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Text Transcript 
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h<p://yaro.blog/28484/james-mel/ 

YARO: Hello, this is Yaro Starak and welcome to a fun interview, I think we 
are going to have today because I'm really curious and that usually means you 
got a great guest. 

A bit of background about my guest today, it's a bit of convergence of two 
worlds. If you know me, you know one of my very first and in fact, possibly 
my first ever mentor online is a guy named Eben Pagan, or as I first 
discovered him, David Deangelo.  

Quite a few years back ago, I was introduced to someone else through Eben. 
His name is James Mel. Ini.ally, I was not sure who he was. He was coming 
onboard in Eben's team as a CEO, as a co-founder, or a partner in his 
company. It was a change for Eben. Then, I started seeing James all over the 
place. He was obviously a big part of the marke.ng materials that I started to 
receive from Eben's company, but then, I met James in person at some 
events, found out he was also Canadian, and as you probably know, I have a 
Canadian passport, Canadian parents, currently talking to you from 
Vancouver, and James also lives in Vancouver. 

Then, in one final connec.on, very recently, I was interested in inves.ng 
property in Canada. James, unbeknownst to me happens to be a guru, an 

�2

https://yaro.blog/28484/james-mel/


expert in that space with a lot of proper.es under his belt, something he has 
been doing on the sides since he was barely 20 years old. 

There was a lot of reasons for me to be interested in invi.ng James onto my 
podcast to talk about property, online business, his connec.on with Eben 
Pagan, and of course, his en.re Entrepreneur's Journey background. I'd like to 
welcome James Mel to the podcast. Hello James. 

JAMES: Hey, Yaro. Thanks so much and thanks for the introduc.on. I am 
super excited to be here with you. 

YARO: Did I get the summary correct? Is there any of the highlights I am 
missing from that highlight reel? 

JAMES: No, you sure did. It's preUy awesome because I am shy and 
introverted behind the scenes type of person. A lot of people I think have 
that same experience and only now, my geVng out there so to speak, and like 
you men.oned, I have got this course now and it's been a wild journey. I am 
excited to dig into it with you. A liUle bit anxious and nervous, too maybe. 

YARO: I'm sure you're geVng more and more used to doing interviews and 
presenta.on and so on and you're behind the scenes of one of the most 
certainly well-known internet marketers. If you're in the internet marke.ng 
space, you probably at some point came across Eben Pagan. I'd love to dive in 
to that connec.on. 

But, before I do that, can we just really date stamp this? For another reason, 
with the property inves.ng side of things. Every .me I speak to you, this 
number goes up. How many doors, how many proper.es do you have at the 
moment in your investment porZolio? 
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JAMES: Right now, I'm at 20 proper.es. I just purchased my 20th property 
last week actually. We closed on it. That brings me up to 69 doors, and I have 
got one other deal that is pending right now for a 16-unit apartment building, 
which if that gets acquired, we will be up to 85. Yes, that's been growing 
really fast. I am sure we will get into that, but it's been a wild journey and also, 
a lot of insights there. 

YARO: Yes, that's amazing. You got a liUle empire growing there, and probably 
by the .me you download and listen to this podcast, James, he added 
another 20 doors to his porZolio, if not more. It's really rapid growth. I am 
very impressed.  

I could probably spend this en.re podcast talking to you about property, but I 
do want to get your en.re background story. I was surprised to learn that 
property was something that was right at the beginning, I guess, of your 
adulthood. It is not something you go out there talking about, at least, you did 
not un.l you started this course, have one property. 

I do not think anyone would realize that… I knew you as this guy who Eben 
praised as a person he really respected and admired inside his company, who 
then rose to the top into a leadership role, another story I would like to share. 

But, before we do all of that, let us go back in .me. I know you were born on 
the East Coast of Canada and it's a very cold and snowy part of the world in a 
not so super large city. What was it like growing up there? 

JAMES: I did. I grew up in a place called Nova Sco.a-- Halifax, Nova Sco.a. 
It's a preUy small place, 350,000 popula.on last .me I checked. It was 
interes.ng growing up there because it's all I knew. We did not travel a lot 
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when I was a child. I did not really know anything else. I did not go to any 
bigger ci.es or any of those sorts of stuff. 

One of the things I found, it was amazing growing up there because we had 
big backyards to play around with and all that stuff. However, I did find now, 
looking back in retrospect that some of the thinking, some of the ambi.ons 
are some.mes stunted because it's not a big metropolitan. There is not a lot 
of movers and shakers so to speak, there. I realize that that can have an 
impact on people. 

Fortunately, when I started my career, the internet was really just taking off. 
That's when I got plugged in. I have always been like a stealth educated type 
person, and I started studying mentors online to just educate myself. That's 
what I think set things apart for me, was finding these people there. 

Nova Sco.a, great place to live. I loved it. But, I have always been this person 
with big ambi.ons and that sort of stuff. It is just the reality of being in a 
smaller city or county, or whatever you want to call it. There's only so many 
top posi.ons there. 

That's what it was like growing up there. 

YARO: Your ambi.ons, were they as a teenager, were you thinking, 
"entrepreneur" or were you thinking career path or not even clear, you just 
knew you wanted more money or more freedom or whatever the case was 
like. Was there ambi.on at that age? 

JAMES: Yes. When I was really young, my parents were middle-class working 
type parents, and they wanted the best for me and all my brothers. They 
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always imprinted in me like, "You have to be a doctor, a den.st, a lawyer..." 
those highly pres.gious careers.  

For whatever reason, that stuff never really resonated with me. I was always 
aUracted to business because I don't know what it was. I think it was the 
crea.vity of it. I think it was the fact that you could create your own path, 
your own journey, or whatever, and I was always aUracted to business. I'm 
probably typical entrepreneur story. In retrospect, I had the paper route. I had 
the side business cleaning fish tanks when I was growing up. 

What aUracted me to business when I got into it was just… I just loved that it 
was always new and exci.ng and there was always a new challenge. I always 
saw it as like a problem that had to be solved, versus I just feared being in a 
job, even if it was a highly pres.gious job that was just the same stuff over 
and over and over. I'd say that's one of the things that aUracted me to 
entrepreneurship.  

When I was just geVng started, I thought that I was going to climb the 
corporate ladder because that's what everybody tells you. You go to school, 
you go to college. Your parents are like, "Get a good job, work hard and work 
your way up and maybe hit the gold watch," that type of thing. I believed that 
for a liUle bit and I was on that path. 

Fortunately, I got derailed. I didn't stay on that path. Those are my early 
ambi.ons, was climbing the ladder being a CEO. 

YARO: When you say you're on that path, you went to University to get a 
business management degree and then get a corporate job aher that? How 
far did you get along that path in Halifax? 
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JAMES: Yes, that's exactly what I did. I went, and I got my degree in 
marke.ng and I minored in management. What I did is I'm a big believer that 
you are who you surround yourself with. That's just one of the things I've 
learned through all my studies and whatnot.  

What I did is I ended up geVng a job at the Chamber of Commerce. The 
Chamber of Commerce is where all the business people are centralized, 
where they all congregate, poli.cians, entrepreneurs, movers and shakers. 

I just knew if I can get around there, good things are probably going to 
happen. I was going to meet the right person and was going to get the right 
job offers and something like that. 

And so, I worked there for about a year and it was great. However, there was 
some troubles there. Because it was a nonprofit and I was a big high-achiever. 
This was my first job. This was my first opportunity. I was really trying to 
prove myself. 

What happened is I pushed the envelope a liUle bit too much and I was like 
pushing my manager and be like, "Let's do more, let's do more! Let's try this, 
this." He was not really into that because it was non for profit. It was like, 
"Hey, why don't we do the status quo and enjoy the golf par.es and the pizza 
par.es," that type of stuff. 

That's just not how I am wired. I had more drive and ambi.on than that, and 
at the end of the day, it turned out that I had to quit that job rather than get 
fired because that's where it was headed. And so, I ended up quiVng that job 
about a year into it, and that was the extent of my corporate experience. 

�7



YARO: Okay, so you quit your job. I don't know when your now wife entered 
the picture because you got married reasonably young if I remember right. 

JAMES: Yes. 

YARO: Is she on the scene right now at this point with this job or not? 

JAMES: She was, yes. She was definitely in the scene and this was a big deal 
because right before I got this job, we made the commitment that she was 
going to go back to graduate school to pursue her PhD in Clinical Psychology. 
And, going back to school as a student, you don't make any money. 

That idea was that I was going to get a job and provide for our family. I was 
stoked when I got this Chamber of Commerce job. I'm like, "Awesome, this is 
great. I'm going to work my way up and get a beUer job and make even more 
money and everything was going to be great." 

I ended up having to quit that. That was a huge blow to us and our family. So, 
yes, that was an interes.ng experience. 

YARO: What was your thinking then? You decide to quit. You guys have no 
other income source. What did you do? 

JAMES: Yes, good ques.on. I was freaked out and what I did… It's interes.ng 
because there's a lesson here where some.mes, when your back is against 
the wall, that's when you just get the most crea.ve, the most ambi.ous, and 
you just got to figure something out. For me, what I did is, at the .me like I 
men.oned, I've always been somebody interested in educa.on and doing the 
best to improve myself. 
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How I got to know Eben is when I was at the Chamber of Commerce job, I 
was searching on YouTube how to… business, marke.ng, produc.vity skills, 
and all these types of things. I came across his course on Al.tude. Some of it 
was posted on YouTube. I saw clips of it and just something instantly 
resonated with me, just the way he communicated, the way he explained 
things, the way he was so future-oriented. It was almost like he could predict 
the future. 

At the .me, what was also really impressive is that he had a business with 70 
virtual employees. I'd never heard of anything like that. A team, a business 
that was making tens and millions of dollars with 70 people all across the 
world working virtually. I was like, "That's what I want to be a part of." 

I invested in one of his programs and I used that while I was at the Chamber 
of Commerce, like I used the skills that I learned there to help me in that role 
and it was awesome. I got great results from it.  

When I got quit (I was going to get fired), and fortunately, I quit to save face a 
liUle bit, right, but what I realized is I am like, you know what? I am going to 
use the skills that I learned at the Chamber of Commerce which were 
networking because that is one of the big skills that I learned there was how 
to network because I was going to all these different networking func.ons 
and whatever, and I told myself, "I am going to use those to get on Eben's 
team." I did not know how exactly at the .me, but I was going to use those to 
get on Eben's team. I was going to do whatever it took. And, I had no choice. I 
had to make it work. I can go into the story of how I made that happen if you 
want. 

YARO: How old were you, James then? 
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JAMES: 25 years old. 

YARO: Okay, so yes, you were an adult and you're well and truly outside of 
University age. Let's keep going. Just briefly though for those who don't know 
Eben Pagan, it's probably worth… just a brief introduc.on, I know from my 
side of the fence, my introduc.on to Eben was through his da.ng advice 
training when I was 20 years old trying to find that girlfriend that you already 
found by then and studying his materials like crazy, and loving not just his 
advice for men and da.ng, but the way he delivered it from a marke.ng 
standpoint. I always had two brains on that educa.on, how he delivered his 
training and what he delivered in his training, which then led me to discover 
that it's not David Deangelo doing this. It's Eben Pagan who is also a business 
teacher and I later discovered what you went through Al.tude and his other 
business training programs, some of them anyway, Wake Up Produc.ve, of 
course, a very popular one.  

I knew Eben, like you said, great style of teaching was one of the main things 
that resonated with me about him. But, you went to the next level saying, "I 
want to get into his world. I never really went that far. How did you execute 
on that plan?" 

JAMES: What I did and at the .me, LinkedIn, I was familiar with LinkedIn 
because I used it in my job. I went into LinkedIn to just get the lay of the land 
like who were, at the .me, Eben's company was called Hot Topic Media. I just 
went on to LinkedIn to see is Hot Topic Media listed and who is affiliated with 
it, who work there, and I became friends with some of the people there. I just 
added them as a connec.on and whatnot, some accepted me, and some 
didn't. Then, I would just send those who are connected with me messages. I 
said, "Hey, I no.ced you worked for Hot Topic Media and Eben, I'd love to just 
get to know you." 
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I did that a bunch of .mes, and then, eventually, I found the CEO at the .me 
on LinkedIn. I was like, "Oh my gosh, this is crazy." I was a liUle bit nervous 
and whatever, but because of my experience working at the Chamber of 
Commerce, I was really comfortable and familiar interac.ng with CEOs. It was 
awesome. 

One of the things that I did is I no.ced that, I saw him on there, I saw his 
name and I did the Google search and whatever, and his personal blog came 
up. I started reading it. I started reading every post he had for a few weeks 
just because I wanted to get to know him beUer, see what he was interested 
in and all that stuff. And then, what I started doing was commen.ng on just 
about every post. 

The reason I did this, and my mindset at the .me was something I learned 
from Eben, was to offer more value than you ask for in return. I would read 
the post and I would try and come up with lessons, something smart to say or 
whatever, and I would just put it on the post and add value. 

I will never forget one, aher probably about two weeks of doing that, I 
probably looked like a liUle bit of stalker or whatever, because I was [chuckle], 
but he messaged me. He emailed me and just said, "Hey James, thanks for all 
the comments on my blog. What are you up to business-wise?" 

I was like, "Oh my gosh, this is crazy." The truth is I was up to absolutely 
nothing [laughter]. I was like, "What was I supposed to say?" I don't know 
what I said. I can't remember, but regardless… 

YARO: Fish tanks. 
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JAMES: Yes, exactly. Fish tanks, trying to get my old paper route back. 
Anyway, that opened the communica.on and then, I remember I just, again, 
because of what I learned at the Chamber of Commerce, I was really familiar 
with geVng to know people and I eventually emailed back and was just like, 
"Hey, can we jump on a quick call for fiheen to twenty minutes? I'd love to 
get to know you and see if there is any way I can help you or what you're up 
to?" Help it out at all. Again, because I was trying to leave with that. I was 
trying to offer value. 

And so, he ignored me the first .me. He ignored me the second .me. I tried 
three .mes and I remember eventually, he was like, "Okay, cool. Let's cheer 
up. Let's jump on." Another lesson here is on persistence.  

YARO: I could just see, James, aher this podcast, all these people are going to 
start commen.ng on your posts, emailing you three or four .mes [laughter] to 
try and talk to you. 

JAMES: That is why I try and stay behind the scenes [chuckle]. 

YARO: Oh yes. 

JAMES: But, yes. I did that. We gone on the phone and my only inten.on of 
going on the phone was to truly get to know him beUer and see what he was 
up to and see what goals he had and see how I could offer even more value. 

And so, aher geVng to know him a liUle bit, we came up with, I offered to 
write a blog post for his blog on networking on what I learned working at the 
Chamber of Commerce for a year. I literally spent the whole weekend, locked 
myself in my room. I am not even that great of a writer, but I was wri.ng this 
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ar.cle and triple checked it, proofread it, all that sort of stuff, and then, sent it 
off, and he published it, which was really, really cool. 

That happened and then, about two weeks later or so, I got an email from 
Eben, because I was on his list, his mailing list, and it said that they were 
looking to hire some people on his team, and I was like, "Oh my gosh. This is 
my opportunity." 

That came out and that's when I messaged Rob, that was his name, the CEO 
at the .me, I messaged Rob and said, "Hey look, I just saw you guys are hiring 
for these roles. I'd love to get a shot at it. Tell you what, I'd be willing to work 
for two months free. You can just give me a shot. If it does not work out, you 
can fire me at any .me, cancel it. We'll part way friends. No big deal, but can I 
just get a shot at this?"  

He flipped my email over to the hiring manager at the .me and just said, 
"Hey, see this email below from James. This is our type of guy." 

I went through the whole hiring process to the top grading, all that sort of 
stuff, and I made it on the team. I made it on the team as a contractor, as a 
sales consultant and coach, and that's where it all began. Again, because I was 
in a posi.on where I had to succeed, I just worked day and night at it. I 
studied all of Eben's program, and my goal was to just, even when I got the 
job, Yaro, was add more value than I can ask for in return. 

Fortunately, it worked out really well. I was the top person on that team of 
three at the .me of the new hires and I've just grown with the company ever 
since. 
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YARO: I'm assuming that role was somewhat commission-based, too if it was 
a sales role to sell Eben's courses? 

JAMES: Yes, it was all commission-based. There was a base for a few months 
while it was geVng on boarded and whatever, but yes, it was all commission-
based. 

YARO: Amazing, so you would have really got to know Eben's training in 
order to be able to sell it. And, you would have loved that because you love 
his courses, so it was a well-suited job for you. 

At this point, are you buddies with Eben by now? Do you even talk to him 
much? What was the state of your connec.on with Eben himself? 

JAMES: No, not at all. I felt like I knew him because I have been through 
hundreds of hours of his training [chuckle]. I felt I know him but no, he didn't 
know me at all. We had no interac.on at the .me. 

YARO: Which is a really test to Eben's ability to build a virtual company that 
runs itself. This is one of the things that I, like you said, 70 virtual employees. I 
remember hearing that, too, $20 million informa.on publishing business. And 
here, Eben is essen.ally delega.ng everything. The business runs by itself. 
For me, that was one of the amazing lessons, but I guess, I don't realize, you 
went to top grading and all these hiring process, so there was a lot of built up 
systems and structures despite the fact that it was a virtual company, right? 

JAMES: A hundred percent, yes. Definitely. 
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YARO: How did you rise? You obviously were great at selling and obviously, 
you love this philosophy of giving more than you're expected to. I think it 
sounds like you found a role where you could do that. 

Did you find yourself replacing the CEO at Eben's company within 12 
months? What happened? 

JAMES: Yes, right. Good ques.on. When I got on the team, I knew I had 
arrived because I was just like, "Wow, here I am. GeVng to work for 
somebody I look up to and admire, geVng to do something I love to do, 
which is invest in self-improvement." I don't even consider it like sales, Yaro 
because this is just what I do in my life. When I find something, I am really 
interested in or that help me on in my life, I tell my friends. That's what I do. 

I just saw myself as geVng to do that full .me and fortunately, I got paid to 
do it. Every .me I work for somebody, consulted with them, or on a call, I just 
shared my experience.  

One of the things that really set me apart, I think is the fact that I would go 
through Eben's training as, even when I got on his team, I had the daily 
prac.ce. I'd go through an hour of it at the beginning of every single day. I 
end up going to every single program and he's got a ton of programs. Eben is 
amazing at crea.ng content. 

I went through all those programs and then, I implemented them whether it 
was Wake Up Produc.ve and to learn produc.vity and built a morning 
rou.ne and structure my .me differently, whether it was self-made wealth 
and learning about money and how to invest it, by cash flow-producing 
assets, whether it was digital products and launching my first digital product 
with two of my friends. Every single program I went through, I implemented 
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it, and so, a lot of the .mes when I was working with people, I shared my 
experience, and they'd like to know the blueprint that I went through.  

I ended up just doing really well because of that and eventually, I became the 
top salesperson and coach and I was the team leader, and then, my manager 
at the .me moved up in the company, as well, so then, I became responsible 
for the sales and coaching team. That was even more responsibility and that 
happened over a three to four-year period. That was another big step, and 
then, I got involved in some of the marke.ng, and it wasn't just sales and 
coaching. It was more marke.ng and being responsible for larger promo.ons 
and strategy and team building and management. 

I started to develop these skills and just kept growing, and growing, and 
growing. Yes, wow. 

YARO: [Chuckle] Memories. 

JAMES: Yes. 

YARO: Okay, so to take a step to the leh a liUle bit, was property inves.ng 
happening at this point, or not? 

JAMES: So, here's the really interes.ng thing, is that when I was working at 
the Chamber of Commerce, I was making 32,000 Canadian dollars. And, 
within the first year of working with Eben, I doubled my income. Actually, 
more than doubled it because my first year, I made around $60,000 US, 
which in Canadian funds is $75,000 or $80,000, so a lot more. 
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By my second year, I was at six figures. I reached at 100K level, which was like 
the gold standard for me especially for somebody living in Nova Sco.a. You've 
made it then. 

YARO: That was commissions 100% s.ll at that .me, right? 

JAMES: Yes. 

YARO: Wow, you must have been a selling machine, James. 

JAMES: I guess so. I just loved what I did. I was working a lot because I get so 
energized from it. I loved it. 

I did that and then, aher going through one of his courses, the way I got into 
proper.es is there is two ways. I've always been really just aware of when you 
start making money I've heard all the horror stories about most people don't 
know what to do with it and they lose it, whether you win the loUo and then, 
you lose it all, or whether you get a job or a raise or something like this. Most 
people just end up blowing it. 

I'm a human just like everybody else and I am going to have the same 
tendencies and emo.ons and all that sort of stuff. I knew I had to educate 
myself on what to do now that I've actually got a career, now that I was 
actually making real money. What am I supposed to do with it? 

That's when I went through Eben's Self-Made Wealth course. That gave my 
blueprint for money and taught me everything I know about money and how 
to invest it. That was the same .me my wife and I, we lived in my parent's 
aVc out of necessity, and because we need to save up a bit of money back 
when we were just geVng started. And then, we were put in a posi.on where 
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we had to decide moving out of there, are we going to get our own place and 
buy it? Are we going to rent it? What are we going to do? 

I was fortunate enough when I worked at the Chamber of Commerce to meet 
one of my other mentors who taught me about real estate. That was amazing 
because he was a very successful person and he had his own business. I 
thought that is how he made all of his money was through his business. Yes, 
he did make a lot of money but what I came to learn is that how he built 
wealth was through real estate. That is when he introduced me to real estate 
because I asked them how they did it and he showed me how he got started, 
which was with duplexes which are small investment proper.es most people 
have access to or can get, or you live in one side and run out the other. 

I put the two dots together and I ended up geVng a duplex. My wife and I, 
we got a duplex and that was the start of really my whole real estate journey. 
That very first property, that first investment property. 

YARO: I am quite familiar with that, that duplex story because you shared it 
in some detail with your new course on property inves.ng, which I went 
through about a couple of months ago. 

I remember that story because you, like a similar experience I had recently, it's 
harder to get financing as an entrepreneur. I know you had your wife studying 
and then, you swapped places… Well no, if I remember right, you were able to 
get some clever loans because of her status as a student, and then, you leh 
your job, so you had trouble geVng loans. I don't want to dive in to the whole 
story. I reckon people take your course. But, can we just talk a liUle bit 
about… Because I think, and you'll probably agree with me based on what 
your course is about. That first property is possibly the hardest to get because 
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of the fear, possibly because of the financial situa.on you were in. You might 
not think you have enough money for the deposit. It's all these unknowns. 

You face those back with the first one, plus you were young, a young couple. 
You just had a career transi.on. You switched into a commission only job. It 
sounds like a lot of instability and a lot of unknowns in your whole life at that 
point, which is not the most secure founda.on to go and say, "Hey, let's get a 
loan for six figures or whatever you needed to buy a duplex in Halifax at the 
.me." 

So, are there any highlights you can hand out or any kind of, I guess the main 
things you really personally have to get over at that point in .me with that 
first purchase that you can pass on? 

JAMES: Yes, definitely. I'll tell you the secret in just a sec, but I agree with 
everything you just men.oned, and they're wow, just looking back now, there 
was a lot of transi.on, there was a lot of fear, there was a lot of doubt, there 
was a lot of uncertainty. What I have come to realize, that was ten years ago, 
and some of that s.ll exists today because being on the other side of it, it's 
not like I've stopped doing any of this, and it's not like I've stopped running 
my business or buying income proper.es, and I face the same thing now 
because instead of buying a duplex now, I am buying a 16-unit apartment 
building. I have never done that. I've got the same stuff come up. 

What I think the difference is Yaro is I've developed coping mechanisms or 
strategies for how to deal with it, so I don't get in my own way. And so, the 
secret that I have learned is that we all have, like we've all heard of our 
comfort zone. That's where we want to stay in and that's probably made up of 
some of the beliefs we have and what a big factor is your social circle. Who 
you hang out with is who you are basically going to become. And, if you try 
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and deviate from that, it's going to be extremely hard. That's why you heard 
me men.on early on in this podcast that I'm always trying to get around the 
people I want to become because then it makes whatever you are trying to 
do easy because that is just what you do. 

En route to doing that, one of the things I realized is that you're going to have 
uncomfortable feelings. I was terrified thinking about even geVng my first 
investment property because none of my friends have done it. My parents did 
not. None of that. 

But, the secret and what I have been able to train myself to do is any.me I 
feel uncomfortable with a career choice or a life choice or whatever, usually 
that means I am on the right track.  

I've trained myself. Instead of seeing, "Oh my gosh, this bad feeling that I'm 
geVng or this weird or awkward feeling I am geVng" as being a bad thing, 
let's go revert back to our comfort zone, I use it as a barometer to know that I 
am on the right success path. 

That is because one of the quotes that I have learned from Eben is that, "The 
road to success is ohen counterintui.ve and not obvious." The path to 
success is counterintui.ve and not obvious. That means it's not going to be 
obvious to you, and when you're probably on it, it's going to feel weird and 
awkward. I've used that uncomfortableness, that fear, as a sign that I am on 
the right track. That's the thing. 

And so, when I got that first investment property, all these things came up. 
Here I am signing a mortgage for the first .me for hundreds of thousands of 
dollars, oh my gosh. I am going to be responsible for a tenant. All these things 
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came up. What if they move out? What if they trash my place? What if they 
whatever excuses I can come up with? 

None of that happened, and the biggest thing, the biggest hurdle was literally 
overcoming my own thoughts, my own feelings, my own doubts. That's what 
it all came down to. And, fortunately, I was able to just sign the documents 
and do it. That's really been the first domino in a series of dominoes that I 
have been able to knock over and allowed me to build my real estate 
porZolio. 

YARO: It's interes.ng when you were saying you surround yourself with the 
people you want to become. You became the captain of Eben's ship and just 
becoming Eben.  

Now, as you said at the start of this interview at 69 doors, your mentor had 
60 plus, I think you talked about that, and so you've become him in terms of 
that result, as well. So, it really demonstrates the power of goal-seVng and 
that vision. 

But, you said there are some milestones there. Let's see if we can do this. I've 
never had to cover two topics at once with a guest, James. You're unique in 
that way. 

JAMES: Yes. 

YARO: Can we take this journey forward and maybe just jump from the 
property side to the business side, back and forwards, whatever you think is 
the most important point to stand out from your story? You're working and 
growing and advancing within Eben's company, your salary is obviously going 

�21



up, and you then using that money, I am assuming, to con.nue to invest in 
proper.es and expand that porZolio. 

But, I know from experience you don't just keep saving up a deposit to buy 
the next one and the next one. You reach a point where you're running out of 
money and you have to get more crea.ve with your financing and things like 
that. I'm really curious about how you jump across those hurdles, plus your 
wife is involved somewhere in this story, I think, too [chuckle]. We'd love to 
know how you two as a couple were moving house and progressing and so 
on. So, over to you. 

JAMES: Yes, wow. It's interes.ng because the two are very connected -- my 
online business and that journey and the real estate business and that 
journey. I think what it all comes down if whoever is listening can take away 
one thing from me or a couple of things, it's one, I find one of the hallmarks 
or things that have allowed me to set myself apart and really achieve the 
success I want is the fact that I am resourceful.  

Whenever I have a goal or a vision or whatever, I tend to be very resourceful. 
I am looking outside of the box. I am looking at different things. I don't take 
things at face value. That is one of the things. 

Along those same lines is being crea.ve and being able to think outside the 
box and come up with unique, weird different solu.ons that most other 
people won't think about and you'll see that as I share some of the stuff. So 
yes, let's take the story back up. 

Here I was now. I was in a leadership posi.on within Eben's company and I 
was making good income and I was living below my means. I've always 
tended to do that because I wanted to create as much income as I could to 
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invest because I am a big believer that if you can build a solid founda.on and 
you can devote a .me to do that, then it's going to pay you dividends for the 
rest of your life. 

Because I was around between 25 and 30 when I was really geVng serious 
about the stuff I knew, hey, if I could do different from everybody else my age 
who's going and buying nice, big family homes or taking trips or whatever, if I 
could just discipline myself for five or ten years and build a solid founda.on, 
then I'd be sad. I know it will be challenging but I just decide to do that. 

And so, I did go into a couple of roadblocks because when I started buying 
these proper.es, I realized like, "Wow, I'm geVng these tenants to pay down 
my mortgage and I am making money every single month in cash flow." 
Ideally, these proper.es are going to go up in value over the next five, ten, 
twenty years, too. I'm winning three ways. It was crazy, and I was like, "How 
can I get more?" 

One of the crea.ve things I did and obviously, I'm not a financial advisor, so 
don't take this as financial advice or anything like that and you want to check 
with a professional. But, because my wife was in school, we decided to go to 
the bank to see if she could get a student loan because she was going to 
become a doctor, technically on paper and whatever. We decided to just go 
even though we didn't need the money and just see if she could get a loan. 

I was surprised when they said yes, and so she got a preUy decent size loan, 
forty-thousand-dollar loan for, that was to go towards her school. Now, me 
being the entrepreneur I am, we didn't put that to school because we were 
able to pay for that. I used that to go and buy another investment property. 
That's how one of the ways that I was able to accelerate our real estate 
porZolio. That was extremely scary, too because most of us were trained. 
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YARO: Yes, it fires up my risk. I'm like, "Oh my god, my wife's money for 
starters and it's especially for educa.on. What if I get a bad property." It 
freaks me a liUle bit. You made it work [chuckle]. 

JAMES: I did, yes. One of the things though is I tend to be on the 
conserva.ve side. I had formulas for this stuff. I had mentors. I triple checked 
everything. But, because I was at that stage of my career, I was willing to take 
ac.on. I really want to just take ac.on, and so we did that, and we did it 
several .mes, because guess what, the next year, I went to buy another 
investment property. And so, I went back and said, "Hey, let's go see if 
another year, another school year, see if we can up it." 

And so, we upped it several .mes, Yaro, and purchased proper.es through 
that. Here is the thing. I knew it would work out because I am a long-term 
thinker. I didn't plan on flipping these proper.es for a quick buck or make 
some fast cash. That was never my strategy. I knew I was going to hold these 
and not sell them. 

I knew that I think that's when some.mes people get into trouble is when 
they make instant gra.fica.on-type decisions, or they are trying to do magic-
type buUon technique type stuff. It's not my style. I don't do any of that. I 
was going to hold this for a while. 

The interes.ng thing is that… I acquired all these proper.es over a five-year 
period and then, things were really taking off with Eben and our company 
there, and there was a bit of a transi.on where Eben, it was fortuitous in a 
way that here I was, and I got to know the business really well. I knew all of 
our products. I talked to our customers daily. I ended up having over 5,000 
client conversa.ons over a five-year period. It was madness. 
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Right around that .me, Eben was star.ng a family with his wife, Annie, and 
decided to step back a bit from the business because up un.l then he was 
running it day to day and he's decided to step back from it. 

It's interes.ng because he chose his family, and at one point, we were… 
"What are we going to do with the busi-? Who is going to run it?" 

And so, that's when I approached him because at that .me, I was then 
repor.ng to him directly, so I was overseeing all the marke.ng, and I said, 
"Hey, you know what? Why don't we partner?" We kept around that idea for a 
few months, and then, we came to an agreement where we'd start a new 
business together, I would fund it with my own money because I was like, "If I 
am going for it, let's go for it." I am an all-in type person. I want a skin in the 
game and that's what we agreed to.  

One of the ways that I financed that was with the equity I built up from my 
investment proper.es. Right around that .me, these proper.es that I bought 
five years ago were coming up for renewal and I was able to take out some of 
the equity from there, and boom put it in this new company. It was all 
synergis.c. It was so interes.ng connec.ng all the dots because here I was, I 
had implemented everything I learned in Eben's Self-Made Wealth program 
to get these proper.es, to get this equity that I was now puVng into this new 
company we're star.ng together, and that was again, another super scary 
decision because I was going all in on this and I had to do that several .mes 
in my life, as you can see, put almost everything on the line. And, every .me 
I've done it though, it's worked out. I have not been afraid to do it. I think 
that's one of the other lessons you can probably learn from me is that I am 
not afraid to take ac.on. I am not afraid of failure either. 
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If it wasn't working out, I'd be like, "Hey, you know what? I tried." But 
fortunately, it did work out and it's been going up ever since. 

YARO: I did not know that you were the ins.gator of the role you take with 
Eben. I thought he would have looked around and came up with that because 
he loves to outsource, right? So, I thought he'd go, "Yes, I'm leaving my 
business. I need to find a replacement for me." 

I'm curious though, and I was curious from the day that Eben announced you 
stepping in as his… because it wasn't like, "Here is my CEO." It's like, "Here's 
James. He's me now." That's the feeling I got on some level and I was always 
curious how did and especially now that I've heard you say that you were the 
one who brought that to Eben when he said he wants to separate a bit from 
the company and start a family, how do you even begin to structure 
something like that because Eben obviously had all this .me spent over the 
previous years building up his companies and I'm assuming you were talking 
about you were talking about being this person for his business training 
company, not his da.ng company, which I believe is s.ll running, too.  

Do you come in, I know you said it's a new company you're star.ng as a 
partnership, does that mean you bring in… you launch this new company then 
the old company, all of the people working for it and the products then 
become part of that? How does that work exactly? As much as you're willing 
to share, of course. 

JAMES: Yes, totally. Again, I proposed the idea to Eben about, "Hey, why 
don't we partner?" I'm sure he was considering other op.ons, too. I don't 
want to take all the credit for that. 

YARO: But, yours was the best. 
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JAMES: It worked out all right. Yes, it has been a great fiVng partnership ever 
since and so, how some of that works is, it's interes.ng because people have 
asked me that before, and one of the things I've learned, I don't know where I 
learned this, but I remember this from somewhere and it's, "You make the 
rules." If you can think about that, each of us in our own lives, we make the 
rules. We did not whip out the Google template on how to form an online 
business deal or anything like that. We talked about it. We had a vision that 
we aligned on and came together aher a couple of months of back and forth. 
That's how we found an agreement that worked for both of us. 

It's not like a cookie cuUer-type of agreement of whatever, anything along 
those lines. We just talked about it openly and figured out something that 
would work and got to work, so to speak. 

Again, in that situa.on, I believe one of the reasons why it worked out is like 
my back was against the wall. It's like here I put the money in and at the end 
of the day, as you know, Yaro, from having team members, employees, 
contractors, that you got to pay it. It's like you're responsible for that. 

That's how that worked. Now, one of the things is that we did have an 
exis.ng team. I had to treat this like a new company and say, what could I 
afford? What could I not? What was going to align with our new vision? I had 
to make some hard decisions in that period but it all worked out and I then 
basically yes, exactly one minute was now the CEO and partner of the 
company and responsible for running it. 

One of the things I can share, too is it's interes.ng how like all the decisions 
we make in life and everything we learn, it builds on top of each other. If you 
can learn something from my story, I believe that a big part of the reason that 
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I was able to be successful in that role, at a rela.vely young age, and just 
really stepping into it is because of my experience with the investment 
proper.es.  

A lot of the .mes, my mo.va.on for doing something isn't so much of like 
how much can I profit? How much can I learn? No. 

How much can I profit? How much money can I make? It's what can I learn? 
How can I grow as a person? What are the skills I can develop? That's one of 
the things I took with the investment proper.es is I knew, even if this didn't 
work out and I had to sell them all aher five years and just get out of it 
because I was .red of it, I was going to walk away learning something. 

Fortunately, that did not happen, but in that whole process, what I got to 
learn was how to manage contractors, how to be responsible for tenants, how 
to do some basic accoun.ng because guess what? As soon as you have an 
investment property, changes your taxes a liUle bit. I started working with an 
accountant. These were all business skills that I was able to then take in to 
our online business and I was already familiar with them. I was just now 
playing at a bigger level. 

YARO: Just for my own curiosity, when this you and Eben sat down and 
nodded this out, what were your two primary goals, your goal in Eben? Eben 
wanted to free up himself from the company yet s.ll be a founder, a co-
founder, which meant you wanted to become a co-founder but essen.ally 
start driving the boat, like I said, the captain of the ship. 

You would then decide what products to launch and how to launch them, I'd 
assume s.ll with Eben but he would not be part of the day-to-day opera.ons. 
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Is that in a nutshell, the goal there plus you had to buy into the company like 
you said, so your capital had to be involved to become a co-founder. 

JAMES: Yes, totally exactly. So, me being responsible for the day-to-day 
opera.ons and what not as obviously the CEO and then Eben moved into 
more of a strategic advisor, s.ll the face of the brand at the .me, for sure, but 
much more of a strategic advisor, investor and I was more of the day-to-day 
opera.ons. 

YARO: Okay, your mic just got a liUle bit quiet James. Okay, there we go. You 
got it. Okay, so all right. It must have been crazy during those transi.on 
periods, but very exci.ng for you, too. It's amazing that you stepped in on this 
big company. 

Let's just jump back into the property inves.ng that you worked towards at 
the end of this interview because I do want to put a bow.e on that story, as 
well. 

There is a big difference between owning maybe a couple of duplexes, single 
family home, under ten doors, and that's your re.rement porZolio. I think a 
lot of people are familiar with that because ohen, their parents might have 
done that to get into the point where you're at, you're pushing towards 100 
doors. That's huge. That's a lot of people to manage, a lot of tenants to 
manage, a lot of repairs to do, a lot of accoun.ng to do. 

Do you remember the moments where you switched over to seeing this as, 
"Okay, this is not just a liUle experiment that I was willing to fail at to learn. 
This has actually worked really well and I am going all in to try..." I don't know 
what your goal totally is because you cannot just say, "I just want to have as 
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many doors as I can," because at some point, you must be thinking, this is a 
company, as well. When did that happen along this path? 

JAMES: Yes. To circle back on one of the ques.ons you asked me too, about 
when Eben and I were puVng together a deal, and what are my mo.va.ons?  

Believe it or not, one of my big mo.va.ons at that .me was I wanted to get 
Eben's material out to the world. That was my number one driver because up 
un.l then, you could see it changed my life. I went through it. I raised my 
income. I was able to take my income and start my investment proper.es and 
I just wanted to get this out to more people. That was one of my biggest 
mo.va.ons by far and so, when I, to now circle back to the real estate, it was 
when I got to 16 doors. 

How it works when you're inves.ng in investment proper.es where I invest 
anyways is that there is two types of loans you can get. You can get a 
residen.al loan, which is what most people do when they go and buy a house 
to live in or they get their first, second, third, or fourth investment property.  

However, aher a certain amount in my case, it was 16 doors, 16 tenants, you 
then became classified as a commercial borrower because the banks just 
didn't want to have the risk as a residen.al lender or whatever. 

That's when I was like, "Oh wow, I have reached that threshold. Crazy." I 
never expected this was going to happen. I was literally at the .me, Yaro, I 
was like, "Okay, if I get three investment proper.es in 10 years, that's going to 
be set for life [chuckle]." That's what I always tell myself. 
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When we got 16 doors, I was like, "Wow, this is serious." That's when I made 
the decision to start a corpora.on and really take things seriously and start 
really thinking bigger with it. 

Part of my mo.va.on, because my wife and I are both really into au.sm. It's 
touched both of our lives in different ways, part of my mo.va.on then was I 
am going to start a corpora.on and let's get it up to 100 doors because then, 
we're going to have something real that is going to be able to outlive us that 
we can eventually then turn into a founda.on, that can support a greater 
cause than us. That was a big part of my mo.va.on and that was the turning 
point when I knew okay, we're going to take this somewhere. 

YARO: Something bigger than yourselves. 

JAMES: Yes. 

YARO: Awesome. 

Okay so, let's say your goal is 100 doors to create something that could make 
an impact on the world, how do you structure something like that? This is 
what I find curious, if you're a property investor most of the .me, and I think 
this is the path that you've taken, it's buy something cash flow posi.ve, do 
your numbers right, and then, ideally, you pay down a bit of the mortgage. 
There's posi.ve and some capital gain, maybe not, or whatever the case may 
be, you're refinancing, you're able to pull out some equity, and then you can 
do it again and then, again. And then of course, you've got compounding 
along the way. So, the more you own, the more equity can start to pull out as 
.me goes by. 
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But, that's like a never-ending cycle in some ways like you could forever pull 
out equity and forever have loans against all these proper.es in order to buy 
the next and the next and the next. So, is it ul.mately, as a point where you 
go, okay, let's stop so that we can actually keep the equity in the property, 
start pulling out cash flow for the founda.on purposes as well, for example, is 
that like the plan eventually? 

JAMES: Yes. It's a good ques.on. When I teach real estate, obviously, one of 
the things I'd be sure to let everybody know is that we're all at different 
stages of our lives with different goals, different financial goals, different 
visions. I don't believe there's a one-answer-fits-all. To answer your ques.on, 
for my personal experience, like right now, I'm in an aggressive acquisi.on 
mode because I want to get my new goal now, the revised one is 200 doors. 
That's my five-year goal by the .me I am 40. I am 35 right now at the .me 
we're recording this podcast, five years from now, I want to have 200 doors. 

I don't know what my goal will be past then, but my current thinking is if I can 
aggressively acquire these doors and they are all cash flows, I don't mind 
holding them because I am making money every single month from the cash 
flow and over .me, we're going to appreciate in value although I don't need 
that to happen, plus the tenants are paying down my mortgages every month. 

So, you can imagine, when you get to 200 doors, that's going to be probably 
about $20 million worth of value of a real estate porZolio, and if you got 
tenants paying all those down, you're going to be crea.ng about $400,000 of 
equity every year just from the mortgage pay down, if that makes sense. 

And so, once I get to that period, then you just look at it, then you have a few 
different op.ons. If you want to keep growing aggressively, that's no problem, 
or at that point, you could just be like, you know what? I am going to get into 
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morbid mortgage pay down mode for the next 15 years because then, I want 
to pay these all off, and then, I am going to have 200 tenants pay me, say on 
average, $900 a month .mes 200, that is a lot of cash flow. 

Right now, I am not inves.ng in these proper.es for cash like rich-type cash 
flow as much as I am wealth crea.on, later on in life, that's where the 
mortgages are paid down. That's where I expect to be more of my re.rement. 
Yes, that's how I'm looking at it. 

YARO: So, at some point, that 400 in equity a year could turn into 400 for 
the founda.on or 200 for the founda.on, 200 for whatever you like basically. 

JAMES: Yes. My model and current thinking on it is while I'm alive, I'll live 
from the cash flow that this business generates. And then, when I am not 
alive, that is where then it will go to a greater cause. 

YARO: Okay. All right, I think we've covered your property quite well. 
Obviously, there is a lot of steps in between that and a lot of detail that we 
can dive into it, but not enough .me for that. We'll definitely share a link at 
the end of this for people if they want to learn more about your property 
training, James. 

Just to do the same thing for your role with Eben, you're s.ll working at that 
company, right? 

JAMES: 100% yes. We are partners and we are growing that business, so yes, 
that's going really well.  

YARO: Do you see yourself there for the short-term future? Is that your 
vision or…? 
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JAMES: No, my vision is always long-term.  

One of the things, and it's an important point especially in this day and age. 
Look at our society now. It's like this swipe right culture on demand, most 
people don't hold their job or contract for longer than six months. It's crazy. I 
saw that and I'm ADD as much as anybody. I get distracted easily, but one of 
the things that I think has really served me well especially in my professional 
career is picking things and then, s.cking with them. So, if you no.ce, my 
track record, there has been two things that I bet heavily on and have not 
wavered from. That's investment proper.es and online business and my 
partnership with Eben, those two things. I just go all in on those and I'm not 
looking for the new thing. I'm not looking… I don't want to be a stock trader, 
crypto trader, real estate investor, angel investor… That is not my style. My 
style is one thing, get good at it, and then, over the long term and 
consistency. 

YARO: I think you just men.oned everything I've done at some point in .me 
[chuckle]. 

JAMES: Yes. And, there's nothing wrong with trying out different things. For 
me, that's the way I've approached it. Go deep. 

YARO: Wow, you're bearing some obvious fruits, so that's fantas.c. 

This is the last ques.on, James. For the people listening to this who, two 
sides, I guess, they are like, man, how do I get into property inves.ng but also 
James just told the story about geVng involved with an industry that's a 
career path that you preUy much decided to make yourself, get involved with 
someone you really respect and admire, became part of the company, and 
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then rose to the top to the point where you're actually a partner now in the 
company that you had nothing to do with, if we go back a certain number of 
years. You now par.ally own it and you weren't the founder. That's an 
unusual story. Normally, co-founders are there from the beginning. They don't 
work their way into becoming co-founder. 

Is there maybe one or two things you can say for people who want to follow 
in your footsteps? This is a bit of a general ques.on because those two things 
are quite different, but the commonality there is James Mel who did them 
both. If there are some people who are aspiring to one or both of those goals, 
are there any last comments you'd like to pass on to them to help them do 
that? 

JAMES: Yes, definitely. I think, and again, everybody has different goals or 
whatever but I think it's really important no maUer where you are or what 
posi.on you're in. If you can learn one thing from me, it's aim to add more 
value, then you ask for it in return. 

It sounds so simple, but not many people do it. I hire a ton of people. I've 
worked with a bunch of people inside of our companies and not everybody is 
wired that way. And, if you can do that, you are going to set yourself apart 
from everybody else, and it gets no.ced and that's how when your manager, 
or whoever it is inside of the company that you work for is looking for help or 
is looking for somebody to step on to a bigger role. You want them to think of 
you first. That's how that works out. 

Then, the second thing, if you do want to be an entrepreneur, what I would 
recommend is this is the path I took, go work for the type of company you 
want to start and learn it and treat like when you're basically geVng paid to 
learn while you're working there. If you look at my story, that is exactly what I 
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did for five years. I went and work for the company that I wanted to create 
and then, I knew all the ins and outs, and then, fortunately, I was in a posi.on 
where we could partner.  

If not, I would have been able to model that on my own if that's the direc.on 
I wanted to go, and that's what we're in the process doing now. I got my own 
informa.on digital product now, my wife has one, too. We're growing and 
scaling in that sense. That's what I would recommend if you want to get 
ahead in your career or you want to become an entrepreneur, and then, I 
would definitely… It's not just about making money, which those two paths 
can do for you, but you then need to know how to keep the money and 
ideally make the money grow for you, make it work for you. That's where I 
would then pick some type of investment strategy and I would s.ck to it for 
several years. That's what I did with investment proper.es. I decided that's 
the thing I am going to focus on and specialize in. That's what I did. I am a big 
believer. It's crazy to me how just the way things are a lot of us will go make 
money, and then, will just give it to a stockbroker or a financial adviser, who 
gets paid commission, usually to manage our money, and they have no real 
incen.ve for it to go up or down in most cases. We work so hard for it. That's 
just made no sense to me and that's why I wanted to learn it myself and 
understand it.  

I'm a big believer of Warren BuffeU who says, "Invest in what you know." I got 
to know real estate and that's one investment. If you want to get to know 
stocks, go learn. Understand it. Invest in those. 

For me, real estate was it because people are always going to need a place to 
live. That's what it came down to for me. 
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YARO: I think there's one other thing that I can pass on from just listening to 
you talk is the way your aVtude about each of these big risks you took, the 
first investment property, the leaving your job to then approach and get 
involved with Eben Pagan's company, jumping in as a partner, going from one 
door to 16 doors and beyond. 

Your aVtude of, "I am going to treat this as an experiment," that's not about 
pass-fail. It's guaranteed learning experience as a worst-case scenario. Even if 
I have to sell my first duplex investment, at some point, because it didn't work 
out, then maybe I will break even or lose a bit of money, I will have learned so 
much from that experience, and hey, maybe I will work for Eben Pagan, but it 
won't work out. I will have learned so much from just being involved with the 
company. You gave yourself a really good aVtude about a worst-case 
scenario. And I think that to me is probably the most important thing that 
allowed you to then do the big jump because you put the frame around it. 
There is no real risk here because the downside is so minor compared to the 
poten.al upside. I think that's a powerful reframe. 

JAMES: Yes, exactly. Although I've done what most people would consider 
some risky things. I never thought of it that way like everything I've done has 
just always made sense. If you look at it, it's like... I'm not a believer in a 
specula.on. So many people speculate, and they'll do actual risky things. But 
if you look at it, I was geVng involved in investment property. I was living in 
one side. I needed to pay rent anyways. I knew that was a very, very minimal 
risk. Same as when I partnered with Eben. I knew that business inside and 
out. I knew how it all worked. I didn't see that as risky at all. I was like, "If I 
can't make this work, then I'm never going to be an entrepreneur." 

I've never really seen the stuff I do as risky. I'm willing to bet on myself and 
bet on the things I believe in. 
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YARO: Fantas.c. So, if people want to learn more about what you do, James, 
what's the websites to send people to?  

JAMES: Yes, two places, Yaro, EbenPaganTraining.com. It's where you can 
learn about all of our products there every single one of Eben's products I've 
been through, I can't recommend highly enough and also JamesMel.com. 
That's where you can learn a liUle bit more about me and the products I'm 
crea.ng. 

YARO: You're probably going to hear more and more from James. I think 
you're star.ng to build your own personal brand here, as well, not just be the 
guy who works with Eben Pagan. You're James Mel. That's fantas.c to see. 

Congrats on all your success, James. You're certainly an inspira.on to me 
especially on the property side with 69 doors. It blows my mind a liUle bit, but 
you make it seem realis.c which is fantas.c.  

I loved your course. Probably anyone who is listening to this, you'll hear more 
about that course in the future as well as I am geVng more involved in 
property investment. We might do something with James to talk a bit more 
about what you teach in property inves.ng.  

Of course, Eben's training had a huge impact on me, too. Not just his training, 
his first ever newsleUers helping a young guy trying to get the courage to go 
talk to a woman was very mo.va.onal on that side of the fence, but his style 
of teaching and running a digital company heavily influenced my own digital 
businesses that I ran forward. I feel the same sense of influence, Eben. We're 
close in age. I'm about to turn 40, so we probably had a similar .me frame of 
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being impacted by Eben. It's fantas.c. But, you went further and now, you're 
partners with him which is amazing. 

Yes, everyone check out James' websites and good luck, James with 
everything in the future. I'll no doubt see you very soon. 

JAMES: Thanks so much, Yaro. 
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WHAT COULD YOU BE DOING  
INSTEAD OF EMAILS? 

Your email done for you by a real human! 

Email sucks your .me, yet so many entrepreneurs, authors, speakers, 

consultants and working professionals manage their email all by themselves. 

At InboxDone.com we provide you with a dedicated email manager, a human 

being with English as a first language, who will custom build and operate a 

system to reply, filter and follow-up all your emails based 100% on your 

preferences. 

We are email specialists -- that's all we do. 

For more details and to apply for your own email inbox email manager, go 

to: www.inboxdone.com
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