ng products, services, experiences, offering affiliate deals and all that 
kind of stuff to them, to ul'mately solve their problems, but at the very same 
'me put money in your PayPal account. 

So you know, another perfect personal example would be Virtual Staff Finder. 
I had seen several comments on my blog within the first year or two of it you 
know, being up and running, from people saying, "I don't know where to get a 
virtual assistant that I can really trust. You know, these Freelancers up on 
bloody oDesk and whatnot... They let you down all the 'me and etc etc." So 
obviously the entrepreneurial alarm bells ring, and I start Virtual Staff Finder. 

And we're now what, whatever it is... Five almost six almost seven years into 
that business now, and we've sold thousands. We've served thousands and 
thousands of entrepreneurs around the world looking for high-end, good 
quality VAs here in the Philippines. I wouldn't have done that if it hadn't been 
for that feedback. So and obviously I've made a load of money in the process. 
So it really does come down to genng that feedback and then digging 
deeper. 

You know what drives me nuts is it when people have got great audiences. 
And they always talk about "Oh you know this got a thousand likes and this 
went viral" and all that kind of stuff. My whole thing is like "Are you listening 
to your audience though? Are you genuinely listening? Genuinely. Because if 
you are, you can make a hell of a lot of money. If you're not then you're going 
to be leaving a lot of money on the table.” 

YARO: Let me ask you about personality types. Because what we're talking 
about here sounds like something that maybe an extrovert or a person who 
feels comfortable talking about personal subjects in a very public format on 
the Internet can do, whereas they're probably some people here going "No, I 
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don't want to talk about my family, my kids, my rela'onships, what I had for 
breakfast. I don't want to start you know, doing those kind of videos or 
Instagramming. Yet, you're telling me that might be what I need to do in order 
to grow a Youpreneur business." So I guess this is 2 ques'ons. 

Is there certain type of personality type that this is suited for and therefore 
there are some that's not suited for? And if you're maybe the wrong kind of 
personality does that mean that this business format is completely not for you 
as well? Because you know, maybe you should be doing something way more 
behind the scenes where you get to be not onstage. Maybe you should be 
working with someone else who is the face and the name, and you're the 
partner, the silent partner or the tech person or whatever. Who's right for 
this? 

CHRIS: Well. I mean honestly it... You know the Youpreneur business model is 
about crea'ng several different streams of income based around your 
experience and the people that you want to sell and you know, serve and sell 
to. For some people that's going to be easier to get into the camera or get in 
front of the camera rather, or behind the mic, or be up on stage and all that 
sort of type of thing, because you know there are introverts and there are 
extroverts. 

But I mean yes, I'm quite extroverted. But you know when... I mean, you know 
you aWended the Youpreneur summit, and you saw you know, Joanna Penn 
on stage in front of 300-plus people talking about selling more books and 
Joanna is a real introvert. I mean you know her well. She's an introvert, yet 
she has made a ton... A ton of money on being an author, and speaking, and 
coaching. So if you know... she's just one example obviously, but what I'm 
genng at is what you do really, really well you do more of that. 

Don't sweat the other stuff too much at all. In the very first sec'on of Rise of 
the Youpreneur, there is a liWle exercise that I get everybody to do called the 
self-assured... self-awareness test rather. And it's just as simple as basically 
genng a piece of paper and crea'ng two columns. 
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On one side you write down all the stuff that your great at. And then... I think 
I call that the "flaWer yourself" list, and then on the other side of the line on 
the page there, you create what I call a "keep it real" list. And that's where you 
just write down all the stuff you're no good at. You're rubbish at it, so don't 
bother doing that. Do more of what you do really, really well. And I think that 
self-awareness is enough for even the most introverted introvert to s'll make 
a really good living and helped tons of people in the process following the 
Youpreneurial business model. 

YARO: I'm an introvert too. So you know, I don't think the introvert / 
extrovert line is a deal breaker. But I do wonder if you're not comfortable 
sharing about your life, if it's possible to make this work, because it is about 
you, right? So… 

CHRIS: Right, but I mean look at you. I mean you do really really well, and you 
have helped thousands of people. 

YARO: I share a tonne about my life. Like I'm a counter-argument. I'm more 
like... Well I'm not like you Chris, but I'm like you in terms of how much I share 
so… 

CHRIS: Sure. OK well yeah. Well, that's a fair comment, and I mean look, at 
the end of the day if you're really that personal of a person, or private of a 
person rather, then yes, probably the Youpreneur business model is not for 
you. You know in order to be able to build a personal brand type of business, 
you've got to get personal from 'me to 'me. It's in the 'tle of it. You know 
what I mean? So I think that yeah, I mean maybe there might be a percentage 
of people that just shouldn't touch this kind of business model. And that's 
fine. It's not a big deal. 

And news flashes — I didn't write the book for those people. You know what, 
I wrote the book for the people who are happy doing it. So I can help them. 
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YARO: And I think you'll know it too. When you start whatever plajorm you 
choose, there's a sense of almost joy, almost therapy some'mes when you do 
write about yourself. 

CHRIS: Yes. Yes. 

YARO: So you know very soon, very quickly whether you know... If there is 
any doubt in your mind as you listen to us talk, you will know as you write 
your blog post or record your podcast, or do a video — are you feeling this 
sense of "I'm actually kind of enjoying it." I know I kind of feel guilty 
some'mes because I mean I'm wri'ng a book, and I'm wri'ng all about 
myself. I'm going. "This is 100% about me. It's the most ego's'cal experience 
I could ever have." 

Yet, it's how you run a business and get paid and people want to hear this and 
it kind of, you know, it's interes'ng that that's how our society can work. We 
can be so selfish in order to help so many people if that makes sense. 

CHRIS: Yeah. 

YARO: Chris. I'd love to keep going a liWle bit. Maybe back in 'me, and then 
bring it up to today because one thing we certainly didn't cover in the last 
'me I spoke to you on the interview was, how switching to this Youpreneur 
model has evolved. Because you have a... I guess you could say, the start of 
really cemen'ng this brand of yours, of Youpreneur and really bringing this 
movement to a wide group of people. 

But to get to that point, if we go back in 'me... It was 2010, 2011, 2012. You 
start podcas'ng, you start blogging. Can you take us forward? What was like 
your first income stream from your Youpreneur business? And take us forward 
from that... 

CHRIS: Wow that's good ques'on. Um... What was my first real... And when I 
say real, I mean like something I created not in the affiliate... I mean easily the 
first way I made money was affiliate marke'ng. No doubt about that. But in 
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terms of my first product, I think it was probably an ebook. I wrote an e-book 
called "Saving The Day The Virtual Way", and it was a very short ebook. 
[laughs]. I thought I wouldn't strain myself first 'me out of the gate too much. 

I think there was something like 35-36 pages or something like that. I sold it 
for 9 dollars, and you know, we sold a whole bunch of them. I mean by the 
'me I ended up not selling it anymore and giving it away for free as an opt-in 
once it became a liWle dated, I reckon we probably had sold, good gosh. 
maybe 3 or 4 hundred copies of the thing maybe? 

And that was you know, kind of the first 'me I'd actually created something 
like "I made this" You know, it's very caveman-ish and you know, "This I have 
created and people have paid money for it, and they haven't asked for 
refunds. I must be doing something right." You know what I mean? And then 
really the next thing I did aeer that to make me money, and this is when I 
started to make some really good money out of my personal brand, was 
masterminds. 

You know the first Mastermind session that I ever held was early 2011. It was 
in the UK. I charged 150 pounds per person. There was 10 people in the 
room and I was ecsta'c. I was absolutely ecsta'c that we sold out those 10 
seats in the maWer of hours of my blog post going up and my email being 
sent. And you know that was definitely the first kind of 'me I could say I 
made a lot of money in one day kind of thing online. 

But understand also that you know, the realis'c... The realis'c takeaway here 
is that I was also making way more than that with my brick and mortar 
business. Way, way, way more. But I got more excited about the online stuff 
you know? It's quite... It's very strange, but I did. I generally got more excited 
about it, and then I guess probably aeer that, it would have been some 
speaking gigs and then Virtual Staff Finder, and then some decent good-
paying keynote engagements. And then it kind of just carried on from there I 
guess. 
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YARO: And throughout that 'me you're wri'ng blog posts, you're doing your 
podcasts... 

CHRIS: Yep. Yep. 

YARO: You're growing this personal brand, which ini'ally was around hiring 
virtual assistants right? That was kind of like your your niche to start with 
right?  

CHRIS: Yeah, yeah. Because I was doing it. I've been doing it for a while. You 
know at the 'me when I started, Tim Ferriss's "Four Hour Work Week" was 
very very popular, and I remember picking up that book and saying to myself 
"Well this is great! Tim has opened the door up here", and I don't know Tim. I 
s'll don't know him, but you know it's like Tim has opened this door up where 
a lot of small business owners are going to be interested in VA's and sure 
enough man, even at the call center where we didn't say anything about 
virtual assistants on our website, because we're in the Philippines a ton of 
people started emailing us about VA’s. 

So even before I was blogging and podcas'ng about it we had a lot of people 
asking us about VAs. I was already working with my web developers and 
designers and social media people and all that kind of stuff. I was already 
working with them, so I figured what the hell, they've started talking about it.  

And I think it was the combina'on of that and the journey in 2010 of me 
removing myself and having to hire a whole bunch of people, that people 
really kind of aWached themselves to... like I said they wanted to follow that 
car chase journey of mine, and you know it enabled me to have a lot of doors 
open up for me, par'cularly in the speaking world because nobody was 
speaking about VA's. Not properly with genuine experience under their belt in 
the online business world. So I was genng asked to speak all over on that 
subject. 

And that kind of just you know... The book came out in 2014, the business 
just absolutely ballooned in '14 and '15, and you know that was around the 
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same 'me as I gave birth to Youpreneur because I had started to work with a 
lot of people like authors and bloggers and speakers and coaches and 
consultants. Because they were the ones that were one man bands. 

They needed the VA's before or more than anyone else you know? And so 
because I'd started to work with all these people, I realized what was making 
them 'ck, and I realized that what was making them 'ck is making me 'ck. 
And so these are the people I wanted to work with, and that was how you 
know the Youpreneur Mastermind community was born, and the events 
around that. And obviously the summit and now the book. 

YARO: This is a good point. I think maybe summarize what is in the book? 
And what is your business or your plan for the future around this Youpreneur 
movement? 

CHRIS: Well, I mean the book is you know we call it "The Defini've Guide to 
Becoming The Go-To Leader In Your Industry And Building A Future-Proof 
Business” 

In it, it's basically kind of cut up into 3 sec'ons. It's Building, it's Marke'ng, 
and then it's Mone'zing. And so you know this... The great thing if you've 
already been building a business around yourself for a while and you've 
already got your online home set up properly, and you know who you selling 
to and who you are and what you're all about and all that kind of stuff, then 
skip the first 75 Pages. Forget about them. Move on to the marke'ng sec'on. 

Yes, I'm telling you not to read my book or sec'ons of it anyway right? I mean 
genuinely, because you won't learn anything from it. You know it is the 
defini've guide so therefore we have to cover all of it right? And then 
obviously we go into you know, spreading of your message and building 
community and posi'oning yourself as an expert, and you know, growing 
your business circles. 

And then mone'za'on goes through to you know figuring out what you want 
to sell and developing your pricing strategy and building your own Youpreneur 
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ecosystem of all these different liWle tentacles that end up bringing money in 
bit by bit throughout the course of the year. We talk launching and online 
marke'ng and all that kind of stuff. 

And really, you know what? I don't think I've actually said this out loud yet, 
but I think this actually might be... I think this actually might be the last kind of 
business book / manual that I end up wri'ng to be honest. 

YARO: Never say never Chris. Why do you feel that? 

CHRIS: Well I say that because I know that these are the type of people that I 
want to work with for the rest of my career. I'm very very sure of that. 
Because I'm one of them. And I get them and they get me. 

And it just works very very well. Now I'm not saying that I won't write other 
books. I love wri'ng books. I love the crea'on and the marke'ng process of 
books, but I don't think I'll do another manual, like another how-to manual like 
this. I might go maybe a liWle bit more deeper in the things like rela'onships, 
and all that kind of stuff in the future. But yeah I mean I've poured everything 
into this thing man. It really is... it's the manual. It's how you do this, and it's 
done by nothing but sheer experience and the experience of the people that I 
feature in the book as well.  

YARO: Thought we might have a Jay-Z moment there where you're dropping 
your last lyric and you're leaving the industry. 

CHRIS: Nothing quite like that. I'm having too much fun to walk away from it 
all. But I'm genuine. I mean, I really feel like these are the people I want to 
work with un'l you know, I kind of hang up and I'm re'red, which I you know, 
geez, it could be a long 'me before that happens. But it just goes to show 
you how I feel about this as a movement and how I feel about the people 
that I'm working with. I am happier today as an entrepreneur. 

I'm more inspired, and I'm more enthusias'c to get out of bed every morning 
than I ever have been in the 14 years of being my own boss. And I absolutely 
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love what I do every single day. And I don't think you can ask much more than 
that in life. You know? 

YARO: It's interes'ng how your path has gone because you could have quite 
easily just have become let's say... a telemarke'ng mogul. You know? Just 
stayed in that industry, grew it more and more and more. Not that you've 
stop growing that company, but you could have put 100% of your energy 
there. But you wanted to move to an area where you get to express a part of 
your personality, which you didn't get to express I guess in that market. So… 

CHRIS: Yeah. 

YARO: Yet, you made them both work, which is kind of cool. That's one of 
the... you can see the connec'on between you know, genng one business to 
run itself, which then gave you this plajorm to talk about virtual assistants, 
which was the star'ng point for you becoming a Youpreneur, which is now 
what you're spreading as a message so the flow there is lovely. 

I'm curious Chris, what you think in terms of the future? Especially when it 
comes to technology, because it's fair to say this is one of the industries that 
changes the most rapidly. You know when I started, blogging was it. That was  
social media. There was no Facebook. YouTube was maybe just genng 
started. 

You know now we're moving to live streaming and this needs to be a new 
app. It's kind of like flavor of the week, but then only a few of the biggest 
ones seem to be domina'ng. You know, on Facebook or on Instagram. And 
then we've got virtual reality popping in and augmented reality, and whatever 
the next version of the internet is, maybe blockchain based who knows? 

What and how will this impact Youpreneur? Does it mean you have to be very 
dynamic and keep changing plajorms? What's your opinion on this? 
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CHRIS: My opinion is that you know, I believe you should carry on being 
where your audience is and crea'ng content that they can consume and learn 
from. That's my kind of ini'al opinion. 

YARO: Because you were on Periscope really early if I remember right? 

CHRIS: Yes, and I... I mean if I can just self-proclaim it, I crushed it on 
Periscope. It launched a whole new community for me, and once I realized 
that there were people on Periscope that wanted to hear from me, I went all 
out on that. 

When we launched the Youpreneur community in September 2015 I did it an 
en're week. I launched an en're week before I ever sent an email to my list. 
And I had over 200 people joining that one week purely because of my 
Periscope following. And I mean it was ridiculous Yaro. Every 'me I went live 
there were 200-300 people watching and s'cking around for like a 15-30 
minute hang out. And you know the content was actually preWy simple. 

Honestly speaking, I would get a Post-It note. I would say "Right, today we're 
talking about your about page, and why it's important for your website", and I 
just put literally 3 bullet points on that post-it note. I'd s'ck it to the boWom 
of my phone, put the phone on a liWle tripod, hit "Go live", and that was my 
notes. That's what I was working from. 

And I mean you know I have no problems ad-libbing. I'm happy to ad-lib and 
kind of riff a liWle bit and everything. The plajorm was perfect for me 
because it wasn't sexy. There was no flashing lights and pink flamingos 
running around you know what I mean? 
It was just as simple as it was. It was just you poin'ng the phone at your face. 
It was just easy. It was easy and man, I mean I absolutely ran with Periscope. 
God I loved it. I absolutely loved it. 

YARO: But now it's gone right? 

�25



CHRIS: But now it's gone! Exactly. And so now my audience is hanging out 
more on Instagram and hanging out more on Facebook live, so I'll go live on 
Facebook. I'll post lots of stuff on Instagram every day. That's what you do. 
You kind of move and float towards where your audiences is kind of 
gathering.  

But then you've got these things like these bots right? These bots which I 
just... I can't get my head around that. It might seem like it's a great idea, but 
par'cularly for a personal brand business owner, I think it's a bloody 
nightmare wai'ng to happen for almost everybody in the industry. 
You know I remember seeing something not so long ago, where I think 
somebody had... I think their pet had passed away. It was just over the 
Christmas holiday. Their pet had passed away, and a bot replied to the 
comment or to the post of this person that had posted on Facebook talking 
about how their pet had just died and they were missing them greatly and 
there's a couple of photos in the post I think. 

Somebody's bot had replied and commented on this post saying "Hey, Happy 
New Year!" Or you know, "Happy Christmas!" whatever it was. "Let's make this 
next year, so good." you know, "It's so good to be alive!" Or something like 
that. I was like, "That is the exact reason why you should not automate that 
stuff.” 

YARO: Yeah. 

CHRIS: You know what I mean? So yeah it was a disaster. So I don't know 
how I feel about the tech side of things per say, but what I do know is that if 
you want to con'nue to inspire and mo'vate people to take ac'on, and that's 
really what it's all about the end of the day, you've got to be where they are 
congrega'ng at the 'me. You know what? If Periscope comes up from the 
ashes two years from now, guess where I'm going to be hanging out? You 
know? 

YARO: So you're gonna kind of react to where ever the audience goes. 
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CHRIS: Yes, indeed, but that being said... like for instance, Snapchat was huge 
a couple of years ago, and I hung out and Snapchat for a while un'l Instagram 
came out with their own ripped off version of the whole Snap Story thing and 
everything. And obviously I'd been building a following on Instagram for 
years. 

And I remember for about a week, I posted the exact same content on both 
plajorms preWy much at the exact same 'me to see which one was going to 
bring in the most kind of feedback and the most use for me and Instagram 
was like four 'mes the amount of Snapchat, and I've been messing around on 
Snapchat for a whole year. Instagram turns up. It's already built-in. Boom. I'm 
done with Snapchat at that point. 

And so you know some'mes you're gonna make these calls, but ul'mately I 
think you do have to be in a bit of a reac'on type mode with your marke'ng.  

YARO: Okay, I think that's a great place to end. End with the future. Chris 
where can we find out more about the book in terms of you know when it's 
released, how people can get it? Any special website address? 

CHRIS: Yeah, I mean it's out Feb 20, so by the 'me you hit publish on this it 
might have already come out already. But I mean you know Amazon is really 
the best place to pick it up. You're going to get the best price there. That's for 
sure for it. 

But if anybody's interested, you can go to RiseOfTheYoupreneur.com. There's 
some bonuses and giveaways and what not when you pick up via links on 
that site as well. But you'll end up buying them directly on Amazon. 

YARO: Awesome. Thank you Chris for extending the Chris Ducker story into 
the Youpreneur years, which by the sounds of things might be the end. Well, 
not the end, but the final des'na'on. 

CHRIS: The beginning of the end [laughs]. 
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YARO: The beginning of the end, yes, of the Chris Ducker journey. Anything 
else you want to throw out to the audience before we say goodbye? 

CHRIS: No, I'm just very thankful man. Thank you for being a good friend all 
these years, and you know for showing me the support and the apprecia'on 
that you've done and put me in front of your audience. I don't take it for 
granted. I know you know that anyway. 

YARO: I appreciate it Chris and, it's easy to do. You've got an interes'ng 
angle on everything, especially coming from your background of bricks and 
mortar mixed with internet marke'ng personality-driven. 

And I love the fact that you have done both. I think that is kind of unique. As I 
men'oned to you at your conference, I'm this year genng into a new industry 
which is bricks-and-mortar in solar energy, which is very weird for me. 

So I can further appreciate how you've built two businesses now in two 
different kind of industries, and that gets a lot of respect from me. So you 
know, keep up the good work. 

CHRIS: Thank you. You too my man. 

YARO: Right Chris. Talk to you soon. Thanks everyone for listening in. 
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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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