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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 
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preferences. 

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

For more details and to apply for your own email inbox email manager, go 
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Text Transcript 
Full Downloads For This Episode Are Here: 

h<ps://yaro.blog/28662/Cen-chiu/ 

INTRO: Hello, this is Yaro and welcome to an interview with a person who I 
am so excited to share with you because she represents a success story of 
following the model that I have been teaching now for over a decade of using 
a blog, growing an email list, and then selling your own digital informa.on 
product. 
  
My guest today is Tien Chiu who is in fact one of my students. She is in both 
my main programs. She took my Blog Mastermind 2.0 course and she is an 
ac.ve member inside the Laptop Lifestyle Academy. 
  
What I love about her story is her niche. She focuses on color weaving. I did 
not know what that was un.l I met Tien and I'll let you hear her explain 
exactly what her topic is and how she got into it and how it can turn into a 
business. It's all talked about inside this interview and I really recommend you 
stay tuned to the sec.on where we spend quite a bit of .me dissec.ng Tien's 
latest, or should I say her first ever launch campaign for an online course on 
color weaving. She set a goal to make $20,000 from that launch and 
managed to blast past it ending with over $25,000 in sales from her first 
online course selling to a nice small niche audience of about 3,000 email 
subscribers. 
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We dive in and talk about what were the emails she sent for that campaign, 
what technology she uses to grow her audience, and deliver that course, and 
all the bits and pieces that go together to make a successful first launch 
campaign. 
  
Once again, I am so excited to share this with you because it demonstrates 
the system s.ll works. It's 2019 and the Blog Mastermind method is s.ll 
going strong. 
  
I'd like to introduce you now to Tien. Here you go. 
  
YARO: Hell, this is Yaro and today, I have a guest who really, I've been hoping 
to interview for, I'd say it's almost years now, and I say this because I love to 
get case studies from people inside my community, my world, people who are 
following the model of teaching their knowledge online. 
  
I'm especially excited today because this is a brand new 2019 case study, 
although we're going to talk about something that happened at the end of 
2018. This is a story from someone who is very much doing their business 
today, so we're not talking about ten years ago. This is someone who is 
ac.vely growing a teaching business right in the current environment in a 
very interes.ng niche, too. 
  
I'd like to say hello and welcome my guest today. Hello Tien Chiu. 
  
TIEN: Hi, Yaro. 
  
YARO: Tien, thank you for joining me. Tien runs the website 
WarpandWeave.com. If you heard that name and it means nothing to you, 
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that may not be surprising. This is a very specialized niche Tien, maybe you 
can introduce us to exactly what you do teach? 
  
TIEN: I teach about weaving, hand weaving, making cloth, and par.cularly 
about color in weaving, so designing with color and hand-weaving. It's a very 
small niche. I would say that, I don't know how many weavers there are, but 
the biggest weaving magazine has a circula.on of maybe about 50,000 
people. 
  
And so, for a long .me, people were concerned that weaving was dying out 
and recently it's been experiencing more resurgence. That's a small niche, and 
then, if you think about color and weaving, that's an even smaller niche. 
  
YARO: How did you get into this area? Have you always been ar.s.c? 
  
TIEN: I trained as a mathema.cian. Both of my parents are scien.sts. I did 
not think of myself as being an ar.st at all. I graduated. I went into Caltech 
and I was a projects manager for 20 years. Then, I had a hobby of kniYng and 
spinning and later weaving. I never thought that it would become a career for 
me un.l I started… I did my wedding dress. It was such a beau.ful piece it's 
now in a museum. 
  
I thought, "Wow, this is really beau.ful." This might be something I would 
want to do for a living, but I never thought that I actually could because, as 
you know, making a living by doing art or doing cra\, it's almost impossible, 
and un.l I ran across your Blog Mastermind program, I had no idea how I 
could actually do that and pay a Silicon Valley mortgage. 
  
YARO: I did not realize your wedding dress was your first ever piece. 
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TIEN: Oh no, it was not my first ever piece. That was the first piece that I had 
made. I had only been weaving for about two and a half years when I started 
it, so I had not been weaving very long. And, it was a very ambi.ous piece. It 
took me a year to complete. I made so many mistakes along the way, but 
when I finished, it was a real masterpiece. You can see it on my website 
TienChiu.com. I assume you can link that in the show notes. 
  
YARO: Yes, we may even grab a picture and s.ck it in the show notes 
because I am curious that sounds amazing. 
  
It's probably worth men.oning, with your subject ma^er, it's something that 
you started out as a hobby I am assuming, and the only reason you eventually 
consider this a business is because you did not think, okay, I'm going to go, 
maybe you can tell me, "Were you ac.vely looking for a business 
opportunity?" Or, did you just stumble across the idea, "Maybe I can turn 
what I am doing as an art cra\ hobby right now into a business?" What was 
the thought process there? 
  
TIEN: What happened was that I was so unhappy as a project manager. I 
pre^y much woke up one morning from my six-figured job at Google and I 
realized that I hated my job. I had reached that realiza.on several .mes 
before, but I always thought that it was my boss, it was the boring projects I 
was working on, it was the company or something. But, I was working on a 
cuYng-edge technology at Google which is about as cushy as it gets. I liked 
my boss just fine and so, I finally was forced to confront the fact that I just 
hated my job. 
  
That meant that I had to find something else to do or else face a life of being 
mediocre at my job and ha.ng it for the next 20 years, which was not very 
appe.zing. That made me realize that I had to find something else to do and I 
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had really wanted to be an ar.st, and I saw no way to an ar.st. I was looking 
around on the web and then, I came across your Blog Mastermind program, 
and I said, "Wow, I wonder if I can make a living teaching about weaving 
online," because teaching in person just does not scale. It does not make any 
sense financially. But, as I was reading through your program, I was more and 
more excited because this would do something that could make financial 
sense. 
  
This was something that really could lead to financial freedom and being able 
to make a living as an ar.st while simultaneously being able to pay my 
mortgage. And, I thought that was wonderful. 
  
YARO: Let's keep the story going. I haven't really men.oned this yet, but Tien 
is fresh from doing a campaign, a launch for her course and I specifically 
wanted to speak to her around this point in .me because she's had a great 
result and it's fresh in her mind and we can really pick her brain on what 
worked well. 
  
But, I also want to put into context, too. Before we talk about your first ever 
launch or… we'll break it down later, but it's certainly I think a great start, 
when you made this decision whether it was coming across my course which 
gave you even the poten.al opening your eyes, "Okay, this could actually 
happen." How did you plan your next steps? Were you thinking the cold 
turkey method? Quit my job. Throw everything away and then, throw myself 
100% into my business or do both at the same .me? What was your 
strategy? 
  
TIEN: Well, I quit my job because I was so unhappy at that par.cular point. I 
happened to be lucky in, well, sort of lucky, in that my mother actually passed 
away three days a\er I quit my job and believe me, I would much rather have 
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my mother, but she le\ me enough money that I had some .me to think 
about my next steps. 
  
And so, I had the buffer to create some space for myself, and also, I married, 
and my spouse brings in enough income that we deliberately picked a house 
that was small enough that either of us could pay the mortgage. I was in a 
secure enough posi.on that I could just go cold turkey. 
  
YARO: Okay, yes, that's not your typical reason why, the spouse part yes, but 
not the mother passing away. I'm sorry to hear that. 
  
Take us forward then. You make this decision. You quit your job. You're 
already weaving by then, obviously. You've already had this great result with 
your wedding dress becoming an art piece in a museum, an art gallery. What 
do you do next?  I don't personally even know this. Did you just buy my 
course and follow it? Or, do you do some stuff first and then buy my course? 
What was the chronology? 
  
TIEN: I had started with a different idea than color and weaving. I had just 
finished wri.ng a book about the crea.ve process and cra\. I bought your 
course and I decided to try doing a business around the crea.ve process and 
cra\. I spent the first year or so trying to build a business around that. I failed. 
I failed because I think I was trying to solve a problem that everybody had but 
nobody realized that they had. 
  
In retrospect, trying to solve a problem that people don't know they have is 
not useful or is not a good business model because people have to know that 
they have a problem and want to have it solved. 
  
YARO: That's good advice. 
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TIEN: The thing is, everybody could improve their crea.ve process and it 
would be of great value to them, but nobody gets up in the morning and says, 
"You know, I think I'll go into the studio and improve my crea.ve process," and 
so they won't pay money for it. 
  
YARO: Right, it almost sounds fuzzy as well. It's not like, "I've got this itch. I 
need to scratch." It's like, "I am just going to go and explore." 
  
TIEN: Right, whereas if you go to most weavers, there's a ton of weavers who 
will say, "Oh gosh, I'm a color idiot." And, it's a burning need, it's a burning 
desire. When I published my first two blog posts, I went from, I think maybe 
three or four or five hundred people on my mailing list to 1500 people in 
three days. 
  
YARO: Okay, let's talk about this for a second. You're already talking about 
mailing lists and websites. How did you set that all up? Was that all you, doing 
it yourself, or…? 
  
TIEN: That was just me. What I did was I had a mailing list from my failed 
a^empt at doing the crea.ve process and cra\. I had a bit of following to 
start out with because i wrote a popular weaving blog just about my own 
crea.ve adventures. Then, I built a small mailing list around the crea.ve 
process and cra\. I just re-booted my website, wrote up some stuff about 
color and weaving, wrote a small lead magnet, about color and weaving. And 
then, I wrote one or two blog posts about color and weaving, specific topics 
that were, according to the advice in Blog Mastermind, solving specific 
problems that people had about color and weaving. 
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I posted them to the four biggest Facebook groups about weaving, which 
collec.vely have a membership of about 30,000 people. The first blog post I 
posted in those groups and sent to my mailing list, my mailing list went from 
500 people to 1000 people literally within 24 hours and within 72 hours, it 
was at 1500 people. 
  
YARO: That's amazing. It shows the power of choosing a problem that people 
have and knowing about it and then, just really targe.ng it. 
  
I would like to, this may sound a li^le basic, but there are listeners who are 
really star.ng from ground zero. Were you a technical person? You obviously 
worked at Google, and you were a mathema.cian, so you had some technical 
skills. But, how hard was it for you to set up a blog and set up an email 
capture form, a landing page, or whatever you had to do all these? 
  
TIEN: For me, it was really easy. I am not afraid of technical things. I would 
say I am intermediate. I worked with so\ware engineers. I am not a so\ware 
engineer myself. I set up Wordpress. Wordpress, anyone can set up in five 
minutes, seYng up the rest of the plugins and all of that is a li^le bit trickier. 
  
I would say that if you're reasonably smart and if you are not afraid, it's not 
that hard to set up if you are the sort of person who computers hate, then 
you might consider hiring somebody to help you set things up. But, I did not 
have any trouble what took me three or four days of focused work to get 
everything set up. 
  
YARO: Including the email list? 
  
TIEN: Including the email list. I used Convert Kit which is very simple and 
very visual to set up. 

�9



  
YARO: Okay, so you're like a one-woman show then geYng this whole tech 
business up and running. 
  
TIEN: Yes. 
  
YARO: Fantas.c. That's very encouraging. 
  
Okay, so you pivot your topic within the weaving worlds of color. You go into 
some promo.ons on Facebook and it shows that you found a spot where you 
might have a sweet spot for something certainly to grow your list as a star.ng 
point. 
  
I am curious though, with that list, what were you offering? Was it just more 
content in general, or was it also specific, a newsle^er? 
  
TIEN: The newsle^er, I was taking specific problems that people wanted 
solved. My lead magnet was basically saying, how to make sure that your 
pa^ern will show, how to know that your pa^ern will show by choosing the 
right colors. And so, one of the problems that people have is, I picked these 
colors and now, my pa^ern does not show anymore. And so, I said, "I'll show 
you how to pick colors so that your pa^ern will show every .me." 
  
YARO: So interes.ng. I had no clue [chuckle] how unique that is, but that is 
very unique. 
  
TIEN: And, another problem that people have is, "I picked these bright colors 
and now, when I put them together and wove them into a piece of cloth, I 
wound up with mud. Help. What happened?" 
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YARO: Yes, right. Everything turns a groundy mud color when you mix them. 
  
TIEN: Yes, exactly, and so, I wrote a blog post that said, "Here is how to avoid 
that." 
  
YARO: Interes.ng. Okay, so what did you do next once you realized you had 
this nice big list growth? What was your plan going forward? 
  
TIEN: I was dealing with some personal stuff. I happen to be the president of 
the board at a museum. That wound up ea.ng my life for about eight months. 
I only published about eight or ten blog posts over the period of about eight 
months. The thing is, they were very high-quality blog posts about a topic 
that nobody else was wri.ng about. And so, over that period, my mailing list 
grew from 1500 people to about 3000 people even though I was not 
publishing a lot of content. 
  
I would not recommend that approach. It would have been much be^er if I 
had been publishing content regularly. 
  
I was developing content. I shot most of my videos for my class and put 
everything together over a period of about four or five months between 
about I would say June and October, November of last year. 
  
YARO: Okay so, when you say class, obviously, this is the product you decide 
to sell. When you were distracted by the personal stuff going on in your life, I 
remember this well because you were popping in and out on our coaching 
calls and showing up inside the forums, in the Laptop Lifestyle Academy. 
They were like, "There's Tien. Oh, she's gone for a while. Oh, she's back 
again." 
  

�11



Were you thinking in your mind at that .me, "I've got to get back because I 
really want to release a product."  What was your mo.va.on at that point? 
  
TIEN: I needed to get to the point where I had income and I was very 
frustrated because I saw that I could do great things with this and I really felt 
that I could help a lot of people with this problem that they had because I had 
the solu.on. This is a problem that had never been solved before and I had 
an answer for this that I could distribute to a lot of people. And so, I really 
wanted to help people out. 
  
I knew I could make a living doing this. I just could not. I just had other 
responsibili.es I could not set aside at the .me. 
  
YARO: Okay, you were like, "I got to get a product out there because I know I 
have a need and I have an answer to that need." 
  
TIEN: Right. 
  
YARO: What were you thinking though? I am assuming this is the first .me 
you ever sold an informa.on product on the internet. What were you 
thinking in terms of, "What do I put in it? How do I deliver it?" The technical 
side, the teaching side, where were you at with that? How did you teach 
yourself? 
  
TIEN: One of the things you teach in Blog Mastermind is to come out with 
the minimum viable product. I come out of so\ware, that's a very familiar idea 
for me, the idea that you come out with the smallest possible product that 
will solve people's problems. 
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The idea is you come out to market as quickly as you possibly can with the 
smallest product that you possibly can, probably because that gets you the 
market faster and gets you revenue faster and partly because whatever 
product you come out with is not going to be the right market product. It's 
not going to be perfect the first .me out. You just get it out there. You get 
feedback on it and then, you rework it later. 
  
So, that was what I was thinking when I was crea.ng my product, get 
something that's good enough and get it out there as quickly as possible.  I 
was just trying to create a basic class that would cover the smallest possible 
concepts. 
  
And so, I decided that I was going to do a basic class that will cover core 
concepts. I was going to shoot it as a series of slide decks and as a video. 
And, then they are going to teach that class and I was going to teach a 
workshop version of it and do what you suggested which was to pre-sell it 
and then, write it, release it in chunks, and write it as I went. 
  
YARO: Such a good student, Tien. I love it. I love the en.re role out there. It's 
fantas.c. 
  
Well, there's the plan. How did we execute this? Now might be a .me to look 
at the case study. It must have been mid-2018 when you were like, "All right, 
let's get this going." You said those months, that was when you were crea.ng 
the course or at least the first part of it. One thing before we look at the 
specifics of the launch, before you switched into marke.ng mode, was 
anything set up? Did you have a member area to deliver a course with a log 
in, sales page or sales video? What was available? What did you create to 
start doing the launch? 
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TIEN: I was planning to set up on Teachable as a plalorm. I wound up 
switching to Thinkific two weeks before launch which was crazy. Un.l then, I 
just had a "sign up here" page, a placeholder landing page where people could 
sign up for early bird no.fica.on. I wound up not using that. I wound up just 
announcing to my en.re house list just because I had never announced 
anything before. 
  
YARO: When you say, "announced", what do you mean by announced? 
  
TIEN: Well, I never launched anything before. And so, I just launched to my 
en.re house list. I didn't use the early birds list. I have a separate 
announcement to my early birds list. 
  
YARO: When you say, "announcement", what do you mean? Like the actual, 
"Here is my product you can buy." 
  
TIEN: [Unclear] 
  
YARO: Sorry, you broke out a li^le bit there. Can you repeat that? 
  
TIEN: I sent the en.re launch sequence email to everybody. 
  
YARO: Okay, the launch sequence is a series of emails, but you have to have 
things in place to even promote that. What did you have even before the 
email sequence? Because if they bought, was it just sent to Thinkific and away 
you go? 
  
TIEN: Yes, I had set up landing pages or course sales pages on Thinkific. 
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YARO: Okay, so it is just a simple culmina.on of your email list and Thinkific. 
That's all you really needed plus obviously, your blog where you can put 
ar.cles and things to help with the launch. But, that's it, right? 
  
TIEN: That's right. 
  
YARO: Okay, very simple. Let's take us through. Would it be correct in saying, 
well, let me start with one thing which I think was very cool because I 
remember when you talked about this in your reports to us in the Laptop 
Lifestyle Academy, you had this number. You said I want to make a $20,000 
launch. I was really curious what brought you to that number specifically? 
  
TIEN: Well, I pulled the number out of a hat, but I had a $99 product and I 
had a $300 product. I said, "If I can sell 100 of the $99 products", and I think I 
said, "If I can sell 50 of the $300 product or something like that, and then if 
you take out the 3%, I forgot the exact numbers, but it was something like 
that, then I can make $20,000." I thought those numbers were achievable and 
cool. 
  
YARO: You thought they were achievable because of the size of your 
audience, your email list at the .me? 
  
TIEN: Yes. Those did not strike me as being par.cularly large numbers, and I 
knew I had a fair number of fans who would... and pent up demand. Honestly, 
those numbers are out of a hat. I did not know what the standard conversion 
rate was or anything like that, but I said, "A hundred on a basics class, I think I 
can do that." 
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YARO: Yes, I think with the subject like weaving and color, it's hard to come 
up with a standard conversion rate because you do not know how much to 
compare to, right? [Chuckle] 
  
TIEN: Right. 
  
YARO: When you started this launch, was it 15,000 subscribers on your 
email list that had come through from that previous year of you wri.ng those 
blog posts, is that right? 
  
TIEN: Oh, good Lord, no. I had 3000 subscribers. 
  
YARO: 3000. Okay, I overes.mated. So, you expected to make 100 sales or 
150 sales of a product from this 3000-person email list. I did not expect that 
you pulled this number out of your hat as a goal. 
  
TIEN: And, I hit it pre^y much right on the nose, which is amazing because I 
found out a\erwards, that was a huge conversion rate, many .mes higher 
than I should have expected. 
  
YARO: Yes, for 3000 person star.ng point? Yes, that is definitely a great 
result, bearing in mind, of course, like you said, it's a pent-up demand, the 
solid rela.onships, and it's not a subject area where I think they're probably 
subscribed to a lot of other newsle^ers, so you don't have too many 
distrac.ons. 
  
Take us through things. You clearly said you had an email sequence. You 
obviously knew this idea of a sequence. What did you put into that? What 
was the plan with the emails? 
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TIEN: I more or less followed the sequence that you outlined in Blog 
Mastermind. I don't remember the exact set of emails, but basically, I had one 
or two pre-sales emails where I was just leYng people know that the cart was 
going to open and leYng them know what was coming in the class. Then, I 
had a couple of emails that was telling them about bonuses. I had a couple of 
emails that were dealing with objec.ons later on. 
  
I did not have bonuses that I could offer them that were related to the class 
just because I had not had .me to develop them my own bonuses. What I did 
was I got a couple of vendors to offer bonuses like gi\ cer.ficates and I got 
another vendor to offer a free subscrip.on in exchange for my plugging them 
on their mailing list. 
  
YARO: It's a great idea. 
  
TIEN: That was great because it was also an endorsement by the vendor. 
  
YARO: Mm-hmm, yes, that's fantas.c. 
  
I no.ced, you did not men.on any kind of pre-selling educa.on in that 
sequence. Did you feel you did not need to put any lessons out as part of the 
launch? You just went straight into the offer for the product? What was the 
thinking there? 
  
TIEN: I just did not have .me honestly. I think I said that one blog post 
beforehand, but I was just so pressed for .me that I didn't really get a chance 
to do that. 
  
YARO: Okay, and how long was the campaign all said and done? 
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TIEN: Ten days. If I had had to go back and do again, I probably would have 
shortened that a li^le bit, but I was not sure at that par.cular point. It was 
hard to keep up energy for ten days straight. 
  
YARO: Yes, it depends on what you're selling, but at your price point, yes, I 
think that's a smart idea, a week would be appropriate. 
  
Interes.ng. So, did you write those emails on the fly or did you pre-write 
them and then, send it as each went to the tenth day? Or, was it just reac.ng 
to the way people were reac.ng? 
  
TIEN: I wrote them on the fly because I did not have .me to pre-write them 
[chuckle]. 
  
YARO: [Chuckle] Why are you so busy, Tien? 
  
TIEN: The problem that I was having was I was trying to get them all out 
before, I was trying to get them out a\er Black Friday, but before we really hit 
the height of the Christmas season. 
  
YARO: Right. You picked a busy .me to do a campaign. That's for sure. I 
remember you and Cathy were both doing Christmas launches. I am like, 
"Okay, sure why not?" It can be a benefit though because people might buy it 
as a gi\, right? 
  
TIEN: I was trying to avoid it, but I had to get it out. It was I had to get it out 
right then or else, I had to wait un.l January. And not just January but mid-
January because people would be exhausted a\er Christmas. 
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YARO: I am curious, emo.onally, before you went into this launch, how did 
you feel? What were you expec.ng about this whole experience? It's the first 
.me to sell your own digital product of your own crea.on. That is a pre^y big 
moment for a new teacher. 
  
TIEN: Oh yes, I was terrified. Excited but also terrified because this was the 
moment… It's like opening night, right? This is the moment where you find out 
whether the play that you have been rehearsing for the last eight months is 
going to bomb or not. There is just no way… You know you have been 
rehearsing it. You know it is really, really good, but at the same .me, you really 
just don't know how the audience is going to react. 
  
YARO: Tell me how it felt then when you sent that email for the first .me 
that included the checkout page to buy the product. How did you feel 
sending that? 
  
TIEN: It was one of those things where you feel like, "Oh my god, everyone is 
really going to hate me this .me," because I'm finally asking people to buy 
things. Then, the sales thing started coming in. I forget but I sold several 
thousand dollars in just the first couple of hours and I was not quite jumping 
up and down and screaming but internally, I was jumping up and down and 
screaming. I was like, "Oh my god, people are buying this." 
  
YARO: Yes, that's a great moment. You never get a be^er moment than that 
first .me. I hope you cherished it. That's fantas.c. It's more of a valida.on, 
not just the money. Just, "Oh wow, people will pay to learn from me." That is 
such a good moment. 
  
TIEN: At the moment when I crossed the $10,000 mark, I was like, "Oh my 
god, I can make a living at this." 
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YARO: An equally good moment, yes. Definitely, a big one. The first five-
figure sale. Okay, let's talk a li^le bit just for the benefit of the listeners 
because they might be about to do their first launch or planning to. 
  
In this ten-day campaign you did, what do you feel worked the best for you? 
Because you obviously saw the sales come in. What were the best marke.ng 
techniques that worked for you? 
  
TIEN: Oddly enough, the best thing that I did turned out to be something 
that I did on the spur of the moment at the very last minute, which was to 
take about 15% of the class and pull it out into a mini-course, a pre-mini 
course. I just gave that away. 
  
The thing is there was a lot of really good content in the mini-course more 
than people were expec.ng. And so, I had a thousand people register for the 
mini-course. People were sharing it right and le\. 
  
But, the thing is that 16% of the people who registered for the mini-course 
went on to buy the full course. That was an incredible conversion rate. 
  
YARO: Yes, it's amazing you got a thousand people to subscribe or sign up for 
a mini-course of 3,000 subscribers. That's 30%. 
  
TIEN: The thing is I posted it in all the Facebook groups and so, a lot of 
people who were not subscribers signed up for the mini-course. 
  
YARO: Which .es back to that ques.on I asked you earlier. Was there any 
pre-release content? Was there teaching content before you hit the sales 
content? 
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TIEN: I think I posted a blog post or two before that. 
  
YARO: Right, but if you led with, let's say in hindsight now, especially you 
know that this mini-course does so well as a sales tool. It's like I have a free 
video course leading into Blog Mastermind. That idea of giving some of your 
best teaching content upfront and then, making the offer through that 
content, you would say that worked the best for you as well based on just this 
one campaign. 
  
TIEN: Yes, and I am definitely planning on doing something like that again. 
There are two things that I am doing for the next round. One is I have created 
a very, very useful color-mixing tool for weavers and I am planning on 
releasing that to increase my mailing list, two or three weeks before I do the 
next launch just to generate more traffic. Then, I am also planning on 
revamping my mini-course and making it more useful. I am planning on doing 
a low-priced class as a feeder into my higher-priced classes. 
  
YARO: I'm looking forward to following those results. I know you'll report it 
to us in the Academy. 
  
TIEN: Of course. 
  
YARO: I would love to ask in terms of s.ll s.cking with this campaign, I talk a 
li^le bit about some marke.ng triggers, some techniques basically, things like 
authority where you represent either you being featured in a magazine or a 
newspaper or a TV show, radio, etcetera. 
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In your case, did you make use of authority? I'm thinking maybe the fact that 
your wedding dress was in an art gallery was one piece of authority that 
people probably knew about you. Is that right? 
  
TIEN: Absolutely. I have a ton of authority because I have wri^en a whole 
bunch of ar.cles for weaving magazines, and I have been in a lot of shows. 
I've actually juried some shows. I came in with a lot of authority. 
  
YARO: Did you men.on any of it in the campaign in any way? 
  
TIEN: You know, I am not sure I did [laughter]. I probably should have. 
  
YARO: Write that down, yes. 
  
TIEN: I did not men.on it in the campaign. It's in the About Page. Come to 
think of it, I probably should have. I assume that everybody knew about me 
because when I go to conferences and something like that, I'm a bit of a 
celebrity. 
  
YARO: But, of they are in a Facebook group and they're new to you, they 
may not. So, that would be a good way to introduce you. What about scarcity, 
a deadline or some limited offer? Did you use, too? 
  
TIEN: Oh definitely. Well, one of the things I did was I just told people that 
the first ten people to buy the class on this par.cular day would get a gi\ 
cer.ficate. I was crea.ng scarcity that way. 
  
The other thing I said was that this round of classes, people would get an 
introductory discount, and that if you did not buy during the launch, then the 
price would go up a\er the launch for the basics class which was evergreen. 
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And then, for the workshop class, the registra.on would be closing because I 
was teaching that one live. 
  
YARO: I'm sure you've heard me say many .mes before that you can expect 
somewhere between 50% to 100% of your sales come through in the final 24 
hours if you have a hard deadline, especially a\er that email goes out, that 
final 24-hour email. Did you have that kind of experience with a bunch of 
sales last minute? 
  
TIEN: I think I had about a 25% boost on the last day. It was not that high, 
but I had had huge numbers before that. 
  
YARO: S.ll, it must be exci.ng to even just get 25% more on that final day, 
just watching the sales go through. 
  
TIEN: Oh yes. Just watching the numbers come through was amazing 
because frankly, $25,000, that's how much I could have expected to make in 
a year teaching in person probably. 
  
YARO: And, you did it in ten days. 
  
TIEN: And, I did it in ten days. 
  
YARO: Yes, fantas.c. 
  
Looking back over that whole campaign, what would you do differently as 
advice for the listener who might be about to do their first ever launch. 
  
TIEN: I think I would have shortened it for sure and I think I would have given 
myself more .me to prep for it. I switched plalorms two weeks before launch 
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which, I do not regret having done it because Thinkific is a much be^er 
plalorm than Teachable, but holy cow did that make for a really stressed out 
.me seYng up on the plalorm. 
  
YARO: Yes, that's crazy [chuckle]. Amazing. 
  
TIEN: Yes, that was absolutely insane. I did it and Thinkific provided excellent 
support the en.re way. It was a nice and easy plalorm to set up. I can't say 
enough good things about them, but I would definitely have given myself 
more .me and less of a hard deadline to set up the launch. 
  
YARO: If we look back on everything you have done so far including the blog 
and the ar.cles you have wri^en, the email newsle^er you have grown, the 
marke.ng you have done in Facebook groups and any other form of 
marke.ng you have done, the mini-course you gave away and the en.re 
campaign, and the product itself that you sold, everything up to this point, I 
am really curious, what propor.on of that in terms of your overall strategy 
and even just your understanding, how much did you come into it already 
feeling like you knew versus how much did you have to learn? Whether it was 
through my course or Blog Mastermind or even just watching other people 
sell digital products, where did the knowledge come from for you? 
  
TIEN: I knew pre^y much nothing coming in. I would say that I learned 
probably about un.l the internet marke.ng part, I've learned pre^y much all 
of it from Blog Mastermind or from the Academy. I learned some of it from 
other people on the web. I'd listen a lot to Amy Porterfield's podcast. But, the 
vast majority that I have learned are from Blog Mastermind or your coaching 
sessions or from the Academy. 
  

�24



YARO: What for you is the biggest a-ha moment? Since you're learning 
something so new, you came from a Google engineering / Mathema.cs and 
then, color weaving ar.s.c, crea.ve endeavor, and then, you're learning 
marke.ng and strategy in selling. What was so surprising or maybe interes.ng 
to you entering that field that you discover? 
  
TIEN: Oh gosh. Everything. The biggest thing that I realized is that you have 
to be consistent in going out and talking to people. Not that I was very 
consistent at all. 
  
But, I would say that the two things that are really important are one, you 
have to solve a problem that people know they have because that was when I 
first put that… The first business that I tried was solving a problem that 
people did not know they had and just did not work. And then, the next 
business that I tried, the one that did work was solving a problem that people 
really knew that they had and that nobody else was offering solu.ons to and 
that was such a powerful thing that despite the fact that I was totally 
inconsistent about puYng out content, I was successful anyway, despite all 
my other flaws. 
  
If I had been puYng out content regularly, how much more successful could I 
have been. 
  
The other thing that really is important is being out there consistently and 
building your own personal brand. That's my next thing, being much more 
consistent, being much more personal. My ar.cles right now are fairly 
technical, but I had not built a personal rapport with my audience. That's my 
big next thing. 
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YARO: I was going to ask you about wri.ng. You were a writer before this or 
not? 
  
TIEN: I've always been a writer. I have been blogging for almost 20 years 
now. Before that, I used to write long le^ers. I was basically blogging before 
blogging was even the thing. Like I said, I have wri^en a book and I have 
wri^en a lot of magazine ar.cles and so on. Blogging comes naturally to me. 
Shoo.ng video is something that I want to get more into because people are 
visual, but it does not come naturally to me. 
  
YARO: Especially your subject is very visual. 
  
TIEN: Yes. I'm working right now and geYng somebody to help me set up an 
audio isola.on stuff, so I can shoot more video.  My next class is going to 
involve a lot more of that, but I am not looking forward to doing the video 
edi.ng. 
  
YARO: [Laughter] You'd rather be the writer. 
  
TIEN: Yes. 
  
YARO: Speaking of the future, obviously, you sound like you plan on upping 
your game a bit with video, what do you plan on doing for reaching new 
people? What is your marke.ng strategy going forward? 
  
TIEN: I am definitely planning to con.nue wri.ng blog posts because that, I 
have really good SEO even with my miserably small blog post content, I've 
only wri^en about maybe ten or eleven blog posts. I am ranking in the top 
ten in pre^y much every permuta.on of color and weaving. 
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YARO: Why is that, you think, Tien? What have you done for the SEO side of 
things that's got you ranked so well? Because that's not a lot of content. That 
is pre^y amazing. 
  
TIEN: Well, number one, I am careful about my keywords. I have the Yoast 
SEO plugin and I follow its advice. Number two, nobody else is really in this 
niche and wri.ng quality content for this niche. So, I picked my niche very 
carefully as something for which there is a burning need, for which nobody 
else is wri.ng content. 
  
I think that that's come to be hard for maybe other people to find, but I think 
if you find that right niche, then you can really, like I said, there's riches in 
niches. 
  
I think I have the SEO side covered, but I also feel that I am at the limit of 
what I can do with natural SEO and natural Facebook. My last couple of posts 
in the Facebook groups did not actually get me anymore subscribers. And so, 
what I want to work on next is experimen.ng with Facebook ads. But, with 
Facebook ads, there are different ways to use Facebook ads. You can use 
Facebook ads to drive traffic to your site, but you can also use Facebook ads 
to retarget people who have bought from you or who have visited your 
website or any of a number of other things. 
  
And so, my big plans for the summer are to one, revamp my product line and 
so revamp my classes, and then to figure out how to use Facebook ads to 
drive traffic to my website and build my mailing list that way, and to use it to 
sell my classes more effec.vely. 
  
YARO: And, do you plan of crea.ng more product in the future, as well? 
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TIEN: Definitely. I am planning on expanding my product line and also, right 
now, I have two more monolithic products, and I am planning on spliYng it 
up into one introductory product that leads into a number of smaller, more 
focused products. The reason I am doing that is because I think it will be 
easier for me to sell small, focused products than it will be to sell large 
products just because of the way that the culture of my niche runs. 
  
Weavers are not trying to make huge amounts of money. With Blog 
Masterminds, you've got people who are trying to make a living and so, they 
are willing to pay more for the product. 
  
With weaving, it tends to be a hobby thing, so people are not going to pay 
$1000 to learn all about color and weaving. They are more likely to pay $50 
to learn about a small slice of it. They might pay $300 to learn about a big 
chunk of it, but they are probably not going to pay $500 or $700 for the in 
depth version. 
  
YARO: Right. You're more likely to have maybe the $300 flagship course, so 
to speak and then, a whole bunch of under $50 very niche products, maybe 
short videos, or eBooks, or things like that. 
  
TIEN: Right. What I like to do is have a set of say, $59 or $69 classes and 
then, I might bundle them together into a $300 class. 
  
YARO: Ah, very good. 
  
TIEN: Or, I might have a $59 class associated with a $200 workshop class 
that's a short two-week thing. 
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YARO: Right. I've no.ced that is a similar structure that a lot of photography-
related informa.on teaching type of businesses, they have a similar idea 
where you've got that ebook on night photography or portrait photography or 
children, weddings, or whatever, and yes, they sell the bundle if you want to 
get everything in one packet on a discount. I think that makes a lot of sense 
for these hobbyist's crea.ve subjects, which frankly, the bigger your audience 
is then we realize if you really look at all the hobbies around the world that 
people are into, they are all niches, but they all have a fairly solid following. 
  
So, I think there is a real opportunity for more Tien's out there to do their 
thing in whatever specialty cra\ or hobby that you're into. 
  
Tien let's start to wrap this up. It's a great story. I feel like we've only just 
really started your story. It's your first campaign. You aim for $20,000. You hit 
the $25,000 mark to go past your goal. I'm sure you're going to aim for bigger 
with your next campaign, and obviously, do everything you're doing and 
con.nue to do it be^er. 
  
Is there any advice you could pass on for the listener who has never sold a 
product yet and is thinking in their mind, "I do have this hobby that I might be 
able to turn into a business," or, "I do have this knowledge or the skill set that 
I could do what Tien did, a bit of blogging, a bit of Facebook marke.ng, going 
into groups and being part of the community, growing an email list and then, 
puYng a product out there." 
  
Give you have gone through that whole journey now over the last couple of 
years and been blogging for a while, what would you say to that new person 
is the most important thing or maybe top three things that they really learn to 
get right, the areas where they probably don't have enough knowledge and 
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resources that they need to get on top of to start doing this and then, geYng 
the result they want? 
  
TIEN: There is a couple of things I want to say. One is I want to do the math 
for you. If you are teaching for a guild or for somebody else and they are 
paying $500 a day for two days and you have ten students and they are 
charging $200 per student, then they are geYng a total of $2000 per day so 
they are geYng $4000 and you're geYng $500 per day so you are geYng 
$1000 and they are geYng $4000. Then, you have to travel on one day for 
either site, so you're really geYng a thousand dollars for four days, or $350 a 
day. 
  
If you're selling the class directly, then you are geYng $4000 and you don't 
have to get on a plane. On top of that, you do not have to spend two days 
teaching because you are teaching online. That is a much be^er value 
proposi.on and you can make a living that way. So, I just want to encourage 
you to think about doing that. 
  
In terms of what the most important thing is, I would say, think of it as 
marke.ng yourself. The hardest part, I would say is the marke.ng. And so, the 
most important thing is to show up and be consistent. It's not the technical 
parts. The technical parts, you can either do yourself or hire someone to do 
by just geYng out there, wri.ng to people, geYng over the fear of puYng 
yourself out there, and the, "Oh my god, everybody is going to hate me." 
  
Just get out there and do it. You won't do it right the first .me, but just 
geYng out there and doing it, doing it wrong the first .me and then, going 
back and geYng up and doing it again and doing it be^er the next .me. I 
think that is the most important thing. 
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YARO: Good advice. Thank you so much for breaking down those numbers. 
I'm sure the arts and cra\s teachers of the world can very much concur and 
think about that and go, "Oh yes, I think you are right. The value proposi.on 
is not there. I need to have a digital asset that can sell without me working," 
and that's what you demonstrated. 
  
And also, the fears. You are spot on. That is probably the hardest thing for 
most non-marke.ng background or sales people to get over is this idea that I 
actually have to talk in public, not really in public on the real world, in public 
on the internet perhaps about what you're passionate about and be prepared 
to open yourself up, and yes, there probably will be bad comments that you 
do not like. There are some moments that you go, "Why am I doing this?" and 
feel over-exposed, but then, you get that moment where someone writes an 
email and says, "I love what you are doing and thank you for your product or 
your free informa.on (or whatever)," and that is an amazing moment. You get 
way more of those long term than when you do the not-so-fun comments 
and so on. 
  
Tien, WarpandWeave.com obviously is the main website. You said you also 
have TienChiu.com as your personal blog. Are those the two main websites 
you should go to check out your work? 
  
TIEN: That's right. 
  
YARO: Okay, so put those in the show notes in case you want to check out 
anything Tien is doing. I do recommend you check out Warp and Weave just 
so you can see, it's not a complicated website. It's what Tien does. She 
teaches how to warp and weave, how to do color weaving. You can see 
examples and you can see her class that she sells. 
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Ask yourself, could I do something like what Tien is doing and start an online 
business? I think that's a really mo.va.onal ques.on to ask when you see 
someone doing what you're doing in your niche. 
  
Tien, I am looking forward as always to see your reports and your constant 
feedback inside our academy and see how things go especially with the next 
product launch and I know you have been planning that division of your 
products. Other than that, just keep up the great work. Thanks for being a 
contributor to the community and being so vocal with your process. I think it 
helps a lot and I love seeing it, too. 
  
TIEN: Thanks, Yaro and thank you for Blog Mastermind and for the Academy. 
It has made a huge difference in my life. 
  
YARO: That is great to hear. Thank you everyone for listening in. 
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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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