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YARO: Hi, thanks for joining me today on the Entrepreneurs Journey podcast. 
I have a very special guest, someone whose wri'ng I certainly enjoy more 
than most in par'cular the aPen'on to detail with research. I think he's 
possibly the only person I know who puts very accurate footnotes into his 
emails and his blog posts, which reminds me of my university days with 
bibliographies. I haven't done that in a while. You may know him for that 
reason. His name is James Clear and he has jamesclear.com as his very well-
known blog. 

James, I should probably ask you, what  do you classify yourself as? Are you a 
personal development blogger or a produc'vity blogger? What are you? 

JAMES: Yes, I'd just like to say that I am a writer who focuses on trying to 
answer the ques'on how to live bePer. Usually, if you were going to put it in 
a category, people would say self-improvement or personal development or 
something like that, but I try to take a very scien'fic approach to my wri'ng 
so I kind of view myself as like a combina'on of a craXsman and a scien'st. 
It's like I try [unclear] first things like a craXsman would where like each ar'cle 
is, the same way a craXsman would build an amazing chair and take like a 
month making that chair. I try to, like, really craX an ar'cle as a piece of art 
but then, the way an engineer would think about the systems behind things, 
the scien'fic approach to how to make things work, that's the philosophy that 
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I try to have behind my wri'ng. I like to have an ar'st's ambi'on or vision, a 
craXsman's approach and an engineer's mindset and focus on systems and 
science. 

YARO: Fantas'c. That's some great advice to start with. We barely haven't  
even met you yet [laughter] so thanks for that. Well, before we went live 
there, you were helping me to come up with something we could perhaps 
en'ce people with, if they don't know who you are as a claim to fame and 
you started telling me great stories about your early days with, I guess, your 
contemporaries nowadays, Leo Babauta of Zen Habits. Could you maybe 
want to rehash what we were talking about for the listeners? 

JAMES: Yes, sure. It's just a fun, liPle story. I don't really know that I have a 
claim to fame but Leo is a great guy. At the 'me when I was ge_ng started, 
he was… Zen Habits was this massive blog. It was the blog that I looked up to 
and I remember, he had grown from zero to 50,000 subscribers in two years 
and that was a huge number at the 'me and I remember thinking, "Man, if I 
could just get to 10,000. That would be…" 

I remember that was the number. If I could get 10,000 subscribers and get 
featured in the New York Times, then I would be set, [chuckle] which of 
course, you'd be like, as you go along this entrepreneur journey, you realize 
any one milestone is just a milestone. That's basically no bearing of whether 
or not you have in business five years or ten years later, but I ended up going 
from zero to 100,000 subscribers in two years. I remember thinking that was 
a really big moment for me and it was just this really fast growth. It was 
certainly one of the fastest growth that I ever heard of at the 'me and then 
last year, Leo sent me an email asking for my advice on how this is, just this 
crazy full circle thing where, I was like, "Dude, you were the teacher. You were 
the guy that I looked up to." It's not really a claim to fame but it definitely 
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made me feel proud and it was just a cool moment for me for the person that 
I like, spent so much 'me looking at and be able to come back and look at me 
as a peer, or as the contemporary. 

YARO: We definitely have to take a look into how you grow to a hundred 
thousand subscribers in two years at some point in this interview. You 
triggered a memory of my own when I was looking up to Darren Rowse with 
ProBlogger and I think he had 5,000 RSS subscribers around 2005, so my 
goal was to get to 1,000. The numbers have certainly changed over the years 
I think in terms of what we consider as big traffic, so it's interes'ng to hear 
these historical notes. 

JAMES: Oh, absolutely. 

YARO: So, before we go into the business part, I'd like to know a liPle bit 
more about your personal background. Where were you originally born and 
where did you grow up? 

JAMES: Yes, so I was born and raised in Ohio. My family's from Cincinna'. I 
lived in the same house my en're life un'l I leX to go to college. My parents 
are both great and they spent 'me working when I was younger. My mom 
was a nurse. My dad worked in insurance and they had normal jobs but they 
were there for us and provided a lot of opportuni'es like my dad coached my 
sports teams and my mom took us to prac'ce and everything. It was great.  

When I think about that 'me, I spent a lot of 'me outdoors as a kid, either 
playing sports or my grandparents had a farm and they lived like five minutes 
from us and so I spent probably three or four nights a week over there and 
prePy much all days Saturdays and Sundays during summer. My cousin and I 
would go in my grandparents' field and they have a creek. We built this dam 
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down there one summer. Just a lot of 'me outdoors and I s'll have a lot of 
travel and adventure, which I think was fostered a liPle bit in that early 'me. 

Then, the other thing I think of as learning, I always liked school. I always 
have iden'fied as this weird middle ground between being an athlete.  
My dad played professional baseball. He played in the minor which was Saint 
Louis Cardinals, and so I always grew up wan'ng to be a great athlete.  

But, I also loved school. I was always just interested in reading and learning. I 
think, I don't know that I so much loved any given subject as much as I was 
just curious. I just liked discovering something new and I s'll feel that way 
whenever I write an ar'cle. Whenever I come across something new that I 
learned for the first 'me. It feels… the idea feels magical to me and I get really 
excited about it and I want to share that. I think that's one of my driving 
mo'vators to write ar'cles is this sense of curiosity and sense of learning and 
whenever I take some kind of, you know, personality test, like StrengthsQuest 
or Myers Briggs, or stuff like that, learning will always come up as something 
that I am interested in, some type of curiosity or whatever that aspect is my 
personality is open to experience, and stuff like some things that's high on my 
radar, and I think that came out of my childhood. 

YARO: Which meant you would have con'nued on a career path to become 
a PhD student, right? Is that what happened next or…? Where did that lead 
to? 

JAMES: Well, yes. So when I went to school, when I went to college, I started 
studying science because I liked it and also, honestly, I was thinking about 
going to medical school and that's something that you really get a lot of 
approval for. At that 'me, nobody is ever going to ques'on you saying, "Oh, 
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I'd like to be a doctor." Everybody was like, "Yes, of course, that will be a good 
thing to do if you like." 

And so, I think that social approval made it is easy for me to ra'onalize to 
think, "Oh, this is definitely the thing that I should do."  

Looking back on it now, if I could go back, I'd probably would have studied 
Neuroscience and Psychology. I didn't take any either of those when I went to 
school and that's what I spend a lot of my 'me now, wri'ng about and 
researching and so on, but in any case, I was a science guy. 

But then, I did my first kind of entrepreneurial thing when I was in college, 
which is, I looked at all the majors that they had available over different 
courses of study, and I said, "I don't really like any of these, so I'm just going 
to make something on my own." 

They had the "design your own major" op'on so I designed my own and it 
was like this combina'on of Physics, Chemistry, and Physiology. I was s'll 
taking a lot of science classes but we ended up calling it Biomechanics. I 
spent a lot of 'me over the next few years studying the science of how 
humans move, how the human body works. That probably is not only the 
founda'on for my understanding of science now and how I write, but also 
just my interest in how the human body works and how the brain func'ons.  

YARO: So, tell me how that led to, well actually, what I really want to know is, 
in your mind, what were you thinking about it in your future? What were you 
planning on becoming as an adult, so to speak? 

JAMES: Yes, so honestly, I spent a lot of 'me thinking about baseball when I 
was in college. I spent most of my 'me thinking about how I could improve 
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on the field, and so on. I didn't get a ton of thought, although I thought a liPle 
bit about where I was headed. I think I assumed that I would go to graduate 
school, that I would either go to medical school, or go get a PhD, or whatever.  

When I was nearing the end of my 'me, and so I thought, "Well, I'm not sure 
what I want to do next, so I will just go get my MBA." I went to business 
school. 

Looking back at the 'me, I wasn't super fascinated with business at the 'me 
but what it did was it gave me two years to think and figure out what I was 
going to do. That was where I started to plant the seed of becoming an 
entrepreneur. My job was to analyze venture capital investment in the region. 
By "my job", I mean my graduate assistantship when I was there, so I worked 
in the Center for Entrepreneurship at the University. 

I saw these people rolling companies out, star'ng their own thing and that 
was where I got the itch to do the same thing myself and looking back, I had 
these liPle moments where I was the creator and was building stuff 
throughout my life, and now, I look back on that and do it and I see that, oh, I 
was kind of entrepreneurial from the start but I never knew that was the term 
was. I didn't have any entrepreneurs in my family. I didn't really have any close 
friends who were entrepreneurs so I just didn't really view it as an op'on un'l 
I started to see all these other people doing it. 

Then, once I saw that, I was like, "Okay, maybe this is something I can do." 
And so, I graduated and I went straight into trying to start my own thing aXer 
I got done. 

YARO: Can we 'mestamp this? I'm assuming you must have been twenty 
two-ish? 
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JAMES: Yes, I was. I finished undergrad when I was 22. I went to grad school 
for two years and I was 24. This was 2010 and I graduated in the spring of 
2010, and then right around that 'me, I decided to start trying my own thing.  

YARO: Okay, prior to that, you must have been thinking tradi'onal career 
path not sure where, obviously you were thinking medicine ini'ally, but that's 
a very different train of thought to, "I want to be an entrepreneur." 

For me, it was always, "I never ever want a job." But, sounds like you were 
figuring everything out along the way and you were trying to give yourself 
space and 'me almost by studying to figure it out. Did you feel, as you saw 
these people being entrepreneurial, some sort of resonance with your own 
desire? If you did, what was that desire? Was it for more money, more 
freedom to explore what you enjoy? Did you want to travel? What was the 
impetus for you to become an entrepreneur? 

JAMES: Yes, that's a good ques'on. I did pursue a career in medicine. I really 
started to pursue it a liPle bit. I studied for the MCAT. In between my first 
and second year at grad school, I had a job at an orthopedic prac'ce. There 
were about 15 doctors and 200 employees. They had a physical therapy unit 
and I was the business intern there. I did a lot of different stuff but I also got 
to go in 30 different surgeries that summer.  

While I was in the opera'on room, I loved it. It was really cool. I remember 
one of my favorite surgeries that I saw was this guy come in, he fractured his 
collarbone, his clavicle from a BMX bike. He launched over the top of 
whatever it was doing a trick or whatever. It was in seven or eight different 
pieces and I watched as the surgeon put this back together and for the first 
'me, I realized how crea've medicine is. I always thought, "Oh, fixing a 
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broken bone is just like, you just put the pieces back together where they're 
supposed to go." But, there were a dozen different ways he could have 
reconstructed that collar bone and it was a really interes'ng crea've process 
the way that he had to decide right there, how to do it and how to build 
something and put it back together. I was fascinated with that. I was also 
fascinated with the team aspect of it and this is something that now, I will say 
there are a lot of benefits of being an entrepreneur, being a writer. I guess, if I 
had to put myself in that category, I would call myself an author. 

There are a lot of benefits of having a lifestyle like that. I get to write about 
what I want. I get to work on what I want. I have freedom and 'me and the 
ability to decide how I want to design my day, but one of the drawbacks is 
that I don't work that closely with the team. I don't see people in person and 
when I was a baseball player, I loved that. We have 25 to 30 guys who would 
come to prac'ce every day and work on a shared mission. That was one thing 
that I saw in the opera'ng room, as well. Doctors and nurses have this 
opportunity to work together as a team towards a shared goal and then, there 
was a very easily measureable outcome of whether or not someone has a 
successful surgery or not.  

There were a lot of aspects of it that I liked, but there was one thing that I 
didn't like and that one thing is what ended up driving me towards  
entrepreneurship and it was that I showed up each day at the office and I had 
a very narrowly defined role and I was asked to do certain things, certain kind 
of tasks, but I leX each day feeling very underu'lized. I can remember 
thinking I have so much more to give. And, this was just a summer internship 
but I was like they can be asking me to be doing so much more. I wish I could 
contribute more, but it just wasn't within the scope of my job 'tle, of my 
posi'on.  
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One of the great things about being an entrepreneur is that you are asked to 
do everything. You are the classic janitor, the CEO. I, as soon as I started for 
the next, and it really hasn't stopped over the last few years, I've been 
responsible for it all.  

Some'mes, I think I would make a bePer number two than a number one. 
Some'mes, I think my skill set would be bePer for that as a leader but I love 
the fact that I am pushed to my limit to figure out how can I come up with a 
good strategy? How can I execute on that? How can I implement these ideas 
that I come up with? I'm definitely challenged in the role and I think that's 
something that I really gravitate towards. 

YARO: Okay, could you take us forward, then. You're 24. You graduate. You 
know you want to do your own business. What happened next? 

JAMES: Well, for the first year a half to two years, 18 to 24 months, I'd call 
that now, when I look back, it was the period where I incubated my skill set. I 
didn't know what I was doing. I didn't know how to build websites. Classic 
entrepreneur story. Every entrepreneur has some version of this story but 
basically, I was flying blind [unclear].  

One of the best pieces of advice that I got during that 'me was try things 
un'l something comes easily. Over the course of those first year and a half to 
two years, I tried probably five to ten different websites. I would put up a site, 
write a couple of guest posts, drive some traffic to it, see if something will 
convert and eventually, I honed in. I had a site at that 'me. It's not  around 
anymore but what I was wri'ng about small business marke'ng advice and 
part of that was stuff that I had learned in grad school and part of it was, I 
(this is also a funny entrepreneurial thing) wasn't making any money for the 
first six to ten months and so, in order to pay the bills, I just taught myself 
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how to build a WordPress website. I could do very liPle but I could at least 
get a site up and design it in some rudimentary fashion.  

I reached out to a bunch of insurance agents, some which I knew through my 
dad and all of these guys were 65 and 70 years old. They knew even less 
about building websites than I did and they needed new websites. And so, I 
built new websites for a thousand or $1500, and that was how I made 
enough money in the very beginning, the first six or twelve months to keep 
myself sustained. Then, once I crossed the year, year and a half mark, that 
was when I started making enough money from the site through ebooks and 
products that I could at least not take on freelance clients anymore, and then 
eventually, about two years in, I switched over to JamesClear.com.  

YARO: Okay. I feel like there's a liPle something missing here. You want to be 
an entrepreneur. You've obviously seen all these examples, but you became a 
writer, I guess more, like you said, you see yourself as an author. I do the 
same way. I like to call myself more an author nowadays, blogger/writer than 
a proper entrepreneur since I don't have a bricks and mortar store or 
something like that. I did in the past though. I had more of those kinds of 
businesses.  

Did you do any kind of business project that was like anything, like the flower 
store, the architect or anything? Did you know straightaway that you wanted 
to use your words as the founda'on for income and the internet seemed like 
the right path?  

If that was the case, did you have any clue about the business model of 
online writer and how that actually works at that point? 
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JAMES: I stumbled into wri'ng, or I came into it like a trap door, I guess. 
When I started, the very first business idea I had was I started as a soXware 
entrepreneur, (I guess, we want to use that term really loosely). I spent 
$1500, this was two months aXer I graduated and hired a couple of 
developers on Elance to build my iphone app. At the 'me, iPhone apps were 
really hot, I'm sure there's s'll plenty of people making money out of them 
now, but at the 'me, they were the new big thing.  

I had them build a photography app and I think in total, before when I shut it 
down a year later, maybe made $17 or something like that, or $19. Very 
immediately, I lost a bunch of money, or at least it felt like a bunch of money 
to me at the 'me, and I realized the reason that this thing flopped was not 
because I had the app builder, it was a bad idea, but because I had no way to 
market it. 

I thought, "Oh, if you build it, they'll come." Nobody came.  

That was when I started reading up, "How do you market things?"  

Then, I came across this idea of an email list and having an audience to 
market to. And so, the reason I started wri'ng is because I had ideas that I 
wanted to share certainly, and I was looking at people like Chris Guillebeau 
and Leo Babauta at the 'me who had these blogs. I was familiar with it, but I 
also realized that I didn't have any way to sell anything, and so over the 
course of those first year and a half to two years, I read up a lot and did a lot 
of research on how to build an audience and how to build an email list and 
what the blog was used for.  

I would s'll define it this way... A blog is mostly just a marke'ng channel. It's a 
way to distribute informa'on or get aPen'on. It's not really a business model 
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by itself. Some blogs can be, if you're on a food blog, and put ads on it and 
you get ten million pageviews a month and you can make good money. 

But, the type of blogging I was doing, that was informa'onal and related to 
self-improvement and scien'fic way of looking at how to improve life. It 
wasn't going to be ad-based. It was probably going to be course-based and 
the blog was the way to get the audience for the courses or the books  or 
whatever. And so, I eventually came to that realiza'on aXer a couple of flops. 

YARO: Okay so it's fantas'c you moved so quickly into informa'on marke'ng 
and wri'ng and teaching and you knew to sell products too. I think so many 
people go through an adver'sing phase or an affiliate marke'ng phase, but 
you were confident in your products or the path. I feel like we have to give a 
lot of credit to maybe the people who were doing that at that point-- Leo, 
Chris Guillebeau and everyone else, and I guess I was also doing that at the 
'me, we were all demonstra'ng that that's even possible, that that's also a 
way to make a great living.  

Did you need to fill any gaps in terms of, I don't know... You know how to do 
Wordpress, right, but did you know how to do email marke'ng? Did you 
know how to setup a membership site and take payments online? All these 
basic but yet, quite technically challenging skills you need to learn? 

JAMES: Yes, if there was a possible gap, I needed to fill it. I had no skills 
star'ng, so everything that you're saying like how to buy a domain name, I 
didn't know how to do that. So, everything from buying a domain name to 
building a course and accep'ng payments, and anything in between, I had to 
learn. 
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I prePy much learned all of them by Googling honestly, by reading, by looking 
at what other people were doing. I had no money to spend at the 'me, but I 
had 'me. So, I just worked for ten or twelve hours a day, and researched a lot 
and read what other people were doing. We hacked together some code that 
was probably terrible and ques'onable, but we eventually got it to work. It 
was just a long itera've process of doing that. 

Eventually, what I was hoping to do was just to build at least some kind of 
backbone, some kind of structure there for the business so that I could do 
what I really wanted to do, which was share useful ideas, to try to spread 
something that was accurate and helpful and engaging enough that people 
would want to read it. It took me a while to figure out those basic business 
skills and to just let me do that. 

Thankfully now, it's easier and I think probably, as 'me goes on, it will get just 
increasingly easier to do all those basic things like put a product up and 
accept payments and whatever. I think that's great. I think you already have 
seen just in the short amount of 'me that I have been wri'ng, when I started 
the quality bar for wri'ng, it wasn't as high. Showing up accounted for a lot 
and if you just showed up consistently, then that alone could get you 
separa'on.  

Now, it's easier. There are less technical hurdles and so, because the barrier 
to entry is lower, the quality of the work has to be harder. That can be a liPle 
bit challenging, especially for people who have been around a while and they 
have a certain standard, that they were like, "Oh, this is good enough," and 
then, suddenly it's not. I think that can be frustra'ng. I have had to raise the 
quality bar of my wri'ng just in the last two or three years.  
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But in the whole, I really like that. One, I've men'oned this, I like being 
challenged, so I like challenging myself to put out bePer work and two, it's 
just bePer for everybody if the ideas have to be bePer.  

I think on the whole, we all got to fit in the long run even though living and 
dying by the quality of your ideas and the depth of your work and research, I 
think it's probably more important now than it was before when it was just 
harder to get started and you can use that technical barrier to entry 
eventually yourself. 

YARO: Can we look at that period, that two years) when you went from zero 
to 100,000 subscribers? When you say that, (I'm assuming email subscribers), 
how did that happen? What did you do? 

JAMES: Yes, just for contacts, all the numbers that I talk about for subscribers 
are email subscribers and ac've subscribers. 

I spent the first year and half to two years working on those other websites 
and then, eventually, about two years in, I realized that, it was really just 
about a year in, I realized I was interested in a lot in like habits and behavior 
change and improvement. I've done a lot of the stuff without realizing it when 
I was younger, and then now, I started to get into the research more and how 
it worked.  

For a year, I wrote in private about those ideas. I had this Word doc that got 
to be 60 pages long. Eventually, around 2012, I was like, "Okay it's been long 
enough. You've got plenty of material here. You just need to step up and 
publish it." 
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I had all kinds of excuses why I didn't get started. For a long 'me, I didn't 
have a brand name. I felt that I needed, I s'll have this spreadsheet with 400 
brand names that I brainstormed and none of them were brutally very good.  

Eventually, I was like, "If Seth Godin's name is good enough for him, and 
Oprah's name is good enough for her, I'll just go with JamesClear.com and I 
can figure it out later. And, I'm s'll figuring it out later. I'm glad that I've got 
my name on the site. 

YARO: Yes and your last name is very appropriate for what you write about or 
have to say,  James [chuckles]. 

JAMES: Yes, thank you. I guess I got lucky there. I didn't have much control of 
it, but it did work out well. 

November 12, 2012 was the first day that I posted an ar'cle on 
JamesClear.com, and for the next Monday and Thursday, twice a week for the 
next three years, I published. That is the unsexy but most important answer 
to how did I grow from zero to 100,000 is that I published two ar'cles a 
week for the next three years.  

Now, of course, there's more to it than just that, but I think that if you don't 
show up consistently, then it's really hard for the other stuff work for you 
because what I did was I tried to do the best I could every Monday and 
Thursday and that meant that at the end of each month, I would have eight 
or nine ar'cles and two or three of them would end up being decent. I didn't 
know which two or three it would be, but I knew that if I showed up eight or 
nine 'mes, I would have two or three good ideas.  
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Every marke'ng strategy you can think of from social media to SEO to 
partnerships to whatever, they all work bePer when you have good content. 
So, by se_ng that founda'on, the content, I was able to set myself up to use 
some of those marke'ng ideas in a more strategic way, or at least be more 
effec've when I put my 'me toward marke'ng.  

YARO: What kind of marke'ng did you do? Because I know especially the 
'me when you started that compared to when I started, I could literally just 
write and blogs would just link to me and Google would love me. But, you 
started a 'me where it's not magically going to happen. You need to 
proac'vely seek an audience and seek incoming links. What were the tools or 
techniques that you did during those first two years? 

JAMES: Yes, so there are a couple of things to say here. The first is, there are 
very few traffic sources online that end up las'ng for a long 'me, like a lot of 
traffic sources… "Dry up" is maybe the wrong word but things change.  

For example, there is a period of  about a year to a year and a half where I got 
a lot of traffic from Florida and now, I get basically none. I don't even know if 
they're on my top 50 traffic referrers from last month.  

There are a few kingpins that con'nue to last and send traffic year in and year 
out. Google is the most obvious example and Facebook, I think, also qualifies, 
although who knows what will happen with social media over the next 
decade or whatever. Those kingpins, those big sources of traffic that sends a 
lot, the challenge of them is they oXen take awhile to build up. 

For example, my site got very liPle Google traffic the first year. It got more the 
second year, (I don't know what the numbers are), but sales ge_ng 1000 or 
5000 visits a day from Google aXer one year. Maybe I was ge_ng 2,000 or 
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10,000 a day aXer two years and there's no mystery there. I just had twice 
the amount of things to rank right ahead. There were two ar'cles a week. I 
had a hundred ar'cles out aXer the first year and I had 200 aXer the second 
year. 

Google was a very slow burn for me. It took a while to create enough content 
that things started to rank. Facebook has been even slower for me because I 
put all of my energy into building an email list, and I didn't even have a 
Facebook page in three or four years in, I guess three years in. I'm coming up, 
this November will be five years for JamesClear.com.  

Anyway, my point being that I tried a lot of things in the beginning and what 
ended up working for me was I, and just to give you an idea of the growth 
rate here, so aXer the first month, I had a hundred, two hundred subscribers, 
somewhere in that range. AXer three months, I was around a thousand. AXer 
six months, I was at 6,000 and then, the seventh month, I went from 6,000 to 
12,000. I doubled there in one month and ever since then, it hasn't really 
slowed down.  

I think at the end of the first year, I was up at 34,000 or 35,000. At the end of 
the second year, it was like 100,000. At the end of the third year, it was 
200,000 or something. Now, it's like, four hundred and... 410,000 or 
420,000, somewhere in that range.  

The growth will change there between that sixth month and that seventh 
month. Like I said, some of these traffic sources have dried up now. Quora 
was a big help at the 'me. They have this blog func'on. I would take my 
blogs. I wrote everything on my site originally. I s'll do that. I think that my 
site should be the one place where all my content lives. If you're going to 
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come to one place on the internet where you want to see everything that 
James Clear has created, it should be JamesClear.com. 

Any other site that runs my stuff, they only have a selec'on of a few ar'cles 
or don't have at all.  

I took a couple of good ones and I published them on Quora and at the 'me, 
Quora actually would email out ar'cles that did well to their en're user base. 
I got featured in a couple of their newslePers. Some of those ar'cles went 
viral. I got one with 40,000 shares on Facebook or whatever. I was ge_ng a 
lot of people coming back that way.  

The other thing that helped a lot, as far as I know, I was one of the first 
people to do this, maybe the first individual but I no'ced that a lot of big sites 
like CNN or Men's Health or Life Hacker or Business Insider, that they shared 
content with each other. You might see an ar'cle from Shape Magazine or 
Men's Health that was republished on Yahoo or on CNN or whatever.  

I went to the editors of these different ver'cals and I said, "You guys already 
have partnerships with each other. Just treat me like you would another 
brand. Treat me the individual as you would Men's Health and republish my 
stuff, too.  

We ended up crea'ng these partnerships and those did really well for me, 
especially over the course of the next two years. They would take an ar'cle. 
They all would [unclear] on my site originally, and then they'd republish it on 
their site, and I would have a backlink at the boPom, a call to ac'on like, "Do 
you enjoy this ar'cle? Check out James Clear's work at JamesClear.com. He 
writes about health and fitness and how to improve your mental and physical 
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performance. You can join [unclear] his newslePer here," or something like 
that. 

Naturally, everyone who reads that ar'cle all the way to the end is very 
engaged and interested, and so they would click on that link to join the 
newslePer and the conversion rate was really, really high because they 
already spent five minutes reading an ar'cle from me. 

Those were probably two of the main ways that I ended up growing early on 
for the first year or two. 

YARO: Yes, really powerful advice. I'm so glad you said at the start that really 
the engine that makes this work is the quality of your content because you 
couldn't approach Men's Health and all these other top websites with the 
confidence to say, "Hey, just treat me like a brand and share my stuff," without 
knowing that your stuff is what they would value and they'd see it as 
something worth sharing with their audience. 

That's a confidence thing but that's also you knowing that you put in the work 
to create the value that those sites would benefit and their readers would 
benefit from your work, as well. They just tap into the natural network that's 
there. That's fantas'c, James. Thanks for that advice. 

I'd love to know the mone'za'on part of this. You obviously have this 
explosive email list growth and again, also thank you for emphasizing that you 
focused on email as your main driver. It wasn't social. It was grow my list. 
That's very smart. How did that first turn into an income stream for you? 
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JAMES: Yes, so I focused really heavily on growth for the first two years. I just 
tried to good job as I could with each ar'cle. I prePy much poured myself into 
trying to create great stuff. 

To be perfectly honest, if we lived in a world where we didn't need to make 
any money, I would probably just do that all the 'me. I really love that. Like I 
said earlier, I love learning and I like the magicalness of new ideas. I just want 
to share stuff. I just want to be helpful and useful. That's easily one of the 
best parts of my job is ge_ng emails from readers saying that they put an 
idea in ac'on, or that they found something helpful. That's really my main 
goal-- how can I contribute my liPle piece to society, and maybe move things 
forward for the bePer. 

Once I have done that, once I have spent some 'me working on growth and 
building up the audience, then yes, of course, I'll start naturally thinking, 
"What are the business opportuni'es here?" 

To be perfectly honest, my site is probably very under-mone'zed. That's fine 
with me. I'm not really worried about it. I make plenty of money, and live a 
good lifestyle. I'm not stressed about that at all. I also think a lot about Craig 
Newmark, the guy who created Craigslist, he had a quote where people asked 
him, "Why is Craigslist 98% free basically? Why do you guys only charge for a 
few things? You could make so much more money if you charge for other 
lis'ngs."  

He said something to to the effect of there are people who make a lot of 
money upfront like Bill Gates and Warren BuffeP and whoever they stack up 
billions early on, and then they give it away in the backend. He was like, "I 
always just thought about giving it away on the front-end basically. This is 
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how I'm contribu'ng to society is by trying to give away as much free stuff as 
possible early on." 

I like that idea. I like the idea of trying to give my stuff away on the front end, 
of trying to be as useful as possible, and sharing two or three ar'cles a week, 
or whatever it may be, so that people can benefit.  

YARO: But, you have to eat. 

JAMES: Yes, exactly.  

I ended up dividing, I think right now, the revenue is divided into four 
different streams. Courses, for a liPle while, I would do (I call them) 
workshops, but I would do a seminar like the habit seminar, procras'na'on 
seminar, the willpower and mo'va'on seminar... In each one, I would break 
down, for an hour, the science of how procras'na'on works and how to 
overcome it or how habits work and how to build bePer habits and break bad 
ones.  

Those did well. I would do one of those quarter... but then eventually, I just 
realized that a lot of these ideas are related and habits are the central thread 
that weave their way through a lot of my work, and so, I ended up crea'ng a 
premium course, which I call The Habits Academy. We have a couple of 
different 'ers-- Bachelors, Masters, PhD-- that's like the one-stop shop for, if 
you want everything you need to know on how to build bePer habits, it's in 
this course. That's our premium level course, then I have books. I signed a 
book deal with Random House to write a book about habits which will be out 
soon.  
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And then, speaking. I don't do a lot of paid speaking. I do one every month or 
two. I think eight to ten a year is my ideal pace for that, and then affiliate 
revenue. I'm very strict about affiliate stuff so we don't do any courses. I am 
not an affiliate for any online products or digital stuff for the most part. 

What we do is that whenever I write about an ar'cle, I'll oXen cite ideas from 
a book, and so I'll men'on that book and link to it on Amazon, or have an 
ultra-light travel guide or break down my travel strategy that I've used in 25 
different countries and travel with one bag and so on. 

Some of the products in there like the backpack and the camera and all that 
type of stuff, well into affiliate stuff, again usually on Amazon. Amazon's 
affiliate rates aren't great. You're making 8% or something on the sale but my 
site's ge_ng over a million visitors a month at this point, so it s'll adds up for 
me. Those are the four main areas-- courses, books, speaking, and affiliate.  

YARO: I'm mostly curious with the courses angle. How do you market them? 
Do you have regular promo'onal emails going out? Do you do launches? Is 
there a liPle signature in the footer of your ar'cles? How are you selling your 
stuff? 

JAMES: Yes. To be honest, we're s'll tes'ng it a lot of it. We're always ra'ng 
with it. The current model that we have is we do have a liPle link in the footer 
of each ar'cle. I send out my new ar'cles. At the boPom, it's like, "If you want 
more from James, you can check out his reading list here and check out his 
course here…" and whatever.  

The course is listed there, so some people click through that way. But, the 
way that most people hear about it is that we had some automa'on set up in 
our email marke'ng system so that if people read a certain number of ar'cles 
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or open a certain number of emails, their lead score will hit a par'cular 
number. It's basically the amount of engagement that they have. Once you 
have shown that you're a fairly engaged subscriber, then we send you a liPle 
series of three or five emails over the course of a week or two, just saying, 
"You may enjoy this course. Here is what it's about…"  

It's a very passive strategy to launching in an evergreen way, and so basically, 
each week there's a new "hoard of subscribers" that have hit this lead score 
threshold and they get taken through and told about the course. 

I think because it's a course about how to build bePer habits that applies 
really well to the start of the year, people coming up with goals and New 
Year's resolu'ons, and so on, I think I may do a yearly, or an annual enrolment 
of the 2018 class or whatever, and every January, just tell everyone about it. 
It's like a large broadcast to the whole audience and bring everybody in 
[unclear] and maybe do a Q&A session with me and stuff. But, for the most 
part, it's an evergreen strategy. 

YARO: Hmm, interes'ng. You're the first person I've interviewed who purely 
does lead scoring to invite people through a sales sequence like that. That's 
interes'ng to hear. I am curious, if you can share, what's the criteria for the 
lead scores? Is it like they have read or clicked on five links in the last five 
weeks or something? What is the criteria? 

JAMES: Yes. The things that we measure are website visits, email opens and 
clicks. I think those might be the only two that are in there.  

What they do is that basically, that level of engagement, their clicking and 
opening and rereading, honestly, I don't remember exactly. I have Lindsey, my 
email marke'ng master, she handles all the marke'ng stuff, so she sets up all 
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the funnels and everything, but I'm prePy sure that each ar'cle and each 
email counts for one point basically. You just keep stacking these points up 
based on their level of management, and then, once you cross a certain 
threshold, you get put into that code for the next week. 

I don't remember exactly what the threshold is but something like 20 or 30 or 
somewhere around that range, at least not some crazy high number. 

YARO: That's very cool. Okay James, last five minutes here before you run 
off. I'd love to maybe just turn the focus on to the listener here who might be 
an aspiring author such as yourself and love this idea of sharing quality 
content but maybe in the past struggled with audience growth, mone'za'on, 
turning into a full 'me income, especially if maybe they have mortgage, 
family, kids, things that are keeping them trapped to a job that they feel they 
can't quit or something like that. What advice would you give to them if they 
want to make the transi'on, albeit even in your case, as you can see, it wasn't 
an overnight success story. It takes a few years, but what advice would you 
give to them to make that transi'on especially if they're feeling they want to 
write more but they can't because they can't make enough from it and so on? 

JAMES: Well, I think the first thing is decide what kind of lifestyle you want 
and then work backwards from there. What's your one year average data look 
like? Because a lot of the 'me, the success that you see other people having 
is not nearly as sexy as it appears to be.  

People talk about the results of things. They talk about how many email 
subscribers they have or how much money they made in the launch, but they 
very rarely talk about the process behind the scenes, and the process is 
where you live your daily life. If you want the result of having a best-selling 
book, then you need to embrace the process of wri'ng alone in front of your 
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computer for months on end because that's what being an author looks like. 
That's what the lifestyle is.  

If you want the result of squa_ng 300 pounds, then you need to embrace 
the process of training five days a week in the gym because that's what the 
process of being a weightliXer or bodybuilder is like.  

I think the first ques'on to be honest with yourself about is what kind of 
process, or what kind of lifestyle excites me? What kind of thing would I not 
feel like a sacrifice for me but would feel like this is the life that I want to live? 

What's interes'ng is that once you get an answer to that ques'on, there are 
many ways to make a living. I have friends who make a full-'me living cooking 
everyday. You can do it by being a professional chef. You can do it by running 
a food blog. You can do all kinds of different ways. But, if that's the process 
that you love, if you love baking and cooking things, then you can figure out 
what the business model should be.  

In order to be an author, in order to be a blogger or someone who sells their 
knowledge, you need to really like crea'ng content. I didn't know that I would 
like wri'ng as much as I do and I'm glad that I do because I don't know that 
blogging would be a good career for a lot of people. If you don't like wri'ng, 
don't do that. If you like podcas'ng, for example, then you could do it that 
way, or if you like crea'ng videos, you can do it that way. I think it's important 
to figure out what kind of medium or what kind of lifestyle resonates with 
your mind.  

Video is another good example. I feel a liPle bit awkward on video. I don't 
know if that's the right thing for me, but the other thing is processing video 
takes a lot of 'me and it's just annoying to me. I don't want to sit down and 
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do that all the 'me. But, if you want to be a professional Youtuber or a 
professional blogger, that's what your lifestyle is like. 

Some people will like that. They'll find it fun. They'll come up with a transi'on 
and splice things together or whatever. But, the central point here is figure 
out what kind of lifestyle resonates with you and backing with the business 
model from there. 

YARO: What does your lifestyle look like right now, James? 

JAMES: Yes. Most of the 'me, it's fairly quiet. I don't work with music on. I 
work in the home office. I don't want other employees around me. That is 
both an advantage for doing deep work and a disadvantage for some of the 
things I men'oned earlier on the call where I really like a team atmosphere 
and being surrounded by people working toward a common mission and so 
on. 

I'm thinking a liPle bit about that once this book gets done, will I transi'on a 
liPle bit there and clear out a way to work more in person with people or 
have team retreats and things like that because my team is all remote. 

But, to answer your ques'on, I wake up in the morning, I get dressed,  take a 
shower, get ready for the day. I usually grab a cup of tea and then I sit down 
and write for the first three to five hours of the day before I have lunch. 
Lunch is usually my first meal aside from the tea and maybe I'll have a banana 
or something but usually I just go fas'ng in the morning.  

That's usually when I do my crea've work. Then, in the aXernoon, is when  I 
schedule calls, interviews, check up on email, do any of the tasks that don't 
require a lot of really crea've effort and the same kind of mental energy on 
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my end. And then, I go and liX at the gym from five to seven, somewhere in 
that range usually for about an hour or maybe an hour and a half. It's a long 
workout. Come back. Make dinner. Hang out with my wife and just chill for a 
while, and then I usually start working again around at nine or so at night and 
do another couple of hours between nine in the night maybe, something like 
that, if I'm busy. If I'm not busy, then I'll just go to bed or read a book or 
whatever. 

YARO: All right, interes'ng. It sounds like a fairly relaxed lifestyle. Very 
focused on what you enjoy. That's great to hear.  

I think the simple answer for where to find out more about you is 
JamesClear.com but are there any other websites or resources you want to 
share with the listeners? 

JAMES: Yes. JamesClear.com is definitely the best place to check out my 
work. If you're interested in reading more about how to build bePer habits, 
have the free habits guide. That's at JamesClear.com/habits. It's called 
Transform Your Habit. I think it's 45 to 46 pages. It summarizes a lot of the 
science and approach on how to do that. Otherwise, I would say just click on 
the ar'cles tab in the naviga'on. That break things up like category, and try 
to make it easy for you to dive into what's interes'ng. Just poke around for a 
few minutes and hopefully, you'll find something you like. 

YARO: Definitely subscribe to James' email list. I've been on there for a while 
now and I've actually blatantly copied his style at the moment, as well. I love 
the content in the email style, which not many people do nowadays. 
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But James, thank you for taking the 'me to share the background story and 
some of the highlights of how your business has grown and how you 
mone'ze it. That's really even quite insighzul.  

Good luck with the future. I know you've got big plans with the book coming 
out soon and obviously, the more wri'ng you get out there, the more people 
you're going to help, so keep up the great work. 

JAMES: Thanks so much, Yaro. I appreciate the opportunity. Thanks for 
having me. 
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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 podcas*ng 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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