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YARO: Hello, this is Yaro Starak. Thank you for joining us today. Today, I have 
a guest who I recently met in San Diego, and while there for some internet 
marke'ng conferences, I was especially interested in mee'ng people from my 
new hometown, Vancouver. 

For those of you who don't know, I have recently returned to Vancouver, and 
I was quite surprised how many people at the San Diego conferences were 
from Vancouver, including my guest today, Kieron Sweeney. 

Kieron, I want to speak to because he has built out a fairly substan'al training 
and mentoring business around the world of entrepreneurship training, but 
doing a complete business in the sense there's workshops, there's one-on-
one's, there's group training, and what that kind of business looks like when 
it's fully developed is something I have been interested in because it's 
something that I think a lot of people struggle to fully realize, and we all want 
to do some sort of private mentoring. We also want small groups. We want to 
have the full funnel of training. 

It seems to me Kieron has been able to do that. He's also been able to do a 
whole lot more in his career. We're going to find out exactly what that entails. 

Kieron, thank you for joining me. 
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KIERON: Hey, thank you. Nice to hear your voice again. I always like your 
voice. It's got this nice, gentle, soX, but powerful. It's really good [chuckle]. 

YARO: Thank you. I guess good for podcas'ng, I guess, too [chuckle]. 

Kieron, as I said to you off air, I really don't know much about your 
background. I'm curious to hear the really early days stuff. Just briefly, before 
we jump back in 'me, of what I just said, I felt like it might be a li]le vague to 
some of our listeners, maybe just drill down exactly what you help people do 
today in all these various mentoring and training programs you offer. 

KIERON: Yes. I run an academy called Breakthrough Entrepreneur Academy. I 
specialize in helping solo entrepreneurs build their business from a five-figure 
to a six-figure revenue and then, on to a seven-figure.  

Everybody has different results depending on what type of business they're in 
and what type of person they are and they're willingness to work hard. 
Success is hard work. I really drill that into people. There's an impression that 
you can make money easily because of all the things that are online. It's not 
really true. 

Success comes from persistence, consistently doing things in a certain way 
over and over and just working hard at it. With entrepreneurs in my academy, 
they are all very interes'ng people that are passionately in love with what 
they do. They work. They all have unique skill sets and talents and they are 
amazingly 90% of my clients are women.  

It's interes'ng that happened and what I like about it is I find working with 
women clients, they really do the work. They also like to work more in 
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communi'es. A lot of my clients, they team up together. They work together. 
They support each other. It's been a great experience for me to witness that, 
and it's really helped me become a be]er teacher for women. It's cool. It's a 
unique evolvement. I do have some men clients, but basically, I am helping 
women entrepreneurs and men build their businesses to six- and seven-figure 
revenue. 

YARO: Is that digital businesses, physical businesses? Is there a specific type? 

KIERON: Yes, it's all physical businesses. A lot of my clients, I do have 
coaches, business coaches. I do have a therapist. I've got a home renovator. 
I've got teachers, tutors. One lady works in management consul'ng, works 
with non-profit organiza'ons, things like that.  

It's like pre]y diversified, my client base. I have a physiotherapist who is a 
natural bodybuilder. It's very diversified. 

YARO: Okay, I'm curious, have you always been a teacher? If we go back to… 
Well, let me ask the first ques'on. Where were you born and raised? Are you 
originally a Vancouver person? 

KEIRON: Not at all. I come from Irish [stock]. 

YARO: Ah, that last name gives it away. 

KIERON: Yes, Sweeney. Well, Kieron is a very Irish name. 

I come from an Irish background. My mom and dad were from Dublin, but I 
was born in Luton, England, just north of London and-- 
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YARO: I've been to that airport. 

KIERON: And, they're renova'ng it finally. 

When I was five, we moved to… my parents have migrated to Canada, so I 
grew up in Toronto. That was really my home and I, in a lot of ways, I s'll call 
it home. I prefer to live in Vancouver, but Toronto is where I basically 
established my life, I guess. 

YARO: You went to school there, or university there? 

KIERON: Correct. 

YARO: Now, what did you take at University? 

KIERON: I studied Interna'onal Rela'ons. When I leX high school, I had an 
opportunity to work down in the developing world, and I was accepted in a 
program called Canada World Youth and I worked doing volunteer work, a 
mission work in Colombia, South America. I was down there for a year. 

Then, I came back then I went to… I was influenced with that experience to 
pursue work in the interna'onal field. I got a degree in interna'onal rela'ons 
and then, aXer that, I spent another year travelling the world with another 
exchange program. I was over in China and all over the US and Canada. 

My first contract was with a company that was working with United Na'ons 
and we were working on an environmental report. Then, I got a job in the 
interior government in their Foreign Rela'ons Department. 
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This is where the entrepreneur started to re-emerge. I'll tell you the original 
entrepreneurial root story. While I was in government, I had discovered that 
there had been a program running previously that was bringing Ontario 
business leaders and educators over to Europe to study the European 
educa'on system and how it's very integrated with business and trades. 

I propose puing this program back on the map and it was accepted. It was 
funded. At the age of 28, I'm leading presidents of universi'es and colleges 
and Business Leaders on these junkets over to Europe.  

YARO: Wow. 

KIERON: Yes, it was pre]y interes'ng. I did that for 5 years. I also held a lot 
of incoming missions so we had ministers from the Middle East and from 
various parts of Europe and China, and I was involved in organizing all that. 

One of them was Nelson Mandela when he was released from prison, I think 
it was in '88, he came to Canada. I was part of the organiza'on of that and 
that was a pre]y phenomenal experience. 

YARO: Were the European teaching ins'tu'ons doing something significantly 
different to what? We do here in North America or is that why you were 
going there? 

KIERON: Yes, I think it's evolved here in North America now, especially in 
Canada, but basically, it's the, in Germany they call it the Dual System. The 
trades colleges or schools are a very integrated with the industry. Let's say 
you're studying to be a mechanic, you'd spend a lot of your 'me studying on 
site at a car company. We would go do Mercedes-Benz in por'on and other 
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companies and visit. You'd see the students in classrooms in the industry also 
doing their appren'ceship.  

Our system has evolved since I ran that program, but I think that program 
helped create that type of learning a hands-on prac'cal learning here in 
North America. University of Waterloo really championed it in Canada. 

YARO: It's funny how we can get that kind of training for trades, which 
obviously makes complete sense. It's hard to learn a trade just from 
textbooks. You have to do the trade right. But, I know for myself in a business 
degree in Australia, I had absolutely zero hands-on prac'cal experience. It 
was all theore'cal from textbooks and teachers, nothing actually inside 
someone else's business. It might have changed since I went to University, 
but it seems so obvious in hindsight when you think about it because as an 
entrepreneur, you even give the same advice. You can't really learn how to 
become an entrepreneur by simply thinking about it. You have to go out there 
and try and sell something. With any trade, it's the same kind of idea.  

With the progression of your career there, it sounds like you are at least 
exposed to the world of teaching early on, and you're clearly s'll a teacher. Is 
this, from that point when you're 28, did you con'nue to stay on this career 
path or what happened next? 

KIERON: Yes, well, I was influenced to be a teacher by my father. My father 
was a teacher. He wanted me to be a teacher and I was like I never wanted to 
be a teacher, but in a funny way, I became a teacher [chuckle]. I was really 
excited to step into the business world aXer working in the government for 5 
years and I had found a product, that was a ski product (I'm a skier) and I 
found this really cool product and I got the rights to distribute it in Canada 
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and eventually ended up buying the patent for it. That was my first business. 
And, I-- 

YARO: What's the--? 

KIERON: It's a ski carrying device.It's a strap that velcro-fastens around your 
skis, above and below the bindings, and in the strap there are these two holes 
that are cut out where you can slide your poles through and then you just 
sling it over your shoulder so you could carry them hands-free. 

It was a cute li]le product. It originally sold for ten bucks. I used to sell them 
at consumer ski shows, and then eventually, we went retail and it sold 
anywhere from 15 to 20 bucks. But, it was a really fun entry into the business 
world. I learned a lot from it and I just carried on from there. 

YARO: Was that your… did you actually quit your job to start selling the ski 
product or was it a side gig? 

KIERON: Yes, I was reaching the end of my 'me in government because 
things have changed. The government changed. They cut budgets and that 
program I was running got cut. I just wasn't enjoying the work. 

I got invited to a Bob Proctor seminar and I went to an evening preview, 
which of course led to going to a five-day workshop down in California and I 
spent five days in Laguna Beach. Bob was one of the teachers, Jack Canfield, 
Mark Victor Hansen, a guy named Dr. Lee Pulos, who was from Vancouver 
and another gentleman who's passed away now, Leland Val Van De Wall. That 
seminar really opened me up. It got me jacked up. It got me excited. I came 
back like I was on fire. Everybody was saying, "What happened to you?" My 
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energy was at peak. I came back and the first thing I did is I handed my 
resigna'on. 

I got-- 

YARO: You've got a plan? 

KIERON: No plan, no. I just had a business that I like and I just realized, "You 
know what, I wanted the freedom. I wanted to be able to go out and make 
money." It was just that 'me I was ready. I was ready. That seminar just 
completely changed my thinking. My thought pa]erns, my condi'oning was 
all wrong. I was raised in Irish Catholic Family. I was influenced by religion. I 
was influenced by limi'ng beliefs, in don't spend money, you got to hoard 
your money and all these things. I had a really different programming than I 
do now. It was really, not only my mind opening up to possibly but really 
geing over my limi'ng beliefs and my fears. 

I remember being in business part-'me and being afraid to step into it full-
'me and lose that job security, that pension, that benefits [chuckle], all that 
stuff that keeps people hooked into a job. I just remember just having this 
vision of crossing the line. I'm going to cross the line. I just crossed the line 
and never looked back. 

YARO: I can only imagine how different it is from being within the 
government department working to suddenly being out in your own with this, 
I'm assuming your ski product was the first thing you wanted to get off the 
ground, did you just make it up as you went along? Was there someone 
con'nuing to give you business coaching given that you're in today a trainer 
and a mentor in this area? Did you have a business mentor yourself with that 
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skiing business? Was that just like your kind of early days, see what happens, 
throw things against the wall, what works out works out? 

KIERON: Well, I'm glad you men'oned it because yes, it was pre]y much 
that-- throw it against the wall and see what s'cks. 

I didn't have a mentor ini'ally. I did learn from other young entrepreneurs. 
When I went to these ski shows, I met other young entrepreneurs and we 
had so much fun. We par'ed. We did all kinds of crazy things. We travelled 
together. We'd meet up in different ci'es. We had a blast. 

I was influenced. I got to listen to other people and I also, I ended up geing 
my product distributed by a U.S. distributor and so, I learned from him. And 
then, I would learn from all the people I sold to at retail, some of the business 
owners. But, when I went to that seminar in California, I met a guy named 
[Doug Mahark?]. He was a very wealthy real estate investor in just north of 
Toronto in Markham. He became my mentor. He actually approached me. He 
said, "You know, I really like you. I like how you carry yourself. I love to have 
lunch with you." 

AXer the seminar, we came back to Toronto and I had lunch with them and he 
invited me to work with him on a new business. I had sold the company at 
this point… or, no. Surely aXer this point, I had sold the company. I can't 
remember the exact 'ming, but I pursued this other business with him and he 
was just like so smart. He was a former carpenter, grade 9 educa'on, and was 
a mul'-millionaire. For me, I was looking at that as, "Okay, well, you don't 
have to be smart [chuckle]." But, he taught me a lot about business.  

But, the one thing he taught me was to… when we were star'ng a business, I 
said, "What don't I give you a budget and tell you everything we need." So, I 
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put a budget together, a list of things we need. They'd looked at it and he just 
said, "We don't need this." I said, "Why?" And, he goes, "Because we haven't 
made any money yet." 

I was thinking because he was wealthy, he was just going to fund it, but he's 
like, "You sell first." 

That's what he taught me. Sell first and then, we'll get the desk. I don't think 
we had a computer back then, but we just, he didn't believe in puing a lot of 
money into things un'l something was tested. 

YARO: What was that business? 

KIERON: We had a business in the food business, which we were marke'ng 
a US-based companies kind of a franchise. It worked okay but there were 
issues with the franchiser, so he decided to eventually back out but we 
transi'oned that into a food export business and we built that up together 
and we were selling products into the US market.  

The reason we did this is because at the 'me, the Canadian dollar was very 
low against the US dollar as it is now. We were focusing on marke'ng 
Canadian products into the US market and we were making all of our profit 
on the exchange rate. We were making like 30% and then, by 1998, the dollar 
had gone so low that we were actually, every'me we cashed a check, we 
we're making 63% just on the exchange rate. 

YARO: [Chuckle] Yes, I had a similar experience in Australia at one stage. That 
was easy. 

KIERON: Yes. 
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YARO: Before we move on with the story though, I feel like I have to clarify 
something about the skiing product here. Did that become your full-'me 
income? We kind of really didn't touch on that business. It sounds like it 
worked, right? You went to trade shows, you found buyers, and eventually 
sold the company. Was that life-changing? Was that just a small star'ng 
point? What was that? 

KIERON: Yes, it was a star'ng point. I didn't sell it for much, but it was my 
founda'on. But because it was in the ski industry, it was kind of like a part-
'me thing because you could only sell two 'mes in a year. You take orders for 
retail in the spring, and then, you sell at ski shows in the fall and you see by 
December, the ski shows are all over, and then, the rest of the year was just 
like recording, manufacturing... but, I had a plant that made the products in 
LA. That was all set up and there was nothing more to do. I just place orders. 
They make them and ship them. Yes, it was pre]y easy. 

I had a lot of 'me in the year and that's why I got involved with Doug 
because I had more 'me to put into other things, as well. 

YARO: Right. So, I was going to say, did the skiing business, did it pay your 
bills because obviously you quit your job? That's that kind of scary 'me where 
you're probably living off savings. 

KIERON: Yes. No, we were doing trade shows and we'd walk out with ten to 
$20,000 in cash. 

YARO: Okay. You created a li]le starter business. 

KIERON: Doing okay [laughter]. 
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YARO: Yes, sounds fantas'c. 

KIERON: For a job that paid 36,000 a year at that 'me, that's making ten 
grand on a weekend, I was happy. 

YARO: I can imagine, plus it sounds like you're skiing probably half the 'me 
anyway, right? 

KIERON: Yes. 

YARO: So, you went from skiing to food export from Canada into the States, 
quite a diverse switch there. I can't see an obvious overlap. Maybe there is 
one there that you could tell us about, but it sounds to me like you weren't 
specifically looking to get into an industry as much as you were looking to just 
be an entrepreneur. Is that accurate to say? 

KIERON: Well, let me tell you why I went from skiing to food. 

One of the things I really look at and I've learned early in business is to follow 
trends. When I got into the ski business, it was in the 80s and there was a big, 
big boom in the ski industry back then. It became… Whistler was growing and 
becoming an interna'onal des'na'on. Vale was growing and becoming an 
interna'onal des'na'on. 

Skiing was on the up-trend. Then, when we got into the food business, we 
got into, in the mid-90s, it was all about healthy ea'ng, the whole nonfat 
Market it was developing. We leveraged that. 

�13



I've always go]en into businesses where there's been an upward trend. 
Today, when I mentor my clients, I really look at their industry and I have a 
saying, whatever industry you're in, look for where the money is flowing in 
the industry and go there. So, if you're in the food business and there's a 
trend in low-carb or gluten-free, go there. Obviously, there is a trend in the 
whole health side again and vegan and everything. Look for, I call them 
microniches. If you can find a niche, and then find a niche within the niche 
you have a be]er chance of making a lot more money because one, you got a 
very iden'fied isolated market, but you can charge more.  

That's a key thing for me in businesses is looking for these trends and  
following them. 

YARO: Right, so you were riding the food trend at the 'me of the 90s. How 
far did you go with that company? 

KIERON: We went un'l 2005. 

YARO: Oh, okay. 

KIERON: But again, it was not… Here's the way I set it up. I didn't own a 
manufacturing plant. I had other companies, had large food companies make 
my product for me, and then, we would export them to the US. Basically, I 
was like an order-taker. I had a brand. I had a brand that we marketed our 
products under, and then, we had this Canadian iden'ty. We called it True 
North Canadian Foods. We had this Canadian branding and Americans had... 
There was a 'me there was a drink that came out here called Clearly 
Canadian. That's what we modeled our business aXer. There was a percep'on 
in the United States that Canadian is healthy, pure, clean,  and all that. We 
leveraged that and we sold into that. 
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We followed that trend and then, we just kept building it, but I didn't have to 
do anything but really just sell. My role in the company was just basically on 
the phone talking to customers. We had large clients. We sold to, there's a 
company in the States called Cracker Barrel restaurants. They are known for 
their high fat and heavy foods, but they also wanted to get into the healthier 
side of the market because they saw that there was a trend, and so that's 
how we got that business because they wanted to offer some healthy choices 
on their menus. Then, we picked up Princess Cruise Lines. Those were 
flagship accounts. 

What I did is I really just put a lot of effort into nurturing those accounts and 
really making sure that I was providing great customer support, great 
products, and just be consistent, and it worked out beau'fully. 

YARO: It sounds like the core skill set you were growing this en're 'me you 
were an entrepreneur, at least, was sales. Is that accurate to say like that was 
the main…? 

KIERON: A hundred percent. 

YARO: Right. 

KIERON: I don't want to do anything else. 

YARO: So, is that--? 

KIERON: Like opera'ons and management and all that. That's not me. 
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This is what I teach every entrepreneur. If you're going to be in business, you 
have to sell. A lot of people resist selling. I did. I was afraid to sell. I was 
scared. I used to sit there and look at the phone. It was a mindset thing. I got 
over it because I started to change my thinking around selling. My thinking 
was simply, if I'm adding value and if I'm giving people a really good product, 
and it's helping somebody in a certain way, then I don't have any resistance. 
Why should I resist selling? It's something I believe in.  It's like today, I never 
really feel like I'm selling my programs. I have something that works. I have a 
system that works and I just tell entrepreneurs about it and I've got lots of 
eviden'ary proof that my system works because a lot of my clients are 
doubling and tripling the revenues and it just, it works. 

I don't worry about selling and people, most of my business... I'm not a big 
promoter. If you don't see me splash in the internet a lot, I'm just like I get a 
lot of my clients from referrals actually. 

YARO: Right. Can we just take maybe five minutes here just to talk a li]le bit 
more about sales since it sounds like this has been your strength that you've 
been developing for a long 'me, and even the way you're talking about your 
programs today, you have that sense of, "I know this works. I can teach this. 
I've been teaching it. It works. I see my clients get results." Are there one or 
two things you could men'on that really makes a difference? Especially when 
it comes to all these different types of companies because when you were 
doing what you were doing with skiing products and food products, it sounds 
like that might have been a lot of on-the-phone and then maybe some face-
to-face pre-internet period, of course, it evolved. 

KIERON: Yes [chuckle]. 
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YARO: Now, the internet is around, it's a li]le different. Sales isn't always on 
the phone. What would you say to people listening in now? What are the one 
or two things that people really need to learn to become be]er at at sales as 
an entrepreneur to help their business? 

KIERON: Yes. It's really simple. If you have a product or service that you 
believe can impact thousands of lives in a posi've way, then you don't have 
to worry about selling. All you have to do is get your message out there. You 
do have to promote and market. There is a big difference between marke'ng 
and selling.  

Marke'ng is building awareness. It is branding. It's showing what you have. 
But, in a process of sales, it's simply showing a client how you can get them 
from their current reality, their current state to their desired state, their 
desired reality. 

You might have heard this saying, the defini'on of an entrepreneur is solving 
other people's problems for profit. And so, when you really look at business, 
most businesses' products and services are solving a problem. If I'm hungry, 
that's a problem. I go to the store and buy some food. If I have a cut on my 
skin, that's a problem. I go get a Band-Aid or an'sep'c. If I have problems 
carrying my skis and I've got three kids and they go, "Daddy, can you carry my 
skis?" I have a problem. So, I get three-ski carriers and now, I can just throw 
all my kids' skis over my shoulder. 

Entrepreneurs come to me because they have a product or service they are 
passionate about, but they want to learn how to scale their business. So, 
that's a problem. So, they come to me and I solve the problem. 
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When you really look at most products and services, you're just solving 
another person's problem. If your product and service can posi'vely impact 
somebody's life, that's all you have to look at it and all you have to do is show 
the value. They're going to buy from you if they like your product. They like 
you and they trust. And, they're not always going to buy today, but if you 
keep your image out there, if you keep puing the message out there, like I 
did a post yesterday. I have a course coming up called Publish in 90 where we 
teach people how to publish a book in 90 days, and already, I've got three 
registra'ons simply from a post. It's like, "Okay, that worked."  

These people have seen those posts before because I've engaged with them 
previously, but they didn't buy the last 'me, but they're buying this 'me. 

People are going to buy when they're ready. That's all you have to remember. 
It's just geing your message out to enough people that you start to build a 
really profitable business for yourself. 

YARO: So, where do you find most of your clients drop the ball? Where is the 
big blockage for them when it comes to this sort of advice? 

KIERON: Drop the ball on…? 

YARO: Like when you say this to them or when you look at their business, 
they say, "I want to grow but I'm not growing. I can't get to the next level." 
And, you say, well, your advice is geing that awareness out and sales. Where 
are they not doing what they need to do to get to that next level? 

KIERON: Well, most people are not selling. If you can spend... I'll go back to 
the days of Bob Proctor. Bob taught me, make 50 calls a day. I'm like, "What? 
FiXy calls a day." 
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But, if you do 50 calls a day, you're going to see a significant shiX in your 
business, but a lot of people won't do 50 calls a day. A lot of my clients say, 
some will do it but most won't. If you did 20 a day, you'd see a significant 
difference in your business. A call isn't always just to make the first sale. A call 
is a follow up. Most sales happen between the 8th and 11th call or follow up.  

So, even like email and tex'ng and all that or chaing through Facebook, 
those are follow-ups today. They're touches. We call them touches. It's 
important to be touching on your prospects constantly without annoying 
them and just stay in touch. I stay in touch with everybody. Even if somebody 
annoys me, I stay in touch with them because I find that even  through just 
that li]le bit of outreach every once in awhile, it leads to something. 

I have this person who ask me a lot of ques'ons on Facebook and I'm always 
answering. I have no business rela'onship with this person whatsoever, but 
they've always asked me for 'ps and sugges'ons and whatnot, but it's 
resulted in them referring a client to me, which becomes a  $15,000 client. All 
of a sudden, you start to look at things in life and it's like, be open to 
everybody. Be willing to serve everybody. Don't always be a]ached to the 
dollar. 

This Academy is only three years old and  it's building, it's doing well. It's not a 
phenomenal success yet, but I'm s'll in the process of, like every business I 
built, it takes a while to figure out what works and what doesn't work. Part of 
star'ng a business is a bit of a trial and error. OXen, you'll think it's going to 
go a certain way. You'll have an idea and a plan, but then, nah, that didn't 
work. But, that's working and that's working be]er. 
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For me, I've been going through this whole past four years and really refining 
my model to get it to a point where, now I know what's working.  

YARO: Let's connect the dots then, Kieron. There's, I'm assuming, up to 2005, 
you were expor'ng food and you were the sales guy as part of that business. 
What happened next is missing a few years to get you to essen'ally what you 
do today, mentoring and training. 

KIERON: I was recruited into a soXware company and I was doing sales 
training and helping them do business development. Then, that's what led to 
in 2006, I was invited to one of these seminars. A year later, I took one of 
their courses where you could be trained to be a facilitator, and a year later, I 
was one of their lead facilitators. For five years between 2007 and 2012, I 
was traveling all over the world teaching these empowerment seminars,  
business training seminars, and I ended up teaching over a quarter million 
students in five con'nents, and sold over thirty million dollars for the 
company. 

But, keep in mind, this was a big machine. For me, to sell that kind of money 
required a big machine behind me, but it was a great experience and the kind 
that just launched me into this arena where I'm more... What I realized in that 
experience was that, I'd say about 95% of people who took all these seminars 
never really did much with it and what was missing was the real close 
mentoring, guiding people to success. 

And so, when I started the Academy in Vancouver, that's what I put my focus 
and emphasis on. I was right. It's really the mentoring that's making the big 
difference, yes. 
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YARO: How did you find the transi'on from being the entrepreneurs/sales 
guy in a company to being less of the doing the work to teaching other 
people how to do the work kind of role? Did you find that easy to transi'on? 
Did you love it? Because obviously, there's a difference between running a 
business and teaching others how to run theirs, right? 

KIERON: Yes, well it's... It's my passion. I love it. When I go back to my 
childhood days, when I was around seven years old, I started to no'ce that I 
was always good at talking to people and giving them support and counseling 
them and as I grew into my teenage years, I always remember people coming 
and talking to me and say, "I really feel comfortable talking to you. You give 
me such good insight," and things like that. 

I always had this counselor side of me, as well. Today, it's called a mentor or 
whatever you'd call it, but it's taking all those 30 years of experience now and 
life's experience. It's not all business. There's life challenges all wrapped into 
that, too. I've had my ups and downs. I've had my challenges. In the last two 
years, I've been dealing with a challenge that's just been an annoyance. But, 
it's a card that was dealt to me and I'm geing through it and I'm just going 
to, I take everything as a lesson and I know it will serve me in some posi've 
way.  

But, that experience allows me to guide other people, as well. I've been 
recently trained in a new process of helping people move through stress and 
trauma and stuff. It's really helped me a lot to work with clients on a different 
level, as well. 

YARO: So, just wrapping up the interview, I'm curious what does your 
business look like today and what are you doing in the business? Because one 
of the things I touched on at the start of this interview was it feels like you've 
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found a really good balance as this mentor who's got a full-blown teaching 
business. Like for example, people who follow me were always talking about 
selling digital products, online courses, membership sites. We men'oned 
workshops, but it sounds like, you men'oned before you believe that 
mentoring is really important to help business people actually execute on the 
training they're geing. So, you speak today. You mentor. You do small group 
training. What is everything you do and how have you balanced all those 
different aspects of your current business? 

KIERON: It's not a lot of work what I do because I teach, of course, every 
three months. I run a group coaching every three months in one of the off 
months. And then, I do one-to-one. I'm star'ng to target more one-to-one 
coaching. I'm star'ng to posi'on myself to a higher paying client working with 
people that are already successful and established and mentoring them to 
whatever they want to be mentored towards to achieving whatever it is in 
life. But, it doesn't always have to be about making more money or increasing 
your sales. Some people are looking for guidance and mentorship in other 
areas of life. 

When you look back at my en're life and everything I've done, it's been very 
diverse. I've got a lot to draw on to give expert advice and to give guidance to 
people. A lot of it is also just a natural intui've wisdom and very plugged in 
spiritually. I get downloads a lot and I get a lot of guidance from what I call my 
higher source. I just really just rely on that and it's interes'ng. It's like this.  

I first became aware of all these in Think and Grow Rich. Napoleon Hill talks 
about the radio sta'on, how the mind works like a radio sta'on. It's like a 
transmi]er. So, you're constantly sending and receiving signals. 
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I started to no'ce that I started to have these intui've giXs, if you will. 
Everyone's got it. We just got to open up and be more aware of them. It is 
just amazing what comes in. So, when I'm working a client, I'm oXen geing 
this informa'on coming to me where I can guide them.  

The only way I can validate whether that informa'on I'm geing is working, is 
to see what happens in their business and everybody goes out, implements 
what I ask them me to do, and boom, it just happens. 

YARO: I was going to say, looking at, like you said earlier, you're not really all 
over the internet marke'ng yourself. A lot of your customers come through 
referrals. I don't see any content and even the way you're presen'ng at your 
website KieronSweeney.com. You're not talking Law of A]rac'on, Think and 
Grow Rich, spiritual aspects of business, you're not saying heart-centered 
business mentor like a lot of other people nowadays are doing. Yet that s'll 
kind of coming into what you do. 

KIERON: That's funny you say that because a promoter said that to me 
recently. We are actually in the process of redesigning that site because 
you're right, it doesn't speak that message.  

YARO: But, you want it to. Is that what you're…? 

KIERON: Yes, definitely I want it to, yes. 

YARO: Okay, interes'ng. Yes, I would call that a trend right now, but possibly 
it's just the reality of life, too. 

KIERON: Yes. 
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YARO: That's interes'ng. Besides Kieron-- I obviously will put the link for this 
in the show notes-- KieronSweeney.com,  is there any other websites you'd 
like people to check out your work at? 

KIERON: Yes, we have Breakthrough Entrepreneur Academy. They can go 
there. Then, there's also a free book called Life's Golden Buckets. It's a 
financial money management system. LifesGoldenBucket.com for free 
download. Then, my book on Amazon is called Thoughts, just the word 
thoughts with an "s". It's all about how you think and how you can really 
a]ract what you want in your life just by really mastering the power of your 
thoughts. 

YARO: Hmm, you're going deep into that side of manifesta'on. 

KIERON: Well, at the end of the day, to me, it's like that's what it really is all 
about and a lot of my mentors, that's what turned me on in the beginning of 
these seminars that I went to and learning all about the mind power and how 
things worked. Originally, I thought it was all a bunch of nonsense but I've 
learned through experience in life that it's very powerful. 

YARO: Yes, it is interes'ng considering you had Jack Canfield and Bob 
Proctor as very early teachers there at that seminar you went to. They would 
have been certainly espousing.  Things like your thoughts become things and 
that sort of lessons. It's I guess full circle. Now you're doing the same thing, 
right? 

KIERON: Totally yes. Interes'ng. 

�24



YARO: Awesome, Kieron. Thank you for taking the 'me to share your story. I 
know I'll probably see you more while you're in Vancouver anyway, but I 
appreciate you sharing the story with the listeners. 

KIERON: Yes, let's get together and have lunch some'me. It would be nice to 
sit with you. 

YARO: Sounds good. 

KIERON: Awesome. Take care. Thanks for the interview. 

YARO: Thank you. 

KIERON: Bye. 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LAUNCH, GROW AND PROFIT 
FROM YOUR OWN PODCAST 
USING THE ‘INTERVIEW 
STORY’ FORMULA 

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

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

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

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

• The basic technical tools you need to start podcas9ng FAST 

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

clear about what you want it to do for your business 

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

when you first publish your podcast 

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

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

by tapping into other powerful referral traffic sources 

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

what op'on I recommend you focus on.
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