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preferences.
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For more details and to apply for your own email inbox email manager, go
to: www.inboxdone.com
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Text Transcript
Full Downloads For This Episode Are Here:
h<ps://yaro.blog/28660/ryan-levesque/
YARO: Hey, this is Yaro. I have an exci.ng guest on today for the podcast,
someone who I have seen rise and rise and rise again in the internet
marke.ng community over the last few years. He has become a bit of a
superstar. I am always curious, considering how crowded the internet
marke.ng space is. When you reach the top, you must be doing something a
liHle diﬀerent, or a liHle new, or a liHle special. I am excited to learn a liHle bit
more about the behind the scenes story of my guest today, and also just
some amazing resources he's got for us with our internet marke.ng.
I would like to welcome Ryan Levesque to the show. Hello Ryan.
RYAN: Yaro, it is awesome to be here and it is great to be talking to you, my
friend.
YARO: I did not ask you before, but where are you calling me from?
RYAN: I am in very stormy Aus.n, Texas right now. If you hear some thunder
or rain in the background, it is because it is in fact raining quite heavily right
now.
YARO: Okay, well, that is good book wri.ng weather. You've been busy--
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RYAN: I love sleeping to this weather. With the thunderstorm, I will just fall
asleep so easily. I don't complain at all.
YARO: I know you primarily, I guess from Ask, which is by far your biggest
claim to fame, the Ask method, you are the "buckets guy" as I some.mes call
you [chuckle] when we are not in the room. I went through your audiobook a
couple of years ago it was. You have now got an... I don't know if I want to call
this sequel or prequel. I was framed both ways with this book called Choose,
your new book.
Before we talk about you, let's put into context what is the new book. What is
the old book? How does it all ﬁt together?
RYAN: Totally yes. Ask released in 2015. In Ask I revealed the marke.ng
methodology I used to successful enter 23 diﬀerent niche markets. It's really
predicated on asking a very speciﬁc set of ques.ons in a very speciﬁc way to
understand your audience at a deep emo.onal level so you can then put
people into diﬀerent buckets instead of selling people in a one size ﬁts all way
and segment your audience into diﬀerent tracks, and so, I wrote the book.
Truthfully, I never expected the book to do what it did. But, it went on to sell
hundreds of thousands of copies in all these diﬀerent languages. Ink
Magazine rated it the number one marke.ng book of the year.
When you write a book like that, there are some amazing things that happen.
One of which is you get a lot of leHers and emails and messages from people
who will say the book changed their life, and not so amazing things that
happen. One of which is people write to you who will say, "Ryan, I read your
book. I followed exactly what you teach but it didn't work."
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When you get a message like that, it's like a sucker punk in the gut. It's like,
"Well, wait, what did I miss? Did I do something wrong? Where did I miss
things?"
That spurned a three-year research project where I started looking at why
was it that some people were having success with the Ask Method, and why
was it that some people were not having success? They had the same
methodology in front of them, and why was it that some were successful and
others were not?
What I discovered in this process is that it all pointed back to the same thing.
The people who were failing, who followed the process to the leHer were
doing so because they started by making the single biggest mistake you can
make in your business which is they chose a bad market.
In other words, this is metaphor that I use, I think it's really helpful. It's like
when you start a business, it's like tossing a boat in the river. You expect the
river is going to get you to your des.na.on in the same way that you expect
when you start a business, it's going to do all the things for you in your life
that you expect it will -- generate income and create wealth and allow you to
make an impact and have freedom and all the things that you want.
What I found is that, people were making this mistake where, you might have
the best boat in the world, hire the best, most capable crew, you might row
that boat 18 hours a day bus.ng your buH, but if you point that boat in the
wrong direc.on in that river, you are never going to get to your des.na.on.
Worse yet, if you put your boat in a river that does not have any water in it, it
doesn't maHer how hard you row. You are not going to get anywhere.
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That is what I saw people doing. They were choosing bad markets. It led me
down this path to ask the ques.on, well, what is it that separates a good
market from a bad market? What does that mean exactly?
As I started inves.ga.ng the 23 markets that I had gone into, some of them
had been more successful than others, and so I looked at what was it that
separated the really successful ones from those that were not as successful. I
did the same thing with some of my students and our clients, and looked at
their businesses.
What I found was that there are seven factors that determine if your market
is a green light market, a yellow light market, or a red light market. That is
what this most recent book Choose is all about. If Ask was how I entered this
23 diﬀerent markets, Choose is why I chose those 23 markets speciﬁcally in
the sea of thousands or millions of possible markets or niches.
YARO: That is a fantas.c liHle taste of what we could possibly lead towards.
Obviously, the next ques.on I would ask is what are those seven? Read the
book is one answer to that ques.on. I am curious how you even reach this
point given you had all these niche websites and you moved on to have this
business with these clients. You're a very busy guy. You are speaking at lots of
events. But, when I remember reading Ask, that's not how it always was. You
were like a lot of people, just trying to ﬁnd that ﬁrst proﬁtable market and
that ﬁrst niche business that works.
You also struck me, and this is deﬁnitely, I remember reading Ask going, "This
guy works really hard and he just can't slow down." Of course, you had that
experience with the hospital which forced you to slow down. I'd love to touch
on all of these but we don't have a lot of .me to do your en.re life story, but
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maybe we can summarize, born and raised in Aus.n or with this French name,
Ryan Levesque, I know there's a French connec.on somewhere, right?
RYAN: There's a French connec.on. I've got a French Canadian family. I grew
up in New Hampshire, a liHle over the border. I've got family in Montreal. I've
got family in Quebec. Levesque is a very French name. It translates to bishop
for anyone who is curious.
I grew up very blue collar. Neither of my parents went to college. First of my
family to go to college. My dad worked nights basically loading boxes on the
back of semi-trucks and my mom cut hair at the basement of our house to
earn a liHle extra income. I grew up blue collar, ﬁrst of my family to go to
college, got into an Ivy League school, so it was a big deal in my family to
have one go to college, and number two, to get into a preHy good college. I
studied Neuroscience and Chinese studies in school. My parents thought I
was going to become the next great neurosurgeon. Boy, were they
disappointed when a few years later I was giving it all up to sell ebooks online,
but true story. I had to have that conversa.on with my parents.
YARO: What was your jus.ﬁca.on to your parents, Ryan, when you told
them this?
RYAN: Well, it was a precipitous fall from grace. I went to school for
neuroscience. My best friend in college, Dr. Charles [Kasergen] is a
neurologist at the Mayo Clinic, the most pres.gious medical ins.tu.on in the
United States and arguably the most diﬃcult facet of medicine, neurology
[inaudible] I'm not.
My parents constantly compare me to Dr. Charles. But, ader college, I had no
idea what I wanted to do. I knew I did not want to go to medical school. I
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knew I did not want to become a doctor, and so, naturally I do what
everybody does which is you work on Wall Street. I decided to work on Wall
Street, make a liHle bit of money that way, and I always had this interest in
China and Chinese culture and I wanted to live and work abroad.
My wife and I spent the next ﬁve years living and working in China. I had a
job opening up sales oﬃces for the insurance company AIG. I was basically
running China expansion for AIG where I was travelling to a new city every
couple of weeks, opening up a sales oﬃce, managing a local team. I was ﬂying
from one city to the other, living out of hotels.
I reached this point in my mid-20s where I had this quarter life crises as I call
it. I said, "I do not want to do this for the rest of my life."
I saw my boss who is in his 60s, who was the president of China for AIG, and
I saw what my future was going to look like." I said, "I do not want that to be
my life, but I do not know what I want to do."
It led me down this journey. It was very much an entrepreneur's journey.
You'll be very happy to know, yaro, that your blog, the Entrepreneur's Journey
blog that you started way back in the day, was one of my go-to resources
when I was in my cubicle or in my oﬃce dreaming about what I might do
someday. It's cool how all these come full circle.
YARO: That's nice to hear.
RYAN: I was a student of yours. Other people like you who were living a very
diﬀerent type of life. I said, "I want that." I never want to have to beg on my
hands and knees if I want more money, if I want a raise. I never want to have
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to have someone tell me you need to be here at this .me. I wanted control. I
wanted freedom.
More importantly, I felt like I had something inside of me and I had more to
give in the world, an untap poten.al. If anyone listening to this ever feels that
way or feels like there is more horsepower inside of you, more that you want
to do, whatever that is if it's a crea.ve endeavour, or giving back, or whatever
it is, and you just felt that emp.ness. And so, I wrote this 30-page leHer to my
parents like a crazy person [chuckle]. I wrote them this leHer and told them
everything that was going on inside. They had no idea because I was in China.
They were in New Hampshire.
I wrote in this leHer, that leHer, my editor convinced me to reveal that leHer,
which was never intended to see the light of day, ever, in my ﬁrst book, Ask. I
share the term while I was going through, and one day in 2008, I wake up to
the Wall Street Journal in my oﬃce with the headline reading, "AIG to File for
Bankruptcy," that was the headline in the Wall Street Journal Asia edi.on.
That day, I remember I called up my wife. I said, "Got to WSJ.com." She says,
"What does it mean?" I said, "I don't know but I think this is the sign I have
been looking for." I draded up a resigna.on leHer, printed it up, signed it,
walked into my boss's oﬃce before I could lose the courage to do so and
gave him my two weeks' no.ce, packed up my bags, sold everything I owned
in the world. My wife was in grad school at the .me. She was pursuing a PhD
at HKU, Hong Kong University. She was in Hong Kong. I was in Shanghai,
moved into student housing together. We have been living this crazy bicountry marriage where we'd see each other a couple of weeks, moved in and
then, we got to work. The ﬁrst business that we started was in one of this
crazy random niche markets, teaching people how to make scrabble .le
jewelry, jewelry using scrabble, .les, and origami paper. And, if you're
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wondering, yes, it is in fact a thing. I did not make that up [chuckle]. It is really
a thing.
YARO: So random.
RYAN: And we went into that market because I think my wife had been
listening to me at the dinner table for months talking about every harebrained
crazy business that I was thinking about star.ng.
One day in one of these dinners, she said, "I have an idea. How about this?"
She pointed out there was this new website that had just come out at the
.me and the website is a huge website today, but at the .me, it was a startup
that not very many people have heard about. It's called Etsy.com. If you're not
familiar, Etsy is like eBay for handmade products, for craders, and jewelry
makers and kniHers to sell their products online.
And, she said, "Take a look at this jewelry that's selling. It's scrabble .les made
with origami paper." She said, "Check it out." She said, "Hey, here we are in
Asia. We have access to all the origami paper that we'd ever want, all the
variety. We have access to inexpensive labor in Southern China. We can set
up a liHle factory and we can import the jewelry into America. What do you
think?"
I said, "Honey, that's not the type of business we want to start. I don't want
to be chained to a factory in Southern China with all the pollu.on. We want
to build a business so we can travel and live a loca.on-independent lifestyle,
the Yaro Starak lifestyle. That's what I want [chuckle]. I don't want to be..." So,
we closed the book on the idea.
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Then, a few weeks later, she brings it up again, and she says, "Remember that
scrabble .le thing I was telling you about?" I said, "I thought we closed the
book on that." She said, "No, no, no. Check this out."
She showed me her computer. She said, "Take a look at this woman shop on
Etsy." The cool thing about Etsy is you can see a person's sales history. THis
woman that she showed me was not making the jewelry. She was teaching
people how to make the jewelry. She was selling this tutorial online, a PDF on
how to make this scrabble .le jewelry. Again, you could see her sales history
on Etsy and she was selling her tutorial for about $30 and she was doing
about 30 sales a day. We quickly did the math. We looked back at her sales
history, a couple of days, a couple of weeks, and the last month. We found
that she was making about $10,000 a month teaching people how to make
scrabble .le jewelry.
My wife bought the tutorial and she said, "It's not very good. It's homemade.
There are spelling mistakes. I think I can learn how to make this jewelry and
we can build a beHer product." That is what we did. We built the products.
First month, we sold maybe a couple of units, then a couple of hundred
dollars, a couple thousand dollars. Eventually, we were selling $8000 a month
in this .ny liHle niche market.
Then, literally-YARO: This is, sorry to interrupt you, but this is a great chance since I know
we are going to get lost in all the other niches that you start consequently
ader this ﬁrst niche.
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But, I'd love to .e this into Choose at this point because obviously, Ryan, all
the way and his wife back then, you were not familiar with choosing a niche
whatsoever.
RYAN: No, not at all.
YARO: So, if we do a hindsight, this is current day Ryan looking back at old
school Ryan making that ﬁrst decision to choose this educa.on of scrabble,
origami crads, so random [chuckle], I don't have to give .me to go through all
seven or maybe you can brieﬂy, but how does it line up? Obviously, you
probably felt a liHle bit of back then it was luck, but did that niche match all
seven criteria? Why did it work based on your current criteria?
RYAN: Well, what's funny about it is it taught me the ﬁrst lesson in choosing
a niche. It is one of the things that I call the ﬁve market must-haves.
We went into this market. I men.oned we'd grown a few thousand dollars a
month, $8000 a month, and literally, at our peak, the next month, sales
dropped oﬀ to almost nothing. We had this moment where we looked at each
other, where at this point, I remember, I quit my job, my wife is in grad school,
no income, we had burned through most of our savings at this point, and we
had this moment where we looked at each other and said, "Oh crap, what do
we do now."
It taught me the ﬁrst lesson and the importance of choosing a niche where I
learned the importance of what I call market must-have number one, one of
the factors that I talked about in the book Choose which is choosing
evergreen market.
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What I learned is that the scrabble .le jewelry thing was just a fad. It was just
like beanie babies or ﬁdget spinners or something like that. It was huge it
exploded and then, the next month disappeared and we're back to ground
zero.
At this point, my wife and I were in Hong Kong. She ﬁnishes her PhD program
and we said, "What do we do?" She said, "I'll get a job." Then, my wife's
academic background is in history and architectural studies and art history.
She's in a ﬁeld that did not pay very well but she got a job as a museum
curator in Texas, which is what brings us back to Texas, that paid $36,000 a
year. It was in Brownsville, Texas.
Brownsville is a bordertown. It's a bordertown right between Texas and the
Mexican border, it has a lot of historical signiﬁcance with the trade with
Mexico, but it is not a super pleasant place to live for most people. In fact, we
lived in the poorest zip code in America. We had an apartment with bars on
the windows, 400 square feet with two lounge chairs in the living room, the
maHress on the ﬂoor, $50 a week grocery budget, I drive my wife to and from
work every single day, and I worked on my business. This .me, learning what I
had learned in that ﬁrst market, you men.oned in hindsight, I knew I wanted
to go into a market that wasn't going to disappear.
I started doing research on the oldest hobbies in America, the longest las.ng
hobbies in America, and what I found consistently as the number one or
number two hobby every single year for the last hundred years is gardening.
Gardening, it's been around forever. Hundred million plus Americans
considered gardening a hobby of theirs.
I started looking at niches within the gardening market and seHled on orchid
care, orchids as in the ﬂower. And so, built a business learning what I had
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learned with that ﬁrst one and we took that business from nothing to
$25000 a month. My wife quit her job at that point. We moved to Aus.n,
Texas, a much more pleasant place to be which we have been here ever since,
going on ten years, took that business to half a million dollars a year and to
this day, Yaro, a decade later, that one business alone s.ll basically covers
preHy much all of our living expenses. And, I learned the importance of
choosing an evergreen market, what I call in the book a metronome market, a
market that just goes back and forth every single year.
Now, we've seen what happens recently, people who have gone into markets
that are just this fads, like one that comes to mind and I am sure you can
remember this. It was not too long ago, the bitcoin market.
YARO: I was there.
RYAN: There was that .me where you could not turn the corner without
everybody talking about bitcoin on Facebook. I remember gelng my haircut
once and one hairstylist was explaining to the other hairstylist what
cryptocurrency is or what bitcoin was and that was the moment when I
realized like this is the textbook sign that the bubble is going to pop.
Sure enough, I think it was December 2017, bitcoin reached that peak price
and the next month, it fell oﬀ a cliﬀ, and all these people who had built
newsleHers and membership sites and podcasts and all these businesses
around bitcoin, most of them disappeared and they are doing something
diﬀerent now. So, that's that ﬁrst market must-have.
YARO: Before we move on, I can not ask you this even just in summary, what
made this orchid business become a half a million dollar business because to
me, that sounds like what would be a very compe..ve niche to get into,
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maybe not so much back then, and you don't strike me, were you a one-man
show like tech guy, marke.ng guy, buying ads, sourcing products... That's an
awful lot to make that work. Was that all you?
RYAN: It was my wife and me. One of the big ques.ons I'm oden asked is
knowing what you now know with the hindsight, the wisdom that you have
here, what would you have done diﬀerently if you could start all over again?
My answer, unequivocally is I would have hired faster.
Because I lost it all on that ﬁrst business, I was so gunshot toward spending
money in the ﬁrst few years of our business. And so, when I look into that
business, we started with a single book, but the business s.ll exists today. If
anyone is curious, you can look it up. It's OrchidsMadeEasy.com and we
started with a book.
Here is how the book was created. My wife wrote the book. I did the graphic
design for the book. I did the graphic layout for the book in a free Indesign
knock-oﬀ tool that does not even exist anymore today.
I designed the website. When you look at the website, you are not going to
be very impressed. That's a knock on my design skills. I learned HTML. I
learned CSS. Facebook ads did not exist. I learned Google adwords. I ran all
the Google adwords. I learned copywri.ng by studying the late great Gary
Halbert and his work. I wore a lot of hats, do a lot of things. I remember one
piece of money I spent, and gosh, I can not remember what it was called. It
was not oDesk. It was not Upwork. It was eLance. I could not ﬁgure out how
to do this one thing I wanted to do on my website. I remember, for weeks
trying to ﬁgure out this stupid thing, on our blog, and I could not ﬁgure it out
and I ended up spending ﬁdy bucks on eLance to have a coder do something.
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It was one of those moments where it should have been the a-ha moment
like, "Hey, you can actually pay other people to do this stuﬀ. You don't have
to learn CSS to..." this is before all the page builders existed, lead pages, any
of these page builders. They did not exist at the .me. It was just Wordpress
was around, but even that, my ﬁrst website wasn't even built on Wordpress. It
was just HTML and CSS.
I learned all these things, not to say I was very good at any of them, but years
into the business, the business was doing hundreds of thousands of dollars a
year, Yaro, and my wife and I s.ll were, every couple of nights, we'd put
Nenlix on, we'd have a giant pile of books, a giant pile of cheat sheets, a giant
pile of yellow manila envelopes, and we were stuﬃng books in envelopes
selling hundreds of... We'd do promo.ons where we'd sell a couple thousand
of books at a .me. We were the ones slapping the labels on, prin.ng on our
Dell printer at home doing this all ourselves. I remember going to the post
oﬃce with crates of these boxes and the postal employees rolling their eyes
at us because we'd be dropping oﬀ stuﬀ in line.
Yes, I did a lot more myself than I really probably should have and probably
should have hired much sooner.
YARO: Wow, and is it safe to say that sales were driven primarily by the
adwords at the .me?
RYAN: Sales were... I learned that, and I think I learned this from Perry
Marshall, I think Perry said, "If you can master one way to drive traﬃc, and
one way to convert traﬃc, that's all you need."
I see a big mistake that a lot of people make is they try to do all of these
things, especially today. You've got Facebook, Instagram, YouTube, Google ads,
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and you got all the other ones, Snapchat, do a podcast, a video show, all
these planorms, sell on Amazon, all these things, the reality is you only need
to master one of them. For me, my one way to generate traﬃc at that .me
was Google adwords.
YARO: Okay, let's keep moving forward then. I think that is a nice overview.
I'd love to dig in to that business. I could spend a couple of hours talking
about it.
RYAN: And, one last thing I'll say about this. People make half million dollars a
year selling a book. In that business, we have a book. We have a DVD video
course. We created masterclasses on every single one of the most popular
common orchid varie.es-- cymbidiums, oncidiums, dendrobium, vandas,
caHleyas, phalaenopsis, paphiopedilum. We have a course on hydroponically
growing orchids. We call it the "just add water method." We have a course on
photographing orchids, on watercolor pain.ngs, how to make your own
fer.lizer. We sell orchid jewelries.
We went inch wide, mile deep in that space. But, it underscores what you are
looking for in a market. The orchid example is a great example of one that
checks most, although not all of the boxes on the list of seven criteria. There
are a few things in retrospect knowing what I now know that would have led
me to probably not go into that market now because there are ceilings like it's
not a mul.-million dollar business. It's a nice six-ﬁgure business but it hit a
ceiling in that business and had hit that ceiling for years because of some of
the limita.ons that the niche has associated with it.
YARO: Mm-hmm. Interes.ng. You sound like an orchid expert now yourself,
Ryan.
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RYAN: I know more about orchids and scrabble .le jewelry than I ever
thought I would ever know. It's a bit embarrassing but take what you can get.
YARO: But, you did not write or create all those DVDs yourself. That was not
you teaching how to be a gardener. You must have-RYAN: What we did, yes, the ﬁrst book was something that we wrote
ourselves. Every product thereader, we learned the importance of ﬁnding
experts in that area and most typically hiring them, like the DVD course, we
have Chuck who is a re.red school teacher, who does a lot of the teaching in
that video course, who is someone who truly is an orchid expert. He is a
teacher. He is an educator. He has a background in educa.on and orchids has
been his lifelong passion and like so many people, was not someone who
knew how to transform that passion into a full-.me income. It was a great
win-win opportunity.
YARO: Mm-hmm. Fantas.c.
Okay, maybe you can take us forward. That's two niches of the 23 that you
have been through. I think you highlighted another of the Choose methods
there. You said there was a cap on the size of the market. That led me to a
ques.on about what you actually wrote about with Choose. Are you referring
to lifestyle businesses or big explosive mul.-million dollar or even billion
dollar unicorn style businesses or both when you're teaching this
methodology?
RYAN: That's a great ques.on. My vision, my grand vision when I ﬁrst started
my business was simple. I said, "If I can build 20 half a million dollar niche
businesses, I'll have a ten million dollar empire and I'd be diversiﬁed."
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I was so fearful star.ng my business especially ader the ﬁrst one collapsed. I
said I never want to put all my eggs in one basket. I later learned that that
probably was not the best strategy because there's not a lot of cross-sell
opportunity like my next business was in the memory improvement space. I
built this business basically to make my parents happy, to show them that I
was using my neuroscience backgrounds. I did a business called Rocket
Memory. It s.ll exists today where we teach people how to improve your
memory using a series of memoriza.on techniques. I realize very quickly that
our orchid list was not interested in improving their memory and our memory
list was certainly not interested in orchids. It was not a strategy I would
pursue today.
When we talk about the methodology that I outline in Choose, a couple of
things are important. Number one, I am a huge advocate for the business
model of selling educa.on and exper.se.
YARO: Me, too.
RYAN: For the same reasons that I was turned away from selling scrabble
jewelry, but very intrigued with this idea of teaching people how to make
scrabble jewelry, that has served me my en.re career. It has served my most
successful students, most successful clients, you had a ton of success with
this model. I'm preaching to the choir here, but it has the lowest startup
costs, highest margins, fastest way to get a business going, you don't need to
be the expert yourself. You can ﬁnd an orchid chuck in your niche to work
with, hire a partner with whatever you want to do to be the expert if you
yourself are not the expert. There are so many beneﬁts to this business even
if you have another type of business already. You might have a physical
storefront or you sell physical products. I believe everybody should be selling
some form of educa.on and exper.se.
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The objec.on I oden hear is that, "Well, there is so much free informa.on out
there. Can you really build a business around this?"
I looked at the stat recently and it's fascina.ng that, did you know that over
$800 million a day is spent on informa.on online? A day! Almost a billion
dollars a day spent on informa.on online.
When I went to college, tui.on was $40,000 a year. It was an expensive
school back then. It's over $80,000 a year today, ﬁdeen years later. Most
things have not doubled in price in the last 15 years.
People are spending more money on educa.on today than they ever have in
history, so you have nothing to be worried about. People are paying for
diﬀerent types of things now, and that's the key that you want to be looking
for. That's the ﬁrst thing that I advocate, selling educa.on and exper.se.
Second thing is this, I assume in this book that you are bootstrapping your
business. What I mean by that is you are star.ng this business yourself, either
with your savings, maybe you're borrowing a liHle bit of money from friends
and families, but you're not raising millions of dollars to build a Silicon Valley
venture, a unicorn-type of company like you men.oned, Yaro.
This is predicated on building a business that could be hundreds of thousands
of dollars a year, or it can grow beyond that. We talk about market size. Let's
touch on that for a minute.
That's a ques.on I get all the .me. People want to know. Have I selected the
right-sized niche? Is my niche too small? Is my niche too big? I was very
curious to look at the answer to this ques.on, as well.
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We went back and looked at each of our 23 niche markets. I went back and
looked at my students, my clients, and I was curious to know if there was any
correla.on between market size and success.
Here is the crazy thing. We discovered that there is a very narrow range in
keyword volume that represents something that we have come to describe as
the market size sweet spot. We looked at every single one of our most
successful businesses and found that they all ﬁt within this very narrow
keyword search volume band. They were not too big. They were not too
small. They were right in this range.
For months, ader we made this discovery, my colleague Michelle and I on my
team, I remember, we were in person, we were silng in the oﬃce, we looked
at each other, and we said, "This is incredible." We debated whether or not we
were going to share that because the reality is that is like our secret sauce.
That's our most successful niche. Are we going to put it out there, and in the
end, we decided in the book to reveal what those keywords are so that you
can take your keywords in your market and you can compare them against
these benchmark keywords. We call them the RoseHa Stone keywords
because they unlock this discovery, and we walk you through how to use the
free tool Google trends to compare your niche against these reference niches
to see are you in the sweet spot or are you too big, or too small, in which
case usually they are niched up or niched down to get yourself into that zone.
YARO: That's really interes.ng. Very analy.cal and no doubt, extremely
helpful for those people who are more inclined to look at the keywords, but
not want to get lost in that area because it can be a rabbit hole of
informa.on, very overwhelming for people who are new.
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Ryan, I would love to, and we only have ten minutes more, I want to wrap up
your personal story here, too and maybe .e in a few more of these Choose
points. How many years ago was the orchid business started? Then un.l now,
how many years do we have in your life?
RYAN: 2008 around is when we started that business right around 2008. You
go to the wayback machine to get the exact date, the website s.ll exists. I
think our website was originally called Ul.mateOrchidGuide.com. You can go
to Archive.org and see the exact date, but 2008 was when we ﬁrst started
that and here we are now recording this in 2019.
YARO: So, it's a decade.
RYAN: We're eleven years strong.
YARO: Yes.
RYAN: Yes, it's a liHle over a decade.
YARO: Over a decade and there is s.ll another 21 niches you managed to roll
out [chuckle] in that ten years, not to men.on write two books and you've got
a massive consultancy business around the Ask method, too.
Summarize, give me the last ten years in ﬁve minutes, please [laughter].
RYAN: Yes, so we entered all these diﬀerent niche markets and like most
things in life, the ﬁrst ones takes the longest. Then, we start developing a
system. You're able to roll things out much more quickly. The ﬁrst one took
the longest and compressed things from there.
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When I wrote the book Ask, that's when things started to really change. I
started shiding our focus away from our niche businesses and instead
focused en.rely on teaching other entrepreneurs.
I was hesitant to do that for so many years because I always had this quote in
the back of my mind, "Those who can't do, teach." And so, I was a reluctant
teacher. I did not want to be perceived as someone who was not a
prac..oner, who did not know what they were talking about, but were just
teaching. There is that percep.on of people who have never made any
money online teaching people how to make money online. I just did not want
to be one of those guys. I was reluctant to do that for so many years.
When I look at what we have done today as a company, my goal when I
started our business, Yaro was I said, "If I can make $10,000 a month in
passive income, that would be my dream. That was my dream."
Here we are a liHle over ten years later, last year, we just passed ten million
dollars a year in income revenue in our business. Our revenue is public where
we landed on the Inc 500 list of the fastest growing companies in America
two years in a row.
But, in fairness, I have a team. Talking about hiring, I have a team of about 55
to 60 people, full .me team members, employees in our company right now.
When I started, that was not the business I wanted. I wanted a business
speciﬁcally that I did not have a team. I just wanted it to just be me. I wanted
to just keep things simple.
Then over .me, I realized to make the impact I wanted to make and to create
the... As a crea.ve, I am a very crea.ve person to do the things I wanted to
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do, write books and things like that needed a team and infrastructure to make
that happen.
That's ten years in a nutshell. $10,000 a month was my goal, just passed ten
million dollars, team of about 55 to 60 people now to help make it all happen,
launched a sodware company that we passed a million dollars in revenue in
our ﬁrst year, growing that to as much as we can and going from there.
Got a liHle bit going on. Yes, I am a busy guy. I do not shy away from it. I do
not like to mislead people and lead people to think that I live a four-hour
workweek. I've got ten interviews today alone un.l eight o'clock at night. It is
not common that I work that late. I've got two young kids.
My goal now is I look at what's important to me. Can you be top one percent
in the areas of wealth? Top one percent wealthiest, top one percent healthiest
in health, top one percent in family, so how you might rate or describe that,
top one percent husband, top one percent dad, and top one percent in
philanthropy, in giving back. Can you be top one percent in the world in those
four areas at the same .me? That is on a personal level what I really aspire to.
I wanted to do that as a personal challenge and make sure that everything we
do supports that.
I'm sure you know a lot of entrepreneurs who have lost their health, I lost my
health earlier in my career, who have lost their families, who do not do
anything to give back. They are very selﬁsh. I wanted to create a life and a
business that allows excellence in each of those four areas.
YARO: Fantas.c goals. Challenging to do them all at once, or at least you're
doing this sequen.ally.
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RYAN: I don't know if it's possible. I'm certainly not there in all those areas. I
don't even know if it's the worthiest goal to pursue, but it's one that I am very
fascinated at exploring, has anyone done it? Who has done it? How have they
done it? Is that the right thing to pursue?
YARO: I just ﬁnished reading Chuck Finney's bio who I think probably he is
the guy who inspired the giving pledge. He managed to give away eight billion
dollars, his en.re wealth value while he was s.ll living, and he is s.ll alive, but
I do not know if the family and everything else is quite balanced, so yes, it's
an interes.ng ques.on to do it all at once.
Ryan, let's wrap it up. I feel like the great summary here is you went from your
early days, you described that, and then, found yourself in niche marke.ng,
wan.ng to break free from your job, had a success story that then crashed
and burn, and then, had a second success story that you learned from and did
really well with the orchids, which then turned into a methodology for
building niche websites, which obviously was a journey in itself.

But then, once you became conﬁdent in that methodology, you felt you could
teach it to others. Hence, Ask was born which then led to your consultancy
and the sort of business you run today, and also the sodware service. I know
it's a bucket-related sodware tool to implement the Ask method.
Then, currently today, as we're talking, Choose is trying to solve that last
piece of the puzzle especially for those who struggled with Ask ader learning
it from you because they don't have the right markets. That's like a summary
of where you got to. Obviously, it has been a journey from employee to pure
lifestyle entrepreneur into now CEO, I guess you are pushing towards 100
million dollar valua.on already, which is amazing.
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Where can people get Choose for starters if they are all the way back at the
beginning of this process, just trying to ﬁnd their ﬁrst money-making niche?
RYAN: I love how you summed this up. I was like, man, this is great. I need to
record exactly what you just said because it was so much more concise than
the way I described it.
YARO: That's your interview in two minutes [laughter].
RYAN: Yes, it was great. But, I want to do something super special for your
audience. Again, I've been a student of yours since the very beginning. I
remember silng in my cubicle at my last job, the last ever job I ever had, I
remember logging into-- of course an incognito browser clearing my history
because I did not want to get caught at work-- to Entrepreneur's Journey. I
remember looking at that.
You are someone who has had a big inﬂuence. You have been inspiring for me
seeing someone like you doing what you've done, that gave me the
conﬁdence to make the leap.
I want to do something super special for you and your audience. Here is what
we are going to do. I have a limited number of hardcover physical books that I
want to give away to your audience. All I am asking is that you pay a few
dollars shipping and handling and I'll ship it to you anywhere in the world
whether it's Montreal, whether it's Hong Kong, a hardcover copy of the book,
and I am also going to hook you up with $200 in free bonuses including the
audiobook version of the book. A lot of people, if you're like me like listening
to the book, so I am going to hook you with that. Number two, I am going to
hook you up with... I men.oned I went to 23 niches. I have a private list of
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the niches I would be going into next. I am going to give your audience my 25
next niches that I would be going into in 2019 if I wasn't doing what I was
doing now.
These are niches that check oﬀ all the boxes that I teach you how to evaluate
in Choose so you can either use these as inspira.on or actually go into one of
these markets if you'd like.
I'm going to hook you up with that. I'm also going to hook you up with my
Business Mindset training. My academic background is in neuroscience. I've
been obsessed with the brain and psychology in neuroscience. I have a
course on 17 Mental Hacks you can use to overcome things like fear failure,
analysis paralysis, self-conﬁdent, self-doubt. It's a course that we sell
separately for $199. I am going to hook you up with that for free. The link
though is a super special link. You won't ﬁnd this on our website. The link is
ChooseTheBook.com\Yaro and if you go there, again, I have a limited quan.ty
of these books. I'll ship you a free hardcover copy of the book to anywhere in
the world. Just cover a few dollars in shipping and handling.
YARO: That is fantas.c, Ryan. What a great package. Appreciate the audio
version. I, too, am an audio book lover. That is deﬁnitely the way I am going
through your book.
Good luck with the book. I know you're about to con.nue on with this busy
day of interviews and so on. It's book launch .me. Enjoy it. It's great to see
the success of this methodology and you helping so many people. I know
you're doing some good work out there with all those lifestyle entrepreneurs,
which is my favorite group of people, as well. So, thanks for all your work and
keep up the good work.
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RYAN: Yaro, I want to say thanks so much for the opportunity for sharing and
I owe you a huge deal of gra.tude, man. I do not know that I would be here
in this seat talking to you today if it were not for you pulng out all the great
work you have done for the last decade plus. So, thank you for all you have
done, man.
YARO: Appreciate it, thank you.
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WHAT COULD YOU BE DOING
INSTEAD OF EMAILS?
Your email done for you by a real human!
Email sucks your .me, yet so many entrepreneurs, authors, speakers,
consultants and working professionals manage their email all by themselves.
At InboxDone.com we provide you with a dedicated email manager, a human
being with English as a ﬁrst language, who will custom build and operate a
system to reply, ﬁlter and follow-up all your emails based 100% on your
preferences.
We are email specialists -- that's all we do.
For more details and to apply for your own email inbox email manager, go
to: www.inboxdone.com
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