
magazine

RANDALL 
PICH

issue #1

Founder of Live Fit.

Talks about building 
an apparel empire

HOW THIS
FORBES 30 UNDER 30 
IS AIMING TO TURNING THE 
MOBILE APP ADVERTISING 
MODEL ON ITS HEAD.
- TED NASH

The ultimate 
INSTAGRAM
MARKETING 
guide that got us 
to 1 MILLION 
FOLLOWERS

+ Much more!



C
O

N
T
E

N
T
S

magazine

7 
11 
18 
20 
24 
28 
34 
39 
49 
53 
58 
65

Daniel DiPiazza 

Billy Murphy - Millionaire’s Math 

Book of the issue  

Tammy Barton  

Ashley Zahabian 

Marc Ranger 

Randall Pich 

Startup Story of the Issue 

Building Your Instagram Empire 

Jack Delosa 

The Ultimate Networking Guide 

Ted Nash 



magazine

THANK YOU
TO OUR INTERVIEWEES AND ARTICLE WRITERS:

Magazine issue designed by Belinda Allen 

Belinda is our fully qualified Graphic Designer 
from South Australia, Australia. Not only has 
she come on board to design our magazine 
she has also just launched her own business 
‘Zumès’ designing customised resume 
templates for people, helping them stand out 
from the others.  

@zumes_creative

Zumès Creative Resumes

belinda@zumescreative.com

@belindajallen
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First of all, thank you for downloading this 
magazine, I really appreciate it!

My name is Brad Cameron, I’m 23 from 
Melbourne, Australia, and I’m the founder of Build 

Your Empire. I created Build Your Empire based on 
my strong passion for entrepreneurship. So after 

starting an Instagram page around this interest in 
late 2013, I grew @buildyourempire_ on Instagram 

to a community of over 1 million entrepreneurs from all 
around the world. 

Now, the next step with this brand is to start a completely free 
digital magazine. I’m not going to charge you a fee for each 
magazine issue like the majority of other magazines out there, I 
want to use this project as a way to help you as much as possible 

completely for free. I also eventually want to roll out digital 
courses one day full of value to give away for free, but 

for now I’ll do my best to deliver as much value as 
possible in these issues.

But I do have one request, if you find 
any of these free issues valuable 

and if you have a spare dollar 
or two, please consider 

donating to my Pencils Of 
Promise Campaign to 

help me raise $50,000 
to build a school 
in Laos for kids in 
need. There’s more 
information about 
this at the end of 
the issue.
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To be completely honest with you, I’m winging this 
magazine and I have no idea which direction I want to 
take it. For now I plan to keep this as casual as possible and 
make the interviews and articles relatable as possible to the 
average situation of younger entrepreneurs. Yes it’s cool 
to hear about the Richard Branson and Elon Musk global 
scale of impact stories, but those top tier of entrepreneurs 
are already well documented, so I want to more aim for 
entrepreneurs in their teens/twenties/thirties who started 
with nothing and are doing cool things in their industry on 
a smaller scale (but still great things) than those top names.

Keep your eye out for our main feature interview with 
Randall Pich. I caught up with Randall in March when he 
was in Melbourne for a few hours, he is one of the most 
humble and genuine people I’ve ever met. His advice is 
gold and every entrepreneur can learn something valuable 
from him.

In each issue I plan to have a “startup story of the issue” to 
feature an entrepreneur who is starting out with their first 
business and hear about the lessons they have learn’t, their 
future goals with their business and to give them exposure 
in front of entrepreneurs from all around the world. If you 
have a business that you want featured in this magazine for 
a startup story, feel free to email me or shoot me a message 
on Instagram.

I want to make this magazine a great free resource for 
you. So feel free to either reach out to me by email or by 
contacting me on my personal Instagram to let me know 
how I can make this magazine better for you. Let me know 
whether you like the straight Q and A style of the magazine, 
whether the magazine issues should be longer or shorter, 
who you want to see interviewed, what topics you want 
covered in the articles, or whether you just want to connect 
say and hello!

But for now, I hope you enjoy this first issue!

bit.ly/build-pop

instagram.com/bradcameron_

brad@buildyourempire.co 

http://bit.ly/build-pop
http://www.instagram.com/bradcameron_


magazine Quote of the issue

“The media wants overnight 
successes (so they have 

someone to tear down). Ignore 
them. Ignore the early adopter 
critics that never have enough 

to play with. Ignore your 
investors that want proven 

tactics and predictable instant 
results. Listen instead to your 
real customers, to your vision 
and make something for the 

long haul. Because that’s how 
long it’s going to take, guys.”

- Seth Godin, author, entrepreneur, marketer,  
and public speaker.
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AN  
INTERVIEW 
WITH A  
2X CEO
Rich20Something as well as the CEO 
of Under30CEO — both of which are 
devoted to helping young people learn 
the strategies to be wealthier, healthier 
and happier by starting businesses that 
they care about. He’s regularly featured 
in world-class outlets like TIME Magazine, 
Entrepreneur, Inc. and Business Insider — 
and he’ll have his first book coming out in 
major stores April 2017 of which I (Brad) 
was fortunate enough to be featured 
in for a case study, so you definitely 
have to buy it when it comes out!   
 
Before you had a successful business with 
Rich20Something, what kept driving you 
through the more difficult times? 
 

I think that, as pessimistic as it may 
sound, sometimes it’s easier and more 
compelling to run away from pain than it 
is to run towards pleasure. In 2010 I was 
working at a restaurant in Atlanta and I 
was super unhappy. Always tired, bored 
and annoyed. I wasn’t really interested in 
going back to school...but I didn’t want to 
go the corporate route either. So I decided 
to start freelancing for other people/
businesses using various skills. I started a 
college test prep tutoring business, a web 
design business and then a small business 
consulting firm. As I did more and more 
work, I started to make more money — and 
people wanted to know the exact steps I 
was taking. So I started Rich20Something 
to have open discussions about ideas 
that were working for me. From there, 
everything grew! It wasn’t easy. It wasn’t 
overnight. But everything that happened 
is a natural extension of my life and the #1 
thing that kept me going was my ability 
to persevere through 
boredom/plateaus 
in order to get to 
the big wins.

Daniel DiPiazza 
Daniel is the Founder/CEO of  
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What is the best advice you have ever 
received from a mentor?
I have many different mentors, and all of them 
serve different purposes. I have mentors for 
my business and mentors for my relationships. 
I have mentors for jiu jitsu and mentors for my 
writing. All of them are masters at what they do, 
but funnily enough, they preach the same core 
value over and over again: consistency. If you can 
just be consistent with what you do and practice 
patience over even the most boring, monotonous 
details, you can master any discipline. You can 
see huge success in any field. With time, you can 
learn any subject or skill — even one’s that you’ve 
never been a “natural” at. Most importantly, with 
consistency and patience, you’ll learn through 
forced repetition and constant preparation to be 
kind to yourself. To value both the big “public”  
wins that are celebrated by others... as well as the 
small, quiet private victories that mean nothing 
to anybody except you. 

What’s been the most effective 
strategy you have used to grow your 
Rich20Something?
Ha. That’s easy. No matter what space you’re in, 
the most valuable strategy you can use to grow 
your business is your relationships with people. 
The more people like, trust and respect you, the 
easier it is to get them to work with you. You want 
to create clients that are also friends for life.

If you lost everything overnight in 
regards to your business/contacts/
websites etc, and had to start over 
again today with only $1,000, knowing 
what you know now, what would you 
do to start from scratch to build a 
successful online business in 2016?
I would start with the Marsupial Method: it’s a 
strategy I developed for going from absolute zero 
to having paying clients knocking on your door 
within 24 hours. I talk about it here on my blog.

http://www.rich20something.com/the-marsupial-method-how-launch-a-profitable-business-with-a-guaranteed-customer-base-in-24-hours-or-less/
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What do you wish you knew before 
you started your first business?
I wish I would have taken the time to enjoy my 
journey more. It’s gone very quickly and I’m 
realizing now that life will continue to move 
this fast. So I have to remember to appreciate 
where I am, not just constantly long for a 
place I want to be...which, incidentally, I’ll 
never get to if I’m always pushing the finish 
line forward.

Yeah, there are more “actionable” strategies 
that would have been helpful as well. Things 
like copywriting, or setting up websites and 
all that crap. But I think when it comes down 
to it, our perceptions of success are always 
based on where we are going, not who we 
are now. So if I’d started out already being 
good at all these things, by comparison, I 
would still feel scared, anxious and unsure 
of myself, as all new business owners do.

In taking more time to appreciate my 
journey, I no longer have to worry about 
being perfect, I can just focus on doing my 
best, and over time I know I’ll be a lot more 
satisfied with my results. 

What is one personal trait of 
yours, that has helped you become 
successful with your business?
The ability to maintain focus despite 
boredom for long periods of time.

What are your thoughts on email 
marketing? Do you still thinks it’s 
an effective strategy?
Hell yes. It works better than ever. But it’s not 
just about having a big email list. You have 
to really learn how to talk to people in a way 
that makes them care about what you have to 
sell. Then, email is very powerful.

I know you recently wrote a book 
that’s due out next year with your 
book deal with Penguin, any hints 
on what we can expect your book to 
be about?
The book is the culmination of everything I’ve 
learned up to this point - it will teach you how 
to find the confidence, skills and strategies to 
move yourself from confused and unfocused, 
to laser sharp clarity. You’ll learn all the critical 
steps needed to start a business that you care 
about, network with people you want to meet, 
even if they seem “untouchable” and live a 
happier, more inspired life. 

You recently acquired  
Under30CEO.com, what are you 
future plans with your brands 
Rich20Something/Under30CEO?
We are growing the two into a powerhouse 
media company, featuring products and 
services that will help 1 Million Millennials 
Upgrade Their Wealth, Health & Happiness. 

Where can we find out more about you? 
-  Check out @rich20something on all social media  

   (including snapchat!) 

-  Join my free weekly email tribe at  

-  www.Rich20Something.com

-  Rich20 book coming Spring 2017.

http://instagram.com/rich20something
http://www.rich20something.com
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Here’s what you’ll learn:

• How the world’s top 1% actually get things done (not another 
boring “productivity” article).

• The 3 biggest myths that kill good business ideas (HD video 
tutorial).

• 15 ideas guaranteed to make money + strategy documents to 
help jump-start your brain. 

• Actual screenshots from a $1,000 negotiation — including notes 
on why it worked, and how you can do the same.

• Real life case studies from students who have used this material 
to make $1,000...$10,000... even $20,000+ — including their 
biggest insights. 

• Dozens of other premium downloads, HD videos and step-by-
step tutorials.

HOW TO START AND GROW  
A PROFITABLE SIDE BUSINESS  
USING SKILLS YOU ALREADY HAVE 

 IN JUST 7 DAYS...WITHOUT  
SPENDING A DIME.

F R E E  M I N I  C O U R S E

B Y  D A N I E L  D I P I A Z Z A

https://dx158.isrefer.com/go/Hustle/brad/
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how to creat a business that

B y  B i l l y  M u r p h y  

In this article, I’ll teach you how to create a cash cow business. “Wait, what’s a cash 
cow?”

It’s a successful business venture that prints off cash for you. This is something every 
entrepreneur wants to attain, but very few know how.

“Ya, but doesn’t that take years of working on a business?”
No.  Not if done correctly.

“Okay, I want to create a cash cow. So, how do I do that?”

That’s the end goal for most entrepreneurs. They want to make X amount of money per 
month, and have it operate relatively passively.
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The problem is they have no idea where to start. Or, 
just as bad—they incorrectly assume they know what 
they’re doing and spend all their time working on the 
wrong things.

They assume there is some insanely difficult formula 
needed to to create a cash cow business. So, they run 
around working on anything and everything related 
to their idea, falsely believing they are making great 
progress just because they’re busy all the time.

People make it more complex than it has to be.

There are only two things you need to create a cash 
cow.

Step 1: How can you create 
something of value in a market better 
than what’s out there?

Step 2: When you do that, how can 
you reach your potential audience?

“Two steps?  It can’t be that easy”

Yes, it can be. And it is.

Don’t make it harder than it has to be. You are wasting 
your time if you don’t have these two things— you 
don’t have a business worth launching.

People are focusing on all the wrong things.

They make a plan based on “what” they want to do, 
and not “why” they’re doing it.

You need to understand the “why” behind the “what”. 
A lot of people see someone doing something 
successfully and they attempt to do the same thing 
because they want to be successful too. They don’t 
even understand why it was successful, they focus on 

“what” the person is doing that’s successful.
They hear of a successful entrepreneur who sold 
shoelaces and made millions. They think, “ohhh, great 
idea I will sell shoelaces!”

Selling shoelaces has nothing to do with why the 
person who made millions at it was successful.

The aspiring entrepreneur needs to understand why 
they got the results they did. Many people think they 
can just copy the same idea and have success. But they 
don’t look at the “why” behind the business’ success. 
The “why” is going to heavily focus on those 2 steps I 
mentioned.

“Why did people want to buy those shoelaces so much 
more than their competitors?”

“Why did that business get all that traffic, but not their 
competitor?”

“What did they do differently to get their shoelaces in 
front of so many people?”

“They’re both offering a similar product, why is this 
one making 10 times as much”

These are questions copycat entrepreneurs forget to 
ask. They just see someone making a lot of money at 
something and attempt to replicate it. They assume 
they’ll just magically replicate their success as well.

That’s not how it works.

A successful entrepreneur will be able to look into the 
business that made millions in the shoelace market, and 
find out how they differentiated themselves to create 
success in that market, and how they could implement 
the same ideas in a completely different market and 
achieve success.

Important: Solve step 1 before you solve step 2. There 
is no point is knowing how to reach a market if you 
don’t have something worth reaching them with. 
Focus all of your efforts on solving step 1 first.

A lot of times Step 1 and 2 will go hand in hand. If your 
product or service is extremely valuable to people, 
you’ll get a lot of word of mouth marketing.

If it’s similar to what’s already on the market with no 
additional value, you have a 0% chance of getting 
great word of mouth marketing, because you just have 
a random product you’re trying to sell.
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Copycat entrepreneurs who create ‘me too’ businesses 
don’t understand this, and are always perplexed as 
to why their bank account isn’t filling up. It’s because 
they’re not offering anything of value above the person 
who’s already doing it. Why would anyone want to talk 
about that business? They wouldn’t. What would there 
be for people to talk about?

Step 1 can help solve step 2 for you, but step 2 cannot 
help solve step 1. When people get great value, they 
want to talk about it.  This will substantially compound 
your marketing efforts.

Even some extremely well funded startups drop the 
ball here. Some spend millions of dollars trying to 
achieve #2, when they haven’t figured out #1 yet. 
These companies go out of business.  It’s too easy to 
predict failure with some of them— I’m often baffled 
when I hear of a company that hasn’t figured out step 
1 yet getting huge amounts of start up capital.

A year later:

“We’re going to raise another round because we 
haven’t gained traction yet”

You’re not bleeding money because of “traction”, 
you’re bleeding money because you haven’t figured 
out step 1. Throwing a bunch more money at it doesn’t 
solve step 1.

“We were the 4th best business in the space, I have no 
idea why we failed!”

Why would someone sign up to anything that’s 
the 4th best? If there’s nothing unique about their 
product/service that adds more value than what the 
competitors are offering, you’re destined for failure. 
You never solved step 1.

Many people are going into a certain market because 
of the size and potential of the market. If a market is 
huge, with growing potential, of course it’s a good 
spot to be in. However, that shouldn’t be the decider 
of what market you choose. The value you can bring to 
that market should be.

“Ya, but the market is so big, even if we only got 1% of 
the market we’d be huge. That’s like 10,000 sales. We 
could make millions!”

When pressed on why people would buy from them:

“Well, even if we didn’t get that many— just 1,000 sales 
would be great money for me.”

Who cares what it would do for you.

This type of thought process is rampant among 
aspiring entrepreneurs. They think backwards. You 
can’t go into a business thinking about what it’s going 
to do for you. First you need to figure out what it’s 
going to do for your potential customers. If after your 
due diligence you decide the demand will be there 
for what you have in mind, then you can figure out 
how you’re going to make those sales. Then you can 
start having fun calculating the potential profits your 
business venture could make.

Everything else is Noise
A lot of people are constantly asking “noise” questions 
instead of questions that will help them become a 
better entrepreneur.

Example: “How can I convince people to buy this?”

“If you have to trick people 
into thinking they should buy 
your product you don’t have 

a product that they should be 
buying.”
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Most people spend all their time 
convincing people they need to 
buy their shit, rather than creating 
something no one would need 
convincing to buy.

• Designing pages they think will convert
• Building an email list
• Copywriting
• Spamming social media
…
• Noise
• Noise
• Noise
• Noise

If you don’t have step 1 and 2 completed, you shouldn’t 
be wasting time on noise. Go back to the drawing 
board until 1 and 2 are completed.

“But what about this awesome landing page I worked 
all week on?”

Scrap that shit and stay off warrior forum.

Build real shit.

I’m not saying it’s bad to learn how to build an email 
list, or write copy, etc… It’s not.

However, these are things that you work on AFTER 
you’ve solved the 2 steps. They help improve your 
cash cow, they don’t make it.

Many people launch their “businesses” without these 
two steps solved—usually with neither solved— and 
spend all their time trying to force their products/
services on people. What they should be doing is 
going back to the drawing board and starting over 
until they have something with those 2 steps figured 
out.

That’s why blogs suck. The blogging industry is built 
on noise tactics. Bloggers wonder why they and their 
audience never become successful. It’s because they 
never solve steps 1 and 2.

“Today I’m going to teach you 7 ways to get better at 
(insert random noise tactic)”-standard blogger
Wow, can’t wait. More irrelevant content.

The shit is irrelevant unless you solve the 2 steps.

Their audience is looking for food, and they’re spending 
all their time telling them how they could theoretically 
use a fork and knife. Problem is, their plate is empty. 
No matter how great they become with their utensils, 
it won’t matter.  They’re still going to starve.

Is your product more valuable than anything else in 
the space? Have you figured out how you’ll reach your 
market? Two simple questions. If you can’t answer 
“yes” to both of them, you don’t have something worth 
pursuing yet.

Solve them first—don’t work upside down.

“Okay, but how do I figure out these two things? That 
seems hard”

It’s not. I’ll take you through it.

“Going back 
to the drawing 
board and 
starting over 
until they have 
something with 
those 2 steps 
figured out.”
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Due Diligence
Most people are NOT doing due diligence. Some are 
doing what they think is due diligence, but it’s usually 
just an extremely weak attempt at it.

This sets up a very low success rate on attempted 
business ventures. People who have success often do 
a RIDICULOUS amount of due diligence.

A newbie’s version of due diligence: posting on an 
internet forum asking people if they should try their 
idea out.

A successful entrepreneur’s version of due diligence: 
reviewing all their potential competition, and talking 
to anyone and everyone in the space to learn all they 
can.  This gives them the information they need to 
know if they can solve steps 1 and 2 in that niche.

Don’t just ask a couple people if you should do it. 
Really dig in and find out what you need to know that 
will get you to a “yes” for your questions, so you know 
that it’ll be worth your time. If you information that 
leads you to a “no”, that’s good too. This is NOT a bad 
thing. Finding out that you can’t solve steps 1 and 2 
for a certain market is a great thing. You might save 
months, or even years of your time because you spent 
time on the due diligence that someone else would 
have skipped, wasting a chunk of their life grinding 
away on something that there wasn’t a big enough 
need for.

When I’m looking into something, I’ll read every 
article/post I can find that I think is relevant. I’ll 
reach out to as many people who seem to know 
what they’re doing in that niche as possible. I’ll 
know my potential competition in and out. I’ll 
figure out exactly what my costs will be, along 
with some napkin math on how much potential 
profit I think there is to be had.

The difference is I know what I’m looking for. Others 
will read the same articles, and think— “wow this 
industry seems like it’s booming, I should jump in”. I’m 
just looking to solve my 2 questions. That’s it.

Others don’t know what they’re trying to solve, so 
even if they do what they think is due diligence, they 
aren’t answering the right questions for themselves. 
So, it ends up being pretty pointless.

“Ya but this market is going to be HUGE in the next few 
years. it’s expected to grow over 20% a year for the next 
5 years!”

Even if it grows 10,000% in the next few years, if you 
haven’t solved steps 1 and 2, you have NOTHING.

You need to do the type of due diligence that answers 
your 2 questions.

Maybe you answer “yes” to both questions, but you find 
out from your due diligence that you won’t make quite 
the money you’d like to earn even if it’s successful. Perfect. 
On to the next opportunity. Proper due diligence saved 
you a lot of time.

Time is money. Use it wisely.

Answer the right questions, and move on.

A side benefit to doing good due diligence—sometimes 
you find an even better opportunity in the space because 
of the information your due diligence uncovers.

I’ve talked to a number of people about a new business 
I’m working on, and have found multiple opportunities 
in the space I wouldn’t have known about otherwise. 
Unless you’re ‘in the game’, or at least talking to those 
who are, you’ll never discover most of the opportunities. 
Read. Talk to people. Ask questions. Good things will 
happen.
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I think many aspiring entrepreneurs 
don’t hear much about due 
diligence. Part of the reason 
is, people never talk about 
opportunities that never happened. 
When someone starts a company 
and people see them doing well 
they think, “man, they’re lucky.” If 
you look into a lot of opportunities, 
most may not end up being worth 
pursuing. However, if you didn’t look 
into them, you’ll miss the one where 
you’d get “lucky”.

Successful entrepreneurs who seem to have success 
after success aren’t getting lucky. They’re passing 
up the ones that would have failed with proper due 
diligence.

I do due diligence on the front end. Most aspiring 
entrepreneurs tend to do it on the back end, once 
they launch. Clearly not a very efficient use of time.  I 
can spend a little time on the front end, and quickly 
decide whether or not I can solve my 2 steps. Others 
spend a bunch of time launching something and they 
don’t have what the market needs/wants.  They waste 
crazy amounts of time going through all sorts of useless 
steps— launching the business, spending futile time 
attempting to market their shit that no one wants, etc… 
They consider THAT their due diligence. In the time it 
takes them, I could have done due diligence on 100 
ideas. They’ve done it on one.

They murdered their most precious asset—time, by not 
doing it on the front end.

“Ya, but what about a MVP—Minimum Viable Product?”

MVP is heavily marketed/overhyped right now. There 
are many instances where you would definitely NOT 
want to launch a minimum viable product. Don’t just 
do things because a few books say to, and then blindly 
follow the advice as everyone hypes it. I will cover this 
more in a future article, but think about WHY you’re 
doing something. Many times, MVP is definitely NOT 
what you want to be doing. Most of the businesses I 
look into I would NOT launch with a minimum viable 
product.

Do Something You Enjoy
No, I don’t mean find your passion and do that. If your 
passion solves #1 and 2 and it can make you the amount 
of money you want to make, that’s awesome, go for 
it. However, leading with passion is often why most 
newbie entrepreneurs fail.

“But my favorite blogger said all I had to do was follow 
my passion and the money would follow!”

Your favorite blogger is probably broke.

When I say do something you enjoy, I mean just that- 
you need to enjoy it. I don’t mean follow your passion 
without being able to solve steps 1 and 2. Maybe you 
are a weird dude and your passion is counting dust. 
There’s not going to be a great business opportunity 
in that space.

You could even consider this a third step—is there 
enough money in the niche to make you satisfied? 
Most of the time you won’t really know how much 
income potential there is until you’ve completed your 
due diligence phase. However, keep this in mind—this 
may just give you a tiny glimpse of the true potential in 
the niche.

Many people give up way too early. I have a friend who 
stresses this all the time. He’s had multiple projects that 
have grown into pretty substantial businesses. Both 
looked like extremely tiny niches when he first got in. 
However, the deeper he got in the niche, the more 
and more opportunity he realized there was. He would 
have never seen them if he wasn’t ‘in the game.’ The 
further into the game you get, the more you’ll find out 
about opportunities that people outside of the game 
will never have access to.  He enjoyed working on these 
businesses and went in with conservative goals based 
on his due diligence.  Because he enjoyed working 
on them, he went way further than most others would 
have with them.  If he didn’t enjoy them, he would have 
given up on them before they hit a tipping point.

Use your due diligence to set conservative income 
goals based on what the potential looks like.  If this 
number gets you interested enough to continue, just 
know there’s a good chance the potential could be 
higher than you realize.

“Many people give up 
way too early.”
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Let’s sum it up:
Follow the 2 steps.

If you can answer “yes” to both, do you have something 
you think you’ll enjoy, and can make an amount of 
money that may be interesting to you?

Cool. Jump in.

“Ya, but there’s so many competitors what if I fail?”

What if you don’t?

That’s the whole purpose of completing those 2 steps. 
If you’re answering them honestly with yourself, and 
have put in the work on the front end with due diligence 
that needed to be done, what you’re creating should 
be superior in one way or another to what’s out there.  
When you combine that with your marketing strategy 
you figured out in step 2, you will achieve success.

If you fail, you probably didn’t answer the questions 
correctly when you started.

If you don’t fail, you change your life.

Easy enough?

Now go create a cash cow!

“My name is Billy Murphy. I’m based in Austin, TX but 
travel often. Most recently I spent several months in 
Medellin (Colombia), Ubud (Bali), and Cape Town 
(South Africa).

My first taste of making money was at 9 years old 
slinging newspapers. After that I was hooked.

I had my first entrepreneurial venture when I was 
17. I bought and sold large sports card collections, 
often sneaking large quantities of cards into the 
house when my parents weren’t home because 
they didn’t want me buying anymore. I could barely 
get into my bed since I had boxes stacked all over 
my room.

When I went to college, I learned…well, not much. 
I learned that the things I was learning outside the 
classroom were going to take me a lot further than 
the things I was learning in it.

After college I got a job at a company straight out of 
a scene from “Boiler Room.” I left shortly after, and 
have been “ForeverJobless” ever since. It’s been 
the best decision I ever made.

I played poker professionally for 3-4 years, and 
then started a poker training company as well as a 
poker media company. I landed it on Fox News just 
two months after launch, and grew it into a 7 figure 
business by the 2nd year.

After that I ventured into the world of e-commerce 
stores, and ended up with 15-20 stores my first year.
I launched ForeverJobless to share my journey and 
to help others in any way I can.

I’m currently writing my first book, and hope to hear 
from you soon. Let me know how I can help you.”

Website:  www.foreverjobless.com/blog

Podcast:  https://foreverjobless.com/

category/podcast/

Instagram:  instagram.com/foreverjobless

http://www.foreverjobless.com/blog
http://www.foreverjobless.com/category/podcast
http://www.instagram.com/foreverjobless


magazine

B o o k  o f  t h e  I s s u e

Our Book of the issue is The Millionaire Fastlane by MJ DeMarco.
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MJ DeMarco built from scratch and then 
sold a multi-million dollar company 
whilst still young in his thirties.
In The Millionaire Fastlane you will learn:

•  Why jobs, 401(k)s, mutual funds, and 40-years of 
    mindless frugality will never make you rich young.
•  Why most entrepreneurs fail and how to immediately 
    put the odds in your favor.
•  The real law of wealth: Leverage this and wealth has no 
    choice but to be magnetized to you.
•  The leading cause of poorness: Change this and you 
    change everything.
•  How the rich really get rich - and no, it has nothing to do 
    with a paycheck or a 401K match.
•  Why the guru’s grand deity - compound interest - is an 
    impotent wealth accelerator.
•  Why the guru myth of “do what you love” will most likely 
    keep you poor, not rich.
•   And 250+ more poverty busting distinctions...
 
Some Quotes from The Millionaire Fastlane:

“To switch teams and become a producer, you need to be an 
entrepreneur and an innovator. You need to be a visionary and 
a creator. You need to give birth to a business and offer the 
world value.”

“Instead of digging for gold, sell shovels. Instead of taking a 
class, offer a class. Instead of borrowing money, lend it. Instead 
of taking a job, hire for jobs. Instead of taking a mortgage, 
hold a mortgage. Break free from consumption, switch sides, 
and reorient to the world as producer.” 

“Stop thinking about business in terms of your selfish desires, 
whether it’s money, dreams or “do what you love.” Instead, 
chase needs, problems, pain points, service deficiencies, and 
emotions.”

“All events of wealth are precluded by process, a backstory 
of trial, risk, hard work, and sacrifice. If you try to skip process, 
you’ll never experience events.” 

“The brick walls are there for a reason. The brick walls are not 
there to keep us out; the brick walls are there to give us a 
chance to show how badly we want something. The brick walls 
are there to stop the people who don’t want it badly enough. 
They are there to stop the other people!” 

Grab your copy at Amazon or Barnes and Noble

https://www.amazon.com/Millionaire-Fastlane-Crack-Wealth-Lifetime/dp/0984358102
http://www.barnesandnoble.com/w/millionaire-fastlane-m-j-demarco/1100999294
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Interview with  

MyBudget Founder & Director
TAMMY BARTON

Tammy Barton (formerly May) started MyBudget from her 
kitchen table in 1999 after witnessing the impact of financial 
hardship on people who had little understanding about 
how to reduce their debts or take control of their finances. 

What began as a humble home-based business is now a 
household name. Today, MyBudget is a national company 

that employs more than 200 people, manages around 
$800 million in salaries on behalf of clients every year 

and has helped more than 50,000 people on the 
road to financial fitness. 

For four consecutive years, beginning in 2009, 
MyBudget appeared in BRW’s ‘Fastest 100’ list, 

the sustained growth reflecting Tammy’s passion 
for helping people and a commitment to 
promoting financial health in the community. 
Along the way, Tammy has been the recipient 
of several professional awards:

2015 - Smartcompany Australia’s Top 30 
Female Entrepreneurs

2014 - Start Up Daily No 1. Top Female 
Entrepreneur under 40

2012 - International Business Time  
Australia Top 100 Women of Influence

2008 - Winner Ernst and Young        
Central Region (SA/NT) Young 

Entrepreneur of the Year
 

2007  - Telstra SA Business Woman of the 
Year

MyBudget is a financial services company that 
helps people to achieve their financial goals 
through personal budgeting. With MyBudget’s 
help, clients reduce debt, eliminate reliance on 
credit, build up savings, and develop money 
skills.
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How did you come up for the idea 
of MyBudget back in 1999, and tell 
us a bit about the first few years of 
growing the business? How did you 
organically grow your customer base 
in these first few years without a big 
marketing budget?

I was inspired to start MyBudget when I was 22 years old 
and managing a small debt collection business owned 
by a solicitors firm. I saw the impact debt was having on 
people’s lives. I wanted to relieve their financial stress 
and help them take control of their money once and 
for all. 

I started out meeting with clients at my kitchen table. 
I showed them how to create a budget and manage 
their cash flow. They trusted me with their income and 
I paid their bills for them. When a budget wouldn’t 

balance, I helped them talk with their creditors about 
payment arrangements. For some of my clients, it was 
the first time in their life that their finances were under 
control.

Initially, the business grew exclusively from word-of-
mouth referrals, especially from existing clients, local 
accountants, collections agencies and bank managers. 
When I could no longer handle the demand on my own, 
I moved into an office and took on my first employee. 
I was also very lucky to have supportive friends and 
family who were always willing to help when it came to 
jobs like stuffing envelopes and licking stamps. 

I quickly realised, however, that the only way to properly 
embrace the mission of reducing financial stress in the 
community was to automate our processes and build a 
bespoke technology platform. That’s when I mortgaged 
my home to pay for the software development. It’s the 
only time in MyBudget’s history that development has 
been financed through debt—subsequent growth has 
always come from cash flow. 

What was/is your passion for 
creating MyBudget?

I’m passionate about eliminating financial stress and 
improving lives through financial responsibility. I 
believe that happiness and financial control are closely 
correlated. When a person has control over their 
money, they’re more likely to have a sense of control 
over their life and their future. The opposite can be said 
for financial stress and uncertainty.
I love what I do because I get to make a difference 
in people’s lives every day. Helping people get their 
finances on track doesn’t just save them money—it often 
saves marriages, homes, jobs, keeps families together 
and sometimes even saves lives. I passionately believe 
that the world benefits when MyBudget helps to build 
financially fitter households and communities.
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What makes MyBudget stand out from other 
financial service based businesses?

From the outset, my intention was to create a service that was 
different to traditional banking services. MyBudget’s business 
model is based on the foundation of three core values: 
financial responsibility, caring, and making a difference 
in people’s lives. Caring and empathy is embedded in 
the organisation at a cultural level and informs all of 
our business decisions. As a result, we have a high-
touch, high-care model that banks aren’t traditionally 
interested in. 
We don’t simply design a budget and leave the 
client to manage it alone. Our success is that we 
support our clients through their financial journey. 
We provide them with the tools they need to 
understand their financial outlook and to make 
sound financial decisions, and personalised help 
is only ever a phone call away. As we help clients 
to achieve their financial goals—whether that’s 
paying off debt, saving faster, paying for private 
school fees or whatever—we’re also helping them 
to achieve their life goals. Knowing that we truly 
make a difference in people’s lives makes it easy 
to get out of bed in the morning. 

How many employees do you 
have and how do you structure 
them with your 11 offices around 
Australia?

MyBudget employs 200+ staff. Most of them are 
based in our headquarters located at MyBudget 
House at North Terrace in Adelaide’s CBD. 
Approximately 20 percent of our team is situated 
in our satellite offices around the country.

Currently, what is your most 
effective marketing strategy?

Our marketing strategy combines conventional 
advertising—television, radio and print—with digital, 
social media and public relations. Achieving the correct 
balance of marketing activities is important and always a 
challenge. We carefully measure our return on investment, 
but are cognisant that there’s a bigger picture where each 
executable item rolls up into a bigger dialogue about the 
brand. A marketer is a story teller and each different medium 
plays a different role in how the story is constructed and delivered. 

What are your goals for 
MyBudget in the next 5 

years?

My five-year goal, based on today’s 
numbers, is to grow the business 250 

percent. I’m as passionate as ever about 
helping people to eliminate financial stress 

and achieve lifelong financial fitness, and the 
aim is to reach as many people as we can. Our 

plan is to continue our expansion in Australia and 
to open into one or more overseas markets. There 

are millions of people all over the globe who would 
benefit from MyBudget’s services.

What is the best piece of advice 
you’ve ever received?

The best piece of advice I ever received is: “People 
buy WHY you do what you do, not WHAT you do.” 
When I started MyBudget, I created a brand new service 
category—no other company, bank or other institution 
was offering personal budgeting services. Because of 
that, it has been really important to communicate why 
we do what we do. Part of the “why” is letting our clients 
tell their own stories about why they use MyBudget. 
Why? Because life is better with MyBudget! Yes, our 
clients’ bills are paid on time, they have savings in the 
bank, they can track every cent; but what really matters 
is that they are breathing easy and free of financial 
stress. They are enjoying life again. That’s why!

“People buy 
WHY you do 
what you do, 

not WHAT 
you do.”
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Where can we find out more 
about you/MyBudget?

www.mybudget.com.au 
IG: @mybudgetau 
Personal IG: @tammy_mybudget
Twitter: @Budgeting_Guru

What does a typical working day 
look like for you right now?

I get up around 6.30AM. I have a two-year-old 
daughter who is also my alarm clock, which 
means some mornings are earlier than others! 
I go straight into my home gym for a 30 to 40 
minute workout and take my daughter with me. 
She has a basket of toys and a beanbag and we 
start chatting about our day. I shower, get ready 
for work, have breakfast with my husband and 
three kids and leave for the office about 8:30AM. 
I have a daily huddle with my executive and 
management team, which generally runs no 
longer than 15 minutes. Once a week, we meet 
for two hours. At least half of my days are spent 
in meetings, usually with executives, managers 
or external consultants. The rest of my time, I’m 
working on strategic priorities. Some days, I also 
have public relations activities, such as interviews 
or public speaking commitments.

What advice would you give a 
young person that is 18 years old 
and wants to be an entrepreneur, 
but doesn’t know what kind of 
business they want to run? How 
should they start out?

Without a doubt, make sure you’re passionate 
about your chosen field. Don’t just start a 
business for the money because when you run 
into roadblocks and hard times—which you 
will—money will lose its shine but being firmly 
connected to the WHY of your business will get 
you through. 

“make 
  sure  
  you’re      
  passionate”

http://www.mybudget.com.au
http://www.instagram.com/mybudgetau
http://www.instagram.com/tammy_mybudget
http://www.twitter.com/budgeting_guru
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Anorexia 
taught me 

the value  
of time

By Ashley Zahabian   

The other day I was sitting outside on 
the beach thinking back to the time I had 
lost 44 lbs. within a month and a half and 
entered my journey of anorexia; what a 
ride that was! However, more specifically, 
I was thinking about how I had lost the 
weight I wanted in just one month and 
a half – 44 lbs. in ONE MONTH AND A 
HALF! Seems too good to be true, right? 
Well, I didn’t think so at the time, but 
sooner or later, life showed me that it 
was. After a few more weeks of enjoying 
the weight loss, I had gained most of it 
back within two weeks! --- ugh! Not what 
I wanted…

I remember looking in the mirror every 
morning asking myself what in the 
world was going on with my body. I just 
witnessed myself lose 44 lbs. in such a 
short period of time, why in the world was 
I gaining the weight back even quicker!? 
What a nightmare. 
After all of that weightless, my body 
entered deprivation mode, which made 
my body crave the nutrients it was 
missing. In fact, I actually couldn’t stop 
eating, which was a way for my body 
to gain back the nutrients it had been 
missing as a defence towards death. 
When I tell you I couldn’t stop eating, I 
literally mean I was eating about 7,000-
10,000 calories a day just to keep my 
body alive. To add, not only was I eating 
that much, but I couldn’t stop. It was an 
impulse that took over my body, which is 
what made me a complete addict.   
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body would have also taken more time in the 
weight gaining process. In other words, what you 
put into the equation is exactly what you get out. 
If I had lost that weight in 12 months rather than 
one and a half, the entire process would have 
been a year of weight loss plus the bonus of an 
exceptional mental reconditioning in health and 
fitness. Instead, it took 4 years plus the month 
and a half and now had to start all over. What the 
heck!? What a waste of time!

One of my favourite quote state “if you can’t find 
the time to do it right, you’ll have to find time to 
do it over.” I have this quote written in my room 
to remind myself every day when I wake up, to 
do things the right way. My entire journey of 
anorexia reflected this one quote, and recovery 
was the point in my life that I began to implement 
this theory. We cannot buy time, rent time or win 
time, however, we can spend time; but after that 
journey, you bet I questioned every second spent. 
I became unhappy with just spending time since I 
knew the impact of time spent wrong.

“if you can’t 
find the time 
to do it right, 
you’ll have 
to find time 
to do it over.”

Without getting into too many details, I then 
spent the next four years of my life (14 yrs. old 
– 18 yrs. old) in and out of hospitals after being 
told I was going to die. Since the day I was 
finally discharged from all hospitalisations, 
time has always been my largest investment. 
I will never forget the lesson that anorexia 
taught me about time… the longer it takes 
me to lose the weight, the longer it will take 
me to gain it back; it only made sense. Why? 
Because the quicker I tried to lose the weight 
and rush a process that was meant to take 
time, the more my body would fight to go 
back and fix the mess I made. Here is when I 
realised how dangerous the urge to succeed 
so quickly was. Rushing anything valuable is 
detrimental.

After days and days in a deep depression 
thinking about what had just happened, I 
started creating a more relative thought 
pattern in relation to time; had I just spent 
more time in the weight loss process, my 
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I asked myself, 
“Ash, how are you 
spending your 
time?” 
After several weeks on that question, I decided 
I no longer wanted to spend my time wisely, I 
wanted to invest my time wisely. What does 
that mean, exactly? Well, we all have a lifespan 
that is different but absolutely the longest it 
can be when we are born. Every day we spend 
after that will impact whether that lifespan 
remains the same or shortens as a response to 
our decisions. For example, some enjoy a quick 
smoke every few hours or days, or some enjoy 
drinking every weekend. Others don’t workout 
to keep their heart healthy, and others engage 
themselves with excessive drama and stress. 

These small decisions have an impact on how 
long you will live, and that to me, is the magic 
of time; that we have the ability to control 
whether we live our full life or just part of it. 
 
How many people do you know are unaware 
of the impact of a bad relationship? A bad 
diet? Recreational drug use? Texting while 
driving? Not sleeping well? The list goes on, 
but these small things have such a large effect 
that just like my eating disorder, can kill you 
much quicker than it will take to heal. 
Within the past few years of my life, I’ve 
engaged in many more conscious and 
beneficial decisions that will allow me not 
only to live longer, but to have more energy 
to live WELL when I grow older; this is the 
other beauty of how we spend out time. I 
know you may be thinking; “why would I pass 
on that party? That cake? That drink? That’s 
the good stuff in lie, the enjoyment! You 
can’t take that from me!” However, the true 
pleasure in life is the sacrifice you give and 
the feeling of knowing your future is golden. 
Most of life’s unhappiness and anxiety comes 
from uncertainty… from the feeling of ‘not 
knowing.’ What if you lived a life where you 
can diminish that feeling slowly day by day? 
For every workout I do today, I secure myself 
a day when I’m older and fragile, a day that I 
won’t have to workout when everyone around 

me will because they didn’t want to make the 
earlier sacrifices.  
For every healthier choice of food, I secure myself 
one less visit to the hospital as others suffer of 
clogged arteries. 

For every sexual temptation or unhealthy 
relationship, I end or block off, I secure myself 
room for a healthier man to respect me and end 
the doubt of ever feeling used, hurt, insecure, sad 
and stressed; meanwhile, more than 50% of the 
world’s marriages are ending in divorce.   

For every weekend I work where most would 
party, I secure myself a weekend in the future that 
I get to party while everyone else works. 
 

See the pattern?...
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If you decide to struggle now, you will feel 
great later. If you continue to give into 
continual temptations to feel great in the 
moment, you will struggle later.

It’s your choice...

Ashley Zahabian 
is the fastest growing female motivational speaker at 
just 21 years old. Ashley has been traveling, speaking 
to many to bridge the gap between self development, 
emotional intelligence and entrepreneurship; but more 
importantly, as a human being. Today, Ashley has 
worked alongside some amazing individuals such as 
Gary Vaynerchuk and later this month, Eric Thomas. 
Ashley also takes pride in her recovery of anorexia; 
she has definitely gone through a lot but has no shame 
sharing her lessons in past failures that have propelled 
her forward today. Get ready for Ashley to bring a 
realistic perspective to the audience, whether through 
her speaking or through her writing, regarding the 
journey of a young teenage woman who has used her 
addiction to fuel her  career success! Today, she is a 
valuable resource to us all. 

Website: www.ashleyzahabian.com 
Email: azahabian@gmail.com 
Instagram: @ashleyzahabian 
Twitter: @ashleyzahabian 
Snapchat: ashleyfereshteh 
Facebook: www.facebook.com/ashleyzahabian1
YouTube: www.YouTube.com/polishedofficial

How are 
you going 
to make 
the most of 
your time?

http://www.ashleyzahabian.com
http://www.instagram.com/ashleyzahabian
http://www.twitter.com/ashleyzahabian
http://www.snapchat.com/add/ashleyfereshteh
http://www.facebook.com/ashleyzahabian1
http://www.youtube.com/polishedofficial
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s a businessman and 
entrepreneur Marc 
has launched several 
start-ups in financial 
management, sports, and 
entertainment along with 

his most recent venture in development 
MoneyMotivation.com.  As a financial 
leader he is an executive and strategy/
business development consultant 
for a Fortune 300 firm where he 
runs a $150M wealth management 
business in Southern CA working with 
franchises and small business owners.  
As a motivator Ranger does frequent 
speaking engagements, writings, and 
online social media publishing to 
help entrepreneurs, business leaders, 
and high achievers build wealth, be 
successful, and create change.  Ranger 
earned an MBA in Entrepreneurship 
and Finance from the Hilton School of 
Business, Loyola Marymount University 
in Los Angeles and he is completing his 
first book Significance that is targeted 
for a Fall 2016 book launch.

Do you use a planner, iphone notes, or 
post it notes etc, to plan out your day? 
If so, do you plan your day the night 
before or every morning?
My planning tools consists of:  
Cambridge Limited 5x8 Wirebound 
Notebook Planner and Yellow Legal pad.
The Cambridge Notebook I use to keep 
an on-going weekly list of action items, 
initiatives, and “To Dos”.  Items are 
added as they come up with no priority 
or order.  It’s a place to write down to 
get it out of my head.
The Yellow Pad is used for the daily 
planning.  Every day I will have written 
down on the yellow pad 3 sections:  1. 
Action Items – high priority business 
related items/initiatives that need to get 
done that day.  2. Personal – personal 
items that need attention.  3.  Calls/
Email – who I need to proactively call or 
email that day.

It is my preference to plan the night before so 
that I wake up, finish my morning routine, and 
I’m ready to move.  I take a look at the items 
in my Cambridge Notebook from that week 
and move the high priority items that need to 
be accomplished the next day to the Yellow 
Pad.  As they are moved from the Cambridge 
notebook to the legal pad they are crossed 
out of the Cambridge notebook.  On the daily 
yellow pad the actions are completed and the 
legal pad sheet is tossed at the end of the 
day.  If all of the actions by chance are not 
completed, they are added back to the running 
list in the Cambridge notebook.

 It is my preference to 
plan the night before 

so that I wake up, finish 
my morning routine, 

and I’m ready to move.

“
”
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6:00am-6:15am

6:15am-6:45am

6:45am-7:45am

12:00pm-6:00am

8:00am-8:30am

8:30am-10:30am

10:30am-11:30am

11:30am-5:30pm

5:30pm-7:30pm

FAMILY
TIME

7:30pm-9:30pm

9:30pm-12:00pm

THIS IS  
MY MODEL 

DAY

Wake up/Glass 
of water/Brush 

teeth/Wash face/
Hot Water & 

lemon

Meditate//Read/
Goal Review/
Affirmations/

Journal/Vision

Exercise/
Workout

Breakfast/
Email Scan

Strategy/
Opportunity Time 

– New/existing 
challenges that 
require planning

Action Items, 
Follow Ups, 
Calls, Prep 

Time

Lunch Meetings/
Sales Meetings/

Calls

Business 
Dinners

Plan/Read/Relax 
Or Catch up 

on actions not 
completed or 

that need extra 
attention
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How long do you read for a day?
Target is 3 books per month
10 – 20 pages per day minimum.
 

What is your favourite book and why in 
regards to being more productive in your life? 
The Slight Edge by Jeff Olsen.  Simple 
consistent actions that you take every day are 
the difference between success and failure.  
Simple daily disciplines are what over time lead 
to massive results.
 

Do you also invest time into watching 
interviews with successful entrepreneurs/
leaders, learning via courses, etc? If so, any 
recommendations on what you have found 
useful that people can study to help them be 
more productive?  
I do more listening to digital books in the car 
primarily through “Audible”.  Getting Things 
Done by David Allen which is the classic must 
have productivity book is available through 
Audible.  The one book that I listen too over 
and over again that I would recommend is The 
Art of Mental Training by D.C. Gonzalez.

Do you meditate? If so, what are the benefits 
of meditating that you experience in regards 
to being more productive?
I try to meditate at least 3-5 minutes in 
the morning after I wake up as part of my 
morning routine.  Helps to ground me and 
connect spiritually.  Also is a time to let go of 
everything and just be in the moment before 
tackling the day.
 

 What keeps you motivated on a daily basis to 
achieving your goals?
My family, my legacy, and what I believe it 
takes to be on top.  A bull headed, unforgiving, 
relentless pursuit of your goals is what it 
takes to be successful.   I have a fear of being 
mediocre.  That’s what keeps me motivated. 
That’s the edge that will separate me from the 
next man. It’s not easy and there are times 
when my motivation is low and I have to pull 
myself out of it.  But my family is depending 
on me.  I owe a debt to those who came before 
me and paved the way.  My legacy is depending 

on me.  We will do a lot of things in this world 
but what people will remember is the story.  
I think about the story I want people to tell 
about me when I’m gone.  I want my story, 
my legacy, to be something that lives on.  I’m 
trying to make everyday count.  We don’t 
control our timeline and I don’t have the time 
or luxury to relax.
 

How do you remain focused and get back on 
track from daily distractions? 
Happens to all of us.  I don’t have a magic 
formula for this.  I do 2 things:

1.   Set boundaries. There are certain times I 
have to close email, not take phone calls, and 
tell my assistant to not set appointments so 
that I can focus in for a dedicated block of 
time to get things done.

2. Plan for breaks.  Breaks get you refreshed 
and can be something to look forward too.  If 
I get distracted by something that is “non-
essential” I’ll check myself and allow the 
opportunity to indulge in that time wasting 
activity during my break.
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How do you deal with times when you aren’t 
productive? Including times of stress, 
frustration, or disappointment. 
Drop it and come back:  Times when I’m not 
productive  means my brain is fried.  I need to 
drop it completely and come back to it later 
with a fresh set of eyes.
Set an external deadline:  pressure drives 
productivity.  If I put myself on a deadline my 
productivity and creativity goes up because I 
know I have to make it happen. It’s proven that 
you work more efficiently when you are close 
to a deadline. A clear end in mind drives you 
through unproductive times.
If I’m stressed a good workout helps get me on 
track or sometimes I just need some rest and I 
have to lay it down.
24 Hour Rule:  If something doesn’t go 
as planned or I am disappointed about 
something, I’ll give myself 24 hours to be 
upset about it.  Then I have to move on.
Master the Mundane:  Part of pushing through 
these times is realising that there are a lot 
of mundane key tasks that you will have to 
do that there is no way of getting around.  
You are not typically motivated to do these 
things but they have to get done.  You have 
to train yourself to master the mundane and 
consistently do the small activities that will 
lead to big results.
that I wake up, finish my morning routine, 

and I’m ready to move.  I take a look at the 
items in my Cambridge Notebook from that 
week and move the high priority items that 
need to be accomplished the next day to 
the Yellow Pad.  As they are moved from the 
Cambridge notebook to the legal pad they 
are crossed out of the Cambridge notebook.  
On the daily yellow pad the actions are 
completed and the legal pad sheet is tossed 
at the end of the day.  If all of the actions by 
chance are not completed, they are added 
back to the running list in the Cambridge 
notebook.

In regards to goal setting, how many goals 
do you have and in what time increments 
are those goals to be achieved by? How 
often do you write out your goals?
I focus on 5 year, 1 year, and monthly goals 
that are all connected. I try to keep things 
simple.  I start with my long range plan in 
5 years.  Based on the 5 year target I look 
at what needs to be accomplished in year 1 
and look to double those results every year 
for the next 4 years to hit the 5 year target.  
One of the key’s to changing your life is to 
become a master at goal setting with bull-
headed determination until you reach them.
 

What are the most detrimental or 
distracting things do you suggest business 
owners cut out of their lives to become 
more productive?
The wrong people.  The wrong people in 
your world can be your biggest liability.  
You have limited time and resource and 
the wrong people in your life or your 
business can have a lasting impact on your 
productivity and results.  Some of the most 
important decisions you will make are which 
bridges to cross and which bridges to burn.
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What is your favourite tool/resource that you 
use to increase your productivity? 
Quick-Voice Pro:  I use the voice to text email 
function to record notes, thoughts, reminders, 
recaps from meetings, ideas, etc.  The App 
converts the voice recording to a text in email 
and I can take it from there.
Evernote:  I use Evernote for on-going notes 
and ideas that I want to be able to quickly 
refer to
DropBox:  I use dropbox for long term file 
storage
 

Do you employ staff (VA’s, Personal 
assistants, designers, etc) to free up your 
time to be more productive? How do you 
manage your staff in an efficient and 
effective way? Do you use any online tools to 
help streamline this?
I have an assistant and she is my saviour.  I 
couldn’t not manage a hectic schedule without 
her.  She manages my calendar, screens my 
emails, books my travel, plans my events, 
manages operations and expenses, and 
coordinates with my team and important 
partners.   We have a weekly one on one 
meeting that she 
runs where we 
plan for the 
week, 
follow  
up on 

outstanding items, review the upcoming 
calendar to plan, and make sure nothing is 
slipping through the cracks.  From there we 
manage and communicate as needed day to 
day.  We use Box as an on-line tool.    

What is the greatest lesson that you have 
learnt in the last 12 months to increase your 
productivity?
“Don’t Break the Chain” – I read a story about 
Jerry Seinfeld last year and a technique he 
used to become a better comic.  He decided 
that in order to create better jokes he needed 
to write a new joke everyday.  To pressure 
himself to write everyday he got a calendar 
with the entire year on one page and a red 
magic marker.  For each day that he wrote 
a joke(s) he would put a big red X over that 
day.  After a few days he said you’ll see a chain 
and you’ll be motivated to see the chain grow 
longer.  When you’ve got a few weeks under 
your belt, your only job now is to keep the 
chain going – “Don’t Break the Chain”.  This is 
a profoundly simple lesson in productivity that 
works.  I’ve applied this technique to numerous 
areas of my life.

Knowing what you know now, if you were to 
go back in time, what advice would you give 

to your 18 year old self in regards to time 
wasting and being more productive?

“Don’t try to please everyone.”  You 
can’t be all things to all people.  Most 

people’s lack of productivity is 
because they overcommit and try 

to do to many things for too many 
people.  This is tough when you 
are young because you want 
everyone to like you.  But 
focus is the real key. If you are 
spread too thin you will be 
mediocre.  Don’t allow other 
people to suck all of your time.

Where can we find out more  
about you?
 

 

New book Significance 
coming Fall 2016

Instagram: @marc_ranger
Twitter: @marc_ranger
Web: www.moneymotivation.com

http://www.instagram.com/marc_ranger
http://www.twitter.com/marc_ranger
http://www.moneymotivation.com
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Randall Pich is the CEO, Founder and Owner of Live Fit. 
Apparel. From hustling on the streets to having a multi-million 
dollar company, he’s known to have created one of the 
most influential fitness lifestyle brands in the industry. He’s 
been featured in Ironman magazine, Houseinkmag, the OC 
register, Khmerican.com and other publications worldwide. 
Randall is the Jack-of-All-Trades Entrepreneur / when talent 
meets business.

What was life like growing up in Long Beach?

Long Beach today is ranked one of 20 most diverse cities in 
the United States. With that being said, growing up in Long 
Beach I unintentionally experienced multiple cultures and 
how different cultures function. I was born and raised on the 
East Side of Long Beach where there was a lot of poverty 
and gang activity. I lived with just my mom and my older 
brother. We didn’t have much at all, my mom was on welfare 
and I remember moving from apartment to apartment as a 
young kid. However, growing up in that kind of environment 
I matured quickly. As many Long Beach locals know, being 
an active young male Cambodian didn’t come with many 
promising paths. Unfortunately many either became gang 
bangers or get into something else. Luckily for me I found 
skateboarding early on when I was about 12 years old. If I 
wasn’t in school, I was skating; I was always outside hanging 
with friends skating through different areas in Long Beach. 
One thing about Long Beach is that it is a very big city and has 
very nice parts and very rough parts so I got to experience 
all that. To sum it up, growing up in Long Beach I feel I’ve 
gained so much invaluable life experiences as it encourages 
me to never be ignorant nor judgmental, and just understand 
that things do happen for a reason. 
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How did you get started with the Live Fit. brand?

Live Fit. was initially a slogan for my personal training 
business. At the peak of my training business I designed 
my own T-shirt designs for my clients. With a design 
background, I created a T-Shirt with the slogan “LIVE 
FIT” with a type of comradery feel to it. People that 
weren’t my clients started recognizing the shirt and 
wanted to purchase one even though they weren’t 
training with me. Of course I couldn’t pass it up and 
then I started making multiple designs and saw that 
this could be something big.  

What was/is your passion for creating the Live Fit brand? 

I’ve had multiple brands in the past that never really 
took off. As I got older and gained more experience 
and got into fitness. I kind of merged all of my previous 
experiences in graphic design, failed clothing brands 
and personal training with my passions for fitness and 
street fashion to create what Live Fit is today; a nice 
blend of California lifestyle skateboarding surfing and 
fitness. 

With more brands coming into the fitness space, what 
is your plan to stay ahead of them?

Live Fit. Apparel became what it is organically and what 
I mean by that is that I didn’t force it on people. I let 
people invite themselves to be a part of LVFT. I put out 
solely what I like, the designs I create (yes I still design a 
hand full of the graphics today) the style I grew up on 
and what I genuinely know. When you put something 
out that you 100% create, you end up creating trends 
not following them. At the end of the day, we are just 
doing what we do, we don’t really worry about other 
brands at all. 

What does a typical working day for you look like 
right now?

Ah this is a tough question. Everyday is honestly a 
different day. One day I can be designing all day, 
another day I can be managing and teaching all day 
and then on another day I can be out doing field work. 
I guess that’s the life of an entrepreneur, always on the 
go. So yeah, I honestly couldn’t tell you about a typical 
day. 
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How many employees do you have and how do you 
structure them?

We currently have about 25 employees and growing. 
We have a basic company structure of executives, 
management, staff and warehouse. We have so 
many departments in the company as a whole so the 
structuring system can get complicated if you wanted 
to dig deeper but like I tell a lot of young entrepreneurs 
out there, it can take years, yes YEARS to really clearly 
define job roles for high executives, especially for a 
start up. Our company went from starting out with 300 
dollars to generating 7 million in revenue in just three 
years so you can see the chaos there. I had to hire 
quick and smart. One person has one responsibility, 
then another and then another… and it keeps going 
because the business keeps growing. You just have to 
learn to adapt. 

What’s the best way to create a flow of the business 
with product, in regards to ordering all your product 
and creating the profit? 

Because our company doesn’t function like a regular 
brand meaning we don’t drop season collections, we 
can order whenever we want and turn it around in 
whatever time it takes (normally really fast turn around 
for us).
 
Do you make one bulk order, then wait till you make 
your money back before you order the next? Or do 
you make 2 bulk orders, say 2 weeks apart so it can 
keep a sense of manageable profit coming in? What’s 
the secret to keeping that manageable ‘flow’?

When I first started off I did exactly that. I actually put 
the initial money invested back in with the profit to 
expand and place bigger orders. I’ve done so well 
at this that I was able to turn the company from 300 
bucks cash to a multi-million dollar company with ZERO 
debt, yes zero! Never took out a business loan, never 
took on an investor, just kept putting the money back 
into the company to grow and expand. And there is 
really no secret to it, just keep track of inventory and 
money flow. Today it gets a lot more complicated with 
hundreds of skus and sizes etc. but we have our own 
inventory system and re order system created by our 
very own in house team, which took years and years 
of developing. We have an actual department that 
solely focuses on that.  
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What is the best way to organically grow your customer base 
when starting out?

Honestly just be real and don’t put out something you know 
nothing about. When you put out a product or service you 
truly believe in, it will show and people will feel it when they 
see it. Also find social media influencers that are passionate 
about the business as you are and have them market for you. 
Big marketing firms are now targeting social media influencers; 
Instagramers, Youtubers, etc. because they have more of a 
organic impact on the public. 

What makes a brand stand out from others?

The answer everyone may think is the logo or image or 
designs… Although that can all be true, I believe what makes 
a brand stand out even more is the people who stand behind 
the product or service. With today’s society all over social 
media, it’s all about people/individuals. People affect people, 
so what better ways to have a brand stand out than to have 
people truly wear or talk about it.

What is the best piece of advice you’ve ever received?

To be honest I didn’t have the luxury of having a mentor or 
someone who was a successful entrepreneur give me advice. 
I was encouraged by everyone around me to go the old 
school route of college and getting a corporate job working 
for someone else. I always knew that wasn’t the route for me. 
Why couldn’t I be the man at the top of a company and have 
people working for me? I knew I would be able to do it I just 
had to show my family and friends, and at the end of the day 
that’s what I did. And now everyone is very supportive of my 
career path. Sometimes you just need to follow your gut even 
when everyone else around you it telling you something else.

Was there obstacles within yourself that you had to overcome?

There’s always going to be obstacles and in my case there 
were a lot that came fast. It wasn’t about running the business, 
marketing or expansion at all… for me it was becoming a leader, 
a person that can manage different personalities, bringing the 
best out of people. And with business growing so fast, the 
overwhelming wave of stress just hits you; dealing with taxes, 
tax laws, litigation, real estate, financial planning, forecasting 
etc. The things high-level executives deal with on a day-to-
day basis AND then at the same time keeping the high energy 
inside the office/warehouse to keep my guys motivated. It’s 
all about motivation, the second I lose motivation it will slowly 
rub off on the rest of my team. As a CEO, your drive; your 
motivation is going to determine how far your company will 
go.
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What advice would you give a young person that is 
18 years old and wants to be an entrepreneur, but 
doesn’t know what kind of business they want to run? 
How should they start out?

It’s easy for me to say “do what you have a passion for” 
but in the real world, if your passion doesn’t make sense 
in business then you have to find another passion. Yes 
my passion is in fitness, skateboarding and designing 
but what I’m really doing is actually “selling” clothes. 
I’m not making a living working out or skateboarding; 
I sometimes wish it were that easy. The world is driven 
off of sales, if we didn’t have a monetary system in place 
we wouldn’t have to sell things. It just makes it much 
easier when I am selling something I truly care about. 
So I guess my advice is whatever you plan on doing; 
selling products, providing a service or whatever it 
maybe, make sure you have a broad background in 
that industry you’re trying to get into. 

What are the goals for the Live Fit brand in the next 5 
years?

This year 2016, we did a world tour to meet and greet 
our fans. We hit a ton of places in the United States and 
then we traveled to Australia, Germany, the United 
Kingdom and Canada. The reasoning for tour is to show 
face to those who have been supporting us, to give 
recognition back. I can’t thank our fans and supporters 
enough because like I always say without them we 
wouldn’t be where we are and I wouldn’t be who I 
am today. With 2016 closing and coming to an end we 
will be cutting down the tour more than half next year 
and focus more inside the office. The plan in the next 5 
years is to have at least 4 or 5 flag ship stores around the 
world. One of course here in Long Beach or Orange 
County area, one in Australia, one in Japan, United 
Kingdom and one in Canada. And these won’t just be 
any flagship stores but nice state of the art boutique 
style shops with exclusive pieces that are only available 
in those stores. There’s a lot more detail I can’t say here 
but just be on the look out!

Instagram: @Randall_livefit

Snapchat: Randall_livefit

Youtube: youtube.com/randallpich

Where can we find out more about you? (Social 
media, website, etc):

Website: www.livefitapparel.com

Instagram: @live_fit_apparel

Youtube: youtube.com/livefitapparel

http://www.instagram.com/randall_livefit
http://snapchat.com/add/randall_livefit
http://www.youtube.com/randallpich
http://www.livefitapparel.com
http://www.instagram.com/live_fit_apparel
http://www.youtube.com/livefitapparel
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1 MILLION 
FOLLOWERS.

The Ultimate 
Instagram Marketing 
Guide that got us to

Why use Instagram?

Instagram is a social networking platform that allows 
users to upload pictures or up to 1 Minute videos, and 
share them to their followers on Instagram, Facebook, 
Twitter, Flickr and Tumblr. 

Launched in October 2010 by Kevin Systrom (@kevin) 
and Mike Krieger (@mikeyk) , Instagram grew at a 
rapid rate, gaining over 100 million active users by 
April 2012. 

This phenomenal growth continued with over 300 
Million Instagram users by December 2014, with 75 
million daily followers!

In April 2012, Facebook purchased Instagram for $1 
Billion in cash and stock.

The incredible thing with Instagram is its engagement 
rates on its content. Likes and comments on photos are 
over 50 times higher than on Twitter and Facebook.

Instagram is a must for any business or personal brand.
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Build Your Empire

We started on Instagram in December 2013 using the 
Instagram username @entrepreneursofinstagram with 
an aim to motivate and inspire the entrepreneurial and 
success driven.
It took 6 months just to get to 10,000 followers (don’t 
worry, it’s now much easier with higher numbers of 
Instagram users).
By implementing the tips we’re going to reveal in this 
guide and changing our Instagram username to @
entrepreneurinspiration, we gradually built our following 
to 50,000 motivated entrepreneurs! 
Things move along very fast once you’ve hit 50,000 
followers, and after a name change to @buildyourempire_ 
we hit 100,000 followers in November 2014. 
These days, we have over 1,000,000 fantastic 
entrepreneur and success driven followers!

23 Awesome Tips 
And Tricks to building 
a massive highly 
engaged Instagram 
following to your 
brand.

1) Have an Attractive Username.

Having a good username is essential to having a 
successful Instagram profile. As well as the “username”, 
you also have a “name” section that must be utilised 
properly as well.

A good idea for a business is to use your business 
name for the username if available, then use keywords 
relating to your niche in the name section. For example, 
we use @buildyourempire_ as our username and use 
‘Entrepreneur Inspiration’ as our name, because the 
words ‘entrepreneur’ and ‘inspiration’ are popular 
search keywords that people use when they look for 
accounts to follow. 

2) Add an eye-catching biography.

You will definitely need to pay attention to your 
Instagram bio. Every time someone clicks on your 
account, your bio will be right in front of them and 
they will almost always read it. A well written bio 
can be the reason a person decides to follow your 
page or go somewhere else. It should incorporate 
what your business is all about, how to get in contact 
with you/your business and any relevant hashtags 
relating to your business.

Be careful though, you have to make it short and 
sweet, the 150 characters get used up very quickly!

An example of how our bio sometimes looks is 
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4) Make your own photos and 
watermark them.

While it’s quick and easy to just repost other people’s 
photos and credit them, you do need to go to the effort 
of taking your own photos. 

If you run a motivational page, make your own 
motivational photos. 

If you run a pool-cleaning business, take your own 
photos of the pools you have cleaned with a before and 
after photo.

If you’re an athlete, take action photos of you competing, 
training, etc.

A great website to use for free if you don’t have 
photoshop to make posts is canva.com. With Canva, you 
can’t make the posts on your phone, you have to do it 
from a computer and then email yourself the final post.

A good app to use is called Wordswag, which has a 
great selection of stock photos to use and a range of 
fonts/filters to play around with on whatever image you 
please.

Another two apps that we sometimes use to make photos 
is Instaquote and Piclab. It’s also good to occasionally 
consider buying stock photos from somewhere like 

Deposit Photos, as it has more range than the free photo 
databases on Wordswag.

You must watermark your own photos that you make/
take. Not only will this help with people stealing your 
photos who don’t have your permission or don’t tag 
you in them, but they’re absolutely great for marketing. 
When your content is re-posted by other Instagram 
users, your logo will pop up in the news-feeds of lots 
of users who aren’t yet following you. Even if the poster 
didn’t tag you in the photo, if they love the photo and 
see your watermark, there’s a greater chance they will 
find your page. 

There’s two types of watermarks that we recommend. 

The first is an in text watermark of your brand/individual 
name or Instagram username. This type of watermark 
is easy to blend into the picture without taking the 
attention away from the main subject matter. 

The text watermark can be easily made in most quote 
making apps including Instaquote, Wordswag or Piclab. 
You can also adjust the transparency of the text in these 
apps.

The second type of watermark is of your logo. This stands 
out and is more professional, but takes some attention 
away from the photo. The app we like to use to put our 
watermark on images is Photomarkr, be sure to check it 
out!

3) Link to your website and Email list.

Unfortunately, Instagram doesn’t allow you to have links 
in the caption of your photos, this is to prevent spam. But 
they do allow one clickable link in your biography which 
you will find in the “edit profile” section. Obviously you 
will want to capitalise on this by sending your followers 
through to your website by putting your website link in 
the space provided.

When making a post advertising your products, service 
or website; be sure to mention your link is in the bio. 
This makes it easy for people to click through to your 
website further increasing conversions to your website, 
otherwise, people are generally lazy and don’t want to 
have to type your website domain.
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5) Write highly engaging captions 
with your photos.

Even with high quality photos that suit your niche, you 
will still need to write an enticing caption that builds a 
relationship with your audience.

For instance, if you post a motivational quote, explain 
it in further detail and how it relates to your life/brand/
product, etc. 

Sometimes ask questions to get a response in the 
comments from your followers.

6) Make 80% of your posts value, 
and the other 20% can be selling 
your products.

A general rule from our observations on Instagram is, 
it’s best to make about 80% of your content engaging, 
value for free posts, while making the other 20% 
advertising and content relating to the selling of your 
products or services. 

People don’t want constant ads on your page, even 
if they’re happy customers and enjoy your products. 
So be sure to repost photos from other people that 
are relevant to your niche or fun, along with your own 
content.

Your own photos can include behind the scenes, 
random fun pictures from your day, your own photos 
with a quote you made, or any other relevant content 
targeting your niche that isn’t asking anything from 
your followers, just providing value to them.

7) Use other peoples photos, but 
give them credit.

Generally, most people are okay with you reposting 
their photos as long as you tag them in the photo and 
give them credit in your caption. 

This is a great way to post more content, especially if 
you don’t have the time some days to create your own 
photos, but you saw content someone else posted 
within your niche.

“People don’t want 
constant ads on your 
page, even if they’re 
happy customers and 
enjoy your products. ”
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8) Ask questions.

A great way to get engagement on your page is to ask 
your followers questions. 

It can be as simple as asking what they are up to on 
the day, or something more specific like for example, 
a stock trading page asking its followers for the tip of 
the day and why.

9) Post at least 3 times a day, but at 
the right times.

Most of your followers would rather have you post at 
least three times a day instead of once or twice a week. 
Considering they are following you for your content, it 
only makes sense. Not only will your current followers 
see your posts/brand more often, but you’ll also get 
more followers with more photos. You’ll end up with 
more likes, comments and on more tags. 

This means you’ll end up with more followers because 
your photos are being seen by the followers of your 
followers more often! Try and post at least 1 post early 
in the morning, one in the middle of the day and one 
at night. The idea is to spread your posts out to get 
as many followers as possible seeing your content 
throughout their day, wherever they are in the world. 

65% of Instagram users reside outside of the USA, so 
keep in mind time-zone differences.

10) Hashtags!

It is essential when starting out that you use the 30 
available hashtags. Yes, all 30 available per photo! 
Some may consider it spam to use all 30, but we 
don’t believe so, we strongly believe that in the early 
days of your Instagram page you need to get your 
brand out there with whatever hashtags people 
might search for.

You must make sure the hashtags are relevant to your 
brand and are used by others, by doing that you 
guarantee people will be searching those hashtags. 
You can check how many times a hashtag has been 
used by clicking on a particular hashtag then looking 
at the top right corner where it says x,xxx,xxx posts.

We put 30 hashtags relevant to entrepreneurship in 
the first comment of our images. Basically as soon 
as you post your photo, paste the 30 hashtags (save 
the hashtags into your notes on your phone so you 
can easily copy and paste) into your first comment. 
They won’t be seen on the photo once you get a 
few comments from your followers. 

This gives the impression of a cleaner caption with 
no spam hashtags and you still end up being seen 
in the feed of 30 different hashtags.

11) Have your own hashtag.

A great way to connect to your audience is to start 
a hashtag that is unique to your business allowing 
followers to further connect to your brand. Even 
though they can tag you in photos they want you to 
see, followers want to be reassured that you will see 
their photos. So a promise of “use the hashtag #xyz 
for us to see your photos you want us to repost!”

For example, the hashtag we 
use and check the feed of is 
#buildyourempire 
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12) Tag your relevant photos to 
celebrities.

You can tag up to 20 users on each photo you post. 

A great idea in the early stages of your page is to have 
your photo appear in as many places as possible. To 
do this tag your photo with celebrities relevant to your 
niche.

As fans of these celebrities are likely to check the photos 
celebrities are tagged in, your page will get noticed 
more. Sometimes even the popular users you’ve tagged 
will see your photo and check out your page. 

But do your research first because each user has the 
option to either add photos that you’ve tagged them in 
automatically, or manually. If a popular user has opted for 
manual, chances are they won’t bother going through 
and accepting your photo, making it a waste of a tag. So 
be sure to check the profiles of potential users you want 
to tag, by checking their tagged photos and seeing if 
they automatically appear. With celebrities, you’ll get 
a feel of whether they are automatically accepting tags 
because people will be tagging them very frequently.

Sometimes with a bit of hard work, you get lucky and 
celebrities will either follow you back or repost your 
photos. This will obviously help your page and brand 
exponentially. 

13) Talk to your followers directly in 
comments.

Another powerful way to build rapport with your 
followers is to talk to them directly via comments and 
respond to their direct messages. 

This relationship building can end up in more sales or 
more recommendations to their friends.

14) Give genuine comments on the 
photos of other people.

Another way to be seen by your target audience is by 
commenting on their photos, and on popular pages 
they will be visiting. 

Try and comment on at least 20 photos a day with a 
genuine comment, it doesn’t take long. 

The idea of a genuine comment is basically it should not 
sound like it was copy and pasted. 

Make sure you tag them in your comment.

For example, you really want Jackie or Jackie’s followers 
to follow you because she is interested in nature 
photography, and you run a nature photography page. 

An example of a genuine comment can be on her 
photo of a lake in Norway : “Breathtaking photo @jackie 
! Where in Norway was this taken? I’d love to visit there 
one day!”

If Jackie or one of her followers replies, be sure to reply 
again to build rapport with them. 

“A great idea in the 
early stages of your 

page is to have 
your photo appear 
in as many places 

as possible.”



magazine

15) Use third-party apps for statistics.

A good idea to keep track of your statistics is by using 
third-party apps. A popular one is followers+. 

Followers + keeps track of your Instagram statistics 
regarding lost/gained followers, your best/worst 
engaged followers, your average likes per photo, 
and much more. 

Online, two great statistic based websites for 
Instagram are SocialBlade.com and iconosquare.
com, so be sure to check them out!

Another recent tool we’ve come across is socialrank.
com, which is also currently free! Social Rank allows 
you to sort your followers a variety of ways including 
most followed. 

Seeing your followers sorted by most followed is 
absolute gold! 

This allows you to reach out to the accounts that are 
following you that have a big following, as they will be 
more likely to respond to your message because they 
like your page!

16) Use video creatively.

A great way to break up all the photos is to utilise the 
15-Second videos Instagram allows its users.

You can have videos showing people using and 
enjoying your products or services. 

Alternatively, post something unrelated to your 
product or service that is engaging, like a funny video 
that relates to your niche.

We try to use motivational videos from time to time 
to help fire up entrepreneurs for success.

17) Making multiple accounts.

Depending on your niche, a good idea can be to 
make more than one Instagram account to grow your 
brand quicker.

Having more than one account allows you to shoutout 
all your own accounts with each one, so they all grow 
at a faster rate.

Just because a person is following one of your 
accounts, doesn’t mean they will follow your second 
account. So using this tactic, you will reach a larger 
audience.
 
For example, I have seen accounts in the fitness niche 
that have a variety of sub-niches for accounts all linking 
to the same website and all giving shoutouts to each 
other. 

The sub-niches including mens bodybuilding, female 
fitness, diet/nutrition help/recipes, correct lifting 
form, and a funny gym photos account.

18) Don’t buy fake followers.

This is a necessity! It may be easy to fall into the trap 
of paying some cheap fee to get a boost of 50,000 
followers to make your Instagram look good, but 
what your real followers will pick up is the lack of 
engagement on your photos. 

55,000 followers with 50 likes and 3 comments on 
each photo isn’t very convincing!

Also, Instagram these days have regular clean-ups of 
fake profiles and delete them, which then obviously 
reduces your followers count considerably in an 
instant. 
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19) Using kik/email/dm to network/shoutouts 
for shoutouts.

A great way to fast track the growth of your Instagram account is to 
do shoutout for shoutout’s with other accounts that are similar in size 
and niche to your account. 

@Buildyourempire_ is in a group with other accounts called 
Motivation Mafia (@motivationmafia on Instagram). 

We all do shoutouts with each others accounts.

Kik seems to be the communication of choice for the majority of 
Instagram account owners, so be sure to download it on your 
smartphone or you’ll miss out on key networking opportunities 
otherwise.

Obviously you don’t have to be in a group to do shoutouts with 
other accounts, you can also just message accounts similar to yours 
to suggest singular shoutouts which can be really useful in helping 
each other grow regardless.

20) If you’re going to buy paid shoutouts, do it 
right!

Although not needed, a great way to fast-track the growth of your 
account is to buy shoutouts from much larger accounts in the same 
niche. 

The basic process for this is:

You reach out to an account in your niche much larger than yours that 
offers paid advertising through either Instagram Direct Message, 
through email, or through the popular messaging app “Kik”.
You negotiate a price for x amount of posts.
You then send the pictures and captions you want to use.

You will need to do your research and get a quote from lots of 
accounts to find a good deal. Always try to negotiate a lower price, 
especially for bulk posts. For instance, an individual post is $150, but 
you could get a deal for 5 posts for only $500 ($100 each). 

Another tip is to try and find an account that doesn’t just constantly 
do ads, as the engagement rate for your post will be lower. Try and 
find an account that also posts lots of their own content and doesn’t 
just have ads every post.

When picking a photo to choose for shouting out by an account, 
either pick one of your photos that has had a high engagement on 
your pages, or if the paid shoutout account owner allows it; do a 
screen-shot of your account, as this stands out the most and will 
usually end up with the most followers.

“try and 
find an 
account that 
doesn’t just 
constantly do 
ads”
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21) Run competitions!

Another great way to get more followers and build rapport 
with your current followers is to run competitions on your 
Instagram page. 

This can be done in a couple of ways. 

The most useful way will have your brand getting lots 
of shoutouts from your followers, which is obviously 
awesome! 

This way involves asking your followers to repost a photo 
you have chosen with a caption that states that they want 
to win your competition. 

Also on this photo they must tag your page directly. It also 
helps if they tag their friends on the page as this will get 
their interest on to your page. This can be used by any 
brand!

An example of how to use this type of competition 
can be seen here by a children’s paper artist page  
@roxyoxy_creations (yes this is a real page, check it out!) :

@roxyoxy_creations would post a photo of a $50 voucher 
to their website roxyoxy.com.au with the details of the 
competition in the caption…

“We are running a 48 hour COMPETITION to win a $50 
voucher to use at RoxyOxy.com.au ! 
Just follow these simple 2 steps:
1) Repost this picture on your Instagram and tag  
@roxyoxy and two of your friends on the photo!
2) Write in the caption : ‘I want to win the $50 voucher for 
roxyoxy.com.au!’
We will pick one lucky random winner in 48 hours from 
now!
Goodluck!”

This then ends with @roxyoxy_creations getting heaps of 
shoutouts from her customers which would only cost her 
a $50 voucher.

Another way to do the competition is to post a photo of 
the voucher/item to win and get your followers to tag 5 
people in your comments for a chance to win. This brings 
heaps of traffic to your page from people who most likely 
aren’t a follower of your page yet but have the social proof 
that your page is good because they will likely trust the 
opinion of their friend that tagged them

22) Experiment, especially in the earlier 
stages.

Test, Test, Test and then Test again! Some things from this 
guide may work extremely well for you, some may not 
work at all. You might even occasionally get a negative 
outcome, but it’s all part of the process. 

The best way to go about creating your successful 
Instagram page is to test everything from shoutouts, 
captions, picture filters, your biography and even your 
profile picture. 

23) Be patient, it takes time.

Building a massive following takes time and a lot of 
work, so be patient. The good news is it gets easier 
over time as you grow faster and faster. 

Three extra followers today, could be 100 extra 
a day in a few months time. So be persistent and 

dedicated!

Good luck!
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OF THE ISSUE

Development & Marketing

In every issue of the Build Your Empire magazine we’re going 
to have a “startup story of the issue” to highlight someone’s 
business who is just starting out and hear about what they’re 

working on, what lessons they have learnt, their future 
goals and give them exposure in front of an audience of 

entrepreneurs.
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I first had the idea of creating a pathway for 
striving athletes who never really had the chance 
when I was released from training by the Brisbane 
Roar FC. I used to think to myself now what? What 
options are there for me now? Where to go? etc.
Lucky enough I found the pathway through the 
American College system to continue my soccer 
and studies over in the United States. This is where 
I made the decision to study Business management 
and Sports Marketing and began the process of 
aspiring to be a sports agent, whilst still chasing 
my dreams of playing professional soccer. 
Being a college student in the U.S. definitely was 
demanding but once I set up a routine in my busy 
schedule, I was able to get working on my dream 
idea. 

Exposure Development and Marketing came to me 
as a plan to offer opportunities for Australian soccer 
athletes who are determined and willing to strive 
for their dreams to make the professional level. 
The demand in Australia with the limited amount 
of professional clubs makes the percentages to 
gain a contract very slim. So I began planning and 
getting all my ideas to work, I got myself a job in 
the college computer lab as a tutor which gave me 
15hrs extra a week of computer time. 
I had the initial idea of creating a business which 
I would not publish and make public till the end 
of my college degree which would be in 2018, 
but whilst creating the site and having numerous 
friends of mine interested in the path I took to the 
United States and earning myself a scholarship 
I thought why can’t I start this now? With this I 
would be able to be a prime example of how you 
can earn a scholarship to get a degree paid for 
whilst pursing your dream too. 

The first startup story comes from a fellow Aussie  

Thomas Torzsok 
talking about his business 

“Exposure Development and Marketing”.

In 2014 I created Exposure 
Development and Marketing, 

with the plan to offer the right 
boys and girls the chance to 

play college soccer in the 
United States of America 

and most importantly get a 
scholarship to pay off a degree. 

Aspiring to be different from 
the other recruitment agencies 

which just branch out and 
offer every boy or girl who will 
pay the right price the chance 

to go overseas. Exposure is 
determined to create a name of 
quality athletes who are willing 

to work hard and are eager 
to chase their end goal with 

studies and soccer.

“

”
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of creating a player profile. A player profile, is a 
website created for the athlete which has all the 
vital information about the player’s attributes, 
these range from date of birth, height, weight 
to 20m sprints time, vertical leap and beep test 
results. The reason we provide all this information 
is to ensure the college or university exactly what 
type of athlete they are going to receive come 
signing day. The profile also has information 
about high school grades and any certificates 
and test results. Player photos and a player video 
is required for the page, this is vital as the U.S. 
coaches do not have the luxury to be able to come 
out and watch an individual play or train, so the 
profile video is vital. We here understand what 
is required and what coaches expect by using 
our own experiences to create the player video 
which will help the athlete in getting noticed by 
colleges and universities. A reference page is 
also then added to the player profile page which 
usually consists 2-3 different opinions of the 
athlete from past or present coaches or directors. 
This is important because it adds different inputs 
on what type of person the athlete is on and 
off the field which is a key element in terms of 
being part of a college or university program. The 
page is then finished off by a contacts page, in 
which the client has the option of being able to 
be contacted directly by the college or continue 
having Exposure Development and Marketing as 
the middle contact.

The profile is then added to our website and the 
process of beginning to find the right college 
begins. The way this works is by asking the 
client what they would like to study and get a 
degree in and then the level of play intended and 
able to excel at. With our personal experiences 
and our numerous past clients from different 
collegiate levels this decision is important and 
can determine the scholarship the client receives.  

How does it work though? The process 
we do here at Exposure Development and 
Marketing begins by personally getting in-
contact with the client who has reached 
out to us or been scouted. This creates 
a connection between us here and the 
athlete which is very important to make 
the transition from Australia to the United 
States as smooth as possible. Once both 
Exposure and the athlete are in-contact 
with each other the next step is to come 
to an agreement and begin the process 
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These profiles are sent out to our database 
of connections of colleges and universities 
throughout the United States of America 
and begin to get in contact with the persons 
involved. Once an interest of the client is 
received from the coach or directors, we begin 
to get directly in touch and find a suitable 
deal which suits our client and is the best offer 
possible. 

“

”

Exposure Development and 
Marketing knows exactly how the 

process works and what is required 
to be able to fulfil and be able 

to obtain and collegiate athletic 
scholarship.

clients are important to us, so being able to get a 
scholarship for a player to continue his/her career 
whilst earning a degree is our goal.
The difference we see between us here at Exposure 
and the so called “big recruitment agencies” is that 
we find clients that we think are suitable and can 
excel in the American program. We are building 
a reputation for providing athletes who are set 
out to be professionals. Other agencies tend to 
reach out to families and offer a cost involved 
and send them over for more of an experience 
than an opportunity. It should be a privilege to be 
able to carry the Exposure name and represent 
for what we stand for being able to provide elite 
players in chase of the end goal, a degree at the 
highest level and a professional contract after the 
collegiate years. 

Every day Exposure Development and Marketing 
is growing larger and larger, with our current 
representations with our past and current 
athletes they all are excelling and gaining interest 
in Australian athletes. American Universities are 
always finding ways to improve their programs 
and signing international players and gaining that 
experience helps in both ways.
Exposure has been exceeding my initial goals and 
ideas each day and increasing credibility by the 
minute. 

If the client athlete is happy with the scholarship 
offer, we get the college in contact with the 
player and get the scholarship finalised. 

Exposure Development and Marketing knows 
exactly how the process works and what is 
required to be able to fulfil and be able to 
obtain and collegiate athletic scholarship. We 
help as much as possible to make this process 
as smooth and affordable as possible. Our 
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The best way to get in contact with us here 
at Exposure Development and Marketing is by 
going on our website, www.exposuredm.com 
and sending and enquiry found in the contact 
page. 
By connecting with us on Facebook and 
giving us a like, allows you to access our news 
articles and stay in the loop. www.facebook.
com/exposuredm 
We are now also on Instagram as well which 
is a great way for clients and athletes to get 
directly in view visually and is a growing page 
each day. By connecting with our Instagram 
page this is a great way to be on the lookout 
for deals and offers available with our posts. 
Follow @exposure_dm to check us out.

Interest from Exposure athletes is growing 
increasingly as word is getting out about the 
quality that is available. The experiences and 
opportunities that are available for aspiring 
soccer athletes is incredible.
How do I know all these things? Because I myself, 
is a prime example on the chances to make your 
dreams and goals come true, athletically and 
academically. Whilst still currently continuing 
my studies and aspirations to a professional 
contract, I can offer firsthand experience for 
eager athletes wanting to succeed.
Once I have completed my time at University 
and graduated with my degree and masters in 
Business management and sports marketing/
agency, I have the end goal to start my own 
sports agency and become a fully qualified 
sports agent. Dealing with clients on a more 
personal level and involving professional 
contracts in life after college or university. My 
goal is to have Exposure leading the way in 
pathways to the United States of America and 
one day, all over the world.

Development & Marketing

Contact us    

@exposure_dm

www.facebook.com/exposuredm 

www.exposuredm.com

http://www.exposuredm.com
http://www.facebook.com/exposuredm
http://www.instagram.com/exposure_dm
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PRODUCTIVITY 
INTERVIEW 
WITH A BRW 
YOUNG RICH 
LIST MEMBER.
Jack Delosa is changing education for 
entrepreneurs. He is the founder of 
Australia’s largest and most disruptive 
education institution for entrepreneurs, 
The Entourage, which has a community of 
300,000 entrepreneurs. 

Prior to The Entourage, Jack co-founded MBE 
Education which assisted SME’s to raise money 
from investors. MBE quickly became one of 
Australia’s fastest growing companies. 

Along the way, Jack also became a high-profile 
investor, investing in growth companies such 
as Q-Biotics, Martin Jet Pack, and founding 
The Entourage Growth Fund. His first book 
‘UnProfessional’ became a best-seller in just 
three weeks. 

His most recent book ’Unwritten’ outlines the 
unconventional wisdom he’s become known 
for, to living a life on purpose and making the 
world a better place. 

Jack has been listed in the BRW Young Rich List 
since 2014.



magazine

Do you use a planner, iphone 
notes, or post it notes etc, to 
plan out your day? If so, do you 
plan your day the night before or 
every morning?

It takes a small team to ensure that everything 
I’m across is able to happen consistently and 
reliably. Today I oversee two companies (The 
Entourage and The Entourage Beanstalk) and 
The Entourage Growth Fund which means 
prioritising according to my highest and best 
use is incredibly important. I use Google 
Calendar which my Team and I effectively 
live in. Each morning I get a folder with all 
of my meetings and deliverables for the day, 
which includes backgrounds of each of the 
people and companies I’m meeting with. It 
takes a lot of coordination from my team to 
ensure that all opportunities and challenges 
are addressed and commitments are met. 

What does your daily routine 
look like on the days you work 
from the moment you wake up, 
until you go to sleep?

When I wake up I often head straight into our 
Entrepreneur Development Centre in Ultimo 
which is where I base myself most of the time. 
My days are often a third meeting with people 
and exploring new opportunities, a third 
meeting with my teams and enabling them 
to execute on existing business, and a third of 
my time is spent on media engagements and 
taking what we do into the world.

How long do you read for a day? 

It depends on what sort of day and what 

sort of period I’m in. Outside of the above 
regime, I spend most of my time at home 
of an evening or a weekend, reading and 
researching world’s best practice across 
business and education. Because a lot of what 
we want to do in the world of education hasn’t 
been done before, I draw from anywhere I 
can to help build a clear picture of the future. 
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What is your favourite book and why in 
regards to being more productive in your 
life?

I haven’t found any good books on productivity, that’s 
not to say there aren’t any, just that I haven’t read them. I 
build all of my principles from first principles, meaning I 
find what proves itself to work and I build on that. My key 
principles for productivity are to understand your highest 
and best use, have a high degree of understanding and 
competence across the breadth of functions within your 
business, but bring on great people that have the depth 
and can really drive strategy and implementation.

Do you also invest time into watching 
interviews with successful entrepreneurs/
leaders, learning via courses, etc? If so, 
any recommendations on what you have 
found useful that people can study to 
help them be more productive?  

Harvard Business Review is the best resource I have found 
on strategy, management and productivity. 

Do you meditate? If so, what are 
the benefits of meditating that you 
experience in regards to being more 
productive? 

I don’t meditate but I do a lot of things that have a 
meditative effect for me such as running, training, 
reading, journaling and ‘being’. It’s in the pauses where 
we rejuvenate, reconnect with ourselves and realign with 
where we’re heading in the future. 

What keeps you motivated on a daily 
basis to achieving your goals?

Everything I do is a representation of who I am. I don’t 
need to consciously stay motivated everyday because 
I love the work and I love the challenge. That was 
different when I started out; in the beginning you need 
to everything and anything to keep your business alive. 
However when you build it to a certain point and can 
employ great people to do the things that you’re not 
great at, or don’t enjoy, then you’re left to do the things 
that you love and that add the most value.

How do you remain focused 
and get back on track from 
daily distractions?

I think staying focused is about having 

done the thinking required to know 
where you are going and what it is that 
will get you there. The different layers 
of thinking that need to be decided 
and committed to are:

Vision - 10-20 years
Direction - 7 years
Strategy - 3 years
Operational and Project Plan - 1 year
Quarterly Focuses - 3 monthly
Monthly Objectives - Monthly
Weekly Targets - Weekly
Today To Do’s - Daily

When you’ve done all of this thinking 
and understand how what you do 
today moves you along your path and 
closer to your vision, then you move.
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How do you deal with times when 
you aren’t productive? Including 
times of stress, frustration, or 
disappointment.

This is a self-management thing. I think if you 
can understand how you work best, how your 
energy levels operate, then you can build it 
regular pauses and rejuvenation, this minimises 
periods where you want to be productive but 
aren’t. Learn how to manage your execution 
and your energy levels and you will ensure that 
when you’re on, you’re on.

In regards to goal setting, how 
many goals do you have and in 
what time increments are those 
goals to be achieved by? How 
often do you write out your goals?

My goals start 40 years out and stretch back 
to this week. While there may be 4 or 5 key 
projects I’m working on at any given time, across 
the breadth of the different milestones and 
projects that need to be achieved throughout 
my businesses, there would be hundreds at any 
given moment. This is why building out a great 
team is so important because your business 
will get to a point where you can’t possibly be 
across all of it, so to have great people driving 
the strategy forward is where entrepreneurs 
achieve leverage.

What are the most detrimental or 
distracting things do you suggest 
business owners cut out of their 
lives to become more productive?

Everything that isn’t either your highest and 
best use, or doesn’t rejuvenate you. In business, 
you should be focused on what adds the most 
value and delivers the most progress, and in 
life you should be focused on what’s most 
important to you be it family, partner, children, 
friends, rest or play. I only do what only I can 
do. Everything else is either not done or done 
by somebody else. 

How do you manage taking 
breaks throughout the day?

I don’t.

How do you manage time 
effectively with multiple tasks/
projects?

It comes back to having done the thinking, 
when you know your objectives long-term, 
medium-term and short-term, what to do 
today become obvious.

What is your favourite tool/
resource that you use to increase 
your productivity?

Do one thing at a time.
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Do you employ staff 
(VA’s, Personal assistants, 
designers, etc) to free 
up your time to be more 
productive? How do you 
manage your staff in an 
efficient and effective way? 
Do you use any online tools 
to help streamline this?

I have 90 staff in our Head Quarters 
in Sydney. I have an Exec Team that 
drive the business for-ward, a media 
team that handle that side of things 
for me, and an Executive Assistant that 
handles my diary, deliverables and 
life stuff.

What is the greatest lesson 
that you have learnt in the 
last 12 months to increase 
your productivity?

Work with people who have more 
experience than you in their respective 
field. 

Knowing what you know 
now, if you were to go back 
in time, what advice would 
you give to your 18-year-
old self in regards to time 
wasting and being more 
productive?

I’ve always been quite productive, I 
would say the main lesson is to listen 
to your own voice over the opinion 
of others. When the voice inside your 
head is louder than the voices outside 
your head, you’ve begun to master 
your life.

Where can we find more about you?

              https://www.instagram.com/jackdelosa

              https://www.facebook.com/delosa

              https://www.snapchat.com/add/jackdelosa

              https://twitter.com/JackDelosa

 

To purchase a copy of Jack’s latest 
book Unwritten please visit:  

https://reinvent-tomorrow.com/  
(it’s a must read for all entrepreneurs!)

http://www.instagram.com/jackdelosa
http://www.facebook.com/delosa
http://www.snapchat.com/add/jackdelosa
http://www.twitter.com/jackdelosa
http://www.reinvent-tomorrow.com
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How to connect  
with anyone without 
“Networking”: 
The Ultimate Guide
 
Today, I’m going to teach you how to connect with anybody in the 
world. I’m going to include specific examples of how I’ve done it in 
my own life, and show you the exact results I got from just a handful 
of new friends.
Hopefully, you’ll be amazed. But more than that, I hope you’ll be 
motivated to IMPLEMENT.

Networking? Yuck.
 
First, let’s clear the air: Yes, technically, this post is about “networking.” 
But I refuse to call it such.
Why?
Well, I think the term is “played out” at best. And at worst, completely 
repulsive.
Nobody wants to think of themselves as a “networker,” nobody 
likes to think if themselves as part of someone else’s “network,” and 
certainly, nobody enjoys going to “networking” mixers.
Eck!
There’s something predatory about the whole thing.
So from here on out, we’ll frame our conversation in the context of 
meeting and connecting with interesting people for the simple joy 
of making new friends and living a better life. We’re not collecting 
people or trading “contacts” like baseball cards.
These are real people (just like we are) and if you think of everyone as 
a human, not a potential step in your ego-driven ladder to success, I 
guarantee you that you’ll actually climb said ladder faster.
It’s counterintuitive, but it works. I promise.

You, Multiplied
The biggest reason why connecting with people benefits you is 
simple: It allows you to extend your reach further, which in turn allows 
your ideas to make a much bigger impact.
The end result is that you often get what you want a lot faster with a 
few key friends to help you out than if it was just you, banging your 
head against the wall.
Additionally, the more successful people you’re connected to, the 
more likely you are to be successful yourself (“You’re the average of 
your five closest friends”).
It’s just a good idea to get close to as many winners as possible. But 
this is the part where most of us throw up our hands:

Duh. Connect with successful people. But how?

I’m so glad you asked. Let me tell you how I did it
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Step #1: The Internet Cocktail Party 
(How to Find People With Mutual 

Interests and Give Them Value)

When I first started my Rich20something blog, I didn’t 
know anybody. It was like walking into a cocktail party 

by myself where everyone was already acquainted, and 
not knowing a single soul.

In that situation, the only logical thing you can do is start 
introducing yourself to people in a way that prompts them 

to respond to you.

You don’t want to be the only one babysitting a drink in the 
corner, do you?

I didn’t have much to give at the time, but I did have this little 
website. So I decided to do interviews. Why interviews? Well, 

let’s face it: Everyone likes talking about themselves — and 
anyone who’s been around the internet block a few times knows 

that having your name in as many places as possible is helpful. It all 
adds up.

So I just searched on Twitter, Facebook, etc to find people with sizable 
audiences that seemed like they had something interesting to say. I 

wrote literally DOZENS of emails to different bloggers/ entrepreneurs 
and I didn’t hear back from everybody.

Probably because my intro email was grotesquely long (and had 
misspellings).

I’m shuddering looking at these. Check out this one I wrote to my now 
good friend, James Clear, almost 2 years ago.
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Hi James-

Here’s to hoping that through the internet haze…this message make it!! (If you’re reading this …it did. Fist pump.)
My name is Daniel DiPiazza and I’m the founder of Rich20Something. Basically, I teach twenty-somethings how they can become self-
employed, create wealth and help people by creating information products. It’s a pretty fun job, and I get to sleep in most days!

As a young entrepreneur, I think one of the biggest take we can have early on is the importance of community with other business leaders 
and mentorship from those that have gone before us (I even wrote an article about it for the Huffington Post).

I’m putting together a series of interviews called the Expert Entrepreneur Series that is aimed at the young audience (19-29). I’m gathering 
bloggers, online entrepreneurs, tech gurus, coaches and people who have been able to gather large followings online. Basically, the goal 
is to talk about what had made them successful and give advice to other beginning entrepreneurs/bloggers who are just beginning.

I was really hoping you’d be a part of this group of talented people.

The interviews only last about 20 minutes. After I feature you and others, I’ll and turn the highlights into an article for a few different outside 
sites. Good promo there for sure. The cool part is that right now I already have 17 other bloggers/entrepreneurs with large followings 
(3,000 to 500,000 people) who have agreed to participate…so once I launch the interview series and we really get this ball rolling, everyone 
who participates will be getting a ton of referral traffic. It’s going to be awesome. My end goal is to bring together a community of highly 
talented online experts from various fields and create a place where we call all discuss ideas, help eachother, cross promote and grow.

A friend recommended your blog to me…and what I like about you right off the bat is that, more than anything else…you seem most 
concerned with be an INTERESTING person. SO many people are consumed with doing ONE thing, talking about ONE thing…but your 
entire online presence is dedicated to just becoming a better person, Growing. Evolving. I really think my young crowd needs to hear that. 
I don’t have anybody else like you in the series. It will definitely help to increase your brand as an industry leader and get your name out 
there more than it already is.

Is this something you’d be interested in?

I’m still building everything out, but feel free to take a look at what I have so far. I have 5 more interviews scheduled this week before 
Wednesday alone, so things will be coming along quickly.

http://www.rich20something.com/expert/

Thanks for putting up with my rambling, dude.

Hope you have a fantastic Monday!

Daniel
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All of that to ask him the simple question, “Can I 
interview you?” Looking back on it, the approach 
was definitely ugly. But it got the job done. And 
as I’ll remind you over and over again, it’s more 
important to just F***ing do it than to get it 100% 
right.

So I sent out quite a few of those beasts until I 
started getting responses, and then I created a 
page of interviews — which ended up being the 
first page of my website. In one fell swoop I’d 
created some cool content for my readers (which 
at that point, was basically just my mom) and I’d 
made some connections.
People began to know who I was. I was no longer 
a complete stranger at the party.
Important questions at this point:

1.) “What if I don’t have a blog to 
interview people on?” 
Get one, dammit! Ha. Kidding. Although I do think 
that creating some form of content (blog, video, 
podcast, etc) is one of the most powerful things 
you can do with your time, it’s not essential to 
meeting powerful, interesting people. However, 
you do need to do something that adds VALUE to 
the other person’s life.

• Do some research and find out some of their  
passions or hobbies – then send them related 
content.
• Are they looking for the solution to a particular 
problem that you can help them with?
• Do they have a mutual interest, friend or school 
connection? Mention it, and bring up something 
that only people on the “inside” would know.

Basically, be interesting and relevant. It’s not as hard 
as it sounds to find common interests, connections 
or ways to help someone.

2.) “If the email above is too long, what 
should I write to the person?” 
If I were doing this entire exercise over again, I 
would keep it super short and distill the information 
into only the essential points. Most people aren’t 
jerks – so they’d like to be able to read your stuff.
But EVERYONE is busy and overwhelmed. So make 
it easy on them. Say something like:

Hey NAME, My name is Daniel and I do ________ 
(insert job, blog, etc). I saw your work on _______ 
and really enjoyed it. I’m just reaching out because 
__________ (insert common interest, solution to their 
problem, etc). Do you have 5 minutes to chat any time 
in the next 2 weeks? I have some time on __________ 
(name a few specific days/times) Thanks! Daniel

If you do this 100 times and make 10 new friends, the 
effort alone will be completely worth it. However, as 
you practice more and more, you’ll start refining your 
process and most likely, you’ll get response rates that 
are much higher.

When I was doing this, I got to a point where 9 of 10 
people were responding to me.

Something to remember: 
You have to choose the RIGHT time to reach out to 
someone.

Just because you get your hands on the email 
address of a New York Times bestselling author 
doesn’t mean it’s the right time to connect with 
them.

Do you have anything of value to offer 
them?
Can you find any common ground?
Are they in the middle of a book launch 
and probably very busy?
Do your research. I’ll frequently get 
the contact information of people 
that I’d like to connect with, but 
often hold off on getting in 
touch because it’s not the 
right time — or because I 
know when we talk, I won’t 
have anything particularly 
interesting to say.

Again, we’re not 
just collecting 
people here, 
we’re making 
friends. Be a 
good friend.
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Step #2: Ride the Value Wave

I almost hate using the word “value” so many 
times, but it does a pretty good job of describing 
what you should be giving to your new friends. 
“Value” can mean many things — from a physical 
gift, to an important connection, to simply a warm 
feeling.

There’s always something to contribute.

That being said, now that you’ve started that friendship, 
it’s time to give, give, give. Really start digging deep and 
think about how you can be of service to people. But the 
key is to think of the relationship as a “long game.”

I want you to completely forget about what the other person 
can do for you. At least for now. For the time being, it’s all 
about them.

Many people, myself included, make the mistake of thinking 
that as soon as you’ve made a connection with someone and 
offered a sliver of value, you can immediately extract value from 
them by asking for a favor, connection, etc.

SO WRONG! In fact, think of this whole value process as depositing 
money into a savings account. All the things you do for the other 
person is the principal. That’s not to be touched.

You can only start “withdrawing” value from the relationship once 
you’ve contributed enough to generate some interest. Trust me, I 
learned this the hard way – often bumping my head and wondering why 
– as I asked important people I’d JUST met to immediately do something 
for me that was equal or greater value to what I’d just done for them.

For instance, after this high-powered blogger graciously answered some 
of my questions for an interview, I asked him to review my product — which 
takes much more time, a better relationship with me, and a willingness to risk 
his own credibility:

He was nice about it, but the point is, I hadn’t given him 
enough value to warrant an ask like that.

So what DOES constitute “enough” value? I’ll give you 
some examples from my own life — but keep in mind, 
I’m in the blog space.

My goal is to grow my audience and reach more 
people. So most of my approaches come with that 
in mind. DON’T USE THAT AS AN EXCUSE NOT TO 
START MAKING YOUR OWN CONNECTIONS.

The concept of being useful to people is 
universal, so take my exact examples and learn 
from them, but don’t try to copy them exactly. 
They are concepts. Be creative. Think, dammit. 
Figure out what you can do to become more 
valuable to people that you want to get in 
front of.

Under30CEO and 
Rich20Something: A Match 
Made In Blog Heaven

When I first jumped on the scene, I 
saw immediately that Under30CEO 
was a big voice in the young aspiring 
entrepreneur market.

They seemed to have a massive 
following and I knew that getting 
aligned with them would mean 
good things for me and my 
brand (in fact, many of you 
probably found me through 
one of my many posts on 
their site).

The first thing I did was 
start contributing SUPER 
engaging, valuable 
posts to their site, and 
becoming part of 
the community by 
following up with all 
the comments. For 
instance:
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•  An Open Letter To Frustrated 20-Somethings (147 
comments)
•  My Hacking Elance Guide (231 comments) 
•  An Open Letter To Chronic Worriers (55 comments)
 
Writing articles like these, sharing them with the 
community, then responding to all the comments really 
solidified me as a “top contributor” and someone of 
immense value.

I really took this seriously. You can see my comments 
are third highest in the history of the site, behind the 
two founders.

And this wasn’t some underhanded tactic to get 
something I wanted out of them — I just genuinely 
wanted to help out. I even went so far as to help them 
on their brand, free of charge.

I got creative and I really wracked my brain thinking of 
ways that I could help improve Under30CEO — then 
I sent Matt and Jared a SUPER-DETAILED 11 PAGE 
report, complete with screenshots.

Very few people have seen this: See the secret report 
I sent Matt and Jared at Under30CEO.

Still, I asked for nothing. These were my friends, and I 
wanted their business (which was already doing great) 
to do better. I contributed in any way I could — including 
sending thousands of dollars their way by getting my 
friends to go on their awesome Under30Experiences 
trips (if you haven’t been on one…dude.)

99% of people NEVER think to take this 
much care in their relationships. And they 
lack the patience to appreciate the LONG 
GAME. This process has taken over 2 years, 
and it’s ongoing.

But after years of helping each other out, we’re can 
truly count on each other and it’s not an imposition for 
me to ask something of them — or them of me. Now, 
imagine if you take the same approach with 10 (or 20…
or 100) powerful people.

What types of connections could you form?

I’ve built relationships with dozens of people like this. 
Now, I’ll show you how powerful just ONE “thread” of 
your personal network can be. Let’s continue with the 
Under30CEO example.

https://s3.amazonaws.com/Rich20_dropbox/Under30+Notes.pdf
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I ordered 4 tacos, they 
gave me 4 plates of tacos. 
Jackasses.

New 
friend #16:
Lori Greiner New 

friend #17 New friend #18

New friend
#13: The Lip
TV/Michael
Lustig

New 
friend #14 New 

friend #15

New friend 
#4: Gabriel 
Mizrahi

New 
friend #5

New 
friend #6

New friend #1:
Jordan
Harbinger

New 
friend #7

New 
friend #8

New 
friend #2

New friend #9

New 
friend #10

New 
friend 
#11

New 
friend #12

New 
friend #3

Under30CEO 
(Matt Wilson And Jared O’Toole)

Step #3: Reap The Rewards of Real 
Friendships

Now that I’d become friends with Under30, lots 
of fun, unexpected thing happened. The first 
and most obvious thing was that I ended up on 
an amazing trip in Nicaragua.

But more importantly, now that I’d demonstrated 
my value, I officially became part of the team 
— and I took some responsibility in helping to 
shape the brand and direction of Under30CEO/
Under30Experiences.

I used this new ability to approach people, with 
the support of Under30CEO, and ask if they 
were interested in doing a guest post on the 
site. Because I was now affiliated with a big site 
(Under30 gets over 500,000 readers per month!) 
I was able to really get the attention of some 
important, successful people.

In this diagram, you can see how I worked my 
way through just ONE thread of my new network, 
making friends all along the way.

The first person I introduced myself to was Jordan 
Harbinger, host and co-founder of the massively 
popular, #1 ranked Art of Charm podcast (over 
400,000 downloads per month!).

We had lunch when I moved to LA, and I asked him 
if he wanted to run a guest post on Under30. But 
we also became friends. And friends connect other 
friends. So I simply said — “Hey man, this was great. 
Who else do you know in the LA area that’s cool like 
us, and would be worth meeting?”
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PRO TIP: Simply asking your new friends, “Who else should I know” is an open invitation for them 
to intro you to people, and if your interaction went well, they usually will. Remember, you still have 
to give everyone massive value (as outlined above).

So Jordan introduced me to my now great friend, Gabriel Mizrahi. We chatted a bit via email, 
then went to coffee and had a great time.

There was nothing transactional about it — we just shot the shit and had 
FUN! Neither of us asked for anything from each other.

Gabe is a prolific writer, world traveler (see his crazy escapades at The North Korea Blog) 
and just happened to be in negotiations to host a new streaming TV show…but I didn’t 
know that at the time we first met.

Months rolled by and we kept in touch. Then, I had an opportunity. I wanted to start 
interviewing celebrities and high-level entrepreneurs. But I had nowhere to shoot 
the videos.

I asked around some of my friends (look at how many connections I have just from 
that ONE interaction with Matt and Jared) and Gabe revealed that he was actually 
about to take a position as an anchor at a Television startup called The Lip TV.

He introduced me to the CEO of The Lip, Michael Lustig. Michael was happy 
to hear about my projects, and ended up letting me use his studio to shoot 
some test footage — which allowed me to bring in some AMAZING guests 
— including the star of ABC’s Shark Tank, mega-millionaire Lori Greiner.

One day, Lori may introduce me to somebody. The cycle keeps going and 
going — but at every level, there is care and nurture of the relationship.

Does this take a lot of energy?

YES. But the rewards are quite literally PRICELESS. From just the 
single strand I’ve shown you (starting with Under30CEO), I’ve 
generated THOUSANDS and THOUSANDS of dollars from mutually 
beneficial business partnerships, gone on trips all over the world 
and met people that I’d never have access to under different 
circumstances.

I’d say it was worth the effort. PAY ATTENTION HERE: It’s not 
about connecting with SPECIFIC people. You can connect 
with any of the people I’ve named above and your results 
may not be the same as mine.

It’s about the PROCESS of identifying people that you 
want to meet, becoming great friends with them, and 
seeing where things go. Now imagine doing this for 
decades. You could go anywhere you want, have 
access to almost anything you desire and know that 
in an instant, you’d have the resources to solve your 
toughest problems. Your friends become your 
biggest assets.

Daniel is the 
Founder/CEO of 

Rich20Something as 
well as the CEO 
of Under30CEO

  Both of which are devoted 
to helping young people learn 
the strategies to be wealthier, 

healthier and happier by starting 
businesses that they care about. 

He’s regularly featured 
in world-class outlets like TIME 

Magazine, Entrepreneur, Inc. and 
Business Insider 

He’ll have his first book coming out in 
major stores April 2017

http://thenorthkoreablog.com
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30 UNDER 30
TED NASH

Ted is a serial entrepreneur who has been creating online 
companies from the age of 12. Having raised his first round 
of funding from a group of angel investors in the UK, he 
became the first teenager in the world to achieve 1m App 
Store downloads. 

Ted has built many businesses, his latest being Tapdaq, which 
recently completed a $6.5 million series A funding round, 
making it one of the fastest growing mobile technology 
companies in the world.

Ted was recognised in the prestigious Forbes magazine, as 
one of the 30 Under 30’s for his work on Tapdaq and in March 
2015, became the ‘Global Mobile Innovator Of The Year’ at 
The Mobile World Congress, the largest mobile event in the 
world.

Now 25 years old, Ted is internationally renowned  within 
the technology industry and continues to be frequently 
featured in worldwide media, such as TechCrunch, Forbes, 
Wired, The Guardian and the BBC.  He has been selected as 
“Entrepreneur of the Month” by Huffington Post on more than 
one occasion, and he has also spoken at the world’s largest 
media conferences: ‘The Festival of Media’ in Miami, the 
Mobile Monetisation Summit, the largest mobile conference 
in Israel,  Mobile World Congress, and the world’s largest 
travel forum, ‘The Future Of Travel’.



magazinemagazine

You’ve clearly been a serial entrepreneur 
from a young age, can you explain some 
of the ventures you have worked on 
from the age of 12?

I have built a number of companies, and the majority of 
which have been mobile applications. 

Arguably one of the best known businesses I created 
was called LittleGossip, which was a gossip site not 
too dissimilar to Ask.fm, Secret or Whisper, except 
LittleGossip existed about 4 years before them.

LittleGossip launched as a tool I wanted my friends 
and I to use in order to catch up on what happened 
the night before at various parties that I would miss. 
Almost overnight it exploded in popularity, resulting 
in many millions of users who would read, post and 
discuss the gossip that was submitted. Within a week of 
launch, we had over 33,000 pieces of gossip submitted 
every hour, and quickly the site went from something 
which was built for my consumption, to a nationwide 
phenomenon.

The media latched onto the website, and started to 
publish news and stories from users of the site. So, what 
started as something with genuinely good intentions 
turned into something was abused by a small minority, 
which ended up looking like a lot of malicious content.

I ended up shutting it down, and moving on - but it was 
my first brush with the limelight, and most importantly 
how to deal with a product which explodes in virality 
very quickly.

With your successful apps, did you use a 
specific marketing strategy to get those 
millions of downloads? Is it something 
that can be replicated in today’s app 
market?

When I launched my first few applications, there were 
only about 30,000 applications in the store so it was 
relatively easy to break through the noise. 

Fast forward to now, there are well over 1.5mn 
applications in both the App Store and Google Play 
Store. As the mobile ecosystem evolves, so does the 
marketing that goes with it. It’s a completely different 
game entirely now than it used to be. 

Now, if you are creating an application I would 
encourage you to focus on influencer marketing in 
order to drive installs, because on traditional cost 
per install networks is mostly geared towards highly 
valuable games, like Clash of Clans and Clash Royale. 
It’s not realistic to compete against them, so focus on 
other avenues they might not have really explored yet.

Influencer marketing is a great way to drive down the 
cost of an install, and generate significant volume to 
your application.

“if you are 
creating an 
application I 
would encourage 
you to focus 
on influencer 
marketing”
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Today, you’re running your mobile advertising 
company Tapdaq, which you recently just 
raised a further $6.5Million in a Series A round, 
can you explain more about what Tapdaq does 
for mobile app developers?

Tapdaq is a platform which enables mobile developers to trade 
installs via in-app advertising, and also cross promote their 
existing user base across their portfolio of applications.
We have spent a lot of time working with mobile developers 
throughout our life, and we wanted to build a platform that 
would allow more developers to gain the awareness they 
deserve.

Cross promotion has become one of the most effective ways to 
generate installs for an application, and we have built arguably 
the best technology for developers to achieve that.

We’ve come along way, with millions of installs traded on the 
platform over the last few years and we have much more to 
come, which we know many developers are very excited about.

What are your goals for Tapdaq in the next 5 
years?

I have always said, we will take the route which gives Tapdaq 
the best opportunity to have the biggest impact.

We have started well, but we are still very much in our infancy 
as a company and we will continue to build on top of the 
foundations we have established.

Specifically, if you, like me, believe the key to a successful 
application business is to conquer the three pillars of acquisition, 
retention and monetisation, then Tapdaq as a company has a real 
opportunity to conquer the final and arguably most important 
pillar of monetisation.

We want to create a default platform for developers, because 
we believe the products we are building are an absolute 
necessity if you want to shorten your route to success in the 
App Store.

Currently, you can only use Tapdaq to acquire new users and 
retain existing ones, but soon we will be pushing out some 
features which means developers will be able to use our 
platform to make more revenue. 

Tapdaq can become a multi-billion dollar company, and I will 
continue to think like that, because if we can generate that much 
value within the company, the impact we would have had for 
our customers would genuinely be life changing. That’s what 
get’s me up in the morning, and keeps me up at night...

An essential app marketing tool 
for mobile developers.

Direct Deals

Tapdaq provides a safe and 
transparent marketplace for mobile 
developers to trade installs with each 
other.

You can negotiate the creative and 
targeting settings for all deals you 
set up, meaning you have complete 
control over how and where your ads 
are shown.
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What does a typical working 
day for you look like?

It really depends, because I travel so much, I have a lot of jet lag to contend with - so 
that changes my day to day quite frequently.

I really try to get the balance right between work and play, and at the moment, I 
have a good balance.
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You’ve achieved a lot of success already 
at such a young age of 25, do you have 
any advice for young people who want 
to start a business but don’t know 
where to start?

I have always aimed to stay passionate about my career, 
I think being passionate about your work is one of the 
most important aspects of life.

If you are not passionate about your work, it’s very 
difficult to bounce back from the challenges that are 
forever thrown your way.

So, the first part about building a company is to remain 
passionate about what you are doing. If you don’t, 
then you should probably pivot to something else.

I have always built companies to solve problems I 
come across myself. I always say to entrepreneurs the 
best thing to do is find a problem that is affecting you, 
or others around you, and start to think how best to 
solve it.

If you can solve your own problem, there is a very 
chance others also suffer from the same problem. 
When others perceive your solution to be effective, 
that’s when your business becomes valuable.

You have a new book coming out later 
this year, can you give us any insight to 
what we can expect that to be about?

Sure, the book is called 25 at 25, which really a reflection 
on what I have learnt in business so far. 

I have always had the idea to write down the lessons I 
have learnt building a company for others to digest in 
order to avoid my mistakes. So, on my 25th birthday, I 
thought now might be a great time to do it.

It talks about everything from finding a passion, 
to executing on your vision, to some of the biggest 
challenges you will likely face, to what you can do 
when it all comes crashing down. 

These are all aspects of business I have experienced, 
so I want to make sure others try to avoid the mistakes 
I have made.

Where can we find out 
more about you? 

My Instagram: TedNash
My Snapchat: TeddyNash

My Twitter: Nashy

http://instagram.com/tednash
http://www.snapchat.com/add/teddynash
http//www.twitter.com/nashy
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I’m aiming to raise $50,000 to build a school in Laos for kids 
in need. 

If you found this free issue valuable and want to help a great 
cause, feel free to help me raise this $50,000 by donating to 
the link below.

Every donator will have their name printed in each issue of 
our magazine (see the next page).

$3,934 / $50,000
Pencils of Promise works with communities across the globe 
to build schools and create programs that provide education 
opportunities for children, no matter where they were born, 
or what resources they have. Pencils of Promise has broken 
ground on over 200 schools throughout Ghana, Guatemala, 
and Laos.

Education is a cause that’s truly important to me, so I’m excited 
to join the Pencils of Promise movement that empowers lives 
around the world by increasing access to quality education 
for children in the developing world.
I need your help to make this school a reality for kids in need!
Any donation is truly appreciated :)

CURRENTLY RAISED

http://bit.ly/build-pop
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- Josh Gordon
- Amy Taylor
- Olly Whittle
- Luke Spilly
- Zen Dude Fitness
- Jeff McGeary
- Jake Watts
- Marc Ranger
- Alana Cameron
- Andrew Gottselig
- The Entourage Education Group
- Cam Greenwood
- Preston Smiles
- Nick Kealy
- All the awesome Anonymous donators!

Thank’s everyone, your support is truly appreciated!

Thanks for Donating
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Thank you for downloading this first issue of the 

Build Your Empire magazine, I hope you enjoyed it!

I want to do all I can to make this a great free 

resource for you.

So please reach out to me via Instagram or email to 

let me know how I can improve this magazine.

I’ll see you in issue two, now go hustle and build 

your business! :)

brad@buildyourempire.co

instagram.com/bradcameron_

Photography by: Jason Plancke

http://www.instagram.com/bradcameron_
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