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YARO: Hello, this is Yaro Starak and welcome to another exclusive interview 
with someone who has been in my history in the past as a previous student, 
and we've had lots of conversa'ons on coaching calls in the past, but more 
recently my guest today popped up, I think it was a comment made to a 
Facebook post basically saying how amazingly well her business has been 
doing and how her life has changed.  

I had to grab her to have a conversa'on, talk about what she's doing with the 
business, and of course, her en're entrepreneur's journey background story. 

I'd like to introduce to you today to my guest, Jayna Dall (I've been prac'cing 
your name [chuckle]). Welcome! 

JAYNA: Thank you, Yaro. I am delighted to be here. 

YARO: Jayna is the founder of DN which is, as I read the claim to fame here, 
"the world's largest collec'on of drama games, lesson plans, scripts, and 
drama ac'vi'es for kids and teens." I think this is a fantas'c topic. I love that 
you built a business around this. I was just checking with Jayna before the call 
how well it's doing and she is quite happy to let everyone know that in the 
last full year of your business, you did a quarter of a million dollars in revenue, 
so that's a fantas'c result from this business.  
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I'd love to talk about how you make that money and how you built the 
business up, but as always, I really love to dig in to the background first of 
how you got into this, and I have to ask the ques'on that I already know the 
answer to but I have to ask it anyway.  

I was reading in another interview with you that one of your favorite quotes is 
from Roald Dahl.  

JAYNA: Roald Dahl, right. 

YARO: Thank you. I just can't do first names today. Roald Dahl and your 
name, Jayna Dall, you have the same last name, and I was thinking, wow, is 
that a coincidence? But apparently, it's got no rela'on or whatsoever. Is that 
right? 

JAYNA: Right, sadly no rela'on. I should just lie and say, "There is…[chuckle]." 

YARO: In your line of work, as well teaching kids drama. I know his books are 
a big part of my life as a kid. I'm sure there's a place out there we can all 
perform from his work, but speaking of childhood, you being in the world of 
ac'ng and teaching kids, I'm assuming that might have paralleled with your 
own experience as a kid. Were you into ac'ng when you were younger? 

JAYNA: Well, sort of. I grew up a ragtag existence. My mom moved houses 
almost every year. She was an early house flipper, so she's like this hippy lady 
who would drive her three kids into one house and renovate it and sell it the 
next year for more. That's how we paid our bills. It was constantly mee'ng 
new people and being thrown into new situa'ons. 
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I found that being entertaining was a great way to insert myself into my new 
culture every 'me we moved. 

I'm also a natural-born leader, so when I was a licle kid, I would round up all 
the neighborhood kids and get them to play my imaginary games. I would 
make up games like birds or orphanage… It was really long form improv and I 
tell you, if I would have took it, adult aside, when I was that young and said, 
"When I grow up, I am going to make a lot of money teaching people my 
imaginary games," people would have laughed me out of the house. 

YARO: That's awesome. I'm guessing you're an extrovert judging by that 
story. 

JAYNA: Extrovert by necessity. Introvert by nature. 

YARO: Oh, okay. That's interes'ng. You're basically pushing yourself and 
maybe you weren't shy. You were not shy, but you were an introvert who was 
not shy. That's a licle different. 

Well, take us forward. You don't have to go from being a child, but certainly as 
an adult. I know you're now in Portland, but given you moved around, did you 
have to go through normal schooling, go to university, and all that? 

JAYNA: Oh yes. Yes, I went through all the way through college. I picked up 
theater when I was in high school and I fell in love with it and went to school, 
college for theater and I did my degree. I did twelve years of semi-
professional and professional theater, then I just realized, this is very grueling 
and you never are able to fully support yourself. 
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So then, I got married and got a husband of 11 years. He had a corporate job 
and I ran a series of small businesses on the side while I raised my son.  

It wasn't un'l my son hit first grade that I realized he didn't have a good 
drama program in his school, so I thought, "Okay, I'm going to create this and 
I modeled it aeer a company called, "Mad Science" that goes in and does this 
fee for service, high-quality fee for service aeer school enrichment programs. 

So, knowing nothing about teaching drama, I very boldly called all 450 
schools in my area and just invented this program, and I was so afraid I would 
get found out that, "Oh, she has no teaching creden'als and she's not really 
qualified." 

But, that first season I ran six schools, and then, on the seventh year, I was 
running in a hundred schools. It was called Young Players. It was a huge aeer-
school drama enrichment program and I hired 30 different teaching ar'sts to 
go out and serve the various school communi'es in my area. It was grueling 
hard work again because it was mostly administra've. 

But, because I was so, I wanted to keep the quality of my program high and I 
was so nervous about not being a good enough, having a strong enough 
teaching background, I started wri'ng lesson plans and researching and 
reading all these books and puing them all together in my own formula, so 
every teaching ar'st who can do work for me, I would hand them this book of 
materials, and I'd say, "I know you have all your… and stuff, but here is a book 
of interes'ng things that I put together." Every 'me, they would go, "Wow, no 
one's ever done this for me before. That's amazing." 

It grew so big, this collec'on that I thought, "Oh, they love it." So, I went back 
to my computer and I wrote a whole bunch more. "Here is some more!" And, 
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it got so big that I had to put it in an FTP site, the early version of the cloud, 
so it's like they just went in and accessed my computer. 

YARO: What year was that when you were doing FTP? 

JAYNA: That would have been maybe 2004? 

YARO: So, you were basically uploading a file to a web server and then giving 
people a basic text link to download it. 

JAYNA: Correct. My teaching ar'st could basically go into my computer, take 
a peek and grab what they need and print it up and go. 

YARO: Before you keep going, Jayna, with the story, because I can tell you're 
going to dive straight into DN here, and I feel like we wooshed past 20 years 
of your life without really talking about them [chuckle]. 

JAYNA: [Laughter] Okay, fair enough. 

YARO: I am curious this 12 years of being a working actor or a theater 
performer, can you just explain, you said it's difficult to make that financially 
stable. How do you make a living if you're not, I'm assuming, a super movie 
star or on Broadway? How do you do it? 

JAYNA: Well, I had a combina'on, a string of different day jobs-- waitressing, 
and I wore all hats in the theater. I stage managed it, costumes, and props, 
and acted. I just was a floater, ligh'ng, sounds some'mes. And then, when 
you're in theater, a lot of 'mes, you just need to do it all. 
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Then, I had day jobs that backed that up because you basically got a s'pend 
for hundreds of hours of work, so it wasn't really a financially feasible. 

YARO: When you say "s'pend", $500? $1000? What's the--? 

JAYNA: It could be anywhere from $200 to $1200 a show back then. It was 
like nothing. 

YARO: Wow. That's for the whole show. You don't get that a month, or… 

JAYNA: No one knows no hourly and I was in equity, and I debated whether 
to be Equity, that's the actors' union, because we only had one Equity house 
in Portland. We can't act outside of an Equity house. 

I loved, loved, loved theater. The 'pping point for me came when I worked for 
the one guy in town who I most respected and admired. I saw the way he 
lived aeer 25 years doing theater in Portland. He s'll couldn't afford car 
insurance. He had lived in a dumpy licle apartment and I thought, "This is just 
not how I see myself in 25 years." 

YARO: Wow. Going into the start of that career as a young adult, is the 
dream, were you thinking, "I am going to be a movie star" plan" 

JAYNA: No, my real focus was direc'ng and wri'ng. I was wri'ng plays and 
wri'ng screenplays and working in the theater. 

YARO: So, you hoped that would become the career like you'd be a 
professional screenwriter for a TV show, or movies, or something like that, 
maybe? 
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JAYNA: Playwright, director, or a screenwriter, a screenwriter of films that 
would inspire people to make changes, because what I most love about the 
theater was the ability to connect deeply on a human level and go through a 
transforma've experience, the "every man experience," and come out 
changed as a human being. 

YARO: You want to share those kind of stories through the, most of the 
theatrical or more of the screen?  

JAYNA: Either one. 

YARO: In everything. 

JAYNA: Yes. What I've come to learn really is that I'm a writer. I have never 
wanted to be famous, never wanted stardom, or win an Oscar, or make 
millions of dollars. My spiritual philosophy is that the more love you put out 
into the world, the more good effect you have on other people in the world. 
That's the real wealth. 

I grew up in the house of medita'on and contempla'on and a lot of 'me with 
nature and really thinking about who I am in the grand scheme of the 
universe and what is it I have to offer. Life really is about just giving of 
oneself. 

YARO: I can see that. Yes, that would have been a huge influence on how you 
pursued. You probably were at a point in 'me saying I value what I get out of 
this in terms of meaning and purpose more than money. I'd like to make 
money to make a living off of this.  
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I can see why that would last 12 years, too. You'd be like, "I can make this 
work because I love this work."  

Can you take us forward then. You met your husband. Did you give up ac'ng 
at that point and become a mom? Or, did it stay mixed? 

JAYNA: Yes, I did leave the theater and I pursued… I was 29 and I thought, 
"Dealing with all these actors and musicians is not really working out 
[chuckle]." 

Maybe I'm supposed to go with a stable guy and [laughter] so I married a 
corporate guy, shocked the heck out of my family, and had a baby, and I just 
felt like I was an impostor, Yaro. I couldn't do the corporate par'es of the 
ladies with their Coach bags and their, whatever shoes. I don't even know the 
brands. I couldn't have care the less.  

Aeer 11 years, I finally admiced to myself, this was a mistake and he knew 
were on two different planets. And so, we very peacefully parted ways and 
co-parented our son from that point forward. 

YARO: Okay, and during that 'me, you were mostly a mom, I'm guessing, an 
acending partner so you- 

JAYNA: I am like a born entrepreneur. I bought my first business when I was 
22. I bought this singing telegram company I was working for and I was 
delivering singing telegrams and I was the owner of the company [laughter]. 

YARO: [Chuckle] Oh, wow. 
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JAYNA: I will never buy a franchise again and I will never buy a fad business 
that's on it's way out. You don't see singing telegrams anymore. I thought, "I 
can save this business", but it was on its way out. 

YARO: Okay, before we move forward, I got to ask a couple of ques'ons 
about singing telegrams. What is the business model with that? People 
basically pay a fee to have you go to a house and sing a message? 

JAYNA: Yes, what you do is you pay $900 a month in the 80s to the yellow 
pages, so that when people look you up, they call and they have a person 
dressed as a character come out and do this licle ac'ng, singing, dance 
rou'ne, and embarrass the heck out of them and then, get $45 and leave 
[laughter]. 

YARO: Wow, okay. And, that obviously was a fad, like you said. Did you 
happen to learn any entrepreneurial lessons from that experience? 

JAYNA: Never buy a pet rock when everybody else already has one, yes. 

YARO: [Chuckle] Okay, good lesson.  

JAYNA: Don't buy a franchise. I paid $30,000 for that. It was my life savings 
that I earned from cleaning houses, and babysiing, and inves'ng in the stock 
market. That was a big eye-opener. I blew my whole thing on this business 
that didn't work. But, I kept being an entrepreneur. 

YARO: Well, yes. How did you feel at the end of it all? Were you crushed? 
How did you take this all back up? 
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JAYNA: It was a franchise and I called all the other owners to find out how 
their businesses were doing because in my magical thinking, I just thought, 
"Well, everyone else has this golden key to success that I am obviously not 
allowed to have." And, all of them were out of business [laughter]. 

Then, I realized, it's not me. It's just the 'me for this has come and gone. I felt 
grateful for the learning lesson, and I felt grateful for the fact that it did 
support me for a few years when I was young, and I didn't have to have a job, 
and I felt grateful that I could move on and appreciate how doggedly 
persistent I am in the face of failure. 

YARO: So, was there another business aeer that before we hit what you do 
now with DN? 

JAYNA: Yes, I had… Well, I did go into media sales. I did the local TV sta'on 
and newspaper sta'on. I'd work for a fee selling media adver'sing, and being 
an impostor while I was married. 

Then, I ran events for da'ng service, so I did 165 promo'onal events and 
events and trade shows for a da'ng service. Then, I opened my on trade 
show consul'ng business based on that, and for about eight years, I sold 
exhibit space and sponsorship for trade shows, on my own as a freelancer. 

YARO: You've had quite a variety of different careers or businesses over the 
years. I don't see the connec'on between… maybe singing telegrams and 
theater, there's an overlap there. But, yes, you certainly jumped around a bit 
[chuckle]. 

JAYNA: Well, at the heart of it are sales like media sales and trade show sales 
and now, what I'm doing is selling, too. I don't think sales is a bad word when 
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you're bringing together a person's need and something that fills that need 
and you're just the facilitator and I love engaging with people in a way that it 
has integrity, I guess I would say, yes. 

YARO: Well, we should talk more about that in terms of how you do it today, 
but let's bring up the story. 

Going back to the point where you began, what it's called, the play when 
you're actually doing in-person drama teaching, what was that called? 

JAYNA: Oh yes, that was "Young Players, the Drama Outreach," right. 

YARO: Okay, so at the start of that business, you already moved on from your 
husband. You were back to, I guess, looking for your next business idea or job. 
You must have obviously from your background, you had a love of theater, 
what was the thing that connected it to the idea of becoming a teacher of 
theater to children because that's not necessarily a linear connec'on. I can 
see the overlap but like you said, you were not a teacher. Where was the 
spark of the idea for that? 

JAYNA: Why did I think of doing it? 

YARO: Yes, like-- 

JAYNA: Well, because I knew how theater had changed my life. And, when 
my son entered first grade, I realized he didn't have any access to any kind of 
drama program or whatsoever, and really, the only things that existed in the 
city in Portland were the classes at the children's theater company. 
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I wanted to make theater accessible. That point in my life, I was really into 
children and loving children. I like to say, now I'm 52 going on seven. I will be 
perpetually seven years old because I have that. I love the sense of wonder 
and the world is wide open, and you can trust and play and see and use your 
imagina'on and these kids weren't having that opportunity. 

So, I wanted to bring it to them early on so that they can experience feeling 
confident about sharing their crea've selves in front of people. 

YARO: You said earlier that you did 450 phone calls to… what was it? All the 
schools in the area? 

JAYNA: Yes. This is where my sales background came in. I made up this 
marke'ng package and sent out these promo'onal packets for this program 
that I invented that really didn't exist [laughter]. 

YARO: Tell me about that. How do you even come up? How much does it 
cost? What is it? How do you decide all that? 

JAYNA: That company cost me about $6000 to start and that must have 
been like 15 years ago. It's a lot of money. I put it on the credit card because I 
had excellent credit, and I paid it all back with 0% credit card and I paid it all 
back within the first year. 

YARO: What were you selling exactly? What were you charging for? 

JAYNA: I would call the school. I'd sent out the packet and I'd call a school 
and say, "Hey dude, I'm just curious to know whether you guys offer aeer 
school drama. Who is the person to coordinate that?" Okay, well, I have this 
company, young players, and we'll send out an instructor and lead a group of 
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kids through really great drama experience over the course of six weeks and 
we keep it really comfortable for parents. We handle all the registra'ons, 
building newsfeeds, rosters, everything. All you have to do is give us space 
and a certain percentage of the schools took us up on that. 

YARO: What I love about this is straightaway. You're hiring other people to 
deliver the actual service, right? That's already a different way of thinking 
because I thought with your background, you possibly could have thought, "I'll 
do all the teaching and I'll just charge and keep all the money." 

But, where did the whole business model come from? 

JAYNA: Well, I borrowed it from Mad Science that was a franchise and I  had 
figured out as much as I possibly could about their aeer school model, and I 
quickly realized there was no way I was going to make livable money, 
sustainable money just doing it myself. I had to mul'ply and run mul'ple 
schools all the 'me. 

I hired a teaching ar'st from the very beginning plus all the aeer school 
classes take place at the same 'me, so you can't have one person going from 
school to school because they happen simultaneously precy much. 

YARO: Right, I understand. So, how did you decide how much to charge and 
how did you decide how to hire and pay people to do the work? 

JAYNA: I stole Mad Science's model [laughter]. 

YARO: You franchised again, but this 'me without paying the franchise fee. 
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JAYNA: Exactly my friend [laughter], and I also paid my people nearly double 
what they were paying because I wanted… first of all, I was op'mis'c about 
how much money would come in and secondly, I really wanted a high-quality 
experience because that was the only representa'on of my company that 
anybody was ever going to see was how good that instructor was. 

YARO: So, with that business, what was the hard part? I would assume find a 
good instructors and convincing the schools, too.  

JAYNA: That was the easy part because it was theater people who needed 
money. Remember, when I was a theater person, they needed good money 
for a part-'me job. They needed a high hourly flexibility that they can work in 
to all the other jobs that they were doing, and this was something that was in 
their crea've talent set. 

I got amazing people every 'me I would run an ad, too many amazing people 
and theater people are notoriously conscien'ous. They are on 'me every 
single 'me. They take impeccable care of those kids and they leave that space 
that they are working in exactly the way they found it or becer. 

I had a very good reputa'on in this town for delivering a high-quality class 
experience in having very responsible instructors entering schools. 

YARO: So, what was the hard part about the business? 

JAYNA: Everything else [laughter]. I hate administrator and detail work and 
just think about what it would take to launch… like I run hundreds of different 
schools every year but it was three different seasons. 
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My winter season was the heaviest, so I would have 65 classes running 
simultaneously. That means I had to schedule teachers to be in 65 schools, 
and to do the rosters, process all the money, get all the no'fica'on out to the 
right people, do the flyers, deliver the flyers, deliver the flyers a second 'me, 
just everything, and there are so much detail work that this is a job I would 
never ever have interviewed for and I was stuck doing it. 

YARO: But, with 65 classes, I'm assuming you need 65 teachers all at once, 
too. That must have been a fairly large company at the peak of-- 

JAYNA: At the peak, yes, but the really crappy part was I was s'll making less 
than a teacher's salary because even though I was running a ton of schools, I 
had to fill my classes to more than 12 to make any money at all. At that point, 
about a third of my classes were running at break even.  

So, it's a service business and there are so many factors beyond my control 
that would result in the class not filling up, so it wasn't like… I won't get into 
all that. It's boring. 

But, in the end, what I was realizing is I am now running in the maximum 
number of schools I'm running, that I can run in in Portland because there 
were these legi'mate reasons why I couldn't go into three-fourths of the 
schools in the area, too low income, too far away and things like that. 

YARO: So, did you at some point go, "This is not going to work. I am going to 
be stuck with the low salary and working really hard. I need to sell this 
business or close it down." How did the transi'on happen? 

JAYNA: I was willing to keep doing it as long as it paid my bills and it was 
paying my bills. But, November of 2008 changed everything. My enrollment, 
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so I was gearing up for the biggest winter session I've ever had. I'd also 
developed this other side project that was working with adults doing 
corporate training, and everything ground to a halt. My class enrollment was 
down by half. All of my corporate training gigs, cancelled. 

And so, I am lying in bed in December of 2008 panicked, three o'clock in the 
morning, panicked, thinking, "Oh my God, I've got this huge mortgage. I'm not 
going to be able to pay my bills. I'm going to have to depend on my 
emergency fund. I don't want to do that. What am I going to do? What else 
can I come up with?" 

YARO: This was the GFC, that's what caused all this, the Global Financial 
Crises? 

JAYNA: Yes, the stock market crashed.  

YARO: Right, people didn't have the money or didn't want to spend. 

JAYNA: Everybody was just holding on 'ght and holding their breath. How it 
affected me was then, I was, too. 

I ruled out, you know what's funny? I never considered going and geing a J-
O-B [laughter]. I was trying to figure out, "How am I going to pay my bills?" 
And, it never occurred to me to get a job [laughter]. 

So, the universe delivered this licle idea cloud in my mind and said, "Your 
curriculum. All this 'me, you've been wri'ng this curriculum for your 
teachers. They love it. I wonder if other teachers would love it, too." I literally 
got up at three o'clock in the morning, went down to my computer and 
searched all over the internet to see if it already existed and it didn't.  
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I stayed up from three o'clock in the morning, precy much for 18 months to 
launch DN. I had to reformat all my material. I had to learn all about internet 
marke'ng, which I knew nothing about. So, that-- 

YARO: Let's start there. 2008  GFC happened. Your physical real-world 
business is not working and you had a spark for a way to take some of the 
assets you have in one business. All these great courses, curriculum, 
handouts, basically PDFs with lessons, I'm assuming, right? You want to just 
figure out a way to make money from them. 

I am curious, your ini'al thought, "How are you going to make money," you're 
thinking, "I'm just going to sell them like $10 each, $5 each? What was your 
first thought?" 

JAYNA: My first thought, and this is an interes'ng thing for your listeners to 
consider, my first thought was not about how I was going to sell them and 
make money. My first thought was, "What's the most artul way for me to 
present this to teachers so that it's the most usable?" The way my teachers 
used things was that they picked and choose what they need for that 
par'cular thing. You just don't tell somebody, "Here's how you teach drama. 
Go out and do it." It's not a step-by-step how to. 

I arrived at a membership site with a huge searchable curriculum library, 
lesson library because that's the way teachers are going to need it. They are 
going to go on looking for, "I need some stuff on pantomime today." 

If I am selling a drip course or any kind of thing that is sequen'al, drama 
teachers don't need that. 

�18



YARO: They want an all-you-can-eat buffet, a database of classes. 

JAYNA: Yes, but it's not all-you-can-eat, unless you buy the yearly [laughter]. 

YARO: [Chuckle] Let's not talk about your current system. I want to go back 
to the start. You have this idea, okay, it's going to be a membership 
subscrip'on. I want to give them all these lessons. That's the star'ng point. Is 
that right? 

JAYNA: Correct, and it was... The first version of the site was a simple, one of 
those long scrolling sales pages [laughter] that was… 

YARO: Why did you decide to do that? 

JAYNA: Because that's the way everybody did it, honey. Don't you 
remember? 

YARO: I do, but I'm curious why you decided. Did you go online and just look 
up other people's products for sale? 

JAYNA: Yes, and I took some lessons from yours truly. 

YARO: Okay, so I came in to the picture now [chuckle]. 

JAYNA: Yes, and then, enter Yaro, yah! 

I have such a distaste for the people in your space who do what they do a 
certain way. They remind me of used car salesman. I love salespeople but 
slimy sales people, no. The shou'ng at me, the infomercial voice, all these 
stuff about, "You can make money on the internet by affiliate marke'ng",  or 
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"link building," or those link forum sites that used to exist but don't anymore. 
It was like this whole get rich quick thing annoyed the hell out of me, and I 
really loved what you were puing forth because you kept saying, "Serve your 
audience. Serve your audience. Don't do this unless you're a person of 
integrity who has something legi'mate to help people." I went, "Okay, that's 
me."  

YARO: It sounds to me that you definitely did a bit of research. You went 
online and maybe dived into the internet marke'ng space a licle bit to maybe 
teach yourself the basics. Was that before you found me? Is that what you 
did? 

JAYNA: Yes.  

YARO: And, obviously, when that happens, you get presented with a whole 
bunch of get rich quick stuff because they are plastered on all the banners, all 
the text ads, all these blogs and websites. You can't not really miss them, 
especially in 2008 and 2009. That was probably the epicenter of it all. 

I like already what you said before about your own decision, that you wanted 
to provide value. It's actually consistent used in the young players, you 
wanted to pay your teachers more to offer them a becer pay, to do a becer 
quality work, so you have a becer quality business. This is also happening 
now with your desire to create a database so that they are going to have a lot 
of content and you're going to focus first on the value you can give to them. 

I'm trying to remember, did you just read my free stuff first and then, decided 
to join my training program? 
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JAYNA: Yes, you hooked me in. The free stuff was really valuable and then, I 
figured, I thought, "The free stuff is really good. I wonder what's in the paid 
stuff." And, the paid stuff was amazing. 

It really grounded me and made me feel like, "Okay, I can figure this out and I 
can be successful." 

YARO: So, at what point were you at then? Did you have a website or 
anything yet? 

JAYNA: This is why I was developing it because it took me 18 months. A part 
of that 18 months was researching how I was going to build my website, what 
my payment platorm was going to be, what the membership soeware was 
going to be and my email newslecer and puing all those pieces together and 
how would it work and how would the site look. 

And so, the first version  of the site was big long sales page and then, the link 
to join this subscrip'on site, and once you're in the subscrip'on side, well, 
you could see the list. At that point, I only had lists of things. I didn't have all 
those book 'tles on the site. This is the list of ac'vi'es. 

But, and then, I charged $49.95 and for a whole year, I didn't have any 'ered 
system or any upsell of anything like that. 

YARO: Did you give away free stuff at that point? 

JAYNA: I don't even remember, but I don't even think I had the email capture 
then. 

YARO: Oh, wow. So, [unclear] product for sale, here it is. 
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JAYNA: Yes, give me 49.95 and you'll get into this library and I will keep 
adding to it every month. 

YARO: Okay, so before we answer the ques'on of how that went, I am 
curious, you don't sound like you came into this with a strong technical 
background yourself, so how did you build that website? How did you write 
all the copy for a long sales page? Because that's not a small job, and how did 
you set up a payment system? 

JAYNA: Well, I had a friend, my best friend at the 'me who knew a licle bit 
more than I did, and she wrote it. 

YARO: Okay, so she created like a Wordpress installa'on for you? 

JAYNA: Yes, she did. It was really simple, very simplis'c, but then, I handled 
the payment part. I just learned. I had to learn about, I think I use Amember, 
and I s'll have Amember because I have customized it to the ninth degree 
and it's awesome. 

YARO: Okay, so Amember and with payments. Were you Paypal back then 
or…? 

JAYNA: Yes, it was just Paypal in the beginning, I think because I didn't want 
to invest all the 'me and energy into a merchant account before I knew it was 
actually going to work. 

YARO: Okay, so it sounds like your first version of this business was a 
Wordpress blog in order to create the sales page, Amember to run the 
subscrip'on, the membership site, and deliver the content, and then, linking 
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that into Paypal to take the money. The only thing you haven't told me about 
is the sales page. Did you actually sit down there and write it yourself? Was 
that easy for you? 

JAYNA: Yes, because I have a wri'ng background and a sales background, 
and I took a bunch of 'ps from your Blog Mastermind.  

YARO: Right, you probably could have even just maybe even copied my sales 
page on some level. That would be a star'ng point. 

JAYNA: Probably [chuckle]. 

YARO: Now, I remember, because I s'll do it today. I tell everyone, you don't 
just go out there selling a product. You need to learn about your market. You 
need to then create an email list, release some free value upfront content. Go 
through the whole experience like you had with me which led to you trus'ng 
my work and deciding to buy my product. It sounds like you didn't do that 
with your first version of your product, though. You just went, here is my stuff, 
buy it. What was your thinking there? 

JAYNA: You're right. This is why I'm an interes'ng case study for you. I did 
not follow that typical model of building an audience, and collec'ng the 
emails and having the launch date, pushing out this spectacular product and 
then have it for a limited 'me on people. 

YARO: Or, at least building an audience first, right? 

JAYNA: No. 

YARO: Because you need an email list to find customers. 
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JAYNA: No. What I focused on, and to this date, this is what I focus on, is 
SEO. 

YARO: Okay, well, that's also a big part of blogging, so we certainly do that. It 
sounds like you took only the blogging part, and not so much the email 
marke'ng product launch part. 

JAYNA: Right. 

YARO: Which is good because the SEO part is s'll a long term las'ng part, 
and that's why you're s'll doing well today. 

Can you tell me then, given that was your process, you'd s'll need to create 
free content to make that part work. How did this evolve from just a sales 
page to a real content business? 

JAYNA: Well, probably shortly thereaeer, I had an email me for this free thing 
embedded on the site, and I started collec'ng the free emails and doing the 
dripping autoresponders, but I wasn't even very good at it. 

YARO: Had you made a sale yet at this point? 

JAYNA: Oh yes, September of 2001, I launched the site, and between 
September and December, I made $6000. 

YARO: 2010 you mean? 

JAYNA: 2010, sorry, yes. 
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YARO: 2010. Okay, so I'm s'll lost. How did you make that much money 
without having any audience yet? Where did you get customers? 

JAYNA: Magic. No. [laughter]. 

YARO: Yes, share the magic, please. 

JAYNA: Because the site got Google… Oh, I remember what it was. I got a 
link put on one of the sites that was up really high in my best keyword on 
Google. At that point, if you'd googled drama games, this site popped up with 
a list of websites that offered drama games, and I got my link on that site. 

Ninety percent of my sales were from people typing in "drama games" and 
going to this very helpful non-salesy page that links you out to different 
places that have drama games, get it? 

YARO: Right, and you were just charging for them. You weren't giving drama 
games for free yet at that point. 

JAYNA: No. 

YARO: So, you literally had a person searched. They had to find this other 
person's well-ranking site. They had a link of all these other sites that offered 
drama games, and then, they visited yours and said yes to $50 a year, very 
low-priced offer, and you made $6000 within how long? 

JAYNA: That was September to December.  

YARO: So, within three months [chuckle]. You must have thought, "This is 
easy on some level," if that was the result that you got. 
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JAYNA: Well, I was shocked. I was actually shocked. It was like, "Oh my God, 
this is going to work." 

And so, about 18 months later, the site s'll wasn't making enough money for 
me to quit the brick and mortar service business. Keep in mind that I am 
running the DN site and my outreach business for a period of about three 
years. 

YARO: The Young Players? 

JAYNA: Right. And, I got to the point where I couldn't do both and I went and 
I sat down with the business consultant and I showed him, "Okay, here is 
business A. It's a brick and mortar. This is how much I make in a year.." I'll just 
tell you it was $36,000 a year I was making doing that drudgery. 

Then, here on the other side, it was this website, but this website was only 
bringing in, I think at the 'me, it was around $1200 a month. And so, he 
forked through my brick and mortar and he goes, "Okay, I don't see how you 
can make any money or save cost on this business. Let me see the other one." 

He opens it up and he says, "Okay, this one website… " He goes, "Okay, close 
or sell your brick and mortar and focus only online." 

I was so scared but I went home from that business mee'ng. I was scared 
Yaro because there was no guarantee and I'm going to let go of my actual 
predictable money that I have work very, very hard for. And, the website part, 
I've enjoyed much more.  
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I went home and I picked up the phone and I called the local children's 
theater. She had talked about buying my company before and I called her and 
she said, "Yes, you want to sell it?" She goes, "Well, let's just agree on a price." 

I suddenly was willing to just let it go for a price that… I sold it for $65,000. I 
wanted a hundred for it. She wanted to pay 25. We met in the middle and 
they are very happily s'll running that company and I had a financial buffer. 

YARO: Right. If you're making $36,000 a year profit, you made almost a licle 
less than double the sale price of not a great sale price, but not bad, but more 
importantly, meant to be a buffer. That's probably was the best benefit from 
it, right? 

JAYNA: Absolutely, yes. I thought, "Okay, now I have two years to bring this 
website up to sustainable income." Guess how long it took me? 

YARO: All I can think back is some of our coaching calls. I remember speaking 
to you and you being frustrated about something. I can't remember what it 
was but I don't know if this was the 'me. It probably was but I don't know if 
this was the 'me. It probably was because it was 2010, 2011, or 2012. So, I 
just feel like it was slow going back then, but maybe I am wrong.  

JAYNA: It was 2014 that we had talked about the problems that came about. 
It took me three months of working on my website, and I can't even 
remember exactly… oh, I think I'm geing higher on the Google rankings.  

YARO: What was the amount of money? You went from $1200 a month to 
replacing-- 
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JAYNA: … to over $3000, and that's what I needed to pay my bills at the 
'me. 

YARO: I know it's a while ago now, but can we look at, because it sounds like 
this is where you really built the founda'on for what s'll happens today, 
which is your search engine op'miza'on, your Google rankings. 

JAYNA: Yes. 

YARO: That brings in a lot of traffic, and it sounds like that's what happened 
back then to go from $1200 to $3000.  

Do you remember, or was it just a case of wri'ng more content? I know, 
certainly in Blog Mastermind, we have a whole workshop on just content, but 
you're already a writer, so you probably would have been naturally inclined to 
do that, but this is the first 'me you're building an online business, so do you 
remember what you did? 

JAYNA: I can't exactly remember what I did at that point in 'me, but I can tell 
you what I have been doing for the majority of my business to build… Are we 
talking about SEO? 

YARO: I guess, we're talking about how you're geing acen'on, how you're 
building an audience and ul'mately geing customers. 

JAYNA: I think like a drama teacher and drama teachers are oeen handed 
assignment where the principal says, "Okay, we all have to offer drama now. 
Rebecca, you're the funniest one in our group, so you get to be the one to 
teach drama." She goes, "Okay," in the mee'ng and then, she panics and she 
goes to the computer and types in drama ac'vi'es, and she finds my site and 
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it's like the ray of God is shining down upon her and she was so relieved that 
I've spilled it all out for her. 

Or, it's a person who has been doing the job for 30 years and they can't face 
doing the same thing over and over again, so they just go, "Okay, I'll look up 
some drama ac'vity thing… Wow! What's this?" And, they get on my site and 
because my team and I invented a whole bunch of stuff that nobody else has, 
they are thrilled and they keep pumping them out and giving them new stuff, 
so they don't get 'red of themselves. 

So, they type it in to Google. I sat down, used the tradi'onal keyword 
research wisdom. You write down all the different things that a person would 
type in to Google and back reference it with Google Analy'cs and see which 
ones actually have the highest search volume. 

Google is not being friendly about giving us that informa'on anymore, so I 
suspect you have becer tools.  

YARO: Well, yes, not really. I'm not so focused on SEO. I s'll, like you, I 
heavily rely on it, but I think we fly a licle bit more blind now. I think the ad 
buyers have way more data when it comes to this, but it's usually more on 
ads, not necessarily on organic search, because like you said, Google switched 
off displaying what actual keywords get what actual traffic, so you have to 
look at your own analy'cs, which it sounds like you did, and you can see, I 
don't know what phrases are for yours, but it might be, like you said, how to 
teach pantomime, or something like that as a phrase, and then, do you just 
write an ar'cle about that? What do you do? 
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JAYNA: I have this strategy, it's not the most sophis'cated, and I'm sure I can 
do becer, but my top keywords are drama games, so I've created 40 classic 
drama games every drama teacher should know. 

I give those away for free and you can email. It's got a landing page with this, 
sign up and then, get that. Then, there's another one, how to teach your first 
drama class, same thing, get this on a printable PDF. Just give me your email. 
And then, there's another one. 

I get a lot of volume off of those landing pages for those keyword terms and 
then, I put them in to the tradi'onal funnel where I give them the 
autoresponders to try to convince them, convince them, and convince them. 
And then, leave them alone for a while and try to convince them again 
[chuckle]. 

That's my overall business strategy, was to create linkable, shareable assets 
that have staying power that anchor me at the top of Google and provide me 
a steady stream of new leads, new poten'al customers. 

YARO: Can you give me an example? Because I know I'm looking at your site 
now and there's a lesson library, which is full of, I think they're mostly PDF 
downloads. Is that right, or are they actual online…? 

JAYNA: Yes, it's all PDFs except I have 50 drama games on Vimeo. 

YARO: So, how are you able to rank this content if it's mostly PDFs? Are the 
PDFs themselves ranking or do you have pages with ar'cles on them? 
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JAYNA: No, the pages that are ranking the highest are, if you go to the free 
stuff, and you scroll down to drama games, those are my lead genera'ng 
pages that have the free content that convince people to get into my funnel. 

YARO: Okay, so DN.com/drama-games, or just go to the free stuff in the 
naviga'on bar if you're looking at Jayna's site and you'll see that. 

JAYNA: Yes. 

YARO: So, this is where you're following my model in some way. Maybe it 
was more subliminal but not directly. 

JAYNA: Yes. 

YARO: You're saying, "Here's the most popular..." Actually, you did exactly 
what I'm teaching. You went through a customer avatar experience in your 
mind, "This is what my target customer will go through," and you need to have 
something that will directly appeal to that need. You've got now, I'm going to 
click on warm ups. You've got Boppity bop-bop-bop [chuckle]. 

JAYNA: Yes [laughter]. 

YARO: And, when I click on Boppity bop-bop-bop, this is a warm up ac'vity 
as just a page. It's a blog post essen'ally. It's a short blog post. 

JAYNA: Right, so 40 of those. 

YARO: And, these are all ranking for… 
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JAYNA: Mostly the drama games won ranks but that's all I care about 
because I want to be number one in drama games. 

Annoyingly, this other guy is siing on the top of me right now, so I am trying 
to keep him off. 

YARO: That was a vow. Then, you got a lot more on this page. So, drama 
games is like a big entry database point.  

This is like, I have a Blog Profits Blueprint, and I have a free webinar. That's 
my big free resources I give away. You have a drama games page that's just 
got a ton of free games they can start using to start teaching drama, but 
clearly, they are going to go, "This is just a star'ng point." 

Where does the sales part come into this? How do you get them from free 
stuff to buying? 

JAYNA: If you're looking at any one of those pages, there's this, "Join now..." 
and you get emailed. My call to ac'on could be improved on my site, Yaro. I'm 
actually looking at that right now. 

YARO: Can we just say, because if I click, "Join now," you take me straight to, 
it looks like an Amember create new account form. It's not a sales page so to 
speak. 

JAYNA: It's a sign up. 

YARO: I'm not even sure. Obviously, if I was your customer, I'd get what I'm 
buying here, but you're not really selling this at all, but this is what sells. This 
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is how you're geing a quarter million a year. They go from free content to 
this? 

JAYNA: Well, if they sign up for my email, they get a few nice emails 
following up and explaining what it is. Also, by this point, my organic traffic (I 
wrote this down), I get about seventy to 100,000 visitors a month on my 
page -- 50% is organic google, 25% is direct. 

YARO: Which is people coming back, right because they probably remember. 

JAYNA: Or, being told about the site. 

YARO: Right, referrals.  

JAYNA: And, that's huge. I have always been a proponent of the soe sell and 
I don't want teachers to feel like I am hammering them in selling them. I want 
to present this amazing cornucopia of unbelievably great stuff at a price they 
can easily afford because at 9.95 a month or $10, they can download 
anything on that lesson library for a dollar, basically. These are some things 
I've sweated over, Yaro. 

YARO: Yes, we haven't really talked much about the evolu'on of your pricing 
model because today, you charge $9.95 for ten downloads per month, 
$24.95 for 25 downloads used any'me, or yearly subscrip'on for 89.95 with 
unlimited downloads. Pay by credit card, pay by Paypal. Has this changed a lot 
since that early days we were talking about in 2012, 2013, 2014 to what it is 
now? 

JAYNA: Yes. First, I added the monthly because I recognized I wanted to fit 
into the drama teachers lifestyles. Some people were just going to be 
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teaching for a couple of months and they didn't need to buy it yearly. And so, 
I made that solu'on available to them. 

Some people were just going to teach for the en're summer, so the three-
month subscrip'on. I wanted it to suit their pocket book and their needs, and 
not have a feel like I'm upselling you, I'm upselling you, I'm upselling you. It's 
like you can get what you need because I want you to come back when you 
need it again. 

YARO: I really feel like it's the quality of your training that it's like triggering 
the word of mouth. I haven't actually seen one of the PDFs yet, but I'm 
assuming they are quite impressive. 

JAYNA: Well, drama teachers repeatedly tell me, "This is amazing. I love your 
site. We're having so much fun with this ac'vity." I get that daily from people. 
"You've changed my life. You're a lifesaver, godsend..." are the words they use. 

YARO: What does the business look like today in terms of your team and 
how everything is built because the website is definitely more polished than a 
basic Wordpress sales page like it would have been in the past. Do you have a 
tech team, customer service team, are you s'll crea'ng all of the curriculum 
handouts yourself? What does it look like now? 

JAYNA: No, it's so exci'ng, but I want to go back just a licle bit and tell you 
about an experiment that I did. I wanted to get number one in place for kids. 
I've got 30,000 people hiing my site from that page alone. 

What I did, because I thought, okay, how am I going to get that many place 
actually rank on Google. I curated the best of the free place on the internet 
and just created a searchable, linkable page. Nothing in that free place sec'on 
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is actually hosted on my site, and even though, this is a mistake I made that I 
want to share with your audience because I was blindly going aeer the 
keyword without realizing, "Oh my god, now I've created this marvelous thing 
that makes people not need my site [chuckle]." I have 400 free plays that I 
spent weeks and week organizing just so I could get the traffic, but they are 
not conver'ng at all. They are going to take it down en'rely or convert it to a 
revenue model and one of my ideas is to replace every one of those place 
with paid dollar downloads. 

YARO: Yes, you've made a good point. There's a fine line between how much 
free content you give and what you charge for. 

JAYNA: Right, and I overshot it, so lesson learned.  

So, what did you ask me about my current business model? 

YARO; What does it look like in terms of people? Who's working with you and 
what do they do? 

JAYNA: I have, I don't know if you know Miso. Miso is some kind of a 
rockstar in the Amember world. I have Canadian Miso who handles my 
membership stuff, and then, I have… 

YARO: How do you spell Miso? 

JAYNA: M-I-S-O. 

YARO: Like the soup, okay. 

JAYNA: Nobody out there can hire him. He's mine. 
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YARO: Okay, yes. Oh, I thought this was a service. This is an actual boy, a 
contractor. 

JAYNA: He's just a guy. He's a brilliant genius AMember guy and I have a 
Wordpress gal who does a lot of changes to the site. Incidentally, everything 
you're looking at on that site was 100% me. I designed the en're thing, 
colors, everything. The only thing I didn't do was draw those characters. I 
have a friend who's an ar'st who draws this for me. 

YARO: Cool. 

JAYNA: And then, I have the KGB, the guy who fixes some technical issues. 
He is from Russia [laughter], and then, I have a social media intern. At any 
given point, I throw $100 to some really wonderful, vibrant college gal to 
learn the ropes about social media on my site because social media only 
counts for less than 5% of my sales. I don't put much energy in the social 
media. 

YARO: So, a major growth opportunity there. 

JAYNA: I would think, but every 'me I run a social media experiment, the 
only one that performs for me is Pinterest. Pinterest accounts for 80% of my 
social media sales, but it's s'll like 1% of my sales on the website. I really 
don't think that that's my model. 

YARO: I'm in a similar boat. Social is a 'ny propor'on. I think a lot of people 
depends on what you're selling. You have such a clear person has a need, 
Google search to solve the need, your website shows up. That's a beau'ful 
process. You want to milk that for as much as you can. 
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JAYNA: Right. And, I've also had a couple, not state but like group licenses, 
smaller school districts. I'm signing up school districts for district-wide 
lessons, but that business model means I am doing outreach. 

I have a precy small team of part-'me people who help me maintain the 
website, make licle changes… 

YARO: What about the lessons themselves? 

JAYNA: Those have tradi'onally been done by me. I am right now crea'ng 
more of a community feel and pos'ng on all sorts of forums and recrui'ng 
other very talented teachers to do license work with me or sell me the 
copyright on things that they have done because a lot of it is out of my will 
house and it's working out really well, par'cularly in the scripts. 

Today, I am going to put out five new mix up fairytale scripts that are brilliant 
and the gal who wrote them is thrilled beyond belief that they are going to 
go… I didn't pay very much to own the copyright, but she's thrilled that 
teachers all over the world, because I have 3000 current members. Teachers 
all over the world are going to be using her stuff. 

YARO: Yes, that's fantas'c. So, 3000 paying customers and all of them on 
subscrip'on, right? Because all your products are subscrip'on-based. 

JAYNA: That number is a licle misleading because that lumps and people 
who purchased my workshop lesson plans from the stores. That's probably 
more like 2500 current ac've subscrip'on members, yes. 
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YARO: S'll a very great number. So, your life must have changed a lot since 
the hustling days of running all kinds of different businesses including the 
physical bricks and mortar drama teaching, the door-to-door singing franchise 
[chuckle], going to court conferences, and was it you said, you used to do 
selling there and helping people sell there. 

Now, you're 100% online, I'm assuming your life is a licle bit more relax now 
in terms of how you live it? 

JAYNA: Yes, and for me, I feel so lucky that like, I'm a writer and my favorite 
Shakespeare quote is that, "In black ink, my love shall s'll shine bright." That's 
part of Prospero's speech at the end of The Tempest. It's Shakespeare's 
supposed farewell to his audience, but basically what is says is what I've 
wricen, I will be able to leave you and you'll feel my love when I am gone.  

So, for me, crea'ng this site, I'm going to get teary about it even, I know that 
it's beyond… The face value of a lot of what I put out there is fun. It's actually 
crea'ng the spark of love in children's hearts and teacher's hearts and they 
are connec'ng with each other, and they are learning to be able to share their 
crea've gies with great confidence and joy. That's something that's going to 
stay with them for a life'me. 

My content isn't just very dry theater stuff. That's why people oeen say, "I 
love your teaching style." It's infused with love and with crea'ng community 
of including everyone and apprecia'ng everyone and making sure that 
everybody is heard. I really have hope for younger genera'on that if they can 
awaken their imagina'ons, like Einstein kept saying over and over, 
"Imagina'on is more important than knowledge," they can awaken their 
imagina'ons. They can create a world that is much more harmonious than 
what we have now. 
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YARO: It sounds like you've managed to marry a skill set in wri'ng that you 
had back when you first started in theater and you wanted to find a way to 
make it financially viable, which you have now found a way to do, but you've 
also found a de-purpose in all of these as well. You've mixed your skill with a 
purpose that gives you meaning and it's financially lucra've. 

You finally [chuckle] found the three combina'ons there and made it work. 

JAYNA: Yes [chuckle]. Makes me wonder what else I have in me, but 
[laughter]-- 

YARO: Well, that's my next ques'on. What is next now? Are you s'll loving 
crea'ng these guides? It sounds like you get a lot of intrinsic value, not just 
financial return from doing it. 

JAYNA: Oh, it's so much fun. And, this is another thing I would tell your 
audience. Don't do something unless you find it really fun because you could 
be stuck doing it for a long 'me. But yes, I love doing it. I think I will probably 
write a book next. And now, I have confidence knowing that I have some 
books in me that I think will sell and now that I know how to master 
algorithms, I can jump over to CreateSpace, write a book, and put it out there 
like a publisher would, and probably be successful. That's the kind of 
confidence running this website is giving me. And, I'm s'll not the best person 
in the world at it. 

Your internet marke'ng audience should jump onto my site and do the 
hidden picture thing and find all the things I am s'll doing wrong [laughter] 
and she's s'll making money doing it. 

�39



YARO: I think everyone can say that. We all have things we're doing, I don't 
like the word wrong, but we all see opportuni'es that we could op'mize and 
create new channels of customers, but as long as the business is working and 
you're happy with the direc'on, that's fantas'c. 

I have to ask one somewhat selfish ques'on. Back when you took my 
training, enrolled in my program, I'm curious, was there anything in par'cular 
that altered what you do to the point where it's s'll impac'ng you today with 
the way you run your business because obviously, you certainly follow most 
of them or you're heavily content-driven, you've found a niche market. Okay, 
maybe you're not hugely email-driven, but it sounds like email is definitely 
part of your business today. 

Do you remember back then even on our phone calls, if there's something 
that stands out from back then? 

JAYNA: I have to. If it weren't for you, I wouldn't have this site, pure and 
simple. I wouldn't have felt the confidence that I could do it. You have such a 
gentle way about you of making you feel like I tend toward having anxiety, 
but I felt confident and I felt grounded because I felt like I could trust that 
your wisdom was solid and that you would lead me down the right path. 

In par'cular, it was because I wanted to have a lot of integrity with what I was 
doing, and you talked about that a lot back then. Really think in terms of 
serving your audience. That made me go a licle further in being authen'cally 
me in wri'ng things that were some'mes really strange or very, very funny, or 
just out there, or using the word love in my lesson plans. I was really 
emboldened to really be myself and that made my material stand out. 
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YARO: Such a good point. I have to say it's been a huge part of my own 
process as a blogger too, and thank you for the wonderful things you're 
saying about me.  

The idea of being really transparent and being open and raw and honest, I 
don't want to say it's a marke'ng technique because it isn't, but it is a 
wonderful marke'ng technique because people start to trust and like you and 
build a stronger connec'on and rapport and I think in par'cular, in your space 
even more so it's important because you're dealing with adults who are 
dealing with children, so you don't want anything there that's manipula've or 
untrustworthy and you want to be honest and raw, but s'll instruc'onal. 

I love that, that was carried through. I guess I did it. I had anxiety, too when I 
was younger. I think the internet gave me a place to explore that safely, 
strangely enough safely. I don't know why doing something on the en're 
planet would be considered safely, but it is [chuckle] and then, you've done 
the same thing here exploring the area of drama and teaching children, so 
that's awesome. 

What's next? I know you said wri'ng a book, so is it a case of just exploring 
this niche? You sound so entrepreneurial chain. There might be a completely 
new business coming up somewhere within your mind. 

JAYNA: Well, one of the things that I have thought about, first of all, I have 
thought about turning that's everything on DN into a different site that was 
inspiring imagina'on, and it was a site for parents to have download 
imagina'on games to help their kids develop their imagina'ons. 

That one is too big for me to take on because it's not a keyword searchable 
thing, but that was at the back of my mind, but really, I think what's been put 
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in my heart to do next is to write this book that's been in me for about ten 
years. I just have to push aside working so hard on the website and at least 
give myself a couple of hours a day to focus on that. 

YARO: I have just been through that. I am on this second last chapter of my 
book, and it's taking me ten years to finally sit down and write it, so I can tell 
you exactly what's happening. 

JAYNA: Oh really? Is it a marke'ng book or a fic'on? 

YARO: Neither really. I guess there's a licle bit of business in it. I can't not talk 
about business, but it's a personal development book. It's about change. I 
actually had to stop myself from asking you change-related ques'ons 
because I am moving towards that ques'on. I could s'ck to the focus of the 
marke'ng-related ques'ons, but it's been great to dive into not just business 
and look at other aspects including things like yes, anxiety, panic acacks, and 
how that connects with changing aspects of your life, because I think, you're a 
perfect example. How many 'mes have you significantly changed what you 
do and how you live because there's something that you're not happy with? 
It's hard. It takes a long 'me. Twelve years you were doing theater. Ten years 
in a marriage, it sounds like maybe it wasn't a greatest pairing, and then, 
another I don't know how many years you did with the bricks and mortar 
drama teaching which it sounds like everything was slowly moving you 
towards this but it's like 30 years of your life, is that right? 

JAYNA: Yes. Here I am right back at playing imagina'on games with people 
[laughter]. But, one thing, I can't remember who, I read a lot of self-
improvement books un'l I finally decided I was improved and I don't do that 
so much anymore, but one of the quotes that I read was something about 
instead of thinking about how can I make the most money, how can I 
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influence the most people with my gie, and I think the universe dealt me that 
blow of having my business collapse in late 2008 and early 2009, so that I 
would be forced to expand my thinking, because the result has been, I was 
expec'ng a few thousand kids here locally with these great program I was 
running, but now, it's 3000 teachers with over a hundred countries, who 
knows how many kids. The universe is wan'ng that par'cular crea'vity that 
flows through me out onto this planet to reach more people. 

I started to look forward to dark places like when there is a 'me of real 
struggle, it's such a gie because it means that you're growing. There is 
something gnawing in you that wants to get out or express itself or really 
make a big shie and you shouldn't be afraid of it. 

YARO: Nice, such a good point, and how lucky are we that the internet is 
around that allows us, empowers us to reach so many people. It's 3000 
people at the stadium. You're siing in a stadium. All these people all around 
the world watching you. And then, was it 100,000 visitors a month to your 
website? 

JAYNA: Yes. 

YARO: Like a million people a year come in touch with your content and-- 

JAYNA: I know. 

YARO: That's mind-boggling. And it's available to anyone who's willing to put 
in the work, so I think it's a great 'me to be alive especially if you're a content 
creator. 

�43



JAYNA: I know. Screw the yellow pages [laughter]. Give me Google 
[laughter]. 

YARO: Okay, Jayna, let's wrap things up. I'm guessing the best place to check 
out your work is DN (DN.com). Is there anywhere else you'd like to drive 
people to? 

JAYNA: That's it. Just DN. 

YARO: DN (DN.com). And, any other par'ng words before we wrap it up? 

JAYNA: I just want to thank you for being you and touching my life in such a 
posi've way and for sharing your heart with us and all your ideas and your 
beau'ful self. 

YARO: Oh, thank you. That's one of the nicest endings to your interview, I've 
had. I appreciate that and keep up the good work. I love this niche you're in 
and I plan to and will con'nue to s'ck you out there as another example of 
someone who's living their passion, financially lucra've and I guess, that 
touched a lot of other people, and doing it not necessarily teaching how to 
make money or how to do business. You're teaching other teachers how to 
teach drama, which is awesome, so keep up the great work. 

JAYNA: Yes, all right, well, have a wonderful aeernoon. 

YARO: You too. 

JAYNA: Tata for now. 
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LAUNCH, GROW AND PROFIT 
FROM YOUR OWN PODCAST 
USING THE ‘INTERVIEW 
STORY’ FORMULA 

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

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

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

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

• The basic technical tools you need to start podcas9ng FAST 

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

clear about what you want it to do for your business 

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

when you first publish your podcast 

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

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

by tapping into other powerful referral traffic sources 

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

what op'on I recommend you focus on.
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