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If it were easy, everyone would do it. 

— Unknown
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Special thanks to all the creative entrepreneurs, experts, and contributors who played a huge part in creating the content of this book.

Thank you for believing in my mission with this book. And thank you for taking time out of your day, being patient, and dealing with all the hassle that came with it.

Our exceptional contributors are:

Adam Houge, Alinka Rutkowska, Ayn Cates Sullivan, Brady Patterson, Brandon Lucero, Brendan Kane, Bryan Collins, Chandler Bolt, Chantelle Paige Turner, Desiree Crowley, Geoff Affleck, Iman Aghay, Jeanna Gabellini, Jesse, Doubek, Kyla Sims, Marie Van Den Berghe, Meera Kothand, Nathan Buchan, Paul Brodie, Ray Brehm, Scott Allan, Sean Sumner, Steve Larsen, Steve Olsher, and Sue Dunlevie.
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Life’s too short to learn from your own mistakes.

So learn from others.

— Unknown

BONUS: FREE GIFT
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As a way of saying thanks for your purchase, we’re offering a bonus — a pack of free resources for readers of High Profit Secrets.

To learn more, click or tap the link, and gain access right now.

<<Tap here to claim your bonuses>>

https://bit.ly/HPS-bonus
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This book is an anthology of interviews with experts who started from scratch and achieved great success by creating an online business, primarily by selling their knowledge in different formats (books, online courses, group coaching, podcasting, etc.).

My desire for creating this book is to show you ways you can create or scale your passion-driven lifestyle business by monetizing your knowledge. As you will shortly see, this book isn’t theory, just real examples and secrets shared by creative entrepreneurs who all started from scratch and are now crushing it online selling their knowledge.

With these behind-the-scenes secrets, you will learn about the different online lifestyle business models, the secrets of making high profits, tips for running a successful online business, and strategies you can implement in your business. 

These strategies that the experts share come directly from their real-life experiences. None of them are theories. They are all things that actually work. 

With this book, you get access to the secrets of the top experts in the world — how they succeeded online, how they monetized their passion and knowledge, and how they marketed their business and positioned themselves as the go-to expert in their industry.
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How it all began ... and why you should care 

I remember when I first come across Brendon Burchard. He was presenting his Total Product Blueprint at the time.

While he sounded really interesting, it didn’t resonate with me as I immediately thought that this was not for me. I don’t sell products, and I’m in a totally different business.

However, the way he presented the material was interesting. It was so compelling that I stayed on his email list and continued to watch his lessons and other pieces of content he shared. I thought I might learn interesting ways to present what I offer.

Then one day I come across his book The One Millionaire Messenger. It struck me — a total, no-brainer A-HA moment: you can get paid for what you know! And this is what Brendon was basically teaching us. At that moment, I realized this is it. This is exactly what I should be doing. This is perfect for me as it will allow me to share my expertise in the way that most suits me while having a business on my terms that supports my lifestyle

I could not believe I was so blind. I had it in front of my eyes the whole time!

My initial ideas arose from a deeper understanding of the knowledge and the stories he shared. He opened the door to a whole new world to me. Following his advice and learning how to monetize knowledge led me to explore other experts that excelled in different areas that I needed to learn from in order to further grow my business and follow my passion journey.

So, you see, something that I thought was not relevant for me in the first place became a passion of mine in a slightly different shape and form. 

Sometimes you come across something that doesn’t seem relevant to you and later on becomes a total no-brainer.
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My why 

I’m a firm believer that every one of us has a story to tell. Every one of us has special gifts that we can share with the world.

I planted the seed of the idea for this book a few years ago when I discovered, or let me say realized, there are profitable online business models of monetizing your knowledge — getting paid for what you know.

I had it in front of my nose all the time, but could not see it that way. I invested a lot in ongoing learning by following experts from different areas of expertise, buying their courses, listening to webinars, attending their live events, etc.

I realized that the way I learn about new things to stay on the edge is actually the way or the business model that I was unknowingly looking for. 

Besides that, I realized that I’m actually passionate about online business and ways to sell your knowledge. It just never occurred to me before that this is what I actually wanted.

A few years ago, when I co-authored my first book, Guerrilla Success, I fine-tuned a vision for my online business. As I was so passionate about monetizing knowledge, this was the only logical step toward transforming my business and finally starting to do what I love. 

I needed to decide what would be my, so to speak, topic of expertise. I decided to teach entrepreneurs ways to monetize their knowledge and create lifestyle business they’re passionate about.

But I also knew from experience that it takes ages to figure it out. It takes time and a lot of effort to learn all the bits and pieces of monetizing knowledge and running a successful online business.

Despite having specialized in digital marketing so certain things were easier for me, it took many years to figure all this out. 

Seeing how long it took me, I knew it would be very difficult for entrepreneurs who wanted to achieve success to know what to look for and what they needed to learn because every expert teaches something very specific. They are all positioned in a specific niche. 

So at that point, the idea was born that I should create a community, a resource, where online entrepreneurs or people who would like to become experts could learn about different areas and different tactics on how to sell their knowledge, how to package their knowledge, and so on. Part of my plan was, of course, to work with other experts and form strategic partnerships. I’d invite them to share their knowledge through my platform and find ways to co-promote each other. 

It seemed so simple and logical at the time. It was crystal clear to me. But I also knew that implementing it would be quite a hassle.

But then, as we tend to say, life happened. I had this great idea, set up a scene, created a new brand, and then didn’t fully implement it as life got in the way. My existing businesses kept expanding organically and required my constant attention. I gave priority to my clients rather than to myself.

Why am I telling you this, you may ask.

The idea of this book, High Profit Secrets, relates to my original idea. Instead of an online platform, I created a book. The seeds were planted a few years ago and now they are ready to flourish.
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INTRODUCTION
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When it comes to starting an online business or scaling it, there are so many ways to do so. You just need to know what they are and how to implement them. And that’s where our experts come into play. 

I work with and learn from amazing experts. I call them creators or creative entrepreneurs. I’m constantly looking at what they’re doing behind the scenes when it comes to online business, growing a business, and selling their knowledge.

I want to show you how you can start small but still have big dreams and desires you’re passionate about. Just start and don’t get discouraged. Your desire, whether to succeed online to set yourself as an expert or to further scale your online business, must be greater than the fears you may be facing right now. It’s OK to have those fears. Every successful entrepreneur faces them at some point.

But now is the time to stop letting your fears become stronger than your desires to have a lifestyle and business on your terms.

Use your desire to fuel you to really read and study this book. In this book, experts share real-life examples of how they started from scratch and found success online by monetizing their knowledge. Most have been in that position for a long time and some are rising stars. 

Since we all know one size doesn’t fit all, these experts share their diverse methods, so you can find what works for you. 
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Selection criteria for the experts

One size doesn’t fit all. Different people, who would like to get paid for what they know (aka sell their knowledge online), need different business models to suit their desired lifestyles. 

To provide that variety, I deliberately selected experts who sell their knowledge in different formats with different models — from one-person companies, to fully staffed companies, to virtual teams only, to travel entrepreneurs — you name it.

I conducted thorough research before compiling a list of who I wanted to reach out to. I set certain requirements for the experts I selected.

They all:

	started from scratch

	didn’t have a previous reputation

	didn’t have big investors or pockets of money

	found success online

	stayed and continue to stay relevant as they help clients solve real problems

	created different business models

	are passionate about what they do

	created their lifestyle business on their terms


I hope I inspired you and fired up your motivation to take the necessary next steps. To take action.

Like Stu McLaren said, “If they can do it, so can you.”
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What’s in it for you?

Many entrepreneurs, whether coaches, consultants, teachers, experts, consultants, trainers, struggle on the way to exploring what they need to learn and how to establish highly profitable online businesses by selling their knowledge.

If this is you, it could take you years to learn all the moving parts of running a successful online business. The learning curve, of course, never ends. And you will, of course, face that typical conundrum: how will you learn what you need to know if you don’t know what it is you need to know. 

By interviewing various experts and sharing those interviews with you, I have shortened your learning curve and helped you overcome that conundrum. 

In essence, you are getting access to my Rolodex — people I admire and I know can help you one way or another along your journey, whether through learning from the free content they share, or by taking their online programs, or simply hiring them to coach or mentor you.

This is not a pitch. 

You may or may not be aware of how valuable and powerful the information in this book is right now. But I’m sure you’ll have that a-ha moment at some point and realize the value this book provides.

This is not a promotion to pitch their services. This is them freely giving you information. 

If you really deep dive into the interviews and “read between the lines,” you will understand the great value of this book.

Each interview contains deep value. I suggest you read them more than once. And take notes. 

Download the workbook at https://bit.ly/HPS-workbook and take notes as you go. Write down what resonates with you, ideas you get, any a-ha moments, and most importantly what you’re going to do about it, what next steps you will take.
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Beyond the interviews

Some of the experts I have met in person; some I haven’t. But all have inspired me. 

It’s interesting how our perspective shifts when we get to know them better. For example, I found an expert because I wanted to learn a specific skill. But after I learned it, I stayed in his community as I found there is much more than just learning a skill in isolation. Being a part of a community gives you a sense of belonging and you don’t feel alone anymore, not to mention that you meet new people and form potential partnerships. And we all know how running an online business, especially if you don’t have a team or just a small virtual team, can be lonely.

But even more than their course and their community, you get to know the expert better. Seeing the other qualities they possess besides what is apparent in these interviews will help you learn much more beyond what can be found in a book or a program. 

All of these experts you can get to know beyond the interviews. 

So go ahead, read all the interviews and get curious. Then, if you find something that intrigued you in their interview, go online and observe them in their own space — on their stage, whether this means reading their books, following them on social media, signing up for their email list, checking their website, listening to their podcast, or maybe trying something they offer ... you got the picture. Try and set the intention to get to know them better and see who you resonate with and why. I’m sure you’ll discover pretty soon who is the right fit for you and how you may benefit from working with them. 

Some are more visible than others, but don’t judge from that perspective. We are all different, with different characteristics, and we certainly like different things. Each of them selected the path and the model that suits them the best. 

Not all the advice will be for you. Good advice for some person can be terrible advice for another person. That’s the beauty of the variety of answers the experts gave to the same question.

Find out what feels best for you, what is your why. Once you’re clear, decide the route to go, find who you resonate with, and learn from somebody who has already found a map of how to get where you want to go. Get some guidance; seek out some mentors. Don’t try to figure it out on your own. 
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Take action

If you’re like me, then I’m sure you will come up with some great ideas while reading the interviews. I know I have. You may also forget some important information from this book. 

So download the workbook that comes with this book to take notes as you read through the interviews. 

If you don’t take notes and write it down or take action right away, there is a good chance you’ll forget and actually never implement what you learn. Please don’t be one of those people who just consume information and never do anything about it.

If you want to see some positive changes in your life and business, decide to take action now. There is no better time than now.

<<Tap or click here to claim your workbook>>

https://bit.ly/HPS-workbook

Even if you just implement one strategy from this book, you could see results soon.

I hope that you’ll get inspired by our stories. Enjoy your reading and take a lot of notes.

See you at the end. Hint: don’t skip any pages — somewhere in this book, there is a surprise waiting for you.
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Anita Plak Semprimožnik
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Interview with Adam Houge
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What is your business? How would you describe it?

I mentor businesses and entrepreneurs to rapidly expand their sales and income.
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How do you make money from selling your knowledge?

I consult businesses, authors, experts, and entrepreneurs through high-ticket programs.
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How did you get started doing what you’re doing now? How did you discover your passion?

In 2011 I had to retire from my position as a technician in a plastics company, due to heart problems from a stress-related illness that restricted my ability to work. I decided to finish a book I had been working on for a number of years and self-published it in April 2013 on Amazon. While I only made $50 that month, I had a hunch that if I were able to find my target audience and connect with them, I could sell more copies. I looked all over the web until I realized that the best traffic was under my nose the entire time: the people who search on Amazon. Nothing could be warmer traffic than people looking to buy right now. So I learned how their algorithm worked, and by December of 2013, I went from $50 in a month to $40,000 per month. I have had months where I have outsold JK Rowling and Stephen King and sat among the top fifty highest selling authors in the world (according to Amazon’s author ranking). 

After some time, I decided to take my launch techniques off Amazon, and I went into a new niche where I had no audience and no connections of any kind: selling online courses on my own website. I spent a couple of months building connections from scratch and launched the course to the tune of $100,000 in ten days. A couple of months later, I sold $80k in affiliate programs that December, following the same techniques. I went on to walk people through the process with high-ticket consulting packages, and sold more than $100k to my own list in a couple of months. In the end I found high-ticket programs to be easier to scale, launch, and profit from.
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Why did you select this business model?

Like I said in the last question I morphed into it through experience.
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What type of revenue stream is most lucrative in your business and why?

High-ticket programs. If you have the right audience with a deep need and the ability to pay, you’ll sell A LOT of high-level programs. But you MUST deliver on results, quality of experience, etc. or don’t bother making a program.
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What are the biggest challenges your clients face?

My clients are looking for revenue growth and typically lack two pieces of information: 

1) How to grow their audience and circle of influence 

2) How to sell them what they want in the way they respond to sales most effectively

––––––––
[image: image]


What have been the key factors to your success?

Market positioning, knowing what people want, putting those people together into an audience, and delivering on results.
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How do you overcome overwhelm? How do you cope with all the changes and stay on the edge?

The best thing to do is to take the top two most important tasks that will propel you in the direction of profits and put those at the top of your to-do list. Then taking it step-by-step, finish everything else that you can. If anything is left over, that’s fine — you completed the most important tasks that will actually make you a profit. If you have been working on insignificant tasks, ask yourself why. Then hire a team to take care of it. Most people have overwhelm because they don’t know how to build an effective team that can shoulder their tasks. 

Consider that the wealthiest men in the world didn’t do everything themselves. Does Jeff Bezos answer the phone, pack boxes in the warehouse, drive the forklift, slap shipping labels on boxes, write his own algorithm, design his website, etc.? No. He has a team of tens of thousands of employees, upon whose shoulders he had become the wealthiest man on earth. The more people he hires, the more money he makes. But I’m sure he won’t hire any extra employees unless it either expands his business directly or helps him to manage the tasks of expansions to make them possible.

Employees are an investment. You need to ask yourself questions before hiring people: Which tasks are the most profitable for you to hire out? Which will take away a burden from you so you can focus on doing more profitable things?
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If you had one piece of advice to someone just starting out, what would it be? What is the most crucial thing they need to know when starting an online business and what is the greatest mistake they could make?

Find a profitable audience that’s easy to scale, watch what others do for success, and emulate it. Emulate before you innovate. Innovation isn’t bad. But it is more of a risk to innovate. So to manage risk, do what works first. Don’t reinvent the wheel. Make wheels following someone else’s blueprint, then innovate a cart to go on top afterward. Why a cart? Because the need is evident in the market. 

Innovate based on your audience’s needs and ways to make their life easier. Not everyone knows that they want or need what you can offer until you make it. Henry Ford said that if he gave people exactly what they wanted, it would have been a better horse and cart. The need for transportation already existed. He just found a better way to innovate it at a reasonable price. Although he did not invent the car, he made cars affordable for the common man rather than just for the wealthy.
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How do you grow a strategic partner or affiliate partner base and why is it important?

Find out what they want. Figure out how to give it to them, and be interested in helping them expand and grow. It is common courtesy for them to do the same for you.
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How do you continue to grow and scale your business? What’s your secret sauce?

My secret sauce: I pick an angle in my niche that doesn’t directly compete with others in the niche so they can become my partners. Then I position myself as the go-to celebrity in my niche for my angle. As a celebrity, I can scale more and more partners. It is infinitely easier to find twenty-five people who have 20,000 followers who will market you to their list than to find 500,000 people in the same amount of time to join your list. LEVERAGE is everything. Be smart, use a better lever, and you’ll make more money. 

Also, I find out what my potential partners want and deliver on it. I have found eight-figure entrepreneurs who want something I have. When they ask me how much I charge, I say, “I want twenty million,” and they laugh ... until they realize that I mean “work with me, and teach me what you know for free, and I’ll do the same for you.” The knowledge I have gained this way has been worth seven figures for me. And the partnerships are worth more. The bigger names you work with, the more big names you can get. Scale takes time, but stay persistent. 
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What are the prerequisites for scaling an online business?

Having a highly desired product, an audience willing to pay for it, and the ability to sell to them effectively.
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How do you stay motivated?

I enjoy what I do and the results give me inspiration. I set easy-to-meet goals to get tangible results so I can feel like I am making the progress I want.
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What is the best investment you have made and why? (in terms of your online business model)

Knowledge is my greatest asset. I could lose everything right now and within one–three months I could make six figures from rock bottom. My next goal is to learn how to make seven figures in that same time frame.
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Which business decision do you regret making and why? (in terms of your online business model)

I have several things that I regret. I regret not starting sooner. I regret not staying focused on the 20 percent of my business that creates the most profit. I regret making businesses with people I didn’t know very well and who turned out to be not as motivated as I was to scale a business. I regret everything that wastes time that could be spent on more profitability, happiness, and fulfillment.
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If you were to start from scratch (no list, no products, and nobody knew who you were), what would you do in the next ninety days to grow as quickly as possible, making money selling your knowledge? 

Ninety-day growth plan: I’d pick a niche to dominate and make plans to dominate it as quickly as possible. I’d come up with a high-ticket program, set up with a five–ten-day launch, that I’d deliver to my customers over the phone. 

My needs: phone, PayPal account to charge them money, pencil and paper to outline a new program. 

Price I’d start at: $2k 
Time to create the outline: Five minutes. 

Then I’d focus all of my time on finding new partners to cross-promote with. I’d leverage the trust they built with their audience by having them promote me in exchange for promoting them. I’d tell them that I don’t have any availability to promote them before the launch. For the ones who agreed, I would add them to my calendar as promoting me during the launch and me promoting them after the launch. By promoting me, they help me build my new list and give me sales. I would then promote them to my new list afterward. 

Post-ninety-day growth plan: I’ll ask them for a few names of people I could cross-promote with, in exchange for names that I have. Afterward I’d go to conferences, meet people, get business cards, follow up, and exchange as many names as I can to scale and grow as hard and as fast as I can. I’d hire affiliate managers who have done that same legwork for me, and offer them benefits and rewards to entice them into working harder for me. I’d partner with a couple of big-name people to scale my reputation. Then I’d begin to scale through fan funnels, also called trip wire funnels which either pay you to grow your audience or help to offset the cost of ads (usually the latter is the case). 
After I had a solid business start, I’d create more programs for my audience to maximize profits per subscriber. I’d find my customers’ lifetime value on my list, then turn to angel investors to inject funds to help grow my audience rapidly.

Then once I’ve dominated my niche, I’d create a partnership with someone in another niche to help them do the same, thus growing and scaling my business by selling other people’s knowledge.

About Adam Houge
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Adam Houge is a Wall Street Journal and USA Today best-selling author with more than 2,750,000 copies of his books in distribution. He has been involved in helping over 30,000 authors expand and grow their careers, directly helping more than twenty-five authors hit the USA Today and hundreds of others hit the top 100 on all of Amazon. He also helps businesses and entrepreneurs to grow and expand their businesses rapidly.

Website: www.thefanbaseformula.com
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Interview with Alinka Rutkowska
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What is your business? How would you describe it? 

My business is Leaders Press and we turn entrepreneurs’ book ideas into best sellers. After we extensively interview a client, we write their book in their unique voice. Then we help launch them. We’ve gotten our books on bookshelves with World Economic Forum speakers and Nobel Prize winners. So we’re very excited about what we do and convinced that we deliver great value.
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How do you make money from selling your knowledge?

What my team members and I do is all based on very unique know-how. We’re able to take an entrepreneur who is excellent at running a business but not necessarily an excellent writer or a structured thinker and launch their book to best-seller status and get it onto bookshelves. That requires knowledge, which I acquired in the last decade doing and from something that I learned at university; experience; and specific processes.

We took everything we knew and we packaged it into an elegant solution. So that’s how this is our revenue stream. It’s simple, it’s an elegant offer, a one-stop-shop, which is very attractive to high-level entrepreneurs because many of them want a book. It means a lot to them to have one. It increases their authority, credibility, and visibility. And in many cases, it’s been a dream come true for them. I mean, it’s been a dream for them for a while and they want the book, they want to share their knowledge, but they don’t know how to even get started. It’s just such an overwhelming thing and not their area of expertise. So we provide that huge value to them and it’s a revenue stream for us.
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How did you get started doing what you’re doing now? And how did you discover your passion?

I’ve always had a passion for writing and for business. When I was in elementary school, I was really good at writing. I would get really good grades and a lot of praise from my teachers. I also had a knack for business. I put together a school newspaper. I not only wrote my stories but I also got others to write stories for the newspaper. And then I printed it at home, stitched it together, and sold it at school and kept the money. So from the very beginning, it was exciting to me to do something like this: to come up with a product that basically comes from your brainpower, create something out of it, and monetize it. With that first business experience, I went to business school and worked in the corporate world, following the typical business path.

But at a certain point, I thought maybe there’s something deeper to life than selling domestic appliances, which was the department I was in. So I left. Since I got a really good package when I left, I was able to spend like a year and a half traveling without worrying about expenses because that was covered. I took the time to truly discover my passion and started writing books. Then with my business and marketing background, I promoted those books. And the revenue from the books exceeded my corporate salary. 

At that point, I figured I would never need to come back to the corporate world. Of course, it’s naive to think that you could live off the royalties of one book forever, but I did have that moment of glory at the time. In the end, being so naive helped me as it just inspired me to keep going and create more books and more books and share how I was promoting them with others. And then I saw that there was a huge demand for that knowledge, for how to not only write and launch the books but also for how to promote them. People who wrote in various genres, not necessarily mine, were interested in how I was distributing them and selling them. So then that became a sign.

In 2015, I wrote How I Sold 80,000 Books, which put me in the spotlight and allowed me to be an authority figure in this space, which is what books do. And then in 2017, I went to a mastermind to grow my business further. They asked “What would be the dream come true experience for your client? Don’t think about the pricing of that product or service, but just their dream come true.” And I thought, What if I could help people from the very beginning of their journey. 

You see so many people would come to me with really bad, poorly written books and/or poorly positioned books and ask me to help them market them. But I had to have them change the titles and covers and descriptions before I could even do anything that made sense because the book has to be of a certain quality. You can’t just market anything. I’m not sure that you can market anything. So first I had to get it to a marketable level. However, since so many people were coming to me with these poorly positioned books and some poorly written, I thought it would be even better if I could help them from the beginning: help them come up with a book idea or help those who already have an idea to position it so that it succeeds. So I brought in a team of writers to write the book, and then I came back in and helped them launch it. And that’s how Leaders Press was born at the end of 2017. 

Then it was just a matter of selecting the target audience. We needed clients who were a good fit for this type of service. And that was entrepreneurs, mostly CEOs of profitable businesses. 
In 2019, we published a book for the co-founder of DHL International, Designed to Win by Po Chung, and got it on the same bookshelf as books by Greta Thunberg, the environmentalist and World Economic Forum speaker; and Olga Tokarczuk, the Nobel Prize winner in literature. So I’m thinking that in two years, we did a hell of a job.
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As I understand, you have great results in helping people turn their book ideas into best sellers. You just mentioned a few examples. Tell us a little bit more about that and the process.

The first thing we analyze is if the book idea makes sense in the marketplace — if it would sell, if there’s potential for it to become a best seller. If there’s not, we don’t really want to touch it because we have a 100 percent best-seller rate and we want to keep having that right. 

So we basically only work on projects that we believe will succeed. Once we have that, we position the book, usually by coming up with a working title that we might change later. We want the title to answer a potential reader’s question or create a reaction in the reader that says, “I want that.” So for example, the title Designed to Win speaks to every entrepreneur as they want their business to win. 

After we help them with that positioning, we put together an outline based on the ideas they shared with us. Then the author reviews the outline. Once it is approved, we have a team of people who take care of the rest: The interviewer does about twelve interviews with the entrepreneur that are recorded and transcribed to fill in the blanks in the outline and get more in-depth on the content in the outline. And then when we have all the interviews, that goes to the writer and then to the editor.

Of course, the entrepreneur approves each stage so we can move forward. Then it’s all professionally edited numerous times and formatted. We do the cover design and prepare and orchestrate a structured launch. 

We don’t just hit publish. We prepare for the launch and distribution. We have an agreement with Ingram, the largest distributor that traditional publishing houses work with. It’s not IngramSpark, the version for self-publishers. It’s the real Ingram. So we have the same exact channels as Simon & Schuster or Penguin. Only when working with us, you have your book out in a matter of months, not in a matter of years, and you don’t have to go through agents and a lot of hassle, basically renouncing your creative control because that’s what often happens with traditional publishing. 

So that’s more or less how it works. From idea to a bookshelf and it is done.
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Why did you select this business model?

My mentor, Dean Jackson, and I felt that it’s a huge value for the entrepreneur. And it is because that’s the feedback we’ve been receiving. At first it was just an idea, so we were not really sure. But now, we are getting so many requests and referrals coming in that we know this is a very necessary and valued service.
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At first, as I understand, before you introduced this unique do-it-for you service, you started with selling online courses and were providing group coaching. Right?

Yes. So throughout my career as an entrepreneur, I did a bunch of things. My first product outside of a book was a PDF download. I think it was called “How to Put Together a Launch with 100 Reviews” or something like that. Just a simple PDF. 

Then I did a really short course about how to use the power of Goodreads. And then I think I did a few other really short courses before moving to something more substantial that I’m still doing right now: the one-on-one mastermind that I’m running, and my various coaching models.

I’m still doing coaching and masterminds because the Leaders Press clients are specific. It’s a very specific crowd and many, many people are not part of that specific group so I help them through these other means. 
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What type of revenue stream is the most lucrative in your business and why?

Leaders Press because that’s what we’re focused on and it’s a high-end product so you don’t need many clients to make it a seven-figure business.
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What are the biggest challenges your clients face? And how do you help them solve them?

Many have wanted to have a book for ten or twenty years and they were never able to do it because of the time and/or lack of skill issue. They’re not about to go and start studying how to write, publish, and launch a book because they value their time much more than what money can buy, thus saving them time. 

So basically, they know you can replenish money that you can make more money. If you come up with a smart idea, you make money. But it’s not the same with time; you can’t make more time. Everybody gets the same twenty-four hours. And one hour spent on something is not an hour you will make back.

So they have that type of mentality. 

Plus there’s also this best-seller appeal. Maybe they have a manuscript already and that’s fine. If we think that we could position it as a best seller, we will, and they really want that best-selling title. So they want to be not only a successful CEO but also a best-selling author. This matters to them. Looking at our clients’ LinkedIn profiles, I often see that they add best-selling author right on top before they even say that they’re the CEO of X company. So I can see how important that is to them.
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What have been the key factors to your success and why?

Great question. I think about this a lot. 

I’ve been reading this very interesting resource, my Facebook feed. While scrolling my feed, I saw some pictures of eighty-year-olds and ninety-year-olds who were holding these A3 format pieces of paper with a recommendation for a happy life or a successful life. And one of them resonated with me a lot: “Always have a dream. Always have a goal.” So I would say that’s the first thing. You need to have a dream; you need to have a goal. Then you need to put together a plan to reach that dream and to achieve that goal. And then you have to follow that plan and be very consistent and methodical. 

I think that’s the foundation. A dream, a plan, and consistency. You have to stick to it. 
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How do you overcome overwhelm? How do you cope with all the changes and stay on the edge?

I have a very consistent morning routine that really gives me a great start to the day. I start with a glass of water with lemon. And then I do seven minutes of Qigong — which is like if yoga and tai chi had a baby. It’s sort of these slow movements that allow your chi, your energy or life force, to flow, and I’m probably not explaining it well, but when I do it, I feel it. 

I do that for just seven minutes, and then I meditate for another seven minutes. When I meditate, I just sit down, keep my spine straight, and breathe in. Afterward, I like to list ten things that I’m grateful for, focusing on what’s already working both in life and career-wise. 

Then I’m all pumped up and excited to get started. 

I’m also very firm with my boundaries and phone time. I never look at my phone in bed. I have my phone on flight mode until I’m done with breakfast so people can’t reach me and disrupt my morning. 

I deserve to have time off as well, right? I think that’s very helpful. Then in the evening, I really need to wind down. Since I live in Italy, I do have calls with the States in the evenings, but I stop at eight o’clock and then I’m done and I turn it off. 

Another boundary I set is with the time I spend with my kids. I always have like two hours during the day when I go out, pick up my kids from school, and take them to the playground. This also allows me a moment to think about the big picture and I try not to be glued to my phone when I’m with them.

And while I am working, I use an app called Brain.fm that plays “functional music to improve focus in 15 minutes.” You select deep work, light work, or relaxation, and it plays music that helps with that type of work. Since I really like background noise, I mean, not noise but like music or something, complete silence is not a good setting for me. Before I knew about Brain.fm, I would listen to classical music. 
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How do you stay on the edge of all the changes in your industry?

I’m on everybody’s mailing list. If something catches my eye, I study it or I call the person who found it. And since I’m always actively working on Amazon, if there are any changes, I notice. Like just the day before, Amazon had a glitch and things were not working properly, so I was expecting somebody to post something on it. But then I saw a couple of hours later, they fixed it. And so there was no communication, but I was expecting already something to be happening. It’s just part of what I do. If there are any changes, I notice immediately, even if maybe some other people don’t notice.
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What one piece of advice would you give someone just starting out? What is the most crucial thing they need to know and what is the greatest mistake they could make?

When you are starting, the financials are very important. Some people are very driven financially, but it’s easy to sort of forget that once you’re doing well. At the start, it’s a unique opportunity as you have an infinite number of things that you could come up with. 

It’s important to have these parameters or requirements: it has to excite you and you need to monetize it using a model that allows you to make [insert the amount of money that will satisfy you]. So let’s discuss each of those requirements.

It must excite you because although you might grow your business to seven figures in a couple of years if you’re lucky/proficient at it, you might feel like a part of you is dying every day because you don’t like it. And okay, you sell it and then you have the money, but then you have the same question again. Sure, now you’re more comfortable because now you have the money from the business that you sold. But what are you going to do with your life now? And again you need to find something that when you wake up in the morning, you will say, “Yes, I get to do this now. This is so exciting.” 

Then for two, you need to find the right model based on how much you need or want to make. You first have to get to a certain point before you’re able to look even further. So like when you’re at zero, $1,000 a month may sound like heaven, right? Because you live in Thailand or somewhere and you don’t need anymore and you don’t have a family. So you’re good.

And then you might say, “Okay, well I got my thousand, so what can I do to double it? Then what can I do to double that?” But there’s a ceiling at a certain point. For example, if you’re a coach and you basically sell your time, you can only increase your coaching fees to a certain amount. I mean, I don’t think anybody’s going to pay like $100,000 for an hour of anybody’s time. There is a ceiling and you only have a limited number of hours a day. So then you need to come up with a different business model, which means you may need to have a team.

You can only go so far without other team members. And for some people that’s fine. I mean some millionaires are solopreneurs. Not many, but there are some. 

So I think it’s personal, like what are your goals? What makes you happy? What’s the amount, specific amount? Not oh, it’d be nice to make a lot of money or it would be nice to make more money. What specific amount? 

Make your goal very specific. For example, I want to be making X amount a month, every month within ten months from now. 
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What are the prerequisites for scaling an online business? What do you need to have in place before you can start scaling?

You need to have in place standard operating procedures so it’s no longer about ... and is something that I’m working on right now. So it’s really what’s keeping me up at night. You need to know how to step away from the operations of the
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