
 

Podcast Playbook  Special Edition 
 
Thanks for grabbing the Podcast Playbook! Within these pages, you’re going to find the best of 
the best strategies around podcasting. 
 
This is great for anyone who is thinking about starting their own podcast, if they have an existing 
podcast, or if you just want to see how this space works and curious of how you can play a part 
in it. 
 
We have been podcasting ourselves since 2010. Some people have even referred to us as 
"veteran podcasters." However, we don't treat our podcast like any other podcaster does. We've 
turned a podcast into a very lucrative and fun business. 
 
In this playbook, you will learn how to create, amplify, and profit off of a podcast in ways that 
90% of podcasters don't even realize exist. This is the underground playbook that the future 
"biggest podcasters" will swear by. 
 
Over the last three plus years, Matt and I (Joe) have interviewed nearly 300 people on our 
podcast, Hustle and Flowchart, and have been honored to bring in top influencers and 
podcasters to share their secrets. 
 
We've rounded up systematization, growth, and monetization strategies from some of the 
current most successful podcasters in the world and curated the notes from them for you. 
 
That’s what you’ll find in this playbook! We’ve filtered through our deep archives of interviews 
and notes that we’ve taken on each interview. We wanted to make it super simple for you to 
dive into everything podcasting and learn from many perspectives. 
 
So that’s what you’ll get in this… let’s get started! 
 
 
 
 

http://www.hustleandflowchart.com/


 
 
 

Matt Wolfe & Joe Fier: How to 
Automate Podcasts  
🎧 Listen to the Full Episode 🎧 

It’s Just Us! 

● In case you didn’t know, we have a podcast! So today, we wanted to talk about some 
systems behind our podcast.  

Batching  

● One of the big systems of podcasting is batching. We will only focus on the podcast one 
day a month (12 days a year), but this podcast will be weekly.  
● So you don’t have to focus on your podcast every day if you don’t want to.  

Podcasting Profit  

● People think of podcasting as a business model, but it’s really not. You need thousands 
of downloads a month to make any money.  
● The real money in podcasting comes through the connections you will make in 
podcasting, so that’s why we work to condense the time we spend on it.  
● Don’t dwell on how many listeners you have. Focus on the connections you can make.  
● It’s really a way of automating networking!  

o It will set up a referral system of sorts to get more guests and create more 
opportunities.  Our only source of monetization is to tell people to check out 
our Evergreen Profits letter. 

Creating a Podcast  

● It really isn’t rocket science to create a podcast; there are some logistics, but it’s simple.  
● It doesn’t have to be super technical or time-consuming.  
● We recorded our first podcast through Matt’s iPhone in his truck on top of a mountain in 
San Diego. That’s an option.  
● If you record four 15-minute podcasts in an hour, you’re set for a month!  
● Then we outsource the editing and show notes. Some people do transcriptions, which 
you can also outsource.  
● Consistency is the most important thing, so you should come up with a regular creation 
and distribution schedule.  

https://evergreenprofits.com/automate-podcasts/
https://a.evergreenprofits.com/egpletter/


Jonathan Rivera – How to Treat a Podcast Like 
a Direct Response Marketer 
🎧 Listen to the Full Episode 🎧 

 
Meet Jonathan!  
 

● Being selfish is how Jonathan founded The Podcast Factory. 
● He wanted to talk to his mentors, so he recorded the conversations and published them. 
● For him, it began just for fun, but it turned into a business. 
● He was working on his real estate training business, but his mastermind had other ideas.  
● Six months into it, Jonathan and Cupcake (Jonathan’s wife) spoke, so they turned it into 

a full-time endeavor.  
● Two years later, here we are.  
● Jonathan was co-hosting eight podcasts at one point, but now he only does two.  

 
Networking with Podcast Guests 
 

● In case any zombies try to pick his brain, Jonathan has a gun loaded. 
● His mentors helped him out a ton, so he wanted to know how to give back to them. 
● He thought that getting them in front of more people would be the solution. 
● Jonathan’s secret to getting noticed is buying a product, using it, and giving positive 

feedback to the person who sold it to him. Now they are paying attention.  
o Joe tried something like that with Tucker Max, and it totally worked in Joe’s favor. 

He has since been a guest on the podcast. 
 
The Podcast Factory System 
 

● Tim Ferriss’ four-hour workweek idea inspired Jonathan. 
● Now he works with his wife, and they can now take insane vacations as a family, like 

going to Park City for five weeks.  
● The Podcast Factory is a hedge against the real estate business, which is awesome. 
● But The Podcast Factory is beginning to dwarf the real estate business. 
● Once he can leave The Podcast Factory alone, he will build another hedge. 
● Several of Jonathan’s podcast hosts know each other and talk about each other. 
● It began with Jonathan co-hosting all of the shows, but he has since backed off.  
● Co-hosting has begun a number of different ways. 

o Making Agents Rich in 2013 was the first Podcast Factory show.  
▪ Co-hosting that began when a guy who had helped Jonathan out a ton in 

real estate encouraged him to do it with him. 
o The Anti-Entrepreneur Show was Ben Settle’s first podcast. He put out an email, 

and Jonathan responded saying, “Let’s do it.”  
o Then Jonathan had some targets. Some of them approached him, and he 

approached others. 
o Jonathan thinks it is based all on luck though. 

https://evergreenprofits.com/podcast-like-a-direct-response-marketer-jonathan-rivera/
https://thepodcastfactory.com/darin-persinger-making-agents-rich/
https://thepodcastfactory.com/ben-settle-antipreneur/


● These days, Jonathan is primarily concerned with the impact of the podcasts on his 
network, making sure his hosts are properly taken care of and getting the attention they 
deserve. 

● He is also concerned with the listeners, making sure their lives are improved by the 
Factory’s content. 

● Jonathan does not like working with pre-existing podcasts, so no, Joe and Matt cannot 
be his clients. 

● He has a framework that starts at the very beginning, from scratch. 
● They go through brand identity, core messaging, target listeners, listeners who will 

transform into clients, ideal content for those target listeners, etc. 
● Before you even record one word, Jonathan is planning how to turn those listeners into 

clients. 
● What happens when a potential client approaches Jonathan? “Magic.”  
● There are two months of pre-production, getting commercials, packaging, and initial 

ideas. 
● Then they go off and record some episodes.  
● The launch sequence is kicked off. 
● After launch comes upgrades and strategy. Are goals being met? If not, adjust. 
● What makes The Podcast Factory’s system different is they are okay with evolution.  
● A lot of podcasts think they have to be one thing forever, but Jonathan doesn’t agree 

with that or believe in it.  
o Off the Chain began as interviewing entrepreneurs and talking about marketing. 

Now it’s talking about life. It was a productive evolution. 
● Listening to your audience is a key part of that evolution. What do they want from your 

podcast?  
 
How to Begin a Podcast 
 

● You should know your ideal avatar or client before going into it. 
● You should also have a plan for what this podcast should do for you. 

o If you say it’s about monetization and sponsorship, Jonathan will shoot you. 
● Don’t think about a podcast until you have a steady business. Add the podcast as fuel to 

the fire. 
● Once that avatar is established, put a list together of their pains, their joys, what moves 

them.  
● Line that up with the goals of your show. That’s your content plan. 
● It’s the evergreen vault of content because it gives you an ROI year after year. 
● The first 12 episodes should be timeless. Continue to pull people in.  
● Once you know what you will say to them, you go into the packaging stuff: the calls to 

action, cover art, intro music. 
● Then you record episodes and have a backlog. 
● Then, you launch!  
● A launch is primarily about excitement.  
● A mistake people make is that they will immediately have a huge audience. But nobody 

will listen unless you bring them in.  
● You bring your pre-existing audience into your podcast and hype them into listening.  
● From there, you can expand your audience.  

https://thepodcastfactory.com/doberman-dan/


● At first, it will be a tool to connect deeper with your pre-existing audience. Turn your 
on-the-fence prospects into clients. And those clients will fund your expansion.  

● Your expansion could be through running ads, syndication, cross-pollination, etc.  
● Jonathan used to think about engagement stats, but he doesn’t anymore. Sometimes 

people have a huge list, but no podcast engagement, and vice versa.  
● It’s about looking at the stage of their business, their sales. It’s more about the 

momentum they already have. 
 
Direct Response Podcasting 
 

● “The essence of direct response marketing is taking one step at a time.” 
● In direct response, you sell the next step.  
● To give you a visual picture, in iTunes, first, you have cover art. 
● If your art gets attention, then they will read the title. 
● If they like the title, it sells people on clicking. 
● Then they read the description. 
● If they like that, then they click on an episode title.  
● The music will then sell them on if they are in the right place. 
● Then they will continue listening. 
● If they like your performance, they are engaged. 
● Tell your audience to do something once they are listening. 
● In the Factory framework, it’s the client matrix: how to turn listeners into best clients. 

o Examine each little step in the process. 
● The main KPI is where they are with their revenue currently and where they want to go. 
● Ease of sale is also key. 
● Jonathan’s clients are typically high-ticket items. How easy is it to make that sale? 
● The content vault helps make it easier because you are answering objections before 

they’re even asked.  
● Jonathan asks sales teams if people are mentioning the podcast in that process.  
● The real bottleneck in this process is when people get in their own heads and get 

nervous about a detail of their podcast. 
o Jonathan plays the motivational coach throughout this process. 
o He reminds them they are the Podcast Factory, so just follow the process. 

● Two clients of Jonathan’s were in that space this week, so this is top of mind for him. 
● Joe and Matt began without a process and established it later, so they think this 

framework is great because you can figure things out more quickly.  
● Instead of focusing on other platforms, Joe & Matt leveraged their email list and website 

as the main entry point to the podcast. 
● Jonathan agrees that focusing attention on the website is the right move; that is where 

the magic happens for conversion and retargeting.  
● The Podcast Factory handles syndication, so their hosts don’t have to think about that. 

They have relationships with SoundCloud and IHeartRadio as examples.  
● But if you don’t have your podcast on your website, that’s a big mistake. 
● If you only do one show a week and market it, you’re not leveraging it to its fullest extent. 
● Post your show on your website, but look for opportunities to branch out.  
● While Joe & Matt don’t care about iTunes, there is definitely a good discoverability factor 

to that platform. 
o Jonathan thinks you shouldn’t worry about iTunes. 



● The only thing the Factory ever does with iTunes is in the early phase, they do mention 
to their hosts that they should ask for reviews in those early episodes.  

● That social proof is valuable, but if you can push traffic other ways, don’t bother with 
figuring out how iTunes works.  

● In addition to the email list, Jonathan really does pay attention to sales.  
● If you are doubling your business, downloads, iTunes stats, etc. don’t matter because 

you are too busy counting your money. 
o By the way, that answer about iTunes, not what Matt was looking for.  

● There is a client of Jonathan’s who was running a contest for reviews. 
o He gave away a pair of AirPods to whoever left the best review. 

● Jonathan’s done that before. It can work to get some great reviews. 
● He’s not super interested in those contests, as they don’t contribute to the bottom line. 

That’s the bullshit, so let’s focus on what you can control.  
● You don’t need to run a contest; tell your email list to leave you reviews if you need 

them. 
o Your email list is the biggest deal. 

● For outreach, Jonathan is focusing on Facebook right now. 
o Do a Facebook Live based on the last episode, for example. 
o Getting people involved with the show via Facebook.  
o Facebook allows viewers to get a sneak peek at what it could be like to work with 

his clients.  
● The triple tap is Jonathan’s system (he’s not giving it away here). 
● It’s hitting them multiple times and bringing them to a live event based on the content of 

the podcast.  
● You can retarget like crazy, which helps.  
● You can advertise a live event. Once everyone watches a video, they can get retargeted. 

It’s a self-feeding thing.  
● Jonathan is more a holistic approach; it’s not as granular at looking at specific ad 

strategies. 
● What he does know is that people who listen to the show are more likely to book a call 

and then buy.  
● So they focus on building the email list and then getting people on a call or to the sales 

page or to a webinar, or whatever your tool of converting sales is.  
● Jonathan only listens to one podcast, No Agenda.  

o He likes the co-host format.  
 
Contact Jonathan 
  

● The Podcast Factory on Facebook 
 
Additional Resources 
  

● The 4-Hour Work Week by Tim Ferriss  
● Making Agents Rich Podcast 
● The Anti-Preneur Show 
● Off the Chain Podcast 

http://www.noagendashow.com/
http://thepodcastfactory.com/
https://www.facebook.com/podcastfactory/
https://www.amazon.com/4-Hour-Workweek-Escape-Live-Anywhere/dp/0307465357?tag=egp0a-20
https://thepodcastfactory.com/darin-persinger-making-agents-rich/
https://thepodcastfactory.com/ben-settle-antipreneur/
https://thepodcastfactory.com/doberman-dan/


Tom Schwab – How to Get Yourself Featured on 
High-Quality Podcasts 
🎧 Listen to the Full Episode 🎧 

 
Meet Tom!  
 

● Joe met Tom through Steve Gordon and then heard Tom on Brad Costanza’s podcast. 
● In the podcasting world, you are two degrees of separation away from everyone.  
● Tom began as a mechanical engineer, getting educated at the Naval Academy. 
● His first job out of college was running a nuclear power plant. 
● That taught him everything can be systematized. 
● When he transitioned into corporate, he was frustrated by how they ran things. 
● When Tom started his own business, he was looking for strong systems, wanting to do 

the things that people loved and not the things they loathed. 
● He built his company into a national one and sold it off. 
● Blogs didn’t work well, but Tom was big on guest blogging, putting your blogs onto other 

sites, even if nobody read them.  
● Four years ago, Tom hypothesized you could do the same with podcast interviews. He 

was right.  
● He kept trying to disprove it, skeptical of his own idea, but it kept working. 
● Two years ago, he started a done-for-you service, The Interview Valet, that uses podcast 

interview content to drive your marketing machine. 
 
The Fun of Podcasting 
 

● Podcasts have become the best form of content creation and marketing for Matt and 
Joe, so they love that Tom discovered this gap before everyone else. 

● Podcasting is having fun conversations with interesting people and sharing them with the 
rest of the world. 

● “You can create in the medium that you like the best, and then repurpose into other 
mediums.” 

● Podcasts will never get to 100% saturation as not everyone is an auditory person. 
● You can easily turn a podcast interview transcript into a blog, which can then be 

repurposed into other content.  
o Tom recommends Temi for cheap interview transcription.  
o You need to get someone to clean it up, but it’s the best. 
o Rev uses Temi for the initial sweep, and then their editors clean it.  

● Matt and Joe go to Upwork or OnlineJobs.ph to get people to write their blogs for them. 
Then they clean it up from there. 

● Companies like this allow you to utilize other people’s skills. 
● Tom’s blog writing process is he writes down six bullets, dictates them, and sends it to 

someone to transcribe, and someone else to edit it.  
● Matt is more of a writer, and Joe is more like Tom. 
● Content creation should be a breeze if you focus on the medium that works best for you. 

Hence why these three do podcasts.  

https://evergreenprofits.com/how-to-get-yourself-featured-on-high-quality-podcasts/
http://theinterviewvalet.com/
http://temi.com/
http://upwork.com/
http://onlinejobs.ph/


● Joe and Matt just hired a video VA to do more social videos, but Joe just realized that 
this VA could use podcast content for these videos. Genius.  

 
The Purpose of Podcasting 
 

● The biggest problem we have today is that we’re all obscure. The only thing stopping 
people from buying your solution to their problem is they don’t know who you are. 

● One of the worst pieces of business advice Tom ever got was from his grandfather, who 
usually was right. He said, “Choose carefully who you drink with because you can’t 
choose who you work with.”  

o For us, it’s so different because we have access to a billion customers, and we 
don’t need to serve all of them.  

● The reason podcasting works so well is you can talk directly to your ideal customers.  
● Marketing and advertising are all about attracting ideal customers and repelling those 

who should work with others. 
● Podcasting allows you to segment your audience.  
● While Tom has been on over 1,200 podcasts, he’s never done his own podcast. He 

focuses on the interview side. 
● It’s all about being yourself, being authentic.  
● Don’t try to copycat someone else’s podcast. It’s obvious. 
● An authentic dialogue is key. Formulaic questions are easier for the host and guest, but 

they’re not that interesting after a while.  
● Podcasting should be like talking to someone over a beer or a breakfast at Denny’s. The 

best podcast is like sitting in a booth next to some really interesting people and just 
listening to them. 

o It’d be rude to stare at them or join the conversation, but listening is fascinating 
on its own.  

● That’s how Joe and Matt treat podcasting. They are talking to people who they’d love to 
talk to anyway, and why not let others hear these conversations and receive the same 
benefit?  

o So far, this has resonated well. People seem to know them for their podcast over 
anything else. 

o It has turned into a machine of its own. 
● Some of Tom’s clients are software service people who know their numbers extremely 

well, and they are amazed at their podcast numbers. 
● Some of Tom’s clients are coaches. When they’ve heard you on a podcast for 30-45 

minutes, that’s a warm relationship. These clients know who the coach is before the 
coach even knows the client’s name.  

o This is because podcasting is an intimate medium. 
● Instead of prospecting for sales, your clients can come to you because they heard your 

podcast.  
● “The best way to sell something today is not to sell anything, but earn the awareness, 

trust, and respect of those you might serve.”  
● Your customers are self-selecting you when they have listened to your podcast.  
● Even though they are technically giving content away on their podcast, Joe and Matt’s 

revenue has only grown as a result. 
● Tom believes there has been no better time to start a business. A bad day for Tom is 

when his Internet goes down.  



● Video calling is free! Corporations couldn’t have done that 20 years ago, but small 
businesses have access to so much technology these days.  

 
Guest Interviews 
 

● You always look at guesting on other interviews in terms of return on investment. 
● What other medium can you talk to tens of thousands of people? It’s a digital stage 

(Michael Porter).  
● This kind of exposure can bring amazing opportunities. 
● There are other purposes, too. 

o How about a virtual book tour? Record these episodes before the book launches, 
and then launch them once the book launches. 

▪ This has become a quite popular strategy. 
▪ Authors who used to use more traditional mediums to get their book out 

there have now realized this is an ideal method for publicity. 
▪ You’re essentially gaining this podcaster’s endorsement by appearing on 

their podcast.  
o Fuel the funnel. Get new traffic and leads.  
o Boost your SEO. It will help increase your backlinks, which will help you even 

when the Google algorithm changes.  
▪ A .edu or .gov backlink is particularly helpful.  

o There is also an exposure angle. 
▪ The “Dorie Clark” strategy (but we can’t really call it that): She was 

unknown, but she increased her exposure by just being everywhere. 
Within a year, everyone knew her.  

● The best place to find podcast listeners is listening to other podcasts.  
● A client of Tom’s always says he prefers podcasts to TV because he gets way more 

airtime and spends less time driving when he appears on a podcast.  
o You can’t really go too in-depth in a TV interview, whereas you can on a podcast.  

● Tom sets the expectations with his clients. If you’re used to paid advertising, where you 
spend and get an immediate payoff, content is different. 

o Podcast interviews are evergreen.  
o One client of Tom’s who has been with him for four years still gets traffic from 

interviews he did four years ago.  
▪ A boosted Facebook post from four years ago will not give you value 

today. 
● Tom really believes podcast interview marketing will be as big as Facebook or email 

marketing five years from now because it works so well. 
● Tom doesn’t even have a podcast, but he gets pitches from people all the time who want 

to be on his podcast. Come on.  
● If you want to be on a podcast, put yourself in the host’s position. Why does a host have 

a guest on their podcast?  
o It’s someone they want to talk to. 
o It’s someone they think their audience would like. 

● How do you get to be that person? Well, it’s not a robo pitch or a cold call, that’s for sure. 
● You want to begin a relationship. 
● The first thing to do is to find the ideal podcast. You don’t want to be on every single 

one. Most of them are a waste of your time. 



o Pick five or ten you think would be great. 
o Don’t start with the big ones. Work your way up. 
o Think about what you could offer the audience and the host of this podcast. 
o Make sure you show the host some love. Leave them a rating and review. Hosts 

read those and pay attention to those.  
▪ Comment on their social media. 

o “After you’ve earned the right to have the conversation, then reach out to them.” 
▪ “Joe and Matt, I really loved this episode with this guest. Here’s 

something that I think I could offer your audience that would be of value to 
them.”  

▪ Do not pitch them as a tool for self-promotion. 
o Then make the host look like a genius for inviting you. 

● Serve, serve, serve, ask. Put out value constantly to the host.  
o Give them a reason to check you out further. 

● Doug Hammond from Nice Guys said to never promote yourself. If you do a good job, 
the host will do that for you. 

● Sometimes people get on podcasts, and only do a sales pitch or are rude to the 
audience. The host will mysteriously lose that audio.  

o One time, Matt & Joe had someone pitch to be on the show, and they did a good 
job. So they scheduled a date. 

o Then they listened to this guest appear on two other podcasts, and all he did was 
constantly pitch himself.  

o Matt & Joe mysteriously weren’t available for the recording date anymore as a 
result.  

● On the flip side, if you do a good job, the host may introduce you to other podcasters 
because you were so good and could be valuable for their audiences, too.  

● Tom has a great free book available on his website that includes tips on being a guest 
on a podcast.  

o When he does an offer like this on a podcast, he includes the cover art and title 
of the podcast, some boilerplate language, and then the offer.  

o Definitely always send them to a dedicated landing page so that that link remains 
evergreen no matter when a listener discovers this link.  

o Then you can attribute which podcast interviews worked best for you.  
o You can always mention specific podcasts in these nurturing campaigns. It’s the 

guilt by association, endorsement effect.  
● If a pitch gets past a gatekeeper to Matt and Joe, they usually include that they were a 

listener and loved specific episodes. The more you can prove you know the podcast, the 
better.  

o When that pitch also includes specific bullets that seem like they would resonate 
with a particular podcast audience, that’s attention-grabbing.  

● Give people a reason to say yes. Make it a short, to-the-point email. 
o Include a LinkedIn profile link. 
o Include a link to a book, if you have one. 
o Include a link to a website. 

● All of the same advice applies to getting on bigger podcasts.  
● There is no direct correlation between the size of the podcast and the results from it.  

o It’s more of an ego thing to be on a big podcast.  

http://interviewvalet.com/flowchart


o Bigger podcasts have more diverse audiences, which means your examples 
have to be more general so everyone knows what you’re talking about.  

o Tom sold about two dozen courses from being on an episode with 40,000 
downloads. Then he was on a podcast with 350 downloads. He sold 100 courses 
from it.  

▪ He could be more specific on the smaller podcast. 
● Matt’s big on systematizing everything, as listeners of this podcast know.  

o One day a month, they batch podcast recordings.  
o Those files go into the Dropbox, where an audio editor and a show notes writer 

access them.  
● Joe and Matt struggle with finding podcasts to guest on, as they haven’t figured out how 

to systematize this process to make it frictionless.  
● The way to gain exposure through opportunity is in fact a system. 

o If you don’t want to go through the effort or prepare for a podcast, then it won’t be 
good. 

● Three calls to action always work best: a small, a medium, and a large one.  
o A good small one is a checklist for how to prepare for a podcast. 
o A medium one could be a free copy of a book. 

▪ More investment of their time. 
o A large one is jumping on a phone call.  

● Being on a podcast is like selling from a stage. Meet people where they are. 
● Always drive traffic to the website.  
● Some people do offers through an opt-in form. Tom doesn’t do that for small offers 

because if you’re not truly interested, he doesn’t want to spend the time nurturing you. 
● One of Tom’s clients wrote this book called Click Sand that discusses “how big fish don’t 

swim in funnels, and whales don’t click.” 
o If you’re selling a high-ticket item, if they want to buy, they won’t go through your 

nurturing sequence. They will just buy.  
● If Matt is interested in a podcast, he will reach out to his network to get a connection and 

bypass all the steps Tom just discussed…  
● This system works best for relationship sales and high lifetime value. If you’re just trying 

to do a transaction, there are easier ways to do it. 
o If you’re selling a fiction book that you will only make a couple of bucks off of 

each sale, this is a hard way to make money.  
● Be careful about which podcast you actually want to go on.  
● Podfade is a common phenomenon.  

o People want to start a podcast, and then they drop off and lose interest before 
the 10th episode. 

o You don’t want to be interview #7 on a podcast like this one.  
● Unless they have a good audience and have been doing it for a while, they won’t have a 

lot of listeners, and it won’t be worth your time.  
● Again, don’t always focus on the biggest podcast. Focus on the one your ideal listeners 

are listening to.  
● A podcast search engine Tom loves is Listen Notes. 

o You can search by name and other elements in the show notes. 
o Or you can search by topic.  

 
Working with Interview Valet 

https://www.clicksand.net/the-book/
https://www.listennotes.com/


 
● They are a concierge, done-for-you service. 
● The idea is you’re the guest, and we take care of all the rest. 
● Tom’s clients give the best copy. One said, “I love working with you because Sinatra only 

sang.” “What does that mean?” “Sinatra could have done a lot of things, but he wouldn’t 
have become Sinatra. I look at it as there are certain things I could do and bring the best 
value. The best return on investment in my time and money is just performing.” 

● They work with authors, speakers, coaches, and emerging brands. 
● They prospect, pitch, get the host to say yes, host and guest prep, provide professional 

equipment, teach best practices, create the welcome pages for web traffic, and do social 
media promotion.  

● This process is all laid out in Podcast Guest Profits, Tom’s book on podcasts. 
 
Contact Tom 
  

● The Interview Valet on LinkedIn, Facebook, and YouTube 
● Tom on LinkedIn 
● Podcast Guest Profits by Tom Schwab 

 
Additional Resources 
  

● Tom’s audience freebies 
● Play Bigger: How Pirates, Dreamers, and Innovators Create and Dominate Markets by 

Christopher Lochhead, et al 
● Niche Down by Christopher Lochhead 
● Jab, Jab, Right Hook by Gary Vaynerchuk 
● Click Sand: How Online Marketing Will Destroy Your Business by Bill Troy 
● Hubspot 
● Temi  
● Rev 
● Upwork 
● OnlineJobs.ph 
● Listen Notes 

 
 
 
 
 
 
 

 

 
 

https://www.amazon.com/PODCAST-GUEST-PROFITS-business-interview-ebook/dp/B01N01ZIF7
http://interviewvalet.com/
https://www.linkedin.com/company/interview-valet/
https://www.facebook.com/InterviewValet/
https://www.youtube.com/channel/UCuSNLwNEIU787_7l34HaS8A
https://www.linkedin.com/in/thomasmschwab
https://www.amazon.com/PODCAST-GUEST-PROFITS-business-interview-ebook/dp/B01N01ZIF7
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Dennis Yu: How to Build a Recognizable Brand 
Using $1 Ads 

🎧 Listen to the Full Episode 🎧 
 
Introduction to Dennis 
 

● Here are the parts of Dennis’ background that people think are important: 
o He’s spent $1 billion on ads. 
o He’s run Analytics on Yahoo. 
o He has a lot of degrees and knows a lot of people. 
o Fun fact: he placed highly in MathCounts and went to the National Spelling Bee 

on behalf of California.  
● Here is what actually matters about Dennis’ background: 

o He has put in the time to make these checklists for success in various areas. 
o If you can follow a chocolate cake recipe, you can follow one of his checklists. 

 
The Power of Checklists 
 

● Whatever you are fanatical about, you know there is a factory process for how they 
deliver the same quality scale. Dennis calls that “repeatable excellence.” 

 
Facebook Marketing 
 

● Dennis sees the foundation of marketing on Facebook as 1-minute videos. 
● Sheryl Sandberg calls this word-of-mouth at scale. 
● The News Feed is based on what your friends are doing, so you have to create 

word-of-mouth at scale: collecting positive quotes about you and sharing your expertise 
in these quick videos. 

● Take In N Out – does their business grow through ads or word-of-mouth? If you realize 
that what powers In N Out powers your business, that will transform your marketing. But 
you do have to have something that people will love. 

● Facebook is an amplifier. If you use 1-minute videos and $1 a day, it’s an amplifier. It 
keeps stacking. 

● So if you don’t start with that seed of love, then this won’t work. 
● Dennis believes that you should not work on your personal brand; you should have other 

people working on your brand. You want other people to be talking about you. If you are 
talking about you, then you are a self-pompous peacocking person. Don’t be a 
primadonna. You want the customers to work for you, which means you need a process. 

o Dennis’s team spends time gathering all of their online mentions into Google 
Sheets, creating speaker reels, thanking people online, and boosting these 
snippets for $1 a day, in addition to sharing worthwhile content. 
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Three-Part Video Funnel for Digital Marketing 
 

● Facebook calls this awareness, consideration, and conversion, which is the top, middle, 
and bottom of the funnel. 

o Dennis and his team call the levels awareness, engagement, and conversion. 
o This also aligns with “know,” “like,” and “trust, as well as “why,” “how,” and “what.” 
o No matter what you call them, these levels are about deepening a relationship. 

● People almost never buy on an impulse; it usually requires seven touches. 
● At each step, you create a 1-minute video. 
● The first step, why: You create a series of videos that share who you are, something that 

happened when you were a child, your life trajectory, life anecdotes. Viewers can 
understand your values or can relate to your life experiences. 

o Do not make these first-step videos about your product.  
● The second step, how: One piece of expertise in one minute. Maybe it’s how you tune 

your Facebook ads, or how you maximize points on Southwest Airlines.  
● The third step, what: What you’re selling. Maybe you have a course on Facebook ads or 

a package that implements your digital plumbing, or a course about entrepreneurial 
basics. This is where you finally have permission to sell. 

● If you came out of the gate selling your product/service, you would be shocked. There 
was no relationship-building, no trust, no amplification of positivity. 

 
Human Behavior & Facebook 
 

● Dennis has a degree in psychology (in addition to economics and finance). He always 
thought human beings were super-rational and calculating, but proximity theory and 
game theory show that people will naturally choose what is most familiar to them even if 
there is no actual expertise being demonstrated. 

o The likelihood of you marrying a girl from college is more likely to go up if you 
shared a class or a dorm or something.  

● People have only a certain amount of energy, which is why you choose what is easiest. 
● Rational ignorance is when people are intentionally ignorant because people rely on a 

heuristic factor to make a decision. Marketing is dependent upon maximizing the number 
of heuristic factors in order to leverage rational ignorance. 

● How do you measure the value of your company brand? It’s the sum of the positive and 
negative personal interactions that you, your community, employees, customers, and 
partners have.  

● When you are building relationships/a customer base, constantly be making small 
deposits.  

● How is Facebook deciding what shows up in your News Feed? (EdgeRank) 
o They are deciding what content they think is most relevant to what you care 

about. 
o If you recognize Facebook is using an algorithm to sort people and content, why 

wouldn’t you align your marketing efforts along with those same principles?  
● Growing tomato trees is like growing brand value. 

o Direct marketers are impatient and will not wait patiently for that tomato to grow.  
o Gym owners can tell people their perfect body takes a while to develop, but they 

don’t understand that brand value also takes that time to develop. Just be aware 
that this process takes time. 



 
How to Get Noticed by Publications 

● Dennis’s co-founder Logan Young was interviewed by CNN about his opinion on 
Facebook ads and the trouble Facebook got in with Congress. How did he get there? 
Why did CNN pick this guy who was driving for Pizza Hut three years ago?  

o He was featured three or four times in USA Today. They asked him questions 
that got CNN’s attention. How did he get there? 

o He taught workshops. He took pictures of himself at Facebook HQ and offices all 
over the world. He keynoted at conferences all over the world. He took 1-minute 
videos of himself at these conferences and boosted them for $1 a day to the 
target audiences of the people who work at these media companies.  

o Over time, those videos resulted in media mentions.  
● How you start is you interview other people. If you’re not on those shows, find people 

who are B-list celebrities. Find people with small podcasts, and build that influence up.  
● Take Dennis’s ex-student, Mark Lack. Because he was hanging out in LA with rich 

Hollywood kids, he realized he could interview their parents and get 100-200 views on 
podcasts and videos. But it wasn’t getting traction. He wanted to be the young Tony 
Robbins.  

o It was from taking those interviews and boosting them for $1 a day against their 
own audiences. 

o What broke through for Mark was that he interviewed Tai Lopez. He guaranteed 
that their interview will get at least 100,000 Facebook views. He had to get Tai to 
let Mark film him for 30 minutes. Tai said sure. 

▪ He did his research. He didn’t waste time at the interview. He took those 
interview videos and boosted them to Tai’s audience. Tai saw that, but 
guess who else? 

▪ Gary Vaynerchuk, Tony Robbins, and plenty of others. Now Mark has had 
interviews with tons of billionaires.  

● Start small, in both speaking and interviewing, before you go in the big leagues. 
● This will boost your perceived authority, and you can boost that content to the media.  

 
Content Creation & Promotion 
 

● Promoting links that go to other people’s websites rather than your own will attract 
attention to you. 

o Joe & Matt followed these strategies after listening to Dennis speak and realized 
that any time they go to any networking event or conference, people come up to 
them, telling them that they see their ads everywhere and have heard about their 
podcast.  

o You have to treat yourself like the media because then you are saying that you 
have authority on which content is worth people’s time, and then people will listen 
to you and check out your content. 

● What is producing Dennis’s revenue today stems from seeds planted 10 years ago. They 
don’t need any new content. They will continue to because they love creating new 
content, but they don’t need to, and that’s what’s key here. 

 



 
 
Quick Tips for Facebook Ads 
 

● Add the “feeling” emojis to the end of a status. That works because that’s the kind of 
thing a friend would say versus a brand or a salesperson. The more you can make your 
stuff look like an advertisement, the better your stuff will perform. 

● Have your ads come from a public figure page, not your brand page. 
● Set up a chatbot. Dennis likes Mobile Monkey.  
● Share photos with short captions. 
● Don’t use hashtags. Hashtags are not for Facebook. 
● Do not put links inside your posts. It looks like a brand is trying to promote stuff. 
● Make your posts look as user-created as possible. If you have enough social proof on 

your ad posts, they won’t look like they’re sponsored.  
 
Is there a place for a brand page in these ads? 
 

● Take Evergreen Profits. 
o Joe and Matt should each have their own public figure page because they are a 

two-headed dragon. 
o You will share your why and your how content from your public figure page. The 

stuff that you’re selling, the what, will come from the brand page.  
o The relatability/engagement content comes from the public figure pages, and the 

sale comes from the brand page.  
 
Contact Dennis 
 

● Blitz Metrics Workshop 
● Team Blitz Nation (monthly membership) 
● Dennis’ team’s Facebook page 
● Dennis’ team’s YouTube channel 

 
Additional Resources to Check Out 
 

● The Creative Curve by Allen Gannett 
● The Standards of Excellence by Logan Young 
● Snow Crash by Neal Stephenson  

 
 
 

 
 
 
 

https://theblitzworkshop.com/
https://teamblitznation.com/
https://www.facebook.com/BlitzMetrics/
https://www.youtube.com/channel/UCaYb1b5DZfYbCHVZAe5y3BQ
https://www.amazon.com/Creative-Curve-Develop-Right-Idea/dp/1524761710/ref=sr_1_1?ie=UTF8&qid=1531974001&sr=8-1&keywords=the+creative+curve&tag=egp0a-20
https://blitzmetrics.com/soe/
https://www.amazon.com/Snow-Crash-Neal-Stephenson/dp/0553380958/ref=sr_1_1?ie=UTF8&qid=1531974384&sr=8-1&keywords=snow+crash&dpID=51nbYwWXNuL&preST=_SY291_BO1,204,203,200_QL40_&dpSrc=srch&tag=egp0a-20


 
Matt Wolfe & Joe Fier: The Biggest Lessons 

Learned Growing a Podcast 
🎧 Listen to the Full Episode 🎧 

 
We made it to episode 100! 
 

● We streamed this live on Facebook on Joe’s deck, so that’s fun. 
● We want this to be a recap of the last 99 episodes, talking about some of our and our 

audience’s favorite moments. 
● But we also want to talk about what we’ve learned through our growth. 

o We were considered big enough podcasters to be icons at a recent event. 
● Please feel free to reach out to us with your feedback! 

o Joe@EvergreenProfits.com / Matt@EvergreenProfits.com 
 
Noteworthy Episodes 
 

● Roland Frasier (#1 most downloaded episode) 
o He broke down step by step the opportunities he’s faced with. The bigger you 

become, the more opportunities flow your way. If you pursue all of them, your life 
is over. 

o He gave us a systematic approach to deciding which opportunities to pursue. 
▪ It became a black and white answer rather than something to agonize 

over. 
o He helped us out by going on a sharing spree with the episode link. 
o Matt loved this episode because he got some insights into the progression of 

Digital Marketer and the Traffic & Conversion Summit. 
▪ Roland was that person who came in and organized everything. Most 

people have to do it all for themselves, so they aren’t as able to be smart 
about their time. 

▪ We’ve been to every T&C Summit, so that’s why it felt particularly 
relevant. 

● Dennis Yu (second most downloaded episode) 
o He laid out the dollar a day strategy for Facebook ads, and how you can blanket 

the internet strategically to the people you’re trying to target. 
o What we learned from talking to Dennis changed the way we did business 

internally. We used the strategy he laid out to grow this podcast. 
o We are using the insights of all of these traffic guys and developing our own 

unique take on these strategies to create our own course that presents our 
findings. 

● Aaron Fletcher (he has been on our podcasts several times) 
o He is a master at transparency “and not being a douchebag to his customers.” 
o Fun fact: Before we recorded one of his episodes, we got drunk with him, so that 

was a fun interview. 
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o In the first, non-drunk episode, he introduced KAD (Kill, Automate, Delegate). 
Similar to Roland’s system, it’s his systematic process to filter opportunities. 

▪ For a long time, this was the most downloaded episode. 
● Mike Michalowicz (Joe loves this one) 

o Clockwork, his newest book, is by far the best business book Matt read in 2018. 
▪ Similar to The E-Myth, but more actionable. 

o We got in touch with Mike because he bought ThriveCart through our affiliate link. 
We saw his name come through on our purchase list, so Joe reached out and 
offered him our support. He sent us copies of the book, and we invited him on to 
the podcast. 

● David Allen 
o GTD method (Getting Things Done)  

▪ (Shockingly, Matt is better at this than Joe.) 
o We had a co-host, Marx Acosta Rubio, asking more advanced questions, so it 

was cool for us to have the perspective of the newbie in that interview. 
● James Schramko 

o He gave a formula for how to work fewer hours in the day and make more 
money. 

o But he is so generous with his time, connections, and help with us. 
o If you are looking to expand your network and your mind, he is a key figure. 

● Ben Adkins (#3 most downloaded podcast) 
o He taught us how to make and launch an info product in four days. 
o He is legitimately a magician (and a musician).  
o He is an example of how successful people keep things simple. 

● Gonzalo Paternoster 
o He is big on systematization and time management tips. 
o We created checklists and Slack channels and Process Street based on the 

advice we received in that episode. 
● Billy Gene 

o We talked about how we didn’t know who he was a year and a half ago, but then 
we saw him everywhere. 

o Pretty much everything we learned from content marketing was because we ran 
an agency, and then we ditched the agency and did everything for ourselves. 
Billy never ditched the agency. 

● Brad Costanzo 
o This is when we started exploring the world of acquisitions, and buying and 

selling businesses “for no money down.”  
o We have since partnered with Brad in this. 

 
Podcasting Insights 
 

● Podcasting can be a serious network grower. It’s super cool how deep our network has 
run to the point where we are able to get these amazing guests that we never dreamed 
we could get.  

● We love being guests on podcasts, too, and growing our podcast has allowed us the 
opportunities to guest on others. 

● We love podcasting so much that even if we had a billion dollars in the bank, we’d keep 
this thing going. 
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● Authenticity in hosting and interviewing is so important. We don’t give a shit what people 
think of us; we care what people think about our guests and their insights. 

● Matt is an introvert who struggles with social anxiety. Podcasting seriously allowed him 
to break out of his comfort zone and get more comfortable in social situations. 

● We have become quite successful in monetizing our podcast through partnerships, 
affiliate links, and selling our own products and packages. 

o We are now looking into creating sponsorship packages that really add serious 
value and reach for the sponsor. 

 
Our Podcasting System 
 

● Once a podcast is created, we target audiences with dollar-a-day ads on Facebook. 
o This only occurs with certain guests who have an audience behind them. 
o If you click on these ads, then you get added to our retargeting funnel. 

● Once someone lands onto a show notes page for an episode, we can segment you and 
retarget you based on the type of content you’ve clicked on. 

o There is an opt-in for companions. 
 
Future of our Podcast 
 

● We’re building a podcasting platform to connect people who want to be guests to 
podcasters, and vice versa. 

● $200 million are currently being spent on podcast sponsorship, whereas $3-5 billion is 
being spent on radio. Podcasts are definitely on track to be the radio of the future. 

● If you’re a guest on a podcast, it’s on the Internet forever. An eternal marketing source. 
● This guest-finding system is so decentralized currently, and networking is a real strength 

of ours. This is why we’re working to develop this platform to facilitate the efficiency of 
networking for others. 

 
Additional Resources 

● Perpetual Audience Growth course 
● Roland Frasier episode 
● Dennis Yu episode  
● Aaron Fletcher – Episode 1 
● Aaron Fletcher – Episode 2 (the drunk one) 
● Mike Michalowicz 
● Clockwork by Mike Michalowicz 
● David Allen 
● James Schramko – Episode 1 
● James Schramko – Episode 2 
● Ben Adkins 
● Gonzalo Paternoster 
● Billy Gene 
● Brad Costanzo 
● Curt Maly 
● New Media Summit 
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Steve Olsher - How To Earn $1,000 Every Time 
You're Featured Somewhere 
🎧 Listen to the Full Episode 🎧 

 
About 
 

● Always had the entrepreneurial spirit, even raked leaves and shoveled snow as a kid to 
make money 

○ Opened a nightclub at the age of 19 
○ Got into the catalog world in 1991, so he opened a virtual store on Compuserve’s 

electronic mall 
■ Sold liquor and spirits 

● The electronic mall was like the original Shopify  
● Founder of liquor.com and bourbon.com, purchased in 1998 for $7,500  

○ At that time, it was a stretch to spend that kind of money, was it a good risk? 
■ Biggest leap of faith he took investing in his business at the time 

○ In 2006 had an offer to buy just the liquor domain for $4.25 million, definitely a 
good appropriation of funds 

● Runs an event called The New Media Summit 
● Two podcasts 

○ Beyond 8 Figures 
○ Reinvention Radio 

● Podcasting started in 2009 and wasn’t consistent 
○ Picked it back up to regularly doing it in 2015, afraid he missed the boat on the 

organic growth front of podcasting since he wasn’t a known “name” in the space 
due to his on-again-off-again relationship with the platform 

○ Hard to get in the top ranking today if you start a business podcast now because 
there is so much competition in that niche  

● Does very little advertising, only a small amount on Facebook, otherwise, his marketing 
is through appearing on other people’s podcasts and his own 

● Trust your instincts, back in 1995 he saw tremendous growth opportunity to have an 
online store, so he took the leap 

 
Is Podcasting A Viable Business? 
 

● Some figures say over 10,000 new shows launching a month 
● If you take the leap to jump into the space with a specific niche, you will have the most 

highly targeted traffic you can find online these days 
● This medium is a pull medium 

○ Unlike email letters, people lose interest, unsubscribe, disengage over time 

https://evergreenprofits.com/how-to-earn-1000-every-time-youre-featured-somewhere-steve-olsher/


○ Podcast listeners are like a 100% subscription rate and downloads are like a 
100% click-through rate 

○ Even if your audience is small, they are 100% engaged and interested in what 
you have to share 

■ A smaller audience that wants to consume what you produce is most 
likely your best pool of future paying customers 

● Podcasts are a great medium for building visibility, authority, credibility, for 
lead-generation, to earn revenue, but to stay in the game you have to build a podcast 
that puts a fire in their soul 

● No matter how narrow or small your niche is, there are listeners for you, you should start 
a show  

● Taking too general of a stance and just inviting people to interview them because they 
interest you is not the best model for launching a podcast today unless you’re already a 
heavy hitter/influencer/celebrity 

○ To do this you’d have to build a brand and a platform first, have a huge audience, 
then you can launch the podcast to talk to whoever the heck you want 

 
About Steven’s Two Podcasts 
 

● Reinvention Radio came to be in 2009 based on Steve’s cycle of constantly reinventing 
himself in life 

○ Wanted to find out if others had this same struggle of discovering who they were 
and what they should do and share the stories 

○ That’s how he decided to write his book What Is Your What 
○ How they’re wired to serve and who they should serve 

● Beyond 8 Figures, why do some companies struggle to get to 5 or 6 figure incomes and 
others easily soar to 8 figures and beyond 

○ The making of an Amazon company 
○ The how and the why of the massively successful companies 
○ Going from a 6 to a 7 figure income takes a lot of growth and stretch 

■ Once you hit 7 figures, scaling to 8 figures is an entirely different ballgame 
■ The common thread for this to happen is the CEOs of these companies 

had to break their belief system and their business models in order to 
break the next barrier; scratch everything that worked for them to get to 
$1 million and start over 

● Requires a whole new level of thinking and mindset shifts about 
your strategies to get to become an “enterprise”  

○ 2 Comma Club in Clickfunnels seems like $1 Million is the new 6 figure online 
income 

 
 
 



 
How To Book 8 Figure Earning Guests For Your Podcast 
 

● Building the podcast content wasn’t enough to attract them, had to get them via referrals 
from other guests or the network 

● A warm introduction is the best way to book any guests 
● Starting a podcast can easily extend your network beyond what you can imagine, use it 

as a growth tool 
● You can elevate the quality of your network so when you have the next big idea for your 

own business, you have contacts and influencers who have made these types of 
projects happen and can mentor or guide you also 

 
The $1,000 Podcast Funnel 
 

● He’s been on 500 podcasts as a guest over the last three years, needed a way to make 
sure it was worth the time he spent doing it to generate revenue for his business 

● Podcasts are an advertising platform, you get to plant seeds about your ecosystem with 
the host’s audience so if something you say entices them that they want to learn from 
you to help them solve a problem, they’ll eventually purchase 

○ It only happens once you get the audience into your ecosystem 
○ It’s kind of like an infomercial, in that you spend an hour chatting about a system 

or process, and you have a call to action at the end for the audience to join you to 
learn more 

● Automated funnel that earns him $1,000 in immediate revenue for each appearance he 
makes 

○ Sometimes it’s more or less, but that’s before the continued marketing 
campaigns to the new contacts he gains 

● What Is Your What digital download is free to get them into the ecosystem 
○ Upsell to the physical copy just pay shipping and handling is next 
○ Invite to an online course, Reinvention Workshop 

■ All three are the same product, just different methods of consuming them 
● On average he generates about 250 leads per show that get the free version 

○ 20% will then go onto purchase the physical copy ($8) 
○ Then 25% of the people who purchased the print book will buy the OTO of the 

online workshop ($49) 
● He sends all podcast listeners to the same URL, doesn’t create a special link for each 

podcast to track the most effective ones at driving the new traffic, but knows the 
customers there all came from listening to a podcast he was on since he doesn’t give out 
that URL anywhere else 

● Tested the workshop price at $29, $49 and $97, since $49 was almost as high as $29 
conversion, they stuck with that 

● It all starts with the lead magnet, it has to add value 
○ Has to be free 



○ Does it further the conversation you’re having 
○ A dead simple and easy yes (he has 80% conversion on his free version of the 

printed book) 
● Your final piece doesn’t have to be a new course you create at the $49 price point, it can 

be a condensed version (or a module or two) of a more expensive course you offer to 
get them interested in spending more for the higher ticket item 

● There’s an implied endorsement when you appear as a guest on a podcast that the host 
recommends your product and it makes sales/funnels easier to convert the traffic 

● When you are a guest on other people’s podcast, you have to treat it as a privilege that it 
is, provide the value that the host implies by inviting you in to speak to his/her audience 
and not turn the episode into a pitch fest 

 
 
The Best Way To Get On Someone’s Podcast 
 

● Ask your network who they may know that you’re interested in connecting with 
● Have the person who gave you the referral provide you with a warm intro to the host 
● You can do the same process with your network and ask who you think would be a great 

guest for your podcast 
● The power of an active referral network is second to none to be able to connect to the 

people you need at the exact time you need to connect to them 
● If you have a real relationship with an influencer and the timing is right for you to promote 

something new, that relationship will allow you to open the door and appear on their 
show if  you just ask 

● Get into mastermind groups or events where influencers can gather to get to know each 
other to expand your network 

 
The New Media Summit 
 

● Get together 40 top podcast hosts at an event and invite 150 people to attend, ask 
questions, get direction on appearing on or hosting their own podcasts 

● Developed because he had a need to find really good guests, and as he met other 
podcasters he found they had similar challenges 

● The ability for influencers to pitch being on podcasts and for podcasters to find new 
guests 

● Teach podcasters how to leverage the power of the medium and monetize it 
●  February 21-23, 2019 in Florida is the next summit 

 
Optimizing Earnings Per Email Subscriber 
 

● Segment-Indoctrination sequence with the book 
● Segment-build $1,000 funnels for others as a service 
● Segment-people who want to launch a podcast in two days 



● Segment-The New Media Summit audience tickets and sponsorship money 
● Segment-profiting from podcast programs 
● Segment-icon maker program, coaching, accountability and done for you services 
● Segment-icon maker elite program, Steve’s personal coaching 
● A simple business model with proper segmentation gets his earnings to roughly 

$15/subscriber in the database 

Resources 
 

● Find Steve on his website  
● Grab a free digital copy of Steve’s book What Is Your What  
● Listen to the Reinvention Radio podcast 
● Catch the Beyond 8 Figures podcast  
● Follow Steve on Facebook 
● Watch Steve on YouTube 
● Free download of What Is Your What by Steve Olsher 
● Clickfunnels 
● Guerilla Marketing by Jay Conrad Levinson 
● Tom Schwab - How To Get Yourself Featured On High-Quality Podcasts 
● Johnathan Rivera - How To Treat A Podcast Like A Direct Response Marketer 
● If you’re ready to learn the systems and processes you need to grow a podcast or your 

branding, get the how-to inside the Advisory.  
 

  

https://steveolsher.com/
https://whatisyourwhat.com/
https://reinventionradio.com/
https://beyond8figures.com/
https://www.facebook.com/steve.olsher
https://www.youtube.com/user/whatisyourwhat
https://whatisyourwhat.com/
http://evergreenprofits.com/clickfunnels
https://www.amazon.com/Guerilla-Marketing-Inexpensive-Strategies-Business/dp/0618785914/ref=sr_1_2?ie=UTF8&qid=1539039248&sr=8-2&keywords=guerilla+marketing&tag=egp0a-20
https://evergreenprofits.com/how-to-get-yourself-featured-on-high-quality-podcasts/
https://evergreenprofits.com/podcast-like-a-direct-response-marketer-jonathan-rivera/
https://evergreenprofits.com/consulting/


Justin Malik & Lee Rankinen – How to Create a 
Massive Podcast Without Creating Your Own 

Content 
🎧 Listen to the Full Episode 🎧 

 
Meet Justin & Lee!  
 

● Justin has been a loyal listener since The Authority Insider, Matt’s previous podcast. He 
finally joined the Facebook group and responded to a call for feedback.  

● They all met up at a bar in Irvine and talked podcasts. Now everyone’s pals.  
● What Justin loved about the podcast is he related to Matt, and Lee is a lot like Joe. 

There is an analytic, introvert type, and an extrovert, salesy type.  
● Lee & Justin are working on getting their own operations manager, so super similar to 

what Joe & Matt went through.  
● Lots and lots of parallels.  
● Justin & Lee went to grad school together at Pepperdine, getting their MBAs together. 

They had classes together and became friends.  
o Instead of working on a business in their free time, they just hung out. 

● About a year after graduation, Lee texted Justin checking in on him. He was already 
done with corporate, as was Lee.  

● They had independently been looking at businesses that appealed to them, and they 
both settled on mobile apps (after having read an article from Chad Mureta).  

● From that original text conversation to being up and running as a company, it was less 
than six months. They moved quickly.  

● They proceeded to raise money and lose most of it real quick through building what they 
thought was the next Instagram. 

● They thought they would monetize by getting users and then selling it.  
● User growth was good, but not user retention.  
● The cost of app maintenance was too much for them. They were down to a month’s 

worth of money. Justin did not want to go back to corporate America, so he learned how 
to code some simple apps.  

● He published one app a day at the beginning, and at the peak was three or four a day. 
● Carter Thomas was into app reskinning. You take a terrible, simple code, and you 

change out the graphics.  
● One of the very first apps they did was a Halloween slot machine. It made a couple 

thousand dollars out of a $100 code.  
● They became profitable from all of these app reskins. But you can’t do this anymore, so 

don’t try it.  
● One of Joe and Matt’s first consulting clients was a guy who taught an online course 

about how to make iPhone apps. They took it over and rebranded it as The App 
Shortcut.  

o They were teaching people how to make apps without actually making apps 
themselves.  

● You can’t do this anymore because Apple is shutting down spam apps. They can see if 
they are releasing an app with the same source code over and over again. 

https://evergreenprofits.com/podcast-justin-malik-lee-rankinen/
https://tim.blog/2012/04/22/how-to-build-an-app-empire-can-you-create-the-next-instagram/


o If an app doesn’t add value to their space, they don’t approve its release.  
● They started selling source code to people instead. The teaching of it became way more 

lucrative than the development.  
o Plus it was great to give up that grind of daily app publication.  

● Matt recreated Fall Down Forever from the TI-83 calculator and published a paintball 
version of it that he developed himself.  

o It’s no longer in the app store, so you can’t play it. Sorry.  
● Matt also created a motorcycle game app that he never published after getting it 

developed. It was also reskinned.  
● Justin & Lee got to a point where they were creating quality apps, including a choose 

your own adventure storybook app. 
 
Transitioning into Podcasting  
 

● The transition into podcasting was interesting.  
● Lee was interviewed on Steve Young’s podcast about his mobile app business.  
● He began to listen to his episodes to prepare for the interview, and then he searched 

through the Podcast app while at his corporate job.  
● He was constantly referring podcasts to Justin during this time. 
● They were ready to transition out of apps into a passion project, which for them was 

personal development. 
● They thought they would become experts in a niche of personal development, but that’s 

a hard thing to do when there are already so many fish in the sea. 
● Justin thought they could narrate blogs with their author’s permission. That way, they 

could cover a wide range of topics. Lee agreed it was a good idea.  
● Each episode is a highly polished read of a great blog post.  
● Across all five narration shows, beginning December 2015, they are at over 70 million 

total downloads.  
● Every time they set a new goal for a number, they hit it in about half the time they think 

they should.  
o When Justin launched the first episode, within a year, he wanted to hit a 

thousand downloads in one day.  
▪ Right after launch, that happened… 

o They definitely got lucky in their success. 
● When Matt sat down in Joe’s new Tesla, it was one of the first podcasts featured in 

TuneIn as a recommended podcast. 
● This concept is certainly unique.  

o Justin & Lee were the first to come up with something like this. 
● Gaps.com featured OLD as an idea and said that he would start doing it.  

o He had someone narrate episodes for him and launched a podcast. He handed it 
off to someone, and that guy continued for a year, using Medium articles.  

o He did one a week, and then slowly gave up on it.  
o Justin hasn’t seen a new episode in six months. Podfade. 

● They are reskinning content and presenting it in a new way on a platform where that 
content doesn’t exist.  

● They now have five different narration shows covering different topics. 
● It’s a massive grind to find blogs to narrate, and there are no mistakes in this narration. 

Any mistakes are edited out.  

https://appmasters.com/money-from-apps-lee-rankinen/
https://gaps.com/


● Going for that polished audiobook quality really sets them apart in the podcast space.  
 
The OLD Podcast Process 
 

● On Justin’s show, he will batch four or five episodes at a time. 
● Justin’s brother’s show on health is five episodes a week, and he will record them all one 

day a week.  
o Using a dog clicker to create a thin visual spike in the audio file is a brilliant way 

to note that there was a mistake.  
o Do that instead of clapping in front of the mic as a mark in the audio.  

● Someone else now is in charge of finding those marks in the audio file.  
● Justin is a perfectionist, so he does do a 20-minute final run-through of each episode 

before publishing after his editor has gone through it.  
● They keep all of these episodes clean for certain countries that will blacklist episodes 

with explicit language.  
o Joe & Matt’s show is completely fucked. Not a clean show.  
o Listeners in these countries will find episodes through different platforms.  

● Most podcast apps use Apple’s API, so be careful. 
o The only ones you submit to these days are Stitcher, TuneIn, and maybe Google 

Podcasts. 
● Apple has already started cleaning rankings up quite a bit.  
● The podcasts ranked ahead of Justin & Lee in the health space are all by the same 

company or two and have essentially no reviews. But those are starting to disappear.  
● Rankings don’t necessarily contribute to organic growth, so you don’t need reviews as 

much as you used to.  
● Apple contributes to about 80% of podcast downloads currently.  
● On Joe & Matt’s, Overcast is their top platform, but they paid for advertising there.  
● Lee started full-time in March 2019, and he took over content curation.  
● They have about 100 authors or websites they narrate from. 
● On average, they are adding 10 new ones a month. 
● Lee has a list of 150 that are in his review process. 

o They were either submitted by a listener, submitted by the author themselves, or 
a referral from an existing author.  

● They like to space out authors so there is a range of viewpoints. 
● There are 27 episodes a week total. 

o Justin’s show is seven days a week, and the other four are five days a week. 
● Some authors are narrated on multiple shows because they have content that fits 

different topics, but they like to space them out accordingly. 
o Lee has a spreadsheet that tracks when they last used an author and on which 

show they were last featured on. 
o If it’s been at least a month, Lee will look for a new, relevant article from them.  

● It’s mostly just the two of them doing the work, with the exception of occasionally using 
someone to make sure each article is the right length and word count for an episode.  

 
Growing a Podcast 
 

● Justin & Lee picked minimalism in personal development first. There weren’t podcasts 
about that topic yet. 



● Joshua & Ryan of Minimalist.com loved the idea and were the first authors to give them 
permission. 

● They shared it on their podcast a couple of months later. 
● Sharing podcasts on other podcasts is a beautiful relationship and is incredible exposure 

for growth. 
● They shared it without them even asking. 
● If you search “minimalism” in the Podcast app, they are the first result, so that’s cool.  
● The hardest part about starting a podcast today is how to get noticed and grow.  

o They launched two interview-style podcasts recently, and that was tougher for 
them to grow since they are outside of their regular niche. 

● Since there is no New and Noteworthy anymore, it’s rough. No more bonus downloads. 
● Guesting on other podcasts is huge. Shoutouts from other podcasts are also huge. 

o Those are the biggest, easiest conversions.  
● Mailing lists are not even as helpful as they used to be.  

o If they are not already podcast listeners, it’s hard to convert them. 
● On the website, Justin & Lee have to explain how to listen to a podcast. 

o There is an education piece here that other mediums don’t have. 
● Building an audience from scratch is quite difficult.  
● There is such an opportunity with the medium though if you do stick with it. Time is key. 

Patience is key.  
● Consistency is a key factor for success. 

o Nick Loper is so successful because he’s been doing it for so long, and he has so 
many episodes for listeners new and old to explore.  

o Nick is one of the blogs Justin & Lee pull from, too. 
● Optimal Living Daily just crossed 1,000 episodes, so they have a major archive for 

listeners.  
● All of the episode titles are searchable individually. Keywords in your episode titles are 

significant. 
● The blog title is often the episode title for them because they have already chosen great 

keywords for their own SEO. 
 
OLD Podcast Monetization 
 

● 98% of their podcast monetization comes from advertising.  
● They do some affiliates, too.  

o Whenever any author they narrate is selling something, they publish those to 
help give back to the author and make some affiliate income on the side.  

● But advertising is the bulk. It’s all about CPM (cost per thousand downloads), the niche 
you’re in, the frequency of podcast publication.  

● Their plan is to continue sticking with sponsorship, as they think advertising dollars will 
continue to move to podcasting. 

● They are strict with who they take on as a sponsor, so they do turn down a lot of 
potential ad sponsorship based on what they are being asked to sell. 

● Demographic information from the radio is sketchy, but in podcasts, you can get so 
granular on who is listening to podcasts, and sponsors should want to pay more for 
podcasts because of that data.  

● Also, that sponsor is in a podcast episode for life, no matter how far down the line a 
listener is listening to an episode.  

https://www.theminimalists.com/podcast/
https://evergreenprofits.com/side-hustles-make-money-nick-loper/


● Nielsen is beginning to partner with advertising companies to get demographic data for 
podcasts.  

● You can have one ad for a listener in California, but another for someone in Michigan.  
● This process depends on your host.  

o Justin & Lee use Libsyn. It’s going through the MP3 on the host side of things. 
o Apple is looking at your RSS feed to determine where you are playing it. It’s sort 

of a live process in that way.  
o Based on where you are playing it, a relevant ad will be inserted accordingly.  

● Matt suggested the idea of blog writers paying Justin and Lee to have their blog curated 
through the podcast as another form of monetization. 

o They would never think about charging their authors because to them, their 
content is a gift to Justin & Lee, and it’s how they make their money. 

● Some authors Justin & Lee reach out to will say they will let them use their content only if 
they pay them.  

● If the content is good, Lee would much rather just use the content and give a small 
author the necessary publicity. It’s hard to find consistently well-written content.  

o So often, a good author will stop writing because they don’t get traction.  
● Introducing sub-par content into the mix would be bad. Sacrificing quality for additional 

income is not ideal. 
● If people are interested in having their content featured on the podcast, you can submit 

your work on the website.  
● Justin introduced Joe & Matt to Trevor of AdvertiseCast recently.  

o They met him at the Podcast Movement. 
o AdvertiseCast is great for helping podcasts get sponsors.  

● Influencer marketing can be significant for podcasting.  
● Justin & Lee were lucky enough to have some large YouTube fashion bloggers mention 

their podcasts, and that gave them a significant boost in numbers.  
o Their word goes a very long way. Their testimonial has massive power.  
o You can take that testimonial and use it as an advertisement.  
o That testimonial ad can then be used as an ad on other videos on that channel.  

● They had to spread this ad across other channels and increase the bid, but for some 
reason, they still can’t get it on her channel, but they get it on her friends’ channels. 

o You can always continue to increase the bid because it’s probably due to other 
people outbidding them on her channel.  

o In a few days, they are at 1.6k impressions, leading to a 40% view rate. 
o People are actually watching this ad because it’s a fashion blogger talking on a 

fashion blogger channel.  
o They might try this method on Facebook, too. 
o No spike on download numbers yet.  

● Noting that Justin & Lee only check their podcast numbers weekly, whereas Matt & Joe 
are daily. Justin thinks that’s insane.  

● Back to the writing quality of the authors. Lee does have criteria he is looking for.  
o The episodes that stick with Lee & Justin are always similar.  
o It’s the ones that tell a story. 
o Listicles are beneficial in providing actionable advice, but it can be hard to 

remember those after a day.  
o But stories with important messages are so memorable.  

▪ An example is Steve Chu’s My Wife Quit Her Job.  

http://libsyn.com/
https://www.advertisecast.com/
https://podcastmovement.com/
https://mywifequitherjob.com/


▪ His blog is mostly storytelling, but he does have a podcast with interviews.  
● They have never pulled content from YouTube because they don’t have to. 

 
Justin & Craig & Mental Health 
 

● Justin used to be a guest on Craig Ferguson’s late-night show. 
● He decided to wear Christmas sweaters one year in the audience with his friend 

because why not, and he was pulled on stage by Craig. 
● Craig made it a recurring thing. They went on about 10 times. 
● The show had to pay Justin because if you’re on TV a certain amount of time, by law, 

you have to get paid.  
● The second time, they wore Hawaiian shirts. He recognized them again and made them 

out to be stoners. They got paid again. 
● Justin developed a relationship with the production manager and would let her know 

when they were coming. 
● They got more elaborate with their costumes every time. 
● One time, they were both Mario (Super Mario Bros). 
● Once, they wore a suit and tie.  
● Craig would just bring them up every time.  
● During the last year of the show, they never went. They were sick of the conceit, but they 

regretted missing that last year.  
● Moral of the story: if you do something unique, someone will notice you, appreciate you, 

and potentially give you some great exposure.  
● Justin tries to run his life by standing out in whatever he takes on. Which seems 

counterintuitive for an introvert. But hey. His heart rate is at 180 right now.  
o Matt always gets pulled up on stage at a show with audience participation. He is 

a 6’3” dude with a giant beard and wears bright colors, so that makes sense. But 
he hates it. He really hates it.  

o Doing something so outlandish allows Justin to put on a different persona of 
sorts.  

o When Joe asked the question about Craig Ferguson, he needed a second to 
gather himself because he got so nervous about answering it.  

● The more you’re honest about your vulnerability, the more people can relate to you.  
● Matt also gets incredibly nervous about certain interviews because he admires their 

work.  
o But he’d rather be on stage presenting at a conference because then he doesn’t 

have to be in the small group discussions talking to people.  
● Obviously, Joe & Lee are never anxious. They’re robots.  
● Lee loves that Justin talks about this now because, in their early friendship, Justin never 

talked about this to Lee. And because of this lack of discussion, Lee had no idea.  
o It’s better that he shares it because it can impact their listeners.  
o Sharing it can also help relieve anxiety because you’re being open about your 

struggles.  
o Everyone else has their own lives and will not notice the thing that you’re so 

anxious about.  
● Matt was at an event a few weeks ago with Joe that was some heavy networking. 

o They went to a party at the end of the night, where Matt collapsed in the middle 
of this party when he was trying to leave.  

https://www.youtube.com/watch?v=Ygxzls05IxQ


o It was insanely embarrassing for Matt. 
o The co-hosts of the event didn’t even know that it happened, as Matt found out 

when he had lunch with them three days later.  
 
Contact Justin & Lee 
  

● Optimal Living Daily Podcast on Facebook and Twitter 
● Justin on LinkedIn 
● Lee on LinkedIn 

 
Additional Resources 
  

● GenM (sponsor) 
● Chad Mureta’s article on Tim Ferriss’ blog 
● App Empire by Chad Mureta 
● Becoming Minimalist (Joshua Becker’s blog) 
● My Wife Quit Her Job (Steve Chu’s blog) 
● The Minimalists Podcast 
● How to Win Friends and Influence People by Dale Carnegie (Audiobook) 
● Your Life is Your Message by Eknath Easwaran 
● Gaps.com  
● Libsyn 
● AdvertiseCast 
● Podcast Movement 
● Nick Loper Episode  
● Tim Francis Episode  

 
 

  

http://oldpodcast.com/
https://www.facebook.com/groups/oldpodcast
https://twitter.com/OLDPodcast
https://www.linkedin.com/in/justinmalik/
https://www.linkedin.com/in/lee-rankinen-7b97945
https://genm.co/evergreen?gspk=c2hhbm5vbmxlbW9u&gsxid=oAkDQUBAyFUq&utm_campaign=affiliate_memberaffiliate
https://tim.blog/2012/04/22/how-to-build-an-app-empire-can-you-create-the-next-instagram/
https://www.amazon.com/App-Empire-Make-Money-Technology/dp/111810787X
https://www.becomingminimalist.com/
https://mywifequitherjob.com/
https://www.theminimalists.com/podcast/
https://www.amazon.com/How-Win-Friends-Influence-People/dp/B0006IU7JK/ref=sr_1_1?ie=UTF8&qid=1542591418&sr=8-1&keywords=how+to+win+friends+audiobook&tag=egp0a-20
https://www.amazon.com/Your-Life-Message-Finding-Yourself/dp/0915132745/ref=sr_1_3?s=books&ie=UTF8&qid=1542591502&sr=1-3&keywords=your+life+is+your+message&tag=egp0a-20
https://gaps.com/
http://libsyn.com/
https://www.advertisecast.com/
https://podcastmovement.com/
https://evergreenprofits.com/side-hustles-make-money-nick-loper/
https://evergreenprofits.com/a-masterclass-on-finding-and-hiring-the-right-people-tim-francis/


Andrew O'Brien - The PR Blueprint - How 
To Get Into Any Media Publication 

🎧 Listen to the Full Episode 🎧 
Background  

● Andrew had a traumatic childhood, being raised by his mother who worked as a 
prostitute. They moved a lot and he saw a lot of violence at a very young age.  

● He wanted out of how he was living, so he dropped out of high school, got his GED, and 
joined the army.  

● 2008-2009 he was stationed in Iraq as an elite gunner and felt a purpose to his life that 
he had never experienced before.  

● When he returned to civilian life that purpose was gone and at the age of 22 he tried to 
take his own life.  

● A year later his mother murdered her husband and tried to get Andrew to help her 
frame another woman for the murder.  

● He moved to Austin and testified against his mother.  

● In 2013, he woke up to the reality that an alarming number of army veterans were 
committing suicide.  

● He shared his story on YouTube, then shared the video with the local news outlets and 
ended up being interviewed in the papers and on television.  

● His story went international and he was quickly called to speak around the country and 
at military bases abroad.  

● He has spoken at the White House and received over 20 awards from the 
government for his work with veterans.  

● Though he loves speaking, the emotional work of talking with veterans was also 
taxing, so he wanted to shift careers.  

● He had always liked entrepreneurs, plus not having to work for someone else, so he 
decided to use what he had learned sharing his story to launch a career in public relations.  

Getting In The PR Mindset  

● Newsjacking: tying your story, business, and offer into what the news cycle is 
currently talking about.  

● If you don’t think your personal story isn’t interesting, well that’s just BS. You have to stop 
comparing your story to others.  

● Don’t discredit your own story just because you see on the news how other people are 
suffering. Your story is also worth being told.  

https://evergreenprofits.com/media-publication-andrew-obrien/


● How do you know you’re telling a powerful story? You should be absolutely terrified to 
tell the story on air.  

● PR is all about relating to the public and learning how to connect with them. In this 
false-truth era, where lying is the new normal, you have to be honest to stand out.  

● You will get tons way more customers talking about personal struggles, like relationship 
troubles than by saying how awesome you are, like getting into Forbes Magazine.  
● The biggest influencers online aren’t talking about how rich they are, they have much 
more powerful messages.  

● Andrew has a love/hate relationship with social media. He no longer uses his 
personal accounts and only logs in for his business.  

● People get emotional about “exploiting the news,” but it’s usually worthwhile to tie into 
what’s happening in the world. For example, if you have a disaster relief company then it’s 
good to share content about how to survive a hurricane when one is about to strike Florida.  

● Remember, media outlets get over 100,000 emails pitched at them every day, so they 
really don’t care about “being exploited.”  

How To Pitch Your Story  

● It’s all about getting real, earned media by making contact with reporters who are truly 
interested in your story and what you have to say.  

● Andrew’s Template for Contacting Reporters  

○ Research (the biggest part of the job!)  

■ Find reporters who write about your topic and what they have been 
writing about recently.  

■ If they wrote a story very similar to yours in the last month, make a note 
to contact them a month or two later.  

■ Find their bio for insights to make your pitch.  

■ Your “niche” is their “beat” and you need to show them you know what they 
write about.  

○ Complement  

■ Keep it professional! Only compliment them about their professional 
achievements, not their family, hobbies, etc...  

○ Connect  

■ Find just 1 thing you share in common (hobby, college, a sports team, even 
rival teams, etc...) to mention in your email. For example, “I won’t hold it 
against you for being a Yankees fan...”  

○ Humblebrag (the hardest part of the job!)  

■ You have to qualify yourself, but don’t go on about why you’re “awesome.” 



Mention your experience, time, and personal commitment to your topic, not 
awards or recognition you’ve received.  

○ Ask 

■ Make sure you clearly ask the reporter, :Do you think your audience 
would be interested in X?"  And know what that X you're offering is 

● Follow his template and you’ll be using a “sniper approach” in your PR campaigns,               
rather than sending out hundreds of inquiries. Many students will get responses just             
minutes after sending one email.  

● Your emails should be from scratch because copy and pasting will often get filtered out.  

● Don’t bother emailing the very top media outlets (Forbes, NYTimes, etc...). The only way 
to get on them is if they reach out to you.  

 

What To Do With The Media You Get  

● Make sure your marketing campaign is on point before you go in front of the media.  

● You aren’t going to get early organic results from your media presence, so you have to 
control the distribution.  

○ Ask to put your own tracking code on the webpage for the article you’re 
featured in and use it as a lead magnet.  

○ Target that audience and make sure your email, landing page, etc... 
combines with the article or video they just experienced.  

● The more media outlets you appear on, the more credibility you are building for 
yourself. This is the best way to stand out in a crowded world of entrepreneurs.  

● Use your customer avatars to research where they are getting their news, entertainment, 
and information. Focus on the top categories your avatar is interested in and find people 
who are reporting about the same thing.  

● Be conscious of the news cycle and what might be trending soon. For example, lists of 
“What to expect in 2019.”  

● It is worth hiring assistants to help you in your PR campaigns because the value of 
even one interview is worth every penny you invest.  

● Make sure you practice-practice-practice before you go on camera.  

○ Most people are uncomfortable in an interview, so being at ease will make you 
stand out and make you attractive to other outlets.  

○ Know about the earpiece most newsrooms will have you use and practice with 
one if you can.  

○ Have a short message that will stick with the audience, like “PerfectPitch.com”  

● If you have a really good social media presence, only contributors (writers who are 
publishing for free) are going to be interested, because exposure is their bottom line. Most 



reporters are only interested in an intriguing story.  

● Remember, PR is about having a consistent media presence. Don’t think you’re all 
done just because you got yourself into Forbes.  

 

Resources  
 
● Perfect Media Pitch Training 
● Vetpreneur Tribe on Facebook 
● Leveraged Influence 
● Expert Secrets by Russell Brunson 
● How To Promote Affiliate Offers Using Facebook Ads (And Not Get Banned) – 

David Schloss 
● How To Automate Networking And Referral Generation – Steve Gordon 

 

 

  

https://www.perfectmediapitch.com/?r_done=1
https://www.facebook.com/VetpreneurTribe/
https://www.leveragedinfluence.com/?r_done=1
https://www.amazon.com/Expert-Secrets-Underground-Playbook-Creating/dp/1683504585/ref=sr_1_3?s=books&ie=UTF8&qid=1544627491&sr=1-3&keywords=expert+secrets&tag=egp0a-20
https://evergreenprofits.com/promote-affiliate-offers-using-facebook-ads-not-get-banned-david-schloss/
https://evergreenprofits.com/how-to-automate-networking-and-referral-generation-steve-gordon/


Trevr Smithlin - How To Leverage Podcast 
Sponsorships For Traffic & Revenue Streams 

🎧 Listen to the Full Episode 🎧 
 

Some Background  

● Over twenty years ago Trevr started his first online business publishing customized 
calendars, cards, photos, etc... for an order. That’s where he cut his teeth on how to really 
do internet marketing.  

● That business is still going strong! Instagram influencers and the like are using his 
service to promote their businesses.  

● Create Photo Calendars.Com, that’s the name of his company. Back in the day, you 
could get to the top of search engines just with a URL like that, so he’s leveraged his top 
spot over the years to keep the business running strong. From the very start, he has been 
overwhelmed with orders.  

● He has been a huge fan of podcasts ever since they started coming out. He went into the 
scene and he was trying to imagine a product to help podcasters out.  

● He built an app that would project relevant visuals on your computer or phone while the 
podcast was playing. This was around 2012 or so. The app totally bombed. Podcasters 
and listeners don’t really want visuals added to the medium? Who could have guessed! 
Okay, in hindsight it was a bad idea.  

● So then he decided to help podcasters by doing for them what he already knew how to 
do, get them money and advertising.  

● He started out by making an eCommerce platform that made it easy for podcasters to sell 
20-30 sec ad spots in their episodes. The whole advertising model in podcasts was (and 
still kinda is) archaic by the standards you see on Google or Facebook.  

● He also dabbled in some iPhone apps, which was a fun ride for a while but never 
reached the revenue he needed to keep doing that kind of stuff.  

The Next Wave of Podcasting  

● Demand for podcasts is skyrocketing! The audience has been steadily growing and now 
it passed that tipping point where awareness is exploding and bigger and bigger names 
are getting into the medium.  

● The next wave of podcasts is going to be big mainstream stuff. The Bachelor is getting a 
podcast, comedians, and celebrities, they’re all seeing podcasts as a viable channel to 
connect with their fans and increase their brands.  

● Getting into channels that you can completely control is always a great thing for your 

https://evergreenprofits.com/podcast-revenue-trevr-smithlin/


business. Your listeners are spending tons of time one-on-one with you and that’s a unique 
relationship that few mediums can offer as podcasts do.  

● “It’s such an intimate format where I listen to so many shows where I feel like I could walk 
into the halls and give them a hug and feel like we’re best friends and give them a high-five, 
like who are you weirdo, but it’s like when you listen to them for hundreds of hours, so it’s 
like you know like their favorite things and like who they are as a person because it’s just 
the way the format is.”  

● SNL just did a skit poking fun at podcasts and podcasters. That’s how you know you’ve 
reached mainstream status when you get satirized in the media because with an audience 
like SNL’s lots of people have to know what you’re talking about.  

● A general trend is for longer and longer-form podcasts. The longer the episode the 
deeper you go with your guests, the more questions you can dive into that you can’t reach 
when the format is shorter. Plus, there is more advertising time to sell.  

Podcast Strategy  

● Different episode lengths fit into different listening times. Is your audience likely 
walking the dog? Do they listen on a 30 min commute? Knowing your audience is going 
to decide what your episode length is going to be.  

● There are really no easy hacks to get your podcast to rank on the top of the boards. Your                    
best bet is to keep working on your social channels, build them up and engage with your                 
audience to make a community and refine your podcast.  

● You could use the Overcast app and spend some ad money by sponsoring a category, 
that helps to get noticed, especially if you’re new. The slots are scarce so you have to be 
quick to get them and get a good price.  

● $25 per 1,000 listeners is that average podcasts charge for an ad spot in an episode. 
Plus, you have to hit minimums to be considered for an ad. You need 2,000 listeners, at 
least, before you can even think about selling ad spots on your show.  

● What do you want to do with your podcast? Do you really want to make it your 
business? Because getting salary level revenue from your podcast requires a lot of work, 
it’s a totally different animal than having a hobby.  

● Lots of influencers manage to trend but then find out they aren’t getting much money, not 
nearly as much as they thought they would.  

● Getting a few hundred listeners is pretty awesome, even if it’s not serious money. If you 
just want to do a podcast you should, it’s an exciting community to be a part of.  

Sponsorships & Wrap-Ups  

● 10,000-20,000 listeners are the sweet spot to sell ad spots and start growing a real 
business around your podcast. Hit millions of listeners and the world is your oyster, you 



can do anything you want with an audience that big.  

● There is uncertainty in the ad market right now. Shows can have the right numbers but 
their audience doesn’t create the sales businesses expected. If that happens, your show 
can get thrown back and have a hard time finding new sources of ad revenue.  

● How well does your audience convert? They have to align with your advertisers so you                
might have to start leveraging those ads even if you’re not getting paid for the extra work                 
and attention.  

● Your audience might not be converting through the podcast, so advertise your sponsors 
on your social channels. Do whatever it takes to make sales because it will bring you even 
more money in the long run.  
● He is even starting to see campaigns that are just about brand awareness and don’t even 
factor in ROI. These sorts of advertising strategies are going to be very lucrative for shows 
with large audiences.  

● Think of the products you and your niche already use and go pitch to them. Don’t start 
by going to their marketing department, pitch to the advertising department.  

● Getting that deal can take a lot of time, so be conscious of how you’re using your 
time. You might want to be putting your energy into improving your craft instead.  

● To be a sponsor you have to have a good conversion price. Going cheap just isn’t great 
for the medium and it’s really the national brands that are doing well sponsoring shows right 
now.  

● Targeting is still very limited with podcasts, so you need a large audience to make 
sponsorship worth your while.  

● Share promo codes, landing pages, etc... to target the leads that come from the show. 
But lots of people forget promo codes and URLs, so also use surveys to see the reach your 
podcast sponsorship is really delivering on.  

● Don’t make a podcast read a script, just give them the offer and let the podcast do their 
own verbiage. Personal stories always make effective ads on podcasts.  

● As a sponsor, you end up paying based on the historic average of the show. You 
might get lucky and end up on a very popular episode.  

● It’s smart to keep promoting episodes in social media, etc... Make those sponsorships 
evergreen by promoting the episode even 90 days later. Lots of people won’t do this and 
only think of driving traffic to the latest sale.  

● The future of sponsorship is going to be geo focused ads with lots more targeting. You’ll 
start seeing ad spots sold based purely on actual download and impressions.  

● Once there is also context, interest, etc... targeting that’s when you’re going to get great 
conversions from podcast advertising. Retargeting is going to be the next level after that.  

● Once there is targeting then even the little guy can get into sponsoring on big shows by 
using dynamic sponsorship with your ad spot going only to a super targeted segment of 
the audience that listens to the show.  



● The future is definitely going to be pulling out the listeners only you care to talk to.  

Resources  
 

● The Perpetual Audience Growth Course – Learn how to drive consistent, 
high-quality traffic day in and day out 

● GenM (Sponsor) – Find marketing apprentices for $50/mo 
● The Sales Acceleration Formula by Mark Roberge 
● Google And YouTube SEO Strategies For 2019 – Brian Dean 
● Side-Hustles To Make Money In Your Spare Time – Nick Loper 
● How To Create A Massive Podcast Without Creating Your Own Content – Justin 

Malik & Lee Rankinen 

 

 
 
 
 
 
  

https://lp.evergreenprofits.com/pag-course
http://go.evergreenprofits.com/genm
https://www.amazon.com/Sales-Acceleration-Formula-Technology-Inbound/dp/1119047072/ref=sr_1_1?ie=UTF8&qid=1545845344&sr=8-1&keywords=sales+acceleration+formula&tag=egp0a-20
https://evergreenprofits.com/seo-strategies-2019-brian-dean/
https://evergreenprofits.com/side-hustles-make-money-nick-loper/
https://evergreenprofits.com/podcast-justin-malik-lee-rankinen/


Matt Wolfe & Joe Fier - How To Connect With 
Any Influencers In Your Industry 

🎧 Listen to the Full Episode 🎧 
 
How the Podcast Gets Leveraged 
 

● We are getting bigger and bigger name guests on the show, and the newsletter 
leverages this for us to get them on. Sometimes episodes are released with 
specific timing based on guest’s requests. For example, we just recorded an 
episode which will not be released until next year. There are such interesting 
opportunities happening through this outreach and we have been successfully 
monetizing through affiliate offers. 

● The newsletter is also generating more revenue and our content also turns into 
other spin-offs such as speaking gigs, revenue shares, virtual summits, and 
affiliate offers. 

● While we have done a variety of things in the business in the past, we haven't 
stuck with one thing in particular. It’s not jumping around but more of a gradual 
evolution which has led to where we are today. Shout out to Roland Frasier’s 
Business lunch podcast, who is a massive believer in being in the flow.  

● We are phasing out selling a lot of our courses because the podcast is blowing 
up. We do podcasts in a unique way which leads to some amazing opportunities. 

● We make most of our money from affiliate offers and the newsletters, and if we 
did a course on this, it will become saturated following our techniques and then it 
would be a little less profitable.  

 
Our Dream 100 
 

● We get 5-10 emails per day, from folks that love the episode. At the bottom of all 
our emails, there’s a link to our Dream 100 list for potential connections. 

● Even if we send an email to our accountant, that link is on there. We get 
introductions from people they never thought they would. Perry Marshall has 
connected us through our Operators Manager, Shannon who was connected to a 
friend of a friend of Perry’s. Connections exist where you do not see them. 

● There’s gold in connections, but you’re never going to know who is connected, 
unless you ask, which is the stopping point for a lot of people. Just ask to build 
value and build up the most optimized yes that you can. 

https://evergreenprofits.com/therapy-sessions/
https://www.rolandfrasier.com/
https://businesslunchpodcast.com/
https://www.entrepreneur.com/author/perry-marshall


● While it’s not really easy to get connected, the reason we network with so many 
people is that we’ve been grinding away for 12 years now, going to local 
meetups, speaking on other podcasts, going to events, doing the work in the 
trenches. 

● People will ask how we become friends with David Allen, for example. When we 
look back, it’s through a variety of connections. Joe had a chiropractor, who put 
on an event, and there he got to know Dan Ryan, who knew a guy named Marx 
Acosta -Rubio. After having Marx on the show, he became a mentor of ours, then 
Marx made the connection with David Allen. 

 
There’s Gold in Connections 
 

● You could donate to a cause on their behalf. Offer to interview them. There are 
always ways to open the conversation. 

● Another way is every time someone comes on the show, email them to let them 
know the episode is live and ask them if they know anyone that would be a great 
fit for their show. Think of what you have that’s a consistent thing and ask your 
connections “By the way do you know a client that could potentially get value 
from what I’m doing?”  

● Establish a good relationship with a follow-up. One book recommendation is “The 
Third Door” by Alex Banayan, which discusses networking and connections with 
out of the box thinking. 

● Every time we do a podcast, we are always emailing and following up like crazy. 
Have some balls, reach out to the people you are scared to reach out to. A lot of 
the big name guests probably aren’t getting asked as much as you think, and it’s 
typically the same effort to reach out to them.  

 
Ninja Tactics for Follow up 
 

● When people request to be booked on the show and fill out the online form, we 
retarget them on Facebook with videos of other podcast guests. It proves we 
know what we are doing, and we are going to get your message distributed 
everywhere. We also retarget people who join us on a Zoom call, as well as 
people who view our Dream 100.  

● We also created a “Get to Know” list. It’s a spreadsheet listing anyone we want to 
be on their radar. This could be big names, etc. and you want to do what you can 
to get their email address. You could use Full Contact as a plug-in to see what 
social media accounts are associated with email. You upload that as a custom 
audience on Facebook and run ads to that.  

https://gettingthingsdone.com/
https://callmarx.com/home
https://callmarx.com/home
https://thirddoorbook.com/
https://thirddoorbook.com/
https://www.fullcontact.com/integrations/


● Steve Sims is another smart guy when it comes to networking and you’ll want to 
check our upcoming podcast with him, as well as his book called BlueFishing 
which talks about getting out of your own head and stop over thinking and just 
ask.  

● When someone books, we also send them cool stuff in the mail like shirts, mugs, 
etc. Essentially we are building a list of influencers but always staying top of mind 
with them.  

 
Our Awesome EGP Newsletter  
 

● You can find our EGP Newsletter at EGPLetter.com. We did the work to take the 
notes, which are the companions that you can get for free for a limited time, or 
you can get the stuff sent to you in the mail, plus some other bonuses and 
goodies. You’re also getting access to the previous notes, training with guests 
and the community forum. We also get in there a few times a week and interact 
with people.  

● This newsletter is a perfect extension of our show, and it’s the easiest way for 
you to stay in the know. We want to get the info to you, however, we can.  

● The benefit of subscribing to the newsletter is that it’s not just curated content 
from the episodes. There’s unique content written in the beginning as well as a 
peek inside Evergreen Profits, sharing all the cool stuff we are experimenting 
with. For example, right now we are experimenting with advisories, Reddit, 
Quora, spin-offs of podcasts, various paid traffic sources, etc. and we share our 
results and you can get behind the scenes.  

● As an example, the Tools of Titans book by Tim Ferris is a compilation of his 
highlights from podcasts and we are essentially doing the same thing.  

● If you were to do this as your own product, more people would pay attention as it 
breaks through the clutter of bills and junk mail. 

● One of our networking strategies is to send out this newsletter to get on 
someone’s radar because it’s unique and valuable. Some people even post it on 
social media, which gives us a boost as well.  

● There’s a lot of databases who have very targeted customers and you can rent a 
physical mailing list to access this. We are trying to get to a point where we can 
focus on networking and having great conversations and the newsletter is such 
an amazing tool and asset for our business because we are repurposing our 
content into another medium.  

 
Big Breakthroughs and Recommendations 
 

https://www.amazon.com/dp/B071CJZZS5/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://a.evergreenprofits.com/egpletter/
https://www.reddit.com/
https://www.quora.com/
https://www.amazon.com/Tools-Titans-Billionaires-World-Class-Performers/dp/1328683788


● A big breakthrough we’ve had this month is networking especially with the Dream 
100 and following up consistently. We had John Assaraf, who will be in the June 
issue, who is really amazing. He mentioned the book, You Squared which moves 
you from linear thinking towards exponential thinking. It’s helped to define our 
next goal which is $50 million in 3-5 years. You read it here first! 

● Also, podcast retargeting for people listening is exciting. There’s a lot of technical 
details behind the scenes, but after experimenting with it, there are so many 
possibilities on how to leverage it. 

● Create a podcast where every episode is a different question with an answer, 
and put a call to action at the end. That will put your product and content into 
more places, like Spotify, IHeart Radio, Tune In, etc. If you don’t have an FAQ, 
you can make a list of FAQs and SAQ’s. You can host a podcast on Anchor for 
free, then drip these out, one a day for 30 days.  

● Google is about to start ranking podcasts and using the transcripts so they can 
rank based on audio content. If you want to help Google, transcribe it, use a tool 
like Designrr and get the transcription up as well.  

 
Recommended Books 
 

● The 3rd Door book by Alex Banayan 
● BlueFishing book by Steve Sims 
● Tools of Titans book by Tim Ferris 
● You Squared book by Price Pritchett 

 
Resources 
 

● Get the EGP Newsletter  - use the coupon code “Podcast” to get a discount! 
● Roland Frasier’s Business Lunch Podcast 
● Our Dream 100 List - check it out, maybe you know someone on our list! 
● Perry Marshall 
● Our episode with Marx Acosta-Rubio 
● Full Contact 
● Traffic and Conversions Summit 
● Our episode with John Assaraf 
● Spotify 
● IHeart Radio 
● Tune In  
● Anchor  
● Designrr 

https://www.johnassaraf.com/
https://www.amazon.com/You-Velocity-Multiplying-Personal-Effectiveness/dp/0944002048
https://www.spotify.com/
https://www.iheart.com/
https://tunein.com/
https://anchor.fm/
https://designrr.io/
https://thirddoorbook.com/
https://www.amazon.com/dp/B071CJZZS5/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://www.amazon.com/Tools-Titans-Billionaires-World-Class-Performers/dp/1328683788
https://www.amazon.com/You-Velocity-Multiplying-Personal-Effectiveness/dp/0944002048
https://a.evergreenprofits.com/egpletter/
https://businesslunchpodcast.com/
https://docs.google.com/spreadsheets/d/1TmVNWqBV2qEZfgr8JcKJf_LVJ0CbIuYFX_A0udfrq3A/edit#gid=0
https://www.entrepreneur.com/author/perry-marshall
https://evergreenprofits.com/how-to-achieve-massive-success-in-whatever-you-do-marx-acosta-rubio/
https://www.fullcontact.com/integrations/
https://www.trafficandconversionsummit.com/
https://evergreenprofits.com/john-assaraf-mental-blocks-stopping-progress/
https://www.spotify.com/
https://www.iheart.com/
https://tunein.com/
https://anchor.fm/
https://designrr.io/


Esther Kiss - How to Get on Radio, TV and 
High-Profile Podcasts 
🎧 Listen to the Full Episode 🎧 

Backstory 
 

● Esther Kiss has a very curious nature which has led her around the world, living 
in six other countries before moving to the U.S. With a background in business 
development and marketing, she settled in L.A. planning on acting. Since she 
didn’t want to be a waitress at the time she supported herself by doing stage 
combat acting. 

● At the same time, she was doing day trading in the early morning hours before 
going out to auditions, which was great until the recession hit. Soon after, Esther 
started taking on coaching clients on how to grow their business and 
concentrated on connecting with successful entrepreneurs instead of people who 
were just starting out.  

● From here, she decided to start a show, interviewing folks who were at a high 
level and had established businesses to start building relationships. They’ve had 
people on it such as Gary Vaynerchuck and Perry Marshall. At the end of the 
episode, she would ask guests if they would like to be on other shows as well, to 
promote an upcoming book, etc. which led to connecting to other podcasters. 

 
Podcasts & Marketing 
 

● Podcasting has grown quite a lot over the last 5-6 years, especially in the online 
marketing/entrepreneurship niche. For clients who have a niche business, 
podcasts can really help you build a strong relationship with your audience. 

● Understand what your goal is with your publicity campaign. With a book launch, 
you’ll plan far ahead of time for example. Do you want to ramp up pre-orders? Do 
you want to have credibility in your market, by having those “As seen on TV” 
logos on your campaign?  

● With articles being published to Forbes, Entrepreneur or Inc., Esther will use 
those articles as content in their ads. She targets the leads with those content 
pieces and those types of conversions take the client’s costs down by as much 
as 90%.  

● This works across the board no matter what you are selling, and clients can 
convert with just one phone call because they are using publicity pieces to warm 
up their audience.  

https://evergreenprofits.com/esther-kiss/
https://en.wikipedia.org/wiki/Stage_combat
https://en.wikipedia.org/wiki/Stage_combat
https://www.garyvaynerchuk.com/
https://www.perrymarshall.com/
https://www.forbes.com/
https://www.entrepreneur.com/magazine
https://www.inc.com/


● First, Esther meets with someone to determine their publicity goals. Then once 
they get them on some shows, interviews, podcasts episodes, in articles, etc. 
She collects these assets and tracks them on a spreadsheet to see which ones 
would make sense to warm up cold leads as well.  

 
In the Beginning 

 
● When starting out, you should focus on building your relationships first. It’s very 

hard to get on a big podcast, without having a good story and a proven track 
record.  

● Then start connecting with smaller podcast shows first. You don’t want to be a 
guest on a really new podcast though, which has hardly any listeners at all. 
Esther always looks at podcasts who have been consistent for at least three 
months and looks at the host to determine if they have built a successful 
business before.  

● Next work your way up to the bigger podcasts. You can network by going on 
iTunes and leaving reviews, join their Facebook group and leave comments, and 
reach out to help them in some way without pitching.  

● When the time comes after you’ve built up a relationship, and if you have a good 
story that would be a good fit for their audience, then that’s the time to pitch 
them. 

● If you are looking for credibility, to have those big-name media names on your 
website, look at television and radio and magazines depending on your niche. If 
you are in the business space, it might be Forbes, Inc., etc, otherwise, it might be 
MindBodyGreen, Medium, or Elephant Journal.  

 
Post-Opportunity 
 

● For anything that is published on online media, such as YouTube or Facebook 
live, people expect you to have an offer. Start with something people actually 
want. Make sure with whatever you are giving away, the topic of that content is 
relevant to what you talked about in the interview. 

● Also, give them your regular website address and as long as it’s optimized and 
has a pop-up to capture emails, you’ll be able to monetize that as well.  

● If you already have a team and you have people helping you with setting up 
coupons with a specific thing, you can send people to a unique URL for tracking 
purposes. If you are just starting out, focus more on the story you want to share 
and you can utilize a more general offering with a cheat sheet, etc.  

 

https://podcasts.apple.com/il/podcast/the-hustle-flowchart-podcast/id1199620245?mt=2
https://www.facebook.com/EvergreenProfitsLLC/?__tn__=%2Cd%2CP-R&eid=ARDboWiPlUOc3r0F4VWHa3iDAOtToKB1nDrcMFX8vMYnlUVt12Q1lom8sIxRxrx9rigl14QCsXcdBIPB
https://www.mindbodygreen.com/
https://medium.com/@mattrwolfe/drive-traffic-and-grow-your-brand-through-content-curation-3824b603bd9b
https://www.elephantjournal.com/
https://www.youtube.com/user/evergreenprofits


How to Get on Radio or TV 
 

● With news-based media, it’s more important to tap into something that the media 
is already interested in like an upcoming holiday or a local event. Or sometimes 
there is a theme for the month like Stress Awareness month.  

● Ask yourself, not necessarily how can I promote my stuff, but what are the skill 
sets I have that make this product or service I have, possible. 

● If you’re a sales expert, maybe you’re really good at gaining people’s trust or 
building rapport quickly. How can you create a story that would be interesting to 
the general public to pitch it that way? 

● With tv, there’s maybe 5 stations within a city, so Esther emphasizes being a 
local expert along with why it’s important to do your story now. It should have a 
fresh angle that’s timely as opposed to an evergreen topic. 

 
Paying for Media 
 

● If someone says they can guarantee you’ll get on the cover of Forbes - run, don’t 
walk away from people like that. 

● There is paid media that is actually legit. With tv, they have sponsored content 
that looks like news. But generally, Esther recommends against it, because the 
whole point of media is to build trust. 

● Forbes has a separate company called Forbes Coaches Council - it’s not actually 
Forbes but the average consumer wouldn’t know.  

● For shows like Ellen and GMA, most of their viewers have probably never heard 
of you. If you have a book that is interesting to the masses, you’ll definitely see a 
spike in your traffic to your website. Then it’s up to you to follow up to them and 
retarget them.  

● Take that video clip and retarget people on Facebook with it. Also, take this video 
clip along with a couple of others and make a media reel. Put it on your website 
as a credibility builder and use it to get speaking gigs. 

● If you are not able to get the video clip on a hard copy after you’ve been 
interviewed, you can always do a ScreenFlow capture. There are paid services 
like Cision or TV Video Clips to have them pull that stuff if you tell them the time 
and date you are being interviewed. 

 
How to Talk in Sound Bites 

 
● They ask you a question and you answer in a way, so that part of your response 

includes the question as well. I.e. “Where did you go to school?” - “I went to 

https://forbescoachescouncil.com/
https://comms.cision.com/power-up-your-workflow?utm_medium=paidsearch&utm_source=google&utm_content=product&utm_term=%2Bcision%20%2Bpr&utm_campaign=seer-cision-general-brand-us-bmm--ppclp-powerupyourworkflow&gclid=CjwKCAjwxrzoBRBBEiwAbtX1nzMo0fV4RGYApT9FlksUWNT-kCayQ7d4ONSGsaXc5FrC-APF0fRjzBoCN-QQAvD_BwE
https://www.tvvideoclips.com/


school in Paris”. You make the editor's job so much easier, and other media 
outlets will see that you are well trained.  

● You want to think about what your goal is with the interview, think about 3-5 
talking points you want to cover so that the audience will want to take the next 
step with you. 

● It’s important that you have something you can monetize before working with 
Esther. For example, Esther worked with Ryan Levesque, who we recently did a 
podcast for, promoting his book, “Ask”. He’s got a course, live events, a software 
product, a mastermind. It’s important that part of the business is dialed in before 
they work with Esther. With Ryan, they ended up doing over $1.8 million directly 
from the podcasts she booked him on. 

 
Recommended Book 
 

● Never Eat Alone by Keith Ferrazzi 
 
Resources 
 

● BornToInfluence.com 
● Forbes  
● Entrepreneur 
● Inc. 
● Forbes Coaches Council 
● Cision  
● TV Video Clips 
● Brad Costanzo at Bacon Wrapped Business  
● Take the quiz on Esther’s site to see if PR is a good fit for you 
● Ryan Levesque 
● Our episode with Andrew O’Brien 
● And our episode with Steve Olsher 
● iTunes 
● Facebook  
● MindBodyGreen  
● Medium 
● Elephant Journal.  
● YouTube 

 
 

https://evergreenprofits.com/ryan-levesque-how-to-choose-the-perfect-business-for-you/
https://www.amazon.com/dp/B00H6JBFOS/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://borntoinfluence.com/
https://www.forbes.com/
https://www.entrepreneur.com/magazine
https://www.inc.com/
https://forbescoachescouncil.com/
https://comms.cision.com/power-up-your-workflow?utm_medium=paidsearch&utm_source=google&utm_content=product&utm_term=%2Bcision%20%2Bpr&utm_campaign=seer-cision-general-brand-us-bmm--ppclp-powerupyourworkflow&gclid=CjwKCAjwxrzoBRBBEiwAbtX1nzMo0fV4RGYApT9FlksUWNT-kCayQ7d4ONSGsaXc5FrC-APF0fRjzBoCN-QQAvD_BwE
https://www.tvvideoclips.com/
https://baconwrappedbusiness.com/
https://borntoinfluence.com/assessment/
https://evergreenprofits.com/ryan-levesque-how-to-choose-the-perfect-business-for-you/
https://evergreenprofits.com/media-publication-andrew-obrien/
https://evergreenprofits.com/how-to-earn-1000-every-time-youre-featured-somewhere-steve-olsher/
https://podcasts.apple.com/il/podcast/the-hustle-flowchart-podcast/id1199620245?mt=2
https://www.facebook.com/EvergreenProfitsLLC/?__tn__=%2Cd%2CP-R&eid=ARDboWiPlUOc3r0F4VWHa3iDAOtToKB1nDrcMFX8vMYnlUVt12Q1lom8sIxRxrx9rigl14QCsXcdBIPB
https://www.mindbodygreen.com/
https://medium.com/@mattrwolfe/drive-traffic-and-grow-your-brand-through-content-curation-3824b603bd9b
https://www.elephantjournal.com/
https://www.youtube.com/user/evergreenprofits


Mike Koenigs - Will Humans Become  
Obsolete In The Near Future? 
🎧 Listen to the Full Episode 🎧 

 
Backstory 
 

● Mike grew up in Minnesota and had the entrepreneurial spirit at a young age.  From the 
time he was 13 he had a backpack in his closet and had a plan to run away and work for 
Apple. At a young age, he was already coding and consulting, helping business owners 
to automate their business. 

● He met some creative guys who were into making feature films and started Digital Cafe, 
which was one of the first digital marketing agencies at the time. 

● Mike started posting screensavers and games and got a call from Sony which turned into 
an opportunity to be the first company to ever put digital video onto a website.  

● Eventually, they got acquired by a large advertising agency. He then got introduced to 
Dan Kennedy, direct response marketing and learned how to own any keyword online at 
the time. 

● That eventually turned into his Traffic Geyser system and Mike started creating info 
products. In 2003, Youtube came out and Mike came out with a product that dealt with 
publishing and built a platform with Arielle Ford. 

● He saw the movement towards mobile text marketing and worked with a company that 
became Zapier, giving them the idea that eventually became their business model.  

● Mike started working on his You Everywhere Now model which teaches hacks on how to 
become famous. 

● About two years ago, Mike decided he didn’t want to run large teams anymore and lots 
of employees as he’d outgrown what he’d become. Mike is usually about 3 ½ years 
ahead of where the trends are and knew he had to take a step back. 

 
How AI is Changing Everything 
 

● Mike is seeing that trend today is the complete dematerialization of the planet. 
Everything we see is obsolete, like transportation, banking, education, retail, advertising, 
marketing, etc. We are moving towards virtual reality, artificial intelligence, augmented 
reality, internet of things...half of all jobs are already extinct.  

● That’s why Mike decided to liquidate everything to simplify and take time to think and 
have deep, meaningful relationships. Nothing irritates Mike more than watching a 
long-winded race to the bottom. 

● What interests Mike now is having meaningful conversations and he has trademarked 
the Super Being Accelerator brand. People see the grind and know they don't want to do 
it any longer. The idea of hustle and grind is no longer preferable and the whole idea of 

https://evergreenprofits.com/mike-koenigs/
https://www.youeverywherenow.com/


scale, grow and get bigger will only lead you towards stress and anxiety. Mike has 
experienced this first hand with his closest relationships.  

● Mike is also working on his podcast, Capability Amplifier with Dan Sullivan, and the goal 
is to increase and upgrade your abilities so you learn to think differently. He’s focusing 
on charisma, how to entertain and keep an audience.  

● People need help reinventing, simplifying and developing a new vision and implementing 
it. The need to have a platform is more important than ever before. The only thing that 
matters is the value of your personal brand and your beingness, not your knowledge. 

● Creativity and co-creation have value as well as innovation and leadership. We have 
more bully dictators in power than ever before, which is representative of the lack of 
masculine energy.  We need more leadership in both men and women, and we need 
integrated leadership. Leadership, trust and meaningful relationships - all of Mike’s 
energies are developing around these values. 

● Tools like Facebook, Twitter, etc. were not meant to do evil. But stupid people have the 
same level of voting than smart people. True leadership is going to have a 
comeuppance.  

● We are going to have a chance for the pendulum to swing back and the opportunity for 
the next great generation to appear.  We will have an opportunity for a new form of 
banking jobs, money, and transportation to appear. 

● There are good models and there are a lot of smart, wealthy idealists with these same 
values and in general, the world is a safer place than it’s ever been. All the tools to solve 
humanity's greatest challenges are here.  

● Mike calls this the mass pussification of western society and if you’re offended, there’s a 
reason. This conversation has been necessary for a long time for cleansing and 
purification. With low-frequency leaders who are elected officials, we got exactly what we 
deserved and this is what happens when really strong people don’t stand up for what is 
right. 

● If you are unwilling to participate in the evolution you’ll be part of the extinction.  
● We need to have conversations about what has real value, and we've got broken values.  

 
Plant Medicine 
 

● A major college just opened up a center to do plant medicine research and a lot of big 
mental challenges can be solved with plant medicine. What we are doing now, is 
permeating the membrane between the physical realm, digital and now the spiritual 
realm. Humanity is feeling a form of mass fear and anxiety and we are about to bridge 
between the spiritual and as we move towards this singularity of the digital reality, 
humanity has no choice but to evolve into a new super-being. 

● The lower fear-based energies are going to grip onto their obsolete belief systems, 
including old religions. In a high-frequency environment, our old system does not serve a 
purpose anymore. Therefore Mike’s next invention is to find peaceful ways to find a 
higher prosperity for those who choose to evolve in peaceful, educated ways and live in 
this higher frequency.  



● We are hearing more about entrepreneurs being stressed and it’s cool to see the shifts 
with cannabis, and hard science to support these ideas behind plant medicine, such as 
silicium and DMT.  

 
The Future of Media 
 

● China does some evil things but looks at things through a 1,000-year plan, and that 
compared to quarterly thinking will win. For example, because they monitor everything 
and can be punished for many things, they are years ahead. 

● Imagine a blockchain that has your identity embedded in it. There can be a little switch 
and unless you post something, you can’t be contacted by a spammer and if you are, the 
spammer will get billed.  

● At this point when a dumb dangerous person can bully someone anonymously, it needs 
to be turned off. 

● Mike should be able to hire and fire whoever he wants in his own business as it’s private 
property.  But we have some dangerous precedents and it’s time to determine what is 
reasonable and not.  

● There are certain rights that should not be allowed and at the present time, we have a 
bullied culture and leadership in power that can manipulate what that means in a 
dangerous way. 

● Mike thinks we have a good system of self-censorship these days. Joe Rogan is the right 
person at the right time now, and he appeals to a certain culture as he brings interesting 
content to the world.  

● There’s a conversation now that makes taking psychedelics ok but since you don’t know 
what you are getting, you should be taking them in a doctor's setting. In the wrong hands 
in the wrong environment, it’s dangerous stuff. The Mexican cartels are not your friends. 

● Evolution happens drastically and dramatically and with life in the nature of the universe, 
the universe will fill every gap intentionally. It can be filled with weeds too. If you are 
methodical, you can fill your brain with positive thoughts and creativity. But if not, vermin 
will infest your world.  

● The best thing we can do is be leaders to reward people who behave properly and 
create great things. Intellectual freedom and physical freedom is critical for high 
vibrational evolution. 

 
Mike’s Tech Stack 
 

● For audio, Mike uses a Roadcaster Pro which is a mixer and that enables them to record 
processed audio on a chip drive, meaning it doesn’t have effects.  

● He’s using 3 microphones, an SM58 microphone, and 2 SM7B’s microphones, which 
allow him to record a larger group, and they sound awesome. The computer he uses is 
an iMac Pro.  All of the signal is driven into a Livestream HD550 which allows Mike to 
record switched video. He also uses a wireless Bluetooth foot pedal that allows him to 
switch live. These are hard-wired in with HDMI cables. 

https://www.amazon.com/Rode-RODECaster-Podcast-Production-Studio/dp/B07M5LQ1YZ
https://www.amazon.com/Shure-SM58-LC-Cardioid-Dynamic-Microphone/dp/B000CZ0R42/ref=sr_1_4?crid=CJZ0IUXZ8YJX&keywords=sm58+microphone&qid=1571014302&sprefix=sm5%2Caps%2C364&sr=8-4
https://www.amazon.com/Shure-SM7B-Cardioid-Dynamic-Microphone/dp/B0002E4Z8M/ref=sr_1_4?keywords=sm7b+microphone&qid=1571014469&sr=8-4
https://livestream.com/studio/hd550/


● He is recording ISO (isolated recordings) so each channel is being recorded to a digital 
file right to removable hard drives.  

● Mike uses a Panasonic Lumix GH5 for the camera with continuous autofocus turned on.  
● Mike also has standard LCD panels and Bluetooth colored lights which are all 

programmable with his phone. 
● He’s using Bluetooth/wifi switches with Alexa to tell it when to activate the system. Plus 

there’s a special a/c unit where the blower is in the attic, with zero noise.  
● There are multiple Apple TV’s to put up a teleprompter (using Prompter Pro Software). 
● All the files automatically get copied to two 90TB Synology servers and then get 

automatically uploaded to Dropbox. Mike uses Apple’s compressor, with a workflow so 
as soon as it’s done the files are made into iPhone compatible videos, mp3’s and they 
also auto-upload to Otter to get transcribed.  

● He also has his episodes transcribed to be published as articles on Entrepreneur, 
Forbes and LinkedIn. 

● Mike uses a StreamDeck from Elgato where you can drag an icon and program any kind 
of a button switch. You can stack macros and they can push Twitter feeds live, etc.  

● The panels on the wall are hard plastic and capture light well, selling for $50/box on 
Amazon.  

● Mike also has a 65” television with Apple TV and Roku built-in and the whole thing is 
powered 100% solar for the last ten years.  

 
Resources 
 

● You Everywhere Now book 
● Roadcaster Pro 
● SM58 microphone  
● SM7B microphone 
● Livestream HD550 
● Panasonic Lumix GH5 camera 
● Prompter Pro Software 
● Synology servers 
● Otter 
● StreamDeck  
● Capability Amplifier podcast 
● Charisma University 
● Youtube channel with reaction shows with Bill Burr 

 
 

https://www.amazon.com/PANASONIC-Digital-Camera-Megapixel-Mirrorless/dp/B01MZ3LQQ5/ref=sr_1_3?keywords=Panasonic+Lumix+GH5&qid=1571015054&sr=8-3
https://ikancorp.com/shop/teleprompters/teleprompter-software-apps/ikan-prompterpro-4-prompterpro-4-teleprompting-software-for-pc-mac/
https://www.amazon.com/Synology-DiskStation-DS2419-Storage-Operating/dp/B07VZ16F6S/ref=sr_1_2_sspa?keywords=Synology+server&qid=1571015438&sr=8-2-spons&psc=1&spLa=ZW5jcnlwdGVkUXVhbGlmaWVyPUEyRVJCVldEVUJIVU9OJmVuY3J5cHRlZElkPUEwMzk5NjMyMkVRRUJLOFJSOU9aWCZlbmNyeXB0ZWRBZElkPUEwMjA5NDY0MTdDQzZYS1lQVk5CJndpZGdldE5hbWU9c3BfYXRmJmFjdGlvbj1jbGlja1JlZGlyZWN0JmRvTm90TG9nQ2xpY2s9dHJ1ZQ==
https://otter.ai/
https://www.elgato.com/en/gaming/stream-deck
https://www.amazon.com/You-Everywhere-Now-Prospects-Television/dp/1499152825/ref=tmm_pap_swatch_0?_encoding=UTF8&qid=1571162929&sr=8-1
https://www.amazon.com/Rode-RODECaster-Podcast-Production-Studio/dp/B07M5LQ1YZ
https://www.amazon.com/Shure-SM58-LC-Cardioid-Dynamic-Microphone/dp/B000CZ0R42/ref=sr_1_4?crid=CJZ0IUXZ8YJX&keywords=sm58+microphone&qid=1571014302&sprefix=sm5%2Caps%2C364&sr=8-4
https://www.amazon.com/Shure-SM7B-Cardioid-Dynamic-Microphone/dp/B0002E4Z8M/ref=sr_1_4?keywords=sm7b+microphone&qid=1571014469&sr=8-4
https://livestream.com/studio/hd550/
https://www.amazon.com/PANASONIC-Digital-Camera-Megapixel-Mirrorless/dp/B01MZ3LQQ5/ref=sr_1_3?keywords=Panasonic+Lumix+GH5&qid=1571015054&sr=8-3
https://ikancorp.com/shop/teleprompters/teleprompter-software-apps/ikan-prompterpro-4-prompterpro-4-teleprompting-software-for-pc-mac/
https://www.amazon.com/Synology-DiskStation-DS2419-Storage-Operating/dp/B07VZ16F6S/ref=sr_1_2_sspa?keywords=Synology+server&qid=1571015438&sr=8-2-spons&psc=1&spLa=ZW5jcnlwdGVkUXVhbGlmaWVyPUEyRVJCVldEVUJIVU9OJmVuY3J5cHRlZElkPUEwMzk5NjMyMkVRRUJLOFJSOU9aWCZlbmNyeXB0ZWRBZElkPUEwMjA5NDY0MTdDQzZYS1lQVk5CJndpZGdldE5hbWU9c3BfYXRmJmFjdGlvbj1jbGlja1JlZGlyZWN0JmRvTm90TG9nQ2xpY2s9dHJ1ZQ==
https://otter.ai/
https://www.elgato.com/en/gaming/stream-deck
https://capabilityamplifier.com/
https://www.youtube.com/user/charismaoncommand
https://www.youtube.com/channel/UCUH23nf4VkBCPa7hfrblhNw


Charley Valher - How to Leverage  
Podcasting For Your Business 

🎧 Listen to the Full Episode 🎧 
 
Backstory 
 

● Charley started online with internet marketing, paid traffic and at the time, had more luck 
than skill as this was when Facebook ads were first coming out, and there was such a 
big demand so his agency took off. He grew that business to fifteen staff members and 
was spending three million dollars a year on paid ads. 

● He ran that agency for five years, back in the days when clicks were a penny apiece. So 
it was a great learning experience. 

● Charley just built the business as an extension of himself, joking that he was running an 
adult daycare center. Towards the end, he got heavily into learning and came across 
Robert Kioyokasi and realized he was more self-employed and not a business owner. 

● So he decided to move on and the agency got acquired. He started a VA company with 
a friend and Outsourcing Angel still exists today, learning a new skill set of being a 
business owner. 

● Charley eventually hired himself out of that business and fell in love with podcasting. It 
was a medium he’d enjoy listening to, and it was the ultimate learning medium for him, 
listening to all these conversations with people he’d never get access to. And it wasn’t 
just business, it was finance, business investing, mindset...so it was a natural 
progression for Charley to start his own podcast.  

● He created one hundred episodes and learned a lot but it failed terribly. Confessions of a 
Business Owner were co-hosted and he and his host were learning as they’d go along. 
Charley made some fatal mistakes and went too wide in his niche, plus he did not 
understand how to build an audience and create content that was stand out and unique.  

● Even though they got zero leads from the podcast, they ended up doing a ton of JV’s 
with the guests so it was a great networking tool and opened up a bunch of deals, 
something which a lot of people don’t often think of when starting a podcast. 
 

Podcasting Influencers 
 

● Joe Rogan was definitely influential, as he opened a different view of the world and he’d 
discuss topics with people he’d never got a chance to listen to.  You feel like a smarter 
human as he’s educating with different perspectives. 

● James Scrhramko’s Super Fast Business show is also great because he’s straight to the 
point and speaks at a level of understanding. 

● Joe Polish and Dean Jackson’s I Love Marketing show is also very relevant.  
 

https://evergreenprofits.com/charley-valher/
https://outsourcingangel.com/


 
Valher Media 
 

● After his podcast, Charley felt a little defeated although, behind the scenes, he had 
gotten involved with some other companies. Things were going well towards the end of 
2018 then some big changes came with paid ads that made a change to the businesses 
he was investing in and saw some performance drops. 

● These businesses had strong niches and he decided to create podcasts for them. Within 
three months, they saw some significant turnaround and by paying attention to who else 
was doing well in podcasting, these businesses took off. 

● Soon others asked him to help out with their podcasts, and Valher Media was born. They 
are a podcast media agency and they work on not just the editing, but the show design, 
identifying the core market and hot topics, production, show growth, and monetization 
strategies. 

● Charley is constantly finding new ideas and there are so many podcast growth strategies 
that are untapped. 

 
Monetization Methods 
 

● Sponsorships themselves are probably the least beneficial and have the most chance of 
creating a bad taste for the audience.  

● By offering value to your audience showcasing tools already used (such as Ahrefs), 
that’s a win but if you are putting ads in your podcast that is not related, it’s not going to 
resonate with your audience. 

● First, don't add a sponsorship on episode one, but respect your audience and focus on 
that in the beginning. Once you are established, sponsorship inquiries will happen and 
look for a hybrid - a little bit of a flat fee and an affiliate option. Make sure everyone is 
rewarded on the success on the back end which opens up a higher potential for a win 
and will create longevity for your deal. 

● With newer shows, look at how you can be the sponsor of your own show. Rather than 
promoting yourself through ads, make high-quality content that solves a problem for an 
audience that creates natural progressions into what you do.  

● For example, Charley works with a company that buys and sells businesses and in this 
show he has strategically made sure they understand all of the main problems and 
challenges and made a show, bringing on a specific guest for each challenge.  

● From that, Charley loves taking people into tools and frameworks and creates a due 
diligence framework or value videos on how to grow a website once you pay for it. And 
they are constantly seeding something on the back end such as a course or community. 

● You can apply this same strategy if you are guesting on other people’s shows. The 
Wicked Reports tool shows us this as we can see how much traffic and revenue has 
been generated from being on other people’s podcasts. It averages out to about $1,000 
per appearance.  

https://www.valhermedia.com/
http://go.evergreenprofits.com/wickedreports


● If you know your numbers are low one of the best places to look is to sponsor other 
shows. Look for shows in your niche, sponsor their show and as a part of that deal, be a 
guest on that show. This works incredibly well for folks who don’t have a podcast as well 
as for people who want to grow their own podcast. 

● To find these opportunities, Charley thinks the sweet spot is using iTunes and looking for 
shows that aren’t in the top ten and near the bottom of the rankings but are on the way 
up. Their opportunities for revenue are better and it’s easier to negotiate a deal. 

● If there are 100 shows, look towards the bottom 50 for shows that are relevant to your 
audience and you agree with what they do. Charley would look first to their network to 
get an introduction, and if there is no connection there, then outreach directly. 

● This is the wild west and $20 per thousand downloads per month is the industry average 
but everything is up for negotiation.  

● One of the things that have let the podcasting industry down is analytics. But 
consumption analytics is coming and we are seeing moves made by Apple. It won’t track 
downloads, but it’s more like Youtube and will show how much people are consuming. 
People with terrible engagement will see drops and those with value and engagement 
will do better. 

● One of the reasons Spotify is spending so much now is it will be more like Facebook with 
ads. If you’re not on there, get there now as they are putting a good effort into listings for 
podcasts and making recommendations, similar to what they do with music.  

 
Growth Strategies 
 

● If you’ve got an established brand and you start a podcast, it’s going to go really well. 
With other people who don’t have as many leverage points such as the email list, the 
social media following, etc. Charley looks at how to grow a show based on those. 

● If you can get a high profile guest that your niche respects, and if you can solve a 
dominant problem in that episode then apply paid ads to that episode, that’s the formula 
that’s been working for him. Also, not just being on audio, but creating a zoom video to 
create other marketing assets. 

● The paid element with video on Facebook and Youtube have been working great. 
● With Facebook, it’s hard to track who is subscribing and downloading. With podcasting, 

he is paying attention to macro analytics and looking at the smaller things to see if they 
are having an effect on the bigger things. He looks at the weekly snapshot for a weekly 
show, the release date stats, and the monthly stats. 

● When Charley measures the success of a strategy he runs it for one month or times it 
with the releases of the show. He also tests only one method at a time.  

● With Facebook, video ads are killing it and there are two styles he is testing. One is 
putting up a full thirty-minute episode with any link that will take them to a tool, opt-in, 
etc. People are watching complete episodes on Facebook, which was surprising. Some 
shows are getting over 50% consumption for $1.00.  

● The second strategy Charley is testing is using short clips and snippets, cherry-picking 
the best moments that are 1-3 minutes long and running them as ads. Use some sort of 



tracking link to subscribe to the podcast itself. Both of these methods have been 
effective. They might upload a customer list and create a look-alike list, but Charley is a 
big believer in the Facebook algorithm so he’s happy to put in broader targeting as 
Facebook knows what they are doing. 

● Retargeting video views has been a big win. They are using this with webinars and the 
cold traffic strategy is to get people to consume, let people filter out, and with retargeting 
it has gone through the roof, converting at 60-70%. 

● If you’ve got a great list, you can get away with audio-only, but if you are newer, then 
adding video is an unfair advantage at the moment.  

 
Growth Hacks 
 

● A big mistake is that the thumbnail isn’t readable on the phone, so they changed the 
thumbnail to be more text-based using bold text and this has worked well. 

● Titles make a big difference, optimize them to ask a question or solve a problem.  
● Place short snippets of your podcast on your LinkedIn profile. 
● For the future, they are looking at who’s going to crack the audio advertising space well. 

It could be Google as they are already looking strong in this space, and then Spotify as 
well. It will be either through a paid ads platform or some form of indexing. 

● Charley has a friend that travels and uses ads to target people in that local market 
listening to his show with geotargeting. 

 
Tool Stack 
 

● Charley uses the Rode caster pro microphone as an interface, podcast mike. He uses a 
Logitech Brio webcam for video as well as sound panels in the studio. Make sure to buy 
good quality. When it comes to hosting, he uses Omny, which has a good analysis and 
at times, Libsyn.  

 
Recommended Books 
 

● The Road Less Stupid by Keith Cunningham 
 
Resources 
 

● Outsourcing Angel  
● Wicked Reports 
● Valher Media 
● Repurpose.io 
● Headliner 
● Knit.audio 
● Rode caster pro 
● Logitech Brio webcam 
● Omny 
● Libsyn 

https://www.amazon.com/Rode-Procaster-Broadcast-Dynamic-Microphone/dp/B001IPUJJI/ref=sr_1_5?keywords=Rode+microphone+caster+pro&qid=1571228527&s=electronics&sr=1-5
https://www.amazon.com/Logitech-BRIO-Conferencing-Recording-Streaming/dp/B01N5UOYC4/ref=sr_1_2?keywords=Logitech+Brio+webcam&qid=1571228705&s=electronics&sr=1-2
https://omnystudio.com/learn
https://libsyn.com/
https://www.amazon.com/Road-Less-Stupid-Keith-Cunningham/dp/0984659269/ref=sr_1_1?keywords=The+Road+Less+Stupid+by+Keith+Cunningham&qid=1571101863&sr=8-1
https://outsourcingangel.com/
http://go.evergreenprofits.com/wickedreports
https://www.valhermedia.com/
https://repurpose.io/
https://www.headliner.app/
https://knit.audio/
https://www.amazon.com/Rode-Procaster-Broadcast-Dynamic-Microphone/dp/B001IPUJJI/ref=sr_1_5?keywords=Rode+microphone+caster+pro&qid=1571228527&s=electronics&sr=1-5
https://www.amazon.com/Logitech-BRIO-Conferencing-Recording-Streaming/dp/B01N5UOYC4/ref=sr_1_2?keywords=Logitech+Brio+webcam&qid=1571228705&s=electronics&sr=1-2
https://omnystudio.com/learn
https://libsyn.com/


Jordan Harbinger - How To Build Relationships 
With Celebrities and Influencers 

🎧 Listen to the Full Episode 🎧 
 
Backstory 
 

● Jordan Harbinger got into the podcasting world because he found he was having the 
same conversations over and over again with his friends at bars and coffee shops while 
in law school. He was talking a lot about networking to get business and realized no one 
in the school environment knew how to network properly.  

● He also realized that men, for the most part, did not care about learning how to network, 
but the women were definitely interested. Women seemed to be more social and ten 
years ago, they were perhaps more of a minority in the workforce and wanted to get 
more support. So Jordan started teaching this stuff at bars and coffee shops. Then guys 
would ask him how he was able to meet with a dozen different women every night since 
a lot of these same men were not used to being around women who were attractive and 
outgoing.  

● That was when he realized if he tried to sell his idea to men with the concept that they 
would meet a lot of people including women and simultaneously sell to women, 
promoting that it would help their career, he’d be teaching the exact same thing, except 
they were buying it for different reasons. He also started burning CD’s of his 
conversations to make it easier for others to catch up with missed lessons. 

● As he started talking more about dating in the audio, he got positive feedback from the 
men. So he started selling even more, but it wasn’t his goal to be in the CD file burning 
business. There was no real way to upload the audio at the time so he decided to start a 
podcast, which led to him turning it into a show. 

● This was back in 2006, and all the podcasts were about tech. They hosted it on a 
GoDaddy server and started getting downloads from all over the world. They used a tool 
called Site Meter, which would show you a world map of his hits.  

● He got obsessed with podcasting, figuring he could upload something he recorded in his 
basement on a USB microphone interface. They recorded into GarageBand and that 
was the beginning. This show started even before there was an iPhone.  

● Jordan actually remembers meeting someone who worked at Apple and he was told his 
podcast was in a category with twenty other shows about dating and relationships, and 
they were thinking no one was going to find them. For years no one even knew what a 
podcast was, even young technical engineers. That was only 8-10 years ago, and of 
course, now everyone is familiar with them. 

 
 
 

https://evergreenprofits.com/jordan-harbinger/


 
Engaging With Your Fans 
 

● Jordan made sure he was engaging with his fans from the start. He engages with 
everyone, answering all his tweets, all his Instagram messages, etc. Side note - if 
anyone knows how to filter by messages by “unread” on Instagram, he’d gladly pay for 
that knowledge. 

● There needs to be a software to put all his LinkedIn, Facebook, etc. in one place. Franz 
is probably the closest but it doesn’t let you access Instagram. It’ll put all your chat 
messages in one place, but they are iframed.  

● Some people think engaging and answering messages is a waste of time, but Gary V 
doesn’t. For most people, they don’t see the value in that but if someone reaches out to 
five people, and four of them ignore it, yet he engages back, then he’s the one that 
stands out and looks like the one that actually cares. Over time, unless the content really 
sucks, they will be a fan for a long time and if you think about fan acquisition as you think 
about customer acquisition, it’s so much cheaper. You have the opportunity to make 
them a fan for life for just ten seconds of your time.  

● By doing this, Jordan can say things that come off dumb, stupid, etc. and people will 
back him up. Once, he posted some meme that seemed a little racist, although he didn’t 
think about it at the time, as he just thought it was funny. But a couple of fans he had 
talked to a few years ago, reached out to him and told him it looked racist. They could’ve 
unsubscribed but they knew they could reach him because he responded that one time 
and cared enough to do so.  

● If Jordan found something that was quicker with a tool, he’d answer many more 
messages. If you’re super famous, you probably have thousands of messages, but you’d 
probably hire someone to respond in your place. Otherwise, you are leaving money on 
the table. You should have someone answering the messages in your inbox, and as fans 
become used to reaching out and getting a reply in general, imagine how much more of 
a fan they will become. They are going to remember you, rather than a dead, empty 
inbox. If you have the money to spend on a VA, do it.  

 
Marketing With SMS  
 

● You can tell your fans “Hey, it’s hard to keep in touch with so many messages, but 
what’s your phone number so we can keep in touch with SMS messages.” Your fans will 
go bananas for those personal messages.  

● Ten years ago, they were hooked up with an SMS marketing company. Back then, it was 
pretty clunky and they weren’t able to sell anything. So they were sending a message 
saying their show was on at the time, and to tune in. Now, they would probably make 
product announcements. The reason they don’t do it now, is people get a notification on 
their phone with new episodes. 

https://meetfranz.com/


● An SMS message should include something they are not getting, and Jordan doesn’t 
have merch to sell. But if you are a musician, or selling anything at any time, it’s a 
brilliant idea. 
 

● 99.9% of all text messages are read and received within ten minutes. The email that was 
sent out that was opened by most people did not come even close to this stat, so text 
message marketing is still new. 

● Jordan has yet to see really good text message marketing. We are still at the beginning 
with this sort of push notification and marketers have yet to get the full aspect of it.  If you 
ask for an email through text and you get one, then those are your superfans. 

 
Starting Over 
 

● Jordan was on Mike Dillard’s podcast where he discussed his former podcast. When he 
had to start over from scratch, it was emotionally awful but the amount of momentum 
that he already had was really good. It was not easy though to start over in podcasting, 
because he didn’t have access to the social media accounts from his former show. 

● In the beginning, he felt no one would find him. But the amazing thing about podcasting 
is you have such an intimate relationship with your audience.  With podcasting, his old 
business partners kept doing the show after he was gone, but they didn’t have 
podcasting experience so it was a different animal. So people started looking for him 
right away. 

● Even though people said he should start a YouTube channel, he wanted to keep his 
podcasting audience since they were already looking for him. Jordan was able to rebuild 
his audience quickly by going on a bunch of new shows and reaching out to people via 
the social media channels that he did control. He also has many friends in the industry 
that would make an announcement on his behalf on where to find him.  

● People came over in droves as they wondered what had happened. It’s been over a year 
and a half and he still gets a message every few days, saying they just found his new 
show. His audience is crude oil slow, but it’s super loyal and that is unique to podcasting. 
If people disappear from Instagram or Youtube though, it will not be noticed. 

● People will remember things you said on the podcast from years ago too, and they 
develop this intimate relationship with you. If you’ve been listening for two years, that’s 
much more time than other channels.  

 
Podcasting Vs. YouTube 
 

● YouTubers who make a podcast may get a large number of followers but not necessarily 
the advertiser’s income. A lot of them had viral YouTube channels, but fast forward to 
now and their main product is how to make videos for YouTube. You can never have a 
long conversation with your audience if you are just making funny clip videos.  

● Now Jordan can talk about sand, literally and it’s popular and guys he knows would kill to 
do the same instead of the ‘body language breakdown’ videos they are making. Jordan 

https://www.stitcher.com/podcast/mikedillard/self-made-man/e/53764586


feels bad as they are sort of trapped and as a creator, it doesn’t matter how much money 
you’re making, because they will have a hard time moving onto something else.  

● Jordan knows people who have branched out into YouTube, but they are doing all of 
these things that are optimized, and while they have huge followings, they are building a 
large audience of kids who have no money and are competing against a vlogger kid 
who’s a Twitch streamer. So Jordan doesn’t care that his YouTube is not growing. 

● Jordan films his podcast, and there’s no fancy set or branding. If you’ve got a killer set, 
you’ve got to have your cool lighting, cool chair, etc. Jordan can literally do his podcast 
on someone’s patio. He travels to every one of his interviews and has his to-go set, it’s 
super flexible and it will always sound the same. 

● He can travel and check his bag anywhere in the world and doesn’t really need the video 
gear. The reason he’s got the camera there is he would be interviewing friends on Skype 
and he’d hear phones go off, etc. so being on camera helped. They are not bringing their 
“A” game if they are talking from home, but by using the cameras they are much better 
with the interview and there are fewer distractions. 

● Being able to film people makes them do a better job, and there’s no way to get around 
it. Everything can be set up by one other person and it fits into a box. Jordan says he will 
never focus on YouTube even though all these marketing people are saying you need to 
work on it, but the CPM is ten times on a podcast vs. on YouTube.  

● If Google is hiring the most brilliant people in the world to find the best content, all he has 
to do is create really good content and the algorithm will eventually do the rest as they 
tweak it. His playthrough rate averages 22 minutes and as YouTube stops becoming a 
kids only channel, and caters to the masses, channels like his will become more and 
more popular.  

 
Relationship Focused 
 

● Jordan’s approach to maintaining relationships is adding them to his CRM, Contactually 
and he will try to keep in touch with them once every ninety days or so. That’s been 
pretty successful and he believes keeping in touch with people is super important and is 
the only way to maintain a successful relationship. You’d be shocked how many of his 
guests that are scientists, authors, etc. have recommended him. The guest booking has 
become a lot easier as the publicists know he’s really easy to work with. You should give 
without the expectation of expecting anything in return. You can turn relationships into 
transactional stuff eventually and if you help them out with things, you are top of mind.  

 
Recommended Books 
 

● Extreme Ownership Jocko Willink 
 
Resources 
 

● Contactually  

https://www.contactually.com/
https://www.amazon.com/Extreme-Ownership-U-S-Navy-SEALs-ebook/dp/B00VE4Y0Z2
https://www.contactually.com/


Joe Sanok - How To Leverage Podcasts  
To Grow Your Business 
🎧 Listen to the Full Episode 🎧 

 
Backstory 
 

● Joe Sanok went the traditional route with work, at first getting his masters in counseling 
and psychology, then jumping into the nonprofit world, happily making $30,000 a year. 
He then moved onto a better paying job, but still had to work on the side in private 
practice to pay off student loan debt. From there he got what he refers to as ‘the golden 
counselor job’ at a community college, getting great benefits.  

● It was soon after though, that Joe realized there was no upward mobility. So he 
discovered some podcasts, learned about running a business and realized it really 
worked well for his field. Joe started blogging about what he was learning on such topics 
as guerilla marketing. It was soon after that he became the #1 podcast for counselors in 
private practice.  

● Joe has been podcasting since 2012, and his Practice of the Practice podcast is still the 
one that has the highest reach. He also started a podcast on how to become a 
consultant where he interviewed guests such as Pat Flynn and John Lee Dumas. He did 
80 episodes of that show and realized the return on investment wasn’t worth his time. 
One of the first lessons he learned from this was to ask your listeners what the next step 
is for them, then create that.  

● He also created The Happitalist Podcast which is all about becoming happy in a complex 
world. This show is created as an entire season and is hosted by his friend Pete 
Kirkwood, who is a former attorney who now runs a brewery.  

 
Owning Your Own Uniqueness 
 

● Seven years ago, it was still pretty easy to start a podcast, but a lot of the tools weren’t 
there. The automation tools are much better now and while it’s never been easier to 
launch one, people who are jumping in are not necessarily doing what works and making 
money from it.  

● In 2014, Joe hired a professional web developer to revamp his website, paid to have a 
professional logo created and committed to podcasting once a week. After making those 
changes, Joe was on a total upward trajectory. They would also do some blitzes, offering 
a 5-day teaching series that led to an automatic sequence. They sold more in that 
launch than they had ever sold before with topic-specific training in a larger group. 

● People who listen to podcasts are saying the podcasting space is saturated, but 
statistics show that between one third to one-quarter of Americans listen to one podcast 
a month, so there’s still a huge audience out there. If you start a blog, you are competing 
with a ton of people, but if you have a podcast your competition is so much lower. If you 

https://evergreenprofits.com/joe-sanok/
https://www.practiceofthepractice.com/category/podcasts/
https://www.practiceofthepractice.com/how-to-become-a-consultant/
https://www.practiceofthepractice.com/how-to-become-a-consultant/
https://www.happitalist.com/podcast


are going to put an hour into something you should create a podcast, optimize that and 
have a much larger competitive edge. 

● There are still a lot of untouched niches, plus there are podcasts that have bad sound, 
have annoying voices and/or pod-fade after a few episodes. 

● Plus none of your competitors have the same perspective as you, so you will draw in a 
different audience. Owning your uniqueness and showcasing your own quirkiness and 
experience will draw out your followers.  

● One of the biggest mistakes podcasters make is trying to sound like the more 
well-known podcasters out there. Also, people also often underestimate what downloads 
mean.  If you can have people listen and take action with just 1,000 people listening to 
you, this number is actually mind-blowing. And that recording perpetuates itself once you 
are done. Joe is finding that with his Done For You clients if you have 500 downloads 
you are in a great position to monetize it into the six figures.  

 
Creating Your First Product 
 

● The more you can find out about what attracted those first 500 people who are your 
listeners, the easier it will be to figure out what your first product should be. If you can fall 
in love with the people and pain, then it’s much easier to pitch the product. 

● Survey those original people, jump on a 20-minute phone call with them. Ask them what 
their experience has been with the pain the podcast is addressing.  

● Second, ask them if there was a magical product that would get rid of all that pain, what 
would that product look like. Then ask them how much they would pay for that product. 

● Joe went through this process when he went to launch his membership community and 
discovered that what he thought his community wanted to be night and day from what 
they actually wanted. They said they wanted ongoing knowledge as opposed to an 
e-course. They also wanted a genuine community, so they have small groups that meet 
independently of him which meet every other week, plus accountability partners. 

● Lastly, they wanted tools of the trade, so every month they get these with their 
membership. That’s why they’ve been able to sell out every product they offer because 
they are crowdsourcing the idea of the product first.  

 
Monetizing the Podcast 
 

● For podcasts, there are really three ways you can make money: affiliate links, 
sponsorships, and your own product. Having your own product is the easiest way for a 
new podcaster. 

● With affiliate links, you want to look at the things you are typically using on a regular 
basis. For example, Joe knows that he will refer people to Grasshopper as a phone 
system service. That’s one way they are bringing in $5,000 a month. 

● One trap people get into is not realizing who their audience is. For example, Therapy 
Notes is a sponsor of their podcast and Joe happens to have 100% of their target 

https://grasshopper.com/


audience in front of him. Because of this, they are going to pay way more per episode 
and they are bringing in at least $100,000 just from sponsorships.  

● They also charge less for larger episode packages and at those larger levels, they will 
add more, such as an email to their list, infographics on their Pinterest page, etc.  Plus 
they want to make sure their listeners are getting good customer service and they will 
reach out if their customers have issues with the sponsors. 

● Before someone even launches their podcast, they should have a dedicated email 
course with a list of at least 100 people. In the first email, you can give them some sort of 
quick win. For example, Joe has them look at Google and Google maps to determine 
their competition. Then he has an automated email the next day to ask how that went. 

● Then you want to do 3 different parts. Part 1 - ask how they got into this situation. Part 2 
-  3 weeks of quick wins. Part 3 - ask how do we turn this into a habit long term. 

● With the multi-day email sequence, Joe recommends thinking of the transformation you 
want to occur through those emails. If they are craving the tools, give links to all the 
resources and affiliate links. For those with an established practice, they are looking for 
more content and at the end, the call to action will be to jump on a phone call to consult. 

● To get people on an email list, Joe set up a page called the Pillars of Practice e-course 
which has all of his downloads with over 30 different resources and zoom calls with 
experts that have been recorded.  

● They also use Speakpike to have people leave them voicemails that they can use on the 
show. He asks his designer to make an option around the question, so once the 
question is answered, they’ll have an option around that Q&A episode. 
 

How To Get Super Fans 
 

● Working with newer podcasters to be their first guests, has been a great way to get 
super fans. Plus co-hosting Facebook lives or Instagram lives with influencers has been 
a great strategy. Also working with podcasters who have a rabid audience, even if it’s 
smaller will have a great result.  

● If people repurpose everything from everything, that’s not the greatest strategy. If it’s a 
longer Facebook live, Joe will use that to be repurposed on Pinterest, Youtube, blog 
posts with an embedded video, content for email lists, etc.  

● To get in touch with influencers, first, genuinely be interested in them. Look for those 
who are just a few steps ahead of you, as opposed to the heavy hitters (people who 
have twice as many Instagram followers as you have). Find the social media platform 
where they have the most personal content. Also, if there’s a way you can be in their 
physical presence, that definitely helps. Try to see if there’s something where there's a 
genuine connection or something in common.  Also, asking for an introduction is really 
important.  
 

 
 
 

https://practiceofthepractice.lpages.co/pillars-of-practice/
https://www.speakpipe.com/voice-recorder


Events 
 

● In the summer, Joe hosts the Slowdown School in Michigan which is geared towards 
those making six figures and more. They hang and chill out with good food, yoga, hikes, 
etc. It’s amazing how in those 2 ½ days of slowing down, as entrepreneurs they are 
running full tilt by the end. When you let your brain rest you can determine the things that 
are the biggest return on investment for you. 

● He also hosts Killing it Camp which is geared towards people who make under six 
figures, such as coaches and consultants who want to grow and scale. They meet at 
Estes Park and it’s a ton of fun. They work together to look at their ROI, deconstructing 
what they are doing and helping them to realize the answers are in the room with them. 
It’s like a festival with pop-up events that are unique and can’t be replicated. People love 
being around those who inspire them to think about their practice in a completely 
different way. 

● When putting on a big event, it helps to bring on sponsors that believe in it, to help fund 
the event ahead of time. For the speakers, Joe tells them they need to pay $500 which 
covers their lodging and food. They also had a volunteer rate, where they got 5-hour 
slots for attendees to volunteer for that $500 rate as well. With a smaller event, Joe 
recommends pre-selling at least 4-5 tickets to your own clients first. If those that know 
you best won’t buy, it's a red flag you may have missed what people want. 

● With the sponsors, Joe talks about their reach by promoting the event and they know 
Joe will promote the heck out of them. It’s important to know the product well so you can 
stand behind it. 

 
Recommended Books 
 

● The One Thing by Gary Keller 
● Talk Like Ted by Carmine Gallo 
● The Storyteller’s Secrets by Carmine Gallo 
● The Only Sales Guide You’ll Ever Need by Anthony Iannarino 

 
Resources 
 

● Practice of the Practice podcast 
● How to Become a Consultant podcast 
● The Happitalist Podcast podcast 
● Grasshopper 
● Pillars of Practice e-course 
● Speakpike  
● Slowdown School 
● Killing it Camp  
● Trello 

http://slowdownschool.com/
https://practiceofthepractice.lpages.co/killinit-camp-promo/
https://www.amazon.com/dp/B00C1BHQXK/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://www.amazon.com/Talk-Like-TED-Public-Speaking-Secrets-ebook/dp/B00F1RE1MK/ref=sr_1_2?keywords=Talk+Like+Ted&qid=1575854796&s=digital-text&sr=1-2
https://www.amazon.com/Storytellers-Secret-Speakers-Business-Legends-ebook/dp/B012NCOC38/ref=sr_1_2?keywords=The+Storyteller%E2%80%99s+Secrets&qid=1575854843&s=digital-text&sr=1-2
https://www.amazon.com/Only-Sales-Guide-Youll-Ever-ebook/dp/B01K1ATYQ4/ref=sr_1_2?keywords=The+Only+Sales+Guide+yOu%E2%80%99ll+ever+need&qid=1575854886&s=digital-text&sr=1-2
https://www.practiceofthepractice.com/category/podcasts/
https://www.practiceofthepractice.com/how-to-become-a-consultant/
https://www.happitalist.com/podcast
https://grasshopper.com/
https://practiceofthepractice.lpages.co/pillars-of-practice/
https://www.speakpipe.com/voice-recorder
http://slowdownschool.com/
https://practiceofthepractice.lpages.co/killinit-camp-promo/
https://trello.com/en


Tyrone Shum - How To Grow A Podcast Past  
1 Million Downloads 
🎧 Listen to the Full Episode 🎧 

Backstory 
 

● Tyrone Shum’s podcast, PropertyInvestory was started for selfish reasons as Tyrone 
wanted to get access to the financial guys he had heard of without buying all the 
resources and tools. In 2016, one of his friends was being featured in a popular 
magazine and he wondered how he got there in such a short period of time. Soon after 
he started his journey on how to invest in property, where to buy, etc.  

● At the time, Tyrone realized people were sharing investing strategies but not sharing 
their reasons why they started, so this was a big a-ha moment for him. He was also 
involved in a James Schramko mastermind event where they discussed residual income 
through membership sites. So he realized he could take this model and receive a 
recurring income through spending time with all these experts and learning from them, 
then taking that knowledge and sharing it with the world.  

● Tyrone decided to combine the podcast model and membership site model to attract 
clients and offer them a great service, while also receiving a great recurring income. 

● After that first year, he went from zero to 140,000 downloads and is now at up to 1.3 
million downloads. He approached it with a smart membership model from day one 
which is one factor that has led to his success.  

 
Setting Yourself Apart 
 

● Initially, when Tyrone first started his podcast, his goal was to get the big sponsorships 
on board. But it was very challenging at the beginning and a hard grind. Over that 
period, and since learning so many tactics from us, he has realized the main thing is to 
be strategic with putting those partners in place. 

● In addition, listeners have told Tyrone the reason why his podcast stands out is that it 
tells a story. It’s not like any other podcast out there because he actually delves into the 
background of where they grew up to all the way through of how they got started in 
property. That really resonates with his listeners because people remember a story a lot 
more than a how-to tactic. 

● Make sure that when you are looking to do a podcast, you tell a story in between 
because that’s what people remember. It gives your listeners inspiration because they 
can start from nothing to build up a multi-million business. That’s how he structures his 
podcast, the first part is building up their story, from their childhood, early work, etc. 
which leads into how they built their portfolio later on.  

● Just like Tyrone started from zero and then implemented the strategies he was taught. 
You’ve got to find that emotional kick and drive inside you that makes that big change. 

 

https://evergreenprofits.com/tyrone-shum/
https://propertyinvestory.com/podcasts/
https://www.superfastbusiness.com/


If He Had To Start Over 
 

● For Tyrone, it was Christmas 2016, and he recorded 20-30 interviews in that first month 
to get it up and running. After that, it gets pretty addicting and you don’t want to stop. 

● Looking back, coming from both the business and property side, Tyrone says he wishes 
he knew more experts that gave him support and encouragement as he shied away at 
first talking to him at first. But they are just like everyday people, the only difference is 
they have spent a lot of time building up their knowledge base. If he had started earlier 
with them along his side, he would've been a lot further than he is now.  

● Fear was the biggest thing that held him back as he didn’t know what to expect. When 
you get that first rejection it can be disappointing, but once you get those first few guests 
on your show, you can name drop them going forward, then the success continues to 
ride.  If you can overcome that phase, and just start taking action, that action step will 
eliminate a lot of that fear.  

● Also, that’s one of the great things about podcasting - it is a shortcut to networking with 
people. If you are consistent, it will get bigger and bigger.  

● It’s getting to that point that it’s starting to tip over and big companies are all starting to 
begin their own podcasts. Instead of radio advertising, they realize the potential and 
benefit of having their own platform. Even in the TV and film industry, they are leveraging 
podcasts. When someone has an idea for a movie or television show, often they are 
asked to make a serialized podcast around that storyline, and if it does well, it will be 
commissioned after the podcast testing. 

 
Listeners Binging On Podcasts 
 

● The next thing Tyrone is studying is how to make his content totally bingeable so they 
are super consumable. One of those strategies Tyrone has taken away is the 
repurposing strategy which has worked exceptionally well. He distributes his content 
through audio, video and text across all the various platforms, and it has brought in so 
much breadth to the business. He is using Spotify, Slideshare, and other mediums and 
while it does take time to put the systems and processes in place, he’s been able to hire 
more staff to help him do it, which has helped to bring up the brand.  

● If you’re going to put out all this information, it should be seen everywhere, even on 
LinkedIn. There are just so many good organic ways to get growth of a show and there’s 
no magic bullet, it’s just consistency. 

● People seem to devalue episodes with time, but the content that was created a couple of 
years ago is still just as valuable today. Tyrone has over 350+ plus shows and the ones 
he first recorded, are the ones he wants to bring back to the front. So he’s taking that 
content and repurposing it by changing the background music, changing some of the 
ways things are scripted, changing some of the story forms and making 10-second 
snippets for YouTube and other platforms.  

● Other ideas are to do roundup episodes by pooling clips from the past 8-10 shows and 
creating shows with repeating guests.  



● Tyrone has so much content for new listeners that haven’t heard his content before. He’ll 
pick one topic on property development, for example, and pull out all the key concepts of 
that topic from past shows and tell a story based on what people ask.  

 
Growth Strategies 
 

● When you first start, you want to have a number of episodes lined up as opposed to just 
one. You need to give it some time - it took Tyrone 6-9 months to see some exponential 
growth. You have to podcast consistently and keep to a solid schedule. Tyrone puts out 
three episodes a week, one on Wednesday and one on Friday with guests and then one 
on Monday with a topical session or a Q&A session.  

● At the start, every time he had a guest, he’d reach out afterward, letting them know it 
was live and asking them to share. Guests with smaller audiences typically have a more 
engaged list, and as soon as they shared it, the show’s traffic really ramped up.  

● Tyrone records an hour-long interview and chops it up into two pieces. The first part is 
released that first week, then the second is released 3-4 weeks later. That allows him to 
reach out twice asking for a promotion to their lists. 

● Tyrone also asks guests who have written books if they wouldn’t mind sending him 
copies to give away for free, as it’s free publicity for them and it’s been powerful to get 
show reviews. This is a good strategy for past episodes as well, creating a mini-contest 
for reviews and a free book giveaway. Going on podcasts seems to be the new book 
release technique. Also, paying speaker fees or offering to support a guest’s favorite 
charity are other strategies to use.  

● Tyrone started tweaking the title to his podcasts and discovered if he put the name of his 
podcast in his title, and a few other keywords he wanted to rank for, then it ranked well 
for iTunes.  

● Ratings and reviews don’t necessarily work as much as having subscriptions Tyrone has 
noticed, so if you can encourage people to subscribe that helps with getting more 
downloads. At the moment, your iTunes popularity seems to be focused on the number 
of subscribers you are adding, so having a giveaway contest helps. 

● Tyrone has seen great results with the $1 Facebook ads strategy as taught by Dennis 
Yu. That traffic has led many to his site and has really helped to increase downloads. 

● He has also been sending out regular print offers to past guests and new potential 
businesses that can come on the show. That’s bringing back more and more people to 
the podcast and showing interest in the offer he is presenting. Many of his listeners were 
asking for recommendations for professionals regarding investing. So, Tyrone set up a 
directory of businesses and promoted it by sending out printed material. He has also 
offered sponsored content, approaching a company that’s interested in writing an 
editorial or doing a podcast then turning it into a story. They interview the company’s 
customers, talking about their journey, telling the story about why this company is so 
great. That type of content delivers many more leads.  

● Tyrone is looking at obtaining information in such a way that he could potentially sell it to 
others. There is one example regarding how to monetize and repurpose the content from 

https://evergreenprofits.com/how-to-build-a-recognizable-brand-using-1-ads-dennis-yu/
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Nathan Latka’s book: How to Be a Capitalist Without Having Capital. The strategies he 
discusses are similar to the business listing that Tyrone is doing. There’s a constant 
demand for this type of stuff. People will pay $500 for a property report in Australia. That 
report is so leverageable and people are willing to pay because it’s a timesaver.  

● As so many investors come onto the podcast, he figured there’s a pool of people that 
have money, so why not offer to them some of the deals they have in the background. 
It’s just a matter of finding the right people, so Tyrone has become the match matcher. In 
fact, as this podcast was recorded, he just closed a deal worth over six figures. 

● Tyrone also struck a few deals with property experts and got them to tell a story and 
answer commonly asked questions. So he brings them in to help answer questions, and 
every time a lead gets referred to them, he takes a percentage. It’s like affiliate 
marketing, but the revenue is higher. It’s been a win-win because he’s helping the 
listeners with topical information which he wasn’t able to answer in his stories as the 
content like that changes often. Create the story around what you can be an affiliate of, 
and it can be super profitable.  

● If you are transparent about what you do and how you operate, people understand 
because you are helping them in a great way.  

● In terms of where he’s been, building those relationships is so important. It’s not 
measurable directly, but they can come back in magnitude in the future. He realizes with 
a number of his guests, he would never have connected with them before if it were not 
for other guests. Not only do you build amazing relationships, but you learn so much 
from them as well.  

● As for staying connected with guests, the biggest thing that has helped is sending them 
a monthly newsletter. When they receive it, he’s top of mind and they reach out to them. 
He also sends handwritten notes and birthday cards. Plus, when they sign up to become 
a customer, he sends out a package that has amazing food in it, and people just love it. 
Whenever he can find an appropriate time during the year, he also sends out holiday 
cards. This is a skill Tyrone picked up as a real estate agent. That continuous contact 
keeps him in front of mind, and it’s a great methodology.  

 
Recommended Books 
 

● How to Be a Capitalist Without Having Capital by Nathan Latka 
 
Resources 
 

● James Schramko 
● PropertyInvestory  
● Dennis Yu’s $1 Facebook Ads Strategy 

https://www.amazon.com/dp/B07DBQXMRD/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://www.amazon.com/dp/B07DBQXMRD/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://www.superfastbusiness.com/
https://propertyinvestory.com/podcasts/
https://evergreenprofits.com/how-to-build-a-recognizable-brand-using-1-ads-dennis-yu/


Luis Diaz - How To Growth Hack Your  
Content Marketing 

🎧 Listen to the Full Episode 🎧 
 
Backstory 
 

● Luis Diaz was a junior in college when he realized he hated his major which was 
hospitality. After college, his new path led him into health and fitness and he worked as a 
personal trainer, but he soon realized there was a cap as to how far you could go. By 
binge-watching YouTube, he started to learn how to make money online as a trainer. 
Luis had a great mentor at the time, who recommended he start a podcast. That was his 
first a-ha moment. He had tried to do blogging and video before but realized he was 
much better at talking so podcasting was a natural fit. 

● Luis started his first podcast after buying an $11 course on Udemy. After the launch in 
2016, it started growing really fast. He did that for about two years then in 2017 he met 
up with a really big influencer and offered to help him with his podcast for free, working 
with him for about 10 months. 

● Now Luis focuses on helping people to grow their podcast. It’s always a custom thing for 
each podcaster. If you look at trying to grow a blog or YouTube channel, a lot of the 
tactics are similar. He doesn’t try to reinvent the wheel since at the end of the day, it’s 
still just content.  

● One of the first things Luis recalled is when he started blogging, he hit up a bunch of 
people who had blogs and asked them if he could provide content for them. So it was 
the same with podcasts, asking other podcasters if they needed content to help grow.  

● The question people want to know is how to scale it, and do forty in a month. There are 
so many new podcasts starting every day, maybe someday the content you provide will 
end up being on a popular podcast.  

 
Making Connections & Podcasting Follow-Ups 
 

● As for accepting every podcast show to get on it depends on your objective. Determine if 
you have better things to do with your time. If you are already super successful, like 
Chris Guerrero, it doesn’t make sense to go on a smaller podcast. For a guy like him, it 
makes sense to go on the top 100 podcasts.  

● Luis is at that stage where he accepts about 95% of what comes through. The interview 
is where it starts and the follow up is where you’ll make the lion’s share of relationships 
and revenues, and that is where the value comes from. Plus, his ideal client is someone 
that is just starting.  

● He worked with a guy that built a flowchart of the follow-up system. That’s an area where 
so many podcasters fall short. Depending on what bucket that podcaster fell into, the 
follow up was different. For example, if you wanted to build a relationship with someone 

https://evergreenprofits.com/luis-diaz-growth-hack-content-marketing/


new, the follow up would be different than someone who is an influencer or a celebrity. 
You can go down the rabbit hole with this and it’s almost like a sales model.  

● Luis was in a mastermind and someone showed how he got into the top ten podcasts in 
his space. He looked at the top ten shows, scrolled down and looked for mutual 
contacts. He then reached out and asked for a connection to those podcasts and was 
able to get on all ten.  

● It’s key to know what the podcaster wants. For example, Luis has a client in health and 
fitness and wanted to get onto a bigger podcast. Luis knew of a podcaster who needed 
help with their YouTube and this podcaster had a big Youtube channel, so it was a good 
mutual fit. You have to keep in tune and keep your eyes open to these opportunities. 

● It’s the same thing we do to get high-level guests and people who aren’t in our network. 
If you have a great mutual benefit, and you find what they are passionate about, it’s a 
great way to get connected. 
 

Promotions For The Mutual Benefit 
 

● Make connections, do your homework and show up with the value that serves their 
audiences as far as getting on shows. We’ve all been on the other side of terrible 
pitches. When someone is trying to get on a podcast, besides networking the follow up is 
key. For Luis, he uses a great strategy which includes sending out seven emails.  

● They are podcasters and they are always going to need content for next week. You have 
to be ready to follow up multiple times. 

● When it comes to pitching and getting the interview, it takes research. 
○ Know their audience 
○ Know what they want 
○ Tell them how you can help them grow their podcast 

● For example, tell them you will promote their podcast to your 10,000 podcast 
subscribers. Or you can be creative and say that for every podcast you get, you will run 
$50 in ad spend to help promote the show.  

● You can leverage your Facebook, Instagram, or Youtube channel and use paid ads. 
That’s something that no one else is doing, showing how you can help podcasters grow 
their podcast. If you can show them numbers, for example, saying you will promote them 
to X number of followers on Instagram, that’s a strong lead-in.  

● Don’t pitch to a podcast then make them do the research to find out who you are.  
● Luis has a Google sheets document with a list of podcasters on the left side and another 

list to see who he can connect the new person with. He’s got a copy and paste 
introduction template that he gives to his assistant. There are tons of podcasters so it’s 
helpful to keep up with all the connections. He uses this for business relationships and 
new clients. 

● Secondly, he uses Airtable hooked up with Zapier. It’s like Google Sheets on steroids. 
They are automating a lot of follow up with that. They just plug in a few details like dates 
and can schedule out six months of follow up. You can really scale your pitching with 



this. The biggest thing is you have to know what they want, then the follow up comes in 
which is so important.  

● Luis has a second email that says “Hey, just a friendly nudge on this, did you see the 
first email? I hope you’re having an awesome day” which gets a lot of responses.  

● Or write the word “Bump” in the follow-up email, which can be effective for getting 
replies. Another thing which no one is doing is creating really high value lead magnets 
with your content, then taking that content and running paid traffic ads.  

● Russell Brunson does a good job with this if you type in “Russell Brunson binge guide 
podcast” from all the podcast episodes he’s done, he will send you a pdf of the highlights 
from the podcast. The links go to the podcast and with that strategy you run paid traffic 
relatively cheap. You are getting people to opt-in and you can retarget them with the 
Facebook pixel.  

● One of the things we are doing is asking if our guests want to create an extra piece of 
content that we can offer to our subscribers inside our paid membership as a way to give 
our guests additional exposure. 

● One of the guys Luis has modeled is Steve Larson, who has a simple video for being a 
guest on podcasts, and if you are open to going into a lot of them you can have an 
evergreen process that has people booking themselves.  

 
Conversion Tracking 
 

● With the conversion piece, one great way to do it is by offering a free book, or even 
better - a cheatsheet. You need to have some kind of high-value lead magnet with a time 
barrier on it, for the listeners.  

● Luis recommends sending them to a landing page, not Facebook. As a guest, being able 
to recommend specific topics, you ideally would have a lead magnet for each one of 
those which are really congruent.  

● For us, we create a unique page for each show we’ve been on, to be able to track 
conversions, plus it is more personalized. If something really hits the needle, we will 
follow up with that person for a second round.  

● It’s a great way to customize, and the only things we swap out is the name of the show 
and the name of the host. We did run a split test where one page had the cover image 
and one didn’t, but the conversions difference was so minimal it didn’t make sense to put 
the time into changing that. 

 
Directories 
 

● We have advertised on directories, and some of them require you to sign NDA’s in order 
to buy ad space. There’s always a free route, where you can pitch them and ask what 
their criteria are for getting featured on a front page.  

● There are places like Podchaser, Deezer and Castro which have free routes and are 
best as they are podcast themed. The easiest one for most people will be Overcast 
where you can buy impressions.  

https://www.funnelsecrets.us/marketing-secrets-podcast-blackbook/
https://www.funnelsecrets.us/marketing-secrets-podcast-blackbook/
https://interviewsteve.com/schedule
https://www.podchaser.com/
http://www.deezer-brandsolutions.com/en/
https://castro.fm/
https://overcast.fm/


● PodcastDelivery.com is a recommended email list and you can pay to be one of their 
recommendations for the week, so you are basically sponsoring their email. We have 
done some stuff with PodNews.net as well. It’s really integration marketing, going into 
the pool of podcast listeners and finding out how to show up in front of those folks.  

● Luis has a client who has a show which gets 10-15 thousand downloads per episode, 
and there are networks pitching him to do a host read an ad for their new podcast, so 
that’s another strategy to consider. If you have the money and the budget, you can reach 
out to successful people in your space. Go to Chartable.com and pitch to them to do a 
15-second host read.  

● The going rate could be $300-$500 for four episodes. Test with that amount and then 
move up. You want to aim for people who don’t have sponsorships already and are 
growing their audience. There are studies that show that the host reads do much better 
than some programmed pre-roll ad as you are getting a recommendation from a source 
you already trust.  

● Don’t limit yourself to podcasts, considering sponsoring an email list, YouTube channels, 
and Facebook groups as well. There are YouTubers who have makeup channels that 
talk about their favorite things, and that can lead to great results.  

● For Luis, shout outs on big Facebook groups have led to awesome results, especially 
those with really highly engaged audiences. It comes down to a lot of research, and you 
have to look at what they are offering. If your offer is complimentary you can probably do 
some sort of swap. Look at complementary products or services that don’t really clash. 

● Second, look at a similar audience size. If they have 5,000 people in their group and you 
have 5,000 downloads a month, for example, that can be a good match. 

● Contests and giveaways have also been really effective. They have given away retreats, 
supplements, one on one calls and event tickets. There’s an opportunity to carry on a 
relationship with tickets and retreats as that person can be a potential buyer anyway.  Be 
careful with giving away physical stuff, as there may be a high cost of sending to 
international winners.  

 
Recommended Books 
 

● Words That Sell by Richard Bayan 
● Big Podcasts by David Hooper 

 
Resources 
 

● Steve Larsen’s opt-in example for being a podcast guest 
● Podchaser, Deezer, Castro, and Overcast for advertising 
● PodcastDelivery.com & PodNews.net 
● Chartable.com  
● How To Get Your First 100,000 Podcast Downloads In The First 100 Days on Amazon 
● Get your free digital copy of Luis’ book  
● Giveaway Funnel Example & Pre-Subscribe Funnel Example 

https://www.podcastdelivery.com/
https://podnews.net/
http://chartable.com/
https://www.amazon.com/Words-that-Sell-Revised-Expanded-ebook/dp/B0062Y5V4I
https://www.amazon.com/Big-Podcast-Audience-Listener-Everybody-ebook/dp/B07MPVSN79/ref=sr_1_1?dchild=1&keywords=big+podcast&qid=1584195222&s=digital-text&sr=1-1
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https://www.podchaser.com/
http://www.deezer-brandsolutions.com/en/
https://castro.fm/
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https://podnews.net/
http://chartable.com/
https://www.amazon.com/Your-First-Podcast-Downloads-Days-ebook/dp/B07WFQQY88
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https://app.clickfunnels.com/for_domain/podcastdomination.clickfunnels.com/lead-magnet?updated_at=b718a0e1faaa39226a67f20cd49e3619v2&track=0&preview=true
https://app.clickfunnels.com/for_domain/podcastdomination.clickfunnels.com/podcast-contest-opt-in36187700?updated_at=47df62dbabcfd409139ed69fc5cd96dbv2&track=0&preview=true


Matt Wolfe & Joe Fier - The Perfect Podcast 
Business Model 

🎧 Listen to the Full Episode 🎧 
 
Marketing Events Highlights 
 

● Earlier this year we attended some amazing events, such as Traffic & 
Conversions. Even though these events include awesome content and speakers, 
most of our takeaways have been in the hallways and less so sitting in the seats. 
We also gave a presentation at Podfest. 

● Attending conferences is a great experience as we get to connect with listeners 
and guests from all over the world. It’s a great feedback loop to see what people 
are hanging onto as most of the year we are in our own little bubble. If you have 
written into us about the podcast, first of all, thank you and we’ll probably 
highlight you in some way. If you’d like to shoot us a message, feel free to reach 
out to us either on Facebook or support@evergreenprofits.com. 

● The events earlier this year are referred to as “internet summer camp” because 
all of the marketers convene at the same time every year. Besides T&C and 
Podfest, you have Russell Brunson’s Funnel Hacking Live event and Social 
Media Marketing World which all happen within the same time period, at the 
beginning of the year, so it would be nice if they were more spread out.  

● The big thing takeaway from T&C this year is something we’ve been talking 
about which is branding credibility and building your authority, not just focusing 
on direct response marketing. Get people hooked on your content first, getting 
them to love what you’re doing and once people know who you are, then you 
start retargeting them offers, which is what we have been teaching with our traffic 
system. 
 

Orlando 
 

● Right after T&C, we went to Orlando to speak at Podfest. Right now, we feel like 
we are in an interesting space with the brand, as there are more opportunities 
coming at us than ever before. We are having publishing opportunities coming up 
as well as licensing opportunities. A big lesson is that, as our brand has grown, 
along with our name recognition, our course, and our podcast, we are noticing 
more and more people wanting to attach onto our brand.  

https://evergreenprofits.com/matt-wolfe-joe-fier/
https://www.trafficandconversionsummit.com/
https://www.trafficandconversionsummit.com/
https://podfestexpo.com/
mailto:support@evergreenprofits.com
https://funnelhackinglive.com/
https://www.socialmediaexaminer.com/smmworld/
https://www.socialmediaexaminer.com/smmworld/
https://podfestexpo.com/


● We are getting more speaking offers, offers to get on other’s podcasts, offers to 
create content for others, affiliate offers, etc. Previously we’d get one or two a 
week but it's grown to several times a day. 

● We want to double down on the stuff we have full control over, rather than 
interesting opportunities. We are also trying to take that money from affiliate 
courses and parlay that into real estate investments. You've probably noticed 
we’ve had more real estate guests on the show lately. 

 
Podfest 
 

● We were invited to speak at Podfest by Chris Krimitsos (who we had on the show 
shortly afterward) on the monetization panel. Literally 15 minutes prior to 
speaking, we were told that the other two speakers had travel issues so it was 
just the two of us for 30 minutes.  

● It all worked out and it was pretty much a Q&A session. We hashed out how we 
do our merch sales through the site, using Ecwid, which is a word press plugin 
similar to Shopify. It has a direct integration to Printful. You give them your 
graphic design and when someone orders it with Ecwid, it sends the order details 
to Printful, who makes the shirt and ships it out. It was all set up in about ten 
minutes. 

● We hired a graphic designer from Studio 1 Design. But you can do it yourself, go 
to Fiverr, Upwork, or hire a local artist, etc. There’s no maintenance on our side. 
We did a custom order so we could hand out shirts at T&C.  

● We are thinking about doing this at future events because you can do it as a print 
on demand model, and don’t have to order a ton upfront. You can make a shirt 
that’s unique to the event so the only way you can get that shirt is to meet us 
there.  

● We’re not making money off those necessarily, but it’s all about branding. We’ve 
either sold or given away about 500 shirts at this point.  

 
Sponsorships vs. Affiliate Income 
 

● At Podfest, we also talked about how we pair up with our partners and do these 
mock sponsorships. For example, you’ll hear sometimes how we do this with 
GenM, which has developed into a relationship since we were sending them a lot 
of referrals without getting paid (only getting credits at the time). From there they 
reached out to us and Shannon, our Ops Manager created a pretty cool 
relationship. We still use them to this day. That came from us essentially seeing 
a cool service that we wanted to promote, so it was a win-win-win.  

https://podfestexpo.com/
https://evergreenprofits.com/chris-krimitsos-events-podcasting/
https://www.ecwid.com/
https://www.printful.com/
https://studio1design.com/
https://genm.co/evergreen?gspk=c2hhbm5vbmxlbW9u&gsxid=BTsLqbOdX2VI&utm_campaign=memberaffiliate


● We approached them, said we want to be an affiliate of them but on the show, 
we mentioned that we are sponsored by them. So they don’t actually give us 
sponsorship revenue, we are just going to mention a special link and we get an 
affiliate cut. They gave us their blessing and an affiliate link, and now we work 
pretty closely with the folks at GenM.  

● Most podcasters need to get millions of downloads to do a sponsorship route or 
join a podcasting network. It’s about $25 CPM, which doesn’t amount to much. 
But if you can do these sponsorships, you can start making money from day one, 
as long as you have some traffic.  

● Know your numbers. That’s where most podcasters screw up. Break down the 
metrics and figure out which things really make the money. We’ll discuss this 
more in a future episode. 

● Let’s say you are promoting a product that costs $300. For example, we promote 
Thrivecart pretty heavily. We make about $300 for every sale. Consider if we 
went to sponsorships. The pros are that we would get paid upfront, and it’s 
guaranteed money whether people buy or not. We would make about $30 per 
CPM (for every thousand downloads, we’d make $30). If the podcast gets 10,000 
downloads per month, that would come to $300 per month. With 2 sponsors, 
you’d make $600 per month.  

● But to compare, if you did a mock sponsorship, you only need two people a 
month to buy to make the same amount of money. If you could get only four 
people out of those 10,000 downloads a month, that’s double the potential. And 
those numbers just compound. The math works out and you will need to know a 
little bit more with affiliates and do a little more negotiating. As a bonus, when 
you layer in the PAG traffic system that we have when you are directing them, 
the pixel kicks in and you probably double your odds.  

● There’s a rule of thumb that your email list is worth $1 more subscriber, (ours is 
much more). This is why we are so excited about the podcasting/affiliate 
marketing combo. 

● Everyone should have a pixel on your website. If you don’t have one, contact us 
and we’ll put it on our site. We’ll promote affiliate products and retarget people to 
visit your site, and we’ll give you a cut.  

● We’ve done whole shows about knowing your numbers, such as those with Tina 
Marie and Chris Mercer. Plus we talk about why we love Wicked Reports so 
much, and how we reverse-engineered how to make $2 million a year off the 
backend of a podcast.  

 
Other Things We’ve Been Working On 
 

https://thrivecart.com/private-pilotprogram/?ref=directlink&affiliate=egp
https://a.evergreenprofits.com/pag-course/
mailto:support@evergreenprofits.com
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https://evergreenprofits.com/youre-using-google-analytics-wrong-and-heres-a-better-way-chris-mercer/
http://go.evergreenprofits.com/wickedreports


● We also have a new-ish podcast called Hustle and Flowshorts where we’ve 
decided to do a clip show daily which are the takeaways in shorter chunks. We’ll 
dig into how we do that in a future episode. 

● We are starting to use Notion which we love, and it’s got to-do lists, workflow, 
team calendars and it’s an all in one hub for your business. Joe has been hooked 
on Reddit lately, and Matt has been using Elevate, which gamifies learning. 
Lastly, if there’s anything you want us to deep dive into for future therapy 
episodes, let us know as well.  

● We still want to dive more into YouTube and if you’re really great at YouTube, 
please reach out to us at support@evergreenprofits.com. We’d love to hear from 
you and will take any help we can. In addition to YouTube, we’d like to dive 
deeper into marketing with Reddit and Quora as well. And as we experiment with 
this stuff, we will report back.  
 

Recommended Books 
 

● Nathan Latka who runs a podcast called The Top, put out a book titled How to Be 
a Capitalist Without Needing Capital that we recommend. Also, we’d love to have 
him as a guest on our podcast if you can connect us! This book is like “4 Hour 
Work Week” meets “Rich Dad, Poor Dad” and there’s a lot of examples on how 
to leverage a following you already have.  

 
Resources 
 

● Traffic & Conversions 
● Funnel Hacking Live  
● Social Media Marketing World  
● Podfest  
● Ecwid  
● Printful 
● Studio 1 Design 
● GenM 
● Thrivecart 
● Perpetual Audience Growth traffic system 
● Wicked Reports 
● Notion 
● Elevate 
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https://thrivecart.com/private-pilotprogram/?ref=directlink&affiliate=egp
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https://www.notion.so/
https://www.elevateapp.com/

